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Beenenue

JlaHHO€ MeToaHWYecKoe MOocoOHe HampaBiIeHO Ha OO0y4YeHHE JEJIOBOMY
aHTIIMHACKOMY $I3BIKY CTYICHTOB HES3BIKOBBIX CPEIHUX CHEIUATBHBIX YU4eOHBIX
3aBEJICHUI Ha NMEPBOHAYAJILHOM 3Tare 00y4eHusl.

[lenpto maHHOrO MOCOOMS SBISETCS HAYYUTh CTYACHTOB JJIEMEHTaM
JIEJIOBOTO AHTJIMKWCKOTO $3bIKa B JIEKCHYECKOM M TI'PAMMAaTUYECKOM IUIAHE H
HaBbIKAM UTEHHSA TEKCTa C pa3IMYHbBIMU HWHOOPMAIMOHHBIMU 3aJadyaMH:
NMOHMMaHWEe OCHOBHOM WJEH TEKCTa, HAXOXJEHUE 3aJlaHHON uH(pOpMalUh B
TEeKCTe, TOHMMaHHE OOUIero coAep>KaHus TeKkcTa U T.J0. TeMaTuyeckoe
COJIep)KaHHe TOCOOMSI COOTBETCTBYET TpeOOBAaHUSAM COBPEMEHHON THUIOBOU
IIPOTrPaMMBI.

[Tocobue cocToUT M3 ABYX pa3leioB, COAEPXKAIIMX JIEKCUKY JIEJIOBOIO
OOLIEHUS U 3JEMEHTHI JI€JI0BOM NMEPENUCKHU, TONOJHUTEIBHBIX TEKCTOB ISl YTEHUS
Y TIPUJIOKEHUM.

B KaXXZ1I0M paszeie MIPUBOJAUTCS JIEKCUYECKUN Marepuan,
COOTBETCTBYIOLIMI TEME JEJIOBOIO S3bIKA,CI0BOOOPA30BATENBHBIE CTPYKTYPBI U
NOTIOJIHUTEIIbHAS JIEKCHMKA I10 TEKCTaM, a TaK »K€ YIPaXHEHUS KOHTPOJIBHO-
00y4aromiero xapakrepa. To JaeT BO3MOXKHOCTh BBITIOJIHATH YIIPaKHEHHs Ha Oaze
HEMEIJICHHOW OOpaTHOM CBSI3M AaHAIMTHYECKHUM ITyTEM.

Hab6op nuanoros gaet BO3MOXHOCTb CTYJIEHTaM HMCIOJIb30BaTh MaTepua ¢

LEbI0 3aKPEIUICHUsS 3HAHWM W HABBIKOB, TOJIYYEHHBIX Ha 3aHATHUAX, a TAK KE
MTOBTOPUTH PSIJI PEUEBBIX CUTYALUN.
JIOTIONTHUTENIbHO  TPEACTaBICHbl HamOoJiee BaXKHbIE  ACMEKThICOBPEMEHHOM
JIeJIOBOM aHIJIMHCKOW peud — YCTOMYMBBIE BBIpAKEHHUS U (pasbl, HPUMEpPHI
pa3nuuusi OpUTAHCKOTO U aMEPUKAHCKOTO BapUAHTOB aHTJIMHUCKOIO SI3bIKA, CIIUCOK
OCHOBHBIX COKPAILEHHUH, UCIIOJIb3YEMBIX B JIEJIOBOM KOPPECTIOHAEHIINH.

[Tocobue npenHasHaueHO [Uisi OOYYAIOIIMXCA C HayalbHbIM M CPEIHUM
YPOBHEM IIOATOTOBKM,  Kak Ul 3aHATHM C MpEnojaBareseM, TaKk W Ui
CaMOCTOSITENBHBIX 3aHATUN AHTJIMUCKUM SI3BIKOM.



1 esoBoe od1IeHHE
1.1 Job hunting

1) Put in the missing words given below:

Equipment, fortnight’s, competitive, because, creative, longer, references,
well, do, start, main, obligations, they, questions, responsible, very, English,
entrepreneur, want, long

TST Systems was looking for candidates for the position of Commercial
Director. Three applicants came for an interview after they had submitted their
Resumes. The third and the most successful was Mr Klimenko. Here is the
interview with him.

Good morning, sir.

Good morning. Comein. Mr
Klimenko, isn’t it? Please take a
seat. You will have to excuse me a
moment while | finish signing these
letters. Meanwhile please fill in the
application form... There, that’ll do.
Now | can concentrate on you, Mr
Klimenko. Tell me, how ..." were

you in your last job with Alpha?

Five years. | am only leaving ...” the
firm is moving to Sevastopol, but |
think a change will do me good.

What ...*> you know about our
company? Have you got any ...* for
me?

| know that this is a very promising
company, so 1I’d like you to inform
me what will be the major focus of
efforts in the next few years?

We plan to expand our activities
with  English-speaking countries,
mainly England, to buy ...° and
technologies from there and run
training programs here. We need a

Hob6poe ytpo, cap.

Jobpoe yrpo. Bxomure. Ber M-p
Kmumenko, He Tak nmu? Caaurtecs,
noxanyicra. I[lomoxaure, moka s
HE 3aKOHYy MOJNKCHIBaTH 3THU
nucbMa. Tem BpeMeHeM 3aIoJHUTE,
MoXKajlynucra, JTy aHkery... Hy,
TEepb BCE, W S MOTY 3aHIThCS
Bamu, M-p Knumenko. Ckaxwure,
Kak noiaro Bel paGortanu B upme
Anbpa?

ITare mer. S yX0XKy TOIBKO IIOTOMY,
yTo Hama Qupma mepees3kacT B
CeBactonosib, HO JOymaro, 4TO
nepeMeHa MouIeT MHE Ha MOJIb3Yy.
Yro BBI 3HaeTe O Hamel ¢pupme? Y
BacC €CTh Kakue — J100 BOMPOCHI KO
MHE?

[Tomararo, uro Bamra ¢upma umeer
OosbIIMe TEpCHeKTUBb. S XoTen
Obl y3HaTh OT Bac, Ha 4Yem BHI
cobupaeTech COCPEOTOUYUTh CBOHU
yCWIHS B OvbKalIIme rojibl?

Mpg1 IJIaHUPYeM Pa3BEPHYTH
NEATeNIbHOCTh B AHIJIOS3BIYHBIX
CTpaHaXx, B OCHOBHOM B AHIJINH,
3aKynaTb ~ TaM  00OpyJOBaHUE,
TEXHOJIOTHH, a TaKxXe



team of ...° people to make our
company ..." in the world market.

What will my responsibilities and
...% be during the first year?

Well, first of all to be ...° for our
contacts with ...'° partners. You will
need to skillfully negotiate for and
buy equipment. The job will involve
much travelling. There is likely to
be a trade fair in London soon,
which we hope you will be able to
go to.

Yes, | see.

So tell me what are your three ...**
strengths?

| think ...*2 are: reliability, loyalty
and energy.

OK. Do you work
pressure?

Yes. | am accustomed to working
under pressure.

Are you a leader, an ... by nature?

B under

Yes, | think so.

All right. Now, Mr Klimenko, | am
quite prepared to offer you a job
with us. You have excellent ...*°
from your previous job. You’ll start
on $450 and if you do well we’ll
review it after three months. The
hours are from nine to five thirty,
with an hour for lunch and a ...*°
holiday. Does that suit you? Any
questions?

What about travel? Where will 1 go

6

OpPraHU30BBIBaTh 31E€Ch OO0yuYeHue
CIIE{UAJINCTOB. Ham HY’KHa
CWIbHAsi  TBOpYECKass KOMAaH/a,
qTOOBI Hama ¢upMa co BPEMEHEM
caJla KOHKYpPEHTOCIIOCOOHOW  Ha
MHUPOBOM PBIHKE.

3a 4ro s Oyay OTBEYaTh, U KaKUe y
MeHs1 OyyT 00s3aHHOCTH B MEPBBIN
roJi padoThI?

B mnepByro ouepenr Bbl Oynere
OTBEYAaTh 3a HaIM KOHTAKTHI C
AQHIVIMACKUMU TapTHepamu. HyxHO
OyJeT BECTU C HUMHU IIEPETOBOPHI, U
3aKkynaTb  oOopynoBanue. Bawm
HE00X0IUMO Oyner MHOT'O
nyTeniecTBoBarhb. Kcratu, Bckope B
JlongoHe cocTouTCcs SApMapka H,
BO3MOXKHO, y Bac Oyzaer manc tyna
MOeXaTh.

Ja. ITonumatro.

Urak, HAa30BUTE  CBOM  TpH
OCHOBHBIX JJOCTOMHCTBA?

Jymaro, 4YTO 3TO: HaJEKHOCTH,
JIOSUTBHOCTB M DHEPTHS.

JlagHo. Bbl Xopowmio mepeHocure
NOBCEHEBHBIE HArPy3Ku?

Ha. S mnpuBblKk  HampsHKEHHO
paboTaTs.

Brr 10 HAType Iunep,
peanpUHUMATENh?

Hymaro, 4To na.

Xopowo. Teneps, m-p Knumernko,
s TOTOB MPENIOKUTh Bam paboTaTh
c Hamu. Y Bac oTnudHbIe OT3BIBHI C
npeapiaymei paborel. Jlymaro, 9ro
MbI HauHeM ¢ 450 nomtapos, a eciu
Bbl cebs xopoImo TmokaxeTe, TO
yepe3 3 Mecslla Mbl MEPEeCMOTPUM
Bamry 3apmiaty. Mbr paGotaem ¢
JIEBITA J10 IIOJOBUHBI IIIECTOTO C
4acoBBIM IEPEPHIBOM Ha 00en |
JIBYXHEJIEIbHBIM OTIYCKOM. Bac 3T0
ycTpauBaet? Bonpocsl ecTh?

Kak Hacu€r KOMaHAWUPOBOK, UX



and for what length of time?

Mostly to England for not ...'" than
a month.

All right. When do you ...
start, sir?

In a week, if possible.

| am afraid | can’t ...*° working till
the 10" October.

No problem. We’ll be seeing you on
the 10" then?

Yes, certainly. Thank you
much. Goodbye.

Goodbye.

¥ me to

20

MIPOJIOKUTEIILHOCTD, Kyaa?

B ocHoBHOM B AHIIIMIO, U HE
JIOJIBIIIE, YEM Ha MECHIII.

Xopomo. Korga Bel xoture, 4To0bI
s Hadaj paborarp?

ITo BOBMOXKHOCTH U€pe3 HEMELIIO.
borock, 9TO s MOTY Ha4aTh TOJIBKO C
10 okTs0psi.

Ot0 He BaxHo. Hrak, yBUIUMCS
JIECATOr0?

Ja, xomeuno. bonbmoe cmacu6o.
J1lo cBugaHus.

J1lo cBuaHus.

1.2 How to get job:

- Do learn ahead of time about the company and its product. It will be
your homework.

- Do apply for a job in person.

- Do let as many people as possible know you are «job hinting».

- Do stress your qualification for the job opening.

- Do mention any experience you have which is relevant to the job.

- Do talk and thing as much as possible about the future rather that the
past.

- Do indicate, where possible, your stability, attendance record and good
safety experience.

- Do assume an air of confidence.

- Do approach the employer with respectful dignity.

- Do try be optimistic in your attitude.

- Do maintain your poise and self-control.

- Do try to overcome nervousness and shortness breath.

- Do answer questions honestly.

- Do have a good resume.

- Do know the importance of getting along with people.

- Do recognize your limitations.

- Do make plenty of applications.

- Do indicate your flexibility and readiness to learn.

- Do be well-groomed and appropriately dressed.



1.3 Resume

Pe3tome (resume) — tak Ha3bIBacTCS MUChbMEHHAs CBOJKAa BalllMx JIMYHBIX,
o0pa3oBaTeNbHBIX M TPOQPECcCHOHATBHBIX AaHHBIX. OHO Kak Obl MHCBMEHHO
MPEJACTABIIIET «TOBap», MpeularaeMblii Oyayiiemy paboromaTento. Pestome
JOJDKHO OBITh JOCTATOYHO IOAPOOHBIM, HO KpaTKUM (OOBIYHO HE IPEBBIIIATH

OJTHOH CTpaHUIIbI) U HUMETh

npou3BoJjbHa. Hanpumep:

OBJECTIVE

SUMMARY

RESPONSIBILITIES

EXPERIENCE

1998-2010

1990-1998

EDUCATION
(1990-1994)

PERSONAL

REFERENCES

«toBapHbI» BuA. dopma ero mocraroyHa

JohnH.Mill

38 ParkAvenue, Ap. 50
New York, N.Y. 11298
Tel. (312) 493-8332
E-mail: johnmill@mid.net

A position as a bookkeeper.

12 years of experience in all routine work in
this field. Perfect knowledge of computers and
statistics.

Compiled financial reports, balance sheets and
production planning forecasts.

FRISCO DOCKS, Inc.

San Francisco, California.

Deputy Chief of Planning, Commerce Dpt.

In charge of account books, statements, new
ideas in planning.

SAKHA Co, Ltd.

New York.

Accountant. Prepared accounts and balance
sheets.

LONDON SCHOOL OF ECONOMICS
London, Great Britain, Bachelor (Ec.)

Arrived in the United States January, 1990.
British subject. Married, one child.

Available upon request.


mailto:johnmill@mid.net

1) Read the resume and make your own using the given one:
2) Translate the dialogue “Applying for a job™:

The Browns are not very rich. Apparently they sometimes can't make both
ends meet. So Mary decided to send a letter of application to one of the companies.
She wants to start working again. In the evening she decided to tell John about her
decision.

M.: Listen, darling. | decided to apply for that job I told you about. Do you
remember?

J.: Yes. | remember. What was it? A furniture factory?

M.: No, interior designing company. Rather like the place | worked at
when we lived in Glasgow.

J.: Oh, yes, of course. | remember now. Do you feel optimistic about it?

M.: Well, I wouldn't say | exactly feel optimistic, but at least my training
and experience have given me a chance. Maybe I'll get short-listed. But the
interview — that's difficult.

J.: Why, for goodness sake? You are not scared of interviews, are you?

M.: No. But I don't feel at-my best at interviews. | feel off balance when
they start asking me questions.

J.: Oh, I shouldn't worry too much about it if I were you. The job is
absolutely made for you. | don't think they'll get many applicants with similar
qualifications.

M.: Well. We'll see.

J.: By the way, what's the pay like?

M.: The pay is good. Nearly twice what I used to get in Glasgow.

J.: We'll get a big difference if you get the job. We'll be loaded!

M.: I don't know about loaded. We need twice as much to be loaded!

J.: Is the money the main reason for your applying?

M.: One of the reasons. Probably not the main one.

J.: What was that then?

M.: Well, I don't know. I'd like to put a few ideas into practice. Do you
remember Bill: my boss in Glasgow?

J.: Yes. Why?

M: He was very understanding and pleasant to work for, but it took him so
long to come round to a new idea. By the time he decided to try it out it was no
longer new.

J.: That didn't suit you.

M.: It didn't really bother me, but I still have a couple of things that | want
to put into practice.

J.: Good for you. | hope you fed them everything about your qualifications
and experience in your application?



M.: Yes, of course. But one mustn't sound too good, you know. So | tried
to be factual and emphasize the most important points.

J.: I'll keep my fingers crossed for you.

M.: Thanks, | need it.

Words:

- apparently — oueBuIHO, BUIUMO;

- applicant — kanaugar;

- applyforajob — nonaBars 3asBieHue o npueme Ha padboty (Ha
BaKaHTHYIO JIOJDKHOCTB);

- to be loaded — pase. 3aBanuTHCS IEHBIAMHY,;

- tobescared — ObITh HamyraHHBIM, OOSTHCS;

- to emphasize— noguepkuBath, IpuaaBaTh 0COO0C 3HAUCHHUE;

- experience — oreIT;

- factual —. PeanbHsrii;

- tofeed (fed; fed) — 30. npenocraBnsaTs nHGOpPMALIHIO;
0YK8.«CKOPMUTH»;

- to feel at one's best — uyBcTBOBaTH CceOs "Ha KOHE',

- to feel anticipative — UCHIBITBIBATH PaIOCTHOE PEABKYIICHHE;

- to feel apprehensive — ucnbIThIBaTh TypHBIC IPESAUYBCTBHS;

- to feel off balance — uyBcTBOBaTH CCOS HEYBEPEHHO;

- tofeeloptimistic — uyBcTBOBaTh ONTUMHM3M, HAIEIATHCS HA YTO-TO;

- for goodness sake — panu Bcero cBsaToro; paau 0ora;

- togetshort-listed — momacte B 4nCI0 KAHAUAATOB IS
OKOHYATEJIbHOTO BBIOOPA;

- interiordesign — qu3aiiH UHTEPHEPOB;

- interview — cobecenoBaHue;

- tokeepone'sfinger'scrossed — ckpemmBatbaibipl (Hayaaay);

- letter of application — nmucemo-3asBieHNE O IpUEMe HA PadoTy;

- main — rIaBHBIN;

- tomakebothendsmeet — cBOIUTHKOHIIBICKOHIIAM

- pay — 3apiuiara;

- toputintopractice — ocyIecTBIsATh, MPOBOIUTH B )KU3HB;

- qualifications — kBanudukaryws;

- reason — MpUYHHA;

- to submit an application — nmomaBaTe3asBICHHE;

- training — oOpa3oBaH#ue, MOJATOTOBKA;

- totrysmth. out — npoBepsAThH YTO-TO HA MPAKTHKE;

- twice — BIBOIHE, IBAXIBL.
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1.4 Ajobinterview

1) JlomoJiHMTE AMAJIOT TJarojaMu can, may, must B moJoKuTeJIbHOH u

OTpULATEIbHOM popme:

Alice: Good morning. | am about the ad (o0bsBICHUE).
Manager: Which ad?
Alice: This one. «Secretaryurgentlyrequired»

(«CpouyHOTpEOYyIOTCACEKPETAPH»).

Manager: Oh, good morning. We do need (HamzaeicTBUTEILHOHYKEH) a

secretary. Please sit down. What’s your name?

Alice: Alice Middleton.

Manager: you spell it, please?
Alice: A-l-i-c-e M-i doubled I-e-t-0-n.
Manager: How old are you, Miss Middleton?
Alice: I’m twenty.

Manager: Is this your first job?

Alice: Yes.

Manager: What foreign languages 2 you speak?

Alice: Italian and Spanish.

Manager: That’s good. ® you speak German?

Alice: No, I’m afraid | ‘ Butl > read it, a little.

Manager: ® you operate a computer?

Alice: Sure. | have a computer at home.

Manager: " you start tomorrow morning? We % wait, you

see. There is a lot of work for a secretary here.

Alice: Tomorrow? O.K. But ° | ask you a question?

Manager: Sure. Go ahead.

Alice: I’d like to ask you about my pay.

Manager: Oh, your pay is $ 500 a week. Is that O.K?

Alice: Oh, thank you.

Manager: You 1% be at the office 5 or 10 minutes to 9. Goodbye,

Miss Middleton. See you tomorrow.

Alice: Goodbye. Thank you.

2) Read the dialogue “A job vacancy”and translate:

Victor was watching TV when the telephone rang. It was his American friend

Nick Jones.

Nick: Victor, | hope I’m not calling too late.

Victor: No, Nick. | was watching television. How are you?

Nick: | am fine. I’'m calling you at such a late hour because there is good

news for you. An hour ago, | spoke to a friend of mine. He’s on the

11



Victor:

Nick:

Victor:

Nick:

Victor:

Nick:
Victor:
Nick:

Victor:
3)

a)
b)
c)
d)
e)

board of directors at "A & B Instrument Company". They have an
immediate opening for a software programmer. They are looking for a
specialist in this field. I told my friend about you. He wants to know if
you can come tomorrow for an interview. You shouldn't miss this
opportunity.

Nick, you are absolutely right. | agree with you completely. | realize
that | should see the interviewer. But what about my job at the gas
station?

Oh, come on. Don't tell them where you are going. Just tell your
supervisor you have some personal business to attend to. Promise him
to make up the time.

That makes sense, Nick. But I'm a bit afraid because of my poor
English.

Stop worrying about it. All you have to do is to explain your previous
experience. You can do it perfectly well. You have to show your
experience but not English stylistic subtleties. Even a few grammatical
errors won’t harm you. I’'m sure you'll feel at ease with the
interviewer.

| hope so. But I’m still confused about the use of English. Never the
less I’ve made up my mind. I'm going to see the interviewer.

Okay. Would you write down the address?

All right. I’m listening.

620 Broadway, 25th floor. Ask for personnel. Don’t leave home
without your resume. Good luck.

Thank you, Nick.

Guess the words:

cvancya f) besnisus
cidertor g) posnaler
satfwore h) enixpecere
grampormer 1) sureme
invertiew J) serpelonn

1.5 Make your job work for you

Your job can be a step in the direction of the rest of your life. How you feel
about it, what you do with it or what it does to you helps you to decide where you
go from there. If you want to get the most out of it, if you want it to lead you down
the path of success, there are certain things you should do. Here are some
suggestions:

12



Don’t let the salary be your main reason for taking the job. Sometimes a
lower paying job with the right company and the right contacts can do a lot more
for you than a higher salary. Decide whatis the lowest pay with which you can be
satisfied. Then decide what other things can be important. How much training
and/or experience can you get on this job? Some companies give their new
employees priceless training. On-the-job experience can be very valuable to you
when you apply for your next job. It gives you the practical experience that no
school can offer. This can lead to a much higher salary later. What chances are
there for advancement within the company? Sometimes accepting a lower paying
job gives you a chance to show your boss how capable you are and how valuable
you can be to the company. This will pay off later.

Another very important item for you to think about when you apply for the
job is the type of contacts you can make. Just as a smart student chooses professors
rather than just courses, a smart employee tries to meet and become friendly with
the people who help him or her move ahead, cither in this company or on the next
job. Even if you can’t do that, however, just having the opportunity to meet and
develop skills that may move you ahead much faster on your next job. Learning
about the job from other people, or learning what it takes to move ahead in a
company by observing other people, is an extremely valuable skill.

Ok, so now you have the job and you want to make an impression — you
want people to notice you. What can you do to become a valuable employee? Do
alittle bit more and do it well. It really isn’t that hard to be successful in your life.
It’s too bad, but many people try to do as little as they can on the job. Take
advantage of that — do just a little bit more. This is not to suggest that you should
allow anyone to take advantage of you. However, it is suggested that you do your
work faithfully and competently and to the best of your ability at all times. There is
a saying: “Build a better mousetrap and the world will beat a path to your door.”
One way to be noticed in a company is to suggest little things that can improve the
routine way that things are done. You must be careful here, however. Sometimes a
way of doing things has been established that has been carefully thought through
and has advantages that you don’t realize. The wrong suggestion can hurt you as
much as the right suggestion can help you.

Do remember that other employees can be helpful to you. You should at
least try not to score points by being critical of a fellow employee who is also
doing his or her or her best job. Ambition, jealousy, and personality differences are
encountered on any job, but the more friends you make and the fewer enemies, the
better position you are in. There are times when you will need the help kind of
your fellow employees. It is then that your prior actions can result in the kind of
back-stabbing that hurts.

There is another important point to be made. Sometimes you may realize
that you made a mistake by taking this job. Don’t feel married to it. If it will help
your career, quit it and look for another. This is the time when the friends you have
made, the reputation you have earned on the job and the experience and training
you have gotten will be most helpful. No job is ever a waste of time because if you
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have given it your best, you have learned something from it. Take all this with you
to your next job and continue to move up from there.

First, of course, you have to get the job. When you do, though, it’s up to
you to become a valuable employee. Good luck!

1) Give the Russian equivalents:

To get the most out of the job, a job with the right company, priceless
training, on-the-job experience, chances for advancement, a capable employee, to
move ahead, valuable skills, to fell married to the job, fellow employees.

2) Give the English equivalents:

[1yTh Kk ycnexy, HU3KOOIUIauMBaeMasi paboTa, BbICOKasl 3apIuiaTa, [EHHbIN
OMbBIT, CIOCOOHBIN, MPOABUKEHUE, HMMETh BO3MOXXHOCTH, YMHBIN CIy>KalllUi,
MIPOU3BECTU BIEYATIICHUE, MEPEXUTPUTH Bac, 3apabaThiBaTh OAJLIbI, YECTOIOOME,
HYX/JaTbCS B TIOMOINHM, 3aBUCTh, IOTEPS BPEMEHH, MPOAOKATh, MEHbIIIEE
KOJIMYECTBO BPAroB, COBEPIIUI OMIMOKY, OPOCUTH, UCKaTh, yBaxkas APYIrux JIOAEH,
MBIIIIETIOBKA, TOTOBOPKA.

3) Read the dialogue “What makes a successful person?” and
translate it into Russian:

Tom: Hi, Dan!

Dan: Hello, Tom!

Tom: How are you?

Dan: Fine, thanks. And you?

Tom: Me too. You look happy. What are you dreaming about?

Dan: I'm dreaming about how to achieve success in the future. What about
you?

Tom: As for me, | don't care about the future. What is the point of thinking
about it. I am young. | just want to go for a walk with my friends, doing
what | want and have a good time. I can't think about the future until |
have some personal achievements.

Dan: What do you think is the most important thing for achieving success in
life?

Tom: In my opinion to reach success needs such things as money, someone's
support and good luck, of course.

Dan: I'm absolutely against your idea. As for me, | think the most important
things are health, talent, personal qualities, hard working and education.
Most people succeeded by their efforts alone. I'd like to become a self-

made man.
Tom: What traits of character should you develop to become successful?
Dan: | should be sociable, independent, responsible, friendly and creative.
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Tom:
Dan:
Tom:
Dan:

Tom:
Dan:
Tom:

What traits of character would you like to get rid of?

| don't want to be shy, rude or unfriendly.

Could you advice me? I'd like to be successful, too.

I'd love to. Look here! We are all born equal. But after that we are on our
own. Nobody is going to hand you success on a plate. If you want to do
well, you will have to make it on your own: your own energy, your own
head, your own ambitions. If, at first, you don't succeed, try, try and try
again.

That's very helpful! I'd like to follow it.

Good luck!

Bye!

1.6 About the job
1) 3anoJHuTEe NMPOIIYCKHU B THAJIOI€ NMPEeAJ0KCHHbIMU (bpa3aMn.

1) Nothing to boast of.

2) Byel!

3) None too bright.

4) Let’s hope for the best.

5) Glad to see you!

6) Nothing.

7) How do you do?

8) I think we should go somewhere together.
9) | wish you success.

10) With great pleasure.

11) Give our regards to your family!
12) Pleased to meet you.

13) Everything is fine.

14) Good afternoon!

15) It’s very good to hear that.

16) How’s life treating you?

17) Thanks a lot.

18) What’s wrong?

- Good afternoon, Steve!
- (1), George! (2)
- As usual. (3)
- And how are you getting on, Steve?
- (4), could be better.
- S0, anything’s wrong with you?
- (5). It’s about my job.
- It’s a pity. (6).
15



- Hello, guys!

- Oh, Jim! Hi! (7). We haven’t seen you for ages.

- Me too! Let me introduce a colleague of mine. This is Fred Johnson.
We both work at the Cable & Wireless Company.

- (8.

How do you do? (9).
What’s new, Jim? How’s your family?

- (10). My wife and kids are visiting our relatives in Scotland now. And
I’ve just come back from Edinburgh. Our company has a new office there and they
need a new manager of the engineering service department.

- (11), Jim. Steve has some problems with his job.

- Oh, really? (12).

- | think I should find another job. Our leadership is going to retrench the
staff ofworkers because of the current financial situation in the country.

- Don’t worry. If you want, you may try to contact our head of HR
Department and leave your personal contact data. I'm sure you'll fit for this
position.

- (13). I’ll try to do my best.

- (14), Steve. | know, you have a great experience in the field of
communications.

- I’mafraid, but Fred and | must be going now. (15), guys.

(16). We hope to see you soon. (17).
All the best. Good-bye!
(18).

2) IlepeBeauTe AMAJIOT HA PYCCKHUH S3BIK.

1.7 Business call

1) Read the dialogue and translate it:

Secretary: Good morning. Could I speak to Igor Kovrov, please?

Mr. Kovrov: Speaking.

Secretary: This is Mary Thomas of Metro Data Control. I'm Mr. Dillon's
secretary. He’s interested in your letter and resume and would like
to see you.

Mr. Kovrov: Fine. I would like very much to speak to him.

Secretary: Let’s set up an interview appointment.

Mr. Kovrov: Okay.

Secretary: How about tomorrow at 10 a.m.?

Mr. Kovrov: That’s OK with me.

Secretary: We are located on 516 Fifth Avenue, 7th floor. Do you know how
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Mr. Kovrov:

Secretary:

Mr. Kovrov:

Secretary:

Mr. Kovrov:

Secretary:

Mr. Kovrov:

to get there?

Yes, | hope so. I guess I can take the F train. Where should | get
off?

You should get off at 42nd Street. From there you can walk. It will
take you not more than five minutes to get to our place.

Would you mind repeating the address?

516 Fifth Avenue.7th floor. Ask for personnel.

Thank you.

You are welcome. See you tomorrow morning.

Good-bye.

2) Give the equivalents of the following words and expressions:

a) BcTpeya e) 3aHuMaTh (BpeMEHH)
b) pacmonoxen f) He Gomble

C) moJjarath g) BO3paXkaTh

d) BeIiTH h) ortmen xagpon

3) Fill in the gaps with the given words and translate the dialogue:

Interview, speak, lunch, to call, phone number, right now, as soon as

Andrey
Rudkov:

Secretary:

Andrey
Rudkov:
Secretary:
Andrey
Rudkov:
Secretary:

Good morning. This is Andrey Rudkov. | have a letter from
Mr. Wood asking me to call him for an (1) appointment. May |
(2) to Mr. Wood?

| see. He is not in (3). Mr. Wood at (4) now, but he is coming
back soon. Maybe it would be better if I ask him (5) you.
What’s your (6)?

(718) 459-3243.

Thank you, Mr. Rudkov. (7) he is back, he will return your call.
Thank you.

Good-bye.

1.8 Business talk

1) Put in the missing words given below:

Haven’t, how, business, suppose, sufficient, doubled, grateful, affected,
lower, thank, usual, weather, afternoon, situation, price, second, can, industry,

here, think.
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Mr.Petrov, engineer of Soyuzexport, is having talks in Moscow with
Mr.Brown of British Asbestos Ltd. The British company is a regular importer of

asbestos from Russia.

Mr.Brown: Good ...'! Nice to
see you again, Mr. Petrov! You are
looking well, I must say. How are
things?

Petrov: Very well, ...% you. And
...} are you?

Mr.Brown: Fine, just fine. |
always feel well in beautiful...* like
this. Well, | suppose we had better get
down to business.

Petrov: Yes, certainly. You’ve
come to sign another contract, ...°> you?

Mr.Brown: That’s right. For
next year, actually.

Petrov: Are you happy with our
...% terms of delivery and payment?

Mr.Brown: Yes, quite. As a
matter of fact, I’ve come...” to talk
about the price. The volume of ...% in
the building ...° has dropped
considerably. This ..."° the prices of
building materials. In this ..."" it’s quite
natural we expect you to revise your
prices for asbestos.

Petrov: I’m afraid this is not
...* reason for us to ...** the price.

Mr.Brown: Mr. Petrov, we’ve
been in business with you for a long
time. Also we’ve ...** our purchases
over the past two years. Therefore we
would be ...* to you if in view of all
this you could reduce the price.

Petrov: All right. | we
could reduce it by 2%. But only on
condition that the...'” is subject to

16
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- HoOpwrit nenb! S pam BumeTh
Bac cnoBa, mucrtep IlerpoB. [omxeH
CKa3aTh, 4TO BBl XOpOIIO BBHITJISAUTE.
Kaxk y Bac nena?

- Cnacu6o0, o4eHb Xopoiio. A Kak
Br1?

- IlpekpacHo, MPOCTO MPEKPACHO.
S Bcerma 4yBCTBYIO ce0si XOpPOIIO B
TaKyl IIpekpacHyro 1morony. Hy, 4
noJiararo, HaM JIydle NeperTH K JIely.

- Ha, KOHEYHO. Brl BeIb
npuexaid  MOAMHCATh  €lie  OJUH
KOHTPAKT, HE TaK JIU?

- BbI npaBbl. [[eiicTBUTENIBHO, Ha
CIEYIOLIUM TO.

- Bml JIOBOJIBHBI HaIllUMH
OOBIYHBIMH  YCJIOBUSMH IIOCTaBKU U
IaTexxa?

- Jla, Bnomne. ®akTuuecku s
npuexail CcrojJia IOTOBOPUTH O IICHE.
O6bem OuszHeca B  CTPOUTEIbHOMU
MPOMBIIIJIEHHOCTH 3HAYUTEIHLHO
COKpaTWJICS. DTO MOBJIUSIIO Ha IIEHBI Ha
CTPOUTENIbHBIE MaTepuansl. B 3Ton
CUTyallMd  €CTECTBEHHO, YTO MBI
0’KHJIaeM CHIDKCHHMS IICH Ha acOecT.

- boroch, uYTOo A HAcC 9ITa
MpUYrHA HEJOCTATOYHa, YTOOBI
CHU3UTH IICHY.

- Mucrep IleTpoB, MBI TOPryem C
Bamu ponroe Bpems. Mbl  Takke
VABOWJIM CBOW 3aKylKd B TEUYEHHUE
nocienHux 2-x jer. [loatomy Mbl ObUTH
Ob1 Omaromapusl Bam, eciu Obl Bol
BBUJIYy BCETO 3TOTO CMOIJIM Obl CHU3UTh
LIEHY.

- Xopowo. A nymaro, Mbl MOIJIU
Obl cHU3UTH ee Ha 2%. Ho Tonbko mpu
YCIOBHUM, YTO II€HA TOCIYXXUT TEeMOU
JATbHEUIINX TIEPETOBOPOB  HA 2-¢



further negotiations for the ...*° half of moxyroxawue.
the year. - Ilpekpacno. S momnarato, 4To 3TO
CaMOC€ JIydlIce, 4TO Mbl MOKECM CACJIATbh
Mr.Brown: That’s fine. I ...*° ceituac.
that’s the best we ...% do today.

2) Answer the questions:

1. What was the purpose of Mr. Brown’s visit to Moscow?

2. Why did Mr. Brown draw Petrov’s attention to the considerable drop in
the building industry?

3. In what way could that factor affect the price of asbestos?

4. On what condition did Petrov agree to reduce the price?

w
~

Complete the sentences as in the conversation:

Well, | suppose ...

I’ve come here ...

The volume of business ...
This affected ...

This is not ...

We’ve been in business ...
We’ve doubled ...

| think we could ...

| suppose that’s ...

©oNoOkwNE

1.9 Business Visits

l) Yy BaC Ha3HadYeHa  JeJ10Basi BCTpE€Ia C NnpeacraBuTe/JicM
I/IHOCTpaHHOﬁ koMnanuu. Kak Bbl ﬁyneTe €10 IIPUBETCTBOBATDL, €CJIKM BCTPEUYa
Ha3HaYeHa Ha.

a)9a.m. b)7p.m. ¢c)4.30p.m. d)10.15a.m.

2) Kakumm fokHbl ObITh Bamm  oTBeThl Ha  cledylolnme,
o0pameHnHble K Bam pernuinkm:

How do you do?
Glad to meet you.
Good afternoon!
Good morning!
Goodbye!

Hi!

ok ownE
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How are you getting on?
How are you?
9. Thank you very much.

oo

3) ITo3HakoMbTech ¢ HOBOIi JIEKCHKOI K aAuajory “Businessvisits”:

1. totalk
talk
business talk
to have talks

2. to receive
to receive businessmen
to receive the malil
receptionist

3. to have a seat
4. toring (rang, rung)
to ring to (through) the office
5. to expect
6. to take smb to the office
to take smb up
to take smb down
7. straight away
8. floor
9. to move in
. impressive
. We haven’t met for ages.
trip
business trip
to have a good trip
13. smooth
14. nasty
15. to hate
16. It can’t be helped.
17. to get down to business
18. to make an appointment
19. to exchange letters
20. to carry out

20

pasroBapuBaTh
pasroBop, Oecena
neoBsas Oecena
BECTH TIEPETOBOPHI
MOJIy4aTh, IPUHUMATh
IpPUHUMATh OU3HECMEHOB
MOJTy4aTh MOUTY
anMuHUCTpatop (B TOCTHHHIIE),
CeKpeTaph (B MPUEMHOK)

CaIUTHCS

MO3BOHUTH

MO3BOHUTH B OPUC

OKUJATh

MIPOBOJIUTH KOTO-TH00 B opuc
MIPOBOJIUTH KOTO-TUO0 HaBEpPX
MIPOBOIUTH KOTO-JIHO0 BHU3

cpa3y, HEeMeIJICHHO

ITaXK

BbHEXaTh

BIEYATIIAIOIINN

MBI 1aBHO HE BCTPEYAIIUCH.
Moe3/1Ka

JIeI0Bas MOe3/IKa

XOPOIIIO CHE3TUTh

CITOKOWHBIN

CKBEPHBIN

HEHABUJIETh

Hwnuero He nmojaenaenisb.
MPUCTYIIUTD K JIETy

HA3HAYUTh BCTPEUY

0OMEHHBATHCS TUCbMaMHU
BBITIOJTHATD, TPOBOIUTH



4) Put in the missing words from the dialogue:

Twentieth, way, with, take, right, hope, tell, moment, are, appointment,
moved, impressive, weather, not, should, happy, I, very, smooth, it.

When one businessman wishes to have a business talk with another and to
visit him he first is to make an appointment either by telephone or by exchanging

letters.

Mr. Hill (H.), Mr. James (J.), Receptionist (R.), Secretary (S.)

R: Good morning, sir.

H: Good morning, | have an ...
! with Mr. James. My name is Mr.
Hill. Could you tell me where his
office is?

R: Please take a seat for a ...%,
sir. I’ll ring through to his office and
...} him you... * here.

H: Thank you so much. I ...°he
IS expecting me.

R: Mr. Hill, Mr. James is just
coming down to meet you. She’ll ...°
you up to his office.

S:Mr. Hill?

H: That’s ...". Good morning.

S: Good morning, Sir. If you’d
like to come...® me, we can go up
straight away.

H:Thankyou. Which ...%?
S: This way, please.
H: Oh, is it the twentieth floor?

S:Youarequiteright. The ...%°
floor. Wehave ...''thismonth.
H: It’s a very ..."building.

S: Here we are. This way,
please. Mr. James, Mr. Hill.

J:Goodmorning. I'm ...**to see

- JloGpoe yTpo, cap.

- JloOpoe yTpo. Y MeHs Ha3HauyeHa
BCTpeua ¢ mucrepoMm Jlxenmcom. Mens
30ByT Xwni. He moraum Obl BB CKaszaTh
MHE, TJI¢ HaXOJUTCs ero oguc?

- Iloxanyiicta, mnOpucsgpTe Ha
MUHYTOYKY, c3p. Sl MO3BOHIO B ero oduc
1 coobry, uto BeI 31€Ch.

-4 BaM TaK OyrarogapeH.
Hanerocs, oH ket MeHS.
- Mucrep Xw, CEeKpeTapb

mucrtepa Jlxelimca cendyac CIIyCTUTCH,
yTo0bl Bac BcTpetuTh. OHa NpPOBOIUT
Bac B ero oduc.

- Muctep Xumn?

- Bepno. Jlo6poe yTpo.

- HoOpoe ytpo, cap. Eciu Ber He
MMPOTUB TPOUTH CO MHOH, MBI MOXEM
MOAHSATHCSI HEMEIJIEHHO.

Cmacu6o. Kymanaru?

Crozna, moanyiicra.

O! Do nBaUATHIM dTAXK?

Brr a0COJIFOTHO MIpaBHI.
JIBanuateiil aTaxx. Mbl miepeexainu B 3TOM
MecsIIe.

- 3T0OlleHbBl'Ie"IaTJ'ISII-OLHCC?)I[aHI/Ie.

- Bor Ml u npunum. Crona,
noxanyucra. Mucrep Jlxenme, Mucrep
XUl.

- Hlobpoe ytpo! A cuactnu Bac
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you. We haven’t met for ages. How
are you?

H:Goodmorning, Mr. James.
I’mgladtosee you too. I’'m fine. And

... hope you quite all right.

J: Thank you. | hope you had a

> good trip.

H: You are quite right. It was
very...".
ThoughwhenlleftLondonitwasrather
warm, but here in New York the ..."’

is ..."% verygood.

J: Oh, it’s nasty. We hate it.
But ...* can’t behelped.

H: Then we ...°° better get
down to business.

BUJETh. MBI JaBHO HE BCTpeyanuch. Kak
BrI moxxuBaeTe?

- Hob6poe ytpo, muctep Jxenmc.
S Toxke panm Bac BuaeTh. lIpekpacho,
cnacu6o. M s Hameroch, uro y Bac B
MOPSIJIKE.

- Cmnacu60. Hanerock, Bwr xoporio
JIOEXaJIH.

- Bbl coBepumieHHO mpaBel. Bcee
ObLJI0O OYEHb CIOKOWHO. XOTS, Korga S
yezkan u3 JloHmona, ObUIO JOBOJIBHO
TEIUIO, HO 3]IeCh B HL}O-PIOpKe nmoroja
HE OYEHb XOPOIIasi.

- O, oHa ckBepHas. OHa HamM He
HpaBuTCca. Ho HUYero He moaenaenisb.

- Toraa Ham J1y4iie MpUCTYNHUTH K
neny.

5) Answer the following questions:

1. s there a rule about making appointments? Or can a businessman come
to see another businessman without an appointment?

2. Who is Mr.Hill?

3. Had he made an appointment with Mr. James before he came to his

office?

¢°.°°.\‘.°’.U":'>

Did the receptionist know about the appointment?
What did she ask Mr.Hill to do?

What did the receptionist do then?

When did the secretary come?

Who took Mr.Hill to Mr.James’ office?

Was Mr.James happy to see Mr. Hill?

10 Did they speak about the weather before they got down to business?
11. Do people usually speak about the weather before they start discussing

business matters?

6) Remember what Mr.Hill said in each case:

Mr. Hill (H.), Mr. James (J.), Receptionist (R.), Secretary (S.).

R.: Good morning, sir.
H.:
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R.: Please, take a seat for a moment, sir. I’ll ring through to his office and
tell him you are here.

H.: :
R.: Mr. Hill, Mr. James’ secretary is just coming down to meet you. She’ll
take you up to his office.
S.: Mr. Hill?
H.: :
S.: Good morning, Sir. If you’d like to come with me we can go up straight

away.
H.:
S.: This way, please.
H.: :
S.: You are quite right. The twentieth floor. It’s our new office. We have
moved in this month.
H.: :
S.: Here we are. This way, please. Mr. James, Mr.Hill.
J.: Good morning. I’m happy to see you. We haven’t met for ages. How
are you?
H.: :
J.: Thank you. | hope you had a very good trip.
H.: :
J.: Oh, it’s nasty. We hate it. But it can’t be helped.
H.: :

1.10 Talking business

Soyuzimport is interested in buying pumps for a new shop of a large plant
in Siberia. The shop is already under construction and the customers require the
goods urgently, as they must complete the construction of the shop by the end of
the year.

Borisov, a representative of Soyuzimport, who deals in this kind of
equipment, got instructions to buy pumps a British company. As soon as he
arrived in London he contacted Bond & Co, a leading manufacturer of pumps. Mr
Stanley, the manager of the company, invited him to come to his office.

Borisov: Good morning! I'm Borisov. Here is my card.

Stanley: Glad to meet you, Mr. Borisov. Will you take a seat, please.

Borisov: Thank you.

Stanley: Did you have a good trip?

Borisov: Yes, it was quite nice, thank you.

Stanley: Have you seen any places of interest in London yet?

Borisov: Yes, but not many. I arrived in London only two days ago and it
has rained all the time.
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Stanley: Oh, | hope the weather will change for the better and it'll stop
raining soon. You'll enjoy sightseeing in London. Well, Mr. Borisov, let's discuss
business now. What can | do for you?

Borisov: We know you ve started producing a new model of pumps. The
quality of the model meets our requirements and we'd like to place an order with
you. Can you make us an offer for 150 pumps?

Stanley: Sure! When would like to have the pumps?

Borisov: We require the pumps for immediate shipment.

Stanley: Well, you see, Mr. Borisov, we're heavy with orders at the
moment and can offer you only 50 pumps for now.

Borisov: And what about the balance of 100 pumps?

Stanley: We can start shipping them six months after we sign the
contract. I think we can deliver the pumps in four lots of 25 pumps each at regular
intervals within eight months. Is that all right with you?

Borisov: Not altogether. We require the pumps earlier. Could you start the
deliveries, say, four months after we sign the contract?

Stanley: I'm afraid not. We can guarantee, however, that there won't be
any delay in shipment.

Borisov: All right. I think we could agree to that.

Stanley: Is there anything else you'd like to discuss, Mr. Borisov?

Borisov: Yes, there's another point. I'd like to clarify. It's about your
delivery terms.

Stanley: As we can provide shipping facilities we usually sell our goods
on CIF terms.

Borisov: Well, Mr. Stanley, we can accept your delivery terms. When shall
we meet discuss the price and terms of payment?

Stanley: Let's meet in two days’ time. I've got a crowded programme
tomorrow and the day after.

Borisov: Fine. Good-bye, Mr. Stanley.

Stanley: Good-bye, Mr. Borisov.

Notes:

- YOU See — BHIUTEIIH;
- Is that all right with you? — BacstoycrpanBaer?

1) Translate the sentences:
Borisov knows Mr Stanley very well.

Borisov saw a lot of places of interest in London.
Mr Stanley could offer Soyuzimport only 50 pumps for immediate

=2 wN ek

shipment.
Bond & Co agreed to deliver the balance of the pumps in six month.
Bond & Co usually sell their goods on FOB terms.

o~
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2) ComocTtaBbTe BapPHAHTBHI

aAMEPHUKAHCKHUMMU.

Amepukanckuiieapuanm

1) Administrator

2) Around (ten)

3) Blue-chip
investments

4) Call loan

5) Checking account
6) Claim letter

7) Collect on delivery
8) Common stock

9) Corporation law
10) Express man

11) To fix a meeting
12) Freight not prepaid
13) Freight prepaid
14) Freight train

15) Government bonds

16) In good shape
17) Investment bank
18) Law business
19) Local taxes

20) To operate a business

21) Operating costs
22) Ordinance

23) To pass up an offer
24) Preferred stock

25) President
26) Right away
27) Shipment
28) Stockholder
29) Stub

30) Tag

31) Tender

32) Way back

Anenuiickuiieapuanm

1) Merchant bank

2) First-class
investments

3) Current account

4) Rates

5) Ordinary share

6) Offer

7) Ingood condition

8) About (ten)

9) Carrier

10) To decline an offer

11) Short-term loan

12) Government securities

13) Shareholder

14) Government in power

15) Carriage forward

16) Letter on complaint
17) Practice (law)

18) Consignment

19) By-law

20) Cash on delivery

21) To arrange a meeting
22) Running expenses
23) Company law

24) Label

25) To run a business
26) Preference share
27) Carriage paid
28) Goods train

29) Chairman

30) Immediately

31) By-law

32) Counterfoil
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AHIJIMICKOM [1€JI0BOWi TEPMHHOJIOTHHU

3nauenue

IPABUTEIHCTBO
0K0J10 (mecsTn)
IIEPBOKJIACCHBIE
WHBECTUIINN
KPaTKOCPOYHBIHA 3aeM
TEKYILLHHN CYET
MTUCHMO-PEKIIaMAITHS
oTIaTa MpH TOCTaBKe
OOBIKHOBEHHAS aKIIUI
3aKOH O KOMITaHUSIX
MTOCBUIBbHBIN

HA3HA4YaTh BCTPEUyY

0e3 o1IaThl MEPEBO3KU
C OIUIATOM MEPEBO3KU
TOBapHBINA MOE3]T
rOCy/1apCTBCHHBIE
LEHHbIE OyMaru

B XOPOIIIEM COCTOSTHHH
WHBECTUITMOHHBIN OaHK
IPOIIECCYATBHOE MTPaBO
MECTHBIC HAJIOTH
3aHUMAaThCA OU3HECOM
TEKYIIHE PACXOIbI
MIOCTaHOBJICHUE, YKa3
OTKJIOHSITH
IPETI0KEHNE
MPUBUIETUPOBAHHAS
aKuus

npe3uaeHT (KOMITaHus)
HEME/JICHHO

naptust (ToBapa)
neprxatenb (aKIui)
KOpeIiok (4eka)
ATUKETKA
TIPEITIOKCHUE
HEKOTOPOE BPEMsI TOMY
Ha3aJl



1.11 Telephone conversation

1) Put in the missing words given below:

Delay, remember, Tuesday, discuss, exactly, next, him, you, have, free,
contract, spares, agreement, can, us, quite, fault.

Here is a specimen telephone conversation between two businessmen with

a secretary answering the call first:

Good
Industries.

Secretary:
morning.Consolidated
Can I help you?

Mr.Weston: Good
morning. I’d like to speak to Mr.
James Marsh, please.

Secretary:Who’s calling,
please?

Mr.Weston: My name is
Weston. I'm  from  Plant
Installations Limited, Manchester.

Secretary:Will you hold
the ...1 a moment, Mr.Weston? I’ll
see if Mr.Marsh is...%

Mr.Weston: Yes, thank
you.

Mr. Marsh: Hello, Marsh
speaking.

Secretary:  Oh, hello,
Mr.Marsh, I’ve got Mr. Weston
from Plant Installations Limited
on the line. Can you speak to ...°
now?

Mr. Marsh: Oh, yes.
Thank you. Put him through,
please.

Secretary:You
through now, Mr.Weston.

Mr. Marsh: Hello, Mr.
Weston. What ...* | do for you?

Mr.Weston: Good
morning, Mr. Marsh. I’m phoning
to say we ...° problems with the
spare parts you sent ...° last week.

are

- 3apasctByiiTe!ConsolidatedIndustries.
Yem mory Bam nomoun?

XOTEN OBI
JxeriMcom

- 3npasctByiiTe! a
IIOTOBOPUTH € MHUCTEPOM
Mapuiem.

- Ckaxwure, MOKAITyHCTa, KTO 3BOHUT?

- Mens 30ByT VYacton. Suz  Plant
Installations Limited, ManuecTep.
- MuHyTOUKY, HE BellIaiTe,

noxaiyicra, TpyOKy, MuCTep ¥YacToH. S
MOCMOTPIO, CBOOOIEH 11 MuUcTep Mapi.

- Jla, crmacu6o.
- Ao, roBoput Mapmi.

- Amno, mwuctep Mapm, Ha JIUHAU
muctep Yacton u3 PlantinstallationsLimited.
MoskeTte 11 Bbl moroBoputs ¢ HUM ceitgac?

- O, pma. Cmacu6o. CoemuHuTe €T0,

MOYKATYUCTA.

- 3 coemnuaro Bawm celuac,
VacToH.

- 3apaBcTBYTE, MUCTEp YO3CcTOH. YUem
MoOry ObITh TIOJIE3eH Bam?

- 3apaBcTByiTE, MucTep Mapm. A
3BOHIO, YTOOBI COOOUIUTh, YTO Yy Hac
BO3HHUKJIM MPOOJIEMBI C 3aITYacTSIMHU, KOTOpPHIS

Br1 npucnanu HaM Ha IPONION HEAEIE.
26
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Mr. Marsh: Do you mean
those sent under Contract 106?

Mr.Weston: You are ...’
right.

Mr. Marsh: And what are
the problems? What’s wrong with
the spares?

Mr.Weston: Well, you see
the first problem is that the ...°
arrived with a two weeks’....°

Mr. Marsh: Yes, you ..."°
we wrote to you about the delay. It

wasn’t our ...*~. You should take
that into account.

Mr.Weston:  Still  the
contract stipulated the damages
for delays.

Mr. Marsh: Mr.Weston,

2 week I’'m
13

I’ve got an idea.

coming to London and I’ll

you. | hope we shall come to an
14

Mr.Weston: Very good.
Then we shall ...* both problems.
By the way when ...*° are you
coming?

Mr. Marsh: On ...*" and
I’ll ring you up as soon as | come
to the hotel.

Mr.Weston:Good. I’'m
looking forward to seeing you.
Good-bye.

Mr. Marsh: Good-bye.
See ..."% on Tuesday.

- Ber wMeere B BuAy 3amyacTH,
oTmpaBJieHHbIC 1O KOHTpakTy Ne 1067
- Bbl a0CONIOTHO TIPaBHI.

- A B 4uem nipo0OiembI? UTo cydmsioch ¢
3aMm4acTIMH?

- Hy, Buaure nm, mnepBas mnpobiiema
3aKJTI0YAeTCsl B TOM, UTO 3aIT4acTH MPUOBLUIH C
3aJIEP>KKOU B 2 HEJICIIH.

- Jla, Bbl, 10JDKHO OBITH, IOMHHTE, YTO
MbI mucanu Bam o 3agepxkke. ITo Oblia He
Hama BUHA. BBl JOKHBI OPUHATH 3TO BO
BHHMAaHHE.

- A, Tem He MeHee, KOHTPAKTOM
YCTaHOBJICHA HEYCTOMKA 32 3aJICPKKH.

- Muctep Y3CTOH, y MEHSI €CThb Huies.
Ha cnenyromeln Henene s mpHe3xRaw B
Jlonnon u ycranoBmo ¢ Bamu koHTpakTt. A
HAJICIOCh, YTO MBI MIPUJIEM K COTJIALICHHUIO.

- Ouenp xopomo. Torma mel 0b6cyanm
o6e mpobnembl. Kcratu, korma TOYHO
npuenere?

- Bo BTOpHMK M £ mo3BOHIO Bam, kak
TOJIBKO 51 IPUENY B OTEJIb.

- XOopomio, € HETEPICHUEM OXHIAK0
BcTpeuun ¢ Bamu. Jlo cBuganus.

- Jlo

BTOPHUK.

ceyganus. Jlo BcTpeunm BO

2) Find the English equivalents in the conservation:

ok wnE

Jlobpoe yTpo. Uem mory ObITH Mojie3Ha?

A xoten 661 MOTOBOPUTH C MUCTEPOM Mapiiem.
Bawm 3BoHUT MuCTED YICTOH.

Muctep YacroH, s Bac coequnsito.

Br1 MOXeTe MoroBopuTh ¢ HUM ceiuac?
31paBCTBYMTE, MUCTEP Y 3CTOH.
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on time?

w

SRR

Yem Mory OBITH MOTIE3HBIM ?
S y3Hato, cBOOOJICH JIM OH.
Kto ero mpocut?

. 'oBoput Mapmu.
. He Bemaiite TpyOKy.
. CoequHUTE MEHS C HHUM.

Complete the sentences, as in the conversation:

I’m phoning to say we have problems with ... .

Do you mean those sent... .

What’s wrong with ... .

Well, you see, the firs problem is that the spares arrived with... .
You remember we wrote to you about ... .

It wasn’t our... .

You should take that into ... .

Still the contract stipulated... .

Next week | am coming to London and ... .

. 1 hope we shall cometoan ... .
. By the way when exactly... .

. On Tuesday and I’'ll ring... .

. I’m looking forward to... .

Answer the following questions:

What problems made Mr.Weston make the telephone call?
Did Mr.Marsh admit it was their fault that the goods were not shipped

Did Mr. Weston mention that damages should be paid to him?
Did they settle the problems during the conservation?

Where and when did they decide to discuss the problems?
Whose initiative was it?

1.12 At the exhibition

Some engineers from the Russian Trade Delegation saw tools of a British
company at an Industrial Exhibition in London.

They were impressed by the fact that the quality of the tools was very high,
they had many applications and their finish was extremely good. The engineers
decided to buy them.

Some time later the British company sent an offer to the Russian Trade
Delegation. After Korolyov had studied the offer he phoned Mr. Stanley to clarify
some details.
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Korolyov:Good morning. I'd like to speak to Mr. Stanley.

Secretary: Who is that calling, please?

Korolyov:This is Korolyov of the Russian Trade Delegation.

Secretary:Mr. Korolyov, can you hold on for a moment? Mr. Stanley is
speaking on another line.

Korolyov:lIt's all right. I can wait.

Stanley:Good morning, Mr. Korolyov. Very glad to hear you. Is there
anything | can do for you?

Korolyov:We've just received an offer from your company, Mr. Stanley.
We'd like to know what kind of packing you are going to use.

Stanley:Usually our tools are wrapped up in polythene, put in wooden
crates and transported in containers. The kind of packing we propose to use
ensures safe delivery of the goods. Our customers find it quite satisfactory.

Korolyov:Thank you. Good-bye.

Words:
- 1o propose— mnpepyiarars,
- container — koHTelHep;

- tools — crankwu.

1) Say what you have learned about:

=

the British tools;
2. the kind of packing the British company uses.

1.13 Meeting a business partner
1) Read the dialogue and fill in the gaps with the following words:
Clarify, problem details, equipment, agree, trip,happy,high, technical, seat

The other day Belov, the General Director of Soyuzimport, and Mr
Turnball, a representative of Lindon ToolsLtd, met at the Ministry for Foreign
Economic Relationsto negotiate the purchased a Flight Information DisplaySystem
for a new airport.

Belov:Good morning, Mr Turnball.__ (1) __ to see you in Moscow again.

Turnball:Good morning, Mr Belov. I'm also pleased to meet you.

Belov: Will youtakea _ (2) _, please. Did you have a nice journey?

Turnball:Yes, thank you. | enjoyed the _ (3) __. It was very pleasant
indeed.
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Belov:I'm glad to hear it. Now I'd like to discuss with you some __ (4)
of our transaction. Our customers have studied all the __ (5) __ characteristics of
your system and concluded that they meet their requirements.

Turnball:I'm happy to hear it. We have been selling our __ (6) __ to many
Estern countries. It's up to world standards and is in great demand on the world
market.

Belov:Well, now we can get down to discussing the commercial side of our
transaction, can't we? The first thing I'd like to __ (7) __is the prices.

Turnball:Don't you find them attractive?

Belov:On the hole we do, but the prices for items 3 and 9 are a bit __ (8)

Turnball: I'm afraid | can't __ (9) __ with you here. These items are
completely new in design and they are thebest on the world market.

Belov:Other companies offer lower prices for such items and they are 30—
40% lower than yours. Could you find it possible to give us a discount?

Turnball:Well. I must get in touch with my company and I'll give you my
answer tomorrow.

Belov:Good. Now comes the question of payment. Payment for collection
Suits us.

Turnball:Very well.

Belov:And since your terms of delivery and deliverytime are acceptable,
we'd like to offer you our contract form to study. Could you come hereat 10.30
tomorrow?

Turnball:No __ (10) __, Mr Belov. Good-bye.

Belov:Good-bye, Mr Turnball.

Words:

- FlightinformationDisplaySystem—  cucrema uH(bopMaIuu
JUIIaBUAIIaCCAXKUPOB;
- item — no3uuus.

2) Practice reading “Who wants to be a millionaire?”the text and
translate it into Russian:

“Who wants to be a millionaire? | don’t”, says Charles Gray. Sixteen years
ago, Charles was a college professor with a huge six-bedroom house and a fortune
of $2 million. Today he lives in a small caravan with only second-hand furniture.
There is a small garden outside with a few fruit trees. Charles grows some
vegetables and few flowers. He gets his clothes and a lot of other things from
charity shops.

But this change is not a tragedy. Charles was happy to give up the lifestyle
of a rich man. He was tired of being a person who had everything in a world where
many people have nothing. He made the choice to give all his money away. And
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this, he says, has brought him happiness. “A few years ago,” says Charles. “l was a
millionaire, but | knew there were a lot of hungry people in the world.” So he gave
away all his money to charities. When he had two thousand dollars left, he gave
away small bank notes in streets of local poor neighbourhood. Did he feel like
Father Christmas? “It was a lot of fun,” says Charles.

Charles believes that many people want to earn a lot of money so that they
will not have any worries. However, most people never make much money.
Charles Gray decided to drop out and has discovered that having only a little
money makes you free. Are there any things he misses? “No, I’m much happier
now. | wouldn’t go back to being rich for anything — no way”.

Words:

- caravan — ¢yprou

- second-hand — moxep>xaHHBIH, OBIBIINH B YIIOTPEOJICHUN

- charity — 6;1aroTBOpPHUTEIHLHOCTD, OJATOTBOPUTEITHHBIH

- lifestyle — o6pa3 xu3HH

- choice - Be1OOp

- togiveaway — pa3gaBaTh, OTJIaBaTh.
(Whenhehadtwothousanddollarsleft. — Korna y Hero ocranock aBe ThICSUU
J0J1JIaPOB.)

- local — mecTHbIi

- area— paloH

- toearn — 3apabartbIBaTh

- todropout — 30ecs: MOMEHATH 00pa3 XKU3HU, OPOCUThH PEIKHIOIO KU3HB

- tomiss — cKy4aTh,TOCKOBaTh

NOWay — HUBKOEMCIIydae

1.14 Discussing the price problem

After Borisov had closely studied the price for the Model R 800 computers
he found that it was somewhat higher than the prices of other companies for the
similar type of computers. That’s why he invited Mr. Adams to the Russian Trade
Delegation to discuss the matter.

Borisov: Mr. Adams, I’m sorry to say we cannot sign a contract with
yourcompany at this price. It’s unreasonably high. We are in close touch withthe
world market and our information is that your competitors arequoting lower prices.

Adams:You are partly right. It’s true, the price is high, but you should take
intoconsideration the fact that this model is the latest word in electronicindustry. It
Is designed on the most modern lines and we can guaranteethe high reliability of
the computers.

31



Borisov:We know all that. But nevertheless the price doesn’t seem
attractive.Will the final price depend on the number of computers we’ll buy
fromyou, Mr. Adams?

Adams:Right. If you increase your order to five computers we’ll be able to
giveyou a 2% discount on the price.

Borisov:I’m afraid the discount is too small. | expected at least a discount
of 4%.

Adams: Let me make some calculations. Well, Mr. Borisov, 3% and not
more asthis concession leaves only a very small profit for ourselves.

Borisov:In this case I’ like to discuss the matter again with my people and
afterthat I’ll be able to give you my final reply.

Adams: Good.

Words:

1. Ltd — cokp. Ot limited — aknmoHepHoe OOIIECTBO C OTPaHUYCHHOM
OTBETCTBEHHOCTBIO.

2. We shall be obliged if you will send us your quotation. — B nannom
npeioxernn riaroi Will ymorpebsiercst kak ¢hopma BEKIUBOCTH.

1.15 Discussing the guarantee period

1) Read the dialogue and give the Russian equivalents of the marked
words:

Borisov studied the offer and the leaflets very closely. He thought that the
technical characteristics of the LS 8 pump would suit their customers. He got in
touch with Mr. Parks and visited his office. During their talk they discussed some
technical matters.

Borisov:Good morning, Mr. Parks. Very glad to see youagain.

Parks:Good morning, Mr. Borisov. What terrible weatherwe are having!

Borisov:Yes, it has been raining since early morningthough the radio didn't
say it would rain today.

Parks:I hope it will clear up by the evening.

Borisov: Perhaps it will. Mr. Parks, the matter I'd liketo bring up today is
the guarantee period.l know it is 12 months from the date of puttingthe pumps
into operation, but not more than18 months from the delivery date.

Parks:That's right.

Borisov:Well, | find it rather short. We'd like it to be extended by two and
three months respectively,as the usual guarantee period for this type of equipment
is longer.

32



Parks:Now, look. Model LS 8 is of a new designand only a small number
of units have beenmanufactured so far. Although we have goodreports about their
performance we can't formally guarantee their reliability for a longer period.

Borisov:l see. But, Mr. Parks, | believe the contract will specify that if any
defects are found during the guarantee period you are to correct them promptly
and at your expense.

Parks:Yes, this is our usual obligation, but of course we do that only if we
are responsiblefor the defects, not if they appear through your fault.

Borisov:This seems reasonable. Let's consider one more possibility.
Suppose we would like some faulty partsto be replaced, on what terms will you
deliver the replacements?

Parks:We'll try to supply them immediately and pay the cost of their
insurance and transport. Will that suit you?

Borisov:Quite.

Parks:By the way, if you want special service visits of our engineer to be
arranged after the guarantee period, we can always do that.

Borisov:Shall we have to pay for such visits?

Parks:Yes. You should authorize such visits and pay the engineer's fare to
and in Russia, hotel expenses and the cost of each job he will do.

Borisov:Thank you. [I'll have to lookinto the matter.Could we meet on
Thursday, say, at 12?

Parks:Let's make at 2 if you don't mind. | have an appointment at
12which | don't want to break.

Borisov:Very good.

Words:

- to clear up— 3x. IposICHATHCS
- Now, look! — IMocnymatiTe!

1.16 Discussing tests and packing

Borisov was favorably impressed by the technical specifications of the
pumps which were given by the company. During his first meeting with Mr. Fox
they discussed the terms of delivery and a possible quantity discount. When the two
businessmen met again the following conversation took place.

Borisov:Mr. Fox, | want to clarify the question of inspection and tests first.
Since this is going to be our trial order, we'd certainly like our inspectors to be
present at the tests.

Fox:Naturally. We'll send you our Notification 01 Readiness for the Test
well in advance.

Borisov:We'd like it to be sent at least 45 days before the date of the test.
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Fox:Why so early?

Borisov:You know, in the past we had some troubles when Notifications
were delayed and as a result our inspectors couldn't arrive at the plant in due time.

Fox:l see. In that case the contract will stipulate your requirement. But |
can guarantee that we won't let you down, Mr. Borisov. On our part, we expect a
Release Note for Shipment to be signed immediately after the tests are carried out
and a Test Report is submitted. Otherwise we won't be able to arrange shipment of
the goods on time.

Borisov:Our inspectors will do that by all means if the results of the tests
are satisfactory.

Fox:Thank you.

Borisov:There is another matter I'd like to bring up, Mr Fox. What kind of
packing do you use?

Fox:Oh, we pay special attention to this matter. Our goods need sea-proof
packing. So generally some parts are wrapped up in polythene* and the whole
units are then put into wooden boxes or crates.

Borisov:I hope this ensures their safe delivery, doesn't it?

Fox:Of course it does. We do our best to satisfy our customers and make
our product really competitive and attractive for overseas markets.

Borisov:Thank you, Mr Fox. | think we've settled all the matters. Will it be
possible for us to meet tomorrow morning and sign the contract?

Fox:That will be fine.

Words:

- induetime— B Ha3HAYEHHOE BpEeMs
- Atestreport — akT 3aBOJCKOTO UCTIBITAHUS

1.17 Contract
1) Practice readingthe dialogueand translate it into Russian:

Mr. Petrov, engineer of Soyuzexport, is having talks in Moscow with Mr.
Brown of British Asbestos Ltd. The British company is a regular importer of
asbestos from the USSR and has often dealt with the Soviet trading organization.
Mr. Brown has been instructed by his firm to sign another contract for asbestos.

Brown: Good afternoon! Nice to see you again, Mr. Petrov! You are
lookingwell, I must say. How are things with you?

Petrov: Not bad, thank you. And how are you?

Brown: Fine, just fine. | always feel well in beautiful weather like this.
We’re havingsuch a lot of rain in England now. | am happy to be away.Well, |
supposewe had better get, down to business.
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Petrov: Yes, certainly. You’ve come to sign another contract, haven’t you?

Brown: That’s right. For next year, actually.

Petrov: Are you happy with our usual terms of delivery and payment?

Brown: Yes, quite. As a matter of fact, I’ve come here to talk about the
price. I’dlike to say that the volume of business in the building industry in our
country has dropped considerably. This affected the prices of a number of building
materials. In this situation it’s quite natural we expect you to revise your prices for
asbestos.

Petrov: I’m afraid this is not sufficient reason for us to lower the price.

Brown: But may | draw your attention to the fact that we wish to increase
thepurchases by a few thousand tons if you could offer us reduction in the price.

Petrov: I’m sorry to say, Mr. Brown, but we would not be able to make
extra supplies available to you. We’re planning to develop more industrial and
housing projects. Besides, we’re already tied up to contracts with other partners.
Taking these factors into account we could offer you the same amount as last year.

Brown: Mr. Petrov, we’ve been in business with you for a long time. Also
we’vedoubled our purchases over the past two years. Therefore we would be
grateful to you if in view of all this you could reduce the price.

Petrov: All right. | think we could reduce it by 2%. But only on condition
that theprice is subject to further negotiations for the second half of the year.

Brown: That’s fine. | suppose that’s the best we can do today.

Words:
to tie up — cBsI3BIBATH
2) Check your comprehension:

What do contracts guarantee?

Into what 2 groups can contracts be divided?

What important items do contracts cover?

What are the main items of the above contract?

In what way is payment to be made under the contract?

What kind of Letter of Credit is to be opened by the Buyer?

When is the Letter of Credit to be opened by the Buyer?

For what value is payment to be made?

How long is the Letter of Credit to be valid?

0. In what case do the contracting parties have the right to renegotiate the

HOoo~NoOkwdE

price?

3) Say what information the text gives about:

.

the purpose of drawing up contracts in foreign trade:
2. the main types of contracts in business;
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o0k ow

4)

1.
stated quan

2.

3.
price?

5)

1.
2.

the object of this particular contract;

the terms of delivery stated in the contract;

the price and the terms of payment, stipulated in the contract;
the factor which may affect the price of the contract.

Think and answer:

Why did the Sellers have an option to ship 5% more or less of the
tity of asbestos?

In what case were the Buyers supposed to extend the Letter of Credit?
Why did the contract state the right of both parties to renegotiate the

Check your comprehension:

What was the purpose of Mr. Brown’s visit to Moscow?
Why did Mr. Brown draw Petrov’s attention to the considerable drop in

the building industry?

3.
4.
5.
6.

6)

ok wnE

In what way could that factor affect the price of asbestos?

Why did the British firm ask for bigger quantities?

Why could’t Soyuzexport offer a bigger amount of asbestos for sale?
On what condition did Petrov agree to reduce the price?

Say what information the text gives about:

the business relations between Soyuzexport and British Asbestos Ltd;
the main point discussed by the representatives of both parties;

the reasons why the Buyer asked for a reduction in the price;

the economic plans of our country for the future;

the factors which allowed Petrov to reduce the price.

1.18 Drawing up a contract.

1)

Practice readingthe dialogue and translate it into Russian:

Remember: wages — 3apaboTHasmiaTa

Mr.

Brown has come to Moscow to meet Mr. Smirnov of Soyuzimport. They

are to discuss a repeat contract machine-tools.

Sm

irnov: Let’s get down to business. | expect you’ll want to discuss our

new contract.
Brown: That’s right. Have you seen our latest price-list?
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Smirnov: Yes, and there’s one thing in it we can’t agree to. Thatts the
seven per cent increase in the price.

Brown: Well, you must try and see it from our point of view. Over the past
two years metal prices have gone up. Besides because of the new labor contract,
we had to increase wages. Therefore we had increased the price of our machine —
tools.

Smirnov: Yes, we’ve taken this into account and yet your prices seem to
be very high. We’ve been in business with you for a long time and we hoped you
would offer us better terms.

Brown: | think if you could accept part of the consignments in the current
year we would reduce the price by three per cent.

Smirnov: That’s fine, thank you.

Brown: Are you happy with the other terms conditions?

Smirnov: Yes, quite.

Brown: Then | suppose we can start drawing up a contract.

2) Check your comprehension:

1. Why couldn’t the Buyers accept the price quoted in the Sellers’ latest
price-list?

2. What factors made the Sellers increase the price?

3. Why did the Buyers hope the Sellers would meet their request about the
price?

4. On what condition did Mr. Brown agree to reduce the price?

5. What allowed both parties to start drawing up a contract?
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order.

advised

2 JlenoBasi mepenucka

2.1 JlesioBOE MUCHMO

1) PacmoJio:KuTe YacTH JAeJ0BOro NMCchbMa B MPaBUJILHOM TOPSIIKeE:
Food machines

Dear Mr. Sawyer,

6 Pine Estate, Bedford Road, Bristol, UB28 12BP

Telephone 9036 174369 Fax 9036 36924
6 August 2005

PONE

Thank you for your letter. I am afraid that we have a problem with your

Unfortunately, the manufacturers of the part you wish to order have

us that they cannot supply it until November. Would you prefer us to supply a
subtitle, or would you rather wait until the original parts are again
available?

llook forward to hearing from you.
Yours sincerely,

SimonTramp

Sales Manager

James Sawyer, Sales Manager, Electro Ltd, Road Estate,
Oxbridge UN54 42KF.

2) Ilepen Bamu  koHBepT.CoOTHecHTe  HMH(pOpPMANUIO  TOA

OomnpeaAcJcHHBIM HOMECPOM HA KOHBEPTE C TEM, YTO OHA 0o003Havaer.

New Jersey Power Company
5695 South 23 Road
(1) Ridgefield, (2) NJ 08887

(3) Mr. Frederick Wolf
Director of Marketing

(4) Smith Printing Company
590 (5) Sixth Avenue
Milwaukee, (6) WI 53216
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BapI/IaHTbIOTBeTOB .

the street name in the mailing address;
the address;

the addressee’s company name;

the ZIP Code in the return address;
the ZIP Code in the mailing address;
the town the letter comes from.

ok owihE

3) Ompenenure, K KAKOMY BHIY /1€J0BOT0 JOKYMEHTA OTHOCHUTCS
NpeacTABJIEHHbI HUXKE OTPBHIBOK.

We are a large record store in the centre of Manchester and would like to
know more about the CDs and DVDs you advertised in last month’s edition of Hi-
Fi. Could you tell us if they would be suitable for recording classical music, games
and video? We would appreciate in if you send us some
SAMPIeS. ...

BapuaHTBIOTBETOB!:

CVv

Letter of enquiry / request
Contract

Memo

O PE

4) Read the letter:

Soyuzimport, 2nd December, 2014
Moscow
Russia

Dear Sirs,

We are pleased to advise you that we have in stock the acrylic sheets you
are interested in. We can quote for about 500 acrylic sheets which will be wrapped
up in special paper in accordance with your requirements. The price is 50£ per
square meter FOB UK port.

The goods can be offered for prompt delivery.Payment is to be made by a
L/C which is to be opened within two weeks of receipt of Bill of Lading, Invoice
and Packing List".

You will realize that we quote a lower price than our competitors.
Therefore our offer gives you an extremely favorable opportunity to obtain
supplies of high quality at a very attractive price.
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If you are interested in purchasing our goods we shall need your order
Immediately as it is expected these supplies will not be available on the market at
the above price for very long.

We look forward to hearing from you.

Yours faithfully,
Brown &Co

Words:

- acrylicsheets— akpui B muctax (JIMCTOBOM aKkpwI)
- squaremeter — KBaapaTHBIN METP

B nenoBeIX mHChMax Ha3BaHUA JOKYMEHTOB OOBIYHO YHOTPEOISFOTCS
0e3 apTUKJIIeH.

1. Say what you have learned from the letter about:

- the terms of payment and delivery on which the company proposed to
deliver their goods;

- the price which the company quoted for the acrylic sheets;

- the kind of packing the company proposed to use.

2. Summarize the letter.
3. Think and answer.

4. Can the terms of the company be considered favorable "or not? Why?
Why did the Seller believe that Soyuzimport people knew the prices of other
companies for similar goods?Why was it expected that the price for the
acrylic sheets would be revised quite soon?

5) Read the letter:

Russian Trade Delegation, 23rd May, 2014.
London.
Dear Sirs,

Further to your telephone enquiry for US pumps we arepleased to submit
our quotation for the above units.We are also enclosing leaflets which give the
fulldetails of the performance of the pumps.The pumps willof course be tested
at our plant and a NotificationofReadiness will be sent in due time.

The price is 500£ per unit which includes packing. The prices will be valid
within 90 days from the date of this letter. We have the right(umeTsnpaso) to quote
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for an order which is received after this 90 day period at the prices which are valid
then.

Payment: Payment is to be made by a Letter of Credit against shipping
documents.

Packing: The goods will be packed in accordance with our standard export
packing methods.

Delivery: The pumps we are offering you will be ready forshipmentnot
later than 30 days of receipt of yourorder. We shall do our best to ship them
inaccordance with our programme.

We look forward to receiving your further instructionsin the near future.

Yours faithfully,

on behalf of Green and Co
G. Stanley

Export Sales Manager

1. Summarize the letter.
2. Think and answer:

a) Were our people going to place the first order with the company or
had they placed orders with them previously? Why do you think so?

b) Why will it be necessary to make tests of the pumps at the Seller's
plant?

c) Why did the company have the right to-revise the prices for an
order which would be received after a 90 days' period?

6) Here is an offer which was received by the Soviet Trade Delegation
from a large British company:

Russia. 25th September, 2015.
London.
For the attention of Mr. Borisov

Dear Sirs,

We thank you for your enquiry of 27th August 19, concerning the supply of
pumps and now are pleased to submit our offer.

With this offer we enclose drawings and specifications together with our
leaflet.

Price: The total price of a pump is f ... which includespacking and delivery
CIF Soviet port. Delivery: Delivery of the pumps will begin three months after the
contract is signed and will be completed within a period of four months. Validity:
This offer is valid for 90 days from the dateof this letter.
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Payment: Payment is to be made in cash within 30 days of receipt of the
following shipping documents: an Invoice, a Bill of Lading, an Insurance Policy
and a Packing List.

We have quoted for the majority of spare parts in accordance with the
details in your enquiry. But we cannot guarantee the supply of all items as in some
cases our stocks of spares are limited.

We recommend you therefore to place an order as seen as possible to
obtain the items you require.

| would personally very much like to visit you at the Trade Delegation and

discuss our possible future business relations.
Perhaps you will be kind enough to advise me of a suitable date and time for

such a meeting.

Yours faithfully,
on behalf of Blake &Co
G.E. Fox
Overseas Sales Manager

1. Give extensive answers:

a. What information is included in specifications? When do the Sellers
usually enclose specifications with offers?

b. What kind of document is a Bill of Lading? Why is it very important?

c. What does the validity period of an offer mean?

d. When is if necessary for the Buyer's inspectors to be present at the tests
at the Seller’s plant?

e. When can tests be carried out without the Buyer's inspectors?

f. What kind of document is a Notification of Readiness for Tests? Why
IS it to be sent to the Buyer in advance?

g. What kind of document is a Test Report?

h. What kind of document is a Release Note for Shipment? Why are the
Sellers interested in getting a Release Note for Shipment without delay?

I.  Why do the Sellers always have to pay special attention to packing?

2. Jlaiite mepeBoj nuchMma “Businessoffer”
The Russian Trade Delegation in London received the following offer:

Russian Trade Delegation 23rd May, 2014
32 Highgate,
London.

Dear Sirs,
We would like to introduce ourselves as one of the largestmanufacturers of
pumps in Great Britain.
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We are enclosing leaflets which provide information on a wide range of
pumps we manufacture and we feel sure you will agree that there are designs and
types to suit different requirements.

We also enclose for your further information our current FOB price-list
which may be revised from time to time and we will be pleased to supply you with
CIF quotations as well. Deliveries will of course depend on the quantities and the
type of pumps you require.

Spare parts can also be supplied and they too are illustrated and described in
the leaflets.

If you are interested in our pumps we are prepared to supply you with any
model you require on mutually acceptable and profitable terms.

We hope you will let us have your comments on our offer and we look
forward to discussing this matter in detail with you at any convenient time.

Yours faithfully,

for Carston Ltd,

G. Parks

Export Sales Manager

Words:

- for—3a. or umenu;
- Exportsalesmanager— ympapisromnii SKCIIOPTHBIM OT/ICIIOM.

7) IlpouuTaiiTe JaHHbIE MACHMA, TaliTe NEePEBO/ BbIIEJEHHBIX CJIO0B,
BBINIOJIHUTE MEePeBOJ CJAeAYILIUX ABYX IHUCEM:

Wilson & Co Ltd,

15 Leadenhall Street,
London, E.C.3,
England.

Dear Sirs,

Further to our conversation with your Sales Manager during
the Exhibition of electronic equipment at Olympia in London we shall be
obliged if you send us your quotation for the Model R 800 computer.

Please let us know if you can supply us with three computers and quote
your best prices (30. cambienuskuenennl). Delivery will be required within two
months after we place the order. If you can guarantee prompt delivery and can
quote really competitive prices we shall be able to place an order with your
company. We would also like to know when our specialists could be sent to your
country to be trained as operators and programmers.

We are looking forward to hearing from you soon and hope that our future
business relations will be of mutual benefit.
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Yours faithfully,
Soyuzimport

After Wilson & Co had studied the enquiry of Soyuzimport they sent the
following reply:
The Russian Trade Delegation,
32 Highgate, Westhill,
London, N-6,
England.

Dear Sirs,

Thank you for yourenquiry of the 20th March 19,in which you inform us
that you are interested in purchasing the Model R 800 computers from us. We
enclose with the letter all particulars concerning technical characteristics of this
model.

Our company enjoys a first-class reputation and our products are
exported to many countries. We have had to develop special features in our
computers to satisfy market demands. Now our computers are widely known in
many countries of Europe and Asia. We are happy to inform you that we
can meet your quantity requirements and offer you three computers at the price of
3.000 dollars per unit.

The price includes packing. We are sure that at this price our computers
are the best on the world market. We can promise delivery in two months if we
receive your order immediately. We hope the above information will be helpful.
However, if the further information is required, please, do not hesitate to contact
us. We hope you will be able to accept our offer and look forward to your future
cooperation with us.

Yours faithfully,
Wilson & Co, Ltd

8) Read the letter “Contract”

Mr. V.V. Smelov, August 11, 2014.
Director

Soyuzimport

Dear Mr. Smelov,

We advised you recently of our intention to raise the price of our Copying
Machine 660 from$...t0$ ....

Our price for this product has remained stable for a considerable period of
time. There are two principal reasons for the price increase:
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1. Our manufacturing costs have increased in the current inflationary
climate.

2. We have incorporated a new drum cleaning system at additional cost.

The advantages of the new drum cleaning system provide the following
benefits for the end-user:

a) improved copy quality;

b) longer drum life, because of reduced abrasion;

c) high copy volume (up to 50,000 copies).

We are enclosing our revised export price list which will come into force
beginning on the 15" October. Would you therefore, please base all future orders
on these new prices which are to be understood FOB.

We shall exhibit at next year’s European Fair (25" April until 3 May) in
Hall 1, Stand No 35 a number of entirely new developments.

You will receive from us, under separate cover, literature on this equipment
and it would indeed be a great pleasure if you could pay us a personal visit on our
stand or, if possible, here in London.

Yours sincerely,
Smoke
Director

Words:

- drum - 6apabam;
- benefit — npenmyiectso;
- end-user — cunonum K cioBy client.

1. Think and answer:

a) Why did the Sellers inform the Buyers of their decision to raise the
prices?

b) Why did the Sellers indicate the exact date when the new prices would

come into force?
c) What factors affect the price?

3akjouYeHue
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JlaHHOE MeTOaUYECKOE MOCOONE UMEET NMPAKTUIECKOE Ha3HAUCHUE, TaK KaK
BKJIFOYAae€T B €0 OCHOBHOW SI3BIKOBOM JICKCHYECKHW MaTephal B paMKax TEeM
MPEJIOKEHHBIX THUIIOBOM MPOTrPaMMOM, TOJAKPEIUVICHHBIA YIPaXHCHUSAMH IS
MPUMEHEHUs] TIONYYCeHHBIX 3HaHWI Ha mnpaktuke. [locoOme MMeeT MHOXKECTBO
JEJNOBBIX CUTyalllid, YTO TO3BOJSET H3YYUTh JEKCHUKY U TEPMHUHOJOTHIO,
HE0OX0auMYI0 11l 3 (PEKTUBHOTO YCBOCHHUS MaTepHalia, ¢ KOTOPhIM CTaJIKUBACTCS
CTYJIEHT NP OCBOCHUH OCHOBHOW Y4eOHOM MporpaMmsbl 1o npeamery «JlemoBoii
WHOCTPaHHBIN S3BIKY.

[Tocobue MokeT OBITh HCMOJB30BAHO CTYJCHTAMU OYHOW M 3a04YHOM
dbopmbl  00yueHHUsI BCEX KYpCOB BCEX CHEIUMAIbHOCTEH Kak [jisi paboThl B
ayIUTOPHH, TaK U JJIsl CAMOCTOSITEIbHOTO U3YUEHUS.

Cnucoxkucnoab30BAaHHBIXUCTOUHHKOB
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1)

TemaTH4yecKHUil C10Baph 10 1€J10BOMY aHIIHIICKOMY SI3BIKY:

Preliminaries

How are you getting on?

How is business with you?

How is your company doing?

How was your flight?

Where are you staying?

I haven't seen you for ages.

I hope everything is OK, isn't it?

Is this your first visit to...?

You like..., don't you?

How do you like the weather today?
The weather is wonderful/fine.

It's nice, isn't it?

What a lovely/marvellous day!

It looks like raining.

It's raining cats and dogs.

It seems to be clearing up.

We have had a lovely summer.

We have had no summer at all.
What is the weather like in... now?
How is your family?

Have you had a holiday this year?
Where did you spend it?

Did you enjoy your holiday?

Shall we get down to business now?
The point /the question/the problem
is...

I would suggest...

I would like to remind you that...

BerynurensHas Gecena

Kak BbI moxxuBaere?

Kak unyt Bamm nena?

Kak nena y kommanuu?

Kax BeI noserenun?

I'te BBI OCTaHOBHUJINCH?

He Buaen Bac uenyto BEYHOCTb.
Haneroch, Bce B mopsiake, na?
Bb1 iepBsIit pa3z B ...7

Bawm HpaBuTcs, He npaBia?

Kak Bam HpaBHUTCS CETOHS TOroaa?
ITorona npexpacHas

OueHp NpUATHO, paBaa?
Kaxoit uynecHsiii nexb!
[Toxoxe, CKOpO MOMAET AOXK/Ib.
Jlok b TbET KakK U3 Benpa.
[Toxose, moroia MposICHSAETCS.
VY Hac ObLIO MPEKPACHOE JIETO.
3UMBI y HAC COBCEM He ObLIO.
Kaxkas ceituac nmorona B ..?

Kak noxmuBaer Baiia cembsi?

B sroMm romy y Bac yxe ObLIT OTIYCK?
['ne BBI ero mpoBenu?

Bam nonpaBmIics oTiryck?
Moxet ObITh TIepeieM K aeny?
Bomnpoc cocrout B TOM, 4TO...

51 ObI IpeUIOXKHUIL. .
S xoTen Obl HAIOMHUTB, YTO...

Telephoning (Tenedonnbie pa3roBopbI)

Mr. Brown's office here, can | help
you?

Who's calling, please?

This is...

Could I speak to...?

Hold on, please.

Just a minute/moment, please.

11l see if he is in.

I'm afraid he is in conference at he
moment.

I'm afraid he is in a meeting.

I'm afraid he isn't here.

I'm afraid he isn't free.

I'm afraid he isn't available.
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Oduc r-ua bpayHa, ciymaro Bac.

Kto roBopur?

I'oBopwr..

51 MOory IOTrOBOPUTS C...

He Bemaiite TpyOKy.

OnHy MUHYTY.

51 mocMoTprO, Ha MECTE JIM OH.
OH ceifuac Ha 3acelaHUU.

OH ceifuac Ha /1€J10BOM BCTpeye.
Ero Her Ha Mmecre.
OH ceifuac 3aHAT.

OH celiyac HE MOXKET C

BaMHu



I'm afraid he's busy on another line.

I'm afraid he has a visitor.
Sorry to have kept you waiting.
Could you call in an hour?
Can | take a message?

What's your number, please?
Where can he contact you?
I'm putting you through.
Speaking.

Thank you for calling me.

to phonef/to telephone/

to ring up to/to call somebody
to dial a number

receiver

to leave a message

wrong number

I'm sorry you have rung the wrong
number.

Sorry for disturbing you.
The line is engaged.

MOTOBOPUT.
OH ceifuac TOBOPUT TIO JAPYroMYy
TesnedoHy.

V Hero ceiiyac mOCETUTENb.

[IpocTHTe, 4TO 3aCTaBUJI BAC JK/1aTh.
He Moryii ObI BBI TTO3BOHUTH UEPE3 Yac
Bel  xotute uTO-HMOYHb TIEpenaTthb
emy?

Kakoii y Bac Homep?

I'ne on MoxeT Bac HaTu?

CoeuHAI0 Bac.

Crnymaro Bac.

Cnacu60 3a 3BOHOK.

3BOHHUTH KOMY-JTHOO

HaOpaTh HOMEp

TpyOKa

nepeaaTh KOMy-I100 4To-1mb0
HENpPaBUIbHBIA HOMEP
W3BuHMTE, BB OLIHOIUC.

H3BuHUTE 332 OECIIOKOICTBO
JInnug 3aggara

Market (PbIHOK)

goods/commodity/product
goods/commodities/products
to sell

to buy/to purchase
purchase of something
seller

buyer/customer

a bulk buyer

to supply something
supplier

the regular customer
wholesaler

retailer

agent

principal

associate
representative
subsidiary

trade

Trade Association
foreign trade

home sales
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TOBap

TOBApPbI

npoJiaBaTh

HOKYIIaTh

MOKYIKA Yero-i1ndo

PO /IaBell

HOKYTaTeb
NOKYyIaTeNb KPYIHBIX TAPTHH ToBapa
HOCTABJISATh YTO-JTHO0
HOCTABIIUK
HOCTOSIHHBIH TIOKYTIaTe b
OMITOBBIH MOKYIATEIh
PO3HHYHBIN MMOKYNATENb
HOCPETHUK

JIOBEPHUTEITH

napTHep

NPE/ICTABUTEITh
JOYCPHSISI KOMITAHUS
TOPrOBIIS

TOProBast aCCOILMALIM
BHEIIHSISI TOPTOBJISI
BHYTPCHHSISI TOPTOBJISI



to import

imports

importer

to export

exports

exporter

to be the sole exporters of something

company
joint-stock company

on the market

on the world market

on the British market

to develop new markets

to launch a product on the market

to enter the market

to introduce something onto the market
to sell well

to be in demand

to find a ready market

to be in the market for some goods

to be interested in some goods

to require/to need some goods

requirements/needs

to be in need of something

to be in urgent need of something
to meet somebody's requirements

to stock a product

to hold/to carry a stock of a product
to do business/to cooperate with
somebody

Enquiry

enquiry/inquiry for something

to make an enquiry

to send/to forward an enquiry

to study/to consider/to examine an
enquiry

to reconsider/to reexamine an enquiry
to ask for/ to request a price-list
catalogue

brochure

booklet

prospectus

leaflet

sample
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UMIIOPTUPOBATH
UMIIOPT
UMIIOpTED
HKCIOPTUPOBATH
HKCIOPT
AKCIOPTEP

OBITh  MOHOTIOJBHBIM  JKCIOPTEPOM
4ero-i1moo

KOMIIaHUS
aKIIMOHEPHOE OOIIECTBO
Ha pBIHKE

Ha MHPOBOM PBIHKE

Ha PbIHKE AHIINH
pa3BUBATh HOBBIE PHIHKH
HayaTh  pealn3aluio
TOBapa Ha PbIHKE

KaKoro-iauoo

BBIITU Ha PBIHOK

IpeACTaBUTh YTO-INO0 Ha PHIHOK
XOPOLIO MPOJIaBaATHCS

M0JIb30BATHCS CIIPOCOM

HaWTH XOPOIIUN PHIHOK

XOTEeTh 3aKYMHUTh KaKOi-Tnb0 ToBap
MHTEPECOBATHCS KaKUM-JI1100 TOBapOM

UCTIBITBIBATh TMOTPEOHOCTh B KaKHX-
1160 ToBapax

MOTPeOHOCTH

HYXKIaTbCsl B 4eM-J1100

OCTpPO HYXIAThCS B 4eM-JTHO0
YIIOBJIETBOPHUTH 9bH-T100 To-
TpeOHOCTH

CKJIapOBaTh/3amacaTh TOBap
UMETh 3arac ToBapa
COTPYIHUYATH C KeM-THO0

3anpoc

3ampoc Ha 4TO-TN00
JIeJIaTh 3a1poc
HAIPaBIATh 3aMPOC
paccMaTpuBaTh 3aIpoc

ellle pa3 pacCMOTPETh 3aIpocC
3aIpPOCUTH MTPENUCKYpPaHT
KaTajior

Oporrtopa

Oykier

IPOCHEKT

Opomitopa, peKJIaMHbIN JTUCT
obpaszerr



Please could you send us details of
something advertised by...

Our company specializes in...
We are interested in...
You were recommended to us by...

Please send us your offer by return
mail.

We look forward to hearing from you
Very soon.

Offer

offer of/for something quotation of/for
something

to make an offer

to send/to forward an offer

the goods offered

to accept an offer

to decline an offer

to withdraw an offer

the original offer

detailed offer

Please find enclosed herewith our
offer.

Our offer is valid till...

We have studied your offer and...
Your offer suits us and...

We are prepared to make an
order or a contract with you...

[TpocuM HampaBUTh HaM MOJAPOOHYIO
UH(POPMALIHIO O PEKIAMUPOBAHHOM B...
Hama ¢pupma cnenmanusupyercs B...
MsI nHTEpECyeMCs...

Bac pexomeH10BaIM HaMm..
[Ipocum  HampaBuTh  Baiie
JI0KEHHUE HE3aMEUIUTEIIbHO.

Haneemcs moiy4uTh OT Bac CBEIECHUS
B OimkaiiiieM Oyaymiem.

npen-

[Ipensioxenne
NpeI0KEHUE YETr0-JIn00

C/IeNIaTh MpeJIoKEHNE
HaIpPaBUTh MPEIOKEHUE
MPEUI0KEHHBIN TOBAp

MPUHSATH MPEAJIOKEHUE

OTKJIOHUTH MPEII0KEHNUE

OTO3BaTh MPEATIOKEHUE
MEepBOHAYAJIBHOE MTPEJIOKEHUE
JIETaJIbHOE MPEJIOKEHUE

[Ipy cem mnpuiaraem Hame Mnpes-
JIOJKEHHE.

Hame npennoxkenue JaelCTBUTEIBLHO

10...
MBI u3ydninu Balle MpeasioxKeHHe ...

Bame npemnoxkeHue HaM MNOAXOAUT

MBI rOTOBBI pa3MECTUTh

y Bac 3aKa3 WIM 3aKIIOYUTb C BaMHU
KOHTPAKT...

Order (3akas3)
Order No... - 3aka3z Ne
large order - OoublIOH 3aKa3
small order -  MaJIeHbKHIl 3aKa3

official/formal order

repeat order

trial order

The total amount of the order is...

to confirm the acceptance of the
order

formal confirmation of the order
to fulfil/to execute an order
under Order No...

the position/progress of the order
the balance of the order

to be in full conformity with the
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o(UIHATBHBIN 3aKa3

MOBTOPHBIN 3aKa3

poOHBIN 3aKa3

OOmiast cyMMa 3aKkasa COCTaBJISIET. ..

MNOATBCPAUTL IPHUHATHC 3aKa3a K
HUCITOJTHCHHIO

odunuaNbHOE MOATBEPXKIACHUE 3aKa3a
BBIITOJIHATH 3aKa3

1o 3akazy Ne

COCTOSIHUE BBITIOJTHEHHUS 3aKa3a
OCTaBILIAsICS YacThb 3aKa3a

OLITL B IIOJJHOM COOTBETCTBUU C



order

= to be in strict accordance with the
order

= to be in line with the order

in final execution of the order

to cancel an order

to cancel an order in whole
to cancel on order in part
to withdraw an order

3aKa3oM

JIIA OKOHYAaTCIbHOI'O BBIITOJIHCHH A
3aKa3a

AHHYJIMPOBATD 3aKa3
AHHYJIMPOBATh 3aKa3 IOJHOCTLIO
AHHYJIMPOBATHh 3aKa3 YaCTHUYHO
OTO3BaTh 3aKa3

Contract (Koutpakr)

draft contract

contract form

contract for some goods
to negotiate a contract

negotiation on a contract

to prepare a contract

to make/to conclude a contract with
somebody

to sign a contract

party to a contract

Messrs.... hereinafter referred to as
the Sellers on the one hand and

Messrs.... hereinafter referred to
as the Buyers on the other hand

have concluded the present Contract
on the following:...

subject of a contract
clause/article/provision of a contract
value of a contract

total value of a contract

validity of a contract

terms and conditions of a contract
wording of a clause

obligations/undertakings/ com-
mitments

specification
to form an integral part

to state/to specify/

to provide for/to stipulate in the
contract

to amend a contract

to make/introduce amendments in a
contract
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IIPOEKT KOHTPAKTa
cTaHgapTHas (opMa KOHTPAKTa
KOHTPAKT Ha TaKOK-TO TOBap

MMPOBECTU NCPETOBOPLI O 3aKJIHOYCHUU
KOHTpAaKTa

[IEPErOBOPBI 110 KOHTPAKTY
HOJITOTOBUTB/COCTABUTh KOHTPAKT
3aKJIFOUYUTh KOHTPAKT € KEM-TTH00

MMOAINCATb KOHTPAKT
CTOPOHAQ, 3aKIIOYMBIIASA KOHTPAKT

®upmMma...,, uMenyemas pgainee llo-
KyIaTenb, C OJTHON CTOPOHBI U

®upma..., IMEHyeMas Janee
IIponager, ¢ Apyroi CTOPOHBI
3aKIIOYWIM  HACTOSIIIMM KOHTPAKT O
CJIEAYIOLIEM: ...

peIMeT KOHTPaKTa

CTaThsl KOHTPAKTa

CTOMMOCTbH KOHTpaKTa

o0111ast CTOMMOCTh KOHTPAKTa
CPOK JIEHCTBUS KOHTPAKTa
YCIIOBHSI KOHTPaKTa
bopMynupoBKa cTaThu
00s13aTeNnbCTBA

crienuuKanms

COCTaBIIATh  HEOTHEMJICMYIO  YacTh
KOHTpPaKTa

YKa3bIBaTh B KOHTPAKTE

KOHTPAKT
JOTIOHSATH KOHTPAKT
JIeN1aTh JOMOJIHEHUS K KOHTPAKTY



to infringe/to violate a contract

infringement/violation of a contract

slight infringement
gross infringement
to cancel a contract

HApYLIUTh KOHTPAKT
HapylIeHUE KOHTpaKTa
HeOO0JIbIII0e HapyIlIEeHUEe KOHTPAKTa
Cepbe3HOE HapylIeHUe KOHTpaKTa
AQHHYJINPOBATh KOHTPAKT

Terms of delivery (Y caoBusimocTaBku)

fob (free on board)

cif (cost, insurance, freight)

c&f (cost and freight)

free on rail

ex works

to deliver goods on fob terms
to deliver goods fob London

The goods are to be delivered fob

London.

The prices are understood fob
London.

The price is... fob London.

current price

good/low price
competitive price
non-competitive price

high price

at the price of... per...
price-list

to give the idea of the price
to calculate a price

$o6 (cBoGOmHO Ha 0OpT): YyCIOBHUS
[IOCTAaBKM, MPH KOTOPBIX MPOIABEIl
HECET OTBETCTBEHHOCTh 3a TOBap [0
MOMEHTa €ro MOCTaBKH Ha OOpT Cyi-
Ha/camoJieTa

cud (cToumocTs, CTpaxoBaHUE,
¢dpaxt)’ ycaOBHS TOCTaBKH, IIpHU
KOTOPBIX  TIpOJaBel] OTBEYaeT 3a
TPAHCIOPTHPOBKY H  CTpaxOBaHHE
rpy3a

kap (cromMocTh M (paxT) YCIOBHS
MOCTaBKM, IPH KOTOPBHIX MPOJABEIl
OTBEYACT 3a TPAHCIIOPTUPOBKY Tpy3a
(dbpaHKO  pENBCHI/BaroH.  yCIOBHUS
MOCTaBKM, IPH KOTOPBIX MPOIABEI]
OoTBEYaeT 3a TIpy3 JO MOMEHTa
JOCTaBKU Ha KEJIE3HYIO JJOPOTY
(dbpaHKO 3aBOJI. YCJIOBUSA IOCTaBKH,
Opd  KOTOPBIX MpPOJAaBel] JIOJDKECH
[OCTaBUTh TOBAp Ui CaMOBBHIBO3a
HOKyTaTeaeM

MOCTaBHUTH TOBAp Ha yCIOBHIX (0O
[IOCTaBUTh TOBap Ha yCIOBHIX (o0
Jlonnon

ToBap nocraiseTcs Ha ycaoBusx (oo
Jlonmox.

[{ena nonumaetcs kak Go6 JlonmoH.

Ilena cocraBmusert... $o6 JIoHm0H.

Prices (Ilenn)
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TeKylIas LeHa
HU3Kas LIeHa
KOHKYPEHTOCTIOCOOHas 11eHa
HEKOHKYpPEHTOCIIOCOOHas 1IeHa
BBICOKas IICHA

10 LIEHE... 3a...

IIPENCKYPAHT

Ha3BaTh NPUOIU3UTEIBHYIO IICHY
paccuuTaTh IeHy



to quote a price

to confirm a price

to change a price

to revise a price

to cut a price

to agree on/about the price

to accept a price

to raise/to increase a price
rise/increase/advance in prices
difference in prices

to reduce the price by...%

to reduce the price to GBP...
to give a discount of...% off the
price

quantity discount

prices are based on-

prices are subject to revision
to finalize a price

to include something into the price
to deduct... from the price
deduction from the price
prices are going up

prices are going down
prices have gone up

prices are fluctuating
upward trend in prices

downward trend in prices

Execution of a contract

to execute /to fulfil/ to carry out/to
perform a contract

execution/fulfilment/ performance
of a contract

under Contract No...

in accordance with Contract No...
to observe all the terms and
conditions of a contract

in due course

in the course of the execution of a
contract

consignment/lot/cargo/shipment
to deliver goods

to ship/dispatch goods

to ship goods in... lots

of... tons each

to ship goods in the time
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Ha3BaTh LIEHY

HNOATBEPAUTD LIEHY
WU3MEHUTD LIEHY
HEepeCMOTPETH LIEHY
YMEHBUIUTD LIEHY
COIJIacOBATh LIEHY

HPUHATH LIEHY

YBEJIUYUTH LIEHY
YBEJINYEHHE LIEHbI

pa3HUIA B LICHE

YMEHBIINTH LIeHY Ha...%0
YMEHBIIUTH LEHY JI0... . CT.
JIaTh CKUJKY C IIEHBI B pa3mepe... %0

CKHUJIKA MPH TOKYIKe OOJIBIION mapTuu

TOBapa
IICHBI OCHOBAHEI HA...

[IEHBI MOTYT OBITh IEPECMOTPEHBI
OKOHYATEJIBHO COTJIAaCOBAaTh IEHY
BKJTIOYUTH YTO-THOO B IIEHY
BBIYECTH YTO-ITHOO U3 I[€HBI
HCKITIOYEHHE U3 IIEHBI

IIEHBI YBEIMIMBAIOTCS

LIEHBI IIOHMKAIOTCS

IIEHBI BO3POCITH

LIEHBI KOJIEOIIOTCS

IIOBBIIIATCIIbHAA TCHACHIUA
MCHCHU LICH
INOHMIKATCIIbHAasA TCHACHII U

MEHEHUS LIEH
BrinosiHeHUE KOHTpaKTa
BBINOJIHATH KOHTPAKT

BBIITOJIHCHHUEC KOHTPAKTa

110 KOHTpakTy Ne...

B COOTBETCTBUHU C KOHTPAKTOM Ne .
cO0JIrOIaTh BCE

YCJIOBHSI KOHTPAKTa

JIOJDKHBIM 00pa3oM

B XO/I€ BBIITOJTHCHHUS KOHTPAKTA

IapTHs TOBapa

IIOCTaBUTb TOBAP

OTTPY3UTh TOBAP

OTTPY3UTh TOBAD ..

MapTUSIMU 110 .. TOHH B Ka)KJI01
OTTPY3UTh TOBApP B CPOK,

us-



stipulated by the contract
to load goods

to unload goods

partial shipment

prior shipment

timely shipment

overdue shipment
complete shipment

delay in shipment

The delay occurred through
no fault of ours.

to delay shipment

to suspend shipment

to speed up/to expedite/ to accel-
erate shipment

port of loading

port of unloading
port of destination
shipping documents
air waybill

bill of lading

railway bill
receipt
clean bill of lading

claused/dirty bill of lading

during the transportation
to complete the execution of a
contract

to fail to execute the contract in the
time stipulated by...

to make a claim on somebody be-
cause of something
to make a claim for GBP...

dissatisfied party
responsible party

to study a claim

to decline a claim

to settle a claim amicably

Payments and trade finance

to make/to effect payment
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OTOBOPEHHBINM B KOHTPAKTE
IIOTPY3UTH TOBAp
BBITPY3UTh TOBAp
YaCTUYHAs OTrPy3Ka
JIOCpPOYHasi OTTpy3Ka
CBOEBPEMEHHAsI OTIpy3Ka
MIPOCPOYEHHAs OTTPY3Ka
MOJIHAsI OTIpy3Ka
3aJiep’KKa OTIPY3KH
3aiepxKKa MPOU30IIIa HE
10 HaIlleil BUHE.
3aJIep’KaTh OTIPY3KY
IIPUOCTAHOBUTH OTTPY3KY
YCKOPUTB OTTPY3KY

HOPT OTIPY3KH
HOPT pasrpy3Ku

HOPT Ha3HAYECHUS

OTIPY30UYHBIC TOKYMEHTBI
aBHaHaKJIaIHas

KOHOCCaMEHT (ToBapopacrmopsi-
JIATEIBHBIA JTOKYMEHT IPH OTIPYy3Ke
TOBapa MOpeEM)

JKEJIe3HOIOPOKHAST HAKIIA THAS
HOJIyYEHHE; KBUTAHIIHS; PACIIMCKa
YHCTBHIH KOHOCcameHT (0e3 OTMEeTOK
KalkTaHa O KaKhX-JI MOBPEKIECHUSIX
rpysa)

KOHOCCAMEHT €  IIOMETKaMH O
HOBPEXICHHUSX IPy3a

BO BpPEMsI TPAHCIIOPTHPOBKH
3aKOHYHUTH BBIOJHEHHE KOHTAKTa

HE BBIIOJIHUTH KOHTpPAakTa B CpOK,
OTOBOPEHHBIH B...

NPEIbSBIATH KOMY-THOO TPETEH3UI0
W3-3a 4ero-ianodo

NpCaAbABIIATE IMPETCH3HIO HAa CYMMY...

¢. cT.

MOCTPa/IaBIIIasi CTOpOHa
CTOPOHA-OTBETYHK

paccMOTPETh MPETEH3UIO

OTKJIOHUTD TPETEH3UIO

yperylupoBaTh  MPETEH3UIO  Jpy-
KECKUM ITyTeM

[Tnarexu u KpeauToBanue/
¢uHaHCHpOBAaHNE TOPTOBIU
HPOM3BOAMTH IUTATEK



to guarantee/to secure payment
terms of payment

manner /method/ mode of payment

letter of credit

collection

open account

to pay by a letter of credit

to pay for collection

to pay on an open account

to pay cash against documents

payment in cash

to open/to issue a letter

of credit in favour of somebody
to fail to open a letter of credit in
the time stipulated by...
issuing/opening bank

to draw... from a letter of credit

documentary letter of credit

revocable letter of credit
irrevocable letter of credit
confirmed letter of credit
divisible letter of credit
transferable letter of credit

validity of a letter of credit

to extend the validity of a letter of

credit
draft

rapaHTUpPOBATh IIATEXK

yCIIOBUS IIJIaTeXa

croco0 miaTexa

aKKpPEAWTHB.  JOKYMEHT,  HarpaB-
JASeMBbIi OMHMM OaHKOM JApYyromy c
yKa3aHUEM IPOU3BECTU IUIATEX IPH
OTrpy3Ke TOBapa

MHKacco: (hopMa OIUIaThl, IPU KOTOPOH
IJ1aTex HpOI/ISBO)II/ITCSI/I/IJ'H/I OT HEro
OTKa3bIBAKOTCs B YCTaHOBJ'IeHHI)II\/’I
KpaTKuii TEpHOJa TIOCIE TOJTYdeHUS
OTIPY304YHBIX JOKYMCHTOB

OTKpBITBIA ~ cueT: ¢opma pacyera
MEXAYy TPONABLIOM W ITOCTOSHHBIM
MOKyMarejaeM, NP KOTOPOH TOBApHI
OTHPABJIAIOTCA oe3 MOATBCPIKACHUA
OIlIAThI, @ NOKYIATC/Ib B OT'OBOPCHHBIC
CPOKH OOJIZKCH OINIATUTBH TOBApP
IUTATUTh [0 AaKKPEAUTUBY
IUTaTUTh 110 UHKACCO

IUIATHTh Ha OTKPBITHINA CUET
IUIATHTh HaJMYHBIMH
JOKYMEHTOB

IUIATUTh HAIMYHBIMA (HE B CYer
KpeIuTa)

OTKPBITh AKKPCIAUTHB B

M0JIb3Y KOT0-JI100

HC OTKPLITH aKKPCIUTUB B

MIPOTUB

CpPOK, OTOBOPEHHBIH B...

0aHK, OTKPBIBAIOINN aKKPEIUTHB
UCIIOJIb30BATH/CHATh C AKKPEAUTHUBA...
CyMMyY

JIOKYMEHTapHBIN
UCIIOJb3yEMBI pu
OTIPY304HBIX TOKYMEHTOB
OT3BIBHBIA aKKPEJAUTUB. MOXET OBITh
OTO3BaH I0CJIE €r0 OTKPBITUS
0€30T3bIBHBIM aKKpPEIUTHB. HE MOXKET
OBbITh OTO3BAH IOCJIE €r0 OTKPHITHS
MOATBEP)K/ICHHBIM  AKKPEIUTHB. Kak
IIPABUIIO, ITOATBEPKIAETCA
MIEPBOKJIACCHBIM OAHKOM
JIEITUMBIN aKKPEIUTUB
AKKpEUTHUB, KOTOPBIN
nepenaBaTh TPETHUM JINLAM

AKKPEIUTHUB!
MOJy4YEHU U

MOXXHO

CPOK JCUCTBUS aKKPEAUTHBA
IIPOJJIUTB CPOK JIEUCTBUS aKKPEIUTUBA
MACbMEHHBIN

TparTa: NpUKa3



sight draft

to pay by drafts

to issue drafts

to present drafts

to honour drafts

to dishonour drafts

to accept drafts

to accept

to extend/to grant a credit
to buy on credit

to pay by installments
advance/down payment
to pay in advance
overdue payment
outstanding invoice

to adjust payment

to transfer/to remit the sum of...
transfer/remittance
proceeds

to pay by a bank transfer
for somebody's account = at
somebody's expense

to credit somebody's account
with the sum of...

to debit somebody's account with
the sum of...

to add the sum of...

to deduct the sum of...

settlement

in full settlement

to finance trade

to finance projects

to finance overseas transactions

BBITUIATUTDb NPCABABUTCIIIO YKA3aHHYIO
CyMMY

TpaTTa, OIUlaYMBaeMas cpaszy mpu
NpeAbSIBICHAN

MJIATUTh TPATTaMU
BBITTUCHIBATH/O(DOPMIISTH TPATTHI
MPEIBSABISATH TPATTHI

OIJIAYMBATh TPATTHI

HE OTUTATHTH TPATTHI

aKIIeTITOBATh TPATTHI

aKIIeTITOBAaTh- MPUHATH K TUIATEKY
MPEIOCTABUTH KPEIAUT

MOKYNaTh B KPEIUT

IUIATUTH 1O YaCTIM

aBAHCOBBIN IIJIATEK

IUTATATH aBaHCOM

MIPOCPOYCHHBIN IUIATEXK
HEOIJIAUCHHBIN CUeT

YpEryJIUpOBaTh MJIATEK

MEPEBECTU CYMMY..

TepeBoJI

MOJTy4YE€HHBIE CPE/ICTBA

OIUTauYMBaTh OAHKOBCKUM IE€PEBOIOM
3a yer-1mbo cueT

KpPEeIUTOBATh CUET Ha
cymMmy ... (mepeBecTH CymMMmy... Ha
cuer)

ne0eToBaTh CUET Ha CYMMY

(criucath CyMMy... CO CUETA)
MPUILTIOCOBATh CYMMY

BBIYECTh CYMMY...

yperyJIupoBaHue

JUIS TIOJTHOTO YPETyJIHpPOBaHUS
KpeIUTOBaTh/PUHAHCHPOBATH
TOPTOBJIIO
KpeIuTOBaTh/PUHAHCHPOBATH
MIPOEKTHI

KpeIuTOBaTh/pUHAHCHPOBATH
BHEITHETOPTOBBIC CACIKU

Insurance (CtpaxoBaHue)

to insure goods with an insurance
company
Lloyd's == Society of Lloyd's

CTpaxoBaTb TOBAap B  CTPaxOBOWU
KOMITaHUH

JInoitn: Accoumainusi CTpaxoOBIIMKOB,
3aHUMAIOIIAACS]  NPEUMYILECTBEHHO



to insure goods for the sum of...

to insure goods for somebody's
account

to insure goods against war risks

marine risks
fire

breakage
damage

force majeure

cost of insurance
insurance policy
insurance certificate
insured goods
insurance compensation
insurance broker/agent

insurer
insured
premium

MOpcKUM cTpaxoBaHueM Co3naHa B
Jlonmone B 1688 r/ Edward Lloyd 6pur
BIAACIbIICM ko(eliny,
pPacmoJIOKEHHOW Ha TOM MecCTe, TJe
JIOJITOE BpEMS 3aTeM CTOSUIO 3JaHue
Acconnanuu Jlnoiin B aToit kodeitne
3aKJTIOYAIMCHh TICPBBIC CIEIKH MEXKIy
TOPTrOBIIAMH TOBApOB U CYAOBIIAJIEIb-
1aMu JJ1s TIepeBO3KH Tpy30B. HemaBHO
Acconmanus mepeexalia B JIpyroe
3nanue B neHTpe JIonaoHa.
3aCTpaxoBaTh TOBAP HA CYMMY...
CTpaxoBaTh TOBAp 3a YeH-I1O0 cUeT

CTpaxoBaTh TIpy3 TPOTUB BOCHHBIX
PHCKOB

MOPCKHE PUCKH

nokap

MOJIOMKA

HOBPEXICHHUE

dhopc-maxop: 00CTOSATETHLCTBA
HEMPEOI0IUMO# CHIThl (BOWHA, TIOXKap,
aBapuu Ha 3aBOJIC WM CKIAJe,
SMHUJIEMHUH, TIOJIOMKHA Ha IKEJE3HOU
JIOpPOTe U T. 11.)

CTOMMOCTh CTPaxXOBaHUS

CTPAaxXOBOM ITOJIHC

CTpaxoBOi cepTudukar
3aCTPaxOBaHHBIN IPy3

KOMIICHCAITUS TT0 CTPAXOBAHUIO
CTPaxOBOW areHT

CTpaxoBaTesb
3aCTPAaXOBaHH bl
CTaBKa I10 CTPaXOBAHUIO

Balance sheets and accounting (baiancuéyxraiarepckuiiyuer)

balance

balance with the Central Bank
balances with other banks
balance sheet

consolidated balance sheet
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OasaHc, OCTaTOK

OCTaTKH B LIEHTPAJIbHOM OaHKe C
OCTaTKH Ha cyeTax Jpyrux OaHKOB
OayaHCc: JOKYMEHT, MPEICTaBIISIOIIHMA
BCE aKTUBBI W TMACCHBBI KOMITAHHH IO
YCTaHOBJICHHOMN bopme Ha
ompejeieHHyl0 nary (3a KBapTai, 3a
roj)

KOHCOJIMJIMPOBAHHBIA OallaHC: OO
OaaHCc KOpHoOpalMu U €€ JAOYEPHHUX
KOMITaHU



assets

liabilities

receivables

items of a balance sheet
cash in vaults

cash due from banks, companies
etc.

earnings

to earn interest

to pay interest

interest paid

interest earned

interest charged

to retain

retained earnings

retained profit

to make/to earn a profit
equity

share

ordinary share

preference share

stock
shareholder/stockholder
to invest

investment

return on investments
to record transactions
the amount of...

59

aKTUBBI. COOCTBEHHOCTh, BKJIIOYas
CTpOeHUs, 000pyIOBaHUE, KPEAUTHBIC
TpeOOBaHUsl MO JOJDKHHUKAM, IICHHBIE
Oymaru, HaJTM4HBIE CPEJICTBA

[MACCUBLI. BCE YTO ITOJJIC)KUAT OILJIATE
KOMITAaHUEH/TIPEATNPUATHEM, BKIIIOYAs
cyeTa Ha pa3IMYHbIE TPUOOPETECHHS,
3apIuiaTy COTPYIHUKOB, JHUBHJICHIBI,
0OBSBIICHHBIE K BBILIATE, JOJIIO-
CpOUHBbIE 00s3aTeIhCTBA, OAHKOBCKHE
KPEIUTHI U T.]I.

MPUYUTAIONINECS CYMMBI

crathu Oaanca

HAJTMYHBIC B XPAHUITHIIE
MPUYUTAIONINECS] HaJIMYHBIC CPEICTBA
OT 0OAaHKOB, KOMIIAHUH H T.]I.

oO11as BeIpy4Ka

MOJTy4aTh TMPOIEHTHI

BBITUIAYMBATH MPOIICHTHI
BBITUTAYCHHBIE TIPOIIEHTHI

MOJIy4E€HHBIE MTPOLIEHTHI

B3UMaeMbIe TTPOLICHTHI

yAEPKUBATh, OCTABIIATH y ceOs
BBIpyYKa, OCTaBIIasici B  pacrio-
PSOKEHUU KOMITAaHUH
HepacupeeaeHHas TPUObLITh
3apabaThIBaTh NPUOBLIH

pOCTast aKIUsl, KaUuTa

aKuus, IeHHas  Oymara, CBHUJC-
TENBCTBYIONIAsl O BHECEHUW OIIpe-
JEICHHOM JOJM B KamuTal ak-
IIMOHEPHOTO OOIIECTBA U JAIOIIas
OOBIKHOBEHHAS aKIIMs. aKIIMs, JAroIIas
TUBUICH/IBI, pa3Mep KOTOPBIX 3aBUCT
OT pa3Mmepa MpHOBLIH, a TaKXKe MPaBo
rojoca B YIPaBJICHUU AaKIMOHEPHBIM
00111eCTBOM

MPUBUJICTUPOBAHHAS aKIMs. aKIIHs,
naromass GUKCHPOBAHHBIC JTUBUICH/IBI
(B % Ha BIOKEHHBIH KalMTa)
HE3aBUCUMO OT TMPUOBUIM, HO HE
JIAloIas IpaBa rojioca B yrpaBieHUN
3amachl, akuu, GOHIbI

aKIOHEP

WHBECTHUPOBATH

MHBECTHIIUS

pUOBLIb Ha BIOKEHHbBIE CPEACTBA
YUUTBIBATh CIICIKU

CyMMa B...



to amount to GBP...

Our expenses amount to...
income

net income

net income per share
worth

They hold 2 billion dollar
worth of securities.

to increase/to rise/to go up
increase/rise

increase of 10% over the
previous year

fee and commission earnings

fee and commission charges
costs

staff costs

to reduce costs

The costs increased by...%.
debt

bad debt

doubtful debt
provisions for bad and
doubtful debts
depreciation
depreciation on assets

depreciation on premises

COCTaBJIATh... (. CT.

Hamum pacxoibl COCTaBIISIOT. .

JIOXO0J

JIOXOJT 32 BBIYETOM BCEX HAJIOTOB
YHCTBIN 0XO01 Ha 1 aKIuio

CTOSIIINH

OHM BIIQICIOT IICHHBIMH

Oymaramu Ha 2 OJH. JOJIApOB. (AMm.
16H.=1mip.)

pactu

poct

poct Ha 10% BbIIIE

YPOBHSI TPOIIJIOTO TO/A

NOCTYIUIGHHsT OT CcOOpoB W KO-
MHUCCHOHHBIX

cOOpBI U KOMUCCHOHHBIE

3aTpaThl

3aTpaThl Ha MEPCOHAT

COKpaIlaTh 3aTPATHI

3arpaThl yBETUYUIUCH Ha... %0

JOJIT

wioxoi goir (0YeBHUAHO, OH HE OymeT
BO3BpaIICH)

COMHUTEILHBIN TOJIT

PE3ePBBI JISI TOKPHITHS

CMEIIaHHBIX JIOJITOB

aMOPTH3aLIH

aMOPTHU3aLIHs 00opynoBaHus 51
HEJBMYKHMOCTH

aMOPTHU3aLUsl CTPOCHUM

Banking (bankoBckue yciayru)

to provide/to offer various services

a variety of services =a wide range
of services

services provided/offered by banks
include...

wholesale banking

wholesale bank
retail banking

retail bank
corporate banking
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IIPEIOCTABIIATH PA3IMUHBIE YCIYTH
LIMPOKUH CIEKTP yCIyT

yCIIyTH, TpPeaocTaBlsieMble OaHKaMH,
BKJIIOYAIOT. ..

OTITOBBII OaHKOBCKHi1 OusHec:
KpYIIHbIE OTepaluu Mexay OaHKaMu U
JIpYTUMU KpeAUTHO-(UHAHCOBBIMU
WHCTUTYTaMH

OTITOBBIN OaHK

PO3HHYHBI  OAHKOBCKHHI  OH3HEC!
paboTta € MEIKUMU U CPEIHUMHU
KITUCHTaMH

PO3HUYHEIN OaHK

OaHKOBCKHUI OU3HEC, 00CTYKHBAIOIIUI



private customer banking

customer-tailored services =
customer-oriented services

deposit

deposit taking

to take in deposits
advising bank

to advise

advice

credit-advice
debit-advice

to negotiate documents

negotiable
non-negotiable
without recourse

to protect buyers and sellers
to guarantee payment

bank guarantee

first class bank guarantee
loan

to extend/to grant a loan

to repay a loan

syndicated loan

loan capital

to borrow
borrower

to lend (lent, lent)
lender
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KoOMIaHuu, QupMbl ¥ Jpyrue
IOpUINYECKUE U1

0aHKOBCKOE OOCITYXHBaHME YacCTHBIX
T

YCIIyTH, OpPUEHTHPOBAHHbIE Ha
YaCTHBIX KIIMEHTOB

JIETIO3UT, BKJIaJ

IPHUEM JIETIO3UTOB

NPUHUMATh JICTIO3UTHI

ABHU3YIONIUH OaHK

€c00011aTh, aBU30BaTH

COOO0IIIEHIE, aBU30

KpPEIUTOBOE aBU30

neGeToBOE aBHU30

oOpamath, IMepeAaBaTh JIOKYMEHTHI,
(MHAHCOBBIE MHCTPYMEHTHI U3 PYK B
pyKu

nepeaBaeMblii, oOparaeMblit
HerepeiaBaeMblii, HeoOpalaeMblii

0e3 mpaBa perpecca. 6e3 obopora, 6e3
o0s3arenbcTBa npu HNPUHATHH
Bekcesled 00 WX TMOrameHud mpu
HACTYIJICHUH CPOKa

3alUIIATh IPOAABLA M TOKYHATeNs
rapaHTHPOBaTh IIATEXK

OaHKOBCKasi TapaHTHs

rapaHTus NepBOKJIACCHOTO OaHKa
KpeIuT

MIPEIOCTABUTH/ 1aTh KPEIAUT

BBITUIATUTH KPEIUT

CHUHJIMIMPOBAHHBIA KPEIUT KpPEIuT,
NPEJOCTABICHHBI TBYyMs WM Oolee
OaHKaMH, OJMH M3 KOTOPBIX SIBIISETCS
MEHEIKEPOM

3aEMHBII  KanmuTaia OaHKa/KOMITAaHWUU-
COCTOMT TJIaBHBIM  oOpa3oMm U3

JIOJTOCPOYHBIX O0OIUTalIHOHHBIX
3aiiMOB

3aMMCTBOBATh

3aeMIIHK, IOpUINYECKOE WIIH

du3mYecKkoe JMIO, KOTOpPOE IIpH-
BJICKACT 3aeMHBIC CpPEICTBA ITyTEM
MOJTy9CHUs] KpeAWTa WM BBIMYCKa
LEHHBIX Oymar

NPEIOCTABIATh KPEIUT

KPEIUTOP, 3aUMOJIaBeIl. IOPUITYECKOe
WIH ¢buznyeckoe JU1IO,
NPEOCTABIIAONIEE IEHBIU HA CPOK 32
OTIpe/ieJICeHHOE BO3HArPaXKACHUE



lending rate

to establish correspondent
relations with...

to run an account
overdraft

credit

credit policy
credit officer

credit risks
credit risk analysis
to assess credit risks

to assess a bank's performance

to manage assets
assets under management by...

to manage money
to manage investment portfolio

to manage resources
money market transactions

capital market transactions
to handle commercial papers
to handle government bonds

to handle foreign exchange

KpeIUTHAas CTaBKa. CTaBKa
HarpaXkJIeHus1 KpeauTopy 3a
JIOCTaBJIEHUE KpeanuTa
yCTaHaBIIMBATh
KOPPECIIOH/IEHTCKHE OTHOILIEHHUS C...
BECTH CYET

BO3-
npe-

oBepIpadT:  TMOJydeHHE  KpeauTa
IIYTEM BBIIIMCKHU Y€Ka WUJIU [JIATEKHOTO
Opy4YeHUs Ha CyMMY,

MPEBHIMIAIONIYI0 OCTaTOK CPEJICTB Ha
cyeTe; KpeauT 1o  oBepapadTy
OTOBApUBAETCS MPH OTKPBHITUH CYETA U
HE MOXET MPEBHIIIATH
(UKCHPOBaHHON CYMMBI

KPEIUT. CHENKa CCyIbl, KpPEIUTOp
NpeaOoCTaBIISET 3aeMILUKY Ha
(UKCHUPOBaHHBIM  CPOK  HAJIWYHYIO
CyMMY WJIM COTJIAIIAETCS] HA OTCPOUKY
IUIaTeXa 3a TOBAp 3a BO3HArPaXJICHHE
B (hopMe MpoLEeHTa
KpeIUTHAas MOJUTHKA
CHELHAINUCT O
JUTOBAHMSI
KpEIUTHBIC PUCKHU. PUCKHU HE

BOIIpOCaM  Kpe-

BO3Bpara Kpeaura

aHaJINU3 KPEIUTHBIX PUCKOB
OIICHMBATh KPEJAUTHBIC PUCKU
JaThb  OLEHKY (UHAHCOBOM
TEIBHOCTU OaHKa

JCs-

YIpaBJIATbL aKTUBAMU

AKTHUBHI, Haxogamuecsa B
JICHUMU...

ynpas-

YHIpaBJIATbL ACHC)KHBIMHA CPEACTBAMU

YIPaBISATh WHBECTUITMOHHBIM
noprdenemM (BKIOYAOUIMM I[ICHHBIC
Oymaru,  HEABW)KHMOCTH  TOBapHl,

JIETIO3UTHI U T.]1.)
YIPABJIATH JEHEKHBIMU PECYpCaMU

OII€palv Ha PBIHKES CPpECAHCCPOYHOIO
M KPaTKOCPOYHOI'O KalluTajia

Oomlepaluyd Ha PBIHKE JI0JITOCPOYHOTO
KaruTaia

paboTath C  JOKyMEHTAIMEeH  TI0
TOPTOBBIM CHCITKAM

pabotatb ¢
o0JMranuamMu

BCCTU BAJIIOTHBIC OIICpalinun

MMPaBUTCILCTBCHHBIMU

Foreign exchange (BamoTHblii 06MeH)
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trading

trading floor
floor trader

foreign exchange dealing

foreign exchange market
rate of exchange

rates go up

rates go down/fall

to fluctuate

fluctuations

exchange rate fluctuations
to adjust exchange rates
adjustment
boost/advance/gain

the rally of the pound

quotation

to buy arid sell currency
demand for a currency
delivery

delivery notice

delivery risk
spot

settlement

taxation
taxation system
income tax
property tax
inheritance tax
corporation tax

capital gains tax

value added tax (VAT)
taxable

liable to tax

TOPrH:  ONEpalM  C  IICHHbIMHU
OymaramMu U ApYrMMH (UHAHCOBBIMU
UHCTPYMEHTaMHU

OTIepallMOHHBIH 3a71 OUpPKU

yjeH  OWp)KM, YYacTBYHOIIMH B
TOPrOBBIX ONEpalUsixX ¢ (PUHAHCOBBIMU
MHCTPYMEHTAMU 3a CBOM CUeT
BAIIOTHBIM  JWIMHI. TOKyIKa U
IpoJaXka BaItOThI

BAJIFOTHBIN PBIHOK

0OMEHHBIH KypC

KYpCHI PacTyT

KYpCBHI IaJIAl0T

KoJ1e0aThCs

KoJIe0aHus

KoJebaHus Kypca

KOPPEKTHPOBATh KYpPChI
KOPPEKTHPOBKa

noBbIlIeHue (Kypca)

HOBBINIEHHNE Kypca (¢yHTa IMocie
najieHus

KOTUPOBKA IIEHBI, Kypca, CTaBKH (LieHa
IPO/IaBLA UK IOKYHATEs)

MOKYNAaTh U MPOJIaBaTh BATIOTY

CIPOC Ha BAIIIOTY

nepeaya BaJOThl UM IIEHHON Oymaru
HOBOMY BJIAJIENBITY

YBEIOMJICHHE O IIOCTaBKE Baio-
TBI/IICHHBIX OyMar MO0 CpPOYHOMY
KOHTPAKTY

PHCK ITOCTaBKU

BAIIOTHAs CJeJKa C pacyeToM Ha
BTOPOM JICHb TOCIIE €€ 3aKIIOYCHUS
pacuer

Taxes (Hanorn)
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HaJIOr000JI0KEHNE

CHCTEMA HAJIOT000I0KEHHS
HOJOXOTHBINA HAJIOT

HAJIOT Ha HEJBHKMMOCTE

HAJIOT Ha HACJIEACTBO

HAJIOT ¢ TPHOBUTM MPEANPUATHN U
KOMIIaHUH

HAJIOT Ha MPUPOCT KamuTaja

HAJIOT Ha JJOOABJICHHYIO CTOUMOCTh
HaJ0r000aracMbli

MO JJICKAINH HAJIOr000JIOKEHHUIO



N
~

CoNoRLNME

taxable income -
taxable profits -
tax rate -
income tax rate -
standard rate -
small companies tax rate -
marginal rate -
allowance/relief -
to be tax exempt -

tax exemption -
to charge/to levy taxes -
tax return/declaration -
Inland Revenue -

Cawmble pacnpocTpaHeHHbIe Gppa3bl

What's the matter? — Buemueno?
Don't worry. - He 6ecmokoiics.

HaJIOroo01araeMsblil J0X0
HaIoroobaaraeMplie MpUObLITH
CTaBKa Hajora

CcTaBKa MOJJI0XO0JHOT0 Hajgora
0OBIYHAs CTaBKa

CTaBKa JUIS MAJIBIX MPEATIPUITAN
MaKcHUMaJlbHas CTaBKa
YMEHBIIICHHE HaJIora

OBITh OCBOOOXKICHHBIM OT  YIUIATHI
Hajora

OCBOOOK/ICHUE OT YIUIAThI HAJIOTa
B3MMATh HAJIOT

HaJIOTOBask JeKIaparus

Hanorosoe BEJIOMCTBO Benuko-
OpuTaHUn

JeJIOBOT0 AHIJIUMCKOIO0 sA3bIKAa:

I'mcrazyaboutjazz. - 51 6e3 yma oT mxasa.

Are you kidding? - Ber myrure?
Bynomeans. - Hu B koem ciyuae.

It's your turn now. - CeliuacBamao4epe/ib.

| get the message. - Hamekmonsi.

That's a good idea. - XopomasiMbICIIb.
No Problem. No sweat. - Heripo6iem.

What about champagne? — KaknacuermraMnauckoro?
1’1l take care of that. — SIlmo3abo4ycb063TOM.

Thank God! - CnaBabory!

Do you mind if | open the window? — BeiHenpoTuB, €CITUSIOTKPOIOOKHO?

Infact... - B 1eliCTBUTEIBHOCTH...
Goahead. - 'oBopure. [eiicTByiiTe.

Nevermind. — Huuero, He 6eCIIOKONTECH.

That sounds fine! — 3Byuunrnpekpacuo!

If you say so. — Kakckaxere.

Takeiteasy. — He npuHuMaiiTe 3TO OJHU3KO K CEPAIY.
Couldyoudomefavor? — Ber He MoT/IH OBl OKa3aTh MHE yCAYTy?
Make yourself at home. — UyscTByiiTecebskakoMa.

Inanycase... - Bo Bcskom ciyuae...

Me too. Same here. - 4 toxe. /Me neither/ - /4 Toxe HeT/.
Keep in touch. - He tepsiics /3Bouu, 3ax0oau, mumu/.

| see. | get it. - [Touumaro.

Whatwouldyourecommend? - Yro 6s1 Bbl mopexkoMeHnmoBanu?

By the way... - Kctaru...
Let me see. - JlaiiTe mogyMarhb.

I'lldomybest. - S cnenaro Bce OT MEHS 3aBHCAIICE.
Excuse me? What did you say? - [Ipoctute? Uro Bsl ckazanu?
Don'tcountonme. - Ha meHs He pacCUUTHIBAMTE.
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32.
33.
34.
35.
36.
37.
38.
39.
40.
41.
42.
43.
44.
45.
46.
47.
48.
49.
50.
51.
52.
53.
54.
55.
56.
57.
58.
59.
60.
61.
62.
63.
64.
65.
66.
67.
68.
69.
70.
71.
72.
73.
74.
75.
76.
77.
78.
79.
80.
81.
82.
83.

Whatareyoudoingtonight? - Uro Bel nenaete ceroans Beuepom?
Idon'tthinkso. - §I Tak He nymaro.

Sorrytobotheryou. - I[IpocTute 3a 6ecmoOKOHCTBO.

Really? - IIpaBna? B camom mene?

Franklyspeaking... - OTKpoBeHHO TOBOPH...
Whatdoyoumean? - Uro Bsr umeeTe B BHAY?

It'sadeal. — loroBopuIKCE.

The sooner the better. - Uemckopee, Temnydiie.

Itdepends. - TpyaHo cka3aTh/3aBUCHUT OT 00CTOATEABCTB/.
Why? - A ut0?

Thisway, please. - Cioma npoXoauTe, Moxaayicra.
Withpleasure! - C ynoBosibscTBUEM!

I'mtoldthat... - Mue cka3anu, 4ToO...

Goodluck. - Xenaro ynauu.

You are very Kind. - BeioueHbJII00E3HBI.

Yourhealth! - Bamre 310poBbe!

What'sonTVtoday? - Uro ceroaHs mo teieBu3opy?
Filloutthisform, please. - 3anonHuTe 3TOT ONMAHK, MOXAaNyHCTAa.
Signhere, please. - Pacnumurecs 31ecCh, Moxaayncra.
Whynot? - [Touemy Ob1 HET?

| can't believe it! - He MmoxeTOBITH!

It turned out that... - Oka3anocs, 4ToO...

Very likely. - BrioaHe BO3MOKHO.

Here you are. Here you go. - Bor, .Bo3pMuUTE, MmoXxanyucra.
Icankeepyoucompany. - f mory coctaBuTh BaM KOMIaHHIO.
That's too bad! - O4enp xaup!

I'm afraid we ran out of money. - boroch, yHaCKOHYUIUCHACHBTH.
I'll be back in a jiffy. - SlceifiuacBepHycChb.

You are fired. - BeryBoJsieHBI.

Hang up. - [loBecsTe TpyOKY.

This job is no picnic. - Oto Henerkas pabora.
Youbetterbelieveit. - Mosxemnib B 3TOM HE COMHEBATbHCA.
Where are you calling from? - Otkyna Bbi 3BoHHTE?
Neverheardofit. - Hukoraa He cablimai 00 3ToM.

Big deal! - TTonymaems!

There're rumors that... - Xoaarcayxu, 4To...

Keep your shirt on. - He O6ynb TakuM HETEpIEIHBBIM.

That makes sense. - 9To pa3ymHoO.

Cool. Farout! - CHorcmubatenpHo!

Noidea. - [ToHsTHS HE UMEIO.

Is that convenient for you? - Droymno6uoansBac?
Whatwouldyoulike? - Yto 651 Ber xoTenu?

It's up to you. - Bamre geno/kak xoture/.

I'llmissyou. - 5 6yny cky4ath mo tebe.

Gee, itwouldbeterrific! - O-0, 3To 0b110 GBI 3aMeUaTeNbHO!
| give up. - Cnarocs.

Be my guest. - [Tonpo0Oyii, /uponny./

How long will it take? - Cxonpko3TO3aliMeTBpeMeHN?
Nobigdeal. - Huuero ctpamHnoro.

No way. Forget it. - Hu3zauyrto. 3a0yab 006 3TOM.
Thankyouforcalling. - Cnacu60, 4T0 103BOHUIIH.

Yummy, | love shrimps! - M-m, o6oxarmkpeBeTkH!
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84.
85.
86.
87.
88.
89.

90.
91.
92.
93.
94.
95.
96.
97.
98.
99

100.
101.
102.
103.
104.
105.
106.
107.
108.
109.
110.
111.
112.
113.
114.
115.
116.
117.
118.
119.
120.
121.
122.
123.
124.
125.
126.

127.
128.
129.
130.
131.
132.
133.

| get the picture. - SIBcenonsi.

Takecare. - [Toka. byns 310poB.

I’llpickyouupatseven. - £ 3aeny 3a Bamu B cemb.

Let me know when you arrive. - JlaiTeMHe3HaTh, KOrJalpUueaeTe.
Thisbookisn'tworthadime. - DTa KkHUra He CTOMT M JOMaHOTO I'pOIIa.
Youlooklikeamillionbucks, honey! - Tsl  BBITISOHIIE  TPOCTO
BEIHMKOJIEHO, Joporasi!

In the first /second/ place... - Bo-niepBsIiX /BO-BTOPHIX/...
Nothing of the kind. - Huueromomo6Horo.

Relax. - Ycnokoiics. Pacciabbes.

The deadline is Friday. - [TocnegHUECPOK - MATHHUIIA.

Hold it! Hang on! - TToxoxauTe!

Youarefinicky. - Tel cnUIIKOM TPUBEPEIIUBBIN.
Ihaveadateatnoon. - Y meHs cBHaHUE B MOJJICHD.
GivemybesttoJohn. - ITepenaiite oT MmeHs mpuset. J[)KOHY.
Nonsense! - 'mynoctu!

How are you doing? - KaknoxuBaere? Kak nena?
Nicetomeetyou. - [IpusitHo nmo3Hakomutses. Likewise. -Mue takxke.
Gotyou. - Bac moHns.

I'msickofthesetalks. - MeHs yxe TOMHHUT OT 3THX Pa3rOBOPOB.
That's my boy /girl/! - Monoaen! Ymuuia!l

I've got to go. —-MHeHagouaTH.

I'llkeepitinmind. - 5 6yny uMeTh 3TO B BHAY.

Takeyourtime. - He cnemute, He cyeTuTecs.
Putyourselfinhisshoes. - [ToctaBbTe cebst Ha ero MecCTO.
Ican'twaittoseeyou! - He mory moxmatbcs BcTpeuun ¢ Bamu!
Comeon! - Jla ny, 6pocsre!

Ican'taffordit. - MHue 3To He 0 KapMaHy.

Letalone... - He roBops yx o...

Are you satisfied? - BerygoBineTBopeHsI?

— Definitely. —OmnpenenenHo.

How come? - Kakrak?

Lay off! Bug off! - Orcrans! OrBanu!

I'll try to find it out. - SImMONBITaAIOCHAITOBBIACHUT.
Thatwon'twork. - M3 3Toro Hu4ero He BBIUIET.

As far as | know... - Hackonbkos3Haro...

Congratulations! - [To3apanso!

Iflwereyou, I'd... - 5 661 Ha Bamewm mecrTe...

Makesnosense. — DTo 6eCCMBICICHHO.

| doubt it. - ComueBaroch. Bpsaa mnu.

Have a nice day! -Bcero xopomero!

Thanks. Thesametoyou. — Cnacu6o, uBamroroxe.

The point is that... - Texo B ToMm, 4TO...

I was wondering if | could rent a car here. - fIxorenObIy3HAaTH,
MOTOBIS3ECHB3IThMAINHYHAIPOKAT?

Cheerup. - He yusiBaii. He manaii, gyxowm.

Idon'tcare. - MHue Bce paBHO.

Let'stalkbusiness. - JlaBaiiTe moroBopum o aeie.
That'sincredible! - 3To HeBeposTHO!

I'dloveto, but... - 51 661 ¢ y10BOJIBCTBHEM, HO...

Everything is great for the time being. - BcenokanpekpacHo.
Don'tgivemethat. - Tak s Teb6e u moBepuI.
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134.
135.
136.
137.
138.
139.
140.
141.
142.
143.
144.
145.
146.
147.
148.
149.
150.
151.
152.
153.
154.

155.
156.
157.
158.
159.
160.
161.
162.
163.
164.
165.
166.
167.
168.
169.
170.

171.
172.
173.
174.
175.

176.
177.
178.
179.
180.
181.
182.

Nochance. - Oto GecnonesHo.

Withoutadoubt. - BHe Bcsikoro coMHEHUS.

Shutup! - 3aTkHucs!

It'sawasteoftime. - DTo mycras TpaTta BpeMeHH.
Takeitorleaveit. - XoTure - 6epute, He XOTUTE - HE HAJIO.
That's just what | thought. —Taksugyman.

Thank you in advance. - brarogaproBac3apanee.

I'll try to talk him into it. - SImocTaparochbyroBOpUTHETO.
Leavemealone. - OcTtaBbTe MEHS B MOKOE.

What is going on here? - YroTyTnpoucxoaut?

Basically... - B cymHuocTH...

Keep cool. — He ropssuuce. He 3muceh. Ycnokoiics.
Whatishelike? - Uto on 3a uenoBek?

Hurry up. - [lotoponuTecs.

That's bullshit! - 9To Bpanbe!

How much did it cost you? —CkonpkosToBamcrounino?
I'llbepayingcash. - 1 6yay niaTuTh HaJTUYHBIMH.

Are you tired? - Not a bit. Bsrycranu? —HuuyTs.

Fill’er up, will you? - ITonusiii0ak, moxanyicra,
It’sarealsteal! - DTo BeIrOqHAs MOKYyNKa — TpocTO napom!
Shedidn’tfigureonsomanyguests. - Ona He paccuWThIBalla Ha TaKoe
KOJIMYECTBO TOCTEH.

| really appreciate your help. - 5l ouenp nenro Bamy nmomorns
Let's put it off till tomorrow. - JlaBaiiT€OTIOKMMITOJ03aBTPA.
Hold the line, please. - He 6pocaiiterpybKy, moxkanyicra.

Is there any message? - Uro-uubyap nmepeaars?

I'll call back later. - I mepe3BoH0 mMoOMO3XKeE.
Sorrytohavetroubledyou. - TIpoctuTe, uTo mobecnokous Bac.
Couldyoutakeamessage? - Bel He MmoTii OBl KOE-4YTO MEepeaaTh eMy?
The line is busy. - JIuauszausra.

Is that it? - Oto Bce?

I'd like to get a haircut. - SI6sIX0TENTIO ACTPUYBCS.
Unfortunately... - K mHecuacTtsio /k coxaneHumo/...
Keepmeupdated. - /lepxute MeHs B Kypce aena.

Lookout! Watchout! - Ocropoxno!beperucs!

He changed his mind. - Oun nepexyman.

| get your point. - 5l nouumaro Bamry MbICib.

Your daughter will get a big kick out of this toy. - Bama go4s monyuur
OTPOMHOE YI0BOJILCTBHE OT 3TOU MUT'PYIIKH.

Best chance. - )Kenar ycnexa, /uponuny./

Don't let me down. - He moaBeau MeHS.

I'm afraid you're out of luck. - Borocs, Bam He moBesio.

The train has already gone. - IToe3x yxe yuren.

Drop in when you are in our neighborhood. - 3arasasiBaiite, Korma OyaeT
B HalleM paioHe.

Exactly. Precisely. Right on. - Umenno. Touwo.

Well, you're a character! — Hyrsiuaptucr!

We'll see. - TTocmoTpum.

This hot coffee really hits the spot. I'm cold like hell.

— l'opsiumnii kode - 3TO Kak pa3 To, YTO HYXKHO. 5l UEPTOBCKHU 3aMep3.
What'snew? - Uto HoBOr0?

It's on me today. - Ceroausmiauys.
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183.
184.
185.
186.
187.
188.
189.
190.
191.
192.
193.
194.
195.
196.
197.
198.
199.
200.
201.
202.
203.
204.
205.
206.
207.
208.
209.

210.
211.
212.
213.
214.

215.
216.
217.

218.
219.

220.
221.

222.
223.
224.
225.

226.
227.
228.

Wow! - Oro! Bor 310 na!

She seems to be out of sorts. - Ona, kaxxeTcs, HEeBIyXE.

He is quite at home in English. — OnHennoxoBIaxeeTaHTIUICKUM.
Watchmylips. - Caymrait MeHs BHUMATEJIbHO.

After all /Eventually/... - B xoHIle KOHIIOB...

Youhaveapoint. — B Bamux ciioBax €CTh J0JISI HCTHHEI.
I'mnotfeelingtoohot. — 51 ce6s He 0OYEHB XOPOIIO YYBCTBYIO.
Hopeyou'reingoodshape. - Hagerocs, y Te0st Bce B mopsake

Thatwon'tdo. — 3To He momoigeT.

You bet! - Emte 651!

I'll give it a try. - 5l mombITaOCH.

He is drunk as a skunk. - OHIIBSIHBCTENBKY.

Bluntlyspeaking... - Eciu yx rOBOpUTH HAYHCTOTY...

It serves them right. - Takumuuamo.

In my opinion... — [To-MoeMy MHEHHIO...

Crossmyheartandhopetodie! — Jla 4T06 MHe MpoOBaIUTHCS HA 3TOM MecTe!
Glad you looked me up. - Panx, uTo3ariasHyJIuKOMHE.

Gee, how could you arrange that? - O-0, KakKTBICMOT3TOYCTPOUTH?
I'mstarving. - 5 ymupar c romony.

Youwon'tregretit. - Bel He moxaseere.

Itisquiteobviousthat... - CoBepuieHHO OY€BUIHO, UTO...

Politics is out of my line. - fIlHe3aHMMaOCHIOTUTHKOM.

Skipit. - He ob6pamiait BHUMaHuUs.

I'mdyingforashower. - Kak 051 s X0Ten ceiiuac NpUHATH Ay !

We'd rather hit the road. - MsI, moxanyi, mouaeM.

Itdoesn'tmatter. - OTo He UMeeT 3HAYCHUS.

Watch your step. It's slippery here. - Cwmorputenoanoru. 3jaech
CKOJIB3KO.

Hold on to the rails. - Jlepxxutecr3anepuia.

The meeting is cancelled /called off/. - Co6panucoT™MeHuIH.

It has nothing to do with... - DToHeuMeeTHHYEr000MIIETOC. ..

I'll call you up in any event. - 5 no3BoHto Bam B nro6om ciyuae.

Keep an eye on my suitcase, will you? - IIpucmMoTpuzaMOMMUYEMOTaHOM,
xopouro?

Thatwilldo. - loctatouno. XBaTur.

Ohboy, that'sfun! - O, s3to Tak yBiekaTeapHO!

Some more fruit? - No, thanks, I'm full. - Eme ¢pykroB? - Her, cnacu6o,
s CBIT.

Igetalongwithher. - ¥ Mens ¢ Heit XopolIue OTHOIICHHS.

You'd better get in touch with that guy right away. -
Bamiy4iiecBs3aThCICITUMYEIOBEKOMITPSIMOCeidac.
Suchmusicgetsonmynerves. - Takast My3biKka JefCTBYeT MHE Ha HEPBBHI.
Ican'tfigureoutwhywefailed. - S mukak He MOTYy MOHATH, MOYEMY MBI
HOTepreTu Heyaady.

The concert will be over soon. - KoHiieprckopo3akoHYHUTCS.

Catch up with them! - Torouu ux!

I'm fed up with this life. - SIcbITIOTOPI03TONKU3HBIO.

Did anybody see you off at the airport? - Te6s kTo-HHOYAb MPOBOXKAT B
aspornopry?

In other words... - Ipyrumu cioBam...

We've got to talk this matter over. - HamMHYXHO0OOCYAUTBITOTBOIPOC.
Iturneddowntheiroffer. - 51 oTkIOHUI UX MpPeIOKECHHE.
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229.
230.
231.
232.
233.
234.
235.
236.
237.
238.
239.
240.
241.
242.
243.
244,
245.

246.
247.
248.
249.

250.
251.
252.
253.

254.
255.
256.
257.
258.

259.
260.
261.
262.
263.
264.

265.
266.

267.
268.

269.
270.
271.

272.

Would you turn down the radio? - Iloxanyiicta, caenaiTepaJuonOTHIIE.
You should give up smoking. - BamcnenyeTOpoCUTbKYpHTh.

What a coincidence! - Kakoecosnaneunue!

I'mbroke. - 5 Ha menmu.

There'snorush. - HeroponuTecs. ITO HE K CIEXY.

All the very best. - BcerocaMoroHauay4Iiero.

Make sure that the door is locked. - IIpoBepb, 3anmepranuaBepsb.
Excusethemess. - 3BuHsAIOCH 3a OECOPAIOK.

Nowonderthat... - HeyauButenbHo, 4To0...

It's none of your business. - 3to ue Bame aeno.

She is on cloud nine. Sheisinorbit. - Ona Ha ceapbMOoM HeO€ OT CHACTHA.
Justincase. - Ha Bcsikuii ciydaii.

In short... - Kopoueroops...

In a nutshell...- B nByx cnoBax...

Don't take me for a fool. - He npunumaiiTe MeHs 3a qypaka.

Where did the accident take place? - I'ne npousouia 3ta aBapus?

Thanks to Jerry, the exhibition is a great success. — bnaronaps xeppu,
BBICTaBKa MOJI3YETCS OTPOMHBIM, YCIIEXOM.

Otherwise... - Uuave /B npoTuBHOM ciyuae/...

Could you turn on the light? - He MOTOBITBIBKJIFOUHTHCBET?

You'll get used to our climate. - BeInpuBBIKHETEKHAIEMYKIUMATY.

| couldn't talk Bill out of that trip. - I He Mmor oTroBopuTh buia ot 3ToiM
OE3/KH.

Whatacuteshirt! - Kakas cumnaruunas pyoaimkal

Maybesomeothertime. - MosxeT ObITh, Kak-HHOYIb B APYToil pas.

I'll think your offer over. - flo6aymaroBamie npeainoxeHue.

I'm looking forward to hearing from you. -
CHerepnennemxkayBameroorsera.

Your time is up. - Barmie BpemMs UCTEKIIO.

Itookitforgranted. - I cuutan 310 camMo co00¥ pazyMerouIuMCS.

I'll bet the flight will be delayed. - [lepxxynapu, uropeiicOyaeTOTI0KEH.
That would be out of this world! - DTo6s1106BITPOCTO310pOBO!

Were you at the banquet? - No, I fell behind the group and got lost. -
Briosimunabankere? - Her, s0TCTanoTrpynmneiu3a0iayauiacs.

Will do. - Cuenato.

Sure thing. - PasymeeTcs.

| hope I didn't hurt you. - Hanerocs, siBacueymu6?

Imeantwell. -5 xorexn kak myumre.

On the other hand... - C apyroit cTOpoHBHI...

Do you have change for a dollar, by any chance? - Bsl cinydaiiHo He
pasMeHsieTe MHE nojap?

Help yourself, please. - Yromaiirecs, moxainyiicra.

I can take your bag if you like. - No, thanks, I'm fine. -
SAmorys3sateBamycymky, ecnuxotute. - Het, cmacu6o, scnpaBitockcama.
Thanksanyway. - Bce paBHo cacu60.

Something is wrong withthe engine. - Yto-To He B mopsake ¢
JIBUTATEIIEM.

Blast! Damn! Shit! - Yept mobepu!

It's not the whole story. - Droemenesce.
I'mafraidl’'llhavetotakearaincheck. - I 6s1 ¢ y1oBOJBCTBHEM, HO B APYTOW
pa3 - He ceruac.

Drop me a line when you get back home. - UepkHuMHeEmapycTpok,
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300.
301.
302.

KOIJaBEPHEIIbCATOMOM.

| can't stand such hot weather! - He Beiromyrakoiixapsi!
Wehadagreattime. - MbI npekpacHO NMpoBeau BpeMs.

Sorry, Ididn'tcatchthat. - IIpoctuTe, s He COBCEM MOHSI.

It looks like it will rain. - TToxosxe, OyaeT A0XIb.

It's a piece of cake. - D10 mapa mycTIKOB.

To tell the truth... - ITo mpaBae rosops...

You'd better make up with her. - TeGenydmenoMUpUTHCACHEA.
Make up your mind. - Pemaiitecs.

That's not fair. - Oto HecnpaBeXIHUBO.

Whatareyoudrivingat? - KynastoTeikiaouuirs? Ha 4to BeI HaMekaeTe?
I didn't mean to hurt your feelings. - I me xoTen Bac oOuaets.
Check these people out. - IIpoBepbTe 3THX JNIOICH.

On the average... - B cpeanem...

That'sfinewithme. - Mens 310 BnosHe ycTpauBaer.

We have no option. - YuacueTBbIOOpA.

Takemytip. - [TocnymaiitTe MO¥ COBeET.

This movie is worth seeing. - 3ToT GUIBM CTOUT MOCMOTPEThH.
You have a champagne taste on a beer budget. - Tel kuBemp He MO
Cpe/CTBaM.

It's a rip-off! - O6aupanoBka!

Okay, let'sbargain. - Jlagno, naBait motopryemcs.
I'vegotahunchthat... - ¥V Mens npeauyBcTBHE, 4TO...

I'm flattered. - [TonpuieH.

Don't make a federal case out of it. - He aenaiite u3 Mmyxu cioHa.
It'sGreektome. - DTo ais MeHs KuUTalicKas rpaMoTa.

Sounds exciting! - 3Byuut 3amaH4uBO!

Leave it to me. - [IpegocTraBbTE 3TO MHE.

What's the weather gonna be like today? - Kakas 6yaert ceroass moroaa?
We can doit without you. - MeiMoxeM000#THCHOE3TEO.
Let'scallitaday. - JlaBaiiTe Ha CeroaHs 3aKOHYUM.

Get lost! - Mcue3nn!
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IIpuioxenue b

1) Pazamuus mMe:xkny OPUTAHCKHM M aMEPHKAHCKHM BAapPHAHTAMH aHTJIHICKOTO

AI3bIKA

Amepukanckuiieapuanm

Administrator
Around (ten)
Blue-chip investments

Call loan
Checking account
Claim letter
Collect on delivery
Common stock
Corporation law
Express man

To fix a meeting
Freight not prepaid
Freight prepaid
Freight train
Government bonds

In good shape
Investment bank

Law business

Local taxes

To operate a business
Operating costs
Ordinance

To pass up an offer
Preferred stock

President
Right away
Shipment
Stockholder
Stub

Tag

Tender
Way back

Anenuiickuiieapuanm

Government in power
About (ten)
First-class investments

Short-term loan
Current account
Letter of complaint
Cash on delivery
Ordinary share
Company law
Carrier

To arrange a meeting
Carriage forward
Carriage paid

Goods train
Government securities

In good condition
Merchant bank
Practice (law)
Rates

To run a business
Running expenses
By-law

To decline an offer
Preference share

Chairman
Immediately
Consignment
Shareholder
Counterfoil
Label

Offer

Some time ago

3nauenue

IIPABUTENIbCTBO
OKoJIO (IecsTh)
NEPBOKIJIACCHBIE
WHBECTHUIIUN
KpPaTKOCPOYHBIN 3aeM
TEKYLIUHN CYeT
MUCbMO-pEKIaMalus
oIuIaTa Mpu JA0CTaBKe
OOBIKHOBEHHASI aKIIUs
3aKOH O KOMIaHUSIX
MOCBUIBHBII

Ha3Ha4yaTh BCTpEUy

0e3 orIaThl IEPEBO3KHU

C OIJIATOM MEPEBO3KU
TOBAPHBIN MOE3]
roCy/apCTBEHHbIE [ICHHbIE
Oymaru

B XOPOILIEM COCTOSIHUU
MHBECTUIMOHHBIN OaHK
IpoLECCyaIbHOE IPaBoO
MECTHBIE HAJIOTH
3aHUMAaTbCs OM3HECOM
TEKYILUE PACXOJIBI
IIOCTAaHOBJIEHUE, yKa3
OTKJIOHSTh NPEI0KEHNE
MPUBUIETUPOBAHHAS aKIUs

npe3uacHT (KOMITaHH)
HEMEJUICHHO

naptus (ToBapa)
JiepkaTesb (aKIuii)
KoperIok (ueka)
ITHKETKA
IPEUTOKCHHUE
HEKOTOPOE BPEMS TOMY
Ha3ajl

2) Cnmucoxk 0CHOBHBIX COKPAIIEHHUIi, HCTIOJIb3YeMBbIX B J1€J10BO

KOpPpeCcnOH/IeHIIHN

- AJ/C, alc, acc. (account current) — texymuiicuér
- Adsd (addressed )-agpecoBano

- Adse (addressee)-aapecar, nosy4areiib

- Ad (advertisement)-peknamuoe o0bsiBicHHe (MHOXK. unciio-ads)
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a.m. (ante meridiem)-nomnomyaHst

app. (appendix)-mpunoxeHue

Attn. (attention)-BHumanuto (Koro-inoo)

B/E, B.E., b.e. (billofexchange)-nepeBoanoiiBekcens, TpaTra

B/L, b/l, B.L., b.l. (bill of lading)-konocament

CC., cC (copies)-yka3aHue Ha aapecaToB KOMHU MHChMa

CEO (chief executive officer) — ncroaHUTETBHBIATUPEKTOP

cf. (confer) - cpaBHuTE

Co. (company) - kommanus

contr. (contract) - KoHTpaKT

Corp. (corporation) - koprioparust

cur. 1. (currency) - BamoTa; 2- (current)-rexymumi

CV (curriculum vitae) — pesrome

dd. 1. (dated)- naruposanmusiii ; 2.(delivered) - nocraBnenHbIi

Dep., Dept. 1. (department) —otaeir; 2 —-MHUHUCTEPCTBO

doc. (document) — nokymenTsl (MHOX. unciyio — d0Cs.)

doz., dz. (dozen)-aroxxuna

eaon (except as otherwise noted) — ecnuHeykazaHOMHAUE

e.g. (exempli gratia, zam.) - Hanpumep

enc., encl. (enclosed, enclosure)-BiioskeHHBIH, IpUIAraeMblii, BIIOKEHHE,
npuiIoKeHre(K MUChbMY U T.11.)

exc., excl. (except, excluding, exception, exclusion) - uckiro4as, HCKIIIOUCHHE
expn (expiration)-ucreuenue (cpoka)

fig. (figure)-1-tudpa; 2- pucyHok, cxema

FY (fiscalyear)-dunancoBslii rox

h.a. (hocanno, am.)-B Tekymem roay

hf. (half)-monoBuna

H.Q., HQ, h.g. (headquarters) - rnaBHoe yrnpasienue (KOMIIaHHH, OPTaHU3AIIH)
Id. (idem, nar.)-ToT *e

i.e., ie (idest, nat.)-T0 ecTh

inc., incl. (including)-Bxtouas

Inc., inc. (incorporated)-3aperucTprpoBaHHBIN KaK IOPHIHUECKOE JTHIIO
(Koprioparius)

info (information)-uadopmanus

inv. (invoice) - cuér-dakrypa

IOU (loweyou) — nonrosast pacrucka

L/C, l.c., l/c (letter of credit) —akkpenuTuB

LLC (limitedliabilitycompany) — komnanus ¢ OorpaHHYEeHHOM OTBETCTBEHHOCTHIO
Ltd., Itd. (limited) — corpanu4eHHO OTBETCTBEHHOCTHIO

LOC (letter of commitment) - rapanTritHOETHCHEMO

mdse (merchandise) — ToBapsr

memo (memorandum) —3amnucka

M.O., m.o. 1. (mailorder) — mouroBsiiinepeso; 2 (moneyorder)-
JICHSKHBIATICPEBOI, TUIATEKHOCTIOPYICHHE

M.T. (metricton)-meTpuueckas TOHHA

MV (merchant (motor) vessel) —troprosoe (MoTopHOE) MeCTO

N/A (notapplicable) —ne mpumenumo (Harmp., MyHKT B aHKETE)

N.B., NB (notabene, nat.) — BakHOE 3aMevaHue

NC., N.C., n/c (no charge)-6ecmnarao
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o/l (ourletter)-(ccputasich Ha) Harlile MUCHMO

PA (power of attorney)-moBepeHHOCTh

p.a. (per annum, nar.) —Broa

par. (paragraph)-a63ar, maparpad, myHKT

Plc, PLC (publiclimitedcompany)-oTkpbiTas akiiHOHEpHas KOMITAHHS C
OTPaHUYCHHOU OTBETCTBEHHOCTHIO

PO (postoffice)-mouroBoe otaencHue

pp. (pages)-crpaHuiisi

PP, p-p. (perpro, ar.)-oT UMEHH U 110 MOPYICHHIO

gv (quodvide, mat.) - cMoTpu (TaM-TO)

R&D (researchanddevelopment) - HayuHO-HCCIIE0BATEIBCKHE U OTIBITHO-
KoHcTpykTOpckue paboTsl (HUOKP)

rct (receipt)-pacnucka, KBUTAHIIUS

rept. (report)-otuér

re (regarding)-oTHOCHTEIBHO

ref. (reference)-ccouika

RMS (root-mean-square) - cpenHe-KBaIpaTHIeCKHiA
Shipt (shipment)-otrpy3ka, oTnpaBka

Sig. (signature)-noamnuck

tn. (ton)-TonHa

urgt (urgent)-cpouHsrii

V., VS. (Versus, yat.)-mpoTHB

VAT (value-added tax)-HJIC

V.1.P, VIP (very important person)-oco0oBaKxHOEIHIIO
v.S. (vide supra, iar.)-cM.BBIIIIE

Vv.v. (viceversa, nar.)-Hao00poT

w/o (without)-6e3

& (and) - u (coro3)

@-xoMmepueckoe at

# (number) - Homep (amep.)
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