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NEPEYEHb YMEHUW / METOOUKU KYPCA

KAK HAOO U3Y4YATb IOHUTY 3

AHIMUWCKMI A3bIK AN 3KOHOMUCTOB U MeHeaxepos (loHUTa 3)
cocTonT n3 5 ypokos. Kaxaplii ypok nay4aetcsa ogHy Hepento (6 aHen), 5
OHel camocToATeNbHOW paboThl U 1 AeHb — ayaAuTOpHOe 3aHATue (2
y4yebHbIX Yaca). Bce ypokn nsyyatotcs nocnegoBaTensHo ¢ 1 no 6.

MepBbIli OeHb (aeHb 1) Kaxaooh Heoenw Bbl NOcBsaLaeTe pabdoTte ¢
TEKCTOM MO CcrneunanbHOCTU. Bbl n3ydyaete nekcmky TekcTa u nepeBoamTe
TEKCT C PyCCKOro Ha aHrnmnckuii. Nepen Tem, kKak HavaTb paboTy Had, HUM,
Bam HyXHO npocnywaTtb ayauo3annucb TekctoB A n B ypoka. Bo Bpems
rnaysbl Bbl nOBTOpsieTe BCeq, 3a ANKTOPOM ¢dpasbl TEKCTA BCAYX.

BTopoin neHb (OeHb 2): Bbl BbINOMHAETE aHaNOrnM4yHoe 3agaHue no
TekcTy B.

TpeTtuit oeHb (oeHb 3): Bbl paboTaeTe Hag ynpaxHeHuamm (Ckuna).

YeTBepTbih AeHb (OAeHb 4): BawemMy BHMMaAHUIO npeasaraeTcyd
Komnnekc ynpaxHenunii TOEFL. Bbl n3yyaete rpammatuyeckme npasuna,
3aTeM BbIMOJIHAETE NMUCbMEHHO TPEHUPOBOYHbIE YNpPaXHEeHUs B CBOEN
TeTpaaun. Ecnu Bbl coenanu owmbkn, To BHOBb NOBTOPUTE rpaMMaTtmnyeckme
npaewuna, KoTopble Bbl HEOOCTATOYHO XOPOLLIO 3HaeTe.

JeHb naTtblt (AeHb 5): OH NocBALLEH NOAFOTOBKE K ayAUTOPHOMY
3aHaTU0. Bbl n3yyaete matepuan k ponesoi urpe (Role Play). BHayane ato
oynyT auanoru, 3atemMm Bam OyayT npeasioxeHbl 06pa3sLpbl JOKYMEHTOB ANS
paboTbl ¢ HUMKU. Ounanorn Bbl yutaete, NepeBoOANTE BCE HEMOHATHbIE ON1K
Bac cnoBa 1 yunTe ananor HamsycTb.

JeHb wecTol (aeHb 6): AyauTtopHoe 3aHaTue (2 y4ebHbIx Yaca). Ha
3aHATUN CHavana NPOBOAUTCS NPOoBepka AOMALLHEro 3a4aHuns (BbIMOHEHNE
Ckuns), 3aTteM NpoBOAMTCA pofieBas urpa, B xoae kotopon Bam 6yayT
npennoXeHbl CUTyaumn, B KOTOPbIX Bbl NpMeHNTE BCe NOMyYEHHbIE 3HAHUS
(nekcuky ypoka, ¢ppasbl 1 U ANOMbI auanora).

Bce BbllLeckazaHHOE MOXHO KpaTKo NMpeacTaBuTh B BUAE Tabnuubl:
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Odevb1 | Jevb 2 | ewb3 | OdeHb4 | JeHb 5 | deHb 6
Ypok 1 | Tekct A | TekcT B | Ynpax-| MMoaro- | MNMoaro- | Nposepka
HeHus TOBKa K | TOBKa K AOMaLLHEero
TOEFL poneeBoli | 3apaHus.
urpe PoneBas
vrpa.
Ypok 2| TekcT A | Tekct B | Ynpax- | Moaro- | Mogro- | MNpoBepka
HeHus TOBKa K | TOBKa K | AomallHero
TOEFL poneeBoli | 3apaHus.
urpe PoneBas
vrpa.
Ypok 3| TekcTt A | TekcT B | Ynpax-| Moaro- | Moaro- | MNpoBepka
HeHus TOBKa K | TOBKa K | AomallHero
TOEFL poneBoli | 3apaHus.
urpe PoneBas
vrpa.
Ypok 4| Tekct A | TekcT B | Ynpax-| [Moaro- | Moaro- | MNposepka
HeHus TOBKa K | TOBKa K | AomallHero
TOEFL ponesoii | Ponesas
urpe urpa.
Ypok 5| Tekct A | Tekct B | Ynpax-| Moaro- | Moaro- | MNposepka
HeHus TOBKa K | TOBKa K | AomalluHero
TOEFL poneBoli | 3apaHus.
urpe TecT.
Ypok 6| TekcTt A | TekcT B | Ynpax-| Mogro- | MNoaro- | TecrT.
HeHus TOBKa K | TOBKa K
TOEFL | Tecty.
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KAK PABOTATb C TEKCTOM: METOAUKA PAI

(pyccko-aHrnninckuin nepeson,)

MpounTanTe aHrNMUNCKNIA U PYCCKNIA TEKCTbl. 3aKpPOWTe aHrMNNCKNA
TekcT. NpocMOTpUTE PYCCKUIA TEKCT U BblAENUTE A9 cebs ero OCHOBHblE
mnaen. NpocmoTpuTe CNUCOK HOBbLIX CNOB. Pycckyto ¢dpaldy pasgennte Ha
COCTaBHblEe YacTW: nogjexatlee, ckazyemoe, A0NosHeHne, 006CToATENbCTBA
BpeMeHn n mMmecta. CNOXHOCOYMHEHHbIE N CNOXHOMOAYNHEHHbIE
npensioxXeHNs pasfaeninte Ha OCHOBHbIE MPEANIOXEHUS N NpuaaTOYHbIE.
HayHnTe nepeBOAUTb TEKCT, MNOJIb3YSACb CMNUCKOM HOBbIX CJ/IOB W
cneunanbHbIM cnoBapeM. Bbl npoBepseTe nepeBo nocjie Toro, Kak
3aKOHYUTE nepeBoa nocnegHen ¢ppasbl. [MpocMoTpUTE NONYYMBLUMNCS TEKCT
B LENOM, BHECUTE Heobxoammble, ¢ Balwen Touku 3peHus, nonpasku.
OTKpoiTe aHMMMNCKNIA TEKCT N CONOCTaBbTe Ball BapuaHT ¢ OpuUrMHanomMm.
MpoaHanuanpyiTe Bawun owmbKkn U pacxoXaeHUst ¢ aHrMMNCKMM TEKCTOM.
®dpasbl 1 cnoBocoYeTaHusd, He3HakoMble Ang Bac, nnm Te, kotopble Bbl
COCTaBWUIU, NPaBUAbHO BbINUWINTE B CMNeynanbHylo TeTpagb UANOM.
MpoaHannanpyintTe KOHCTPYKLUMIO ppas aHrMMNCKOro TEKCTA.

METOAUKA SKILLS

970 anpobupoBaHHasa MeToaMKa, NOMoranLas y4awymcs pacumpnTb
CBOW Nnekcuyecknin 3anac. B neesoin ctopoHe TabnuLpbl NOMELLEHbI C/loBa U
CNnoBocoOYeTaHud, cogepxawunecs B Tekcte ypoka. Bam Hago Hantm B
CcnoBape, y3HaTb BCE MX 3HAYEHUS U crlydam ynoTpebneHms no cnoeapio, a
3aTeM BbINOJIHUTbL NEPEBOA C PYCCKOro Ha aHIMINCKMIA ¢ppas, coaepxxalimnx
3TO CJIOBO.

KAK Y4UTb HOBbIE CJIOBA U UANOMDI

Bce HOBble COBa N MOAMOMbI BbIMULWINTE B TeTpadb (PYKOMUCHLIN
C/l0Bapb), CONPOBOXAAA UX PYCCKMM nepeBoaoM. MNMoBTOpanTe nx Kaxaplii
DeHb, 3aTpaynBanTe Ha 3TO HE MeHee 15 MUHyT.

KAK roTOBUTbCHA K AYAUTOPHOMY 3AHATUIO

Onanorun, npepnaraemble Bam ons nadydyeHusi, Heo6xoaumo 3ay4mTb
Han3dycTb. B xone ponesoi urpbl Bam 6yaoeTt npennoxeHa cuTyauus, B
KOTOpOW Bbl ncnonb3dyeTte MosyYyeHHble 3HaHUA, NTMOo Bam OyayT OaHbl
3agaHna no paboTe ¢ AeN0BLIMM MMCbMaMU.

CoBpeMeHHbI M'ymaHuTapHblil YHuBepcutet

8



LESSON 1

DAY 1

YPOK 1

AEHDb 1

M  epeseauTte TekcT no metoauke PAI

What is a market?

A market is a group of potential
customers with the authority and the
ability to purchase a particular product
or service that satisfies their collective
demand. The important part of this
definition is that people alone do not
make a market. The people in the
market, whether individual consumers
or individuals buying for a business,
must have the authority to make the
purchase decision and have the money
to be able to buy.

Marketers must be careful to
qualify the market. Markets are
subdivided into two major markets—
consumer and industrial.

Markets are categorized by who
buys the products and for what
purpose the purchase is intended. The
consume market consists of
individuals who buy products for their
personal use. The products targeted
for this market are known as consume
products. The industrial market
consists of businesses government
agencies, and other institutions that
buy products to use either in
operations or in making other
products. These purchases, which

Y10 Takoe pbIHOK?

PblHOK — 3To rpynna
noTeHuManbHbIX NoTpebuTenen,
obnapatoLmnx npaBom "
CMNocoBHOCTbIO npnobpetaTb
OTAENbHbLIA TOBaAp WAM YCAyry,
KOTOpble YAOBNETBOPSAT UX
KONNEeKTUBHbIE 3anpochkl. BaxHon
4acCTblO 3TOro onpeaeneHns aenseTcs
TO, 4YTO noanm camum no cebe He
COCTaBNAIOT pbiHKa. JTloaM Ha pbIHKe,
Oyaob TO OTAEeSNIbHble NOTpedbuTenmn
nmbo noaun, ocyuiecTBaslowme
3aKkynkm ans 6uaHeca, AOJIXKHbI
obnagatb NPaBOM MPUHSATUS PELLEHMS
O nMOKynke N WMeTb [OeHbru,
HeobxoaMMbIMU AN1S 3TOrO.

PbIHOYHbIE areHTbl AOJIKHbI ObITb
BHMMAaTENIbHbl NpU OnNpeaeneHnm
pblHKa. PbIHKM MogpasnensioTcs Ha
[Ba OCHOBHbIX TUMa: NoTpebuTtenb-
CKUM 1N MPOMBbILLIEHHBIN.

PbIHKM XapakTepusyloTcs TeMU,
KTO NOKyNaeT ToBaphbl, N TEM, C Kakomn
LLleNblo AenatoTcs 3T NpuobpeTeHns.
MoTpedbuTenbCknii pbIHOK COCTOUT 13
OTAENbHbIX WL, MOKYNalLWMX TOBaphI
ON9 NWYHOTO WNCNONIb30BaHUS.
ToBapbl, NpeaHa3HaYeHHble Q1 3TOro
pbIHKA, M3BECTHbI Kak
notpebutenbckne ToBaphl.
MPOMBbILLAEHHBIN PbIHOK COCTOUT U3
dUpM, NPaBUTENLCTBEHHbIX areHTCTB
U OPYrnx opraHmsauuvii, KoTopble
nokynatwoT TOBaphbl aons

CoBpeMeHHbIi TymaHUTapHblii YHuBepcutet



amount to billions of dollars’ worth of
goods each year, directly or indirectly
support the production of consumer
goods and other industrial items.
Examples of industrial goods are iron
ore, office supplies, drill presses,
packaging machinery, and most
computers.

While such products as iron ore are
clearly industrial (no consumers
purchase it), the buyer’s intent
determines whether other products fall
into the category of industrial goods
or consumer goods. Typing paper, for
example, is an industrial good when
purchased by a business for its
correspondence and a consumer good
when bought by a college student to
write a term paper. Fertilizer, pickup
trucks, and vegetables also fall into
both categories, depending on how the
buyer plans to use them.

Mcnonb3oBaHUA nnoo B
npousBoacTBeE, nnoéo ans
M3roTOB/EHUS APYrMX MPOAYKTOB. OTU
3aKyrnku, CTOMMOCTb KOTOPbIX Kaxkapli
rof, paBHAeTCsS Munnuapnam
[0NNapoB, HANPSMYIO UM KOCBEHHO
noaaepXxuearT MNPOM3BOACTBO
noTpebuTenbCkMX TOBAPOB 1 APYrnxX
NMPOMBbILLINEHHbIX U3oenuni.
MpumMepamm NPOMBILLEHHBIX TOBAPOB
cnyxar: xenesHas pyaa,
KaHLUensapckme npuHaanexHoCcTu,
CBEPNUNbHbIE CTaHKN, YNAKOBOYHbIE
annaparthl " OONbWNHCTBO
KOMMbIOTEPOB.

XoTa TakuMe ToBapbl, Kak CTalb,
YeTKO XapakTepuaylTcsa Kak
NMPOMBILLIEHHbIE (NOTPedUTeNn ee He
3aKynatoT), CYLleCcTBYIOT TOBapHhl,
OTHOCUTENbHO KOTOPbLIX NULIb
HamMepeHUs nokynaTens MOryT
onpenennTb, B Kakylo KaTeropuio —
NMPOMBbILLINEHHbIX nnu
noTpebuTenbCkUx — OHW NonaaaioT.
MalunHonucHas 6ymara, Hanpumep,
ABNAETCS MPOMBbILLNIEHHBIM TOBAPOM,
ecnu ¢pupma npmobpetaeT ee ang
BeAEeHUS KOPPECMOHAEHLUUN, U
noTpebunTenbCckMM TOBaApOM, Korga
CTYOEHT Konnenxa rnokynaet ee ons
TOoro, 4to6bl HanucaTb KYpPCOBYIO
paboTty. YoobpeHusa, Hebonblune
rPY30BUKU 1 OBOLLIM TaKXKe NonaaatoT
B 00e KkaTeropuu B 3aBUCUMOCTU OT
TOro, Kak NoKynaTesb HamepeBaeTcs
MCNOJb30BaTh UX.

CoBpeMeHHbI M'ymaHuTapHblil YHuBepcutet
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DAY 2

OEHb 2

M MepeseauTte TekcT no metoauke PAT

Market Segmentation

Companies that market cars have
recognized a simple fact: the same car
cannot be sold to everyone who drives.
Some people want economy, others
luxury. Some people will buy Cadillac
Sevilles, others Chevrolet Chevettes.
It is more logical and practical to
develop products for the preferences,
habits, special uses, or general life—
styles of a particular group of users
and market them to that group. An
automobile maker that appeals to
particular market segments — the
high fuel- economy market, the larger
family market — may capture most of
the total market by satisfying the
specific needs of the smaller, more
homogeneous target markets. Table 1
illustrates how the automobile market
is segmented into smaller markets.

The process of dividing a total
market into subgroups with similar
characteristics is market
segmentation. By splitting one big
market into consumer and industrial
markets we have begun market
segmentation; however, these two
groups are so enormous that they

CermeHTauuns pbiHKa

Komnanun, Toprywouue
aBTOMOOUIAMK, NMPU3HANN NPOCTOWN
daKkT: 04HYy 1 Ty Xe MalUVHY HEeNb3s
npogaTtb BCEM, KTO YMeeT BOAUTb
aBTOMOOMb. HekoTopble ntoam XoTaT
3KOHOMMUK, gpyrme — pOCKOLWMN.
HekoTopblie nogn kynat Kagunnak
Ceswunb, apyrne — LLieBpone LLieBerT.
JlornyHee n npakTuyHee U3MEHsITb
TOBapbl C YY4€TOM MpPeanovYTeHnn,
npuBblYeK, 0COBOro UCMOIb30BaHUS
WUnm Bcero obpasa XnU3Hu oTOeNbHbIX
rpynn notpebutenei n npogaeatb
Takme ToOBapbl 3TON rpynne.
MpousBoanTen aBTomMobunen,
KOTOpPbI 06palaeTcs K OTAeNbHbIM
CermMeHTam pblHKa (pbIHKY
aBTOMOOGUNEN C OYEHb HUIKUM
pacxogomMm TornnuvBa, GonblemMy no
006beMyY pPbIHKY MaLUVH AN CEMbU U
PbIHKY MaLLVH OJ151 MOIOAEXN), MOXET
3axBaTUTb OOJIbLUYIO YacTb PbiHKA B
uenom, ygosneTBopsas cneundun-
yeckme 3anpocbl MeHbLUMX, Bonee
OMHOPOAHbLIX pblIHKOB. Tabnuua 1
UNNICTPUPYET TO, Kak aBTOMO-
OUNbHbI PBIHOK CErMEHTUPYETCH Ha
MasnieHbKNe PbIHKN.

Mpouecc paspeneHus Uenoro
pbIHKa Ha NoArpynmbl C 0AMHAKOBLIMUN
XapakTepucTukamMmum HasblBaeTcs
cermMeHTaunen poiHka. Paspenus
oauvH OONbLWOW  PbLIHOK Ha
noTpPeduTeNbCKUIA U NPOMBILLNEHHBbIN,
Mbl Y>K€ Havann cerMmeHTaumio pbiHKa;
0OHaKo 3TV OBe rpynnbl HACTOJbKO

CoBpeMeHHbIi TymaHUTapHblii YHuBepcutet



must be subdivided, or segmented,
further to develop sharply defined
markets for which companies can
create a strategy. Two further
subdivisions are necessary.

Table 1. Automobile Market Segments

BEJIMKU, YTO OO/MKHbI OblTb B CBOIO
oyepenb pasfaeneHsl, nnu
CerMeHTUpoBaHbl, 4YTOobObI B
fDanbHellweM 4YeTKo BbIAENUTb
onpeaeneHHble PbiHKK, 01 KOTOPbIX
KOMNaHunm MOryT BbipaboTaTb
cTpaTeruio.

Tabnuual. CermeHTbl
aBTOMOOWBHOIO pbiHKa

Lifestyle/Age | Income(In Dollars) O6pas Joxon, (B aonnapax
0—20,000 KM3HW/BO3pPacT 0—20000
Single/22-30 | Subcompactcar | |OanHokuii/22-30 | ManonuTpaxHbie
MalLLVHbI
Single/31-40 Compact car OnonHokunin/31-40 | manorabaputHble
MaLLHBbI
Lifestyle/Age | Income(In Dollars){ | OO0pa3 [Hoxop, (B nonnapax
21,000—35,000 | [xn3Hn/Bo3pact 21000—35000
Single/22-30 Compact car OnnHoknin/22-30 | manorabaputHble
MalLLVHbI
Single/31-40 Midsized car OnunHokunin/31-40 | MmalwmHbl cpea-
Hero pasmepa
Lifestyle/Age | Income(In Dollars)| | O6pas3 [Hoxop, (B nonnapax
35,000—50,000 | |*n3HK/BO3pacT 35000—50000
Single/22-30 Sports car OanHokunin/22-30 | cnopTUBHbIE
MalLLVHbI
Single/31-40 Foreign sports car | [OanHOkMi1/31-40 | nHOCTpaHHbIe
CMOPTMBHbIE
MalLLHbI

CoBpeMeHHbI M'ymaHuTapHblil YHuBepcutet
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DAY 3

market

customer

particular

product

to satisfy

along (prep)
along (adv)

to be careful
careful

to be subdivided

OEHb 3
SKILLS

Ha aTon Hepene pbIHOK He paboTaerT.

IVpEKTOp XOUET BbINTU HA HOBbIE PbIHKK Ha [JanbHem
BocTtoke.

OHun npopaloT B OCHOBHOM TOBaphbl 419 AoMa.

HoBbiln Mara3mnH 4yepes Aopory yBena y MeHs1 NOJIOBUHY
nokynaTenemn.

OTa KOMNaHNSA IBASETCS HALLWMM KPYNHENRLWWUM KIIMEHTOM.
Mwucc Jloy He MOXeT NoaonTn kK TenedoHy — oHa
3aHNMaETCS KIIMEHTOM.

HeT Hukakon 0cobo NPUYMHBI, MO KOTOPOW Bbl HE A0MXKHbI
WATW.

B 3TOM nmMcbMe He BbI10 HUYEero, 3acyXX1BaloLLero
BHYMaHUS.

OCHOBHbIE NPOAYKThI, SKCNOPTUPYEMbIE U3 3TOI CTPaHbl —
3TO Kakao 1 30/10TO.

Mbl BUAENN ynaaok aKCrnopTa Halux NPouU3BOACTBEHHbIX
TOBapOB.

Mol npegnaranm um 100 gonnapos, 3atem 150, notom 200,
HO OHM Bce elLLe OblI HeJOBOJIbHbI.

3anpocbl HEKOTOPbIX NOAEN O4eHb TPYAHO YAOBNETBOPUTD.
9 coenan Bce, 4TO Bbl MPOCUN, TENEPb Bbl I0BOJIbHbI?

MblI Wwnm BoOAbL AOPOIrn.

9 Tam ckopo oyay.

Korga mbl npuexanu B MNMapux, Mbl B3S/11 HaLy CECTPY C
coboi.

Tbl gOMXeH ObITb 60Nee BHUMATENEH C AeHbraMu.

Byab ocTOpoXeH, nepexoas Aopory.

Mocne geTanbHOro 00CYXAeHUs, Mbl PELLUIN NPUHATL ee
npeasioXeHns.

Jlom pasgeneH Ha KBapTupsbl.
Hawle yupexaeHne pasgeneHo Ha oenapTaMeHThl.
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to consist of

to target

directly

to support

preference

habit

to split

worth (n)

O6beanHeHHoe KoponeBCcTBO COCTOUT 13 BennkobputaHmn
n CeBepHol MpnaHgun.,
KoMuTeT CoCTOUT 13 yYEHbIX U MHXEHEPOB.

OTa cxema npegHa3HadveHa ajig BbiICOKOOMIaunBaemMbIxX
pabounx.

MomoLLpb AoKHA NpeaHa3HavYaTbCs TEM, KTO B HEW BorbLue
BCEro Hy>XXJaeTcs.

OHa oTBeYana MHe NpsiMO M OTKPLITO.
Mbl npruobpeTaemM TOBapbl HANPSMYIO OT MPOU3BOAUTENEN.

Kak Tbl AymMaellb, 3TV NOIKM CMOIYT BblAEpP>XKaTb TaK MHOIO
KHWUr?
Bbl noanepxvBaete nx TpedboBaHe HE3aBUCUMOCTN?

9 He 3Halo BaLUUX NPeAnoYTEHUI, BbIOEpUTE TO, YTO Bl
npeanouvTaeTe.

Becepnys ¢ niogbMun 0 paboTe, Mbl aem NpeanovTeHNE TeM,
Yy KOro ecTb OnbIT.

9 Kypto TONIbKO NO NpuBbIYKe (from).
Y Hee Oblna y>kxacHas npuBblyKa.

Ero nanbTo pasbexanochb Ha CnvHe.
9 oymato, 4To cTaTbio fierye OyaeT NpoYmTaTh, €CNu Bbl
pasgennTe ee Ha YyacTu.

91 3HAI0 UCTUHHYIO LIEHY ero ApyX0obl.
9TO CTOUT HaMHoro 6onbLue, Yem 9 3aniaTu.
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DAY 4 AEHDb 4

TOEFL TRAINING (contd.)

21. Passive Voice

A sentence can be either in the active or passive voice. In an “active”
sentence, the subject performs the action. In a “passive” sentence, the subject
receives the action. To make an active sentence into a passive sentence, follow
these steps.

(1) Place the complement of the active sentence at the beginning
of the passive sentence.

(2) Ifthere are any auxiliaries in the active sentence, place them
immediately after the new subject agreeing in number with the
subject.

(3) Insert the verb be after the auxiliary or auxiliaries in the same
form as the main verb in the active sentence.

(4) Place the main verb from the active sentence after the auxiliaries
and be in the past participle.

(5) Place the subject of the active sentence after the verb in the
passive sentence preceded by the preposition by. (This can be
eliminated completely if it is not important or is understood.)

Study the following possible word orders for passive voice.

SIMPLE PRESENT OR SIMPLE PAST

am
is

are + [verb in past participle]
was

were

Active: Hurricanes destroy a great deal of property each year.

subject present complement

Passive: A great deal of property is destroyed by hurricanes each year.

singular subject be past participle

Active: The tornado destroyed thirty houses.

subject past complement

Passive: Thirty houses were destroyed by the tornado.

plural subject be past participle
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PRESENT PROGRESSIVE OR PAST PROGRESSIVE

am

is

are + being + [verb in past participle]
was

were

Active: The committee is considering several new proposals.

subject present progressive complement
Passive: Several new proposals are being considered by the committee.
plural subject auxiliary be past participle
Active: The committee was considering several new proposals.
subject past progressive complement
Passive: Several new proposals were being considered by the committee.
plural subject auxiliary  be past participle

PRESENT PERFECT OR PAST PERFECT

has

have y + been + [verb in past participle]
had

Active: The company has ordered some new equipment.
subject present perfect complement

Passive: Some new equipment has been ordered by the company.

singular subject auxiliary be past participle

Active: The company had ordered some new eguipment before the strike began.

subject past perfect complement

Passive: Some new equipment had been ordered by the company before
subject auxiliary be past participle

the strike began.

CoBpeMeHHbI M'ymaHuTapHblil YHuBepcutet



MODALS

modal + be + [verb in past participle]

Active: The manager should sign these contracts today.
subject modal + verb complement

Passive: These contracts should be signed by the manager today.
subject modal be past participle

MODALS + PERFECT

modal + have + been + [verb in past participle]

Active: Somebody should have called the president this morning.

subject modal + perfect complement
Passive: The president should have been called this morning.
subject modal have be  past participle

Exercise 35: Passive Voice
Change the following sentences from active to passive voice.

. Somebody calls the president every day.
. John is calling the other members.
. Martha was delivering the documents to the department.
. The other members have repealed the amendment.
. The delegates had received the information before the recess.
. The teacher should buy the supplies for this class.
. Somebody will call Mr. Watson tonight.
. The fire has caused considerable damage.
. The company was developing a new procedure before the bankruptcy
hearings began.
10. John will have received the papers by tomorrow.

O©CoO~NOOThA~WN =
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DAY 5 OEHDb 5

Practice

a. Match the product and the country of origin. There may be more than
one answer.
For example: Wine is produced in France and the USA.

Beer

Cocoa Japan

Gold brew China
Perfume grow South Africa
Rice manufacture The USA
Ships produce France
Tobacco build Scotland
Wheat Ghana

Wine

Whisky

b. Rewrite the following sentences in order to make the word in italics
the topic. Decide whether or not it is important to include who performed the
action.

1. We are offering an attractive price reduction.

2. They completed the survey last month.

3. The company provides free medical insurance for all employees.

4. She sent a copy of the report yesterday.

5. Someone has translated the contract into Arabic.

6. A team of consultants is investigating the problem.

7. We will offer an attractive salary to the person appointed.

8. In normal circumstances, the exporter should clear the goods for export.
9. They have cancelled the 14.45 flight to Rome.

10. They were holding talks last night at the Union’s headquarters.

The passive is very often used when we describe a process or a
procedure because we are less concerned with who has done something
than with what is done. For example, read this description of an export
transaction involving a British firm and an Australian one:
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First of all, the goods are sent to a port and loaded on board
ship. They are inspected and if everything is fine, a ‘clean’ Bill of
Lading is signed by the captain and a copy sent to the exporting
firm. Then a Bill of Exchange requiring the Australian firm to pay
on a future date is drawn up by the British firm and presented,
together with the insurance certificate and the B/L, to a British
bank Next, the documentation is sent to the Australian bank. At
this stage the B/E is accepted by the importer who is now given
the B/L and is able to collect the goods when they arrive and pay
his/her bank on the due date.

Note that is/are do not have to be repeated when the second verb (e.qg.
loaded/presented) follows ‘and’.

c. The life story of a cheque.

Imagine a man called Mr. White owes Blacks plc a sum of money. If he
has an account at Bank B and the firm an account with Bank A what happens
to the cheque he makes out? Complete the blanks with the following verbs:

credit send draw exchange deductpay
sort put send on

First of all, when Blacks plc receives the cheque it ' into
Bank A and? to the firm’s account. Then, at the end of each working
day all the cheques which®  on other banks ¢+ and
5 to Bank A’s headquarters. Here they © into piles together
with cheques from other Banks (B, C, D, etc.) and” to the clearing
house where all the cheques 8 . Bank B’s headquarters now sends
Mr White’s cheque back to Bank B (where he has an account) and the sum

9 from his account.
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The life story of a cheque

The cheque s sent

1 Mr White makes out the
cheque for the money he owes

BANK A
H.Q

4 The piles of

their HQ

=

cheques are
put with
cheques from
other banks

Bank A sends
on cheques to
the cleanng
house

3

Blacks

Sk s [oarce
.

W [eaneo]

BLACKS pic

2 Blacks PLC
receives the
cheque

pays it into
their account

BANK A

3 Bank A sorts
all its cheques

[cLearnG House | [o 20

IJTBANK B H.Q.

5 Here banks give

nam——>
other banks cheques @umms

drawn on them

BANK C H.Q.

and come away
with their own

P l BANK D H.Q

p——p

BANK B

6 Bank B
deducts the
sum from
Mr White's
account

key

- Movement of cheques

to the cleanng house

Movement of cheques
— from the cleanng house
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LESSON 2

DAY 1

YPOK 2

AEHDb 1

M Mepesepute TekcT nNo metoauke PAI

Step 1: Identify the
Characteristics and Needs
of the Market

By utilizing marketing research
marketers can acquire the necessary
information on consumer
characteristics and needs to segment
the markets, information such as:

1.Data on family income,
geographic location, and race.

2.Behavior patterns (e.g., amount
of a specific product consumed, social
status, and language spoken).

3.Physical characteristics (e.g.,
sex, age, and health).

4 .Psychologic traits (e.g.,
personality characteristics and
hobbies).

5.0pinions of goods on the market.

6.Degree of competition.
From this markets can be analyzed
and subdivided in four ways.

— Demographic segmentation
classifies the market into like groups
based on characteristics such as age,
sex, education, income, and household
size.

Oran 1: Onpepenurte
XapakTepucTuku u noTpeGHocTn
pbIHKA.

Mcnonb3yd MapkeTUHroBble
nccneaoBaHUsl, PblIHOYHbIE areHThbl
MOTYT MOJY4YNTb HEOBXOANMYIO
MHpopmMaumnio, Kacawouyycs
XapaKTEPUCTUK U HYXA, NoTpebuTtens,
Ong Toro, 4tobbl CEerMeHTMpoBaTb
PbIHKM, TaKylo MHGOPMaLMIO KakK:

1.laHHble O CeMEeNHbIX Ooxoaax,
reorpadunyeckom NosIoXKEHUN 1 pace.

2.Tun noBeneHusa (Hanpumep,
KOJTMYeCTBO notpebnsemsbix
OTAENbHbIX TOBApPOB, COUMaNbHbIN
cTaTyC 1 Pa3roBOPHbIN A3bIK).

3.Dusnyeckme xapakrepucTmnkm
(Hanpumep, non, BO3pacT u
3[00pOBbLE).

4.Tlcnxonornyeckne 4YepThl
(Hanpumep, NINYHOCTHbIE
XapakTePUCTUKN N YBIIEYEHUNS).

5.MHeHne 0 ToBapax,
npeniiaraemMbix Ha PbiHKE.

6.CTeneHb KOHKYPEHLMN.

lMocne 3TOro pbIHKM MOTYT ObITb
npoaHanM3npoBaHbl U NoapasneneHsbl
4YeTblpbM$SA criocobamu:

— Jemorpadunyeckas CermeHTaLms
Knaccu@uUMpyEeT PbIHOK MO rpynnam
NnPeanoYTEHNs, HA OCHOBE TakKux
XapakTepucTuK, Kak BO3pacT, Mnofl,
obpa3oBaHune, OOXO0A U pasmep
[OMOBaeHNS.
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— Geographic segmentation
identifies where the consumer actually
lives; for example, Portland, Maine, or
Dime Box, Texas.

— Psychographic segmentation
identifies like — groups based on
life—styles such as peoples’ activities,
interests, and opinions.

— Benefit segmentation focuses
on the benefits expected from a
product or service. For example, diet
soda may be expected to provide great
taste for one group of individuals while
another group may seek the soda’s
low—calorie benefits.

Demographic segmentation
(because of the ease of reaching
specific groups of consumers) and
psychographics (because of the ability
to consider one’s psychological
makeup) are the two bases for
segmentation commonly used.

— [eorpaduyeckasa cermeHTaums.
Onpepenser, roe AeNCTBUTENbHO
NpPoXunBaeT NoTpebuTenb, Hanpumep,
B MoptnaHoe, Mane, Hanim Bokce,
Texace.

— [lMcuxorpadumnyeckaas cerMeH-
Taunsl. OnpepenseT rpynnbl loaen ¢
OOVHAaKOBbIMU NPEANOYTEHUSIMUN, YTO
CBSI3aHO C MX 06pa3oM XWU3HU:
NEeaATeNbHOCTbIO, MHTEpecaMn u
MHEHUSIMW.

— CermMeHTauuys No oXmnagaemomn
Bbiroae obpauiaeT BHMMaHME Ha
NMPenMyLLECTBa, KOTOPblE OXWAAT
noslydnMTb OT TOBapa WIN YCIyru.
Hanpumep, oT AgueTnyeckom coaoBom
OXMOalT TO, YTO OHa OyaeT O4YeHb
BKYCHa 451 OAHOW rpynnbl N0aen, B
TO BpPEMS Kak gpyras rpynna oyaer
nckaTb npeuvmyuw,ectBsa HU3KO-
KanopuiiHoM cogoBON.

Hanbonee LINPOKO
pacnpocTpaHeHHbIMM OCHOBaHUSIMU
ONsg CcermMeHtTauuMm S9BASIOTCSH

nemorpadunyeckas (M3-3a NerkocTu
onpeneneHns pasnuyHbiX rpynn
notpeoduteneit) n ncuxorpaduyeckas
(MOCKONbKY KaxXAabll 4YenoBek
crnocobeH onpenenuTtb CBOW
MCUXONOrMYecKkmini 06nK).
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DAY 2

AEHb 2

M MepeBeaute TekcT no metoauke PAI

Step 2: Analyze the Potential of
the Market

A second activity undertaken in
segmenting the market after its
characteristics and needs are
identified is to analyze its (1) sales
potential, (2) demand potential, (3)
buying power.

Sales Potential. Important market
segments have sales potential, which
means there is a sufficient number of
prospective buyers to justify risking
capital and human resources to make
and market the product. This is why.
to use exaggerated examples,
snowmobiles are not sold in Hawaii or
air conditioners in Alaska.

Forward-looking companies are
especially concerned with anticipated
changes in sales potential. Predictions
that a segments population will
decrease, or will grow at a slow rate.
may discourage entrepreneurs from
appealing to that segment.

Demand Potential. Another
concern in evaluating a market
segment is customer demand.
Customers must either demonstrate an
urgent, justified need for a particular
product or indicate that they can be
made to want it by a company’s
promotional activities. The difference

9T1an 2: NMpoaHanusupyinTe

noTeHuMan pbiHKa.

BTopoin aTan oeatenbHOCTU B XO4€
CEerMeHTUpPOBaHWS pbiHKa, MOCe Toro,
KaK ero xapakTepuCTUKN U HYXOb
MOEeHTUOUUNPOBaHbI, NPpeacTaBnaeT
coboin aHanuns (1) noTeHumnana
npoaax, (2) NnoTeHUManbLHOro cnpoca,
(3) nokynaTenbHOW CNOCOOHOCTH.

MoteHumnan npogax. BaxHble
CermMeHTbl pblHka ob6nagaioT
NMoTEeHLMANOM Npoaax, YTo O3Ha4YaeT
MMeloLeecs OCTaTOYHO KONIMYECTBO
nepcnekTUBHbLIX MNOKynaTenenm,
OonpaBAblBAOLWLNX PUCK KanuTana u
yeNOBEYECKUX PEecypcoB npwu
M3roTOBJIEHUN N BbIBEAEHMM Ha PbIHOK
haHHoro Toeapa. Bot nostomy, ecnu
MCnonb3oBaThb npumepbl-
npeyBesiMieHnsd, CHEeroxoabl He
npogaiTca Ha [aBanax wunun
BO3AYLIHbIE KOHAMLUWOHEPDLI Ha
Anscke.

KomnaHum, koTopble 3a60TATCA O
oyayuiem, npuaaloT ocodoe 3Ha4eHne
BO3MOXHbIM  W3MEHEHUAM B
noTeHumane npogax. Npeackasanus
TOro, 4TO pas3mMepbl CerMeHTa
yMeHbLLaTcs nnbo 6yayT cnabo pacTu,
MOTryT OTBPaTUTb NpeanpuHuMaTens
oT oBpalleHns K 3TOMY CErMEHTY.

MoteHymnansl cnpoca. [pyron
MOMEHT OLEHKN CErMeHTa pblHKa —
3TO noTpebuTenbCKkuUii cnpoc.
Mokynartenu OOJIKHbI nmbéo
OEMOHCTPUMPOBATb YCTOWYUNBLIN,
OnpaBAaHHbIM CNPOC Ha OTAENbHbIN
ToBap, MO0 NokasbiBaTb, YTO OHWU
MOryT 3axoTeTb NPMOBPECTU ero
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between the two is primarily necessity.
The Frisbee, for example, is not a
necessary product, but millions of
customers were convinced that they
wanted it. Products such as smoke
alarms and antibiotic drugs, however,
are sold in response to needs.

Buying Power. People are not
potential customers for a product
simply because they need or want it.
They must also have effective demand,
or buying, power — cash or credit that
enables them to buy the products.
Many college students may want a
Porsche 924, for example, but without
sufficient cash or credit they will never
get beyond the tire—kicking stage.
Buying power separates casual
lookers from serious prospects. An
important market segment needs
enough of the latter to warrant
producing the item.

BCNEACTBUE PEKSIAMHOA KOMMNaHUM
dupmbl. Paznmnune mexany atnmm
OBYMS BUOaMn cnpoca 3ako4yaeTcs
B CTEMNEHM HeobBXoaMMOCTN ToBapa.
dpucbu, Hanpumep, He aBAFeTCSH
Heob6XoaMMbIM  TOBaApOM, HO
MWUNNNOHBLI NOoKynaTtenen Obin
ybexaeHbl B TOM, YTO XOTenn Obl ero
nony4ntb. OgHaKo Takme ToBapsbl, Kak:
noxapHas curHanusaumsa u
aHTMbmMoTmkK, npopatTCca B
COOTBETCTBMU C NOTPEBHOCTAMN.
lMokynarenbHass cnocoO6HOCTb.
Jlioam He 9BNSA0TCS NOTEeHUMaIbHbIMK
noTpebutensamm ToBapa, €Cnv OHU
TOJIbKO HYXXAAOTCHA B HEM UIN XOTAT
ero nony4ntb. OHM OOMKHBI 06NaaaTh
3dPpekTuBHbIM cnpocomMm nubo
nokynaTtenbHON CNOCOOHOCTbIO —
Ha/IMYHBIMU WM KPEOUTOM — 4TO
no3esonmno O6bl MM nNpuobpeTaTb
ToBapbl. Hanpumep, MHOrve CTyaeHTbI
Konnepxenm, BO3MOXHO, XOTAT
npuobpecTtu Mopuie 924, Hanpumep,
HO 6€3 JOCTaTOYHOM CYMMBbl HAJIMYHBIX
MBO KpeamTa OHM HUKOTAa He CMOryT
MPbLIFHYTb BbillE ronoBbI.
MokynatenbHas CcNOCOOHOCTbL
oTaensaeTr OObIYHbIX 3eBak OT
Cepbe3HbIX MEPCNEKTMBHbLIX KITMEHTOB.
BaXHbIlh CErMEHT pbiHKa HYyXaaeTcs
B [OOCTAaTO4YHOM KONU4YeCcTBe
rnocnegHux, 4Tobbl rapaHTUpoOBaTb
NMpPOn3BOACTBO TOBapa.

CoBpeMeHHbI M'ymaHuTapHblil YHuBepcutet



CoBpeMeHHbIi TymaHUTapHblii YHuBepcutet



CoBpeMeHHbI M'ymaHuTapHblil YHuBepcutet

34



CoBpeMeHHbIi TymaHUTapHblii YHuBepcutet



DAY 3

to acquire

pattern

amount (n)

trait

to be concerned

to undertake

to mean

to exaggerate

prediction

to decrease

to increase

OEHb 3

SKILLS

9 npnobpen opa buneta Ha KOHUEPT.
HepnaBHO KoMnaHMs Npruobpena HoBbI 0PUC B LIEHTPE
JloHgoHa.

B npownom mecsue xapaktep nx padboTbl UBMEHUICS.
TkaHb NpeacTaBnana cobon pag KpacHbIX 1 Benbix
KBaapaToB.

Ha MocT Obinin noTpayeHbl 60/blLMe CYMMbl AIEHET .
Ee neno (case) npmBnekno 60/bLUY0 400 0OLLECTBEHHOMN
cumMnaTum.

BexnmBocTb 3HH — o0Ha U3 ee Hanbonee NPUATHbLIX YepT.
HekoTopble 4epThbl €€ NIMYHOCTM CAENan ee HeENOMyNgapPHON.

MeHsi Hukorga He 3a60TUO TO, YTO NOAM AYMAIOT O HEM.
OHa 3anHTepecoBaHa B peLleHnn 3To Npobnembl.

OHa npuHsana Ha cebs 0TBETCTBEHHOCTb 32 UBMEHEHUS.
TyHHenb nop Jla-MaHwem (The Channel Tunnel) — oanH 13
caMbIx 60SbLIMX KOraa-nnmbdo NnpeanpuHAaTbIX NPOEKTOB.

Y10 03HavaeT 9T0 PpaHLy3CKOe CNoBO?
OHa roeopuna o BTOPHKKE, HO NogpasymMeBarna YeTBepr.
9 nmeio B BUAY TO, 4TO 9 ckasaJl.

Cepbe3HOoCTb cuUTyauum bbina npeyBenmyeHa B rnpecce.
Y Hero 6bI510 NpeyBennYeHHoe NpeacTaBieHne 0 CBoen
BaXXHOCTW.

Ee npeackasaHue okasanocb BEPHbIM.
OH npenackasan, 4To NPaBUTENbCTBO NPOUIPaeT Ha
BCeOoOLLMX BbIOOPAXx.

Haluv npoaaxu ymeHbLIaloTCS.

HaceneHwe aToro ropoaa yBeamyniocs.
OHn yBENUYUIM LIEHY Ha 6eH3uH (petrol) Ha 20 NpoLEeHTOoB.
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rate

discourage

urgent

to convince

cash

credit

casual

MbI 06cyxaanu Beicokne nokasatenu 6e3padoTuupl.
BaHkun ycTaHOBUNW BEMNYMHY NPOLIEHTOB NO 3ariMaMm.

Ecnu Bbl noTepnenn Heyaady, 3TO He A0/KHO nuiwaTs Bac
YBEPEHHOCTU.
HecTtabnnbHOCTb B pErmoHe oTnyrHyna 60nbLune KOMnaHum.

OTO HEe CPOYHO N MOXET NOA0XAAaTb A0 3aBTPa.
OH OblN HACTON4YMB B CBOMX TPEOOBAHUSAX.

Mbl yBEPWUAN €rO B HALLEN HEBMHOBHOCTU (innocence).
9 ybexaeH, 4To OHa roBOpPUT NpaBay.

Y MeHsl HET ¢ coOO0I HaNMMYHbIX, MOXHO 5 3annady no 4yeky?
Y KOMNaHuKn cenyac Masno AeHer.

Ecnu Bbl He MoXeTe 3annaTuTb HaIMYHLIMK, KynnTe Mebenb
B KpeaurT.
Teopwusa nonyyaeT gosepue y SKOHOMUCTOB.

OHa cTapanacb roBopuTb Kak 0ObI4HO, HO €€ BOJIHEHME ObINO
O4Y€BUHO.

OHa 6bina ogeTta B 00bI4HYIO KYPTKY U AXKUHCHI.

OHa HaHaIM ce30HHbIX paboyurx Ha coop PPYKTOB.
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DAY 4

AEHDb 4

TOEFL TRAINING (contd.)

22. Causative Verbs

The causative verbs are used to indicate that one person causes a second
person to do something for the first person. One can cause somebody to do
something for him or her by paying, asking, or forcing the person. The causative

verbs are

¢ Have/get: The clause following have or get may be active or passive.

: have, get, make.

Study the following rules.

(1) ACTIVE

subject + have + complement + [verb in simple form] ...
(any tense) (usually person)

(2) ACTIVE

subject + get + complement + [verb in infinitive] ...
(any tense) (usually person)

(3) PASSIVE

subject + { havel + complement + [verb in past participle] ...
get (usually thing)

Mary had John wash the car. (John washed the car.) active
Mary got John to wash the car. (John washed the car.) active
Mary got the car washed.
Mary had the car washed.

Examples of active clauses in causative sentences:

The president had his advisors arrange a press conference.
George is getting his teachers to give him a make-up exam.
Mary has had a friend type all of her papers.

John is having his father contact the officials.

The editor had the contributors attend a composition workshop.
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Ex

Morris got his dog to bring him the newspaper.
amples of passive clauses in causative sentences.

James has his shirts cleaned at the drycleaners.

Pat is having her car repaired this week.

Anna got her paper typed by a friend.

The president is having a press conference arranged by his advisors.
Mary got her husband arrested. (Exception: a person is the
complement, but (he second clause is passive.)

Rick was having his hair cut when John called.

¢ Make: Make can be followed only by a clause in the active voice.
It is stronger than have or get. It means force.

subject + make + complement + [verb in simple form] ...
any tense

The robber made the teller give him the money.
(The robber forced the teller to give him the money.)

NOTE: force + [verb in infinitive]

Examples of make:

The manager made the salesmen attend the conference.

The teacher always makes the children stay in their seats.

George made his son be quiet in the theater.

The president is making his cabinet members sign this document.
The teacher had made the students’ parents sign release forms before
he let the students jump on the trampoline.

e Let: Letis usually added to the list of causatives in grammar textbooks.
It is not actually causative. It means allow or permit. Notice the difference in

grammar.

subject + let + complement + [verb in simple form] ...

subject + {gﬁgﬁ”} + complement + [verb in infinitive] ...
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NOTE: Let is NOT INTERCHANGEABLE WITH /eave, which means to go
away.

Examples:

John let his daughter swim with he lends.

(John allowed his daughter to swim with her friends.)

(John permitted his daughter to swim with her friends.)

The teacher let the students leave class early.

The policeman let the suspect make one phone call.

Dr. Jones is letting the students hand in the papers on Monday.
Mrs. Binion let her son spend the night with a friend.

We are going to let her write the letter.

Mr Brown always lets his children watch cartoons on Saturday
mornings.

e Help: Help is not actually a causative verb either, but is generally
considered with causative verbs in grammar textbooks. It is usually followed
by the simple form. but can be followed by the infinitive in some cases. It
means assist.

verb in simple form }

subject + help + complement + L
verb in infinitive

John helped Mary wash the dishes.
Jorge helped the old woman with the packages (to) find a taxi.
The teacher helped Carolina find the research materials.

Exercise 36: Causative Verbs
Use the correct form of the verb in parentheses in each of the following
sentences.

1. The teacher made Juan (leave) the room.

2. Toshiko had her car (repair) by a mechanic.

3. Ellen got Marvin (type) her paper.

4. | made Jane (call) her friend on the telephone.

5. We got our house (paint) last week.

6. Dr. Byrd is having the students (write) a composition.
7. The policemen made the suspect (lie) on the ground.
8. Mark got his transcripts (send) lo the university.

9. Maria is getting her hair (cut) tomorrow.

10. We will have to get the Dean (sign) this form.
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11. The teacher let Al (leave) the classroom.

12. Maria got Ed (wash) the pipettes.

13. She always has her car (fix) by the same mechanic.
14. Gene got his book (publish) by a subsidy publisher.
15. We have to help Janet (find) her keys.

DAY 5 OEHDb 5

Letter Writing
Look at the layout of this letter.

CHARLES P STEVENSON WADE STEVENSON 11 ROBERT L STEVENSON
Chairman of the Board President Treasurer

westman gxport corporation

leHerhead l EXPORTERS OF
cloth cutting pjachines

General office & Factory " Telex 91 9141 EMCO BUF
187 Washington Street Cable Address EMCO
Buffalo NY 14203U S A Telephone 716 856 2200

\

renc Your ref : MV/rj 80
refere es{ Our ref : DL/sk 80/190-09

Mr Michel Vega
receivers Diffumatex S.A. date(September 7 1991
name and 18 Rue St. Denis
addrass 75011 Paris
France
gg?:—'fn ion { Dear Mr Vega,

We are pleased to advise you of our air parcel
post shipment of your order no. 80/190-09 for
Westman spare parts.

body aF We are enclosing for your reference copies of our
lettér commercial invoices as well as a copy of the
certificate of mailing.

We trust this shipment will reach you promptly
and in good order.

Very truly yours,

| closin {
Salutation
signature {| Dveen §iziens
name{ Doreen Stevens (Ms)
P%‘ﬁov‘ { Sales Manager

Enc: 3 Commercial invoices,
enclosure, 1 certificate of mailing
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O Addresses

If the letter is written on paper without a letterhead, the sender’s address
is on the right-hand side.

It is not usual to write the sender’s name above the address.

The name and add less of the person receiving the letter are on the left.

@ Date

The date can be written in a number of ways
September 7th 7th September
September 7 7 September

We do not usually write *the 7th of September or *September the 7th
(although this is what we say)

In Great Britain 7/9/91 = 7 September: in the USA it means 9 July. Be
careful!

© Opening
There are several ways of starting a letter:

Dear Sir (to a man if the name is unknown)

Dear Madam (to a woman whose name is unknown)

Dear Sir/Madam (to cover both sexes)

Dear Mr Welsh (for a man)

Dear Mrs Todd (for a married woman)

Dear Miss Jones (for a single woman)

Dear Ms Smith (Ms does not reveal the marital status of a woman)

Note that we never write *Mister.

When writing to a firm begin Dear Sirs. However, it is preferable to
personalise your mail by writing to someone by name.

If you know the person well, you can of course use the first name (Dear
James, Dear Sarah, etc.) but not both first name and surname. We would not
write *Dear Sarah Jones.

Note also that we do NOT write *Dear Friend.

O Closing a letter
There are a number of choices:
Yours faithfully (if the letter opens Dear Sir, Dear Madam, Dear Sir/Madam)
Yours sincerely (if you write Dear + surname)
Yours truly
Sincerely (yours)
Very truly yours
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Practice

a. Rearrange these items so that the letter is correctly laid out.
Add anything that is obviously missing

(i) LGM/hp
(ii)  Presser UK Limited
199 Knightsbudge

London SW7 1RJ
Tel 071 386 5733
Telex 22498
Fax: 071 386 9474

(ill)  Linda Morgan (Mrs)

(iv)  Miss Juliette Rocache
84 Ave du General de Gaulle
91160 Longjumeau
France

(v)  Yourssincerely

(vi)  Managing Director - Administration

(vii) Thank you for your letter of 6 May which has been passed on to
me by Mr Webb.
Mr Webb has asked me to inform you of your conditions of
employment regarding Social Security arrangements. In cases like
yours where we provide work experience facilities for overseas
students, an individual is not covered by UK Social Security as
he/she is not considered as an employee.
If you have any questions to ask on this or any other matter, please
do not hesitate to get in touch.

© Useful expressions

STARTING A LETTER

Thank you for

We acknowledge receipt of your letter of 2 May

Further to dated

With reference to

I am writing to inform
} aavise you that..

tell

INFORMING

This is

lam pleasedto | inform you that ...
I regret aavise
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MAKING A REQUEST

Would you please

Would you be so good as to } let me know as soon as possible
Kindly

I would be grateful if you could

It would be appreciated

ENDING A LETTER

If you require any further information please do not hesitate to contact us.
) soon.

| look forward to hearing from you { in the near future.

We look forward to visiting you again shortly.

An early reply would be greatly appreciated.

Practice

b. Complete this fax using some of the ‘useful expressions’ above.

FACSIMILE NUMBER : 64 8 356 1874
TO : MR STRAZZULLA
TOTAL NUMBER OF PAGES INCLUDING THIS : 1

LU a recent order of ours
arrived in a damaged condition and has been
pillaged.

We duly made a claim on the insurance
purchased by you but 2.___________ ... __ that the
claim has not been settled.

Settlement has been delayed for several
reasons but principally because GLOBAL
Transport has gone into liquidation.

We have recently learnt that IPP, our present
insurer, had accepted our claim and paid
compensation to GLOBAL even though they were
in liquidation. However, none of this money
has ever been passed on to us.

3 contact GLOBAL or their

liquidators to attempt to recover the money
owing to us.

4

Yours truly,
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LESSON 3

DAY 1

YPOK 3

AEHDb 1

M NepeBenute TekcT no metoauke PAIN

TekcT A

The Marketing Mix

The tools or variables a marketer
works with to reach the target market
segment are product strategy,
promotion strategy, price strategy, and
distribution strategy. The effective
meshing of product, price, promotion,
and distribution strategies to achieve
success is known as the marketing
mix. Figure 2 shows the relationship
of the marketing mix ingredients as
they blend together to focus on a
target market segment.

Product strategy extends beyond
the physical item itself to include
decisions about brands, labels,
trademarks, packaging, warranties,
guarantees, new product development,
and the product life cycle.

Pricing strategy is concerned with
establishing prices for products that
will return a profit. Pricing decisions
are influenced by how responsive a
target market is to a high or low price,
the psychological images created by
prices (cheap versus quality), and the
actions of competitors. William Wrigley
implemented price strategy

HabGop cpencTs mapkeTUHra

UHCTpyMeHTamMu nnn
BO3MOXHOCTAMU, C KOTOPbIMU
paboTaeT PbIHOYHbIA areHT, 4ToObl
HaWTN MCKOMbIA CErMeHT pblHKA,
ABNFAIOTCA TOBapHasa cTpaTterus,
cTpaTterns npoaBuUXeHus, LLEHOBas
cTpaterus um aucTpubyTmBHas
ctpaterus. AddeKTMBHOE CoYeTaHme
TOBApHOW, LEHOBOW, PEK/aMHON,
ONCTPUBYTUBHOW cTpaTerun ans
OOCTUXEHUS ycrnexa U3BEeCTHO Kak
Habop cpeacTB MapkeTuHra. Tabnuua
2 nokasbiBaeT B3aMMOOTHOLUEHUS
MeXay COCTaBHbIMM YacTaMKn Habopa
CpeacTB MapKeTMHra B TOM BUAE, Kak
OHU cobpaHbl BMECTe, HaueneHbl Ha
CErMeHTbl PbIHKA.

ToBapHasa cTpaTerus BbIXOAMT 3a
npegensl caMmoro GuU3nyeckoro
npeameTa, BKJoYas B cebsl peLueHns
OTHOCUTENbLHO BUAOB, SPJILIKOB,
TOProBbIXx MapokK, YyNakoBOK,
cepTMdmrKaToB, rapaHTUin, paspaboTkn
HOBOrO TOBAapa 1 LKA XU3HU TOBapa.

LleHoBaga cTparterna 3aHMmMaeTcs
YCTAHOBMIEHMEM LEH Ha TOBaphl,
KOTOpPbIE MOTYT MPUHECTU NMPUBLIIb.
PelueHnsa no ueHam 3aBUCAT OT TOrO,
KaK pearmpyeT UCKOMbIA PbIHOK Ha
HU3KYK WX BbICOKYIO LEHY, OT
MCUXONOTrNYeCKNX obpasos,
co3JaBaeMblX LeHaMu (gelieBu3Ha
npoTWUB KavecTsBa) M OeNCTBUE
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successfully by marketing a product
with a low price-high volume potential:
chewing gum for a nickel a pack.

KOHKYpeHTOB. Yunbam Pwurnan
OCYLLECTBM LLIEHOBYIO CTpaTeruto,
npoaBurasi Ha pbIHOK TOBap C HN3KOM
LLeHOW M noTeHumanom 60nbLIOro
oboporTa: (xxepatenbHas pe3nHka no
LleHe 5 LeHTOB 3a nauky).

Table 2. Tabnuua 2.
Product Market Segment ToBap CermMeHT pbiHKa
Hero dog food Owners of large Kopwm ons cobak Bnagensupl
dogs Xupoy 6onbLunx cobak
Cycle dog food Owners of dogs at Kopwm ons cobak Bnagensupl
different stages of Carikn pPa3HOBO3PACTHbIX
life cobak

Games Burgers

Dog Owners seeking

['enHc Bepoxec Brnapnenbupl cobak,

convenience npeanoynTalowme
N3bICKAHHOCTb
CD dog food Owners of dogs Kopm ona cobak Bnapenblpl cobak,
needing special dietg ca HY>XOAIOLLMXCS B
cneupanbHom
onete
Good Homemakers XKypHnan Good JomalluHne xo3arikm
Housekeeping Housekeeping
Sawy Female entreprene- XKypHan Savvy KEHLWHBbI-
urs and executives npeanpuHMMaTenu
1 BbICOKOMOCTaB-
JIEHHBbIE CryXalLume
Vogue Fashion-conscious KypHan Vogue KeHLWmMHBI,
women VHTEpEeCYyoLmecs
Moo
Flinstones vitamins| Children ButamuHbl detn
dnmHcTOYH3
Fern-iron tablets | Adult women Tabnetkn gns Bapocnbie
XXKEHLLWH C XEeHLWWHbI
coaepXaHnem
xenesa
Geritol Elderly people XXepwuton Moxunnble noan
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Promotional strategy involves
developing the correct blend of the
promotional mix elements —
advertising, personal selling, sales
promotion, and publicity. Promotional
strategy is the communication element
of the marketing mix.

Crtparerug NPOABUXEHNS
BKJIIOYaET pa3paboTky HeoOBXoaANMOro
Habopa 3/1eMEHTOB NPOABUXEHNSA —
PEKNAMHOW KOMMNAHNW, NEPCOHANbHOMN
npoaaxwu, NpoaBuxeHne Toeapa C
MOMOLLIbIO pacnpofax W OenoBble
cBasu. CTpaTterns npoTanknuBaHUs
ABNAETCA KOMMYHUKALNOHHbBIM
anemeHTOM Habopa cpencTs
MapKeTuHra.
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DAY 2

OEHb 2

M MMepeBeauTte TekcT no metoauke PAIM

TekcT A

Marketing management can occur
in an organization in connection with
any of its markets. Consider an
automobile manufacturer. The vice-
president of personnel deals in the
labor market, the vice-president of
purchasing, the raw-materials market;
and the vice-president of finance, the
money market.

They must set objectives and
develop strategies for achieving
satisfactory results in these markets.
Traditionally, however, these
executives have not been called
marketers, nor have they been trained
in marketing. Instead marketing
management is historically identified
with tasks and personnel dealing with
the customer market. We will follow
this convention, although what we say
about marketing applies to all markets.

Marketing work in the customer
market is formally carried out by sales
managers, sales people, advertising
and promotion managers, marketing,
researchers, customer-service
managers, product managers, market
manager, and the marketing vice -
president. Each job carries well-
defined tasks and responsibilities.
Many of these jobs involve managing
particular marketing resources such
as advertising, sales people, or
marketing research. On the other

MeHeoKMEHT MapKeTUHra MOXET
OCYLWECTBATLCA B OpraHM3auun B
TECHO CBS3M C NOObLIM N3 €€ PbIHKOB.
PaccmoTpuM nNpuMep ¢ Npou3Boan-
Tenem asTomoobunen. Buue-npesnaeHT
no nepcoHany paboTaeT Ha pbliHKE
TpyAda, BUUE-NpesnaeHT No 3akyrnkam —
Ha PbIHKE CbIPbs, a BULIE-NPE3NAEHT MO
drHaHcamM — Ha GUHAHCOBOM PbIHKE.

OHW O0/MKHBI YCTaHaBIMBaTb LEem
n paspabaTbiBaTb cTpatermm ans
OOCTUXEHUS YOOBNETBOPUTENbHbIX
pe3ynbTaToB Ha 3TUX pbiHKax. OgHaKo
Mo CNOXMBLUENCHA Tpaguumnm 3Tux
CNy>Xallyx He Ha3blBaN PbIHOYHLIMU
areHtTaMmm un He TrOoTOBUAM Kak
CNeuvanncToB No MapkeTuHry. Bmecto
3TOro MeHeOXXMEHT MapkeTuHra
NCTOPUYECKMN OTOXOECTBASETCA C
3agavamMm, CBSI3aHHbIMU C MoTpebun-
TENbCKNM PbIHKOM, 1 C NEPCOHANIbHOW
paboTol Ha HUX. Mbl Byaem crnenoBaTtb
3TOMY, XOTS TO, YTO Mbl YTBEPXAAEM
OTHOCUTENBbHO MapPKETUHIa, OTHOCUTCS
KO BCEM pPbIHKaM.

PaboTa MapKeTuHra Ha
NnoTpebuTeNnbCKOM pPbiHKE hopMasnbHO
BbIMOJIHAETCA MeHeaXxepamMmu no
npogaxam, TOProBbiM MepCcoHanom,
MeHepXepamu Mo pekamMe u
NPOOBUXEHNIO, NCCNIeAoBaTEN MU
MapkeTuHra, MeHepgXxepamm no
NoTPebUTENLCKNM YCTyraM, MeHemxKe-
pamMm no ToBapam, MeHemKepamu rno
PbIHKY N BULE-NPE3NAEHTOM MO
MapKeTuHry. Y kaxaon paboTbl eCTb
YeTKO OonpeneflieHHble 3ajadun u
0693aHHOCTN. BONBLINMHCTBO U3 HUX
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hand, product managers, market
managers, and the marketing vice-
president manage programs. Their job
is to analyze, plan, and implement
programs that will produce a desired
level and mix of transactions with
target markets.

The popular image of the marketing
manager is someone whose task is
primarily to simulate demand for the
company'’s products. However, this is
too limited a view of the diversity of
marketing tasks performed by
marketing managers. Marketing
management has the task of
influencing the level, timing; and
composition of demand in a way that
will help the organization achieve its
objectives. Marketing management is
essentially demand management.

BK/lO4YaeT B cebs ynpasBneHue
OTAENbHBIMWN PECYPCaMN MAPKETUHTA,
TakKMMKU Kak peknama, TOProBbli
nepcoHan " nccnenoBaHus
mMapkeTuHra. C Apyron CTOPOH®I,
MeHeKepbl Mo TOBapY, MeHeIKEPbI MO
PbIHKY W BUUE-Npe3ngeHT no
MapKETUHIY YNpaBnsoT NporpaMmmamMm.
Nx paboTa 3akoyaeTcs B aHanmn3e,
NIaHWpPOBaHUMU U BbIMOJIHEHUN
nporpamm, KOTOpbIE NMO3BOJIAT A0CTUYb
XENAaeMoro ypoBHSI U CTPYKTYpbI
B3aMMOOENCTBUA C WUCKOMbIMU
pbIHKaMW.

OGbIYHBIN UMUK MeHemkepa Mo
MapKETUHIY TakOB: 3TO KTO-TO, 3aaaya
KOTOpOro, B MEPBYID o4epenb,
3aksyaeTcsd B CTUMYJIMPOBAHUNU
cnpoca Ha ToBapbl KoMmnaHun, OgHako
3TO C/IMLLKOM OrpPaHNYeHHbIM B3rNsia Ha
pa3Hoob6pa3ne 3ama4y B obnactu
MapkeTuHra, crTosuwue nepeq
MeHenXepamMmu Mo MapPKETUHTY.
3agavelii MeHegKMeHTa MapKeTUHra
ABNSIETCA BO3AENCTBME HA YPOBEHD,
ONUTENBHOCTb U CTPYKTYPY CMNpoca,
4yTOObI MOMOYb OPraHN3aLmMm JOCTUYb
CBOUX uenen. MeHeoxXMeHT
MapkeTuHra No CBOEN CyTu — 3TO
MEHEeI)KMEHT crpoca.
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DAY 3

tool

variable

strategy

ingredient

to extend

item

image

cheap

to implement

publicity

promotion

OEHb 3

SKILLS

OTa KoMMbloTepHasa NporpamMmMa aaeT MeHemKkepam LEHHbIM
WMHCTPYMEHT NNTaHMPOBaHUS.

Koponb 6611 NuLb Opyanem B pykax BOEHHOo
npaBUTENbLCTBA.

Temnepartypa BHYTPM aBTOMOOWAS perynmpyeTcs.
EcTb MHOro ¢haktopoB NO3BOAAOLIVX Npeacka3artb
pesynbTar.

¢ cumTalo, 4To Mbl pa3paboTanu HOBYIO CTpaTeruio.
OH 0g06pun cTpaTernio NPOABMXEHUSA ToBapa.

CocTaBHbIMU 9/IEMEHTaMU ycrexa aBAstioTCs BooOpaxeHue
M ycneluHasa paboTa.

Tennas noroga NPoOaINTCA A0 OKTA0PS.

OHM NpOoAIUIN XENe3Hylo A0POory A0 ropoaa.

KomnaHug nnaHupyeT paclumpuTb CBOE NPOM3BOACTBO B
obnactn Buaeo.

Monununsa npoBepmna HECKONbLKO BELLEN N3 TKAHW.

Y Hee ObINo YeTKOE NpeacTaBieHne, YTO OHA A0JIKHA
coenarb.
KomnaHunsa ponxHa ykpenuTb CBOV UMUOX.

JleTom cBexme 0BOLLM AELIEBbI.
310 Hanbornee AeLleBbI PECTOPaH B OKpyre.

MpeanoxeHus kommtTeTa OOMKHbI ObITb BbIMNOJIHEHBI
HeMeJIeHHO.

Ceapnbba KMHO3BE3 bl MOJy4Mna LUMPOKYHO Oriacky.
KTo oTBETCTBEHEH 3a NpMBREYeHne 0OLLLECTBEHHOIO
BHUMaHMS K HaLLIEMY LLIOY?

MosapaBnsio ¢ NPOABMXKEHMEM!
ECTb XOPOLLO WaHCbl HA MPOABUXEHWE B 3TON hUpMme.
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connection

on the other hand

traditionally

formally

to cope

MpoaBuXxeHne aToro ToBapa He ObINI0 04EHb YCMELLIHbIM.

CyuiecTByeT N1 kakasa-nmbo CBA3b MeXay aTUMM
npecTynneHnamMmmn?
Y KOMMaHum BbiNv CBA3M CO MHOXECTBOM SAMOHCKNX GUPM.

9 3Halo, 4TO 3Ta paboTa He 04EeHb XOPOLLIO OMaYMBaeTCs,
HO C [PYroi CTOPOHbI, MHE HE HaZo MHOro paboTars.

TpagVUVOHHO, XEHLLMHBI Ha 3anage BbIXxoaaT 3aMyX B
ONIVHHBIX B€NbIX NNaTbsX.

OH ObIn 0aeT AOBOJIBHO OPULMANBHO.

KomnaHus BeCbMa yCneLHo CnpaBuiachb C HEOXUAAHHbIM
pPOCTOM cnpoca.

L>xoH 1 Cannu ycnewHo cnpaBuincb CO CBOUMMU
npobnemamu.

CoBpeMeHHbIi TymaHUTapHblii YHuBepcutet



CoBpeMeHHbI M'ymaHuTapHblil YHuBepcutet

58



DAY 4 AEHDb 4
TOEFL TRAINING

23.

¢ The relative pronoun: A relative clause is used to form one sentence
from two separate sentences. The relative pronoun replaces one of two identical
noun phrases and relates the clauses to each other. The relative pronouns and
their uses arc listed here.

PRONOUN USE IN FORMAL ENGLISH
that things

which things

who people

whom people

whose usually people
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The relative pronoun completely replaces a duplicate noun phrase. There
can be no regular pronoun along with the relative pronoun.

Incorrect: This is the book that | bought it at the bookstore
Correct: This is the book that | bought at the bookstore

Remember that a sentence with a relative clause can always be
reduced to two separate sentences, so each clause must contain a verb.

We bought the stereo. The stereo had been advertised at a reduced price.
dupplicate noun phrase

We bought the stereo that had been advertised at a reduced price.

John bought a boat. The boat cost thirty thousand dollars.

John bought a boat that cost thirty thousand dollars.

George is going to buy the house. We have been thinking of buying the

house.

George is going to buy the house that we have been thinking of buying.

John is the man. We are going to recommend John for the job.

John is the man whom we are going to recommend for the job.

e Who/whom: Who is used when the noun phrase being replaced is in
the subject position of the sentence. Whom is used when it is from the
complement position.

NOTE: In speech, whom is rarely used, but it should be used when
appropriate in formal written English. If you have difficulty deciding whether
who or whom should be used, remember the following rule.

... who +verb ...
... whom + noun ...

Consider the following sentences.
The men are angry. The men are in this room.
These sentences can also be considered as:

The men [the men are in this room] are angry.
subject
The men who are in this room are angry.
The men are angry. | don’t like the men.
The men [l don’t like the men] are angry.
complement

The men whom | don’t like are angry.
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We also use the form whom after a preposition. In this case, the
preposition should also be moved to the position before whom in formal written
English.

The men are angry. The woman is talking to the men.
The men [the woman is talking to the men] are angry.

complement o
preposition

The men to whom the woman is talking are angry.

However if the preposition is part of a combination such as a two-word
verb, meaning that the preposition cannot reasonably be moved away from the
verb, it will remain with the verb.

¢ Restrictive and nonrestrictive clauses: A relative clause can be
either restrictive or nonrestrictive A restrictive clause is one that cannot be
omitted from a sentence if the sentence is to keep its original meaning. A
nonrestrictive clause contains additional information which is not required to
give the meaning of the sentence. A nonrestrictive clause is set off from the
other clause by commas and a restrictive clause is not. Who, whom, and which
can be used in restrictive or nonrestriclive clauses. That can be used only in
restrictive clauses. Normally, that is the preferred word to use in a restrictive
clause, although which is acceptable. TOEFL does not test the use of which
and that in restrictive clauses.

Examples of restrictive and nonrestrictive clauses:

Restrictive: Weeds that float to the surface should be removed before
they decay.
(We are not speaking of all weeds, only those that float to
the surface. Thus, the sentence is restrictive; if “that float
to the surface” were omitted, the sentence would have a
different meaning.)

Nonrestrictive: My car, which is very large, uses too much gasoline.
(The fact that my car is very large is additional
information and not important to the rest of the
sentence. Notice that it is not possible to use the
pronoun that in place of which in this sentence.)

Examples of relative clauses:

Dr. Jones is the only doctor whom | have seen about this problem.
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Hurricanes that are born off the coast of Africa often prove to be the
most deadly.

Teachers who do not spend enough time on class preparation often
have difficulty explaining new lessons.

This rum, which | bought in the Virgin Islands, is very smooth.

Film that has been exposed to X rays often produces poor photographs.
The woman to whom we gave the check has left.

e Whose: This relative pronoun indicates possession.

The board was composed of citizens. The citizens’ dedication was
evident.

The board was composed of citizens whose dedication was evident.
James [James’s father is the president of the company] has received a
promotion.

James, whose father is the president of the company, has received a
promotion.

John found a cat. The cat’s leg was broken.

John found a cat whose leg was broken.

Harold [Harold’s car was stolen last night] is at the police station.
Harold, whose car was stolen last night, is at the police station.

The company [the company’s employees are on strike] is closing down
for two weeks.

The company, whose employees are on strike, is closing down for two
weeks.

The dentist is with a child. The child’s teeth arc causing some problems.
The dentist is with a child whose teeth are causing some problems.
The president [the president’s advisors have quit] is giving a press
conference.

The president, whose advisors have quit, is giving a press conference.

Exercise 37: Relative Clauses
Combine the following individual sentences into single, sentences with

relative clauses.

1.The last record [the record was produced by this company] became a

gold record.

2. Checking accounts [the checking accounts require a minimum balance]

are very common now.

3. The professor [you spoke to the professor yesterday] is not here

4. John [John’s grades are the highest in the school] has received a

scholarship.
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5. Felipe bought a camera. The camera has three lenses.

6. Frank is the man. We are going to nominate Frank for the office of
treasurer.

7. The doctor is with a patient. The patient’s leg was broken in an accident.

8. Jane is the woman. Jane is going to China next year.

9. Janet wants a typewriter. The typewriter self-corrects.

10. This book [l found the book last week] contains some useful
information.

11. Mr. Bryant [Mr. Bryant’s team has lost the game] looks very sad.

12. James wrote an article. The article indicated, that he disliked the
president.

13. The director of the program [the director graduated from Harvard
University] is planning to retire next year.

14. This is the book. | have been looking for this book all year.

15. William [William’s brother is a lawyer] wants to become a judge.

e Optional relative clause reduction: In restrictive relative clauses, it
is possible to omit the relative pronoun and the verb be (along with any other
auxiliaries) in the following cases.

(1) Before relative clauses in the passive voice:

This is the Z value which was obtained from the table areas under the
normal curve.

OR
This is the Z value obtained from the table areas under the normal
curve.

(2) Before prepositional phrases:
The beaker that is on the counter contains a solution.
The beaker on the countoeljf contains a solution.
(3) Before progressive (continuous) verb structures:
The girl who is running down the street might be in trouble.
The girl running down thOeRstreet might be in trouble.

It is also possible to omit the relative pronoun and the verb be in
nonrestrictive clauses before noun phrases.
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Mr. Jackson, who is a professor, is traveling in the Mideast this year.
Mr. Jackson, a professor, is traveling in the Mideast this year.

Exercise 38: Relative Clause Reduction
Reduce the relative clauses in the following sentences.

1. George is the man who was chosen to represent the committee at the
convention.

2. All of the money that was accepted has already been released.

3. The papers that are on the table belong to Patricia.

4. The man who was brought to the police station confessed to the

5. The girl who is drinking coffee is Mary Alien.

6. John’s wife, who is a professor, has written several papers on this
subject.

7. The man who is talking to the policeman is my uncle.

8. The book that is on the top shelf is the one that | need.

9. The number of students who have been counted is quite high.

10. Leo Evans, who is a doctor, eats in this restaurant every day.

DAY 5 AEHDb 5

Prepositions

Prepositions are used to relate things or people in various ways to time,
place, direction and distance.

It is difficult to use prepositions correctly as most of them have a variety
of uses and meanings.

O Time
About (approximately)
The Job will take about a week

Around (approximately)
She’ll be there around 5 o’clock

At (point in time)

We've got the results at last (after a long period of waiting)

| suggest we meet at 4.30.

Please send us your comments for the end of May at the latest.
We close down at Christmas.
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Beyond (limit in duration)
It’s impossible to extend credit beyond the 60 days agreed.

By (limit in time)
The plane leaves at 10 so we must be at the airport by 9 am.

From (starting point in time)
The exhibition will be open from 1 June.

In/During (between two points in time)

They went bankrupt in 1989. (some time between January and December)
I didn’t send my application in time to be considered. (it arrived too late
to be considered)

They employ students in the summer vacation.

There was full employment in the 1960s.

The office is shut during the holidays.

On (point of time)
The video conference is on 3rd April.
Please be on time. (at the right time not late)

Through (direction inside time)
I’ll be staying in Chicago May through June. (AmE)
| worked all through my lunch-break.

To (future direction)

It’s seven minutes to three.

There are only two weeks to the symposium.
The office is open from 9 to 5 30. (= until)

Practice
a. Look at Mr Grant’s diary.
Use suitable times and prepositions to complete these statements:

1. The sales report must be ready

. His sales conference is

. His train to Birmingham leaves

. He’s seeing Mr. da Silva

. Mr Arestrup will be staying .

Monday 12th he’ll be working his lunch break.
. He’s meeting Mrs. Winter

. The office will be closed Easter.
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MONS Salesreport MMust be | MoN12 Workeg lunch
ready no later than 12 mMr Leg&n:
3pm for typeng 12 00-15 00
TUBSE o tes Conference TUES o o estrip
leaves
WED 7 7rau2- Bermungham WED 4 0 lUirter
14 57 Euslon Stateon 1/ 00 approx
THURS 8 THURS 15
Mr da Sdva bt
10 00 sharp Htice s
FRI9 FRI 16
MNr Arestre HNice shet
arnues l‘p s
SAT 10 SAT 17
SUN 11 SUN 18
£aster Sunday
® Place

About (approximate position)
I’ve left the folder lying about somewhere.

Around
The Accounts Department is around the corner.

At (place)

He spent Saturday afternoon at work.
He’s staying at the Dorchester.

I’ll meet you at Gatwick airport.

At (direction)
We’ve aimed our campaign at the young urban professional.

Beyond (limit in direction)
We cannot transport the goods beyond the Pakistani frontier.

By (close to)
The warehouse is by the canal.

From (source)
The video recorders are imported from Taiwan.

In (three dimensional space)
San Francisco is in California.
The money is kept in the safe.
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On (two dimensional line or surface)
California is on the Pacific coast.
The file is on the desk.

The calendar is hanging on the wall.

Through (direction between two points in space)
It can take ages to clear goods through customs.
Once we’'re through Rome we’ll be able to drive faster.

To (movement, destination)
| have to go to Rabat next week.
The taxi will take you to the airport.

Practice
b. Complete the letter on the next page with suitable prepositions.

Dear Olie,

This is to confirm that I will be staying !

Sydney ®____ October 183_________ October
214 the Pacific hotel. Could you please
arrange for somebody to pick meup®_______ the
airport?

Ihave® _  last received the report
7 _the marketing division®_________ New
York. These are the most important points you should
know:

a. The Dolce Vita promotion should be completed

20 September '°____________ the latest.
Sa.les figures willbesent ' you when they
are available.

b. The launch of the Pacific sun lotion has been a
success Over 11,000 will have been sold
2 0 @ @@ r.he end of September.

c 15,000 merchandising units are being shipped
5 Australia !t November as
requesbed.

d. We are having problems with our operations in
Latin America. It is proving difficult to get goods

cleared 15_____  customs rapidly. Many clients
are insisting on credit termms ___________ the usual
30 days.

e. Current marketing plans are to be finalised

following receipt of all relevant data 7

John Price. As I understand it, the idea is to aim more

ofourproducts '8________ the lower middle-class

income group.

f The next Joint Marketing meeting will be held
4 November. We will start 2°.

9.00 a.m. and hope to finish sometime 2!

midday.

See you soon,

=y
==
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LESSON 4

DAY 1

YPOK 4

AEHDb 1

M MMepeBeaute TekcT no metoauke PAIM
TekcT A

Customer Orientation

A company can define its market
carefully and still fail at customer-
oriented thinking. Customer-oriented
thinking requires the company to
carefully define customer needs from
the customer point of view, not from
its own point of view. Every product
involves trade— offs, and
management cannot know what these
are without talking to and researching
customers. Thus a car buyer would
like a high-performance car that never
breaks down, one that is safe,
attractively styled, and cheap. Since
all of these virtues cannot be combined
in one car, the car designers must
make hard choices not on what
pleases them but rather on what
customers prefer or expect. The aim,
after all, is to make a sale through
meeting the customer’s needs.

Why is it supremely important to
satisfy the customer? Basically
because a company’s sales each
period come from two groups: new

OpueHTauusa Ha noTpeburens

KoMmnaHua MOXeT BCe Xe
onpeaennTb CBOM PbIHOK AOBOJSILHO
TO4YHO, HO MOXET noTepneTb Heyaady
C MbILLJIEHNEM, OPUEHTUPOBAHHBIM HA
notpebutena. OpmneHTpoBaHne
MbILLIEHNS HA NOTpebuTens TpebyeT
OT KOMMNaHUW BHUMATENbHOTIO
onpepeneHus Hyxa notpebutens c
TOYKN 3peHuUd ero camoro
notpebutensd, HO He C ee
cobcTBEeHHOW. Kaxablihi NpoaykT
COAEPXUT anbTEpPHaATUBbLI, U
MEHEMKMEHT HE MOXET 3HATh, KAKOBbI
OHW, He Oecenysa U He uccnenys
nokynarenen. Noatomy nokynarenb
aBTOMaLUMHbI NPEeAnoYTET XOPOLLO
COEeNaHHbI aBTOMOOUNb, KOTOPbIN
HUKOrga He cjlioMaeTcs, KOTOpbIn
GesonaceH, 061aaaeT npmenekartesb-
HbIM UCMOJIHEHNEM Y CTOUT HEQOPOTO.
Tak kak BCe 3TV npemmyLiecTsa
HEBO3MOXHO COeAWHUTb B OLHOW
MaLlvHe, aBTOMOOUIbHbIE An3aiHepPb!
BbIHYXOEHbI AeNnaTb TPYAHbIN BbIOOP
HE MeXAYy TEM, HYTO UM HPaBUTCH, HO,
cKopee, Mexay TeM, 4YTO OXUAAI0T Nn
npegnoynTaloT notpedbutenn. Llensio,
nocne BCero 3TOro, sBnsdeTcqd
OCYLLUECTBJIEHME NPOAAXU, NAOYLIEN
HaBCTPEYY HYXAaM KITMEHTA.

lMo4emy B BbICLLIEN CTENEHN BXHO
yOOBNETBOPUTL 3anpockl noTpebu-
Tena? B oCHOBHOM MOTOMY, 4TO
Kaxabli nepron Npoaax KoMnaHum
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customers and repeat customers. ltis
always more costly to attract new
customers than to retain current
customers. Therefore customer
retention is more critical than
customer attraction. The key to
customer retention is customer
satisfaction. A satisfied customer

1.Buys again

2.Talks favorably to others about
the company

3.Pays less attention to competing
brands and advertising

4.Buys other products that the
company later adds to its line.

One Japanese businessman
recently told the author: “Our aim goes
beyond satisfying the customer. Our
aim is to delight the customer.” In fact,
this is a higher standard and a deeper
quest and may be the secret of the
great marketers. They go beyond
meeting the mere expectations of the
customer. When they delight a
customer are more effective
advertisers than advertisements
placed in the media.

Now let us consider what happens
when company creates a dissatisfied
customer. Whereas a satisfied
customer tells three people about a
good products experience, a
dissatisfied customer gripes to eleven
people. In fact, in one study, 13
percent of the people who had a
problem with an organization

MCXOOUT OT ABYX FPYMM: HOBbIX
KJIMEHTOB U TeX, KTO MPULLES CHOBA.
Bcerpa popoxe npuenekatb HOBbIX
KNTWEHTOB, yem COXPaHATb
MOCTOSAHHbIX. Takmm obpas3om,
COXpPaHUTb KnneHTa 6ornee BaXXHO, YeEM
npueneys ero. Knio4yom K coxpaHeHuto
K/IMeHTa 9BNSIeTCS YOOBNETBOPEHME
ero 3anpocos.. [ OBONbHBbIN
noTpebuTens:

1. NMokynaet cHoBa.

2. BepeT pasroBopbl C ApYyrMu B
Mosib3y KOMMNaHUK.

3.YpoendaeT MeHbllee BHUMaHuE
KOHKYPUPYIOLLMM Mapkam 1 peknamMe.

4. MNokynaeT apyrme npoaykThl,
KOTOpble KOMMNaHua no3aHee
3anycTuna B NpoM3BOACTBO.

OOnH AnoHCKWM OGM3HEeCMeH
HenaBHO ckasan aBTopy: “Hawa uenb
maoer ropasgno panbue
yOOBNETBOPEHMS 3aNpPOCOB KIINEHTA,
Halwla uenb — 04apoBaTb KJMEHTA”.
B mencTBUTENBHOCTU 3TO ABASIETCS
BbICOYalLLIMM CTaHOAPTOM W 6ONbLLONM
npo6emMomn n, BO3MOXHO, CEKPETOM
BEMKUX PbIHOYHBIX areHToB. OHM nayT
ropasgo ganblue, 4emM BCTpeva C
oXnpoaHnsaMm KnneHTta. BocxuueHHble
KNVUEHTHI ABNAOTCS Bonee
3P PEKTUBHBIMMN  PEKAMHbBIMU
areHTaMm HeXenum peknamMHble
obbaBneHusa, nyobnukyemble B
cpeancTeBax MaccoBonm MHGopMaLuvn.

MosBonbTE Tenepb Ham
pPaccMOTPETb TO, YTO MPOUCXOOMT,
Korpa KOMMaHug cospaet
HEeyOO0BNETBOPEHHOIO NOTPEBUTENS.
Ecnuv ynoBneTBopeHHbIn noTpebuTtenb
coobuLaeT TPeEM NOASAM O CBOEM
BrevyaT/IEHMM OT XOPOLLMX TOBAPOB, TO
HEeOO0BOJIbHbIN OynopaxuT
OOMHHaauaTh. B LENCTBUTENBHOCTH,
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complained about the company to
more than twenty people. Suppose
each person who heard the bad story
told eleven people, who told another
eleven, and so on. Clearly, bad word
of mouth travels further and faster
than good word of mouth and can easy
poison public opinion about the
company.

npn ogHoM wuccnepoBaHum 13
MPOLLEHTOB KJIMEHTOB, KOTOpPbLIE
CTONKHYNCb C TPYAHOCTAMWU BO
B3aMMOOTHOLWEHNAX C HEKOEN
opraHunsauyunemn, Bblpa3nnn
HeLoBONILCTBO 3TOM KOMNaHnn bonee
yem 20 nogam. Mpeanonoxum, 4To
KaXXablh 4ENOBEK, KOTOPbINV BbICyLLAN
MPayHY NCTOPUIO, pacckasaHHyto 11
nogam, pacckaxet gpyrum 11 um 1. 4.
O4yeBUAHO, 4TO MOXME BECTU
nMyTeLlWecCcTBYIOT ObICTPEE N Aalnblue,
yemMm OobGpoe CnoBO, N MOTYT JIErKO
OTpaBUTb OOWECTBEHHOE MHEHUE
OTHOCUTESIbHO KOMMaHUN.

CoBpeMeHHbI M'ymaHuTapHblil YHuBepcutet

70



CoBpeMeHHbIi TymaHUTapHblii YHuBepcutet



CoBpeMeHHbI M'ymaHuTapHblil YHuBepcutet

72



DAY 2

AEHb 2

M MepeseauTte TekcT no metoauke PAI
Tekct B

Thus a company would be wise to
check on customer satisfaction. But
it cannot just rely on customers
voluntarily complaining when they are
dissatisfied. In fact, 96 percent of
unhappy customers never tell the
company. This further emphasizes that
companies must set up suggestion and
other systems to maximize the
customers’ opportunity to complain.
This is the only way a Company can
know how well it is doing. It is also a
major way in which the company can
learn how to do better. The 3M
company claims that over two-thirds
of its innovation ideas come from
listening to customer complaints.

Listening is not enough. The
company must respond constructively

Takum o6pa3om, KomnaHug
nonxHa OblTb BHMMaTeNlbHa K
3anpocam notpebutens. Ho aTo He
NMPOCTO 3aBUCUT OT NMPOU3BOSILHOIO
00bACHeHUa noTpebuTtenei, korga
OHW HepoBOJbHbLI. DakTnyeckn 96%
HEe[0BOJIbHbIX KIIMEHTOB HMYEro He
rOBOPSAT KOMMaHMW. ITO eLle CUSTbHEe
nogYyepkuBaeT TO, 4HTO KOMMaHUA
[OoJI)XHAa OopraHM3oBaTb CUCTEMY
npuemMa NpeanoXxXeHNUn U WUHble

cucTteMbl ONnd TOro, 4TOObI
npenocTaBuUTb MNoTpebutTenam
BO3MOXHOCTb npeabABNAThL

npeTeH3nm. O9TO0 €AUHCTBEHHbIN
€crnoco6 N KOMMaHMmM y3HaTb O TOM,
HaCKOJIbKO XOPOLUO MAYT Y Hee aena.
OTO TakxXe OCHOBHOW cnocob, c
MOMOLLIbIO KOTOPOro KOMMaHUs MOXeT
HayYnTbCca paboTaTb Jfyulle.
KomnaHna 3M yTBepxpaeT, 4To
cBbllle 2/3 ee MHHOBALMIA BbILLNO U3
BbICNYLLUMBAHWS Xanob notpedutenei.

MpocTo BbiCNyWMBaTb Xanoobl
HEeOOoCTaTOYHO, KOMMaHUS A0JKHA
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to the complaints.

Of the customers who register a
complaint, between 54 and 70 percent
will do business again with the
organization if their complaint is
resolved. The figure goes up to a
staggering 95 percent if the customer
feels that the complaint was resolved
quickly. Customers who have
complained to an organization and had
their complaints satisfactorily resolved
tell an average of five people about
the treatment they received.

When a company realized that a
loyal customer may account for a
substantial sum of revenue over the
years, it seems foolish to risk losing
the customer by ignoring a grievance
or quarreling over a small matter. For
example, IBM makes every
salesperson write a full report on each
lost customer and all the steps taken
to restore satisfaction.

A customer-oriented company
would track its customer satisfaction
level each period and set improvement
goals. For example, the Chevrolet
division of General Motors achieved a
dealer/service satisfaction index of 79
(maximum 100) in 1984 and hopes to
hit 90 by 1990. Its owner repurchase
loyalty stood at 38 in 1984, and it wants
to move this to 55 by 2000. If Chevrolet
manages to increase customer
satisfaction and loyalty , it does not
have to worry even if its profits are
down in a particular year: it is on the

0aTb HA HUX KOHCTPYKTMBHbI OTBET.

M3 yncna notpedutenemn, KOTopble
noganu xanoby, ot 54% pno 70%
BHOBb BCTynakwT B [AeNIOBble
OTHOLLUEHWS! C opraHmn3auynent, ecnm nx
xanoba Bo3biMena gencreue. IJTa
undpa BbipactaeT 0o 95%, ecnu
notpebutenb 4YyBCTBYET, YTO €ro
»anoba 6bICTPO BO3bIMENA AeCTBME.
MoTpebuTtenn, KOTopble BbiCKa3biBasIN
MPEeTeH3NN K OpraHusaumm u
YOOBNETBOPUTESILHO Pa3pPELLVN CBOU
npeTeH3nn, pacckasanu o]
OOCTUTHYTOM UMW CcOrnaweHuun
npMGAU3NTENBHO 5 NMuaMm.

Korga koMnaHus NoHMMaeT, 4To
6naropacnonoXxeHHbl NoTpedbuTenb
MOXET MPUHOCUTb CYLLLECTBEHHYIO
CYMMY [O0X0OOB B TeyeHue
HECKOJIbKUX NET, KaxeTcs 6esyMmmnem
puckoBaTb noTepein notpebutend,
WUIrHOPMPYS HEAOBOJLCTBO MO0 Crop
no HebonbLwoMy nosoay. Hanpumep,
IBM 3acTaBnseT Kaxaoro ToproBoro
npeacTaBuUTeNs NMcaTth MOMHbIA OTYET
no KaXaoMmy NOTEPSHHOMY
noTpedbuTento U O BCexX Warax,
NPennpUHATBLIX A1 BOCCTAHOBIEHUS
YOOBNETBOPEHUSI.

OpueHTnpoBaHHas Ha
notpedbutena KkoMnaHMsa MOXeT
MPOCYNTbLIBATb YPOBEHb
yOOBNEeTBOPEHUSA noTpebutens m
ycTaHaBnMBaTb 3ajayn no €ero
DOCTUXEHNIO. Hanpumep,
nogpasaeneHuve LLieBpone komnaHmm
dxeHnepan MoTopc pagocTurno
riokasarens yaoBeTBOPeHWs annepa/
cepsuca 79 n3 100 B 1984 n HapeeTcsH
noctunyb 90 k 2000 roay. Y LWespone
nokasaTefnb MNPUBEPXEHHOCTU
K/IMeHTa npu NOBTOPHOM MOKYMKe B
1984 rony Haxoauncsa Ha ypoBHe 38
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right track. If, on the other hand, its
profits rise but its customer
satisfaction keeps falling, it is on the
wrong track. Profits could go up or
down in a particular year for many
reasons, including rising costs, falling
prices, major investments, and so on,
but the ultimate sign of a healthy
company is that its customer
satisfaction index is high and keeps
rising. Customer satisfaction is the
best indicator of the company’s future
profits.

n3 100, n koMmnaHua HageeTcs
nosecTtu ero oo 55 k 2000 roay. Ecnmn
LLlespone cTpemMuTcsa K pPoOCTY
YOOBNETBOPEHUS U MPUBEPKEHHOCTU
notTpebutens, BOBCE HE HYXHO
BOJIHOBATbCS B TOM CJlyyae, ecnu
npubbIIM NafaloT B OTAENIbHO B3STOM
rofy: KOMMaHusi Ha NPaBUJIbHOM MyTU.
C apyroii cTopoHbl, ec/n ee NpmbbIn
pacTyT, HO YyAOBNEeTBOpPeEHUe
noTpebutensa npoaokaeT nagatb,
pasBuTUE MAOET HeNpaBUIbHO.
MpunbblnM MOryT BO3pacTtaTb UK
nagatb B OTOENbHO B3STOM rogy rno
MHOIMM TMpPUYMHAM, BKJIOYasa poOCT
n3pepxek, nagawlwme LUEeHbl,
OCHOBHbIE WMHBECTULMN W T.M., HO
OCHOBHbIM MPM3HAKOM 340POBbS
KOMMaHUK €aBnseTca TO, 4TO
nokasaTefnb YAOBNETBOPEHUS
noTpebuTtens BbICOK WU NpogosmkaeT
pacTu. YO0BNETBOPEHWE NOTpedutens
— Ny4Wnin mHaukatop Oyaywux
[0X0O0B KOMMaHUK.
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DAY 3

to define

carefully

trade-off

to research,

research

to combine

to please

OEHb 3

SKILLS

HekoTopbiM cnoBam CNOXHO AaTb OnpeaenieHne, NoCKOsbKY
Y HUX MHOTIO Pa3fINYHbIX 3HAYEHWNIA.
Y10 xapakTepma3yeT Hac cerogHa?

JepXxute 0CTOPOXHO — 9TO CTEKIIO, f HE XOUY ero pa3buTs.

Lnsa Toro, 4Tobbl yaep>aTthb LIeHbl, OMKEH CYLLeCTBOBaTh
BGanaHc Mexay KONM4eCTBOM U Ka4eCTBOM.

OHM NpoBOAMNN YCMELLHbIE UCCIeA0BaHNS B 3TO 06nacTu.
9Ta KHMra Obisia XOpoLLO U3y4eHa.

[lBe cTpaHbl 06beanHMNNCH NPOTUB X 0OLLEro Bpara.
[aBainTe coeaMHMM MO HayYHblE 3HAHNS 1 BalLLE 3HAHNE
Bu3Heca 1 y4peayMm KOMMaHuio.

OH OblN 04eHb HEOOBOJEH, KOraa y3Han 06 3ToMm.
OH nenaeT TONbKO TO, HTO EMY HPABUTBLCH M HAKOFAA HU O
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supremely

to repeat

attraction

satisifaction

to pay attention

recently

aim

quest

torely

to delight

opinion

KOM He oyMaeT.
OT0 4pe3BbIHANHO BaXHbI MOMEHT.

MoxanyicTta, NOBTOPUTE 3TO CHOBA.
He noBTOpanTe TO, 4TO 9 BaM ckasain.

Npesa nyTelwecTBms Masno npmenekana MeHs.
3aMokK aBnseTcs 60MbLLIOK TYPUCTUHECKOM
[OCTONPUMEeYaTesibHOCTbIO.

K Moemy yaoBonbCTBMIO, ObINIO A0Ka3aHO, YTO S FOBOPWII
npaemy.

[nsa ynoBneTBopeHus Bcex NnoTpebutenen Obina
npopaboTaHa kaxaas aetasb.

S1nm nioasam 6bIN10 yAaeneHo CINWKOM MHOIro BHMMaHUA.

A TONbLKO HEAABHO HaYan n3yvyaTtb (PPaAHLY3CKNIA.
A 0o HepaBHEro BpeMeru xun B JIoHooHe.

Ero uenb 6bina o4eHb xopoLua.
Y10 ABNAETCH LLenblo Ballem XnN3Hn?
Llenbto BCTpeun 6110 JOCTUXEHME COornalleHus no LeHam.

OHuM nyTelecTBOBaNM B MoMckax 3010Ta.

Tbl HE MOXELLIb NONaraTbCs Ha noroay.
Jymaio, 4To MOry NPUNTK, HO HE PacCYUTbIBaAlM Ha 3TO.
Monoxuvce Ha MeHs.

OHa pasBecenuna ayauMTopuio CBOUMM LLIYTKaMM.
MbI Obini 06paaoBaHbl OTKIIMKOM Ha Hally peknamy.

Ee noBeneHve NoaTBEPXAAET MOE MHEHME, YTO OHA 3[1eCb
HecyacTvBa.
O6L1EecTBEHHOE MHEHME HACTPOEHO NPOTUB HErO.
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DAY 4 OEHDb 4
TOEFL TRAINING (contd.)

24. That — other uses

e Optional: The word that has several uses besides its use in relative
clauses. One such use is as a conjunction. Sometimes when that is used as a
conjunction itis optional, and sometimes it is obligatory. That is usually optional
after the following verbs.

say tell think believe

John said that he was leaving next week.
OR
John said he was leaving next week.

Henry told me that he had a lot of work to do.
OR
Henry told me he had a lot of work to do.

¢ Obligatory: That is usually obligatory after the following verbs when
introducing another clause.

mention declare report state

The mayor declared that on June the first he would announce the results
of the search.

George mentioned that he was going to France next year.

The article stated that this solution was flammable.

¢ That clauses: Some clauses, generally introduced by noun phrases,
also contain that. These clauses are reversible.

It is well known that many residents of third world countries are dying.
OR
That many residents of third world countries are dying is well known.

NOTE: If a sentence begins with a that clause, be sure that both clauses
contain a verb.
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It surprises me that John would do such a thing.
OR
That John would do such a thing surprises me.

It wasn’t believed until the fifteenth century that the earth revolves around

the sun.

OR
That the earth revolves around the sun wasn’t believed until the fifteenth
century.

It is obvious that the Williams boy is abusing drugs.
OR
That the Williams boy is abusing drugs is obvious.

25. Subjunctive

The subjunctive in English is the simple form of the verb when used
after certain verbs indicating that one person wants another person to do
something. The word that must always appear in subjunctive sentences. Ifit is
omitted, most of the verbs are followed by the infinitive.

We urge that you leave now.
We urge you to leave now.

Study the following list of verbs.

advise decree move prefer request suggest
ask demand  order propose require urge
command insist recommend stipulate

NOTE: The verb want itself is not one of these verbs.
In the following rule, verb indicates one of the above verbs.

subject + verb + that + subject + [verb in simple form] ...
(any tense)

The judge insisted that the jury return a verdict immediately.
The university requires that all its students take this course.
The doctor suggested that his patient stop smoking.
Congress has decreed that the gasoline tax be abolished.
We proposed that he take a vacation.

| move that we adjourn until this afternoon.
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The simple form of the verb is also used after impersonal expressions
with the same meaning as the above verbs. The adjectives that fit into this
formula include the following.

advised necessary recommended urgent
important  obligatory required imperative

mandatory proposed suggested

In the following rule, adjective indicates one of the above adjectives.

it+ be + adjective + that + subject + [verb in simple form] ...

(any tense)

issue.

It is necessary that he find the books.

It was urgent that she |leave at once.

It has been proposed that we change the topic.
It is important that you remember this question.

It has been suggested that he forget the election.
It was recommended that we wait for the authorities.

Exercise 39: Subjunctive
Correct the errors in the following sentences; if there are no errors,
write correct.

A wWON =

- ©O 0O ~NO O,

. The teacher demanded that the student left the room.

. It was urgent that he called her immediately.

. It was very important that we delay discussion.

. She intends to move that the committee suspends discussion on this

. The king decreed that the new laws took effect the following month.
. | propose that you should stop this rally.

. | advise you take the prerequisites before registering for this course.
. His father prefers that he attends a different university.

. The faculty stipulated that the rule be abolished.

0. She urged that we found another alternative.
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DAY 5 OEHb 5

British English vs American English

The differences between British English and American English are small
in terms of grammar. However, there are quite a number of vocabulary and
spelling differences (see below).

Grammar
Some of the main differences are as follows:

© The Americans tend to use a past tense where the British would use
a present perfect:
| have finished the report (BrE)
Have you seen it yet? (BrE)
| finished the report. (AmE)
Did you see it yet? (AmE)

@® In AmE the past participle of get is gotten:
He’s never really got over the death of his wife. (BrE)
He’s never really gotten over the death of his wife. (AmE)
Some Americans say boughten instead of bought.

© The verb dive is regular in British English (dive- dived- dived) but
irregular in American (dive- dove- dived).

O The use of prepositions and adverbs changes slightly:

BrE AmE
check something check something out
do something again do something over
meet somebody meet with somebody
stay at home stay home
visit someone visit with someone
at the weekend on the weekend

Monday to Wednesday Monday thru Wednesday

© The adverb presently has a different meaning:
The ACC Institute is presently undergoing a reorganisation
(AmE = right now)
Mr Bennett will be with you presently.
(Brg = soon)
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® On the phone:
Hello, is that Mr Waters? (BrE)
Hello, is this Mr Waters? (AmE)

@ If a British person received a letter from an American which began: ‘I
would be quite interested to meet you’ he/she would be surprised, because the
British person would interpret quite to mean ‘fairly, but not much’. The American
meant ‘very’.

Vocabulary

O In business correspondence:

1.1 In Britain the day of the month is written first. In AmE the month
comes first: 12.5.94 = the twelfth of May (BrE); the fifth of December (AmE).

1.2 When writing to a firm, Americans may begin with Gentlemen,
although this is becoming less commonly used.

1.3 In the United States it is more common to end the letter with Sincerely
rather than Yours sincerely/Yours faithfully.

® Most of these words would be understood by both American and
British speakers but some e.g. gas, corn could lead to confusion.

BrE AmE
anywhere anyplace
flat apartment
barrister, solicitor attorney
car automobile
(advertising) hoarding  billboard
wallet billfold
taxi cab
reverse the charges call collect
maize corn
tailor customize
tailor-made custom-made
lift elevator
autumn fall
ground floor first floor
puncture flat
motorway freeway
petrol gas

railway railroad
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rise (in salary/prices) raise
estate agent realtor
public toilet rest room
return round-trip
timetable schedule
pavement sidewalk
sleeping partner silent partner
tube subway
lorry truck

toll motorway turnpike
holiday vacation
corn wheat
post code zip code

© When acknowledging thanks in AmE say You ‘re welcome, in BrE say
Don’t mention it or That’s all right.

® When talking about educational background and institutions the
vocabulary will be different. For an American |/ went to college could mean /
went to university. An American majors in a subject, an English person does/
reads for a degree. In Great Britain a graduate is a person who has completed
a three or four year degree; in AmE the term graduate is also used for someone
who has completed high school studies. A graduate student (AmE) is the
equivalent of a postgraduate.

© Note that 10.45 is a quarter to eleven in both British and American
usage, but Americans also say a quarter of eleven. 11.15 is a quarter past
eleven for both communities but the Americans also say a quarter after eleven.
3.30 is half past three but the British also say half three.

@ If someone says ‘John called’, an American would interpret this as
‘John phoned’. In Great Britain this could be taken as either ‘John phoned’, or
‘John visited’.

@ If you say ‘The presentation bombed’ in AmE, it means ‘the presentation

was a disaster’. In Great Britain ‘it went like a bomb’ means that everyone
thought it was fantastic.

CoBpeMeHHbIi TymaHUTapHblii YHuBepcutet



Spelling

BrE AmE
theatre centre theater center
favour labour favor labor
catalogue dialogue catalog dialog
realise or realize realize
travelling, woollen traveling, woolen
analyse analyze
axe ax
cheque check
licence license (noun)
manoeuvre maneuver
offence offense
programme (BUT computer program) program
speciality specialty
through thru
tyie tire

Past participle endings:

spelt, burnt, spoilt spelled, burned, spoiled

Practice

Arnaud Waechter is President of a European consultancy and will be
staying in Chicago with a view to interesting American firms in his services.

He has drafted an introductory letter but it is in British English. Make the
necessary changes in order to make it fully American.
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11/9/91

Dear Sirs,

I plan to visit Chicago next autumn from Monday,
October 12th to Wednesday, October 21 in order
to meet executives of American companies who
have a strong interest in new technology and are
seeking to expand or diversify their operations.
Based on the information we have got on your
company we feel that Euro Consult could provide
you with a valuable service.

Euro Consult is a service organisation whose
speciality is to initiate programmes which
assist businesses in taking advantage of
investment opportunities overseas through
licence, joint venture or acquisition.

Every programme Euro Consult offers is highly
tailored to meet individual needs and utilises
specific proven techniques. We can help you
analyse your potential position in Europe,
inform you of labour legislation and assist you
in gaining a foothold in this market.

I am looking forward to the prospect of meeting
you during my visit. A meeting can be set up
through your early.reply, preferably by tele2 to
4330986, or FAX 312-491-6274.

Yours sincerely,

Arnaud Wagghhter

Arnaud Waechter
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LESSON 5

DAY 1

YPOK 5

AEHDb 1

M MMepeBeaute TekcT no metoauke PAIM

Pepsi-Cola Attacks
Coca-Cola

Before Word War IlI, Coca-Cola
dominated the American soft-drink
industry. There was no second-place
firm worth mentioning. “Pepsi raised
hardly a flicker of recognition in Coke’s
consciousness.” Pepsi-Cola was a
newer drink, costing less to
manufacture and with a less
satisfactory taste than Coke’s. lts
major selling point was more drink for
the same price. Pepsi emphasized this
in its advertising, “Twice as much for
a nickel, t0o.” Its plain bottle carried
a paper label that often got dirty in
transit, adding to the impression that
it was a second-class soft drink.

During World War II, Pepsi and
Coke both enjoyed increased sales as
they followed the flag around the
world. After the war, Pepsi’s sales
started to fall relative to Coke’s. A
number of factors contributed to
Pepsi’s problems, including poor
image, poor taste, poor packaging,

Mencu-kona atakyetT KOMMNaHUIO
Koka-kona.

Jo BTOpOIN MMPOBOI BOMHBLI KOKa-
KoJs1a AOMUHMPOBasa B aMepPUKaHCKOM
MHAYCTPUN 6€e3aNKorofibHbIX
HanuTKoB. He 6bIf10 HY1 0aHO BUPMBI,
Ha BTOPOM MeCTe [O0CTOWHON
ynomMmuHaHuga. “llencun ¢ Tpyaom
Bbl3blBasia WCKPY Yy3HaBaHUS B
CO3HaHnK1, OKKynmposaHHOM Kokoin”.
Mencu-kona Obina 6o5iee HOBLIM
HanMTKOM, KOTOpbIK TpeboBan
MEHbLUMX 3aTpaT Ha NPON3BOACTBO U
obnapan MeHee npuBfiekaTesbHbIM
BKYCOM, 4Yem npoaykumsa Kokwu.
NaBHbLIM MPEUMYLLECTBOM MpU €ro
npopaaxe ObIN0 TO, 4TO Npeanaranochb
fosiblle HanNUTKa Mo ToK Xe camoi
ueHe. lNMencu caenana ygapeHne Ha
3TOM B CBOEN pekname, “B aBa pasa
Oosnblue 3a Te xe 5 ueHToB”. Becbma
nocpencTBeHHas no amaalivy OyTbinka
nerncu 6bina obkneeHa GyMaxHbIM

APNbIKOM, KOTOpPbIN yacTo
3arpsa3Hancyd npu nepesBoske, 4YTO
ycunueano Bne4yaTtseHne

BTOPOCOPTHOCTM 06e3asikorosibHOro
HanuTKa.

Bo Bpems BTOPOI MMPOBOI BOWHbI
Mencu n Koka yBenuymsanu csBou
npoaaxu No Mepe Toro, Kak Bcneq, 3a
aMepukKkaHckMM ¢naromMm OoHu
LecTsoBanu nNo scemy mupy. lNlocne
BOViHbI Npogaxu Nencu ctanu nagatb
Mo OTHOLWIEHWUIO K 0ObeMY Mpojax
Koku. B 4ucno ¢§akTtopos,
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and poor quality control. Furthermore
Pepsi had to raise its prices to cover
rising costs, and it became less of a
bargain than before. Morale was quite
low at Pepsi toward the end of the
1940s.

At this point, Alfred N. Steele came
to the presidency of Pepsi-Cola with
a great reputation for merchandising.
He and his staff recognized that the
main hope lay in transforming Pepsi
from a cheap imitation of Coke to a
first-class soft-drink. They recognized
that this turnaround would take several
years. They conceived of a great
offensive against Coke that would take
place in two phases. In the first phase,
which lasted from 1950 to 1955, the
following steps were taken: First,
Pepsi’s taste was improved. Second,
the bottle and other corporate symbols
were redesigned and unified. Third,
the advertising campaign was
redesigned to upgrade Pepsi’s image.
Fourth, Steele signed out twenty-five
cities for a special push for market
share.

By 1955, all of Pepsi’s major
weaknesses had been overcome, sales
had climbed substantially, and Steele
was ready for the next phase. The
second phase consisted of mounting
a direct attack on Coke’s “on—

yBENMYMBaBLUNX TPyAHOCTM [Mencw,
BXOAUNN: NAOXON UMUAX, NJIOXON
BKYC HanuTka, njoxasi ynakoBka u
MJOXOM KOHTPO/b 3a Ka4eCTBOM.
Kpome Toro, lNMencu 6bina BbiHyXaeHa
MOBbLICUTb LEHbl, 4TOObI MOKPbITb
pacTylime pacxodbl, YTO NMPUBENO K
YMEHbLIEHNIO 06beMa TOProBbIX
coenok. B koHue 1940 ropos B [Nencu
rocnoncTtBoBano BeCbMa
NoAaBfIEHHOE HACTPOEHME.

B 3TOT MOMEHT K PYKOBOACTBY
Mencu-konon npuwen Anbdpen H.
Ctnn, o6GnagaBwnini BbICOKOMN
penyTtauuein kommepcaHTta. OH 1 ero
wTab NoHSANM, 4TO rNaBHas Hagexna
COCTOUT B TOM, 4TOObI MpeBpaTUTb
Mencn n3 geweBoro nogpaxaHus
Koke B nepBokiacCHbI HaNnToK. OHKU
MOHSANN, YTO 3TOT Mepexon MOXeT
notpeboBaTb HECKOJIbKO NeT, u
3agymann BesIMKOe HacTynieHue
npotne Koku, KOTopoe AO/MKHO ObINo
OCyw,ecTBUTbLCA B ABa aTana. Ha
nepBoOM aTane, KOTOpPbIN
npogomxanca ¢ 1950 no 1955 rr.,
ObINMM NpennpuHATBH cneaylowne
warun. Bo-nepBbix, 6GbIa yAyyLLIEH BKYC
nencu. Bo-BTopbIX, ByTbika 1 apyrme
CUMBOJ1bl KOMMNAHUN BbISIV NU3MEHEHDI
N yHUpUUNpoBaHbl. B-TpeTbux,
peknaMHaa KommnaHusa  Obina
CKOppEeKTUpoBaHa nofd 0OHOBNEHHbIN
mMmnax Mencu. B-yetBepThbix, CTun
BblOpan 25 ropogoB ang ocobo
MHTEHCUBHOW OOpbObLI 32 MECTO Ha
PbIHKE.

K 1955 rooy Bce OCHOBHbIE
HepocTaTku Nencu 6 YyCTPaHEHDI,
npoAaXxun CywecTBEHHO BbIPOCN, U
Ctun Obln roToB Nepentm K
cnepywouwemy stany. Bropon atan
coCcTOoq/1 B MPYMON aTake Ha
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premise” market, particularly the
vending machine and cold-bottle
segments, which were growing fast.
Another decision was to introduce
new-size bottles that offered
convenience to customers in the take-
home and cold-bottle markets. Finally,
Pepsi offered to finance its bottlers
who were willing to buy and install
Pepsi vending machines. These action
during 1955 to 1960 led to
considerable sales growth for Pepsi.
Within one decade, Pepsi’s sales had
grown fourfold.

“pacnmMBOYHbLIN” PbIHOK Kokn, B
YaCTHOCTWN, HA CErmMeHTbl pblHKa
aBTOMaTOB MO npogaxe u
oxNaxaeHHbIX OYTbIIOK, KOTOpbIE
paHble 6bICTPO pocnaun. Apyroe
peLleHne 3aKJI4aIoCh B MPUMEHEHNN
OyThbIIOK HOBOro pasmepa, 6onee
yOOOHbIX 415 noTpebuTenen Ha pbiHKe
[oMalLHero noTpebneHns 1 Ha pbiHKe
oxnaxneHHblx OyTbiNok. HakoHeu,
Mencu npegnoxuna GUHAHCOBYIO
noanepXXky TemM NpoaaBLam OyTblIOK
rnencu, KOTopble XOTenn KynuTb n
YCTaHOBUTb aBTOMaT MO npojaxe
nencu. 3ta paboTa B Te4yeHne 1955-
1960 rr. npueena K 3Ha4YNTENIbHOMY
pocTy npoaax lMencn. B TeuyeHne
OAHOro AecATuneTus npoaaxu MNencum
BbIPOC/IN BY4ETBEPO.
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DAY 2

AEHb 2

M MepeBeaute TekcT no metoauke PAI

Yamaha Attacks Honda

In the early 1960s, Honda had
established itself as the number-one
motorcycle brand in the United States.
Its lightweight machines with their
great eye appeal, the slogan “You
Meet the Nicest People on a Honda,”
and an aggressive sales organization
and distribution network combined to
greatly expand the total motorcycle
market. Yamaha, another Japanese
manufacturer, decided to enter the
market against Honda. Its first step
was to study Honda’s major
weaknesses, which included several
dealers who had grown rich and lazy,
abrupt management changes,
discourage-ment of franchise—
seeking dealers, and failure to promote
the mechanical features of its
motorcycles. Yamacha offered
franchises to the best of the Honda—
rejected dealers and used an
enthusiastic sales force to train and

fimaxa atakyeT XoHAay

B camom Hauane 60-x ronos XoHaa
noctaBuna ceba kak Mapka
MOTOLMKIIOB HOMepP 1 B COeanHEHHbIX
LLtaTtax. Ee nerkue malumHbl, O4eHb
NPUSATHBIE Ha rnas, No3yHr “Bbl
BCTPETUTE CaMbIX KPACUBBIX JIIOAEN HA
XoHpoe”, arpeccuBHaga opraHmsauus
npoaaxu, u cumcrtema gmcTpméyummn
COCTaBWUSIM KOMBUHALMIO, NPUBEALLYIO
K 3axBaTy BCEr0 pbiHKA MOTOLMKIIOB.
fmaxa, apyron AMNOHCKUNA
NnpoOn3BOAMTENb, PELLMIA BbICTYNUTb
Ha pbIHKEe NPOTUB XOHAObl. Ee nepBbIM
warom OblNIo N3y4YeHMe OCHOBHbIX
cnabocTten XOHAbI, KOTOpble
BKJO4Yanm B cebs: HeCKOoJIbKO
onnepos, ctaBwux 6orateiMu ©
NEHNBBIMM; 3aMyTaHHbIE USMEHEHUS
MEHEeOXMEHTA; UTHOPUPOBAHUE
OVUNepoB, XenaBlwux MNONy4UTb
CKMUAKY, U HeyAayum B yaydlleHUun
TEXHUYECKMX XaPaKTEPUCTUK CBOUX
MOTOUMKIOB. fAMaxa npeanoxuna
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motivate these dealers. It improved its
motorcycle to the point that it could
claim and demonstrate the
motorcycle’s mechanical superiority.
It spent liberally on advertising and
sales promotion programs to build
buyer awareness and dealer
enthusiasm. When motorcycle safety
became a big issue, Yamaha designed
superior safety features and
advertised them extensively. These
strategies propelled Yamaha into a
clear second position in an industry
swarming with over fifty
manufacturers.

But then Yamaha’s president,
Hisao Koike, launched an all—out
effort to take first place away from
Honda. Yamaha adopted the slogan
“Take the Lead” and launched several
new models in an encirclement attack.
The plan was ill conceived and Yamaha
burdened by inventories and had to lay
off two thousand workers became
burdened by inventories and had to lay
off two thousand workers. Koike was
removed as president and the
“kamikaze attack” was withdrawn.

CKNAKW NyYWMM N3 OTBEPrHyBLUUM
XoHAy AnnepoB u ucnosb3oBana
paboTaBWNX C SHTY3Ma3MOM
TOProBbIX NPeacTaBUTENEeN ons Toro,
4TOObI 0B6Y4YUTbL N 3aMHTEpPEecoBaTb
aTnx gmnepoB. OHa ynydwimnna cBou
MOTOLMKIIbI 0O TakOW CTErneHu, 4To
cmorna 3asiBUTb 06 MX TEXHUYECKOM
NMpPeBOCXOACTBE U NMPOAEMOHCTPU-
poBatb ero. OHa WMPOKO TpaTuUiach
Ha peknaMy U nporpammsbl Mo
NMPOABUXEHMIO NMpoAax Ans Toro,
4yTOoObI NpuaaTb YBEPEHHOCTU
rnokynaTensm 1 3HTy3rasma guepam.
Korpa 6e3omacHOCTb MOTOLMKIOB
cTana urpatb BaXKHYKO posb, Amaxa
pa3paboTtana O6onee BbICOkKUE
CTaHAaapTbl 6e30MacHOCTM U LUMPOKO
X paspeknamupoBana. 3Tu
cTpaTteruu Bbieenn gMaxy Ha npo4yHoe
BTOpOE MeCcTO B OTpac/nu, kotopas
HacuyuTbiBana CBblle 50
npPoOn3BOAUTENEN.

Ho 3atem npe3naeHT fdmaxu Xucao
Korike npeanpuHan pelunTenbHyo
nonbiTKy oTo6partb NepBoe MecTo y
XoHAabl. AMaxa npuHana nO3YHr
“CtaHb nepBbIM!” 1 BbinycTUna
HECKOJIbKO HOBbIX MoOAenen B
aTakytouwem ctune. NnaH 6bin NIoxo
npoaymaH, cknagbl dmaxm 6binm
3aToBapeHbl FTOTOBOW NPOAYKLIMEN, 1
OHa OblNa BbIHYXAEHa BPEMEHHO
oTkasaTtbcs oT ycnyr 2000 pabo4ux.
Konke O6bl1 cMeulwieH C nocTa
npe3ngeHTa, n “araka kamukaase”
nposanunacs.
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DAY 3

to dominate

to manufacture

point

label

furthermore

morale

reputation

to lay

to conceive

OEHb 3
SKILLS

YneHbl kOMUTETA BMECTE paboTasin XOPOoLLIO, XOTS
npeacenaTtesb UHOMAA CTPEMUIICS MPOSBUTb CBOIO BNACTb.
31K NpobeMbl AOMUHNPOBAIM Ha BbIOOpax.

dupma npomnseoamT aeTomobunn.
Bam Hazi0 n300pecTy NPUYKMHY, Mo KOTOPOW Bbl HE CMOT N
npuntun!

ABTOOYC OCTaHaBNMBAETCSH NO AOPOre B YETbIPEX MecTax.
91 He BMXY HX 0HOr0 cnaboro MecTa B BalleM rnaHe.
Mo3BonbTe MHe pacckaldaTb HEOObLLYIO MCTOPUIO, YTOObI
YTOYHUTb MO0 TOYKY 3PEHMS.

Ha 6yTbinke 6bina Hagnuecb “aa”.
EmMy He XxoTenocb Nony4YnTb Apnbik aHapxucTta (anarchist).

JOoM CnmwKom man asist CEMbU U3 YETbIPEX YENOBEK U K
TOMY e PacnoJsioXXeH Heyoa4Ho.
Yxe cTeMHeNo 1 gaxe cobupancs NonNTu AoXab.

HactpoeHune niogein ynano.
FoBOps emy, 4TO ero paboTa LeHHa, Bbl nogHnMaeTe ero
HaCTpoeHwue.

Y pectopaHa Gbina xopoluas penyTaums.
Y Hee Gbina penyTauma XOpoLLero nucaTens.

OH NonoXMn CBOE NasbTo Ha CTyN.
CtpaHa nexana B pymHax.
MpoekT 6bin NpeacTaBieH nepen KOMUTETOM.

B naBHWe BpeMeHa MUp NpeacTaBasiiin B BUAE MAOCKOCTH
(a flat).

CoBpeMeHHbI M'ymaHuTapHblil YHuBepcutet

100



TpyaHo npeacTaBuTb cebe Xn3Hb 6e3 anekTpuyecTsa.

to improve A Xouy ynyyLlnTb CBOW aHMMNINCKNIA.
MepcnekTnBbl BU3HECA HEOXNOAHHO YNYYLLWUINC.

upgrade OH HapeeTcs Ha MoBbILLEHME.
Mbl XOTUM MOBLICUTb 3apraTy HaLIWX CIy>XXalmX.

to climb OH MeaneHHo, HO YBEPEHHO NOAHMMANCS K BNacTu.
3HayeHne nMnopTa BO3POCIO B NPOLLSIOM Froay.

to launch OH Hayan ataky Ha CBOVX MOJIMTUYECKNX OMMOHEHTOB.
OHa HaMepeBaeTCs OPraHN30BaTh KOMMAaHWIO Mo
N3rOTOBJIEHUIO UMPYLLIEK.

feature Joxaonmeasa noroga — 9TO COCTaBHas 4acTb XM3HU B
LLloTnangun.
Bbl YnTanu cneuyanbHyto CTaTbio O KOMMbIOTEPAX B razeTe?

withdrawn OHa cHsana 50 ponnapos co ceoero cyeTta B 6aHke (bank
account).
JlexapcTBO 6bII0 BLIBEAEHO C PbIHKA.
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DAY 4 AEHDb 4
TOEFL TRAINING (contd.)

26. Inclusives

The expressions not only ... but also, both ... and, and as well as mean
in addition to. Like entities must be used together (noun with noun, adjective
with adjective, etc.).

¢ Not only . . . but also: The correlative conjunctions not only ... but
also must be used as a pair in joining like entities.

noun noun
) adjective adjective
subject + verb + not only +\ aqverb + but (also) adjverb
propositional phras propositional phras
OR

subject + not only + verb + but (also) + verb

Robert is not only talented but also handsome.
adjective adjective

Beth plays not only the guitar but also the violin.

noun noun
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He writes not only correctly but also neatly.

adverb adverb
Marta excels not only in mathematics but also in science.
prepositional prepositional
phrase phrase

Paul Anka not only plays the piano but also composes music.

verb verb

Make sure that the not only clause immediately precedes the phrase to
which it refers. Notice the following examples.

Incorrect: He is not only famous in Italy but also in Switzerland.
Correct: He is famous not only in Italy but also in Switzerland.

NOTE: If there is only one adjective, it usually precedes the not only
clause. In the above sentence, the adjective famous refers both to ltaly and to
Switzerland.

¢ As well as: The following rules apply to this conjunction.

noun noun
. adjective adjective
subject + verb + { s4verb +aswellas+ { azqverb
propositional phrase, propositional phrase
OR

subject + verb + as well as + verb...

Robert is talented as well as handsome.

adjective adjective

Beth plays the guitar as well as the violin.
noun noun
He writes correctly as well as neatly.
adverb adverb
Marta excels in mathematics as well as in science.
prepositional prepositional
phrase phrase

Paul Anka plays the piano as well as composes music.

verb verb

CoBpeMeHHbI M'ymaHuTapHblil YHuBepcutet

104



NOTE: When using as well as to indicate a compound subject, the phrase

should

be set off by commas. The verb will agree with the principal subject,

NOT with the noun closest to it.

The teacher, as well as her students, is going to the concert.
My cousins, as well as Tim, have a test tomorrow.

e Both ... and: These correlative conjunctions appear as a pair in a
sentence. They follow the same rule as the one given for not only ... but also.

Robert is both talented and handsome.
adjective adjective

Beth plays both the guitar and the violin.

noun noun

He writes both correctly and neatly.

adverb adverb

Marta excels both in mathematics and in science.
prepositional prepositional
phrase phrase

Paul Anka both plays the piano and composes music.

verb verb

NOTE: It is NOT CORRECT to use both and as well as in the same
sentence.

Exercise 40: Inclusives
Supply the missing connectors (not only ... but also. both ... and, or as

well as)

OOk wWN =

= © o~

in the following sentences.

. Julia speaks Spanish but also French.

. She bought the yellow sweater the beige skirt.

. They have houses in the country and in the city.

. He is not only industrious ingenious.

. Her children have American cousins Spanish ones.

. Their European tour includes Germany and Austria but also
Switzerland.

. He bandaged the arm both tightly quickly.

. Clark not only practices law teachesiit.

. Tom Tryon is a playwright an actor.

0. The bride’s bouquet included roses orchids.
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27. Know/Know How

Study the following rules concerning the use of the verb know. Know
how is usually used to indicate that one has the skill or ability to do something.
Thus, it is usually followed by a verb, and when it is, the verb must be in the
infinitive.

subject + know how + [verb in infinitive] ...

Know by itself, on the other hand, is usually followed by a noun. A
prepositional phrase, or a sentence.

noun
subject + know + ) prepositional phrase
sentence

Bill knows how to play tennis well.

Maggie and her sister know how to prepare Chinese food.
Do you know how to get to Jerry’s house from here?
Jason knew the answer to the teacher’s question.

No one knows about Roy’s accepting the new position.

I didn’t know that you were going to France.

Exercise 41; Know/Know How
Choose the correct form of know or know how in these sentences.

1. The fourth graders to multiply.

2. How many people here to ski?

3. We about Mary’s engagement to James.

4. The chemistry students the formula for salt.

5. Although he has been driving for fifteen years, he doesn’t to
change a tire properly.

6. Leon that his friends would react to his proposition.

7. Nobody to get to the turnpike yesterday.

8. The owner of the store was away, but she about the robbery.
9. We to type before we entered the university.

10. He doesn’t to dance, but he tries.
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DAY 5 OEHDb 5
Wish

O The verb wish in a formal style can substitute to want, to desire or
would like. It is commonly found in commercial letters: We wish to order an
initial quantity of 50,000 items with a view to carrying out a market test.

We wish to invite you to participate in a joint venture.

1.1 However, wish cannot be directly followed by a noun; if there is a

noun use would like:

| would like a catalogue and price list.

(NOT * | wish a catalogue and price list)

@ An object can be inserted between wish and the infinitive construction:
| wish the person-in-charge to be informed.

© Wish can also he used to express a regret, either for a present or a
past state of affairs. The tense of the following verb is past for a present
meaning, and past perfect for a past meaning:

| wish | knew the answer. (but | don t)

| wish | could tell you. (but | can’t)

He wishes he had received more information. (but he didn’t)

She wishes she had learnt Spanish at college. (but she didn’t)

3.1 Note that in a formal style / wish | were is possible:
| wish | were a millionaire.

® Wish can be followed by would when we want to express irritation
with other people’s behaviour:

| wish you would listen.

| wish they would keep their promises.

He wishes she would be more cooperative.

Note that it is impossible to say or write:

* 1 wish | would... * He wishes he would.. .etc.

© Learners of English very often mistakenly use ‘would’ in the examples
given in 3 above. (e.g. * | wish | would know the answer.)

It is helpful to remember that the verbs used after wish are those used in
hypothetical statements beginning with if only:

I wish/if only | understood.

| wish/if only she had made a small concession.

I wish/if only they would abolish all the red tape.
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Practice
a. Complete the blanks using wish or would like.

CONFIRM WE AN INITIAL QTY OF
1,000 UNITS.

IF QUALITY ACCEPTABLE WE MAY

TO ORDER ANOTHER 1,000 AT A LATER DATE.

b. How do the people in the following situations feel?

1. The day before yesterday Nobuhiko Kawamoto sold 2,000 shares in
Atsugi Nylon at Y1,600. He has just bought a copy of the Wall St. Journal and
seen they are now trading at Y1,750.

2. Peter West has a colleague, Christopher Ford, who insists on smoking
in the office and leaving his ashtray on his (Peter’s) desk.

3. Jenny Green has just opened a small business selling English Language
Teaching books. This has been financed with a mixture of savings and a bank
loan at 16.5%. She has just been reading a leaflet entitled ‘Government Help
for Small businesses’ in which she learns that there are loans tor private
entrepreneurs at 12%.

4. Luigi Marrocco’s office is on the fourth floor and the photocopying
room is on the first floor. Every day he has to go up and down the stairs at least
thirty times.
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Complex prepositions
1 Many prepositions are made up of two or more words

according to apart from as for
except for further to out of
instead of on to
regardless of up to

2 Some complex prepositions contain a noun between two
prepositions:

by means of in addition to in case of

in favour of in spite of in view of

on account of on behalf of with reference to
in accordance with in consultation with  in line with

with effect from in touch with
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Practice
e. Complete this fax using the following:

in line with instead of in favour
further to up to on account of
regardless of with reference to
as for in touch with
1 your recent request | have
been? Robert Macdonald
s the making of a promotional
videocassette.
He is * shooting the film in
London Los Angeles as you
originally suggested © the
expense.
7 me, | think L.A. would be a
much better location 8 the cost
and® what our C.E.O. wants. In
any case, we have a budget of
10 $100,000 so | don’t see the
point of making false economies.
Regards,
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LESSON 6

DAY 1

YPOK 6

AEHDb 1

M MepeBeaute TekcT no metoauke PAI

Nature and Importance of
Retailing

Retailing includes all the activities
involved in selling goods or services
directly to final consumers for their
personal, non-business use. Any
organization that does this selling —
whether a manufacturer, wholesaler,
or retailer — is doing retailing. It does
not matter how the goods or services
are sold (by person, mail, telephone,
or vending machine ) or where they
are sold (in a store, on the street, or
in the consumers home). On the other
hand, a retailer or retail store is any
business enterprise whose sales
volume primarily comes from retailing.

Retailing is one of the major
industries in the United States. Retail
stores constitute approximately 20
percent of all US businesses,
outnumbering manufacturing and
wholesaling establishments and
representing the third-largest source
of employment in the nation, with over
14 million employees. The industry
comprises over 1,5 million single-unit
establishments, and over 415,000
multiunit establishments, and it

CywHOCTb U 3Ha4YeHue

PO3HUYHOW TOProBn
Po3Hn4yHasa Toproens BKJOYaeT
BCE BUAObI 0EeATeNnbHOCTH,
COMpsXEHHbIE C NPOAAXeNn TOBAPOB
WKW YCNYr HEMNOCPEACTBEHHO MPSMbIM
noTpeduTensm ans nx NePCoHaNIbHOro
HENpPOW3BOACTBEHHOIO NMOJIb30OBAHUS.
JNiobaag opraHusauusa, KoTopas
3aHMMaeTcs NoaoOHON ToproBnen,
Oyab TO NPOW3BOAUTENb, OMTOBUK,
nnu PO3HUNYHbIN Toproseuy,
3aHMMAaeTCa PO3HNYHON TOProBaen.
He BaxHO, kak nmpoaalTcs TOBapbl
Un ycnyru (NM4Ho, no rnoyrte, no
TenedoHy Nnbo 4yepes aBToMaT) UIn
roe oHW NpogatoTcs (B yHMBepMmare,
Ha ynuue, unuy notpeburtens aoma).
C ppyron cTopoHbl, NpeanpuaTne
PO3HWNYHOM TOProBAN NN PO3HUYHbIN
MarasmH — 3To nwboe penosoe
npeanpuaTne, odbbemM npoaax
KOTOPOro onpenenseTcs B MepBylo

o4yepenb TOProBnei B PO3HULLY.
Po3HnyHaga Toproens aBnseTcs
OOHOW KPpynHEMWwmnMx oTpacnen
CoeanHeHHbix LLTaToB. PO3HMYHbIE
MarasuHbl COCTaBASOT Npubansu-
TenbHo 20% OT BCeXx KOMMNaHuh
CoepnunHeHHbIx LWTatoB, 4TO
npeBbillaeT 4YMCNO KOMMAHUN,
3aHATbIX MPOM3BOACTBOM M OMTOBOW
TOproBnemn; 3To TpeTun no
3HAYMMOCTN UCTOYHUK 3aHATOCTU B
CTpaHe, NpefocTaBnsiowmin paboyne
MecTa cBbiwe 14 MAH. 4enoBek.
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generated a total of approximately
$1,300 billion in sales in 1984. The
largest retailers and their sales in
billions in 1985 were Sears Roebuck
($40,7) ,K-Mart ( $22,4), Safeway
Stores ($19,7), Kroger ($17,1),
American Stores ($13.9), J. C. Penney
($13,7), Southland ($12,5), Federated
Department Stores ($10,0), and Lucky
Stores($9,3).

Types of Retailers

Retail organizations exhibit great
variety, and new forms keep emerging.
Several classifications have been
proposed.

Store Retailers. Consumers in a
modern shopping center can shop in
a wide variety of stores, including
department stores, clothing boutiques,
discount stores. Fast-food outlets,
service retailers such as travel
agencies and brokerage firms, and so
on. Upon driving out of the shopping
mall, they will pass further types of
stores, including supermarkets,
convenience food stores, home
improvement centers, warehouse
stores, catalog showrooms, and
factory outlets.

OTpacnb HacyuTbiBaeT cBbile 1,5
MJIH. OOHOCOCTaBHbIX OpraHn3aunii n
cBbilie 415000 MHOrOCTPYKTYPHbIX
opraHmnsaumnii; B 1984 rooy o6Lwuin
obbeM npogax B Hel cocTaBnan
npudnmantensHo 1300 mnpa. Cambivu
KPYMHbIMW PO3HUYHBIMUW TOProBLAMM
C MUIMapaHbIM YPOBHEM Npoaax B
1985 rony 6binun: Cupc Pebok (40,7
mnpa. ponnapos), K-MapTt (22,4
mnpa. gonnapos), Cangean Ctop3s
(19,7 mnpa. nonnapos), Kporep (17,1
MApAa aonnapos), AMepukaH CTop3s
(13,9 mnpa. nonnapos), Ox.C MNaHHM
(13,7 mnpa. ponnapos), CayTnaHg,
(127 mnpa. oonnapos), penepasbHbiii
denapTtameHT mara3unHoB (10 mnpga.
nonnapos) n Jlaku Ctops (9,3 mnpa,.
nonnapos).

Buabl npeanpuaTuii pO3HNYHOMN

TOProenu
Po3HunYHbIE opraHmsauunmn
npencTaBnaoT 6onbuioe

pasHoobpasune, U Ux HoBble POPMbI
MPOAOSIXAT NOABAATHCA. BbINo

npeasoxXeHo HEeCKONbKO
onpeneneHnin.

MaraauHsi PO3HUYHOU
TOpProBsnn. MoTpebutenn B

COBPEMEHHOM TOPrOBOM LLEHTpE
MOTryT cAenaTb NOKyMnku B 60SbLIOM
MHOXeCTBe MarasnHoB, B TOM 4ncle
B YHMBepMarax, byTmkax, MmarasmHax,
TOPrylOLWWX CO CKMAKOW, oThenax
dacT-dya, B CEPBUCHbLIX PO3HUYHbIX
opraHmsaymsax, Takmx, kak 6iopo
nyTeLwecTBuiA n 6pokepckne pupmsl
1 T.n. Ha nyTn oT TOpProBoro ueHTpa
notpebutens npoener MUMO
MarasmMHOB ApPYrMx TUMNOB, B TOM
yucne cynepmMapkeToB, MenkKux
Mara3mH4MKOB, TOPIYIOWMX BCSAKOMN
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Non-Store Retailers. Although
the overwhelming majority of goods
and services are sold through stores,
nonstore retailing has been growing
much faster then store retailing,
amounting to more than 12 percent
of all consumer purchases. Some
observers foresee as much as a third
of all general—merchandise retailing
being done through non-store
channels by the end of the century.
Some predict the growth of electronic
shopping, where consumers will order
their goods using home computers
and receive them or pick them up
without stepping into stores. Here we
can see direct marketing, direct
selling, automatic vending, and buying
service.

BCAYMHOWN, BONbLUNX XO39NCTBEHHbIX
MarasuHoB, Mara3amHoB—CKJ/1aa0B,
BbICTABOK KaTa/loroB M 3aBOACKUX
NaBoK.

Po3Hu4Hble npeanpuaTns, He
TOpryiowue 4Yepe3 Mmara3uHbl. XOTs
nogaenstolee 60bLLIMHCTBO TOBAPOB
M yCnyr npogaeTcs Yepe3 Mara3uHsl,
HemMarasunHHas PO3HMUYHas TOpProBns
pacTeT ropasno ObicTpee, AocTuras

6onee 4yem 12% oT BCex
noTpebuTenbCKnx 3aKynok.
HekoTopble obo3peBaTenu

MPOrHO3MPYIOT, YTO K KOHLY Beka
TPEeTb BCEM KOMMEPYECKON PO3HNYHOWN
Toproennm O6ypnetr uaoTM 4Yepes
HemarasunHHble KaHanbl. HekoTopble
npenpekarT POCT 3NEKTPOHHbIX
MOKYyMokK, korga notpebutenn Moryt
3akasaTb TOBapbl, WUCNONb3yS
JOMaLlIHNEe KOMMbIOTEPbI, U MOJYYUTb
unn 3abpaTb TOoBapbl, He 3axoOs B
MarasuH. 30ecb Mbl BUOUM MPSMON
MapKeTUHI, NPaMYyl0 TOProBJio,
aBTOMAaTUYECKYID Npoaaxy wu
obcnyXrBaHue rnokyrnaTenen.

CoBpeMeHHbIi TymaHUTapHblii YHuBepcutet



CoBpeMeHHbI M'ymaHuTapHblil YHuBepcutet

114



CoBpeMeHHbIi TymaHUTapHblii YHuBepcutet



DAY 2

OEHb 2

M MMepeBeauTte TekcT no metoauke PAIM

Nature and Importance of
Wholesaling

Wholesaling includes all activities
involved in selling goods or services
to those who buy for resale or
business use. A retail bakery selling
pastry to a local hotel is engaged in
wholesaling at that point. We will use
the term wholesalers, however, to
describe firms that are engaged
primarily in wholesaling activity. It
excludes manufacturers and farmers
because they are engaged primarily
in production, and it excludes retailers.
About five million people are employed
in some from of wholesaling, and
wholesaling costs represent about 10

percent of every consume dollar.

Wholesalers differ from retailers in
a number of ways. First, wholesalers
pay less attention to promotion,
atmosphere, and location because
they are dealing with business
customers rather than final
consumers. Second, wholesale
transactions are usually larger than
retail transactions, and wholesalers
usually cover a larger trade area than
retailers. Third, the government deals
with wholesalers and retailers
differently in regard to legal
regulations and taxes.

CyLwWHOCTb U 3Ha4YeHue onToBon
TOProBnun

OnToBas TOProens BKJOYAET B
cebsa Bce BuAbl OeATENIbHOCTU MO
npoaxe TOBAPOB WU YCAYr TEM, KTO
MX NoKynaeT gns nepenpogaxu nnéo
MCcnosib3oBaHnsa B GuaHece. Takum
0b6pa3om, korga Ppo3HMYHas nekapHs
npoAaeT TECTO MECTHOMY OTENIO, OHA
BOBJIEKAETCS B OMTOBYIO TOPrOBJIO.
OpHako Mbl 6ygem mcrnonb3oBaTb
TEPMUH “NpeanpusaTvs ONTOBON
TOprosnn” AOng onmcaHua oupm,
3aHAThIX B MEPBYIO O4EPEb ONTOBLIMM
npogaxamum. 3TO UCKIKOYaeT
npomn3BoanTenen n pepmepos,
MOTOMY Y4TO OHW B OCHOBHOM 3aHSAThI
B MPON3BOACTBE, a TAKKE POSHUYHbIX
ToprosueB. Okono 5 MfH. Yyenosek
3aHsATbl B Kakon-1mb0o hopme onToBOiA
TOProBAM M pacxodbl Ha ONTOBYIO
TOoproeao cocrtaBnsaoT okoso 10%
KaXkJoro NoTpebuTenbLCKoro nonnapa.

OnToBUKKM oOTAMYalTCa OT
PO3HMYHBLIX TOPrOBLEB MO MHOXECTBY
npu3HakoB. Bo-nepBbix, ONTOBMKMW
yOensT MeHble BHUMaHuS
npoTtankuBaHui, atMmocoepe u
MECTOPACMONOXEHNIO, MOCKOSbKY OHU
mmMetloT 6oNblie OTHOWEHUn ¢
0EenoBbIMM NoTPebuTensamu, Yem c
KOHEeYHbIM noTpebutenem. Bo-
BTOpPbIX, ONTOBbIE COENKN OBbLIYHO
6onbLue No 06bemMy, HeM PO3HUYHbIE,
M ONTOBUKM OOLIYHO OXBaTbiBAIOT
6onblyio chepy TOProBan, 4em
PO3HUYHbIE TOProBubl. B-TpeTbux,
npaBUTENBLCTBO B3aUMOENCTBYET C
OnTOBMKAMM U PO3HUYHBLIMU
ToprosuamMm no-pa3HoOMy, B
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Why are wholesalers used at all?
Manufactures could bypass them and
sell directly to retailers or final
consumes . The answer lies in several
efficiencies that wholesalers bring
about. First, small manufacturers with
limited financial resources cannot
afford to develop direct-selling
organizations. Second, even
manufacturers with sufficient capital
may prefer to use their funds to
expand production rather than carry
out wholesaling activities Third,
wholesalers are likely to be more
efficient at wholesaling because of
their scale of operation, their wider
number of customer contacts, and
their specialized skills. Fourth,
retailers who carry many lines often
prefer to buy assortments from a
wholesaler rather than buy directly
from each manufacturer.

COOTBETCTBUM C TMpPaBOBbIMU
yCTaHOBKaMu 1 Hasioramu.

Moyemy Mcnonb3yTCa ONTOBbLIE
marasuHbl? lNMponssoanutenn MoryTt
06xoanTbecsa N 6€3 HUX 1 NpoaaBaTh
HanpsiMyo PO3HUYHBLIM MarasuHam u
KOHEe4YHbIM noTpebutenam. OTBeT
JIEXUT B HEKOTOPLIX MPENMYLLIECTBAX
npeaocTaBfisieMblX  OMNTOBbIMU
marasvHammn. Bo-nepBbIx, ManeHbkmne
NMPOM3BOAUTENN C OrPaHMYEHHbIMU
GUHAHCOBLIMM BO3MOXHOCTSAMU He
MOryT NMo3BONUTb cebe pas3Butue
opraHusaumm npsmon Toproenu. Bo-
BTOPbIX, OaXe Mpou3BOAUTENN C
0OCTaTOYHbIM KannTtaaom
NpeanoYymTaloT NoJib30BaTbCH CBOUMM
doHaaMun, YeM 3aHNMATbCA ONTOBOMN
Toprosnen. B-TpeTbux, ONTOBUKN
6onee ceBenyLUM B ONTOBOW TOProese
B CUNy CBOEN cneumanmsauum ,
LUMPOKOr0 MHOXECTBA KOHTAKTOB C
notpebutenammn " CBOMUX
npodeccnoHanbHbIX HaBbIKOB. B-
YeTBEPTLIX PasfiMyHbie MarasuHbl,
VMEIOLLNE MHOIO PasHbIX CTPYKTYP,
npeanoyvTatT nony4yaTb
aCCOPTUMEHT TOBapOB Y OMNTOBMKA,
4yeM HanNpsaMyl Yy OTAENbHOro
npon3BoaUTENS.
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DAY 3

retail

to constitute

to comprise

industry

outnumber

establishment

to generate

growth

to bypass

AEHDb 3
SKILLS

9 Kynun aTo y PO3HUYHOIO TOProBLa.
B 9TOM pO3HMYHOM MarasmHe oHM NpoJaloT Tabak.

Bawu noxon genaet npsgMomn BbI30B MOEMY aBTOPUTETY.
MpaBnTENLCTBO OOMKHO 0O6PA30BLIBATLCS COracHO BOJle
60NbLUNHCTBA NIOOEN.

B CoennHeHHoe KoponeBcTBO BXOAAT AHMIUS, Yanbe,
LoTtnanaona u CesepHasa VipnaHaus.

Typu3m cTan HaCToSILLEN NHOYCTPUEI.
B AnOHCKOM NPOMBILLNIEHHOCTU YBENNYMBAETCS
MCMOb30BaHMe pobOoTOB.

MPOTUBHMK NOAHOCTLIO NPEBOCXOANN HAC B KOIMYECTBE.

MpaBUTENLCTBO CTPEMUTCH K YCTAHOBIEHUIO HOBOW OCHOBbI
NPOMBILLIEHHOCTH.

OT1a KHUra etie gonro 6yaeT Bbi3biBaTb BHUMAHUE.
OTaen kaxeTcs NopoXaaeT MHOXECTBO OyMakHOM paboThl.

Mpow3soLen HEOXWAAHHLIV POCT aKTUBHOCTU Ha PbIHKE
JOMaLLHNX KOMMbIOTEPOB.

MokazaTenb X 9KOHOMUYECKOro pocTa Ha BTOPOM MecTe
nocne AnoHun.

9 oboLuen oObI4YHYIO NpoLeaypy 0O0bACHEHUIN, HAaNUCaB
NPsSIMO Briaaenblly KOMNaHun.
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efficiency

to afford

inregard to

to exhibit

Ecnun mbl 6yaem ncnonb3oBaTb COBPEMEHHbIE METOAbI, 3TO
YAYHLINT Hawy 3P PEKTUBHOCTD.

Bnaropaps ycnexy B Hallem 6u3Hece, Mbl CMOI N
npnobpecTn HOBbLIN aBTOMOOUIb.
Mbl He MOXEM MO3BONIUTb Pa304yapoBaTh HaLLEro KINeHTa.

KomnaHuns npuHagiexana nepcoHany, 1 B 3TOM OTHOLLEHNN
OHa 6bln1a JOBOIbHO HEOObLIYHA.

Ha ButpunHe (showing window) 6b1/11 BbiICTaBIEHbI HOBbIE
aBTOMOOUNN.

Y4yacTHMKM NeperoBOpPOB He BbiCKa3anu CBOUX SMOLNIA,
Korga ycnbiwanu npeajioxeHue.
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DAY 4 AEHDb 4

TOEFL TRAINING (contd.)
28. Clauses of Concession

Clauses of concession (yielding) show a contrast between two ideas.
They are introduced by although, even though, though, despite, or in spite of.

e Despite/in spite of: These are prepositions which can be used
interchangeably. They mean the same as although, etc.: however, the grammar
is different. They can go at the beginning or in the middle of a sentence.

{ despite

X ! + noun phrase
in spite of

Despite his physical handicap, he has become a successful businessman.
In spite of his physical handicap, he has become a successful
businessman.

Jane will be admitted to the university despite her bad grades.

Jane will be admitted to the university in spite of her bad grades.

¢ Although/even though/though: These are subordinate conjunctions
used to connect two clauses. Notice how the grammar is different from that of
despite and in spite of.

although
eventhough ( T subject + verb + (complement) ...

though

Although he has a physical handicap, he has become a successful
businessman.

Jane will be admitted to the university even though she has bad grades.
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Additional examples of clauses of concession:

In spite of the bad weather, we are going to have a picnic.
noun phrase

The child ate the cookie even though his mother had told him not to.

subject+verb

Although the weather was very bad, we had a picnic.

subject+verb

The committee voted, to ratify the amendment despite the objections.

noun phrase

Though he had not finished the paper, he went to sleep.

subject+verb

She attended the class although she did not feel alert.

subject+verb

Exercise 42: Clauses of Concession
Change these sentences to incorporate the expressions in parentheses.

1. Despite her dislike for coffee, she drank it to keep herself warm.
(although)

2. Mary will take a plane, even though she dislikes flying. (in spite of)

3. In spite of Marcy’s sadness at losing the contest, she managed to
smile. (although)

4. We took many pictures though the sky was cloudy. (despite)

5. Despite her poor memory, the old woman told interesting stories to
the children. (even though)

6. Though he has been absent frequently, he has managed to pass the
test. (in spite of)

7. Nancy told me the secret, despite having promised not to do so.
(though)

8. We plan to buy a ticket for the drawing although we know we will not
win a prize. (even though)

9. In spite of the high prices, my daughters insist on going to the movies
every Saturday. (even though)

10. He ate the chocolate cake even though he is on a diet. (in spite of)

29. Problem Verbs

The verbs lie/lay, rise/raise, and sit/set cause problems even for native
English speakers. The solution to the problem is to remember which verbs are
transitive (verbs that take a complement) and which are intransitive (verbs that
do not take a complement).
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INTRANSITIVE TRANSITIVE

rise rose risen rising raise raised raised raising
lie lay lain lying lay laid laid laying
sit sat sat sitting set set set setting

¢ Rise: This verb means to get up, move up under one’s own power
(without the help of someone else), increase. Notice that there is no complement.

The sun rises early in the summer.

When the bell rings, the students rise from their seats.
When oil and water mix, oil rises to the top.

Jim rose early so that he could play golf before the others.
It must be late: the moon has risen.

Prices have risen more than ten percent in a very short time.

e Raise: This verb means to lift or elevate an object; or to increase
something.

The students raise their hands in class.
complement

The weightlifter raises the barbells over his head.
complement

The crane raised the car out of the lake.
complement

After studying very hard, John raised his grades substantially.

complement

Mr. Daniels has raised his tenants’ rent another fifteen dollars.
complement

The OPEC countries have raised the price of oil.

complement

e Lie: This verb means to rest, repose, or to be situated in a place. It is
often used with the preposition down. NOTE: This verb should not be confused
with the verb lie, lied, lied, which means to say something that is not true.

The university lies in the western section of town.

If the children are tired, they should lie down for a nap.

Maria Elena lay on the beach for three hours yesterday sunbathing.
The old dog just lay on the grass watching the children at play.

Don’t disturb Mary; she has lain down for a rest.

That old rug had lain in the corner for many years before it was put in

CoBpeMeHHbI M'ymaHuTapHblil YHuBepcutet

124



the garage.

e Lay: This verb means to put somebody or something on a surface.
Don’t lay your clothes on the bed.

complement

The boy lays his books on the table every day.

complement

The enemy soldiers laid down their weapons and surrendered.
complement

The children laid their toys on the floor when they had finished using them.

complement
The students had laid their compositions on the teacher’s desk before
the bell rang. complement

The nurse laid the baby in the crib.

complement

e Sijt: This verb means to take a seat. It is also often used with the
preposition down.

We are going to sit in the fifth row at the opera.

Bullfight fans sit in the shade because it is cool.

Because the weather was nice, we sat on the patio.

After swimming, Bob sat on the beach to dry off.

Nobody has sat through as many boring lectures as Pete has.
They have sat in the same position for two hours.

¢ Set: This verb means to put somebody or something on a surface or in
a place. It is often interchangeable with lay or put except in certain idiomatic
expressions like set the table.

The little girl helps her father set the table every night.

complement

The carpenters set their tools in the box at noon and go to lunch.
complement

The botanist set her plants in the sun so that they would grow.

complement

After carrying her son from the car, the mother set him in his crib.
complement

Don’t set the chocolate near the oven or it will melt.
complement

No sooner had they set the roast in the oven, than the electricity went out.
complement
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¢ Idiomatic expressions with set, lay, and raise:
The company had to lay off twenty-five employees because of a
production slowdown.
Dr. Jacobs has set many broken bones in plaster casts.
John set his alarm for six o’clock.
The chef is hoping that the Jell-O will set quickly.
While playing with matches, the children set fire to the sofa.
That farmer raises chickens for a living.

Exercise 43: Problem Verbs

Circle the correct form of the verb in parentheses and underline the
complement if there is one. Remember that complements do not begin with
prepositions.

1. You will sec on the map that the Public Auditorium (lies/lays) north of
the lake.

2. My dog loves to (sit/set) in the sun.

3. The delivery boy (lay/laid) the groceries on the table.

4. After the heavy rain, the water in the lake (raised/rose) another two

feet.
5. The paper hangers decided to (raise/rise) the picture a few more inches.
6. He was exhausted so he decided to (lie/lay) down for a little while.
7. The workers were (lying/laying) cement for the patio when it began to
rain.

8. The soldier (rose/raised) the flag when he heard the bugle blow.
9. In chemistry class, we learned that hot air (rises/raises).
10. They tried to (set/sit) the explosives carefully on the floor.
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ANSWERS FOR EXERCISES

Exercise 35: Passive Voice

. The president is called (by somebody) every day.

. The other members are being called by John.

. The documents were being delivered to the department by Martha.

. The amendment has been repealed by the other members.

. The information had been received by the delegates before the recess.
. The supplies for this class should be bought by the teacher.

. Mr. Watson will (by somebody) tonight.

. Considerable damage has been caused by the fire.

. A new procedure was being developed by the company before the

00O ~NO O~ WN =
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bankruptcy hearings began.

issue.

10. The papers will have been received by John by tomorrow.

Exercise 36: Causative Verbs

1. leave 4, call 7. lie 10. to sign 13. fixed
2.repaired 5.painted 8. sent 11.leave  14. published
3.totype 6. write 9. cut 12. to wash 15. find

Exercise 38: Relative Clause Reduction

1. George is the man chosen to represent the committee at the convention.
2. All the money accepted has already been released.

3. The papers on the table belong lo Patricia.

4. The man brought to the police station confessed to the crime.

5. The girl drinking coffee is Mary Alien.

6. John’s wife, a professor, has written several papers on this subject.
7. The man talking to the policeman is my uncle.

8. The book on the top shelf is the one | need.

9. The number of students counted is quite high.

10. Leo Evans, a doctor, eats in this restaurant every day.

Exercise 39: Subjunctive

1. The teacher demanded that the student leave the room.

2. It was urgent that he call her immediately.

3. Correct.

4. She intends to move that the committee suspend discussion on this
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5. The king decreed that the new laws take effect the following month.
6. | propose that you slop this rally.
7. | advise that you take the prerequisites before registering for this

course, or | advise you to take the prerequisites before registering for this
course.

smile.

8. His father prefers that he attend different university.
9. Correct.
10. She urged that we find another alternative.

Exercise 40: Inclusives

1.notonly 2.aswellas 3. both 4. butalso 5. as well as
6.notonly 7.and 8.butalso 9.aswellas 10. as well as

Exercise 41: Know/Know How

1. know how 2. know how 3.know 4. know 5. know how
6. knew 7. knew how 8.knew 9. knew how 10. know how

Exercise 42: Clauses of Concession

1. Although she disliked coffee, she drank it to keep herself warm.

2. Mary will take a plane in spite of her dislike of flying.

3. Although Marcy was sad after losing the contest, she managed to

4. We took many pictures despite the cloudy sky.
5. Even though she had a poor memory, the old woman told interesting

stories to the children.

6. In spite of his frequent absences, he has managed to pass the test.
7. Nancy told me the secret though she had promised not to do so.
8. We plan to buy a ticket for the drawing even though we know we will

not win a prize.

9. Even though the prices are high, my daughters insist on going to the

movies every Saturday.

10. He ate the chocolate cake in spite of his diet.

Exercise 43: Problem Verbs

1. lies

2 sit

3. laid

(complement — the groceries)
4. rose

5. raise

(complement — the picture)

6. lie
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7. laying

(complement — cement)

8. raised

(complement — the flag)

9. rises

10. set

(complement — the explosives)

LESSON 5. DAY 5.

Wish
a. would like; wish
b. 1. He probably wishes he hadn’t sold his shares.
2. Peter wishes Christopher didn’t/wouldn’t smoke.
3. She no doubt wishes she had known earlier that such loans were
available.
4. He probably says ‘l wish | had my own photocopier’ and ‘If only there
was a lift’.

Within vs By vs Until
Individual answers.

Would rather vs Had better
a. Individual answers.
b. 1. 1think you’d better take the train.
2. | think we’d better move on to item 4 or we won’t have time.
3. I’d better not drink any more, thank you.
4. You’d better buy a copy of Longman Business English Usage!

NMPAKTUMECKUI KYPC OCHOBHOIO MHOCTPAHHOIO AA3bIKA
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