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TEMATUYECKWUWA NNAH

Jlekcuka. Bpokepbl, aykuuoHepbl, dakTopbl. Jorosop kynau-
npogaxu. CobCTBEHHOCTL U BnageHue. apaHTuu. MpaBo pacnopsxeHus
ToBapoM. lMpogaxa ToBapoB No onucaHuio n obpasyy. Buabl ToBapos.
YoepxaHue n nepenpogaxa ToBapoB. KayeCcTBO M COCTOSIHME TOBAapOB.
MoHsTVE HEGPEXHOCTN.

FpammaTtuka. KoHcTpykummn ¢ for n nor; subject to; a subject of;
provided that/provide that.

AenoBas koppecnoHaeHuusa. CooOLieHUs (xopowune 1 ninoxme
HOBOCTM), COOOLLEHNS O BO3MOXHOCTM/HEBO3MOXHOCTU, aprymMmeHTauus,
Pa3bACHEHUS, N3BUHEHUS, 3anNpPOC MHGOPMaLLM.

CoBpeMeHHblit N'yMaHUTapHbIi YHUBEpCUTET

5



JINTEPATYPA

Ba30BbIii y4eOHMK

1. *1. ®epotoBa W. I'., UpbiraHkoea H.H. Kommepumsa n npaBo. AHrno-
pycckne COOTBETCTBUSA, KOppPecnoHaeHUMSa N aokymeHtTauma. M.: MITUMO,
1991.

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

OononHutenbHasa nuteparypa:

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

MpumedaHne. 3HakoM (*) oTMeYeHbl paboThl, Ha OCHOBE KOTOPbIX COCTaB/EH HAaY4HbI
00630p.

CoBpeMeHHbI M'yMaHuTapHbIi YHUBEpCUTET

6



NEPEYEHb YMEHUA (METOAUKU KYPCA)

IOHMTa 5 CcOCTOUT UX 6 YPOKOB, KaxXaplii N3 KOTOPbLIX pasgeneH Ha 5
OHel camMoCToATENIbHOW PaboThbl U LWWECTON AeHb — ayAUTOPHOE 3aHATuE.
MaTepuan OHUTBI HEOOX0AMMO M3y4aTb B TOW NOCNE[0BaTeNbHOCTU, B
KOTOPOW OH npeacTaBsieH, U Mo TeM MeToauKaM, KOTOpble ONUChIBAOTCH
Huxe. eHb 1 1 OeHb 2 nocesaleHbl paboTe ¢ TeKCTaMu Mo aHrno-
amMepuKaHCKOMY KOMMep4eckoMy npaBy no metoguke PAT (pyccko-
aHrnunckmm nepeson). leHb 3 OTBOAUTCH HA BbIMNOJIHEHME YMPAXHEHUN
Skills. [leHb 4 — 3T0 paboTa No NepeBOAy C aHMINMINCKOro A3blka Ha PYCCKUIA
TekcTa nMbo oTAeNbHbIX Ppas No TemaTmke ypoka. [eHb 5 — 310 paboTa Hag,
0eNoBON KOPPeCnoOHAEHUMEN (M3yYyeHue npasBuil HanucaHug nmcbma,
COCTaB/IEHME MUCEM U BbINOJIHEHNE YNPAXHEHUN). ITOT AEHb SBNSETCS
COCTaBHOW 4aCTblO MNOArOTOBKU K ayAMTOPHOMY 3aHATUIO, HA KOTOPOM OyayT
NPOBOOUTLCS POJIEBbLIE UIPbl U BbINOJIHATLCA 3adaHusa no obpaboTke
LEN0OBON KOPPECNOHOEHUMN.

Mo Takon cxeMe NpoxoauT paboTa Hag, NATLIO YPOKaMU IOHUTLI. YPOK 6
OTBOAMTCS HA paboTy CO CTaTbsIMWN U3 NEPUOLAMNYECKON NeyaTn nNo TemaTmnke
Kypca.

KAK PABOTATb HAA TEKCTOM: METOAUKA PAIN

(PyccKo-aHrnuincKkmnm nepesos)

MpounTainTe aHrNUNCKNUIA N PYCCKUIA TEKCTbl. 3aKpoWTe aHrNUNCKni
TekcT. [pocMoTpUTE PYCCKUIA TEKCT U BblAeNnTe ang cebs ero 0OCHOBHbIE
naeun. NpocMmoTpuTe CNUCOK HOBbLIX CNOB. Pycckyto ¢dpaldy pasgennte Ha
COCTaBHble YacTW: nognexatlee, ckazyeMmoe, A0NnosiHeHne, 06CToATENbCTBA
BpeMeHn n mMecta. CNOXHOCOYMHEHHbLIE U CIOXHOMOAYNHEHHbIE
npennoXeHNs pasaennTe Ha OCHOBHbIE NMPEANIOXEHUS N NpuaaToOYHbIe.
HayHnTe nepeBOAUTb TEKCT, MNOJIb3YSACb CMNUCKOM HOBbIX CJIOB W
cneunanbHbIM cnoBapeM. Bbl npoBepsieTe nepeBod Nocfie Toro, Kak
3aKOHYUTE nepeBoa, nocneaHen ¢ppasbl. [MpocMoTpUTE NONYYMBLUMNCS TEKCT
B LENOM, BHECUTE Heobxoammble, ¢ Balwen Touku 3peHus, nornpasku.
OTKpoliTe aHMMMNCKNIA TEKCT N CONOCTaBbTe Ball BapuaHT ¢ OpuUrnHanom.
MpoaHanuanpyinTe Bawun ownbkn U pacxoXaeHUs ¢ aHrMMACKUM TEKCTOM.
®pa3s3bl 1 cnoBocoYeTaHnsl, He 3HaKoMble ans Bac, nnm Te, KoTopble Bbl
COoCTaBuIW, NPaBUAbHO BbINMUWINTE B CMeynanbHylo TeTpaab UANOM.
MpoaHanmanpyintTe KOHCTPYKLUMIO ppas aHrMMNCKOro TEKCTA.

CoBpeMeHHblit N'yMaHUTapHbIi YHUBEpCUTET
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KAK Y4UTb HOBbIE CJIOBA U UOANOMDI

Bce HOBble cnoBa U NOMOMBbI BbIMULLIUTE B TeTpadb (PYKOMUCHBIN
cnoBapb), CONPOBOXAAasd pyCCKMUM nepeBonoM. NMoBTOPANTE UX Kaxnblin
OeHb, 3aTpa4ymBanTe Ha 3TO HE MeHee 15 MUHYT.

MeTtopuka Skills

OTa MeToaMka 3akfto4yaeTcsa B TOM, 4To Bbl oTpabaThiBaeTe
onpegeneHHble KOHCTPYKUUM OenoBoro aHrnuickoro (Business English),
ynoTpebnsaiowmnecs B TeEKCTax KOMMEPYECKNUX cornaweHnin, 3aKoHOoB,
perynumpylouwmx aTy chepy, B KOHTpaKTax, AesIOBO Nepenmncke un T.m.
CHavana n3ayuuTte nepBbln NpuUMep ynotpebneHnsa KOHCTPYKUNKW, OaHHOWN B
nocobuu, Hanpumep, B ypoke 1 (aeHb 3)

MpocMoTpuTeE OCTaNIbHbIE NPUMEPDLI N UX PyCcCkue aHanoru. NMotom no
MeTOAMKE PYCCKO-aHIMNIACKOro nepeBoaa NMCbMEHHO NepeBeamnTe pycckue
npeasioXeHns Ha aHrMUNCKUM 93blK, 3aKpblB aHrIUnckun TekcT. MNMocne
nepesoga nocnegHenn dpasbl cpaBHUTEe Baw nepeBoa M aHrMUNCKUN
opurnHan. dpasbl, B KOTOPbLIX Bbl caenanu owmnbku, BbINULWINTE B OTOENBbHYIO
TeTpaab U NocTapanTech 3arnOMHUTb. ITO NOMOXeT Bam nsberatb Nogo6HbIX
oLnboK B OyayLLLEM.

MepeBoa, C aHrMMINCKOro Ha Pycckuii (OeHb 4) npennoXeHHbix Bam
dpas 1 OTPLIBKOB 13 TEKCTA CNneayeT BbINOSHATb MMCbMEHHO. OTO 3agaHue
BXOOWUT B KYPCOBYIO paboTy.

PaboTa ¢ menoBbiMM NUcbMamu (OeHb 5). CHavyana BHUMATENbHO
npoyYnTanTe npaBuia BeOEeHUS KOPPECMOHAEHUMM W 3agaHusa K
ynpaxHeHunsM. Bce ynpaxHeHUs 1 3a4aHns BbIMOJIHAIOTCS MMCbMEHHO.

AyouTopHOe 3aHaTMe (OeHb 6). Ha 3aHaATUKM npenopgaBaTenb
NMpoBepPSIET KAa4eCTBO BbIMNOJIHEHMS MEPEeBOAAa C aHIIMNCKOro Ha PYCCKUMN
(oeHb 4) n ynpaxHeHun (geHb 5). MNpoBognTca posaeBas urpa no BeagHUo
0enoBo KOPPECNoHAEHLNN.

Ypok 6 nocesleH paboTe ¢ nepuoankoin. Bawemy BHUMaHUNIO
npennaralTcsd HeaganTUPOBaHHbIE CTaTbN U3 COBPEMEHHOWN aHIINICKON 1
aMepuKaHCKOM npecchkl No npobnemam GusHeca, 3KOHOMUKKW 1 NpaBga.

KAK PABOTATb CO CTATbEW

1. Ypok 6, neHb 1. MpoynTarite BCIO CTATbO HA aHIMNIMNCKOM A3bIKe,
nMpocCnyLLanTe ee 3anMcb Ha ayanoKacceTe.
2. CocTaBbTe KpaTkoe acce (onmcaHue) ctaTby.

CoBpeMeHHbI M'yMaHuTapHbIi YHUBEpCUTET
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MnaH acce:

a) popmMynmpoBaHue OCHOBHOW uaen (Mbicnn) Bcen ctatbh — 1-2
npeanoXxeHuns;

©) NnoapoOHbIN aHanM3 TekcTa. B kaxaom ab3ale BblaennTe OCHOBHbIE
MbICI aBTOpPa 1 0000LWNTE NX B 1-2 npeanoxeHusx. Ytobbl nyylle yacHUTb
Mo3uLMIO aBTOPA, MbICJIEHHO 3aalTe BOMNPOCHI K TEKCTY O TeX COObITUSAX U
dakTax, KoTopble nanaralTcd aBTOpoM cTaTbu. OTBETHI HA 3T BOMPOCHI
nomoryt Bam cocTtaBuTb 3TO 3cce, T.e. GakTUYEeCKM OHM CTaHYT OCHOBOWN
BaLLIEro COYMHEHMS.

Cxema acce

BBepgeHune, 7-8 CTPOK.

OcHoBHas YyacTb, 00ObIHHO B 2—-3 pas3a 6onblie BBeaeHus. Ee nyyuie
pa3buTb Ha 2 noagvacTu.

3aknwo4yeHne no obbemMy paBHO BBeAeHUIO. B 3aknovyeHun
noaBoasaTcs n 0606LWA0TCH OCHOBHbIE MbICITM U NAEN CTaTbW.

Mpobnemsbl, CBA3aHHbIE C HANMMCaHMEM 3CCe, AOMKHbI 0O6CYXAaTbCs Ha
ayaNTOPHOM 3aHATUN ypokKa 6.

MOMMMO NUCbMEHHOIO BbINOJIHEHNS 3TOMO 3CCE HA aHINIMNCKOM SA3bIKE,
Bbl 0OMKHBLI MEPEBECTU 3Ty CTATbI0 HA PYCCKMI 93blK MACbMEHHO (AHWU
2,3,4). HakaHyHe ayauTOPHOro 3aHATUS MPOCMOTPUTE 3CCe U NepeBo.
BHecute Heobxoanmeble, ¢ Baluei To4kn 3peHus, CTUINCTUYECKUE NOMNPaBKM.

CoBpeMeHHblit N'yMaHUTapHbIi YHUBEpCUTET

9



LESSON 1

DAY 1

YPOK 1

OEHb 1
NMepeBepute TekcT no metoauke PAI
TekecT A
AYKLUMOHUNCTbBI — 3TO areHThHl,

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

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

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

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

Ha3Ha4YeHHble NpPoAaBUOM [AJA
npoaaxm ToBapoB NMOO YaCTHbIM
obpa3om, nMbO C ayKuuoHa 3a
BO3HarpaxmaeHue obbl4HO B popme
KOMWCCUOHHbIX.

Bpokep — 3TO areHT, HaHATbIN ONd
KYNanm Mnu npoaaxu ToBapoB ANA
OPYryx 1, 3a KOMneHcawmto, 00bIYHO
Ha3blBaeMylo OpPOKepCcKoil KoMMUC-
cuenn. OgHako ToBapbl, KOTOPbIMU
TOopryeT 6pokep, He NOCTYMNaloT B €ro
BnageHue, U OH TakXe He MOXeT
npeaobaBnsATb UCK UK BbICTYMaTb OT
CBOEro cobCcTBEHHOIr0 MMEHM.

TepmuH “stockjobber” ncnonb-
3yeTcs B OTHOLLEHUW YneHa JIOHOoH-
ckonl ¢pOoHOO0BOW BMPXM, NOKynato-
Lero v npogamoLiero oT CBoero
COOCTBEHHOro MMeHn, a TePMUH
“stockbroker” o6o3Ha4aeT uneHa
JIoHOOHCKOW DOHOO0BOW OUPXM,
rnokynawouwero n npogamuiero oT
MMEHU npuHumMnana.

BupxeBoi Maknep — 3TO 4JeH
JloHpoHckoi ¢oHAO0BONW GUPXN
nnm GUpxmM Kakoro-nnmbo Jpyroro
ropoaa, OCyLLECTBASIOLWNIA NPOoaaXy
1 Kyrnio oonvrauuin n akumia B xone
OenoBbIX onepaunn ¢ Apyrumu
yneHamu 61pXu, YNEHOM KOTOPOW OH
ABNAETCA.

CoBpeMeHHbI M'yMaHuTapHbIi YHUBEpCUTET
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VOCABULARY

auction
auctioneer

broker
brokerage
stockbroker

the London Stock Exchange
stock (aHrn. stocks)

share

stockjobber (aHrn.)

ayKLUMOH
ayKUMOHUCT (nuo, nponsesoasLiee
NPOAAXM Ha ayKLMOHE)

Opokep, Maknep, areHT, NoCPeaHnK
Opokepckas KOMUCCUS

OvpxeBon Maknep (Ha GoHO0BOW
oupxe)

JlonpoHckas ¢poHaoBas bmpxa
obnuraumn, UeHHble Gymarm

akums

npodeccroHarnbHbIi BUPXEBUK,
3aKJ/Il04aoLWNIA CAENKM 3a CBOM cyeT

CoBpeMeHHblit N'yMaHUTapHbIi YHUBEpCUTET
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DAY 2

OEHb 2

NepeBepute TekcT no metoauke PAI
Tekct B

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

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

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

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

daKkTop — 3TO areHT, HaHATbIN
ong  Kynnu, npogaxu  uaum
COBEPLWEHNA Kaknux-nnbo ppyrux
onepauni ¢ Toeapamn. B HacTosLee
BpemMsa ¢gakTtop obnagaeT MOJIHO-
MOYMAMM NpoaaBaTb TOBapbl OT
CBOEro MMeHW, aaBaTtb NOPyYNTENb-
CTBa, NoNy4yaTb NiaTexu 1 BblgaBaTb
pacnmcku B Nosly4eHnu, npeaocTaB-
NaTb KPeOuUT, CTpaxoBaTb TOBapbl U
oThaeaTthb MX B 3a0T.

B xomoe HeKOTOpbIX CAOENOK, B
0COBEHHOCTN C MHOCTPAaHHbLIMU
NMPUHUMNanamMm, areHT HeceT JINYHYIO
OTBETCTBEHHOCTb MO O0roBopam,
KOTOpPbIE OH 3aKNto4aeT. Takom areHT
Ha3blBaeTC9 KOMUCCUOHEpPOM,
Gepywium Ha ceba genbKkpeaepe.

CynoBoi Makjsiep — 3TO areHT,
00ObIYHO HaxoAALWMINCS B MOPTOBOM
ropone, HasHayYeHHbIN cyaoBna-
OenbuamMm i OCyLLLECTBIEHUS BCEX
HEOBX0OMMbIX CAENOK, CBA3aHHbIX C
npebbiBaHMEM CYA0B B NOPTY.

KomuccuoHepbl gBng10TCS B
KaKOM-TO CTENeHn HeornpeaeneHHbIM
K/1aCCOM areHToB, KOTOPbIE MOKYNaloT
M npopakwT ToBapbl, a TakxXxe
COBEPLUAKT CAENKN B OCHOBHOM A1
OpYyrux nuu, nosiyyas 3a CBOW Tpya u
XJIOMOTbl ONpefeneHHylo nnarty,
006bIYHO COCTaBMSAIOLLYIO CTOJIbKO-TO
MPOLEHTOB OT CTOMMOCTMW COENKN.

CoBpeMeHHbI M'yMaHuTapHbIi YHUBEpCUTET
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VOCABULARY

factor
del credere agent

dakTop, areHT
KOMWCCUOHep, 6epyLunii Ha cebs

Jenbkpenepe

del credere

nenbkpenepe (nopy4nTenbcTBo

KOMWCCUOHEepa 32 BbINOJIHEHWE MOoKynaTenem
ero p1MHaHCOoBbIX 00A3aTENLCTR)

commission agent
shipbroker

DAY 3

KOMUCCUOHEP
CY[0BOW MakJiep, cyaoBoi 6pokep

AEHb 3

SKILLS

MNepeeepute no metoguke PAI

for

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

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

The duration of offers is a highly
important subject, for while the offer
continues to exist, the offeree has a
power to bind the offeror to a contract
embodying the terms of his offer by
accepting, and, if the offer has ceased

Ecnun areHT TanHO NonyyaeT Kakoe-
nMbo KOMUCCMOHHOE BO3Harpax-
JeHne, oHO MOXeT OblTb B3bICKAHO
npuHUMnanom, TakKk Kak Takon
NMOCTYNOK CYMTaeTCs NpaBoHapyLle-
HUEM CO CTOPOHbI areHTa,
onpasgbiBaioLWM €ero yBoJibHEHNE.

Ecnn poroBop 3akniyaeTcs C
areHToM, KOTOprVI N3BeCTeH Kak
TakoBOW, HO KOTOPbIN HE Ha3blBaeT
cBoero npumHuunnana BO BpemM4d
3aKkni4eHnda gorosopa, 1O areHT
HeceT OTBETCTBEHHOCTbL MO A0roBoOpy
Tak Xe, Kak 1 npuHuunan, mbéo Bpsf
NI MOXHO OXMaaTb, YTO KTO-NnbO
npeanocTaBuUT KpeauT YesioBeky, UM4A
KOTOPOro eMy HE N3BECTHO.

Cpok penctBua opeptbl — 3TO
Bonpoc OONbWOK BaXHOCTHU,
NMOCKOJIbKY B TeHeHMe TOro BpemMeHu,
noka odepTa npogonxaet
cywecTBoBaTb, agpecaTt opepThl
Brnpase cBsA3aTb odpepeHTa

CoBpeMeHHblit N'yMaHUTapHbIi YHUBEpCUTET

13



to exist, the offeree has no such moroBopHbIMN oOGga3aTenbCcTBaMU,
BKJIIOYAOLWMMW YCNOBUA ero odepThl,
nyTeM akuenrta 3Ton odepThbl, a ecnn

power.

nor

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

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

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

ocdepTa

npekpartuna cBoe

CYLLECTBOBaHMe, agpecaT odpepThl yKe
He BrpaBe 3Toro caenars.

CTOopoHe nOo n[O0roBopy He
paspellaeTcs nepepaBatb CBOWU
obga3aHHocTu. Henb3a Takxe
rnepepaBaTtb npaBa, CBSA3aHHbIE C
OTHOLLIEHUSIMU JINYHOIO J0BEPUSI.

AreHT, HaHATbIM ON9 Npoaaxmu
COBCTBEHHOCTU, HE MOXET NpoAaBaTb
camMoMmy cebe, Tak Xe Kak v nuiuo,
HaHAaTOE ons NoKynKun
COBCTBEHHOCTU, HE MOXET NpoAaBaTb
TO, YTO NPUHAONEXUT EMY.

BaxxHOCTb onpeaeneHns MoOMeHTa,
Korga akuenT BCTynaeT B cuny,
3aKk/lo4aeTcs B TOM, 4YTO A0 3TOro
BpemMeHn odpepTta MOXeT ObiThb
OTO3BAHHOM UM CPOK ee AencTBUs
MOXET UCTEYb, HO He MOoCe Toro; ga
n appecat odepTbl He BNpase
aHHYIMPOBATb CBOW akLLENT eC/N OH
y>Xe BCTYNui B CUNy.

CoBpeMeHHbI M'yMaHuTapHbIi YHUBEpCUTET
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DAY 4 AEHDb 4

MNepeBeante ¢ aHrMNIACKOro A3bika Ha PYCCKUiA A3bIK.

The auctioneer is primarily the

agent of the seller, and his authority

may be revoked at any time before a
sale takes place, unless the rights of

third parties have intervened.

When no principal is disclosed the

auctioneer is personally liable upon

CoBpeMeHHblit N'yMaHUTapHbIi YHUBEpCUTET
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the contract and he may sue in his own

name.

The duties of an auctioneer are (a)

to obey the instructions of his principal,

(b) to carry out his duties himself, and

not to delegate them to any clerk,

unless he has authority to do so.

A factor is an agent employed to sell

goods delivered to him by or for his

principal for a compensation in the form

of commiission. He differs from a broker

principally in the fact that he takes the

possession, management and control of

goods, whereas a broker does not. He

may buy or sell as the case may be for

his principal in his own name or in the

name of the principal, whereas a broker

should buy and sell in the name of his

principal only.

Where a broker is employed by a

client, the client is presumed to give him

such authority as will enable him to

comply with the rules, and regulations

of the Stock Exchange, and with any

reasonable custom. It does not matter

whether or nor the client is acquainted

with the rules of such Exchange.

Although a stockbroker may put

through dealings on behalf of several

clients in one transaction, a contract

between such clients and the jobber

with whom the transaction was entered

into will be established by the custom

of the Exchange.

An expression of willingness to do

something not amounting to the

“entering into the contractual relation

is not an offer. A may say to B, “I will

give you that radio.” This is not an offer

in the contractual sense. The same may

be said of A’s indication of willingness

to have B as a guest at A’s house, for

this is a mere manifistation of

CoBpeMeHHbI M'yMaHuTapHbIi YHUBEpCUTET
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willingness, to bring about the social
relationship of host and guest.

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

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

DAY 5 AEHb 5

BUSINESS CORRESPONDENCE

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

page.

Jakarta Furnishings 7 Jalan Arjuna Jakarta
Telephone 948 73742

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

Dear Mr. Long
Order 2789

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

5 St
Mr. S. Basuki, Manager

CoBpeMeHHblit N'yMaHUTapHbIi YHUBEpCUTET
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6 Marldon Road Tel 021 472 3470

Birmingham DATA SERVICES

B12 7GH TIx. 297638
Our ref JH/sk Jan. 24th 1987
Mr. J. Williams

Ace Secretarial Services
10 Camden Road
London EC1 6JJ

Dear Mr. Williams
Further to our telephone conversation yesterday, | am delighted to advise
you that we are now able to reduce the price of our Peach computers by
10%. This is due to the recent fall of the US dollar.
We look forward to receiving you order.
Your sincerely
G R Wulhr
i
J. Mutton
Sales Manager

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

3.2. Referring

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

CoBpeMeHHbI M'yMaHuTapHbIi YHUBEpCUTET
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With reference to ...,

Further to ...,

With regard to ..,

I am writing in connection with ...

Note: You should not start a letter with ‘with regard to’. Look at the

letter from Jakarta Furnishings in 3.1.

2 How would you start a letter about each of the following?
a) an invoice (No. 679) for a photocopier

b
c
d
e

~— — ~— —

a meeting you had with the addressee on Jan. 16th

an advertisement in The Times newspaper

an application for a post as secretary in your company
a telex order for six typewriters that you received today

3.3. Giving good/bad news

good news
pleased tell
I'am | delighted| t0 | inform
happy advise
bad news
regret j[ell
I ‘ am sorry‘ to| inform
advise
We regret that...

CoBpeMeHHblit N'yMaHUTapHbIi YHUBEpCUTET

19



2 Complete these sentences using phrases for referring and giving good

or bad news.

F= ) IR your order for some cupboards, ..........cccoeeiiiiiiiiini,
.................. we have had to increase the price.

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

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

d) oo our telephone conversation this morning, ............... that your

car is now ready for you to collect.

LESSON 2

DAY 1

YPOK 2

AEHDb 1

NMepeBepute TekcT no metoauke PAI

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

The term “goods” includes all
chattels personal other than choses
in action and money.

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

TekecT A

JloroBop npopaxwu TOBapoOB,
BK/TIOYAIOLLIMN B Ce0s1 AOroBOp Kyniun-
npopgaxu, a Takxe p[orosop
NpPoAaXu N JOCTaBKU, onpenensercy
Kak OoroBop, “B CUNy KOTOPOro
npoAaBeL, NepenaeT Uiu CornallaeTcs
rnepenatb NpaBo COOCTBEHHOCTU Ha
TOBapbl NOKynaTenio 3a OeHeXHoe
BCTpeYHoe yOOBNEeTBOPEHUE,
MIMEHYEMOE LIeHOM”.

TepmuH “TOBap” Bk/OYAET BCe
BUAbl ABMXXMMOIO MMYyLLECTBaA,
KpOMe nmyLiecTsa B TpeboBaHUAX
1 OeHer.

BcTpeyHbIM yOOBNETBOPEHMEM NO
OOroBOpPYy NpoAaxu OOJIKHbI OblTb
neHbrn. Ecnu xe B kKauyecTBe
BCTPEYHOro yOooB/eTBOpPEeHna 3a
nepenadvy Toeapa BbiCTyrnaeT ToBap
e, TO TakoW OOroBOp He ABNSeTCcs
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The price is generally fixed by the
parties. But it is not absolutely
necessary that the price should be
fixed beforehand. It may be left to the
valuation of a third person.

0OroBOPOM npoaaxu, a
ToBapooOMeHa.

O6bI4HO LEeHa ycTaHaBNMBaeTCs
CTOpOHamu No Joroeopy. Ho BoBce He
ob6g93aTenbHo, 4ToObI OHa Obina
ycTaHoBneHa 3apaHee. [Onq
onpepesieHuss CTOMMOCTU MOXET
ObITb NPMBIEYEHa TPETbSA CTOPOHA.

VOCABULARY

chattels personal
choses (things) in action

valuation

contract of sale
bargain and sale
sale and delivery
goods

OBWXNMOE UMYLLIECTBO
MMYLLLECTBO B TPEBOBAHUSIX;
npaea, Moryuime ObiTb
OCHOBaHWEM AJ151 ICKOBOIO
TpeboBaHus (akuusi, NaTEHTHI,
OO N T.M.)

onpegeneHne LEHHOCTH,
CTOMMOCTW; OLEHKa

[0roBop Npoaaxu

[0roBOp Kyrnav-npoaaxu
[0roBOp NPoAaxu U 4OCTaBKU
TOBap, TOBRapbI

contract of exchange and barter porosop ToBapootmeHa

CoBpeMeHHblit N'yMaHUTapHbIi YHUBEpCUTET
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DAY 2

AEHb 2
NMepeBepute TekcT no metoauke PAI
Tekct B
Mogp COOCTBEHHOCTbIO

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

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

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

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

rMoHMMaeTCcs NosIHOe NpaBo coOCT-
BEHHOCTM Ha TOBap, ABNSAIOLLNIACA
npeaMeToM Aorosopa.

BakHO yCTaHOBUTb TOYHOE BpeMs,
Korga nmpaBo COOCTBEHHOCTU Ha
ToBap nepexoguT OT npoaaBua K
nokynarero.

MpaBo coOCTBEHHOCTN Ha TOBap
HeobxooumMo oTnmMyaThb oT
orpaHM4eHHOro u ocoboro npaea,
Ha3biBaemoro “snapeHuem”. O
ToBape roBOPSAT, YTO OH MPOCTO
HaxoguTcsa B 4YbéM-NnbO Bnape-
HUU, EC/IN OH NPOCTO HaxoOuTca Y
Kakoro-to numua. lNMoastomy BOp
BNnageeT BeLLbio, KOTOPYIO OH yKpart,
HO NPaBo COOCTBEHHOCTU Ha 3TY BELLb
No-npexHeMy NpUHaAANEXUT HAcTOoSs-
wemy Bnagenbuy. MpaBo
COOCTBEHHOCTU, Takum ob6pasom,
MOXET CYLLIeCTBOBaTL 6e3 BnaaeHus,
a BnapeHme 6e3 npaea
COBCTBEHHOCTW.

MmywiecTBO B TpeOOBaHUAX —
3TO NpPaBO MOJIYYUTb UM B3bICKATb
nonr nnbo ybbITkKM 3a HapylleHue
goroeopa unu 3a kKakoe-nmbo
npaBoHapylweHne, cBg3aHHOE C
[OrOBOPOM, KOTOPbI HE MOXET ObITh
npvBeaeH B UCMNONHEHWe NPpUHyau-
TeNbHbIM NyTeM 6e3 npeabsaBneHns
1cKa.

CoBpeMeHHbI M'yMaHuTapHbIi YHUBEpCUTET

22



VOCABULARY

BnageHve, obnagaHue
HaxXoOUTbCA B YbeM-NNMOO0 BNageHUU
BNageTb 4em-nmbo

possession
be in the possession of smb.
be in possession of smth.

property COOCTBEHHOCTb
property in the goods npaBo coO6CTBEHHOCTM Ha TOBap
ownership COBCTBEHHOCTL, BNafeHne

ownership in the goods npaso cOBCTBEHHOCTU Ha TOBap

DAY 3 AEHDb 3

SKILLS
MNepeBepute TekcT no metoauke PAI
subject to

When a deed is delivered subject Ecnn poroesop 3a neyaTblo

to a condition, that is, that the deed
is not to take effect if the condition is
not fulfilled, it is called an “escrow”.

Bpy4YaeTca B 3aBUCUMOCTU OT
cobnoaeHns ycrnosus, TO ecTb,
[OroBOop He BCTynaeT B CUNy, ecnu
ycnoBue He BbINoJIHeHO, OH HAa3bIBAETCA
YCJ/IOBHO BPYYEHHbBIM JOKYMEHTOM.

CoBpeMeHHblit N'yMaHUTapHbIi YHUBEpCUTET



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

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

CornawueHue o Npoaaxe nNepexoauT B
NMpPOAaXy Kak TakoByto, Korga HacTynaet
BPEMS, U KOrAa BbIMOJSHAOTCS YCOBUS,
B 3aBUCUMOCTM OT YEro NpaBo COOCTBEH-
HOCTM Ha TOBap AO0/MKHO OblTb NEpeaaHo.

B obuiem npaBe He CyLLEeCTBOBasO
noopasymMeBaeMon rapaHTum wunm
CYLLECTBEHHOrO YC/IOBUS, YTO NpeameTt
norosopa npopaxm DOJIXKEH
COOTBETCTBOBATb Kakomn-nnbo
onpegenerHHon uenn. O3HaKOMUTLCS C
nedekTamMm nokyrnaemMoro Tosapa, ecnm
TakoBbl€ UMENNCH, BblT0 06513aHHOCThIO
rnokynaTens, a eCnyn OH 3TOro He genarn,
TO HE UMen CpeacTBa 3aWuTbl NMPOTMB
npoaaBLa, 3a UCK/IOYEHMEM Clly4yaeB
npeacTaB/ieHNUs B JIOXKHOM CBeTe U
MoLLleHHu4ecTBa. OgHako ons ynobctea n
pacLLUMPEHVS TOProB/v NPaBO NOCTEMNEHHO
0Ka3anocb BbIHYXAEHHbIM MPU3HaTb
cyluiecTBOBaHune rapaHTuni "
CYLLLECTBEHHbIX YCNIOBUA B HEKOTOPbIX
cnyyasx, a B gpyrux cnydaax Obinm
MPUHATbI Pa3fINYHbIE aKTbl NapaMeHTa.
MCKloYaoLwme -npuMeHeHne gaHHOMN
HOpMbI 00LLEero npaea. TeM He MeHee, 3a
UCKJTIOYEHUEM MOJIOXKEHWNI, yKa3aHHbIX B
3aKOHEe O MpoJaxe TOBApPOB U OPYrux
cTaTtyTax, MPUHATLIX Ha 3TOT CYET, A0 CUX
rMop He CyLecTBYET NMoapasymMeBaemorn
rapaHTUM UM CyLLECTBEHHOrO YCOBUS
OTHOCUTESILHO Ka4yecTBa Ui NPUrogHOCTH
Ons Kakon-nnbo onpeneneHHonm uenuv
TOBApOB, MOCTaBJIEHHbLIX MO OOrOBOPY
npoaaxm.
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DAY 4 AEHDb 4

NepeBeanTe ¢ aHMrMNIACKOro si3bika Ha PYCCKWUIA.

A contract of sale is an

agreement by which one of two
contracting parties conveys a thing

and passes a title to it in exchange

for a certain price to another who on

his part either pays the price or agrees

to pay it. Strictly speaking, it differs
from a barter and exchange in that

the consideration is money instead of

goods or property.

But if the consideration for transfer

consists partly of goods and partly
of money, it seems that the contract

is a contract of sale.

A person who has the property

in goods, or who is the general owner

thereof, is he who has a right as
against the world at large to do with

or to any movable thing anything

which the law does not specifically
forbid, and also the right to prevent

all other persons from doing therewith

or thereto anything which they are not

specifically authorised to do, either by

law or with the consent of the owner.

The term “goods” also includes

emblements, that is, industrial growing

crops, and things attached to or

forming part of the land which are

agreed to be severed before sale or
under the contract of sale.

If the third person fails to make

valuation the contract of sale is

void, unless there has been fraud on

the part of one of the contracting
parties, or unless there has been a

part performance of the contract.

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

DAY 5

BUSINESS CORRESPONDENCE

3.4. Saying what you can and cannot do

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

AEHb 5

2 A company has written to you to ask you to reduce your prices and to
ask you if you will accept payment in Egyptian pounds. How will you

give them the following information?
a) You cannot lower your prices.

b) You have had to raise your prices because the government

has increased the sales tax.

c) However, vou can give them a discount of 5% if their order is

for more than $2,000.

d) With regard to their second question, you cannot accept
payment in Egyptian pounds but you can accept US dollars or

German marks.

CoBpeMeHHblit N'yMaHUTapHbIi YHUBEpCUTET
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3.5. Giving reasons

This is owing to ...
dueto ...
as aresult of ...
because of ...

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

) Using the information given and phrases from 3.4. and 3.5., write
complete  sentences as in the example. Be careful with (e) and
(f). (See the second note above.)

a) increase prices — fall of the dollar

We have been forced to increase our price.

This is owing to the fall of the dollar.

b) delay the delivery of the goods — strike by airline pilots

c) increase all salaries by 10% - rise in sales

d) cut all salaries by 10% - fall in sales

e) cannot deliver your new order — we have not received your
payment for the last order

f) cancel the meeting — a lot of staff have beenill

3.6. Letter practice

You are a sub-manager of a bank. There has been a change in
government regulations. Interest rates have increased to 12% for deposits

CoBpeMeHHbI M'yMaHuTapHbIi YHUBEpCUTET
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and 14% for loans. Write a short letter to:
a) customers who have deposit accounts at your branch;
b) customers who have a loan from your branch.
Follow this plan:

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

CoBpeMeHHblit N'yMaHUTapHbIi YHUBEpCUTET
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LESSON 3

DAY 1

YPOK 3

AEHDb 1

NMepeBepute TekcT no metoauke PAI

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

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

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

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

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

TekcT A

CyLwiecTBeHHOE yCJ/IOBUe — 3T0
Takoe ycnosue pgoroeopa, 6e3
HanMunsa KOTOPOro AOroBOp He 6bin
Obl 3aknio4YeH; TakuMm obpasom,
HapyweHne CyWecTBEeHHOro
YCNOBMS 4AaCT NpaBo NoTeprneBLUEN
CTOPOHE pPaCTOPrHyTb AOroBOpP U
notpeboBaTb BO3MELLEHUS YObITKOB.

Hukakoli ocobol cnoBecHO
dopMbl He TpebyeTcs ANg co3naHus
rapaHTuun, nNockofbky ntwboe
3asB/IEHME, CAenlaHHOe BO BpPeEMS
npoaaxu ABUMXUMOCTU, SBASETCSH
rapaHTuemn.

Mpopaxa oBMXMMOro MMYLLIECTBA
npestoMmpyeT MOATBEPXAOEHUE
npoaaBLOM TOro, 4YTO Bellb
npUHaAANEexXuT emMy, U rnosTOMy OH
rapaHTupyeT NpaBo Ha Hee.

“OxpaHaTb” TOBap O3HavaeT
HaxoaUTbCS B MOJSIOXEHWM YENOBEKA,
Yy KOTOPOro 3TOT TOBap MOXET ObITb
B3AT Ha3ap, Nno XenaHuo Bnaaenbua.

B tom cnydae, ecnn nmeetcs
0OroBOpKa, caenaHHas NnpoaaBLOM, O
npaee pacnops>keHuss ToBapom 10
BbINOJIHEHNS OMNPEAENEHHBIX YCITOBUIA,
npaBo COBCTBEHHOCTU Ha TOBap He
OyneT nepenaHo ao Tex nop, noka atu
yCcnoBusa He OyAyT BbINOJIHEHHI,
HEecCMOTpS Ha [O0CTaBky ToBapa
rMoKynaTesto UM KakoMy-To Apyromy
nnmuy, AENCTBYIOLLEMY OT €ro UMEeHM.
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VOCABULARY

warranty Br.

right of disposal of the goods
warrant

have the custody of smth.
condition Br.

NpPOCTOE YCNoBue (B AOr0OBOPE NPOaAXKM
HapyLleHne NPoCTOoro ycnoBua gaeT
npaBo OPYror CTOPOHE Ha B3bICKaHMe
yObITKOB, HO HE Ha PACTOPXEHUE
[oroesopa), rapaHTus

npaBo pacnopsiXXeHnsa TOBapOM
rapaHTMpoBaThb, pydaTbCy;
noaTesepXxaatb

OXPaHATb 4TO-J1.

CYLLLECTBEHHOE YCNOBME (HapyLLeHne
KOTOPOro gaeT NpaBo Ha PacTOpPXeHne
norosopa)

DAY 2

AEHb 2

NepeBepute TekcT no metoauke PAI

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

TekcT B

Ecnu ToBap AocTaBneH nokynartesnto
Ha YCOBMSIX MPOAAXN C COXPaHEHNeM
npaBa noKynatens OTKa3aTbCH OT
Hero, 1 Ha Tak Ha3blBaEMbIX YCIIOBUSIX
“npopaxv unu Bo3Bparta’, nMbo Ha

CoBpeMeHHblit N'yMaHUTapHbIi YHUBEpCUTET

31



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

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

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

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

KaKuX-TO NMOAO0OBHLIX YCNOBUSIX, NPaBO
COBCTBEHHOCTWN Ha TOBap NMepexoauT K
nokynaTesnto cpady nocsie Toro, Kak oH
0006pUT ero Unr CoBepLLNT Kakoe-nnbo
OEencTBMe, yKkasblBaloLlee Ha ogobpeHne
COENKN; N B KOHEYHOM utore o6yaet
cumnTaTbCs, 4TO nokynatefnb ogodbpun
TOBap, ECNN OH YOEPXNBAET ero 'y ceds n
He yBegomnsieT 06 OTKase OT Hero B
npeaenax pasymMHoro nepnoaa BpeMeHu.

Ecnn toBapbl npopgatoTca no
onucaHuilo, TO nogpasymeBaemMbiM
YC/TIOBMEM [0OroBopa SABNSETCH TO, YTO
TOBapbl A0JIXXHbI COOTBETCTBOBATb
onucaHuio, pas nokynaTeNb Ha 3TO
nonaraetcsl.

B cnyyae npopaxu TOBapoB mno
o0pasuy a) Macca A0sKHA COOTBETCTBO-
BaTb 0O6pasLy Mo ka4ecTry; 0) nokyrnarTesb
[OJKEH UMETb Pa3yMHY0 BOSMOXHOCTb
CPaBHUTb Maccy ¢ 00pasLoM.

CornaweHue O nNOKynke B
paccpoyKy — 3TO AOrOBOPEHHOCTb, B

CUNy KOTOPOW TOBapbl [AOJIXHbI
nepenaBaTtbCqd Ha  OCHOBaHUWU
onpeneneHHoro KonunyecTBa

nepnoanyeckunx Boinnart.

VOCABULARY

hire-purchase agreement
sell goods by description

cornalleHmne o NOKyrnke B pacCpoyky
npoaasaTb TOBAapPbl N0 onucaHuio (sale of

goods by description npogaxa ToBapos
Mo ONMUCaHUIO)

sell goods by sample

npoaaeaTb TOBapbl Mo obpasuy (sale of

goods by sample npogaxa ToBapos no
ob6pa3ly)
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DAY 3

AEHb

SKILLS

NepeBepute Nno metoauxke PAI

Compare: A subject of smth.

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

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

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

Kaxpasa naptua aBngeTcs
npeaMeToM OTOE/IbHOro Oorosopa
npoaaxu.

M3BeCTHbIM cneuynmannct B
ob61acTy NPaBoOBOro PerynpoBaHns
Kynau-npoaaxm TOBapOB BbIpaswusl
CBOIO MbIC/1b CNIEeOYIOLLIMM 0OPa3oM...

JorosBop npoagaxm wunHoraa
3aK/II04AETCS € YyYeTOM ONnpeneneHHbIX
ycnosuin Ecnn takmm ycnosmem
aBnqaeTca  “npenBapu-TenbHoOe
ycnoBsue”, To eCTb, YTO-NMOO JOMKHO
ObITb COENaHO OAHOW N3 CTOPOH Nepeq,
TeM, Kak OOroBop cTaHeT obsa3a-
TeNbHbIM, TO HEBbIMOJIHEHNE TaKOro
YCNOBUSI J@eT ApYyror CTOPOHE NpaBo
cuYnTaTb JOrOBOP HEAENCTBUTENbHBIM.
Ho ycnosue MoxeT ObiTb CHOPMYnn-
poBaHO Takum obpa3om, 4YTOObI
COCTaBMWTb rapaHTMIO; OHAKO B IOOOM
cnyyae nokynaTeflb MOXeT, eCnu
[OroBop Npoaaxu nognagaeTr rnog
AerictBue Kakoro-nmbo ycnoeus,
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ground for the repudiation of the  koTopoe AO0MXKHO ObITb BbIMOJIHEHO

contract. npoaaBLOM, pacueHuBaTb HapylleHue
YCNOBMS KaK HapylLleHMEe rapaHTum, a He
Kak OCHOBaHMEe ANns pacTOpPXEHUS
Jorosopa.

DAY 4 AEHDb 4

NMepeBeanTe Ha PyCCKUN A3bIK.

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

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

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

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

When a sale is by sample there

are three implied conditions:

a) that the bulk shall correspond

with the sample in quality;

b) that the buyer shall have a

reasonable opportunity of comparing

the bulk with the sample.

A warranty is defined as “an

agreement with reference to goods”

which are the subject of a contract

of sale, but collateral to the main

purpose of such contract, the breach

of which gives rise to a claim for

damages, but not to a right to reject

the goods and treat the contract as

repudiated.

When a man exposes goods for

sale in his shop, he impliedly warrants

that he has a good right to sell them.

Very frequently it will happen that

the time of the transfer of the property

is not coincident with that of the

possession. In order to fix the time,

the first thing to be done is to look at

the intention of the parties. The rule is

that the property in goods passes

when the parties intent it to pass. But

if there has been no expression of

intention, and if the facts of the case

do not imply something to the contrary,

certain rules are to be observed.

As the hirer — who is to become

the eventual purchaser under the hire-

purchase agreement — gains

possession of the goods he can

dispose of them and give a good title to

a third person if the agreement is

enforceable as a sale. To prevent such

aresultitis now a common practice to

have the hire-purchase agreement

drawn up in such a manner that the

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

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

DAY 5 OEHb 5

BUSINESS CORRESPONDENCE

4.1. Construcciones Jimenez asks about delivery

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

CONCTRUCCIONES JIMENEZ

Ave del Pueblo Grenada Espania |||||[]|| Tel 345 645 bi 456 CJS
Haga Verktyg AB
Kaponjargatan 4c JM/ps/20B
Goteborg
Suecia 13 May 1987
Dear Sirs

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

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

We look forward to receiving the drills.

Yours faithfully

st My
Jose Mufioz
Manager

TOBPEMEHHBI | YMAHTapHBIi YANBEPCATET



TRy Haga Verktyg

Kaponjagatan AB
Goteborg
Sweden
Tel 513423
TIx. 564 HGY
Jose Mufioz You ref JIM / ps / 20B
Manager
Construccionnes Jimenez Our ref ES ce: S3
Ave. de Pueblo
Granada, Spain 18 May 1987

Dear Sr Mufioz

Thank you for your letter dated 13 May concerning your order for five of our
drills.

We must apologise for the delay in shipping this order. This was due to
unforeseen circumstances. However, your order is being dealt with and will
be sent without further delay.

With apologies once again.

Yours sincerely,

EH-U“'—-‘SJIM

Erik Stenlund
Export Manager

1 What does Construcciones Jimenez want Haga Verktyg to do?
2 How exactly does Haga Verktyg apologise?

3 Why hasn’t Haga Verktyg sent the goods?

4.2. Requesting action

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

If it is urgent, add:

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

Note: “Please could you ...” is the most direct. You can use this when

you are asking for something usual.

=

1. These requests are all mixed up. In each sentence put the words and

phrases in the correct order.

a) please / arrange / for ten o’clock / could / an appointment / you
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b) we / send us / as soon as possible / would / if you / the goods /
be grateful / could

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

d) confirm / please / you / are the same / could / your prices / that

e) we / exactly when / appreciate it / if you / would / could / tell us
/ you will arrive

2. What would you write in the following situations?

a) You have seen an advertisement in the newspaper for a post as
office manager. You want an application form.

b) The photocopier in your office has broken down. You want to
have it repaired quickly.

¢) You have moved your office and you want the post office to
forward your letters to your new address.

d) You want the telephone company to put another telephone in
your office. You need it urgently.

e) You have written to a company and you want them to reply

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

often used when you do not want to
give the real reason.)
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LESSON 4

DAY 1

YPOK 4

OEHDb 1

NepeBepute TekcT no metoauke PAI

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

TekcT A

ToBap, cocTaBAdlOLWNA NpegmeT
[0roBopa npoaaku, MoXeT ObITb MO0
cyliecTByOLWMUM, MO0 TOBapoOM,
KOTOPbI OOMKeH ObiTb NMPOU3BeOeH
unu npmobpeTeH nocne 3akioYeHns
oorosopa npogaxwu, T.e. Tak
Ha3blBaeMbIM “OyayLLMM TOBapOM”.
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Where there is a contract for the
sale of unascertained or future
goods by description, and goods of
that description in a state ready for
delivery are unconditionally
appropriated to the contract by
either party with the express or
implied assent of the other the
property in these goods passes at
once to the buyer. Such an
appropriation is made when the
goods are delivered to a carrier for
transmission to the buyer.

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

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

Ecnn 3aknioyeH O0roeBop npogaxmu
HEeUHAUBUAYANIN3NPOBAHHOIO MIN
Oyayuiero tToeapa no onmcaHuio, u
TOBap COOTBETCTBYIOLLErO ONNCaHUS U
roToBbI ons coadm 6e3 kakmx-nnmbo
YCNOBUIA BbiAENEeH AJis UCMNOJIHeHUs
AOroBopa OfHOI N3 CTOPOH C NPSIMOro
UM nogpasymMeBaemMoro cornacus
OPpYroi CTOPOHbI, MPaBo COOBCTBEHHOC-
TV Ha Takol ToBap NepexoauT cpasy xe
K nokynartento. Takoe BbiaeneHune
TOBapa AJ19 UCMOJIHEHUA AO0roBopa
Npon3BOONTCS MOC/e TOro, Kak ToBap
[DOCTaB/eH NePEBO34MKY A1 MEPECHIIKA
rnokynaresto.

Ecnn poroBop npoaaxu ToBapa,
onpeaeneHHOro UHAUBNAYyasibHbIMU
npuU3HaKamm, roTOBOro A1l MoCTaBKu,
He orpaHu4eH ycnoBusMu, NpaBo
COBCTBEHHOCTW Ha TOBap NepPexoamT K
rnokynaTesito B MOMEHT 3akJ/Ilo4eHUS
norosopa. ToT dakT, 4To Bpems nnarexa
WU OOCTaBKW OTCPOYEHO, HE ABNSIETCS
CYLLIECTBEHHbIM.

Ecnn npogasuy npenctont coenatb
4YTO-TO AN TOro, 4ToO6bLl NPUBECTHU
TOBap B COCTOsIHMe, rogHoe pans
cpavm, 1M ecnm Toeap A0JHKeEH ObiTb
M3MEPEH, B3BELLIEH UM MPOBEPEH, NMPaBO
COOBCTBEHHOCTU He nepexoauT 0o Tex
rnop, noka TpedyemMoe He BbINOJIHEHO, U
yBegoMneHne o6 3TOM He MnocniaHo
rnokynaresto.

VOCABULARY

(un)ascertained goods
specific goods

deliverable state
put the goods into
a deliverable state

(He) hanBMAYanM3nPOBaHHbLIN TOBap
TOBap, ONpeneneHHbIn
VHAMBMAYaNbHBIMW MPU3HaKaMm
COCTOSIHME, rogHOE AN1a caayn
NMPWBECTU TOBap B COCTOSIHNE, FOAHOe 4715
coaum
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appropriate goods to the contract

appropriation

npegHasHa4vatb (MU BblOeNaTb)
TOBap A1 UCMOJIHEHUS [,OroBOpa
npegHasHavyeHue (Mnu
BbIAENEHNE) TOBapa AN
VCMOJSTHEHUS A0roBopa

DAY 2

OEHb 2

MNepeBepute TekcT no metoauke PAI
Tekctr B

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

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

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

lMokynatens n npoaaseL, ToBapa
VMMEIOT cpeacTBa cyaebHOM 3almTbl OT
0053aTeNIbCTBEHHOr0 Ucka B
OTHOLLEHWW ApYyr apyra, ecnv Jorosop
npoaaxu HapyweH B pe3yfbraTte
HeBbINOJIHEHUA 00da3aTenbCTB
O[HOW N3 CTOPOH.

NpaBo ypaepxaHunsa ToBapa
BCTynaeT B CUJ1y B CeayioLpx cinyvasx:

a) ecnu ToBap Obin npogaH 6e3
Kaknx-nmbdo OroBOpoOK OTHOCUTEJIbHO
KpeauTa,;
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b) the period of credit has expired;
or
c) the buyer has become insolvent.

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

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

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

©) ecnm UcTek CpokK KpeauTa;
B) ecnu nokynatefib  cTan
HECOCTOSTENMbHbIM.

MpaBo ocTaHOBKM TOBapa B NyTH,
noao6GHO NMpaBy yaepXKaHus, npuHaa-
NEXNT NPOoAAaBLY, He NoJly4YUBLUEMY
njarexa, 1 MOXeT ObITb M UCMOJb-
30BaHO NMbo nyteM GakTUYeCcKoro
BO3BpaLLEHMS TOBapa B CBOE BnafeHmne
(NOBTOPHOIrO BCTYMN/IEHNS BO BlaAeHNE
TOBapoMm), NMMBO NMyTeM WN3BELLEHUS
rnepeBo3ymka WM ApPyroro nuua,
KOTOPOMY TOBap nepenaH C Lesblo
rMepeBo3kn, O TOM, YTO TOBAP HE AO/DKEH
ObITb BblAaH NOKyMNaTesio.

MoMunmo npaBa yaepXxaHus u
OCTaHOBKM TOBapa B NyTW NpogaBeLl, He
MOJSIyYMBLUMIA Mnatexa, UMeeT elle
OAHO MNpaBO, a MMEHHO, MNpaBo
nepenpoaaxu, ecnv nokyrnaTesb B
TeYeHne pPasyMHOro cpoka BPEMEHMU
0TKa3bIBAETCHA OT OnJiaThbl TOBApA.

Ecnn nnuo, npopaslwiee ToBap,
npoaokKaeT BnageTb 3TMM TOBApOM
UIn TOBapopacnopaauTesibHbIM
AOKYMEHTOM Ha Hero, a 3aTeMm
rnepenaeT 3TOT TOBaAp WM TOBapoO-
pacnopaauTesibHbli JOKYMEHT
TpeTbeMy Nuuy, NpPenecTBYOLWMIA
rnokynatenb TepsieT BCe NpaBa Ha
TOBap, €C/IN HE [OKa3aHo, YTO TPeTbEe
JIMLO OenCcTBOBaNO HeOOOPOCOBECTHO
VN 3HANO O NpeaplayLuei npogaxe.

VOCABULARY

default

right of detention

stoppage in transit

re-sale

documents of title to the goods

HEBbIMNOSIHEHNE 0093aTENLCTB
npaBo yaepxaHusa Tosapa
npaBo OCTAHOBKM TOBapa B MyTu
nepenpoaaxa
TOBapPOPaCMOPAANTESbHLIE
JOKYMEHTbI
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DAY 3

OEHb 3

SKILLS

NepeBepute Nno metonuxke PAI.

provided (that) ...

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

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

lMokynaTenb BCcerga CTPeEMUTCS
KyNNTb Kak MOXHO OeLleBie N BECbMa
CKJIOHEH K BbIMCKMBaHWNIO BOOOpaxae-
MbIX AedekToB, 4ToObl BbIFrOAHO
cToproBaTbCs, nNpohaBel, Xe B
pPaBHOW CTEMNEHM BOJIEH pacxXBannBaTb
cBOUW TOBaAp 4TOObLI MOBbLICUTbL €ro
LEHY, MPU TOM YyCJIOBUU, 4YTO
rnoKyrnaTesto AoJIKHa ObITb CripaBes-
JNBO nNpepocTaBfsieHa nofHag
BO3MOXHOCTb OCMOTpa ToBapa.

Mpun ycnoBun, 410 HN OOHO U3
MONOXEHNUIN [aHHOW CTaTbW He
LOJKHO 3aTparmeaTtb NpaBoOBble HOP-
Mbl, perynmpylouwme oearesibHOCTb
IOPUANYECKUX NNL.
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Compare: provide that...

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

Section 1 provides that:

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

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

Mokynatenb npnobpeTtaeT NpaBo
COOCTBEHHOCTN HA TOBApP B MOMEHT
choenku Kynnu-npopaxwu, npu
ycJs10BuM, 4TO TOBapbl KyMjeHbl Ha
OTKPbITOM pPbIHKE.

Cratbs 1 npegycmarpuBaer, 4To:

JloroBop npopaxu ToBapa — 3TO
[OroBop, B COOTBETCTBMN C KOTOPbIM
npoaaeeL, NnepenaeT UM cornaliaeTcs
nepegaTtb nokynaTeni npaeso
COBCTBEHHOCTM Ha TOBAp 3a AeHEXHOe
BCTpeYHoe yOOBNETBOPEHUE,
Ha3bIB2EMOE LIEHOA.

CraTbs 5 npegycmatpuBaert, 4To
onpepneneHHble cornaweHns ob
YCNOBHOMN NMpogaxe n npogaxe B
KpeouT HE MMEIOT MCKOBOW CUbl, ECIN
OHW He 3aKJlOYEHbl B NMUCbMEHHOWN

dopme.
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DAY 4

AEHDb 4

NepeBeante ¢ aHrMNIACKOro A3blka Ha PYCCKUiA A3bIK.

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

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

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

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

The lien will be lost:

1) If the goods are delivered to a
carrier to be sent to the buyer, and
the seller does not reserve the right of
disposal; or

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

3) If the right is waived by the seller.

When an agent has exceeded his
authority in such a manner that his
principal could not be bound by the
contract which has been made, the
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principal may afterwards adopt the

transaction provided the agent has

contracted as agent and not as principal.

Section 2 provides that:

Capacity to buy and sell is regulated

by the general law concerning capacity

to contract and to transfer and acquire

property provided that where

necessaries are sold and delivered to
an infant (or minor) , or to a person who

by reason of mental incapacity or
drunkenness is incompetent to contract,

he must pay reasonable price therefore.
All shops in the city of London are

market overt for the purposes of their
own trades, and outsides the limits of
the city the name is applied to particular

places which are set apart for a market
by grant or prescription.

DAY 5 AEHb 5

BUSINESS CORRESPONDENCE
4.3. Apologising

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

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

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

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

18 North Avenue
Elmira ‘

22-10-87 ‘

Dear Sir

I am writing in connection with your
advertisement 1n the Daily Observer
newspaper for a post as shop assistant

Please could you send me the application
forms.

Yours faithfully

M R Sl

wsres ,
s Bk
1 4D gt WAINMAN (Printers) Ltd
ur T l)}-b ,ﬂxf’ Castle Street Kendal LA95YY

- 15-11-87

Dear Sirs

Order 285

I am writing with reference to the
above order for stationery.

It is now three months since we
delivered the goods to you. We would
be grateful if you could send us your
payment without delay.

Yours faithfully

/4 Vamare —
H Wainman /VJL/,,;,& %"5"&
—_ ”"fﬁfw

e T anoy

Owners H Wainman and N Lollerwicz
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4.4. Construcciones Jimenez writes to Haga Verktyg again

Construcciones Jimenez wanted some more information from Haga
Verktyg so they wrote again.
= What exactly did Sr Mufioz want to know?

CONSTRUCCIONES JIMENEZ

§§ Ave del Pueblo Granada Espand I Tel 345545 Tix 456 CJS
§§ E Stenlund
= Export Manager ES:ce:53
= Haga Verktyg AB
= Kaponjargatan 4c JM/ps/20B
= Goteborg
= Suecia 28 May 1987
Dear Mr Stenlund

Order 2886

We have received your letter of 18 May 1986,
concerning the above order for 5 Kraftborr
drills.

We were pleased to hear that you will ship the
drills immediately. We would appreciate it,
however, if you could give us some further
details about the delivery of the goods. In
particular, we would like to know the name of
the ship that you are using, the departure date
from Sweden and the expected arrival date in
Spain.

We look forward to hearing from you.

Yours sincerely

e Moisy

Jose Mufioz
Manager

l_ —
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LESSON 5

DAY 1

YPOK 5

AEHDb 1

MNepeBepute TekcT no metoauke PAI

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

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

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

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

TekeT A

Ecnn uenbio goroeopa ABAsSieTCS
NocTaBka NPOMBbILLIEHHbIX TOBAPOB, TO
3TV TOBapbl [0/MKHbI ObITb MPUIrOAHbI
AJ19 TOProenu.

Mpopgaseul, Takxe rapaHTupyeTt
nokynaTesto, 4To nocnegHemy Oynet
NpeaoCcTaBieHO CNOKOWHOE NoJb30-
BaHMe TOBapoOM, 11 4TO TOBap CBOOO-
AEH OT KakKnx-nmb6o oopemMeHeHnin
B MOJIb3y TPETbUX JINLI, O KOTOPbIX HE
3asB/IEHO U O KOTOPbIX HUYEro He
M3BECTHO MokynaTesiio B MOMEHT
3aKJIl04eHMs oroBopa.

Ecnn npopasLy npeacTouTt caenatb
4yTO-TO AON19 TOro, 4ToObl NPUBEcCTU
ToBap B COCTOsIHWe, rogHoe pns
cpauun, Unmn ecsiv ToBap A0JIKEH ObITb
N3MEepeH, B3BELUeH UM NPOBEPEH,
npaBo cOOCTBEHHOCTU HE NepPexoamT
0o Tex nop, noka Tpebyemoe He
BbINOJIHEHO, 1 YBEAOMIIEHME 00 3TOM
He NocaHo NoKynaTento.

Mpn HaNWYMKM KL CornalleHns o
npogaxe CPeACTBOM 3alUThI
npoaaBLA ABISETCS MCK O BO3MELLIEHNN
He OLleHEeHHbIX 3apaHee YObITKOB.

VOCABULARY

merchantable quality

quiet enjoyment of the goods
to be free from any charge
or incumbrance

a deliverable state

TOBapbl, NPUrogHbIe A TOProBan
CMOKOMHOE NO0JIb30BaHME TOBAPOM
OblTb CBOOOAHBLIM OT KakUX-nbo
obpemMeHeHnin

COCTOSIHNE, rogHoe AsA caaqn
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unliquidated damages

HeoLleHeHHbIe 3apaHee YObITKU

DAY 2

AEHDb 2

NMepeBepute TekcT no metoauke PAI

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

TekcT B

B cnyyae HapylweHus NpoaaBLLOM
NMPOCTOro YyC/NOBUS WU, €CNu
nokynaTtesnb NpeanoyYntTaeT unm
BbIHYXEH paccMaTpuBaTb HapyLle-
HMe NpoaaBLUOM CYLWLECTBEHHOrO
YCIIOBUS KaK HapyLleHWe NpoCcToro
yCNOBUS, OH (MOKynaTeb) He BNpaBe
JILLb MO NPUYMHE TaKOro HapPYyLUEHNS
0oTKasaTbCd OT TOBapa, HO MOXeT
BO30OyAMTb OEJ0 C LESbl0 CHUKEHUS
WU aHHYJIMPOBAaHUA CTOMMOCTU
ToBapa WnM NpeabsiBUTb NPoaaBLYy
CaMOCTOSATESbHbIN UCK O BO3MELLIEHNN
yObITKOB, CBA3aHHbIX C HAPYLUEHNEM
NPOCTOro yCnoBus.
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If a person promises, without
remuneration, to do certain work and
enters upon it his responsibility
commences at once, and he must
carry out the whole without being
guilty of gross negligence.

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

Ecnun kakoe-nn6o nnuo obewaer
6e3B03Me34HO BbIMOJIHUTb
onpeaeneHHyio paboTy n npucTynaeT
K HEl, ero oTBETCTBEHHOCTb BCTyrnaeT
B CWJTy C 3TOr0 MOMEHTA, U 9TO L0
OOJMHKHO AOBECTM Aeno A0 KOHUA, He
JOMyCTUB NMPu 3TOM Ype3Bbl4alHON
HeOpeXHocTH.

Ecnn npegnonaraeTcs, 4To MU0
nony4nT NnaaTty 3a ceoto paboTy, ero
OTBETCTBEHHOCTb BO3pacTaerT,
NOCKOJIbKY NNATHbLIA areHT oTBe4YaeT
M 3a TO, YTO Ha3biBaeTCs 0ObIYHON
HEeOpPEeXHOCTbIO.

VOCABULARY

diminution or
extinction of the price
gross negligence
ordinary negligence

CHSITUE UNIN @aHHYSIMPOBaHME
CTOMIMOCTb

ypesBblyaiHas HeBGPEXHOCTb
00bl4Has HEBPEXHOCTb
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DAY 3 AEHb 3

SKILLS

NMepeBeanTe C aHrAUMMCKOro 13bika Ha PYCCKUA U BbINOJIHUTE
oOpaTHbIii NnepeBog, (C PyCCKOro Ha aHrJIMMCKUIA).

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

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

In a contract of sale, unless the circumstances of the contract are such
as to show a different intention, there is an implied warranty that the buyer
shall have and enjoy quiet possession of the goods.
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DAY 4 AEHDb 4

MepeBepnte ¢ aHrMNIACKOro A3bika Ha PYCCKUIA.

Types of contract

Contracts may be divided into two broad classes:

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

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

The essential ingredients of a contract are:

1 Agreement. An agreement is formed when one party accepts the
offer of another.

2 Consideration. The parties must show that their agreement is part
of a bargain; each side must promise to give or do something for the other.

3 Intention. The law will not concern itself with purely domestic or
social arrangements. The parties must have intended their agreement to have
legal consequences.

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

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

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

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

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

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

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

3 Unenforceable contracts. An unenforceable contract is a valid
contract but it cannot be enforced in the courts if one of the parties refuses
to carry out its terms. Items received under the contract cannot be reclaimed.
Contracts of guarantee are unenforceable unless evidenced in writing.
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DAY 5 AEHDb 5

BUSINESS CORRESPONDENCE

4.5. Requesting information

Please could you

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

give us some further details about ...
let us know (about/If) ...
inform us (about/if) ...

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

= What would you write in these situations?

a) You wrote a letter to someone and they haven’t replied. You
want to know if they received the letter.

b) A businessman is going to your country. He wants you to get
a visa for him. You need all the details about his passport (his
nationality, date of birth, where his passport was issued, and
when it expires).

¢) You want to know about the same businessman’s flight (flight
number, date and time of arrival).
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4.6. Letter practice
Last month, you replied to an advertisement in the newspaper and you
received this letter back.

You have been ill so you could not reply immediately. You want some
more information about the post (holidays, working hours and starting
salary). Write a letter asking about these things. Follow this plan:
thank Mr Wang for his letter
apologise for not replying before now
say why you did not reply
ask for further details
ask, in particular, about holidays, etc.
close the letter

CoBpeMeHHblit N'yMaHUTapHbIi YHUBEpCUTET

57



date as postmark
Cear Sir/#adam

Thank you foo your Tecert letfer, corcecning the post
a3 Sales Lopervizcs st Excel Incustries.

I ar plessac to arclase he appiication forms thak you
requestec. I wowld ne gratefol if you couls complete
them and return then to me as zaon 23 possihls,

If you have ary Furtber guestioas, please do not
kesizate bo guntast ma,

Yo.rs faithfLlly

70 hrase—

F warg {Mr)
Perscnnel Ozpl.

LESSON 6 YPOK 6

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

WAGES, PRICES AND PROFITS

Is anyone besides Warren Buffett and Bill Gates getting rich?

BY ROBERT J. SAMUELSON

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

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

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

Let us review major wage and profit trends:

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

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

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

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

e But as the Right says, there’s no
fundamental conflict between improved

Yes. But profitability and rising wages. Critics of today’s
competition profits don’t emphasize two points. First, profitability
and faulty (by a host of measures) is slowly recovering from
statistics post-World War |l lows that occurred in the late

. 1970s and early 1980s. In the 1950s and 1960s,

"_'ay hide profits exceeded 10 percent of GDP. Second, wages
income rose most rapidly when profitability was highest
gains. (that is, the 1950s and 1960s). Over time, strong

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

So, it seems, we just have to wait. Companies are reinvigorated. As
cash flows improve, more funds will be used to bid for new or better workers.
Wages will rise, or firms will lose good employees. It's always worked this
way, right? Well, yes. But maybe it won’t quite work this way now.
Productivity gains could also go to lower prices. Suppose competition forces
firms to make more price concessions. And suppose competition quickens
the introduction of better products, which effectively cut prices (more
performance per dollar). The result: income gains are often lost in statistics
and popular perceptions.

People see fewer large wage increases, the usual benchmark of
“getting ahead.” Price cuts are not appreciated, because they are scattered
and small. Moreover, price cuts are less and less of the traditional type (the
$1 widget reduced to 95 cents). Instead, they’re increasingly customized to
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meet competitive conditions. Here are some examples: newspaper grocery
coupons; car leasing by auto firms; discounts on airline tickets, gasoline or
new cars tied to the use of specific credit cards. The CPI captures none of
these nontraditional price cuts; nor does it reflect the higher quality of many
new products—Windows 95, for instance.

Disinflation and competition, which are good for the economy, conspire
to hide its progress. We see and feel the uncertainties and upsets; we barely
sense the advances. Prosperity isn’t bypassing most Americans, but it is
baffling them.

MPAKTUYECKWNIA KYPC OCHOBHOIO MHOCTPAHHOIO A13bIKA
AHITMUCKUA A3bIK
NMPO®ECCUOHAJIbHbIN KYPC. AENTOBOW
IOHUTA 5

Penaktopsl: O. H. Tumoxos, E. Munnnenko
Onepatop koMmnbloTepHon BepcTku: A. M. MockBUTUHA

M3a. nuy,. JIP Ne071765 ot 07.12.98 CpaHo B nevaTb
HQY «CoBpeMeHHbI N'yMaHUTapHbI MHCTUTYT»
Tupax 3aka3s
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