ТЕКСТ 3. Interview with George David, Chairman and CEO, United Technologies Corporation
Question: What are some of the changes you’ve seen in business over the years?
Answer: A major change—especially in the last half-dozen years—is the impact of what I call the process revolution. And what we find is that revolutionary goals do work. When I was younger, the whole name of the game was the annual business plan negotiation with the parent company. All the divisions wanted to pare back the numbers, have the plan come in, and then cruise right past it and get a big bonus. That’s the way American business worked for most of the postwar period—an incremental, few percentage points of improvement each year. What we’ve learned with the impact of the process revolution in the 1990s is that you can set and achieve revolutionary goals—breathtaking kinds of numbers. I can give you countless examples in the business world where you set a goal for, like, 100 percent improvement and doubling profit or halving cost and it actually happens.
Question: How do you effect revolutionary change like that?
Answer: I sometimes say that the first line of my job description is sales, and that’s what I actually do every day, all day. And whether I’m selling stock to investors, products to customers, employment to young people, or new ideas to existing employees, it’s all the same thing: I’m always doing sales. And what you look for, benchmarks, are a really good way to sell. That is, when you can see where you are today as compared to somebody else who is there, that’s a very effective means of selling. When you have a hard discipline, like the process revolution, you can sell that effectively as well. I spend a lot of my life looking for gee-whiz examples—things that are real and persuasive—that people can buy into and say,
“Okay, I believe that.” It’s much better than the sloganeering that you get sometimes, the motivational talk like we’ve got to try harder and so forth—stuff that’s absolutely useless, and, in fact, it reminds me of all my time going through the former Soviet Union. You look at all these slogans plastered all across the walls of these Soviet factories. Work harder, work better, work smarter, do this, try harder. And the answer, of course, is that it doesn’t work. I mean, try harder is not normally an effective means of improvement. What does actually work is having a specific discipline, and I spend a lot of my time with United Technologies Corporation (UTC) people trying to persuade people about the specific disciplines.
Question: What kinds of disciplines?
Answer: We’ve been through something called lean manufacturing, the Toyota production method, which is basically cellular manufacturing—things like the quality revolution. It’s breathtaking what’s happened. The way American quality was assured in the postwar period was what I call end-of-line inspection because we built a product, or a car, or an air conditioner and we got it to the end of the line and we turned it on and we drove it, we ran it, and it worked or it didn’t work. And if it didn’t work, it went to a repair shop for rework and got shipped later on. The Japanese quality revolution is extremely simple in its basic conception because instead of doing end-of-line inspect, the idea is individual process control—at each individual workstation by each individual production employee. And it’s the whole notion of you build a perfect product in the first place— that’s how you get the right answer. That is, you don’t inspect quality at the end— that’s the old American way. Instead, you build it perfect in the first place, by the individual employee self-controlling his or her own individual process. And you can make people see that. You show them little techniques that actually make that happen on a shop floor. And you take people and you show them what people sometimes call visual factory, and when someone has seen the visual factory and suddenly understands how this whole thing works, they go out of there with their eyes as big as saucers. And they believe. That’s how you do a revolution—first, using benchmarks and showing that you are ahead or behind and, second, applying hard discipline.

1. Прочитайте и переведите Текст 3.

2. Найдите в тексте следующие слова и словосочетания:
головная компания, послевоенный период, ставить революционные цели, удвоение прибыли, убедительный, ремонтная мастерская.

3. Заполните пропуски следующими словами:
motivational business perfect process conception
1) When I was younger, the whole name of the game was the annual …. plan negotiation with the parent company.
2) When you have a hard discipline, like the …. revolution, you can sell that effectively as well.
3) And it’s the whole notion of you build a …. product in the first place.
4) It’s much better than the sloganeering that you get sometimes, the …. talk like we’ve got to try harder and so forth—stuff that’s absolutely useless.
5) The Japanese quality revolution is extremely simple in its basic …. because instead of doing end-of-line inspect, the idea is individual process control.
4. Ответьте на вопросы:
1) What was the size of profit of American business in the postwar period?
2) What did they learn with the impact of the process revolution in the 1990s?
3) What is the condition of effective selling?
4) Do slogans work? Why?
5) What is the Toyota production method?
6) What is the end-of-line inspection?
7) How can a manager teach employees the new methods?
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5. Скажите, верны ли утверждения. Если неверны, дайте правильный вариант.
1) All the divisions wanted to pare back the numbers, have the plan come in, and then cruise right past it and get a big profit.
2) I can give you countless examples in the business world where you set a goal for, like, 100 percent improvement and doubling profit or doubling cost and it actually happens.
3) I spend a lot of my life looking for gee-whiz examples—things that are real and persuasive—that people can buy into and say, “Okay, I believe that.”
4) And if it worked, it went to a repair shop for rework and got shipped later on. 5) Instead, you build it perfect in the first place, by the individual employee self- controlling his or her own individual process.
6) When someone has seen the visual factory and suddenly understands how this whole thing works, they go out of there with their eyes as big as saucers.

6. Определите, какие черты характерны для японского и американского способов ведения бизнеса.


