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BBenenne
COOpHHMK TEKCTOB TpeIHa3HauYeH Jyuisi paboThl CO CTYACHTAMH IO
CHEIHATBHOCTAM: «DKOHOMHKA M OyXrantepckuil yder», «MeHeIHKMEHTY,
«YTpaBlieHHE KaueCTBOMY.
OH Takke peKOMEHAyeTCs TeM, KTO o0ydaeTcs Ha Kypcax MEHEIKEpPOB U
OusHeca, rA€ 1eTb 00yuYeHHUsl S3bIKYy — MPUOOpPETEHHE HABBHIKOB YCTHOM U
MMCbMEHHOM peur B chepe AeI0BOro (KOMMEpUECKOTo) OOIIeHHMS.
COOpHHK TEKCTOB cOCTOUT M3 10 OJI0KOB:
1) TekcToB ¢ MpodeCCHOHATBHON HAPaBICHHOCTHIO;
2) HOBBIX CJIOB M BBIPQKEHHI K TEKCTaM;
3) pa3IMyYHBIX YIPAKHEHUI Ha TOHUMAHHUE TEKCTOB;
4) ynpaXHeHUH Ha pa3bIrPhIBAHUEC CUTYAIIU.
B cOopHHKe HCIONB30BaH AOCTATOYHO HMHTEPECHBIH M COBPEMEHHBIM
TEKCTOBBI MaTepuan M ynpaXHeHHWs] K HUM. Bce 3amaHus HarpaBJIeHbI
Ha pa3BUTHE JIEKCUYECKOTO U IPaMMaTU4YECKOT0 MaTepralia, Ha pa3BUTHE
pEYEBBIX 3HAHUM U YMEHUH U Ha JAJbHENIIEE PA3BUTHE HABBIKOB YCTHOU
peun.
B koHue cOopHMKa mpuiaraercs clIoBapb YacTO HCIOIb3yEeMbIX

9KOHOMHYCCKUX TCPMHUHOB.



Unit 1
RECRUITMENT
In life of any person there is a moment when he must take a very important
decision — to find a job which will bring satisfaction and money simultaneously.
And what is an ideal job for you? Choose the answers and give your reasons.
An 1deal job for me is a job...
- that suits my personality
- that gives challenge and opportunity
- that gives independence
- well-paid
- risky
- exciting
- that encourages thinking and development
- calm and steady
- which is connected with communication
- prestigious
- part-time
- without long business trips
Read the article about a Japanese company which expansion has
brought 30 jobs to the unemployment territory.
Press and Journal
Wednesday January, 21, 1998
p.8
Factory expansion brings 30 new jobs.

By Sarah-Kate Templeton

A Japanese electronics company yesterday announced a 350,000 expansion
to its Arbroath factory, bringing 30 jobs to the unemployment blackspot.
Alps Electronic, which makes electronic equipment for televisions and video

recorders, employs 150 staff at Arbroath Enterprise Park.



Its decision to build a new production line at the plant will increase its
workforce in the town by 20%.

Arbroath has the third- highest unemployment rate in Scotland. It reached
the highest level the month before Christmas when the Mackinnon of Scotland
knitwear factory closed with the loss of 26 jobs.

Angus MP Andrew Welsh and local politicians hailed yesterday’s
announcement as a turning point for the town.

Mr. Welsh said: “This is a good news for Arbroath and a vote of confidence
in the existing employees that Als are now expanding on their existing operation.

This is a modern industry and good news for the mew year. This is one for
the next century. Every new job helps to increase opportunity locally.”

The new hi-tech production line will enable complete modulator and tuner
units to be made at the expanded Arbroath plant.

Responsibility for manufacturing this new product has been transferred from
Japan to Abroath.

Peter Woodland, director of Alps Electronic (Scotland), said the move
reflected the increasing confidence of the company in its Abroath workforce.

He said: “This is an important milestone in the development of the company
in Scotland. This investment underlines the key role Abroath plays in Alps
European plants, which is also reflected in the decision to introduce the latest
technology into the plant.”

He said recruitment for the new jobs would start soon.

lan McMillan, chairman of Scottish Enterprise Tayside, congratulated the
Abroath Alps Electronic workforce for earning a reputation for high-quality work
and promised training support for new recruits.

He said: “Scottish Enterprise Tayside will help Alps to ensure the firms new
recruits can quickly acquire the skills they will need and we look forward to

assisting the company’s continued development in Abroath.”



Vocabulary

recruitment — Habop ciyskaIux, IIepcoHaia

expansion — pacumpeHue, yBeInIeHHe

unemployment — 6e3paboTuiia

blackspot — teppurtopus

to employ — npenocraBnsaTh paboTy. HAHUMATh

rate — ypoBeHsp

loss — morepst

knitwear factory — ¢abpuka 1mo mpou3BoICTBY TPUKOTAXKHBIX W3JICITHMA

to hail — mpuBercTBOBaTH

turning point — moBopoOTHBIIF MOMEHT

a vote of confidence — ayx yBepeHHOCTH

existing — cyIecTByOIuit

to increase — yBenmuuuBath

hi-tech — BeIcOKO TeXHUYECKHUH, BBICOKO Pa3BUTHIM

to enable — naBaTh BO3MOXKHOCTB

modulator and tuner units — moHMKaKOMEe YaCTOTY M HACTPAUBAIOIINC
SJIEMCHTBI

to manufacture — npon3BoANTE, BBITYCKATh

to transfer — meperocutb

to reflect — orpaxxaTemilestone — Bexa

to earn a reputation — 3aBoeBaTh penyTaImo

high-quality — BeicOKO pa3BUTHIit

training support — moauepkka B 00y4eHUH

to ensure — oGecneynBaTh, CTPAXOBaTh; TAPAHTUPOBATH

to acquire the skills — npuoOperaTs HaBbIKH, MACTEPCTBO

to look forward to — ¢ HeTeprieHHeM KaTh Yero-iuoo

to assist — momorarh



ASSIGNMENTS

Exercise 1. Choose the right answer using the information from the

article.

1. The head electronic company is based in

a) America
b) Japan
¢) Scotland

2. Alps Electronic produces
a) video recorders
b) televisions

c) electronic equipment for televisions and video recorders

3. Arbroath has unemployment rate in Scotland.
a) the first
b) the third

c) the second

4. New recruits will be given

a) training support
b) financial support

C) equipment support

Exercise 2. Next to the sentences below, write a word or a phrase from the

article which you can use instead of the word or words in italics.

1. What does this factory produce?

2. She is so unprofessional, nobody will give her this job.



3. The generation of highly developed machines has recently appeared.

4. Due to its talented director the company became much bigger.

5) Shiela is very optimistic about her new job, she thinks it will give her an
opportunity to succeed.

6) The knitwear factory manufactures products of a good quality.

7) The employment of the new staff will be in September.

Exercise 3. Translate into English the following words and phrases from
the text.

Pacmmpenue; nmpenocTaBisaTh BO3MOKHOCTh; 3aBOEBaTh pEITyTalllio; HAOOp
CITyXKallluX; OOBABISATh; 0€3paboTHIla; HAHUMATD; IITAT CIYXXallUX; padouas cuia;
MPOU3BOJIUTh, NPHOOpPETaTh HABBIKM, TIOMOTaTh, BBICOKO TEXHHUUYCCKHIM;
MEePEeHOCUTh, oOo0ecreunBaTh, OTBETCTBEHHOCTh; OTpa)kaTh, IOJJIEPKKA B

O6y‘—IeHI/II/I; IMOTCPA; NOAYCPKNBATD, HOBOpOTHBIﬁ MOMCHT.

Exercise 4. Split into pairs and act out the following dialogues. Don’t

forget to use the active vocabulary.

1. One of you has recently lost your job but heard about recruitment in
Arbroath Factory. Try to get as much as possible from your acquaintance who has
read an article about it in the local newspaper.

2. You are Peter Woodland, director of Alps Electric, and your aim is to
persuade your partners that it is reasonable to expand Arbroath factory. Peter’s
partners think that it’s a serious step and try to find out why the expansion is

necessary.

You know that there are special newspapers dealing with recruitment. These
are some job ads from such a newspaper. Look them through and choose an advert

which attracts your attention at once.



Robert Gordon’s College
(HMC INDEPENDENT — Coeducational 1400 pupils)

School nurse
Applications are invited from suitably qualified candidates who have recent
experience of working with children and in healthcare administration.
The school nurse is required only during the school term and salary is paid

pro rata in accoerdance with national scale rates.

School teachers

The school is updating its list of supply teachers in all subjects. Candidates
should be registered with the General teaching Council for Scotland or eligible for
such registration.

There are no specially printed forms of application. Letters of application
should be accompanied by a full Curriculum Vitae and should include the names of
two referees.

Application should be made in writing by 14™ October 1997 stating
qualifications and experience to:

The Headmaster
Robert Gordon’s College
Schoolhill, Aberdeen, AB10 IFE

From whom further information may be obtained. Robert Gordon’s College
is recognized as a charity for the provision of education for children.

Vocabulary

subsidiary — dumuan
to be related — ObITh CBsA3aHHBIM
key people — pykoBosIire TOKHOCTH

salary — 3apaboTtHas riara



COMMISSION — KOMUCCHOHHOE BO3HATPAXKICHUE

to require — Hy)xaaThCs B 4eM-JI100, TpeOOBAThH

to drive the business forward — npoaBuraTh, pa3BHBaTh OHU3HEC
to thrive — npouserats, mpeycnesarb

fast-paced environment — GeIcTpO MeHsIOIIAsACsA 0OCTaHOBKA
customer — 3aka3uuK, MOKymnareib, KIMCHT

variety — pazHoo0pasue

retail — posuuna

essential — cyrecTBeHHBIH, BaYKHBIN

desire to succeed — xenaHue JOOUTHCS ycIiexa, IPEyCIeTh
outgoing personality — oOuuTensHBIN XapakTep

to apply — obOpamatscs 3a paboToi

renumeration — Bo3HarpaxaeHue, 3apIiaTa

customer service department — oten o o0CTy>KMBaHUIO KJIMCHTOB
self motivated — unuIMaTUBHBII

female — xeHmmua

male — myxunHa

maturity — 3penocthb

positive attitude — monoxuTENTBHOE OTHOIICHUE

ethnic minority — sTHHYeckoe MEHBIINHCTBO

background — npoucxoxaeHue

benefit — Briroa, monp3a, MPUOBLITH

advantage — npenMyIecTBo

pro rata — B COOTBETCTBHH, MPOMOPIIHOHATBEHO

to update — 0OHOBIIATH

eligible — mogxopsmii, *enarenbHbBIIR

to accompany — conpoBoXIaTh (-Cs1)

referee — cyps, 4eao0BeK, KOTOPBIH MOXET Bac MOPEKOMEHI0BATh



ASSIGNMENTS

Exercise 1. Answer the following questions:

1. What kind of experience is needed?
a) experience of working with children
b) experience of working with elderly people

c) experience of working at school

2. How long will a school nurse work?
a) during the academic year
b) only during the school term

¢) during three months

3. How many pupils are there in Robert Gordon’s College?
a) 1500
b) 1300
c) 1400

Exercise 2. You know that your sister is looking for a job. She is good at
languages, a perfect communicator and has some sales experience. Phone her

and tell her about the job ads which you think will suit her.



Unit 2.
THE PERFECT INTERVIEW

So you choose a job ad, send your resume to the company and they invited
you to the interview. Are you nervous? Now try to imagine that you are a director
of a company. What kind of person would you employ?Tick the most essential
features and give your reasons. Add your own variants.

-positive minded

-hard working

-with a good sense of humor

-intelligent

-sociable

-competitive

-self-motivated

-dedicated

-talkative

-experienced

-active

-determined to succeed

-enthusiastic

-brave

Select 3 traits of character you consider to be the most important and say if

you possess them.

Read the story about Samantha Bailey’s job interview and say why she got
this position though there were a lot of other applicants.



MY TRUE STORY

Samantha Bailey, 22, from Maythorne Close, Barnsley, South Yorkshire knew
that her job interview would be tough but didn’t think so tough. This is her true
story.

What | really wanted was to work in retail fashion — the glam side of the
business. But, with no experience, it was difficult.

| spotted the advert for a fashion assistant at Etam in the job centre one
lunchtime. | spent ages filling in the application form and made my boyfriend,
Don, check it for mistakes. | crossed my fingers as | posted it.

The manageress, Gina Farrel, rang. They wanted to interview me. It was fate. I’d
just bought a new, trendy black trouser suit.

Early the next Saturday, Gina led me up to her first floor office. | hoped she
couldn’t feel my hand trembling as she shook it.

She introduced me to her supervisor, Alison Attersley. Then it started.

Why do you want a job? What skills do you have?

Bog - standard questions. But to my mind went blank. I stuttered and stammered.

“We’ll let you know,” Gina smiled, standing up. I’d blown it.

There must’ve been dozens of applicants. I bet they didn’t let nerves get to them.

Gina opened the door to show me out. Smoke billowed in. The corridor to the
stairs was thick with it. There was no way through.

She slammed the door.

“There’s a window in the corridor,” Alison said.

We all took deep breaths, then opened the door again. Gina stood on a chair and
pushed the window. It was stuck. My eyes were watering. We coughed and
spluttered.

Smash! Gina’s hand went through the glass. We gulped fresh air.

Gina’s arm was bleeding, so I bandaged it with a tissue from my handbag.

“Help!” yelled Alison. “We’re stuck.”



The window was too high to see out of. But someone yelled back — help was
coming. so was more smoke.

“We need to stop it getting in,” I said.

It was coming across the landing, from the stuff room.

Alison coughed. Gina looked worried. “She’s pregnant,” she whispered to me.

Then there was the sound of sirens — fire engines.

“We might get rescued by a hunky fireman,” I suggested.

People are always saying I’'m laid back. But even I was surprised how calm I
was. I’d been more nervous about the interview than I was about being stuck in a
burning building.

| started singing. Silly — | have a terrible voice. But it meant | was concentrating
on the words, rather than our predicament.

“If you are happy and know it...” I started.

Gina and Alison laughed, somewhat nervously.

If the fireman didn’t hurry up, we could die. Die! I hadn’t thought about that until
now.

| sang louder.

We’d been there at least half an hour when a fireman appeared at the window.

We tried to figure out how the fire started. Had everyone else got out safely? We
wanted to know more about what was happening outside.

“Well, we do know one thing,” Gina said, ”and that’s that the job’s yours.”

I giggled, in spite of everything. This wasn’t exactly how I’d imagined landing
my dream job.

An ambulance took us to hospital. Gina needed stitches in her arm. And we all
were given oxygen to help us breathe.

Apparently, the fire was confined to the stuff room, but there was a lot of smoke
damage to the rest of the building. The fire brigade thought it was started by an
electrical fault in the fridge.

When the shop was reopened, a week later, | was there as a sales adviser.



That was three months ago, now. And | love it — no two days are the same. But
thankfully, none are quite as dramatic as the day of my interview.

Samantha Bailey, 22

From Maythorne Close,

Barnsley, South Yorkshire

Vocabulary

sociable — oOmmTeNBHBIN

competitive — KOHKYpEHTOCTIOCOOHBII

dedicated - mpemanHbIi (neTY)

determined to succeed — HacTpOCHHBIH Ha ycHex
fashion — mona

glam side — ouapoBarenbHast, 3ppeKTHasE CTOPOHA
to spot — yBuneTh, oTiInuaTh (pasr.)

to spend ages — noTpaTUTh OrPOMHOE KOJIMYESCTBO BPEMEHH
to fill in — 3amonusaTH

application form — ankera mocrymnatomniero Ha padoTy
to tremble —xpoxats

to shake hands — moxxumaTh pyku

to go blank — cranoBuThCS MyCcTHIM

to stutter (to stammer) — 3aukathCs, 3aMUHATHCS
dozen — groxxuHa

| bet — s nepxxy napu

to show out — mpoBOAKTH, BBITYCTUTh

to take deep breaths — mHabpaTh mo6obIIE BO3TyXa
to stick — 3acTpsaTh

to gulp — riorath

to bleed — xpoBoTOUNTH

to bandage — nepesi3biBaTh

landing — nectauna



fire engines — noxapHas mamHa
predicament — 3aTpyIHHTEIHLHOE TTOJIOKECHUE
to figure out — BeIUKCIIATH, TOHMMATD

to giggle — xuxukarhb

stitches — mBeI

0XYQen — KUCIIOPOJ

electric fault — snexTprueckas HemomaaKa

ASSIGNMENTS

Exercise 1. Read the story and choose the sentences which are true.

a) Samantha Bailey was eager to work in retail fashion.

b) She spotted a job in a newspaper.

c¢) She didn’t feel nervous during the interview.

d) After the interview Samantha noticed some smoke in the corridor.
e) Fire engines came very quickly. The women didn’t have to wait
f) Nobody was hurt.

g) An ambulance took Samantha and other people to hospital.

h) The fire was started by an electric fault in the fridge.

1) Unfortunately Samantha couldn’t get a job in that company.

Exercise 2. These sentences are written in the wrong order. Try to

recollect their succession in the text.

1. Gina opened the door to show me out.

2. | spent ages filling in the application form.

3. We were all given oxygen to help us breathe.
4. The corridor to the stairs was thick with smoke.

5. I’d just bought a new, trendy black trouser suit.



6. Then there was the sound of sirens — fire engines.

7. When the shop was reopened, a week later, | was there as a sales advisor.

Exercise 3. Choose the most suitable title for the story.

1. All is well, that ends well
2. A difficult interview

3. Don’t let nerves get to you
4. A day of my life

5. I didn’t expect to get a new job in a such way

Exercise 4. Match the words to the definitions below.

. to apply
. application form

. unemployment
. interview

. applicant

N
@)
@y

. vacancy

. to recruit

© O N o g A W N P

. to fire

10. company

A. the work which you do regularly in order to earn money

B. a job that is available

C. to find new people to work for a company, organization

D. to make someone leave their job because their job is not satisfactory

E. to formally ask to be considered for a job that has been advertised,

especially by writing a letter or answering the questions on a form



F. someone who is being considered for a job

G. a formal meeting at which someone is asked questions in order to find out
if they are suitable for a job

H. when people do not have jobs

l. a piece of paper on which you must answer questions about yourself when
you apply for a job

J. any organization, either large or small, that produces goods or provides

services in order to make a profit

Some pieces of advice will help you to bear your job interview

successfully

Investigate: what company is like before you apply for the job.

Are they really the kind of organization you want to work before?

Write an effective CV. Keep it brief and simple — a badly written one will
use you the job before you get to the interview stage.

Discover as much you can about the interview. This means finding out
exactly who will be conducting the interview, what position they hold, and whether
it’s an informal chat or a formal interview, possibly in front of a whole panel of
interviewers.

Dress the part. Even if the job is a modern company where the code is
casual, you should dress formally for the interview — a suit is always safe. Never
keep your overcoat or mac on during the interview — this will make you an outsider
from the start. If possible take it off outside the interview room.

Think positively and confidently about yourself. From the moment you
decide to apply the job think about (and write down) all qualities you have to offer
the company as well as the reasons you would suit the job. Use the interview to
discover as much about the job as possible. Even if they offer it to you on the spot

ask for some time to consider their offer. Is it right for you and them?



Be aware of your body language. Most interviewers don’t realize it but
they are influenced by your body language the moment you walk into the room. Be
assertive, smile, look the interviewer in the eye, and give a firm handshake. Don’t
lean too far over the desk or slump in the chair with your arms crossed. Practice
your “entrance” at home with a friend so you feel comfortable.

Keep a balance of power throughout the interview. From a psychologist’s
point of view this is what interviews are all about! Don’t be too timid or allow the
interviewer to dominate you because an interview is a two-way process, and you
are to decide whether you want the job. It’s an important for you to ask questions
about your potential job as it is for the interviewer to question you. But don’t be
over-confident and cheeky. No one likes a “difficult” candidate however good your
qualifications are.

Keep calm before and during the interview. Three- quarters of people feel
anxious about job interviewers and their nervousness often lets them down. The
key is to learn interview skills which are important as job skills, and control your
nerves. Remember the interviewer may be nervous as well.

Vocabulary

CV — pestome

in brief — xparko

to conduct — npoBoaKTH

to hold a position — 3aHuMaTh JOKHOCTh
chat — 6ecena, 00aTOBHS

panel — nmepcoHar; y4aCTHUK JTUCKYCCHH

to dress the part — ogeBaThCs TOJDKHBIM 00pa3oM, K MECTY
code — ycraB, CBOJ MOPaJIbHBIX MIPABUII
casual — ciydaiiHblii, HeperyaspHbIi

Mac — MaKUHTOIII, HEIPOMOKAEMOE TTaIbTO
outsider — nHecrienuanucT, TFOOUTEND; TpodaH

confidently — yBepenno



on the spot — Ha mecre. cpasy

to consider an offer — paccmoTrpeTs npeaoxeHue
assertive — yBepeHHbIl B ceOe

firm — TBepapIit

to lean — HaKJIOHATHCS

to slump — tsxeno omyckaThes (Ha CTYI)

point of view — Touka 3peHust

timid — poOkuwuii

cheeky — Harmbrii

to feel anxious — BosiHOBATHCS

ASSIGNMENTS

Exercise 1. Say if these statements are true or false using the information

from the text.

1. It is not important to write an effective CV.

2. If you think positively about yourself, other people will be of the same
opinion.

3. You can dress for the interview as you usually dress going somewhere.

4. Body language plays an essential role in communication.

5. Nobody will pay attention if you lean too far over the desk or slump in the
chair.

6. If you ask questions about the company the interviewers won’t think that
you are an outsider.

7. If you control your nerves it will be easier for both sides to conduct an

interview.

Exercise 2. Answer the following questions.



1. How should a CV be written? Why is it so important to write it correctly?

2. What should you know about the future interview and potential
interviewers?

3. Is it necessary to dress properly? Why?

4. What questions should you have in mind?

5. How do you understand the phrase “body language”? Is it possible to be
aware of it? How?

6. Why is it wrong to allow the interviewer to dominate you? Who should
dominate?

7. What is the key to a successful interview?

Exercise 3. Using the facts from the text try to persuade your friend who
feels anxious about a job interview to control his nerves. Give some

recommendations.



Unit 3
WOULD YOU LIKE TO START A BUSINESS?

If you want to start a business, you are to know some definite information

about it. We suggest you see how a company is formed from the very beginning.

A company can be also called a firm or a business. When it is producing
goods or trading, we say it is a business. A company which is just starting up is
going into business and a firm which stops operating goes out of business If a firm
becomes bigger, it expands. The expansion means that a company will produce
more goods or sell more products. A manufacturer produces goods. They are its
products. When a manufacturing company expands, it means that it is increases its
production.

A company selling goods in large quantities (in bulk) is called a wholesaler.
A person or a company buying in bulk (wholesale) and selling goods in small
quantities is a retailer. Many local shops sell goods retail. Two or more companies
which sell or manufacture the same product are competitors. They are in
competition and they compete for customers. To be ahead of its rivals the company
must be competitive.

An area where there is a demand for certain goods is called a market. A
company selling locally sells its goods in the local market. If a company sells its
goods at the same place where they are produced, it uses the home or domestic
market. A firm selling abroad is an exporter. It sells on the international or
overseas market. The goods it exports are exports. An importer buys goods abroad

and imports them into his own country.



Vocabulary

to go into business — HaunHaTh (OTKPHIBATH) OM3HEC
to go out of business — mpekpariars 6u3HEC

goods — ToBapsI

to sell — nmponaBate

bulk — xpynHas maptust ToBapa

wholesale — onrroBbIit

wholesaler — onrroBsIii TOproBei, ONTOBOE MPEATIPHITHAES
retailer — po3Hu4HBI TOPTOBEI]

to sell retail — nponaBaTh B po3HHIlY

competitor — KoHKypeHT

competition — KOHKypeHIHsI

to compete — koHKypupoBaTh

customer — noxkymnarenb

rival — conepauk

demand — cripoc

local — mecTHBI#

home or domestic market — BHyTpeHHHUI PBIHOK
abroad — 3a pyoesxom

international or overseas market — mexx1yHapOAHbIH, BHEIIHUN PHIHOK
ASSIGNMENTS

Exercise 1. Choose the right answer.

1. A firm which is just starting up is...

a) going into business

b) in business

C) going out of business



2. A company which sells goods in large quantities is called...
a) a wholesaler
b) a retailer

¢) a wholesale distributor

3. Two or more companies which sell or manufacture the same product
are...

a) customers

b) retailers

C) competitors

4. A company which sells goods abroad is...
a) an importer
b) an exporter

c) arival

5. An area where there is a demand for certain goods is called a...
a) business
b) market

) importation

Exercise 2. Complete the sentences using the text.

1. A wholesaler is a person or a company selling...
2. A retailer is a person or a company selling...
3. A customer is a person...

4. A competitor is a person or a company...



Exercise 3. Answer the following questions.

. Why can a company go out of business?

. When can a firm expand?

. What do you buy wholesale?

. What can you buy retail?

. What famous manufacturing companies of our country do you know?
. Which of them sell goods on the overseas market?

. What famous importers of our country can you think of?

. What must a company have to be competitive?
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. What can a firm do to win its rivals?

10. What products in our domestic market can be competitive abroad?

Exercise 4. Make the summary of the text in 5 sentences using as many

words as possible.

Exercise 5. Split into pairs and act out a dialogue.

One of you is an importer to Russia, the other is an exporter of the same
product. Speak about advantages and disadvantages of exporting and importing.

Use if necessary the following words and phrases:

Importer

Dangerous to go into business

Difficult to expand

Always competitive because of the quality
Sales are low because of the price



Exporter

To avoid the competitors

To sell at more expensive prices

To be the best

To be competitive

To win the customers

Difficult to go into business

Now read a text about sole proprietorships and find out advantages and
disadvantages of having and operating a business of your own. Discuss them and

compare your ideas with those of your group mates.

THE SOLE PROPRIETOR

Many businesses are sole proprietorships, firms owned and operated by a
single person. When a person decides to open an independent business, that person
is then entirely responsible for its success or failure. Any profits go the owner any
losses are his or her responsibility as well. If the losses prove to be greater than the
investment, the individual is responsible for paying them, even if this depletes his
personal assets.

One of the advantages of a sole proprietorship is that an owner can make
decisions quickly and decisively without having to consult others. And an
individual proprietor by law, pays fewer taxes and at a lower rate than a
corporation does.

There are disadvantages of this form of business organization, however. A
sole proprietorship ends with the incapacity or death of the owner. The assets can
be inherited by a person who may then become an operator, but legally the
business dies with its owner. Also, since it is dependent upon the amount of money
the owner has saved or can borrow, usually it does not develop into a large-scale

enterprise.



In spite of its limitations, the sole proprietorship is well adapted to many
kinds of small businesses and suits the temperament of many persons who like to
exercise initiative and be their own bosses. Some economic contributions of a
small business are:

-A small business is then the starting point for developing a new product or
service. One person tries out an idea. If it is successful, the business grows, or the
product may be bought by a larger firm.

-The small business can give an individual a chance to gain experience,
which the person may use later on a large scale.

-Small businesses are particularly well suited for meeting specialized local
needs.

-Artisans can provide individualized products for customers who have
grown weary of mass-produced goods.

-Small businesses provide a service where knowing one’s customer is
important.

-Sole proprietors are reassuring to customers who believe an individual who
Is accountable will do a good job.

Small businesses often grow into large ones, adding to the economic vitality
of the nation. Small business advocates contend that 55 percent of American
technical innovations come from small — and medium size businesses. Certainly,
many of the creative innovators in the American computer industry, including
those who built successful companies in what is now known as Silicon Valley,
California, started out as outsiders working on hand-assembled machines in their
garages. They have become part of American business lore. By any measurement,
small businesses are an important part of the creativity, and the competition that
provides new strength to the American economy.

Of course, it is true that small businesses often fail. But in the United States
“failure” of a small business venture does not carry with it the social stigma or
opprobrium for the failed entrepreneur — that it does in some countries. Often,

failure of a small business venture turns out to be a valuable learning experience



for the entrepreneur, who may be more successful the second or the third time.
Unsuccessful attempts to start a business become part of the larger process of
sorting out the market and making it more efficient, according to small business
experts.

Vocabulary

sole proprietor — coOCTBeHHUK, BIIAACIIEI, YACTHBINA MPEANPUHIMATEb
sole proprietorship — coGCTBEHHOCTD, YaCTHOE MIPEATPHUHHUMATEILCTBO
to own — BiaieTh, UMETh. 00IAIATH

to operate — paGoraTh , 1€liCTBOBATH, YIPABIISThH

failure — nposai, Heynaua

to be responsible for — ObITE OTBETCTBEHHBIM 3a YTO-THOO

profit — mpuOHLIH

losses — yObITKH

to deplete — ucromiare, BcuepILIBATH

personal assets — Tu4HbBIN KamuTa

to make decisions — mpuHUMATH peIICHUS

1o pay taxes — mIaTuTh HaJoru

Incapacity — HecriocoOHOCTh

to inherit — macienoBarh

legally — 3axonHO, JeranbHO

to save money — KonuTth, COOMPATh JEHBIH

to borrow money — 3aHumaTh ACHBIH

enterprise — npeanpusTUE

to adapt — nmpucnocabnuBarh, aanTHPOBATH

to exercise initiative — mposBISTh HHUIIMATUBY

to be one’s own boss — 6b1Th camomy cebe X03sIMHOM, HAYaTbHUKOM
to meet needs — ynoBiaeTBOPATH MOTPEOHOCTH

artisan — pemeciieHHHK, MaCTEPOBOI

weary — yCTaBIINM, IOTEPABIINN TEPIICHUE



accountable — oTBeTcTBeHHEI, TOAOTYETHBIN

to contend — yTBepxxaaTh, 3asBISATH

valuable learning experience — 1ieHHbIH 00y4YaONIUI OIBIT
entrepreneur — npeapuHUMAaTeIlb

to sort out — coptupoBath, pazdoupaTh, KJIaCCUPUIIUPOBATH
stigma — mo3op

opprobrium — mo3op, mocpamiieHUE

ASSIGNMENTS

Exercise 1. Write T (for True) and F (for False) next to the sentences

below.

1. A sole proprietor is entirely responsible for his success or failure.

2. Even if the losses are greater than the investment, a sole proprietor will
not deplete his personal assets.

3. Sole proprietorships pay more taxes than a corporation does.

4. Legally the business dies with the sole proprietor.

5. Small businesses are particularly well suited for meeting specialized local
needs.

6. Small businesses do not often grow into large ones.

7. In the United States “failure” of a small business venture does not carry
with it social stigma or opprobrium for the failed entrepreneur.

8. The people who like to exercise initiative and be their own bosses choose

sole proprietorships.

Exercise 2. Complete the following sentences.

1. Sole proprietorships are firms...

2. The advantages of sole proprietorships are...



3. The disadvantages of sole proprietorships are...
4. Some economic contributions of small businesses are...

5. Often, failure of a small business venture turns out to be...

Exercise 3. Answer the following questions to the text.

1. What are sole proprietorships?

2. What are advantages of this form of business organization?

3. If you inherited a business, what would you do with it?

4. What kind of persons would be good sole proprietors?

5. What are economic contributions of small businesses?

6. Why do you think small — and medium size businesses play such an
important role in the economy of the country?

7. What do you know about development of small businesses in our country?

8. Does “failure” of a small business venture carry with it the social stigma

for the failed entrepreneur in our country?



Unit4
WORKING IN A TEAM

It is very hard to say what is more difficult to run a business of your own or
to be a member of a partnership. Read the text below and say if you would like to

work in a team.

The business partnership

When a proprietor wants to expand the business, one way to do so is to form
a partnership, a business formed for profit by two or more co-owners. The rights
and duties of a partnership are regulated by laws of the state where it is formed and
by a legal agreement entered into by the co-owners. Usually an agreement specifies
the amount of money each is investing and the duties each partner assumes. a
partnership agreement also may provide for a “silent partner” who does not take
part in the management, but who invests money in the business.

The partnership has the advantage of pooling managerial talent. One partner
may be qualified in production, another in marketing. The partnership, like
individual ownership, is exempt from most of the reporting that the government
requires of corporations. Furthermore, it has a favourable tax position when
compared with the corporation. Federal taxes are paid by individual partners on
their share of earnings; beyond that the business is not taxed.

A major disadvantage of the partnership is that each member is liable for all
the debts of the partnership; the act of any partner is legally binding upon all the
others. If one partner takes a large amount of money from the business and
squanders it, the others must pay the dept. Partnerships suffer another major
disadvantage: decision-making is shared. If partners have serious disagreements,
the business is bound to suffer.

Nevertheless, the partnership remains a vital part of the overall business

economy.



Vocabulary

partnership — ToBapuiiecTBo, MapTHEPCTBO

to form a partnership — opraauzoBaTh, CO3/1aTh TAPTHEPCTBO
CO-OWNEr — coBiaerent

rights and duties — mpaBa u 00s13aHHOCTH

agreement — cornameHue

amount — KoJIM4eCTBO

to assume — npuHUMaTh Ha ceOs1, OpaTh Ha cebs

“silent partner” — maccUBHEBII apTHEP

to take part in something — npuHUMaTh B 4eM-TO yyacTHe
management — ynpaBiieHUE, MEHEIKMEHT

ownership — coOCTBEHHOCTh, BlIaJICHUE

exempt from — ocBoOOKICHHBI OT

share of earnings — momns 3apaboTka

beyond — cBepx, BHE, CBBbIIIIEC

Major — riIaBHBIA, O0Jiee BayKHBII

liable for — oTBeTCTBEHHBIH 3a YTO-TO

debt — noar

to bind upon — cBs3bIBaTh, MEpEILIETATHCS C

to squander — pacTo4arh, MPOMAaTHIBATH

ASSIGNMENTS

Exercise 1. Write T (for True) and F (for False) next to the statements

below.

1. The rights and duties of a partnership are regulated by a legal agreement

between the co-owners.



2. A “silent partner” takes part in the management, but does not invest
money in the business.

3. The partnership is liable for most of the reporting that the government
requires of corporations.

4. Individual partners are taxed on their share of earnings.

5. Decision making is shared.

6. A partner is not legally binding upon all the others.

7. The partnership remains a vital part of the overall business economy.

Exercise 2. Choose the right answer.

1. A partnership is...
a) a business formed for losses by two or more co-owners.
b) a firm owned and operated by a single person.

¢) a business formed for profit by two or more co-owners.

2. What specifies the amount of money each co-owner is investing?
a) the laws of the state

b) an agreement entered into by the co-owners

3. A “silent partner” is a co-owner...

a) who takes part in the management, but who does not invest money

b) qualified in production

¢) who does not take part in the management, but who invest money in the

business.

4. Federal taxes are paid by individual partners on their...
a) share of earnings
b) share of losses

c) share of income



5. A major disadvantage of the partnership is that...
a) each of partner assumes definite rights and duties
b) decision-making is shared

c) each member is liable for all the debts of the partnership

Exercise 3. Complete the following sentences.

1. When a proprietor wants to expand a business, one way to do it is...

2. The rights and duties of a partnership are regulated by laws of the state
where...

3. A partnership agreement also may provide for a...

4. The partnership has the advantage of...

5. The partnership is exempt from...

6. If one partner takes a large amount of money from the business and
squanders it,...

7. If partners have serious and constant disagreements,...

8. The partnership remains...

Exercise 4. Answer the following questions.

1. What are advantages and disadvantages of a business partnership?
2. Compare a partnership with a sole proprietorship. What are principal
similarities and differences?

3. Which form of business organization would you choose? Why?



Exercise 5. Give the Russian equivalents for the following words and

phrases.

Partnership; to form a partnership; co-owner; rights and duties; agreement;
amount; to assume; silent partner; ownership; exempt from; share of earnings;

beyond; liable for; debt; to squander.

Now you know that working in a team implies sharing responsibility, losses
and profit, rights and duties. And do you know that the best partnerships are
usually formed by families? Can you explain why? And then read a newspaper
article about a knit-wool factory which grew from a family firm into a retail

empire.

TEXTILES ARE BIG BUSINESS FOR A COMPANY WHICH
STARTED AS A FAMILY FIRM AND IS STILL EXPANDING
Marjorie Calder reports
There will be 17 brand superstores opened this year in out-of-town sites —
creating more than 250 new jobs for the booming retailing sector.
Not bad for a family firm which started from humble beginnings as a
Tetley’s shop in Partick in Glasgow back in 1931.
Richard Tetley started off selling knitting wools in High street sites.
But success has taken off as the family business had the vision to follow
consumer trends and leave the High Street behind them.
At just 32, Mark Reid, the founder’s grandson, now heads up a retail empire
which already boasts 65 superstores and employs a workforce of 1100 people.
And in just sixty years, a humble knitting wools business has become the
largest retailer of soft furnishings in the UK.
The layout of the stores is designed to inspire the shopper with bright ideas

on fabric and colours.



Big display teams are employed to make sure the ideas look as eye-catching
as possible.

According to the personnel director Julia Clark, the thing that makes a good
employee in the retail sector is ‘simply someone with whom we can build a rapport
— because if we can, customers can too.”

“A good sales person is not necessarily someone who is good at closing a
sale.”

“Rather, a nice person who can make conversation and is happy to talk to
customers about their requirements.”

Words like “eager” and “happy” crop up frequently when describing an ideal
personality to work in retail environment. But Julia is at pains to stress that
“hardworking” and” ambitious™ are just as relevant.

“The planned expansion means we have to be thinking ahead and identifying
a pool of staff with management potential to meet our future needs.

“We need people who are keen to build a career and we work hard to deliver
training and experience to help people reach their goals.”

Around 250 new staffs are required right away for stores across the UK —
but recruitment will be ongoing.

There are application forms at every Texstyle World branch as Julia believes
that liking the product range is a good start in finding job satisfaction.

“If people in the shores like the product, we have their interest right from the
start to tell them about what we can offer as a career.”

That starts with training in both product range and sales and merchandising
techniques over a 12-week induction period.

So the true picture of Texstyle World is far from just curtains and bedsheets.

It has a fascinating past, but the future looks just as exciting.

And there are plenty of opportunities for new staff to get themselves a piece
of the action.

(From “Press and Journal”)



Vocabulary

brand — ¢padpuunas mapka

store — marasuH

booming — 6sicTpo pacTyiuii, OBICTPO pa3BUBAIOLITHIACS
Site — muromaaka, y4acTok

humble — ckpomubIit

knitting wools — mepctsaHas npsixa

ViSiON — MPOHUTIATETLHOCTD, TATEHO30PKOCTh

trend — TeueHue, HaTIpaBJICHHE, TCHACHIIHS

founder — ocHoBaTtenb

head up — Bo3rnaBasaTh

empire — umrepus

layout — pacnionoskenue, 1iaH, MiIaHAPOBKa

personnel director — HagaTBHUK OT/IETIA KaIPOB

to build a rapport — crpouTh OTHOIICHUS Ha B3aMMOTIOHUMAHUN
requirements — tpeGoBanus

hard working — Tpynoato0uBbIit

ambitious — yecTor0OUBEIN, AMOUIIMO3HBII

to think ahead — npoxymbiBaTh. qymMath 0 OyyiieM

to reach goals — mocruraTs emu

range — quama3oH, aCCOPTHMEHT

induction period — nepuos opUIMATEHOTO BBEJCHHS B JOJDKHOCTh

opportunity — BO3MOXHOCTb



ASSIGNMENTS

Exercise 1. Write T (for True) and F (for False) next to the statements

bellow.

1. Textiles are a big business for a company which started as a family firm
but now it is not expanding.

2. 17 new brand superstores will create 250 new jobs for the booming
retailing sector.

3 Success came to the family firm because they had a vision to follow
consumer trends.

4. A good sales person is necessarily someone who is good at closing a sale.

5. The induction period lasts over 12 months.

6. “Hardworking” and “ambitious” are not the features required by the
company.

7. The company does not provide training in both product range and sales.

ex.2. Answer the following questions to the text.

1. How did the family firm start in business?

2. What do they produce?

3. How big is their retail empire?

4. What is a good employee according to the personnel director?
5. How long does the induction period last?

6. What is the secret of success of this company?

7. Why do you think this family firm is prospering?

ex. 3. Give the summary of the article in 5 sentences.



Uunit5
MARKETING AND PROMOTION

Usually a great fortune and success in business come not only because of
luck and happy circumstances in somebody s life, but due to thinking ahead, to the

knowledge of people’s psychology and market.

Read the text about marketing and promotion and decide how much they are

important for success in business.

When a company starts to sell goods in a new market, they often do some
market research to see if the project is feasible. They research the market potential
to see if they will make money by selling in the new market.

One way to assess the market potential is to take a stand to a Trade Fair
where companies can exhibit samples of their products and see what response they
get from prospective customers. The Trade Fair is an exhibition of goods, and a
company exhibits a sample of its product at its stand. This is also a form of
publicity (or advertising) and the company representative will probably hand out
brochures to advertise (or promote) the product further. Often journalists (the
press) write about the Trade Fair and sometimes companies hold a press
conference if they want to promote a particular model or range. (Each different
type of a car, a bike etc. is a model. all the different models made by a company
make up its range. The full range of goods i1s normally displayed in the company’s
catalogue. The catalogue is a booklet or a brochure).

Another way of promoting (or publicizing) a new product is to place
advertisements in magazines or newspapers. Advertisements are also called adverts
or ads for short. A plan to do a lot of advertising of one product is called a
campaign. Starting an advertising campaign on a new product is known as

launching the product.



The aim of publicity/ promotion is to interest customers, clients (or buyers)
in the product. Initially customers/ clients might make inquiries about the product.
When they decide to buy, they place an order. At a Trade Fair companies are trying
to win (obtain) as many orders as possible. However, before a client places an
order he wants to know many things: How long delivery takes, whether the
company can supply spare parts, what the after sales service is like. (All the
individual parts in a model are called components. If one of the components breaks
the customer will want a share part. If the product is complicated, skilled workers
might be needed to fit spare parts or to service or maintain the machinery. Any
maintenance or servicing the company does after it has sold the product is called

after sales service).

Vocabulary

research (study) — uccnenosanue

to research (investigate) — uccnemnoBathb

feasible — BbIMOTHUMBIIA, OCYIIIECTBUMBIIA

viable — xu3HeCITOCOOHBIH

tO assess - OLeHUTh

stand — crenn

Trade Fair — roprosas spmMapka

to exhibit — BeIcTaBIATH

exhibition — BeicTaBKa

sample — o6pas3err

response — peaxknus, OTBET

prospective — nepcreKTUBHBIHN, OTCHIHATbHBIH

advertising (publicity) — pexiama

to advertise ( to promote) — pekmamupoBaTh (COACHCTBOBATH
MPOJIBUKEHUIO TOBapa)

range — acCopTUMEHT



to publicize — peknamupoBatb

advertisement (advert, ad ) — pexnama, pekiaMHOE OOBSIBICHHE
campaign — pekjaamMHasi KaMIIaHHsI

to launch — 3amyckats

INquiries — 3anpocsl

to make inquiries — genaTh 3aIPOCHI

order — 3aka3

to place an order — pa3meinars 3aka3

delivery — nocraBka

to supply — nocraBnaTh

Spare parts — 3amacHble 4acTh

after sales service — nmocienpogaxaHoe 00CTy)KHBaHUE
component — nerainb

complicated — cioxHBI#

to service (to maintain) — oGcyXHBaTh

servicing (maintenance) — o6ciyxuBaHue

ASSIGNMENTS

Exercise 1. Choose the right answer.

1. Before starting to sell its product, a company often

a) makes inquires
b) places an order

c) does some market research

2. The Trade Fair is

a) market research

b) an exhibition of goods

c) after sales service



3. All different models made by a company make up its

a) catalogue
b) brochure

C) range

4. A plan to do a lot of advertising of one product is called

a) campaign
b) press
c) publicity

5. If one of the components of the machinery breaks, the customer will want

a) an order
b) a spare part

c) a catalogue
Exercise 2. Answer the following questions to the text.

1. Why do companies do some market research before they start to sell
goods?
. What are the ways to assess the market potential?

. What do you think of advertising? Do you consider it effective nowadays?

2
3
4. Where is the full range of goods normally displayed?
5. What kind of advertising do you find the most effective?
6. What enquires can a consumer make before he places an order?

7. s after sales service important? Why?

8. Do you know any famous exhibitions or Trade Fairs which are held in our
company?

9. What exhibition centres have you heard of?



Exercise 3. A sole proprietor has a meeting with a marketing specialist.

Student A. You are a sole proprietor whose production has to be promoted.
But you do not have much finance for a big campaign. You ask the marketing
specialist for advice how to advertise your goods both cheaper and more
effectively.

Student B. You are an experienced marketing specialist. You have to give
advice to a sole proprietor who needs your help in promoting his production. Do
your best in help him with his problem.

Now read a newspaper article about the Rover car company which is

launching a new model and is advertising it through the newspaper.

ROVER TO BEGIN JOB DRIVE

The Rover car company yesterday confirmed a 1400 million investment in a
new luxury model and the creation of 1,000 new jobs.

The new car, code-named R40, will be built at Cowley near Oxford, thus
securing the plant’s long-term future.

Production at Cowley, currently at 55,000 vehicles a year, could double
thanks to the new model, which will go on sale in spring, 1999.

The manufacturing of the new model — to replace the Rover 600 and 800
cars — will also lead to a further 5,000 new jobs in the component supply industry.

The public will get the first glimpse of the new car when it makes its debut
at the Birmingham Motor Show in October.

No decision has yet been reached on a name for the new car, to be built on a
new manufacturing facilities at Cowley which will include a new paint plant and
vehicle assembly hall.

Rover Group chairman Walter Hasselkus said that the car: “represents the
modern face of Rover and the excellence of British design”.

(From “Press and Journal”, May 21, 1998)



Vocabulary
to confirm — moaTBepKAaTH
luxury — pockomib
creation — co3znanue
vehicle — TpancmopTHOE cpencTBO
to go on sale — moctynarte B mponaxy
to lead to — npuBOaUTH K
facilities — o6opynoBanue, npucrnocodcHIE, anmaparypa
assembly — c6opxka, codbupartb
ASSIGNMENTS

Exercise 1. Write T (for True) and F (for False) next to the statements

below.

1. The Rover car company invested 1400 million to manufacture a new car
model.

2. This will cause unemployment of 1000 people.

3. Production at Cowley could decrease twice.

4. The new model will go on sale in spring, 1999.

5. It will be produced together with Rover 600 and 800 cars.

6. The new model will make its debut at the Birmingham Motor Show.

7. The name of the new model will be “Cowley”.

8. According to the words of Rover Group Chairman, the new model
“represents the modern face of Rover and the excellence of British design™.

Exercise 2. Say

a) how you understand the title of the article;

b) what the main idea of the article is.

Exercise 3. Give the summary of the article in 5 sentences.



Unit 6.

SUCCESS IN BUSINESS

If you start a business of your own, your aim is to do well, in other words —
to succeed. Every person understands the word “success” in his own way. And
what does “success” in business mean for you? Tick the suitable answer and

explain why you have chosen it.

Success is

-when you are popular with your customers

-when your products cost a lot

-a lot of money earned

-when you win all the competitions among other companies specializing in
the same area

-when you reach all your goals

-when your company is constantly expanding

-when the staff is working as a good team

Now read the article which information will probably help you to succeed in
running a business properly.

Tips for building business value

-Aim to increase the business’s recurring profits.

-Focus on maintaining long-term sales growth.

-Enhance the “quality” of earnings by developing relationships with key
customers.

-Run the business with the same degree of governance and financial
reporting as if it were a public company.



-Adopt transparent and conservative accounting policies that are appropriate
to the business sector.

-Maintain flexibility by reconsidering large capital investment and through
the ability to rent — rather than own — non-core assets.

-If the owner-manager is personally part of what makes the business
valuable, but will not be continuing to manage it, consider how to compensate for
this by, for example, bringing in new management or transferring key business
contacts to existing managers.- Make sure any questions over the value of business
assets, tax and other compliance issues are resolved in advance of the sale — if it
turns out something is awry, the seller will lose credibility and it can decimate the
business’s value.

-ldentify and protect your intellectual property.

-Get the timing right.

Tips for optimizing the sale price

-Consult professional advisers at the outset and use the time before the sale
process to build the value of the business to a potential buyer.

-Make sure a sale is the best route and that all the shareholders are in
agreement.

-Use all available means to identify likely buyers, including those overseas.

-Analyze buyers’ motives and what they are looking for; identify where they
perceive the value in the business lies.

-Make sure the selling memorandum demonstrates the business’s strength
and potential, but is accurate. Any inaccuracies are sure to come to light and will
make a buyer become suspicious or drop the price.

-Sell the excitement and enthusiasm of business and make the purchaser
enthused and excited.

-Emphasis the opportunity the business presents for growth and profit.

-Manage the negotiation process actively and keep to a strict timetable.



-Keep the sale process competitive and make sure there are alternative
buyers.

-Obtain advice in advance on the tax implications of the sale.

The timing of the sale is probably the most critical test for the entrepreneur
to realize the maximum value of his efforts. Market conditions are good at the
moment, with opportunities available to companies and individuals ranging from
complete sales to partial disposals.

(from Press and Journal)

Vocabulary

tip — Hamek, coBeT

value — ctoumMocTh, IIEHa

recurring profits — mocrostHHas npuOBLIH

to maintain — moiep>KuBaTh, COXPaHATH, YACPKUBAThH
long-term — monroBpeMeHHbIH

to enhance — yBenu4nBaTh, MOBBIIATH [ICHY

key customers — OCHOBHEIC, BayKHEHIIIME KIIMEHTHI

to run the business — ynpapJyisTh KOMITAHUECH, AETOM
financial reporting — ¢puHaHCcOBas OTYETHOCTH

public — o0mecTBeHHBINH. TOCYIAPCTBEHHBIH

to adopt transparent and conservative accounting policies — mpuaHEMaTh

MOHATHYIO U OCTOPOXHYIO OYXTaJITEPCKYIO MOTUTHKY

appropriate (to, for) — moaxoaAIIHiA, COOTBETCTBYOIINM
to reconsider — nmepecMaTpuBaTh

Non-core assets — He OCHOBHbBIE AKTUBBI (MMYIIECTBO)
compliance issues — TpeOyrolKe COriTacoBaHKs BOMPOCHI
to resolve — permiarts, pa3pemiath

in advance — 3apanee

AWTry — HElpaBUJIbHBIN



credibility — nosepue

to decimate the value — ymeHBIIUTH IEHHOCTH
to identify — omo3naBaTh, ycTaHABIMBATh, BHISICHATH
at the outset — BHauane

a shareholder — akuuonep, maummk

available means — noctymusie cpencTBa
Overseas — 3arpanuna

accurate — TouHbIN, TPaBUIIbHBIN

Inaccuracy — HeTOYHOCTb

SUSpICIiOUS — MOI03pPHUTEIHHBII

to drop the price — noHu3uts 11EHY

a purchaser — nmokymarenb

negotiations —meperoBopsI

to obtain advice — monyuyaTh COBET

to range — koe0aThCs B M3BECTHBIX MPEAEIax

partial disposals — yacTuunas npogaxa

ASSIGNMENTS

Exercise 1. Read the article and find the sentences which are true to the

text.

1. You can enhance the “quality” of earnings if you develop relationships
with key customers.

2. Financial reporting and transparent accounting policies are necessary for
running a successful business.

3. Flexibility is reconsidering large capital investments and non-core assets.

4. Compliance issues can be discussed after negotiations.

5. It is better not to consider buyers overseas.

6. Never be late.



7. Even if some of the shareholders disagree, you can take serious decisions.

Exercise 2. Find the words in the article to complete the following

statements.

1. When a businessman develops relationships with key customers, he

the profit.
2. It is very difficult to a company successfully.
3. If you don’t have your own office, it from somebody else.

4. 1 saw many firms which lost their customers because people didn’t have

to them any more.

5. Businessmen who resolve all the questions are the most
successful.

6. Investigate the market, may be its are bad at the moment.

7. Consult specialists and advice about potential sales.

8. Any inaccuracies are sure to come to light and will make a buyer

the price.

Exercise 3. Complete the following sentences using the information from
the text.

1. You will enhance the “quality” of earnings if...

2. Flexibility in running the business means...

3. If your best manager leaves the company, the best thing is...

4. It is useful to resolve all the questions concerning business assets and
taxes in advance because...

5. If you consult professional advisers at the outset, it...

6. Don’t use only buyers of your company, you can...

7. Sell the excitement and enthusiasm of business, because...

8. The price will go up, if...



Exercise 4. Split into pairs and make up a dialogue between a professional

adviser and a young businessman who is eager to succeed.

Student A. You have been working as a professional adviser for many years.
Discuss with your client the questions of accounting policy and its reporting, the
ways of reconsidering capital, the ways of conducting important negotiations.

Student B. You are rather young but own a large company. Your aim is to
increase the business at first and then to sell it. Ask how you can build a good price
and where you should look for potential purchasers. Don’t forget to ask when and

how you must solve compliance issues.

Both of you pressed for time. Your conversation mustn’t be too long.

For many companies “success” means constant growth and expansion. This
text deals with the main ways of raising new capital for the company’s further

expansion. Read it and enumerate these methods.

The large corporation has grown to its present size in part because it has
found innovative ways to raise new capital for further expansion. Five primary
methods used by corporations to raise new capital are:

-ISSUING BONDS. A bond is a written promise to pay a specific amount of
money at a certain date in the future or periodically over the course of a loan,
during which time interest is paid at a fixed rate on specified dates. Should the
holder of the bond wish to get back money before the note is due, the bond may be
sold to someone else. When the bond reaches “maturity,” the company promises to
pay back the principal at its face value.

Bonds are desirable for the company because the interest rate is lower than
in most other types of — borrowing. Also, interest paid on bonds is a tax deductible

business expense for the corporation. The disadvantage is that interest payments



ordinarily are made on bonds even when no profits are earned. For this reason, a
smaller corporation can seldom raise much capital by issuing bonds.

-SALES OF COMMON STOCK. Holders of bonds have lent money to the
company, but they have no voice in its affairs, nor do they share in profits or
losses. Quite the reverse is true for what are known as “equity” investors who buy
common stock. They own shares in the corporation and have certain legal rights
including, in most cases, the right to vote for the board of directors who actually
manage the company. But they receive no dividends until interest payments are
made on outstanding bonds.

If a company’s financial health is good and its assets sufficient, it can create
capital by voting to issue additional shares of common stock. For a large company,
an investment banker agrees to guarantee the purchase of a new stock issue at a set
price. If the market refuses to buy the issue at a minimum price, the banker will
take them and absorb the loss. Like printing paper money, issuing too much stock
diminishes the basic value of each share.

-ISSUING PREFERRED STOCK. This stock pays a “preferred” dividend.
That is, if profits are limited, the owners of preferred stock will be paid dividends
before those with common stock. Legally, the owners of this stock stand next in
line to the bondholders in getting paid. A company may choose to issue new
preferred stock when additional capital is desired.

-BORROWING. Companies can also raise short-term capital — usually
working capital to finance inventories — in a variety of ways, such as by borrowing
from lending institutions, primarily banks, insurance companies and savings-and-
loan establishments. The borrower must pay the lender interest on the loan at a rate
determined by competitive market forces. The rate of interest charged by a lender
can be influenced by the amount of funds in the overall money supply available for
loans. If money is scarce, interest rates will tend to rise because those seeking
loans will be competing for funds. If plenty of money is available for loans, the

rate will tend to move downward.



If corporate borrower finds that it needs to raise additional money, it can
refinance an existing loan. In this transaction the lender is essentially lending more
money to its debtor. But if interest rates have gone up during the period since the
original loan was secured, borrowers pay a higher rate in order to hold additional
funds. Even if the rate has gone down, the lender benefits by having increased the
size of its original loan at a lower rate of interest.

-USING PROFITS. Some corporations pay out most of their profits in the
form of dividends to their stockholders. Investors buy into these companies
because they want a high income on a regular basis. Bit some other corporations,
usually called “growth companies,” prefer to take most of their profits and reinvest
them in research and expansion. Persons who own such stocks are content — to
accept a smaller dividend or none at all, if by rapid growth the shares increase in
price. These persons prefer to take the risk of obtaining a “capital gain,” or rise in
value of the stock, rather than be assured a steady dividend.

The typical corporation likes to keep a balance among these methods of
raising money for expansion, frequently plowing back about half of the earnings
into the business and paying out the other half as dividends. Unless some dividends

are paid, investors may lose interest in the company.

Vocabulary

ISsue — smuccust

bond — o6auranms, 60HbI

loan — 3aem

maturity — cpok 1urarexa 1mo BeKCesro

desirable — sxenarenbHbIN, TOAXOIAIINI

borrowing — 3aem, 3auMCTBOBaHHE

a tax deductible expense — pacxon (Tpara), He 001araeMbIii HAJIOTOM
common stock — aKuI/IOHepHHﬁ KamuTaia, akIusd

to lend — naBath B3aMbI; OJIOJKUTH, CCYKATh



affair — nemo

to vote — ronocoBath

a board of directors — coBeT TUPEKTOPOB
sufficient — gocrarouHbIi

to absorb — nornomiare, 3a6upats

to diminish — ymeHbIIaTh

inventory — toBapHO-MaTepHaIbHbIE IICHHOCTH
Insurance company — crpaxoBast KOMIIAHHUS
scarce — HeTOCTaTOYHBIN. CKYIHBIN

to be content — ObITh coracHbBIM

to plow back — BknaasiBath

ASSIGNMENTS

Exercise 1. Complete the following sentences using the information from
the text.

1. Abondis

a) a written promise to pay a definite sum of money in a year

b) an oral promise to pay a specific amount of money at a certain date in the
future
) a written promise to pay a specific amount of money which allows to pay

it either at a certain date in the future or periodically over the course of a loan

2. Investors who buy common stock can

a) receive dividends
b) manage a company

c) vote for the board of directors

3. The corporations called “growth companies” usually




a) reinvest the most of their profits in research and expansion
b) pay out the most of their profits in the form of dividends to their
stockholders

c) assure their stockholders a small but steady dividend

Exercise 2. Find the false sentences and correct them using the

information from the text.

1. Bonds are desirable for many companies because there is no interest rate
in them.

2. Interest paid in bonds is a tax deductible business expense for the
corporation.

3. As holders of bonds have lent their money to the company, they have
voice in its affairs and can share all profits and losses.

4. When a company’s assets are large, it can create capital by voting to issue
additional shares of common stock.

5. The owners of a “preferred” stock are always paid first.

6. If there is little money, interest rates will move downward.

7. The typical corporation prefers to use all the principal methods of raising

money for expansion.

Exercise 3. Give the Russian equivalents for the following words and

phrases.

To raise new capital; to issue; a specific amount of money; a bond; a loan;
“maturity”; desirable; borrowing; a tax deductible expense; common stock; to lend;
affair; to vote for; a board of directors; to diminish; inventory; to plow back; to pay

out.



Exercise 4. Answer the following questions.

. What do many companies raise new capital for?

. What methods of raising new capital do you know?

. Why are bonds desirable for the company?

. Do holders of bonds have a voice in company’s affairs?

. What rights do the investors who buy common stock have?
. What happens when a company issues too much stock?

. When are the owners of the preferred stock paid?

. Where can a company borrow its working capital?
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. What is the money policy of the “growth companies™?



Unit7
COMPETITION

Everybody thinks that you are a success in business: your firm has a profit,
people work as a good team and you run the company well. Nothing to worry
about? Just the other way round! The more successful you are, the more concerned
you are. Your trouble consists of 11 letters — C-O-M-P-E-T-I-T-1-O-N.

Now read the text which will help you to understand the world of

competition better. Say what is the most widely - spread type of it.

The competitive Environment Affects the number and types of competitors
the marketing manager must face — and how they may behave. Although marketing
managers usually can’t control these factors, they can choose strategies and avoid
head-on competition. And, where the competition is inevitable, they can plan for it.

Economics describe four basic kinds of market (competitive) situations: pure
competition, oligopoly, monopolistic competition, and monopoly. Understanding
the differences among these market situations is helpful.

In monopolistic competition, a number of different firms offer marketing
mixes that at least some customers see as different. Each competitor tries to get
control (a monopoly) in its “own” target market. But competition still exists
because some customers see the various alternatives as substitutes. A subset of
these firms may even complete head-on for the same customers with similar
marketing mixes. With monopolistic competition, each firm has its own down-
sloping demand curve. But the shape of the demand curve — and elasticity of
demand — depends on how similar competitors’ products and marketing mixes are.
Most marketing managers in developed economies face monopolistic competition.

In  monopolistic competition, marketing managers sometimes try to
differentiate very similar products by relying on other elements of the marketing

mix. For example, Clorox Bleach uses the same basic chemicals as other bleaches.



But marketing managers for Clorox may help to set it apart from other bleaches by
offering an improved pouring spout, by producing ads that demonstrate its stain-
killing power, or by getting it better shelf positions in supermarkets. Yet such
approaches may not work, especially if competitors can easily imitate the new
ideas. Efforts to promote real — but subtle — differences may not do any good
either. If potential customers view the different offerings as essentially similar, the
market will become more and more competitive — and firms will have to rely on
lower costs to obtain a competitive advantage.

The economist’s traditional view is that most product-markets head toward
pure competition — or oligopoly — over the long-run. In these situations, a
marketing manager completes for customers against competitors who are offering
very similar products. Because customers see the different available products
(marketing mixes) as close substitutes, competing firms must complete with lower
and lower prices, especially in pure competition where there are likely to large
numbers of competitors. Profit margins shrink until they are just high enough to
keep the most efficient firms in business. Avoiding pure competition is sensible —
and certainly fits with our emphasis on target marketing.

Effective target marketing is fundamentally different than effective decision
making in other areas of business. Accounting, production, and financial managers
for competing firms can learn about and use the same standardized approaches —
and they will work well in each case. By contrast, marketing managers can’t just
learn about and adopt the same “good” marketing strategy being used by other
firms. That just leads to head-on competition — and a downward spiral in prices and
profits. So target marketers try to offer customers a marketing mix better suited to
their needs than competitors’ offerings.

Most marketing managers would like to have such a strong marketing mix
that customers see it as uniquely able to meet their needs.

This competition-free ideal guides the search for breakthrough opportunities.
Yet monopoly situations, in which one firm completely controls a broad product-

market, are rare in market-directed economies. Further, governments commonly



regulate monopolies. For example, in most parts of the world prices set by utility
companies must be approved by a government agency. Although most marketing
Mmanagers can’t expect to operate with complete control in an unregulated

monopoly, they can move away from head- on competition.

Vocabulary

environment — okpyxeHue, OKpyxarolias 00CTaHOBKa; cpejia
to affect — melicTBOBaTEH; BO31€HCTBOBATE; BIIUITH
to face — crankuBaThCs

to avoid — uszberatpb

head-on — Oyaymuii, npeacrosmii

inevitable — Hen30OexHbII

pure — 4uCThIN

substitute — 3aMena; 3aMeHUTED

down-sloping — omyckaroruiics

demand-curve — kpuBas cripoca

bleach — or6enuBaroriee BemecTBo

pouring SPout — ropJIBIIIKO, OTBEPCTHE

stain — nsTHO

subtle — Touku#, HEYJIOBUMBIi

margin — npuObLTL

to shrink — cokpamarbcs

sensible — (6;aro)pa3yMHbIi, 31paBOMBICIISIIHI
downward — cryckaromumiics

uniquely — eaHCTBEHHO

breakthrough — npopsis

to approve — o100psITh; YTBEpKAATh



ASSIGNMENTS

Exercise 1. Say if these sentences are true (T) or false (F) using the

information from the text. Correct the false ones.

1. It is possible to avoid competition in some cases.

2. There is no competition in monopolistic situation.

3. Monopolistic competition is common for developed economies.

4. In monopolistic competition marketing managers try to create some
details of the product to differentiate it from similar ones.

5. There is a small number of competitors in pure competition.

6. In pure competition profit margins become smaller and smaller.

7. Government can’t control monopolies.

Exercise 2. Find the answers to the following questions.

1. Why does the competition exist in monopolistic situation?
a) because competitors can’t control the situation in its “own” target market
b) because the customers choose different products every time

c) because some customers consider different products as substitutes

2. How does Clorox Bleach try to avoid competition?
a) they used different basic chemicals
b) they make a better pouring spout and produce good TV ads

c) they imitate the new ideas of competitors

3. What is a monopoly situation?
a) it is when competitors offer very similar products
b) when each competitor tries to get a monopoly in its “own” target market

c) when one company completely controls a broad product-market



Exercise 3. Match the ends (below) of the sentences to their beginnings.

1. Most marketing managers in developed economics...

2. Efforts to promote subtle differences of the product...

3. If potential customers see different products as essentially similar...
4. In pure competition profit margins shrink until...

5. Marketing managers can’t...

6. Governments usually...

7. There are four basic kinds of market situations:

a) pure competition, oligopoly, monopolistic competition and monopoly.
b) regulate monopolies.

c) they are just high enough to keep the most efficient firms in business.
d) meet monopolistic competition.

e) may not do any good effect.

f) the marker will become more and more competitive.

g) take some marketing strategy being used by other firms.

Exercise 4. Give the Russian equivalents to the following words and

phrases. Recollect the sentences of the text where they were used.

competitive environment; to affect; to face; to avoid competition; customers;
inevitable; pure; substitute; demand curve; bleach; pouring spout; stain-killing
rower; better shelf positions; subtle; margin; to shrink; sensible; uniquely;

breakthrough; to approve; to operate; to move away from.

Exercise 5. Answer the questions.

1. What is the competitive environment?

2. How many basic kinds of competitive situations do you know?



3. What is monopolistic competition?

4. Who faces monopolistic competition very often?

5. How do marketing managers sometimes try to differentiate similar
products? Give an example.

6. Do subtle differences always work? Why?

7. What kind of competition do the most product-markets head toward
according to the economist’s traditional view?

8. Why do competitive firms compete with lower and lower prices in
oligopoly?

9. What are monopoly situations?

10. Why are monopoly situations rare in market-directed economies?

Exercise 6. Split into pairs and act out this situation.

Student A. you are going to be interviewed as a potential marketing manager.
You know that one of the questions will be about different types of competition but
you are not good at it. Your friend is an expert in this question. Ask him to help
you. Ask as many questions as you can.

Student B. You know basic kinds of competition rather well because you did

some research work about it. Explain what it is to your friend.

From the first text you have learned about the basic kinds of
competition. Now it is time to know how a marketing manager can avoid it.

Hopefully you will use this information in your life.

Read the text and say what any marketing manager should know about
potential competitors.

The best work for a marketing manager to avoid head-on competition is to
find new or better ways to satisfy customers’ needs. The search for a breakthrough

opportunity — or some sort of competitive advantage — requires an understanding



not only of customers but also of competitors. That’s why marketing managers turn
to competitor analysis — an organized approach for evaluating the strengths
weaknesses of current or potential competitors’ marketing strategies. A complete
discussion of the possible approaches for competitor analysis is beyond the scope
of the first marketing course. But we will briefly cover an approach that works well
in many different market situations.

The basic idea is simple. You compare your current (or planned) large
market and marketing mix with what competitors are currently doing or are likely
to do in response to your strategy. You also consider competitive barriers — the
conditions that may make it difficult, or even impossible, for a firm to compete in a
market. Such barriers limit your own plans or, alternatively, block competitors’
responses to an innovative strategy. For example, Nutra Sweet’s soon-to- expire
patent on its low-calorie sweetener effectively limited direct competitors from
entering the market.

The initial step in competitor analysis is to identify potential competitors.
It’s useful to start broadly — and form the viewpoint of target customers.
Companies may offer quite different products to meet the same needs, but they are
competitors if customers see them as offering close substitutes. For example, Dow
ZipLock bags, Reynold’s aluminum foil, Sarah Wrap, and Tupperware containers
compete in the same genetic market for food storage needs. Identifying a broad set
of potential competitors help marketing managers understand the different ways
customers currently meeting needs — and sometimes points to new opportunities.
Usually, however, marketing managers quickly narrow the focus of a competitor
analysis to the set of rival firms who will be the closest competitors.

Even if no specific competitors can be identified, marketing managers must
consider how long it might take for potential competitors to appear and what they
might do. It’s easy to make a mistake of assuming that there won’t be competition
in the future — or of discounting how aggressive competition may become. But a
successful strategy attracts others who are eager to jump in a small share of the

profit — even if profits only hold up for a short time. That is why it is important for



firms to find opportunities where they can sustain a competitive advantage over the
longer run.

Finding a sustainable competitive advantage requires special attention to
competitor strengths and weakness. For example, it is very difficult to dislodge a
competitor who is already a market leader simply by attacking with a strategy that
has similar strengths. An established leader can usually defend its position by
quickly copying the best parts of what a new competitor is trying to do. On the
other hand, an established competitor may not be able to defend quickly if it is
attacked where it is weak. For example, Right Guard deodorant built its strong
position with an aerosol spray dispenser. But many customers don’t like the messy
aerosol cloud — or have become concerned about the effect of aerosols on the
environment. That weakness provided Old Spice with a competitive opportunity
for a deodorant in a pump dispenser. Right Guard did not quickly fight back with
its own pump. The company thought that promoting a pump could hurt sales of its
established product — and might even help the competitor.

A marketing manager should actively seek information about current or
potential competitors. Although most firms try to keep the specifics of their plans
secret, much public information may be available. For example, many firms
routinely monitor competitors’ local newspapers. In one such case, an article
discussed a change in the competitor’s sales organization. An alert marketing
realized that the change was made to strengthen the competitor’s ability to take
business from one of her firm’s key target markets. This early warning provided
time to make adjustments. Other sources of competitive information include trade
publications, alert sales reps, middlemen, and other industry experts. In business
markets, customers may be quick to explain what competing suppliers are offering.

The reach for information about competitors sometimes raises ethical issues.
For example, it’s not unusual for people to change jobs and move to a competing
firm in the same industry. Such people may have a great deal of information about

the competitor, but is it ethical for them to use it? Similarly, some firms have been



criticized for going too far — like waiting at a landfill for competitors’ trash to find
copies of confidential company reports.

Beyond the moral issues, stepping over the line of ethical behavior can prove
to be very costly. Spying on competitors to obtain trade secrets is illegal, and
damage awards can be huge. For example, the courts ordered Keebler Co., Nabisco
Brands, and Frito-Lay to pay Procter & Gamble about $ 125 million in damages
for stealing secrets about its Duncan Hines soft cookies. Nabisco had obtained
Duncan Hines’ recipe by entering a restricted area. Keebler has gone so far as to
hire an airplane to take aerial photographs of a Duncan Hines manufacturing
facility that was under construction. A Frito-Lay employee posed as a potential

customer to attend a confidential sales presentation.

Vocabulary

to satisfy — ynoBneTBopsITh

foil — ¢hosera

wrap — obepTka

food storage — xpaHeHH€e MTPOAYKTOB

to assume - npexamnosarare, 10MyCKaTh

to discount — He MpUHUMATE B pacyer

to sustain — BBIHOCHTB, BBIIEPKUBATh

to dislodge — BeirHaTh, COMBATH

an established leader — npusnannbIit TUACD
a dispenser — pacnbUIUTEIh

puUMp — Hacoc, HACOCHBIM

routinely — mocrostHaO

alert — 0quTenbHBIN; JKUBOM, TIPOBOPHBII
to make adjustments — nmprcrnocoOuTHCs
sales reps — peneTUIHMH TPOJAK

middleman — nmocpenauk



ethical issue — sTmyeckme Bompock

landfill — mecto 3akanbiBanmsI Mycopa

trash — mycop

to spy on somebody — mmuoHKuTE 32 KEM-IH00
damage awards — mrpad, komeHcanus 3a yObITKH
restricted — orpaHrYeHHBI, 3aKPHITHII

to pose as — npuHUMAaTh BUI, IPUTBOPATHCS (KEM-TTMOO0)

ASSIGNMENTS

Exercise 1. Say if these statements true T) or false (F). Correct the false

ones.

1. A marketing manager will be able to avoid head-on competition, if he
finds new or better ways to satisfy customers’ needs.

2. Competitor analysis is an organized approach for estimation the
weaknesses of current or potential competitors’ marketing strategies.

3. The idea of competitor analysis is that you compare your current market
and marketing mix with what competitors did last year in response to your
previous strategy.

4. It is reasonable to identify potential competitors from the viewpoint of
target customers.

5. If no specific competitors can be identifies, marketing managers may start
doing some other work.

6. It is very difficult to dislodge an established market leader.

7. Spying on competitors to obtain some information is absolutely legal.

Exercise 2. Match the questions to their answers (below).

1. Why do marketing managers often turn to competitor analysis?



2. What are competitive barriers?

3. Where do Dow ZipLock bags, Reynold’s aluminum foil, Saran Wrap, and
Tupperware containers complete?

4. What kind of errors can marketing managers make?

5. Why is it so difficult to dislodge a competitor who is already a market
leader by attacking with a strategy that has similar strengths?

6 May the information about competitors be available?

7. Who is an “alert marketing manager”?

8. How much did Keebler Co., Nabisco Brands, and Frito-Lay pay Procter &

Gamble for stealing secrets about its Duncan Hines soft cookies?

a) The court ordered them to pay $ 125 million in damages.

b) Yes, much public information may be available, though most firms try to
keep the specifics of their plans secret.

¢) They do it because the search for a breakthrough opportunities requires an
understanding not only of customers but also of competitors.

d) It is difficult because a market leader can usually defend its position by
quickly copying the best parts of what a new competitor is trying to do.

e) These are the conditions that may make it difficult, or even impossible,
for a firm to compete in a market.

f) They compete in the same generic market for food storage needs.

g) It’s easy to make a mistake of assuming that there won’t be competition
in the future — or of discounting how aggressive competition may become.

h) It is a person who can make adjustments quickly.
Exercise 3. Complete the sentences using the information from the text.
1. Competitive barriers may competitors’ responses to an

innovative strategy.

a) limit



b) change
¢) block

2. Finding a sustainable competitive advantage requires special attention to

competitor’s

a) strengths and weakness
b) target market and marketing mix

c) trade publications and middlemen

3. Right Guard did not quickly fight back against Old Spice because

a) they did not have any new strategy
b) they did not need it as the company was an established leader

¢) Right Guard was afraid that it might even help the competitor

Exercise 4. Work with a partner to complete the sentences below with the

following words.

to satisfy, to sustain, to make adjustments, to assume, to dislodge, a

middleman, to discount, an established leader, to spy on somebody.

1. Don’t the strengths of current and potential competitors!
2. All famous companies do their best to customers’ needs.
3. The use of competitor analysis will help you to a

competitive situation.
4. A company which has already won a target market is an there.
5. Trade publications, alert sales reps and are sources of competitor
information.
6. If a marketing manager that there won’t be competition in the

future, he will make a big mistake.



7. A market situation changes very quickly, you should

according to it.

8. Frito-Lay decided to Procter & Gamble to obtain trade
secrets.
9. It is very difficult to a market leader by attacking with a

strategy that has similar strengths.
Exercise 5. Give the English equivalents for the following words and

phrases.

YVAOBJIETBOPATh  NOTPEOHOCTH;  MNPU3HAHHBIA  JUMAEpP;  MOCTOSHHO;
IPUCIIOCOOUTHCS; TOCPEAHMK; MpeArnoiaraTe; HE NPUHHMATh B  pacueT;

KOMITIEHCAIIMS 32 HAHECEHHBIN yIiepO; OrpaHUYEHHbI; BbIIEPKUBATh

Exercise 6. Answer the following questions.

1. What is the best way to avoid head-on competition?

2. Why should marketing managers use competitor analysis and consider
competitive barriers?

3. Can companies offering quite different products be competitors? Why?

4. Where do such companies as Dow ZipLock and Saran Wrap compete?

5. Is it possible to dislodge an established competitor? When? Give an
example.

6. What are the main sources of competitor information?

7. Is it legal to spy on competitors?

8. Why is it very costly to step over the line of ethical behavior? Give some

examples.



Exercise 7. Explain to your friend who is not too good at economics what

the following words and phrases mean.

-competitor analysis
-competitive barriers
-an established leader

- damage awards

Exercise .8. Split into pairs and act out the following situation.

Student A. You are an experienced marketing manager. Help your niece who
IS just starting to work in this area. She knows that one of the aspects of her job
will be avoiding competition and fighting against it. Give her some reasonable
advice and answer all her questions.

Student B. You are very happy because last week you were employed by a
big company as a marketing manager. Your boss told you that the company had
many competitors and your task was to attack them. Ask your uncle, a good

marketing manager, what you should do.



Unit 8

WHY DO PEOPLE BUY WHAT THEY BUY?

To better understand why customers buy as they do, many marketers turn to
behavioral sciences for help.

Specific consumer behaviors vary a great deal for different products and
from one target market to the next. In today’s global markets, the variations are
countless. That makes it impractical to try to catalog all the detailed possibilities
for every different market situation. For example, how and why a given consumer
buys a specific brand of shampoo may be very different from how that same
consumer buys motor oil; and different customers in different parts of the world
may have very different reactions to either product. But there are general
behavioral principles — frameworks — that marketing managers can apply to learn
more about their specific target markets.

Most economists assume that consumers are economic men — people who
know all the facts and logically compare choices in terms of cost and value
received to get the greatest satisfaction from spending their time and money. A
logical extension of the economic —man theory led us to look at consumer spending
patterns. This approach is valuable because consumers must at least have income
to be in a market. Further, most consumers don’t have enough income to buy
everything they want. so most consumers want their money to stretch as far as it
can.

This view assumes that economic needs guide most consumer behavior.
Economic needs are concerned with making the best use of a consumer’s time and
money — as the consumer judges it. Some consumers look for the lowest price.
Others will pay extra for convenience. And others may weigh price and quality for
the best value. Some economic needs are:

1. Economy of purchase or use.

2. Convenience.



3. Efficiency in operation or use.

4. Dependability in use.

5. Improvement of earnings.

Clearly, market managers must be alert to new ways to appeal to economic
needs. Most consumers appreciate firms that offer them improved value for the
money they spend. But improved value does not just mean offering lower and
lower prices. Many consumers face a “poverty of time”. Carefully planned place
decisions can make it easier and faster for consumers to make a purchase. Products
can be designed to work better, require less service, or last longer. Promotion can
inform consumers about their choices — or explain product benefits in terms of
measurable factors like operating costs or the length of the guarantee.

The “economic value” that a purchase offers a consumer is an important
factor in many purchase decisions. But most marketing managers think that a
buyer’s behavior is not as simple as the economic-man model suggests. A product
that one person sees as a good value — and is eager to buy — is of no interest to
someone else. So we can’t expect to understand buying behavior without taking a

broader view.

Vocabulary

behavioral — nosenenueckuii

target market — meneBoii ppIHOK

countless — 6ecuncaeHHbIN, HECUSTHBII

general — o0muii, 001IETO XapakTepa; BCeoOmuii
frameworks — pamku, npenenbt

in terms of — Ha s3bIKe, ¢ TOYKU 3PEHUS

approach — moxxox

to stretch — pacrsaruBare, TAHYTH

to guide — BecTn, pyKOBOANTH; OBITH IPUIMHOMN, OCHOBAaHHEM

to judge — cyauTh



convenience — yno0cTBO

efficiency — s pextuBHOCTH
dependability — nagexuocThb

alert — 6quTenbHBIN, HACTOPOKCHHBIH
poverty — 6e1HOCTb, HYX/a

benefit — Beiroga, mpeuMyIIECTBO
attitude — oraomrenue

surroundings — cpefa, OKpyKCHHE

ASSIGNMENTS

Exercise 1. Find and correct false sentences.

1. To better understand why customers buy as they do, many marketers turn
to the behavioral sciences for help.

2. It is rather practical to try to catalog all the detailed possibilities for every
different market situation.

3. There are no general behavioral principles that marketing managers can
apply to learn more about their specific target markets.

4. Economic men are people who know all facts and logically compare
choices in terms of cost and value received to get the greatest satisfaction from
spending their time and money.

5. Most customers do not want their money to stretch as far as it can.

6. Marketing managers must not be alert to new ways to appeal to economic
needs. If the customers really need to buy something, they will do it any way

7. “Poverty of time” is not the problem consumers face nowadays.

8. Promotion can inform consumers about their choices.

9. A product that one person sees as a good value is of no interest to
someone else.



10. Most marketing managers think that buyer behavior is as simple as the
economic-man model suggests.
Exercise 2. Match the beginnings of the sentences to their ends using the

information from the text.

. How and why a given consumer buys a specific brand of shampoo...
. Consumers must at least have...

. Most consumers appreciate firms that...

1

2

3

4. Improved value does not just mean...

5. Carefully planned place decisions can...

6. The “economic value” that a purchase offers...
7

. A product that one person is eager to buy...

a) Make it easier and faster for customers to make a purchase;

b) Offer them improved value for the money they spend;

¢) A customer is an important factor in many purchase decisions;
d) Income to be in a market;

e) is of no interest to someone else;

f) Offering lower and lower prices

g) May be different from how that same consumer buys motor oil;
Exercise 3. Complete the sentences using the text.

1. To better understand why consumers buy as they do...
2. There are general behavioral principles that...

3. Economic men are people who...

4. Economic needs are concerned with...

5. Some economic needs are...

6. A “poverty of time” is...

7. Promotion can inform consumers about. ..



Exercise 4. Answer the following questions.

1. What behavioral sciences do you know?

2. What do you think can affect a person’s buying behavior?
3. Who are economic men?

4. What are major economic needs?

5. Why must marketing managers be alert?

6. How can promotion help customers?

7. What influences your purchase decision?

Exercise 5. Give the Russian equivalents for the following words and

phrases.

Behavioral, target market, convenience, poverty, surroundings, efficiency,
benefit, attitude, approach, frameworks, to guide, general, dependability, to judge,

in terms, countless.

Let us learn something more interesting about psychology and its influence

on a customer.

Everybody is motivated by needs and wants. Needs are the basic forces that
motivate a person to do something. Some needs involve a person’s physical well-
being, others the individual’s self-view and relationship with others. Needs are
more basic than wants. Wants are “needs” that are learned during a person’s life.
For example, everyone needs water or some kind of liquid, but some people also
have learned to want Perrier with a twist.

When a need is not satisfied, it may lead to a drive. A drive is a strong
stimulus that encourages action to reduce a need. Drives are internal — they are the
reasons behind certain behavior patterns. In marketing, a product purchase results

from a drive to satisfy some need.



Some critics imply that marketers can somehow manipulate consumers to
buy products against their will. But marketing managers can’t create internal
drives. Most marketing managers realize that trying to get customers to act against
their will is a waste of time. Instead, a good marketing manager studies what
consumer drives, needs, and wants already exist and how they can be satisfied
better.

We are a bundle of needs and wants.

It is important to see, however, that particular product may satisfy more than
one need at the same time. In fact, most consumers try to fill a set of needs rather
than just one need or another in sequence.

Obviously marketers should try to satisfy different needs.

Yet discovering these specific consumer needs may require careful analysis.
Consider, for example, the lowly vegetable peeler. Marketing managers for OXO
International realized that many people, especially young children and senior
citizens, have trouble gripping the handle of a typical peeler.OXO redesigned the
peeler with a bigger handle that addressed this physical need. OXO also coated the
handle with dishwasher-safe rubber. This makes cleanup more convenient — and
the sharp peeler is safer to use when the grip is wet. The attractively designed grip
also appeals to consumers who get personal satisfaction from cooking — and who
want to impress their guests. Even though OXO priced the peeler much higher than
most kitchen utensils, it has sold very well because it appeals to people with a

variety of needs.

Vocabulary

force — cuna

to involve — BkirouaTh, BOBIIEKAThH
well-being — 3mopoBbe, Oaaronoayune
liquid — sxuaKocTh

drive — noOyxieHue, CTUMYIT



to encourage — 060apsITh, MOOMIPATH, TOAICPKUBATH
will — Bosst

a waste of time — mycras Tpara BpeMeHH
elimination - ounmenue

nurturing — BocriuTanue, 00y4eHue

curiosity — Ji000NBITCTBO

tenderness — HexHOCTD

pride — ropaocThb

esteem — yBaxkeHue

retaliation — Bo3nastaue, Bo3Mesaue

acquisition — npuoOpereHue (3HaHUH, IEHHOCTEH )
variety — pazHooOpasue

ridicule — ocmesiHue

bundle — y4ox, cBs3ka

sequence — mocye0BaTeIbHOCTD

vegetable peeler — opomieuncrka

to grip — cxBaTHTh, KPEIKO AEPKAThH

to Impress — mpon3BOANTH BIICUATIICHHUE

utensils — mocyna, yrBapn

ASSIGNMENTS

Exercise 1. Choose the right answer.

1. Needs are

a) reasons behind certain behavioral patterns
b) what you learn during your life

c) the basic forces that motivate a person to do something



2. Wants

a) involve a person’s physical well- being
b) involve the individual’s self view and relationship with others

c) are “needs” that are learned during a person’s life

3. Adriveis

a) a purchase decision

b) a strong stimulus that encourages action to reduce a need

c) a “need” that is learned during a person’s life

Exercise 2. Answer the following questions.

. What is everybody motivated by?

. What are needs?

. What do needs involve?

. What are wants?

. What is more basic a need or a want?
. What may lead to a drive?

. What is a drive?

coO N oo o1 A W N B

. How can marketers manipulate consumers to buy products against their
will?

9. Is it reasonable to make customers buy against their will?

10. Why can it be important if one particular product may satisfy more than

one need at the same time?

Exercise 3. Give the English equivalents to the following words and

phrases. Use the active vocabulary from the whole unit.

IlemeBoii pPBIHOK; OECUMCIICHHBIM, paMKH, IpEIeiabl,; C TOYKH 3PCHHS;

NOJAXO0M; PYKOBOJIUTH, CYAHThb;, YAOOCTBO; 3(P(PEKTUBHOCTh; HAIEKHOCTH;



OemHOCTh; OEMHOCTh; OTHOIIEHWE; Cpelna, OKPYXKEHWE; CHIa; BKJIIOYATh,
BOBJICKAaTh, CTUMYIJI, BOJIS, IyCTas TpaTa BPEMEHU; YBAXKCHHE, MPUOOPETEHUE;

IMOCJICAOBATCIIBHOCTD, OBOILICUYNCTKA, I10Caad, YITBAPb, 310POBLC, 6Harononytme.

Exercise 4. Complete the following statements using the information from
the text.

1. All people are motivated by...

2. Very often needs involve...

3. When a need is not satisfied, it may lead to...
4. Marketing managers can’t create. ..

5. A good marketing manager studies...

6. Psychological needs are...

7. Most consumers try to...



Unit 9

BUYING WHOLESALE

It’s hard to define what a wholesaler is because there are so many different
wholesalers doing different jobs. Some of their activities may even seem like
manufacturing. As a result, some wholesalers call themselves “manufacture and
dealer.” Some like to identify themselves with such general terms as merchant
jobber, dealer, or distributor. And others just take the name commonly used in their
trade — without really thinking about what it means.

To avoid long technical discussion on the nature of wholesaling, we’ use the
U.S. bureau of the Census definition:

Wholesaling is concerned with the activities of those persons or
establishments which sell to retailers and other merchants, and/or to industrial,
institutional, and commercial users, but who do not sell in large amounts to final
consumers.

So, wholesalers are firms whose main function is providing wholesaling
activities.

Note, that producers who take over wholesaling activities are not considered
wholesalers. However, when producers set up branch warehouse at separate
locations, these establishments basically operate as wholesalers. In fact, they are
classified as wholesalers by the U.S. Census Bureau and by government agencies
in many other countries.

Wholesalers may perform certain functions for both their suppliers and the
wholesalers’ own customers — in short, for those above and below them in the
channel. Wholesaling functions really are variations of the basic marketing
functions — buying, selling, grading, storing transporting, financing risk taking, and
gathering market information. Wholesaling functions are basic to the following

discussion because decisions about what combination of functions to perform is a



key part of a wholesaler’s strategy planning. Keep in mind that not all wholesalers

provide all of the functions.

Wholesalers perform a variety of activities that benefit their customers.
They:

1. Regroup goods — to provide the quantity and assortment customers want
at the lowest possible cost. 2. Anticipate needs — forecast customers’ demands and
buy accordingly.

3. Carry stocks — carry inventory so customers don’t have to store a large
inventory.

4. Deliver goods — provide prompt delivery at low cost.

5. Grant credit to customers, perhaps supplying their working capital. Note:
This financing function may be very important to small customers; sometimes it’s
the main reason they use wholesalers rather than buying directly from producers.

6. Provide information and advisory service — supply price and technical
information as well as suggestions on how to install and sell products. Note: The
wholesaler’s sales reps may be experts in the products they sell.

7. Provide part of the buying function — offer products to potential customers
so they don’t have to hunt for supply sources.

8. Own and transfer title to products — help complete a sale without the need

for other middlemen, speeding the whole buying and sell process.

Wholesalers also benefit producer-suppliers. They:

1. Provide part of a producer’s selling function — by going to producer-
suppliers instead of waiting for their sales reps to call.

2. Store inventory — reduce a producer’s need to carry large stocks thus
cutting the producer’s warehousing expenses.

3. Supply capital — reduce a producer’s need for working capital by buying

the producer’s output and carrying it in inventory until it’s sold.



Vocabulary

merchant — kymeri, JaBOYHHUK

activity — gesTenpbHOCTD

establishment — yupexnenue, 3aBeacHue

to set up — yupexnarb, OCHOBBIBATH

warehouse — ToBapHbIi cKJ1aj], OOJBIION Mara3uH
at separate locations — B pa3HbIX MeCTax, Ha Pa3HBIX TEPPUTOPHUIX
to perform functions — BemomHATE QPyHKITUHN
grading — nepebopka, COpTUPOBKa

storing — xpaHenue

assortment — accopTuMeHT

to anticipate — npea4yBCTBOBATh, IPEIABUICTD

to forecast — npeaBuaeTh, MpPeaACKa3bIBATH

to carry stock — cuaGxath, 000pyIOBaTH

prompt — ObICTPO MM HEMEJICHHO ClICTIaHHBIN
to grant — npexocrasiATh

to install — ycranasiauBath

to hunt for — uckare. 10OUBaTHCS

speeding — yckopenue

output — npoayKLus; TPOAYKT

ASSIGNMENTS

Exercise 1. Say if these sentences are true (T) or false (F). Correct the

false ones.

1. It is easy to define what a wholesaler is.
2. Some of the wholesalers’ activities can resemble those of manufacturing.

3. Wholesalers are firms whose main function is delivering goods.



4. Wholesaling functions are buying and selling at low price.

5. A key part of wholesaler’s strategy is taking decisions about what
combination of functions to perform.

6. The main reason small customers use wholesalers rather than buying
directly from producers is that wholesalers can anticipate their needs.

7. If you use a wholesaler, you don’t need any other middlemen.
Exercise 2. Find the answers to these questions.

1. When are producers considered to be wholesalers?

a) when they deliver goods

b) when they sell the output at the lowest cost

¢) when they set up branch warehouse at separate locations

2. Why do small customers use wholesalers rather than buying directly from

producers?

a) because wholesalers help them how to install products
b) because they transfer title to products

c) because they give credit to customers
3. How do wholesalers cut the producer’s warehousing expenses?
a) they store inventory themselves

b) they supply a producer with capital
c) they speed the whole buying and selling process



Exercise 3. Answer the following questions.

1. How do some wholesalers call themselves?

2. What is the definition for wholesaling of the U.S. Bureau of the census?

3. How would you define wholesalers?

4. Are producers who take over wholesaling activities considered to be
wholesalers?

5. What are basic wholesaling functions?

6. What does “to regroup goods” mean?

7. Can wholesalers perform any financing function? Describe it if any.

8. How can wholesalers speed the whole buying and selling process?

9. Do wholesalers benefit producers-suppliers? How?

Exercise 4. Work with a partner to find the English equivalents for the
following words and phrases.

KYIICI, IIPOU3BOOUTCIIb, ACATCIIBHOCTD, YUPCIKIACHUC, HOTpe6I/ITeJII>;
OONBIION MaraswH; B pPa3HbIX MECTAaX; COPTHPOBKA; XPAHEHUE; ACCOPTHMEHT;
NpeNBUACTh;, CHAOXaTh, O0OpyAOBaTh; OBICTPO; NPEIOCTABIATH KPEIUT;

YCTaHaBJINBATh; UCKATh; YCKOPEHUE; IPUHOCHUTH I10JIb3Y; IPOAYKIIHS; UHBEHTAPb.

Ex.5. Match the verbs in the column A to the nouns in the column B.

A B

set up process
perform sources
grade equipment
anticipate stocks

carry warehouses
install vegetables
hunt for needs

speed functions



Exercise 6. Split into small groups and act out the following dialogues.

Use the active vocabulary.

Student A, B, C...you are customers who have doubts if it is profitable to buy
from a wholesaler. Meet your friend who is an experienced wholesaler and find out
what advantages you will have if you use him or someone of his partners. Ask as
many questions as you can.

Student D. You are a wholesaler. Your task is to convince your friends that
they can benefit if they buy products from you. Name all the activities which will

help your customers to have a profitable deal.

Now read the text about a successful wholesaler Frieda Caplan and her

prosperous business and say what kind of market she applies.

Frieda Caplan and her two daughters, Jackie and Karen, run Produce
Specialties, a wholesale firm that each year supplies supermarkets with $ 20
million worth of exotic fruits and vegetables. It is a sign of the firm’s success that
kiwifruit, artichokes, alfalfa sprouts, pearl onions, and mushrooms no longer seem
very exotic. All of these crops were once viewed as unusual. Few farmers grew
them, and consumers didn’t know about them. Traditional produce wholesalers
didn’t want to handle them because they had a limited market. Produce Specialties
helped to change all that.

Caplan realized that some supermarkets were putting more emphasis on their
produce departments and wanted to offer consumers more choice. She looked for
products that would help them meet this need. For example, the funny looking,
egg-shaped kiwifruit with its fuzzy brown skin was popular in New Zealand but
virtually unknown to consumers in other parts of the world. Caplan worked with a
number of small farmer- producers to ensure that she could provide her retailer-
customers with an adequate supply. She packaged kiwi with interesting recipes and

promoted kiwi and her brand name to consumers. Because of her efforts, many



supermarkets now carry kiwi — which has become a $ 40 million crop for
California farmers. Because demand for kiwi has grown, other wholesalers now
handle them. But that hasn’t slowed Caplan. Her firm continues to be an innovator
even as larger companies enter the specialty-produce field.

When a retailer complained that Jerusalem artichokes were drying out before
they could be sold, Caplan put them in a film wrapped package, labeled them

b

“sunchokes,” included a recipe, and then watched demand grow. Today almost
everything the company sells is packaged or stickered, which has established her
brand name in an industry of faceless suppliers. She was also the first to sell
produce in product lines rather than item by item, and the first to routinely use
airfreight for orders. And she still adds new products — like Asian pears and
kiwano melons (another import from New Zealand) — to the 250 products that
carry her label.

Although Caplan faces growing competition, she continues to have an
advantage with many supermarkets because she offers a high-quality assortment
and valuable services in the channel. For example, the firm sends a weekly ‘hot
sheet” to produce managers that tells what’s selling, and the Caplans hold seminars
to give produce buyers ideas about how to improve their sales.

This example shows that wholesalers are often a vital link in a channel
system — and in the whole marketing process — helping both their suppliers and
customers. It also shows that wholesalers — like other businesses — must select their

target markets and marketing mixes carefully.

Vocabulary

sign — 3HaK, CHMBOJT

alfalfa sprouts — poctku ro1epHBI

pear| — sxeM4yT; JKEMUYKHBIH, TIEPIIaAMyTPOBBIi
mushroom — rpu6

Crop — ypo:xau; oceB



to view — paccmaTpuBaTh; CMOTPETH (Ha YTO-JIHOO)
to handle — umets aemo (¢ KakUM-THOO TOBAPOM)
emphasis — BbIpa3uTeNbHOCTD. CHJIa, yIapeHUe
fuzzy — mymmcrerii

skin — koxypa, KoKHIIa

virtually — ¢hakTruecku, B CyIIHOCTH

adequate — cooTBETCTBYIOIIHA. JOCTATOYHBIN
recipe — peuent

brand name — pabpuunas mapka

to complain — xangoBatbcst

to dry out — BeICBIXaTh

to be stickered — umeTh MapKy U3roTOBHUTEIIS

airfreight — mocraBka rpy3oB 1o BO31yxy

ASSIGNMENTS

Exercise 1. Find the statements which are true (T) to the text.

1. Frieda Caplan and her daughters supply supermarkets with $ 20 million
worth of exotic fruits and vegetables.

2. F. Caplan grows kiwifruit, artichokes, alfalfa sprouts, pearl onions, and
mushrooms herself.

3. Traditional wholesalers didn’t want to handle exotic fruits and vegetables
because they are too expensive.

4. Captain imported exotic products from New Zealand.

5. Now other wholesalers handle kiwi too.

6. As Caplan faced growing competition, it showed her business.

7. Caplan’s company sells everything packaged or stickered.



Exercise 2. Complete the following sentences using the information from

the text.

1. Frieda Caplan and her daughters’ company is called
a) “Produce specialties”
b) “Exotic fruits and vegetables™

¢) it has no name

2. Traditional produce wholesalers didn’t want to handle exotic fruit and

vegetables because

a) only few farmers grew them
b) consumers didn’t know about them

c) they had a limited market

3. Caplan wanted to offer consumers

a) lower prices
b) more choice

¢) unusual products

4. Caplan packed kiwi with

a) lottery cards
b) interesting recipes

c) advertisements of her firm

5. Caplan’s company continues to be a success because

a) she offers a high-quality assortment and valuable services
b) nobody can offer such products

c) she is an innovator



Exercise 3. Match the questions to their answers below.

1. What is a sign of the firm’s success?

2. Why did only few farmers grow exotic fruit and vegetables?
3. What kind of product did Caplan look for?

4. How did she pack kiwi?

5. What was the result of Caplan’s efforts?

6. How did the company pack Jerusalem artichokes?

7. What are new products Frieda Caplan uses?

a) These are Asian pears and kiwano melons.

b) She packed it with interesting recipes.

c) It is that kiwifruit, artichokes, alfalfa sprouts, pearl onions, and
mushrooms no longer seem very exotic.

d) Caplan packed them in a film-wrapped package, labeled them
“sunchokes” and included a recipe.

e) She wanted to find products which would offer consumers more choice.

f) The reason was that all of these crops were viewed as unusual.

g) Because of her efforts, many supermarkets now carry kiwi.

Exercise 4. Find the Russian equivalents to the following words and
phrases.

Sign; crop; to view; consumers; wholesaler; to handle; a limited market; to
put much emphasis; to offer more choice; virtually; adequate supply; to promote;

brand name; to complain; package; airfreight.

Exercise 5. Answer the following questions.

1. What kind of product does Frieda Caplan supply supermarkets with?

2. What is a sign of the firm’s success?



3. Why didn’t wholesalers want to handle exotic fruits and vegetables?

4. How did Caplan package kiwi? Did it help to promote her brand name?

5. Do you think that exotic products have a limited market in our country
too? Give your reasons.

6. Why do other wholesalers now handle exotic fruits and vegetables?

7. What kind of new products does F. Caplan offer customers now?

8. Why does Produce Specialties continue to be an innovator in the
wholesale business?

9. What do the Caplans organize for their customers?

Exercise 6. Split into groups and act out the following dialogue.

Student A. You are a wholesaler who once tried to handle exotic fruit and
vegetables but failed. But you are eager to try again. You meet Jackie and Karen
Caplan at the party. You heard about their mother’s success and want to know
more details. At first tell them about the main reasons of your failure and then find
out what helped them to succeed.

Student B, C. You are Jackie and Karen, Frieda Caplan’s daughters. You are
very proud of your mum and your company. Answer the questions of a wholesaler
who heard about you a lot. Explain why your company succeeded with the limited

market of your product.



Unit 10

PEOPLE WHO MADE A FORTUNE

The American men of wealth exist today as they did a quarter of a half a
century ago. The old multimillionaire families who made their fortune at the down
of monopoly capitalism have been preserved in the main and many of them have
greatly increased both their wealth and their influence.

It is not easy task to detect a millionaire and ascertain his wealth. It is even
more difficult to determine the exact number of people who could be put in the
category of “top wealth-holders” in America. The American magazine “Fortune”
did such an investigation. The magazine did not resort to statistical calculations
and based its estimates on a poll of income tax experts and the millionaires
themselves, on materials of government archives and information about the wealth
of millionaires which appear in the press from time to time. According to various
estimates, to which Fortune refers, the number of persons owing more than $
50,000,000 ranged from 150 to 500. Studying for several months the biggest
fortunes, the magazine succeeded in definitely establishing the names of 155
persons who owned capital of that size. The magazine remarked that most likely
there is another 100. Fortune thus estimated that there were approximately 250
persons each owing more than $ 50,000,000.

Among these people there are so called “Old Fortunes” whose owners are
famous and known all over the world.

The Rockefellers. At the beginning of the 20" century, John D. Rockefeller,
Sr., himself calculated his fortune with precision up to one cent and set it at
$815,600,000.

Today the Rockefeller fortune consists, as it were, of three parts. The first
part is the assets inherited by the wife, children and grandchildren of John D.
Rockefeller, Jr.; these are mostly the stocks of oil companies, and the Chase

Manhattan Bank. Under the term of the will, this capital is secured to each member



of the family in trust for life. They can use the income but not the capital itself.
After their death this part will be inherited by their children, and as American
authors consider, will be broken up between them. But even if this prediction
comes true, it is clear that the size of the Rockefeller assets will increase because
of the mechanism for the self-growth of fictitious capital. At least in the next ten
years this wealth will be managed jointly as the combined capital of the quite large
financial clan. As for the rates of the self-growth of this part of their capital, it can
be judged from the fact that between 1946 and 1958 it increased by 140 per cent
owing the stock market boom.

The second part consists of several philanthropic foundations fully
controlled by the Rockefeller brothers. Since this family continues to allot large
sums to philanthropy there is every ground for assuming that this part or their
capital will continue to increase swiftly.

The third, perhaps most interesting, part of the Rockefeller assets is the
capital fully owned by the sons of John D. Rockefeller, Jr. Having no right to
spend the inherited capital they utilize for enrichment the income they get from it
and also the extensive credit they can receive. In the 1960s, the independent new
personal fortune of the children of John D. Rockefeller, Jr., not counting the
inherited capital, amounted — not less than $200 million and continued to mount
swiftly. In 1968, Fortune estimated the total of the capital belonging to the six
Rockefeller brothers and one sister at from $1,200 million to $1,800 million.

The Fords. In the mid-1920s their fortune was estimated at $660 million and
consisted almost exclusively of the personal capital of Henry Ford invested in the
Ford Motor Company. Nowadays the personal fortune of the Fords can be
estimated at $1,200-1,500 million and together with the assets of the Ford
Foundation, at $3,800-4.000 million.

b

Some details of the “tax strategy” of the Fords are of interest. Since the
estates of Henry and Edsel Ford were passed on to the heirs in 1943-48, when the
Ford Motor Company was fully in the hands of the family, the value of the

company’s stock was obviously underestimated. The entire capital bequeathed by



them, including the money turned over to the Ford Foundation, was evaluated
altogether at $450 million, while the real market value of the company’s assets
could not be less than $1,500 million at that time. Were the heirs directly to inherit
it all, they would have to pay the Treasury about $320 million even on the greatly
undervalued estimate of the company assets ($450 million), to which by the way
the Treasury officials did not object. By handing over the biggest part of the estate
to the Ford Foundation, the estate tax was reduced to 442 million. But even this
money was not paid from the personal capital of the Fords. An American author
tells us that the “Ford family’s lawyers, finally, saw to it that their clients did not
have to pay the inheritance tax on the shares they did inherit. Henry and Edsel’s
will provided that the bequests to the members of the family entire tax free,
thereby, in effect, imposing the entire tax burden on what was left to the Ford
Foundation. The tax bill came to $42,062,725 which was about equal to the total
spent by the Foundation on all its benevolences through 1950. Sweet are the uses

of philanthropy.”

Vocabulary

men of wealth — 6orareie aroau

dawn — paccBer

influence — Biustane

to ascertain — ycTaHaB/IMBaTh, BBISICHITH
to resort — npuberath, oOpaiatbes (K KoMy — JI0O0)
estimate — ouenka

poll — moacueT roocoB, YMCIIO rOJIOCOB
Income tax — moIoX0HbIN HAJIOT
government — npaBUTEILCTBO

archives — apxuBbl

with precision — ¢ TO4YHOCTBIO

assets — kanuran



oil — HedTh

under the term of the will — mo ycioBuro 3aBenianms

trust — nosepue

prediction — npeacka3anue

fictitious — GUKTUBHBIM, BHIMBIIIICHHbIH

owing — G6aromaps

philanthropic foundations — ¢unaarponudeckne opranuzanuu, GOH/IBI

to allot — pa3gaBaTh, peaHa3HAYATH

enrichment — oborarenue, yBeanueHre

to amount — cocTtaBuTh, paBHATHCSA

exclusively — uCKITIOUHUTETBHO

estate — UMyIIECTBO; IOMECTHE, UMEHUE

heir — vacnequuk

value — neHHocTh, 1IeHa

to underestimate — HemooreHUBaTH

to bequeath — 3aBemiarp; nepegaBaTh MOTOMCTBY

to evaluate — onernBaThH

the Treasury — rocymapcTBeHHOE Ka3HaUEHCTBO, MUHHCTEPCTBO (DMHAHCOB,
Ka3Ha

officials — ynHOBHUKH, CiTyKaIIye

to object - Bo3paxarts

estate tax — Hajgor Ha UMYLIECTBO

inheritance tax — Hayor Ha HaclIeACTBO

in effect — B cymHoCTH, B ICHCTBUTEIBHOCTH

Impose — obaraTh, HaJlaraTh; HaBS3bIBAThH

burden — Homra. Opems

bill — cuer

benevolence — 6i1aroTBOPUTETHLHOCTH



ASSIGNMENTS

Exercise 1. Find the false sentences using the information from the text.

Correct them.

1. The old multimillionaire families have greatly increased both their wealth
and their influence.

2. To detect a millionaire is quite an easy task.

3. The American magazine “Fortune” restored to statistical calculations and
ascertained the fortunes of “top wealth - holders” in America.

4. “Fortune” estimated that there were approximately 250 persons each
owing more than $50,000,000.

5. John Rockefeller is considered to be an “old fortune™.

6. His fortune consists of 4 parts.

7. Each member of the Rockefeller’s family can use the capital, but not the
income.

8. The Rockefellers continue to allot large sums to philanthropy.

9. The entire capital bequeathed by Henry and Edsel Ford to their heirs was
evaluated at $450 million. It was its real market value.

10. The estate tax was reduced by handing over the bigger part of the estate

to the Ford Foundation.

Exercise 2. Match the beginnings of the sentences to their ends using the

information from the text.

1. The magazine did not resort to statistical calculations and based ...

2. At the beginning of the 20" century, John D. Rockefeller, Sr., himself
calculated fortune...

3. The first part of the Rockefeller fortune is the assets ...

4. The second part consists on several ...



Jr.

5. Having no right to spend the inherited capital they utilize for enrichment

6. In the mid — 1920s the Fords’ fortune consisted almost exclusively of ...
7. Ford family lawyers saw to it, that their clients did not have to pay ...

A. inherited by the wife, children and grandchildren of John D. Rockefeller,

B. the personal capital of Henry Ford invested in the Ford Motor Company.

C. its estimates on a poll of income tax experts and the millionaires

themselves.

D. the inheritance tax on the shares they did inherit.
E. with precision up to one cent.
F. the income they get from it and also extensive credit they can receive.

G. philanthropic foundations fully controlled the Rockefeller brothers.

Exercise 3. Answer the following questions to the text.

1. Why is it no easy task to detect a millionaire and ascertain his wealth?
2. What were “Fortune” estimates based on?

3. How many parts does the Rockefeller fortune consist of&

4. What was the term of his will?

5. What did the Fords fortune consist of?

6. Do you find Ford’s “tax strategy” wise? Why?

7. Would you allot large sums to philanthropy if were Rockefeller?

Exercise 4. Give the Russian equivalents for the following words and

phrases.

Influence; estimate; income; tax; government; allot; with precision; the

Treasury; heir; estate; value; under the term of the will; philanthropic; foundations;

underestimate; inheritance tax; impose; bill.



Exercise 5. Split into pairs and act out dialogues.

A journalist is interviewing a famous millionaire.

Student A. You are a young successful journalist from the popular magazine
“Fortune”. You have a task to interview a famous millionaire. You would like to
find out how he earned his capital, what he invests his fortune in, whom he is
going to bequeath it. Ask if he allots money to philanthropic foundations. Find out
if he is satisfied with his fortune, fame and influence. Ask if he is a happy man.

Student B. You are a famous millionaire. You were invited to an interview.
Try to give full answers to the questions you will be asked. Give some advice to
the people who are eager to be rich and well-known. Point out some disadvantages

(if there any in your opinion) of being a man of wealth.

Henry Ford:

BRINGING THE AUTOMOBILE TO THE COMMON MAN

Henry Ford is a man who literally transformed the world. The car he built
and the changes he made on the techniques of industrial production revolutionized
the lives of people everywhere. At the height of his fame, in the 1920s, Ford was a
name known universally. “Fordismus™ entered the European vocabulary as a word
for mass production.

Ford himself came from a humble farming background. Born July 30, 1863,
in Dearborne, Michigan, near Detroit, young Henry hated almost everything about
farming except the machinery. When he was 16, he went to Detroit to serve as an
apprentice in a machine shop. He held a series of jobs and became completely
knowledgeable of the way different types of machines operated. He began to

experiment with internal combustion machines in his home workshop in 1891.



He was one of many would-be inventors working on plans for the
automobile; and he discussed his project with other mechanics and businessmen
working in Detroit. In 1896 Ford succeeded in building an automobile powered by
a gasoline engine which he had built in his kitchen sink. Running on four
horsepower, the world reach a speed of 25 miles per hour.

Ford organized the Detroit Automobile Company in 1899 and produced a
small number of cars before the company collapsed two years later. He designed
and manufactured racing cars, and in 1900, raced one model at 70 miles per hour.

In 1903, at the age of 40, and with an investment of $28,000, Henry Ford
established the Ford Motor company. The automobile was still considered a toy of
the rich, and Ford set about to change this situation.

Ford’s philosophy of manufacturing and business is set forth in his
autobiography:

“Ask a hundred people how they want a particular article made. About
eighty will know; they will leave it to you. Fifteen will think that they must say
something, while five will really have preferences and reasons. The ninety-five,
made up of those who do not know and admit it and the fifteen who do not know
but do not admit it, constitute the real market for any product. The majority will
consider quality and buy the biggest dollar’s worth of quality. If therefore you
discover what will give this 95 percent of the people the best all-round service and
then arrange to manufacture at the very highest quality and sell at the very lowest
price, you will be meeting a demand which is so large that it may be called
universal...

The only further step required is to throw overboard the idea of pricing on
what the traffic will bear and instead go to the common-sense basis of pricing on
what it costs to manufacture and then reducing the cost of manufacture...”

The Model T Ford was produced in 1908. It was boxy and tinny-looking, as
its nickname, the “Tin Lizzie”, implied; but it was within the purchasing power of

people who were not rich. It fulfilled the goal which Ford had set for himself:



“T will build a motor car for the great multitude. It will be large enough for
the family but small enough for the individual to run and care for. It will be
constructed of the best materials by the best men to be hired, after the simpliest
designs that modern engineering can devise. But it will be so low in price that no
man making a good salary will be unable to own one — and enjoy with his family
the blessing of hours of pleasure in God’s great open spaces.”

Ford was able to lower the price of the Model T from $850, which it cost
when it first appeared, to $360 in 1916. He did this by introducing mass production
assembly line techniques. The assembly line revolutionized car production. It
tripled the production of Model T’s within three years.

Ford also introduced the $5.00 wage for the eight-hour day. Such a salary
was unheard of in 1914, and he attracted both national and international attention
when he began this practice. He also introduced a plan which allowed his workers
to share in the profits of the company — the profit sharing plan which is used by
many companies today.

During the 1920, however, the Ford Motor Company lost much of its
popularity with the American public. When other manufactures produced more
stylish, relatively inexpensive cars. Ford automobile sales began to drop. Though
he closed his factories for 18 months in 1927-28 to prepare for a new Ford car, the
Model A, he never regained his position of leadership in the car industry.

As owner of the Ford Motor Company, Henry Ford Accumulated more than
$1 billion. Between the years 1908 and 1947, when he died, he contributed more
than $40 million to charitable causes, such as public hospitals, and research
institutions. He established the Ford Foundation which continues to support
various programs in education, media, and culture. And he constructed Greenfield
village, near his birthplace in Michigan, as a living museum representing the
industrialization of America.

Without a doubt Ford was a technological genius. Not a great inventor, he

was able to borrow ideas and apply them to new uses. In bringing the automobile



to the average worker, he altered the structure of society, its cities, and the nations
of the world.

Vocabulary

apprentice — yueHHK, MOAMACTEPHE

internal combustion — BHyTpeHHee cropanue

workshop — macrepckasi, mex

engine — 1BUrareib

sink — pakoBuHa

horsepower - nomaauHas cuia

to reach a speed of 25 miles per hour — gocturare ckopoctu 25 MHIIb B
qac

to collapse — pymuThes; TepneTs kpax

racing cars — rOHOYHbIE MAIlIUHbI

article — uzmenue, ToBap

to constitute — cocraBiATh

to meet a demand — ynoBIeTBOPATH CIPOC

pricing — rieHoo0pa3oBaHue

nickname — npo3Bwiie

purchasing power — nmokymnareiabckasi ClfoCOOHOCTb

goal — nenb

leadership — muaepcTBo

Industry — IpOMBIIIIJICHHOCTD

charitable — 6rarorBopuTenbHBIN

average — cpeaHui

society — o0mIecTBO



ASSIGNMENTS

Exercise 1. Write for true (T) and for false (F) next to the sentences below.

1. The car Ford built revolutionized the lives of people everywhere.

2. “Fordismus” entered the European vocabulary as a word for Model T.

3. Ford began to experiment with internal combustion machines in his home
workshop in 1891.

4. His first automobile could reach a speed of 75 miles per hour, running on
four horsepower.

5. Ford is a famous for manufacturing his racing car, called Model T.

6. To meet a universal demand, you must manufacture at the very highest
quality and sell at the very lowest price.

7. The nickname of his famous car for the common men was model A.

8. It was a car large enough for the family and small enough for the
individual.

9. Ford was able to increase the price of the Model T from $360 to $850.

10. Henry Ford introduced mass production assembly line for car

manufacturing.

Exercise .2. Choose the right answer using the text.

1. Henry Ford is famous for...

a) manufacturing a car for the first time in the history of mankind
b) “Fordismus” entered the European vocabulary as a word for...
a) internal combustion

b) assembly line

) mass production

3. The nickname of the model T was..

a) “Tin Lizzie”

b) CCB OXy”



¢) “Tinny-looking”

4. Ford was able to lower the price of the Model T by introducing...
a) a profit sharing plan

b) mass production assembly line techniques

c¢) Greenfield Village

5. Ford contributed more than $40 million to...

a) Greenfield village

b) The Detroit Automobile Company

¢) Charitable causes

Exercise 3. Complete the following sentences using the text.

1. When he was 16, he went to Detroit to serve as ...

2. Ford organized the Detroit Automobile Company in 1899 and produced a
small number ...

3. In 1903, at the age of 40, Henry Ford established ...

4. Ford was able to lower the price of the Model T from...

5. Ford also introduced the $ ...

6. He also introduced a plan ...

7. When other manufacturers produced more stylish. relatively inexpensive

cars, Ford ...

Exercise 4. Find the following information in the text.

1. Henry Ford’s family background and training.

2. The date of Henry Ford’s first successful automobile.

3. The “laboratory” where Ford built the gasoline engine for his first
automobile company.

4. The name of Ford’s first automobile company.

5. The reason for the model T being called “Tin Lizzie”.



6. A definition for “profit sharing”.
7. The model of the automobile which replaced the Model T.

Exercise 5. Imagine all of you are participants of the meeting with Henry

Ford.

Student A. You are famous Henry Ford. Your cars are sold all over the
world. You meet young businessmen to tell them about your marketing strategy.
Prove it is the best one can use to achieve such heights in business as you did.

All other students are young businessmen who are eager to find out what the
secret of Henry Ford’s success is.

Ask interesting questions, express your opinions.



Glossary of Terms
abroad — 3a py6exxom
accountable — oTBeTcTBEHHBIH, [10IOTYETHBIN
accurate — TouHbIM, IPaBUIIbHBIN
acquisition — npuodpeTeHue (3HAHUH, IICHHOCTCH )
activity — nesTeIbHOCTb
adequate — cooTBETCTBYIOIIHA. JOCTATOYHBIN
advantage — nperMyIecTBoO
advertisement (advert, ad ) — pexinama, pekiIaMHOE OOBSIBICHHE
advertising (publicity) — pexnama
affair — neno
after sales service — nmocienpogaxaHoe 00CTy)KHBaHUE
agreement — cormaiieHue
airfreight — nocraBka rpy3oB 1o BO31yxy
alert — 6quTenbHBIN, HACTOPOKECHHBIN, )KUBOH, TPOBOPHBIH
ambitious — yecToar0OUBEIN, aMOUIIMO3HBII
amount — KOJIM4ECTBO
an established leader — npusnanHbIi TUAED
application form — ankeTa mocrymnaromiero Ha padoTy
apprentice — y4eHUK, MoAMacTephe
approach — moaxon
appropriate (to, for) — moaxoaAII¥iA, COOTBETCTBYOIINN
archives — apxuBbl
article — uzmenue, ToBap
artisan — pemeciieHHUK, MacTEpOBOM
assembly — c6opxka, coOupars
assertive — yBepeHHbIi B cebe
assets — kanuraln
assortment — accopTuMeHT

at separate locations — B pa3HbIX MeCTax, Ha pa3HbIX TEPPUTOPHUIX



at the outset — Baauane

attitude — orHomreHNE

available means — noctymusie cpencTBa
average — cpeHum

aWry — HENpaBUWJIbHBIN

background — mpoucxoxaeHue

behavioral — moBenenueckuii

benefit — Briroaa, monbp3a, NPUOBLIH

benefit — Brroa, mpeuMyIecTBoO

benevolence — 6aroTBOpUTETHLHOCTH

beyond — cBepx, BHE, CBBbIIIEC

bill — cuer

board of directors — coBer AupeKTOpPOB

bond — o6auranus, GOHEI

booming — GsicTpo pacTymuii, OBICTPO pPa3BHBAIOIIHIACS
borrowing — 3aem, 3auMcTBOBaHUE

brand — ¢padpuunas mapka

brand name — pabpuunas Mmapka
breakthrough — npopsis

bulk — kpynHas maptus ToBapa

campaign — pekiaMHas KaMIIaHus

casual — ciydaiiHbiii, HeperyJIspPHBII
charitable — 6rarorBopuTenbHBIN

chat — 6ecena, 00aTOBHS

cheeky — Harbi

code — ycraB, CBOJ MOPaJIbHBIX MIPABUII
COMMISSION — KOMUCCUOHHOE BO3Harpa>xicHue
common Stock — akITMOHEPHBII KalUTaT; aKIus
competition — KOHKypeHIHsI

competitive — KOHKYpPEHTOCIIOCOOHBIH



competitor — KoHKypeHT

compliance issues — Tpedyrolre CorIacoBaHUS BOIPOCHI
complicated — coHbIi

component — neranb

confidently — yBepenno

convenience — yao0CcTBO

CO-Owner — cosJiaacier

countless — GecunciieHHBIN, HECUETHBII

creation — co3nanue

credibility — nosepue

Crop — ypoxaiu; oces

curiosity — m000MIBITCTBO

customer — 3aka34uK, MOKYyMaTelb, KJIMSHT

customer — noxynareib

customer service department — otaen mo o0CTy’)KMBaHUIO KJIMEHTOB
CV — pestome

damage awards — mrpad, komneHcanus 3a yObITKH

debt — noar

dedicated - npenanubIii (1eITy)

delivery — nocraBka

demand — cmpoc

demand-curve — kpuBas cripoca

dependability — nagesxHOCTB

desirable — xxenarenbHBIN, TOAXOISIINI

desire to succeed — xxenaHue JOOUTHCS ycIiexa, IPEyCIeTh
determined to succeed — HacTpOCHHBIN Ha yCIeX
down-sloping — omyckaroruiics

downward — cryckaromurics

dozen — arokuHa

drive — noOyxieHue, CTUMYIT



efficiency — s dextuBHOCTH

eligible — moaxoasmuii, skenaTeabHbIH

emphasis — BeIpa3uTenbHOCTD, CHJIa, YIapeHUES

empire — umriepus

engine — aBurareb

enrichment — oborarenue, yBeanueHue

enterprise — npeanpusTHe

entrepreneur — npeAnpuHUMATEb

environment — okpy»eHune, OKpy»Karoiias 00CTaHOBKa; cpeja
essential — cyrecTBeHHBIH, BayKHBIN

establishment — yupexxaenue, 3aBeieHue

estate — UMyIIECTBO; IOMECTHE, UMEHUE

estate tax — Hasior Ha UMYILIECTBO

esteem — yBaxxeHue

estimate — ouenka

ethical issue — sTuueckre BOIpoCsI

ethnic minority — sTHrYeckoe MEHBIINHCTBO

exclusively — uckITrOUYHUTETBHO

exempt from — ocBoOOKICHHBII OT

exhibition — BeicTaBKa

existing — cyIecTByOIuit

expansion — pacimpeHue, yBeIndeHrue

facilities — obopynoBanue, npucnocoOICHHE, anmaparypa
failure — nposai, Heynaua

fashion — mona

fast-paced environment — GeIcTpO MeHsOIIasICs 00CTaHOBKA
feasible — BBITIOTHUMBI, OCYIIIECTBUMBII

female — xxenmmua

fictitious — GUKTHUBHBIN, BHIMBIIILICHHBIH

financial reporting — ¢uHancoBas OTYETHOCTH



firm — TBepapIit

food storage — xpaHneHue MPOAYKTOB

force — cuna

founder — ocaoBatens

frameworks — pamku, ipe/ieb

fuzzy — nymmcThIi

general — o6mmii, o0miero xapakTepa; BCEOOIIHiA
glam side — ouapoBarenbHas, 3¢ HeKTHas CTOpOHA
goal — uenp

goods — ToBapsI

government — mpaBUTEIBLCTBO

grading — nepebopka, COpTUPOBKa

hard working — Tpynoato0uBbIit

head up — Bo3riaBiATh

head-on — Oyaymuii, mpeacrosmii

heir — vacnequuk

high-quality — BeicokO pa3BUTHIH

hi-tech — BeIcOKO TeXHUYECKHUH, BBICOKO Pa3BUTHIM
home or domestic market — BHyTpeHHHUI PBIHOK
horsepower - nomanuHas cuia

humble — ckpommbrit

| bet — s nepxy napu

Impose — obarath, HajaraTh; HaBsI3bIBATh

in advance — 3apanee

in brief — xparko

in effect — B cymHOCTH, B IEHCTBUTEILHOCTH

in terms of — Ha s3bIKe, ¢ TOYKU 3PEHUS
Inaccuracy — HEeTOYHOCTb

Incapacity — HecriocoOHOCTh

Income tax — moa0XOIHBINA HAJIOT



induction period — nepuos opUIMATEHOTO BBECHHUS B JOJDKHOCTh
Industry — npoMEBIIIIIICHHOCTH

inevitable — Hen30OexHbII

influence — BiustHUC

inheritance tax — vajior Ha HACJIEACTBO

INquiries — 3anpocsl

insurance company — cTpaxoBasi KOMIIAHHS

internal combustion — BHyTpeHHee cropanue

international or overseas market — mexxTyHapOIHBIN, BHEITHUIN PHIHOK
inventory — toBapHO-MaTepHabHbIE IICHHOCTH

ISSUe — sMuccus

key customers — OCHOBHEIC, BayKHEHIIIME KIIMEHTHI

key people — pykoBosIre T0KHOCTH

knitting wools — mepcTsHast npsbka

knitwear factory — ¢abpuka 1mo mpou3BoACTBY TPUKOTAXKHBIX H3IACITHI
layout — pacrionoskenue, 1iaH, MiIaHAPOBKa

leadership — muaepcTBo

legally — 3akonHO, JeranbHO

liable for — oTBeTCTBEHHBIH 3a YTO-TO

liquid — sxuaKocTh

loan — 3aem

local — mecTHBIH

long-term — monroBpeMeHHBIH

loss — motepst

losses — yObITKH

luxury — pockoriib

Major — riaaBHbIHA, O0JIee BaXKHBIM

male — myxunHa

management — ynpaBiieHUE, MEHEIKMEHT

margin — npuObLTL



maturity — 3penocts

maturity — cpok miaTexa 1mo BeKCelto

men of wealth — 6orarsie ar0au

merchant — kyrerr, JJaBOYHHK

middleman — mocpeaHuk

negotiations —meperoBopsI

Nnon-core assets — He OCHOBHBIEC AKTUBBI (MMYIIECTBO)
nurturing — BocriuTanue, 00y4eHue

officials — ynHOBHUKH, CiTyKarye

oil — HedTh

on the spot — Ha mecre. cpasy

opportunity — BO3MOXXHOCTb

opprobrium — no3op, nocpamieHue

order — 3aka3

outgoing personality — oOIUTEIBHBIN XapaKTep
output — npoayKLus; TPOLYKT

outsider — HecrienuanCT, TFOOUTEND; TPOdaH
Overseas — 3arpaHuna

owing — 6maromapst

ownership — coOCTBEHHOCTb, BlIaJICHHE

0Xygen — KMCI0pos

panel — mepconan; yyacTHHK JUCKYCCHUU

partial disposals — yactuunas npogaxa
partnership — ToBapuiecTBo, MapTHEPCTBO
personal assets — MuuHbIH KamuTal

personnel director — HayaabHUK OTEIa KaJApPOB
philanthropic foundations — ¢unantponudeckue opranusaiuu, GOH/IbI
point of view — Touka 3peHus

poll — mocyeT ro10coB, YUCIIO FOJOCOB

positive attitude — mosoxuTEIPHOE OTHOIICHUE



poverty — 0e1HOCTb, HyXk/a

predicament — 3aTpy HATEIHHOE TIOJIOKEHUE
prediction — npeacka3anue

pricing — nerooOpa3oBaHue

pride — ropaocThb

pro rata — B COOTBETCTBUH, IPOMOPIIHOHATBEHO
profit — mpuGHLIH

prompt — ObICTPO WJIM HEMEUICHHO CCIaHHbIH
prospective — nepcreKTHBHBIHN, ITOTSHITHATbHBIHA
public — oOmecTBeHHBIH. TOCYAaAPCTBEHHBIH
puUMp — Hacoc, HaCOCHBIN

purchaser — nokynareib

purchasing power — nmokymnareiabckasi ClfoCOOHOCTb
pure — 4uCThIN

racing cars — rOHOYHbIE MAIlIUHbI

range — aCCOPTUMEHT

range — aMamnasoH, aCCOPTUMEHT

rate — ypoBeHb

recipe — perent

recruitment — HaGop ciy’xanux, IepcoHana
recurring profits — nocrostHHas IPUOBLITH
referee — cyaps, 4eOBEK, KOTOPBIA MOYKET BaC IIOPEKOMEHI0BATh
renumeration — Bo3HarpaxjeHue, 3apriara
requirements — TpeGoBaHus

research (study) — uccnenoBanue

response — peakaus, OTBET

restricted — orpaHMYCHHBIH, 3aKPBITHIH

retail — posuuna

retailer — po3HuYHBIH TOPTrOBEI

retaliation — Bo3gasHue, Bo3Mesaue



ridicule — ocmestaue

rights and duties — mpaBa u o6s13aHHOCTH

rival — conepuuk

routinely — mocrostuuo

salary — 3apaboTHast rara

sales reps — peneTUIuyU MpoIaxK

sample — oOpazen

scarce — HeJOCTaTOYHBIN. CKYIHBIN

self motivated — unuIMaTUBHEIN

sensible — (6;aro)pa3yMHBIi, 3IpaBOMBICIISIITUH
sequence — mocye0BaTeIbHOCTD

servicing (maintenance) — o6ciry>xnuBaHHe
share of earnings — nosst 3apaboTka
shareholder — akuuonep, mainuk

sign — 3HaK, CHMBOJI

“silent partner” — nacCUBHBII apTHEP

sink — pakoBuHa

site — mIoIIaAKa, y4acTOK

skin — koxypa, KoKuIa

sociable — oGmuTeNBEHBII

society — o01ecTBO

sole proprietor — coOCTBEHHUK, BIIAJCIIEI, YaACTHBINA MPEANPUHUMATEIb
sole proprietorship — coOCTBEHHOCTD, YaCTHOE MPEATPUHHUMATEIBCTBO
spare parts — 3anacHble 4acTu

speeding — yckopenue

stain — msTHO

stand — cTeHn

stigma — mo3op

store — marasusn

storing — xpaHeHue



subsidiary — gumman

substitute — 3ameHa; 3aMEHUTEID

subtle — Tonkuii, HEYTOBUMBIiA

sufficient — qocraTounbIi

surroundings — cpeza, OKpyKCHHE

SUSPICIOUS — MOTO3PUTEIbHBIM

target market — meneBoii ppIHOK

tax deductible expense — pacxon (Tpata), He 0OaraeMblii HaJIOrOM

tenderness — HexHOCTD

the Treasury — rocymapcTBeHHOE Ka3HaueHCTBO, MUHHCTEPCTBO (DMHAHCOB,
Ka3Ha

timid — poOxwmii

tip — Hamek, coBeT

to absorb — nornomare, 3a0uparth

to accompany — conpoBoxaaTh (-cs)

to acquire the skills — npuoOperaTs HaBbIKH, MACTEPCTBO

to adapt — mpucnocabnuBarh, aanTHPOBATH

to adopt transparent and conservative accounting policies — npuaEMaTh
MOHSATHYIO U OCTOPOXKHYIO OYXTaJTEPCKYIO MOJUTHKY

to advertise ( to promote) — pekmamupoBaTh (COACHCTBOBATH
MPOJIBUKEHUIO TOBApa)

to affect — meiicTBOBaTEH; BO3€HCTBOBATE; BIUSITH

to allot — paznaBarte, npeaHasHavyathb

to amount — coctaBuTh, paBHATHCA

to anticipate — nmpe1uyBCTBOBATh, IPEIABUICTD

to apply — obparmarbes 3a paboToit

to approve — ono0psTh; yTBEPKIAThH

to ascertain — ycTaHaB/IMBaTh, BBISICHITh

0 assess - oueHuTh

to assist — momorarh



to assume - npexamnosarare, 10MyCKaTh

to assume — npuHUMaTh Ha ce0s1, OpaTh Ha cebs

to avoid — uzberarpb

to be content — ObITH cOrIaCHBIM

to be one’s own boss — 6bITh camoMy cebe X03MHOM, HAaYaTbHUKOM
to be related — GbITh CBsI3aHHBIM

to be responsible for — ObITE OTBETCTBEHHBIM 3a YTO-JTHOO

to be stickered — nMeTh MapKy HU3rOTOBUTEIIS

to bequeath — 3aBemare; nepegaBaTh MOTOMCTBY

to bind upon — cBs3bIBaTh, MEpEILIETATHCS C

to borrow money — 3aHuMaTh IeHBIH

to build a rapport — ctpouTh OTHOIIEHUS Ha B3aUMOIIOHUMaHUH
to carry stock — cuaGxath, 000pyI0BaThH

to collapse — pymuThes; TepneTs kpax

to compete — KkoHKypupOBaTh

to complain — xanoBarbcs

to conduct — nmpoBoTUTH

to confirm — moaTBepKaaTH

to consider an offer — paccmoTpeTs npeIoKeHHE

to constitute — cocTaBuATH

to contend — yrBep:kaTh, 3asABIATH

to decimate the value — ymeHBIIUTH IEHHOCTH

to deplete — ncromats, HCUEPIBIBATH

to diminish — ymenbmaTh

to discount — He MpUHUMATE B pacyer

to dislodge — Beirnate, cOMBaThH

to dress the part — ogeBathcsi JOKHBIM 00pa30M, K MECTY

to drive the business forward — npoaBuraTh, pa3BuBaTh OU3HEC
to drop the price — moHu3uTH 1ICHY

to dry out — BeICBIXaTh



to earn a reputation — 3aBoeBaTh pemyTaImro

to employ — npenocTaBiATh pabOTy. HAHUMATh

to enable — naBath BO3MOXHOCTH

to encourage — 060apPSATh, MOOMIPSTH, TOAACPKHUBATD
to enhance — yBenuunBath, MOBBIMIATH LIEHY

to ensure — obGecrnieunBaTh, CTPAXOBaTh; FapaHTHUPOBATH
to evaluate — onernBaThH

to exercise initiative — posBIsSTh HHUIIUATUBY

to exhibit — BeicTaBIATE

to face — crankuBaThCs

to feel anxious — BosmHOBaTHCS

to figure out — BEIYMCIIATH, IOHUMATD

to fill in — 3amonusATH

to forecast — npeaBuIeTH, MPEICKA3bIBATH

to form a partnership — opraanzoBaTh, C03/1aTh TAPTHEPCTBO
to go blank — ctanoBUTBCS TyCTHIM

to go into business — HaunHATH (OTKPHIBATH) OM3HEC

to go on sale — moctynarte B poaaxy

to go out of business — mpekpariars Ou3HEC

to grant — npexnocrasiATh

to grip — cxBaTUTh, KPEIKO JIEPIKaTh

to guide — BecTH, pyKOBOJIUTD; OBITH MPUIMHOMN, OCHOBAaHHEM
to gulp — rmoraTh

to hail — mpuBetcTBOBaTH

to handle — umets aemo (¢ KaKMM-THOO TOBAPOM)

to hold a position — 3aHMMaTh TOHKHOCTH

to hunt for — uckarts. 100MBaTHCS

to identify — ormo3naBaTh, ycTaHaBIMBATh, BHISICHATH

to Impress — mpou3BOANTH BIICUATICHHUE

to increase — yBenu4uBath



to inherit — HacnenoBath

to install — ycranaBnuBath

to involve — BkiroyaTh, BOBIEKATh

to judge — cyauTh

to launch — 3amyckatb

to lead to — npuBOUTH K

to lean — HakIOHATHCS

to lend — naBath B3aliMBbI; OJIOJIKHTh, CCY)KATh

to look forward to — ¢ HeTeprieHueM XaTh Yero-Iuoo

to maintain — mogep>xuBaTh, COXpaHATh, YACPKUBAThH

to make adjustments — npucrnocoOuThCS

to make decisions — mpuHUMATh peIICHHUS

to make inquiries — nenath 3apOChI

to manufacture — npou3BoIUTh, BBIMYCKATh

to meet a demand — y1oBIeTBOPATH CHPOC

to meet needs — y10BJI€TBOPATH MOTPEOHOCTH

to object - Bo3paxars

to obtain advice — monyuaTh COBET

to operate — paboraTh , 1eCTBOBAThH, YIPABJISTH

to own — BnaseTh, UMETh. 00IaIATH

1o pay taxes — mIaTuTh HaJoru

to perform functions — BeimonHATH QyHKITUH

to place an order — pa3mernars 3aka3

to plow back — BknaasiBath

to pose as — npuHUMAaTh BU, IPUTBOPATHCS (KEM-TTH00)

to publicize — peknamupoBathb

to range — konedaTbcs B M3BECTHBIX ITpeIeax

to reach a speed of 25 miles per hour — gocturare ckopoctu 25 MHIIb B
gac

to reach goals — nocrurats enu



to reconsider — nepecmaTpuBaTh

to reflect — orpaxars

to require — Hy)k1aThCs B YeM-TH00, TPEOOBATH

to research (investigate) — uccnemoBathb

to resolve — periars, paspemarhb

to resort — npuberats, oOpaiarbcs (K KoMy — JIO0)

to run the business — ynpapiiate kOMIaHUEH, 1eI0M

to satisfy — ynoBineTBOpsTH

to save money — Konutb, COOMpPaTh JEHBIH

to sell — mpomaBats

to sell retail — npomaBaTh B po3HHILY

to service (to maintain) — oGciy>KuBaTh

to set up — yupexnarb, OCHOBBIBATH

to shake hands — nmoxxumaTh pyku

to show out — mpoBOAKTE, BHITYCTUTH

to shrink — cokpammarscs

to slump — Tsxeno omyckaThes (Ha CTYI)

to sort out — coptupoBaTh, pa3dbupath, KJIacCUGUIIMPOBATH
to spend ages — moTpaTuTh OrPOMHOE KOJIMYECTBO BPEMEHH
to spot — yBuzaeTs, otnuyath (pasr.)

to spy on somebody — mImuOHUTH 32 KEM-JIH00

to squander — pacTo4ark, MPOMAaTHIBATH

to stick — 3acTpsTh

to stretch — pacrsaruBarh, TAHYTH

to stutter (to stammer) — 3aukaThCs, 3aMMHATHCS

to supply — nocraBnsaTh

to sustain — BBIHOCHTB, BBIACPKUBATH

to take deep breaths — naGpate mobobIe BO3ayXa

to take part in something — npuHEMaTh B 4eM-TO yyacTHe

to think ahead — npoxymbiBath. 1ymMath 0 OyayieM



to thrive — npouerats, nmpeycnesarb

to transfer — mepenocutsb

to tremble —npoxath

to underestimate — nemoorneHnBaTH

to update — 0OHOBJIATH

to view — paccMaTpHBaTh; CMOTPETh (Ha YTO-IH00)
to vote — romnocoBatb

Trade Fair — topropas sipMapka

training support — moaepkka B 00y4CHUH

trash — mycop

trend — TeyeHue, HarIpaBlICHHUE, TCHICHIIHS

trust — nosepue

turning point — mOBOPOTHBI MOMEHT

under the term of the will — mo ycoBuI0 3aBemianmus
unemployment — Ge3paboTuiia

uniquely — eaHCTBEHHO

utensils — mocyna, yrBaps

valuable learning experience — rieHHbI# 00yYaIOIIHI OMBIT
value — ctoumMocTs, 1ieHa

value — neHHocTh, 1IeHa

variety — pa3zHoobpasue

variety — pasHooOpasue

vegetable peeler — opomeuncrka

vehicle — tpancnoptHOe cpeacTBo

viable — xxu3HECTOCOOHBIH

virtually — pakTryecku, B CyIHOCTH

VISION — MPOHHUIATEIBLHOCTD, JAIbHO30PKOCTh

vote of confidence — nyx yBepeHHOCTH
warehouse — ToBapHbIi CKJI1aj], O0JIbIION MarasuH

waste of time — mycras Tpara BpeMeHH



weary — ycTaBlui, NOTEPSABIINNA TEPIICHHUE

well-being — 3mopoBbe, Omarononyuune

wholesale — onrroBbIit

wholesaler — onrroBsIii TOproBei, ONTOBOE MPEATIPHITHLS
will — Bosist

with precision — ¢ TOYHOCTBIO

workshop — macrepckasi, mex

wrap — obepTka
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