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Учебное пособие для студентов экономической 

специальности заочного отделения. Пособие 

состоит из девяти параграфов, включающих в 

себя текст, диалоги и упражнения, нацеленные 

на усвоение лексического материала и 

терминологии. Данное пособие способствует 

овладению навыками делового общения на 

английском языке. Система контроля усвоения 

языкового материала представлена в виде 

проверочных упражнений (задания логического 

характера, тесты и другие виды контрольных 

упражнений) для самостоятельной работы 

студентов-заочников. 
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UNIT 1. RETAILING 

Retailing is selling goods and services to the 

ultimate consumer. Thus, the retailer is the most 

expensive link in the chain of distribution. Being 

middlemen, they make their profit by charging the 

customer 25 to 100 per cent more than the price they 

paid for the item. 

The retailers operate through stores, mail-order 

houses, vending machine operators. There are 

different types of retail stores: department stores, 

discount houses, cooperatives, single line retailers. 

The major part (over 95 per cent) of retail 

establishments concentrate on a single line of 

merchandise for example, food, hardware, etc. But 

nowadays there is a trend for many single line stores 

to take on a greater variety of supplies. 

The retailer performs many necessary functions. 

First, he may provide a convenient location. Second, 

he often guarantees and services the merchandise he 

sells. Third, the retailer helps to promote the product 

through displays, advertising or sales people. Fourth, 

the retailer can finance the customer by extending 

credit. Also the retailer stores the goods in his outlet 

by having goods available. 
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Active Vocabulary 

retailing - розничная продажа 

ultimate consumer – конечный потребитель 

link  - звено,связь 

mail-order house – посылторг 

vending machine operator -оператор торговых 

автоматических машин (продающих мелкие 

товары: газеты, сигареты и т.д.) 

discount house - магазин с относительно низкими 

ценами на товары  

cooperative - кооператив  

single line retailer - розничный торговец, 

продающий какой-либо один товар 

to perform functions - выполнять функции 

extending credit - длительный кредит 

outlet - рынок сбыта, торговая точка 

   discount – скидка 

Comprehension Questions 
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1. What is retailing? 

2. What are four different types of retail stores? 

3. What are at least two types of retailing that do not 

include the use of a store? 

4. In what way does a retailer serve a customer? 

5. In what way does a retailer serve a manufacturer? 

6. Which per cent of the price of the good sold goes 

to the retailer? 

   7. What is the trend with a single line retailer 

now? 

 

 

 

 

 

 

Vocabulary Practice 
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Exercise. Put the necessary word in the sentence 

 

1 … is one function a retailer may   

perform.  

2. You can buy newspapers, cigarettes,  

cookies from a ....  

3.... is the most expensive link in the chain between 

a producer and a consumer.  

4. The firm ... good quality of the product. 

5. She doesn't like to go shopping, she  prefers to do 

it by ....  

6. The department store is having a sale and there is 

a 20 per cent... on all light dresses.  

7. Wholesaler is an important... between a producer 

and a consumer. 

1 mail-order 2 discount 3 vending-machine 4 

guarantees 5 retailer 6 extending credit 7 link 

 

Dialogue 
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(Jean has just moved into a new house. Her 

neighbour, Liz, has come over to welcome her.) 

Don Hey, Sally, look at these figures. The price of 

sugar 

is going up 10% during the next year. 

Sally Oh, that’s bad. That means trouble for our jam 

line. 

Don I think so loo. Sugar is the main ingredient, 

you 

know. What’s your opinion? 

Sally Well, we are not the price leaders in the field 

and . 

jam is a very price sensitive item. According to our 

marketing research information consumers aren’t 

particularly brand loyal about jam. 

Don I have a brilliant idea. You know, this could 

be a 

great marketing opportunity for us. 

Sally What do you mean? 

Don Well, because of the price rise in sugar we 

know 

that the price of jam will go up too. The increase 

will pass on the consumer, won’t it? ' 

Sally Right. 

Don Imagine, we find the possibility of changing 

the 



 
 

 
 

10 

ingredients in the jam so that we wouldn’t have to 

raise the price. 

Sally Then we wouldn’t trouble about the price rise 

on 

sugar because we’ll be able to sell the jam at the 

same price. The idea is that we could market less 

expensive jam. What a promotional campaign we 

could have! 

Don Sure. If we do it right we’ll sell more and 

become 

the leader in the market. 

Sally Now the first thing is to talk to Research and 

Development. 

Don Right ant we’ll see when they’ll have some 

samples 

of new formulars ready. 

Sally What about marketing research? I think we 

should 

schedule some tests for responses to the R & D 

samples. 

Don Well, there is a lot to do. I think we should 

also 

change packaging. Now, Sally, that would be great. 

Sally Oh, Don, let’s hope for the best. If we don’t 

lose 

the chance, the competitors products will stay on the 

supermarket shelves. 
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Don Oh, it’s time for lunch. Let’s discuss our 

business 

in cafeteria. 

Sally Oh, sure, we’ve got a lot to discuss - 

distribution, 

advertising... 

 

Active Vocabulary 

shopping guide - справочник магазинов 

discount coupon - талон, дающий право 

приобретения товара по более низкой цене  

store - магазин  

department store - универмаг  

supermarket - супермаркет  

grocery - бакалея  

shopping center - торговый центр 
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Exercise.   Answer the questions. 

1. What kind of shops in this country do you know? 

2. What shops are situated not far from your house? 

3. What goods can be bought there? 

4. What specific features do channels of distribution 

have in this country? 

5. What reforms does this country need to reorganize 

the channels of distribution? 

 

Exercise.  Translate into English. 

1. Розничная торговля - это продажа товара 

конечному потребителю. 

2. В западных странах есть различные типы 

торговых учреждений: универмаги, 

супермаркеты, магазины с низкими ценами, 

посылторги и т.д. 

3. На этот товар можно получить 10% скидку. 

4. Розничный торговец может представить 

покупателю длительный кредит. 
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5. Эта фирма имеет множество торговых точек 

по всей стране. 

6. Розничный торговец выполняет много важных 

функций. 

7. Я не знаю центр города, мне необходим 

справочник магазинов. 

8. В торговом центре вы найдете все 

необходимые вам товары. 

9. В этом магазине нет бакалейного отдела. 

 

 

 

SELF-CONTROL  

direct method of distribution 

Consumer Producer 

indirect method of distribution

Retailer Consumer Wholesaler Producer 
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Selling 

When your business goes well you receive orders 

for your goods and services. Then you begin to 

make money fey selling them. You can sell in 

different ways.              

Direct selling. This is when your product is sold 

direct to the public, for example, in  your shop or 

market stall. Its great advantage is that you know the 

opinion of your customers and can make a better-

product.   

Mail order. You can advertise in newspapers pr 

magazines, inviting your customers to order goods 

from you by post. This is called mail order. 

Direct mail. It is another way of selling by post. 

You send sales leaflets with order forms to potential 

customers.  

Working to order. If you provide a service or 

make personalized goods, you need to encourage 

orders from customers. You can do it by printing 

leaflets and giving information about yourself and 

your work in the advertising sections of newspapers 

and magazines. Designing an advertisement is not an 

easy thing to do.  

Selling through agents and sales 3 reps. While 

expanding sales you may need to employ sales 

representatives or agents. Agents are people who 
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have a number of contacts and specialist knowledge 

in a particular field. They work freelance without a 

contract for several clients at once. Theу make their 

money by taking a percentage say 10% on 

everything they sell. Sales reps provide you with 

weekly sales reports, giving comments, assessments, 

and desires expressed by the customers about each 

product. 

Exercise  

1. Speak  about  advantages and 

disadvantages of different types of sales. 

 

 

SUPPLY AND DEMAND 

 

The market price is determined by supply and 

demand in a competitive market. A competitive 

market is a market in which there is free 

competition. 

By "supply" we mean the number of articles 

offered for sale at a certain price. 

By "demand" we mean the number of articles that 

buyers will purchase at a certain price. Demand does 

not mean mere desire for an article. Effective 

demand means a desire for an article plus the ability 

to pay it. Only when the desire is backed up by a 
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readiness to pay do we have demand. 

      Supplies of many commodities can generally be 

adjusted to suit market conditions. This means that 

changes in prices lead to changes in the quantity of a 

particular commodity which is made available to 

consumers. Household goods and furniture belong to 

this category. In such instances supply is said to be 

«elastic» because it can be increased or decreased 

rapidly in response to market prices. 

Elasticity of supply as a response to changes in 

price, is related to demand. 

    Demand is indicated by our willingness to 

offer money, for particular goods or services. 

     People very seldom have everything they 

want. Usually we have to decide carefully how 

we spend our income. When we exercise our 

choice, we do so according to our personal scale 

of preferences^ In this scale of preferences 

essential commodities come first (food, clothing, 

shelter, medical expenses etc.) and finally those 

non-essentials which give us personal pleasure 

(holidays, parties, visits to theaters or concerts, 

chocolates etc.) They may all seem important, 

but their true importance can be measured by 

deciding which are prepared to live without. Our 

decisions indicate our scale of preferences and 

therefore our priorities. 
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Elasticity of demand is a measure of the change in 

the quantity of goods is response to demand. The 

change in demand results from a change in price. 

Demand is inelastic when a good is regarded as a 

basic necessity, but particularly elastic for non- 

essential commodities. Accordingly, we buy basic 

necessities even if the prices rise steeply, but we buy 

other things only when they arc relatively cheap. 

 

Active Vocabulary 

price, competitive market, to determine, .supply, 

demand, to compete, competition, to offer, 

desire, ability, to pay, payment, commodity, 

change, to be available, to consume, consumer, 

(non)-essentials, to indicate, quantity. 

Exercise  

 Найдите в тексте эквиваленты следующих 

словосочетаний: 

 

определить цену, свободный рынок, спрос и 

предложение определяют цену, товары, 

предлагаемые для продажи, продавать по 
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определенной цене, возможность заплатить 

за товар, готовность купить определенный 

товар, свободный рынок, свободная 

конкуренция, соответствовать условиям 

рынка, изменение количества товара, быть 

доступным потребителю, в ответ на 

предлагать деньги, тратить деньги, товары 

первой необходимости. 

 

Here is a chart showing what a large department 

store sells. Read the text and fill in the missing 

names or numbers on the chart. 
 

    Almost one third of our sales are in ladies 

clothing. That’s really what we’re most famous for. 

Food, however , is becoming more and more 

important and is our second most important item of 

business. Men’s clothing accounts for exactly one 

fifth of what we sell. 

Everything else has much less importance but we 

still take a pride in these less significant areas too. 

At the bottom of the list is flowers – that accounts 

for only one per cent of our sales. Cosmetics also 

has exactly the same share of sales as flowers. Then 

there’s children’s clothing; that’s actually worth five 
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per cent more than flowers. There’s also stationery, 

that’s worth just one per cent less than children’s 

clothing, in fact. That leaves just our new kitchen 

equipment and furnishing departments – they’re still 

very small but we hope they’ll soon grow. We sell 

slightly more kitchen things than furniture at the 

moment. 

Our sales have been very satisfactory over the last 

decade as they have grown steadily throughout the 

period. In 2005 our net profits were $250,000. They 

rose by twenty-five thousand dollars in the next year 

and by the same amount in 2007. The following 

year, however, they rose by twenty per cent. 2009 

was not quite so successful but even so, profits were 

only $5,000 dollars short of $400,000 that year. By 

the end of 2010 they were halfway to the next 

hundred thousand and by the end of the following 

year they were double the profits of 2005 plus the 

odd $10,000. They rose by ten per cent in 2012 and 

by another $100,000 the next year. 2014 was another 

excellent year with profits totaling three times what 

they had been at the beginning of the decade. 

 

 

Business Review 

1 Read about Selfridges. 
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Selfridges is a department store which began trading over 

85 years ago. It is based in Oxford Street and is London's 

second largest department store after Harrods, with 

150,000m2  of retail space. In the 1990s the store 

experienced some problems with its image because 

people thought it was old-fashioned. 

To solve the problem, Selfridges invested £50m to re-

establish the business as one of the capital's main 

shopping attractions. They decided to offer a wide choice 

of products to attract more customers. They built a huge 

central 'atrium' or entrance hall, and a series of new stores. 

Some of the stores are re-designed and others, such as  

Children's World, have their own restaurant. 

 

 

 

1. Describe the store: age, location, size and what type of 

retail outlet it is. 

2. Who is its main competitor? 

3. What problem did the store have? 

4. What troubleshooting strategy did they use to solve 

the problem? 

5. What new features does the store offer? 

Unit 2. WHOLESALING 

Wholesaling is a part of the marketing system. It 

provides channels of distribution which help to bring 
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goods to the market. Generally indirect channels are 

used to market manufactured consumer goods. It 

could be from the manufacturer to the wholesaler, 

from the retailer to the consumer or through more 

complicated channels. A direct channel moves goods 

from the manufacturer or producer to the consumer. 

Wholesaling is often a field of small business, but 

there is a growing chain movement in the western 

countries. About a quarter of wholesaling units 

account for one-third of total sales. 

Two-third of the wholesaling middleman are 

merchant wholesalers who take title to the goods 

they deal in. There are also agent middlemen who 

negotiate purchases or sales or both. They don't take 

title to the goods they deal in. Sometimes they lake 

possession though. These agents don't earn salaries. 

They receive commissions. This is a percentage of 

the value of the goods they sell. 

Wholesalers simplify the process of distribution. For 

example, the average supermarket stocks 5.000 

items in groceries alone, a retail druggist can have 

more than 6.000 items. As a wholesaler handles a 

large assortment of items from numerous 

manufacturers he reduces the problem of both 

manufacturer and retailer. The store-keeper does not 
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have to deal directly with thousands of different 

people. He usually has a well-stocked store and 

deals with only a few wholesalers. 

 

Active Vocabulary 

 

wholesaling - оптовая торговля 

to provide channels - обеспечивать системой 

(сбыта) 

indirect channels - непрямая, опосредованная 

система (сбыта) 

complicated chart neb – сложная система (сбыта) 

retailer - розничный торговец 

chain movement – движение к объединению 

wholesale unit - (зд.) контора по оптовой торговле 

total sales – совокупная продажа 

middleman – посредник, комиссионер 

merchant wholesaler – оптовый скупщик 
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wholesaling middleman - оптовый посредник 

(скупщик) 

to take title to the goods - приобретать товар как 

собственность 

agent – посредник между производителем и 

покупателем 

to negotiate purchases or sales - вести переговоры 

по поводу купли или продажи 

to earn salary- зарабатывать жалование  

to receive commissions - получать комиссионные 

(процент от продажи) 

grocery – бакалейная торговля     

to handle –  управлять   

assortment – ассортимент 

 

 

 

 

Comprehension Questions 
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1. What is the aim of the wholesaling? 

2. How can you describe a direct channel of 

distribution? 

3. What is an indirect channel of distribution? 

4. What channel of distribution is preferable? 

5. Is there any difference between a merchant 

wholesaler and an agent middleman? What is this 

difference? 

6. How does a wholesaler simplify the process of 

distribution? 

7. What would a retailer have to do without 

wholesalers? 

 

 

 

 

 

Vocabulary Practice 
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Exercise     Choose the necessary word and put it 

in the sentence. 

 

1. They use both direct and indirect…                                     

of distribution. 

Agent middlemen do not... to the  

goods they deal in. 

3. Usually wholesaling ... stands  

between the producer and the retailer. 

4. A supermarket may ... thousands of  

commissions items. 

5. Usually a wholesaler handles a large… 

of items of numerous manufacturers. 

6. Agent middlemen don't earn salaries,  

they….  

7. A wholesaler doesn't deal with the 

1 wholesalers 

 2 take title  

3 retailer  

4 stock  

5 channels  

6 assortment  

7 to receive  

8 middleman 
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customers, … does. 

8. ... simplify the problems of Manufacturers. 

 

 

Dialogue 

John is explaining his new job to his wife, Susan. He 

is a sales trainee for a company. 

John It’s a great job, you know. The salesmen are 

paid 

salaries instead of being on commission. 

Susan Why do you find it great? You can earn less 

money. 

John Well, it’s a regular weekly salary. And besides 

we 

get reimbursed for everything lunches and dinners 

even the football tickets, the car, gasoline, tolls. 

Susan That’s really great. 

John And I’m going to get a raise in three months. 

Susan And what are you going to sеe  

John Foam rubber. 

Susan What is it used for? 

John It is used to make couches and beds, generally 

ideal 

with furniture manufacturers. 
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Susan So you will travel much, won’t you? 

John No. Delivery is a part of our wholesaling 

operation. 

Foam is sold and delivered by the truckloads. It is 

rather bulky and it is expensive to have it shipped a 

big distance. We are going to deal with buyers who 

are in this region. 

Susan That’s fine. I don’t want you to travel too 

much. By the way I want to know more about sales 

procedure. 

John At first I go to see a buyer. We discuss what 

he needs After that I send him a written quote. If our 

prices suit him, he’ll call us and send an order. 

Susan Do you take orders over the phone?       

John Yes. The buyers are always in a hurry and a 

letter would take too much time to come. If it’s a 

verbal agreement we call it gentlemen’s  agreement. 

Susan And what happens after the verbal 

agreement? 

John We receive a written purchase order. It is 

called p.o. 

- and it has a number that we use for all future 

correspondence on that order. The office then 

retypes the order form and the p.o. and order form 

are stapled together and filed. 
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Susan It sounds organized. Whom do you usually 

deal with in a company? 

John Well, I’ll deal with purchasing agents. But I 

could deal with any administrator from the president 

on down, in some cases. 

Susan Good. Soon you’ll get your raise. 

John Yes. Selling is usually a stepping stone to 

higher positions in management. 

Susan Don’t worry, dear. If it doesn’t work out, we 

still have my job. 

 

Active Vocabulary 

 

sales trainee - стажер по торговле 

to be on commission - получать комиссионный с 

продажи 

to reimburse – возмещать, восполнять 

to get a raise – получить повышение   

toll – пошлина, плата за услуги 

quote – назначение цены 

delivery - доставка  
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gentlemen's agreement - джентльменское 

соглашение 

verbal agreement – устное соглашение 

purchase order (p.o.) – заказ на покупку 

to deliver – доставлять 

to staple –(зд.) проверять 

to file - подшивать, хранить 

stepping stone - средство для достижений цели 

 

Exercise    Answer the questions. 

1. Would you like to be on commission? 

2. What expenses do you gel reimbursed for at your 

job? 

3. What factors do you need to get a raise? 

4. Why isn't a verbal agreement always sufficient? 

5. What would you prefer to be: a wholesaler or a 

retailer? 

6. What is a stepping stone to higher positions in 

your business? 
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Exercise   Translate into English. 

1. Оптовая торговля - важный элемент рыночной 

системы. 

2. Товары идут от оптового посредника к 

потребителю через розничного торговца. 

3. Непрямая система сбыта более 

предпочтительна. 

4. Оптовые скупщики приобретают товар. 

5. Посредник получает проценты от продажи. 

6. Посредник обычно ведет переговоры по 

поводу купли или продажи. 

7. В этом магазине хороший ассортимент 

товаров. 

8. Менеджер по маркетингу скоро получит 

повышение. 

9. Мы вынуждены дорого платить за доставку. 

10. Наша фирма возмещает нам расходы за 

обеды и проезд. 

11. Это было джентльменское соглашение. 
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SELF-CONTROL  

 

Forms of Home Trade 

1.      Economic development goes hand in hand 

with the expansion of the home market, whose 

development is primarily connected with the growth 

of towns and urban industries, an increase in 

agricultural output and specialization in industry. 

2.        In society with a natural economy, a farmer 

produces only enough to satisfy his own and his 

family's needs and economy acquires a commodity 

character, he sells part of his produce on the market 

and obtains money with which he can buy other 

goods. The greater the share of production that goes 

to the market, the more production expands. The 

development of industry results in a growth of the 

urban population and this stimulates the further 

growth of the market: industry needs raw materials, 

fuel, equipment, while the urban population cannot 

do without the consumer goods it purchases out of 

its wages and other money income 

3.       In the home trade of every country a 



 
 

 
 

32 

distinction is made between wholesale and retail 

trade, these being two different stages in the 

movement of commodities to the consumer. 

Wholesale trade is an exchange of commodities 

between merchants. The commodities remain in 

circulation, since they are only being sold by one 

merchant to another. 

4.     Wholesale trade is necessary because 

commodity producers cannot always establish direct 

contact with consumers. Wholesale dealers purchase 

products, manufactured in various regions and 

countries and in different seasons, and deliver them 

to places where there is a demand for them; they 

organize the storage of these products and lay in the 

necessary assortment. 

5       Since the bulk of the stocks is in the hands of 

wholesalers, who are intermediaries ...between the 

producer and the market, 

wholesale trade plays the dominating role on the 

home market. 

6       Wholesale dealers sell the commodities they 

have bought to retail merchants, who in turn sell 

them to consumers. Retail trade sometimes receives 

commodities directly from producers by passing the 

middlemen. In most cases, however, commodities 

reach the retail trade through the wholesaler. 

7       As distinct from wholesale trade, retail trade is 
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an exchange between merchants and consumers. 

Retail trade is the final stage in the distribution of 

goods: they are sold to the consumer not to be re-

sold but to be used. Therefore, an expansion quantity 

of goods being consumed. It is also indicative of the 

growing purchasing power of the population and 

improved living standards. 

 

Answer the questions: 

1. What is the reason for a growth of the urban 

population? 

2. Give the definition of retail trade. 

3. What is indicative of the growing purchasing 

power? 

 

WHAT IS COMMERCE? 

Commerce is connected with the study of trade 

and the aids to trade, of business units which provide 
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goods and services, and the role of the Government 

and its agencies in making such production possible. 

All consumers and producers rely upon commercial 

services such as distribution, banking, 

communications, transport, insurance and 

advertising. 

Distribution involves getting goods from the 

manufacturer to the consumer and consists of 

retailing and wholesaling. Without sophisticated 

system for storing goods and selling them to the 

public it would be impossible for firms to find 

customers for their goods. A financial service is one 

of the fastest growing industries. Banks and other 

institutions provide loans and other services, which 

allow businesses to function and invest in future 

production and enable consumers to purchase goods 

and services. Communication allows firms to order 

and sell their goods efficiently and cheaply. 

Transport is linked with distribution because it 

is necessary to have efficient means for physically 

moving goods. Good transport links are also needed 

for people and documents such as letters and 

contracts. 

Insurance allows risks to be taken without fear 

of loss. People and firms can protest themselves 

financially against disasters such as fire and 

burglary. Without adequate insurance many 
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enterprises would be too risky to undertake. 

Advertising enables firms to let potential 

customers know what they have to offer. It covers 

many forms from hand distributed leaflets to 

sophisticated television campaigns. 

 

 

 

 

Пояснения к тексту: 

1. aids to trade - вспомогательные службы 

торговли; 

2. business unit - организационная 

единица; 

3. agency (зд.) - органы (правительство). 

 

 

 

 

 

Active Vocabulary 

to produce, producer, production; to consume, 

consumer, consumption, consumer goods, to 
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provide, to rely upon, commercial services, to 

distribute, distribution, means of communication, to 

insure, insurance, advertise, advertising, consist of, 

involve in, the storing goods, to buy, to purchase, to 

sell, customer, loan, to invest, investment, to protect 

the enterprise against smth. 

 

Exercises: 

Найдите в тексте эквиваленты следующих 

словосочетаний: 

снабжать (обеспечивать) товарами и услугами, 

полагаться на коммерческие службы, состоять из 

оптовой  И розничной торговли, система 

хранения товаров, найти покупателей товаров, 

предоставлять займы, вкладывать в будущее 

производство, покупать товары и услуги, дешево 

продавать товары, защититься от финансовой 

катастрофы. 

 

 

К каждому слову первой колонки найдите 

синоним во второй колонке: 
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1. commerce 1. to supply 

2. to study 2. trade 

3. goods 3. to buy 

4. to produce 4. to learn 

5. producer 5. to permit 

6. firm 6. commodities 

7. customer 7. buyer 

8. to allow 8. to manufacture 

9. to purchase 9. company 

10. to provide 10. Manufacturer 

 

Составьте пары антонимов: 

 

1. consumer 1. seller 

2. retailing 2. expensive 

3. to sell 3. producer 

4. cheap 4. Wholesaling 

5. buyer               5.to buy 

 

 Answer the questions: 

1. What is the title of the text? 

2. What is the text about? 

3. What services do consumers and producers rely 

upon? 

4. What is the role of distribution? 

5. What does distribution consist of? 
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6. What is the fastest growing branch of industry? 

7. What do banks provide? 

8. What organizations provide loans? 

9. Why do business need loans? 

10. What is the role of communications? 

11. What is the role of transport? 

12. Why is transport linked with distribution? 

13. What is the aim of insurance? 

14. What is the role of advertising? 

15. What forms of advertising are mentioned in the 

text? 

 

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 “manufacturer 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 a long technical discussion on the 

nature of wholesaling, we’ll use the U.S. Bureau of 

the Census definition: 
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     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  firms whose main function is 

providing wholesaling activities. 

     Note, that producers who take over wholesaling 

activities are not considered wholeselers.However, 

when producers set up branch warehouse  separate 

locations, these establishments basically operate as 

wholesalers. In fact, they’re 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 

wholesaler’s strategy planning. Keep in mind that 

not all wholesalers provide all of the functions. 
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      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 thea sell. 

7. Provide part of the buying function – offer 
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products of 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. 

 

 

 

V o  c  a  b  u  l  a  r  y 

 

Merchant — купец; (амер., шотл.) лавочник 
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activity— деятельность 

establishment — учреждение, заведение 

to set up — учреждать, основывать 

warehouse — товарный склад, большой магазин 

at separate locations — в разных местах, на 

разных территориях 

to perform functions — выполнять функции 

grading — переборка, сортировка 

storing — хранение 

assortment — ассортимент 

to anticipate — предчувствовать, предвидеть 

to forecast — предвидеть, предсказывать 

to carry stock — снабжать, оборудовать 

prompt — быстро или немедленно сделанный  

to grant — предоставлять 

to install — устанавливать 

to hunt for — искать, добиваться speeding — 

ускорение 

output — продукция; продукт 

 

 

 

Exercises 

Say if these sentences are True (T) or False (F). 

Correct the faise ones. 
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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. 

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 

possible cost 

c) when they set up branch warehouse at 

separate locations 

2. Why do small customers use wholesalers 

rather than buying directly from producers? 
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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 

 

 Match the beginnings of the sentences to their ends 

using the information from the text 

1. It’s hard to define what a wholesaler is because ... 

2. Wholesaling is concerned with the activities of 

those persons or establishments ... 

3. Wholesaling functions are ... 

4. To anticipate needs means ... 

5. When wholesalers provide part of the buying 

function ... 

6. Wholesalers speed the whole buying and selling 

process because ... 

7. When producers-suppliers use wholesalers ... 

A. their warehousing expenses are cut. 

B. buying, selling, grading, storing, transporting, 

financing, risk taking and gathering market 

information. 
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C. there is no need for other middlemen. 

D. there are so many wholesalers doing different 

jobs. 

E. 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. 

F. potential customers don’t have to hunt for supply 

sources. 

G. to forecast customers’ demands and buy 

accordingly. 

 

 

 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? 
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9. Do wholesalers benefit producers-suppliers? 

How? 

 

Unit 3. PRICING 

All products and all services have prices. The price 

depends on different thing such as credit terms, 

delivery, trade-in allowance, guarantees, quality and 

other forms of service, which price can produce the 

biggest profit during a long period of time. It’s 

hardly possible to determine such a price. The price 

may be too high to produce a large volume or too 

low to cover costs. No other area of marketing 

operations has been a subject to bad practice. Many 

businesses pursue unsound price policies for long 

periods of time and are not aware about it. 

Prices can be determined in different ways. For 

example, the prices of meat, cotton and other 

agricultural prices can be decided in large central 

market where forces of supply and demand exist. 

This is pure price competition. The prices on 

industrial products (iron, steel, etc.) are usually 

decided by large companies. As a rule the amount 

and price of goods sold to large number of buyers is 

controlled by a few competing sellers. Prices also 

can be set by the government, usually for different 
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public services – railroads, electricity, manufactured 

gas, bus services, etc. 

If demand increases, prices rise, profits expand and 

new investment is attracted. But other factors may 

be involved as well. Prices are related to each other 

in different ways. Ultimately, everything is related in 

price, since the consumer can buy and must pay for 

everything out of a particular, limited amount of 

money. 

 

Active Vocabulary 

credit terms – кредитные условия 

trade-in allowance – сумма денег, отданная за 

старую вещь и включенная в счет покупки новой 

to cover costs – покрывать затраты 

to peruse unsound price 

policies – вести неразумную 

ценообразовательную политику 

supply and demand – предложение и спрос 
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price competition – конкуренция в 

ценообразовании 

 

 

Comprehension Questions 

1. Why is it difficult to determine the right price? 

2. Why is the seller interested in the price that 

produces the highest volume of sales at the lowest 

unit cost? 

3. Why do many businesses follow unsound pricing 

policies? 

4. In what way are agricultural prices decided? 

5. How are industrial products usually priced? 

6. Why does the government usually set the prices 

for public utility services? 

7. Why is it so important to know the levels of 

supply and demand when dealing with pricing? 

8. Why is everything related by price? 

Exercise    Put the necessary word in the 

sentence. 
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1. It is very difficult... without sound                              

1 supply and demand.  

price policy.                                                                     

2 volume of sales 

2. Of course we are interested in .                                   

3 trade-in allowance 

producing the ... with the lowest unit                              

4 compete 

costs.                                                                                

5 price policies 

3.I decided to buy a new car at                                        

6 credit terms. 

this company because they offered                                 

7 to set prices 

the best... on my old model. 

4. The... of this store are very beneficial for a 

customer. 

5. Their business will fail if they persue unsound.... 
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6. The government usually ... for public utility 

services.  

7. In pure competition the forces                                     

of... operate. 

 

 

 

Dialogue 

Dick is introducing a new line of products and is 

talking to his friend Tom. a business consultant, 

about it. 

Dick It’s the first time when I’m in business for 

myself. 

Tom Don’t worry. The store has always been doing 

well. 

It has a great location and as far as your new line of 

merchandise... 

Dick That’s what I wanted to talk to you about. Can 

you 

give some ideas how to charge the prices? 

Tom With pleasure. Generally, there are two types 

of 
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pricing policies. There is price emphasis and price 

deemphasis. 

Dick What’s the difference? 

Tom The price emphasis policy emphasizes low 

prices. 

This encourages sales. But low price doesn’t give 

extra services. 

Dick So, a really low price means no credit, home 

delivery’, 

repair, installation and other services. 

Tom That’s what I mean. But many people are 

interested only in the low price and not in the extra 

services. „ 

Dick Yes, and vice versa. The price which I set 

determines 

the number of sales. I must think thoroughly about 

it. 

Tom A good example of price emphasis is “loss 

leader” 

pricing. It means that you choose one item – let’s 

say an electric razor – at a price just above the cost. 

The customers will come to your shop to buy this 

loss leader item. But since they are inside they can 

decide to buy a few other things they need. 

Dick It sounds interesting. What other things can 

you tell? 
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Tom There is also off-even pricing. Let’s say you 

sell a 

tape recorder for $69.95 instead of $80.00. Though it 

is in fact about the same, the low price can produce a 

favorable psychological effect. 

Dick What are the other ways to attract the 

customers? 

Tom First of all, remember that you are going to 

compete 

with well-known products, so you should start with 

specially low prices. It’s important to advertise this. 

You should use newspaper ads, maybe a radio spot, 

maybe do a big window and floor display. 

Dick It makes sense. 

Tom And you can raise the price after your 

customers try 

a new brand get to know it and like it. They will 

continue to buy it, 

Dick I see. And what is the price de-emphasis you 

mentioned before? 

Tom It concerns high quality expensive items. Price 

de 

emphasis means that you don’t call attention to the 

price at all. 

Dick I know, it concerns our fine jewelry 

department or 

designer fashions. 
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Tom Yes. I see you are going to do very well. 

Dick Your suggestions seem to be very useful. 

Don’t for 

get you have a discount on any shopping you do in 

my shop. 

Tom In such a case I’ll be back tomorrow with my 

wife. 

 

Active Vocabulary 

 

location – место расположения 

extra services – дополнительные услуги 

installation services – услуги по установке 

to charge prices – устанавливать, назначать цены 

price emphasis – продажа товара за счет низкой 

цены 

price de-emphasis – попытка продажи товара не за 

счет низкой цены, а за счет других факторов 

loss-leader item – товар, продаваемый по очень 

низкой цене, служащей для привлечения 

покупателей 



 
 

 
 

54 

off-even pricing – цена, не доходящая до круглой 

цифры и стимулирующая желание покупателя 

купить 

favorable psychological effect – благоприятный 

психологический эффект 

to start with especially low prices – начинать с 

особо низких цен 

new brand – новая марка (товара) 

high quality expensive item – высококачественный 

дорогой 

продукт 

 

Exercise     Answer the questions. 

1. In what way were the prices charged in this 

country? 

2. What is your idea of the term market price? 

3. What type of pricing policy works with the 

majority of consumer goods? (price-emphasis, price 

de-emphasis) 
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4. What is more preferable for you in pricing: low 

prices with no extra services or high prices with 

home delivery, repair and other services? 

5. Why is it so important to have loss leader item in 

a shop? 

6. What is off-even pricing made for? 

7. How can your pricing policy help to compete with 

well known products? 

 

Exercise   Translate into English. 

1. Этот магазин предоставляет покупателю 

выгодные кредитные условия. 

2. Товар имеет низкую цену. Она покроет 

затраты. 

3. Эта фирма ведет неразумную 

ценообразовательную политику. 

4. Прежде чем выпускать товар, необходимо 

тщательно изучить спрос и предложение. 

5. Государство устанавливает иены на ряд 

продуктов.  
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6. Магазин имеет превосходное место 

расположения. 

7. Супермаркет предоставляет покупателю много 

дополнительных услуг: доставку товаров на дом, 

кредит, установку и т.д. 

8. Новая марка несомненно привлечет 

покупателей. 

9. Начинайте с низкой цены. 

10. Продажа за счет низкой цены действует при 

продаже товаров народного потребления. 

 

SELF-CONTROL  

 

Exercise .  Set your imagination free. 

You are a journalist and you are to interview the 

minister of finance about the pricing policy in this 

country. What questions would you ask him? 

 

Prices  and terms  of  del ivery  
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When sellers quote prices in their offers they 

usually state on what terms, at  

this price, they will deliver the goods. The price will 

certainly depend on the terms of delivery. 

The most popular terms of delivery in foreign 

business transactions are: 

 fob (free on board) 

 cif (cost, insurance and freight) 

 c & f (cost and freight) 

 for (free on rail) 

If the goods are offered on fob terms the price 

will practically include the 

 cost of the goods and transportation expenses to the 

port of shipment. 

 If the goods are offered on cif terms the price will 

cover the cost of the  

goods, insurance expenses and freight or 

transportation expenses, to the port of destination. 

If the goods are offered on c & f terms the price 

will cover the cost of the 

 goods and freight to the | port of destination. 

If the goods are offered on for terms the price will 

include the cost of the 

 goods and transportation expenses to the railway 

station only. These terms are similar to fob terms. 

The only difference is the mode of transportation. In 

case of fob terms the goods are shipped on board 
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ships or planes In case of for terms the goods are 

transported by railway. 

Here are a few examples of how terms of 

delivery can be mentioned in offers:  

 The price is USD 2,000 00 per ton fob New 

York  

 The quoted price is GBP 1,200 00 each cif  

Murmansk  

 We can offer the goods at the price of GBP 

78.00 per metre c & f Liverpool  

 The goods are offered on a for basis. 

 

Vocabulary 

 

Fob (free on board)                           Фоб 

Cif (cost insurance and freight)         Сиф 

C & F (cost and freight)                    Каф 

For (free on rail)                               Франко   

Freight                                              Фрахт 

Mode                                                 Способ 

 

 

HOW TO SET A PRICE 
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There are four ways you can increase your 

profits. You can cut your costs, you can sell more, 

you can change your product mix or you can 

increase your prices» Clearly your aim should be to 

set your prices initially at the level which gives you 

your highest profits possible. Needless to say, as 

with everything else to do with your business, it is 

easier said than done. There is no clear-cut or agreed 

method of establishing a price for your product or 

service. 

            Some people use the level of costs as a way 

of fixing price. This may seem a fairly 

straightforward calculation, but it has drawbacks. 

For example, if your costs are very low, does it 

automatically mean that your prices should be low 

too? And even working out of the cost of your 

product can be fraught with possible errors. 

             Other people argue that the price should be 

set by what the market can bear. But there are no 

quick and simple calculations which can tell you 

what this should be. Instead, you have to establish 

the price by looking at the market you are in and the 

particular part of it your product appeals to.. How 

does your product; rate against others competing in 

the same marketplace? There are also different 
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strategies you can adopt depending on whether your 

product is a new or old one. Often overriding all 

your plans can be the effect which your competitors’ 

pricing policy has on yours. 

            It is probably more realistic to think in terms 

of a range of prices. The lowest price you should 

consider setting will be fixed by the cost. On the 

whole, you should not go below this price; if you 

have to, it would be better not to be in business at 

all» There are a couple of exceptions, of course, 

where temporarily it may make sense. The highest 

price will be the highest the market can bear without 

sales disappearing altogether. Between the two will 

be the price which will give the highest possible 

profits. 
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Complete the sentences, as in the text: 

 

1. ....................................... When sellers 

quote prices in their ………….. they usually 

state on what .......... …,    at this……….… ,    they 

will deliver- 

the goods 

2.  

The price will certainly depend on……….. 

3. ......................The most popular terms of 

deliver/ in foreign business transaction are:……  

4. ....................................................... If the 

goods are offered on fob terms the price .... … 

5. ....................................................... If the 

goods are offered on cif terms the price  

 

Write down what costs and expenses the 

following prices cover: 

the fob price                                        

the for price                                         

the cif price  

the c&f price     

 

Translate into English:  
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Цена составляет 3 тыс. долл. США, фоб Рига. 

Названная цена указана в английских фунтах 

стерлингов - 1300 за штуку сиф Одесса. 

Мы можем предложить товар по 72 ф. ст. за метр 

на условиях каф Москва. 

Товар предлагается на условиях франко 

железнодорожная станция. 

 

Unit 4. PRODUCT DEVELOPMENT AND 

PLANNING 

 

Text 

The number of new products coming into the market 

of western countries every year is overwhelming. 

The major part of these products is not new, but 

adaptations. It means that these products are not 

new, they are existing items to which a modification 

has been made. Only few products are really original 

or innovations. For instance a clock-television is an 

adaptation, but TV-set itself, the refrigerator - each 

was an innovation. A great number of innovations 

and adaptations are designed, produced and 

marketed by small businesses. Very often a new 

product is formed on the basis of the new business. 

Sometimes there is a patent to make the business 

more successful. But it happens very often that 

market research hasn’t been done carefully. 



 
 

 
 

63 

Even in case larger scale producers do more research 

and testing there is no sure success. A promising 

new product may be also robbed of success by 

unreasonable prices, inadequate promotion and poor 

selling methods. Generally less than one fifth of all 

new products turn out to be profitable. 

 

 

Active Vocabulary 

product development - развитие производства 

 adaptation - что-либо переделанное, 

приспособленное 

modification - модификация, 

видоизменение 

innovation - нововведение, новшество 

 patent -патент 

large scale producer - крупный производитель 

promising product - перспективный продукт 

 unreasonable price - неразумная цена 

 inadequate -недостаточный, не соответствующий 

требованиям 

 

Comprehension Questions 

1 How can you explain the term adaptation? 

2 What is an innovation? 

3 Give your own examples of innovations and 

adaptations. 
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4 Why are many innovations and adaptations 

manufactured and marketed by small businesses? 

5  Why is it so important to obtain a patent? 

6  Why does the failure of a new product take place? 

  

Vocabulary Practice 

 

Exercise . Choose the necessary word and put it in 

the sentence. 

1 Though market research tries to predict  1 

adaptation 

the trends, there is no sure...  

2 This product isn’t original, it is an...                     2 

innovation 

3.... office receives applications from  

many young inventors.                                          3 

inadequate 

4. If the price is..., the product won’t be I 

sold out.                                                               4 

patent 

5. A clock-television is an adaptation but  

the television itself is an ...                                 5 

failure 

6. If a sure ... is stopped, money and time  

can be saved.                                                     6 

success 

7. They failed because of... promotion  
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campaign.                                                               7 

unreasonable 

 

Dialogue 

 

( Dick and Jack are having lunch. Dick is Vice 

President in charge of Product Development. And 

Jack is Vice President in charge of the Legal 

Department). 

Dick How are the things? 

Jack Great. We are busy with a new line of clock- 

television. 

Dick Sounds interesting. Are you going to apply for 

a patent soon? 

Jack Yes, we are. We are preparing the necessary 

papers now. 

Dick  And what did the Market Research say by the 

way? They think there is fair market for the product 

at the moment but it will take a few years to catch 

on. 

Dick  I see. We’ll have to turn a good promotional 

campaign. 

Jack Without doubt. 

Dick  Well, it will be our advantage to have the 

patent on it as well. You have decided on the size, 

haven’t you? 
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Jack  We’ll start with a small screen model. It will 

have a wake-up button and go-to-sleep button with 

timers. Market Research says that the automatic go-

to- sleep button may be the bigger selling point. 

Dick  Yes. The idea of a set that turns itself off is 

great. To tell you the truth I’m always falling asleep 

in the middle of the show. Now it can be done. 

Jack  Well. In future we’ll probably expand the line 

to include different size screens and colour. 

Dick  That’s good. 

Jack  I think we are close to a big success. 

Dick  That is why we must be very careful. Before 

we begin to market television we must fulfil the 

most complete testing. 

Jack You are right. 

Dick  What about the pricing? Has it been worked 

out?  

Jack Not completely. Market Research Department 

says we can’t have too high price on this kind of 

item. 

Dick It’s evident we must be very careful. Maybe 

this time consumers will really surprise us. 

Jack  Let’s hope for the best. 

 

Active Vocabulary 



 
 

 
 

67 

to apply for a patent - подать заявление на патент 

(зд.) 

fair market - благоприятные рыночные условия 

to cath on - стать модным 

to be a big selling point - быть притягательным 

для покупателей 

to fulfil the testing - завершить 

to market - исследование продавать 

Exercise . Answer the questions. 

1 Why is it so important for a producer to apply for a 

patent? 

2 How much time does it usually take for a new 

product to catch on? 

3 What is a big selling point of the items which you 

produce? 

4 In what way can a consumer surprise the 

producer? 

5 Would you like to produce something original or 

an adaptation? Explain why. 

6 What are the conditions of successful product 

development? 

7 What products are the market conditions fair for in 

this country? 

Exercise  Translate into English. 

1. Этот продукт - модификация старого. 

2. Мелкие производители выпускают 

большое количество товаров. 



 
 

 
 

68 

3. Вам необходимо получить патент на 

производство данного товара. 

4. Тщательное исследование рынка 

необходимо, чтобы гарантировать успех. 

5. Потребуется пять лет на то, чтобы ваш 

продукт завоевал признание. 

6. Отключающее устройство с таймером - 

именно то, что привлечет потребителя. 

7. Надо завершить все исследования, прежде 

чем мы начнем продавать наш продукт. 

8. Нам необходимо расширить линию. 

 

SELF-CONTROL  

 

Text 1 

     Of all controllable factors (four Ps: production, 

price, plan, promotion) product is predominant. All 

products have a “product life cycle”. The stages of 

the cycle are: introduction, growth, maturity and 

decline. The length of a product life cycle depends 

on the intensity of the competition, extent to which 

the new product is an innovation, a modification of 

an existing product, introducing timing of 

technologically superior products, and marketing 

techniques. 
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     Visual acquaintance with the product can be 

effected through dealers’ show rooms, directly from 

the factory, catalogues, direct mail coupons, 

telemarketing with telephone sales people, computer 

shopping services. 

     Describing the product one should give the main 

qualitative characteristics of the merchandize, the 

advantages of its design, and even its packing 

pecualiarities. In the product description section of a 

business plan one should also describe the 

organisation of services. 

 

 

Presentation of the Product. 

     Good morning, ladies and gentlemen; we haven’t 

all met before, so I’d better introduce myself. I’m 

from the R&D department of Citrus 

Inc.(incorporated). I hope you’ll excuse my English, 

I’m a little out of practice. Anyway, I’m going to be 

talking this morning about a new product we are 

planning to launch in two months’ time. It’s called 

COOL-OUT, a lemon-flavoured drink. 

     Well. I’ll start with the background and proceed 

to the product itself. Finally, I’m going to list some 

of the selling points. Now, firstly, as you know, we 
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have been manufacturing mixed-fruit drinks for the 

last ten years, but we stopped producing lemonade 

last year. Secondly, the market research indicates 

that more and more customers are using soft drinks 

as mixers with alcohol. In other words, it means that 

the market has explanded. So we decided to develop 

a new kind of soft drink. 

     I must emphasize that the new product is aimed 

at the young-professional, high income market and 

designed for a certain kind of customers, It’s not 

surprising, therefore, that we must consider very 

carefully the importance of packaging and design, 

new label and slogan. We must bear in mind that 

more sophisticated packaging, for example, may 

cause a problem is the selling area. 

     So far, we have been using the new size glass 

bottle and small metal cans as containers. Now we 

are going to use cartons instead of bottles. Now back 

to the product. Let’s look at the major attractions of 

the product. In spite of the higher price it’ll compete 

well with existing brands because of its modern 

design and high quality(see the ingredients). That’s 

all. Thank you for listening. If there are any 

questions, I’ll be happy to answer them. 

Text 2 

The product life cycle 
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     An important use of product differentation is to 

extend the product life cycle. According to the life 

cycle theory, a product goes through four stages: 

introduction, growth, maturity, and decline. Each 

stage has implications for marketing communicators. 

     Not only completely new products have an 

introductory phase. A new process, such as freeze-

dried coffee, will also go through the four stages. So 

will an addition to a line, such as an economy model 

of a major appliance, a new flavor of ice cream, or a 

new form of dog biscuit. In the introductory stage, 

growth is slow, prices are high, and advertising 

explenditures are high relative to sales – consumers 

must first be made aware of the product before they 

can even consider trying it for the first time. 

     During the growth period, sales rise quickly as 

some customers buy the product for the first time, 

and others buy it again. As porential cometitors see 

the increase in profits, more begin to enter the field. 

Market segmentation and product defferentation 

come into use. Major improvements are made in the 

product, and new forms of it appear. Merchandising 

activities increase. Advertising expense is still high 

in total volume, but lower in relation to sales. 

     The maturity stage begins when most porential 
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customers have already tried the product. Weaker 

competitors disappear; stronger ones survive. 

Growth slows, and prices and profits decrease. Any 

growth in sales will come through general 

population growth or at the expense of competitors. 

This stage continues much longer thatn the earlier 

ones. Most product on the market at any one time 

are in the maturity stage. 

     A product enters the decline period when new 

products replace old ones, or changes in 

consumption patterns eliminate demand. Industry 

sales drop, and manufacturers abandon the industry 

to look for more profitable products. 

 

 

 

 

 

 

 

Unit 5. Advertising. 

Advertising. 
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Read and discuss the following story. 

 

How and what our ancestors (предки) 

advertising? It isn't easy to establish when the first 

advertisement appeared, and it is not surprising since 

it goes back to very ancient times. A papyrus in the 

collection of the British museum, in London, 

advertises the sale of a slave. Rock drawings and 

inscriptions along the roads were also an excellent 

way to advertise things. 

Probably the oldest advertisement was found in 

the excavations of the ancient Egyptian town of 

Memphis. It says: "I, Rhinos from Cyprus, live here. 

Gods gave me the gift of the true telling of dreams." 

This advertisement is 2,500 years old. It is carved in 

stone and visitors to one of the Cairo museums can 

inspect it. 

In the excavations of one the towns of ancient 

Greece archaeologists found about 300 stone 

fragments with letters of the Greek alphabet. When 

hey put the fragments together they found it  was a 

tablet for a shop window with a list of goods and 

their prices. 

The first in the world that put in an 

advertisement was a hand-written Roman newspaper 

"Daily  Happenings". It contained announcements of 

meetings, births, and marriages in the noble families 
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of Rome. To attract customers bright signs with the 

name of the owner and his goods pained on them 

appeared above shops. Fruit, vegetables, sheep, 

shoes, hats were painted by "naive painters". Some 

of these painters were really outstanding masters, 

such as Niko Pirosmanishvili. 

One of the houses built in Kiev early in this 

century may also be considered as an advertisement. 

It is decorated by figures of sea monsters, shells and 

sea dragons. The story of house is unusual. The 

owner of a cement plant couldn't sell his product as 

it was a new material and construction firms were 

quite conservative. So, when he learnt that a well-

known architect was going to build a new house for 

himself  he offered cement free of charge on the 

condition that the house would be decorated by 

sculptures made of cement. The unusual building 

attracted everybody's attention and served as an 

excellent advertisement of the new building 

material. Today advertising uses all media - press, 

radio, television and cinema. 

 

Read for information. 

1.The Origin of the Word "Tariff". The Moors 

who were once masters of Spain used to capture all 
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the ships passing through the strait of Gibraltar. 

After forcing the ships to enter their harbor at Tarifa 

they robbed them. But the Moorish pirates were well 

aware of the fact that if they continued robbing the 

merchants of all their goods, ships would stop 

coming through the strait of Gibraltar. 

So instead of seizing all the goods they 

demanded payment in proportion to the value of 

goods. This was the way the word "tariff" originated. 

2. The Origin of the word "Budget", "Budget" 

is an old word meaning a bag containing papers or 

accounts. The use of the word in public finance 

originated in the expression "The Chancellor of the 

Exchequer opened his Budget", which is applied in 

Parliament to the annual speech of the Chancellor of 

the Exchequer explaining his proposals for 

balancing revenue and expenditure. 

 

 

 

Ex. Fill the gaps using gerund or infinitive. 

Coca-Cola and its advertising 
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John S. Pemberton invented Coca-Cola in 

1886. His partner suggested … an advertisement for 

the drink in the Atlanta Journal that very year. In 

1888, Asa Candler bought the Coca-Cola business 

and decided … the product known through signs, 

calendars and clocks. The company began its global 

network when Robert Woodruff was elected 

president of the company in 1923. He succeeded in 

… Coca-Cola into a truly international product by 

… a foreign department, which exported Coca-Cola 

to the Olympic Games in Amsterdam in 1928. 

During World War II, he promised  ... Coca-Cola to 

every soldier in every part of the world. Coca-Cola's 

advertising has always attempted … changing 

contemporary lifestyles … an international 

advertising campaign requires the talents of 

professionals in many areas, and extensive testing 

and research are always done before … which 

advertisements will finally be used. Celebrity 

endorsements have featured heavily - Cary Grant, 

Ray Charles and Whitney Houston are just three of 

the big name stars who have agreed … in Coca-Cola 

commercials. After Diet Coke in 1982, the company 

saw its sales grow quickly. The drink is now the 

third most popular in the world. In 1985, the 

company tried … the secret formula of Coca-Cola, 

but realized, that Americans were very attached to 
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the original recipe. The company listened to its 

consumers and quickly responded by …  the original 

formula to the market as Coca-Cola Classic. Today, 

people in more than 160 countries around the globe 

enjoy … Coca-Cola. It is asked for more than 524 

million times a day in more than 80 languages. The 

company intends … its global presence even further 

in the twenty first century, particularly in developing 

markets. 

build, set up, run, bring, make, transform, 

decide, reflect, appear, create, return, change, 

expand, launch, drink. 

SELF-CONTROL  

 

Advertising All Over the World 
 

How can a rabbit be stronger than a football 

hero? How can a rabbit be more powerful than a big, 

strong man? In the world of advertising, this is quite 

possible. Consider the example of Jacko. This great 

Australian football hero recently appeared on TV 

and yelled at the audience to buy products. Jacko's 

campaign worked well in Australia, so Energizer 

batteries invited him north to sell their product in the 

United States. But Jacko's yelling did not convince 
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the American audience to buy batteries. So, good-

bye, Jacko. Hello, Energizer Bunny, the little toy 

rabbit that has sold far more batteries than Jacko. 

In the world of advertising, selling products is 

the most important goal. As companies are 

becoming more global, they are looking for new 

ways to sell their products all over the world. It is 

true because of global communication, the world is 

becoming smaller today. 

But it is also true that the problems of global 

advertising – problems of language and culture – 

have become larger than ever. For example, Braniff 

Airlines wanted to advertise its fine leather seats. 

But when its advertisement was translated from 

English to Spanish, it told people that they could fly 

naked! Another example of wrong translation is 

when Chevrolet tried to market the Chevy Nova in 

Latin America. In English, the word nova refers to a 

star. But in Spanish, it means "doesn't go." Would 

you buy a car with this name? 

To avoid these problems of translation, most 

advertising firms are now beginning to write 

completely new ads. In writing new ads, global 

advertisers must consider different styles of 

communication, in different countries. In some 
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cultures, the meaning of an advertisement is usually 

found in the exact words that are used to describe 

the product and to explain why it is better than the 

competition. This is true in such countries as the 

United States, Britain, and Germany. But in other 

cultures, such as Japan's, the message depends more 

on situations and feelings than it does on words. For 

this reason, the goal of many TV commercials in 

Japan will be to show how good people feel in a 

party or some other social situation. The commercial 

will not say that a product is better than others. 

Instead, its goal will be to create a positive mood or 

feeling about the product. 

Global advertisers must also consider 

differences in laws and customs. For instance, 

certain countries will not allow TV commercials on 

Sunday, and others will not allow TV commercials 

for children's products on any day of the week. In 

some parts of the World, it is forbidden to show 

dogs on television or certain types of clothing, such 

as jeans. The global advertiser who does not 

understand such laws and customs will soon have 

problems. 

Finally, there is the question of what to 

advertise. People around the world have different 

customs as well as different likes and dislikes. So 
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the best advertisement in the world means nothing if 

the product is not right for the market. Even though 

some markets around the world are quite similar, 

companies such as McDonald's have found that it is 

very important to sell different products in different 

parts of the world. So when you go to a McDonald's 

in Hawaii, you'll find Chinese noodles on the menu. 

If you stop for a hamburger in Germany, you can 

order a beer with your meal. In Malaysia, you can 

try a milk shake that is flavored with a fruit that 

most people in other countries have never tasted. 

All of these products must be sold with the right 

kind of message. It has never been an easy job for 

global advetisers to create this message. But no 

matter how difficult this job may be, it is very 

important for global advertisers to do it well. In 

today's competitive world, most new products 

quickly fail. Knowing how to advertise in the global 

market can help companies win the competition for 

success. 

Text  

 

 

Read the text and answer the following 

questions: 

1 What is the best kind of advertising? 
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2 Why do most companies use advertising 

agencies? 

3When a company hires an advertising agency, 

what are the roles of both parties? 

4What is a media plan? 

5Why does advertising become ineffective after a 

certain point? 

 

HOW COMPANIES ADVERTISE 

 

Advertising informs consumers about the 

existence and benefits of products and services, 

and attempts to persuade them to buy them. The 

best form of advertising is probably word-of-

mouth advertising, which occurs when people tell 

their friends about the benefits of products or 

services that they have purchased. Yet virtually 

no providers of goods or services rely on this 

alone, but use paid advertising instead. Indeed, 

many organizations also use institutional or 

prestige advertising, which is designed to build 

up their reputation rather than to sell particular 

products. 

Although large companies could easily setup 

their own advertising departments, write their 

own advertisements, and buy media space 

themselves, they tend to use the services of large 
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advertising agencies. These are likely to have 

more resources, and more knowledge about all 

aspects of advertising and advertising media than 

a single company. 

The client company generally gives the 

advertising agency an agreed budget; a statement 

of the objectives of the advertising campaign, 

known as a brief; and an overall advertising 

strategy concerning the message to be 

communicated to the target customers. The 

agency creates advertisements ( the word is often 

abbreviated to adverts or ads), and develops a 

media plan specifying which media - newspapers, 

magazines, radio, television, cinema, posters, 

mail, etc. - will be used and in which proportions. 

(On television and radio, ads are often known as 

commercials). 

The agency’s media planners have to decide 

what percentage of the target market they want to 

reach ( how many people will be exposed to the 

ads) and the number of times they are likely to 

see them. Advertising people talk about 

frequency or ‘OTS’ (opportunities to see) and the 

threshold effect - the point at which advertising 

becomes effective. 

On the other hand, excessive advertising is 

counterproductive because after too many 
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exposures people tend to stop noticing ads, or 

begin to find them irritating. And once the most 

promising prospective customers have been 

reached, there are diminishing returns, i.e. an 

ever-smaller increase in sales in relation to 

increased advertising spending. 

                                

Discussion 

Which of the following claims do you agree with? 

1) Advertising is essential for business, 

especially for launching new                          

consumer products; 

2) A large reduction of advertising would 

decrease sales; 

3) Advertising often persuades people to buy 

things they don't need; 

4) Advertising often persuades people to buy 

things they don't want; 

5) Advertising lowers the public's taste; 

6) Advertising raises prices; 

7) Advertising does not present a true picture 

of products; 

8) Advertising has a bad influence on 

children. 

 

Unit 6. International trade. 
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INTERNATIONAL BUSINESS 

 

Text  

 

The international corporation or global company has 

its origin. Usually it is the outgrowth of the great 

trading companies of the 17th and 18th centuries. In 

1811 a New York statute said corporations could be 

created by the filing of documents. After that it 

became a matter of bureaucratic operations to 

become a corporation. By 1850 it was a very 

common thing in the United States and was under 

general statute in European countries as well. Since 

that time the corporate movement began. As the jet 

plane, satellite communications and computers 

began, it became possible for a company to control 

business in all the world; 

The growth of international corporates operations is 

faster than the economic growth of the industrialized 

nations. There are some projects which predict that 

within a generation almost a half of the free words 

production will be internationalized. 

This trend for internationalism presupposes some 

benefits such as new jobs, higher living standards 

and the closing of the gaps between people - 

economic, educational and technological. At the 
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same time serious questions can be asked. Is it the 

most efficient way to use world researches? Can the 

international, corporation be the best force for a 

better world? Is it politically stronger than 

government? Can it take care of the self interest and 

competitiveness on behalf of the greatest good? And 

in what way can the global company work toward 

easing the worlds crises - monetary, political, energy 

and food? 

 

Active Vocabulary 

 

multinational corporation- международная 

корпорация 

global company-международная компания  

outgrowth-продукт, результат 

 

statute-законодательный акт 

satellite communication-спутниковая связь 

closing of the gaps-сближение границ 

jet plane-реактивный самолет 

bureaucratic-бюрократический 

 

 

Comprehension Questions 
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1. What is the origin of the multinational 

company? 

2. When did the corporate movement begin? 

3. Why did it become possible for a company to 

control enterprises on the other side of the 

globe? 

4. How quickly is internationalism growing? . 

5. What can internationalism bring? 

6. What problems can arise with 

internationalism? 

7. What are your own answers and explanations 

to this problems? 

 

 

Vocabulary Practice  

 

Exercice  

Choose the necessary word and put it in the 

sentence. 

1.All countries must prepare for                                    

1 lintemationalized  

possible energy... in the future and 

save fuel. 

2.If you want to form a corporation                                    

2 statute  

today you must fulfil... operations.  
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3.When one deals with the currency                                    

3 bureaucratic 

 of another country, it is necessary to  

know the current... exchange rate.  

4.... is one factor t6 influence the                                    

4 monetary 

growth of international business.  

5.Some analysts state that most of the 5 crisis  

free  worlds production will be...  

 I internationalized  within a generation.     

6.In 1985 the... said that cooperatives  could be 

created.       5 satellite                                                                                

                                                                                                

6 communication 

7.International corporation is very 

often an... of old trading companies.                                      

7 outgrowth 

Dialogue 

 

Nick and Ann are having lunch. Nick is an executive 

in the international computer company. 

Nick  Do you like the idea of taking a month’s trip 

to Europe and the Far East? 

Ann  What? You are kidding.  
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Nick  No. First of all I must say that it’s a business  

trip. The company wants me to visit some of our 

operations. I should have meetings about the new 

computer I am developing. They think if we 

combine expertise we’ll advance more quickly. 

Ann  Oh, Nick. It’s great. Where are we going to? 

Nick To nine countries. We have nine development 

laboratories. In fact, only now I realize how large the 

company is, a real global company. 

Ann But the Company started here in America. 

Nick Yes. In this sense, we’re American. Each 

company has to be incorporated somewhere, here or 

in Japan or Canada or India. But our corporation is a 

real multinational one. 

Ann What does it mean then? 

Nick Well, we are in 126 countries and we have 

there 125000 employees. We do our business in 28 

languages and more than 32 currencies. Our plants  

are situated in 13 countries and we have eight 

development labs. 

Ann Now I see. You are multinational. But such 

industries as shipbuilding, aircraft, automobiles can’t 

survive without selling abroad. 

Nick Right. By the way, do you know that for the 

last seven years more than half of the corporation's 

net income has come from overseas business. We 

are the part of the world community. 
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Ann It’s exciting, isn’t it? 

Nick Yes, now we really can feel that nations are 

tied to each other through business operations. This 

internationalism is our hope for a better world. 

Ann Well it’s time to pack. 

Nick Later 

Ann Nick, can you explain me why do you sell a 

computer to a company in Canada when the 

company has a plant in Canada? 

Nick Well, Ann. For example, it’s not unusual for a 

automobile company from Britain to manufacture 

automobiles in France for sale in Britain with 

Canadian-made engine, Swiss transmission and 

German axles. It’s international business. 

Ann But it is so complicated to sell the goods to a 

foreign company with different currencies and all 

that. 

Nick I can tell you how we do. 

 Ann It’s very interesting. 

 Nick  When we deliver the machine to the shipping 

company, we receive a bill of lading. It’s a receipt 

from the shipping company and it’s also the foreign 

company’s claim to the computer when it gets to 

England, 

Ann  And what‘s then? 

Nick Then we write draft or check which direct the 

British company to pay a sum in British pounds to a 
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third party in, let’s say, 90 days. We call it a "bill of 

exchange", which includes the rate of exchange at 

the time and, in addition, the interest. It must be paid 

in the 90 day extension of credit. 

Ann That is hard time getting the money, isn‘t it? 

Nick No. We take the draft, the bill of lading and 

other necessary papers to our New York bank. The 

draft is sold at discount, it means without interest 

change, for the face value and get dollars. That’s the 

way. 

Ann  Well, but you get your money from the bank. 

How does the British company pay? Who do they 

pay? 

Nick It’s quite simple, New York bank sends the 

documents, and the draft to its branch in London or 

to a British bank. The transaction is finished usually 

by accepting British pounds into a checking account 

in a London bank. 

Ann  It seems rather complicating. 

Nick  It only seems so. The US supplied a computer, 

exported the merchandise and got back a checking 

account deposit in a London bank, importing claim 

on British goods and services. 

Ann  Could you have dollars instead? 
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Nick  Sure, but in this case we would have reduced 

the existing British claim on American goods and 

services. 

Ann So what? 

Nick  If some nations pile up continuing capital 

surpluses and other continuing deficits the problem 

can arise in international economics. 

Ann  I see that I must study the subject thoroughly 

before we can continue. 

Nick  Yes, may be. 

                       

  Exercise  Translate into English. 

1. Многие международные корпорации 

возникли в результате объединения известных 

компаний. 

2. Спутниковая связь способствует развитию 

международных корпораций. 

3. Банк затребовал чеки. 

4. Компания просит продления кредита. 

5. Обратитесь за кредитом в наш британский 

филиал. 

6. Чистая прибыль от продажи этого товара 

будет очень высокой. 

7. Нам необходимо накопить капитал для 

реконструкции производства. 

8. Британская сторона отвечает за пересылку. 
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SELF-CONTROL  

 

ЗАДАНИЕ 
 

Какие преимущества и какие недостатки 

имеют следующие формы организации 

бизнеса? 

Образец ответа: A private limited company can 

increase its capital by selling shares. 

1. a sole trader 

2. a partnership 

3. a private limited company 

4. franchising 

Advantages 

1. You have the total control of your business. 

2. This is a good way of starting a business. 

3. The financial risks that you are taking are 

small. 

4. You can increase your capital by selling 

shares. 

5. You can go into business with small initial 

capital. 

Disadvantages 

1. There is a danger of conflicts with partners. 



 
 

 
 

93 

2. It may be difficult to expand. 

3. You may have to sell your possessions if 

the company goes into debt. 

 

ТЕКСТ 

INTERNATIONAL TRADE 

International trade is the exchange of goods and 

services between different countries. Depending 

on what a country produces and needs, it can 

export (sell goods to another country) and 

import (buy goods from another country). 

Governments can control international trade<> 

The most common measures are tariffs (or 

duties) and quotas. A tariff is a tax on imported 

goods, and a quota is the maximum quantity of 

a product allowed into a country during a 

certain period of time. These measures are 

protectionist as they raise the price of imported 

goods to «protect» domestically produced 

goods.  

  International organizations such as the WTO 

(World Trade Organization) regulate tariffs and 

reduce trade restrictions between member 
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countries. 

Companies can choose various methods to establish 

their products in a foreign market. One option is to 

start by working with local experts such as sales 

agents or distributors, who have the knowledge of 

the market and sell on behalf of the company. This 

often leads to the company opening a local branch or 

sales office. Another option is to sell patents and 

licenses, or give permission to use patents and 

licenses for their products. Companies may wish to 

start by manufacturing in the export market, in 

which case they can either set up a local subsidiary 

or a joint venture with a local partner. 

 

Vocabulary  

 

tariff – налог 

duty – пошлина 

quota – квота 

protectionist –  протекционистские 

knowledge of the market – знание рынка 
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To establish -  зд. продвигать,внедрять 

sales agents -  агенты по продаже 

local branch  - местный филиал 

distributors - дистрибуторы 

on behalf of - от имени  

to set up -  учредить, открыть, основать 

local subsidiary - местная фирма-филиал 

joint venture - совместное предприятие, СП 

 

Unit 7. COMPUTERS IN ECONOMICS 

Text 

The computer industry is one of the largest in 

western countries and especially in the USA. It 

includes companies that manufacture, sell and lease 

computers, as well as companies that supply 

products and services for people working with 

computers. 

A computer cannot think. A human operator puts 

data into the computer and gives instructions. The 
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operator writes instructions which determine the 

mathematical operations on information. A 

computer sdlves mathematical problems very 

rapidly. Traditionally, the computer in business is 

used to process data. This involves different 

administrative functions such as preparation of 

payrolls, inventory control in manufacturing, 

warehousing and distribution operations, customer 

accounting, billing by banks, insurance companies, 

public utilities and mass circulation magazines. Now 

the computer takes on new kinds of jobs. It has 

become more involved in business operations as an 

essential tool in making decisions at the highest 

administrative level. 

                            

Active Vocabulary 

to give instructions - давать инструкции . 

to put data- закладывать данные 

to solve mathematical problems - решать 

математические задачи 

to process data - обрабатывать данные 

 preparation of payrolls - подготовка ведомостей 
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 inventory control -инвентаризационный контроль 

werehousing - складирование товаров 

distribution operations - распределительные 

операции 

Comprehension Questions 

1.What does the computer industry include? 

2.In what way does a computer operate? 

3.How was the computer traditionally used in 

business? 

4.What new kinds of jobs is the computer taking? 

 

 

 

 

 

 

 

 



 
 

 
 

98 

Vocabulary Practice 

Exercise  Choose the necessary word and put it in 

the sentence. 

  

1 Distribution operations, preparation of payroll 

are... functions that the computer performs for 

business. 

2 Computer is programmed to...fast and accurately. 

3 If a small company cannot afford to buy a 

computer, 

 they can... the services of computer. 

4 A programmer feeds the... into 

 the computer. 

5 Many companies use 

 the computers for their... 

6 A computer solves problems 

 by... information. 

 

 

1 process data 

2 lease  

3 inventory  control  

4 processing   

5 administrative  

6 data and instructions 
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Dialogue 

 

( Simona and Berg work in a large supermarket. Berg 

is the 

Manager and Simona is the Head Buyer.) 

Berg I am so glad you had this business trip. I also 

would 

have liked to go but it's a problem for me to get away. 

Tell me everything about your business trip. 

Simona It was really great, Berg. It was worth looking 

over the operations of the store. It‘s very well 

organized and I believe we should consider adopting 

some of the methods. 

Berg Is it really so? 

Simona Absolutely. Berg, their computer system is 

remarkable. 

Berg Can you tell me more about it? Simona Oh, 

sure. First, they've replaced their cash registers with 

special terminals. 

Berg What for? 

Simona They record on tape the departmrnt number, 

classification of items, amount of sale and name of 

salesclerk for each sale. 

Berg Do you think we really need all that information 
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on tape? 

Simona We put on the same information on our sales 

checks. 

Berg Yes, but in cases of exchanges we need to know 

all 

that. 

Simona And for other things too. 

Berg Well? 

Simona For inventory control, for example. During 

the 

night, the tapes containing the information are fed into 

the computer. 

Berg And then what? 

Simona Every morning the computer prepares reports 

on 

the sales of the day before, classified by department 

and buyer. 

Berg So, it is possible to have almost instant records. 

Simona You are right. The inventory is kept up to 

date 

automatically. Imagine, how efficient we could be. 

Berg It is great. But I think with the help of a 

computer 

we could offer more personal services to our 

customers. 

Simona What do you mean? 

Berg Having such up-to-date records and complete 
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inventory we could keep records of birthdays and 

anniversaries and have gift suggestions based on 

customer records, and a million of other things. 

Simona Don‘t hurry. Let‘s get going on first things 

first. 

 

 

Active Vocabulary 

Head Buyer — начальник отдела снабжения 

магазина 

to adopt methods — внедрять методы terminal — 

терминал, вывод, конец, граница 

to feed the information in the computer — 

закладывать информацию в компьютер 

to date — вычислять подсчитывать 

Exercise . Read the text and put 10 questions to 

it. 

 

Lorrain Weller from "Modern English 

International" warns us. However hard the 

manufacturers and advertisers of personal 

computers try to convince us of friendliness of 

their product, it is still a fact that if you want to 

programme your own computer, you have to learn 
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its language. It doesn't understand yours. This 

simple fact is the reason why so many home 

computers are underused i It also prevents3 lots of 

people from buying their own computer. Rather 

than licking4 your hand the computer quite often 

bites . 

Imagine yourself having a conversation with an 

English person. You make one small grammar 

mistake, maybe you say have instead of has. It 

doesn't matter. The person understands your 

meaning and the conversation continues. This 

doesn‘t happen with a computer. If you make 

even the smallest mistake in its language, the 

conversation breaks down completely and you 

have to go back to the beginning. It can be very 

frustrating . 

In the United States, in Japan, in Britain, computer 

specialists are ail trying to develop a computer that 

will understand human language. 

to convince - убеждать 

to underuse - использовать не на полную 

мощность 

to prevent - (зд.)останавливать, 

предотвращать to lick - лизать 

to bite - кусать 

frustrating - изнурительный 
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Exercise . Translate into English. 

1. Некоторые компании не производят и не 

продают компьютеры, а сдают их в прокат. 

2. Программист закладывает данные в 

компьютер. 

3. В бизнесе компьютер используется для 

обработки данных. 

4. Программное обеспечение очень дорого. 

5. Компьютер помогает принимать решения на 

высшем административном уровне. 

Компьютер используется для осуществления 

многих административных функций, подготовки 

ведомостей, инвентаризационного контроля. 

 

   SELF-CONTROL  

 
 

Text 

THE ROLE OF COMPUTERS IN BUSINESS 

 

When first developed, computers were not used 

in business. It was not until the late 19,50s and 

early 1960s that computers began to be used to 

organize, store, process and present vast amounts 
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of business information. In 1954 the first business 

application of a computer system was made for 

the processing of payroll. T"oday payroll is just 

one of many routine computer operations. There 

has been a rapid increase of computer usage into 

almost every aspect of business: 

factory,production. inventory control,, 

,warehousing and distribution, record-keeping, 

and even assistance in problem-solving and 

decisionmaking.' 

Computers handle large amounts of data 

rapidly and can efficiently categorize, process, 

and report information for a variety of business 

operations. Computers, in fact, have a virtually 

unlimited capacity for processing business data. 

However, since" computers cannot think, their 

role in business is limited to those areas in which 

they can process information more effectively and 

efficiently than human-beings.  

Computers have become an integral part of day- to-

day- business transactions as well as analytic tools for 

long-range planning research and development.  

Currently, businesses ,are developing overall 

management information systems in which 

computers function is an essential tool  in problem 

solving and decision making at all administrative 

levels.   
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Unit 8. BUSSINES CORRESPONDENCE 

 

ENGLISH BUSINESS LETTERS ДЕЛОВЫЕ 

ПИСЬМА НА АНГЛИЙСКОМ ЯЗЫКЕ 

 

Structure and layout of business letters. 

Business letters in dif-ferent countries are identical. 

As a rule, business letters are written on the form of 

the firm and consist of 9 elements: 

1. Date. 

2. The internal address- name and address of 

theperson, to whom the letteris directed. 

3. Polite greeting. 

4. Subject of the letter(optional) 

 

 

Структура и оформление деловых писем 

 

Деловые письма в разных странах по своей 

форме одинаковы. Как правило, деловые письма 

пишутся на бланке фирмы и состоят из 9 

элементов: 

1. Дата. 

2. Внутренний адрес-имя и адрес липа, 

которому адресуется письмо. 

3. Вступительное обращение — приветствие 
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4. Указание на содержание письма или о чем 

оно(необязательно). 

 

ОБРАЗЕЦ РАСПОЛОЖЕНИЯ ЭЛЕМЕНТОВ 

ПИСЬМА 

 

 

1. Дата Nov. 10, 2012 

2.Внутренний адрес 

 Mr. George Ganson 

113 Carpenter Ave, 11579  

Sea Cliff, NY, USA 

3.Приветствие 

 Dear Mr Ganson, 

4.Тема письма  

Re: Offer of goods 

5. Текст письма 

 Thank you very much for your offer of goods sent 

to us. 

  We shall keep you informed as to our decision 

concerning the terms and conditions of your offer. 

6 .Заключительная формула вежливости 

Very truly yours, 

7. Подпись  

J. В. Priestly 

8.Указание на приложения  
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2 Enclosures 

9 Указание на копии, 

 сс: J. Smith 

 

 

1. Дата 

В английских деловых письмах дата (день, 

месяц, год) печатается справа. Обычно дата 

печатается полностью, а не в цифровом 

выражении. 

Вот варианты написания одной и той же даты: 

10th October, 2002; 10 October, 2002; 

October 10th, 20($2; October 10, 2002 

 

Названия месяцев можно писать в сокращении. 

Названия месяцев, кроме March, May, June и July, 

сокращаются следующим образом: 

January — Jan.               September — Sept. 

February - Feb.               October - Oct. 

April — Apr.               November — Nov. 

August  Aug.                December — Dec. 

В американских деловых письмах дата пишется 

иначе чем в русских, так как обозначается 

сначала месяц, затем день и год. 

Дату не следует писать в цифровом выражении, 

поскольку это легко может ввести в 
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заблуждение, 2 сентября 2012 года в 

американском варианте будет Sept. 10, 2012 

 

2. Внутренний адрес 

Внутренний адрес (название и адрес фирмы-

получа- теля письма) пишется от начала поля 

слева, с тем, чтобы его было видно в прозрачном 

окошке конверта (при наличии такого конверта), 

если письмо сложено правильно 

3. Вступительное обращение (приветствие) 

Вступительное обращение предшествует тексту 

письма, печатается через 2 интервала от 

внутреннего адреса и начинается от поля слева. 

ENQUIRY LETTER. ПИСЬМО-ЗАПРОС. 

QUOTATION (OFFER) ПРЕДЛОЖЕНИЕ 

 

 Прочитайте и переведите образец письма-

запроса. 

                                

                                                   HOWARD & 

PRATT 

                                                   Ladies’ Clothing  

                                                   306, 3d Avenue 

                                                   Chicago, 111. 60602 

                                                   USA 
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                                                   Oct. 21,2012 

 

JACKSON & MILES 

 118 Regent Street  

 London WIC 37D 

 UK 

 

 Gentlemen: 

   We saw a collection of women’s dresses in your 

October catalogue. The lines you showed would be 

most suitable for our market. 

Would you kindly send us your quotation for 

clothing that you could supply to us by the end of 

November? 

   We would require 1,000 dresses in each of the 

sizes 10 - 14, and 500 in sizes 8 and 16. 

   We propose the payment made by Letter of Credit. 

   Thank you for an early reply. 

 

Very truly yours, 

                                                                     

P.PRATT,Jr 

                                                                     (P. Pratt) 

                                                                     Buyers 
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Vocabulary 

clothing-одежда 

catalogue (Am. catalog)-каталог 

suitable-подходящий, пригодный  

quotation-предложение, котировки, расценки  

to require-требовать 

supply-снабжение, поставка; 

to supply-поставлять  

payment-платеж  

Letter of Credit (L/C)-аккредитив  

early reply-скорый ответ  

quantity-количество 
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QUESTIONS: 

What do the Buyers ask for in their enquiry letter? 

What quantities of goods do they require? 

What terms of payment do the Buyers propose? 

 

QUOTATION (OFFER) 

ПРЕДЛОЖЕНИЕ (ОФЕРТА) 

 

An offer – Предложение (оферта) 

Kinds of offers. - Виды предложений. 

An offer (a quotation) is a statement by the sellers 

usually in written form expressing their wish to sell 

the goods.  - Предложение (котировка, расценка) 

— это заявление продавцов, обычно в 

письменной форме, выражающее их желание 

продать товары.  

 

Offers as a rule include the following information: 

- the description of the goods offered (their quality, 

quantity) - Предложения, как правило, содержат 

следующую информацию: 

описание, предлагаемых товаров (их качество, 

количество) 
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Прочтите и переведите образец письма-

предложения 

JACKSON & MILES 118 Regent Street 

London WIC 37D- UK 

Oct. 28, 2013 

HOWARD & PRATT  

Ladies’ Clothing  

306,3d Avenue  

Chicago, III. 60602 

 USA 

 

Dear Sirs, 

We are pleased to make you a firm offer 

regarding our products in the size you 

require. Nearly all the models are obtainable 

and can be delivered to you by the end of 

November. All other models of dresses can 

be supplied by the middle of December 2000, 

subject to our receiving your order by 15th of 

November. If you prefer the goods to be 

shipped by air freight, this kind of shipment 

will be charged extra at cost. 

Yours faithfully, 
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D. A. Leary Manager 

Export Department Sellers 

 

Vocabulary 

 

firm offfer твердое предложение, твердая оферта  

regarding касающийся 

with regard to относительно  

to require требовать  

obtainable который может быть получен  

to deliver поставлять  

shipment отгрузка, отправка 

to receive получать  

to charge назначить цену, взимать 

to prefer предпочитать 

air freight перевозка воздушным путем  

cost стоимость 

extra at cost дополнительная оплата 

subject to при условии, что 

quantity количество  
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QUESTIONS: 

1.When can the Sellers deliver the goods to the 

Buyers? 

2.When can the Sellers supply all other models of 

dresses? 

3.What is charged extra at cost? 

 

EXPRESSIONS USED IN ENQUIRIES FOR 

CATALOGUES, BROCHURES  ETC. AND IN 

ANSWERS TO SUCH ENQUIRIES  

ВЫРАЖЕНИЯ, ИСПОЛЬЗУЕМЫЕ В 

ЗАПРОСАХ НА КАТАЛОГИ, БРОШЮРЫ и 

т.д. И В ОТВЕТАХ НА ТАКИЕ ЗАПРОСЫ 

 

Мы будем обязаны, если Вы пошлете нам Ваши 

самые последние каталоги, брошюры или любые 

другие публикации. - We shall be obliged if you 

wii-lf .send us your latest catalogues, brochures or 

any other publications. 

 

Мы рады приложить наш самый последний ка-

талог, иллюстрирующий ассортимент наших 

изделий, который, мы полагаем, Вы найдете 

полезным. - We are pleased to enclose our latest 

catalogue illustrating our range of products, which 

we trust you will find useful. 
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Как только каталоги будут в наличии, мы 

пошлем Вам несколько копий. - As soon as the 

catalogues are available, we will send you some 

copies. 

 

 

SELF-CONTROL  

 
ORDER OF GOODS 

ПИСЬМО-ЗАКАЗ НА ТОВАРЫ 

 

Прочтите и переведите образец письма-заказа 

на товары: 

 

HOWARD & PRATT  

Ladies’ Clothing  

306, 3d Avenue  

Chicago, Щ 60602 

 USA 

Nov. 4, 2014 

JACKSON & MILES 

 118 Regent Street 

 London W1C 37D 

 UK 
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Gentlemen: 

Re: Order of Goods 

Thank you for your quotation of October 28. We 

have pleasure in placing an order with you for 1,500 

dresses to the amount of US $38,745 in the colors 

and sizes specified below: 

 

 

Quantity 

Size 

Colour 

 

Price per unit Amount 

Delivery: airfreight, c.i.f., Chicago A Letter of 

Credit will be opened by us with your bank as soon 

as we receive your confirmation of order. 

Please arrange for immediate shipment by air 

freight. Very truly yours, 

 

                            P. PRATT,Jr  

                           (P.Pratt) 

                            Buyers 
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Vocabulary 

to place an order поместить заказ 

to specify определять, указывать, упоминать 

price per unit цена за единицу 

amount сумма 

below ниже 

delivery доставка, поставка 

air freight воздушный фрахт 

c.i.f. (cost, insurance, freight)  условие перевозки 

to receive confirmation of order получать 

подтверждение заказа 

to arrange  устраивать, договариваться, рас-

полагать 

immediate немедленный, непосредственный 

shipment отгрузка, отправка, перевозка товаров 
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Questions 

1.What number of dresses do the Buyers order? 

2.When will the Buyers open the letter of credit with 

the Sellers bank? 

3.What kind of shipment do the Buyers ask to 

arrange? 

4.What is the amount of the order? 

 

CONFIRMATION OF ORDER BY SELLERS 

ПИСЬМО-ПОАТВЕРЖАЕНИЕ ПОЛУЧЕНИЯ 

ЗАКАЗА  

ПРОДАВЦАМИ 

 

 

JACKSON & MILES 118 Regent Street London 

WIC 37D UK 

HOWARD & PRATT Ladies’ Clothing 306,3d 

Avenue Chicago, III. 60602  

 

USA Oct. 15, 2014 

Dear Sirs, 

We acknowledge receipt of your order for women’s 

dresses dated Nov. 4, 2000 and agree to execute it in 
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strict accordance with its terms and conditions which 

we hereby accept and confirm in all respects. 

Yours faithfully, D. A. Leary Manager 

Export Department Sellers 

to acknowledge [эк'nolids] подтверждать 

receipt [ri'si:t] 

получение to agree [o'gri:] соглашаться 

to execute ['eksikju:t] выполнять in strict 

accordance 

with [g'koidons] в строгом соответствии с 

 

Прочтите и переведите образец письма-

рекламации. 

 

HOWARD & PRATT Ladies’ Clothing 

306, 3d Avenue' 

Chicago, III. 60602 USA 

JACKSON & MILES 

118 Regent Street 

London W1C 37D 

UK 

November 22nd, 2014 

Gentlemen! 
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Thank you for your delivery f dresses which were 

ordered on Nov. 4, 2000. However we wish to draw 

your attention to two matters. 

1. Concerning the red dresses supplied: one 

lot of 100 (size 12) included clothes of a lighter red 

colour than the other sizes. We are returning them, 

and would ask you to replace the whole lot by 100 

dresses (size 12) in the correct colour. 

2. As far as your charges for air freight are 

concerned, we agree to pay the extra costs which 

you invoiced. However your costs for packing and 

insurance must have been lower for air cargo, and 

we request you to take this fact into consideration 

and to make an adjustment to the invoice amount. 

Would you please send us a rectified invoice, 

reduced accordingly. 

We look forward to your dealing with these 

questions without delay-Very truly yours. 

 

                                                 P.PRATT.Jr 

                                                     (P.Pratt) 

                                                     Buyers 
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 Как выразить неудовлетворение? 

 

1 Мы не удовлетворены предложенными Вами 

условиями. 

2 Я очень обеспокоен тем, что Вы не сможете... 

3 Настоящим письмом я заявляю категорический 

протест против... 

4 Это вызывает цепь определенных затруднений. 

 

 

1 We are not content about the terms you suggested. 

2 I am most troubled that you will not be able to... 

3 By this letter I categorically protest against... 

4 This sets up a chain involving several complica-

tions. 

 

 

Unit 9. SUPPLEMENTARY READING 

Reading №1 

What is marketing? 

Marketing begins long before a product or service is 

put on the market. It combines market research, new 

product development, distribution, advertising, 

promotion, product improvement, and so on. 
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A market-focused, or customer-focused, 

organization first determines what is potential 

customers desire, and then builds the product or 

service. Marketing theory and practice is justified in 

the belief that customers use a product or service 

because they have a need, or because it provides a 

perceived benefit. 

Two major factors of marketing are the recruitment 

of new customers (acquisition) and the retention and 

expansion of relationships with existing customers 

(base management). 

Once a marketer has converted the prospective 

buyer, base management marketing takes over. The 

process for base management shifts the marketer to 

building a relationship, nurturing the links, 

enhancing the benefits that sold the buyer in the first 

place, and improving the product/service 

continuously to protect the business from 

competitive encroachments. 

Marketing methods are informed by many of the 

social sciences, particularly psychology, sociology, 

and economics. Anthropology is also a small, but 

growing influence. Market research underpins these 

activities. Through advertising, it also related to 

many of the creative arts. 
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For marketing plan to be successful, the mix of the 

four Ps must reflect the wants and desires of the 

consumers in the target market. Trying to convince a 

market segment to buy something they don’t want is 

extremely expensive and seldom successful. 

Marketers depend on marketing research, both 

formal and informal, to determine what consumers 

want and what they are willing to pay for it. 

Marketers hope that this process will give them a 

sustainable competitive advantage (SCA). Marketing 

management is the practical application of this 

process. The offer is also an important addition to 

the 4P’s  theory. 

Within most organizations, the activities 

encompassed by the marketing function are led by a 

Vice President or Director of Marketing. A growing 

number of organizations, especially large US 

companies, have a Chief Marketing Officer (CMO) 

position, reporting to the Chief Executive Officer 

(CEO). 

The American Marketing Association (AMA) states, 

”Marketing is the process of planning and executing 

the conception, pricing, promotion, and distribution 

of ideas, goods, and services to create exchanges 

that satisfy individual and organizational 

objectives.” 
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Two Levels of Marketing                      

Strategic Marketing attempts to determine how an 

organization competes against its competitors in a 

market place. In particular, it aims at generating a 

competitive advantage relative to its competitors. 

Operational Marketing executes marketing 

functions to attract and keep customers and to 

maximize the value derived for them, as well as to 

satisfy the customer with prompt services and 

meeting the customer expectations. Operational 

Marketing includes the determination of the 

marketing mix. 

 

 

The Seven Ps  

 

As well as the standard four Ps (Product, Pricing, 

Promotion and Place), services marketing calls 

upon an extra three, totaling seven and known 

together as the extended marketing mix. These are: 

 People: Any person coming into contact with 

customers can have an impact on overall 

satisfaction. Whether as part of a supporting 

service to a product or involved in a total 

service, people are particularly important 

because, in the customer’s eyes, they are 
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generally inseparable from the total service. 

As a result of this, they must be appropriately 

trained, well motivated and the right type of 

person. Fellow customers are also sometimes 

referred to under ’people ’, as they too can 

affect the customer’s service experience, (e.g., 

at a sporting event). 

 Process: This is the process(es) involved in 

providing a service and the behavior of 

people, which can be crucial to customer 

satisfaction. 

Physical evidence: Unlike a product, a service 

cannot be experienced before it is delivered, which 

makes it intangible. This, therefore, means that 

potential customers could perceive greater risk when 

deciding whether to use a service. To reduce the 

feeling of risk, thus improving the chance for 

success, it is often vital to offer potential customers 

the chance to see what a service would be like. This 

is done by providing physical evidence, such as case 

studies, testimonials or demonstrations.     
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Reading №2 

 

Market research 

 

The term ‘market research’ encomppasses a number 

of activities that are designed to connect marketers 

to consumers through information gathering and 

evaluation.Market research provides businesses with 

information about their customers, their competitors, 

and their overall industry.It is commonly used to 

identify marketing problems and opportunities, as 

well as to develop and evalute the effectiveness of 

marketing strategies. Market researcg can help 

entrepreneurs evalute the feasibility of a start-up 

venture before investing a great deal of time and 

capital, for example, as well as assist them in 

effectively marketing their goods and services. 

Employing such marketing strategies as market 

segmentation and product differentiation would be 

nearly impossible without first conducting market 

research. 

Although market research can be costly, it is often 

even more costly to make erroneous decisions based 

upon bad or inadequate information. In fact, an 

average business spends between 25 and 50 per cent 

of its annual marketing budget on research activities. 

There is a great deal of helpful information available 
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to entrepreneurs who know where to look, and there 

are many consultants, advertising firms, and market 

research specialists who offer their services to 

businesses. 

The information gathered through market research 

can be divided into two main categories. The first 

category-primary information-generally does not 

exist in a coherent form before the marketet gathers 

it in response to a particular question or a problem. 

The most common methods of gathering primary 

market research information are through direct mail, 

telemarketing, and personal interviews. 

The other category-secondary information-has 

already been compiled and organized by a source 

other the marketer. Rather than looking at a specific 

marketing problem faced by an individual company, 

secondary information generally tracks trends within 

a marketer, and industry, a demographic group, or a 

geographic region. Some possible sources of a 

secondary market research information include 

government reports, trade association records, 

newspaper and magazine surveys, university-

sponsored research, local chamber of commerce 

records, on-line services, and competitors’ annual 

reports. 

Market research can provide business owners with 

the information they need to a answer a wide range 
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of questions, including: Who are my 

customers?Where are they located?How much and 

how often will they buy?and What product attributes 

do they prefer? 

Given the importance of a market research-and its 

potential cost-experts recommend that businesses 

follow a step-by-step approach in order to gain the 

most benefits from their research activities.The first 

step in the market research process is to define the 

marketing problem to be addressed. Next,a marketer 

should determine what information is needed to 

solve the problem, as well as what sources should be 

used to tion at this early stage in order to give their  

definition of the problem more focus and to develop 

tentative answers 

that can be tested during the next stage of the 

process. The third step involves planning the 

research. This step includes selecting the techniques 

to be used for gathering data and deciding on an 

appropriate group, or sample, to be included in the 

research.Fourth, a marketer actually gathers the 

necessary data.The fifth step involves analyzing and 

interpreting the information that has been gathered. 

Finally, the marketer reaches a conclusion about the 

marketing problem and translates the findings into 

changes in the firm’s overall marketing in strategy.  
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Reading №3 

 

Market segmentation 

 

Market segmentation is the science of dividing an 

overall market into key customers subsets, or 

segments, whose members share similiar 

characteristic and needs. Because it involves 

significant market research, market segmentation 

can be costly. But it is especially important for those 

businesses, which lack the resourses to target large 

aggregate markets or to maintain a wide range of 

differentiated products for varied markets. Market 

segmentation allows a business to develop a product 

and a marketiong mix that fit a relatively 

homogenous part of the total market. By focusing its 

resourses on a specific customer base in this way, a 

business may be able to carve out a market niche 

that it can serve better than its competitiors. 

Market segmentation uses the strategies that range 

from mass marketing-in which a single product is 

offered  to all customers in a market-to one-to-one 

marketing-in which a different product is 

specifically designed for each individual customer in 

a market.Most businesses realize that since no two 
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people are exactly alike, it is unlikely that they will 

be able to please all customers in a market with a 

single product.They also realize that it is rarely 

feasible to create a sistinct product for every 

customers.Instead, most businesses attempt to 

improve their odds of attracting a significant base of 

customers by dividing the overall market into 

segments, then trying to match their product and 

marketing mix more closely to the needs of one or 

more segments.A number of customers 

characteristics, know as segmentation bases, can be 

used to define market segments.Some commonly 

used bases include agem gender, income, 

geograhpical area, and buying  behavior. 
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Reading №4 

 

Intelligent Pricing 

 

Intelligent pricing is one of the most important 

elements of any successful business venture.Yet 

many entrepreneurs fail educate themselves 

adequately about various pricing components and 

strategies before launching a new business.Smart 

business owners will weigh many marketplace 

factors before setting prices for their goods and 

services. 

 

Cost Factors and Pricing 

 

There are four primary cost factors that need to be 

considered by businesses when determing the prices 

that they charge for their goods or services.After all, 

price alone means litle if it not figured within the 

context of operating costs.A company may be able 

to command a hefty price for an item, only to find 

that the various costs of producing and delivering 

that item eliminate most or all of the profit that it 

realizes on the sale.It should also be noted that 

service businesses often find it more difficult to 

accurately gauge their costs.A freelance copyeditor 

may find that one 2,500-word article takes twice as 
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long to compleate as another article of the same size 

because of differences in quality that are often 

difficult to anticipate ahead of time  

 

Labour Costs 

 

Labour costs consist of the cost of the work that 

goes into the manufacturing of a product of the 

execution of a service. Direct labour costs can be 

figured by multiplying the cost of  labour  per hour 

by the number of employee-hours required to 

complete the job. Business owners, however, need to 

keep in mind that the ‘cost of  labour per hour’ 

includes not only hourly wage of salary of the 

relevant employees, but also the costs of the fringe 

benefits that those workers receive. These fringe 

benefits can include social security, retirement 

benefits, insurance, unemployment compensation, 

workers compensation, and other benefits. 

 

Material Costs 

 

 Material costs are the costs of all materials that are 

part of the final product offered by the business. As 

with labour, this expense can apply to both goods 

and services. In the case of goods, material costs 

refer to the costs of the various components that 
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make up a product, while material costs associated 

with services rendered typically include replacement 

parts, building parts, etc. A deck builder, for 

example, would include such items as lumber, nails, 

and sealer as material costs. 

 

Overhead Costs 

  

Overhead costs are costs that cannot be directly 

attributed to one particular product of service. Some 

business consultants simply refer to overhead costs 

as those business expenses that do not qualify as 

labour costs or material costs. These costs include 

indirect expenses such as general supplies, heating 

and lighting expenditures, depreciation, taxes, 

advertising, rental ir leasing costs, transportation, 

employee discounts, damaged merchandise, business 

memberships, and insurance. A certain percentage of 

employees usually fit in this category as well. While 

the wages and benefits received by an assembly line 

worker involved in the production of a specific 

product might well qualify as a labour cost, the 

wages and benefits accrued by general support 

personel-janitors, attorneys, accountants, clerks, 

human resource personnel, receptionists-are 

included as overhead. 
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Overhead expenses are typically divided into two 

categories-fixed expenses and variable expenses. 

Fixed expenses are regular (usually monthly) 

expenses that will not change much, regardless of a 

company’s business fortunes. Examples of fixed 

expenses include rent, utilities, insurance, 

membership dues, subscriptions, accounting costs, 

and depreciation on fixed assets. Variable expenses 

are those expenses that undergo greater fluctuation, 

depending on variables such as time of year (for 

seasonal businesses), competitor advertising, and 

sales. Expenses that are more heavily predicated on 

company revenues and business owner strategies 

include office supplies, mailing and advertising, 

communications (telephone and Fax bills), and 

employee bonuses. 

 

Cost of Goods Sold     

 

 This figure is in essence the business’s total cost of 

manufacturing the products it sells or-in the case of 

retail firms-its total expenditures to purchase 

products for resale. Delivery and freight charges are 

typically included within this equation. Cost of 

goods sold provides business owners with a rough 

measurement of their gross profit margin. The figure 

usually bears a close relationship to sales, but it may 
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vary significantly if increases in the prices paid for 

merchandise cannot be offset by increases in sales 

prices, or it profit margins swell because of special 

purchare deals or sudden surges in product 

popolarity. 

 

 

 

 

Reading №5 

 

Distribution channels move products and services 

from businesses to consumers and to other 

businesses. Also know as marketing chanels, 

channels of distribution consist of a set of 

interdependent organizations-such as wholesalers, 

retailers, and sales agents-involved in making a 

product or service available for use or consumption. 

Distribution channels are just one component of the 

the overall concept of distribution  networks, which 

are the real, tangible systems of interconnected 

sources and destinations through which products 

pass on their way to final consumers. 

Distribution networks may be classified as either 

simple or complex. A simple distribution network is 

one that consist of only a single source of supply, a 
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single source of demand, or both, along with fixed 

transportations routes connecting that source with 

other parts of the network. In a simple distribution 

network, the major decisions for managers to make 

include when and how much to order and ship, 

based on internal purchasing and inventory 

considerations. 

In short, distribution describes all the logistics 

involved in delivering a company’s products or 

services to the right place, at the right time, for the 

lowest cost. In the unending efforts to realize these 

goals, the channels of distribution selected by a 

business play a vital role in this process. Well-

chosen channels constitute a significant competitive 

advantage, while poorly conceived or chosen 

channels can doom even a superior product or 

service to failure in the market. 

 

Multiple Channels of Distribution  

 

For many products and services, their manufacturers 

or providers use multiple channels of distribution. A 

personal computer, for example, might be bought 

directly from the manufacturer, either over the 

telephone, direct mail, or the Internet, or through 

several kinds of retailers, including independent 

computer stores, franchised computer stores, and 
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department stores. In addition, large and small 

businesses may make their purchases through other 

outlets. 

Channel structures range from two to five levels. 

The simplesr is a rwo-level structure in which goods 

and services move directly from the manufacturer or 

provider to the consumer. Two-level structures occur 

in some industries where consumers are able to 

order products directly from the manufacturer and 

the manufacturer fulfills those orders through its 

own physical distribution system. In a three-level 

channel structure retailers serve as intermediaries 

between consumers and manufacturers. Retailers 

order products directly from the manufacturer, then 

sell those products directly to the consumer. A 

fourth level is added when manufacturers sell to 

wholesalers rather than to retailers. In a four-level 

structure, retailers order goods from wholesalers 

rather than manufacturers. Finally, a manufacturer’s 

agent can serve as an intermediary between the 

manufacturer and its wholesalers, creating a five-

level channel structure consisting of the 

manufacturer, agent, wholesale, retail, and consumer 

levels. A five-level channel structure might also 

consist of the manufacturer, wholesale, jobber, 

retail, and consumer levels, whereby jobbers sevice 
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smaller retailers not covered by the large 

wholesalers in the industry. 

 

 

 

Reading №6 

 

Types of Advertising 

 

Media  

   

There are two basic types of advertising:product and 

corporate advertising. Product advertising aims to 

increase sales by making a concrete product or 

service known to a wide audience, and by 

emphasising its positive qualities. Corporate 

advertising is not directly concerned with increasing 

sales of particular merchandise, but more with the 

brand image of the whole company, which the latter 

wants to present to the public. It is the job of Public 

Relations (PR) experts to organise activities and 

events, which generate positive publicity for the 

company. A company can advertise in a variety of 

ways, depending on how much it wishes to spend 

and the size and type of the target audience. 
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Commercial advertising media can include wall 

paintinga, billboards, street furniture components, 

printed flyers and rack cards, radio, cinema and 

television ads, the Internet and direct mail, shopping 

carts, skywriting, bus stop benches, human 

directional, magazines, newspapers, town criesrs, 

sides of buses or airplanes, taxicab doors, roof 

mounts and passenger screens, musical stage shows, 

subway platforms and trains, elastic bands on 

disposable diapers, stickers on apples in 

supermarkets, the opening section of streaming 

audio and video, posters, and the backs of event 

tickets and supermarket receipts. Any place sponsors 

pay to deliver their mesage through a medium is 

advrtising. The design and organisation of 

advertising campaing is usually the job of an 

advertising agency. 

 

Reading №7 

 

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 
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failure. Any profits go to 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 all 

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 a llower rate than does a 

corporation. 

There are disadvantages to 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 

the 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 small business are: 

A small business is often the starting point for 

developing a new product or service. One person 

tries out an idea. If it is successful, the business 
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grows, or the product may be bought by a larger 

firm. 

The small businesses can give an individual a 

chance to gain experience, which the person may use 

later on a larger firm. 

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 customers is important. 

Sole proprietors are reassuring to customers who 

belive an individual who isnaccountable 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 innovation comes 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 ‘tinkerers’ working on hand-assembled 

machines in their garages. They have become part of 

American business and an important part of the 
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ferment, the crearivity, and competition that provide 

new strenght to the American economy. 

Of course, it is true that small business 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 for the second or 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. 

 

 

Reading №8 

 

THE BUSINESS PARTNERSHIP 

 

When a proprietor  wants to expand a 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 legal 

agreement  entered into by the coowners. Usually an 

agreement specifies the amount of money each is 
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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 partnersip 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 favorable 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 

taxes. 

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 debt. Partnerships suffer another major 

disadvantage: decision-making is shared. If partners 

have serious and constant disagreements, the 

business is bound to suffer. 

Nonetheless, the partnership remains a vital part of 

the overall business economy. The Internal Revenue 

Service reported that between 1970 and 1982 there 
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were approximately half as many business 

partnerships as corporations. 

 

 

Reading №9 

 

SMALL BUSINESS 

 

Analysts of small business recognize that several 

economic factors tend to thwart this business form. 

To offset these factors, legislation was enacted 

creating the Small Business Administration, an 

independent federal agency. In Washington, D.C., 

and regional offices around the country, trained 

specialists provide professional expertise and 

financial assistance to those wishing to form small 

businesses or to those already operating such 

businesses. 

In a typical year, oof the SBA is the management 

assistance that is offered to new or faltering 

businesses. In the SCORE program, successful 

entrepreneurs who are retired volunteer their help to 

others. Working in conjunction with individual state 

agencies and universities, the SBA also operates 

about 700 Small Business Development Centers that 
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provide technical and management assistance to new 

and existing small businesses. 

The SBA makes a serious effort to fund programs 

for minorities, especially African-, Asian- and 

Hispanic-Americans. The agency also administers 

an aggressive program to identify international 

markets and joint venture opportunities for small 

businesses that have export potential. 

In addition, the SBA is well known for its disaster 

relief program. Ever since its inception, the SBA has 

offered assistance to homeowners and business firms 

suffering physical damage as a result of floods, 

hurricanes, tornadoes and other natural disasters. 

 

 

Reading №10 

 

FRANCHISING AND CHAIN STORES 

 

Franchising, a practice adaptable to small business, 

has increased greatly in recent years. A common 

practice in the restaurant business, franchising 

combines the economic efficiencies of the large 

corporation with the benefits of local ownership. In 

this transaction, a large company allows an 

individual or  small group of entrepreneur, who is 
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usually not an employee of a parent company, is 

responsible for the management and operation of 

one or several units of the larger chain. The 

individual owner or owners must also assume most 

of the risks connected with the enterprise. 

Franchising has costs as well as benefits for the 

economy. The rise of the chain store has inhibited 

the development of single proprietorships and 

partnerships. Chain stores use mass methods buying 

in large quantities, selling a high volume and 

stressing self-service that make it possible to sell 

goods at lower prices than small-owners stores. 

Chain supermarkets, for example, using lower prices 

to attract customers, have driven out many 

independent small grocers. 

Nonetheless, many independents do survive. Some 

individual proprietors join forces with others to form 

chains of independents or cooperatives. They poll 

their buying power or become independent 

franchises, and they often serve specialized or 

‘niche’ markets. 
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Reading №11 

 

BUYING STOCK ON MARGIN 

 

Americans buy many goods on credit, and stocks are 

no exception. Investors who qualify can make a 

stock purchase by paing 50 percent down and 

getting a loan for the reminder. This is called buying 

on a ‘margin’ of 50 percent. The balance is 

borrowed at interest from the brokerage house and 

the stock certificates are deposited with the broker as 

security. The Federal Board regulates the minimum 

margins, the amount that must be paid in cash as a 

percentage of a purchase. The minimum margins, 

the amount that must be paid in cash as a percentage 

of a purchase. The minimum margins vary, 

depending on whether there is need to stimulate the 

market or curb its speculative enthusiasm. 

If an investor sells stock held on margin that has 

appreciated, the investor may pocket the profit and 

pay the broker the amount that was borrowed plus 

interest and commission. If the stock goes down, the 

broker can  issue a ‘margin call’, and the investor is 

required to pay an additional amount into the 

account. If the owner cannot produce cash, some of 

the stock is sold at the investors loss. 
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Buying stock on margin gives speculators (traders 

willing to gamble on high-risk situations ) the 

opportunity to extend the scope of their operations. 

Their available cash will buy many more shares, 

giving them the opportunity of making more profir 

and also the risk of suffering greater losses. 

At times the Federal Reserve Board requires a 100-

percent margin, meaning that all stock must be paid 

for in cash. During the 1950s, for example, the 

margin rate varied from a low of 50 percent to a high 

of 90 percent. A low rate, of course, stimulates stock 

buying, while a high rate discourages it. 

The first concern of most investors is the safety of 

their purchases. If necessary they will often take 

lower ividends to avoid great risk. In contrast, 

speculators hope to see the price of their stocks go 

up, usually within months, or even days. They are 

more interested in the future of the stock than in its 

earning power at the time of purchase. People who 

believe they can outguess the market try to buy 

before prices rise and sell before they fall. 
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Reading №12 

 

COMMODITIES FUTURES 

 

The prices of commodities– such metals as copper, 

gold, lead and tin- tend to fluctuate from one period 

of time to the next. Commodity traders fall into two 

broard categories: hedgers and speculators. Hedgers 

are business firms (or individuals ) that enter into a 

commodity contract to be assured access to the 

commodity at a guaranteed price. A firm secures a 

needed commodity and is protected against price 

fluctuation. Thousands of individualsm, in contrast, 

trade in commodity futures as speculators. 

The major reason for the rising volume of 

commodity speculation is the lure of huge profits, 

which can be made on small or thin margins. 

Uncontrolled forces such as weather or wars can 

affect supply and demand and send commodity 

prices up or down very rapidly, thereby crating great 

profits or losses. 

Speculating in commodities is done primarily at a 

commodities exchange, and there are a dozen such 

exchanges in the United States. These exchanges are 

voluntary trade associations, but they are called 

organized markets because members are required to 

follow set trading rules. Some of the most prominent 
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are in Chicago, which is the historic center of 

America’s agriculture-based industry.The Chicago 

Board of Trade is the largest center in the world for 

commodity futures in terms of volume and value of 

business. Another Chicago-based exchange is the 

Chicago Mercantile Exchange, which originally 

traded mainly in farm products, but has branched out 

to trade in foreign currency futures. 

How does the commodity-trading system operate? 

Suppose a person bought a standart contract for 

30.000 kilograms of cocoa. This buyer could pay the 

money and take profession of the cocoa. Or the 

buyer could make the purchase and then sell the 

contract to someone else. Most people have no need 

for that much cocoa, nordo they have a place to store 

it. Their purchase is purely a paper transaction; they 

hold the contract with the intention of selling it to 

someone else. 

Commodity futures contracts, like stocks, are traded 

on margin. The difference typically is that a 

commodities margin is only about 10 to 20 percent 

of the value of the contract, which increases the 

opportunity for speculation and large gains or losses. 

Those who make money are often professional 

trades, well versed in the way the market is likely to 

react. It has been estimated that of all the small 

buyers who enter this market, 85 percent lose 
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money. In practice this statistics suggests a few very 

large winners and great many losers. The risks are 

high because a small price change raises profits or 

losses dramatically.         

 

Reading №13 

 

     Marketing theorists tend to give the word product 

a very broad meaning, using it to refer to anything 

capable of satisfying a need or want. Thus services, 

activities, people (politicians, athletes, film stars), 

places (holiday resorts), organizations (hospitals, 

colleges, political parties), and ideas, as well as 

physical objects offered for sale by retailers, can be 

considered as products. Physical products can 

usually be augmented by benefits such as customer 

advice, delivery, credit facilities, a warranty or 

guarantee, maintenance, after-sales service, and so 

on. 

     Some manufacturers use their name (the ‘family 

name’) for all their products, e.g. Philip, Colgate, 

Yamaha. Others, including Unilever and Procter & 

Gamble, market various products under individual 

brand names, with the name of the manufacturing 

company. The major producers of soap powders, for 

example, are famous for their multi-brand strategy, 
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which allows them to compete in various market 

segments, and to fill shelf space in shops, thereby 

leaving less room for competirors. It also gives them 

a greater chance of getting some of the custom of 

brand-switchers. 

     Most manufacturers produce a large number of 

products, often divided into product lines. Most 

product lines consist of several products, often 

distinguished by brand names, e.g. a range of soap 

powders, or of toothpastes. Several different 

items(defferent sizes or models) may share the same 

brand name. Together, a company’s items, brands 

and products constitute its product mix. Since 

different products are always at different stages of 

their life cycles, with growing, stable or declining 

sales and profitability, and because markets, 

opportunities and resources are in constant 

evolution, aompanies are always lookoong to the 

future, and re-evaluating their product mix. 

     Companies whose objectives include high market 

share and market growth generally have long 

product lines, i.e. a large number of items. 

Companies whose objective is high profitability will 

have shorter lines, including only profitable items. 

Yet most product lines have a tendency to lengthen 

over time, as companies produce variations on 

existing items, or add additional items to cover 
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further market segments. Additions to product lines 

can be the result of either line-stretching or line-

filling. Line-stretching means lengthening a product 

line by moving either up-market of down-market, 

i.e. making items of higher or lower quality. This 

can be carried out in order to reach new customers, 

to enter growing or more profitable market 

segments, to react to competitors’ initiatives, and so 

on. Yet such moves may cause image problems: 

moving to the lower end of a market dilutes a 

company’s image for quality, while a company at 

the bottom of a range may not convince dealers and 

customers that it can produce quality products for 

the high end. Line-filling 0 adding further items in 

that part of a product range which a line already 

covers – might be done in order to compete in 

competitors’ niches, or simply to utilize excess 

production capacity. 

 

 

 

 

 

 

 

 

 



 
 

 
 

154 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 
 

 
 

155 

 

Литература 

О.И. Антонов Английский язык для бизнесменов 

.- Москва Издательско-информационная фирма 

«ИНФОРМПЕЧАТЬ», 2009 

А.Г. Саженкова Тексты и упражнения по 

менеджменту и экономике.- Москва, 2006 

В.В. Кулешов, В.М. Тимонова, Introduction to 

business English., Москва 2004 

 

 

 

 

 

 

 

 

 

 

 

 

 

 



 
 

 
 

156 

Елихина Ольга Викторовна. 

 

English for part-time students 

 

Учебное пособие по чтению для студентов 

заочного отделения  2  часть 

Рецензент: секция иностранных языков (О.Д. 

Филиппова) 

Редактор Г.В. Атмашкина 

Компьютерная верстка О.В. Елихина. 

 

Электростальский политехнический институт 

филиал Федерального государственного 

автономного образовательного учреждения 

высшего профессионального образования 

«Московский государственный 

машиностроительный университет (МАМИ)» 

144000, Московская обл., г. Электросталь, ул. 

Первомайская, д.7. 

Тел. (496) 57-4-30-24 

 

 


