
Business Idioms in Action- 6

Join us as Alex shares his top tips for successful business dinners.

Alex- Hello, everyone, and welcome to Business Idioms in Action! Today, we're talking about the art of 
taking a client out for a business dinner. It's not just a meal; it's an opportunity to showcase your 
company and build lasting relationships. So, let's dive in.

First and foremost, it's essential to roll out the red carpet for your client. Choose a venue that reflects 
your company's values and offers a warm welcome. Create an atmosphere that makes them feel truly 
special.

Now, when you sit down, it's time to break the ice. Small talk is key. Discuss common interests, 
perhaps something outside of business. This helps create a relaxed environment, making the client 
more comfortable.

Remember, you want to establish a level playing field. Treat your client as an equal partner in the 
conversation. This builds trust and sets the stage for a fruitful discussion.

Now, here's a classic move: the opportunity to close the deal over dinner. If the atmosphere is right, 
and you've built a rapport, this could be the perfect moment to discuss business matters. Just ensure 
it feels natural and not forced.

When it's time to talk business, don't beat around the bush. Cut to the chase. Be direct and clear in 
your communication. Your client will appreciate your transparency and efficiency

But, be prepared for negotiations. Sometimes, you might need to play hardball. Discussing terms and 
conditions over dinner is not uncommon. Just ensure the atmosphere remains positive and 
respectful.

And of course, the moment arrives—the bill. This is your chance to show appreciation and 
professionalism. Pick up the tab. It's a gesture that speaks volumes about your commitment to the 
client relationship.

Lastly, always keep your eye on the ball. Stay focused on the purpose of the dinner—building a strong 
business relationship. Don't let distractions veer you off course.

That concludes our tips for taking a client out for a business dinner. Remember, it's not just about the 
meal; it's about creating an experience that leaves a lasting impression. Thanks for joining us on 
Business Idioms in Action! Until next time, happy learning!



Idioms:

Roll out the red carpet:

Break the ice:

A level playing field:

Close the deal:

Beat around the bush:

Definition: To give someone a very special welcome or treatment.
Example sentences:

"The company rolled out the red carpet for its new CEO, organizing a lavish welcome 
party."
"When hosting international guests, it's essential to roll out the red carpet to make them 
feel honored and appreciated."

Definition: To initiate social interaction in a situation where there is tension or awkwardness.
Example sentences:

"During the team-building exercise, we played games to break the ice and get to know 
each other better."
"At the networking event, I tried to break the ice by starting a conversation about common 
interests."

Definition: A situation where everyone has an equal opportunity to succeed.
Example sentences:

"In this company, promotions are based on merit, ensuring a level playing field for all 
employees."
"The new regulations aim to create a level playing field for businesses of all sizes, 
preventing unfair competition."

Definition: To finalize an agreement or complete a business transaction.
Example sentences:

"After weeks of negotiations, they finally closed the deal with the overseas supplier."
"The sales team's goal is to close the deal with potential clients during the upcoming 
conference."

Definition: To avoid addressing an issue directly or to speak in a vague or evasive manner.
Example sentences:

"Stop beating around the bush and tell me what you really think about the proposal."



Cut to the chase:

Play hardball:

Pick up the tab:

Keep your eye on the ball:

Fill in the blanks with the correct idiom:

"Instead of beating around the bush, she prefers to address problems head-on and find 
solutions."

Definition: To get to the point without wasting time on unnecessary details.
Example sentences:

"Let's cut to the chase and discuss the main objectives of the project."
"When giving feedback, it's best to cut to the chase and focus on the areas that need 
improvement."

Definition: To be aggressive or uncompromising in pursuing one's goals, especially in 
negotiations or competition.
Example sentences:

"The company decided to play hardball with its competitors by lowering prices and 
offering additional incentives."
"During contract negotiations, they played hardball and refused to make any concessions."

Definition: To pay for something, especially a bill or expense.
Example sentences:

"As a gesture of appreciation, the CEO often picks up the tab for team lunches."
"Let's celebrate your promotion by going out for dinner, and I'll pick up the tab."

Definition: To stay focused on the task at hand and not be distracted by other things.
Example sentences:

"During the project, it's important to keep your eye on the ball and prioritize the most 
critical tasks."
"In a fast-paced environment, it's easy to lose focus, but it's essential to keep your eye on 
the ball to achieve your goals."

1.  The scholarship program aims to provide students from all backgrounds with a ____________, 
ensuring equal opportunities for education.

2.  In the final stages of the project, it's crucial to ____________ and ensure that all deliverables are 
met on time.

3.  The company ____________ for its top clients, offering exclusive access to the launch event.
4.  Instead of ____________, she should address the issue directly and propose a solution



Conversation Questions:

Listen to the audio and fill in the blanks with the correct idioms:

Alex- Hello, everyone, and welcome to Business Idioms in Action! Today, we're talking about the art of 
taking a client out for a business dinner. It's not just a meal; it's an opportunity to showcase your 
company and build lasting relationships. So, let's dive in.

First and foremost, it's essential to _______________ for your client. Choose a venue that reflects your 
company's values and offers a warm welcome. Create an atmosphere that makes them feel truly 
special.

Now, when you sit down, it's time to _______________. Small talk is key. Discuss common interests, 
perhaps something outside of business. This helps create a relaxed environment, making the client 
more comfortable.

Remember, you want to establish _______________. Treat your client as an equal partner in the 
conversation. This builds trust and sets the stage for a fruitful discussion.

5.  At the beginning of the workshop, the facilitator introduced an icebreaker activity to ____________ 
and create a relaxed atmosphere.

6.  During the business trip, the manager generously offered to ____________ for dinner as a token of 
appreciation for the team's hard work.

7.  Let's ____________ and discuss the budget constraints that are affecting the project timeline.
8.  After months of negotiations, they finally ____________ with the potential investor, securing 

funding for their startup.
9.  In the competitive market, companies often ____________ to secure lucrative contracts and gain a 

competitive edge.

1.  How do you think companies can roll out the red carpet for their customers to make them feel 
valued?

2.  What's your favorite icebreaker activity to break the ice in a new group?
3.  How can organizations ensure a level playing field for all employees regardless of their 

background or experience?
4.  What strategies do you think are effective in closing a deal successfully?
5.  Why do you think people tend to beat around the bush instead of being straightforward in 

communication?
6.  How can cutting to the chase improve efficiency in communication and decision-making?
7.  In what situations do you think it's necessary to play hardball in business or personal 

negotiations?
8.  When was the last time you picked up the tab for someone? What was the occasion?
9.  How do you stay focused and keep your eye on the ball when working on a long-term project?



Now, here's a classic move: the opportunity to _______________ over dinner. If the atmosphere is right, 
and you've built a rapport, this could be the perfect moment to discuss business matters. Just ensure 
it feels natural and not forced.

When it's time to talk business, don't _______________.  _______________. Be direct and clear in your 
communication. Your client will appreciate your transparency and efficiency

But, be prepared for negotiations. Sometimes, you might need to _______________. Discussing terms 
and conditions over dinner is not uncommon. Just ensure the atmosphere remains positive and 
respectful.

And of course, the moment arrives—the bill. This is your chance to show appreciation and 
professionalism. _______________. It's a gesture that speaks volumes about your commitment to the 
client relationship.

Lastly, always _______________. Stay focused on the purpose of the dinner—building a strong business 
relationship. Don't let distractions veer you off course.

That concludes our tips for taking a client out for a business dinner. Remember, it's not just about the 
meal; it's about creating an experience that leaves a lasting impression. Thanks for joining us on 
Business Idioms in Action! Until next time, happy learning!


