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1. ®opmupyeMble KOMIETEHIUN U HUHAMKATOPHI UX JHOCTHKEHUS] 10
AUCUUILINHE (M00YI0)

Koapl Conep:xxanue KoMINeTeHIU Kox u HauMeHOBaHMe MHAMKATOPA
KOMIIETEHINH JOCTHKEHUS KOMIIeTEeHIINN
YK-4 YK-4. Criocoben npumensaTs | YK-4.1. 3Haer IIpaBUIIa

COBpEMEHHBIE ~ KOMMYHUKATHBHbBIC
TEXHOJOTMHM, B TOM 4YHCJIE Ha
WHOCTPaHHOM(BIX) s3bIKe(ax), s
aKaJeMHIeCKOTro "
npodeccrnoHalbHOTO
B3aUMOJICVCTBHUS

MPOPECCHOHAIBHOW  3TUKH; METOJIbI
KOMMYHUKAIUHU JJIs1 aKaJIEeMUYECKOro 1
MpoECCHOHAIIBHOTO B3aUMOJICHCTBUS,
COBpPEMEHHbBIE cpeiacTBa
HH(pOPMAITMOHHO-KOMMYHHKAITHOHHBIX
TEXHOJIOTHIi;

VYK-4.2. Ymeer co3gaBaTh Ha PYCCKOM
U WHOCTPAHHOM SI3bIKE IHCbMEHHBIC
TEKCTbl HAy4YHOTO U  o(duIMaIbHO-

JIEJI0BOTO CTUIIEeN peun 1o
npodecCrOHaIbHBIM BOIPOCAM;
— [IPEACTaBIATh pe3yabTaThl

aKaJIeMU4eCKOil ¥ mpodeccCHoHaIbHOM
NESITCSIbHOCTH, B TOM 4YHCIIE Ha
WHOCTPaHHOM(BIX ) sI3bIKE(axX);

YVK-4.3. Bnaneer HaBBIKAMH
MIPUMCHCHHS COBPEMEHHBIX
KOMMYHHKATHBHBIX TEXHOJIOTHUH, B TOM
qrclie Ha UHOCTPaHHOM(BIX) sI3bIKe(aX),
TUTst aKaJIeMHIECKOTO u
po(ecCHOHALHOTO B3aUMO/ICHCTBUSI.

2. Tlacnopt ¢oHIA OLIEHOYHBIX CPEACTB MO JUCHUIIHHE (MOLYTI0)

Ne KonTponupyemsble pazaensl (TEMbI) Kon HanmenoBanue
n/n JUCLHIIINHBI KOHTPOJIUPYEMOU OLIEHOYHOI'O CPEACTBA
KOMIIECTCHIIN U (I/IJ'II/I
€€ YacTH)

1 YK-4 Discussion ideas about
careers, reading “10
ways to improve your
career”, listening,

Unitl. Careers telephoning, and
choosing the best
candidate for the job,
writing e-mail.

2 YK-4 Discussion, reading,

Unit 2. Selling online listening, talking, about
buying & selling,




negotiating (reaching
agreement), writing a
business letter.

YK-4 Discussion, reading,
listening, talking,

Unit 3. Companies presenting the company,
writing the investment
plan, proposal document.

3. OueHO4YHBbIEC CPeICTBA U MHbIC MAaTEePHUAJIbl, HEOOX0AMMbIE ISl NMPOBEPKHU
3HAHUM, YMEHUI U HABBIKOB

Tunosblie BOIIPOCHI K 3K3aMCHY II0 JAMCHMIIVIMHE ((IleJIOBOﬁ l/IHOCTpaHHbIﬁ

A3BIK»

1.

9.

What motivation theories do you know? Rank your motivating needs, and
speak on times when you felt motivated or demotivated.

Speak on the five styles for handling conflict. Which one is more natural for
you?

Time pressure: past and present. Why is time pressure now a common
experience?

Speak on your ideal balance of work and leisure time. How might you like
to change your current situation?

Speak on financial crises: their causes, predictability, risks and
characteristics.

Describe what happens during a financial crisis.

Speak on the most relevant and operational criteria for building a target
market.

Speak on the statement that local knowledge is necessary for a company to
enter new international markets?

Speak on threats and opportunities of job insecurity.

10. Speak on the benefits and drawbacks of a recent change in your life.

11. Speak on a successful project.

12. Speak on the most and least important things for you in a job.




13. Speak on advantages and disadvantages of speed networking.

14. Speak on the security measures and describe what they are for.

15. Give a short welcome speech to a group of first-time visitors to your place of
work or study.

16. Change in family roles and gender relations is the main explanation of the
shortage of family

time.

17. Which need is connected with creativity?

18. Which need is connected with getting on well with people?

19. Which need is connected with the essential things people need to stay alive?
20. Which need includes being noticed by others?

21. What are the challenges of conflict for the team leader?

22. Why does it take longer to resolve conflict in virtual teams?

23. Why is groupthink negative?

24. When can conflict be negative?

25. What is the effect of negative conflict?

26. What different things are part of culture?

27 What is the main difference between Eastern and Western people in how they
see the world around them?

28. How do cultural differences affect the way business is done in different
countries?

29. What should a company pay attention to when entering different international
markets?

30. What are the two advantages of combining a physical and virtual working
environment?

1. Bomnpocsl k 3k3ameny:

. Speak about the main reasons for going to business conferences.

. What are the main topics for the discussion on the conferences?

. What should you do to keep the conversation going?

. Speak about the rules of the telephone conversation.



. What is a voice mail message? Do you know the rules of leaving the voice
message?

. When you take part in meetings in English it’s easy to lose track of what
people are saying. What do you generally find the hardest to understand?

. What is a briefing meeting?

. Now we all is working harder then we used to. Do you agree or disagree
with this?
. How pressured do you feel at work? Speak about the reasons and the level of

pressure you have.

. What percentage of the time at work do you spend on the phone? How many
of the phone calls do you make and receive are essential?

. What words and phrases do we use in order to sound politely?

. Are you good at making quick decisions or are you a more methodical
thinker?

. What kind of decisions do you have to make at work? What’s the hardest
decision you’ve ever made?

. Speak about the stages of the decision making process.

. How big is the company you work for? Given the choice would you prefer to
work in a big or a small company?

. What kind of companies would be successful in future?

. How culturally aware are you?

. Do you prefer e-mail to picking up the phone? Do you set aside a particular
time to check your e-mail?

. Do you use different styles for writing e-mails compared to letters and
faxes? Are there any rules to writing e-mails?

. Think about successful talks you’ve been to in the past. What made them so
successful? Make up the list of elements that make the good presentation.

. How is speaking to the audience is different to speaking to a group of

friends?



. Speak about the interruption strategies. What is the most effective way to
prevent the interruption?

. What kinds of documents cross your desk in a typical day? Do you have
paperwork problems?

. What kinds of business letters do you know? Speak about the rules of
writing business letters.

. How good are you at solving problems? Where and when do you have your
best ideas?

. Speak about the problem-solving techniques.

. What sort of everyday problems do you face at work?

. What types of messages do you know? How should you deal with
messages?
. Do you know how to negotiate?

. What style do you prefer in negotiating: diplomatic approach or straight
talking?

. What expressions do we use when negotiate?

. Do you know the rules of writing an application form?

. Speak about the writing the resume.

. Speak about the rules of taking an interview.

IIpakTnuyeckoe 3aganue 1. BcraBbTe HYKHBIN APTUKJIb, I/1e HEOOX0AUMO:
1 “..... reliability of our machines is very high" - Mr. Adams said.

2 Our firm have sent ..... enquiry to Bond & Co this week.

3 The latest model of German computers meet ..... highest world standard.

4 "We hope our future business relations will be of ..... mutual benefit" - Mr.
Parker stressed.

5 The Buyer wanted ..... guarantee period to be extended by 2 and 4 months
respectively.

6 It was ..... trial order with that company that’s why the British representative

asked to extend the guarantee period.



IIpakTuyeckoe 3axanue 2. BoiOepure COOTBETCTBYIOIIEE AHTJIHIICKOE CJI0BO.
Coraamenne:

equipment, agreement, disposal, appointment
3asiBJIeHHE:

promising, effort, application, obligation
IleperoBopsi:

entrepreneur, reliability, negotiations, environment
bbITh HA MecTe:

to find out, to be in, to tell, to be out

IIpuoObIBaTH:

to return, to travel, to arrive, to talk

IIpakTHuyeckoe 3aganue 3.
IIpounTaiiTe U nepeBeaUTE TEKCT.

Organizational structure

Every organization made up of more than one person will need some form of
organizational structure.

The way in which a company is organized can be illustrated for a packaging
company. The company will be owned by shareholders that choose directors to
look after their interests. The directors then appoint managers to run the business
on a day-to-day basis. The Managing Director has the major responsibility for
running of the company, including setting company targets and keeping an eye on
all departments.

The Distribution Manager is responsible for controlling the movement of goods in
and out of the warehouse, supervising drivers and overseeing the transport of
goods to and from the firm.

The Production Manager is responsible for keeping a continuous supply of work
flowing to all production staff and also for organizing manpower to meet the
customers' orders.

The Sales Manager is responsible for making contact with customers and obtaining
orders from those contacts.

The Company Accountant controls all the financial dealings of the company and is
responsible for producing management accounts and financial reports.
Other organizations will have different structures. For example most organizations
will have a marketing department responsible for market research and marketing
planning. A customer services department will look after customer requirements. A
human resources department will be responsible for recruitment and selection of
new employees, employee motivation and a range of other people focused
activities. In addition there will be a number of cross-functional areas such as
administration and Information Technology departments that service the functional



areas of the company. These departments will provide back up support and
training.

Organizations are structured in different ways:

1. by function as described above,

2. by regional area - a geographical structure e.g. with a marketing
manager North, marketing manager South etc.,

3. by product e.g. marketing manager crisps, marketing manager drinks, etc.,

4. into work teams, etc.,

Reporting in organizations often takes place down the line. An employee might be
accountable to a supervisor, who is accountable to a junior manager, who is then
accountable to a senior manager - communication and instructions can then be
passed down the line.

1. CooTHecuTe CJI0BA M UX ONpPeeIeHU.
1. shareholder a. someone whose job is to manage part

or all of a company or other
organization

2. market b. someone who owns shares in a
company or business

3. accountant c. the job of hiring people

4. recruitment d. a place to buy and sell things

5. manager e. someone whose job is to keep and

check financial accounts

2. IlepeBeauTe ciaeayrouiyue CJI0Ba U BbIPAXKEHUS HA AHTJIMNACKHUA A3BIK.

1. pykoBOAUTEIH OT/IENIAa TPOAAK 6. Ha3HAYaThH

2. HaYaJIbHUK OT/ieJia cObITa 7. oTnen uHOOPMAITMOHHBIX
TEXHOJIOTUH

3. pabouas rpymra 8. oTaen o0CTy)KMBaHUS KJIUEHTOB

4. pyKOBOAMTEIb OT/I€NIa MAPKETUHTA 9. HaYaNbHUK  MPOU3BOJCTBEHHOTO
oTnena

5. akumoHep 10. momyuaTs 3aKa3bl

3. IlepeBenuTe ciaeayouue ¢J10Ba U BbIPAKEHUs] HA PYCCKHUI SI3BIK.

1. provide back up support 6. organisational structure

2. employee 7. work teams

3. senior manager 8. shareholder

4. junior manager 9. human resources department
5. set company targets 10. market research

4. Bbi0epuTe NpaBUJIbHbIH BADUAHT OTBETA.



l........ controls all the financial dealings of the company.
a) Senior Manager b) Accountant c) Sales Manager

2. The ....... is responsible for keeping a continuous supply of work flowing to all
production staff.
a) Production Manager b) Sales Manager c) Distribution Manager

3.The ....... has the major responsibility for running of the company.
a) Distribution Manager b) Managing Director  ¢) Production Manager

4. A human resources department is responsible for recruitment of new ........
a) employers b) directors c) employees

5. A marketing department is responsible for .........
a) recruitment b) market research ¢) promotion

5. OTBeTbTE HA BONPOCHI.

1. What is organizational structure?

2. Who are directors chosen by?

3. What is the function of a human resources department?

4. What are the main departments needed for a company to function properly?

5. What department is responsible for servicing the functional areas of the
company?

OTBeThTE HA MMCBMO, UCIOJIb3YSl HUZKENIPUBeIeHHbIE 3a1aHus. Ucnoab3yiiTe
pasaea «Ilose3nsie ¢gpasbl 1yl HANKCAHUSA NMUCbMA» NPHBEICHHbIH B KOHIE
nocoousi. Ilpy HanMcaHuM OTBETA MCNOJIb3YHTe HUKENPUBEIeHHOE MUCHMO B
KadecTBe o0pasua.

You are a Director of Sales department. One of your salesmen sent you a request
for promotion to the position of a sales manager. Your task is:

a) thank Mr. Watkins for his letter;

b) express Mr. Watkins the idea that you agree with his request to promote him to
the position of a sales manager and give reasons for that;

c) settle the time for meeting in order to discuss all the details.

REQUEST FOR PROMOTION




17.01.2011

Tom Wilson

Electronics Itd.

12 South Street,

Sheffield, UK

125367

Dear Mr. Wilson,

As you know, | am very happy to work and contribute to Electronics ltd. under
your authority.

Allow me to mention an opportunity | see for greater profits.

I'm confident that you will agree that my efforts as your salesman have been
successful to the company; my sales in dollars for the past year were roughly
$425,000, which far surpassed the $250,000 goal we anticipated at our year-end
meeting twelve months ago.

I would like you to know that I believe | can be of even more benefit to you and
Electronics Itd. as your Sales Manager.

Having had four years of experience in selling our computer software, | have
gained a clear idea as to what our customers' needs are and how we can meet them.
I know how we can increase sales dramatically and | can inspire our sales team to
do precisely that. As your Sales Manager, | truly believe that we can achieve in
excess of $10,000,000 in sales by the year 2012.

| understand that you are a very busy person. | will thus be delighted to meet with

you at any time you please to discuss my request.

Cordially,
Dave Watkins




IIpakTHyeckoe 3axanue 4.

IIpounTaiiTe U nNepeBeIUTE TEKCT.
Market failure

Pollution can be a simple example of market failure. If costs of production are not
borne by producers but are by the environment, accident victims or others, then
prices are distorted.

The term "market failure™ encompasses several problems which may undermine
standard economic assumptions. Although economists categorise market failures
differently, the following categories emerge in the main texts.

Natural monopoly, or the overlapping concepts of “practical” and "technical”
monopoly, is an extreme case of failure of competition as a restraint on producers.
The problem is described as one where the more of a product is made, the greater
the unit costs are. This means it only makes economic sense to have one producer.
Information asymmetries arise where one party has more or better information than
the other. The existence of information asymmetry gives rise to problems such as
moral hazard, and adverse selection, studied in contract theory. The economics of
information has relevance in many fields, including finance, insurance, contract
law, and decision-making under risk and uncertainty.

Incomplete markets is a term used for a situation where buyers and sellers do not
know enough about each other's positions to price goods and services properly.
Based on George Akerlof's article, the paradigm example is of a dodgy second
hand car market. Customers without the possibility to know for certain whether
they are buying a "lemon™ will push the average price down below what a good
quality second hand car would be. In this way, prices may not reflect true values.
Public goods are goods which are undersupplied in a typical market. The defining
features are that people can consume public goods without having to pay for them
and that more than one person can consume the good at the same time.
Externalities occur where there are significant social costs or benefits from
production or consumption that are not reflected in market prices. For example, air
pollution may generate a negative externality, and education may generate a
positive externality (less crime, etc.). Governments often tax and otherwise restrict
the sale of goods that have negative externalities and subsidize or otherwise
promote the purchase of goods that have positive externalities in an effort to
correct the price distortions caused by these externalities. Elementary demand-and-
supply theory predicts equilibrium but not the speed of adjustment for changes of
equilibrium due to a shift in demand or supply.

In many areas, some form of price stickiness is postulated to account for quantities,
rather than prices, adjusting in the short run to changes on the demand side or the
supply side. This includes standard analysis of the business cycle in
macroeconomics. Analysis often revolves around causes of such price stickiness
and their implications for reaching a hypothesized long-run equilibrium. Examples
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of such price stickiness in particular markets include wage rates in labour markets
and posted prices in markets deviating from perfect competition.

Macroeconomic instability, addressed below, is a prime source of market failure,
whereby a general loss of business confidence or external shock can grind
production and distribution to a halt, undermining ordinary markets that are
otherwise sound.

Some specialised fields of economics deal in market failure more than others. The
economics of the public sector is one example, since where markets fail, some kind
of regulatory or government programme is the remedy. Much environmental
economics concerns externalities or "public bads".

Policy options include regulations that reflect cost-benefit analysis or market
solutions that change incentives, such as emission fees or redefinition of property
rights.

1. CooTHecuTe CJI0BA M UX ONpPeaeIeHHU.

1. insurance a. money provided by a bank or other
institution to help buy or do something

2. finance b. protection against something bad
happening

3. decision-making c. someone who buys goods or services

4. customer d. an advantage, improvement, or help
that you get from something

5. benefit e. the process of making important
decisions

2. IlepeBeauTe ciaeayronue CJI0Ba U BbIPAKEHUSI HA AaHTJIMUACKUH S3BIK.

1. ppIHOYHAS IIEHA 6. BHemHHE (aKTOPbl SKOHOMHYECKOMN
NEeATEeNbHOCTU

2. COBEpIIICHHAS] KOHKYPEHIIHS 7. ecTeCTBEHHAs] MOHOTIOJIUS

3. TOCYJapCTBEHHBIN CEKTOP 8. ppiHOYHAst HEAD(HEKTUBHOCTh

4. HeTuOKOCTh 1[EHbI 9. HEeCOBEPIICHHBIN PHIHOK

5. oO1iecTBeHHbIE TOBapHI (OJara) 10. u3aepKKku MpOM3BOICTBA

3. IlepeBeaure cieayroumue cJ10Ba U BbIPaKeHHUs HA PYCCKUM A3BIK.

1. external shock 6. business cycle

2. macroeconomic instability 7. undermine markets

3. wage rates 8. consumption

4. information asymmetry 9. restraint on producers

5. second hand car market 10. good quality
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4. BoiOepuTe NpaBUWIbHBIH BAPHUAHT O0TBETA.

1ol Is a situation where buyers and sellers do not know enough about each
other's positions to price goods and services properly.
a) business cycle b) competition  c¢) incomplete market

2. i, occur where there are significant social costs or benefits from
production or consumption that are not reflected in market prices.
a) emission fees  b) externalities  c) wage rates

R IS a prime source of market failure.
a) macroeconomic instability b) consumption c) restraint on producers

4, .......... arise where one party has more or better information than the other.
a) information asymmetries b) external shocks c) restraint on producers

5 . are goods which are undersupplied in a typical market.
a) private goods b) personal goods ¢) public goods

5. OTBeTbTE HA BONPOCHI.

1. When does market failure happen?
2. What is information asymmetry?
3. What is cost-benefit analysis?

4. What are public goods?

5. What is incomplete market?

Hanumurte MACBMO-MTOATBEPKIACHUEC HA HUKCIIPUBEIACHHOEC ITUCHMO.
You have received goods from your supplier.
a) write confirmation letter;

b) confirm receiving the goods;
c) thank Mr. Farley for goods delivery.

16th March 2010

The Secretary
Security Inc.

15, South Street,
New-York, USA
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Dear Mr. Williams,

In accordance with our shipment agreement we have delivered 300 units of our
surveillance cameras on 18.04.2011. Please confirm receiving the purchases upon
delivery.

Best regards,
Nick Farley

IIpakTyeckoe 3aganue S.
IIpounTaiiTe U NepeBeaAUTE TEKCT.

Marketing and sales

Marketing is the process of identifying, anticipating and then meeting the needs
and requirements of consumers in order to make a profit. In contrast, selling
involves persuading customers that your products or services provide the benefits
that they are looking for.

You can therefore see that there is an important difference between marketing and
sales. Marketing puts the needs of the customer first. Through market research, it is
possible to find out about customer tastes and requirements.

In contrast selling takes place after marketing has helped the business to identify
those sorts of goods that customers are looking for. The sales person is convinced
that theirs is the best in the market. It is their job to then convince customers that
this is the case.

The marketing department of a firm that produces razors like BIC or Gillette
carries out research to find out the sorts of shaving developments that their
customers are looking for. They ask customers to tell them what improvements
they would like to see to existing products and what new products they would like
developing. They test market a range of possible products on customers. As a
result of the marketing process they are able to come up with the most suitable
products.

Having invested so much in customer focused marketing they must then sell the
benefits of the new product developments to customers. This involves advertising
and promotion to communicate product benefits. It involves providing the
appropriate support literature and direct selling to retail outlets that will stock the
new razors. The sales force is effectively selling the benefits of the new products.
These benefits were developed as a result of market and product research.
Marketing and sales therefore go hand in hand.

Marketing is all about finding out what the customer wants. Selling is all about
showing the customer that you can please them by providing them with the
products that they want.

Marketing is designed to achieve profitable sales. It involves the use of powerful
tools to manipulate the decisions of individuals and of other firms in the private
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and public sectors. This means that boundaries must be set to define the limits of
acceptable behaviour.

Some limitations are imposed on a voluntary basis by firms themselves and by
industry-based organisations such as the Advertising Standards Authority. But the
law must provide the ultimate source of regulation in areas such as:

consumer protection: laws regulating product safety, honesty in product
description and rights to refunds and exchanges;

credit: laws requiring lenders to provide full information about a loan including the
Annual Percentage Rate (APR); also giving time for borrowers to change their
minds;

information: obligation to disclose information held about consumers;

child protection: age limits for the sale of alcohol and tobacco products; film
certification.

Overall the law has to find a balance between the importance of profitable business
enterprise and the need to protect consumers from unfair or anti-social marketing
activity.

1. CooTHecuTe CJI0BA M UX ONpPeHeIeHHU.

1. marketing a. a company, organization, or business

2. refund b. someone who has borrowed money
and has not yet paid it all back

3. enterprise c. the activity of deciding how to
advertise a product

4. obligation d. an amount of money that is given
back to you if you are not satisfied with
the goods or services that you have paid
for

5. borrower e. a moral or legal duty to do something

2. IlepeBeauTe ciaeayronue CJI0Ba M BbIPAKEHHUSI HA AaHTJIMUCKUH SI3BIK.

1. mponagert 6. mpoaBMKEeHUE (TOBapa)

2. pasriamarh HH)OpMaIuio 7. pexiama

3. rojioBasi MPOIICHTHAs CTaBKa 8. TOpProBhIif MepcoHal

4. BBITOJTHBIN COBIT 9. 3amuTa paB noTpeouTeNnei
5. MarasuH po3HUYHOU MPOJAKHU 10. MapKeTHUHT OBBII OTJEN

3. [lepeBenuTe cjieayromiue cJI0Ba U BbIPAKEHHs HA PYCCKH SI3BIK.

1. to manipulate the decisions of 6. product safety
individuals



2. private and public sectors 7. loan

3. to make a profit 8. market and product research
4. limitations 9. to change mind
5. industry-based organisations 10. to use powerful tools

4. Bbi0epuTte npaBu/ibHbIH BAPUAHT OTBETA.

1o Is the process of identifying, anticipating and then meeting the needs
and requirements of consumers.
a) refund b) product safety ¢) marketing

2. Communicating product benefits includes .............. and promotion.
a) product research b) advertising c) product safety

3. Marketing involves the use of powerful tools to ............. the decisions of
individuals.
a) manipulate b) change c) encroach

4. The ........... is effectively selling the benefits of the new products.
a) marketing b) sales force c¢) promotion

5 Thejobof............ 1s to convenience customers.
a) sales person  b) manager C) consumer

5. OTBeTbTE HA BONPOCHI.

1. What is marketing?

2. What is sales force?

3. What should be done to increase sales?

4. What limitations are provided by the ultimate source of regulation?
5. What is the job of a sales person?

Broipa3uTe cBOI0 TOUKY 3peHUsI.

1. Does advertisement influence people? Whom is advertisement aimed at? Why?
2. What TV commercial can you watch on TV every day? What goods / services
are advertised more frequently than others? What is your favourive TV
commercial? Why?

3. You are the Marketing Manager of a clothes producing company. Think of an
advertisement campaign that you can launch to advertise your clothes.


http://www.thetimes100.co.uk/theory/theory--marketing-strategy--244.php

Bbipasure CBOIO TOUKY 3peHUs
IIpu oTBeTe MCMOJIB3YHiTE (Ppa3bl:

Tomy mind ...

In my opinion ...

On the one hand, ...on the other hand
If my memory serves me right ...

It seems to me that ...

My personal view is that ...

The fact is that ...

It is obvious that ...

In my experience ...

As far as I understand ...
From my point of view ...
If I am not mistaken ...
Personally, I think ...

| am sure/certain/convinced that ...
This proves that ...
There is no doubt that ...

CocrTaBbTe PE€3I0M€ NMMOTCHIIUAJIBbHOI'0 KaHAU/J1aTa HA IIPUBECACHHOC HHUKE

pekJIaMHOe 00bSIBJICHHUE.

Computer Sales Itd

is looking for a dynamic
SALES MANAGER

Management

- Computer literate

If your qualifications include:

- University degree in Economics or

- Fluent English, Spanish is a plus

- Working experience in sales or marketing
- Ability for teamwork, communicative skills

Please send your resume to hh.compsales.com,
attn. Mary Recruiter




IIpakTHyeckoe 3axanue 6.
IIpounraiiTe U NepeBeaAUTE TEKCT.

Price

In ordinary usage, price is the quantity of payment or compensation given by one
party to another in return for goods or services.

In all modern economies, the overwhelming majority of prices are quoted in (and
the transactions involve) units of some form of currency. Although in theory,
prices could be quoted as quantities of other goods or services this sort of barter
exchange is rarely seen.

Price can sometimes alternatively refer to the quantity of payment requested by a
seller of goods or services, rather than the eventual payment amount. This
requested amount is often called the asking price or selling price, while the actual
payment may be called the transaction price or traded price. Likewise, the bid price
or buying price is the quantity of payment offered by a buyer of goods or services,
although this meaning is more common in asset or financial markets than in
consumer markets.

Economists sometimes define price in a more general or abstract sense to the
widely understood definition above. According to this view, price is defined as the
ratio between the quantity of goods that are exchanged for each other in a
transaction.

For example, consider the case of two people exchanging goods, say 5 apples for 2
loaves of bread. An economist might say that the price of apples was 2/5 = 0.4
loaves of bread. Likewise, the price of bread would be 5/2 = 2.5 apples. Hence if
we consider that currency is simply another type of good like apples or bread, then
this conception forms the general case of the widely held definition outlined above.
However it is far from clear that this generalisation serves any useful purpose at
all. As noted above, in all real economies prices are virtually always quoted in (and
transactions always involve) units of currency. Hence, an alternative view is that
the most basic and general definition of price is that involving exchange of goods
or services for money, and that the exchange ratio between two goods is simply
derived from the two individual prices.

The exchange ratio is sometimes referred to as the real price, while the price
quoted in money referred to as the nominal price.

This distinction is sometimes made to make sense of inflation. When all prices are
quoted in terms of money units, and the prices in money units change more or less
proportionately, the ratio of exchange may not change much. In the extreme case,
if all prices quoted in money change in the same proportion, the relative price
remains the same.

It is now becoming clear that the distinction is not useful and indeed hides a major
confusion. The conventional wisdom is that proportional change in all nominal
prices does not affect real price, and hence should not affect either demand or
supply and therefore also should not affect output. The new criticism is that the


http://en.wikipedia.org/wiki/Currency
http://en.wikipedia.org/wiki/Ask_price
http://en.wikipedia.org/wiki/Bid_price

crucial question is why is there more money to pay for the same old real output. If
this question is answered, it will show that dynamically, even as the real price
remains exactly the same, output in real terms can change, just because additional
money allow additional output to be traded. The supply curve can shift such that at
the old price, the new higher output is sold. This shift if not possible without
additional money.
From this point of view, a price is similar to an opportunity cost, that is, what must
be given up in exchange for the good or service that is being purchased. For
example, if x=1 and y=2, the relative price of x in terms of y is 2, and the price of y
in terms of x is 0.5.
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. output
. transaction

. buyer
. payment

. money

. CTOMMOCTb YIYIIIEHHOMN BBITObI
. IpOJIaBeIl

. IEpBOHAYAJIbHAS IEHA

. TIeHA TIPOJAXKH

. KoahdurrenT oomeHa

. supply and demand
. goods and services
. traded price

. nominal price

. barter

. CooTHecuTe C1I0Ba M UX onpeacjacHus.

a. an amount of money that must be paid
b. the amount of goods or work
produced

c. what you earn by working and can
use to buy things

d. a business deal or action, such as
buying or selling something

e. someone who buys something

. [lepeBeaure cieaywommue cCJ10Ba U BbIPAKEHUS HA AHTJINICKUN A3BIK.

6. MOTPeOUTETHCKUIM PHIHOK
7. TOBaphl U yCIyTU

8. HOMHHAaJIbHAA II€HA

9. neHa npenIoKeHUs

10. ¢puHAHCOBBIN PHIHOK

. [lepeBeauTe ciieayronue cJi0Ba U BIPAKEHUS HA PYCCKHUI SI3BIK.

6. real price

7. transaction price
8. unit of currency
9. relative price
10. asset

. Bbi0epuTe NpaBUJIbLHbINA BAPUAHT OTBETA.


http://en.wikipedia.org/wiki/Opportunity_cost

1. Priceisthe .............. given in return for goods or services.
a) barter b) output C) quantity of payment

2. Proportional change in all nominal prices does not affect .............
a) payment b) real price ¢) bid price

3. The eventual payment amount requested by a seller is often called ..............
a) asking price b) real price c) nominal price

4. What must be given up in exchange for the good or service that is being
purchasediscalled ...............
a) real price b) nominal price C) opportunity cost

5. In all real economies prices are virtually always quoted in ..............
a) units of currency b) exchange goods C) coins

5. OTBeTbTE HA BONPOCHI.

. What is price?

. What is called asking price?

. What is opportunity cost?

. What is price measured by?

. What is the difference between real price and nominal price?

O b owN -

6. Boipazure cBOIO TOUKY 3peHHS.

1. What is a price? What factors influence the price?

2. Why are the prices for goods changing?

3. Imagine you own a food store. Your competitor from a nearby food store
decreased the price for the same food products by 2%. What can you do not to lose
your customers?

[Tpu oTBeTe Ucnob3yiiTe hpasbl:

To my mind ... In my experience ...

In my opinion ... As far as [ understand ...

On the one hand, ...on the other hand From my point of view ...

If my memory serves me right ... If | am not mistaken ...

It seems to me that ... Personally, I think ...

My personal view is that ... | am sure/certain/convinced that ...
The fact is that ... This proves that ...

It is obvious that ... There is no doubt that ...


http://en.wikipedia.org/wiki/Ask_price
http://en.wikipedia.org/wiki/Ask_price
http://en.wikipedia.org/wiki/Opportunity_cost
http://en.wikipedia.org/wiki/Opportunity_cost

Hanmummre nucbMo-3anpoc Ha HUKeNpuBeAeHHoe mucbMo. Mcnob3yiiTe
pasaen «llose3nbie ¢ppassbl A1 HANKUCAHMUSA 1€JI0BOI0 MUCHMA) .

You have received a letter from the Organizing Committee of the conference you
would like to take part in. Write a letter to Dan Craft, in your letter ask the
following:

a) the date of the conference;
b) the exact address of the conference;
c) the deadline for applying papers.

Sergey Ivanov

14, Kuznetskaya Street,
Moscow,

Russia

452450

Dear Mr. Ivanov,

We invite you to take part in the 9th Annual European Financial Services Conference — “A new deal
between finance and society ” - will focus on the reform of the financial services sector since the crisis of
2008, at both an EU and a global level.

Sessions will focus on:

e Has Europe’s financial sector put its economy in order?
e Assessing the EU’s regulation effort
e Charting progress towards a new global structure.

Now widely regarded as the premier annual financial services gathering in Brussels, the European
Financial Services Conference brings together more than 400 senior bankers and policy-makers from
around the world to debate issues affecting European and global financial markets.

Registration is free of charge but with interest expected to be very high, we advise you to register early to
secure your place.

For more information contact:

Dan Craft
Director
Forum Europe
18, High Street
Cardiff

UK

Best regards,
Dan Craft




IIpakTHyeckoe 3aganue 7.
IIpounraiiTe U nepeBeaAUTE TEKCT.

Market

A market is any one of a variety of systems, institutions, procedures, social
relations and infrastructures whereby businesses sell their goods, services and
labour to people in exchange for money. Goods and services are sold using a legal
tender such as fiat money. This activity forms part of the economy. It is an
arrangement that allows buyers and sellers to exchange items. Competition is
essential in markets, and separates market from trade. Two persons may trade, but
it takes at least three persons to have a market, so that there is competition on at
least one of its two sides. Markets vary in size, range, geographic scale, location,
types and variety of human communities, as well as the types of goods and services
traded. Some examples include local farmers' markets held in town squares or
parking lots, shopping centers and shopping malls, international currency and
commodity markets, legally created markets such as for pollution permits, and
illegal markets such as the market for illicit drugs.

In mainstream economics, the concept of a market is any structure that allows
buyers and sellers to exchange any type of goods, services and information. The
exchange of goods or services for money is a transaction. Market participants
consist of all the buyers and sellers of a good who influence its price. This
influence is a major study of economics and has given rise to several theories and
models concerning the basic market forces of supply and demand. There are two
roles in markets, buyers and sellers. The market facilitates trade and enables the
distribution and allocation of resources in a society. Markets allow any tradable
item to be evaluated and priced. A market emerges more or less spontaneously or
is constructed deliberately by human interaction in order to enable the exchange of
rights of services and goods.

Historically, markets originated in physical marketplaces which would often
develop into — or from — small communities, towns and cities.

A market can be organized as an auction, as a private electronic market, as a
commodity wholesale market, as a shopping center, as a complex institution such
as a stock market, and as an informal discussion between two individuals.

Markets of varying types can spontaneously arise whenever a party has interest in a
good or service that some other party can provide. Hence there can be a market for
cigarettes in correctional facilities, another for chewing gum in a playground, and
yet another for contracts for the future delivery of a commodity. There can be
black markets, where a good is exchanged illegally and virtual markets, such as
eBay, in which buyers and sellers do not physically interact during negotiation.
There can also be markets for goods under a command economy despite pressure
to repress them,

1. CooTHecuTeE CJI0BA M UX ONpeAeIeHHU.


http://en.wikipedia.org/wiki/Systems
http://en.wikipedia.org/wiki/Institutions
http://en.wikipedia.org/wiki/Procedures
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1. infrastructure

2. competition

3. auction

4. shopping center

5. stock market

a. a public meeting where things are
sold to the person who offers the most
money for them

b. a group of shops together in one area,
often in one large building

c. a situation in which organizations try
to be more successful than other
organizations

d. the business of buying and selling
stocks and shares

e. the basic systems and structures that a
country or organization needs in order
to work properly, for example roads,
railways, banks etc

2. IlepeBeauTe ciaeayromIue CJI0Ba M BHIPAKEHUS HA AHTJIMNCKUHA A3BIK.

. pacupeneseHue pecypcoB
. OyMaXKHbIE ICHBIU

. PBIHOK TOBapOB

. OITOBBIN PBIHOK TOBapOB
. YEPHBIN PBIHOK

O b owN -
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. command economy

. illegal market

. allocation of resources
. buyers and sellers

. evaluate

O b~ wWwdN Bk

6. dbonoBas Gupka

7. yYaCTHHKHU PbIHKA

8. cpoc u mpeaoxKeHne
9. MOBBINIATH TOPTOBITIO
10. BUpTYyaIbHBIA PHIHOK

. IlepeBeaure ciieayroniue cJ10Ba M BbIPAKEHHUS HA PYCCKHIA A3BIK.

6. tradable item

7. shopping mall

8. labour

9. legal tender

10. delivery of a commodity

4. BbiOepuTe NpaBUJIbHbIH BADHAHT OTBETA.

| is any one of a variety of systems, institutions, procedures, social

relations and infrastructures.

a) tender b) delivery ¢) market

2. Markets where a good is exchanged illegally is called ...........

a) black markets b) shopping malls

3. eBay is an example of .............

c) virtual markets

a) black market b) commodity market c) virtual market


http://en.wikipedia.org/wiki/Illegal_drug_trade
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4. A group of shops together in one area is called ..............

a) commodity market b) illegal market c) shopping center

5. A market is any structure that allows buyers and sellers to ........... any type of
goods or services.

a) sell b) buy c) exchange

5. OTBeTbTE HA BONIPOCHI.

1. What is a market?

2. What is a black market?

3. What is a virtual market?

4. What is needed for a market to function?
5. What is the role of market participants?

Bripa3ure CBOIO TOUYKY 3peHMS.
1. What is e-market? What do people usually sell/buy on e-markets?
2. Have you ever bought/sold anything on the Internet? What was it?

3. Are e-markets and e-commerce convenient? Why? Why not?

[Ipu oTBeTe UCTIONB3YWTE Ppasbl:

To my mind ... In my experience ...

In my opinion ... As far as [ understand ...

On the one hand, ...on the other hand From my point of view ...

If my memory serves me right ... If I am not mistaken ...

It seems to me that ... Personally, I think ...

My personal view is that ... | am sure/certain/convinced that ...
The fact is that ... This proves that ...

It is obvious that ... There is no doubt that ...

CocTaBbTe MUCHMO.

Your are the Supply Manager of the Engineering Company. You need 600
computers for your company and you found information about Dell Computer
Corporation (Russia) and decided to write them a letter. In your letter do the
following:

1) write a letter to Mr. Hopsky — Distribution Manager, Company address: 34,
Leninsky Prospekt, Moscow, Russia, 452450.

2) ask about the price and models of computers;

3) ask about discount or offer in return for buying a large amount of computers;



4) ask about corporate software and service.
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