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BBenenue

JlaHHble METOAMYECKHE YKa3aHUs NpPEIHa3HA4YeHbI /I CTYJIEHTOB (akyJbTeTa
PKOHOMUKHM W YIpaBJIEHUs, clienuaiusupyromuecs B obmactu «ToBapoBeneHue u
DKCIEPTHU3a TOBAPOBY.

Metonnueckue ykazaHus peJHa3HAYEHbl, B OCHOBHOM, Ul CTYJEHTOB 2 Kypca.
OcHOBHasT 1ENb METOOUYECKUMX YKa3aHUW — [IO3HAKOMHUTb CTYAEHTOB C
TEPMHUHOJIOTHEN 10 TaHHOW CIENHAIIBHOCTH, PA3BUTh Y CTYJIECHTOB HAaBBIKH YTCHHUS U
nepeBo/ia Jisl U3BJIeUeHUs1 HH(OpMaIUu.

Meroauyeckue yKazaHHsl COCTOAT U3 6 YPOKOB, KaXKIbIM U3 KOTOPBIX COAEPKUT
TEKCTBI U P YOPAKHEHUN. YTIPAXKHEHUS HANPABJICHBI HA PACIIMPEHUE CIOBAPHOTO
3amaca U COBEPILIEHCTBOBAHME KOMMYHUKATHUBHBIX HABBIKOB.



1 Unit 1. The Faculty of Economics and Management. Specialty
Commodity Research and Goods Examination

1.1 Read the text using the active vocabulary

I study at the faculty of Economics and Management. It was set up in 1991.
Nowadays it offers 5 years training in a wide range of economic specialties. I specialize
in commodity research and goods examination (qualification of commodity expert).

The main purpose of the faculty is to make students acquire fundamental scientific
knowledge as well as practical skills, to do research and develop system thinking. To
achieve this, academic curricular implies studying different subjects, such as
mathematics, advanced information technologies, humanitarian courses. Humanitarian
subjects, like history, philosophy, psychology, politics, studying of arts, help students
to form their world outlook and improve their general knowledge and culture. A
foreign language is to be studied too. In our future specialty knowing a language is
not only a general knowledge. It is a very significant part of our future profession
because it's a feature of professional competence. English language is known to be a
language of international trade. So, it can help a graduate of our faculty to become
more competitive in the labor market. We also study some economic subjects.

Senior students are taught a wide range of specialized courses in chosen fields.
They master informatics, economics, marketing, commodity research, examination of
goods. Practical work in various computer systems takes considerable part of
academic time through the whole course of instruction. Students can learn, apply and
examine a variety of programming languages. There are up-to-date laboratories,
computer classrooms with access to Internet, which provide efficient computer training.

Teaching and learning methods vary from lectures and tutorials to individual and
group activities, applied case studies and practical work. Assessment is both by
examination and course work. The faculty and the stuff include highly qualified
professors and college teachers.

Graduates of the faculty of economics and management are in great demand in
our region's economy. They have knowledge and skills required for an interesting
and potentially well-paid career.

Those inclined for science can take post-graduate course and continue research
work.

So, if you are fond of commodity research, interested in development of
commerce in our region and trade international relations this specialty is just for you.

1.1.1 Answer the questions

1 What faculty do you study at?

2 What do you specialize in?

3 What is the main purpose of the faculty?

4 What does the academic curricular imply to achieve this purpose?
5 Is English language of any significance for your future profession?



6 What are senior students taught?

7 What can you say about teaching and learning methods?
8 Are the graduates of the faculty in great demand in our region's economy?

1.1.2 Match the parts of the sentences according to their meanings

1 Our faculty was

2 The main purpose of the faculty
3 Humanitarian subjects

4 Nowadays English language is
5 Senior students are taught

6 Teaching and learning methods

7 Graduates of the faculty

1.1.3 Complete the sentences

1 I study at... .

a) help students to form their world
outlook.

b) a wide range of specialized courses in
chosen fields.

c) a feature of professional competence.

d) set up in 1991.

e) vary from lectures and tutorials to
individual and group activities.

f) are in great demand in our region's
economy.

g) to make students acquire fundamental
scientific knowledge and practical skills.

2 Nowadays it offers 5 years training ....
3 The main purpose is to make students

4 Academic curricular implies ....
5 Senior students master ....

6 There are up-to-date ....

7 Assessment is both by ... .

8 The faculty and stuff include ....

9 Graduates of the faculty have knowledge ......

10 Those inclined for science ....

1.1.4 Translate into English

1 B TeuyeHue nepBbIX IBYX JET CTYACHTHI U3y4alOT MATEMATUKY, TPOABUHYThIC
MH(POPMAIIMOHHBIE TEXHOJIOTHH, TYMaHUTAPHBIE IPEIMETHI, & TAKKE SKOHOMUKY.
2 OHHM IOMOTaIOT CTYJIeHTaM c(hOpMUPOBATH UX MUPOBO33PEHHUE U YITYUIIUThH

0011IMe 3HAHUA.

3 [IpaxkTuueckast paboTa B pa3lIuYHBIX KOMITBIOTEPHBIX CUCTEMAX 3aHUMAET

3HAYUTENBbHYIO YaCTh aKaJIEMUYECKOTO BPEMEHHU.

4 Nmerotcst COBpEMEHHbIE 1a00paTOPUH, KOMIIBIOTEPHBIE KIIACCHI C IOCTYIIOM B

WuTepHer, koTopble 00ecreunBaroT 3PPEKTUBHYIO0 KOMITbIOTEPHYOMOATOTOBKY.

5 BrIyCKHUKHU (PaKyJIbTE€Ta 5JKOHOMHUKH U yIIPABICHUS UMEIOT 3HAHUS U
HaBBIKU, TPEOYIOLIUECS ISl ”HTEPECHOM M XOPOILIO OIJIaYuBAEMOM PabOTHI.



2 Unit 2. Shops and shopping
2.1 Memorize the following words and word-groups from the text

A department store — yHHBepMar;

ready-made clothes - roToBas onexna;

hosiery - 4yJI04HO-HOCOUHBIC U3/ICIIUS;

a wholesaler - onToBbIi TOprosei,

a retailer — pO3HUYHBII TOProBelr;

a customer — MOKymnaTeb;

to purchase — mokymnars;

to buy smth. on hire purchase (on the never-never) — mokymarh 4To-T0 B pacCpoOUKy;

a counter — IPUJIABOK;

a shopkeeper — naBouHuK;

a shop assistant (salesman, salesgirl) — nponaser;

a cash register - kaccoBbI anmnapar;

a cashdesk — kacca;

a cashier — kaccup;

a receipt — KBUTAHITUS;

a change — cnaua;

to wrap up — yIakoBarh;

to shoot up - GBICTPO OBBICUTKCSI, TIOJICKAKUBATD;

to shrink — moHMXaThCH;

to sink in price - MOHU3UTHCA B IICHE;

to pay a deposit - TUTATUTH 33/1aTOK;

an installment - B3HOC mpu paccpouke;

a gadget — mpucnoco0JieHuE;

to prevent and detect shop-lifting - mnpemorBpamiarh u 0OHapyXUBAThH
Mara3uHHBIE KPaXKH;

a stall — xuock;

a barrow - pydyHas TeleKa JJIs YIMYHON TOPTOBIIN;

an expense — pacxo/;

to have an eye on smth. — TIaTeNBHO CIETUTH 32 YEM-JIO0;

to go window-shopping - paccMaTprBaTh BUTPUHBI;

to bargain — ToproBartbcs;

household necessities - mpeaMEThI X03HCTBEHHOTO 00MX0/1a;

to be run out of (to be short of) - He XxBaTaTh, HCCIKHYTS.

2.1.1 Read and translate the text

When we want to buy some goods, we go to the shop where it is sold.

Before going shopping we make a list of items that we require. We can go to a big
department store which sells a variety of goods and has a large selection, a supermarket,
or to one of the numerous small retail shops.



Supermarkets are very popular with shoppers because they sell not only food, but
also ready-made clothes, hosiery (socks, stockings and tights), toys and other goods.

Wholesalers sell to the shops and stores, and the retailers sell to the customers
who purchase or buy. Second-hand shops sell second-hand goods.

Behind the counter, ready to serve you, is the shopkeeper, or shop-assistant or
salesman (salesgirl). They put your money in a cash register, give you a receipt and your
change, and wrap up the article purchased. You may get some goods free (e.g. free
samples of shampoo, etc.)

In some shops there are no salesmen or salesgirls, but only cashiers. The
customers choose the goods they want and pay at the cash desk. These are called self-
service shops.

In the shops we see women arguing that the price shot up considerably and the
goods are too expensive or smiling when the price shrank and something seems to be
cheap, and when prices are sinking. The shoppers may pay for something by cheque, in
cash or buy it on "hire purchase" (often called the "never-never"). To do this, they pay a
deposit and then weekly or monthly installments according to the terms.

But in self-service shops there are sometimes people who do not pay for the things
they have taken from the shelves. Security measures and electronic gadgets are
installed to prevent and detect shop-lifting (stealing). Many stores install camera
scanners, which are quite effective.

Many people prefer to shop in the market where goods are usually cheaper. The
owners of the stalls or barrows do not have such large expenses as a shop owner.
There we see people with carrier-bags, baskets, parcels, and packets in their hands.

People who cannot afford the things they want, or who have an eye on the
household budget, go window-shopping. Some people (browsers) simply enjoy it and
spend their spare time window- shopping.

When we buy something, we pay for it with money — banknotes or coins. Cheques,
banker's card, and credit cards are being used increasingly.

2.1.2 Answer the following questions

1 Where do we go when we want to buy something?

2 Why are supermarkets a great convenience for shoppers?

3 Do you make a list of items required before going shopping?

4 What kinds of trade establishments do you know?

5 Who serves us at shops?

6 Where do we pay for our purchase at?

7 Why do many people prefer to shop in the market?

8 What helps to prevent and detect shop-lifting in self-service shops?
9 Who has larger expenses: a stall owner or a shop owner?

10 What forms of payment are used in modern shops?



2.1.3 Match the equivalents

a) ready-made clothes 1 KBUTAHIIUS

b) a computer 2 KHOCK

c) areceipt 3 nmpucnocoOieHue
d) a change 4 roToBas oJIekKIa
€) a customer 5 cmaga

f) a cashier 6 npuIaBoOK

g) astall 7 xacca

h) a gadget 8 kaccup

1) a cash register 9 nokynareinb

2.1.4 Form nouns from

to assist to keep to own
to shop to scan to serve
to install to shoplift to secure

2.1.5 Fill in the blanks with prepositions where necessary

1 The shoppers may pay ... the goods ... cheques, ... cash or buy it ...
"hire purchase".

2 But... self-service shops there are sometimes people who do not pay ... the
things they have taken ... shelves.

3 Please, pay ... cashdesk.

4 When we buy something, we pay ... it... money, e.g. we may pay ... pound
notes, dollar bills, euro, etc.

5 Numbers ... barrow-men stand their barrows ... the street and trade ... the
passerby.

6 It's possible to imagine a world where "money" ... form ... coins and
paper currency will no longer be used.

2.1.6 Put questions to the words in bold faced type

1 We buy clothes at the men's or ladies' outfitter's.

2 He paid for the book at the cash-desk.

3 Camera scanners are installed to prevent and detect shoplifting.

4 When we buy something, we pay for it with money.

5 Today filling stations will not accept cash at night for security measures.
6 This member of the trade delegation comes from Scotland.

7 Before going shopping we make a list of items that we require.
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2.1.7 Translate into English

1 Jlenbru npuUMEHSIOTCS JUTS ITOKYTIKH WJIU IPOJIaXKHU TOBApPOB.

2 MBpI 3Ha)IM, 94TO TOBAPBI B ATOM CYIIEPMAapKETE BBICOKOTO KaueCTBa.

3 I'me 3nech kacca?

4 3aBepHUTE, MOXKATYICTA.

1 UroObl mpenoTBpaTUTh Kpakk, MHOTME Mara3uHbl YCTaHABIUBAIOT CKPBITHIE
KaMEpBl.

2 CynepMapKeTbl OYEHb MOIYJISPHBI CpPEelX MOKYIATeNlel, TaK KaK TaM MOYKHO
KyIHTb TIOYTH BCE PEAMETHI XO3IUCTBEHHOTO 00MXO0/a.

3 U3-3a wuH@AsSUMU I1€HBl 3HAYUTEIBHO NOJCKOYMIM, ¢ TOBAphl CTalu
HaMHOTO JIOPOXKE.

5 51 xody, 4TOOBI ATO TOCTABMIIM TI0 YKa3aHHOMY ajjpecy K 6 yacaM Bedepa.

6 OHa TIIATEIBHO CIEANT 32 JIOMAITHUMHU X03HCTBEHHBIMU PACUETaAMH.

2.2 Text A. Shopping for Consumer Goods

2.2.1 Memorize the following words and word-groups from the text

a wide network — mmpoxkas cetsb;

consumer goods — MOTpeOUTENbCKUE TOBAPHI;
for cash — 3a HanMMUHEBIC,

on credit — B KpeauT;

durable — qIMTENBHOTO MOJL30BAHUS;

to be for sale — ObITH B Mpogaxe;

hosiery — 4yJio4HbIC U3JCITUS;

leatherware — Ko)kaHbIe U3EINA;

drapery — TEKCTHIIbHBIC W3/ICIHS,

cutlery — HOXW;

crockery — rmunsHas, dhassHCOBas MOCYA;
soap — MBLIO;

to try on — npuMepsTh;

a fitting-room — npumepoyHasi;

a two-piece suit — JKEHCKHUI KOCTIOM;
household — gomarHee X035HCTBO;

a purchase — mokyrka;

to wrap up — 3aBEpHYTh;

heel — kabnyk;

high-grade style footwear — monenbHast 00yBb;
the former ..., the latter ... — mepBbIii ..., TOCIEAHUM. . ..



2.2.2. Read and translate the text

There is a wide network of department stores and specialized shops in every town
and city. Customers can buy consumer goods either for cash or on credit.

People need many things for their everyday life. Some of these things serve them
for a long time (they are called durable), others are intended for a short period (they are
called non-durable). The former are expensive, while the latter are much cheaper.

There are many departments in a department store. Here you can find a
haberdashery department, a hosiery department, a leather-ware department, a footwear
department, and a textile and drapery department. You can find a department where you
can buy all kinds of kitchen utensils: cutlery, pans, crockery, pots, tea-sets and so on.

There is also a perfumery and a gift and souvenir department. The goods to be for
sale at these sections are in great demand with the customers, that is why there are
always crowds of people there. The perfumery department is very popular both with
women and men. There they buy things either for their personal use or for presents.
You can find the following things on the counter: various kinds of perfume, shampoo,
soap, and cream. Each woman can buy there a suitable lipstick, powder, nail polish,
mascara, rouge, and eye shadows.

If you visit a haberdashery department, you will be surprised by a great choice of
gloves, scarves, bags, hairbrushes and combs, socks, stockings and panty hoses. The
price for some goods is quite reasonable, for others — rather high.

In the men's and ladies' outfitter's you can buy everything in the way of clothes:
knitwear, a nice assortment of underwear, dresses, skirts, blouses, coats, pants for
women, suits, shirts, trousers, jeans for men. There is also a great variety of furs, fur
coats, fur caps and fur hats. You can also have felt and straw hats. In the knitwear
section the following articles of clothes are for sale: sweaters, pullovers, jackets,
cardigans, and two-piece suits. The ready-made clothes department offers articles of
home and foreign production. Clothes in different styles, colors, and sizes are for sale
here. If you liked something that you intend to buy, you may try it on in the fitting-
room.

In the footwear department there is a wide choice of footwear: leather top-
boots, shoes, evening shoes, low shoes, open-toe sandals, slippers, canvas shoes and
high-grade style footwear. You can buy footwear on high, medium or low heels. High-
grade style footwear is very expensive.

There are many men and especially women at the jewellery counter. You can
have silver and golden rings, ear-rings with precious stones, necklaces, bracelets,
brooches, chains, lockets and many other fine things.

If you go in for sports you can visit sport goods department where you will find
track suits, sport shoes, trainers, ski boots, skates, skis, T-shirts, swimming trunks, vests
and so on.

In the department of electric appliances you can buy all things you need for
housekeeping: refrigerators, vacuum cleaners, washing machines, dish-washers, and
other devices that can be useful in household. People like to buy brand-new goods.

Remember that the department store runs a special service: a customer can have
the purchase wrapped up and nicely packed for a low price.

11
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2.2.3 Answer the questions

N —

AN D B~ W

Do you like to go shopping?

Where do you usually buy consumer goods, in specialized shops or
in department stores?

What sections of the department store do you have to visit often?

May a customer try all things on?

What goods can be purchased on credit?

What special service do department stores run?

2.2.3 On the basis of the questions given above ask indirect questions

2.2.4 Name as many things as possible that can be bought

at the haberdashery

at the perfumery department

at the men's and ladies' outfitter's

at the footwear department

at the gift and souvenir department

at the department of electric appliances

Use the models: At the ... one can find ... . or
The following goods are for sale at the ... .

2.2.5 Translate into English

1

2

Ecnu BBl XOTHTE KyNHTH JOPOTYIO BEIlb, Bl MOXKETE€ MPHUOOPECTH €€ B
KpEIUT.

ToBapel OBIBAIOT ATUTEIHLHOTO TOJB30BAHUS W HEIOJTOCPOYHBIC; TEPBBIC
CTOST JOPOTO, TIOCIIEAHUE 3HAYUTEIILHO JICTICBIIC.

Odyenb ynoOOHO JenaTh MOKYNKH B YHHBEpMare: TaM OOJBIIOW BBIOOP
TOBApOB IIUPOKOTO MOTPEOJICHHUS.

W3nenus, KOTOpble MPOAAIOTCS B TOM WM HMHOM MarasuHe, OOBIYHO
BBICTABJISIOTCS B BUTPHHE.

B yHuBepMare mokymnaTteian MOTYyT KyITUTh TOBaphl, KaK 3a HAIWMYHBIC, TaK U B
KpPeIuT.

2.3 Text B. Shopping for Food

2.3.1 Memorize the following words and word-groups from the text

bar-code — mTpux-ko;
a wire basket — kop3uHa;



to be laid out — ObITE 000PYIOBaHHBIM;

check-out point — kacca Ha BBIXO/IE;

collect smth. from the racks — 6paTh uT0-1M00 C MOIOK;
to display — pacnionarats;

marked prices — HaKJI€EHHbIE [IEHHUKU;

to pile up — 3anoJHUTH 10 BEpXa;

a transparent wrapping — npo3padHasi yrnakoBKa;

to compile — cocTaBIATH;

pre-planned goods — ToBapkl, 3arNIAHUPOBAHHBIE JI0 TOKYIIKH;
to tempt — MCKyIIaTh, COONMA3HSTH;

lamentable — mprckopOHBIiL;

a deceit — oOmamn;

an expiry date — mata uCTEYEHHS CPOKA XPaHEHUSI.

2.3.2 Read and translate the text

People buy foodstuffs at the food stores, at the markets and at the supermarkets. It
is more convenient to do shopping at the supermarket: you can find there everything
you need. More and more people nowadays prefer to provide themselves with foodstuffs
for a long period. As they buy in quantities, they go to the supermarket by car and after
having done shopping they load their bags and packets into the luggage compartment.

In supermarkets there are always many customers. They can buy all the necessary
foodstuffs.

At the meat counter the customer can buy beef, pork, mutton, veal, poultry and
game.

There is a wide choice of fish. There is live carp, pike, bream and sheat-fish,
herring keeper, pike-perch and sturgeon. There is much fresh-frozen fish: perch, cod,
plaice and some others. Some customers buy tinned fish.

At the dairy department they have a wide choice of milk products: milk, cream,
kefir, thick sour cream, cheese, curds, cottage cheese, pot cheese, cream cheese, eggs,
butter.

In the grocery aisle there are all kinds of cereals: oatmeal, semolina, rice,
buckwheat, millet, pearl-barley, cooking soda, spices, flour, salt, vermicelli, macaroni,
noodles and some other products. Everything is sold ready packed.

You go to white and brown bread to the bread section.

There is a wide choice of items in the confectionary: sugar, caramel, rich sweets,
bars of chocolate, biscuits, pastry, jam-puffs, fancy-cakes, tarts, tea, coffee, and so on.

Next to this is the delicatessen and smoked meats and sausages. It offers you all
kinds of sausages: boiled, half-smoked and smoked, ham, lean boiled pork with spices
(buzhenina), tinned beef and pork.

The green grocery and fruit aisles look very attractive. Here you can buy fresh,
tinned and dried vegetables and fruit.

Supermarkets play a dirty trick on the customers: practically every shopper is
tempted to buy things he or she does not need or cannot afford. The mechanism of this
lamentable deceit is simple. Firstly, supermarkets are laid out to make a person pass as
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many shelves and counters as possible. Secondly, more and more supermarkets supply
customers with trolleys instead of wire baskets: their bigger volume needs more
purchases. Thirdly, all products are nicely displayed on the racks and all of them look
fresh in their transparent wrappings with marked prices. A normal person cannot ignore
attractively packed goods. So, when a simple-hearted customer approaches a check-out,
his or her trolley is piled high. One can give a piece of advice to the simple-hearted:
compile a shopping list and buy only pre-planned goods.

A lot of people prefer to do their shopping in small shops: baker's, butcher's,
grocer's, greengrocer's, fishmonger's and a dairy shop.

2.3.3 Answer the questions

1  Why is it convenient to buy foodstuffs in a modern supermarket?

2 How are supermarkets laid out?

3 Why is it so useful to compile a shopping list?

4 Do you buy in quantities?

5 Do you always look at the expiry date when buying dairy or meat
foodstufts?

2.3.4 On the basis of the questions given above ask indirect questions
2.3.5 Name as many things as possible that you can buy

At the dairy

At the baker’s

At the fishmonger’s
At the grocer’s

At the greengrocer’s
At the butcher's

2.3.6 Translate into English

1 [ToxynaTh TPOAYKTHI B CylepMapKeTe OYCHb YJIOOHO: BCE MOKYIKH
MOXHO CJIeJIaTh OJTHOBPEMEHHO.
2 CyrnepMapkeTsl O0OpPYAYIOT TakKUM 0Opa3oM, 4YTOOBI IOKyIaTeIu

MPOXOIUITM MUMO OOJIBIIIOTO KOJMYECTBA MOJOK W BUJEIH IIUPOKUAN
aCCOPTUMEHT MPOITYKTOB.

3 PsanoM ¢ HammM JOMOM €CTh BCE MarasWHbl: MSICHOM, MOJIOYHBIM,
OBOILHOM, pbIOHBIH, a TaKxke Oakanes v Oyo4yHasi.

4 S HUKOr1a HE COCTABJISIO CIIMCOK MPOAYKTOB, KOrJja COOMparoch UJITU B
MarasuH, HO BCEI/1a INIAHUPYIO, B KAKAE MAara3uHbl 5 MOUY.

5 B cynepmapkere HEKOTOpble MOKymareau OepyT KOp3UHY, IpYyrue

OepyT TEIEKKY.
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2.4 Text C. Street Markets
2.4.1 Read and translate the text using the active vocabulary

clothing — onexna;

household necessities — mpeaAMETHI X035IHCTBEHHOTO 00MXO0/1a;
livestock — nomamHui CKOT;

grounds — OCHOBaHUS;

a fair — spmapka;

a mart — (pasr.) sspMapka, pbIHOK;

large-scale — kpynmHOMacCIITaOHBIH;

once — OJIUH pa3, OJHAXKIbI;

at most — caMoe OOJIbIIIEE;

to be centuries old — uMeTh BEKOBYIO HCTOPHIO;
stock-raising — CKOTOBOJICTBO;

country folk — nepeBeHckue xuTenu;

properly — (31€Ch) cielIMaIbHO;

to constitute — yupek1aTh, OpraHM30BbIBaTh, 00PA30BBIBATH;
a pitch — momaaka, MecTo, y4acTok (syn.: a site);

a hawker — yI14HbIN JTIOTOUYHHUK;

a barrowman — yJIHYHBINA TOPTOBEIL;

to shift — MeHATH MO3UIINIO, IEPEHOCUTH;

an enclosed site — oroposkeHHas IJIOIIAIKA;

in the open — Mo OTKPHITEIM HEOOM (syn.: in the open air, outdoors);
under cover — KpBITBIN PHIHOK, MO KPBIIEH;

2.4.2 Read and translate the text

A street market is usually held once a week, although some street markets are
open daily. “Street market” is the term generally used for a market in groceries and
provisions, fresh and frozen food, fish, fruit and vegetables, clothing (ready made
suits, coats, dresses, knitwear, etc.), and household necessities; weekly markets for
sale of livestock are now usually held on properly regulated market grounds and are
called “fairs” or “marts”. The large-scale market held once or at most two or three
times a year is also called a “fair”. Some markets held in streets and squares of towns
are centuries old, survivals from an age when agriculture and stock raising were the
main industries of the country, and when country folk visited their nearest town once
a week for shopping, as they still do.

Some street markets are not properly constituted markets, but are merely
selected “pitches” where numbers of hawkers or barrow-men stand their barrows and
trade with the passerby.

Today street markets are not as numerous as they were some years ago. Many of
them have been shifted to enclosed sites, either in the open or under cover, and
became private or municipal markets.
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2.4.3 Make up five questions to the text

2.4.4 Speak about any street market in your town
2.4.5 Read the dialogues and act them

Model 1 (at the supermarket):

Shop-assistant: What can I do for you?

Customer: I want a cheese cake, a loaf of brown bread, a box of biscuits...
Shop-assistant: Anything else?

Customer: No, thank you. How much is it?

Shop-assistant: Ten roubles.

Customer: Here you are.

Shop-assistant: Here is your change. Thank you.

Situations: You are buying: a bottle of oil; a packet of sour cream; ten eggs; a

kilo and a half of cucumbers; half a kilo of plums a tin of soft caviar; some spice and
seasoning; a jar of horse radish.
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a) in the supermarket;
b) in the street market.

Model 2:

- I'm looking for a blouse

- What color do you want?

- Something in yellow.

- What size are you?

-14.

- Here's an excellent blouse, not very expensive.
- Can I try it on?

Situations:

You want to buy:

a suit - brown - 16
a coat - light green - 14
leather gloves - black -8
a two-piece suit — blue - 18
a pullover - grey - 14
trousers - white -16

jeans - light blue -12



Model 3 (at the ready made Clothes Department):

IN A JEWELLER'S SHOP

Customer: 1'm trying to find a Christmas present for my wife.
Assistant:  Yes. sir. What exactly are you looking for?

Customer: 1'm not sure, really. Perhaps you can help me.

Assistant:  Right ... I'll show you some bracelets.

Customer: No, I bought a bracelet for our wedding anniversary.
Assistant:  Maybe a ring, then. These rings are made of gold.
Customer: Yes ... | like that one. What's the stone?

Assistant:  It's a diamond, sir ... and it's only J 2000!

Customer: Ah ... well, perhaps you could show me some earrings, then.

a jeweller's shop — roBenupHBIil Mara3sux

a Christmas present — poKJ1€CTBEHCKHUI MOJapOK
a bracelet - 6pacner

an anniversary — roJIOBIINHA, FOOUIeH

a stone — KaM€EHb

a diamond — OpuyIMaHT

IN A TOY SHOP

Customer: Good morning. Perhaps you can advise me ...

Assistant:  Yes, madam.

Customer: 1'm looking for a toy ... for my nephew.

Assistant: Oh, yes ... how old is he?

Customer:  He'll be nine years old on Saturday.

Assistant:  Skateboards are still very popular.

Customer: ~ Hmm, I don't want him to hurt himself.

Assistant: ~ What about a drum set?

Customer: 1 don’t think so. His father will be angry if I buy him one of those.
Have you got anything educational? You see, he’s a very intelligent boy.

Assistant:  1've got the perfect thing! A do-it-yourself computer Kkit.

a toy shop — marasun urpyiuiex

skateboard — ponukoBBIf KaTOK

to hurt oneself (hurt) — pa3ouTbcs, ymuouThCs

a drum set — 6apabanHas ycTaHOBKa (KOMILIEKT OapabaHOB)
intelligent — yMHBI, CMBITIICHBIN

a do-it-yourself computer kit — kommbrorep «Caemnait cam»

Additional words and expressions

How much is it?

What's the price for .. ? CxkoJibKO 3TO CTOUT?
What does it cost?
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It suits me perfectly. - OTO MEHSI BIIOJIHE yCTPauBaeT.

It isn't quite what I want. - OTO HE COBCEM TO, YTO 5 XOUy.

Have you anything a little cheaper? -V Bac ecTb uT0o-HHOYAb MOJEHIEBIE?
You are hard to please. - Bam Tpy1HO yroaurs.

2.4.6 Make up dialogues

1 In a jeweller's shop. The situation is:

You are looking for a birthday- present for your mother (sister, wife, daughter).
You want to buy a necklace (['neklis] - oxepenne). The shop-assistant is showing one
made of gold. It is very expensive. Refuse the idea of buying it. Ask her to show you
some beads ([bi:dz] - 6ycsl). There is a great choice of beads made of:

garnet (rpaHar)

pearl [pa3:1] (xxemuyT)

emerald (u3ympyn)

Choose something.

2 In a toy shop. The situation is:

You want to buy a birthday present for your daughter. She's only six. There are a
lot of toys for sale: dolls (kyxumsr), balls, Teddy bears (urpymeunsie MmeaBean).

Choose something.

3 In a clothes department. The situation is:

You are going to buy jeans (a skirt, a blouse, a dress, trousers, a coat, a suit).
Tell the shop-assistant what size and color you need. Ask about the price and if you
can try it (them) on.

2.4.7 Translate into English

1

\S]

AN DNk~ W
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51 xouy mpuoOpecTH IIBETHOM TENEBU30p B KPEIUT.

MHe HY)XHO 3alTH B CYBEHHUPHBIM OTAEI M KYNUTh MOJAPOK Ha [ICHb
pOXIIeHus Oparty.

[To nopore nomMoii He 3a0yAb KYIIUTh MBLIO, HIAMITYHb U 3yOHYIO TIacTy.

S coBeTyro B34Th BaM 3TOT KOCTIOM: OH MOAHBIN U XOPOILIO HAa BAC CUAMT.
JlaBaii 3aii/ieM B raJJaHTEPEr0 U MOCMOTPHUM, KaKU€ TaM B MPOJIAKE CyMKH.
Odyenb ynoOHO JAenaTh MOKYNKH B YHHBEpMare: TaM OOJBIIOW BBIOOP
TOBApOB LIMPOKOTO MOTPEOJICHHUS.

ToBapbl OBIBAIOT UIMTENBHOTO MOJIB30BAHUSA U HENOITOCPOYHBIC; MEpPBbIC
CTOSIT IOPOT0, MOCJIETHUE — 3HAUUTEJILHO JCIIEBIIE.

W3nenus, koTopble MNpPOAAIOTCA B TOM WM HMHOM MarasuHe, OOBIYHO
BBICTABIISIFOTCS B BUTPUHE.



9 Ecnu BBl XOTHTE KyNUTh JOPOTYIO BEIllb, BBl MOXKETE MPHOOPECTH €€ B
KpEIUT.

10 ITapdromepuss u3 @DpaHnuu MONB3YyETCS OONBIIMM CIPOCOM Yy HAIIUX
ITOKYIIATEIIEH.

2.4.8 Topics for discussion

1 My last visit to the department store

2 A present for the birthday

3 A bargain (BbITOiHAs IMOKYTIKA)

2.4.9 Read the dialogues in pairs:

Asking for change

: Excuse me. Could you oblige me with some change?
: I’ll see what I’ve got. What’s it for?

: I need some cigarettes from this machine.
: I can let you have some tens, if that’s any good.

w > W

: Sorry to trouble you, but have you change for a 50?
: Il have a look. What do you want it for?

: I have to get a book of stamps.

: In that case you need silver.

W > W > =

111

A: Excuse me, but could I trouble you for some change?
B: Let me see. Do you want coppers or silvers?

B: I want to make a trunk-call.

B: You’d better have silver then.

v

A: Excuse me. | wonder whether you could change 50 pounds?
B: Let’s see. Copper or silver?
A: It’s for a long-distance call.
B: Will tens do?

Could you oblige me with some change? — He moriu Obl Bbl pa3MeHSTh MHE
JICHbIU?
if that’s any good — eciiu 3TO Bac yctpour
a copper — Meib (MeHas Uik OpoH30Basi MOHETA)
a silver — cepedpo (cepebpsiHasi MOHETA)
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2.4.10 Learn the dialogue by heart and act it Bargaining
(Lucy i1s looking at an antique stall, and she is just seen a brass plate).

Lucy: Excuse me.

Stallholder: ~ Yes, miss? What can I do for you?

Lucy: How much do you want for this plate?

Stallholder:  Let me see. Oh, yes.. .that's a lovely example of Victorian brass. It's
worth twenty euro.

Lucy: Twenty euro! Oh, that's too much for me. It's a pity. It's really nice.

Stallholder: ~ Ah, I said it's worth twenty euro. I'm only asking fifteen for it.

Lucy: Fifteen euro?

Stallholder: Yes, it's a real bargain.

Lucy: Oh, I'm sure it is... but I cannot afford that!

Stallholder: Well, look... just for you... I'll make it fourteen euro. I can't go any
lower than that.

Lucy: I'll give you ten.

Stallholder: Ten! Come on, love. You must be joking! I paid more than that for it
myself! Fourteen.

Lucy: Twelve.

Stallholder: Twelve fifty?

Lucy: All right, twelve fifty.

Stallholder: There you are, love. You've got a real bargain there!

Lucy: Yes, thank you very much.

(Lucy was very glad: the plate cost her not too much money).
2.4.11. Act the situation:

Partner A
You are the chief purchaser for your company. You are interested in ordering a
quantity of desks from a new supplier. Here is a summary of your aims:

You need 20 executive desks and 3 super executive desks within 30 days.
You need 50 standard desks within 60 days.
You wish to have a 10% discount (it is a large order, after all). 20% would be
better.
You want 30 days’ credit.

Partner B
You are a salesman for a company that produces office furniture. A new
customer has asked you to visit them and discuss a possible large order. Here is a
summary of your company’s terms of payment and delivery:
Your standard delivery terms are 60 days. This can be changed to 30 days,
but this increases the price to the customer by 10%.
Y our standard payment terms are 50% on order, and 50% on delivery.
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You give discounts on large orders as follows: 100 items — 3%; 200 items —
5%:; 300 items — 7%.
Catalogue prices include delivery, but not assembly (3% extra).

3 Unit 3. Wholesaling & Retailing

3.1 Memorize the following words and word-groups from the text

wholesaling — ornroBast TOprosis;

channels of distribution - cucrema cObITa;

a merchant wholesaler - onToBBIi TOproOBeIl;

a wholesaling middleman — onToBBI# TOCPETHUK;
a middleman — koMuccuoHep;

to take title to the goods - nproOperars Ha nMpaBax cOOCTBEHHOCTH;
small business - MaibIil OHU3HEC;

a warehouse - ckiacKoe ToMeIIeHue;

an assortment — aCCOPTUMEHT;

retailing - po3HUYHAsE TOPTOBJIS;

an ultimate customer — KOHEYHBIH OTPEOUTETH;

an outlet - Toprosas To4ka;

to promote — MpOoaABUTaTh,

an extending credit — ATUTENBHBIN KPEUT;

a discount — CKHJIKa;

to implement — BBITIOHSTS;

to derive a profit - u3BneKaTh MPUOBLIH;

a department store — yHuBepMar;

a discount house - Mara3uH ylieHEHHbBIX TOBapOB;

a single line retailer - Toprogeii, CHelUATU3NPYIOIIMNACS HA OTHOM TOBapE;
an addition to price - HalieHKa (syn. extra charge).

3.1.1 Read and translate the text

Wholesaling is a part of marketing system. It represents channels of distribution
for goods' delivery to the market. It's not a direct system. Commodities are delivered
from a manufacturer to a wholesaler, from a retailer to a customer, or through more
complicated channels of distribution. This system includes merchant wholesalers,
wholesaling middlemen and middlemen. They take title to the goods. Wholesaling
belongs to the sphere of small business. Wholesalers facilitate the process of trade
because, dealing with regular wholesalers, a shop owner needn't keep big warehouses
with a wide assortment of commodities. They act through their wholesale units.

Retailing is a saling goods to an ultimate customer. Retailing implements many
important functions and is the most valuable link in the chain of distribution. First,
retailers set up outlets convenient for consumers. Second, they guarantee the quality
of goods. Third, they help promote a product to the market. Fourth, they can partly
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finance a customer through a system of extending credits and discounts. Being
middlemen, retailers derive a profit through the system of addition to price of a
commodity, which can amount to 5 % or higher.

There are different types of retailing shops: department stores, discount houses,
cooperatives, single line retailers. But nowadays there is a tendency of integrating and
mergering of small shops.

3.1.2 Answer the questions

1 What is wholesaling?

2 What is retailing?

3 How does the system of wholesaling work?

4 Who implements wholesaling?

5 In what way do wholesalers facilitate the process of saling goods?
6 What functions does retailing implement?

7 What types of retailing shops do you know?

3.1.3 Give English equivalents to the following

cuUcTeMa COBITa; ONTOBBIC TOPTOBIIBI; ONTOBBIC MOCPEAHUKH; MPUOOpPETATh TOBAP
Ha MpaBax COOCTBEHHOCTHU; COJIEPKATh CKJIAJICKUE MOMEILEHUS; KOHTOPHI MO ONTOBOM
MPO/IaXKe; KOHEUYHBIM MOTPEOUTENTh; BBIMOIHATh BAXXKHYIO (DYHKIIHIO; TPOJIBUTATh TOBAP
Ha PBIHOK; JUIMTENbHBIC KPEIUThl M CKUJKU; MOJMydYaTh MPUObUIb, CUCTEMa HAIICHOK;
YKPYIHEHUE U CIUSHUE; TOPTOBEL, CIENUAIN3UPYIOLINICS Ha OJTHOM TOBape

3.1.4 Give synonyms for

a storehouse; a market; an extra charge; a gain; an agent; to perform; goods; a
commission-agent

3.1.5 Put questions to the words in bold faced type

1 Wholesaling represents channels of distribution for goods' delivery to the
market.

2 The system delivers commodities from a manufacturer to a wholesaler.

3 Wholesaling system includes merchant wholesalers, wholesaling middlemen
and middlemen.

4 Retailing is a saling goods to an ultimate customer.

5 Retailers set up outlets convenient to customers.

3.1.6 Restore the sentences
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1 Wholesaling is yacTh cucTeMbI MapKETHHTA.

2 ToBapsl mocTaBistOTCA OT TpomsBoauTens to a wholesaler, from retailer to a
customer.

3 Pabotas ¢ moCTOSSHHBIMHM ONTOBBIMU TIpojaBiamu, a shop owner needn't keep
big warehouses.

4 Retailing 1s a saling goods koHEeUHOMY TTOTPEOUTEITIO.

5 Retailers set up y100HbI€ /17151 HOKYTIATENIEH TOPTOBBIE TOUKH.

6 Retailer finance  customers through a system nnuTenabHBIX KpPEAUTOB U
CKHJIOK.

7 An addition to price of a commodity can coctaBisTh 10 5 % or higher.

8 There are different types of retailing shops: yHuBepmaru, mara3uHbI
YIIEHEHHBIX TOBApOB, KOOMEPATHBBI, TOPTOBIBI, CHEIUATU3UPYIOIIUECS Ha
OJTHOM TOBape.

9 Nowadays there is a tendency of ykpynHenuu u ciausaun of small shops.

3.1.7 Fill in the gaps with prepositions where necessary

Goods can be moved directly ... the producer ... the consumer, but generally
manufactured consumer goods are delivered ... consumers ... indirect and more
complicated channels. Wholesaling is a part ... the marketing system standing ... the
manufacturer and the retailer and providing channels ... goods distribution.
Wholesalers buy goods ... large quantities and sell them ... small quantities ...
retailers, thus they simplify the distribution process. Dealing directly ... diverse
producers and trading ... a large assortment of items, wholesalers ... the same time
trade ... numerous independent retailers, so wholesaling is ... great importance both ...
manufactures and retailers. Small businesses are known to participate ... the field of
wholesaling, about one-fourth ... wholesaling units accounting ... one-third of total
sales.

3.1.8 Write five questions to this text
3.1.9 Answer the question

What is the role of wholesalers in trade?

4 Unit 4. International Trade
4.1 Memorize the following words and word-groups from the text

to enable — 1aBaTh BO3MOKHOCTD;

to expand — pacuIupsTh;

particular — HAMBU Y aTbHBIN, B3SITHIA B OTACITBHOCTH, OCOOBIN;
a relation — OTHOIIIEHHUE, CBSI3b, 3aBUCHMOCTE;

in turn — B CBOIO OUYEPEb;
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to lead — BecTH, pyKOBOJUTH;

comparative advantage — cpaBHUTEIIBHOE TPEUMYIIECTBO;
to compare with smth. — cpaBHuBaTh ¢ ueM-1100;

to compare to smth. — ynogo6sts uemy-nuoo;

in comparison with smth. — B cpaBHeHuu ¢ 4em-1160;
competitive advantage — mpeuMyI1eCTBO, OCHOBAHHOE Ha KOHKYPEHIIUH;
a competition — KOHKYpPEHIUS;

a competitiveness — KOHKYpEeHTOCIIOCOOHOCTb;

to compete — COpeBHOBAThCS, KOHKYPUPOBATb;

to compete in smth. — KOHKypUpOBaTh B 4eM-TH00;

to compete with smb. — KOHKypUpOBaTh C KEM-JIH0O;

to compete for smth. — KOHKYpuUpOBaTh paju 4ero-a1uodo;

an acceptance — oJJ00peHHe, MPUHATHE;

throughout — yepes, o Bcel TEppUTOPUH; BCE BPEMsI, B TEUEHHE BCETO BPEMEHH;
a customer — 3aKa3yuK, OKYIaTelb, KINEHT;

to promote — cmtocoOCTBOBaTh, COACHCTBOBATH, MIPOIBUTaTh;
an absolute advantage — abCcoJIFOTHOE TPEUMYIIIECTBO;

to gain — BBIUTPBIBATH, ITOTY4YaTh, U3BJICKATh BHITOIY;

a gain — MPUPOCT, IPUOBLITH, BBIUTPHIIII;

gains — JJ0X0/Ibl, BEIPYYKa, IPHOBLIb;

to aid — momorars.

4.1.1 Read and translate the text

International of foreign trade has existed for thousands of years ago.
International trade means the exchange of goods and services between nations. But
now we say that international trade isn’t between nations, it is between producers
and consumers or between producers in different parts of the globe.

International trade enables a nation to specialize in those goods it can produce
most cheaply and efficiently. It is one of the greatest advantages of trade. On the
other hand, trade enables a country to consume more than it can produce if the
country depends only on its resources, aids economically depressed sectors. Finally,
trade expands the potential market for the goods of a particular economy. Trade has
always been the great force in economic relations between nations.

The main difference between domestic trade and international trade is the use of
foreign currency to pay for the goods and services crossing international borders.
Different aspects of international trade and its role in the domestic economy have
been studied by many famous economists. International trade began in its present
form in the 17" and 18™ centuries. There appeared new theories of economics, in
particular the theory of international trade.

In 1176 the Scottish economist Adam Smith in “The Wealth of Nations”,
proposed that a country should specialize in those goods which it can produce more
cheaply and efficiently than its trading partner can. He called it an absolute
advantage. Exporting those goods, the country can in turn import goods that its
trading partners produce more cheaply. Smith’s theory of international trade is still
accepted by most modern economists.
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Then the theory was modified by the English economist David Ricardo and the
principle of comparative advantage came into being. The principle of comparative
advantage means that a country should gain from trading certain goods. If each
country specializes in producing the goods in which it has a comparative advantage,
more goods are produced and the wealth of both the buying and the selling nations
increases.

Trade exchange based on a principle of competitive advantage began in the 19"
century. Competitive advantage began to play a more important role in trade after
some countries of Europe and North Africa became highly industrialized.
Comparative advantage is based on location; competitive advantage is based on
quality and customer acceptance. For example, German automakers sell cars in the
United States and American automakers sell cars in Germany and both countries are
competing for customers throughout the world.

Thus, international trade leads to more efficient production, allows countries to
consume a larger amount of goods, expands the number of potential markets. In turn,
it leads to more expensive use of raw materials and labor, which means the growth of
domestic employment. Competition can force domestic firms to become more
efficient through modernization and innovation. Foreign trade is considered as a
means to promote nation’s economic growth.

Some trade barriers will always exist as long as any two countries have different
sets of laws. If there are no trade barriers between countries, international trade will
make everyone better off.

In interlinked global economy consumers are given the opportunity to buy the
best products at the best prices. In an open market citizens can produce and export
those goods they are best at and import the rest.

4.1.2 Answer the questions

What is the basic idea of international trade?

What is the role of trade in economic development of the world?
What is the difference between domestic and international trade?
What are the main advantages of trade?

How did Adam Smith explain the role of foreign trade?

What is the main principle of Ricardo’s theory?

Why did the trade based on competitive advantage appear as late as in the
19" century?

8 What is the role of international trade nowadays?

9 How can you consider trade barriers?

10 Are developing or developed nations more interested in foreign trade?

~N N R W N~

4.1.3 Give the definitions

1 International trade ...

2 Absolute advantage ...

3 Comparative advantage ...
4 Competitive advantage ...
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4.1.4 Fill in the gaps with new vocabulary

1 Trade ... domestic producers to export manufactured goods in order to have
additional ... .

2 Trade plays a great role in developing of a ... economy, because it helps to ...

the potential market and allows the country to consume more goods than it

can produce.

Trading countries ... the economic growth of nations.

U.S. and German automakers compete for ... in Europe and Latin America.

International trade leads to more efficient and increased production of

goods ... the world.

hn B~ W

4.1.5 Fill in the prepositions where necessary

Thousands ... retailers are known to compete ... each other ... consumers ... the
market and their major purpose is “to have the right goods ... the right place ... the
right time”. To be successful a retailer should distinguish itself ... others and carry ...
a strategy ... meeting the demands ... a specific consumer group. This strategy
includes ... careful consideration ... the following questions: 1) the quality ... the
product to be sold; 2) the available quantity ... the product; 3) the location ... the
selling place; 4) the time to make the product available; 5) the pricing ... the product;
6) product advertising (3a1. PexnmamupoBanme). Many kinds ... retailers such as
department stores 9 (yHuBepmar), specialty stores (crenuain3upoBaHHBIN MarasuH),
discount stores (Mara3uH, TOPTYIOIIHA MO CHI>KEHHBIM 1IeHaM) and others compete ...
providing consumers ... a convenient time and place to buy needed goods. As retailers
are able to contact ... consumers directly, the former can study and influence ... the
needs and preferences ... the latter.

4.1.6 Retell this text in brief
4.1.7 Translate sentences into English

1 MexnayHaponHast TOPrOBIISL SIBISIETCS HEOTACIMMOM YacTbl0 SKOHOMUKH
110001 CTpaHBbI.

2 MexnyHapoaHas KOHOMHKA, BKJIIOYarollasi OOMEH TOBapaMH U yciayramu
MEXJy CTpaHaMH, IpuBela K OoJiblIe B3aWMO3aBUCHMOCTH MEXIY
SKOHOMHUKAMHM Pa3HbIX CTPaH.

3 MexayHapoaHas TOProBisl MO3BOJISIET CTPaHE CIELHAIM3UPOBATHCS HA TEX
TOBapax, KOTOpPbIE OHA MOKET MPOU3BOJIUTH JelIeBie U dPPEeKTUBHEE, YEM
MapTHEPHI.

4 KOHKypeHIMSI HA MUPOBOM DPBIHKE 3aCTaBIIIET ITPOU3BOJAUTENICH YIIy4dIlIATh
KayecTBO TOBAPOB 4Y€pe3 MOAECPHU3ALUIO MPOU3BOACTBA, YTOOBI MPHUBIIECYD
OoJib1iIe MOTpeOuTENEH.

5 PazBuTue MexayHapOJHOM TOPIOBIM IO3BOJISIET CTPAHE PACUIMPUTH PHIHOK
TOBapoB, 0ojee 3((HEKTUBHO MCIIONB30BaTh ChIPhE U TPYJOBBIE PECYPCHI, a
TaKKe IIOMOYb OCJIA0JIEHHBIM CEKTOpPaM 3KOHOMUKHU.
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5 Unit S. Advertising
5.1 Memorize the following words and word-groups from the text

an advertising — pexyiama;

to flourish — mpomBeTaTs;

a free-market — cBoO0Has (pBIHOYHAS) PKOHOMUKA;
profit-oriented — opreHTHPOBAaHHBII Ha TPHUOBLID;
to accelerate — yCKOpSITb;

a distribution — cOBIT;

to create an awareness — COOOIIATh;

an objective — 1eJb, 3a1a4a;

a preference — npuopurer;

an established customer — MOCTOSTHHBIN MTOKYIIATEb;
to encourage — MoJIeP>KUBATh, TTOOIIPSTH;

a billboard — pexaMHBIH TITUT.

5.1.1 Read and translate the text

Advertising is any paid form of non personal presentation and promotion of
products, services or ideas by an individual or organization. It flourishes mainly in
free-market, profit-oriented countries. It is one of the most important factors in
accelerating the distribution of products and helping to raise the standard of living.
Advertising cannot turn a poor product or service into a good one, but what it can do
and does is to create an awareness about both old and new products and services. So
the three main objectives of advertising are: 1) to produce knowledge about the
product or service; 2) to create preference for it; 3) to stimulate thought action about
it.

Advertising can be defined as commercial messages both to individuals and
firms to inform potential and established customers and to encourage sales for the
advertiser. Advertising can be either institutional (designed to sell the firm’s name) or
direct-action (designed to sell the firm’s product or service).

Types of advertising media

Among the media generally used in advertising are: television, radio,
newspapers, magazines, outdoor billboards, specialty advertising (distribution of such
items as notebooks, pencils, calendars, blotters, gummed labels, telephone pads,
shopping bags), public transportation, yellow pages, direct mail, other media
(catalogues, samples, handouts, leaflets, etc.).

5.1.2 Answer the questions
1 What is advertising?

2 What are objectives of advertising?
3 What types of media are used in advertising?
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5.1.3 In each of the following select the word or phrase that best completes the

sentence or answers the question

1 Which one of the following departments usually has the responsibility in a

company for the development of a favorable image for the business?

a) the advertising department

b) the personnel department

c) the public relations department
d) the purchasing department

2 Which one of the following media is usually the most expensive?
a) radio

b) newspapers

c¢) outdoor advertising (billboards)

d) television

3 When designing an advertising layout you should use...

a) large headlines since big print is easy to read

b) as many ideas as possible since space is expensive

c) a series of elements which draw attention

d) startling proportions so that the advertising attract attention

4 Which one of the following elements of an advertising layout would be a

problem for you if you couldn’t draw or sketch?

a) headlines
b) copy

¢) illustration
d) media

5 Which one of the following recommendations offers poor advertising advice?
a) The advertiser should spend as much as the budget will allow.
b) The advertiser should periodically evaluate the effectiveness of

advertisements.

c) The advertiser should vary media from time to time to reach different

markets.

d) The advertiser should read the results of research and polls of buying habits in

the area.
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5.1.4 Advertising a New Product

Fill in the product specification form with as much information as possible:
Name of product
Model

Purpose
Manufactured by




Made of
Components
Weight
Dimensions
Normal retail price
Introductory price
Introductory offers
Guarantee period
Service requirements
Other features
Would you like to buy this product?

5.1.5 Write an advertisement for any product — real or imagined

Useful expressions:

- We are attaching some information about ... — IlpuBoaum HEKOTOpYIO
MH(OPMAIHIO O ...

- We enclose the description of ... — [Ipunaraem onucasue ...

- We would like to draw your attention to ... — XoTenocs Obl 00paTuTh Bare
BHHMaHHE Ha ...

- As you requested, we are enclosing a copy of our latest catalogue. — 1o Bamieit
npocb0e MpuiIaraeM SK3eMIUISP HAIEro MOCIEIHET0 KaTanora.

- We are enclosing our price-list so that you can see whether or not we could be
of service to you. — [lpmnaraem Hamr npeicKypaHTt, 4YToObl Bbl cMorim moiayduTh
MIPE/ICTaBIICHUE, MOKEM JIU MBI OBITH TIOJIE3HBIMH 17151 Bac.

- We appreciate your cooperation. — MpbI OBl BBICOKO OIICHWJIM HaIle
COTPYIHUYECTBO.

- Thank you for your interest in ... — bnarogapum Bac 3a narepec x ...

- I wish to thank you for ... — I xoTen 6b1 no6narogapute Bac 3a ...

- If you have any other questions, please get in touch with ... — Eciu y Bac
MOSIBSITCSI KAKHUE-TMO0 IPYTHE BOMPOCH CBSDKUTECH, MOKAITYICTa, C ...

- If you require further information, we would be most pleased to supply it. —
Ecniu Bam nonagoGuTcst AOMONMHUTENbHAsT UHGOpMAIKs, Mbl OyJIeM CYAacTJIMBBI €€
MPEIOCTABUTb.

- I hope that this information will be of some assistance to you. — Hageroce, uto
nanHas uHdopmaius Oyner nonesHa ais Bac.

6 Unit 6. Supplementary reading
6.1 Text A. Small business

total assets — oO11asi CTOMMOCTh UMYIIIECTBA, CyMMa OajaHca;
net worth — coOCTBEHHBIN KanuTal;

gross profits — BaJioBast MpruOBLIE;

net profits — yncras npuObLIb;
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payroll — maTexxHas BETOMOCTb;

net receipt — 9ncTas BRIPYUKa;

total sales — 06muit 00BeM Mpo1axk, TOBApOOOOPOT;

returns — BO3MEIICHUE,

allowances — HauuciaeHue (Hamp.: CyMMa HakJIaJgHbIX PACXO/0B);
to keep records — Bectu yyer.

Today small business is the heart of the market economy. There are a great
variety of small businesses. People become owners of small business firms in one of
three ways: start a new firm, buy a franchise, buy or inherit an existing firm.

Small firms have been established to manufacture and distribute goods, to sell
them at retail and to provide all kinds of needed services.

A small business possesses at least two of the following four characteristics:

1 management of the firm is independent, usually the managers are also the

owners;

2 ownership is held by an individual or a small group;

3 the workers and owners live in one home community;

4 the relative size of the firm within its industry must be small when compared

with the biggest units in its field.

Most scholars believe that the fourth, relative size is the most important.

The following terms can be used to describe a business: total assets, net worth,
gross profits, net profits, payroll, net receipts, the total sales, returns, allowances,
discount.

It is necessary to keep records of a business for tax purposes.

Business operations are subject to review by local, state and federal authorities.
Some of the operations are:

Income. Business income must be reported for tax purposes.

Working conditions. Clean and safe working conditions must be provided for
employees.

Wages and hours. Employers must pay at least the minimum wage and keep to
working hours.

Advertising, labeling, packaging. Manufactures must be responsible for them,
not businessmen.

Unfair practices. Laws prevent business persons from engaging in any practices,
restraining trade.

Discriminations. Employees can not be discriminated against because of color,
race, sex, religion or national origin.

Liability and compensation. Employers are required to carry insurance and
provide compensation for workers injured on the job.

6.2 Text B. A comprehensive plan

accounting records — OyXrajaTepckue cyeTa;
merchandising — koMMepueckoe MmiIaHupOBaHUE TPOU3BOJICTBA;
break-even point — Touka HyJI€eBOW MPUOBLIH;
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inventory valuation method — Meroxg oOIeHKH TOBapHO-MaTEPUATBLHBIX
IICHHOCTEH;

commitments — 3aTpaThl, BIOKECHHS (KamuTana);

desired income approach — nmoaxo/1 moxy4eHus KeIaeMoro J0X0/a;

layout — cxemMa pacrnoioKeHus;

markup — HalleHKa, TOBBIIICHUE (IIEHBI);

markdown — CHM>KEHME LICHEI;

to estimate — mpeaBapUTENBHO MOICUUTHIBATh, OIICHUBATS;

sales on account — mpojiaxa o OTKPHITOMY CUETY;

to be subject — moaBeprarbes;

to cope with — cripaBisThCS;

at the outset — BHauase.

Chances of success for any new business are greatly increased when attention is
directed to a comprehensive business plan. There is no one sequence of steps in
planning. The most important thing in planning a new small firm is to consider all the
ideas about profits, financing, accounting, records, merchandising plans, location,
market and customers, advertising and promotion, amount of expenses, break-even
point, legal form of organization, depreciation policies, inventory valuation methods.

No commitments, contracts, or obligations should be undertaken without a clear
idea of what profits are possible over at least the first year of operation.

Using the desired income approach, there are 14 major steps in planning:

Step 1: Determine what profit you want from the business and calculate the sales
volume.

Step 2: Test the intended market area.

Step 3: Prepare a statement of assets to be used.

Step 4: Prepare an opening day balance sheet.

Step 5: Study the location of the firm.

Step 6: Prepare a layout for the space to be used for business activity.

Step 7: Choose your legal form of organization.

Step 8: Review all aspects of your merchandising plan.

Merchandising is a broad term. It is known as “the total marketing concept”. It
covers many things — plans for presenting products to customers, sales promotion,
advertising plans, pricing policy, public relations, markups, markdowns, seasonable
variations in business, planned special sales and other activities.

Step 9: Analyze your estimated expenses.

Step 10: Determine the firm’s break-even point.

Step 11: Consider sales on account, review the advantages and establish a credit
policy.

Step 12: Review the risks to which you are subject and how you plan to cope
with them.

Step 13: Establish a personnel policy at the outset.

Step 14: Establish an adequate system of accounting records, because they are
essential to decision making in any business.
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6.3 Text C. Franchising

franchising — TOproBJIsSI ¢ UCTIOIB30BAHUEM JILIOTHBIX YCIIOBHIA;

franchisee — TOproBoe mnpeanpusATHE, MONB3YIOLIEECSs MPaBOM TOPIroBaTh
MPOYKTaMHU MTPOMBIIUICHHOTO MPENPHUITHS Ha JIBTOTHBIX YCIOBUSX;

franchisor — xomITanus, UMEIOIIas MATCHT Ha ACATCILHOCTD;

parent company — MaTepHUHCKasi KOMIIaHMSA,

marketing procedures — METOJIUKH MTPOIAK;

franchise — 0coOBIN KOHTPAKT;

in accordance with — B COOTBETCTBHH C ...;

straight-product-distribution franchise — d¢panmmza, mnpexycMaTpuBaroIas
HEIMOCPEJICTBEHHOE paclpe/ie]ICHUE IPOYKTOB;

product-license franchise — panim3a Ha TUIEH3UOHHBIN BBIMYCK TPOAYKIUH;

to comply with — oTBe4aThb, UCTIONTHSTH;

trade-name franchise — ¢panM3a Ha TOProBBIN 3HAK;

flat fee — oquHakoBas 1J1aTA;

low interest — HU3KUIA IPOLIEHT;

expenses — pacxoibl.

Franchising became very popular in 1970s and 1980s. Franchising is a system of
distributing products or services through associated resellers. The franchise gives
rights to the franchisee to perform or use something that is the property of the
franchisor. The small business owner who buys franchise is the franchisee.

The objective of franchisees is to achieve efficient and profitable distribution of
a product or service within a special area. Both franchisees and franchisors contribute
resources. The franchisor contributes a trademark, a reputation, known products,
managerial know-how, procedures, and perhaps equipment. The franchisee invents
capital in the purchase of the franchise and provides the management of the operation
in accordance with rules set down by the franchisor.

Most franchises can be classified into one of the three categories:

1) straight-product-distribution franchises. — This type of franchise is the most
popular today. The franchisors earn their profit from the price at which they sell their
products to the franchisee.

2) product-license franchises. In these cases the franchisees use the franchisor’s
name but manufacture their products to comply with the franchisor’s requirements.

3) trade-name franchises. Under this type of franchise the franchisor licenses its
trade name to the franchisee but seldom exercises any control over the product or
service being marketed.

Franchising offers some advantages and disadvantages.

The advantages are as follows: 1) expanded distribution without increased
capital investment; 2) monthly flat fees collected from franchisees; 3) provided
promotion and advertising programs; 4) financial aid from a franchisor at low
interest; 5) available credit and so on.
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Some disadvantages also exist. For example: 1) long distance control over
franchisees; 2) much freedom in management decisions; 3) expenses of training
supervisory personnel; 4) obligatory purchases from franchisor; 5) profits of
franchisees always share with franchisor, etc.

Franchising is very popular in recent years and takes an important place in small
business.

6.4 Text D. Selling on credit

a trade credit — TOPTOBBINA KPEAUT;

a consumer credit — MOTpeOUTENHCKUI KPEIUT;

total retail sales — 001Kt 00beM PO3HUYHBIN MPOJAK;

a transaction — CI€JIKa;

credit standing — KpeAUTOCTIOCOOHOCTb;

a credit account — KpeIUTHBIN CUET;

to grant credit — BBIIEASATH KPEUT;

an open account — OTKPBITBINA cueT (aMep.); TeKyIIHUi cueT (aHri.);
a statement — BBIITMCKA CYETa, pacyerT,

a charge account — KpeuT MO OTKPHITOMY CUETY;

a revolving account — aBTOMaTH4e€CKH BO30OHOBIISIEMBIN CUET;

an external indebtedness — BHEIIHAS 3a10JKEHHOCTD;

an installment account — c4er /I yIutaTel B pacCpOUKY;

a down payment — niepBbIii B3HOC;

a budget account — OrOKETHBIN CUET, CYET MOTPEOUTEIIHCKOTO KPEANTA;
a loss — yOBITOK;

delinquent — HeyTITAYEHHBIN, TPOCPOUCHHBIN;

to pick the credit consumer — BEIOpaTh KJIMEHTA I KPEAUTOBAHUS.

There are few axioms in the world of business, but one of them is “if you sell on
credit you will increase sales, even to the same customers to whom you previously
sold for cash only”. Sales are the foundation of profits.

Trade credit is credit extended from one business firm to another. Consumer
credit is credit given by retailers to their customers, who are the final users of the
products. Sales by manufactures and wholesalers are almost always made on a credit
basis. Retail sales amount to nearly 50% of the total retail sales in the country.

Our business world can’t operate without credit because there is not enough
currency and coin in the country to finance business transactions. A good credit
standing is essential to business success. Business owners must look for good credit
standing of firms or individuals to whom they grant credit.

There are at least four basic types of consumer credit account:

- Open accounts are ordinary charge accounts. With this type of account

the customer charges all purchases throughout the month and is expected
to pay the total charges when a statement is sent by the firm.
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- Revolving accounts. This type of account was designed for customers
who live with external indebtedness. The customer must pay a certain
amount of the total charges at the end of each month.

- Installment accounts were specifically designed to make possible the
sale on credit of larger purchases. The customer makes a down payment,
preferably at least 20% of the total purchase price, and the balance is
spread over a monthly payment plan. Good business practice limits such
payment to not more than 3 years.

Budget accounts require no down payment, and customers are normally given 3
months to remit the total price in equal payments. Customers are expected to make
payments without reminders in the form of statements from the seller.

Credit customers who do not pay on schedule cause the firm some problems.
Small firm owners usually have an advantage over large firm owners in this situation,
since they know their customers better. They can usually accomplish more through
personal contact with the customer in order to avoid losses. But the best way to
anticipate the possible delinquent situation is to pick the right credit customer in the
first contact.
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