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Context

Courses Manager -The London School of English

• LTO which supports teachers in development of courses and training.

• Over 16 regular specialist open courses - in addition to tailored closed group 
courses and 1-1.

Courses offered in/to:  

Business                    Law

Commercial Law         Public sector

HR                            Banking 

Medical English          Technical English / Engineering  

Journalism                 Lecturing in English 

Insurance                  The Swedish Parliament

Eurostar Drivers The Norwegian Maritime Authority

The Swedish Pharmaceutical Industry



Context

Tailored 1-1 tuition to focus on the skills / needs of the client: 

Regular professions:

• Business People – Executives / Managers / Supervisors / PAs etc.

• Lawyers / Judges / Legal Secretaries

• Teachers / Doctors / Engineers /  IT-Technicians / Designers

• Hospitality / Tourism / Events Organisers

But also more unusual professions: 

• Tennis Umpire

• Sex Therapist

• Potato Cultivator

• Wind Farm Designer 

• Aviation Disaster Investigator 

• Space Probe Technician 

• Brazilian Footballer

• Secret Service Officials

• Motor-Sport Team Director

• Royal Maids



Task

Mini Task

1. What unusual professions have you taught?
2. What fears did you have / challenges did you face?



Why do teachers fear ESP?

“I can’t teach something I 
don’t know about” (lack of 

knowledge)

“I won’t know some basic 
vocabulary or principles in 
the field” (feeling of being 

shown up/exposed)

“I’ve never done this before” 
(the experience is new)

“Will I have to create a lot of 
material? How do I do it? I 

don’t get paid enough to do 
all this!” (lack of material)

“How will I know what my 
client really needs? I don’t 

know how the industry 
works.” (lack of client 

knowledge)

“Who can help me out? 
Who can I turn to?” 

(lack of support)



What is/isn’t ESP?



Preparation

Doing a needs analysis / skills audit

Ask the right questions •What do they do in English?
•Who do they speak to? Why?
•What are their objectives on the course?

•They often need a surprisingly limited range 
of functions.
•These are often familiar to any work context 
(including teaching!) e.g. negotiating, 
presentation skills, socializing.

Research their profession / company 
as a layperson

Determine the functions they need 
to develop

•You won’t become an expert, but you can 
learn a lot.
•Show an interest in their field.

Needs analysis is key •It doesn’t need to differ vastly from a GE 
Needs Analysis.
•Your client probably knows/uses specialist 
vocabulary already.
•Focus on functions rather than grammar.
•Context is crucial for language activities.



Preparation

Ask clients to talk you through their day 
to day 

•Establish skills and functions required.

Set your limitations •Don’t be afraid to say that you are not an 
expert.

View the challenge as a joint-learning 
process 

•You facilitate the clients learning
•They inform your subject knowledge.

Create a strong rapport •Negotiate the timetable (scheme of 
work) as a joint process, which is readily 
adaptable.

Be keen and eager to learn •Be passionate about the subject
•Exploit and learn from gaps in knowledge 
on both sides.

First Day Approach



Material

Published Material Vs Tailored Material



Thoughts

• Can’t make materials to cater for all needs in a group context.

• Be prepared to adapt existing material – often a question tweaking not 
reinventing the wheel.

• Bear in mind some LTOs provide tailor-made course materials.

• Both  general English and tailored material equip clients with necessary skills 
and knowledge - but subject specific material better caters for ESP leaners’ 
specific needs (learners feel an affinity to material they use in their context.)

• Connect with a Community of Practice.

• Read industry blogs. 

• Watch interviews with members of a community of practice. 

• Identify frequently used words and compare to learners’ production and fill 
the gaps.

Material



Connecting with a Community of Practice

www.thesecretbarrister.com    @barristersecret

Material



Connecting with a Community of Practice - Linkedin

Material



• MORE SHIPS SHOULD BE FLYING 
THE NORWEGIAN FLAG

• The Norwegian Maritime Authority 
has an offensive strategy to get more 
ships to regconise the Norwegian 
International Ship Register (NIS). 

• During the Haugesund Conference, 
Director General, Mr. Olav Akselsen, 
gave a number of reasons for the ship 
owners to choose the Norwegian flag. 

• He informed delegates that in the year 
2000, approximately 60 percent of the 
Norwegian owned ships carried the 
Norwegian flag. In 2012 the share had 
fallen to approximately 40 percent.

• The fact is that as many as 1000 
Norwegian ships are flying a foreign flag. 
“We have to do something about this, 
said Akselsen, and asked the question: 
“What determines the choice of flag?”

• “I will tell you; in general terms, service 
and emotions”, he replied.

• He pointed out that Norway and NIS are 
in a competitive situation, as it is the 
right of the ship owner to choose the 
country in which he wants to register his 
ships. The services provided by the 
Norwegian Maritime Authority are 
therefore constantly compared to the 
services of other registries.

• After contact meetings with a number of 
ship owners across the country, the 
feedback is that service is one of the 
most important factors considered by the 

ship owners when they choose their flag, 
says Akselsen, and listed their definition 
of service was short response time, 
available employees, good electronic 
services and a close dialogue. In 
addition to no Norwegian special 
requirements in comparison with other 
registries.

• Akselsen also listed many of the 
measures already taken by the 
Norwegian Maritime Authority to meet 
the needs and requirements of the 
maritime industry such as digitalization 
of services, improved service regarding 
registration in the Norwegian registries 
(NIS and NOR), an appointed contact 
person, simplification of the document 
requirements and an extended 
emergency telephone service.

• He then stated that the strategy of the 
Norwegian Maritime Authority has one 
main objective, and that is for the NMA 
to become the preferred maritime 
administration.

• -The overall message is that yes, the 
Norwegian Maritime Authority is indeed 
a good reason for ship owners to fly the 
Norwegian flag.

Sample Reading Text

Norwegian Maritime Authority



Material - Reading

Material – Reading Texts

• Use internet to find authentic texts in clients’ field.

• Ask client to supply texts they work with, where possible.

Treat texts like you would for any reading text!
• Skimming / Scanning
• Comprehension
• Gapfill
• Jigsaw reading
• Deducing lexis from context / Finding collocations
• Producing summaries
• Follow-up tasks
• Discussion



Material - Listening

Where to find (authentic) texts

• Subscribe to podcasts.

• Make your own dialogues with colleagues.

• Search Youtube.

• Be aware of / record relevant TV programmes. 

• Go on to industry blogs and look for videos / interviews.

• Be aware of published material available.



Material - Listening

Where to find (authentic) texts - HR

.

www.cipd.com/podcasts



Material - Listening

Where to find (authentic) texts - HR

.

www.cipd.com/podcasts



Material - Task

Listening Material – Medical English – Giving News & Showing Empathy

Dr Barrett: Ms Davies the MRI shows that you have a growth in the top part of your right lung. [Silence] We won’t 
know if its cancer until we get a biopsy. But the good news is, if it is cancer, we will know exactly what we’re dealing 
with and how to treat it. Does that make sense?
Ms Davies: Yes, yes, I think so.
Dr Barrett: I think that you’ll be glad to know that if it is cancer, there’s absolutely no evidence that it has spread to 
the rest of your lungs. And the growth is in a position that we can surgically remove it and treat you with 
chemotherapy to get rid of the small cancer cells that we can’t see. So Ms Davies, I’m happy to tell you that your 
condition is both treatable and curable. 
Ms Davies: Thank you doc. I’m sorry, I’m so emotional. 
Dr Barrett: I understand how upsetting this is for you. It’s very difficult for me as well. 
Ms Davies: [sobbing] I’m sorry Dr Barrett. I just feel so scared.
Dr Barrett: It’s only natural that you feel scared. Most people would feel scared hearing this news for the first time. 
Ms Davies: Its just I’ve got my kids to think of and there’s my Dad to take care of. Who’s going to do all of those 
things?
Dr Barrett: We can put you in touch with organisations that can help you. 
Ms Davies: Can you? Thanks.
Dr Barrett: You’ll need time to take this in. Let’s schedule that second appointment with your husband, shall we?
Ms Davies: Yes, thank you. I need to digest everything first.  
Dr Barrett: Can I suggest in that case, that we discuss the treatment options during the second appointment? 
Ms Davies: Yes, OK. 
Dr Barrett: I’ll give you some documentation about your condition in the meantime and you can look at this 
together with your husband and I can answer your questions when we meet next. 

Ms Davies: Thank you doctor, thank you.



Material - Listening

Listening Material – Medical English – Giving News & Showing Empathy

Dr Barrett: Ms Davies the MRI shows that you have a growth in the top part of your right lung. [Silence] We won’t 
know if its cancer until we get a biopsy. But the good news is, if it is cancer, we will know exactly what we’re 
dealing with and how to treat it. Does that make sense?
Ms Davies: Yes, yes, I think so.
Dr Barrett: I think that you’ll be glad to know that if it is cancer, there’s absolutely no evidence that it has 
spread to the rest of your lungs. And the growth is in a position that we can surgically remove it and treat you with 
chemotherapy to get rid of the small cancer cells that we can’t see. So Ms Davies, I’m happy to tell you that your 
condition is both treatable and curable. 
Ms Davies: Thank you doc. I’m sorry, I’m so emotional. 
Dr Barrett: I understand how upsetting this is for you. It’s very difficult for me as well. 
Ms Davies: [sobbing] I’m sorry Dr Barrett. I just feel so scared.
Dr Barrett: It’s only natural that you feel scared. Most people would feel scared hearing this news for the 
first time. 
Ms Davies: Its just I’ve got my kids to think of and there’s my Dad to take care of. Who’s going to do all of those 
things?
Dr Barrett: We can put you in touch with organisations that can help you. 
Ms Davies: Can you? Thanks.
Dr Barrett: You’ll need time to take this in. Let’s schedule that second appointment with your husband, shall 
we?
Ms Davies: Yes, thank you. I need to digest everything first.  
Dr Barrett: Can I suggest in that case, that we discuss the treatment options during the second appointment? 
Ms Davies: Yes, OK. 
Dr Barrett: I’ll give you some documentation about your condition in the meantime and you can look at this 
together with your husband and I can answer your questions when we meet next. 

Ms Davies: Thank you doctor, thank you.



Material - Listening

Listening Material – Engineering – Giving News & Showing Empathy
PM = Project Manager

PM: The latest plans show that they have altered the design of the release mechanism slightly. We won’t know if 
it’s compatible until we receive the other parts. But the good news is, if it is compatible, we will know exactly 
what timeframe we are working to. Does that make sense?
Installer: Yes, yes, I think so.
PM: I think that you’ll be glad to know that if the new plans are correct we should be able to have the 
mechanism in place by the end of next week. If not, which I expect, then we may be looking at a delay of over 3 
weeks.
Installer: Good news if it fits, but if it doesn’t I’m going to be really annoyed. 
PM: I understand how annoying this is for you. It’s very annoying for me as well. 
Installer: I can’t believe they have changed the plans again and now we are in danger of running over schedule, it’s 
so frustrating.
PM: It’s only natural that you feel frustrated. Most people would feel frustrated if they had worked as hard 
on the project as you have.
Installer : It’s just that if we overrun then we will have to pay a penalty, through no fault of our own!
PM: I can put you in touch with the parts supplier who may be able to help you. 
Installer : Can you? Thanks.
PM: You’ll need time to take this in. Let’s schedule another meeting at the end of the week, shall we?
Installer : Yes, thank you. I need to contact the parts supplier as well.  
PM: Can I suggest in that case, that we arrange another meeting for the following Monday? 
Installer : Yes, OK it will give me more time to look at the new plans again. 
PM: I’ll give you some documentation on the installation process. You can look at this with your team and I can 
answer your questions when we meet next. 
Installer : That seems like a good plan. Thank you.



Material – Multi-Skilled / Contextual 

Approach

Complaint / Grievance
Email / Letter exchange 
Seeking / Getting Legal advice

Gathering evidence
Preparing Statements
Email / Letter exchange 
Understanding / Explaining
the judgement  

Reading a 
Contract

How can you build an integrated input?

What precedes this?                            What follows this? 

Email exchange
Phone calls                                                                 
Meetings  

Negotiation    Litigation Process

More emails                                                                
Drafting                                                                      
More meetings 
Editing     
Emails / Calls 
Agreement / Signing 

What functions are needed?



Delivery of ESP

Things to remember

• Be yourself and don’t pretend to be something you are not.

• Rely on your acquired methodology and pedagogy – stick to what you do 
anyway.

• Learn with your client while staying alert to their needs / requirements and 
expect these to change.

• Your linguistic ability in English is better than theirs – their subject knowledge 
is better than yours – view the relationship as complementary.

• As with any lesson the key is preparation and communication.

• Be and appear confident.



Recap - Why teachers don’t need to 

fear ESP

“I can’t teach something I 
don’t know about” (lack of 

knowledge)

“I won’t know some basic 
vocabulary or principles in 
the field” (Feeling of being 

shown up/exposed)

“I’ve never done this before” 
(the experience is new)

“Will I have to create a lot of 
material? How do I do it? I 

don’t get paid enough to do 
all this!” (lack of material)

“How will I know what my 
client really needs? I don’t 

know how the industry 
works.” (lack of client 

knowledge)

“Who can help me out? 
Who can I turn to?” 

(lack of support)

You can because you can research it as 
a lay person and get you client to 
explain things to you.

Not a problem because your 
client will and you can’t be 
an expert in everything. 

Not important because you rely on 
your existing teaching skills and 
preparation.

Use the readily available and adaptable 
published and authentic material.

You will by doing a needs analysis 
and using the client as your 
resource.

Turn to your client and 
connect with their 
community of practice.



Questions ???

ben.butler@londonschool.com

www.londonschool.com 

mailto:ben.butler@londonschool.com

