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

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

ÞÍÈÒÛ 7�9: Ìàðêåòèíã.  Áàíêîâñêàÿ ñèñòåìà.  Ñòðàõîâàíèå,
êîíòðàêòíîå ïðàâî. Ñîñòàâëåíèå ïèñüìåííûõ ýññå.

ÞÍÈÒÀ 5

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

Ëåêñèêà. Áðîêåðû,  àóêöèîíåðû, ôàêòîðû. Äîãîâîð êóïëè-
ïðîäàæè. Ñîáñòâåííîñòü è âëàäåíèå.  Ãàðàíòèè. Ïðàâî ðàñïîðÿæåíèÿ
òîâàðîì. Ïðîäàæà òîâàðîâ ïî îïèñàíèþ è îáðàçöó. Âèäû òîâàðîâ.
Óäåðæàíèå è ïåðåïðîäàæà òîâàðîâ.  Êà÷åñòâî è ñîñòîÿíèå òîâàðîâ.
Ïîíÿòèå íåáðåæíîñòè.

Ãðàììàòèêà. Êîíñòðóêöèè ñ for è nor;  subject to;  a subject of;
provided that/provide that.

Äåëîâàÿ êîððåñïîíäåíöèÿ.  Ñîîáùåíèÿ (õîðîøèå è ïëîõèå
íîâîñòè), ñîîáùåíèÿ î âîçìîæíîñòè/íåâîçìîæíîñòè, àðãóìåíòàöèÿ,
ðàçúÿñíåíèÿ, èçâèíåíèÿ, çàïðîñ èíôîðìàöèè.
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ËÈÒÅÐÀÒÓÐÀ

Áàçîâûé ó÷åáíèê

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

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

Äîïîëíèòåëüíàÿ ëèòåðàòóðà:

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

Ïðèìå÷àíèå. Çíàêîì (*) îòìå÷åíû ðàáîòû, íà îñíîâå êîòîðûõ ñîñòàâëåí íàó÷íûé
îáçîð.
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ÏÅÐÅ×ÅÍÜ ÓÌÅÍÈÉ (ÌÅÒÎÄÈÊÈ ÊÓÐÑÀ)

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

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

ÊÀÊ ÐÀÁÎÒÀÒÜ ÍÀÄ ÒÅÊÑÒÎÌ: ÌÅÒÎÄÈÊÀ ÐÀÏ

(ðóññêî-àíãëèéñêèé ïåðåâîä)

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

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

Ìåòîäèêà Skills

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

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

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

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

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

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

ÊÀÊ ÐÀÁÎÒÀÒÜ ÑÎ ÑÒÀÒÜÅÉ

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

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

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

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

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

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

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

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

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



10
Ñîâðåìåííûé Ãóìàíèòàðíûé Óíèâåðñèòåò

LESSON 1  ÓÐÎÊ 1

DAY 1    ÄÅÍÜ 1

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò À

Àóêöèîíèñòû � ýòî àãåíòû,
íàçíà÷åííûå ïðîäàâöîì äëÿ
ïðîäàæè òîâàðîâ ëèáî ÷àñòíûì
îáðàçîì, ëèáî ñ àóêöèîíà çà
âîçíàãðàæäåíèå îáû÷íî â ôîðìå
êîìèññèîííûõ.

Áðîêåð � ýòî àãåíò, íàíÿòûé äëÿ
êóïëè èëè ïðîäàæè òîâàðîâ äëÿ
äðóãèõ ëèö çà êîìïåíñàöèþ, îáû÷íî
íàçûâàåìóþ áðîêåðñêîé êîìèñ-
ñèåé. Îäíàêî òîâàðû, êîòîðûìè
òîðãóåò áðîêåð, íå ïîñòóïàþò â åãî
âëàäåíèå, è îí òàêæå íå ìîæåò
ïðåäúÿâëÿòü èñê èëè âûñòóïàòü îò
ñâîåãî ñîáñòâåííîãî èìåíè.

Òåðìèí �stockjobber� èñïîëü-
çóåòñÿ â îòíîøåíèè ÷ëåíà Ëîíäîí-
ñêîé ôîíäîâîé áèðæè, ïîêóïàþ-
ùåãî è ïðîäàþùåãî îò ñâîåãî
ñîáñòâåííîãî èìåíè, à òåðìèí
�stockbroker� îáîçíà÷àåò ÷ëåíà
Ëîíäîíñêîé ôîíäîâîé áèðæè,
ïîêóïàþùåãî è ïðîäàþùåãî îò
èìåíè ïðèíöèïàëà.

Áèðæåâîé ìàêëåð � ýòî ÷ëåí
Ëîíäîíñêîé ôîíäîâîé áèðæè
èëè áèðæè êàêîãî-ëèáî äðóãîãî
ãîðîäà, îñóùåñòâëÿþùèé ïðîäàæó
è êóïëþ îáëèãàöèé è àêöèé â õîäå
äåëîâûõ îïåðàöèé ñ äðóãèìè
÷ëåíàìè áèðæè, ÷ëåíîì êîòîðîé îí
ÿâëÿåòñÿ.

Auctioneers are agents appointed
by the seller to sell goods, either
privately or by public auction, for a
reward, generally in the form of a
commission.

A broker is an agent employed to
buy or to sell goods for other people
for a compensation commonly called
brokerage. However, a broker is not
entrusted with the possession of the
goods in which he deals, and cannot
sue or act in his own name.

A stockjobber is a member of the
London Stock Exchange who buys and
sells on his own behalf, but a
stockbrocker is a member of the
London Stock Exchange who buys and
sells on behalf of a principal.

A stockbroker is a member of the
London Stock Exchange, or the
exchange of some provincial town, and
effects sales and purchases of stocks
and shares by dealing with other
members of the exchange of which
he is a member.
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VOCABULARY

auction àóêöèîí
auctioneer àóêöèîíèñò (ëèöî, ïðîèçâîäÿùåå

ïðîäàæè íà àóêöèîíå)
broker áðîêåð, ìàêëåð, àãåíò, ïîñðåäíèê
brokerage áðîêåðñêàÿ êîìèññèÿ
stockbroker áèðæåâîé ìàêëåð (íà ôîíäîâîé

áèðæå)
the London Stock Exchange Ëîíäîíñêàÿ ôîíäîâàÿ áèðæà
stock (àíãë. stocks) îáëèãàöèè, öåííûå áóìàãè
share àêöèÿ
stockjobber (àíãë.) ïðîôåññèîíàëüíûé áèðæåâèê,

çàêëþ÷àþùèé ñäåëêè çà ñâîé ñ÷åò

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



12
Ñîâðåìåííûé Ãóìàíèòàðíûé Óíèâåðñèòåò

DAY 2     ÄÅÍÜ 2

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò Á

Ôàêòîð � ýòî àãåíò, íàíÿòûé
äëÿ êóïëè, ïðîäàæè èëè
ñîâåðøåíèÿ êàêèõ-ëèáî äðóãèõ
îïåðàöèé ñ òîâàðàìè. Â íàñòîÿùåå
âðåìÿ ôàêòîð îáëàäàåò ïîëíî-
ìî÷èÿìè ïðîäàâàòü òîâàðû îò
ñâîåãî èìåíè, äàâàòü ïîðó÷èòåëü-
ñòâà, ïîëó÷àòü ïëàòåæè è âûäàâàòü
ðàñïèñêè â ïîëó÷åíèè, ïðåäîñòàâ-
ëÿòü êðåäèò, ñòðàõîâàòü òîâàðû è
îòäàâàòü èõ â çàëîã.

Â õîäå íåêîòîðûõ ñäåëîê, â
îñîáåííîñòè ñ èíîñòðàííûìè
ïðèíöèïàëàìè, àãåíò íåñåò ëè÷íóþ
îòâåòñòâåííîñòü ïî äîãîâîðàì,
êîòîðûå îí çàêëþ÷àåò. Òàêîé àãåíò
íàçûâàåòñÿ êîìèññèîíåðîì,
áåðóùèì íà ñåáÿ äåëüêðåäåðå.

Ñóäîâîé ìàêëåð � ýòî àãåíò,
îáû÷íî íàõîäÿùèéñÿ â ïîðòîâîì
ãîðîäå, íàçíà÷åííûé ñóäîâëà-
äåëüöàìè äëÿ îñóùåñòâëåíèÿ âñåõ
íåîáõîäèìûõ ñäåëîê, ñâÿçàííûõ ñ
ïðåáûâàíèåì ñóäîâ â ïîðòó.

Êîìèññèîíåðû ÿâëÿþòñÿ â
êàêîé-òî ñòåïåíè íåîïðåäåëåííûì
êëàññîì àãåíòîâ, êîòîðûå ïîêóïàþò
è ïðîäàþò òîâàðû, à òàêæå
ñîâåðøàþò ñäåëêè â îñíîâíîì äëÿ
äðóãèõ ëèö, ïîëó÷àÿ çà ñâîé òðóä è
õëîïîòû îïðåäåëåííóþ ïëàòó,
îáû÷íî ñîñòàâëÿþùóþ ñòîëüêî-òî
ïðîöåíòîâ îò ñòîèìîñòè ñäåëêè.

A factor is a person who is
employed to buy, sell, or deal with
goods or merchandise. A factor has
now authority to sell goods in his own
name, to give warranties, to receive
payments and give receipts, to give
credit, to insure goods, and to pledge
them.

In certain dealings, especially with
foreign principals, the agent is
personally liable upon the contracts
into which he enters. Such an agent
is called a del credere agent.

A shipbroker  is an agent,
generally located in a seaport town,
who is appointed by shipowners to
carry out and perform all the much
per cent, upon the amount of the
transaction.

Commission agents  are a
somewhat indefinite class of agents
who buy and sell goods, or transact
business generally for other persons,
receiving for their labour and trouble
a certain payment, generally
calculated at so necessary
transactions connected with the
business of their vessels whilst they
are in harbour.
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VOCABULARY

factor ôàêòîð, àãåíò
del credere agent êîìèññèîíåð, áåðóùèé íà ñåáÿ

äåëüêðåäåðå
del credere äåëüêðåäåðå (ïîðó÷èòåëüñòâî

êîìèññèîíåðà çà âûïîëíåíèå ïîêóïàòåëåì
åãî ôèíàíñîâûõ îáÿçàòåëüñòâ)

commission agent êîìèññèîíåð
shipbroker ñóäîâîé ìàêëåð, ñóäîâîé áðîêåð

DAY 3     ÄÅÍÜ 3

SKILLS

Ïåðåâåäèòå  ïî ìåòîäèêå ÐÀÏ

for

Åñëè àãåíò òàéíî ïîëó÷àåò êàêîå-
ëèáî êîìèññèîííîå âîçíàãðàæ-
äåíèå, îíî ìîæåò áûòü âçûñêàíî
ïðèíöèïàëîì, òàê êàê  òàêîé
ïîñòóïîê ñ÷èòàåòñÿ ïðàâîíàðóøå-
íèåì ñî ñòîðîíû àãåíòà,
îïðàâäûâàþùèì åãî óâîëüíåíèå.

Åñëè äîãîâîð çàêëþ÷àåòñÿ ñ
àãåíòîì, êîòîðûé èçâåñòåí êàê
òàêîâîé, íî êîòîðûé íå íàçûâàåò
ñâîåãî ïðèíöèïàëà âî âðåìÿ
çàêëþ÷åíèÿ äîãîâîðà, òî àãåíò
íåñåò îòâåòñòâåííîñòü ïî äîãîâîðó
òàê æå, êàê è ïðèíöèïàë, èáî âðÿä
ëè ìîæíî îæèäàòü, ÷òî êòî-ëèáî
ïðåäîñòàâèò êðåäèò ÷åëîâåêó, èìÿ
êîòîðîãî åìó íå èçâåñòíî.

Ñðîê äåéñòâèÿ îôåðòû � ýòî
âîïðîñ áîëüøîé âàæíîñòè,
ïîñêîëüêó â òå÷åíèå òîãî âðåìåíè,
ïîêà îôåðòà ïðîäîëæàåò
ñóùåñòâîâàòü, àäðåñàò îôåðòû
âïðàâå ñâÿçàòü îôåðåíòà

If the agent receives any secret
commission, this may be recovered by
the principal, for this is an offence on
the part of the agent which justifies
his dismissal.

If a contract is made with an agent
who is known to be such, but who
does not name his principal at the time
the contract is made, the agent is
liable on the contract as well as the
principal, for it could not be expected
that any one would give credit to a
person whose name was unknown to
him.

The duration of offers is a highly
important subject, for while the offer
continues to exist, the offeree has a
power to bind the offeror to a contract
embodying the terms of his offer by
accepting, and, if the offer has ceased
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nor

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

to exist, the offeree has no such
power.

äîãîâîðíûìè îáÿçàòåëüñòâàìè,
âêëþ÷àþùèìè óñëîâèÿ åãî îôåðòû,
ïóòåì àêöåïòà ýòîé îôåðòû, à åñëè
îôåðòà ïðåêðàòèëà ñâîå
ñóùåñòâîâàíèå, àäðåñàò îôåðòû óæå
íå âïðàâå ýòîãî ñäåëàòü.

Ñòîðîíå ïî äîãîâîðó íå
ðàçðåøàåòñÿ ïåðåäàâàòü ñâîè
îáÿçàííîñòè. Íåëüçÿ òàêæå
ïåðåäàâàòü ïðàâà, ñâÿçàííûå ñ
îòíîøåíèÿìè ëè÷íîãî äîâåðèÿ.

Àãåíò, íàíÿòûé äëÿ ïðîäàæè
ñîáñòâåííîñòè, íå ìîæåò ïðîäàâàòü
ñàìîìó ñåáå, òàê æå êàê è ëèöî,
íàíÿòîå äëÿ ïîêóïêè
ñîáñòâåííîñòè, íå ìîæåò ïðîäàâàòü
òî, ÷òî ïðèíàäëåæèò åìó.

Âàæíîñòü îïðåäåëåíèÿ ìîìåíòà,
êîãäà àêöåïò âñòóïàåò â ñèëó,
çàêëþ÷àåòñÿ â òîì, ÷òî äî ýòîãî
âðåìåíè îôåðòà ìîæåò áûòü
îòîçâàííîé èëè ñðîê åå äåéñòâèÿ
ìîæåò èñòå÷ü, íî íå ïîñëå òîãî; äà
è àäðåñàò îôåðòû íå  âïðàâå
àííóëèðîâàòü ñâîé àêöåïò åñëè îí
óæå âñòóïèë â ñèëó.

A party may not assign his duties
under a contract. Nor may a person
assign rights involving a relationship
of personal confidence.

An agent who is employed to sell
property cannot sell to himself, nor
can one appointed to buy property sell
that which belongs to himself.

The importance of determining
when the acceptance takes effect is
that, until that time, the offer may be
revoked or may lapse, but not
afterwards, nor may the offeree
withdraw his acceptance if it has taken
effect.
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 4    ÄÅÍÜ 4

Ïåðåâåäèòå ñ àíãëèéñêîãî ÿçûêà íà ðóññêèé ÿçûê.

The auctioneer is primarily the
agent of the seller, and his authority
may be revoked at any time before a
sale takes place, unless the rights of
third parties have intervened.

When no principal is disclosed the
auctioneer is personally liable upon

_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
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the contract and he may sue in his own
name.

The duties of an auctioneer are (a)
to obey the instructions of his principal,
(b) to carry out his duties himself, and
not to delegate them to any clerk,
unless he has authority to do so.

A factor is an agent employed to sell
goods delivered to him by or for his
principal for a compensation in the form
of commission. He differs from a broker
principally in the fact that he takes the
possession, management and control of
goods, whereas a broker does not. He
may buy or sell as the case may be for
his principal in his own name or in the
name of the principal, whereas a broker
should buy and sell in the name of his
principal only.

Where a broker is employed by a
client, the client is presumed to give him
such authority as will enable him to
comply with the rules, and regulations
of the Stock Exchange, and with any
reasonable custom. It does not matter
whether or nor the client is acquainted
with the rules of such Exchange.

Although a stockbroker may put
through dealings on behalf of several
clients in one transaction, a contract
between such clients and the jobber
with whom the transaction was entered
into will be established by the custom
of the Exchange.

An expression of willingness to do
something not amounting to the
�entering into the contractual relation
is not an offer. A may say to Â, �I will
give you that radio.� This is not an offer
in the contractual sense. The same may
be said of A�s indication of willingness
to have Â as a guest at A�s house, for
this is a mere manifistation of

_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
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DAY 5      ÄÅÍÜ 5

BUSINESS CORRESPONDENCE

3.1. Two letters giving news
As you read these two letters, try to answer the questions on the next

page.
Jakarta Furnishings 7 Jalan Arjunà Jakarta

Telephone 948 73742

Mr. Peter Long Your ref PL/fh/246
Manager
Intercity Bank Plc Our ref SB/sl
58 Jalan Tamrin
Jakarta 14 February 1987

Dear Mr. Long
Order 2789

I am visiting in connection with the above-mentioned order for  office
furniture.
We regret to inform you that we are unable to deliver the Linton filing
cabinets on time. This is as a result of problems at our supplier�s  factory.
With regard to the lamps and desks, we will deliver the goods before 13
March, as agreed.
With apologies,
Yours sincerely

Mr. S. Basuki, Manager

willingness, to bring about the social
relationship of host and guest.

An offer does not become operative
as a promise, until such time as the
offeree accepts, for the offer indicates
intention to do the act, or to refrain from
doing the act, only upon the condition of
the offeree�s acceptance.

A mere enquiry by the offeree does
not terminate an offer. Nor does the
addition of terms in an acceptance,
requested as a favour, terminate the offer
or affect the validity of the acceptance.

_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
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6 Marldon Road Tel 021 472 3470
Birmingham
B12 7GH Tlx. 297638

Our ref JH/sk Jan. 24th 1987

Mr. J. Williams
Ace Secretarial Services
10 Camden Road
London EC1 6JJ

Dear Mr. Williams

Further to our telephone conversation yesterday, I am delighted to advise
you that we are now able to reduce the price of our Peach computers by
10%. This is due to the recent fall of the US dollar.

We look forward to receiving you order.

Your sincerely

J. Mutton
Sales Manager

Ü What do the writers say when they want to:
a) refer to the last time that they contacted each other?
b) give some good or bad news?
c) give a reason?

_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

3.2. Referring

Here are some ways� to introduce the subject of the letter.

DATA SERVICES
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With reference to ...,
Further to ...,
With regard to ..,
I am writing in connection with ...

Note: You should not start a letter with �with regard to�. Look at the
letter from Jakarta Furnishings in 3.1.

Ü How would you start a letter about each of the following?
a) an invoice (No. 679) for a photocopier
b) a meeting you had with the addressee on Jan. 16th
c) an advertisement in The Times newspaper
d) an application for a post as secretary in your company
e) a telex order for six typewriters that you received today

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

3.3. Giving good/bad news

good news

I am       to      you that ...

bad news

I  to you that...

We regret that...

pleased
delighted
happy

tell
inform
advise

regret
am sorry

tell
inform
advise
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Ü Complete these sentences using phrases for referring and giving good
or bad news.

a) .............. your order for some cupboards, ............................................
..................we have had to increase the price.

b) ............. your application for a post as secretary, ................ that we
would like you to start work as soon as possible.

c) .............. your application for a post as secretary ................ you were
not successful.

d) .............. our telephone conversation this morning, ...............that your
car is now ready for you to collect.

LESSON 2  ÓÐÎÊ 2

DAY 1       ÄÅÍÜ 1

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò À

Äîãîâîð ïðîäàæè òîâàðîâ,
âêëþ÷àþùèé â ñåáÿ äîãîâîð êóïëè-
ïðîäàæè, à òàêæå äîãîâîð
ïðîäàæè è äîñòàâêè, îïðåäåëÿåòñÿ
êàê äîãîâîð, �â ñèëó êîòîðîãî
ïðîäàâåö ïåðåäàåò èëè ñîãëàøàåòñÿ
ïåðåäàòü ïðàâî ñîáñòâåííîñòè íà
òîâàðû ïîêóïàòåëþ çà äåíåæíîå
âñòðå÷íîå óäîâëåòâîðåíèå,
èìåíóåìîå öåíîé�.

Òåðìèí �òîâàð� âêëþ÷àåò âñå
âèäû äâèæèìîãî èìóùåñòâà,
êðîìå èìóùåñòâà â òðåáîâàíèÿõ
è äåíåã.

Âñòðå÷íûì óäîâëåòâîðåíèåì ïî
äîãîâîðó ïðîäàæè äîëæíû áûòü
äåíüãè. Åñëè æå â êà÷åñòâå
âñòðå÷íîãî óäîâëåòâîðåíèÿ çà
ïåðåäà÷ó òîâàðà âûñòóïàåò òîâàð
æå, òî òàêîé äîãîâîð íå ÿâëÿåòñÿ

The definition of a contract of sale
of goods, which includes a bargain
and sale as well as a sale and
delivery is one �whereby the seller
transfers. or agrees to transfer the
property in goods to the buyer for a
money consideration called the price.

The term �goods� includes all
chattels personal other than choses
in action and monåó.

The consideration for a contract of
sale must be money. If the
consideration for the transfer of goods
is other goods, the contract is not one
of sale, but of exchange and barter.
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VOCABULARY

chattels personal äâèæèìîå èìóùåñòâî
choses (things) in action èìóùåñòâî â òðåáîâàíèÿõ;

ïðàâà, ìîãóùèå áûòü
îñíîâàíèåì äëÿ èñêîâîãî
òðåáîâàíèÿ (àêöèÿ, ïàòåíòû,
äîëãè è ò.ï.)

valuation îïðåäåëåíèå öåííîñòè,
ñòîèìîñòè; îöåíêà

contract of sale äîãîâîð ïðîäàæè
bargain and sale äîãîâîð êóïëè-ïðîäàæè
sale and delivery äîãîâîð ïðîäàæè è äîñòàâêè
goods òîâàð, òîâàðû
contract of exchange and barter äîãîâîð òîâàðîîáìåíà

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

The price is generally fixed by the
parties. But it is not absolutely
necessary that the price should be
fixed beforehand. It may be left to the
valuation of a third person.

äîãîâîðîì ïðîäàæè, à
òîâàðîîáìåíà.

Îáû÷íî öåíà óñòàíàâëèâàåòñÿ
ñòîðîíàìè ïî äîãîâîðó. Íî âîâñå íå
îáÿçàòåëüíî, ÷òîáû îíà áûëà
óñòàíîâëåíà çàðàíåå. Äëÿ
îïðåäåëåíèÿ ñòîèìîñòè ìîæåò
áûòü ïðèâëå÷åíà òðåòüÿ ñòîðîíà.
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DAY 2       ÄÅÍÜ 2

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò Á

Ïîä ñîáñòâåííîñòüþ
ïîíèìàåòñÿ ïîëíîå ïðàâî ñîáñò-
âåííîñòè íà òîâàð, ÿâëÿþùèéñÿ
ïðåäìåòîì äîãîâîðà.

Âàæíî óñòàíîâèòü òî÷íîå âðåìÿ,
êîãäà ïðàâî ñîáñòâåííîñòè íà
òîâàð ïåðåõîäèò îò ïðîäàâöà ê
ïîêóïàòåëþ.

Ïðàâî ñîáñòâåííîñòè íà òîâàð
íåîáõîäèìî îòëè÷àòü îò
îãðàíè÷åííîãî è îñîáîãî ïðàâà,
íàçûâàåìîãî �âëàäåíèåì�. Î
òîâàðå ãîâîðÿò, ÷òî îí ïðîñòî
íàõîäèòñÿ â ÷ü¸ì-ëèáî âëàäå-
íèè, åñëè îí ïðîñòî íàõîäèòñÿ ó
êàêîãî-òî ëèöà. Ïîýòîìó âîð
âëàäååò âåùüþ, êîòîðóþ îí óêðàë,
íî ïðàâî ñîáñòâåííîñòè íà ýòó âåùü
ïî-ïðåæíåìó ïðèíàäëåæèò íàñòîÿ-
ùåìó âëàäåëüöó. Ïðàâî
ñîáñòâåííîñòè, òàêèì îáðàçîì,
ìîæåò ñóùåñòâîâàòü áåç âëàäåíèÿ,
à âëàäåíèå  áåç ïðàâà
ñîáñòâåííîñòè.

Èìóùåñòâî â òðåáîâàíèÿõ �
ýòî ïðàâî ïîëó÷èòü èëè âçûñêàòü
äîëã ëèáî óáûòêè çà íàðóøåíèå
äîãîâîðà èëè çà êàêîå-ëèáî
ïðàâîíàðóøåíèå, ñâÿçàííîå ñ
äîãîâîðîì, êîòîðûé íå ìîæåò áûòü
ïðèâåäåí â èñïîëíåíèå ïðèíóäè-
òåëüíûì ïóòåì áåç ïðåäúÿâëåíèÿ
èñêà.

By �property� is meant the
complete ownership in the goods,
the subject matter of the contract.

It is important to determine the
exact time when the property, that is,
the ownership in the goods, passes
from the seller to the buyer.

The property in goods must be
distinguished from the limited or
special right which is called
�possession�. Goods are said to be
in the possession of a person when
they are so situated. A thief, therefore,
is in possession of an article which
he has stolen, but the property is still
in the original owner. Property in
goods, therefore, may exist without
possession and possession without
property.

Chose in action is a right to
receive or recover a debt or damages
for breach of contract, or for a wrong
connected with a contract which
cannot be enforced without suit.
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VOCABULARY

possession âëàäåíèå, îáëàäàíèå
be in the possession of smb. íàõîäèòüñÿ â ÷üåì-ëèáî âëàäåíèè
be in possession of smth. âëàäåòü ÷åì-ëèáî
property ñîáñòâåííîñòü
property in the goods ïðàâî ñîáñòâåííîñòè íà òîâàð
ownership ñîáñòâåííîñòü, âëàäåíèå
ownership in the goods ïðàâî ñîáñòâåííîñòè íà òîâàð

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

DAY 3     ÄÅÍÜ 3

SKILLS

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
subject to

Åñëè äîãîâîð çà ïå÷àòüþ
âðó÷àåòñÿ â çàâèñèìîñòè îò
ñîáëþäåíèÿ óñëîâèÿ, òî åñòü,
äîãîâîð íå âñòóïàåò â ñèëó, åñëè
óñëîâèå íå âûïîëíåíî, îí íàçûâàåòñÿ
óñëîâíî âðó÷åííûì äîêóìåíòîì.

When a deed is delivered subject
to a condition, that is, that the deed
is not to take effect if the condition is
not fulfilled, it is called an �escrow�.
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

An agreement for sale is
transformed into a sale when the
time elapses, or the conditions are
fulfilled subject to which the
property in the goods is to be
transferred.

At common law there was no
implied warranty or condition that
the subject matter of a contract of
sale was fit for any particular
purpose. It was the duty of the
buyer to make himself acquainted
with the defects, if any, of the goods
he was purchasing, and if he did
not do so he had no remedy against
the seller, except in the cases of
misrepresentation and fraud. But
for the convenience and expansion
of commerce the law was gradually
compelled to imply the existence of
warranties and conditions in certain
cases, and in other cases various
Acts of Parliament were passed to
exclude the common law rule.
Nevertheless, subject to the
provisions of the Sale of Goods Act
and other statutes passed upon the
subject, there is still no implied
warranty or condition as to the
quality or fitness for any particular
purpose of goods supplied under a
contract of sale.

Ñîãëàøåíèå î ïðîäàæå ïåðåõîäèò â
ïðîäàæó êàê òàêîâóþ, êîãäà íàñòóïàåò
âðåìÿ, èëè êîãäà âûïîëíÿþòñÿ óñëîâèÿ,
â çàâèñèìîñòè îò ÷åãî ïðàâî ñîáñòâåí-
íîñòè íà òîâàð äîëæíî áûòü ïåðåäàíî.

Â îáùåì ïðàâå íå ñóùåñòâîâàëî
ïîäðàçóìåâàåìîé ãàðàíòèè èëè
ñóùåñòâåííîãî óñëîâèÿ, ÷òî ïðåäìåò
äîãîâîðà ïðîäàæè äîëæåí
ñîîòâåòñòâîâàòü êàêîé-ëèáî
îïðåäåëåííîé öåëè. Îçíàêîìèòüñÿ ñ
äåôåêòàìè ïîêóïàåìîãî òîâàðà, åñëè
òàêîâûå èìåëèñü, áûëî îáÿçàííîñòüþ
ïîêóïàòåëÿ, à åñëè îí ýòîãî íå äåëàë,
òî íå èìåë ñðåäñòâà çàùèòû ïðîòèâ
ïðîäàâöà, çà èñêëþ÷åíèåì ñëó÷àåâ
ïðåäñòàâëåíèÿ â ëîæíîì ñâåòå è
ìîøåííè÷åñòâà. Îäíàêî äëÿ óäîáñòâà è
ðàñøèðåíèÿ òîðãîâëè ïðàâî ïîñòåïåííî
îêàçàëîñü âûíóæäåííûì ïðèçíàòü
ñóùåñòâîâàíèå ãàðàíòèé è
ñóùåñòâåííûõ óñëîâèé â íåêîòîðûõ
ñëó÷àÿõ, à â äðóãèõ ñëó÷àÿõ áûëè
ïðèíÿòû ðàçëè÷íûå àêòû ïàðëàìåíòà.
èñêëþ÷àþùèå -ïðèìåíåíèå äàííîé
íîðìû îáùåãî ïðàâà. Òåì íå ìåíåå, çà
èñêëþ÷åíèåì ïîëîæåíèé, óêàçàííûõ â
çàêîíå î ïðîäàæå òîâàðîâ è äðóãèõ
ñòàòóòàõ, ïðèíÿòûõ íà ýòîò ñ÷åò, äî ñèõ
ïîð íå ñóùåñòâóåò ïîäðàçóìåâàåìîé
ãàðàíòèè èëè ñóùåñòâåííîãî óñëîâèÿ
îòíîñèòåëüíî êà÷åñòâà èëè ïðèãîäíîñòè
äëÿ êàêîé-ëèáî îïðåäåëåííîé öåëè
òîâàðîâ, ïîñòàâëåííûõ ïî äîãîâîðó
ïðîäàæè.
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DAY 4     ÄÅÍÜ 4

Ïåðåâåäèòå ñ àíãëèéñêîãî ÿçûêà íà ðóññêèé.

A contract of sale  is an
agreement by which one of two
contracting parties conveys a thing
and passes a title to it in exchange
for a certain price to another who on
his part either pays the price or agrees
to pay it. Strictly speaking, it differs
from a barter and exchange in that
the consideration is money instead of
goods or property.

But if the consideration for transfer
consists partly of goods and partly
of money, it seems that the contract
is a contract of sale.

A person who has the property
in goods, or who is the general owner
thereof, is he who has a right as
against the world at large to do with
or to any movable thing anything
which the law does not specifically
forbid, and also the right to prevent
all other persons from doing therewith
or thereto anything which they are not
specifically authorised to do, either by
law or with the consent of the owner.

The term �goods� also includes
emblements, that is, industrial growing
crops, and things attached to or
forming part of the land which are
agreed to be severed before sale or
under the contract of sale.

If the third person fails to make
valuation the contract of sale is
void, unless there has been fraud on
the part of one of the contracting
parties, or unless there has been a
part performance of the contract.
When no price has been named and

_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
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DAY 5     ÄÅÍÜ 5

BUSINESS CORRESPONDENCE

3.4. Saying what you can and cannot do

We are inable to...
We are able to...
We have been forced to...

 Ü A company has written to you to ask you to reduce your prices and to
 ask you if you will accept payment in Egyptian pounds. How will you
give them the following information?

a) You cannot lower your prices.
b) You have had to raise your prices because the government

has increased the sales tax.
c) However, vou can give them a discount of 5% if their order is

for more  than $2,000.
d) With regard to their second question, you cannot accept

payment in Egyptian pounds but you can accept US dollars or
German marks.

_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

no method of valuation agreed upon,
and when the third party has failed to
fix a price and some of the goods have
been delivered, the buyer must pay a
reasonable price. What is a reasonable
price wil l depend upon the
circumstances of each particular case.
It may or may not be in excess of the
current market price.

_______________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
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3.5. Giving reasons

This is owing to ...
due to ...
as a result of ...
because of ...

Notes:� �owing to� is normally only used for bad news.
� If you want to use a verb after these phrases, add the fact that �
   e.g. This is due to the fact that the dollar has fallen.

Ü Using the information given and phrases from 3.4. and 3.5., write
complete sentences as in the example. Be careful with (e) and
(f). (See the second note above.)
a) increase prices � fall of the dollar
We have been forced to increase our price.
This is owing to the fall of the dollar.
b) delay the delivery of the goods � strike by airline pilots
c) increase all salaries by 10% � rise in sales
d) cut all salaries by 10% � fall in sales
e) cannot deliver your new order � we have not received your
    payment for the last order
f) cancel the meeting � a lot of staff have been ill

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

3.6. Letter practice

You are a sub-manager of a bank. There has been a change in
government regulations. Interest rates have increased to 12% for deposits
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and 14% for loans. Write a short letter to:
a) customers who have deposit accounts at your branch;
b) customers who have a loan from your branch.
Follow this plan:

date
Dear Sir or Madam
� First, put a heading.
� Next, say what you are writing about.
� Then give the good or bad news. Say what you have had to do or can do.
� Give the reason.
� Close the letter.
� Finally, sign it and give your name and title.

_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
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LESSON 3  ÓÐÎÊ 3

DAY 1       ÄÅÍÜ 1

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò À

Ñóùåñòâåííîå óñëîâèå � ýòî
òàêîå óñëîâèå äîãîâîðà, áåç
íàëè÷èÿ êîòîðîãî äîãîâîð íå áûë
áû çàêëþ÷åí; òàêèì îáðàçîì,
íàðóøåíèå ñóùåñòâåííîãî
óñëîâèÿ äàñò ïðàâî ïîòåðïåâøåé
ñòîðîíå ðàñòîðãíóòü äîãîâîð è
ïîòðåáîâàòü âîçìåùåíèÿ óáûòêîâ.

Íèêàêîé îñîáîé ñëîâåñíîé
ôîðìû íå òðåáóåòñÿ äëÿ ñîçäàíèÿ
ãàðàíòèè , ïîñêîëüêó ëþáîå
çàÿâëåíèå, ñäåëàííîå âî âðåìÿ
ïðîäàæè äâèæèìîñòè, ÿâëÿåòñÿ
ãàðàíòèåé.

Ïðîäàæà äâèæèìîãî èìóùåñòâà
ïðåçþìèðóåò ïîäòâåðæäåíèå
ïðîäàâöîì òîãî, ÷òî âåùü
ïðèíàäëåæèò åìó, è ïîýòîìó îí
ãàðàíòèðóåò ïðàâî íà íåå.

�Îõðàíÿòü� òîâàð îçíà÷àåò
íàõîäèòüñÿ â ïîëîæåíèè ÷åëîâåêà,
ó êîòîðîãî ýòîò òîâàð ìîæåò áûòü
âçÿò íàçàä ïî æåëàíèþ âëàäåëüöà.

Â òîì ñëó÷àå, åñëè èìååòñÿ
îãîâîðêà, ñäåëàííàÿ ïðîäàâöîì, î
ïðàâå ðàñïîðÿæåíèÿ òîâàðîì äî
âûïîëíåíèÿ îïðåäåëåííûõ óñëîâèé,
ïðàâî ñîáñòâåííîñòè íà òîâàð íå
áóäåò ïåðåäàíî äî òåõ ïîð, ïîêà ýòè
óñëîâèÿ íå áóäóò âûïîëíåíû,
íåñìîòðÿ íà äîñòàâêó òîâàðà
ïîêóïàòåëþ èëè êàêîìó-òî äðóãîìó
ëèöó, äåéñòâóþùåìó îò åãî èìåíè.

A condition is a term of a contract
but for which the party would not have
entered into the contract; so that the
breach of the condition will entitle the
injured party to repudiate the contract
and claim damages.

No particular form of words is
needed to create a warranty, as every
affirmation which is made at the time
of the sale of a personal chattel is a
warranty.

The sale of a personal chattel
implies an affirmation by the vendor
that the chattel is his, and therefore
he warrants the title.

A person is said to have the
�custody� of goods when he is in
such a position that the goods may
be retaken from him at pleasure.

Where there is a reservation by the
seller of the right of disposal of the
goods until certain conditions are
fulfilled, the property in the goods will
not pass until conditions have been
fulfilled, notwithstanding the delivery
of them to the buyer, or to some other
person on his behalf.



31
Ñîâðåìåííûé Ãóìàíèòàðíûé Óíèâåðñèòåò

VOCABULARY

warranty Br. ïðîñòîå óñëîâèå (â äîãîâîðå ïðîäàæè
íàðóøåíèå ïðîñòîãî óñëîâèÿ äàåò
ïðàâî äðóãîé ñòîðîíå íà âçûñêàíèå
óáûòêîâ, íî íå íà ðàñòîðæåíèå
äîãîâîðà), ãàðàíòèÿ

right of disposal of the goods ïðàâî ðàñïîðÿæåíèÿ òîâàðîì
warrant ãàðàíòèðîâàòü, ðó÷àòüñÿ;

ïîäòâåðæäàòü
have the custody of smth. îõðàíÿòü ÷òî-ë.
condition Br. ñóùåñòâåííîå óñëîâèå (íàðóøåíèå

êîòîðîãî äàåò ïðàâî íà ðàñòîðæåíèå
äîãîâîðà)

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

DAY 2     ÄÅÍÜ 2

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò Á

Åñëè òîâàð äîñòàâëåí ïîêóïàòåëþ
íà óñëîâèÿõ ïðîäàæè ñ ñîõðàíåíèåì
ïðàâà ïîêóïàòåëÿ îòêàçàòüñÿ îò
íåãî, èëè íà òàê íàçûâàåìûõ óñëîâèÿõ
�ïðîäàæè èëè âîçâðàòà�, ëèáî íà

Where goods are delivered to the
buyer on approval, or �on sale or
return�, or on other similar terms,
the property in them passes to the
buyer as soon as he approves of
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VOCABULARY

hire-purchase agreement ñîãëàøåíèå î ïîêóïêå â ðàññðî÷êó
sell goods by description ïðîäàâàòü òîâàðû no îïèñàíèþ (sale of

goods by description ïðîäàæà òîâàðîâ
ïî îïèñàíèþ)

sell goods by sample ïðîäàâàòü òîâàðû ïî îáðàçöó (sale of
goods by sample ïðîäàæà òîâàðîâ ïî
îáðàçöó)

_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

them, or does some act showing his
adoption of the transaction; and
finally he will be presumed to have
approved of the goods if he retains
them, and gives no notice of
rejection within a reasonable time.

When goods are sold by
description it is an implied condition
that the goods shall correspond with
the description, if the buyer relies
upon it.

When the sale is by sample
(a) the bulk shall correspond with the
sample in quality; (b) the buyer shall
have reasonable opportunities for
comparing the built with the sample.

Hire-purchase agreements are
arrangements by which it is agreed
that goods are to be transferred in
consideration of a certain number
of periodical payments.

êàêèõ-òî ïîäîáíûõ óñëîâèÿõ, ïðàâî
ñîáñòâåííîñòè íà òîâàð ïåðåõîäèò ê
ïîêóïàòåëþ ñðàçó ïîñëå òîãî, êàê îí
îäîáðèò åãî èëè ñîâåðøèò êàêîå-ëèáî
äåéñòâèå, óêàçûâàþùåå íà îäîáðåíèå
ñäåëêè; è â êîíå÷íîì èòîãå áóäåò
ñ÷èòàòüñÿ, ÷òî ïîêóïàòåëü îäîáðèë
òîâàð, åñëè îí óäåðæèâàåò åãî ó ñåáÿ è
íå óâåäîìëÿåò îá îòêàçå îò íåãî â
ïðåäåëàõ ðàçóìíîãî ïåðèîäà âðåìåíè.

Åñëè òîâàðû ïðîäàþòñÿ ïî
îïèñàíèþ, òî ïîäðàçóìåâàåìûì
óñëîâèåì äîãîâîðà ÿâëÿåòñÿ òî, ÷òî
òîâàðû äîëæíû ñîîòâåòñòâîâàòü
îïèñàíèþ, ðàç ïîêóïàòåëü íà ýòî
ïîëàãàåòñÿ.

Â ñëó÷àå ïðîäàæè òîâàðîâ ïî
îáðàçöó à) ìàññà äîëæíà ñîîòâåòñòâî-
âàòü îáðàçöó ïî êà÷åñòâó; á) ïîêóïàòåëü
äîëæåí èìåòü ðàçóìíóþ âîçìîæíîñòü
ñðàâíèòü ìàññó ñ îáðàçöîì.

Ñîãëàøåíèå î ïîêóïêå â
ðàññðî÷êó � ýòî äîãîâîðåííîñòü, â
ñèëó êîòîðîé òîâàðû äîëæíû
ïåðåäàâàòüñÿ íà îñíîâàíèè
îïðåäåëåííîãî êîëè÷åñòâà
ïåðèîäè÷åñêèõ âûïëàò.
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 3      ÄÅÍÜ

SKILLS

Ïåðåâåäèòå ïî ìåòîäèêå ÐÀÏ
Compare: A subject of smth.

Each lot is the subject of a
separate contract of sale.

A well-known authority upon the
subject of Sale of Goods has thus
expressed himself ...

A contract of sale is sometimes
entered into subject to certain
conditions. If the condition is a
�condition precedent�, that is,
something to be done by one of the
parties before the contract of sale
is itself binding, the non-fulfilment
of the condition gives the other party
a right to treat the contract as void.
But a condition may be so worded
as to amount to a warranty; however
in any case the purchaser may, if the
contract of sale is subject to any
condition to be fulfilled by the vendor
treat the breach of the condition as
a breach of warranty, and not as

Êàæäàÿ ïàðòèÿ ÿâëÿåòñÿ
ïðåäìåòîì îòäåëüíîãî äîãîâîðà
ïðîäàæè.

Èçâåñòíûé ñïåöèàëèñò â
îáëàñòè ïðàâîâîãî ðåãóëèðîâàíèÿ
êóïëè-ïðîäàæè òîâàðîâ âûðàçèë
ñâîþ ìûñëü ñëåäóþùèì îáðàçîì�

Äîãîâîð ïðîäàæè èíîãäà
çàêëþ÷àåòñÿ ñ ó÷åòîì îïðåäåëåííûõ
óñëîâèé Åñëè òàêèì óñëîâèåì
ÿâëÿåòñÿ �ïðåäâàðè-òåëüíîå
óñëîâèå�, òî åñòü, ÷òî-ëèáî äîëæíî
áûòü ñäåëàíî îäíîé èç ñòîðîí ïåðåä
òåì, êàê äîãîâîð ñòàíåò îáÿçà-
òåëüíûì, òî íåâûïîëíåíèå òàêîãî
óñëîâèÿ äàåò äðóãîé ñòîðîíå ïðàâî
ñ÷èòàòü äîãîâîð íåäåéñòâèòåëüíûì.
Íî óñëîâèå ìîæåò áûòü ñôîðìóëè-
ðîâàíî òàêèì îáðàçîì, ÷òîáû
ñîñòàâèòü ãàðàíòèþ; îäíàêî â ëþáîì
ñëó÷àå ïîêóïàòåëü ìîæåò, åñëè
äîãîâîð ïðîäàæè ïîäïàäàåò ïîä
äåéñòâèå êàêîãî-ëèáî óñëîâèÿ,
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 4      ÄÅÍÜ 4

Ïåðåâåäèòå íà ðóññêèé ÿçûê.

ground for the repudiation of the
contract.

êîòîðîå äîëæíî áûòü âûïîëíåíî
ïðîäàâöîì, ðàñöåíèâàòü íàðóøåíèå
óñëîâèÿ êàê íàðóøåíèå ãàðàíòèè, à íå
êàê îñíîâàíèå äëÿ ðàñòîðæåíèÿ
äîãîâîðà.

The property in goods delivered
on approval, or on sale or return,
passes to the buyer:

a) when he signifies his approval
or acceptance to the seller, or does
any other act adopting the transaction;
or

b) when he retains the goods
without giving notice of rejection
within a fixed or reasonable time;

c) that the goods shall be free
from any defect rendering them
unmerchantable, which would not be
apparent on a reasonable examination

_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
________________________________________________________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
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of the sample.
When a sale is by sample there

are three implied conditions:
a) that the bulk shall correspond

with the sample in quality;
b) that the buyer shall have a

reasonable opportunity of comparing
the bulk with the sample.

A warranty is defined as �an
agreement with reference to goods�
which are the subject of a contract
of sale, but collateral to the main
purpose of such contract, the breach
of which gives rise to a claim for
damages, but not to a right to reject
the goods and treat the contract as
repudiated.

When a man exposes goods for
sale in his shop, he impliedly warrants
that he has a good right to sell them.

Very frequently it will happen that
the time of the transfer of the property
is not coincident with that of the
possession. In order to fix the time,
the first thing to be done is to look at
the intention of the parties. The rule is
that the property in goods passes
when the parties intent it to pass. But
if there has been no expression of
intention, and if the facts of the case
do not imply something to the contrary,
certain rules are to be observed.

As the hirer � who is to become
the eventual purchaser under the hire-
purchase agreement � gains
possession of the goods he can
dispose of them and give a good title to
a third person if the agreement is
enforceable as a sale. To prevent such
a result it is now a common practice to
have the hire-purchase agreement
drawn up in such a manner that the
hiring may be terminated on the

_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
________________________________________________________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
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DAY 5 ÄÅÍÜ 5

BUSINESS CORRESPONDENCE

4.1. Construcciones Jimenez asks about delivery

Construcciones Jimenez SA, Spain, ordered some drills from Haga
Verktyg AB, Sweden. They asked their bank for a letter of credit in Haga
Verktyg�s favour but after two months Haga Verktyg had still not sent the
goods. As you read the letters between the two companies, try to find the
answers to the questions on the next page.

CONCTRUCCIONES JIMENEZ
Ave del Pueblo Grenada Espania |||||||||  Tel 345 645 bi 456 CJS

Haga Verktyg AB
Kaponjärgatan 4c JM / ps / 20B
Göteborg
Suecia 13 May 1987

Dear  Sirs
We are  writing in connecton with our order no. 2886 for 5 Khafthorr drills.

As it is now  more than two months since we opened a letter of credit in your favour, we
would be grateful if you could arrange shipment of the goods as soon as  possible. We
would also appreciate it if you could let us know exactly when the goods  will arrive.
We look forward to receiving the drills.
Yours faithfully

Jose Muñoz
Manager

happening of certain events, or at the
option of either party. The sale is then
subject to a condition precedent, and
the hirer is unable to give a title to any
person who takes the goods from him
so long as the hiring continues.

When the property in the goods
has pasted to the buyer the sole remedy
of the seller, subject to the three
preceding rights noticed when the
goods have not got into the possession
of the buyer, is an action for the price.

_________________________________________
_________________________________________
_________________________________________
_________________________________________
________________________________________________________________________________________
_________________________________________
_________________________________________
_______________________________________________
_______________________________
________________________________
_________________________________
____________________________________
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||||||||||||||||||||||||||||||||||||||||||||||||||||||| Haga Verktyg
Kaponjagatan AB
Göteborg
Sweden
Tel 513423
Tlx. 564 HGY

Jose Muñoz You ref JM / ps / 20B
Manager
Construccionnes  Jimenez Our ref ES ce: S3
Ave. de Pueblo
Granada, Spain 18 May 1987

Dear Sr Muñoz
Thank you for your letter dated 13 May concerning your order for five of our
drills.
We must apologise for the delay in shipping this order. This  was due to
unforeseen circumstances. However, your order is being dealt with and will
be sent without further delay.
With apologies once again.
Yours sincerely,

Erik Stenlund
Export Manager

Ü 1 What does Construcciones Jimenez want Haga Verktyg to do?
2 How exactly does Haga Verktyg apologise?
3 Why hasn�t Haga Verktyg sent the goods?

4.2. Requesting action

Here are some ways to ask people to do something for you.

If it is urgent, add:

Please could you ... as soon as possible
We would be grateful if you could ... without delay
We would appreciate it if you could ... immediately

Note: �Please could you �� is the most direct. You can use this when
you are asking for something usual.
 Ü 1. These requests are all mixed up. In each sentence put the words and

phrases in the correct order.
a) please / arrange / for ten o�clock / could / an appointment / you
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b) we / send us / as soon as possible / would / if you / the goods /
be grateful / could

c) we / without delay / appreciate it / you could / pay our bill /
would / if

d) confirm / please / you / are the same / could / your prices / that
e) we / exactly when / appreciate it / if you / would / could / tell us

/ you will arrive

2. What would you write in the following situations?
a) You have seen an advertisement in the newspaper for a post as

office manager. You want an application form.
b) The photocopier in your office has broken down. You want to

have it repaired quickly.
c) You have moved your office and you want the post office to

forward your letters to your new address.
d) You want the telephone company to put another telephone in

your office. You need it urgently.
e) You have written to a company and you want them to reply

quickly.

in your favour in your name, payable to you
a letter of credit (l/c) a bank paper that guarantees payment
unforeseen circumstances an unexpected situation (This phrase is

often used when you do not want to
give the real reason.)

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

LESSON 4  ÓÐÎÊ 4

DAY 1       ÄÅÍÜ 1

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò À

Òîâàð, ñîñòàâëÿþùèé ïðåäìåò
äîãîâîðà ïðîäàæè, ìîæåò áûòü ëèáî
ñóùåñòâóþùèì, ëèáî òîâàðîì,
êîòîðûé äîëæåí áûòü ïðîèçâåäåí
èëè ïðèîáðåòåí ïîñëå çàêëþ÷åíèÿ
äîãîâîðà ïðîäàæè, ò.å. òàê
íàçûâàåìûì �áóäóùèì òîâàðîì�.

The goods which form the subject
of a contract of sale may be either
existing goods or goods to be
manufactured or acquired by the seller
after the making of the contract of sale
called �future goods�.
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VOCABULARY

(un)ascertained goods (íå) èíäèâèäóàëèçèðîâàííûé òîâàð
specific goods òîâàð, îïðåäåëåííûé

èíäèâèäóàëüíûìè ïðèçíàêàìè
deliverable state ñîñòîÿíèå, ãîäíîå äëÿ ñäà÷è
put the goods into ïðèâåñòè òîâàð â ñîñòîÿíèå, ãîäíîå äëÿ
a deliverable state ñäà÷è

Where there is a contract for the
sale of unascertained or future
goods by description, and goods of
that description in a state ready for
delivery are  unconditionally
appropriated to the contract by
either party with the express or
implied assent of the other the
property in these goods passes at
once to the buyer. Such an
appropriation is made when the
goods are delivered to a carrier for
transmission to the buyer.

When there is an unconditional
contract for the sale of specific
goods which are ready for delivery,
the property passes to the buyer
when the contract is made. The fact
that the time of payment or delivery
is postponed is immaterial.

Where there remains something
to be done by the seller in order to
put the goods into a deliverable
state, or where the goods have to
be measured, weighed, or tested, the
property does not pass, until the act
required is done and notice of it has
been given to the buyer.

Åñëè çàêëþ÷åí äîãîâîð ïðîäàæè
íåèíäèâèäóàëèçèðîâàííîãî èëè
áóäóùåãî òîâàðà ïî îïèñàíèþ, è
òîâàð ñîîòâåòñòâóþùåãî îïèñàíèÿ è
ãîòîâûé äëÿ ñäà÷è áåç êàêèõ-ëèáî
óñëîâèé âûäåëåí äëÿ èñïîëíåíèÿ
äîãîâîðà îäíîé èç ñòîðîí ñ ïðÿìîãî
èëè ïîäðàçóìåâàåìîãî ñîãëàñèÿ
äðóãîé ñòîðîíû, ïðàâî ñîáñòâåííîñ-
òè íà òàêîé òîâàð ïåðåõîäèò ñðàçó æå
ê ïîêóïàòåëþ. Òàêîå âûäåëåíèå
òîâàðà äëÿ èñïîëíåíèÿ äîãîâîðà
ïðîèçâîäèòñÿ ïîñëå òîãî, êàê òîâàð
äîñòàâëåí ïåðåâîç÷èêó äëÿ ïåðåñûëêè
ïîêóïàòåëþ.

Åñëè äîãîâîð ïðîäàæè òîâàðà,
îïðåäåëåííîãî èíäèâèäóàëüíûìè
ïðèçíàêàìè, ãîòîâîãî äëÿ ïîñòàâêè,
íå îãðàíè÷åí óñëîâèÿìè, ïðàâî
ñîáñòâåííîñòè íà òîâàð ïåðåõîäèò ê
ïîêóïàòåëþ â ìîìåíò çàêëþ÷åíèÿ
äîãîâîðà. Òîò ôàêò, ÷òî âðåìÿ ïëàòåæà
èëè äîñòàâêè îòñðî÷åíî, íå ÿâëÿåòñÿ
ñóùåñòâåííûì.

Åñëè ïðîäàâöó ïðåäñòîèò ñäåëàòü
÷òî-òî äëÿ òîãî, ÷òîáû ïðèâåñòè
òîâàð â ñîñòîÿíèå, ãîäíîå äëÿ
ñäà÷è, èëè åñëè òîâàð äîëæåí áûòü
èçìåðåí, âçâåøåí èëè ïðîâåðåí, ïðàâî
ñîáñòâåííîñòè íå ïåðåõîäèò äî òåõ
ïîð, ïîêà òðåáóåìîå íå âûïîëíåíî, è
óâåäîìëåíèå îá ýòîì íå ïîñëàíî
ïîêóïàòåëþ.
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appropriate goods to the contract ïðåäíàçíà÷àòü (èëè âûäåëÿòü)
òîâàð äëÿ èñïîëíåíèÿ äîãîâîðà

appropriation ïðåäíàçíà÷åíèå (èëè
âûäåëåíèå) òîâàðà äëÿ
èñïîëíåíèÿ äîãîâîðà

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

DAY 2       ÄÅÍÜ 2

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò Á

Ïîêóïàòåëü è ïðîäàâåö òîâàðà
èìåþò ñðåäñòâà ñóäåáíîé çàùèòû îò
îáÿçàòåëüñòâåííîãî èñêà â
îòíîøåíèè äðóã äðóãà, åñëè äîãîâîð
ïðîäàæè íàðóøåí â ðåçóëüòàòå
íåâûïîëíåíèÿ îáÿçàòåëüñòâ
îäíîé èç ñòîðîí.

Ïðàâî óäåðæàíèÿ òîâàðà
âñòóïàåò â ñèëó â ñëåäóþùèõ ñëó÷àÿõ:

à) åñëè òîâàð áûë ïðîäàí áåç
êàêèõ-ëèáî îãîâîðîê îòíîñèòåëüíî
êðåäèòà;

The buyer and the seller of goods
have a personal remedy, the one
against the other, if the contract of
sale is broken by the default of one
of the parties.

The lien on the goods, or deten-
tion (i.e., a right of retention) exists
where:

a) the goods have been sold
without any stipulation as to credit;
or
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VOCABULARY

default íåâûïîëíåíèå îáÿçàòåëüñòâ
right of detention ïðàâî óäåðæàíèÿ òîâàðà
stoppage in transit ïðàâî îñòàíîâêè òîâàðà â ïóòè
re-sale ïåðåïðîäàæà
documents of title to the goods òîâàðîðàñïîðÿäèòåëüíûå

äîêóìåíòû

b) the period of credit has expired;
or

c) the buyer has become insolvent.

Stoppage in transit, like the right
of lien, belongs to the seller who is
unpaid, and can be exercised by him
either by actually retaking possession
of the goods, or by giving notice to the
carrier or other person, who has them
in possession for the purpose of
carriage, not to deliver them to the
buyer.

In addition to the rights of lien and
stoppage in transitu the unpaid seller
has a third right, viz., that of re-sale,
when the buyer, within a reasonable
time, refuses to pay for the goods.

For when a person who has sold
goods remains in possession of them,
or of the documents of title to them,
and then transfers the goods or the
documents of title to the goods to a
third person, the prior purchaser loses
all rights to the goods unless it is shown,
that the third person did not act in good
faith, or that he was aware of the
previous sale.

á) åñëè èñòåê ñðîê êðåäèòà;

â) åñëè ïîêóïàòåëü ñòàë
íåñîñòîÿòåëüíûì.

Ïðàâî îñòàíîâêè òîâàðà â ïóòè,
ïîäîáíî ïðàâó óäåðæàíèÿ, ïðèíàä-
ëåæèò ïðîäàâöó, íå ïîëó÷èâøåìó
ïëàòåæà, è ìîæåò áûòü èì èñïîëü-
çîâàíî ëèáî ïóòåì ôàêòè÷åñêîãî
âîçâðàùåíèÿ òîâàðà â ñâîå âëàäåíèå
(ïîâòîðíîãî âñòóïëåíèÿ âî âëàäåíèå
òîâàðîì), ëèáî ïóòåì èçâåùåíèÿ
ïåðåâîç÷èêà èëè äðóãîãî ëèöà,
êîòîðîìó òîâàð ïåðåäàí ñ öåëüþ
ïåðåâîçêè, î òîì, ÷òî òîâàð íå äîëæåí
áûòü âûäàí ïîêóïàòåëþ.

Ïîìèìî ïðàâà óäåðæàíèÿ è
îñòàíîâêè òîâàðà â ïóòè ïðîäàâåö, íå
ïîëó÷èâøèé ïëàòåæà, èìååò åùå
îäíî ïðàâî, à èìåííî, ïðàâî
ïåðåïðîäàæè, åñëè ïîêóïàòåëü â
òå÷åíèå ðàçóìíîãî ñðîêà âðåìåíè
îòêàçûâàåòñÿ îò îïëàòû òîâàðà.

Åñëè ëèöî, ïðîäàâøåå òîâàð,
ïðîäîëæàåò âëàäåòü ýòèì òîâàðîì
èëè òîâàðîðàñïîðÿäèòåëüíûì
äîêóìåíòîì íà íåãî, à çàòåì
ïåðåäàåò ýòîò òîâàð èëè òîâàðî-
ðàñïîðÿäèòåëüíûé äîêóìåíò
òðåòüåìó ëèöó, ïðåäøåñòâóþùèé
ïîêóïàòåëü òåðÿåò âñå ïðàâà íà
òîâàð, åñëè íå äîêàçàíî, ÷òî òðåòüå
ëèöî äåéñòâîâàëî íåäîáðîñîâåñòíî
èëè çíàëî î ïðåäûäóùåé ïðîäàæå.
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 3     ÄÅÍÜ 3

SKILLS

Ïåðåâåäèòå ïî ìåòîäèêå ÐÀÏ.
provided (that) ...

Ïîêóïàòåëü âñåãäà ñòðåìèòñÿ
êóïèòü êàê ìîæíî äåøåâëå è âåñüìà
ñêëîíåí ê âûèñêèâàíèþ âîîáðàæàå-
ìûõ äåôåêòîâ, ÷òîáû âûãîäíî
ñòîðãîâàòüñÿ, ïðîäàâåö  æå â
ðàâíîé ñòåïåíè âîëåí ðàñõâàëèâàòü
ñâîè òîâàð ÷òîáû ïîâûñèòü åãî
öåíó, ïðè òîì óñëîâèè, ÷òî
ïîêóïàòåëþ äîëæíà áûòü ñïðàâåä-
ëèâî ïðåäîñòàâëåíà ïîëíàÿ
âîçìîæíîñòü îñìîòðà òîâàðà.

Ïðè óñëîâèè, ÷òî íè îäíî èç
ïîëîæåíèé äàííîé ñòàòüè íå
äîëæíî çàòðàãèâàòü ïðàâîâûå íîð-
ìû, ðåãóëèðóþùèå äåÿòåëüíîñòü
þðèäè÷åñêèõ ëèö.

The buyer is always anxious to buy
as cheaply as he can, and is
sufficiently prone to find imaginary
faults in order to get a good bargain,
and the vendor is equally at liberty to
praise his merchandise in order to
enhance its value, provided the buyer
shall have a full and fair opportunity
of inspection�

Provided that nothing in this
section shall affect the law relating to
corporations.
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Compare: provide that...

Ïîêóïàòåëü ïðèîáðåòàåò ïðàâî
ñîáñòâåííîñòè íà òîâàð â ìîìåíò
ñäåëêè êóïëè-ïðîäàæè, ïðè
óñëîâèè, ÷òî òîâàðû êóïëåíû íà
îòêðûòîì ðûíêå.

Ñòàòüÿ 1 ïðåäóñìàòðèâàåò, ÷òî:
Äîãîâîð ïðîäàæè òîâàðà � ýòî

äîãîâîð, â ñîîòâåòñòâèè ñ êîòîðûì
ïðîäàâåö ïåðåäàåò èëè ñîãëàøàåòñÿ
ïåðåäàòü ïîêóïàòåëþ ïðàâî
ñîáñòâåííîñòè íà òîâàð çà äåíåæíîå
âñòðå÷íîå óäîâëåòâîðåíèå,
íàçûâàåìîå öåíîé.

Ñòàòüÿ 5 ïðåäóñìàòðèâàåò, ÷òî
îïðåäåëåííûå ñîãëàøåíèÿ îá
óñëîâíîé ïðîäàæå è ïðîäàæå â
êðåäèò íå èìåþò èñêîâîé ñèëû, åñëè
îíè íå çàêëþ÷åíû â ïèñüìåííîé
ôîðìå.

The purchaser acquires the
property in goods with the sale,
provided goods are purchased in
market overt.

Section 1 provides that:
A contract of sale of goods is a

contract whereby the seller transfers
or agrees to transfer the property in
goods to the buyer for the money
consideration, called the price.

Section 5 provides that certain
conditional sale and credit-sale
agreements are unenforceable unless
they are in writing.

_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
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DAY 4     ÄÅÍÜ 4

Ïåðåâåäèòå c àíãëèéñêîãî ÿçûêà íà ðóññêèé ÿçûê.

Specific goods mean goods
identified and agreed upon at the time
a contract of sale is made.

Unascertained goods are existing
goods not specifically identified, but
referred to by description. The
expression �ascertained goods�
probably means goods identified in
accordance with the agreement after
the contract is made.

Where there is a contract for the
sale of specific goods, and the goods
without the knowledge of the seller
have perished at the time when the
contract was made, the contract is
void.

Stoppage in transitu is an
additional remedy granted to the seller
against the goods themselves, allowing
him to stop and re-take possession of
them. It arises when the purchaser
becomes insolvent, and it exists so long
as the goods are on their way or in
transit to the buyer, and are in
possession of a carrier or other person
deputed to transmit them to the buyer.

The lien will be lost:
1) If the goods are delivered to a

carrier to be sent to the buyer, and
the seller does not reserve the right of
disposal; or

2) If the buyer or his agent obtains
possession of the goods; or

3) If the right is waived by the seller.
When an agent has exceeded his

authority in such a manner that his
principal could not be bound by the
contract which has been made, the

_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
_________________________________________
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principal may afterwards adopt the
transaction provided the agent has
contracted as agent and not as principal.

Section 2 provides that:
Capacity to buy and sell is regulated

by the general law concerning capacity
to contract and to transfer and acquire
property provided that  where
necessaries are sold and delivered to
an infant (or minor) , or to a person who
by reason of mental incapacity or
drunkenness is incompetent to contract,
he must pay reasonable price therefore.

All shops in the city of London are
market overt for the purposes of their
own trades, and outsides the limits of
the city the name is applied to particular
places which are set apart for a market
by grant or prescription.

_________________________________________
_________________________________________
_________________________________________
_________________________________________
_______________________________________________
_________________________________________
_______________________________________________
_________________________________________
_______________________________________________
_________________________________________
_______________________________________________
_________________________________________
_______________________________________________
_________________________________________
_______________________________________________
_______________________________________________
_________________________________________
_______________________________________________
_________________________________________

DAY 5      ÄÅÍÜ 5

BUSINESS CORRESPONDENCE

4.3. Apologising

We must apologise for ...
We apologise for ...
We are extremely sorry for �

Notes: � Use the �-ing� form after these phrases.
e.g. We are extremely sorry for losing your order.
� You can also say �We are extremely sorry that ...�
e.g. We are extremely sorry that we lost your order.

Usually, it is polite to give the reason for the problem and then
apologise again at the end of a letter. (See Erik Stenlund�s letter, 4.1.)

Please accept our apologies once again.
We hope that this has not caused you any inconvenience.
With apologies once again.
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Ü You have been passed these letters. What would you write in reply?
(Apologise and give a reason)
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4.4. Construcciones Jimenez writes to Haga Verktyg again

Construcciones Jimenez wanted some more information from Haga
Verktyg so they wrote again.

Ü What exactly did Sr Muñoz want to know?

that



49
Ñîâðåìåííûé Ãóìàíèòàðíûé Óíèâåðñèòåò

LESSON 5  ÓÐÎÊ 5

DAY 1       ÄÅÍÜ 1

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò À

Åñëè öåëüþ äîãîâîðà ÿâëÿåòñÿ
ïîñòàâêà ïðîìûøëåííûõ òîâàðîâ, òî
ýòè òîâàðû äîëæíû áûòü ïðèãîäíû
äëÿ òîðãîâëè.

Ïðîäàâåö òàêæå ãàðàíòèðóåò
ïîêóïàòåëþ, ÷òî ïîñëåäíåìó áóäåò
ïðåäîñòàâëåíî ñïîêîéíîå ïîëüçî-
âàíèå òîâàðîì, è ÷òî òîâàð ñâîáî-
äåí îò êàêèõ-ëèáî îáðåìåíåíèé
â ïîëüçó òðåòüèõ ëèö, î êîòîðûõ íå
çàÿâëåíî è î êîòîðûõ íè÷åãî íå
èçâåñòíî ïîêóïàòåëþ â ìîìåíò
çàêëþ÷åíèÿ äîãîâîðà.

Åñëè ïðîäàâöó ïðåäñòîèò ñäåëàòü
÷òî-òî äëÿ òîãî, ÷òîáû ïðèâåñòè
òîâàð â ñîñòîÿíèå, ãîäíîå äëÿ
ñäà÷è, èëè åñëè òîâàð äîëæåí áûòü
èçìåðåí, âçâåøåí èëè ïðîâåðåí,
ïðàâî ñîáñòâåííîñòè íå ïåðåõîäèò
äî òåõ ïîð, ïîêà òðåáóåìîå íå
âûïîëíåíî, è óâåäîìëåíèå îá ýòîì
íå ïîñëàíî ïîêóïàòåëþ.

Ïðè íàëè÷èè ëèøü ñîãëàøåíèÿ î
ïðîäàæå ñðåäñòâîì çàùèòû
ïðîäàâöà ÿâëÿåòñÿ èñê î âîçìåùåíèè
íå îöåíåííûõ çàðàíåå óáûòêîâ.

When the contract is for the supply
of manufactured goods, they must be
of merchantable quality.

The seller also warrants to the
buyer that the latter shall have quiet
enjoyment of the goods, and that
they are free from any charge or
incumbrance in favour of third parties
which is not declared, or which is
unknown to the buyer, at the time of
the making of the contract.

Where there remains something to
be done by the seller in order to put
the goods into a deliverable state,
or where the goods have to be
measured, weighed, or tested, the
property does not pass, until the act
required is done and notice of it has
been given to the buyer.

When there is an agreement for
sale only the seller�s remedy is an
action for unliquidated damages.

VOCABULARY

merchantable quality òîâàðû, ïðèãîäíûå äëÿ òîðãîâëè
quiet enjoyment of the goods ñïîêîéíîå ïîëüçîâàíèå òîâàðîì
to be free from any charge áûòü ñâîáîäíûì îò êàêèõ-ëèáî
or incumbrance îáðåìåíåíèé
a deliverable state ñîñòîÿíèå, ãîäíîå äëÿ ñäà÷è
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unliquidated damages íåîöåíåííûå çàðàíåå óáûòêè
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 2       ÄÅÍÜ 2

Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò Á

Â ñëó÷àå íàðóøåíèÿ ïðîäàâöîì
ïðîñòîãî óñëîâèÿ èëè, åñëè
ïîêóïàòåëü ïðåäïî÷èòàåò èëè
âûíóæäåí ðàññìàòðèâàòü íàðóøå-
íèå ïðîäàâöîì ñóùåñòâåííîãî
óñëîâèÿ êàê íàðóøåíèå ïðîñòîãî
óñëîâèÿ, îí (ïîêóïàòåëü) íå âïðàâå
ëèøü ïî ïðè÷èíå òàêîãî íàðóøåíèÿ
îòêàçàòüñÿ îò òîâàðà, íî ìîæåò
âîçáóäèòü äåëî ñ öåëüþ ñíèæåíèÿ
èëè àííóëèðîâàíèÿ ñòîèìîñòè
òîâàðà èëè ïðåäúÿâèòü ïðîäàâöó
ñàìîñòîÿòåëüíûé èñê î âîçìåùåíèè
óáûòêîâ, ñâÿçàííûõ ñ íàðóøåíèåì
ïðîñòîãî óñëîâèÿ.

Where there is a breach of
warranty by the seller, or where the
buyer elects, or is compelled, to treat
a breach of a condition on the part of
the seller as a breach of warranty, the
buyer is not entitled, merely by reason
of such breach, to reject the goods,
but he can set up the breach in
diminution or extinction of the
price, or can maintain an independent
action against the seller for damages
for breach of the warranty.
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VOCABULARY

diminution or ñíÿòèå èëè àííóëèðîâàíèå
extinction of the price ñòîèìîñòü
gross negligence ÷ðåçâû÷àéíàÿ íåáðåæíîñòü
ordinary negligence îáû÷íàÿ íåáðåæíîñòü

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

If a person promises, without
remuneration, to do certain work and
enters upon it his responsibility
commences at once, and he must
carry out the whole without being
guilty of gross negligence.

If he is to be paid for his work his
liability is greater, since a paid agent
is responsible for what is called
ordinary negligence.

Åñëè êàêîå-ëèáî ëèöî îáåùàåò
áåçâîçìåçäíî âûïîëíèòü
îïðåäåëåííóþ ðàáîòó è ïðèñòóïàåò
ê íåé, åãî îòâåòñòâåííîñòü âñòóïàåò
â ñèëó ñ ýòîãî ìîìåíòà, è ýòî ëèöî
äîëæíî äîâåñòè äåëî äî êîíöà, íå
äîïóñòèâ ïðè ýòîì ÷ðåçâû÷àéíîé
íåáðåæíîñòè.

Åñëè ïðåäïîëàãàåòñÿ, ÷òî ëèöî
ïîëó÷èò ïëàòó çà ñâîþ ðàáîòó, åãî
îòâåòñòâåííîñòü âîçðàñòàåò,
ïîñêîëüêó ïëàòíûé àãåíò îòâå÷àåò
è çà òî, ÷òî íàçûâàåòñÿ îáû÷íîé
íåáðåæíîñòüþ.
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DAY 3       ÄÅÍÜ 3

SKILLS

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

In a contract of sale, unless the circumstances of the contract are such
as to show a different intention, there is an implied warranty that the goods
shall be free from any charge or incumbrance in favour of any third party,
not declared or known to the buyer before or at the time when the contract is
made.

The fact that the buyer has set up the breach of warranty in
diminution or extinction of the price does not prevent him from
maintaining an action for the same breach of warranty if he has suffered
further damage.

In a contract of sale, unless the circumstances of the contract are such
as to show a different intention, there is an implied warranty that the buyer
shall have and enjoy quiet possession of the goods.
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 4     ÄÅÍÜ 4

Ïåðåâåäèòå ñ àíãëèéñêîãî ÿçûêà íà ðóññêèé.

Types of contract

Contracts may be divided into two broad classes:

1. Speciality contracts. These formal contracts are also known as
deeds. Formerly, these contracts had to be in writing and �signed, sealed and
delivered�. However, the Law of Property (Miscellaneous Provisions) Act
1989 abolished the requirement for a seal on a deed executed by an
individual. The formalities now are that the signature of the person making
the deed must be witnessed and attested. (Attestation involves making a
statement to the effect that the deed has been signed in the presence of a
witness.) It must be clear on the face of the document that it is intended to be
a deed. The previous rule that a deed must be written on paper or parchment
has also been abolished. The use of seals by corporate bodies is unaffected
by the Act. Certain contracts, such as conveyances of land, must be made in
the form of a deed, but these are relatively few in number.

2. Simple contracts. Contracts which are not deeds are known as
simple contracts. They are informal contracts and may be made in any way �
orally, in writing, or they may be implied from conduct.
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Essentials of a valid contract

The essential ingredients of a contract are:
1 Agreement. An agreement is formed when one party accepts the

offer of another.
2 Consideration. The parties must show that their agreement is part

of a bargain; each side must promise to give or do something for the other.
3 Intention. The law will not concern itself with purely domestic or

social arrangements. The parties must have intended their agreement to have
legal consequences.

4 Form. In some cases, certain formalities (that is, writing) must be
observed.

5 Capacity. The parties must be legally capable of entering into a
contract.

6 Genuineness of consent. The agreement must have been entered
into freely and involve a �meeting of minds�.

7 Legality. The purpose of the agreement must not be illegal or
contrary to public policy.

A contract which possesses all these requirements is said to be valid.
If one of the parties fails to live up to his promises he may be sued for a
breach of contract. The absence of an essential element will render the
contract either void, voidable or unenforceable.

1 Void contracts. The term �void contract� is a contradiction in terms
since the whole transaction is regarded as a nullity. It means that at no time
has there been a contract between the parties. Any goods or money obtained
under the agreement must be returned. Where items have been resold to a
third party, they may be recovered by the original owner. A contract may be
rendered void, for example, by some forms of mistake.

2 Voidable contracts. Contracts founded on a misrepresentation and
some agreements made by minors fall into this category. The contract may
operate in every respect as a valid contract unless and until one of the parties
takes steps to avoid it. Anything obtained under the contract must be
returned, insofar as this is possible. If goods have been resold before the
contract was avoided, the original owner will not be able to reclaim them.

3 Unenforceable contracts. An unenforceable contract is a valid
contract but it cannot be enforced in the courts if one of the parties refuses
to carry out its terms. Items received under the contract cannot be reclaimed.
Contracts of guarantee are unenforceable unless evidenced in writing.
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

DAY 5       ÄÅÍÜ 5

BUSINESS CORRESPONDENCE

4.5. Requesting information

Please could you
We would be grateful if you could
We would appreciate it if you could
We would like to know (about/if) �

If you want specific information say:
In particular, + one of the phrases from the box.

Ü What would you write in these situations?
a) You wrote a letter to someone and they haven�t replied. You

want to know if they received the letter.
b) A businessman is going to your country. He wants you to get

a visa for him. You need all the details about his passport (his
nationality, date of birth, where his passport was issued, and
when it expires).

c) You want to know about the same businessman�s flight (flight
number, date and time of arrival).

_____________________________________________________________________
_____________________________________________________________________

give us some further details about �
let us know (about/lf) ...
inform us (about/if) ...
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You have been ill so you could not reply immediately. You want some
more information about the post (holidays, working hours and starting
salary). Write a letter asking about these things. Follow this plan:

� thank Mr Wang for his letter
� apologise for not replying before now
� say why you did not reply
� ask for further details
� ask, in particular, about holidays, etc.
� close the letter

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

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

4.6. Letter practice
Last month, you replied to an advertisement in the newspaper and you

received this letter back.
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_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________
_____________________________________________________________________

LESSON 6  ÓÐÎÊ 6

` Listen to, read and translate the text into Russian. Make an essay.

WAGES, PRICES AND PROFITS

Is anyone besides Warren Buffett and Bill Gates getting rich?

BY ROBERT J. SAMUELSON

We are now engaged in another shouting match over whether wages
and living standards are�or are not�rising. In the latest version, surging
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profits are said to have suppressed wage increases. �Profits are up,�
complains Labor Secretary Robert Reich, �paychecks are not.� Bunk, say
critics mainly (though not exclusively) to Reich�s Right. In fact, something
interesting is happening to wages, profits and prices in America; but the real
story doesn�t conform to the political rhetoric.

Our economy is expanding impressively while also inspiring insecurity
and an ongoing sense of stagnation. Paradoxically, the two are intertwined;
the same forces that aid the economy also obscure its gains and foster
anxiety. By now these forces are familiar. They are, first, disinflation�the
quelling of double-digit inflation. In the past year the consumer price index
(CPI) has risen only 2.6 percent. And second, there�s intensified competition
from the usual suspects: trade, deregulation, new technologies, corporate
�restructurings.�

Everything seems uncertain, a struggle. Companies face huge
pressures to raise efficiency, increase profits, trim wages and cut prices.
Just last week, it was reported that AT&T might cut thousands of jobs from
its ailing computer operations. The Left talks as if only Bill Gates and Warren
Buffett are getting wealthier in America. This is wrong. But the Right is also
wrong when it describes the �market� as a wholly benevolent process in
which everyone does fine.

Let us review major wage and profit trends:
� Contrary to the Left�s rhetoric, Americans haven�t stagnated.

The notion is nutty. We are producing and consuming more per person than
ever. Between 1970 and 1994, the economy�s output (gross domestic
product) grew 86 percent; meanwhile, the population grew 28 percent.
Homes have gotten bigger. Air conditioning has spread. Consumer gadgets
(CD players, telephone-answering machines) have proliferated. All these
changes affect large masses of Americans, not just the top.

True, wage rates�adjusted for inflation�seem to have stagnated
since 1973. But there are two reasons to qualify such numbers. First, most
economists now accept that the CPI, used to adjust wages for inflation,
overstates inflation. An overstatement of 0.5 percentage points a year
(probably the minimum) means wage changes are understated by about 10
percent over 20 years. (Last week, a panel of economists appointed by the
Senate Finance Committee put the bias much higher, arguing that the CPI
might overstate inflation 1 percent annually.) Second, some income gains
have been channeled into fringe benefits. Between 1970 and 1994, fringe
benefits and payroll taxes rose from 6.6 to 10.8 percent of GDP. There is one
last twist: since 1980, women have done relatively better than men.

� Contrary to the Right�s rhetoric, wage-and-income inequality
has risen sharply. In a harsher climate, companies simply pay their more-
valued workers better. The unskilled, the young and the unlucky have
suffered most from pressures to cut labor costs. In 1973 a well-paid man at
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the 90th percentile of wages earned 83 percent more than a man in the
middle of the wage distribution. By 1994 the well-paid man earned 115
percent more than the guy in the middle, reports the Economic Policy
Institute. Immigration is also increasing inequality. On average, immigrants
have low skills and wages. Between 1980 and 1994, the number of U.S.
workers rose 24 percent; but the number of Hispanic-Americans (many of
them recent immigrants) rose 95 percent.

� As the Left says, profits have surged recently�probably at
the expense of wages and labor income. In 1994 corporate profits were
8.1 percent of GDP, up from 6.7 percent in 1992. Meanwhile, average �real�
compensation (wages and fringes) has barely budged since 1992. Most
recent gains in productivity (efficiency) have gone into higher profits, not
higher wages and fringes.

� But as the Right says, there�s no
fundamental conflict between improved
profitability and rising wages. Critics of today�s
profits don�t emphasize two points. First, profitability
(by a host of measures) is slowly recovering from
post-World War II lows that occurred in the late
1970s and early 1980s. In the 1950s and 1960s,
profits exceeded 10 percent of GDP. Second, wages
rose most rapidly when profitability was highest
(that is, the 1950s and 1960s). Over time, strong
gains in productivity raised both wages and profits.

� Productivity gains are increasing, and if sustained, that means
higher incomes and wages. Consider the trend. Between 1975 and 1980,
annual productivity gains averaged only 0.5 percent. In the 1980s, the gains
improved to 1.0 percent. But between 1990 and 1994 they averaged 1.8
percent. (Official figures will be revised later this year, but that�s another
column.)

So, it seems, we just have to wait. Companies are reinvigorated. As
cash flows improve, more funds will be used to bid for new or better workers.
Wages will rise, or firms will lose good employees. It�s always worked this
way, right? Well, yes. But maybe it won�t quite work this way now.
Productivity gains could also go to lower prices. Suppose competition forces
firms to make more price concessions. And suppose competition quickens
the introduction of better products, which effectively cut prices (more
performance per dollar). The result: income gains are often lost in statistics
and popular perceptions.

People see fewer large wage increases, the usual benchmark of
�getting ahead.� Price cuts are not appreciated, because they are scattered
and small. Moreover, price cuts are less and less of the traditional type (the
$1 widget reduced to 95 cents). Instead, they�re increasingly customized to

Yes. But
competition
and faulty
statistics
may hide
income
gains.
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meet competitive conditions. Here are some examples: newspaper grocery
coupons; car leasing by auto firms; discounts on airline tickets, gasoline or
new cars tied to the use of specific credit cards. The CPI captures none of
these nontraditional price cuts; nor does it reflect the higher quality of many
new products�Windows 95, for instance.

Disinflation and competition, which are good for the economy, conspire
to hide its progress. We see and feel the uncertainties and upsets; we barely
sense the advances. Prosperity isn�t bypassing most Americans, but it is
baffling them.


