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Make a Lasting Impression

Four Minutes That Get You “Hired”




Look at the pictures below and try to answer the following questions after
discussing them with your partner.

1. Find three words or phrases to describe each figure in the pictures below.

| ey ~>#

uld you like to make friends with the person in each picture? Tell your reason.
first impressions always accurate? What matters most when judging a person?

First Impressions




A. Scan the article to find the main idea. Circle
a, b, orc.

a. First impressions happen in seconds.

b. It takes eight minutes to make a first impression.

c. Speed dating is a good way to meet people.

Identifying Pronoun
References
A pronoun often refers to a
specific noun that comes
before it. Writers use pronouns
| to avoid repeating words.

Unit 1 First Impre;




— % T R 0 398 AT, R 5B R G a7 A %, B 5 Z K o5 47in h 4,
B IR IE IC AT A AHK,

*blink [blipk] n. HZ iR
date [dert] n. PR AN
Kim Daniels ['denjolz] G FHe R Wy
according to A
Malcolm Gladwell ['malkom 'gledwel] L IR B o 5 Hr A g R
assumption [o'samp/on] n. e, ik
naturally ['naetforali] ad. H R
clue [klu:] n. ©R
complain [kom'plein] Vi. A%
superficial [,su:pa'f1fal] a. FEIM1Y 5 RIR I
similarly ['similali] ad. [FIFE L, 2Rl
*presume [pri'zju:m] vt. WA E
“misconception [,miskon'sepfan]  n. TR
reverse [r1'va:s] VL. AR s {514

B. Find these excerpts from the article. Indentify what the pronouns refer to.

1. They appear happy ...

They = (Paragraph 1)

2. She may be right.

She = (Paragraph 2)

3. He says that humans make judgments ...

He = (Paragraph 2)

4. These include appearance, clothing and body language.

These = (Paragraph 2)

First Impressions




C. Discuss the following questions with your classmates.
1. According to most experts, how long does it take to form an opinion about someone?
According to Gladwell, how long does it really take? What do you think?
2. What “surface clues” does Gladwell mention? Can you think of other surface clues?
3. The article refers to this saying: “You never get a second chance to make a first

impression.” Do you agree upon this? Why or why not?

Unit 1 First Impre




An impression is just like a footprint in the sand at a beach, which will eventually
fade away, but a lasting impression is one that does not.

Time your reading.

Start time:

S > Make a Lasting Impression

Your reading rate: wpm

By Bo Bennett

' Throughout life, the average person meets thousands of people and is exposed to even

more ideas, concepts, and beliefs. The content of a conversation, or the words used to convey

a message, quickly fade, but the impression remains.

2 An impression is an effect, feeling or image retained as a consequence of experience.

However, like a footprint in the sand at a beach, impressions eventually fade away; a lasting
impression is one that does not. When we refer to making a lasting impression in terms of
success, we are referring to a positive impression. Those who know how to, and are capable
of making lasting impressions on others, have a level of influence over others that is most
useful in the pursuit of success. How can you make a lasting impression? Think back to your
own experiences in life and think of the impressions that were made on you. What were the

circumstances? If you carefully think about this, you will discover three key circumstances:

3 Strong emotion. The stronger the emotion, the stronger the impression. It is easy for us to

recall events in our lives where we were feeling strong emotion, either positive or negative.
However, we generally cannot recall everyday events such as what we had for lunch last

Tuesday (unless the meal was exceptionally good or exceptionally horrible).

*  To make a lasting impression on someone, get them to feel some kind of emotion. The

anti-smoking commercials use ex-smokers with holes in their throats to get the public to feel
fear. Beer commercials use half-naked people to make us feel good while seeing their
product. Of course, your approach to getting others to feel strong emotion can be less

shocking and should certainly be less manipulative.

5

Use of imagery. People remember best in pictures, not words. This is why the use of

ry is so important in both memory and creating a lasting impression. For example, one

First Impressions




of the most effective techniques for remembering numbers is to convert the numbers into
words, then convert the words into mental pictures. The more vivid the imagery, the more

memorable it becomes.

6 A great use of imagery is the use of dramatization. Effective communicators use this

frequently in presentations, meetings, lectures, speeches, lessons, and in everyday
conversation. For example, instead of just telling someone they are wasting money, take a
handful of change and throw it in the garbage coin by coin (I would say burn a dollar bill but
I think that’s illegal, and I do not want to promote illegal activities).

" Differentiation. The law of contrast states that which is different or unique makes a

greater impression than that which is ordinary. We notice the one light bulb that is burned out
more than we notice all the light bulbs that are not. It is the unique and the different that

makes a lasting impression.

¥ Never be afraid to be different or take the road less traveled. Do not be afraid to do or say

something others will not. Be creative and stand out from the crowd in a positive way.

?  The impression is what is left over when the words and details have faded. Practice

leaving people with positive lasting impressions and when the time comes, they will
remember you, your advice, and/or your product.
(544 words)

New Words

fade [ferd] Vi. to disappear gradually & #iii &

retain [ri'tein] VL. to keep something or continue to have something
PRAF, R

footprint ['fut,print] n. a mark left on a surface by a person’s foot or shoe or
by an animal’s foot HIE[, &2k

emotion [1'moufon] n. a strong feeling 521 (¥ 1 &

generally ['dzenarali] ad.  in most cases i i

*xexceptionally [1k'sepfonali]  ad.  used to emphasize how strong or unusual the quality

is JEH M, 7 b

naked ['nerkid] a. not wearing any clothes R4, £ # 1)

shocking ['fokin] a. very surprising, upsetting, and difficult to believe 1A
7, BN, 2 A DL B 1Y

manipulative [ma'nipjulativ] a. skilful at influencing somebody or forcing somebody

to do what you want, often in an unfair way £ (],

ST, 2334
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imagery ['tm1dzori]

effective [1'fektiv]

technique [tek'ni:k]
convert [kon'v3:t]
vivid ['vivid]

memorable ['memorabal]

dramatization [,dreemotai'zeifon]
communicator [ka'mju:nikerto]

frequently ['fri:kwontli]
presentation  [,prezon'terfon]

handful ['heendful]
*differentiation [,diforenf1'e1rfon]

contrast ['kontra:st]

bulb [balb]

detail ['di:terl]

|

s

|

|

s

s

s

S

the use of images to describe something &%, JE 5L
ik

producing a successful result 17 %4[¥]

a special way of doing something 15, J7V%

to make something change from one form to another
(D B 38, (D #4k

producing very clear pictures in mind A=z, & E (1)
easy to remember or very good, enjoyable, or
unusual, and worth remembering & 11 ; {H 1540 & 16
the act of dramatizing x&Jil{t

a person who is able to describe their ideas and
feelings clearly to others 22 # , A br#r

very often or happening many times £ Hi, &KX

an event at which you describe or explain a new
product or idea Bk, ik

an amount that you can hold in your hand —t, /b4
difference between things or people X %

a difference between people, ideas, situations, things,
etc. that are compared % 5%, %)

the glass part that fits into an electric lamp, etc. to
give light when it is switched on HiA]'¥{

information that helps complete what you know about
something 4175, {¥ 1%

Phrases and Expressions

be exposed to
fade away
refer to

stand out

be left over

First Impressions
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A. ldentify the paragraph from which the following information is derived.

1. Making a lasting impression on others can be useful in the pursuit of success.
(Para. )
2. You are likely to be remembered when you leave people a positive impression.
(Para. )
3. The use of vivid imagery is important in creating a lasting impression. (Para. )
4. What is unique and different makes a lasting impression. (Para. )

5. People tend to forget everyday events. (Para. )

B. Choose the best answer from the four choices marked A, B, C, and D.

1. The purpose of the author in writing this passage is to
A. explain the importance of making lasting impressions
B. give suggestions on how to make lasting impressions
C. make comments on making lasting impressions
D. urge readers to make lasting impressions

2. The case of “the anti-smoking commercial” is apparently to support the conclusion that

A. it is urgent to launch an anti-smoking campaign

B. it is necessary to make an impressed advertisement for the anti-smoking campaign
C. the more unique the example, the more persuasive the impression

D. the stronger the emotion, the stronger the impression

3. People are encouraged to convert numbers into mental pictures because pictures are

A. pleasant to watch B. easy to remember
C. simple to tell D. effective to use
4. If you have difficulty in making effective communication, is a good way

to be employed.

A. presentation B. dramatization C. repetition D. differentiation
5. According to the author, is an illegal activity.

A. wasting money B. throwing coins in the garbage

C. burning a dollar bill D. being half-naked

Unit 1 First Impre




C. Answer the following
1. How would you define a lasting impression?

questions according to the text.

2. Why is it important to make a positive lasting impression?

3. How does “differentiation” help make a lasting impression?

Complete the diagram below using the words or phrases in the box. Then add

other words or phrases

you know to your word web.

figure
suit
smile

jeans

friendly makeup
features eye contact
honest kind
humorous tie

posture

hairstyle

blouse

handshake

N

Appearance

N v

Body Language

2N

v

\

/

— " First Impression

Tone of Voice

7

™~

|

Clothing

/N

First Impressions




Discuss the following paragraph with a partner.

I work in a field that is devoted to assessing people.
One of the concepts we talk about is known as the
“halo effect”. It occurs when one good quality about a
person leads us to over-attribute good qualities to them
in other areas. What I'm realizing is that the halo
effect also extends to a person’s appearance. [ think

that is why a positive first visual impression is so

important.

1. What's your understanding of the “halo effect”?

2. Do you agree that a person’s appearance has a great influence on the forming of an

invaluable first impression? Why or why not?

Unit 1 First Impre




In a job interview, how would you make a positive impression on the interviewers
and make the job yours? You are bound to benefit from reading the following
passage.

Four Minutes That Get You “Hired”

By Connie Brown Glaser & Barbara Steinberg Smalley

' First impressions are often lasting. Indeed, if you play your cards right, you can enjoy the

benefits of what sociologists call the “halo effect”: if you’re viewed positively in the first

four minutes, the person you’ve met is likely to assume that everything you do is positive.

2 Four minutes! Studies tell us that’s the crucial period in which impressions are formed.

Within a mere ten seconds, that person will begin to make judgments about our
professionalism, social class, morals and intelligence. People tend to focus on what they see
(dress, eye contact, movement), on what they hear (how fast or slowly we talk, our voice

tone and volume), and on our actual words.

3 Most employers believe that those who look as if they care about themselves are more

likely to care about their jobs. We know “it’s what inside that counts”, but research shows
that physically attractive people are generally perceived by prospective employers as more
intelligent, likable and credible. Your goal should be to come across in the best possible light
—attractive in the way you dress, in your gestures and facial expression and in your speech.

4 Here’s how to make those crucial four minutes count.

> Look your best. 1t signals success. Studies have linked clothes-consciousness to

self-esteem and job satisfaction. Yet many people fail to understand the importance of
projecting a professional image. Forget about personal style. At work, your clothes must

convey the message that you are competent, reliable and authoritative. Dress for the job you

want, not the job you have. If you're scheduled to have an
interview at a company you’ve never visited and aren’t sure
what to wear, ask for a copy of its annual report and study
what the employees pictured are wearing, or pop in ahead of

time to see how they dress.

First Impressions



8 Monitor your body language. Your gestures will greatly influence an interviewer’s first

impression of you. In a study of communications, psychologist Albert Mehrabian discovered

that seven percent of any message about our feelings and attitudes comes from the words we
use, 38 percent from our voice, and a startling 55 percent from our facial expressions. In fact,
when our facial expression or tone of voice conflicts with our words, the listener will usually

put more weight on the nonverbal message.

7 To make your first encounter a positive one, start with a firm handshake. If the interviewer

doesn’t initiate the gesture, offer your hand first. Whenever you have a choice of seats, select
a chair beside his or her desk, as opposed to one across from it. That way there are no
barriers between the two of you and the effect is somewhat less confrontational. If you must
sit facing the desk, shift your chair slightly as you sit down, or angle your body in the chair

so you’re not directly in front of your interviewer.

¥ Good eye contact is also important. One study found that job applicants who make more

eye contact are perceived as more alert, dependable, confident and responsible.

*  Say what you mean. Your goal is to show confidence and be believed. Clinch that

favorable first impression by making your words consistent with your body language and

appearance. If not, your mixed message is bound to confuse your interviewer.

" Open and close your conversation on a positive note. For example, if you've studied the

company’s annual report—and you should have!—consider remarking on any substantial
progress the firm has made within the past year, or cite an area of company involvement that
interests you. When you leave, summarize why you’re the candidate for the job and thank the

person for his or her interest.

" As Christopher Lasch says, “Nothing succeeds like the appearance of success.” So take

advantage of those crucial first four minutes. Look your best, move with confidence, speak

with conviction—and the job you want can be yours.

(647 words)
New Words
*sociologist [,sousi'plodzist]  n. an expert in the scientific study of societies and
human behavior in groups #H422%
halo ['herlou] n. circle of light shown round or above the head of a
sacred figure (AZERA%L D Jeke, HIR
positively ['ppzativli] ad.  in a way that shows you are thinking of the good

about a situation, not the bad 5 &, B

Unit 1 First Impre




crucial
count
mere

professionalism

tone
volume
employer
physically
perceive
*prospective
likable

*credible

*consciousness

professional
competent

* . .
authoritative

annual
interviewer

psychologist
startling
conflict
nonverbal
handshake

*

barrier

somewhat
*confrontational

Y

['kru:Jal]
[kaunt]
[mio]

[pra'fefonalizom]

[toun]
['vplju:m]
[1m'plo19]
['frzikli]
[pa'si:v]
[pro'spektiv]

['latkabal]
['kredabal]

['konfosnis]

[pra'fefanal]
['komprtont]
[0:'Opritotiv]

['eenjual]
['Intovju:a]

[sar'kplodzist]
['sta:tlm]
[kon'flikt]
[,npn'v3:bal]
['hendfe1k]

['beerio]

['sam,wpt]

[ konfran'teifnal]

['slartli]
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ad.

vi.

8

ad.

extremely important 25 5B Z (), JCHEYE 1)

to be of value or importance 131t , 47 H £
used to emphasize how small or unimportant
something or someone is X[, WAL

the high standards that you expect from a person
who is well-trained in a particular job £k, &
N9

the way your voice sounds, which shows how you
are feeling or what you mean &1, % 1

the amount of sound produced by a television,
radio, etc. &

a person, company, or organization that employs
people Jit I, Z i

in relation to your body rather than your mind or
emotions 5k I

to understand or think of something or someone
in a particular way Efi#, A7

likely to be or become I, Ak 1)

pleasing, attractive W] % ¥, {H 13 5 XK

deserving or able to be believed or trusted nJ{5M1,
CIETA ]

the condition of being awake and able to
understand what is happening around you iiX,
HHE

relating to a job that needs special education and
training BV, 1)

having enough skill or knowledge to do something
to a satisfactory standard £ 6 J3 i), EAE 1)

that you can trust and respect as true and correct
BB

happening once a year —4E— X1, BELE[H)

the person who asks the questions in an interview
SF RS s RV

someone who is trained in psychology /r2% 5
very unusual or surprising 4 Az

to be in opposition or disagreement #&fl, 7115
not using words A HE =11

the act of taking someone’s right hand and
shaking it 2 F

a rule, problem, etc. that prevents people from
doing something, or limits what they can do

LR EYY]

more than a little but not very %, 7 £

likely to cause arguments or make people angry
X

a little L&t



applicant

alert
dependable

responsible

confidence
aclinch

favorable

consistent
remark

substantial

cite
involvement

summarize
candidate

conviction

['eeplikont]

[a'l3:t]
[di'pendabal]

[r1'sppnsabal]
['konfidons]
[klntf]
['fervorabal]

[kon'sistont]
[r1'ma:k]

[sob'stan/al]

[sart]
[1n'vplvmont]

['samaraiz]
['keendidrt]

[kon'vik[aon]

Vi.

vi.

vi.

someone who has formally asked, usually in
writing, for a job, university place, etc. SKER, Hi
ITE-]

able to think quickly and clearly HLE £, ML)
able to be trusted to do what you need or expect
AAREE )

sensible and able to make good judgments so that
you can be trusted FJ{E i1, FTFER]

the belief that you have the ability to do things
well or deal with situations successfully 15 L

to succeed in getting something after trying very
hard Bif

making people like or approve of someone or
something iy A= XK I, B A58 VT 1)

in agreement with — £, F£F

to say something, especially about something you
have just noticed Vg, kit

considerable in importance, value, degree, amount,
or extent F L[]

to mention something as an example 5|/, 5 [ilE
the act of taking part in an activity or event %5 A\,
=i

to make a short statement giving only the main
information Mk, & 45

someone who is being considered for a job or is
competing in an election &k N, 3534

a very strong belief or opinion %1%, #i {5

Phrases and Expressions

play one’s cards right

halo effect
come across
in ... light
ahead of
conflict with
put weight on
as opposed to
consistent with

take advantage of

AbFEAS 4

25 R Phoeeeee 4
PN-ee e B

PR, BT

g

HAL, 5k

HXF T iR
. LU | LIPS -1 11
A
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Proper Names

Albert Mehrabian ['&lbat 'merabion] SAARE - kb
Christopher Lasch ['kristafo 'la:f] i B FE o - Pr AT

A. Answer the following questions with the information from the text.

1. What is the crucial period in which impressions are formed?

2. How do you understand the sentence “it’s what inside that counts”?

3. How do prospective employers view those who are physically attractive?

4. Why is good eye contact important?

5. How can you clinch a favorable first impression?

vy,

. Complete the following paragraph with the words in the box below. There are
more words than needed.

likely crucial viewed
employers credible convey
applicant candidate mere

tend speech sociologist
focus slightly appearances

First Impressions




How do people make their first impression? The first four minutes is

Within a ten seconds, you are as whether to be positive or
negative. People to make judgments by what they see and hear. Studies
show that most hold that the more people care about themselves, the more

they will care about their jobs. So it is suggested that in a job interview, the
job should look attractive in his or her appearance, body language and

. People should concern the following three steps: project your best image,
monitor your body language, and say what you mean. If you can learn to achieve

the of success, you are the for the job.

Main Idea & Supporting Details

Text B is mainly about how to make a positive impression in a job interview. The author
develops the essay by listing the factors significant to cope with the first four minutes. In so
doing, the author helps the reader understand the topic better. One of the most important
techniques in writing an essay is to develop a main idea by using supporting details. Now

read Text B again and fill in the chart below.

Main Idea:

_— T

Detail 1: Detail 2: Detail 3:

Conclusion:
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A. Fill in the chart below with different forms of the given words. Then complete

each sentence with the best words chosen from the chart. Change the form if

necessary.
Noun Verb Adjective Adverb
appear apparent
impression
judgment judgmental judgmentally
assumption assumed /
/ accurate
/ superficial
presumptive presumably
misconception misconceived
. James is concerned about his . He spends all his money on clothes.
Some people think he’s .
. I'm by how open-minded Su Kyung is. She never other

people by the way they look.

. People hold an that Rachel is quiet, but this is a . She
loves to talk and laugh with her friends.

L that Gladys was on vacation, but as to her

destination, I've got no idea.

B. In Text A, you read the words “presentation”. The word ends with the suffix

“-ation”. There are several other suffixes as: -ence, -ance, -sion, -ion, and
-ment, which are used to form nouns from verbs. Complete the following
ntences using the words from the box below. Change the form if necessary.

First Impressions




verb noun verb noun verb noun

express expression | present presentation involve involvement
satisfy satisfaction |dramatize dramatization | judge judgment
apply application | differentiate  differentiation  depend dependence

communicate communication

1. He smiled in when he won the race.

2. Don’t me in your quarrel!

3. He gave an impressive on the project, which won the support of most

committee members.

4. I sent them flowers as an of thanks.

5. between old and young people is not so difficult as you think.

6. Health on a balanced diet, fresh air and enough sleep.

7. Don’t your problems. It's not a big fuss.

8. He has for a post in England.

9. He showed good in deciding not to invest in the coal business.
10. This company does not between men and women—they employ and

pay both equally.

C. Fill in the blanks with the words or phrases from the box below. Change the
form if necessary. There are more words than needed.

conviction contrast perceive fade image
detail mere conflict with technique emotion
ahead of effective vivid put weight on competent
1. The medicine is an cure for a headache.
2. The project was completed the expected date.
3. His smile as he saw his rival coming into the room.
4. Some of the new policies the need of local people and brought some
negative effects to their everyday lives.
5. Love, hatred, and grief are that most people may experience in life.
6. Film stars pay great attention to their public
7. It’s necessary to explain the whole thing in great
8. Amelia is in the planning of the project.
9. At the meeting this morning, he the difference in security measures at
the two airports.
10. The students possess the that they can make a difference to their

community.
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A. Underline the correct modals in the following sentences.

1.
2.

N N bW

Before you travel to another country, you (can/have to) get a passport.
You (mustn’t/needn’t) return the book now. You (can/might) keep it for another week

if you like.

. When you go to a job interview, you (shouldn’t/don’t have to) wear expensive clothes.
. Charlie, you (needn’t/can’t) play with the knife. You (may/should) hurt yourself.

. I have no idea. You (could/will) try talking to Jason.

. Stephen must be a doctor judging from his behavior, (mustn’t/isn’t) he?

. —What’s your impression of Gina?

—1I think she is a promise breaker. I waited for her at the mall for two hours. Finally, I
gave up. Later, she said that her boyfriend came over, so she forgot.

—She (needn’t/shouldn’t) put her boyfriend before you. Friends (should/must) come
first. I think you (have to/ought to) speak up. Tell her you were angry.

. —It seems that Miguel has left a good impression on you.

—Oh, it’s not the truth. He wants to eat in expensive restaurants all the time, but I can’t
spend so much. What should I do?

—You (can’t/don’t have to) spend a lot of money to have fun. You (could/must)
exercise together for free. What’s more, you (couldn’t/shouldn’t) feel like this is a

problem.

A. Translate the following sentences into Chinese.

1.

2.

Those who know how to, and are capable of making lasting impressions on others, have

a level of influence over others that is most useful in the pursuit of success.

The law of contrast states that which is different or unique makes a greater impression

than that which is ordinary.
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3. We know “it’s what inside that counts”, but physically attractive people are generally

perceived as more intelligent, likable and credible.

4. Clinch that favorable first impression by making your words consistent with your body

language and appearance.

B. Translate the following sentences into English.
1. AT R XA 2 B S — 255 I 312 . (take advantage of )

2. FHA LR E  fh i) A REAR 2 1 . (stand out)

3. P FRATEE R 204 T, (left over)

4. FAMA T RET W AR i . (be likely to)

C. Translate the following passage into English.
fL¥ (Confucius ) A ¥ £ o ¥ (disciples) . HH — 2 M52 T BEDL 2318 , 45 L 111
S —ENRANEE RS R AN TR I A0 it o FLF 8050 — D2 1 2P RS H R, fL
TIFR NI AA 2 A ABA 2w 85 Ty E2DARR . a0k, TR 2R 36 A =
Ao AL B - <30 HGE T TR W N B9 B ATRE ), 2 R S T n W A T R AR
AR T N () 5t BT FRE ), 45 SR 2P I B S T,
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A. A popular saying goes like this: “It is not the person who is most qualified that
gets the job. The person who gets the job is the one who interviews best.” The
following are three things that interviewees should do. Put them in order.

‘ thani\l"i“". » ’h

a. Send a thank-you note to b. Do some research on the c. Put your best foot forward

the interviewer. target company. during the interview.

Order: D—D—D

B. Rearrange the facts related to a job interview in the order of their significance.
Then exchange your list with your partner and explain why you think the first
factor on your list is the most important and the last factor is the least
important.

a. Do in-depth research and gather useful information of the company.
b. Get familiar with the job description and the requirements.

c. Identify your strengths, abilities and skills.

d. Use positive body language.

e. Dress for success.

f. Relate your strengths to the job.

Order: D—D—D—D—D—D
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A. Underline the topi
t
Celow. Thon Wgtmcdsentence and the concluding sentence in the
e down the three points that support the main id paragraph
idea.

People usually assume that my city 1s
boring. The main reason for this
assumption is the name of my city:
Boring!
I live in Boring, Oregon. Yes, that’s its
real name! Another reason is the small
size of the town. It has only two main
streets and two intersections. A third
reason is the location. The town is next

to a highway, and it doesn’t seem O be

.~ near anything important. For these

- reasons, most people don’t stop in Boring

"fhe three points supporting the main idea:

2.
3.

B. List the as [
sumptions people make about a place you know. Ch
w. Choose one

assumption and list thr
ee reasons for this i
about the place you’ve chosen assumption. Then write a paragraph
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What Is He Doing?

Guess what this man is doing. We can see it is quite funny how a first impression
marks us. This is true mostly for most people in real life. Next time try to question the

obvious!
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