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BBEJAEHUE B CIIEHUAJIBHOCTb

I. 1) Study the following economic terms.

Economics is the study of the way in which money, industry,
and trade are organized in a society.

The economy of a country or region is the system by which
money, industry, and trade are organized. The wealth obtained by
a country or region from business and industry is also referred to as
its economy: the national economy. Economy is also careful
spending or the careful use of things to save money.

An economist is somebody who studies, works or is an expert
in the field of economics.

If you economize, you save money by spending it very
carefully. To economize means to reduce expenditure, or use
resources less wastefully.

Economic means concerned with the organization of the
money, industry, and trade of a country, region, or social group. A
business that is economic produces a profit.

If someone is economical, they spend money carefully and
sensibly. Economical also means using the minimum amount of
something that is necessary.

Economic or economical?

The adjective economic denotes economics or the economy,
and is concerned with "aspects of the supply of goods and
structure of wealth": economic activity / theory / development/
planning / policy, a Nobel Laureate's economic theories,
the economic effects of taxation. The adjective economical, on
the other hand, has to do with economy specifically in its senses
"making the best and most frugal use of resources" and
"inexpensiveness'": an economical cook / housewife / production
process / budget.

2) Match the following economic terms with their definitions.

1. Economics a) to reduce the amount of money, time,
goods that you use

N

. Economy b) using money, time, goods carefully
and without wasting any

3. Economist c¢) concerned with the organization of
the money, industry, and trade of a
country, region, or social group

B~

. To economize d) the cheapest type of seats in a plane

9]

. Economic e) somebody who studies, works or is
an expert in the field of economics

6. Economical f) - the system by which money,
industry, and trade are organized
in a country or region;

- careful spending or the careful use
of things to save money

3

. Economy class g) the study of the way in which money,
industry, and trade are organized
in a society

6



3) Complete the following sentences with the appropriate
economic terms from the list below.

economic economics economize
economical economist economy economy class

1. A business that is produces a profit.

2. A small car is more than a large one, because it uses
less petrol.

3. Higher taxes encourage people on fuel.

4. An is a person who studies, teaches, or writes about
economics.

5. A good manager is in the use of his funds.

6. By using in buying food and clothes, we were soon
able to save money for the new car we needed.

7. is a social science concerning behaviour in the fields
of production, distribution, and exchange.

8. If you can your time, you will get more done in less time.

9. In the long run, it is an to buy good quality goods,

even though they cost more.
10. In times of difficulties we all have to

11. A small car is more to run.
12. We flew
13. The country is in a bad state.
14. The country is in the period of and industrial crisis.
15. The country's has grown rapidly in the second half
of the 20™ century.
7

16. The is a weekly journal published in London since 1843.
17. The loss of business was so great that they had to
on staff.
18. The science or principles of the way in which industry and
trade produce and use wealth is called
19. If someone is , they spend money carefully.

&
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4) Find the economic terms.
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I1. Read the text “What is economics?” and answer
the questions that follow it.

What is economics?

One of the things that people discover every day is that you
can't have everything. You are reminded of it every time you shop.
Although you may see twenty or thirty items that you would really
like to buy, you know that you will have to limit your selection to
one or two. Everyone goes through life having to make choices.

Every business, even sports teams, must choose from among
the things they would like to have because they cannot have
everything. Governments, too, cannot have everything. Every year
the most important political debates concern questions about
spending taxpayers' money.

Neither individuals nor societies can have all the things they
would like to have. There is simply not enough of everything.
Economists note that there is no limit to the amount or kinds of
things that people want. There is, however, a limit to the
resources, things used to produce goods and services, available to
satisfy those wants. Once that limit is reached, nothing else can be
produced. In other words, when nation's resources (all its workers,

9

factories, farms, etc.) are fully employed, the only way it will be
able to increase the production of one thing will be by reducing
the production of something else. Human wants are unlimited,
but the resources necessary to satisfy those wants are limited.
Thus, every society is faced with the identical problem,
the problem of scarcity.

Since there is not enough of everything, everyone —
individuals, business firms, and government — needs to make
choices from among the things they want. In the process they will
try to economize, to get the most from what they have. With this
in mind, we can define economics (the word ‘economics’ derives
from the Greek word ‘oikonomika’ that means household
management) as the social science that describes and analyzes
how society chooses from among scarce resources to satisfy its
wants. Economics as a social science is concerned with
the production, distribution, exchange and consumption of goods
and services.

Economics deals with the problems of scarcity and choice that
have faced societies and nations throughout history, but the
development of modern economics began in the 17" century.
Since that time economists have developed methods for studying
and explaining how individuals, businesses and nations use their
available economic resources. Large corporations use economists
to study the ways they do business and to suggest methods
for making more efficient use of their employees, equipment,
factories and other resources.

1. What is the problem of scarcity?

2. What is the origin of the word ‘economics’?
3. How can we define economics?

4. What do economists do?

Vocabulary
scarce — CKyIHBIN
scarcity — neuuT

10



IIL. 1) Read the text “What is agricultural economics?”
and state the main idea.

What is agricultural economics?

Agricultural economics is the study of applying economic
management principles to food farming. The result, ideally, is an
agriculture industry that better understands efficiency, sustenance
and market demand. The field of agricultural economics looks at
all elements of food production and applies rational thought and
planning as a whole. From crops, livestock, land usage and soil
content, all aspects of farm life are examined, including how its
connection to one another can be strengthened. Many times this
involves learning about the latest technology to help crops or
livestock, but it also might require knowledge of what has and has
not worked in the past.

Agricultural economics is a relatively new field, considering
the countless years that people have been farming. Interest began
to mount in the early 1900s, when many economic thinkers around
the globe began focusing attention to agriculture. Noting that the
act of planting, harvesting and distributing crops and livestock was
inefficiently performed, academics believed that farms around the
world could see greater yields and profits with a change of
thought. Additionally, many universities and colleges opened
agricultural economics programs with the intent of preparing
students for a career in this field.

Careers in economical agriculture are as wide ranging as the
crops produced around the world. The principles of farm
economics, agricultural production and management can be
directly applied to being a successful farmer, but there is
a multitude of other options. Seed and chemical companies utilize
agricultural economics in their production and development, grain
elevator companies and equipment manufacturers must understand
the economic landscape for each crop in order to stay relevant and

11

salesmen use agricultural economics to better serve their clients
with the products they demand.

Since its inception, agricultural economics has helped further
the science behind farming, too. Advances in food preservation
and shipping techniques have allowed a myriad of fruits,
vegetables and meat to reach grocery stores. Currently, many
economists see the implementation of microcomputers
in agriculture as another step towards streamlining farmland
€conomics.

Agricultural economics is not a term that fits neatly within a
single definition. It is the accumulation of many schools of
thought on practically every aspect of agriculture, from planting a
seed to serving food on a dinner table. It contains many different
careers and needs that are constantly evolving as technology and
economic thought grow.

2) Fill in the gaps with the words and expressions from
the text.

1. Agricultural ... is the study of applying economic
management principles to food farming.

2. The field of agricultural economics looks at all elements
of food production and applies rational thought and ... as a whole.

3. From crops, ..., ... and ..., all aspects of farm life
are examined.

4. Agricultural economics is a relatively new field, considering
the countless years that ... .

5. Noting that the act of planting, harvesting and distributing
crops and livestock was ... performed.

6. Many universities and colleges opened agricultural
economics programs with the intent of preparing students for
a career in this field.

7. Careers in ... are as wide ranging as the crops produced
around the world.

12



8. The principles of ..., ... and ... can be directly applied to
being a successful farmer.

9. ... companies utilize agricultural economic thought in their
production and development.

10. Advances in ... and shipping techniques have allowed
a myriad of fruits, vegetables and meat to reach grocery stores.

11. Many ... see the implementation of microcomputers in ...
as another step towards streamlining farmland economics.

12. ... is the accumulation of many schools of thought on
practically every aspect of agriculture.

3) Answer the questions.

1. What is agricultural economics?

2. Agricultural economics is a new field, isn'it?

3. What aspects of farm life are examined?

4. What did universities and colleges open?

5. What principles can be directly applied to being a successful
farmer?

6. Has agricultural economics helped further the science behind
farming?

7. Is agricultural economics the accumulation of many schools
of thought on practically every aspect of agriculture?

8. What contains many different careers and needs?

4) Read the text “What is agricultural economics?”
more carefully and retell it using the questions as a plan.

5) Write a resume of the text.

6) Discuss with your partners all aspects of agricultural
economics.
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IV. 1) Read the text “What do economists do?”’
and summarise it in about 70 words.

What do economists do?

Economists find many career opportunities in business and
government. Many economists teach and do research at colleges
and universities.

Economists may specialise in one or more areas of economics.
Industrial ~ economists study various forms of business
organisation. They analyse production costs, markets, and
investment problems. An agricultural economist specialises in the
study of such areas as farm management and crop production.
A labour economist is concerned with wages and hours, labour
unions, and government labour policies. Other fields of economics
include taxes, banking and finance, international trade, economic
theory, and comparative economic systems. In addition to
professional economists, thousands of people do statistical and
clerical work in connection with economic problems.

A college degree in economics, business administration, or
mathematics is desirable for a career in the field of economics.
College students who major in economics take several general
courses in their subject. In addition, they take certain special
courses. Such special courses may include those in labour
problems, income distribution, public finance, and money and
banking. Students of economics also take courses in such related
fields as history, political science, and statistics.

Some companies and government agencies require graduate
training in economics. Generally, people who want to teach
economics at a college or university must have obtained at least a
master's degree. Many colleges and universities require their
economics professors to have a doctor's degree.

14



2) Study the information about the first economists
and do the test.

Adam Smith (1723-1790)
Scottish economist often regarded as the founder of political
economy. His "The Wealth of Nations" (1776) defined national
wealth in terms of labour.

David Ricardo (1772-1823)
English economist, the author of "Principles of Political
Economy". Among his discoveries were the principle of
comparative advantage and the law of diminishing returns.

Thomas Malthus (1766-1834)

Malthus proposed a pessimistic theory of economics, focusing
on the storage of resources and the growth of population. Malthus
believed that human population grew exponentially (1, 2, 4, 8,...)
but resources, particularly agricultural resources, grew only
arithmetically (1, 2, 3, 4....) so that eventually food shortages had
to reduce the majority of people to starvation. He advocated moral
restraint, specifically suggesting that people marry late and have
small families.

John Stuart Mill (1806-1873)

British philosopher-economist who had a great impact on the
19"-century British thought, not only in philosophy and
economics but also in the areas of political science, logic, and
ethics.

Karl Marx (1818-1883)

German philosopher, economist, and social theorist. His
"Capital" is the fundamental text of Marxist economics, and his
systematic theses on class struggle, history, and the importance of
economic factors in politics have exercised an enormous influence
on later thinkers and political activists.
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William Stanley Jevons (1835-1882)
British economist who introduced the concept of marginal
utility: the increase in total utility (satisfaction or pleasure of
consumption) relative to a unit increase of the goods consumed.

Carl Menger (1840-1921)

Austrian economist who put forward a theory of value based on
marginal utility which contributed to the development of
neoclassical economics. In recent times the Austrian School has
been identified with advocating nonintervention by governments
in economic decisions.

Leon Walras (1834-1910)

French economist, who attempted to develop a unified model
for general equilibrium theory (a hypothetical situation in which
demand equals supply in all markets). He also originated the
theory of diminishing marginal utility of a good (the increased
value to a person of consuming more of a product).

Alfred Marshall (1842-1924)

English economist, professor of economics at Cambridge
University. He was a founder of neoclassical economics, and
stressed the power of supply and demand to generate equilibrium
prices in markets, introducing the concept of elasticity of demand
relative to price. His "Principles of Economics" (1890) remains
perhaps the chief textbook of neoclassical economics.

John Maynard Keynes (1883-1946)

English economist, whose "The General Theory of
Employment, Interest, and Money" proposed the prevention of
financial crises and unemployment by adjusting demand through
government control of credit and currency. He is responsible
for that part of economics now known as macroeconomics.

16



Lionel Robbins (1898-1984)

English economist who is best known for his work on the
nature of economic analysis. He stressed the role of scarcity and
constraints in economic decision-making, and distinguished
positive and normative economics.

ARE YOU GOOD AT THE FIRST ECONOMISTS?

TEST YOURSELVES
o~
!-.
a) A. Smith b) D. Ricardo ¢) T. Malthus
d) K. Marx e) A. Marshall f) J. M. Keynes
g) C. Menger h) L. Walras i) L. Robbins

1. A founder of neoclassical economics.

2. The author of “Capital .

3. The author of “Principles of Political Economy .

4. He is a discoverer of the pessimistic theory of economics.
5. The Founder of economics.

6. He proposed the prevention of financial crises and
unemployment.

7. He introduced the concept of elasticity of demand.

8. He put forward a theory of value.

9. He stressed the role of scarcity and constraints in economic
decision-making.

10. He originated the theory of diminishing marginal utility
of a good.
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3AK/IIOYEHUE KOHTPAKTOB

I. 1) Study the following economic terms.

Acceptance — the unconditional agreement to an offer. This
creates the contract.

Arbitration — using an independent third party to settle
disputes without going to court. The third party acting as arbitrator
must be agreed by both sides.

Comfort letters — documents issued to back up an agreement
but which do not have any contractual standing. They are often
issued by a parent or associate company stating that the group will
back up the position of a small company to improve its trading
position.

Company seal — an embossing press used to indicate the
official signature of a company when accompanied by the
signatures of two officers of the company.

Conditions — major terms in a contract. Conditions are the
basis of any contract and if one of them fails or is broken, the
contract is breached.

Contract — an agreement having a lawful object entered into
voluntarily by two or more parties, each of whom intends to create
one or more legal obligations between them.

18



Contract theory — the body of legal theory that addresses
normative and conceptual questions in contract law.

Employment contract — a contract between an employer and
an employee. This differs from other contracts in that it is
governed by employment legislation — which takes precedence
over normal contract law.

Franchising — commercial agreements that allow one business
to deal in a product or service controlled by another.

Warranties — promises made in a contract, but which are less
than a condition.

2) Match the following economic terms with their definitions.

1. Employment | a) promises made in a contract, but which
contract are less than a condition

2. Franchising b) the body of legal theory that addresses
normative and conceptual questions
in contract law

3. Contract c) the basis of any contract

4. Company seal | d) the unconditional agreement to an offer

5. Arbitration ¢) documents issued to back up an agreement
but which do not have any contractual
standing

6. Conditions f) an agreement having a lawful object entered

into voluntarily by two or more parties

7. Acceptance g) using an independent third party to settle
disputes without going to court

8. Comfort h) an embossing press used to indicate the

letters official signature of a company when
accompanied by the signatures of two
officers of the company

9. Contract 1) a contract between an employer and
theory an employee

10. Warranties | j) commercial agreements that allow one
business to deal in a product or service
controlled by another

19

II.

1) Study the following words on the topic “Contracts”.

a transaction — caenka

to draw up a contract — coCTaBJISITb KOHTPAKT

to fulfill obligations — BeIOMHATH 0053aTENbCTBA, FAPAHTHH
to alter — u3MeHATH, IepepadaTHIBATh

to supplement — 1onOJHATH

marking — mapkupoBka

insurance — crpaxoBaHue

a purchase — nokynka; 3aKymnka; npuoOpeTeHue

specific g00ds — KOHKpETHBIE TOBAPHI

to quote a price — Ha3HA4aTh IICHY

a delivery schedule — rpa¢uxk, pacncanue; 1miaH NOCTaBOK
an enclosure — npuIoKeHUE

to be in conformity with — coorBeTcTBOBaTH

to undertake — npeanpuHUMAaTh, OpaTh Ha ceOs

at smb’s own expense — 3a CBOIf COOCTBEHHBIH cUeT
seaworthy packing — 30. moaxoasmmii 1711 TPAaHCTIOPTUPOBKHU

10 BOAC

consumer goods — MoTpeOUTENbCKHE TOBAPbI
for the full value — Ha noaHy10 cTOMMOCTD
to cancel the contract — aHHyJIUpOBaTh; OTMEHATh KOHTPAKT

2) Complete the chart.

. an enclosure

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

9. Negotiating parties may and some
articles of the contract.
10. The unit of measure for is indicated

in the contract.

4) Combine the words with the preposition of.

1. intentions a) clauses
2. terms b) measure
3. period c) a force majeure
4. clauses d) consumer goods
5. a number ) payment
6. the unit f) delivery
7. the duration g) the contract
8. in case h) the partners
21

5) Read the text “Contracts” and answer the questions
that follow it.

Contracts

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, licences, 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. 1t says that the supplied equipment and technological
process should be in conformity 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
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to correct these defects or to replace the defective equipment at his
Oown 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 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, and
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.

Why is a contract drawn up in foreign trade transactions?
Is a contract made in writing or orally?

Must a contract have a standard form?

May any article be altered or supplemented?

What are the main clauses of a contract?

What does the subject clause of a contract name?

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

8. Where is a delivery schedule usually given?

9. What does the Guarantee clause usually say?

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

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

12. How should marking of goods be made?

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

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

I11. 1) Study the following words on the topic
“A draft contract”.

hereinafter referred to as — Ha3pIBacMBbIli B JaJIbHENIIEM

with residence — ¢ MecToOHaxX0XICHUEM

to agree in concluding and signing the contract — noroso-
PUTHCA O 3aKJIIOYEHUHU U MTOANMCAHUN KOHTPAKTA

a plenipotentiary representative — moJIHOMOYHBIA TpenCTa-
BUTEIb

to involve provision — cogepxatb MOJI0KEHUE

to be obliged to deliver — ObITh 00s13aHHBIM TTOCTABUTH

FOB conditions — ®Ob ycnosus

to undertake taxes and duties — 6patp Ha ce0s oraTy Hajo-
TOB U cOOpOB

to refund losses — BO3MeCTUTH yOBITKU

to indemnify losses — Bo3MeCTUTh yOBITKH

a delay of payment — 3anepsxka ruiarexa

disputable questions — cnopHbIe BOIIPOCHI

Arbitrage Court — apOoUTpa)xHbIil Cy1

in duplicate — B 1ByX 3K3eMIUIsIpax

equal juridical validity — oqunakoBast ropuanueckas cuia

on behalf of — or umenu

to sue — peAbsABIATh UCK

Letter of Credit (L/C) — akkpeaguTus
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2) Read the text “A draft contract” and put ten questions.
Ask them to your groupmates.

A draft contract

Manchester February 24, 2012

GreenGlass Ltd, hereinafter referred as: “Seller”, with
residence in Manchester, U.K., represented by Managing Director
Mr.Goldsmith, and Food plant “Ukrhlib”, hereinafter referred to
as: “Buyer” with residence in Kyiv, Ukraine, represented by
General Director Mr.Vodas.

Both parties recognising plenipotentiary representatives of the
firms agreed in concluding and signing the contract which
involves the following provisions:

1. Subject of the contract

The Seller shall sell and the Buyer shall purchase the new
technological line for food processing industry, Model ZX 245.

2. Terms of delivery and payment

The Seller is obliged to deliver the new processing line, Model
ZX 245 within 30 working days after the signing of the contract if
the payment was realised by the Buyer in the form of irrevocable,
confirmed, indivisible letter of credit, to the account of the Seller
not later than in 10 banking days after the contract was signed to
the amount stipulated in the Supplement to the Contract.

3. Transportation

The line shall be shipped and delivered on FOB conditions to
the port indicated by the Buyer. The Seller shall be in charge to
pay all the expenses connected with transportation up to the
frontier, and then the Buyer shall undertake all the taxes and duties
existing on the territory of Ukraine.

4. Insurance

The line is insured by the Seller to the amount of 1 000 000
USD. In case of any damage during the transportation the losses
shall be refunded to the Buyer.
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The Seller shall provide the Buyer with 1 year guarantee for the
line and all the necessary technical documentation. In the case of
breakdown the specialist of the Seller shall be ready to assist to the
Buyer free of charge within 2 years after the date of purchase.

5. Penalty

In the case if the Seller couldn't deliver the line in the
mentioned above terms without any particular reason, the Seller
should indemnify the Buyer all possible losses including 0.5 %
penalty every day of the shipment delay, and the Contract should
be considered annulled. In the case the Buyer failed to pay the
contract within the term stipulated by the Contract, the Buyer
should indemnify the Seller all the possible losses including 0.5 %
penalty every day for the delay of payment.

6. Arbitration

All disputable questions should be presented to the Arbitrage
Court of Great Britain or Ukraine by the agreement of the Seller
and the Buyer.

7. Force major

In the case of the war, earthquake, flood or changes in the
legislation or any other reasons which arise in the countries and
couldn't be overcome by the parties because they are force major
and last more than 30 days the parties have the right to inform
each other about these conditions and not to fulfil their obligations
under the Contract.

The Contract was done in duplicate. Both copies have equal
juridical validity.

3) Draw up a draft contract for the negotiations.

The topic: purchasing contract.

Goods: a) chemical equipment for a new plant; b) the latest
model of compressors for a new plant; c) the latest model of
pumps for a new plant. You are the representative of the Buyer.

Use the above text to help you.
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IV. 1) Read the text “An agricultural production

contract” with a dictionary. Make a list of new
words and expressions.

An agricultural production contract

Contracts are an increasingly important aspect of agricultural
production and marketing.

An agricultural production contract is a contract by which
a producer (sometimes called a “grower”) agrees to sell or deliver
all of a designated crop raised in a manner set forth in
the agreement to a contractor (sometimes called a “processor”)
and is paid according to a formula established in the contract;
or agrees to feed and care for livestock or poultry owned by the
contractor until such time as the animals are removed, in exchange
for a payment based on a formula typically tied to the performance
of the animals. A production contract usually specifies in detail
the production inputs to be supplied by the contractor, the quality
and quantity of the particular commodity involved, the production
practices to be used, and the manner in which compensation
is to be paid to the producer.

Agricultural production contracts are not new. Seed contracts,
vegetable contracts and even hog contracts have been used
in agriculture for several years.

There are several potential advantages for producers who may
consider a production contract. Such contracts may provide for
amore stable income for the producer by reducing traditional
marketing risks. Such contracts may allow a producer to benefit
from technical advice, managerial expertise and access to
technological advances provided by the contractor. An agricultural
production contract may provide the producer with a guaranteed
market, provided that the commodities are produced in accordance
with the contract. Finally, such contracts may allow a producer
to increase the volume of his business with limited capital since
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the contractor may often supply the necessary production inputs.
However, by entering into a production contract which establishes
a formula for compensation, the producer may lose the potential
for increased profits due to market conditions. In addition, since
such contracts are often very specific in their requirements and
in limiting the producer's interest in the commodities produced,
the producer may become a mere provider of production services
for a fee.

From the contractor's perspective, production contracts may
provide an orderly flow of uniform commodities so as to allow
the contractor to control production costs. And such contracts may
allow contractors to better respond to changing market conditions.
The use of such contracts may allow a contractor to protect
its investment in genetics and other intellectual property
associated with a particular commodity.

2) Answer the questions.

1. What is an agricultural production contract?

2. What does an agricultural production contract specify?

3. What are the advantages for producers who may consider
a production contract?

4. Are there any disadvantages of production contracts?
Name them.

5. Are production contracts new?

3) Read the text “An agricultural production contract”
more carefully and retell it using the questions as a plan.

4) Write a resume of the text.
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ARE YOU GOOD AT CONTRACTS?

? TEST YOURSELVES

1. Fill the gaps in the sentences, using the words from
the list.

Warranty, conditions, firm prices, acceptance, franchising,
arbitration, marking, transaction, consumer goods, force majeure

1. Before ..., any offer can be withdrawn.

2. ... means using an independent third party to settle disputes
without going to court.

3. If one of the ... fails or is broken, the contract is breached.

4. Commercial agreements that allow one business to deal
in a product or service controlled by another are called ... .

5. Failure of a ... results in liability to pay damages but will not
be a breach of contract.

6. A ... is a business deal.

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

8. In case of ... packing has a double function.

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

10. In the case of a ... the Seller has no right to claim any
compensation for his losses.

2. Use the correct preposition.

1. The Contract was done ... duplicate.

2. All disputable questions should be presented ... the
Arbitrage Court.

3. The line shall be shipped and delivered ... FOB conditions.

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

5. The supplied equipment and technological process should be
in conformity ... the latest technical achievements.
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I. 1) Study the following business terms.

Correspondence is in general usage, non-concurrent, remote
communication between people, including letters, e-mail,
newsgroups, Internet forums and blogs.

Letter (message) is a form of written communication.

Business letter is the most formal method of communication
following specific formats. It is addressed to a particular person
or organization. Official letters can be handwritten or printed.

A letter of inquiry is when you are approaching a company
speculatively, that is you are making an approach without their
having advertised or announced a vacancy.

A claim letter states the basis for the claim. Often it is for
money owed in a certain circumstance. A claim letter is a letter
written and sent for claiming or demanding something as the
claimer's own or due.

A complaint letter is one where you tell the reader that
something or some action taken is incorrect or doesn't work
as expected and asking for it to be fixed.

A letter of application, also known as a cover letter,
is a document sent with your resume to provide additional
information on your skills and experience. A letter of application

30



typically provides detailed information on why you are qualified
for the job you are applying for. Effective application letters
explain the reasons for your interest in the specific organization
and identify your most relevant skills or experiences. Your
application letter should let the employer know what position
you are applying for, why the employer should select you for
an interview, and how you will follow-up.

A sales letter is a piece of direct mail which is designed
to persuade the reader to purchase a particular product or service
in the absence of a salesman. It has been defined as a form of
direct mail in which an advertiser sends a letter to a potential
customer. It is distinct from other direct mail techniques, such
as the distribution of leaflets and catalogues, as the sales letter
typically sells a single product or product line, and further tends
to be mainly textual as opposed to graphics-based.

A reference letter is usually written to testify to a person or
a company’s skills, character and/or achievements. Sometimes
areference letter is known as a recommendation letter. It is
a formal document, and should be typed and written in a serious
and business-like style.

An offer expresses the wish of the Seller to sell the goods. The
offer usually quotes the price and stimulates terms of delivery and
some other necessary details. Voluntary (free) offer is formally
called without obligation. This kind of offer does not bind
the seller and therefore may be made to several potential buyers.
A firm offer is made by the Seller to one potential Buyer only
and usually indicates the time during which it will remain open
for acceptance.

2) Match the following business terms with their definitions.

3. Claim letter

c¢) the most formal method of
communication following specific
formats

4. Letter
of application

d) a letter written and sent for claiming
or demanding something
as the claimer's own or due

5. Sales letter

e) a cover letter, a document sent with
your resume to provide additional
information on your skills
and experience

6. Reference letter

f) a piece of direct mail which
is designed to persuade the reader
to purchase a particular product
or service in the absence of a salesman

7. Offer

g) a recommendation letter which
is written to testify to a person
or a company’s skills, character
and/or achievements

8. Correspondence

h) expresses the wish of the Seller to sell
the goods

3) Match the phrases in English with their Russian

equivalents.

1. I apologise for not getting in| a) MbI XxoTenu 661 0OpaTUTH
contact with you beforenow ... |  Baie BHUMaHHE Ha ...

2. I am writing to enquire

about ...

b) B mpukpernieHHoM daiine
Bbl HAWJIETE ...

1. Letter a) communication between people,
including letters, e-mail, newsgroups,
Internet forums, blogs

3. We would like to point out | ¢) S mpomry npomenusi, 4To 110

that ...

CHUX IIOP HC HAIMMCAJI BaM ...

4. Attached you will find ... d) CooOrmmute, ecimm Bam 11o-

HagoOUTCS MOS IIOMOLLb ...

2. Business letter b) a form of written communication
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5. Let me know whether you | e) S nuury Bam, 4To0bI

would like me to ...

y3HATh...
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IL. 1) Read the text “Business Correspondence”
and state the main idea.

Business Correspondence

Business transactions usually start with inquiries. As a rule,
the prospective Buyer gets the name and address of the
prospective Seller either at an exhibition, from an advertisement,
on a television or radio commercial. All these channels of
information and advertising are very important. Inquiries can be
sent by mail, by telex or by fax. Sometimes inquires can be made
orally, by phone.

In the inquiry the prospective Buyer states in what goods
exactly he is interested in and asks for the details of the price
and terms of sale. When the Buyer wants to know at what price
and on what terms he could buy the goods required by him, he
usually sends out inquiries to firms, companies and organizations
manufacturing such goods or dealing with them. Often the Buyer
asks the Seller to send him (to enclose with the offer) illustrated
catalogues, price lists or other publications and, if possible,
samples or patterns of the goods he is interested in. When asking
the Seller to send him a quotation (or to make him an offer)
the Buyer gives a detailed description of the goods required
by him.

After considering the inquiry for some time the prospective
Seller sends an offer in reply. The offer expresses the wish of the
Seller to sell the goods. But it's not a legal document and the Seller
may for this or that reason decide not to sell. The offer is only the
first step in a contract. The offer usually quotes the price and
stipulates terms of delivery and some other necessary details.

The Sellers may offer their goods to their regular customers or
to those who may be interested in them without waiting for an
inquiry. These are voluntary or free offers. They were formally
called without obligation (or engagement). This kind of offer does
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not bind the Seller and therefore may be made to several potential
Buyers.

Then there are firm offers (binding or with obligation or
engagement). A firm offer is made by the Seller to one potential
Buyer only and usually indicates the time during which it will
remain open for acceptance. If the Buyer accepts the offer in full
within the stipulated time, he is obliged to buy the goods
at the price and on the terms stated in the offer.The Sellers have
the right to withdraw a firm offer at any time before it has been
accepted.

2) Answer the questions. Use the text for reference.

1. What kind of business letters do business transactions
usually start with?

2. Where does the prospective Buyer get the name and address
of the prospective Seller?

3. How can inquiries be made?

4. What does the prospective Buyer state in the inquiry?

5. To what firms does the Buyer send his inquiries?

6. What does the Buyer ask the Seller to send him?

7. What kind of business letter does the prospective Seller send
in reply for inquiry?

8. What does the offer usually quote and stipulate?

9. May the Seller offer his goods to the Buyer without waiting
for an inquiry?

10. What are the two main types of offers and what is
the difference between these types of offers?

3) Read the text “Business Correspondence” more carefully
and retell it using the questions as a plan.

4) Discuss with your partners the two main types of
business letters.
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III. 1) Study the Guide to the Basics of Business Letters.

The basics of good business letter writing are easy to learn. The
following guide provides the phrases that are usually found in any
standard business letter. These basics of business letters are
important because certain formulas are recognized and handled
accordingly.

Think of a basic business letter in three steps:

1. Introduction — The reason for writing

The introduction helps the reader understand in which context
the letter should be considered. Possibilities include job interview,
inquires, business opportunity requests, complaints, and etc. Each
type of business letter has its own standard phrases which you can
find in this guide to different types of business letters.

2. Details — What you would like to accomplish

The detail section of a business letter is extremely important.
This is where you achieve your goals in writing a business letter.

3. Conclusion / Next Steps — What you would like to happen
in the future

Provide a call for future action. This can be a chance to talk in
person. It's important to make clear what you would like to happen
in the future from the person reading your business letter.

The phrases presented in this guide provide a frame and
introduction to the content of business letters. By using these
standard phrases, you can give a professional tone to your English
business letters. Once you understand these basics, you can refine
your business letter writing skills by focusing on different types of
business letters, as well as other business documents to refine your
skills for your business needs at your employers or your own small
business organization.

The Start
The start of any business letter begins by addressing the
recipient of the letter.
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Dear Personnel Director,

Dear Sir or Madam: (use if you don't know who you are
writing to)

Dear Dr, Mr, Mrs, Miss or Ms Smith: (use if you know who
you are writing to, and have a formal relationship with - VERY
IMPORTANT use Ms for women unless asked to use Mrs or Miss)

Dear Frank: (use if the person is a close business contact
or friend)

Note: If you are unsure how formal you should be, always
choose a more formal form. Writing to a specific person is always
preferred if at all possible.

The Reference

Begin by referencing to a specific conversation or other contact
means. If this is the first letter in a conversation, you can also
provide the reason for writing.

With reference to your advertisement in the Times / your letter
of 23 rd March / your phone call today ...

Thank you for your letter of March,5th.

The Reason for Writing

I am writing to ...

.. Inquire about

.. apologize for

.. confirm

... comment on

... apply for

xamples:

I am writing to inquire about the position posted in The Daily
Mail.

I am writing to confirm the shipment details on order Ne 2346.

I am writing to apologize for the difficulties you experienced
last week at our branch.

Once you have introduced the reason for writing your business
letter, move on to stating more specifically the purpose of your
letter. Here are a number of possibilities:
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Requesting

Could you possibly ... ?

I would be grateful if you could ...

Agreeing to Requests

I would be delighted to ...

Giving Bad News

Unfortunately ...

I am afraid that ...

Examples:

Could you possibly forward your job requirements?

I am afraid that I will not be able to attend the conference next
week.

I would be delighted to give you a tour of our facility this
coming month.

Enclosing Documents

I am enclosing ...

Please find enclosed ...

Enclosed you will find ...

Closing Remarks

Thank you for your help. Please contact us again if we can help
in any way / if there are any problems / if you have any questions.

Reference to Future Contact

I look forward to ...

... hearing from you soon.

... meeting you next Tuesday.

... seeing you next Thursday.

The Finish

Yours faithfully, (If you don't know the name of the person
you're writing to).

Yours sincerely, (If you know the name of the person you're
writing to).

Best wishes,

Best regards, (If the person is a close business contact or friend)
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2) Study the following sample letters.

a)

Ken's Cheese House

34 Chatley Avenue

Seattle, WA 98765

Tel:

Fax:

Email: kenny@cheese.com

March 23, 2013

Fred Flintstone

Sales Manager
Cheese Specialists Inc.
456 Rubble Road
Rockville, IL

Dear Mr Flintstone:

With reference to our telephone conversation today, I am
writing to confirm your order for: 120 x Cheddar Deluxe Ref.
No. 856.

The order will be shipped within three days via UPS and should
arrive at your store in about 10 days.

Please contact us again if we can help in any way.

Yours sincerely,
Kenneth Beare
Director of Ken's Cheese House




b)

Mr Nikolay Roshin

ABC-company

Office 2002, Entrance 1B

Tverskaya Street

Moscow

RUSSIA 2 June 2013

Dear Nikolay,

I'm writing to you in regard of your enquiry. Please find
enclosed our information pack which contains our brochures and
general details on our schools and summer centres.

In England we have two schools, Brighton and Bath, both
beautiful locations which I am sure you and your students will
like. Our schools are located in attractive premises in convenient,
central positions. Brighton is a clean and safe town with a
beautiful bay and countryside nearby. Bath is one of the most
famous historic cities in England, famous for its Georgian
architecture and Roman Baths.

Accommodation is provided in host families chosen for the
ability to provide comfortable homes, a friendly welcome and a
suitable environment, in which students can practise English and
enjoy their stay. We have full-time Activities Organisers
responsible for sports, cultural activities and weekly excursions.

Please complete and return the enclosed registration form in
order to receive more brochures and other promotional materials.

I look forward to hearing from you and later hope to welcome
your students to our schools and summer centres.

Yours sincerely,

Tomas Green

Managing Director
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3) Read and translate the following information
about business letters.

Business Letter Writing:
Inquiries-Asking for Information
(IImcbmo-3anpoc uHpopmanun)

We write an inquiry when we want to ask for more information
concerning a product, service or other information about a product
or service that interests us. These letters are often written in
response to an advertisement that we have seen in the paper, a
magazine, a commercial on television when we are interested in
purchasing a product, but would like more information before
making a decision. Remember to place your or your company's
address at the top of the letter (or use your company's letterhead)
followed by the address of the company you are writing to. The
date can either be placed double spaced down or to the right.

L

Example Letter
Kenneth Beare

2520 Visita Avenue
Olympia, WA 98501

Minsk Tractor Works
29th Dolgobrodskaya Str.
Minsk, Belarus

June 12, 2013

To Whom It May Concern:
With reference to your advertisement in yesterday's Economy
of Belarus, could you please send me a copy of your latest
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catalogue of compact tractors and motoblocks? I would also like
to know if it is possible to make purchases online.

Yours faithfully

(Signature)

Kenneth Beare
Administrative Director
Agricultural Machinery Company

Business Letter Writing:
Responding to Inquiries and Requests for Information
(ITmcbMo-0TBET HA 3aNPOC MH(POPMAIIHH)

It is very important to make a good impression when
responding to inquiries from potential customers. Of course,
the best impression will be made by providing the materials or
information that the perspective client has asked for, this positive
impression will be improved by a well written response.

Remember to place your or your company's address at the top
of the letter (or use your company's letterhead) followed by
the address of the company you are writing to. The date can either
be placed double spaced down or to the right. You can also
include a reference number for correspondence.

Example Letter

Minsk Tractor Works
29th Dolgobrodskaya Str.
Minsk, Belarus

Kenneth Beare
Administrative Director
Agricultural Machinery Company

June 15,2013
41

Dear Mr Beare,

Thank you for your inquiry of 12 September asking for the
latest edition of our catalogue of compact tractors and motoblocks.

We are pleased to enclose our latest brochure. We would also
like to inform you that it is possible to make purchases online. We
look forward to welcoming you as our customer.

Yours sincerely

(Signature)
Marketing Director
Minsk Tractor Works

4) Write your business letters. Use sample letters
for reference.

-

IV. 1) Read the text, translate it and write out the 5

practical pointers’ definitions of business e-mails
in English.

Professional e-mails, press releases and reports in English

Imagine that your boss has just told you to e-mail the monthly
reports out to all regional and division management with an
explanation of the key changes from the previous month. In most
companies, this e-mail has to be in English, and it will be read
carefully. Are your English e-mail skills up to the task? Now
imagine that you've been given the job of writing a press release to
be distributed internationally announcing the launch of your latest
product. Are you ready to represent your company in English?
Study the information from the following text about business
writing in English to improve your professional skills.
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Business E-mails in English: 5 practical pointers

Writing a business e-mail is often easier than speaking: you
don't have to worry about pronunciation, and you can take time to
edit your message. But there are some rules to remember when
writing e-mails. Here are some tips to keep in mind to ensure that
your e-mail makes a good impression.

1. Know your e-mail terms: English e-mail programs use lots of
abbreviations, and if you don't know them, your e-mail asking
your boss for a raise might end up going out to the entire office!

"Reply to all” means your e-mail will be sent to everyone who
received the originally letter you're replying too. In the address
section of the e-mail, the "cc"” (carbon copy) section sends copies
of the e-mail to the people you indicate, while the "bcc” section
lets you send copies discreetly — the b stands for "blind"” (hidden).

If someone asks you to "forward" an e-mail, they mean to send
a copy of the e-mail to them using the forward feature, which is
sometimes abbreviated as "fw".

2. Use the Right Greeting: Although opening an e-mail to your
friend with "Hey"” is fine, it’s best not to write to a potential
business partner that way. On the other hand, using extremely
formal traditional phrases like "Dear Sir" is increasingly out of
date. The best bet is to write "Dear Mr. / Ms.” and then the
person's last name. When you already have a working relationship,
it's fine just to use their first name (e.g. "Dear John").

3. Keep it Short and Clear: While in some other languages
using elaborate and complicated structures shows your intelligence
and education, write your English e-mails in a clear and organized
style. Clearly introduce the purpose of your letter in the first
paragraph and follow a clear structure in the main paragraphs with
good introduction sentences in each. Using words like "first,
second, next, and finally" tells the reader that you're making a new
point. You don't have to describe all the details in your e-mail.
You can always end the e-mail with a phrase like "If you have any
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other questions please feel free to contact me", which invites the
reader to ask you for more information.

4. Be polite and tactful: While it's good to be clear when you're
writing an e-mail asking for something, whether it's a discount on
a shipment of shoes or a job interview, it's best not to use
demanding words like "I want". "I would like" is more respectful,
and "I am interested in" is a good choice if you're making an
initial proposal or still exploring ideas.

5. Always end the e-mail correctly: "I am looking forward to
your reply", "Thank you", or "Sincerely” are all good ways to
leave the reader with a good impression.

2) Put ten questions to the text. Ask them to your
groupmates.

ARE YOU GOOD AT WRITING BUSINESS LETTERS?
TEST YOURSELVES

f
t.
L ]

E-mail Etiquette Test

1. Bul nanucanu e-mail no nosody nogocmeti o npoexme X.
Kaxoe nazeanue noootioem onst smoeo nucoma?

A About Project X.

B Project X update.

C Stuff about Project X.

D The news on Project X.

2. Kax 6bl 00vsicHume, 4mo 6bl NPULONCUTU YMO-O K 8AUieM)
nucomy?

A Find the file attached.

B Here is something for you.

C Please find attached.

D Look at the attachments.
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3. Umobwi noddepoicams OanvHeliuiue KOHMAKMbL, YMO 8bl HA-
nuuieme 6 KOHye auie2o nucoma?

A Can you write back?

B I look forward to hearing back from you.

C Get back to me please.

D Write me when you have time.

4. Bul nHanucanu omuem 06 ympeuHell ecmpeye ¢ KIUCHMOM.
Kax 6v1 npogheccuonanvho npedcmasume cooepoicanue 8auieco
nucoema?

A The following provides a recap of this morning’s meeting.

B Here is what happened in the meeting this morning.

C In this morning’s meeting, we talked about these things.

D We talked about these things in this morning’s meeting.

5. Kax 6wl coenaeme 3anpoc?

A Could you help me?

B I need something.

C I am requesting the following.

D I would be grateful if you could.

6. Bol He Modceme 8bINOTHUMb PAOOMY 8 NPEONIONHCEHHbLE CPOKU.
Kax Bwt npenooneceme nioxue nogocmu?

A Unfortunately, we will not be able to meet this deadline.

B This deadline is not possible.

C Sorry, we cannot make the deadline.

D It’s too bad, but we cannot make the deadline.

7. Kax 6b1 omeemume Ha 3anpoc coznacuem?

A I would be happy to.

B I guess I can.

C I agree to.

D I am OK with doing.

8. Ilpasunvubiv 3a6epuienuem nucoma 6yoem.:

A Let me know if you have a question.

B Write me with questions and concerns.

C Please let me know if you have any questions or concerns.

D If you have any questions or problems, write back.
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MAPKETHHT,
CEJBCKOXO3SMCTBEHHBIA MAPKETUHI

I. 1) Study the following business terms.

Audit is an evaluation of a person, organization, system,
process, enterprise, project or product.

A Business Analyst (BA4) is someone who analyzes the existing
or ideal organization and design of systems, including businesses,
departments, and organizations.

Marketing is the process of communicating the value of
a product or service to customers. Marketing might sometimes be
interpreted as the art of selling products, but sale is only one part
of marketing.

Online advertising, also known as online advertisement,
internet marketing, online marketing or e-marketing, is the
marketing and promotion of products or services over the Internet.

Marketing research is "the function that links the consumers,
customers, and public to the marketer through information —
information used to identify and define marketing opportunities
and problems; generate, refine, and evaluate marketing actions;
monitor marketing performance; and improve understanding
of marketing as a process".

Revenue or turnover is income that a company receives from
its normal business activities, usually from the sale of goods and
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services to customers. In many countries, such as the United
Kingdom, revenue is referred to as turnover. Some companies
receive revenue from interest, royalties, or other fees.

The market environment is a marketing term and refers to
factors and forces that affect a firm’s ability to build and maintain
successful relationships with customers.

A marketing plan is a comprehensive blueprint which outlines
an organization's overall marketing efforts. A marketing plan may
be part of an overall business plan.

A business plan is a formal statement of a set of business
goals, the reasons they are believed attainable, and the plan for
reaching those goals.

Marketing management is a business discipline which is
focused on the practical application of marketing techniques and
the management of a firm's marketing resources and activities.

Marketing tactics or strategy is a process that can allow an
organization to concentrate its limited resources on the greatest
opportunities to increase sales and achieve a sustainable
competitive advantage.

SWOT analysis (alternatively SWOT Matrix) is a structured
planning method used to evaluate the Strengths, Weaknesses,
Opportunities, and Threats involved in a project or in a business
venture.

A marketing board is an organization created by many
producers to try to market their product and increase consumption
and thus prices.

An agricultural marketing organization is an organization
that helps farmers sell common commodities and obtain discounts
when purchasing from vendors.

An end-user is a person who uses a product. The term is based
in the fields of economics and commerce.

A Marketer is one that sells goods or services in or to a
market, especially one that markets a specified commodity: a
major wine marketer.
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2) Match the following business terms with their definitions.

1. An end-user

a) one that sells goods or services in or
to a market

2. An agricultural

b) an organization which tries to market

marketing its product and increase consumption
organization and thus prices

3. The market c¢) the marketing and promotion of
environment products or services over the Internet

4. Marketing tactics

d) the practical application of marketing
techniques and the management of
a firm's marketing resources and
activities

5. Marketing
management

e) a process that can allow
an organization to concentrate its
limited resources on the greatest
opportunities to increase sales
and achieve a sustainable competitive
advantage

6. Online advertising

f) factors and forces that affect a firm’s
ability to build and maintain
successful relationships with
customers

7. A business plan

g) an organization that helps farmers
sell common commodities and obtain
discounts when purchasing from
vendors

8. A marketing

h) a formal statement of a set
of business goals, the reasons they

board are believed attainable, and the plan
for reaching those goals
9. Audit 1) a person who uses a product

10. A marketer

j) an evaluation of a person,
organization, system, process,
enterprise, project or product
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3) Study the following words.

mode (n)

croco0

marketing mix (n)

COACPIKAaHNUC MAPKECTUHI'a

4) Match the words in the left-hand column with the correct

synonyms or definitions in the right-hand column.

customer (n)

KIIMCHT, 3aKa34uK

1. Marketing mix (n)

a) convince

objective (n)

3a7a4a, 11e/1b

pricing (n)

1IeHo00pa3oBaHue

2. Option (n)

b) rival, opponent

option (n)

BBIOOp, abTepHATHBA

competitor (n)

KOHKYPEHT

3. Objective (n)

c) the act of putting something
in a particular place

price leader (n)

LIEHOBOM JIUIep

4. Competitor (n)

d) please

placement (n)

pasMeIieHue

promotion (n)

MIPOJBUKEHHUE TOBapa WIH YCIYyTH

5. Channel

of distribution (n)

e) charge an average price

6. Mode (n)

f) goal

7. Market (v)

g) the path goods take when moving
from manufacturer to customer

8. Promotion (n)

h) set at a price

9. Satisty (v)

1) choice

assess (V) OIICHUBATH

price (v) YCTaHaBJIUBATh LIEHY
determine (V) OTIPECIISATh

distinguish (v) pasnuyath

take place (v) UMETh MECTO, POUCXOIUTh
communicate (v) nepeaaBaTh HHOOPMAITHIO
persuade (v) yOeKIaTh

transmit (V) nepenaBaTh

interrelate (v)

COOTHOCHTH (C51), B3aUMO/ICHCTBOBATH

10. Charge (v)

j) communication between buyer
and seller

11. Price with
the market (v)

k) sell in an organized way

12. Persuade (v)

1) take place, happen

13. Occur (v)

m) appraise, evaluate

occur (V) MIPOUCXOIUTD

confine (v) OTpPaHUYUBATh

market (v) KYIIUTh WK TIPOJIaTh HA PHIHKE
engage (V) BOBJICKATh

average (adj.) cpemHuit

coercive (adj.) NPUHY TUTETBHBIN

14. Placement (n)

n) way, method

available (adj.)

HMeIOHIHﬁCH B PaCIiops’KCHUN
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15. Assess (V)

0) the combination of four Ps
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5) Use the proper forms of the words in italics
in the sentences. Change the grammatical form
of the words if necessary.

1. Identify

a. Market researches ... the target market for a particular
product.

b. When an employee joins a large company, he or she is given
an ... card.

2. Promote

a. Advertising agencies are concerned with ... of a product.

b. Last week the boss ... John because of his outstanding work
in the accounting department.

3. Compete
a. In the marketplace businesses ... with each other.
b. Sony is a major ... of General Electric.

4. Determine

a. The combination of the four Ps ... the marketing mix.

b. An accountant makes an accurate ... of the expenses
of a company.

5. Isolate
a. Strategies of product, price, placement, and promotion are
not planned in ... .

b. The company doctor ... the sick employee in the room
at the end of the hall.

6. Deliver

a. Most frequently used terms of ... are CIF and FOB.

b. During our talks in Minsk you promised us ... the goods
in December.

7. Manufacture

a. New England’s economy is largely based on ..., farming
and tourism.

b. Blake Inc. is a leading ... of this type of lifts.

51

IL. 1) Read the text “Marketing” and state the main idea.

Marketing

Marketing is the ability to assess, by whatever means, the needs
of the consumer, then using the available resources, design,
produce, advertise, and deliver the goods at the right time and
at the right place and price to the customer.

Marketing's principal function is to promote and facilitate
exchange. Through marketing, individuals and groups obtain what
they need and want by exchanging products and services with
other parties. Such a process can occur only when there are at least
two parties, each of whom has something to offer. In addition,
exchange cannot occur unless the parties are able to communicate
about what they offer and to deliver what they offer.

Marketing is not a coercive process: all parties must be free
to accept or reject what others are offering. So defined, marketing
is distinguished from other modes of obtaining desired goods,
such as through self-production, begging, theft, or force.
Marketing is not confined to any particular type of economy,
because goods must be exchanged and therefore marketed in all
economies and societies except perhaps in the most primitive one.
Furthermore, marketing is not a function that is limited to profit-
oriented business; even such institutions as hospitals, schools, and
museums are engaged in some forms of marketing.

In modern terms, marketing is defined as the movement
of goods and services from manufacturer to consumer in order
to satisfy the customer and to achieve the company's objectives.
It can be considered as dynamic field that involves a wide variety

of activities.
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The ABC of marketing is the so-called marketing mix.
It includes the four Ps: product, price, placement, and promotion.

Product (service) is often connected with development of a new
product or service, searching the potential markets, and, finally
introduction it to the market. Target market selection is the most
important task for any firm. A target market is a group
of individuals who will probably buy the product. That involves
the development of a marketing strategy. A successful marketing
mix depends on the knowledge about consumers and their buying
habits, gained through market research as well as correct
identification of the target market.

Price is the most changeable element of all the four Ps. Its
definition is exchange of something of value for something else.
There are three pricing options the company may take: above, with
or below the prices its competitor is charging. For example, if the
average price for blue jeans is $§ 50, a company that charges $ 50,
has priced with the market, a company that charges $ 47 has
priced below the market, and a company that charged $ 53 has
priced above the market. Most companies price with the market,
selling their goods and services for average prices established
by major producers in the industry known as price leaders.

Placement involves getting the product or service to the
customer. This takes place through the channels of distribution.
A common channel of distribution is:

Manufacturer - wholesaler - retailer - customer.

Promotion includes all kinds of communication with
individuals, groups, or organizations to directly or indirectly
facilitate exchange by informing and persuading them to accept an
organization product or service. There are two major ways
promotion occurs: through personal selling, as in a store; and
through advertising, as in a newspaper. One should distinguish
advertising campaign which can be developed by personnel within
the firm or in conjunction with advertising agencies, and publicity
that is the means of communication transmitted through a mass
media at no charge.
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All marketing activities must be oriented towards creating and
sustaining satisfying exchanges. Both the buyer and the seller
must be satisfied. The first should be satisfied with goods, services
or ideas obtained in the exchange. The seller should receive
something of value, any financial reward. All marketing variables
are highly interrelated.

Marketing helps companies generate profit, the lifeblood
of economy. About half of each consumer dollar is spent
on marketing activities.

2) Answer the questions.

1. What is marketing?

2. What is marketing's principal function?

3. What are the four main elements of marketing?

4. Why is target market selection the most important task for
any firm?

5. What helps know about consumers and their buying habits?

6. What are three pricing options that a company may take?

7. What does placement involve?

8. Do you think restaurants provide food on a wholesale or retail
basis?

9. How does promotion occur?

3) Choose the best variant.

1. Marketing's principal function is
a. to produce goods and services.
b. to promote and facilitate exchange.
c. to satisty the customers.
d. to earn profit.

2. The four main elements of marketing are known as
a. buying, selling, market research, and storage.
b. the four Ps.
c. the four Ms.
d. the marketing mix.
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3. The product element refers to
a. the four Ps.
b. testing of a product to insure quality.
c. the goods or service that a company wants to sell.
d. getting the product to the customer.

4. Most companies price
a. beyond the market.
b. below the market.
c. with the market.
d. above the market.

5. A common channel of distribution is
a. wholesaler — retailer — manufacturer — customer.
b. manufacturer — retailer — wholesaler — customer.
c. retailer — manufacturer — wholesaler — customer.
d. manufacturer — wholesaler — retailer — customer.

6. The two major forms of promotion are
a. personal selling and advertising.
b. personal selling and newspapers.
c. personal selling.
d. radio and television.

4) Restore the word order in the following statements.

1. Marketing assess the needs of the is the ability to consumer.
2. Marketing the available resources is the ability to use.

3. Marketing goods is the ability to design the.

4. Marketing the goods is the ability to produce.

5. Marketing advertise the goods at the right time is the ability

to and at the right place and price.

6. Marketing at the right place and price to the customer

is the ability to deliver the goods at the right time and.

7. That involves dynamic field variety of activities marketing

1s a wide.
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III. 1) Study the following words on the topic
“Agricultural marketing”.

to encompass — OKpy’KaTh; 3aKJII0YaTh

real estate support — peanbHas TOAIEPKKA HEABUKUMOCTBIO

cultivation — Bo3nensiBaHme (3eMJIH)

harvesting — ybopka ypoxas

storage — XpaHEHHUE

storage facilities — ycrmoBus st xpaneHus

to secure — obecrieuynBaTh, CTPaXoBaTh; MOTY4YaTh
to nurture — BEIpAINBATH

commodity — ToBap

marketer — mapketosior

trend — TeHACHIINS, HATIPABIICHUE

2) Match the words in the left-hand column
with the correct synonyms or definitions
in the right-hand column.

1. encompass a) grow

2. real estate b) include

3. cultivation c¢) a change towards something different

4. harvesting d) goods

5. storage e) one that sells goods or services in or
to a market

6. secure f) get

7. nurture g) property in the form of buildings
and land

8. commodity h) cutting and gathering a crop

9. marketer 1) the keeping of something in a special
place until it is needed

10. trend J) preparation of land and growing crops
on it
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3) Read the text “Agricultural marketing”
and state the main idea.

Agricultural marketing

Agricultural marketing is a form of marketing that encompasses
all goods and services related to the field of agriculture. All these
products directly or indirectly support the effort to produce and
deliver agricultural products from the farm to the consumer. The
range of this type of marketing includes such varied products as
real estate support, equipment used in cultivation and harvesting,
storage facilities for harvested crops, and delivery services that
transport the harvest to consumers. In addition, financial services
that make it possible to secure products necessary for agriculture
to function are also normally included as part of agricultural
marketing.

Within this broad marketing type, just about every aspect of the
agricultural process is addressed. Financial services make it
possible for farmers to secure and develop property where crops
can be planted, nurtured, and harvested.

Equipment financing that makes it possible to obtain the tools
to work the land is also part of this aspect. From there, resources
that make it possible to connect with buyers are also part of
the overall agricultural marketing process, and often involve
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the use of marketing professionals to identify and make the most
efficient use of these types of business relationships.

Storage of harvested crops is also part of the agricultural
marketing process. This is especially true when the crops involved
are connected with futures contracts in the commodities market.
Once harvested, the crops can be transported to storage facilities,
where the holder of the contract can then arrange for their sale,
making it possible to earn a return on the investment. The agro-
marketing effort continues, allowing those investors to connect
with buyers and complete transactions that are ultimately
beneficial to all parties concerned.

As with most forms of marketing, agricultural marketing is
focused on creating a viable product, identifying one or more
groups of consumers who are likely to purchase that product,
and then arranging the means to deliver that product to those
consumers.

Along the way, this involves careful consideration of which
type of crops to plant, where to plant them, how to cultivate them
to best advantage, and determining what type of price those crops
can command once they are ready for sale.

Shifts in customer preferences, changes in political climate,
natural disasters, and even innovations in agricultural practices can
all have an impact on exactly how the task of agricultural
marketing is carried out. For this reason, the strategies and
approaches used in one sector of the marketplace may be
inappropriate for a different sector or targeted group of consumers,
a fact that requires marketers pay close attention to market trends
and respond to them in the most productive manner possible.

4) Agree or disagree with the following.

1. Agricultural marketing is aimed to produce and deliver
agricultural products from the farm to the consumer.

2. Marketing professionals are used to buy equipment used
in cultivation and harvesting.
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3. Storage of harvested crops is not included in the agricultural
marketing process.

4. The strategies and approaches used in one sector of the
marketplace may be appropriate for a different sector or targeted
group of consumers.

5) Answer the questions.

1. What is agricultural marketing?

2. What supports the effort to produce and deliver agricultural
products from the farm to the consumer?

3. What does agricultural marketing include?

4. Why are financial services important?

5. What role does storage facilities play in agricultural
marketing?

6. What is agricultural marketing focused on?

7. What can have an impact on exactly how the task
of agricultural marketing is carried out?

8. Why is it necessary for marketers to pay close attention
to market trends and respond to them?

6) Write the summary of the text.

7) Study additional information about the marketing mix.

»
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A. ThePs

Originally there were four Ps.

Today some marketers talk about additional four Ps:

People: how your staff (or employees), are different from those
in a competitor’s organization, and how your clients are different
from your competitor’s clients.

Physical presence: how your shop or website looks.

Process: how your product is built and delivered, or how your
service is sold, delivered and accessed.

Physical evidence: how your service becomes tangible.
For example, tickets, policies and brochures create something
the customers can touch and hold.

B. Marketing a new product

A small educational games company is launching a new game
to teach English vocabulary to beginner learners. The marketing
manager, Dominic Dangerfield, is making a presentation using
PowerPoint slides.

The Turnover Game

Product

* Innovative way to learn new vocabulary

* Launch: how we are planning to introduce the product onto
the market

Place

* Distribution: high street retailers and mail order via website
and catalogues

* Delivery: five days by mail order or straightaway in shops

Promotion

* Advertising: in children’s magazines

* Direct marketing: insert catalogue in Parent magazine

People

* Customers: educated, city-dwellers with pre-teen children,
school teachers
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8) A marketing manager is talking about the marketing mix
for a brand of cleaning products. Choose the correct
words from the brackets to complete the text,
and then match each speech bubble with one of the Ps.
Look at A opposite to help you.

Our (staff / reputation / competitors) are highly
motivated. We really believe in our brand. For
example, our (consumers / employees /
customers) are always trying to improve what

Our (tools / range / support) includes
detergent, toilet cleaner and sponges.

2 We use a lot of (advertising / presence /
promotional), usually in women’s magazines.
You can find the brand in supermarkets and
3 local shops. The (tangible / accessibility /

process) of our (staff / mix / outlets) is
important. We need to be in a lot of
(locations / supports / distributions) so that
we are easy to find.

We are more (accessibility / reputation /
expensive) than our (competitors / staff /
sales) but we offer good credit terms and
we sometimes run special (deals /
processes / support).
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9) Complete the text using the words from the box.
Look at A opposite to help you.

| advertising | mix | price | products | promotional |

Marie Curie Cancer Care is reviewing its marketing strategy in
an attempt to attract a wider audience. It will stop using (1)

techniques, such as mailings and events.

Television (2) and face-to-face marketing are
both being tested in a bid to supplement the charity’s typical over-
60s donor base with younger supporters. If tests prove successful,
they will become part of Marie Curie’s marketing (3)

In addition, Marie Curie Cancer Care is expanding its online
shop. Stylish handbags at a (4) of J10 are
attractive to younger customers. Marie Curie Cancer Care says it
is responding to customers’ needs and wants by selling elegant
fashion wear (5)

10) Do the following words and expressions refer
to product, price, place, promotion, or people?
Look at A and B opposite to help you and fill in the table.

accessibility | customers | discounts | location | sales force

branding | delivery distribution | quality special deals

competitors | direct launch reputation | support
marketing

PRODUCT | PRICE PLACE |PROMOTION | PEOPLE

THINK IT OVER

Think about an expensive brand and less expensive alternative.
What are the differences in the marketing mix for the two brands?
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IV. 1) Study the following economic terms
on the topic “Marketing Strategy”.

strategic — cTparernyeckui

segmentation — cermeHTanus (IIPoOLECC BBISIBICHUS HauOoJee
ONMaronmpusITHBIX YCIOBUW Ha PBIHKE C LIEJbI0 BHIOOpAa BapuaHTa
OpPHUEHTAIIUU MMPOU3BOJICTBEHHO-COBITOBOM MOJUTHUKH )

targeting — onpezesneHue Leau

positioning — mo3unMoHUpoBaHUE (IEHCTBUS, HANPABJICHHBIC
Ha o0ecredyeHrne TOBapy KOHKYPEHTOCIIOCOOHOTO MOJIOKEHUS Ha
PBIHKE U pa3pabOTKy COOTBETCTBYIOIIETO KOMILJIEKCA MApPKETHHIA)

to position — 3aHATH TO3ULIKIO

to engineer — mpoOeKTUPOBATH

superiority — IpeBOCX0ACTBO

dimension — u3mepenue

credibility — mpaBauBOCTB

to perceive — BoClpuHUMAaTh

by words of mouth — yctHO

superiority complex — manus Benuuus

2) Match the words in the left-hand column
with the correct synonyms or definitions
in the right-hand column.

1. targeting a) intended to achieve something

2. to position b) to see, notice or realize something

3. superiority ¢) measurement

4. dimension d) determining a goal

5. credibility ¢) magnificence

6. to perceive f) to design

7. to engineer | g) truthfulness

8. strategic h) to move something into this or that place
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3) Read the text “Marketing strategy”
and find the English equivalents for the words
or word combinations given after the text.

Marketing strategy

The marketing process is divided into a strategic and a tactical
phase. The strategic phase has three components — segmentation,
targeting, and positioning (STP). The organization must
distinguish among different groups of customers in the market
(segmentation) and choose which groups it can serve effectively
(targeting). A key step in marketing strategy, known as
positioning, involves creating and communicating a message that
clearly positions the company or its brand in relation
to competitors. Thus, Volvo (Sweden) has positioned its
automobile as the "safest," and Daimler-Benz (Germany),
manufacturer of Mercedes-Benz vehicles, has positioned its car
as the best "engineered." Some products may be positioned
as "outstanding" in two or more ways. However, claiming
superiority along several dimensions may hurt a company's
credibility because consumers will not believe that some company
can do better than others in all dimensions. Furthermore, although
the company may communicate a particular position, customers
may perceive a different image of the company as a result of their
actual unpleasant experiences with the company's product
or through word of mouth.
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MapkeTHHT; KOHKYPEHT; POBOIUTH PA3IUYUE; BOCTIPUHUMATH;
OTJIMYAIOIIUICS; MPOU3BOJAUTEND; ABTOTPAHCIOPTHOE CPEICTBO;
MPOEKTUPOBATh; BBIAAIOIIUNCSA; HECMOTPS Ha 3TO; MPEIbABIAThH
MPETEeH3HI0; TMPEBOCXOJCTBO; H3MEPEHUE; MOBPEAUTDH; IpPaBAU-
BOCTb; MTOTPEOUTEIIb; CTPATETHs; X0 PA3BUTHS; JCTUTHCA Ha; ¢a3a;
COCTaBHAsI YacTh;, CETMEHTAIIUs; TOKYIIaTe)lb, PHIHOK; BHIOUPATH;,
o0cy)uBaTh; 3(HEKTUBHO; BKIIIOUATh B Ce0sI; CO3/IaHUE; MTOCIATh
cOOOIIeHNE; HEABYCMBICIIEHHO; 3aHATh TMO3ULUI0; (habpuuHas
MapkKa; Mo OTHOILIEHUIO K; MOJIaraTh; ONpeIeiIeHNue 1IeNN; TTO3HIIN-
OHHUPOBAHKE; (PAKTHUUECKU CYIIECTBYIOIIHA.

4) Agree or disagree with the following statements.

1. Strategy is a well-planned series of actions for achieving an
aim, especially success against an opponent.

2. The marketing process is not divided into any phases.

3. The strategic phase has two components.

4. Segmentation is the act of dividing something into smaller
parts.

5. Target is an object, person, or place that is deliberately
chosen to be attacked.

6. Position is the place where someone or something is,
especially in relation to other objects and places.

7. Credibility is the quality of deserving to be believed and
trusted.

8. Claiming superiority along several dimensions may hurt
a company's honesty because consumers will not believe that some
company can exceed the rest in all dimensions.

9. Although the company may state a particular position,
customers may receive a different image of the company as
aresult of their real experiences with the company's product
or through word of mouth.
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5) Complete the following statements. Choose one topic
to speak about: a) segmentation; b) targeting;
¢) positioning; d) company's superiority complex.
Retell the text “Marketing strategy”.

. The marketing process is divided into ... .
. The strategic phase has ... .

. Segmentation is ... .

. Targeting is ... .

. Positioning involves ... .

. Some products may be positioned as ... .
. Claiming superiority may ... because ... .
. Customers perceive ... as a result of ... .

01N LN bW~

6) Study additional information about the marketing
strategy and the marketing plan.

A. Marketing strategy and the marketing plan

A company’s marketing strategy describes how it will position
itself and the products it sells or the services it provides
in the competitive marketplace. The strategy includes a discussion
of target markets, product and pricing policies, and proposed
marketing and promotional initiatives.

The company’s marketing plan is the written document which
details the marketing methods selected (advertising, price
promotions, etc.) and specific marketing actions or marketing
activities (for example, a back-to-school promotional offer). It also
examines the resources needed (both financial and human)
to achieve specified marketing objectives, such as an increase
insales or a successful product launch, over a given period
of time.
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B. Developing the marketing plan

You can develop a marketing plan using the stages known as
AOSTC (Analysis, Objectives, Strategies, Tactics and Control).
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ANALYSIS

Current market
situation

Information on the competitors
and the marketplace.

Competitor analysis

The competition

in the marketplace. You will also
need to include information

on their positioning — how they
control the way the customers see
the products or services.

OBJECTIVES

Marketing goals

What you want to achieve,
in terms of image and sales.

Set SMART
objectives

Specific — Be precise about what
you are going to achieve.
Measurable — Quantify your
objectives.

Achievable — Are you attempting
too much?

Realistic — Do you have

the resources to make

the objective happen
(manpower, money, machines,
materials, minutes)?

Timed — When will you achieve
the objective? (Within a month?
By February 20157?)

Product/service
analysis

What you sell or provide, and
your Unique Selling Point (USP)
— that is, what distinguishes your
product or service from others on
the market. Originally USP stood
for Unique Selling Proposition, a
concept developed by Rosser
Reeves in the 1940s.

STRATEGIES

The approach
to meeting the
objectives

Which market segment?

How will we target the segment?
How should we position within
the segment?

Convert your strategy

into the marketing mix,

including the 4 Ps

Product
Price
Place
Promotion

Target market

Your customer groups
or segments — for example,
teenagers or business people.

CONTROL | TACTICS

Tracking

How the success of the marketing
plan will be measured.

How each marketing activity

will be assessed.
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7) Make word combinations with market and marketing
using words from the box. Then match the word
combinations with the definitions below.

Look at the page opposite to help you.

‘ methods  mix plan  segments strategy  target

1) groups of consumers with similar needs or purchasing
desires

2) the consumers, clients or customers you want to attract

3) a definition of the company, the product / service and the
competition

4) detailed information about how to fulfill the marketing strategy

5) the techniques you can use to communicate with your
consumers

6) the combination of different elements used to market a
product or service

8) You are preparing some slides for a presentation
of next year’s marketing plan. Choose a title from
the box for each image. Look at B opposite to help you.

‘ 1. Competitor Analysis 2.Target Market 3. USP

THINK IT OVER

Prepare some slides for a presentation of the marketing plan
of the company you work for, or one you would like to work for.
Give a title for each image. Look at B opposite to help you.

ARE YOU GOOD AT MARKETING?
TEST YOURSELVES

)

A

1. What expressions do you know with the word market?
Below is a quick quiz.

1. What does a firm usually carry out before it introduces a
product onto the market?

2. What expression means "the proportion of the market held
by one manufacturer or brand"?

3. What do we call the place where shares are bought and sold
in large quantities?

4. When you develop a product, you hope people will
eventually buy it. You hope the product will be ... .

5. Sony are continually putting new products ... .

6. What does a firm do when it goes "up-market" and "down-
market".

7. If you buy currency or goods illegally, you buy them on the ... .

8. What are a "seller's market" and a "buyer's market"? Can you
give example of each from the world of business?

9. What do we mean when we say that a market is "saturated"?

10. An interesting property has just come ... the market.

11. We have no idea what the present market... of our buildings is.
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2. Fill the gaps in these sentences, using the words
from the list.

creative process design distribution end-users
hire purchase image labels  mail order need
outlets patterns place posters price
production-orientated  profitably promotion  range
satisfy strengths threats first
weaknesses opportunities  product rival

1. What is marketing? Marketing is the ... of satisfying customer
needs ...

2. What is "the marketing mix"? It consists of "the four Ps":
providing the customer with the right P ... at the right P ...,
presented in the most attractive way (P ..) and available
in the easiest way (P...).

3. What is "a product"? A product is not just an assembled set
of components: it is something customers buy to ... a ... they feel
they have. The ... and the ... of the product are as important
as its specification.

4. What is "price"? The product must be priced so that
it competes effectively with ... products in the same market.

5. What is "promotion"? The product is presented to customers
through advertising (TV commercials, ..., etc.), packaging
(design, ..., etc.) publicity, P.R. and personal selling.

6. What is "place"? Your product must be available
to customers through the most cost-effective channels of ... .
A consumer product must be offered to ... in suitable retail ...,
or available on ... or by ... .

7. What is meant by "S.W.O.T."? A firm should be aware
ofits S...and W ... and the O ... and T ... it faces in the market place.

8. Why are firms becoming more customer-orientated and less ... .
Because new products must be created to meet the changing ...
of customers' needs — a firm can't rely on the success of its existing ...
of products. The customer and his or her needs must come ...!
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I. 1) Study the following business terms.

Management is the organization and coordination of the
activities of a business in order to achieve defined objectives.
According to the management guru Peter Drucker (1909-2005),
the basic task of management includes both marketing and
innovation. Management consists of the interlocking functions of
creating corporate policy and organizing, planning, controlling,
and directing an organization's resources in order to achieve the
objectives of that policy.

Agricultural management is an occupation that involves the
science of food production. It deals with farming techniques, the
domestication of animals, and the general processing of food. The
study of applying economic management principles to food
farming is agricultural economics.

Manager is a person(s) responsible for the overall strategy and
the specific buying and selling decisions for a mutual fund or other
financial institution.

A manager of a large investment fund (such as a pension fund)
who hires other managers to handle specific types of investments,
such as bonds, large cap stocks, or real estate investment trusts is a
manager of managers.
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An agricultural manager oversees a large plot of open land on
which livestock graze. His job is to ensure the land production an
adequate amount of food for the domestic animals without
compromising the well-being of the area’s wildlife. This delicate
balance normally requires constant monitoring of the parcel to
identify and rectify any imbalances.

The person who runs the day-to-day activities of a company is
a managing agent. Individuals, homeowners and businesspeople
who are looking for management resources can access national
management agencies, local or regional divisions related to
natural resources or resource management departments in
colleges and universities.

Management consultant is a person who gives advice on how
to manage a business.

Management trainee is a young member of staff who is being
trained to be a manager.

The job of being a manager is managership.

Management company is the firm that organizes, manages,
and administers a mutual fund.

Management representation letter is a letter written by a
company manager which attests to the accuracy of an audit. In this
letter, management confirms that all the information contained
within the company's financial statements is true and accurate and
that all information has been disclosed.

Managed economy is an economy which is directed by the
government.

Managed fund is a mutual fund that employs a fund manager
who makes investment decisions. A mutual fund overseen by a
manager on behalf of clients, which owns only currency-related
investments, is a managed currency fund.

‘"ﬂeu.
=
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2) Match the following business terms with their definitions.

1. Agricultural a) local or regional divisions related
management to natural resources
2. Agricultural b) aletter written by a company manager
economics which attests to the accuracy
of an audit
3. Management | c) - an occupation that involves
the science of food production;
- deals with farming techniques,
the domestication of animals,
and the general processing of food
4. Manager d) the study of applying economic
management principles to food
farming
5. Agricultural e) the organization and coordination
manager of the activities of a business in order
to achieve defined objectives
6. Managing f) aperson responsible for the overall
agent strategy and the specific buying
and selling decisions for a mutual fund
or other financial institution
7. Management | g) oversees a large plot of open land
consultant on which livestock graze
8. Management | h) aperson who runs the day-to-day
company activities of a company
9. Managed 1) aperson who gives advice on how
economy to manage a business
10. Management | j) the firm that organizes, manages,
representation and administers a mutual fund
letter
11. Management | k) aneconomy which is directed
department by the government
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3) Complete the following sentences with the correct form
of the words in italics.

1. Produce

a. Our ... of washing-machines increased by 5% last year.

b. We have recently put on the market two new ... .

c. ... per worker will increase with the introduction of the new
machines.

d. Word processors have helped to make office workers more ... .

e. The company is well known in the agricultural industry.
It sells mainly farm ... — eggs, butter, milk, etc.

2. Compete

a. Coca Cola's main ... is the Pepsi-Cola company.

b. We try to stay ... by investing heavily in advertising and
promotion.

c. Our company's main objective is to keep ahead of the ... .

3. Plan

a. The meeting did not go as ... .

b. Some projects take years of ... .

c. Before asking a bank manager for money, it is wise to show
him a business ... .

4. Analyse

a. Managers need to have an ... mind.

b. Our ... showed that we needed to put more emphasis on
marketing.

c. We must look at the problem ... .

5. Criticize
a. The report has been received very ... by top management.

b. The Personnel Director is an outspoken ... of our
reorganization.
c. I thought her ... were unfair and not based on fact.
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6. Rely

a. He is a very ... worker.

b. I am ... informed that he'll be promoted soon.
c. Her main quality is her ... .

7. Employ

a. Most ... in an organisation can benefit from training.

b. ... is almost 8% in my country that's far too high.

c. The ... are entitled to various social security payments.

d. He's fairly old and hasn't had a job for years. I'd say he's
virtually ... .

8. Decide

a. Being a currency dealer in a bank, she has to make quick ... .

b. Because we were ... , we wasted time and lost the contract.

c. I haven't ... yet whether to leave my present job but I must
make up my mind soon.

4) Complete the following passage, using suitable words
and phrases from the box below.

assembly line foreman quality control  schedule
bonus incentive robot lay off
capacity overtime shift layout
component redundant

I used to work in a company which made ... for cars. Things
like spark plugs, carburettors, and so on. We were well paid and
we had productivity ... too. And if you needed extra money for a
holiday, you usually had the chance to do a bit of ... . The
management was generous. They gave prizes, such as car radios,
to workers who attended regularly. That was real ... for is not to be
sick! We worked two ... at the factory — I usually worked at night.
I liked the ... a lot. He let you get on with the job.
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Things changed two years ago. We got several big orders at
once and just couldn't cope. The Production Manager got really
upset when we got behind ... . The ... people weren't too pleased
either because a number of carburettors had faults, so they were
thrown away. In the end, the company brought in some
management consultants. They studied our methods of work, then
recommended automating part of the plant. That meant changing
the whole ... of the factory.

Well, we did as they said. I must say, our production ... did
increase and stock levels became high again. The trouble is, the
management decided to cut down the work-force. At first, only a few
workers were ..., but later staff from all departments were made ... .

Nowadays, I'm working on an ... in a car manufacturing
factory. I spray the car bodies. Would you believe it, I hear they're
bringing in ... to do job! So I'll be out of a job again soon.

5) Find the business terms.

m ajnlalg e melnft|g|s|s
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II. Read the text “Management” and answer
the questions that follow it.

Management

Management is based on scientific theories and today we can
say that it is a developing science.

But knowledge of theories and principles doesn't provide
practical results. It is necessary to know how to apply this
knowledge. Practical application of knowledge in the management
area requires certain abilities or skills. Here is an example:

Depending on its size, an organization may employ a number
of specialized managers who are responsible for particular areas
of management.

A very large organization may employ many managers, each
responsible for activities of one management area. In contrast,
the owner of a sole proprietorship may be the only manager
in the organization. He or she is responsible for all levels and areas
of management.

What is important to an organization is not the number
of managers it employs but the ability of these managers
to achieve the organization's goals, and this ability requires a great
skill.

In other words, management is the process of coordinating the
resources of an organization to achieve the primary
organizational goals.

1. What is management?

2. Does practical application of knowledge in the management
area require certain abilities or skills?

3. May large organizations employ many managers?

4. Who is responsible for all levels and areas of management?

5. What is important to an organization?

6. What can you say about management as a process?
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III. 1) Read the text “What is Agricultural

Management?”, state the main idea
of each paragraph and write the plan.

What is Agricultural Management?

Agricultural management is an occupation that involves
the science of food production. It deals with farming techniques,
the domestication of animals, and the general processing of food.
There are many agricultural jobs that require management,
especially on projects working in the scientific disciplines and
with farm labor. With the changing dynamics of global food
production, this field is one of the fastest growing in the world.

Since concepts like productivity and food safety play such an
important role in the food supply of the world, agricultural
management careers have high potential. Outbreaks of
contaminated food sources have prompted new government
regulatory bodies to manage the process of food production from
both plant and animal sources.

In addition, population growth and the use of certain foods such
as corn as biofuel have limited the growth potential
of the industry. The goal today is to strive for new ways
to produce the necessary amount of food for the growing
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population, while maintaining the quality that society has come to
expect from its food sources.

The work environment for someone who works in this field
varies drastically depending on where the individual works and the
demands of the employer. Some are involved in the strict science
aspects, spending much of their time in laboratories or kitchens.
Others work with farm labor to find better and safer pesticides and
herbicides in large fields. The overall concerns of agricultural
labor management also lead to a variety of working conditions.
With the rise in industrial farming companies and
the consolidation of major market food production, a person could
just as easily find himself in a tall office building in the middle of
the city, far from any food production whatsoever.

As the field grows, education and training have become a major
priority for many companies. In order to understand the full scope
of the industry, most employers require at minimum a bachelor’s
degree. Research and scientific roles, however, may often require
post-graduate education, quite possibly even a doctoral degree.
Since safety and speed have increasingly become important,
understanding the biology of agriculture helps dramatically.
In specific, the field of genetics proves to continue being one
of the most important aspects of agricultural management, helping
to create new strains of food, while also causing controversy
amongst scientists, politicians and the public.

2) Discuss with your partners the main concepts
of agricultural management.

3) Write a resume of the text.
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IV. 1) Read the text “Farm Management”
and make a list of new words and expressions.

Farm Management

Farm management includes everything that farmers do to make
farming profitable. To make a profit, farmers must sell their goods
for more money than it costs to produce them. Farmers try to keep
production costs as low as possible. They also try to find
the highest-paying markets for their products. However, farm
production costs have been increasing much faster than market
prices. Farmers regularly borrow money to finance their
operations. As farm production costs increase, the average debt
per farm also increases.

Expert management helps lessen some of the financial risks
of farming. But farmers have little or no control over risks caused
by the weather. Crops can be damaged or ruined by heavy rains
at planting time or during the harvest season. A drought, flood,
severe hail, or frost can destroy a crop at any time. They thus
make efficient farm management all the more important.
An efficiently run farm should earn enough profit in most years
to survive an occasional loss because of bad weather.

The average cost of running a farm continues to climb rapidly.
The steep rise in farm expenses is caused partly by inflation, until
inflation reaches more moderate levels. Higher prices for farm
inputs (purchased production materials and equipment, and
interest paid on borrowed money) add to the cost of farming.
But the rising costs are mainly due to the fact that farmers have
greatly increased their use of such inputs as chemical fertilizers
and pesticides, fuel, and machinery. Farmers depend on these
inputs to expand production, and so their costs cannot be sharply
reduced without lowering productivity. Farmers must thus manage
their production costs carefully to ensure a profit.
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Farmers reduce unit costs by cutting expenses and by making
their farms more productive. Many farmers lower expenses by
joining a purchasing cooperative. Purchasing cooperatives provide
their members with farm materials and equipment at reduced
prices. Nevertheless, most modern farm equipment is still
increasingly expensive. Many farmers therefore rent equipment
that they use only once or twice a year.

In many cases, farmers have to increase their inputs to increase
productivity. They can often make up for the added expense
of the inputs if they make better use of their resources. For
example, efficient methods of soil and water management can help
expand a farm's total output at little or no added cost.

To manage a farm successfully, a person needs a variety
of skills. A crop farmer must have thorough knowledge
of agronomy, including soil science and plant biology. Livestock
farmers must know the principles of animal nutrition, animal
breeding, and veterinary medicine. Every farmer has to be familiar
with bookkeeping and other accounting techniques and with
agricultural economics, including marketing and financing.
Farmers need engineering skills to operate and service modern
farm machinery. Farming requires so much specialized knowledge
that most young people who plan to become farmers attend
an agricultural college.

Even the best-trained farmers occasionally need help. Farmers
can get assistance from various public and private agencies.
A growing number of private firms provide management
assistance for farmers. Unlike government agencies, a private
consulting firm charges a fee for its services.
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2) Translate the following sentences into Russian
paying attention to the underlined phrases.

1. A drought, flood, severe hail, or frost can destroy a crop
at any time.

2. Farmers depend on these inputs to expand production, and so
their costs cannot be sharply reduced without Ilowering
productivity.

3. Many farmers rent equipment that they use only once or
twice a year.

4. Efficient methods of soil and water management can help
expand a farm's total output at little or no added cost.

5. A crop farmer must have thorough knowledge of agronomy,
including soil science and plant biology.

6. Every farmer has to be familiar with bookkeeping and other
accounting techniques and with agricultural economics, including
marketing and financing.

7. Unlike government agencies, a private consulting firm
charges fees for its services.

3) Answer the following questions.

1. What does farm management include?

2. How does the weather influence the growing crops at planting
time and during the harvest season?

3. What are the rising costs mainly due to?

4. What should the farmer know to manage a farm successfully?

5. How does the government help farmers?

4) Read the text “Farm Management” more carefully and
retell it using the questions as a plan.

5) Discuss with your partners the principles of farm
management.
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V. 1) Read the text “What is a Manager?”
and state the main idea.

What is a Manager?

A number of different terms are often used instead of the term
"manager", including "director", "administrator" and "president".
The term "manager" is used more frequently in profit-making
organizations, while the others are used more widely
in government and non-profit organizations such as universities,
hospitals and social work agencies.

So, who do we call a "manager"?

In its broad meaning the term "managers" is applied
to the people who are responsible for making and carrying out
decisions within a certain system. A personnel manager directly
supervises people in an organization. Financial manager
isaperson who is responsible for finance. Sales manager
is responsible for selling of goods.

Almost everything a manager does, involves decision-making.
When a problem exists a manager has to make a decision to solve
it. In decision-making there is always some uncertainty and risk.

Management is a variety of specific activities. Management
is a function of planning, organizing, coordinating, directing and
controlling. Any managerial system, at any managerial level,
is characterized in terms of these general functions.

Managing is a responsible and hard job. There is a lot to be
done and relatively little time to do it. In all types of organizations
managerial efficiency depends on manager's direct personal
relationships, hard work on a variety of activities and preference
for active tasks.

The characteristics of management often vary according
to national culture, which can determine how managers are
trained, how they lead people and how they approach their jobs.
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The amount of responsibility of any individual in a company
depends on the position that he or she occupies in its hierarchy.

Managers, for example, are responsible for leading the people
directly under them, who are called subordinates. To do this
successfully, they must use their authority, which is the right
to take decisions and give orders.

Managers often delegate authority. This means that employees
at lower levels in the company hierarchy can use their initiative
that is to make decisions without asking their manager.

2) Answer the questions.

1. What term is used more frequently in profit-making
organizations?

2. Is the term "managers" applied to the people who are
responsible for making and carrying out decisions within a certain
system?

3. What is a manager's role in an organization?

4. What concrete activities a production manager (financial
manager, personnel manager, marketing manager) is responsible
for?

5. Is managing a responsible and hard job?

6. What is the difference between sales management and
marketing management?

7. What does to "delegate authority" mean?

3) Read the text “What is a Manager?” more carefully and
retell it using the questions as a plan.

4) Discuss with your partners the manager's role
in any organization.

5) Write a resume of the text.
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VL. 1) Read the text “What does an Agricultural

Manager do?” and answer the questions
that follow it.

What does an Agricultural Manager do?

An agricultural manager oversees a large plot of open land on
which livestock graze. His job is to ensure the land produces an
adequate amount of food for the domestic animals without
compromising the well-being of the area’s wildlife. This delicate
balance normally requires constant monitoring of the parcel to
identify and rectify any imbalances.

To manage and maintain the land properly, an agricultural
manager is normally required to research the history of the plot. In
order to manage and shield the grazing areas and natural resources
successfully, he is generally expected to study the land’s usage
history. If his research finds irregularities in its care that may
compromise the wildlife or impair the growth of feed, steps are
normally taken to bring it up to acceptable standards.

New threats to the range’s health and productivity may be
developed. If rodents or pests invade the land, steps to stop them
are generally taken by the range manager. He is normally expected
to spot any poisonous plants or weeds that may affect the feed
production and take action to eradicate the problem. If the range is
in a high-risk area for fire damage, the manager normally
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researches ways to keep the land and foliage irrigated enough
to be safe as well.

Regularly testing and analyzing the soil is customarily
a common and frequent duty of a range manager. If the acidity or
alkalinity is imbalanced, he is typically expected to correct
it through additives. Overgrazing or weather conditions may
require the agricultural manager to build corrals or fences to
redefine grazing areas so the soil can rejuvenate itself. He may
also have to construct systems to impede soil erosion or build
reservoirs to capture additional water for the livestock that may be
eroding the soil through runoff.

Changes in the environment or in the nutritional needs of
the livestock or wildlife often require the agricultural manager
to replace current forage plants. He may need to substitute them
with sturdier varieties or ones more appealing to the animals’
tastes. In making these changes, the agricultural manager
is typically required to determine if the number of grazing animals
needs to be adjusted or if there have been significant changes
in the wild animal population.

Qualifications for a job as an agricultural manager normally
includes a bachelor’s or master’s degree in conservation science,
environmental science, land management or range management.
Knowledge of agriculture, wildlife habitats or grazing livestock
is preferred. Experience in farming or raising livestock is desirable.

1. Can an agricultural manager oversee a large plot of open
land on which livestock graze?
2. Who is normally required to research the history of the plot?
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3. An agricultural manager is generally expected to study
the land’s usage history, isn’t he?

4. May new threats to the range’s health and productivity be
developed?

5. Who is expected to spot any poisonous plants or weeds?

6. Does the manager research ways to keep the land and foliage
irrigated enough to be safe as well?

7. What does the agricultural manager require to replace current
forage plants?

8. What knowledge is preferred?

9. What experience is desirable?

10. What does an agricultural manager do?

2) Comment on the folloing scheme using your active
vocabulary.

education

farmers

VIL. 1) Read the text “Levels of Management”
and make a list of international words.

Levels of Management

Each organization can be represented as a three-story or
a pyramid. Each story corresponds to one of the three general
levels of management: top managers, middle managers, and first-
line managers. At the basic level of this pyramid there are
operating employees.
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\ TOP MANAGEMENT |
|  MIDDLE MAlNAGEMENT |
| FIRST-LINE l\/:ANAGEMENT |
| OPERATING IEMPLOYEES |

A top manager is an upper-level executive who guides and
controls the overall activities of the organization. Top managers
constitute a small group. They are generally responsible for
the organization's planning and developing its mission.

A middle manager is a manager who implements the strategy
and major policies handed down from the top level of
the organization. Middle managers develop tactical plans, policies,
and standard operating procedures, and they coordinate and
supervise the activities of first-line managers.

A first-line manager is a manager who coordinates and
supervises the activities of operating employees. First-line
managers spend most of their time working with employees,
answering questions, and solving day-to-day problems.

Operating employees are not managers. They are qualified
and non-qualified persons working for the organization. For their
labour or services they get salaries or wages. They represent
the work force of the organization.

2) Match the following English business terms
with their Russian equivalents.

4. division manager | d) MeHe[Kep NepBOro (HU3LIEro) 3BEHa

department head | ) pykoBoaMTEIH MOAPA3ACTICHIS

6. plant manager f) HauanbHHK OTHENA

operating

employee g) JUPEeKTOop 3aBOJA

PaOOTHHUK-UCTIOJTHUTEIb

8. office manager | h
& ) (HeyIIpaBJIEHYECKOT'O 3BE€HA)

pyKoBoIUTENb OoTaena (oduca),

9. executive 1)
oduc-MeHeKep

10. supervisor j) HUCHOIHUTEIb

11. project manager | k) uWHCHEKTOp, HAYAILHUK

1. top manager a) PYKOBOJIUTEJb POEKTA

2. middle manager | b) BbICIIHIA MEHEIXEp, PyKOBOJUTEID

first-line
3. C) MEHEIDKEp CpPelIHEro 3BeHa
manager
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3) Fill in each blank with a suitable word
or word combination.

1. Each organization can be represented as a three-story
structure or ... .

2. Each story corresponds to ... .

3. At the basic level of this pyramid there are ... .

4. A top manager is ... who guides and controls the overall
activities of the organization.

5. Top managers are generally responsible for ... and
developing its mission.

6. A middle manager is a manager who ... and major policies
handed down from the top level of the organization.

7. Middle managers develop ..., and they coordinate and
supervise the activities of first-line managers.

8. A first-line manager is a manager who ... and supervises the
activities of operating employees.

9. First-line managers spend most of their time working with ...,
answering questions, and ... day-to-day problems.

10. Operating employees are not ... .
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4) Complete the following sentences using suitable words
and phrases from the box below.

managing director colleague junior executive
director staff supervisor
senior executive employee superior

middle manager work-force subordinate

1. The group of executives working below the top managers
are generally called ... .

2. Valerie is an important person in our company. She is
a member of the Board of ... .

3. Peter, a recent university graduate, has been with the firm for
a year. He is at present a ... and is being trained for a managerial

position.

4. Their ... is expanding rapidly. They now have over 5,000
employees.

5. At least 50% of our ... have been with the company over
ten years.

6. .... in an organisation generally have more fringe benefits

than lower-level managers.
7. We are a small group in the Reserch and Development
Department. Fortunately, I get on well with all my ... .
8. Our telephone operators work under the direction of a ... .
9. I work under Mr. Brown. He's my ... .
10. Sheila and Tom work under my authority. I am their boss
and they are my ... .
11. I am responsible for ... training and development.
12. A ... is a person of high rank in an organisation, usually next
in importance to the Chairman.

5) Answer the questions.

1. Who guides and controls the overall activities of
the organization?
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2. Who implements the strategy and major policies handed
down from the top level of the organization?

3. Do middle managers develop tactical plans, policies, and
standard operating procedures?

4. Who coordinates and supervises the activities of operating
employees?

5. Do first-line managers spend most of their time working with
employees?

6. Who is at the bottom of the management levels?

7. Who represents the work force of the organization?

8. What are the levels of management?

6) Complete the dialogue between the Managing
Director (MD) and the Personnel Manager (PM).
Choose from the words in the box. Act it out.

sales new technology

MBA cost and price decisions

how to take decisions promotion and marketing

communications read the balance sheet

distribution computer systems

courses accounting for managers

results specialised management-training

manage learn about management structures

MD — John, we must think about ... ... for our junior
managers.

PM — Yes, our promising younger people need to ... ... .

MD — They need to know ..., and the ... of these decisions.

PM — And, of course, ... is essential. And they must know
howto ... ....

MD — Without it, they will never ... successfully, and they

won't know anything about stock control, costing,
pricing ... you name it.
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PM — Yes, ... depend on knowing this.

MD — Of course, that's not the only thing they need to know.
... means that they need to know about things like .... .

PM — What else?

MD — .., for example.

PM — Yes, and I think that the ... departments need
managers with this background, as well as the ...
department.

MD — Even the ... managers could benefit, too.

PM — Perhaps we should only appoint managers with
a Harvard ... !

7) Translate into English.

Kaxxnast opranusaimsi MOXeT ObITh MPECTaBIeHa KaKk TPEXypOB-
HEeBasi MUpaMuza. YPOBHU MUPAMUBI COOTBETCTBYIOT OCHOBHBIM
YPOBHSIM MEHE)KMEHTA: BBICIINA MEHEHKMEHT, MEHEIKMEHT
CpeJHEero 3BEHa M MCHEKMEHT MEepBOTO 3BeHA. Bricumime Mme-
HEJDKEPhl HAMpaBISIOT W KOHTPOIUPYIOT OOIIYI0 AEATEIBbHOCTDH
OpraHHU3alluK, OHU OTPENICIISIOT CTPATETHI0 U OCHOBHYIO MOJTUTHKY
bupmbl. MeHeDKephl CPEHEro 3B€Ha OCYIIECTBIISIIOT CTPATErHi0
U OCHOBHYIO TOJIMTHKY, CITyCKaeMbIe C BEPXHEro ypOBHs Opra-
HU3aMU. MeHeKephbl MEPBOro 3BEHA CIICAAT 3a JCATeIbHOCTHIO
HEYTPABJICHUECKUX CIY)KAIUX U PEIIAlOT MOBCEIHEBHbIC MpoOIie-
Mbl. HeynpaBneH4yeckne paOOTHUKH TPEICTABISIFOT OCHOBHYIO pa-
00YyI0 CHUITYy OpraHHU3aIlHH.

8) Speak about the levels of management.

VIIL. 1) Read the text “Management Skills” and write
down ten key words or word combinations.

Management Skills

Effectiveness of a manager's activity depends on certain
important skills. These skills can be divided into seven different
categories: conceptual, decision making, analytic, administrative,
communicational, interpersonal and technical.

A conceptual skill is the ability of a manager to see the
"general picture" of an organization. Managers must understand
how their duties and the duties of other managers fit together to
plan their activity in a proper way and get the required results. This
skill is very important for top managers because it helps them plan
"super goal" and develop proper strategies for the whole
organization.

A decision making skill is the ability of a manager to choose
the best course of actions of two or more alternatives. A manager
must decide the following:

e  What objectives and goals must be reached?

e  What strategy must be implemented?

e What resources must be used and how they must be
distributed?

e  What kind of control is needed?

An analytic skill is the ability to determine the most important
problem of many other problems and identify the causes of each
problem before implementing a proper action plan. This ability is
important for top managers because they have to solve complex
problems.

An administrative skill is the ability of a manager to keep to
the organizational rules specified for the production process and
coordinate the flow of information and paper work in his group
and in other groups.
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A communicational skill is the ability of manager to share his
ideas and opinions with other people both orally and in writing.
This skill is a decisive factor of a manager's success. Some
investigations show that top managers and middle managers spend
approximately 80% of their work time in communicating with
each other. Thus, a communication skill enables managers to hold
meetings, write clear letters and notes, make reports, etc.

An interpersonal skill (psychological skill) is the ability to
deal effectively with other people both inside and outside the
organization. It is the ability to understand the needs and motives
of other people. This skill is very important for a good
psychological atmosphere for successful activity in the common
work in future.

A technical skill is a specific competence to accomplish a task.
The lower is a manager's level in the organization, the closer is his
connection with the production process. Thus first-line managers
have the closest connection with the production process. They
need high technical skills to provide technical guidance for the
subordinates. Top managers don't need these skills as much as
first-line managers but the knowledge of the technical sphere is
useful for all the managers.

Management Skills Pyramid

Success

Improve Self

Management | Management

Training &
Coaching

Plan Organize ‘ Direct Control
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Develop Staff

Mativation Invalvernent

Getlt Done

2) Match the following English business terms

with their Russian equivalents.

1. skill a) cdepa

2. activity b) macrepcTBO

3. decision C) JNIesATeNbHOCTh
4. ability d) pemenue

5. duty €) CnocoOHOCTh
6. super goal f) obs3aHHOCTB
7. alternative g) CBepXIelb

8. action plan h) ampTepHaTmBa
9. budget 1) TuiaH neicTBuid
10. paper work j) Oromxer, cMeTa
11. success k) Oymaxnas padora
12. note 1) ycmex

13. report m) 3amuckKa

14. motive n) OTYET, JOKJIaj]
15. relation 0) CTHUMYI

16. support p) OTHOIIICHHE
17. development q) ToAJep:KKa
18. competence r) pa3BUTHE

19. task S) KOMIETEHIUS
20. guidance t) 3anmaya, 3a1aHue
21. subordinate Uu) PYKOBOJICTBO
22. sphere V) TOAYMHECHHBIN

3) Fill in each blank with a suitable word

1.
categories:
interpersonal and ... .

2. ... is the ability of a manager to see the "general picture"

Management skills can be divided into
.., analytic, administrative, ...,

of an organization.

conceptual,

or word combination.

different
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3. Managers ... how their duties and the duties of other
managers fit together to plan their activity in a proper way and
get....

4. ... is the ability of a manager to choose the best course
of actions of two or more alternatives.

5. An analytic skill is important for ... because they have to
solve complex problems.

6. ... skill is the ability of a manager to keep to
the organizational rules.

7. Some investigations show that ... and ... spend
approximately ... of their work time in communicating with
each other.

8. ... is very important for a good psychological atmosphere
for successful activity in the common work in future.

9. ... 1s a specific competence to accomplish a task.

10. Top managers don't need ... as much as first-line managers
but the knowledge of the technical sphere is ... for all
the managers.

4) Agree or disagree with the statements.

I quite agree with you You are not right
You are right I'm afraid you are mistaken
That's quite true I don't think so

1. Effectiveness of a manager's activity depends on two
different categories.

2. A conceptual skill is the ability of a manager to choose the
best course of actions of two or more alternatives.

3. A conceptual skill is very important for top managers
because it helps them plan "super goals".

4. A communicational skill is the ability to understand
the needs and motives of other people.
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5. An interpersonal skill is the ability to deal effectively with
other people.

6. A technical skill is a specific competence to accomplish a task.

7. Top managers need technical skill more than first-line
managers.

8. The knowledge of the technical sphere is useful for all
the managers.

5) Answer the questions.

1. What is a conceptual skill?

2. Who has the ability to choose the best course of actions
of two or more alternatives?

3. What is an analytic skill?

4. Is the ability of a manager to share his ideas and opinions
with other people a technical skill?

5. What is a psychological skill?

6) Translate into English.

KonnenrtyansHOe MacTepcTBO — 3TO CIIOCOOHOCTh MEHEIKepa
MPE/ICTABIIATh «OOIIYI0 KapTHHY» opranu3anun. OHO MMeeT OYCHb
0O0JIBIIIOE 3HAYCHUE /IS BHICIIUX MEHEKEPOB, TaK KaK MIOMOTAeT
TUTAHUPOBaTh M pa3pabaThiBaTh CTPATETUH IS OpPTaHU3aIUH
B I1eJIOM. MEHEDKEepPhI JIOJDKHBI IMOHUMAaTh, KaK MX OO0S3aHHOCTH
COTJIACYIOTCSL C OOSI3aHHOCTSIMH JIPYTUX MEHEIKEPOB. AHAJIUTH-
9YeCKOe MAacTepPCTBO OCOOCHHO Ba)KHO JIJISI BBICIINX MEHEIKEPOB,
MOTOMY YTO OHH JIOJKHBI PElIaTh CIOKHBIC MPOOJIEMBL. AIMHHU-
CTPAaTHBHOE MacTEPCTBO OTPAKAET CIIOCOOHOCTH MEHEKEPa HCIIOI-
HSTh OpPraHM3AlMOHHBIC TMPaBHJIA, MPEANUCAHHBIC IS Tpoliecca
MPOU3BOJCTBA. MacTepcTBO YeNOBEYECKHMX OTHOUICHUH HMeEeT
OO0JIBIIIOE 3HAYCHHE JUISI XOPOILIEH MCHUXOJOTHUECKOW aTMOC(eph
B OpraHU3aIuy.

7) Discuss with your partners the management skills.
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HOW DO YOU RATE AS A MANAGER?
TEST YOURSELVES

L
&

1. Are you a self starter?

a. [ only make an effort when I want to.

b. If someone explains what to do, then I can continue
from there.

c. I make my own decisions. I don't need anyone to tell me
what to do.

2. How do you get on with other people?

a. [ get on with almost everybody.

b. [ have my own friends and I don't really need anyone else.
c. I don't really feel at home with other people.

3. Can you lead and motivate others?

a. Once something is moving I’ll join in.

b. I am good at giving orders when I know what to do.

c. I can persuade most people to follow me when I start
something.

4. Can you take responsibility?

a. [ like to take charge and to obtain results.

b. I’ll take charge if I have to but I prefer someone else to be
responsible.

c. Someone always wants to be the leader and I’'m happy to let
them do the job.

5. Are you a good organizer?

a. [ tend to get confused when unexpected problems arise.
b. I like to plan exactly what I’m going to do.

c. I just like to let things happen.
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6. How good a worker are you?

a. ’'m willing to work hard for something I really want.

b. I find my home environment more stimulating than work.

c. Regular work suits me but I don't like it to interfere with
my private life.

7. Can you make decisions?

a. | am quite happy to execute other people's decisions.

b.1 often make very quick decisions which usually work
but sometimes don't.

c. Before making a decision, I need time to think it over.

8. Do you enjoy taking risks?

a. [ always evaluate the exact dangers of any situation.
b. I like the excitement of taking big risks.

c. For me safety is the most important thing.

9. Can you stay the course?

a. The biggest challenge for me is getting a project started.

b. If I decide to do something, nothing will stop me.

c. If something doesn't go right first time, I tend to lose interest.

10. Are you motivated by money?

a. For me, job satisfaction cannot be measured in money terms.

b. Although money is important to me, I value other things just
as much.

c. Making money is my main motivation.

11. How do you react to criticism?

a. I dislike any form of criticism.

b. If people criticise me I always listen and may or may not
reject what they have to say.

c. When people criticise me there is usually some truth in what
they say.
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12. Can people believe what you say?

a. I try to be honest, but it is sometimes difficult or too
complicated to explain things to other people.

b. I don't say things I don't mean.

c. When I think I’m right, I don't care what anyone else thinks.

13. Do you delegate?

a. I prefer to delegate what I consider to be the least important
tasks.

b. When I have a job to do I like to do everything myself.

c. Delegating is an important part of any job.

14. Can you cope with stress?

a. Stress is something I can live with.

b. Stress can be a stimulating element in a business.
c. I try to avoid situations which lead to stress.

15. How do you view your chances of success?

a. I believe that my success will depend to a large degree on
factors outside my control.

b. I know that everything depends on me and my abilities.

c. It is difficult to foresee what will happen in the future.

16. If the business was not making a profit five years, what
would you do?

a. give up easily.

b. give up reluctantly.

C. carry on.

Key to the questionnaire:
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l.a=0 b=2 c=4 5.a=2 b=4 ¢=0
2.a=4 b=2 c¢=0 6.a=4 b=0 c=2
3.a=0 b=2 c=4 7.a=0 b=4 c¢=2
4.,a=4 b=2 c¢c=0 8.a=2 b=4 ¢=0

9.a=2 b=4 c¢=0 13.a=2 b=0 c=4
10.,.a=0 b=2 c=4 14.a=2 b=4 ¢c=0
11.a=0 b=4 c¢c=2 15.a=0 b=4 c¢=2
12.a=2 b=4 ¢=0 16.a=4 b=2 c¢c=0

44 or above. You definitely have the necessary qualities
to become the director of a successful business. You have a strong
sense of leadership, you can both organise and motivate and you
know exactly where you and your team are going.

Between 44 and 22. You may need to think more carefully
before setting up your own business. Although you do have some
of the essential skills for running business, you will, probably,
not be able to deal with the pressures and strains that are a part
of the job. You should consider taking some professional training.

Below 22. Managing your own business is not for you. You are
better suited to an environment where you are not responsible for
making decisions and taking risks. To operate successfully you
need to follow well defined instructions and you prefer work that
is both regular and predictable.
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PE®EPUPOBAHUE U AHHOTUPOBAHMUE
CTATHHU 110 CIIEHUAJIBHOCTHU

Pedepart (abstract, summary, precis) u anHoTanus (annotation) —
KITIO4YeBbIe (OpPMBI, 0OecreunBaronIie OBICTPBIi OOMEH Hay4YHO-
TeXHU4ecKoi nHpopmaryeil. IMEeHHO OHU CYIIECTBEHHO COKpAILaloT
BpEMsi, 3aTpaylBacMOe CIEIUAINCTaMU Ha 00pabOTKy HH(POPMAIIH.

PedepupoBanue npencraBisier coOOH KOHCHEKTUBHOE H3JI0XKe-
HHE CYIICCTBEHHBIX IOJOKEHUI TeKcTa opuruHana. Pedepar pac-
KpbIBAE€T OCHOBHBIE IOJIOKEHHSI CTaTbU, COOOIIAET, K KaKUM KOH-
KPETHBIM BBIBOJIAM TNPHUXOIUT aBTOp. st MOATOTOBKM pedepaTa
HEoOXoauMO: 1) XOpoIIo 3HaTh coepKaHue paboThl; 2) COCTaBUThH
OTIpe/IeIECHHOE MHEHUE O MPOYUTAaHHOM; 3) BbIpabOTaTh COOTBET-
cTByIoLME (opMbI HM3NN0XKEHUS; 4) COOMOIaTh MPUHATYIO TEPMUHO-
JIOTHUIO; 5) TOYHO MepeaaTh BbIBOABI aBTOPa; 6) IKOHOMHO HCIIOJb-
30BaTh A3bIKOBOI MaTepual; 7) SCHO U3araTh Co/iepKaHue BOMpOca.

[Ipn Hanucanum pedepara ynoTpeOsiiTe cieayrolue cioBa-
cBs3kH (guide words) 75 U3T0XKEHHS] CBOUX HJICH:

However Oonaxko
Finall
In concluiion B saxniouenue
Moreover Ceepx mozo; kpome mozo
Still Bce srce; mem ne menee
Speaking of Tosops o
Therefore Hoymomy; cneoosamenvno

As Tax Kax; no mepe moz2o Kax
As for Umo kacaemca
As well A maxice
Although
But Oonako; éce rice; xoms
Yet
Because of H3-3a; ecneocmeue
In general
Altogether B oowem
Overall
Furthermore Kpome mozo
In addition to B oononnenue k
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Iliian pedpepupoBanms TeKCTA (CTATHH)

[Inan coctout u3 5 00s3aTENBHBIX ITYHKTOB, K&KABIM U3 KOTOPBIX
CHA0XEH PsIIOM YCTOMYMBBIX KOHCTPYKIIMH M BBIpAKEHUH, HE00XO-
JMMBIX TIPH KPAaTKOM Iepeckase (peeprpoBaHum) TEKCTa (CTaThy).

1. 3azonoeox mexcma (cmamwvu) (the head-line of the text
(article)).

The text (article) is head-lined ... — Tekct (cTaThs) o3ariaB-
neH(a) ...

The head-line of the text (article) under discussion is ... —
3aroyioBOK 00CYyKIaeMOro TEKCTa (CTaThH) ...

2. Aesmop mexcma (cmamuwu) (The author of the text (article)).

The author of the text (article) is ... — ABTOpoM TeKcTa SBISETCS ...

The text (article) is written by ... — Texct Hanucan (TEM-TO) ...

3. I'naénasa uoes mexcma (cmamou) (The main idea of the
text (article)).

The main idea of the text (article) is ... — ['maBHOIl uneeit
TEKCTa SIBJSIETCS ...

The text (article) is about ... — TexcT paccka3biBaer o ...

The text (article) deals with ... — B Tekcre paccmaTtpuBaetcs
BOIIPOC O ...

The purpose of the text (article) is to give the reader some
information on ... — Ilenb TekcTa — IaTh YUTATENIO HEKOTOPYIO

nH(popMaImio o ...

4. Cooeprcanue mexcma (cmamwou) (The contents of the text
(article)).

According to the text (article) ... — B cOOTBeTCTBHYU C TEKCTOM ...
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The author writes (states, thinks) that ... — ABTop mnumer
(yTBEpKI1aeT, Tymaer), uto ...

Further the author says that ... — B nanbHeiiem aBrop nuier, 4to ...

In conclusion ... — B 3akirouenue ...

The author comes to the conclusion that ...— ABTop memaet
BBIBOJI, 4TO ...

5. Bawe mHeHue omHOCUMENIbHO NPOYUMAHHO20 MEKCMA
(cmamou) (Your opinion of the text (article)).

I found the text (article) interesting (important, dull, too hard
to understand)... — [To-MoeMy, TEKCT (CTaThsl) HHTEPECEH / HHTEPEC-
Ha (Ba)XCH/BaXkKHA, CKy4YeH / CKy4YHa, CIMIIKOM CJOXEH / CIOXKHA
JUTSl TOHUMAHHUS) ...

AHHOTHpOBaHME

Jis Toro 4YToOBl HamMcaTh AHHOTAIMIO TEKCTa (CTaTbu),
WCIIOJIB3YUTE CIIEYIONTNE BIPAKECHUS :

The text (article) is concerned with ...

This text (article) deals with ...

Mention was made of the new achievements in the field of ...

Special emphasis is laid on ...

Particular attention is given to ...

It is known (thought) that ...

A new method (approach) has been proposed ...

The text (article) is of primary interest (importance, value) for...

Samples of summary and annotation
A. Samples of annotations
1. Business Reporting in Great Britain

The article deals with business reporting requirements in the
United Kingdom. In most developed countries financial reporting
plays a crucial role. As there are differences in countries'
economies, respectively there are differences in requirements for
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financial reporting. The UK reporting requirements are less
restrictive, more limited in number and generally more easily
defined as those in Russia. In Great Britain relevant business
legislation varies according to the size and nature of the business
as well as on its activities. In general, sole traders and partnerships
are less regulated than companies and firms that are Value Added
Tax registered. The need for comprehensive detailing of accounts
and audits, and the requirements for submitting elaborate tax
returns are far greater for larger organizations with higher
turnovers than for small businesses.

2. Enterprises with Foreign Investments:
Founding, Accounting and Taxation

Founding of an enterprise with foreign investments stipulates
not only compulsory entering of foreign investment but also full
conformity to the legislation, which regulates conditions of
investment activities within the territory of Russia. Taking into
consideration the aforesaid, the following detailed information on
the foreign investment regime in our country, on the types of
foreign investments, on the procedure for their registration, as well
as on the accounting and tax accounting of the dues received from
a non-resident founder, is suggested to the readers.

B. Samples of Summaries

1. The text is headlined “Contracts”. The main idea of the text
is to give the reader general information about contracts.
According to the text 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. Therefore by law contracts are made in writing.
Further the author says that as a rule a contract contains a number
of clauses. Particular attention is given to such clauses as Subject
of the Contract, Price, Guarantee, Packing and Marking and
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Insurance of Goods. In conclusion the author writes about a Force
Majeure (Force Major) clause. I found the text interesting,
cognitive and important for future businessmen.

2. The head-line of the text under discussion is “Business
Talks”. The purpose of the text is to give the reader some
information on how to hold business talks. The author starts telling
the readers about one of the leading manufacturers of engines.
Furthermore he writes that the engines of this company are
reliable in operation and their customers are satisfied with their
modern design and capacity. Moreover the company delivers
engines to markets of Europe, to the North and South America.
Thus they do business with many foreign companies interested in
buying these engines. Particular attention is given to how to hold
business talks. As it is not polite to go straight to business it’s
better to start with some remarks about the weather or to ask the
partner about his trip, the hotel he stays in, etc. As well the
negotiating parties discuss prices and terms of payment and
delivery, packing and guarantee period. Finally when the
agreement is reached on the business matters discussed the date of
signing the contract is scheduled. The text is not hard to
understand and it is of primary interest for future economists.

N

TekcThl MO CIENMATBLHOCTH /IS MIEPeBo/a,
pedepupoBaHUs U AHHOTHPOBAHUS

Text 1.
Forms of agricultural production contracts

Agricultural production contracts take various forms,
depending upon the commodities to be produced, the economics
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of the transaction and local custom. The manner in which such
contracts are structured will affect the legal relationship between
producer and contractor.

Sales Contract — Production contracts may be structured
as sales contracts, especially those for typical crops. Such sale
contracts may be very similar to a standard forward contract
for the sale of crops. Under such contracts the producer owns
the crop to be produced and agrees to sell the crop on harvest
to the contractor. Such contracts will generally be subject
to the provisions of the Uniform Commercial Code (UCC) relating
to sales contracts. The UCC provides various remedies for sellers
of goods in the event a purchaser breaches the sales contract.

Personal Service Contract — A production contract may be
considered a personal service contract. Such contracts generally
provide that the producer is to provide services, rather than
commodities, to the contractor. Under such contracts, the producer
will not typically "own" any of the commodities which are
the subject of the contract. Rather, he will be providing services
and management to the contractor. The UCC provisions relating
to sales of commodities will not be applicable to a personal sales
contract.

Bailment — Some production contracts, especially those
involving seed and vegetables, may be bailments. A bailment
is the legal relationship which exists when someone else is
entrusted with the possession of property, but has no ownership
interest in it. A classic example of a bailment is a grain storage
contract. The elevator which stores a farmer's grain does not have
an ownership interest in the stored grain. Rather, it merely holds
the grain for the farmer. Crop production contracts which are
structured as bailments provide the contractor with additional
protection against the unauthorized distribution of seeds and crops
which may be the result of extensive genetic inputs by
the contractor. Under such contracts, the contractor retains full
ownership to the seed and crop to be produced.
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Text 2.
Agricultural advisory services
and the market infrastructure

Promoting market orientation in agricultural advisory services
aims to provide for the sustainable enhancement of the capabilities
of the rural poor to enable them to benefit from agricultural
markets and help them adapt to factors which impact upon these.

As a study by the Overseas Development Institute
demonstrates, a value chain approach to advisory services
indicates that the range of clients serviced should go beyond
farmers to include input providers, producers, producer
organisations and processors and traders.

Efficient marketing infrastructure such as wholesale, retail and
assembly markets and storage facilities is essential for cost-
effective marketing, to minimise post-harvest losses and to reduce
health risks. Markets play an important role in rural development,
income generation, food security, developing rural-market
linkages and gender issues.

Planners need to be aware of how to design markets that meet
a community's social and economic needs and how to choose
a suitable site for a new market. In many cases sites are chosen
that are inappropriate and result in under-use or even no use of
the infrastructure constructed.

It is also not sufficient just to build a market: attention needs
to be paid to how that market will be managed, operated and
maintained. In most cases, where market improvements were only
aimed at infrastructure upgrading and did not guarantee
maintenance and management, most failed within a few years.

Rural assembly markets are located in production areas and
primarily serve as places where farmers can meet with traders
to sell their products. These may be occasional (perhaps weekly)
markets, such as bazaars in India and Nepal, or permanent.
Terminal wholesale markets are located in major metropolitan

109

areas, where produce is finally channelled to consumers through
trade between wholesalers and retailers, caterers, etc.

The characteristics of wholesale markets have changed
considerably as retailing changes in response to urban growth,
the increasing role of supermarkets and increased consumer
spending capacity. These changes require responses in the way
in which traditional wholesale markets are organized and managed.

Retail marketing systems in western countries have broadly
evolved from traditional street markets through to the modern
hypermarket or out-of-town shopping centre.

Inside the market, both hygiene rules and revenue collection
activities have to be enforced. Of equal importance, however,
is the maintenance of order outside the market. Licensed traders
in a market will not be willing to cooperate in raising standards
if they face competition from unlicensed operators outside who
do not pay any of the costs involved in providing a proper service.

Text 3.
English business letters

Letter writing is an essential part of business communication. A
cheque, a contract or any other business paper sent by mail should
always be accompanied by a letter. The letter says what is being
sent, so that the recipient should know exactly what you intended
to send. It is a typical business letter called "routine".

A well arranged letter will make a better impression on the
reader, thus good letters make good business partners.

Nowadays more and more agreements are made in English, for
English is a universal business language. Joint ventures, bank
loans, and trademark licenses are frequently written in English.

There are three stages of transactions involving business
contracts: first — negotiation of terms, second — drafting
documents reflecting these terms and third — litigation (cmop) to
enforce or to avoid executing of these terms.
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Business letters may be divided into official and semi-official.
The first kind of letters is characteristic of those people working in
business: an executive, a department manager, a salesman, a
secretary or a specialist in business and technology. But also many
people may want to buy something, to accept an invitation or to
congratulate somebody — this is a kind of semi-official letters. The
first kind of letters may in turn be subdivided into such groups as:
inquiries, offers, orders, and so on.

Text 4.
Agricultural finance and investment

Increasing finance and investment to rural areas is a vital part
of addressing food security and poverty reduction. Rural
finance encompasses the range of financial services offered and
used in rural areas by people of all income levels. It
includes agricultural finance, which is dedicated to financing
agricultural related activities such as input supply, production,
distribution, wholesale, processing and marketing. Agricultural
value chain finance takes account of those inter-linked processes
from farm to consumer and uses them to increase efficiency and
lower risk in lending. Finally, microfinance provides financial
services for poor and low income people by offering smaller loans
and savings services, while accepting a wider variety of assets as
collateral.

A number of factors continue to thwart the development of
vibrant financial markets in the rural areas of most countries. The
higher transaction costs associated with dispersed populations and
inadequate infrastructure, along with the particular needs and
higher risk factors inherent in agriculture result in an under-
provision of financial services in rural areas. Further, where
services are available, products are often designed without
consideration for the needs and capacities of rural households and
agricultural producers. The inability of households and enterprises
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to access capital on competitive terms to undertake profitable
investments, or take advantage of market opportunities, means that
incomes and growth are lower than they need be. Without
financial products and services to insure against risk, rural
households and enterprises may even retreat from profitable
projects for which they have adequate liquidity. The absence
of competitive savings instruments and other financial services
in rural areas leads to less productive forms of savings that cut
further into households' scarce liquidity and dampen local growth
prospects.

Expansion of rural financial services can create a win-win
scenario that will promote growth while also helping reduce
poverty. Given the high proportion of poor populations that live
in rural areas, the growing income inequality between urban and
rural markets, and concerns for food security and population
vulnerability in rural communities, many development agencies
are returning their attention to rural financial deepening as part of
a strategy to stimulate rural private sector development.
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Hpe,HJ'IO)KeHHLIC TEMBI HOCAT pCKOMeH,Z[aTCHBHLIﬁ XapaKTep

PEKOMEHJALIMH 11O BBIITIOJIHEHUIO U MOTYT OBITh U3MEHEHBI WM JOIMOJIHEHBI 110 YCMOTPEHUIO CTY-
YIIPABJISIEMOUN CAMOCTOSTEJBHOU PABOTbBI JICHTa U / WK TIpenoaaBaTes.
CTYJAEHTOB (YCPC)

IlepeyeHb HHTEPHET CATOB, peKOMEHAYeMbIX

TEMBbI YCPC: npu noaroroske k YCPC

1) UndopmanvonHslii mouck (MHOsI3bIYHAS Oa3a naHHBIX, HHTEp- .
HET-pecypChi) 1. CaMOKOHTPOJIb ¥ NPOBEPKa YPOBHS 3HAHMIA:
' http://moodle.batu/.

2) CtyneHueckas HayYyHO-IIpaKTHYeCKash KOH(MEPEHIIUS: TOKJIa IbI,
) C1yn Y P (bepers: 1 & 2. DHIUKJIOMEINN:

co00IeHNA. http://www.wikipedia.org/ (aHTTTHIACKHI S3BIK);
http://www .britanica.org/.

YCPC Nel 3. O0yuarommue TeCThI:
Iloozomosbme 00K1A0 HA OOHY U3 MeM. htp:// www.engllshclub;net. .
1. Economics as a social science. 4. UndopmanoHHble CAUTHI VIS CAMOCTOAITEIbHOI PadoTHI,
2. The first economists caMO0OpAOBAHIIsI:

) o http://www.belarus.by/en/;
3. Modern economists. P Y

http://www .belta.by/econom.nsf;
http://www.eurobelarus.info;
http://www.government.by;
http://www.euronews.net;

YCPC Ne2 http://www.news.bbc.co.uk;
http://www.dailyesl.com; http://www.ezslang.com/.

4. Agricultural economics.
5. How to become an agricultural economist.

Iloozomosbme pegepam-nepeood, MynbMUMeOUliHbll NPOeKm
no credyrowum memam:
How to draw up contracts in Great Britain / Belarus.
Types of agricultural contracts.
Types of business correspondence.
How to answer business letters.
Business letters etiquette.
Agricultural marketing in Belarus.
SWOT analysis in agriculture.
Farm management and crop production in Belarus.
Types of agricultural management.
How to become an agricultural manager.
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