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ÏÅÐÅ×ÅÍÜ ÓÌÅÍÈÉ / ÌÅÒÎÄÈÊÈ ÊÓÐÑÀ

ÊÀÊ ÍÀÄÎ ÈÇÓ×ÀÒÜ ÞÍÈÒÓ 3

Àíãëèéñêèé ÿçûê äëÿ ýêîíîìèñòîâ è ìåíåäæåðîâ (þíèòà 3)
ñîñòîèò èç 5 óðîêîâ. Êàæäûé óðîê èçó÷àåòñÿ îäíó íåäåëþ (6 äíåé), 5
äíåé ñàìîñòîÿòåëüíîé ðàáîòû è 1 äåíü � àóäèòîðíîå çàíÿòèå (2
ó÷åáíûõ ÷àñà). Âñå óðîêè èçó÷àþòñÿ ïîñëåäîâàòåëüíî ñ 1 ïî 6.

Ïåðâûé äåíü (äåíü 1) êàæäîé íåäåëè âû ïîñâÿùàåòå ðàáîòå ñ
òåêñòîì ïî ñïåöèàëüíîñòè. Âû èçó÷àåòå ëåêñèêó òåêñòà è ïåðåâîäèòå
òåêñò ñ ðóññêîãî íà àíãëèéñêèé. Ïåðåä òåì, êàê íà÷àòü ðàáîòó íàä íèì,
Âàì íóæíî ïðîñëóøàòü àóäèîçàïèñü òåêñòîâ À è Â óðîêà. Âî âðåìÿ
ïàóçû Âû ïîâòîðÿåòå âñëåä çà äèêòîðîì ôðàçû òåêñòà âñëóõ.

Âòîðîé äåíü (äåíü 2): Âû âûïîëíÿåòå àíàëîãè÷íîå çàäàíèå ïî
òåêñòó Â.

Òðåòèé äåíü (äåíü 3): Âû ðàáîòàåòå íàä óïðàæíåíèÿìè (Ñêèëç).
×åòâåðòûé äåíü (äåíü 4): Âàøåìó âíèìàíèþ ïðåäëàãàåòñÿ

êîìïëåêñ óïðàæíåíèé TOEFL. Âû èçó÷àåòå ãðàììàòè÷åñêèå ïðàâèëà,
çàòåì âûïîëíÿåòå ïèñüìåííî òðåíèðîâî÷íûå óïðàæíåíèÿ â ñâîåé
òåòðàäè. Åñëè Âû ñäåëàëè îøèáêè, òî âíîâü ïîâòîðèòå ãðàììàòè÷åñêèå
ïðàâèëà, êîòîðûå Âû íåäîñòàòî÷íî õîðîøî çíàåòå.

Äåíü ïÿòûé (äåíü 5): Îí ïîñâÿùåí ïîäãîòîâêå ê àóäèòîðíîìó
çàíÿòèþ. Âû èçó÷àåòå ìàòåðèàë ê ðîëåâîé èãðå (Role Play). Âíà÷àëå ýòî
áóäóò äèàëîãè, çàòåì Âàì áóäóò ïðåäëîæåíû îáðàçöû äîêóìåíòîâ äëÿ
ðàáîòû ñ íèìè. Äèàëîãè Âû ÷èòàåòå, ïåðåâîäèòå âñå íåïîíÿòíûå äëÿ
Âàñ ñëîâà è ó÷èòå äèàëîã íàèçóñòü.

Äåíü øåñòîé (äåíü 6): Àóäèòîðíîå çàíÿòèå (2 ó÷åáíûõ ÷àñà). Íà
çàíÿòèè ñíà÷àëà ïðîâîäèòñÿ ïðîâåðêà äîìàøíåãî çàäàíèÿ (âûïîëíåíèå
Ñêèëç), çàòåì ïðîâîäèòñÿ ðîëåâàÿ èãðà, â õîäå êîòîðîé Âàì áóäóò
ïðåäëîæåíû ñèòóàöèè, â êîòîðûõ Âû ïðèìåíèòå âñå ïîëó÷åííûå çíàíèÿ
(ëåêñèêó óðîêà, ôðàçû è èäèîìû äèàëîãà).

Âñå âûøåñêàçàííîå ìîæíî êðàòêî ïðåäñòàâèòü â âèäå òàáëèöû:
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Äåíü 1 Äåíü 2 Äåíü 3 Äåíü 4 Äåíü 5 Äåíü 6

Óðîê 1 Òåêñò À Òåêñò Â Óïðàæ- Ïîäãî- Ïîäãî- Ïðîâåðêà
íåíèÿ òîâêà ê òîâêà ê äîìàøíåãî

TOEFL ðîëåâîé çàäàíèÿ.
èãðå Ðîëåâàÿ

èãðà.

 Óðîê 2  Òåêñò À Òåêñò Â Óïðàæ- Ïîäãî- Ïîäãî- Ïðîâåðêà
íåíèÿ òîâêà ê òîâêà ê äîìàøíåãî

TOEFL ðîëåâîé çàäàíèÿ.
èãðå Ðîëåâàÿ

èãðà.

 Óðîê 3  Òåêñò À Òåêñò Â Óïðàæ- Ïîäãî- Ïîäãî- Ïðîâåðêà
íåíèÿ òîâêà ê òîâêà ê äîìàøíåãî

TOEFL ðîëåâîé çàäàíèÿ.
èãðå Ðîëåâàÿ

èãðà.

 Óðîê 4  Òåêñò À Òåêñò Â Óïðàæ- Ïîäãî- Ïîäãî- Ïðîâåðêà
íåíèÿ òîâêà ê òîâêà ê äîìàøíåãî

TOEFL ðîëåâîé Ðîëåâàÿ
èãðå èãðà.

 Óðîê 5  Òåêñò À Òåêñò Â Óïðàæ- Ïîäãî- Ïîäãî- Ïðîâåðêà
íåíèÿ òîâêà ê òîâêà ê äîìàøíåãî

TOEFL ðîëåâîé çàäàíèÿ.
èãðå Òåñò.

 Óðîê 6  Òåêñò À Òåêñò Â Óïðàæ- Ïîäãî- Ïîäãî- Òåñò.
íåíèÿ òîâêà ê òîâêà ê

TOEFL òåñòó.
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ÊÀÊ ÐÀÁÎÒÀÒÜ Ñ 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, íåçíàêîìûå äëÿ Âàñ, èëè òå, êîòîðûå Âû
ñîñòàâèëè, ïðàâèëüíî âûïèøèòå â ñïåöèàëüíóþ òåòðàäü èäèîì.
Ïðîàíàëèçèðóéòå êîíñòðóêöèþ ôðàç àíãëèéñêîãî òåêñòà.

ÌÅÒÎÄÈÊÀ SKILLS

Ýòî àïðîáèðîâàííàÿ ìåòîäèêà, ïîìîãàþùàÿ ó÷àùèìñÿ ðàñøèðèòü
ñâîé ëåêñè÷åñêèé çàïàñ. Â ëåâîé ñòîðîíå òàáëèöû ïîìåùåíû ñëîâà è
ñëîâîñî÷åòàíèÿ, ñîäåðæàùèåñÿ â òåêñòå óðîêà. Âàì íàäî íàéòè â
ñëîâàðå, óçíàòü âñå èõ çíà÷åíèÿ è ñëó÷àè óïîòðåáëåíèÿ ïî ñëîâàðþ, à
çàòåì âûïîëíèòü ïåðåâîä ñ ðóññêîãî íà àíãëèéñêèé ôðàç, ñîäåðæàùèõ
ýòî ñëîâî.

ÊÀÊ Ó×ÈÒÜ ÍÎÂÛÅ ÑËÎÂÀ È ÈÄÈÎÌÛ

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

ÊÀÊ ÃÎÒÎÂÈÒÜÑß Ê ÀÓÄÈÒÎÐÍÎÌÓ ÇÀÍßÒÈÞ

Äèàëîãè, ïðåäëàãàåìûå Âàì äëÿ èçó÷åíèÿ, íåîáõîäèìî çàó÷èòü
íàèçóñòü. Â õîäå ðîëåâîé èãðû Âàì áóäåò ïðåäëîæåíà ñèòóàöèÿ, â
êîòîðîé Âû èñïîëüçóåòå ïîëó÷åííûå çíàíèÿ, ëèáî Âàì áóäóò äàíû
çàäàíèÿ ïî ðàáîòå ñ äåëîâûìè ïèñüìàìè.
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LESSON 1  ÓÐÎÊ 1

DAY 1            ÄÅÍÜ 1

~   Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ

What is a market?

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

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

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

×òî òàêîå ðûíîê?

Ðûíîê � ýòî ãðóïïà
ïîòåíöèàëüíûõ ïîòðåáèòåëåé,
îáëàäàþùèõ ïðàâîì è
ñïîñîáíîñòüþ ïðèîáðåòàòü
îòäåëüíûé òîâàð èëè óñëóãó,
êîòîðûå óäîâëåòâîðÿþò èõ
êîëëåêòèâíûå çàïðîñû. Âàæíîé
÷àñòüþ ýòîãî îïðåäåëåíèÿ ÿâëÿåòñÿ
òî, ÷òî ëþäè ñàìè ïî ñåáå íå
ñîñòàâëÿþò ðûíêà. Ëþäè íà ðûíêå,
áóäü òî îòäåëüíûå ïîòðåáèòåëè
ëèáî ëþäè, îñóùåñòâëÿþùèå
çàêóïêè äëÿ áèçíåñà, äîëæíû
îáëàäàòü ïðàâîì ïðèíÿòèÿ ðåøåíèÿ
î ïîêóïêå è èìåòü äåíüãè,
íåîáõîäèìûìè äëÿ ýòîãî.

Ðûíî÷íûå àãåíòû äîëæíû áûòü
âíèìàòåëüíû ïðè îïðåäåëåíèè
ðûíêà. Ðûíêè ïîäðàçäåëÿþòñÿ íà
äâà îñíîâíûõ òèïà: ïîòðåáèòåëü-
ñêèé è ïðîìûøëåííûé.

Ðûíêè õàðàêòåðèçóþòñÿ òåìè,
êòî ïîêóïàåò òîâàðû, è òåì, ñ êàêîé
öåëüþ äåëàþòñÿ ýòè ïðèîáðåòåíèÿ.
Ïîòðåáèòåëüñêèé ðûíîê ñîñòîèò èç
îòäåëüíûõ ëèö, ïîêóïàþùèõ òîâàðû
äëÿ ëè÷íîãî èñïîëüçîâàíèÿ.
Òîâàðû, ïðåäíàçíà÷åííûå äëÿ ýòîãî
ðûíêà, èçâåñòíû êàê
ïîòðåáèòåëüñêèå òîâàðû.
Ïðîìûøëåííûé ðûíîê ñîñòîèò èç
ôèðì, ïðàâèòåëüñòâåííûõ àãåíòñòâ
è äðóãèõ îðãàíèçàöèé, êîòîðûå
ïîêóïàþò òîâàðû äëÿ



10
Ñîâðåìåííûé Ãóìàíèòàðíûé Óíèâåðñèòåò

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

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

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

èñïîëüçîâàíèÿ ëèáî â
ïðîèçâîäñòâå, ëèáî äëÿ
èçãîòîâëåíèÿ äðóãèõ ïðîäóêòîâ. Ýòè
çàêóïêè, ñòîèìîñòü êîòîðûõ êàæäûé
ãîä ðàâíÿåòñÿ ìèëëèàðäàì
äîëëàðîâ, íàïðÿìóþ èëè êîñâåííî
ïîääåðæèâàþò ïðîèçâîäñòâî
ïîòðåáèòåëüñêèõ òîâàðîâ è äðóãèõ
ïðîìûøëåííûõ èçäåëèé.
Ïðèìåðàìè ïðîìûøëåííûõ òîâàðîâ
ñëóæàò: æåëåçíàÿ ðóäà,
êàíöåëÿðñêèå ïðèíàäëåæíîñòè,
ñâåðëèëüíûå ñòàíêè, óïàêîâî÷íûå
àïïàðàòû è áîëüøèíñòâî
êîìïüþòåðîâ.

Õîòÿ òàêèå òîâàðû, êàê ñòàëü,
÷åòêî õàðàêòåðèçóþòñÿ êàê
ïðîìûøëåííûå (ïîòðåáèòåëè åå íå
çàêóïàþò), ñóùåñòâóþò òîâàðû,
îòíîñèòåëüíî êîòîðûõ ëèøü
íàìåðåíèÿ ïîêóïàòåëÿ ìîãóò
îïðåäåëèòü, â êàêóþ êàòåãîðèþ �
ïðîìûøëåííûõ èëè
ïîòðåáèòåëüñêèõ � îíè ïîïàäàþò.
Ìàøèíîïèñíàÿ áóìàãà, íàïðèìåð,
ÿâëÿåòñÿ ïðîìûøëåííûì òîâàðîì,
åñëè ôèðìà ïðèîáðåòàåò åå äëÿ
âåäåíèÿ êîððåñïîíäåíöèè, è
ïîòðåáèòåëüñêèì òîâàðîì, êîãäà
ñòóäåíò êîëëåäæà ïîêóïàåò åå äëÿ
òîãî, ÷òîáû íàïèñàòü êóðñîâóþ
ðàáîòó. Óäîáðåíèÿ, íåáîëüøèå
ãðóçîâèêè è îâîùè òàêæå ïîïàäàþò
â îáå êàòåãîðèè â çàâèñèìîñòè îò
òîãî, êàê ïîêóïàòåëü íàìåðåâàåòñÿ
èñïîëüçîâàòü èõ.
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DAY 2        ÄÅÍÜ 2

~  Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ

Market Segmentation
Companies that market cars have

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

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

Ñåãìåíòàöèÿ ðûíêà
Êîìïàíèè, òîðãóþùèå

àâòîìîáèëÿìè, ïðèçíàëè ïðîñòîé
ôàêò: îäíó è òó æå ìàøèíó íåëüçÿ
ïðîäàòü âñåì, êòî óìååò âîäèòü
àâòîìîáèëü. Íåêîòîðûå ëþäè õîòÿò
ýêîíîìèè, äðóãèå � ðîñêîøè.
Íåêîòîðûå ëþäè êóïÿò Êàäèëëàê
Ñåâèëü, äðóãèå � Øåâðîëå Øåâåò.
Ëîãè÷íåå è ïðàêòè÷íåå èçìåíÿòü
òîâàðû ñ ó÷åòîì ïðåäïî÷òåíèé,
ïðèâû÷åê, îñîáîãî èñïîëüçîâàíèÿ
èëè âñåãî îáðàçà æèçíè îòäåëüíûõ
ãðóïï ïîòðåáèòåëåé è ïðîäàâàòü
òàêèå òîâàðû ýòîé ãðóïïå.
Ïðîèçâîäèòåëü àâòîìîáèëåé,
êîòîðûé îáðàùàåòñÿ ê îòäåëüíûì
ñåãìåíòàì ðûíêà (ðûíêó
àâòîìîáèëåé ñ î÷åíü íèçêèì
ðàñõîäîì òîïëèâà, áîëüøåìó ïî
îáúåìó ðûíêó ìàøèí äëÿ ñåìüè è
ðûíêó ìàøèí äëÿ ìîëîäåæè), ìîæåò
çàõâàòèòü áîëüøóþ ÷àñòü ðûíêà â
öåëîì, óäîâëåòâîðÿÿ ñïåöèôè-
÷åñêèå çàïðîñû ìåíüøèõ, áîëåå
îäíîðîäíûõ ðûíêîâ. Òàáëèöà 1
èëëþñòðèðóåò òî, êàê àâòîìî-
áèëüíûé ðûíîê ñåãìåíòèðóåòñÿ íà
ìàëåíüêèå ðûíêè.

Ïðîöåññ ðàçäåëåíèÿ öåëîãî
ðûíêà íà ïîäãðóïïû ñ îäèíàêîâûìè
õàðàêòåðèñòèêàìè íàçûâàåòñÿ
ñåãìåíòàöèåé ðûíêà. Ðàçäåëèâ
îäèí áîëüøîé ðûíîê íà
ïîòðåáèòåëüñêèé è ïðîìûøëåííûé,
ìû óæå íà÷àëè ñåãìåíòàöèþ ðûíêà;
îäíàêî ýòè äâå ãðóïïû íàñòîëüêî
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must be subdivided, or segmented,
further to develop sharply defined
markets for which companies can
create a strategy. Two further
subdivisions are necessary.

âåëèêè, ÷òî äîëæíû áûòü â ñâîþ
î÷åðåäü ðàçäåëåíû, èëè
ñåãìåíòèðîâàíû, ÷òîáû â
äàëüíåéøåì ÷åòêî âûäåëèòü
îïðåäåëåííûå ðûíêè, äëÿ êîòîðûõ
êîìïàíèè ìîãóò âûðàáîòàòü
ñòðàòåãèþ.

Òàáëèöà1. Ñåãìåíòû
àâòîìîáèëüíîãî ðûíêà

      Îáðàç Äîõîä  (â äîëëàðàõ)
 æèçíè/âîçðàñò       0�20000

 Îäèíîêèé/22�30 ìàëîëèòðàæíûå
ìàøèíû

 Îäèíîêèé/31�40 ìàëîãàáàðèòíûå
 ìàøèíû

     Îáðàç Äîõîä (â äîëëàðàõ)
 æèçíè/âîçðàñò    21000�35000

 Îäèíîêèé/22�30 ìàëîãàáàðèòíûå
ìàøèíû

 Îäèíîêèé/31�40 ìàøèíû ñðåä-
íåãî ðàçìåðà

    Îáðàç Äîõîä (â äîëëàðàõ)
 æèçíè/âîçðàñò   35000�50000

 Îäèíîêèé/22�30 ñïîðòèâíûå
ìàøèíû

 Îäèíîêèé/31�40 èíîñòðàííûå
ñïîðòèâíûå
ìàøèíû

Table 1.  Automobile Market Segments

  Lifestyle/Age     lncome(ln Dollars)
    0�20,000

  Single/22-30 Subcompact car

  Single/31-40 Compact car

  Lifestyle/Age lncome(ln Dollars)
 21,000�35,000

 Single/22-30 Compact car

  Single/31-40 Midsized car

  Lifestyle/Age lncome(ln Dollars)
 35,000�50,000

  Single/22-30 Sports car

  Single/31-40 Foreign sports car
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DAY 3     ÄÅÍÜ 3
SKILLS

market Íà ýòîé íåäåëå ðûíîê íå ðàáîòàåò.
Äèðåêòîð õî÷åò âûéòè íà íîâûå ðûíêè íà Äàëüíåì
Âîñòîêå.
Îíè ïðîäàþò â îñíîâíîì òîâàðû äëÿ äîìà.

customer Íîâûé ìàãàçèí ÷åðåç äîðîãó óâåë ó ìåíÿ ïîëîâèíó
ïîêóïàòåëåé.
Ýòà êîìïàíèÿ ÿâëÿåòñÿ íàøèì êðóïíåéøèì êëèåíòîì.
Ìèññ Ëîó íå ìîæåò ïîäîéòè ê òåëåôîíó � îíà
çàíèìàåòñÿ êëèåíòîì.

particular Íåò íèêàêîé îñîáîé ïðè÷èíû, ïî êîòîðîé Âû íå äîëæíû
èäòè.
Â ýòîì ïèñüìå íå áûëî íè÷åãî, çàñëóæèâàþùåãî
âíèìàíèÿ.

product Îñíîâíûå ïðîäóêòû, ýêñïîðòèðóåìûå èç ýòîé ñòðàíû �
ýòî êàêàî è çîëîòî.
Ìû âèäåëè óïàäîê ýêñïîðòà íàøèõ ïðîèçâîäñòâåííûõ
òîâàðîâ.

to satisfy Ìû ïðåäëàãàëè èì 100 äîëëàðîâ, çàòåì 150, ïîòîì 200,
íî îíè âñå åùå áûëè íåäîâîëüíû.
Çàïðîñû íåêîòîðûõ ëþäåé î÷åíü òðóäíî óäîâëåòâîðèòü.
ß ñäåëàë âñå, ÷òî âû ïðîñèëè, òåïåðü âû äîâîëüíû?

along (prep) Ìû øëè âäîëü äîðîãè.
along (adv) ß òàì ñêîðî áóäó.

Êîãäà ìû ïðèåõàëè â Ïàðèæ, ìû âçÿëè íàøó ñåñòðó ñ
ñîáîé.

to be careful Òû äîëæåí áûòü áîëåå âíèìàòåëåí ñ äåíüãàìè.
careful Áóäü îñòîðîæåí, ïåðåõîäÿ äîðîãó.

Ïîñëå äåòàëüíîãî îáñóæäåíèÿ, ìû ðåøèëè ïðèíÿòü åå
ïðåäëîæåíèÿ.

to be subdivided Äîì ðàçäåëåí íà êâàðòèðû.
Íàøå ó÷ðåæäåíèå ðàçäåëåíî íà äåïàðòàìåíòû.
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to consist of Îáúåäèíåííîå Êîðîëåâñòâî ñîñòîèò èç Âåëèêîáðèòàíèè
è Ñåâåðíîé Èðëàíäèè.
Êîìèòåò ñîñòîèò èç ó÷åíûõ è èíæåíåðîâ.

to target Ýòà ñõåìà ïðåäíàçíà÷åíà äëÿ âûñîêîîïëà÷èâàåìûõ
ðàáî÷èõ.
Ïîìîùü äîëæíà ïðåäíàçíà÷àòüñÿ òåì, êòî â íåé áîëüøå
âñåãî íóæäàåòñÿ.

directly Îíà îòâå÷àëà ìíå ïðÿìî è îòêðûòî.
Ìû ïðèîáðåòàåì òîâàðû íàïðÿìóþ îò ïðîèçâîäèòåëåé.

to support Êàê òû äóìàåøü, ýòè ïîëêè ñìîãóò âûäåðæàòü òàê ìíîãî
êíèã?
Âû ïîääåðæèâàåòå èõ òðåáîâàíèå íåçàâèñèìîñòè?

preference ß íå çíàþ âàøèõ ïðåäïî÷òåíèé, âûáåðèòå òî, ÷òî Âû
ïðåäïî÷èòàåòå.
Áåñåäóÿ ñ ëþäüìè î ðàáîòå, ìû äàåì ïðåäïî÷òåíèå òåì,
ó êîãî åñòü îïûò.

habit ß êóðþ òîëüêî ïî ïðèâû÷êå (from).
Ó íåå áûëà óæàñíàÿ ïðèâû÷êà.

to split Åãî ïàëüòî ðàçúåõàëîñü íà ñïèíå.
ß äóìàþ, ÷òî ñòàòüþ ëåã÷å áóäåò ïðî÷èòàòü, åñëè âû
ðàçäåëèòå åå íà ÷àñòè.

worth (n) ß çíàþ èñòèííóþ öåíó åãî äðóæáû.
Ýòî ñòîèò íàìíîãî áîëüøå, ÷åì ÿ çàïëàòèë.
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DAY 4            ÄÅÍÜ 4

TOEFL TRAINING (contd.)

21. Passive Voice

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

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

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

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

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

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

Study the following possible word orders for passive voice.

SIMPLE PRESENT OR SIMPLE PAST

+ [verb in past participle]

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

Passive: A great deal of property is destroyed by hurricanes each year.
                           singular subject                 be  past participle

Active: The tornado destroyed thirty houses.
                     subject                past             complement

Passive: Thirty houses were destroyed by the tornado.
                   plural subject         be      past participle

am
is
are
was
were

{ }
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PRESENT PROGRESSIVE OR PAST PROGRESSIVE

                    + being + [verb in past participle]

Active: The committee is considering several new proposals.
                       subject             present progressive              complement

Passive: Several new proposals are being considered by the committee.
                            plural subject              auxiliary   be      past participle

Active: The committee was considering several new proposals.
                        subject                 past progressive               complement

Passive: Several new proposals were being considered by the committee.
                                plural subject          auxiliary    be      past participle

PRESENT PERFECT OR PAST PERFECT

+ been + [verb in past participle]

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

Passive: Some new equipment has been ordered by the company.
                           singular subject           auxiliary  be   past participle

Active: The company had ordered some new equipment before the strike began.
                     subject         past perfect              complement

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

the strike began.

am
is
are
was
were

{ }

}{ has
have
had
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MODALS

modal + be + [verb in past participle]

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

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

MODALS + PERFECT

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

Active: Somebody should have called the president this morning.
                  subject               modal + perfect               complement

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

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

1. Somebody calls the president every day.
2. John is calling the other members.
3. Martha was delivering the documents to the department.
4. The other members have repealed the amendment.
5. The delegates had received the information before the recess.
6. The teacher should buy the supplies for this class.
7. Somebody will call Mr. Watson tonight.
8. The fire has caused considerable damage.
9. The company was developing a new procedure before the bankruptcy

hearings began.
10. John will have received the papers by tomorrow.
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DAY 5     ÄÅÍÜ 5

Practice

a. Match the product and the country of origin. There may be more than
one answer.

For example: Wine is produced in France and the USA.

Beer
Cocoa Japan
Gold brew China
Perfume grow South Africa
Rice manufacture The USA
Ships produce France
Tobacco build Scotland
Wheat Ghana
Wine
Whisky

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

1. We are offering an attractive price reduction.
2. They completed the survey last month.
3. The company provides free medical insurance for all employees.
4. She sent a copy of the report yesterday.
5. Someone has translated the contract into Arabic.
6. A team of consultants is investigating the problem.
7. We will offer an attractive salary to the person appointed.
8. In normal circumstances, the exporter should clear the goods for export.
9. They have cancelled the 14.45 flight to Rome.
10. They were holding talks last night at the Union�s headquarters.

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

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

c. The life story of a cheque.
Imagine a man called Mr. White owes Blacks plc a sum of money. If he

has an account at Bank Â and the firm an account with Bank A what happens
to the cheque he makes out? Complete the blanks with the following verbs:

credit send draw exchange deduct pay
sort put send on

First of all, when Blacks plc receives the cheque it 1__________ into

Bank A and 2__________ to the firm�s account. Then, at the end of each working

day all the cheques which 3__________ on other banks 4__________ and
5__________ to Bank A�s headquarters. Here they 6__________ into piles together

with cheques from other Banks (B, C, D, etc.) and 7__________ to the clearing

house where all the cheques 8__________. Bank B�s headquarters now sends

Mr White�s cheque back to Bank Â (where he has an account) and the sum
9__________ from his account.
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LESSON 2  ÓÐÎÊ 2

DAY 1            ÄÅÍÜ 1

~  Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ

Step 1: Identify the
Characteristics and Needs

of the Market
By utilizing marketing research

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

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

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

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

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

5.Opinions of goods on the market.

6.Degree of competition.
From this markets can be analyzed

and subdivided in four ways.

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

Ýòàï 1: Îïðåäåëèòå
õàðàêòåðèñòèêè è ïîòðåáíîñòè

ðûíêà.
Èñïîëüçóÿ ìàðêåòèíãîâûå

èññëåäîâàíèÿ, ðûíî÷íûå àãåíòû
ìîãóò ïîëó÷èòü íåîáõîäèìóþ
èíôîðìàöèþ, êàñàþùóþñÿ
õàðàêòåðèñòèê è íóæä ïîòðåáèòåëÿ,
äëÿ òîãî, ÷òîáû ñåãìåíòèðîâàòü
ðûíêè, òàêóþ èíôîðìàöèþ êàê:

1.Äàííûå î ñåìåéíûõ äîõîäàõ,
ãåîãðàôè÷åñêîì ïîëîæåíèè è ðàñå.

2.Òèï ïîâåäåíèÿ (íàïðèìåð,
êîëè÷åñòâî ïîòðåáëÿåìûõ
îòäåëüíûõ òîâàðîâ, ñîöèàëüíûé
ñòàòóñ è ðàçãîâîðíûé ÿçûê).

3.Ôèçè÷åñêèå õàðàêòåðèñòèêè
(íàïðèìåð, ïîë, âîçðàñò è
çäîðîâüå).

4.Ïñèõîëîãè÷åñêèå ÷åðòû
(íàïðèìåð, ëè÷íîñòíûå
õàðàêòåðèñòèêè è óâëå÷åíèÿ).

5.Ìíåíèå î òîâàðàõ,
ïðåäëàãàåìûõ íà ðûíêå.

6.Ñòåïåíü êîíêóðåíöèè.
Ïîñëå ýòîãî ðûíêè ìîãóò áûòü

ïðîàíàëèçèðîâàíû è ïîäðàçäåëåíû
÷åòûðüìÿ ñïîñîáàìè:

� Äåìîãðàôè÷åñêàÿ ñåãìåíòàöèÿ
êëàññèôèöèðóåò ðûíîê ïî ãðóïïàì
ïðåäïî÷òåíèÿ, íà îñíîâå òàêèõ
õàðàêòåðèñòèê, êàê âîçðàñò, ïîë,
îáðàçîâàíèå, äîõîä è ðàçìåð
äîìîâëàäåíèÿ.
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� Geographic segmentation
identifies where the consumer actually
lives; for example, Portland, Maine, or
Dime Box, Texas.

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

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

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

� Ãåîãðàôè÷åñêàÿ ñåãìåíòàöèÿ.
Îïðåäåëÿåò, ãäå äåéñòâèòåëüíî
ïðîæèâàåò ïîòðåáèòåëü, íàïðèìåð,
â Ïîðòëýíäå, Ìýíå, Äàéì Áîêñå,
Òåõàñå.

� Ïñèõîãðàôè÷åñêàÿ ñåãìåí-
òàöèÿ. Îïðåäåëÿåò ãðóïïû ëþäåé ñ
îäèíàêîâûìè ïðåäïî÷òåíèÿìè, ÷òî
ñâÿçàíî ñ èõ îáðàçîì æèçíè:
äåÿòåëüíîñòüþ, èíòåðåñàìè è
ìíåíèÿìè.

� Ñåãìåíòàöèÿ ïî îæèäàåìîé
âûãîäå îáðàùàåò âíèìàíèå íà
ïðåèìóùåñòâà, êîòîðûå îæèäàþò
ïîëó÷èòü îò òîâàðà èëè óñëóãè.
Íàïðèìåð, îò äèåòè÷åñêîé ñîäîâîé
îæèäàþò òî, ÷òî îíà áóäåò î÷åíü
âêóñíà äëÿ îäíîé ãðóïïû ëþäåé, â
òî âðåìÿ êàê äðóãàÿ ãðóïïà áóäåò
èñêàòü ïðåèìóùåñòâà íèçêî-
êàëîðèéíîé ñîäîâîé.

Íàèáîëåå øèðîêî
ðàñïðîñòðàíåííûìè îñíîâàíèÿìè
äëÿ ñåãìåíòàöèè ÿâëÿþòñÿ
äåìîãðàôè÷åñêàÿ (èç-çà ëåãêîñòè
îïðåäåëåíèÿ ðàçëè÷íûõ ãðóïï
ïîòðåáèòåëåé) è ïñèõîãðàôè÷åñêàÿ
(ïîñêîëüêó êàæäûé ÷åëîâåê
ñïîñîáåí îïðåäåëèòü ñâîé
ïñèõîëîãè÷åñêèé îáëèê).
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DAY 2            ÄÅÍÜ 2

~ Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ

Step 2: Analyze the Potential of
the Market

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

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

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

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

Ýòàï 2: Ïðîàíàëèçèðóéòå
ïîòåíöèàë ðûíêà.

Âòîðîé ýòàï äåÿòåëüíîñòè â õîäå
ñåãìåíòèðîâàíèÿ ðûíêà, ïîñëå òîãî,
êàê åãî õàðàêòåðèñòèêè è íóæäû
èäåíòèôèöèðîâàíû, ïðåäñòàâëÿåò
ñîáîé àíàëèç (1) ïîòåíöèàëà
ïðîäàæ, (2) ïîòåíöèàëüíîãî ñïðîñà,
(3) ïîêóïàòåëüíîé ñïîñîáíîñòè.

Ïîòåíöèàë ïðîäàæ. Âàæíûå
ñåãìåíòû ðûíêà îáëàäàþò
ïîòåíöèàëîì ïðîäàæ, ÷òî îçíà÷àåò
èìåþùååñÿ äîñòàòî÷íî êîëè÷åñòâî
ïåðñïåêòèâíûõ ïîêóïàòåëåé,
îïðàâäûâàþùèõ ðèñê êàïèòàëà è
÷åëîâå÷åñêèõ ðåñóðñîâ ïðè
èçãîòîâëåíèè è âûâåäåíèè íà ðûíîê
äàííîãî òîâàðà. Âîò ïîýòîìó, åñëè
èñïîëüçîâàòü ïðèìåðû-
ïðåóâåëè÷åíèÿ, ñíåãîõîäû íå
ïðîäàþòñÿ íà Ãàâàéÿõ èëè
âîçäóøíûå êîíäèöèîíåðû íà
Àëÿñêå.

Êîìïàíèè, êîòîðûå çàáîòÿòñÿ î
áóäóùåì, ïðèäàþò îñîáîå çíà÷åíèå
âîçìîæíûì èçìåíåíèÿì â
ïîòåíöèàëå ïðîäàæ. Ïðåäñêàçàíèÿ
òîãî, ÷òî ðàçìåðû ñåãìåíòà
óìåíüøàòñÿ ëèáî áóäóò ñëàáî ðàñòè,
ìîãóò îòâðàòèòü ïðåäïðèíèìàòåëÿ
îò îáðàùåíèÿ ê ýòîìó ñåãìåíòó.

Ïîòåíöèàëû ñïðîñà. Äðóãîé
ìîìåíò îöåíêè ñåãìåíòà ðûíêà �
ýòî ïîòðåáèòåëüñêèé ñïðîñ.
Ïîêóïàòåëè äîëæíû ëèáî
äåìîíñòðèðîâàòü óñòîé÷èâûé,
îïðàâäàííûé ñïðîñ íà îòäåëüíûé
òîâàð, ëèáî ïîêàçûâàòü, ÷òî îíè
ìîãóò çàõîòåòü ïðèîáðåñòè åãî
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between the two is primarily necessity.
The Frisbee, for example, is not a
necessary product, but millions of
customers were convinced that they
wanted it. Products such as smoke
alarms and antibiotic drugs, however,
are sold in response to needs.

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

âñëåäñòâèå ðåêëàìíîé êîìïàíèè
ôèðìû. Ðàçëè÷èå ìåæäó ýòèìè
äâóìÿ âèäàìè  ñïðîñà çàêëþ÷àåòñÿ
â ñòåïåíè íåîáõîäèìîñòè òîâàðà.
Ôðèñáè, íàïðèìåð, íå ÿâëÿåòñÿ
íåîáõîäèìûì òîâàðîì, íî
ìèëëèîíû ïîêóïàòåëåé áûëè
óáåæäåíû â òîì, ÷òî õîòåëè áû åãî
ïîëó÷èòü. Îäíàêî òàêèå òîâàðû, êàê:
ïîæàðíàÿ ñèãíàëèçàöèÿ è
àíòèáèîòèêè, ïðîäàþòñÿ â
ñîîòâåòñòâèè ñ ïîòðåáíîñòÿìè.

Ïîêóïàòåëüíàÿ ñïîñîáíîñòü.
Ëþäè íå ÿâëÿþòñÿ ïîòåíöèàëüíûìè
ïîòðåáèòåëÿìè òîâàðà, åñëè îíè
òîëüêî íóæäàþòñÿ â íåì èëè õîòÿò
åãî ïîëó÷èòü. Îíè äîëæíû îáëàäàòü
ýôôåêòèâíûì ñïðîñîì ëèáî
ïîêóïàòåëüíîé ñïîñîáíîñòüþ �
íàëè÷íûìè èëè êðåäèòîì � ÷òî
ïîçâîëèëî áû èì ïðèîáðåòàòü
òîâàðû. Íàïðèìåð, ìíîãèå ñòóäåíòû
êîëëåäæåé, âîçìîæíî, õîòÿò
ïðèîáðåñòè Ïîðøå 924, íàïðèìåð,
íî áåç äîñòàòî÷íîé ñóììû íàëè÷íûõ
ëèáî êðåäèòà îíè íèêîãäà íå ñìîãóò
ïðûãíóòü âûøå ãîëîâû.
Ïîêóïàòåëüíàÿ ñïîñîáíîñòü
îòäåëÿåò îáû÷íûõ çåâàê îò
ñåðüåçíûõ ïåðñïåêòèâíûõ êëèåíòîâ.
Âàæíûé ñåãìåíò ðûíêà íóæäàåòñÿ
â äîñòàòî÷íîì êîëè÷åñòâå
ïîñëåäíèõ, ÷òîáû ãàðàíòèðîâàòü
ïðîèçâîäñòâî òîâàðà.
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DAY 3     ÄÅÍÜ 3

SKILLS

to acquire ß ïðèîáðåë äâà áèëåòà íà êîíöåðò.
Íåäàâíî êîìïàíèÿ ïðèîáðåëà íîâûé îôèñ â öåíòðå
Ëîíäîíà.

pattern Â ïðîøëîì ìåñÿöå õàðàêòåð èõ ðàáîòû èçìåíèëñÿ.
Òêàíü ïðåäñòàâëÿëà ñîáîé ðÿä êðàñíûõ è áåëûõ
êâàäðàòîâ.

amount (n) Íà ìîñò áûëè ïîòðà÷åíû áîëüøèå ñóììû äåíåã.
Åå äåëî (case) ïðèâëåêëî áîëüøóþ äîëþ îáùåñòâåííîé
ñèìïàòèè.

trait Âåæëèâîñòü Ýíí � îäíà èç åå íàèáîëåå ïðèÿòíûõ ÷åðò.
Íåêîòîðûå ÷åðòû åå ëè÷íîñòè ñäåëàëè åå íåïîïóëÿðíîé.

to be concerned Ìåíÿ íèêîãäà íå çàáîòèëî òî, ÷òî ëþäè äóìàþò î íåì.
Îíà çàèíòåðåñîâàíà â ðåøåíèè ýòîé ïðîáëåìû.

to undertake Îíà ïðèíÿëà íà ñåáÿ îòâåòñòâåííîñòü çà èçìåíåíèÿ.
Òóííåëü ïîä Ëà-Ìàíøåì (The Channel Tunnel) � îäèí èç
ñàìûõ áîëüøèõ êîãäà-ëèáî ïðåäïðèíÿòûõ ïðîåêòîâ.

to mean ×òî îçíà÷àåò ýòî ôðàíöóçñêîå ñëîâî?
Îíà ãîâîðèëà î âòîðíèêå, íî ïîäðàçóìåâàëà ÷åòâåðã.
ß èìåþ â âèäó òî, ÷òî ÿ ñêàçàë.

to exaggerate Ñåðüåçíîñòü ñèòóàöèè áûëà ïðåóâåëè÷åíà â ïðåññå.
Ó íåãî áûëî ïðåóâåëè÷åííîå ïðåäñòàâëåíèå î ñâîåé
âàæíîñòè.

prediction Åå ïðåäñêàçàíèå îêàçàëîñü âåðíûì.
Îí ïðåäñêàçàë, ÷òî ïðàâèòåëüñòâî ïðîèãðàåò íà
âñåîáùèõ âûáîðàõ.

to decrease Íàøè ïðîäàæè óìåíüøàþòñÿ.

to increase Íàñåëåíèå ýòîãî ãîðîäà óâåëè÷èëîñü.
Îíè óâåëè÷èëè öåíó íà áåíçèí (petrol) íà 20 ïðîöåíòîâ.
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rate Ìû îáñóæäàëè âûñîêèå ïîêàçàòåëè áåçðàáîòèöû.
Áàíêè óñòàíîâèëè âåëè÷èíó ïðîöåíòîâ ïî çàéìàì.

discourage Åñëè Âû ïîòåðïåëè íåóäà÷ó, ýòî íå äîëæíî ëèøàòü Âàñ
óâåðåííîñòè.
Íåñòàáèëüíîñòü â ðåãèîíå îòïóãíóëà áîëüøèå êîìïàíèè.

urgent Ýòî íå ñðî÷íî è ìîæåò ïîäîæäàòü äî çàâòðà.
Îí áûë íàñòîé÷èâ â ñâîèõ òðåáîâàíèÿõ.

to convince Ìû óâåðèëè åãî â íàøåé íåâèíîâíîñòè (innocence).
ß óáåæäåí, ÷òî îíà ãîâîðèò ïðàâäó.

cash Ó ìåíÿ íåò ñ ñîáîé íàëè÷íûõ, ìîæíî ÿ çàïëà÷ó ïî ÷åêó?
Ó êîìïàíèè ñåé÷àñ ìàëî äåíåã.

credit Åñëè Âû íå ìîæåòå çàïëàòèòü íàëè÷íûìè, êóïèòå ìåáåëü
â êðåäèò.
Òåîðèÿ ïîëó÷àåò äîâåðèå ó ýêîíîìèñòîâ.

casual Îíà ñòàðàëàñü ãîâîðèòü êàê îáû÷íî, íî åå âîëíåíèå áûëî
î÷åâèäíî.
Îíà áûëà îäåòà â îáû÷íóþ êóðòêó è äæèíñû.
Îíà íàíÿëè ñåçîííûõ ðàáî÷èõ íà ñáîð ôðóêòîâ.
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DAY 4     ÄÅÍÜ 4

TOEFL TRAINING (contd.)

22. Causative Verbs

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

� Have/get: The clause following have or get may be active or passive.
Study the following rules.

(1) ACTIVE

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

(2) ACTIVE

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

(3) PASSIVE

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

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

Mary had the car washed.

Examples of active clauses in causative sentences:

The president had his advisors arrange a press conference.
George is getting his teachers to give him a make-up exam.
Mary has had a friend type all of her papers.
John is having his father contact the officials.
The editor had the contributors attend a composition workshop.

have
get{ }
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Morris got his dog to bring him the newspaper.

Examples of passive clauses in causative sentences.

James has his shirts cleaned at the drycleaners.
Pat is having her car repaired this week.
Anna got her paper typed by a friend.
The president is having a press conference arranged by his advisors.
Mary got her husband arrested. (Exception: a person is the
complement, but (he second clause is passive.)
Rick was having his hair cut when John called.

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

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

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

NOTE: force + [verb in infinitive]

Examples of make:

The manager made the salesmen attend the conference.
The teacher always makes the children stay in their seats.
George made his son be quiet in the theater.
The president is making his cabinet members sign this document.
The teacher had made the students� parents sign release forms before
he let the students jump on the trampoline.

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

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

subject +                + complement + [verb in infinitive] ...permit
allow{ }
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NOTE: Let is NOT INTERCHANGEABLE WITH leave, which means to go
away.

Examples:

John let his daughter swim with he lends.
(John allowed his daughter to swim with her friends.)
(John permitted his daughter to swim with her friends.)
The teacher let the students leave class early.
The policeman let the suspect make one phone call.
Dr. Jones is letting the students hand in the papers on Monday.
Mrs. Binion let her son spend the night with a friend.
We are going to let her write the letter.
Mr Brown always lets his children watch cartoons on Saturday
mornings.

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

subject + help + complement +

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

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

sentences.

1. The teacher made Juan __________ (leave) the room.
2. Toshiko had her car __________ (repair) by a mechanic.
3. Ellen got Marvin __________ (type) her paper.
4. I made Jane __________ (call) her friend on the telephone.
5. We got our house __________ (paint) last week.
6. Dr. Byrd is having the students __________ (write) a composition.
7. The policemen made the suspect __________ (lie) on the ground.
8. Mark got his transcripts __________ (send) lo the university.
9. Maria is getting her hair __________ (cut) tomorrow.
10. We will have to get the Dean __________ (sign) this form.

verb in simple form
verb in infinitive{ }
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11. The teacher let Al __________ (leave) the classroom.
12. Maria got Ed __________ (wash) the pipettes.
13. She always has her car __________ (fix) by the same mechanic.
14. Gene got his book __________ (publish) by a subsidy publisher.
15. We have to help Janet __________ (find) her keys.

DAY 5 ÄÅÍÜ 5

Letter Writing
Look at the layout of this letter.
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� Addresses
If the letter is written on paper without a letterhead, the sender�s address

is on the right-hand side.
It is not usual to write the sender�s name above the address.
The name and add less of the person receiving the letter are on the left.

� Date
The date can be written in a number of ways

September 7th 7th September
September 7 7 September

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

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

� Opening
There are several ways of starting a letter:

Dear Sir (to a man if the name is unknown)
Dear Madam (to a woman whose name is unknown)
Dear Sir/Madam (to cover both sexes)
Dear Mr Welsh (for a man)
Dear Mrs Todd (for a married woman)
Dear Miss Jones (for a single woman)
Dear Ms Smith (Ms does not reveal the marital status of a woman)

Note that we never write *Mister.
When writing to a firm begin Dear Sirs. However, it is preferable to

personalise your mail by writing to someone by name.
If you know the person well, you can of course use the first name (Dear

James, Dear Sarah, etc.) but not both first name and surname. We would not
write *Dear Sarah Jones.

Note also that we do NOT write *Dear Friend.

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

a. Rearrange these items so that the letter is correctly laid out.
Add anything that is obviously missing
(i) LGM/hp
(ii) Presser UK Limited

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

(ill) Linda Morgan (Mrs)
(iv) Miss Juliette Rocache

84 Ave du General de Gaulle
91160 Longjumeau
France

(v) Yours sincerely
(vi) Managing Director - Administration
(vii) Thank you for your letter of 6 May which has been passed on to

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

� Useful expressions
STARTING A LETTER
Thank you for
We acknowledge receipt of your letter 2 May
Further to
With reference to
I am writing to inform

advise you that..
tell

INFORMING
This is
I am pleased to inform      you that ...
I regret advise

of
dated}

}

}
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MAKING A REQUEST
Would you please
Would you be so good as to let me know as soon as possible
Kindly
I would be grateful
It would be appreciated

ENDING A LETTER
If you require any further information please do not hesitate to contact us.

soon.
in the near future.

We look forward to visiting you again shortly.
An early reply would be greatly appreciated.

Practice

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

}
if you could}

}

I look forward to hearing from you
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LESSON 3  ÓÐÎÊ 3

DAY 1            ÄÅÍÜ 1

~  Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ

Òåêñò À

The Marketing Mix

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

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

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

Íàáîð ñðåäñòâ ìàðêåòèíãà

Èíñòðóìåíòàìè èëè
âîçìîæíîñòÿìè, ñ êîòîðûìè
ðàáîòàåò ðûíî÷íûé àãåíò, ÷òîáû
íàéòè èñêîìûé ñåãìåíò ðûíêà,
ÿâëÿþòñÿ òîâàðíàÿ ñòðàòåãèÿ,
ñòðàòåãèÿ ïðîäâèæåíèÿ, öåíîâàÿ
ñòðàòåãèÿ è äèñòðèáóòèâíàÿ
ñòðàòåãèÿ. Ýôôåêòèâíîå ñî÷åòàíèå
òîâàðíîé, öåíîâîé, ðåêëàìíîé,
äèñòðèáóòèâíîé ñòðàòåãèè äëÿ
äîñòèæåíèÿ óñïåõà èçâåñòíî êàê
íàáîð ñðåäñòâ ìàðêåòèíãà. Òàáëèöà
2 ïîêàçûâàåò âçàèìîîòíîøåíèÿ
ìåæäó ñîñòàâíûìè ÷àñòÿìè íàáîðà
ñðåäñòâ ìàðêåòèíãà â òîì âèäå, êàê
îíè ñîáðàíû âìåñòå, íàöåëåíû íà
ñåãìåíòû ðûíêà.

Òîâàðíàÿ ñòðàòåãèÿ âûõîäèò çà
ïðåäåëû ñàìîãî ôèçè÷åñêîãî
ïðåäìåòà, âêëþ÷àÿ â ñåáÿ ðåøåíèÿ
îòíîñèòåëüíî âèäîâ, ÿðëûêîâ,
òîðãîâûõ ìàðîê, óïàêîâîê,
ñåðòèôèêàòîâ, ãàðàíòèé, ðàçðàáîòêè
íîâîãî òîâàðà è öèêëà æèçíè òîâàðà.

Öåíîâàÿ ñòðàòåãèÿ çàíèìàåòñÿ
óñòàíîâëåíèåì öåí íà òîâàðû,
êîòîðûå ìîãóò ïðèíåñòè ïðèáûëü.
Ðåøåíèÿ ïî öåíàì çàâèñÿò îò òîãî,
êàê ðåàãèðóåò èñêîìûé ðûíîê íà
íèçêóþ èëè âûñîêóþ öåíó, îò
ïñèõîëîãè÷åñêèõ îáðàçîâ,
ñîçäàâàåìûõ öåíàìè (äåøåâèçíà
ïðîòèâ êà÷åñòâà) è äåéñòâèå
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successfully by marketing a product
with a low price-high volume potential:
chewing gum for a nickel a pack.

Table 2.

    Product  Market Segment

 Íårî dog food Owners of large
dogs

 Cycle dog food Owners of dogs at
different stages of
life

 Games Burgers Dog Owners seeking
convenience

 CD dog food Owners of dogs
needing special diets

 Good Homemakers
 Housekeeping

 Savvy Female entreprene-
urs and executives

 Vogue Fashion-conscious
women

 Flinstones vitamins Children

 Fern-iron tablets Adult women

 Geritol Elderly people

êîíêóðåíòîâ. Óèëüÿì Ðèãëè
îñóùåñòâèë öåíîâóþ ñòðàòåãèþ,
ïðîäâèãàÿ íà ðûíîê òîâàð ñ íèçêîé
öåíîé è ïîòåíöèàëîì áîëüøîãî
îáîðîòà: (æåâàòåëüíàÿ ðåçèíêà ïî
öåíå 5 öåíòîâ çà ïà÷êó).

Òàáëèöà 2.

      Òîâàð Ñåãìåíò ðûíêà

 Êîðì äëÿ ñîáàê Âëàäåëüöû
 Õèðîó áîëüøèõ ñîáàê

 Êîðì äëÿ ñîáàê Âëàäåëüöû
 Ñàéêë ðàçíîâîçðàñòíûõ

ñîáàê

 Ãåéíñ Áåðäæåñ Âëàäåëüöû ñîáàê,
ïðåäïî÷èòàþùèå
èçûñêàííîñòü

 Êîðì äëÿ ñîáàê Âëàäåëüöû ñîáàê,
 ÑÄ íóæäàþùèõñÿ â

ñïåöèàëüíîé
äèåòå

 Æóðíàë Good Äîìàøíèå õîçÿéêè
 Housekeeping

 Æóðíàë Savvy Æåíùèíû-
ïðåäïðèíèìàòåëè
è âûñîêîïîñòàâ-
ëåííûå ñëóæàùèå

 Æóðíàë Vogue Æåíùèíû,
èíòåðåñóþùèåñÿ
ìîäîé

 Âèòàìèíû Äåòè
 Ôëèíñòîóíç

 Òàáëåòêè äëÿ Âçðîñëûå
 æåíùèí ñ æåíùèíû
 ñîäåðæàíèåì
 æåëåçà

 Æåðèòîë Ïîæèëûå ëþäè
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Promotional strategy involves
developing the correct blend of the
promotional mix elements �
advertising, personal selling, sales
promotion, and publicity. Promotional
strategy is the communication element
of the marketing mix.

Ñòðàòåãèÿ ïðîäâèæåíèÿ
âêëþ÷àåò ðàçðàáîòêó íåîáõîäèìîãî
íàáîðà ýëåìåíòîâ ïðîäâèæåíèÿ �
ðåêëàìíîé êîìïàíèè, ïåðñîíàëüíîé
ïðîäàæè, ïðîäâèæåíèå òîâàðà ñ
ïîìîùüþ ðàñïðîäàæ è äåëîâûå
ñâÿçè. Ñòðàòåãèÿ ïðîòàëêèâàíèÿ
ÿâëÿåòñÿ êîììóíèêàöèîííûì
ýëåìåíòîì íàáîðà ñðåäñòâ
ìàðêåòèíãà.
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DAY 2            ÄÅÍÜ 2

~ Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ

Òåêñò À

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

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

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

Ìåíåäæìåíò ìàðêåòèíãà ìîæåò
îñóùåñòâëÿòüñÿ â îðãàíèçàöèè â
òåñíîé ñâÿçè ñ ëþáûì èç åå ðûíêîâ.
Ðàññìîòðèì ïðèìåð ñ ïðîèçâîäè-
òåëåì àâòîìîáèëåé. Âèöå-ïðåçèäåíò
ïî ïåðñîíàëó ðàáîòàåò íà ðûíêå
òðóäà, âèöå-ïðåçèäåíò ïî çàêóïêàì �
íà ðûíêå ñûðüÿ, à âèöå-ïðåçèäåíò ïî
ôèíàíñàì � íà ôèíàíñîâîì ðûíêå.

Îíè äîëæíû óñòàíàâëèâàòü öåëè
è ðàçðàáàòûâàòü ñòðàòåãèè äëÿ
äîñòèæåíèÿ óäîâëåòâîðèòåëüíûõ
ðåçóëüòàòîâ íà ýòèõ ðûíêàõ. Îäíàêî
ïî ñëîæèâøåéñÿ òðàäèöèè ýòèõ
ñëóæàùèõ íå íàçûâàëè ðûíî÷íûìè
àãåíòàìè è íå ãîòîâèëè êàê
ñïåöèàëèñòîâ ïî ìàðêåòèíãó. Âìåñòî
ýòîãî ìåíåäæìåíò ìàðêåòèíãà
èñòîðè÷åñêè  îòîæäåñòâëÿåòñÿ ñ
çàäà÷àìè, ñâÿçàííûìè ñ ïîòðåáè-
òåëüñêèì ðûíêîì, è ñ ïåðñîíàëüíîé
ðàáîòîé íà íèõ. Ìû áóäåì ñëåäîâàòü
ýòîìó, õîòÿ òî, ÷òî ìû óòâåðæäàåì
îòíîñèòåëüíî ìàðêåòèíãà, îòíîñèòñÿ
êî âñåì ðûíêàì.

Ðàáîòà ìàðêåòèíãà íà
ïîòðåáèòåëüñêîì ðûíêå ôîðìàëüíî
âûïîëíÿåòñÿ ìåíåäæåðàìè ïî
ïðîäàæàì, òîðãîâûì ïåðñîíàëîì,
ìåíåäæåðàìè ïî ðåêëàìå è
ïðîäâèæåíèþ, èññëåäîâàòåëÿìè
ìàðêåòèíãà, ìåíåäæåðàìè ïî
ïîòðåáèòåëüñêèì óñëóãàì, ìåíåäæå-
ðàìè ïî òîâàðàì, ìåíåäæåðàìè ïî
ðûíêó è âèöå-ïðåçèäåíòîì ïî
ìàðêåòèíãó. Ó êàæäîé ðàáîòû åñòü
÷åòêî îïðåäåëåííûå çàäà÷è è
îáÿçàííîñòè. Áîëüøèíñòâî èç íèõ
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hand, product managers, market
managers, and the marketing vice-
president manage programs. Their job
is to analyze, plan, and implement
programs that will produce a desired
level and mix of transactions with
target markets.

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

âêëþ÷àåò â ñåáÿ óïðàâëåíèå
îòäåëüíûìè ðåñóðñàìè ìàðêåòèíãà,
òàêèìè êàê ðåêëàìà, òîðãîâûé
ïåðñîíàë è èññëåäîâàíèÿ
ìàðêåòèíãà. Ñ äðóãîé ñòîðîíû,
ìåíåäæåðû ïî òîâàðó, ìåíåäæåðû ïî
ðûíêó è âèöå-ïðåçèäåíò ïî
ìàðêåòèíãó óïðàâëÿþò ïðîãðàììàìè.
Èõ ðàáîòà çàêëþ÷àåòñÿ â àíàëèçå,
ïëàíèðîâàíèè è âûïîëíåíèè
ïðîãðàìì, êîòîðûå ïîçâîëÿò äîñòè÷ü
æåëàåìîãî óðîâíÿ è ñòðóêòóðû
âçàèìîäåéñòâèÿ ñ èñêîìûìè
ðûíêàìè.

Îáû÷íûé èìèäæ ìåíåäæåðà ïî
ìàðêåòèíãó òàêîâ: ýòî êòî-òî, çàäà÷à
êîòîðîãî, â ïåðâóþ î÷åðåäü,
çàêëþ÷àåòñÿ â ñòèìóëèðîâàíèè
ñïðîñà íà òîâàðû êîìïàíèè. Îäíàêî
ýòî ñëèøêîì îãðàíè÷åííûé âçãëÿä íà
ðàçíîîáðàçèå çàäà÷ â îáëàñòè
ìàðêåòèíãà, ñòîÿùèå ïåðåä
ìåíåäæåðàìè ïî ìàðêåòèíãó.
Çàäà÷åé ìåíåäæìåíòà ìàðêåòèíãà
ÿâëÿåòñÿ âîçäåéñòâèå íà óðîâåíü,
äëèòåëüíîñòü è ñòðóêòóðó ñïðîñà,
÷òîáû ïîìî÷ü îðãàíèçàöèè äîñòè÷ü
ñâîèõ öåëåé. Ìåíåäæìåíò
ìàðêåòèíãà ïî ñâîåé ñóòè � ýòî
ìåíåäæìåíò ñïðîñà.
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DAY 3     ÄÅÍÜ 3

SKILLS

tool Ýòà êîìïüþòåðíàÿ ïðîãðàììà äàåò ìåíåäæåðàì öåííûé
èíñòðóìåíò ïëàíèðîâàíèÿ.
Êîðîëü áûë ëèøü îðóäèåì â ðóêàõ âîåííîãî
ïðàâèòåëüñòâà.

variable Òåìïåðàòóðà âíóòðè àâòîìîáèëÿ ðåãóëèðóåòñÿ.
Åñòü ìíîãî ôàêòîðîâ ïîçâîëÿþùèõ ïðåäñêàçàòü
ðåçóëüòàò.

strategy ß ñ÷èòàþ, ÷òî ìû ðàçðàáîòàëè íîâóþ ñòðàòåãèþ.
Îí îäîáðèë ñòðàòåãèþ ïðîäâèæåíèÿ òîâàðà.

ingredient Ñîñòàâíûìè ýëåìåíòàìè óñïåõà ÿâëÿþòñÿ âîîáðàæåíèå
è óñïåøíàÿ ðàáîòà.

to extend Òåïëàÿ ïîãîäà ïðîäëèòñÿ äî îêòÿáðÿ.
Îíè ïðîäëèëè æåëåçíóþ äîðîãó äî ãîðîäà.
Êîìïàíèÿ ïëàíèðóåò ðàñøèðèòü ñâîå ïðîèçâîäñòâî â
îáëàñòè âèäåî.

item Ïîëèöèÿ ïðîâåðèëà íåñêîëüêî âåùåé èç òêàíè.

image Ó íåå áûëî ÷åòêîå ïðåäñòàâëåíèå, ÷òî îíà äîëæíà
ñäåëàòü.
Êîìïàíèÿ äîëæíà óêðåïèòü ñâîé èìèäæ.

cheap Ëåòîì ñâåæèå îâîùè äåøåâû.
Ýòî íàèáîëåå äåøåâûé ðåñòîðàí â îêðóãå.

to implement Ïðåäëîæåíèÿ êîìèòåòà äîëæíû áûòü âûïîëíåíû
íåìåäëåííî.

publicity Ñâàäüáà êèíîçâåçäû ïîëó÷èëà øèðîêóþ îãëàñêó.
Êòî îòâåòñòâåíåí çà ïðèâëå÷åíèå îáùåñòâåííîãî
âíèìàíèÿ ê íàøåìó øîó?

promotion Ïîçäðàâëÿþ ñ ïðîäâèæåíèåì!
Åñòü õîðîøî øàíñû íà ïðîäâèæåíèå â ýòîé ôèðìå.
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Ïðîäâèæåíèå ýòîãî òîâàðà íå áûëî î÷åíü óñïåøíûì.

connection Ñóùåñòâóåò ëè êàêàÿ-ëèáî ñâÿçü ìåæäó ýòèìè
ïðåñòóïëåíèÿìè?
Ó êîìïàíèè áûëè ñâÿçè ñî ìíîæåñòâîì ÿïîíñêèõ ôèðì.

on the other hand ß çíàþ, ÷òî ýòà ðàáîòà íå î÷åíü õîðîøî îïëà÷èâàåòñÿ,
íî ñ äðóãîé ñòîðîíû, ìíå íå íàäî ìíîãî ðàáîòàòü.

traditionally Òðàäèöèîííî, æåíùèíû íà Çàïàäå âûõîäÿò çàìóæ â
äëèííûõ áåëûõ ïëàòüÿõ.

formally Îí áûë îäåò äîâîëüíî îôèöèàëüíî.

to ñîðå Êîìïàíèÿ âåñüìà óñïåøíî ñïðàâèëàñü ñ íåîæèäàííûì
ðîñòîì ñïðîñà.
Äæîí è Ñàëëè óñïåøíî ñïðàâèëèñü ñî ñâîèìè
ïðîáëåìàìè.
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DAY 4     ÄÅÍÜ 4

TOEFL TRAINING

23.
� The relative pronoun: A relative clause is used to form one sentence

from two separate sentences. The relative pronoun replaces one of two identical
noun phrases and relates the clauses to each other. The relative pronouns and
their uses arc listed here.

PRONOUN USE IN FORMAL ENGLISH
that things
which things
who people
whom people
whose usually people
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The relative pronoun completely replaces a duplicate noun phrase. There
can be no regular pronoun along with the relative pronoun.

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

R e m e m b e r  that a sentence with a relative clause can always be
reduced to two separate sentences, so each clause must contain a verb.

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

We bought the stereo that had been advertised at a reduced price.
John bought a boat. The boat cost thirty thousand dollars.
John bought a boat that cost thirty thousand dollars.
George is going to buy the house. We have been thinking of buying the
house.
George is going to buy the house that we have been thinking of buying.
John is the man. We are going to recommend John for the job.
John is the man whom we are going to recommend for the job.

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

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

... who + verb ...

... whom + noun ...

Consider the following sentences.

The men are angry. The men are in this room.

These sentences can also be considered as:

The men [the men are in this room] are angry.
                      subject

The men who are in this room are angry.
The men are angry. I don�t like the men.
The men [I don�t like the men] are angry.
                                          complement

The men whom I don�t like are angry.
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We also use the form whom after a preposition. In this case, the
preposition should also be moved to the position before whom in formal written
English.

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

       complement of
         preposition

The men to whom the woman is talking are angry.

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

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

Examples of restrictive and nonrestrictive clauses:

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

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

Examples of relative clauses:

Dr. Jones is the only doctor whom I have seen about this problem.
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Hurricanes that are born off the coast of Africa often prove to be the
most deadly.
Teachers who do not spend enough time on class preparation often
have difficulty explaining new lessons.
This rum, which I bought in the Virgin Islands, is very smooth.
Film that has been exposed to X rays often produces poor photographs.
The woman to whom we gave the check has left.

� Whose: This relative pronoun indicates possession.

The board was composed of citizens. The citizens� dedication was
evident.
The board was composed of citizens whose dedication was evident.
James [James�s father is the president of the company] has received a
promotion.
James, whose father is the president of the company, has received a
promotion.
John found a cat. The cat�s leg was broken.
John found a cat whose leg was broken.
Harold [Harold�s car was stolen last night] is at the police station.
Harold, whose car was stolen last night, is at the police station.
The company [the company�s employees are on strike] is closing down
for two weeks.
The company, whose employees are on strike, is closing down for two
weeks.
The dentist is with a child. The child�s teeth arc causing some problems.
The dentist is with a child whose teeth are causing some problems.
The president [the president�s advisors have quit] is giving a press
conference.
The president, whose advisors have quit, is giving a press conference.

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

relative clauses.

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

2. Checking accounts [the checking accounts require a minimum balance]
are very common now.

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

4. John [John�s grades are the highest in the school] has received a
scholarship.
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5. Felipe bought a camera. The camera has three lenses.
6. Frank is the man. We are going to nominate Frank for the office of

treasurer.
7. The doctor is with a patient. The patient�s leg was broken in an accident.
8. Jane is the woman. Jane is going to China next year.
9. Janet wants a typewriter. The typewriter self-corrects.
10. This book [I found the book last week] contains some useful

information.
11. Mr. Bryant [Mr. Bryant�s team has lost the game] looks very sad.
12. James wrote an article. The article indicated, that he disliked the

president.
13. The director of the program [the director graduated from Harvard

University] is planning to retire next year.
14. This is the book. I have been looking for this book all year.
15. William [William�s brother is a lawyer] wants to become a judge.

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

(1) Before relative clauses in the passive voice:

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

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

(2) Before prepositional phrases:

The beaker that is on the counter contains a solution.
OR

The beaker on the counter contains a solution.

(3) Before progressive (continuous) verb structures:

The girl who is running down the street might be in trouble.
OR

The girl running down the street might be in trouble.

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

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

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

2. All of the money that was accepted has already been released.
3. The papers that are on the table belong to Patricia.
4. The man who was brought to the police station confessed to the

crime.
5. The girl who is drinking coffee is Mary Alien.
6. John�s wife, who is a professor, has written several papers on this

subject.
7. The man who is talking to the policeman is my uncle.
8. The book that is on the top shelf is the one that I need.
9. The number of students who have been counted is quite high.
10. Leo Evans, who is a doctor, eats in this restaurant every day.

DAY 5 ÄÅÍÜ 5

Prepositions

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

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

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

Around (approximately)
She�ll be there around 5 î�clock

At (point in time)
We�ve got the results at last (after a long period of waiting)
I suggest we meet at 4.30.
Please send us your comments for the end of May at the latest.
We close down at Christmas.
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Beyond (limit in duration)
It�s impossible to extend credit beyond the 60 days agreed.

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

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

In/During (between two points in time)
They went bankrupt in 1989. (some time between January and December)
I didn�t send my application in time to be considered. (it arrived too late
to be considered)
They employ students in the summer vacation.
There was full employment in the 1960s.
The office is shut during the holidays.

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

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

To (future direction)
It�s seven minutes to three.
There are only two weeks to the symposium.
The office is open from 9 to 5 30. (= until)

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

1. The sales report must be ready __________.

2. His sales conference is __________.

3. His train to Birmingham leaves __________.

4. He�s seeing Mr. da Silva __________.

5. Mr Arestrup will be staying __________.

6. ___________Monday 12th he�ll be working __________ his lunch break.

7. He�s meeting Mrs. Winter _____________.

8. The office will be closed __________ Easter.
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� Place
About (approximate position)
I�ve left the folder lying about somewhere.

Around
The Accounts Department is around the corner.

At (place)
He spent Saturday afternoon at work.
He�s staying at the Dorchester.
I�ll meet you at Gatwick airport.

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

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

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

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

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

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

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

Practice
b. Complete the letter on the next page with suitable prepositions.
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LESSON 4  ÓÐÎÊ 4

DAY 1            ÄÅÍÜ 1

~ Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò À

Customer Orientation

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

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

Îðèåíòàöèÿ íà ïîòðåáèòåëÿ

Êîìïàíèÿ ìîæåò âñå æå
îïðåäåëèòü ñâîé ðûíîê äîâîëüíî
òî÷íî, íî ìîæåò ïîòåðïåòü íåóäà÷ó
ñ ìûøëåíèåì, îðèåíòèðîâàííûì íà
ïîòðåáèòåëÿ. Îðèåíòèðîâàíèå
ìûøëåíèÿ íà ïîòðåáèòåëÿ òðåáóåò
îò êîìïàíèè âíèìàòåëüíîãî
îïðåäåëåíèÿ íóæä ïîòðåáèòåëÿ ñ
òî÷êè çðåíèÿ åãî ñàìîãî
ïîòðåáèòåëÿ, íî íå ñ åå
ñîáñòâåííîé. Êàæäûé ïðîäóêò
ñîäåðæèò àëüòåðíàòèâû, è
ìåíåäæìåíò íå ìîæåò çíàòü, êàêîâû
îíè, íå áåñåäóÿ è íå èññëåäóÿ
ïîêóïàòåëåé. Ïîýòîìó ïîêóïàòåëü
àâòîìàøèíû ïðåäïî÷òåò õîðîøî
ñäåëàííûé àâòîìîáèëü, êîòîðûé
íèêîãäà íå ñëîìàåòñÿ, êîòîðûé
áåçîïàñåí, îáëàäàåò ïðèâëåêàòåëü-
íûì èñïîëíåíèåì è ñòîèò íåäîðîãî.
Òàê êàê âñå ýòè ïðåèìóùåñòâà
íåâîçìîæíî ñîåäèíèòü â îäíîé
ìàøèíå, àâòîìîáèëüíûå äèçàéíåðû
âûíóæäåíû äåëàòü òðóäíûé âûáîð
íå ìåæäó òåì, ÷òî èì íðàâèòñÿ, íî,
ñêîðåå, ìåæäó òåì, ÷òî îæèäàþò èëè
ïðåäïî÷èòàþò ïîòðåáèòåëè. Öåëüþ,
ïîñëå âñåãî ýòîãî, ÿâëÿåòñÿ
îñóùåñòâëåíèå ïðîäàæè, èäóùåé
íàâñòðå÷ó íóæäàì êëèåíòà.

Ïî÷åìó â âûñøåé ñòåïåíè âàæíî
óäîâëåòâîðèòü çàïðîñû ïîòðåáè-
òåëÿ? Â îñíîâíîì ïîòîìó, ÷òî
êàæäûé ïåðèîä ïðîäàæ êîìïàíèè
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èñõîäèò îò äâóõ ãðóïï: íîâûõ
êëèåíòîâ è òåõ, êòî ïðèøåë ñíîâà.
Âñåãäà äîðîæå ïðèâëåêàòü íîâûõ
êëèåíòîâ, ÷åì ñîõðàíÿòü
ïîñòîÿííûõ. Òàêèì îáðàçîì,
ñîõðàíèòü êëèåíòà áîëåå âàæíî, ÷åì
ïðèâëå÷ü åãî. Êëþ÷îì ê ñîõðàíåíèþ
êëèåíòà ÿâëÿåòñÿ óäîâëåòâîðåíèå
åãî çàïðîñîâ. Äîâîëüíûé
ïîòðåáèòåëü:

1. Ïîêóïàåò ñíîâà.
2. Âåäåò ðàçãîâîðû ñ äðóãèìè â

ïîëüçó êîìïàíèè.
Ç.Óäåëÿåò ìåíüøåå âíèìàíèå

êîíêóðèðóþùèì ìàðêàì è ðåêëàìå.
4. Ïîêóïàåò äðóãèå ïðîäóêòû,

êîòîðûå êîìïàíèÿ ïîçäíåå
çàïóñòèëà â ïðîèçâîäñòâî.

Îäèí ÿïîíñêèé áèçíåñìåí
íåäàâíî ñêàçàë àâòîðó: �Íàøà öåëü
èäåò ãîðàçäî äàëüøå
óäîâëåòâîðåíèÿ çàïðîñîâ êëèåíòà,
íàøà öåëü � î÷àðîâàòü êëèåíòà�.
Â äåéñòâèòåëüíîñòè ýòî ÿâëÿåòñÿ
âûñî÷àéøèì ñòàíäàðòîì è áîëüøîé
ïðîáëåìîé è, âîçìîæíî, ñåêðåòîì
âåëèêèõ ðûíî÷íûõ àãåíòîâ. Îíè èäóò
ãîðàçäî äàëüøå, ÷åì âñòðå÷à ñ
îæèäàíèÿìè êëèåíòà. Âîñõèùåííûå
êëèåíòû ÿâëÿþòñÿ áîëåå
ýôôåêòèâíûìè ðåêëàìíûìè
àãåíòàìè íåæåëè ðåêëàìíûå
îáúÿâëåíèÿ, ïóáëèêóåìûå â
ñðåäñòâàõ ìàññîâîé èíôîðìàöèè.

Ïîçâîëüòå òåïåðü íàì
ðàññìîòðåòü òî, ÷òî ïðîèñõîäèò,
êîãäà êîìïàíèÿ ñîçäàåò
íåóäîâëåòâîðåííîãî ïîòðåáèòåëÿ.
Åñëè óäîâëåòâîðåííûé ïîòðåáèòåëü
ñîîáùàåò òðåì ëþäÿì î ñâîåì
âïå÷àòëåíèè îò õîðîøèõ òîâàðîâ, òî
íåäîâîëüíûé áóäîðàæèò
îäèííàäöàòü. Â äåéñòâèòåëüíîñòè,

customers and repeat customers. It is
always more costly to attract new
customers than to retain current
customers. Therefore customer
retention is more crit ical than
customer attraction. The key to
customer retention is customer
satisfaction. A satisfied customer

1.Buys again
2.Talks favorably to others about

the company
3.Pays less attention to competing

brands and advertising
4.Buys other products that the

company later adds to its line.

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

Now let us consider what happens
when company creates a dissatisfied
customer. Whereas a satisfied
customer tells three people about a
good products experience, a
dissatisfied customer gripes to eleven
people. In fact, in one study, 13
percent of the people who had a
problem with an organization
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complained about the company to
more than twenty people. Suppose
each person who heard the bad story
told eleven people, who told another
eleven, and so on. Clearly, bad word
of mouth travels further and faster
than good word of mouth and can easy
poison public opinion about the
company.

ïðè îäíîì èññëåäîâàíèè 13
ïðîöåíòîâ êëèåíòîâ, êîòîðûå
ñòîëêíóëèñü ñ òðóäíîñòÿìè âî
âçàèìîîòíîøåíèÿõ ñ íåêîåé
îðãàíèçàöèåé, âûðàçèëè
íåäîâîëüñòâî ýòîé êîìïàíèè áîëåå
÷åì 20 ëþäÿì. Ïðåäïîëîæèì, ÷òî
êàæäûé ÷åëîâåê, êîòîðûé âûñëóøàë
ìðà÷íóþ èñòîðèþ, ðàññêàçàííóþ 11
ëþäÿì, ðàññêàæåò äðóãèì 11 è ò. ä.
Î÷åâèäíî, ÷òî ïëîõèå âåñòè
ïóòåøåñòâóþò áûñòðåå è äàëüøå,
÷åì äîáðîå ñëîâî, è ìîãóò ëåãêî
îòðàâèòü îáùåñòâåííîå ìíåíèå
îòíîñèòåëüíî êîìïàíèè.
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DAY 2            ÄÅÍÜ 2

~  Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ
Òåêñò Á

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

Listening is not enough. The
company must respond constructively

Òàêèì îáðàçîì, êîìïàíèÿ
äîëæíà áûòü âíèìàòåëüíà ê
çàïðîñàì ïîòðåáèòåëÿ. Íî ýòî íå
ïðîñòî çàâèñèò îò ïðîèçâîëüíîãî
îáúÿñíåíèÿ ïîòðåáèòåëåé, êîãäà
îíè íåäîâîëüíû. Ôàêòè÷åñêè 96%
íåäîâîëüíûõ êëèåíòîâ íè÷åãî íå
ãîâîðÿò êîìïàíèè. Ýòî åùå ñèëüíåå
ïîä÷åðêèâàåò òî, ÷òî êîìïàíèÿ
äîëæíà îðãàíèçîâàòü ñèñòåìó
ïðèåìà ïðåäëîæåíèé è èíûå
ñèñòåìû äëÿ òîãî, ÷òîáû
ïðåäîñòàâèòü ïîòðåáèòåëÿì
âîçìîæíîñòü ïðåäúÿâëÿòü
ïðåòåíçèè. Ýòî åäèíñòâåííûé
ñïîñîá äëÿ êîìïàíèè óçíàòü î òîì,
íàñêîëüêî õîðîøî èäóò ó íåå äåëà.
Ýòî òàêæå îñíîâíîé ñïîñîá, ñ
ïîìîùüþ êîòîðîãî êîìïàíèÿ ìîæåò
íàó÷èòüñÿ ðàáîòàòü ëó÷øå.
Êîìïàíèÿ ÇÌ óòâåðæäàåò, ÷òî
ñâûøå 2/3 åå èííîâàöèé âûøëî èç
âûñëóøèâàíèÿ æàëîá ïîòðåáèòåëåé.

Ïðîñòî âûñëóøèâàòü æàëîáû
íåäîñòàòî÷íî, êîìïàíèÿ äîëæíà
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äàòü íà íèõ êîíñòðóêòèâíûé îòâåò.
Èç ÷èñëà ïîòðåáèòåëåé, êîòîðûå

ïîäàëè æàëîáó, îò 54% äî 70%
âíîâü âñòóïàþò â äåëîâûå
îòíîøåíèÿ ñ îðãàíèçàöèåé, åñëè èõ
æàëîáà âîçûìåëà äåéñòâèå. Ýòà
öèôðà âûðàñòàåò äî 95%, åñëè
ïîòðåáèòåëü ÷óâñòâóåò, ÷òî åãî
æàëîáà áûñòðî âîçûìåëà äåéñòâèå.
Ïîòðåáèòåëè, êîòîðûå âûñêàçûâàëè
ïðåòåíçèè ê îðãàíèçàöèè è
óäîâëåòâîðèòåëüíî ðàçðåøèëè ñâîè
ïðåòåíçèè, ðàññêàçàëè î
äîñòèãíóòîì èìè ñîãëàøåíèè
ïðèáëèçèòåëüíî 5 ëèöàì.

Êîãäà êîìïàíèÿ ïîíèìàåò, ÷òî
áëàãîðàñïîëîæåííûé ïîòðåáèòåëü
ìîæåò ïðèíîñèòü ñóùåñòâåííóþ
ñóììó äîõîäîâ â òå÷åíèå
íåñêîëüêèõ ëåò, êàæåòñÿ áåçóìèåì
ðèñêîâàòü ïîòåðåé ïîòðåáèòåëÿ,
èãíîðèðóÿ íåäîâîëüñòâî ëèáî ñïîð
ïî íåáîëüøîìó ïîâîäó. Íàïðèìåð,
IBM çàñòàâëÿåò êàæäîãî òîðãîâîãî
ïðåäñòàâèòåëÿ ïèñàòü ïîëíûé îò÷åò
ïî êàæäîìó ïîòåðÿííîìó
ïîòðåáèòåëþ è î âñåõ øàãàõ,
ïðåäïðèíÿòûõ äëÿ âîññòàíîâëåíèÿ
óäîâëåòâîðåíèÿ.

Îðèåíòèðîâàííàÿ íà
ïîòðåáèòåëÿ êîìïàíèÿ ìîæåò
ïðîñ÷èòûâàòü óðîâåíü
óäîâëåòâîðåíèÿ ïîòðåáèòåëÿ è
óñòàíàâëèâàòü çàäà÷è ïî åãî
äîñòèæåíèþ. Íàïðèìåð,
ïîäðàçäåëåíèå Øåâðîëå êîìïàíèè
Äæåíåðàë Ìîòîðñ äîñòèãëî
ïîêàçàòåëÿ óäîâëåòâîðåíèÿ äèëåðà/
ñåðâèñà 79 èç 100 â 1984 è íàäååòñÿ
äîñòè÷ü 90 ê 2000 ãîäó. Ó Øåâðîëå
ïîêàçàòåëü ïðèâåðæåííîñòè
êëèåíòà ïðè ïîâòîðíîé ïîêóïêå â
1984 ãîäó íàõîäèëñÿ íà óðîâíå 38

to the  complaints.
Of the customers who register a

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

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

A customer-oriented company
would track its customer satisfaction
level each period and set improvement
goals. For example, the Chevrolet
division of General Motors achieved a
dealer/service satisfaction index of 79
(maximum 100) in 1984 and hopes to
hit 90 by 1990. Its owner repurchase
loyalty stood at 38 in 1984, and it wants
to move this to 55 by 2000. If Chevrolet
manages to increase customer
satisfaction and loyalty , it does not
have to worry even if its profits are
down in a particular year: it is on the
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èç 100, è êîìïàíèÿ íàäååòñÿ
äîâåñòè åãî äî 55 ê 2000 ãîäó. Åñëè
Øåâðîëå ñòðåìèòñÿ ê ðîñòó
óäîâëåòâîðåíèÿ è ïðèâåðæåííîñòè
ïîòðåáèòåëÿ, âîâñå íå íóæíî
âîëíîâàòüñÿ â òîì ñëó÷àå, åñëè
ïðèáûëè ïàäàþò â îòäåëüíî âçÿòîì
ãîäó: êîìïàíèÿ íà ïðàâèëüíîì ïóòè.
Ñ äðóãîé ñòîðîíû, åñëè åå ïðèáûëè
ðàñòóò, íî óäîâëåòâîðåíèå
ïîòðåáèòåëÿ ïðîäîëæàåò ïàäàòü,
ðàçâèòèå èäåò íåïðàâèëüíî.
Ïðèáûëè ìîãóò âîçðàñòàòü èëè
ïàäàòü â îòäåëüíî âçÿòîì ãîäó ïî
ìíîãèì ïðè÷èíàì, âêëþ÷àÿ ðîñò
èçäåðæåê, ïàäàþùèå öåíû,
îñíîâíûå èíâåñòèöèè è ò.ï., íî
îñíîâíûì ïðèçíàêîì çäîðîâüÿ
êîìïàíèè ÿâëÿåòñÿ òî, ÷òî
ïîêàçàòåëü óäîâëåòâîðåíèÿ
ïîòðåáèòåëÿ âûñîê è ïðîäîëæàåò
ðàñòè. Óäîâëåòâîðåíèå ïîòðåáèòåëÿ
� ëó÷øèé èíäèêàòîð áóäóùèõ
äîõîäîâ êîìïàíèè.

right track. If, on the other hand, its
profits rise but its customer
satisfaction keeps falling, it is on the
wrong track. Profits could go up or
down in a particular year for many
reasons, including rising costs, falling
prices, major investments, and so on,
but the ultimate sign of a healthy
company is that its customer
satisfaction index is high and keeps
rising. Customer satisfaction is the
best indicator of the company�s future
profits.
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DAY 3     ÄÅÍÜ 3

SKILLS

to define Íåêîòîðûì ñëîâàì ñëîæíî äàòü îïðåäåëåíèå, ïîñêîëüêó
ó íèõ ìíîãî ðàçëè÷íûõ çíà÷åíèé.
×òî õàðàêòåðèçóåò íàñ ñåãîäíÿ?

carefully Äåðæèòå îñòîðîæíî � ýòî ñòåêëî, ÿ íå õî÷ó åãî ðàçáèòü.

trade-off Äëÿ òîãî, ÷òîáû óäåðæàòü öåíû, äîëæåí ñóùåñòâîâàòü
áàëàíñ ìåæäó êîëè÷åñòâîì è êà÷åñòâîì.

to research, Îíè ïðîâîäèëè óñïåøíûå èññëåäîâàíèÿ â ýòîé  îáëàñòè.
research Ýòà êíèãà áûëà õîðîøî èçó÷åíà.

to combine Äâå ñòðàíû îáúåäèíèëèñü ïðîòèâ èõ îáùåãî âðàãà.
Äàâàéòå ñîåäèíèì ìîè íàó÷íûå çíàíèÿ è âàøå çíàíèå
áèçíåñà è ó÷ðåäèì êîìïàíèþ.

to please Îí áûë î÷åíü íåäîâîëåí, êîãäà óçíàë îá ýòîì.
Îí äåëàåò òîëüêî òî, ÷òî åìó íðàâèòüñÿ è íèêîãäà íè î
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êîì íå äóìàåò.

supremely Ýòî ÷ðåçâû÷àéíî âàæíûé ìîìåíò.

to repeat Ïîæàëóéñòà, ïîâòîðèòå ýòî ñíîâà.
Íå ïîâòîðÿéòå òî, ÷òî ÿ âàì ñêàçàë.

attraction Èäåÿ ïóòåøåñòâèÿ ìàëî ïðèâëåêàëà ìåíÿ.
Çàìîê ÿâëÿåòñÿ áîëüøîé òóðèñòè÷åñêîé
äîñòîïðèìå÷àòåëüíîñòüþ.

satisifaction Ê ìîåìó óäîâîëüñòâèþ, áûëî äîêàçàíî, ÷òî ÿ ãîâîðèë
ïðàâäó.
Äëÿ óäîâëåòâîðåíèÿ âñåõ ïîòðåáèòåëåé áûëà
ïðîðàáîòàíà êàæäàÿ äåòàëü.

to pay attention Ýòèì ëþäÿì áûëî óäåëåíî ñëèøêîì ìíîãî âíèìàíèÿ.

recently ß òîëüêî íåäàâíî íà÷àë èçó÷àòü ôðàíöóçñêèé.
ß äî íåäàâíåãî âðåìåíè æèë â Ëîíäîíå.

aim Åãî öåëü áûëà î÷åíü õîðîøà.
×òî ÿâëÿåòñÿ öåëüþ âàøåé æèçíè?
Öåëüþ âñòðå÷è áûëî äîñòèæåíèå ñîãëàøåíèÿ ïî öåíàì.

quest Îíè ïóòåøåñòâîâàëè â ïîèñêàõ çîëîòà.

to rely Òû íå ìîæåøü ïîëàãàòüñÿ íà ïîãîäó.
Äóìàþ, ÷òî ìîãó ïðèéòè, íî íå ðàññ÷èòûâàé íà ýòî.
Ïîëîæèñü íà ìåíÿ.

to delight Îíà ðàçâåñåëèëà àóäèòîðèþ ñâîèìè øóòêàìè.
Ìû áûëè îáðàäîâàíû îòêëèêîì íà íàøó ðåêëàìó.

opinion Åå ïîâåäåíèå ïîäòâåðæäàåò ìîå ìíåíèå, ÷òî îíà çäåñü
íåñ÷àñòëèâà.
Îáùåñòâåííîå ìíåíèå íàñòðîåíî ïðîòèâ íåãî.

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________
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DAY 4     ÄÅÍÜ 4

TOEFL TRAINING (contd.)

24. That � other uses

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

say tell think    believe

John said that he was leaving next week.
OR

John said he was leaving next week.

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

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

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

mention declare report state

The mayor declared that on June the first he would announce the results
of the search.
George mentioned that he was going to France next year.
The article stated that this solution was flammable.

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

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

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

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

That John would do such a thing surprises me.

It wasn�t believed until the fifteenth century that the earth revolves around
the sun.

OR
That the earth revolves around the sun wasn�t believed until the fifteenth
century.

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

That the Williams boy is abusing drugs is obvious.

25. Subjunctive

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

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

Study the following list of verbs.

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

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

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

The judge insisted that the jury return a verdict immediately.
The university requires that all its students take this course.
The doctor suggested that his patient stop smoking.
Congress has decreed that the gasoline tax be abolished.
We proposed that he take a vacation.
I move that we adjourn until this afternoon.
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The simple form of the verb is also used after impersonal expressions
with the same meaning as the above verbs. The adjectives that fit into this
formula include the following.

advised necessary recommended urgent
important obligatory required imperative
mandatory proposed suggested

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

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

It is necessary that he find the books.
It was urgent that she leave at once.
It has been proposed that we change the topic.
It is important that you remember this question.
It has been suggested that he forget the election.
It was recommended that we wait for the authorities.

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

write correct.

1. The teacher demanded that the student left the room.
2. It was urgent that he called her immediately.
3. It was very important that we delay discussion.
4. She intends to move that the committee suspends discussion on this

issue.
5. The king decreed that the new laws took effect the following month.
6. I propose that you should stop this rally.
7. I advise you take the prerequisites before registering for this course.
8. His father prefers that he attends a different university.
9. The faculty stipulated that the rule be abolished.
10. She urged that we found another alternative.
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DAY 5            ÄÅÍÜ 5

British English vs American English

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

Grammar
Some of the main differences are as follows:

� The Americans tend to use a past tense where the British would use
a present perfect:

I have finished the report (BrE)
Have you seen it yet? (BrE)
I finished the report. (AmE)
Did you see it yet? (AmE)

� In AmE the past participle of get is gotten:
He�s never really got over the death of his wife. (BrE)
He�s never really gotten over the death of his wife. (AmE)

Some Americans say boughten instead of bought.

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

� The use of prepositions and adverbs changes slightly:
BrE AmE

check something check something out
do something again do something over
meet somebody meet with somebody
stay at home stay home
visit someone visit with someone
at the weekend on the weekend
Monday to Wednesday Monday thru Wednesday

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

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

Vocabulary

� In business correspondence:
1.1 In Britain the day of the month is written first. In AmE the month

comes first: 12.5.94 =  the twelfth of May (BrE); the fifth of December (AmE).
1.2 When writing to a firm, Americans may begin with Gentlemen,

although this is becoming less commonly used.
1.3 In the United States it is more common to end the letter with Sincerely

rather than Yours sincerely/Yours faithfully.

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

       BrE     AmE
anywhere anyplace
flat apartment
barrister, solicitor attorney
car automobile
(advertising) hoarding billboard
wallet billfold
taxi cab
reverse the charges call collect
maize corn
tailor customize
tailor-made custom-made
lift elevator
autumn fall
ground floor first floor
puncture flat
motorway freeway
petrol gas
railway railroad
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rise (in salary/prices) raise
estate agent realtor
public toilet rest room
return round-trip
timetable schedule
pavement sidewalk
sleeping partner silent partner
tube subway
lorry truck
toll motorway turnpike
holiday vacation
corn wheat
post code zip code

� When acknowledging thanks in AmE say You�re welcome, in BrE say
Don�t mention it or That�s all right.

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

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

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

� If you say �The presentation bombed� in AmE, it means �the presentation
was a disaster�. In Great Britain �it went like a bomb� means that everyone
thought it was fantastic.
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Spelling

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

Past participle endings:
spelt, burnt, spoilt spelled, burned, spoiled

Practice

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

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

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________



89
Ñîâðåìåííûé Ãóìàíèòàðíûé Óíèâåðñèòåò

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________



90
Ñîâðåìåííûé Ãóìàíèòàðíûé Óíèâåðñèòåò

LESSON 5  ÓÐÎÊ 5

DAY 1            ÄÅÍÜ 1
~ Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ

Pepsi-Cola Attacks
Coca-Cola

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

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

Ïåïñè-êîëà àòàêóåò êîìïàíèþ
Êîêà-êîëà.

Äî âòîðîé ìèðîâîé âîéíû Êîêà-
êîëà äîìèíèðîâàëà â àìåðèêàíñêîé
èíäóñòðèè áåçàëêîãîëüíûõ
íàïèòêîâ. Íå áûëî íè îäíîé ôèðìû,
íà âòîðîì ìåñòå äîñòîéíîé
óïîìèíàíèÿ. �Ïåïñè ñ òðóäîì
âûçûâàëà èñêðó óçíàâàíèÿ â
ñîçíàíèè, îêêóïèðîâàííîì Êîêîé�.
Ïåïñè-êîëà áûëà áîëåå íîâûì
íàïèòêîì, êîòîðûé òðåáîâàë
ìåíüøèõ çàòðàò íà ïðîèçâîäñòâî è
îáëàäàë ìåíåå ïðèâëåêàòåëüíûì
âêóñîì, ÷åì ïðîäóêöèÿ Êîêè.
Ãëàâíûì ïðåèìóùåñòâîì ïðè åãî
ïðîäàæå áûëî òî, ÷òî ïðåäëàãàëîñü
áîëüøå íàïèòêà ïî òîé æå ñàìîé
öåíå. Ïåïñè ñäåëàëà óäàðåíèå íà
ýòîì â ñâîåé ðåêëàìå, �Â äâà ðàçà
áîëüøå çà òå æå 5 öåíòîâ�. Âåñüìà
ïîñðåäñòâåííàÿ ïî äèçàéíó áóòûëêà
ïåïñè áûëà îáêëååíà áóìàæíûì
ÿðëûêîì, êîòîðûé ÷àñòî
çàãðÿçíÿëñÿ ïðè ïåðåâîçêå, ÷òî
óñèëèâàëî âïå÷àòëåíèå
âòîðîñîðòíîñòè áåçàëêîãîëüíîãî
íàïèòêà.

Âî âðåìÿ âòîðîé ìèðîâîé âîéíû
Ïåïñè è Êîêà óâåëè÷èâàëè ñâîè
ïðîäàæè ïî ìåðå òîãî, êàê âñëåä çà
àìåðèêàíñêèì ôëàãîì îíè
øåñòâîâàëè ïî âñåìó ìèðó. Ïîñëå
âîéíû ïðîäàæè Ïåïñè ñòàëè ïàäàòü
ïî îòíîøåíèþ ê îáúåìó ïðîäàæ
Êîêè. Â ÷èñëî ôàêòîðîâ,
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óâåëè÷èâàâøèõ òðóäíîñòè Ïåïñè,
âõîäèëè: ïëîõîé èìèäæ, ïëîõîé
âêóñ íàïèòêà, ïëîõàÿ óïàêîâêà è
ïëîõîé êîíòðîëü çà êà÷åñòâîì.
Êðîìå òîãî, Ïåïñè áûëà âûíóæäåíà
ïîâûñèòü öåíû, ÷òîáû ïîêðûòü
ðàñòóùèå ðàñõîäû, ÷òî ïðèâåëî ê
óìåíüøåíèþ îáúåìà òîðãîâûõ
ñäåëîê. Â êîíöå 1940 ãîäîâ â Ïåïñè
ãîñïîäñòâîâàëî âåñüìà
ïîäàâëåííîå íàñòðîåíèå.

Â ýòîò ìîìåíò ê ðóêîâîäñòâó
Ïåïñè-êîëîé ïðèøåë Àëüôðåä Í.
Ñòèë, îáëàäàâøèé âûñîêîé
ðåïóòàöèåé êîììåðñàíòà. Îí è åãî
øòàá ïîíÿëè, ÷òî ãëàâíàÿ íàäåæäà
ñîñòîèò â òîì, ÷òîáû ïðåâðàòèòü
Ïåïñè èç äåøåâîãî ïîäðàæàíèÿ
Êîêå â ïåðâîêëàññíûé íàïèòîê. Îíè
ïîíÿëè, ÷òî ýòîò ïåðåõîä ìîæåò
ïîòðåáîâàòü íåñêîëüêî ëåò, è
çàäóìàëè âåëèêîå íàñòóïëåíèå
ïðîòèâ Êîêè, êîòîðîå äîëæíî áûëî
îñóùåñòâèòüñÿ â äâà ýòàïà. Íà
ïåðâîì ýòàïå, êîòîðûé
ïðîäîëæàëñÿ ñ 1950 ïî 1955 ãã.,
áûëè ïðåäïðèíÿòû ñëåäóþùèå
øàãè. Âî-ïåðâûõ, áûë óëó÷øåí âêóñ
ïåïñè. Âî-âòîðûõ, áóòûëêà è äðóãèå
ñèìâîëû êîìïàíèè áûëè èçìåíåíû
è óíèôèöèðîâàíû. Â-òðåòüèõ,
ðåêëàìíàÿ êîìïàíèÿ áûëà
ñêîððåêòèðîâàíà ïîä îáíîâëåííûé
èìèäæ Ïåïñè. Â-÷åòâåðòûõ, Ñòèë
âûáðàë 25 ãîðîäîâ äëÿ îñîáî
èíòåíñèâíîé áîðüáû çà ìåñòî íà
ðûíêå.

Ê 1955 ãîäó âñå îñíîâíûå
íåäîñòàòêè Ïåïñè áûëè óñòðàíåíû,
ïðîäàæè ñóùåñòâåííî âûðîñëè, è
Ñòèë áûë ãîòîâ ïåðåéòè ê
ñëåäóþùåìó ýòàïó. Âòîðîé ýòàï
ñîñòîÿë â ïðÿìîé àòàêå íà

and poor quality control. Furthermore
Pepsi had to raise its prices to cover
rising costs, and it became less of a
bargain than before. Morale was quite
low at Pepsi toward the end of the
1940s.

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

By 1955, all of Pepsi�s major
weaknesses had been overcome, sales
had climbed substantially, and Steele
was ready for the next phase. The
second phase consisted of mounting
a direct attack on Coke�s �on�
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�ðàñïèâî÷íûé� ðûíîê Êîêè, â
÷àñòíîñòè, íà ñåãìåíòû ðûíêà
àâòîìàòîâ ïî ïðîäàæå è
îõëàæäåííûõ áóòûëîê, êîòîðûå
ðàíüøå áûñòðî ðîñëè. Äðóãîå
ðåøåíèå çàêëþ÷àëîñü â ïðèìåíåíèè
áóòûëîê íîâîãî ðàçìåðà, áîëåå
óäîáíûõ äëÿ ïîòðåáèòåëåé íà ðûíêå
äîìàøíåãî ïîòðåáëåíèÿ è íà ðûíêå
îõëàæäåííûõ áóòûëîê. Íàêîíåö,
Ïåïñè ïðåäëîæèëà ôèíàíñîâóþ
ïîääåðæêó òåì ïðîäàâöàì áóòûëîê
ïåïñè, êîòîðûå õîòåëè êóïèòü è
óñòàíîâèòü àâòîìàò ïî ïðîäàæå
ïåïñè. Ýòà ðàáîòà â òå÷åíèå 1955-
1960 ãã. ïðèâåëà ê çíà÷èòåëüíîìó
ðîñòó ïðîäàæ Ïåïñè. Â òå÷åíèå
îäíîãî äåñÿòèëåòèÿ ïðîäàæè Ïåïñè
âûðîñëè â÷åòâåðî.

premise� market, particularly the
vending machine and cold-bottle
segments, which were growing fast.
Another decision was to introduce
new-size bottles that offered
convenience to customers in the take-
home and cold-bottle markets. Finally,
Pepsi offered to finance its bottlers
who were willing to buy and install
Pepsi vending machines. These action
during 1955 to 1960 led to
considerable sales growth for Pepsi.
Within one decade, Pepsi�s sales had
grown fourfold.
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DAY 2            ÄÅÍÜ 2
~ Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ

Yamaha Attacks Honda

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

ßìàõà àòàêóåò Õîíäó

Â ñàìîì íà÷àëå 60-õ ãîäîâ Õîíäà
ïîñòàâèëà ñåáÿ êàê ìàðêà
ìîòîöèêëîâ íîìåð 1 â Ñîåäèíåííûõ
Øòàòàõ. Åå ëåãêèå ìàøèíû, î÷åíü
ïðèÿòíûå íà ãëàç, ëîçóíã �Âû
âñòðåòèòå ñàìûõ êðàñèâûõ ëþäåé íà
Õîíäå�, àãðåññèâíàÿ îðãàíèçàöèÿ
ïðîäàæè, è ñèñòåìà äèñòðèáóöèè
ñîñòàâèëè êîìáèíàöèþ, ïðèâåäøóþ
ê çàõâàòó âñåãî ðûíêà ìîòîöèêëîâ.
ßìàõà, äðóãîé ÿïîíñêèé
ïðîèçâîäèòåëü, ðåøèëà âûñòóïèòü
íà ðûíêå ïðîòèâ Õîíäû. Åå ïåðâûì
øàãîì áûëî èçó÷åíèå îñíîâíûõ
ñëàáîñòåé Õîíäû, êîòîðûå
âêëþ÷àëè â ñåáÿ: íåñêîëüêî
äèëåðîâ, ñòàâøèõ áîãàòûìè è
ëåíèâûìè; çàïóòàííûå èçìåíåíèÿ
ìåíåäæìåíòà; èãíîðèðîâàíèå
äèëåðîâ, æåëàâøèõ ïîëó÷èòü
ñêèäêó, è íåóäà÷è â óëó÷øåíèè
òåõíè÷åñêèõ õàðàêòåðèñòèê ñâîèõ
ìîòîöèêëîâ. ßìàõà ïðåäëîæèëà
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motivate these dealers. It improved its
motorcycle to the point that it could
claim and demonstrate the
motorcycle�s mechanical superiority.
It spent liberally on advertising and
sales promotion programs to build
buyer awareness and dealer
enthusiasm. When motorcycle safety
became a big issue, Yamaha designed
superior safety features and
advertised them extensively. These
strategies propelled Yamaha into a
clear second position in an industry
swarming with over fifty
manufacturers.

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

ñêèäêè ëó÷øèì èç îòâåðãíóâøèì
Õîíäó äèëåðîâ è èñïîëüçîâàëà
ðàáîòàâøèõ ñ ýíòóçèàçìîì
òîðãîâûõ ïðåäñòàâèòåëåé äëÿ òîãî,
÷òîáû îáó÷èòü è çàèíòåðåñîâàòü
ýòèõ äèëåðîâ. Îíà óëó÷øèëà ñâîè
ìîòîöèêëû äî òàêîé ñòåïåíè, ÷òî
ñìîãëà çàÿâèòü îá èõ òåõíè÷åñêîì
ïðåâîñõîäñòâå è ïðîäåìîíñòðè-
ðîâàòü åãî. Îíà øèðîêî òðàòèëàñü
íà ðåêëàìó è ïðîãðàììû ïî
ïðîäâèæåíèþ ïðîäàæ äëÿ òîãî,
÷òîáû ïðèäàòü óâåðåííîñòè
ïîêóïàòåëÿì è ýíòóçèàçìà äèëåðàì.
Êîãäà áåçîïàñíîñòü ìîòîöèêëîâ
ñòàëà èãðàòü âàæíóþ ðîëü, ßìàõà
ðàçðàáîòàëà áîëåå âûñîêèå
ñòàíäàðòû áåçîïàñíîñòè è øèðîêî
èõ ðàçðåêëàìèðîâàëà. Ýòè
ñòðàòåãèè âûâåëè ßìàõó íà ïðî÷íîå
âòîðîå ìåñòî â îòðàñëè, êîòîðàÿ
íàñ÷èòûâàëà ñâûøå 50
ïðîèçâîäèòåëåé.

Íî çàòåì ïðåçèäåíò ßìàõè Õèñàî
Êîéêå ïðåäïðèíÿë ðåøèòåëüíóþ
ïîïûòêó îòîáðàòü ïåðâîå ìåñòî ó
Õîíäû. ßìàõà ïðèíÿëà ëîçóíã
�Ñòàíü ïåðâûì!� è âûïóñòèëà
íåñêîëüêî íîâûõ ìîäåëåé â
àòàêóþùåì ñòèëå. Ïëàí áûë ïëîõî
ïðîäóìàí, ñêëàäû ßìàõè áûëè
çàòîâàðåíû ãîòîâîé ïðîäóêöèåé, è
îíà áûëà âûíóæäåíà âðåìåííî
îòêàçàòüñÿ îò óñëóã 2000 ðàáî÷èõ.
Êîéêå áûë ñìåùåí ñ ïîñòà
ïðåçèäåíòà, è �àòàêà êàìèêàäçå�
ïðîâàëèëàñü.
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DAY 3     ÄÅÍÜ 3
SKILLS

to dominate ×ëåíû êîìèòåòà âìåñòå ðàáîòàëè õîðîøî, õîòÿ
ïðåäñåäàòåëü èíîãäà ñòðåìèëñÿ ïðîÿâèòü ñâîþ âëàñòü.
Ýòè ïðîáëåìû äîìèíèðîâàëè íà âûáîðàõ.

to manufacture Ôèðìà ïðîèçâîäèò àâòîìîáèëè.
Âàì íàäî èçîáðåñòè ïðè÷èíó, ïî êîòîðîé âû íå ñìîãëè
ïðèéòè!

point Àâòîáóñ îñòàíàâëèâàåòñÿ ïî äîðîãå â ÷åòûðåõ ìåñòàõ.
ß íå âèæó íè îäíîãî ñëàáîãî ìåñòà â âàøåì ïëàíå.
Ïîçâîëüòå ìíå ðàññêàçàòü íåáîëüøóþ èñòîðèþ, ÷òîáû
óòî÷íèòü ìîþ òî÷êó çðåíèÿ.

label Íà áóòûëêå áûëà íàäïèñü �ÿä�.
Åìó íå õîòåëîñü ïîëó÷èòü ÿðëûê àíàðõèñòà (anarchist).

furthermore Äîì ñëèøêîì ìàë äëÿ ñåìüè èç ÷åòûðåõ ÷åëîâåê è ê
òîìó æå ðàñïîëîæåí íåóäà÷íî.
Óæå ñòåìíåëî è äàæå ñîáèðàëñÿ ïîéòè äîæäü.

morale Íàñòðîåíèå ëþäåé óïàëî.
Ãîâîðÿ åìó, ÷òî åãî ðàáîòà öåííà, Âû ïîäíèìàåòå åãî
íàñòðîåíèå.

reputation Ó ðåñòîðàíà áûëà õîðîøàÿ ðåïóòàöèÿ.
Ó íåå áûëà ðåïóòàöèÿ õîðîøåãî ïèñàòåëÿ.

to lay Îí ïîëîæèë ñâîå ïàëüòî íà ñòóë.
Ñòðàíà ëåæàëà â ðóèíàõ.
Ïðîåêò áûë ïðåäñòàâëåí ïåðåä êîìèòåòîì.

to conceive Â äàâíèå âðåìåíà ìèð ïðåäñòàâëÿëè â âèäå ïëîñêîñòè
(a flat).
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Òðóäíî ïðåäñòàâèòü ñåáå æèçíü áåç ýëåêòðè÷åñòâà.

to improve ß õî÷ó óëó÷øèòü ñâîé àíãëèéñêèé.
Ïåðñïåêòèâû áèçíåñà íåîæèäàííî óëó÷øèëèñü.

upgrade Îí íàäååòñÿ íà ïîâûøåíèå.
Ìû õîòèì ïîâûñèòü çàðïëàòó íàøèõ ñëóæàùèõ.

to climb Îí ìåäëåííî, íî óâåðåííî ïîäíèìàëñÿ ê âëàñòè.
Çíà÷åíèå èìïîðòà âîçðîñëî â ïðîøëîì ãîäó.

to launch Îí íà÷àë àòàêó íà ñâîèõ ïîëèòè÷åñêèõ îïïîíåíòîâ.
Îíà íàìåðåâàåòñÿ îðãàíèçîâàòü êîìïàíèþ ïî
èçãîòîâëåíèþ èãðóøåê.

feature Äîæäëèâàÿ ïîãîäà � ýòî ñîñòàâíàÿ ÷àñòü æèçíè â
Øîòëàíäèè.
Âû ÷èòàëè ñïåöèàëüíóþ ñòàòüþ î êîìïüþòåðàõ â ãàçåòå?

withdrawn Îíà ñíÿëà 50 äîëëàðîâ ñî ñâîåãî ñ÷åòà â áàíêå (bank
account).
Ëåêàðñòâî áûëî âûâåäåíî ñ ðûíêà.
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DAY 4     ÄÅÍÜ 4

TOEFL TRAINING (contd.)

26. Inclusives

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

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

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

OR

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

Robert is not only talented but also handsome.
             adjective                        adjective

Beth plays not only the guitar but also the violin.
        noun                     noun

noun
adjective
adverb
propositional phrase

{ } noun
adjective
adverb
propositional phrase

{ }
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He writes not only correctly but also neatly.
                 adverb             adverb

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

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

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

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

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

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

 subject + verb +                                 + as well as +

OR

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

Robert is talented as well as handsome.
         adjective                            adjective

Beth plays the guitar as well as the violin.
  noun        noun

He writes correctly as well as neatly.
             adverb                           adverb

Marta excels in mathematics as well as in science.
       prepositional                               prepositional

                                  phrase                                         phrase

Paul Anka plays the piano as well as composes music.
                        verb                                                    verb

noun
adjective
adverb
propositional phrase

{ } noun
adjective
adverb
propositional phrase

{ }
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NOTE: When using as well as to indicate a compound subject, the phrase
should be set off by commas. The verb will agree with the principal subject,
NOT with the noun closest to it.

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

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

Robert is both talented and handsome.
         adjective              adjective

Beth plays both the guitar and the violin.
  noun         noun

He writes both correctly and neatly.
            adverb                adverb

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

Paul Anka both plays the piano and composes music.
           verb                     verb

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

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

well as) in the following sentences.

1. Julia speaks_________Spanish but also French.
2. She bought the yellow sweater_______________the beige skirt.
3. They have houses __________ in the country and in the city.
4. He is not only industrious_________ingenious.
5. Her children have American cousins _________ Spanish ones.
6. Their European tour includes _________ Germany and Austria but also
     Switzerland.
7. He bandaged the arm both tightly _________ quickly.
8. Clark not only practices law _________ teaches it.
9. Tom Tryon is a playwright _________ an actor.
10. The bride�s bouquet included roses _________ orchids.
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27. Know/Know How

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

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

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

subject + know +

Bill knows how to play tennis well.
Maggie and her sister know how to prepare Chinese food.
Do you know how to get to Jerry�s house from here?
Jason knew the answer to the teacher�s question.
No one knows about Roy�s accepting the new position.
I didn�t know that you were going to France.

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

1. The fourth graders __________ to multiply.
2. How many people here _________ to ski?
3. We _________ about Mary�s engagement to James.
4. The chemistry students _________ the formula for salt.
5. Although he has been driving for fifteen years, he doesn�t ________ to
change a tire properly.
6. Leon _________ that his friends would react to his proposition.
7. Nobody __________ to get to the turnpike yesterday.
8. The owner of the store was away, but she _________ about the robbery.
9. We _________ to type before we entered the university.
10. He doesn�t__________to dance, but he tries.

noun
prepositional phrase
sentence

{ }
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DAY 5 ÄÅÍÜ 5

Wish

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

We wish to invite you to participate in a joint venture.
1.1 However, wish cannot be directly followed by a noun; if there is a
noun use would like:
I would like a catalogue and price list.
(NOT * I wish a catalogue and price list)

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

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

I wish I knew the answer. (but I don t)
I wish I could tell you. (but I can�t)
He wishes he had received more information. (but he didn�t)
She wishes she had learnt Spanish at college. (but she didn�t)

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

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

I wish you would listen.
I wish they would keep their promises.
He wishes she would be more cooperative.
Note that it is impossible to say or write:
* I wish I would... * He wishes he would.. .etc.

� Learners of English very often mistakenly use �would� in the examples
given in 3 above. (e.g. * I wish I would know the answer.)

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

I wish/if only I understood.
I wish/if only she had made a small concession.
I wish/if only they would abolish all the red tape.
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Practice
a. Complete the blanks using wish or would like.

CONFIRM WE ___________ AN INITIAL QTY OF
1,000 UNITS.
IF QUALITY ACCEPTABLE WE MAY ____________
TO ORDER ANOTHER 1,000 AT A LATER DATE.

b. How do the people in the following situations feel?
1. The day before yesterday Nobuhiko Kawamoto sold 2,000 shares in

Atsugi Nylon at Y1,600. He has just bought a copy of the Wall St. Journal and
seen they are now trading at Y1,750.

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

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

4. Luigi Marrocco�s office is on the fourth floor and the photocopying
room is on the first floor. Every day he has to go up and down the stairs at least
thirty times.

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________

_____________________________________________________________________________________________________
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Complex prepositions
1 Many prepositions are made up of two or more words
according to apart from as for
except for further to out of
instead of on to
regardless of up to

2 Some complex prepositions contain a noun between two
prepositions:

by means of in addition to in case of
in favour of in spite of in view of
on account of on behalf of with reference to
in accordance with in consultation with in line with
with effect from in touch with
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Practice
e. Complete this fax using the following:

in line with instead of in favour
further to up to on account of
regardless of with reference to
as for in touch with

1___________ your recent request I have
been 2___________ Robert Macdonald
3___________ the making of a promotional
videocassette.
He is 4___________ shooting the film in
London 5___________ Los Angeles as you
originally suggested 6___________ the
expense.
7___________ me, I think L.A. would be a
much better location 8___________ the cost
and 9___________ what our C.E.0. wants. In
any case, we have a budget of
10___________ $100,000 so I don�t see the
point of making false economies.
Regards,
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LESSON 6  ÓÐÎÊ 6

DAY 1            ÄÅÍÜ 1
~ Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ

Nature and Importance of
Retailing

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

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

Ñóùíîñòü è çíà÷åíèå
ðîçíè÷íîé òîðãîâëè

Ðîçíè÷íàÿ òîðãîâëÿ âêëþ÷àåò
âñå âèäû äåÿòåëüíîñòè,
ñîïðÿæåííûå ñ ïðîäàæåé òîâàðîâ
èëè óñëóã íåïîñðåäñòâåííî ïðÿìûì
ïîòðåáèòåëÿì äëÿ èõ ïåðñîíàëüíîãî
íåïðîèçâîäñòâåííîãî ïîëüçîâàíèÿ.
Ëþáàÿ îðãàíèçàöèÿ, êîòîðàÿ
çàíèìàåòñÿ ïîäîáíîé òîðãîâëåé,
áóäü òî ïðîèçâîäèòåëü, îïòîâèê,
èëè ðîçíè÷íûé òîðãîâåö,
çàíèìàåòñÿ ðîçíè÷íîé òîðãîâëåé.
Íå âàæíî, êàê ïðîäàþòñÿ òîâàðû
èëè óñëóãè (ëè÷íî, ïî ïî÷òå, ïî
òåëåôîíó ëèáî ÷åðåç àâòîìàò) èëè
ãäå îíè ïðîäàþòñÿ (â óíèâåðìàãå,
íà óëèöå, èëè ó ïîòðåáèòåëÿ äîìà).
Ñ äðóãîé ñòîðîíû, ïðåäïðèÿòèå
ðîçíè÷íîé òîðãîâëè èëè ðîçíè÷íûé
ìàãàçèí � ýòî ëþáîå äåëîâîå
ïðåäïðèÿòèå, îáúåì ïðîäàæ
êîòîðîãî îïðåäåëÿåòñÿ â ïåðâóþ
î÷åðåäü òîðãîâëåé â ðîçíèöó.

Ðîçíè÷íàÿ òîðãîâëÿ ÿâëÿåòñÿ
îäíîé êðóïíåéøèõ îòðàñëåé
Ñîåäèíåííûõ Øòàòîâ. Ðîçíè÷íûå
ìàãàçèíû ñîñòàâëÿþò ïðèáëèçè-
òåëüíî 20% îò âñåõ êîìïàíèé
Ñîåäèíåííûõ Øòàòîâ, ÷òî
ïðåâûøàåò ÷èñëî êîìïàíèé,
çàíÿòûõ ïðîèçâîäñòâîì è îïòîâîé
òîðãîâëåé; ýòî òðåòèé ïî
çíà÷èìîñòè èñòî÷íèê çàíÿòîñòè â
ñòðàíå, ïðåäîñòàâëÿþùèé ðàáî÷èå
ìåñòà ñâûøå 14 ìëí. ÷åëîâåê.
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generated a total of approximately
$1,300 billion in sales in 1984. The
largest retailers and their sales in
billions in 1985 were Sears Roebuck
($40,7) ,K-Mart ( $22,4), Safeway
Stores ($19,7), Kroger ($17,1),
American Stores ($13.9), J. C. Penney
($13,7), Southland ($12,5), Federated
Department Stores ($10,0), and Lucky
Stores($9,3).

Types of Retailers

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

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

Îòðàñëü íàñ÷èòûâàåò ñâûøå 1,5
ìëí. îäíîñîñòàâíûõ îðãàíèçàöèé è
ñâûøå 415000 ìíîãîñòðóêòóðíûõ
îðãàíèçàöèé; â 1984 ãîäó îáùèé
îáúåì ïðîäàæ â íåé ñîñòàâëÿë
ïðèáëèçèòåëüíî 1300 ìëðä. Ñàìûìè
êðóïíûìè ðîçíè÷íûìè òîðãîâöàìè
ñ ìèëëèàðäíûì óðîâíåì ïðîäàæ â
1985 ãîäó áûëè: Ñèðñ Ðåáîê (40,7
ìëðä. äîëëàðîâ), Ê-Ìàðò (22,4
ìëðä. äîëëàðîâ), Ñýéôâýé Ñòîðç
(19,7 ìëðä. äîëëàðîâ), Êðîãåð (17,1
ìëðä äîëëàðîâ), Àìåðèêýí Ñòîðç
(13,9 ìëðä. äîëëàðîâ), Äæ.Ñ Ïýííè
(13,7 ìëðä. äîëëàðîâ), Ñàóòëýíä
(127 ìëðä. äîëëàðîâ), ôåäåðàëüíûé
Äåïàðòàìåíò ìàãàçèíîâ (10 ìëðä.
äîëëàðîâ) è Ëàêè Ñòîðç (9,3 ìëðä.
äîëëàðîâ).

Âèäû ïðåäïðèÿòèé ðîçíè÷íîé
òîðãîâëè

Ðîçíè÷íûå îðãàíèçàöèè
ïðåäñòàâëÿþò áîëüøîå
ðàçíîîáðàçèå, è èõ íîâûå ôîðìû
ïðîäîëæàþò ïîÿâëÿòüñÿ. Áûëî
ïðåäëîæåíî íåñêîëüêî
îïðåäåëåíèé.

Ìàãàçèíû ðîçíè÷íîé
òîðãîâëè. Ïîòðåáèòåëè â
ñîâðåìåííîì òîðãîâîì öåíòðå
ìîãóò ñäåëàòü ïîêóïêè â áîëüøîì
ìíîæåñòâå ìàãàçèíîâ, â òîì ÷èñëå
â óíèâåðìàãàõ, áóòèêàõ, ìàãàçèíàõ,
òîðãóþùèõ ñî ñêèäêîé, îòäåëàõ
ôàñò-ôóä, â ñåðâèñíûõ ðîçíè÷íûõ
îðãàíèçàöèÿõ, òàêèõ, êàê áþðî
ïóòåøåñòâèé è áðîêåðñêèå ôèðìû
è ò.ï. Íà ïóòè îò òîðãîâîãî öåíòðà
ïîòðåáèòåëü ïðîåäåò ìèìî
ìàãàçèíîâ äðóãèõ òèïîâ, â òîì
÷èñëå ñóïåðìàðêåòîâ, ìåëêèõ
ìàãàçèí÷èêîâ, òîðãóþùèõ âñÿêîé
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Non-Store Retailers. Although
the overwhelming majority of goods
and services are sold through stores,
nonstore retailing has been growing
much faster then store retailing,
amounting to more than 12 percent
of all consumer purchases. Some
observers foresee as much as a third
of all general�merchandise retailing
being done through non-store
channels by the end of the century.
Some predict the growth of electronic
shopping, where consumers will order
their goods using home computers
and receive them or pick them up
without stepping into stores. Here we
can see direct marketing, direct
selling, automatic vending, and buying
service.

âñÿ÷èíîé, áîëüøèõ õîçÿéñòâåííûõ
ìàãàçèíîâ, ìàãàçèíîâ�ñêëàäîâ,
âûñòàâîê êàòàëîãîâ è çàâîäñêèõ
ëàâîê.

Ðîçíè÷íûå ïðåäïðèÿòèÿ, íå
òîðãóþùèå ÷åðåç ìàãàçèíû. Õîòÿ
ïîäàâëÿþùåå áîëüøèíñòâî òîâàðîâ
è óñëóã ïðîäàåòñÿ ÷åðåç ìàãàçèíû,
íåìàãàçèííàÿ ðîçíè÷íàÿ òîðãîâëÿ
ðàñòåò ãîðàçäî áûñòðåå, äîñòèãàÿ
áîëåå ÷åì 12% îò âñåõ
ïîòðåáèòåëüñêèõ çàêóïîê.
Íåêîòîðûå îáîçðåâàòåëè
ïðîãíîçèðóþò, ÷òî ê êîíöó âåêà
òðåòü âñåé êîììåð÷åñêîé ðîçíè÷íîé
òîðãîâëè áóäåò èäòè ÷åðåç
íåìàãàçèííûå êàíàëû. Íåêîòîðûå
ïðåäðåêàþò ðîñò ýëåêòðîííûõ
ïîêóïîê, êîãäà ïîòðåáèòåëè ìîãóò
çàêàçàòü òîâàðû, èñïîëüçóÿ
äîìàøíèå êîìïüþòåðû, è ïîëó÷èòü
èëè çàáðàòü òîâàðû, íå çàõîäÿ â
ìàãàçèí. Çäåñü ìû âèäèì ïðÿìîé
ìàðêåòèíã, ïðÿìóþ òîðãîâëþ,
àâòîìàòè÷åñêóþ ïðîäàæó è
îáñëóæèâàíèå ïîêóïàòåëåé.
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DAY 2            ÄÅÍÜ 2
~ Ïåðåâåäèòå òåêñò ïî ìåòîäèêå ÐÀÏ

Nature and Importance of
Wholesaling

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

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

Ñóùíîñòü è çíà÷åíèå îïòîâîé
òîðãîâëè

Îïòîâàÿ òîðãîâëÿ âêëþ÷àåò â
ñåáÿ âñå âèäû äåÿòåëüíîñòè ïî
ïðîäàæå òîâàðîâ èëè óñëóã òåì, êòî
èõ ïîêóïàåò äëÿ ïåðåïðîäàæè ëèáî
èñïîëüçîâàíèÿ â áèçíåñå. Òàêèì
îáðàçîì, êîãäà ðîçíè÷íàÿ ïåêàðíÿ
ïðîäàåò òåñòî ìåñòíîìó îòåëþ, îíà
âîâëåêàåòñÿ â îïòîâóþ òîðãîâëþ.
Îäíàêî ìû áóäåì èñïîëüçîâàòü
òåðìèí �ïðåäïðèÿòèÿ îïòîâîé
òîðãîâëè� äëÿ îïèñàíèÿ ôèðì,
çàíÿòûõ â ïåðâóþ î÷åðåäü îïòîâûìè
ïðîäàæàìè. Ýòî èñêëþ÷àåò
ïðîèçâîäèòåëåé è ôåðìåðîâ,
ïîòîìó ÷òî îíè â îñíîâíîì çàíÿòû
â ïðîèçâîäñòâå, à òàêæå ðîçíè÷íûõ
òîðãîâöåâ. Îêîëî 5 ìëí. ÷åëîâåê
çàíÿòû â êàêîé-ëèáî ôîðìå îïòîâîé
òîðãîâëè è ðàñõîäû íà îïòîâóþ
òîðãîâëþ ñîñòàâëÿþò îêîëî 10%
êàæäîãî ïîòðåáèòåëüñêîãî äîëëàðà.

Îïòîâèêè îòëè÷àþòñÿ îò
ðîçíè÷íûõ òîðãîâöåâ ïî ìíîæåñòâó
ïðèçíàêîâ. Âî-ïåðâûõ, îïòîâèêè
óäåëÿþò ìåíüøå âíèìàíèÿ
ïðîòàëêèâàíèþ, àòìîñôåðå è
ìåñòîðàñïîëîæåíèþ, ïîñêîëüêó îíè
èìåþò áîëüøå îòíîøåíèé ñ
äåëîâûìè ïîòðåáèòåëÿìè, ÷åì ñ
êîíå÷íûì ïîòðåáèòåëåì. Âî-
âòîðûõ, îïòîâûå ñäåëêè îáû÷íî
áîëüøå ïî îáúåìó, ÷åì ðîçíè÷íûå,
è îïòîâèêè îáû÷íî îõâàòûâàþò
áîëüøóþ ñôåðó òîðãîâëè, ÷åì
ðîçíè÷íûå òîðãîâöû. Â-òðåòüèõ,
ïðàâèòåëüñòâî âçàèìîäåéñòâóåò ñ
îïòîâèêàìè è ðîçíè÷íûìè
òîðãîâöàìè ïî-ðàçíîìó, â
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Why are wholesalers used at all?
Manufactures could bypass them and
sell directly to retailers or final
consumes . The answer lies in several
efficiencies that wholesalers bring
about. First, small manufacturers with
limited financial resources cannot
afford to develop direct-selling
organizations. Second, even
manufacturers with sufficient capital
may prefer to use their funds to
expand production rather than carry
out wholesaling activities Third,
wholesalers are likely to be more
efficient at wholesaling because of
their scale of operation, their wider
number of customer contacts, and
their specialized skills. Fourth,
retailers who carry many lines often
prefer to buy assortments from a
wholesaler rather than buy directly
from each manufacturer.

ñîîòâåòñòâèè ñ ïðàâîâûìè
óñòàíîâêàìè è íàëîãàìè.

Ïî÷åìó èñïîëüçóþòñÿ îïòîâûå
ìàãàçèíû? Ïðîèçâîäèòåëè ìîãóò
îáõîäèòüñÿ è áåç íèõ è ïðîäàâàòü
íàïðÿìóþ ðîçíè÷íûì ìàãàçèíàì è
êîíå÷íûì ïîòðåáèòåëÿì. Îòâåò
ëåæèò â íåêîòîðûõ ïðåèìóùåñòâàõ
ïðåäîñòàâëÿåìûõ îïòîâûìè
ìàãàçèíàìè. Âî-ïåðâûõ, ìàëåíüêèå
ïðîèçâîäèòåëè ñ îãðàíè÷åííûìè
ôèíàíñîâûìè âîçìîæíîñòÿìè íå
ìîãóò ïîçâîëèòü ñåáå ðàçâèòèå
îðãàíèçàöèè ïðÿìîé òîðãîâëè. Âî-
âòîðûõ, äàæå ïðîèçâîäèòåëè ñ
äîñòàòî÷íûì êàïèòàëîì
ïðåäïî÷èòàþò ïîëüçîâàòüñÿ ñâîèìè
ôîíäàìè, ÷åì çàíèìàòüñÿ îïòîâîé
òîðãîâëåé. Â-òðåòüèõ, îïòîâèêè
áîëåå ñâåäóùè â îïòîâîé òîðãîâëå
â ñèëó ñâîåé ñïåöèàëèçàöèè ,
øèðîêîãî ìíîæåñòâà êîíòàêòîâ ñ
ïîòðåáèòåëÿìè è ñâîèõ
ïðîôåññèîíàëüíûõ íàâûêîâ. Â-
÷åòâåðòûõ ðàçëè÷íûå ìàãàçèíû,
èìåþùèå ìíîãî ðàçíûõ ñòðóêòóð,
ïðåäïî÷èòàþò ïîëó÷àòü
àññîðòèìåíò òîâàðîâ ó îïòîâèêà,
÷åì íàïðÿìóþ ó îòäåëüíîãî
ïðîèçâîäèòåëÿ.
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DAY 3            ÄÅÍÜ 3
SKILLS

retail ß êóïèë ýòî ó ðîçíè÷íîãî òîðãîâöà.
Â ýòîì ðîçíè÷íîì ìàãàçèíå îíè ïðîäàþò òàáàê.

to constitute Âàø ïîõîä äåëàåò ïðÿìîé âûçîâ ìîåìó àâòîðèòåòó.
Ïðàâèòåëüñòâî äîëæíî îáðàçîâûâàòüñÿ ñîãëàñíî âîëå
áîëüøèíñòâà ëþäåé.

to comprise Â Ñîåäèíåííîå Êîðîëåâñòâî âõîäÿò Àíãëèÿ, Óýëüñ,
Øîòëàíäèÿ è Ñåâåðíàÿ Èðëàíäèÿ.

industry Òóðèçì ñòàë íàñòîÿùåé èíäóñòðèåé.
Â ÿïîíñêîé ïðîìûøëåííîñòè óâåëè÷èâàåòñÿ
èñïîëüçîâàíèå ðîáîòîâ.

outnumber Ïðîòèâíèê ïîëíîñòüþ ïðåâîñõîäèë íàñ â êîëè÷åñòâå.

establishment Ïðàâèòåëüñòâî ñòðåìèòñÿ ê óñòàíîâëåíèþ íîâîé îñíîâû
ïðîìûøëåííîñòè.

to generate Ýòà êíèãà åùå äîëãî áóäåò âûçûâàòü âíèìàíèå.
Îòäåë êàæåòñÿ ïîðîæäàåò ìíîæåñòâî áóìàæíîé ðàáîòû.

growth Ïðîèçîøåë íåîæèäàííûé ðîñò àêòèâíîñòè íà ðûíêå
äîìàøíèõ êîìïüþòåðîâ.
Ïîêàçàòåëü èõ ýêîíîìè÷åñêîãî ðîñòà íà âòîðîì ìåñòå
ïîñëå ßïîíèè.

to bypass ß îáîøåë îáû÷íóþ ïðîöåäóðó îáúÿñíåíèé, íàïèñàâ
ïðÿìî âëàäåëüöó êîìïàíèè.
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efficiency Åñëè ìû áóäåì èñïîëüçîâàòü ñîâðåìåííûå ìåòîäû, ýòî
óëó÷øèò íàøó ýôôåêòèâíîñòü.

to afford Áëàãîäàðÿ óñïåõó â íàøåì áèçíåñå, ìû ñìîãëè
ïðèîáðåñòè íîâûé àâòîìîáèëü.
Ìû íå ìîæåì ïîçâîëèòü ðàçî÷àðîâàòü íàøåãî êëèåíòà.

in regard to Êîìïàíèÿ ïðèíàäëåæàëà ïåðñîíàëó, è â ýòîì îòíîøåíèè
îíà áûëà äîâîëüíî íåîáû÷íà.

to exhibit Íà âèòðèíå (showing window) áûëè âûñòàâëåíû íîâûå
àâòîìîáèëè.
Ó÷àñòíèêè ïåðåãîâîðîâ íå âûñêàçàëè ñâîèõ ýìîöèé,
êîãäà óñëûøàëè ïðåäëîæåíèå.
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DAY 4            ÄÅÍÜ 4

TOEFL TRAINING (contd.)

28. Clauses of Concession

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

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

+ noun phrase

Despite his physical handicap, he has become a successful businessman.
In spite of his physical handicap, he has become a successful
businessman.
Jane will be admitted to the university despite her bad grades.
Jane will be admitted to the university in spite of her bad grades.

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

+ subject + verb + (complement) ...

Although he has a physical handicap, he has become a successful
businessman.
Jane will be admitted to the university even though she has bad grades.

despite
in spite of{ }

although
even though
though

{ }
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Additional examples of clauses of concession:

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

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

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

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

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

She attended the class although she did not feel alert.
              subject+verb

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

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

2. Mary will take a plane, even though she dislikes flying. (in spite of)
3. In spite of Marcy�s sadness at losing the contest, she managed to

smile. (although)
4. We took many pictures though the sky was cloudy. (despite)
5. Despite her poor memory, the old woman told interesting stories to

the children. (even though)
6. Though he has been absent frequently, he has managed to pass the

test. (in spite of)
7. Nancy told me the secret, despite having promised not to do so.

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

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

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

29. Problem Verbs

The verbs lie/lay, rise/raise, and sit/set cause problems even for native
English speakers. The solution to the problem is to remember which verbs are
transitive (verbs that take a complement) and which are intransitive (verbs that
do not take a complement).
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INTRANSITIVE TRANSITIVE
rise rose risen rising raise raised  raised  raising
lie lay lain lying lay laid   laid     laying
sit sat sat sitting set set   set     setting

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

The sun rises early in the summer.
When the bell rings, the students rise from their seats.
When oil and water mix, oil rises to the top.
Jim rose early so that he could play golf before the others.
It must be late: the moon has risen.
Prices have risen more than ten percent in a very short time.

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

The students raise their hands in class.
                  complement

The weightlifter raises the barbells over his head.
                 complement

The crane raised the car out of the lake.
            complement

After studying very hard, John raised his grades substantially.
                 complement

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

The OPEC countries have raised the price of oil.
                    complement

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

The university lies in the western section of town.
If the children are tired, they should lie down for a nap.
Maria Elena lay on the beach for three hours yesterday sunbathing.
The old dog just lay on the grass watching the children at play.
Don�t disturb Mary; she has lain down for a rest.
That old rug had lain in the corner for many years before it was put in
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the garage.

� Lay: This verb means to put somebody or something on a surface.
Don�t lay your clothes on the bed.

            complement

The boy lays his books on the table every day.
    complement

The enemy soldiers laid down their weapons and surrendered.
    complement

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

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

The nurse laid the baby in the crib.
        complement

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

We are going to sit in the fifth row at the opera.
Bullfight fans sit in the shade because it is cool.
Because the weather was nice, we sat on the patio.
After swimming, Bob sat on the beach to dry off.
Nobody has sat through as many boring lectures as Pete has.
They have sat in the same position for two hours.

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

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

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

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

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

Don�t set the chocolate near the oven or it will melt.
 complement

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

Exercise 43: Problem Verbs
Circle the correct form of the verb in parentheses and underline the

complement if there is one. Remember that complements do not begin with
prepositions.

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

2. My dog loves to (sit/set) in the sun.
3. The delivery boy (lay/laid) the groceries on the table.
4. After the heavy rain, the water in the lake (raised/rose) another two

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

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

Exercise 35: Passive Voice

1. The president is called (by somebody) every day.
2. The other members are being called by John.
3. The documents were being delivered to the department by Martha.
4. The amendment has been repealed by the other members.
5. The information had been received by the delegates before the recess.
6. The supplies for this class should be bought by the teacher.
7. Mr. Watson will (by somebody) tonight.
8. Considerable damage has been caused by the fire.
9. A new procedure was being developed by the company before the

bankruptcy hearings began.
10. The papers will have been received by John by tomorrow.

Exercise 36: Causative Verbs

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

Exercise 38: Relative Clause Reduction

1. George is the man chosen to represent the committee at the convention.
2. All the money accepted has already been released.
3. The papers on the table belong lo Patricia.
4. The man brought to the police station confessed to the crime.
5. The girl drinking coffee is Mary Alien.
6. John�s wife, a professor, has written several papers on this subject.
7. The man talking to the policeman is my uncle.
8. The book on the top shelf is the one I need.
9. The number of students counted is quite high.
10. Leo Evans, a doctor, eats in this restaurant every day.

Exercise 39: Subjunctive

1. The teacher demanded that the student leave the room.
2. It was urgent that he call her immediately.
3. Correct.
4. She intends to move that the committee suspend discussion on this

issue.
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5. The king decreed that the new laws take effect the following month.
6. I propose that you slop this rally.
7. I advise that you take the prerequisites before registering for this

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

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

Exercise 40: Inclusives

1. not only 2. as well as 3. both 4. but also 5. as well as
6. not only 7. and 8. but also 9. as well as 10. as well as

Exercise 41: Know/Know How

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

Exercise 42: Clauses of Concession

1. Although she disliked coffee, she drank it to keep herself warm.
2. Mary will take a plane in spite of her dislike of flying.
3. Although Marcy was sad after losing the contest, she managed to

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

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

not win a prize.
9. Even though the prices are high, my daughters insist on going to the

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

Exercise 43: Problem Verbs

1. lies
2 sit
3. laid
(complement � the groceries)
4. rose
5. raise
(complement � the picture)
6. lie
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7. laying
(complement � cement)
8. raised
(complement � the flag)
9. rises
10. set
(complement � the explosives)

LESSON 5. DAY 5.

Wish
a. would like; wish
b. 1. He probably wishes he hadn�t sold his shares.

2. Peter wishes Christopher didn�t/wouldn�t smoke.
3. She no doubt wishes she had known earlier that such loans were

available.
4. He probably says �I wish I had my own photocopier� and �If only there

was a lift�.

Within vs By vs Until
Individual answers.

Would rather vs Had better
a. Individual answers.
b. 1. I think you�d better take the train.

2. I think we�d better move on to item 4 or we won�t have time.
3. I�d better not drink any more, thank you.
4. You�d better buy a copy of Longman Business English Usage!
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