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SAJAHMS 11 CTYJEHTOB SdKOHOMUWYECKHUX CIIEIIMAJIBHOCTEN
3A0YHOM ®OPMbI OBYUEHUA

Il kypc

Il cemecTp

1. Hcnoap3ys JaHHbIE METOAMYECKHE YKa3aHUS BBIIOIHHTH MHCbMEHHO
KOHTPOJIbHYI0 padory Ne 3. Jlnd u3ydeHHS TIpaMMaTHYECKOro MaTepuaa
HOJAY4YHTh B OMOIMOTEKe YYeOHMK II0 aHIVIMACKOMY s3bIKy aBTopa lO.
I'onuupIHCKU.

2. TloAroToBHWTH TpaMMAaTHYCCKHA MaTepuay MO KOHTPOJIBHBIM paboTaM
JUIS YCTHOM 3aIlUThHI.

3. TloaroroButh ycTHOE coobiienue mo Teme « The role of computer in our
life» (10 mpenJiokeHuid Mo Teme).

4. TIpo4ydTaTh TEKCTbl W JAWAJIOTH, TIOJATOTOBUTBCA K HX YCTHOMY
nepeBoxay (c. 38 — 53 (LESSON 7-9)). Beryunts ciioBa (JieKCHYeCKHii MUHUMYM)
Mocjie TeKCTOB M JAMAJIOrOB. BBINOIHWTH yIpa)KHEHHS W IOATOTOBUTHCS K
YCTHOMY OTBETY 0 HHM. 3aJaHHs BBIMOJHSIOTCA MO0 YYeOHOMY 3JICKTPOHHOMY
nocoowuro «English for business.

Il kype

IV cemectp

1. Ucnionb3ysi NaHHBIE METOJIMYECKUE YKA3aHUS BBIMOJHUTH NMUCbMEHHO
KOHTPOJIbHYI0 padotry Ne 4. Jlng wu3ydeHUss rpaMMaTHYEcKOro maTepuana
MOJYy4YUTh B OHONMOTEKE YYEeOHMK TIO aHTJIMUCKOMY s3bIKy aBtopa lO.
["oMIBbIHCKUTA.

2. [ToaroToBUTH rpaMMaTHYECKUI MaTepraj 1Mo KOHTPOJIbHBIM paboTaM s
YCTHOW 3alIUTHI.

3. [loaroroButh ycTHOE cooOmeHne 1o Tteme «My specialty» (10
NpeIJIoKeHHIl 110 TeEME).

4. TlpoyMTaTh TEKCTHI W [HMAJOTHU, TOJITOTOBUTHCI K UX YCTHOMY
nepesony (c. 54-68 (LESSON 10-12)). Beiyuuth cioBa (JeKCHYECKHI
MHHUMYM) MOCJe TEKCTOB M [HAJOIOB. DBpINOJHUTL YIpa)XHEHUS U
MOATOTOBHUTHCS K YCTHOMY OTBETY IO HUM. 3aJIaHUSI BBIIOIHSIOTCS M0 Y4EOHOMY
anekTpoHHOMY rocoouto «English for businessy.



TpeOoBanus k 3a4ery / IK3aMeHy

1. 3auTeHHBIC KOHTPOJIbHBIE PAOOTHI.

2. YcrneniHas ycTHas 3alluTa KOHTPOJIBHOW paboThI.

3. Cmava yCTHBIX pa3rOBOPHBIX TEM.

4. YteHue U mepeBoJI TEKCTOB U3 y4eOHOT0 IeKTpoHHOTO TTocoomst «English
for business».

5. Cnaya JIEeKCU4EeCKOr0 MUHUMYyMa.

TPEBOBAHUS K O®OPMJIEHUIO KOHTPOJBbHOM PABOTHI

[TuceMeHHBIE KOHTPOJBHBIE PadOThl CIEAYET BBINOJHATh B OTAEIbHOU
paboueil TeTpaau, yKazaB Ha OOJOXKKE CBOIO (haMUJIMI0, HOMEpP KOHTPOJBbHOU
paboThI, CBOM mUdp U aapec.

KoHTponbHble paboThl HEOOXOAMMO THCAaTh PYYKOM AaKKypaTHbIM H
Pa300pUYUBBIM MTOJYEPKOM.

[Tpu BHIMOTHEHUN KOHTPOJIBHBIX PAaOOT HYKHO OCTABIIATH B TETPAI CIeBa U
CIpaBa IHUPOKUE MOJIA ISl 3aMEYaHU IPEroJaBaTess.

Martepuainsl ciieyer pacroiaraTh 110 yKa3aHHOMY 00pasiy:

JleBas ctpanuna [IpaBas cTtpanua

[Tons AHTTUHACKUN TEKCT Pycckuit Tekct [Toss

Ecaun koHTponbHas paboTra BBIMOJHEHA 0€3 COOMIOMCHUS TEePEUMCICHHBIX
yKa3aHWK WK HE B TIOJITHOM 00BbEME, OHA BO3BpAIIaeTCsl 0€3 MPOBEPKH.



KOHTPOJIBHAS PABOTA Ne 3

|. TlepenuiuTe mpeasIoKEHUS U TIEPEBEIUTE X HA PYCCKUM SI3bIK
1. An economist should know both the advantages and disadvantages of the
marketing operations.
2. Without up-to-date computer equipment it would impossible to know the
information about raw materials and manufactured goods.
3. Special leaflets, booklets and other printed matter about the goods should be
printed when the conference may be held.

Il. Ilepenuminre npemIoKeHUs U NEPEBEAUTE HX HA PYCCKUU S3BIK,
OpUHUMas BO BHUMaHHE, 4YTO UWHQUHUTHUBHBIE U TPUYACTHBIE OOOPOTHI
COOTBCTCTBYIOT IIPUAATOYHBIM IIPCAJIOKCHUSAM.

1. There are many problems to be sold concerning packing, marking, loading on
board the ship and storing.

2. The method used depends on the length to be measured.

3. In order to calculate the salary of our book-keeper, you must notice his daily
activity.

I11. [TepenummTe 1 nepeBeaUTE CASAYIONTUE MTPEJIOKEHMS, oOpalas
BHUMAHHC HA PA3JIMYHBIC 3HAYCHHA CJIOB.
1. As to this equipment a great deal of it is to sold to the Common Market
countries.
2. There is neither oil no coal in this region.
3. Krasnoyarsk was so named due to it’s position and beauty of the place.
4. The goods are in great demand in Russia because of the advertising through
magazines, newspapers, radio and TV programs.

IV. Choose the correct form of the verb, singular or plural. In one sentence
either the singular or plural verb is possible.
1. Can | borrow your scissors? Mine isn’t/aren’t sharp enough.
2. Fortunately the news wasn’t/weren’t as bad as we expected.
3. Where does/do your family live?
4. Three days isn’t/aren’t long enough for a good holiday.
5. I can't find my binoculars. Do you know where it is / they are?
6. Do you think the people is/are happy with the government?

V. Most of these sentences are wrong. Correct them where necessary; put
‘RIGHT” if the sentence is already correct.
1. I need more money than that. Ten pounds are not enough..........ccoccveveiieiveneene,
2. ’m g0oing t0 DUY & NEW PYJAMA....c.viiriiiieeiiieieiiesieesieesie e sreesiee e sseesseesaeessesseensens
3. The committee haven't made a deCiSION Yel........ccoccvveiieiieie e,



4. Many people has given up SMOKING........ccccoveiiiiiieiie e
5. There was a police standing at the corner of the street...........cccccovevieviecieeienne,

V1. IlocTaBbTe T71aros B CKOOKax B HY>KHYIO (hopMy cociiaraTeIbHOIo
HAKJIOHCHHUSI.

1. If you (bring) me the book, I should have read it. 2. If he didn’t ring me
up, I (not to come). 3. If he (not to write) to me, I shouldn’t have answered him. 4.
I wish | (have) a tie to match my suit. 5. The doctor suggested that she (have) a
long rest in the Crimea. 6. If | (be) you, | should have apologized to her.

VIl.IIpounTaiiTe u nepeBeauTe Ha pyCCKUM A3bIK BECh TEKCT. Brimuimre u3
TEKCTa U MUCbMEHHO niepeBenute 1, 2, 3, 4, 5 ab3aiibl.

General conditions of sale

They correspond to «Standard conditions of Salex» in contracts some British
companies.

The amount of information in General Conditions varies from contract to
contract depending on the traditions of the contracting firms and the volume of
delivery.

General Conditions may include, for example, in small orders, such items as

Shipping Specification, Inspection, Guarantee and Claims, Conditions of
Transportation, Force Majeure Circumstances. Arbitration and Sanctions, and are
printed on the reverse side of the order form.
In many standard contracts, however, these items are given as separate clauses
(articles) and General Conditions (Provisions) only comprise the following
information: they may begin with the definition of the date of delivery: «The date
of the Bill of Lading or the date of the stamp on the railway bill, road or airway bill
iIs to be considered as the date of the delivery». Sometimes the definition is
contained in other clauses, such as «Shipping» or «Delivery Datesy.

Also, they may contain indication about the proper law of the contract
applied. For instance, «The Swedish Civil and Commercial Law shall be applied to
Contract» or «The Contract shall de governed by English Law». But as a rule it is
given in detail in the clause «Arbitrationy.

Other items under General Conditions may be:

All taxes, duties and customs duties on the territory of the Sellers country are
borne by the Buyers if they are connected with the Fulfillment of this Contract.
Neither party shall have the right to assign the rights and obligation under this
Contract to any third party without the written consent of the other party.

In case of non — fulfillment or improper by the Sellers of their obligations under
this Contract, the Sellers are to reimburse to the Buyers the losses suffered by
them.



Appendices, addenda and amendments to the Contract are only valid (or
shall be effective) and shall make an integral part of the Contract if made (issued)
in writing and signed by the contracting parties.

All enclosures to the General Conditions as well as to the Contract are regarded as
an integral part thereof.

All negotiations and correspondence preceding the conclusion of this
Contract and pertaining to it become null and void on the date of its signing.

This contract is signed in (the name of the place) on the (the date) in duplicate (in 2
copies), each in the Russian and English languages, one copy for each party, both
texts being authentic from (or comes into effect as on) the date of its signing.

IlosicHeHnus k TEKCTY

amount of information — o0wvem wuHpOpmanuu, volume - o0beMm, items -
nokaszarenu, are printed on the reverse side — medaraeTcss Ha 00OPOTHOM CTOPOHE
3aka3a, the definition of the date delivery — onpenenenue natel nocraBku, addenda
and amendments — usmenenus nomnpasku, Bill of lading - koHocameHT, become
null — tepsiroT cuy.



KOHTPOJIBHAS PABOTA Ne 4

I. Translate into English.
1./aBaii cnenaem nogapok aiist Mapu — y Hee Bellb JIeHb POKICHUE.
2. [lonoxau MunyTy, 51 1030BY MucTepa ['puna k tenedony.
3. Cmortpu! Kaxercs, 3T0 TO, YTO HaM HY>KHO!
4. Ilepenaiite, noxxanyicra, Oeblil coyc.
5. He uuraiite nexa, 3T0 BPEIHO JJIS I1a3.
6. He Oynute ero. OH He cnian y»xe J1Ba JTHA.

I1. [lepeBeuTe HA aHTIMIICKUI S3BIK, YIOTPeOIsis riarosl B Passive Voice.
1.Ypoku ObLTH MPUTOTOBIICHBI, KHUTH U TETPAAU YII0KEHBI B IOPTQEb.
2.PaboTa Obla BBIIIOJIHEHA OYEHB XOPOIIIO.
3.Crarbs J0JKHA OBITH IEPEBE/ICHA K IISTH YacaM.
4.IlepeBon OyaeT 3aKOHUYEH BOBPEMSI.
5.Korna s npuiiia 1omoit, 06e OblT yKe CBapeH.
6.CtaThs ObLIa MiepeBeieHa 0e3 OIIMOOK.
7.Kuaury nonoxuiu B mkag.

[11. Put in for or during.

1. I went to the theatre last night. | met Lucy..........cccceevevvrinnnnne. the interval.

2. Martin hasn't lived in Britain all his life. He lived in Brazil..............cccccovevvnnen.
four years.

3. Production at the factory was seriously affected.............c.ccccoevvvenenn. the strike.

4. | felt really ill last week. | could hardly eat anything...........ccccccoevevrvnenee. three
days.

5. 1 waited for youU..........ccceevvevieeienne half an hour and decided that you weren't
coming.

IV. Use your own ideas to complete these sentences.
Lolhurtmy arm While ....ooooo e
2. Can you wait here While..........coovoiiiiie e e
3. Most of the students looked bored during..........cccoevvveeniee i,
4. | was asked a lot of QUESEIONS AUIING......coiivviiiiiie e
5. Don’t open the car door While.........cccovvveiiiieiiiieee e

V. IlpounTaiiTe U nepeBeAnTe YCTHO BECh TEKCT. llepenuinre u muCbMEHHO
nepeseaute 1 u 2 ab3aibl.



Pricing

All products and all services have prices. The price depends on different
things such as credit terms, delivery, trade in allowance, guarantees, quality and
other forms of service, which price can produce the biggest profit during a long
period of time. It’s hardly possible to determine such a price may be too high to
produce a large volume or too low to cover cost. No other area of marketing
operations has been a subject to bad practice. Many businesses peruse unsound
price policies for long periods of time and are not aware about it.

Prices can be determined in different ways. For example, the prices of meat,
cotton and other agricultural prices can be decided in large central market where
forces of supply and demand exist. This is pure price competition. The prices on
industrial products (iron, steel, etc.) are usually decided by large companies. As a
rule the amount and price of goods sold to large number of buyers is controlled by
a few competing sellers. Prices also can be set by the government, usually for
different public services — railroads, electricity, manufactured gas, bus services,
etc.

If demand increases, prices rise, profits expand and new investment is
attracted. But other factors may be involved as well. Prices are related to each
other in different ways. Ultimately, everything in price, since the consumer can
buy and must pay for everything out of a particular, limited amount of money.

IlosicHeHUE K TeKCTY
credits terms — xpeauTHbIe yenoBus; trade in allowance — cymMMa JieHer, OTAaHHAs
3a CTapylo BELIb U BKIIFOYEHHAS B CUET NNOKYIIKKA HOBOM; tO cover costs —
MOKPBIBATh 3aTpathl; to persue unsound price policies — BecTy HEpa3yMHYIO
1IEHO00Pa30BaHHYIO MOJIMTUKY; competition - KOHKYPEHITHS.
V1. OTBeThTE Ha BOIIPOC.

Why do many businesses follow unsound price policies?

VII. Beinuiure 1 nepeBeanTe U3 TPEThEro ad3ana npeaaoKeHus,
CoJeprKalfe MOJAIBLHOTO IJ1aroa.



YCTHBIE PA3I'OBOPHBIE TEMBbI

Computers

The computer industry is one of largest in western countries and especially
in the USA. It includes companies that manufacture, sell and lease computers, as
well as companies that supply products and services for people working with
computers.

A computer cannot think. A human operator puts data into the computer and
gives instructions. The operator writes instructions which determine the
mathematical operations on information. A computer solves mathematical
problems very rapidly. Traditionally, the computer in business is used to process
data. This involves different administrative function such as preparation of
payrolls, inventory control in manufacturing, warehousing, and distribution
operations, customer accounting, billing by banks, insurance companies, public
utilities and mass circulation magazines.

Now the computer takes on new kinds of jobs. It has become more involved
in business operations as an essential tool in making decisions at the highest
administrative level.

IlosicHeHHue K TeMe

To give instructions — naBath HHCTPYKIHIO, to gut data — 3aKJIaapIBaTh JaHHBIC, tO
solve mathematical problems — pemrate MareMaTudeckue 3agauu, to process data —

0o0pabaThIBaTh
naHHble, preparation of payrolls — moaroTroBka Bemomocteid, inventory control —
WHBEHTAPU3AIMOHHBI  KOHTpOJIb, Warehousing — CKJIaAMpOBaHUE TOBapa,

distribution operations — pacnpeneneHHble oOmepamuy, customer accountings —
pacueT ¢ KJIMCHTOM.

My speciality

A modern world can offer a great variety of professions. But while choosing
any of them a person should take many factors into consideration, such as: wages
and salary, job-satisfaction, opportunities to travel and to develop himself. For me,
the most important criterion is job-satisfaction and that’s why I have chosen the
profession of an economist.

| believe this profession is interesting and I could have good career prospects
in the future. But on the other hand, it is necessary to have both perfect theoretical
and practical special knowledge in different fields of economy. Though it is a hard



work | hope to do well with the studies and after passing the state examinations to
get the qualification of an economist.

At the university students make acquaintance with the principles of
economic activity. A great deal of time they spend on studying commerce and its
functions, customer’s demand, commerce and trade turnover, material base and
finance. They study methods of management and plan the commerce development
on the basis of analysis of economic activity in commercial firms and
establishments. Besides, future economists get to know how to calculate the
introduction efficiency and technical expenses, to plan money costs and count
productivity.

This theoretical knowledge is enriched by the practice that will help the
students to solve different commerce-technological problems and make the correct
managerial decisions in the future.

My speciality is considered to be very important and urgent nowadays.
Modern commerce has a tendency of transition to the market relations. And as a
result different forms of property appear: commercial banks, join-stock companies
and sole proprietorships. The work here will demand deep knowledge not only in
economics but also in computer science.

There are two aspects I’d like to deal with in the future. They are marketing
and advertising. I’m interested in international marketing that’s why I need have
proper knowledge in a foreign language. These skills can help me to get
information about companies and customers’ needs, demand for products and
services and a situation in the international markets from a foreign literature and
periodicals.

If a company wants to be successful in a market it in necessary to promote
its product. That’s why special events, such as: product shows, exhibitions and
presentations are held. These events comprise communication mix where people
from various countries can take part. And here language knowledge can also be
helpful.

Advertising is a part of marketing. And | presume that it will be my primary
occupation in future. | want to devote my life to it, as the role of advertising is very
important. It is a powerful tool that formulates demand, promotes sales, informs
buyers about company’s products and services and creates the company’s image.

Such are my plans for the future. As you can see they are rather complicate
and far-reaching. And | hope, in spite of the fact that my future speciality is quite
difficult and requires discipline and high quality of work, there will be a great
possibility to reveal my knowledge and personal qualities.

10



11



