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Listening A

C: Clara
B: Boris

B: I was looking at your website the other day, Clara. 
It’s just incredible! How on earth do you manage to 
come up with all those ideas?

C: It’s funny, but I’ve always loved clocks. My granny 
had one that was set in a big frame that looked like 
the sun, and one of my earliest memories is of sitting 
in her kitchen looking at it. I suppose that’s what 
inspired me, although if you’d told me when I was 
younger that I’d end up as a clock designer, I don’t 
think I’d have believed it!

B: So how did you go about setting up your business? 
Did you have to invest a lot of money?

C: Well, that was a problem at first. In order to make 
the clocks affordable, I had to have a minimum 
of 500 of each design manufactured. I couldn’t 
get a loan because my bank said the whole 
enterprise was far too risky. Then a friend of mine 
suggested crowdfunding.

B: Crowdfunding? What’s that?

C: There are various ways of doing it, but I used a 
website where you put forward your plan and you 
ask people to promise money in return for a share of 
the profits. Luckily for me, enough people liked my 
designs to take that risk.

B: What a brilliant idea! And it’s a kind of market 
research too, isn’t it? If all those people are willing 
to take a chance on you, that probably indicates that 
your business will be a success.

C: It has been so far. I’m bringing out a new range 
next month, with some more innovative designs. 
It’s tempting to play it safe, but you can go into 
any department store and buy an ordinary clock, 
whereas mine offer something unique – I only 
make 500 of each design, so the chances of your 
neighbour having the same one are pretty small.

Listening B
Some very interesting research has been done in this 
area. Essentially, the aim was to find out exactly what 
the appeal was of extreme sports and what made these 
pursuits especially attractive to some people. Most 
of us, after all, would prefer to watch a movie or read 
a book than suffer the agony and terror that some 
of these activities involve. So, a number of extreme 
sportsmen and women were interviewed extensively 
on the subject and various established personality 
tests were carried out on them, and the researchers 
concluded that most of these people had two very 
significant things in common. The first was the desire to 
achieve a goal. These are not people who are content 
to let life carry on from day to day – they want to take 
control of their lives and part of that control has to do 
with setting themselves goals. So that goal, whether 
it’s the peak of an eight-thousand feet mountain, or the 
finishing line after 26 miles, is all-important to this set 
of people. The catch, of course, is that once a goal has 
been accomplished, another even more challenging 
goal must be set. These people are not satisfied with 
repeating achievements – that won’t give them a sense 
of satisfaction. So they have to push themselves further 
and further to get that sense of achievement, quite 
often doing activities that are more and more risky. 
To some extent, all athletes do this, but in the case of 
extreme athletes, this is more pronounced. The other 
characteristic that all extreme athletes demonstrate, 
perhaps not surprisingly, is competitiveness. These are 
people who measure themselves against other athletes 
and their self-esteem will vary, depending on their 
last victory.


