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BBenenue

Coneprkanue mocoOus onpeaesieTcs MOTPEOHOCTIMH MOJIOJBIX CIICIIHATHUCTOB
B OOIICHMM Ha WHOCTPAHHOM S3bIKE B HAy4YHOHM U mpodeccHoHaIbHOU cdepe,
TpeOOBaHUSMU  COBPEMEHHBIX  O0pa3oBaTeNbHBIX MpPOrpaMM K  OOYYEHHIO
aHTJIMICKOTO S3bIKA CTYJIEHTOB SKOHOMUYECKUX HAIllPaBICHUM.

Lenr manHOro mocoOusi — pa3BUTh HABBIKU MPO(PECCHOHANTBHOTO OOIEHUS;
BOCIIOJIHUTh HEJOCTATOK 3HaHUI B 001acTu mpodecCHOHATBLHO-OPUEHTUPOBAHHOTO
OoOydYeHHs W COBEPIICHCTBOBATh HABBIKM UTEHUS JIMUTEPATYPHI IO CICIHAIBLHOCTH,
YCTHOM ¥ NHUCPMEHHOM HAy4YHOW KOMMYHHUKAIMU, pPabOThl C 3JIEKTPOHHBIMHU
pecypcamu. JlaHHas 1eIb OCYIIECTBISIETCS Oyiarogaps CHUCTEME pPa3HOOOpa3HBIX
yOpaXXKHEHUH, HampaBJICHHBIX Ha 3aKpeIyieHue TMpoiAeHHOW mnpodeccCHoHaNbHON
TEMaTUKU, U 3aJaHUSIMH, KOTOpPbIE CIIOCOOCTBYIOT Pa3BUTUI0 KPUTHUYECKOTO
OCMBICJICHHSI IPOYUTAHHOTO U MOOYKIAI0T CTYIEHTOB K BHIBOJIaM U 0000ILIEHUSIM.

[TocoGue coctoutr u3 8 ypoOKOB, COJEp>KATEIbHBIM HAMOJHEHHEM KOTOPBIX
ABIIAIOTCS TpOo(eCCUOHANIbHBIE TEKCThl HAa $3bIKE OpHUIMHAJNA, HAlpaBleHHbIE Ha
pa3BUTHE HABBIKOB MPOCMOTPOBOTO ¥ HM3yYAIONMIErO YTCHHS, BBEJCHHE U
aKTUBU3AIHIO TIPO(GECCUOHATLHBIX U CIICIIMATLHBIX TEPMUHOB, TIEPEBO/IA.

[IpencraBneHHbIe TEKCTHI IS AyJUTOPHOTO U CAMOCTOSTEIBHOTO UTEHUS
MMEIOT TI03HABATEIIbHBI MHTEPEC M CIYXAaT WUIOCTPALIMEN K H3y4aeMOM TeEME,
OTopoM I mocieayromer Oecenbl. PaspaboTaHHbIe 3aJaHUsS W YIPOKHCHUS B
KOKIOM YpOKe€ — 3TO MNpuéMbl paboThl €  TEMaTHYECKOW  JIEKCHKOM,
COBEpUICHCTBOBAHME TI'PAMMATUYECKUX HABBIKOB M, OJHOBPEMEHHO, OHU SIBJISIFOTCS
dbopMOIl TEKyIIero KOHTPOJISl, OMpPENEeNsIoNIel ypOBEHb YCBOCHUS HM3y4aeMOro
Marepuaia. Ocoboe MecTo B TMporecce OOydeHHUs YCTHOH MpodecCHoHATBHOM
KOMMYHHUKAIIMX W Pa3BUTHIO TOWCKOBOW © WH(GOPMAIMOHHOW KOMIICTCHIIUU

CTYACHTOB 3aHUMACT ITOAT'OTOBKA HpGBGHTaHHﬁ o nmpcajiaracMbIM TCMaM.



[locnenoBarenbHOE BBHIMOJIHEHUE 33aJaHUN U YNPaXKHEHUH MOCOOUS BO BpeMs
ayJUTOPHOW M CaMOCTOSITEIbHOM BHEAYAHTOPHON pabOThl (POPMHUPYET y CTyACHTA-
MarucTpaHTa yMEHHs UCKaTh MH(POPMALIMIO, HAXOIUTh APTYMEHTHI U Pa3MBILUISTh.

JUtsi BBINIOJIHEHHS CIIEUMAJbHBIX 3aJaHUM Ha MepeBoja TpeOyeTcs yMEHue
IIOJIB30BATHCS JIEKTPOHHBIMHU CIIOBAPSIMU, TOUCKOBBIMM CHCTEMAaMH W APYTHMMHU
HHTepHET-pecypcamu.

JlanHoe mocoOue MOKeT ObITh MCIIOJIB30BAHO KaK CaMOCTOSITENBHO, TaK U B
JIOTIOJIHEHWM K OCHOBHOMY Y4Y€OHMKY Kypca, pEKOMEHIOBAaHHOro padoyeit

IIPOTPaMMOM 1O JTUCLUIUIMHE.



UNIT 1
TRADE AND COMMERCE

Ex. 1.1. Define the following terms: consumption, demand, entrepot, to infer, to
lapse, retail, revenue, subsidiary, supply, transaction, wholesale. If necessary,

check their definitions in the dictionary.

Ex 1.2. Before reading the text, can you explain the difference between “trade”

and “commerce”? What is your graduate profile?

Ex.1.3. Read and translate the following text.

DIFFERENCE BETWEEN TRADE AND COMMERCE

Trade vs. Commerce

Trade is a narrow term that consists of the selling and buying, whereas
commerce is an extensive term that includes exchange as well as the certain
revenues generating activities that complete the exchange. Trade means buying and
selling of products and services in return for money or money’s worth, whereas
commerce is concerned with facilitating the exchange of goods and services in the
economy. Trade occurs when products between two parties have been exchanged for
the money or its equivalent, on the other hand commerce is not merely the exchange
of goods and services, but also all other activities that are necessary for the effective
exchange like transport, insurance, banking or advertising. Trade is generally made
to satisfy the need of both the seller and the buyer, which is more of a collective
perspective, whereas commerce is more economical because of the involvement of

several parties whose main aim is to achieve the revenue. Trade is generally a single



time activity among the parties that may or may not lapse, whereas in commerce the

transactions are formal and occur again and again.

What is Trade?

Trade is the act or an instance of buying and selling products and services
either on the home markets or on the international markets. Trade is the activity of
buying, selling, or exchanging products or services between people, firms, or
countries. It is a particular area of business or industry. It is a particular job,
especially one needing special skills with your hands. Trade is the kind of effort that
they do, especially when they have been trained to do it over some time. When
people, firms, or community trade, they buy, sell, or exchange goods or services
between themselves. Trade indicates to buying and selling of products and services
for money or money’s worth. The manufacturers or produces the goods, then move
on to the wholesaler, then to the retailer and finally to the ultimate consumer. Trade
is essential for the fulfillment of human needs; Trade is conducted not only for the
sake of earning a profit; it also provides service to the user. Trade is an important
collective activity because society needs an uninterrupted supply of goods forever
increasing and ever-changing, but never-ending human wants. It increases the
average of living of buyers. So we can say that trade is a very important social
activity.

Trade can be apart into following two types:

o Internal or Domestic Trade, which can be farther sub-divided into two
classes:

v"Wholesale Trade

v Retail Trade
o External or International Trade, which can be farther sub-divided into

three classes:
10



v’ Export Trade
v Import Trade
v Entrepot Trade

What is Commerce?

Commerce is that factor of the business, which is concerned with the
transactions of products and services and includes all those actions which directly or
indirectly promote that exchange. Trade is the exchange of products or services for
money or in kind, usually on a scale large enough to require transportation from
place to place or across the city, state, or national boundaries. Commerce looks after
the circulation form of the business. Whatever produced it must be obsessed; to
facilitate this consumption, there must be a proper circulation channel. Here comes
the commitment for commerce, which is concerned with the continuous buying and
selling of goods and services. From a broad aspect, nations concerned with
administering commerce in a way that increases the well-being of citizens, by
providing jobs and generating beneficial products and services. Commerce
commonly refers to the macroeconomic purchase and sale of products and services
by large grouping at scale. The sale or purchase of an individual item by a user is
described as a transaction, while commerce indicates to all transactions related to the
purchase and sale of that thing in an economy. Maximum commerce is conducted
internationally and represents the buying and selling of products between nations. In
other words, commerce grasps all efforts, which are necessary to exchange products
between producer and the ultimate consumer. It means that in commerce you are
expected to produce (or acquire) a product, find a customer, execute a trade and
report it.

Commerce has such main functions:

« It forms a link between contractors and users.

. It takes out a place and time gap between the producers and consumers.
11



« It assists the buyers and sellers in making and receiving payments and gives
them credit facilities.

. By involving insurance, commerce provides protection and compensation to
the insured against various types of risks.

« Through advertising, it makes people aware of the product and related

particulars.

(From: https://www.difference.wiki/trade-vs-commerce/)

Ex.1.4. Fill in the gaps with “C” (Commerce) or “T” (Trade):

Business activities are grouped into two broad categories, i.e. industry and
1 . 2 isconcerned with facilitating the exchange of goods and services in the
economy. It is sub-classified as 3 and its auxiliaries to trade. Many think that
4 and 5 are the same terms and can be used interchangeably. But the fact is
both the terms are different from each other and carry different
meanings. _ 6 simply means buying and selling of goods and services in return for
money or money’s worth. The scope of 7 is wider than that of _ 8 |, which not
only refers to the exchange of goods and services but also includes all those activities
that are vital for the completion of that exchange.

Hence it can be concluded that _ 9 is the branch of _ 10  that deals in only
the exchange of goods and services whereas 11 is the comprehensive term that
includes all the major activities that facilitate the exchange and generates the revenue
for all. Thus, we can say _ 12 is the branch of business that keeps everything
together and makes the successful completion of the distribution of goods and

services.
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Ex. 1.5. Read and render the following text in English. What is the difference
between the English word “Commerce” and its Russian cognate

“Kommepuusn”? \What is the Russian equivalent for “Trade”?

Urorakoe kommepius? YMeHue nepenponarh aopoxke? B kakoil-to mepe na, HO HE
Tonbko 9T0. [loHaTHe “KoMMmepuus”’ 3HAYMTENbHO InHpe, Oojee TIyOOKO IO
COAEPKAHUIO U YMEHUIO €€ OCYIIECTBIISITh.

Kommepiius - BUJ TOProBOro MpeANpUHUMATENLCTBA WM OuW3Heca, HO Ou3Heca
0J1aropoJIHOT0, TOro OM3HEca, KOTOPBIN SBJISIETCS OCHOBHOM JIFOOOW MO-HACTOSIIEMY
IUBUJIN30BAHHON PHIHOYHON SKOHOMUKH.

KommepIiist - CJI0BO JIATUHCKOTO IPOUCXOXKICHHsS (COMMErcium - TOproBiis).
OnHako HAJI0 UMETh B BUAY, UTO TEPMHUH “TOPTOBJS HUMEET JABOSIKOE 3HAYCHHE: B
OJHOM CJIy4ya€ OH O3HA4aeT CaMOCTOATEJBHYIO OTpacib HApPOJHOTO XO35KUCTBA
(TOproBi0), B JAPYroM - TOPTOBBIE IMPOIIECCHI, HAMpPABICHHbIE HAa OCYIIECTBICHUE
aKTOB KYIUIM-TIPOJAXXU TOBAapoB. KoMmmepueckasi JeSITEIbHOCTh CBSI3aHA CO BTOPBIM
IIOHSTUEM TOPrOBJIM — TOPTrOBBIMHU ITPOLECCAMU MO OCYILIECTBICHUIO AKTOB KYILIH-
MPOJIAXKH C LIEJIbIO MOJYyYEHUs MPUOBLIH.

TONKOBBIM CJIOBapp KUBOTO BEJIMKOpPYCCKOro sspika B. WM. Jlana onpenenser
KOMMEPITUIO KaK “TOpr, TOPTOBIIs, TOPrOBble OOOPOTHI, KYNEYECKHUE MPOMBICIHI .
Nuaye roBopsi, 3TH NOHATHS MPEANOJIATAI0T OCYIIECTBICHUE aKTOB KYTUIU-TIPOJAXKHU C
HAMEPEHHEM KYNUTh [ICUIEBIE, a MpOoJarTh AOpOkKe. B MHUpOKOM CMbICIIE MOX
KOMMEPIUEN YacTO MOHUMAIOT JIF0OYI0 JeATEeIbHOCTh, HAIIPABJICHHYIO HA MTOJTYyYEHHE
PUOBLIH.

OpnHako Takoe MIUPOKOE TOJKOBAaHUE KOMMEPUYECKOW IEATEIbHOCTH HE COTJIACYEeTCS C
paHee W3JI0XKEHHBIM MOAXOJIOM K KOMMEPIMM KakKk TOPrOBbIM IpoLeccaM IO
OCYIIECTBIICHUIO aKTOB KYIUIM-TIPOJAK! TOBAPOB.

KomMmmepueckas nesTenbHOCTh - 00jiee y3Koe MOHSTHE, YeM MPeAIPUHUMATEIHCTBO.

HpC,Z[HpI/IHI/IMaTeJIBCTBO - 9TO OpraHu3anus 3KOHOMI/I‘I€CKOI\/1, HpOPISBOI[CTBCHHOﬁ 141
13



WHOU JEATEIIbHOCTH, MIPUHOCSIIEN MIpEeANPUHUMATEIIO JIOXOJI.
[IpennpuHUMATEILCTBO ~ MOXET  O3HAuaTh  OPraHU3alldi0  MPOMBIILICHHOTO
NPEeANpUATUs, CEIbCKOM  (epMbl, TOPrOBOTO  MPEINPUSATHSA, NPEANPUATUSL
oOciyxuBaHMs, 0aHKa, aJBOKATCKOW KOHTOPBI, U3JATENIbCTBA, MCCIEI0BATEIHCKOTO
YUpEKICHUs, KooleparnBa W T. A. M3 BceX 3TUX BHUIOB MPEANPUHUMATEIIBCKON
NEATEIIBHOCTH TOJIBKO TOPrOBOE JIENIO SIBJSIETCS B YUCTOM BHAE KOMMEPUYECKOH
JEeATEIbHOCTBIO.

Takum 00pa3oM, KOMMEPIIMIO CIIEIYyEeT paccMaTpuBaTh Kak OJHY U3 (HopMm (BHUIOB)
NpEANPUHUMATEIIBCKON JIeSITENbHOCTH. B TO ke BpeMss U B HEKOTOPBIX BHUJAX
MPEANPUHUMATEIIBCKON JIEITEILHOCTH MOTYT OCYILECTBIISITHCS OMEpaIuy Mo KyIuie-
MPOJIaXKEe TOBAPOB, CHIPHS, 3arOTOBJIEHHON MPOIYKIHUU, 1OTy()adbpuKaToB u T.I., T.€.
AJIEMEHTHl KOMMEPUYECKON MESITEIbHOCTH MOTYT OCYIIECTBISATHCS BO BCEX BHUIAX
NPEANPUHUMATENIBCTBA, HO HE SIBJIAIOTCA JJIS1 HUX ONPEAEIIAIONMMH, TI1aBHBIMHU.
CrnenoBatelibHO,KOMMeEpYECcKas paboTaB TOPIoOBIIE MPEACTABISIET COOOM OOMIMPHYIO
chepy OINEepaTUBHO-OPTraHU3AIMOHHON JESITEIBHOCTH TOPrOBBIX OpraHU3alUil U
NpEANPUSATUNA, HANIPABICHHOW HAa COBEPILIECHHE MPOLECCOB KYIUIH-MPOJAXU TOBAPOB
JUJISL yIOBJIETBOPEHUS CITPOCa HACETICHUS U MOJTYyUYeHUS TPUOBLIH.

AKT KyIUTU-TIPOJIaKU TOBApOB Oa3upyercs Ha OCHOBHOW (opMysie TOBapHOTO
oOparienus - cMmene popmel croumoctu: JJ - Tu T' - 1 .

M3 3TOro BBITEKaeT, YTO KOMMepYeckas paboTa B TOProie - MOHATHE Ooree
IIUPOKOE, YeM MPOCTas KYIUIA-TIpoJiaka TOBapa, T. €. YTOObI aKT KYIUIH-TIPOJaKH
COCTOSUICSI, TOPTOBOMY TMPEANPUHUMATENI0 HEOOXOAUMO COBEPIIUTh HEKOTOPHIC
OTEPaTUBHO-OPTaHU3AIMOHHBIC U XO3SHUCTBEHHBIE OMEpPAIH, B TOM UYHCIIC U3yUYCHHE
CIpoca HaceleHWss M pBhIHKA CObITA TOBApOB, HAXOXKJICHHE IIOCTABIIUKOB U
MOKYyTIaTeJIe TOBapOB, HATAKUBAHUE C HUMU PallUOHAJIbHBIX XO35UCTBEHHBIX CBA3EH,
TPaHCTIOPTUPOBKY TOBAPOB, PEKIAMHO-UH(GOPMAIIMOHHYIO padOTy 10 COBITY TOBApOB,

OpraHU3aIui0 TOPTOBOTO OOCTYKMBAHUS U T. II.

14



[Ipoctass mepemnpomaka TOBAPOB C IEJIbI0 TIONYYCHHS MPUOBLIM, WIA WHAYE
“nemaHue” JIEHEr W3 HUYETro, SIBJSETCS MO CYIIECTBY CIEKYJIATHUBHOW CHIENKOM, HE
MIPEACTABIISAIONIEH COOON IOJE3HOM KOMMEPYECKOW JeATeNbHOCTH (07aropoaHoro
Oou3Heca).

(From: Kommepueckas nesrenbHocTh: YueOHuk / @. I'. [lankparos, H. ®. CongatoBa. — 13-e uzn.,

nepepab. u no1. - M.: UTK «J/lamkos u K°», 2012. - C.15-17)

Ex. 1.6. Give full forms of the following abbreviations and define them: etc., i.e.,
viz., vs., www. What other abbreviations do you know and often use in your

everyday life?

Ex. 1.7. Fill in prepositions where necessary:

1 trade, the ownership _ 2 goods or services is transferred 3 one person
4 another _ 5 consideration _ 6 cash or cash equivalents. Trade can be
done 7  two parties or more than two parties. When the buying and selling take
place 8 two people, it is called bilateral trade whereas when it is done 9
more than two people, then it is called multilateral trade.

Earlier the trade was little cumbersome since it followed 10  the barter system
where goods were exchanged 11 return 12 other goods or commodities. It
is hard to evaluate the exact value _ 13 14  the different commodities type
involved _ 15  the exchange. _ 16 the advent of money, this process became
more convenient 17 both the sellers and buyers.

Trade can be domestic as well as foreign. Domestic trade means _ 18  the border
__ 19  the country, and foreign trade means _ 20 _ the borders. Foreign trade is
done _ 21  investment _ 22  securities or funds and can be termed _ 23

imports and exports.
15



Commerce includes _ 24  all the activities that help _ 25  facilitating the
exchange ~ 26 goods and services _ 27  the manufacturer or the producer
_ 28 the ultimate consumers. Majorly the activities are transportation, banking,
insurance, advertising, warehousing, etc., that act 29 an aid _ 30  the
successful completion 31 the exchange.

Once the products are manufactured _ 32 these cannot reach directly 33 the
customer, the same has to pass 34 aseries 35  activities. The first wholesaler
will purchase _ 36 the product, and _ 37 the use 38 transportation, the
goods will be made available ~ 39  the stores and _ 40 _ the same banking and
insurance service will be availed 41 him to have protection _ 42  the loss
__ 43 goods. The retailer will then sell _ 44  the ultimate consumer. All these
activities come _ 45  the commerce head.

__46__ short, it can be said that commerce is the branch _ 47 business that helps to
overcome all the hindrances that arise _ 48  the facilitation _ 49  exchange. Its
major function is to satisfy human wants both basic and secondary _ 50 making the
goods available 51  different parts _ 52  the country. No matter where the
goods have been manufactured the commerce has made it possible to reach 53
the world-wide.

(From: https://keydifferences.com/difference-between-trade-and-commerce.html)

Ex. 1.8. Find the synonyms from the English text for the following words:

Consumer

Customer
Deal
Dispensation
Load

16


https://keydifferences.com/difference-between-trade-and-commerce.html

Merchandise

Producer

Return

To help

To purchase

To trade

Ex. 1.9. Find the antonyms from the English text for the following words:

Demand

Ineffective

Initial

Intensive

Minor

To decrease

To sack

To start

Unexpired
Wide

Ex. 1.10. Fill in the gaps with the proper verb forms. Choose the verb from the box.

Be (5); Become; Convey; Limit; Make; Read; Remain

The first foreign merchants of whomwe 1 | carrying goods and bags of silver

from one distant region to another, 2 the southern Arabs, reputed descendants

17



of Ishmael and Esau. The first notable navigators and maritime carriers of goods
3 the Phoenicians.

There _ 4 three conditions as essential to extensive international traffic as
diversity of natural resources, division of labor, accumulation of stock, or any other
primal element - (1) means of transport, (2) freedom of labor and exchange, and (3)
security; and in all these conditions the ancient world 5 signally deficient.

The great rivers, which 6 the first seats of population and empire, must
___7____of much utility as channels of transport. But the free navigable area of great
rivers 8 , and when diversion of traffic had to 9  to roads and tracks
through deserts, there 10 the slow and costly carriage of beasts of burden, by
which only articles of small bulk and the rarest value could 11 with any hope

of profit.
(From: https://en.wikisource.org/wiki/Encyclop%C3%A6dia_Britannica, Ninth_Edition)

Ex. 1.11. Read the text below and then discuss the following suggestions to make
modern commerce education more effective and job oriented (you can make this list
longer with your own ideas):

1. The syllabus of commerce education must only contain theoretical knowledge
component.

2. The syllabus of commerce education must only contain practical skill
component.

3. The syllabus of commerce education must contain both theoretical knowledge
and practical skill components.

4. There must be a close relationship between universities and commerce
organizations.

5. Using computer in commerce education must be compulsory as for the needs
and requirements of commerce.

18



6. There must be a university-profession interaction for making the course
relevant.

7. Additional training and retraining is essential for the teachers to update their
knowledge.

8. Student placement into a real company is the ultimate goal of any business
education.

9. Students are responsible to be engaged in any business by themselves.

10.Teachers of commerce must be paid more.

Commerce Education

As a branch of knowledge, Commerce imparts experience of business world at
large in all its manifestations. It prepares the learners for personally fruitful and
socially desirable careers in the field of business.

Chessman defined Commerce Education: "Commerce education is that form of
instruction which both directly and indirectly prepare the business man for his
calling."”

Fredrik G. Nichols defined: "Commerce education is a type of training which,
while playing its part in the achievement of the general aims of education of any
given level, has for its primary objective the preparation of people to enter upon a
business career, or having entered upon such a career, to render more efficient service
therein and to advance from their present levels of employment to higher levels.

Commerce education has been developed to support the growing manpower
needs of business enterprises.

The education imparted to the students of commerce intended to equip them
with the specialized skills useful in different functional areas of trade, commerce and
industry. Continuous supply of quality manpower is essential for the growth of the

industry sector. This necessitated the skilled manpower to manage the process of
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industrial reconstruction and the rapidly growing trade and commerce. However,
over the years, there has been a fundamental shift in the very approach of commerce
education from a professional to a theoretical education. With a quantum jump in
business scenario, there is a need to redefine the commerce education in the changing
scenario and strengthen it further. The Commerce education plays an essential role in
today's dynamic business environment. The rapid trend of globalization and
technological changes have made difficult for organizations to survive in the
competitive world. As a result, the importance of Commerce education has been
increased many folds. Business executives need to update their skills due to sudden
changes in the external environment. Due to the increasingly complex nature of
organizations and businesses, there is a need that the business schools impart relevant,
current, and cutting edge knowledge to the students.

A successful course in Commerce exposes the student to different business
administration strategies and accounting principles. (S)he will be envisaged to make
full use of that expertise gained to build up a strong entrepreneurship and successfully
fit into a company‘s financial backbone. Many industry experts believe that a good
Commerce graduate will be well versed in all the horizontal and vertical aspects of
company management and he is the key to a successful business along with the co-
operation of his subordinates who should also be like him obviously. Free economy
offer new challenges as well as opportunities to universities around the world

commerce in general and of business education in particular.

(From:

https://www.researchgate.net/publication/313288879_Challenges_Opportunities_in_Commerce_Education)

Ex. 1.12. What are the job perspectives for the Bachelor and Master of Commerce

in Russia? Watch the video (https://www.youtube.com/watch?v=0ulDtdkc2wqg) and

answer the following questions:

According to Elsa from Freshersworld.com,
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1. What are the opportunities for the graduates of Commerce in India?

2. For whom is the profession in commerce the best one?

Ex. 1.13. What skills and abilities should you have to establish a career in

commerce? Compare your ideas with the video (https://youtu.be/njvPWsMo5h8).

What are your plans of making a career in business?

Ex. 1.14. Study the following comments on Academic Writing.

Written English, like spoken English, may be formal or informal.

The main features of academic writing are as follows:
o it is formal in an impersonal or objective style (often using impersonal
pronouns and phrases and passive verb forms);
o the cautious language is frequently used in reporting research and making
claims;
o the vocabulary appropriate for particular academic contexts is used (this may
involve specialist or technical words);
o the structure of the writing will vary according to the particular type (genre), for
example, essay, report, thesis, etc.

In addition, academic writing often contains references to other writers'

publications, sometimes including quotations.

(From: Jordan, R. R. (1999). Academic writing course: Study skills in English (3rd ed.). Harlow, MA:

Pearson Education. P.91)

Academic writing follows a standard organizational pattern.
For academic essays and papers, there is an introduction, body, and conclusion.

Each paragraph logically leads to the next one:
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o The introduction catches the readers’ attention, provides background
information, and lets the reader know what to expect. It also has the thesis statement.
o The body paragraphs support the thesis statement. Each body paragraph has
one main point to support the thesis, which is named in a topic sentence. Each point is
then supported in the paragraph with logical reasoning and evidence. Each sentence
connects to the one before and after it. The readers do not have to work to find the
connection between ideas.

o The conclusion summarizes the paper’s thesis and main points and shows the

reader the significance of the paper’s findings.

(From: Ann Whitaker (2010). Academic Writing Guide. City University of Seattle. P.3)

Ex. 1.15. Compare these two explanations or definitions of economics. Which of

them is formal or informal? What are the main differences?

1)  Economics? Yes, well, . . . economics is, | suppose, about people trying
to . .. let me see . . . match things that’re scarce, you know, with things they
want, . . . oh, yes, and how these efforts have an effect on each other . . .

through exchange, | suppose.

2)  Economics is the social science that studies how people attempt to
accommodate scarcity to their wants and how these attempts interact through

exchange.
(From: Jordan, R. R. (1999). Academic writing course: Study skills in English
(3"ed.). Harlow, MA: Pearson Education. P.91)
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Ex. 1.16. Put the following sentences in the correct order (from 1 to 6). Give the

reasons of your structuring according to the above-mentioned tips on academic

writing.

Ne First, the wholesaler will purchase the product, and with the use of

____ | transportation, the goods will be made available to the stores.

Ne Commerce includes all the activities that help in facilitating the exchange of

| goods and services from the manufacturer or the producer to the ultimate
consumers.

No In short, it can be said that commerce is the branch of business that helps to

____ | overcome all the hindrances that arise in the facilitation of exchange.

Ne Its major function is to satisfy human wants both basic and secondary by

____ | 'making the goods available to different parts of the country.

Ne Once the products are manufactured these cannot reach directly to the

____ | customer, the same has to pass through a series of activities.

Ne The retailer will then sell to the ultimate consumer.

Ex. 1.17. Write an essay using the following notes.

Key Differencesbetween Trade and Commerce

Following are the major differences between trade and commerce:

1. Trade is selling and buying of products and services between two or more

parties in the attention of cash and cash equivalents. Commerce ... .

2. Trade have needed more capital because the stock has to be kept ready that is

the subtitle to the sale, and also the cash has to be kept ready for the urgent

payment. Whereas in commerce the capital needed is less ....
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3. Trade represents .... Although in commerce only the demand side is common,
I.e., what is demanded in the trade and then making that available through
various channels of distribution.

4. Trade provides ..., the commerce provides a link between the producer and the
final customer, who are not linear parties, with the help of several advisers of
distribution.

5. The trade requires two parties the seller and the buyer who ease the exchange
without employing anyone in between. On the other hand, in commerce ... .

6. Trade is generally a single time agreement between the parties that may or
may not revert. Whereas in commerce, ... .

7. Trade is ..., whereas the commerce is more economical because of the
involvement of several parties whose primary objective is to generate the
revenue.

8. Trade is ..., whereas commerce is an expanded term that includes exchange as
well as the several revenues generating activities that complete the exchange.

Therefore, it can be inferred that trade is .... Thus, we can say commerce is ... .
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UNIT 2
DISTRIBUTION CHANNELS

Ex. 2.1. Study the following terms: distribution, intermediary, marketing,
merchandising, middleman, retail outlets, retailer, wholesaler. If necessary, check

their definitions in the dictionary.

Ex. 2.2. Read and translate the following texts:

DISTRIBUTION

Distribution means the process by which we make the goods or the service
available to the end consumer. Generally, the place of production is not the same as the
place of consumption.

So, the goods have to be distributed to overcome the barrier of place.Now
the distribution of the products can be done by the organization itself, which is direct
distribution. Or, it can hire intermediaries and form indirect distribution.

Intermediaries are the middlemen that ensure smooth and effective distribution of
goods over your chosen geographical market. Middlemen are a very important factor in
the distribution process.

These are the types of middlemen we usually find.
1. Agents

Agents are middlemen who represent the produces to the customer. They are
merely an extension of the company but the company is generally bound by the actions
of its agents. One thing to keep in mind, the ownership of the goods do not pass to the
agent. They only work on fees and commissions.

2. Wholesalers
Wholesalers buy the goods from the producers directly. One important

characteristic of wholesalers is that they buy in bulk at a lower rate than retail price.
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They store and warehouse huge quantities of the products and sell them to other
intermediaries in smaller quantities for a profit.

Wholesalers generally do not sell to the end consumer directly. They sell to other
middlemen like retailers or distributors.

3. Distributors

Distributors are similar to wholesalers in their function. Except they have a
contract to carry goods from only one producer or company. They do not stock a variety
of products from various brands. They are under contract to deal in particular products
of only one parent company
4. Retailers

Retailers are basically shop owners. Whether it is your local grocery store or the
mall in your area, they are all retailers. The only difference is in their sizes. Retailers
will procure the goods from wholesaler or distributors and sell it to the final consumers.
They will sell these products at a profit margin to their customers.

In the reality of the market, all producers rely on the distribution to channel to
some extent. Even those who sell directly may rely on at least one of the above
intermediary for any purpose. Hence, the distribution channel is of paramount
importance in our economy.

(From: https://www.toppr.com/guides/business-studies/marketing/distribution/)

Ex. 2.3. Fill in the gaps with “D” (Direct) or “I”” (Indirect):

A company’s ability to sell its products depends heavily on its method of distribution.

The 1 distribution helps the company to reduce its cost of distribution. The 2
distribution requires a commitment of a lot of resources and time. Using the 3
distribution channel will help you widen your customer reach. You can cover a far
greater geographical area with the _ 4 distribution, and hence pull in a lot more

customers. In a large market, the 5 distribution may not be a perfect choice. Also,
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if the markets are scattered, 6  channel will be more suitable. In a

slow economy or depression the 7 distribution is preferable.

Ex. 2.4. Read and render the following text in English.

Kananwl pacnpedenenus: yposnu u munst Opzanu3ayuu
BOJIBIIIMHCTBO COBPEMEHHBIX MPOU3BOAMTENCH I IMPOABIIKEHHS CBOCH MPOIYKIIMU
Ha PBIHKKA MPUOCTAIOT K YCIyraM TeX WM MHBIX MOCPEIHUKOB, KOTOPBIC, MepeaBas
TOBap JAPYr JpYyry, o0pa3yloT CpPaBHUTEIBHO YCTOWYMBBHIE Ienmouku. llemouku stu
NPUHSATO  Has3blBaTh  KaHamamu  pacnpenaeieHus (auen. distributionchannels),
MapKETHHTOBBIMU KaHanamu (anen. marketingchannels), kanamamu cObiTa. Be10OD
TEpMHHA TJaBHBIM O0pa3oM 3aBHUCHT OT MPHUBBIYEK M MPO(eCcCHOHATBHOM
NPUHAISKHOCTH CIICIUAINCTA, UM TIOJIb3YIOIETOCS.

B o0meM cny4yae kanan pacnpedenienus — 3TO COBOKYIHOCTh (DU3UYCCKHX H
IOPUINYECKHX JIHMII, KOTOphIe MPUHUMAIOT Ha CeOs MM IMOMOTIaoT MepeaaTh KOMY-TO
JPyroMy TMpaBO COOCTBEHHOCTH Ha KOHKPETHBIC TOBapbl WM YCIAYrHM MPH HUX
JIBHKEHUH OT MPOU3BOAUTEINS K OTpeOuTe 0. MIHOTIa Mo1 KaHAIOM pacipeae/ICHuUs
UMCIOT B BHIYy IyTh, 110 KOTOPOMY TOBaphbl JBHXKYTCS OT TMPOM3BOIUTEICH K
norpebutensM. B mporiecce ABMKEHHS O KaHajdaM PACHpPEACTICHHS MPOUCXOIUT
TpaHchopmalMss acCOPTHMEHTa MPOAYKIMH, BBIMYIIECHHONH €€ MPOU3BOIAWTEIEM, B
ACCOPTUMEHT TOBAapOB, BOCTPEOOBAHHBIX KOHEYHBIM TMOTpeOuTeaeM. KaHaTbl
pacmpeneseHnuss WUIPaloT TJIaBEHCTBYIOIIYIO POJb B YCTAHOBICHHH COOTBETCTBHS
MEKTy CIIPOCOM H MPEITI0KEHUEM Ha PHIHKE.

B kaHamax pacnpeeseHus MOTYT PEaM30BbIBAThCS CIEAYIONHE (DYHKITHH.

1.  HudopmanmoHHO-HCCAeAOBATENbCKAs  (GYHKIMS,  BKIOYaromas  coop
MapKETUHTOBOW HH(pOpMAIMK, MPOBEACHUE MApPKETHHTOBBIX HCCIACIOBAHUNA U
pacrpocTpaHeHue HHGpOpPMAIMK, HEOOXOIUMOU I IUIAHHUPOBAHUS WU OOJICTYCHHS

cOBITa TOBApPOB.
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2. OyHKIUSA CTUMYJTUPOBAHHUS COBITA.

3. OyHKIUS MO0 YCTAHOBJICHUIO KOHTAKTOB, BKJIIOYAOINAS MOWMCK TMOTCHIIHATIBHBIX
NOKyIaTeJeH, HaJlaKMBAHUE U MOJICPKAHNE CBSI3U C HUMHU.

4, OyHKIUS TPUCTIOCOONICHHS TOBapa K 3apocaM MOKYMaTeNeH, BKIII0Yas YIaKoBKY,
COPTUPOBKY, MOHTaX H T.II.

5. ®OyHKIMS TPOBEACHUS MEPETOBOPOB ISl COTJIACOBAHUS IICH W MPOYUX YCJIOBHH,
HEOOXOJMMBIX JUIsS TOCJEIYIONMIEr0 OCYIICCTBICHUS aKTa Mepeiayd ToBapa B
COOCTBEHHOCTD WJIH BJIaJICHHE.

6. OyHKIMS OpPraHU3alMyd TOBAPOJIBMKEHUS, BKIIIOYAOINIAs TPAHCIOPTUPOBKY U
CKJIaTUPOBAHHE TOBaPA.

7. dyHkuus (UHAHCHPOBAHWS, HANpaBIICHHAs HAa H3BICKAHUE W HCIOJIb30BaHHE
CPENCTB TS OKPBITHS U3ICPIKEK 0 paboTe KaHaua.

8. OYHKIUS IPUHATHS PUCKA, CBSI3aHHOTO C OTBETCTBEHHOCTBIO 33 pabOTy KaHaJa.
Bce mepeunciieHHble (YHKIMM MOXHO pa3ieiuTh Ha JBe rpymmbl. OJHA W3 HUX
KacaeTcsl 3aK/IIOYCHHUS CJCJIOK, a BTOpas TIpyIa CBA3aHAa C BBIIOJHEHHEM YXKe
3aKJIFOUCHHBIX CHETOK. OJTH (QYHKIUM TaKKE MOXHO KIACCU(PHUIUPOBATH 10
HAMpaBJICHUAM JCATCILHOCTH W BBIICIUTh M3 HUX OTHOCSIIHECS K JIOTHCTHKE,
MapKETHHTY, ITPO/IaXkaM, CEPBHLCY.

CTpykTypa KaHajia paclpelelieHHs, MPEKIC BCEro, CB3aHa C TEM, CKOJIBKO €ro
YYaCTHUKOB, Ha KaKMX YCJIOBUSAX M C KakoW 3(p(HEeKTUBHOCTHIO BBIMOJHSIOT CBOO
paboty. B of0mem cimydae KaHanm pachnpeielieHuss TpeAcTaBisieT  coOoif
MOCJIEZIOBATEABHOCTh TPYII  MOCPSIHUKOB, TA€ KaXaas W3 HHUX BBIMOJIHICT
KOHKPETHYIO 3aj[auy 10 MPHOJMKEHUIO TOBapa M MpaBa COOCTBEHHOCTH Ha HETO K
KOHEYHOMY TIOKYNaTell0 B TMPOIECCEe PpAaCIpeNesieHusl ToBapa. JTH TPYIIIIbI
00pa3yioT yposenv Kanana pacnpedenenus (anen. channellevel). Tlockonbky
ONpECICHHYI0 pabOTy BBINOIHSIKOT M CaM M[POHM3BOJMTENIb, W KOHCYHBIN

MOTPEOUTENIh, OHM TOXE BXOAAT B COCTaB Jt000ro kaHajma. OOBIYHO BBIACISIOT
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CIeAYIONIME YPOBHM KaHATa pacHpelesiCHUs: ONTOBas TOPrOBIs, MEIKOONTOBas
TOPTOBJISL, PO3HUYHASI TOPTOBJIS.

Kanainel pacnpeneneHrs MOKHO KJIacCU(GUIIMPOBATh 10 YHUCTY YPOBHEH, U3 KOTOPBIX
OH COCTOMT, HampuMep KaHall HYJIEBOTO YPOBHS, OJHOYPOBHEBBIM KaHal,
JIBYXYPOBHEBBIN KaHal U T.A. B 11e10oM kaHan pacnpenefieHus: 4acTo XapaKTepus3yloT
JUIMHOM U IIIUPUHOM.

Jlnuna Kanana, VHOTA WCHOJIB3YIOT TEPMHUH "MPOTSXKEHHOCTh KaHaia", — 3TO
MAaKCHUMAJIbHOE YHCIIO CAMOCTOSITEIbHBIX

HE3aBUCHUMBIX MOCPEIHUKOB, YUACTBYIOIIUX B JOBEJIECHUU TOBApa OT MPOU3BOJUTEIS
710 TOTPEOUTEIIA.

Hlupuna kanana — 3T0 KOJIUYECTBO HE3ABUCHUMBIX YYACTHUKOB Ha JAHHOM YpPOBHE
KaHajia pacrpeiesICHuUs.

Kanan Hyneeozo ypoensa, VHOTJAa HA3bIBa€Mbld TAaKXKE KaHAJIOM MPSMOTO
MAapKETUHTa, COCTOMT W3 TPOU3BOAMUTENS, MPOJAIOUIETO TOBAP HEMOCPEICTBEHHO
notpebutesnsiMm. Haumbosiee W3BeCTHBI Tpu crocoda MpSIMOM MPOAaXKH: TOPTOBIIS
BpPa3HOC, MTOCBUIOYHAsI TOPTOBJISL U TOPTOBIISA Yepe3 MPUHAMJICKAIINE TPOU3BOIUTEIIO
Mara3uHbl. TUNWYHBINA IPUMEP TAKOro KaHana B Poccum — Mara3uHbl pH 3aBOJaX U
(dhabpukax, HEMOCPEACTBEHHO MPOJAIOIIMX CBOIO MPOAYKIIMIO HacelaeHuto. CeromaHs
pa3BUBaIOTCS Takue (HOPMBI POJAXKK 0€3 MPHUBJICUYCHUS] TOPTOBOTO MEpPCOHANIA, Kak
TEJIEeMAapKEeTUHT, 3aKa3 [0 KaTajoram, TeieMarasul (aunzin. TV-shop). Illupoxoe
pacrpoCcTpaHEeHUE KaHAJIbl HYJIEBOTO YPOBHS Moiayuuiivi B HTepHeTe. DTO CBSI3aHO C
TEM, UTO PE3yJIbTaThl AEATEILHOCTU MPOU3BOAUTENICH HHTEPHET-TIPOAYKTA, HAIIPUMEP
porpaMMHOe 0OecTiedeHue, BIOJIHE MOKHO PAaCHpPOCTPaHSITh HEMOCPEICTBEHHO
4yepe3 CeTh. XapaKTEePHBIMH OCOOCHHOCTSIMU TMPSMBIX KAaHAJIOB pacCIpeeIICHUS
SIBJISIIOTCS: CPABHUTEIIBHO HEOOJBIION 00beM COBITA, TECHBIM KOHTAKT U3TOTOBUTEIIS
C moTpeduTesieM, THOKas 1EHOBasK MOJIMTHUKA, MUPOKUE BO3ZMOXHOCTH TEXHUYECKOTO
oOCITy>KMBaHHUS TPOJAaBaeMbIX TOBApOB, OIMEpaTWBHAas oOpaTHas CBA3b C

HOTpe6I/ITeJ'I$IMI/I. I[O HCOAABHETO BPEMCHHM OTOT BapHAHT HauOoJee dYacTo
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UCIIOJIB30BAJICSI TIPU  peaM3alMi NPOAYKUUU MPOU3BOJICTBEHHO-TEXHHUYECKOTO
HAa3HAUYECHHUS M peXe — TOBAPOB MMPOKOro mnorpedseHuda. C MNOABICHHEM
COBpEMEHHBIX (opM cObITa, 0COOEHHO MHTepHETa, Takoe IOJIOKEHUE HAUYMHAET
MEHSATHCS.

Oonoyposneswlii Kanan BKIOYAET B ce0s 0JHOro nocpenHuka. Ha notpedurenbckux
pPBIHKax 3TUM IIOCPEJHUKOM OOBIYHO OBIBAET PO3HUYHBIN TOPIOBEL, a HA pPbIHKAX
TOBAapOB NPOMBIIUICHHOIO HAa3HAYEHUSI KM HEPEJIKO OKa3bIBaeTcsi OpOKep WIH
TOProBelii areHT. OJIHOYpOBHEBBII KaHaJl CUMTAETCS BBITOAHBIM, €CIU Yy
IPOU3BOMTEIIS HET CPEJCTB JJIsl OpraHU3alMi CaMOCTOSTEIbHON paboThI 1O COBITY,
ACCOPTUMEHT MPOAYKIHMH MIHPOKUMA, KOJIMYECTBO CETMEHTOB PbIHKA HEBEIMKO, 00BEM
OPEeINpOda)KHOTO U TOCIEHPOAAKHOTO CEpBHUCAa HE3HAYUTENEH, a OCOOEHHOCTHU
TOBApOB OIPEACIIAIOT HEOOIBIIYIO KPATHOCTh PA30BbIX MOKYIIOK.

/Jleyxypoenesniit kanan BKIIIOUaeT B ce0s IBYX mocpenHukoB. Ha moTpeOuTenbckux
pBIHKax TaKUMM [IOCPEIHUKAMU OOBIYHO CTAHOBSTCSI OINTOBBIE M PO3HUYHBIC
TOProBUbI, Ha PbIHKAX TOBAPOB MPOMBIIUIEHHOTO HAa3HAY€HUsI 3TO MOTYT OBITh
IPOMBIIUIEHHBIH JUCTPUOBIOTOp U aujepbl. IIpu 3TOM ONTOBUK M JUCTPUOBIOTOP
SBJIAIOTCS TOCPEIHUKAMHU TIEPBOTO YPOBHS, @ PO3HUYHBIE TOPTrOBLBI M JUAJIEPHI —
MOCPEIHUKAMHU BTOPOr'O YPOBHS. J[ByXypOBHEBBIN KaHaJI CYMTAETCS BBITOAHBIM, €CIIN
PBIHOK PACIOJIOKEH Ha OOJIBIIONW TEPPUTOPUM, MOKHO 3HAYUTEIBHO COKOHOMMTb,
MOCTaBJIsIst OOJIBIINE MAPTUX HEOOJIBIIOMY KOJMYECTBY MOKYIAaTENEH.
Tpexypoenesgwiii Kanan BKIOYAET TPEX NOCpeAHUKOB. Hanmpumep, Mex a1y onToOBbIM U
PO3HUYHBIM TOPTrOBLAMU PACIHOJIAraeTCsl MEJKUH ONTOBUK. MeNKHe ONTOBUKU
MOKYMNalT TOBAPhl Y KPYMHBIX ONTOBBIX TOPTOBIEB U MEPENPOJAIOT UX HEOOJBIINM
NPEANPUATASAM PO3HUYHONW TOPIOBIM, KOTOPBIE KPYIIHBIE ONTOBUKH MOIYT HE
00CITy>KHBaTh U3-32 CPABHUTEIHLHO HU3KOW PEHTA0EIbHOCTH.

Cy1iecTBYIOT KaHajbl U C OOJBIIMM KOJMYECTBOM YpPOBHEH, HO OHHM BCTPEYAIOTCS
pexxe. OueBUAHO, YeM OOJIbIIIE YPOBHEH MMeEeT KaHall paclpeiesieHus, TEM MEHBIIE

BO3MOXHOCTb 'y MPOU3BOAUTCIA €TI0 KOHTPOJIHUPOBATH, HO PHTM pa6OTBI
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MPOU3BOJIUTEIIS TIPU 3TOM cTaOuiibHee. [[MMHHbBIE KaHallbl OTHOCUTEIBHO 3aTPaTHBI,
OJTHAKO 3a4aCTyI0 MHOTO BBIOOpA y MPOU3BOIUTENS, JKEIAIOMIETO BHINTA Ha MacCOBBII
PBIHOK, HET, OCOOCHHO €CIU IIEJIbI0 SIBJIIETCS 3aBOCBAHME MACCOBOTO pbhIHKA HE

TOJIBKO B CBOEM PETHMOHE, HO U MO BCEU CTpaHE.
(From:https://studme.org/1497050422345/marketing/kanaly_raspredeleniya_urovni_tipy_organizats
i)

Ex. 2.5. Why do manufacturers prefer to use indirect channels to bring their
products or services to the customer? What are advantages of the direct distribution

channel?

Ex. 2.6. Fill in the gaps with appropriate terms from the box.

Agent (3)
Customer (5)
Intermediary
Manufacturer (7)
Retailer (4)
Wholesaler (3)

When a 1 involves a middleman or _ 2 to sell its product to the end
3, itissaid to be using an indirect channel. Indirect channels can be classified
into three types:

. One-level Channel (_ 4 to_ 5 to__ 6 ):Retailers buy the product

fromthe 7  and then sell ittothe 8 . One level channel of distribution
works best for the 9 dealing in shopping goods like clothes, shoes, furniture,

toys, etc.
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Two-Level Channel (10 to 11  to _ 12  to
_ 13 ): Wholesalers buy the bulk from the 14 | breaks it down into small
packages and sells them to retailers who eventually sell it to the end customers. Goods
which are durable, standardized and somewhat inexpensive and whose target audience
is not limited to a confined area use two-level channel of distribution.
Three-Level Channel (15 to 16 to 17 to _ 18 to
19  ):Three level channel of distribution involves an _ 20  besides the
21 and 22 who assists in selling goods. The 23 comes handy

when goods need to move quickly into the market soon after the order is placed.

Ex. 2.7. Complete the following table.

Verb Concrete Noun Abstract Noun
Assist
Buying
Consume
Distribution
Mediate
Packaging
Produce
Retailer
Sale
Wholesaler
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Ex. 2.8. Fill in the gaps with appropriate prepositions if necessary.

The main aim 1  trade is to supply goods 2 the consumers living
__ 3 distant places. As goods and services move 4 the producer 5
the consumer, they may have to pass 6 various people. 7 example, a
farmer grows 8  apples. Once the apples get ripened he sells the apples
9 anagent 10  the city. The agent collects the apples 11  the
farmer, packs 12 them, and sellsthem __ 13 a wholesaler. The wholesaler
then distributes them 14  wvarious retail fruit vendors 15  the city
~_ 16 selling smaller quantities. Finally, the consumers (if they need them)
purchase the apples 17  those vendors. Thus, while coming 18  the
producer, the product reaches 19 the consumers 20  passing 21
several hands __ 22 an agent, a wholesaler and a retailer. All these three are
called middlemen. These middlemen are connecting links 23 producers
24  goods, 25  one hand, and consumers, 26 the other. They
perform 27  several functions such 28  buying, selling, storage, etc.
These middlemen constitute 29 thechannels 30 goods’ distribution.

Thus, a distribution channel is the route 31 which goods move 32

producers 33 ultimate consumers.

Ex. 2.9. Put the following examples of distribution to the correct column.

1)  Company owned retail outlets

2)  Dealing with limited products, yet desiring to cover a wide market
3) Distributing goods as soap, rice, wheat, clothes, etc.

4)  Door to door selling

5) Internet selling
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6)  Mail order selling

7)  Selling cars through company approved retailers

8)  Telemarketing

DIRECT CHANNELS INDIRECT CHANNELS

1 level channel

2 level channel

3 level channel

Ex. 2.10. Use the proper verb forms.

Distribution and the Internet

When a manufacturer (use) more than one distribution channel simultaneously

(reach) the end user, he (say) to (use) the dual distribution strategy. They may (open)

their own showrooms (sell) the product directly while at the same time (use) Internet

marketplaces and other retailers (attract) more customers. A perfect example of goods

(sell) through dual distribution (be) smartphones.

The Internet (revolutionize) the way manufacturers (deliver) goods. Other than

the traditional direct and indirect channels, manufacturers now (use) marketplaces like

Amazon. Amazon also (provide) warehouse services for manufacturers’ products and

other intermediaries, like aggregators (Uber, Delivery Club, etc.), (deliver) the goods

and services. The Internet also (result) in the removal of unnecessary middlemen for

products, like software, which (distribute) directly over the Internet.
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Ex. 2.11. Describe the following diagram.

Levels of a Distribution Channel

Option 1: Zero Levels (Direct distribution)

Option 2: One Level

Retailer

Option 3: Two Levels

Retailer

(From: https://www.toppr.com/guides/business-studies/marketing/distribution/)
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Ex. 2.12. Do you drink Coca-Cola? Do you like it? Ask your partner the same
question. Study the diagram of Coca-Cola’s distribution channels.Discuss with your
partner the success of the company in supplying Coca-Cola products to different

intermediaries and to final customers.

Coca-Cola USA

Y \

Coca-Cola Botiiing Company United, Inc.
Eastern Region — Bottiing

Y Y Y Y

Comveniences . Mass
Supermarkets Oil stores Cold drink ‘ merchandisers
I . [
Kroger, Bi-Lo, Texaco, Applebee’s Wal-Mart
Winn Dixie, efc. BF Outback Steaks Kmart
Y Y Special Events J
Masfer's Goif
Coke machines
Y
Consumers

(From: Pelton, L.E., Strutton, D., Lumpkin, J.R. (2016). Marketing Channels. Edinburgh: Heriot-Watt
University. P.1/8)

Ex. 2.13. Give examples of companies you know and their distribution channels.
What channel is more common for the sale of services? Do you have any
experience of working in any channel of distribution? If not, which channel would
you prefer? Give your reasons. At first, prove your choice as a customer. Then

consider the question as a (future) professional trader.
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Ex. 2.14. Role-play the following situation. Work in pairs. You are senior managers
who have to decideon the best distribution channel for the manufacturer. Hold the
meeting anddiscuss the most optimal channel taking into account the following

factors.

. What is the type of your product or service?

- Is the market geographically spread? Do you intend to sell abroad?
o Which distribution channels are used by your competitors?

o What is the size of your business?

. Does it have an established distributionnetwork?

o What are the marketing objectives?

o How much control over distribution would you like?

Ex. 2.15. The distribution channels have changed during the business history. What
do you think the reasons of these changes are? Compare your ideas with the video
(https://youtu.be/gHIq9DcgKdU). According to it, what are (four) different

historical periods in the development of distribution channels?

Ex. 2.16. Watch the video (https://youtu.be/xdXCFPS9RGw), and answer the

following questions.
1. What are two types of online distribution channels in the tourism market?

2. What do you need to get good results and generate tourism business?
3. What are techniques for increasing the brand image of the company?
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Ex. 2.17.Study the following comments on Academic Writing.

The discussion, argument, or comment in the development of the topic may be
very straightforward, in which case ideas will be added together one after the other.
The basic connective and is used here. There are also a number of connectives with a
similar or related meaning to and (therefore, as a result, accordingly, consequently,
thus hence).

Sometimes the comments may be expressed in another way, or an alternative
proposal may be made. This is represented by the basic connective or. There are also
a number of connectives with a similar or related meaning to or (in other words, to
put it more simply, it would be better to say). After the alternative has been
considered, the main argument will continue.

There are also occasions in arguments, etc., when the opposite is considered or
referred to. This is represented by the basic connective but. There are also a number
of other connectives with a similar or related meaning to but (however, nevertheless,
yet, in spite of that, all the same).After the opposite or opposing view has been

considered, the main argument is continued.

(From: Jordan, R. R. (1999). Academic writing course: Study skills in English (3"%d.). Harlow, MA: Pearson
Education. P.11-14)

Ex. 2.18. Use a suitable connective (as a result, but (2), consequently,conversely,
hence, however, or, therefore, thus) to connect the following pairs of sentences or

clauses.

1)  A. Adistribution channel is the path or route decided by the company to deliver

its good or service to the customers. The route can be as short as a direct interaction
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between the company and the customer or can include several interconnected
intermediaries like wholesalers, distributors, retailers, etc.
B. . a distribution channel can also be referred to as a set of

interdependent intermediaries that help make a product available to the end customer.

2)  A. Unlike tangible goods, services can’t be stored.
B. this doesn’t mean that all the services are always delivered using the

direct channels.

3)  A. Now the distribution of the products can be done by the organization itself
which is direct distribution.

B. it can hire intermediaries and form indirect distribution channels.

4)  A. Since marketing focuses on the activities and behaviors necessary for
exchange to occur, channels should be thought of as exchange facilitators.
B. , any connection between individuals and/or organizations that allows

or contributes to the occurrence of an exchange is a marketing channel.

5)  A. Marketing channels always emerge out of a demand that marketplace needs
be better served.

B.  , markets and their needs never stop changing;

C. ___, marketing channels operate in a state of continuous change and must

constantly adapt to confront those changes.

6)  A. The opportunity to acquire smaller lots means smaller capital outflows are
necessary at a single time.
B. , pharmaceutical distributors must continuously break bulk to satisfy

the retailer’s lot size requirements.
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7)  A. Since intermediaries function as bridges linking sellers to buyers, they can
become much closer to both producers and users than producers and users are to each
other.

B.  , the intermediary is in the best position to understand each of their
needs and reduce sellers’ uncertainty by carefully reconciling what is available with

what is needed.

8)  A.The ranks of intermediaries must increase, while the roles they play become
more complex.
B. , the number of intermediaries generally declines as need uncertainty

decreases.

9) A. In the 1990s Table Toys, Inc., a small Texas-based toymaker, rose to
compete with market giants in the $17 billion toy industry.

B. it wasn’t easy.

10) A. their creativity,

B. the Buskes found it difficult to get their product on retail store shelves.

Ex. 2.19. Read the text below and write an essay on the distributionsystem in a

Russian industry (according to your choice).

US Beer Industry
The US has a three-tier beer distribution system, which consists of brewers,
distributors and retailers. Over 3,000 beer distributors, with over 130,000 employees,
manage the multibillion-dollar business of delivering brew to retailers. From Anaheim

(California) to Zanesville (Ohio), these wholesale distributors make sure that beer
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flows from brewers to a variety of retail outlets ranging from neighborhood taverns to
local convenience stores. In the US, the basic system is that brewers must sell to
distributors, distributors sell to retail outlets and only retail outlets can sell beer to

consumers.

(From: Pelton, L.E., Strutton, D., Lumpkin, J.R. (2016). Marketing Channels. Edinburgh: Heriot-Watt
University. P.1/2)

Ex. 2.20. Translate the following sentences, paying special attention to emphatic

connectives.

1)  Karl Marks’ and Adam Smith’s theories might be compared even if they were
not historically related.

2)  The books written by a famous economist Porter are quite popular even if one is
in disagreement with his views.

3)  Even though this issue has been broadly discussed there hasn't been a
unanimous conclusion.

4) Modern scientists have no explanation of this phenomenon, however, they hope
to find some.

5) In detail, however, we shall see that the budget figures are not so balanced.

6)  However, this is what cannot be taken for granted.

7)  Before looking at this matter, however, it is worth collecting all possible data.
8)  His book has a variety of virtues; | do, however, have certain criticisms.

9)  This approach is the most vulnerable; nevertheless it is rather informative and
convincing.

10) There is no clear way of testing these products, nonetheless, the company
technologists are trying to find one.

11) The situation in the market is vague, it is nonetheless clear that positive

tendencies are vivid.
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12) Whatever the outcome of the research might be they hope to double the output.

13) The results of the experiment should be at hand whenever necessary.

Ex. 2.21. Describe the diagram of direct distributionusing as many connectives as

possible.
Producers Buyer
Door-to-door delivery
¢ Direct sale » >
Postal package Catalog Press * Decision about
¢ Informatio the purchase
n about the [ >
Radio | TV | Telephone | Computer
offer
Post office Telephone
* Order — ¥ P —»| e Order
support
Post office Door-to-door
* Execution delivery ¥ o Reception of
of orders goods

(From:
httpwww_pjms_zim_pcz_plpdfpjms6distribution20channels20and20their20roles20in20the20enterprise.pdf)
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UNIT 3
WHOLESALE AND RETAIL

Ex. 3.1. Study the following terms: bulk, commodity, merchandize, profit margin,

supply chain. If necessary, check their definitions in the dictionary.

Ex. 3.2. Before reading the text, can you explain the difference between
“wholesale” and “retail”? Do you have your own work experience in any of these
trade models? Do you know some well-known wholesalers and retailers in Russia

and foreign countries?

Ex. 3.3. Read and translate the following text.

DIFFERENCE BETWEEN WHOLESALE AND RETAIL

The word wholesale simply means selling in bulk quantities and retail stands
for selling merchandise in small quantities.

Wholesale and retail are two distribution arrangements, that constitutes a major
part of the supply chain.

When the goods are manufactured, they are sold in large quantities (wholesale)
to the wholesaler, who further sells them to the retailers, who finally sells them to the
ultimate customers.

Because of this divide, retail relationships are categorized as business to consumer
(B2C) or direct to consumer (DTC), while wholesale is known as business to business
(B2B).
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Definition of Wholesale

Wholesale refers to the selling of goods to the customers like retailers,
industries, and others in bulk, at a low price. It is a type of business in which goods
are being purchased from the producers by the wholesaler in big lots, and then the
bulk is split into comparatively smaller lots. Finally, they are repacked and resold to
the other parties.

Wholesalers do not pay much attention to the location of the shop and its
appearance, and display of goods because they sell only a specific type of items, and
their customers are generally retailers or other businesses, who purchase the goods for
the purpose of resale. These things do not matter to them at all.

In wholesale business, the wholesaler gives more emphasis on the quantity of
goods, not on the quality. For starting a wholesale business, there is a huge capital
requirement as the business size is large. It does not require any publicity or
advertisement.

However, the customers of a wholesale business are spread in various cities,
towns or even in different states. Most goods are sold on credit to the customers of the
wholesale business. The price of purchased on wholesale is lower as it consists of less

profit margin.

Definition of Retail
Retail means selling goods in small lots. When the goods are sold to the final
customer, for consumption and not for the purpose of resale, in small quantities, then
this business type is known as Retail. Retailers are the middleman between
wholesalers and customers. They purchase goods from wholesalers in bulk and sells it
to the ultimate consumer in small lots.
The prices of goods purchased in retail are relatively high. The first and

foremost reason behind this is the advertisement cost, and the profit margin is high.
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Moreover, they include other expenses in the price of goods on a proportionate basis,
like the rent of premises, salary to the workers, electricity expenses, etc.

Due to extreme competition, it is quite difficult to retain customers for a long
time, so the retailer should know the techniques of handling different kinds of
customers. In this way, shop location, the appearance of the shop, goods displayed,
quality of products and service provided is given much importance because it leaves
an impact on the customer’s mind. Moreover, the goodwill of the retailer depends on
these parameters. By virtue of this, the retail business person always goes with the
quality products. They reject the defective or inferior quality products and pick the

best one.

(From:https://keydifferences.com/difference-between-wholesale-and-retail.html)

Ex. 3.4. Fill in the gaps with “W” (Wholesalers) or “R” (Retailers).

Top 10 Differences between 1 and 2

1. 3 buy from the manufactures and sell goods tothe 4 . 5 buy

fromthe 6 and sell goods to the consumers.

2. 7 usuallyselloncredittothe 8 . 9  usually sell for cash.

3. 10 deal in different kinds of goods, but 11 specialize in a particular
product.

4., 12 Dbuy in small quantities fromthe 13  and sell in smaller quantities
to the ultimate consumers. 14 buy in bulk quantities from the manufacturers
and sell in small quantitiestothe 15

5. 16 always deliver goods at the doorstep of the 17 : 18

usually sell at their shops and provide door delivery only at the request of the

consumers.
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6. 19  need mainly a go-down to stock the goods they handle. 20 need
a shop or a showroom to sell.

7. 21  go to different places to supply. 22 usually sell at a particular
place and sometime may have branches in other places.

8. 23 usually provide shopping comforts mainly to attract customers.
24 need not provide shopping comforts like luxurious, interiors, provision of
air-condition, trolleys, etc.

9. As 25  specialize in a particular product, they have to necessarily convince
the 26 about the product quality. Only thenthe 27  will place an order.
As 28  deal in a variety of goods, they need not influence buyers and can let
the buyers choose any brand of product they like.

10. As per the custom of their trade, 29  allowthe _ 30 trade discount
eachtimethe 31  buy. 32  normally do not allow any discount to their
customers. Some of them may offer cash discount to bulk buyers. Sometimes, they

may offer seasonal discounts.

Ex. 3.5. Read and render the following text in English. What is the main content of
the wholesale trade? How important are the activities of wholesalers for domestic

trade?

KomMmmepueckyto paboTy 1o mpojiaxke ToBapOB MOXKHO MOAPA3ACIIUTh Ha JIBa dTama:

o KOMMepuecKasi paboTa Mmo ONTOBOM MPoaaKe TOBAPOB;

o KoMMepuecKast paboTa 1Mo poO3HUIHOHN MPOIaKe TOBAPOB.

OnToBasi mpojaaka TOBApOB IPOM3BOAMTCS ONTOBBIMU MPEANPHATHAMU (Oa3zamu,
TOPTrOBBIMH CKJIaJJaMH), ONTOBBIMH TIOCPETHUKAMHU, a TaKXKe OpraHu3aTopamMu
ONTOBOT0 TOBApOOOOPOTA.

OnToBas peanu3aiys TOBApOB UMEET BEAyIllee 3HAUCHUE TS S TEIHHOCTH OMTOBBIX

3BCHLBCB, TaKk Kak oOecre4yuBaeT MOJIYUICHHC OIITOBBIMH NpCAIPUATUAMUA
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HEOOXOJUMOW TMPHUOBUIH, YIAOBIETBOPEHHE CIIPOCA PO3HUYHBIX MPEANPUSATHI U
TOPIOBLEB B TOBapax, a, CJIEIOBATEIbHO, MOTPEOHOCTEH HACENEHUs B TOBapax U
yciyrax.

Jlis ocyliecTBIEHUSI MPOJAXH TOBAapOB KaK OJHOW M3 KOMMEPYECKHX (YHKITHIA
ONTOBBIE NPEIUPUATHA JODKHBI ONPEIEIUTh OpPUEHTHPHI (IOKa3aTenu) 1o
peanu3anyy TOBapoOB B TECHOM YBSI3KE C IPOrHO30M PO3ZHUYHOTO TOBApooOOpoTa.

B Hacrosmee Bpems, Koraa OTMEHEHA CHUCTEMa IPUKPEIUICHUS IIOKyNaTenen K
NOCTaBIIMKaM, OCYIIECTBIISIETCS CBOOOAHAsA KYIUIA-TPOJAa)ka TOBAPOB M CO3JIaHBI
YCIIOBUSI I CAaMOCTOSITEBHOTO BbIOOpa MarasuHaMy IIOCTaBIIMKOB TOBAPOB,
BO3PACTAET 3HAYUMOCTh KOMMEPYECKOM  JEATEIIBHOCTH 110  YCTAaHOBIICHHIO
ONTUMAJIBHBIX X035 MCTBEHHBIX CBA3EU C PO3HUYHBIMU IIPEATPUATUIMM.

OnToBBIM MPEANPUITHIM HEOOXOIMMO OIpPEAEIUTh CBOM LENEBOM PBIHOK, a HE
IBITaThCSL 0OCITYKUTh cpa3y BcexX. Tak, MOXKHO BbIOpATh 1EJIEBYIO IPYIIy Mara3uHOB
10 MPU3HAKaM MX pa3MepoB (HaIllpuMep, TOJIbKO KPYIHbBIE POZHUYHBIC MTPEANIPUATHS),
UX BUJaM (Hampumep, TOJIbKO Mara3uHbl OJ€K/]Ibl), UX 3aMHTEPECOBAHHOCTHU B yCIyTre
(HampuMmep, Mara3uHbl, HyJaloIIuecs B KOMMEPUECKOM KpeIuTe) U Ha OCHOBAHUU
MIPOYUX KPUTEPHUEB.

B pamkax 1eneBoil Ipynmbl ONTOBOE MPEANPHUSTHE MOXKET BbLACIUTH HanOolee
ONTUMAaJbHbIE (BBITOJHBIE) ISl C€Osl pO3HUYHBIE MTPEANPUATHS, pa3padoTaTh AJi HUX
KOMMEPUYECKHE TPEUIOKEHUSI MO OKA3aHHUIO OINTOBBIX YCIYI W YCTAaHOBHTH
JUTUTEIIBbHBIE XO35MCTBEHHBIE CBS3U.

Cpean KOMMEpPYECKHMX PEIICHU ONTOBbIX 0a3 BaXXHBIM SIBISIETCS PEIICHHE O
TOBAPHOM aCCOPTUMEHTE U KOMILJIEKCE

ycuyr. JKenaTenpHbIM SBIIAETCS NPEMIOKEHUE IIUPOKOTO aCCOPTUMEHTAa TOBAPOB U
MOAJCPKAHUE JIOCTATOYHBIX 3amacoB Uil HEMEIJIEHHOM mocTaBku. OnHako B
YCIOBUSIX PBIHKAa OMNTOBbIE 0a3bl Ha OCHOBAaHMM MAapKETUHIOBBIX HCCIEIOBaHUIM
JNOJDKHBIL  OIIPEACIINTh, KAaKUM KOJIMYECTBOM AaCCOPTUMEHTHBIX TPYyINIl TOBAapOB

3aHUMATbCs, U 0T06paTI> 13 HUX Hanboliee BBIT'OJHBIC AJIA ceOs.
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OAHOBPEMEHHO ONTOBBIE MPEANPUATHS PELIAIOT, KAKUE UMEHHO YCIYTM NOMOTaroT
N0OMBaTBhCSl XO3SIMCTBEHHBIX CBS3€M C PO3HUYHBIMHU MPEANPHUATUSAMU, & OT KaKHUX
YCIIyT CJeNyeT OTKa3aThCsl WM CAeNaTh MX IUIaTHBIMU. OCHOBHOE — C(POPMUPOBATH
YETKO BBIPAKEHHBIN KOMILUIEKC yCIIyT, HAan0o0Jiee [IEHHBIX C TOYKU 3PEHHS] PO3ZHUYHBIX
MPEAIPUATHH.

B pamkax omnroBoil peaiu3alid TOBapa OITOBbIE 0a3bl JODKHBI pa3padboTaTh
nporpaMMy CTUMYJIMPOBAaHUA COBITA, paccMaTpuBas TpU ITOM COBIT Kak
KOJUIEKTUBHBIE YCHIJIMS 10 OOECIEUEHHUIO MPOJaXH TOBApOB ONTOBBIM MOKYHATEIIsIM,
YKPEIUJIEHUIO OTHOLIEHUIM C HUMU U YJIOBJIETBOPEHUIO UX MOTPEOHOCTEN B yCIyrax.
PemuB mpuOerHyTb K CTUMYJIHUPOBAHUIO COBITA, ONTOBBIE MPEANPUITHS JOJKHBI
ONpENENUTh €ro 3aJayd, OToOpaTb HEOOXOIMMBIE CpENCTBAa CTUMYJIUPOBAHUS,
pa3paboTaTth COOTBETCTBYIOIIYIO MPOrpaMMy, OpPraHU30BaTh €€ MPEIBAPUTEIBHOE
ornpoOOBaHUE M MPETBOPEHUE B KU3Hb, OOECHEUUTh KOHTPOJIb 3a €€ XOJIOM H
IIPOBECTU OLEHKY JOCTUTHYTBIX PE3YIbTATOB.

3ajaun CTUMYJIMPOBAaHMS CObITA BBHITEKAIOT M3 3a]ad ONTOBOM MPOJaKu TOBapoB. B
YACTHOCTH, CPEAM 33aJau CTUMYJUPOBAHUS PO3HUYHBIX MOTpeOUTENEed MOTYT OBITh
TaKkue, KaKk I[IOOIIPEHHE Mara3uHOB 3a BKJIIOUYEHHME HOBOTO TOBapa B CBOH
aCCOPTUMEHT, MoJJepKaHue 00jiee BBICOKOTO YPOBHS 3al1acoB TOBapa U CBSI3aHHBIX C
HUM H37epxKeK, GOPMUPOBAHUE Y MAara3uHOB NMPUBEPKEHHOCTU K MapKe U T. 1.
Pemenue 3amad cTUMYIMpPOBAaHMS CObITA JTOCTUTAETCS C MOMOILBIO MHOYECTBA
pa3zHooOpa3Hbix cpenctB. I[lpm 3TomM pa3paboTUMK IJJaHA ONTOBOM MPOJAXU
YUUTHIBAET U THUN PHIHKA, 1 KOHKPETHBIE 33J]a4M B cpepe CTUMYJIUPOBAHUS CObITA, U
CYILLECTBYIOIYI0 KOHBIOHKTYPY, W PEHTA0EIbHOCTh KaXJOI0 U3 HCIOJIb3yEMBbIX
CPEACTB.

K OCHOBHBIM cpelicTBaM CTUMYJIMPOBAHMS CObITA MOXXHO OTHECTH: MPEIJIOKEHUE
TOBapa MarazuHaM OeCIUIaTHO WJIM Ha TIPOO0Y; CACIKH C HEOONBIIION CKUIKOU C IIEHBI,

OKCIIO3WIUMKU U ACMOHCTpAOHWKU TOBApa B Mara3mHax, HpOCI)eCCI/IOHaJ'IBHI)Ie BCTPCUHU U
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CHIEIMATN3UPOBAHHBIC BBICTABKU; TOPTOBBIE KOHKYPCHI JJII IOOYK/IeHUSI paOOTHIUKOB
0a3b1 K 23Q(HEKTUBHON KOMMEPUECKOU MeATSTLHOCTH.

HemanoBa)KHBIM JTOTUCTUYHBIM PEIICHUEM ONTOBBIX 0a3 sSBISETCS pa3padoTKa HOBBIX
METOJIOB ¥ TPUEMOB JESATEIBHOCTH MO TPy3000pabOTKe M MPOXOXKICHUIO 3aKa30B,
MOCTYIUBIIHMX OT ONTOBBIX MOKYIaTeNeH (Mara3uHoB).

OaHuM U3 TaKUX HAMpaBICHUU SBJISETCS MCIOJIb30BaHUE JJIsi TMpUEMa 3aKa30B
MEPCOHAIILHBIX KOMIBIOTEPOB U TeledakcoB. KOMITBIOTEPHI BRI3BAIH K JKU3HU HOBBIH
TUINl CKJada - ‘0e30yMaKHBIM CKJaj]’, T/A€ YNpaBlICHUE OINepalusiMH U Y4eT
aBTOMATHU3HPOBAHBI U, CIEAOBATEIHHO, OTMANA MOTPEOHOCTh B OOIIMPHON CKIIaICKON
JIOKyMEHTAITUH.

Takum oOpa3oMm, omTOBas IMpoJlaka TOBAPOB SBISETCA OJHOM U3 OCHOBHBIX
KOMMEpYECKUX (YHKIMA ONTOBBIX MPEANPHUITHH. Bce ocTalbHBIE IO OTHOIICHHUIO K
HEl UMEIOT MOJYMHEHHOE 3HAUYCHUE U KaK Obl 00CITyKUBAIOT €€.

Hcxona n3 U3J105KEHHOTO, COAepyKaHne KOMMEPUECKOU padOThI MO ONTOBOM MPOIaXe
TOBApPOB MOYKHO CBECTH K BBITIOJIHCHUIO CIICTYIOIINX OCHOBHBIX OTICPAIIHIA:
HAXOXKJICHUE ONTOBBIX MOKYyIaTes e TOBapOB (YCTaHOBIIEHUE PhIHKA COBITA);
YCTaHOBJICHHE XO3SMCTBEHHBIX CBSA3CH C MOKYIAaTEIIMHA TOBAPOB;

BBIOOP ()OPM M METOI0B ONTOBOM MPOIAKU TOBAPOB;

OpraHu3aIus OKa3aHus yCIyT ONTOBBIMHU MPEINPUATUIMU KINCHTAM;

opraHu3anus y4d€Ta BbIIOJHCHUSA JOT'OBOPOB C IMMOKYHATCIIAMH TOBAPOB,

D N N N N NN

peKJIaMHO-I/IHCI)OpMaL[I/IOHHaﬂ ACATCIBHOCTD OIITOBBIX HpCI[HpHHTHﬁ.

(From: Kommepueckas nesitebHOCTh: YueOuuk / ®. I'. TTankparos, H. ®@. Congarosa. — 13-e u3sa., mepepad.

u jor. - M.: UTK «Jlamkos u K°», 2012. - C.190-193)
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Ex. 3.6. Make the collocations of the model “Verb + Noun”. Then make your

sentences with these collocations.

1 To attract a. abrand

2 Tochoose b. abusiness
3 Tocreate c. adiscount
4 Togive d. alink

5 Tograb e. anorder
6 To manufacture f. attention
7 To offer g. customers
8 To place h. delivery

9 To provide I. emphasis
10 To start J. goods

Ex. 3.7. Match the functions of wholesalers to their definitions.

(a) Collection of goods: | 1. A wholesaler sells goods to different retailers. In

this way, he also performs the function of distribution.

(b) Storage of goods: 2. A wholesaler collects the goods and stores them
safely in warehouses, till they are sold out. Perishable
goods like fruits, vegetables, etc. are stored in cold

storage.

(c) Distribution: 3. A wholesaler collects goods from manufacturers

or producers in large quantities.

(d) Financing: 4. The wholesaler buys finished goods from the
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producer and keeps them in the warehouses, till they
are sold. Therefore, he assumes the risks arising out of
changes in demand, rise in price, spoilage or

destruction of goods.

(e) Risk taking: 5. The wholesaler provides financial support to
producers and manufacturers by sending money in
advance to them. He also sells goods to the retailer on
credit. Thus, at both ends the wholesaler acts as a

financier.

Ex.3.8. Choose the functions of retailers for each paragraph:

All retailers deal with the customers of varying tastes and temperaments. Therefore,
they should be active and efficient in order to satisfy their customers and, also, to
induce them to buy more. Let us see what the retailers do in distribution of goods.

(1) . Retailers buy and assemble varieties of

goods from different wholesalers and manufacturers. They keep goods of those brands
and variety which are liked by the customers and the quantity in which these are in

demand.

(i) : To ensure ready supply of goods to the
customer retailers keep their goods in stores. Goods can be taken out of these stores
and sold to the customers, as and when required. This saves consumers from
botheration of buying goods in bulk and storing them.

(iii) . Although retailers mostly sell goods for

cash, they also supply goods on credit to their regular customers. Credit facility is also

provided to those customers who buy goods in large quantity.
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(iv) . Retailers render personal services to the

customers by providing expert advice regarding quality, features and usefulness of the
items. They give suggestions considering the likes and dislikes of the customers. They
also provide free home delivery service to customers. Thus, they create place utility
by making the goods available when they are demanded.

(V) : The retailer has to bear many risks, such as

risk of:

(a) fire or theft of goods

(b) deterioration in the quality of goods as long as they are not sold out.
(c) change in fashion and taste of consumers.

(vi) - Retailers display different types of goods in

a very systematic and attractive manner. It helps to attract the attention of the
customers and, also, facilitates quick delivery of goods.

(vii) - Retailers provide all information about the

behaviour, tastes, fashions and demands of the customers to the producers through

wholesalers. They become a very useful source of information for marketing research.

Functions:

Buying and assembling of goods
Credit facility

Display of goods

Personal services

Risk bearing

Storage of goods

~ O o B W DN e

Supply of information
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Ex. 3.9. Fill in the gaps with the proper verb forms. Choose the verb from the box.

Adapt, Appear, Be, Benefit, Innovate, Know, Offer, Reinvent, Seize, Transform

Retail 1 one of the first and most influential sectors to contribute to digital
transformation of the economy. Some e-commerce giants, such as Amazon or eBay,
__ 2 to meet shoppers’ new lifestyles and expectations, but millions of small-and-
medium businesses 3 the opportunities of the new digital world. Traditional
retailers and catalogue merchants 4 their businesses into “omnichannel”
operations. New business models and innovative approaches ~ 5  every day.
Consumers __ 6 from more choice, price transparency and more convenience in
paying and delivery. Is this the end of shops aswe 7 them? Not at all. Shops on
the high street, city malls or suburban shopping areas _ 8  themselves. To survive
and grow, they 9 even better services and shopping experiences, combining the
advantages of physical and digital retail.

Wholesalersalsorapidly 10 to the digital economy as well, by innovating

in their B2B service offering to clients.

Ex. 3.10. Put words in the following sentences in the correct order.

1.  trade, Those, of, sell, are, part, a, to, firms, wholesale, that, businesses.

2. Wholesaling, is, in, goods, an, of, overall, step, the, intermediate, distribution.
3. wholesalers, retailers, wholesaler, of, organizes, to, goods, the (2), for,
transaction, resale, other , or, A.

4.  from, to, goods, a, and, Wholesalers, or, other, operate, office, warehouse,

facility, businesses, sell.

53



5. wholesalers, not, to, do, Traditionally, market, the, their, public, services,

general.

Ex. 3.11. Read the following text and made your own decision about your (future)

business.

Being a wholesaler gives you access to a diverse range of outlets and allows
you to reach a large customer base. Offering your product as wholesale allows a
larger audience access to your wares, therefore you are able to grow your business
quickly. This can drive interest for your product, and can make you attractive to
retailers, who can see that there is a solid audience for your goods and are more likely
to want to stock your product.

Operating as a retailer is ideal if you want to retain complete control of your
product lines and you enjoy having a hand on relationship with your customers. There
is a lot to think about if you are in this position, but you are able to be responsive to

the demands of your customers and their potentially changing needs and desires.

When choosing the most appropriate avenue to market, you must consider
which model fits best with:
1. Your strengths and personality as a business owner
2. The brand identity of your business and its product or products
3. How best to reach your target market

Remember to evaluate the strengths of your product and your employees and
assess the avenues open to you. Also, take into account how much control of the
product you want to retain, and how much face-to-face contact with the consumer you
need or want to have.

Here are a few other starting points:
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. If choosing to become a wholesaler, prioritize selling to retailers by providing
your resellers with the best service to allow them to grow their business and trust you
as a repeat supplier.

. If choosing to focus on retail, prioritize the channels that will grow your
business to reduce the need to rely on resellers to provide you with turnover.

. If you feel able to manage both wholesale and retail together, think about
strategies that will allow you to grow the retail side of your business while being able

to sell to retailers without competing against yourself.

(From: https://www.brightpearl.com/sales-channel-strategy/retail-vs-wholesale)

What is your choice? Give your reasons to prove your decision. If you are working

in commerce, do you plan to leave your present job? Why?

Ex. 3.12. Study the graph of economic output in the UK

Economic output in real terms (Gross Value Added)

% change on previous year, quarterly data
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ONS, GDP low level aggregates data, August 2018

(From: Chris Rh (2018). Retail sector in the UK .http://www.parliament.uk/commons-library)
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Speak about the economic output of the retail sector (in terms of Gross Value
Added, GVA, which is similar to GDP)

Follow the notes:

“1In 2017 it was £92.8 billion, which was ___ of the UK’s total GVA.Over the past
ten years, the retail sector’s economic output . The retail sector saw a fall in
economic output and then _ following the financial crisis and subsequent
recession of 2008, until late . In 2013, the sector began to _ and grew

strongly from . The retail sector in 2017-2018”.

Ex. 3.13. What is required to become a wholesale and retail buyer?Watch the video
(https:/lyoutu.be/W-GTPnCVsV0) to answer the question. Complete the gaps

(according to the video).

1. Buyers are successful if ...
2. Buyers fail when ...
3. The most challenging part of the buyer’s job is ...

4. What does the buyer’s career depend on?

Ex. 3.14. What do you know about Brexit? What is your attitude to this event?

According to the Independent, due to Brexit, “UK retailers have suffered their worst
start to any year since 2013
Read the article (https://www.independent.co.uk/news/business/analysis-and-
features/uk-high-street-store-closures-retail-job-losses-2018-next-toys-r-us-new-
look-maplin-a8270506.html) and explain the contemporary economic situation in

the United Kingdom.
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Ex. 3.15.Study the following comments on Academic Writing.

It is essential to divide your writing into paragraphs, which are either indented
from the left margin (i.e., they start further in from the left) or a line of space is left at
the end of a paragraph and the next paragraph is started on the left margin. This
makes it easier for the reader to read a text.

A paragraph is self-contained but should link logically with the previous and
following paragraphs so that the flow and cohesion of the writing is maintained.

A paragraph normally contains several sentences but they are all concerned
with the theme contained in the topic or key sentence (i.e., the main sentence).

The key sentence is usually the first one, which contains the main idea or topic.

The other sentences support it by adding further information or examples.

(From: Jordan, R. R. (1999). Academic writing course: Study skills in English (3" ed.). Harlow, MA:
Pearson Education. P.16)

Ex. 3.16. Agree or disagree with the following points about paragraphs.

1. A good key sentence:

a) is a complete sentence with a subject, a verb, and a controlling idea;

b) states the main idea of the paragraph

C) is neither too general nor too specific;

d) the controlling idea limits the topic to one specific area that can be discussed.
e) is usually the first sentence in the paragraph

f) the helpful guide to both: the Writer and the Reader

2. Good supporting sentences:
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a) develop the topic sentence (explain or prove the topic sentence by giving more

information about it).
b) are specific and factual

c) can be examples, statistics, or quotations

3. A good concluding sentence:
a) signals the end of the paragraph and leaves the reader with important points to

remember.

b) summarizes the important points briefly or restates the topic sentence in different

Ex. 3.17. The following sentences are in mixed order.To form a paragraph they

need to be reorganized. Underline the key sentence and put the sentences in the

correct order by numbering them 1-5.

Export and import traders have provided the same VAT in their B2B markets. Ne
Many retailers sell cross-border or set up shop in other markets as soon as they | Ne
see opportunities and suitable rules. _
Retailers and wholesalers have boosted the local economies. Ne
Retailers and wholesalers offer customers in these new markets more choice, | Ne
better prices, and in many cases, improved consumer rights, customer service, and |
safety and environmental standards.

They have invested, created jobs, developed local suppliers of food and non-food | Ne

products and given them access to their own and the retailer’s home market.
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Ex. 3.18. The following sentences are in mixed order. To form a paragraph they
need to be reorganized. Underline the key sentence and put the sentences in the

correct order by numbering them 1-7.

Others are already highly qualified, such as engineers or marketing experts but
also chemists, designers or butchers, meeting the range of skills the sector | Ne

deploys.

Retail and wholesale allow budding entrepreneurs the opportunity to pursue their | No

ideas as an online trader or opening their own shop.

Retailers and wholesalers invest in employee development to allow them to| Ne

move up and take on management roles.

Retailers employ almost 20 million people in Europe, wholesalers another 10 | Ne

million.

Retailers work with schools and colleges to equip the next generation with the | Ne
right skills.

The sector also has a strong track record in welcoming people from all ethnic | Ne

backgrounds, ages and people with disabilities.

This means that 1 in 7 Europeans works in retail or wholesale, many of them | Ne

young people starting their first job. Some come from disadvantaged

backgrounds with few skills.

Ex. 3.19. Write an essay using the following notes.

Key Differences between Wholesale and Retail
The points given below elaborates the fundamental differences between
wholesale and retail trade:
1. Wholesale means the sale of goods in voluminous quantity, at a low price. The

business of ... is known as Retail.
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2. Wholesale ... whereas Retail creates a link between wholesaler and customer.

3. There are wide differences between wholesale and retail price of a particular
commodity, i.e., the wholesale price ... .

4. In wholesale business, there is no requirement of an art of selling the goods which
IS ... In case of retail business.

5. The size of a wholesale business is ... than a retail business.

6. In the retail business, the retail shopkeeper can choose the goods freely which is not
possible in wholesale business because ... .

7. In wholesale business, the capital requirement is ... than in retail business.

8. The location is of utmost important in retail, but in wholesale, ... .

9. While selling the goods in retail the appearance of the shop and the display of items
should be good to attract more and more customers. However, in wholesale, ... .

10. There is no requirement of advertising in wholesale but retail business ... .

Whenever a product is produced, it does not come to us directly. There are so many

hands, through which a product passes, and finally, ... . In wholesale, mild
competition can be seen, but in retail, ... , so it is very tough to retain and regain
customers.
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UNIT 4
ELECTRONIC COMMERCE

Ex. 4.1. Study the following useful terms: boom, bust, dot-com, downturn, entities,

obituary, online, recession. If necessary, check their definitions in the dictionary.

Ex. 4.2. Read and translate the following text.

EVOLUTION OF ELECTRONIC COMMERCE

The business phenomenon that we now call electronic commerce has had an
interesting history. From humble beginnings in the mid-1990s, electronic commerce
grew rapidly until 2000, when a major downturn occurred. The popular media
published endless news stories describing how the “dot-com boom” had turned into
the “dot-com bust.” Between 2000 and 2003, many industry observers were writing
obituaries for electronic commerce. Just as the unreasonable expectations for
immediate success had fueled unwarranted high expectations during the boom years,
overly gloomy news reports colored perceptions during this time.

Beginning in 2003, electronic commerce began to show signs of a profound
rebirth. Companies that had survived the downturn were not only seeing growth in
sales again, but many of them were showing profits for the first time. As the economy
grew, electronic commerce grew also, but at a faster pace than the overall economy.
Thus, electronic commerce gradually became a larger part of the total economy. In the
general economic recession that started in 2008, electronic commerce suffered far less
than most of the economy. From 2003 through the present, as the general economy
has expanded and contracted, electronic commerce has consistently expanded more in
the good times and contracted less in the bad times than other economic sectors.
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Categorizing electronic commerce by the types of entities participating in the
transactions or business processes is a useful and commonly accepted way to define
online business. The four general electronic commerce categories are business-to-
consumer (or B2C), business-to-business (or B2B), consumer-to-consumer (or C2C),

and business-to-government (or B2G).

Electronic Commerce and Electronic Business

To many people, the term “electronic commerce” means shopping on the part
of the Internet called the World Wide Web (the Web). However, electronic commerce
(or e-commerce) also includes many other activities, such as businesses trading with
other businesses and internal processes that companies use to support their buying,
selling, hiring, planning, and other activities. Some people use the term electronic
business (or e-business) when they are talking about electronic commerce in this
broader sense. For example, IBM defines electronic business as “the transformation of
key business processes through the use of Internet technologies.” Most people use the
terms “electronic commerce” and “electronic business” interchangeably. In this book,
the term electronic commerce (or e-commerce) is used in its broadest sense and
includes all business activities that use Internet technologies. Internet technologies
include the Internet, the World Wide Web, and other technologies such as wireless
transmissions on mobile telephone networks. Companies that operate only online are
sometimes called dot-com or pure dot-com businesses to distinguish them from
companies that operate in physical locations (solely or together with online
operations); however, online business activity has become so integrated with
everyday life in much of the world that few people worry about these distinctions any

longer.
(From: Gary P. Schneider (2015) Electronic Commerce. (11" ed.). Cengage Learning. P.5-6)
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Ex.4.3. Fill in the gaps with “C” (electronic commerce) or “B” (electronic

business).
While some use 1 and 2 interchangeably, they are distinct
concepts. In 3 | information and communications technology (ICT) is used in

inter-business or inter-organizational transactions (transactions between and among
firms/organizations) and in business-to-consumer transactions (transactions between
firms/organizations and individuals).
In___ 4 | onthe other hand, ICT is used to enhance one’s business. It includes any
process that a business organization (either a for-profit, governmental or non-profit
entity) conducts over a computer-mediated network. A more comprehensive
definitionof 5  is:

“The transformation of an organization’s processes to deliver additional
customer value through the application of technologies, philosophies and computing

paradigm of the new economy”.

(From: http://de.wikibooks.org/wiki/Benutzer:Dirk_Huenniger/wb2pdf)

Ex. 4.4. Read the text. Then decide which of the sentences in the table present

advantages and disadvantages of e-commerce. Put “+” or “-“into each line.

Advantages of electronic commerce
Electronic commerce can increase sales and decrease costs. Advertising done
well on the web can get even a small firm’s promotional message out to potential
consumers in every country in the world. A firm can use electronic commerce to
reach narrow market segments that are geographically scattered. The web is
particularly useful in creating virtual communities that become ideal target markets

for specific types of products or services. A virtual community is a gathering of
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people who share a common interest, but instead of this gathering occurring in the

physical world, it takes place on the Internet.

Disadvantages of electronic commerce
Some businesses are less suitable for electronic commerce. Such businesses
may be involved in the selling of items which are perishable or high-cost, or which
require inspection before purchasing. Most of the disadvantages of electronic
commerce today, however, stem from the newness and rapidly developing pace of the
underlying technologies. These disadvantages will disappear as electronic commerce

matures and becomes more available to and accepted by the general population.
(From: J. Ohene-Djan (2008). Electronic commerce. Goldsmiths. London University. P.14)

A business can face cultural and legal obstacles to conducting e-commerce.

A business can have trouble recruiting and retaining employees with the
technological, design, and business process skills needed to create an

effective e-commerce presence.

A Dbusiness can reduce the costs of handling sales inquiries, providing price
quotes, and determining product availability by using electronic commerce in

its sales support and order-taking processes.

Difficulty of integrating existing databases and transaction-processing
software designed for traditional commerce into the software that enables e-

commerce.

E-commerce can make products and services available in remote areas.

E-commerce provides buyers with a wider range of choices than traditional

commerce.

E-commerce provides buyers with an easy way to customize the level of

detail in the information they obtain about a prospective purchase.
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Electronic payments can be easier to audit and monitor than payments made

by check, providing protection against fraud and theft losses.

Electronic payments of tax refunds, public retirement, and welfare support
cost less to issue and arrive securely and quickly when transmitted over the

Internet.

Return-on-investment is difficult to calculate.

Ex. 4.5. Read and render the following text in English.

N3 ucTopun 3J1eKTPOHHOH KOMMEPUHH

Hctopusi 3ME€KTpOHHOW KOMMEPLMH HACUMTHIBAET MEHEE IOJIyBEKa MHTEHCUBHOTO
pa3BUTHSI, YTO MO CPABHEHUIO C HCTOPUEUN APYTUX OTpacieil SKOHOMHKH KaKETCs
MaJIO3HAYUTEIIbHBIM TPOMEXYTKOM BpeMeHU. CBOUM POKIACHUEM TEPBbIE CUCTEMBI U
METO/bl JJIEKTPOHHON KOMMEPIIMHM O0S3aHbl MOSBICHUIO TEXHOJOTHMUIIACTUKOBBIX
KapTh  TOCTPOCHUIO  aBTOMATH3WPOBAHHBIX  CHUCTEMYMNpPABJICHUS  pPeECypcamu
PEANPUATHN.

Hauanom 31moxu 3J1eKTPOHHOM KOMMEPIIMU MOKHO CUMTaThcepeauny 60-x rr., kormaa
BIIEPBBIC MOSIBUIUCH KPEAUTHBIE KApPThl, U3TOTOBJICHHBIE U3 IUIACTUKA C HAHECEHHOM
MarHdTHOM TIOJIOCOM, OO0ECIEeUHBIICHBO3MOKHOCTh aBTOMATH3alMK (PUHAHCOBO-
PaCUETHBIX OIEepPALUH.

20 oxrsiops 1969 r. I'pynma corpynuukoB KanmudopHuiickoro yHHuBeEpcHTETa
MOTBITANIaCh COEAUHUTHL CBOW KOMIBIOTEp ¢ KommbioTepoM BCTIHGOpPACKOM
HCCIICNOBATENIbCKOM  MHCTUTYTe. OAWMH  yYE€HBId  CHIEN  3aKOMIIBIOTEPOM
KanmudopHuiickoro yHUBEpCUTETa M pasroBapuBai MO TelePOHYy C YUYCHBIM U3
Cmudopma. Korga coennaenre 010 YCTAaHOBJICHO, TIEPBbIN JOHKEH OB OTIIPAaBUTH
cioo «log», a cnemuanuct u3 CTIHPOPICKOrOUCCIENOBATENIBCKOTO HHCTUTYTA
JIOJDKEH OB OTIIPABUTh B OTBET «iNy, B PE3YJITATE YETr0 JOJDKHO ObLIO 00pa3oBaThCs

cinoBo «loginy». Cunsamuiit B KanudopHuiickom yHUBepcuTeTe Hamucaln «l» wu
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cupocui o tenedony kosweryB Crendopae, moayuui Ju ToT OykBy. OTBET ObLI
MOJIOKUTENbHBIA. YCIEemHo Obula OTHpaBieHa W OykBa «o». OmHaKo 3aTeMm, IO
CJIOBAM YYEHBIX, KBCEPYXHYIIO».

1972 r. JIxex Haiimic (JackNilles) mpemmoxun KOHIETIIMIO OpPTaHHW3allid Tpyaa,
HA3BaHHYI0 MM TeJIEKOMMBIOTUHT (0T aHrf, telecommuting —tenenoctym). Haitmic
3aMETHJI, YTO B psiJie CIydaeB JelIeBiie U yAoOHee JIOCTaBUTh paboTy K paOOTHHKY,
yeM pabOTHUKA K MECTy pabOThI.

1975 r. ®panny3 Poman Mopeno (RolandMoreno) wu3o0pen u 3amaTteHTOBaN
ANIEKTPOHHYIO KapTy mnamsaTu. Ha ocHoBe sToro uzobpereHuss B Hadaie 80-X TIT.
komnanuss Bull (®panuus) paspaboTtana u 3amaTeHTOBAIACMapm-Kapmy €O
BCTPOEHHBIM MUKPOIPOILIECCOPOM.

1976 r. B crathe OBYX MOJIOABIX aMEPUKAHCKUX MaTeMaTukoB HM3CT3H(OPACKOro
yauBepcuteta Yurbunga/lupbu u Mapruna XemnmanaObuia HauOosiee TMOJTHO
chopMyIupoBaHa Uaes yugdposol noonucy Kak 3aKOHHOTO CPEJICTBA MOATBEPKICHUS
NOJJTMHHOCTH ¥ aBTOPCTBA ODJEKTPOHHOTONOKyMEHTa. M3MoKeHHbIE aBTOpaMu
NPUHLIMIBL  3aJ0XKWIA OCHOBBI AJIEKTPOHHOW aymenmugukayuu, >SIEKTPOHHOTO
3aKJIFOYEHUS CACIIOK U I71eKMPOHHBIX OeHee.

Hauano 1980-x rr. B CIIIA nosBisitoTCsl IEpBhIE€ CUCTEMBI MMPOBEACHUS 0AHKOBCKUX
orepaluii KJIMEHTOB B 3aKPBITHIX AJIEKTPOHHBIX CETSIX C MOMOIIbIO CIEHUAIBHOTO
IporpaMMHOTO oOecrieueHust. MumepHem-06aHKUHSTIOSBUTCA TOJIBKO B CEpPEANHE
1990-x rr.

1989 r. Tum bepuepc-JIu (TimBerners-Lee), pabotas B EBponeiickomueHnTpe pu3nku
anementapubix 4actull (CERN) B JXKeneBe, co3zman crangaptWorldWideWeb
(WWW) — ri106abHy0 THIIEPTEKCTOBYIO CUCTEMY.

1990 r. [lo 1990 r. xommepueckoe wucnoJib3oBaHue HHTepHEeTa ObLIO3ANpPEIICHO
COOTBETCTBYIOIIUM PErjaMeHTOM, KOTOpBIA ompenensics HannoHalbHBIM HayqHBIM
doumom CIIA (NationalScienceFoundation, NSF).Oanako B 1990 r. k moaaepaHuto

U HCNoJb30BaHMI0 MIHTepHeTa ObuIM JOMYUIEHBl KPYIHbIE YacTHBIE Kopropaiuu. B
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nanpHedmem npaButeabcTBOCHIA  mepenano  (yHKUMM — aAMHUHHCTPATHBHOTO
ynpaBieHus: THTepHEeTOM,HaXOUBIIMECS B PACHIOPSIKEHUH (PeepalIbHBIX CTPYKTYD,
B PYKH YACTHBIXJIUI. ITO CHOCOOCTBOBAJO PACIIMPEHUIO KpPyra KOMMEPUECKHUX
NOCTABIIMKOBU NOTpeduTeneil ycinyr MHTepHeTa, KOTOPBIA BCKOPE CBSA3AT MEXKIY
COOONMUIUTUOHBI KOMIIBIOTEPOB M COTHU MUJUTMOHOB JIIOJIEH BO BCEM MUDE.

1992 r. Konrpecc CIIIA onobpun kommepimanuzanuto cetu UutepHer.

13 OKTHAOpA 1994 r. Mapk DHJpUCcceH 151 Jlxum Kiapk
(JimClark)npogemonctpupoBanin ~ HOBBII ~ BeO-Opay3ep  Netscape,  KOTOpPBIA
PaCHIMPUIIBOZMOXHOCTH 3JIEKTPOHHOM KOMMEPLIMM M 3aHSJ CYHIECTBEHHYIO JOJIIO
PBIHKA IPOrPAMMHBIX IPOYKTOB.

1994 r. JIxepdbbuzoc, CHIA (HauMHaBIIUKA CBOIO Kaphepy B JIOJDKHOCTH
MpOrpaMMHCTa), OCHOBaJI komnaHuio Amazon. B utone 1995 r. unTepHer-mMara3zux
Amazon oTKpbul cBOM BeO-caiiT. B Hauane pabotel buzocy camomy mpuxoamiioch
CKOJIQUMBaTh KHW)KHBIE IIOJKA M INIAKOBATh KHUIM, KOTOPBIE IOKyNAIW YEpe3 €ro
Mara3uH. AKTHBHas MapKEeTUHIOBast MOJINTUKA(CO3/1aHHE TE€XHOJIOT U
NIEPCOHANIM3ALMH, YIPOLICHUS IpOoLEcca MOKYIKH U T.J.) IMO3BOJIAJIA MPEAIPHUITHIO
3aHATh JUAMPYIOUIME MO3ULMHM B JAHHOM CErMEHTE phIHKA, 00ecreurBasl TOJ0BOM
pocT 000pOoTa Ha HECKOJIbKO MOPSAKOB.J{0 HacTosmero MoMeHTa Amazon — Camblii
KPYITHbI UHTEPHET-Mara3uH BMUPE.

1995 r. Ha peiake FOREX nosBiArOTCA CUCTEMBI WHTEpHET-TperanHra. OHH
paboTalOT KPYrJIOCyTOYHO U, oOecrmeunBas WHTEPHET-OpOKepaM CHUKEHUE
HAKJIAJHBIX PAcXOJI0B Ha OOCIIYy)KMBaHHWE YACTHBIX MHBECTOPOB, BBI3BIBAIOT PE3KUIA
POCT MHBECTULIMIA OT YAaCTHBIX JHIl. B Hacrosiee BpeMs ITHEBHOW MHPOBOM 000pOT
TaKuX 3JIEKTPOHHBIX TOPTOB JOCTUTraeT1-3 TpiaH AOJI.

10 anpeass 1998 r. Ha poccuiickom pbiHKE (DMHAHCOBBIX YCIYT TMOSIBHJICS TEPBbIA
BUPTyaibHbIN 0aHk — IMTB.

1998 r. B Poccum wnaumHaer pabotaTh mepBas cHCTeMa HHTEPHET-OAHKHHTA

«utepuer Cepsuc bank», pazpaboranHas ABTOOaHKOM.
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1998 r. Bemyckaukamun Craadopackoro yHuBepcuteta Cepreem bpunom
(SergeyBrin) u Jlappu Ileitmkem (LarryPage) Obuta co3maHa TOWCKOBAasCHCTEMA
Google. B cBoe Bpems pabGortas Haj y4yeOHBIM MPOEKTOM MO HACHTU(DUKAINH
CMBICJIOBBIX 3JIEMEHTOB B CTPYKTYpE BEO-CCHUIOK, OHU OBLIU MOPaXeHbI OOJBIINM
3HAUYEHHEM TaK Ha3bIBAEMBIX OOpPATHBIX CCBUIOK (CTPAHUI,CCHUIAIOIIMUXCS Ha
uckomyto ctpanuily). C. bpun u JI. [lelax moHsIM, 4TOOOpaTHbIE CCHUIKH MOYKHO
WCITOJIB30BAaTh JIJISI TOTO, YTOOBI c0o3/1aTh 0oJieed(h(HEKTUBHYIO TTOMCKOBYIO CHUCTEMY.
Yepes Tpu roma mnouckoBas MammHaGoogle yxe oOciayxkuBana OOJIBIIMHCTBO
ITOMCKOBBIX 3anIpocoB B MIHTepHETE.

Hosops 1999 r. MockoBckas MexxOaHKOBCKas BaytoTHas Oupka(MMBB) coznana
aBTOMATHYECKUN MHTEPHET-IIUII03 - MOIIHBIA TEPMUHAJ,CIIOCOOHBIA 00pabaThiBaTh
OJIHOBPEMEHHO OOJIBILIOE YUCIIO 3asBOK Ha MOKYIKY W MPOAaXy Kakoro-iudo BHUAA
1eHHbIX Oymar. Ilpu sTOM Bpems ¢ MOMEHTa MOJayd KIUEHTOM 3asBKH JI0 €€
pPErUCTpallid COKPATWJIOCh JI0 HECKOJIBKUXCEKYHJZI, TaK KaK MHOTHE OIlepalluu,
HarpuMep, MPOBEpKa IJIATEKECIOCOOHOCTH KIMEHTa, CTalu 00pabaThiBaThCS HE
BPYUYHYIO, 2 aBTOMaTHYECKHU.

C 3TOro MOMEHTa Hadajach UCTOPHSI POCCUMCKOTO MHTEPHET-TpEUIMHra. TONBKO 3a
NepBbIC JIBa TOJa CYIIECTBOBAHUS IIUTI03a JIOJIsSI phIHKaHHTEpHET-0pokepoB Ha MMBb
BbIpocia 10 50%, a 1018 CHIENIOK, 3aKJIF0YaeMbIX Yepes 103, - 10 63%. K ToproBoii
cucteme MMBB noakimounnuce0oiiee COTHU OPOKEPCKUX KOMIIAHUH.

Jlaxke Takoe KpaTKoe U3JI0KEHUE, He BKIIOYUBIIEE B CceOsl TOSBICHUECUCTEM
AJICKTPOHHBIX JICHET, BO3HUKHOBEHHME KPYMHBIX BUPTYAJbHBIX MPEANPUATAN WU
BUPTYaJIbHBIX COOOIECTB U T. M., OTPAXKaeT TOT JAMHAMH3M HMMACIITA0 COOBITHH B
HKOHOMHUYECKOU cepe, KOTOphIe TPUBOIAT K KOPCHHONUTIEPECTPONKE CYIIECTBYIOITNX

dhopm 00111eCTBEHHOTO MPOU3BOJICTBA, PACTIPEACIICHHS U TOTPEOICHUS.

(From: ¥Opacos A. B. DnektponHas kommepiius: Yue6. mocooue. M.: Jleno, 2003. - C.15 - 23).
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Ex. 4.6. Fill in the gaps with the proper verb forms. Choose the verb from the box.

Afford, Be (3), Become, Cost, Form, Get, Handle, Have, Lead (2), Make, Mention,

Note, Post, Purchase, Require, Sell, Verse

Consumer to consumer e-commerce 1 many benefits. The business
model of C2C 2 very interesting.The primary benefit which consumers

3 4 reduction in cost as compared to buying space of their ads on other

e-commerce sites which seem to be quite expensive.People interested in selling their
items can___ 5 their respective items for free or with minimal charge depending
on the C2C website.This___ 6 to formation of a profitable customer base. C2C
websites 7 a perfect platform for buyers and sellers who wish to buy and sell
products of similar interest. This__ 8  to increase in visitor to customer conversion
ratio.Another benefit is that business owners can easily 9  the low cost of
maintaining C2C websites and earn good profits instead of buying or hiring a shop
which could 10 a lot.Another major plus point these websites have is that
personal items like watch,shoes, etc., can 11 and 12 with ease which
Is not in case of other types of e-commerce.

There 13 acouple of disadvantages to these types of sites as well. Doing
transaction on this type of websites 14  co-operation between the buyer and
seller.lt 15  many times that these two do not co-operate with each other after
a transaction 16 .They do not share the transaction information which may be
via credit or debit card or internet banking.This can result in online fraud since the
buyer and seller not very well 17 with each other.This can lead to lawsuit
being imposed on either ends or also on the site if it (not) 18  the disclaimer in
its terms and conditions.This may also hamper the C2C website's

reputation.Companies which 19 consumer to consumer e-commerce websites
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seemto 20 very cautious to prevent online scams.

Ex. 4.7. Fill in prepositions where necessary.

E-commerce refers 1 a wide range 2 online business activities
3 products and services. It also pertains 4  “any form 5
business transaction 6 which the parties interact 7 electronically rather

than 8 physical exchanges or direct physical contact.”

E-commerce is usually associated 9  buying and selling 10 the
Internet, or conducting __ 11 any transaction involving __ 12 the transfer
_ 13 ownership or rights to use goods or services 14  a computer-

mediated network. Though popular, this definition is not comprehensive enough to

capture_ 15  recent developments 16 this new and revolutionary business

phenomenon.

A more complete definition is: “E-commerce is the use 17 electronic
communications and digital information processing technology 18  business
transactions to create, transform, and redefine_ 19  relationships _ 20
value creation between or among organizations, and __ 21  organizations and
individuals”.

Ex. 4.8. Match electronic commerce categories to their definitions. Then categorize

four examples of e-commerce. Make similar sentences with other businesses.

Category Description
Business-to- Businesses sell products
business (B2B) or services to
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governments and
government agencies.
Business-to- Businesses sell products
consumer (B2C) or services to individual
consumers.
Business-to- Businesses sell products
government (B2G) or services to other
businesses.
Consumer-to- Participants in an online
consumer (C2C) marketplace can buy and
sell goods to each other.

1) Walmart.com sells merchandise to consumers through its Web site.

2) Grainger.com sells industrial supplies to large and small businesses through its
Web site.

3) e-Bay is an online commercial marketplace, often using an auction system.

4) CAL-Buy portal for businesses that want to sell online to the State of California.

Ex. 4.9. Fill in the gaps with the proper article (a, an, the) where necessary.

Howis 1  Internetrelevantto 2 e-commerce?
3 Internet allows 4  people from all over _ 5  world to get
connected inexpensively and reliably. As 6  technical infrastructure, it
iIs_ 7 global collection of 8 networks, connected to share

9  information using 10 common set of 11  protocols. Also, as
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12 wvast network of _ 13 people and __ 14  information, _ 15
Internet is 16 enabler for 17 e-commerce as it allows
_ 18  Dbusinesses to showcase and sell their products and services online and
gives 19  potential customers, prospects, and 20 business partners access
to 21  information about these businesses and their products and services that
would lead to purchase. Before 22 Internet was utilized for
_ 23 ___commercial purposes, 24  companiesused 25  private networks.
However, installing and maintaining them was very expensive. With 26
Internet, 27 e-commerce spread rapidly because of 28  lower costs

involved and because 29 Internet is based on 30 open standards.
(From: http://de.wikibooks.org/wiki/Benutzer:Dirk_Huenniger/whb2pdf)

Ex. 4.10. Match the following abbreviations to their definitions and give their full

equivalents.
Abbreviation Definition Full term
ACL A list of resources and the usernames of people who

have a permitted access to those resources within a

computer system.

CIO A network of computers that are connected over large
distances.

HTML A protocol that allows Web pages, formatted in HTML,

to be displayed on devices with small screens, such as

PDAs and mobile phones.

HTTP A small, low- bandwidth Bluetooth network of up to 10

networks of eight devices each; used for tasks such as
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wireless synchronization of laptop computers with
desktop computers and wireless printing from laptops,

PDAs, or mobile phones.

PAN

A unit within a company; is organized around a specific
combination of product, distribution channel, and

customer type.

PDA

A handheld PC. It is a variety mobile device, which

functions as a personal information manager.

SBU

An organization’s top technology manager; responsible
for overseeing all of the business’s information systems

and related technological elements.

URL

Names and abbreviations representing the IP address of a
particular Web page. Contains the protocol used to
access the page and the page’s location. Used in place of

dotted quad notations. Universal ad package.

WAN

The Internet protocol responsible for transferring and

displaying Web pages.

WAP

The language of the Internet; it contains codes attached
to text that describe text elements and their relation to

one another.

Ex. 4.11. What are the products or/and processes most suitable to e-commerce?

Some products, such as books or CDs, are good candidates for electronic
commerce because customers do not need to experience the physical characteristics of
the particular item before they buy it. Because one copy of a new book is identical to

other copies, and because the customer is not concerned about fit, freshness, or other

Give your reasons. Then read the text and do the assignment below.
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such qualities, customers are usually willing to order a title without examining the
specific copy they will receive. As technologies develop, many processes, which were
strictly handled through traditional commerce, have become more suitable for

electronic commerce. This trend will likely continue.
(From: Gary P. Schneider (2015) Electronic Commerce. (11" ed.). Cengage Learning. P.20-21)

Categorize the following processes by suitability for electronic commerce and
traditional commerce.

1) Banking and financial services

2) Online delivery of software and digital content (music, movies, etc.)
3) Roommate-matching services

4)  Sale of automobiles

5) Sale of books and CDs

6) Sale of goods with strong brand reputations

7)  Sale of high-value jewelry and antiques

8) Sale of impulse items for immediate use

9) Sale of investment and insurance products

10) Sale of residential real estate

11) Sale of travel services

12) Sale of used, unbranded goods

) ) Suited to a Combination of ) o
Well Suited to Electronic ) o Well Suited to Traditional
Electronic and Traditional
Commerce ) Commerce
Commerce Strategies
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Ex. 4.12. Do you think it is easy for a business to shift to an online store? Why?
Why not?
According to Digital River, building an e-commerce site is not as simple as ABC.
The findings by e-commerce company Digital River uncover a number of myths
surrounding the venture into e-commerce. "By addressing these myths, companies

will hopefully avoid landing themselves in hot water or losing unnecessary revenue".
(From: http://www.webdesignvn.com/ECommerce-Guide/FOEF868/Default.aspx)

Which of the following statements can be termed ase-commerce “myths”? Give
your reasons.
1. A company becomes national as soon as it can accept credit cards and PayPal.
2. Aggressive marketing will create bad will with customers.
3. Building an e-commerce site does not enable businesses to trade easily.
4. Building an e-commerce site enables businesses to trade with no complications.
5. Businesses can market products aggressively online if they sell their products
through a reseller.
6. Companies can sell directly to the SMB market via websites.
7. Companies cannot sell directly to the SMB market via websites.
8. Customers will stumble on a company's site easily; there is no need to do
additional marketing or merchandising.
9. Ease of site navigation is a major factor.
10. Ease of site navigation is a minor factor.
11. E-commerce requires little outside input as it is a project for the IT department.
12. E-commerce is not a project for the IT department only and requires a lot of
outside input.
13. E-commerce never boost the finances of any business.
14. E-commerce will boost the finances of any business.
15. Customers’ good will is created by aggressive marketing.
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16. If businesses sell their products through a reseller, they cannot market products
aggressively online.

17. Potential customers will assume that a company's site is illegitimate.

18. Potential customers will assume that a company's site is legitimate.

19. The moment a business can accept credit cards and PayPal, it becomes global.

20. To encourage customers to use a company's site it is necessary to do additional

marketing or merchandising.

Ex. 4.13. Do you prefer to buy on-line or in shops?Give your reasons. Which goods
are easier to buy on-line? Study the chart of an international survey below and

discuss it with your partner.

Preference to buy online versus in-store

60% Books, music, movies & video games 28%
39% Toys 3 7%
43% Consumer electronics & computers 51%
36% Sports equipment/outdoor 4%
37% Health & beauty (cosmetics) 47%
40% Clothing & footwear 51%
32% Jewelery/watches 49%
33% Household appliances 56%
J0% DIY/home improvements 52%
30% Furniture & homeware 509%
23% Grocery 70%

(From: www.pwc.com/2017totalretail)
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Ex. 4.14. What do you think the hottest trends in e-commerce are in 2019? Watch
the video (https://www.youtube.com/watch?v=he 0ZMxDNeg&t=89s) to

answer the question.

Ex. 4.15. Have you ever visited any e-commerce website? If you have, are you
satisfied with it? In the video (https://youtu.be/tFUEJX4HLSQ), David from

merchant accounts.ca talks about the components of an e-commerce transaction.

According to David, what are three different components e-commerce is made of?

Ex. 4.16. In the video (https://youtu.be/BCfPNITRMCQ), Jack Plunkett from
Plunkett Research Online talks about the e-commerce and Internet industry. What

are his examples of:

e-commerce retailers?
online travel agencies?
g-commerce in entertainment?

video conferencing?

Ex. 4.17. Study the following comments on Academic Writing.

Stages of Writing Essays
1) First, the topic, subject or question should be thought about carefully: what is
required in the essay should be understood.
2) Then a note should be made of ideas, perhaps from knowledge or experience.
3) After this, any books, journals, etc., should be noted that have been recommended,
perhaps from a reading list or a bibliography. Then to the list should be added any
other books, articles, etc. that are discovered while the recommended books are being

found. Now is the time for the books, chapters, articles, etc. to be read, with a
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purpose, by appropriate questions being asked that are related to the essay topic or
title.

4) Clear notes should be written from the reading. In addition, a record of the sources
should be kept so that a bibliography or list of references can be compiled at the end
of the essay. Any quotations should be accurately acknowledged: author's surname
and initials, year of publication, edition, publisher, place of publication, and page
numbers of quotations.

5) When the notes have been finished they should be looked through in order for an
overview of the subject to be obtained.

6) Then the content of the essay should be decided on and how it is to be organized or
planned.

7) The material should be carefully selected: there may be too much and some may
not be very relevant to the question. The material, or ideas, should be divided into
three main sections for the essay: the introduction, the main body, and the conclusion.
8) An outline of the essay should be written, with use being made of headings or sub-
headings, if they are appropriate. The first draft should be written in a suitably formal
or academic style. While doing this, the use of colloquial expressions and personal
references should be avoided.

9) When it has been completed, the draft should be read critically, and in particular,
the organization, cohesion, and language should be checked. Several questions should
be asked about it, for example: Is it clear? Is it concise? Is it comprehensive? Then the
draft should be revised and the final draft written - legibly! It should be remembered
that first impressions are important.

10) Finally, the bibliography should be compiled, using the conventional format:
the references should be in strict alphabetical order. Then the bibliography should be

added to the end of the essay.

(From: Jordan, R. R. (1999). Academic writing course: Study skills in English (3" ed.). Harlow, MA:
Pearson Education. P.22-24)
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Ex. 4.18. Study the bar charts of an international survey below and make a

summary of people’s answers to the question asked.

Why have you not made your luxury product
purchases online?

24%

31% 29% 29% 31%

39%
15%18%

"l

| am concerned | prefer the I need to see | have enough
that some in-store and touch the opportunities to
products experience product before visit stores near
sold online may with a sales buying where | live,
not be genuine assistant work or when
| travel
Jewelery Clothing, shoes Cozsmetics
and watches or leather goods or fragrances

(From: www.pwc.com/2017totalretail)
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Ex. 4.19. Read the following information about Internet retailing and study the
graph. Then write a short report on Internet retailing in EU. Give your reasons to

explain the differences of retailing in European countries.

Internet retailing is more popular in the UK than in any other EU country.nin the
UK 82% of residents made at least one online purchase in 2017, similar to the
proportion in Sweden, Demark, Luxemburg and the Netherlands. In Germany, 75% of
residents made online purchases in 2017. The figure for Ireland is 53%, below the

EU-28 average of 27%. The figure for Romania is 16%, the lowest in the EU-28.

% of residents who have made online purchases in last 12 months, 2017
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(From: Chris Rh (2018). Retail sector in the UK .http://www.parliament.uk/commons-library)
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Ex. 4.20. Write an essay on one of the following topics:

1. What electronic commerce is and how it has evolved.

2. The international nature of electronic commerce and the challenges that arise in
engaging in electronic commerce on a global scale.

3. What types of business processes are well suited to electronic commerce?

4. Describe the three categories of electronic commerce that are most commonly
used.

5. Choose two successful online businesses, whose revenue are not based on
advertising, and describe each of them.

6. Choose two or more businesses, which started e-commerce activities in the late
1990s, and are successful nowadays.

7. Advantages and disadvantages of electronic commerce.
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UNIT 5
MANAGEMENT STYLES AND QUALITIES

Ex. 5.1. Study the following terms:empowerment, liaison, coaching, guidance, flare,
retail, feedback, initiative, leadership, objective, authority. If necessary, check their

definitions in the dictionary.

Ex. 5.2. Before reading the text, can you explain the difference between “hands-

off” and “top-down” approaches to management?

Ex. 5.3. Read and translate the following text.

MANAGEMENT STYLES

Every manager will be different, but over the years management theory has
established three broad categories of management styles.

First is the authoritarian manager. This person is strict, demanding, controlling
and probably too rigid in their views. They take a top-down approach. But some staff
like this — they know where they stand and what their responsibilities are. Their jobs
are clearly defined. The consensual manager is the second type. This person believes
in consultation, and in coaching and mentoring their staff to help them develop.
Subordinates usually like this type of manager, but the manager may lack vision and
fail to show leadership.

The third type is hands-off manager. This person delegates everything, or just
leaves problems in the hope that they go away. They will justify their style as
empowerment (i.e. giving control over decisions to other people), but subordinates
will feel a lack of guidance and support. Liaison between colleagues (co-workers) will

be uncoordinated.
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An important point is that management style might reflect the company culture
as much as the personality of the individual. So a hierarchical company with a
bureaucratic decision-making process will suit one type of manager. On the other
hand, a decentralized company where low-level managers can take the initiative can
suit another.

We also have to remember that different business situations will require
different management qualities. Consider the manager who is methodical, systematic
and organized. Is that always a good thing? Maybe there are situations where it’s
better to be intuitive and flexible, or to take decisions quickly without knowing all the
facts. Consider a manager who is a good team player, co-operative and supportive. Is
that always a good thing? Maybe there are situations where it’s better to work on your

own, being self-motivated and proactive.

Qualities or skills?

Here is something interesting to think about: notice that in the text above there
is reference to styles and qualities, not to skills. This distinction is important.
Quialities are a part of your character and personality — there were present at birth and
formed early in your life and you will find it hard to change these things. Skills,
however, are things that you can learn — like how to speak another language, or give a
good presentation. Skills can be developed and improved through practice and
experience, qualities much less so. That raises many issues for training, personal

development and career choice.

Person specification
When looking for candidates for a particular job, many companies produce both
a job specification and a person specification. This helps recruitment agencies and/or
the human resource department to find suitable people. The person specification will
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include the skills needed, experience needed and personal qualities of the ideal

candidate.

How to be a great manager

At the most general level, successful managers tend to have four characteristics:

- they take enormous pleasure and pride in the growth of their people;

- they are basically cheerful optimists — someone has to keep up morale

when setbacks occur;

- they don’t promise more than they can deliver;

- when they move on from the job, they always leave the situation a little

better than it was when they arrived.

The following is a list of some essential tasks at which a manager must excel to
be truly effective.

When the big wheel from head office visits and expresses displeasure, the great
manager immediately accepts full responsibility. In everyday working life, the best
managers are constantly aware that they selected and should have developed their
people. Errors made by team members are in a very real sense their responsibility.

Praise is probably the most under-used management tool. Great managers are
forever trying to catch their people doing something right, and congratulating them on
it. And when praise comes from outside, they are swift not merely to publicize the
fact, but to make clear who has earned it.

It is important to judge on merit, which is a great deal more difficult than it
sounds. It’s virtually impossible to divorce your feelings about someone — whether
you like or dislike them — from how you view their actions. But suspicions of
discrimination or favoritism are fatal to the smooth running of any team, so the great
manager accepts this as an aspect of the game that really needs to be worked on.

Strength and resilience are important. Great managers exploit strength, not

weaknesses, in themselves and their people. Weak managers feel threatened by other
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people’s strength. They also revel in the discovery of weakness and regard it as
something to be exploited rather than remedied. Great managers have no truck with
destructive thinking. They see strength in themselves as well as in other people, as
things to be built on and weakness as something to be accommodated, worked around,
and possibly, eliminated.

What great managers do is learn new skills and acquire useful information from
the outside world, and then immediately pass them on, to ensure that if they were to
be run down by a bus, the team would still have the benefit of the new information.
No one in an organization should be doing work that could be established equally
effectively by someone less well paid than themselves. So great managers are
perpetually on the look-out for higher-level activities to occupy their own time, while

constantly passing on tasks that they have already mastered.
(From: V.Hollett (2006). Business Objectives. Oxford University Press)

Ex. 5.4. Decide which of the following comments you would expect the writer to

agree with. Use the text to support your answers.

Successful managers ...
- are happy when their staff make progress in the company.
- try to be positive even when times are difficult.
- tell head office if any of their staff make mistakes.
- praise their staff as often as they can.
- encourage employees to speak out if they are unhappy.
- make sure they know what’s going on outside their organization.
- keep in touch with their staff and customers.
- never dislike any member of their staff.
- concentrate on their employees’ strong points and try to correct their

weak ones.
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ignore people’s weak points, pretending they don’t exist.
enjoy new challenges.

don’t find it easy to delegate responsibility.

Ex. 5.5. Find a word in the text that matches each definition below. The words

appear in order.

expecting other people to obey rules completely ....;

needing a lot of your time and energy .....;

involving the agreement of most people in a group; democratic .....;
giving training or advice for a specific job or task .....;

advising and helping someone more generally over a longer time period

exchange of information between people so that they work well together

where people and jobs are divided into many levels of importance .....;

taking action before it's needed rather than waiting until problems

develop ....;

you ....;

showing a lot of care and attention .....;
including every possible detail and avoiding mistake ....;
wanting to do something very much so that you will not let anything stop

*9

a problem that delays or stops progress ..... .

Ex. 5.6. Make phrases by matching an item from each column.

lack

on your own and be self-motivated
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know the initiative

work vision and fail to show leadership

take where you stand

keep quickly after a setback

give general strategy into specific
objective

recover up to date with developments in the
field

translate feedback in an appropriate way

Ex. 5.7. Complete the text about teams with the words in the box.

breathing carry out feedback guiding issuing progress report

back running

The ability to lead teams is a key skill in the modern business world. The team
leader has to move between a variety of approaches: ....... instructions and

supervising closely at times, ...... and encouraging and offering advice at other times.
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The team leader is of course responsible for monitoring overall ....., but once
the team is up and ....., and the objectives and team roles are clearly defined, then he
or she may take a back seat for short periods of time.

Team members like to feel that they can ....... their roles without the leader ....
down their neck all the time.

However, they do need to ...... regularly, and the team leader is expected to

give them constructive ...... on their performance.

Ex. 5.8. The following pairs of words are frequently confused. Choose the correct
word to complete each sentence. Then write sentences of your own to illustrate the

meaning of the other five words.

ensure assure

dissatisfied  unsatisfied

effective efficient
morale moral
criticism critics
1. A good manager will ..... that his staff have an opportunity to express their
opinions.

2. In my opinion, the demand for this product is still largely .... .

3. The new machine is very economical to run - it is quick, clean and very .....

4. The ..... of the story is that if you must dismiss someone, you had better do it
quickly.
5. Our new advertisements have come in for a lot of .... — many people consider

they are in poor taste.
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Ex. 5.9. Inversion can be used for emphasis when certain words/expressions
come at the beginning of a sentence. Study the patterns and the list of

words/expressions in the box. Then practise inverting the sentences that follow.

- Never before did I compromise my goals. - Under no circumstances should you
smoke here. - Rarely does he attend our classes!
- Hardly had 1 finished writing the letter when the phone rang. - Only by

guessing can you solve this puzzle.

Undernocircumstances ... Never ...
Notonly. .. butalso. .. Rarely . .

Only. .. On no account ...
Hardly ... when ... Not until . . .

1 You should not give up if you experience a rejection or disappointment.
ONNOACCOUNT......ciiiiiiie ittt enaeas

2 She is very determined and has a lot of initiative.

4 One has rarely faced the number of problems that this assertive manager did in
setting up his business.

5 It wasn’t until H&M agreed to sell our products that the business really took off.
NOT UNEIL.cee s
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Ex. 5.10. The words in the following sentences are in the wrong order. Put them in

the correct order, using inversion to make each sentence emphatic in tone.

tasted have never | pizza better a
new products do lot money rarely a make of
costs we only profit our can by a reducing make

on we commercials the no television can account moment afford at

o~ WD E

the supermarkets under no put products their circumstances will our on shelves

Ex. 5.11. Discuss the following points:

- What personal qualities are essential in a good manager?

- What professional skills/abilities are essential in a good manager?

- What approach to people should a good manager have?

- Looking at the three basic management styles mentioned in the Text, | would say
that my own style is (or would be) ...., because ... .

- “Good managers are born, not made.” Do you agree or disagree with this
statement?

- Draw a mind map of your own personal management qualities. Put yourself in the
middle, then have an inner ring of headings like the five in the person specification,
and finally outer branches that show your qualities. Use your own ideas, but feel free
to use the ideas in the unit as a starting point. When you finish, show your mind map

to a colleague and discuss it.
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Ex. 5.12. Study these examples. Then work in pairs and practise making excuses

and giving advice. Use the phrase “if only...” to discuss the complaints that follow.

A There just are not enough hours in the day to do all the things | have to do. If
only I had more time!

B Well, why don’t you manage your time better? If I were you, 1’d delegate more
of my work.

A 1 always have far too much to do, but I never get paid overtime. If only |
wasn’t so overworked and underpaid.

B It might be an idea to think about employing a secretary. And you should try
saying “no” when your boss gives you more work to do Maybe you could ask for

a rise, too’.

1 “My staff never seem to listen to me, so they always get things wrong |
spend hours each day telling them how to do things properly”.

2 “Head office is always cutting my budget | never have enough money to
do anything properly”.

3 “They never let me run things my way. Someone is always checking up
on me. If it isn’t head office, it’s that regional manager who’s always on my
back™.

4 “I’m always being interrupted in my office when | have an important call,
or when | want to get down to writing a report”.

5 “The paperwork is unbelievable. I’'m up to my eyes in it [ have to read
through a stack of papers in my in-tray every morning”.

6 “They’re always moving the goalposts. They give me a sales target to
meet, then they raise it three months later”.

7 “I wish someone would tell me what’s going on in this place. I’'m always
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the last to know about any new policy”.
8 “My area manager never praises me. I’d like more feedback from him, a

pat on the back now and then. Frankly, I’ve no idea what he thinks of my work”.
Ex. 5.13. Write a brief profile of yourself (approximately five lines).
Outline your personal qualities and highlight any strengths and weaknesses you feel

you have. Then write a brief profile of your partner, outlining his or her strengths and

weaknesses as you see them. Use the list of personal qualities to help you.

STRENGTHS WEAKNESSES
confident thorough arrogant obsessive
enterprising tolerant opportunistic uncaring
humorous caring frivolous nosy
ambitious prudent ruthless indecisive
helpful focused controlling tunnel-visioned
forceful supportive bullying interfering
competitive generous combative irresponsible
open to change wishy-washy

When you have finished, work with your partner and compare the profiles you have
written. Discuss any differences between them and try to agree on an “accurate”

profile of each other.
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Ex. 5.15. Study the graphs below.

Leadership Styles
High i

Low Directive
and High Supportive
Behavior

Supportive Behavior ——»

High Directive Low Directive
and Low Supportive and Low Support
Behavior

Low ——  Directive Behavior —— & High

D3
Moderate to

High Competence

High Variable
Commitment Commitment

Developed = Developing
Development Level of the Individual

Ex. 5.14. Summarize the main points related to the topic “Leadership styles”.

Ex. 5.15. Use the following website to find a research paper which is related to the

topic “Qualities and skills of a great manager” https://www.scimagojr.com. Read it

carefully, make up a glossary, write a summary of the paper (7-10 pages) and

discuss it in the class.

Ex. 5.16. Search for a video on your research subject (or, at least, on any subject

related to your professional field), watch the video, take notes and get prepared to

deliver a small talk in class (a 5-minute lecture) using your notes. You may use the

following website to complete the task: https://www.ted.com/talks.
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UNIT 6
COMPANY TYPES AND CORPORATE GOVERNANCE

Ex. 6.1. Study the following terms: liability, proprietor, entity, stock exchange,
auditors, dividend, Board, integrity, CEO, AGM. If necessary, check their

definitions in the dictionary.

Ex. 6.2. Before reading the text, can you name various types of business entity?

Ex. 6.3. Read and translate the following texts

TYPES OF BUSINESS ENTITY

In law, there are various types of business entity. For each one there are
different legal arrangements to register the company, different requirements for
presenting accounts, etc. The main business types are: sole trader (UK)/sole
proprietorship (US). A single person owns and operates a business. Legally, the
business has no separate existence from its owner (proprietor). This means that all the
debts of the business are the debts of the owner. Partnership (UK and US) Two or
more people work together and share the risks and profits. Just like a sole proprietor
the partners arc fully liable for the debts the business has. This is referred to in law as
limited liability. The business is a legal entity that is separated from its owners - the
shareholders. The owners are not fully liable for the debts of the business. Instead,
then liability (= potential risk) is restricted to their share capital. This is the amount of
cash that they have contributed to the company. This is referred to in law as limited
liability. There are two main types of companies: private company: the shares are
private in the sense that they cannot be bought by members of the public. The vast
majority of companies fall into this category. They are often smaller companies, with

shares held by a few business associates or family members. Public company: the
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shares are openly traded on a public stock exchange. They are large, often well-
known businesses. The word “public” should not be confused with “state-owned”. A

“state-owned enterprise” (SOE) is owned by the government.

The Board

Public companies are controlled by a board of directors (“the Board”), elected
by the shareholders. Not all Boards are fully independent, but in general their role is
to:

- Set long term strategy;

- Appoint a Chief Executive Officer (CEO) and other members of the

senior management team to run the company day to day;

- Ask questions about any short- or medium-terms strategy developed by

the CEO, and then support it once they have agreed;

- Oversee the preparation of the financial statements;

- Appoint and ensure the independence of the company' auditors;

- Oversee and manage risk;

- Set an annual dividend.

Who chooses the Board? In theory, it's the shareholders. At the Annual General
Meeting (AmE Annual Meeting of Stockholders) the shareholders can question Board
members, vote to accept or reject the dividend, vote on replacement for retiring Board
members, etc. But, in practice, the situation may be different. In particular, most
shares are held by large institutions, and these may simply sell their stake if they
aren’t happy instead of trying to change the Board. In reality many Board members

are chosen by the CEO and the shareholders simply approve these members.

Corporate governance
This whole issue of the role of the Board, how senior managers are responsible

to shareholders and how the company is run, is referred to as “corporate governance”.
95



Traditionally, different regions of the world have had different models of corporate
governance.
Nowadays this traditional pattern is breaking down, and the situation is more mixed.
However, the following basic principles of corporate governance are widely accepted:
- Respect for the rights of shareholders.
- A clear definition of the roles and responsibilities of Board members.
- Integrity and ethical behaviour.

- Disclosure (= giving the full information) and transparency.

The Levi story

There are not many genuinely classic brands, but Levis have earned themselves
a place among Coca-Cola, 2CVs, etc. Classic brands used continuously and in an
unchanged format for 100 years are exceptionally rare in the clothing market, dictated
as it is by the fickle demands of fashion. Levi Strauss’s achievement is formidable:
from a small family firm to a massive international concern.

In the early 1960s, Levi Strauss was sky-rocketing. American films and music
had spread to Europe and jeans had come to symbolize a new, youth culture. Levi
Strauss was still a purely American company, with no overseas operation. Now that a
brand new market had presented itself, international expansion had to be looked at.

Initially, the company used local agents to sell the products which were shipped
in from the States. There was still no international marketing, let alone international
advertising. The whole international success story happened almost by chance, and
certainly without any co-ordinated effort from San Francisco.

At the same time, in America, Levi Strauss diversified at a frenetic pace into all
sorts of unrelated areas. The Levi label was put on all non-jeans products, and the
company grew.

By 1974, now a public company, Levi started manufacturing locally throughout

Europe. But the company was coming unstuck: nobody knew what the Levi name
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stood for any more. All the advertising for the different products was saying totally
different things about the company and the unrelated products had begun to damage
Levi’s volume base — its jeans.

Something had to be done — and fast. The diversification program was put into
reverse gear, and the Levi name was taken off unrelated products, or made them more
jeans-related. Levi Strauss realized that it had to stop trying to drag value out of its
most valuable property — its name — and go back to its roots, becoming once again the

premier jeans company in the world.
(From: P.Emmerson (2009). Business Vocabulary Builder. Macmillan ELT)

Ex. 6.4. Find a word in “The Board” section and “Corporate governance”

sectionthat matches each definition below:

- watch the progress of something to make sure it's done correctly; supervise

- external firms that officially examine the financial records of a company to see
that they’re true and correct ...... ;

- an amount of the profits that the company pays to shareholders .....;

- money invested in a business ..... ;

- the quality of being honest and having high moral standards ....;

- doing things in a way that allows other people to know exactly what you're

doing ... .

Ex. 6.5. Read and render the following text in English.

Wctopus Microsoft Gepér cBoé Hauamo B 1975 romy, korma aBa MOJOIBIX
cnenuanucta bumi I'efite u Tlonn Anien npuayman U pa3paboTaid UHTEPIPETATOP

s3plka BasiC s HOBOro, HemaBHO BbINIeANIero, kommpioTepa Altair. Oru ObICTpO
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MOJIMMCANN COTJIAIIeHHe ¢ pa3paboTuMKaMH KOMIIbIOTEPA U B MEPBBIiL 3ke rosl paboTsl
CMOTJIA TIONyYUTh MPUOBLIL B pa3Mepe OJHOTO MIUIMOHA aosapoB. B 1981 romy
KOMIIaHUs CMOTJIa KyInuTh onepainuonnyio cuctemy DOS u nopaborats e€ mia IBM
(mosiBunocb  HoBoe  HazBanume MS-DOS, 4uyto pacmm@poBbIBacTCS,  Kak
MicrosoftDiskOperatingSystem). Uro, B mpuHIune, U npuseiao e K ycuexy. CBou
YCIICITHO JOpa0OTaHHBIE MaTepuaabl Pa3pabOTUYMKA KOMIIAHUHM IPOJABAIU  TI0
JIOBOJIbHO HU3KOHW II€HE, MO MPHUYMHE Yero U MOJIh30BAIUCH OTPOMHBIM YCIIEXOM U
OpU3HaHUEM Yy ToJbp30Barenel. Beab cTonp mone3Hble pa3pabOTKH IO  CTOJIb
JIOCTYITHOM II€HE XOTeJIU NMPUOOPECTH OUEHh MHOTHE KOMITAHUH.

B 1983 roay Ainen nmokunyn Microsoft, mponas cBom aknuu o $10 3a mryky. Drta
C/IeliKa B UTOTE cJeialia €ro OJIHUM M3 caMbIX Ooratbix jrojei B mupe: B 2011 roay

OH 3aHMMaJI 57 MeCTO B CITUCKE caMbIX OOraThIX JIFOJIEH 10 Bepcuu KypHaia Forbes ¢

karuTanoM B $13 mupa. B 1985 roxy Microsoft BeimyckaeT cBoil camMblii H3BECTHBIH
npoaykt — MicrosoftWindows sepcuu 1.0. D10 OblIa rpaduueckas 000g0UKa IS
DOS (moka emé He omepanuoHHas cuctema). B Tom ke romy Microsoft mauan
pa3pabaThiBaTh MPUHIUIHAAIGHO HOBYIO oOmepanuoHHyo cucremy OS/2 s
koMiibtoTepoB |IBM. Mepomnpusitue notpedoBano mHoro pecypco. M B 1986 romy
Microsoft mposenu IPOmo $21 3a akimo. MHOTHME CUMTaIM 3TO HE JIYYIIHUM
pelieHreM, Ho u3-3a TOro, YTO KOMIaHUsl ObICTPO HaOupasia 000pPOTH U yBEIUYHBAIA
JI0XOJl, aKIIMM O4YeHb OBbICTpO packymwid. Ha mpomake meHHBIX Oymar cosmaTenu
CMOTJIH coOpaTh 61 MUJLTHOH TOJIapOB.

B 1987 roay Microsoft peammsyer cBoro omepanuoHHyto cucremy 0OS/2. Taxxke
KOMITaHHSI BJIOKHUIIACH B pa3pabOTKy O(DHCHBIX TMPHUIIOKCHHM.

C 1990 roga Hawaicsi BBIMYCK omepanuoHHON cuctemMbl WIiNdows (He mpocTo
rpaduyeckoil HanacTtpoiku, a mnojHoneHHoW OC). W BeIMyCK JaHHOTO MPOAYKTa
pUBET KOMITAHUIO K KOJIOCCAIbBHOMY yCTeXy. 3a MepBbie IB€ HeAeIU ObLI0 MpoaaHo
Oomnee cTa THICSY KOMUH, a 4epe3 TPH Tojla KOMIAHHWS BOBCE MPEKPATUIIAa BBIMTYCK

JPYTrUX CUCTEM, OCKOJIbKY WINAOWS nmprHOCHIIA OTPOMHBIMA JOXO/.
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Komnanus Microsoft mpomomkaer padory ¢ Windows. IlocrossHHO pa3pabarbiBact
OOHOBJICHHSI, HOBBIE BEPCUU, a TaK XK€ padoTaeT ¢ MOOWJIBHBIMH IUIaTPOpMaMu U
TIOMCKOBBIMU CHCTEMaMHU.

Wutepecno, uro Microsoft mo nosisnenns iPAD BeiBOMIIa HA PHIHOK CBOMW IUIAHIIET,
HO IO sy IPUYHH OH HE MOJTYYHI MOMYJISPHOCTH. MalKkpocopT Kynuiia KOMITaHUH
Skype u Nokia, 1 skcnepThl CYHTAIOT, YTO ATO MMOMOXKET COCTABHUTH MOJHOICHHYIO

KOHKypeHIrto Apple u Samsung.

From: https://adne.info/microsoft/

EXx. 6.6. Underline the correct words in italics:

- Money that a person or company owes is debt/liability. The word
debts/liabilities, when used in the plural and in a formal context, has the same
meaning - but it can also have a wider meaning of “legal responsibilities”.

- The word owner/proprietor means that you legally have something - anything.
The word owner/proprietor means that you have a business (and is more formal).

- If you and your business partners all have the same risks at the same time, then
you divide/share the risks. If you separate the risks into smaller parts or different
categories, then you divide/share them (= split them).

- A shareholder/stakeholder/stockholder is someone who owns part of a
business, in British English. A shareholder/stakeholder/stockholder is the same, in
American English. A shareholder/stakeholder/stockholder is anyone who has an
interest in the success of a plan, system or organization.

- If you are a shareholder in a company, then every year you receive an income/a

profit/a dividend paid out of the company's income/profit/dividends.
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Ex. 6.7. Make word partnerships by matching one item from each box. Then use

the word partnerships to complete the text below.

detailed legal limited non-profit

entity legislation liability organization

The letters that follow a company name can tell you about its status in law. In
the UK, a private company has “Ltd” after its name (because of the ....... of its
owners) and a public company has PLC (standing for Public Limited Company). In
the US, “LLC” (limited liability company) and “Corp” are approximate equivalents to
“Ltd” and “PLC”, although the ...... governing company formation is different in the
two countries.

The letters “Inc” (meaning “incorporated”) are also used in the US, and they

cover a very broad range of organizations. They can refer to any ...... that is separate
from its owners such as a private company, a public company, a ....... , Or a sports
club.

Ex. 6.8. Complete the following sentences with the correct form of the underlined

word.

analyse
- By .... their results in some detail, the professors were able to reach some
interesting conclusions.
- Investment .... evaluate the investment merits of different stocks and

shares.

- If you work in financial management, you probably need to have an ....
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mind.

bankrupt

- During a recession, it is not uncommon for people to face .... .

- We are almost .... because two of our major customers can’t pay us.

bureaucracy
- Government departments, hospitals, and other large organisations can be very

- .... seem to enjoy giving you masses of paperwork to deal with.

- “Red tape” is a derogatory term for excessive .... .

character
- Fast-growing firms are often .... by a strong corporate culture.
- The .... of an organisation is formed, to some extent, by its leader.

- What are the ..... of a weak corporate culture?

economy

- What sort of .... system do you have in your country?
- Strict financial controls ensure that an organisation’s resources are used .... .
- Some countries have a mixed .... while others have a high degree of state

control.

innovate
- Sony has always been seen as an .... in the field of hi-fi equipment.
-In certain areas of business - for example, high fashion - it is important to be
.... and keep coming up with new styles and original designs.

- “.... - Or stagnate”.
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research
- Cambridge University has a worldwide reputation in the field of scientific ....
- The effects of the factory environment on shop floor workers have been

extensively .... by a well-known industrial psychologist.

Ex. 6.9.Match the verbs with their correct definitions (1-6).

1 | to stand down to take someone s place
(e.g., while they are out of the office or on holiday)

2 |to stand for to be better than somebody/something or distinctive in
some way

3 | to stand out to represent

4 | to stand by to defend

5 |tostand up for | to be ready to act

6 |tostandin toresignorwithdraw

Ex. 6.10. Complete the sentences that follow, using each verb once only. Make sure
you use the correct form.

- We all know that the name GE .... technical excellence.

- If the company chairman is on a business trip his deputy will usually .... for him.

- Our GM will be giving the presentation but a technical salesman will be .... to help
him.

- In this company you don t get anywhere by being modest. You have to ....
yourself.

- The managing director was asked to .... and a new appointment was made.

- As an example of strong corporate culture in the fast food sector KFC certainly ....
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Ex. 6.11. Discuss the following points.
- “The Anglo-American model of putting the shareholder first is bad for the
employees, bad for the community and bad for business.” Do you agree or disagree
with this statement?
- In your country, is there a tradition of having a strong and independent Board
that represents the interests of the shareholders and can hire and fire the CEO?
- What are the advantages and disadvantages of working for a medium-sized
family-owned business, as compared to a large public company?
- Has there been a story in the news recently about weak corporate governance at
a particular company? Perhaps it led to a financial disaster, or a corruption scandal,

or something else. What do you know about it?

Ex. 6.12. Work in pairs. Compare the SWOT analysis of the two companies
(Microsoft an Apple). Discuss them with your partner,

4 Microsoft SWOT Analysis [y
strengths | wedkneswes ]
e World-wide ® Weak in the phone industry
e Well-known ® relies on people buying the more
® Many loyal consumers expensive and better processing
® Very profitable power computers
® One of the leaders of the gaming, ® Search engine is not as strong as
computer, and software industry Google's
® \V\ery easy to use products ® Frequently hacked due to low security
® Very strong reputation
® Acquired Skype
® Stronginnovations
® Not asexpensive as competitors
® SmartWatches e Apple
® Cloud software ® Samsung
® Improve Smartphone ® Sony
® Car Industry ® Google
® Hackers
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Apple SWOT analysis

Weaknesses

- death of Steve Jobs

- product recalls

- patent infringement / series of patent
- challenges — Eastman

- Kodak 2012

Opportunities Threats

- developing nations e.g. China and India | - intense competition (great tech war)
- iPad 3 launched in March 2012 - uncertain global economic conditions
- smartphones - declining PC sales
- new retail stores - dependence on specific supplier
- supplier pledges need to be keep e.g.
labour, Health and Safety

Sources:
httpfuwumyousigma.cormycomparativeanalysis/appleincpdf
httpa/fummarketingteacher.com/swot/apple-swot.html

Ex. 6.13. Write a summary of the analysis of the two companies using the following

expressions.

This study

...1s an accurate/ comprehensive/ convincing analysis of ...
...1s an instructive/ minute/ profound/ thorough description of...
...1s a good snapshot of functional analysis...

...supports the theory of...

...sheds new light on ...

...allows a principled decision on ...

...sounds attractive...

...proved to be successful...

...deals with the complex subject in an orderly manner...
...shows very convincingly, that ...

...presents  a wealth of data about...
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It is doubtful / I doubt that...
[ am unsure whether ...
I am afraid / not sure/ I am not convinced that...

I am skeptical / critical / suspicious of ...

This example can serve as an illustration to....

This procedure may be illustrated by ...

Two sample cases (simple examples,) will help demonstrate ...

Here | shall give examples, which show that ...

To illustrate the point (further), we may take / consider another example...

The following examples may serve as illustrations...

Ex. 6.14. Search for a podcast on the subject “SWOT analysis — Management study
guide”, listen to the podcast or watch the video, take notes and get prepared to
deliver a small talk in class (a 5-minute lecture) using your notes. You may use the

following website to complete the task: www.managementstudyguide.com.
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UNIT 7
RUNNING A BUSINESS

Ex. 7.1. Study the following terms: backers, competitive edge, venture capital, go
public, initial public offering, turnover, acquisitions, reinvestment, collateral,
suppliers, competitors, loyalty. If necessary, check their definitions in the

dictionary.

Ex. 7.2. Read and translate the following text.

INITIAL IDEA

Someone has an idea for a new business (a “start-up”). Maybe they spot a gap
in the market or maybe they have an idea that is similar to existing offers, but with a
competitive edge. Potential sources of finances for this new business include self-
funding, backers such as friends and family members, a bank loan, and a venture
capital firm. A bank will want some sort of security in case the loan is not repaid, and
sometimes the person's house is offered as collateral. The fourth option, venture
capital (VC), is attractive for businesses with a high profit potential in the medium
term, but high start-up costs. A VC company will offer funds and take on the risk of
the business failing, but in exchange will want a large number of shares. They aim to
sell these later, when the business goes public. When financing is in place, the

business is registered as a legal entity: sole trader, partnership, limited company, etc.
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Early months and growth phase

Now the business can start trading. The risk of failure in the first two years is
very high. Often the problem isn't sales, but cash flow: the company has to wait for its
invoices to be paid, and meanwhile the debts are piling up. The bank will only extend
its line of credit up to a point.

But hopefully the business achieves a critical mass of customers and establishes
itself in the marketplace. It ends a growth phase. This early growth tends to be organic
- turnover increases, the company employs more staff, it develops a supply network,
etc. The majority of small companies just continue in this way — growing or shrinking

year by year depending on their managerial skills and general market conditions.

Selling the business
However, there are other possibilities. The founder of the company may decide
to sell the business as a going concern. They might sell to a competitor or to a
company wanting to expand into that market. The buyers here are looking to grow
through a strategy of acquisitions (takeovers), an alternative to the strategy of organic
growth.

IPO
Another possibility is that the founders may decide to go public (= float/list on
the stock exchange). Here, they sell their original privately-held shares at an IPO
(initial public offering). This brings in a huge amount of money, some going directly
to the owners as reward for their hard work, the rest going back into the business as

reinvestment.
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TEN REASONS WHY A NEW BUSINESS CAN FAIL

REASON CAUSE SOLUTION
Poor initial market | starting a business with a good | take some time to research
research idea, some money and a lot of | the market thoroughly

enthusiasm

Cash flow problems

buying too much  stock,
customers paying late or not at
all, suppliers needing to be paid
on time

produce realistic cash flow
forecasts and pay strict
attention to budgets

Failure to listen to | sticking with your own original | actively seek the views of

customers ideas for too long customers, and act on
what they say

Bad business location | false economy = cheap lease in | remember that

the wrong neighbourhood

accessibility for customers
is crucial

Ineffective marketing

thinking that a good product
will sell itself

be creative, constantly
review the marketing plan

Overexpansion

being too ambitious

be realistic

Overspending spending your seed money too | planning, keeping some
s00n cash in reserve
Poor customer service | behavior of some employees training, monitoring

company culture

Underestimating  the | assuming that you have | watch competitors closely
competition customer loyalty
Failure to change complacency  after initial | be  flexible, recognize

success, lack of innovation

opportunities, adapt

(From: P.Emmerson (2009). Business Vocabulary Builder. Macmillan ELT)

Ex. 7.3. Find a word in the text that matches the definition below. The words

appear in order.

carefully and completely ....

(informal; phrasal verb) continuing to do something without changing it .....

(two words) something that is cheap but could have bad results .....
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small area of a town .....
(two words) money that is used to start a new business ....
being faithful to a product / brand / company, etc ....

being too satisfied and confident, so that you stop trying to improve ...

Ex. 7.4. Think of a word that matches the definition below.

small advantage ..............

people who support a plan, especially by providing money ..........

property or money that you promise to give someone if you cannot repay a debt
business that is a single unit from a legal or accounting point of view ............
documents giving the details of products that someone has bought, and requesting
payment for them ..........

increasing in a way that is difficult to manage .........

income, revenue ........

a successful business .......

companies that have been bought by other companies .........

Ex. 7.5. Read and render the following text in English.

HOBATO3K, KOTOpbIi 0ATHE TOAbl HOCWJI 3BAHME BTOPOM MO BEJIUYMHE Ta30BOU
koMranuu Poccun 6e3 BCSKOM HajeXabl KOra-HUOYAb CTaTh MEPBOM, B HEKOTOPBIX
o0nacTax HauyumHaAeT omepexarh «['a3mpom». Yike B 3TOM roay KOMIIAHHUS CTaHET
kpynHeimum npousBoauteneM CIII' B crpane, a Teneps oOorHana «l'azmpom» 1o
KalUTAIM3alui. AHAJIUTHKMA YKa3blBalOT, YTO PBIHOK IO-HOBOMY B3IJISIHYJI Ha
nepcrnektuBbl CIIT-npoektoB HOBATOKa nocne 3anycka «SAman CIII'» u pocrta 1ien

Ha HEPTh.
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HOBATOK cnycta 13 ner nocie IPO obornan mo kanutaau3anuu KPyMHEUIIYIO B
Poccum u mupe rasoByro komnanuto «l'azmpom». Ha MockoBckoir 6upxke k 15:30
yerBepra kanutanuzanuss HOBATOKa nocturna 3,567 tpau pyO. npotus 3,525 TpiH
py0. y «l"aznpomay. Takum o0pazom, «I'azmpom», koTopbiii B 2007-2008 rogax ObLI
KPYIHEHIIINM POCCUICKUM SMUTEHTOM IO KalUTaTU3alHH, TPOI0JKAET MPOIYyCKaTh
BIIepe]] KOHKYPEHTOB, IIPUUYEM TETEephb HE TOJIbKO HeTsiHbIe komnaHuu («PocHePTh»,
JIYKOWJI), HO u cxomHblii 1o mpodmmo 6usHeca HOBATDIK. Jlns cpaBHeHHs, B
2005 rony, kornza HOBATOK mnposen PO, pasmecTuB rio0aibHbIe JIEMO3UTApPHBIC
pacniucku (GDR) Ha JlongoHCcKoM Oupike, ero JoOblYa raza cocTaBiisyia ToJIbKO 4,5%
no0brun «["azmpoma». K 2017 rogy cootHomenue Bbipocio 10 13,4% u npogoixuT
pactu, nockoiabky HOBATOK mnnaHupyeT KpyIlHbIE HOBBIE NMPOEKTHI Ha SmMaie u

I'vimane. B xonue storo roga HOBATOK cobupaeTcsi 3anyCcTUTh TPEThIO OYepeib

«fman CIII» u BBIATM HA NTPOU3BOACTBO 16,5 MJIH TOHH B TOJ, TEM CaMbIM
npes3oias MomHocTh CIIIM-3aBoga «["asmpoma» nHa Caxanube (okono 10,5 muH
TOHH).

Ecmu poct uen aknuit HOBATOKa B mpunIiune oO0bSICHUM, TO MPUYUHBI HU3KOU
CTOMMOCTH akIui «l'azmpomay» noHATh cinoxHee. B konue asrycra «BTh Kanuram»
BBIITYCTUJI OTYET, B KOTOPOM YKa3all, YTO PHIHOK OLIEHUBAET CTOUMOCTb «YUCTOTO»
razoBoro OusHeca «['azmpoma» (0e3 ydera ka3Haueiickux akumii u 9,9% B
HOBATO3Ke) nuxe, yem croumocthb «['aznpom Hedptu» unu «Tatnedtuy. [Ipu sTom
BoIpyuka u EBITDA razoBoro OusHeca «l'a3mpomMa» HaMHOTO TMPEBHIIIAECT BHIPYUKY

ITHUX KOMHaHHﬁ, a caM ((F&SHpOM)) HC HAaXOOUTCA I10L, (bPIHaHCOBBIMI/I CaHKIUAMU.

From: https://www.kommersant.ru/doc/3733194
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Ex. 7.6. Make phrases by matching an item from each column:

wait

grow

spot

take on

bring in

enter

extend a line

go

grow

achieve

employ

sell
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a gap in the market

more staff

for invoices to be paid

a critical mass

the risk of the business failing

or shrink year by year

of credit

the business as a  going

concern

public

a huge amount of money

a growth phase

organically or by acquisition




Ex. 7.7. Fill in each gap with one word from each box, written together.

over under

charge cut estimate expand perform ride spend take

1. If you grow a business too quickly and take on too much risk, you ... .

2. If you sell goods at a lower price than your competitors, you ... your competitors.
3. If you don't make as much money as expected, or you are less successful in your
job than expected, you ......

4. If your company goes past another in terms of sales, profits, market share, etc, then
you .... it.

5. If you use too much money, or more than you planned, you ...... :

6. If you ask a client for too little money (usually by mistake), you ..... them.

7. If you use your authority to reject somebody’s decision, you ..... them.

8. If you think that something is small or less important than it really is, you ..... it.

Ex. 7.8. Complete each sentence with the correct form of the underlined word. In

some cases, you will need to use the negative form.

1. produce

- Although the meeting went on for hours, it was rather ................. :

- Since we introduced the new pay structure, .................. has improved
enormously.

2. profit

- This line of raincoat is highly ................ — we must dis-continue it as soon as
possible.




- If we are serious about improving the ................. of these outlets, we should take

a good look at staffing costs.

3. promote

- Weexpectallour................ activities to cost around $2 million.
i is a very important marketing function.

4. rival

- The ................. between soft drinks companies, Coca-Cola and Pepsi Cola, is
very fierce.

- Otis is known all over the world as a manufacturer of lifts. Its reputation in the

industry is .............. :

5. sell

- Which is your best-............. product?

- Our.............. force doubled when we took over our chief competitor.
6. value

- Our stock1S80 ................ that it cannot be left unguarded.

- We were most impressed by the consultants we hired - their advice
was.........oo.een .

7. advertise

- In our new campaign, our main ................ medium will be television.

- Benetton produced a series of eye-catching ............... for their products.
8. associate

- Engineering firms often work in ............. with other companies on a major
contract.

- When there is a financial scandal, business people often try to ..............
themselves from those involved.

9. consume

- Food, clothing and household products are all examples of ............... good.
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- Wine ............... is high in France, and on the increase in other European
countries.

10.  market

- To make money, you don’t just need a good product - you also need excellent

- Some products are very innovative, but they simply aren’t ................ :

Ex. 7.9. Choose words from the box to complete the sentences below. Use your
dictionary and grammar book to help you decide which words are both appropriate

and grammatically correct in each case.

REASON because as so since therefore consequently

CONTRAST | although ~ despite  in spite of but  however

nevertheless yet

1 Selling your business as a going concern can be very risky ............ , it can also
be very lucrative.

2 The value of controlling stake is crucial, ............. most CEOs switch back to
their major policies when the complacency ends.

3 Companies have to keep their shareholders happy.............. , brand managers are

under pressure to find ways of boosting sales.

4 a brand may sell well in one country, it may not sell at all in another.
5 Price is a signal of quality, ............ consumers well often pay more for premium
brands.

6 In 2018, a number of sole proprietors accounted for around a third of all

businesses, .......... , in 2008, the picture was very different.
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(i, their disappearance from the market, Nokia’s mobile phones continued

to rank second with consumers 20 years later!

Ex. 7.10. Choose the correct form of the correct verb from the box to complete the
sentences that follow. (Transitive verbs are verbs which take an object, intransitive

verbs take no object).

to occur / come into being / appear / become evident to increase / go up / reach a
higher level to obtain / generate / acquire / collect (funds / support) to bring up / put
forward / mention to reach a higher position / rank to put up / cause to increase /

make higher to heighten / extend / intensify

1 The chairman .............. the question at the next meeting.

2 Some unexpected difficulties have .............. .

3 The company’s turnover has ............. steadily in recent years.

4 In business, it is often necessary to .............. finance for new projects.

5 I would like to ............. an important point here, if I may.

6 She ............. to a senior position in a very short time.

7 The government has ............. interest rates again.

8 | hope this situation will not .............. again.

9 The company could not afford to .............. salaries in line with inflation.
10  Unemployment continues to ............... steadily.

11  The problem ............... through inadequate supervision.

12  The campaign certainly succeeded in ............... awareness of the issue within

the business community.
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Ex. 7.11. Discuss the following points.

1. Watch the video https://www.youtube.com/watch?v=UIgbwGHF8GQ and
name the reasons for the failure of top 10 brands.

2.  Starting your own business vs working for a large company: what are the
differences?

3. Think of an example of a small business that failed (perhaps from personal
experience, or the experience of friends/family/ colleagues, etc). Tell the group about
the business and why it failed. Could it have failed?

4.  Work with a colleague:

-You have each inherited €0.5m from rich aunts (€1m total) and now want to start a
business together. Decide what your business will be.

- Use your business plan to prepare a short presentation to the rest of the group. You
will explain your business plan to them. You don't have to cover every issue in the
mind map.

- Give your presentation and ask for questions at the end.

Ex. 7.12. Read and translate the text about mergers and acquisitions.

What is Mergers & Acquisitions? Mergers and acquisitions (M&A) are defined
as consolidation of companies. Differentiating the two terms, Mergersis the
combination of two companies to form one, while Acquisitions is one company taken
over by the other. M&A is one of the major aspects of corporate finance world. The
reasoning behind M&A generally given is that two separate companies together create
more value compared to being on an individual stand. With the objective of wealth
maximization, companies keep evaluating different opportunities through the route of

merger or acquisition.
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Mergers & Acquisitions can take place:
* by purchasing assets;

* by purchasing common shares;

* by exchange of shares for assets;

* by exchanging shares for shares.

Types of Mergers and Acquisitions. Merger or amalgamation may take two
forms: merger through absorption or merger through consolidation. Mergers can also
be classified into three types from an economic perspective depending on the business
combinations, whether in the same industry or not, into horizontal (two firms are in
the same industry), vertical (at different production stages or value chain) and
conglomerate (unrelated industries). From a legal perspective, there are different types
of mergers like short form merger, statutory merger, subsidiary merger and merger of
equals.

Reasons for Mergers and Acquisitions:

* Financial synergy for lower cost of capital

* Improving company’s performance and accelerate growth

* Economies of scale

* Diversification for higher growth products or markets

* To increase market share and positioning giving broader market access
« Strategic realignment and technological change

* Tax considerations

* Undervalued target

* Diversification of risk

Principle behind any M&A is 2+2=5

There is always synergy value created by the joining or merger of two
companies. The synergy value can be seen either through the Revenues (higher
revenues), Expenses (lowering of expenses) or the cost of capital (lowering of overall

cost of capital).
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Three important considerations should be taken into account:
* The company must be willing to take the risk and vigilantly make investments to
benefit fully from the merger as the competitors and the industry take heed quickly
* To reduce and diversify risk, multiple bets must be made, in order to narrow down
to the one that will prove fruitful
» The management of the acquiring firm must learn to be resilient, patient and be able
to adopt to the change owing to ever-changing business dynamics in the industry
Stages involved in any M&A:
Phase 1: Pre-acquisition review: this would include selfassessment of the acquiring
company with regards to the need for M&A, ascertain the valuation (undervalued is
the key) and chalk out the growth plan through the target.
Phase 2: Search and screen targets: This would include searching for the possible
apt takeover candidates. This process is mainly to scan for a good strategic fit for the
acquiring company.
Phase 3: Investigate and valuation of the target: Once the appropriate company is
shortlisted through primary screening, detailed analysis of the target company has to
be done. This is also referred to as due diligence.
Phase 4: Acquire the target through negotiations: Once the target company is
selected, the next step is to start negotiations to come to consensus for a negotiated
merger or a bear hug. This brings both the companies to agree mutually to the deal for
the long term working of the M&A.
Phase 5: Post merger integration: If all the above steps fall in place, there is a
formal announcement of the agreement of merger by both the participating
companies.
Reasons for the failure of M&A — Analyzed during the stages of M&A:
Poor strategic fit: Wide difference in objectives and strategies of the company
Poorly managed Integration: Integration is often poorly managed without

planning and design. This leads to failure of implementation.
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Incomplete due diligence: Inadequate due diligence can lead to failure of M&A as it
IS the crux of the entire strategy

Overly optimistic: Too optimistic projections about the target company leads to bad
decisions and failure of the M&A

Example: Breakdown in merger discussions between IBM and Sun Microsystems

happened due to disagreement over price and other terms.

From: https://www.edupristine.com/

Ex. 7.13. Choose one of the recent mergers or acquisitions and write an essay using
the information in the text above as a plan, highlighting the most important facts

related to the event.

Ex. 7.14. Use the following website https://www.scimagojr.comto find a research
paper, which is related to the topic “Setting up your business enterprise”. Read it
carefully, make up a glossary, write a summary of the paper (7-10 pages) and

discuss it in the class.

Ex. 7.15. Search for a video on the subject “Pros and cons of mergers and
acquisitions”, watch the video, take notes and get prepared to deliver a small talk in
class (a 5-minute lecture) using your notes. You may use the following website to

complete the task: https://www.ted.com/talks.
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UNIT 8
CONTEMPORARY GLOBAL ISSUES

Ex. 8.1. Before reading the text, can you answer the question: what are the global

issues today? How do they affect the economic policies worldwide?

Ex. 8.2. Read and translate the following text.

GEOPOLITICS AND THE WORLD ECONOMY

What big-picture issues are likely to dominate geopolitics and the world

economy in the coming decades? Here are some suggestions:

The growth of the BRICS. The big story of the 21* century is the growth of
Brazil, Russia, India and China (plus the Middle East). This is certain to
translate into increased geopolitical influence for these countries.

The decline of the dollar. One impact of the previous trend is that the dollar
will lose its status as the world’s reserve currency. Central banks will hold
fewer dollars, and oil will be priced in a range of currencies. But else will
happen in the currency area? Will a common Asian or Latin American currency
emerge? And what about the internal conflict over the euro — should it be
strong to fight inflation or weak to help exporters?

Climate change. Global warming is happening. However, any solution that
holds back the progress of developing countries is likely to be resisted.
Developing countries can accuse the developed nations of hypocrisy — western
countries have already been through their industrial phase and have the luxury
of thinking about sustainable growth. Developing countries don’t have this

luxury.
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Peak oil. Global oil production is going to peak very soon — there’s just not
enough left in the ground. So supply is shrinking. Also, developing nations are
hungry for oil — for transport, industry, etc. So demand is rising. Put together
falling supply and rising demand and you get one thing: much higher prices for
the foreseeable future.

Energy security and alternative energy. Some countries have energy resources,
others don’t. And if you don’t, you have a major geopolitical problem. It’s
called dependency. Put this issue together with peak oil, and it points in one
direction: alternative energy. But some green activists are unrealistic about this
— solar, wind, tidal, etc can only meet a fraction of the world's energy needs.
The one technology that might make a difference is nuclear. And that, of
course, is controversial.

Shortages of other resources and commodities. The bad news continues. As
well as a shortage of energy, we're also short of water (in China, Southern
Europe and the Middle East). And as living standard rise, we'll find that many

agricultural commodities (e.g. wheat, corn, meat) are in short supply as well.

Japanese industry in Europe

The growing role of Japanese manufacturers in Europe has attracted critical or

even fearful comments. Little is heard about the achievements on both sides after 25

years of the Japanese at work in Europe. The excitement 26 years ago of England

winning its first football World Cup overshadowed the significance of the opening of

a factory in Runcorn, Cheshire, by zip fastener maker YKK. But that factory opening

and the setting up of a plant in France by Pentel were to have more far-reaching

effects on Europe, and the UK in particular, than any football match Both companies

were Japanese and their ventures were the first trickle of a wave of Japanese

manufacturing investment that has since swept Europe.

The volume has increased steadily. A few years ago there were 157 Japanese
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companies manufacturing in Europe. By last year the number had grown to 676. They
are spread among several countries and industries. In terms of Japan’s total
investment, the UK has attracted the lion’s share - about 40% - followed by France.

Iceland, not normally a beacon for inward investment, boasts a Sumitomo plant,
though none of the executives are Japanese. The only major European country
without a Japanese manufacturing presence is Norway.

Italy, which like France harbours pockets of anti-Japanese sentiment, has
attracted few factories, but politics play little part in Japanese decisions on where to
invest. Less than 10% of companies questioned for its annual survey by the Japan
External Trade Organisation (JETRO) said pro-Japanese sentiment was a factor in
their choice. Among companies that said it was important, most opted for the UK or
Ireland. What matters to most companies, according to JETRO, is a good location for
distribution, good infrastructure, quality of labour and availability of English-
speaking staff.

The greatest activity has been in the electronics and electrical appliances sector. A
decade ago there were 178 manufacturers in that category. Small to medium-sized
businesses make up the bulk of investment. Japanese manufacturers across Europe
employ an average of only 320 workers in each national company. Despite problems
at home caused by the economic downturn in Japan, so far there is no hint of
Japanese companies cutting back on investment abroad. But where it goes may be
under review. Earlier this year Sanyo dropped plans to build battery factory in
Barcelona, saying it was investigating eastern Germany and Poland as possible
alternatives. However, Japanese companies generally have been very cautious in

their approach to investment in eastern Europe.
(From: V.Hollett (2006). Business Objectives. Oxford University Press)
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Ex. 8.3. Complete the text about fair trade with the words in the box.

aCCess

gender overproduction poverty premium principles

standards subsidy

Fair trade is an organized social movement which promotes .... for labour,

social policy, environmentalism and sustainable development. Key .... of fair trade

are.

- Creating opportunities for economically disadvantaged producers by
paying a fair price. It is a strategy for reducing ..... :

- Developing producers’ independence by opening ..... to new markets and
building management skills.

- Safe and healthy working conditions.

- .... equality.

- Good environmental practices and responsible methods of production.

But fair trade has its critics. People say that too much of the ..... price paid by

consumers goes to retailers. And over the long term fair trade operates as a hidden ....

. It puts a price floor under a commodity and therefore encourages .... . This can

eventually lead to lower prices for growers everywhere.

Ex. 8.4. Read the following text and render it in English.

FHO63J’II/I33HI/I${— npouecc CJIUAHUSA HaApOAOB W TOCyAapCTB, ITOBBINICHUC HX

B3aMO3aBHCHUMOCTH U B3aMMOBJIIMAHUA, BBIBCACHUEC ACATCIIBHOCTHU OTACIIBHO B3STOU

CTpaHbl Ha MEXIYHAPOIHBIN YPOBEHD.

BBII[GJ'I?HOT OCHOBHBIC SABJICHUA FJ'IO6aJII/I3aI_[I/II/I:

Paznienenue Tpy/Ja Ha MEXIYHAPOIHOM YPOBHE
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o IlpuMeHeHHE KOMMYHUKAIMOHHBIX TEXHOJIOTMH B paMKax BCEro MHpA,
BCEMHPHOE JIBIKCHHE HHPOPMAITUN
o  OTkpbITHE TpaHUL, MEXIYHAPOJIHAs MUIPALMs, CO3JAHUE MEKIYHAPOIHBIX
COI030B
. NHTterpannst KyJbTyp pa3sHbIX HapoOJOB, YCHUJIEHHE BHUMAHHUS Ha MPEAMET
TOJEPAHTHOCTH M TEPHUMOCTA IO OTHOUIEHUIO K MPEACTABUTENSM JAPYTHX
HAIIMOHAJIBHOCTEN
o  OOpazoBaHnue MexayHapoIHbIX opranuzanuii (Opranuzanus OObeIUMHEHHBIX
Hauuii — OOH, Opranuzauus CTpaH-NPOU3BOJUTENEH M 3KCHOPTEPOB HEePTH —
OIIEK)
['mobGanuzamus — mnpoTtuBopeuuBbiii  mporecc. CylIeCTBYIOT KakK TMO3UTHUBHBIC
MOCJIEACTBUS, TaK U HETaTUBHbBIC, HATIPUMED:
[To3uTHBHBIE:!
e  YCKOpPEHHE HAy4YHOI'O MpOrpecca B CUITy IPUBJICUCHUS OOJBIIET0 KOJUYECTBA
YYEHBIX U BO3MOKHOCTU TPUMEHEHHUS PA3TUYHBIX TEXHOJIOTUN
e  pacHIMpeHHE pacrpocTpaHeHus reorpaduu mporpecca
o  00MEH pecypcamMu Ha MEXIyHAPOJHOM YPOBHE
e  YBEIHMYECHHUE KOHKYPEHIINHU u KaK CJIEACTBUE yIIy4lIE€HUE
MIPOU3BOJIUTEIIBHOCTH TOCY1apCTB
Herarusnsie:
e  HUMIIOPT 324aCTYyIO MEIIAET Pa3BUTHIO MECTHOTO MPOU3BOJICTBA
e  pacmpoCTpaHEHUE HallMOHAJIM3Ma B CBSI3M C aKTyalu3alued HJeu
COMEpPHUYECTBA
e  BECTEpHHU3AIUS — MPOIIECC HACAKICHNUE STUHOTO CTaHAapTa MOTPEOICHUS
e  NpUOOIIECHUE K OMpEeeICHHOMY 00pa3y >KuU3HHU, 0e3 pacyeTa Ha BO3MOXKHOE
HECOOTBETCTBUE IIECHHOCTSM U TPAIUITUSAM KaKoT0-1100 Hapoja
e  HEPAaBHOMEPHOCTh TJIOOAM3AIMN, OTCYTCTBHE BO3MOXKHOCTH IOJIb30BAHUS

MMpOoaAYKTaMH FJ'IO6aJII/ISaHI/II/I MCHCC Pa3BUTHIX CTpaH
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['moGanbHbIEe MPOOIEMBI — 3TO KOMILIEKC MPoOJeM, pa3pelieHine KOTOPBIX BIUSET Ha
JajdbHEWIllee CYIIECTBOBaHUE 4esoBeueckod muBwim3anun. C  rio0anbHBIMU
npoOjeMaMu 4eJIOBEYECTBO CTOJKHYJIOCH B cepefiiHe XX BeKa B CBS3M C aKTUBHOM,
HEPaBHOMEPHOM W HEKOHTPOJIHMPYEMOH MpeoOpa30BaTEIbHON  JESTEIBHOCTHIO
4yelioBeKa, a TakkKe u3-3a PACXOXJACHUM BO MHEHHUSX pa3HbIX HapoJoB B
MEXHAIMOHAIBHBIX ~MaciliTabax. XapakTepHble YepThl IIOOAIBHBIX MPOOIIEM:
IUTAHEeTapHbIe MacmTaObl (KacaloTCs BCEr0 4YeNOBEYECTBA B IIEJIOM); PpEILICHHUE
BO3MOYKHO TOJIBKO B YCIIOBUSIX COBMECTHBIX YCWIMM HapoJOB; OT pPa3pelICHHUS
3aBUCHUT CYLIECTBOBAHHE YEJIOBEUECKOW LIMBUIIM3ALUY.
K npuopuTeTHbIM I71I00aIbHBIM IPOOIEMaM COBPEMEHHOCTH OTHOCATCS:
1. Jlemorpaduueckas npodiema — NepeHaceIeHNUE IIaHETHI.
2. CripbeBast mpoOiemMa — UCTOIICHHE PECYPCOB.
3. IIpobnema CeBep-lOr — sxoHOMHYECKass OTCTAJIOCTh CTpaH 3-€ro Mupa, T.€.
Pa3BUBAOIINXCS WM OTCTAJIBIX CTPAH.
4. TlpobGiema uccineaoBaHUsl U OCBOCHUSI MUPOBOTO OKeaHa.
5. Dkomoruyeckas mpobdiieMa — 3arps3HEHHE OKpYKalollel cpeapl, oOpa3oBaHUe
O30HOBBIX JIBIP.
6. ¥Yrposa 3eit MUPOBOI BOWHBI.
7. Teppopusm.
8. VYBemnuenue temnepatrypsl CoJHIIa, BO3MOXHOCTh KOCMHUYECKOM aTaKwy.
9. OcBoeHHne KOCMUYECKOTO MPOCTPAHCTBA.
[Tyt 60pBOBI € TIOOATBHBIMU TTPOOIEMaMHU:
o ['ymanuzanusa BocnuTaHus dYeloBeka, (OPMHPOBAHHWE OCO3HAHUS HAIUYUS
mpo0iem
o  OrcnexuBaHue U MpopadOTKa NPUYMH BOZHUKHOBEHUS TJI00ANBbHBIX MPOoOsIeM
o CocpenoroueHue ycCwiMii HapoOJOB MHpa JUIsl TPEOJOJICHUS TI00aTbHBIX

poOJieM, CoeCTBUE BCEX CTPaH B IMIOUCKE PEIICHUIN
From: http://humanitar.ru/
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Ex. 8.5. Read the text and answer the questions below it.

The natural world is under violent assault from man. The seas and rivers are
being poisoned by radioactive wastes, by chemical discharges and by the dumping of
dangerous toxins and raw sewage. The air we breathe is polluted by smoke and fumes
from factories and motor vehicles, even the rain is poisoned.

It’s a little wonder forests and lakes are being destroyed and everywhere
wildlife is disappearing. Yet the destruction continues. Governments and industries
throughout the world are intensifying their efforts to extract earth’s mineral riches and
to plunder its living resources. The great rain forests and the frozen continents alike
are seriously threatened. And this is despite warnings of the scientific community and
the deep concern of millions of ordinary people.

Despite the fact, too, that we can create environmentally-clean industries,
harness the power of the sun, wind and waves for our energy needs and manage the
finite resources of the earth in a way that will safeguard our future and protect all the
rich variety of life-forms which share this planet with us.

But there is still hope. The forces of destruction are being challenged across the
globe - and at the spearhead of this challenge is Greenpeace. Wherever the
environment is in danger, Greenpeace has made a stand. Its scientific presentations
and peaceful direct actions at sea and on land have shocked governments and
industries into awareness that Greenpeace will not allow the natural world to be
destroyed. Those actions, too, have won the admiration and support of millions. Now
you can strengthen the thin green line; you can make your voice heard in defence of

the living world by joining Greenpeace today.

From: BensixoBa M.B. Emergencies and Disasters. - CI16.: Hecrop, 2004

1) Which of the following statements in not true?
a) Drinking water is polluted. b) Radioactive waste pollutes the sea.
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c) Sewage isn’t processed d) Cars and factories pollute the air.

2) The writer forests and lakes are being destroyed.
a) is surprised that b) is unsure why
c) wonders why d) understands why

3) Rain forests are being destroyed because governments and industries ...
a) are unaware of what they re doing wrong.
b) are rich and powerful.
c) choose to ignore criticism.
d) basically care about the environment.
4) The earth’s resources ...
a) should be left for people. b) can be made to last longer.
c) will last forever. d) belong to just humans and animals.
5) How does Greenpeace feel about the future?
a) desperate b) resigned
c) cautiously optimistic d) deeply pessimistic
6) Governments and industries ...
a) don’t know what Greenpeace thinks.
b) are forced by Greenpeace to understand the problems
c) can easily ignore Greenpeace
d) misunderstand what Greenpeace thinks
7) How does Greenpeace think that people can help?
a) by becoming members b) by speaking out

C) by painting a green line d) by making waves

Ex. 8.6. Make phrases by matching an item from each column.

geopolitical warming
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climate

influence

global

growth

sustainable

change

peak

activists

green

standards

major

oil

living

battlefield

pricing

worker

declining

power

knowledge

birthrate

environmental

impact

Ex. 8.7. Complete the beginning of each phrase with its correct ending.

be short of

supply
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be hungry future

be in short decades

have a common of resources
Asian

price oil in for resources
accuse someone of hypocrisy

in the coming to world markets
for the foreseeable a virtual meaning
hold currency

have access dollars

Ex. 8.8. Fill in the gaps with a different form of the word in brackets. The new form

may be a noun (singular or plural), verb or adjective. Some words are not in the

text.
- Global ...... (warm) and the ....... (destroy) of the environment are (threat) the
planet.
- Green ...... (active) and other pressure groups are becoming increasingly ......
(influence) in determining the ...... (environment) policies of large companies.
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- Genetic ..... (engineer) is very ..... (controversy), but many developing nations
see it as the only way to ensure continuing ..... (grow) in agricultural ..... (produce).

- Their government’s ...... (economy) strategy is one of rapid ..... (industrialize).
This has both ... (strong) and .... (weak).

Ex. 8.9. Complete the following sentences with the correct form of the word.

1) The nations of the West have stopped shipment of hazardous wastes to

the developing countries.

a) industry b) industrialised  c) industrialist d) industrious

2) Industrial emissions that the air must be reduced.

a) pollution b) pollutant ¢) pollute d) polluting
3) The standard of living in countries are lower than that in developed
countries.

a) emergent b) emerge C) emergence d) emergency
4) Britain has agreed to cut of nitrogen oxide from power stations.

a) emit b) emitter C) emissions d) emitted

5) Dealing with technological catastrophe involves with all levels of

government, rescue teams and military resources.

a) interact b) interacting C) interaction d) interactive

Ex. 8.10. Complete the sentences using one of the words in the box.

acid contaminated dumping ecology Extinct

environment fallout pollution reactor waste

1) The world in which we live is our
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2) IS the science which studies the relationship between different life forms

in nature.

3) Smoke, dirt and noise are all types of

4) If man continues to hunt Ussuri tigers, they can become

5) In many parts of the world lakes, trees and rainforests are being destroyed by
rains.

6) It is necessary that of hazardous chemicals in the sea should be stopped.

7) Many countries have run out of space for disposal of nuclear

8) When the nuclear exploded at the Chernobyl power plant, large areas of

the surrounding countryside were and there was all over Europe

and even in Brazil.

Ex. 8.11. Discuss the following points.

1. Choose one of the six issues listed under “Geopolitics and the world
economy”. Discuss it with some colleagues. When you finish, choose another.

2. '‘We cannot reduce energy consumption. No-one is going to voluntary accept a
decline in the living standards. Fighting global warming is useless. We’re all going to
fry. Let the cockroaches and rats take over - they were here before us anyway.” Do
you agree with this statement?

3.  “Globalization has gone too far.” Do you agree with this statement?

Ex. 8.12. Study the following information.

The complexity of the global issues is far too big for any party to tackle alone
When it comes to solving major societal issues through innovation, new
business models or global agreements, many experts agree the problem is not

technical; it’s political and cultural. Just look at the 2015 Paris Agreement on climate
131



change. The main hurdles to the agreement, as well as the main challenges and
victories in the years since, are primarily political and cultural. After all, solutions
such as renewable energy and other environmentally friendly innovations are already
available and continue to advance rapidly. Still, the world is not on track to limit the
temperature rise to 2°C. Those countries and regions with global leaders who have
decided to act quickly, share ideas and seek counsel across borders — not to mention
business opportunities — are the ones who have managed to reduce or slow rates of

greenhouse gas emissions. The Carbon Pricing in the Americas initiative, struck

between governments from Canada, Colombia, Costa Rica, Chile, Mexico and the US
states of California and Washington, is also a promising sign. Clearly, cross-cultural
collaboration is key when it comes to progress. Equally clear is that we need more of
it to solve the major issues of our time.

Research published in the Harvard Business Review suggests the roadblocks

that prevent cross-cultural collaboration and open innovation among various parties
around the world are having multiple gatekeepers, skepticism regarding anything “not

invented here” and turf wars. Getting around these obstacles requires us to cultivate

and sustain an atmosphere of flexibility and trust as well, as layered networks that
reduce silos.

Working across borders can lead to better innovation and business outcomes
that benefit society. Take, for example, a new lithium extraction and processing
technology that is succeeding in Latin America with a bit of global support. Lithium
battery technology powers everything from phones and laptops to electric cars.
Argentina, Bolivia and Chile deliver about 80% of the world’s lithium. Its extraction
is, however, a painstakingly slow process that wastes millions of gallons of water and
releases chemicals into the soil and atmosphere.

Ernesto Calvo, a professor of molecular electrochemistry in Argentina, thought
there could be a better way. Together with a small team of researchers, he developed a

new, solar-powered lithium extraction process that takes hours instead of months,
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doesn’t compromise water resources and is chemical and waste-free. His idea could
have stopped there. Normally, he says, he would be content to publish a traditional
scientific paper and receive feedback from peers. Instead, he entered the project in the

global Bright Minds Challenge, led by a coalition of like-minded partners across

continents, industries, incubators, institutes, organizations and companies like DSM,
designed to accelerate the transition to renewable energy. Professor Calvo won in
2017. Today, his team is set to move from the lab to commercial production, and is on
the verge of having a viable business with support from the partners.

Another example, half way around the world, is in Kigali, Rwanda. There, a

new for-profit public-private partnership called Africa Improved Foods is bringing

better nutrition to the region. Nearly 40% of children in Rwanda are stunted, a
medical condition that can occur when they grow up malnourished. It can affect brain
development and even cause death. The problem isn’t unique to Rwanda: about 25%
children worldwide face the same issue. In recent years, local stakeholders, including
the country’s government, sought to address regional malnutrition together with
experts and leaders from the public and private sectors in Brazil, the UK, the
Netherlands and more. Today, a new Africa Improved Foods factory run by local
employees produces fortified porridge and other products that deliver the right level
of nutrition to the people who need it most: local children and mothers. Ingredients
are sourced from more than 9,000 smallholder farmers in the region, many of whom
are women, which provides steady income. Now the partners are looking to expand to
other areas on the continent.

The complexity of the global issues is far too big for any party to tackle alone.
These large-scale problems require new kinds of partnership, cross-border
collaboration and open innovation among the public and private sectors, NGOs,
academia and other stakeholders. Yes, there are roadblocks. It can be a bumpy ride
and may not be for the faint of heart; but it is absolutely necessary if we want to scale

up solutions with real impact. In fact, it’s easier than ever to share ideas and work
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together with people around the world. Professor Ernesto Calvo is proof that dreams

do come true and that working together works.

From: https://www.weforum.org/

Ex. 8.13. Study the following guidelines for writing a summary.

Guidelines for writing a summary of an article:

* State the main ideas of the article.

» Identify the most important details that support the main ideas.

» Write your summary in your own words; avoid copying phrases and sentences from
the article unless they’re direct quotations.

 Express the underlying meaning of the article, not just the superficial details.

* Your summary should be about one third of the length of the original article.

Your summary should include:

Introduction

« Start with a summary or overview of the article which includes the author’s name
and the title of the article.

» Finish with a thesis statement that states the main idea of the article.

Body Paragraphs

* The number of paragraphs in your summary depends on the length of the original
article.

* Your summary should be about one third the length of the original article. For a one-
paragraph summary, discuss each supporting point in a separate sentence. Give 1-2
explanations for each supporting point. For a multi-paragraph summary, discuss each
supporting point in a separate paragraph.

» Start each body paragraph with a topic sentence.
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» Each paragraph focuses on a separate main idea and just the most important details
from the article.

* Put the ideas from the essay into your own words. Avoid copying phrases and
sentences from the article.

» Use transitional words and phrases to connect ideas.

Concluding Paragraph

« Summarize the main idea and the underlying meaning of the article.

(Adapted from "Guidelines for Writing a Summary" by Christine Bauer-Ramazani, Saint Michael's

College.http://academics.smcvt.edu/cbauer-ramazani/AEP/EN104/summary.htm)

Ex. 8.14. Write a summary of the text “The complexity of the global issues is far too

big for any party to tackle alone” using the guidelines.

Ex. 8.15. Use the following website https://www.scimagojr.com to find a research

paper, which is related to the topic “Environmental threats”. Read it carefully,
make up a glossary, write a summary of the paper (7-10 pages) and discuss it in the

class.

Ex. 8.16. Search for a video on the subject “Geopolitical problems”, watch the
video, take notes and get prepared to deliver a small talk in class (a 5-minute
lecture) using your notes. You may use the following website to complete the task:

https://www.ted.com/talks.
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APPENDIX. ACADEMIC SKILLS.

1.  THE PURPOSES OF ACADEMIC WRITING

1.1. The most common reasons for writing:

. to report on a piece of research the writer has conducted

. to answer a question, the writer has been given or chosen

. to discuss a subject of common interest and give the writer’s view to synthesize

research done by others on a topic

1.2. Common types of academic writing

. Notes

. Reports

. Projects

. Essays

. Dissertations/Thesis
. Papers

1.3. The most common written sources
. Textbooks

. Websites

. Journal articles

. Official reports (e.g. from government)
. Newspaper or magazine articles

. e-books

1.4. The most common requirements to your academic text

. you should give reasons for your initial hypothesis
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. you should obtain more well-rounded data
. you should show the logic of your experiments
. you should present clear, consistent logical argument to somebody else

involved in the research of this field.

2. WRITING A PARAGRAPH

A paragraph - a group of related sentences that discuss mainly one idea. It
. can be long enough;
. the number of sentences is unimportant;

. visually organized

Three parts of a paragraph:

. The topic sentence- states the main idea of the paragraph

- names the topic

- limits the topic to one specific area

. The controlling idea - announces the specific area

. Supporting Sentences- develop the topic sentence;

- explain or prove the topic sentence;

- give more information

. Concluding sentence- signals the end of the paragraph;

- summarizes the paragraph. with important points to remember. (It can do this in two
ways: by summarizing the main points of the paragraph or by repeating the topic
sentence in different words)

- is needed only for stand-alone paragraph.
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3. LINKING PARAGRAPHS TOGETHER

Each new paragraph begins with a phrase that links it to the previous paragraph, in
order to maintain continuity of argument:

- Despite this (i.e. the lack of a conclusive link)

- All these claims (i.e. arguments in favor of the previous idea)

- In order to begin a new topic, you may use:

- Turning to the issue of . . .

- Some (points, elements, arguments...)must also be examined . . .

- ... Is another area for consideration

- Paragraphs can also be introduced with adverbs:

- Traditionally, few examples were . . .

- Finally, the performance of . . .

The following expressions make up links and connectors accounting for

a). Conjuncting

b). Adjuncting

c). Correlating

d). Opposing

e). Orientating

f). Coordinating

g). Determining

ahead, against, in order to, though, regardless, unless, concerning, notwithstanding;
but, if, hence, since, rather than, namely, that is, above/ after all, aside, besides,
according to, consequently, furthermore, according/ due to, because, nevertheless,
regarding, respectively, with, without away, as well, counter, whether, only, versus,

next, now, vice versa, otherwise, whereas, aside, back, backward, behind, neither,
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against, between, here, to trans-, under, up, upon, via, where, within, therefore, which,
despite, after, still, while, as yet , such, with respect to, each, other, the same,

something, what, whose, why, thereby.

1. WRITING AN ESSAY

4.1. Some steps that should be taken into consideration while preparing an essay
- Brainstorming

- Organizing

- Drafting

- Reviewing

- Revising

- Publishing

4.2. Choosing a topic

The topic must:

not be too broad

not be too narrow

- be interesting and important

- be something that you know about
- be researchable

- have a point.

4.3. Writing a thesis statement in an essay

A thesis statement for an essay functions like the topic sentence of a paragraph; it
tells the reader the main idea of the essay. However, while a topic sentence of a
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paragraph is often the first sentence, the thesis statement of an essay is usually the

final sentence of the introduction.

2. WRITING AN INTRODUCTION AND CONCLUSION

An effective introduction explains the purpose and scope of the paper to the reader.
The conclusion should provide a clear answer to any question asked in the title, as

well as summarizing the main points.

5.1. A common framework in an introduction

In an introduction much depends on the type of research a person is conducting, but a
common framework is:

a. Definition of key terms, if needed.

b. Relevant background information.

c. Review of work by other writers on the topic.

d. Purpose or aim of the paper.

e. Your methods and the results you found.

f. Any limitations you imposed.

g The organization of your work.

1.2. Parts of conclusion

- summary of the main points of the essay

- N0 new arguments or important information

- the arguments (made in the body of the essay) can be logically extended by making
recommendation or prediction

- it’s not a novel; there are no surprising endings
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- the best thing is if the conclusion can be tied back to introduction (hard to write)

- summary of the main points of the essay

- N0 new arguments or important information

- the arguments (made in the body of the essay) can be logically extended by making
recommendation or prediction

- it’s not a novel; there are no surprising endings

- the best thing is if the conclusion can be tied back to introduction

2. COMMUNICATING IN SCIENTIFIC ENVITRONMENT.

Describing texts (articles, scientific papers, studies, reviews, etc.)

6.1. Setting a goal

...The chief/general aim...
...central/ key/ ultimate goal...
...main/ particular purpose...
...major/ primary task of this paper/ study is ...

...one of the main/ principal objectives is...

2.2. Describing the subject

The subject (matter) of this paper/ study/ analysis/ research/ discussion is ...
The present paper/ investigation/article

.. goes (inquires) into...

.. focuses on...

... deals with...

.. 1s devoted to the questions (problems/ issues) of ...
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.. undertakes to survey/ identify the structure of

. considers what factors/ processes influence ...
.. the concluding/ final sections/ comments/ remarks concern/ focus on...
.. In this article/ section the authors aim to determine...

. attempt to explain the mechanisms of...

.. are intended to give/ show/ develop/ provide/ record

.. examine the nature/ characteristics/ features/ functions of ...

... (will) concentrate on/ argue that/ review

2.3.Sounding personal

| want to point to/ review/ introduce...

I can/ shall/ should provide ...

[ must emphasize that...

[ must say a few words about ...

| should/ would like to illustrate/ suggest/ posit/ stress that

I find it necessary to consider .../ to turn our attention to ...

2.4.Going further:

One further remark...

Two further points ...

Further questions...

A further aim of the paper...

The only step needed (here) is ...

The issue that ought to be raised here concerns...

The second point | want to describe here has to do with...

This latter point requires justification.
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2.5.Supplying evidence:

To lend support to our hypothesis...

To base our position...

This issue can serve as a basis for ...

This matter can form a background for a judgment about ...

This point requires justification/ should be examined in detail/ with accuracy.
This question requires (further) remark/ comment/ explanation.

This problem presupposes deep study/ minute analysis/ understanding of ...
This method should be precisely/ clearly/ accurately/ explicitly/ rigidly defined.
This approach can be extensively/ properly/ reasonably applied to...

This topic should be studied/ investigated closely/ carefully/ thoroughly.

2.6.References

According to...

Following...

I will refer to...

This result was obtained by...

Such problems are fully discussed by ... in ...

The following passage from... illustrates that...

This aspect has (not) received attention (criticism/ scientific support) in the
literature.

References should be made to...
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2.7.Positive comments:

This article/book/discussion/study
... 1s an accurate/ comprehensive/ convincing analysis of ...
.. 1s an instructive/ minute/ profound/ thorough description of...
.. 1s a good snapshot of functional analysis...
... supports the theory of...
.. sheds new light on ...
.. allows a principled decision on ...
... sounds attractive...
... proved to be successful...
... deals with the complex subject in an orderly manner...
... shows very convincingly, that ...
... presents a wealth of data about...

.. managed to answer the question with simplicity.

This approach

...Is quite/ highly creative/ effective/ fruitful/

...1s more flexible than...

...1S the best

.. 1s perfect / valuable for ...

...has aroused wide interest

...has been the stimulus for analytic discussion

...opens prospects for further study of...

...casts (a new) light on the question

...gives convincing (direct/ exact/ good/ plausible/ serious/ sound/ strong/

sufficient/valid) reason to think that...
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...gives rise to theoretical discussion

...Is elaborated/ explained in detail.

2.8.Criticism and objections:

The study done by...
...Is still under discussion
...does not allow us to answer the question whether...
...leaves many questions open.
The solution offered by ... has been criticized at length.
The approach/ strategy
...neglects (ignores)...
... has a number of disadvantages
... 1S not accurately formulated
... Is a hot topic in debates
.. draws sharp criticism
Objections can be raised...
There are a number of objections that can be raised...
There are counter-examples. ..

The negative side of the approach/ method...

2.9.Personal negative remarks:

| t seems (a bit) artificial

It seems unlikely that ...

It is nonsensical / an error to regard ...
It is doubtful / I doubt that...

I am unsure whether ...
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I am afraid / not sure/ I am not convinced that...

I am skeptical / critical / suspicious of ...

2.10. Exemplification of the problem:

This example can serve as an illustration to....

This procedure may be illustrated by ...

Two sample cases (simple examples,) will help demonstrate ...
Here I shall give examples which show that ...

To illustrate the point (further), we may take / consider another example...
The following examples may serve as illustrations...
This point can be easily exemplified.

The point will be clearer if we consider another type of example.
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KEYS
Ex. 1.4.
1-C; 2-C; 3-T; 4-T/C; 5-C/T; 6-T; 7-C; 8-T; 9-T; 10-C; 11-C; 12-C.

Ex. 1.7.

1-in; 2-of; 3-from; 4-to; 5-in; 6-of; 7-between; 8-between; 9-between; 10-_; 11-in;
12-of; 13-because; 14-of; 15-in; 16-with; 17-for; 18-within; 19-of; 20-across; 21-
through; 22-in; 23-as; 24-_; 25-in; 26-of; 27-from; 28-to; 29-as; 30-in; 31-of; 32-
_; 33-to; 34-through; 35-of; 36-_; 37-with; 38-of; 39-to; 40-at; 41-by; 42-against;
43-0of; 44-to; 45-under; 46-in; 47-of; 48-in; 49-of; 50-by; 51-to; 52-of; 53- .

Ex. 1.8.

Customer Buyer
Deal Transaction
Dispensation Distribution
Load Burden
Merchandise Goods
Producer Manufacturer
Return Revert

To help To facilitate
To purchase To buy

To trade To sell

Ex. 1.9.
Demand Supply
Ineffective Successful
Initial Final
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Intensive Extensive
Minor Major

To decrease To increase
To sack To employ
To start To complete
Unexpired Lapsed
Wide Narrow
Ex. 1.10.

1- read; 2- were; 3- were; 4- are; 5- was; 6-became; 7- have been; 8-is limited;

9- be made; 10- remained; 11- be conveyed.

Ex. 1.12.

1. Banking professions, company secretaryship, accountancy, mass
communication, law, hotel management, industrial jobs, Public Service
Commission at State level as well as national level.

2. Profession in commerce is the best profession for those who have liking for
accountancy, numbers, business transactions, policies, management, cost

related issues, etc.

Ex. 1.13.

You should have excellent communication skills, ability to work in a team, leadership
qualities, logical thinking, ability to work for long hours during the day, great
computing skills, and ability to take the right decisions at the right time, enough

flexibility and willingness to learn about new things now and then.

Ex. 1.15.

1. Informal/Spoken
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2. Formal/Written
Ex. 1.16.
1. Commerce includes all the activities that help in facilitating the exchange of
goods and services from the manufacturer or the producer to the ultimate consumers.
2. Once the products are manufactured these cannot reach directly to the
customer, the same has to pass through a series of activities.
3. First, the wholesaler will purchase the product, and with the use of
transportation, the goods will be made available to the stores.
4.  The retailer will then sell to the ultimate consumer.
5. In short, it can be said that commerce is the branch of business that helps to
overcome all the hindrances that arise in the facilitation of exchange.
6. Its major function is to satisfy human wants both basic and secondary by

making the goods available to different parts of the country.

Ex. 2.3.
1-1; 2-D; 3-1; 4-1; 5-D; 6-1; 7-D.

Ex. 2.6.

1- manufacturer; 2-intermediary; 3-customer; 4- manufacturer; 5- retailer; 6-
customer; 7- manufacturer; 8- customer; 9- manufacturer; 10- manufacturer;
11- wholesaler; 12- retailer; 13- customer; 14- manufacturer; 15- manufacturer;
16- agent; 17- wholesaler; 18- retailer; 19- customer; 20- agent; 21- wholesaler;

22- retailer; 23- agent.

Ex. 2.7.
Verb Concrete Noun Abstract Noun
Assist Assistant Assistance
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Buy Buyer Buying
Consume Consumer Consumption
Distribute Distributor Distribution
Mediate Mediator Mediation
Package Package Packaging
Produce Producer Product Production
Retail Retailer Retail

Sell Salesperson Sale
Wholesale Wholesaler Wholesale
Ex. 2.8.

1- of; 2- to; 3-in; 4- from; 5- to; 6- through; 7- for; 8- _; 9- to; 10- from; 11-
from; 12- _; 13- to; 14- to; 15- throughout; 16- by; 17- from; 19- _; 20- by; 21-
through; 22- like; 23- between; 24- of; 25- on; 26- on; 27- __; 28- as; 29- _; 30-

of; 31- along; 32- from; 33- to.

Ex. 2.9.

DIRECT CHANNELS INDIRECT CHANNELS

1 level channel | 2 level channel | 3 level channel

Door to door selling Selling cars Distributing Dealing with
Internet selling through goods like limited
Mail order selling company soap, rice, products, yet
Company owned retail approved wheat, clothes, | desiring to
outlets retailers etc. cover a wide
Telemarketing market
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Ex. 2.10.
uses; to reach; is said; to be using; open; to sell; use; to attract; sold; is.

has revolutionized; deliver; use; provide; to deliver; has also resulted; are distributed.

Ex. 2.15.

1. Distributing physical products-cars, food, utilities, etc.- through direct sales until
the mid-20th century.

2.Distributing virtual products- insurance, stocks and bonds, enterprise softwares,
shrinkwrap software- through physical channels but they didn't exist in the real world
until the mid-1990s.

3.With the emergence of the Internet we distribute physical products through a virtual
channel.

4. Since the beginning of the 21st century we have had products that don't exist at all-

Facebook, Twitter, Google- distributed via the web.

Ex. 2.16.

1. Direct and indirect.

2. To get good results and generate business, you need to: 1. Create a database of
email addresses. 2.Prepare the email content well and then send it. 3.Follow up and
track.4. Never use mass mail advertising without the customer's consent to receive
such information.

3. The techniques are directed at specific market niches. The most usual techniques
are: 1. Publishing of expert content. 2. Sending newsletters. 3. Creating a blog. 4.
Bluejacking: promotional messages via Bluetooth to PCs and mobile. 5. Active
participation in Forums "Mobile marketing". 6. Marketing through portable devices.
7. Sending SMS or MMS messages for specific promotional campaigns. 8.

Advertising on mobile Apps.
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Ex. 2.18.
1- Hence; 2- But; 3- Or; 4- Thus; 5- However, therefore; 6- Consequently; 7- As

a result; 8- Conversely; 9- But; 10- In spite of .

Ex. 3.4.
1-W; 2-R; 3-W; 4-R; 5-R; 6, 7-W; 8, 9, 10, 11, 12, 13, 14, 15- R; 16-W; 17, 18-R;
19-W; 20-R; 21-W; 22-R; 23-W; 24-R; 25-W; 26, 27, 28-R; 29-W; 30, 31, 32-R.

Ex. 3.6.
1. To attract customers
2. To choose a brand
3. Tocreate a link
4. To give emphasis
5. Tograb attention
6. To manufacture goods
7. To offer a discount
8. To place an order
9. To provide delivery
10.To start a business
Ex. 3.7.

(@) Collection | A wholesaler collects goods from

of goods: manufacturers or producers in large quantities.

(b) Storage of | A wholesaler collects the goods and stores them
goods: safely in warehouses, till they are sold out.

Perishable goods like fruits, vegetables, etc. are

stored in cold storage.
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(©) A wholesaler sells goods to different retailers.
Distribution: In this way, he also performs the function of

distribution.

(d) Financing: | The wholesaler provides financial support to
producers and manufacturers by sending
money in advance to them. He also sells goods
to the retailer on credit. Thus, at both ends the

wholesaler acts as a financier.

(e) Risk taking: | The wholesaler buys finished goods from the
producer and keeps them in the warehouses till
they are sold. Therefore, he assumes the risks
arising out of changes in demand, rise in price,

spoilage or destruction of goods.

Ex. 3.8.

(i) Buying and Assembling of goods
(i1) Storage of goods

(iii) Credit facility

(iv) Personal services

(v) Risk bearing

(vi) Display of goods

(vii) Supply of information

Ex. 3.9.

1- has been; 2- are innovating; 3- are seizing; 4- have transformed; 5- appear; 6-

benefit; 7- know; 8- are reinventing; 9- are offering; 10- are adapting.
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Ex. 3.10.

1. Those firms that sell to businesses are a part of wholesale trade.

2. Wholesaling is an intermediate step in the overall distribution of goods.

3. A wholesaler organizes the transaction for the resale of goods to other wholesalers
or retailers.

4. Wholesalers operate from a warehouse or office facility and sell goods to other
businesses.

5. Traditionally wholesalers do not market their services to the general public.

Ex. 3.12.

“In 2017 1t was £92.8 billion, which was 5.0% of the UK’s total GVA. Over the past

ten years, the retail sector’s economic output has followed a similar path to the whole

economy. The retail sector saw a fall in economic output and then weak growth

following the financial crisis and subsequent recession of 2008, until late 2012. In

2013, the sector began to recover and grew strongly from 2014 until late 2016. The

retail sector grew less strongly in 2017 and early 2018.”

Ex. 3.13.

1.
2.
3.

Buyers are successful if they choose merchandise that sells.

Buyers fail when warehouses and store racks are left with unwanted goods.

The most challenging part of the buyer’s job is predicting which items will be
popular.

Buyer’s career depends on good planning skills, decisiveness, and the willingness

to trust your intuition.
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Ex. 3.14.

UK retailers have suffered their worst start to any year since 2013, and headwinds are
still raging. People are spending less. So, for example, the retail sector faces perhaps
the greatest amount of turbulence over the coming months.Restaurants and eateries

are also in many cases fighting for their survival.

Ex. 3.17.

1. Many retailers sell cross-border or set up shop in other markets as soon as they

see opportunities and suitable rules.

2. Retailers and wholesalers offer customers in these new markets more choice,
better prices, and in many cases, improved consumer rights, customer service, and
safety and environmental standards.

3. Retailers and wholesalers have boosted the local economies.

4. They have invested, created jobs, developed local suppliers of food and non-
food products and given them access to their own and the retailer’s home market.

5. Export and import traders have provided the same VAT in their B2B markets.

Ex.3.18.
1)  Retailers employ almost 20 million people in Europe, wholesalers another 10

million.

2)  This means that 1 in 7 Europeans works in retail or wholesale, many of them
young people starting their first job. Some come from disadvantaged backgrounds
with few skills.

3)  Retailers work with schools and colleges to equip the next generation with the
right skills.

4)  Retailers and wholesalers invest in employee development to allow them to

move up and take on management roles.
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5)  Others are already highly qualified, such as engineers or marketing experts but
also chemists, designers or butchers, meeting the range of skills the sector deploys.

6)  The sector also has a strong track record in welcoming people from all ethnic
backgrounds, ages and people with disabilities.

7)  Retail and wholesale allow budding entrepreneurs the opportunity to pursue

their ideas as an online trader or opening their own shop.

Ex. 3.19.

1. Wholesale means the sale of goods in voluminous quantity, at a low price. The
business of selling goods to end consumers in small lots at a profit is known as Retail.
2. Wholesale creates a link between the manufacturer and retailer whereas Retail
creates a link between wholesaler and customer.

3. There are wide differences between wholesale and retail price of a particular
commodity, i.e., the wholesale price is always less than the retail one.

4. In wholesale business, there is no requirement of an art of selling the goods which
are a must in case of retail business.

5. The size of a wholesale business is larger than a retail business.

6. In the retail business, the retail shopkeeper can choose the goods freely which is not
possible in wholesale business because the goods are to be purchased in bulk.

7. In wholesale business, the capital requirement is higher than in retail business.

8. The location is of utmost important in retail, but in wholesale, the location does not
matter at all.

9. While selling the goods in retail the appearance of the shop and the display of items
should be good to attract more and more customers. However, in wholesale, there is
no such kind of need.

10. There is no requirement of advertising in wholesale but retail business requires
advertising to grab the attention of customers.
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Whenever a product is produced, it does not come to us directly. There are so many
hands, through which a product passes, and finally, we get it from the retail
shopkeeper. In wholesale, mild competition can be seen, but in retail, there is a cut-

throat competition, so it is very tough to retain and regain customers.

Ex. 4.3.
1-C/B; 2-B/C; 3-C; 4, 5-B.

Ex.4.4.

A business can face cultural and legal obstacles to conducting e-commerce. | -

A business can have trouble recruiting and retaining employees with the | -
technological, design, and business process skills needed to create an

effective e-commerce presence.

A business can reduce the costs of handling sales inquiries, providing price | +
quotes, and determining product availability by using electronic commerce in

its sales support and order-taking processes.

Difficulty of integrating existing databases and transaction-processing | -
software designed for traditional commerce into the software that enables e-

commerce.

E-commerce can make products and services available in remote areas. +

E-commerce provides buyers with a wider range of choices than traditional | +

commerce.

E-commerce provides buyers with an easy way to customize the level of | +

detail in the information they obtain about a prospective purchase.

Electronic payments can be easier to audit and monitor than payments made | +
by check, providing protection against fraud and theft losses.

Electronic payments of tax refunds, public retirement, and welfare support | +
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cost less to issue and arrive securely and quickly when transmitted over the

Internet.

Return-on-investment is difficult to calculate. -

Ex. 4.6.
1- has; 2- is; 3- get; 4- is; 5- post; 6- leads; 7- form; 8- leads; 9- afford; 10- cost; 11-
be purchased; 12- (be) sold; 13- are; 14- requires; 15- has been noted; 16- has been

made; 17- versed; 18- has not mentioned; 19- handle; 20- to have become.

Ex. 4.7.
1- to; 2- of; 3- for; 4- to; 5- of; 6- in; 7- __; 8- by; 9- with; 10- over; 11- _ ; 12-
__; 13- of; 14- through; 15- __; 16- in; 17- of; 18- in; 19- _; 20- for; 21-

between.

Ex.4.8.

Category Description

Business-to-business (B2B) - Businesses sell products or services to other
businesses.

Business-to-consumer (B2C) - Businesses sell products or services to

individual consumers.

Business-to-government (B2G) - Businesses sell goods or services to
governments and government agencies.

Consumer-to-consumer (C2C) - Participants in an online marketplace can

buy and sell goods to each other.

1 - Business-to-consumer (B2C)
2 - Business-to-business (B2B)

3 - Consumer-to-consumer (C2C)
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4 - Business-to-government (B2G)

Ex. 4.9.

1-the; 2-_; 3-the; 4-_; 5-the; 6-a; 7-a; 8- ; 9- ; 10-a; 11- ; 12-a; 13- ; 14-
__; 15-the; 16-an; 17-__; 18- ;19- ;20-

26-the; 27-__; 28-the; 29-the; 30- .

Ex. 4.10.

; 21-_

; 22-the: 23-_; 24-  ; 25-

Abbreviation

Definition

Full term

ACL

A list of resources and
the usernames of people
who have a permitted
access to those
resources within a

computer system.

Access Control List

CIO

An organization’s top
technology manager;
responsible for
overseeing all of the
business’s information
systems and related

technological elements.

Chief Information
Officer

HTML

The language of the
Internet; it contains
codes attached to text
that describe text

elements and their

Hypertext Markup

Language
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relation to one another.

HTTP

The Internet protocol
responsible for
transferring and

displaying Web pages.

Hypertext Transfer

Protocol

PAN

A small, low-
bandwidth Bluetooth
network of up to 10
networks of eight
devices each. It is used
for tasks such as
wireless
synchronization of lap-
top computers with
desktop computers and
wireless printing from
laptops, PDAs, or

mobile phones.

Personal Area Network

PDA

A handheld PC. Itis a
variety mobile

device, which functions
as a personal

information manager.

Personal Digital

Assistant

SBU

A unit within a
company that is
organized around a

specific combination of

Strategic Business Unit
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product, distribution

channel, and customer

type.

URL

Names and
abbreviations
representing the IP
address of a particular
Web page. Contains the
protocol used to access
the page and the page’s
location. Used in place
of dotted quad
notations. Universal ad
package The four most
common standard Web

ad formats.

Uniform Resource

Locator

WAN

A network of
computers that are
connected over large

distances.

Wide Area Network

WAP

A protocol that allows
Web pages formatted in
HTML to be displayed
on devices with small
screens, such as PDAs

and mobile phones.

Wireless Application
Protocol
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Ex. 4.11.

Well Suited to

Electronic Commerce

Suited to a Combination of
Electronic and Traditional

Commerce Strategies

Well Suited to
Traditional

Commerce

Sale/purchase of books
and CDs

Sale/purchase of automobiles

Sale/purchase of
Impulse items for

immediate use

Sale/purchase of goods
that have strong brand

reputations

Banking and financial services

Sale/purchase of used,

unbranded goods

Online delivery of
software and digital

content, such as music

Roommate-matching

services

Salé/pu rchase of travel

Services

Sale/purchase of residential

real estate

Sale/purchase of
investment and

insurance products

Sale/purchase of high- value

jewelry and antiques

Ex. 4.12.

1;2:4:;7;8;10; 14; 16; 18; 19.

Ex. 4.14.
The hottest trends in e-commerce in 2019 are: personalized online shopping

experience, personalized email marketing to specific landing pages being
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customized to users, the customer’s interaction with brands through voice, rich

communication services, the B2B market growth.

Ex. 4.15.

E-commerce is made of three things three different components. The first
component is a shopping cart that's just software that runs on your website. The
second component is the payment gateway (Visa and MasterCard). The third
component is the merchant account (a special type of bank account).

“The money is be taken off the credit card and deposited into the merchant account
instantly and then from there it's actually settled out from the merchant account into
the regular business bank account the next day or some merchants choose to do it

once a week but anyways that's how it works.”

Ex. 4.16.

E-commerce retailers (Synergy of Bricks and Clicks): Amazon, Alibaba, eBay, etc.
Online travel agencies: Expedia and Priceline.

E-commerce in entertainment: Apple's iTunes, Spotify, Pandora, Netflix.

Video conferencing: V-O-I1-P (Voice Over Internet Protocol), H-T-M-L five, F-T-
T-H (Fiber To The Home).

Ex.5.5.
authoritarian
demanding
consensual
coaching
mentoring
liaison

hierarchical
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provocative
conscientious
thorough
determined

setbacks

EXx. 5.7.
issuing
guiding
progress
running
carry out
breathing
report back
feedback

Ex. 5.8.

Ensure
Unsatisfied
Efficient
Moral

A A

Criticism

Ex. 6.4.
Oversee
Auditors
Dividend
Stake
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Integrity

Transparency

EX. 6.6.

Debt / liabilities
Owner / proprietor
Share / divide

Shareholder / stockholder / stakeholder

A dividend / profits

Ex. 6.7.

limited liability
detailed legislation
legal entity

non-profit organization

Ex. 7.4.
Competitive edge
Backers
Collateral
Business entity
Invoice

Piling up

Profit

A going concern

Takeovers

Ex. 7.6.
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for invoices to be paid

or shrink year by year

a gap in the market

the risk of the business failing
a huge amount of money

a growth phase

of credit

public

organically or by acquisition
a critical mass

more staff

the business as a going concern

Ex. 7.7.
over-expand
undercut
underperform
overtake
overspend
undercharge
override

underestimate

Ex. 8.3.
Standards
Principles
Poverty

AcCCess
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Gender
Premium
subsidy

overproduction

Ex. 8.6.
geopolitical influence
climate change
global warming
sustainable growth
peak oil

green activists
major battlefield
living standards
pricing power
declining birthrate
knowledge worker

environmental impact

Ex. 8.7.

be short resources

be hungry for resources

be in short supply

have a common Asian currency
price oil in dollars

accuse someone of hypocrisy

in the coming decades

for the foreseeable future
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hold a virtual meeting

have access to the world markets

168



REFERENCES

1. Academic English. Axagemuueckuii anrmiickuii s3uik: yae0.mocoodue / H..
AnmazoBa, O.A. Hukutenko. — CII06.: U3a-Bo IlonuTtexH. yn-ta, 2016. — 78 c.

2. Alice Oshima, Ann Hogue.Writing Academic English. 4" ed. - USA, 20009. -
337 p.

3. AHrnumiickuii si3pik. [IpakTrueckuil Kypce JUisi MaruCTPaHTOB TEXHUYECKOTO
npoduist: yueb. mocooue / H.M. Anmazosa [u ap.]; mox pea. AxomnoBoit MLA. -
CIIO.: U3a-Bo IMonutexH. yH-Ta, 2013. - 290 c.

169



Anocoea Hamanusa 3I0yapoosHa
Deoroxosckuul  Anexcandp Anamonveguu

IMMPAKTUYECKUMN KYPC OBYYEHUSA
AHINIMUCKOMY S3BIKY
B MHOI'OINPOPUJIBHOM BY3E

MEHEJ/XKMEHT
TOPI'OBOE JAEJIO

VY4yeOHoe mocoodue

Haunorosas iprora — O01epoccuiicKuii KiiacCupUKaTop MPOAYKIUU
OK 005-93, . 2; 95 3005 — yueOHas mureparypa

[Tonmucano B meuats 22.11.2019. ®opmat 60x84/8. [1ewars nudponas.
VYea. ned. 1. 21,25. Tupax 50. 3aka3 2708.

OTnevaraHo ¢ rOTOBOrO OPUTMHANI-MAKETa, IPEIOCTABICHHOTO aBTOPAMH,
B U3narenscko-nonurpapudeckoM neHTpe [1omuTexHuueckoro yHuBepcurera.
195251, Cankr-IlerepOypr, [lonmurexuuyeckas yi., 29.
Ten.: (812) 552-77-17; 550-40-14.



	Step and repeat document 7
	Step and repeat document 6
	Step and repeat document 7 5


 
 
    
   HistoryItem_V1
   StepAndRepeat
        
     Create a new document
     Trim unused space from sheets: no
     Allow pages to be scaled: yes
     Margins and crop marks: none
     Sheet size: 8.268 x 11.693 inches / 210.0 x 297.0 mm
     Sheet orientation: best fit
     Scale by 50.00 %
     Align: centre
      

        
     0.0000
     14.1732
     14.1732
     0
     Corners
     0.2999
     ToFit
     0
     0
     1
     1
     0.5000
     0
     0 
     1
     0.0000
     1
            
       D:20200109091658
       841.8898
       a4
       Blank
       595.2756
          

     Best
     744
     283
    
    
     0.0000
     C
     0
            
       CurrentAVDoc
          

     0.0000
     0
     2
     0
     1
     0 
      

        
     QITE_QuiteImposingPlus3
     Quite Imposing Plus 3.0c
     Quite Imposing Plus 3
     1
      

   1
  

 HistoryList_V1
 qi2base




 
 
    
   HistoryItem_V1
   StepAndRepeat
        
     Create a new document
     Trim unused space from sheets: no
     Allow pages to be scaled: yes
     Margins and crop marks: none
     Sheet size: 8.268 x 11.693 inches / 210.0 x 297.0 mm
     Sheet orientation: best fit
     Scale by 50.00 %
     Align: centre
      

        
     0.0000
     14.1732
     14.1732
     0
     Corners
     0.2999
     ToFit
     0
     0
     1
     1
     0.5000
     0
     0 
     1
     0.0000
     1
            
       D:20200109091730
       841.8898
       a4
       Blank
       595.2756
          

     Best
     744
     283
    
    
     0.0000
     C
     0
            
       CurrentAVDoc
          

     0.0000
     0
     2
     0
     1
     0 
      

        
     QITE_QuiteImposingPlus3
     Quite Imposing Plus 3.0c
     Quite Imposing Plus 3
     1
      

   1
  

 HistoryList_V1
 qi2base





