
ÌÎÑÊÂÀ 1999

ÏÐÀÊÒÈ×ÅÑÊÈÉ ÊÓÐÑ ÎÑÍÎÂÍÎÃÎ
ÈÍÎÑÒÐÀÍÍÎÃÎ ßÇÛÊÀ

ÀÍÃËÈÉÑÊÈÉ ßÇÛÊ

ÏÐÎÔÅÑÑÈÎÍÀËÜÍÛÉ ÊÓÐÑ

ÄÅËÎÂÎÉ

ÞÍÈÒÀ 4

Ñîâðåìåííûé
Ãóìàíèòàðíûé

Óíèâåðñèòåò

Äèñòàíöèîííîå îáðàçîâàíèå

Ðàáî÷èé ó÷åáíèê

Ôàìèëèÿ, èìÿ, îò÷åñòâî  ___________________________________________
Ôàêóëüòåò  ___________________________________________________________
Íîìåð êîíòðàêòà  ____________________________________________________



Ðàçðàáîòàíî Ñ. Ò. Íèêîëàåâûì

Ðåêîìåíäîâàíî Ìèíèñòåðñòâîì
îáùåãî è ïðîôåññèîíàëüíîãî
îáðàçîâàíèÿ Ðîññèéñêîé Ôåäåðàöèè â
êà÷åñòâå ó÷åáíîãî ïîñîáèÿ äëÿ
ñòóäåíòîâ âûñøèõ ó÷åáíûõ çàâåäåíèé

Äëÿ ñòóäåíòîâ ôàêóëüòåòà ëèíãâèñòèêè ÑÃÓ

Þíèòà ñîîòâåòñòâóåò ïðîôåññèîíàëüíîé îáðàçîâàòåëüíîé ïðîãðàììå ¹ 3.

_________________________________________________________________________________________
(C) ÑÎÂÐÅÌÅÍÍÛÉ ÃÓÌÀÍÈÒÀÐÍÛÉ ÓÍÈÂÅÐÑÈÒÅÒ, 1999

ÏÐÀÊÒÈ×ÅÑÊÈÉ ÊÓÐÑ ÎÑÍÎÂÍÎÃÎ
ÈÍÎÑÒÐÀÍÍÎÃÎ ßÇÛÊÀ

ÀÍÃËÈÉÑÊÈÉ ßÇÛÊ

ÏÐÎÔÅÑÑÈÎÍÀËÜÍÛÉ ÊÓÐÑ. ÄÅËÎÂÎÉ
ÞÍÈÒÛ 1�3 : Îñíîâíûå ïîíÿòèÿ è ñòðóêòóðà àíãëî-àìåðèêàíñêîé

ñèñòåìû ïðàâà. Îñíîâíûå ïîíÿòèÿ è ñòðóêòóðà ìèðîâîé
ýêîíîìèêè. Ïîâòîðåíèå îñíîâíûõ ïðàâèë  ãðàììàòèêè.
Ðàçëè÷íûå âèäû ðå÷åâîé êîììóíèêàöèè.

ÞÍÈÒÛ 4�6 : Ôèíàíñîâûé àíãëèéñêèé.  Àíãëî-àìåðèêàíñêîå
êîììåð÷åñêîå ïðàâî.  Äåëîâàÿ êîððåñïîíäåíöèÿ.
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ÞÍÈÒÀ 4

Þíèòû 4-6 ïîñâÿùåíû òàêèì âàæíûì òåìàì, êàê êîììåð÷åñêîå
ïðàâî è äåëîâàÿ ïåðåïèñêà íà àíãëèéñêîì ÿçûêå. Ñîäåðæèò
ïðàêòè÷åñêèé òðåíèíã ïî íàïèñàíèþ äåëîâûõ ïèñåì. Ïðèëàãàåòñÿ
àóäèîêóðñ.
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ÒÅÌÀÒÈ×ÅÑÊÈÉ ÏËÀÍ

Ëåêñèêà. Îñíîâíûå ïîíÿòèÿ êîíòðàêòíîãî ïðàâà. Êîíòðàêò,
Îôåðòà. Àêöåïò. Âñòðå÷íîå óäîâëåòâîðåíèå. Çàêîííàÿ ñèëà. Äîãîâîð çà
ïå÷àòüþ è ïðîñòîé äîãîâîð. Îáÿçàòåëüñòâî è îáåùàíèå. Äîëæíèê è
êðåäèòîð. Îáìàí è ïðèíóæäåíèå. Öåññèÿ è òðàíñôåð. Àííóëèðîâàíèå è
èñïîëíåíèå êîíòðàêòà. Àãåíòñêèé äîãîâîð. Âèäû àãåíòîâ.

Ãðàììàòèêà. �Àáñîëþòíàÿ êîíñòðóêöèÿ� � It is + adj. It is + noun +
that. Êîíñòðóêöèè ñ whether, since è unless.

Äåëîâàÿ êîððåñïîíäåíöèÿ. Îáùèé ïëàí äåëîâîãî ïèñüìà.
Äàòû. Çàãîëîâêè è îáðàùåíèÿ. Òðè ÷àñòè ïèñüìà. Íà÷àëî è êîíåö
ïèñüìà.

.
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ËÈÒÅÐÀÒÓÐÀ

Áàçîâûé ó÷åáíèê

1. *1. Ôåäîòîâà È. Ã., Öûãàíêîâà Í.Í. Êîììåðöèÿ è ïðàâî. Àíãëî-
ðóññêèå ñîîòâåòñòâèÿ, êîððåñïîíäåíöèÿ è äîêóìåíòàöèÿ. Ì.: ÌÃÈÌÎ,
1991.

*2. Littlejohn A. Company to Company. A new approach to business
correspondence in English. Ì.: Relod, 1993.

Äîïîëíèòåëüíàÿ ëèòåðàòóðà:

3. Strutt P. English Business Usage. London, 1994.

Çíàêîì (*) îòìå÷åíû ðàáîòû, âûäåðæêàìè èç êîòîðûõ ñôîðìèðîâàí ôàéë
ìàòåðèàëîâ äëÿ èçó÷åíèÿ.
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ÏÅÐÅ×ÅÍÜ ÓÌÅÍÈÉ (ÌÅÒÎÄÈÊÈ ÊÓÐÑÀ)

Þíèòà 4 ñîñòîèò èõ 6 óðîêîâ, êàæäûé èç êîòîðûõ ðàçäåëåí íà 5
äíåé ñàìîñòîÿòåëüíîé ðàáîòû è øåñòîé äåíü � àóäèòîðíîå çàíÿòèå.
Ìàòåðèàë þíèòû íåîáõîäèìî èçó÷àòü â òîé ïîñëåäîâàòåëüíîñòè, â
êîòîðîé îí ïðåäñòàâëåí, è ïî òåì ìåòîäèêàì, êîòîðûå îïèñûâàþòñÿ
íèæå. Äåíü 1 è äåíü 2 ïîñâÿùåíû ðàáîòå ñ òåêñòàìè ïî àíãëî-
àìåðèêàíñêîìó êîììåð÷åñêîìó ïðàâó ïî ìåòîäèêå ÐÀÏ (ðóññêî-
àíãëèéñêèé ïåðåâîä). Äåíü 3 îòâîäèòñÿ íà âûïîëíåíèå óïðàæíåíèé
Skills. Äåíü 4 � ýòî ðàáîòà ïî ïåðåâîäó ñ àíãëèéñêîãî ÿçûêà íà ðóññêèé
òåêñòà ëèáî îòäåëüíûõ ôðàç ïî òåìàòèêå óðîêà. Äåíü 5 � ýòî ðàáîòà íàä
äåëîâîé êîððåñïîíäåíöèåé (èçó÷åíèå ïðàâèë íàïèñàíèÿ ïèñüìà,
ñîñòàâëåíèå ïèñåì è âûïîëíåíèå óïðàæíåíèé). Ýòîò äåíü ÿâëÿåòñÿ
ñîñòàâíîé ÷àñòüþ ïîäãîòîâêè ê àóäèòîðíîìó çàíÿòèþ, íà êîòîðîì áóäóò
ïðîâîäèòüñÿ ðîëåâûå èãðû è âûïîëíÿòüñÿ çàäàíèÿ ïî îáðàáîòêå
äåëîâîé êîððåñïîíäåíöèè.

Ïî òàêîé ñõåìå ïðîõîäèò ðàáîòà íàä ïÿòüþ óðîêàìè þíèòû. Óðîê 6
îòâîäèòñÿ íà ðàáîòó ñî ñòàòüÿìè èç ïåðèîäè÷åñêîé ïå÷àòè ïî òåìàòèêå
êóðñà.

ÊÀÊ ÐÀÁÎÒÀÒÜ ÍÀÄ ÒÅÊÑÒÎÌ: ÌÅÒÎÄÈÊÀ ÐÀÏ

(ðóññêî-àíãëèéñêèé ïåðåâîä)

Ïðî÷èòàéòå àíãëèéñêèé è ðóññêèé òåêñòû. Çàêðîéòå àíãëèéñêèé
òåêñò. Ïðîñìîòðèòå ðóññêèé òåêñò è âûäåëèòå äëÿ ñåáÿ åãî îñíîâíûå
èäåè. Ïðîñìîòðèòå ñïèñîê íîâûõ ñëîâ. Ðóññêóþ ôðàçó ðàçäåëèòå íà
ñîñòàâíûå ÷àñòè: ïîäëåæàùåå, ñêàçóåìîå, äîïîëíåíèå, îáñòîÿòåëüñòâà
âðåìåíè è ìåñòà. Ñëîæíîñî÷èíåííûå è ñëîæíîïîä÷èíåííûå
ïðåäëîæåíèÿ ðàçäåëèòå íà îñíîâíûå ïðåäëîæåíèÿ è ïðèäàòî÷íûå.
Íà÷íèòå ïåðåâîäèòü òåêñò, ïîëüçóÿñü ñïèñêîì íîâûõ ñëîâ è
ñïåöèàëüíûì ñëîâàðåì. Âû ïðîâåðÿåòå ïåðåâîä ïîñëå òîãî, êàê
çàêîí÷èòå ïåðåâîä ïîñëåäíåé ôðàçû. Ïðîñìîòðèòå ïîëó÷èâøèéñÿ òåêñò
â öåëîì, âíåñèòå íåîáõîäèìûå, ñ Âàøåé òî÷êè çðåíèÿ, ïîïðàâêè.
Îòêðîéòå àíãëèéñêèé òåêñò è ñîïîñòàâüòå Âàø âàðèàíò ñ îðèãèíàëîì.
Ïðîàíàëèçèðóéòå Âàøè îøèáêè è ðàñõîæäåíèÿ ñ àíãëèéñêèì òåêñòîì.
Ôðàçû è ñëîâîñî÷åòàíèÿ, íå çíàêîìûå äëÿ Âàñ, èëè òå, êîòîðûå Âû
ñîñòàâèëè, ïðàâèëüíî âûïèøèòå â ñïåöèàëüíóþ òåòðàäü èäèîì.
Ïðîàíàëèçèðóéòå êîíñòðóêöèþ ôðàç àíãëèéñêîãî òåêñòà.
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ÊÀÊ Ó×ÈÒÜ ÍÎÂÛÅ ÑËÎÂÀ È ÈÄÈÎÌÛ

Âñå íîâûå ñëîâà è èäèîìû âûïèøèòå â òåòðàäü (ðóêîïèñíûé
ñëîâàðü), ñîïðîâîæäàÿ ðóññêèì ïåðåâîäîì. Ïîâòîðÿéòå èõ êàæäûé
äåíü, çàòðà÷èâàéòå íà ýòî íå ìåíåå 15 ìèíóò.

Ìåòîäèêà Skills

Ýòà ìåòîäèêà çàêëþ÷àåòñÿ â òîì, ÷òî Âû îòðàáàòûâàåòå
îïðåäåëåííûå êîíñòðóêöèè äåëîâîãî àíãëèéñêîãî (Business English),
óïîòðåáëÿþùèåñÿ â òåêñòàõ êîììåð÷åñêèõ ñîãëàøåíèé, çàêîíîâ,
ðåãóëèðóþùèõ ýòó ñôåðó, â êîíòðàêòàõ, äåëîâîé ïåðåïèñêå è ò.ï.
Ñíà÷àëà èçó÷èòå ïåðâûé ïðèìåð óïîòðåáëåíèÿ êîíñòðóêöèè, äàííîé â
ïîñîáèè, íàïðèìåð, â óðîêå 1 (äåíü 3) Þíèòû 4 �Absolute Construction�.

Ïðîñìîòðèòå îñòàëüíûå ïðèìåðû è èõ ðóññêèå àíàëîãè. Ïîòîì ïî
ìåòîäèêå ðóññêî-àíãëèéñêîãî ïåðåâîäà ïèñüìåííî ïåðåâåäèòå ðóññêèå
ïðåäëîæåíèÿ íà àíãëèéñêèé ÿçûê, çàêðûâ àíãëèéñêèé òåêñò. Ïîñëå
ïåðåâîäà ïîñëåäíåé ôðàçû ñðàâíèòå Âàø ïåðåâîä è àíãëèéñêèé
îðèãèíàë. Ôðàçû, â êîòîðûõ Âû ñäåëàëè îøèáêè, âûïèøèòå â îòäåëüíóþ
òåòðàäü è ïîñòàðàéòåñü çàïîìíèòü. Ýòî ïîìîæåò Âàì èçáåãàòü ïîäîáíûõ
îøèáîê â áóäóùåì.

Ïåðåâîä ñ àíãëèéñêîãî íà ðóññêèé (äåíü 4) ïðåäëîæåííûõ Âàì
ôðàç è îòðûâêîâ èç òåêñòà ñëåäóåò âûïîëíÿòü ïèñüìåííî. Ýòî çàäàíèå
âõîäèò â êóðñîâóþ ðàáîòó.

Ðàáîòà ñ äåëîâûìè ïèñüìàìè (äåíü 5). Ñíà÷àëà âíèìàòåëüíî
ïðî÷èòàéòå ïðàâèëà âåäåíèÿ êîððåñïîíäåíöèè è çàäàíèÿ ê
óïðàæíåíèÿì. Âñå óïðàæíåíèÿ è çàäàíèÿ âûïîëíÿþòñÿ ïèñüìåííî.

Àóäèòîðíîå çàíÿòèå (äåíü 6). Íà çàíÿòèè ïðåïîäàâàòåëü
ïðîâåðÿåò êà÷åñòâî âûïîëíåíèÿ ïåðåâîäà ñ àíãëèéñêîãî íà ðóññêèé
(äåíü 4) è óïðàæíåíèé (äåíü 5). Ïðîâîäèòñÿ ðîëåâàÿ èãðà ïî âåäåíèþ
äåëîâîé êîððåñïîíäåíöèè.

Óðîê 6 ïîñâÿùåí ðàáîòå ñ ïåðèîäèêîé. Âàøåìó âíèìàíèþ
ïðåäëàãàþòñÿ íåàäàïòèðîâàííûå ñòàòüè èç ñîâðåìåííîé àíãëèéñêîé è
àìåðèêàíñêîé ïðåññû ïî ïðîáëåìàì áèçíåñà, ýêîíîìèêè è ïðàâà.

ÊÀÊ ÐÀÁÎÒÀÒÜ ÑÎ ÑÒÀÒÜÅÉ

1. Óðîê 6, äåíü 1. Ïðî÷èòàéòå âñþ ñòàòüþ íà àíãëèéñêîì ÿçûêå,
ïðîñëóøàéòå åå çàïèñü íà àóäèîêàññåòå.

2. Ñîñòàâüòå êðàòêîå ýññå (îïèñàíèå) ñòàòüè.
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Ïëàí ýññå:
à) ôîðìóëèðîâàíèå îñíîâíîé èäåè (ìûñëè) âñåé ñòàòüè � 1-2

ïðåäëîæåíèÿ;
á) ïîäðîáíûé àíàëèç òåêñòà. Â êàæäîì àáçàöå âûäåëèòå îñíîâíûå

ìûñëè àâòîðà è îáîáùèòå èõ â 1�2 ïðåäëîæåíèÿõ. ×òîáû ëó÷øå óÿñíèòü
ïîçèöèþ àâòîðà, ìûñëåííî çàäàéòå âîïðîñû ê òåêñòó î òåõ ñîáûòèÿõ è
ôàêòàõ, êîòîðûå èçëàãàþòñÿ àâòîðîì ñòàòüè. Îòâåòû íà ýòè âîïðîñû
ïîìîãóò Âàì ñîñòàâèòü ýòî ýññå, ò.å. ôàêòè÷åñêè îíè ñòàíóò îñíîâîé
âàøåãî ñî÷èíåíèÿ.

Ñõåìà ýññå
Ââåäåíèå, 7-8 ñòðîê.
Îñíîâíàÿ ÷àñòü, îáû÷íî â 2�3 ðàçà áîëüøå ââåäåíèÿ. Åå ëó÷øå

ðàçáèòü íà 2 ïîä÷àñòè.
Çàêëþ÷åíèå  ïî îáúåìó ðàâíî ââåäåíèþ. Â çàêëþ÷åíèè

ïîäâîäÿòñÿ è îáîáùàþòñÿ îñíîâíûå ìûñëè è èäåè ñòàòüè.
Ïðîáëåìû, ñâÿçàííûå ñ íàïèñàíèåì ýññå, äîëæíû îáñóæäàòüñÿ íà

àóäèòîðíîì çàíÿòèè óðîêà 6.
Ïîìèìî ïèñüìåííîãî âûïîëíåíèÿ ýòîãî ýññå íà àíãëèéñêîì ÿçûêå,

Âû äîëæíû ïåðåâåñòè ýòó ñòàòüþ íà ðóññêèé ÿçûê ïèñüìåííî (äíè
2,3,4). Íàêàíóíå àóäèòîðíîãî çàíÿòèÿ ïðîñìîòðèòå ýññå è ïåðåâîä.
Âíåñèòå íåîáõîäèìûå, ñ Âàøåé òî÷êè çðåíèÿ, ñòèëèñòè÷åñêèå ïîïðàâêè.
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LESSON 1  ÓÐÎÊ 1

DAY 1   ÄÅÍÜ 1

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò À

VOCABULARY

contract äîãîâîð
party to a contract ñòîðîíà ïî äîãîâîðó
agreement ñîãëàøåíèå, äîãîâîð, äîãîâîðåííîñòü
be binding upon smb. áûòü îáÿçàòåëüíûì äëÿ êîãî-ë.
binding îáÿçàòåëüíûé

Ïðîñòîå ñîãëàøåíèå � ýòî
åùå íå äîãîâîð. Â ïðîòèâíîì
ñëó÷àå äîãîâîðåííîñòü ìåæäó
äâóìÿ äðóçüÿìè ïîéòè íà ïðîãóëêó
âìåñòå èëè ïîîáåäàòü âìåñòå
ìîãëà áû ïðèâåñòè ê âîçáóæäåíèþ
ñóäåáíîãî äåëà. Îáû÷íî òåðìèí
«äîãîâîð» èñïîëüçóåòñÿ
àíãëèéñêèìè þðèñòàìè, ÷òîáû
âûðàçèòü èäåþ îòâåòñòâåííîñòè,
êîòîðàÿ ÿâëÿåòñÿ ðåçóëüòàòîì
äîáðîâîëüíîé äîãîâîðåííîñòè
îäíîãî ëèöà ñ äðóãèì.

Èç äîãîâîðà âûòåêàþò îïðå-
äåëåííûå ïðàâà è îáÿçàòåëüñòâà.
Íî ýòè ïðàâà è îáÿçàòåëüñòâa
ìîãóò âîçíèêíóòü íå èíà÷å, êàê
ìåæäó ñòîðîíàìè ïî äîãîâîðó.

Äîãîâîð ìîæåò áûòü îáÿçà-
òåëüíûì äëÿ îäíîé ñòîðîíû ïî
äîãîâîðó, íî íå äëÿ äðóãîé.

Ïèñüìåííûå äîãîâîðû íå
âñåãäà áîëåå îáÿçàòåëüíû, ÷åì
óñòíûå.

A mere agreement is not yet a
contract. Otherwise an arrangement
between two friends to take a walk
together, or, to dine together, might
give rise to an action at law.
Commonly, the term «contract» is
used by English lawyers to convey
the idea of the responsibility which
arises from the voluntary
engagement of one person to
another.

A contract gives rise to certain
rights and obligations. But these
rights and obligations cannot arise
except between the parties to the
contract.

A contract may be binding upon
one party to the contract and not
upon the other.

Written contracts are not always
more binding than oral contracts.
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 Ïåðåâîä: ____________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 2 ÄÅÍÜ 2

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò Á

Îôåðòà � ýòî ïðåäëîæåíèå
Ïðîñòóþ îôåðòó ìîæíî îòîçâàòü
â ëþáîå âðåìÿ äî òîãî, êàê îíà
ïðèíÿòà (àêöåïòîâàíà), à äëÿ
òîãî, ÷òîáû ñòàòü îáÿçàòåëüíîé,
îôåðòà äîëæíà áûòü
àêöåïòîâàíà â òîì âèäå, êàê îíà
ñäåëàíà, à íå ñ êàêèìè-ëèáî
èçìåíåíèÿìè èëè óñëîâèÿìè.

Âîîáùå ãîðàçäî òðóäíåå
óñòàíîâèòü íàëè÷èå àêöåïòà, ÷åì
îôåðòû.

Ëèöî, êîòîðîå äåëàåò ïðåäëî-
æåíèå, íàçûâàåòñÿ îôåðåíòîì,
ëèöî, êîòîðîìó äåëàåòñÿ ïðåäëî-
æåíèå, � àäðåñàòîì îôåðòû.
Åñëè ëèöî, êîòîðîìó äåëàåòñÿ
ïðåäëîæåíèå, åãî ïðèíèìàåò, òî
îíî òàêæå íàçûâàåòñÿ
àêöåïòàíòîì.

An offer is a proposal. One may
revoke a simple offer at any time
before it is accepted, and in order
that it may become binding it must
be accepted as made and not with
variations or conditions.

It is generally more difficult to
conclude that there has been an
acceptance than that there has
been an offer.

A person who makes an offer is
called an offerer; a person to whom
an offer is made, an offeree. If the
offeree accepts the offer he is also
called an acceptor.
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VOCABULARY

offer îôåðòà, ïðåäëîæåíèå
make an offer ñäåëàòü îôåðòó
accept an offer ïðèíÿòü ïðåäëîæåíèå, àêöåïòîâàòü

îôåðòó
revoke/withdraw an offer îòîçâàòü îôåðòó (revocation/

withdrawal of an offer)
acceptance ïðèíÿòèå, àêöåïò
acceptor àêöåïòàíò
offerer ëèöî, äåëàþùåå ïðåäëîæåíèå;

îôåðåíò
offeree ëèöî, êîòîðîìó äåëàåòñÿ

ïðåäëîæåíèå; àäðåñàò îôåðòû
 Ïåðåâîä: ____________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 3 ÄÅÍÜ 3

SKILLS

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Absolute construction

The rights and liabilities of the
parties to a contract having been
considered, it is now necessary to

Ïîñëå òîãî, êàê ðàññìîòðåíû
ïðàâà è îáÿçàòåëüñòâà ñòîðîí
ïî äîãîâîðó, íåîáõîäèìî



13
Ñîâðåìåííûé Ãóìàíèòàðíûé Óíèâåðñèòåò

_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

âûÿñíèòü, êàê ïðåêðàùàþòñÿ
äîãîâîðíûå îòíîøåíèÿ.

Åñëè îôåðòà ñîñòîèò èç
ìíîãèõ óñëîâèé, òî íåîáõîäèìî
ïîçàáîòèòüñÿ î òîì, ÷òîáû âñå îíè
áûëè äîâåäåíû äî ñâåäåíèÿ
äðóãîé ñòîðîíû.

Íàïðèìåð, åñëè ëèöî À äîãî-
âàðèâàåòñÿ ñ ëèöîì Â, ïðè÷åì
îáÿçàòåëüñòâî ïîääåðæèâàåòñÿ
âñòðå÷íûì óäîâëåòâîðåíèåì î
òîì, ÷òî ëèöî Ñ äîëæíî ïîëó÷èòü
îïðåäåëåííóþ ñóììó äåíåã, òî Ñ
íå ìîæåò âçûñêàòü ïëàòåæ
îãîâîðåííîé ñóììû èëè êàêîé-
ëèáî äðóãîé ñóììû, òàê êàê Ñ íå
ÿâëÿåòñÿ ñòîðîíîé ïî äîãîâîðó.

 see how the contractual relationship
is terminated.

An offer consisting of various
terms, care should be taken that the
whole of the terms are brought to
the notice of the other party.

For example, if A agrees with Â,
there being a consideration for
the promise, that Ñ shall receive a
certain sum of money, Ñ cannot
enforce the payment of the sum
agreed upon, or any other sum,
because he is no party to the
agreement.
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 4     ÄÅÍÜ 4

Ïåðåâåäèòå ñ àíãëèéñêîãî ÿçûêà íà ðóññêèé

All the terms of an agreement to be binding must be assented to by
both parties, and in the same sense or with the same intent, and must be
obligatory on both parties, though there are exceptions to this, as in the case
of a minor contracting with an adult, the latter being bound and the
minor being entitled to plead his minority and thereby defeat the
action.

The person who makes an offer may attach any conditions he pleases
to it, and prescribe any terms of acceptance he chooses. No one is
compelled to accept the offer, and there is no acceptance until all the
terms are complied with, however ridiculous they may be.

When one person writes an offer to sell and another person at the
same time writes an identical offer to buy, there might appear to be an
acceptance before the offer. This, however, is not true. We here have two
offers and no acceptance.

An acceptance sent in the same manner in which offer was received
is not binding until actually received by the offerer if the offerer requested
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or suggested some other manner of acceptance or if he stated that the
offer would not be good till acceptance was received.
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 5 ÄÅÍÜ 5

BUSINESS CORRESPONDENCE

1.1 Letter layout

Look at these two letters on the next page.
Ü 1 What can you notice about the layout of the paragraphs?

2 Is there any punctuation in the addresses?
3 What differences are there between the two letters?

_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
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INTERCITY BANK Plc
58 Jalan Thamrin� Jakarta � Indonesia

Telephone 376018 � Telex 6756
Prapatan Office Supplies You ref
7 Jalan Prapatan Our ref PL /da / 246
Jakarta

12 January 1987
Dear Sirs
We are expanding our offices in Jakarta and we will need extrà
desks, lights, chairs and filing cabinets.
Please send us your catalogue with your prices, sizes and colours
for these items.
Your faithfully

Mr. Peter Long
Manager

INTERCITY BANK Plc
58 Jalan Thamrin� Jakarta � Indonesia

Telephone 376018 � Telex 6756
Mr. S. Basuki Your ref
Jakarta Furnishings Our ref PL / fh /246
7 Jalan Arjune
Jakarta

12 January 1987

Dear Mr. Basuki
Office furniture

We are expanding our offices in Jakarta and we will need extra
desks, lights, chairs and filing cabinets.
Please send us your catalogue with you prices, sizes and colours
for these items.
Your faithfully

Mr. Peter Long
Manager
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1.2 Block style

There are many ways to lay out a business letter. The letters from
Intercity Bank are examples of a modern way, called �block style�. Notice:

� the name and address of the addressee are at the top on the left
(The addressee is the person you are writing to.)

� the date is on the right
� there is no punctuation in the address or after �Yours faithfully/

sincerely� or �Dear...�
� the paragraphs start at the margin and there are line spaces

between them
� the writer�s name and title are under the signature
In this book, you will also see some other ways of laying out business

letters, but �block style� is the most useful to learn because it is accepted
everywhere.

1.3 The date

Be careful with the date! In Britain, they write the day first, but in the
United States they write the month first. This means that

12 06 87
is the twelfth of June in Britain but in the United States it is the sixth of

December! So write the date like this
12 June 1987

and then everybody will know what you mean. Remember to use a
capital letter for the month. You do not have to write th, rd, nd or st after the
day.
Ü How would you write these dates in a letter?

a) Jan 16th, 1988 c) 6/11/87 (UK) e) 21.01.88
b) 23rd March 1988 d) 09-07-87 (USA) f) 04.08.87 (USA)

1.4 Dear .../Yours...

Here are some ways to open a letter

Dear Sirs � to a company
Dear Sir � to a man if you do nor know his name
Dear Madam � to a woman if you do not know her name
Dear Mr Smith � to a man
Dear Mrs Smith � to a married woman
Dear Miss Smith � to an unmarried woman
Dear Ms Smith � to a married or unmarried woman
Dear John � to a friend or someone you know well
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Note: It is wrong to open a letter with �Dear Mr John� or �Dear Mr John
Smith�
The way you close a letter depends on how you open it

Dear Sirs/Sir/Madam � Yours faithfully
Dear Mr/Mrs/Miss/Ms Smith � Yours sincerely
Dear John � Best wishes.

Ü 1 Join these openings to the right ending

a) Dear Mrs Wilson
b) Dear Madam Peter
c) Dear Ms Hemsuchi
d) Dear Susanna
e) Dear Mr Gomalez
f) Dear David
g) Dear Sirs

2 Now put in the missing openings and closings

a) The Manager c) Ms B Carrillo e) Trufit Shoe Co.
Flichi Bank Restaurante iBien Padre 841 Pacific St
Tokyo Guadalajara Los Angeles
Dear............ Dear...................... ...................
Yours............. ............................. ...................

b) d) The Manageress f) Mrs H Cheng
Bells Supermarket 5 Hatton Road
76 Oxford Road Hong Kong
Bath BA2 5HD

Dear John ...................................... .....................
................. ...................................... .....................
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LESSON 2  ÓÐÎÊ 2

DAY 1     ÄÅÍÜ 1

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò À

VOCABULARY

consideration âñòðå÷íîå óäîâëåòâîðåíèå
valid äåéñòâèòåëüíûé, èìåþùèé çàêîííóþ ñèëó (ant.

invalid)
enforce èñïîëíÿòü ïðèíóäèòåëüíî ÷åðåç ñóä
(un)enforceable (íå)èìåþùèé èñêîâóþ ñèëó, (íå)ìîãóùèé áûòü

ïðèíóäèòåëüíî îñóùåñòâëåííûì
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

Âñòðå÷íîå óäîâëåòâîðåíèå
� ýòî ñóùåñòâî äîãîâîðà.

Îôåðòà ìîæåò áûòü îòîçâàíà â
ëþáîå âðåìÿ äî åå àêöåïòà,
ïîñêîëüêó îòñóòñòâóåò âñòðå÷íîå
óäîâëåòâîðåíèå, ñîõðàíÿþùåå
îôåðòó îòêðûòîé.

Äëÿ òîãî, ÷òîáû çàêëþ÷èòü
èìåþùèé çàêîííóþ ñèëó äîãî-
âîð, íóæíî ñîáëþäàòü îïðåäåëåí-
íûå íåîáõîäèìûå óñëîâèÿ.

Ñóä íå ìîæåò ïðèäàòü èñêî-
âóþ ñèëó ñîãëàøåíèþ, åñëè îí íå
çíàåò, â ÷åì îíî çàêëþ÷àåòñÿ, è
ìîæåò ïîëó÷èòü ñâåäåíèÿ î íåì
òîëüêî èç ñïîñîáà, êîòîðûì
ñòîðîíû âûðàçèëè ñâîå
íàìåðåíèå.

Íåèìåþùèé èñêîâóþ ñèëó
îçíà÷àåò çàêîííûé ïî ñâîåé ñóòè,
íî íå ìîãóùèé áûòü äîêàçàííûì â
ñóäå.

Consideration  is the very
essence of a contract.

An offer can be withdrawn at any
time before acceptance because
there is no consideration  for
keeping it open.

In order to make a valid contract
one must observe certain necessary
conditions.

A court of law cannot enforce an
agreement if it does not know what
the agreement is, and it can only
obtain its knowledge from the
manner in which the parties have
expressed their intention.

Unenforceable means valid in
itself, but not capable of being
proved in a court of justice.
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 2     ÄÅÍÜ 2

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò Á

Èñïîëíåííûé äîãîâîð � ýòî
òàêîé äîãîâîð, öåëü êîòîðîãî
äîñòèãàåòñÿ ñðàçó æå, â òî âðåìÿ
êàê íåèñïîëíåííûé (ïîäëåæà-
ùèé èñïîëíåíèþ) äîãîâîð �
ýòî òàêîé äîãîâîð, â cooòâåòcòâèè
ñ êîòîðûì îäíà èç ñòîðîí
ñâÿçûâàåò ñåáÿ îáÿçàòåëüñòâîì
ñîâåðøàòü èëè íå ñîâåðøàòü
òðåáóåìîå äåéñòâèå â áóäóùåì.

Íåçàêîííûé äîãîâîð � ýòî
îáîþäíîå ñîãëàøåíèå î ñîâåð-
øåíèè äåéñòâèé, ïðîòèâîðå÷à-
ùèõ çàêîíó èëè îáùåñòâåííîìó
ïîðÿäêó.

Îñïîðèìûé îçíà÷àåò ìîãóùèé
áûòü ëèáî ïîäòâåðæäåííûì, ëèáî
ðàñòîðãíóòûì îäíîé èëè äðóãîé
ñòîðîíîé â çàâèñèìîñòè îò åå
æåëàíèÿ.

Íè÷òîæíûé  � çíà÷èò
ëèøåííûé âñÿêîé çàêîííîé ñèëû.

An executed contract is one in
which the object of the contract is at
once performed, whilst an
executory contract is one in which
one of the parties finds himself to
do, or not to do, a given thing at
some future date

An illegal contract is a mutual
agreement to do something contrary
to law or public policy

Voidable  means capable of
being affirmed or repudiated by one
or other of the parties, according to
his wishes.

Void means destitute of all legal
effect.
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VOCABULARY

executed èñïîëíåííûé
executory íåèñïîëíåííûé, ïîäëåæàùèé èñïîëíåíèþ
void íè÷òîæíûé (syn. null)
(il)legal (íe)çàêîííûé
voidable îñïîðèìûé, ìîãóùèé áûòü àííóëèðîâàííûì

_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 3     ÄÅÍÜ 3

Ïåðåâîä

Ïåðåâåäèòå ñ àíãëèéñêîãî ÿçûêà íà ðóññêèé è âûïîëíèòå
îáðàòíûé ïåðåâîä (ñ ðóññêîãî íà àíãëèéñêèé)

An offer, so long as it is unrevoked, may be accepted within the time
designated in the offer and if no time is designated, then within a reasonable
time under the circumstances. An offer indefinite as to time of acceptance
cannot remain open forever, and what is a reasonable time will usually be a
question for a jury to determine. It, however, some consideration is given by
the other party to secure continuance of an offer to a given time, the offer
will remain open to the expiration of the time agreed upon. When the
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withdrawal of an offer is made it will be effective only when it reaches the
other party. If the acceptance is by mail it will be effective from the time of
mailing it.
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 4     ÄÅÍÜ 4

Ïåðåâåäèòå ñ àíãëèéñêîãî ÿçûêà íà ðóññêèé ÿçûê

«Every agreement enforceable at law is a contract.» This is the
definition given by Pollock. It is worthy of careful thought, because a
contract is often defined as an agreement enforceable at law. This is far
from correct. An agreement which cannot be enforced at law, because it
doesn�t fulfil the requirements of certain statutes, may still be a contract.

A contract is an enforceable agreement between two or more
competent persons, embodying an offer by one person to do or not to do a
certain thing and an acceptance by another. This definition, like most
definitions, fails adequately to define so comprehensive a term as contract.
The reason is that It is impossible to compress into one sentence all the
requirements and circumstances at tending the formation of a valid
contract. Where the thing agreed upon has been done, as in case of an
article sold and delivered and payment made on the spot, it is called an
executed contract. Executory contracts, on the contrary, are those where
something remains to be done as to do an act on or before a future day.
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Illegal considerations will not make a binding contract. A contract
containing an agreement to do anything immoral, indecent or contrary to law
is void, as for example contracts to commit, conceal or compound a crime.
If only part of the consideration is contrary to law the entire contract is
void. A contract founded on a consideration naturally or physically
impossible is also void.
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 5     ÄÅÍÜ 5

BUSINESS CORRESPONDENCE

1.5 Practice

There are ten mistakes in this letter. Can you find them? Write out the
letter correctly, in �block style�.



24
Ñîâðåìåííûé Ãóìàíèòàðíûé Óíèâåðñèòåò

181 North Street
Island World Holidays London WIM ZFW

Tel. 01-676 9096
Miss Margarets Lindell
Slottsberget 26
Goteborg 41803
Sweden

Your ref
Our ref FH / ts

Dear Sir

Thank you for your letter of the nineteenth of May nineteen
hundred and eighty-seven.
I have pleasure in sending you our brochure with
details of all our holidays.
I look forward to hearing from you.
1987, may 22nd. Best wishes

Sales Manager
Fred Henderson.

1.6 Subject heading

The letter to Jakarta Furnishings (1.1) has a heading, Office furniture.
This says what the letter is about. It will help Mr Basuki give the letter to the
right person. Often, when we put a heading we then use the word above or
above-mentioned, like this:
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1.7 Practice
Can you complete these letters? There are two things missing in each one.

Dear Sirs
.......................................................................................................
This year the Daily Observer newspaper will print a
special report on travel agencies. We were wondering if
your company would like to put an advertisement in it.
I enclose our price list and look forward to hearing from
you.
....................................................................................................

Ms. Renata Makosch
Advertising manager
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1.8 Letter practice

You are the Purchasing Supervisor at Green Supermarkets Ltd, 13
Station Road, Dublin, Ireland. Your manager has just sent you this memo.

Write the letter to Corona Ltd. Make sure that you lay it out in the
modern �block style�.
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________



27
Ñîâðåìåííûé Ãóìàíèòàðíûé Óíèâåðñèòåò

_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

LESSON 3  ÓÐÎÊ 3

DAY 1     ÄÅÍÜ 1

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ

Òåêñò À

Êîììåð÷åñêàÿ äåÿòåëüíîñòü
ñîñòîèò ïî ñóùåñòâó èç çàêëþ÷å-
íèÿ äîãîâîðîâ è ïðåêðàùåíèÿ
îáÿçàòåëüñòâ èç äîãîâîðà.

Äîãîâîð � ýòî ðåçóëüòàò
ñî÷åòàíèÿ äâóõ êîìïîíåíòîâ:
ñîãëàøåíèÿ è îáÿçàòåëüñòâà.

Ïðîñòîé äîãîâîð  ÷àñòî
íàçûâàþò óñòíûì äîãîâîðîì âíå
çàâèñèìîñòè îò òîãî, çàêëþ÷åí ëè
îí â ïèñüìåííîé èëè óñòíîé
ôîðìå.

Business consists essentially of
making  and discharge of
contracts.

Contract is the result of a
combination of two ideas � an
agreement and an obligation.

A simple contract is often called
a �parol� contract, and it makes no
difference whether it is in writing or
only made orally.
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VOCABULARY

make a contract çàêëþ÷èòü äîãîâîð, âñòóïèòü â
(syn. enter into a contract, äîãîâîðíûå îòíîøåíèÿ (conclusion of
conclude contract) a contract)

obligation îáÿçàòåëüñòâî, îáÿçàííîñòü

simple contract ïðîñòîé äîãîâîð, äîãîâîð íå çà
(parol contract) ïå÷àòüþ

contract under seal äîãîâîð çà ïå÷àòüþ
(specialty contract, deed)

covenant äîãîâîð çà ïå÷àòüþ, îáÿçàòåëüñòâî
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

Äîãîâîð çà ïå÷àòüþ îáû÷íî
íàçûâàþò �specialty� , èëè
�deed� . Òàêîé äîêóìåíò
íåâîçìîæåí áåç ïèñüìåííîãî
îôîðìëåíèÿ, ñêðåïëåíèÿ ïå÷àòüþ
è ôîðìàëüíîãî âðó÷åíèÿ.

Òåðìèí �covenant� èñïîëü-
çóåòñÿ äëÿ îáîçíà÷åíèÿ äîãîâîðà
çà ïå÷àòüþ, à òåðìèí �agreement�
(ñîãëàøåíèå) îáû÷íî îáîçíà÷àåò
äîãîâîð íå çà ïå÷àòüþ.

A contract under seal  is
generally called a specialty
contract, or a deed. Three things
are essential to a deed � writing,
sealing and delivery.

The term �covenant� is applied
to denote a contract under seal;
and the term �agreement� generally
denotes a contract not under seal.
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DAY 2     ÄÅÍÜ 2

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò Á

VOCABULARY

promise îáåùàíèå, îáÿçàòåëüñòâî
construe òîëêîâàòü, îáúÿñíÿòü
waiver îòêàç (îò ïðàâà, ïðåòåíçèè, èñêà)
waive îòêàçàòüñÿ (îò ïðàâà, ïðåòåíçèè è ò ï.)
promisor äîëæíèê
promisee êðåäèòîð

_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

Òåðìèí �promise� (îáåùàíèå)
èñïîëüçóåòñÿ äëÿ îáîçíà÷åíèÿ
ïðîñòîé óñòíîé äîãîâîðåííîñòè
îäíîãî ëèöà ñ äðóãèì, êîòîðàÿ íå
ïðåäïîëàãàåò íè âñòðå÷íîãî
óäîâëåòâîðåíèÿ â îáìåí íà ýòî
îáåùàíèå, íè êàêîé-ëèáî ñîîò-
âåòñòâóþùåé îáÿçàííîñòè ñî
ñòîðîíû òîãî ëèöà, êîòîðîìó îíî
äàåòñÿ.

Îáåùàíèå ïåðåäàòü ÷òî-ëèáî â
äàð âðÿä ëè ìîæåò áûòü
èñòîëêîâàíî  êàê îáîþäíàÿ
ñäåëêà, òàê êàê äðóãàÿ ñòîðîíà
íè÷åãî íå îòäàåò âçàìåí.

Âñòðå÷íîå óäîâëåòâîðåíèå
ìîæíî îïðåäåëèòü êàê îòêàç èëè
îáÿçàòåëüñòâî îòêàçàòüñÿ îò
çàêîííîãî ïðàâà ïî ïðîñüáå
äðóãîé ñòîðîíû.

Âñòðå÷íîå óäîâëåòâîðåíèå íå
âñåãäà ñîñòîèò èç âûãîäû,
ïîëó÷åííîé äîëæíèêîì .
Íåïðåìåííîé ÷åðòîé ÿâëÿåòñÿ
óùåðá, ïîíåñåííûé êðåäèòîðîì.

The term �promise� is used to
signify any mere parol engagement
by one person with another, where
there is no consideration for the
promise, nor any corresponding
duty on the part of him to whom it is
made.

The promise of a gift can
scarcely be construed as a mutual
transaction because the other party
does not give up anything.

Consideration may be defined as
the waiver  of, or a promise to
waive, a legal right at the request of
another.

Consideration does not always
consist of benefit received by the
promisor. The essential feature is
detriment to the promisee.
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 3      ÄÅÍÜ 3

SKILLS

Ïåðåâåäèòå ïî ìåòîäèêå ÐÀÏ:

Îáùåå ïðàâèëî çàêëþ÷àåòñÿ
â òîì, ÷òî ñóäåáíîå ðåøåíèå îá
èñïîëíåíèè â íàòóðå äîãîâîðà çà
ïå÷àòüþ íå áóäåò âûíåñåíî, åñëè
ïîëíîñòüþ îòñóòñòâóåò âñòðå÷íîå
óäîâëåòâîðåíèå.

Ðàñïðîñòðàíåííûì çàáëóæ-
äåíèåì îòíîñèòåëüíî äîãîâîð-
íîãî ïðàâà ÿâëÿåòñÿ òî, ÷òî
ñîãëàøåíèå íå îáÿçàòåëüíî, åñëè
îíî íå çàêëþ÷åíî â ïèñüìåííîé
ôîðìå.

Îøèáî÷íî ïîëàãàòü, ÷òî
ôàêòû ìîãóò áûòü óñòàíîâëåíû
òîëüêî íà îñíîâå ïèñüìåííûõ
äîêàçàòåëüñòâ.

It is + noun + that

It is a general rule that specific
performance of a contract under
seal will not be decreed if there is a
total failure of consideration.

It is a common misconception
as to the law of contracts that an
agreement is not binding if it is not in
writing.

It is an erroneous belief that
facts may be established by written
evidence only.
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

Âîïðîñ î òîì, ÿâëÿåòñÿ ëè
äîãîâîð äåëèìûì èëè íåäåëèìûì,
� ýòî âîïðîñ, ãëàâíûì îáðàçîì,
íàìåðåíèÿ ñòîðîí.

Íåñóùåñòâåííî, äàíî ëè
îáÿçàòåëüñòâî â ïèñüìåííîé èëè
óñòíîé ôîðìå.

ßâëÿåòñÿ ëè óñëîâèå äîãîâîðà,
ïðåäóñìàòðèâàþùåå èñïîëíåíèå â
îïðåäåëåííîå âðåìÿ,
ïðåäâàðèòåëüíûì óñëîâèåì,
çàâèñèò îò òîãî, èãðàåò ëè ýòî
óñëîâèå âàæíóþ ðîëü â äîãîâîðå.

whether

The question whether a contract
is divisible or indivisible is primarily
one of the intention of the parties.

It is immaterial whether the
promise is made in writing or orally.

Whether a term of a contract
providing for performance at a
certain time is a condition precedent
depends upon whether the term is
of great importance in the contract.
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DAY 4      ÄÅÍÜ 4

Ïåðåâåäèòå ñ àíãëèéñêîãî ÿçûêà íà ðóññêèé ÿçûê

Covenant is an agreement entered into by deed, that is, by instrument
of writing under seal, whereby one of the parties promises the performance
or non-performance of a certain act or acts, or that a given state of things
does or shall or does not or shall not exist.

A moral obligation is said to be a sufficient consideration to support a
promise. If one promises to do what he morally ought to do, though he is
not legally bound to do it, the promise will bind him. This is really true,
however, only where a legal obligation actually once existed.

It is the intention of both parties that must be sought in determining
the meaning of the contract but in doing this the plain meaning of the words
used cannot be perverted.

It is a general principal governing the construction of contracts that
stipulations as to time of their performance are not necessarily of their
essence.

In determining whether or not the performance of one covenant
depends upon or is to follow the performance of another, the intention of
the parties will control.

The test for determining whether a promise or an act is an offer is
whether a reasonable person in the position of the other party would so
construe it. Similarly, an acceptance may consist of a promise or an act,
and the test construction by a reasonable person in the position of the
offerer.
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 5 ÄÅÍÜ 5

BUSINESS CORRESPONDENCE

Parts of a letter

2.1 Interfon looks for new agents

Interfon, Inc., USA, is looking for new business so they sent a letter to
their bank�s branch in Bahrain. They received the reply shown.

Ü 1 What differences are there between the layouts of the two
letters?

2 How can Eastern Bank help Interfon?

INTERFON INC.
Interfon, Inc.

Your ref 1677 Sea Harbor Drive
Orlando, Florida 35509

Our ref   RW.jd USA

Eastern Bank
PO Box  3455
Bahrain February 8, 1987

Gentlmen
We are writing to inquire about agents for our products to

Bahrain.Your branch to Orlando, Florida, has told  us that you may be able to
help us.

We are a large manufacturer of radio telephones. At present, we
export to Europe and Latin America, but we would like to start exporting to
the Arabian Golf.

Could you please forward this letter to any companies in Bahrain that
might be interested in representing us? We enclose some of our catalogs.

Sincerely yours,

Robert J. Winston
Export Division
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3EASTERN BANK4

PO Box 3455 Tlx 3467 ICB
Bahrain Tel 254809

You ref RW: jd
Our ref RD/run

Mr. Robert J. Winston 20 February 1987
Export Division
Interfon, Inc.
1677 Sea Harbor Drive
Orlando, Florida 35509
USA

Dear Mr. Winston
We have received your letter of 8 February, enquiring about agents
for your products.
We have passed your letter on to the following companies who will
contact you direct:

Arabian Electonics PO Box 26180 Bahrain
Golf Communication PO  Box 3438 Bahrain

We hope that this will help you.
Yours sincerely

 

Husain Dhaif
Corporate Section

: used after the opening in American English
Gentlemen: in American English, the opening sometimes used to a

company instead of �Dear Sirs�
catalogs British English: catalogues
Sincerely yours, British English: Yours sincerely/Yours faithfully
inquire ask
forward send further, pass on
enc short for �enclosure�

2.2 Arabian Electronics replies

Sometime later, Interfon received this letter from Arabian Electronics.
They wrote back straight away.

Ü 1 What did Arabian Electronics want to know and what was Interfon�s
answer?

      2 Did Mr Winston enclose the brochures with his letter?
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Àrabian Electronics

Yor ref RW.jd

Our ref MAJ/yb

Mr. Robert J.Winston 3 March 1987
Export Division
Interfon, Inc.
1677 Sea Harbor Drive
Orlando, Florida 35509
USA

Dear Mr Winston
Agents in Bahrain

Eastern Bank has passed us  your letter of 8 February.
We are interested in importing radio telephones and we would like to
receive some more information. Please could you confirm that the
prices on your cataloge are still correct.

We look forward to hearing from you.
You sincerely

M. A. Al Jalahma
Magaging Director
PO Box 26180 Manama Bahrain Tel. 2564 73 Tb 9452 AEEE

INTERFON INC.
Interfon, Inc.

Your ref 1677 Sea Harbor Drive
Orlando, Florida 35509

Our ref   RW.jd USA
Mr. M. A. Al Jalahma
Managing Director
PO Box  26180  Manama
Bahrain

Dear Mr. Al Jalahma
Agents in Bahrain

Thank you for your letter dated March 3.
I am pleased to send you some of our brochures under separate cover. I can

confirm that the prices in our catalog are correct until the end of December.
I am visiting the Middle East soon and I will contact you again shortly to

arrange a demonstration of our products.
Meanwhile, please do not hesitate contact me if you have any further

questions.
Best Regards,

Robert J.Winston
Expert Director
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under separate cover in another envelope
hesitate delay because you are not sure

2.3 Parts of a letter

Most letters have three parts.

Dear ..
An opening
This says why you are writing.
The main message
This gives the details.
The close
This usually talks about the future.
Yours faithfully/sincerely etc.

LESSON 4  ÓÐÎÊ 4

DAY 1     ÄÅÍÜ 1

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò À

Ü 1 Look back at 2.1 and 2.2.
Find the three parts in each letter
     2 Look at 2.1 and 2.2 again.
Which letter has more than one
paragraph in the main message?
What is the subject of each
paragraph?

Îáìàí � ýòî òàêîå íàìåðåííîå
èñêàæåíèå ïðàâäû, êîòîðîå íàíîñèò
óùåðá ïðàâàì äðóãîãî ëèöà.

Õîòÿ äîãîâîð, îñíîâàííûé íà
ìîøåííè÷åñòâå , ÿâëÿåòñÿ
íåäåéñòâèòåëüíûì â îòíîøåíèè
ëþáîé ñòîðîíû, ïðîòèâ êîòîðîé
çàìûøëÿëîñü ìîøåííè÷åñòâî,
ñòîðîíà, ñîâåðøèâøàÿ îáìàí, íå
ìîæåò àííóëèðîâàòü äîãîâîð.

Íåäîëæíîå âëèÿíèå � ýòî
íåíàäëåæàùåå èëè íåïðàâîìåðíîå
ïîáóæäåíèå ëèöà ñîâåðøèòü
äåéñòâèå, êàêîâîå áåç òàêîãî
ïîáóæäåíèÿ îíî áû íå ñîâåðøèëî;

Fraud  is such intentional
perversion of the truth which
prejudices the rights of another.

Though a fraudulent contract is
void against any party intended to be
defrauded, the party committing the
fraud, cannot avoid the contract.

Undue influence is the improper
or wrongful persuasion of a person to
do something which without such
persuasion he would not do; it usually
consists in taking unfair advantage of
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VOCABULARY

fraud îáìàí
fraudulent îáìàííûé, ìîøåííè÷åñêèé
defraud îáìàíûâàòü
commit fraud ñîâåðøèòü îáìàí, ìîøåííè÷åñòâî
duress ïðèíóæäåíèå
under duress ïîä ïðèíóæäåíèåì
misrepresentation ïðåäñòàâëåíèå â ëîæíîì ñâåòå; ââåäåíèå â

çàáëóæäåíèå
innocent/fraudulent íå/çëîíàìåðåííîå ââåäåíèå â çàáëóæäåíèå
misrepresentation

_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

another�s mental, emotional or
physical weakness.

Duress to avoid a contract must
be proved to be either actual violence
or a threat which negatives consent
on the part of the party under
duress.

The misrepresentation will void
or cancel the contract, and if the
misrepresentation is fraudulent
the party making it will be held
responsible to the other for
damages.

îáû÷íî íåäîëæíîå âîçäåéñòâèå
çàêëþ÷àåòñÿ â íå÷åñòíîì
èñïîëüçîâàíèè óìñòâåííîé
íåïîëíîöåííîñòè, ýìîöèîíàëüíîé
íåóñòîé÷èâîñòè èëè ôèçè÷åñêîé
ñëàáîñòè äðóãîãî ëèöà.

Äëÿ òîãî, ÷òîáû àííóëèðîâàòü
äîãîâîð, íåîáõîäèìî äîêàçàòü, ÷òî
ïðèíóæäåíèå âûðàçèëîñü ëèáî â
ôîðìå íàñèëèÿ êàê òàêîâîãî, ëèáî
óãðîçû, ÷òî ëèøàåò ñîãëàñèå, äàííîå
ñòîðîíîé, íàõîäÿùåéñÿ ïîä
ïðèíóæäåíèåì, ñèëû.

Ïðåäñòàâëåíèå â ëîæíîì
ñâåòå ñäåëàåò íåäåéñòâèòåëüíûì
èëè àííóëèðóåò äîãîâîð, à åñëè îíî
ÿâëÿåòñÿ çëîíàìåðåííûì , òî
ñòîðîíà, ñîâåðøèâøàÿ
ìîøåííè÷åñòâî, áóäåò ñ÷èòàòüñÿ
îòâåòñòâåííîé çà óáûòêè, ïîíåñåííûå
äðóãîé ñòîðîíîé.
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 2     ÄÅÍÜ 2

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò Á

Ñëåäîâàòåëüíî, îáùèé òåðìèí
«äîãîâîð» âêëþ÷àåò â ñåáÿ ëþáîå
ñîãëàøåíèå èëè îáÿçàòåëüñòâî,
ñîãëàñíî êîòîðîìó îäíà ñòîðîíà
áåðåò íà ñåáÿ îáÿçàòåëüñòâî èëè
ñòàíîâèòñÿ ïðÿìî èëè êîñâåííî
îáÿçàííîé âûïëàòèòü äðóãîé ñòîðîíå
äåíåæíóþ ñóììó, ëèáî ñîâåðøèòü
èëè íå ñîâåðøàòü êàêîå-òî
îïðåäåëåííîå äåéñòâèå.

Öåññèÿ � ýòî ïåðåäà÷à (ïðàâà,
èìóùåñòâà) ïîñðåäñòâîì
ïèñüìåííîãî äîêóìåíòà â îòëè÷èå îò
ïåðåäà÷è ïîñðåäñòâîì ôîðìàëüíîãî
âðó÷åíèÿ.

Öåäåíò � ýòî òîò, êòî ïåðåäàåò
ïðàâî, à öåññèîíàðèé � ýòî òîò, â
ïîëüçó êîòîðîãî äåëàåòñÿ
ïåðåóñòóïêà.

Äëÿ òîãî, ÷òîáû ïåðåäà÷à èìåëà
þðèäè÷åñêóþ ñèëó, ïåðåäàâàåìûé
îáúåêò äîëæåí ñóùåñòâîâàòü
ôàêòè÷åñêè èëè ïîòåíöèàëüíî â
êàêîé-ëèáî ôîðìå âî âðåìÿ
ïåðåäà÷è.

Therefore, the general term
�contract� comprises every
agreement or obligation, whereby
one party binds himself, or becomes
bound, expressly or impliedly, to
another, to pay a sum of money, or
to do or omit to do any particular
act.

Assignment is a transfer by
writing as distinguished from one by
delivery.

Assignor is one who assigns a
right whereas assignee is one to
whom assignment is made.

In order that the transfer may
be valid at law the thing transferred
must have an actual or potential
existence of some kind at the time
of the transfer.
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VOCABULARY

assign (rights under a contract) ïåðåäàâàòü, ïåðåóñòóïàòü (ïðàâà
ïî äîãîâîðó)

transfer ïåðåäàâàòü (ïðàâà, èìóùåñòâî)
assignment, transfer ïåðåäà÷à, ïåðåóñòóïêà (ïðàâà,

èìóùåñòâà), öåññèÿ
assignor, transferor ëèöî, ïåðåäàþùåå (ïðàâî,

èìóùåñòâî), öåäåíò
assignee, transferee ïðàâîïðååìíèê, öåññèîíàðèé
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 3     ÄÅÍÜ 3

SKILLS

Ïåðåâåäèòå ïî ìåòîäèêå ÐÀÏ:

Â ðàâíîé æå ñòåïåíè ÿñíî, ÷òî
åñëè À è Â äîãîâîðèëèñü î òîì, ÷òî
Ñ äîëæåí ñîâåðøèòü êàêîå-òî
îïðåäåëåííîå äåéñòâèå, íè À, íè Â
íå âïðàâå îò íåãî ýòîãî òðåáîâàòü,

since

And it is equally clear that If A and
Â have agreed that Ñ shall do some
particular act, neither of them can
compel Ñ to do anything of the kind,
since Ñ is no party to the agreement.
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

A contract implied in law is one
in which an obligation is imposed
upon a person, irrespective or even
in violation of his intention to enter
into a contract. Such obligations are
more correctly described as �quasi�
contracts, which is the better name,
since it indicates that the obligation
is not a true contract, and avoids
confusion with contracts implied in
fact, which are real contracts.

A bilateral offer calls reasonably
for a promise on the part of the
offeree, since the offeror would
naturally wish to know in advance
of performance whether the offeree
was going to accept the offer.

ïîñêîëüêó Ñ íå ÿâëÿåòñÿ ñòîðîíîé
ïî äîãîâîðó.

Äîãîâîð, ïîäðàçóìåâàåìûé íà
îñíîâàíèè çàêîíà, ýòî òàêîé
äîãîâîð, â ñèëó êîòîðîãî
îáÿçàòåëüñòâî íàëàãàåòñÿ íà ëèöî
âíå çàâèñèìîñòè èëè äàæå âîïðåêè
åãî íàìåðåíèþ âñòóïèòü â
äîãîâîðíûå îòíîøåíèÿ. Òàêèå
îáñòîÿòåëüñòâà ïðàâèëüíåå
íàçûâàòü êâàçèäîãîâîðàìè, ÷òî
ÿâëÿåòñÿ áîëåå óäà÷íûì íàçâàíèåì,
ïîñêîëüêó îíî óêàçûâàåò íà òî, ÷òî
ýòî îáÿçàòåëüñòâî íå ÿâëÿåòñÿ
íàñòîÿùèì äîãîâîðîì è íå
äîïóñêàåò ñìåøåíèÿ ñ äîãîâîðàìè,
ïîäðàçóìåâàåìûìè ôàêòè÷åñêè,
êàêîâûå è ÿâëÿþòñÿ íàñòîÿùèìè
äîãîâîðàìè.

Äâóñòîðîííÿÿ îôåðòà ðàçóìíî
òðåáóåò îáÿçàòåëüñòâà ñî ñòîðîíû
àäðåñàòà îôåðòû, ïîñêîëüêó
îôåðåíò, åñòåñòâåííî, ïîæåëàåò
óçíàòü äî íà÷àëà èñïîëíåíèÿ,
ñîáèðàåòñÿ ëè àäðåñàò îôåðòû
àêöåïòîâàòü îôåðòó.
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_____________________________________________________________________
_____________________________________________________________________

DAY 4     ÄÅÍÜ 4

Ïåðåâåäèòå ñ àíãëèéñêîãî ÿçûêà íà ðóññêèé ÿçûê

Contracts may also be express, where the thing to be done or not to
be done is fully stated when the agreement is made, or implied, which are
such as reason and justice dictate and which the law presumes that every
man undertakes to perform. Thus, if one requests another to do a day�s work,
though there is no express promise to pay, there is an implied promise to
pay the amount commonly paid for such a day�s work in the neighbourhood.
Implied contracts are of very frequent occurrence.

Fraud in its ordinary application to cases of contract includes any trick
or artifice employed by one to induce another to fall into or keep him in error
so that he may make an agreement contrary to his interest. It may consist in
either misrepresenting or concealing material facts and may be effected by
words or by actions but neither law nor equity will relieve one who has not
himself exercised a due degree of caution.

Ordinarily, misrepresentation as to a fact, the truth or falsehood of
which the other party has an opportunity of ascertaining, or the concealment
of a matter which a person of ordinary skill or vigilance might discover, does
not constitute fraud. Also, misrepresentation as to the legal effect of an
agreement, every man of mature discretion being presumed to know the legal
effect of an instrument which he signs, or of an act which he performs, does
not constitute fraud. It is a deception as to facts that operates as fraud.
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 5      ÄÅÍÜ 5

BUSINESS CORRESPONDENCE

2.4 Beginning a letter

Here are some ways to begin a letter.

We are writing to enquire about ...
We are writing in connection with . ..
We are interested in ... and we would like to know ...

Ü 1 How would you start these letters?
a) You want to know the prices of some air conditioners.
b) You saw an advertisement in the newspaper yesterday and you

want  further information.
c) You want to know if the company you are writing to organises

holidays to Africa.

If you are answering a letter, you can start:

asking if ...
Thank you for your letter of (date), enquiring about ...
We have received your letter of (date), enclosing ...

concerning...

2 How would you start your reply in these situations?
a) A company wrote to you on 23 July. They wanted to know if

you sell photocopiers.
b) A man wrote to you on 18 December. He wanted employment

with your company. He also sent his curriculum vitae.
c) A company sent you a telex on 3 June. They wanted to know if

you  were going to the marketing conference in London.
d) A lady telephoned you this morning. She wanted to know if

her order No. 599 had arrived.
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2.5 Ending a letter

Here are some ways to end a letter.

I look forward to receiving your reply/order/products/etc.
Looking forward to hearing from you,

If you gave some information in the letter, you can close:

I hope that this information will help you.
Please do not hesitate to contact me if you need any further information.
Please feel free to contact me if you have any further questions.

2.6 Practice
Here are the main messages from four letters. Choose the correct

beginning and ending from sentences (a)-(h) on page 30 and then add �Yours
faithfully/sincerely� or �Best wishes�.
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Dear Peter
5 ....................................................................................
I am sorry that I was not in the office when you rang, but here is the

information that you wanted. The address of our branch in Singapore is
54 Liu Fang Rd, Jurong Town, Singapore 2262. The manager is Mr S
Rushford.

6 .....................................................................................
.......................

John Blake

Dear Mr. Hugo

3..................
..................

...........

We sell three kinds of water heaters.

The prices are of 1. 450 (150 litres) , Df1.680

(200 litres) with Df1.740 (250 litres). I enclose

some brochures.

4..................
..................

...........

..................
...

Jan van Vos

Sales Department

Dear Sir
1 ........................................................
We are happy to tell you that the
abovementioned company has always
paid our title on time. We have never
any problems with them.
2 .......................................................
......................

R. J. Smith

Manager
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Dear Ms Wilson
7 .....................................................................
I would be very happy to meet you in my office on the day you

suggested, 1 August, at 11 a.m.
8 .....................................................................
.........................................

F G Bending
Representative, South East Asia

a) Thank you for your telephone call today, enquiring about our prices.
b) Looking forward to seeing you,
c) Thank you for your letter of 16 February, concerning Arabian

Electronics.
d) I look forward to receiving your order.
e) Thank you for your telephone call today.
f) Thank you for your telex of 18 July, concerning your forthcoming

visit to Hong Kong.
g) I hope that this information will help you.
h) Please feel free to contact me if you need any information about our

other branches.

LESSON 5  ÓÐÎÊ 5

DAY 1     ÄÅÍÜ 1

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò À

Êîììåð÷åñêàÿ äåÿòåëüíîñòü
ñîñòîèò ïî ñóùåñòâó èç çàêëþ÷å-
íèÿ äîãîâîðîâ è ïðåêðàùåíèÿ
îáÿçàòåëüñòâ èç äîãîâîðà.

Îøèáêà àííóëèðóåò äîãîâîð, çà
èñêëþ÷åíèåì òåõ ñëó÷àåâ, êîãäà
äîãîâàðèâàþùàÿñÿ ñòîðîíà ðàâíûì
îáðàçîì ïîæåëàëà áû âñòóïèòü â
äîãîâîðíûå îòíîøåíèÿ ñ ëþáûì

Business consists essentially of
making and discharge of contracts.

The error annuls the contract with
the exception of cases when the
contracting party would have been
equally willing to enter into a
contract with any other person.
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VOCABULARY

make a contract (syn. enter into çàêëþ÷èòü äîãîâîð, âñòóïèòü â
a contract, conclude a contract) äîãîâîðíûå îòíîøåíèÿ (conclusion of

contract)
discharge of a contract ïðåêðàùåíèå îáÿçàòåëüñòâ èç

äîãîâîðà (discharge a contract)

rescind a contract ðàñòîðãíóòü äîãîâîð (rescission of a
contract)

avoid a contract àííóëèðîâàòü äîãîâîð (avoidance of a
contract)

perform a contract èñïîëíèòü äîãîâîð
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

A person can not avoid a contract
on the grounds of his own fraud.

Certain contracts shall not be
enforceable unless they are in writing
and are signed by the party to be
charged or his agent; for example,
contracts not to be performed within
a year.

As there was mutual mistake as to
the existence of the subject matter, the
defendant could rescind the contract.

äðóãèì ëèöîì.
Ëèöî íå ìîæåò àííóëèðîâàòü

äîãîâîð  íà îñíîâàíèè ñâîåãî
ñîáñòâåííîãî ìîøåííè÷åñòâà.

Íåêîòîðûå äîãîâîðû íå èìåþò
èñêîâîé ñèëû, åñëè îíè íå â
ïèñüìåííîé ôîðìå è íå ïîäïèñàíû
ñòîðîíîé, ê êîòîðîé ïðåäúÿâëÿåòñÿ
èñê, èëè åå àãåíòîì; íàïðèìåð,
äîãîâîðû, íå ïîäëåæàùèå
èñïîëíåíèþ â òå÷åíèå ãîäà.

Ïîñêîëüêó èìåëà ìåñòî îáîþäíàÿ
îøèáêà îòíîñèòåëüíî
ñóùåñòâîâàíèÿ ïðåäìåòà äîãîâîðà,
îòâåò÷èê ìîã ðàñòîðãíóòü äîãîâîð.
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 2     ÄÅÍÜ 2

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò Á

Àãåíòñêèé äîãîâîð � ýòî
äîãîâîð, â ñèëó êîòîðîãî îäíî ëèöî
ñîãëàøàåòñÿ ïðåäñòàâëÿòü äðóãîå
ëèöî â äåëîâûõ îòíîøåíèÿõ ñ
òðåòüèìè ëèöàìè. Ïðåäñòàâëÿåìîå
ëèöî íàçûâàåòñÿ ïðèíöèïàëîì.
Ëèöî, êîòîðîå ïðåäñòàâëÿåò
ïðèíöèïàëà, íàçûâàåòñÿ àãåíòîì.
Òðåòüÿ ñòîðîíà � ýòî ëèöî, ñ
êîòîðûì çàêëþ÷àåòñÿ ñäåëêà.

Âî ìíîãèõ ñëó÷àÿõ ïðåä-
ñòàâèòåëüñòâî ïðåçþìèðóåòñÿ èç
ïîâåäåíèÿ ñòîðîí èëè êîíêðåòíîé
ñèòóàöèè. Ïîäðàçóìåâàåìûå
ïðåäñòàâèòåëüñòâà, îäíàêî, èìåþò
îãðàíè÷åííûé õàðàêòåð. Èíîãäà èõ
íàçûâàþò «ïðåäñòàâèòåëüñòâàìè
â ñèëó íåîïðîâåðæèìîé
ïðàâîâîé ïðåçóìïöèè»,  ïîòîìó
÷òî ñòîðîíà, ñâÿçàííàÿ äîãîâîð-

Contract of agency is a contract
whereby one person agrees to
represent another person in business
dealings with third parties. The person
represented is called the principal.
The person who represents the
principal is an agent. The third party
is the person with whom the
transaction is entered into.

In many cases the agency will be
implied from the conduct or the
situation of the parties. Implied
agencies, however, are always of a
limited character. They are sometimes
known as �agencies by estoppel�,
because the party bound by the
contract is estopped by law or by his
conduct from denying the existence
of the agency.
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VOCABULARY

contract of agency äîãîâîð ïîðó÷åíèÿ, àãåíòñêèé
äîãîâîð

principal ïðèíöèïàë
agent àãåíò, ïðåäñòàâèòåëü
agency by ratification ïðåäñòàâèòåëüñòâî ñ ïîñëåäóþùèì

ïîäòâåðæäåíèåì ïîëíîìî÷èé àãåíòà
agency of necessity ïðåäñòàâèòåëüñòâî â ñèëó

íåîáõîäèìîñòè
agency by estoppel ïðåäñòàâèòåëüñòâî â ñèëó

íåîïðîâåðæèìîé ïðàâîâîé
ïðåçóìïöèè

_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

Agency by ratification means that
the principal adopts and affirms an
unauthorised act.

In certain circumstances a person
may become the agent of another
without any express or implied
appointment. Such a person is known
as an agent of necessity.

íûìè îáÿçàòåëüñòâàìè, îãðàíè÷åíà
â ñèëó çàêîíà èëè ñâîåãî ïîâåäåíèÿ,
â ïðàâå íà îòðèöàíèå ñóùåñò-
âîâàíèÿ ïðåäñòàâèòåëüñòâà.

Ïðåäñòàâèòåëüñòâî ñ
ïîñëåäóþùèì ïîäòâåðæäåíèåì
ïîëíîìî÷èé àãåíòà îçíà÷àåò, ÷òî
ïðèíöèïàë îäîáðÿåò è óòâåðæäàåò
äåéñòâèå, íà ñîâåðøåíèå êîòîðîãî
îí íå äàâàë ïîëíîìî÷èé.

Ïðè îïðåäåëåííûõ îáñòîÿòåëü-
ñòâàõ ëèöî ìîæåò ñòàòü àãåíòîì
äðóãîãî ëèöà áåç êàêîãî-ëèáî ïðÿìî
âûðàæåííîãî èëè ïîäðàçóìåâàå-
ìîãî íàçíà÷åíèÿ. Òàêîå ëèöî
íàçûâàþò àãåíòîì â ñèëó
íåîáõîäèìîñòè.
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DAY 3     ÄÅÍÜ 3

SKILLS

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ

Ñîãëàøåíèå íå ÿâëÿåòñÿ
äîãîâîðîì, åñëè åãî óñëîâèÿ íå
îïðåäåëåííû èëè íå ìîãóò ñòàòü
îïðåäåëåííûìè.

Åñëè ëèöî À çàêëþ÷àåò äîãîâîð
ñ ëèöîì Â î ïîñòàâêå ïîñëåäíåìó
òîâàðîâ, Â íå âïðàâå îòêàçàòüñÿ îò
òîâàðîâ íà òîì îñíîâàíèè, ÷òî îíè
íåíàäåæíî óïàêîâàíû, åñëè
òîâàðàì íå ïðè÷èíåí âðåä.

Ñóùåñòâîâàíèå äîêóìåíòà â
ïèñüìåííîé ôîðìå íå ñíèìàåò
íåîáõîäèìîñòè âñòðå÷íîãî
óäîâëåòâî-ðåíèÿ. Çà èñêëþ÷åíèåì
òåõ ñëó÷àåâ, êîãäà äîãîâîð

unless
An agreement is not a contract

unless its terms are certain or capable
of being made certain.

If A enters into a contract to supply
goods to Â, Â is not entitled to refuse
the goods on the ground of their being
insecurely packed, unless some
damage has been done thereby.

The existence of a document in
writing does not dispense with the
necessity for consideration. Unless
the contract is under seal there must
be a consideration.



50
Ñîâðåìåííûé Ãóìàíèòàðíûé Óíèâåðñèòåò

_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
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_____________________________________________________________________
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_____________________________________________________________________
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_____________________________________________________________________
_____________________________________________________________________
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

Ïåðåâåäèòå ñ àíãëèéñêîãî ÿçûêà íà ðóññêèé ÿçûê

If one pays the debt of another on promise of the creditor to assign his
claim to the one paying, the latter will be considered an equitable assignee
of the debt, and may collect it from the party owing it even though no written
assignment was executed. But one who merely pays the debt of another
without request and without any agreement to assign cannot recover from
the debtor unless the debtor subsequently ratifies his act, or promises
payment. Statements contained in a deed are absolutely conclusive against
the parties who make them, unless duress or fraud is proved, or there exists
some incompetency in the contracting parties.

A contract entered into by a minor is voidable, since the minor may
rescind it. Unless rescinded, however, a voidable contract is binding upon
both parties.
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

ñêðåïëåí ïå÷àòüþ, âñòðå÷íîå
óäîâëåòâîðåíèå äîëæíî
ïðèñóòñòâîâàòü.
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DAY 4       ÄÅÍÜ 4

Ïåðåâåäèòå ñ àíãëèéñêîãî ÿçûêà íà ðóññêèé ÿçûê

Usually the words �assign, transfer and set over� are used in making
an assignment, but any words showing the intent to make a transfer will
operate as an assignment.

A power of attorney may be general, authorising the agent to act
generally in behalf of the principal, or special, limiting his authority to
particular acts. It may be by parol, that is, not under seal, or it may be under
seal.

Agency by estoppel arises when a person, who has not, either
expressly or impliedly, appointed another as his agent, makes such
representations or acts in such a way as to lead third persons to suppose
that that other is his agent. The person who has so held out that other as
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being his agent is by his conduct estopped from denying the agency,
that is to say, he is bound by what the so-called agent has purported to do
on his behalf as though he had given express authority.

Where an act is done on behalf of a person without his authority, by
another person purporting to act as his agent, the person on whose behalf
the act is done may, by ratifying this act, make it as valid as if it had been
originally done by his authority.

Before an agency of necessity can come into existence, there must
be some existing relationship of agency, out of which the necessity to
exceed the authority arises.

An agent is a person �who is employed to do anything in the place of
another�. The person who employs the agent is called the principal.
Although the terms �agency�  and �employment� are frequently confounded,
the latter term is much wider in its signification than the former. In mercantile
law the word �agency� is used to signify the peculiar kind of employment
necessary to bring the principal into legal relationship with third parties.

Any person who possesses the legal capacity to enter into a contract
may appoint an agent to do any act in his place, unless the circumstances
are such that the personal act of the principal is imperatively demanded.
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
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_____________________________________________________________________
_____________________________________________________________________
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DAY 5     ÄÅÍÜ 5

BUSINESS CORRESPONDENCE

2.7 Letter practice

1 Write a letter to Data Services Ltd, 57 West Road, Paxton, PX3 7JA.
You want a word processor and you would like to know it they rent them. You
need a small machine with a very good quality printer. Follow this plan:

� Dear . . .
� Open the letter. Say what you are writing about.
� Tell them exactly what you need.
� Close the letter.
� Yours...
� Sign it with your name and title (Office Manager).

2 You are the Personnel Manager at the Provincial Assurance Co. You
have received tins letter from Miriam Montilla. Write back to her and ask her
to send you her curriculum vitae (CV) so that you can review her experience.

Follow this plan
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� Dear ...
� Open the letter. Say what you are writing about
� Ask her to send you her ÑV (Please could you ...). Tell her why you

want it.
� Close the letter.
� Yours ...
� Sign it with your name and title (Personnel Manager).
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LESSON 6  ÓÐÎÊ 6

` Listen to, read and translate the article.

San Jose on the Neva?

Russia: An American investor and his dream

When he first came to St. Petersburg, Harry Fitzgibbons, like so many
before him, says he saw shades of Venice in the historic old Russian city. But
he also saw glimmerings of another place: San Jose, California. That
happens to be the capital of Silicon Valley�the heartland of high technology
in the United States.

Silicon St. Petersburg? It is not a vision that many others share�at
least not yet. But Fitzgibbons, a 58-year-old American living in London, is
putting his money where his mouth is. That, after all, is what venture
capitalists do, and Fitzgibbons has been doing it for more than 20 years. This
month, his Russia Technology Fund�the first pure venture-capital fund
targeted at post-communist Russia�will make its first two investments. It will
pour roughly $3 million into two fledgling high-tech firms, the first dollop of
what may eventually be $30 million of desperately needed seed money for
Russian entrepreneurs.
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Even among people used to making the riskiest of investments, this is a
remarkable bet. To date, most direct foreign investment in Russia has gone
straight into the most conservative ventures possible: big, newly privatized
companies with established (preferably monopoly) positions in markets
ranging from oil and gas to telecommunications. Even so, the amount of
foreign money flowing into Russia has been negligible. The lack of political
and economic stability has scared off investors. Countries in the former
Soviet bloc like Hungary and the Czech Republic have lured more than five
times more direct investment than Russia has over the last three years.

Fitzgibbons�s Russia Technology Fund, by contrast, ignores the
conservative. Fitzgibbons has spent the last three years tramping through
places where most foreigners fear to tread: specifically, among the cash-
starved scientific-research institutes and dilapidated defense contractors that
surround St. Petersburg. For Fitzgibbons, those visits confirmed what is, in
effect, the core notion behind his Russia Fund: a belief that the technological
depth of Russia will eventually overcome whatever chaos politics is now
throwing in its path.

That is what led Fitzgibbons into the bowels of a huge industrial
complex a half hour outside St. Petersburg. The site, a relic of the 19th
century, is still owned by a staterun defense contractor that builds maritime
equipment for the Russian Navy. The Tekra Co. Ltd. was spun off from the
defense contractor more than a year ago. It makes electron-beam
generators�big cylindrical �guns� that would not look out of place in a �Star
Wars� laboratory. Shortly after the spinoff Fitzgibbons went to see Tekra�s
president, Sergei Denisov, who rents three floors in one of the enormous
gray metal buildings on the riverfront property.

Pure business: Denisov, 39, is not a former Soviet apparatchik. He is
pure business. When Fitzgibbons first met him, he laid out in nearly flawless
English all the commercial applications his technology offers: it binds a
special coating onto oil and gas pipelines to prevent corrosion (given
Russia�s enormous oil and gas production, that has a potentially huge market
right now); it laminates decorative and protective coatings on wood surfaces
(Russia�s new middle class wants and needs a lot of new housing). The list
went on, but Fitzgibbons didn�t need to hear it. Tekra was just what he had
been looking for: a company with viable commercial technology out of the
box in markets that already existed locally. �We weren�t looking for export
potential,� he says.

�We wanted companies that could keep foreign companies out by
producing at low cost in Russia.�

That, he says, is what�s unique about the emerging Russian venture-
capital market. �Usually you fund an idea, not manufacturing capability,� he
says. �Here manufacturing can be a real competitive advantage, because no
one in the world can make electron-beam generators cheaper than Tekra.
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That�s a real barrier to entry for any foreign company trying to get into this
market. As far as we�re concerned, exports can come later.�

Tekra model: Tekra quickly became the Russia Fund�s model. Soon
afterward, Fitzgibbons�s Russian technology hunters�to include a former
KGB operative�found a medical-equipment company that had many of the
same attributes. Today, as the first installment of funds goes out to those two
companies, the fund has attracted cash from a wide assortment of investors:
the European Bank for Redevelopment and Construction (EBRD); Sitra, a
venture-capital fund run by the Finnish Parliament, and Franklin P. (Pitch)
Johnson, one of America�s most consistently successful venture capitalists.

If it all sounds too good to be true, it may yet be. Fitzgibbons
acknowledges that St. Petersburg is not quite San Jose on the Neva. The
firms he is backing still face basic business challenges: producing quality
goods consistently and setting up effective distribution and sales networks.
There are other risks, such as the absence of the rule of law in post-
communist Russia, which makes virtually any legitimate business potential
prey for organized crime. How did Fitzgibbons deal with that issue when
trying to lure other investors into his fund? �I told them,� he says with a
laugh, �that the mafia is interested in cash businesses, and that our
companies, at best, are going to be belated cash businesses.�

But not that belated, Fitzgibbons believes. In the heart of Russia�s
grandest city � a world away from the industrial sites in which he has
invested � he has bought a very splashy floor-through apartment. But he
has not yet decorated it. He will furnish it, he says, when the Russia Fund
pays off. And when will that be? �Three years,� he says without hesitation.
�Three years.� You can�t be a venture capitalist in present-day Russia and not
be an optimist.

Bill Powell in St. Petersburg


