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HPEAUCJIOBUE

[enp yueOHO-METOIMYECKOTO MOcoOus — cHOpMUPOBATH NEPBUYHBIC 3HAHUS,
YMEHUSI U HaBBIKM, HEOOXOAUMBIE Jisi MPOdEeCCUOHANBHOW U JeIOBOM KOMMYHHUKa-
MW Ha aHTJUMHCKOM SI3BIKE; JUHIBUCTUYECKUE, COUUOIUHIBUCTHYECKNE, COLIMOKYIIb-
TYpHBIE, TUCKYPCUBHBIE KOMIIETCHIINU; KOTHUTUBHBIC U UCCIEAOBATEILCKUE YMECHUS
C IPUMEHEHHUEM JICKCUKOTPa(PHIECKUX CIIOBAPEH M aHTIIOSI3BIYHBIX PECYPCOB.

JlanHO€ y4eOHO-METOINYECKOE MOCOOHE COACPKUT KOPITYC TEPMHHOB U 3aja-
HHSl TIPAKTUYECKOTO XapaKTepa, HAIMPAaBJICHHBICE HA Pa3BUTHE TEPMHUHOJIOTHYECKOU
JIEKCUKH TI0 YKOHOMHUKE, MAPKETUHTY U MEHEKMEHTY, TPaMMaTUYECKHX, JIEKCUYE-
CKHX U MEPEBOIYECKUX HABBIKOB M YMEHMH, a TaK)K€ YTCHUS] U IOHUMAaHUS TEKCTOB
B KOHTEKCTE MEXIyHapOJHOTO OHU3HECa.

Conepxanue yueOHOTO mMaTepuaia pacCUMTaHO Ha CpeHEE BIAJCHUE aHTJIMMA-
ckuM s3bIkoM (ypoBHU B1-B2 mo O6GmieeBporneiickoil KilacCU(PUKALUA) U COOTBET-
CTBYET aKTyaJIbHbIM TpeOOBaHUAM (PeiepalibHOTO TOCYAapCTBEHHOIO0 00pa3oBaTelb-
HOT'O CTaH/IapTa BBICILIETO OOPa30BaHUSI.

[TocoOue cocTaBiieHO B COOTBETCTBHHM C LIETSIMU U 3aJladyaMu pabouelt nmporpam-
MBI JUCHUTIIMHBI «HOCTpaHHBIN S3b1K», oTBevarorieit TpedoBanusiM ®I'OC k dop-
MHUPOBAHUIO YHUBEPCAIbHOU KoMmmeTeHIIMN Y K-4 Ha pyCCKOM U aHTJIMICKOM SI3bIKaX,
Y MpeIHa3HAuYCHO i1 OOy4YeHUs B MEPBOM U BTOpPOM ceMecTpax (40 dacoB ayauTop-
HBIX 3aHATHI) 1JI CTYAECHTOB OYHOU (hOpMBbI OOyUEHHUS.

Crpyktypa y4eOHO-METOJUYECKOTO MOCOOMSI OTpa’kaeT OCHOBHbBIC TeMaTH4e-
CKME HAIPaBJICHUSI S)KOHOMHUKH U MEHEKMEHTa U cOCTOUT u3 10 tem. [IpakTuueckoe
3aHATHE MO KaXJOW TEME pacCUyMTaHO Ha 4 akaJeMHUYECKHUX 4Yaca U CaMOCTOSITEIb-
HYI0 BHEAYJUTOPHYIO pabOTy CTyJeHTOB. B mocoOuu mpeacTaBieHbl TEMATUUECKHE
TEKCTBI: «AKIITMOHEpHBIE oO0mecTBa», «CoBMecTHOEe mpeanpusatue», «llpunsrue
YIpaBIE€HYECKUX pelieHui», « TpaHcHaIMoHaNbHbBIE KOopropanuny, «Co3laHue Ko-
onepaTuBa», «MapKEeTHHT TOPTOBBIX UEHTPOBY», « DpaHUal3uHI» U JIp.

Bri0op TEKCTOB MPOJIUKTOBAH aKTYaJlbHOCTBIO TEM JJI MPOPECCUOHATILHON Je-
ATEJIILHOCTH, aKaJIEMUYECKUMU MTOTPEOHOCTSIMU CTYJEHTOB U UX TEPMHUHOJIOTMYECKON
HaroJHEHHOCThI0. [lociie KaXaoro Tekcra MpeiararoTcs 3aJlaHusl Ha JIeTabHBIM
pa3z0op nekcuku. [lomeMuyecku MOCTPOCHHBIE TEKCTHI AUATOTUYECKON (HOPMBI pedn
B PA3IUYHBIX CUTYAIMIX JIEJIOBOTO OOIICHHS JTOMOJHSIIOT MOHOJIOTUYECKHUE TEKCTHI.

YcBoeHne 00BEeMHOT0 3amaca TePMUHOB U TEPMHUHOJIOTHYECKHIX CIIOBOCOYETAHUIN
[0 SKOHOMHMKE M MEHEIKMEHTY NpEIIaraeTcsi MOCPEACTBOM COUYETAHUS Pa3IMYHbBIX
BUJIOB JIEATEILHOCTH 1 O0jee A (PEeKTUBHON M MPOIYKTUBHOM MOJa4Yu MaTepHaia.
C uenplo 3aKperuieHus aKTyalibHasi TPoPEeCcCHOHATBHO-OPUSHTUPOBAHHAS JIKCUKA T10-
BTOPSIETCS HA MPOTSHKEHUH M3YYECHHS BCETO TEMATHYECKOTO COMIEPYKAHUS TTOCOOUSI.



B nmocoGuu npencraBneHsl 3aaHusl HA COCTABICHNUE TEPMUHOJIOTHUYECKUX KOJI-
JIOKALIW; ONPEEIEHNE COOTBETCTBUI; 3al0JIHEHUE MPOITYCKOB C YYETOM KOHTEKCTa
C BBIOOPOM CJIOB U3 MPEJIOKEHHOTO CIUCKa U 0€3 U3MEHEHHs UX (POPMBI; 3aI0JIHE-
HUE TPOIMYCKOB B CBA3HOM TEKCTE C YYETOM KOHTEKCTa 0e3 MPe/I0KEHHOTO CIUCKA
CJIOB; 3aJjaHUs Ha IIEPEBOJ NPEMIOKEHUN C AKTUBHOU JIEKCHKOM C PYCCKOTO SA3bIKa
HA aHTJIMMCKUMU.

Tumnb! 3a1annii Ha MOHUMAaHKE MPOYUTAHHOTO I OTPAOOTKH HAaBBIKOB M3y4alo-
IIETO0 ¥ TOMCKOBOTO YTEHHs BKIIOYAIOT B ce0sl HAXOXKICHHE KOHKPETHOM HH(popMa-
IIUU, U3BJICUCHUE (PAKTUUECKHUX JaHHBIX, TOUCK B TEKCTE OTBETOB HA BOIIPOCHI; MOCIIE-
JOBATENBbHOE PACIOJIOKEHUE OTIEIBHO B3ATHIX NMPEJIOKEHUN B CBSI3HBIM TEKCT, 3a-
MOJIHEHHE MPOIYCKOB HEJAOCTAIOIINMHU CIIOBAMH U P.

B 3aBepiuienne n3ydeHust TEMaTUYECKOTO OJI0Ka MpeIaraeTcsl 3aKpernuTh Mpoii-
JICHHBI MaTepuas BBIIOJHEHUEM HTOTOBOIO TECTOBOIO 3aJaHUs C BBIOOPOM He-
CKoJIbKUX BapuaHToB oTBeTa ([Ipunoxenue 1). TecToBoe 3a1aHe O3BOJISIET MTPOBE-
PUTH 3HAHUS [0 KOHKPETHBIM TeMaM WM MO BCEMY MPO(PECCHOHAIBHO-IEIOBOMY
0J10Ky 00pa30BaTeIbLHON MPOrpaMMbI IO UHOCTPAHHOMY SI3BIKY.

OcBoeHne yueOHO-COIEPKATEIBLHOIO MaTepHaia nocoOus MO3BOJIUT OBIIAJETh
3HAUYUTETHLHBIM KOPITYCOM JIEKCUKH Ha OCHOBE JIBYSI3BIYHOTO MPO(HECCUOHATBLHOTO Te-
3aypyca, pa3BUTh HAaBBIKM UYTCHUS U TNEPEBOJA, CTPYKTYPUPOBAHUS BBICKa3bIBAHUS,
Morcka HeoOXoauMon HHGOPMAIIUK, TOATOTOBUTHCS K YYACTHUIO B IUCKYCCUSIX U BbI-
CTYIUICHUSIM C MyOJIMYHOM peublo Ha aHTJIMMCKOM si3bike. [Ipunokenue 2 conepx ut
PEKOMEHJAUK JJI CO3/1aHns y4eOHOM MPEe3EeHTAllMU U PEUYEBbIE KIIUILIE.

CocraButenb-pa3zpaboTYuK MOCOOUs BhIpakaeT 0JaroJapHOCTh aBTOpaM OpPUTH-
HaJbHBIX TEKCTOB, UCIIOJIb30BAHHBIX B TAHHOM TTOCOOMH.



Unit1
CHANGES IN THE OFFICE

‘The type of work and activities of office workers have not changed much
In the past 20 years.” Do you agree with this statement? Give reasons for your an-
swer.

As most managers know, it is not always easy to persuade staff to use new ma-
chines, or to accept changes in their working conditions. The management may truly
believe that the machines or changes are for the good of their employees. The em-
ployees, however, often think differently.

Here is an example to illustrate the point. This story is about a large insurance
company in Europe. Its head office is situated in a major city. About five years ago,
the company had a problem. The amount of paperwork in the office was increasing
and the clerical workers were having trouble dealing with it. Unfortunately, the com-
pany could not employ more workers because office space was limited.

To solve the problem, the management decided to change the location of their
head office by moving to a town about 50 kilometres away. They also had another
reason for wanting to move: the company was losing 16 % of working hours because
staff were arriving late to work. They were often delayed by the unreliable transport
system in the city.

While the management were planning the move, they held frequent talks with
trade union representatives and junior managers in the company. In addition, they
promise that the employees would keep their jobs after the move.

In fact, the planned move did not take place. Instead, the management decided
to improve productivity by various means. First, over a period of two years, they in-
troduced word processors into the office. These are, essentially, highly developed
electronic typewriters. They save the time of secretaries and typists, and make them
more productive.

The company made two other changes. It divided the clerical workers into word-
processor operators and ordinary clerks. And, to reduce the number of lost working
hours, it introduced ‘flexitime’. Staff were allowed to vary the times they arrived
at their office, and left it. However, the time they actually spent at their desks was au-
tomatically recorded.

The effect of the changes on the office supervisors and clerks was surprising.
The supervisors who were not in charge of word-processor operators felt that their
jobs were less important. They also believed that automatic recording of attendance
reduced their authority. Before, it was they who controlled employees’ attendance.

The employees were not happy either. They thought that the management had in-
troduced word processors to ‘squeeze’ more work out of them. They particularly dis-
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liked the flexitime system. The company had tried to sell it to them as an employee
benefit, but the staff preferred the old way of controlling attendance. Supervisors had
always been ‘reasonable’ if someone wanted to arrive at work late, or leave early.

I. Which verb goes with which noun?

1. to solve the time

2. 1o lose the location
3. to improve the authority
4. to vary the times

5. to introduce the problem
6. to reduce jobs

7. to squeeze productivity
8. to save processors
9. to change talks

10. to hold groups

11. to divide into changes

12. to keep hours

13. to accept workers

14. to persuade staff

15. to employ work

I1. Match the words to the meanings.
1. a person who has a low position in the management of a
company;
2. the power to control and give orders to the office workers;
3. someone who is in charge of a group of workers or a par-
ticular area of work;
4. the people who work for an organization or business;
5. a system in which employees can start and finish work at
different times;
6. the people who are in charge of a particular company at
different levels;
7. a person who works for somebody or for a company in re-
turn of wages;
8. a person or company that employs people;
9. an organized association of employees engaged in a partic-
ular type of work;
10. someone who works in an office helping to organize
work.

a) staff;

b) junior manager;
c) flexitime;

d) employer;

e) trade union;

) employee;

g) authority;

h) supervisor;

1) management;

J) secretary.



I11. Complete the sentences using the words in italics: attendance, authority,
flexitime, insurance, management, employees, employers, staff, supervisors, trade un-
ions.

1. You must notify your company immediately of any damage or loss
that has occurred.

2. His policy was super popular with his employees and was also
a great recruiting tactic for him.

3. at the meeting is mandatory.

4. Business improved under the of new owners.

5. It is also possible that poor relations between and employees
are a result of the being treated badly themselves by their superiors.

6. The miners’ eventual defeat helped break the power of Britain’s
and hasten the end of the mining industry and the communities that relied on it.

7. The company has a of over 500 employees.

8. We are concerned about the physical and psychological well-being
ofour .

9. The gap in employees’ trust in their Is a matter of workplace cul-
ture.

10. The company had the owner's to contract on his behalf.

IV. Translate the sentences from Russian into English.

1. CoTpyaHUMKM KOMITAaHMM YacTO 3aJEP>KUBAIOTCA W3-32 HEHAJEC)KHOW TpaHC-
IIOPTHOW CUCTEMBI B TOPOJIE.

2. BpeMms, KkoTopoe COTpyAHUK KOMIIAHUHU MPOBOJUT 32 paOOYUM MECTOM, aBTO-
MaTHUYECKU 3aMUChIBACTCS.

3. @upma mIaHUpPYyeT nepeesy.

4. 51 paboTtaro B KpYIHOU CTPAxOBON KOMITAHUH.

5. lltaTHbIC COTPYAHUKHA TOJB3YIOTCS HOBBIMH MAallMHAMHU (TEXHUYCCKUMU
CpeICTBaMH) U MPUHUMAIOT U3MEHEHHUS B pa00OUNX YCITOBUSX.

6. PykoB0o/ICTBO KOMIIaHUU BEIET MEPETOBOPHI C MPEACTABUTENSIMU MPO(COI030B.

7. KoMranus yctaHoBuIa THOKUIA rpaduK pabOTHI.

8. Opranu3zarus Tepser 0kojo 35 % padodero BpeMeHHU.

9. CynepBU30pbl KOHTPOJIHMPYIOT MOCEIIAEMOCTh COTPYIHUKOB.

10. O6bem T0KyMEeHTOO00pOTa B O(prce yBEIUIMBACTCS.

V. A book-selling business.

Read the dialogue and complete the sentences using information from it.

In this dialogue, the manager of a computer company, Peter Perkins, is talking
to the owner of a book-selling business, Yvonne Keller.
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https://dictionary.cambridge.org/dictionary/english/notify
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https://dictionary.cambridge.org/dictionary/english/our
https://dictionary.cambridge.org/dictionary/english/company
https://dictionary.cambridge.org/dictionary/english/contract
https://dictionary.cambridge.org/dictionary/english/behalf

Perkins: Before | talk about my company, Mrs Keller, 1’d like to know more
about your business.

Keller: Yes, of course. But, quite honestly, | don’t think you’ll be able to help
us much.

Perkins: Oh, we’ll see about that, shall we?

Keller: 1’d better explain one thing to you, Mr Perkins. It’s my partner, Jim Da-
vis, who’s really interested in computers — he seems to think they’ll solve all our

problems.

Perkins: | see.

Keller: Jim mentioned your company to me. He said it was very go-ahead, very
dynamic.

Perkins: That was nice of him.

Keller: And he asked me to talk to you. So, | called your secretary and arranged
this meeting.

Perkins: Thank you for putting me in the picture, Mrs Keller. Now, about your
firm?

Keller: Right. As you may know, we started up in 1950, and we’ve grown rap-
idly ever since. We now supply books to over 500 shops.

Perkins: Mmm.

Keller: We distribute all over the country, as well as to 15 of our own
bookshops. We’re wholesalers and retailers

Perkins: You’re not exactly small, are you?

Keller: No. Our turnover’s over £5 million. We’re a complex organization.
Do you know, we’ve got over 40,000 titles in our catalogue? We’re adding new ones
every month.

Perkins: Your firm’s expanding fast. | suppose stock control is a big problem

Keller: Yes, it is. We never seem to know what we’ve got in warehouse these
days. We’re always running out of stock when a book sells well.

Perkins: That’s annoying — and expensive!

Keller: Yes. When it happens, someone usually jumps into a vas and races over
to the publishing company for new supplies.

Perkins: We could do something about that, you know.

Keller: What? Improve our stock control?

Perkins: Certainly. If you install one of our computers, you’ll know exactly
how much stock you’ve got.

Keller: Really?

Perkins: Yes, you’ll press one or two buttons and look at a screen. Then, you’ll
see the title of the book and the quantity in stock.

Keller: That would be useful.



Perkins: We could do better than that, actually.
Keller: Oh?
Perkins: Yes. We could work out a system so that the computer warned
you when your stock was low.
Keller: Mmm ... interesting
Perkins: You need something like that. Our system would show you if a book
was selling well, or just taking up space in your warehouse.
Keller: What would it cost us, Mr Perkins?
Perkins: If we supplied the software and hardware — that’s the programmes
and the computer — you’d pay about ... £5,000.
Keller: Only five thousand? That’s very reasonable.
Perkins: That’s right. You could start with something small, but you would
be able to develop it later on.
Complete these notes.
. Mrs Keller arranged to meet Mr Perkins because...............cccoovviiiniinn....
. Her firm is fairly large. It supplies..........ccooiiiiiiiiiiiien
. It 1s also a complex business. They have more than ..............................

dfabooksells well, they ...,
. In order to get new supplies of a book, someone...............c.ooevviiiiiiinnn.
. If the company installs a computer, they will know ............................. ..

1

2

3

4. One of their main problemsS 1S ........oouiiiiiiiiiii i,
5

6

7

8. Using a computer, you can find out the number of each book in stock.

B (0] U 1 T O
9. A computer will also warn you that................oooiiiiiiiiiiii
10. Mrs Keller would have to pay .......... She thinks that the cost
1S.eiieiieannnns
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Unit 2
GLORIA VANDERBILT JEANS

Murjani is a manufacturer of high fashion or ‘designer’ jeans. These are sold
under Gloria Vanderbilt label. The company’s biggest market is the United States.
There, Gloria Vanderbilt is a household name. However, as recently as 1977, Murjani
was having little success selling jeans or any other merchandise in the US. Its turno-
ver was only $25 million.

At that time, the American head of the company, Mr Warren Hirsch, had a clev-
er idea. He decided to change the image of the jeans, priced $10 a pair. He set out
to make them status symbols, so that people wearing them would appear fashionable,
well-to-do and with good taste. For these qualities, they would pay $40 a pair.

To change the jeans’ image, Mr Hirsch was able to persuade Gloria Vanderbilt —
a member of a rich and famous American family — to endorse the product. She let the
company put her name on the back pocket of the jeans. After that, he arranged for her
to appear on television.

In television commercials, Miss Vanderbilt seemed to be promoting the jeans.
Actually, she was selling an image of wealth and elegance. Obviously, young people
in New York did not have her money or style but, by buying her jeans, they could
look or feel as if they did.

This new approach to marketing the product was successful. After one year
of television advertising, Murjani’s sales increased to $150 million. In the following
year they almost doubled. Naturally, managers in Hong Kong were delighted with the
results. They forecast that sales would reach $1,000 million by 1985.

Some fashion experts believe that this figure is too high. The market for expen-
sive jeans is very competitive now. There are over 200 firms in the business, though
many of these are late-comers looking for quick profits.

There is another reason why Murjani’s rate of growth may slow down. Rival
companies have started using television to promote their own jeans. A few years ago,
jeans rarely appeared in television commercials; these days, they are frequently
on television in the New York area.

One day, the boom in jeans sales will come to an end. Manufactures like Murja-
ni are already preparing for that time by diversifying into other fields, such as sports
goods and footwear.

I. Make word combinations using the text.

1. to persuade under the label
2. to appear on television
3. to manufacture television
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4. to endorse an image

5. to diversify the name

6. to sell the product
7. to change on television
8. to look for into fields

9. to use profits

10. to appear jeans

11. to promote the product
12. to put a person

I1. Match the words to the meanings.

1. the fact of being very good or well made; a) promotion;
2. activities to advertise something; b) quality;

3. goods that are bought and sold; c) growth;

4. the fact of a famous person appearing in an advertise- d) status;

ment saying that they use and like a product; e) endorsement;
5. the importance and respect that someone has among the f) label;

public or a particular group; g) expert;

6. a small piece of paper or other material that gives infor- h) merchandise;
mation about the thing it is fixed to; 1) commercial;
7. an advertisement on the radio or television; J) brand.

8. a name, trademark, or other symbol which distinguishes
a product or manufacturer from others in the market;
9. a person who is very skilled at doing something.

I11. Complete the sentences using the words in italics (Make any necessary
changes in the form of the words): brand, diversify, endorsement, expert, la-
bel, merchandise, quality, status symbol, taste, profit.

1. Shoppers complained about poor quality and high prices.

2. The company is considering other marketing tactics like celebrity

and using cartoon characters to promote products.

3. There should be washing instructions on the :

4. Today these confidently occupy the top in the fashion industry.

5. A designer label isn’t necessarily a guarantee of

6. Many designers are into casual wear.

7. The private bathroom is no mere for a hotel today.

8. As diets shift from predominantly vegetable-based to more protein-rich op-
tions, poultry and eggs have become the top choices, thanks to their affordability,
availability, and popular :

9. I need some advice on investments.

10. It is very hard for a new business to make a in its first year.
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V. Put the words in the right order to make up a sentence and translate it.

1. advertising / companies / budgets / most / have.

2. use / they / to increase / sales of their products / the money / new products /
and launch.

3 a company / an expert / generally / an advertising campaign / to carry out /
contacts / in the field.

4. the campaign / the advertising / plans / for its client / agency.

5. essential marketing data / market studies / it / carries out / and provides.

6. it / which will be used / the media / also selects / for promoting the product.

7. the client / to attract the public’s attention / the right brand image / messages
or slogans / it / how to create / will advise / and will invent.

8. the effectiveness of a campaign / it is / to assess accurately / often difficult.

9. their agency / stay with / for a long time / most companies.

10. as after a while / its creative touch / change agencies / some advertisers /
regularly / the agency loses.

V. Translate the sentences from Russian into English.

1. BoJBIIMHCTBO KOMMAaHWM TOJIb3YIOTCS YCIyraMu KpPYIHBIX PEKJIaMHbIX
areHTCTB.

1. KoMmmanus wW3MeHWIa MapKETHHTOBYIO TOJIMTHKY, T. K. IMPOJAXXH TOBapa
B CIITA ObLIM HU3KHUMH.

2. MapxkeToJior co3/1aeT HOBOE MM M HOBBIC TIPUHITUITBI POIBMKCHUS OpeHa.

3. Pexnama urpopmMupyer norpedurteneit o CylmecTBOBaHUU U MPEUMYIIECTBAX
TOBApOB M YCIIYT.

4. PeiHOK U(PpOBBIX MIATHOPM CTAHOBUTCS 00JI€€ KOHKYPEHTHBIM.

5. [Iponaxku KOMITaHUM YBEJIUYHIIUCH U yIBOUIIUCH.

6. B cnemyromem roay mpo1aku KOMIIAHUW YBEIMYATCS TIOYTH BIBOE.

7. IIpousBoaUTENH aBTO 3aMMYCTUII PEKJIAMHYIO KaMITaHUIO B a3pOTOpPTaXx.

8. Yuusepmar Marks and Spencer nposaet omex 1y 11oj; COOCTBEHHBIM OPSHIOM.

9. TeMIibl pocTa KOMIIAHUU CHUKAIOTCA.

10. AxuoTaxx B OHJIAMH Mpoiaxkax JU3aiHEPCKUX KPOCCOBOK MOIXOIUT K KOHITY.

11. KomnaHus 3amycTuia HOBYIO PEKIIAMHYIO KaMITaHHUIO.

12. MapkeTuHr B COLMAIBHBIX CETAX — OBICTpOpacTyIllas 4YacTh OHJIAMNH-
pEKJIaMHOTO OM3Heca.

13. B 2024 roay xoMmnaHus AMBEpCUPUIUPOBATIACH U 3aHSIACH TPOU3BOACTBOM
CIIOPTHUBHBIX TOBAPOB U OOYBH.

14. Opexna sBIAETCS OKa3aTEIEM COLMAIBLHOIO CTaTyCa €€ HOCUTEIIS.

15. Pocculickuii ppIHOK JP)KMHCOB Pa3BUBAETCSI OUCHb TMHAMUYHO.
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V1. The jeans market.

Read the dialogue, noting down the important facts.

We are at a club for business people in New York. Mr Robert Stone, a jeans
manufacturer, has just finished talking about his company and is now about to an-
swer questions from club members.

Questioner: Mr Stone, you’ve talked quite a lot about your own business. Could
we hear something now about the history of jeans manufacture, please? | mean,
where did it all start?

Stone: That’s a good question. Well, it all started with a man called Levi
Strauss. He was the first to make jeans. He made them for people who went looking
for gold. As you know, just over 100 years ago, many Americans thought they would
get rich by finding gold. Levi Strauss sold these gold-miners cloth for making tents.
Then, later on, he sold them trousers. These trousers — or jeans — became famous be-
cause they were so strong.

Questioner: | see. So, at first, jeans were working clothes. When they become
more expensive, and more fashionable? How did they lose their work image?

Stone: Let me explain. Just over 20 years ago, there was a big increase in jeans
sales. A jeans boom, in fact. Film stars like Marlon Brando and John Wayne wore
them in their films. And jeans became popular, especially with young people. Then,
in the 1970s, they became even more popular. Older people started wearing them,
as well as people from all social classes. We even saw the President wearing a pair!

Questioner: So, expensive jeans became popular in the 1970s then?

Stone: Yes. But there was still a market for the cheaper, hard-wearing brands.
Levi Strauss is still the biggest manufacturer of jeans in the world, you know.
But many customers wanted something more fashionable — more stylish. That’s when
brands like Gloria Vanderbilt and Vidal Sassoon came on to the market.
And on to our television screens, | might add.

Questioner: Mr Stone, a brief question, please. How big is the market for jeans
in this country?

Stone: Mmm...let’s see...the total market is...I’d say... worth about $6,000
million. Levi Strauss has a third of it.

Questioner: What about the market for designer jeans?

Stone: It’s worth about $750 million. And over 200 firms are fighting
for a market share.

Questioner: It’s very competitive then?

Stone: Yes. That’s why they do so much TV advertising.

Complete the article about jeans by filling in the missing words (the letters
of some words are given as a guide).
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How it all started

The first company to manufacture jeans was Levi Strauss. Over a century ago,
its founder, Mr Levi Strauss, sold t.....c..... to people looking for gold. Then,
he made jeans for them. The m.....s liked the trousers because they were very s.......
In the early days, jeans were really working clothes. Later on, they lost their w... 1....
and became more f..... and s....ish.

In the 1960s, sales of jeans i.....ed rapidly. In fact, there was a jeans b....

Because film stars wore them, they became p.... with young people.
In the 1970s, people from all s.... c.....s wore them. Jeans became respectable! Even
the President had a p....

Levi Strauss is still the biggest jeans m..... in the world. Some people are will-
ing to pay a lot of money for designer jeans such as Gloria Vanderbilt and Vidal Sas-
soon b.....s. These are heavily a....... ed on television.

The total jeans market is worth ....., but the market for high-fashion jeans
Is worth only about ...... Many firms are c....... ing for a share of that market.
It’sac...... ive field of business.

15




Unit 3
GOING PUBLIC

Companies sometimes obtain a stock exchange quotation. Why do they do it?

Private and quoted companies are similar in one way: both have shareholders
who own part of the business. However, a private company cannot invite the general
public to buy its shares and its shareholders cannot sell their shares unless the other
members agree.

Anyone can buy the shares of a quoted company. They are freely bought
and sold in a special market — the Stock Exchange. When a company wishes
to be quoted, it applies to the Stock Exchange for a quotation, which is a statement
of the share price. If the application is successful, the Stock Exchange deals
in its shares and publishes their price each day.

There are three main reasons why companies obtain a quotation. First, many
companies need to raise money to expand their businesses. For example, they want
to build a bigger factory or produce a new range of goods. To finance this, they could
try to get the money from a bank. But perhaps they have already borrowed heavily,
so they do not want to increase their debt.

Secondly, there are companies which have been built up by their owners over
the years. As the owner gets older, he does not want all his money to be tied
up in the business. Therefore he sells part of the company to the public.

Finally, there is the type of business which started many years ago. It has now
become a large company and its shares are spread among various members of a fami-
ly. Some may have no interest in the company, while others have different ideas
about how to run it. Shareholders disagree strongly, so it becomes difficult to run
the company properly. In such a case, the only solution may be to obtain a quotation
on the Stock Exchange.

There is one reason why the owners of a company may not wish to obtain a quo-
tation. If the directors are the only shareholders — or have very large shareholdings —
in their company, they may be getting substantial benefits from it. For example, the
business may own things like the directors’ houses, their cars and even their wives’
cars. It pays perhaps for their petrol and holidays, which are business expenses. In
this case, it may be better not to become a quoted company.

I. Which verb goes with which noun? Define which nouns are used twice.

1. to obtain shareholders
2. to have the public

3. to invite the price

4. to buy the company
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5. to sell interest

6. to publish shares

7. to raise the debt

8. to expand goods

9. to build money

10. to produce the businesses
11. to get a factory

12. to increase a quotation
13. to sell

14. to have

15.to run

I1. Match the terms to their meanings.
1. a place where shares in companies are bought and sold, or
the organization of people whose job is to do this buying or
selling;
2. a company whose shares are traded on a stock exchange;
3. a company whose shares are not traded on a stock market;
4. the price of a company's shares on a stock market at a par-
ticular time;
5. a person who owns shares in a company and therefore
gets part of the company's profits and the right to vote on
how the company is controlled;
6. one of the equal parts that the ownership of a company is
divided into, and that can be bought by members of the public;
7. the shares in a company that a particular person or organi-
zation owns considered together as a unit;
8. an official request to get something such as a loan or
shares;
9. an organization or place where you can borrow money,
save money, etc.;
10. a set of goods or services offered by the employer to
their employees outside of their salary.

a) a private company;
b) a shareholder;

c) a stock exchange;
d) a quoted company;
e) a share;

f) a quotation;

g) an application;

h) a shareholding;

1) benefits;

J) a bank.

I11. Complete the sentences using the words in italics: borrow, debts, tied up,

director, business, shares, shareholding, to run, public, owners.

1. Find out how much you can afford to before you decide to buy

a house.

2. Companies become insolvent because they cannot pay their :
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3. It’s a good investment, but your money will be _ for a long time.

4. The new Is likely to make major changes in personnel.

5. Starting a _____ can provide an additional income source and financial stabil-
ity.

6. The company is talking to its investors about issuing __ to fund the deal.

7. The bigger your __ , the more company profits you are entitled to, and
the greater control you have in the company.

8. a business means to manage and operate a company or organization
in order to achieve its goals, oversee its daily operations, and make decisions to en-
sure that business is a success.

9. All __ companies should report on their shareholder returns.

10. The government restructured the coal industry before selling it to private

IV. Put the words in the right order to make up a sentence and translate it.
. maker of kitchen appliances / is / Zena plc / the well-known.
. awide range / Zena / supplies / of equipment / kitchen market / for the luxury.
.In 1970 / was / the company / founded.
. cookers / it / freezers / high-quality / specializes in / and refrigerators.
. the public / will offer / the company / for sale to / shares / two million.
. the shares / should jump / investors / to buy / at the chance.
. profit record / a good / the company / has / over the years.
8.1n 1976 / a quotation / excellent dividends / has paid out / the company / since
it obtained.
9. new shares / into Europe / are issuing / Zena / their expansion / to finance.
10. a subsidiary / plan / next year / they / in Switzerland / to set up.
11. a fortune / spent / the company / and sales promotions / on advertising.
12. profits / the company’s turnover / but / has gone up / have dropped.

~N O OB W N

V. How to obtain a stock exchange quotation.

Read the text and complete the sentences using information from the text.

When a company obtains a stock exchange quotation, it offers shares for sale
to investors. A member of the London Stock Exchange explains how an offer of shares
Is made to the public.

Let me say, first, that a company usually obtains a quotation because it needs to ob-
tain more capital. That’s the main reason, anyway. About 100 firms apply for quotations
each year. Most of them do this by offering shares to the public at a fixed price.

When the directors of a company decide to offer shares, they probably get in
touch with an issuing house or merchant bank. These are financial organizations.
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They specialize in new issues of shares. They act for the company, make the ar-
rangements for the issue and give a lot of useful advice.

Before an issuing house agrees to act for a company, it investigates that compa-
ny thoroughly. It examines their profit record for the last 10 years, and studies their
finances closely.

The issuing house will also want to know about the management of the compa-
ny. If the company depends too much on one man, it will not be pleased. You see,
the issuing house will be looking for a business which has a strong management team
— good department heads, reliable assistants and so on.

If it’s satisfied, the issuing house or merchant bank helps the company prepare
a prospectus. It’s an important document, the prospectus. It’s really a detailed report
on the company’s financial affairs, including its history and future prospects.

Some information must be put in it. In all prospectuses, there’s an auditor’s re-
port — that’s a report prepared by accountants. Generally, it shows the company’s
profit or loss for the last 5 years.

A lot more information is put in the prospectus — the names of the directors, de-
tails about the company’s property, the amount of capital and so on. Actually, this
document should contain every important fact about the company.

Next, comes the pricing of shares. The issuing house gets advice about this from
a firm of stockbrokers. Stockbrokers buy and sell shares on the Stock Exchange. Be-
fore deciding on a price, the stockbrokers will look at the share prices of similar
companies. They’re very experienced, so they’ll know what the share price should be.

Finally, it’s possible that the public will not buy all the shares. A company can
insure against this risk by using an underwriter. The underwriting firm agrees to buy
unwanted shares. Let me give you an example. If an issue of £100,000 is underwrit-
ten, and the public only buys £70,000 worth of shares, then the underwriters take
the other £30,000. Of course, they don’t do this for nothing. The company pays them
a commission for taking the risk.

Complete the sentences using the facts from the text.

1. Most companies obtain a quotation DECAUSE...........ccccevvvveiieeiiee e

2. The usual method of obtaining a quotation IS t0.........ccccevvveviieiic e,

3. If a firm decides to offer shares to the public, it usually contacts an ............ or
Q. These organizations will act fOr...........ccoiiiiiiiiii e,

4. Before helping a company, an issuing house collects information about it. For
5211110 (< T

5. A prospectus is .........ccoceeeen. In all prospectuses, there is an auditors' report.
IS 1S @ ottt e e

6. The prospectus is an important document because..............oovevvieinienninn

7. Stockbrokers are very experienced, sothey...........c.oovviiiiiiiiiiiiiiiiniinn..
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8. Most companies use an underwriter because.............ovvveiiiiiiiiiiininennn...
9. In the example, the figures £70,000 and £30,000 refer to.........................
10. For their work, the underwriters are paid a ............cooeiiiiiiiiiiiiiiiinin.s

V1. Translate the sentences from Russian into English.

1. YacTHas KOMITaHHSI MOKET BBIIIYCKATh aKLIUA U UMETH aKITMOHEPOB.

2. Axkunu myOIUYHON KOMITAHUU TOPTYIOTCS HA (POHIOBOM OHpIKE.

3. JlongoHckast poHaoBast Ouprka MOJIB3YETCsl MOMYISIPHOCTHIO BO BCEM MHpE.

4. ITyOnuuHas KOMIaHUs — 3TO KOMIIAHUS, aKIIMM KOTOPOM MOTYT OBITh KyILiie-
HBI IIIUPOKON ITyOTUKOH.

5. KoTupoBka — 3T0 ycTaHOBJIEHUE Kypca IIEHHbIX OyMmar.

6. Komnanus npeanaraet npruoOpeTreHue akiuii mo GuKCHpOBaHHOM IICHE.

7. DOMHCCHOHHBIN OaHK — (PUHAHCOBAs OPraHM3alMsA, CIECLHHATIU3UPYIOIASACS
Ha BBIITYCKE HOBBIX AKIIHM.

8. CrpaxoBasi KOMITaHUSI-aHAECPPAUTED MOKYIIA€T HEHYKHBIE aKI[UU U TOJIy4aeT
KOMMCCUOHHOE BO3HATPAKIACHUE 3a IPUHATHE PUCKA.

9. Ilpexxae yeM paccuuTaTb CTOMMOCTb LIEHHOW OyMmaru, OupskeBble OpOKephI
W3Yy4aroT LEHbI aKIUH aHAJOTUYHBIX KOMITAHUH.

10. [IpuObLIb pacupeaensercs Cpeau aKIIMOHEPOB B KAUECTBE JTUBUACH/IOB.

11. ns pacuvpenusi Ou3Heca KOMIaHUs MOrJia Obl TPUOOPECTU KOTUPOBKY aK-
1uii Ha GOHAOBOM OUpKeE.
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Unit 4
DE BIJENKORF: FAMOUS DEPARTMENT STORE

These are some different types of sales outlet: a department store, a discount
store, a mail-order business, a supermarket, a hypermarket, an open market.

Most people have visited a department store. It is a large shop, divided into de-
partments, each of which sells different lines of goods. The departments are run
by managers, who are often called ‘buyers’, because their main duty is to purchase
stock. The most famous stores offer a variety of beautiful and expensive merchan-
dise. When you go into them, you find a world of luxury and elegant living.

If you visit Amsterdam, you can see the De Bijenkorf store. It is in Dam Square,
right in the heart of the city. The store has been in business for over 70 years.
It is part of a chain of five stores, which are located in major commercial centres.

The year 1976 was a turning point in the history of De Bijenkorf. At that time,
the future for the stores seemed uncertain. Sales were falling, profits decreasing
and fewer customers were bothering to make the journey through heavy traffic
to shop in them.

De Bijenkorf were in trouble for several reasons. In the past 10 years, people
had been moving away from the cities where the stores were situated. In Amsterdam,
the population fell by 15 %; in Rotterdam, it dropped by 17 %. Most of those leaving
were in the higher income groups.

The De Bijenkorf stores were also facing strong competition from discount
houses, superstores and cash-and-carry businesses. These sold cheap or cut-price
goods, though their service was often below standard.

Finally, De Bijenkorf were uncertain which section of the market they were aim-
ing at. As a result, their image was not clear in the minds of the public. Sometimes,
they had sales promotions to attract well-off buyers. At other times, they were offer-
Ing price cuts on various items.

How could the management improve the stores’ financial situation? To find
the answer, they carried out a three-year study of their business. A team of research
workers produced two important reports — the profitability analysis and the marketing
analysis. The first showed which goods were actually making a profit; the second in-
dicated those which were likely to be profitable in the future.

The information from the reports was very useful. It helped De Bijenkorf to de-
cide which goods to continue selling, and which departments to keep open.
The choice was not always easy. Some goods, such as toys, were not profitable, but
they attracted customers, who then bought other things.

Naturally, the management made several changes as a result of the study. They
got rid of some departments and expanded others. Then they created a new image
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for De Bijenkorf. They began to aim their sales strategy at people in higher income
groups. In other words, the stores went up-market. In addition, the management spent
a lot of money on renovating the interior of the buildings.

The changes were made to attract a special kind of customer — someone who
liked good living. As the head of the stores said: ‘We wanted a market where
it is possible to express personality ... where the type of goods you buy shows

the kind of person you are.’

I. Which verb goes with which noun?

1. to produce departments
2. to carry out competition
3. to create customers
4. to purchase reports

5. to make a variety

6. to improve price cuts

7. to face the situation
8. to attract a study

9. to divide into departments
10. to offer the interior
11.to aim money

12. to spend stock

13. to renovate the strategy
14. to express changes

15. to sell goods

16. to make personality
17. to offer an image

I1. Which adjective goes with which noun?

1.alarge lines

2. different centres

3. expensive competition
4. commercial goods

5. a turning items

6. heavy reports

7. strong future

8. cheap image

9. cut-price goods

10. well-off duty

11. various merchandise
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12. the financial point

13. important traffic

14. several shop

15. useful situation
16. uncertain information
17. profitable goods

18. a new income

19. higher buyers

20. the main changes

I11. Insert the preposition or adverb (at, below, by, in, into, from, of, on, over).

1. The company was trouble and had huge debts.

2. The work has been divided smaller, more manageable sections.
3. The results are well what we expected.

4. The total spending __ the project was almost a million pounds.

5. Demand has dropped 7 %.

6. The advertising campaign is specifically aimed __ young people.

7. Customer satisfaction is important if you want to stay _ business.

8. The shop ordered 20 copies of the book and now it can’t getrid _ it.

9. Traditional booksellers face stiff competition
via the Internet.
10. The hotel has been business for 150 years.

IVV. Match the terms to the meanings.
1. the reputation that a person, organization, product, etc. has, includ-
ing the characteristics, appearance, etc. that they are known for;
2. a plan for achieving an aim, especially in business or the best
way for an organization to develop in the future;
3. goods that are produced in order to be sold;
4. money that is earned from doing work or received from invest-
ments;
5. activities to advertise something;
6. the situation in which a company, product, etc. is producing a
profit;
7. a part of a large store that sells a particular type of product;
8. used to describe products and services that are of a high quality
compared to others;
9. a large shop where people, usually from another business, can buy
large amounts of goods cheaply and take them away immediately;
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companies selling

a) merchandise;
b) cash and carry;
C) income;

d) profitability;
e) strategy;

) department;

g) marketing;

h) upmarket;

I) promotion;

J) image.
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10. the business activity that involves finding out what customers
want, using that information to design products and services, and
selling them effectively.

V. Complete the sentences using the words in italics: analysis, cash and carry,
image, income, marketing, merchandise, profitability, promotion, strategy, upmarket.

1. The logo change is part of an ongoing effort to project a new that will
attract younger customers.
2. Companies must develop a clear for adapting their brands to chang-

ing trends in the marketplace.
3. The report shows that poor families spend a larger proportion of their
on food.

4. There was a in the supermarket and they were giving away free
glasses of wine.

5. Even though retailers ordered _ carefully this year, they are getting ready
for huge after Christmas sales.

6. The directors are satisfied with the current level of and the finan-
cial position of the group.

7. Going will significantly reduce our customer base.

8. As the market leader in , they have pushed sales up by 5 %.

9. The company will increase its budget for
10. As a result, a team of consultants have conducted many |nterV|ews and sem-
inars and undertaken market with a realistic strategy and targets.

V1. Put the words in the right order to make up a sentence and translate it.

1. Oxford street / the London department store Selfridges / is / situated / in.

2. to stay profitable / to make changes / in order / the store / had.

3. faced / Selfridges / at the end of the 1970s / several problems.

4. its overheads / sharply / such as heating, lighting, local taxes / like most
stores, / had risen.

5. too high / the operating costs / generally / in addition / were.

6. new ways / a new boss / of reducing expenses / looked for.

7. slow-moving goods / and / the shelves / the product ranges / he / reviewed /
were taken off.

8. from manufacturers / made sure / were carefully planned / he / that deliveries.

9. administrative staff / the number of / was reduced / sales and.

10. Selfridges / to be a pleasant place / the management / wanted / to shop in.

11. brighter and cleaner / a programme of renovation / carried out / they /
and made the store.
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12. the facilities / improved / they / of the building.

13. the sales performance / check / of each department / managers / regularly.
14. large / the store’s expenditure / and promotion / on advertising / is.

15. to find out more / a lot of research / about its customers / is doing / Selfridges.

VII. Translate the sentences from Russian into English.

1. De Bijenkorf — camsrit n3BectHsiii yHuBepMar B Hunepiangax.

2. YHuUBEpMAr HaXOAUTCS IIPSAMO Ha IVIABHOM IJIOIIAan AMcTepaama.

3. CeTb U3 MATU Mara3uHOB PACIIOIOKEHA B KPYITHBIX TOPTrOBBIX LIEHTPAX.

4. YHUBepMar mnpejyiaract pazHooopasue KpacHBbIX TOBAPOB U TIOPOTUX OPEHIOB.

5. YHUBepCaIbHBIA MarasuH OCYyILECTBISET TOPropito Oosee 70 ner.

6. B 1976 rony nporcxoauiio najieHue Npoaak U yMEHbIIEHUE NPUOBLIH.

/. KoMmanus cMoria yiay4iiTh (PUHAHCOBOE COCTOSIHUE Mara3uHOB.

8. JINCKOHTHBIE MarasuHbl IPOJAIOT ACIIEBBIE TOBAPHI.

9. Komnanus npecraBuiia aHaiau3 peHTa0eIbHOCTH U MApKETUHTOBBIN aHAJIH3.

10. Crparerus nponaxk HaleleHa Ha IPUBJICYCHUE KIIMEHTOB C BBICOKMM YPOB-
HEM J10X0/a.

11. KoMnanus niuasupyeT IpOBECTH IMOJIHBIA aHAJIU3 PHIHKA.

12. HoBslif yHHBEpMAr OyA€T OTKPHIT B CIEAYIONIEM MECSIIE.

13. AmepuKaHCKHE KOMITAHWHM CTAJIKHBAIOTCS C pPacTylleld KOHKYpEHITHeH
CO CTOPOHBI BOCTOYHBIX PHIHKOB.

14. Bces Hama npuObLUTE PEMHBECTUPYETCS B UCCIIEIOBAHUS U Pa3pabOTKH.

15. Ayaut npoBoguTcst j1sl OLEHKH (PMHAHCOBOI'O COCTOSIHUS OM3Heca.
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Unit 5
THE JAPANESE WORKER

In Japan, there is a close relationship between the worker and his company. Em-
ployees work hard and do hours of unpaid overtime to make their firms more efficient.
If necessary, they give up weekends with the family to go on business trips. They are
loyal to their organizations and totally involved with them. For example, most of them
live in the company houses, their friends are people they work with, and in their spare
time they do sports and other activities organized by their employers.

The system of lifetime employment creates a strong link between the enterprise
and its workforce. It covers about 35 % of the working population. Generally, when
a person joins a firm after leaving high school or university, he expects to stay with
that firm until he retires. He has a secure job for life. Therefore, he will not be laid
off if the company no longer needs him because there is no work. Instead, it will re-
train him for another position.

The pay of worker depends on his seniority, that is to say, on the years he has
been with the firm. The longer he stays there, the higher his salary will be. When
he is 30 or 40 years old, therefore, he cannot afford to change jobs. If he did move,
he would also lose valuable fringe benefits. Promotion depends on seniority as well.
Japanese managers are rarely very young, and chief executives are at least 60,
and very often 70 years old.

The Japanese have a special way of making decisions. They call it the consensus
system. This is how it works. When a firm is thinking of taking a certain action, it en-
courages workers at all levels to discuss the proposal and give their opinions.
The purpose is to reach consensus (general agreement). As soon as everyone agrees
on the right course of action, the decision is taken.

Because of this method, a group of workers, rather than one person, is responsible
for company policies. One advantage of this is that decisions come from the mixture
of experience from the top, the middle and the bottom of an enterprise. Another ad-
vantage is that junior staff frequently suggest ideas for change. A disadvantage, perhaps,
Is decision-making can be slow.

Match the adjectives with the nouns used in the text.

l.

1. aspecial decision-making
2. aclose population

3. astrong benefits

4. acertain action

5. Spare agreement

6. working staff
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7. valuable way
8. general relationship
9. junior link
10. slow time

I1. Match the verbs with the appropriate nouns. Define which noun is used

twice.
1. to join ideas
2. to reach sports
3. to discuss weekends
4. to give a firm
5. to suggest workers
6. to make university
7.todo a job
8. to create benefits
9. to encourage decisions
10. to lose the proposal
11. to change the opinions
12. to give up consensus
13. to leave a link
14. to have

I11. Match the words to the meanings.

1. a situation in which all the people in a group agree about promotion;
something; employment;
2. advantages offered by a company, besides wages or salary;  fringe benefits;
3. arank or level in a company, competition, or society; proposal;

4. aset of ideas or a plan of what to do in particular situations consensus;
that has been agreed by a business; seniority;

5. anadvancement in rank, grade, or position; executive;

6. someone who has an important job in a business; policies;

7. a plan or an idea, often a formal or written one, which is position;
suggested for people to think about and decide upon; overtime.

8. the fact of someone being paid to work for a company or or-
ganization;

9. the length of time you have worked for an organization, and
the advantages that you get from this;

10. extra time that you work after your usual working hours.
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IVV. Complete the sentences using the words in italics: agreement, company,
employment, executives, experience, jobs, policy, position, proposal, salary, seniority.

1. More and more young people are leaving rural areas to find ____in the cities.

2. Whether or not you're given a car depends on your in the

3. Several people who had 30 years’ took the $140,000 lump sum on re-
tiring.

4. There are far fewer female senior in Germany than there are here.

5. Investors would need to decide whether to accept the and if there aren’t
enough votes in favour, this would mean a complete liquidation of the investments.

6. It is a company to help staff progress in their careers.

7. He has also had managerial on every level.

8. Thousands have lost their

9. It was difficult to reach an :

10. The retirement plan guarantees a pension based on final and years of
service.

V. Put the words in the right order to make up a sentence and translate it.

1. it/ wants / when a firm / positions in media / to fill vacancies, / advertises.

2. apply / several people / usually / for the position.

3. their experience / and their educational qualifications / the recruitment officer
/ looks / at the backgrounds / at different jobs / of applicants.

4. has / interviews / the company / individual / with each candidate.

5. candidates / the head of / after interviewing / personnel department / selects /
the most suitable / for the job.

6. the candidates / to do / to assess / the head of recruitment / asks / written psy-
chometric tests / their intelligence and personality.

7. their references / by writing / the company / can check / to their previous em-
ployers.

8. when / is appointed / the candidate / to the position, / he / an employee / be-
comes / of the company.

9. special skills / sometimes / a firm / has to employ / people who do not have /
or experience.

10. their jobs the company / them / must train / to do.

11. workers / who are learning a job / are called trainees.

12. a more responsible position/ employees / very experienced / may be offered.

13. employees / a pay rise / receive / who are / promoted.

14. an employee / if / dismissed / breaks / the rules, he or she / may be.

15. a certain period of notice / from their job / for various reasons / to leave the
company / staff resign / and give their employers.
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V1. Translate the sentences from Russian into English.

1. B sAMOHCKUX KOMMAaHUSAX CYIIECTBYET OCOOBIM CIIOCOO MPUHSTHUS yIIpaBJIeHYe-
CKHUX PEIICHUM.

2. KoHcencyc — cnoco0 A0CTHXEHUST 00IIEeTro coriacusl.

3. [IpakTrdeckn aJis BCEX AMOHCKUX KOPIIOPAIHMI XapaKTEPHO HATMYUE TECHBIX
OTHOIIEHUH MEXITy PaOOTHUKAMH U €TO MPEIITPUITHEM.

4. B AMOHCKUX KOMITAHUSIX PACPOCTPAHEHA CUCTEMA MOXKU3HEHHOTO Haiima.

5. COTpyIHUKU STIOHCKUX KOMITAHHUH JIOSJIbHBI K CBOUM OpTaHU3alIHSIM.

6. 3apriara COTpyHUKA U €T0 IPOABIKEHUE 10 CITY»KOE 3aBUCAT OT CTaka PadOTHI.

7. Komnanus moomnpsieT COTpyJIHUKOB 00CYXAaTh MPEIOKEHUsI, BEICKA3bIBATh
MHEHHS U TIpeJIarath UJIeH JIJIs BHEAPECHUS OpraHU3allMOHHBIX U3MEHEHUM.

8. Eciii coTpyHUK KOMITAaHWH HApYIIaeT MpaBuia, OH MOXKET OBITh YBOJICH.

9. Komnanus mpe0CTaBISIET JOTOJHUTEIIbHBIC JIbTOTHI.

10. Eciu HeT paboThl, KOMITaHHS TEpenpodUINpyeT COTPYAHUKA HA JAPYTYIO
JOJKHOCTb.

11. I'pynmna coTpyHUKOB HECET OTBETCTBEHHOCTh 3a MOJUTUKY KOMITAHUH.

12. IIporecc NPUHATHS PEIICHUH MOXKET ObITh MEICHHBIM.

VII. Interview with Mr Toshi Kato

Read the dialogue and get ready to complete the sentences.

Mr Toshi Kato, head of a Japanese firm, has come to England on business.
While in London, he is interviewed by a journalist, Jean Walker. She asks him about
Japanese workers and their conditions of employment.

Walker: Mr Kato, you say that most of your big companies offer jobs for life.
Tell me, do all workers have that kind of security? What about your own firm, for ex-
ample?

Kato: Not everyone in my company has a secure job, Miss Walker. Some of our
employees are only part-time workers, others are on short contracts. Those people ...
well, we don’t give them jobs for life, obviously.

Walker: | see.

Kato: But | will say this, almost all our executives have lifetime employment,
and most of our administrative staff and factory workers as well.

Walker: What happens if business is bad? Suppose sales drop and no one wants
to buy your TV sets. You’d have to lay off workers then, wouldn’t you?

Kato: Let me tell you something, Miss Walker. We haven’t laid off a single
worker since our factory opened. That was in 1955. It hasn’t always been easy for us,
believe me.

Walker: So how have you managed to keep your staff?
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Kato: | remember 1974. That was a difficult year for us — in fact, we almost
closed down.

Walker: But you didn’t get rid of any workers?

Kato: None at all. You see, we tried to find ways of keeping them busy. At that time,
we had to stop two assembly lines for over a year. But the workers did other things.

Walker: Like what, exactly?

Kato: Painting the factory, repairing machines, that sort of thing. Some staff
went on training courses, others became cleaners for a while.

Walker: I see. You find something for them to do until business improves.

Kato: Yes.

Walker: | must say, Mr Kato, | understand now why your employees
are so loyal and hard-working. You look after them well. By the way, what sort
of education do they have? What about qualifications?

Kato: Their qualifications must be good. Even workers on our production lines
have finished high school. Quite a few have university degrees.

Walker: Good heavens! Then I’m not surprise your workers make such good
products.

Kato: Our employees have to be well educated, Miss Walker.

Walker: Oh, how do you mean?

Kato: Well, most of our supervisors — the people in charge of the assembly-line
workers — they used to be ordinary factory workers. In fact, many of our managers
started on the shopfloor, you know.

Walker: I’'m beginning to understand why you make some of the best TV sets
in the world, Mr Kato.

Kato: It’s simple really. We have the best workers!

Complete the notes made by Miss Walker during the interview.

1. In Mr Kato’s company they offer lifetime employment to.........................

2. There 1S N0 JOb SECUTItY fOT. .. o.viiii e e,

3. SINCE 105

4. 1974 was a very difficult time because .............cooiiiiiiiiii i

5. Employees without work did other things, for example............................

6. The workers are well educated. Most of them.....................cooiiinen.

7. The factory needs educated workers because................ccocoviiiiiiiiin..

8. The reason why the company makes high-quality products: “.......... >, Mr
Kato says!
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Unit 6
SKIS ROSSIGNOL

If you want to sell goods overseas, you can either export directly from your own
country or you can set up a factory in the foreign market. What are the advantages
and disadvantages of each method?

Skiing is a popular sport, enjoyed by people of all ages. The top skiers — the pro-
fessionals — have usually been Europeans. It is the Austrians, French, Swiss and Ital-
lans who have produced the fastest times on the slopes. Recently, however, skiers
from other countries have done well in international competitions. As a result, inter-
est in the sport has become worldwide.

A few years ago, the market for ski equipment was dominated by Austrian man-
ufacturers. Bu then, a French company took over. Skis Rossignol is now the leading
producer, with 25 % of world ski sales.

The Rossignol group makes not only skis but also tennis rackets. It has an annu-
al turnover of $150 million. Over 80% of its revenue comes from foreign sales,
and 50 % of those are from the United States. The domestic French market provides
only 20 % of its sales revenue.

The increasing popularity of skiing is one reason why the group has grown rap-
idly. Another reason is its multinational approach. Most ski manufacturers have based
their factories in their home markets. Skis Rossignol has a different policy. It has
set up production facilities close to its main foreign markets.

The managing director of the group is Mr Laurent Boix Vives. He explains why
they had to do this. ‘Skis have an international, not a domestic market. So, to increase
our market share, we had to develop an international strategy.’

It took some years for the company to make that decision. When Boix Vives be-
came managing director in 1958, his first task was to build up sales in France. He had
to persuade people to by Rossignol skis rather than imported ones. By skillful promo-
tion, and increasing Rossignol’s production capacity, he succeeded in doing this.
The firm now has 50 % of the French market.

In order to expand, Skis Rossignol had to break into big foreign markets such
as the United States, Canada, Japan and Switzerland. First, the company tried increas-
ing its exports to those countries. They set up marketing organizations and improved
their distributor networks. However, by 1965 Boix Vives had decided that Rossignol
would have to manufacture overseas.

There was one obvious disadvantage of manufacturing only in France. Because
Rossignol exported most of its production, changes in exchange rates could greatly
affect sales. If the franc rose sharply against the dollar or the yen, Rossignol skis
would become expensive in the United States and Japan.
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In addition, there was a strong argument in favour of moving abroad. Boix
Vives felt that the company had to stay close to its customers. As he says, ‘We can’t
learn about foreign markets if we manufacture only in France’. Rossignol had to have
first-hand knowledge of local conditions. In the United States, for example, skiing
trends change fast. Skiers may suddenly wish to use short skis. As it now had a sub-
sidiary in the States, Rossignol could quickly spot such a change and take advantage
of it.

I. Which verb goes with which noun? Define which noun is used more than

once.
1. to make a strategy
2. to provide facilities
3. to base a policy
4. to build up a change
5. to set up a subsidiary
6. to improve people
7. 1o increase networks
8. to have sales
9. to increase exports
10. to develop markets
11. to persuade revenue
12. to affect factories
13. to spot a decision
14. to have capacity

15. to break into

I1. Which adjective goes with which noun?

1. the managing producer

2. an annual market

3. astrong sales

4. the domestic turnover

5. a multinational knowledge
6. a different disadvantage
7. the leading director

8. an international skis

9. skillful strategy

10. marketing conditions
11. expensive promotion
12. foreign argument
13. first-hand approach

14. local organizations
15. obvious policy



I11. Match the terms to their meanings.

a) a company that is owned by another larger company; 1. facility;

b) the total amount of money a company earns from its business ac- 2. policy;
tivities, encompassing sales, services, and other income sources; 3. capacity;

¢) the amount that a factory or machine can produce; 4. revenue;

d) a building or area where goods are made; 5. subsidiary;
e) a set of ideas or a plan for action followed by a business; 6. production;
) a detailed plan for achieving an aim, especially success in busi- 7. task;

ness or the best way for an organization to develop in the future; 8. export;

g) the process of making or growing goods to be sold; 9. strategy;

h) the business of sending goods to another country in order to sell  10. distributor.

them there;

1) a person or company that supplies goods to the businesses that
sell them;

J) a piece of work to be done, especially one done regularly, unwill-
ingly, or with difficulty.

IVV. Complete the sentences using the words in italics: domestic, capacity, ex-
change, exports, market, policy, production, strategy, task, turnover.
1. The factory is operating at full

2. A company Is a set of guidelines for employers and employees
to follow the defined procedures.
3. Existing methods of are expensive and inefficient.

4. In order to expand your e-business operations, you need to formulate a clear

5. Coffee is one of Brazil's main :
6. The first and most important of any manager is providing a direc-

tion to the organization.
7. The market is still depressed, but demand abroad is picking up.
8. The company has increased its share.
9. Maintaining low inflation is essential to secure a stable and competitive
rate.
10. The company needs to increase its to remain competitive.

V. Read Janet reporting on her sales trip. As you do this, complete the data
sheet, writing notes only.

DATA SHEET

Regional area

Product

Market

Popularity of tennis
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Methods of entering the market
Manufacturing arrangements

Janet Goodman works in the overseas sales department of a tennis equipment
manufacturer, Courtex Inc. She has just been on business to the Far East and is now
reporting on her trip to a group of sales representatives.

‘Ladies and gentlemen, Harry has asked me to talk to you all about my trip
to Malaysia. That’s why you’re here this morning. As you know, we want to break
into this market, but we’re not quite sure how to do it. Well, 1 went over there to find
out.

Let me say, first, we’ve certainly chosen the right market to enter. The Malaysi-
ans are becoming very interested in tennis. The game’s very popular over there. And,
not just rich people, but people in all income groups ... in all social classes, they all
play it. There are new clubs everywhere, and they’re building public courts all over
the country.

Someone told me — | don’t know if the figure’s accurate — anyway, | heard that
the market for equipment is expanding ... at the rate of 15 to 25 % a year. Before |
went to Malaysia, Harry and | talked about the methods we could use to build up
sales there. I’ll remind you of them quickly.

Firstly, we could have our own sales rep. on the spot over there. He would prob-
ably be based in Kuala Lumpur or possibly Malacca. His job would be to get orders
from customers. Then we would supply them directly from our factory here.

Another way we thought of was to use a local agent — we’d pay the firm or per-
son a commission. It’d be based on sales turnover.

Harry then came up with a third suggestion. Find a major importer. Someone
who would buy our goods at fixed quantities. He could add his own profit margin,
and sell wherever he wanted. (Voice from the audience “What about manufacturing
in Malaysia? Did you consider that as well?”)

Oh yes, | was coming to that, Bob ... Well, since you ask, we discussed a num-
ber of manufacturing arrangements. Let’s see now ...

One idea was to negotiate a licensing agreement with a local firm. They would
make our equipment, and sell it under our brand. They’d pay us a certain amount
of money for each piece they manufactured.

Then, of course, we talked about the possibility of a joint venture, that’s to say,
working together with a local firm. They could provide the factory space, the labor,
and ... the marketing organization. And, we would provide, say, technical advice,
a few managers, and all the raw materials. A 50 / 50 deal ... That’s about it, | think.
(Voice from the audience “Why can’t we have our own subsidiary there? It could
supply all our Far Eastern markets. Wouldn't that be more sensible?”).
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Oh come on, Don, you know that’s not possible. (“Why not?”)

Building a factory in a foreign country costs a lot of money. You’ve
got to be sure of the market — of your share of the market, perhaps I should say. You
don’t just jump in, build your factory, and then hope for the best ... No, we won’t be
setting up a subsidiary there in the near future. It’s just not one of our options.'

V1. Translate the sentences from Russian into English.

1. Komnanust mosydaeT OOJBIIYIO YacTh CBOCH MPUOBLTN HA 3apyOEKHBIX PHIH-
Kax.

2. YBenuyeHue NMpoJak KOMIIAHUU — caMasl BaXKHas 3ajadya JUPEKTopa 1o Map-
KETHHTY.

3. Komnanusi pazpabaTbIBaeT pa3Hble CTPATErMU MPOJAAXK ISl KaKIOTo 3apy-
0EKHOTO PBIHKA.

4. YtoObl BBHIMTH Ha KPYIHbIE 3apyO€kHbIE PHIHKM, KOMIIAHUMU MPUIIOCH OT-
KpBIBaTh JOUYEPHUE MPEITPUITHS.

5. IIpou3BoaUTENN MOJHOM OJEXABI JOJDKHBI YMETh BBISIBJISATH HOBBIE TCHJICH-
07078

6. KpymnHble cynepMapKeTbl UMEIOT BEICOKHE 0OOPOTHI.

7. Ilpu ciaboM cmpoce 3aBOAY MPUXOIUTCS MPOU3BOJUTH MPOAYKIIUIO HUKE
ITPOU3BOJICTBEHHOM MOITHOCTH.

8. PBIHOK TOPHOJIBKHOTO CHAPSKEHUSI PACILIAPSETCS.

9. KoMnmanus I1aHupyeT BECTH MEPETOBOPHI O 3aKIFOYEHUN JINLIEH3UOHHOTO CO-
TIAIICHUST ¢ MECTHOM (PpUpMOii.

10. ®dupma npesocTaBUT NMPOU3BOJICTBEHHBIE TUIONIA/IM, paboUyyl0 CUIIy U opra-
HU3ALUIO COBITA.
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Unit7
FRANCHISING

Franchising is a means of marketing and distributing goods. The franchisor,
normally a large business, supplies the franchisee, usually an individual, with prod-
ucts or services for sales to the public. The franchisee pays for the right to sell prod-
ucts or services in a certain area, and also makes annual payments — known as royal-
ties — to the franchising company.

This type of business has always been popular in the United States. It developed
particularly in the 1950s and 1960s when there was a boom in fast-food restaurants
such as McDonald’s and Kentucky Fried Chicken. Now about one-third of all retail
sales in the US are through franchised outlets, and there are about 500,000 enterprises
operating in this manner.

The system is spreading quickly throughout the world. In Europe companies us-
ing franchising include: Wimpy International (fast-food); Dayvilles (ice-cream);
Budget Rent-a Car (car hire); Pronuptia (wedding dresses); Ziebart (car rust-
proofing). Other countries are beginning to follow Europe’s example. China is pro-
ducing and bottling Coca-Cola under a franchise agreement with the American com-
pany.

It is not surprising that franchising is growing fast. If it works properly, it has
advantages for both sides. The franchisor is able to expand his business without re-
ducing his capital or borrowing money. In fact he gets an additional capital from
an outside source — franchisee. Another advantage is that the franchise holders will
probably be hard-working. This is important, especially in fast food outlets where
the hours of opening are long.

The franchisee gains from the arrangement as well. Franchisees are usually in-
terested in business, but do not have much experience or capital. They want to work
for themselves, but are afraid to take too many risks.

To purchase a franchise, they may have to pay £20,000 or £30,000 — part
of which they can borrow from a friendly bank.

For their investment, franchisees buy the right to use the trade name of the fran-
chisor, and they get advice about running the business. Also the franchising company
will provide them with training, materials and equipment. They will be able to take
advantage of the company’s specialized knowledge and its ability to buy in bulk. Fi-
nally, the franchisor will very likely be promoting the brand name of the business
with national advertising.

The franchising system gives people the chance to set up in business without
taking great risks. If they choose the franchise wisely, they will have the opportunity
to make a small fortune.
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I. Match the verbs and the nouns used in the text.

1. todistribute franchising

2. toborrow advice

3. tomake a franchise

4. to market goods

5. topurchase the product

6. touse business

7. tohave capital

8. toreduce goods

9. tosell the trade name
10. to promote payments

11. to expand advantages
12. touse a fortune

13. to take risks

14. to get money

15. to make the brand name

I1. Match the words to the meanings.

1. annual payments received through license agree-
ments;

2. aright to sell a company's products in a particular ar-
ea using the company's name;

3. a business that has bought the right to sell the prod-
ucts and services of another company;

4. the business of trying to persuade people to buy
products or services;

5. a type of product made by a particular company and
sold under a particular name;

6. a shop that is one of many owned by a particular
company and that sells the goods that the company has
produced;

7. a decision or arrangement, often formal and written,
between two or more groups or people;

8. the business of selling people or companies the right
to sell the products or services of your company;

9. a company that sells a person or another company the
right to sell its products or services in return for payment;
10. the possibility that an investment will lose money.
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a) advertising;

b) royalty;

C) agreement;

d) brand;

e) franchisor / franchiser;
f) franchisee;

g) outlet;

h) franchise;

i) franchising;

J) risk.
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I11. Complete the sentences using the words in italics: agreements, brand,
business, franchisees, franchiser, franchises, franchising, royalties, trade, bulk.

1. More small businesses are using to grow their business.

2. They claim that franchising is one of the most successful methods of starting
your own :

3. The company expanded rapidly during the 1980s by means of :

4. It is the largest of stores serving primarily frozen yogurt, with
over 1,400 locations operating in more than 46 countries.

5. will then be required to participate in accordance with their

agreement.

6. Franchise are usually collected by your franchisor on a monthly
basis. Like marketing fees, these fees are based on a percentage of your revenue.

7. The group has licensing with 170 retail customers in the US.

8. These remedies are generally asked for by their brand or name.

9. The company spent a lot of money and energy establishing its

10. The office buys paper in to keep down costs.

V. Put the words in the right order to make up a sentence and translate it.

1. businesses / in the retail trade / franchised / are very common.

2. as franchises / fast-food outlets / many / are run.

3. a lot of money / to buy the franchise / must pay / of a big hotel / you.

4. a percentage of profits / pays / the annual royalty / which a franchisee / is usu-
ally / or turnover.

5. to investors / to distribute their goods / decide / many companies / by offering
franchises.

6. before / a business / to get advice / it is wise / you purchase.

7. mostly to people / in a business / limited capital / franchises / appeal / who
have / to invest.

8. popular / businesses / in recent years / in Britain / fast-food / have become.

9. how long / the boom / no one / will continue / knows.

10. with little business experience / a good investment / a franchise / can be / for
a person.

11. promoting their goods / a lot of money / franchising companies / generally spend.

V. Translate the sentences from Russian into English.

1. ®paHyaii3uHT — OJUH U3 CaMBIX YCICIIHBIX METOJOB OTKPBITHS COOCTBEHHO-
ro 6usHeca.

2. Trendy Candy — u3BecTHas (ppaHuaii3uHIOBasi KOMITAHUSA KPEATUBHBIX CIIaJI0-
cteii u3 CIIIA u EBporbl.
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3. Urobbl mpuBIE€Yb MHBECTOPOB, (PpaHUYAN3UHTOBbIE KOMIIAHUU OOBIYHO pa3-
MEILAIOT PEKIaMHble OOBSIBICHUS B ra3eTax Uil KOMMEPUYECKUX KypHalax.

4. ®paHyaii3uHr — 3T0 (hopMa MapKETUHTa U PACIPOCTPAHEHUS TOBAPOB.

5. ®paHyaii3u MOKyHaeT MpaBO BECTU OM3HEC HA ONPEJCICHHON TEeppUTOpUH,
IIPOJIaBaTh TOBAPHI U YCIIYT'H HACEJICHHUIO.

6. ®panyaiizu MPOU3BOIUT €KETOAHBIC OTYUCICHUS (PpaHIA3MHIOBON KOMITaHHH.

7. Komnanuu nosb3yrotes (ppaHvyaifi3mHroM JjIsl paciIupeHusi CBOETro Ou3Heca.

8. Ilpu mokyrmike ppaHIIN3bl MOKHO B3ATh KPEAUT B OaHKE.

9. Bnanenen gppaHIIM3bl MOKET BOCIIOJIB30BAThCS CHENUAIN3UPOBAHHBIMU 3HA-
HUSIMHA KOMITAHWH U BO3MOKHOCTBIO ITOKYIIATh ONTOM.

10. ®panHyaiizu UMeeT BO3MOXKHOCTh BECTH OM3HEC O€3 PUCKOB.

V1. McDonald's restaurants in Paris.

Read the dialogue and answer the questions.

Donna and Wendy are both from the United States, but they are now living in Paris,
France. Here, they are talking to Pierre, a French friend who speaks excellent English.

Donna: | read an interesting article in a magazine this morning. It was about the
McDonald’s restaurants.

Pierre: McDonald’s? They’re the hamburger and chips people, aren’t they?

Donna: That’s right. By the way, Pierre, we Americans say ‘French fries’, not
chips. That’s English English.

Pierre: Oh, I’m so sorry, Donna. French fries — that’s a much better name for
them, isn’t it?

Donna: Oh, Pierre, stop teasing me! Anyway, let me tell you about this article.

Wendy: | just love McDonald’s food, don’t you, Pierre? Especially the apple
pies and milkshakes.

Pierre: Me? Oh ... er ... | think, perhaps, | prefer our French food ...

Donna: Listen, you two, about the article ... The writer says there’s a big quarrel
at the moment between McDonald’s — that’s the American company — and
a Frenchman who owns the restaurants in Paris.

Pierre: | don’t quite understand you, Donna. You mean...

Donna: | mean, there’s a Frenchman, his name’s Raymond Dayan ...well, you
see, he owns and runs the McDonald franchises in Paris. There are 14 outlets alto-
gether.

Pierre: OK. And this man is having a dispute with the franchising company —
McDonald’s.

Wendy: What are they arguing about, Donna?

Donna: McDonald’s say the Paris restaurants aren’t as good as our American
ones. They think the food’s bad, the service is slow and ... the places are dirty.
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Wendy: But McDonald’s food is the same everywhere, isn’t it?

Donna: McDonald’s say the hamburgers are over-cooked because Dayan’s staff
are using the wrong cooking temperatures.

Pierre: What does Mr Dayan say about all this?

Donna: In his opinion, it’s not true. He believes McDonald’s are trying to get
control of his business because it’s making a lot of money. They want to cancel
his contract, you see.

Wendy: Surely, Donna, McDonald’s should be glad that the franchises are prof-
itable.

Donna: Well, they don’t have a very good contract with Dayan. They only get
1 % of the Paris sales.

Pierre: That’s peanuts, isn’t it?

Donna: It’s not very much. Usually, they receive 11 or 12 %.

Pierre: Why did they make such a bad contract?

Donna: Very simple. They signed it in 1971. At that time, not many Frenchmen
had heard of a hamburger. Dayan made a good deal ... Later on, round about 1976,
business started booming.

Pierre: Lucky man ... What about the customers, Donna? They seem to like the food.

Donna: Yes, most of them do. Actually, the writer of the article mentioned one
American — he didn’t like the French fries.

Pierre: Oh?

Donna: Yes, he thought they were much better in our restaurants back home.

Wendy: Maybe our potatoes are better, Donna.

Donna: Brilliant, Wendy. That’s why our French fries taste better.

Read again and answer these questions.

1. Where did Donna get her information about McDonald’s restaurants?

2. What does Donna say when Pierre mentions ‘hamburger and chips’?

3. What do Wendy and Pierre think of the food in McDonald’s restaurants?

4. Who is Mr Dayan?

5. How many outlets does he run?

6. Why are McDonald’s unhappy with the Paris franchises? What do they want
to do now?

7. In Mr Dayan’s opinion, why are McDonald’s saying bad things about
his businesses?

8. When did the franchising company sign a contract with Mr Dayan? What
do we know about the contract?

9. What happened in 19767

10. Why are the French fries better in the United States, according to Wendy?
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Unit 8
SMALL WEDDING IN CHINA

Veronica Moss is a small British firm which makes wedding dresses. It is now
expanding into European markets but, to be successful, it needs to increase its pro-
duction and keep costs as low as possible. Recently the firm has not been able to de-
pend on a regular production of dresses. Labour turnover has been high, and it has
been difficult to get workers to do overtime.

To solve the problem managing director Mr Gwillim, looked for other ways
of making the wedding clothes. In the end he came up with an interesting solution.
This was to have a joint production agreement with a Chinese corporation. Under the
agreement, a factory in the province of Guandong (South China) will manufacture
dresses for the European market and share production costs with VVeronica Moss.

It took Mr Gwillim less than a year to arrange the deal with the Chinese. This
was unusually quick. Luckily, he was helped by a Chinese businessman now living
in England but who originally came from Tungwan, in Guandong. This man, who
was experienced at dealing with Chinese trade officials, gave useful advice during
the negotiation.

There was another reason why the deal was completed quickly. At present, Chi-
na is encouraging foreign investments — especially in the south. The government
knows that country needs foreign help to modernize its industry.

Also joint ventures with overseas companies create employment and earn for-
eign currency. To make deals easier to arrange, the government is allowing provincial
officials to negotiate directly with foreign businessmen.

Veronica Moss’s contract is a fairly standard one for this type of venture.
The Chinese will provide the factory, which is rent-free, and the workers. They will
produce 1000 garments a week, which the British firm will buy at a price of £1.50
each. In addition, a 5% annual price increase has been written into the contract
for each of the next ten years.

Veronica Moss will invest £50,000 in the project. Half of this will be used to in-
stall machinery, such as cutting and stitching machines. The rest will be spent on ren-
ovating the interior of the building. All the patterns, measurement specifications and
cloth will be supplied by the British.

The management of the factory will be shared. While the manager and technical
director have been appointed by the Chinese, the British firm has chosen a Chinese
executive as advisor on quality control.

When the garments are finished, they will be delivered to customers in Europe
and Scandinavia. Recently, Veronica Moss has been considering using Chinese-made
fabrics such as silk to make wedding dresses. Although the dress would be expensive,
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they might appeal to buyers in the United States — the biggest market for wedding
clothes.

The ‘wedding’ between Veronica Moss and the Chinese corporation is special.
It is the first joint production agreement to be negotiated directly between a British
firm and a Chinese one. No embassy or government was directly involved in the deal.

I. Match the verb on the left with a noun on the right using the text.

1. tocreate the problem
2. toarrange an agreement
3. toearn costs

4. tosolve production

5. to have investment
6. to modernize employment
7. toshare the deal

8. toincrease currency

9. to complete the deal

10. to encourage industry

I1. Match the words to the meanings.
1. a legal document that states and explains a formal agree- a) negotiations;

ment between two different people or groups; b) standard;

2. a new activity, usually in business, that involves risk or ¢) turnover;
uncertainty; d) specification;
3. the process of discussing something with someone in or- €) contract;

der to reach an agreement with them; f) deal;

4. a group of people who represent their country in a foreign g) pattern;
country, or the building where they work; h) venture;

5. a large company or group of companies that is controlled 1) embassy;
together as a single organization; J) corporation.

6. an agreement or an arrangement, especially in business;

7. adrawing or shape used to show how to make something;
8. the rate at which employees leave a company and are re-
placed by new people;

9. a level of quality that people expect and generally accept
as normal;

10. a clear, detailed plan or description of how something will
be made.

I11. Complete the sentences using the words in italics: contract, corporation,
deal, embassies, labour, negotiations, specifications, standard, turnover, venture.
1. The large number of temporary contracts resulted in a high of staff.
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2. The project was a joint between the two companies.

3. The proposed between the two companies had fallen through.
4. All products are made exactly to the customer’s
5. Their Customer Services is generally of a very high

6. We have opened in each of the states and our polltlcal and com-
mercial relations are flourishing.

7. Don’t sign / enter into any before examining its conditions carefully.

8. The company is starting a new round of with its main workforce.

9. Whether you work for a large or small company, following these
easy guidelines can help you to succeed.

10. Not surprisingly, with wages reduced to their lowest level, turnover
was high.

V. Put the words in the right order to make up a sentence and translate it.

1. with foreign firms / Chinese provincial officials / the Chinese government / al-
lowed / to negotiate directly.

2. employment opportunities / creates / for the Chinese / the British firm.

3. specifications / work / the Chinese / the British firm’s / work / according to.

4. old houses / profitable business / to renovate / it can be / and sell them.

5. foreign help / its industry / the country / needs / to modernize.

6. with a foreign firm / involving cooperation / is likely / any venture / to be
risky.

7. local staff / a foreign subsidiary / a company / to management positions / sets
up / and appoints.

8. the firm / is having / a new security system / installed.

9. existing buildings / do not want / private companies / to renovate.

10. international consequences / the failure / had significant / to make a deal.

V. Translate the sentences from Russian into English.

1. Hassenfeld Brothers — amepukaHckasi KOMIIAHHUS 110 TPOM3BOJCTBY HTPYIIIEK
Y HACTOJIbHBIX UTP.

2. DTO CTaHAAPTHBIN TOTOBOP MEXKIY IPOJABIIOM JOMAa U €0 areHTOM.

3. Bricokmii ypoBeHb TeKydecTH paboyeil CHJIbl 03HAYAET, YTO MHOTHE JIFOIH
paboTaroT Ha KaKOW-TM00 KOHKPETHOU pabdOoTe JIUIIIb KOPOTKOE BPEMSI.

4. DTu nBe KOMITAHUU 3aKJIFOYMIIM COTJIAIIEHHE O COBMECTHOM MPEANPUATUH TIO
Pa3BUTHIO KPYITHOTO OTesA-Ka3uHo B AtinaHTuk-Cutu. The two companies have en-
tered into a joint venture agreement to develop a major casino hotel in Atlantic City.

5. 3a mocneHME IBa rojia pacxo/Ibl Ha epcoHalt Beipociu Ha 20 %.

6. HoBslit 3aBoj; 0OecnieunT paboTON OKOJIO CTa MECTHBIX KUTEIIEH.
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7. Cnenka Oyznet coBepuieHa B MmectHoi Bamote. The deal will be done in the
local currency.

8. NurepHeT-Marazun Amazon tecTupyeT OECHMIOTHBIE APOHBI ISl JOCTABKU
TOBapOB IMOKYIIATEIISIM.

9. IIpodcoro3bl BeAET MEeperoBophsl HEMOCPEACTBEHHO ¢ PabOTOAATENsAMHU O TIO-
BBIIICHUH 3apab0THOM TUIAThI U YCIOBUAX TPY/Ia.

10. ExxerogHoe nossliienue 1eHsl Ha 10 % nponucaHo B KOHTPAKTE.

V1. Production deals between Chinese and Western firms.

Read the dialogue twice, noting down information about the photocopy
agreement. Then complete this newspaper article which is based on it.

Jill Watson and Andrew Longfellow present a lively radio programme Business
Week. Tonight, their topic of discussion is ‘Production deals between Chinese and
Western firms ...

Jill: Good evening, everyone, and hello to you, Andrew.

Andrew: Hello, Jill.

Jill: Right, let’s get started, shall we? Tonight, we’re going to talk about deals,
and especially about joint production projects between Chinese and Western firms.
First, to put you in the picture, Andrew’s going to tell you about an agreement, signed
today, between an American company and a Chinese corporation. Over to you, An-
drew.

Andrew: Thanks, Jill. Well, this one’s about a small American sells photocopy-
ing machines, and ...

Jill: Can you tell us its name please, Andrew?

Andrew: Oh, sorry about that. Let’s see... it’s called the Clark Copy Interna-
tional Corporation-rather a mouthful, I’m afraid, Jill.

Jill: I’1l say.

Andrew: Right... this company has just signed an agreement with the Chinese
Import and Export Corporation.

Jill: Another big mouthful, Andrew!

Andrew: Yes, it is rather, isn’t it? The US company have agreed to supply
1,000 photocopying machines, and they’re going to send components for another
5,000. These will be assembled at a factory in South China.

Jill: What’s it all going to cost the Chinese, Andrew?

Andrew: About $5 million.

Jill: That’s peanuts, isn’t it?

Andrew: It’s not a lot, really. Actually, there’s another part to the agreement,
Jill.
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Jill: Oh, what’s that?

Andrew: Later on, the American company will help the Chinese to manufacture
photocopying machines at the rate of 200,000 a year. They’ll be sold in China, and
also abroad.

Jill: Mmm ... interesting.

Andrew: Yes, | say ‘Well done’ to that firm. It’s only small, Jill — based in Chi-
cago, by the way — and it was competing against big firms for the contracts — giants
like Xerox and IBM.

Jill: Marvellous, Andrew! Did you say how long the contract is?

Andrew: | forgot, sorry. It’s for 20 years.

Jill: Tell me, Andrew, why did the Clark company win — I mean, how did it beat
those big rivals?

Andrew: Well, Mr Clark — he’s head of the business — said in Peking today ...
he said his machines are cheaper and more compact than the others ...

Jill: | see. Anything else to tell us?

Andrew: Well, perhaps | should mention that the American company will re-
ceive about $60 million from the Chinese in the next five years. This will be for com-
ponents it supplies for the copying machines.

Complete this newspaper article which is based on the photocopy agree-
ment.

U.S. firm makes deal with Chinese

An agreement has just been signed between ...... and the ...... for the supply of
...... and also components for another 5,000. China will pay ...... dollars for the ma-
chines and technology. In addition, the US company will help the Chinese to manu-
facture at least ...... a year in the future. These will be sold in both .... and ...... mar-
kets.

Clark Copy International is a small company, .........c........... in Chicago. It won
the contract in the face of competition from ............. Its chief executive believes his
company was successful because ...... In the next five years, the American company
are exPected 10 BaMM ... ..o

It is likely that, thanks to this success, other Western firms will be encouraged to
make deals with Chinese corporations. Clearly, business relations between China and
the West will continue to improve.
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Unit 9
MULTINATIONALS AND THE THIRD WORLD

Big foreign companies — like Coca-Cola and Ford — have set up subsidiaries
in many developing countries. How can the subsidiaries benefit these countries?
Is this kind of investment always useful?

Multinationals are large international companies which produce goods in several
countries. Some well-known ones are Ford, Shell, Coca-Cola, Sony, Akzo and Unile-
ver. Their turnover is huge, being greater in some cases than the national income
of countries such as Switzerland or the Netherlands. Because they are so big they at-
tract a lot of attention.

People are particularly interested in their activities in poor and developing coun-
tries. They ask the question: How have multinationals improved the economies of these
countries? In reply, a manager working in a multinational will say something like this:

‘Well, for a start, we provide the capital which poor countries need for their
economic growth. The point I’m trying to make is that our capital, together with local
savings, finances their industries. Another thing, we share our technology with local
business — we introduce our scientific and technical methods to them. And they in-
crease the productivity of their workers.

Don’t forget also that we produce a wide variety of goods. And let’s face it, we
employ thousands of people all over the world. No one can accuse us of not paying
good wages. So, I think you’ll agree, we’re responsible for raising living standards.’

Critics of multinationals do not accept such arguments. They say that the big corpo-
rations are not major suppliers of capital. In Latin America, for example, multinationals
have mostly used capital provided by local banks and investors, and have not brought in
capital from the United States and Europe. Because of this, there is a shortage of money to
finance local businesses. Foreign firms have taken the lion’s share of the available capital.

The critics agree that multinationals introduce new technology. However,
it is often unsuitable for developing countries. The imported technology is too expen-
sive and complicated. It has been developed for industrial societies, not for poor
countries. In agriculture, for instance, most countries do not need tractors, which are
expensive to buy and operate. They need better hoes and ox-ploughs.

Another disadvantage of the new technology is that it will probably reduce jobs.
Generally it is labour saving. This is because it comes from the United States and Eu-
rope where wage costs are high. Poor countries can do without such technology —
they have large numbers of workers looking for employment.

Two examples prove this point. The building industry used to provide many jobs
in the Third World. Now it employs fewer new workers because cranes, bulldozers
and other labour-saving machinery are replacing men. And in Latin America bigger
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farms are using expensive imported machinery to increase production — but employ-
ing fewer and fewer workers.

I. Which verb goes with which noun?

1. to set up subsidiaries
2. to produce production
3. to improve goods

4. to provide technology
5. to finance arguments
6. to share wages

7. to introduce the productivity
8. to increase the capital
9. to employ methods
10. to pay businesses
11. to accept industries
12. to finance people

13. to reduce jobs

14. to use machinery

15. to increase

the economies

I1. Which adjective goes with which noun?

1. foreign companies
2. developing countries
3. useful investment
4. huge corporations
5. national capital

6. poor countries
7. economic income

8. local suppliers
9. local technology
10. scientific variety

11. good growth

12. a wide turnover
13. major societies
14. big wages

15. the available savings

16. new machinery
17. industrial methods
18. expensive business

47



I11. Match the terms to the meanings.

1. acompany that is owned by another larger company;

2. the value of the goods or services sold during a particular
period of time;

3. money that you earn by working, investing, or producing
goods;

4. the amount of money a person regularly receives for their
job; payment in return for work or services, especially that
made to workmen on a daily, hourly, weekly, or piece-work
basis;

5. alarge company that produces goods or services in sever-
al countries;

6. an amount of money that you can use to start a business or
to make more money;

7. calculating the amount of money needed to do or make
something;

8. knowledge, equipment, and methods that are used in sci-
ence and industry;

9. a way of doing something, often one that involves a sys-
tem or plan;

10. paid work that someone does for a person or company.

a) technology;
b) multinational,
C) income;

d) wage;

e) turnover,

f) capital;

g) employment;
h) subsidiary;

1) method,;

J) costs.

IVV. Complete the sentences using the words in italics: benefits, cost, employment,
incomes, industry, investor, methods, productivity, profits, subsidiaries, technology.
1. Many families on low will be unable to afford to buy their own

home.

2. The working plans included construction of forest access roads at fairly high

labour :
. It is not easy to find in the countryside.
Many multinationals began to sell off
Management is trying to cut employee pay and

. The computer has been booming.

. The largest in the non-manufacturing sector was the UK.
. The introduction of new working practices has dramatically improved

3
4.
5.
6. Company have doubled since the introduction of new
7
8
9

10. The rich diversity, the production environment and new business

are favorable for organic rice production.

V. Put the words in the right order to make up a sentence and translate it.
1. different approaches / countries / to foreign investment / in the Third World /

have.
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2. encourage them / tax incentives / welcome foreign firms, / to set up subsidiar-
ies / and offer them / some countries / or cheap loans.

3. believe that / will provide jobs, / pay / train / local workers, / bring / contrib-
ute to their prosperity / local workers, / new technology and / good wages, / these
countries / the multinationals.

4. to foreign investment / a different attitude / have / other countries.

5. the multinationals / do not want / of their economies / to dominate / develop-
Ing countries / important sectors.

6. foreign companies / to sell shares / bring out laws / which force / to local in-
vestors / they.

7. the foreign firm’s equity / own / insist that / local businessmen / a certain per-
centage of / they.

8. local workers / in the company / a certain percentage of / also make / the for-
eign firms / employ / at all levels / some governments.

V1. Translate the sentences from Russian into English.

1. TpancHaMOHAIbHBIE KOPIIOPALMU IPUHOCST ONPEIEICHHBIE BHITObI O€/I-
HBIM U Pa3BUBAIOLIUMCS CTPaHaM.

2. Ha psine 3apyOeKHBIX pIHKOB J€MCTBOBAJIM BHICOKHE TapU(bl Ha HAILIM TOBAPHI.

3. JlaTuHOaMEpUKaHCKHE OAaHKU HE MPEIOCTABISAIOT JOCTATOYHO KanuTana JJjis
MECTHOTO OM3Heca.

4. NnoctpanHbie (pUPMbI JTOMUHUPYIOT B BAKHBIX CEKTOpPaX SKOHOMHUKH Pa3BH-
BAIOLIUXCS CTPaH.

5. AdpuKaHCKUE PIHKY YPE3BbIYAHO BBITOIHBI 1151 KOMITAHUU.

6. Hammu mouepHre KOMIMaHUM MPUHOCST PEATTbHYIO TTOJIb3Y Pa3BUBAIOIIMMCS
CTpaHaM.

7. HexoTopble CTpaHbl HALIMOHAIM3UPOBAIH JouepHUe KoMmianuu B 1970-x romax.

8. AMepUKaHCKas TpaHCHAIIMOHAJIbHASI KOMITAaHUS TIPEOCTABIISET YCIYTH 10

MPOBEICHUIO TJIATEKHBIX OMEPALUH.

9. TpancHalMOHAIBHBIE KOPIIOPALMH NPEAOCTABIISIIOT KAlUTal U TEXHOJIOTHH,
BHE/IPSIFOT HOBBIE HAYYHBIC M TEXHUUYECKHUE METO/IbI, MPOU3BOASAT Pa3HOOOpA3HbIE TO-
BapHI, IJIATAT XOPOIIYIO 3apa00THYIO IJIATY U MOBHIIIAIOT YPOBEHD KU3HH.

10. TpaHcHaIMOHATBEHBIE KOPIIOPAIIMH pa0OTAIOT BMECTE C MECTHBIMU (UpMa-
MU, pa3eisisi pPUCKU U TPUOBLTb.

11. TpancHanMoHaIbHBIE KOPTIOPAIIMUA UCTIOJIB3YIOT HOBBIE TEXHOJIOTHUH, KOTO-
phie coKpamaroT padouyre MecTa sl pabOTHUKOB CEITbCKOTO X031 CTBA.

12. PaGOTHUKH CETBCKOTO X035HUCTBA B CTpaHaxX TPEThEro MUpa 4acTo oOHapy-
KUBAIOT, YTO UX MOJIOKEHUE YXYIIIACTCA U3-3a JEUCTBUI TPAHCHALIMOHAIBHBIX KOP-
MOpanui.
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Unit 10
THE MONRAGON COOPERATIVES

Cooperatives are firms which are owned and controlled by the people who work
in them. Members share in the capital of the cooperative and choose their own man-
agers.

Twenty-five years ago, five workers started a small enterprise in a valley in the
Basque region of Spain. It was a workers’ cooperative — that is, a business owned and
controlled by the people working in it. Today it has become one of the most famous
and successful cooperatives in Europe. People from all over the world come to visit
it, especially government and trade union officials. They think cooperatives could
help to solve the problem of unemployment in their countries.

There are now not one but 75 separate cooperatives grouped round the little
town of Mondragon, near Bilbao. They make a wide range of goods — everything
from refrigerators and bicycles to agricultural machinery.

Mondragon is a success story. Over the past 25 years, they have had only one
strike. Their sales record has been good, and so has their productivity. Net profits
have been double those of ordinary firms. Recently, when unemployment in some
parts of Spain was high, they did not lay off a single worker.

The man who started Mondragon in 1956 was a Basque priest, Father Jose-
Maria Arizmendi. He opened a technical school in the village, with money provided
by local businessmen. Father Jose-Maria wanted to help the poor and the unemployed
in the area, but he believed they should improve their lives by their own efforts.

Later on he persuaded 100 villagers to invest money in a business run by a few
workers. When the business was on its feet, he recommended that it should be orga-
nized as a cooperative.

The first, and now the largest cooperative, ULGOR, has 3,400 employees. Its six
factories produce washing machines and refrigerators. It is one of Spain’s biggest
manufacturers and exports 25 % of its production. Over the years, four or five new
cooperatives have opened up every year.

Mondragon’s savings bank, the Caja Laboral, has played a key role in that
growth. Its 64 branches attract savings from the Basque people, which are invested in
the cooperatives. The bank considers suggestions for new projects and, if it approves,
helps finance and plan them. It also keeps an eagle eye on the cooperatives’ manag-
ers, carefully monitoring their performance.

A new cooperative is financed in this way. Each member who joins pays £2,000.
Then the government contributes about 20 % of its capital from a special fund. Final-
ly, about 60 % comes from the bank. Each worker is paid a monthly salary. The high-
est-paid person never gets more than three times of the lowest-paid worker. Workers
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share in the cooperative’s management, and its capital. They choose the board of di-
rectors, which appoints a general manager. The board consists of both skilled and un-

skilled workers. No one is paid extra to be a director.

I. Match the verbs and the nouns used in the text.

1. topay a worker

2. tostart the board of directors
3. toown a salary

4. tolay off a cooperative

5. toappoint capital

6. to finance projects

7. to consider a manager

8. torun savings

9. tosolve the performance
10. to provide money

11. to monitor a business

12. to choose the problem

13. toplan suggestions

14. to attract firms

15. to contribute an enterprise

1. Match the words to the meanings.
1. an organization that represents the people who work
in a particular industry, protects their rights, and discusses
their pay and working conditions with employers;
2. refusal to continue working because of an argument
with an employer about working conditions, pay levels,
or job losses;
3. how successful an investment or a company is and
how much profit it makes;
4. the money made by a company or part of a company for
a particular period after all costs, taxes have been paid;
5. the financial resources that a business, organization,
or project has available;
6. the number or percentage of people in a country or
area who do not have jobs;
7. abusiness or organization owned and managed by the
people who work in it;
8. a bank that only offers accounts where your money

o1

a) performance;

b) fund,;

¢) savings bank;

d) trade union;

e) net profits;

f) unemployment;

g) the board of directors;
h) strike;

1) cooperative,

J) productivity.


https://dictionary.cambridge.org/dictionary/english/refuse
https://dictionary.cambridge.org/dictionary/english/continue
https://dictionary.cambridge.org/dictionary/english/working
https://dictionary.cambridge.org/dictionary/english/argument
https://dictionary.cambridge.org/dictionary/english/employer
https://dictionary.cambridge.org/dictionary/english/working
https://dictionary.cambridge.org/dictionary/english/conditions
https://dictionary.cambridge.org/dictionary/english/pay
https://dictionary.cambridge.org/dictionary/english/level
https://dictionary.cambridge.org/dictionary/english/job
https://dictionary.cambridge.org/dictionary/english/loss
https://dictionary.cambridge.org/dictionary/english/finance
https://dictionary.cambridge.org/dictionary/english/resource
https://dictionary.cambridge.org/dictionary/english/business
https://dictionary.cambridge.org/dictionary/english/organization
https://dictionary.cambridge.org/dictionary/english/project
https://dictionary.cambridge.org/dictionary/english/available
https://dictionary.cambridge.org/dictionary/english/bank
https://dictionary.cambridge.org/dictionary/english/offer
https://dictionary.cambridge.org/dictionary/english/accounts
https://dictionary.cambridge.org/dictionary/english/your
https://dictionary.cambridge.org/dictionary/english/money

earns interest;

9. the rate at which a company produces goods or ser-
vices;

10. the group of people who shareholders choose to man-
age a company or organization.

I11.  Complete the sentences using the words and the word combinations
in italics: board of directors, cooperative, director, funds, net profit, performance,
sales record, savings bank, trade union, unemployment.

1. Members of a building pool resources to build housing, normally us-
ing a high proportion of their own labor.

2. Approval by the IS required to implement the new strategy.

3. The companies do have a board of directors and a managing :

4. Experts have criticized the Government for committing insufficient to

the state pension.
5. 75 % of the country’s paid labour force are not members of a

6. The company achieved a new for the first six months.

7. The major has a savings account which offers 7 % fixed interest
for the first year.

8. Annual fell 20 % in the wake of tough competition.

9. Periods of are an inevitable feature of modern working life.

10. The financial of the business is fully expected to improve.

V. Put the words in the right order to make up a sentence and translate it.

1. many recommendations / to the managers / makes / the bank.

2. they / the workers / invested / are loyal and hard-working / in the cooperatives
/ have money / because.

3. a solution to the problem of / cooperatives / may provide / unemployment.

4. new cooperatives / an important role / the bank / in the planning of / plays.

5. a single failure of / there / has not been / a cooperative enterprise.

6. shareholders / in most companies / in the hands of / ownership / is.

7. excellent / of most cooperatives / the performance / has been.

8. by the bank / constant monitoring / is carried out / of the cooperatives’ per-
formance.

9. cooperatives / are surprised by / most people / the rapid growth of.

10. many / require / the project / does not / skilled workers.
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V. Put the sentences in the correct order to form an expert’s talk about the
activities of the bank. The first and the last sentences are given for you.

1. The bank is the nerve centre of the cooperatives.

2. If there are problems, it puts forward proposals for solving them.

3. If it is satisfied with its findings, it will give the final go-ahead. es.

4. If necessary, the bank arranges for market research surveys.

5. When the cooperative is in operation, the bank receives a constant flow of da-
ta from its management.

6. It not only finances them, but is also responsible for planning and launching
them.

7. It contacts architects to design the factory, looks for personnel to run it, and
even buys machinery to install in it.

8. Although the workers have the power to hire and fire managers, it is the bank
which often has the final say in such matters.

9. After that, the bank looks for a suitable site for the project.

10. Its managerial division considers ideas for new projects and carries out fea-
sibility studi

11. Thus, the bank is carefully monitoring the managers’ performance.

V1. Translate the sentences from Russian into English.

1. JIronu ¢ kanuTaaIoM MOTYT BCTYNHUThL B KOOIIEPATUB U y4acTBOBAThH B €T0 pa-
oore.

2. Kaxaplif rog OTKpBIBAtOTCS 4 UK 5 TIPOU3BOJICTBEHHBIX KOOIIEPATUBOB.

3. PaGounii koorepaTB — 3TO MPEANPUATHE, KOTOPHIM BIAJICIOT U YIIPABJISIOT
paboTarolye B HEM JTFOIH.

4. bank (puHAHCUPYET KOOMEPATUBHI U OTBEUAET 32 UX TJIAHUPOBAHUE U 3aITYCK.

5. lIBeitniapust — oHa U3 CTpaH MUPA, IIe KOOMEPATHUBBI IOOUIUCH BBIIAFOITUX-
Cs YCIIEXOB.

6. FENACO cran ogHUM U3BECTHBIX U YCTICIIHBIX ()EPMEPCKUX KOOTIEPATHBOB B
[IBeitapun u paxtudyecku Bo Beert EBpore.

7. KooneparuB co3zman pabouywe mecta U pemnmn mnpobiemy 0e3paboTHilsl B
CTpaHe.

8. KoomepaTus 3aHMMaeTCsi MPpOU3BOICTBOM HIMPOKOTO ACCOPTUMEHTA TOBAPOB.

9. Kaxnaplit paOOTHUK KOOTIEpaTUBA MOTy4aeT MECIUHYIO 3apab0THYIO ILIATy.

10. baHk MPOBOJIUT MOHUTOPHUHT JAEATEILHOCTH MEHEIPKEPOB KOOIIEPATHUBA.
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VII. The Italian cooperative in North Africa.

Read the dialogue and answer the questions.

Helge and Francisco are students at a college for business studies. One day,
they are talking together after class. Read ....

Helge: Do you remember, Francisco, you were telling me the other day about
that place in Spain, ... Mondragon, I think it was.

Francisco: Oh yes, where we have our industrial cooperatives.

Helge: Yes, well, | was reading an interesting article this morning — in the Fi-
nancial Times, actually.

Francisco: About Mondragon?

Helge: No, it was about an Italian cooperative. I can’t remember its name.

Francisco: Italian, you say? | didn’t know they had cooperatives there.

Helge: Oh yes, there are over 11,000 in the country, apparently.

Francisco: Good heavens! Well, what was the article about?

Helge: This cooperative — the one | was talking about — it’s just built a road in
Somalia. You know where that is, | suppose.

Francisco: Let’s see ... somewhere in North Africa, isn’t it? Near Ethiopia, if |
can remember my geography.

Helge: That’s right. It shares a... oh, what do you call it, a ...

Francisco: A border? A frontier, you mean?

Helge: That’s it. A border with Ethiopia and Kenya.

Francisco: And this road they’ve built, where does it go to?

Helge: It starts from a town on the coast of Somalia — Berbera is its name — and
it goes from there right across the mountains to ... a place near the Ethiopian border.

Francisco: That’s a long way. It must have been a difficult project — especially
for a cooperative. I mean, they don’t usually do this type of work, do they?

Helge: Ah, but you see this cooperative is a very large enterprise. It’s one of the
biggest construction companies in Italy.

Francisco: That doesn’t surprise me. You’ve got to be big to take on that kind
of work. Building roads is expensive. Where does the cooperative get its money
from? The government?

Helge: Maybe. | believe it belongs to a group of cooperatives ... which are con-
trolled by certain political parties — the Communists and Socialists.

Francisco: | see. What else did you learn about this company? How’s it orga-
nized and managed?

Helge: Oh, like most other cooperatives. The employees have equal shares in
the company’s capital and ...

Francisco: The management?
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Helge: The workers elect the managers, of course ... Oh yes, there was one in-
teresting thing, come to think of it.

Francisco: Uh huh.

Helge: At shopfloor level, the workers decide how to organize their work. It’s
their decision, entirely.

Francisco: Interesting. How about salaries? Are there big differences between ...

Helge: No, it’s just like the Mondragon cooperatives. The managers and direc-
tors don’t earn much more than the other workers.

Francisco: | think cooperatives are the same all over the world, Helge. You
know, it’s a good way of running a business, the cooperative method. | wish there
were more firms run that way. Workers would be a lot better off.

Answer these questions.

. What was Helge doing this morning?

. Why did Francisco say, ‘Good Heavens!’?

. What has the Italian cooperative just finished doing?

. Which countries is Somalia near to?

. Where is Berbera? Why does Helge mention its name?

. Why does Francisco say, ‘It must have been a difficult project’?

. How are the cooperative’s managers chosen?

. What did Helge say that she found specially interesting about the coopera-

0O 3 O Ol W DN P

tive?
9. What does Helge say about salaries?
10. How does Francisco feel about cooperatives? What does he wish?

55



HNPUJIOXEHHUE 1

HUTOI'OBOE TECTOBOE 3AJJAHUE MHOXECTBEHHOI'O BBIBOPA
Choose all the right answers

1. It is not always easy to persuade staff :
a) to take telephone calls and to send telexes and cables abroad,;

b) to use new machines and control employees’ attendance;

C) to use new machines and accept changes in their working conditions.
2. This story is about
a) a large European car maker;

b) a large insurance company in the USA;

c) a large insurance company in Europe.

3. The company had problems, namely:

a) inability to depend on a regular production;

b) losing working hours;

¢) the amount of paperwork was increasing;

d) staff were delayed by the unreliable transport system in the city.
4. The planned move
a) took place in May;

b) did not take place;

c) took place straight after the management’s decision.
5. The management decided
a) to increase the production;

b) to improve productivity by various means;

¢) to introduce word processors and telecommuting into the office;

d) to introduce word processors into the office and flexitime;

e) to divide clerical workers into word processors operators and ordinary clerks;
f) to introduce automatic recording of attendance;

g) to increase exports.

6. Staff were allowed :

a) to vary the times they arrived at the office and left it;

b) to save the time of the secretaries and typists;

c) to reduce the number of working hours;

d) to do overtime.

7. There are different types of sales outlet:

a) a department store;

b) a supermarket;

c) a hypermarket;
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d) home banking;

e) a mail-order business.

8. The De Bijenkorf store is
a) in Oxford street;

b) in Dam Square;

¢) in Trafalgar Square;

d) in Amsterdam.

9. The year was a turning point in the history of De Bijen-
korf.

a) 1876;

b) 1967,

c) 1976.

10. The store has been in business

a) for 70 years;

b) for less than 70 years;

c) for more than 70 years;

d) for over 70 years.

11. The De Bijenkorf stores were facing strong competition from
a) the merchant bank;

b) cash-and-carry businesses;

¢) discount houses;

d) a Starbucks store;

e) home-grown start-ups.

12. How could the management improve the stores’ financial situation?
a) they carried out a 3 year study of the business;

b) they carried out a very careful stock review;

c) they produced the profitability analysis and the marketing analysis;

d) they kept stock levels low.

13. The management made several changes as a result of the study:

a) they closed down some departments and expanded others;

b) the number of personnel was reduced;

c) they created a new image for the store;

d) they carried out a programme of renovation;

e) they went upmarket;

f) they introduced a new top-quality range of young people’s wear.

14. Murjani is .
a) a manufacturer of high-fashion wedding dresses;
b) a manufacturer of designer jeans;

¢) a manufacturer of skis and tennis rackets;
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d) a company manufacturing toys.
15. Murjani’s biggest market is
a) the United States, Canada, Japan and Switzerland;

b) the United States;

¢) Europe and Scandinavia.

16. In many societies, clothes are a sign of a person’s

a) image;

b) attitude;

C) status,

d) personality.

17. Sales of a product increase if a famous person it.

a) launches;

b) invents;

c) endorses;

d) advertises.

18. The first company to manufacture jeans was
a) Gloria Vanderbilt;

b) Montana;

¢) Levi Strauss;

d) Lee.

19. The new approach to marketing the jeans was
a) not successful;

b) a failure;

c) successful.

20. have shareholders who own a part of the business.

a) Joint ventures and start-ups;

b) Franchised outlets;

¢) Private and quoted companies;

d) Private companies and the Stock Exchange.

21. A place where shares are freely bought and sold is

a) the open market;

b) the stock exchange market;

c) the flea market.

22. When a company wishes to be quoted, it applies to

a quotation.

a) the underwriting company;
b) the merchant bank;

c) the issuing house;

d) the Stock Exchange.
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23. If the directors are the only shareholders in their company, they get
from it.

a) royalties and extra capital;

b) technical support and advice;

¢) the annual turnover;

d) substantial benefits.

24. The prospectus is a detailed on the company’s financial

affairs.

a) information;

b) data;

C) report;

d) review.

25. A quotation is :

a) the price of a company’s shares on a stock market at a particular time;

b)a license that grants a franchisee access to a franchisor’s proprietary business

knowledge;

c) a statement of the share price;

d) a right to sell a company’s products in a particular area using the company’s name.

26. A prospectus is an imported document because .

a) it contains a great deal of useful information about the company.

b) it includes its history and future prospects.

c) in all prospectuses there is an auditor’s report.

27. The Japanese call the special way of making decisions the .

a) the system of lifetime employment;

b) the management information system;

c) the decision support system;

d) the consensus system;

e) the flexitime system;

f) the franchising system.

28. The pay of a worker and his promotion depend on .

a) his opinion;

b) his seniority;

c) the length of his service;

d) his proposal.

29. The advantages of the consensus system are:

a) one person is responsible for company policies;

b) junior staff suggest ideas for change;

c) agroup of workers is not responsible for company policies;

d) decision-making can be slow.
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30. Skis Rossignol makes
a) only skis;

b) not only skis and equipment, but also tennis rackets;

c) alpine, snowboard, and Nordic equipment, as well as related outerwear and accessories.
31. Skis Rossignol had
a) to break into the big foreign markets;

b) to develop an international strategy;

C) to produce below capacity;

d) to stay close to its customers;

e) to send executives abroad for one year as part of their training;
f) to improve the company’s sales in France;

g) to have first-hand knowledge of local conditions.

32. The managing director of Skis Rossignol is
a) Mr Michael Boix Vives;

b) Ms Gloria Vanderbilt;

¢) Mr Yves Saint Laurent;

d) Mr Laurent Boix Vives.

33. The well-known American business professor and consultant is
a) Peter Kaiser;

b) Douglas Peterson;

c) Peter Drucker;

d) Peter Hahn.

34. The franchisee

a) pays a royalty and often an initial fee for the right to do business under the franchi-
sor’s name;

b) wants to work for himself;

) wants to take great risks;

d) is interested in business and has much experience and capital,

e) receives the protection and active support of a sound and profitable business organ-
ization;

f) a business that has bought the right to sell the products and services of another
company.

35. Franchising is
a) a method of collecting and checking mformatlon

b) a form of marketing and making decisions;

¢) a means of distributing and marketing goods;

d) the business of selling people or companies the right to sell the company’s prod-
ucts or services in a certain area;

e) the business of giving or selling a franchise.
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36. Is a leader in franchising.

a) Canada;

b) the USA;

c) Japan.

37. The franchisor is usually the person or firm who
a) gets advice about running the business;

b) decides to allow others to provide the product or service under the licensing
agreement;

¢) makes annual payments;

d) promotes the brand name of the business with national advertising;

e) sells the right to open stores and sell products or services using its brand and ex-
pertise.

38. A franchise is

a) a statement of the share price;

b) a right to sell a company’s products in a particular area using the company’s name;
c) the practice of funding a project or venture by raising small amounts of money
from a large number of people, typically via the Internet;

d) a type of license that grants a franchisee access to a franchisor’s business
knowledge, processes and trademarks.

39. An endorsement is :

a) a statement made by someone in an advertisement, especially a well-known per-
son, saying that they do not use or do not like a particular product;

b) the fact of a famous person appearing in an advertisement saying that they use and
like a product;

C) a statement made by someone in an advertisement, especially a well-known per-
son, saying that they use and like a particular product.

40. informs consumers about the existence and benefits of
products and services and attempts to persuade them to buy them.

a) marketing;

b) franchising;

c) advertising;

d) accounting.

41. is a small British firm which makes wedding dresses.

a) Victoria’s Secret;

b) Veronica & Company;

c) Veronica Moss;

d) Women’s Secret;

e) Veronica Moth.
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42. To solve the problems the managing director Mr Gwillim decided
a) to have a joint production agreement with a Japanese corporation;
b) to manufacture dresses for the European market;
C) to share production costs;

d) to set up a subsidiary in a foreign country;

e) to arrange a joint venture with a Chinese firm.
43. Under the contract the British company will
a) provide a rent-free factory and the workers;

b) invest a lot of money in the project;

c) renovate the interior of the building;

d) install cutting and stitching machines;

e) supply all the patterns, measurement specifications and cloth.
44. When making a garment, a dressmaker usually works from a
a) status;

b) pattern;

¢) franchise;

d) drawing or shape used to show how to make something.

45. When the garments are finished, they will be delivered to customers in
a) Scandinavia, Europe and the USA;

b) Europe, Scandinavia and South Africa;

c¢) Europe, Scandinavia and South America.

46. are large international companies which provide goods
in several countries.

a) cooperatives;

b) partnerships;

¢) multinationals;

d) non-profit organizations;
e) transnationals.

47. Big foreign companies
a) provide the capital but do not share their technology with local business;
b) introduce their scientific and technical methods to local business;

¢) produce a wide variety of goods and increase the productivity;

d) are not responsible for raising living standards.

48. The new imported technology is
a) quite suitable for developing countries;

b) not suitable for developing countries;

C) too expensive and complicated;

d) labour saving;

e) often unsuitable for developing countries.
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49, are firms which are owned and controlled by the people
working in them.
a) conglomerates;
b) trade unions;
C) cooperatives;
d) joint ventures;
e) subsidiaries;

50 Mondragon is :
a) a voluntary association of separate cooperatives based in Italy;

b) one of the most famous and successful cooperatives in the USA;

c) a voluntary association of autonomous workers’ cooperatives based in Spain.
51. The bank plays a key role in the growth of the cooperatives. It
a) considers suggestions for new projects;

b) is responsible for planning and launching new cooperatives;
¢) has a final say in hiring and firing managers;

d) provides the factory, which is rent-free, and the workers;

e) chooses the board of directors and appoints a general manager;

f) carefully monitors the performance of the cooperatives’ managers.
52. Mondragon is a success story:

a) they make a wide range of goods;

b) they have had only one strike;

c) their sales record has been good;

d) they have had no strike;

e) they laid off a few unproductive workers.

53. Members of the cooperative
a) share in the capital,

b) share in the cooperative’s management;
¢) choose the board of directors;

d) appoint a general manager;

e) choose their own managers.

54. Each worker is paid
a) a weekly wage;

b) a monthly salary;

C) extra money;

e) a salary every month.
55. The first cooperative is
a) Ulgor;

b) Ularco;

c) Fagor.
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MNPUJIOKEHHUE 2

PEKOMEHJIAIINU IO CO3JAHUIO YYEFHOM NPE3EHTALIUA
Structuring your presentation

Introduce Introduce outline talk —» Pre_sent
yourself your talk main part
divided
into

Greeting

v

Point 1

Summarize Point 2
main points Point 3

?

Invite questions Conclude talk

Puc. 1. The classical model

THE INTRODUCTION
Here are some phrases you can use to introduce yourself and your talk:
e Good morning / afternoon / evening, colleagues. My name is ... and I am a student
at the Institute of Economics and Management
say a few words to you today about the Coca-Cola Company.
e I’d like to | talk to you today about the Coca-Cola Company.
explain to you today the operation of the Coca-Cola Company.
| shall take about 7 minutes of your time.
| aim to talk to you for about 7 minutes.
This will take about 7 minutes.
I’ve divided my talk into five main parts.
The subject can be looked at under five main headings.
During my talk I’ll be looking at five main areas.
please feel free to interrupt.
I’1l be glad to try to answer them at the end of my talk.

If you have any questions,

LINKING IDEAS
Introducing your first point
e To start with, then, I’d like to consider ...
e Firstof all, I’d like to look at ...
Finishing a point
e Those are the main points on ...
e That’s all I have to say about ...
e So that, then, is ...
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e Now we’ve looked at / dealt with ...
Starting a new point

turn to ...

move on to ...

consider

examine

e Now let’s

e [’d like now to

e Next we come to ...

e Turning now to ...

e Let’s move on now to ...

e The next point I’d like to make is ...
Referring to what you have said

e AsIsaid at the beginning ...
e [ told you a few moments ago that ...
e In the first part of my talk, I said ...
o AsI’ve already said, ...
e As | mentioned earlier, ...
Referring to what you will say
e [’ll come to that later.
e [’ll return to this point in a few minutes.
e ... and I'll talk about this in the next part of my presentation.
e ... I’ll comment on this in my conclusion.
Summarizing
e S0 now I’d just like to summarize the main points.
e In brief, we have looked at ...
Concluding
e That’s all I have to say for now.
e | think that covers most of the points.
e That concludes my talk.
e Thank you for your attention.
Inviting questions
e And now, if you have any questions, I’ll be glad to (try to) answer them.
e Does anyone have any questions?
e Any questions?*

! Brieger, N. Language reference for Business English: grammar, functions and communication
skills / Nick Brieger and Jeremy Comfort (English language teaching). — Hertfordshire, UK : Pren-
tice Hall International, 1992. — Pp. 187-189.
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