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 B Look at the example from audio track 1.01 that begins with an opening statement 
(in this case a problem), uses three repetition statements about customers and 
! nishes with a demand to do something. Then match a repetition (a–f) and a 
closing demand (i–vi) with each of the opening statements (1–6).
Opening: We have a problem with our store culture.
Repetition: Customers are just not feeling listened to. Customers are not happy. 
Customers are not buying.
Demand: This needs to change.

UNIT 1 
Lesson 1.4

Innovation
Business skills: Engaging presentations

A Match a comment (a–f) and a solution statement (i–vi) with each of the rhetorical 
questions (1–6) to make more examples of the three-part formula.

Useful language

Rhetorical question Comment Solution

 1  So, the question is where to 
invest next?

a I can tell you in very simple language. i I think we have to focus on building 
brand recognition in the coming years.

 2  Why are we struggling to 
attract young talent?

b  I’ll tell you. You slow down your learning and 
you make more mistakes.

ii So be brave, admit you don’t know 
and ask. Questions are the highway 
to success.

 3  How many times have people 
told you that they work too 
much?

c  For me, the answer is clear. Nobody knows 
about us.

iii But we need to engage with new 
technology or get left behind.

 4 What happens if we don’t 
change?

d  For me, the problem is not having too much to 
do. The problem is time management.

iv However, I feel we should look at 
Poland and Hungary as emerging 
economies.

 5  Is there a simple solution to 
the threat of digitisation?

e Not at all. It’s complex. v  We will go out of business, slowly 
but surely.

 6  What happens if you pretend 
to understand things when 
you don’t?

f  There are many options. And nobody can be sure 
of the future.

vi I think people need to learn how to 
prioritise and focus on what matters, 
and forget the rest.

Opening Repetition Demand

 1 The project is rapidly 
becoming a disaster.

a They don’t come back and buy from us. They tell 
others not to come back and buy from us. They 
buy elsewhere and strengthen our competitors.

i    We need to ! nd ways to remotivate 
people.

 2  Sta"  engagement dropped 
signi! cantly last year.

b  We are over budget. We are over schedule. And 
we are over scope.

ii  I think it’s time for everyone to play a 
part in the leadership of this company 
and support the turnaround.

 3  I’m tired of hearing 
complaints about the board.

c Learning. More learning. And even more 
learning.

iii In today’s presentation, I want to talk 
about how we can innovate more.

 4 Innovation is the key to 
business success.

d It means we create new products. It means we 
! nd new customers. It means we keep having 
fun and don’t get bored.

iv When you stop learning and 
developing yourself at work, it’s 
time to move on.

 5  Unhappy customers do three 
things.

e  Our leaders don’t appreciate me enough. Our 
leaders don’t pay me enough. Our leaders aren’t 
around enough.

v  So let’s talk for a few minutes about 
how to keep our customers happy.

 6  There are three things which 
bring success in life

f  People aren’t happy with their management. 
People aren’t happy with their colleagues. 
People aren’t happy coming to work.

vi I think we need to stop and re# ect on 
whether we are doing the right thing.


