How to improve your pronunciation

‘Challenge

o 1 Lsten fo the diologue. Do the people know
each other?

2 Different intonation patterns are used in
certain questions, and to express
Listen again, looking at the questions below
Mark the intonation potterns, What do you
natice about them?

o

Example: You'e Jery, aran’t vou”
1 You hod o good tip?

2 Butit's not far o get here from
Manchester, is it?

3 What did you think of Moscow?
4 s it expensive these days?
5 You're going fo the plenory talk?

3 What does eoch person's intonation tell you
about how they feel?

%,
o 4 Match a prompt from 1 with a response
from 2 and o follow-up comment from 3.
Then listen to check your answers. How does
the speaker use infonation effectively in the
responses?
2 What aspects of pronunciation do you think
are most important for communicating
effectively?
g Practice Language box
m 1 Your colleague (your teacher) has In yes / no questions, the intonation usually
recently been fo a conferance in Prague. rises at the end, while in Wh- questions it
Using the notes below, try to guess some usually falls. Statements used as gquestions are
[1}] of the defails of the Irip, and formulate yes | no questions, so the infanation rises:
""—u": questions to confirm your ideas. Use Didl you go fo the meeting? ===
phrases from Challenge and appropriate 5 SR
- infanation fo heip, What dld.vou tailk about? & 3
O o Hotel— ot Tha mestings always last so long? ----
» Conference talk? Participants? If you think o situation is possible but unlikely,
N stress the modal verb and use a rising
s Doy Yop? intonation:
i We might have the conference in Prague

« Local tood? Beer?
If you think a situation is more probable,

stress the main infermation and use a falling
infonation:
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Did I tell you? I'm going to Rome fo o Excellent,

conference.

I'd rather you gave the documenis fo him  Hos he?
personally.

John wen't be in today, He's got flu, Rome?

They've finolly sent the contract. Would you?

Hint

Some nouns ond verbs hove: the some form. but with different shess.
The stress Is usuolly on the ficst sylioble of ihe noun, but the sacond
syllable of the warbs

record (1), record (v); présent (), present (v)

Some: words, however, change fhelr meoning when the stress moves:
discount (v} = fo reduce the price of something

discaiint (V) = b excliide, consider ot somathing isn'timportant

3 Follow-up comment

Lucky you!

And Sam’s off work too,

I'll sign it immediately.
OK. Il go after lunch.

25 Intonation sometimes camries more meaning than words

do by themselves. Listen o the pairs of sentences balow.
In each case, match one sentence from each pair with

the speaker’s infended meaning.

10 We may have to postpone the odverfising compaign.
1b We may have to postpone the advertising compaign,

20 Are you coming for lunch with us? Yes, | think so.
2b Are you coming for lunch with us? Yes, | think so.

3a They could be here at 5.
3b They could be here ot 5.

To disogree politely, use positive words but
intonation which shows hesitation, The intonation
risas and falls more, ending with a rise:
A Are you coming for a drink with us fater?
e DM Lchset o e g

B Well, actuolly, Id love fo but ..
Stressing the modal verb in a senfence
emphasizes the maaning of the modal, while
not stressing it emphasizes the information.
Flatter intenation is more direct:

You musin't smoke so much,

You misstn't smoke so rmuch.

Look

Look again ot listening scripts 43.1-43.3 on
page 137 and listen o the recordings. Find other
examples of intonation and senfence siess.

It's likely to happen.
1 don't know if it'll happen.

I.don’t think so.
Yes, it's very likely.

But | don't think so.
I don't know if they will.
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