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Look at the word cloud and guess the topic of today’s lesson.

—_—

Discuss these questions.
1) Do you have a career plan?

2) What is your desired position in five years?

3) Do you prefer to work for yourself or work for a company during your career?

4) What kind of business or organization do you work for?

5) In which location do you typically spend the majority of your workday? Is it at
your desk, in meetings, or elsewhere?

6) How much of your time is spent working on your own, with colleagues or with

clients?

I11. Please match each activity to its corresponding area of work (a-g) in pairs.
Which area would you like to work in, and why?

1. making/manufacturing things

a) Sales and Marketing

2. being in charge of people and running
the organisation

b) Finance

3. selling products or services

¢) Management

4. dealing with clients/consumers

d) Human Resources (HR)

5. working with figures

e) Production

6. dealing with employees and training

f) Research and Development (R&D)

7. investigating and testing

g) Customer Service




IV. To advance in your career, select the four most crucial tips from the
following list. Discuss your ideas with a group What should you do to get
ahead in your career?

Develop a strong professional network

Continuously upgrade your skills and knowledge

Seek out challenging assignments and projects

Set clear goals and create a career development plan

Build effective communication and interpersonal skills

Demonstrate a strong work ethic and dedication

Change companies often.

Attend all meetings.

. Go to your company's social functions.
10 Be energetic and enthusiastic at all times.
11.Find an experienced person to give you help and advice.

oCoNoGRWNE

% Focus Vocabulary

What if success in your careeris less about so much on how much money you
make, or how many houses you own, and more about how fulfilled you are?
Have you ever stopped to wonder what exactly career success means to you?



1..means.. 2..is important for those who want to...

e alifelong process of improving
your
skills and doing meaningful work
e aprofession or chosen line of work
e includes everything related to you

improve their efficiency

be a lifelong learner

a long-term plan based on your passions
and goals

do for a living
e your career development,

¢ includes your choice or profession
and advancement

3 ..involves..
e setting priorities
e usually training and
development
e work you do and are
compensated for

5. Good... helps you to.

e keep up with the place of daily life
e set aside enough time for your hobbies
o find your calling

6. Bad...leads to...

having more stress and pressure [ ]

feeling overwhelmed [ ]

[ failing to achieve the right balance between work and relaxation ]

“Many people quit looking for work when they find a job”. —Steven Wright, US
comedian

“Find out what you like doing best, and get someone to pay you for doing
it” —Katharine Whitehorn.



I. Please match phrases to its correct meaning.

A. career move a) chances to start/improve your
career

B. career break b) ideas you have for your future
career

C. career plan €) an action you take to progress in
your career

D. career path d) a period of time away from your

job to, for example, look after
your children

E. career ladder e) aseries of levels or steps in your
working life

F. career opportunities f) the direction your working life
takes

l. CD (1.1-1.3)Listen to three individuals discussing their careers. Determine
which person is just starting their career, which person is in the middle of their
career, and which person is nearing the end of their career.

Il. CD (1.1-1.3)Listen once more. Identify which phrases each person uses
when discussing their careers in Exercise A. Additionally, consider which
experiences you believe are shared among them.

I11.  Fill in each sentence by selecting a word from the provided box. The words may
be used multiple times.

business job living work profession vocation trade career
occupation line post / positionappointment engagement

Please state your age, address, and in the space below.
Mark makes his working as a journalist.
There are a lot more women in the legal :
She was offered the of ambassador inBelarus.
The scandal destroyed his in publishing.
As a teacher she feels she has finally found her
The cost of has risen greatly over the recent years
They can't come out tonight. They've got too much to do.
Stop interfering! This is none of your :

10 Kate has a very good in an international company.

11. I wish | had your it sounds really interesting.

12. 1 didn't realize we were in the same of business.

13. Most of the men worked in skilled such as carpentry or
printing.
IV. Complete the sentences below with the verbs in the box. Use a dictionary
to help you.

©CoNoORWOWNE

climb decide have make offer take 7



1. Employees in large multinationals haveexcellent career opportunities if they
are willing to travel.

2. Some people a career break to do something adventurous like
sailinground the world or going trekking in India.

3. One way to a career move is to join a small but rapidly growing
company.

4, Certain companies career opportunities to the long-term
unemployed orto people without formal qualifications.

5. Ambitious people often on a career plan while they are still at
university.

6. In some industries it can take a long time to the career ladder.

V. a.Which of these jobs can you see in the pictures:
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estate agent « lawyer - flight attendant
mechanic * engineer « stockbroker
firefighter » medical researcher

au pair « gardener « fashion de signer |
tour guide - florist « sales assistant
builder « plumber « electrician




b. Which of the jobs: are done indoors/outdoors? have career prospects? are
well-paid/poorly-paid? have flexible hours? need a degree? need the most
training?

c. What would you like to do for a living? Why? Tell the class.Complete the jobs
adverbs. Use these words.

THE JOB ADVER TS

FLEXIBLE/EXPERIENCE ()l ALIFICATIONS / ENCLOSING /FULL-TIME

/REFERENCES /SAL \R\ /ARRANGE

A.
AU PAIR NEEDED FOR —AE_Z WITH 7-YEAR-OLD
BOY AND LIGHT HOUSEWORK
NOY ___ NEEDED BUT
MUST BE ABLE TO
PROVIDE2) ____ CONTACT MRS HISLOP
ON 0209 568 9832 AFTER 6 PM

B.
3 SALES ASSISTANT REQUIRED FOR
LARGE DEPARTMENT STORE, MUST
HAVES) . IN FASHION RETAIL
MONTHLYS) ______ PAYABLE.PLEASE APPLY TO
PERSONNEL DEPARTMENT, PO BOX
2048, CROYDON®G) ________ CV

L
WE NEED A PART-TIME CGARDENER WITH
y | P WORKING HOURS TO HELP WITH OUR
LARGE 1:»-::3 TWO REFERENCES :EIZ'_ IRED
PLEASE C 9167420637 (MORNINGS ONLY) TO
8) i«h NTERVIEW

VI. There is no doubt that a job interview is a crucial step in finding employment.

Let's watch a video about Liz, who has recently been her job search and is
undergoing an interview. Then we discuss how people today find employment.
https://vk.com/video-105912285 456239608
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1. What does Liz | auxemy questionnaire
fill out when she
gets a job? pesiome CV(Curric
ulum
3as61eHue(nucbMo- Vitae) letter of
3as16Ka) applicat
ion
acce essay
2. What does Liz | naoemv  snecanmnoui | put on a smart
do after receiving | kocmiom, benyro | SUit  with a
an invitation for | pyoawxy, sapxue | White shirt and
an interview? Kpachvie my¢hau shiny red shoes
put on
put  on
Hademv  CHOPMUBHDLLL track suit
KOCMIOM
going
cobpamucs Ha to a
8E€YEPUHKY party
call
parents
NO360HUMb POOUMENAM
3.Which npeovloyuuil onvim | previous work
questions  were | pabomul experience
asked to Liz
during the | nasviku nonyuennvie na skills
interview? npeovioywem — mecme acquired
pabombl at a
previous
job
0 300p08be
about
health
0 penueuu
about
religion
VII. Choose the best word to complete sentences.

1Kate decided on hercareer move / plan when she was in his first year of university.

12




VIII.

X

2 Bob hopes to make a living / course doing freelance.

3His company has a training program me that offers career opportunities / breaks to
students who have just graduated from university.

4 He was very happy with the bonus / progress he got last year.

5 If you want to climb the career plan / ladder, you should workvery hard.

6 Liz was very pleased when he earned his first job / commission.

7Heis ready to make a career opportunity / move, he's applying for jobs with other
companies.

8Mark did a mistake / her best when he completed his job application.

9 Some companies help their employees take a career path / break bygiving them a
few months offwithout pay.

10 Max was 70 years old when he took early retirement / a pension.

11Liz didn't follow the usual career ladder / path for the CEO of a marketing firm.
She started out working as a primary-school teacher

12Helen never felt happy working overtime / extra

13 She earns €1000per year / flexitime in her new accounting job.

TranslateintoRussian

Oliver wasveryambitiousandwantedtobecomeasuccessfulbusinessman.
Jackcareerplanwastostartinasmallcompanyandthenworkforalargercompany.
Thejobneedshavinganinterestinsalesandmarketing.
Thefinancedepartmentofthecompanyhascomeupwithabudgetforthenewproject.
Inbankingasineveryotherbusinessgoodmanagementisveryimportant.
Theadministrationandpersonneldepartmentofthecompanyisverywellorganized.
HPisincreasingproductionofitspopularlineoflaptopcomputers.
TheResearchandDevelopmentdepartmentofourcompanyhasbroughtoutanewpro

| S———
D
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Jerryshowsrespecttohissuperiorsatwork.
. Only5peopleattendedthemeeting.

Fillinthegapswiththefollowingwords:
goals,ahead,move,bonus,making,work,retirement,taking,mistakes.
1. Some ambitiouspeopleplantheirnextcareer__as soon as they get theirfirstjob.
2. Ournegotiatorsare_verygoodprogressinthetalkswiththeRussiancompany.
3. Kateis___ some timeoffnextmonthtovisitherdaughterin Britain.
4. Jacob keptmakingterrible
atwork.Hisbosssaidhewasincompetent,andgavehimasack.
Ifyoureachyoursalestargetseverymonth,youwillprobablyearna_ .
Fewpeoplewantto_anti-socialhourseveniftheydon’thavechildren.
Changingcompaniesoftenisnotagoodideaifyouwanttoget_in yourcareer.

8. Afterworkinghardallherlife,Mashadecidedtotakeearly

travelaroundtheworld.

.\‘S”.U'"
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Discuss these questions.

1. What motivated your decision to pursue a career in management?

2. Are you inclined towards employment with a company or running your
own business?

3. In your opinion, what attributes contribute to effective managerial skills?
Among the following characteristics, which four do you consider the most
significant? Do you believe any qualities should be included in this list?

A. being decisive: able to make quick decisions

B. being efficient: doing things quickly, not leaving tasks unfinished, having a tidy
desk, and so on.

C. being friendly and sociable

D. being able to communicate with people

E. being logical, rational and analytical

F. being able to motivate and inspire and lead people

G. being authoritative: able to give orders

H. being competent: knowing one's job perfectly, as well as the work of one's
subordinates

I. having good ideas

l. Read the article below.
TEXT 1

MANAGER

What does it mean to be a
manager? Initially, one might
think of a manager as someone
who issues directives to others,
and while that holds some truth,
management encompasses much
more. It necessitates a grasp of
economics and business
principles. The role of a
manager has evolved
significantly over the past few
decades. In the past, a business
; manager's primary objective
—_ was to ensure the company's
functionality and profitability. However, in today's context, a manager must also
consider the broader environmental factors that impact the company's operations. It
is crucial for managers to possess a solid understanding of management principles
and evaluate the prevailing challenges within the overall economic, political, and
social system.
Regardless of the managerial level, there are four general functions that characterize

14




any managerial system: planning, organizing, directing, and controlling. Managers
are entrusted with decision-making and are directly responsible for overseeing
individuals within an organization. They establish objectives and determine the
necessary actions to achieve them. By effectively communicating these objectives,
managers empower those responsible for various tasks. Ultimately, managers are
expected to achieve results, albeit through the efforts of their teams.
Certain fundamental characteristics apply to managers across various organizations.
These include diligently engaging in a range of activities, a preference for hands-on
tasks, and fostering direct personal relationships. Top-level managers oversee other
managers, selecting and training them, as well as devising and assessing their
operational strategies. Management is an arduous undertaking, as there is always
much to be accomplished within limited time constraints.
While managerial tasks can be analyzed and categorized, management itself is not
purely scientific; it is a skill rooted in human interaction. While intuition and instinct
are valuable, there are specific management skills that must be acquired through
learning. Some individuals exhibit natural aptitude for management, while others
struggle to put management techniques into practice. Some possess technical
proficiency but lack innovative ideas. In addition to superior technical and
managerial skills, an exceptional manager must possess a combination of desirable
personal qualities such as adaptability, independence, and leadership. This is why
outstanding managers are relatively scarce.
Various terms like ™“director,” "administrator,” and “president" are used
interchangeably with "manager.” The term "manager" is more commonly employed
in for-profit organizations, while others find wider usage in government and non-
profit entities such as universities, hospitals, and social work agencies.
In a private company, typically, there is only one director, whereas a public company
must have at least two directors. A corporation is governed by a board of directors
elected by shareholders. Among the directors, one is appointed as the managing
director, responsible for the company's day-to-day operations. Assistant general
managers may also be present in some companies, and many directors have deputies.
Larger companies have multiple department managers who report to the managing
director. These departments may include positions such as chief manager, sales
manager, marketing manager, and others. Career opportunities in management are
generally found in three main areas: people management, marketing management,
and financial management.
COMPREHENSION
l. Say if the sentences are true or false.
Typically, a private company is required to have a minimum of two directors.
Exceptional managers are quite common in the professional sphere.
3. Managing is a challenging task due to the extensive workload and limited time
available.
4. The term "director" is more commonly used in organizations focused on
generating profits.

A -
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Managerial skills and superior technical expertise are the primary qualities
expected from a manager, with no other essential traits.

At the start of the 21st century, the primary objective of a business manager
was to analyze the operational environment of the organization and understand
the prevailing issues within the broader economic, political, social, and
environmental systems of society.

A corporation is led by a board of directors, elected by the shareholders.
Managers are individuals entrusted with the responsibility of formulating and
implementing decisions within a system.

The role of a manager today is not identical to what it was a century ago.

What is a manager responsible for?

A manager is

responsible for..... i

WORD STUDY
Match the words with their definitions.
manager a) someone, especially a man, who is in charge of a meeting
deputy ordirects the work of a committee or an organization
chairman b) the owner of one or more shares in a company
board of c) a person who buys
directors d) a person who directs or manages an organization,
shareholder industry, shop,etc.
customer e) acompany or person that provides a particular product
investor f) a person appointed to act on behalf of or represent
supplier another

g) a group of persons chosen to govern the affairs of a
corporation orother large institution

h) someone who gives money to a company, business, or
bank in order to get a profit

Find the opposites to the words on the right.

16



knowledge usual

profit common
complex ignorance
skill minor
outstanding loss
rare the same
profit-making Incompetence
chief obsolete
superior simple
different public
modern inferior
DISCUSSION 2

Here are statements that closely represent your beliefs about work,read the
statements and choose one and express your opinion.
1. Everyone in an organization is capable of being creative.

2 Work is as inherent and natural as play or rest.
3. People are not inherently lazy and will engage in work
4. People prefer to follow orders and instructions.
5 Work is as natural as play or rest.
DISCUSSION 3

Congratulations on securing a job interview! To perform well in an interview,
it's essential to prepare in advance. The employer is interested in getting to
know you better, so you can expect questions about yourself. Here are the
rephrased questions:

What are my areas of expertise? Can you tell me about my family background?
What are my strengths and positive What activities do | enjoy and why?

qualities? What tasks or responsibilities do I dislike and
Why am | interested in this job? why?

What are my hobbies or interests outside of

work?

I1.Read the article.

17




TEXT 2

MASTERING THE ART OF SUCCESSFUL JOB INTERVIEWS

Introduction: Job interviews are crucial stages in the hiring process, where applicants
have the opportunity to showcase their skills, experiences, and personality to
potential employers. Known for its significant impact on a candidate’s job prospects,
the interview demands careful preparation and a strategic approach. This article
explores the key elements of a successful job interview, providing insights and tips to
help applicants navigate this critical step towards securing their dream job.

Research and Preparation: One of the fundamental pillars of interview success lies in
thorough research and preparation. Candidates should invest time and effort in
understanding the company they are applying to, its mission, values, products, and
recent developments. Familiarizing oneself with the industry trends and competitors
is also essential. Such knowledge demonstrates genuine interest and enthusiasm and
helps candidates tailor their responses to align with the organization's objectives.

Understanding the Job Requirements: To impress interviewers, candidates must
possess a comprehensive understanding of the job requirements and responsibilities.
Carefully reviewing the job description allows applicants to identify the key skills,
qualifications, and attributes sought by the employer. By highlighting relevant
experiences and accomplishments that demonstrate their suitability for the role,
candidates can showcase their potential value to the organization.

Showcasing Transferable Skills: Transferable skills are valuable assets that can be
applied across various industries and roles. During an interview, candidates should
emphasize their transferable skills that align with the job requirements. These may
include effective communication, problem-solving abilities, teamwork, adaptability,
and leadership. Illustrating how these skills have been successfully utilized in

18



previous professional or personal experiences can provide interviewers with valuable
insights into the candidate's capabilities.

Behavioral Questions and STAR Technique: Behavioral questions are commonly
used in interviews to assess a candidate's past behaviors and predict future
performance. The STAR technique (Situation, Task, Action, Result) is a useful
framework for structuring responses to behavioral questions. By describing the
situation or challenge, clarifying the tasks involved, explaining the actions taken, and
highlighting the achieved results, candidates can provide concise and impactful
responses that showcase their skills and achievements.

Active Listening and Effective Communication: Strong communication skills are
essential in any job. During an interview, candidates must actively listen to the
interviewer's questions, ensuring a clear understanding before formulating their
responses. It is crucial to maintain a positive and confident demeanor while speaking
clearly and concisely. Avoiding jargon, using examples, and providing specific
details can help convey ideas effectively.

Asking Thoughtful Questions: Interviewers often conclude the session by inviting
candidates to ask questions. This presents an opportunity for applicants to
demonstrate their genuine interest in the company and the role. Asking thoughtful
and well-researched questions about the company culture, future projects, or
opportunities for professional growth showcases enthusiasm and engagement.
However, it is advisable to avoid asking questions related to salary and benefits
during the initial interview stages.

Follow-up and Gratitude: After the interview, sending a thank-you email or note to
the interviewer is a simple yet impactful gesture. Expressing gratitude for their time
and reiterating interest in the position leaves a positive impression and demonstrates
professionalism. If provided, this is also an opportunity to address any points that
were not adequately covered during the interview or to provide additional
information that may enhance the candidate's application.

Mastering the art of successful job interviews requires careful preparation, effective
communication, and a strategic approach. By researching the company,
understanding the job requirements, highlighting transferable skills, utilizing the
STAR technique, actively listening, asking thoughtful questions, and following up
with gratitude, candidates can significantly increase their chances of standing out
among the competition. A well-executed interview can lead to the next step in one's
career journey and pave the way for a rewarding professional future

DISCUSSION 4

I. Discuss with your partner.
1. What is ‘unemployment’? What are the reasons for it?
2. How do you see the consequences of it?
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I1.Read the article.

TEXT 3
UNEMPLOYMENT

- Unemployment is a pervasive
issue that affects individuals,
communities, and entire nations.
It occurs when individuals who
are willing and able to work are
unable to  find  suitable
employment opportunities. High
levels of unemployment have
detrimental effects on economies,
social cohesion, and individual
well-being. This article will delve
into the causes and impacts of
unemployment while exploring

potential solutions to address this pressing concern.
Causes of Unemployment:

Economic Recession: Economic downturns often result in reduced business activity,
leading to layoffs and downsizing.

Technological Advancements: Automation and advancements in technology can
replace human labor, resulting in job displacement.

Globalization: Increased competition from low-wage countries may lead to the
outsourcing of jobs, particularly in manufacturing industries.

Structural Changes: Changes in industry structure or shifts in consumer demand can
render certain skills or occupations obsolete, leaving individuals unemployed.

Impacts of Unemployment:

Economic Consequences: Unemployment leads to reduced consumer spending and
tax revenues, negatively impacting economic growth.

Poverty and Inequality: Unemployment can push individuals and families into
poverty, exacerbating income inequality within societies.

Mental and Physical Health Issues: Unemployment often leads to stress, anxiety, and
depression, affecting the overall well-being of individuals.

Social Unrest: High levels of unemployment can lead to social unrest, as frustrated
individuals may engage in protests or criminal activities.
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Potential Solutions:

Education and Skills Training: Providing access to quality education and vocational
training equips individuals with the skills needed for emerging industries, reducing
unemployment rates.

Economic Diversification: Governments can promote diversification in industries
and support entrepreneurship to create new job opportunities.

Labor Market Flexibility: Policies that encourage flexibility in the labor market, such
as reducing strict employment regulations, can promote job creation and attract
investments.

Public-Private Partnerships: Collaboration between the public and private sectors can
facilitate job creation initiatives, such as infrastructure projects or industry-specific
training programs.

Social Safety Nets: Implementing comprehensive social safety nets, including
unemployment benefits, healthcare, and job placement services, can provide support
to those who are unemployed.

Promoting Innovation: Governments can foster an environment conducive to
innovation and research, encouraging the growth of high-skilled jobs and new
industries.

Conclusion: Unemployment remains a critical challenge for societies worldwide,
with far-reaching impacts on individuals and economies. By understanding the
causes and effects of unemployment, policymakers, businesses, and communities can
work together to implement effective solutions. Investing in education, promoting
economic diversification, fostering labor market flexibility, and providing social
safety nets are crucial steps towards mitigating the adverse effects of unemployment
and creating a more inclusive and prosperous future for all.

TRANSLATION
Translate the following passage into English.
bespaboTumia sBISeTCS OMHOM W3 3HAYUTENBHBIX TIPoOJEeM, C KOTOPBIMHU
CTAJIKMBAIOTCST oOmiecTBa. EE olleHKa HeoJHO3HAyHa, TaK KaK OHA HMEET Kak
MOJIOKUTEINIbHBIC, TAK U OTpUIIATENIbHBIC aclieKThl. C OJHOM CTOPOHBI, Oe3paboTHOE
COCTOSIHUE€ MOKET MPEJOCTaBUThH JIOJIIM BpEMS W BO3MOXXHOCTh HaWTH pPaboOTYy,
MOIXOJISINIIYIO UX HaBbIKaM M WHTepecaMm. C Ipyroil CTOPOHBI, OHO MOXKET MPUBECTH
K HCOOXOJMMOCTH UCKAaTh HE3aKOHHBIE CITOCOOBI 3apaboTKa.

[TocnenctBust 0Oe3pabOTHIBI  BechbMa Cephe3Hbl. [Ipexae Bcero, OTCYTCTBUE
3apaboTKa MOKET co37aTh (PUHAHCOBBIC TPYAHOCTH M HETAaTUBHO CKa3aThCs Ha
KU3HEHHOM YpoBHeE Jtofed. Kpome Toro, miurenbHoe Bpemsi 6e€3 pabOThl MOXKET
MIPUBECTH K MOTEPE MPOPECCUOHAIBHBIX HABBIKOB M TIOJIPHIBY YYBCTBA COOCTBEHHOTO
JIOCTOMHCTBA. B pe3ynpTare pa3odapoBaHWs B MOKMCKE BBICOKOOILIAYMBAEMOMN
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paboOThI, HEKOTOPHIC IO MOTYT COTJIANATHCS HA COMHHTEIBHBIE TPEIIOKCHUS
TpyaoycTpoiicTBa. be3paboTuiia Takke MOXKET CTUMYJIMPOBATH POCT MPECTYIMHOCTH
B OOIIIECTBE.

Ecnn 6espa60THua CTaHOBHTCA HHHTCHBHOﬁ, OHAa BBI3BIBACT CCPLC3HBIC COLIMATIBHBIC
N IICUXOJOTHYCCKUC HpO6HCMBI, KakK JIs 663pa6OTHOI‘O, TaKk U OJis1 €0 CCMBH. 910
MOXXCT  BKJIIOYaTb CHMIKXCHHUC CaMOOIICHKMH, YXYALICHUC (1)I/IBI/I‘IGCKOI‘O )41
IMICUXHUYICCKOTI'0 3O0POBbA, KOH(l)JII/IKTI)I BHYTPH CCMbH, a4 TaKXXC COLOUAJIBHYIO
N300 1 UCKIIIOYCHHUEC U3 O6IHCCTBa.

I.PutthewordsintherightwordorderandthentranslatesentencesintoRussian:
0. new/can/four/Our/fluently/divisional/languages/speak/manager/fluently.
Ournewdivisionalmanagercanspeakfourlanguagesfluently.

meeting/you/next/come/the/Can/to/week?

come/next/I/to/meeting/the/can/week.

[/come/the/next/beableto/meeting/to/won’t/week.

meeting/that/the/couldn’t/last/Sorry/to/come/l/week.

tocome/Sorry/that/lI/the/meeting/to/wasn’table/last/week.
we/can/What/do?

directly/to/hope/l/fly/tobeableto/Dusseldorf.

MrReiner/to/speak/l/wasableto/yesterday.

Thehotel/could/Ok, /I/was/alotof/from/hear/but/noise/thestreet.

10 onLakeLeman/take/was/I/a/can/trip/l/when/boat/in/wasableto/Geneva.

CoNoGRWWNE

I1.TranslateintoEnglish:

1. Borock,YTOBIAHHBINMOMEHTHEMOTYTEOETIOMOYb.

2. Henymaro,darosicMorynpuiTHHAcCOOpaHue.

3. TleperoBopsIpOBaTMINCH, TOTOMYYTOMBIHECMOTJIAIOTOBOPUTHCSIOIICHE.

4. TlocneuecTnyacoBIEPErOBOPOB,MBIHAKOHE-TOCMOTIUA00UThCAyCIIEXA.

5. EcnmBpicMOXeTeCAeNaTh3aKa3CeroIHs,MBICMOKEMOTITPABUTH3aKA3KITI THHULIC.

6. SlcunTarnopTyraabCKUMSI3bIKOUCHBTPYAHBIM. IMOTYTOHUMATHETO,HOHEMOT'YT
OBOPUTHHAHEM.

7. W3BUHUTE,HOSTHECMOTYBCTPETUTHCSICBAMUHACIICYIOIICITHEIe]Ie, HOBO3MOKHOSI
CMOT'YUYEPE3HENIEIIIO.

8. A: Bml cmoxeTe molTH Ha oOywaromuii cemuHap?b:Her, s HecMory—
SIOUCHB3aHAT.

9. U3BuHUTE,THECMOTTIPUATUHABAIIIEBBICTYIIIICHHEBUEpA. MHENIPUIILIOCHPEIIIATh

pOOJIEMBI.
10. S myman,4Toomno3aaroHacamMolIeT, HOSICMOTTIPUEXaThBadPOIIOPTBOBPEMS.
11. Kornas ObLI MOJIOIBIM,IMOT

0eraTbHEeCKOJbKOKUIOMETPOB,HEUYBCTBYYCTAIOCTH.
12. EilyganocbHalTUXOpOUTYIOpa0OTy,HECMOTPSIHATO, 4TOYHEEHETOOpa30BaHUsl.
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Matchsituationswithquestions

Makingarequest Wouldyoulikea coffee?

Askingforpermission Wouldyoulikemetocarryyourcoffeeforyou?
Offeringhelp Wouldyouliketocomewithusforacoffee?
Offeringsomething Couldyougetmeacupofcoffeefromthecan-teen?
Invitingsomebody Canlhavesomesugar?

IV. TranslateintoEnglish:

1)
2)
3)
4)
5)
6)
7)
8)
9)

HenomoskeTenuMHe JTOHECTUAITUKOPOOKH, ITOKATyCcTa?
Hexoturenuemecymna?

Mory a3anateBamimyHbIIBOIIPOC?

N3BunuTE, HEeMOTIIMOBIBBIMHECKA3ATh,KaKasATAyIUIIa?
Morynust OTKpBITHOKHO?
Hemornu6siBrI31€ChIIOCTaBUTHIONTHUCH ?
MosxxemMmbiBacnoiestugoropoaa’?
HexoTturenu,uroos1sBammomor?

Mory si3aecbcecTsb?

10) MorysB3SThTBOIOMAIIINHY HABBIXOTHBIC?

V.Work in pairs. Student A is an interviewer and Student B is an interviewee.
Student A: Follow the instructions below.
Student B: Answer the questions truthfully.
Then switch roles

e Offer tea or coffee. Ask Student B:

e Find out Student B's ability to: 1 to tell you about themselves;
1.speak any languages; 2 for the best number to contact them on tomorrow:
2.use Excel, PowerPoint or Publisher; 3 to repeat the number;

3. drive. 4if they would like to work abroad;

5 if there are any hours, they wouldn't be able to
work

VI1.Complete each conversation with can, could and would. Use each word once
in each conversation.

A:

| help you?

B: Yes. My name's Heinz Wagner. I'm here to see Martina Lopez.

A: She'll be right out you like a cup of coffee or tea?

B: No, thanks. But you tell me where the men's room is, please?

A: My cousin speak French and German by the time she was
five, and now she speaks Russian and Greek as well.
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B: Do you think she like to learn any more languages? ***

A: you like to-ask any more questions about Fabian?
B: Yes he drives? Does he have a licence?
A: I'm not sure. | phone him and ask him.

VII. Telephoning (Modal verbs) HowtomakeabusinessphonecallinEnglish?
Makingthebusinesscall. A business call has three main stages:
introduction,middlebulkandanendingsummaryofthecall.

1.

Start the call by introducing yourself or reminding the person you are calling
about who you are.

Confirm if the person you are calling is ready to talk. If not, try to arrange a
time to call back when they are available.

Clearly state the reason for your call. Stay focused and avoid engaging in
irrelevant conversation.

End the call by expressing gratitude for the other person's time. If necessary,
schedule another call and wish them a great day ahead.

Role-playthissituation
Student A - a caller:You need to postpone an important internal meeting with
theHR manager, scheduled for Friday at 9. You are supposed to discuss a new
team buildingprogram.
Student B - a telephonist: You get an internal call from someone wishing to
speak tothe head of human resources. Unfortunately, she/he is in a meeting
untillunchtime. Getmoreinformationandtakeamessage.
Student C - a receiver: You are the head of Human Resources. You get a
messagefromacolleaguewhowantstopostponeameetingarrangedforFridayat9.Ca
lIback,setanewdateandtimeandfindoutaboutanewteambuildingprogram.
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USEFUL

TELEPHONE
PHRASES

Hello/Good morning/Good afternoon
Opening a call This is (your name)from (your company’s name) ...
It's (name)
| am calling on behalf of Mr/Mrs/Ms (name)
Explaining the I'm calling about ....

reasonfor the call

| wanted to ask about ....
Are you the right person to ask?

Can | speak to (name), please?

Asking for the May | speak to (name), please?
person I would like to speak to (name) please.
| am trying to contact(name).
king.
Taking a call (name) speaking

(Company name). How can | help you?

Asking for more

Excuse me, who is calling?
| am sorry, who is speaking?

information Where are you callingfrom?
Are you sure you have the right number?
Just a moment, please.
i ?
Askifienpaakerto Could you wait for a moment,please?
il Could hold on a second, please?

Can you hold the ling, please?
The line is busy.

Transferring a call

Thank you for holding.
I'll put you through.
I'll connect you now/I'm connecting you now

LIz
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USEFUL
TELEPHONE
PHRASES

Connection
problems

+ Could you repeat that, please?

« I'm afraid | can’t hear you.

+ Can you speak up a bit, please?

+ Could you speak a little bit more slowly?

« 1 am sorry, | didn't catch that. Could you repeatthat
again,

please?

How to reply when
someone is not
available.

+ I'm afraid (name) is not available at the moment.

« I'm afraid the line is engaged.Could you call back later?
+ I'm afraid he/she is in a meeting at the moment.

Mrs (name) is out at the moment.

Take a message

+ Would you like to leave a message?
« Could | take a message?
Would like him/herto call you back?

Leave a message

+ Can | leave a message, please?

+Could you give him/her a message, please?

+ Can you tell him/herthat | called?

Could you ask him/her to call me back, please?

Suggesting a
meeting

+ Do you have time to meet next week?

« | was wondering if you mighthave time to meet next
week.

It would give us the chance to talk about...

Suggestion times
and places

* When would suit you?

* Where would you like to meet?

+ Would Monday be OK for you?

« How about ...?

Shall we say 10 o'clockin my office?

LI

I
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USEFUL
TELEPHONE
PHRASES

2]

e ]

Heactinu o + | just need to check my diary.
a5 estgion + | think that wouldbe possible.
99 Yes, that would be good for me.
* I'm calling about our meeting tomorrow.
. +| wanted to ask you if we could meet a bit

Changing ; :

earlier/postpone our meeting.
arrangements -

| was wondering if we could reschedule our
appointment.

Asking for + Could you give me a few details?

information What about ...?

* Yes, but can | just say something?
Interrupting * Well, yes, that might be true, but ....
Can | just come in here?

« That sounds very reasonable.

Reacting to * We could probably work with that.
proposals + That depends.

| don't thinkthat would be possible

+ Thank you very much foryour help.
Ending the call + Thanks for calling.
Thank you for your time

LI
l

I
T
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TelephoneSummary

DO

» planthecallthoroughly, haveclearobjectives »> callifyouareunprepar

» sendane-mailbeforeyoucallwhennecessary » assumeyourresponde

» anticipatewhattheotherpersonwillsay, > losecontrolifsomeone
prepareyourresponses.

» haveallnecessaryinformationathand. » forgetthatyourepreser

» refertothisbookforessentialphrases. » wastetime

» e-mailaheadtoallowthepersontimetoprepare. » pretendto understand

> smilewhenyouphone.Bepoliteandagreeable. » assumethepersonhast

» checkthatyourrespondentisfreetotalk. > interrupt

> beefficient.Youarerepresentingyourcompany » relyonyourmemoryfc

» usequestionstoidentifykeyissues » forgettowritedownim

» beconcise. Timeismoney. » putthereceiverdowntc

» listenactively.Confirmregularlythatyouunderstand.

» standup.ltgivesyoumoreauthority

»> speakclearlyandslowly

> allowpeopletofinishwhattheyaresaying.

» handlecomplaintspolitely.

» avoidcomplexlanguage.

» checkthattheotherpersonunderstands.

» takenotesduringacall. Writethemupafterwards.

» sendafollow-upe-mailtoconfirm.

> finish with a positive phrase
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XIl Choose between the Present Simple and Present Continuous.
1.We always sit/are sitting for hours without saying a word.

2.Kate is keeping/keeps her room tidy as a rule.

3.Don't ask me what spinach is tasting/tastes like. I've never tried it.
4.Marry is applying/applies this ointment every other day.

5.They are seeing/see each other only occasionally.

6.Next month they sign/are signing the contract.

7.Could you turn off the television? Nobody watches/is watching it
now.

8.How do you get/are you getting to your office?

9.The water in this lake seldom is freezing/freezes in winter.

10. Water doesn't exist/isn't existing on the Moon.

XIl Choose the appropriate adverbial of time. t G
1.Bob always stays at the office (since/till) six o'clock.
2.Sveta makes strawberry jam (every year/ recently). -
3.1t's freezing hard (for a long time/now).

4.People (continually/traditionally) prepare coloured eggs a

5. They are having some financial difficulties (lately/now).

6.I'm feeling rather run down (recently/at present), doctor.
7.Liza (rarely/usually) reads a lot and is extremely well-inform
8.The firm is looking for people with experience (lately/now).

9. | don't go swimming very much (as a rule/now and again).

10.The new collage opens (at once/next week).
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XIV. Open the brackets using the Present Simple or the Present
Continuous tense-forms.
1. Have you got a light? - Sorry, | (not/smoke).
2. My husband has never been to France. He (plan) to go there next
summer.

. Your bike is so clean. How often you (wash) it?

. Puipls often (think) that exams (be) a nuisance.

3
4
5. John seldom (tell) the truth. You can't believe everything he (say).
6. You (understand) what he (talk) about?

7. She (look) like her father.

8. The porridge (taste) good.

9. Your sister (be) a student now? - Yes, he (study) at the University.
10. She (play) the piano better than Liz.



UNIT II. Selling
% Introduction

Do you enjoy shopping? Do you shop
CONTRACT online?
Which of the following have you bought
online? Why?
books and magazines
holidays
groceries
jewellery
designer clothes
CDs
travel/concert tickets

e perfume

Some people prefer not to buy goods and services online. Why?
What aspects of shopping do you enjoy? What aspects do you dislike?
When was your most recent visit to the following retail establishments, and
what items did you purchase?

1. CD (1.25-1.27) Listen to the conversations of three individuals discussing
their shopping habits and answer the following questions:

What are their preferences and dislikes regarding shopping?

Which shopper's habits and preferences align most closely with your own?

Focus Vocabulary
l. Matchthewords

1. toofferadiscount  a.moy4HTHAEHBIU3aTOBAP/BO3BPAT

2. coolingoff period  b.rapanTusiBo3BparaneHer

3. togetarefund C.CITOCO0O0ILIATHI
4. d.TaHHBICKPE U THOMKAPTHI
moneybackguarantee

5. todispatchgoods  e.0ecripolleHTHBIHKPETUT
6. methodofpayment f.ormenuTh3akas

7. expirydate €.J10CTaBJISAThTOBAPbI
8. creditcarddetails  h. rapanTHIIHOEUTIOCTIapaHTHIHOCOOCTY)KUBaHUE
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9. tobuyinbulk 1.TIepr o1, BTEUEHUEKOTOPOT OKIIMEHTMOKETBEPHY ThTOBAP/ yCIYTYUTIONyYUTHHA?

10. interest- J.BEpHYTBTOBAp

freecredit

11. tocancelanorder  K.moxymatbonTom

12. aftersalesservice 1. ObITbBHAIMYNN/HEOBI THBHATUNYNH

13. toreturngoods M.TIpeTaraTbCKUIKY

14. N.XpaHUTbHACKJIA/E
tobein/outofstock

15. 0.J1aTA0KOHYAHUSACPOKAICHUCTBHUS

tokeepinawarehouse
I1. TranslateintoRussian
1. Thecustomersarepromisedtodispatchthegoodswithinaweekofourorder.
2. Weareofferedal0%discountifwebuyinbulk.
3. The company guarantees that it will refund our money if we are not fully
satisfiedwithitsservice.
4. Goodsarekeptinawarehouseuntilreadyfordelivery.
5. Agoodafter-salesserviceisjustasimportantastheproductitself.
6. Peugeotwillextendinterest-
freeloansofupto48monthsifthebuyercomesupwithadownpaymentofatleast20%.
7. Checktheexpirydateonthepacket.
8. Thecustomerisgiventherighttocanceltheserviceduringthecooling-offperiod.
9. Everythinginthecataloguecomeswithamoney-backguarantee.
10. Thebuyeraskedthesellertoreturnthegoodsunderthetermsofthecontract.

DISCUSSION 1
Please indicate which of the following statements about online shopping you
agree with:

1. "Stay home and shop online. You’re too pretty to have to look for a parking
space."

2. "I love ordering things online because when they arrive it’s like a present to

me from me."

"It’s hard to find things that won’t sell online."

"I love shopping but I only really have time to do it online.”
5. "I don’t feel bad about online shopping at work. It’s the only place where I can

spend money while | make it."
l. Read the articles below.

B~ w

TEXT1
PROS AND CONS OF ONLINE SHOPPING
Online shopping has become increasingly popular in recent years due to its
convenience and accessibility. It allows consumers to purchase products from the
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comfort of their own homes and has gained immense popularity worldwide.
However, like any other form of shopping, online shopping has its positives and
negatives. In this article, we will explore the advantages and disadvantages of online
shopping, that you to better understand its risks and benefits.

Online shopping offers numerous benefits to customers. With the widespread use of
the Internet, people from all parts of the world can now access online shopping
platforms. It provides convenience, as consumers can browse and purchase products
anytime and anywhere. This eliminates the need to physically visit stores, saving
time and effort. Additionally, online shopping often offers a wider range of products
compared to brick-and-mortar stores, allowing customers to find exactly what they
are looking for. Furthermore, online retailers frequently offer discounts, promotions,
and exclusive deals, making it an attractive option for budget-conscious shoppers.

Despite its advantages, online shopping also has some drawbacks. One of the main
concerns is the inability to physically inspect and try on products before making a
purchase. This can lead to dissatisfaction if the item received does not match the
customer's expectations. Moreover, there is a risk of fraud and security breaches
when providing personal and financial information online. Although reputable online
retailers implement security measures, it is essential for consumers to remain vigilant
and cautious while sharing sensitive data. Additionally, delivery delays, shipping
costs, and the possibility of receiving damaged or incorrect items are potential
disadvantages of online shopping.

Online shopping has become increasingly popular due to its convenience and
accessibility. It offers a wide range of products, time-saving options, and attractive
discounts. However, customers should be aware of the potential risks associated with
online shopping, such as the inability to physically examine products, security
concerns, and potential delivery issues. By understanding the advantages and
disadvantages of online shopping, consumers can make informed decisions and
maximize the benefits while minimizing the risks.

Advantages
Online shopping offers the convenience of purchasing items from the comfort of
your own home, eliminating the need to visit physical stores or malls. All you have
to do is browse a website, search for the desired product, and make a purchase with
just a click. The product will then be delivered to your doorstep, making the process
easy and hassle-free. Another advantage is the flexibility it provides, as online stores
are open 24/7, allowing you to shop whenever it suits you.

One of the main benefits of online shopping is the wide variety of products available.
Instead of visiting multiple stores to find different options, online platforms offer a
vast selection of products in one place. This makes it easier to compare features and
prices, helping you make informed purchasing decisions.
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Moreover, online shopping often presents special discount schemes to attract
customers. Taking advantage of these offers can save you a significant amount of
money. Additionally, shopping online allows you to avoid aggressive salespeople
who may pressure you into buying products you don't need or want.

Overall, online shopping offers convenience, variety, easy product comparison,
potential savings, and a more relaxed shopping experience compared to traditional
in-store shopping.

Disadvantages

One disadvantage is the
time gap between making a
payment and receiving the
product. Unlike in physical
stores, you cannot try out
the product before
purchasing it, which may be
a preference for many
people. Additionally, high
shipping Ccosts can
significantly increase the
total expenditure, especially
if the product is being shipped from another country, leading to additional taxes.
Another concern is the security of payment methods. With the rise in security issues,
using debit or credit cards for online payments can be risky. It's crucial to ensure that
the payment gateway is secure before making a purchase. Furthermore, there is
always a possibility of product damage during shipping. If the product arrives
damaged, it may take several days to receive a replacement, or the company may not
offer a replacement at all. The convenience of online shopping can be problematic
for shopaholics, as it may tempt them to make impulsive purchases, leading to
unnecessary expenditure. Billing errors are also more common in online shopping,
and resolving such issues can be a lengthy process that requires patience and time.
It's important to note that online shopping often requires a debit or credit card for
payment, and only a few websites provide the option of paying in cash or by check
upon delivery. If you are new to online shopping, it is advisable to seek tips for safe
online shopping from friends or relatives who have prior experience. Ultimately, it is
essential to weigh the pros and cons and make an informed decision about whether
online shopping is right for you.
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TEXT 2
ECOMMERCE SELLING AND
BUYING PRODUCTS ONLINE
The internet has become the primary
source of information in today's world.
People rely on it to search for various
types of information, engage in activities
like email and chat, and even spend
money on online transactions. E-
commerce, which involves buying and
selling products online, has gained
immense popularity. Many individuals
participate in e-commerce daily, either as
sellers or buyers. The most common form of e-commerce is purchasing products or
services from online stores. Businesses now have their own e-commerce websites
where they showcase their offerings and customers can browse, gather information,
and make purchases. The entire process takes place online, from placing orders to
making payments, and the products are delivered within a specified timeframe.

To effectively sell their products, every company needs to establish an e-commerce
website. This requires an appropriate e-commerce web design that attracts more
visitors to the site and encourages them to make purchases. A well-designed e-
commerce website should be powerful enough to convert visitors into customers.
Additionally, there are also online platforms solely dedicated to e-commerce, where
people from around the world can sell their products or services. These platforms
charge a small percentage of the sold item as their fee. Since these sites are highly
popular, sellers don't have to worry about driving traffic to their products.

It is widely acknowledged that the success of an e-commerce website heavily
depends on its web design. A well-executed e-commerce web design not only attracts
visitors but also converts them into buyers. Its significance should not be
underestimated.

Furthermore, a good e-commerce web design goes beyond aesthetics and user
experience. It should incorporate essential features such as easy navigation, clear
product categorization, intuitive search functionality, and secure payment gateways.
The design should also prioritize mobile responsiveness to cater to the growing
number of users accessing the internet through smartphones and tablets.

In addition to design, effective product descriptions, high-quality product images,
and customer reviews play a crucial role in influencing purchasing decisions. These
elements help build trust and credibility, reassuring potential buyers about the quality
and reliability of the products or services.
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DISCUSSION 2

You work for a magazine that provides information about products and other
issut relevant to consumers. It is your job to evaluate and compare products and
prepare reports about them.

With your team:

1. Select the products that you want to compare.

2. Research and describe the features of your chosen products.

3. Describe the benefits of the products for the consumer.

4. Find out if it is possible to buy these products online.

5. Determine the cost of buying these products online as compared with a regular
store.

6. Discuss the benefits of both types of shopping.

7. Present your findings to the rest of the class.

MONEY
DISCUSSION 3
In group discussions, please state whether you agree or disagree with the
following statements and provide your reasons:

1. The existence of the wealthy is dependent on the existence of the
impoverished.

2. The government has a responsibility to provide support for homeless and

economically disadvantaged individuals.

The solution to poverty lies in the act of sharing.

Poverty encompasses more than just the lack of food; it also involves the

absence of affection.

B W

DISCUSSION 4

What are the primary functions of money in an economy?

How has the concept and form of money evolved throughout history?

3. What are the advantages and disadvantages of using a digital currency like

Bitcoin?

How does inflation impact the value of money and the overall economy?

What role do central banks play in managing a country's money supply?

What are some potential risks and challenges associated with the widespread

adoption of digital currencies?

7. How does the exchange rate between different currencies affect international
trade and investment?

8. What factors contribute to the value of a country's currency in the foreign
exchange market?

9. How can individuals effectively manage their personal finances and make wise
financial decisions?

10.In what ways does the concept of money influence social and economic
inequality within societies?

N =

B

o o
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TEXT 3
WHAT IS MONEY?

Commodity Money: Commaodity money has intrinsic value derived from the
material it is made of, such as gold or silver. It has both monetary and commodity
value, making it desirable for trade.

Fiat Money: Fiat money has no intrinsic value and is not backed by a physical
commodity. Its value is derived from government decree or legal tender laws, which
require its acceptance as a form of payment. Most modern currencies, including the
US dollar and the euro, are fiat currencies.

Digital Money: With technological advancements, digital currencies have
gained popularity. Cryptocurrencies, such as Bitcoin and Ethereum, operate on
decentralized networks using cryptographic protocols. They offer secure and
efficient transactions, challenging traditional financial systems.

Money and the Global Economy: Money plays a crucial role in the global
economy, facilitating international trade and investment. Exchange rates between
different currencies determine the relative value of money across nations. Central
banks, like the Federal Reserve in the United States or the European Central Bank,
regulate the money supply and interest rates to manage inflation, stabilize economies,
and promote economic growth. The Importance of Monetary Policy: Monetary
policy refers to the actions undertaken by central banks to control the money supply
and interest rates within an economy. By adjusting these factors, central banks can
influence inflation, economic growth, and employment levels. Through tools such as
open market operations, reserve requirements, and interest rate changes, central
banks can expand or contract the money supply to maintain price stability and
promote economic stability.

Inflation and Deflation: One of the significant challenges related to money is
managing inflation and deflation. Inflation occurs when there is a sustained increase
in the general price level of goods and services over time. It erodes the purchasing
power of money, reducing the value of savings and income. Central banks aim to
keep inflation within a target range to maintain price stability and prevent economic
distortions.

Conversely, deflation refers to a sustained decrease in the general price level.
While it may seem beneficial as prices decrease, deflation can hinder economic
growth. It can discourage spending as consumers anticipate further price reductions,
leading to decreased business investment and a slowdown in economic activity.
Central banks employ monetary policies to counter deflationary pressures and
stimulate economic activity when necessary.

The Rise of Digital Currencies: In recent years, digital currencies, particularly
cryptocurrencies, have gained considerable attention. Operating on decentralized
networks known as blockchains, cryptocurrencies offer unique features such as
transparency, security, and potential anonymity. They enable peer-to-peer
transactions without the need for intermediaries, making cross-border transactions
faster and more efficient.
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Bitcoin, the first and most well-known cryptocurrency, introduced the concept
of a decentralized digital currency. Since then, numerous other cryptocurrencies,
including Ethereum, Ripple, and Litecoin, have emerged. These digital currencies
have created new possibilities for financial innovation, including smart contracts,
decentralized finance (DeFi), and non-fungible tokens (NFTSs).

While digital currencies offer exciting possibilities, their adoption and
regulation pose challenges. Governments and regulatory bodies worldwide are
grappling with issues such as consumer protection, money laundering, and the
stability of financial systems. As the technology evolves, finding the right balance
between innovation and regulation will be crucial for the widespread acceptance and
integration of digital currencies into the global monetary landscape.

Conclusion: Money is a fundamental pillar of modern economies, serving as a
medium of exchange, a store of value, and a unit of account. Its evolution from
simple bartering to sophisticated digital currencies reflects the progress of human
civilization. Central banks and monetary policies play a vital role in maintaining
stability, managing inflation, and promoting economic growth. As digital currencies
continue to gain prominence, they offer exciting possibilities and challenges for the
future of money. Understanding the nature and functions of money empowers
individuals and societies to navigate the complex world of finance and make
informed decisions.

TEXT 4
IMPORTANT CHARACTERISTICS OF MONEY

Money is a fundamental concept in modern economies, serving as a medium
of exchange, a unit of account, and a store of value. It enables the smooth
functioning of economic transactions and facilitates economic growth. To fulfill
these roles effectively, money must possess certain essential characteristics. In this
article, we will explore the key characteristics of money and understand why they are
crucial for a well-functioning monetary system.

Medium of Exchange: One of the primary functions of money is to serve as a
medium of exchange. It should be widely accepted in transactions for goods and
services. Money eliminates the need for bartering, enabling efficient trade by
providing a universally recognized and trusted means of exchange. By accepting
money, sellers can store value and easily exchange it for other goods or services of
their choice, promoting economic activity.

Unit of Account: Money serves as a unit of account, providing a standard
measure for valuing goods, services, assets, and debts. It allows for easy comparison
and pricing of different items in a consistent and standardized manner. By using a
common unit of account, individuals, businesses, and governments can assess the
relative value and make informed decisions about production, consumption,
investment, and taxation.
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Store of Value: Money should act as a reliable store of value over time. It
should maintain its purchasing power and preserve wealth. People should have
confidence that the value of money will not erode significantly over time due to
inflation or other economic factors. A stable and trustworthy currency ensures that
individuals can save money for the future, invest in assets, and plan for long-term
financial goals.

Divisibility: Money should be easily divisible into smaller units without losing
its value. This characteristic enables the precise pricing of goods and services and
facilitates transactions of various sizes. Divisibility allows for flexibility in economic
exchanges, accommodating both small and large-scale transactions. Money that lacks
divisibility may hinder economic activity and impede the efficient allocation of
resources.

Portability: Money must be easily transportable, allowing for convenient and
secure transactions. It should be compact, lightweight, and easily carried from one
place to another. Portability ensures that money can be exchanged without significant
logistical challenges, enabling seamless trade and commerce across regions and
countries.

Durability: Money should be durable and able to withstand repeated use
without significant deterioration. It should retain its physical integrity and remain
intact during circulation. Durability ensures that money can be used repeatedly over
an extended period, maintaining its value and usability. Fragile or easily perishable
forms of money would pose practical challenges and undermine its effectiveness.

Fungibility: Money should be fungible, meaning that each unit of currency is
interchangeable and indistinguishable from another unit of the same denomination.
This characteristic ensures that all units of money are equal in value and can be
freely exchanged. Fungibility allows for seamless transactions, as any unit of money
can be used to settle debts or make purchases without any differentiation in value.

Acceptability: Money must be universally accepted as a form of payment for
goods, services, and debts. It should be recognized and trusted by individuals,
businesses, and institutions within a given economic system. Acceptability ensures
that money can be used for transactions across a wide range of participants,
promoting economic integration and efficiency.

Scarcity: Money should possess an element of scarcity to maintain its value. If
money were overly abundant, it would lead to inflation and diminish its purchasing
power. By maintaining a controlled supply, money retains its value and encourages
responsible economic behavior, such as saving and investment.

Legal and Regulatory Framework: Money requires a legal and regulatory
framework to establish its legitimacy and enforce its use. Governments and
regulatory bodies play a vital role in establishing and maintaining the integrity of
money through legislation, monetary policy, and oversight. This framework ensures
trust, stability, and confidence in the monetary system.

Conclusion: The characteristics of money are crucial for its successful
functioning as a medium of exchange, unit of account, and store of value. By
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embodying these essential traits, money facilitates economic transactions, promotes
economic stability, and underpins the smooth functioning of economies. As financial
systems evolve, it is essential to uphold these characteristics, whether in physical or
digital forms of money, to ensure trust, efficiency, and confidence in financial
transactions. Understanding the significance of these characteristics allows us to
appreciate the importance of money as a foundational component of our modern
economies.
WORD STUDY
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The word "cash" is uncountable. How much cash do you have on
you?Please select the appropriate definition for the following
vocabulary items related to the word "cash” using the explanatory
dictionaries.
l.cash flow is
a)the conversion rate between currencies;
b)money which is immediately available;
c)movement of money into and out of business.
2.petty cash is
a)small denomination coins;
b)money held in a business to cover small expenses;
c)pocket money given to children.
3.cash dispenser is
a)someone who spends money;
b)machine in or outside a bank from which you can get money with a card;
c)device used to sort out money.
4.cash register is
a)machine used in shops to record the money;
b)a special book where you keep the record of money coming in and getting
out;
c)person who records money in a bank.
5.cash-and-carry is
a)method to pay for the transport of goods;
b)large shop where goods are paid at cheaper prices and removed by

customers;

c)money you receive for delivering the goods.

|

Y Grammar
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I.Read the conversation. Choose the correct modal verb.

A: Hello! What’syour name, please?

B: My name’s Helen.

A: How do you feel you must, you can and you may in your dailyactivities, Helen?
B: Well, it depends on the day and on the activities.

A: What do you mean?

B: On weekdays,| feel | must, sometimesl may and most often | can. On Sundays,| feel | may, but
sometimes | feel | must again And | can or | can't.

A: Oh, but still what do you mean by that?

B: On weekdays | have 3-4 classes. | (must / may) get up at 7o’clock. | (must / may) take some meal
and (must / can) leave home. | (should / can) get to the University on foot, but | seldom do it. |
(shouldn’t / mustn’t) be late. | (am able to / must) come at 8.30, so | take a bus to get on time. |
(must/may) be active in class. | (can / must) stay in the University till.

At 12. 00 we (may / need) have lunch. | want to become an economist, so | (must / may) do all this.
On Sunday | (am to / may) do whateverl like. | (am allowedto / may) sleep late if | like. | (should / may)
stay at home,or go to the cinema.l feel | must on Sundays too.| feel that I (will / must) do my
homework and | say that | can do it.

A: Oh, | see. Thanksso much, Helen! S%’\k

A

RS

I.Put the words in the right word order and then translate sentences into Russi

1.months / new / are / product / six/ we / a / launching/ in.

2.customers /sales/to/the/ are/our/ closer/ resources

3.year /investing/ this /you/ in /money/ are/more.

4 have / businesses / employees /98 percent / of /20/ U.S. /less/ than.

5.don’t / fulltime / want / hire /all/companies / to / staff.

6.celebrate/ founded / September 27 / we / WorldTourism Day/ by/ on/ the / UnitedNations
7.says / Federal Communications Commission / can't /newly-approved / 9/in / Lifeline program/
companies /participate/ in /the.

8.goods / economy / an/ production / distribution /the / area /a/ is/ and/

of/consumption /services/an/ of/ and.

9.most / this /the / what / sector /companies /in / are / profitable?

10.companies / survey / conducted/result / professional / a/ is / the / by / of /IT /this.

TS
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lll. Open the brackets using Present Simple or PresentContinuous.

1.  They rarely ... out by more than a dozen machinesa year (buy).

2. Atmoment, they .... for the presentation (prepare).

3. When two or more partners ... the firm, they are usually called partners (control).
4.  What project you .... on now ( work)?

5. They always ... your silly questions(ask)!

6. Poor service and frequentdelays often ...anairline's reputation (harm)
7. Ourcomputers...well at the moment (not/tosell)

8. ltonly... our department two days to prepare the annual report (take).
9.  Which market segments.  theyusually (target)?

10. He...the testing of some new machines this week (supervise).

o

IV. Choose between the Past Simple and Past Continuous tense-forms.

Thomas Edison started/was starting work on the railway when he was twelve, selling
newspapers and snacks. There were long periods with nothing for him to do so he built/ was
building himself a little laboratory in the luggage van where he could carry out experiments
when he didn't sell/ wasn 't selling things to passengers. Another thing that he occupied/was
occupying himself with was reading. Rejoined a library and read/was reading every single
book in it.

One day, when he_waited/was waiting at a station he noticed/was noticing a small boy who
played/was playing_ by the track, unaware that a train approached/was approaching. Edison
ran/was running out and grabbed/was grabbing the child just in time. The child's father was
so grateful that he_offered/ was offering to teach Edison to be a telegraph operator. Edison
accepted the offer and soon he had/was having regular lessons. After a year, he was good
enough to get a job in the telegraph office. He continued to read and experiment, whenever
he had/was having time. At twenty-one he left/ was leaving the telegraph office to devote all
his time to be an inventor. He went/was going_to invent the electric light bulb, the photograph
and the movie camera.
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V. Choose the suitable adverb.
1.Everyone was talking but stopped (then/the moment) Mr Gray entered the room
2.1 lived in London (until/by the time) | was 20.
3.(While/Once) | was chewing a piece of meat, my tooth fell out.
4.Jhon always let me know (at the time/whenever) he was going to be late.
5.Now, Mr Smith, what were you doing (between/by) ten and ten thirty last night?
6.1t wasn't (until/up to) last year that they could afford to buy a car.

7.1 was sitting at my report (by 5p.m./at 5p.m.).
8.(When/While) | got to the cinema Jack was waiting for me.
9.He was drinking quite a lot (these days/those days).

10. (When/During) | was shopping | met Bob, my sister's boy-friend.

R

VI. Open the brackets putting the verbs in the Past Simple or the Past Continuous tense-forms.
1.When the door-bell (ring) he (stand) up and (go) to the door.

2.1t (rain) hard this morning when | (wake up). E},
3.While | (have) breakfast this morning, my sister (phone) from Mexico. VR\S
4.When | (see) his face, | (realize) my mistake. i’

5.1 (take) my umbrella because it (rain).

6. Yesterday morning he (wake up) late and (miss) his breakfast.
7.When he (work) in the garden he (hurt) his knee.

8.Kate (wait) for the bus when | (see) her.

9.1 (look) out of the window and (see) that it (snow) hard.

10. When the parents (come) from the theatre yesterday evening, the children (sleep).

VII. Choose between the Present Perfect and the Past Simple tense-forms.
1.Hello, Mr... er ... Mr - I'm sorry, forgot/have forgotten your name.

2.News just came in/has just come in of an earthquake in Southern Mangrovia. According to
first reports the quake struck/has struck just after midnight last night.
3.Alice bought/has bought a new car. - Really? Where did she get/has she got the money?
4.1 have often wondered/often wondered what he does for a living.

5.He was/has been ill before Christmas, but he has been/ was fine since then.
6.Things have been/were difficult since Sharon has lost/ lost her job.

7.Paul was/has been keen on music since childhood.

8.Did you two meet/Have you two met before? David, this is Ann.

9.Did you see/Have you seen Jane by any chance? There's a letter for her.

10. This is the only occasion that | have seen/saw him wearing a tie.

e .

@
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VIII. Choose the appropriate adverbial of time.

1. I can't remember when/how long | have had this CD player.
2.Have you eaten asparagus before/already!

3.Did you live here in/since 1995?

4.1 always got up at six lately/in those days.

5.She fell asleep an hour ago/for an hour.

6.1 haven't paid for my ticket still/yet.

7.We've known each other since/for many years.

8.They haven't seen Carol since/for last year.

9.Actually | had dinner with Paul last night/lately.

10.Tire other clay/Lately Nick received a parcel from home.

IX. Open the brackets using the Present Perfect or the Past Simple tense-forms.
1.1 (shout) at them and they (run) away.

2.What's the best film you ever (see)!

3.Simon is not at home. He (go) to a football match.

4.1t was such a wonderful performance that we (applaud) for fifteen minutes.
5.Why do you look so sad? Anything (happen)!

6.Jaime lives in Venezuela; he never (see) snow.

7.1 (not/wake) at 7 o'clock yesterday, because my mother (not/be) at home.
8.Anyone (see) my dictionary? | can't find it.

9.A lot of rain (fall) last week.

10.When | (get) home late yesterday evening my dad (be)

very angry.

X. Open the brackets using the Present Perfect Continuous/ Present Perfect/Present
Simple/Present Continuous tense-forms.

1.How long he (live) in Manchester? - All his life. He was born there.

2.Mr. Woods (not/feel) well for over a month.

3.Look. Can you see Simon over there? - He (sit) in the corner. - Yes. He (wait) for Jack. He (sit
here since two

o'clock.

4.They (be) in London now. They (live) there for the last six months.

5.1 (learn) Spanish since last year.

6. How many driving lessons you (have) lately?

7.They (repair) the road all this week, but they (not/finish) it yet.

8.Where you (be)!1 (wait) for you for over an hour.

9.1 (type) this report since yesterday and I'm only halfway through.

10.Your mum is still in the kitchen. She (cook) all the morning. - Yes.We (expect) guests
tonight.

@

A

?
e

)
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UNIT I11. Marketing

 Introduction

l. Discuss the questions

1. Of the advertisements that you saw on your way here today, which caught your
attention most?

2. 2. What elements of an advertisement appeal to you- image? color? language?
design? humor?
Il. Look at the following advertisements and write phrases from the ads in
theappropriate categories(appearance, choice, durability after-
salesservice/protection, feelings, quality, appealing features, price/cost).

JAMET COMPUTERS SINCE 2019

INDUSTRY ,’\\': A\
coMPUTER NI
PRINTER _ S -

Lightweight
Smart Scanner 8 ‘ Faster processor

10% off
14-in screen

Smart Printer

Fax Machine

Photocopy Machine 1yr. mfg.warranty

reallygreatsite.com CONTACTUS

SPORT SHOES |

»

o) |

I11. In pairs, answer these questions about the advertisements.
1. What products/services are these advertisements trying to sell?
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2. What age group(s) and socioeconomic group(s) are they aimed at?

3. How effective do you find the advertisements?
IV. In pairs, discuss other advertisements that you have seen recently that
caught your attention. Use expressions from the box to help you if you wish.

This ad appeals to me because...... I like the graphics and......
It gives me a sense of...... I find it attractive because of.....
It makes me think of........

l. Match the words to their definitions.

1. product 1) the cost to the buyer of
goods or services

2. price 2) informing customers about
products and persuading
them

3. promotion 3) where goods or services are
available

4. place 4) goods or services

Il.  For each group of words below (1-5):
e fill the missing vowels to complete the word partnership;
e match each of the three-word partnership to the correct definition (a-c)

1 market research a) the percentage of
sales a company has
s gm_nt b) information about
what customers want
and need
sh_re c)a group of customers

of similar age, income
level and social group

2 consumer b hv r a)description of a
typical customer

pr fl_ b)where and how
people buy things
g_ds c)things people buy for
their own use

3 product |_nch a)introduction of a

product to the market

| f cycl b)length of time people
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continue to buy a
product

r ng_ c)set of products made
by a company

4 sales frc st a)how much a company
wants to sell in a period
fgrs b)how much a company
thinks it will sell in a
period
trg t c)numbers showing

how much a company
has sold in a period

5 advertising c_mp_gn a)a business which
advises companies on
advertising and makes
ads

b dg_t b)an amount of money
available for
advertising during a
particular period
_g_ncy c)a programme of
advertising activities
over a period, with
particular aims

I11. CD (2.15) Mark the stress on the word partnerships in Exercise Il. Listen
and check your answers.

Example: 'market re 'search
IV. CD (2.11-2.14)Listen to four consumers talking about different products.
Decide which of the four Ps each speaker is discussing: product ,price, promotion
or place.
V.  Choose a well-know brand for each of these categories. For each brand,
think about the questions

e car/motorbike e food/drink
(BMW, Mercedes)
e mobile phone/ camera e Mmagazine/newspaper
e clothing/perfume e computer/electronic goods
1) What is the product range of the brand? (The range includes cars, vans and
trucks.)

2) Which market segment is it aimed at in your country?
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3) What is a typical consumers profile for the brand? Include the following (age,
gender, job, income level, interests, other products the consumer might buy)

DISCUSSION 1
. Discuss these questions.
What images spring to mind when you hear the word ‘marketing’?
Would you like to work in marketing?
3. What marketing tactics do you think are very successful?
Il.  Read the article.

A -

TEXT 1
MARKETING

Marketing plays a pivotal role in the success of any business. A well-crafted
marketing strategy can help companies identify and seize opportunities, effectively
target their audience, develop competitive products, establish the right pricing
strategies, and promote their offerings through appropriate channels. To achieve
these goals, a successful marketing strategy should comprise several key components
that work together to propel a business towards success. In this article, we will delve
into these essential components and explore how they contribute to the overall
effectiveness of a marketing strategy.

Market Analysis and Opportunity ldentification: A successful marketing strategy
begins with a thorough market analysis. This involves researching and understanding
the industry landscape, identifying consumer needs and preferences, and evaluating
potential market opportunities. By gaining insights into market trends, competitors,
and customer behavior, businesses can identify gaps in the market and tailor their
offerings to meet customer demands effectively.

Target Audience Segmentation: Knowing your target audience is crucial for
developing a successful marketing strategy. By segmenting the market based on
demographic, psychographic, and behavioral factors, businesses can create
personalized marketing messages that resonate with specific customer groups.
Understanding the unique needs and preferences of different segments allows for
more targeted marketing efforts, leading to higher customer engagement and
conversion rates.

Marketing Mix Development: The marketing mix, also known as the "Four Ps"
(Product, Price, Place, Promotion), forms the core of a marketing strategy. Each
element of the marketing mix plays a vital role in creating value for customers and
achieving business objectives.

a) Product: Developing a compelling product or service that meets customer needs is
essential. A successful marketing strategy involves creating a differentiated offering
that stands out in the market and provides unique benefits to customers.
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b) Price: Pricing strategies should align with customer expectations and market
dynamics. By considering factors such as production costs, competitor pricing, and
perceived value, businesses can set optimal prices that maximize profitability while
remaining attractive to customers.

c) Place: Choosing the right distribution channels and ensuring the availability of
products in the right locations are crucial. Effective distribution strategies ensure that
products reach customers conveniently, providing a seamless buying experience.

d) Promotion: Promotional activities encompass advertising, public relations, sales
promotions, and other communication strategies. By selecting the most appropriate
channels and crafting persuasive messages, businesses can raise awareness, generate
interest, and ultimately drive sales.

Threat Analysis and Mitigation: While focusing on market opportunities is crucial,
businesses must also consider potential threats. Identifying and assessing external
factors that could impact operations, such as emerging competitors, changing market
trends, or economic conditions, is vital for mitigating risks. Successful marketing
strategies incorporate contingency plans and adapt to changing circumstances,
leveraging threats as opportunities for growth and innovation.

Implementation and Evaluation: A marketing strategy is only as effective as its
implementation. Businesses must execute their plans meticulously, aligning
resources, assigning responsibilities, and monitoring progress. Regular evaluation of
marketing efforts against predefined metrics allows for ongoing optimization and
refinement. By analyzing results and making data-driven decisions, businesses can
fine-tune their strategies, capitalizing on successes and addressing areas that require
improvement.

Conclusion: A successful marketing strategy encompasses a holistic approach that
considers market analysis, audience segmentation, the marketing mix, threat analysis,
and effective implementation. By integrating these key components, businesses can
create a cohesive and well-rounded marketing strategy that drives growth, enhances
customer satisfaction, and ultimately contributes to the overall success of the
organization. Embracing these components as the foundation of marketing initiatives
empowers businesses to navigate challenges, seize opportunities, and establish a
strong competitive advantage in the dynamic marketplace.

TEXT 2
MARKETING MIX
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People who are considering starting a business, regardless of its size, should acquire
knowledge in the field of marketing. Marketing plays a vital role in the success of a
business, with a primary focus on satisfying customers, delivering quality, and
creating consumer value.One of the most widely employed strategies in marketing is

the Marketing Mix, also known as the 4Ps: price, place, product, and promotion. The
marketing mix refers to a set of controllable tactical marketing tools—product, price,
place, and promotion—that a company combines to achieve the desired response
from the target market.

The concept is straightforward. Think about another common mixture - a cake
mixture. All cakes include eggs, milk, flour, and sugar. However, you can change the
final cake by adjusting the quantities of these ingredients. For a sweeter cake, add
more sugar!

It's the same with the marketing mix. The offering you present to your customers can
be modified by varying the elements of the mix. For a high-end brand, increase the
emphasis on promotion and reduce the importance placed on price. Now let's
examine the components of the marketing mix in more detail.

Product: A product is something that a business owner sells to their target
customers. It can be a physical item or a service. When creating a product, factors
like design, quality, packaging, features, after-sales service, and customer support
should be taken into consideration. Before starting a business, it's important to
research the market and understand the demands and needs of your potential
customers. Additionally, providing warranty, service, and support is crucial.
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Place: Place refers to the activities a company undertakes to make its products
available to customers. It involves the distribution channels or intermediaries that
help move goods or services from the manufacturer/service provider to the end user.
This can include the physical location of your business, distributors, storefronts,
online presence, and logistics.

Price: Price is the amount of money customers have to pay to purchase a product or
service. Setting the right price involves considering factors like discounts, credit
options, cash or credit purchases, and efficient manufacturing processes to reduce
costs. Marketers aim to increase the perceived value of their products or services to
buyers or consumers.

Promotion: Promotion encompasses all the activities marketers undertake to inform
consumers about their products and encourage them to make a purchase. It involves
various methods such as direct marketing, sales promotion, advertising, and personal
selling. Understanding your target market and their perspective is important in
motivating them to choose your business. Advertising, publicity, and public relations
are essential for keeping your product or service ahead of competitors.

The 4 Ps of Marketing are valuable in starting a business as they help you avoid
common marketing mistakes and increase the chances of success. It's crucial to
acquire the necessary knowledge and skills to effectively implement these principles
in your venture.

DISCUSSION 2
I. Discuss these questions in small groups.
1. Who in your group is wearing clothes or shoes of a well-known brend?
2. Why are these brands popular?
3. What is the difference between a logo, a brand, and a tredemank?Think of
examples of each.

TEXT 3
I. Read the article below. Look at the following words and symbols and answer
the questions.
1. Which of these symbols do you recognize?
2. Are these words and symbols logos, brands, or trademarks?
3. What adjectives would you use to the productsassociated with these logos,
brands, or trademarks?
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CONSEPTOFMARKETING

|
oot Qauct ¥ Price
Adidas has a wide variety of products that they sell. They sell ' Il

athletic shoes, casual shoes, Apparel, sports equipment, == Adidas products are generally cheaper than
and have begun to sell body fragrances. Adidas also bought out %3 Nike products, however, pricing can be directly
Reebok(who sells the same types of products) in 2005 for 3.8 proportional to the type of technology used in

billion dollars. Adidas also owns Taylormade
and these Adidas Reebok and Taylormade
\ together are called the Adidas group

the product. Although Adidas' pricing is lower
than Nike's it is still higher than companies such
as Reebok and Under Armour and | would
consider them exclusively priced. Adidas does

discount as well.
B W=
-— adidas

Place @ Promotion

You can buy Adidas products in many places such as Target, # Adidas promotes its company in many
Walmart, Dicks Sporting Goods, Dunhams, and all other ays, including advertisements,

sporting goods stores. You can also get Adidas products online TARGET sponsoring professional athletes and
at their website, Eastbay and many other sports retailers. Adidas' professional sports teams, they also
headquarters is in Herzogenaurach, which is in Bavaria, Germany. have televison commercials. Adidas
Adidas' production sites are located in Germany(1), Sweden(1), Finland(1) also promotes itself through personal
USA(4), Canada(5), China(1), and Japan(1). Adidas works with more than selling by having workers answer

1,070 independent factories from around the world who manufacture

questions and explain products in their
their products in 67 countries

EVERY SEASON STARTS AT many stores around the world.

nch s ! fﬂmamn FAMILY 4 0‘% OFF A
Walmart . 2 S| SPORTING GooDs. “40%O0FF £ ‘ Shopping

Save money. Live better.

TRANSLATION
HccnenoBarenn pblHKa 3aHUMAIOTCS BBISBICHUEM MOTEHIMAIBHBIX KIMEHTOB, T.€.
JIOZEH, KOTOpbIE, 0 UX MHEHHIO, OyAYyT MOKYNaTh OMpeeiaeHHbIi ToBap. OCHOBHAs
L[€JIb MAPKETUHIOBOI'O HCCIICIOBAHMS 3aKIIOYAECTCA B OIPEACICHUN OINTHUMAIbHON
KOMOMHAIIMA MapKETUHTOBBIX 3JIeMeHTOB. [lociie TiaTenbHOoro aHanus3a Kaxaoro us3
YeThIpeX KOMIIOHEHTOB MapKETHHTOBOM MporpaMMbl pa3padaThIBAeTCsl CTPaTErvs
MapKETHUHTOBBIX MeponpusTuil. Eciu MapKeToior BBIOJIHUI CBOIO PaboOTy XOPOUIO
U TPaBWIbHO OMNpENeInsl MOTPeOHOCTH MOKYMATeNs, CO3/ajl MpHUBJIEKATEIbHBINA
OPOAYKT, YCTaHOBWUJI KOHKYPEHTOCIIOCOOHYIO II€HY, Halen YyAOOHbIe KaHaJbl

53



pacmpesieieHusT W TPOABIXKEHHS TOBapa, TO TaKOW MPOAYKT OyIeT YCIEUIHO
IIPOIaBaTHCA.

DISCUSSION 3
Put steps of successful marketing in the right order, fill in this chart with
your own components,

prepareandgiveaspeechbasedonyourfirm'smarketingmixanalysis.

You have embarked on a new small-business venture, and congratulations on that!
However, for your product or service to thrive, it must be the right product, sold at
the right time, to the right customer, in the right market. While it may initially seem
straightforward—create a desirable product, place it where potential customers
frequently visit, price it appropriately based on the value it offers, and ensure it
aligns with customers' buying preferences—it actually entails a great deal of hard
work. You need to invest time in understanding what customers truly want,
identifying their shopping habits, determining how to produce the item at an
appealing price point, and synchronizing all these factors to meet customers'
demands at the opportune moment. So, where do you begin?

To ensure the success of your product, it is crucial to have a personal and emotional
commitment to its triumph. Once you have a specific product or service in mind,
your journey starts with conducting a thorough analysis. One of the most well-known
models that can assist you in this process is the 4Ps of Marketing. This model
enables you to define your marketing strategies in terms of Product, Place, Price, and
Promotion (as mentioned in the previous text). Incorporating this model into your
planning process for the new venture will prove beneficial.

Product Price

MarketingMix

(Yourcompanyname)

Place ........................ Promotion
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MARKETING| MIX

Here are some questions that will help you understand and define each of the four elemen

Product/Service

*What does the customer want from the product /service? What needs does it satisfy?
*What features does it have to meet these neads?

*How and wherewill the customeruse it?

*What does it lock like? How will customers experience it?

*What is it to be called?

*How is it differentiated versusyour competitors?

Place

*Where do buyers look for your product or service?

*If they look in a store, what kind? A specialis: boutique or in a supermarket, or both? Or
online? Or direct, via a catalogue?

Price

*What is the value of the product or service tc the buyer?

*What discounts should be offered to trade customers, or to other specific segments of you
market?

*How will your price compare with your competitors?

Promotion

*Will you reach your audience by advertising online, in the press, on TV, on radio, or on
billboards?

*When is the best time to promote? Is there s2asonality in the market?

*How do your competitors do their promotions? And how does that influence your choice of

promotional activity?




I. Open the brackets using the appropriate passive forms.

1.The Tower of London formerly (use) as a prison.
2.Progress (make) every day in the world of science.
3.He saw that the table (push) into the corner.

4.Empty bottles must (throw away), the sooner the better.
5.Photographs (take) after the ceremony.

6.1 never (speak to) like that before.

7.Ann (show) how to bath a baby by her elder sister.

8.A big battle (fight) here 200 years ago.

9.These books must not (take) away from the reading-room. 10. Milk (use) for making butter
and cheese.

10.In some countries women still (deny) the right to vote.

Il. Practice on the use of the various tense-forms in the active/passive voice

Bernard and Francis Bashet (be) brothers. They (live) in Paris and (work) with new sounds and
shapes for making music. But they always (not/do) this, though; for a long time Bernard
(manage) a factory and Francis (run) a business in Argentina. Then about 30 years ago they
(take) their savings and (begin) the work they (do) now. First they (learn) about how classical
musical instruments (make). And since that time they (begin) inventing their own musical
instruments. Now their lives (be) quite varied. They still (invent) new instruments; but Bernard
recently (start) working with children as well. He (help) them to discover music without having
to read written notes. He and Francis sometimes (travel) too giving concerts on their
instruments or setting up exhibitions. Bernard's main complaint? The telephone. 'When an
artist (work) ', he said, 'and he (have) to run to the telephone, something (break) inside. |
(agree) with the sculptor who once (say) that freedom for an artist (mean) having a secretary'

lll.Practise the use of articles. (‘a/an' or 'the’)

1.... student must use his ID card to be admitted to ... library.

2.If... person expects to play ... guitar well, he must be willing to practice often.
3.Ann looked everywhere for... badminton net. It was in ... attic.

4.Who do you suppose was at... meeting?

5....woman who is giving ... speech is ... university teacher.

6.Do you know ... white-haired man who is feeding ... pigeons?

7.What do you think of ... discussion that followed ... meeting?

8.... melon is ripe, juicy and has ... sweet taste.

9.Unless ... rain stops ... picnic will be held under pavilion.

10.Can you hold ... lid down so | can lock ... suitcase?

@)
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Whatmakesagoodmanager?Choosethe5mostimportantpersonalqualities.

(Optimistic, determined, innovative, responsible, self-motivated, confident, creative,
committed,humane, supportive)

If you are managing people, what other personal qualities do you need?

Match the verbs to the prepositions and phrases.

1 respond a) in their employees' abilities.

2 listen b) to a deputy as often as possible.

3 deal c) to employees' concerns promptly.

4 believe d) with colleagues clearly.

5 delegate e) with problems quickly.

6 communicate f) in regular training courses for employees.
7 invest g) to all suggestions from staff.

Which do you think are the 5 most important qualities in Exercise 11?
Some verbs combine with more than one preposition. Say whether these

combine with someone, something or both.

1. a) report to someone 4 a) agree with
b) report on b) agree on
2. a) apologise for 5 a) argue about
b) apologise to b) argue with
3. a)talkto
b) talk about
IV. Complete these sentences with suitable prepositions.
1. 1 agreed. with her that we need to change our marketing strategy.
2. ltalk my boss every Monday at our regular meeting.
3. We argued next year's budget for over an hour.
4. He apologised losing his temper.
5. Wetalk our financial problems for a long time.
6. The Finance Director argued our Managing Director over profit
sharing.
7. | apologised Paula for giving her the wrong figures.
8. Can we agree the date of our next meeting?

Read the article below.
TEXT 1
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SHARE THE POWER (by Stefan Stem)

John Smythe, from Engage for Change consultancy, provides two scenarios to
illustrate employee engagement. In the first situation, Ruby is invited to a morning
meeting titled "Help our recovery." The invitation acknowledges the company's poor
performance and the lack of additional funding from the parent company. However,
it emphasizes open communication and invites Ruby and her colleagues to take
ownership with management to address the crisis. They are given a two-month
timetable to find achievable cost savings without harming key areas of the business.
During this process, employees are asked three important questions: What would
they do if they had a free hand in their day job? If they were directors of the
company? If they had to propose significant changes? This approach ensures
employees feel involved in the decision-making process, avoiding demotivation.

The alternative scenario involves Geraldine, who is invited to a "cascade briefing."”
Rumors suggest a lack of communication and difficulty in finding directors within
the company. During the briefing, a PowerPoint presentation reveals the dire state of
the business and focuses solely on restructuring and efficiency plans, without
mentioning any new business opportunities. Geraldine and her colleagues feel like
victims rather than active participants. This experience leaves them in shock, with no
sense of engagement or value.

John Smythe highlights that none of us would report feeling engaged or valued in an
experience similar to Geraldine's.

COMPREHENSION

I.Discuss the following points.

when you have felt most engaged and most valued at work, or in a sports team, or
in your daily life;

the best way to communicate bad news;

any other theories of managing people that you know.

TEXT 2
MyBestBoss—StoriesoftheGreatestBossesofAllTime

There are numerous stories about bad bosses, but it's important to acknowledge the
good ones too. Recently, readers shared their experiences of the best bosses they ever
had. Here are five remarkable managers highlighted by the respondents:

1. Office Politics Mentor: One respondent praised their first boss who actively
involved them in handling phone calls, explaining the underlying office
politics and preparing them for similar situations. While offering support, the
boss expected independent problem-solving and demanded results. They also
provided resources for self-improvement and strategy adjustment.

2. Empathetic Leader: Another respondent admired their early-career boss who
maintained reasonable workloads, provided constructive feedback, and
interacted with employees, colleagues, professionals, and clients in a polite
and professional manner. This boss demonstrated empathy even when dealing
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with problematic employees. Surprisingly, a fired employee expressed
admiration and respect, acknowledging the fair and respectful treatment
received.

3. Supportive Advocate: A boss advocated for a promotion for one respondent
and, when the employer overlooked them, guided them to recognize it was
time to move on. When the respondent submitted their resignation, the boss
responded with pride and encouragement.

4. Fair Decision-Making: The current bosses of one respondent were commended
for their handling of decision-making processes that may not please everyone.
They sought input from relevant parties, maintained transparency when
possible, addressed confidentiality issues, communicated decisions clearly,
remained open to feedback, and were willing to revisit decisions if necessary.
Their approach fostered a culture where dissenting opinions were welcomed,
decisions were made, and progress was achieved.

5. Inspirational Team Leader: The first boss of another respondent aimed to
surround themselves with exceptional individuals and encouraged them to
utilize their strengths beyond their job descriptions. Working under this boss
instilled a sense of capability, intelligence, and belonging to a team. Although
not universally liked, the boss inspired loyalty and confidence without
resorting to empty praise or superficial gestures. They made employees feel
valued, and their genuine appreciation created an enduring loyalty.

These stories highlight the impact of great bosses, who mentor, empathize, support,
make fair decisions, and inspire their teams. Their exceptional leadership fosters a
positive work culture and earns the loyalty and admiration of their employees.

TEXT 3
Skillsandcompetencies necessaryforsuccessfulmanagers

Effective management is essential for the success of any organization.
Managers play a pivotal role in guiding teams, making strategic decisions, and
achieving business objectives. To excel in their roles, managers need to possess a
diverse set of skills and competencies that enable them to navigate complex
challenges, inspire their teams, and drive results. In this article, we will explore the
key skills and competencies necessary for successful managers.

Leadership Skills: Leadership is at the core of effective management.
Managers should be able to provide a clear vision, set goals, and inspire their teams
to achieve them. They should possess strong communication skills to articulate their
vision and provide guidance. Additionally, managers should be adept at motivating
and empowering their team members, fostering a positive and collaborative work
environment.

Communication and Interpersonal Skills: Effective communication is vital for
managers to convey information, delegate tasks, provide feedback, and resolve
conflicts. Managers should be skilled in both verbal and written communication,
adapting their style to different audiences. Furthermore, strong interpersonal skills
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enable managers to build relationships, collaborate effectively, and navigate diverse
perspectives within the organization.

Decision-Making and Problem-Solving Abilities: Managers frequently
encounter complex situations that require quick and effective decision-making. They
should be able to analyze information, evaluate alternatives, and make informed
decisions under pressure. Problem-solving skills are equally important, as managers
need to identify issues, generate creative solutions, and implement effective
strategies to overcome challenges.

Strategic Thinking: Successful managers possess the ability to think
strategically and align their actions with the organization's long-term goals. They
should understand the market dynamics, anticipate future trends, and proactively
identify opportunities for growth and improvement. Strategic thinking allows
managers to make informed decisions, allocate resources efficiently, and drive the
organization towards sustainable success.

Emotional Intelligence: Emotional intelligence refers to the ability to
recognize and manage one's emotions and understand and empathize with others.
Managers with high emotional intelligence can effectively lead and motivate their
teams, build strong relationships, and navigate conflicts with empathy and tact. They
can also adapt their management style to the needs and preferences of individual
team members, fostering a positive and inclusive work environment.

Adaptability and Resilience: In today's dynamic business environment,
managers need to be adaptable and resilient. They should embrace change, be open
to new ideas, and lead their teams through transitions effectively. Resilient managers
can handle setbacks, learn from failures, and bounce back stronger. They foster a
culture of continuous improvement and encourage their teams to embrace change as
opportunities for growth.

Financial and Business Acumen: Successful managers should possess a solid
understanding of financial and business principles. They should be able to interpret
financial statements, analyze key performance indicators, and make data-driven
decisions. Business acumen enables managers to align their actions with the
organization's financial goals, understand market dynamics, and identify strategic
opportunities.

Conclusion: To be effective managers, individuals need to develop and
enhance a wide range of skills and competencies. Leadership, communication,
decision-making, strategic thinking, emotional intelligence, adaptability, resilience,
financial acumen, and business understanding are among the essential skills and
competencies necessary for successful managers. Continual learning, self-
improvement, and practical application of these skills are key to becoming effective
and influential leaders who drive organizational success.

I. Answer the following questions:
1. Who is Robert L. Katz?
2. What are management skills?
3. What do general skills include?
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*  Grammar
I.Choose the correct pronoun.

1 Bob is one of (our, us, ours) best pupils. 2. It isn't (my, mine) bag. I've left (my, me, mine) at home.
3. I've just waxed the floor. Don't walk on (itself, it, its) yet. 4. Let (they, them, their) read the story
again. 5. Will you tell (we, us, our) about Great Britain? 6. Is this Mary's scarf? No, it is (me, my,
mine).7. (Your, you, yours) house is not far from (our, us, ours). 8. Whose cigarettes are these? They
may be (our, ours) cigarettes. Oh, yes, they are (our, ours). 9. (Our, ours) car is faster than (their,
theirs). 10. A friend of (you, yours, your) came to see (we, us, ours) yesterday.

Il.Complete the following sentences with someone (somebody), anyone (anybody),
something, anything, nobody (no one), nothing, somewhere, anywhere, nowhere.

1. It's too dark here. | can't see ... . 2. Can | do ... for you? 3. They went... at all during the holiday. 4.
very disappointing. Absolutely ... happened. 5. | want to tell you ... . 6. Did you turn the oven off? | think
can smell... burning. 7. It was quiet in the room.... said anything. 8. Has ... seen Paul today? 9. Was there ...
interesting in the paper yesterday? 10. ... likes to stay in town on a hot day. 11. Everyone was listening to
the guide. ... said anything.12. Speak louder. | don't hear .... 13. Is ... going to see the house today? 14. Are
you going ... today? - No, | am not going... today. | am too tired. 15.... understood the rule and the teacher
had to explain it again. 16. | know ... at all. 17.1 can't add ... to what I've said. 18. There is ... waiting for
you in the lobby. 19.1 don't want... to eat. 20. He looked at my pictures but didn't say ....

lll. Complete the sentences with little, few, a little, a few.

1. There was very ... snow that winter. 2. When she sold her house she only took ... furniture with her
and ... personal possessions. 3. Very ... people know about it. 4. John has too much money and too ...
sense. 5. I'd like to ask you ... questions. 6. He's got a lot of stamps in his collection but his brother has ....
7. He worked hard but achieved .... 8. He is not sociable. He has ... friends. 9. | enjoy my life here. | have ...
friends and we have a lot of fun together. 10.I saw Tom only ... days ago. 1

IV.Choose the correct variant.

1. The floor looks (clean, cleanly). 2. The plane landed (safe, safely) on the runway. 3. When the wind
started to blow | grew (anxious, anxiously). 4. This list of names appears (complete, completely). No mpre
names need to be added. 5. The crowd yelled (wild, wildly) when the team scored a goal. 6. The merc
looked (honest, honestly), but she wasn't. When | got home | discovered that she had cheated me. 7.
of the students did (well, good) on their tests. 8. The contract offer sounded (fair, fairly) to me, so |

accepted the job. 9. Jim felt (terrible/terribly) about forgetting his son's birthday. 10. A rose smells (ggo
well).11. As dawn approached, the sky became (light, lightly).
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l. Matchthewords.

invent PrrHOK

develop JeNIaTh,CO3AaBaTh
make W306peTath
distribute [TponaBaTh
aproduct VYiryqmaTh
market Tosap

sell pa3BUBAThH

buy PacIpoOCTPaHsITh
improve MOKYTIATh

I1. Discussing some of your favorite products, (I appreciate items that combine
functionality, innovation, and quality. One of my favorite products is a high-end
smartphone. | like it because it offers a seamless user experience, advanced features,
and a sleek design. It reflects my interest in technology, staying connected, and being
up-to-date with the latest advancements. Additionally, | value products that promote
sustainability, such as a reusable water bottle made from recycled materials. It
demonstrates my commitment to reducing waste and being environmentally

conscious).

I11. Here are my opinions on the statements:

1. Itis better to pay a bit more for products made in your own country. | partially

agree with this statement. While supporting local industries and preserving
jobs within one's own country is important, it should not be the sole criterion
for purchasing decisions. Factors such as quality, value for money, and ethical
production practices should also be considered.

. 'Organic', 'energy-saving' or 'green' products are overpriced and often not as
good as the alternatives. | disagree with this statement. While it is true that
some environmentally-friendly products may have a higher price tag, it is not
always the case. Moreover, the benefits of such products, such as reduced
environmental impact and healthier living, often outweigh the additional cost.
Many organic or energy-saving products have proven to be just as good, if not
better, than their conventional counterparts.

. Companies spend far too much on launching and promoting new products. It
depends on the specific circumstances. Launching and promoting new
products is essential for businesses to stay competitive and attract customers.
However, excessive spending without a solid marketing strategy or if it
neglects other important aspects of the business can be wasteful. It's important
for companies to strike a balance and allocate resources wisely.

. Multinationals that manufacture in developing countries help the world
economy. This statement can be seen from different perspectives. On one
hand, multinationals investing and manufacturing in developing countries can

62



contribute to job creation, economic growth, and technology transfer, which
can be beneficial for the world economy. On the other hand, concerns
regarding labor exploitation, environmental impact, and wealth distribution
need to be addressed. Responsible business practices and fair trade are crucial
to ensuring a positive impact.

Modern technology-based products do not improve people's lives. | strongly
disagree with this statement. Modern technology-based products have
revolutionized various aspects of our lives, from communication and
information access to healthcare, productivity, and entertainment. They have
enhanced convenience, efficiency, and connectivity. However, it is important
to use technology responsibly and strike a balance between the benefits and
potential drawbacks it may have on our well-being and society.

% Focus Vocabulary

Think of a product that matches each word.

Attractive/comfortable/economical/efficient/expensive/fashionable/healthy/pratica
I/pure/ reliable /safe

Complete this chart with adjectives with the opposite meanings

In un m

unattractive

Complete the sentences below with the words from the box

| best hard high high, high long well

NogoghkowdE

IBM manufactures high-tech computer products.

Timberland makes a range of. wearing footwear.

Hermed produces -quality fashion accessories.

Coca-Cola and Pepsico both developed -selling soft drinks.
Duracell sells -lasting alkaline batteries.

Levijeans are a -made clothing product.

Ferrari make performance sports cars.

Use the adjectives in Exercise Ill. to describe other companies and products.

Look at the pictures.
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* Reading
l. Readthetext.
TEXT 1
Manufacturing

When we talk about business, we often tend to think of tangible products that are
physical and visible, such as computers or cars. We may also associate business with
primary goods like coal or agricultural products. However, in most advanced
economies, the manufacturing sector now represents a smaller portion of the overall
economy. For example, in the United States, manufacturing accounts for only 17
percent of the economy.

The manufacturing industry has undergone significant changes and transformations,
adopting more efficient and streamlined processes. Techniques such as just-in-time
(JIT) ordering and total quality management (TQM) have become increasingly
prevalent. These practices have been influenced by Japanese manufacturing methods
and have played a crucial role in improving operational efficiency and product
quality.

Just-in-time ordering is a strategy that focuses on minimizing inventory and
delivering materials or components to the production line precisely when they are
needed. This approach helps reduce storage costs, minimize waste, and improve
overall production efficiency.

Total quality management, on the other hand, emphasizes the importance of quality
control throughout all stages of the manufacturing process. It involves continuous
monitoring, evaluation, and improvement of product quality, as well as the
involvement of all employees in maintaining high standards.
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These Japanese-inspired manufacturing practices have had a significant impact on
businesses worldwide. By adopting JIT and TQM techniques, companies can
optimize their operations, reduce costs, enhance productivity, and deliver higher
quality products to the market. As a result, the manufacturing sector has become
more efficient and competitive, even as its relative contribution to the overall
economy has decreased in advanced economies.

There remains an ongoing debate about whether manufacturing is essential for
economic survival and prosperity. Nonetheless, many people feel a sense of lament
when a factory shuts down in a "traditional” industry, as there is a perception of
greater authenticity in the work carried out in a car manufacturing plant compared to
a call center (even though the latter may be selling intangible products like
mortgages). However, the car plant indirectly generates additional employment
opportunities, such as at the component manufacturers supplying it.

Our identities are partly shaped by the products we own and use, regardless of their
country of origin. Different parts of the world exhibit varying stages of product
consumption and perception. Newly industrialized countries, particularly in Asia, are
witnessing a rising number of individuals who can now afford consumer durables
like washing machines, resulting in significant profits for companies in this sector. In
Western countries, the market for televisions or washing machines primarily revolves
around replacements. In such a scenario, design, brand, and image become crucial
factors. Previously exclusive products, such as certain luxury car brands, are
becoming increasingly accessible, compelling manufacturers to stay ahead of the
competition to prevent their brands from being perceived as commonplace.

While products from the 1950s may have possessed more style, modern products are
technologically superior. Although consumers may express concerns about built-in
obsolescence and unnecessary complexity with excessive features that go unused,
manufacturers have begun considering these aspects and have simplified user
interfaces. Moreover, consumers can now easily access and compare information
about different products. Consumerism has become a formidable force that
manufacturers must increasingly take into account.

TEXT 2
What is better? Whose side are you on?

Read these texts. Organize a role play (some students could be investors,
manufacturers or customers/ 2 students for Coca-Cola Company/2 studentsforPepsi-
ColaCompany). Companies 'representativesstartthemeetingspeaking  about  their
histories, advantages and disadvantages (if they have). Search for
additionalinformationinthelnternet.Investors,manufacturersandcustomersask
questions.
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PRODUCTS
Textl
o Coca-Cola was initially invented in 1885 by Dr.
John Pemberton in Columbus, Georgia. Using a three-
legged kettle, he created a non-alcoholic, carbonated
beverage that contained cocaine and caffeine derived
from the Kola nut. On May 8, 1886, the original drink
was first sold at Jacob's Pharmacy in Atlanta, Georgia.
Initially marketed as an elixir, it was believed to have
curative properties for various ailments, including

7. , g morphine addiction, impotence, headaches, and
i;,‘, S digestive issues.
\‘ > Quality In 1887, Asa Candler, a pharmacist, purchased

you can trust

the formula from John Pemberton for $2,300. Within
a decade, Coca-Cola became one of the most popular
fountain drinks. It's important to note that initially,
three different companies sold various versions of the
soft drink. However, due to legal disputes, internal conflicts, acquisitions, and
forgery, a second Coca-Cola company was established in 1892, which is the same
Coca-Cola Company that exists today.

Text2
= B aBrycte 1898 rona Kane6 bpaaxewm,
dbapmanieBr u3 Hero-bepHa, paspaboran
Kjwww PELIENT CHPOIIA U3 OPEXOB KOJIbI M BAHMUIIM.
T OH yTBEpKIall, YTO 3Ta CMECH CIIOCOOCTBYET
— [PaBUIBHOMY IUINEBAPEHUIO M JEHCTBYET
m nofmo0HO (epMEeHTy TeNncuHy, KOTOpPBIN
CONCPKUTCS B OKEIyJOYHOM  COKe.
W3HavaneHO ATOT cuUpoN, pa3daBICHHBIN
BOJIOM, pEKIAMUPOBAJICS KaK JIEKAPCTBEHHOE
P — CPEICTBO W HasbIBAJCA MPOCTO "HAIUTOK
- bpana". Onnako k 1903 romy oH ObLI

12 FULL
OUNCES

nepeumeHoBadn B "Pepsi-Cola"  (manbiue
Oyznem HazbiBaTh ero "llerncu") u 3aBoeBaj NOMyJISIPHOCTb.

"Ilencu" Obu1 M300peTeH cmycTs 12 JeT mocie co3AaHus €ro OCHOBHOIO
koHkypeHnTa - Coca-Cola. 3ametHno, uro "llencu" Bcerma KOHKypHupoBai ¢ "cTapiiMm
Oparom" u HEHKOTIA HEe chaBajcs 6e3 6os. B 1903 roxy bpaaxem 3apeructpupoBant
toBapHbli 3HaK 'llencu-Kona" u 3amycTun NEpBYI0 pEKIAMHYIO KaMIIaHUIO.
Komnanusa ropautca teMm, uro "llencu-Kona" crana mepBbIM 3amajiHbIM TOBapOM
MaccoBoro crpoca B CCCP.
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TEXT 3
Brands

The distinction between a brand and a product is often a topic of curiosity. In
the realm of marketing, products and brands are not synonymous. While products are
general in nature, brands possess a unique identity. Brand identity encompasses more
than just the physical attributes of a product; it encompasses the psychological
associations we have developed with it. Esteemed brands establish a personal
connection with consumers, evoking feelings of confidence, empowerment, health,
and happiness. Brands represent promises, and people make purchases based on their
beliefs.

Brands possess unique selling points (USPs) that differentiate them from
competitors. For example, Barbie was the first doll to portray a young woman's
appearance, while Levi jeans distinguished themselves with a metal rivet feature.
Although imitators abound, "me-too™ products generally fail to achieve the same
success as their predecessors.

Those who claim that competitors are of no concern are mistaken. Competent
managers need to have a comprehensive understanding of how to position their brand
effectively in relation to the competition. This involves considering various factors
such as price, product quality, and consumer perception. It is essential for managers
to establish a strong connection between the brand's values and the targeted
consumers, creating a meaningful and relatable brand image.

In the case of global brands, adapting messages and products to different
countries or even within a single market becomes crucial. An example of this is
Coca-Cola, which tailors its beverages to suit the preferences of specific regions. For
instance, in Japan, they produce a sweeter version compared to the one sold in the
US. Similarly, McDonald's caters to the Japanese preference for beef with higher fat
content, and they have even made adjustments like changing Ronald McDonald's
name to Donald to accommodate linguistic differences.

Understanding the concept of the product life cycle is also important in brand
management. Products go through various stages, starting with the launch,
development, growth, maturity, decline, and eventual discontinuation. However, a
well-managed brand can maintain its longevity by adapting and evolving with the
market. Brand managers act as caretakers, ensuring the brand remains healthy and
relevant over time.

One way to ensure the brand's continued success is by identifying new market
segments, particularly as products reach maturity. Coca-Cola, for example, has
introduced numerous variants and flavors to cater to different consumer preferences
and expand their market reach.

By understanding which stage of the product life cycle the brand is in,
managers can determine the right time to introduce line extensions or pursue
relaunches with added-value features. In the automotive industry, for example, newer
car models often come with standard features like air conditioning or undergo
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facelifts to stay updated in terms of design while maintaining reliable engine
components.

Overall, effective brand management involves strategic positioning, adaptation
to different markets, and continuous innovation to ensure the brand remains
competitive and resonates with consumers throughout its life cycle.

I. Use the correct form of the adjectives in brackets.

1. Health and happiness are (important) than money. 2.1 prefer this armchair. It's
(comfortable) than the other one. 3. The hotel was surprisingly cheap. | expected it to
be much (expensive). 4. She is a very intelligent student. She is (intelli-gent) student
in our school. 5. This hat is too small for me. | need a (big) size. 6. The station wasn't
as (near) as | had expected. 7. Her illness was (serious) than we at first thought. 8.
It's (funny) story I've ever heard. 9. My salary isn't so (high) as yours. 10. This
furniture is too expensive for me. | would like to buy (cheap) furniture. 11. It's too
noisy here. Can we go somewhere (quiet)? 12. He is (famous) singer in the country.
13. A big car is (expensive) to run than a small car. 14. I'm getting too old. This job is
for a (young) man. 15. Children nowadays seem to be much (noisy) than they used to
be.

I1. Use the correct form of the adjectives in brackets.

Who was (late) person to leave the building yesterday? 2. (Near) train for Cardiff
leaves in an hour. 3. They realized their plan without (far) difficulties. 4. Nell is three
years (old) than her husband. 5. Her (old) brother is a well-known pianist. 6. The car
was parked in (far) corner of the yard. 7. You will get (far) instructions in a few days.
8. It's (bad) weather we've had for a long time. 9. Can you tell me the way to (near)
post office? 10. Hilda is (old) in the family. 11What do you think of his (late) play? I
like it much (good) than his (late) one. 12. I'm looking forward to his (near) letter.
13- Who's (good) footballer in the team? 14. She's actually a good deal (old) than she
looks. 15. My (old) daughter does nearly all the housework.

I11. Use the correct form of the adverbs in brackets.

1. It's becoming (hard) and (liard) to find a job. 2. Your work isn't very good. I'm
sure you can do (well) than this. 3. You're standing too near the camera. Can you
move a bit (far) away? 4. Martin drove (slowly) than usual. 5. We have to walk (fast)
than this if we want to catch the train. 6. This word is (widely) used in spoken
English than in written. 7. Let me ask him. | know him (well) than you do. 8. Jim did
(badly) in his examination than he had hoped. 9. Could you speak a bit (distinctly),
please? 10.1 don't play tennis much now. | used to play (often). 11. We should run
(fast) if we want to catch the bus. 12. The Earth goes round the sun (quickly) than the
Jupiter. 13. If you want to pass your exams, you should do your homework
(regularly). 14. David plays football and tennis much (well) than last year. 15. She
always arrives at work much (early) than anyone else.

IVV.Complete the sentences with the correct prepositions.
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1.We have a nice flat... the centre of Moscow. 2. Shall we meet.... your place? 3.
There are a lot of places of interest ... this part of the city. 4.1 found this baby bird ...
the foot of a tree. 5.1 usually sit... this armchair. It's very comfortable. 6.1 couldn't
see much ... the theatre. There was a fat man sitting ... me. 7. It can be dangerous
when children play football ... the street. 8. Coffee will be served ... the dining-room.
9. Scotland lies ... the north of England. 10. What's going on ... the corner of the
street? 11.1 won't be ... home tomorrow. I'll be ... Ann's. 12. The Alps are ... the
south of Europe. 13. The train was ... the platform. 14. They waited _. the station for
a long time. 15. Don't you remember Jane? She's the girl we met... Oxford Street last
week.

V.Complete the following sentences with the correct prepositions.

1. What is he afraid ...? 2. If you are interested ... literature you may join our
literary society. 3. Kate is very good ... English. 4. Is she still afraid... darkness? 5.
My mother was angry ... me for my bad behaviour. 6. The Welsh are very proud ...
their language. 7. Ann is fond ... her younger brother. 8. Do you think your teachers
had much influence ... you? 9. Paul is getting anxious ... his future career. 10. Hurry
up or you'll be late ... the plane. 11. Jane is 16 and she speaks two foreign languages.
Her parents are very proud ... her. 12. He is used ... getting up early. 13. Many people
are fond ... winter sports. 14. The manager was satisfied ... Bill's work and offered
him a pay rise. 15. He is interested ... foreign languages.
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IT'PAMMATHUYECKHUHN CPABOYHUK
ACTIVE VOICE

JleiicTBUTEIbHBIA32J10T

INDEFINITE CONTINUOUS PERFECT PERFECTC
ONTINOUS
nave
V/ Vs is+ Ving +Ved /V3 +been+Vingh
are has as
Iwrite. lam writing. Ihavewritten. Ihave beenwriting.
Anuwy(wacmo). A nuwy(cetiuac). Ananucan(yarce, Anuwy (vorceuac,c
MONbKOUMO). 2-x4acos).
was
Ved/V2 +Ving had+Ved/V3 had+been+Ving
were
Iwrite 5 Iwaswriting. Ihadwritten. Ihadbeenwriting.
Hanucan (e A nucan (8uepa, 6 3 ua-
uepa). ca, koz0aoneowen). Ananucan(euepa | A nucan (vorce 2
uaca,k3-muacam,00mogo
will+V will+ be+ Ving will+have+Ved/Vswillthave+been+
L .
% Illwrite. I’llbe writing. I’llhavewitten. 51 I’llhavebéenwriting.
= Hanuuiy A 6yoy
E Ananuuty Abydynucamo (3asmpa,k3uacam,0 | nucams(3a6mpa,yice
0omoeo, 2uaca,k momy
8peMeHU,K020a
Present Past Future
BcnomorarenbHbIi BcnomorarensHbIi BcnomorarenbHbliriar
rnarout: do/ TJIaroJt: o will/
doesOxkonuanue: didOkonuanwuee: - shallOxonuanwue: —
Simple = - ed, —®opmyna:V2 ®opmyma:will/shall+V
(daxr) s®opmyia:V(+s) +1 worked / He wrote +lwillwork/Hewillwrite
+I work / He writes — 1 did not work — I won’t work
— 1 do not work /Hedidn’t write /Hewon’t write
/Hedoesn’twrite ? Did I work? ? Will 1 work?
? Do | work? /Didhe write? /Willhewrite?
/Doeshewrite?




always / never,

yesterday / two days

tomorrow/next

Cnosa- usually,often / seldom, ago,last week (night/ | week/month / year; soon,
Mapkepsl | Some-times,everyday / month /year)/ in 1980/ | in twodays/ months... —
oncea week whenl was a child... qepe3
2. ..
BcnomorareabHbIi
BcnomorarenpHBIMIIATO rnaroin. was/ BcnomorarenbHbIiTIArO0
x: be (is/ am/ wereOkoHJaHue: - a: willbe/
Continu- are)OkoH4aHue: - IngCDOpMyH_aIWHS/ shallbeOxonuanue: -
ous(mpox ing®opmyina: were+Ving ing®opmyoa:
ecc) Am/is/are+ Ving + 1 was/ We will/shall+be+Ving
+| am/ He is working wereworking +1/Hewillbeworking
—lam not/ He is — | was not/We _ -1/ He won’t be working
notworking weren’tworking | ?2Willl/hebeworking?
?Aml/ Is heworking? ? Was |/ Were
weworking?
Cnosa- now, at the at 7 o'clock / then/ at 7 o'clock/ at
MapKephbI moment,still— thistimelastweek/whe thismomentnextweek
BCECIIC n cee
BcnomorarenpHBIMIIATO BelOMOraTelL HELT BcnoMorarenpHBIATIAT
1. have/ hasOxonuanue: arox" oir: will/
Perfect( - hadOxoHuaHme: - Sha”haVEOKOH‘la.HI/Ie: -
pesyast | €d®opmyna:have/has+V ed®onnvia-had+V ed®opmyina:
ar 3 P y3 : will/shall+have+V3
+1 have/ Hehas worked +1/Hehadworked +|WI|’| haveworked
— | have / He has _I/Hehadnotworked —I won’t have worked
notworked? 2Hadl/heworked? ?Willlhaveworked?
? Havel/Hasheworked? ) '
CroBa- J#:\t//:rl l}e?e?:%/r)l/t?;[//s\ieeltrély npeuior by (k), by 7 o'clock/by the end
MapKepsbI ftoday/thisweek JpYyTroenpouIe/ee e oftheweek
CTBUC
BcnoMorarenpHbIMTIAr Benomorarebbiirnar
PerfectC on- have/ Benomorarensusiiiraaro | on: Will/ shallhavebeen
ontin- hasbeenOxomuanme: - | - hadbeenOxonuanne: Oxonyanue:-ing
uous(aau inad i -ing®opmyna: dopmyna:will/shall+
gdopmymna: . .
TeJIbTell : hadbeen+Ving +have been + Ving
have/has+been+Ving . 1/ he will h
bHOCTH + | have He has +l/Hehadbeenworking + e will have
u : — 1/ he had not beenworking
beenworking . )
3aBEPIL | _ | haye/He has not beenworking ~ Vhe won’t have
eHHOCTB . ?HadI/hebeenworking? beenworking
beenworking > Will | have
) ? Have I/Has he " beenworkin
beenworking? 5 g
Croa- for/since,Howlong...? for/since,Howlong...? for/since
MapKephl
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VOCABULARY

UNIT 1 Choosing a career

Words Translation
Ability CIOCOOHOCTH, BO3MOXKHOCTb (JIeJ1aTh 4TO-J1.)
Academic background oOpa3oBaHHe
Accountant OyxraiaTep
Achievement JOCTIDKCHHE, YCTIEX
Adaptable JIETKO MPHCTIOCA0TMBAEMBIi
Advertising peKJIaMa;peKJIaMHbBIN OM3HEeC
Agenda nporpaMmma (paboThl), TJIaH (MEPONPHUATHI);

NoBeCTKa JHs (COOpaHwms)

Aim/ target/ goal/ objective

HaMCPCHUC, LICJIb

Applicant/ Candidate

KaHAUaT, KaHIuaaTypa, MpeTeHICHT

Application form

Oy1aHkK, (hopMa 3asiBJIICHUS; 3asIBIICHUE

Appointment

Ha3HadeHHue (Ha TOKHOCTh, MECTO);
JIOJKHOCTh, MECTO (HEBBIOOPHBIE)

Career Kapbepa; ycrnex

Challenging/ challenge CJIOKHASI 3a/1a4a, MpooieMa

Colleague KOJIIETa, COCITY)KUBEII

Committed IPUBEPKCHHBIN (YeMy-I1.)

Competitive KOHKYPEHTOCTIOCOOHBIT

Confident YBEpPEHHBIH B (4EM-II.)

Constant HEW3MEHHBIN; IOCTOSHHBIN, HENPEPBIBHBIN
Current TEKYIIHH, COBPEMEHHBIN; IEMCTBUTEIIBLHBIN;

JENUCTBYIONTUH (0 3aKOHAX, TOKYMEHTAaxX)

Customer/ consumer

MOKYTaTellb; MOTPEOUTEIh

CV (Curriculum Vitae)

KpaTkasi Ouorpadusi, pezrome

Deadline

CPOK OKOHYaHUs KaKoil-JI. paboThl, 3aBEPILICHHUS
IPOEKTA, KOHEUYHBIA CPOK

Deal C/IeJIKa, COTJIAllICHHUE, IOTOBOP
Demand (V) TpeboBaTh;
(n) TpeboBaHue, 3apPoOC
Department OTaeI
Effective JICHCTBCHHBIHN, pE3yJIbTaTUBHBIN, () eKTHBHBIN;
JEUCTBYIOUTUHN, UMEIOIUHI cuiTy (O 3aKOHE U T. I1.)
Efficient paIMoHaIBHBIH, 11EIeCO00pa3HbIN;

KBTM(PUIIUPOBAHHBIN (O YEIOBEKE)

Experienced

3HAIOUIUH, ONBITHBIN; KBATU(UIIUPOBAHHBIN

Finance (bMHAHCBHI, TOXOJIbI, ICHBI'H, OFOKET
Full-time job paboTa MoTHBIN pabOYuil IeHb,I0JTHAs 3aHATOCTh
Headquarters mTad-KBapTUPA, TOJIOBHOU 0duC, TJIABHOE yIpPaBICHNE

(KOMIIaHUM, OpraHU3aL1N) .




Human Resources

NIepCOHAI, KaJphl, IITAT CAYXAIKX (TPEANPUATHS,
YUPEKJICHHS)

Incompetent

HEKOMIIETEHTHBIN, HECBE YN ; HECTIOCOOHBIH;
HEYMEJIbIN

Interpersonal skills

HaBBIKY MEKJIMYHOCTHBIX OTHOIIICHUM

Long-term

JOJITOCPOYHBIN; JJIUTENBHBIN, TOJITOBPEMEHHBIN

Management

IIPpaBJICHUC, 3aBCJOBAHUC, PYKOBOACTBO, MCHC/I?KMCHT

Managing Director

JTUPEKTOP-PacoOpsIUTENb, YIPABISIOMINN, TTITABHBIN
MeHeKep, (GUHAHCOBBIN AUPEKTOP

Outgoing/easy-going, sociable

JTPYKEIOOHBIN, KOMMYHUKAOCIBHBIN, OOITUTEIbHBIN

PA (personal Assistant)

JMYHBIA CEKpETaph

Part-time job

paboTa, mpearoarampmas HermoJHY0 3aHATOCTh; padoTa
Ha TOJICTABKU

Personal

JIMYHBIN; IEPCOHATBHBIN

Personnel /staff

nepcoHal, Kaapbl (IPEINPUSTUS, YUPEKICHHUSI)

PR (public relations)

a) CBSI3U C 00IIIECTBEHHOCTHIO, OTHOIIICHUS C
0O0IIIECTBEHHOCTHIO
0) nuap, pexiama

Premises BJIaJICHHE; TOMEIICHUE; 3[aHne (C IpujIeraloel K Hemy
TEPPUTOPUEIN)

Previous pe b IYIIHN

Profile npoduik; cBeeHus u3 ouorpadun

Promotion IPOJIBIKEHHE TIO CITyKOe

Recruitment HaOop (KaapoB) , HAEM (COTPYIHUKOB)

Reliable HaEKHBINA

Research and Development

Hay4YHO-HUCCJICIOBATEIILCKUE U OTBITHO-
KOHCTPYKTOPCKHE pabOThI

Salary/ wages/payment

3apaboTHas miara

Sales revenue

JIOXOJT OT MPOJIAK

Senior (manager)

cTapiuii (1o MOJ0KEHUI0, 3BAHUIO)

Short-term KPaTKOCPOYHBIH
Skill YMCHHE
Solution peleHue
Staff turnover TEKY4YeCTh MEpPCOHATA
Subsidiary JoYepHUH (0 KOMITAHUH )
UNIT 2 Selling
Words Translation
Accommaodation IOMEIICHHUE

According to

B COOTBETCTBHUU C, COTJIIACHO, I1O

After sales service

O6CJ'Iy)KI/IBaHI/Ie ITOCJIC IMTPOJaXKU

Agenda 1) mporpamma (paboTsl) , M1aH (MEPONPUSATHI) 2)
noBeCcTKa JHs (coOpaHus)

Appeal IPH3HIB

Arrangement IpUBEJICHUE B MOPSI0K; Kiaccu(puKalus 73




Available

JIOCTYITHBIN

Average

CpEHUI

Bargain (n, v)

COINIallICHHUC, I[OI‘OBOpéHHOCTI); TOproBasd CACJIKA,
TOProBaThbCA

Book cover

nepervier

Brief

CBOJIKa, pC3IOMC

Business correspondence

ACJIOBas IICPCIINCKA

Cash

JIEHBI'U

cash flow

JABHJKCHUC HAJIMYHBIX CPCIACTB

petty cash

ACHBI'M Ha MCJIKHC paCXOIbI

cash dispenser

OaHKOMAT

cash register

KAaCCOBBIM aIapar

cash-and-carry

o1uiaTra ToBapa HAJIMYHBIMHA

cash cow HaJI&KHBIA HCTOYHUK JICHET

cash discount CKHUJIKA MPH YIUIATe HATHIHBIMU

cash desk pacuérHas Kacca (B MarasuHe)

Certain TOYHBIHN, OTPEACIEHHBIN

Complicated 3aIyTaHHBIN; TPYIHBIN 71 TOHUMaHUS
Confident yYBEPEHHBIH

Consumer nOTpeOUTENb

Cooling off period

«Bpewmsi, 4TOOBI OCTBITh U 00TYMaTh)

Credit card details

NHdopmanus KpeIuTHON KapTOYKH

Customer MOKYTIaTeh

Cyberspace KUOEpIPOCTPAHCTBO, CO3/1aHHBIN KOMITBIOTEPOM
BUPTYaJIbHBIA MUD

Delivery (~service) J0CTaBKa

Destination MECTO Ha3HAYCHMSI, TyHKT Ha3HAYCHUS

Discount CKHJIKa

Earnings 3apabOoTaHHbIE JE€HBI'H, 3apa00TOK, MPUOBLIL

E-commerce AIIEKTPOHHASI TOPTOBIISA, TOProBis uepe3 uTepuer

Emergency HENPEIBUICHHBIN CIIy4ail; aBapus

Enquiry 3anpoc, CIpaBKa, HABEJIEHUE CIPABOK

Error 3201y KI€HUE; OTIIONTHOCTh, OIUOKA

Essential BHYTPCHHE TPUCYIIHIA; BaKHCUIITHIA

Experience (v, n) UCTIBITBIBATh, 3HATH 110 OTIBITY; OIIBIT

Expiry date CPOK TOJTHOCTH, CPOK XpaHEHHUSI

Fee BO3HArpakJieHue, ToHopap (3a Kakue-iaubo yciyru)

Fixed amount

(bUKCHPOBaHHOE KOJIMYECTBO

Further (information)

MaIbHENIINH, J0OaBOYHBIH

Goods TOBApPBI
In advance 3a0J1arOBpEMEHHO, 3apaHee
Insurance CTpaxoOBaHUE

Interest-free credit

OECIPOIEHTHBIN KPEITUT
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Item

OTJICILHBIN TIPEIMET

Joint venture

COBMCCTHOC IIPCANIPUATHEC

Layout

IJIAHUPOBKA, IIJIaH, paCIIOJTOKCHHC

Low-budget (adj.)

HEJIOPOroun

Method of payment

crocob oruiatel, (hopma niaTexa

Money back guarantee

rapaHTus BO3BparTa ACHCT

Objective/ aim/ target/ goal

1eJb

On condition (that)

cocTtosHue "BKIFOUEHO"

Order (n, v) HOPSAOK; MPUKA3bIBATh

Packaging yIaKoBKa

Per hour B 4ac

Prepaid card ne0eToBast KapTovKa

Priority MIEPBCHCTBO, IPEUMYIIECTBO, IPUOPHUTET

Productive POM3BOIUTEIILHBIN; IIPOTYKTHBHBIH, 3((EKTUBHBIN

Profit/profitable

BBITOJ1a/ IPUHOCUTD TOJIH3Y, BHITOY, TPUOBLIB/
PUOBUTLHBIN

Prohibition

3ampeT

Query (n, v)

BOITPOC; OCBCOAOMIIATHCA

Range/ to extend the range

psi7/ yBEJIMYUBATH P

Reasonable

pa3yMHBIH, OJaropa3yMHBIH; pallMOHAIbHBIN

Receipt KBUTAHLIUSA

Refund BO3BpallleHue (JICHET) ; BO3MelleHue (pacxo/IoB,
yOBITKOB)

Reliable HaAEKHBIN; BEPHBIA, NCITBITAHHBIHA

Representative oOpa3selr; IpeCTaBUTEIb

Request npock0a; TpedboBaHue (BEKIUBOE)

Retailer PO3HUYHBIA TOProBell

Safe/ secure 0e30MacHbIi

Sale pojaxa

Schedule CITHCOK

Stock 3a1ac/acCOpTUMEHT (TOBapOB)

Storage 0a3a, CKJIaJ], XpaHWIHIIE

The Board of Directors

COBCT TUPCKTOPOB

To achieve

JIOOMBATHCS, TOCTUTATh

To acknowledge

CO3HABATb, NOIIYCKATh, ITPU3HABATDH

To allow MO3BOJISATh, pa3peniaTh
To appeal to CCBLIAThCS
To arrange IPUBOJIUTH B MOPSJIOK; OPTaHU30BHIBATh

To attract smb’s attention

IPUBJICKATh YhE-TMO0 BHUMAHUE

To be in stock/ to be out of
stock/

UMEThCSI/HE UMEThCS B HATMYUH

To be satisfied with

OBITH YIOBJIETBOPEHHBIM YEM-JIH00

To buy in bulk

INOKYIIaTb OIITOM
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To buy/to sell online

NOKyNnaTh/ IPOoJaBath Mo cpeacTBaM cetu MHTepHeT

To cancel an order

OTMCHHUTH 3aKa3

To change one’s mind

nepcaymMarb, UISMCHUTH PCIICHUC

To charge 3arpykaTh

To claim peOoBaTh; IPEIBABIATH TPCOOBAHUS; 3asBIIATH O CBOUX
IpaBax Ha 4To-JI.

To confirm MTOATBEPKIATh

To contact smb

CBA3BIBATLCA C

To control/to get out of
control

KOHTpOJII/IpOBaTL/ BBINTHU H3-I10JJ KOHTPOJIA

To dealwith UMETh JIEJI0 C

To deliver JOCTABJISATH

To demand TpeOOBaTh,HYKIAThHCSI

To differ OTJINYAThCS

To dispatch MOCBIIATh; OTCHUIATh, OTIIPABJIATH 10 HA3HAYCHHIO
To do business with smb BECTH OM3HEC ¢ KeM-JIH00

To download 3arpyxarb, CKauuBaTh (110 KaHAITY CBSI3H)

To estimate OIICHUBATh

To exchange

0OMEHUBATH; MCHITHCS

To face (~a problem)

CTaJIKMBATHCSI C MPOOIeMOit

To go into liquidation

00aHKPOTUTHCS

To have accessto

HMCTDb NOCTYII

To have negotiations/ to
negotiate/a negotiator

BCCTH IICPCTOBOPLL

To hesitate

K0J1e€0aThCs; COMHEBATHCS

To increase

BO3pacCTaTh, YBCIIMYNBATLCSA

To make a good impression on
smb

IMPOU3BOAUTH XOPOIICC BIICHYATICHHC

To offer

IpeIaraTh

To offer/ to give a discount

MPEIOCTABUTh CKUIKY

To pay attention to

00paTUTh BHUMAHUE Ha

To pay in advance

3amIaTuTh (IPEAYNpPEenUTh) 3apaHee

To pay with a credit card

IJIATUTh KPEIUTHOM KapTON

To place an order with a
company

[IogaBaTb 3aKa3 B KOMIIAHHIO

To point out

yKa3bIBaTh; MOKA3bIBATh; 00pamaTh (4bE-11.) BHUMaHUE

To provide

CHAOXaTh

To purchase

NOKYIIaTh

To reach an agreement

AOCTUTHYTH COIJIaIICHUS

To reduce MOHUXAaTbh, COKPAIlaTh, YMEHbIIIATh

To refund BO3BpaIaTh (JICHbTU) , BO3MENIATh (PACX0JIbl, YOBITKH)
To reply OTBEYATh

To require TpebOoBaTh

To run out of cash
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To sell the goods over the
internet

IIpoaaBaTh TOBAp 110 Cp€aACTBaAM CCTU HHTCpHeT

To set up

YCTaHABJINBATh, CTABUTH

To ship

NIEPEeBO3UTH (TPY3, TOBAP); MOCTABIATH HA PHIHOK
(ToBapshl)

To solve problems

paspeniaTh NpodsemMy

To spring up BO3HHUKATh

To summarize CYMMHUPOBATh, PE3IOMUPOBAThH

To supply cHa0XaThb (4eM-J1.) , TOCTABIIATh; JOCTABIATh
To thrive/ throve/ thriven peyCIeBaTh, MPOLBETATH
Transfer TIepEMEITICHIE

Tricky XUTPBIH, TOBKHM

Urgent CPOYHBIM

Warehouse TOBAPHBIN CKIIA]

Website BeO-CcalT

Wholesale dealer ONTOBBII TOPTOBEI]

Wide range IIUPOKKIA Marna3oH/ aCCOPTUMEHT

UNIT 3 Marketing

Words

Translation

Advertisement / advert/ ad

pekiama

Advertising agency

PCKIIAMHOC arCHTCTBO

Advertising budget

pEeKJIaMHBIN Or0KeT (cMeTa pacxoa0B (pupMbl Ha
peKIiamy)

Advertising campaign

peKslaMHas KamnaHus (KOMIUIEKC PEKJIaMHBIX U
CONYTCTBYIOIIUX MEPOIIPUATHN, OCYIIECTBIAEMBIX C
LEJIBIO0 MPOJABHKEHUS TOBApPa HA PHIHKE U
CTUMYJIUPOBAHUS MTPOJIAXK)

Amount Cymma

Available JOCTYITHBIN; UMEIOIIMICS B PACTIOPSHKCHHIH, HATMYHBIN
Belief Bepa; J0BepHUe; YOCIKICHUE

Brand TOpProBasi Mapka, OpeH T

Brand value peasibHasi CTOMMOCTD aKIil OpIHIa Ha PhIHKE

Budget OropKeT; hMHAHCOBas CMeTa

Certain TOYHBIHN, ONPEACIEHHBIH

Choice Br16op

Competing brands

KOHKYpHUPYIOIlasg MapKa, MapKa KOHKYpEHTa

Competitive advantage

KOHKYPEHTHOE MPEUMYIIECTBO/OTINYHE

Competitor/ competition

KOHKYPEHTOPEBHOBAHKE, COCTSA3aHUE/ KOHKYPC;
KOHKYPCHO€ HUCTIBITAHUE

Conscious (fashion, health ~)

CO3HATEJIbHBINA, OCO3HAHHBIN

Considerable

3HAYUTEIIbHBIN; BaKHBIM, 3aCIIY)KUBAIOIIUA BHUMAHU,
CYIIECTBEHHBIN

Consumer

IToTrpeburenn

Consumer behaviour
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Consumer goods

NOTPeOUTETHCKHE TOBAPHI, TOBAPHI HAPOTHOTO
noTpeOIeHNs

Consumer profile = a kind of
picture of the typical customer

poduib notTpeduTes (0CHOBHBIE JeMorpaduiecKue u
ncuxorpapuiecKkue XapakTepUCTHKN TOTPeOUTEIs
KOHKPETHOTO TOBapa: ToJI, BO3PacT, YpOBEHb J0X0/1a,
MMOBEJICHYCCKNE XapaKTEPUCTHUKH )

Creative

CO3MJIaTENIbHBINA, TBOPYECKUI

Customer

MOKYTIaTeJIh; MOTPEOUTENb; 3aKa3UUK; KIIMEHT

Customer loyalty

IPUBEPKEHHOCTH TOTpeOUTENeH (KaKoMy-JI. BUTY
TOBapa)

Decline (n, v) najeHue, CIa/l;yMCHbBIIIATHCS, HATH Ha YOBLIb

Definition npejenenue, hopMyaupoBanue (mporece) ; AePUHHIINS,
dbopMynupoBKa

Delay (n, v) 3a/IepKKa, MPHOCTAHOBKA; OTKJIAILIBATh; OTCPOYHBATH

Desire (n, v) »KeJIaHWe,; HCIIBITBIBAaTh CUJILHOE KEeIaHue, )KaXk1aTh,

ME€UTaTh, OUYCHb XOTCTh

Dispatch (n, v)

OTIpaBKa, OTIPABIECHUE, OTChUIKA (Kypbepa, MOYThI);
OTIMpaBKa, OTIPABIECHUE, OTChUIKA (Kypbepa, MOYThI)

Existence

CyliecTBOBaHUE

Expenses/ costs

pacxoabl, U3ACPKKH

Experience (n, v)

OIIBIT, UCIIBITEIBATh, 3HATH 110 OIIBITY

Failure HEy/IaBIIeecs JIeJI0, Heyaada, HeyCIeX, MPOoBa

Fair TOPSAJIOYHBIN, YECTHBIN, CIPABEIJINBBIN; 3aKOHHBIN
Feature 0COOEHHOCTh, XapaKTepHas yepra

Income level YPOBEHb JI0XO07a

Incredibly HEBEPOSITHO;, MAJIOBEPOSITHO

Initially B HaYaJIbHOM CTaJWH, B HaYaJie; B HICXOJIHOM IOJIOKEHUU
Label SIPIBIK, STUKETKA, HaKJIelKa, OupKa

Likely BEPOSATHBIN, BOZMOKHBIHT

Luxury 00raTCTBO, MBIIITHOCTh, POCKOIIIb

Market PBIHOK (COBITA) ; COBIT; CIIPOC

Market niche

PBIHOYHAA HHUIIIA

Market research

MAapKCTHHIOBOC MCCJICJOBAHNC

Market segment

CErMEHT PBIHKA, CEKTOP PHIHKA, PPIHOYHBIA CETMEHT

Market share

J10JI HAa PhIHKE

Marketing campaign

MAapKCTHUHIOBasA KOMIIAHUA

Marketing mix

KOMIIJICKC MApKCTHUHI'A

Meaningful BBIPA3UTEIbHBINA, MHOTO3HAYNTETHHBIN
Memorable He3a0BEHHBIH, (JI0CTO)NaMSITHBIN, He3a0bIBACMBIT
Necessity HEO0OXOJMMOCTb, HACTOATEJIbHASI TOTPEOHOCTH
Particular peIKuUil, 0COOCHHBIN, CICIIM(DHUCCKHIA

Per capita Ha YCJIOBEKA, Ha Yy HACCIICHUS

Percentage IPOLECHT, IPOLUECHTHOC OTHOIICHUE, ITPOLEHTHOEC
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Powerful

BJIMSATEJIbHBIN, MOTYIIIECTBEHHBIN, ICHCTBCHHBIN

Price

Ilena

Product

POJYKT; MPOJYKIIHKS; BBIPAOOTKA, U3JIEIINE

Product availability

HaJU4#e ToBapa (MpUCyTCTBUE HEOOXOAMMOTO TOBapa B
Mara3uHe WM Ha CKJIaJIe)

Product launch

BBIITYCK HOBBIX TOBAPOB HA PBIHOK

Product life cycle

JKU3HCHHBIN IUKIT IIPOAYKTA

Product range

HOMCHKIJIATYPA BBITYCKACMbIX I/ISI[CJII/Iﬁ

Production costs

3aBOJCKasiA C€6CCTOI/IMOCTI>; N3ICPKKHU ITPOU3BOIACTBA

Profitable

TIOJIC3HBIN; 0JaronpUsSTHBIN

Promise (n, v)

OO6emnranwne, MepCreKTUBa, MPOCKITNS; 00EaTh, 1aBaTh
oOemanue, NoJaBaTh HaJICK bl

Promotion

IMPOABUKCHHUC 110 CJ'Iy)KGC; ITOBBIIIICHUEC B 3BaAHUU,
IMPOMU3BOJACTBO B YNH

Publicity (extensive ~, wide ~,
~ agent)

T'JIaCHOCTD, HY6JII/I‘-IHOCTI)

Purchase (n, v)

MOKYTIKA; 3aKyIKa, KyIUIsl; MOKyNaTh, 3aKyIaTh
(mprobpeTath YTO-J1. 3 JICHBIU)

Quality KauectBo
Recognizable JIETKO Y3HABAEMbIH; paClIO3HABAEMBIi
Sales 00BeM MpoJIaXK, 00BEM cOBITA, TOBAPOOOOPOT

Sales figures

JaHHBIC 00 00BEME IpoaaXx, 10XO0AC OT IIPOAAK

Sales forecast

IPOTHO3 COBITA, MPOTHO3 MPOAAXK (OI[EHKA 0XKHIaeMOT0
o0beMa MpoJiaXxk B HATypaIbHBIX U CTOMMOCTHBIX
MOKA3aTeIsX)

Sales leaflet

peKJIaMHO-KOMMepYeCcKasi TUCTOBKA, PEKJIaAMHBIN JIMCTOK

Sales target

TJIAH MPOJIAK [

Strap line = slogan

JIO3YHT, IPU3BIB; JEBU3

To achieve/ to reach

JIOOMBATHCS, TOCTUTATh

To advertise on TV, on
Internet

PCKIIaMHUPOBATH 110 TCIICBUACHHWIO, B UHTCPHCTC

To appeal to

Cchpuiatbes

To associate with

acCOIMUPOBATH, CBSA3BIBATH C (KEM-JI. / 4eM-J1.)

To be a failure

HE UMETh yCIlexa

To be worth doing smth.

3aCJTY>KHUBAIOIIUM TOr0, YTOOBI YTO-JIMOO CIeIaTh

To believe

Beputs

To belong to

OBITH COOCTBEHHOCTBIO

To carry out market research

OCYHICCTBIIATE MAPKCTHHI'OBOC NCCIICIOBAHUC

To choose

Bri6upats

To concentrate on

cocpenoTounTh(-cs) Ha

To continue — discontinue

POJIOKATh — HE MPOJI0JDKATh

To decrease

YMEHBIIAThCS, YOBIBATh, COKPAIIATHCS

To define

XapaKTCPU30BaATh, ONPCACIIATh, YCTAHABJIMBATD

To determine

MpCACIIATh, YCTAHABJIMBATH 79




To distinguish from

OTJIMYaThb OT

To establish a brand

OCHOBLIBATb 6peHI[

To expect smb to do

HaaCATLCIA, UTO KTO-TH00 caciaacT YTO-T100

To extend the range

paclupsTh IUana3oH

To find out 3HATh, pa3y3HaTh, BBISICHUTD; OHSThH; PACKPHITH (0OMaH,
TalHy)

To increase BO3PACTaTh, YBEJIMYMBATHCS; PACTH; YCHIUBATHCS

To involve TIPUBJICKATh, BOBJICKATh, BTSITUBATH

To keep up with the demand

YAOBJICTBOPATH CIIPOC B JOCTATOYHOM KOJIMYCCTBC

To launch a new product

BBINTYCKaTh HOBBIM MPOJYKT

To launch an advertising
campaign

3aIyCcKaTh PEKJIaMHYIO0 KOMITAHUIO

To make ads

CO3/1aBaTh PCKJIIAMBI

To make a product available
to the public

ACIaTh IIPOAYKIIUIO I[OCTYHHOﬁ JJIA 06IHGCTBa

To manufacture/ to produce

IPOU3BOJIUTH, U3TOTOBJISITh; BHIICIBIBATS,
o0pabaTbIBaTh, epepadaTbIBaTh/IIPON3BOIUTH,
BBINTYCKaTh; BHIPA0ATHIBATD; U3TOTOBJISThH

To mean

HaMCpCBATLCA, UMCTb B BUIY

To overspend

TPATUTHb CJIMIIKOM MHOI'O; COPUTh ACHbI'dAMH

To pay extra for

JOIIJIAaYMBaTh 3a

To queue up CTOSITh B OUEPEN
To recognise 3HaBaTh, OTIO3HABATh, OCO3HABATH
To reflect OTtpaxaThb

To reinforce

YKPEIUIATh, YCUIIMBATh

To rely on smb

HAJESATHCSA HAa KOTO-JIH00

To result in KOHYAThCA (4eM-11.) , UMETh Pe3yJIbTaTOM
To retail IpoJaBaTh B PO3HUILY

To spend money on smth TPATHUTh ACHBIY HA YTO-THOO

To submit to OJIJIATHCS YEMY-TTH00

To withdraw OTOJIBUTaTh, OTAEPTUBaTh; OTHUMATh

Usual — unusual

OBIKHOBCHHBIN, OOBIYHBINA — HCOOBIKHOBCHHBIM,
HEOOBITHBIN

Value

OCHHOCTDh, B2 KHOCTBh, CTOUMOCTD

Volume of sales

00BEM TpoJIaK

With regard to

OTHOCHUTCIIbHO, B OTHOIICHHNH, YTO KaCacTC:A

Word of mouth

MOJIBa; capadaHHOe paaro
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UNIT 4 Managing People

absenteeism

HEBBIXOHApaObOTY(TIpOry:)

act JIEUCTBOBATH

agreeon JIOTOBOPHUTHCSIO

agreewith COTIACUTBCSIC

apologisefor MPUHECTUU3BUHEHHSI3a

apologiseto MPUHECTUH3BUHEHHSK.JI.

appreciate LIEHUTh

argueabout CIIOPHUTHO

arguewith CIIOPHUTHC

availability JIOCTYIMHOCTH(JOCTYTI)

beawareofsmth 3HATHO

begoodat UMETBCIIOCOOHOCTHKIEMY-JTH00;XOPOIIOYMETh
JeNaTh

believein BEPHUTHB

bow KJIQHATHCS

buildcoalition CO3/1aBATHKOATUIIVIO

businesscard BU3UTKA

chairman npeace1aTelNb

chatabout 00TaThO

communicatewith o0ImaThCsic

competitor KOHKYPCHT

credibility HAJCKHOCTh

dealwith(problems) HUMETBICIIOC(CRPAISIMbCSL, PEUamobnpooiemol)

decision pelIeHne

delegatetoadeputy

IepCaaBaTbIIOJIHOMOYHUA3AMECTHTCIITIO

displaycaringattitudetowards

JICMOHCTPHPOBATHIIOIX0],0CHOBAHHBIHHA3a00TEOK
OM-JIN0O0

drawontheexperience

OCHOBBIBAaTbCAHAOIIBITE

eatout

ecThBHeIOMa(BpecTopaHe,kadeunT.1.)

effective communication

s pexTrBHOCOOITICHUE

employees’concerns

0ecroKONCTBOPAOOTHIKOB

enduring

ITOCTOSIHHBIN, BB IEPKAHHBIIBPEMEHEM

engenderacommitment

BBI3BIBATh3aMHTEPECOBAHHOCTH(IMIOPOXKIaATHOOS-

3aTeJIbCTBA)

enquiry 3ampoc

entrepreneurialspirit pePUHIMATENbCKAsHKIIIKA(TIPEAMPUHUMATENTHC
KHIIYX)

environmentalandsocialissues

OKOJIOTHYCCKUCUCONUAJIBbHBICBOIIPOCHI

essential BaYKHBIH

executive PYKOBOJUTEIND

feeljet-lagged NepeXNBATHbHAPYIICHUECYTOYHOTOPUTMA
flexibility TMOKOCTB, yCTYITYUBOCTh

focuson COCPE0TOYNTEBHUMAaHUEHAUEM-TTHO0
follow-up MPOJIOJIKATHACHCTBOBATH

foremost [Iepe0BOM, IEPBBINA,CAMBIMTTIaBHBIN

genuineconcernforpeople

HOHHI/IHHaH336OTaOHIOJIHX Q1




giveacall IO3BOHUTH

giveorders OTJaBaThIIPUKA3bI

goal-scorer aBTOProJia

goup MTOBBIIIATHCS
havealotofcontacts UMETEMHOTOKOHTAKTOB
havebeliefin UMEThYOCKICHUEBUEM-TTN00
haveconfidence OBITbYBEPEHHBIM
havenoexcusefor HCHMEThOIPABIaHHS

holdon! croit!mogoxau! (pase.)
hospitality TOCTCTIPUUMCTBO

hug 00OHHUMATh

immediate HE3aMEITUTEIbHBIN,CPOYHBIH
investintraining BKJIQ/IbIBAThICHIMBOOYUCHHE
involvement BOBJICYCHHOCTD

join...fordinner

MPUCOETUHUTHCA3200€10M

judgepeople’sabilities

OIIEHUBATHLCIIOCOOHOCTHIIOCH

lackofexperience HEXBaTKAOIbITa
listento CIyIIATh

loyalty MPEIaHHOCTh
makeaprofit MOJy4aThIPUOBLIH
makedifference UMETh3HAUCHHE

makesuggestions

JIeNaThIPEANOI0KEHUS(TTPEITIOKEHNS )

makeupofsmb COCTaBUTHH3K.- L.

manufacturer IIPOU3BOIUTENH(M3TOTOBUTEIID )
mention YIIOMUHATh

monitor(verb) KOHTPOJIMPOBATH(YIIPABIIATH)
mutual consideration B3aMMHOCYBaXCHHE
(not)tobegoodwith OBITH(HE)BIIaaXCUEM-THO0
over-confident CaMOHAaJIESIHHBIN

overdo nepeycepCTBOBATh

pastime BPEMSIIPEIIPOBOKICHUE
persuasive yOeTuTeNbHbBIN
personalqualities JMYHOCTHBIEKAUeCTBA

peryear BrOJI

pioneer MIEPBOIPOXOACI, HHUI[HATOP
placeemphasison JieNiaThaKIleHTHauYeM-T100
planahead IUTAHUPOBaTh3apaHee
playsquash UIPaThbBCKBOIII
plentyofexperience MHOTOOIIBITA

praisefor MOXBAJIUTH32

practicalaid peanbHasI(MPaKTUYECKas)TOMOIITH
providesupport MPEIOCTABIATHIIOAIECPIKKY
qualitycontrol KOHTPOJIbKa4eCTBa
reachanobjective JIOCTUYBLIEIIN

reasonableprice pa3yMHasilieHa
reducetheamountofsmth YMEHBIIUTHKOINYECTBOY. -1
reflect Pa3MBIILISTH 82




reporton JIOKJIaIbIBATHO
reportto HNOJYUHATHCSK.-]1.
respondto pearupoBaThHAUTO-TH00,0T3bIBATHCS
retailstore Mara3MHPO3HHYHOUTOPTOBJIH
satisfaction yIOBJIETBOPEHUE
sicknesslevel YPOBEHB3a00JIEBAEMOCTH
skills HaBBIKH
sparetime CBOOOHOECBpEMSI
specializein CIENHATH3UPOBAThCIHAYEM-TTHOO0
staffwelfare 0JIaromoIyYuecoTpy THUKOB
standback OTCTYHATh
statesman rOCYyJapCTBEHHBINIEITEIb
substantial COJIMIHBIH,CYIIECTBCHHBIN
superficial MTOBEPXHOCTHBIH
supply MOCTaBJISATh(ITOCTaBKa)
support MOJIIEPKKA
talkabout TOBOPHUTHO
talkto TOBOPHUThHC
trainingcourse YUeOHBIHKYpC
treatpeople OTHOCHTBCSIKITIOIIM
underpromise CBSI3aHHBIHCIIOBOM
unionrepresentative peICTaBUTEIbIPOdCOI03a
urgently CPOYHO
visibility BUUMOCTb,BH3yaJIbHASIOCTYITHOCTh
weakness c11aboCTh
well-written XOPOIIOHATTMCAHHBIH

UNIT 5 Products
addvalue J100aBTHCTOMMOCTD
allegedbenefits IpearnoaracMasBbIroia
allinvain BCEHAIIPacHO
arrange OPraHM30BbIBATH
arrogant BBICOKOMEPHBIN
association acconuanus
attitudeto OTHOIICHUEKYEMY-TO/KOMY-TO
attractive MPUBJICKATETbHBIN
awake 00apCTBYIOIMUN
awful y>KaCHBIN
bar OpukeT, I TKa(III0KoIa/1a)
beverage HAIUTOK
buy MOKYTIaTh

caffeine-loadedberry

Conepxkamaskohenssroaa

capitalize

HUCIIOJIL30BATHIISICBOCHBBITOIBI

celebrity 3HAMEHUTOCTh

chainstore CeTeBOMMAarasuH

challenge npo0ieMa,uCIbITAHHE

closeto 01M3K0

coal yroJib

consistency HOCJIEI0BATENLHOCTD 83




contain COJEepKaTh

copper MeIb

credibility HAJCKHOCTh

customerloyalty BEPHOCTHIIOTPEOHUTEICH
dealwith UMETHIETI0CYEM-TO/KEM-TO
design pa3pabaThIBaTh

destination MECTOHA3HAYCHHSI

destroy paspyIarhb

develop pa3BUBAThH

dimensions U3MEpPEHHSI

discontinue(v) PEKPATUTh

dissolved PacTBOpEHHBIN,paCTBOPUMBII
distinguish pas3inyaTh

distribute pacmpoCTpaHsITh
documentfeeder YCTPONCTBOIANOAaYHOPUT HHAIAJOKYMEHTA
economical peHTA0CTbHBIH

efficiently 3¢ PeKTUBHO

emphasizing MO TYEPKUBast,00paniasBHIMAaHNC
energy-givingquality BonpsmeekauecTBo
environmentallyfriendly 0e3BpEIHBINIIOKPYKAIOIIEHCPEIbI
establish yCTaHaBIINBATh

examined U3YYCHHBIN

exception UCKJIIOUCHHE

exploit HCCIIEI0BATh

flexible THOKHIA

float 1aBaTh

freetrial JIEeMOHCTPAIIMOHHASBEPCHS
ginseng KCHBIIICHD

ground W3MeEJTbUCHHBIN

highlight BBIICTISITHOCOOECHHO

high-tech BBICOKHETEXHOJIOTHU
householdgoods PEIMEThIIOMAIITHEr000UX01a
improve yJIy4IIaTh

initially W3HAYaIbHO

invent n300peraTh

involve BOBJICKATh

kitchenware KYXOHHAsIOCY1a

launch 3aImycKaTh

lifecycle KU3HEHHBIAITHKIT

lightup OCBETHTH

long-lasting JUTTEITBHBINA

long-wearing HOCKHU

make JIe71aTh,CO3/1aBaTh
manufacture MIPOU3BOJIUTH

market PBIHOK

measure MEpa

modify WU3MECHSITh

mountainrange TOpHAsIICIb

obstacles MPETATCTBUS




poverty OCTHOCTH

pride ropA0CTh

product TOBap

promote IIPOJIBUTaTh

record oTYeT

refine OYUILATh

regrets COXaJIeHUs

robust 3JpaBbIid

rotate CMEHATBAPYIAPYra
securefuture Oe3omacHoeOyyIee

sell IpO/IaBaTh

semiconductor HOJIYIIPOBOIHUK

smoothly TJ1aIKO

spend TPaTUTh/TIPOBOAUTE(BPEMS)
stimulator CTHMYJIHPYIOIIEECBEIIECTBO;aHTHICTTPECCAHT
stylish CTHIIbHBII

toast YKapUTh

test HCIIBITHIBATH

tested IPOBEPEHHBIH

trace cien

uniquesellingpoint

YHHUKAJIBHOCTOPTOBOCIIPCIIIOKCHHUC

user-friendly

JICTKUMBHUCIIOJIb30BAaHUU

venture

pEINpUsSTHE

wellies

PE3NHOBBICCAIIOTH

wholeheartedly

BCEMCCPALEM,BCCICIIO, ITOJTHOCTBIO
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KOHTPOJIbHAS PABOTA

—

g Progress Test
-

1 Match a word from A and B and complete sentences 1—10. Use each word
from A twice.

A B

advertising / consumer / market /| behaviour / budget / campaign / forecast /

product / sales launch / lifecycle / profile / research /
segment / targets

1 The is the length of time people continue to buy a

particular product.

2 showed very good potential for marketing the

magazine to executives in the age range 25—35.

3 A Is simply a description of a typical customer.

4 Our company has established its brand name through a multi-million multi-
media
5 The introduction of a product to the market is called the

6 Family and friends are a major factor in . They
really influence what people buy, where and how.

7 A Is a group of customers of similar age and
income level.

8 I don’t think cutting our by half is a good idea.

Our campaigns are highly successful and always generate huge profits in the long
term.
9 Our representatives are under a lot of pressure to meet their

10 I'm afraid | can only make a pessimistic for
February and March.

2 Re-order the words to make questions.

11 much advertising do how on spend you ?

12  does endorsement mean what ?

-~

13  strengths and are company’s  weaknesses  what  your

14 range did extend product their they when ?

15 IS team leading sales who your ?
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3 Complete each question with an appropriate word.

16 your market share increases last year?

17 kind of products do footballers endorse?

18 they doing any market research at the moment?
19 of these two products is more successful?

20 you met our new manager?

21 often do you launch a new product?

22 Kaori phoned recently?

4 Complete this excerpt from a telephone conversation with the questions
from the box.

Would you like them to do the marketing? / Could you give me a few details? /
Did you say 5%? / Have you finished your report? / Why? / How about our
market share? / How are things? / What do you think of ‘Eureka!’?

A: Hi, Vladi. Raul here. (23)
B: Fine, thanks. Quite busy, in fact.
A: (24)
B: Almost. But | can tell you the figures | have are looking extremely good.
A: Excellent. (25)
B: Sure. Overall sales are up 15%. Our new soft drinks are up 12%, and our
mineral water is doing just as well.

A: That sounds good. (26)
B: Well, we’ve increased it by 2.5%.

A: Sorry, I didn’t catch that. (27)

B: No. 2.5%. But I think it might go up by five over the next quarter.

A: That would be great. By the way, there’s something else I wanted to ask you.
(28)
B: Oh, the new advertising agency. I think they’re really good. (29)

A: I was thinking about the new energy drink that we’re launching next month.
B: Right. (30)
A: Exactly. I want something less traditional for this new product.
B: In that case I think it’s a good idea to contact them. They’ve got a very creative
team, with lots of imaginative ideas.
5 Complete each sentence with a verb from the box.

\ believe / deal / delegate / invest / respond \

1 We a lot in training courses for our employees. We know it’s
money well spent.

2 Our new manager can with problems very effectively.

3 Don’t try to do everything on your own. You should tasks to
your assistant more often.

4 Our previous manager didn’t even try to to our concerns.

5 When your employees feel that you in their abilities, they often

start to perform better.
6 Complete each sentence with a preposition from the box. 87



| for / on / to / with / to

6 We need to agree the date of the relaunch of our new series.
7 Tom apologised making so many mistakes in his report.
8 A good manager should listen suggestions from staff.
9 It was my mistake, | know. | have already apologised the
director.
10  Icouldn’t agree the others that our suppliers were responsible.
7 Re-order the words to make reported statements and questions.
11  dohimlitto told
12 were said they she wrong
13  asked he members team the were who
14 invoice manager me not pay the the told
15  asked finish meeting she the time what would
8 Rewrite the sentences beginning in the way shown.
16  ‘The team leader is from Canada.’

He said
17  ‘Listen to all suggestions from staff.’

She told me
18  “Why don’t you talk to your manager more often?’

He asked me
19 ‘Do you find it difficult to delegate tasks?’

He asked me
20  ‘Don’t forget to call Max.’

She told me

9 Each phrase contains a mistake. Write the phrase correctly.
21  I’ll be in the touch soon.

22 Thanks you for showing me round the town.

23  I’mreally enjoyed the meal last night.

24  Bye! Have you a nice journey back!
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10 Match phrases 25—30 to responses a—e. Write your answers here:

25 26 27 28 29 30
25 What do you usually do in the evenings?
26 Would you like to come with us to thé theatre tonight?
27 Goodbye Li. All the best.
28 ou enjoyed the tqur.
29 Can ou ell me a out any mterestln% places to visit?
30  Thanks very much for your hqspitali
a Bye, Lucas. And thanks again for everythlng
ou are very welcome. I ope yOu cari_ come_ again soon.
c | like to spend time with my children. Sometimes | watch TV.
dl certalnlﬁ did. It was won erful Thank you so much!
elt’s Ve(r]y ind of you, but another time pérhaps. I’m quite tired.
f The old’town is very pretty. And you must see Liberty Square.

11. Complete the missing adjectives in these sentences about products. Each
adjective is in two parts and two letters are given.

1 Sony and Panasonic make | -l batteries.
2 Louis Vuitton bags are w -m products.
3 HP manufactures h -t computer products.
4 Wrangler makes jeans that are both fashionable and h -
w .
5 Estée Lauder and L’Oréal have both developed b -S
cosmetics.
6 Rolex and Tissot produce h -q watches.

12.Complete these sentences with the correct form of a verb from the box.
| modify / discontinue / promote / distribute |

7 I’'m afraid this product is no longer available. In fact, the whole range has
been .
8 We have always our products through several

wholesale companies.

9 Sales of the RPX3 have increased considerably since we
it slightly three months ago.

10  Their new soft drink was aggressively and
marketed.

13. Complete each sentence with a verb in the passive form.

11 We will launch our new range next summer.

Our new range next summer.

12 They have not tested the new medicine yet.

The new medicine yet.

13 They designed this new sports car in Japan.

This new sports car in Japan.

14 We cannot ship the goods until they receive payment.

The goods until we receive payment.
15  We are redesigning our website.

Our website

16  Millions of people use our toiletries every day
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Our toiletries by millions of people every

day.
14. Complete the sentences with passive forms of the verbs in brackets.
17  The new office furniture (deliver) yesterday.

18 There wouldn’t be so many complaints all the time if the goods
(pack) more carefully.

19  All our documents (translate) into Spanish and English, and this
always makes our work easier.
20  If the machine breaks down again, our new chocolates (not

/ produce) in time.

15.Complete this product presentation. The first letter of each missing word is
given.

So, ladies and gentlemen, (21) t is our new product. As you can see, it’s
robust and elegant. It’s (22) m of steel and plastic and (23)
w only 1.6 kilos. In addition, it (24) c in a wide range of
colours. Now, let me (25) t you about its other selling points. It has several
special (26) f . You have already noticed its very small (27) s

, only 22 centimetres long and 5 centimetres wide. This, of course, makes it (28)
i for travelling. Finally, it has the added (29) a of being very
reasonably priced. Now, would anyone like to ask a (30) g ?
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