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‘ S EEx Not just information but also people may move between
Want to improve your Korean writing? Writing is an societies, taking their knowledge and cultural practices with
essential tool that will help you adjust to Korean them. Like war, migration is an ancient phenomenon and very
university life. The Ha-Rang Writing Center offers a common throughout history. Although it is often regarded with
free tutoring program open to all mternational students suspicion, immigration tends to confer benefits on the host
at our university. We encourage you to take advantage ) ] ] ] i
of this. The program has always been very popular group. In recent history, countries with the highest net inward
among international students. Registration opens from migration have also had the highest growth rates, the two
November 28 for three days only. Once you are factors clearly being linked in harmony. The complaint that
registered, we will match you with a perfect tutor and . . K le’s iobs is. like simil lai b
contact you to arrange your schedule. We are sure that immigrants take people’s jobs 1s, like similar complaints about
vou will be satisfied with our well-experienced tutors, technology, based on an erroneously static view of the world.
Dot miss this great opportumity to improve your In fact, immigrants increase the size of the market and thus
Korean writing. For more nformation, feel free to email create iobs. Furthermore. thev arrive as alread roductive
Jiyung Yoon. HRWC Director. at jyoon(@hrwe.org. ] - ’ y y P
adults having never been dependent on the host country. They
also tend to be motivated and intelligent individuals with a
@O gh=o] st AL fAds o AERE dEEa talent for the creation of economic organization.
@ gharo] 22v7] Zdate] WiAd o5 AAE FAEE A * net inward migration: = (kL FEA)
® o] Fo) AL W 9 FAL B
@ o]=ral FAS gk S22 AlY A=E Ao @D necessity of consistently educating immigrants
® gharo] S227] A& FFARS] 2PE 8 71S ke 2 @ endless controversy over worldwide immigration
@ difficulties in creating a new economic organization
@ positive effects of immigration on the host country
® efficient ways to activate movement between societies
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Traditional consumption was not particularly thrifty. The
concept of thrift emerged out of a more affluent money culture.
In traditional societies where resources continued to be scarce,
consumption was more seasonally and communally orientated.
In years of bountiful crops people ate heartily, and in lean
years they starved. People were not particularly motivated to
produce more goods for stockpiling, as there was little
incentive to do so where there was little security from raids.
When times were good, celebrations of gluttony were held in
the winter season when stocks could not be refilled. These
rituals were more important than the potential hardships such
celebrations might later bring, as they served to bind people
together and distribute resources. Holiday rituals were typically
structured around cultural practices such as song, dance, theater,
and feasting, and took a great deal of time away from work.

*affluent: F--3F **gluttony: %]

(D What Motivated Traditional Consumption?
@ Communal Production of Winter Foods

@ Refilling Stocks: A Survival Necessity

@ How to Survive after a Bad Harvest

(® What Constitutes Holiday Rituals?
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Over the course of the past forty years, no country on earth
has cut its alcohol consumption more than France. While
consumption of beer and spirits has stayed basically steady in
France, the per capita consumption of alcohol from wine (Dfell
from 20 liters in 1962 to about 8 in 2001. One reason for the
dwindling wine consumption is the (Qacceleration of the French
meal. In 1978, the average French meal lasted 82 minutes.
(BPlenty of time for half a bottle, if not a whole bottle. Today,
the average French meal has been slashed down to 38 minutes.
Wine is a @yvictim of the disappearance of the leisurely meal.
It is not the target of the change, but the decline in wine
consumption is a (Scause of the emergence of the faster, more
modern, on-the-go lifestyle.

*spirits: 53+ &
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To say that we need to curb anger and our negative thoughts
and emotions does not mean that we should deny our feelings.
There is an important distinction to be made between denial
and restraint. The latter constitutes a deliberate and voluntarily
adopted discipline based on an appreciation of the benefits of
doing so. This is very different from the case of someone who
suppresses emotions such as anger out of a feeling that they
need to present a facade of self-control, or out of fear of what
others may think. Such behaviour is like closing a wound
which is still infected. We are not talking about rule-following.
Where denial and suppression occur, there comes the danger

that in doing so the individual anger and

resentment. The trouble here is that at some future point they
may find they cannot contain these feelings any longer.
* facade: ¥, A

D fades out
@ soothes

@ copes with @ stores up

® overestimates
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It is not hard to see that a strong economy, where opportunities
are plentiful and jobs go begging,

Biased employers may still dislike hiring members of one group
or another, but when nobody else is available, discrimination
most often gives way to the basic need to get the work done.
The same goes for employees with prejudices about whom they
do and do not like working alongside. In the American
construction boom of the late 1990s, for example, even the
carpenters’ union.long known as a “traditional bastion of white
men, a world where a coveted union card was handed down from
father to son”.began openly encouraging women, blacks, and
Hispanics to join its internship program. At least in the
workplace, jobs chasing people obviously does more to promote a
fluid society than people chasing jobs.

* bastion: 8] ** coveted: 2|22 A=

@D allows employees to earn more income
@ helps break down social barriers

@ simplifies the hiring process

@ increases wage discrimination

(® improves the productivity of a company
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The impact of color has been studied for decades. For
example, in a factory, the temperature was maintained at
72°F and the walls were painted a cool blue-green. The
employees complained of the cold.

(A) The psychological effects of warm and cool hues seem
to be used effectively by the coaches of the Notre
Dame football team. The locker rooms used for
half-time breaks were reportedly painted to take
advantage of the emotional impact of certain hues.

(B) The home-team room was painted a bright red, which
kept team members excited or even angered. The
visiting-team room was painted a blue-green, which had
a calming effect on the team members. The success of
this application of color can be noted in the records set
by Notre Dame football teams.

(C) The temperature was maintained at the same level, but
the walls were painted a warm coral. The employees
stopped complaining about the temperature and reported
they were quite comfortable.

*hue: Az, A4t
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Mass customization 1is a strategy that allows
manufacturers or retailers to provide individualized
products to consumers. Today’s apparel supplier must
look for new ways to offer customers top-quality goods

at highly competitive prices.

(A) The customer then receives the finished product in a
very short time. This technological strategy is used
today by some fashion firms. This type of
customization is often limited, however, to a small
number of customers.

(B) Based on the exact image, body scanning software
then defines and captures all the measurements
necessary for actually producing the garment or shoe.
This data is forwarded online to the manufacturer,
whose production technologies ensure an exact fit.

(C) Consumers desire products that can be personalized
through fit preferences, color selection, fabric choices, or
design characteristics. A solution to the fit preference is
a body or foot scanner that takes a customer’s
measurements digitally, creating what is referred to as
digital twin.

* apparel: 2|5
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For example, the first step in servicing or installing
equipment is talking with the clients to understand how
they used the equipment.

The customer service representatives in an electronics firm
under major restructuring were told they had to begin selling
service contracts for their equipment in addition to installing
and repairing them. This generated a great deal of resistance.
( @ ) To the service representatives, learning to sell was a
very different game from what they had been playing. ( @ )
But it turned out they already knew a lot more about sales
than they thought. ( B ) The same is true in selling. ( @ )
The salesperson first has to learn about the customer’s needs.
( ® ) The service representatives also had a great deal of
product knowledge and hands-on experience, which is obviously
important in sales.
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Even so, research confirms the finding that nonverbal
cues are more credible than verbal cues, especially when
verbal and nonverbal cues conflict.

Researchers have reported wvarious nonverbal features of
sarcasm. ( (D ) Most disagree as to whether nonverbal cues are
essential to the perception of sarcasm or the emotion that prompts
it. ( @ ) Also, nonverbal cues are better indicators of speaker
intent. ( @ ) As the nature of sarcasm implies a contradiction
between intent and message, nonverbal cues may “leak” and
reveal the speaker’s true mood as they do in deception. ( @ )
Ostensibly, sarcasm is the opposite of deception in that a
sarcastic speaker typically intends the receiver to recognize the
sarcastic intent; whereas, in deception the speaker typically
intends that the receiver not recognize the deceptive intent. ( (5 )
Thus, when communicators are attempting to determine if a
speaker is sarcastic, they compare the verbal and nonverbal
message and if the two are in opposition, communicators may
conclude that the speaker is being sarcastic.

* sarcasm: H|3F ** ostensibly: A}
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