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IHHOACHUTEJIBHAS 3AIINCKA

Pacmnpenue MeXIyHapOIHOTO COTPYJHHMYECTBA B IKOHOMHMYECKOH,
MOJIUTHYECKOHN, HAyYHO-TEXHHYECKOH, KyIbTypHOH M 00pa30BaTeNbHOM
o0macTsix TpeOyeT OT COBPEMEHHOTO BBIIYCKHUKA BBICHICH IIKOJIbI aKTHB-
HOT'O BJIAICHUsI MHOCTPAHHBIM SA3BIKOM, YTO HAIUIO OTPAKCHHWE B KBaJU-
(UKAIMOHHBIX XapaKTEPUCTUKAX CIELUAIUCTA.

Bnanenne MHOCTpPAaHHBIM S3bIKOM II03BOJISIET PeaM30BaTh TAKHE ac-
HEKTHl POPECCHOHAIBHON AESTENbHOCTH, KaK CBOEBPEMEHHOE O3HAKOM-
JIeHHE C HOBEHIIMMH TEXHOJIOTHSMH, OTKPBITUSIMU M TCHIACHLUSIMH B pas-
BUTHU HAayKH U TEXHHUKH, YCTAaHOBJICHUE MIPOGECCHOHAIBHBIX KOHTAKTOB C
3apyOexHpIMu apTHepamMu. OHO oOecreurBaeT MOBBIIICHHE YPOBHS MPO-
(heccroHaNBHOIN KOMITETSHIINH.

Llenpro naHHOrO Mocodus susercs GOpMUPOBAHUE UHOS3BIYHON KOM-
MYHUKAaTHBHOM KOMIIETEHIIMH OyIYIIETo CIIeLHaIicTa, II03BOJISIOMEN nc-
M0JIb30BaTh HMHOCTPAHHBIM $3bIK KaK CPEACTBO MPOQPECCHOHAIBHOIO H
MEXIMYHOCTHOrO oOmeHus. M3nanne MokeT OBITh HCIIOIB30BAHO IIPH
W3YYeHUHN Y4eOHBIX muciuruinH «MHocTpanHbd s3b1k (1-i1)», «/lemoBoit
MHOCTPAHHBIN SI3BIK», «J[eI0BbIe KOMMYHHKAILIMH HA HHOCTPAHHOM SI3BIKE).

[locobme BKiIFOYAET ABEHAANATh YPOKOB. TemaTWka MOCOOus Mpen-
CTaBisieT cO0OH Moy mNpodeccCHOHATBbHO OPHUEHTUPOBAHHOTO U MPO-
(heccroHanbHO-IENOBOTO 0o0meHns. Kaxmas Tema BKIIOYaeT OCHOBHOM
TEKCT W 3aJlaHusi K HEMY, TEMAaTHYECKHH CIIOBapb, KOMIUIEKC KOMMYHHUKa-
TUBHBIX YIPOXKHEHUN JUIS aKTUBU3ALMHU S3bIKOBOTO MaTepHala U PeyeBbIX
3aJaHUi U COBEPLICHCTBOBAHHS HABBIKOB MOHOJIOTHYECKON M JAHUAJIOTU-
YECKOU peun.



UNIT I. BUSINESS AND SOCIAL CONTACTS

Ex. 1. Read and translate the text. Say why communication is cru-
cial in business.

COMMUNICATION IS A CRUCIAL ASPECT IN BUSINESS

Business and social contacts are based on communication art. Commu-
nication is a two-way activity between two or more people and occurs
through various modes, some of which are used more commonly in some
workplaces than others. Communication requires that all parties under-
stand a common language that is exchanged with each other. Business
communication is used to promote a product, service, or organization. The
business communication message is conveyed through various channels of
communication, including the internet, print, radio, television, outdoor,
and word of mouth. Business communication helps to bridge the gap be-
tween planning and execution. Efficient communication matters because
business organizations are made up of people. Also effective communica-
tion within organization or outside the organization increase the image as
well as goodwill of the organization in the mind of business partner, em-
ployees and consumer. Communication skills are crucial for managers.

There are two forms of communication — verbal and nonverbal — that
are used in everyday business activities. Such activities include contribut-
ing to decision making in meetings, presenting management procedures,
and evaluating employees. However, business communication is insignifi-
cant without feedback. Generally, feedback is the process in which the
output of an action or behavior is “fed-back” to modify the following ac-
tion. In regards to business communication, critical feedback is the infor-
mation sent to an individual or a group about its prior behavior so that it
will adjust to create a more desired result in the future. Typically, manag-
ers spend 75 to 80% of their time engaged in some form of written or oral
communication. Business wants and needs people with good communica-
tion skills.

Ex. 2. Telephone Conversation.

A. Read this extract from a training manual and then discuss the
questions below.

Twelve telephone tips
1. Email ahead if you want to make sure the other person has time to
prepare for the call.



2. Make sure you have with you all the documents you’ll need before
you dial the number.

3. The other person may not understand you easily, so try to speak
slowly and clearly.

4. The other person can’t see your reactions, so always confirm that you
have (or have not) understood each point that’s been made. Don’t pretend
you understand if you don’t.

5. The other person can’t see what a nice person you are, so make sure
you sound polite and agreeable.

6. The other person hasn’t got all day, so make sure your call is brief.

7. The other person is getting an impression of your business while
talking with you, so make sure that you sound efficient — your business’
image may be at stake, even if you’re just taking a message.

8. Don’t rely on your memory: make notes during a call and rewrite
those notes immediately afterwards as a record of the call.

9. Smile while you’re talking. Your listener can hear your smile.

10. Don’t try to be funny — you may be misunderstood.

11. Don’t interrupt the other person: let them finish speaking before
you say what you need to say.

12. Send a follow-up fax or email to confirm any important details (es-
pecially prices and numbers), so that you both have a written record of
them.

Comprehension Questions

1. Is it OK to bring needed documents after dialing the number?

2. Should you take notes during a call instead of relying on memory?

3. True or false: You don’t have to smile because the other person can’t
see you.

4. When should you interrupt the other person when they are talking?

5. Should you confirm any important details?

B. Read the following telephone conversations. Dramatize one of
the dialogues on analogy.

I. A: Miller Communications. Good morning. Can | help you?

B: This is Mr. Horst speaking. Could | speak to Mr. Chester, please?

A: One moment please. I’m sorry but Mr. Chester is on the other line.
Will you please hold the line? I’ll put you through as soon as possible. Or
would you like to leave a message?

B: Could you ask Mr. Chester to call me back?

A: Of course, what was your name again?
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B: My name is Richard Horst.

A: Could you please spell your last name?

B: That’s H for Harry, O for Oliver, R for Robert, S for Sugar and T for
Tommy.

A: OK, my colleague will call you back as soon as possible. Thank you
for calling and goodbye.

I1. Operator: Good morning, Melkit PLC. Can | help you?

Katie Harrison: Good morning. Can | speak to John Brown on exten-
sion 789?

O.: ’'m sorry, I’'m getting no answer from that extension number.
Would you like to hold?

K.H.: Yes, please.

J.B.: John Brown speaking.

K.H.: Hello, this is Katie Harrison from Byron Ltd.

J.B.: Oh, hello. Nice to hear from you. How are you?

K.H.: Fine thanks. Very busy, of course.

J.B.: And how can | help you?

K.H.: 'm afraid I can’t make our meeting on Tuesday. I’m tied up that
day.

J.B.: Oh, I see, so you want the meeting on another day?

K.H.: Yes, please. Would Thursday at two be all right?

J.B.: Let me look in my diary. Yes, that’s fine — no problem.

K.H.: OK, I'll see you then.

J.B.: OK. Bye, I’ll look forward to seeing you later.

I11 (part 1). Anne Garvey: Good afternoon. Euroceramics.

James Rogerson: Good afternoon. Is Maria Perez there, please?

A.G.: I'm afraid she’s away at the moment. Can I help?

J.R.: Yes. This is James Rogerson from New York Interior Design. We
have an order to place with her and I’m thinking of increasing the quantity
ordered.

A.G.: Right. Your order was ...?

J.R.: Order No. 927/XG/12.

A.G.: 927/XG/12. Right and the order was for what?

J.R.: For terracotta floor tiles.

A.G.: OK. I’ve got it. The order was for 330 boxes. Is that correct?

J.R.: It is. I’d like to increase the order by 20%.

A.G.: 20% increase. So that’s 396 boxes. That’s excellent. I’ll pass that
on to Ms. Perez ...



J.R.: Before you go, clearly this is a larger order now. The original cost
per box was $ 108 and she allowed us a discount of 12%. The total cost
was $ 31,363. Now that the order is for 396 boxes, can we increase the
discount? I’d be prepared to discuss the details with Ms. Perez and I'd be
grateful if she could give me a call back.

Il (part 2). A.G.: So you’d like to talk to Ms. Perez with a view to re-
negotiating the discount on the larger order.

J.R.: That’s it exactly.

A.G.: Well I'll pass that information on to her. As | said, she is away at
the moment at a conference but I’ll try and get in touch with her. How ur-
gent is this?

J.R.: Well, if she could give me a call back within 48 hours, it would be
appreciated.

A.G.: Fine. And your name again is ...?

J.R.: My name is Rogerson. Jim Rogerson.

A.G.: Could you give me your phone number?

J.R.: 212-986 8652.

A.G.: Well, thank you for calling us, Mr. Rogerson, and I’ll pass on
your message to Ms. Perez.

J.R.: Many thanks indeed.

C. Study useful phrases for telephone conversations below. Make
up your own dialogues.

Useful Phrases

How can | help you? Yem st Mory Bam rmomoup?

Could I speak to ... please? Mory st TOrOBOPHTS C ...7

Who is calling please? Kto 310 roBoput?

I’m calling about ... 51 3BOHIO HACYET ...

I’m sorry, | didn’t catch your W3Bunute, s He paccibimiaji, kak Bac
name. 30BYT.

Sorry, could you repeat that Wssuuure, He Mornu 6sl Bel moBTO-
please? puth?

I’ve got that now. Teneps noHsATHO.

| see, thank you. ITonstHo, cnacu0o0.

I’d like to speak to ... MHe 05l X0TeN0Ch MOTOBOPUTH C ...

Hold on (hold the line) please. [Monoxaute, moxaayncTa.

I’m afraid he’s not in the office.  Br1 3HaeTe, ero Her B kabuHere.
I’m sorry, he is not available. W3BuHuTE, HO €ro celyac HET.
He is in the meeting right now.  OwH ceituac Ha 3aceaHuH.
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Could I speak to someone else?
Could you give her a message?

Do you know when she’ll be
back?

Can | take a message?

I’ll make sure Mr. X gets your
message.

Shall I get him to call you?

If you give me your phone
number, I’ll ask him to call you
later.

Would you like to leave a mes-
sage?

I’ll get back to you later in the
day.

Would you like to speak to his
assistant?

Shall I ask him to call
back?

That would be great.

What would you like to know?
How would you like to pay, sir?

you

I’ll pay on my credit card.

You know, we haven’t received ...
Unfortunately, there’s a prob-
lem with ...

I’m very sorry about the prob-
lem.

I’m sorry to hear that.

Can | ask you a favour?

When could I reach him please?
Will you call back later?

I’ll see what I can do.

Is there a discount for bigger
orders?

Mory 1 s IOrOBOPHUTH C KEM-HHUOYIb
eme?

He mormm Obl Brel el ocTaBUTBH CO00-
menue?

Bel He 3HaeTe, Koraa oHa BepHeTcs?

Yro-HuOymb mepenaTs?

Sl obsi3aTenpHO Tepegam Bare coo0-
IEeHHE TOCTIOAUHY X.

[lepenats emy, uToObl 0H Bam mo3Bo-
HHT?

Ecnu Bbl octaBute Bam Homep Tene-
(doHa, s Tompomry ero Nepe3BOHUTH
Bawm no3zxe.

Brl xoTHTE UTO-HUOYIH TIEpEnaTh?

S cos3BoHIOCHE ¢ Bamu cerogHs 1momos-
Ke.

Brr 661 XOTENM TOTOBOPHTH C €Tr0 TO-
MOIIIHUKOM?

[lompocutk ero, 4ToOBI OH TTEPE3BOHMIT
Bam?

910 OBUIO OBI 3aMeYaTeNbLHO.

Yro 051 Bel X0T€IH BBIICHUTE?

B kaxoii ¢popme Bl cobupaerech pac-
CUMTEIBATHCA?

S Oyny paccUMTHIBaThCS IO KPEIUTHOU
KapTOUKe.

Bunure mu, MBI He TIONTYYWIH ...

K coxxanenwuro, ects mpobiema c ...

S odeHp coxaler MO MOBOAY 3TOM
IPOOJIEMBI.

MHe 0o4eHB KaJlb 3TO CJIBIIIATE.

Moxuo mompocuth Bac 00 omomxke-
HUN?

Kormga ObI s1 MOT ¢ HUM CBSI3aThCH?

Br1 MOkeTe nepe3BOHUTD MO3KE?

S mocMoTpIO, UTO 51 CMOTY CHENaTh.

Ha Oomnee kpymHbIe 3aKka3bl €CTh CKHII-
Ka?
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Could we arrange a meeting He mormu OB MBI YCTPOUTH BCTPEUY Ha

some time next week? cienyroiel Henene?

We have an appointment for VY Hac Ha3HaueHa BcTpeya Ha CIEIyIO-

next week, but the problemis ... meit Hememne, HO IET0 B TOM, UTO ...

Could we fix another day? MoxeT, MBI CMOITIM Obl Ha3HAYMTH
Jpyrou neHs?

It was nice talking to you. [TpustHo OBLTO TOrOBOPUTH ¢ Bamu.

You’ve been very helpful. BEI MHE OY€HB TIOMOTJIH.

We look forward to hearing Bymewm sxnate ot Bac u3Bectui.

from you.

Bye for now! Bcero no6poro!

Ex. 3. Arrival at the Company.

Banre npu0bsiTie Ha QupMy HadHETCS C MPHUBETCTBUNH M 3HAKOMCTBA.
Korza Bsl BcTpeuaeTe KOro-to BHEpPBBIE, UCHOJIB3YHTE MNPUBETCTBEHHYIO
¢dopmyny How do you do? Ha 3to o6sr4aO OTBewaroT nmu6o How do you
do?, 1ubo Nice/pleased to meet you (npustHO ¢ BaMu Mo3HaAKOMHTBHCS).
How are you? o3nauaet ckopee «Kak nemna?», 0ObIYHO Ha 3TO CIEAYET OT-
BeT Fine, thanks and how are you?

A. Read the following dialogue:

Mr. Horst: Good morning, my name’s Mr. Horst. | have an appoint-
ment with Mr. Chester.

Mr. Smith: Ah, Mr. Horst we’ve been expecting you! I’'m Mr. Smith,
I am the assistant purchasing manager at Millers. How do you do?

Mr. Horst: Pleased to meet you, Mr. Smith.

Mr. Smith: As Mr. Chester is held up in a meeting until 12.30, he asked
me to introduce you to your new colleagues and show you around the pre-
mises. Let me first introduce you to our faithful secretary, Mrs. Simpson.

Mr. Horst: How do you do?

Mrs. Simpson: How do you do? Welcome at our company. Did you
have a good flight?

Mr. Horst: Yes, thank you.

B. Study useful phrases below. Make up your own dialogues on
analogy.

Useful Phrases
Introducing
— My nameis.../I'm ...



— How do you do?/Pleased to meet you.
— Let me/May | introduce .../This is ...
— Have you met ...?

—Yes we have. Nice to see you again.
— How are you?

Questions and answers

— Did you have a good trip/journey? — Yes, thank you.

— Is this your first time in ...? — Yes it is/no it’s the second time.

— How long’ have you been here? — | arrived yesterday.

— How long and where are you staying? — I’ll be staying for 3 more
days in the Plaza hotel.

— Are you satisfied with your hotel? — Yes, I am. Thanks/No, I’'m
afraid, I’m not.

— Could we have lunch together? — Yes. I'd love to/I’m sorry but
| can’t/I’m afraid I have another appointment.

C. Make up dialogues on the following situations:

1. IIpencraBbrech. CkaxkuTe, YTO rocmoanH ManaxoB ceiiyac B Mock-
Be. [lpurnacure cects. Y3HaiiTe, 4TO BOJHYET rocnoauHa Cmura. Y3Has,
YTO OH XOYeT 3HaTh Hallle MHEHHE IO TIOBOY UX 00OPYAOBaHMS, OTBETHTE,
YTO rocnoarH ManaxoB oOcyauT 3ToT Bompoc B MOCKBE ¢ HAallMMU HH-
JKEHEpaMU M KOrJa BEpHETCs, cBsbKeTcsl ¢ rocnoguHoM CmutoM. ITompo-
HaiTech, CKa3as, YTO OBLIM OYEHb Pajbl MO3HAKOMHTECS C TOCIIOJUHOM
CmuToM.

2. IIpencraBprech. Ckaxkute, 4TO BBl B MaH4ecTepe Mo Ipyromy Aeiy,
HO rocnoauH bopucoB npocun Bac 3aiiTw K rocrnoguHy Barcony u mepe-
JaTh IOCJICAHME KaTajlord HalIero HOBOI'O OOOpYZOBaHUS. Y3HaB, YTO
rocnoguH bopucos 3BoHMN rocnoauHy BaTcoHy u cooGmumn 060 Bcew,
CKa)KUTE, YTO BbI OBIIIM OYEHb Pafibl I0O3HAKOMHUTLCS C HUM, ITONPOILANTEC.

3. Ilo3mopoBaiiTech, CKa)XHUTE, YTO CEroAHS NMpEKpacHas MOoroaa, ys3-
HaiiTe, Kak ce0sl YyBCTBYET IOCHOAMH XWJUI, B OTBET Ha €ro BOIPOC CKa-
JKUTE, 4TO BBl ce0si 4yBCcTByeTe IpekpacHo. CooOIIUTe, YTO BBl MOCTAIH
BCE IOKYMEHTHI B MOCKBY M Ha/Ie€TECh, UTO HAILIM HHKEHEPHI CKOPO U3ydaT
ux. Bel nymaere, 4yTO BBl TO3BOHHUTE B MOHEAEIBHUK YTPOM. Y3HaB, 4TO
rocrnionuHa Xuijia He OyJIeT Ha MecTe, JOTOBOPUTECh Ha cpedy nocie odeaa.

4. Tlo3mopoBaiiTech, CKaXUTE, YTO PaAbl YBHUAETHCS C TOCHOJUHOM
I'punom cHoBa. Cnpocure, kak oH noxxkuaeT. OTBETbTE, YTO Y Bac BCE B
nopsizke. Ha mpenyoskeHne BBIMUTH 4YalledKy KOQe OTBETHTE IMOJIOKHU-
TenbHO. CKaXXHTE, YTO C BaMU NIPHEXANIH €IlE JIBa MHKEHEPA, OHU XOTENIH
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OBl TTOCETUTH UX 3aBOA. JlOrOBOPUTECH, YTO TOCMOAWH ['pHH YCTPOUT 3TO
MOCEeIIeHIEe W TIO3BOHUT BaM BO BTOPHUK YTPOM, YTOOBI TIOJTBEPIUTH 3TO.
IToGraromapuTe €ro M MOMpoIanTeCh.

5. U3BuHMTECH 3a TO, YTO TepeOuBaeTe, W y3HAWTE y ceKpeTaps, He
MOJKETE JIM BBl BCTPETHTHCSA ¢ TocoguHoM CTOyHOM ceifyac. Y3HaB, 4To y
HETO COBeIIaHNe, KOTOPOe CKOPO KOHYUTCS, W 9TO Toraa rocrnoaud CToyH
OyneT cBOOOJeH, CKaXUTE, YTO BBI MOJ0XKAeTe. OTBEThTE MOIIOKHUTEITHHO
Ha TIPeJIO’KEHUE BBIITUTH Kode.

Ex. 4. Meeting New Colleagues.

[locne xpaTKOro NMpHUBETCTBUS B MEPBYIO O4Yeperb HEOOXOOUMO BBIsC-
HUTbH c(hepbl AATEIBHOCTH COTPYAHUKOB. ByneT Majio TOJKy OT TOro, 4To
MBI TIPOCTO TEPEBEAEM HAUMEHOBAHUS CHELHUAIBHOCTEH, IOCKOJIBKY B
AHTJIMHACKOM SI3BIKE JESITENbHOCTh OOBIYHO OMHMCHIBACTCS. 3ECh PEAKO Ha-
3BIBAIOT CHENHaIbHOCTh. Bac wacto OyayT cnipammBate What do you do?
HazoBute B kauecTBe OTBETA OTAECI, B KOTOpOoM BbI 3aH4THI, HanpumMep I’m
in Research & Development (HaydHO-HCCIEIOBATENBCKUH), WA 00TIAaCTh,
3a kotopyro Ber otBercTBennsl: I’m responsible for/in charge of the after
sales service (oOciy:kuBaH#He KJIMEHTOB). Bbl MOXeTe Ha3BaTh TAKXKE MOCT,
3aHMaeMblii Bamu Ha upme: I’m the managing director. MHorna ymomu-
HAeTCsI HeMOCPEACTBEHHbBIM HavanpHuUK: | report to Mr. Johnson.

A. Read the following dialogue:

Mr. Smith: Let me introduce you to Mr. Mansion, he is the bead of hu-
man resources/the personnel department and directly reports to Mr. Miller.
As he’s responsible for our salaries and fringe benefits the whole staff tries
to stay friends with him.

Mr. Horst: Nice to meet you, Mr. Mansion.

Mr. Mansion: Nice to meet you too. Now that you’re here, could you
please send me a list of all your expenses, including the receipts, before
your return to Germany?

Mr. Horst: Of course, with pleasure!

B. Study useful phrases below. Make up your own dialogues on
analogy.

Useful Phrases
— What do you do?
— I’m in administration.
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— He’s in charge of advertising.

— She’s responsible for ...

— He’s my boss/He’s my superior.

— | report to him.

— Who does he report to? Who’s his boss?
— He works part-time/full-time.

— | organize the work shifts.

— He plans the production programmes.
— That’s not my job/work.

— | supervise production.

— He deals with personnel problems.

Departments Omoenvl

accounting OyxranTepus

administration aJIMHHICTPAIIASL

advertising department PEKITaMHBIN OT/IEN

after-sales service 00CITy)KUBaHKE KIINEHTOB
assembly MOHTAaK

customer service KOHCAJTUHT

dispatch pacchlIKa

finance department (hPMHAHCOBEIH OTIEN

human resources; OTJCII KaJpOB

personnel department

information technology (1T) ot/1en HHHOPMATHKU

legal department MPaBOBOM OT/IEI

logistics JIOTHCTHKA

marketing MapKETHHT

orders OTJEN 3aKa30B

production MIPOU3BOJICTBEHHBIH OT/IEI

public relations (PR) OTJIEN 110 paboTe ¢ OOIIECTBEHHOCTHIO
purchasing OTJIEJ 3aKYIOK

research and development (R & D) nay4HO-HCCIIEA0BATENBCKHIA OT/IEI
sales and distribution OT/IeJT TIPOIAXK

warehouse CKJIaj

Occupation, profession CneyuanvHocmo

accountant Oyxranrep

apprentice MPaKTUKAHT

branch manager HavaJIbHUK (uiuana

caretaker HavYaJILHUK XO3SIMCTBEHHOI'O OTIENa
clerk; office worker TOPTOBBIH CITy KAy
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consultant KOHCYJIbTaHT

driver BOJIUTEID

engineer; technician HHKEHED; TEXHHK
foreman Macrep (Ha IIPOM3BOICTBE)
lawyer FOPHUCT

master MacTtep (peMeCICHHUK)
mechanic MEXaHHK

personnel manager; HavYaJIlbHUK OT/elNa KaapoB
head of the personnel department

plant manager IHPEKTOP 3aBOJA

porter TOpTHE

sales representative TOPTOBBII IIPEICTABUTEID
salesperson TOPTOBBIN areHT (Ha MPEAPUITHHN)
temporary; temp BPEMEHHBIN COTPYIHUK
trainee CTaXep; IPaKTHKAHT

Ex. 5. Line of Business.

Ecmu Ber xotute nmpencraButh Bamry dupmy, Tydire pacckaxuTe, 9To
npousBoaut (produces) Bamre npeanpusitue, nmepepadbarbiBaet (processes),
UMIIOPTHPYET M IKCHOPTHPYeET (imports or exports), KOro OHO CHaOKaeT
(supplies) nmm B xakoit chepe aesrenpHOCTH Bbl 3amsaTel (which line of
business you’re in). ByapTe 0CTOpOXKHBI C aHTIAMICKUM CIIOBOM: “branch”.
OnHo 0003Ha4aeT «QUInam WK «OTAEICHUE.

A. Read the following information:

Mr. Horst: | work for a company called Hirsch Ltd.

We are medium-sized electronics company which initially produces
household appliances but since 1990 has specialized in telecommunica-
tions. The company is based in Stuttgart and we have a few branches
throughout Germany. We export our products mainly to Japan and recently
also to the USA.

B. Study useful phrases below.

— Our head/main office is in Frankfurt.

— Our main business is communications.

— We have offices/branches/subsidiaries.

— I’m in the oil/computer/construction business.
— We employ 200 people/We have a staff of 200.
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— We’re a service company/provider.

— We have some overseas subsidiaries.

— We specialize in telecommunications.

— We do a lot of business with the USA.

— We supply spare parts.

— We produce/manufacture electrical devices.

Study some more expressions for describing a company:

Headquarters
... Is headquartered in ...
... isbased in ...

History
... was founded in/by ...
... was established in ...

Employees
... has a workforce of ... people
... employs ... people

Size

... Operates ... subsidiaries

... has shareholdings in ...

... has a ... per cent stake in ...
... runs ... stores worldwide

Market position

... is currently the world’s largest ...
... is one of the largest ... in the world
... has a ... per cent market share

Financial results
... achieved an annual turnover of ...
... made a profit of ...

Competitors
Our main competitors are ...

Customers/clients
Products: Our main customers are/include ...
Services: Our main clients are/include ...
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C. Describing a Company.

Read a description of two companies and complete the profile be-
low (Tables 1, 2).

Toyota. Toyota Motor Corporation is a multinational corporation head-
quartered in Japan and is currently the world’s largest automaker, achiev-
ing an annual turnover of over $ 260 billion in 2008. In 1937, Toyota was
founded by Kiichiro Toyoda as an independent company dedicated to the
production of automobiles. In 1957, the automaker exported the first Japa-
nese car to the United States, and established American and Brazilian divi-
sions. The company began to expand in the 1960s with a new research and
development facility and established a worldwide presence by the 1970s.
Today, the company owns the brands Lexus and Scion and has sharehold-
ings in Daihatsu Motors, Isuzu Motors and Yamaha Motors. It operates
522 subsidiaries and has a workforce of over 316,000 people. An impor-
tant factor in Toyota’s success has been its just-in-time production system
which avoids overproduction.

Inditex. Inditex, founded in Spain in 1975, is one of the largest fashion
groups in the world and owns well-known brands such as Zara (it’s flag-
ship store), Pull and Bear, Massimo Dutti, Oysho and Stradivarius. The
group runs 4 270 retail stores worldwide and employs over 79,000 people.
Its chairman and founder, Amancio Ortega Gaona, is the richest man in
Spain. Inditex designs and manufactures almost everything by itself and
new designs are dispatched twice a week to Zara stores. This is made poss-
ible through the innovative use of information technology, which drastical-
ly decreases the time it takes to get new merchandise from the design stage
to the in-store stage. In 2007, Inditex made a profit of € 1.25 billion.

Table 1 — Toyota Motor Corporation

Company Toyota Motor Corporation

Headquarters

Founder Kiichiro Toyoda

Year founded

Year of expansion to US

Employees

Subsidiaries

Turnover (2008)

Brands owned

Shareholdings Daihatsu Motors, Isuzu Motors and Yamaha Motors
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Table 2 — Inditex SA

Company Inditex SA

Headquarters

Founder Amancio Ortega Gaona

Year founded

Employees

Number of stores

Brands owned Zara, Pull and Bear, Massimo Dultti, Oysho and Stradivarius

Flagship store

Profit (2007)

D. Describing Your Job.

Read the following information on how three employees of an IT
distribution company called Xcel Systems describe their jobs.
Complete their profiles below (Table 3).

Anthony Smart. My name’s Anthony Smart. I’m the chief accountant
for Xcel Systems. I’m responsible for cash flow, credit control, preparing
financial statements, accounting reports and so on. On the whole, | enjoy
my work — I’ve always enjoyed working with numbers. | also like the
company culture and the people here at Xcel — it’s a very friendly and sup-
portive work environment. One task | don’t quite like is chasing money
from late payers. That can be rather unpleasant sometimes.

Daniel Goldman. My name’s Daniel Goldman and | am the managing
director of Xcel Systems. I’m responsible for the day-to-day running of the
business including managing projects, organizing people’s work, dealing
with suppliers and important customers. I’m also in charge of developing
the company’s long-term strategy. What | like most about my work is the
responsibility, the challenge and of course the salary. | also really enjoy
motivating and inspiring other people to achieve their goals and develop
the company. The part | don’t really like is the long hours. It’s not un-
common for me to spend 12 hours in the office, which doesn’t leave me
much time for my family. On top of that, my job can get pretty stressful at
times, especially when we have problems with our suppliers.

Susan Clarke. My name’s Susan Clarke. | work for Xcel Systems as
a human resources manager. My responsibilities include recruiting new
employees and organizing training for company staff. It’s also my job to
improve the company’s working conditions. | find my work very interest-
ing mainly because | enjoy working with people. It’s also very satisfying

16



to see employees improve and develop their skills because of initiatives
that | have put into practice. What | don’t like so much is when | have to
deal with a difficult employee — for example, somebody who is habitually
late, takes too many days off or doesn’t meet deadlines. That can be rather
stressful. But luckily, it doesn’t happen too often.

Table 3 — Xcel Systems

Profiles Anthony Smart Daniel Goldman Susan Clarke
Position Managing director
Responsibilities
Enjoys
Doesn’t enjoy

E. Now describe your company, providing information about head
office location, products/services, number of employees, customers/
clients, competitors, financial information.

F. Work in pairs. Describe your job to your partner using useful
phrases.

UNIT I1. BUSINESS CORRESPONDENCE

JlenoBasi KoppecnoHACHIMS 0(POPMIISIETCS] COTIIACHO CTPOTHM TPEAIH-
canusaM (cM. obpaser; muchbma). CrenyeT MpUICPKUBATHCS CIICAYHOIINX
MPaBUIL:

e [lox mramkoi mrchMa HaXOIUTCS cChlIouHOE oOo3HadeHue (Our ref./
Your ref)) mo geBomy kpato, cripaBa — nara. s 0003HAUCHHS TAThl €CTh
Heckonmpko BapuanToB: 30" August/August 30/30 August/August 30"
®opmer 11/05/05 umm 11-05-05 cnenyer nzberars, MOCKONBKY B OpHUTaH-
CKOM aHTJIMHCKOM 3TO OyneT 0003Hauath «11 Masi», B aMEpUKAHCKOM ke —
«5 HOs10psi». Ecnu afpec oTmpaBuTENs HE COJCPKUTCS B IIAMKE, €ro pas-
MEIIAI0T CIIpaBa HaJI JaTOH.

e OcoOble mpuMeuanusi, Takue kak confidentiel (korduaeHnmaNIBEHO)
wnu for the attention of (BHuMaHwMIO ...), CIASTYIOT 3a aAPECOM.

e Obpawenue.

Ecnu ums anmpecara u3BeCTHO:

Dear Mr Chester/Mrs Chester/Miss Chester.

Ecnu ums Hen3BeCcTHO:

Dear Sir/Dear Madam/Dear Madam or Sir.
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Ecnm obpamarores k pupme:

Dear Sirs (bA)/Gentlemen (AMA).

e CTpoka ¢ TeMolf MHChMa pacIiolaraeTcs Mociie OOpalieHus W TMOJ-
YEepPKUBACTCH.

o [IricbMO HauMHAETCS C TIPOTMCHON OYKBBI.

e OopMmyna IPUBETCTBUS U MPOIIAHKS 3aBUCHUT OT (DOPMBI OOpAIICHHS:
Dear Mr/Mrs/Miss — Yours sincerely Dear Sir(s) or Dear Madam — Yours
faithfully.

® AMepI/IKaHCKPIe IMKMChbMa 4aCTO 3aBEPHIAKOTCA TaK:

Sincerely (yours) wau Yours truly.

e Ecnu Bel nepenuceiBaeTech ¢ KEM-TO PETYJIIPHO WIM OYEHb XOPOILIO
3HACTC YCJIOBCKA, Br1 MokeTe BOCIOJIB30BaThHCS CJIEAyIOIUMHU (bopMyna—
MU NIPpOLIaHUsA:

Best wishes/Kind regards/Best regards/Regards.

Ex. 1. Study useful phrases and a sample of a letter below.

Starting a letter

— Thank you for your letter of August 30"
— With reference to .../Further to ...

— In reply to your letter ...

Accepting an invitation
— We shall be very happy to accept your invitation to ...
— I should like to accept ...

Rejecting an invitation

— We regret/are sorry to inform you ...

— Unfortunately we have to inform you that ...
— I am afraid that I will not be able ...

Confirmation
— We are pleased to confirm ...
— We acknowledge receipt of you letter of ...

Request

— We would appreciate if ...
— Could you please ...?

— I would be grateful ...?
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Ending a letter

— I look forward to hearing from you soon.

— Thank you in advance ...

— I’m looking forward to meeting you.

— If you have any questions don’t hesitate to contact us.

Sample

Miller Communications Inc.
4 Pheasant Run, Chicago, IL 60607
Tel. 201-9349493
Our ref. MC/JD
30" August, 2010
Fa. Hirsch GmbH
Moellerstrasse 40
70469 Stuttgart
Germany
For the attention of Mr. G. Horst

Dear Mr. Horst,
Our annual clients’ meeting

As you may have heard we annually arrange meetings for our clients in
the States, Europe and Asia at which they have the opportunity to get in-
formed about the latest innovations in telecommunications.

Knowing of your experience in the field of electronic communications
we would like to invite you as a guest speaker in our annual meeting in
Chicago on October 15. Details on the program will be enclosed.

We do hope that you will be present on this occasion and look forward
to hearing from you soon.

Yours sincerely,
Martin S. Chester

Enc. (mpunoxenue)
RSVP (mpocum 06 oTBete)

Ex. 2. Read and translate the following letters. Do the tasks after-
wards.
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Letter of Inquiry
Ambermold International

Swinton Lane
Manchester M95 7TZ
British Screws Ltd
Freshfield Estate
Walsal

West Midlands 24 May 20__

Dear Sir,

We refer to your recent advertisement in the “Engineering Gazette” for
heavy-duty nuts and bolts and would be pleased to receive detailed infor-
mation including price-list.

In particular, could you let us know the maximum load-bearing capaci-
ty of your products and the range of sizes which are available? At the same
time, could you tell us whether you consider that they are suitable for the
construction of an automated production line.

As we are budgeting for a project to be carried out over the next
18 months, we need to know when your prices are likely to be increased.

Thank you for your help.

Yours faithfully,

GEORGE BAXTER

Production Engineer

Task 1. Write a similar letter of inquiry to Britsteel Ltd, Britsteel
House, Oakland Road, Sheffield S3 4PJ. Use these notes to help you:

e request catalogue and price list;

e request specific information about sizes and weight;

e ask about suitability of units for manufacture of roller bearing sys-
tems;

e ask about discount facilities;

o thank Britsteel in advance.

Don’t forget to use polite requests.
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Response to Inquiry

BRILIGHT BRILIGHT HOUSE

HOMEHARM ROAD
LIGHTING SPECIALISTS LONDON NW11

01-743 1946

Purchasing Department

Ambermold International

Swinton Lane

MANCHESTER

24 April 20

Dear Sirs,

Re: Inquiry — Fluorescent Tubes

Thank you for your letter of 17 April inquiring about fluorescent tubes
for the new lighting installation in your Manchester plant.

We confirm that we are able to supply DRILIGHT 150 watt tubes at
a price of £ 3.75 each, plus Value Added Tax. Each BRILIGHT tube is
guaranteed to have a working life of 3,000 hours.

You should allow approximately 28 days for delivery. Please, note that
we are unable to offer discount facilities on lighting orders and that our in-
voice falls due 25 days after receipt.

Please, do not hesitate to contact us if you require any further information.

Your faithfully,

G.M.Brown

Sales Department

Task 2. Write a response letter to an inquiry to Britsfeel Ltd written by
your student partner.

Letter of Complaint

Town Hall
Borough of Milton Keynes
Telephone: BLETCHLEY
(0246) 9800
Telex: MILBORO 235879
The Managing Director
Ambermold International
Swinton Road
MANCHESTER 4 September 20__
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Dear Sir,

I understand from the Directors of Rollerco (Milton Keynes) that their
company is a wholly-owned subsidiary of Ambermold International, and
I am accordingly writing to you to pass on complaints about noise levels at
the Rollerco factory.

Over the last eighteen months, noise levels have been increasing gradu-
ally and the housing estate to the east of the site has been particularly bad-
ly affected. The most disturbing development, however, has been the in-
troduction in early August of night-shift working at the plant between
10 p.m. and 4 a.m., and this has made life intolerable for many local residents.

The Council commissioned an independent investigation into the noise
levels (copy report enclosed) and would point out that the factory appears
to be exceeding the permitted limits, as laid down in Section 32b of the
Noise Prevention Act (1972).

I should be pleased to receive your comments on the foregoing, together
with any ideas you may have on how this situation may be remedied.

Yours faithfully,

George Hooper

(Town Clerk)

Task 3. Write a similar letter of complaint.
Fax (@akcumunvroe coobuernue)

ITockonbky (akc Cy>XuT [uIa OBICTPOH M HAAEKHOH nepeayd aH-
HBIX, 7151 HOATBEPKACHUS IOCTABOK MJIM OPOHU U [UIsl TIepeadu OJaHKOB
WIN JOKYMEHTOB, ()OPMaIbHBIX MPaBHJ AJIsl COCTABICHUs (akca MpakTu-
yecku He cymectByeT. 1lo sToll mpuumHe daxc He NpegHa3HAa4YeH s
(opManbHBIX TTUceM. UTOOBI COOOMIUTE YTO-THO0 B KPAaTKOW M MOHATHOMN
¢dopme, B dakce UCIONB3YIOTCS COKpAILEHHsI, KOTOPhIE 3a4acTyIO YCIOXK-
HSIOT IOHMMaHKUE COOOLIeHNS. 31eCh He BaXKHO, NuIieTe 4 Brl ¢ mpomnuc-
HOW WJIM CO CTPOYHOMN OYKBHI.

Sample

25/11/05

ATTN: Millers communications Chicago, Pchsing Dpt.
Re order BR 1826/5H

rcvd 20 boxes tday. 4 dmged.

pls send new boxes asap. del. urgent.

rgds.

sales dpt. Collins & Co.London
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be3 cokpartenuit hakc BITIAACT ObI CICAYIOIIMM 00pa3oM:

For the attention of Millers communications Chicago, the Purchasing
Department.

With reference to the order number BR 1826/5H.

We received 20 boxes today, 4 of which were damaged.

Please send us new boxes as soon as possible, as the delivery is very
urgent.

Regards.

Sales Department Collins & Co.London

E-mail (Drexkmponnas nouma)

DJeKTpOHHAas MoYTa TaK MPOCTa M OBICTPaA, YTO OBICTPO 3aMEHWIIA Te-
nedoH U OOBIYHOE TTHCHEMO.

Ilpasuna nanucanus 0e1068020 1eKMPOHHO20 NUCLMA

IIpuBercTByeTCS CleqyolIEee:

® HH(OPMATUBHOCTH U BBIPA3UTEILHOCTH COOOIICHNS;

o (hopMyJIBI IPUBETCTBUS U MIPOIIAHHS,

e JIeJIeHre COOOIIEHMS Ha a03allbl;

® [IOANKMCH aBTOpa IMUChbMa,

® [TOYTOBbIC PEKBU3UTHI (aJipeca, TelepOHBI).

3anpereHo cleayroIee:

® Pa3HOIBETHBIC MIPUTEI,

® CMaMJIUKY;

® JJJIMHHBIC ITPCIJIOXKCHUSA,

e opdorpaduueckue u rpaMMaTUYECKUE OIIHOKH.

OcHogHvle npaguna nonb308anUs 1eKMPOHHOU NOYMOU KAK cpeocm-
60M KOMMYHUKAYUU 8 OusHece ciedyiouue:.

e CBOEBpEMEHHO OTBEYAITE Ha BCE MOJyYEHHBIE COOOLITCHMS.

Respond to all messages promptly.

Haxe, ecnn Bam Heuero OTBETUTH 110 CYLIECTBY, IPOCTO HAIMIIUTE,
4yT0 BBI Monyuniin cooOrieHue, HalpuMep:

— Thank you for your message. | will get to you ASAP.

Cracu6o 3a Bame coobmienne. S cBsKych ¢ Bamu B OrpKaiimiee BpeMs.

— Thank you for your suggestion. | am thinking about it.

Cnacu6o 3a Baire npemioxxenue. 51 001yMbIBato €ro.

e [IpoBepsiiiTe HamMCaHHbIE COOOIICHUS, MPEKIE YEM OTIPABISATH HX.
Check outgoing messages before posting them.
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HyXHO BHUMATENHEHO BBIYUTATH TEKCT COOOINEHHS IMPEXJIe, YeM OT-
npaBuTh ero. Haxas Ha ukoHKY “send” (oTmpaBuTh), BBI yike He cMoxkeTe
YTO-JINO0 UCTIPABUTH.

e BHUMaTenpHO 3aI0JIHUTE 3apaHee 0003HAYCHHYIO IIAIKY MTHChMA.

Letter heading:

e anpecar (T0:);

e otnpaurens (From:);
o xoruu (Cc:);

e cKkphrITHIE KomuH (Bcc).

e llcnionp3yiTe CTPOKY «TeMa COOOLICHUS.

Use the subject line to indicate the topic.

Oto momoxker Bam n Bamemy mapTHepy JeTko HallTH HYXHOE CO00-
LIEHUE CPEIN MHOTUX APYTHUX.

e ByabTe BEXKIIMBEI ITPH BBIPAKEHUHU «IEJIOBBIX» MPOCKO.

Express “business” requests politely.

N36eraiiTe HABI3YMBOCTH.

JaiiTe mosryyaTelto BO3MOXKHOCTB BBIOODA.

Co3spaiiTe GaronpusITHOE BIieYaTicHNUE.

CTuib 3NEKTPOHHBIX COOOIICHWH — CKOpee HETPHHYKISHHBIA WITH
HEUTpaNbHBIHN, YeM OpUIINATEHO-AEITOBOM.

e lcnionp3yiiTe 00IIeynOTPeOUTEIbHBIC COKPAIIICHUS.

Learn common abbreviations.

UTo0bl ONTHMU3UPOBATH IEPEMHCKY II0 AJIEKTPOHHOH mouTe, ObLIN
BBEJIEHBI CIICAYIONNE COKpaleHus B TeMe nmuchMa: RE (kacarensHO) mpu
otBete Ha mcbMo; REQ (request), ecnu Bame nucbmo cpouHoe u HeoO-
xoauM ObIcTphiii oTBeT Ha Hero; FYI (for your information) u BTW (by
the way) — mosicHeHune mostydareinto, 4To Bbl He 0KHIaeTe OT HEro Hero-
CpPE/ICTBEHHOM PeaKIiy WiIH ISHCTBHMH, IPOCTO HHYOPMUPYETE Er0 O YeM-TO.

JomnyckaeTcst HaOupaTh cooOIeHUS 0e3 3arjaBHbIX OyKB, OITyCKaTh ap-
THUKJIM, BCTIOMOraTebHble Tiiaronsl. Ecin Bl He yBepeHbl B Baiem anr-
JIUICKOM, JTy4IlI€ ITOJIb30BATHCS CTAHJAPTHBIM, TIOJTHBIM TEKCTOM.

Sample

RE: Your request for list of conference participants.
REQ: reservation hotel accommodation.

FYI: interesting sights in Chicago.

BTW: 29" is a Bankholiday.
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Useful abbreviations/Coxpawenus
AAMOF — as a matter of fact;
AFAIK — as far as | know;
ASAP — as soon as possible;
BTW - by the way;

CU — see you;

F2F — face-to-face;

FYA — for your amusement;
FY1 - for your information;
IMO — in my opinion;

IOW — in other words;

IWBNI — it would be nice if;
KIS — keep it simple;

NRN — no response necessary;
OS — operating system;
OTOH - on the other hand;

R — received;

TFS — thanks for sharing;

TIA —thanks in advance;
WOBTAN — waste of both time and money;
WRT — with respect to.

Ex. 1. Compare two types of the same message:

Standard English

| have read your message regarding (about) John’s presentation. | will
try to read his paper as soon as possible and return it to your mailbox.
Thank you again.

E-mail style

Read yr message re john’s pres. will try to read his paper ASAP and re-
turn it to yr mailbox.

Thanx again.

Ex. 2. Write an e-mail, as suggested below:

1. IloaTBepauTe MO 3MEKTPOHHOHN MoYTE MONyuyeHHe MHGQOpMAlHUU OT
napTHepoB 1o OusHecy 00 oTmpaBke mapTuu rpysa. He 3a0yapre 3amoi-
HHUTbH CTPOKY «T€Ma COOOILECHHS».

2. [lobnarogapure B 3IE€KTPOHHOM COOOIIEHUU MAPTHEPOB 1O OM3HECY
3a CBOEBPEMEHHYIO MH(OpMAaLUIo 00 U3MEHEHNHU YCIOBHI 3aKyIIKHA TOBA-
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POB TIO ONTOBBIM IIEHAM H BBIPA3UTE HAJEXKTy Ha BOSMOXHOCTBH MPEIOC-
TaBJICHUSI CKHUJIOK TIOCTOSIHHBIM KITMEHTAM.

3. Hamummre cooOmmeHne ¢ Mpock0oi paccMOTPETh BO3MOXKHOCTH O
BbIIeTIeHnH BaM ()MHAHCOBOM MOMOIIM U yYacCTHS B CHUMIIO3HYME, OpT-
KOMHUTET KOTOPOro oToOpa Bamn moxmas st BRICTYTIICHISL.

4. Hammmmre cooOIIeHne OPrKOMHUTETY TOPTOBO-TIPOMBIIIIIEHHON BbI-
CTaBKH C MPOCKO0# 3a0pOHNPOBATH HOMEpPA B TOCTHHHUIIE AJIS 4eHOB Ba-
LIei IPYIIIbL.

UNIT I11. BUSINESS TRIP ABROAD
Ex. 1. Read and translate the text.

BUSINESS TRAVELERS PONDER THE PERFECT
BUSINESS TRIP

Business traveler preferences vary widely worldwide, according to
American express business travel research.

When asked what they would consider to be the most enjoyable part of
a business trip, 27% of respondents identified meetings with colleagues
and/or clients as most enjoyable, followed closely by 25% for the flight to
their destination, 24% for their hotel stay and 23% who cited the return
home.

When evaluating the most irritating factors of traveling on business, the
majority of travelers found travel delays to be the most irritating (52%),
followed by poor hotel accommodations and boarding/deplaning (9%), and
getting behind in office work (7%).

While on business travel, travelers occasionally have the opportunity to
partake in leisure activities. Fifty-one percent of interviewees said that
sightseeing was their most relaxing activity while traveling on business,
followed by 28% who pointed to socializing with colleagues and clients
and 15% who identified shopping as the most relaxing activity. In particu-
lar, 79% of Chinese business travelers found sightseeing the most relaxing
thing to do while on a business trip. A high percentage of Norwegian trav-
elers (59%) prefer to socialize with colleagues or clients.

Overall, 47% of those surveyed said they always bring back gifts for
family, friends and/or loved ones when returning from business trips, led
by 78% of Chinese business travelers who said they always come home
with a gift.
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Ex. 2. Business Culture.

Read the text. Among the advice below, which points do you think
are most important? Why?

HOW TO BEHAVE APPROPRIATELY ON A BUSINESS TRIP

Whether this will be your first or your thousandth business trip, you
should be conscious of conduct that is considered proper during your ab-
sence from the office. As a representative of your company, you need to
know how to behave appropriately on a business trip.

o Pack all essential items in a carry-on bag to avoid being ill-prepared
for business if the airline loses your luggage. Showing up for a trade show
or a meeting with a client dressed in yesterday’s clothes will not make
a positive impression.

o Dress professionally during the entire trip. Your attire should reflect
the fact that you are on a business trip, whether you are on a plane, on
a golf course or in a conference room.

¢ Be prepared and be on time. You may normally arrive at the office at
8:10 every morning and not speak until after your first cup of coffee, but
clients will not take kindly to your decision to be 10 minutes late for an
important meeting and still need to go over your notes.

o Use proper business language. Even though some business trips may
include more casual situations, such as lunch, dinner or even golf, keep in
mind that you are still representing your company, and like the old saying
goes, “Loose lips sink ships”.

¢ Brush up on table manners and the basics of business etiquette before
you go. This may help you avoid an embarrassing gaffe while on your trip.

o Save all receipts from your trip so you can easily determine your ex-
penses when you return.

¢ Conduct yourself with grace and decorum at all times. If you are un-
certain about these terms, consider buying a book on business etiquette for
some light reading while on the plane.

Ex. 3. Booking a Flight.
A. Study useful phrases below.
Booking a flight

— ' would like to book a flight to ...
— I’d like a single/return ticket (BE).
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— How much is a one-way/round-trip (AmE) to ...?
— What is the city of destination?

— What is the time of departure/arrival?

— Are there any seats on Monday’s flight?

— I’m sorry. There are no more seats on the flight.
— Please confirm your reservation in advance.

— I’d like to confirm tomorrow’s flight.

— I’d like to cancel my reservation.

—Yes, your flight is confirmed to leave at 8 a.m.

— Which gate are we boarding from?

— How long before the flight should I check in?
—You should check in two hours before your flight.

Problems

— | am afraid this flight is fully booked.

— There are no more seats available.

— There’s no direct flight/non-stop flight to ...

— All inland flights/domestic flights have been cancelled.

— There is no connecting flight to ...

— Could you put me on stand-by/the waiting list?

— I’m sorry, your flight has been cancelled due to inclement weather
conditions.

—Yes, your flight is confirmed to leave at 8 a.m.

B. Read the following dialogues. Dramatize the dialogues on analogy.

. A: I’d like to book a direct flight from Miami to Chicago on the 28"
of August, please.

B: Business or economy class, single or return?

A: Return ticket, economy class, please.

B: I’'m sorry but there are no direct flights available, you’ll have to
make a stop-over in New York. Departure from Miami at 7.35 a.m., arrival
at New York 9.45 a.m., connecting flight to Chicago at 11.05 a.m., arrival
at Chicago 12.30 p.m.

A: OK. I’ll take that flight then. Could you reserve an aisle seat, please?

B: I'll give you seat number 17c. Your confirmation number is
TGO1KS8 and your tickets will be available at the airline information desk.
Check-in will be 2 hours before take-off.

A: Thanks.

B: You’re welcome, goodbye.
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I1. Telephonist: Global Travel. Good morning.

George Baxter: Oh, good morning. I’d like to reserve a seat on a flight
to Frankfurt, please.

Telephonist: Hold the line and I’1l put you through to reservations.

Salesgirl: Reservations.

G.B.: Oh yes, good morning. | want to reserve a seat on a flight to
Frankfurt, please.

S.: When are you flying?

G.B.: Monday, the 19" of March.

S.: Yes. And could | have the airline and flight number?

G.B.: It’s British Caledonian. The flight’s the one leaving at 8.15 a.m.

S.: From Manchester?

G.B.: Yes.

S.: That’s flight BCL241. What’s the number of your ticket?

G.B.: JB 248320.

S.: And your name?

G.B.: Baxter. B-A-X-T-E-R. The initials are G. B.

S.: Hold the line and I'll check for you ... Yes, that’ll be alright, Mr.
Baxter. Check in before 7.30 a.m. at the International Departures Desk on
Monday the 19th of March.

G.B.: Ah! Thank you very much. Goodbye.

S.: Goodbye.

Ex. 4. Hotel Reservation.

Kak u B I'epmannu, Ber MoxkeTe BeIOpaTh HOUEBKY ¢ 3aBTpakoM (bed &
breakfast), nonynancuon (half board) u nonusiit mancuon (full board),
nByxmectHbiii Homep (double room), ogHomecTHbIi HOMep (Single room),
¢ BanHoit (bath) wim nymewm (shower). B Coennnennbix [lItatax Amepuku
(CILIA) 00bIYHO JOMONHUTENLHO yKa3bIBaeTCS pa3Mep KpoBartu: King-Size
0003HayaeT KpoBaTh MUPUHOM 2 M, queen-Size — npumepHo 1,50 M u twin
beds — nBe oMHapHBIE KPOBATH.

Sample

Dear Sir/Madam

I would like to confirm our telephone call of March 16" concerning my
reservation of 1 double room with bed and breakfast for 4 nights from the
28" of August till the 1st of September. Would you be so kind as to con-
firm this booking by fax, stating the confirmation number and including
some travelling directions towards your hotel?

Regards R. Horst
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A. Study useful phrases below.

Booking a room

— 1 would like to reserve/book a double room with shower, please.

— I require/need accommodation for the following nights.

—I"d prefer a non-smoking room.

— Have you got any vacancies?/Do you have any rooms available?

— How much is the room per night, with breakfast/half board/full
board?

— How much do you charge for a single room with bath?

— I’m not sure whether 1’1l be staying 3 or 4 nights.

— Is the hotel nearby the airport/motorway/city centre?

Problems

— I’m afraid we’re fully booked.

— We regret to inform you that we have no rooms available.

— We will not be able to accommodate you during that period.
— We can only offer you a continental breakfast.

— Due to renovations our hotel will be closed.

B. Read the following dialogues. Dramatize the dialogues on analogy.

I. Receptionist: Hello, Plaza Hotel. May | help you?

Guest: Good morning, I’d like to book a single room for two nights please.
Receptionist: When for, sir?

Guest: Next Monday, April 3rd.

Receptionist: Let me just check ... Yes we have one single room available.
Guest: Great. How much is the charge per night?

Receptionist: Seventy euros, sir.

Guest:; OK, that’s fine.

Receptionist: Can | have your name, please?

Guest: Yes, it’s Caulson. Robert Caulson. That’s C-A-U-L-S-O-N.
Receptionist: OK, I’ve got that. What time will you be arriving?
Guest: Around 8 p.m.

Receptionist: Thank you and have a nice day.

I1. Receptionist: Hello, Plaza Hotel.

Guest: Hello, I’d like to book a single room for this Friday to Sunday,
please.

Receptionist: I’m afraid the hotel is fully booked on Saturday and Sun-
day. Would you like to reserve a room for Friday?
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Ex. 5. At the Hotel.

Sample

A: Good evening. My name is Horst. | made a reservation for 4 nights.

B: Welcome to our hotel, Mr. Horst. Could | have your confirmation
number, please?

A: Here you are!

B: Thanks. Would you just register here, please? Here’s your key. Your
room number is 215. It’s on the 2nd floor at the end of the corridor, on the
right. You can leave your baggage in the lobby; I’ll call the bellboy to
bring it up to your room.

A: At what time do you serve breakfast?

B: We serve breakfast from 7.00 a.m. till 9.30 a.m.

A: Could you give me a wake-up call at 7.30 a.m. please?

B: Sure, no problem. I hope you’ll enjoy your stay.

A. Study useful phrases below.

At the reception desk

— I’ve booked a room for 2 nights.

— I’d like to extend my stay for an extra 2 nights, please.

— My wife will be joining me this weekend. Will there be an extra charge?
— Do you offer an overnight laundry/(dry-)cleaning service?

— Can | send a fax to my office from here?

— Could you arrange for a taxi at 2 o’clock this afternoon, please?

— Are there any messages for me?

— Could I have my shirt ironed?

Problems

— I’m afraid I’ve lost my key/key card.

— | can’t get the air-conditioning/television to work.

— Could I change rooms? My neighbours are very noisy/loud.

— I can’t turn off/on the heating.

— The toilet is blocked/doesn’t flush.

— Do you have a hair blower (AmE)/hairdryer (BE)/extra towels?
— The tap (BE)/faucet (AmE) is dripping.

—I’d like to see the manager, please.

Checking out
— Could I have a late check-out, please?
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— Id like to check out, please.

— We’re leaving today. Could you make up my bill/check?

— Can | pay by credit card?

— Could you make a separate bill for my telephone calls, please?
— Did you have anything from the minibar?

B. Read the following dialogues. Dramatize the dialogues on analogy.

I. Receptionist: Good morning sir, how may | help you?

Guest: Hello, I’ve booked a single for tonight. The name’s Caulson,
C-A-U-L-S-O-N.

Receptionist: Yes, sir. Could you fill in this form, please?

Guest: Sure.

Receptionist: Here is your key. Your room number is 302. Just take the
lift over there to the third floor.

Guest: Thank you. What time do | have to check out by tomorrow?

Receptionist: Checkout time is 12 p.m.

Guest: And can you tell me what time breakfast is served?

Receptionist: Breakfast is served from 8 to 11 a.m.

Il. Guest: I’d like to check out, please. My name is Caulson, room 302.
Here’s the key.

Receptionist: Just a moment, sir ... Here’s your bill.

Guest: Can you tell me what this charge is for?

Receptionist: That’s for the drinks you ordered last night.

Guest: OK. Can | pay by credit card?

Receptionist: Yes, of course.

Guest: One more thing. | have a train to catch in a few hours. Can |
leave my bags somewhere till then?

Receptionist: Certainly. You can leave them in the storeroom over
there.

Guest: Thank you. Goodbye.

Ex. 6. At the Airport.
Sample
Announcement: Ladies and Gentlemen, your attention, please!

All FH 126 transfer passengers continuing their flight with destination
Cairo are now requested to proceed immediately to gate 28!
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Will passenger Mr. Johnson please come to the ... airlines information
desk!

Question: Excuse me, I couldn’t hear the announcement. Was it con-
cerning flight number ... destination ... or did they ask for Mr. Horst?

A. Study useful phrases below.

Checking

—I’m sorry, where’s the check-in counter for ... airlines?

— Have you got any hand baggage/carry-on luggage?

— I’m sorry, this suitcase is too large, you’ll have to check it in.
— What’s the charge for excess luggage?

— This is your boarding card.

— Your flight departs from terminal 1 gate 8.

— It’s through concourse 4 on level 2.

Flight information

—You’ll find the information on the arrival/departure board.
— The estimated time of arrival (ETA)/departure (ETD) is ...
— The scheduled time of arrival (STA)/departure (STD) is ...
— The actual time of arrival (ATA)/departure (ATD) is ...

— Flight KL466 from New York has just landed.

— We’re sorry but the flight has been delayed/cancelled.

Rescheduling

— My flight has been cancelled. When is the next flight to ...?

—T"d like an earlier flight.

—I’d like an upgrade from economy class to business class.

— Could I change my reservation, please?

— | missed my connection and | have to be at a meeting, could you find
out if there are any flights available?

Immigration

— All EU citizens to the right please.
— May | see your passport please?

— What is the purpose of your visit?
— I’m here on business.

— Where are you staying?

—You can go through then.
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Problems

—Your passport/visa is invalid.

— You must fill in an address or a hotel where you’ll be staying.
— You haven’t filled out the complete form.

Baggage reclaim

— Excuse me, | need a baggage cart/luggage trolley.

— Can you change money. | need coins for the cart.
—You can collect your luggage at carousel 4.

—Your luggage is on the other conveyor belt.

— | think that is my suitcase.

— Could you help me with his suitcase, it’s rather heavy.

Problems

— I’ve lost my suitcase/my suitcase was damaged.
—You have to report that at baggage retracing.

—You have to fill in this questionnaire.

— Could you send my suitcase to the following address?

Customs clearance

— Do you have anything to declare?

— Could I see your customs declaration form, please?
— Would you please open your suitcase?

— I’m afraid you’re over the allowance.

—You have to pay duty on the excess.

B. Read the dialogues. Dramatize the dialogues on analogy.

I. Passport Control

: Welcome to Canada. May | see your passport please?
: Sure. Here it is.

: Where are you coming from?

: I’m coming from Seoul, Korea.

: What is the purpose of your visit?

: I’m here on business.

How long are you planning to stay?

: I’Il be staying for three weeks.

: Where will you be staying?

: ’ll be staying at a hotel.

: Have you ever been to Canada before?
: No, this is my first time.

WrPW>PW>W>W>wW>
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A: Do you have anything to declare?

B: No, nothing.

A: Enjoy your stay.

B: Thank you.

I1. Customs Control

Customs officer:
Passenger:
Customs officer:

Passenger:
Customs officer:
Passenger:
Customs officer:

Passenger:
Customs officer:
Passenger:
Customs officer:
Passenger:
Customs officer:
Passenger:
Customs officer:
Passenger:
Customs officer:
Passenger:
Customs officer:

Good morning! Are these your suitcases, sir?

Yes, that’s right.

Your customs form, please. Thank you. How long are
you planning to stay in the country?

Two months, | think.

What’s the purpose of your visit?

I’m here on business.

And have you anything to declare? | mean alcohol,
cigarettes, medicine ...

Oh, no.

What’s inside this bag?

Presents for some of my colleagues.

Uh-huh. Spirits?

A bottle of French red wine.

Any meat? Food, fresh fruit ...

Uh, no.

No plants?

No. But | have 200 French cigarettes for my friends.
You don’t need to declare this. That’s under the limit.
Good. Thank you.

Welcome to the USA!

C. Read the text. Give the definitions to these terms “customs regu-
lations”, “prohibited articles list”, “customs declaration”.

GOING THROUGH THE CUSTOMS. CUSTOMS DECLARATION

Every country has its own customs regulations — the rules, which stipu-
late what articles are liable to duty and what are duty-free.

Customs restrictions include a prohibited articles list — a list of items,
which may not be brought into a country or taken out of it. As a rule, per-
sonal effects are duty-free.

If you have any items, which come under customs restrictions you

should fill in a customs declaration. It is an official document declaring the
nature and value of goods that are being imported or exported on which
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duty will have to be paid. The declaration is made either orally or in writ-
ing on a special form.

The customs applicant must:

o fill in the Declaration clear and legibly;

e enter in the Declaration columns information on the goods transported
across the Customs Union border and other information required for cus-
toms purposes;

¢ information shall be indicated in the official language of the Customs
Union member-state, the Russian or English Languages.

You do not have to fill in the declaration and may go through the green
channel:

o if goods imported are duty-free, and are not prohibited and restricted
for import;

e if imported Belarusian rubles, foreign currency, travelers’ cheques do
not exceed prescribed limit.

You have to fill in the declaration and choose the red channel (red cor-
ridor):

o if you import dutiable goods;

¢ goods which are prohibited or restricted to import;

e if you import Belarusian rubles, foreign currencies, travelers’ cheques
in equivalent exceeding prescribed limit;

o if you want to declare imported goods.

D. Sample of Customs Declaration.

Study the following information. Fill in customs declaration on
analogy.

Each arriving traveller or responsible family member must provide the
following information (only ONE written declaration per family is re-
quired):

1. Family Name ...

2. First (Given) Name ...

3. Middle Initial(s) ...

4. Birth Date (day/month/year) ...

5. Airline/Flight No. Or Vessel Name or Vehicle License No ...

6. Number of Family Members travelling with You ...

7. Country or Citizenship ...

8. Country of Residence ...

9. Address (Street Number/City/State/Mailing Address) ...
10. Countries visited on this trip prior to ... (State) arrival ...
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11. The purpose of my (our) trip is or was ... Business ... Personal ...

12. 1 am (We are) bringing fruits, plants, metals, food, soil, birds,
snails, other live animals, wildlife products ... (Yes/No)

13. | am (We are) carrying currency or monetary instruments over
$ 10.000, or foreign equivalent ... (Yes/No)

14. The total value of all goods, including commercial merchandise,
I/we purchased is ... (US dollars)

I have read the notice on the reverse and have made a truthful declara-
tion ...

Signature Date (day/month/year)

UNIT IV. INTERNATIONAL FAIRS AND EXHIBITIONS
Ex. 1. Read and translate the text.
WORLD EXHIBITIONS

The first world industrial exhibition was held in London in 1851. It was
a great success. It displayed exhibits of participating nations and the num-
ber of visitors reached six million. Since then world industrial expositions
have had colorful history. They have changed not only in size and scope,
but also in character and overall purpose. Such eve provided opportunities
for exchanging scientific, technology and cultural achievements of the
people of Europe, America, Australia, Asia and Africa.

Beginning with the early 60s international expositions began to take
new forms, trying to emphasize not only technological progress, but also
other aspects of life. They became festivals of industry and culture.

Fairs and exhibitions provide an opportunity to establish profitable con-
tacts and promote mutual understanding among different nations.

The first international exhibition in Russia was in Moscow in 1964.
Today Moscow is a regular meeting place of traders from different coun-
tries. The trade partners participating for many years in the international
exhibitions which are held in Moscow and other cities of Russia appreciate
the amicable atmosphere and business-like spirit of the commercial negoti-
ations at these events.
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Ex. 2. Read and translate the text. Do the tasks afterwards.
FAIRS AND EXHIBITIONS

Every year a lot of international, national and specialized exhibitions
and fairs are held in different countries of the world. The number of coun-
tries and companies which take part in them is growing from year to year
and the scope of fairs and exhibitions is becoming larger.

The display during these exhibitions includes a wide range of exhibits
which show the latest achievements in different field of industry, science
and agriculture of many countries.

Usually fairs and exhibitions are crowded with visitors, who show
much interest in the exhibits on display. At international and national ex-
hibitions commercial centers are established where participants can nego-
tiate the sale and the purchase of different goods.

Every exhibition helps visitors to see the achievements of different
countries. It is also a method to advertise products. Fairs and exhibitions
are usually held under various mottoes: people and progress, peace and
progress through economic cooperation and so on. International fairs and
exhibitions pave the way for the consolidation of friendship among coun-
tries and nations. International exhibitions mean creative ideas and new
trends, platform for the development of business, contacts with the reliable
business partners.

Task 1. Find English equivalents to the Russian word combinations:

MPUHMMATh y4dacThe B BBICTaBKax M SpMapKax; MacmTad dero-nmuoo;
TOCJIeTHAE JOCTIKCHHUS B PA3IMYHBIX OTPACISIX MPOMBIIUICHHOCTH; y4a-
CTHHUKH; YCTpauWBaTh (BECTH IEPETOBOPHI); PEKIAMUPOBATH MPOMYKIIHIO;
HPOKJIaIBIBATh IYTh K YeMY-JIH0O0.

Task 2. Answer the following questions:
1. What is an exhibition? 2. What does the display of the exhibition in-
clude? 3. What are fairs and exhibitions usually crowded with? 4. What are

usually established for different goods selling and purchasing? 5. What is
one of the purposes of the international fairs and exhibitions?
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Ex. 3. Read and translate the text.
ADVERTISING

Advertising is one of the forms of marketing, nonpersonal communica-
tion used to promote ideas, goods, or services. It helps consumers to
choose among competing products. It extends the possibilities of mass
production and leads to the economies of scale and to lower consumer
costs.

An advertisement (or “ad” for short) is designed to inform and moti-
vate. It is any form that draws positive attention towards the things.

Advertising messages or ads include mass media such as television, ra-
dio, newspapers, magazines advertisement, outdoor advertising or direct
mail, and online advertising through the Internet or World Wide Web such
as blogs, websites or text messages.

Commercial advertising media can include wall paintings, billboards,
printed flyers and rack cards, web banners, mobile telephone screens,
shopping carts, web pop-ups, skywriting, bus stop benches, human bill-
boards and forehead advertising, sides of buses or cars, etc.

Ex. 4. Read and translate the text. Say what role product presenta-
tion plays and what successful presentations should be.

PRODUCT PRESENTATION

Product presentation is an important part of selling your product to
prospective customers. In many cases, this will be the customer’s first in-
troduction to your company and potentially your product. First impressions
are critical. Successful presentations should be understandable, memora-
ble, and emotional.

Understandable. Successful presentations are free of jargon, buzz-
words, complexity, and confusion. Although there are many ways to make
a presentation clear and understandable, the famous technique is called the
“Twitter-friendly headline.”

Steve Jobs offers a headline, or description, for every product and each
headline can easily fit in a Twitter post. He finds one sentence to position
every product. That one sentence speaks volumes:

“What’s the MacBook Air?” — “The world’s thinnest notebook™.

OR: What’s an iPod? — “It is one thousand songs in your pocket.”

Memorable. If your audience cannot remember what you said in your
presentation or recall your idea, it doesn’t matter how great it is! The human
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mind can only consume anywhere from three to seven points in short term.
Try to incorporate the rule of three in your presentations. You can divide
your presentation into three parts, discuss “three benefits” of a product, or
give your audience “three action steps” they can take. Packaging the con-
tent into groups of three makes it far easier to remember.

Emotional. You need to show data and evidence to reinforce your posi-
tion, but it’s the emotional part of a presentation that often moves people
to action.

Poor communication and presentation skills can sink your brand and
your career. Too many great ideas go undiscovered because the people
who have those ideas fail to communicate effectively. We need big ideas
to solve big problems, and we need inspiring leaders who can present those
ideas so they are understandable, memorable, and make an emotional con-
nection with their audiences.

Ex. 5. Presentations.

Bo Bpems mpeseHTarmii He0OOXOIMMO MPUBIICYh BHUIMAHUE CITYIIATEIs
U TojyepkuBaTh ero. B Bamem pacmopspkeHHE OONBIIOE KOJHYECTBO
BCIIOMOTATENNbHBIX cpeAcTB. bonbmas gacte Bamero ycmexa 3aBucur ot
TOTO, Kak BbI mpenognecere cBOIO MHpOpMaNWIO WK rocianue. s Ha-
yaja npu3Haitech, yTo Bam aHriauiickuid ganek oT coBeplIeHCTBA: ['m
afraid my English is not perfect, monpocure cobGecenmnuka 3agaBaTh BO-
IPOCHI, €CIIM Y4TO-TO HEMOHATHO: So, please do not hesitate to ask me if
anything was unclear. 130eraiite npeanoxxeHuil, coepKalinux CI0KHbBIE
HPHUIATOYHbIC KOHCTPYKIMH. BbickaspiBaiitech KopoTko u sicho: I’ll try to
be brief and clear!

Opening (Bcmynaenue)

CHavana KpaTko mpeicraBbTech Bammm komieram: Let me briefly
introduce myself. I'm ... and this is my colleague ... [To6narogapute 3a
npurinamenwne: 1’d like to thank you for inviting me here today u ormacure
Temy npeserrtarmu: 1’m going to talk to you about ... ITocie aToro caemnaii-
Te KpaTKuil 0030p Iu1aHa npe3entauuu (a short overview of the structure)
U oOpaThTe BHUMaHHe Ha pa3gaTodnelidi matepuan (hand-outs). Cpasy xe
HpeaynpeanTe O BO3MOKHOCTU NpephiBaTh Bac BO BpeMs BBICTYIUICHHS:
You can interrupt me at any time if you have any questions, unu, eciu
Bam ynoOHee npyroil BapuaHT, MOIPOCHTE 3aJaBaTh BOIPOCHI B OCTaB-
ureecst BpeMsi mocie npeseHrtaruu: After the presentation there will be
ample time for questions.
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Sample

Mr. Horst: Ladies and Gentlemen, I’'m delighted to be here today as
a guest speaker at the annual customer meeting of Miller Communications
Incorporated. Let me briefly introduce myself: I’m Gerhard Horst, head of
the research and development department of Hirsch in Germany. I’d like to
inform you on the latest developments in the field of electronic communi-
cations. I’ll begin with an overview of our latest projects, then I’ll brief
you on our company’s sales figures and I’ll finish off with an outlook on
the company’s future plans. If you have any questions, I’ll be happy to an-
swer them after my presentation.

Useful Phrases

Opening words

— Good morning. Let me introduce myself ...
— Let me introduce you to my colleague ...

— 1/We represent ...

Thanking for the invitation

— It’s great honor to be able to speak here today.

— I’m grateful for having the opportunity to ...

— I’m glad to have a chance to speak.

— Ladies and gentlemen, thank you for asking me to tell you ...

Announcing the topic

— Today I’m going to talk about ...

— The topic/subject of this presentation is ...

— In my presentation I’ll be explaining our new project.
—I’ll try to give you an overview of the development ...
— You’ve met here today to hear something about ...

Handouts

— In the handout, which will be passing around, you’ll find ...

— | hope everybody received the handout?

— May I draw your attention to the handout?

— There is a small mistake in the handout which I would like to cor-
rect.

— I’m afraid we’ve run out of copies, could you share with your neigh-
bor’s?
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Structure

— I’ll focus on two main points.

— I’ll be covering the following three main areas.

— I’ve divided this presentation into four sections.

— In the first part of my presentation I’ll ...

— Id like to begin with ... then/next/after that ...

— First/firstly/first of all ... Secondly ... Thirdly ... Finally ...
— My colleague will take over the second part.

Interruptions

— Please do not hesitate to interrupt me if I’m speaking too fast/I’m not
making myself clear/you have questions.

— Please stop me if anything is unclear.

— After the presentation there will be time for questions.

Main body (Ocrosnas uacmv)

Yro0bI cirymarento ObIIO MOHATHO, KakoBa Bamia mienmb, KakoBO JIOTH-
Yyeckoe mocrpoeHue Bamieil aprymeHTanuy, B OCHOBHOW yacTu Bareit
nmpe3eHTauuu Bam cinenyer orylacuth cienyromui mar: Let me now move
on to the following point, which is ... Putopuyeckumu Bompocamu Bri
MOXeTe MpUAaTh CTHIIO Bamero nokiaga HEKOTOPYIO KHBOCTh, a CITy-
mIaTeny OyxyT MPHUBJICYCHBI K Pa3MBIIUICHHAM IO MPOOJIEMAaTHKE BBICTY-
wienusi: How could this problem affect us?/How could we solve this
problem? D10 xe mMo3BoNUT Bam cienaTh XOpOIIUil Mepexol K peleHHo
npobiembl, kotopoe Ber ipenoxure: Well, one way to solve this problem
IS ...

Useful Phrases

Step by step

— Let’s start with ...

— I"d like to begin with an overview of ...

— So that’s the present situation. Let’s now have a look at ...
— With this we have come to the following ...

— Let me move on to ...

— So much for the figures. Now as to ...

— Having finished this part, I’d like to turn to the next point.
— As you can see on the handout this brings us to the last part.

Rhetorical questions
— The question is: What can we do about this?
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— What does this mean for our company?

— What advantages would this offer us?

—You will ask yourselves: In what way does this affect us?
— Isn’t there a better way of dealing with this problem?

Bringing arguments

— On the one hand ... On the other ...

— In addition ..., furthermore ...

— Because of this/as a result of this ...

— Consequently/therefore ...

— However, | think that ...

— Generally speaking/in general we could say ...
— On the whole ...

— We should take into account the following ...

— Instead of increasing our production | suggest ...
—Notonly ... but also ...

— There are two reasons for this. First ... second ...
—Thisis dueto ...

Offering solutions

— One way to solve this problem would be ...
— We propose the following solution ...

— A possible solution would be ...

— | found a way to deal with this problem.

— However, there’s another alternative.

— Another option would be to ...

Making forecasts

— What’s the forecast for next year?

— The long/short term forecast is ...

— The outlook is (not) very encouraging.

— The prospects for next year are pretty good.
— We expect this trend to continue.

— Sales are expected to rise.

— We see signs of growth.

Declining interruptions

— If I might just finish my sentence.

— Perhaps we could return to that question later on.

— If you would be so Kind as to let me finish. I’ll answer questions later on.
— If you would allow me to finish off first.
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—T’11 come back to you as soon as I’ve finished my talk.
— There are two more points 1’d like to mention before | answer your
questions.

Picking up the thread

— As | was saying ...

— Coming back to what | was trying to explain ...
— To return to my subject ...

— If we could just return to the topic ...

— If 1 could just continue ...

— This leads us back to what | was saying before ...

Closing (3asepuenue)

[Tocne 0030pa BakHEHIIHX TeM BBl MOkeTe 3aBepIINTh pacckas, mpe-
JIOKHB CIyLIATENsIM 3a/1aTh Bonpockl. @opmynuposku Tuma If there are no
questions. I’d like to finish ckopee yaepskart Jifojiei OT TOCTAHOBKH BOIIPO-
coB. Jlyumie moorpute ux TakuM obpaszom: | presume (s mpemamosnararo)
you will have a lot of questions. Was anything unclear or Did | forget any-
thing important? 1’m very curious (irobonsiTHo) t0 know what you think
of this project. Mnoraa mocie mpe3eHTanuu CISAYIOT alIoqUCMEHTRI, TPH
3TOM HH B KOEM CIlydae He CTyYuTe MO CTOJIY, Kak 3To mpuHATO B ['epma-
HUU. B OONBIIMHCTBE CTpaH ATHM >KECTOM MPHBIEKAIOT BHAMAaHHE OO
MIPOCST O COOTIOACHUY TUIITUHEL.

Sample

Mr. Horst: Well, with this summary | would like to finish off my pres-
entation. | hope | have been able to convince you of the importance of our
new project on the international market and would be happy to answer any
guestions that remained unanswered. For more detailed information you
may call me at my office any time, as soon as I’m back in Germany.
You’ll find my phone number and E-mail address on the top right of the
handout. Thank you very much for the attention.

Useful Phrases

Closing words

— Id like to conclude by making the following statement.

— Let me go through the main arguments again before finishing this
presentation.

— I hope it has become clear through this presentation ...

— I’d like to close off with the following suggestion ...
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—To putitin a nutshell ...
— So, to summarize we could say that ...

Inviting questions

—TI"d now like to turn to the questions that you certainly have.
— If you have any questions, I’d be happy to answer them now.
— I’d welcome any questions or comments.

— Please tell me if anything was unclear.

— Any further questions?

Difficult questions

— I don’t think I’m the right person to answer that question.

— That is beyond my competence.

—I'm afraid I don’t have those figures here, but I could let you know later.
— Let me pass this question to Mr. Marks who is an expert on this matter.
— Could we come back to that later?

Dealing with criticism

— | quite see your point but still ...

— That’s an interesting observation but we shouldn’t forget ...
— I understand your criticism, but don’t you think ...?

— |l entirely agree with you. On the other hand ...

— Perhaps | should make myself clearer on this point.

— It seems that you have misunderstood me there.

— I don’t think this is the place or time to discuss this.

Closing the discussion
— With this last question I’d like to finish this presentation.
— I’m sorry to break off this interesting discussion but | think we’re

running out of time.

— | think we should call it a day.

— Thank you for your attention, ladies and gentlemen.

— Ladies and gentlemen, thank you for sacrificing your valuable time.
— Thank you very much for coming and | hope I’ve been able to inform

you sufficiently.

Ex. 6. Read and translate the following texts of speeches and pres-

entations.

I. Hello, my name’s Andrews, Keith Andrews. I’'m Quality Control

Manager here at Ambermold. Quality control is a very important part of
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my manufacturing process and here at Ambermold we have a team of
15 people who are responsible for making sure that the quality and reliabil-
ity of the products are as high as possible.

As Quality Control Manager | have three basic areas of responsibility.
First, I decide on the sampling rate of finished goods. It’s not possible to
check every single bearing system so | have to calculate what percentage
should be checked. Secondly, I run tests on those bearings which we sam-
ple. I have to set up these tests and produce statistics to show the results
clearly so that the design engineers can make any necessary alterations to
the production process. But I don’t actually carry out the tests myself.
| deal with complaints from customers who’ve had problems with their
bearings. I try to find out exactly what has gone wrong and then suggest
the best way of overcoming the problem.

It’s a very demanding job. I’'m normally in the factory from 8.30 until
5.30 Monday to Friday with three quarters of an hour for lunch if I'm
lucky. And one Saturday in three ’'m on call if any of our customers has
a sudden problem with one of our components. Once a month | attend
meeting where we discuss technical problems; | report on trends in quality
control, whether the defect rate has gone up or down, problems with cus-
tomers, and so on. Every Thursday afternoon | have a short meeting with
all the quality control staff when we discuss technical matters and some-
times working conditions, like tea-breaks etc. | never work on Sundays,
thank goodness, although | may have to if the management introduces
a seven day week production program.

I1. Ambermold International

Ambermold International was founded 25 years ago by Godfrey Tho-
mas (now Sir Godfrey Thomas) in Manchester as a one-man manufactur-
ing company. The Group now comprises five companies throughout Eu-
rope and is represented worldwide by a comprehensive network of agents.
The total number of employees on the payroll is now some 8,000.

This dramatic expansion was due in no small part to Godfrey Thomas’s
foresight in patenting his simple invention of a roller bearing system which
reduced friction by nearly 50% and at the same time increased the sys-
tem’s working life by a similar amount. It is not possible here to go into
too much technical detail, but we can say that Thomas’s revolutionary in-
vention relied on the use of a heavier that normal lubricating oil, stainless
steel roller bearings accurate to 1/10,000 mm, and the sealing of the whole
system under sterile conditions at a very high temperature.

Godfrey Thomas was, and is a perfectionist who insists on the highest
standards and the result is that the Ambermold Bearing System (or ABS as
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it came to be known) is now used in machinery all over the world. Annual
turnover is currently in the region of 322 million.

UMC, the Swiss multinational, first showed interest in Ambermold In-
ternational two and a half years ago and a take-over was finally agreed at
the end of last year. Under the agreement signed by the two companies,
Godfrey Thomas remains Managing Director of Ambermold International
and Kari-Heinz Braunfels becomes Chairman. The take-over means that
substantial funds will now be available for investment in new projects, es-
pecially the development of new products and the opening of a new plant
abroad. Manchester is still the company’s headquarters and the Swinton
Lane plant in Manchester is the main manufacturing base, although there
are small factories in Greenock, Scotland, and Port Talbot in South Wales
which are due to be modernized and automated over the next five years.

Ex. 7. Read a Management Consultant’s Report which analyses
the causes in the distribution system of a company.

Background

Twelve months ago the company had a decentralized distribution sys-
tem using regional warehouses to supply customers nationwide. However,
this system proved to be expensive due to the fact that too much stock was
required in each warehouse and large amounts of capital were tied up. As
a result, the company began to experience severe cash flow problems.

Changes in the Distribution System

The company, therefore, decided to replace the regional warehouses
with one central warehouse. All orders throughout the country would be
serviced from this central warehouse. This would mean that stock levels
could keep lower, and money would be saved. The new central warehouse
would be fully computerized.

The New Computer System

It took 2 years to design and install the new system. It consisted of
a full stock control and order processing system together with a fully au-
tomated system for speedy location of goods in the large central ware-
house. Due to poor planning the transition period from regional ware-
houses to one central warehouse was too short and correct procedures for
operating the new system were not fully understood. This meant that sa-
lesmen did not know how to find out what was in stock and therefore
could not inform their customers. This meant a gap of 24 hours between
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any request for information on stock levels and the receipt of up-to-date in-
formation.

The Problem

The regional warehouses were closed down before the new central
warehouse was in full operation. Stock that was placed in the new ware-
house mysteriously disappeared as it was not entered properly on the com-
puter system. As a result of the inadequate record of stock levels there
were huge delays in supplying customers.

Answer the questions.

1. What was the original distributions system? 2. Why did they change
it? 3. What was the new distribution system? 4. What were the advantag-
es? 5. Why did the system begin to go wrong? 6. Why didn’t the new
warehouse have sufficient stock for all orders?

Make the above questions polite. Use introductory phrases:

e Would you mind telling me ...
e I’d like to know ...

¢ | wonder if you could tell me ...
¢ Can you tell me ...

EX. 8. Speak on the topic “International Fairs and Exhibitions.
Product Presentation”.

UNIT V. INTERNATIONAL TRADE

Ex. 1. Read and translate the text.

International trade is the exchange of goods and services between coun-
tries. It is distinguished from domestic trade, which takes place entirely
within a single country. International trade is sometimes called world trade
or foreign trade.

International trade permits countries to specialize in producing those
things they are best suited to make with the resources they have. Countries
benefit by producing the goods they can make most cheaply, and buying
those goods that other countries can make more cheaply. International
trade makes it possible for more goods to be produced and for more human
wants to be satisfied than if each country tried to produce everything it
needed within its own borders.
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Trade takes place between nations for the same reasons it is carried on
within a country. For example, trade between Australia and Japan is similar
to trade between the different states in the USA, such as Wyoming and
Rhode Island. In both cases, regions specialize in producing certain goods
because they have certain resources that make such specialization sensible
and profitable. Both Australia and Wyoming have abundant space and few
people. This is the best combination of productive resources for efficient
cattle rearing. Japan and Rhode Island have little space, but they have ab-
undant supplies of skilled labour and capital. Such a combination makes
for efficient industrial production. Australia and Wyoming specialize in
cattle rearing and sell meat to Japan and Rhode Island. On the other hand
Japan and Rhode Island specialize in industrial products and sell them to
Australia and Wyoming.

The economic principle of comparative advantage states that each
country should concentrate on producing those goods it can make most ef-
ficiently and buy from other countries those goods it cannot produce as ef-
ficiently. The greatest volume of international trade takes place between
the advanced industrial countries. This trading happens because many of
the people in these countries earn enough money to purchase large
amounts of goods, and because the countries have the most specialized in-
dustries.

The divisions of foreign trade are:

¢ Import Trade. Import trade refers to purchase of goods by one coun-
try from another country or inflow of goods and services from foreign
country to home country.

e Export Trade. Export trade refers to the sale of goods by one country
to another country or outflow of goods from home country to foreign
country.

¢ Entrepot Trade. Entrepot trade is also known as Re-export. It refers to
purchase of goods from one country and then selling them to another coun-
try after some processing operations.

The main types of foreign trade include: trade in goods and services;
exchange trade; trade fairs; auctions; counter trade; trading with compen-
sation deals, etc. Exchange trade is a trade in goods, currency and securi-
ties through intermediary of brokerage exchanges. In 5-10% of cases it is
real product, in 90-95% — futures. Auction assumes sale in the form of a
public market held in a predetermined place and at a pre-designated time
with the right to a preliminary examination of goods. Goods by auction are
sold of unique samples to the buyer who offers the highest price. Counter
trade or barter is a natural commodity exchange, in which one thing is
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traded for another without monetary payment; a bargain, carried out under
the scheme “goods for goods™.

Ex. 2. Match the words on the left with the most appropriate defini-
tions on the right.

Abundant — to give permissions;

to distinguish — to support;

to allow — plentiful,

to levy —to lay or place a tax, duties;

scarce — to understand well the difference;
domestic trade — producing a desired or satisfactory result;
to impose — to collect by authority or force;
efficient — a trade within a single country;

to reduce — to keep safe from danger;

to promote — to buy;

to protect — not available in sufficient quantity;
to purchase — make smaller size, price;

to encourage — to help to organize and start.

Ex. 3. Find the synonyms from the following list:

scarce, to buy, to require, abundant, rare, to earn, to demand, to carry
on, to purchase, to obtain, plentiful, to allow, to get, to continue, to permit,
to make (money).

Ex. 4. Translate from English into Russian:

to purchase, abundant, scarce, comparative advantage, profitable, to
levy, to promote, to encourage, to impose, sensible, asset, controversial
issue, to earn, to reduce.

Ex. 5. Fill the gaps with the suitable words from the list bellow.

Carried out, obtain, benefit, domestic, exchange of goods and services,
specialization and exchange, advanced.

1. World trade is the ... between countries.

2. Countries ... by producing the goods they can make most cheaply.
3. ... trade takes place entirely within a single country.

4. Most world trade is ... by private exporters and importers.
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5. Consumers can ... more goods at lower cost through ... and ... than, if
every country tried to produce everything it needed.

6. The greatest volume of international trade takes place between the ...
industrial countries.

Ex. 6. Complete the following sentences.

1. International trade permits countries to specialize in producing those
things ... 2. A part of international trade is handled by ... 3. Each country
should concentrate on producing those goods it can produce ... 4. Interna-
tional trade happens because many of the people in the advanced industrial
countries earn ... 5. Trade takes place between nations for the same reasons
it ... 6. Regions specialize in producing certain goods because they have ...

Ex. 7. Use the correct noun form, verb or adjective forms in the
sentences. Change the grammatical form of the word if necessary.

Specialize

a. Generally a nation that ... in certain production can increase output.
b. Research and development is a ... area of marketing.

c. America’s ... in agriculture has made it a leading producer of a grain.

Import

a. The United States ... coffee.

b. ... goods are sometimes subject to a special tax.

c¢. The continued American dependence on the ... of oil is a controver-
sial issue.

Produce

a. The ... of steel is an important industry in a development economy.
b. Managers try to motivate employees to be efficient and ...

c. France ... excellent wines.

Suit

a. Because of the weather in California, oranges are a ... product for it
to specialize in.

b. The ... of a particular specialization is determined by the country’s
resources.

Ex. 8. Substitute appropriate terms for the italicized words or
phrases in the sentences below.

51



Global, domestic, suit, expertise, resource, output, enables, efficiently,
scarce, lack of.

1. Diamonds are found in only a few places in the world; they are rare.

2. The production of the factory increased when ten new workers were
hired. 3. Nations that are without technological resources cannot produce
their own computer systems. 4. International trade has affected worldwide
conditions in numerous ways. 5. Specialized knowledge is necessary in
producing many goods. 6. Many small businesses focus only on the home
market. 7. Coal is a valuable asset. 8. International trade makes it possible
for countries to import goods that they cannot produce.

Ex. 9. Answer the questions.

1. What is the difference between domestic trade and international
trade? 2. What does foreign trade permit countries to specialize in?
3. What do countries benefit by? 4. Why does trade take place between na-
tions? 5. In which ways does world trade benefit people? 6. What does the
economic principle state? 7. What are the divisions and main types of for-
eign trade?

EX. 10. Speak on the topic “International Trade”.

UNIT VI. MARKETING
Ex. 1. Read and translate the text.
MARKETING AND PROMOTION

“Marketing is the art of making something better than it really is. ”
Suso Banderas (pen name of Mark Krenz), American writer

Marketing means the activities of a company associated with buying
and selling a product or service. It includes planning, pricing, market re-
search, promotion, advertising, selling and delivering products to people.
Marketing is everything a company does to acquire customers and main-
tain a relationship with them.

The ultimate goal of marketing is to match a company’s products and
services to the people who need and want them, thereby ensure profitabili-
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ty. Every business engages in five major marketing activities: marketing
research, product development, distribution, pricing, promotion.

The main marketing strategy is the marketing concept — “We must pro-
duce what people want”. We can do this by offering the right Marketing
Mix — the “Four P’s”. A company’s Marketing Mix is the combination of
marketing activities it uses in order to promote a particular product or ser-
vice. The Four P’s are: Product, Price, Place and Promotion.

Promotion is a process of raising customer awareness of a product or
brand, generating sales, and creating brand loyalty. There are three basic
objectives of promotion: to present information to consumers, increase
demand, and differentiate a product.

Companies engage in variety of promotional activities to inform cus-
tomers about products and services and to persuade them to buy. Five ele-
ments of Promotional Mix are: advertising; sales promotion; personal sell-
ing; public relations; direct marketing.

Ex. 2. Answer the questions.

1. What does marketing mean?

2. What is the ultimate goal of marketing?

3. What are the main marketing activities every business engages in?
4. What is a company’s Marketing Mix?

5. What are the basic objectives of promotion?

Ex. 3. If you want to market a product successfully, you need to get
this mix right. Match the P’s (1-4) to their definitions (a—d).

1. product a. the cost to the buyer of goods or services;

2. price b. informing customers about products and persuad-
ing them to buy them;

3. promotion c. where goods or services are available;

4. place d. goods or services that are sold.

Ex. 4. Four consumers are talking about different products. Decide
which of the four P’s each speaker is discussing: product, price, pro-
motion or place.

Consumer 1. | read about the launch and I really wanted it, but when
| tried to buy it, I just couldn’t get it anywhere. My friend heard that it was
in one shop and he queued up for ages, but they’d run out by lunchtime.
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Consumer 2. The company held a party on a river boat to launch their
new campaign. It was absolutely fantastic. We also got a free sample and a
T-shirt with the logo on as a gift at the end.

Consumer 3. These new boots were really expensive, but definitely
worth it. | think the fact that they cost so much is what really makes them
different from the rival brands.

Consumer 4. I’ve had this wallet for over 20 years, and it still looks
good. The leather is very high quality and very strong, but still soft. The
colour is as good now as when it was new.

Ex. 5. The sentences below represent a variety of views on interna-
tional markets. Complete the sentences with the words:

companies, competition, environment, gap, opportunities, poverty,
prices, standards, unemployment, workers.

International markets for labour, capital, goods and services:

e provide ... for people to work (study) abroad and improve their lives;

e increase ... and improve the choice of goods and services;

e create ... and lead to job losses in richer countries;

e reduce ... and increase wealth everywhere;

e exploit ... in poorer countries;

¢ widen the ... between rich and poor nations;

e mean lower costs and cheaper retail ... which benefit consumers;

e give large multinational ... and trading blocs too much power;

o lead to damage to the natural ..., local cultures and industries;

e promote higher ... of living, working conditions, technology, educa-
tion, etc.

Ex. 6. Read and translate the text.
PUBLIC RELATIONS

Public relations is a strategic communication process companies, indi-
viduals, and organizations use to build mutually beneficial relationships
with the public. A public relations specialist drafts a specialized communi-
cation plan and uses media and other direct and indirect mediums to create
and maintain a positive brand image and a strong relationship with the tar-
get audience.

Objective of Public relations. The main objective of public relations is
to maintain a positive reputation of the brand and maintain a strategic rela-
tionship with the public, prospective customers, partners, investors, em-
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ployees and other stakeholders, which leads to a positive image of the
brand and makes it seem honest, successful, important, and relevant.

Functions of Public relations. Public relations is different from adver-
tising. Public relations agencies don’t buy ads, they don’t write stories for
reporters, and they don’t focus on attractive paid promotions. They rather
promote the brand by using editorial content appearing on magazines,
newspapers, news channels, websites, blogs, and TV programs.

The functions of public relations manager and public relations agencies
include: anticipating, analyzing, and interpreting the public opinion and at-
titudes of the public towards the brand and drafting strategies which use
free or earned media to influence them; writing and distributing press re-
leases; speech writing; planning and executing special public outreach;
writing content for the web (internal and external websites); developing
a crisis public relations strategy; counseling the employees of the organiza-
tion with regard to policies, course of action, organization’s responsibility
and their responsibility; dealing with government and legislative agencies
on behalf of the organization; handling investor relations. Public relations
is vital to building your business, as it will help you to establish credibility,
enhance your reputation and assist in growing sales. A public relations
strategy needs to have a long-term view to achieve your business’ objec-
tives and develop meaningful relationships with target publics.

EX. 7. Speak on the topic “Marketing. Promotion. Public Rela-
tions”.

UNIT VII. FOREIGN ECONOMIC AND LEGAL ACTIVITIES.
FINANCING INTERNATIONAL TRADE

Ex. 1. Read and translate the text. Give the definition to the terms
“Foreign economic activity” and “Legal activity”.

Foreign economic activity is a set of organizational, economic, indus-
trial, operational and commercial functions oriented enterprises on the
world market, taking into account the chosen foreign economic strategy,
forms and methods of work in foreign markets.

Foreign economic activity is one of the most important factors in the
development of the national economy. It is known, that the national market
economy of a country can exist and can be viable only within and in rela-
tion with the market economies of other countries. Organizing and carry-
ing out foreign economic activity is an area of major importance in the
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creation of a new economic mechanism by which the country is performed
in the global economy. World experience confirms that many countries
have achieved a significant increase of socio-economic development, be-
cause of their “open” economy, which involves relatively free movement
of goods, capital, technology, labor and knowledge.

The foreign economic activity is based on the following principles: in-
centives and mutual benefit; free enterprise; legal equality of all the sub-
jects of the foreign economic activity, regardless of ownership; defending
the interests of the subjects of the foreign economic activity.

Legal activity is a type of the state activity which is carried out for the
purpose of right protection by specially authorized bodies by application of
legal measures of influence in strict accordance with the law.

Ex. 2. Read and translate the text.
FINANCING INTERNATIONAL TRADE

Different countries have different monetary systems. Importers must be
able to exchange their own money for the money of the country from
which they are buying the goods. The exchanging one currency for another
is called foreign exchange. Anyone who engages in foreign exchange ac-
tually is just purchasing one currency with another one through its ex-
change rate. Governments use two basic approaches to establish purchase
prices for their money: fixed exchange rates and floating exchange rates.

A fixed rate of exchange can be illustrated through the use of a gold
standard. With a gold standard, each nation defines the value of its curren-
cy in terms of a certain quantity of gold. A gold standard provides foreign
exchange with predictability. People with dollars or francs or yens will
know how much of their money they need to exchange for a given amount
of another currency. With a gold standard there is a relatively balanced
flow of goods and services between nations. Day-to-day exchanges of cur-
rency will handle the demand for and supply of each nation’s currency.
When there is an imbalance, with one nation experiencing a large trade
deficit, that nation can restore the balance by selling a reserve of the other
nation’s currency for gold from that nation. It also can establish trade bar-
riers to stem the flow of that nation’s goods and services, and it can alter
the domestic value of its money in order to decrease demand for imports
through a lower national income.

A floating rate of exchange can be illustrated through the interaction of
demand and supply. With a floating rate, the value of a currency is deter-
mined by the extent that other nations want to purchase it. A floating rate
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automatically adjusts to market conditions. This means that it forces trad-
ing to remain in balance among nations. A floating rate system of currency
exchange is not entirely predictable.

Ex. 3. Match the words on the left with the correct synonyms or de-
finitions on the right.

To engage in — to make or become different;

value — the movement of tangible or intangible;

to restore — to use pressure or influence to get or to do smth;

to establish — to take part; busy oneself with smth.;

to alter — worth of something in terms of money or other goods for
which it can be exchanged;

income — to make well or normal again;

to force — acting on each other;

floating — unchanging;

interaction — not fixed or settled; variable;

fixed — money received during a given period as salary, receipts from
trade, interest from investments;

flow — to set up.

Ex. 4. Give Russian equivalents.

Floating exchange rate, to engage in, to force, monetary system, to pur-
chase, fixed exchange rate, to define, predictable, to restore, the balance, to
establish trade barriers, national income, on interaction of demand and
supply, to adjust to market conditions.

Ex. 5. Give English equivalents.

OUKCUPOBAaHHBIM BAIIOTHBIA Kypc, IUIABAIOLIMNA BaJIIOTHBIM Kypc, Ze-
HEXXHAs CHUCTeMa, TIPUCTIOCOOISIThCS, TIPEACKa3yeMblil, CTOMMOCTh, PHOO-
peTaTb, BOCCTaHABIIMBATH, JOXOJ, 3aHUMAThCsl, B3aUMOIEHCTBHE CIIpoca U
MIPEI0KEHHUS.

Ex. 6. Complete the following sentences:

1. The exchange from one currency for another is called ...
2. A fixed exchange rate can be illustrated through ...
3. The price of one currency expressed in another currency is ...
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4. A gold standard provides foreign exchange with ...
5. When one nation experiences a large trade deficit it can establish ...
6. A nation can alter the domestic value of its money in order to ...
7. A floating rate of exchange can be illustrated through ...

8. A floating rate of exchange automatically adjusts ...

9. With a floating rate, the value of a currency is determined by ...
10. A floating rate system of currency exchange is not ...
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Ex. 7. Answer the following questions:

1. What is foreign exchange? 2. Which approaches do governments use
to establish purchase prices for their money? 3. How do nations define the
value of their currencies? 4. What policy alternatives would you recom-
mend to lessen the trade deficit? 5. How can a floating rate of exchange be
illustrated? 6. Is a floating rate system of currency exchange predictable or
not? 7. Does a floating rate adjust to market conditions? What does it
mean?

Ex. 8. Speak on “Foreign Economic and Legal Activities. Financing
International Trade”.

UNIT VIII. BALANCE OF PAYMENTS
Ex. 1. Read and translate the text.
BALANCE OF PAYMENTS

Balance of payments is a record of the value of all economic transac-
tions that one country has with other countries and international institu-
tions during a certain period. It details total payments and receipts for in-
ternational trade, services and loans for investment. These transactions are
divided into two broad groups: a current account and a capital account.

The current account includes exports and imports, called visible trade;
and services such as shipping, insurance, and tourism, plus dividends and
interest payments, which are known as invisible trade. Private transfers of
money, such as those made by workers abroad to their home country, and
official transfers by governments for loan interest or payments to interna-
tional institutions are usually also included. The capital account gives the
value of long-term loans and investments by government and multinational
companies. Purchases of bonds and other securities as well as of curren-
cies, often as short-term investments, are also recorded in the capital ac-
count.

The balance on each account is reached by subtracting the payment
from the receipts, giving either a surplus or a deficit. Where there is an
overall deficit, the accounts must be adjusted to make them equal. This
may involve the use of a country’s foreign reserves or additional borrow-
ing from abroad or financial institutions. Where the deficit is very large the
International Monetary Fund (IMF) may insist that the government change
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its financial policy as a condition for its loans. Not all deficits are bad,
however, and not all surpluses are good. Each country’s balance of pay-
ments performance has to be judged separately. When there is a balance of
payments crisis, it usually means that the current account is in deficit. This
is a serious problem in poor countries, which often borrow heavily and
have difficulty paying the interest on the debt.

Changes in a country’s balance of payments affect its exchange rate,
the value of its currency compared with foreign currencies. Generally, if
receipts exceed payments at a particular time, the country’s currency will
appreciate in relation to other currencies. If payments exceed receipts, the
rate will depreciate in relation to foreign currencies.

Many major trading nations use a floating system of exchange rates.
Such a system allows rates to vary continuously in response to changes in
international receipts and payments. If a government wishes to moderate
movement in its exchange rate, the country’s central bank can buy or sell
foreign currencies in exchange for its own money. This keeps the rate of
exchange steady by using the forces of supply and demand. For example,
selling a particular currency to the market will help push the value of that
currency downward. Buying the currency will help push its value up. This
system of buying or selling currency by central banks is often called managed
floating. Within the European Economic Community, there is a managed
floating system known as the European Monetary System which allows mem-
ber countries’ currencies to fluctuate against each other within agreed limits.

Ex. 2. Match the words on the left with the most appropriate defini-
tions on the right.

Balance of payments — to hand over the possession of property to
somebody else;

to appreciate — to regulate;

to transfer — an income statement for nation that represents the money
value of all transactions between foreigners;

dividend — to become more expensive;

surplus — to move up and down, be irregular;

to depreciate — constant, unchanging;

to adjust — amount by which payments are more than receipts;

to judge — payment of a share of profit to shareholder in a business
company;

deficit — amount of money that remains after needs have been supplied;

steady — to consider, to estimate;

to fluctuate — to become less expensive.
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Ex. 3. Fill the gaps with the suitable words from the list bellow.

To fluctuate, affect, long-term loans, visible trade, economic transac-
tions, receipts, interest payments, investments, dividends, a floating sys-
tem, a managed floating system, exceed.

1. Balance of payments is a record of the value of all ... between coun-
tries and international institutions during a certain period.

2. The current account includes exports and imports, called ...

3. The current account includes ... and ..., which are known as invisible
trade.

4. The capital account gives the value of ... ... and ... by government and
multinational companies.

5. The balance of each account is reached by subtracting the payments
from the ..., giving either a surplus or a deficit.

6. Changes in a country’s balance of payments ... its exchange rate, the
value of its currency compared with foreign currencies.

7. If receipts ... payments at a particular time, the country’s currency
will appreciate in relation to other currencies.

8. Many major trading nations use of exchange rates.

9. Within the European Economic Community, there is ... known as the
European Monetary System.

10. The EMS allows member countries’ currencies ... against each other
within agreed limits.

Ex. 4. Complete the following sentences:

. Balance of payments details total payments and receipts for ...
. All economic transactions are divided into ...

. The current account includes exports and imports, called ...

. The current account usually also includes ...

. The capital account gives the value of ...

. The balance on each account is reached by ...

. When there is a balance of payments crisis, it usually means ...
. The country’s currency will appreciate if ...

. A floating system of exchange rates allows ...

OCoOoO~NOoOUITDWN

Ex. 5. Translate from English into Russian.

To exceed, private transfer, surplus, to subtract, balance of pay-
ments, to adjust, current account, to appreciate, to fluctuate, capital ac-
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count, receipt, long-term loans, visible trade, to depreciate, a managed
floating system.

Ex. 6. Translate from Russian into English.

IInarexxupiii 6anaHc, TeKyIHid OAHKOBCKHH CUET, CUET OCHOBHOTO Ka-
MUTala, ymiara MpOIeHTOB, JOX0J, YacTHBIE TIEPEeBOAbI, H30BITOK, nedu-
IIUT TEKYIINX CTaTed IUIATE)KHOTO OajaHca, MPEeBHIMIAaTh, MOBBIIIATH KypC
BaJIIOTHI, ypPEeryJIHpOBaTh, paccCMaTpHBaTh, MOJITOCPOYHAas ccyna, (HyHK-
[IMOHUPOBaHNE, KOJIeOaThCs, YCTONIHUBHII.

Ex. 7. Answer the following questions:

1. What is balance of payments? 2. What does balance of payments in-
clude? 3. Which groups are all economic transactions dividend into?
4. What does the current account include? 5. Are private transfers and offi-
cial transfers also included in the current account? 6. What are recorded in
the capital account? 7. How is the balance on each account reached?
8. How do changes in a country’s balance of payments affect its exchange
rate? 9. Which system of exchange rates do many trading nations use?
10. How does a managed floating system influence the rate of exchange?

Ex. 8. Read and translate the text.
INVOICING AND PAYMENT TERMS

Businesses, regardless of the industry or size, require regular cash flow
from their clients and the customer to pay their expenses, such as their em-
ployees’ salaries and the utilities. That is why invoicing is a necessity. Ad-
ditionally, payment terms can be used to help businesses receive payments
on a predictable schedule. When you have this fixed payment schedule,
you can easily create a budget and make financial forecasts so that you
prevent any cash flow problems. In other words, the success of your busi-
ness may depend on the invoice payment terms that you create when send-
ing out invoices.

When thinking about your terms of payment, remember to always be
polite, keep the terms short and clear, offer incentives for early payments,
interest rates for late payments, and offer a variety of payment process op-
tions.

Remember, when you have clear, specific, and consistent payment
terms you can increase the chances of getting your invoice paid-on-time.
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Your invoice payment terms and conditions can impact the number of
days it takes you to get paid. Without them, you aren’t communicating
when a payment is expected, as well as other conditions like your preferred
payment method and any consequences of late payments.

This list explains many of the payment terms commonly used on in-
voices.

Invoice payment terms

PIA — payment in advance;

Net 7 — payment seven days after invoice date;

Net 10 — payment ten days after invoice date;

Net 30 — payment 30 days after invoice date;

Net 60 — payment 60 days after invoice date;

Net 90 — payment 90 days after invoice date;

EOM — end of month;

21 MFI — 21st of the month following invoice date;

COD - cash on delivery;

Cash account — account conducted on a cash basis, no credit;

Letter of credit — a documentary credit confirmed by a bank, often used
for export;

Bill of exchange — a promise to pay at a later date, usually supported by
a bank;

CND - cash next delivery;

CBS - cash before shipment;

CIA — cash in advance;

CWO - cash with order;

Contra — payment from the customer offset against the value of supplies
purchased from the customer;

Stage payment — payment of agreed amounts at stage.

When creating your invoice payment terms, bear in mind that if you
have clear, concise and consistent payment terms, it is more likely that
your invoice will be paid in time and this will have a positive impact on
your business cash flow.

Ex. 9. Speak on the topic “Balance of Payments”.
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UNIT IX. IMPORT AND EXPORT
Ex. 1. Read and translate the text. Learn the new vocabulary.

An import and export transaction usually requires a lot of complicated
documentation. Many different arrangements have to be made and this can
be difficult when one firm is dealing with another firm on the other side of
the world.

Many specialists may be involved, including:

e A shipping agent and a freight forwarder (forwarding agent) who
takes responsibility for the documentation and arranges for the goods to be
shipped by air, sea, rail or road. These services may also be carried out by
the suppliers own export department, if they have the expertise.

e Airlines, shipping lines, railways or road haulage firms to transport
the goods.

¢ Both the importer’s and exporter’s bank will be involved in arranging
payments if a letter of credit or bill of exchange is used.

¢ Customs officers, who may examine the goods, check import or ex-
port licenses and charge duty and/or VAT.

e The manufacturer or a Chamber of Commerce to issue a Certificate of
Origin, if it required by the importer’s country.

¢ An insurance company or insurance broker to ensure goods in transit.

¢ An export credit insurance company.

¢ A lawyer if a special contract has to be drawn up.

Different documents may be needed, for example: Bill of Loading, Sea
Wayhbill, Air Waybill, Shipping Note, and Certificate of Insurance. Many
of these documents can be replaced with computerized procedures.

Many import or export deals are arranged through an exporter’s agent
or distributor abroad in this case the importer buys from a company in his
own country and this company imports the goods. Alternatively, the deal
may be arrange through an importer’s buying agent or a buying house act-
ing for the importer, or exporter house based in the exporter’s country. In
this situation, the exporter sells directly to a company in his own country,
who will then export the goods.

Prices for the exporters may be quoted in the buyer’s currency, the sel-
ler’s currency or in a third “hard” currency. The price quoted always indi-
cates the terms of delivery, which conform to the international standard In-
coterms. The terms of delivery that are most common depend on the kind
of goods being traded and the countries between which the trade is talking
place.
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Incoterms

CFR — The price includes Cost and Freight, but not insurance, to
a named port of destinations in the buyer’s country.

CIF — This price covers Cost, Insurance and Freight to a named part
of destination in the buyer’s country.

CPT — The cost and transportation of the goods, Carriage Paid to
a named destination in the buyer’s country.

CIP — The cost and transportation of the goods, Carriage and Insurance
Paid, to a named destination in the buyer’s company.

EXW — This price is the Ex-Works cost of the goods. The buyer ar-
ranges collection from the supplier and pays for freight carriage and insur-
ance.

DAF — The cost, insurance transportation of the goods Delivered At
Frontier.

FAS — This price includes all costs to a named port of shipment Free
Alongside Ship. The buyers pays for loading, onward shipment and insur-
ance.

FOB — This price includes all costs Free on Board a ship whose desti-
nation is started in the contract. The buyer pays for onward shipment and
insurance.

Methods of payment may be on a cash with order basic (or cash deposit
with order), on open account (as in most domestic trade, where the buyer
pays the supplier soon after receiving the goods), by irrevocable letter of
credit or by bill of exchange. Exporters and importers often prefer the se-
curity of payment by confirmed irrevocable letter of credit when dealing
with unknown firms in distant countries.

Trade between countries within a free trade area and within the Euro-
pean Union (EU) is simpler, and many firms pay for goods by cheque and
use their own transport to deliver goods across frontiers. No special cus-
toms documentations is required for trade between firms in different parts
of the EU, but VAT rates vary from country to country.

Active Vocabulary

Freight forwarder — sxcneuIiMOHHOE ar€HTCTBO, OPraHU3YIOIIEe Tepe-
BO3KH HapPTUH I'PY30B.

Freight agent — arent no ¢gpaxroBbIM orepanusm, GpaxToBBIil areHT.

Haulage — nepeBo3ka.

Road haulage — aBToopokHas rpy3oBasi IepeBo3Ka.

Shipping line — cynoxonHas uHwMs.

Letter of credit — akkpenuTus.

Bill of exchange — (mepeBo/iHBIi1) BEKCENb.
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Vat (value-added tax) — naor Ha 106aBJIEHHYIO CTOUMOCTb.

Chamber of commerce — toprosas manara.

Certificate of origin — cBUAETEIECTBO O POUCXOXKICHUH IPy3a.

Goods in transit — ToBapsl B yTH, TPAH3UTHBIC ITyTH.

Bill of lading — xonocaMenT, TpaHcIopTHAs HaKIaIHAS.

Waybill — moposxusIii muCT.

Distributor — onToBbIif TOproBeir.

Incoterms (International Commercial Terms) — npuHsTEIC B MEXKTyHa-
POJIHOM TPAKTHKE OIpPEACICHHs KOMMEPYECKUX TEPMUHOB, HanboJee Jac-
TO BCTPEYAIOIINXCS BO BHEITHETOPTOBBIX KOHTPAKTAX.

CPT (Carriage Paid) — mpoBo3 ormaueH.

Ex-Ship — dpanko-cTpor cyaHo, ¢ cyaHa.

Ex-Quay — ¢ppanko-HabepexHast.

Free Alongside Ship — ¢panko y 6opra cyaHa.

F.o.b. (free on board) — dppanko-60pT.

C.W.O. (cash with order) — Hanu4HBIN pacyeT MpH BblAaYE 3aKa3a.

Irrevocable confirmed letter of credit — 6e30T3bIBHO# OATBEPKICHHBII
AKKPEUTHB.

Ex. 2. Fill the gaps with suitable words from the list below.

Licenses, freight forwarder, complicated documentation, letter of credit,
value-added tax, bill of exchange, Certificate of Origin, terms of delivery.

1. An export import transactions requires a lot of ...

2. A ... takes responsibility for the documentation and for shipment of
the goods by air, sea, or road.

3. The importer’s and exporter’s banks will be involved in arranging
payments if a ... or ... is used.

4. Customs officers examine the goods, check import or export ... and
charge duty or ...

5. The manufacturer or a Chamber of Commerce issues a ... if this is
required by the importer’s country.

6. The price quoted always indicates the ..., which conform to the inter-
national standard Incoterms.

Ex. 3. Fill the gaps in these sentences.

1. Ex-works: this price is the cost for the goods at the supplier’s factory
gate. The pays for freight carriage and insurance.
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2. FAS Liverpool: this price includes all costs to a named port of shipment
F... A..S.... The buyer pays for loading, onward shipment and insurance.

3. FOB Felixtowe: this price includes all costs of the goods F... O... B...
a ship whose destination is stated in the contract.

4. CFR Kobe: this price covers C... and F..., but not insurance, to a
named port of destination in the buyer’s country.

5. CIF Athens: this price covers C..., I... and F... to a named port
of destination in the buyer’s country.

6. CIP: this price is the cost of the goods, freight C..., and I... P... to
a named destination in the buyer’s country.

Ex. 4. First study the meaning of the words and word-combinations
given below then, fill the gaps with suitable words from that list.

Backlog, bill of exchange, bill of lading, bulky, cash of delivery, cash
with order, crates, deadline, grade, hold up, inventory (US)/stock (GB),
margin, point of sale, premium, retail, special delivery, surcharge, tender,
triplicate, value added tax, volume, wholesale.

1. The profits made on a product vary according to the ... of sales and
there is not normally a fixed profit ... on the unit price.

2. If you buy something by mail order it’s normal to pay CWO (...), ra-
ther than COD (...).

3. The ... price of this product at the ... (i.e. in the shops) is £ 13.99,
incl. VAT (...) — about 60% more than the ... price.

4. As we have been carrying out a(n) ... control, there is a ... in
processing orders. We apologize for any inconvenience caused by this ...

5. As part of the consignment is very urgent, we’ll be making a of two
of the twenty ... you have ordered.

6. We only supply ... one products of ... quality. Very ... consignments
are shipped by sea. There is no ... for small orders.

7. The submitted a ... in ..., accordance with our instructions, but arrived
after the ...

Ex. 5. Give Russian equivalents.

Chamber of Commerce, freight forwarder, letter of credit, value added
tax, road haulage, bill of exchange, certificate of origin, bill of lading, dis-
tributor, International Commercial Terms, cash with order, cash on deli-
very, dead line, profit margin on the unit price, surcharge, retail, backlog,
wholesale, irrevocable confirmed letter of credit.
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Ex. 6. Answer the following questions:

1. Which specialist may be involved in an import and export transac-
tions?
. What does a freight forwarder take responsibility for?
. What is the role (function) of customs officers?
. Which documents may be needed?
. What are many import and export deals arranged through?
. How many prices be quoted?
. Does the price quoted indicate the terms of delivery?
. What do the most common terms of delivery depend on?
. What methods of payment do you know?
10. Why is trade between countries within a free trade area and within
the EU simpler?

OCoO~NOUITDWiN

Ex. 7. Speak on the topic “Import and Export”.

UNIT X. TRADE BARRIERS
Ex. 1. Read and translate the text. Learn the new vocabulary.

Government trade policies influence the volume of trade between na-
tions. In domestic trade goods may move freely from one part of a nation
to another. In international trade, governments often place artificial bar-
riers against the free movement of goods from one country to another. One
such barrier is the tariff.

Tariff is a tax placed on goods that one nation imports from another.
Many nations use tariffs to protect their industries from foreign competi-
tion. Tariffs provide protection by acting to raise the price of imported
goods. Tariffs encourage domestic firms to increase their production, and
consumers are forced to pay higher prices for the protected goods. Tariffs
on exports are sometimes used in some countries to raise revenue. A nation
may also use tariffs to influence, or protest against political or economic
policies of other countries.

Nations set their tariff rates in various ways. They may have commer-
cial treaties that include a most-favoured-nation (MFN) clause. Under an
MFEN clause, each nation’s lowest regular tariff rates apply to all countries
that sign the treaty. Preferential tariffs, which are lower than MFN tariffs,
may be applied to favour imports from less developed countries. Nations
that form a customs union eliminate tariffs on trade among themselves.
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These nations also have a common set on tariffs that cover their trade with
nonmember countries. A common market has the same tariff policies as
a customs union but provides for greater economic cooperation among its
member. Nations that form a free trade area have no tariffs among them-
selves, but each member may set its own tariffs on goods produces by
nonmembers.

Tariffs may be classified according to their purpose. Tariffs levied to
restrict imports are called protective tariffs. Those levied to increase gov-
ernment revenue are known as revenue tariffs. Many governments used
revenue tariffs in the past. But today these tariffs are seldom used, because
income taxes and sales taxes have become the main sources of government
revenue. Protective tariffs are used more often.

Tariffs may also be classified according to the way in which they are
levied. Specific tariffs are calculated according to a product’s weight or
volume. Most specific tariffs are levied against such raw materials as iron
ore and rubber and such food products as sugar, wheat, and wine. Ad valo-
rem tariffs are levied as a percentage of the value of a product.

Another trade barrier, the quota, limits the quantity of imports allowed.
It generally requires an importer to get permit before bringing goods into
the country. These methods of eliminating a foreign challenge to domesti-
cally produced goods can be equally effective. For example, if automakers
felt that too many Japanese and West German cars were being sold, they
could request import quotas. Customs authorities might be told to use more
stringent quality and licensing criteria to slow the entry of imported goods.

Hoping to support peace and development, at the end of Word War 11,
the General Agreement on Tariffs and Trade (GATT) was created.
The purpose of GATT was to serve as a forum for encouraging free trade,
solving trade disputes, and establishing rules for international commerce.
As aworld forum, through GATT the developed and developing nations
gather. Under GATT rules, all contracting nations can expect to receive
most-favoured-nation (MFN) treatment. This means that any trade conces-
sion granted by a GATT member to any other nation must also be granted
to all GATT nations.

Active Vocabulary

Tax — Hanor.

To raiSe — OBLIIIATE.

To encourage — CTUMYIHPOBATh.
Revenue — noxopn.

To influence — oka3eIBaTh BiIMSHUE.
Treaty — norosop.
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Commercial treaty — Toprosetit 1oroBop.

Most favoured-nation tariff — Tapud ma ocHoBe HambosbmIETO OJIar0-
IPHUSATCTBOBAHHUSL.

Most favoured-nation clause — oroBopka o HauOGobIIEM OIATONPHUSIT-
CTBOBaHUH.

To apply — mpumeHaTS.

To sign — moxnuceIBaTS.

Preferential tariff — npeumyiecTBeHHbIi Tapud.

Custom union — TaMO>XeHHBIH COI03.

To eliminate — nckro4arts.

Protective tariff — nporekunonucTckuii Tapud.

Revenue tariff — ¢puckanbubiil Tapud.

Specific tariff — cnenuduueckuii Tapud.

Ad valorem tariff — nat. croumocTHbIi Tapud.

Challenge — cnoxHas 3amaua, mpobdiaema.

Domestically produced — oTedecTBeHHOTO POU3BO/ICTBA.

Stringent — ctporwii.

Treatment — pexxum.

Concession — ycrymka, cKuaka (B 1eHe).

To grant — npeaoCTaBIIATS.

To levy — B3umars.

Ex. 2. Fill the gaps with the suitable words from the list below.

To protest, preferential tariff, artificial barriers, encourage, government
revenue, free trade, area, specific tariffs, GAAT, ad valorem tariffs,
the quota.

1. In international trade governments place ... against the free move-
ment of goods from one country to another. 2. Many nations use tariffs ...
their industries from foreign competition. 3. Tariffs ... domestic firms to
increase their production. 4. ... may be applied to favour imports from less
developed countries. 5. Nations that form a ... have no tariffs among them-
selves. 6. Tariffs levied to increase ... are known as revenue tariffs.
7. ... are calculated according to a product’s weight or volume. 8. Another
trade barrier ... limits the quantity of imports allowed. 9. To support peace
and development, at the end of World War 1, the ... was created. 10. ... are
levied as a percentage of the value of a product.

70



Ex. 3. Complete the following sentences and translate them into
Russian.

1. Government trade policies influence ...

2. Tariffs on export are used in some countries to ...

3. Nations may have commercial treaties that include ...

4. Nations that form a customs union eliminate ...

5. Tariffs levied to restrict imports are called ...

6. Revenue tariffs are seldom used today because ...

7. Specific tariffs are calculated according to ...

8. Another trade barrier, the quota, limits ..

9. The purpose of GATT was to serve as a forum for ..

10. Under GATT rules, all contracting nations can expect to receive .

Ex. 4. Translate from English into Russian.

To eliminate, revenue tariff, domestically produced, commercial treaty,
to encourage, most-favoured-nation clause, revenue, preferential tariff,
to grant concession, ad valorem tariff, protective tariff, treatment.

Ex. 5. Translate from Russian into English.

Toproselii 0roBop, Tapudp Ha OCHOBE HAUOOJBIIETO OJArONPHUSITCTBO-
BaHMs, oOyaraTh HaJOroM, INPEUMYILECTBEHHBIH Tapud, TamokeHHbIH
COI03, CTUMYJIUPOBATh, MPOTEKIIMOHUCTCKUH Tapu], CTOMMOCTHBINA TapHd,
¢bucKanbHBI Tapud, peKUM HaUOOJNBIIErO ONaroNpUsSTCTBOBAHUS, CIie-
UQUUECKUH Tapu], yCTYITKa, HCKII0YaTh, IPEI0CTABIATh CKUJIKY.

Ex. 6. Answer the following questions:

1. What influence the volume of trade between nations?

2. Why do governments place artificial barriers in international trade?
3. On what purposes do many nations use tariffs?

4. In which ways do nations set their tariff rates?

5. What nations eliminate tariffs on trade among themselves?

6. How can you classified tariffs according to their purpose?

7. How are specific tariffs and ad valorem tariffs distinguished?

8. What is import quota?
9. What was created at the end of World War 11?
10. What was the purpose of GATT?

EX. 7. Speak on the topic “Trade Barriers”.
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UNIT XI. INCOME. SOURCES OF INCOME
Ex. 1. Read and translate the text. Learn the new vocabulary.

Income is a term in economics that generally is defined in terms of con-
sumption and wealth. Income is the total value of goods and services
a person can buy during a certain period with no loss of wealth. Wealth
consists of such assets as investments and property. Income includes interest
and other returns from the lending of wealth, but income is not wealth.

Income is received in the form of money or as items called imputed in-
come. Such items include free room and board, and food grown at home.
In the economy of a small community or of an entire nation, one person’s
consumption creates another’s income. When a consumer buys a certain
amount of goods or services, the producer receives that amount of income.
The producer, in turn, may use this money for other purchases, thus pro-
viding someone else with income.

Economists classify income in various ways. For example, personal in-
come is the total income received in a nation during a certain period, ex-
cept for the income of corporations. It includes the income of individuals,
non-profit — making institutions, and unincorporated businesses.

Business income is the income received during a specific period by the
corporations in a country. National income is the total of all income in
a nation during a set period. It is calculated by subtracting the cost of de-
preciation (the reduction in the value of equipment over time) and certain
business taxes from gross national product (GNP). The GNP is the total
value of goods and services the produced in a nation in a specified period.

Economists sometimes measure income by comparing gross income to
net income and money income to real income. Gross income is income be-
fore taxes and other expenses have been deducted. Net income is what re-
mains after deducting all such expenses. Money income is the value of an
income in a nation’s currency. Real income measures purchasing power,
the amount of goods and services that can be bought with a specific money
income. Real income changes according to changes in money income or in
the prices of goods and services or both. If, during a period of inflation,
prices rise faster than money income, real income decreases and a given
amount of money buys fewer items.

Active Vocabulary

Consumption — nmorpebnenue.

Imputed income — 10x01 B HeleHEKHOH opme.
Personal income — nuuHbIH 10XO0..
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Unincorporated business — neakinonepHast hupma.

Non-profit-making institution — 6ecripuOBUIEHAS HEKOMMEpPUYECKAS Op-
raHu3arys.

Business income — koMMepUYEeCKHiA JOXOI.

National income — HarMOHATBHBIH JOXO/I.

Depreciation costs — aMmopTH3alIHOHHBIE PACXOIBL.

Business tax — HaJIor Ha MpeIMPUHAMATENTS.

Gross national product (GNP) — BanioBoii HalHOHAIBHBIH IPOTYKT.

Gross income — BaJIOBO#i TOXOI.

Net income — 9ucThIi T0XO/I.

Real income — peansHsIil m0X0.

To deduct — BeruuTats.

Purchasing power — nmokymnaTeabHas ClIOCOOHOCTb.

Ex. 2. Give Russian equivalents.

Gross income, purchasing power, business income, personal income,
non-profit-making institutions, the total value, interest, entire nation, net
income, depreciation, gross national product, consumption, investment,
to deduct, to lend, expenses, gross income, property, unincorporated busi-
ness, business tax, imputed income.

Ex. 3. Give English equivalents.

CymMmapHasi CTOMMOCTb, JIMYHBIA JOXOH, MPOIEHT, YHCTHIA JOXO],
BJIOYKEHHE KamuTaja, COOCTBEHHOCTh, IMYIIECTBO, /IaBaTh B3alMBI, Bajo-
BOI HaIMOHAIBHBIN MPOIYKT, TOKyNaTeIbHasl CIOCOOHOCTD, BKIAJ, YAep-
JKaHUe, BaJIOBOW JO0XOJ, M3IEPKKH, MOTPeOIeHIE, KOMMEPUYECKUH TOXO0I,
HAJIOT Ha TIpeATNpPUHUMATES, HeaKIIMOHepHast pupma.

Ex. 4. Complete the following sentences:

1. Income is defined in terms of ...

2. Wealth consists of such assets as ...

3. Impudent income includes such items as ...

4. Personal income includes the income of ...

5. Business income is the income received ...

6. The total value of goods or services produced in a nation’s economy
in agiven year is ...

7. Income sometimes is measured by comparing ...

8. Gross income is income before taxes and other expenses ...
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9. Net income is money that remains after ...

10. Money income is the value of ...

11. Real income measures ...

12. Real income changes according to ...

13. Economists sometimes measure income by comparing ...

Ex. 5. Answer the following questions:

. How is income defined in economics?

. What does wealth consist of?

. What form is income received in?

. How does one person’s consumption create another’s income?
How do economists classify income?

. What does personal income include?

. What is business income?

. What is national income calculated by?

. How do economists sometimes measure income?

10. What is the differences between gross income and net income?
11. What does real income measure?

12. How does real income change?

13. What is the gross national product?

©O~N®UTAWNE

Ex. 6. Read and translate the text.
SOURCES OF INCOME AND ITS DISTRIBUTION

Economists divided income sources into two categories based on
earned income and unearned income.

Sources of earned income consist chiefly of wages and salaries. Earned
income is received in return for labour. Wages are generally paid accord-
ing to the number of hours worked or the amount of labour produced. Sala-
ries are payments that remain fixed for a certain period, such as a year.

Sources of unearned income include interest, profits, and rent. Un-
earned income is received in return for the use of resources other than la-
bour. Interest is a payment to lenders for the use of their money. Banks and
other financial institutions pay interest on saving accounts, and companies
and governments pay interest on bonds. Profit is the income received by
a business after all costs of production have been paid. Rent is payment re-
ceived for the use of buildings or other property. Other sources of un-
earned income include gifts, inheritances, and certain transfer payments.
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Transfer payments involve no production of goods or services. They in-
clude unemployment benefits, social security payments, and grants.

Distribution of income. In general, personal income is distributed less
equally in the poorer nations than in the wealthier ones. The distribution of
total personal income among all the nations is extremely unequal. In many
countries, the government redistributes income to lower-income groups
and the elderly through transfer payments financed by taxes on people with
higher incomes. Government makes transfer payments in such forms as
cash, food tokens, and free or inexpensive medical services.

Inflation also affects the distribution of income, especially among people
who live on fixed incomes from pensions, welfare payments, or other sources.
When prices rise, these people cannot buy as much as before. When wages
rise, fixed incomes make up a smaller proportion of the national income.

Uses of personal income. People use personal income to buy goods and
services, to pay taxes — mainly income taxes — and to make investments.
Most higher-income people pay a larger share of their income in taxes.

Income that remains after all taxes and government fees have been paid
is called disposable income. Most people in the wealthier nations spend
about 90% of their disposable income on goods and services, including
three basic needs — food, clothing, and shelter. Income left after paying for
these basic needs is called discretionary income. People spend their discre-
tionary income on such items as entertainment and education. As income
rise, consumption and investment both increase. People with higher in-
comes have larger discretionary incomes, and so invest a larger part of
them than do those with lower incomes.

Income growth provides higher living standards for many people
through increased production and consumption. But it also has harmful ef-
fects. In many cases, for example, the growth of income through industry
has polluted the environment, destroyed natural beauty, and threatened life.

Ex. 7. Give Russian equivalents.

Transfer payments, earned income, salary, unearned income, interest,
saving accounts, bond, rent, inheritance, to involve, grant, distribution,
to affect, to effect, disposable income, discretionary income, fee, cash.

Ex. 8. Give English definitions to the following terms.

Jonrosoe 00s13aTeNIbCTBO, CYOCHAMS, HAIMYHBIC ACHBIH, TOHOPAp, OK-
Jiaj1, CBOOOIHBIN JT0XO0, AUCKPEIIMOHHBIN H0XO0, apeH Hasl 11aTa, TpaHc-
(epTHBIC MTATEXKH.
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Ex. 9. Answer the following questions:

1. Which categories do economists divide income resources into?

2. What do sources of earned income consist of?

3. Are wages generally paid according to the number of hours worked
or not?

4. What do unearned income sources include?

5. What do financial institutions and governments pay interest on?

6. What other sources of unearned income do you know?

7. Do transfer payments involve production of goods or services?

8. How does the government redistribute income?

9. In which forms do governments make transfer payments?

10. On what do people spend their disposable income and discretionary
income?

EX. 10. Speak on the topic “Income. Sources of Income”.

UNIT XIl. COMMERCIAL SERVICES SUPPLY

Ex. 1. Read and translate the text. Say what unique characteristics
services have.

When we talk about “trade” in services, it is not just trade in the con-
ventional sense — where a product is produced in one country and sold to
consumers in another country — but we mean the whole range of interna-
tional transactions, including foreign investment and international move-
ment of people, as consumers or providers of services.

Thus, “trade” in services encompasses: cross border trade in road and
air transport; consumption by foreigners of tourism services; foreign direct
investment in banking, communication, and distribution; and the tempo-
rary migration of doctors, teachers, and construction workers.

Services have unique characteristics that affect their tradability. Typical
characteristics include:

e Intangibility — international transactions in services are often difficult
to monitor, measure and tax.

¢ Non storability — production and consumption often must occur at the
same place and time.

o Differentiation — services are often tailored to the needs of customers.

e Joint production — with customers having to participate in the produc-
tion process.
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In contrast to goods, services supply inputs to virtually every economic
activity (multi-functional). Producer services such as transport, telecom-
munications, financial services, distribution, business and professional ser-
vices are essential to the entire operation of an economy. Services also en-
able economic linkages and networks to operate both nationally and inter-
nationally.

Ex. 2. Read and translate the text.
BANKING SERVICES

Banking system is a group of institutions that offer financial services
within a country. Banks are those financial institutions that offer a wide
range of services, especially credits, savings, and payment services, and
perform different financial functions of any business firm.

The members of the banking system and the functions they typically
perform include national or central banks that issue currency and set mone-
tary policy; commercial banks that take deposits and make loans; invest-
ment banks which specialize in capital market issues and trading.

The main banking services:

e Current account services. A current account is a personal bank ac-
count which you can take money out of at any time using your cheque
book or cash card. Current account services are extended to anyone whom
banks regard as reliable. A new depositor should be recommended by his
employer or should present a reference. If this proves satisfactory the bank
will accept a deposit from him which will be entered in his current ac-
count. Money are paid into and paid out off the account as often as the cus-
tomer finds convenient.

¢ Deposit account services. A deposit account is a type of bank account
that pays interest and is usually not able to be drawn on without notice or
loss of interest. Companies and individuals can deposit cash resources that
are not needed at present. They can withdraw the money either any day
they need it or after a certain period in case of time deposits.

e Savings account services. A savings account is a type of bank account
that enables to save money and earn interest on it at the same time. People
use savings accounts to invest their money for short periods of time. The
funds can be withdrawn quickly and easily when needed by the customer.
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Ex. 3. Read and translate the text. Do the tasks afterwards.
NON-BANK FINANCIAL INSTITUTIONS

Non-bank financial companies (NBFCs) are financial institutions that
provide banking and financial services but do not hold a banking license.
They are also called “near-banks”. These institutions are not allowed to
take deposits from the public. All operations of these institutions are still
covered under banking regulations.

Services provided. NBFCs offer most sorts of banking services, such as
loans and credit facilities, private education funding, retirement planning,
trading in money markets, underwriting stocks and shares, money transfer
services, and other obligations. These institutions also provide wealth
management, discounting services. Non-bank institutions also support in-
vestments in property and prepare feasibility, market or industry studies
for companies.

Types of non-banking financial institutions. Depending upon their na-
ture of activities, non-banking finance companies can be classified into the
following categories: Development Finance Institutions, Savings & Loan
Associations, Insurance Companies, Stock Exchanges/Financial Markets.

The other financial intermediaries include leasing companies, factoring
companies, investment banks, brokerage firms, mortgage companies, trust
companies.

Development finance institutions (DFI) play a crucial role in providing
credit in the form of higher risk loans, equity positions and risk guarantee
instruments to private sector investments.

Savings and loan associations (S & L), or thrift institutions, are finan-
cial institutions that specialize in accepting savings deposits and making
mortgage and other loans. They are often mutually held, meaning that the
depositors and borrowers are members with voting rights.

Insurance Companies are corporate entities that insure people against
loss. The client pays a fee, known as a premium, in exchange for the prom-
ise of the company to protect the client financially in the event of certain
potential misfortunes. The different types of insurance include life, ve-
hicle, health, liability and homeowners.

Task 1. Give Russian equivalents to the following English word com-
binations:

to provide banking and financial services, to hold a banking license,
to take deposits from the public, to be covered under banking regulations,
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to offer loans and credit facilities, to offer education funding, to provide
retirement planning, to provide trading in money markets, to offer under-
writing stocks and shares, to provide wealth management, to support in-
vestments in property, to prepare feasibility studies, to prepare market stu-
dies.

Task 2. Answer the following questions:

1. What kind of financial institutions are the non-bank financial compa-
nies?

2. Do they hold a banking license?

3. Are these institutions covered under banking regulations?

4. What sorts of banking services do these institutions offer?

5. What other services do they provide?

6. What services do they also support?

7. What are the main types of non-banking financial institutions?

8. What other financial intermediaries do you know?

Ex. 4. Read and translate the texts.
Text I. Financial Markets.

A financial market is a market in which people trade financial securities
and commodities at low transaction cost and at prices that reflect supply
and demand. Securities include stocks and bonds, and commodities include
precious metals, industrial or agricultural products. The term “market” is
sometimes used for what is called exchanges, organizations that facilitate
the trade in financial securities, e.g., a stock exchange or commaodity ex-
change. Types of financial markets:

¢ Capital markets which consist of Stock markets and Bond markets.

¢ Foreign exchange markets.

e Commodity markets.

e Money markets.

e Futures markets.

e Insurance markets.

A stock exchange or bourse is a market where stock brokers and traders
can buy or sell stocks (also called shares), bonds, and other securities. To
be able to trade a security on a certain stock exchange, it must be listed
there. Stock exchanges are part of a global securities market. It should act
as a place for safe and profitable investment. Major stock exchanges are
New York Stock Exchange, NASDAQ Stock Exchange (American Stock
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Exchange), London Stock Exchange, Tokyo Stock Exchange, Shanghai
Stock Exchange, etc.

A commodity exchange — also called Futures Market, or Futures Ex-
change, is an organized market where futures contracts are traded. A futures
contract represents a binding agreement to buy a commodity at a specified
price on a specified future date. There are two basic types of traders in
a futures market: hedgers and speculators.

Hedging is the process whereby a dealer or investor will seek to gain
some protection against the possible loss of their investment. Hedgers seek
to avoid or minimize the financial risks associated with their current com-
mercial activity by taking out an insurance policy in the shape of a futures
contract. The speculator, in the expectation of making a profit, seeks risk
by committing his funds to back his own view of higher or lower prices or
interest rates.

Text Il. Leasing, Factoring and Trust Companies.

A leasing company provides physical assets or services for use by
a commercial client or individual for an established period of time in re-
turn for regular payments, known as financial leasing. A lessee is the re-
ceiver of the assets or services under the lease contract. A lessor is the
owner of the assets or provider of services.

Leasing assets include passenger vehicles, light duty trucks, furniture,
office equipment, appliances, and heavy equipment, such as large ma-
chines, industrial equipment, ships, and airplanes. In some cases, a leasing
company is responsible for installing and operating the asset, which is
known as operational leasing.

Factoring is a transaction in which a business sells its accounts receiva-
ble or invoices to a third party, also known as a “factor”.

This is done so that the business can receive cash quickly. Many factor-
ing companies provide cash on your accounts receivable within 24 hours.
Factoring companies provide a quick boost to your cash flow, and may al-
so evaluate your customers’ credit and payment history. Factoring pro-
vides a steady flow of funds, assist with the credit and collection functions,
which help improve your company balance sheet. Companies of all sizes
use factoring. Factoring is an excellent financing tool for start-up compa-
nies because it does not require a balance sheet or company credit history.

A trust company is a financial organization that specializes in providing
services as a trustee, fiduciary, or agent for individuals and companies. Fi-
duciary is used to talk about things which relate to a trust, or to the people
who are in charge of a trust.
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Trust companies typically provide transfer agents to administer funds
and manage investments. The trust company oversees the management of
any assets a grantor encompasses in the trust arrangement. Trust compa-
nies are regulated by the government and often provide banking services.

Task 1. Answer the following questions:

. What does a leasing company provide?

. What does the term “lessee” mean?

. How is the owner of the assets or provider of services also called?
. What do leasing assets include?

. What is operational leasing?

. What does the term “factoring” mean?

. What do factoring companies provide?

. What role does factoring play for start-up companies?

. What kind of a financial organization is a trust company?
10. What does fiduciary relate to?

11. What does the trust company oversee?

OCoO~NOUITDWN

Text I11. Electronic payment system. E-money. Payment cards.

An electronic payment system facilitates the acceptance of electronic
payment for online transactions. E-commerce payment systems have be-
come increasingly popular due to the widespread use of the internet-based
shopping and banking.

Electronic payment has revolutionized the business processing by re-
ducing paper work, transaction costs, and labour cost. Electronic money is
a digital equivalent of cash, stored on an electronic device.

Some forms of payment (e-wallet or digital wallet), have emerged and
even claimed market leadership: Net banking, PayPal, e-Cash, WebMo-
ney, Google Wallet, Amazon Payments, Dwolla, Bitcoin, and others.

A payment card is a device that enables its owner (the cardholder)
to make a payment by electronic funds transfer. Over the years, payment
cards have become one of the most common forms of payment for
e-commerce transactions.

There are a number of different kinds of bank cards a person may use in
the course of their financial life:

o ATM (automated teller machine) cards;

e debit cards;

e credit cards;

e prepaid debits cards.
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Ex. 5. Read the text paying special attention to the new words and
set phrases.

Bank is an organization that holds money, important documents and
other valuables in safe keeping, and lends money at interest. It may also ar-
range mortgages and insurance, and be involved in a number of financial
trading activities.

Quintrop, one of Northland’s leading banks is to begin exporting com-
puterized banking systems to the USA, Europe and the Far East. The bank,
which is well-known for being at the forefront of electronic banking, is
confident that there is a world-wide market for its state-of-the-arts solu-
tions to the rapidly changing needs of international banking. “What we in-
tend to do”, says Managing Director John Seddon, “is to make available
the bank of tomorrow, that is a one-location bank which can meet all bank-
ing needs, business and retail, on the spot, by means of banking know-how
combined with advanced computer technology”. Quintrop’s rise to elec-
tronic market leadership began in 1985, when it established a subsidiary
company, Quintrop Computer Services, for the sole purpose of selecting
hardware, developing sophisticated software applications and building
a comprehensive on-line network for the bank. All the bank’s 260 domes-
tic branches have been connected to the network since 1989, shortly after
which the key branches abroad in London, Hong Kong and Bermuda went
on-line. The bank’s other international branches in 21 countries were
linked to the network in 1990. More than 2,000 AJS/500 terminals have
been installed in the network, with control and data being concentrated at
the host side.

Among the real-time software packages which the bank has designed
and operated, and which it now intends to market, is the Sylvia system.
This integrates a dealing function, global interbank telex and telecommu-
nications system, a branch system including management, clerical and tel-
ler functions and an ATM function. A notable application module in the
Sylvia system is the dealing room package, which aids dealer performance
by providing currency positions and other real-time data such as cash flow
management and automatic confirmation of deals. A portfolio and trust
management system is also available, which includes a securities facility-
providing an on-line real-time connection to the stock-exchange. Purchases
can be made via a terminal, and the whole operation is paperless. A fea-
ture, which Quintrop is developing as part of its concept of tomorrow’s
bank, is a display service whereby corporate customers will be able to in-
terface personal computers directly with the bank’s network by means of
the telephone line and a modem. The up-to-the-minute information thus
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available will include direct linking facilities via the modem to domestic
and foreign exchanges. The bank’s priority investments in electronic bank-
ing have produced what Seddon describes as “advanced equipment and
systems, which have facilitated increased administrative control, rationali-
zation of clerical duties, and expanded information gathering capabilities,
all of which means quicker, more reliable, and increased customer servic-
es”.

Ex. 6. Read and translate the text.
TOURISM AND TRAVEL-RELATED SERVICES

Nearly all WTO members emphasize the importance of tourism, espe-
cially in terms of its contribution to employment and generating foreign
exchange. Typically one of the most dynamic economic sectors, tourism-
related services are labour-intensive, with numerous links to other major
segments of the economy.

Tourism and travel-related services include services provided by hotels
and restaurants (including catering), travel agencies and tour operator ser-
vices, tourist guide services and other related services.

One of the most crucial aspects of international tourism is the cross-
border movement of consumers. This permits even unskilled workers in
remote areas to become services exporters — for instance, by selling craft
items, performing in cultural shows, or working in a tourism lodge.

Tourism is an economic and social phenomenon. Over the decades,
tourism has experienced continued growth and deepening diversification to
become one of the fastest growing economic sectors in the world . Modern
tourism is closely linked to development and encompasses growing num-
ber of new destinations. These dynamics have turned tourism into a key
driver for socio-economic progress. Today, the business volume of tourism
equals or even surpasses that of oil exports , food products or automobiles.
Tourism has become one of the major players in international commerce,
and represents at the same time one of the main income sources for many
developing countries. This growth goes hand in hand with an  increasing
diversification and competition among destinations . This global spread of
tourism in industrialized and developed states has produced economic and
employment benefits in many related sectors — from construction to
agriculture or telecommunications. The contribution of tourism to econom-
ic well-being depends on the quality and the revenues of the tourism of-
fered.
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Current developments and forecasts:

e International tourist arrivals grew by 7% in 2017 to 1,323 million.

e In 2017, international tourism generated $ 1.6 trillion in export earn-
ings.

o UNWTO (United Nations World Tourism Organization) forecasts
a growth in international tourist arrivals of between 4% and 5% in 2018.

e By 2030, UNWTO forecasts international tourist arrivals to reach
1.8 billion (UNWTO Tourism Towards 2030).

Ex. 7. Hold a round table discussion “Commercial Services Supply”.
Use additional information resources if necessary. Discuss the problem
with regard to the following.

Trade in Services. Banking Services. Non-Bank Financial Institutions.
Financial Markets. Electronic Payment System. Tourism and Travel-
Related Services.
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