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BBEJIEHUE

I'n1aBHOH mHenbl0 00ydeHHS HWHOCTPAHHOMY SI3BIKY  SIBJISIETCS
(GbopMHUPOBaHHE  HHOA3BIYHOW  KOMMYHMKATHBHOH  KOMIICTEHIMH
CHelHaJICTa, IO3BOJSIOMIEH HCIONIb30BaTh WHOCTPAHHBIM fA3BIK Kak
CpeACTBO MPO(ECCHOHATBEHOTO ¥ MEXKIMYHOCTHOTO OOIICHHUS.

B pycne coBpemeHHOl 00pazoBaTeNbHOW HICOIIOTUH HMHOCTPAHHBIN
S3BIK  paccMaTpuBaeTcss HE  TOJBKO B KayecTBE  CpEICTBa
MEKKYJIBTYPHOTO OOLICHHUS, HO U CpeacTBa (hOPMHUPOBAHUS JTUUYHOCTH
KaK CyObeKTa HalMOHAIBbHOW M MHPOBOM KyabTyphl. IIpenmnomaraercs,
9TO MHPOBO33PEHHUE, BKJIIOYAMOLIEe B Ce0sl IIGHHOCTH JIMYHOCTH,
o0IecTBa, TOCYJapcTBa, a Takke Oojee LIMPOKOTO COOOIIecTBa
(eBpomeiickoro, MHPOBOTO0), CIOCOOCTBYET OounblIeMy
B3aMMOIIOHUMAHHI0O M  COMMKEHHI0O HapoOAOB B  COBPEMEHHOM
MOJIUKYJNBTYPHOM  MHpE, a, CIEJOBaTelIbHO, CTa0WIBHOCTH U
YCTOHYHMBOCTH €r0 Pa3BUTHSL.

B kauectBe CTpaTermyecKoil WMHTEIPaTHBHOM KOMIIETEHLMM B IIPOLIECCE
O0ydYeHNsI WHOCTPAaHHBIM s3bIKaM BBICTymaeT KommyHuKartuBHas (KK) B
€IMHCTBE BCEX COCTABIIIIOIIMX: — SI3bIKOBOM, PEYEBOM, COLIMOKYJIBTYPHOM,
KOMIIEHCATOPHOM, Y4eOHO-TI03HABATEIbHON KOMITCTEHITHH.

S3pikoBas komnereHuus (AK) — COBOKYNMHOCTH SI3bIKOBBIX CPEICTB
(poHeTHUECKHX, JEKCUUECKHUX, IPaMMaTHUECKUX), a TaKKe MPaBUI HUX
HCIOJIb30BaHMsI B KOMMYHHUKATUBHBIX IEJAX.

PeueBas xomnereHIms (PK) — COBOKYITHOCTE HaBBIKOB M YMEHHI PEUeBOH
JeSTENbHOCTH (TOBOpEHME, THCHMO, ayIHpOBaHWE, YTEHHE), 3HAHHE HOpPM
pEYeBOro TMOBEACHHS, CIOCOOHOCTh HMCIOJB30BaTh SI3BIKOBBIE CPENCTBA B
CBSI3HOM pe4d B COOTBETCTBUH C CHTyalMeil OOIECHHSL.

CommokynbrypHas kommereHmuss (CK) — COBOKYITHOCTh 3HaHHH O
HAIIMOHAJBHO-KYJIBTYpHOH crieriurke CTpaH H3y4aemoro si3blka |
CBA3aHHBIX C 3TUM YMEHUH KOPPEKTHO CTPOHUTH CBOE pedyeBoe U
HEepe4eBOe MOBECHUE.



Komnencaropnas kommerenuus (KomnK) — coBokynmHOCTh yMeHUi
WCTIOTIB30BAaTh JIOTIOTHUTENBHBIE BepOallbHbIE CPEJCTBA H HeBepOaIbHbBIE
CIoCcOOBI pelieHUs KOMMYHHKATHBHBIX 3a/ad B YCJOBHSAX Je(HIIATA
HMMEIOIIUXCS SI3BIKOBBIX CPECTB.

YueOHo-no3HaBarenbHass komnereHnus (YIIK) — coBokymHOCTH
o0IMUX ¥ CHEIUATBHBIX YUYEOHBIX YMEHHH, HEOOXOIUMBIX JUIS
OCYIIIECTBICHUSI CAMOCTOSITEIbHON NIEATEIPHOCTH TI0 OBJIAJICHUIO
MHOCTPAHHBIM SI3BIKOM.

B mpomecce conmanbHO-TyMaHWTapHOW MOJATOTOBKH BBIITYCKHHK
JIOJDKEH pa3BUTh Takue MeranpeamerHele komnerenuunu (MIIK), kak
BIAJICHUE METOJaMH CHCTEMHOTO U CpPaBHHUTEIBHOTO aHAJU3a;
c(hOpMUPOBAHHOCTh KPUTHYECKOTO MBINUICHUS; YMEHHE paboTath B
KOMaH/ie; BIIaJicHWe HaBBIKAMH IMPOEKTHPOBAHUS W TPOTHO3UPOBAHMUS;
c(hOpMUPOBAHHOCTh  JUYHOCTHBIX  KAueCTB:  CaMOCTOSTEIHHOCTH,
OTBETCTBEHHOCTh, OPTaHU30BAaHHOCTH, IIEJEYCTPEMIICHHOCTh, a TaKKe
MOTHBallMOHHO-IIEHHOCTHBIE OPUEHTANNN; YMEHHE YUNUTHCS, TOCTOSHHO
MOBBIIMIATH KBATA(PHUKAIHIO.

B coorBercTBMM ¢ UeISAMH M IPHUHIMIAMH  COLUAIBHO-
TYMaHUTapHOU IMTOATOTOBKH BBHITYCKHUK BBICIIETO Y4eOHOTO 3aBeIeHUS
MpH MOATOTOBKE IO 00pa30BaTENbHON MporpaMMe IMEepBOHM CTYNECHU
(cienuanucT)  JODKEH — MPHOOPECTH  CIEAYIONUE  COLUAIbHO-
JUYHOCTHBIE KOMIIETEHIINH:

KOMIETEHIIUN KYJIbTYPHO-IICHHOCTHON W JIMYHOCTHOW OPHEHTAIlUH
(KKLJIO),

KOMIIETEHIINU TPaKJaHCTBeHHOCTH U marpuoTtu3ma (KI'TI),

KOMITETCHITNN comraibHoro B3anmoeiicteus (KCB),

komrerenimy kommyHukarmn (KK = SIK + PK + CK + KomnK + YTIK),

KOMIIETeHIIUU 370poBbecOepexenus (K3),

komneTeHnuu camocosepiieHcTBoBanus (KC).

B pesynbTaTe n3yueHus JUCIUILUIMHEI CTYICHT JHO/DKEH 3HATH:

OCOOCHHOCTU CHUCTEMbl H3y4aeMOTO WHOCTPAHHOTO $f3bIKA B €ro
(hOHETHYECKOM, JIEKCHYECKOM U TpaMMaTHYeCKOM acrlekTax (B
COTIOCTABIIEHUH C POIHBIM SI3BIKOM);

COIMOKYJIETYPHBIE HOPMBI OBITOBOTO M JCIIOBOTO OOIICHMSI, 8 TAKXKE
MpaBWjia PEYCBOr0 ITHKETA, MO3BOJSIONINC CHEIUAIUCTY A((HEKTUBHO
WCIOJh30BaTh HMHOCTPAHHBIM SI3BIK  KaK CpEICTBO OOMIEHHS B
COBPEMEHHOM IOJIMKYJIETYPHOM MUPE;

HCTOPUIO U KYJBTYPY CTPaH U3yHaeMOro SI3bIKA.
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CTyneHT ONIKEH YMETh:

BECTH OOINEHHE COLMUOKYIBTYPHOTO W  TPOECCHOHAILHOTO
xapakTepa B 00beMe, MPelyCMOTPEHHOM HACTOSIIICH MTPOrpaMMOii;

YUTATh W TIEPEBOJUTH JUTEPATYPY IO CHEIHATHLHOCTH 00ydaeMBbIX
(u3yuaroriee, 03HAKOMUTEIIEHOE, TPOCMOTPOBOE U MTOUCKOBOE YTCHHE);

IIHCbMEHHO BBIPAXKaTh CBOM KOMMYHUKATHBHBIE HaMEpEHHUs B
cdepax, mperyCMOTPEHHBIX HACTOSIIEH MpOrpaMMoii;

COCTaBIIATh HUCBMEHHBIE JOKYMEHTBI, HCHOJB3YysSd PEKBU3UTHI
JIEJIOBOTO MUACHMa, 3aIONHATH OJJAHKK Ha y9acTHE U T.IL.;

IMOHUMATL - AYTCHTUYHYIO HWHOA3BIYHYIO pE€Yb Ha CIYyX B o0neme
POTPaMMHOM TEMATUKH.

B cooTBeTcTBHM ¢ yueOHOU MPOrpaMMoOil IO HHOCTPAHHOMY SI3BIKY
H3ydyeHUe IUCHMIUIMHBL <« HOCTpaHHBIM s3bIK» paccunTaHo Ha 150
ayIUTOPHBIX YACOB.

Conmepxxanue ydyeOHOro Momyns 5 «IIpomsBoacTBeHHOE OOIIEHHE)
mpeacrasiieHo B Tabmuire.

Kon-Bo dopmupyemsie

Tema monyns Copepxxanue ac. KOMIICTHIMI
M-S. Tunuunsle  curyanuu|30 KK
IIpousBoacTBEHHOE TPOU3BOJICTBEHHOT'O MIIK
ol1eHue o01eHusI. KI'ml
CTyneHT OOoKeH: KCB
3HATB: npasuna| YCPC: K3
pPEUEBOr0 ITUKETA, ConMoKynbTypHBIE KC
yYMeThb: pelaTh|HOPMbI
TUTINIHBIE MIPOU3BOJICTBEHHOTO
MIPOM3BOJICTBEHHBIE oOrmIeHus.
CUTyalluu C
HCIOJIb30BAHUEM [podeccuonanpHas

WHOCTPAHHOTO  SI3bIKA|3THKA.
KaK CpEICTBa OOIICHHS
B coBpeMeHHOM | [IeperoBopsl.
MTONTUKYITETYPHOM MHpE,
MIPaBHIILHO

HCIIONIb30BaTh JIEKCUKO-| YCPC: TleperoBopsl.
rpaMMaTHIecKue
enuHuIBl B yctHoW u|CornamnieHus.
MMMCHbMEHHOM peyn.




YMK cocraBiieH B COOTBETCTBHM C TpeOoBaHUSIMEH THUIOBOI
y4eOHOM TmporpaMMbl  JAJsl  BBICHIMX  YYEOHBIX  3aBEICHHU IO
WHOCTPAaHHOMY A3BIKY, YTBEP)KICHHON MHHHCTEPCTBOM 0O0pa3oBaHUS
PB. B oCHOBY CTpyKTypuUpOBaHUsSI COJCpXaHHUS y4eOHOrO Marepuala
MOJIOEH MPHHIMI MOMIYJIBHOTO TIOXO/Aa, KOTOPBIA MpernoyiaraeTt
pa3duBKy y4eOHOro Marepualia Ha OTHOCHTEILHO CaMOCTOSTEIILHBIE
MOIYTH (pa3neinsl) Kypea.

Monaynp 5 y4eOHO-METOOMUYECKOTO KOMIUIEKCa BKIIOYaeT B CeOs
yIpaKHEHHs, HalpaBlieHHbIe Ha (QOpPMUpPOBAHWE YMEHUH W HABBIKOB
mpo(heCCHOHANTBHO-IEIIOBOTO  O0IIeHUS CTyaeHToB. llens o0OydeHus
COCTOMT B  TIPUOOPETEHWHM  CTYJACHTAMH  KOMMYHHKATHBHOMN
KOMITETEHIIMU, HOPM TPOU3BOJICTBEHHOTO U JICTIOBOTO OOIICHUS, TPABUJI
pEeUeBOro 3THUKETa. YPOBEHbh KOMMYHUKATHBHOW KOMIICTCHIIMU Ha
OTJCNIBHBIX 3Tanax S3bIKOBOH IOATOTOBKU II03BOJISIET MPAKTUYCCKH
HCIOJIb30BaTh HWHOCTPAHHBIH SI3BIK B npodecCHOHANTEHON
(IpoM3BOJACTBEHHON ¥ Hay4dHOW) cdepe I pENIeHHS THITHIHBIX
MPOM3BOJCTBEHHBIX 337124, a TAKXKE B [ENIX CaMOO0pa30BaHusl.

ColepKUT CBEICHHUS TEOPETUYECKOTO XapakTepa, ayTCHTUYHBIC
TEKCTHI M KOMIUICKC YIPaXXHEHUH, Kak TPCHUPOBOYHOH, Tak U
KOMMYHHKaTHBHOﬁ HalpaBJICHHOCTH 110 TCMAaTHUKE MOIYJIA.

[Ipenna3zHaveH AJis CTYACHTOB BTOPOT'O Kypca arpO3HEPreTHYeCKOTO
¢akynbrera BIATY.

MOJYJIb 5
IMPON3BOJICTBEHHOE OBIIEHUE

5.10 HIEPET'OBOPHI
5.10.1 Business talks

Vocabulary
Study the following vocabulary and do the vocabulary
exercises.

a company — ¢pupma

manufacturer — U3rOTOBUTETb

manufacturing plant — 3aBOA-U3rOTOBHUTEIb

to be reliable in operation — ObITh O€30MACHBIM, HAJEKHBIM B 3KCILTyaTalluH

a customer — 3aKa34MK, IIOKyIaTelb, KIUSHT

goods — ToBap, TOBapbl

shipment — oTrpy3ka

immediate shipment — cpouHast, HeMeUIEHHas! OTTpy3Ka

shipping — norpyska, epeBo3ka rpysa

to provide — obecrieunBaTh, CHaOXKAaTh

shipping facilities —TpaHcTIOpTHBIE cpencTBa

to do business with — Bectu TOoprosio ¢

to be in great demand — mose30BaTHCSA OONBIIIM CLIPOCOM

to be of high quality — 6bITh BEICOKOTO KauecTBa

representative - IpeCTaBUTENb

to make an appointment with smb. — Ha3Ha4aTh BcTpedy ¢ KeM-JIM00

to make an appointment for some day/at ...0’clock - Ha3Ha4yaTh BCTpeuy Ha
KaKoW-JIm00 JieHb/Ha KakoH-10o yac

to break an appointment — copBath BcTpeuy

to get in touch with smb. — cBsi3aTbcst ¢ KeM-Iu00

to sign a contract — HOAMKUCHIBATE KOHTPAKT

talks — meperoBopbI

to have talks — BecTu meperoBopsr

at the talks — Ha meperoBopax

to get down to — mepexoauTh K




negotiating parties — JOrOBapUBAIOIIHAECS CTOPOHBI
terms - yCloBus

terms of payment — ycioBus ratexa

delivery — mocraBka

to deliver — moctaBnsTH

packing — ymakoBka

guarantee period — TapaHTHITHEIA CPOK

to reach an agreement — npUHATH K COTJIALICHUIO

a matter — BOIpoc

business matters — geI0BbIe BOIPOCHI

to make infringements — Hapymarh (IIyHKTbI KOHTPAKTa)
a clause — IMyHKT KOHTpaKTa

an order — 3aka3

an order for — 3aka3 Ha 4TO-TKO0

to be heavy with orders — uMeTh HHOTO 3aKa30B

to place an order with a company — pa3meniars 3aka3 y GpUpMbI
the balance — ocrarox

a lot — maprus (ToBapa)

Vocabulary exercises

Ex. 1 Match the words in the box with their definitions. Use a
dictionary if necessary.

1.an order a) someone who buys something

2. a company b) smth. that you ask to be
brought or sent to you and that
you are going to pay for

3. a customer ¢) things that are made to be sold

4. talks d) a section of a legal document

5. to deliver e) to put your signature on it

6. to sign a contract f) to take something to
someone’s house or office

7. a clause g) formal discussions

8. goods h) a business organization that
makes money by selling goods or
services

9. alot 1) to give smb. what he needs or
wants or make it available to him

10. to provide j)aset or group of things

9

Ex. 2 Fill in the gaps with the following words.

Matter, packing, talks, customer, do business, appointment,
shipment, deliver.

1. We ... much ... with different countries.
2. Atthe ... we discuss terms of payment, shipment and delivery.
3. We want to make an ... with Mr. Brown for Wednesday at 9
o’clock.
4. It’s impossible to ... the goods in May.
The Buyer wants to know what kind of ... we usually use.
We guarantee that there won’t be any delay in ... .
Sometimes the ... doesn’t find our prices reasonable.
Then the Buyer brings up another ... .

2P

BUSINESS TALKS
Pre-reading task

In groups discuss the following questions.

What are business talks?
Are there any rules how to hold business talks?
Have you ever held business talks?
4. “Business talks are boring. Businessmen waste time at the talks” —
do you agree?

whh =

Reading for information
Now read the text attentively and do the tasks that follow it.

Our company is one of the leading manufacturers of electrical
equipment in Minsk. We produce a wide range of electrical equipment
for power industry. We produce 80% of equipment for home industry
and 20 % of our products go to different countries of the world.

Our manufacturing plant has modern facilities to produce electrical
equipment of high quality. The equipment of our company is reliable in
operation and our customers are satisfied with its modern design and
capacity. The company delivers electrical equipment to markets of

10



Europe, to the North and the South of America. We are also interested in
selling our goods to the countries of the East. The company can
guarantee shipment of the goods within 10 days.

We do business with many foreign companies interested in buying
our equipment. Our goods are in great demand because they are of high
quality. When a representative of a foreign company gets instructions to
buy equipment from our company he arrives in Minsk and contacts our
manager to make an appointment. Usually our customers get in touch
with our secretary on the phone and the manager invites them to come to
his office.

Our manager and the representative of a foreign company who was
instructed to sign a contract for buying the equipment from our company
have business talks held in friendly atmosphere. As it's not polite to go
straight to business the manager starts with some remarks about the
weather and asks the partner about his trip, the hotel he stays in, the
impressions our city makes on the foreigner. The manager may also ask
him about his family or his health and after that they get down to
business. The negotiating parties discuss prices and terms of payment
and delivery, packing and guarantee period. When the agreement is
reached on the business matters discussed the date of signing the
contract is scheduled. We are punctual in business and never break the
appointment. When the contract is signed we do our best not to make
infringements in any of its clauses during the fulfillment of the contract.
That's why our company enjoys high reputation and we have no claims
on the part of our customers. We are always heavy with orders as‘many
firms want to place orders with our company.

Comprehension

I. Make the list of international words and expressions used in
the text. Pronounce them correctly and learn their meanings.

I1. Give the Russian equivalents to the word combinations:

to be reliable in operation; to be satisfied with; to do business with; to
get in touch with; the negotiating parties; to go straight to business; to
sign a contract; to break an appointment; to make infringements; to place
an order with a company; to have claims; to come to (to reach) an
agreement.
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I11. Give English equivalents to the word combinations:

IIMPOKUI acCCOPTHMEHT; HAI[MOHANbHAs MPOMBIIIJICHHOCTh, UMETh
COBpPEMEHHbBIE BO3MOKHOCTH AJISI NMPOWM3BOACTBA; OBITH HAAECKHBIM B
paboTe; TapaHTHPOBATH TIOCTABKY TOBApOB B TEUEHUE ...; KYIIUTh TOBAP
y KOMIIAaHWH, OCTAHOBHUTHCA B TOCTHUHUIIE; MEPEUTH K OOCYKICHUIO
JICJIOBBIX BOITPOCOB; HMETh = XOPOIIYI0 pEMyTaluio; CO CTOPOHBI
KIIMEHTOB; OBITH 3arPyKCHHBIM 3aKa3aMM; Ha3HAYUTH ATy MOAMUCAHUS
KOHTPaKTa.

IV. Answer the following questions to discuss the details of the
text. Use the text for reference.

1. What kind of company is the text about?

2. What countries does the company do business with?

3. Are the goods of the company of high quality and in great
demand?

4. Do many foreign firms want to place an order for electrical
equipment with the company?

5. Does the manager of the company often have talks with
representatives of foreign companies?

6. What problems are discussed during business talks?

7. Who takes part in business talks?

8. How do business talks usually start?

9. Are business talks held before or after signing a contract? Why?

10.Why does the company do its best to fulfill the contact without
infringement of any of its clauses?

V. Read the text. Divide it into logical parts. Find or compose the
topic sentences of each part. Make up a logical plan of the text.

VI. Retell the text using the material of the tasks above (I-V).

Writing
Write down the structure of a business talk’s dialogue.

12



5.10.2 Talking business (Dialogues)

Dialogue 1

Pre-reading task

Study the following words.

Reading.

a pump — Hacoc

urgently — cpodHo

to deal in — 3aHMMAaTBCS YeM-THOO

to contact — cBs3aTbCs

to complete — 3akaHIMBATH
immediate — cpOYHBIN, HEMEJIEHHBIN
within — B TeueHue

altogether — BIoJsiHE, COBCEM

Read the dialogue attentively and do the tasks that follow it.

Belarusimport is interested in buying modern pumps for a hydro
power station. The power station is already under reconstruction and the
customers require the goods urgently, as they must complete the
reconstruction of the station by the end of the year.

Mr. Borisov, a representative of Belarusimport who deals in this kind
of equipment, got instructions to buy pumps from a British company. As
soon as he arrived in London he contacted Bond&Co., a leading
manufacturer of pumps. Mr. Stanley, the manager of the company,
invited him to come to his office.

Borisov:
Stanley:

Borisov:
Stanley:
Borisov:
Stanley:

Good morning! I'm Borisov. Here is my card.

Glad to meet you, Mr. Borisov. Will you take a seat,
please.

Thank you

Did you have a good trip?

Yes, it was quite nice, thank you.

Have you seen any places of interest in London yet?
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Borisov:

Stanley:

Borisov:

Stanley:

Borisov:

Stanle:y

Borisov:

Stanley:

Borisov:

Stanley:

Borisov:

Stanley:

Borisov:

Stanley:

Borisov:

Stanley:

Borisov:

Stanley:

Yes, but not many. I arrived in London only two days
ago and it has rained all the time.

Oh, I hope the weather will change for the better' and it'l]
stop raining soon. You'll enjoy sightseeing in London.
Well, Mr. Borisov, let's discuss business now. What can
I do for you?

We know you've started producing a new model of
pumps. The quality of the model meets our requirements
and we'd like to place an order with you. Can you make
us an offer for 150 pumps?

Sure! When would you like to have the pumps?

We require the pumps for immediate shipment.

Well, you see’, Mr. Borisov, we're heavy with orders at
the moment and can offer you only 50 pumps for now.
And what about the balance of 100 pumps?

We can start shipping them six months after we sign the
contract. I think we can deliver the pumps in four lots of
25 pumps each at regular intervals within eight months.
Is that all right with you?

Not altogether. We require the pumps earlier. Could you
start the deliveries of the balance of the pumps, say, four
months after we sign the contract?

I'm afraid not. We can guarantee, however, that there
won't be any delay in shipment.

All right. I think we could agree to that.

Is there anything else you'd like to discuss, Mr. Borisov?
Yes, there's another point I'd like to clarify. It's about
your delivery terms.

As we can provide shipping facilities we usually sell our
goods on CIF* terms.

Well, Mr. Stanley, we can accept your delivery terms.
When shall we meet to discuss the price and terms of
payment?

Let's meet in two days' time. I've got a crowded
programme tomorrow and the day after.

Fine. Good-bye, Mr. Stanley.

Good-bye, Mr. Borisov.
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Notes:

1. to change for the better — n3MeHUTHCS K JTydIIeMy

2. you see — BHIIUTE JIA

3. Is that all right with you? — Bac 3to ycrpanBaet?

4. CIF(cost, insurance, freight) — CH® (ycnmoBusi MOCTaBKH, II0
KOTOPBIM TIpoAaBel (GppaxTyeT CyJHO, CTpPaxyeT TOBap W IOCTAaBISET B
MOPT Ha3HAYEHHUS)

5. FOB (free on board) — ®OB (ycnoBusi mOCTaBKH, MO KOTOPBIM
IPOJABel] JOCTABIISET TOBAP Ha CyIHO 3a CBOHM CUET)

Comprehension
I. Agree or disagree. Give your reasons.

1. The customers of Belarusimport did not require the pumps
urgently.

2. Mr. Borisov got instructions to buy pumps from a large British
company.

3. Mr. Borisov invited Mr. Stanley to come to his office in Minsk.

4. Mr. Borisov knows Mr. Stanley very well.

5. Mr. Borisov saw a lot of places of interest in London.

6. Mr Stanley could offer Belarusimport only 50 pumps for
immediate shipment.

7. Bond&Co. agreed to deliver the balance of the pumps in six
months.

8. Bond&Co. usually sell their goods on FOB terms.

I1. Say what you have learned from the text about:

1. the goods Belarusimport was interested in;

2. Bond&Co.;

3. the time and terms of shipment which Bond&Co. offered to
Belarusimport;

4. the terms of delivery Bond&Co. offered.

III. Answer the questions.

1. What was Belarusimport going to buy?
15

2. Why was Belarusimport interested in buying pumps from
Bond&Co.?

3. Who got instructions to buy pumps from a British company?

4. What did they start their talks with?

5. How many pumps could the company offer for that moment?
Why?

6. When could they start shipping the balance of 100 humps?

7. How were they going to deliver the balance of the pumps?

8. Was Mr. Borisov satisfied with the deliveries of the balance of the
pumps?

9. Why did the company guarantee the delivery of the goods without
delay?

10. Why did Mr. Borisov agree to CIF delivery terms?

Dialogue 2

Pre-reading task
Study the following words.

type — Tun

to meet the deadline — ynoxxuThcs B Cpok

to take part deliveries — nmpuHUMATh YaCTUYHBIE IOCTABKU

It was nice to have seen you. (BBIpakeHHE YTOTPEOISETCS IpHU
MIPOIIIAHNN)

Reading.
Read the dialogue attentively and do the tasks that follow it.

Mr. Petrov, a representative of Minskenergo, has arrived in New
York to discuss some business matters with the people of Black Inc.
Minskenergo is interested in buying the Model BS 25 lifts.

Mr Blake, a representative of Blake Inc., a leading manufacturer of
this type of lifts, meets him at his office.

Blake: Good morning, Mr. Petrov, glad to see you in New
York. Did you have a good trip?

Petrov: Oh yes. Thank you. Everything was all right.

Blake: Is it your first visit to New York?
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Petrov: Yes, it is.

Blake: Oh, I am sure New York will impress you greatly.
There are many places of interest here and you'll enjoy
sightseeing, I think.

Petrov: I'm sure, I will, thank you. And now I'd like to discuss
with you some points of the contract.

Blake: Good. What is your problem?

Petrov: During our talks in Minsk you promised us to deliver the

goods in December, but our customers must complete
the construction of the plant by the end of the year and
to meet the deadline they require the goods urgently.
Could you deliver the goods sooner?

Blake: I'm afraid, we are heavy with orders. But we can help
you if you agree to take part deliveries.

Petrov: When could you deliver the first lot?

Blake: Probably, not earlier than in April, and we'll ship the

balance of the goods in three lots at regular intervals
within six months. Will it suit you?

Petrov: Yes, thank you, Mr. Blake. It was nice to have seen you.
Good-bye for now.
Blake: Good-bye, Mr. Petrov.
Comprehension

I. Answer the questions.

1. Why did Mr. Petrov come on a business trip to New York?
2. What business matters did they discuss during the talks?

3. Why did the customers require the goods urgently?

4. Why did Mr. Petrov agree to take part deliveries?

I1. Agree or disagree. Give your reasons.

1. Minskenergo is interested in buying the Model BS 25 lifts.

2. Mr. Petrov has come to New York for the first time.

3. Mr. Petrov got instructions to sign the contract with Blake Inc..

4. Mr. Petrov wanted the goods to be delivered earlier.

5. If Minskenergo takes part deliveries the goods will be delivered
sooner.

6. The balance of the goods will be shipped in six lots at regular
intervals within three months.
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I11. Make up your own dialogues by analogy with dialogues 1 and 2.
5.11 PEKOMEHJAIIMHU MO MOAT'OTOBKE K YCPC

TEMA YCPC: IIEPEI'"OBOPBI
®OPMA KOHTPOJISI: CEMHUHAP-ITPAKTUKYM

BaumatenbHO m3yudTe JIeKCHMUecKHil Marepuan 3aHsaTus  5.10
I[TEPEI'OBOPLI, a takxe wHbDOpMANHIO, COMCPXKAITYIOCS B 3aHITHH
5.11. IloaroroBbTeCh K CEMHHAPY-NPaKTUKYMy TIO OJHOM W3
MpeJUIOKEeHHBIX = TeM (3amarue S5.11 3amanme 1 (TASK 1)).
[IpemnoxeHHbIE TeMBl HOCAT PEKOMEHIATENBHBIA XapaKTep M MOTYT
OBITh M3MCHCHBI WJIM JIOMOJIHCHBI TI0 YCMOTPEHHIO CTYICHTOB H/WIIH
MpenoaBaTess.

Telephone conversations

Telephone is the most frequently used means of communication in
business because it's the quickest way to get or pass on information.
Primary negotiations are very often carried out over the phone.
Nevertheless, important telephone conversations concerning prices,
terms of payment or claims, are usually confirmed by a letter.

To save time at the beginning and at the end of telephone
conversations standard phrases are used. They are given below:

Useful phrases

Can I have a word with him? — MoHO MHE TIOTOBOPHTb C HUM?
Who's this, please? — Kto y Tenedona?

Who's speaking? — Krto rosopur?

Mr. Green speaking. — ['oBopur r-u ['puH.

Is that Mr. Green? — Oto r-H ['pun?

Speaking. — Cuymaro.

You've got the wrong number. — BrI omm0Imcs HOMEpOM.
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Sorry, you must have the wrong number. — M3Bunure, Bbl, 10mKHO
OBITH, OIINOIMCH HOMEPOM.

It's the wrong number. — DTo He TOT HOMeEP.
Sorry to have bothered (troubled) you. — M3BuHuTE 32 OECIIOKOICTBO.

The line is engaged. Can you hold on? — Howmep 3ausar. Belr moxete
HE BeMIaTh TPyOKy?

I'll see if he is in. — S mocMoOTpIO, Ha MECTE JIK OH.
I'm afraid he's out at the moment. — ITo Mmoemy, ero ceiiuac Her.
I'm afraid he is not available. — Borocs, ero ceityac HeT.

I don't expect him in until Monday afternoon. — 5 He my ero
PpaHbLIC MMOHCACIIbHUKA BO BTOpOﬁ IIOJIOBUHE OHSA.

Can I take a message? (Will you leave a message?) — Ilepenats emy
4TO-HUOY AB?

Could you take a message? ( Could I leave a message?) — Bui He
MoOrJIH ObI TIepeaTh eMy Koe- 4To?

Is there any message? — Urto-HuOyas nepenaTs emy?

Read the dialogues.

fhw

- Can (Could) I speak to Mr. Green, please?
- Who's (that) calling?
- It's Mr. Zimin here.
- One moment (just a minute) please! Mr Green will speak to you in a
moment. Would you like to hold on?
- Yes, I'll hold on.
skskok
- “Green & Co”. Who's calling?
- This is Mr. Zimin from Moscow. Could you put me through to Mr.
Green, please?
- I’'m afraid, Mr. Green is not in the office at the moment.
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- When do you think he will be back?
- Not until Monday morning. I'm afraid. Can I give him a message?
- No, thank you. I'll phone him then again. Goodbye.

kesksk

- Is that Mr. Wanes office?
- Yes.
- My name's Gavrilov. 1 have an appointment with Mr. Wanes for
tomorrow. Could you put it off till Thursday afternoon, same time?
- All right, I'll find out and confirm it today. Goodbye.
- Goodbye.
skskosk
- Good morning! I'm Astakhov from the Joint Stock Company, Belarus.
I'd like to speak to Mr. Green.
- I'm sorry. There is no one Green by name. I'm afraid you have the
wrong number. What number did you dial?
-32-15
- Oh, but this is 7-32-16.
- I'm sorry.
- That's quite all right.

skskok

- Good morning. Mr. Green's office here.

- May I speak to. Mr. Green, please?

- Who is calling, please?

- My name is Astakhov. I came from Minsk the other day and wanted to
meet France Green.

- I'm sorry. Mr. Green is busy now. He is at the meeting. How could he
contact you later?

- I'm staying at the Hilton Hotel. My room number is 235. I'll be in at
about 5 in the afternoon.

- Very good. He will contact you when he comes back.

sk

- Andrew, is that you? Good afternoon.

- Good afternoon, France. I'm very glad to hear you.
- So am I. When shall we meet?

- Let's meet on Friday at 11.
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- Fine. It suits me all right. Then our driver will pick you up at the hotel
at a quarter to 11. Our office is not far away.

- I'l be pleased to meet you and discuss our enquiry for office
equipment.

- See you tomorrow. Good-bye.

TASK 1

Act out dialogues on the basis of the following assignments:

1. You have received an enquiry for your goods from Smith & Co.
They require the goods in August. Telephone the company and say that
you cannot deliver the goods at the time they require. Ask if they could
take part deliveries and offer them your terms of shipment

2. Receive Mr. Brown at your office. Ask him if he enjoyed his flight
to Minsk and how long it took him to get here. Speak with him about the
model of transformers he is interested in. Offer your terms of payment
and delivery.

3. Receive Mr. White, ask him about his impressions of Minsk. Mr.

White is interested in your electrical equipment. Ask what model suits
him best of all and on what terms he would like to buy the goods.
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5.12. COI'JIAILIEHUSA
5.12.1 Contracts
Vocabulary

Study the following vocabulary and do the vocabulary exercises.

a transaction — caenka

to draw up a contract — cocTaBJIITh KOHTPAKT

to fulfill obligations — BEIOTHSTE 0053aTEIHCTBA, TAPAHTHH
a must — HacTOATENbHAs! HEO0XOAUMOCTh, TPEOOBaHUE

an article — ctaTbs; naparpad; myHKT

to alter — u3MeHATH, IepepabaTHIBATH

to supplement — TOTIOJTHATH

know how — TexHuueckas JOKyMEHTALUS

marking — MapKHpOBKa

insurance — CTpaxoBaHHE

a purchase — mokyImka; 3aKyrnka; npuoOpeTeHne

specific goods — KOHKpETHBIE TOBAPHI

firm — ycTOMYUBBINA; HEMOKOIEOUMBIH, CTOMKUI

fixed — HEM3MEHHBIH, TBEPIBINA

sliding — ckonp3sni; MU PepeHInATEHBINR

to quote a price — Ha3HAYATh LIEHY

a delivery schedule — rpaduk, pacnricanue; miaH MOCTaBOK
an enclosure — mpuIOKeHNE

to be in conformity — cooTBeTCTBOBATH

to undertake — mpennpuHUMAaTH, OpaTh Ha ce0s

at smb’s own expense — 3a CBOif COOCTBEHHEBIH cUET
seaworthy packing — 30. TOAXOISIIUIA Il TPAHCTIOPTHPOBKH 10
BOJIE

consumer goods — MOTPEOUTETHCKIE TOBAPHI

for the full value — Ha monHYIO cTOMMOCTH

to cancel the contract — aHHyIUpOBaTh; OTMEHATH KOHTPAKT
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Vocabulary exercises

Ex. 1 Complete the chart

NOUNS VERBS
1. to fulfill
2. marking
3. insurance
4. delivery
5. to cancel
6. a transaction
7. to alter
8. to quote
9

. an enclosure

Ex. 2 Complete each sentence by using a word from the box.

Purchasing, enclose, transaction, to cancel, specific goods,
marking, alter, ensures, supplement, quote, expense.

1. We can our best prices.
2. We are interested in the Model R9000 computers
from you.

3. If any defects are found during the guarantee period you are to
correct them at your .

4. We also our current CIF price-list.

5. This kind of packing safe delivery of the goods.

6. We are going to make a foreign trade .

7. should be made with indelible paint.

8. In what case does the buyer have a right the
contract?
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9. Negotiating parties may and some articles of
the contract.
10. The unit of measure for is indicated in the
contract.
CONTRACTS

Pre-reading task

1. Read these international words and try to guess their meaning.

Compensation, embargo, sanction, function, defect, specification,
documentation, period, specific, transport, arbitration, license, guarantee,

patent, standard, legal, partner.

II. Combine the words with the preposition of.

l.intentions a) clauses

2.terms b) measure
3.period c) a force majeure
4.clauses d) consumer goods
5.a number e) payment

6. the unit f) delivery

7.the duration g) the contract

8. in case h) the partners
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III. Give Russian equivalents to the word combinations. Use a
dictionary if necessary.

to draw up a contract; to give legal expression to; to alter and supplement
some articles; to contain a number of clauses; to indicate the unit of measure; to
quote (to state) firm, fixed or sliding prices; to be subject; to change; in the
course of the fulfillment of the contract; at the seller's expense; to be improperly
packed and marked; to refuse to accept the goods; to be made with indelible
paint; a sensible businessman; to insure goods for the full value; to insure
against risks; in case of damage or loss; in order to obtain indemnity; to have no
right to claim any compensation.

Reading.
Read the text attentively and do the tasks that follow it.

In foreign trade transactions a contract is drawn up to give legal
expression to the intentions of the partners and to guarantee that the
obligations contained in the contract will be fulfilled.

By law contracts are made in writing. Standard contracts are not a
must. Some articles may be altered and supplemented. According to the
purpose and contents, contracts can cover goods, services, licenses,
patents, technology and know-how

As a rule the contract contains a number of clauses, such as: Subject of the
Contract, Price, Terms of Payment, Delivery, Inspection and Test, Guarantee,
Packing and Marking, Arbitration, Transport, Insurance and other conditions.

Subject of the contract names the product for sale or purchase. It also
indicates the unit of measure for specific goods, such as oil, wheat, etc.

The price stated in a contract may be firm, fixed or sliding.

Firm prices are not subject to change in the course of the fulfillment
of the contract.

Fixed price is the price governing in the market on the day of
delivery or for a given period.

Sliding prices are quoted for machinery and equipment which require
a long period of delivery.

The contract also names the terms.of delivery and delivery schedule
which is usually given in the enclosure to the contract.

One of the essential clauses of the contract is the Guarantee Clause. It says
that the supplied equipment and technological process should be in conformity
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with the latest technical achievements and in full conformity with the technical
documentation, technical specifications and conditions of the Contract. If during
the guarantee period the equipment supplied by the Seller proves to have some
defects the Seller undertakes to correct these defects or to replace the defective
equipment at his own expense.

The contract names Packing and Marking.

Packing goods for export is a highly specialized job. The equipment
should be shipped in export seaworthy packing. If the goods are
improperly packed and marked, the carrier may refuse to accept them.
Packing can be external (outside) (crate, bag) and internal (inside) (box,
pack, flask).

In case of consumer goods packing has a double function. On the one
hand it is for protection. On the other - it is for advertising.

The Seller should be responsible for any damage or breakage of the
goods caused by improper packing.

Marking should be made with indelible paint in two languages on
three sides of the case.

Every contract names Insurance of Goods.

All sensible businessmen now insure goods for the full value in order
to obtain indemnity (Bo3meinenue) in case of damage or loss. Insurance
is against such risk as fire, burglary, pilferage, damage by water,
breakage or leakage.

Every contract contains a Force Majeure (Force Major) clause.

Force Majeure is a force against which you cannot act or fight. It
usually includes natural disasters such as an earthquake, flood, fire, etc.
It also names such contingencies as war, embargo, sanctions. The
duration of a force majeure is as a rule, 4 or 6 months. After that the
Buyer has the right to cancel the contract. The Seller in this case has no
right to claim any compensation for his losses.

Comprehension

I. Answer the following questions to discuss the details of the
text. Use the text for reference.

1. Why is a contract drawn up in foreign trade transactions?
2. Is a contract made in writing or orally?
3. Must a contract have a standard form?
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4. May any article be altered or supplemented?

5. What kinds of contracts according to the purpose and contents are
used?

6. What are the main clauses of a contract?

7. What does the subject clause of a contract name?

8. What kinds of prices may be stated in a contract?

9. Where is a delivery schedule usually given?

10.What does the Guarantee clause usually say?

11.Why is packing goods for export a highly specialized job?

12.Who is responsible for any breakage or damage of goods caused
by improper packing?

13.How should marketing of goods be made?

14.Against what risks do all sensible businessmen insure goods?

15.Why does every contract contain a Force Majeure Clause?

II. a) Read the text attentively once again. Write the summary of
the text.

b) Retell the text. Use the material of the tasks above for your
retelling.

5.13 COIVIALLIEHUA

5.13.1 Discussing contract terms
Pre-reading task

I. Read the following words and try to memorize them.

to clarify YTOYHSTH, BHOCUTH SICHOCTh

a detail JIETalb, MOAPOOHOCTH

in detail oApoOHO

to require TpeboBaTbes

to be heavy with orders MMETh MHOTO 3aKa30B

to suit yCTpauBaTh, IIOIXOIUTh
attractive [IPHUBIIEKATEIbHBIHN, KPACHBBIN;

30. TIpUEeMJIeMBIH
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a discount CKHUKA
a discount on the price CKHIKA C LIEHBI

a 10% discount/a discount of aecATHNpONEHTHAs CKUJKA
10%

a demand crpoc
a demand for goods CITPOC Ha TOBApPHI
to be in great demand MOJIB30BATHCS OOJBIINM CIIPOCOM

I1. Use these words in the sentences of your own.

Reading
Read the dialogue attentively and do the tasks that follow it.

Mr. Simpson studied the Buyer's contract terms and on Tuesday he
came to the Belarusian Trade Delegation to discuss them with Mr. Vetrov.

Vetrov: Good morning, Mr. Simpson.

Simpson: Good morning, Mr. Vetrov. Sorry to keep you waiting'.
I'm a bit late.

Vetrov: Never mind”. How are things?

Simpson: Not too bad, thanks.

Vetrov: Would you like a cigarette?

Simpson: No, thank you, I don't smoke.

Vetrov: May I offer you a cup of coffee?

Simpson: Yes, thank you. Well, Mr. Vetrov, I think we can
discuss business now. I'd like to clarify some details
with you. How many insulators would you like to buy?

Vetrov: We can buy 4000 insulators.

Simpson: And when do you require the goods?

Vetrov: As soon as possible, say, in November".

Simpson: In November? Let me see. I'm afraid, that's impossible.

Our insulators are selling very well, and we are heavy
with orders. We can deliver only 150 insulators in

November.
Vetrov: And what about the other 250 insulators?
Simpson: We can deliver them only in six months.
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Vetrov: All right. And how about the terms of delivery? I hope
they suit you.

Simpson: Yes, we agree to sell the goods FOB English port”.

Vetrov: Fine. Now comes the question of price. I must say that
your price is not attractive to us. Can you give us a 10%’
discount?

Simpson: That's a bit difficult. The fact is our machines are in

great demand at this price. However we can offer you
a discount of 5% as we've been good partners for a

long time.
Vetrov: I think we can agree to a 5% discount. Could we meet
tomorrow at 10 to sign the contract, Mr. Simpson?
Simpson: Yes, certainly. Mr. Vetrov, would you like to have
dinner with me tonight?
Vetrov: With pleasure.
Simpson: I can pick you up at the Belarussian Trade Delegation at
6.30 if that's convenient to you.
Vetrov: Yes, thank you.
Notes:
1. Sorry to keep you waiting. — V3BuHUTE, 4TO 3acTaBUI Bac kaats.
2.Never mind. — Hwudero; Hu4ero crpamHOro (OTBET Ha
HM3BUHECHHE).

3. Say, in November. — Ckaxxem, B HOsIOpe.

4.FOB (free on board) — ®Ob (ycmoBusi OCTaBKH, IO KOTOPHIM
MpoJiaBell JOoCTaBisieT ToBap Ha cyaHo 3a cBoi cuer) CIF (cost,
insurance, freight) — CHU® (ycmoBus mocTaBKH, M0 KOTOPHIM HPOIaBel]
(paxTyeT CyIqHO, CTpaxyeT TOBap M JOCTABJISIET B TOPT HA3HAUCHHS )

5.10% — ten per cent— ecaTh MPOIIEHTOB

Comprehension
I. Agree or disagree. Give your reasons.
1.Mr. Simpson wanted to discuss the terms of the contract with

Mr. Vetrov.
2.Mr. Vetrov offered him a cup of tea.
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3.Mr. Simpson did not accept the terms of Belarusimport.
4.Simpson &Co. had few orders for their insulators.

5.Mr. Vetrov accepted the time of delivery.

6.Mr. Simpson gave Mr. Vetrov a 10% discount.

7.Mr. Vetrov and Mr. Simpson signed the contract that day.
8.Mr. Simpson invited Mr. Vetrov to have dinner with him.

II. Answer the questions.

1. When did Mr. Simpson come to the Belarusian Trade Delegation

to discuss contract terms?

2. How many insulators could they buy?

3. Why were the machines of Simpson &Co. selling very well?
4. Could they deliver all the insulators in November?

5. Why couldn't Mr. Vetrov accept the price?

II1. Say what you have learned from the text about:

1. the time of delivery, the terms of shipment and delivery;
2. the price for the insulators and the terms of payment.

II1. Make up dialogues by analogy.

5.13.2 Discussing the guarantee period
Pre-reading task

1. Read the following words and try to memorize them.

1.leaflet Opourropa (pexiamMHasi)
2. to bring up MOJJTHUMATh, 3aTParuBaTh
3. to extend MIPOJIICBaTh
to extend by one month MPOJIEBATh HA OJIUH MECSII
to extend to 10 months npojieBaTh 10 10 mecsiies
4. respectively COOTBETCTBEHHO
5. to specify YKa3bIBaTh
6. obligation 00513aTeIbCTBO
7. to be responsible for OTBEYaTh 3a YTO-JI.
8. through smb’s fault 0 Ybei-1100 BUHE
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9. faulty

HEUCTPABHBIN, UMEIOIINN 1e()EKThI

10. to replace

3aMCHATH, 3aMCIIATh

11. replacement

1. 3ameHa, 3amenieHne; 2. 3amacHas
4acTh

12. to authorize

JAaTb pa3pClIeHuc Ha ‘{TO-J'II/I60,
CAaHKIMOHUPOBATH

13. to look into

W3YYHTh, PACCMOTPETH

II. These words may be used both as verbs and nouns. Make up
your own sentences to show the difference in their usage.

Offer, talk, matter, design, report, visit, cost.

Reading

Read the dialogue attentively and do the tasks that follow it.

Mr. Kolesnikov was interested in buying generators for one of the
power plants. He studied the offer and the leaflets which provided
information on a wide range of generators from Creston Ltd. very
closely. He thought that the technical characteristics of the LS 10
generator would suit their customers.

He got in touch with Mr. Bricks and visited his office. During their
talks they discussed some technical matters.

Today they are meeting at the Belarusian Trade Delegation.

Kolesnikov:

Bricks:

Kolesnikov:

Bricks:
Kolesnikov:

Good morning, Mr. Bricks. Very glad to see you
again.
Good morning, Mr. Kolesnikov. What terrible weather
we are having!
Yes, it has been raining since early morning though
the radio didn't say it would rain today.
I hope it will clear up by the evening.
Perhaps it will. Mr. Bricks, the matter I'd like to bring
up today is the guarantee period. I know it is 12
months from the date of putting the generators into
operation, but not more than 18 months from the
delivery date.
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Bricks:
Kolesnikov:

Bricks:

Kolesnikov:

Bricks:

Kolesnikov:

Bricks:
Kolesnikov:

Bricks:

Kolesnikov:

Bricks:

Kolesnikov:

Bricks:

Kolesnikov:

Notes:

That's right.

Well, I find it rather short. We'd like it to be extended
by two and three months respectively, as the usual
guarantee period for this type of equipment is longer.
Now, look?. Model LS 10 is of a new design and only a
small number of units have been manufactured so far.
Although we have good reports about their performance
we can't formally guarantee their reliability for a longer
period.

I see. But, Mr. Bricks, I believe the contract will specify
that if any defects are found during the guarantee period
you are to correct them promptly and at your expense.
Yes, this is our usual obligation, but of course we do
that only if we are responsible for the defects, not if they
appear through your fault.

This seems reasonable. Let's consider one more
possibility. Suppose we would like some faulty parts to
be replaced, on what terms will you deliver the
replacements?

We'll try to supply them immediately and pay the cost of
their insurance and transport. Will that suit you?

Quite.

By the way, if you want special service visits of our
engineer to be arranged after the guarantee period, we can
always do that.

Shall we have to pay for such visits?

Yes. You should authorize such visits and pay the
engineer's fare to and in Belarus, hotel expenses and the
cost of each job he will do.

Thank you. I'll have to look into the matter. Could we
meet on Thursday, say, at 127

Let's make it 2 if you don't mind. I have an appointment
at 12 which I don't want to break.

Very good.

1. for — 30. oT UMeHH
2. Now, look! — Ilocmymaiite!
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Comprehension

I. Choose the best alternative according to the text.

1. The leaflets provided information on a wide range of
a) insulators;

b) generators;

¢) transformers.

2. The technical characteristics of the LS 10 generator
a) will suit the customers;

b) won’t suit the customers;

¢) will be unsuitable for the customers.

3. The guarantee period is

a) 18 months from the date of putting the generators into operation;
b) 20 months from the date of putting the generators into operation;
¢) 12 months from the date of putting the generators into operation.

4. The defects during the guarantee period will be corrected
a) at the buyer’s expense;

b) at the seller’s expense;

c) at Mr. Kolesnikov’s expense.

5. The cost of the insurance and transport of the replacements
a) will be paid by the buyer;

b) will be paid by the seller;

c) will be unpaid.

6. Special service visits of the engineer from Creston Ltd after the

guarantee period

a) can’t be arranged;
b) can be arranged;
c) are impossible to arrange.

7. Mr. Kolesnilov and Mr. Bricks agreed to meet on
a) Thursday at 12;

b) Thursday at 11;

c¢) Thursday at 2.
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II. Answer the questions.

1. What was Mr. Kolesnikov interested in?

2. Who offered a wide range of generators?

3. Why did Kolesnikov decide to buy generators from Creston Ltd.?
4. Did they discuss some technical matters or the clauses of the

contract?

5. What was the purpose of their next meeting?

6. Whydid the Buyer want the guarantee period to be extended?

7. Did the seller agree to extend the guarantee period?

8. Why was the Seller to replace the faulty parts promptly during the

guarantee period?

9. Why does the company arrange service visits of their engineers

after the guarantee period?

III. Say what you have learned from the dialogue about:

1. the guarantee period of Creston Ltd for the LS 10 generators;
2. the service visits the company arrange after the guarantee period.

IV. Make up dialogues by analogy.
5.14 COI'JIALIEHUSA

5.14.1 Discussing tests and packing
Pre-reading task

I. Read the following words and try to memorize them.

1. inspection OCMOTp, UHCIICKTHPOBAHUE

2. trial npoOHBIA

3. Notification of Readiness for | yBezomienne 0 TOTOBHOCTH K

the Test HCIIBITAHUSIM

4. to delay OTKJIQJIBIBATh; OTCPOYHMBATH

5. to stipulate 00yCJIOBIHNBATH, CTaBUTh
YCIIOBHEM

6. to let smb. down IIOABOIUTE

34



7. part CTOpOHA

on our(my, his, your) part ¢ Hamed (MoeH, ero, Barlei)
CTOPOHBI

8. a Release Note for Shipment | pa3perienue Ha OTIPY3KY
(IOKyMeHT)

9. otherwise WHa4Ye, B IPOTHBHOM CITydae

10. by all means BO Yrto OB TO HH CTajo,
00s13aTEIHLHO

11. satisfactory YAOBJIETBOPUTEIBHBII

12. seaproof MPUTOJHBIN IS
TPAHCIIOPTUPOBKH MOPEM

13. to wrap up 00epTHIBATh

14. wooden JIepEBSIHHBIN

15. a crate CIelMaIbHBIH YIAKOBOYHBII
SATTAK

16. to ensure o0ecIeunBaTh, TAPaHTHPOBATH

17. safe COXpaHHbBIN, HAJCIKHBII

18. to do one’s best JIeJIaTh BCE BO3MOYKHOE

19. competitive KOHKYPEHTHBIH,
KOHKYPEHTOCTIOCOOHBIH

20. to settle pemaTh, IPUXOJUTH K PEIICHHUIO

I1. Choose synonyms from the box to the following words.

Basket, survey, to put off, to do an ill, to secure, to decide, reliable,
side, to condition, experimental.

III. Find the words from the box in the following text. Read them
aloud and translate the sentences.

Reading

Read the dialogue attentively and do the tasks that follow it.

Mr. Kolesnikov was favourably impressed by the technical
specifications of the generators which were given by the company.
During his first meeting with Mr. Black they discussed the terms of
delivery and a possible quantity discount. When the two businessmen
met again the following conversation took place.
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Kolesnikov:

Black:

Kolesnikov:

Black:

Kolesnikov:

Black:

Kolesnikov:

Black:

Kolesnikov:

Black:

Kolesnikov:

Black:

Kolesnikov:

Black:

Mr. Black, I want to clarify the question of
inspection and tests first. Since this is going to
be our trial order, we'd certainly like our
inspectors to be present at the tests.

Naturally. We'll send you our Notification of
Readiness for the Test well in advance.

We'd like it to be sent at least 45 days before
the date of the test.

Why so early?

You know, in the past we had some troubles
when Notifications were delayed and as a
result our inspectors couldn't arrive at the plant
in due time'.

I see. In that case the contract will stipulate
your requirement. But I can guarantee that we
won't let you down, Mr. Kolesnikov. On our
part, we expected a Release Note for Shipment
to be signed immediately after the tests are
carried out and a Test Report’ is submitted.
Otherwise we won't be able to arrange shipment
of the goods on time.

Our inspectors will do that by all means if the
results of the tests are satisfactory.

Thank you.

There is another matter I'd like to bring up, Mr.
Black. What kind of packing do you use?

Oh, we pay special attention to this matter. Our
goods need seaproof packing. So generally some
parts are wrapped up in polythene and the whole
units are then put into wooden boxes or crates.

I hope this ensures their safe delivery, doesn't it?
Of course, it does. We do our best to satisfy our
customers and make our product really
competitive and attractive for overseas markets.
Thank you, Mr. Black. I think we've settled all
the matters. Will it be possible for us to meet
tomorrow morning and sign the contract?

That will be fine.
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Notes:

1 in due time — B Ha3HAYEHHOE BpEMs
2. a Test Report — axT 3aBOJCKOTO UCIIBITAHUS

Comprehension

I. Choose the appropriate continuation of the following sentences.

1. We expected a Release Note
for Shipment to be signed
immediately

a) the question of inspection and
tests first.

2. We pay special attention to

b) into wooden boxes or crates.

3. We'd certainly like our
inspectors

¢) all the matters.

4. The whole units are then put

d) seaproof packing.

5. We do our best

e) to be present at the tests.

6. We've settled

f) after the tests are carried out
and a Test Report is submitted.

7. Our goods need

g) the question of packing.

8. I want to clarify

h) to make our product really
competitive and attractive for
overseas markets.

II. Answer the questions.

W N =

. What was the matter of the two businessmen’s meeting?
. Is Mr. Kolesnikov going to make a repeat or trial order?
. Why would he like their inspectors to be present at the tests?

4. Why will the inspectors be able to sign a Release Note for
shipment only if the results of the tests are satisfactory?

5. Does Black &Co. pay much attention to packing? Why?

6. What does Black &Co. do to make their goods competitive?

7. When are they going to sign the contract?
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II1. Say whether the sentences are true or false. Correct the false ones.

1. Mr. Kolesnikov was greatly impressed by the technical
specifications of the generators.

2. Mr. Kolesnikov would like Notification of Readiness for the Test
to be sent at least 54 days before the date of the test.

3. In the past Mr. Kolesnikov had no troubles with Notifications.

4. If Notifications are delayed inspectors can’t arrive at the plant in
due time.

5. ARelease Note for Shipment should be signed and a Test Report
should be submitted after the shipment of the goods.

6. Special attention is paid to the question of packing.

7. Wooden boxes or crates are wrapped up in polythene.

8. Black &Co. does all possible to make their product really
competitive and attractive for overseas markets.

IV. Work in groups. Find out from your partner what he has
learned about:

1. Mr. Black and Mr. Kolesnikov's discussion on the question of
inspection and test;
2. the kind of packing the company used for the pumps.

V. Make up dialogues by analogy.
5.15 PEKOMEHJAIIMHA 11O NOAI'OTOBKE K KOHTPOJIIO

IToaroroBbTECH K Oecee MO CAeAYIOUIAM TeMaM:
1. Applying for a Job.

2. Creative Leading

3. Talking Business

4. Work and Employment
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TEXTS FOR READING AND TRANSLATION

Nick:

Mr. Johnson:

Nick:

Mr. Johnson:

Nick:

Mr. Johnson:

Nick:

Mr. Johnson:

Nick:

Mr. Johnson:

Nick:

Mr. Johnson:

Nick:

Mr. Johnson:

Nick:

Mr. Johnson:

FILLING OUT A JOB APPLICATION

What are you doing, Dad?

I'm filling out an application.

What for?

For my new job.

Why do you have to fill out an application for it if you
already have the job?

Well, whenever a company hires someone new, they
want to know all about him. They want to have all the
important information about a person in their records.
Do you know what [ mean?

Not exactly. Do you mean height and weight, and things
like that?

Well, that's not all. They want to know your name, your
date of birth, your place of birth, your children's names...
Do they want my name, too?

Yes, and they want to know where you were born and
how old you are.

That looks like a terribly long form. What else do you
have to tell them?

All about my education, and the jobs I've had, and what
my hobbies and interests are.

What about Mom? Don't they want to know anything
about her?

Oh, yes. I have to fill in all the information about her,
too.

It all seems pretty silly to me. Especially since they've
already hired you. I hope I never have to fill out any
applications.

Oh, you will. Just wait until you grow up. When you're
my age, you may feel you've spent most of your life
filling out applications.
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PART-TIME WORK

These days it is common for full-time students to take on part-time
work. This is all right as long as you remember that your education is
your priority, and so make sure any part-time work doesn't interfere with
your study time, hopefully part-time work can complement your studies
by providing you with both cash and valuable work experience. The
University has a policy of employing its own students wherever possible
and recommends that full-time students undertake paid work for no
more than 15 hours per week.

TVUtemps - the University's own part-time agency, is part of TVU's
Careers Guidance Service. Contact TVUtemps for help finding part-time
work whilst you are a student. Call TVUtemps on 0181 231 2185 or
contact The Guidance Shop, Walpole House, Bond Street, Ealing
campus, or The Guidance Centre, Reception, Slough campus.

JOB HUNTING

Colin was eighteen. He had left school at sixteen and done two years'
training in catering. There were quite a few jobs being advertised in the
newspaper, and he decided to apply for three of them. One of his
applications was rejected, but the two other companies wrote back to say
that he had been chosen, along with two other candidates. He was
interviewed by the owner and manager of one of the companies. They
asked him some tricky questions and he didn't think he did too well, but
he felt that the interview for the other job went well. He was very
surprised, then, that he was offered both jobs. He accepted the one with
the higher salary, of course! Colin got on fine at first. After only three
months, his salary was raised by ten per cent, and after six months, he
was promoted to Head Chef. But then things started to go wrong. He
didn't get on with the new manager and sometimes didn't accept the
menus that she suggested. After a while, she called him into her office
and reprimanded him for disobeying her orders. She warned him that if
his attitude continued he would be dismissed. In the end, Colin felt so
unhappy at work that he decided to leave his job. He submitted a notice
on 30 June and left at the end of July, just in time to take a summer
holiday.
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MAKE YOUR JOB WORK FOR YOU

Your job can be a step in the direction of the rest of your life. How
you feel about it, what you learn from it, what you do with it or what it
does to you helps you to decide where you go from there. If you want to
get the most out of it, if you want it to lead you down the path of
success, there are certain things you should do. Here are some
suggestions:

Don't let the salary be your main reason for taking the job.
Sometimes a lower paying job with the right company and the right
contacts can do a lot more for you than a higher salary. Decide what is
the lowest pay with which you can be satisfied. Then decide what other
things can be important. How much training and/or experience can you
get on this job? Some companies give their new employees priceless
training. On-the-job experience can be very valuable to you when you
apply for your next job. It gives you the practical experience that no
school can offer. This can lead to a much higher salary later. What
chances are there for advancement within the company? Sometimes
accepting a lower paying job gives you a chance to show your boss how
capable you are and how valuable you can be to the company. This will
pay off later.

Another very important item for you to think about when you apply
for the job is the type of contacts you can make. Just as a smart student
chooses professors rather than just courses, a smart employee tries to
meet and become friendly with the people who help him or her move
ahead, either in this company or on the next job. Even if you can't do
that, however, just having the opportunity to meet and develop a
relationship with different kinds of personalities can help you develop
skills that may move you ahead much faster u your next job. Learning
about the job from other people, or learning what it takes to move ahead
in a company by observing other people, is an extremely valuable skill.

OK, so now you have the job and you want to make an impression —
you want people to notice you. What can you do to become a valuable
employee? Do a little bit more and do it well. It really isn't that hard to
be successful in your life. It's too bad, but many people try to do as little
as they can on the job. Take advantage of that - do just a little bit more.
This is not to suggest that you should allow anyone to take advantage of
you. However, it is suggested that you do your work faithfully and
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competently and to the best of your ability at all times. There is a saying:
"Build a better mousetrap and the world will beat a path to your door."
One way to be noticed in a company is to suggest little things that can
improve the routine way_that things are done. You must be careful here,
however. Sometimes a way of doing things has been established that has
been carefully thought through and has advantages that you don't realize.
The wrong suggestion can hurt you as much as the right suggestion can
help you.

Do remember that other employees can be helpful to you. You should
at least try not to score points by being critical of a fellow employee who
is also doing his or her best job. Ambition, jealousy, and personality
differences are encountered on any job, but the more friends you make
and the fewer enemies, the better position you are in. There are times
when you will need the help of your fellow employees. It is then that
your prior actions can result in the kind of back-stabbing that hurts.

There is another important point to be made. Sometimes you may
realize that you made a mistake by taking this job. Don't feel married to
it. If it will help your career, quit it and look for another. This is the time
when the friends you have made, the reputation you have earned on the
job and the experience and training you have gotten will be most helpful.
No job is ever a waste of time because if you have given it your best,
you have learned something from it. Take all this with you to your next
job and continue to move up from there.

First, of course, you have to get the job. When you do, though, it's up
to you to become a valuable employee. Good luck!

WHAT IS ENGINEERING?

Engineering is putting knowledge of Nature to practical use. The end
result of engineering is some physical thing: a machine, a tool, a gadget.
Engineering is solving problems. It's convenient to discuss engineering
projects within the framework of five steps for solving problems:

Define the problem. Defining the problem often means distinguishing
the perceived need from the real need. The fact that engineering results
in something of practical use implies the existence of a user — a
customer. The problem you're solving had better be a customer's point of
view.
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Identify possible solutions. Engineering is synthesis - putting together
various parts in a new way to create value. Bring the problem into a
familiar medium. If you're a mechanical engineer designing an electrical
circuit, you can think in terms of a mechanical analogy, such as water
flowing in pipes. Do whatever it takes to let your intuition start working.
Conscious thought, intuition, passion, emotion, sight, hearing, touch -
even taste and smell can help. With a little practice, you can smell the
difference between numerous metals, and your unaided eye can
distinguish between lights flashing at 100 Hz and 500 Hz. Part of
engineering discipline is paying attention to things around you to see
how they work. In many situations, the human system is more powerful
than any sensor. You can see a lot just by observing.

Select a solution. The objective is to select from many possible
solutions the one that gives you the "best" results. Engineering is
seeking the best compromise between a whole bunch of conflicting
demands. Engineering is optimizing.

Implement the solution. Most engineers don't succeed because they
don't take enough initiative. The most important thing is to act. Take
responsibility for achieving the goal, for contributing to each aspect of it,
for getting pieces of it done. Young engineers are accustomed to dealing
with textbooks with nicely formulated problems that contain one or two
variables applicable to the particular class, and everything else is
assumed to be nominal. But in almost every real-world situation, it's the
assumptions that get you, not the stated questions.

Verify the solution. Turn the product on. Watch it work. Use it as a
customer would. Listen to customers who use it. Two things will happen.
You will learn whether the product is what you said it would be, and you
will discover other uses and opportunities for improvement that may not
have been apparent at the beginning. You will often see the original
problem in a new perspective once a solution has been implemented.

The way we follow these five steps determines the success or failure
of our products - and our careers.

ELECTRICAL ENGINEERING

Electrical engineering (sometimes called electrical and electronics
engineering) is a professional engineering discipline that deals with the
development of technologies for generating and harnessing electricity
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for a wide range of applications. The field first became an identifiable
occupation in the late nineteenth century, with the commercialization of
the electric telegraph and power supply. The field now covers a range of
subdisciplines, including those that deal with power, control systems,
electronics, signal processing, and telecommunications.

Electrical engineers may work on such things as the construction of
electric power stations, the design of telecommunications systems, the
wiring and lighting of buildings and transport vehicles, the design of
household appliances, or the electrical control of industrial machinery.
In this manner, electrical engineering plays a vital role in our modern
technological society.

ELECTRICAL ENGINEERING - PRACTICING ENGINEERS

In most countries, a Bachelor's degree in engineering represents the first
step towards professional certification and the degree program itself is
certified by a professional body. After completing a certified degree
program the engineer must satisfy a range of requirements (including work
experience requirements) before being certified. Once certified the engineer
is designated the title of Professional Engineer (in the United States and
Canada), Chartered Engineer (in the United Kingdom, Ireland, India, South
Africa and Zimbabwe), Chartered Professional Engineer (in Australia) or
European Engineer (in much of the European Union).

The advantages of certification vary depending upon location. For
example, in the United States and Canada "only a licensed engineer
may... seal engineering work for public and private clients". This
requirement is enforced by state and provincial legislation such as
Quebec's Engineers Act. In other countries, such as Australia, no such
legislation exists. Practically all certifying bodies maintain a code of
ethics that they expect all members to abide by or risk expulsion. In this
way these organizations play an important role in maintaining ethical
standards for the profession. Even in jurisdictions where certification has
little or no legal bearing on work, engineers are subject to contract law.
In cases where an engineer's work fails he or she may be subject to the
tort of negligence and, in extreme cases, the charge of criminal
negligence. An engineer's work must also comply with numerous other
rules and regulations such as building codes and legislation pertaining to
environmental law.
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Professional bodies of note for electrical engineers include the
Institute of Electrical and FElectronics Engineers (IEEE) and the
Institution of Electrical Engineers (IEE). The IEEE claims to produce 30
percent of the world's literature in electrical engineering, has over
360,000 members worldwide and holds over 300 conferences annually.
The IEE publishes 14 journals, has a worldwide membership of 120,000,
certifies Chartered Engineers in the United Kingdom and claims to be
the largest professional engineering society in Europe. Obsolescence of
technical skills is a serious concern for electrical engineers. Membership
and participation in technical societies, regular reviews of periodicals in
the field and a habit of continued learning are therefore essential to
maintaining proficiency.

In countries such as Australia, Canada and the United States
electrical engineers make up around 0.25% of the labour force. Outside
of these countries, it is difficult to gauge the demographics of the
profession due to less meticulous reporting on labour statistics.
However, in terms of electrical engineering graduates per-capita,
electrical engineering graduates would probably be most numerous in
countries such as Japan and South Korea.
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