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Dlscuss;on _ .

N -When yoit start upa busmess the foliowmg are all unporta
order from the most to the least important. i :

nt;:.:__Wit'h a partner put them in

L:stemng and notentakmg _
& 145 L1sten toa p(}dcast about the cosme’ucs produce

- Bétée Lauder and fll in the profile.

L:stenmg for detail
Listen again and mark the sentences_'.' ' ?:(false). 1t the ' srrect them:

1 Estée was born }Dsephme Esther Mentzer [}
"2 Estée’s parents were Bulgarian immi : o ;
3 The first Estée Latuder counter was opened at Saks on_Fifth-Avenu ksl 193 [:] %
4 Thecompany started to sell beauty products for men in the i
5 The Estée Lauder Company consists of many well-know _ :
6 The company went public at the end of the twentleth century [:l . ;3
Vocabulary
The following words are all used in the artlcle about Estee Lauder Match & word on the left
to the correct deﬁmﬁon on the right. : Sl
11 tospill o &) beautiful and well- deszgﬂed
i 2 fragrance b)" a nice smell
Internet = E 5 d_emand ey changing a person’s appearance 50 that they Iook better
§ esearch'_: =+ 4 stylish : )" to accidentally pour a liquid out of its contamer_
5 makegver . _e)’ to say that you want somethmg VETY strongly
6 to pioneer _fy better than everything else of its kind -
7 sample g} completely new and different -
8 technique * h) amethod of doing something S el
~ 9 revolutionary iy a small amount of a product given to people for free :
.10 unsurpassed / “j)” to e one of the first people to do something
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Reading for detail

- With @ partrer, read the article and mak
Lauder’s success are,

Compare your answers with another group. Did you find

e a list of what you think the six secrets uof' E_'sfé':e':-*:

the same six things?

ESTEE LAUDER knew how to make a'sale. " .
Once whén she was refused a counter -
at the Gallerigs Lafayétte in Paris, she
raccidentaily” spilt one-of her fragrances =
s in the crowded store, The scent wafted
through the crowd of shoppers who - fe
immediately demanded to know what:-
the fovely: fragrance was and - where
@

Her approach was very hands-o
always believed tHat in ofder to' make a -
sale, you must touch the customer. Even
campany’s motto is ‘Bringing o de
éveryone we touch’.
swiabout the.importa
anted to give her products.
isticated ook and personally - ¥
the blue colour of the bottles silead
hich she believed would look stylish in.;

ry bathraom: She believed in se recy

B

‘Match a quotation from the fext with the correct explanation on the right.
4) This stresses the persondl approach. Jt makes customers feel
. ihat they are each impottant to the company, but also that they
oo glereamy you sell L - are getting the best quality available,
Cadream . b)Y The idea that you can buy beauty. - :
hebest “¢) Thekey thing is not the cream itself, but encouraging women 10

3 ‘Bringing t _ |
- to'everyone we touch’a fantasize and want a certain lifestyle, so that there is then a
A SR market for the cream.

: _;B_e_auty in Q.j'ai’;’_"%‘?f. '
~ I prder to sell.

Discussion
B With a partrer, look
Which of Estée’s secrets of success do you consider to be the most important?

Which of these secrets are still good business practice today?
Do you think there is still a market for new cosmetics companies? In w

need to be different?

hack at the article and your answers to 5 and answer the questions.

hich way would they
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Adjectives 7
These adjectives can be used to describe people’s personality and their behaviour. Put
them into the correct place in the table below. Use a dictionary if necessary.

negative

__I-:}se the ad]ectwes'_ above to compiete the sen%ences

11 never get angry Pma Ve:ey e Gl persozz

2 }un;ta can't find ’che files she needs. She's so o
% T.don’t really trust him: He seems to be a bit_s
. Robert is workm s way up the career ladder He s very

' Sandra has three small ci’nfdren and a fuiI time ;ob She’s qwte

alth@ugh she
doesn’t show it. .
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