THE
SELECTED

Ada Az
for 2017 %

AYDENOTE # 01

w

AYDENQLLSH



A AYDENOTE LA _Pathway To Y?Uf Future

et

by Ayden Park
AYDENOTE

2017
1 LISTENING O Ct . -

B AZHY o EAE]

2 READING AYDENOTE
B AE AR g5 #01 ~ #10
Scheduledl 01/05/07/ 12/ 14 3 REVIEW
19/21/ 26/ 28/ 31 B Time Limit : max. 20mins
4
4
SPECIAL
- a5 Cl. s~
+
AYDENOTE
2017 The FINAL
OV. 01 02
11
03



w

AYDENGLISH

athmay to-Yaun I

B p52Hd A 13 no.05

deserve ~& Sh-gutoir},
~g (@alof vhwsit
shoot & %3s}rt

stunt double ~2HE U4
director 7=

passion &4

script &

NOTE #01

4

AYDENOTE LA Pathway To Your Future

LISTENING [ 003

M: Before we start, I'd like to thank you for taking time out of your
busy schedule.

W: It's my pleasure. I know you always write nice articles about me.

M: You d 12) it. T hear you're shooting dangerous fighting
scenes without a stunt double. Was that your decision or the director’s?
Wi It was my d 13), For those scenes I have learned and
practiced Taekwondo for three months.

M: Wow, I'm ®impressed with your p 14 Ts there any
special reason you chose to star in this film?

Wi Well, when T read the script, [ was attracted to the story.

M: T see. Can I ask you one more thing that most readers of our
magazine want to know?

W: Sure. T'm ¢ 19 about what it is.

M: What do you do in the evenings after you finish work?

W T usually listen to music or cook while studying my scripts.

M: Oh, you're living a normal life just like us. Well, that's all T wanted

to ask you today. This interview will be p 16) in our
magazine next month. I hope your film will be a big h m,
W: Thank you.
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The photographer's guide to negotiating - Richard Weisgrau
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Negotiation Is communication aimed at settling a matter. I you can't

communicate, you can't negotiate. But don't think of communication as

being the achievement only of a great speaker or writer. The level of

communication skill needed for negotiating is only enough to make your

position understood by another person. An advanced vocabulary is an

assel to an essaylst or a professor, but it isn't going to make a difference

in

a business negotiation. Most business dealings are best done in simple,

easy—to—understand language. You will get the point by comparing which

of

the following two sentences [are / is]19) easier to understand. “T can't

allow myself to experience an excess of expenses over revenues as a result

of

accepting vour offer.” Or, T can't accept this job on your terms

because I will lose money.”
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In business dealings, selecting the best words is an essential and
sometimes difficult part of the process.

Word choice enables a speaker to communicate even negative or
difficult messages without creating conflict or destroving trust.

The purpose of communication should focus on getting speaker’s ideas
across, not using advenced words.

Most of us need to carefully study negotiation strategies to be sure we
don't end up on the losing end of business deals.

A gimple yet powerful way to establish writing as important, skilled,

and unique is through word choice.

Extended Reading [ZFHHA| : communication]

“We all use language to communicate, fo express ourselves, o get our

ideas across, and to connect with the person to whom we are speaking,

When a relationship is working, the act of communicating seems to How

refanively  effortfessly.

communicating can be as frustrating as climbing a hill of sand.”

When a relationship is deteriorating, the act of

Fike i s

be aimed at ~& HHE= s}
settle e Aslct

asset ARAF

essayist 97t

dealing #j

get the point 873& o]ssitt
expense @ H|

revenue %

terms 27

B CHECK POINT

B which of the following two
sentences = § B F 184
- B4
. sentencesT H I H4y
spA & 2

B negotiation = coOMmmunication
= best done in simple,
easy—to—understand language
= meke your  position
understood by another
person
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The typical way to resolve an issue is by
negotiation. Without communication you are unable
to negotiate. In any case, don't consider
correspondence as being the accomplishment purely
of an extraordinary speaker or essayist. The level
of correspondence aptitude required for negotiating
is sufficient simply to make your position
comprehended by someone else. A good vocabulary
is a resource for a writer or a teacher, vet it isn't
going to have any kind of effect in a business
arrangement. Most business dealings are best done

You will get the point by
looking at which of the accompanying two
sentences is simpler to comprehend. T can't permit
myself to encounter an abundance of costs over
revenues as a consequence of agreeing to your
offer.” Or, "T can't take this job on your terms

since I will lose money."

@ in straightforward dialect

@ with a help from an essayist

® by using an advanced vocabulary

@ through hiring a professional negotiator

3 when the speaker has adequate negotiating skills
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A professor of psychiatry at the University of
Stanford named Margaret E. Kemeny, has been
researching the connection between our feelings and
our immune system. She found that "negative” and
"positive” sentiments impact the immune system in
the very same __(A)__, as long as these emotions
are allowed and communicated naturally. Her
examination demonstrated that every inclination,
when suddenly created and permitted, expanded the

action of the immune system generally and of the
NOTE #01
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T cells specifically. The body indicated increased
resistance for the span of time the feeling was felt
— this was seen with satisfaction, trepidation,
and trouble! The

negative emotions are

resentment, possibility  that
__(B)__ to us obviously does
not hold up. Tn actuality! The immune system
responds  similarly to  suddenly  felt  and
communicated sadness as it does to bliss, to
outrage, and to fear.

*trepidation (e thet B4 +

**resentment 55, -2
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3 manner unsafe
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(® section harmful
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However, ecotourism should concern itself with
both people and wildlife because it is about

ecosystems.

Wildlife often seems to be the only aspect of
interest with ecotourism. @ The main focus of
ecotourists would seem to be watching animals
rather than having any interest in meeting and
trying to understand people of different cultures. @
In Africa meeting Masaai tribesmen appears to be
less important than seeing a lion or elephant. @&
Meeting the fisherman in Norway or Iceland would
seem to be less a priority than seeing the whales in
their natural habitat. @ Humans are another form
of animal life. In most ecotourism locations the
wildlife  and

interaction between humans and other wildlife. &

scenery are influenced by the

Wildlife and the people involved in an area should

be of equal importance to ecotourists.



