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HNPEJUCJIIOBUE

Hacrosimee ydeOHOE mocoOme «AHTIMIACKHNA s OW3Hec-meneil
(Mactes |IV)» sBiseTcs mnpoaonkeHHEM JTabOpaTOpPHOTO TPaKTHKyMa
«AnrTmmiickuid s OmsHec-mener (Yacts |)», mpakTukyma « AHTIHACKHN
s omsHec-mieneit (Yacts |)» u yaeOHOTO TOCOOHMS «AHTIHHACKUN I
o6msnec-neneit (Yacts I11)», memp xoToporo — oOydeHne HaBBIKAM yCTHON
U TIMCHMCHHON pedrM Ha aHIJIMICKOM sI3bIKe B cdepe JIEIOBOro
(KOMMeEpUYEeCKOro) OOLICHUS 1 OCHOBAM SKOHOMHUYCCKUX 3HAHHA.

B  yueOHOM moOCOOMM  pacCMaTPHBAIOTCS  JIGKCHYECKHE U
rpaMMaTHYeCKUC SBJICHUS, BCTPCYAIONIMECS B JICJIOBOH pPa3rOBOPHOM
pedd, a TakkKe B OKOHOMHYCCKHX TEKCTaX M  JIOKYMECHTaXx.
I'pammaTndeckne TOJOXKEHUS, a TakKKe YHOpaXHEHUS IOCTPOCHHI Ha
Hambolee yIMOTPEOUTENPHON SKOHOMHYECKOW IJIEKCHKE, YTO ITO3BOJHT
CTyICHTaM JleTde OCBOWTH NaHHBIM MaTepuan. Kpome Ttoro, ydeOHOe
mocoOre HaIeJIeHO Ha pa3BUTHE HABBIKOB BEICHHUS MAWCKYCCHHU U
po¢eCCHOHATHHO-OPHEHTHPOBAHHON YCTHON pEyH.

IMocobue coctout 3 6 MoOmymnei, KOTOPBIE HMEIOT OJWHAKOBYIO
CTPYKTYPY, COJCPKAT MAaTEPUAIbl U CUCTEMY YNPaKHCHHUH, TOCTPOCHHBIX
10 eAMHOMY NIPHUHLMITY. B Hauane mMoayis mpeictaBiieH pa3paboTaHHBIN
aBTOpPOM TpaMMaTHYECKUN MaTepuall, OCHAIUCHHBIM I[pUMEpaMU Kak
HKOHOMHUECKOH, TaK W OBITOBOM HAIlPaBIEHHOCTH, 3aTE€M IPEICTABICHBI
HauboJiee ynotpedurenbHbie ()passl, JUAIOT, BBOJHBIN TEKCT 10 3aaHHON
TEMC U KOMMyHI/IKaTI/IBHbIe 3aaHUus K HeMy. OCHOBHaH 3aJa4a — BBECTHU
HanOoJiee YaCTOTHYIO TEMATHUYECKYIO JICKCHKY IO TeMe, OTpaboTaTh U
3aKpenuTh ©¢ IMpH T[OMOMKA KOMMYHHUKATHBHBIX 3amaHwid. s
OCTIDKCHUS  HAaWOOJNbINEH KOHIECHTPAIIMA TEMATHYECKOW  JICKCHKH
OpUTHHAIBHBIC TEKCTHI MTOJIBEPTaIUCh COKPAIICHHUIO.

ABTOp  pa3paboram  JEKCHYECKHE  YIPaXKHEHHS,  KOTOPHIC
MPEJCTaBICHE B JBYX KATETOPHSIX — YIPAXXHCHWS, HAICIICHHBIC Ha
JOCTUXKCHHUEC MAKCUMAJBHOTO KOJIMYECTBA HOBTOpHI)IX O6paH16HHﬁ K
TEKCTY, YTO CIIOCOOCTBYET €ro yCBOCHHIO, W YIPAKHEHHs, OCHOBHOM
3a7a4eil  KOTOpBIX ABISIETCS  JajbHEHIleEe PpacUIMPEHUE HABBIKOB
FOBOpeHI/IH II0 TEMEC. B Ka4CCTBC 3aBepma}omer0 KOMMyHI/IKaTI/IBHOFO
YOPaKHEHUST 110 TEME MpeajiaraeTcsi IUCKyccus. I[lOCIeIHHM 3TamoM
MOJTyJISl SIBIIICTCS HATIMCAHHUE JCCe.

Hacrosimiee yueOHOE MOCOOHME COCTABICHO U OTPEIAKTHPOBAHO B
COOTBETCTBUH C HOPMaMHU COBPEMEHHOTO JICJIOBOI'0 aHTJIMHCKOTO SI3BIKA.



MODULE 1
Contracts and Their Performance

Grammar Box

Cnoxnoe pomoanenne (Complex Object) — s10 KOHCTpYKIHS,
COCTOsIIIIasl W3  MECTOMMEHHs B  OOBCKTHOM  Majiexe  HIU
CYIIECTBUTEIBHOTO, 0003HAYAMOLICTO JIUIO WM  OpeAMET, |
MHOUHUTUBA TJAroja, KOTOPBIA BhIpaXKaeT ACHCTBUE, MPOU3BOIHMOC
ITUM JIHALIOM.

I want him to help me. — 4 xouy, umoéwt on nomoz mne.

They expect the steamer to leave tonight. — Onu oorcuoarom, umo
napoxoo omoiidem ce200Hs 6e4epom.

1) Complex Object ymnortpebasiercss mocine  TJIaroyos,
BBIPXKAIONINX KeJanue — t0 want xomems, to wish, to desire ocerams,
should (would) like xomen 61, a Taxxke mocie riaaroioB to like
nmobums, npasumowcsi, t0 hate nenasuoems:

He wishes the work to be done at once. — On orcenaem, umodw
paboma ovLna coenana HemeoeHHO.

I like people to tell the truth. — 5 nwo6nio, kezoa nrwou 2060pam
npaeoy.

Ecmu  pefictBue, BBIpa)keHHOE WH()DUHUTHBOM, OTHOCUTCA K
MOJJISKAIEMY TIPEUIOKEHUS, TO MECTOMMEHHUE Mepe] MH(QUHUTUBOM
He ynorpebasercs:

I should like to be invited to the concert. — 4 xomen 6v1, umoont
MeHs Npunacuiu Ha KoHyepm.

2) Complex Object ymorpebusiercss mocie  IIarojos,
BBIPKAIONIMX BOCIPHATHE MOCPEICTBOM OpPraHOB 4YyBCTB, — {0 See
sudemy, to watch, to observe nabrrodame, to notice sameuams, to hear
cnviwams, 10 feel uyecmeosams. Tlocme THAronoB 3TOM TPYIIBI
riaroyioB yactua to mepen "HQUHUTHBOM OITyCKAETCS:

I saw him enter the room. — 4 suden, kax on eowen 6 xomnamy.

He heard her play the piano. — On cavuuan, kax ona uzpaem na
posie.

Ho ecnu BocmpusiTHe [EHCTBHS TNPOMCXOAMT B MOMEHT €ro
coBeplIeHus, To ymoTpebnsercs Participle |. Mexay obGoporamu c
OprYacTHeM ¥ HHOUHUTHBOM MMEETCs CMbICIIOBas pasHula. [Ipuyacrue
BBIPAXXAeT JUTUTEIbHBINA XapakTep ACHCTBHUS, T.C. ACHCTBHE B mMpouecce
€ro coBepuIeHHsl, 3 HHOUHUTUB BBIPAXKAaeT B OOJIBIIMHCTBE CIy4YacB
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3aK0HYeHHOe aeiicTBue. [109TOMy 060POT C IPUYACTHEM IIEPEBOJHUTCS
Ha PYCCKHH SI3BIK HPHAATOYHBIM INPEIJIOKEHHEM C  L[IArojioMm
HECOBEPIICHHOTO BUAd, @ O0OPOT ¢ MH(QHHATHBOM — IPUAATOYHBIM
HPEIIOKEHHUEM C [JIAr0JIO0M COBEPIICHHOTO BUA!

I saw him crossing the road. — 4 suden, kax on nepexooum
dopozy.

I saw him cross the road. — 4 suden, kak on nepewen dopozy.

3) Complex Object ymorpebusiercss mocie  IJIArojos,
BBIPAXKAIONIMX Tpeanonoxenne, — to expect oocudams, to think
oymams, to believe nonazamv, cuumams, t0 SUPPOSe nonacams, toO
consider cuumamo, to find naxooums, npusnasamo, — a Taxxe mocie
raroiioB to KNow suame, to declare sasensmos M HEKOTOPBIX IPYTHUX.

[locme TiArojoB 5TOM TPYMNIBl dYallle BCEro yIOTpebseTcs
Complex Object, B xoTropoM HHOHUHUTHB BbIpaxkeH riaronom to be.
HckmrouenneM siBisieTcst raroi to expect ooswcudame, mocie KOTOPOTo
ynorpebmsiercss  Complex  Object mo6oro rmaroma, kak B
JEHCTBUTEILHOM, TaK M CTPAIaTeIbHOM 3aJI0Te.

I believe them to be honest people. — A oJymaio, umo onu
yecmuoie 1100U.

I know them to be right. — 4 3uaro, umo onu npaeet.

I suppose him to be about fifty. — 4 noraeaio, umo emy okono
namudecamu nem.

I expect them to arrive soon. — A oorcuoaio, umo onu cxopo
npueoym.

4) Complex Object ymorpebisiercss mocie — IJAroJios,
BBIPXKAIONIMX TpHUKa3aHue, NpocsOy, paspemenwe: to order, to
command npuxaseisams, 10 ask npocums, to allow paspewams,
nosgonsime. Tlocne riaronoB 3toil rpymmsl yrnotpebnsercs Complex
Object B cTpamarensHomM 3ainore. [locie riaarona to ask Bceraa ciemyer
npeior for:

The customers officer allowed the goods to be discharged. —
Tamooicennuk paspewiu, 4moosl moeap vl paszpyicen (pazepysums
moaap).

He asked for the cases to be loaded at once. — On npocun, umoéwt
AWUKU  ObLIU  ROZPYHCEHBL  HEeMeONeHHO  (noepy3ume — SuuKu
HeMeOIeHHO).

5) Complex Object ynorpebnsiercs mocie psaa TIJIaroios,
TpeOyromux mocie cebs gononHeHus ¢ mpemiorom: to rely (on)
nonazamscs (na), t0 count (on) paccuumevieams (na), to wait (for)
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arcoamoy (we2o-1ub0), U HEKOTOPBIX APYTHX.

I count on him to help me. — 4 paccuumvisaro na mo, umo on mne
nomodicem.

We waited for them to begin the conversation. — Mer owcdanu,
YUMol OHU HAYATU PA32060P.

Ex. 1. Read the text and formulate the definition of a contract?

WHAT IS A CONTRACT?

Contracts are the foundation on which business is conducted. A
contract exists when two or more parties agree to exchange either
property (including money) or promises of future performance. Contract
is an agreement that creates a binding obligation. In general, contracts
may be either oral or written. Certain classes of contracts must be
written and signed. These are contracts involving the sale and transfer of
real estate, and contracts to guarantee or answer for the miscarriage,
debt, or default of another person. Contracts can be part of an invoice or
a purchase order, or they can be drafted as separate documents. Properly
drafted contracts can help avoid unnecessary and costly disputes. A
contract usually forms the basis of a transaction between the Buyers and
the Sellers.

Some of the items are necessary in any contract. As a rule a
contract contains a number of clauses, such as:

Subject of the Contract.
Price, total value, and currency of the contract.
Terms of Payment.
Delivery.
Inspection and Test.
Guarantee.
Arbitration.
8. Insurance and other conditions.

Subject of the Contract names the product for sale or purchase.
It also indicates the unit of measure generally employed in foreign trade
for specific commaodities.

Price, total value, and currency of the contract. The price
stated in a contract may be firm, fixed or sliding.

Firm price is not subject to change in the course of the
fulfillment of the contract.

Fixed price is the price governing in the market on the day of
delivery or for a given period.

NogkhwpdhE




Sliding prices are quoted for machinery and equipment, which
require a long period of delivery.

Quality. Warranty. The quality of machines and equipment is to
be in conformity with the technical specification of the contract. The
quality of raw materials and foodstuffs is determined, as a rule, by
standards, by sample or by description.

Arbitration. In case of a breach of contract the injured party may
go to court to sue for money damages, or for the contract to be
rescinded, for injunction, or for specific performance if money damages
would not compensate for the breach. Specific performance of a
contract is the right by one contracting party to have the other
contracting party perform the contract according to the precise terms
agreed therein.

VOCABULARY
to conduct BECTH
binding obligation CBSI3BIBAOIIEE 003aTEIHCTBO
miscarriage omrnbKa, mpoMax, mpocyeT
debt JIOJIT
default HeyIUiaTa, yiymueHue,
HEJI0CTaTOK
to draft COCTaBJIATh
to avoid usberarb
clause IIYHKT
subject peaMeT
total value MOJTHASI CTOUMOCTh
currency BATIOTA
delivery JTIOCTaBKa
arbitration apOuTpax
insurance CTpaxoBaHHE
condition YCIIOBHE
to indicate YKa3bIBaTh
commodity TOBap
firm price TBEpaas IeHa
to be subject MIOJIBEP>KEHHBIN YeMY-TO
fulfillment BEINTOJTHCHHE
fixed price (uKcHpoBaHHas [IeHA
sliding price CKOJIB3sIIIast [ieHa
to require TpeboBaTh
warranty rapaHTs

in conformity with

B COOTBETCTBUU C



foodstuffs NPOJYKTHI IIUTAHUS

breach HapyIIcHUe

to sue for MOJIaBaTh B CY/

to rescind AQHHYJIUPOBATh, PACTOPraTh

injunction CyZeOHBIi 3arpeT

therein B OTOM, B TOM, B 3TOM
OTHOIICHAH

Ex. 2. Pick out English equivalents to the following words and
phrases.

1) ocHoBa; 2) cormacutbcs OOMeHATh, 3) B oOmewm; 4) oOMeH
HEJIBKMMOTO MMYILIECTBA; 5) OTBETCTBEHHOCTH 3a OLINOKY; 6) 3aKa3 Ha
MOKYTIKY; 7) OTAENbHBIE JOKYMEHTHI; 8)CPOKM OIUIaThl; 9) ocMOTp n
tectupoBanue; 10) enuHnma mmepenus; 11) ocoOwrii ToBap; 12) He
MOJBEPTaThCsl M3MEHEHUAM; 13) B X0/e BHITIONHEHUS KOHTpakTa; 14) B
COOTBETCTBHH C TCXHHUYSCKUMH CleMupUKanmiMu; 15) ceipbe; 16) B
cirydae HapymieHus; 17) moctpamaBmas cTOpoHa; 18) B COOTBETCTBHH C
TOYHBIMU CPOKaMH. OTOBOPEHHBIMHU B KOHTPAKTE.

Ex. 3. Fill in the blanks.

1. ... are the foundation on which ... is conducted. 2. A contract exists
when ... parties agree ... either property or promises of future
performance. 3. Contract is an ... that creates a ... . 4. Contracts can be ...
or ..., or they can be drafted as .... 5. ... can help avoid unnecessary and
costly disputes. 6. A contract usually forms ... between the ... and the ... .
7. ... names the product for sale or purchase. 8. It also indicates ...
generally employed in foreign trade for specific commodities. 9. ... is
not subject to change in the course of the fulfillment of the contract. 10.
... is the price governing in the market on the day of delivery or for a
given period. 11. ... are quoted for machinery and equipment, which
require a long period of delivery. 12. The quality of machines and
equipment is ... of the contract. 13. The quality of raw materials and
foodstuffs is determined, as a rule, ..., ... or .... 14. ... the injured party
may go to court ..., or for the contract to be rescinded.

Ex. 4. Supply with prepositions.

1. Contracts are the foundation ... which business is conducted. 2. A
contract usually forms the basis ... a transaction ... the Buyers and the
Sellers. 3. Some ... the items are necessary ... any contract. 4. Subject ...
the Contract names the product ... sale or purchase. 5. It also indicates
the unit ... measure generally employed ... foreign trade ... specific
commaodities. 6. Firm price is not subject to change ... the course ... the
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fulfillment ... the contract. 7. Fixed price is the price governing ... the
market ... the day ... delivery or ... a given period. 8. Sliding prices are
quoted ... machinery and equipment, which require a long period ...
delivery. 9. The quality ... machines and equipment is to be ...
conformity ... the technical specification ... the contract. 10. The quality
... raw materials and foodstuffs is determined, as a rule, ... standards, ...
sample or ... description. 11. ... case ... a breach ... contract the injured
party may go ... court to sue ... money damages, or ... the contract to be
rescinded, ... injunction, or ... specific performance if money damages
would not compensate ... the breach.

Ex. 5. Put all the possible questions to the following sentences.

1. Contracts are the foundation on which business is conducted. 2. A
contract exists when two or more parties agree to exchange either
property (including money) or promises of future performance. 3.
Contract is an agreement that creates a binding obligation. 4. Contracts
can be part of an invoice or a purchase order, or they can be drafted as
separate documents. 5. Properly drafted contracts can help avoid
unnecessary and costly disputes. 5. A contract usually forms the basis of
a transaction between the Buyers and the Sellers. 6. Subject of the
Contract names the product for sale or purchase. 7. It also indicates the
unit of measure generally employed in foreign trade for specific
commodities. 8. Firm price is not subject to change in the course of the
fulfillment of the contract. 9. Fixed price is the price governing in the
market on the day of delivery or for a given period. 10. Sliding prices
are quoted for machinery and equipment, which require a long period of
delivery. 11. The quality of machines and equipment is to be in
conformity with the technical specification of the contract. 12. The
quality of raw materials and foodstuffs is determined, as a rule, by
standards, by sample or by description. 13. In case of a breach of
contract the injured party may go to court to sue for money damages, or
for the contract to be rescinded. 14. Specific performance of a contract
is the right by one contracting party to have the other contracting party
perform the contract according to the precise terms agreed therein.

Ex. 6. Translate from Russian into english and vice versa.

1. Contracts are (ocHoBa, Gnarogapst kotopoi) business is conducted. 2.
(Hekotopbie Bubsl KoHTpakToB) must be written and signed. 3.
(MpaBupHO cocTaBieHHble KOHTpakThl) can help avoid unnecessary
and (3arpateix mucmytoB). 4. A contract usually forms (ocroBa mis
cnenku) between the Buyers and the Sellers. 5. Subject of the Contract
indicates the wunit of measure generally employed (umnopr
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ompeneneHHbIX ToBapos). 6. Firm price is not subject to change (8 xoxe
BBITIONTHEHUST KOHTpakTa). 7. Fixed price is the price (rmaBHast Ha phIHKE)
on the day of delivery or (na onpenenennsiit nepuox). 8. Sliding prices
are (HasHa9aroTCs Ha MaIlWHBI  obopymosanue), Which require a long
period of delivery. 9. (KauectBo marmmu u oGopynosanwus) iS to be in
conformity with the technical specification of the contract. 10.
(KauectBO ChIphst W MpoayKTOB muranus) IS determined, as a rule,
(cormacuo crangapTam), (o o6pasity) or (mo ormwmcanuio). 11. In case of
a breach of contract (moctpanaBiuas cTopoHa MOKET MOAATh B CY)
money damages, or for the contract to be rescinded, for injunction, or
for specific performance if (He xkommeHcHpyeTcs AeHEXHbBIH yuiepo 3a
Hapymenue). 12. Specific performance of a contract is (mpaso oxmoit u3
cropon) to have the other contracting party perform the contract (8
COOTBETCTBHHU C TOUHBIMHU CPOKaMH, OTOBOPEHHBIMH B KOHTPAKTE).

Ex. 7. Approve or disapprove of the statement.

1. Contracts are the foundation on which business is conducted.

2. A contract exists when three parties agree to exchange either
property (including money) or promises of future performance.
Contract is an agreement that creates a condition.

In general, contracts may be only written.

Certain classes of contracts must be written and signed.

These are contracts involving the sale and transfer of real

estate, and contracts to guarantee or answer for the miscar-

riage, debt, or default of another person.

7. Contracts can be part of an invoice or a purchase order, or they
can be drafted as separate documents.

8. Improperly drafted contracts cannot help avoid unnecessary
and costly disputes.

9. A contract usually forms the basis of a transaction between the

Buyers and the Sellers.

10. Subject of the Contract names the total value.

11. Firm price is subject to change in the course of the fulfillment
of the contract.

12. Fixed price is the price governing in the market on the day of
delivery or for a given period.

13. Sliding prices are quoted for machinery and equipment, which
require a short period of delivery.

14. The quality of machines and equipment is to be in conformity
with the technical specification of the contract.

15. In case of a breach of contract the injured party may not go to
court to sue for money damages, or for the contract to be

ook w
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rescinded, for injunction, or for specific performance if money
damages would not compensate for the breach.

Ex. 8. Answer the following questions.

What are the contracts?

When does a contract exist?

What kinds of contracts do you know?

Which contracts can help avoid unnecessary and costly
disputes?

Who does a contract usually form the basis of a transaction
between?

6. What does a contract contain?

7. What is the subject of the contract?

8. What types of prices have you learned?

9.

1

PobPE

o

How is the quality of raw materials and foodstuffs determined?
0. When may the injured party go to court?

Ex. 9. Make up the plan of the text and retell it with the help of your
plan.

Ex. 10. Analyze the sample of the contract.
A sample of a contract
CONTRACT Ne_
Moscow 200 _

hereinafter referred to as the “Sellers”, on the one part, and
hereinafter referred to as the “Buyers” on the other part,
have concluded the present Contract for he following:

1. Subject of the Contract

1.1. The Sellers have sold and the Buyers have bought on condi-
tions f.0.b. the following equipment: in full conformity
with the technical characteristics and in complete scope of supply.

1.2. The Sellers have sold and the Buyers have bought the
equipment hereinafter referred

to as the “goods” on terms FOB-stowed port...

1.3. The Sellers will deliver to the Buyers f.0.b. port... or free on
rail or will send by post to the address

12



2. Prices and Total Value

2.1. The total value of the equipment, spare parts, tools, technical
documentation and services in the volume of the present Contract
amounts to

2.2 ...

3. Terms of Payment

3.1. Payments at the rate of per cent of the value of the
delivered equipment are to be effected in within 30 days of

the date of receipt by the Buyers of the following documents for
collection:

3.2. Seller's specified invoice — one original and 2copies (where
Contract number is to be indicated).

Complete set of  “clean-on-board” Bills of Lading issued
destination port in the name of , a duplicate of the international
railway bill issued destination railway station in the name
of the chief of this station for further transportation by means of
railways through the railway stations to the railway atation
for

4. Delivery Dates

4.1. The equipment specified in Clause | of the present Contract is
to be delivered complete as follows:

4.2. By the time stipulated the equipment is to be manufactured in
accordance with the Contract conditions, tested, packed, marked and
delivered f.0.b. _

4.3. The delivery date is understood to be the date of the “clean-
on-board” Bill of Lading issued in the name of the Buyers, destination

Port.

4.4. If the goods are not ready for shipment by the date of arrival
of the vessel the Sellers are to cover the losses the Buyers may sustain
in connection with demurrage and/or underloading of the ship (dead
freight).

5. Packing and Marking

5.1. The packing is to secure the full safety of the goods from any
kind of damage and corrosion during its transportation.

The goods are to be packed so as not to allow for their free
movement inside the package when it changes its position.

5.2. The Sellers shall be responsible to the Buyers for any damage
to the goods owing to the improper packing.

13



5.3. The marking shall be clearly made with indelible paint both in
stating as follows:

Contract Ne

Trans Ne

Case Ne

Net weight

Gross weight

5.4. The packages for which special handling is required shall have
additional marking: “Handle with care”, “Top”, “Do not turn over”.

6. Guarantee

The Sellers guarantee:

6.1. High quality of the materials used in the manufacture of the
equipment and high quality of the manufacture and assembly.

6.2. The period of guarantee of the normal and trouble-free
operation of the equipment is to be 12 months from the date of putting it
into operation but not later than 18 months from the date of shipment of
the complete equipment.

The above period will be accordingly extended if start-up of the
equipment is deferred or the operation of the equipment is stopped.

7. Force Majeure

7.1. The Parties are released from responsibility for partial or
complete non-fulfillment of their liabilities under the present Contract,
if this non-fulfillment was caused by the circumstances of Force
Majeure, namely fire, flood, earthquake, provided the circumstances
have directly affected the execution of the present Contract.

8. Sanctions

8.1. In the event of the Sellers’ delay in the supply against the
dates stipulated in the Contract the Sellers are to pay to the Buyers
penalty at the rate of 0,5% of the value of goods not delivered in due
time for every week of the delay within the first four weeks and 1% for
every subsequent week but not more than 10% of the value of the
equipment not delivered in due time.

8.2. ...

9. Arbitration

9.1. All disputes and differences which may arise out of or in
connection with the present Contract will be settled as far as possible by
means of negotiotions between the Parties.
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If the Parties do not come to an agreement, the matter, without
recourse to Courts of Law, is to

be submitted for settlement, to Arbitration.

9.2. The arbitration award shall state the reasons for its decisions
and contain information about the arbitration membership, time and
place of the award passed, mention of the Parties’ rights to state an
opinion, as well as the allocation of the costs and expenses of the
Avrbitration between the Parties.

10. Insurance

10.1. The Buyers are to take care of and to cover expenses for
insurance of the goods with Insurance Company from the moment of
their dispatch from the Sellers’” works up to the moment of arrival of the
same at the Buyers’ works.

10.2. The expenses for insurance from the Sellers’ works up to the
moment of loading at the rate of...% of the insurance amount are to be
charged to the Sellers’ account and deducted from the Sellers’ invoices
at the time payments are effected.

11. Legal Addresses of the Parties

Sellers

buyers

The present Contract is drawn up in the English and Russian
languages in 2 copies, one copy for each Party, both texts being equally
valid.

The Contract enters into force on the date of its signing.
Sellers: Buyers:

Ex. 11. Complete the sentences using the Complex Object.

E.g. “Bring me a book,” said my brother to me. — My brother
wanted me to bring him a book.

1. The teacher said to the pupils: “Learn the rule.” — The teacher wanted
... 2. “Be careful, or else” you will spill the milk,” said my mother to
me. — My mother did not want ... 3. “My daughter will go to a ballet
school,” said the woman. — The woman wanted ... 4. The man said: “My
son will study mathematics.” — The man wanted ... 5. “Oh, father, buy
me this toy, please,” said the little boy. — The little boy wanted ... 6.
“Wait for me after school,” said Ann to me. — Ann wanted ... 7. “Fix the
shelf in the kitchen,” my father said to me. — My farther wanted ... 8. “It
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will be very good if you study English,” said my mother to me. — My
mother wanted ... 9. “Bring me some water from the river, children,”
said our grandmother. — Our grandmother wanted ... 10. “Come to my
birthday party,” said Kate to her classmates. — Kate wanted ... 11. The
biology teacher said to us: “Collect some insects in summer.” — The
biology teacher wanted ... 12. “Don’t eat ice cream before dinner,” said
our mother to us. Our mother did not want ...

Ex. 12. Translate into English.

1. 5 xouy, uToOBI BCe NeTH cMesuTUCh. 2. SI Xody, 4TOOBI BCe ITO
npouuTand. 3. MHe XOTelaoCh ObI, YTOOBI JOKTOP MOCMOTpPEN €ro. 4.
Jetun xoTenu, uToOBI 51 pacckaszal UM cKa3Ky. 5. Sl He Xody, uToObl OHa
3Hama 00 3ToM. 6. OH XOTemn, 4ToOBl ero APYT momen ¢ HuM. 7. Moi
OpaT Xod4eT, 9YTOOHI 51 M3ydajla UCIIAHCKHUH s3BIK. 8. 1 OBI XOTel, YTOOBI
MOHM YYEHHUKH XOPOIIO 3HAJHM aHTIUHCKUHA s3bIK. 9. 51 He X0dy, 4TOOBI
TBHI TIOJTyYHJI TUIOXYHO OmeHKy. 10. MHe Obl He XOTenock, YTOOBI OHHU
omo3mayni. 11. 51 He xorema, 4yToOBI BBl MeHsS »kmand. 12. Ona OBl
XOTela, 9ToOBI ee Opar moydun nepBeiid mpu3. 13. S xody, 9TOOBI BB
NpOwWIH 3Ty KHUrY. 14. MHe ObI X0Tenoch, YTOOBI BB IIPUEXaH K HaM.
15. Ona xotena, yTOOBI €€ ChIH XOPOIIO OKOHYMWJI mKomy. 16. UM Ob
XOTENOCh, YTOOBI MbI Mpourpany urpy. 17. OHa He xoTena, 4TOOBI 5
yexan B MockBy. 18. 51 Ob1 He X0Teln, YTOObI BbI MOTEPSUIA MOKO KHHTY.
19. Tlama xouet, yTOOBI 51 OblIa MUAaHUCTKON. 20. MBI XOTHM, YTOOBI
3TOT apTHCT MPHEXall K HaM B mikojiy. 21. Bam Obl x0Tenock, 4ToOBI 5
pacckasai BaM 3Ty uctopuio? 22. XoTure, S AaM BaM MOH cioBapb?

Ex. 13. Use the Complex Object in the following sentences.

E.g. | expect that she will send me a letter. — | expect her to send
me a letter.

I know that he is a great scientist. — | know him to be a great
scientist.

1. | know that my friend is a just man. 2. | expect that he will
understand your problem and help you to solve it. 3. | expected that she
would behave quite differently. 4. 1 did not expect that my brother
would forget to send her flowers. 5. He knows that my mother is a very
kind woman. 6. She expected that her brother would bring her the book.
7. 1 know that your uncle is an excellent mathematician. 8. People
expect that the 21st century will bring peace on the Earth.
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Ex. 14. Paraphrase the following sentences using the Complex
Object.

E.g. He dropped his bag. | saw it.
I saw him drop his bag.

1. The boy noticed a bird. It flew on to the bush near the window. 2.
Jane saw her neighbour. He opened the door of his flat and went in. 3. |
saw him. He pointed to a picture on the wall. 4. | heard him. He shut the
door of the study. 5. We saw that the children climbed to the tops of the
trees. 6. | noticed that Henry went up and spoke to the stranger. 7. He
slipped and fell. I saw it. 8. | heard that she suddenly cried out loudly. 9.
She bent and picked up something from the floor. The policeman saw it.
10. I saw that he opened the door and left the room. 11. She dropped the
cup on the floor and broke it. | saw it. 12. They turned the corner and
disappeared. We watched them. 13. The doctor touched the boy’s leg.
The boy felt it. 14. Pete bought some flowers. His friends saw it. 15.
The wounded hunter felt that the bear touched him, but he did not move.
16. Shall we hear it if the telephone rings? 17. Tamara saw that the
waves carried the boat away. 18. The ship sailed away from the shore.
They saw it. 19. Have you heard how he sings the part of Hermann in

9o ¢6,

Tchaikovsky’s “Queen of Spades”?
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MODULE 2
Types of Businesses
Grammar Box

MopgaiabHble raaroJbl 1 ux 3xBuBanentsbl (Modal Verbs
and Their Equivalents)

['maron can ymotpebsercs TSt BBIPKCHHUS
BO3MOXKHOCTH HJau CMOCOOHOCTH
COBEpPMUTHL JeWCTBHUE U IMCPEBOIAUTCI HA PYCCKUH A3BIK
MOCPEICTBOM MO2Y, YMEIO:

I can do it now. — £ moezy caenats 31O TENEPh.

I can speak English. — 5 ymero roBopuTh Mo-aHIITHACKH.

['maros can B mpoiie/aieM BpeMenu umeet Gopmy could.

DKBHBAJEHTOM TjIaroja can sisercs coueranue to be able to
(6b1mo 6 cocmosinuu).

I can do it now. = | am able to do it.

[naron may ymoTpebisiercs IUIST BBIPAKCHIUSI
pa3pemeH sl M ISPEBOTUTCS HA PYCCKHM S3BIK IIOCPEICTBOM
mozy:

You may take my dictionary. — Bbl Mmosceme (sam
paspeuwtaemcs) B35Tb MOU CIIOBApb.

May | come in? — Moatcno BoiiTu?

Jnst BBIpaXKeHHs paspelieHuss May ymoTpebsseTcss TONBKO B
HACTOSIIIIEM BPEMEHH. B mpomieqmieM BpEeMEHH ISl BBIPAXKCHHS
paspemienust ynorpednsiercss HE rmaron might, a rnaron to allow
(paspewamsv) B crpamarenbHOM — 3amore. Takum — 0oOpazom
IKBHBAJEHTOM TJaroia may ssisercs koHctpykims to be allowed
to:

He was allowed to go there. — Emy pa3spewanu novitu tyaa.

To be allowed ynorpebrsiercss Takke u BMecTo Apyrux (opm
riarosia may.

T'naron must ynoTpeomnseTcst IJIs BbIPpAXKCHUS
HeoOXO0OAUMMOCTH COBepHEeHUS OAelcTBUSA B
CHJY OonpeAeJeHHBIX 00CTOATEJbCTB ,aTakKe
JUId BBIpQXKEHUS MPHKa3aHMA Wi coBeTa. Ha pycckuii
A3bIK  MUSt mepeBoanTCs Odoadicen, HydcHo, Hado. Must moxer
OTHOCHTBCSI K HACTOSIIEMY M K OyIyllieMy BpeMeHH:

I must do it now (reob6xooumocms ¢ cuny oo6cmosmenscms). — 51
A0JKeH (MHe HYKHO, HAaJI0) ClIeNaTh 3TO ceiyac.

You must post the letter at once (npuxasanue). — Bl 10KHBI
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(BaM HY’KHO, HAJI0) OTIIPABUTH MUCHMO HEMEJIEHHO.

You must consult a doctor (cogem). — Bol 10J1KHBI (BaM HYKHO,
HAJ10) [TOCOBETOBATLCSA C BPAUOM.

DKBUBAJEHTAMH IJ1aroja MuUst aeisoTcs KoHCTpyKuuu to have
to (seimyorcoennasn neobxooumocms) u to be to (neobxooumocme no
002060PEHHOCIU, NIAHY UL NPUKA3ZY).

I have to go there. — 51 moJkeH (8biryscoen) Tyaa UATH.

I am to go there. — A moken/mpencTout (docosopunuce, unu
maxkoe pacnucanue) TyJia UITHu.

Ex. 1. Read the text and say what types of businesses you have
learnt.

TYPES OF BUSINESSES

The most common forms of private business organizations are sole
proprietorships, partnerships, corporations and Limited Liability
Companies.

A business owned and controlled by one person is a sole
proprietorship. Because the financial resources available to one person
often are limited, sole proprietorships tend to be enterprises that require
small amounts of capital to start and operate. Many doctors, dentists,
lawyers, bakers, and beauticians organize as sole proprietors to provide
professional services. Other services offered by sole proprietors include
plumbing, carpentry, dry cleaning and lawn care. Many construction
companies, small grocery stores, florists, other small retail stores, farms,
real estate firms and insurance firms are also organized as sole
proprietorships.

Main features of a Sole Proprietorship:

(+) easy to organize;

(+) owner has complete control;

(+) owner receives all income;

(=) owner has unlimited liability;

(-) benefits are not business deductions.

A partnership is a business that is owned and controlled by two or
more people. As in the case of sole proprietorships, partnerships are
concentrated in businesses that require relatively small amounts of
money to start and operate. Small retail stores, farms and construction
companies are often organized as partnerships. A partnership begins
when two or more people agree to operate a business together.
Partnerships can be general or limited. In order to avoid later conflicts,
the partners usually formulate a written agreement called partnership
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contract. A partnership contract outlines the distribution of profits and
losses.

Main features of a Partnership:

(+) easy to organize, but needs agreement;

(+) partners receive all income;

(-) partners have unlimited liability;

(-) partners may disagree;

(-) life of business may delimited.

A corporation is a business organization that is treated by law as if
it were an individual person. A corporation can do everything that a sole
proprietorship or a partnership can do. It can, for example, buy property
and resources, hire workers, make contracts, pay taxes, sue others and be
sued and produce and sell products. A corporation, however, is owned
by stockholders. Stockholders are individuals who invest in a
corporation by buying shares of stock. Stocks are the certificates of
ownership in the corporation.

Main features of a Corporation:

(+) shareholders have limited liability;

(+) can raise funds through sale of stock;

(+) life of business is unlimited (continuity of life);

(-) to incorporate a firm takes time and money;

(=) may result in higher overall taxes.

The Limited Liability Company (LLC) is a relatively new type
of hybrid business structure. It is designed to provide the limited liability
features of a corporation and the tax efficiency and operational
flexibility of a partnership.

The owners are members, and the duration of the LLC is usually
determined when the organization papers are filed. LLC must not have
more than two of the four characteristics that define corporations:

1. Limited liability to the extent of assets.

2. Continuity of life.

3. Centralization of management.

4. Free transferability of ownership interests.

VOCABULARY
sole proprietorship WHJIMBHIyaJIbHOE YaCTHOE
NpeanpusIThe
partnership TOBAPHIIIECTBO
Limited Liability Company 00111eCTBO € OrpaHUYCHHON
OTBETCTBEHHOCTBIO
to tend HUMETEH CKJIOHHOCTD,
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HanpaBJIATbCA

to require TpeboBaTh

amount cymMa

to provide obecrieunBaTh, CHA0XKaTh;
HPENOCTaBIATh

plumbing BOJIOMPOBOJIHOE JIEII0

carpentry INIOTHAYHOE JIETI0

dry cleaning XMMHUYECKasl YNCTKA

lawn care COJIepXKAHUE Ta30HOB

retail store Mara3uH pO3HHYHOW TOPTOBIIN

real estate firm areHTCTBO HEABHKHMOCTH

deduction yaep)KaHue, OTUMCIIEHUE

agreement COrJalIeHue

to outline HaMETHTh B OOIIMX YepTax

distribution pacrpocTpaHeHue

to hire HaHNMATh

to sue I10J1aBaTh UCK

stockholder aKIOHEP

to incorporate 00BEeIUHATD; PETUCTPUPOBATH

efficiency 3 PEeKTUBHOCTH

flexibility MOJBHKHOCTh, THOKOCTh

duration JUTUTEBHOCTD, TIEPHOT

to file PETHCTPUPOBATH

assets AKTUBBI

transferability IepeMeIaeMocTh,
3aMEHseMOCTh

Ex.2. Give English equivalents to the following words and phrases.

1) mamuBHIyansHOe yacTHoe mpenmnpusarue; 2) OO0O; 3) ¢unaHCOBBIC
pecypcsbl; 4) GYHKIIMOHHPOBATH; 5) MPEIOCTaBIATh NpodeccroHabHbIE
yciyry; 6) areHTCTBO HEBMXKMMOCTH; 7) TIOJHBIA KOHTPOINb; 8) M0XO0J;
9) HeorpaHHMUYEHHAs OTBETCTBEHHOCTh; 10) Bianets; 11) oTHOCHTENBHO
Maibli; 12) BecTn 6usHec; 13) 3akimounTh TUCBMEHHOE coriaiienue; 14)
pacnpenenenne npuObUIeH M yOBITKOB; 15) MOKymaTh COOCTBEHHOCTS;
16) nanmmate pabGoTHmKOB; 17) akumm; 18) rubpmanHas OuzHec-
CTpyKTYpa; 19) cBoOo1HOE NepeMelieHre HHTEPECOB COOCTBEHHOCTH.

Ex. 3. Supply with prepositions if necessary.

1. The most common forms ... private business organizations are sole
proprietorships, partnerships, corporations and Limited Liability
Companies. 2. A business owned and controlled ... one person is a sole
proprietorship. 3. Because the financial resources available ... one
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person often are limited, sole proprietorships tend to be enterprises that
require small amounts ... capital to start and operate. 4. A partnership is
a business that is owned and controlled ... two or more people. 5. As ...
the case ... sole proprietorships, partnerships are concentrated ...
businesses that require relatively small amounts ... money to start and
operate. 6. A partnership contract outlines the distribution ... profits and
losses. 7. A corporation, however, is owned ... stockholders. 8.
Stockholders are individuals who invest ... a corporation ... buying
shares ... stock. 9. Stocks are the certificates ... ownership ... the
corporation. 10. The Limited Liability Company is designed to provide
the limited liability features ... a corporation and the tax efficiency and
operational flexibility ... a partnership.

Ex. 4. Supply with articles if necessary.

1. ... most common forms of private business organizations are ... sole
proprietorships, ... partnerships, ... corporations and ... Limited
Liability Companies. 2. ... business owned and controlled by one ...
person is ... sole proprietorship. 3. Because ... financial resources
available to one person often are limited, ... sole proprietorships tend to
be ... enterprises that require ... small amounts of ... capital to start and
operate. 4. ... many construction companies, ... small grocery stores,
florists, ... other small retail stores, farms, real estate firms and
insurance firms are also organized as sole proprietorships. 5.
partnership is ... business that is owned and controlled by ... two or
more people. 6. ... small retail stores, ... farms and construction
companies are often organized as ... partnerships. 7. ... partnership
begins when ... two or more people agree to operate ... business
together. 8. ... partnership contract outlines ... distribution of ... profits
and ... losses. 9. ... corporation is ... business organization that is
treated by ... law as if it were ... individual person. 10. ... corporation
can do everything that ... sole proprietorship or ... partnership can do.
11. ... stockholders are ... individuals who invest in ... corporation by
buying ... shares of stock. 12. ... stocks are ... certificates of
...ownership in ... corporation. 13. ... Limited Liability Company (LLC)
is ... relatively new type of ... hybrid business structure. 14. It is
designed to provide ... limited liability features of ... corporation and ...
tax efficiency and ...operational flexibility of ... partnership.

Ex. 5. Fill in the gaps.
1. The most common forms of private business organizations are ...,
viy..oand ...
2. A business owned and controlled by one personisa ... .
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17.

Ex. 6.

Because the financial resources available to one person often are
limited, sole proprietorships tend to ... .

Many doctors, dentists, lawyers, bakers, and beauticians organize
as ...

Main features of a Sole Proprietorship are ...

A partnership is a business that ... .

A partnership begins when ... .

In order to avoid later conflicts, the partners usually ... .

A partnership contract outlines ... .

. Main features of a Partnership are ...

. A corporation is a business organization that ... .

. A corporation can do everything that ... .

. Stockholders are ... .

. Stocks are ... .

. Main features of a Corporation are ...

. The Limited Liability Company (LLC) is ... . It is designed to

provide ... .
The owners are ..., and the duration of the LLC is ... .

Find in the text all the sentences with modal verbs and replace

these modal verbs with their equivalents.

Ex. 7.
1.

2.

Ex. 8
1.

Translate from Russian into English.

Axiuu — 9370 cepTUdHKATBl Ha NpPaBO COOCTBEHHOCTH B
KOpHOpaIuy.

AKIIMOHEpbl — 3TO JIMIA, KOTOpBIE BKJIA/IBIBAIOT CPEICTBA B
KOPHOPAIHIO IyTeM NMPHOOPETEHNS MaKeTa aKInH.

MHorue BpauH, IOPUCTBI, MEKapH, MJAHTUCTHl OpPTaHU3YIOT
WHIMBHUYyaJIbHbIE YAaCTHBIC MNPEATIPUSATHS JUIS MPETOCTaBICHUS
poQeCCHOHAIBHBIX YCIIYT.

TosapumiecTBo — On3HEC, KOTOPHIM BIAJCIOT U YIPABIAIOT JBa
nnu 60ee YenoBek.

Uto0Bl M30€kKaTh KOH(IUKTOB, MAPTHEPHI OOBIYHO 3aKIIOYAIOT
IMMCBMEHHOE  COTJIallleHHe,  Ha3blBaéMoe  JIOTOBOPOM O
COTPYIHHUYECTBE.

Kopnopamun wumeror npaBo mnpHoOpeTaTth COOCTBEHHOCTh U
pecypcbl, HAHUMAaTh pabovHX, 3aKIII0YaTh KOHTPAKTHI.

. Agree or disagree.

The most common forms of private business organizations are
sole proprietorships, partnerships, corporations and Limited
Liability Companies.
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10.

11.
12.

A business owned and controlled by one person is a partnership.
Because the financial resources available to three people, sole
proprietorships tend to be enterprises that require small amounts
of capital to start and operate.

Many doctors, dentists, lawyers, bakers, and beauticians organize
as sole proprietors to provide professional services.

A sole proprietorship is a business that is owned and controlled
by two or more people.

As in the case of sole proprietorships, partnerships are
concentrated in businesses that do not require relatively small
amounts of money to start and operate.

A partnership begins when two people agree to operate a
business together.

In order to have later conflicts, the partners usually formulate a
written agreement called partnership contract.

A corporation is a business organization that is treated by law as
if it were an individual person.

Stockholders are individuals who invest in a corporation by
buying shares of stock.

Stocks are the certificates of ownership in the corporation.

The corporation is a relatively new type of hybrid business
structure. It is designed to provide the limited liability features of
a corporation and the tax efficiency and operational flexibility of
a partnership.

. The owners are members, and the duration of the LLC is usually

determined when the organization papers are filed.

Think and answer.

What are the most common forms of private business
organizations?

What is a sole proprietorship?

Where do sole proprietorships tend?

Who also organize as sole proprietors?

What are the main features of a sole proprietorship?
What is a partnership?

What are partnerships concentrated in?

When doe a partnership begin?

When do the partners formulate a written agreement?

. What are the main features of a partnership?
. What is a corporation?

. What can a corporation do?

. Whom is a corporation owned by?
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14,
15.
16.
17.
18.

Who are stockholders?

What are the main features of a corporation?

What is the LLC?
What is it designed for?

What are the main characteristics of the LLC?

Ex. 10. Summarize the text.

Ex. 11. Match the expressions in the left column with their translation

in the right one.

NookrkwpdpE

10.
11.
12.
13.
14.
15.

Managing Director
General Manager
Financial Director
Personnel Manager
Training Manager
administrative department
research and development
department

production division
finance department
planning department
purchasing department
accountant

chairman

report to

employ

JHMPEKTOP MO BOMPOCAM
00y4YeHHS TIepCOHAA
IUIAHOBBIN OT/IEN
JIUPEKTOP MPETPHSTHS
npejceaaTeNb
MIPOU3BO/ICTBEHHBII OTIET
OT/IEJ HAYYHO-
HCCIIeI0BATEIbCKUX U
OIBITHO-KOHCTPYKTOPCKUX
pabort

oyxrairep

HAHUMATh Ha PaboTy
a}IMHHHCTpaTHBHBIﬁ OTOCI
(MHAHCOBBIH OTHENT
HAYaJIbHHUK OT/eNa KaJpoB
reHEPANIbHBII TUPEKTOP

M)  OTYUTHIBATHCS TIEPE KEM-TO
n)  OTHel 3aKyIoK

Ex. 12. Complete the dialogue using the words from the box. There
are two words which you don’t need to use. Act out this dialogue.

investment earnings shares management profit
dividends turnover capital image
RICHARD: What does one need to start a business?
FRANK: To start a business, you need (1) — that is, money.
You can borrow it: or you can sell parts of your company — equal parts,
of course. These are called 2) and the people who buy

them become shareholders.
RICHARD: Why do the shareholders buy the shares?
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FRANK: They expect to get something in return for their __ (3) .
If the company does well, it pays _ (4) __ on each share. The
value of the shares (of a public company) can rise, so that their market
price is often much higher than the amount printed on the share
certificate — though it may fall below it if the company does badly.
RICHARD: Why do serious investors read the financial press?
FRANK: They want to know not only the share prices but the
company’s __ (5)  , and the company’s _ (6)  , and the
result of dividing that amount by the number of shares which is called
__(1_ pershare.

RICHARD: You seem to know everything about company business.
Thank you for information.

Ex. 13. Read the text and name the main objectives of business
organizations.

OBJECTIVES OF BUSINESS ORGANIZATIONS

Business organizations are established to meet wants in society.
Private businesses are formed mainly to provide for material wants (i.e.
goods and services) and commercial wants (i.e. banking, insurance) in
society. Government Organizations, on the other hand, tend to satisfy
society’s desire for defence, law and order, education and social
welfare.

Organizations are thus established to meet wants in society. In
meeting these, organizations will set very definite and clear aims, e. g.
manufacturing firm will want to stay in business and make a profit. The
aims of an organization are normally decided by the board of directors,
or in the case of public organizations by government ministers.

As for private organizations, they have their own aims.

Profitability is the main aim of them but it is important to realize
that a business will have other aims. They include:

1. Survival: most of the time firms will not be worried about this.
However, particularly in times of economic difficulty — such as
recession — surviving will become an important short-term aim of the
firm. In order to survive, the firm may have to make workers redundant
and close some of its factories.

2.Growth: not all firms want to grow continually but growth is
closely associated with survival. Very often, particularly for firms in
highly competitive situations, e.g. computing and electronics, growth
and development are the only way to ensure survival. Furthermore,
shareholders and employees may benefit from the growth of the
company.
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3.Image: how the public at large views a company can be
particularly important, and to this end a number of companies have
public relations departments that have specific responsibility to
improve the image of the company. A tarnished image can very often
lose the company business.

VOCABULARY
to establish OpraHU30BHIBATH
defence 3aImTa
welfare OnarococTosiHIE
definite OIpe/IeICHHBIH
board of directors COBET IMPEKTOPOB
profitability MPUOBUTEHOCTD
survival BEDKHBaHHE
recession yIajaeHue, majacHue
redundant W3JINIIHUH, Ype3MEepHBIA
growth poct
competitive KOHKYPEHTOCIIOCOOHBIH
to ensure 3aBEpUTh, YBEPUTH,

obecrieunBaTh

furthermore Oouee Toro
to this end C 3TO¥ 1IEJTBIO
tarnished MOTYCKHEBIIWH, 3aIATHAHHBINA

Ex. 14. Pick out the English equivalents from the text.

1) Ou3Hec-opraHu3aIyy; 2) OTBEYATh )KEJIAHWIM 00IIecTBa; 3) ToBap H
ycrmyrd; 4) ¢ Apyrod CTOPOHEI, 5) COIHMaJbHOE OJIaroCOCTOsSHUE; 6)
OlpeZie]IeHHblE M YeTKHWEe IENH; 7) NPHHOCUTH INpUObLIb; 8) COBET
TUPEKTOpPOB; 9) BpeMs O3KOHOMHYECKHMX TpyaHocted; 10) TecHO
CBs3aHO ¢ BbDKHBaHHMeM; 11) poct kommanuu; 12) ¢ 3T0i 1ensio; 13)
oco0ast OTBETCTBEHHOCTD; 14) 3ansaTHaHHBIA UMHJIK.

Ex. 15. Describe the main aims of business organizations.

Ex. 16. Rewrite the following sentences adding the words in the
brackets. Change the modal word can (could) with the equivalent
to be able to.

1. They can (never) appreciate your kindness. 2. | was sure you could
translate that article (after you had translated so many texts on physics).
3. You can go to the country (when you have passed your last
examination). 4. We can pass to the next exercise (when we have done
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this one). 5. | can give you my book for a couple of days (after | have
read it). 6. He can ski (for ten years). 7. We knew that she could swim
(since childhood). 8. You cannot take part in this serious competition
(until you have mastered good skills). 9. I could not solve the problem
(before he explained it to me).

Ex. 17. Translate the sentences into English, using to be able to.

1. OHa He cMoXxeT BoBpeMs 10o0paThes 10 asponopra. 2. Thl cMoxKenlb
OTIIPABUTH €My 3JEKTPOHHYIO MOUTYy cerofHs Beuepom? 3. OHM Kakoe-
TO BpEMsI HE MOTYT CMOTPETh TEJIEBH30D, C HUM YTO-TO CIYYHIIOCH. 4.
Botoch, 4YTO OH HE CMOXXET MOMOYb MHE IepeexaTh B HOBBIH JIOM Ha
cnenyromiei Heaene. 5. Trl MOXKeIb caenaTh 3Ty padory 3aBtpa? 6. 5
JIyMaro, OHa HE CyMeeT PelINTh 3Ty 3a1ady. 7. 3aBTpa 51 Oyay cBoboaeH
¥ cMory nomour Tebe. 8. Mbl cMoxkeM mnoexath B Hpro-Mopk B
Oyaymem roxy? 9. TeI cMOXEITh MOYNHUTH MO MarHUTO(HOH?

Ex. 18. Translate the sentences into English, using to be allowed to.
1. Kyputs Bocnpemaercs. 2. EMy He NO3BOJIUIIM KYPUTh Y HUX B JOME.
3. B Aurnuu BaMm paspeuiat BOIUTh MallluHy, eciau BaM 17 net. 4. MHue
pa3pelaroT MoJIb30BaThCsl MATMHBIM MarHuTooHoM. 5. EMy He pas-
pelIaT KymaThCs B 3TOH peke. 6. Buepa el mo3BONIMIN IPUATH TOMOK
B JIeCSITh yacoB. 7. HaM He T03BOJIAIOT pa3roBapuBaTh Ha ypokax. 8.
Tebe mo3BosnnK B34Th 3Ty KHUTY? 9. S mymato, MHE He pa3periar
noexartb ¢ To00# 3a ropoj. 10. TebGe pa3pemiar MoATH ryyisTh, KOTAa Thl
cAenaellb YpoKH.

Ex. 19. Put may (might) or to be allowed to. Use to be allowed to only
in those cases where you cannot use may (might).

1. He ... go home if he likes. 2. As soon as the boy ... leave the room, he
smiled a happy smile and ran out to join his friends outside. 3. The
doctor says | am much better. | ... get up for a few hours every day. 4.
... | bring my sister to the party? 5. He asked if he ... bring his sister to
the party. 6. After they had finished their homework, the children ...
watch TV. 7. He ... join the sports section as soon as he is through with
his medical examination. 8. Becky’s mother said that everybody ... take
part in the picnic. 9. If you pass your exams, you ... go to the south. 10.
... | borrow your car, please? 11. He asked if he ... borrow my car. 12.
... I have a look at your newspaper?

Ex. 20. Fill in the blanks with may or can.
1. ... you see anything in this inky darkness? 2. You ... go when you
have finished your compositions. 3. What shall we do if the train is
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late? It ... be late, you know, after the terrible snowstorms we’ve had. 4.
When ... you come and see me? — Let me see: | ... not come tomorrow,
for I must be at the meeting, but on Sunday I’ll find time. Yes, you ...
expect me on Sunday about three o’clock. Will that be all right? 5. You
... come in when you have taken off your boots. 6. Be careful: you ...
spill the milk if you carry it like that. 7. Most children ... slide on the
ice very well. 8. I don’t think I ... be here by eleven o’clock tomorrow,
but 1 ... be.

Ex. 21. Put the modal verbs can, may or must.

1. What ... we see on this map? 2. ... you speak Spanish? — No,
unfortunately I... . 3. At what time ... you come to school? 4. ... | come
in? 5. You ... not smoke here. 6. ... | take your book? — | am afraid not:
I need it. 7. He ... not speak English yet. 8. | have very little time: I ...
go. 9. They ... not go to the park today because they are busy. 10. You
... read this text: it is easy enough. 11. She ... still live in Paris. 12. He is
busy. He ... be writing a book about his travels. 13. But he is happy. He
.. enjoy life. 14. My friend Danielle isn’t a famous artist. But she ...
even paint Russian icons. | ... only admire her beautiful pictures. She ...
be a woman of great talents. She ... speak German, French and English.
She ... translate a lot of articles for the Museum of her native town in
Switzerland. She ... also teach these languages at school. She is
fantastic. | am fascinated by everything that she does.

Ex. 22. Use the equivalents to have to or to be to.

1. Where ... the lecture to take place? — | suppose in the assembly hall.
2. So, our plan is as follows: | ... to go to the library and bring the
books. You ... to look through all the material here. Later we ... to work
together. 3. “You ... to do it alone, without anybody’s help,” she said

sternly. 4. I ... to help my friends with this work now, so | cannot go
with you. 5. It was raining hard and we ... to wait until it stopped
raining. 6. | ... to ask him about it tomorrow, as today he has already

gone. 7. Why didn’t you tell me that I ... to buy the books? 8.
According to the order of the schoolmistress all the pupils ... to return
the library books before the twenty-third of May. 9. As we had agreed
before, we ... to meet at two o’clock to go to the stadium together. But
Mike did not come. | waited for another half hour, but then I ... to leave
as | was afraid to be late. 10. The meeting ... to begin at five o’clock.
Don’t be late.
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Discussion

Make up a dialogue with your partner discussing the following
statement: “The purpose of business is to create and keep a customer”
(Theodore Leavitt).

One student agrees with the position of the author while the other

disagrees.

Writing
Dwell upon the following:
Treat employees like partners, and they act like partners (Fred A.

Allen).
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MODULE 3
Planning a New Business
Grammar Box

Reflexive Pronouns (BosBpaTtHbie MeCTOMMEHMS)
UCIIONB3YIOTCS, KOTJAAa JIMUO WM NPEIMET NPOM3BOIAT JAEHCTBHE,
HalpaBleHHOe Ha caMoro c¢ebs. B pycCcKOM sA3bIKE OHHM
COOTBETCTBYIOT YaCTHLE -CS WIIM MECTOMMEHHIO Ce0sl.

Little Timmy fell and hurt himself. — Manbimn Tummu ynan u
ymuoces.

Tabnuua 6038pamuvix mecmoumeHuil

MHo:kecTBeHHOE
JIuno EauHcTBEeHHOE YHCJI0
YUucJjao
1-oe myself ourselves
2-o0e yourself yourselves
3-e himself / herself / itself themselves
o0mmee oneself -

Taxxe BO3BpaTHbIC MECTOMMCHHUS MOTYT CIY)KHUTh  JUIS
SMOIMOHAILHOTO YCHJICHHS, B TaKOM CJIy4ae HX MOTYT Ha3bIBaTh
«YCHIIUTEIbHBIMH MECTOMMEHUIMUY (emphatic pronouns):

But you yourself saw it! / You saw it yourself! — Ho Beas Ber
camu Bcé Bunenu!

BosspatHoe wMecroumenne oOneself wmoxuHO wmcmosb30BaTh
MPUMEHHUTEIBHO KO BCEM JIIOISIM:

The only thing | can recommend to achieve success is to treat
oneself with self-criticism. — EawuHcTBeHHOE, YTO s MOTY
MOCOBETOBaTh, UTOOBI JIOOUTHCA ycreXxa — OTHOCHTBCS K cede ¢
CaMOKPUTHUKOM.

Hy)KHO 3allIOMHUTB, 4TO ITIOCJIC HeKOTOpBIX aHFHHﬁCKHX TJIaroJioB
(HaHpI/IMCp, YYBCTBOBATb 06651, II03BOJIUTH 0666), B OTJIMYHE OT
PYCCKOT0, HE UCHTOJIB3YCTCA CIIOBO «06651»2

| feel terrible. — 5 yxxacHo ce6s uyscmayro.

I’d like to have a Porsche but | cannot afford it. — 5 xoren GuI
HUMETHh HOpIIIC, HO s HC MOT'Y ceﬁe 3TOI'O nO36071UMb.

Taxxe BO3BPATHBIC MCECTOMMCHHUA HE MCIOJB3YIOTCA IOCIC
rimarosioB Wash, bath, shave, (un)dress u change (clothes):
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I dressed quickly, had my breakfast and left for work. — S
OBICTPO 0desics, TIO3aBTPAKAN U yexall Ha padory.

Ex.1. Read the text and define the main steps for planning a new
business.

PLANNING A NEW BUSINESS

« ldentify your vision. What is your vision for the future? Use
your imagination to plan the future you want. Is it to develop a
revolutionary new product or is it to help others gain their peak
potential. Once you have defined your vision, develop a plan and set
goals and objectives. Identify the different ways you can reach your
goals and objectives.

» Seek agreement. Whether you are starting a business or ex-
panding one, hard work is involved. Resolve any differences with your
partners or colleagues before you begin writing the business plan.

« SWOTs & MECAs are business tools, which will help you
determine whether or not your business idea works in the “real” world.

A SWOT analysis contains four steps:

S Identify strengths. What are your strengths? Consider ability and
potential, persistence, confidence, imagination, sales ability, track
record, financial stability, expertise, and others.

W ldentify weaknesses. What are your weaknesses? Consider lack
of time, health, financial instability, no management experience, don’t
enjoy working with the public, and others.

O Identify opportunities. What opportunities exist for you? Con-
sider work in a related field, business development assistance, and
others.

T Identify threats. What threats exist for you? Consider: financial
crisis, loss of job, etc.

Oftentimes, to determine your business’s strengths, weaknesses,
opportunities, and threats, you must gather information from outside of
your business. This is where a MECA (Market, Environmental, and
Competitive Assessment) is used.

* Make some “assumptions”. Although it is impossible to predict
the future, it is important to make some assumptions related to your
business’s future performance. This is the only way that you will be able
to convince others to become involved in your business - especially if
you are asking for capital.

» Develop operating plans. Include key risk assessment. What
happens if? How will you reach those goals? What do you need to
produce or sell? How much? At what price? Who are your clients?
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Where are they? How do you reach them? How much competition do
you have, and how will you compete successfully?

» Develop financials. Financials include balance sheet, income
statement, and cash flow statement. To prepare these (or update them),
ask yourself questions like: What are the day-to-day and month-to
month requirements (costs) of running the business? What is business’s
“break-even” point? Is there enough capital to run the business or there
is a need to raise it? Is there a need to make bank borrowings?

* When the cycle begins again. Constantly revise your business
plan to see how your business is performing. A good rule is to work on
specific goals and objectives within your business plan on a weekly
basis and revisit the entire plan once a month.

VOCABULARY
to identify OTIPEAETATh
peak potential MUK TOTCHIIAAA
to seek HCKaTh
strength CHJIa, CWIbHAsi CTOPOHA
persistence HACTOMYUBOCTH, CTOMKOCTb,
YIOPCTBO
confidence YBEPEHHOCTh
track record MOCITYXKHOM CITMCOK, TOCTHXKEHHUS
assistance HIOMOIIIb
competitive assessment OLICHKAa KOHKYPEHTOCIIOCOOHOCTH
assumption NPEII0JIOKEHUE
to convince yOexxnaTh
to include BKITIOYATh

income statement
cash flow statement
to update
requirement
“break-even” point

JIeKIIapanus o [0X0aax
JIeKJIapanus o ICHeXKHOM 000poTe
0OHOBUTH

TpeboBaHue

TOYKa HYJIEBOH MPHOBLIH

Ex. 2. Give English equivalents to the following words and phrases.

1) B3mim Ha Oyaymiee; 2) pPEBOJIONMOHHO HOBBIM MPOAYKT; 3)
MIOCTAaBUTh LENH; 4) pa3pemnTh Jito0ble POOIeMbl; 5) HHCTPYMEHTHI B
om3Hece; 6) crocoOHOCTh mponaaxwu; 7) (hUHAHCOBas CTaOWIEHOCTH; §)
KOMIIETEHTHOCTh; 9) ympaBneHueckuii ombiT; 10) morepst pabouero
mecra; 11) cobupare mHpopmanmio; 12) BHe OusHeca; 13) cnematsb
HEKOTOphIE Mpeanosioxkenus; 14) Oyaymee npoasikenue ousHeca; 15)
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YCIICIIHO KOHKYPHPOBaTh; 16) exenHeBHbe TpeOoBaHus; 17) Touka
HyJIeBOH puObLTH B OM3Hece; 18) 3aem B OaHKe.

EX. 3. Supply with necessary prepositions.

1. What is your vision ... the future? 2. Resolve any differences ... your
partners or colleagues ... you begin writing the business plan. 3. SWOTSs
& MECA:s are business tools, which will help you determine whether or
not your business idea works ... the “real” world. 4. Consider lack ...
time, health, financial instability, no management experience, don’t
enjoy working ... the public, and others. 5. What opportunities exist ...
you? Consider work ... a related field, business development assistance,
and others. 6. Oftentimes, to determine your business’s strengths,
weaknesses, opportunities, and threats, you must gather information ...
outside ... your business. 7. Although it is impossible to predict the
future, it is important to make some assumptions related ... your
business’s future performance. 8. This is the only way that you will be
able to convince others to become involved ... your business - especially
if you are asking ... capital. 9. A good rule is to work ... specific goals
and objectives ... your business plan ... a weekly basis and revisit the
entire plan once a month.

Ex. 4. Supply with necessary articles.
1. Use your imagination to plan ... future you want. 2. Is it to develop
... revolutionary new product or is it to help ... others gain their ... peak
potential. 3. Once you have defined your vision, develop ... plan and set
goals and objectives. 4. Identify ... different ways you can reach your ...
goals and objectives. 5. Whether you are starting ... business or ex-
panding one, ... hard work is involved. 6. ... SWOTs & MECAs are ...
business tools, which will help you determine whether or not your ...
business idea works in ... “real” world. 7. ... SWOT analysis contains
... four steps. 8. Consider ... ability and ... potential, ... persistence, ...
confidence, ... imagination, ... sales ability, ... track record,
financial stability, ... expertise, and ... others. 9. Consider ... lack of
time, ... health, ... financial instability, no ... management experience,
don’t enjoy working with ... public, and others. 10. Consider ... work in
. related field, ... business development assistance, and others. 11.
Oftentimes, to determine your ... business’s strengths, weaknesses,
opportunities, and threats, you must gather ... information from outside
of your ... business. 12. Although it is impossible to predict ... future, it
is important to make some ... assumptions related to your ... business’s
future performance. 13. ... Financials include ... balance sheet, ...
income statement, and ... cash flow statement. 14. Constantly revise
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your ... business plan to see how your ... business is performing. 15. ...
good rule is to work on ... specific goals and objectives within your ...
business plan on ... weekly basis and revisit ... entire plan once ...
month.

Ex. 5. Complete the sentences.
1. Resolve any differences with your partners or colleagues before

2. SWOTs & MECAs are business tools, which will help you ... .

Consider ..., ..., viyeeiyeers ..., and others.

4. Consider Iack of tlme health, financial instability, no
management experience, don’t enjoy ... .

5. Consider work in ..., ..., and others.

6. Oftentimes, to determine your business’s strengths, weaknesses,
opportunities, and threats, you must ... .

@

7. This is where a MECA (..., ..., and ...) is used.
8. Although it is impossible to predict the future, it is important ... .
9. Financials include . ,and .

10. Constantly revise your busmess plan
11. A good rule is to work ... .

Ex. 6. Put all the possible questions to the following sentences.

1. Whether you are starting a business or expanding one, hard work is
involved. 2. SWOTs & MECAs are business tools, which will help you
determine whether or not your business idea works in the “real” world.
3. A SWOT analysis contains four steps. 4. Oftentimes, to determine
your business’s strengths, weaknesses, opportunities, and threats, you
must gather information from outside of your business. 5. This is where
a MECA (Market, Environmental, and Competitive Assessment) is used.
6. Although it is impossible to predict the future, it is important to make
some assumptions related to your business’s future performance. 7. This
is the only way that you will be able to convince others to become
involved in your business - especially if you are asking for capital. 8.
Financials include balance sheet, income statement, and cash flow
statement. 9. To prepare these (or update them), ask yourself different
questions. 10. A good rule is to work on specific goals and objectives
within your business plan on a weekly basis and revisit the entire plan
once a month.

Ex. 7. Approve or disapprove of the statements.
1. Don’t use your imagination to plan the future you want.
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13.

14.

15.

Is it to develop a revolutionary new product or is it to help others
gain their peak potential.

Once you have defined vision of your competitors, develop a plan
and set goals and objectives.

Don’t identify the different ways you can reach your goals and
objectives.

Whether you are starting a business or expanding one, easy work
is involved.

Resolve any differences with your partners or colleagues before
you begin writing the business plan.

SWOTs & MECAs are business tools, which will help you deter-
mine whether or not your business idea works in the “real” world.
A SWOT analysis contains five steps.

Consider ability and potential, persistence, confidence,
imagination, sales ability, track record, financial stability,
expertise, and others.

Consider lack of time, health, financial instability, no
management experience, don’t enjoy working with the public,
and others.

Oftentimes, to determine your business’s strengths, weaknesses,
opportunities, and threats, you must have information from
outside of your business.

Although it is impossible to predict the future, it is important to
make some assumptions related to your business’s future
performance.

Financials do not include balance sheet, income statement, and
cash flow statement.

Sometimes revise your business plan to see how your business is
performing.

A good rule is to determine specific goals and objectives within
your business plan on a weekly basis and revisit the entire plan
once a month.

8. Answer the following questions.

How can you identify your vision?

What is the next step after defining your vision?
Whom do you need to resolve any differences with?
What are SWOTs and MEGA?

How many steps does a SWOT analysis consist?
What are strengths?

What are weaknesses?

What opportunities exist for you?



9. What threats exist for you?

10. When must you gather information?

11. What is MEGA?

12. Is it important to make some assumptions related to your
business’s future performance?

13. What is key risk assessment?

14. What do financials include?

15. What questions should you ask yourself?

16. Why should you constantly revise your business plan?

Ex. 9. Summarize the text.

Ex. 10. Match the expressions in the left column with their
translation in the right one.

1. cash flow forecast a. uHdopmanus s

2. shareholder’s information aKIIMOHEPOB

3. short term objective b. monrocpounas nens

4. long-term objective C. TIPOTHO3 IBIKCHHS

5. raise money JICHE)KHON HATUYHOCTH

6. stand a good chance d. kpaTkocpouHas 1eib

7. return on investment €. TPOTrHO3 MpUObLIEH U

8. venture capital yOBITKOB

9. profitand loss forecast f.  npuGbLTH Ha

10. balance sheet WHBECTHPOBAHHBIN KAITUTAI
0. ¥MeTh XOPOLINE MAHCHI
h. momyuurts ccymy Ha 4TO-JI.
i. Oyxranrepckuii banaHc
j.  BIOXEHHE KaluTaNa C

pHCKOM

Ex. 11. Match the words below with their definitions.

1. external finance a. value of the assets of a

2. internal finance company held as shares

3. to take charge over property b. an amount of money kept
4. toexploit for future use

5. short-term loan c. anagreement in which you
6. share capital continue to use your

7. collateral/security property after you sell it,

8. leaseback while making regular

9. interest payments to the new owner
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10. to create d. to make something exist
11. reserves that did not exist before
12. to raise money e. money that a person or
institution such as a bank
charges you for lending you
money
f.  money, provided to run a
business that comes from
within the firm
g. anamount of money that
you borrow from a bank for
a short period of time
h.  money, provided to run a
business that comes from
outside the firm
i. toborrow from a bank, get
a loan for some purpose
j. something such as property
or other goods used to
provide a guarantee for a
loan
k. to obtain a legal document
by a lender confirming the
ownership of the property if
the borrower becomes
bankrupt
I.  to use something to make a
profit

Ex. 12. Complete the text using the words from the box. There are
two words which you don’t need to use.

leaseback create  reserves finance shareholders property
low-interest loans  share capital grants collateral assets
take a charge over exploit internal

When an established company needsto __ 1  further expansion, it
canoften__ 2 itsown__3  resources. One way to do this is to use
profit from previous years capital; but Hans has not had time to build up
any __4 . Another way is to sell some of the firm’s __ 5 for cash.
Companies sometimes sell their own factories or offices on conditions
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ofa__ 6  from the buyer. If the company uses itsassetsas __ 7  for
a bank loan, the bank will normally _ 8  the 9

New businesses can often get government 10
particularly if they are located in development areas. They also may get
11 or low business rates for a fixed number of years, or assistance
with finding and training staff. In return, the company will __12  new
jobs.

Ex. 13. Complete the sentences with necessary reflexive pronouns.

1. He looked at ............ in the mirror. 2. After the accident we told
.......... that we were not to blame. 3. My parents gave ...........an
anniversary present. They had a nice holiday together. 4. Yesterday | fell
in the street and hurt ............ 5. There are computer games where you
can play against ........... You always win! 6. My computer turns ..........
off. 7. God helps those who help .............. 8. Don’t trouble ............. Ican
take care of it. 9. Sandra made ................ drink the bitter medicine. 10.
The monkey groomed.............. .

Ex. 14. Fill in the gaps.
1. Tom cut ... while he was shaving this morning. 2. We really enjoyed
.. very much. 3. I repaired my bike ... . 4. Why don’t you clean the
windows ... ? 5. Jack and I introduced ... to our new neighbour. 6. He
decided to repair his bike ... . 7. They looked at ... . 8. The film ...
wasn’t very good but I liked the music. 9. The old woman sat at the park
bench talking to ... . 10. Let’s paint the house ... . 11. Did you write it
.. 7 12. She locked the door ... . 13. The children cleaned their room ...
. 14. Ann backed the cake ... . 15. The cat caught the mouse ... . 16.
Sally saw ... in the mirror. 17. Tom can paint the picture ..., he’s good at
painting. 18. The children did the washing up ... . 19. I like to watch ...
in a video film. 20. Simon and George did their homework ..., nobody
helped them. 21. Sue, did you bake the cake ... ? 22. The boys opened
the parcels ... . 23. Susan made a video film about cats ... . 24. Bob, can
you find the way to the cinema ... ? 25. My father built the tree house ...
. 26. The Millers drew all the paintings ... . 27. “Did Sue’s dad write the
story?” No, she did it ... . 28. “Shall I cook the soup?” No, [can do it ...
. 29. “Your face is dirty! Look at ... in the mirror.” 30. Jack’s brother
painted the bike ....

Ex. 15. Fill the gaps with personal or reflexive pronouns.

1. He is quite right, I agree with ... completely. 2. I looked at ... in the
mirror and left the house in a very good mood. 3. “Who is it?” —
“It’s ... may I come in?” 4. Mr. Lloyds is very fat ... weighs over a
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hundred kilos? 5. ... introduced his wife to the quests. 6. Where shall ...
meet, Bob? 7. James took the book and opened. 8. We don’t dress ... for
dinner here. 9. I taught ... to play the guitar. 10. Selfish people only care
about ... .

Discussion

Discuss with your partner your future business. Describe the steps in
planning your business.

Writing
Dwell upon the following:
“My future is in my hand. My own business plan.’

s
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MODULE 4
Marketing
Grammar Box

The Present Perfect Continuous Tense (Hacrosmee
COBEpUIEHHOE JIUTeIbHOe BpeMsi) o0pa3yeTcst MpH TIOMOIIIX Tiaroia
to be B Present Perfect (have been, has been) u dbopmsr npugacTus
HaCTOAMIETO BPEMEHU CMBICJIOBOTO rjaroja.

| have been waiting for my brother for a long time. — 5 &y
CBOEro OpaTa yxe JaBHO.

B BompocurenbHoii ¢opme mepBblii BCIOMOTaTeabHBIA TJIAroa
CTaBUTCS MEpe]l MOAJICKALTUM:

Have you been waiting for me for a long me? — Te1 xaems MeHst
yKe TaBHO?

OrtpunareabHasi ¢gopma o0pa3yeTcs HMpH TTOMOIIA YaCTHUIIBI
not, KOTOpAasg CTAaBUTCA IMOCJIC MEPBOr0 BCIIOMOTaTCJIbHOI'O IJ1aroja:

I have not been working here for a long time. — 51 ne pa6oraro
34€Ch AOJI0C BpEMHA.

The Present Perfect Continuous Tense ucmosb3yercs:

1. Jlns BeIpaykeHUS JJIUTEIBHOTO AEHCTBUS, KOTOPOE HAYalIOCh B
MPOIIJIOM U eIlle COBepIIaeTcs B HacTosmee Bpems. [Ipu ynotpebnenun
9TOro BPEMEHH BCErJa YKa3bIBACTCA IICPUOL BPEMEHU, B TCUCHUC
KOTOpOIO  COBEpLIANOCh  JeicTBue. B asTtomM  ciywae  Moryrt
yrnotpebnsaThes cieyromue Beipaxenus: for an hour, for a long time,
since yesterday, how long? since when? etc.:

How long has he been working here? — Kak monro ou 3mech

pabotaet?

Since when have you been reading this book? — C kakux mop Bt

YHUTACTE ITY KHUTY?

2. Jlns BBIp@KEHUS JJTUTEIBHOTO IEHCTBHUS, KOTOPOE HAYAIOCh B
IIPOIIJIOM M 3aKOHYMJIOCHh HETOCPEACTBEHHO NIEPET MOMCHTOM PCUM:

| feel tired as | have been working in the garden for several

hours. — I uyscmeyro ycranocts, Tak Kak HECKOJIBKO YacoOB

padorau B cany.

Your eyes are red. You have been crying. — TBou rna3a

KpacCHbIC. Trel mIakaJga.

The Present Continuous Tense ucnons3yercs: Uil BBIPaXKSHHS
JICHCTBHS, KOTOPOE JJIMTCS B JIaHHBIH MOMEHT peud, 0e3 yKa3aHHs Ha
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MpeALIeCTBYIONIY0 qurensHocth. The Present Perfect Continuous
Tense HCIOJIB3YCTCA, KOrJja Npe€ACCTBYOMad JIIUTCIbHOCTD YKa3aHa:

I am reading a book. — 4 ynTaro kaury.

| have been reading a book for three hours. — I ynuTar kHuUTy
TpH 4aca.

The Present Perfect o6o3nauaer 3akoHYeHHOE mcicTBHE. The
Present Perfect Continuous Tense He wuMeeT yKasaHus Ha
3aKOHYCHHOCTb I[€I7ICTBI/IHZ

Why are your lips black? | have been eating blackberries. | have
eaten a whole plateful. — ITouemy TBOU ry0OsI uepHbIe? S eM uepHUKY. S
cheJsa LETIyI0 Tapeky.

Ex. 1. Read the text and say what marketing is.

WHAT IS MARKETING?

Marketing is the wide range of activities involved in making
sure that you’re continuing to meet the needs of your customers and
getting value in return. These activities include market research to find
out, for example, what groups of potential customers exist, what their
needs are, which of those needs you can meet, how you should meet
them, etc.

Marketing also includes analyzing the competition, positioning
your new product or service (finding your market niche), pricing your
products and services, and promoting them through continued
advertising, promotions, public relations and sales. One of the greatest
needs of managers of business is to understand and develop marketing
proclaims for their products and services. Business success is based on
the ability to satisfy customers. Modern marketing programs are built
around the “marketing concept”, which directs managers to focus their
efforts on identifying and satisfying customer needs — at a profit.

Marketing results can be improved through a better
understanding of customers. This approach usually is referred to as the
marketing concept. Marketing is a very complex subject; it deals with
all the steps between determining customer needs and supplying them
at a profit.

Any marketing program has a better chance of being productive
if it is timed, designed and written to solve a problem for potential
customers and is carried out in a way that the customer understands and
trusts.

What is “the marketing mix”? The marketing mix is made up of
four components. These are:
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1. Product: a firm has to identify what products the consumer
wants and the way existing products can be adapted to meet consumer
preferences more successfully.

2. Price: a firm has to decide on its pricing policy for list
prices, discount for bulk-buying and interest-free credit.

3. Promotion: this amounts to choosing methods that can
generate sales of the product. Possibilities here include advertising,
personal selling, publicity and other promotional work.

4. Place: the product has to be in the correct place — retail
outlet — in order to capture sales. Exactly where a firm decides to sell
its product will depend on the nature of the product.

It is quite noticeable that the marketing mix differs according to
the type of product that is being sold. The fact that the term “mix” is
used implies that the four Ps can be combined in different ways. One
important factor that affects the marketing mix is the position of the
product in its life cycle.

VOCABULARY

market research U3yYeHHUE KOHBIOHKTYPBI,
BO3MO>KHOCTEU PBIHKA

proclaim HOJIOKEHHUE
marketing concept KOHIICTIIIMSI MAPKETHHTA
at a profit BBITOJTHO, C TIPHOBLIBIO
preference TIPEANIOYTEHHE
bulk-buying OIITOBBIC 3aKYITKA
interest-free credit 0ecrpOIEeHTHBIH KPeIuT
retail outlet PO3HWYHAs TOProBasi TOYKa
to capture 3aXBaTBIBATh, IOJIy4aTh
noticeable TIpuMeYaTeNbHbIN
to affect BJIUSITH
cycle LMKJT

Ex. 2. Give English equivalents to the following words and phrases.
1) mIMpOKWI CHeKTp MAEATENPHOCTH; 2) OTBeYaTh TpeOOBaHHAM
nokymnareseii; 3) B3aMeH; 4) aHaN3 KOHKYPEHIIUY; 5) ycrex OusHeca; 6)
YIOBJIETBOPHUTD JKEJIAHUsI TIOKyNaTeNel; 7) COCPeloOTOUUTh CBOU YCHUIIHS;
8) BbIrogHO; 9) paszpeniars npodiemy; 10) noTeHMaNbHbIe KIMEHTHI; 11)
MapKeTHHIOBBIH KOMIUIEKC; 12) amanTupoBatbes; 13) oTBedaTsh
NPEeANOYTEHHUSAM TMOKynareseil; 14) CKuIKM Ha ONTOBBIE 3aKynku; 15)
OecnpoLeHTHBIH KpenuT; 16) paboTa 1o CTUMYIMPOBaHUIO Npojax; 17)
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CYLIHOCTb IPOAYKTa; 18) monoxeHue Npoaykra BO BPEMsl XKH3HEHHOTO
IIUKJIA TTPOTYKINH.

EX. 3. Supply with articles where necessary.

1. ... marketing is ... wide range of ... activities involved in making
sure that you’re continuing to meet ... needs of your ... customers and
getting value in return. 2. Marketing also includes analyzing
competition, positioning your ... new product or service (finding your
market niche), pricing your products and services, and promoting them
through continued advertising, promotions, public relations and sales.
3. ... one of ... greatest needs of ... managers of business is to
understand and develop marketing proclaims for their ... products and
services. 4. Marketing is ... very complex subject; it deals with all ...
steps between determining ... customer needs and supplying them at ...
profit. 5. Any marketing program has ... better chance of being
productive if it is timed, designed and written to solve ... problem for
potential customers and is carried out in ... way that ... customer
understands and trusts. 6. ... firm has to identify what products ...
consumer wants and ... way existing products can be adapted to meet
consumer preferences more successfully. 7. It is quite noticeable that ...
marketing mix differs according to ... type of product that is being sold.
8. ... fact that ... term “mix” is used implies that ... four Ps can be
combined in ... different ways. 9. One important factor that affects ...
marketing mix is ... position of ... product in its ... life cycle.

Ex. 4. Insert the prepositions.

1. Marketing is the wide range ... activities involved ... making sure
that you’re continuing to meet the needs ... your customers and getting
value ... return. 2. These activities include market research to
find ..., ... example, what groups ... potential customers exist, what
their needs are, which ... those needs you can meet, how you should
meet them, etc. 3. One ... the greatest needs ... managers ... business is
to understand and develop marketing proclaims ... their products and
services. 4. Business success is based ... the ability to satisfy customers.
5. Modern marketing programs are built ... the “marketing concept”,
which directs managers to focus their efforts ... identifying and
satisfying customer needs — ... a profit. 6. Marketing results can be
improved ... a better understanding ... customers. 7. Marketing deals ...
all the steps ... determining customer needs and supplying them ... a
profit. 8. Any marketing program has a better chance ... being
productive if it is timed, designed and written to solve a problem ...
potential customers and is carried ... ... a way that the customer
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understands and trusts. 9. The marketing mix is made ... ... four
components. 10. A firm has to decide ... its pricing policy ... list prices,
discount ... bulk-buying and interest-free credit. 11. Exactly where a
firm decides to sell its product will depend ... the nature ... the product.
12. It is quite noticeable that the marketing mix differs ... ... the type ...
product that is being sold. 13. One important factor that affects the
marketing mix is the position ... the product ... its life cycle.

Ex. 5. Find all the sentences in the text where the modal verbs and
their equivalents are used. Explain their meanings.

Ex. 6. Translate from Russian into English and vice versa.

1. (Mapkerunr Bkirouaet) market research to find out, for example,
(kakue cymecTBYIOT TpyMIbl MOTCHIMANbHBIX KiueHTOB), What their
needs are, (kakuM K3 STUX HYXJ BbI MOXeTe OTBeTHTH), how you should
meet them, etc. 2. Business success is based on (cmoco6GHOCTH
yIOOBICTBOPUTh  KinueHToB). 3. (CoBpeMeHHBIE MapKETHHIOBBIC
nporpammbl) are built around the “marketing concept”, which
(mampasnsier menemkepos) to focus their efforts on (ompenenenun u
yIOBJIETBOPEHHH HYX [ KiaueHToB) — at a profit. 4. Marketing is (ouens
crnoxHoe zieno); it deals with all the steps (Mexmy ompeneneHueM Hy
MOKymaTeass W TeM, 4YTOObl MNPUHOCUTH €My MpHObLIb). 5.
(Mapxerunrosiii komimtekce cocrout) Of four components. 6. A firm
(mo/okHa ompenenuTh, Kakyio mpoaykmuio) the consumer wants and
(croco0, mpH TOMOLIM KOTOPOrO CYIIECTBYIOLIAs HPOAYKUHUsS OyjaeT
ajlanTupoBaHa K ToMmy, 4toObl) t0 meet consumer preferences more
successfully. 7. Possibilities here include (pexnamy, nuuHbie mpoaaxwy,
OOILIECTBEHHBIN Pe30HaHC M PaboTy MO CTHMYJIMPOBAHHUIO MPOJAAK). 8.
(Brnonne mpumevarensHo) that the marketing mix differs (cormacuo
THUITy MPOJYyKTa, KOTOpBIA mpojaercs). 9. (Baxublit (hakTop, KOTOpKIi
BIIMSIET HA MapKeTHHTOBBIN Komrutekc) iS the position of the product in
its life cycle.

Ex. 7. Put all the possible questions to the following sentences.

1. Marketing is the wide range of activities involved in making sure that
you’re continuing to meet the needs of your customers and getting value
in return. 2. These activities include market research to find out, for
example, what groups of potential customers exist, what their needs are,
which of those needs you can meet, how you should meet them, etc. 3.
Marketing also includes analyzing the competition, positioning your
new product or service (finding your market niche), pricing your
products and services, and promoting them through continued

45



advertising, promotions, public relations and sales. 4. One of the greatest
needs of managers of business is to understand and develop marketing
proclaims for their products and services. 5. Marketing results can be
improved through a better understanding of customers. 6. Marketing
deals with all the steps between determining customer needs and
supplying them at a profit. 7. The marketing mix is made up of four
components. 8. A firm has to identify what products the consumer wants
and the way existing products can be adapted to meet consumer
preferences more successfully. 9. A firm has to decide on its pricing
policy for list prices, discount for bulk-buying and interest-free credit.
10. The marketing mix differs according to the type of product that is
being sold. 11. One important factor that affects the marketing mix is the
position of the product in its life cycle.

Ex. 8. Agree or disagree.

1. Marketing is the narrow range of activities involved in making
sure that you’re continuing to meet the needs of your customers
and getting value in return.

2. These activities do not include market research to find out, for
example, what groups of potential customers exist, what their
needs are, which of those needs you can meet, how you should
meet them, etc.

3. Marketing also includes analyzing the competition, positioning
your new product or service (finding your market niche), pricing
your products and services, and promoting them through
continued advertising, promotions, public relations and sales.

4. One of the biggest needs of managers of business is to understand
and develop marketing proclaims for their products and services.

5. Business success is based on the capability to satisfy customers.

6. Modern marketing programs are built around the “marketing
concept”, which directs managers to focus their efforts on
identifying and satisfying customer needs — at a profit.

7. Marketing results can be improved through a better understanding
of customers. This approach usually is referred to as the
marketing concept.

8. Any marketing program has a better chance of being
unproductive if it is timed, designed and written to solve a
problem for potential customers and is carried out in a way that
the customer understands and trusts.

9. The marketing mix is made up of five components.

46



10.

11.

12.

13.

14,

15.

16.

A firm has to identify what products the consumer wants and the
way existing products can be adapted to meet consumer
preferences more successfully.

A company has to decide on its pricing policy for list prices,
discount for bulk-buying and interest-free credit.

This amounts to choosing methods that can generate sales of the
product.

Possibilities here include advertising, personal selling, publicity
and other promotional work.

The product has to be in the right place — retail outlet — in order to
capture sales.

The fact that the term “mix” is used does not imply that the four
Ps can be combined in different ways.

One important factor that affects the marketing mix is the position
of the product in its life cycle.

Ex. 9. Think and answer.

N~ WNE

9.

10.
11.
12.
13.

What is marketing?

What do activities include?

What does marketing include?

What is one of the greatest needs of managers of business?
Where are modern marketing programs built?

How can marketing results be improved?

What does marketing deal with?

How many components is the marketing mix made up of? What
are these components?

What have you learned about the product?

What can you say about the price?

How is the promotion connecting with the marketing mix?
What place should the product be in?

What is one important factor that affects the marketing mix?

Ex. 10. Retell the text.

Ex. 11. Match the expressions in the left column with their
translation in the right one.

agrwbdE

marketing concept a. perynmpoBaHue cObITa,
marketing research yIpaBJieHuEe MapKETHHTOM
marketing know-how b. npaxkTuueckue 3HaHUA U
marketing control OIIBIT B OBJIAJICHUH PHIHKOM
marketing forecast C. CTpaTeruu B 06iacT cObITa

47



o

marketing policy
long-term demand
8. driving force

~

Se o

MPOTHO3 PHIHOYHOMN
KOHBIOHKTYPBI
JIOJITOBPEMEHHBIN CIIPOC
KOHILIETIINN MapKeTHHTa
JBIDKYIIAs Cuia
MapKETHHTOBbIE
HCCIIEJOBaHUS

Ex. 12. Match the words below with their definitions.

1. target market a.

2. market segmentation

3. marketing plan

4. marketing strategy

5. marketing opportunity

6. marketing effort b.
C.
d.
e.
f.

Ex. 13. Open the brackets.

plan, usually annual, for a
company’s marketing
activities, specifying
expenditure and expected
revenue and profits
possibility of going into a
market for the first time
division of the market or
consumers into certain
categories according to their
buying habits

company’s marketing
activities

market in which a company is
planning to sell its goods
strategy or planning for
marketing activities

1. I (to sit) here for 20 minutes. 2. Tom (to work) since 10 o’clock. 3.
How long you (to study) English? 4. It (to snow) all day. When will it
stop? 5. Jenny the telephone (to ring)! It (to ring) for a minute. 6. Since
he came home, he (to watch) TV. 7. What you (to do)? — | (to wait) for
Alice. | (to wait) for her for 10 minutes. 8. It’s nine p.m. Sue and Terry
(to study) for 3 hours. 9. Since when Alex (to live) in this house? 10.
What you (to do) lately? 11. Marry is tired because she (to work) in the
garden. 12. He still (to work) at the same place?

Ex. 14. Correct the errors if necessary.

1. How long you been living here?

2.l amliving in this street for five years.
3. My father is looking tired. He has been digging in the garden.
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What have you been studying lately?

John is reading that book for the past four days.
Nick is studying for two straight hours.

My eyes are red because | have been crying.
Right now Nick has been taking a nap.

N A

Ex. 15. Put the verb in the correct tense form.

1. How long they (to know) each other? 2. Why you (to use) the phone
so much lately? 3. She (to work) at this plant since 2005. 4. He (to be)
in the city for the last two months. 5. | just (to finish) my work in the
library. 6. David’s car is new. He (to have) it for one week. 7. Paul (to
search) for his purse for half an hour. 8. They (not to see) their relatives
for two years. 9. Sara looks upset. She (to cry).10. Oh, I am cold. I (to
stand) in the frost long. 11. Beth (to be) ill since last week. 12. Anna (to
cook) since twelve o’clock.

Ex. 16. Translate the sentences into English.

1. OHm xeHatbl yxe maTh JeT. 2. CHer uuer ¢ camoro yrpa. 3. Tom
BJaJeeT 3TOM KOMMaHuel okojio aecaTH neT. 4. B mocnennee Bpems
Mosl Toub Majio yntaet. 5. Kak nonro 1el sxxaents Hac? — A TyT ¢ mectu
gacoB. 6. OH yxe 3akoHuunI goknan? — Het, Beap oH paboTaeT HaJ HUM
ToNbKO Yac. 7. KTo u3 Bac paboraet B 3TOM (pupMme OoJbliie Tpex JieT?
8. Dta MammHa y Hee yke 4eThipe roja. 9. S 3Hato ero y>xe MHOTO JIeT.
10. Yto onm nenarot tak monro? 11. INoroma mpekpacHas! C camoro
yTpa cBetuT conHie. 12. ABroOyc orxomut B ceMmb. Ceifuac ceMb
JIeCsITh, HO OH emle He mpumiell. S xmy ero yxe 15 munyT. 13. Xo1mmH
JxoH npy3bs ¢ perctBa. 14. Tel BbINIAOUIIG ycTaBIUM. YTO ThI
nenan? 15. Hakxowrer [Tutep BepHyncs nomoil. OH He ObUT 1oMa JIBa
MecsIIa.

Ex. 17. Choose the correct answer.
1. They ... ... together for three years.
A. are working B. work C. have been working

2. Welcome to the party! ... you ... my brother?
A. Are ... meeting B. Have ... met  C. Have ... been meeting

3.1 ... the opportunity to travel extensively.
A. am never having B. have never had  C. have had never

4. Alex usually sits here. But today he ... in the first row.
A. sits B. is sitting C. has sitting
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5. Ann, put some lotion on your face! You ... on the sun too long.
A. have been lying B. have lain C. are lying

6.You... ... terrible these days! Go and see your doctor
A. are looking B. has been looking C. look

7. Look through the window! It ...........cccceoveee !

A. have snowed B. is snowing C. have been snowing
8.1...... this person since | first met her.
A. am disliking B. have disliked C. have been disliking

9. Listen to them! What ... they ... about?
A. have ... been speaking  B. have ... spoke C. are ... speaking

10. Look at your jeanse! What ... ... ?
A. have you been done B. are you doing C. have you been doing

11. Sue went to India five years ago, but she anywhere since then.
A. isn’t going B. hasn’t gone C. hasn’t been going

12. Sit down at the table! I ... just ... the dinner.
A. am ... cooking B. have ... cooked C. have ... been cooking

Ex. 18. Correct the errors if necessary.

Since when are they waiting for us?

I have been looking for my passport since | came home.

His friends have been having this building for ten years.

In recent years, scientists are developing many new machines.

This is the first time | am seeing snow.

Have you seen the Browns recently?

Since what time she has been working for your firm?

Through the history people are always wanting to fight for new

lands.

9. The children are so dirty! They have played in the garden.

10. It’s getting dark. The sun have already hidden.

11. How long has he been a doctor?

12. We received his letter a week ago and have tryed to find time to
write him back ever since.

NN E
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13. Since | left Britain, | have been returning to visit my friends
several times.

14. Right now Phillip has been sitting in his room five hours doing
his lessons.

15. Do you know where Nick is? | have looked for him for the past
twenty minutes.

Discussion

Discuss with your partner the position of the author.

The aim oa marketing is to know and understand the customer so well
the product or service fits him and sells itself. (Peter F. Drucker,
American management consultant)

Writing

Dwell upon the following:

When the product is right, you don’t have to be a great marketer. (Lee
lacocca, American businessman)
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MODULE 5
Running and Advertising Campaign

Ex. 1. Read the text and call basic definitions of advertising.

BASIC DEFINITIONS OF ADVERTISING

It’s easy to become confused about these terms: advertising,
promotion, public relations and publicity, and sales. The terms are often
used interchangeably. However, they refer to different but similar
activities.

Advertising is bringing a product (or service) to the attention of
potential and current customers. Advertising is typically done with
signs, brochures, commercials, direct mail or
e-mail messages, personal contact, etc.

Promotion keeps the product in the minds of the customer and
helps stimulate demand for the product. Promotion involves ongoing
advertising and publicity (mention in the press). The ongoing activities
of advertising, sales and public relations are often considered aspects of
promotions.

Public relations includes ongoing activities to ensure the
company has a strong public image. Public relations activities include
helping the public to understand the company and its products. Often,
public relations are conducted through the media, that is, newspapers,
television, magazines, etc. As noted above, public relations are often
considered as one of the primary activities included in promotions.

Publicity is mention in the media. Organizations usually have
little control over the message in the media, at least, not as they do in
advertising. Regarding publicity, reporters and writers decide what will
be said.

Sales involve most or many of the following activities, including
cultivating prospective buyers in a market segment; conveying the
features, advantages and benefits of a product or service to the lead; and
coming to agreement on pricing and services.

VOCABULARY
interchangeable B3aUMO3aMEHSIeMbIH
current JTaHHBIH
commercial peksiaMa Ha pajiio WiH
TEeNCBUICHUH
direct mail METOJl MApKETHHI'a, TIPH

KOTOPOM KOMITAaHHWU PACCBLIIAIOT
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00pasibl CBOeH MPOAYKIMN
HOTCHIMAIbHBIM 3aKa3urKam

ongoing MOCTOSTHHBIN

to ensure 3aBEPHUTH

media cpencrBa HHOpPMaLUH
regarding KacarelbHO

to cultivate 00pabaTbIBaTh, BHIPALIMBAT
to convey rnepenaBaTh

feature 0COOEHHOCTD

lead MOTECHINAIBHBII MOKYMaTelh

EX. 2. Pick out the equivalents for the following words and phrases.
1) merxo cmyrtath; 2) WCHONB30BaTh II0 B3aMMO3aMEHICMOMY
TNpUHINITY; 3) OJWHAKOBBIC BHIBI JAEATCIFHOCTH, 4) pekiama; 5)
MOTEHIMATbHBIC TOKyHaTeNw; 6) 3JICKTPOHHBIE COOOIIEHMs; 7) CIpoc
Ha TPOAYKT; 8) MOCTOSHHAS peKiaMa; 9) CBs3b C OOIIECTBEHHOCTHIO,
10) ymommuanme; 11) koHTpommpoBaTh coobmierus B CMU; 12)
B3palllcHHE IOTCHIMANBHBIX KINEHTOB; 13) cerMeHT pwiHKa; 14)
npeuMyniecTBa; 15) mpuObule OT mnpoaykTa; 16) OPUXOIUTH K
COTJIAIICHHUIO.

Ex. 3. Supply with articles where necessary.

1. It’s ... easy to become confused about these ... terms: ... advertising,
... promotion, ... public relations and ... publicity, and ... sales. 2. ...
terms are often used interchangeably. 3. However, they refer to
different but ... similar activities. 4. ... advertising is bringing ... product
(or service) to ... attention of ... potential and current customers. 5. ...
advertising is typically done with ... signs, ... brochures,
commercials, ... direct mail or ... e-mail messages, ... personal contact,
etc. 6. ... promotion keeps ... product in ... minds of ... customer and
helps stimulate ... demand for ... product. 7. ... ongoing activities of ...
advertising, ... sales and ... public relations are often considered ... as-
pects of ... promotions. 8. ... public relations includes ... ongoing
activities to ensure ... company has ... strong public image. 9. ... public
relations activities include helping ... public to understand ... company
and its ... products. 10. Often, ... public relations are conducted through
... media, that is, ... newspapers, ... television, ... magazines, etc. 11. As
noted above, ... public relations are often considered as ... one of ...
primary activities included in ... promotions. 12. ... organizations
usually have ... little control over ... message in ... media, at least, not as
they do in ... advertising. 13. Regarding ... publicity, ... reporters and ...
writers decide what will be said. 14. ... sales involve most or ... many
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of ... following activities, including cultivating ... prospective buyers
in ... market segment; conveying ... features, ... advantages and ...
benefits of ... product or ... service to ... lead; and coming to ...
agreement on ... pricing and ... services.

EX. 4. Supply with prepositions.

1. It’s easy to become confused ... these terms: advertising, promotion,
public relations and publicity, and sales. 2. However, they refer ...
different but similar activities. 3. Advertising is bringing a product (or
service) ... the attention ... potential and current customers. 4.
Advertising is typically done ... signs, brochures, commercials, direct
mail or e-mail messages, personal contact, etc. 5. Promotion keeps the
product ... the minds ... the customer and helps stimulate demand ... the
product. 6. The ongoing activities ... advertising, sales and public
relations are often considered aspects ... promotions. 7. Often, public
relations are conducted ... the media, that is, newspapers, television,
magazines, etc. 8. As noted ..., public relations are often considered as
one ... the primary activities included in promotions. 9. Publicity is
mention ... the media. 10. Organizations usually have little control ...
the message ... the media, ... least, not as they do ... advertising. 11.
Sales involve most or many ... the following activities, including
cultivating prospective buyers ... a market segment; conveying the
features, advantages and benefits ... a product or service ... the lead; and
coming ... agreement ... pricing and services.

Ex. 5. Complete the sentences.
1. 1It’s easy to become confused about these terms: ..., ..., ... and ...,
and ... .
However, they refer to different but ... .
Advertising is bringing a product (or service) to ... .
Advertising is typically done with ..., ..., ..., ... 0r ..., ..., etc.
Promotion keeps the product ... and helps ... .
Promotion involves ... and ... .
Public relations includes ... .
Often, public relations are conducted through ...
As noted above, public relations is often conS|dered as.
10 Organizations usually have little control over .
11. Regarding publicity, reporters and writers ..
12. Sales involve most or many of the following activities, including
; conveying the features, ... ; and coming to agreement on ... .

CoNOR~WN
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Ex. 6. Use emphatic constructions in the following sentences.

1. They refer to different but similar activities.

2. Advertising is bringing a product (or service) to the attention of
potential and current customers.

3. Advertising is typically done with signs, brochures,
commercials, direct mail or e-mail messages, personal contact,
etc.

4. Promotion keeps the product in the minds of the customer and
helps stimulate demand for the product.

5. The ongoing activities of advertising, sales and public relations
are often considered aspects of promotions.

6. Public relations includes ongoing activities to ensure the
company has a strong public image.

7. Public relations activities include helping the public to
understand the company and its products.

8. Often, public relations are conducted through the media, that is,
newspapers, television, magazines, etc.

9. As noted above, public relations are often considered as one of
the primary activities included in promotions.

10. Organizations usually have little control over the message in the
media, at least, not as they do in advertising.

11. Regarding publicity, reporters and writers decide what will be
said.

12. Sales involve most or many of the following activities, including
cultivating prospective buyers in a market segment.

Ex. 7. Put all the possible questions to the following sentences.

1. It’s easy to become confused about these terms: advertising,
promotion, public relations and publicity, and sales. 2. The terms are
often used interchangeably. 3. However, they refer to different but
similar activities. 4. Advertising is bringing a product (or service) to the
attention of potential and current customers. 5. Advertising is typically
done with signs, brochures, commercials, direct mail or e-mail
messages, personal contact, etc. 6. Promotion keeps the product in the
minds of the customer and helps stimulate demand for the product. 7.
Promotion involves ongoing advertising and publicity (mention in the
press). 8. The ongoing activities of advertising, sales and public
relations are often considered aspects of promotions. 9. Public relations
include ongoing activities to ensure the company has a strong public
image. 10. Public relations activities include helping the public to
understand the company and its products. 11. Often, public relations are
conducted through the media, that is, newspapers, television,
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magazines, etc. 12. As noted above, public relations are often
considered as one of the primary activities included in promotions. 13.
Publicity is mention in the media. 14. Organizations usually have little
control over the message in the media, at least, not as they do in
advertising. 15. Regarding publicity, reporters and writers decide what
will be said. 16. Sales involve most or many of the following activities,
including cultivating prospective buyers in a market segment.

Ex. 8. Approve or disapprove of the statements.

1.

2.
3.
4,

10.

11.

12.

13.

14.
15.

Ex.
1.
2.
3.
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It’s not difficult to become confused about these terms:
advertising, promotion, public relations and publicity, and sales.
The terms are seldom used interchangeably.

However, they refer to different but similar activities.

Promotion is bringing a product (or service) to the attention of
potential and current customers.

Advertising is typically done with signs, brochures,
commercials, direct mail or e-mail messages, personal contact,
etc.

Advertising keeps the product in the minds of the customer and
helps stimulate demand for the product.

Promotion involves ongoing advertising and publicity (mention
in the press).

The ongoing activities of advertising, sales and public relations
are often considered aspects of promotions.

Public relations do not include ongoing activities to ensure the
company has a strong public image.

Public relations activities include helping the public to
understand the company and its products.

Often, public relations are conducted through the media, that is,
newspapers, television, magazines, etc.

As noted above, public relations is often considered as a kind of
the primary activities included in promotions.

Organizations always have little control over the message in the
media, at least, not as they do in advertising.

Regarding publicity, people decide what will be said.

Publicity involves most or many of the following activities,
including cultivating prospective buyers in a market segment.

9. Answer the following questions.

Which termas are often used interchangeably?
What is advertising?
What is advertising typically done with?



4. What does promotion do?

5. What does promption involve?

6. What are the ongoing activities of advertising, sales and public
relations?

7.  What do public relations include?

8. How are public relations conducted?

9.  Where do organizations usually have little control?

10. Who decide what will be said regarding publicity?

11. What do sales involve?

Ex. 10. Summarize the text.

Ex. 11. Read the text and match the definitions with their
descriptions.

MAJOR METHODS OF ADVERTISING

E-mail messages
Posters and bulletin boards
Newsletters
Telemarketing
Brochures

Magazines

Radio announcements
Direct mail

Web pages
Newspapers
Television ads

AemIOMMOUO®W

1. They can contain a great deal of information if designed well,
and are becoming common methods of advertising.

2. This kind sent directly from you to your customers can be
highly customized to suit their nature and needs. You may want to build
a mailing list of your current and desired customers.

3. These can be wonderful means to inform about your business.
Your e-mail address may be included at the end of each of your e-mail
messages. Many e-mail software packages will automatically attach
your e-mail address, if you prefer.

4. They can be quite expensive. Find out if there’s a magazine
that focuses on your particular industry. If there is one, then the
magazine can be very useful because it already focuses on your market
and potential customers.
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5. This can be powerful means to conveying the nature of your
organization and its services.

6. Lots of people read local newspapers. You can get your
business in the newspaper by placing ads, writing a letter to the editor or
working with a reporter to get a story written about your business.
Advertising can get quite expensive. Newspapers are often quite useful
in giving advice about what and how to advertise.

7. They can be very powerful when placed where your customers
will actually notice them. Place them in places which your customers
frequent, and always refresh your posters with new and colorful posters
that will appear new to passers by.

8. A major advantage of this method is they are usually cheaper
than television ads, and many people still listen to the radio, for
example, when in their cars.

9. Their use is on the rise.

10. They are more expensive than most of major forms of
advertising. However, with the increasing number of television networks
and stations, businesses are placing more commercials or other forms of
advertisements.

11. Now, advertising and promotions on the World Wide Web are
almost commonplace. Using it for advertising requires certain
equipment and expertise, including getting a computer, getting an
Internet service provider, buying (usually renting) a Web site name,
designing and installing the Web site graphics and other functions as
needed.

VOCABULARY

customized C/ICIaHHBIN TI0 3aKa3y

software package KOMIUIEKT ITPOTPaAMMHOTO
obecrieyeHus

to attach MPUKPETTHTH

powerful BIIHSITCIIBHBIH

editor penakTop

frequent 9acTo MOCEIIATh

to refresh OCBEXaTh

passer by TIPOXO0XKUH

on the rise Ha MoJibeMe

commonplace NPUBBIYHOE JIEJI0, OOBIYHOE
SIBIICHHE

to require TpeboBaTh
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Ex. 12. Find the English equivalents to the following combinations.
1) mHOTO WH(pOpPMAIHH; 2) METOIBI PEKIaMBI; 3) COCTaBHTH CIHCOK
anpecaroB; 4) mpoumHPOpPMHpOBaTH O OW3HECe; 5) aBTOMATHYCCKH
NPUKPEIUIATh,  6)  CKOHLIEHTPUPOBATHCA  HA  OIpPEICIICHHON
NPOMBINUICHHOCTH; 7) TIOTCHIMAIbHBIC KIUCHTBL, §) 3HauMMOe
cpencteo; 9) pasmemars pekinamy; 10) HammcaTh THCEMO PENAKTOPY;
11) mate coet; 12) mBeTHBIE mMOCTEphl; 13) TIaBHOE MPEHMYIIECTBO
MeToza; 14) ObITh Ha moawkeme; 15) ompenelieHHOe 00OpyIOBaHHE U
OTIBIT.

Ex. 13. Enumerate the main methods of advertising and describe
them shortly.

Ex. 14. Match each word on the left with a word on the right to
create a phrase connected with advertising.

1. advertising a. the advertising campaign
2. target b. mix

3. torun c. advertisements

4. promotional d. customer

5. television e. advertising

6. newspaper f. mail

7. street g. commercials

8. direct h. efforts

Ex. 15. Match the expressions in the left column with their
translation in the right one.

1. product life cycle a. acCOPTHMEHT

2. tosell well MHUCbMEHHBIX CTOJIOB

3. old “steady” b. wurposas (mpasusiiast)

4. to run for years peKIaMHas KaMITaHus

5. slogan C. KaMIaHUs PacChUIKU

6. desk range MaTepuasoB 110 1ouTe

7. we are all for keeping it d. J03yHr, NeBu3, peKiIamMHasl

8. teaser advertising dopmyna

campaign €. BBIIYCKaTbh HOBBIH TOBap

9. tolunch Ha PBIHOK

10. direct mail shot f.  ur0-1MGO cTapoe
YKU3HEHHBIN UK
MPOYKTa

h. wumers X0oporuii cOBIT
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i. ycmenrHo aeicTBOBaTH
MHOTO JIET

j. MBulI Bceneno 3a To, YTOOBI
COXPaHHTh 3TO

Ex. 16. Complete the dialogue using the words given below. There
are two words which you don’t need to use.

pays off  evaluative  competitive  persuade  media
influence success attention sales effectiveness direct
mail  flexibility

KATE: Good morning. | am studying the problems of
advertising. May be you could give me some information on this
problem.

HELEN: Good morning. Well to begin with, a firm has to ask
itself a number of important questions in relation to advertising: How
much should the company spend on advertising? What combination of
1 will work best? What effect does advertising have on the
company’s sales?

KATE: To my mind, to answer these questions the company
should use some methods of measuring the _2  of advertising.

HELEN: You see, most of the methods focus not on __ 3
changes but on how well the communication is remembered,
recognized, or recalled.

KATE: But why? Do these methods really can measure to what
extent the advertising really _ 4 ?

HELEN: No, they can’t, because many factors besides
advertising __ 5  sales success. Advertising has some impact on a
product’s sales but the exact effect is uncertain.

KATE: Then what information is given by these methods?

HELEN: At present most _ 6  methods simply tell which ad is
the best among those being appraised.

KATE: But if I am not mistaken, even though one ad may be
found to be more memorable or to create more _ 7  than another, that
fact alone gives no assurance of relationship to sales _8

HELEN: That’s right.

KATE: Then why should the company advertise?

HELEN: Without advertising to inform the public of its product,
the company will have a difficult time winning brand recognition and
brand acceptance. Without advertising it will probably be difficult to
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9 dealers to carry the firm’s product, especially if _ 10  brands are
well known.

KATE: I see. Thank you very much indeed.

HELEN: You are welcome.

Ex. 17. Open the brackets.

1. When morning came, the storm already (to stop), but the snow still
(to fall). 2. Yesterday by eight o’clock he (to finish) all his homework,
and when | (to come) to his place at nine, he (to read). 3. | (to wait) for
permission to go abroad for three weeks already, but | (not to receive)
the visa yet. 4. Everybody (to be) at the door of the museum, but my
friend (not yet to come). 5. We (to drink) tea when the telephone (to
ring). 6. Johnny noticed that everybody (to look) at him, and he (to
feel) shy. 7. Light (to travel) more quickly than sound. 8. When | (to
come) to Pete’s house last Sunday, he (to read) a new book. He (to say)
he (to give) it to me soon. Today I (to take) it from him. Now I (to read)
it. I (to finish) it by Friday. If you like, I (to give) it to you on Saturday
when you (to come) to see me. 9. When will he come? We (to wait) for
him for half an hour already. 10. On leaving the hall, the students (to
thank) the professor who (to deliver) the lecture. 11. We already (to
cover) about ten miles when Peter, who (to look) out of the window for
the last five or ten minutes, suddenly exclaimed, “Here is the station!”

Ex. 18. Put the verb into the correct form.

1. We could not go out because it (to rain) hard since early morning. 2.
She (to teach) at our school for twenty years now. 3. Ring me up as
soon as you (to come) home. 4. He (to begin) to write his composition
at three o'clock. It is already eleven, and he still (to write) it. He says he
(to finish) it by twelve. 5. We (to help) our librarian to put the books in
the right order for three days already, but we (to arrange) only half the
books. 6. What you (to do) when | (to come) in? 7. When | (to come) to
his house, they (to tell) me that he (to leave) an hour before. 8. On
checking up his answers he (to find) out that he (to make) several
mistakes. 9. When | (to leave) home, the snow already (to stop), but a
strong wind (to blow). 10. You (to read) this book? — Yes, I (to read) it.
I (to think) it (to be) very interesting. 11. What the children (to do)
now? — Oh, they (to play) the new board game which I just (to buy) for
them. 12. They (to reach) the corner of the street by now and (to stand)
at the bus stop. 13. After we (to walk) about two hours, we arrived at a
picturesque glade covered with fresh grass. 14. That (to be) what I (to
complain) about.
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Ex. 19. Use the verb in the right tense.

1. What you (to read)? — | (to read) a magazine. — How long you (to
read) it? — | (to read) it for half an hour. 2. She (to live) in Moscow for
ten years when her sister (to come) to live with her. 3. Our teacher (to
come). Now he (to speak) with our librarian. 4. They (to speak) when |
(to look) at them. 5. What you (to do) here? — | (to prepare) for my
report. — How long you (to prepare) for it? — Oh, | (to work) since
morning. 6. He (to teach) at school for five years when the war (to
break) out. 7. She (to study) English since last year. 8. You ever (to be)
to London? — Yes, | (to be) there last summer. 9. What your friend (to
do) now? — She (to have) dinner. She usually (to have) dinner at this
time. 10. I (to buy) a new dress. | (to show) it to you tomorrow when
you (to come) to my place. 11. So you begin working tomorrow! And
who (to take) care of your children when you (to go) to work? 12.
Hello, Peter! Where you (to go)? — | (to go) to the library. 13. | (to
walk) about an hour when I (to see) a little house not far from the river.
14. When he (to read) the newspaper, he (to give) it to his brother. 15.
He (to leave) for Rostov in 1990 and since then he (to live) there. 16.
At this time tomorrow we (to discuss) your report. 17. Now she (to
read) the book which I (to give) her yesterday. 18. | always (to hate)
such cruelty. 19. No, I (not to see) that movie.

Ex. 20. Insert the necessary tense-form of the verbs in the brackets.
1. How long you (to wait) for me? | am really very sorry. 2. Yesterday |
(to meet) a friend of mine whom | (not to see) for a long time. 3. Ring
me up at eleven o’clock, I (not yet to sleep). 4. You (to be) late for the
concert if you (not to take) a taxi. 5. The sun (to set) a long time ago,
and it (to begin) to get really cold. 6. When | (to come) home yesterday,
my sister already (to return) and (to sit) at the fireplace looking through
some old photographs. 7. He (to smoke) three cigarettes and (to look)
through all the books on the shelf, when at last he (to hear) his friend’s
steps approaching the door. 8. The first person whom Andrew (to see)
as he (to enter) was his old nurse. She (to sit) on the sofa. During the
last five years she greatly (to change) and now (to look) a very old
woman. 9. She is going to read the letter she just (to receive). 10. He
just (to approach) the door, when she (to enter). 11. He (to write) the
composition for three hours and he (to say) he soon (to finish) it as he
(to think) over the conclusion now. 12. Where is the baby? — The nurse
(to put) it to bed. 13. He said he (to work) for a long time without
achieving good results. 14. Hardly I (to go) out when | (to remember)
that | (to forget) to take my umbrella. 15. It (to be) late. You (not to
finish) yet?
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Ex. 21. Open the brackets.

1. Our train starts late in the evening, so if you (to come) at seven
o’clock, we still (to pack) our luggage. 2. When you (to see) him last? 3.
I (to meet) him when he (to walk) across the park. 4. You ever (to act)
on the stage? — Why, yes, that's what | (to do) for the last six years. 5.
Don’t enter the bedroom! The child (to sleep) there, and he always (to
wake) up when somebody (to open) the door. 6. Where is your
luggage? — | (to leave) it at the station. | (to take) it tomorrow when
Nick (to come) to help me. 7. | (to read) about an hour when he (to
come). 8. The play (not yet to begin) and the people (to talk) in the hall.
9. One night a little swallow (to fly) over the city. His friends (to fly)
away to Egypt six weeks before, but he (to stay) behind. 10. What you
(to do) these three months? 11. Yesterday | (to buy) a new pair of
gloves, as | (to lose) the old ones. 12. We (to walk) in silence. He
already (to tell) me all that (to be) interesting about himself, and I (to
have) nothing to tell him. 13. The moon (not to rise) yet, and only two
stars, like two distant lighthouses, (to shine) in the dark blue sky.

Discussion

Discuss with your partner the term “advertising”. Touch upon the
definitions which are connected with it and all the methods you have
learnt.

Writing

Dwell upon the following:
What is the role of advertising for any business?
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MODULE 6
Distribution and Sales
Grammar Box

The Sequence of Tenses (CormacoBanwe BpeMeH) — 3TO
3aBHUCHUMOCTH BpEMEH CKa3yEeMBIX MPpUAATOYHOTO u TJIAaBHOTO
HpC,Z(JIO)KCHHﬁ. CobOmronaercs B NPUIATOYHBIX IIPCAT0KCHHUAX, KOraa
CKa3zyeMoO€ TJIaBHOTO MNPEIJIOKECHUSA CTOUT B OJHOM M3 NPOMMICANINX
BpPEMEH.

HpaBHJIa mocjae10BaTe/JIbHOCTH BPEMEH:

1. Ecimu CKazyeMoe T'JIaBHOT'O NPEAIOKCHUA BBIpaXKCHO
IJIarojoM B OJHOHM M3 (OpM HACTOSAIIEro MM OyIyIIEero BPEMEHH, TO
rJaroj B IPUAATOYHOM IIPEIUIOKEHHUU YHOTpeOssieTcss B JIIOOOM
BPEMEHH, KOTOPOE TPeOYeTCs 0 CMBICITY:

He knows that you are/were/will be busy.

2. Ecnmu cka3yemMoe IJIaBHOIO —TNPEIJIOKEHUS  BHIPAXKEHO
IJarojioM B OXHOH M3 (OpM MPOIISANIEr0 BpPEeMEHH, TO (HOPMEI
HACTOSIIEr0 W OyAyHmIero BpPEeMEHH HE MOTYT YIOTPEONAThCS B
NPUJIATOYHOM TpEJUIOKeHHH. B 3TOM ciydae IJiarojl NnpHIaTOYHOTO
NPeAI0KEHHS YIIOTpeOIsieTcs: B OHON U3 ()OPM IMPOILEAIIEro BpeMEH!
wiu Gyaymero B nponreamem (should/would + Verb).

a) Ui BBIPAKEHHs JICHCTBHSI 0 T HOBPE€M EHHOT O
C J:[eflCTBHeM TJIAaBHOI'O MPEATIOKECHUS, TJ1aroJi
MIPUIATOYHOTO TPEUIOKEHHsT yIoTpebnsercs B Past
Indefinite unu Past Continuous:

I was sure that you knew her address.
I thought that he was waiting for me in the cinema.

b) s BBIPKCHUS IEeACTBHS,
npeagamecrTrByYHOIUIEero ﬂeﬁCTBHm TJIAaBHOT'O
NPpEIOKCHHUA, TJarojl IMpuAaTOYHOTO MIPEAJIOKCHUA
yrnorpebisiercs B Past Perfect:

I was sure that he had left Moscow.
They informed us that they had sent the letters.

C) s BBIpPOKEHHS OyAyHIero JeHcTBHA IO
OTHOIIEHHIO K JEHCTBUIO TJIABHOTO MPEJIOKEHHUS,
[JIaroj B MPUIATOYHOM MPEITIOKEHHN YIOTPeOIseTcs B
Future-in-the-Past, seipaxaromiero Oyayiee neiicTBre
10 OTHOIIEHHUIO K MPOIIEANIEMY MOMEHTY:
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I hoped that I should find him at home.
He said that he would try to come in time.

Ex. 1. Read the text and say what distribution and sales are.

DISTRIBUTION AND SALES

The term “distribution” is not confined to the physical
distribution of goods from the producer to the consumer, e.g. road and
rail transport. In the business context it also refers to the distribution
channels, i.e. the sort of retail outlets that the good and services are sold
in.

Many industrial products and services are sold directly to the
consumer or user. Most consumer products are usually distributed
through retail organizations. By tradition many manufactures sell their
products to a wholesaler who warehouses the goods until they are
required by the retailer. The manufacturer can mass-produce the goods,
get the money for the goods straight away, and does not have to worry
about storage and distribution costs. The retailer can order goods from
the wholesaler and does not have to worry about holding large stocks.
The wholesaler does not have any particular incentive to promote the
sale of the manufacturer’s goods, and the retailer will have to pay a
higher price for the goods from the wholesaler than if they were bought
directly from the manufacturer.

Full Chain of Distribution tends to be used when the producer
makes a limited range of products, storage costs are high and the product
is perishable.

When deciding the problem how sales effort is to be organized
three main approaches may be used:

1. Organize geographically.

2. Organize by product. When a firm has diverse products that
require specialized technical or applications knowledge, it may be
necessary to organize the sales force according to major product
categories.

3. Organize by customer. Where a firm faces rather diverse
types of customers, organizing by major customer categories leads to
better servicing and understanding of customers’ needs.

Public Relations (PR) is sometimes a separate department outside
the marketing function. PR can be defined as the attempt to present an
acceptance and favorable image of the company to the general public.
This can be done in a number of possible ways: advertising, sponsorship,
involvement in charity work, exhibitions and trade fairs, press releases
and conference.
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Customer Service is slightly different from PR in the sense that
the company here is concerned with keeping the customer happy and
satisfied. Areas that are important in good customer relations include:
servicing and repair, after-sales service, guarantees, enquiries and
complaints. Having sold a product to the customer, Service Department
must see that the consumer is content with the product.

VOCABULARY
retail outlet PO3HUYHASI TOPrOBast TOUKA
manufacture MPOU3BOUTEIH
wholesaler OTITOBBIN TOPTOBEI]
to warehouse XPaHUTh Ha CKIIAZIe
retailer PO3HUYHBII TOProBen

to mass-produce

BCECTHU MACCOBOC ITPOU3BOACTBO

storage XpaHeHHUe, CKIaz
stock HaJIN4ne

incentive noOyXIeHUE, CTUMYJT
perishable CKOPONOPTSIIHUics
approach MOJIXOT

attempt MOIBITKA

acceptance HIPUHSTHE

favorable OnmaronpusATHBII
charity work 6J1ar0TBOPHUTENILHOCTh
trade fair TOproBas sipMapka
press release coo0LIeHHe IS eYaTH
enquiry 3arpoc

complaint Kamoba

content JIOBOJIBHBIN

Ex. 2. Pick out the equivalents for the following words and phrases.
1) pactpocTpaneHue; 2) MOKymaTesb; 3) pO3HUYHAS TOPTOBas TOUKa; 4)
OpraHU3aIK POSHUYHOI TOPTOBIIH; 5) ONTOBBIM TOPTOBEIl;, 6) XPaHUTh
Ha CKJaJze; 7) BECTH MAacCOBOE NMPOU3BOJICTBO; §) MOMy4yarh ACHBIH; 9)
pacxonasl Ha pacmpoctpaneHue; 10) HpoaBUTAaTH MPOTAXKH TOBAPOB
IIPOU3BOJUTENLS; 11) OTrpaHUYEHHBIN ACCOpPTUMEHT; 12)
CKOPOHOPTSIIUECS MNpPOXYKTH; 13) pasnmuHble NPOAYKTH; 14)
TpeOOBaTh OCOOBIX TEXHHUYECKUX 3HAHUI, 15) B COOTBETCTBUH C
TJIaBHBIMH KaTEroOpusIMA TPOJYKTOB; 16) OMaronpusTHBIA HMHIK
KOMITaHWH; 17) BOBJIEUYeHHE B OJAaroTBOpHUTENBHYIO padoTy; 18) ObITH
JIOBOJIBHBIM IPOJyKIHEH.
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Ex. 3. Give the synonyms for the following words.
1) goods; 2) producer; 3) consumer; 4) to sale; 5) to promote; 6) diverse;
7) needs; 8) favorable image; 9) press release; 10) to be content.

Ex. 4. Supply with articles.

1. ... term “distribution” is not confined to ... physical distribution
of ... goods from ... producer to ... consumer, e.g. road and rail
transport. 2. In ... business context it also refers to ... distribution
channels, i.e. ... sort of ... retail outlets that ... good and services are
sold in. 3. ... many industrial products and services are sold directly
to ... consumer or user. 4. ... most consumer products are usually
distributed through ... retail organizations. 5. By tradition many
manufactures sell ... their products to ... wholesaler who
warehouses ... goods until they are required by ... retailer. 6. ...
wholesaler does not have ... any particular ... incentive to promote ...
sale of ... manufacturer’s goods, and ... retailer will have to pay ...
higher price for ... goods from ... wholesaler than if they were bought
directly from ... manufacturer. 7. Full Chain of Distribution tends to be
used when ... producer makes ... limited range of ... products, storage
costs are high and ... product is perishable. 8. When ... firm has
diverse products that require ... specialized technical or applications
knowledge, it may be necessary to organize ... sales force according
to ... major product categories. 9. Where ... firm faces rather ...
diverse types of customers, organizing by ... major customer categories
leads to better servicing and understanding of customers’ needs. 10.
Public Relations (PR) is sometimes ... separate department outside ...
marketing function. 11. PR can be defined as ... attempt to present ...
acceptance and ... favorable image of ... company to ... general public.
12. This can be done in ... number of possible ways: advertising,
sponsorship, involvement in ... charity work, ... exhibitions and trade
fairs, press releases and conference. 13. ... areas that are important
in ... good customer relations include: ... servicing and repair, after-
sales service, ... guarantees, enquiries and complaints. 14. Having
sold ... product to ... customer, Service Department must see that ...
consumer is content with ... product.

Ex. 5. Insert necessary prepositions.

1. The term “distribution” is not confined ... the physical
distribution ... goods ... the producer ... the consumer, e.g. road and
rail transport. 2. ... the business context it also refers ... the distribution
channels, i.e. the sort ... retail outlets that the good and services are
sold ... . 3.Many industrial products and services are sold directly ...
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the consumer or user. 4. Most consumer products are usually
distributed ... retail organizations. 5. ... tradition many manufactures
sell their products ... a wholesaler who warehouses the goods until they
are required ... the retailer. 6. The manufacturer can mass-produce the
goods, get the money ... the goods straight ..., and does not have to
worry ... storage and distribution costs. 7. The retailer can order
goods ... the wholesaler and does not have to worry ... holding large
stocks. 8. The wholesaler does not have any particular incentive to
promote the sale ... the manufacturer’s goods, and the retailer will have
to pay a higher price ... the goods ... the wholesaler than if they were
bought directly ... the manufacturer. 9. Where a firm faces rather
diverse types ... customers, organizing ... major customer categories
leads ... better servicing and understanding ... customers’ needs. 10.
This can be done ... a number ... possible ways: advertising,
sponsorship, involvement ... charity work, exhibitions and trade fairs,
press releases and conference. 11. Customer Service is slightly
different ... PR ... the sense that the company here is concerned ...
keeping the customer happy and satisfied. 12. Having sold a product ...
the customer, Service Department must see that the consumer is
content ... the product.

Ex. 6. Put the questions to the following sentences.

1. The term “distribution” is not confined to the physical distribution of
goods from the producer to the consumer. 2. In the business context it
also refers to the distribution channels. 3. Many industrial products and
services are sold directly to the consumer or user. 4. Most consumer
products are usually distributed through retail organizations. 5. By
tradition many manufactures sell their products to a wholesaler who
warehouses the goods until they are required by the retailer. 6. The
retailer can order goods from the wholesaler and does not have to
worry about holding large stocks. 7. The wholesaler does not have any
particular incentive to promote the sale of the manufacturer’s goods. 8.
Full Chain of Distribution tends to be used when the producer makes a
limited range of products, storage costs are high and the product is
perishable. 9. When a firm has diverse products that require specialized
technical or applications knowledge, it may be necessary to organize
the sales force according to major product categories. 10. Public
Relations (PR) is sometimes a separate department outside the
marketing function. 11. PR can be defined as the attempt to present an
acceptance and favorable image of the company to the general public.
12. This can be done in a number of possible ways: advertising,
sponsorship, involvement in charity work, exhibitions and trade fairs,
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press releases and conference. 13. Customer Service is slightly different
from PR in the sense that the company here is concerned with keeping
the customer happy and satisfied. 14. Areas that are important in good
customer relations include: servicing and repair, after-sales service,
guarantees, enquiries and complaints.

Ex. 7. Use emphatic constructions in the following sentences.

1. The term “distribution” is not confined to the physical distribution of
goods from the producer to the consumer. 2. In the business context it
also refers to the distribution channels. 3. Many industrial products and
services are sold directly to the consumer or user. 4. Most consumer
products are usually distributed through retail organizations. 5. By
tradition many manufactures sell their products to a wholesaler who
warehouses the goods until they are required by the retailer. 6. The
retailer can order goods from the wholesaler and does not have to
worry about holding large stocks. 7. The wholesaler does not have any
particular incentive to promote the sale of the manufacturer’s goods. 8.
Full Chain of Distribution tends to be used when the producer makes a
limited range of products, storage costs are high and the product is
perishable. 9. When a firm has diverse products that require specialized
technical or applications knowledge, it may be necessary to organize
the sales force according to major product categories. 10. Public
Relations (PR) is sometimes a separate department outside the
marketing function. 11. PR can be defined as the attempt to present an
acceptance and favorable image of the company to the general public.
12. This can be done in a number of possible ways: advertising,
sponsorship, involvement in charity work, exhibitions and trade fairs,
press releases and conference. 13. Customer Service is slightly different
from PR in the sense that the company here is concerned with keeping
the customer happy and satisfied. 14. Areas that are important in good
customer relations include: servicing and repair, after-sales service,
guarantees, enquiries and complaints.

Ex. 8. Translate from Russian into English.

1. Tepmun «muctpuOynus» o0o03HadaeT mepenady ToBapa
MIPOU3BOAUTCIIEM IMOKYIIATCIIIO.

2. MHorue ToBaps! NPOJAIOTCS HANPSIMYIO MOKYMATEIFO.

3. BoiubmmHCTBO TOBApoOB 00BIYHO PacpoCTpaHAOTCA
MOCPEACTBOM PO3HUYHBIX 0pFaHH3aIIPIﬁ.

4. Tlo Tpagumuyu MHOTHE IPOU3BOAMTEIN IMPOJAIOT CBOHM TOBap
OIITOBOMY TOProBuy, KOTOpLIﬁ XpaHUT €ro Ha CKJIaae.
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[TpousBoauTEIb MOXKET 3aHUMATHCSI MAaCCOBBIM IIPOHM3BOJICTBOM
TOBapa.

Korma y ¢upmer ectp pazHooOpasHas MPOAYKIHSA, OHA MOXKET
IpoJaBaTh €¢ B COOTBETCTBHU C TJIABHBIMH KaTerOPHUSAMHU
HPOIYKTOB.

OO1ecTBeHHBIE OTHOIICHUS! MOTYT OPENeNAThCA KaK MOMBITKA
NPENCTaBUTh NPHHATHE U OJArONPHATHBIA HMHIK KOMIIAHHH.
OHH MOTYT OCYIIECTBISITCSI TOCPEICTBOM psiia Pa3iInYHBIX
CHOCOOOB  —  TOCPEACTBOM  pEKJIaMbl,  BOBJCYCHUS B
0JIaroTBOPUTENbHYIO paboTy, BBICTABOK M TOPIOBBIX SPMapok,
npecchl U KoH(epeHIHH.

Ex. 9. Agree or disagree.
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1.

10.

The term “distribution” is confined to the physical distribution of
goods from the producer to the consumer, e.g. road and rail
transport.

In the business context it also refers to the distribution channels,
i.e. the sort of retail outlets that the good and services are sold in.
Many industrial products and services are not sold directly to the
consumer or user.

Most consumer products are usually distributed by means of
retail organizations.

By tradition many manufactures sell their products to a
wholesaler who warehouses the goods until they are required by
the retailer.

The retailer can mass-produce the goods, get the money for the
goods straight away, and does not have to worry about storage
and distribution costs.

The manufacturer can order goods from the wholesaler and does
not have to worry about holding large stocks.

The wholesaler does not have any particular incentive to
promote the sale of the manufacturer’s goods, and the retailer
will have to pay a higher price for the goods from the wholesaler
than if they were bought directly from the manufacturer.
Customer Service tends to be used when the producer makes a
limited range of products, storage costs are high and the product
is perishable.

When a firm has various products that require specialized
technical or applications knowledge, it may be necessary to
organize the sales force according to major product categories.



11.

12.

13.

14,

15.

16.

Where a firm faces rather diverse types of customers, organizing
by major customer categories leads to better servicing and
understanding of customers’ needs.

Public Relations (PR) is sometimes a separate department
outside the marketing function.

Distribution can be defined as the attempt to present an
acceptance and favorable image of the company to the general
public.

This can be done in a number of possible ways: advertising,
sponsorship, involvement in charity work, exhibitions and trade
fairs, press releases and conference.

Customer Service is slightly similar from PR in the sense that
the company here is concerned with keeping the customer happy
and satisfied.

Areas that are not important in good customer relations include:
servicing and repair, after-sales service, guarantees, enquiries
and complaints.

Ex. 10. Think and answer.

ocoukrwbdE

9.

10.
11.
12.
13.
14.

15.

What is the “distribution”?

How are many industrial products and services sold?

How are most consumer products usually distributed?

Whom do many manufactures sell their products?

Who can mass-produce the goods?

Who can order goods from the wholesaler and does not have to
worry about holding large stocks?

Who does not have any particular incentive to promote the sale
of the manufacturer’s goods?

What tends to be used when the producer makes a limited range
of products, storage costs are high and the product is perishable?
What are three main approaches may be used when deciding the
problem how sales effort is to be organized?

What is Public Relations (PR)?

How can PR be defined?

What ways can it be done in?

What is Customer Service?

What do areas that are important in good customer relations
include?

When must Service Department see that the consumer is content
with the product?

Ex. 11. Retell the text.
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Ex. 12. Choose the right variant.

1. My friend asked me who (is playing, was playing) the piano in the
sitting room. 2. He said he (will come, would come) to the station to
see me off. 3. | was sure he (posted, had posted) the letter. 4. | think the
weather (will be, would be) fine next week. I hope it (will not change,
would not change) for the worse. 5. | knew that he (is, was) a very clev-
er man. 6. | want to know what he (has bought, had bought) for her
birthday. 7. I asked my sister to tell me what she (has seen, had seen) at
the museum. 8. He said he (is staying, was staying) at the Ritz Hotel. 9.
They realized that they (lost, had lost) their way in the dark. 10. He
asked me where | (study, studied). 11. | thought that I (shall finish,
should finish) my work at that time. 12. He says he (works, worked) at
school two years ago. 13. Victor said he (is, was) very busy.

Ex. 13. Open the brackets.

1. I knew they (to wait) for me at the metro station and | decided to
hurry. 2. I didn't know that you already (to wind) up the clock. 3. | was
afraid that the little girl (not to be) able to unlock the front door and (to
go) upstairs to help her. 4. He says that he (to know) the laws of the
country. 5. Sarie understood why Lanny (not to come) the previous
evening. 6. She asked me whether | (to remember) the legend about a
faithful lion. 7. He understood that the soldiers (to arrest) him. 8. He
could not understand why people (not to want) to take water from that
well. 9. | suppose they (to send) a dog after the burglar immediately.
10. He said he (to leave) tomorrow morning. 11. She says she already
(to find) the book. 12. He stopped and listened: the clock (to strike)
five. 13. She said she (can) not tell me the right time, her watch (to be)
wrong. 14. | asked my neighbour if he ever (to travel) by air before. 15.
The policeman asked George where he (to run) so early. 16. The
delegates were told that the guide just (to go) out and (to be) back in ten
minutes.

Ex. 14. Use sequence of tenses in the reported speech.

1. The mother said, “The children are in the nursery, doctor.” 2. “I have
no time for lunch today,” said the boy to his mother. 3. “You speak
English very well,” said the woman to me. 4. My brother said to me, “I
am going to become a doctor.” 5. My uncle said to us, “I buy several
newspapers every day.” 6. The teacher said to the pupils, “Next year we
shall have six hours of English a week.” 7. He said to me, “I want to
see you today.” 8. She said, “I am free tonight”. 9. Mother said to me,
“I feel bad today.” 10. The pupil said to the teacher, “I can do my
homework after dinner.” 11. The teacher said to Jack, “You work hard,
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I know. You are a good boy.” 12. The old man said to the girl, “You
can sing perfectly. I think you will be a famous singer.” 13. My sister
said to me, “You look very well, much better than you looked
yesterday. | think you have recovered after your illness.” 14. “You are
an excellent cook. Everything is so tasty,” said my guest to me. 15. The
student said, “I can't answer this question. I don’t understand it.”

Ex. 15. Reproduce the direct speech.

1. Tom said he would go to see the doctor the next day. 2. He told me
he was ill. 3. He told me he had fallen ill. 4. They told me that Tom had
not come to school the day before. 5. | told my sister that she might
catch cold. 6. She told me she had caught cold. 7. He said that while
crossing the English Channel they had stayed on deck all the time. 8.
The woman said she had felt sick while crossing the Channel. 9. She
said she was feeling bad that day. 10. The old man told the doctor that
he had pain in his right side. 11. He said he had just been examined by
a good doctor. 12. He said he would not go to school until Monday. 13.
The man said he had spent a month at a health resort. 14. He said that
his health had greatly improved since then.

Discussion
Discuss the obtained information with your partner.

Writing

Dwell upon the following:
What will you do if you have your product and like to distribute it?
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