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BBenenue

Llenpio BBIMOJIHEHUS] KOHTPOJIBHBIX pabOT SBISETCS CaMOCTOSTEIbHOE
npuobpereHrne W yriayOJeHWe 3HaHUM CTyJEeHTaMHd B 00JacTH JIEJIOBOTO
MHOCTPAaHHOTO s3bIKa. KpoMe TOro, KOHTpOJbHBIE PaOOTHI SBISIOTCA OJAHUM U3
BUJIOB IPOBEPKHU KA4YE€CTBA 3HAHUH CTYIEHTOB, U3YYAIOIIUX JAHHYIO AUCUIUILIINHY.
KontponbHbie pabOThl COCTOST W3 3aJaHuil, B KOTOPbIX OCHOBHOE BHHMMaHHE
CKOHLIEHTPUPOBAHO 110 OJHOMY acIleKTy, yKa3aHHOMY Iiepes 3agaHueM. Bce
OOBSICHEHHSI IPEICTABIICHBI HA POJHOM SI3BIKE.

PaboTh! BBIIONHAIOTCS B COOTBETCTBHM C rpadukoM yueOHOro mpoiecca u
JODKHBI  OBITH BBIMIOJIHEHBI B YCTAaHOBIIGHHBIE CpokH. [lpemnmaraercs 1nBe
KOHTPOJIBHBIX Pa0OTHI B IBYX BapUaHTaX.



MonanabHbie 1i1arojibl. Oco00eHHOCTH 1eJIOBOT0 AHTJIMHCKOTrO.
Ceiiuac MBI TIOTOBOPHM O TaKOW OCOOEHHOCTH, KOTOPOW OTIMYAeTCS
AHTJIMIACKUI 1eJI0BOM CTWJIb, Kak yNoTpeOJieHHe MOJaJbHBIX TJIarojioB B
3HAQYEHUU JOJKEHCTBOBAHUS, KOTJla Mbl OOpaiaeMcsi K MapTHEpaMm, KOJUIEraM,
MOJTYMHEHHBIM U TIOJYEPKUBAEM HEOOXOAMMOCTh TOT'O WU MHOTO JICUCTBUS.
MHorue CTYOeHThl NpU HU3YYEHHUH JEJI0BOrO AHTJMKWCKOrO HE CYUTAIOT
OCOOEHHO BaXXHBIM KOHIIEHTPUPOBATHCS HA OTTEHKAaxX CJOB, MPEANOYUTas
HapalluBaTh HEOOXOAMMBIM 3amac JIEKCUKA g Oosiee JEerkoro u OBICTPOro
noHuManus codecennrka. OHaKO aHTJIUNUCKUHN JEIOBOM CTUJIb MPEAyCMaTPUBAET
TaKyl0 BaXKHYIO BeEllb, KaK MOJHOE COOJIIOJICHUE PEYEBOro ITHKETA, U OTTEHOK
yHnoTpeOJICHHOTO BaAMHU CJIOBA BXOJUT B 3TOT ATUKET.

AHIIMHACKHMH [1€J10BOM CTWIb. BbhIpaikeHune 10/12KEHCTBOBAHUS.

OnmauM w3 Hamboliee 4YacTO WCMOIb3YEMbIX MOJANBHBIX 3HAYEHUU B
JCIOBOM  fA3BIKE€  ABJISETCS  3HAY€HUs  JIOJDKeHCTBoBaHMs.  HawmOonee
yHoTpeOIsIeMbIMA B JTAHHOM 3HAYCHWU B AHTIUHCKOM JICIOBOM CTHJIC SIBJISIOTCS
riaroyisl must, to be u to have.

IIpumepsl ynoTpedaeHus rjaarosaa must:

- We must be in time not to be late as it’s a very important event. (Mbl
JOJKHBI IPUATH BO BPEMsl, UTOOBI HE OMO3/1aTh HAa 3TO BaXKHOE COOBITHUE).

- [ should say you must check it once more. (51 cuuTaro Bam HYXKHO
MIPOBEPUTH ITO €llIe pa3).

- Besides, your price must depend on the amount of the contract. (Kpome
TOT0, Ballla [IEHa JIOJ>KHA COOTHOCUTBHCS C YCIIOBUSMH KOHTPAKTA).

AHIJIMACKUH J1€JI0BOIl CTWIb NPEANUCHIBAET YHNOTPEOSATh riaaroil must
TOJILKO TIO OTHOIIEHUIO K COOCTBEHHBIM MOJYMHEHHBIM, KOTJa TOJYEPKUBACTCS
00513aTeIbHOCTh U HEOOXOJUMOCTh BBIITOJHEHUSI TOTO WJIM WHOTO JECHCTBUS WU
3amaHus. He 3ps 3TOT TIIarol 4acto HCIIONB3yeTCss B 3HAYCHUHW IIPHKa3a,
MOJTYEPKHUBAs CTPOroe TpeOOBaHUE UM HEOOXOAUMOCTb BBIITOJIHEHHS KAKOT'0-TH00
nencTBus, Hanpumep You must decide to Monday if you stay at our office or not.
You are to prepare all the papers to sign them on Tuesday. (Bvi 00s13aHbBI
TIOJITOTOBUTH BCE IOKYMEHTHI HA ITOAIKUCH KO BTOPHUKY).

B oTHOmIEHUsAX ¢ MapTHEpaMU AHTIMHUCKUI JENOBOM CTWIIb MPEIIUCHIBACT
MOYTH TIOJIHBIA OTKa3 OT TrJjaroia must, KpoMe CIIy4acB, KOTJa HEO0OXOIUMO
MOTYCPKHYTH )KECTKYIO HEOOXOIMMOCTh WJIM HEAOBOJBCTBO CTAPIIUM MapTHEPOM
MJIQJIIIMMK  TTAPTHEpAMU WM BO3MYIICHHE TNPH KaKOM-JTHOO HEBBIMOJHEHUN
obs3aTenbcTB. Hanmpumep, Tak BBl MOkeTe ynoTpeOutsb Gppasy You must have paid
your debt by the 3th of November. (Bbl 00s13aHbl BBIIUIATUTH Ball JOAT K 3
HOSI0ps).

3Hass OCOOCHHOCTH JICJIOBOTO aHTJIMHCKOTO, BBl Oyjlere MOHUMAaTh, YTO B
OTHOIICHUSIX C TAPTHEPAMH CIIETYET COCPEI0TAYNBAThCS Ha riiaroiax to have u to
be, Tak Kak 00sS3aHHOCTD BBITIOJTHEHUS JICUCTBUS 3ByYUT MEHEE KaTerOPUIHO.



IIpumepsl ynorpedaenus rJjaarosos to have to u to be:

- Are you to come on every Saturday morning? (Bsl 00s13aHBI IPUXOAUTH TIO
yTpam B cy0060Ty?).

- They are to prepare their report to the next weekend. (OHU JOJKHBI
MOJIFCOTOBUTH CBOU OTYETHI K CIEAYIOIIUM BBIXOIHBIM).

- Sorry but I have to leave as I'm very busy last time. (Ilpoctute, HO MHE
1opa UTH - B TIOCJIEAHEE BPEMs Y MEHS OY€Hb MHOTO JIET).

- Do you have to meet them at the station? (Bam HY>XHO BCTPETUTb MX Ha
CTaHIUHU?)

Onnako He CTOMT 3a0bIBaTh, YTO IJaroyi have to MOXXET UMETh OTTEHOK
HEeXeJIaTeIbHOro JAeHCTBUS, ModToMy cieayromas ¢paza «So we have to work
with you» 3By4yuT JOBOJNBHO TpyO0O U AHIJIMICKMI [1€JIOBOH CTHJIb HE
peIycMaTPUBAET TAKOTO YIOTPEOICHHS STOTO TJIaroJa.

Bo Bcex 3aTpynmHUTENBHBIX CiIydasx, a Jydlle JaXe W Yaile, BaM CTOUT
npuberath K Oosiee MATKUM (opMaM YKa3aHHUs, 3aMEHss JOJKEHCTBOBaHHWE
BBEIPDOKCHHUSIMH, O3HAUYAIOMIUMH  TPEANOIOKEHHE, COBET, BONPOC W  T.I.
AHIJIMIICKMH 1eJI0BOM CTHJIb TIpEAyCMaTpUBAET MMOHUMaHKE NMOJO00HBIX (pa3 Ha
TOH WJIY JIBa TOHA JKECTUYE MX OPUTHHAILHOTO 3HAUCHUSI.

DTO CXOMHO U C CUTyalMel B pycckom si3bike. Ppasa «He mormm Obl BBI
MepernpoBEPUTh HAIIIU JIOXO/IbI, €CJIM Y Bac OyaeT Bpemsi. Mbl ObI CMOTJIH 00CYIUTh
UX C HamuM (UHAHCOBBIM JTUPEKTOPOM» BOBCE HE O3Ha4aeT OyKBaJIbHO
CIEIYIONIEe: «CAeNalTe 3TO, €CIIU 3aX0UETCs, a €CJIM HE 3aX0UeTCs, TO U HE HAZ0».
Ha camom pene, mpocnba mnoapazymMeBaeT 4YyThb JIM HE OBICTPOE U TOUYHOE
UCIIOJIHEHUE YKa3aHUsl.

[ToaToMy B KaXIOM CJIOKHOM cllydae TnpuOeraiiTe K MBICICHHBIM
AQHAJIOTHSIM C PYCCKUM JICIOBBIM CTHJIEM OOIIEHHUS W TOrjJa OCOOEHHOCTH
J1€JI0BOI0 AHIJIMICKOro OyAyT JaBaThCs BaM JIETKO.

AHIVIMMCKHMH 1€J10BO# CTHIb. Bhipa:kenune npocsobl.

Haubonee ynorpebnsieMblMH TJlarojiaMd B 3HAYEHUU MPOCHLOBI SIBISIOTCS
can (could), would, may, will.

AHTTTUHACKUN JIeJI0BOM CTHIJIL TpeAroaraeT ynoTpeOJieHHe 3THX TJIarojoB
MPUOJN3UTENIEHO B PABHO3HAYHBIX CUTYAIUsIX:

IIpumeps! ynorpedsieHus riaroJia can (could):

- Could you hold on a minute, please? (MUHyTOUKY, MOXKaTYyHCTA).

- Could you tell me your name, please? (CxaxuTe Bailie UMsl, TOKAITyHCTA).
- Can I take the message? (1103BOIbTE IPUHSATH BAIlle COOOIIEHNUE).

- Can I do anything to help? (51 Mmory Bam 4eM-HUOYIb TOMOYB?).

IIpumepsl ynorpedJeHus riaroja may u would (will):

- May I introduce myself? (I1103BoibTE MPEICTABUTHCS).

- May I pay in cash? (51 Mmory pacmiaTUTbCS] HATUYHBIMU?).

- Would you mind waiting? (Bac He 3aTpyIHUT MOJ0XKATh?).



- Would you show me your passport? (IlokaxuTe mnoxanyicTa Baill
Macmopr).

- Will you help me to find the exit? (Bbl MHE HE TTOMOXETE HAUTHU BBIXOA?).

[Ipumepsl BBITIE BBITISAST AOBOJIBHO TMOXOKHMH, WU TaK OHO M €CTh Ha
camoMm jene. BpiOop Tiarona B O3TUX MNPEMIOKEHUSX 3aBUCUT OOJbIIE OT
COYETaeMOCTH, TPAJULMK SI3bIKa U OTTEHKOB CMBICIA, YEM OT YPOBHS MPOCHOBI,
3aKJIFIOYEHHOW B JAHHOM cioBe. Hampumep, aHIVIMUCKUMA [eJI0BOW CTHJIb
npenycMaTpuBaet J1Ba BapuanTsl Pppasel «Could you show me the way, please?» u
«Would you show me the way, please?». B nmepBom ciydae MbI niepeBenem ¢pas3y
kak «He morim Obl BBl MOKa3aTh MHE JOpOry?», a BO BTOpoM - «Bbl MHe He
nokaxkere Jopory?». HeOGonbIoil OTTEHOK 3HA4Y€HUs! €CTh, TaK KaK BO BTOPOM
ciiydae MbI OOJIbIlIe TIPe/IoiaraeM MOJ0KUTEIbHBIN OTBET Ha Hamly ¢pa3y, HO 10
YPOBHIO IPOCKOBI OHU MTPUMEPHO OJMHAKOBBHI.

Ho mpu stom Mbl He moxkeM cka3ath «Would I take the message?» wnm
«May 1 do anything for you?».Tak kak B mepBOM cjydae Mbl TOJydaeM
rpaMMaTHYECKyl0 OeccMBICTUIy («A MpUMY JH s cooOlieHne?»); a BO BTOPOM
cllydae - HMHTUMHYIO (pa3y, YMECTHYIO TpH >KEJIaHWHU, HANpUMeEp, MYKUHUHBI
BBIIIPOCUTH NPOLIEHUE Y KEHIIUHBI («MOXHO g 4TO-HUOYIb CHENaro Uil Te0s?»).
[ToaTOMy CTOMUT OCTOpOXXHEH BBIOMpATh MOMANBHBIC TJAroJiibl NpHU Tepenaye
CMBICJIIOBOTO 3HaYEHUsI TIPOCHOBI, MHAYE BbI PUCKYETE BBITIAIETh CMEIIHO B TIa3ax
apTHEPOB.

Yamie Bcero B sI3bIKe AEIOBOrO OOIIEHUS NPOCchOa BhIpaXkaeTcs B Oojee
BeXINBOM (opMe, Tak Kak B OCHOBHOM OOIICHHE TMPOUCXOAUT MEXKAY
MaJI03HAKOMBIMU JIIOJABMH. J[JI1 3TOro MCIMONIB3YIOTCS TaKHE IJIAroiibl Kak could,
might u would. Tak)xe 5TH TJarojibl B OIpPEIEIEHHOM KOHTEKCTE€ B JaHHOM
3HAYEHUU MOTYT HaJIaraTh OTTEHOK MPE/JI0KEHUS.

IIpuMmeps! ynorpedJieHus riaroJia could, might, would:

- Might I suggest Tuesday? (MoxeT ObITb BO BTOPHUK?).

- Would you like to know some more information about our products? (He
JKemaeTe y3HaTh OOJIbIIe O HAIICH MPOTYKITHH?).

AHTJTUHACKUN JIEIOBOM CTWJIb TIPElyCMaTpuBaeT HE TOJIBKO TIPOCHOY,
pasymeeTrcsi, HO U paspelieHue, KOrja ¢ TMPock0oM oOpamarTcs K BaM.
BripaskeHre MOJIaJbHOTO 3HAUEHUSI Pa3pellieHUs B SI3BbIKE JEIIOBOrO OOIIECHHS B
OOJIBIIMHCTBE CIIYYacB BBIPAXKAETCS C MOMOIIBIO MOJIAJILHBIX TJIArOJIOB can umay.
Yrnorpebiienus riaroia dare pu JII0BOM OOIIIEHUH HE HAOII01a7I0Ch.

IIpumepsl paspenieHUss B aHIJIMHUCKOM /J1€JI0BOM CTHJIE:

- You can consult our manager at three. (Bbl MoxeTe
MIPOKOHCYJIbTUPOBATKLCS C HAITUM MEHEIDKEPOM B TPH Jaca).

- You can buy a cheapest ticket if you want. (Bel MoxeTe KynuTh Ouier
TIO/ICIIIEBIIC).

- You may finish your report next week. (Bel MOkeTe 3aKOHUYHUTH BaIll OTYET
Ha CIeAyIoIIe Heene).



Konrtpoabnas padora Ne 1
Bapmuanr 1

1. Ucnoab3ysi uHpOpMANUI0O B TeKCTe COCTABbTE pe3loMe sl JaHHOIO
YyeJIOBeKa.
The shipping manager

Name:Lisa Simpson
Age:27

Occupation:Shipping and Contracts Manager Route to job: Lisa left school
at 17 with A levels and at 18 went to University and received a BA in Russian,
then an MA in Russian poetry. When she left, she worded in market research and
finance for 18 months before becoming a receptionist at American trading and
investment house that had just begun a joint venture with a timber company in
Russia. After some training she became Shipping Supervisor. She is looking for a
position of Shipping and Contracts Manager in some other shipping company.

Dress:Mostly smart; occasionally jeans and sweater.

Lisa’s day:

I get up at 7.30 am, leave the house at 8.20 am and drive to work to arrive at
9 am. My job is to supervise transportation of raw materials from various places to
Russia. I meet with the traders who do the deal for the raw materials and sell the
processed metals, the shippers who organise the shipping of the materials, and the
finance people. My role is reactive — I deal with difficulties as they come up. I go
through my messages until 11 am, I reply by fax or e-mail because it’s hard to deal
with things on the end of a bad phone line in a foreign language. I often go out for
lunch at 1 pm or I may have a sandwich at my desk. I go home between 5 pm and
6 pm, but there are times when I haven’t slept at night. I find it difficult to switch
off if there are problems.

A level — a two-year course and an examination in particular subject.
Students usually need to pass at least three A levels in order to go to University.

Most university courses last three or four years. During these years students
are doing/studying subjects, or doing/studying for a degree in a subject.

BA — Bachelor of Arts (in languages, history etc);

BSc — Bachelor of Science(chemistry, physics etc)

Some students then go to do a postgraduate course to receive MA in one or
two years.

MA — Master of Arts

After at least three years of studying one subject in great detail a
postgraduate student receives an PhD (Doctor of Philosophy).
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GLOSSARY
shipping —nocTaBka rpy3oB
joint venture — COBMECTHOE MPEANPUITHE
timber — npeBecuHa
raw materials — ceIpbe

2. CocTaBbTE NHUCHLMO-3ANPOC B aIpeC AHIVIMINCKOM KOMIIAHUM:

coobmure, rae Bel mpoudTtanu pekiamy O NPOU3BOAUMBIX ITOW KOMIIAHHUEH
MYXKCKHX

KOCTIOMax (men’s suits); Hamumure, 4yTo Bbl XoTenu Obl 3aKynUTh MHAPTHUIO
MYKCKHMX KOCTIOMOB B KonudecTse 200 mryK;

y3HaliTe uX cTOMMOCTh Ha ycroBusx noctaBku CIF Opmecca; coobmmTe B MUChMeE,
4yTo0, eciim Bac

YCTPOST II€Ha M Ka4eCTBO KOCTIOMOB, BBl B JanbpHEHIIEM CMOXKETE MAENaTh
OOJIBIIINE 3aKa3bl;

HONPOCUTE 1aTh OTBET KaK MOYKHO CKOpEE.

3. Ilo3dHakoMbTech € coaepKaHUeM Tede()OHHOr0 Pa3roBopa KJIMEHTA U
NMOCTABIIMKA, NMpeAMeT KOTOPOr0 — MOAr0OTOBKA MOKYINKH XO0JOAWIbLHUKOB
njasi HoBO# roctuHunbl. IlepeBeautre ero Ha pyccknil sa3bIK. CocTaBbTe
NUCbMO-3AaIPOC IMPEKIHMHA TOCTHHUIBI W NHCHMO-TIPENJIOKeHne (PUPMBbI
Ha 50 X0J0AWILHUKOB.

- Sundel, Electrotech Sales Manager. Can I help you?

- Good afternoon, Mr Sundel. This is Mr Hart from Santina Hotel speaking. Have
you got any refrigerators IPD Model 245?

- Yes, we have, but we have had a lot of orders for this model.
- What is its price?

- Its retail price is $460 per unit.

- What is the discount for a lot of 100 units?

-Usually we give a 5 % discount.

-Is there a discount if I pay cash?

- I am not sure. I should consult with our Financial Manager.
- What is the minimum time for delivery?

- A month.

4. Ilepen BaMmu 4acTH 2-X mUceM-3anpocoB. BeraBbTe npaBuiibHOE
CJI0BO MJIH (ppa3y u3 npeasiokeHHoro cnucka. Kaxmoe cjioBo nim ¢ppasa
UCIOJIb3YeTCsl OIMH pa3.

Hesitate, supply, pleasure, sincerely, enquiry, full details, further details

A.

Dear Ms Prentice



Thank you for your of 3rd May about our office stationary. We
have in enclosing our latest catalogue and price list. We hope you will
find it of interest.

If you require any , please do not to contact us.

Yours

B.

Thank you for your letter of January 4th, asking about office furniture. The
enclosed catalogue contains of our range. In most cases we are
able to you with the goods you require within fourteen days.

We look forward to receiving an order from you.

5. [lepeBenuTe NpeNIOKeHUSI HA AHTJIHICKUI SI3bIK

1. Mb1 HanpaBiisieMcst B Hatl 0uc, KOTOPBIN HAXOAUTCS B IIEHTPE ropo/a.

2. B kako# TOCTUHULE I MOT'Y OCTaHOBUTBCA?

3. Pa3pemnre MHE IpeICTaBUTh BaM MOUX COTPYIHUKOB.

4. Mbl 3akazanu st Bac OJHOMECTHBI HOMEP C BaHHOW B TOCTHHMIIE
HEJAJIEKO OT IICHTPA.

6. Bo10epuTe NoAX0AAIIYI0 OTBETHYIO PEILUIUKY.

1. Can you put me through to Miss Evans, please?

a) I’ll see if she is in her office at the moment.

b) I’ve got the wrong number.

c) I’ll check again

2. Isn’t that Seattle, then?

a) No, the number has changed.

b) No, you must have the wrong area code.

c) Sorry, I may have dialed the wrong extension.

3. You asked me to confirm the dates of delivery.

a) Yes, that’s the best time for them.

b) Yes, let me just get a note pad to write them down.

c) Yes, they’ll come to England soon.

4. No, this isn’t the Metal Case Company.

a) So sorry to have troubled you.

b) I'll call again later.

¢) Can you connect me with Mr. Mansour, please?

7. 3aKoHYHUTE PA3roBOP NMpeNI0KeHUsIMH, MPUBETEHHBIMHU HIKE.
HUcnoab3yiTe Kaxaoe nNpeaioxKeHne ToJAbKO OJUH pa3s.

A:

B: Good morning. Could I speak to Jane Lewis, please?

A:

B: Lesley Winwood
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A:

B: She said she’d be in all morning.

A:

C: Jane Lewis

B:

C: Ah yes, it’s about .....

Phrases: 1. Right, I can connect you now 2. Who’s calling, please? 3.
Reynolds Bicycles, good morning. 4. You asked me to call as soon as possible. 5.
Hold the line, please, and I’ll see if she’s in.

8. 3akoHuuTe KaxkI0e NMpeasioKeHHEe AHTOHMMOM CJIOBY B CKOOKAaXx.
BriOeputre anToHUM H3 cnucka. Kaxkablii aHTOHMM MCHOJIB3YHTE TOJbKO 1
pas.

Marked, low, permanent, short, complex

1. The company has a management structure. (SIMPLE)

2. There was a improvement in efficiency. (SLIGHT)

3. He’s got himself a job as a mechanic. (TEMPORARY)

4. 1didn’t expect my salary to be as as this! (HIGH)

5. We’re expecting big savings in the term. (LONG)

9. BoiOepuTe NpaBUWIbHOE CJIOBO ISl KAXKIAOT0 MPeAJI0KeHUs

1. Can you say/tell the difference between these two products?

The company is extremely sensible/sensitive to any criticism.
She works for an advertisement/advertising agency.
How will the increase in interest rates affect/effect your sales?

5. My bank manager has agreed to borrow/lend me another $2,000.

10. Iogb0epure Kk kKaxaomy riaaroay (JeBass  KOJOHKA)
COOTBETCTBYIOIIlEE CYHIeCTBUTEIbHOE (MpaBasi KOJOHKA) IJsi 00pa3oBaHMs
CJI0B-IAPTHEPOB

Sl el

1. answer a) goods

2. appoint b) a meeting
3.arrange c) tax

4. export d) a new manager
5. pay e) a letter

11. BcraBbTe MoOAaJbHbIE TIJjarojbl must, to have to, to be to B
MPOIMYCKH MO CMBICJTY.

1. When things get complicated, the first rule is that you = know exactly
what you are doing. 2. Prejudice is a part of business. You  deal with it and
can’t dwell on it, or it overwhelms you. 3. Inquiries and confirmations concerning
travel arrangements and meetings be very exact. 4. One basic principles of
entrepreneurship  avoid the well — trodden path by creating your own one. 5. A
company _identify what it is about the brand that makes it special — what is it
core value? 6. The employers  pay premium. 7. In the Middle East you
learn to wait and do not to be too eager to talk business. 8. If you  to fill out the
application form in the office, notice how much space you have for each answer.9.
In business letter writing the correspondent  make his meaning clear.10. If
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there is no company car at the airport we’ll  take a taxi.ll. It  be
remembered that the subject of the routine business letter lacks variety. 12. We
discuss all the details at our next week meeting. 13. Now Rebo Ltd  lay out
money for a newer, even costlier generation of equipment. 14. Application
form include the names of two references. 15. The brand building ~ be
undertaken across our complete product range.

12. IIpouTuTe U NEpeBeAUTE TEKCT YCTHO.

MADEMOISELLE CHANEL

She's 14, American, and speaks no French at all. But six-foot-tall Kimora
Lee Perkins is hot news in Paris. She has become the top model at the Parisian
fashion house of Chanel.

She owes her remarkable looks to a Korean mother and a black father. But
when she was young, back home in St. Louis, Missouri, she cried when she looked
in the mirror and saw how nil she was. "I felt I was different from all the other kids
my age", she explains. Her mother- Joanne Perkins, 34, recalls, "Kimora was a
tormented child. It was almost impossible for her to relate to other girls of her age,
and there was a lot of teasing. Growing up was a very painful experience for her".

When she was 11, her mother took her to a local modeling school. She
thought modeling would be an interesting job because then she would be with
other tall girls. She began to like it very much, and had to learn how to walk and
pose to show off the clothes to their best advantage.

Chanel chose her because "she has the look of the 90s", and now she spends
eight to ten hours a day modeling their latest fashions in various parts of the
world. "I have to try really hard to keep looking good for the cameras", she said.

"People think it's a very easy job that anyone could do, but you need a lot of
stamina," Kimora says. "Once, in London, we had to take photos in the street all
through the night, and then I had to go to my tutor for school lessons at 9.00 a.m.
before taking the daytime photos at 1.00pm".

She is not only the youngest top model; she is also one of the richest. "Mom
looks after that." Kimora explains, "I don't even have a credit card -- I'm too
young!"

What advice does she have for others? "Y ou should go to a good modeling
school, and you have to be prepared to work really hard and give your whole life to
modeling."

13. [IncbMeHHO OTBETHTE HA BONPOCHI:

1. Why did Chanel choose Kimora?

2. What did she think about it?

3. Is modeling an easy job?

4. Does she look after her money herself? Why or why not?

14. IlepeBeauTe BbIAeJE€HHbII TEKCT MUCbMEHHO.
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Kontpoabnas padora Nel
Bapuanr 2
1. Ucnoub3yss nHpopManmnio B TEKCTE COCTABbTE pe3loMe ISl JAHHOIO
Yyesi0BeKa.
Name: Jane McFerrin

Age: 36
Occupation: Driving Instructor, London School of Motoring

Route to job: Jane left school in New Zealand after the equivalent of A
levels and worked as a hairdresser in Wellington. She left New Zealand in 1988
and travelled the world as a baby-sitter. In 1993, she took a driving instructor's
course at a college in Essex, and then continued travelling for 18 months while
studying for her Driving Instructor exams, which she passed in 1995. She worked
as an instructor at a driving school in West London for six months, then joined the
School of Motoring in 1996. She now teaches beginners, advanced and disabled
motorists.

Dress: Smart but comfortable clothes

Jane's day:

I get up at 7.45 am, leave the house at about 8.30 am. I teach in a new
BMW. My first lesson starts at 9 am, although it can be earlier if one of my
customers has a driving test at 8.30 am. I have ten minutes between each lesson, so
I usually relax for a while or call into the office to check on my bookings.

When I'm teaching someone who has never driven before, I try to make sure
they're calm, before they start driving. I take them through the basics and then let
them drive for about ten minutes. After that, I ask them how they are feeling and
tell them what they are doing right before I point out the areas they need help with.
A lot of people are extremely nervous before their first lesson and often ask for an
instructor who won't shout at them. I never raise my voice during a lesson, and I
spend a lot of time reassuring my drivers.

The lesson before the test is the hardest because I'm not teaching anything
new; I'm just building my clients up psychologically, as some of them are terrified
by the prospect of a driving test. At the end of a lesson I test drivers on their theory
and talk them through all aspects of security. I always accompany them to their
test, and I write letters while I'm waiting for them. Tests take place between 8.30
am and 3.30 pm, and I usually have two or three booked in every week. None of
my pupils has ever crashed, but we've been hit from behind by licensed drivers a
few times. I have a sore head by the end of the day, and my eyes are usually
burning. I finish lessons at 7.15 pm, take the signs off my car and go to the gym for
an hour to pump it out on the steps.

Ambition: To get an instructor trainer position at a college.
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2. CoctaBbTe (HA AHIVIMHCKOM $si3blKe) NMHUCbMO-3aKa3, COCTOsIlee W3
CONMPOBOAUTEJBHOTO NHCbMa U OJlaHKa 3aKa3a, Ha NpuodOpeTreHHe Yy
AHTJINICKON KOMIIAHUHU NMAPTHHM MYKCKHX KOCTIOMOB B KosndecTtBe 200 mryk
NPHU cJIeTYIOUUX 0a30BbIX YCIOBUAX MOCTABKHU:
noctaBka Ha ycnoBusx CIF, Onecca;
rieHa 60,7 GyHTOB 3a €IUHUILY TOBAPA;

LBET: YEPHBIN, CEPBIN U CUHUM;
pasmepsl: L u XL;
dbopMa orutara: myTeM OTKPBITHUS aKKPEAUTHBA.

3. CoctaBpTe Ha AHIVIMICKOM fI3bIKE MHMCbMO-NIOATBEPKACHUE
3aKa3a aHIVIMMCKOM KOMIIAaHUM Ha npuolOpereHue y Bac maprum wusaenmi,
KOTOpble Bama kKoMnaHusi NMPOU3BOAUT JHOO AUCTPUOBLIOTOPOM KOTOPBIX
OHA SIBJISIETCS.

4. Ilepen Bamu 4acTH 2-X nMceM-3anpocoB. BcragbTe npaBuiibHOE
CJIOBO WM (ppa3y U3 NpeasiokeHHoro cnucka. Kaxmoe ciioo wiu ¢gpasa
HCIO0JIB3YeTCsl OAMH pPa3

Advertisement, advise, current issue, Dear, discount, faithfully, forward,
latest catalogue, model, payment, price list, price range, still available

A.
Sir
I have seen your in the of “Office Weekly” and am
interested in your range of office stationary.
Could you please send me your and . I look
to hearing from you.
Yours
B.

Some time ago we purchased from you some JF72 solar-powered pocket
calculators.

As this was so popular with our customers, we would like to know
if it 1s . If so, would you kindly advise us of your terms of
and any quantity available.

Could you also include details of any new models in the same

5. IlepeBeauTe NpeaIOKeHUSI HA AHTIMICKUH SA3BIK

1. UMero yioBONIBCTBUE COOOIUTH BaM, YTO Mbl BHUMATEIbHO U3YUYHIIN
Ballli MaTEPHUAJIbI U PELIWIN IIPUHATH Ballle IPEII0KECHUE.

2. 51 pexomennoBan Obl Bam roctunuity Northern Star. Ona BronHe
IPWINYHAS U HEAOPOrasl.

3. 51 GBI XOTenN 3aKa3aTb OAHOMECTHBI HOMEDP C BAHHOM Ha TPH JTHS.

4. S cobuparock nerets B JIonaon. EcTe 11 y Bac cBOOOIHBIE MeCTa Ha
cpeny, Ha CIeayIolleil Heaene?
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6. Bo10epuTe moAX0ASIIYI0 OTBETHYIO PENJIMKY.
1. Miss Pearce asked me to call this morning.

a) Sorry, your number is the wrong one.

b) Do you know the area code?

c) But there is no person of that name here.

2. We can let you know what sizes are available.
a) Thank you. I know them.

b) Thaks. I'm glad that’s OK now.

¢) Thanks. I can order what we need then.

3. Can you give me a quotation?

a) We haven’t any more available.

b) This price is very competitive.

c) They cost $3.30 each

4. Can we have a higher discount?

a) It depends on the number you order.

b) The prices are our lowest.

¢) It’s not so much.

7. 3aKoHYHTE Pa3roBOP NMpeNI0KeHUSIMU, MPUBeAeHHBIMH HUIKE.

Hcnoab3yiTe Kaxaoe NpeaioKeHue TOJbKO OJMH pas.

C:
D: I’d like to speak to someone about bringing forward a delivery.

: I’'m phoning about our order for three motors.

: Yes, it’s FC/172/Y. We’d like earlier delivery if possible.

momomoma

D: That’ll be fine. Thanks very much.
Phrases: 1. Right. Well, I’ll have to check with the workshop. 2. Order

Inquiries. Can I help you? 3. Yes, late this afternoon if that’s convenient. 4.
Garston Motors. Can I help you? 5. I’ll put you through to Order Inquiries. 6. Can
you give me the order number?

8. 3akoHuuTe KaxK10€ NPEAJI0KCHUEC aHTOHMMOM CJIOBY B CKOOKAaXx.

Boi0epure anToOHMM U3 cniucka. Kakablii aHTOHUM MCIIOJIB3YHTE TOJIBKO 1

pas.

Rare, vacant, basic, negative, internal

1. We could see he was using very equipment.(SOPHISTICATED)
2. There was a very reaction to my suggestion. (POSITIVE)

3. The post went to an candidate. (EXTERNAL)

4. Hehasa talent for managing people. (USUAL)

5. The position has been for several months now. (FILLED)

9. BriOepuTe NpaBWJIbLHOE CJIOBO ISl KAMKIOT0 MPeII0KeHUs
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We’ve had to cancel/postpone the meeting until next Monday.
My plane was delayed/postponed by an hour due to computer failure.
Before coming here, I studied economics/economy at university.
I am interested/interesting in their new camera.
. She applied for a job/work as a personnel officer.

10 IHon0epuTe K Ka:KIOMY IJIaroJy (JieBasi KOJIOHKAa) COOTBETCTBYHOIIEe
CylIeCTBUTEIbHOE (MPaBasi KOJOHKA) JI 00pa30BaHMs CJI0B-MAPTHEPOB

R

1. run a) a visitor

2. send b) a business
3. sign c) a problem
4. solve d) a fax

5. welcome e) a contract

11. BcraBbTe MOAaJIbHBIE IJ1aroJbl must, to have to, to be to B
MPOMYCKH MO CMBICITY.

1. An effective résumé make a good first impression. 2. There is still
strong demand for champagne, but in recession, it be sold at a price people
can afford.3. Staff  not smoke when serving customers. 4. We often
wait for customs clearance of our goods. 5. These products  have no more
than two — thirds of the calories of the traditional product. 6. I talk to our
personnel manager immediately. 7. Office manager: staff ~ at their desks by
9:00. 8. We  meet with the company’s Chief Executive at 2 p.m. yesterday.9.
Workers expect that much more frequently than in the past they will ~~ move
from one organization to another.10. The aim of marketing strategy is to determine
how the four P’s be utilized. 11. We are a multinational industry and do not

worry about competition. 12. Candidates, male or female, @ be
engineering graduates. 13. Passers — by  not cross the railway lines. 14. In this
company the staff has often to work overtime. 15.1  admit that business - type
thoughts do sneak into my head: I’ve got salaries to pay.

12. IIpouTuTe U MEpeBeAUTE TEKCT YCTHO.

LIVING BY THE SWORD

When Cristina Sanchez told her parents that she wanted to become a
bullfighter instead of a hairdresser, they weren’t too pleased. But when she was
eighteen her parents realized that she was serious and sent her to a bullfighting
school in Madrid, where she trained with professionals. Since last July, Sanchez
has been the most successful novice in Spain and is very popular with the crowds.
After brilliant performances in Latin America and Spain earlier this year, Sanchez
has decided that she is ready to take the test to become a matador de foros. Out of
the ring, Sanchez does not look like a matador. She is casually elegant, very
feminine and wears her long blond hair loose. She seems to move much more like a
dancer than an athlete, but in the ring she is all power.

When she was fourteen, Sanchez’s father warned her that the world of
bullfighting was hard enough for a man and even harder for a woman. It seems he
is right. “It really is a tough world for a woman,” says Sanchez. “You start with
the door shut in your face. A man has to prove himself only once, whereas I have
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b

had to do it ten times just to get my foot in the door.’

In perhaps the world’s most masculine profession, it would seem strange if
Sanchez had not met problems. But even though Spanish women won the legal
right to fight bulls on equal terms with men in 1974, there are still matadors like
Jesulin de Ubrique who refuses to fight in the same ring as her. Sanchez lives with
her family in Parla, south of Madrid. Her family is everything to her and is the
main support in her life. “My sisters don’t like bullfighting, they don’t even watch
it on TV, and my mother would be the happiest person in the world if I gave it up.
But we get on well. Mum'’s like my best friend.” When Sanchez is not fighting she
has a tough fitness routine - running, working out in the gym and practicing with
her father in the afternoon. By nine she is home for supper, and by eleven she is in
bed. She doesn’t drink, smoke or socialize. “You have to give up a lot,” says
Sanchez. “It’s difficult to meet people, but it doesn’t worry me - love does not
arrive because you look for it.”

Sanchez spends most of the year travelling: in summer to Spanish and
French bullfights and in winter to Latin America. Her mother dislikes watching
Sanchez fight, but goes to the ring when she can. If not, she waits at home next to
the telephone. Her husband has had to ring three times to say that their daughter
had been injured, twice lightly in the leg and once seriously in the stomach. After
she has been wounded, the only thing Sanchez thinks about is how quickly she can
get back to the ring. “It damages your confidence,” she says, “but it also makes
you mature It’s just unprofessional to be injured. You cannot let it happen.”
Sanchez i1s managed by Simon Casas, who says, “At the moment there is no limit
to where she can go. She has a champion’s mentality, as well as courage and
technique.

13. Bbi0epuTe moaxoasiuiuii BApUAHT 0TBETA:

1. Sanchez thinks that

A living in today’s world is difficult for a woman.

B bullfighting is a difficult career for women.

C it is almost impossible to succeed as a female bullfighter.

D women have to demonstrate their skills as much as male bullfighters do.

2. Sanchez’s mother A is everything to the family.

B prefers to watch her daughter on TV.

C supports her more than the rest of her family.

D would prefer Cristina to leave the ring.

3. What does “it” in line 37 refer to?

A the fitness routine;

B not socializing;

C giving up;

D smoking.

4. Sanchez doesn’t socialize often because A she doesn’t like cigarettes and
alcohol.
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B her work takes up most of her time.

C she is worried about meeting people.

D it’s too difficult to look for friends.

5. What does Sanchez think about after being injured?
A her next chance to fight bulls;

B her abilities;

C her development;

D her skills.

14. IlepeBeauTe BblJAeJeHHbII TEKCT NUCbMEHHO.
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Kontpoabhast padora Ne 2
Bapuanr 1

1.  IIpourtuTe u nepeBeaAnTE CJEAYIONINE CI0BA U BHIPAKEHUS
Determinants, valuable, commodity, subjective, worth, transaction, reveal,
nowadays, kind, market transactions, exchange of goods and services, a much
wider meaning, on a countrywide, under market conditions, ad., buyer, concern,
consumer goods

2. BuuMaTeIbHO NPOYMTANTE TEKCT, IePeBeNTe €ro YCTHO.

Markets

Prices arise in exchange transactions and this implies some kind of market. This
need not, necessarily, be a fixed location - a building, or a market place. We are all
familiar with the open and covered markets in the centres of our towns, but in the
modern world the word 'market' has a much wider meaning. Any effective
arrangement for bringing buyers and sellers into contact with one another is
defined as a market. The small as. columns of the local newspaper provide a very
efficient market for second-hand cars. Face to face contact between buyers and
sellers is not a requirement for a market to be able to operate efficiently. In the
foreign exchange market, buyers and sellers are separated by thousands of miles,
but the knowledge of what is happening in the market is just as complete, and the
ease of dealing is just as effective as if the participants were in the same room.
For some commodities, notably fresh fruit and vegetables, the traditional market is
still the normal arrangement, but for most goods the market is a national one. Most
consumer goods, in developed countries, are bought, and sold on a countrywide
basis. For other commodities the market is world-wide. This is particularly true of
the more important primary products such as rubber, tin, copper, and oil, and of the
basic foodstuff's such as meat, wheat, sugar, tea, and coffee. Most of the products
of advanced technology also have world markets, for example, computers,
aeroplanes, ships, and motor cars.
The price of any economic good, under market conditions such as we find in the
capitalist world, is determined by the forces of supply acting through the sellers
and the forces of demand acting through the buyers, determine the market price.

4. Haiigure B TekcTe cj10Ba U3 3aganusa Ne 1. Beinmuumure npeaioKeHus
C HUMM ¥ NepeBeInTe UX NUCbMEHHO HA PYCCKHUIl A3BIK.

1. The small ad. columns of the local newspaper provide a very efficient market for
second-hand cars.

2. Any effective arrangement for bringing buyers and sellers into contact with one
another is defined as a market.

3. The 'value' which an individual places on a commodity can not be measured; its
value will be different for different people.

4. This kind of subjective value 1s not the concern of the economist who is
interested only in 'value in exchange'

5.Most consumer goods, in developed countries, are bought, and sold on a
countrywide basis.
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6. Face to face contact between buyers and sellers is not a requirement for a market
to be able to operate efficiently.
7. In the foreign exchange market, buyers and sellers are separated by thousands of
miles, but the knowledge of what is happening in the market is just as complete,
and the ease of dealing is just as effective as if the participants were in the same
room.8. We are all familiar with the open and covered markets in the centres of our
towns, but in the modem world the word 'market' has a much wider meaning.

4. 3anuuMTe NMpeasI0KeHHs, 3aM0JTHUB NMPONMYCKH JAHHBIMU CJIOBAMHU.
INoguepkHUTE BCTABJIEHHBbIE CJI0BA U TMepeBeAUTe MPeNI0KeHUs] MUCbMEHHO
HA PYCCKHUMl SA3BIK.

Supply, transaction, determinants, concern, arise, advanced, value, meaning,
markets, conditions, worth, demand.

1. In this chapter we discuss the basic of price.
2. Price is not the same thing as
3. This kind of subjective value is not the of the economist.

4. The economic worth of value of a good can only be measured in some kind of
market

5. Prices in exchange transactions.
6. In the modem world the word 'market' has a much wider
7. Most of the products of technologies also have world markets.

8. The price of any economic good under market conditions is determined by the
forces of supply and

6. BoiOepuTe W3 CJI0B, JAHHBIX HWKE, CHHOHMMBbI M 3aNWIINTEe HX
napamMmu:
Transaction, cost basic, developed, happen, main, advanced, particularly, dealing,
price, sort, especially, reveal, purchaser, commodity, good, buyer, discover, take
place, kind.

7. BbiGepuTe U3 CJI0B, JAHHBIX HUKE, AHTOHUMBI M 3aNMIIATE HX
napamm.
Same, false, wide, narrow domestic, foreign, new, second-hand, true, knowledge,
ignorance, different.

8. IlepeBeauTte CJ10BOCOYETAHUS HA AHTJIMHCKMH SI3bIK MMCbMEHHO.
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Onpenensromuii paxkTop-

TO K€ caMoe -

10 IPYTrOW MpUYHHE-

0OMEH TOBapoOB -

PBIHOYHASI CTOMMOCTh-
MOKYTIATeI 1 MPOIaBIIbI-
pEeKJIaMHbIE€ KOJIOHKH-
OOJIBIIMHCTBO NOTPEOUTENHCKUX TOBAPOB-
B Pa3BUTHIX CTpaHaX-
0COOEHHO BEPHO-

OCHOBHBIE MIPOTYKTHI MUTAHUS-
B YCJIOBHUSX PBhIHKA-

9. CocTaBbTe M 3aNMIINTE MPEIJI0KEHHUS U3 CJIOB, TaHHBIX BPa30MBKY.
IlepeBennTe NMCHbMEHHO MOJYYUBIIMECS MPEIJI0KEHUS.

1. thing, is, as, value, price, not, same, the. Thing as price is not the same value.

2. will, its, different, different, for, be, people, value. Its will be different for
different people.

3. arise, exchange, transactions, prices, in. Prices arise in exchange transactions.

4. word, this, a, has, meaning, wider, much. This word has a much wider meaning.
5. commodities, some, for, market, the, normal, traditional, still, is, arrangement,
the.

6. Is, for, worldwide, other, market, the, commodities.

10. 3anumure mnNpeasioKeHHsl, 3aNMOJHUB TMPONYCKH TNPeAJIOramMu.
IloqyepkHUTEe BCTABJEHHbIE TPENJIOTH W IepeBeAUTe NPeNJI0KEeHHUs

NMCbMEHHO HA PYCCKHUIl A3bIK.

1. The economic worth  value of a good can only be measured in some kind of
market transaction.
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2. Nowadays practically all exchanges represent and exchange of goods and

services __ money, and prices in terms of money are the market value of the
things they buy.

3 We are all familiar _ the open and covered markets in the centres of our towns.
4 Any effective arrangement for bringing buyers and sellers  contact with one
another is defined as a market.

5. Face __ face contact between buyers and sellers is not a requirement for a
market to be able to operate efficiently.

6.  the foreign exchange market, buyers and sellers are separated by thousands
of miles.

11. ITocTaBbTE M 3aNIMIINTE BOIIPOCHI K BBIJICJICHHBIM CJIOBaM.

1. This implies some kind of market.

2. The small ad. columns provide a very efficient market for second-hand cars.

3. Buyers and sellers are separated by several miles.

4. Most consumer goods are bought and sold on a countrywide basis. On what
basis .

5. Most of the products of advanced technologies also have world markets.

12. 3anummuTe mNpeAsiOKeHHUs], 3aMOJHUB MPOMYCKH HYKHOU ¢opmoit
rJaroJjioB, JaHHbIMH B ckKoOOkax. IlogyepkHWTe BCTaBJIeHHbIE CJI0Ba U
nepeBeauTe NMpeaioKeHusi MUCbMEHHO HA PYCCKHMH SA3BIK.

1. Things (be) 'valuable' because people think they are.

2. The economic worth of value of a good can only be measured in some kind of
market transaction which (reveal) the value of the goods in terms of what is offered
in exchange for it.

3. If 5 Ib of potatoes (exchange) tomorrow for 1 Ib of sugar, then the "price' of 1 Ib
of sugar is 5 Ib of potatoes. Eciiu 5 Ib xaprodens oomenstor Ha 5 Ib caxapa, To
'mena' 1 Ib caxapa - 5 Ib kaprodens.

4. Nowadays practically all exchange (represent) an exchange of goods and
services for money.

5. Any effective arrangement for bringing buyers and sellers into contact with one
another (define) as a market.

6. The price of any economic good, under market conditions (determine) by the
forces of supply acting through the sellers and the forces of demand acting through
the buyers determine the market price.

13. [IncbMEeHHO OTBEThTE HA BOINPOCHI K TEKCTY.

1. What is the difference between 'price' and 'value'?
2. Where do prices arise?

22



3. What kind of goods are usually sold in fixed locations?

4. What kind of goods are primarily sold and bought on a countrywide basis?

5. For what products is the market world-wide?

6. What is the price of economic goods determined by in the capitalist world?
14. BuumaTesibHO poYnTaiTe TEKCT Ne 2, mepeBeauTe €ro yCTHO.

Demand

The first thing to understand is that demand is not the same thing as desire, or
need, or want. We are looking for the forces which determine price, and the
strength of the desire for something will not, in itself, have any influence on the
price. Only when desire is supported by the ability and willingness to pay the price
does it become an effective demand and has an influence in the market. Demand,
in economics, means effective demand, and may be defined as 'the quantity of the
commodity which will be demanded at any given price over some given period of
time'.

15. CocraBbTe M HANMIIMTE MepecKa3 TekcTa Ne2, HCHOJIb3Ys JaHHbIE
HMKe Kiaume. ByabTe roroBbl mepeaaTr OCHOBHOE CO/ep:KaHHE TEKCTa Ha
AHTJIHIICKOM SI3bIKE HA OCHOBE COCTABJIEHHOT0 MepecKa3a yCTHO.

The headline of this text is........... Itdealswith.................
The author starts by ...l According to the
115, PO The text also includes.........covvieieiiiuiinnn...

The text goes on to say that ........................l In conclusion,

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

I think the text is addressed to students. It will be particularly useful for those who
study economics.

16. CocraBbTe M HANMIINTE AHHOTANMIO K TeKCTy N2, HMCHOJb3YS
JaHHbIE HUKE KJIMIIIE.

The article 1s concerned with................. It is shown that............. . It should be
noted ........ Attempts are made to analyze.............
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Kontpoabnast padora Ne 2
Bapuanr 2
1. IlpoyuTnTe U MepeBeUTE CAEAYIOILIHE CJI0BA H BHIPAKEHHUSI.

arise, necessarily, familiar, meaning, arrangement, requirement, efficiently,
foreign, participants, commodity, countrywide, world-wide, foodstuff's, the basic
determinants of price, subjective value, the economic worth of value, the small ad.,
columns, supply, dealing, ease, imply, participant, particularly, represent, seller
separate.

2. BuuMaTe/IbHO NPOYMTANTE TEKCT, IePeBeNTe ero YCTHO.

Price and Value
In this chapter we discuss the basic determinants of price. Price is not the same
thing as value. Things are 'valuable' because people think they are, and for no other
reason. The 'value' which an individual places on a commodity can not be
measured; its value will be different for different people. This kind of subjective
value is not the concern of the economist who is interested only in 'value in
exchange'. The economic worth of value of a good can only be measured in some
kind of market transaction which reveals the value of the good in terms of what is
offered in exchange for it. If 5 Ib of potatoes will exchange for 5 Ib of sugar, then
the 'price' of 1 Ib of sugar is 5 Ib of potatoes. Nowadays practically all exchanges
represent an exchange of goods and services for money, and prices in terms of
money are the market value of the things they buy.

3. Haiiaure B TekcTe ca0Ba u3 3aganus Ne 1. Beinmummre npeasiokeHust
C HUMM U NepeBenTe UX MUCbMEHHO HA PYCCKHUH SI3bIK.

1. This is particularly true of the more important primary products such as rubber,
tin, copper, and oil, and of the basic foodstuff's such as meat, wheat, sugar, tea, and
coffee.

2. Nowadays practically all exchanges represent an exchange of goods and services
for money, and prices in terms of money are the market value of the things they
buy.

3. The economic worth of value of a good can only be measured in some kind of
market transaction which reveals the value of the good in terms of what is offered
in exchange for it.

4. The price of any economic good, under market conditions such as we find in the
capitalist world, is determined by the forces of supply acting through the sellers
and the forces of demand acting through the buyers, determine the market price.

5. In the foreign exchange market, buyers and sellers are separated by thousands of
miles, but the knowledge of what is happening in the market is just as complete,
and the ease of dealing is just as effective as if the participants were in the same
room.6. We are all familiar with the open and covered markets in the centres of our
towns, but in the modem world the word 'market' has a much wider meaning.
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4. 3anumuTe NMpeAJIOKeHHs, 3aN0JHUB NMPOINYCKH JAHHBIMH CJIOBaMH.
IoguepkHHUTE BCTAaBJIEHHbIE CJI0BA U MepeBeauTe MPeAsioKeHUs] MUCbMEHHO
Ha PYCCKUM A3BIK.

Supply, transaction, determinants, concern, arise, advanced, value, meaning,
markets, conditions, worth, demand.

1. In this chapter we discuss the basic of price.
2. Price is not the same thing as
3. This kind of subjective value is not the of the economist.

4. The economic worth of value of a good can only be measured in some kind of
market

5. Prices in exchange transactions.
6. In the modem world the word "'market' has a much wider
7. Most of the products of technologies also have world markets.

8. The price of any economic good under market conditions is determined by the
forces of supply and

6. BbiOGepuTe W3 CJI0B, JAHHBIX HUKE, CHHOHMMBI M 3aNHIINTE WUX
napamMmu:
Transaction, cost basic, developed, happen, main, advanced, particularly, dealing,
price, sort, especially, reveal, purchaser, commodity, good, buyer, discover, take
place, kind.

7. BbiOepute H3 C€JOB, JAaHHBIX HHJKe, AHTOHMMBI W 3aNUIIATE HX
napamu.
Same, false, wide, narrow domestic, foreign, new, second-hand, true, knowledge,
ignorance, different.

8. IlepeBeaure CJI0BOCOYETAHUS HA AHTVIMACKHUH A3BIK MUCbMEHHO.
Omnpenenstomuii paxTop-
TO K€ caMoe -

10 IPYTrOW MpUYHHE-
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0OMEH TOBapoOB -

PBIHOYHAS CTOMMOCTh-

MOKYIIATeIH U TIPOABIIbI-

PEKJIaMHBIC KOJIOHKH-

OOJIBIIIMHCTBO MOTPEOUTEIILCKUX TOBAPOB-
B Pa3BUTHIX CTPaHAX-

0COOEHHO BEPHO-

OCHOBHBIC TIPOAYKTHI TUTAHUSI-

B YCJIOBHSIX PBIHKA-

9. CocTaBbTe M 3alMIINTE NMPEAJTOKCHUA U3 CJI0B, JaHHbBIX Bpa3ﬁl/IBKy.
l'[epeBez[nTe NUCHbMECHHO IMOJYYUBIINECH IMPEAJTOKCHUS.

1. thing, is, as, value, price, not, same, the. Thing as price is not the same value.

2. will, its, different, different, for, be, people, value. Its will be different for
different people.

3. arise, exchange, transactions, prices, in. Prices arise in exchange transactions.

4. word, this, a, has, meaning, wider, much. This word has a much wider meaning.
5. commodities, some, for, market, the, normal, traditional, still, is, arrangement,
the.

6. Is, for, worldwide, other, market, the, commodities.

10. 3anuumure MnpeATIOKEHHUH, 3ANO0JHHMB IPONMYCKH IpPeAI0raMu.
IloqyepkHMTE BCTAaBJEHHBbIE MPENIOrH W  IepeBeAUuTe INpPelIoKeHUs
NMCbMEHHO HA PYCCKUI A3BIK.

1. The economic worth  value of a good can only be measured in some kind of
market transaction.

2. Nowadays practically all exchanges represent and exchange of goods and
services  money, and prices in terms of money are the market value of the
things they buy.

3 We are all familiar ___ the open and covered markets in the centres of our towns.
4 Any effective arrangement for bringing buyers and sellers  contact with one
another is defined as a market.
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5. Face ~ face contact between buyers and sellers is not a requirement for a
market to be able to operate efficiently.

6.  the foreign exchange market, buyers and sellers are separated by thousands
of miles.

11. IlocTaBbTE U 3aNMIINTE BOIIPOCHI K BBIJICJICHHBIM CJIOBaAM.

1. This implies some kind of market.

2. The small ad. columns provide a very efficient market for second-hand cars.

3. Buyers and sellers are separated by several miles.

4. Most consumer goods are bought and sold on a countrywide basis. On what
basis .

5. Most of the products of advanced technologies also have world markets.

12. 3anummuTe NpeaiOKeHHs, 3aNOJHUB MPOIMYCKH HY:KHOW (opmoii
rJaroJjioB, JaHHbIMH B ckoOkax. IlogyepkHuTe BCTaBJIeHHbIE CJI0Ba U
nepeBeaUTe MPeIJI0KeHUs MUCbMEHHO HA PYCCKH A3BIK.

1. Things (be) 'valuable' because people think they are.

2. The economic worth of value of a good can only be measured in some kind of
market transaction which (reveal) the value of the goods in terms of what is offered
in exchange for it.

3. If 5 Ib of potatoes (exchange) tomorrow for 1 Ib of sugar, then the "price' of 1 Ib
of sugar is 5 Ib of potatoes. Ecnu 5 Ib xapTodens oomenstor Ha 5 Ib caxapa, To
mena' 1 Ib caxapa - 5 Ib kaprodens.

4. Nowadays practically all exchange (represent) an exchange of goods and
services for money.

5. Any effective arrangement for bringing buyers and sellers into contact with one
another (define) as a market.

6. The price of any economic good, under market conditions (determine) by the
forces of supply acting through the sellers and the forces of demand acting through
the buyers determine the market price.

13. IlucbMeHHO OTBEThTE HA BOMPOCHI K TEKCTY.

1. What is the difference between 'price' and 'value'?

2. Where do prices arise?

3. What kind of goods are usually sold in fixed locations?

4. What kind of goods are primarily sold and bought on a countrywide basis? Most
consumer goods are primarily sold and bought on a countrywide basis?

5. For what products is the market world-wide? Most of the products of advanced
technology also have world markets, for example, computers, aeroplanes, ships,
and motor cars.
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6. What is the price of economic goods determined by in the capitalist world? The
price of any economic good is determined by the forces of supply acting through
the sellers and the forces of demand acting through the buyers, determine the
market price.

14. BuumaTeibHO npoYnTaiiTe TeKCT Ne 2, mepeBeAuTE €ro YCTHO.
Demand

The first thing to understand is that demand is not the same thing as desire, or
need, or want. We are looking for the forces which determine price, and the
strength of the desire for something will not, in itself, have any influence on the
price. Only when desire is supported by the ability and willingness to pay the price
does it become an effective demand and has an influence in the market. Demand,
in economics, means effective demand, and may be defined as 'the quantity of the
commodity which will be demanded at any given price over some given period of
time'.

15. CocTaBbTe M HANMIINTE MepecKa3 TekcTa Ne2, HCHOJIb3YS JTaHHbIE
HICKe Kiume. ByabTe roroBbl mepeaath OCHOBHOE CO/ep:KaHHe TEKCTa Ha
AHTJIMICKOM SI3bIKe HA OCHOBE COCTABJIEHHOI'0 MepecKa3a yCTHO.

The headline of this text is........... Itdeals with.................
The author starts by ...l According to  the
115, (PR The text also includes.........oovviuviiieiininniin..

The text goes on to say that ..............coccoiiin. In conclusion,

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

I think the text is addressed to students. It will be particularly useful for those who
study economics.

16. CocraBbTe M HANMIUUTE AHHOTALMIO K TeKCTy N2, HMCHOJb3YH
JaHHbIE HUKE KIIMILe.

28



Pexomenayemas iureparypa

1. English Grammar in Use. R. Murphy. Cambridge University Press: 2nd ed.,
1994 - 360 c.;

2. E. B. benosa, H.JI. Hukynsmmna, M.H. MaxkeeBa. IloBTopsiem rpamMmmartuxy
AHIIMHACKOrO s13bIKa: Yu. mocodoue. — Tam6oB: TI'TY, 1998 — 116 c.

3. O. A. I'nuBenkoBa, U.B. lllenenkosa, H.JI. Hukynemmna, M.H. Makeesa, H.A.
I'yauna. How to write business letters in English. Kak Bectn nenmoByro mepenucky
Ha aHTJIMMCKOM sI3bIKE. Y4eOHOe Mmocodue mo aHriauickomy s3biky. TamOoB: M3a-
Bo ['OY BIIO TI'TY, 2011. 116 c.

4. boptaukoa T.I'., Unsuna W.E., MakeeBa M.H. Business Letters (/lenoBbie
nucbma): Yueb. mocodue. — Tam60B: U3n-Bo TI'Y um. I'.P. JlepkaBuna, 2011. 230
C.
5. B.M. I'epacumos, O.A. I'nuBenkoBa, H.A. I'yauna, E.M. Konomeiiuesa, M.H.
MaxkeeBa, H.JI. Huxynemmuna. Business English for students of economics =
JlenoBoil aHTJUMHUCKUN ISl CTYJIGHTOB — JKOHOMHCTOB: YUeOHOE IocoOue Mo
aHrnuickoMy s3bIKy. Mocksa: M3a-80 ®OPYM, 2008. 184 c.

6. D. Cotton, D. Folvey, S. Kent. Language Leader. Coursebook. Longman, 2008

29



	СОДЕРЖАНИЕ
	Модальные глаголы. Особенности делового английского.
	Английский деловой стиль. Выражение долженствования.
	Английский деловой стиль. Выражение просьбы.


