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IHepeamoBa
MetoauyHi BKa3IiBKM MpHU3HAYCHI IS BUKOHAHHS CaMOCTIHHOI poOOTH st
3100yBayiB OCBITHbO-KBaJi(pikamiifHOro piBHA (axoBUH MoJoAIIMK OakanaBp 3a
cnemianbHicTiO 073 MeHeKMEHT IeHHOiT (hOpMHU HaBYAHHSL.

MeTtoauyHi BKa3iBKM CKJIAQJICHO 3TIAHO 3 BHMOTaMH HaBYaJIbHOI Iporpamu
1HO3eMHOT MOBHU JJIsi MIATOTOBKH (haXOBUX MOJIOJAUIMX OaKaJiaBpiB 3 oOpraHizal
BUpOOHHULITBA. BiH 0XOMIt0€ 6a30BUii IGKCUYHUIA MIHIMYM Ta HOPMAaTUBHY IpaMaTUKy
aHTJIMCHKOT MOBH.

{11 BUBYEHHSI aHTJIIMCHKOT MOBH Yy KOJIEKI MOJISATA€ y MPAKTUUHOMY OBOJIOAIHHI
MOBOIO, HaBMKaM{ YWTaHHS 1 MEpeKyIaay JITepaTypud TMOMIPHOT CKJIaJHOCTI 31
CIEIIAIbHOCTI ¥ €JIeMECHTAPHUMH HaBUKaMH YCHOI MOBH 13 aKTyalbHUX (DaXOBUX TEM,
nepeadaveHuX MpOrpaMoro, 1 OXOIIIOE OCHOBHI MpoOieMu eKOHOMIKK. OBOJOIHHS
MaTepiajioM JIOMOMOKE y JUIOBIA MOI3ALI 32 KOPIOH, MPH YKIAJaHHI KOHTPAkKTy,
KBaJi(piKaLIifHO MPOBECTU MEPErOBOPH 3 MPEACTABHUKAMU 3apyODKHUX (PipM y Hamrii
kpaini. [lum 1 BU3HAUa€ThCS CTPYKTypa MOCIOHMKA, BIIOIp 1 CUCTEMa IMOJjadul TEKCTIB,
JICKCUYHOTO 1 TpaMaTHYHOTO MaTepiay, a TaKOXK XapaKTep BIpaB.

MeTta METOIWYHHMX BKa3iBOK — PO3BUTOK HABHYOK pO3YMIHHS ¥ aHaIi3y
OpUTIHAJILHUX TEKCTIB 3 OCHOBHMX IpoOJieM Oi3HECY, HArpOMAJKEHHS CIOBHUKOBOTO
3armacy, yA0CKOHaJeHHS HAaBUYOK PO3MOBHOT MOBH, YMIHHS BeCTH Oecily, OpaTu y4acTh
y JHMCKYCISIX aHTIIHCHhKOI0 MOBOIO, (POPMYBATH COLIATbHO-KOMYHIKATUBHY MO3HIIIO
¢baxiBIst B CBOii ramysi.

MeTtoauyHi BKa3iBKH CKJIaAalOThCs 13 53 caMOCTIMHHMX poOiIT (TEKCTiB, 1ajoriB,
BIIPaB), K1 MICTSTh OKpEMY €KOHOMIYHY MPOOIeMy — TEMY, 1 BKIIFOYAIOTh OPUTIHAJIBHI
TEKCTH 13 3apyOiKHOI eKOHOMI4WHOi JjiTtepaTypu. Jlo TEKCTIB MPOMOHYIOThCS
MICJISITEKCTOBI BIPABH Ta 3aBJaHHS HA BIAMPALIOBAaHHS MOBJIEHHEBUX HABUYOK 1 BMiHb
BUKOPHUCTaHHS JIEKCUYHOTO MaTepiaiy, 1o BuB4YaeThes. [lo0yaoBa cuctemu 3aBaaHb 110
KOKHOTO TEKCTYy BH3HAUAETHCA METOAUYHUM TPHU3HAYEHHSM [UX TeKCTiB. [lpu
po3po0IIi cUCTEeMU 3aBllaHb 1 BIIPAaB BUKOPUCTOBYBAJIUCH €JIEMEHTH (DYHKI[IOHATBLHO-
KOMYHIKATUBHOTO HaBYaHHS B 1HO3EMHIM MOBIi, TIPU SKId SBHUIIE MOBH (JIEKCHKA 1
rpamMaTHKa) PO3TJISIAI0TECSA HE TUIBKHU K CUCTEMa MPaBUII 1 OCOOMBOCTEH, ajie i 1 K
CHUCTEMa KOMYHIKaTUBHUX (DYHKITIH.

[Ilo6 YHUKHYTH TEPEOOTSKEHOCTI KOKHOTO PO3AUTY, TpaMaTHYHUN Martepial
MOJAETHCS B KiHIII METOJMYHHMX BKA31BOK Yy BWIJIAMI BIIpaB, B SKUX 3HAWIUIM CBOE
Bi10OpaXkeHHSI BC1 rpaMaTU4HI SBUIA aHTIIACHKOI rpaMaTuku. BrpaBu 10mOMOXKYTh
CUCTEMaTH3yBaTH 3HAHHS 1 OBOJIOJITH OCHOBAaMH TpaMaTHUKH HAa OCHOBI HECKJIAJHOI
npodeciitHoi Jexkcuku. Brpasu po3MillieHo y MOPSAKY YCKIATHEHHS — Bi/I POCTOTO 10
CKJIQHOTO — 1 6a’KaHO JOTPUMYBATHUCH MTOCIIJOBHOTO X BUKOHAHHS.

B kiHIl METOAUYHUX BKa31BOK ITOJAIOTHCS TOJATKOBI TEKCTH.

Metonnuni BKa31BKU MOXYTb oyTu BUKOPHUCTaHI 3100yBayaMu
OCBITH €KOHOMIYHOTO TPO(]UII0, a TaKOX ISl IMUPOKOTO KoJia 0ci0, SKi BHBYAIOTH
JIOBY aHTIIIHCHKY MOBY.
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Camocriiina pooora Ne 1
Theme Writing a resume
Task To read, translate the examples of resumes for manager position, paying
attention to special language clichés.

The job of a manager is complex and varied. Managers need above-mentioned
skills to execute the duties and activities. A good manager should possess human skills,
technical skills, and conceptual skills. Technical skills comprises of knowledge and
proficiency in a certain specialized area such as computers, engineering, manufacturing,
managerial, and financial accounting.

A manager with good human skills is able to get the best out of the employees in
manager job. Human skills encompass the ability to work well with other people in a
group as well as individual. Managers with good human skills know how to motivate,
communicate, lead, and inspire trust and enthusiasm. Conceptual skills incorporate the
ability to think and conceptualize about complex and abstract situations. These skills are
considerably important at all levels of management.

A manager has to use all these skills, to understand the relationship among many
subunits, see the organization as a whole, and visualize how the organization fits into
its broader environment. Therefore, to become a good manager, one has to possess all
the above discussed skills.

Sample of Manager's Resume
Managers are administrators involved with planning, organizing, staffing, directing,
and controlling the activities of an organization in order to achieve the objectives of
the organization. They establish a link between human and non human resources like
machines, power, money, and materials to produce a coherent and harmonious
working culture. Typical skills needed include leadership, decision making,
coordination, communication, negotiation, presentation, and the like. Managers can be
in charge of particular departments or certain areas spanning numerous departments.
The candidate in this resume has an associate management degree with twelve plus
years of experience as a service head, supervisor, and fundraiser.

Elliot Murdoch

23 Lowell Street

Carlisle, MA 01741

Telephone No: 978-287-2497

Email id: elliot_murdoch@gmail.com

Career Goal

Obtain a respective career as the Manager or top administrative personnel for the non
profit or charitable organizations with the help of obtained executive and professional
expertise.



Educational Background

Achieved Bachelor in Arts Degree from the San Francisco University, San Francisco
in the year of 1992 at Management as the major

Achieved Associate Management Degree from the Northeastern University, California
at in the year of 1988 at Social Worker Management along with MIS studies
Professional Affiliation

Achieved required professional affiliation from the MIS Personnel Association of San
Diego, San Diego in the year of 1996

Professional Excellence Summary

Have over 12years of experience and the capacity to adopt new concepts with due
responsibilities

Obtained necessary training on various related subjects such as marketing and
organizational communication etc

Computer Programming Skills

Practiced Office Package: Microsoft Word, Microsoft Excel, Microsoft Access,
Microsoft PowerPoint, Microsoft Outlook Express

Practiced Operating Systems: Windows9X, Windows2000, Windows ME, Windows
XP, Windows Vista, Linux, Unix, MS DOS

Professional Background

Work as the Associate Executive Director for the Jimmy Y.M.C.A with the following
responsibilities

As the Supervisor from 2004 - Present date:

Provide proper supervising to ten program directors

Take necessary actions for new recruitment and training with appropriate evaluation
As the Fundraiser from 2000 - 2004:

Worked as the chairperson in the 2001, for the Yearly support Campaign for the
fundraising purpose

Worked as the chairperson in the 2002, for the Annual Drive and Motivation Camp
and ensured some solid funds as the purpose head

As the Service Head from 1996 - 2000:

Provided proper administration in multi-programs arrays with proper scheduling, staff
evaluating and necessary enroliment

Worked out curriculum instructions as well as criteria of the program Carried out
necessary administrative steps with due supervision to membership divisions along
with program registration procedure.



CamocriitHa pooora Ne 2
Theme Writing a resume
Task To read, translate the examples of resumes for manager position, paying
attention to special language clichés.

Sample of Manager Resume 2

Managers are concerned with the business aspects of an organization. They handle the
technical employees who in turn handle the technical tasks. Managers plan, organize,
staff, direct, and control the activities in an organization to achieve the goals of the
organization. Managers can be required to handle particular departments or be involved
with numerous departments as is done by chief executives and financial officers. A
master's degree in business administration is preferred, but experience and skills like
leadership, decision making, and coordination are more important. The resume presents
a widely experienced candidate with a bachelor's degree in marketing and management.

Vasco Richards

2109 Walnut Avenue,

Irvine, CA 92604

Telephone No: 949-936-5613

Email id: richards_vasco@gmail.com

A versatile and skilled sales/marketing professional with excellent hands-on experience
in developing and improving sales for wholesale and retail operations. An assertive
manager with outstanding interpersonal, communications, negotiation and people
management skills.

Objective: a leadership sales position with a world class, high-integrity food products
company.

EXPERIENCE
Eagle Creek , Irvine, California 1996 - 1997
General Manager

Directed the startup of a new low-fat restaurant concept with 126 seats. Took over day-
to-day management including staffing, training, purchasing, cost control, facilities,
maintenance, advertising, customer relations, marketing and menu development.
Participated in the concept and design of a low-fat menu.

Achieved break-even within eight months

Staffed and trained an assistant manager and 18 servers and kitchen employees in full
service dinning

Reduced labor and cost of goods sold by 20%

Carried out a demographic study that pin pointed the restaurant's market



Developed and oversaw a catering program

Analyzed and upgraded kitchen equipment

The Cheesecake Factory, Los Angeles, California 1993-1996
Store Manager: Units at Brentwood And Marina Del Rey

Enrolled in the company's management training program and supervised daily
operations at three high-volume stores, each generating in excess of $3 million annually
Recruited and trained 35 servers and kitchen staff

Improved cost control in the Santa Anita location by eliminating waste

Assisted in a 5% reduction of labor costs through better selection and training of staff
Consistently ran low-labor costs throughout seasonal highs and lows

Prepared the annual budget for the Marina Del Rey location. This site was consistently
in the top five most profitable restaurants in the company

Directed the development of two new appetizers that have been adopted throughout the
company

Good Java, Inc., Boulder, Colorado 1992-1993

Sales And Service Representative

Began career as a service technician; promoted into sales within three months.
Developed the South Denver market and mountain communities selling espresso
equipment, supplies and coffee to a wide range of hospitality outlets including
restaurants, coffee houses, hospitals and hotels.

Led the company in sales of leased equipment and supplies

Developed and controlled 50% of the market share in two key territories

Implemented a new 30-day trial program which led to 30% more placements

Trained restaurant sales staff in operating, marketing and merchandising coffee products
EDUCATION

Denver University, Denver, Colorado

Bachelor of Science, Marketing And Management, 1992

Other:

Restaurant Management Courses at The Cheesecake Factory

Computer Skills:

PC/MAC word processing, spreadsheets, databases, Internet, e-mail, Power Point,
Restaurant Industry Systems and Remanco Systems



Camocriitna pooora Ne 3
Theme Writing a resume
Task Using the samples of resumes in the previous works write your own resume.
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Camocriiina pooora Ne 4

Theme “Jobs”.

Task to read, translate the text “Jobs”, to learn active vocabulary, to do lexical
exercises.

Jobs

It is impossible to give all the names of the jobs in the world. The list of them often
changes. Some typical job titles are: a manager, a secretary, an executive, a research
worker. People who do these jobs work in different businesses and for different
companies. Some jobs don’t require any special training, e.g. the job of a cleaner; other
jobs require a lot of training and a few qualifications, e.g. the job of a lawyer, an
accountant or a designer.

People look for jobs which give them much money, career opportunities, job
satisfaction. Some companies offer fringe benefits - swimming-pools, fitness centers,
doctors, dentists. Many employers want to show that they help employees to balance
their lives. A lot of people change their jobs if the pay is low, or they commute a long
way to work, and for some other reasons.

When a company decides to employ new people it often advertises jobs in a
newspaper. A few people apply for this job. They send a letter of application and a CV
with details of their education and experience. The company then invites candidates for
an interview. A good company usually recruits responsible and experienced staff.

There are different ways to work. A lot of people work nine-to-five, some have
flexible working hours, a few work in shifts. Many employers and employees find
flexible employment very progressive. This is especially good for women with children.
Part-time work appeals to students because they are very busy at universities.

Some people make the decision to leave their jobs and start their own businesses. A
few of them start their business at home and then move it out, for example Disney.
Amazon.com, Microsoft, Apple. You have the ability to run your business if you are
decisive, organized, ready to take risk. But if you have little self-discipline, you do not
plan ahead and you are not creative, you are not ready to start your own business.

In any case, you are successful in a job of an employee or in your own business if
you enjoy your work.

Vocabulary

1. advertise (V) — pexiiamyBatH,

to advertise a vacanCy — oroJjomuryBaTH IIpo BaKaHCIIo,
advertisement (n, C) — pexJiaMHe OTOJIOIICHHS,

advertising (n, U) - pekiama, pekiiaMHa JisJTbHICTB,

2. appeal (V) — momobatwucs,

to appeal to smb — momgobarucs komy-HeOY b,

E.g. This job appeals to me. — L1s poboTa mogobaeTbest MeHi,

3. apply for a job (v) — mogaBaTu 3asBy mpo MpuioM Ha POOOTY,
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4. a letter of application — 3asBa npo npuiiom Ha poOOTY,

5. applicant (11, C) - kaHAUAAT, TIPETCHICHT,

6. commute (V) - 3aifiCHIOBAaTH peryJIsipHI MOI3KK Ha POOOTY 3 MEePEAMICTS,

commuter (11, C) - mpaIiBHUK, 1110 )KMBE B IIEPEAMICTI,

7. CV = curriculum vitae — aBro6iorpadiuni naHi,

8. decide (V) — BupimryBaru,

to decide to do smth — BupimmTu 3poOHUTH 1IOCH,

decision (m1, C) — pimeHHs,

to make a decision — npuitHATH pillICHHS,

decisive (adj) — pimryuni,

9.employer (n, C) — poboToaaBeIrs,

10. employee (n, C) - ciny»)00Belib, CITIBPOOITHUK,

11. employ (V) — Haiimatu Ha poOOTY,

E.g. The company employs three people every day- Kosxen neus KommaHis
npuitMae Ha poOOTy TPHOX TPAIlIBHUKIB,

employment (n, U) - po6ora, 3aiiHATICTb,

part-time employment (part-time work) - yactkoBa 3aiiHsTICTh, poOOTa Ha
MBCTaBKHU,

full-time employment — moBHa 3aliHATICTB,

12. enjoy (V) — oTpuMyBaTH 3aI0BOJICHHS Bl 40ro-HeOy 1b, 10 100aTHCH,

E.g. | enjoy my long holidays. — Meni moo6ar0ThCs TOBI'i KaHIKYIIH,

13. experience (n, U) — mocsix, cTax,

E.g. She has 10 years' experience in the job. — Bona mae aecsTupiuHHIA CTaXK Ha

11 poOOTI.

to know by/from experience - 3uaTtu 3 10CBiay ,

14. flexible (adj) — rayuxwuii,

a flexible policy — rayuka momituka,

15. fringe benefits - momaTkoBi mitbru (Hamp., 6€3KOIITOBHE MEIHYHE
00CIIyroByBaHHs, CyOCH0BaH1 CTOJIOBI),

16. impossible (ad)) - nemoxuBMii, HE3MINCHEHHUIA |

E.g. It is impossible to help him. — Momy HemosxuBO momomorta.. Ant:

possible,

(adj) — MmoxITMBUH,

17.job (n, C) — pobota, mocana E.g. | have got interesting job,

18. work (n, U) — poGora, mpar,

E.g. He is at work. — Bin Ha po6ori, place of work - micie po6orwu,

19. look for smth/smb (v) — mrykatu mocs, Korocs,

Compare: look at smb., smth. (v) — nuBuTHCS Ha KOrOCh, moch l00k after smb.

(V) — mornsimaTi KOroch,

20. offer (v) - mpormonyBatu

to offer help/one’s services — npononyBaTH gonoMory/ CBOi MOCIYTH,
an offer (n. C) — mpomo3wuiris,

to make an offer — 3podutn npono3wuitiro,
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21. opportunity (n, Q - MOXJITUBICTB, (3pyYHUI) BUIAJIOK ,
to look for an opportunity to do smth. - mrykaTi MOXJIMBOCTI, 1100 3pOOUTH IIOCH,
22. pay (n, U) - omtata, 3apo0iTHa 1u1ata, 3apo0iToK,
23. pay (v) for smth — mnaTuTH 3a mocsk,
24. reason (n, C) - npuyuHa,
a reason for smth. - mpuurHa 40rocs,
25. recruit (V) - HalimaTu Ha poOoTYy, BepOyBaTH,
recruitment (n. U) — mixOip kaapis,
26. require (V) - Bumararu (cs),
E.g. We require help. - Ham notpidna gomomora, requirement (n. C) —
BUMOTa,
to meet smb’s requirements — BinmoBizaTu BUMOram,
27. responsible (adj) — BignoBigansHuUM,
to be responsible for smth. — BinmoBinaru 3a mo-HeOy b,
E.g. He is not responsible for this work. — Bin He BiamoBiganbHuii 3a 110 pOOOTY.
28. satisfaction (n, U)- 3agoBojeHHs, 3aI0BOJIEHICTS ,
29. satisfy (V) — 3a10BiTBHITHOYTH 33J0BOJIEHMM YUMOCH, KUMOCH,
to be satisfied with smth., smb. — 6yru 3agoBosenum urmoch, kumoch E.g. He is
satisfied with his job. — Bin 3amoBonenuit cBoeto podotoro, satisfactory (adj) —
3amoBiapHUI Ant: unsatisfactory' — nesagoBinbHMIA,
30. shift (n, C) — 3MmiHa,
to work in shifts — mparroBaTu mo3minHo,
shift work — mo3minna po6ora,
31. staff (n, Q - mepcona, mrar to be on the staff — 6yru B
mrrati Syn: personnel department — Bimain kagpis
start one’s own business (V) — BIIKPUTH CBOIO CIIPaBYy
32. typical (adj) - TumroBuii
E.g. It is typical of him. — L{e HeTHmoBo 1151 HHOTO.

Exercise 1. Answer the questions.

What are the typical job titles now?

What does the job of a lawyer require?

What kinds of jobs do people look for?

What do some companies do to keep their employees?
Why do people change their jobs?

Where does a company advertise its vacancies?

What do people who apply for a job send to a company?
What are different ways to work?

Why does part-time work appeal to students?

10 What abilities help people to run their business?

©CONOOREWN R

Exercise 2. Read the statements. Are they true or false?
1. The job of a cleaner requires a lot of training.



People look for jobs that offer a good pay.

Fringe benefits appeal to a lot of employees.

You don’t send a CV when you apply for a job.

A CV is a short biography and qualifications.

Flexible employment is attractive to everybody.

Students don’t like to work part-time.

If you are decisive and creative you have the chance to start your own business.
. Women with children like to work full-time.

0. People don’t start their businesses at home.
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Camocriiina pooora Ne 5

Theme “Jobs”.

Task to do lexical exercises to the text “Jobs”.

Exercise 1. Translate the sentences into Ukrainian.

1. My job is to sell different goods. 2. Why do companies decide to recruit new
employees? 3. Your results of the test are satisfactory. 4. A lot of companies offer fringe
benefits to their employees. 5. Now he needs full-time employment. 6. Is it difficult for
you to commute to work? 7. This company always advertises vacancies in newspapers.
8. He doesn't have any necessary experience. 9. My work schedule is very flexible. 10.
A CV is very important when you apply for a job. 11. He often makes wrong decisions.
12. This job appeals to me greatly. 13. It is an impossible situation. 14. He enjoys the
opportunity to work part- time. 15. Her pay is very high.

Exercise 2. Translate word-combinations into English.

BignmoBimaTtu BHMMOram; NpOMOHYBaTH JOAATKOBI IIUIBIH, MPAIIOBATH HEMOBHUM
pobounii 1eHb; BIIKPUTH CBOIO CTIPABY; NTyKAaTU pOOOTY; MOBHA 3alHATICTh, HAOUpATH
NepCOHAN; TMPUUHATH PIMICHHS; BEJIMKA OIulaTa, 3HAWTH NPUYMHY YOro-HEOYIb;
OTOJIONIYBAaTH TMPO BaKaHCIi; HE3a/J0BUIbHA PO0OOTa; MOJATH 3asBY MpO MPUHOM Ha
poOOTY; THYYKa MOJIITHKA; BIIMOBIIATH 32 BIIJIUT KaJpiB; OTPUMYBATH 3a/I0BOJICHHS B1J
poOOTH; pIlTydHil XapaKTep.

Exercise 3. Complete the sentences using right prepositions.

1. Don’t look ... him. He is away on business. 2. My friend isn’t... work now, he
is...home. 3. | am not satisfied ...your offer. 4. Such policy is typical ...him. 5. This job
appeals... me. 6. What is your place... work? 7. He has a reason ... not working ... shifts.
8. How many employees are ... the staff... the company? 9. She is responsible ... the
personnel.10. This product doesn’t meet the requirements ... our customers.

11. When people apply ... a job they send a letter ... application and a CV. 12. She
always pays... herself,

Exercise 4. Complete the missing words. Use your active vocabulary.

1. To start... is rather risky. 2. Some jobs don’t ... any education. 3. Students prefer to
work ... . 4. What ... job titles do you know? 5. He often loses his keys and ... them
everywhere. 6. What kind of job do they ... him? 7. This designer is the leader of the
group. He ... ten people. 8. People change jobs if their ... is low. 9. It takes her an hour
and a half... to work. 10. This company needs experienced ... .11. Working in ...
doesn’t... to me. 12. What are your duties? What are you ... for? 13. When people ... a
job they send ... and ... to a company. 14. The company often recruits new".... 15. A lot
of people think that ... employment is very convenient.
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CamocrTiiina po6ora Ne 6
Theme “Jobs”.
Task to do lexical exercises to the text “Jobs”.
Exercise 1. Paraphrase following words and word combinations using your
active vocabulary.
to present
a chance
to call public attention to smth.
to search for
to attract
personnel
to solve
unable to happen
. adaptable to change
10.to  give money to smb.

CoNoarwDdE

Exercise 2. Open brackets using Present Simple.

1. There ... some fringe benefits that makes this company attractive to me (be).

2. We ... you to work in shifts (offer).

3. Our boss always... professional staff (recruit). When Tom ... to apply for another
job he always says he ... his current boss (decide, not like).

4.This company... sports cars (advertise).

5.1t ... impossible to start your own business when a person ... money (be. not
have).

6... this job ... to you (appeal)?

7.What... the typical job titles in a company (be)?

8...he ... to his office in London or... he ... in the city (commute, live)?

10. A doctor's job... a lot of training (require).

11. What career opportunities... this job ... (offer)?

12. 1 ...any satisfaction from my present job (not get).

13. Why... the pay so low for such hard work (be)?

14. What... you ... of his letter of application and CV (think)?

15. How many employees... there in your firm (be)?

Exercise 3. Choose the correct answer.
1.1 don’t have... time because | have a full-time job.
a) many b) much c) few d) some
2.Sam usually has ... reasons to be late for work.
a) a lot of b) little c) much d) any
3.This job doesn't require ... special training, it’s easy.
a) a few b) many c) no d) any
4. Can we look at ... advertisements of job vacancies in your newspaper?
a) no b) some c) any d) few
5.This pay is too ... for such a responsible job.
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a) little b) a little ¢c) much d) many

6.. .. people start their own business if they have no money.

a) many b) few ¢) much d) a lot of

7.This company is successful because there are ... responsible and experienced

employees in it.

a) no b) few c) a lot of d) a little

8.We can’t give her this job as she has... experience at all.

a) little b) much c) any d) no

9. | know... about how to write a CV, can you help me?

a) little b) few c) a few d) much

10. Do you have ... special training in marketing?

a) many b) few c) any d) no

11. ... people like to work part-time, others enjoy working in shifts.

a) some b) little ¢) no d) any

12. They want to ask you ... questions about your work experience and
qualifications.

a) much b) few c) a little d) some

Exercise 4. Translate into English.

1. Sxmo KoMmaHisi MPOMOHYE JOJATKOBI MIJIBIH, [I€ O3HAYAE, [0 BOHA IMIKIYETHCS
PO CBOiX cHiBpoOITHHUKIB. 2. PoOoTa cekperaps HE BIANOBiIaE MOIM BHUMOTraMm. 3.
Bakko nmpuiHATH pIillIeHHS BIAKPUTH CBOIO crpaBy. 4. XTO BiAMNOBiZae 3a MigOip
kaapiB? 5. Y raseTi € oroJjomeHHs IIpo BakaHcii OyxranTrepa. 6. Yomy podoToaBiri
3aIpOoINyIOTh KaHAUAATIB Ha criBOeciay? 7. 3asBa npo npuiioM Ha poOOTY BKIIIOYAE
JIaHl Mpo OCBITY Ta nocBig podotu. 8. CKUIBKK JIOAMHA IepedyBae y INTaTi
kommaHii? 9. S - cryaeHT, TOMy MEHI mom00a€eThCs MpAIfOBaTH Ha ImBCTaBKHU. 10.
I'mydka moniThka TurmoBa js i€l kommanii. 11.1{1 xommaHiss 9acTo poOUTH HaM
1ikaBi mpomosuiii. 12. OmraTa 3a 1Mo podoTty myxke Bucoka. 13. 5 3Haro 3 gocBiny,
10 Jy»K€ BaKKO HaOMpaTH Ha poOOTYy HOBUX Jfoaei. 14. JIroau mepexoasars 3 ogHiel
poboTH Ha iHIIY 3 pi3HUX mpuuuH. 15. Ham morpiOHI BiAMOBimadbHI Ta TBOPYI
CIIBpOOITHUKH.
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CamocrTiitna po6ora Ne 7

Theme “Jobs”.

Task To read, translate the dialogue, to learn new vocabulary and to do
exercises.

Dialogue

Tom - Hi. Dan! Good to see you again! How is life?

Dan - Great! I’ve got a new job.

Tom - Really? Congratulations! What do you do?

Dan - | work for a large multinational company. It produces water filters.

Tom - What are your responsibilities?

Dan - | have a lot of work to do every day. | am responsible for office work.
Sometimes | don't have any free time to have lunch.

Tom - Oh, how terrible! But then your pay is good.

Dan - Well, now my pay is not very high, but when | have some experience | hope to
get a promotion and a lot of money.

Tom - Does your job appeal to you? Are there any fringe benefits in your company?

Dan - Sure! My colleagues are friendly and this job gives me a lot of career
opportunities. As for the fringe benefits - yes, | sometimes use a swimming-pool and a
gym and [ don’t pay for them.

Tom - That’s great! By the way, does your job require any special training?

Dan - | have good computer skills, I know English well and | am organized. Also, it
is important for me to plan meetings and talk to clients on the phone.

Tom - I see. I remember you at school and I'm sure you are very good at
communicating with all kinds of people. I think you are decisive too. Don’t you think
it’s time to start your own business?

Dan - Not now, | have no capital to put in the business, no friends in business. But |
have some creative ideas.

Tom - That's a good start!

Notes:

1. multinational company — TpaHcHaI{iOHaIbHA KOMIIaHis,

2. promotion — mpocyBaHHS IO CITYKOi.

Exercise 1. Answer the questions.

Where does Dan work?

Does he like his new job? Why?

What are his responsibilities?

Why does Dan sometimes have no time for lunch?

What skills are necessary for his job?

What does he want to do in the future, in your opinion?

What fringe benefits does Dan have?

What is Dan good at?

Why is it important to know' English if you work for a large multinational

©CoNaRLNE
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company?

Exercise 2. Work in pairs. Make up your own dialogue.

A: You are a middle manager at Ashan mega-store. Tell your friend about your work
(responsibilities, working hours, salary, benefits, staff, etc.) Ask him/her about his/her
job.

B: You are a business person. You have your own small company. It produces
greeting cards. Say what you like about your business. Speak about job satisfaction,
pay, creative ideas. Discuss your problems with your friend and invite him/her to work
for your company as an Office Manager.
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CamocrTiiina po6ora Ne 8

Theme “A Working Day of a Sales Manager”.
Task To read, translate the text, to learn new vocabulary and to do exercises.

A Working Day of a Sales Manager

Timberland is a world-famous company in the market for boots and shoes. It is a real
market leader. At the moment it is rapidly increasing its exports to Japan, Taiwan and
Hong-Kong. The goods of this company are of high quality. They meet up-to-date
international standards.

Timberland is a large corporation. It has a lot of foreign and domestic subsidiaries.
The company consists of nine departments.

The company Chief Executive Officer (CEO) and president is Sidney Swartz. He is
in charge of the global strategy. His son, Mr. Jelfry Swartz, is executive vice-president.
He knows everything about this business and helps his father to run the company. Now
they are planning to expand their business to Latin America.

Mr. Stevens is the company Sales Manager. His working day starts at 9 a.m. and
finishes at 5 p.m. He works hard every day. Mr. Stevens always gets up early, takes a
shower and has breakfast. During breakfast he watches the latest news on TV or listens
to the radio. Then Mr. Stevens drives to work. It takes him twenty five minutes to get
to the office. When he starts his working day he usually switches on his computer and
looks through the mail. After that he sends some e-mails or asks his secretary to do it.
Then he and his assistant make the plan for the day Mr. Stevens discusses a lot of
business matters on the phone. Sometimes he makes appointments with his suppliers.
At 12 o’clock he always has lunch in the company cafeteria. After lunch he meets his
customers or regional sales managers.

It is 4 p.m. now and Mr. Stevens is having talks with Mr. Brown from the Public
Relations Department (PR) and Advertising Department. They are discussing the new
advertising campaign of their new product. Now they are speaking about budget
problems. They are hoping to find a reasonable solution to the issue.

Mr. Stevens is efficient and hard-working. He tries to solve all the problems, so his
clients like to do business with him. They discuss terms of delivery and payment, prices
and discounts. Mr. Stevens travels a lot and visits the subsidiaries of Timberland. He
enjoys his job because he meets a lot of new people and goes to different countries.

Vocabulary

1. appointment (n, C) - ginoBe mobaveHHs, JOMOBIIEHA 3yCTPIY ,

2. to make an appointment with smb for some time — npusnaunTn 3ycTpid (3 KuMm-
HeOy/Ib. HA TIEBHUI Yac),

break an appointment - He mpuiiTH HA 3yCcTpiY,

appoint (v) - mpu3HavaTy, BU3HA4YaTH (Jac, Micre i T. iH.),
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3. be in charge of (smth / doing smth)- BigmoBimaTu 3a mro-HEOY L, OYTH
BI/IMOBITAJILHUM 32 110-HEOY/Ib,
Syn: be responsible for,
4. Dbusiness matter — nemoBe nutanHsA/mpodemMa Syn: business issue,
5. campaign (n, Q — kammaHis,
a campaign against smth / for smth - kamnanist npoTu yoro-ueOyb / 3a 110-HEOY b,
campaign against smoking - kammasist mo 60poTh01 3 KypiHHSM,
to carry out a campaign - mpoBOIUTH KaMIIaHilo,
an advertising campaign - pekjiaMHa KaMIIaHis,
6. consist of (v) — cknamarucs 3,
7. customer (11, C) — 3aMOBHUK, IIOKYIIEIb, KIII€EHT Syn: buyer,
8. department (11, C) - migpo3ai1 y sKii-HEOY b YCTAHOBI; BIILI,
accounting department — Oyxranrepis,
finance department - ¢pinancoBmit Bifmis;
sales department - Bigaia 30yTy; KOMEPIIHHUN BIAILT ,
9. discount (n, Q) — 3HmKKa,
a discount on the goods - 3umxka Ha TOBapH,
a discount off the price - 3amxkxka 3 minm,
to give / get a discount - Hagatu / OTpUMaTH 3HUKKY,
10. efficient (adj) - pe3ysnbpraTuBHUit (Ipo poOOTY), KBaTiikoBaHMI (PO JTOAUHY),
efficient in smth - kBamidikoBanuii y yoMmy-HeOyIb ,
efficiency in smth (n, U) - ebexrtuBHicTh, pe3yabTaTUBHICTh, MPOIYKTHBHICTH B
4OMY-HEOY/Ib,
11. expand (V) - posmupstu(cs),
E.g. Our trade with China is expanding. - Hamra toprisis 3 Kutaem po3muproeThes.
12. foreign (adj) - iHo3emuuii; 3apyoixkuuii  foreign market - 30BHIiIIHINA PHHOK,
Syn: overseas Ant: domestic: home,
12.goods (n) pi. - ToBap; ToBapH,
E.g. Your goods appeal to us. - Ham mogo0aeThest Baiir ToBap / Balili TOBapH.
manufactured goods - mpomucIioBi ToBapH,
consumer goods - crio;kuB4i TOBapH ,
13.increase (Vv)- 36inbmryBatu (cs1): poctu : (from... to - c... mo); to increase by
10% - 30utpmmTHCS Ha 10%,
to increase to 10% - 30umpmuTH 1m0 10% to increase in number —
30UIBIINTHUCS B KUIBKOCTI,
14.look through smth (v) — mporisiaatu mock,
15.meet the standards - BinmoBimatu ctangapTam,
16.price (n, C) — miHa,
at a price of...- mo i B... a price for - mina Ha / 3a (mocs),
18. quality (n, U) - sxicte high quality — Bucoka sIKicTb,
19. low, poor quality — morana skicts to be of high/low quality,
20. reasonable (adj) - npuitHITHANA, TOMIpHU, po3yMHUH (TIPO IiHY),
E.g. The price is reasonable to us. - [{ina ans Hac mpuiHATHA.
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21.run (v) (ran, run) - kepyBaTH, yIpaBJsTH, KOHTPOJIIOBATH;

to run a company, a business - kepyBaTH KOMIIaHI€I0, YIPABIATH 013HECOM,

22. solution to (a problem) (n, Q) - Bupimenns (mpodiemu),

to solve a problem - BupimuT npoGiemy,

23. subsidiary (n, C) — no4ipHsi KOMIIaHis,

24. supplier (n, C) - mocrauanbauk supply (n, C) - mocTauanHs,

MTOCTABKa,

E.g. We are having negotiations with our main suppliers now. - Mu Bexemo
MIEPETOBOPH 3 HAIIMMHK T'OJIOBHHUMH TMOCTaYaTbHUKAMHU .

to supply smb with smth- mocrauatu KoMycCh 1110CH,

25. switch on (v) - Bmukatu (CBiTJIO, KOMIT'IOTEp W T. iH.) Switch off -

BUMHKATH (CBET, KOMIT FOTEP U T. iH.),

26. talks () — meperoBopwu,

to have talks with smb- Bectu neperoBopu ¢ kuM-HeOy1b;

Syn: negotiations,

27. terms (n, C) - yMOBH yroju, 10TOBOPY,

under the terms of an agreement - 3a ymoBamu yroau ;

terms of delivery and payment - ymoBu 11oCTaBKH Ta OILIATH,

28. up-to-date (adj) - cyuacHuii, HOBITHIH.

Exercise 1. Answer the questions.
1.What is Timberland famous for?
2.What are the present-day plans of Timberland?
3.What is Mr. S. Swartz in charge of?
4.What is Mr. Stevens responsible for?
5.When does Mr. Stevens start and finish his work?
6.What is Mr. Stevens’s typical morning on a week-day?
7.How long does it take Mr. Stevens to get to his work?
8.What does Mr. Stevens do during his working day?
9.Why does Mr. Stevens like his job?
10. What kind of worker is Mr. Stevens?
11. What business matters does Mr. Stevens discuss with his clients?
12. 1t’s four p.m. now. What is Mr. Stevens doing?
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CamocrTiitna po6ora Ne 9

Theme “A Working Day of a Sales Manager”.
Task to do lexical exercises to the text “A Working Day of a Sales Manager”.

Exercise 1. Read and translate the statements. Are they true or false?

1. Timberland is a national company with a lot of foreign and domestic subsidiaries.

2.The company chief executive is in charge of everyday problems and the global
strategy of the company.

3.At present Timberland is increasing its export to south-east Asia.

4.Mr. Stevens is the head of the marketing department.

5.Mr. Stevens has flexible working hours.

6.Mr. Stevens goes to work by car.

7.During his working hours Mr. Stevens meets with his customers, suppliers and
regional sales managers.

8.Mr. Stevens and Mr. Brown are discussing how to promote their new product.

9.Mr. Stevens enjoys his job because his clients like to do business with him.

10. Mr. Stevens travels a lot and visits foreign and domestic subsidiaries of the
company.

Exercise 2. Translate into Ukrainian.

1.He runs a foreign subsidiary. 2. What departments does your company consist of?
3. The goods are not of high quality and the price is not reasonable. 4. Who is in charge
of the Marketing Department? 5. It is impossible to find a solution to this issue. 6. They
are carrying out an advertising campaign now. 7. The prices for petrol are increasing at
present. 8. What are your terms of delivery' and payment? 9. We are having the talks
with our suppliers now. 10. Is it possible to get a discount on the goods? 11. Are you
looking for up-to-date computer games? 12. Everybody says she is very efficient in this
business. 13. Our business is expanding rapidly because our services meet international
standards. 14. He always has a lot of appointments with foreign suppliers.

Exercise 3. Translate the following words and word combinations into English.

BigmoBizaTi MIKHApOAHHUM CTaHAApTaM; IEPEryIsaJaTH JIMCTU, BHPIIIYBAaTH ILUIOBI
MATaHHS 1O TenedoHy, MPU3HAYaTH 3yCTPidl 3 MOCTadaIbHUKAMU; 3HAUTH PO3yMHE
pilliecHHS MpoOJieMH; OOTOBOPIOBATH YMOBHM TIOCTaYaHHS 1 OIUIATH, KepyBaTH
KOMITaHIEI0, BECTH IIEPErOBOPH 3 IHO3EMHHUM 3aMOBHHUKOM; 3apyODlKHA JOUYipHS
KOMIIaHis, TpOJaBaTH SKICHI TOBapW 3a BHCOKOI I[IHOIO Ha XOPOIIHUX YyMOBAX;
OTPUMATH NPUHHATHY 3HM)KKY Ha TOBapH.

Exercise 4. Complete the sentences using correct prepositions.

1. This company is carrying... a campaign ... animal protection. 2. What is the price
... the goods? 3. ... the terms of the agreement they supply us ... up-to-date technologies.
4. Don't switch ... the TV, | am watching it! 5. My boss is looking... the new catalogues
now. 6.1 am... charge ... foreign economic relations. 7. Our company consists ... five
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departments. 8. We usually buy the equipment ... a reasonable price, but our suppliers
want to increase the price ... 3%. 9. We are making an appointment ... Monday ... 10
o’clock ... our customers to discuss business matters. 10. We are very' busy now because

we are looking... a solution... the problem.

24



CamocrTiiina po6ora Ne 10

Theme “A Working Day of a Sales Manager”.
Task To do exercises to the text “ A Working Day of a Sales Manager”.

Exercise 1. Fill in missing words. Use your active vocabulary.

1.The goods of this foreign company are of high ... . 2. We would like to get a 3% ... off
this price. 3. He enjoys having informal ... with foreign companies. 4. We do not like
the ... of delivery. 5. Their advertising ... is very efficient. 6. He is in ... of the
appointment with our new clients. 7. Our new secretary is ..., she does her job very' well.
8.We want to find a ... to this business matter. 9. Our goods ... the standards of our
customers. 10. These ...goods are very popular. 11. He ... his own business. 12. We’d
like to get a ... price for the goods.

Exercise 2. Open brackets using Present Simple uu Present Continuous.

1.Microsoft always (develop) up-to-date software.

2.The number of people who use the Internet (increase) rapidly nowadays.

3. Ford (have) both foreign and domestic subsidiaries.

4. Mr. Wells (discuss) some important business issues on the phone now.

5.1 usually (make) appointments for the first part of the day.

6.They (look for) a reasonable solution to this problem at the moment.

7.Their department (consist of) two employees.

8.The suppliers (want) to discuss the prices today.

9.This month the company (run) a new advertising campaign.

10. He (not look through) the mail in the morning because he is usually very busy.

11. China (expand) its trade connections to more and more countries.

12. When Bill (not like) the film on TV he (switch on) his computer and (watch) films
on U-tube.

Exercise 3. Choose the correct answer.

1.Are/Do you in charge of the whole Accounts department?

2.They have/are having talks, please call later.

3.We don't sell/aren't selling computers, we produce them.

4.1s she listening/Does she listen to the BBC news every morning?

5.How many subsidiaries do you have/are you having?

6.Peterson isn’t making/doesn't make any appointments for Friday afternoon.

7.\What does he discuss/is he discussing with his secretary every morning from 9 to
9.30? - He discusses/is discussing the list ofbusiness matters for the day.

8. The prices are increasing/increase rapidly day by day. What do you do/are you
doing? - I am a PR manager.

9. Look! Barbara reads/is reading Cosmopolitan again! She never is starting/starts
her work in time!

10.When | come/am coming home | switch on my TV and eat my dinner in front of
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It.

11. What do they do/are they doing? - They discuss/are discussing a discount on the
next deal.

12.She is planning/plans to spend next week in our foreign subsidiary in Spain.

13. We always are preparing/prepare meetings with our customers very carefully.

Exercise 4. Translate into English.

1. SIxicTh HamMX TOBapiB MOCTIMHO 3pocTae, a Oi3HEC PO3IMMPIEThCA. 2. Mu
MOCTA4Ya€EMO HaIlll TOBApM Ha MNPUUHATHUX ymoBax. 3. Ila anrmiiiceka dipma
CKJIafacThcd 3 1miectd Biaurie. 4. Hamn HOBITHI TEXHOJOrIT BIAIIOBIIAIOTH
3aKOPJOHHUM CTaHJapTaM. 5. Mu 3aBkAu NMpU3HAYAEMO PO3YMHI IIHM Ha HaIli
ToBapu. 6. MU criofiBaEMOCs BUPILIUTH 1€ MTUTaHHS M1 Yac neperoBopis. 7. byab
Jacka, MpU3HauTe 3yCTPid 3 HAIUMU NOCTadaJIbHUKaMU Ha 15 TpaBHs. 8. Mu xouemo
30UTBIIMTH BUpOOHULITBO Ha 10%. 9. BoHu nponoHyioTh HaM Xopoiry 3HUKKY. 10.
Hama ¢ipma 3apa3 npoBoauTh HOBY pekjiaMHy Kamranito. 11. YoMy BiH BiAmoBigae
3a mocTaBky ToBapiB? BiH He ayxke kBamidikoBaHMM y 1boMy muTaHHi. 12. Il
JOUIpHS KOMIIaHIs MocTavyae 00JIaJHAHHS B PI3HI KpaiHU Ha XOPOIINX YMOBAX.
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Camocriiina pooora Ne 11
Theme “A Working Day of a Sales Manager”.
Task to read, translate the dialogue, to find new words and to do the exercises.

Dialogue

Mr. Stevens and Mr. Brown are having talks about an advertising campaign for a
new product.

Stevens - Good morning Mr. Brown.

Brown - Good morning Mr. Stevens. | am glad to meet you. How do you like our
choice of advertising media?

Stevens - Placards on buses and taxis don't cost much but they are efficient. It’s a
reasonable solution now when our budget is low.

Brown - Glad to hear that. By the way, what do you think about posters? They
don’t require much finance either. The message on the advertisement is short and
people read it quickly.

Steven - Yes, it’s a good idea. And the advertisement stresses what people look for
in our products - comfort and low price.

Brown - Certainly. And their quality.

Stevens - No doubt. That’s why they meet international standards. You know, at
present our sales are increasing. This new line of shoes is a step forward.

Brown - If we are doing quite well now, what if we use TV advertising?

Stevens - I am sorry to say “no®. It’s very expensive for us now. Brown - OK. All in

all I hope for the success of our advertising campaign. Firstly, our advertising people
are professionals. Secondly, all our employees are doing very well. Finally, we spend
very little money.

Stevens - That’s true. Let’s hope for the best.

Notes:
1. to stress -migkpeciroBaTH

Exercise 1. Answer the questions.

1. What advertising media are Mr. Brown and Mr. Stevens speaking about?

2. What advertising media do they decide to choose for their advertising campaign
and why?

3. What do you know about the products of Timberland?

4. Name the reasons for the possible success of a new product.

Exercise 2. Work in pairs. Act out dialogues on the basis of the following
situation.

Mr. Stevens is visiting a foreign subsidiary of Timberland in Italy. He is having
talks with Mr. White, the head of Marketing Department and Mr. Black, the head of
Public Relations and Advertising Department. They are discussing an advertising
campaign and other promotional methods for their new line of winter high boots.
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CamocrTiitna po6ora Ne 12

Theme “The History of the Ford Motor Company”.
Task to read, translate the text “The History of the Ford Motor Company”, to
learn new vocabulary, to do exercises.

The History of the Ford Motor Company

The Ford Motor Company entered the business world on July 16, 1903 with only
$ 28.000 in cash. At that time it was a small company in a Detroit wagon factory with
10 people on the staff,

One year after the company started its operations (in 1904) the foreign expansion
programme began.

On August 17, 1904 a modest plant opened in the small town Walkersville,
Ontario, with the name of the Ford Motor Company of Canada. Ltd. It was the
beginning of an overseas organization of manufacturing plants, assembly plants and a
dealer network.

The company had hard times in its first years, young Henry Ford, as chief engineer
and later as president, directed a development and production programme. Some of
Ford cars were experimental and never reached the public. But some of their models
were an immediate success.

During the years of its fast expansion the Ford Motor Company was producing
trucks and tractors (in 1917), it bought the Lincoln Motor Company (in 1922), built
the first of 196 Ford Tri-Motor airplanes which in 1925 America's first commercial
airlines used with a great success.

In 1942 the civilian car production stopped as the company was working for the
U.S. war industry. The huge wartime programme was producing “Liberator” bombers,
aircraft engines, jeeps, tanks and other types of war machinery.

Ford was the first international company. In 1914 it had assembly plants in Canada,
Europe, Australia, South America and Japan. The real opportunity to become a global
company came with the electronic revolution of the late 1980s. In 1987 Ford launched
a computer-based

System that linked manufacturing and engineering groups in Ford factories all over
the world. Now' Ford represents itself in 200 countries around the world. It is the
world's second-largest industrial corporation and the second-largest producer of cars
and trucks.

Although Ford is better known as a manufacturer of cars, trucks and tractors, it now
produces a wide range of other products such as industrial engines, construction
machinery, glass and plastics. And Ford has a good reputation in other businesses:
financial services, insurance, automobile spare parts, and electronics.

Vocabulary

1.assembly plant (n, C) - ckiragaipHui 1EX,
to assemble — 36uparu, MOHTYBaTH,
2.cash (n, U) — roriBka,
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to pay cash/in cash — mnarutu roriskoio ,

3.dealer network — quepcbka Mepexa,

4. sales network — mepesxa 30yTy,

5.development (n, C) - po3BUTOK, po3po0Ka,

the development of industry — po3BUTOK IPOMHUCIIOBOCTI,

develop (V) - po3BuBatu (cs1), po3po0IsATH ,

6.direct (v) — HampaBIsATH, KEPYBaTH,

to direct a business — kepyBaTu iANMPUEMCTBOM,

direction (n. C) - nanpsm, kepiBauiTBo under the direction of smb — mig
KEpIBHHUIITBOM KOro-HeOyab in the direction of smth. — 3a Hampsimkom 110
4oro-HeOy b,

Syn: to run,

7.enter (V) - BXOAWTH B, BCTYIATH B, HaaxoauTH to enter a room —
BBIMTH B KIMHATY,

to enter a market - 3'sBuTHCS] Ha PUHKY,

8.huge (adj) — Bennuesnuii,

a huge problem — Bennuesna nmpobaema,

9.launch (V) - mounnaT (HOBE BUPOOHHMIITBO ), 3aIyCKaTH (HOBY JIIHIO),
to launch a new company - BiAKpUTH HOBY KOMITaHitO

to launch a product - BunyctuTs mpoayKr,

10. link (V) - moB'si3yBatu, 3'eqHyBaTH ,

E.g. We want to link our business with telecommunications. - Mu xouemo

3B's3aTH Hai 0i3Hec 3 TenekomyHikarismu. link (n C) - coay4Ha j1aHka, 3B'SI130K

11. machinery (n, U)- mamman, Mamgase o0J1aqHaHHS,

to sell machinery - npogasatu o6magHanHs,

12. manufacturing plant (n, C) - 3aBoa-BUpOOHUK,

to manufacture - BupoOIaTH, BUTOTOBIIATH,

E.g. This plant manufactures cars. - Lleit 3aBox BUpOOIIsie MaITHHH.
Syn: to produce,

production (n, U) — BupoOHUIITBO,

mass production - macoBe BUpOOHHIITBO,

producer (n. C) — BupoOHuk Syn: manufacturer,

13. modest (adj) — ckpomHumi,

a modest pay - ckpoMHa 3apIuiara,

14. range (n, C) - miana3oH, po3Max,

a range of goods - acopTuMeHT TOBapiB,

a wide / narrow range of goods - mmpoxuii / By3pkuii aCOPTUMEHT TOBapiB,
a price range - KoJHWBaHHS I[iH, J1ialla30H IIiH,

15. reach (v) — nocsratu,
to reach an agreement - gocsArTH 3ro/u,

16. represent smb (V) - mpencraBnsaTi KOro-HeOy b,

17. representative (n, C) — mpeCTaBHUK,

a sales representative - ToproBuii peCTaBHUK,
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18. success (n, U) - ycmix, yaaya,

E.g. The company reached success in business. - Kommanist gocsria ycmixy B
O13HEcCl.

But! to be a success — maTu ycmix,
E.g. He was a great success in music. - Bin gocsr ycmixy B my3uti , successful (adj) -
BAanuii, yerinmauid a successful businessman - mporngitarounii 6i3HECMEH.

Exercise 1. Answer the questions.

1. What did a small Detroit factory produce?

What range of products did the Ford Company produce in wartime?

What does the Ford Company manufacture nowadays?

When did the foreign expansion programme of Ford begin?

Where did the Ford Company start its first overseas manufacturing plant?
How did the company develop in its first years?

In which countries did Ford have assembly plants in 19147

What were the stages of the Ford fast expansion before the Second Wbrld Wir?
When did the Ford Company turn from an international into a global one?
10 How did the development of electronics affect the activities of the company?
11. What is the position of the Ford Company in the modern business world?

CoNORWN

Exercise 2. Tell about the events that took place in:
1903. 1904, 1914, 1917, 1922, 1925, 1942. 1987

Exercise 3. Find these numerals in the text and say what information they give
to us.
10, 196, 200, 28000.
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CamocrTiiina podora Ne 13
Theme “The History of the Ford Motor Company”.
Task to do the exercises to the text “The History of the Ford Motor Company”

Exercise 1. Read and translate the sentences. Are they true or false?

1. The Ford Motor Company of Canada, Ltd started its foreign expansion
programme in 1903.

2. The expansion programme of the Ford Motor Company included the organization
of a dealer network, assembly plants and manufacturing plants.

3. Inthe first years the company had a lot of good and bad times.

4. The foreign expansion of the company was rather slow.

5. The company’s civilian car production stopped in the first year of the 2" World
War.

6. During the 2" World War the company was producing a huge range of war
machinery.

7. In 1914 the Ford Company had assembly plants on all the continents.

8. The real opportunity to become an international company came to Ford with the
electronic revolution.

9.Ford has a good reputation in a lot of businesses.

10. Ford was the first global company.

Exercise 2. Translate the following sentences into Ukrainian.

1. We decided to increase the volume of production. 2. The students reached good
results at the exams. 3. What overseas market were they planning to enter at that time?
4. Our sales representative reached an agreement with a new supplier two months ago.
5. What are the latest developments of this company? 6. He represents a huge
corporation. 7. This company launched new machinery' last year. 8. He was always
modest and didn't like to speak about his achievements. 9. She was successful in
everything she did. 10. The railway line links the two towns together. 11. We have the
full range of sizes in a wide range of prices. 12. The manager promised to show us the
manufacturing plant.13. He advised us to develop some kind of sales network to
distribute our products.

Exercise 3. Translate word combinations into English.

BuiiTn Ha 30BHINIHIA PUHOK; PO3BUBATH MEPEXKY 30yTy: MaTH BEIMYC3HHM YCIiX;
BUITYCTHTH HOBHUW TPOMYKT: IMHUPOKUH ACOPTUMEHT TOBAapiB; IUIATUTH TOTIBKOIO;
MPECTABIATH KOMIIAHIIO, BIIBIIATH 3aBOJI-BUPOOHUK; MPAIIOBATH I11JI KEPIBHUIITBOM
Mmictepa bpayHa; 3'emHyBaTH TEOPitO 3 MPAKTUKOI; CKPOMHI MOYKJIMBOCTI: TIPUXOIUTH
710 YTOJI1; BUPOOHUK MAIIMHHOTO 00JIa{HAaHHS.

Exercise 4. Fill in correct prepositions.

1. Nobody wants to work... the direction ... this manager. 2. When did this company
enter... the market? 3.1 have only fifty dollars... cash.
3.Who arranged our visit... the manufacturing plant? 5. They went... that direction. 6
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Video games... good graphics are a huge success ... overseas and home markets. 7.
There was a wide range ...goods ... the shop. 8. The new plane is ... production now. 9.
They reached success ... hard work.

Exercise 5. Fill in the missing words. Use your active vocabulary.

1.When did they ... this product? 2. Some products never ... the public. 3. 1 tried to
phone you without ... . 4. We need to look for ... markets. 5. This company is the
leading... of cars. 6. He is going... our interests in court. 7. The events ... very slowly
last year. 8. In 1903 the Ford Motor Company had only $ 28.000 in.... 9. He... a large
company. 10. After the long negotiations the two sides... an agreement.
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CamocrTiiina pooora Ne 14
Theme “The History of the Ford Motor Company”.
Task to do exercises to the text “The History of the Ford Motor Company”.

Exercise 1. Paraphrase the following words and words combinations using your
active vocabulary.

1.  foreign 5. tocomein

2. to manage 6. not too large in amount
3. toputinto action 7. very large

4, a favourable 8. to connect

result

Exercise 2. Open brackets using Past Simple uu Past Continuous.

1.Last summer her son (enter) Oxford University.

2.While she (work) in London she (start) to direct the European sales network.
3.We (see) the Ford assembly plant when we (be) in the USA.

4.The company first (sell) machinery to Latin America but later on they (begin) to

trade on a global scale.

5.There (be) a huge range of products on display at the trade fair in Paris.
6.A few years ago we (build) a manufacturing plant in Indonesia.

7.The advertising campaign (link) the new' yogurt with a healthy way of life.
8.1 (leave) my credit card at home, so | (pay) cash.

9.They (set up) a dealer network two years ago when they (plan) a new sales

strategy.

10. The new medicine never (reach) the market as it (have) serious side effects.
11. The corporation (launch) its overseas operations to increase profits and gain

new markets.

12. When this company (become) the market leader it (decide) to diversify its

operations.

13. John (buy) an Aston Martin when he (win) I min. dollars in the lottery.
14. Mr. Harper started working in this company in 1988. At that time he (work) as a

middle manager; now' he is Vice President.

Exercise 3. Put questions to the sentences in Past Simple.

1.Henry Ford became famous for its innovative assembly line.

Why.

2.They saw the new machinery at the trade exhibition.

3.Where...

4.The huge programme started in 1946.

When...

5. Bill Gates was the person who invented Windows. She was our PR manager two
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year's ago.
Who...
6. There were five leading manufacturers of medical equipment at the trade fair.
How many...
7. The company opened a new sales office in Manila.
What...
8. The Managing Director discussed the strategy with the members of the Board.
Who... with
9. The customers were pleased with the service.
Where...
10. The firm gave a two-year guarantee for all the products.
Did...

Exercise 4. Translate into English.

1. g xoMmaniss BUpOOJISE€ MIUPOKUNA ACOPTUMEHT PI3HUX MPOAYKTiB. 2. Skmo Bu
XO4YeTe BIABIAATH 3aBOJ-BHPOOHHMK 1 IMOOAYMTH CKIadajdbHI IIEXH, MM TOTOBI BCE
opranidyBatu. 3. Ha 3ycTpiui Oynu TpUCYTHI TPEJACTABHUKH OaratbOX BEIMKUX
koMrmaHiit.4. Komu 111 komnaHis BUHIUIA HAa 30BHINIHIA puHOK? 5. HoBui mponaykr,
SKAWA BOHU BUITYCTWJIM TOPIK, MAa€ BEJIUKUN YCMIX Ha BHYTPINIHROMY PHUHKY. 6. S
3aBXKIM BiJJIal0 TEpeBary po3paxoByBaTUCs ToOTiBkoro. 7. Komum BOHM TmOYasiu
BUPOOHUIITBO HOBOI'O MAalIMHHOTO oOnajgHaHHA? 8. S BHNEBHEHWM, 10 MEPEroBOpU
J0TIOMararoTh HaM MIBHUJIIE TpUUTH 10 yroau. 9. Kommanis ycmimHo mpaifroe mifg
kepiBHHIITBOM Mictepa bieiika. 10. Illo moB's3ye mux mroxeit? 11. Xto € Bamumm
TOPrOBUMHU TpeACTaBHUKaMH 3a kKopJoHoM? 12. Homy Bu xoueTte CTBOpPUTH MEPEKY
30yTy? 13 KommnaHnist ycniniHo mparfroBasia i KepiBHUIITBOM IaHa bielika, Ko BOHU
BUITYCTHJIM HOBUM MPOJIYKT.
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CamocrTiiiHa podora Ne 15
Theme “The History of the Ford Motor Company”.
Task to read, translate the dialogue, find new words and to do the exercises.
Dialogue
John Wilson and Jack Brown are talking on the phone. They are old friends. Mr.
Wilson works for a large trading company and Mr. Brown is in the electronics
business.

John - Jack?

Jack - Speaking. Good morning, John.

John - Good morning. I am glad to hear you.

Jack - You don’t usually call me so early. Are you at work? What are you doing
now?

John - I am at home. I have a day off today. It’s my first day off in two weeks.

By the way, Fred is here in London. We are having dinner with him tonight.

Jack - Bring him over here. | want to see him very much too. Who does he work
for?

John - Agrimax. It started as a small company only 5 years ago and now it
represents itself in 15 countries around the world.

Jack - Oh. Really. | heard something about first-class agriculture machinery they
produce. As far as | remember their XP-300 model was a great success.

John - In fact, not all their models reached the public. Their XP- 400 model was a
failure. It took them one year to develop it, they spent a lot of money on this project
but sales in the first 6 months were very low.

Jack - This is international business. You don’t always gain, you sometimes lose.
When we launched our first laser printer in Europe there were so many restrictions
that we decided to stop producing them. But later we set up assembly plants in
Canada. Mexico, and Australia. Now we have a large dealer network and our sales are
high.

John - | also remember hard time in my business. In the late 1990’s
| directed a development and production programme. We decided to integrate e-
commerce into our sales strategy and failed.

Jack - OK, John. I hope to see you two tonight. Why don't you come to my place
with Fred to have a cup of tea and discuss everything?

Notes:

1. failure - Hepmaua, mpoBai,
2. to gain — HaOyBartw,

3. restrictions — oOMeKeHHS.

Exercise 1. Answer the questions.

1. What difficulties did Fred's company have in business?
2. What difficulties did John's company have in business?
3. What difficulties did Jack’s company have in business?
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Exercise 2. Work in pairs. Make up your own dialogues to the given themes.

1. You are a business person. You have your own small company. It produces
kitchen furniture. You want to go international. Discuss the advantages and
disadvantages of this step with your business partner who opened his first
international subsidiary' in Italy two years ago.

2. You want to produce an impression on your new friend. Give facts and figures
about your international business in the sphere of food distribution which you started

5 years ago.
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Camocriiina pooora Ne 16
Theme Revision.
Task to do exercises.

Exercise 1. Choose the right answer.

1.There are few jobs that don’t... special training.

a) look for b) decide c) require

2.He always keeps his word, he is very...

a) responsible b) impossible c¢) flexible

3) We don’t... new people now. we are short of money.

a) fire b) employ c) start

4.1f you take up this job it will give you a lot of... for promotion.

a) fringe benefits b) shifts ¢) opportunities

5.The company is... its exports to more and more countries.

a) increasing b) meeting c) running

6.’m ... the mail now.

a) looking after b) looking up c) looking through

7.The CEO is... the whole company.

a) in need of b) in charge of c) in support of
8.I’m calling about my ... for Monday; I’m afraid, ’'m busy on Monday.
a) business matters b) appointment c) subsidiary
9. Mr. Stevens works hard and has much experience. He is a very... employee.
a) reasonable b) efficient ¢) high quality

10. We always order cartridges from them. They are our old...

a) suppliers b) customers c) subsidiaries

11. When the company... its innovative product it immediately became the market

leader.

a) reached b) launched c) directed

12. The Managing director... the profit with the clever strategy the company used.
a) linked b) entered c) produced

13. We produce a wide ... of health products

a) network b) production c) range

14. ....... An Is the place where the workers put together the components of cars.
a) engineering group b) assembly plant ¢) manufacturing plant

15.... appeals to Nick as he has classes at the university in the mornings.

a) work in shifts b) full-time work c) part-time work.

Exercise 2. Open brackets using the necessary tense form.
1.John (have) only 20 $ in cash so he offered to pay by credit card.
2.At the moment they (have) talks with their potential customers.
3. | (think) of starting my own business.

4.What you (think) of your new CEO?

5.When people (look for) a job they usually write a CV.
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6.Currently the company (consist) of five departments.

7.When Mike (enter) the room he saw a huge table with lots of papers on it.
8.Last year our profits (increase) by 10%.

9.They (recruit) a very experienced computer analyst not long ago.

10. I (be) in charge of this project so please, follow my instructions.

11 .You (see) the project of a new assembly plant when you visited our office?
12. Linn (not like) her present job. She (prefer) to work regular hours.

Exercise 3. Fill in prepositions.
1. Jon is looking ... a well-paid job with career opportunities.
2. | work... an office and have a nine...five job.
3. Nancy’s job of a reporter appeals ...her.
4. Ben is in charge... Production Division.
5.The test consists...five tasks.
6.We are ready to give you a 5% discount... the goods.
7.The price...the goods includes packing.
8.The company offered... us a wide range... micro ovens.
9.The R&D department succeeded ... developing a new energy saving device.
10. They agreed to supply us... all the necessary information.
11.... the terms of this agreement you are to pay by cash.
12. The Manager is not satisfied... the results of the talks.
13. Ted is responsible... that mistake.
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CamocrTiitna po6ora Ne 17
Theme “Travelling on Business”.
Task to read, translate the text, learn active vocabulary and to do exercises.

Travelling on Business

Mr. Spencer works for Maggate - a multinational company which manufactures
more than 50.000 different products. Mr. Spencer is in the computer business. In fact
he is responsible for European business which accounts for about 40% of the company’s
worldwide sales. Maggate has had subsidiaries for almost 30 years and Mr. Spencer has
helped to set up research and development centers in Europe. He has already been to
many countries all over the world.

Last week Mr. Spencer flew to Germany to discuss business with German partners.
Maggate has always spent a large part of its annual budget on the improvement of its
products, and Mr. Spencer’s mission in Germany was to exchange ideas and
information concerning computer software. Constant information exchange and
coordination of efforts is a key to Maggate’s success. Mr. Spencer has succeeded in his
mission. He and his German colleague Mr. Brown have known each other for a long
time and during the talks they got down to business immediately. They didn’t waste
time on formalities and ceremonies and managed to settle a lot of crucial items. The
partners looked through the latest catalogues and closely studied the models on the
market, they agreed on several changes in the planning of the new' models. They
accepted several new' methods to increase their sales. They also made an appointment
for October. Both parties were very pleased with the results of the meeting and are
looking forward to seeing each other again.

Such meetings are important to the organization. Mr. Spencer has organized and
attended a number of international meetings. He knows their organizers usually take
into account a lot of factors. As a business traveller Mr. Spencer also knows that if you
do business abroad, it’s useful to find out local customs before you start. Mistakes are
often expensive. Mr. Spencer is a successful businessman. He has never made serious
mistakes and has gained a lot of business experience.

Vocabulary

1. accept (V) - gomyckatu, BU3HaBaTH,

E.g. | accept that he is right. - 5 Bu3Haro, 1110 BiH IpaBHii.

acceptable to smb (adj) - npuitHITHHH, TonycTHMMIA JUIsS Koro-HeOyas E.g. The
conditions are not acceptable to everybody. - YMoBu He pUHAHSATHI IS BCIX.

2. account for smth (v) - ckitagat, IOSICHIOBATH I[0-HEOY/Ib,

E.g. How do you account for the accident? - flk Bu MOsSICHUTE TPUYMHH IIHOTO
HEIIIACHOTO BUIIAJIKY?

to take into account - Gpatu 10 yBaru, y po3paxyHoK,

3. agree (V) - mOroKyBaTHCS, JOMOBJISTHCS,

to agree with smb - moromkyBatucs 3 KUM-HEOY/Ib,
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to agree to smth — noroxyBatucs 3 YuM-HeOy b,

to agree on smth - goMoOBJIATHCS TTPO I0-HEOY b,

E.g. He agreed to my plan. - Bin npuiiHsB Miii I1aH.

E.g. He agreed with our partners. - Bia moroauscs 3 HaIlllMMH TapTHEPaMH.

agreement (n, C) - yroaa, 10rosip,

to reach an agreement - miiitu 3roau,

to break an agreement - posipatu yroay E.g. We reached an agreement with our
partners. - Mu IiAnIUIM 3roAu 3 HallUMU TTapTHEPAMHU.

4. annual (adj) — mopiunuii; piuauit an annual meeting - mopiusi 360pH,

5. attend (v) - BigBigyBatu: (JIeKiiii, 300pH 1 T iH.),

E.g. He attends all annual meetings. - Biun BiaBiaye Bci mopiuHi 300pHu.

6. be pleased (with smb/smth) - 6yTu 3amoBoneHuM (KUM-HEOyab, YNM-HEOY/Ib),
E.g. I’'m quite pleased with Ty new car. - 5 minkom 3aJ0BOJICHHII CBOEIO HOBOIO
marnHo. Pleased to meet you. - Paauii mo3HaiioMuTHCH.

7. closely (adv) - yBaxHo, peTesbHO,

to study closely the contract terms - peresibHO BUBUUTH YMOBU KOHTPAKTY,

8. concerning (prep) — momo,

E.g. Any information concerning this contract is important. - bByab-sika iHopmarris
10 1[bOMY KOHTPAKTy Ba)kKJIHBA.

9. crucial (adj) — BupimanbHui,

a crucial decision - BiamoBizaabHe PillICHHS,

10. effort (n, C) - 3ycuiis, cpoba,

to make an effort - 3pooutn 3ycumis, cupoOyBaTH,

without effort - 6e3 3ycuins, nerko,

11. exchange (n, C) - o0MmiH, 6apTep (IIpo ToBapH), 3aMiHa OOMIH;

12. in exchange for smth - B 00MiH Ha 1m10-HEOY B,

exchange smth for smth (v) - oominroBaTH 110-HEOYAH HA II0-HEOY I,

E.g. I'd like to exchange this book for that one. - 51 xortina 6 OOMIHATH IO KHUTY Ha
Ty.

13. find out (found out - found out) (v) — mizuatucs, 3'scyBatu to find out the

truth - mismatucs mpasny,

14. gain (v)— oTpumyBatH, HaOyBaTH,

to gain experience - HabyBaTH JTOCBII,

to gain a profit - orpumyBaTH NpUOYTOK,

15. get (got - got) down to business- 3aliHATHCS CIIPaBOIO, ICPEHTH 10 CIIPABH,

16. improvement (n, C) - moiniIeHHs, yA0CKOHAJICHHS,

Improvement of service - mominueHHs 00CITyroByBaHHH,

improve (V) - mouinmnyBaty (cs1): BIOCKOHATIOBATHCS ),

improved (adj) - mokparnieHuii, BIOCKOHAJICHHH,

improved design - BIockoHaJIEHAa KOHCTPYKITis,

17.1ook forward to smth/doing smth (v) - 4ekaTu 3 HeTEpHIHHIM YOrO-HEOYIb.,
MParHyTH 10 Y0ro-HeOyIb

E.g. We look forward to receiving your offer. - Mu dyekaeMo Ha OTpUMaHHS Baroi
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MIPOTO3UILII.

18. manage (V) - 1) kepyBatu, ymnpaBisaTH, ctoatd Ha 4o E.g. She manages our

foreign subsidiary. - Bona cToiTe Ha 4oJi HalIoi 3aKOPAOHHOTO (iNil. CIPaBIATHCS,

3yMITH 3po0uTH (1110-HEOYIb),

E.g. He managed to finish this project. - oMy Branocs 3aBepIIuTH Lieii IPOEKT.

management (n, U) - ympaBiiHHS; KepiBHHMIITBO, MEHELKMEHT Managing (adj) -
KEpIBHUM, KEPYIOUU BUPOOHUIITBOM,

Managing Director - mupekTop-po3nopsAIHUK, KEPYIOUUit

managing staff - kepiBHuit mepconan,

19. mission (n, C) — micis, 3aBaaHHs,

to perform a mission - BukonyBatu 3aBaanus E.g. Our mission was to work out a
trade agreement. - Harroro micieto 0y1o po3po0JIeHO TOProBy yroay.

20. research (n, U) - (HaykoBe) mocmiaKeHHs; JOCIiHa po0oTa,

to do research - nposoauTu mocaimkenns E.g. His research has been successful. -

Moro nociimkeHns OyJIO LTI THUM.

research work - (HaykoBo-) mocmigHuibka pooora,

research (v) - mocmimkyBatu, 3aiimMaTtvics pociaimkennsmu, E.g. Marketing
specialists have spent a lot of time researching into the study of demand for these goods.
- MapkeTosiory BUTpaTHIIA 0arato 4yacy Ha BUBYCHHS ITOIKUTY Ha IIi TOBApH.

21. sale (n, C) - mpomax: 30yT, po3MpoaK 3a 3HIKEHOIO I[IHOO,

to be on sale - mpomaBatecs sales - odcsr mpogaxis,

E.g. Retail sales fell in November by 5%. - O0csr po3apiOHKUX IPOAaKiB B TUCTOMAT]
cKopoTuBcs Ha 5%.

sell (v) (sold - sold) - mpomaBatucs), TopryBaTi, BECTH TOPIiBIIIO

E.g. I don't want to sell the house at this price. - I e xouy npomaBatu OyJIHHOK 3a
LI€O0 I[IHOIO.

set up (set up, set up) (V) - 3acHoByBaTH, BigkpuBaTu (crpasa, IiAIPUEMCTBO TOIIO),

E.g. Ford set up a modest plant in the small town Wilkersville, Ontario on August
17, 1904. - ®opna BiIKpUB HEBEIHMKUM 3aBoj B MicTi Bokepcepimie, mrat OHrapio 17
ceprus 1904.

22. settle (V) - BperymaroBaTH, BUPILIUTH CYIIEPEUKY,

E.g. We managed to settle the conflict. - Ham Bnamocs BperynoBaT KOH(IIIKT.

23.  waste (V) - BTpayatu gapMa, BUTpavaTd JapeMHo (Tpoii, Jac,
EHEepTiio 1 T. 1H.)
to waste time on smth - Butpauatu yac Ha m0-HEOY b,
a waste of time/money/energy - napemHa Tpara 4acy / rporiei.
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Exercise 1. Answer the questions.

1. What type of business is Mr. Spencer in?

2. How long has the company had foreign subsidiaries?

3. What is the share of the European business in the company’s sales?

4.Where did Mr. Spencer go on business last week?

5.What was his mission during the talks with German partners?

6. Has he succeeded in his mission?

7.What sort of work did Mr. Spencer and Mr. Brown manage to do?

8. Why did Mr. Spencer and his German colleague get down to business without
formalities?

9. Did Mr. Spencer and Mr. Brown make any appointments?

10. Where the parties satisfied with the results of the talks?

11.Why are international meetings important for business partners?

12.1s Mr. Spencer an experienced businessman? Why? Why not?
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CamocrTiiina po6ora Ne 18

Theme “Travelling on Business”.
Task to do exercises to the text “Travelling on Business”.

Exercise 1. Read and translate the sentences. Are they true or false?

1.Mr. Spencer works for a local clothes company.

2.He has helped to establish research centers in Europe.

3. Mr. Spencer's mission in Germany was to open a new subsidiary.

4.Mr. Spencer and Mr. Brown have already met before.

5. Mr. Spencer and Mr. Brown made an appointment for mid autumn.

6.Mr. Spencer didn’t manage to settle many crucial items.

7.The parties were upset with the results of the meeting.

8. It’s very important to have meetings with your business partners to exchange
ideas and solve difficult problems together.

9. If you know local customs it helps you to improve relations and succeed in your
business.

10. Mr. Spencer has made a lot of serious mistakes in his business and hasn't been a
big success yet.

Exercise 2. Translate into Ukrainian.

1. I am not pleased with his work. 2. He has wasted so much time.
3. Have you found out the facts concerning that agreement? 4. They got down to
business and discussed the improvement of the design.4. Where did he gain his
experience? 5.Did he attend any training courses?
6.We are looking forward to increasing our sales. 7. Our manager has closely studied
the crucial problems of our business. 8. They gained a lot from the project. 9. Our
mission is to improve sales. 10. How do they account for the waste of money? 11. We
did not agree to set up a subsidiary abroad. 12. What have you decided concerning this
business visit? 13.1 don’t want to waste time, let’s get down to business. 14. The
Managing Director attended the annual meeting and managed to settle the problem.

Exercise 3. Translate words and word combinations into English.

Hectu BigmoBigadbHICTh 3a KIIFOYOBI IHTAHHS; 3yMITH BHKOHATH 3aBIaHHS; OyTH
32JI0BOJICHUM PE3yJIbTaTaMM JOCIIKSHHS; YBaXKHO BUBUHUTH JIOTOBIip; OOMIHIOBATHCS
JTyMKaMH 3 BOKJIUBHX JTUTOBUX MTUTaHb; 3 HETEPIIHHAM OYIKYBAaTH OTPUMAaHHS IIPOCKTY;
JIOMOBUTHUCS TIPO BIAKPHUTTS (CTBOPEHHS) HOBOTO 3aKOPJAOHHOTO (iii; Jerko
BpETyJIIOBaTH KOH(IIKT; MPU3HAYNTH 3YCTPIid, 00 OOMIHATHCS 11€SIMU; TTIOTOIUTHCS 3
KEepYIOYNM; BUTPAYaTH Yac Ha (POPMAIIbHOCTI; BIJIBITyBaTH MIOPIYHI 300pH.

Exercise 4. Fill in the correct preposition.

1. Our Managing Director is pleased ... our retail sales. 2. She exchanged the money ...
effort. 3. We agreed ... our business partners and decided to set ... a joint venture. 4.
What accounts ... our sales decrease? 5. They agreed ... our price and we are looking

doing business with them. 6. He tried to find ... their mission but it was a waste
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... time. 7. What models are ... sale now? 8. The businessman offered a lot... money ...
exchange ... information ... their new model. 9.Why don’t we to get business?
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CamocrTiitna po6ora Ne 19

Theme “Travelling on Business”.
Task to do exercises to the text “Travelling on Business”.

Exercise 1. Fill in missing words. Use your active vocabulary.

1. We cannot ... to your terms. 2. They are ... with our efforts to improve the sales. 3.
The marketing ... showed the potential demand for our goods in that region. 4. The
director ... out that some people didn’t attend the ... meetings. 5. Have you studied ... all
the details ... the contract? 6. This decision is ... for our future work. 7. How much
money have you ... from this project? 8. At what price do you ... your goods? 9. It was
not easy to ... the conflict, but finally we ... to do it.

8. This project is useless it is a real... of money. 11. What are you ... forward to?

Exercise 2. Open brackets using Present Perfect.

1.They recently (manage) to settle a serious financial problem.

2.All right, we (agree) on the method of payment, but what about a small discount?

3.This week our R and D department (set up) a research team to test the new hand
cream.

4.Bob (not study) the offer yet.

5....you (find out) any information about our target customer?

6.Since the day | joined this consulting firm I (gain) a lot of useful experience.

7.They already (accept) our proposal but they (not send) us a draft contract yet.

8....James (complete) his mission in Russia yet?

9.This year our total sales (rise) by 10%.

10. You (waste) all your pocket money on fashion magazines again; you won't get
any more next week!

11. It’s already 12 o’clock but we (not get down) to business yet.

12. Mr. Tanaki and Mr. Furt just (exchange) business cards, they are very pleased
with the conference.

Exercise 3. Choose the correct answer.
1. Our client just called/ has called to say he has received/ received the order
yesterday.

2.Have you seen/Did you see our latest prototype yet?

3.She hasn't found out/ didn't find out the order number on Monday and sent another
inquiry on the next day.

4.We recently set up/have set up a sales network in Algeria.

5. I haven't seen/didn't see the Managing Director today.

6.Who took/has taken the copy of the contract? | have left/left it on the table a minute
ago!

7.Mary has taken/took our VIP client to an expensive restaurant yesterday.

8.Was he/Has he been to Rome? - Not yet.

9. Look what you just did/have done! You've damaged my annual report with your
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coffee!

10. The partners have been/were pleased with the talks and signed a contract last
week.

11.1 finally managed/have managed to calculate the family budget for this month.

Have a look!

12. Have you attended/Did you attend the conference in Brussels? - Yes, it was/has
been a useful experience for me. At first they were/have been not so rich, just a small
family company.

13. She hasn't wasted/didn't waste time on shopping when she was in Greece; she has
gone/went sightseeing.

14.So far our company developed/has developed two successful advertising
campaigns, but we are working on some more.

Exercise 4. Translate into English.

1. Mu 1moiiHO TIPOBEIM BEJIUKE JTOCTIKEHHS 11010 TOJIIMIICHHS JAHOTO MPOIYKTY.
2. Hami maptHepu Oyiu HE3aJ0BOJICHI pe3yJibTaTaMU MEPErOBOPIB 1 MU HE MPUMUIILIN
1o yroau.3. Mu He 3roani Ha Bamri ymoBu. 4. Ilan bpayn cnipoOyBaB Biipa3y nepeitu
10 cripaBu, ajie maH CMIT HE XOTIB OOTOBOPIOBATH KJIIOUOBE MUTAHHS MEPETOBOPIB 1
napTHepu BUTpaTwin Oarato dacy.5. Uomy mina HenpuiiHsaTHa st Bac? 6. Sxmo Bu
X0UueTe OTPUMATH MPUOYTOK, BIAKPUHTE CBOIO crpamy. 7. 3'sacyiite, Oyab jacka, XTo
OYOJIIOE 11¢ MIAIPUEMCTBO. 8. MH He BperyaoBain KOH(IIKT 1 po3ipBain yroay. 9. Sk
Bu nosicHioeTe HU3BKHI piBEHb MpoAaxiB B boMy Micsii? 10. 3apa3 Hain kepyrouuit
IupeKkTop nepedyBae Ha mopiuyHUX 300pax. 11. Hami mapTtHepu peTenbHO BUBYAIOTH
HOBY JHUJIEPChKY Mepexy. 12. 3aMOBHHMKHM 3 HETEPHIHHAM YEKaIOTh BIIKPUTTS HAILIOTO
3aBOJly 3a KopAoHOM. 13. Bin He BropaBcs 13 3aBJaHHSM 1 11€ TMOSCHIOE HU3bKHIT 00cAT
nponaxis. 14. Ha o Bu xouete oOMiHATH CBiii TOBap?
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CamocrTiiina po6ora Ne 20
Theme “Travelling on Business”.

Task to read, translate the dialogue, find new words and do the exercises.

Dialogue.
Announcer: Hello, everybody and welcome to our weekly radio program ‘‘Business
People”. Today we have invited a person who has headed the European division of the
successful international company Maggate for many years, - Mr. Spencer.

Spencer: It is my pleasure to be here today, Nick. I guess, | will answer some of the
guestions concerning my business experience and my company business activities. But,
please, call me Jason if you don’t mind.

Announcer: OK, Jason. Our listeners are ready for your advice to young
businesspeople who have just set up their businesses. As we know, your division brings
40% of the total sales of computer software.

Spencer: Exactly. But to achieve these figures we have done a lot of work.

Announcer: What is crucial if a company wants to make an effort to go global?

Spencer: First of all you set up research centers to investigate closely your potential
market and plan your annual budget: it’s rather expensive to run foreign subsidiaries.

Announcer: Jason, | know that your German subsidiary has done very well this year
again. Could you share the secret of your success on the German market?

Spencer: Certainly. We are very pleased with the efficiency of this subsidiary, but it
is the result of joint efforts of our company and our German partners. When we started
ten years ago we agreed to hold regular meetings with regional managers and our
German partners to exchange information on the new developments in computer
industry. We also agreed on arrangements to plan and monitor project management.

Announcer: You visit Germany quite often, don’t you?

Spencer: My mission is to maintain efficient feedback with our German partners. So,
| visit Germany every month. It allows me to get to know the staff, to find out all about
their working style and to help them settle the strategic problems.

Announcer: One last question, Jason. Do you think business gains a lot from good
personal relations between partners from different cultural groups?

Spencer: By all means! You get down to business only after you have established
friendly relations and trust. | think learning about a foreign culture is not a waste of
time. It makes or breaks your deal.

Announcer: Thank you very much, Jason and we hope to see you again on our
program “Business People’*.

Notes:

1. to investigate — mocimKyBaTHu,
2. joint — coinbpHUH,

3. to maintain — miarpumaru.

Exercise 1. Answer the questions.
1. What is the radio program about?
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Why have they invited J. Spencer?
What is important when a company goes global?
What accounts for the success of the German subsidiary of Maggate?
Why does Mr. Spencer visit Germany?
Do you agree that it’s crucial to learn about the local culture of the country' you
are domg business with? Why? Why not?
7. Why are good personal relations important in business?
8. Why did Mr. Spencer agree to take part in this program, in your opinion?
9. What kind of person is Jason Spencer, from your point of view?

ok wn

Exercise 2. Work in pairs. Make up a dialogue on the following assignment.

A: You are Mr. Brown. Mr. Spencer’s business partner from Germany. You have
prepared a plan to advertise and promote sales of the new language learning computer
program. Discuss your ideas with your colleague and ask him for advice.

B: You are Mr. Spencer. You have come to Dusseldorf to attend a regular meeting
with your German partner. Discuss his new promotion campaign and the ways to
increase sales.

48



CamocrTiiina po6ora Ne 21
Theme “E-commerce”.
Task to read, translate the text “E-commerce”, to learn new vocabulary and to do
exercises.
E-commerce

Many companies are beginning to use the Internet for commerce. The mass media
have been noting recently that e-commerce hasn't met their financial expectations and
many Internet start-ups have gone bankrupt. In reality many businesses have set up
electronic commerce sites. Successful technology companies have been creating online
shopping sites for business-to-business and business-to-consumer transactions. The
examples of the companies that have successfully been using the Internet to sell their
products are Dell and Cisco. Dell is generating more than seven million dollars a day in
web sales, while Cisco exceeded one billion dollars in annual sales over the web in
1998. In e-commerce small companies can compete with big companies. In fact the
Internet is very attractive to small companies for several reasons:

- it makes the size of a company irrelevant. Large and small companies have the same
access to customers and can create the same kind of Internet presence;

- it makes the location of a company irrelevant. Customers from anywhere can easily
use your company’s site;

- it increases feedback. If for example your company sells printing equipment you
can go to a printing discussion group and see what subjects arc of interest to people,
what they are saying about you or your competitors’ products.

For Avtotravel, a small company in a car business, the Internet has a lot of
advantages. Usually a customer visits the \b 1ks wage n site to find information on the
Passat, the Toyota site to learn about the Camry and the Ford site to investigate the
Taurus. He can also visit the Avtotravel site to get information concerning its products
and prices. The Internet provides him with an easy way to shop for different products
so he compares features, functionality and prices online.

The Avtotravel company has not only been dealing in cars, it has also been offering
the cars to rent. The company has understood that e-commerce is not a marketing tool;
it’s a new business channel. Avtotravel has integrated e-commerce into its overall
marketing and sales strategy. It helps the company to maximize the benefits of online
purchasing.

Avtotravel has been successful in driving customers to the site through web
advertising. Banners are a very popular form of web advertising. The general rule for
advertising is that a site needs over three million visitors a day.

Vocabulary
1. access to smth (n, U) - moctyn 1o woro-ueOy b,
access to markets - gocTyrm 10 pUHKIB,
E.g. All rooms in the hotel have access to the Internet. - Bci kiMHaTH B roTedi
MaroTh JIOCTYI 10 [HTEpHETY.
2. advantage (n, C) — mepeBara,
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an advantage of smth —nepeBara B 4omy-HeOy/Ib,

an advantage over smb/smth —nepeBara Hag kum-HeOy b, unM-HeOyab. E.g. Our
team has the advantage of experience. - [TepeBaroro HaIoi KOMaHIU € JTOCBIJ.

Ant: disadvantage (n, C) — HeoiK,

E.g. Your advertisement has some disadvantages - Bamia pekiama Mae HeJIOJIKH.

3. attractive (adj) — mpuBaOaMBHHA,

E.g. The offer is very attractive to us - Lle ny>xe npuBadauBa I HAC IPOIO3MIIIS.

attract (v) — npuBab.roBaTH,

4. Dbenefit (n, C) — Buroaa; KOpHcTsb,

to get (a) benefit from smth - orpumaru Buroay 3 yoro-ueby/ib,

Syn: advantage Ant: disadvantage,

5. commerce (n, U) — Toprisis, KoMepIris,

home / foreign commerce - BHyTpitHs / 30BHIIIHS TOPTiBII,

Chamber of Commerce - Toprosa mnainara,

commercial (adj) - komepiriitHuii, TOProBuii; MPUOYTKOBHIA,

6. compare smb/smth with smb/smth (v) — mopiBHIOBaTH KOr0-HEOYA/1110-HEOY/Ib,

3 KUM-HEOyIb/9UM-HEOYIb,

E.g. We always compare our goods with the goods of our partners. - Mu 3aBxau

MOPIBHIOEMO HaIlll TOBapH 3 TOBapaMH IapTHEPIB.

comparison (n, U) - mopiBHsIHHS in comparison with - B MOpIBHSHHI 3,

7. compete with smb/smth (V) - koukypyBaTu 3 KUM-HEOY AL/ IMM-HEOYIb,

E.g. We compete with many foreign companies. - Mu koHKypyeMo 3 OaraTbma

1HO3eMHUMHU KOMTIAHISIMHU.

competition (n, U) - koHKypeHIIis ,

competitor (n. C) — KOHKYpEHT,

competitive (adj) — KOHKYPEHTHOCITPOMOXKHUIA,

a competitive price - KOHKYPEHTHOCIIOMOKHA IIiHa,

8. consumer (n, C) — crokuBad,

consumer goods — crokuBYi TOBapH,

Syn: user, buyer,

9. create (V) — BUpOOJISATH, CTBOPIOBATH,

to create jobs — cTBoproBaTH po0OUYi MicCIIf,

10. deal (dealt - dealt) (V) - TopryBaTh, BecTH cripaBH,

to deal with smb in smth — TopryBatu 3 kuM-HeOy1b YUM-HEOY/Ib,

E.g. This shop deals in woollen goods. - Lleit mara3zun Toprye BOBHIHHUMH
BupobOamu. E.g. We deal with a lot of customers. - Mu npairoemo 3 BEIHKOIO
KUTBKICTIO 3aMOBHHUKIB.

deal (n, C) — yrona, norosip,

to make / do a deal with smb - ykinactu yroay 3 kumM-HeOy /b,

E.g. We made a deal with them yesterday. - Buopa mMu ykianu 3 HUMH yTroqy.

11. equipment (n, U)- o0yiagHaHHs; OCHAIICHHS,

office equipment - odicHe oOaxHaHHS,

equipment for road construction - o6yiagHaHHS IJ1s JOPOKHBOIO OY/1IBHHIITBA,
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12.exceed (V) - mepeBHUIIyBaTH, BUXOUTH 3a MEXKi; IEPEBEPIIIYBATH,
13.to exceed smb in smth - nepeBepuryBatu Koro-HeOyab y 4oOMy-HeOY b,
to exceed expectations - mepeBepIIyBaTH OYiKyBaHHS,
14. feature (n, C) - ocoOMUBICTh, XapaKTepHA pHca, O3HAKA,
a special feature - oco6nuBa puca,
15. feedback (n, U) — 3BopoTHHI1 3B'SI30K,
16. go bankrupt — 30ankpyTyBarH,
E.g. The company went bankrupt last year. - Komnasnist 30aHKkpyTyBajia B MUHYJIOMY
POIIL.
17. investigate (V) - po3caigyBatu, BUBYaTH SyNn. examing,
investigation (n, C) — po3ciiayBaHHs,
to carry out an investigation - mpoBoauTH po3ciiayBaHHsa Syn: examination,
19. marketing (n, U) - 30yT; MapKeTHHT
marketing research - mapkeTuHroBi gociipkeHHs Syn: trade, commerce,
19. mass media - 3aco6u MacoBoi iHbopMarrii
20. provide smb with smth (v) — mocrauatu; 3a06e3medyBaTi KOro-HeOyab YMM-
HEOY/Ib,
to provide smb. with goods - mocrauatu komy-uebyas ToBapu E.g. Who provides
you with the equipment? - Xto mocrauae Bam obnagHanms?
provider (n, C) — mocTayaibHUK,
21. purchase (V) - kymyBaTH, 3aKyIIOBYBAaTH,
purchase (n, C) - mokyIka; 3aKyIka,
purchase on credit / for cash - mokymnka B kpeaut / 3a TOTiBKY,
E.g. She opened the box and looked at her purchase. - Bona Biakpuia KOpoOKy i
HOTJITHYJIA Ha CBOIO MOKYIIKY.
22. rent (V) - openayBatu, Opatu Harmpokart to rent a flat - 3HiMaTu KBapTHDY,
E.g. He rented a car for the weekend. - Ha BuximHi BiH B35B HaIlpOKAT MAIIIHHY.
rent (n) - operHa miata (0co0, miaTa 3a OpeHIYy KHUTJIA), IPOKAT; TUIaTa 3a MPOKaT,
24. start-up (n, C) - noBa ¢ipmMa, TiANPHEMCTBO, HOBa «IHTEPHET-KOMITaHis,
Syn: dotcom
E.g. There are a lot of start-ups nowadays. - Cborozsi icHy€e BeJIMKa KiTbKICTh HOBUX
bipm.
24. transaction (n, C) — yrona,
financial transactions - ¢ginancoBi oneparii,
E.g. The bank charges a fixed rate for each transaction. - bank 6epe (ikcoBaHy mIaTy
3a KOKHY OTepallio.
Syn: deal

Exercise 1. Answer the questions.

1.Why are many companies beginning to use the Internet?

2. How is the information from the media different from what is happening in
reality?

3.What two types of on-line shopping have companies been creating?

51



4.Why is the Internet attractive to small companies?

5.What kind of business has Avtotravel been in?

6. How does the Net help Avtotravel to increase sales?

7. What method of advertising has Avtotravel been using successfully?
8. How many visitors to a site a day bring a company profit?

9. What is the role of e-commerce for Avtotravel?

10.What net-companies do you know? What makes them successful?
11. Have you ever used the Internet for shopping?
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CamocrTiiina po6ora Ne 22
Theme “E-commerce”.
Task to do exercises to the text “E-commerce”.
Exercise 1. Read and translate the statements. Are they true or false?
1. Avtotravel drives the customers to the site through street advertising.
2.Thanks to the Internet large and small companies have the same access to
customers.
3.Dell is generating about 8 million dollars a day.
4.The Avtotravel Company combines selling and renting cars.
5.The location of a company is important if it sells through the Internet.
6. There is little feedback between the on-line company and its customers.
7.E-commerce is not only a marketing tool; it’s also a business channel.
8.Avtotravel is the market leader in a car business.
9.Avtotravel has been using billboards successfully.
10. The Internet is especially attractive to small companies.

Exercise 2. Translate the sentences into Ukrainian.

1. We have been dealing in this equipment for 10 years. 2. Rents are unreasonably
high here. 3. We have compared the main features of our competitors’ equipment with
our equipment and have learned that our equipment has a lot of advantages. 4. Have you
got the feedback from your customers? 5. This start-up exceeds us in marketing
research. 6.0ur provider went bankrupt last year, so we have established business
connections with a new one. 7. He works for the Chamber of Commerce and often gets
in touch with mass media. 8. How much rent do you pay for your flat? 9. Find your
prices attractive. 10. We got a lot of benefits from that transaction.

Exercise 3. Translate words and word-combinations into English.

VYKJ1acTH yrojy; 3ajaydaTd CIIO’KMBayiB; BUBUNTH IIEpPEBaru KOHKYPEHTIB; OTPUMAaTH
IOCTYyIl JI0 3aco0iB MacoBoi iH(opmallii; kKymyBaTh oOJagHaAHHS, 3a0e3medyBaTH
CIIOKMBAYiB 1H(OpPMAIIIEI0O IIPO HOBI TOBAapH, 30BHINIHSA TOPTIBJISL;, OpPCHIYBATH
MaIIMHY; CTBOPHTH YCIIIIHY KOMIIAHil0; KOHKYPYBaTH 3 BEJIMKUMH KOMITaHISIMH; MaTH
0araTto HEIOJIKiB; IMOPIBHATH T'OJIOBHI XapaKTEPUCTUKU TOBApiB; MAaTH KOMEPIIHHHI
yCHiX; MaTH 3BOPOTHUHN 3B'A30K 13 CIOKHBA4YaMH;, OTPHUMATH BHUTOAY 31 CBOTO
CTaHOBHIIIA.

Exercise 4. Complete the sentences, using correct prepositions.

1. We compete ... many domestic and foreign companies. 2. This start-up exceeds
our company... staff but we have a lot of advantages... them in business. 3. They have
been dealing ... us for years and years. He prefers purchasing... credit. 5. We get
benefit... direct marketing. 6. Do you have access... the information you need? 7. Your
offer is not attractive ... us. 8. This company is very successful... comparison ... its
competitors. 9. We are going to purchase some equipment... our new plant. 10. Who has
provided you ... these goods?
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Theme “E-commerce”.
Task to do exercises to the text “E-commerce”.
Exercise 1. Fill in missing words. Use your active vocabulary.

1. We have purchased some office .... 2. The company has done ... research. 3. |
don’t want to ... with him any longer. 4. This company... us with high-quality
equipment. 5. It is difficult to ... the work of these two companies, they are so
different. 6. We get... from our consumers to improve our business. 7. Have you ... all
the possible benefits of this transaction? 8. If you don’t want to go ... , make a deal
with this company. 9. We often get in touch with mass.... 10. We think that this price
Is rather....

Exercise 2. Open brackets using Present Perfect Continuous.

1.Xerox (produce) quality equipment for many years.

2.We (sell) vacuum cleaners since 1986.

3.The police (investigate) this crime for two weeks already.

4.This reporter (provide) the Cosmopolitan with the latest news about celebrities
since he first started working there.

5.John (deal) in cars all his life.

6.How long you (work) in the Marketing department?

7.Barbara (compare) these two dresses for 2 hours already but she still can’t make
up her mind which one to choose.

8.Bee-line. Megaphone and MTS (compete) since the day they started their
business.

9.More and more customers (use) on- line shopping over the recent years.

10. Our best designer Jane Hopkins (create) attractive interior decorations for more
than 4 years.

11. Mass media (cover) the scandal with this bank’s bankruptcy since March.

12. Business “Angels’' (invest) in start-ups for years.

13. 1 (use) the Skype for three months and | find it very amusing.

14.We (purchase) textbooks from Britannia bookshop for many years.

15.Their firm (rent) this office building since they set up their business in Moscow.

Exercise 3. Choose correct answer.

1.The company... bankrupt because it couldn't compete with huge multinational
corporations.

a) has gone b) went c) has been going

2.They just... a very attractive country house.

a) purchased b) have been purchasing c) have purchased

3.0ur transactions with Panasonic Ltd. ...us 5 min. dollars last year.

4.a) brought b) have brought c) have been bringing Mike Dudley ... start-ups

very successfully for 10 years now. a) has financed b) has been financing c)

financed
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5) The agent already... the benefits of purchasing this house, a) explained b)
has been explaining c) has explained

6.When Tom started his business he first... in cheap ball-point pens.

a) dealt in b) has dealt in c) has been dealing in

7.We... any feedback from our suppliers yet.

a) haven’t been receiving b) haven't received c) didn’t receive

8.You ever... a flat?

a) have been renting b) did ...rent c) have rented

9.When we went to Rome the tour operator... us with a map of the city.

a) provided b) has provided c) has been providing

10. We... the new vaccine for 3 years but we still haven’t reached any results.
a) have tested b) have been testing c) tested

Exercise 4. Translate into English.

1. Ckinbku yroja BU ykiaiu B 1iboMy poili? 2. Il HOBa IHTEpHET-KOMIIaHisl HEJIaBHO
30ankpyTyBana. 3. XTo mocradyae Bam oOnagHaHHSAM ocCTaHHIM dacom? 4. Skmio
KOMITaHis Ma€ 3BOPOTHHH 3B'I30K 31 CIOXXKHMBadaMu, II¢ Ja€ il BEJIUKI IepeBaru
MOPIBHSAHO 3 KOHKYpeHTaMH. 5. Odic 3HaXOUTHCA B IICHTP1, TOMY OPEHJIHA TIJIaTa TyKe
BHCOKa. 6. M1 HajlaeMo CBOIM IpaIliBHUKaM JOAATKOBI MIJIBIH BxKE IPOTATOM 10 poKiB.
7. 1llo6 mokpamutu Hamy poOOTYy: MH IMPOBOAUMO PO3CHITYyBaHHS YCIX CKapr
crioxuBaviB. 8. OCHOBHOIO OCOOJIHMBICTIO IIi€l KOMIIaHIi € Te, IO BOHA MHPOBOJHUTH
cepiio3HI MapKETHUHTOB1 JOCTIHKEHH.9. 3 SKMMHU KOMITaHIsIMH KOHKYpYye Bamra ¢gipma?
10. O6csr npomaxkiB mepeBepmuB yci ouikyBanHs. 11. 3acobu macoBoi iHGopmarii
HIKOJIM HE Maji 1 He MalOTh JOCTYITY A0 miei iHdopmarmii. 12. 3a3Buyaii MH KyITyeEMO
TOBapH B KPEIUT, a HE 3a TOTIBKY. 14. Mu Bxke cTBOpuiin 6arato poOoYux MicIlb B IIbOMY
pationi. 14. Ilina He Oysa KOHKYPEHTOCTIPOMOIKHOIO 1 MM HE YKJIAIH YyrOay.
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CamocrTiiina po6ora Ne 24
Theme “E-Commerce”.
Task to read, translate the dialogue, learn new words and do the
exercises.
Dialogue.
Reporter - John, you have created a popular internet company, which sells books.
How long have you been working on this market?

John - We have been dealing with the book market for 5 years. Since that time we

have created an overall strategy of establishing feedback with our target audience

around all Scotland.
Reporter - And what are your customers?

John - Basically they are young people who buy text-books and books on CDs. But
we can also provide books for general public and specialized market.

Reporter - Can you tell me what you find attractive in your business?

John - Actually, dotcoms have been successfully competing with brick and mortar
shops for more than 10 years now. You see, the advantage is that a customer buys the
necessary book from home.

Reporter - Yes, but what about delivery, prices and range of books for sale?

John - Our prices don't exceed the average market price, the courier service is
available to any destination.

Reporter - What other advantages of e-commerce can you name?

John - If you are a dotcom, it makes the problem of rent and storage irrelevant. We
contact any warehouse and order the required book.

Reporter - So, how about the future of dotcoms? You've probably heard that media
say e-commerce has been experiencing a crisis lately?

John - Business is always risky. Some companies have gone bankrupt, others are
prospering. It’s a gamble. But if you are creative, enthusiastic the future is yours.

Reporter - Thank you very much. John. And I wish you best luck with your Internet
business.

John - Thank you, and visit our site.

Notes:

target audience — itboBa ayauTopi,
available — nocrynuui,

irrelevant — sikuii He BiTHOCUTBCS JI0 CIIPABH,
to prosper — mponpiTaTH,

gamble — pusuk.

xercise 1. Answer the questions.
What business is John's company in?
Who are his target customers?
What kind of shops has the dotcom been competing with?
How does John describe the main advantage of an internet shop?
What does the press say about the future of e-commerce?

ghrhodEmMm OO E
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6. Where does an Internet shop keep its stores of goods?
7. What can you say about the prices in Internet shops?

Exercise 2. Work in pairs. Make up your own dialogues.

A: You have been purchasing through the Internet for 3 years and you find it very
comfortable. Explain to your friend who does shopping in the usual way that the
Internet shopping has more advantages (saves time, cheap, comfortable, a lot of
information, etc.)

B: You don’t trust Internet shops. You like to see and touch everything before you
buy it. Explain to your friend why you dislike shopping through the Net (shops don’t
have what they advertise, the quality is not very good, the operators don’t give you
professional advice, wrong delivery; etc.)
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CamocrTiiina po6ora Ne 25

Theme “The Work of a Sales Manager”.
Task to read, translate the text “The Work of a sales Manager”, to learn new
vocabulary and do the exercise.

The Work of a Sales Manager

Tom Archer is Sales Manager of Malesan Ltd. This is a well-known wine
company. Tom's job is demanding but interesting. He has to get in touch with various
customers all over Europe. Tom Archer needs to know the market very well, as well
as his competitors’ products. Competition is a real challenge because customers may
prefer some other brands or they might not be satisfied with prices. A sales manager
has to maintain feedback with his regular clients and establish new connections. He
has to travel a lot and take part in sales conferences and negotiations. Sometimes
when he doesn’t have to talk to a customer face-to-face, Tom sends and receives a
lot of e-mails. Archer must always be well- informed about the range of products, the
latest vintage wines and popular brands.

As Senior Manager Tom has to perform a lot of other functions within the company.
There are three sales managers in his department and Tom’s responsibilities are to
supervise and motivate his staff. His employees should receive acceptable salaries,
must understand their tasks, need good working conditions and job security. One very
important thing in Tom’s work is to make his people a team. He has succeeded in
this. He motivates his people not only by financial targets but the belief that their
company sells high quality natural wines. At the same time Tom should not forget to
develop a business plan, to monitor the progress of the company sales and to keep up
with the changing management trends.

Last year was rather hard for Malesan. The volume of production dropped and the
company had to increase prices. At the same time Chilean competitors became very
active. Some corporate clients who were to purchase Malesan wines decided to place
trial orders with their rival. Tom Archer had to offer the customers some attractive terms
and additional discounts. He and his staff couldn’t lose their customer base. So they
found new distributors and targeted the segment of family- type small restaurants. That
helped the company to avoid great costs.

This year Tom Archer and his sales force are to break into one of the East European
markets. With consistent quality at reasonable prices Malesan wines will be able to gain
a good market niche and to bring sufficient profit.

Vocabulary

1.additional (adj) — monaTkoBwuii,

additional benefits — nomatkosi mieru Syn: extra,

2.avoid (V) - yaukaTh, octepiratucs avoid smth / doing smth,

E.g. Our new strategy helped us to avoid additional costs - Hamra HoBa ctpareris
A0IIOMOI'JIa HAM YHUKHYTH OOJAaTKOBHUX BUTPAT.

3. Dbreak into a market (broke-broken) - Buxoautu Ha punok E.g. When did the
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company break into the world market? — Koau 1 xommaHis BUIIIUIA HAa CBITOBUMI
PUHOK?

4. challenge (n, C) - cknague 3aBaanHs, MpobjieMa, BUKIIUK,

E.g. What challenges of the XXIst century does your country face? - 3 sxumu
npobnemamu XXI ctoniTTs ctukaetscs Bama kpaina?

5. consistent (adj) - mocaigOBHUI, MOCTIHHMIA,

a consistent foreign policy of a country - mocnizoBHa 30BHIIIHS TOJITHKA KpaiHH,

consistently (adv) — mocaigosHo,

6.customer base — kmenTypa,

7.distributor (n, Q - aucTpHuO'tOTOP, PO3MOBCIOIKYBAY,

distribute (V) - po3moaiisTH, MOMIUPIOBATH,

distribution (n. U) - mormmpeHHs, po3noaijcHHS,

8.establish (v) - BctanormoBaTH, 3acHOBYBaTH, 3acHOBYBaTH E.g. Recently they have
established friendly relations with a new Canadian company. - HemonaBHo BoHH
BCTAHOBWJIM JIPY>KHI CTOCYHKH 3 HOBOIO KaHA/ICBKO KOMITaHI€H0.

Syn: set up

the establishment of a new business — 3acuyBanHs HOBOro 0i3HeCYy,

9.get in touch with smb - 3B's13aTHch 13 KUM-HEOY b,

E.g. How can | get in touch with this company? - flk moxHa 3B's3aTHCS 3 Ii€lO
KOMIIaHi€10?
to be in touch with smb - miarpumyBaTi KoHTakT 3 KUM-HeOY b Keep up with smb/smth
(V) - TpuMaTHCs HapiBHi, HE BiJCcTaBaTH,
E.g. Do you manage to keep up with the new trends in business? - Bam BraeTscst He
BiJICTaBaTH BiJl OCTAHHIX TEHJEHIIIN y Oi3Heci?
10. maintain (v) — migTpuMyBarH,

to maintain good business relations - miarpumyBaTi X0poIiIi AiTOBI BIAHOCHHH,
11.monitor (V) - KOHTPOJIIOBATH, CIIOCTEPIraTH,
12. order (n, Q — 3aMoBICHHS,

to place an order for smth with some company - po3mimyBartu 3aMOBJIEHHS Ha II0-
HeOyns B skiiice kommanii E.g. We place regular orders for computers with this
company. - Mu peryJisipHO po3MIIlyeMO 3aMOBJICHHSI Ha KOMIT'FOTEPH B 111l KOMITaHii.

to take an order — mpuiiMaTi 3aMOBJICHHS,

E.g. Has the operator taken your order? - Onieparop npuiiass Baie 3amMoBieHHS?

to cancel an order - ckacyBatu 3aMOBIICHHS,

to be heavy with orders - matu 6arato 3aMOBJICHB,

order (v) — 3amMOBIIATH,

13.perform (v) — BukoHyBaTH,

to perform a contract - BukoHyBaTH yMOBH KOHTPAKTY,

performance (n, U) - BUKOHaHHS, TisUIbHICTb,

13. prefer (v) BimmaBatu mepenary,

to prefer smth to smth/doing smth to doing smth E.g. | prefer a full-time job to a part-

time job. - 5 Bigmaro mepeBary po0OOTy Ha IMTOBHY CTaBKY YaCTKOBIM 3aiHITOCTI.

E.g. He prefers meeting his customers face-to-face to telephoning them. - Bin BBaxkae
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3a Kpallle 3yCTpiuyaThucs 3 3aMOBHUKAMH OCOOMCTO, a HE I3BOHHUTH M.

preferable (adj) - nepeBaxkumii ,

preference (m, C) — mepeBara,

customer preferences - croxxuBui nepesary,

14. sales force - mponasii, Toprosi mpamiBauku E.g. Our sales force is experienced
and hard-working. - Harri mpoaBiii J0CBiTYeHI 1 pareato0Hi.

15.  senior (adj) - crapmmii (3a BikoM a00 3a COIIAJIBHUM

CTaHOM),

Senior Manager - crapmuii MeHeKep Ant: junior,

a junior manager - MOJIOAIINI MEHEKED ,

a middle manager - MeHeKEp CepeaHBOT JIAHKH,

16. sufficient (adj) - mocrartHiii: mocratHs KutbkicTh E.g. We have
sufficient funds to start a new product line. - Y mac 1ocTaTHp0 KOIITIB, 1100
3alyCTUTH HOBY JIIHIIO TOBapIB.

17. supervise (V) - tuBuTHCS (32 YNM-HEOY/Ib),

to supervise the performance of the contract - nuBuUTHCS 32 BUKOHAHHSIM KOHTPAKTY

supervision (n, U) — KOHTPOJIb,

under smb.’s supervision - i YuiM-HEO Y b KOHTPOJIEM,

take part in smth (v) - Opatu yyacts y 4omy-HeOy b,

Syn: participate in smth,

18. target (11, C) - meTa, 3aBIaHHH,
to meet / achieve a target - nocsratu meTH,
to set a target - Bu3HaUUTH METY,

E.g. The establishment of beneficial economic relations with European countries is
our main target - BctaHOBJIEHHSI BUTIIHHX €KOHOMIYHHMX BIJHOCHH 3 €BPONCHCHKUMU
KpaiHaMHM € HAIIIOIO TOJIOBHOIO METOIO.

target (V) - npusHauarH, obupaTH B AKOCTi 1inboBoI ayauTopii E.g. Reebok targets
the sports market - [{ipoBHit prHOK KOMIaHii Reebok - 11e puHOK CITOPTUBHUX TOBAPIB.

trial (adj) — mpoOHmi,

a trial order - npoGHe 3aMoOBIEHHS,

to be on trial - nepebyBaTu Ha BUIIPOOYBaILHOMY TEPMIHI,

to take smb on trial - B3sTH KOTO-HEOY/IH HA BUNIPOOYBAIBHUN TEPMIH,

19. various (adj) - pi3uuii, pisHOMaHITHHI,

E.g. We deal with various companies - Mu Maemo cIipaBy 3 pi3HUMHU KOMIIaHIsIMH.

Exercise 1. Answer the questions.
1. Where does Tom Archer work?
2.What are his responsibilities?
3. Does Tom have to travel a lot? Where to?
4.\Who does he have to get in touch with?
5. Is Tom punctual? How do you think it helps him in his work?
6.Does Tom always have to talk to customers face-to-face?
7.Why is his work hard?
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8.What problems did his company have last year?

9.Who are their main competitors?

10. How did Malesan try to keep their customers?

11. What sort of a new market segment did they find?

12. What was the result of the new strategy of the company?

13. Are Tom and his staff to break into Latin American market soon?

14. Name the main features of Malesan wines that make them competitive.
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CamocrTiiiHa podora Ne 26
Theme “The Work of a Sales Manager”.
Task to do the exercises to the text “The Work of a Sales Manager”.

Exercise 1. Read and translate the sentences. Are they true or false?

1.Malesan is a start-up which sells wines.

2.Tom has to get in touch with customers from Chile.

3.Competition is really hard for Malesan.

4.Tom has to travel a lot.

5.Tom Archer must be well-informed about his staffs’ personal problems.
6.Last year was especially good for Malesan.

7.Malesan has a lot of corporate clients.

8.This year the company plans to target a new' market segment.

9.The company didn't lose their customer base.

10. Tom is to improve the quality and increase the prices for his wines.

Exercise 2. Translate the sentences into Ukrainian.

1. Our target is to break into the foreign market. 2. They try to avoid face-to-face
contacts with their clients. 3. We have placed a lot of trial orders this year. 4. | prefer
being in touch with my suppliers. 5.This consignment is sufficient for our company. 6.
Do you have responsible and hard-working sales force? 7. A face-to-face meeting with
your rivals can be a challenge. 8. We want to establish and maintain business relations
with this start-up. 9. Our senior manager supervises the customer base. 10. How' do
you monitor the performance of the agreement? 11. Our distributors have studied
customer preferences. 12.We took part in the negotiations with our partners last
month.

Exercise 3. Translate the words and word combinations in English.

BuxoauTy Ha 30BHINTHIM PUHOK; JOCBIAYEHI TOPTOBI MPaIliBHUKH; OpaTH y4acTb Y
peKJIaMHIN KaMIIaHii; po3MICTHTH IPOOHUI 3aMOBJICHHS; KOHTPOJIIOBATH JI0IaTKOBI1
BHUTPATH; 3B'SI3aTHCH 3 PI3HUMHU KOMIIAHIIMHU, KOHTPOJFOBATH POOOTY MOJIOIIINAX
MEHEKEPIB; MIATPUMYBATH IMIOCTIHHUI KOHTAKT 3 PO3IIOBCIO/KYBauyaMH TOBapiB; HE
BiJICTaBaTH BiJl KOHKYPEHTIB; BiJjJaBaTH MepeBary MparroBaTy 10 3MiHaX; MaTH
JOCTaTHIO KIJIbKICTh 3aMOBJICHb.

Exercise 4. Complete the sentences using correct prepositions.

1. They have broken ... the market. 2. They have been keeping ... ... the world prices
for a long time. 3. This company is very successful, they are always heavy ... orders.
4. He is ... trial now. 5. \\fe work ... their supervision. 6. Who took part ... the
conference? 7. He prefers working in the office ... working face-to-face with
customers. 8. They have already placed a trial order... office furniture ... the company.
9. How often do you get... touch ... this distributor? 10. We would like to participate ...
the exhibition.
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CamocrTiiina po6ora Ne 27
Theme “The Work of a Sales Manager”.
Task to do exercises to the text “The Work of a Sales Manager”.

Exercise 1. Fill in the missing words. Use your active vocabulary.

1. Our representative ... in the trade fair last year. 2. It is difficult to ... in ... with
many clients. 3. They are ... this building in a very good condition. 4. It’s important
for us to ... a dealer network if we want to sell our wines in Canada. 5. This job
opportunity is a real ... for me, but it gives me a lot of responsibility and chances for
promotion. 6. They placed some ... with a start-up, but the company soon went
bankrupt. 7. We do not want to have any ... charges if we can avoid them. 8. As this is
our main ..., we must know everything about their strategy. 9. Our... are very
experienced and efficient people. 10. I ... French wines, so | seldom buy Chilean
wines.

Exercise 2. Complete the sentences using modal verbs or their
equivalents.
1. You... smoke here, it’s a non-smoking zone.
2. 1...to meet an important visitor today at 2 p.m.
3. If you feel unwell you... see your doctor.
4. He ... to work hard last year to repay the loan.
5. She... monitor her subordinates as she is the boss.
6.The customer... to pay the invoice in time.
7. I’m not sure what wine she likes, she... prefer Chilean or Argentinean red.
8. Our sales force ... to get in touch with different trading companies.
9.They... present a good business plan, so the bank didn't give them any money.
10. A service company ... to treat its customers with care and attention.

Exercise 3. Choose the correct answer. Sometimes two correct answers are

possible.

1. Helen ... perform a lot of functions when she was Assistant General Manager.

a) must b) is to ¢) had to d) should

2.You ... place a trial order if you are a new customer.

a) shouldn’t b) is to ¢) may d) mustn't

3.The Seller... inform the Buyer of the results of the tests.

a) must b) should c) is to d) may

4.I'm sorry | ... in touch with Senior Manager as he was away on business.

a) couldn’t b) shouldn’t ¢) mustn’t d) wasn't to

5.Why are you sure your distributors will accept this commission? They... demand
a bigger reward.

a) must b) may c) are to d) could

6.She likes her job though she ... work long hours.

a) can't b) has to ¢) mustn't d) is to
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7.The Personnel Manager... hire and fire staff of the company.

a) must b) should ¢) may d) is to

8.You ... take part in various conferences if you want to display your research
results.

a) may not b) can’t ¢) should d) have to

9.1f we want to stay competitive we... establish new connections and break into new
markets.

a) mustn’t b) shouldn’t ¢) should d) may

10. To reach your target one ... work hard and have a strong motivation.

a) must b) have to c) are to d) may.

Exercise 4. Translate in English.

1. Hamra xommaHisi Ma€ TOCBIAYEHUX TOPTOBUX IPaIliBHUKIB, TOMY Y HAC 3aBXKJIH
Oarato 3aMOBJIeHb. 2. [HOJII MU TpUIIMAEMO y4acTh B TOProBuX KoHpepeHiisnx. 3. Mu
MOBUHHI BUKOHATH YMOBH KOHTPakTy. 4. Mu 6epemMo HOBHUX CITIBPOOITHUKIB Ha
BUIIPOOYBaIBHUMN MEP10J] 1 BOHU MPAIIOIOTH M1l KOHTPOJIEM MEHEKEPIB CepeIHBOT
naHku. 5. Bam moTpiOHO 3B's3aTHCS 3 HATUM TOPTOBUM MPEACTAaBHUKOM. 6. 15
KOMIIaH1sI HOCJIIJOBHO 3A1MCHIOE CBOT i, 7. SIK1 JomaTkoBl nUIbrd Bu Moxere
3ampoIIOHYBaTH CBOIM TpaliBHuKaM? 8. Hamriii kommanii moTpiOHO BUITH Ha
30BHIIIHINA PUHOK, ajie 11e CKJIaJHe 3aBaaHHs. 9. Sk Bu 3Moriau cTBOpUTH TaKy BEITUKY
kmieaTypy? 10. Hamri po3noBciokyBadi He BIACTAOTh BiJl CBOIX KOHKYpeHTIB. 11.
Mu KOHTPOIIOEMO CTBOpPEHHS (i1l HalIoi KoMmaHii 3a KopJaoHOM. 12. BoHU MOXYTh
PO3MICTUTH TTPOOH1 3aMOBJICHHS B PI3HUX KOMIIAHISIX.
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CamocrTiiina po6ora Ne28
Theme “The Work of a Sales Manager”.
Task to read the dialogue, learn new words and to do the exercises.

Dialogue.

Mark - Hello, everybody. | hope everyone is present and we can start our meeting
We are to brainstorm the ideas about the ways to increase sales and to reach new
target customers. So, any ideas?

Linda - Well, that’s definitely a demanding task. In my opinion, we should get in
touch with Jeff Stansfield from Transglobal Marketing. He can help to arrange a
meeting with the people that might be useful as distributors.

Bill - I don’t think it is a good idea. Jeff may want a share in our promotional
campaign and it is expensive. | think we should take part in the next Pan-European
wine exhibition. I prefer to talk face-to-face with the owners of large companies
which sell wines, say, in Northern Europe. Who knows, they might choose our brand.
What do you think, Ron?

Ron - You have a point here, it might give us some idea of a potential market. But
why not establish mutually beneficial cooperation with the Ukrainian distributors? I’'m
sure they will promote our wine if we give them favourable trading terms. How about
that?

Bill - Don’t forget, we have to maintain our exclusive brand. So we can’t sell it
below the average market price.

Tom - Oh. come on, Bill!l We need to increase the volume of sales, so why not offer
the Russians to place some trial orders with us. It can help us to beat our Spanish
competitors.

Mark - That’s just what I am thinking about, Tom. Russia is an important segment
now. If we want to avoid huge taxes I can advise you to enter a joint venture in
Russia.

Linda - Hold on, gentlemen. Don't you see that it will create additional problems?
We may lose our committed sales force and the local staff might need serious training
to do the job well. No, I strongly disagree.

Mark - Well, then I’'m afraid we can’t reach a solution yet. Let’s meet in three days
to settle the problem.

Bill - All right, it seems a sensible idea.

Ron - Let’s think all the suggestions over and make the right choice.

Mark - See you on Thursday. 2 p.m.

Notes:

1. ajoint venture — crriibHE MAPUEMCTBO,
2. mutually — B3aemHo,

3. favourable — cnipustiuBwi,

4. committed - Bigmanuii cripasi
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Exercise 1. Answer the questions.

9.

What matters did the managers discuss during the meeting?

1
2. Why did the managers need to consult Jeff Stansfield?
3. Why doesn't Bill want to contact him?

4. Where would he like to show their product?

5.
6
7
8

Who prefers cooperation with Russia?
Is Tom ready to offer the Ukrainians to place trial orders?

. Who are the company competitors?

Have the managers found the solution? Why not?
Why do the managers need to have another meeting soon?

Exercise 2. Work in pairs.

Make up a dialogue on the following assignment:

A: You are a member of a Chinese sales team. Your team met 3 days ago to find
new ways to increase sales of your teas. At that time you didn’t reach any decision.
Meet again to solve this problem and find the final solution. You think Ukraine has a
big buying potential. Give your reasons to enter the Ukrainian food and drink market.

B: You think there are too many risks on the Ukrainian market. (Import duties,
taxes, crime, political instability, local customs, etc.) Try to persuade your colleague
to consider African countries as a potential market.
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CamocrTiitna po6ora Ne 29
Theme Revision.
Task to do exercises.

Exercise 1. Choose correct answer.

He couldn’t... their mission.

a) find b) find out ¢) found

1. What department does he ... ?

a) manage b) set up c)accept

2. The price isn’t... to us.

a) comfortable b) low c) attractive

We have been ... with them for three years

a) dealing b) selling c)ordering

3. What companies do you ... with?

a) purchase b) compete  c) provide

4. You should ... with him immediately.

a) get in touch b) compare ¢) compete

5. A few foreign companies... in the exhibition last month, a) performed b)

took part c) attended

6. As we are satisfied with our... order we are going to do business with this
company.

a) repeat b) future c) trial

7. Any company should have a....

a) mission b) customersc) subsidiary

8. They have just.. a new company.

a) opened b) set up c) invented

Exercise 2. Open brackets using necessary tense form.
How long you (deal) with them?

When they (set up) a new company?

They (make) a lot of improvements in this model lately.

Last year our company (be) heavy with orders.

We (take part) in the conference the other day.

They (make) two deals this month.

We (carry out) an investigation since September.

We (do) successful research two months ago.

. He (be) on trial for two months.

10. When  you (take) him on trial?

©CoNOORWNE

Exercise 3. Complete the sentences using can, could, be able to, must, have to,
be to, should.

1. We ... compete with many foreign companies.

2. He s so lazy. I don’t think he will... perform this task.

3. You ... carry out a detailed investigation.
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All the employees... attend annual meetings.

We ... agree to this price. It is too high.

They will... sign an important contract in a week.

They ... buy new office equipment last month but they didn’t do it.
A good Sales Manager... know the market very well.

He will... make a deal with them tomorrow.

10 As he doesn’t have much experience we will ... take him on trial.

©CoNo O~

Exercise 4. Fill in correct preposition.
We don't have access ... this information.
.............. Let's get business.
They have to get... touch ... various customers.
The company broke ... the European market not long ago.
We are looking forward ... your visit.

What goods does this shop deal... ?

He has done the work ... any special effort.

They have been placing regular orders ... our company for 5 years.
10 Who works ... your supervision?

11 They didn’t agree ... our terms of delivery.

12. My job provides me ... an opportunity to travel.

13. | never purchase anything... credit.

14. Are you pleased ... the results of the negotiations?

15. Have you ever taken part... a meeting?

CoNoaRrwWDE

This offer is very attractive... comparison... the offers from other companies.
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CamocrTiiina po6ora Ne 30
Theme “Hospitality Industry”.
Task to read, translate the text “Hospitality Industry”, learn new vocabulary
and do the exercises.
Hospitality Industry

Hospitality industry is one of the fastest-growing industries now. With the
development of tourism more and more people visit various countries and stay at
different hotels. Some hotels offer a complete range of the best facilities: top quality
accommodation service, luxury suites, 24-hour room service, car hire, and butler
service. Others are less magnificent, but they are less expensive. You can find a
comfortable double or single room there, a porter service, friendly and hospitable staff
and relaxing atmosphere.

Now there is a rating system to assess the level of hotel quality. The more common
classification system includes “star” rating. There are five levels of quality, rating
from One to Five Star in Britain.

To obtain a higher Star rating a hotel should provide much better quality and range
of services and facilities. The most important factors are: cleanliness, service, food,
bedrooms and bathrooms.

Patrick Casey is the manager of a small 3-star motel. It’s called The Cosy Corner. It
Is smaller than other motels, but it is friendlier and looks more attractive. Patrick has
been working there as long as the motel exists. He bought it 15 years ago. Since that
time more than 125000 people have stopped there. They are not as wealthy as the guests
of the Hilton, of course, but they are less demanding and much more outgoing.

Patrick says he likes his job more than any others he has done. Before he became a
hotel manager, he had been a carpenter, a bus driver, a security guard. But when he won
in a lottery' one day he felt it was the best moment in his life. He decided to buy a small
motel and start his own business. It was more complicated than he had thought. He had
to check in guests, prepare the bills, accompany guests to their rooms and look after the
two employees: a room-maid and a cleaner. But eventually the business grew faster and
faster and now Patrick is as successful as any manager of a small motel with regular
visitors.

He thinks his job is the most pleasant and exciting of all because he meets new people
every day. His two sons are not as happy as their father. They are more critical. “We
have to wash so many cars every' day, that we don’t want to drive our own ones”. - says
Michael, who is 21 now. Jack, who is 18, would like to spend more time with his friends
and less time working as a porter. But he also likes to get more pocket money to make
his life as pleasant as possible.

The guests of the motel think that this place is much cheaper than some other motels.
But it is cosier and the service is the best in the town. The food is not as varied and
exotic as in the European motels, but the prices are lower and the waiters are the most
efficient ones.

Now Patrick Casey employs more than 30 people: room-maids, receptionists, porters,
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parking attendants, security and even a gardener. His sons would like to enter some
good universities in Ohio. Patrick wants to expand his motel or buy a bigger motel in a
nearby town.

His profits are getting bigger, but the costs are becoming higher and it is harder to
control this business now.
Patrick is not as young as he was when he started his work. But now he is much more
experienced and can run the motel more efficiently. He hopes his motels will become
the best in the whole county.

Vocabulary

1. accommodation (n, U) — xutiio, mpumitieHns, po3mimenns E.g. This tourist

agency offers very good accommodation. - Ile TyprcTHYHE areHTCTBO MTPOMIOHYE

SIKICHE PO3MIIIICHHS.

2.accompany smb (V) - cynpoBoKyBaTH KOro-HeOY/Ib,

3.assess (V) — OLiHIoBaTH,

to assess the performance of a company - OIiHUTH IiAILHICTH KOMITAHIT,

assessment (n, C) — omiHka,

4.bill (n, Q — paxyHoK,

to make out a bill - BunucaTu paxyHok,

to pay a bill - omnaTuT paxyHox,

5. check in (v) - peectpyBatucs B roreui,

to check out - Bunucarucs 3 rorento,

6.complicated (adj) — ckmaguuii,

a complicated problem - ckagna npodiema,

costs (n) pi. — BuTparwu,

7. cosy (ad)) - 3aTumnuii, 3pydHHIA,

a Cosy room - 3atumiHa kimHata Syn: comfortable,

8. demanding (ad]j) - BumorauBuii demanding CUStOMers — BUMOIJINBI 3aMOBHHUKH,

demand (V) — Bumaraty,

demand (n, C) — Bumora,

to meet the demands - 3a10BOJILHATH BUMOTH,

9.exciting (adj) - XxBUITIOFOYHI, 3aXOILIIOIOYUHIT,

to be, get excited about smth. - xBmmroBatucs 3 mpuBoty yoro-ueoOynpb E.g. Don’t
get excited! - He xButtoiics.

10. exist (V) — icuyBaty,

existence (n, U) — icHyBaHHA,

11. eventually (adv.) - B kiHIIeBOMY paxyHKY, 3pEIITOO,

12. expensive (adj) - noporwii (ipo 1iHY),

Ant: cheap,

13. facilities (n, Q) — 3pyuHocTi,

E.g. This new hotel offers all modern facilities. - Ileit HoBuif roTeNb IPOMIOHYE BCi
Cy4acHi 3py4HOCTI.

14. guest (n, C) - ricTh, KITIEHT (TOTEII0),
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16. hospitality (n, U) — rocTuHHICTS,
hospitable (adj) — roctuHHwMI,
E.g. Thank you for your hospitality. - JIskyemo 3a Baiiry rocTHHHICTb.
17. luxury (n, U) — po3kiu,
a luxury hotel - rotens knacy srokc,
20. obtain (v) — orpumyBatH,
to obtain information - orpumyBaTu indopmarito Syn.: to get
21. prepare (V) - rotyBatu (csi), IPUTOTOBJISATH,
to prepare for smth. — roryBartucs 10 4oro-HeOy b,
preparation (n. C) - miAroToBKa, MPUTrOTYBaHHS,
to make preparations for smth. - roryBaTucs 10 4oro-sHeOy b,
E.g. By two o'clock yesterday we had already made preporations for the trip. -
Buopa 10 ABOX MM BKe MIATOTYBAIKCS JI0 MOI3IKH.
20. suite (n, C) - HOMep-TIOKC,
20. waiter (n, C) — odirianT,
21. waitress (n, C) — odimianTka,
22. wealthy (adj) - 6ararwii, 3amoxxuamii Syn: rich,
23. win (won-won) (V) - mepemaratu, BUrpaBaTH,
to win in a lottery - BurpaBaru B JioTeper,

Exercise 1. Answer the questions.
1. What facilities do 5-star hotels offer?

2. How are 3-star hotels different from 5-star hotels?

3. What are the most important factors to rate the level of a hotel?

4. What is Patrick’s job?

5. How long has Patrick been working in this hotel?

6. What had Patrick done before he became the manager of The Cosy Corner?
7. How did he get the money to start his business?

8. What employees help him to run the hotel?

9. Why does Patrick enjoy his job?

10. In what way is The Cosy Corner different from other hotels?

11. What problems is Patrick facing now?

12. Are his sons planning to continue his business? Why? Why not?
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CamocrTiitna po6ora Ne 31

Theme “Hospitality Industry”.

Task to the exercises to the text “Hospitality Industry”.

Exercise 1. Read and translate the sentences. Are they true or false?
1. Patrick Casey is a receptionist.

2. He changed several jobs.

3. Patrick had to work hard at the beginning.

4. Jack likes to be a porter.

5. This place is much cheaper than any other hotels.

6. Now Patrick Casey employs fewer people than earlier.

7. His profits are getting higher, but the costs are rising too.

8. The food in the hotel restaurant is more varied than in the other restaurants of the

9. The clients think the hotel is cozy and the staff are friendly.
10.The wvisitors of Patrick’s hotel are wealthy and demanding.

Exercise 2. Translate the sentences into Ukrainian.

1. Unfortunately violence still exists in our life. 2. | am preparing a speech for the
meeting on Tuesday. 3. He agreed to accompany me on a trip to Africa. 4. | hope to find
accommodation in a hotel. 5. Eventually she coped with all the difficulties. 6. The news
of the victory excited everyone. 7. The situation has become complicated.
8.0ur costs are rising very fast. 9. It is cheaper to live in the country than in town. 10.
After his father’s death he became a wealthy man.11. When you check in at a hotel the
receptionist gives you the key to your room. 12. They assessed the value of the property
at $ 10 000.

Exercise 3. Translate words and word combinations in English.

3apeecTpyBaTHCcs B TOTEJi; TOTYBAaTHCS JO ICHHUTY;, OIUIaTUTH PaxXyHOK 3a
NPOXKUBAHHS, 3aMOKHA JIFOJIMHA; BCJIMKI BUTPATH; XBUJIFOBATUCS 3 MPUBOJY IOI3IKU:
MOASKYBAaTH 3a TOCTUHHICTD, KUTH B PO3KOIIIl, BUMOIJINBI KJII€EHTH; CYIPOBOIKYBAaTH
JeNeralito, OTpUMAaTH Pe3yJIbTaTH, HAMIOPOKYa MAIlIMHA; BUTPaBaTH T'POIII B JIOTEpei.

Exercise 4. Complete the sentences using correct prepositions.

1. We are making preparations... our holiday. 2. Our representative can accompany
... you ... the hotel. 3. I am so excited ... my new job.4. The motel has existed ... 1975.
5. After the waiter had made ... the bill, we paid it. 6. When did you check...? 7. Don’t
try to pass the exam ... preparation. 8. The guests thanked the hosts ... their hospitality.
9.Why did you have to check... of the hotel so suddenly? 10. We are making
preparations... the talks... our regular customers.
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CamocrTiiina po6ora Ne 32

Theme “Hospitality Industry”.

Task to do the exercises to the text “Hospitality Industry”.

Exercise 1. Fill in the missing words using your active vocabulary.

1. The hotel has ... for 200 guests. 2. Should the guide ... us everywhere? 3. They
lead a happy... in the country. 4. We... everything beforehand. 5 The soft light of this
lamp makes the room ... . 6. She was so ... that she could not speak. 7. Early to bed,
early to rise - makes a man healthy ,.. . and wise. 8. Our... include payments for raw
materials, the factory rent, heating and lighting. 9. Congratulations! You have... the first
prize! 10. He is a very ... client. He is always displeased with something. 11. Food is ...
in this supermarket but clothes are expensive.

Exercise 2. Use the correct degree of comparison of adjectives in the brackets.
1. This luxury hotel offers (good) accommodation in town.
2.1 would like to obtain a (good) service level than | had last time.
3.This room is (comfortable) and (attractive) than that one.
4. Only (wealthy) people can afford to stay at the Ritz Carlton for a month.
5.Though his job is (well)-paid than mine it is much (complicated).
6. If you take a taxi you will get to your hotel (fast) than if you go by bus.
7.Today his financial position is much (bad) than it was 5 years ago.
8.1 can have a break because | have prepared all the bills (early).
9. Max's life is (exciting) of all my friends’. He is a rescue worker.
10. This was (pleasant) journey | had ever had in all my life.
11. The rent is getting (high) and (high), but the service is becoming (bad).
12. My new boss is (demanding) than my previous one, she lets me go home at 3 on
Fridays.
13. Strangely, but that 3-star hotel had (many) facilities than a 4- star hotel.
14. This year our costs are (low) and profits are (high) than in the previous years.
15. Now I’'m working from 9 to 5. So I have (little) time for my children.

Exercise 3. Open brackets using Past Simple or Past Perfect.

1.When I (come) to the hotel the guests already (get) the keys to their rooms.

2.Before Dan (book) the accommodation he (obtain) all the information about the
facilities in that hotel.

3.Maggie (prepared) the bills by 12 o'clock yesterday.

4.By the time Mr. Hilton (set up) his hotel business he already (become) a wealthy
person.

5. Tom (say) that he never (drive) such an expensive car.

6. The job of a receptionist (turn out) to be more complicated than she (think) before.

7. At first it (be) hard to check in guests but eventually, by the end of the second
month she (become) more efficient in it.

8. The Manager (inform) us that he just (hire) 4 more waiters to help during the
conference dinner.
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9. Becky (make) the beds, (dust) the furniture, (change) the towels and (leave) the
room.

10. Martin (explain) that he (buy) a new house because he (win) a huge sum of money
in the lottery.

Exercise 4. Translate into English.

1. Mictep [{OHCOH - cama BUMOTJIMBA JIOJIMHA, SIKY 5 KOJIU-HEOYb 3ycTpivana. 2.
[le#i roTens HEBETUKUH, alie TyXKe 3aTUITHUHN 1 kpacuBuid. 3. OdiliaHT MPUHIC PaXyHOK,
1 BoHM omaTuiau Horo. 4. Sk Bu 3a3puuaii roryerecs mo icnuTiB? 5. Jlenerariro
CynpoBOKyBajia Trpyma (axiBmiB. 6. 3pydHOCTI B I[bOMY TOTENIi 3aJ0BOJBHSIIOTH
BUMOTH camMuX OaraTux kiieHTiB. 7. Lle 3axommrorounii ¢pinpm. 8. Hamra kommnaHis iCHye
Bke 20 pokiB.9. 3pemrToro, BOHU BUPIIIUIN 3YNMUHUTUCS B HoMmepi-itokc.10. Ilicns
TOro, SK KOMIIaHIS BHUMWIIJIA Ha 30BHINIHIA PUHOK, BOHAa IIepeMorja BCIX CBOIX
koHKypeHTiB. 11. XKutno B Kuesi nyxe nopore. 12. Konu Bu Bunucanucs 3 rorento?
13. [Iporo poky Halri BUTpaTH BUllle, HIX Yy Munyiomy. 14. Ilicis toro, sk odiriant
BUIIHUCAB PaXyHOK, MU OTUIATHIIA HOTO.
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CamocrTiitna po6ora Ne 33
Theme “Hospitality Industry”.
Task to read and translate the dialogue, find new words and to do the exercise.

Dialogue.
Carl: Excuse me. You are looking through the catalogue of new hotel facilities. Are you
in this industry?

Jacob: Yes, actually, | am the manager of a chain of hotels in the south of England.
My name is Jacob Sanders. And you are ...

Carl: Let me introduce myself. My name is Carl Nerner. | run a small hotel in
Northern Switzerland.

Jacob: Oh, we are colleagues, aren’t we! So, how is business?

Carl: Pretty good. We are a family-run hotel. My wife and two daughters are in charge
of checking in guests, preparing bills and supervising our staff members.

Jacob: So you must keep an eye on everything! Do you have many guests in your
hotel?

Carl: You may be surprised but I do. There are a lot of visitors in my hotel, because
of friendly, outgoing staff, family atmosphere and wonderful mountains.

Jacob: Of course, the Swiss Alps and fresh air have become your brand.

Carl: Exactly. | believe your job is demanding too. You must have quite a lot of
tourists in the south of England. I heard it’s the most popular holiday destination in
Britain.

Jacob: You’re quite right. In high season my hotels are crowded. I even have to
employ temporary' staff. Students are very helpful in summer. Of course, the costs are
rising, because | have to offer a high level of service and new facilities to keep my
guests satisfied.

Carl: And who are your regular visitors?

Jacob: Oh, all sorts of people: families with children, young couples, students from
abroad, elderly people. Not very rich, but nice and outgoing.

Carl: My clients are mostly business people, bankers, CEOs. They are quite wealthy
and enjoy comfort and privacy. That's what | guarantee in my hotel.

Jacob: Oh, I see now, that your business is really rewarding. Your reputation brings
you profit.

Carl: Exactly. Come and see my hotel some day.

Jacob: Thank you. Hope to see you in one of my hotels too. Good luck!

Notes:
1. outgoing — ToBapuCHKHH,
2. temporary — THM4acOBHIA.

Exercise 1. Answer the questions.

1. Where are the businessmen from?
2. What kind of hotel does Carl own?
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When is the high season in the south of England?
Who helps Carl to run the hotel?
Are there many guests in Carl’s hotel? Why?
Which hotel is more expensive? More crowded?
When does Jacob invite students to work in his hotel?
8. Do you think Carl’s clients w'ould like to stay at the hotel which Jacob runs?
Why? Why not?
9. How do Jacob and Carl manage to keep their customers satisfied?
10. Which type of the hotel would you like to manage? Why?

No ok ow

Exercise 2. Work in pairs. Make up your own dialogues.

A: You have just returned from Bath in the south of England. Share your impressions
with your business partner, who stayed with his wife in Switzerland in a small mountain
hotel. Speak about the prices,
facilities, food, entertainment, and atmosphere.

B: You had a wonderful two-week holiday in a very expensive but quiet and
comfortable Swiss family-run hotel. Describe the hotel, its staff and location to your
partner. Explain why you spent so much money. Speak about the new useful
connections that you made with Japanese and Indian business people while you were
staying at this hotel.
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CamocrTiiina po6ora Ne 34
Theme “Starting Your Own Business”.
Task to read, translate the text “Starting Your Own Business”, learn new
vocabulary and to do the exercises.

Starting Your Own Business

The decision to start your own business can be one of the best you will ever make in
your life. Your own business is a great adventure. There are definitely advantages and
disadvantages of it. The benefits include control, money, independence and freedom.
The downsides to it are uncertainty and risk. In any case the first step you make is
personal evaluation. Why are you going to start a business? Are you planning to provide
a service or a product? Will it be a full-time or a part-time venture? Will you have
employees? The answer to these questions will help you choose a business.

Also you will need to evaluate your idea. Who will buy your product or service? Who
will be your competitors? Another necessary' thing is a business plan. It will help you
figure out how much money you will need to start.

There are several ways to form your business. It can be a sole proprietorship, a
partnership or a corporation. If you intend to create a sole proprietorship it won’t take
much time or money. Just get a business license and you are a business. But the
downside to a sole proprietorship is significant: you and your business are legally the
same thing. Your home,cars, bank accounts, everything is at risk when you are a sole
proprietor. There is another problem. If a sole proprietor becomes seriously ill or dies
his business perhaps won’t continue and will probably close. One more difficulty with
this form of business is that you have no partners to work with. It’s a dangerous way to
do business.

A partnership is rather attractive. A business partnership is like a marriage. You need
to choose a good partner because you will be spending a lot of time together. A partner
will give you another pair of hands to do the work. And he will share the financial
responsibilities of the business. But it is still a good idea that you ‘'date” first before
jump in it. Find a project or two and work together. Will you get along? Will your styles
mesh? How will you deal with deadlines? You need to be sure that you work well
together, have a good time and have skills that complement one another.

Any two or more persons may form a public or private limited company. As soon as
people and firms buy shares they will become shareholders and owners of the company.
Shareholders will be receiving part of the company’s profit in the form of dividends.
The shareholders have limited liability, so if the company goes bankrupt a shareholder
will only lose the money they paid for the shares. Unlike a public limited company the
purpose of a private limited company is to keep ownership and control within a small
group of shareholders. The best thing about forming your business as a corporation is
that it will limit your personal liability.

So, which is best for you? No matter which form of business you choose, starting
your business will certainly be stressful, challenging and enjoyable.
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Vocabulary

1. complement (v) — nomoBHIOBaTH,

E.g. These two methods complement each other. - L1i 1Ba MeTOIM TOMOBHIOIOTH
OJIMH OJTHOTO.

2. deadline (n,C) - kiHIeBUil TEpMiH,

to meet a deadline - cpok BCTUTHYTH 10 IPU3HAYCHOTO TEPMIiHY, YKIACTUCS B
CTPOK,

3. downside (n, C) — megoiix,

E.g. There are several downsides to your proposal. - ¥V Bariii mpomno3uitii €
HEJIOIIKH.

4. evaluate (V) - omiHOBaTH, 1aBaTH OIIHKY,

to evaluate data - ouinroBaTu naui,

evaluation (n, C) — orinka,

a high evaluation of the research methods - Bucoka orinka MeTOIiB TOCTIIKEHHS,

5.include (V) - BkarouaT B ceO€e, MICTHTH,

E.g. The speaker included some important facts in his report. - Jlonoizau
BKJIFOUMB K1JTbKa BAXJIMBUX (DAKTIB Y CBiil 3BIT.

6. intend (V) - MmaTu Hamip, 30upartucs,

E.g. | intend to leave tomorrow. - I 36uparocst moixaTu 3aBTpa.

intention (n, C) — mawmip,

7.legal (adj) - 3axoHHMi1, TPaBOBHIA, FOPUIUIHHIA,

a legal document - nmpaBoBHii JOKYMEHT,

Ant: illegal,

8. liability (n, C) - BinmoBinanbHiCTh, 000B'SI30K,

unlimited liability - HeoOMekeHa BiaOBIIAIBHICTD,

limited liability - oOMexeHa BigIOBiZaIBHICTD,

9.own (V) — BomoiTH,

to own property — BoogitTi MalitHOM,

owner (n, C) - BIacHUK, rocrojiap,

the owner of a house - rociogap OyauHKYy,

ownership (n. U) - BaacHicTb, IPaBO BJIACHOCTI,

10. partnership (n, C) - ToBapuCTBO, TapTHEPCTBO,

11. purpose (n, C) — 1iib,

for various purposes - ajist pi3HUX IIiUICH,

0N PUrpoOSe — HaBMHCHE,

to achieve one’s purpose - TOMOTI'THCS CBO€I METH,

12. share (V) - ginuTu, po3HOaLIATH,

to share smth. with smb. - noxiauTucs ynM-HeOyab 3 KUM-HEOYIb,

share (n, C) —1. yacTuHa, yacTKa 2. aKIis ,

shareholder (n, C) — akmionep,

a share price - kypc akiii,

13. significant (adj) - 3HauHW#, BaXKITUBUH, CYyTTEBHI,
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a significant sum - 3nauyHa cyma,
14. sole proprietorship (n, C) - inguBigyansae mignpuemctso (II1),

15. venture (n,C) - pu3rKoOBaHe MiAMPHUEMCTBO, KOMEPIIHHE MMiIITPHEMCTBO,

a joint venture - ciyibHE MAMPUEMCTBO,

Exercise 1. Answer the questions.

1.What are the advantages of your own business?

2.What are the disadvantages of your own business?

3.What is the first step when a person starts a business?

4.What other necessary steps does a person make to choose a business?
5.Which forms of business do you know?

6.What do you need to become a sole proprietor?

7.Why is a sole proprietorship a dangerous way to do business?
8.What is attractive about a partnership?

9.What are the downsides to a partnership?

10. What problems can you face if you form a partnership?

11.Who owns public and private limited companies?

12.In which form do shareholders get their profit?

13.What kind of liability do shareholders have?

14.What does limited liability mean?

15. What is the purpose of a private limited company?

16. What is the best thing about forming your business as a corporation?
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CamocrTiitna po6ora Ne 35
Theme “Starting Your Own Business”.
Task to do the exercises to the text “Starting your own business”.

Exercise 1. Read and translate the sentences. Are they true or false?

1.Your own business is a great challenge.

2.Risk makes your business enjoyable.

3.A business plan and personal evaluation are the necessary steps of any business.

4.A business license is all you need to become a sole proprietor.

5.A sole proprietor has unlimited liability.

6.Public and private limited companies should have at least two shareholders.

7.Shareholders own and run limited companies.

8.The profit of public and private limited companies is spent on dividends for
shareholders.

9. Shareholders of both public and private companies have limited liability.

Exercise 2. Translate the sentences into Ukrainian.

1. The article includes a lot of useful information. 2. I’d like to get a fair evaluation of
the results. 3. He is using your ideas for his own purposes. 4. She shares all my troubles
and joys. 5. He has been successful in all his ventures. 6. I’m sure he did it on puipose.
7. We must do our best to meet the deadline. 8. I’m going to speak about the downsides
to a sole proprietorship. 9. What should you do if you are intending to set up a joint
venture? 10. Who is the owner of this company?

Exercise 3. Translate the words and word combinations in English.

JIOTIOBHIOBAaTH OAWH OIHOTO; CTBOPUTHU CIIUIBHE MiJIPUEMCTBO, BUKOPHCTOBYBATH
oOJlaHaHHS U1 PI3HUX IIUIeH; 3'icyBaTH KypC akIlii; BIIACHUK IHIHMBIIYaJbHOTO
HIIIPUEMCTBA; HE3aKOHHI [Iii: 0cOOMCTa OIHKA: HEAOJIKHA TOCIIIKCHHS, Ba)KIIMBa
nepeBara; JUIMTH TOPUOYTOK 3  aKIlOHepaMH; KOMMaHigI 3  OOMEXEHOIO
BIIITOB1JAIBHICTIO.

Exercise 4. Use prepositions.
1. They are going to discuss the downsides ... our business.
2.We can use this tool ... many purposes. 3. Who will share the responsibility ... me? 4.
These strategies complement ... one another and form a profitable combination. 5. The
Managing Director gave a high evaluation ... this partnership. 6. The manager included
some important data ... his sales report. 7. He has just become the owner... the company.
8. Did he manage to meet... the deadline?
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CamocrTiitna po6ora Ne 36
Theme “Starting Your Own Business”.
Task to do the exercises to the text “Starting your own business”

Exercise 1. Fill in the missing words using your active vocabulary.
What... do you have to meet in your daily life? 2. Uncertainty and risk are the ...to your
own business. 3. What information does this contract...? 4. I’d like to know your
personal... of his work. 5. He is... to start his own business. 6. A ... doesn’t take much
time or money. 7. As the matter is complicated you should ask for... advice. 8. Mr.
Brown is the ... of the factory. 9. Have you achieved your... yet? 10. All the ... attended
the meeting of the Board of Directors last week.

Exercise 2. Open brackets using grammar forms expressing future tense.
1. Where you (go) if nobody (want) to go to the cinema with you?

2.She (start) her own business after graduation.

3.This time tomorrow | (swim) in the Atlantic.

4 .. you be at home tonight?

4.She (not listen) to me. you talk to her.

5.The phone is ringing. Don’t worry, I (get) it.

6.Why are you putting your trainers on? Where you (go)?

7.Ws (talk) about it as soon as Mr. Jones (come).

Exercise 3. Choose the correct answer.

1. Nick ... look for another job after he leaves. He’s very ambitious.
a) will b) is going to c) doesn’t

2.Don't ask me to do it. | ... go to this stupid party.

a) won’t b) don’t ¢) am not to

3.Henry ... his dentist today.

a) will see b) sees c) is seeing

4.Maybe Tom ... the answer.

a) knows b) will know c) is going to know

S5.... you ...your children with you on a holiday to Spain?
a) Are ...taking b) Will...take c) Do...take
6.. .John tonight? Tell him to call me.

a) Will you see b) Are you seeing c) Are you going to see

6.’'m sorry. I ... do it again.

a) am not b) won’t ¢) don’t

7.1f the client... dissatisfied we... offer him a replacement, a) is ...will b) will
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be ...are to ¢) is not... will

8.How ... spend your holiday?

a) will you b) are you going to c) shall you

She ... redecorate her kitchen next week, a) is to b) will ¢) is going to

Exercise 4. Translate in English.

1. Hama kommaHnis 30upa€eTbcsi BUTPATUTH 3HAYHY CYMY Ha MOKYIKY HOBOTO
obOnagHanHs. 2. ['paHMyYHI TEPMIHU 4YacTO € MPUYMHAMU CTpecy Ha poOoTi. 3. Mu
MOCTapaEMOCs OIIHUTH NIepeBaru Ta HEAOJMIKKM HOBOro meronay. 4. Lleit nokymeHT He €
IOPUJIMYHO 3aKOHHUM. 5. BiH BIacHUK 1HAUBITYaTbHOTO MAMPUEMCTBA, SIKE TPUHOCUTH
BeMUKUN mpulOyToK. 6. MeTroro Hamoro 310paHHsi € OOTOBOPEHHS HU3KU TUTaHb 3
akirionepamu. 7. Slkmo Bu maere Hamip ctBoputH TOBapuCTBO. Bam Tpeba BuOpatu
xopoioro naprtaepa. 8. Illo BkmrouaroTs B cede Bamii o6oB's1i3ku? 9. J[i10B1 mapTHEpH
MOBUHHI JIOTIOBHIOBATH 0uH oHOr0. 10. bararo 613HecMeHiB mpuixkmxae 10 MockBH
3 pizauMH nensami. 1 1. Sk Tineku Bu nianumiere el KOHTPakT, BiH CTaHE MPAaBOBUM
TOKyMeHTOM. 12. S o11iHIO aHi micis TOro, SIK MPOBEAY JOCTiKCHHS.
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CamocrTiiina po6ora Ne 37
Theme “Starting Your Own Business”.
Task to read, translate the dialogue, learn new vocabulary and to do the
exercises.

Dialogue.

This is a conversation between two friends Sam and Maggie. Maggie is in retail
business and Sam is thinking of starting one.

Maggie - Well, Sam, I've heard you are planning to start your own business. What
form will it take?

Sam - Maggie, | am completely at a loss. | am not even sure that this business is for
me. | have so many questions to answer. What will | sell, where will | locate my
business, will | be able to share the customer base with my competitors, and will | buy
a building for my business or lease space?

Maggie - Hey, stop complaining. I’m sure you've already done a lot of work.

Sam - Well. Quite a lot, to be honest, but I am feeling so confused.

Maggie - Come on! Pull yourself together. Tell me. Are you going to establish your
business as a sole proprietorship, a partnership or a corporation?

Sam - A sole proprietorship is the simplest way, I’ve heard.

Maggie - Yes, it is the least complicated one. You won’t have to take any legal steps
to open a sole proprietorship. But, if something goes wrong you will be personally liable
for all the debts.

Sam - On the other hand, when you establish a corporation you will definitely need
a lawyer to draw up the papers and an accountant to advise you on tax matters. A
partnership is a good form only if you trust your partner.

Maggie -The primary advantage of these forms is the protection of your personal
assets if your business fails.

Sam - Still, I am planning to start as a sole proprietor and later perhaps I’ll convert it
into a corporation.

Maggie - Don’t forget that there is another question which you should think over - a
name. In the retail business it’s essential. A name should be short, clear and easy to
remember.

Sam - Oh, it’s three o'clock. I must be off to the bank. Do you mind if I call you
tonight and you will help me with the name selection?

Maggie - O'K. You may call me any time you want. Good-bye!

Sam - Bye-bye.

Exercise 1. Answer the questions.

1. What is Sam planning to do?

2. Which form of business has Sam chosen?

3. Why is Sam feeling confused?

4. What are the benefits of a sole proprietorship in comparison with a partnership
and a corporation?
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5. What is the primary advantage of a partnership and a corporation?
6. What should a business name be?

Exercise 2. Make up a situation to the given theme.
Mr. Bond is a small business owner. He is giving professional advice to his younger
relative how to set up a retail business. A young relative has prepared a lot of questions
for him. In particular, they are discussing what form this starting business should take.
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CamocrTiitna po6ora Ne 38

Theme Revision.
Task to do the exercises.

Exercise 1. Choose the right answer.

1.There is a rating system to ... the quality of a hotel.
a) obtain b) assess c) demand

2.The guests at the Hilton are quite ...

a) exciting  b) complicated c) wealthy

3.1f the ... are high the profits go down.

a) costs b) facilities c) bills
4.The hotel should offer much better facilities to... a five-star rating.
a) employ  b) obtain C) run

5.A receptionist has to ... guests.

a) check in  b) accompany  c) prepare

6.The ... to your own business is a great financial risk.

a) venture  b) downside c) evaluation

7.1f you ... to set up a business you must get a license,

a) intend b) include c) invite

8.The shareholders of a company have limited ....

a) proprietorship b) deadlines c) liability

9.The ... of any business is to get profit.

a) share b) purpose c) ownership

10. The invention of a computer was a ... step in the development of science and
technology.

a) significant b) legal c) sole

Exercise 2. Use the right preposition.

1.Before 1 go on a tour round the city of Rome | will have to check ... at the hotel.

2.We need to prepare ... the inspection to get a good hotel rating.

3.0riginally this warehouse was used ... military purposes.

4.Hello, Dan. | hear you have won 25 thousand dollars ... a lottery!

5.Larry is so excited ... his new challenging position.

6.You will pay for using the mini-bar when you check ....
Exercise 3. Match the words to make word combinations.

1. tomake out a) (a) problem
2. complicated b) (a) bill

3. demanding c) (a) hotel

4. to assess d) demands

5. to meet e) (a) venture
6. luxury f)  (a) document
7. to obtain g) performance
8. legal h) (a) customer
9. to achieve i) Information

10. joint j) (a) purpose



Exercise 4. Join the sentences using Past Simple and Past Perfect.
Example: | finished my report. | called my boss.
After | had finished my report I called my boss.

We packed our things. We went to the airport.
Eva came to the party. Everybody left the house before it.
Ted worked as a driver for 5 years. Ted found a good office job after that.

4. The director arrived. The secretary sent a fax and prepared a cup of coffee for
him before that.

5. The secretary went out to have lunch. She e-mailed all the clients.

6. The hotel room was small, stuffy and uncomfortable. | expected a bigger and
more comfortable room.

7. Our Chairman retired in 2005.1 joined the company in 2008.

wn =

Exercise 5. Make higher and the highest degree of comparison of adjectives

using more — the most; better — the best; as... as; not so... as; -er> -est.

1. Helen has got a Mini, Samuel has got a Bentley.

2. There are 5 bedrooms in Peter’s cottage. There are only two in Mike’s.

3. My armchair is soft, cosy and big. Your armchair is small, uncomfortable and

unattractive.

4. Johnis a PR manager. Garry is a cleaner.

5. We travelled around England. Wiles and Scotland. They visited only Wiles.

I. stayed at three hotels. The Quality hotel was small but cozy. The Ramada hotel was
big but noisy. The Holiday Inn was big, comfortable and modern. It was
wonderful!

7. Jerry earns $ 20000 a year, Tom earns $ 24000 a year, and Nancy earns S60000 a

year.did it... puipose!

8.When | was a little boy | shared my room ... my elder brother.

9.The downside ... having a big car is the amount of money you spend on petrol.

10. By the end of each year our top management makes the evaluation ... each

employee’s work.
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CamocrTiitna podora Ne 39
Theme “Participating in International Exhibitions”.
Task to read and translate the text, to learn new vocabulary and to do the
exercises.

Participating in International Exhibitions

Companies in international business should constantly be in touch with the latest
developments in their field of activity. It is necessary to know what types of new
products their competitors have come up with, where you can see those products, what
the price range is.

The best way to obtain first-hand information is to visit international trade fairs and
exhibitions regularly. Each time executives go to such exhibitions, they would like to
know if they can establish beneficial contacts and whether they will manage to clinch a
profitable deal with a new overseas partner. Even exchanging business cards at the
exhibition might come in useful in the long run. That is why top managers of successful
companies try to take part in the most prestigious international trade fairs.

Two weeks ago the General Manager of Peter Hambro Mining Pic asked his Deputy,
Martin Green, to investigate the market of giant construction trucks. Last Thursday
Martin Green came back from the sales exhibition in Germany. It took place in Bonn
and housed exhibits from 20 countries including Japan, the USA, Canada and China.
Martin’s boss told him to get some information about industrial construction trucks
from the leading manufacturers. He also had to get in touch with some Japanese firms
to establish contacts in the export field. His visit was very useful and he got the
important information his boss had asked him to find.

Martin told his Chief that he had managed to get in touch with Mr. Yoshiki
Yamamoto, Executive Director of Komatsu Ltd. Martin’s boss wanted to know what
aspects of business they had covered during their meeting. Martin informed him that he
had asked Mr. Yamamoto what range of heavy trucks they were producing then, where
their production facilities were located in Europe, what their current volume of
European sales was. Martin wondered if they were planning to set up their dealer
network in the North of England. Mr. Yamamoto replied that they would start selling
to England if they found a suitable partner. Mr. Yamamoto asked if Mr. Green’s
company was involved in industrial construction. Martin explained that his company
had been one of the leading mining companies in Britain for many years. Then Martin
supplied publicity material and sales literature, which Mr. Yamamoto had asked for.

Martin told his boss that Mr.Yamamoto had got a good impression of their meeting
and said that they would be able to establish mutually beneficial and long-standing
cooperation with their British counterparts. Martin's boss said he was completely
satisfied with his Deputy’s work and added he was going to give him a generous bonus
if the deal worked out.
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Vocabulary

1. be involved in smth/doing smth — OyTu 3axisHum y 4yomy-HeOyab , 3aliMaTUCs
YUM-HEO Y Ib.

E.g. What companies are involved in this business? — fIki kommanii 3aiiMalOThCS IIUM
613HECOM?

2.clinch (v) - yknanatu (yroay, norosip) to clinch a deal — yknactu yrony,

3.come up with (V) - npononyBaTH (IJ1aH, MPOEKT),

E.g. | hope you can come up with a better plan. — CrnozgiBarocsi, BU 3anpOIIOHYETE
KpAalui IUIaH.

4.counterpart (n, C) - gimoBuii mapTHED,

5.cover smth (V) — posrasaatu 1mo-HeOyab, BUCBITIIOBaTH (1011 1 T. 1H.) B 3MI,

E.g. We have covered all the main points. — Mu po3risiHy/iu yci TOJIOBHI TUTaHHS.

6.current (adj) - morounuit, cyqacuuii current affairs - cygacui npooaemu,

7.executive (n, C) — mocamoBa oco0a, KEpIBHHUK,

CEO (Chief Executive Officer) - renepanbuuii tupekrop (kKopropailii), TUpeKTop
(mianpueMcTBa),

8.exhibition (n, C) — Bucraska,

to hold (held, held) an exhibition - mpoBoauTH BHUCTABKY,

a trade exhibition - BucraBka-mipogax,

exhibit (v) - BucraBmsaTu(ce); excronysaTH(cs) Ha BuctaBmi E.g. The company

exhibited the model of the latest design to the public. -Kommanis BuctaBuiza Moaenn

OCTaHHBOT PO3POOKH.

exhibit (n, C) - excrionat (Ha BHCTaBIIi),

9.fair (n, C) - spmapka ,

10. trade fair - Toprosa sspmapka,

11. generous (ad)) - menpuii, BEIUKHUIA,
E.g. The guests thanked the generous hosts for hospitality. — I'octi momsikyBamu
IIEJPUM Xa3ssIM 32 TOCTHHHICTb.

generosity (n, U) — BeIUKOAYIIHICTD, MEAPICTS,

12. house (V) — BMmilyBaTH,

E.g. The building houses five different firms. — V 6ynisii po3wmimieri n’ate Gipm.

13. impress (V) — cripaBUTH Bpa)keHHS, BPasKaTH,

14. impression (n, C) - BpaxkeHHs (edeKT),

to make an impression on smb — cipaBuTH BpakeHHS Ha OyIb-KOTO,

E.g. The new model of car made a great impression on me. - HoBa moeip MammHu
CIIpaBujia Ha MCHC BCJIMKC BpPaKCHHA.

impressive (adj) - Bpaxkarounii; BupasHuii Impressive results — Bpaxaroui pe3yabTaTu

15. in the long run - B KiHIli KIHI[IB; y 3araJIbHOMY,

16. long-standing (adj) - TpuBanwmii, Takuii, IKUW iICHY€ 371aBHA,

long-standing cooperation — TpuBaa criBmpari,

17. mutually (adv)- B3aemHo,
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mutual (adj) - B3aemumii, cminmpauii Mutual understanding — B3aeMopo3ymiHHS,

3roja,

18. profitable (adj) - Burimuuii, npuOyTKOBHUH,

E.g. We have clinched a profitable deal. — Mu yknanu Burinny yroay.

profit (n, C) - Burona, npuOyTOK, JTOXII,

to make a profit on smth — orpumyBaTi mpuOyTOK Bi YOro-HEOY /b,

to bring a profit —mpunocutu noxin E.g. He sold his house at a profit. — Bix BurigHo

MpoJ1aB OYJIMHOK.

19. reply (v) — BignoBinarwu,

to reply immediately promptly — BignoBizatu Bigpa3sy,

to reply to a question — BiamoBigaTH Ha MUTAHHS,

E.g. She replied that she would be happy to accept our invitation. — Bona Binmosina,
1o Oy/ie pajia MPUHHATH HaIlle 3aIPOIICHHS.

reply (n,C) — Binmosizp,

in reply to smth — y BiamoBizp,

in reply to your letter of the 15th May — y BianoBiap Ha Bari JUCT Big 15 TpaBHs

20. suitable (ad]j) - mpuaaTHU#, BiAMOBIIHHMA, CIYIIHHH,

suitable for smb/smth — Toii, o migXoauTs,

E.g. These terms are not suitable for us. — I1i ymoBu HAc HE BIAIITOBYIOTh.

suit (V) — migxoauTH,BiANIOBIIaTH BUMOraMm, BiamroByBatu E.g. That suits me fine.
— Ile MeHe BIAIITOBYE.

This jacket suits you perfectly — Ileii mimkak Bam ineaabHO TiAXOTUTh.

21. take place — BigOyBatucs, TpaIIsITHCS,

E.g. When did the exhibition take place? — Koau tpuBaa BucraBka?
volume (n)— BemuuunHa, 06’ €M, KIIBKICTE,
volume of sales — o6c¢sr mpomaxis.

Exercise 1. Answer the questions.

1.Why should international companies be in touch with the latest developments in
their business?

2. Where do top executives go to establish some useful contacts?

3. What countries took part in the exhibition in Bonn?

4. What were Martin's tasks at the exhibition?

5.Martin had to get in touch with a representative of Komatsu Ltd., didn’t he?

6. What kind of business is Martin’s company involved in?

7. What were the results of Martin’s visit to Germany?

8.Why did Mr. Yamamoto have a good impression of a meeting with Martin?

9.Did Mr. Yamamoto want to use an agent or to find a partner in England?

10. Who will get a generous bonus if the deal works out?

Exercise 2. Read and translate the sentences. Are they true or false?

1.To be successful in international business a company should know about their
competitors’ activities.

2.The best way to obtain first-hand information is to speak to your competitors.
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3.Managers participate in international trade fail's to get better jobs in other
companies.

4.The sales exhibition housed exhibits from 25 countries including Japan, China,
Korea, the USA. Canada and India.

5.Martin’s boss instructed him to contact businessmen from Japan.

6. Martin was not pleased with the trip.

7.During the meeting with Mr. Yamamoto Martin showed a great interest in the
current volume of European sales of Komatsu Ltd.

8.Mr. Yamamoto intended to set up a local production facility in England.

9. Mr. Green’s company is involved in financial services.

10. Martin offered Mr. Yamamoto free samples of their products.
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CamocrTiiina po6ora Ne 40

Theme “Participating in International Exhibitions”.
Task to do the exercises to the text “Participating in International Exhibitions”.

Exercise 1. Translate the sentences in Ukrainian.

1. Our counterpart promised to come up with an impressive plan of cooperation. 2.
The trade fair can bring us profit. 3. The prices do not suit us, they are too high. 4.
We have clinched a deal with a foreign company. 5. What impressed you at the
exhibition? 6. The CEO said the discussion would take place soon. 7. | was not sure
if they had reached mutual understanding. 8. They asked me if | was involved in
clinching the deal. 9. They are going to cover the main items of the contract. 10. The
fair housed a lot of exhibits from different countries.

Exercise 2. Translate words and word combinations in English.

ExcrnionyBaTu TOBap Ha BHCTaBIIl; YKJIACTU BUTIIHY YTrOJy; OTPUMYBATH Bpa)karoui
pe3yibTaTh; y BIAMNOBIAL HAa JIUCT; TMPOINOHYBAaTU IIJIaH B3a€EMOBUT1IHOTO
CIIBpOOITHUIITBA; BECTH TEPErOBOPU 13 3apyODKHUM TapTHEPOM; BEIUKI O0OCSTH
MpOJIaXKiB; BAAJIMM dYac; BMIIIyBaTH 0OaraTto €KCIIOHATIB; CIPAaBUTH BPaXXEHHS Ha
KEepIBHUKA; PO3TJISIHYTU OCHOBHI MTyHKTH KOHTPAKTY; BIJIB1IaTH BUCTABKY-TIPOJIAXK.

Exercise 3. Use correct preposition.

1. Is this time suitable ... you? 2. They got this offer ... reply ... your email. 3. We
hope to make profit... this deal. 4. We understood that he had been right... the long run.
5. The exhibition made no impression... me. 6. The programme covered ... the current
affairs. 7. We hoped they would come a new design of the model. 8. What business are
you involved ... ? 9. The CEO said the company had sold the building ... a great profit.
10. Who will reply... this letter?

Exercise 4. Fill in the missing words using your active vocabulary.
1. The company has increased the... of sales recently. 2. Where will the meeting ? 3. |
am afraid this time does not... me, it is too early.4. In ... to your letter we are sending
you our latest catalogue. 5. | think this business is... and hope to earn a lot of money. 6.
What... you at the exhibition? 7. We are not... in this business. 8. The top executives are
discussing the ... affairs. 9. We hope to achieve ... understanding in the long run. 10.
How many exhibits can this hall...?
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CamocrTiiina po6ora Ne 41

Theme “Participating in international Exhibitions”.
Task to do the exercises to the text “Participating in International Exhibitions ”.

Exercise 1. Paraphrase the following words and word combinations using your
active vocabulary.

1.to happen 7. to hold, store

2. to deal with 8. a business partner

3.a competitive exhibition 9. to do a deal

4. appropriate 10.to give an answer
5.amount or quantity 11 .to affect strongly

6. to propose 12.existing for a long time

Exercise 2. Change direct speech into indirect.

1. Mr. Cone said: “I can’t give you the exact figures. Mr. Tanaka”.

2. Carla asked Jim: “Will you help me with my presentation?”

3.We said to our clients: “It is possible to send these goods next week™.

4. Henry said to Jack: “Don’t make this appointment for today”.

5.The director said to us: “I need your ideas about the last promotional campaign
by the end of the next week™.

6. Thomas said: “I have seen the new construction site last week™.

7.Bob asked Ann: “Why do you always consider my ideas unrealistic?”

8.The office manager said: “How many chairs does your team need for the coming
meeting?”

9.Samantha told Nick:” Have you seen the fax from D&G? It was on my desk
yesterday”.

10. I asked Kelly:” Can you type this letter as soon as possible for me?”

Exercise 3. Choose the correct answer.
1. Mr. Fergusson said he ... call us as soon as the order... ready.

a) will...is b) would...was c¢) would...is

2.1 couldn’t read the mail as my computer ... down the day before.

a) had broken b) broke c) has broken

3. She told us she... the visitor in a minute.

a) saw b) will see c) would see

4.1 asked Mark if he ... to the conference in London the following week.
a) went b) would go c) had gone

5. Jerry told us... touch anything on his desk.

a) don't b) not to ¢) didn’t

6.Ann said that she... hard for three months and so she ... very tired.
a) had been working...was Db) has been working... was  c¢) worked ...was
7. The driver told us... the seatbelts.
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a) fasten b) to fasten c) don't fasten

8. Kerry asked the secretary when the boss usually ... at the office.

a) arrived b) would arrive c) arrives

9.They informed us that their counterparts from China ...in twenty minutes.
a) were arriving b) was to arrive c) arrived

10. The waiter asked if we ... the meal.

a) would enjoy b) had enjoyed c) enjoyed

Exercise 4. Translate in English.

1. Bin cka3as, 1110 KOMIaHIs yKJiaja BUT1IHY yroay. 2. Y BIINOBIAb HA Halll AUJTOBUH
JUCT Hall JUIOBMM MapTHEp 3alpoCHB HAC HAa BUCTaBKYy-MpoAax. 3. Mu XoTiuiu
JI3HATHUCS, JIe BIIOYACThCSA 3yCTpid 3 HalIMMH 3aMOBHUKaMmu. 4. BoHu He 3Hau, sKi
KOMIIaH1i 3aiMalOThCs MpoJlaXkeM 1boro oonaaHaHHs. 5. O6'eM MpojaxiB CIpaBUB Ha
MEHE BEJMKE BpakeHHsA. 6. Mu Ji3HalMCA, M0 TOPTiBEJIbHUM 3all BMILIY€E JAECITh
MarasuHiB. 7. MU po3TJsiHY/IM BC1 MOKJIMBOCTI B3a€EMOBUT1THOTO CIIBPOOITHUIITBA. 8.
S xoTiB mi3HATHCS, YU Haill yMOBH Bac BmamrtoByrTh. 9.I'€HepallbHHIT TUPEKTOP
3anponoHyBaB IuiaH TepMiHoBux niid. 10. KepiBHUKU KOMIaHii 0OroBOpUIIM CydacHi
npobsnemu. 11. Hame tpuBasne cniBpoOITHUITBO, B KiHIIl KIHIIIB, IIPUHECIO BEJIUKUN
J0x1 1BOM Kommadisim.12. BiH cka3aB, 110 BUMaraTUMe IeIpoi KOMITeHCAIlil.

93



CamocrTiiiHa podora Ne 42
Theme “Participating in international Exhibitions”.

Task to read, translate the dialogue, learn active vocabulary and to do the
exercises.

Dialogue
The Personnel Manager of Peter Hambro Mining Pic Ron Deny is interviewing Fiona
Redcliff, a candidate for the vacancy of a Public Relations officer.

Ron Derry - Now, Ms Redcliff, first of all I'd like to refer to your C.V. You pointed
out that you had previously worked for Meredith and Sons, a small family-run
company. You mentioned that you had been involved in marketing research, advertising
and PR activities, right?

Fiona Redcliff - That's right. This company was doing quite well in the north of
England. They are a small brewery producing ginger beer.

Ron Derry - So the company was successful. Why did you quit?

Fiona Redcliff - You see, last year the owner of the company informed the staff that
he had decided to sell his business to an Irish beer company. So that meant there would
be serious reorganization. Besides, | hoped to find a more challenging job with a
dynamic company with international links.

Ron Derry - | see. Now, Ms. Redcliff. Can you tell me what your biggest achievement
and what your worst failure were.

Fiona Redcliff - Well, | believe | could say that | organized a promotional fair that
took place in Nottingham last October and housed samples of our products of various
price range. By the end of the next month the volume of sales had increased by 10 %
and the firm had clinched two more profitable deals with specialty shops in London. As
for my biggest failure. | have to admit that before | learned the art of presentation | had
failed a presentation of our goods at a meeting with our counterparts from Scotland.
They were not satisfied but were generous enough to say that if we came up with some
more original ideas for a joint promotion of our product they would be glad to meet
again.

Ron Derry - Right. Can | ask where you see yourself, say, in 5 years if we employ
you?

Fiona Redcliff - Oh, I would greatly appreciate an opportunity to join your company!
| think in the long run | hope to contribute to preparations for sales conferences and
launches of advertising campaigns. Hopefully. I will be in charge of mutually beneficial
contacts with Japan where | had worked for 3 years with Komatsu Ltd. as an assistant
P.R. Manager.

Ron Derry - That is just what makes you the most suitable candidate for this position,
Ms Redcliff. | must say that before | set up this meeting | had studied closely your C.V.
and now | am absolutely sure that this is going to be the start of a long-standing and
mutually beneficial cooperation. My congratulations and welcome to our team!

Exercise 1. Answer the questions.
1. What position does Ms Redcliff apply for?
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. Where had she worked before she applied for a vacancy with Hambro Mining?
. What kind of product did Meredith and Sons manufacture and sell?
. Where was Meredith and Sons based?
. Why did she decide to leave her previous job?
. Who wanted to buy the brewery-?
. Did Ms Redcliff explain her wish to join Peter Hambro Mining?
. What was the greatest achievement in Ms Redcliff s career?
. Why were the Scottish partners not satisfied with her presentation?
10. What was the result of the interview?

O©ooO~NOO UL WN

Exercise 2. Makeup your own situations to the given themes.

A: You are Assistant Sales Manager of a start-up involved in interior design. You
have just returned from a trade exhibition in Paris. Share your impressions with your
friend who has been to a job interview with a French fashion design company. Ask
him/her how the interview went.

B: You are interested in the latest developments in the field of design. Ask your friend
about his/her impressions and tell him/her about your experience of a job interview.
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CamocrTiitna po6ora Ne 43
Theme “Advertising”.
Task to read, translate the text “Advertising”, to learn new vocabulary and to do
the exercises.
Advertising

Why do most people prefer Coca-Cola to some other cola? Why do more women
prefer Estee Lauder to some other perfume? Are these products functionally better? Not
necessarily. The value to the product in the consumer’s mind is added by advertising.
Research shows that the image of a product which is produced partially by advertising
is an inherent feature of the product itself. Advertising also educates customers about
new users of products. Kleenex was originally advertised as a make-up remover, later
it was promoted as a disposable handkerchief. Customers are also shown how to use the
product. All in all advertising helps people to satisfy their wants and needs.

If advertising adds value to products, it follows that advertising adds cost. And if
expensive advertising is stopped products cost less. Is that right? The situation is the
following. Prices are affected by advertising but in different ways. Advertising is indeed
paid for by consumers who buy the product. But if in retailing advertising tends to hold
prices down, in manufacturing advertising is used to stress the features that make
products better, so advertising tends to support higher prices.

On the whole advertising is very important for an economy. In the economy that
produces more goods and services, which are consumed, advertising serves two
important purposes: consumers are informed of their alternatives and companies
compete more effectively for consumer money.

The history knows a lot of examples of brands successful due to extensive advertising
and promotion. Here is the story of one of them.

William Wrigley was expelled almost every third week of the school year. At the age
of eleven he ran away from his home in Philadelphia to New York where he joined the
local ‘‘newsies” and started to sell newspapers to earn his living. Eventually the boy
returned to Philadelphia and his soap-manufacturer father found him a place in the soap
factory. At 13 he persuaded his father to let him start as a Soap salesman. He rode from
town to town in Pennsylvania and sold his father's soap to retailers, a box of baking
soda was always offered as a bonus. When the baking soda began to be sold better than
the soap, he started selling it, at this time chewing gum was offered as a premium. When
people wanted more gum, he sold that instead. In 1892 he moved to Chicago and the
demand for chewing gum was growing daily. Companies were set up by him to sell his
gum abroad - in Canada, Australia and Great Britain. No one believed more deeply in
the power of advertising than he did. He spent his first $ 100.000 on it, saw no return
on that, raised $ 100.000 more, found the second investment as fruitless as the first but
didn't give up. In 1907 he added $ 250.000 more. A bright future for his company was
ensured.
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Vocabulary

1. affect (v) - BumBaTH, AisITH HA KOTO-HEOY b,
E.g. It will affect her decision. — Ile BrutnHe Ha Ti pilICHHS.
2. demand (n, U) — mormur,
demand for goods — monut Ha TOBapH,
to be in great demand- kopucTyBaTHCS BEITUKUM IIOIMMTOM,
supply and demand — momnuT i mpomno3uiris ,
E.g. Demand affects supply. — ITonuT BIuiMBae Ha HMPOMO3HMIIIFO.
3. disposable (adj) — onnopa3zosuii,
a disposable handkerchief — onHopasoBa HocoBa xycTHHKaA,
4.due (adj) — 3000B’s13aHMI, TOBUHHUH,
E.g. He is due to speak at the meeting. — Bix moBuHEH BUCTYIIUTH HA 310paHHI.
due to smb., smth. — 3aBasiku KOMYyCh, Ue€pe3 KOroch,
E.g. The accident w'as due to fog. — ABapis cTamacst yepe3 TyMaH.
5. earn (V) — 3apo0usTy,
to earn one’s living — 3apoOsiTH HA KUTTS,
6. economy (n, Q) — ekoHOMIiKa, FOCIIOIAPCTRO,
economic (adj) — ekoHoMIYHHIA,
economic policy — ekoHoMiYHa MOJIITHKA,
Compare: economical (adj) - ekoHOMHUI, EKOHOMIYHMIA,
an economical car — ekoHOMi4HHIT aBTOMOO1IB,
7. ensure (V) — 3abe3neuyBaT, rapaHTyBaTH,
E.g. I can’t ensure his success. — I He MOXKy TapaHTyBaTH HOTO yCIiX.
8. extensive (adj) — oOmmpHui,
E.g. He has an extensive knowledge of this subject. — Y #poro oOmupHi 3HaHHS 3
I[bOTO TIPEMETY.
9. give up (gave, given) (V) — MOCTYIIUTHUCS, 31aTHC,
10. hold down (held, held) (v) — yrpumyBaru,
E.g. We can’t hold down prices much longer. — Mu He 3M05keMO T0Bro
CTPUMYBATH II1HHU.
11. instead (adv) — 3amicTsb,
instead of smth., smb., doing smth. - 3amicTh KOroch, 40roch,
E.g. He sold baking soda instead of sugar. — Bin mpoiaBaB po3nymryBad Ticta
3aMICTh IYKpPY.
12. join (v)smb., smth. — npueaHaTHCS 1O KOrOCH, YOTOCh,
E.g. May | join you? — MosxHsa o Bac npuennarucs?
to join a company — mocTynuTH Ha POOOTY Y KOMITaHIfo,
13. originally (adv) — mepmoueproso, croyaTky, 3a OXOKCHHSIM,
E.g. Originally this company was a small business. — Ciogatky st kommnasist Oyia
MaJIuM TiATPUEMCTBOM.
original (n, C) — opurina,
in the original — B opurinani,
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14. persuade (V) — nepekoHyBaTH, BMOBJISTH,
E.g. He persuaded me to come. — Bin nepekoHaB MEHE MPUITH.
15. promote (V) — mpocyBaTH, MABUIIYBaTH B MOCAI,
E.g. He was promoted last year. — Moro miaBuimmm MHHYIOTO POKY.
to promote a new product — pexaaMmyBaTH HOBHi TOBap,
promotion (n, U) — mpocyBaHHs, CIPUSHHS, CTUMYJIFOBAHHS,
sales promotion — ctumysroBaHHS 30yTYy,
return (n, U) — mpuOyToOK ,
E.g. The return on my shares is 5%. — [IpuOyTok Bix MOIX aKI[iif CTAHOBUTH 5
BiJICOTKIB.
16. stress (V) — migkpecaoBaTH, HaJaBaTH BEJIUKOr0 3HAUEHHS,
E.g. He stressed that the work was very important.- Biun migkpecnus, 1o podora
Jy’Ke BaKJIUBA.
17. support (v)smb., smth. — miaTpuMyBaTH KOroch, 40roch,
support (n, U) — miarpumMka,
in support of — B miATBepKEHHS,
18. tend (V) — OyTH CXHIIbHUM,
E.g. She tends to agree with them.Bona cxuibHa OTOUTUCS 3 HUMH.
19. value (n, U) — iHHICTH, BapTICTh,
E.g. His advice was of great value to us. — Bin jaB HamM HEOIlIHEHHY TTOPaYy.
to be good value for money — okynurHcs, BapTyBaT BUTPAYEHHX I'POIIIEH,
E.g. The computer was good value for money. — Komm’rorep BapTyBaB BUTPAUeHUX
IPOIICH.

Exercise 1. Answer the questions.
1. What is an inherent feature of a product?
2. What are the main functions of advertising?
3. How was Kleenex advertised?
4. How are prices affected by advertising in retailing?
5. How are prices affected by advertising in manufacturing?
6. Why is advertising important for an economy?
7. How did Wrigley manage to attract customers to his goods?
8. Where did William Wrigley set up companies to sell chewing gum?
9. What proves that William Wrigley deeply believed in the power of advertising?
10. Why do people prefer some brands to others? Give your reasons.
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CamocrTiiina po6ora Ne 44
Theme “Advertising”.
Task to do the exercises to the text “Advertising .

Exercise 1. Read and translate the statements. Are they true or false?

Advertising adds value to a product.

The image of a product is created by advertising.

Advertising informs the public of the new uses of a product.
Advertising keeps prices low.

Advertising is paid for by retailers.

William Wrigley was one of the worst pupils at school.

William Wrigley started his career as a salesman at the age of 13.
In Chicago the demand for soap was growing daily.

Wrigley’s gum business grew from local into international.

CoNoOk~wWNE

Exercise 2. Translate words and word combinations in UKrainian.

1. This company was set up two years ago. And since then it has been leading a wise
economic policy. 2. His absence was due to illness. 3. What are prices affected by? 4.
He has earned the respect of his colleagues. 5. She is easily persuaded. 6. Last year they
spent a lot of money on sales promotion. 7. The insurance company paid us the full
value of the car. 8. The facts support your theory. 9.1 can’t ensure that he will be there
on time. 10. We made extensive use of his hospitality. 11. He stressed that the goods of
his company were in great demand on the world market. 12. Advertising companies
should always think up new ways to promote products.

Exercise 3. Translate into English.

OpnHopa3oBUii MOCYHA; Yepe3 HU3bKHI IOMMT, €KOHOMIKAa HAIlOi KpaiHM, YUTaTH
KHMTH B OpHUIiHAi; MPOCYBaTH HOBHH TOBap; MIATpUMATH KaHAWAaTa; BIUIMHYTH Ha
MOKYIIIIS; €EKOHOMHHI YOJIOBIK; OOIIMpPHA peKiiaMa; CTPUMYBATH 1HQIIAIIIO; 3aMiCTh
MOKYIIKH; I[IHHICTh BIIKPHUTTS; 3apOOUTH MPUOYTOK.

Exercise 4. Use correct preposition.

1. He spoke ... the support ... our idea. 2. Our flight was delayed due ... a strike. 3.
They joined ... us ... lunch. 4. You have to think how it can affect ... your business. 5.
There is a great demand ... our goods. 6. In retailing advertising tends to hold prices ...
. 7. Instead ... having lunch at home we had a picnic. 8. He reads Shakespeare ... the
original. 9. What was the return ... your investment? 10. Our new advertising campaign
Is good value ... money.

Exercise 5. Fill in missing words using active vocabulary.
1. The book... his success. 2. Try to... your father to lend us his car. 3. If | am not...
within the next two years | am going to change jobs. 4. They paid him the ... of his lost
property. 5. The new government law has ... our export trade. 6. Our goods are of high
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quality so they are in great .... 7. He advised me to use a ... container. 8. |
wondered how he ... his living. 9. She ... to accept our offer. 10. It will be
more ... to switch the machine off at night. 11. Two years ago the country faced
serious... problems. 12. He receives... from his parents.
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CamocrTiitna po6ora Ne 45

Theme “Advertising”.
Task to do exercises to the text “Advertising ™.

Exercise 1. Paraphrase words and word combinations using active vocabulary.
1.

2
3.
4.
3)
6
7

to gain as profit 8. to advance in position
material worth 9. avoiding waste
to influence 10. to guarantee
to back up 11. profit
because of 12. in place of
to convince 13. to emphasize
designed 14.to be thrown away after a single use

Exercise 2. Open brackets using Passive Voice.

The new office (open) last year in Manila.

Your C.V. (deal with) by the Personnel Manager next week.
This type of tools (produce) by our company for ten years.
Day students usually (give) a lot of homework.

ok whE

Who the dinner (cook) by tomorrow?
/.. .. everyone (give) the handouts yet?

8.She (fire) as she didn’t follow the company rules about smoking.

9.Goods with famous brand names can (make) illegally.
10. The contract (sign), so it’s time to have a drink to celebrate.

Exercise 3. Choose correct answer.

4.

1.We just. ..all the points of our agenda.

a) covered  b) were coveredc) have covered

2.A new working scheme ... by the management last month.
a) was introduced b) has been introduced c) introduced

3. The students... fifteen topics for their course paper this year.

a) gave b) were givenc) will be given
I ... that the manager would call me after 3 p.m.
a) was told b) have been told c) told

5.Advertising of alcohol on TV... several years ago.

a) had been prohibited b) has been prohibited  c) was prohibited
6.The price for food ... due to the losses during the extremely hot summer.

a) has gone up b) was gone upc) had gone up
7.Will the caipets... on Monday?

a) be cleaned b) cleaned c) clean
8.The doctor... me to follow his instructions.
a) was told b)told C) said

The redecoration (finish) by the start of the new academic year.

9.At the interview she ... to speak about her biggest achievement in her previous job.

a) was asked b)had been asked c) has been asked
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10. Their property and house ... insured the year before so they got compensation
after the fire.

a) was b)had been c) would be

Exercise 4. Translate in English.

1. Illo BM 3HaETE MPO €KOHOMIKY HAIIOl KpaiHu Ta ii €KOHOMIYHUX pedopmax? 2.
Bouu cxunbH1 migTpuMaTtd Haimie pimieHHs. 3. Bie MiIKpeciuB, M0 CHOMIBAETHCS
OTpHMAaTH BHUCOKHH MpUOYTOK BiA cBOiX akmid. 4. Ha 1miHm BrmBae momuT 1
npono3uilid. 5. Sk crovaTky pekiamyBaBcs 1ieil HoBHi npoaykT? 6. HoBa mapka 11p0ro
TOBapy Maja yCIliX 3aBISKU pekyiami. 7. YpsiJ rapaHTyBaB, IO I[iHU OyAyTh CTpUMaHI
IpOTATroM poky. 8. BiH 30upaeThcst BIamITYBaTUCS HAa pOOOTY y PEKJIaMHE areHTCTBO.
9. Heit 6yquHOK — BurigHa mokymka. 10. MoMy BiqMoBuan y npuiiomi Ha po6oTy, aie
BIH HE 3/1aBCs 1 3BEPHYBCS Yy 1HIIY KOMIAHIIO.
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CamocrTiiina po6ora Ne 46
Theme “Advertising”.

Task to read and translate the dialogue, learn new words and to do the exercises.

Dialogue
Two members of the Marketing Department at Top-Style are having an informal talk
during lunch time. Ben is a newcomer. He doubts the necessity of extensive advertising.

Ben - Listen, John! We are spending a fortune on promotional activities: TV, radio
advertising, press advertising, billboards, and online promotion. Our jeans are in great
demand. Why don’t we spend less on advertising and invest more in research and
development.

John - Well, Ben, | have been in this business for nearly 10 years. And | can tell you
for sure that the return on advertising is good value for money. Will you tell me, which
needs are satisfied through goods consumption.

Ben - Material needs, of course. Our target audience is from 18- to 30-year olds. They
want high quality fashionable jeans at competitive prices and they get them.

John - It’s not as simple as it seems. Besides material needs, we also need love,
recognition and respect from our friends. We need to be aware of ourselves as persons
in relation to surrounding social groups. So social needs have to be satisfied too. Social
values are very important. And our advertising is intended to persuade customers that
through the jeans they buy they will be identified as modern, smart, dynamic people.

Ben - | see, but some people say that due to its conflicting claims, advertising
confuses more than it helps. Now they ask, can all brands of soap, shoes, or jeans be
“‘best”?

John - As for conflicting claims, differences of opinion are a basic element in
advertising. It tends to be subjective. In fact, an advertiser cannot be objective about his
brand.

Ben - And what will you say about the criticism that much advertising is false and
misleading.

John - Well, of course, false or misleading advertising is illegal. An advertisement is
a public promise which is seen or heard by the public. Our company doesn’t support
the practice of misleading advertising. We realize that our image is affected by
advertising. Our management always stress that we must ensure truthful advertising.

By the way, sometimes problems take place not only due to false advertising but also
due to the advertiser's ignorance of local customs and habits.

Have you heard of a text-book example when the soap didn’t sell well in the Middle
East? A soap advertisement had a picture of dirty clothes on the left, a box of soap in
the middle and clean clothes on the right.

Ben - [ haven’t. Tell me, please.

John - The advertisers forgot that in that part of the world people usually read from
right to left.

Ben - OK, I give up. I agree that advertising is a key to our success. Oh, it’s time to
get back to work. Don’t forget we are meeting tomorrow at lunch time. Bye.
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John - See you.

Exercise 2. Answer the questions.

What is Ben worried about?

How long has John been working in marketing?

Which needs are satisfied through goods consumption?

What do we call social needs?

In which way are social needs satisfied?

What are the target consumers of Top-Style?

How can false or misleading advertising affect consumer choice?

NoakowdE

Exercise 2. Discuss the following statements.

1. The most interesting advertisement you have ever seen.

2. The most boring advertisement you have ever seen.

3. Has any advertisement ever persuaded you to buy anything?
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CamocriiiHa pooora Ne 47
Theme Revision.
Task to do the exercises.

Exercise 1. Choose correct answer.
What is the ... news?

a) today b)current  c)last
1.He ... to agree with us.
a) appeals b) enjoys  c) tends

2.Three companies are ... in this business.
a) involved b) producedc) housed
3.He was... by the new model of car.

a) enjoyed b) impressedc) stressed
4.Prices are ... by demand.
a) affected b) impressed c) used

5.This method of sales is ... for our company.
a) generous b) suitablec) long-lasting
6.They have ... all the contract terms.

a) covered b) ensured c) decided
7.This specialized exhibition ... last year.

a) took part b) took place  c) held
8.What do you know about market... ?

a) economics  b) volume c) economy

10. I"d like to buy an ... car.

a) economical b) economicc) extensive

11. Wrfe can ... the quality of our goods.

a) persuade b) ensure C) support

12. | have known my... for three years.

a) counterpart  b) waiter ) consumer

13. They will... us on Tuesday.

a) come b) return C) join

14. The executive promised to ... him in a month.
a) promote b) affect C) support

15.  We thanked the host for his....

a) services b) goods c) generosity

Exercise 2. Change direct speech into indirect.

1.He said: “Your generosity impressed me greatly.”

2.She asked: ‘“When was this exhibition held?”

3.1 wondered: ‘is there any demand for these goods?”

4.He told me: “Don’t promote this employee.”

5.Mr Jones said: “We have covered all the tasks.”

6.He stressed: “This deal will be profitable for our company.”
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/.My counterpart wanted to know: “Do you support my idea?”

8.He asked: “What did you write in reply to his letter?”

9.She said: “Our volume of sales was high last year.”

10. Ann asked: ‘“Don’t give up.”

11. My friend wondered: “Who is the CEO of your company?”

12. Her colleague wanted to know: “How much did we spend on sales

promotion?”

13. He asked: “Are you involved in this business?”
14. She said: “My new laptop is good value for money.”
15. My boss ordered: “Clinch this deal immediately.”

Exercise 3. Use correct preposition.

1.0ur goods are not... great demand.

2.What is he involved ... ?

3.The flight was delayed due ... bad weather.

4.The city centre made a great impression ... me.

5.1t doesn’t affect... me.

6.He sold his car... a profit.

7... reply... your letter... the 22"... March we would like to inform you that your

terms are suitable ... us.

5.

8.Their help is ... great value ... us.
9.Could you come  anew plan?
10. He spoke ... support... our proposal.

Exercise 4. Form the nouns from the given verbs.
1.cover 6. persuade
2.house 7. promote
3.impress 8. support
4.reply 9. value
demand 10. return
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Camocriiina pooora Ne 48
Theme “Business Ethics.”
Task to read, translate the text “Business Ethics”, to learn active vocabulary.
Business Ethics

It has always been accepted that the aim of business is to make a profit. This point of
view can be easily explained. Various products are being produced non-stop to satisfy
the growing demand of the public. The more goods have been sold, the more income
has been received. So if you want to increase a company profit all efforts must be taken
to boost sales and maintain high production performance. This can be done byseveral
methods: more manufacturing plants should beopened: a bigger number of workers can
be employed, new technologies might be applied. However there is a cost to all these
activities. In order to build a new plant and to install up-to-date equipment huge
expenses are needed. Workers should be paid at least average wages in this industry'.
New technologies wall pay off in the long run but at the initial stage a lot of investment
and staff training are required. At the same time a lot of workers can be made redundant
if a company introduces cost-saving and labour-saving technologies.

To avoid costs and to gain extra high profits some companies use illegal or unethical
methods of business. Management employs illegal immigrants and pay them low wages.
The workers may live in unhealthy conditions and lack medical service as they haven’t
been insured. Most multinational companies tty to get cheaper labour force and save on
operating costs, a few companies have even been involved in industrial espionage to
gain a competitive advantage. Some businesses encourage corruption when they try to
bribe government officials who are in charge of important construction or production
projects.

Examples of unethical behaviour in relation to the staff of a company are constantly
being discussed in mass media. Employees may be discriminated o11 the basis of race,
age and gender. Women are often confronted with the so-called glass ceiling problem
when they can’t be promoted to senior positions only because men are considered better
executives.

Development of international trade creates serious problems for many firms operating
In countries where bribes are a common part of business activity. In the field of
advertising false and misleading advertising is treated as illegal and unethical because
it persuades consumers to buy unnecessary or dangerous goods. This is especially
important in the case of health-related products and products for children.

Now companies are becoming aware of the fact that it is vital to have a code of ethics
and to follow certain ethical standards if they want to keep their image as good citizens
and ethical businesses. Today consumers’ attention is focused not exclusively on the
product characteristics. A growing number of customers prefer environmentally friendly
merchandise that hasn’t been tested on animals. More and more people are buying
oiganically grown fruit and vegetables. So companies are being forced to use
technologies and processes that should be harmless to the environment. Moreover, if a
business positions itself as ethical this could be considered a clever marketing strategy.
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The corporate and brand image will be strengthened if the public trust and rely on the
ethical standards for the staff and the executive board of a company. As a result, the aim
of a contemporary business is to maintain its reputation as a fair business that is both
socially responsible and customer oriented.

Vocabulary

1. aim (n, Q) mamip, minb

E.g. It is our aim to complete the work before the end of the month. — Hama mera —
3aBEPIIUTH POOOTY A0 KIHIISI MICSIIS.

Syn: intention, purpose,

to aim at smth — nparuyTu yoro-He0y/p,

E.g. He is aiming at success. — Bin nparde ycmixy.

2. aware of smth (adj) — Toii, sixuii 3Ha€ 1IOCE.

E.g. They were aware of the difficulties. — Bonu 3naiu npo TpyaHOIIIi.

awareness (n, U) — yCBiZOMIIEHHSI, KOMIIETEHTHICTb,

3. boost (V) — migBuIyBaTH, 301IbIITYBaTH,

E.g. Extensive advertising boosts sales.- O6mmmpHa pekirama 30LTbIIye 00CAT MPOJAKIB.
4, bribe (n, C) — B3siTKA, MiAKYII,

bribery (n, U) — xabapaunrso,

to bribe (v) - migkynaru; naBatu xabap,

E.g. It is illegal to give bribes. — JlaBatu xabap npoTH3aKOHHO.

5. condition (n, Q) — ymoBa,

on condition that — 3a ymoBH,

E.g. We will accept this proposal on condition that everybody agrees. -Mu npuiimemo

ITF0 MPOTIO3HUIIIIO 32 YMOBH, 1110 BC1 OYAyTh 3TiHI.

6. contemporary (adj) — cygacHui,

contemporary writers — cydacHi IiCbMEHHMKH,

7. encourage to do smth (v) — 3ao0xouyBaTH, MiATPUMYBATH,

E.g. The staff are encouraged to attend training courses. — KepiBHUIITBO 3a0X04ye
IIepCOHAJT BIABIYBATH KyPCH MiABUIIEHHS KBaTi(iKaIlii.

8. environment (n, U) — oTouYeHHS, HABKOJMIIHE OTOYCHHS, HABKOJIUIIHE
CEpEeIOBHIIIE,

environmental protection — 3axucT HaBKOJHUIIHBOTO CEPEIOBHIIA,

environmentally friendly — exonoriuno 6e3neunui,

Q. force (v) — 3mymyBatu ,

to force smb to do smth — 3smymyBaTti Koroch poOMTH II0CH,

E.g. The financial problems forced her to sell her house. — ®inancoBi npobiaemu
3MYCHJIH 11 MPOJATH OyIUHOK.

10. harm (n, U) — mixoza, 30MTOK,

to do smb harm — mkoauTH KOMYCH ,

(adj) — mxiguBuUi,

harmful to health — mxinmuBmii 11t 370pOB’ A,
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harmless (adj) — 6e3neunuii, HEMIKITHBHIHA,
11. income (n, C) — noxiz, 3apo0iToK ,
an annual income — mopiuHMiA 3apo0ITOK,
E.g. Their company aims at boosting their income. — Kommnasis nparse 30UIbIIATH
TOXIJI.
12. insure (V) — cTpaxyBaTH ,
insurance (n, U) — cTpaxyBaHHs,
life insurance for $ 100 000 — cTpaxyBanns xutTa Ha cymy $ 100 000,
13.  lack (v) — BiguyBaTH HecTauy, HOTpeOyBaTH, HE MATH YOrOCh ,
E.g. He often lacks money. — Bin yacTto BigdyBae HecTauy IpoIiei.
lack of smth (n, U) — menocraua, motpeba, BiICYyTHICTS,
14. merchandise (n, U) — ToBapu,
high-quality merchandise — ToBapu BUCOKOT SKOCTI,
15. mislead (misled, misled) (v) — BBoauTH B omany,
misleading (adj) — Takuii, 1110 BBOJUTH B OMaHy, OMaHJINBHH,
misleading advertising — pekiiama, sika BBOJUTh B OMaHy,
16. operating costs — ekcrutyaTalliiiHi BATPATH,
17. redundant (adj) — 3BiIbHEHMIA 32 CKOPOUYCHHSM IIITATY,
to make smb redundant — ckopoTuTH KOrocs,
E.g. He has been made redundant. —Biu OyB 3BiibHEHHUH 32 CKOPOUEHHSM IITATY.
redundancy (n, U) — ckopodeHHS IITaTy,
18. save (V) — Oeperti, EKOHOMHUTH,
on smth — eKOHOMHTH Ha YOMYCh,
cost-saving — sikuii 3MeHIIye co0iBapTICTh,
labour-saving — 1o 3ao1amKye mpaio,
energy-saving — eaeprosoepirarouuii ,
19. strengthen (V) — 3milHIOBATH, ITiACUIIOBATH,
E.g. The position of the company has been strengthened lately. — Ocrannim yacom
TOJIOKECHHS (PIpMH 3MIITHLIIO.
strength (n, U) — cuta, MiliHiCTh, Millb,
20. vital (adj) - GKUTTEBO) BasKIMBHI, HEOOXITHHMIA,
a question of vital importance — nuranHs IEPIIOYEPTrOBOT BasKIMBOCTI.
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Camocriiina pooora Ne 49

Theme “Business Ethics™.

Task to do the exercises to the text “Business Ethics”.
Exercise 1. Answer the questions.
What has always been the aim of business?
What should be done to increase company profits?
Why do companies have to make some of their workers redundant?
What are the advantages and disadvantages of new technologies?
Why is it unethical to employ people illegally?
What methods do multinational companies use to save on operating costs?
How is corruption encouraged by some unethical businesses?
What type of discrimination are women often confronted with?
What were several American companies prosecuted for?

10 What kind of advertising is treated as illegal and unethical and why?

11. Why is misleading advertising especially dangerous in the case of health-related
products?

12. Why are a lot of companies starting to focus more on ethical issues?

13. What is the aim of a contemporary business that wants to stay competitive in the
long run?

CoNoaRrWDE

Exercise 2. Read the sentences. Are they true or false?

1. The more goods are sold the more profit a company gets.

2. Itis not very expensive to install new equipment and introduce new technologies.

3. Up-to-date technologies pay off in the short run.

4. Some companies employ illegal immigrants because they are better qualified.

5. Ifthe workers are not insured they don’t get medical service.

6. Government officials often try to bribe the executives of huge multinational
corporations.

7. Sometimes employees are discriminated because they come from a different
nation or are too old for the job.

8. The so-called ‘‘glass ceiling” type of discrimination means that bosses keep an
eye on every employee all day long.

9. lllegal payoffs and bribes are different things.

10. False advertising persuades consumers to run to supermarkets and buy useless
and expensive things.

11. It is more important for a company to increase profits than to be environmentally
responsible.

12. Today people prefer to buy more fast food because it is good for your health and
Is organically grown.

13. If people trust ethical standards of a business it improves the brand image and
increases sales.
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Exercise 3. Translate into Ukrainian.

1.He reads contemporary English writers in the original. 2. Our aim is to boost sales. 3.
A lot of vital questions have already been discussed. 4. Energy-saving technology has
been introduced at this plant lately. 5. Cultural awareness is vital in modern business. 6.
| have never heard of bribery in this sphere. 7. This merchandise will bring our company
a huge income. 8. Who forced you to bribe him? 9. We spend a lot of money on
environmental protection. 10. How can we strengthen the position of our company? 11.
At the meeting | was asked about our working conditions. 12. Smoking is harmful to
your health.

Exercise 4. Translate the following word combinations in English.

HaranpHa mnpoGnaeMa, €KOHOMUTH Ha €KCIUTyaTallliHUX BUTpaTaxX, 3MYCHUTH
CKOPOTHTH CIIBpOOITHHKA, HEAONIK 1H(opMallli, BBOAUTH TOKYIIIIB B OMaHY,
MIIBUIIUTH JOX1] KOMIaHI11, TPUHECTH IIKOY MOKYIIIAM, 10AaTH PO 3aXUCT JOBKIIJIA,
MIIBUIYBATH 3aWHATICTh HACEJICHHS, YCBIAOMIIIOBAaTH €(PEKTHUBHICTH CTHMYIIFOBAHHS
30yTy, MParHyTH J0 BUCOKUX PE3YJIbTATIB, MIAKYIUTH CTAPIIOro MEHEHKEpa.

Exercise 5. Use correct preposition.

1. He insured his business ... a huge sum of money. 2. They aim ... a high income. 3.
I can not understand what they save .... 4. Are you aware ... your problems? 5. There is
a lack ... water in this district. 6. ... what condition will they sign the contract? 7. | am
afraid it can be harmful... you. 8. We think that this matter is ... vital importance. 9. |
don’t think he will be made ... redundant. 10. Most of his problems come from a lack...
confidence.
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Camocriiina pooora Ne 50

Theme*“Business Ethics™.

Task to do the exercises to the text “Business Ethics”.
Exercise 1. Fill in the missing words. Use your active vocabulary.
1. We would like to ... our business for $300 000. 2. He is afraid to be ... because
of the crisis. 3. It is difficult to... a large sum of money. 4. What is his annual ... ? 5. It
Is ... to your health to eat fast food. 6. He was ... by advertising and bought this expensive
merchandise. 7. | am sorry, | was not ... of the fact. 8. When we find out all your ... we
will make a decision about the future cooperation. 9. Because of... oftime he could not
meet the deadline. 10. Our top management ... employers to increase their professional
skills. 11. It was my own decision, | was not... to change jobs. 12. We are sure this
merchandise will... our sales.

Exercise 2. Paraphrase the following word combinations using active vocabulary.

1. to setaside 8. to increase

2. to stimulate 9. of the present time

3. essential, important 10. payment received for goods

4. apurpose or services

5. to make smb. do smth. 11. absence of smth.

6. having knowledge 12. to lead into error of judgement
7. to grow stronger 13. goods

Exercise 3. Translate in English.

1. Peknama, 110 BBOJIUTH B OMaHy, MOXE 3aBJIaTH IITKOIH TOKYTIISIM.
2. Jlo yoro Bu mparuete? 3. Mu mmpogaeMo TUIBKH ~ €KOJIOTTYHO Oe3IIeUHI TOBapH.
4. Mu BiguyBa€MO HECTauy B CYYaCHHX TCXHOJIOTISX, SIKI CKOPOUYIOTh COOIBApPTICTS i
TPYAOMICTKICTh BUPOOHHIITBA. 5. BiH cka3aB, 110 HOro cKopo CKOPOTSTh.
6. Bu 30mpaetecs 3acTpaxyBaTH CBOE JKHTIO? 7. Mu He
MOYKEMO €KOHOMHMTH Ha OXOPOHI JOBKIJIJIA. 8. Moro 3mycwm
3MIHHTH YMOBH JOTOBOpY. 9. 1 He MOXKy MOBIPUTH, IO BIH
Oepe xabapi, y HhOTO JTyXKe BHCOKHI pIYHHM JOXO/I. 10. Bamii
eKcIuTyartaiiidi Butparu minsummiucs. Lo cranocsa? 11. Mu

3HAJIM, 10 BiH YCBIJOMIIIOE TIEpeBaru HOBOi eHepro3z0epirarouoi TexHoiorii. 12. fka
Meta Baioi mistibHOCTI?

Exercise 4. Transform the sentences, using Passive Voice.
We aim our advertising campaign at young customers.
They bribed this customs officer.

They should force him to accept their terms. (He)

My parents have always encouraged me in my projects.
He insured his house for a large sum.

They have just made her redundant. (She)

ok wdE
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We strengthened our friendship during his trip to the mountains.
You will save costs if you follow this strategy.

Car manufacturing can harm the environment.

10. They boosted sales by a clever promotional strategy.

© 0o~

Exercise 5. Translate in English using infinitive.

1. Mu xouemo 301UIbIIUTH 00csT npoaaxiB Ha 15%.

2. Hamni kKOHKypeHTH Hamarajiuch MIAKYIUTH OJHOTO HAIIOTO CIIBPOOITHHUKA 3
BIIJIUTY TUTAaHYBaHHS.

3. Jl71st TOro, 11100 320XOTUTH XOPOIIIMX MPaIliBHUKIB, IM MOKHA JIaTH MPEMIIO.

4, Barmra meTta — mokasaTu moKyTIIiO, 110 Balll TOBAP Ma€ yHIKAJIbHI IEpeBary.

5. Kynutu HOBe oOnagHaHHS Ta 3allyCTUTH pEKJiaMy Ha TejeOadyeHHl 3a OJUH
MICSIIIb — II€ TYKE€ JIOPOTO.

6. Han3BuuaiiHO Ba)XKO JOTPUMYBATHCS €THKH OI3HECY, SKIIO BU XOYETE MATH
rapHy penyTaIiio y JUI0BUX KOJax.

7. KitienTH moBUHHI 3HATH PO HAIITY €KOJIOT1YHY MO3UIIIIO.

8. Bawm cniin 3MycuTH 11bOro mpaifiBHUKa BUOAYUTHCS TIepe] TTOKYIIIEM.

Q. Bonuckoporunu 50 npaiiBHUKIB, 11100 3MEHIITUTH BUTPATH.

10. Mu yknanu nuei 1oroBip, o0 3MIHUTH JUIOBI 1 KYJIBTYPHI 3B’ I3KM MK HAIIIUMHU
KpalHaMu.
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Camocriiina pooora Ne 51
Theme “Business Ethics.”
Task to read and translate the dialogue, to learn new words and to do the
exercises.
Dialogue

Managing Director Terry Varner and Marketing Director Jack Travis are discussing
the problem of staff redundancies at their small daily factory.

Terry Warner - Right, Jack. I’m not going to mislead you. I’m sure you are aware of
the situation at our plant. The volume of production has been decreased due to the lack
of new equipment. The staff are unable to operate it as they haven’t been trained to do
S0. Our sales are dropping and that doesn’t boost the enthusiasm of the Board. Serious
cuts will be made very soon.

Jack Travis - Now hold on, Terry. Let’s look at it from another point of view. The
lack of equipment has been caused by your desire to save on training costs. You
preferred to keep the outdated unproductive tools because it would be time-consuming
to organize training for the staff. If the workers are taught how to operate contemporary'
equipment their average wages must be increased. As far as | can see that is not your
aim.

Terry Warner - Well. | have a better idea. We can employ a few workers who are not
American citizens. Then we won’t have to arrange medical insurance for them or
guarantee the same level of wages as our employees get. What do you think of that?

Jack Travis - That is out of the question, Terry! Are you going to make our workers
redundant to take on illegal immigrants? That is against the law. Besides, this will not
make the quality of our merchandise better because the new equipment won’t be used
by the low-income staff. No, there must be other legal ways to deal with this problem.

Terry Warner - might go back to the old traditional recipe of Tapioka pudding that
was produced at our factory in the 70-s. It can be positioned as an environmentally
friendly dairy' product useful for children and for people who want to keep fit.

This may help us to save on the production costs as the old tools will be used. Also
we won’t be forced to make anyone redundant - all our workers know the production
process.

Jack Travis - Great! Besides, Tapioka pudding production process is completely
harmless to the environment. And don’t forget, the recipe is our know-how, so our
competitive position will be strengthened and with a clever advertising campaign
customers can be encouraged to buy more of our healthy traditional American food.

Terry Warner - That’s good for you to talk. Jerry, but we might be confronted with
various health inspectors and representatives of various food and drink departments. W2
may be forced to get all sorts of quality certificates and licenses.

Jack Travis - Come on, can’t these officials be bribed? I heard that’s the way business
IS done in many companies.

Terry Warner - Now it’s my turn to say: “It’s out of the question!” Wfe have nothing
to hide: our product will be manufactured according to the health standards and I will
insist that it is vital to keep local people employed and to improve the conditions of
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small business in our state.
Jack Travis - That sounds like a real long-term strategy, Terry. Let's hope it works
out.

Notes:
1.  to confront — 3imITOBXHYTHCH.

Exercisel. Answer the questions.

1. Why was the Managing Director worried?

What did he plan to do at first to cut costs?

What kind of equipment was the factory using?

Why did the Director keep outdated tools?

What kind of staff was he going to employ?

: What was Jack’s opinion on the problem of staff redundancies and cheap
workforce?

7. When was the traditional pudding first produced by this factory?

8. How is it going to be positioned now?

9.  What advantages can this decision bring to the company?

10. Did Temy agree to bribe some important officials? Why? Why not?

11.  Who will benefit from the strategy to get back to the traditional American food?
Give your reasons.

ok wn

Exercise 2. Make up your own situations using the given themes.

A: You are the managing director of a small company. Recently your staff has become
nervous and dissatisfied. The quality of work has dropped, the conflicts have become
more frequent. Meet with the trade union representative to discuss this problem. Try to
find ways to improve the working environment and to encourage people to work with
you.

B: You represent the personnel of the company and must defend their rights and
interests. Explain the reasons for the staff dissatisfaction: lack of information about the
plans and new tasks to perform, lack of trust and attention to the proposals of the
workers, low pay, unrealistic deadlines, dominating style of management, etc. Try to
force the boss to pay attention to the people’s problems and to change his relations with
the staff. Offer ways to strengthen the team spirit and performance in your company.
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Camocriitna pooora Ne 52

Theme “Negotiations”.
Task to read, translate the text “Negotiations”, to learn active vocabulary, to do
exercises to the text.
Negotiations

Negotiating is the process of bargaining with one or more parties for the purpose of
arriving at a solution acceptable to all. Negotiations can be used as an approach to
conflict management. They are also used in creating joint ventures with local firms.
Negotiations conducted between countries are used in international trade.

There are several basic steps used in managing the negotiation process. This
process typically begins with planning. Planning starts with identifying objectives and
exploring the possible options for reaching these objectives. Research shows that the
greater the number of options, the greater the chances for successful negotiations. The
second phase of the negotiation process involves getting to know the people on the other
side. In contrast to many other countries, Americans often give little attention to this
phase: they want to get down to business immediately which is often an ineffective
approach. When American negotiators, often frustrated by endless formalities,
ceremonies, and “small talk.” ask how long they must wait before beginning to “do
business,” the answer is simple: successful negotiations have already begun. The next
coming stage is exchanging information on crucial issues. At this point the participants
are trying to find out what the other party wants to achieve and what it is willing to give
up.

In international negotiating a number of specific tactics are used. First is where
should negotiations take place? If the matter is very important, most businesses will
choose a neutral site. For example, U.S. firms negotiating with companies from the Far
East will meet in Hawaii. South American companies negotiating with European firms
will meet half way, say in New York City. A number of benefits derive from using a
neutral site. One is that each party has limited access to its home office for receiving a
great deal of negotiating information and advice and thus gaining advantage 011 the
other. A second is that the cost of staying at the site is often quite high, so both sides
have an incentive to conclude their negotiations as quickly as possible.

Time limits are important negotiation tactics when one of the parties is under a time
limit. For example, most Americans like to be at home with their families for
Thanksgiving, Christmas and the New Year holiday. Negotiations held right before
these dates put the Americans at a disadvantage because the other party knows when the
Americans would like to leave.

Cultural differences are one of the most important factors affecting negotiations.
Before beginning any negotiations, review the negotiating style of the parties. For
example, Americans have a negotiation style different from that of many other
countries. They often make early concessions showing the other party that they are
flexible and reasonable. A comparative example will be the Arabs. In contrast to the
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logical approach of the Americans they tend to use an emotional appeal in their
negotiation style seeking to build a longterm relationship with their bargaining partners.
They treat deadlines as only general guidelines for concluding negotiations.

Knowing all the above-mentioned aspects of a negotiation process helps a lot in
achieving the set goals.

Vocabulary

1. achieve (v) — nocsratu, 100uBaTUCH,

E.g. He achieved his aim. — Bin mocsr cBoei MeTH.

achievement (1, C) — qocsATHEHHS,

2. approach (m, C) — miaxia, MeTo/,

E.g. You must find the right approach to the problem. — Bu noBuHHI 3HalTH paBUIBHUAN
MiAX11 10 TpoOJIeMH.

3. bargain (v) — ykiactu yroau, TopryBaTHcs,

bargain (1, C) — yroga

It is a bargain! — Ile BurigHa mokyrka!

to make a bargain with smb. — yknactu yroay 3 KUMOCh

4. concession (11, C) — mocrymnka

E.g. As a special concession they gave us a 7% discount. — Y skocTi 0COOIMBOT MOCTYITKH
BOHHM Hajan HaMm 7% 3HIKKH.

to make concessions on both sides — miTi Ha B3a€MHI TOCTYIIKH,

5. conclude (v) — yxknamaru, 3aBepiryBaTi,

to conclude negotiations — 3aBepmnTH IEPErOBOPH,

to conclude a bargain — yknactu yroay,

6. conduct (V) — npoBoguTH ,

to conduct negotiations — mpoBOAKUTH TIEPETOBOPH,

to conduct an investigation — mpoBoauTH PO3CITiAyBaHHS,

7. derive (V) — otpumyBarHy,

to derive benefit from smth. — orpuMyBaTi KOpUCTH Bif 4OroCh,

8. explore (V) — mocmiKyBaTH, BUBYATH,
to explore a problem — BuBuaTy nmuTaHH,
frustrate (v) — mopyuryBaru, 3acMy4yBaTH,

E.g. My plans have been frustrated. — Moi mianu Oyiu mopyuieHi.

to be frustrated by smb., smth. — 6yTu 3acMy4eHUM KUMOCH, YHMOCH,

9. identify (v) — Bu3HavaTH, ineHTH(DIKYBaATH,
to identify a market — 3HaiiTn BiIIMOBIIHUI PUHOK,

10. incentive (1, C) — cTuMy1I,

E.g. They are going to pay us a bonus as an incentive. — Bonu 30uparoThcsi BUTUTATHTH
HaM TIPEMIF0 Y SIKOCT1 CTUMYJIA.

11. mention (V) — 3raxyBatH,

the above-mentioned factor — Bumesramanuii hakrop,

12. negotiate (V) — BecTu mepeMoOBH, 0OTOBOPIOBATH,

E.g. They are negotiating the contract terms now. — 3apa3 BoHU 0OrOBOPIOIOTH YMOBH
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KOHTpPAKTY.
negotiations (m1, C) — meperoBopu
E.g. The negotiations were successful. — [TeperoBopu Oymnu yCHimmHuMHU.
13. objective (n, C) — b, MeTa,
E.g. What is the objective of your research? — Slka meTa Baroro gocmimkeHus?
14. option (1, C) - BuGIp, BapiaHT,
E.g. | have no option. — S He maro BuOODA.
E.g. There are two options to solve this problem. — Icuye nBa BapianTa BUpILICHHS Ii€T
poOJieMH.
15. seek (sought, sought) (v) — mykatw,
E.g. The partners are seeking the best options. — ITapTHepu 1rykaroTh Kpariii
BapiaHTH.

Exercise 1. Answer the questions.

What is negotiating?

Where are negotiations used?

What are the basic steps of a negotiation process?

What does planning start with?

What frustrates American negotiators at the second phase of a negotiation process?
What is the aim of exchanging information on crucial issues?

What are the main negotiation tactics?

Why will most companies choose a neutral site for discussing matters of great
significance?

9. Why are time limits important for the Americans?

10. What are the differences in the negotiating styles of the Americans and the Arabs?

ONoGk~wWDE
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Camocriitna pooora Ne 53
Theme “Negotiating”.
Task to do the exercises to the text “Negotiating”.
Exercise 1. Read the sentences. Are they true or false?

Negotiating is bargaining with one or more parties used in home and foreign trade.
The success of negotiations depends on the number of options for reaching its
objectives.
American negotiators find getting to know the people on the other side an effective
phase in negotiations.
At the phase of exchanging information on crucial issues negotiators identify the
objectives and seek the ways of solving them.
A neutral site is seldom chosen by businesses for negotiating.
The choice of the time for conducting negotiations is strong negotiation tactics.
American negotiators often make early concessions to show that they want to build long-
term relations.

Exercise 2. Translate into Ukrainian.
1. | hate bargaining. 2. She forgot to mention where we should meet. 3. There was no
satisfactory' option. 4. He will never achieve anything. 5. Our managers are frustrated
by the new government laws.
6. The employees had no incentive to work harder. 7. As it is a large order we can
make concessions. 8. He is seeking my help in this matter.
Q. They have already negotiated the terms of payment. 10. When you start
planning you should identify the main objectives.

Exercise 3. Translate word combinations in English.

IIpoBoauTn KOH(EPEHIII0, BHKOPHCTOBYBAaTH pIi3HI METOIM, OCHOBHaA MeETa,
BHINIE3raJlaHl BapiaHTH, INyKATH HOBHX IIApTHEPIB, JOCATTH YCIIXy, OcoOJMBa
IOCTYIIKA, VYKJIACTH YIrOJy, 3aBEPIIUTH OOTOBOPCHHS, BHUBYHUTH PE3YJIbTATH,
0o0roBOpIOBaTHM  KOHTPAKT, BH3HAUUTH MU, JOCIIDKYBaTH  MOJKJIHUBOCTI,
BUKOPUCTOBYBATH CTHUMYJI.

Exercise 4. Complete the sentences using correct preposition.

1. This drug is derived ... an African plant. 2. You should choose the right approach
... the research. 3. Let’s speak about the latest achievements ... science. 4. Making a
bargain ... this customer will bring you a lot of profit. 5. Our boss was frustrated ...
the results... our experiments. 6. The company is seeking... young graduates to work...
the sales department. 7. He has the option ... going... London or Paris.

8. They prefer to bargain ... individual clients. 9. They have made a concession ...
public opinion. 10.... identifying a market they tried to break... it.

Exercise 5. Fill in the missing words, using active vocabulary.
1. He was ... to find no support among his friends. 2. At first you will have to ... the
aim of your research. 3. He had no ... to sell our goods. 4. She ... the book to me. 5.

119



Wfe have ... what we intended to do. 6. He ... his speech with a quotation. 7. The
problem was ... closely. 8. The Sales Manager must take part in ... 9. When was the

conference ... ? 10. This ... will give us an opportunity to cooperate with foreign
partners.
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TEXT BANK

Text 1.
Read and translate the text. Get ready to summarise it.
Boris Baker is an engineer in electronics. He works for the Browns’ company. They
design and manufacture electronic equipment. Boris is responsible for its technical
supervision. He is always very busy. He’s got a lot of work to do every day. To put it
another way he’s head over ears in work. He comes to work in the morning and stays
there practically all day long. He is satisfied with his job but he dislikes the fact that he
works long hours, very often he stays at work till nine o’clock in the evening. Another
bad thing is that his holiday is only 25 days a year. But he enjoys the work he does and
the salary he gets.
Alex O’Hara is his friend and colleague. He is in sales. He is Export Sales Manager. At
the office Alex writes business letters, looks through the mail, reads cables, talks
business on the telephone. He also receives visitors, mostly clients. Sometimes Alex
meets foreign businessmen and discusses with them prices for different goods, terms of
payment, shipment and delivery. He also takes part in organizing trade fairs and
exhibitions. Alex O’Hara finishes his work at 6 o’clock p.m. and goes home. He is
always tired after work but he likes it and does it with pleasure.

Text 2.
Read and translate the text. Get ready to summarise it.
Mr. Brown is a sales manager in a manufacturing business. The company «Farmco»
produces high quality farming equipment. It meets up-to-date international standards
and now' the company is increasing the export of its goods to African countries.
«Farmco» consists of three departments: production department — its manager is in
charge of production and service, finance department — its manager is responsible for
finance and accounting and marketing and sales department. As a Sales manager Mr.
Brown is in charge of selling and advertising.
Mr. Brown works hard and has a lot of things to do during his working day. He looks
through the mail; plans and watches every step in the supply of his customers with the
goods; employs salesmen, wholesalers and retailers to sell the goods. He sees that the
system of distribution works efficiently and economically. Also during the day there are
business matters which need his immediate attention. It takes Mr. Brown from two to
three hours daily to discuss the questions of prices and discounts with his travelling
salesmen. The company covers several countries. Mr. Brown chooses the method of
distribution, the frequency of visits to customers, the method of travel by salesmen and
solves many other issues.
Each department works to a common end, but sometimes there are arguments about the
distribution of responsibilities. Mr. Brown and two other managers regularly hold
meetings to discuss the questions of general importance. Now Mr. Brown and two other
managers are having a meeting with the chief executive. The chief executive is
explaining to the two other managers that the sales manager has authority to decide any
question about the selling campaign, even some issues of manufacturing and financial



sections.
Clearly, the task of selling is very important for any organization and the
responsibilities of a sales manager are heavy.

Text 3

Further come several passages each of which is a story of a founder of a brand. Try
to guess who the famous person is.
He became a millionaire at an early age. He launched one grocery shop after another in
Scotland and always put the money from each successful venture into the development
of his business. When he reached 40 he had enough money to buy several tea plantations
in Ceylon. Soon he entered the market of the USA and attracted American and English
customers with his convenient half-pound and quarter-pound boxes.
He came to New York from Bavaria in 1847 at the age of seventeen. In 1850 he travelled
to San Francisco where he opened a retail business. He sold canvas for tents and wagon
covers, but soon found that there was a huge demand from the miners for a sturdy pair
of pants. He made a few pairs out of canvas and later switched to a tough cotton fabric
called Serge de Nimes, later just denims. As an experiment he dyed a few pairs indigo
blue and borrowed the idea of a tailor in Nevada to add copper rivets. At a price of 3$ a
pair the pants with rivets rapidly became the uniform not only of miners but of cowboys,
workers, farmers and oil drillers.
The start of his career was modest. He made caramels in the back room of a house in
Lancaster and sold them from a pushcart. His father directed him:” If you want to make
money, you have to do things in a big way.” In 1884 he met an Englishman, named
Deices, who was enthusiastic about his homemade caramels and offered to introduce
them in England. He took a loan of 700$ and started to manufacture caramels for
England. In 1894 he sold caramels to all parts of the world. Soon he bought chocolate-
making machinery, hired two expert chocolate makers and began to produce chocolate.
The future, his future, lay in chocolate.

Vocabulary notes
canvas — XOJICT
pushcart — Bi3
rivet — 3akienka
sturdy — minHui

Text 4

Read and translate the text. Get ready to summarise it.

Williams and Sons is a medium-sized British company which manufactures door
hinges for the motor industry. The home market share of Williams and Sons is static but
overseas trade has always been an attractive option. The company has a show Toom and
also has always promoted its products at trade fairs, exhibitions and seminars in the UK.
They have had some contacts with overseas buyers and other foreign visitors.

Step by step they have decided through reading, talking and listening to other people
that there are export possibilities for the company’s product. Several years ago the



company decided to study the possibility of selling their product to the US market. First
they closely examined several things: their product, human resources, and the prospects
of gaining profit.

Then they did more detailed research. The owner of the company attended an
international trade exhibition in the US. There he found out the offers of the competitors
and met some potential customers. Finally, market research showed that sales
opportunities were excellent. The Board of the directors was pleased with the results
and decided to get down to business immediately. They made contacts by letter and
telephone with possible agents when a crucial problem stopped the work. Their safety
and quality tests, quite good for UK and European regulations, were not acceptable in
the USA.

Their task was to rewrite test specifications, upgrade their test equipment and retrain
personnel.

After long and detailed consultations the Board made the decision to go ahead with
the project. Their bank managed to provide additional finance.

The results over the last five years have proven that the Board’s decision was correct.
Orders from the USA have increased and the company is now considering the possibility
of setting up its own manufacturing plant there. The company is also looking forward
to other overseas markets.

Text 5

Read and translate the text. Get ready to summarise it.

Donald L. Ford has more than 30 years of experience as a CEO, small- business
owner, manager and consultant. He and his wife, Susie, started and have successfully
been operating retail gift stores. One of the questions they dealt with at the beginning of
their business career was to be or not to be in e-commerce.

The last years of the previous millennium saw the meteoric rise of a new phenomenon
in retailing — online purchasing. Stocks of Internet start-ups rose but soon investors
began to retreat and the year 2000 saw the bankruptcy of many internet companies. Still,
there was a growth in the amount of trade through the internet because of its main
advantages- speed and convenience of internet shopping. Most major retail chains now
have web sites from which one can purchase all or a selection of their goods. Most of
the web commerce sites deal in mass-produced goods which consumers may find in
Wal-Marts and other main department and discount stores.

Donald and Susie considered e-commerce several times and decided against it. The
main reason they went into retail in the first place was the people factor- getting to meet
new people, interact with them, get feedback from them and form new personal
relationships. There were always many people who wanted to see and feel the items
before they bought them. 123

Lately they have been investigating the pluses and minuses of managing both “real”
and “virtual” stores. First because their business has been suffering from competition
on the internet. Second, consumers have been asking them if they have a web page.
Finally, they don’t want to ignore the possibilities of internet marketing any longer. One



of them is the provision of outstanding service and the marketing of a unique and one-
of-a-kind product. For example, eBay, which serves as “flea markets” on the web. From
your computer, you can browse through an unlimited number of unique items, such as
antiques and collectibles, look at color photos, and then haggle on the purchase price.
Such sites have been attracting a lot of attention. o

Of course, even if your site is attractive you benefit from it only if it is accessible to
a large number of potential buyers. It is also necessary to make the right decision about
the way to start selling online. That is why Donald and Susie are not in a hurry. They
have been looking into their options and investigating similar businesses to get some
ideas.

Text 6
Read and translate the text. Get ready to summarise it.
The Sales Manager

At one time the word “manager” was just a mere title. “Sales manager” was a
salesman whose sufficient knowledge and experience of salesmanship gave him
seniority over his fellows.

In these days, however, management is both a science and profession. The sales
manager still needs the knowledge and experience of salesmanship, although some very
successful sales managers have never been “on the road”; but they should also have the
knowledge and experience of management. Doing something oneself and supervising
the operations of others are two very different things. It does not mean that if a man can
do certain work he can successfully monitor the progress of other sales force.

It is, of course, obvious that the product, the channel of distribution, the market and
customer base demand the performance of various functions from the manager. Even if
they have no great selling ability or experience, they must have a “selling sense,” and
creative organizing abilities, and they must have managerial abilities. These are the three
fundamental qualities, and it is almost equally important that they should be in well-
balanced proportions.

The sales manager must be able to make decisions, and have the courage to put them
into action. This may be quite challenging.

He must have the personality of a leader, because he has to inspire his sales force.
When a sales manager leads his staff with enthusiasm and goodwill, these qualities
benefit the whole organization. Every employee tries to take an important part in the
success of work.

A manager is to set a good example. If the manager is unpunctual, the staff is
unpunctual; if the manager is lazy and careless, the staff is lazy and careless: if the
manager is dishonest, the staff is dishonest as well.

Leadership must be consistent and systematic, and this means that the sales manager
must be in close touch with his staff, and accessible to them at all times. The manager
who shuts himself up in his room, and avoids his assistants may find things in a very
bad shape when he leaves his room for a tour of inspection.

It is also necessary to remember that high education and high achievement in



practical at Tairs don’t necessarily go together. A story tells of two schoolboy friends,
one brilliant at maths, one completely hopeless, who meet much later when the first is
a professor and the second a multimillionaire. Unable to control his curiosity, the
professor asks the figure- blind friend how he managed to find his fortune. ‘It’s
simple,” was the answer. ‘I buy things at £1 and sell them for £2, and from that
difference I make a living.” The business world is full of successful people who live by
knowing the difference between a buying price and a selling price. It is also full of
clever fools who establish ambitious financial targets but can’t achieve them. A
Harvard Business School graduate has no reason at all to suppose that he can manage
more effectively than a less instructed person.

Text7

Read and translate the text. Get ready to summarise it.

Michael, Patrick Casey’s elder son, spent a week in Hollywood as a bonus for his
good work at Christmas. He stayed at the Peninsula Beverly hotel and was impressed
by top quality accommodation service, 24-hour room service and a wide range of
facilities. He had travelled before but that was the first time he liked everything: food,
service, accommaodation.

Michael managed to talk to Ali Mamedov, general manager of Hills the Peninsula
Beverly hotel at a welcoming Friday party. Although the Cosy Comer is less expensive,
and its guests are not as wealthy and demanding as the guests of the Peninsula there is
always room for innovation. This simple (but revolutionary) innovation was an
unconventional style that had made the Peninsula Beverly Hills one of the best hotels in
southern California. Michael talked with Mamedov about how he kept guests coming
back. Mamedov told him that too many people had copied too many other people’s best
practices. That was a sure route to mediocrity. They had decided to be different.

Many people take flights from Asia, Australia, and New Zealand. They fly all night.
They get to Los Angeles at 9 or 10 in the morning. At that point, there is nothing worse
than telling them that their room isn’t ready. At Mamedov's hotel, they offer a 24-hour-
a-day check-in. The moment you arrive — whatever time of day — Mamedov and his
colleagues have a room available. The funniest thing is that it was simple to do. And it
hadn't cost a penny but required only some small changes. Some of their maids had to
come earlier in the morning. That was uncomfortable for a few of them. But for others,
it was great, because they could leave earlier. They also work differently. The vacuums
that they had used before sounded like 747 engines. That was okay at 10 in the morning,
but not at 6. Now they use handhelds.

Michael asked Mamedov about his idea of a good service. The answer was the
following.”* Good service is memorable service. You have five senses. Good service is
the sixth. You can’t describe it, but you know it when you experience it. Good service
is also a culture. You can’t teach it. All you can do is to provide fertile ground so that
good service can grow there.”

Michael was so excited with his experience at the Peninsula that back home he started
to think of getting a diploma in hospitality business. He chose Canadian College of
Tourism & Hospitality Management in VVancouver which is known in the trawl and



tourism industry as the leader in quality training. This decision is a good example for
his younger brother Jack and a source of pride and hope for his father. Patrick is sure
that some day his sons will launch a chain of comfortable and client-responsive motels.

Vocabulary notes
mediocrity - mocepenHicTh Tt Bank
fertile — ponrounii

Text 8.

Read and translate the text. Get ready to summarise it.

Your own successful business can be many things. It can be your security, your pride
and joy. The money that comes from a successful business is great. But more than
anything else owing your own business is about freedom. Being free is priceless. If you
do it right you will be free to start any sort of business. You will be free to start it where
you want and free to work the hours you choose. It might help to know that different
businesses will have slightly different paths. The significant steps are the same in any
business.

Step 1: Personal evaluation

You will have to answer a number of questions about yourself. What skills do you
have? Do you intend to provide a service or a product? Will it be a full-time or a part-
time venture? Will you have employees? The answer to these and other types of
questions will help you to choose a business.

Step 2: Analyze the Industry’

After you decide on a business you will need to evaluate your idea. Who will buy
your product or service? Who will be your competitors?

Step 3: Draft a Business Plan

A business plan is a necessity. It will help you figure out how much money you will
need to get started, what tasks you will need to do.

Step 4: Make It Legal

There are several ways to form your business. It can be a sole proprietorship, a
partnership, or a corporation. Although a corporation can be expensive, it is usually
worth the money. A corporation is legally responsible for the business. If something
goes wrong you won’t haw unlimited liability.

Step 5: Get Financed

Most small businesses begin with private financing from credit cards, personal loans,
help from the family, savings, etc.

Step 6: Set Up A Shop

At this stage you will find a location, hire staff, set your prices and give a grand
opening party.

Step 7: Trial and Error

It will take some time to figure out what works and what doesn’t, what the downsides
to your business are. Still, follow your business plan, meet your deadlines, and be open
and creative. Advertise! Don’t be afraid to make a mistake in achieving your purpose.
And above all, have one of the great joys in life- running your own business.
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Text 9.

Read and translate the text. Get ready to summarise it.

It is well-known that a small business does not have large resources of money and
people to carry out detailed market research. In this situation international trade fairs
and exhibitions are a good option of inexpensive market research. Here you can find out
what your competitors are coming up with and how' they go about selling to foreign
markets. It is also a good idea to begin exporting by taking a stand at such exhibitions.

James Peterson is involved in selling fashion goods. In his business it is vital to study
the particular needs of each marketplace and to suit the product to local requirements.
A year ago Mr. Peterson decided to export to Romania. A friend of his, Ben, told him
that when he had started international business he had got a lot of assistance from the
British Overseas Trade Board and Chambers of Commerce. Ben said that the Chamber
had provided the Letter of introduction for him. had supplied him with the necessary
current commercial information, had translated his promotional written material into the
foreign language and, in the long run, had been his first consultant. Ben also advised
James to visit the UK office of the Russian Chamber of Commerce.

After a number of visits and meetings Mr. Peterson decided to take part in an
international fair in the Expocenter, an exhibition hall located in Moscow in Krasnaya
Presnya Street. He found out that Expocenter had held such events as “ Prodexpo”,
“Stroiindustria”, “Consumexpo”, “ Auto Show” and a lot of other largest fairs and
exhibitions which had housed a great number of exhibits from all over the world. He
also knew' that Expocenter had organized exhibitions abroad, for example industrial
fairs in Hannover, Budapest and Belgrade; the chemical fair in Bratislava, the fair “Man,
Nature and Technology” in Hannover as well as fairs in Latin America and Africa.

Mr. Peterson was very pleased with the results of his trip and impressed by the
exhibition. He understood that such visits were part of every exporter’s market research
role which enabled not only to keep up to date with the requirements of customers but
also to study the activities of competitors. He noted some social, cultural, practical
differences which he would have to take into account to do his business in Russia
successfully. Mr. Peterson hadn’t managed to clinch any deals but he had had some
useful meetings with Russian fashion clothes manufacturers and wholesalers. He was
sure that he would be able to establish mutually profitable and long-standing
cooperation with them.

Text 10.

Read and translate the text. Get ready to summarise it.

Advertising performs several functions and any business may be dramatically
affected by it. Consider the beginning of the Coca-Cola Company. Dr .Pemberton and
his partner, Frank M. Robinson decided to write their product’s name in a unique way.
Later, the name was registered with the U.S. Patent Office to ensure its sole usage by
the Coca-Cola Company in its advertising and packaging. This demonstrates perhaps
one of the most original marketing functions of advertising — to identify products and
to differentiate them from others.



As soon as the product was named advertising campaign was run to tell people about
it and where they could get it. Then the word “drink” was added to inform the public
that the product was a soda fountain beverage. Here we see another basic function of
advertising: to communicate information about the product, its features and its location
of sale.

In 1888 when Pemberton was ill he, Asa G. Candler bought the rights to Coca-Cola
for $2300. Candler was a promoter and a firm believer in advertising. Thousands of
coupons with the offer of a complimentary glass of Coca-Cola were printed and
distributed. People who received free coupons tried the product and then tried it again.
That’s another reason for advertising: to persuade consumers to try new products.

After more people tried the soft drink and liked it, it tended to be in great demand.
The product was bought by more pharmacies to sell to their customers. Stimulating the
distribution of a product is yet another function of advertising.

Up to that time, Coca-Cola was sold only at soda fountains. One of the many purposes
of advertising, though, is to increase product usage. In 1889, the first Coca-Cola bottling
plant was opened in Tennessee. The second was opened the following year in Atlanta.
Now people could buy bottles of Coke to take with them and to enjoy at home.

In 1916 a famous bottle with a distinctive contour design was introduced. This helped
to identify Coke and to differentiate it from competitors so extensively that the bottle
was registered as a trade mark with the U.S. Patent Office.

For more than a hundred years the media has been used by Coca-Cola to communicate
advertising messages to mass audience. The purpose is to satisfy the most important
function of advertising: to lower the cost of sales.

From this brief history of the Coca-Cola Company, we can see that advertising
performs a variety of functions. Advertising also plays an interesting and an important
role in our economy and society.
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