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NPEAONCITIOBUE

OnHolt M3 BenymMX TEHACHIMHA B pedOpMHUPOBAHHHM OTEYECTBEHHOTO
YHUBEPCUTETCKOrO 00pa30BaHUs SIBJISETCA BUICHHE COBPEMEHHOIO BBIITYCKHHUKA
TBOPYECKOW JIMYHOCTHIO, CIIOCOOHOM CaMOCTOSITENIbHO OCBAaWBAaTh WHTEHCHUBHO
MEHSIOIIEECs] COLMAIbHO-TYXOBHOE I0JI€ KyJIbTypbl. /J[aHHAas TEHIEHUUs Mpen-
noJjlaraeT MOUCK TaKoW Mojenu MpoecCHOHATBbHOW MOJITOTOBKH, B KOTOPOM
oOpa3oBaTeNnbHbI Mpolecc obecrneynBan Obl COMPSDKEHHOCTh COZIEpPXKaHUS
oOydYeHHsT ¢ OpraHM30BaHHON (KOHTPOJUPYEMOI) CaMOCTOSATEIBHON pPaboTOM
CTYJICHTOB B pa3BUTUM HUX HUHIAUBUIYAIbHBIX CIOCOOHOCTEH C YYETOM
UHTEPECOB MPO(PECCHOHANBHOTO CaMOOMNpeeNeHus, caMmopeanu3auuu. [Ipu
TaKOM NOJAXOJE 3HAHUSA CTYACHTOB HE SBISIIOTCS KOHEYHOM LEJBIO0, a CIIyXKaT
JMIIb CPEACTBOM UX AANbHEUIIErO pa3BUTHS.

Oco0oe 3Hauenuwe mjiga (GOPMHPOBAHUS Y CTYJEHTOB IMOTPEOHOCTH B
CaMOCTOSITEJIbHOM OBJIAJICHUM 3HAHUSIMU, YMEHHUSIMU U HaBbIKaMU caM000pa3o-
BaHUs UMeeT yueOHo-Meroanueckuii kommuieke (YMK).

Y4eOHO-METOAMYECKUN KOMIUIEKC B COBPEMEHHBIX YCIOBHUSX Bapua-
TUBHOCTH, TU(D(EPEHIIMPOBAHHOCTH U CTaHIApTU3aLUNd OOpa30BaHUs CTaHO-
BUTCS BOXXHBIM CPEJICTBOM METOJAMYECKOr0 OOecTedeHusl y9eOHOro mporecca B
eIMHCTBE LIeTIeH, CoAepKaHus, TUTAKTUYECKUX MPOIIECCOB U OPraHMU3alMOHHBIX
dopM. YueOHO-METOIUYECKHIT KOMILIEKC SIBISETCS 3()PPEKTUBHBIM MOCOOHEM
UIs  W3Y4YeHHs CTyIEHTAaMH HWHOCTPAHHOTO S3bIKa M TIPOBENEHUS UX
CaMOCTOATENbHOM paboOThl, YTO 00ECHeunBaeTCsl MOIYJIBHBIM MOCTPOSCHHEM
y4yeOHbIX KypcoB. JSIBnssick oaHONM u3 (OpM HOBBIX HHHOBAI[MOHHBIX
TEXHOJIOTUI, OH JOJDKEH IOMOYb CTYJCHTaM HES3BIKOBBIX CIIEIHAIbHOCTEH
BY30B B 00yU€HUHN WHOCTPAHHBIM SI3bIKAM.



BBEOAEHNE

B cooTrBercTBMM ¢ HOBOW THUIIOBOM IPOrpaMMOM II0 HWHOCTPAHHBIM
SI3pIKaM  JIJIA  BBICIIMX Y4YEOHBIX 3aBEICHUI HES3BIKOBBIX CIECIHAIBHOCTEN
2008r. kypc «AHraudckuid s3bIK» paccuuTaH Ha 152 yaca mpakTHYECKHX
3aHATHUN B TEYEHUE ABYX CEMECTPOB Ha MEPBOM KYypCe.

B xome storo Kypca BBl JOJDKHBI OBJIaJIETh HABBIKAMH IMOHUMAaHUS
MMPOYMTAHHOTO HA AHTJIMKACKOM SI3bIKE U YMETH BBICKA3bIBATHCS U MOJJICPKUBATH
Oeceny mo 000U TeMe, U3yuyeHHOW B pamkax Kypca. [[ns oBimageHus STUMHU
HABBIKAMHU Bbl JIOJDKHBI YCBOUTH 0K0JIO 500 JeKCHYeCKUX eIMHMI] TEXHUYECKOM
TEPMHUHOJIOTUH.

Hansasiit YMK moctpoeH mo mpHHIHUITY OJIOYHO-MOIYJIBHOTO TOJXO[a,
YTO NPEANOJIAracT TEMAaTHYECKOE YJICHEHHE MaTepuasna, TEKYIIUA KOHTPOJIb 3a
Ka4eCTBOM OBJIAJICHHUsI MaTE€pUaJIOM, aKLIEHTUPOBAHWE BHHMAaHUs Ha BOIPOCAX,
BBI3BIBAIOIINX Y CTYJEHTOB OCOOBIE CIIOKHOCTH, MAKCUMAIBHYIO TOAJIEPKKY U
MIOMOIIb B MTPOLIECCE OCBOCHUS MaTepHUaa.

[{enTpanpHON eAWHUICH Y4eOHO-METOAMYECKOTO KOMILIEKCA BBICTYMAET
yueOHbd Monynb (YM). Jlanabiii YMK COCTOMT M3 HECKOJBKHX YYEOHBIX
moayiei (YM), COOTBETCTBYIOIIMX OCHOBHBIM pasjieiaM yueOHOH MpOrpamMMul.
Jloruka BbI€NIEHUS YYEOHBIX MOAYJIEH COOTBETCTBYET JIOTMKE IMPENoaaBaHUs
yuyeOHoro kypca. IIpy 3TOM y4HTBIBAIOTCS BpPEMEHHbBIE 3aTpaThl CTyACHTA Ha
npopabOTKy U yCBOCHHUE pa3jena.

Pazmmunple yueOnble momynu (m cam YMK) MoryTr KOMITOHOBAaThCS B
HOBble YMK, B TOM uymucie mnonv- ¥ MEXIUCUMIUIMHAPHBIC, WA BXOJUTH
COCTaBHBIMM YacTsAMH B Jipyrue Y MK.

B crpyktypy YMK, nmomumo y4deOHOTO TjIaHa, TECTOB W 3afaHUM IS
KOHTpOJIS, TSTH NPWIOKEHUW, CIHMCKA PEKOMEHIOBAHHOW JMUTEPaTypHI,
BKJIFOUEHBl YETBIPE MOIYJS, KOTOPbIE OpPraHMW30BaHbl IO TEMATHUYECKOMY
npuHiMny. TemaTuka ¥ xapakTep y4yeOHBIX MaTepUalioB, MPEACTABICHHBIX B
YMK, ob6ecneunBaior (QopMUpOBaHUE Yy CTYAEHTOB NpOodecCHOHaTBLHOTO
CJIOBaps, a TaKKe HaBBIKOB YTEHMs] U TOBOPEHHUS B paMKax NpodeccrHoHaIbHOM
TeMaTtuku. Kaxaplii MOAyJb COCTOUT U3 3 — 53JIEMEHTOB, KOTOPBIE, B CBOIO
ouepelib, MPEICTABISIIOT CAMOCTOSATENbHBIE €AUHULBI. KaKIbIil 2IIEMEHT UMEET
CBOIO TEMAaTUYECKYIO HANPaBJIE€HHOCTh U COCTOUT U3 CIEAYIOUINX OJIOKOB!

|. Vocabulary Work.

Il. Reading Comprehension.

lll. Comprehension and Word Study.

IV. Speaking Practice.

V. Writing Section.



OpHol W3 1ened NpoOBEPKH YMEHUN M HABBIKOB YYAIIUXCS [0 YTEHHUIO,
Hapsy C IPOBEPKOU MOHMMAHUs CMBICIIOBOTO COAECPKAHUA, SABJISIETCS MPOBEPKA
YMEHUS Yy4YalluXCid JOCTUYb TAaKOro T[OHMMAaHHMS B [EpUOJ BPEMEHH,
NpUOIMKEHHBIM K pealbHbIM PEUYEBBIM CUTYAlUsIM, B KOTOPBIX HOCUTEINb SI3bIKa
CTAJIKUBAECTCSI C HEOOXOAMMOCTBIO M3BJIEUEHUS CMBICIOBOM HMH(OpMALMM M3
IIMCBMEHHOI'O TEKCTa Ha aHIVIMHCKOM s3bIKE. XOYETCS HAAEAThCS, 4YTO ITO
W3/IaHUE MOKET 0Ka3aTh 3HAYUTEIIbHYIO IIOMOLIb B JIOCTHKEHUHU ITOW LIEJIH, TaK
KaK KaKIbl MOIYyJIb CONEPKUT TEKCTBl C 3aJaHUAMH Ha CMBICIOBOE
BOCIIPDUSITUE IIPOYMTAHHOTO TekcTa. Kpome TOro, 3agaHusi HalpaBi€Hbl Ha
IIPOBEPKY HE TOJIBKO IIOHMMAaHHs, HO M YMEHHs IIPABUIBHO IIEPEBECTU
AHITIMHACKUM TEKCT. JIekcuuecKkue ynpaKHEeHUs IOMOTYT CTyACHTaM, TaK K€ Kak
U JpYTMM YHWTaTelasiM, YTOYHUTh CBOM MPEJICTABICHUS O CEMAHTHKO-
CHHTAaKCUYECKOU COOTHECEHHOCTH CTPYKTYP PYCCKOT'O M aHTJIMUCKOTO SA3BIKOB.

TexkcTel s YTeHHs], BKJIIOYEHHbIE B JIaHHOE IOCOOWE, MPEACTABISAIOT
co0oil OoraTblii MaTepuan U3 AHTIMICKUX M aMEPUKAHCKUX OPUTMHAIbHBIX
UCTOYHUKOB MO pa3HbIM TeMaM. OCOOEHHOCThIO JAHHOTO MOCOOUs SIBISETCS
MOJIXO0J K YTEHHWIO HE TOJBKO KaK K HCTOYHMKY MH(OpMAalW{, HO U KaK K
Croco0y COBEpPLIEHCTBOBAHNS MOHOJIOTMYECKON PEUH B IPOLIECCE YTEHMS.

ITocne Texkcra MPUBOIATCS BONPOCHl, KOTOpPblE HE TPEOYIOT €ro
nepeckasa, a BbI3bIBAIOT COOCTBEHHOE paccykjeHue. biarogaps 3Tomy K KOHIlY
TeMbl OOydJaromuecs: 0OCYIIT 3HAUYMTENBHBIM Psj MpodiieM, mpuobdperas mpu
3TOM yCTONYMBBIE HABBIKM OOILEHUS HA AHIJIMICKOM SI3bIKE.

Jlexcnueckue €IMHULBI BBIIEIAIOTCS KaK B TEKCTE, TaK U B CIOBAPHOM
CIIMCKE, M 3aKpEIUBIIOTCA B YIPAKHEHMSIX. OJTHU CIIOBA M CIOBOCOYETAHMS
npeIHa3HaYeHBbl JJIS1 «aKTHUBHOTO CJIOBaps» 0Oydaromuxcsi, TO €CTh AJs TOroO,
9TOOBl MMHU TMOJb30BAThCSI B PEUU. YTNPAKHEHHUS HUMEIOT IeNbI0 HAy4YUTh
IPAaBUJIBHO YHOTPEONATh OTOOpPAaHHBIM CIOBapb, NPUBOJUMBIA B CIIUCKE, U
Pa3BUTH HABBIKM YCTHOM M MUCBMEHHOU peun. Psanx ynpaxHeHHWi HampasieH Ha
JANbHENIITYI0O TPEHUPOBKY B yMOTPEOJECHUH OTOOPAHHBIX S3BIKOBBIX SIBICHUN
(mapadpa3s, mepeBo, cocTaBiIeHHE COOCTBEHHBIX IIPUMEPOB U JP.).

[Tocobue 3aBepiaroT MoJIE3HbIE KaK JJIsl y4EOHOro IMpolecca, Tak u AJis
NPAKTHYECKON CaMOCTOSITENIbHOM paboThl MaTEPUATIBI:

— Expressions most commonly used in letters comuogrn

transport documents.

— Sample letters.

— Useful phrases.

— Glossary.

—  Definition list.



DopMBbI KOHTPOJISA

W3ydeHne Bcero Kypca 3aBepliaeTcs SK3aMEHOM, KOTOPBIN BKIIIOYAET B
ceos:

1. TIuchbMEHHBIN MEePEeBOJI TEKCTa MPO(HEeCCHOHATLHO-OPUEHTUPOBAHHOTO

xapaktepa co cioBapeM (1600 nmeuaTHBIX 3HAKOB 3a aKaJICMHUCCKHIA
Jac).

2. Ilepemauy comepxaHust TeKcTa aisi oOmiero o3xakomuienus (1500
NIeYaTHBIX 3HaKOB 32 10 MUHYT) Ha POJHOM HJIM UHOCTPAHHOM SI3BIKE.

3. MoHonoruueckoe cooOIIeHne MO H3YYEHHOMY MaTepuaily MpHuMe-
HUTEJILHO K 3HAKOMBIM THUIIOBBIM CUTyanusM. O0beM BBICKa3bIBAHHS —
10 15 dpas.

4. CutryaTuBHO-00YCIIOBICHHYIO Oeceny ¢ npemnoaaBareiem (8 — 10pen-
k). IlepeyeHb TeM, BBIHOCHMBIX Ha DJK3aMEH I YCTHOTO
cobecemoBaHuA:

» About myself.

* Novopolotsk. Polotsk State University.
» Belarus.Great Britain.

» My future profession.

» Logistics and its functions.

» Sales forecasting.

 Distribution.

« Transportation management.

» Selecting a carrier and routing.

Kpome Toro, mporpamMmma mpeaycMaTpuBaeT TEKYIIUNA ¥ MPOMEKYTOTHBIN
KOHTPOJIb B YCTHOH (opmMe W B BHAEC TECTHPOBAHHS B 3aBUCHUMOCTH OT
TpeOyeMOro ypoBHSI YCBOSHHS, a TaK)KE CEMECTPOBBIN 3a4eT, KOTOPBIA HOCHUT
HaKOIMUTEIbHBIN XapaKTep.

HopMbl onieHKH
1. Oyenxa nepesooa

YpoBHH Urenue

0 |OrcyrcTBHE NepeBoOJia WM OTKA3 OT HETO

|. Huskuit 1 |IlepeBom TekcTa Ha YpOBHE OTHAEIBHBIX CJIOBOCOYETAHHH U
(petienTUBHBIH) MPEAJIOKEHUN TPU MPOSIBICHUU YCUIINM U MOTHUBALIMH

2 | Hemonusiii nepeBon tekcta (Menee 90 %). lonmyckarotes rpyObie
HWCKa)XEHHUS B Tepenade conepkanus. OTCYTCTBYET MpaBHIIbHAS
nepenaya  XapakTepHBIX OCOOCHHOCTEH CTHIISL TEPEBOAMMOIO
TEKCTa




IIpooondicenue mao.

YpoBHH bas- UreHue
JIBI
Il. 3 | Hemonnsiit mepeBon (90 %). lonmyckaroTcst TpyOble CMBICTIOBBIC
VY nosnerBopu- TEPMUHOJIOTUYECKHE HWCKaKeHMs. Hapymaercss mnpaBHIBHOCTH
TETbHBIN nepefayn  XapakTEpHBIX OCOOCHHOCTEH CTHIIS IEPEBOJMMOIO
(peenTHBHO- TEKCTA
PETPOLYKTHBHEM 4 | Ilomueii mepeBoa. [omyckaroTcs rpyOble TEPMHHOJIOTHYECKHE
uckaxxeHus. Hapyiaercs mpaBWIbHOCTh NEpEayd XapaKTEPHBIX
0COOCHHOCTEH CTUJISI MEPEBOIMMOTO TEKCTa
[I. 5 |Tlonuerii mepeBon. JlomyckarOTCsi HE3HAUUTEIBHBIE HCKAKEHUS
Cpennuii cMbIcia MW TepMuHonoruu. He Hapymaercs mpaBUIBHOCTh
(peripoyKTHBHO- Nepeaady CTUJIS EPEBOAMMOr0 TEKCTa
NpONYKTUBHBIH) | 6 | ITonubiidi  nepeBog. OTCYTCTBYIOT — CMBICIOBBIE — MCKaKEHHS.
JlonmyckaroTcss HE3HAUYUTEIbHBIE TEPMHHOJOTUYECKUE HMCKaKEHUS.
Hapymaercs MPaBUIbHOCTh nepegadu XapaKTEepPHBIX
0COOCHHOCTEH CTUJISI TEPEBOIMMOTO TEKCTa
V. 7 | IlomHabrin MEepPEBO/I. CobOmromaercs TOYHOCTh nepenayu
JlocTaTo4YHBII coaepxkanusi. OTCYTCTBYIOT TEPMHUHOJOTHYECKHE HUCKaKEHUS.
(MpOTyKTHBHBIIA) JlomyckaroTcss ~ HE3HAYUTENbHbIE  HApYIICHUS  XapaKTEPHBIX
0COOCHHOCTEH CTUJISI TEPEBOIMMOTO TEKCTa
8 |Ilomublii mnepeBoa. OTCYTCTBYIOT CMBICIOBBIE U TEPMHHOJIO-
rHYecKUe HCKaXeHHs. B OCHOBHOM coOOJIO/IaeTCsl MpaBUIIbHAS
nepefaya XapakTEepPHbIX OCOOEHHOCTEH CTHII TMEepeBOJUMOIO
TEKCTa
V. Beicokuii 9 |Ilomubiii mepeBox. OTCYTCTBHE CMBICIOBBIX ©  TEPMHHO-
(pOMyKTHBHBIH, JIOTMYECKUX UCKaxkeHud. IIpaBusibHasi mnepemada XapaKTEpHBIX
TBOPYECKHIA) 0Cc00EHHOCTEH CTHIIS IEPEBOIUMOT0 TEKCTA
10 |Ilomusii mepeBog. OTCyTCTBUE CMBICIOBBIX M TEPMHHO-

JIOTMYECKUX MCKaKEeHUM. TBopueckuid moaxoj K Tmepenadye
XapaKTePHBIX 0COOCHHOCTEH CTUIISI IEPEBOIMMOTO TEKCTa

2. OueHKa NOHUMAHUA nPpU YmMeHUU

YpoBHH ba- Urenue
JIbl
0 | OrcyrcTBHE OTBETA WIIM OTKA3 OT OTBETA
l. 1 | [Houumanue menee 30 %0CHOBHBIX (PAKTOB U CMBICIOBBIX CBS3EH
Huszkuii MEXIYy HUMU
(penerrruBHELH) 2 |Ilonumanue 30 % OCHOBHBIX (DaKTOB M CMBICIOBBIX CBSI3€i
MEXy HUMU
Il. 3 | llonumanue meHee 5O %0CHOBHBIX ()aKTOB M CMBICIOBBIX CBSI3EH
PenponyxTus- MEXy HUMU
Hbili) 4 | Ilonumanue 50 Y00CHOBHBIX (haKTOB TEKCTA U CMBICIIOBBIX CBS3EH
MEXy HUMU




Oxonuanue maoa.

YpoBHH ba- Yrenue
JIBI
. Cpemamii 5 [Tonnmanue OONBIIMHCTBA OCHOBHBIX (DaKTOB TEKCTA, CMBICTIOBBIX
(perpoTyKTHBHO- CBSI3€H MEXITY HUMH U OTJACIbHBIX JIeTalel TeKcTa
TPOJTYKTHUBHBIIA) 6 [TonnMaHnne BceX OCHOBHBIX (PAKTOB TEKCTa, CMBICIOBBIX CBSI3ei
mexnay Humu u 50 % neraneit Tekcta
V. 7 | IllonnmaHue BceX OCHOBHBIX (DaKTOB TEKCTA, CMBICIOBBIX CBSI3CH
JlocTaToYHBII Mexay aumu u 70 Y%paeraneii Tekcra
(TIpOTYKTHBHBIH)
8 [TonnMaHnne BceX OCHOBHBIX (PAKTOB TEKCTa, CMBICIOBBIX CBSI3Ei
mexnay Humu u 80 Yoneraneit Tekcta
V. Beicokuii 9 [ToHnMaHNe BceX OCHOBHBIX (DAKTOB TEKCTa, CMBICIOBBIX CBS3EH
(MPOIYKTHBHBIH, Mexay aumu B 90 Y% aeraneli Tekcra
TBOPYECKHUIA) 10 | 1004porieHTHOE TMMOHUMAaHHE OCHOBHBIX  (DAaKTOB  TEKCTa,

CMBICJIOBBIX CBA3€H MEXIY HUMU U Je€Tajel TeKCTa

3. OL}GHKCI NUCbMEHHbIX Mecmoe

lkana nepeBoja B JAECATUOAIBHYIO CHCTEMY B COOTBETCTBHM C
[TpunoxeHneM K TOCTAaHOBIEHHI0O MuHHCTEepcTBa oOpa3oBanust PecnyOnmku
benapych ot 1.04.2004. Ne22:

100 — 95 Y%rpaBUIBHBIX OTBETOB 10 6amnoB
94,8-90% npaBMIIbHBIX OTBETOB 9 OaitoB
89,6 — 83 YaipaBUIILHBIX OTBETOB 8 daoB
82,6 — 75 YarpaBUIbHBIX OTBETOB 7 6annoB
74,6 — 65 Ya1paBUIILHBIX OTBETOB 6 OaIoB
64,7 — 50 YarpaBUILHBIX OTBETOB 5 6amioB
49,7 — 35 Ya1paBUIBHBIX OTBETOB 4 GayoB
34,7 — 20 Y%1paBHIIbHBIX OTBETOB 3 OaiutoB
19,7 — 10 YarpaBHIIbHBIX OTBETOB 2 6amioB
9,7 — 1,8 YaipaBMIIBHBIX OTBETOB 1 6ayutoB
1,4 — O YarpaBHIILHBIX OTBETOB 0 GamoB

HanmMenbimass monoxutenbHas oleHka — 4 Oaimia BBICTABISIETCS TIPH
NIPAaBWJILHOM BBITIOJIHEHUH He MeHee 2/3 3amanmii. OTCyTCTBHE pabOTHI HITU
OTKa3 OT BBITIOJHEHHUS COOTBETCTBYIOT orieHke 0 6aios.



MODULE 1

¥3-1

ABOUT LOGISTICS

I.  Vocabulary Work

1. To check or build up your vocabulary on this gabt, look at the words
and word combinations listed on this page.

consumption [En'ssm(p)n] n —
cost [kost] n —
customer ['kstomo] n —
demand [di'ma:ndj —
inventory ['Inwntori] n —

forecast ['f:ka:st]n —
freight [freit]n —

freight traffic -

management ['maafimont] n -
to manufacture fnaenju'faekd] v —

to purchase [ftfos] v -
reduction [ri'dk/n] n -
schedule [edju:l] n -
to stock [sik] v —

superior [su'piria] adj —
warehouse ['w&haus]n —

2. Match the word combinations

interpretation in column B.

=

2. retarded demand

3. poor demand
4. continuous demand

internal demand, home demand

noTpeOIeHUE, pacxo

1IeHa, CTOUMOCTh

3aKa3uuK, MOKYIAaTeh, KIUCHT
CIpoc, TOTPEOHOCTH

TOBapbI / MpeAMETHI, BHCCCHHBIC B
MHBEHTaph

MPOTHO3

bpaxt, Tpy3; MepeBO3Ka IPy30B
rpy30000poT

yIpaBJIeHUE, YMEHHUE CIIPABIISITHCS

(c paboToii)

MIPOU3BOANTH, H3TOTOBJISTH,
o0pabaThIBaTh

MOKYTIaTh, 3aKyNaTh, MPUOOPETaTh
CHIDKEHHE, YMEHBIIICHHE, COKPAIIIEHUE
CIIHCOK, MTepeueHb, Tpaduk
CHA0XXaTh; UMETh B HAIMYNU, UMETH B
MPOJIaXKe

BBICIIMH, JIYYILINH, IPEBOCXOIHBIN
TOBAPHBIN CKJIa]l

in column A with the Russian

A)TOBIIETBOPSTH CIIPOC
b)crocoOcTBOBATH YBETHUCHUIO
crpoca
C) TOJIb30BaThCS CITPOCOM
d)ypoBens crpoca



5. active demand €) peryIMpoBaHHUe CIpoca

6. demand fluctuations f) crpykTypa crpoca

7. supply-demand balance JLOOTHOIIIEHHE CIIPOCa U

MNpCIJIOKCHHUA

8. to meetdemand h)cokparmienne cnpoca

9. demand conditions |) CABUTH B cIIpoce

10. regulation of demand, ]) paBHOBecHE crpoca u
management of demand, PEII0KCHHS
demand management

11. demand shifts K) xonebanus cripoca

12. fall in demand [) smactmunkIi cipoc

13. to enjoy demand M)BHYTPEHHUI CIIPOC

14. to boost demand N) 3aMe IEHHBII CIIPOC

15. expected demand 0)HEOOJIBIIION CITPOC

16. consumer demand P)0>KHMBJICHHBIH CIIPOC

17. market demand Q) HOTPEOUTEILCKUI CIIPOC

18. elastic demand I) OXKUIaeMbIi CIPOC

19. supply-demand situation S)HeNmpePBIBHBIN CIIPOC

20. pattern of demand t) pBIHOYHEIH CcrIpOC

3. Match the words given below with their definitie:
management, freight, demand, inventory, cost, wmps$ion, customer,
warehouse

1. willingness and ability to purchase goods andises

2. the price paid or required for acquiring, pradge¢ or maintaining smth,
usually measured in money, time, or energy

3. aperson who buys

4. the skilful or resourceful use of materials,djratc.

5. expenditure on goods and services for finalgreakuse

6. a place where goods are stored prior to theiy distribution, or sale

7. the amount or value of a firm’s current assle#d tonsist of raw materials,
work in progress, and finished goods; stock

8. goods for transport

4. Using a dictionary if necessary, explain the féifence between the
following items:

a client and a customer

management and administration

10



goods and inventory

to stock and to sell

demand and permission

a schedule and a diagram

a warehouse and depot ['dap

5.

Complete the sentences, using the correct warg@lorase from those you
have seen above. To help you, the first letter ecle word is given.
Translate the sentences.

L... — the science of planning, organizing and agamg activities that
provide goods or services.

Many of our c... have asked us to implement ogomanendations using
our experienced project m... team.

His work focuses on transportation negotiatiansl procurement, value
analysis, f... and audit management for all modes dofnestic or
international transport.

Lower production c..., ready access to labor, @ager markets, especially
in Mexico, China, Eastern Europe and India havdetli@ move for the
USA to near-shore and off-shore manufacturing.

To remain competitive, today’s “virtual manufaes” must deliver ever
higher service levels and lower costs for demanding.

Working at all levels from the strategic to &y to day logisticians help
clients find new ways of managing the flow of m...raigh their
procurement and d... networks, warehousing and toahsperations.
Logistics is the integration of the differenpasts of a business to ensure

smoother f... .

Study the following definitions. Be sure you rember all of them. Then
ask your partner to name the definitions to checkva many of them you
can recognize.

Logistics is the art and science of obtaining drstributing materials and
product in the proper place and in proper quastitie

Materials management. A term is often used ¢chi@mngeably with logistics.

— The grouping of management functions supportitegdomplete cycle of
material flow, from the purchase and internal cointof production
materials to the planning and control of work-irogess to the warehousing,
shipping and distribution of the finished product.

11



3. To logist — to perform logistics functions olopesses, the act of planning,

organizing and managing activities that providedsgoor services. (Eg. She

logisted the last operation. | will logist the n@xteration. | am logisting the

current operation. We logist the operations. Theratons are well

logisted.)

Logistic — of or pertaining to logistics.

Logistical — of or pertaining to logistics, lsgcs-like.

6. Logistics Functions — planning, procurementngportation, supply and
maintenance.

7. Logistics Processes — requirements determinafioquisition, distribution,
and conservation.

8. Cradle-to-Grave logistics — logistics plannimgsign, and support which
takes into account logistics support throughoutdhtére system or product
life cycle.

ok

Reading Comprehension

=

Read and translate the following text. Use atahoary if necessary.
LOGISTICS

Logistics means having the right thing, at the triglace, at the right time.

Logistics has seen a revolution in recent yeargoimng a topic of
critical importance in business today. Demandscfust reduction and service
improvement, as well as freight traffic and tranggton management services
have demonstrated that superior management of isdat&mction is vital to the
survival of a firm. Logistics lies at the heart thie great changes sweeping
through today’s business environment. The competipressures for higher
guality, quicker response time, superior serviagj $otal customization can
only be met through more intelligently run maten@nagement. This subject is
about the fundamental essence of a firm - how etvices are delivered to
customers. It involves such tactical issues asydatler scheduling, statistical
guality and quantity control, and inventory control

As the variety of products increases, the problemhsforecasting,
purchasing, stocking, and distribution increaseocerptially. While demand for
an entire product line is forecast able with sormseueacy, individual item
demands vary widely. The more items in the prodinet, the more difficult is
the forecasting, purchasing, and distribution.

12



Logistics has become so important in the ordeilfuként process that the
functions it encompasses have increased and itarbiecal position in the
organization has been raised.

Meanwhile, there is wide divergence of opinion gbmany aspects of
logistics: where the function should be placed, twtsaresponsibilities are, and
whether it should be centralized or decentrali2&thile the final choice must
always relate to the needs of the specific firmgirestion, the high cost of
materials equates the material management funetitnthe main functions of
the organization. A partial organization charteets the place of logistics.

Exhibit 1
Organization Chart Showing Logistics Functions

General Staff
Management a
c
c
29 o T
o s c 2 Q
= b= S @
2.2 < Manufacturing Logistics s 2
g é © c O
< s o> &
L © )
< L
— Purchasing

— Traffic

— Warehousing

— Production Planning
and Control

— Data Processing

— Customer Service

Production Planning and Contral

Note the peculiar position of production plannimgl @ontrol. This area is
crucial to manufacturing. As such, it may be asstjrorganizationally to
logistics, but functionally to manufacturing, andhypically located in the
manufacturing area. To sum up everything writteovab logistics is the process
of planning, implementing, and controlling the efint, cost effective flow and
storage of raw materials, in-process inventoryjsfiad goods and related
information from point of origin to point of consytion for the purpose of
meeting customer requirements.
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Answer the following comprehension questions:

What is logistics?

2. How business environment necessitated the agpearof logistics as a

science?

What functions does logistics encompass?

4. Does the significance of logistics in a compangtructure increase or
weaken nowadays?

5. Which key words can you name to describe larg8ti

6. What is the place of logistics in a company'gamzation? Who is

responsible for materials management?

=

w

When you have answered the questions, find a partme your group.
Compare your answers and swap the information.

lll. Comprehension and Word Study

1. Name the sentence which best reveals the maga idf the text.

1. There is wide divergence of opinion about maspeats of logistics.

2. The peculiar position of production planning acohtrol is crucial to
manufacturing.

3. Logistics becomes a topic of critical importantéusiness today.

2. Complete the text below by filling each gap witime of the following
words.

Inventory, supplies, field, sell, run, oguction, logisticians, responsible

LOGISTICS MANAGEMENT

The term “logistics” originates from the anciente@k “logos” — “ratio,
word, calculation, reason, speech, oration”.

Logistics is considered to have originated in thitany’s need to supply
themselves with arms, ammunition and rations ag th@ved from their base to
a forward position. In ancient Greek, Roman anddByine empires, there were
military officers with the title “Logistikas” who ere 1 for financial and
supply distribution matters. Later, with the movernef troops came the need to
move__ 2 for the troops. The people who procured suppliesfrived ways to
transport supplies, and distributed supplies thinoudthe troops were the 3

14



Logistics management has been an integral part ibfam strategic
management for decades. This field is now becomioge and more prevalent
in the business arena with the increasing needatkerbusinesses 4 more
efficiently. Logistics management delivers manyusohs and systems to
improve__ 5 and reduce operation costs of businesses acragssaators.

Logistics management is the management of goodéuple 6 . If
you plan to open a store of any kind that has itmgnyou will need some sort
of logistics management.

Logistics management integrates the management cofr ygoods
transportation, 7 , warehousing, material handling and packaging.tMdtuse
owners hire a third party to handle all of thegikiics management.

The need for logistics management has increasedtbgecenturies and

presently, logistics management is common in jusufevery 8 of business.

3. Go through the following statements and say lifley correspond to the
text. Put a tick next to the correct statements.

1. Logistics management is used as an integral glmnilitary strategic
management only.

2. Logistics functions can be performed by oneq@®is a company.

3. Logistics deals mainly with distribution of geod

4. Logistics management is not connected with prodao planning and
control.

5. If one tries hard, it is possible to forecadiwdual item demands with
some accuracy.

6. Logistics has seen a revolution in recent ydagspming less significant in
a firm’s organization structure.

7. The final purpose of logistics is to meet selégfuirements.

4. Give Russian interpretation of the following Ehgh sentences. Try not to
look up any words, but work from memory.

1. Since 1987 our company has been providing inigaervices for moving
your shipments.

2. The number of companies involved in satisfyimpsumer demand while
reducing the management control on daily logisbigsrations has increased
lately.

3. Logisticians provide direction and support iivishg improved profitability,
improved customer service and increased supphndleibility.

15
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If you ask a logistics consultant for help, tiesults are simple — you will
gain strategically practical advice with a guaradtesturn on investment.
Our logistics consultants have a wide and vaiaede of logistics skills and
experience, gained both within highly competitivamafacturing and retail
environments.

Logistics management is that part of the supghain which plans,
implements and controls the efficient, effectivewiard and reverse flow
and storage of goods, services and related infeoomaetween the point of
origin and the point of consumption in order to meestomer and legal
requirements.

Some experts distinguish supply chain managemht logistics while
others consider the terms to be interchangeable.

Translate the words, choose one from each lineebmplete the sentences
below. (There is one extra word line).

transportation; transporting; transport; tramsgige; transporter
involve; involved; involvement; involving

efficient; efficiency; efficiently

manage; management; manager; managed; managing
operate; operated; operating; operation; omeralj operative
delivery; deliver; delivering; delivered; delramce

require; requirement; required; request

The of any business entity would coitie a lot of hard work,
time, money and effort.

In many cases, the response of an organizatondifficult times
some manner of cost cutting.

Delivery performance depends greatly on how el entire supply chain
IS :

If a company with its own faciliteescides to employ external
warehouse specialist, this would be an examplbiad party logistics.

The best possible balance between cost andrpeamce should be striven
for :

Many people do not really stop to think abowd thle that ... companies
play in the overall success of any enterprise.
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a) Read and translate the following text usingdectionary if necessary.
Then look through the words and word combinations the box and
match them with those in italics in the text.

a) topic  b) to make better c) guarantes) factory e) to finish

f)toget g)toprovide h)amount aiyroup of similar objects

© 00 N oo o b~ W N P
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PRODUCTION LOGISTICS

This term is used for describing logistic procesaghin an industry.
The purpose of production logisticss 1) to ensurethat each machine and
workstation is bein@?) fed with the right product in the right quantity and
guality at the right point in time. Th®) issueis not the transportation itse
but to streamline and control the flow through #)evalueadding processes
and eliminate non-value adding ones. Productiomsiiog can be applied in
existing as well as new) plants Manufacturing in an existing plant is a
constantly changing process, existing as well agew5) plants Machines are
exchanged and new ones added, which gives the tojyggrto 6) improvethe
production logistics system accordingly. Productiogistics provides the
means to7) achievecustomer response and capital efficiency. Prodnocti
logistics is getting more and more important witte tdecreasing) batch
sizes. In many industries (e.g. mobile phone) baizl one is the short term
aim. This way even a single customer demand c&) hdfilled in an efficient
way. Track and tracing, which is an essential pagroduction logistics — due
to product safety and product reliability issuess-also gaining importance
especially in the automotive and the medical ingust

Quite often a word has more than one meaning awmtioosing the
appropriate meaning from a dictionary may not besyaunless the whole
context is clear to you. Which do you think is thmeaning of the
following words and expressions in the text.

to describe a) to pronounce
(line 1) b) to give a representation

c) to draw a line or figure

point a) a dot
(line 4) b) a location

C) a pin
d) a specific condition
e) a moment
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flow a) a continuous stream
(line 5) b) the advancing of the tide
c) the amount of liquid that flows in a given time

plant a) a living organism
(line 7) b) a factory or workshop
c) mobile mechanical equipment for constructiomadronaking

means a) the medium, method or instrument
(line 11) b) resources or income
c) considerable wealth

capital a) the seat of government of a country
(line 11) b) material wealth

c) the capitalist class

d) very serious, fatal

single a) existing alone

(line 14) b) unique or individual
c) an unmarried person
d) a gramophone record

7. Look at the three website advertisements forueahdded services. Then

complete the table.

Maxwell Express Logistics
Warehousing is just one of the integrated logistmwices we provide. Here 3
some value-added services we can offer:

Pick and pack Returns processing

Literature fulfillment Credit processing ... and rhumore!

\re

Sichuan International Logistics

Our logistics team at Sichuan International Logssthas the experience and

expertise to provide our customers with value-adskgtices that compleme
their basic warehouse operations. Our servicesdecl
Kitting Packaging services

nt

Import / export cargo customs clearance Exporkipgcand crating

18



GLX Worldwide Logistics
We provide value-added services which complemedterhance all kinds of
logistics operations. Our services go far beyond liasic distribution and
warehousing services usually offered. GLX valueeaatdogistics services
include:
Polybagging and shrink-wrapping Bundling / unbumgll
Recycling Labelling

product packing / other

payment | documentation . .
assembly packaging services

Maxwell
EXxpress
Logistics

Sichuan
International
Logistics

GLX
Worldwide
Logistics

8. Three people describe how IT (information techogy) has changed
their jobs. Complete their statements with worderfr the box.

RFID e entere tracke mobile phones devicee digital ¢ GPS-based tag

1. Customer

Tracking shipments is a lot easier with SMS-Fasickr Now | can use my
! to find out where my shipment is. | just have to §
my air waybill number on my mobile and wait a feecands. Then | get a
reply with the details of my consignment’s currstdtus. It's such a great
ideal

2.  Truck driver
All our trucks are equipped with a ® truck support system now.
For me that's a great help as | can always use negpshow me exactly
where | am and where | have to go. Obviously, #so useful for the

company. They can * my vehicle at any time, see the route I'm
taking and where | make stops. And what'’s very gdnd me — the system
also comes with a > camera so | can take photos if there’s a

problem while I’'m on the road.
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Manager at a trailer storage yard

| work at a trailer yard where trailers filled wifackaged goods are kept
until they go out to the customers. The site ig/varge and we have four
different areas for trailer storage. Until the new ® tag system
was introduced, it could easily take a couple afredo find the trailer we
wanted. Now it's a matter of minutes to locate Wehicle we’re looking
for. All we have to do now is put the ’ on a trailer and use a
mobile ® to identify it. It really saves us a lot of time.

I\VV. Speaking Practice

1.
A.

Read the interview below, give its Russian iptetation.
There are so many people discussing Logistics imgtin the corporate
setting. It's obvious. Mr. Braun, are you readeiplain the reason of it?

Well, this is attributed to the fact that a companyaterial management
system plays a huge role towards corporate success.

It's well-known that logistics has been used thioug history. Military
campaigns sparkled the first need for logistics aga@&ment. But what about
business?

Logistics as a business concept evolved only in&t)s. This was mainly
due to the increasing complexity of supplying or®isiness with materials
and shipping out products in an increasingly glaeal supply chain,
calling for experts in the field who are called BlypChain Logisticians.

Am [ right to define it roughly as having the rigtem in the right quantity
at the right time at the right place for the rigiice in the right condition to
the right customer?

You are right, well done. Logistics is the scienoé process and
incorporates all industry sectors.

So much it encompasses! Is it possible to statérithkaim of logistics?

Well, I'd say, the goal of logistics work is to nege the fruition of project
life cycles, supply chains and resultant efficiesci
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B.

What about people and their personal touch? Onddwvut say it is easy to
manage all you've just mentioned.

It's not easy at all. A logistician is a professaabrogistics practitioner.

Professional logisticians are often certified byfpssional associations.
Some universities and academic institutions traudents as logisticians, by
offering undergraduate and postgraduate programs. féx personal

characteristics, a logistician is supposed to bkk-evganized sober-minded,
intent, level-headed, practical, rational and... s, logical.

One more thing to add a logistician should havemaer brains. Well, and
what are the main functions of this computer?

The main functions of a qualified logistician ind& inventory
management, purchasing, transportation, warehousorgsultation and the
organizing and planning of these activities. Lagiahs combine a
professional knowledge of each of these functioostrsat there is a
coordination of resources in an organization.

As there are so many functions of logistics, I'ppose there should be
some subdivision within business logistics itsalfa | right?

Yes, you are. To put it briefly, in business, |tigs may have either internal
focus (inbound logistics), or external focus (owtd logistics) covering
the flow and storage of materials from point ofgari to point of
consumption. And one more thing to say here: taeeetwo fundamentally
different forms of logistics. One optimizes a stefldw of material through
a network of transport links and storage nodes. dtiner coordinates a
sequence of resources to carry out some project.

Mr. Braun, thank you very much for the profoundtlge on logistics you
gave us.

You are welcome. And thank you for being good comypa

2. Speak about logistics, its definition, functionsignificance.
What is business logistics?

What is production logistics?

Make a close-to-the-text retelling of the contents.

21



V. Writing Section

1. Read the words to the text “Green Logistics” atiir translation. Try to
memorize these words so that to be able to graggfgondly the main
idea and the details of the text below.

to sustain —I0]/IEP)KUBATh

waste —I10TepH, YOBITOK; U3JIUIIHSIS TpaTa

impact —BJIMSTHUC

disposal —IpojiaKa; PacIoIOXKeHHE; YIIPABICHNE
agenda ~I0BECTKA JHS

retailer —pPO3HUYHBIN TOPTOBELL

van —¢ypron

vehicle —TPaHCIIOPTHOE CPEJICTBO

to rush —HECTUCH, MUATBCS

vastly —3HAYUTEIBLHO, OUCHb

to emit —HCIycKaTh (TEII0, CBET), BBIACIATh

to label —IPUKPEILIATH / HaKJICHBaTh SIPJIBIK

fill — JI0CTATOYHOE KOJMYECTBO (4Ero-i.); ChITOCTh
load —Ipy3; HapTHsl Tpy3a Ha BaroH, CYIHO U T.II.
to emulate -yCTPaHATh, UCKIII0YaTh; YHUYTOXKATh

GREEN LOGISTICS

The word of the moment is “sustainability”. Sustble transport,
sustainable waste management, sustainable waregoust’ve heard them all.
But really it's about sustainable business becaasa&ye all know, rising energy
costs have a direct impact on the bottom line. 8atwlo supply chain managers
need to do to ensure that their business can thmivhe years ahead when
energy becomes more expensive and Governmentdegidio drive us towards
reducing emissions?

Modern supply chains have become more and more learmpth many
interdependencies between the various parties. dfmadave to be concerned
with reducing the energy use of buildings, thetrebamerits of various modes
of transport, the design of packaging and the coftsaste disposal, to name
just a few. Each of these can place conflicting aeas on the supply chain
processes. And to stay in business we have tohsatis customers who are
continually expecting better service and, righttywoongly, greater choice and
faster response. There is no easy answer to deaiihdghese problems but what
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Is clear is that sooner or later we will have tankhabout supply chain
development in a completely new way, where energy and environmental
considerations are the driving forces. Green lagisand sustainable supply
chains are now moving right to the top of the ager€buld it be that customer
choice and speed of response will have to give aagaywe move into this new
world-order?

The culture of “l want it now and | want it cheaph the part of
consumers is just in time stock management priasipdemanded by
manufacturers and retailers has resulted in sonmg weefficient logistics
practices — lots of small delivery vans and fulhiates rushing around the
country trying to satisfy every whim regardlessitsf environmental impact.
There is plenty of research evidence to show titadagh general traffic has not
grown as fast as the overall economy in recentsyean traffic has vastly
increased. Also there is evidence that vehicladilhot improving as much as it
should given the focus of attention it has received

So what is to be done? As you might expect thermisingle solution. It
will require some or all of the following measutesmake an impact:

- Education — the majority of consumers are totaihyaware of the
environmental impact of the decisions they make smdeed to be
told the carbon impact of the choices they makeudin labelling and
clearly presented information.

- Government — needs to develop a clear transpoiicyp that
encourages efficient behaviour which generally rseamnimising
movement, maximising the size of vehicles being dusand
maximising their fill.

- Manufacturers and retailers — need to give moiaity to ordering in
full vehicle loads. Where this is not possible aditgtion centres and
the like should be used to bulk up loads. This wilirease stock
holding but reduce carbon so long as it does nad f® increased
waste.

- Product range — consumers seem to like retaitengasingly larger
and larger ranges but this creates inefficienciée likes of Aldi and
Lidl have shown that customers can still be até@db stores with
much smaller ranges and this is a pattern thatr ottailers will do
well to emulate.

Write down the answer to the question: What puseodid the author of
this article pursue while writing it?
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CUSTOMER SERVICE LEVEL

I.  Vocabulary Work

1. To check or build up your vocabulary on this gabt, look at the words
and word combinations listed on this page.

airfreight [eofreit] n
assortmentdso:tmont] n
to assumedsju:mjv
brand [braendh
channel of distribution

crucial ['krufl] adj
customer ['kstomo] n
customer service level

to deliver [di'liw] v
dependable [di'pentl] ad]
to ensure [ifb:] v

to estimate [‘estimey
extras ['ekstiz] n

extra costs

goods [gudzh
grocer ['gpuss] n
to highlight ['hailaitiv

inventory ['Inwntori] n

merchandise ['mtjondaiz]n
perspective [gspektiv]n

to provide [ps'vaid]v
rough handling

— BO3JYIIHBIE TPY30IIEPEBO3KU
— aCCOPTHUMEHT; COPTHPOBKA
— TpeAanoJaraTh, A0MyCKaTh; OpaTh Ha ceOs
— (¢abpuuHas Mapka
—nopsaok / croco6 / cucrema
pacnpezeneHus
— pelarumn, KpUTHIECKUN
— 3aKa34WK, MOKYIAaTelb, KIUEHT
~ypOBEHb 00CTYyKMBaHUS (KAa4eCTBO
o0CIyKHUBaHUs TIOTPeOUTENICH)
— JIOCTaBIISITh
— 3aCIy’KMBAIOIIUHN JOBEPUS
— obecneunBaTh, rapaHTUPOBATh
— OIICHUBATH
— JIOTIOJTHUTEIHHBIC TOBAPHI,
JOTOJHUTENBHOE 000PYy1I0BaHHE
— IOTIOJTHUTENIbHASI CTOUMOCTb;
JIOTIOJTHUTEIIbHBIC M3/ICPIKKH (3aTPaTHl,
pacxoibl)
— TOBapPHI, U3ACTHUS
— TOPTOBEIl MPOTYKTOB MTUTAHUS
— BBIJIBUTaTh Ha MEPBBIN MJI1aH; MPUIaBaTh
OO0JIBIIOE 3HAUCHUE
— UWHBEHTaph; TOBAPHI, BHECCHHBIE B
WHBEHTaph
— TOBapHI
— TEpCIEKTHBA, BUBI HA OymyIiee
— cHaOXatp, 00ecreynBaTh
—HeOpeKHOe 0OpallieHHe
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sales [sellzh — 00BeM mpoaax, 00beM COBITA,

TOBapo0OOPOT

savings ['seiws] n — cOepexeHus

to store [si:] v — cHa0XaTh, HATIOJIHATH, 3aI1aCaTh; XPAHUTh
Ha CKJIaJie; BMEIIATh

target ['ta:gith — 1IeJb, MUIIICHB; 3a/IaHHUE; KOHTPOJIbHAS
nudpa

timely ['taimli] ad] — CBOCBPEMECHHBIH

trade-off ['treidof]n — KOMIIPOMUCC, B3aIMHBIE€ YCTYIIKU

ultimately [altimoatli] adv — B KOHEYHOM CYeTe, B KOHIIE KOHIIOB

warehouse ['w&haus]n — TOBAPHBIN CKJIAJ, TIAKTay3; OOJIBIION
MarasuH

2a. Look at the pictures of warehouse equipment. thfathe pictures (a-f)
with the words (1-6).

hand pallet-truck

tote bin

fork-lift truck (CB truck)
roll-cage pallet

(Euro pallet or UK) pallet
trolley

o0k WNE
000000

2b. Choose from the words in the box and write thembers in the correct
place. The first has been done for you.

1. shelving 4. stock list 7. labels 1@orklift truck
2. packingarea 5. wastebin 8. stencil Idrders
3. containers 6. packing 9. packers 1ébffee machine
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3. Study the following words. Make sure you canaieip the difference:

Economy
1. DxkoHOMUKA CTpaHBbI
Economy of some countries has had a deep crisistegast years.
2. DKOHOMUS
One should take care of domestic economy.
Economic -skoHOMUYECKU, OTHOCSALIMUACSA K YKOHOMHUKE
In 1998 we had an economic crisis in Russia.
Economical -sxoHoMmHBIIH
Small cars are more economical to run.
To economize 5KOHOMHUTH
We can’t economize on healthy food.
Economics -#ayka u yueOHbIN peaMeT
Economics is a very important subject

Give English interpretation of the following Rggan sentences.

MBbI n3yyaemM SKOHOMHUKY B YHUBEPCHUTETE.
ABTOMOOMIIbHBIE KOMIAHUH OOPIOTCS 32 SKOHOMUYHBIA aBTOMOOMIIb.

WwnN k=

MHorue SKOHOMHCTBI KPUTHKYIOT IUIAHOBYKO SKOHOMMKY 3a JIe(pULUT U
HEJIOCTATOK KOHKYPEHLINH.

s

ODKOHOMUYECKas CUTyalu: B ATOM CTpaHC O4YCHb CCPbE3HAA.

o

He cnenyer sxoHOMUTB Ha QpyKTax.

5. Choose the synonyms from columns B and C towlwed in column A.

A B C
1. toensure 1. storeroom 1. trademark
2. merchandise 2. to supply 2. depot
3. warehouse 3. tocarry 3. to guarantee
4. trade-off 4. reliable 4. catalogue
5. to estimate 5. to consider 5. trustworthy
6. to provide 6. commercial goods 6. tovalue
7. todeliver 7. list 7. commodities
8. brand 8. toassure 8. to transfer
9. dependable 9. interchange 9. to furnish
10. inventory 10. trade name 10.compromise
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6. Read and give Russian equivalents to the advanksld type.

full = exactly, very nearly = almost

fully = completely last = after all others

hard = intently, with effort lastly = finally

hardly = scarcely wide = fully; off target

free = without cost widely =to a large extent

freely = willingly easy = gently and slowly

late = not early easily = without difficulty

lately = recently sure = certainly

near = close surely = without doubt

7. Underline the correct item, then explain the flifence in meaning.
Simon told everyone he would pass the exam éassily, so he was
embarrassed when he came last / lastly in the, chass20%.

2. ‘| am sure / surely happy to meet you”, said iygorter to the respected
singer.

3.  When he was almost full / fully recovered from hiness the doctor told
him to take it easy / easily and said that he wdnglchble to return to work
shortly.

4. He was found near / nearly the scene of the enwith a knife in his hand,
it Is not surprising he was accused.

5. Although he arrived an hour late / lately hedrhard / hardly to make up
for lost time.

6. Lately / Late she has been getting all her elstfreely / free from the
fashion company.

8. Arrange the given words to make up a sentence.

1. to, new, began, we, discuss, programs.

2. economist, theory, the, famous, formulated, eooq, Smith, his.

3. physical, students, year, not, last, optiad, study.

4. every, central, country’s, watches, data, célsefeconomic, bank.

5. two, there, forms, are, of, organizations, ecaico

9. Several English words are often formed from teame root. Make new

words from the root words below to complete thetseges.
produce
Henry Ford began the mass productodrthe automobile.
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Looking out of the window is not a very productiway to spend your time.
Since the new equipment was installed, productivay risen by 26% complete.

compete
We work on very small profit margins so our pa@re very
2. Our recent technological breakthrough has giusna leap over our

=

3. The fall in sales revenues resulted from in@das from the Far

East.
economy

4. Leading are predicting that inflatwafi rise to over 2% by
the end of the year.

5. Did you study when you were at Uisig?

6. The New Honda does nearly fifty miles to thelaal It's a very

car to run.

advertise

7. There's an in the paper. It's fornjob.

8. We can't print this article. Our widike it.

9. Which agency do you work for?
direct

10. He resigned because he was unhappy about the the company
was going in.

11. I'd like you to meet Mrs Gardener — she’s the nale$
12. | don't know the telephone number. You'll have ok it up in the

10. a) From the sentences given below form interatige sentences;
b) put general question to each sentence;
Cc) put special questions to the underlined words.

There are many differemtays to determine wealth

The study of the world econorns/essentially a macroeconomic survey
Monitory policyis managed by each country’s central bank

The basic idea of international tradesimple

In the_interlinked global economgonsumersre given opportunityo buy
the best productst the best prices.

Trade deficitsand surpluses are balanced by payméms make up the
difference.

abrwnE

o
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11. a) Read and translate the following text. Whiteading, write out the
numbers you’ll come across.

THE GREAT BRITISH BATH

British people spend a year of their lives in tlaghbaccording to a survey
by Graham, a leading bathroom supplier. More thelhriead in the bath, a third
drink coffee, almost a third sing, a quarter consuaitohol, around a seventh
make phone calls and nearly a sixth use the tinogdheir tone nails.

The Graham Bath Report published today indicatasttiree out of five
people prefer baths to showers and that havingtlaibaan important form of
relaxation for many people. 53% of the 2,500 pecpleveyed like to listen to
music in the bath and over two thirds say they mitedome tackle crosswords,
and some practice yoga or meditation. One persofiven says they watch
television from their bath, four percent claim tavk sexual intercourse and a
few go to sleep.

On the more practical side, just under two thirtithe people wash their
hair, a tenth use the bath to wash their dogs émet®share their baths with pet
rabbits and cats (particularly Persians). But ftrecs, the bath is a place of
recreation. 4% play with their children’s toys.

b) Complete the following table of statistics. Fill the missing percentage
using figures from the box.

68 % 62 % 60 % 52% 30%@5% 20% 14% 10%

What the nation does at bath time:
Read
Drink coffee _31%
. Sing
%}0%“ Drink alcohol
\ b Talk on the phone
Clip their toe-nails 16%
Prefer baths to showers
Listen to music 53%
Dream
Watch TV
Have sex 4%
Wash hair
Wash the dog
Play with children’'s toys _ 4%

2 : ‘\ /
1” :)\ "<

ll ,, '/ /
H %
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c) Re-phrase these statistics using fractionsg/our answer.

Example: 31 % drink coffee in the bath.
Just under a third drink coffee in the bath.

1. 25 % drink alcohol.

2. 53 % listen to music.

3. 20 % watch TV.

4. 60 % prefer baths to showers.

5. 10 % wash the dog.

6. 62 % wash their hair.

7. 30 % sing.

12. Numbers

Cardinal numbers
These numbers are often confused. Notice that ifpragounce them

singly, the stress changes.

16, 60 sixteen, sixty
17,70 seventeen, seventy

In British English we sagind before the tens in large numbers. This is left
out in US English.

465 four hundred (and) sixty-five
701 seven hundred (and) one

A comma is often written to separate the thousamdsimbers over 999.
3,986 three thousand nine hundred and eighty-six
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We sometimes sayinstead obnein large numbers.
1,000,000 a million

British and US English differ in the pronunciatioh these very large
numbers.
1,000,000,000 a thousand millior(British English)
a billion (US English)
1,000,000,000,000 a billion (British English)
a trillion (US English)

However, many British companies are now adoptirggWls usage, so if
in doubt, check.

Some British newspapers have started to adopt thvpEan term
milliard to refer to a thousand million, but many Britiskeople are still
unfamiliar with the term.

Long numbers
In long numbers such as phone, fax, bank accouwtedit card numbers,
we pronounce the figures individually.
720844 seven two oh, eight double four

We generally group the numbers in threes, rathan tim twos as is
common in Europe.
seven two oh / eight double four

Money
Although the money signs are written in front ok timumbers, we
generally say them after the numbers.

FF56 fifty-six French francs
$4m four million dollars
¥92bn ninety-two billion yen
Do not make this common mistake:
. bill :
We pronounce years in two halves.
1996 nineteen ninety-six

But we pronounce the year two thousand whole.
2001 two thousand and one
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Dates
In British Englishthe andof are spoken but not written.
25" April 1954
The twenty-fifth of April, nineteen fifty-fowr April the twenty-fifth, nineteen
fifty-four

In US English the date is generally written witle tnonth first and the
date secondlheandof are not usually used in the spoken form.
May 16 1996
May sixteenth, nineteen ninety-six

This can lead to misunderstandings when datesiaga @ figures only.
10.12.1995
The tenth of December nineteen-ninety-{Bmtish English)
October twelfth, nineteen ninety-fildS English)

Times
A simple way to tell the time is to say the numbers
7.30 seven thirty
3.45 three forty-five
1.20 one twenty

Alternatively, you can say:
Half past seven, a quarter to four, twenty past one

In US English, you can choose between two diffepeapositions.
Half past / after seven, quarter to / of four, tiyepast / after one

We do not usually use the twenty-four hour clockeas we are talking
about plane or train timetables.

14.00 The meeting is at two o’clock
The train leaves at fourteen hundred
hours
Fractions
Yo a half
Ya three-quarters
1R one and two-thirds
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Decimal fractions
In British and US English, a point is used whentiwg decimals, not a
comma as is common in Europe.

6.9 Six point nine

0 is pronounced ‘oh’ after the point and ‘noughéfdre the point in
British English and ‘zero’ or ‘oh’ in US English.

8.07 eight point oh sevefBritish English)
eight point zero sevgiyS English)
0.6 nought point siXBritish English)

point six(US English)

The numbers after the point are pronounced indatlglu

24.35 twenty-four point three five
Measurements

62 km sixty-two kilometers

14 % cm fourteen and a half centimeters

6m x 9m six meters by nine meters

Temperatures were traditionally measured in the rdfdieit scale.
Although the Celsius or centigrade scale is nowciaity in use, the Fahrenheit
scale is still used informally for non-scientifiagposes in Great Britain and the
United States.

92°F ninety-two degrees Fahrenheit

—4°C minus four degrees Celsius / centigrade
Sums

15+6=21 fifteen plus / and six equals twenty one

32-24 thirty two minus / take away / less / subtract

twenty four

6 %8 six multiplied by eight / times eight

28 +7 twenty-eight divided by seven

5° five squared

V9 the square root of nine
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Sports results

‘Zero’ in US English is usually pronouncesh or noughtin British
English. But in sports results, it can also be prorcednil orlove
Football:
Real Madrid three; Ajax Amsterdam nil.
Tennis:
And it's Becker to serve with the score at fiftbwmre.

13. Choose the correct way of pronouncing the numgm these sentences.

1. The government have announced a 1,5% reductiordrest rates.
a) ‘one point five’
b) ‘one comma five’

2. Have you seen the film ‘2001 — A Space Odyssey'?
a) ‘twenty oh one’
b) ‘two thousand and one’

3. Give me aring. My number’s Oxford 932811.
a) ‘nine-three two eight double one’
b) ‘ninety-three, twenty-eight, eleven’

4. The reception area in the new building will i@enix 15m.
a) ‘ten metres times fifteen’
b) ‘ten metres by fifteen’

5. Fritz Gross joined the company in 1947.
a) ‘nineteen hundred and forty-seven’
b) ‘nineteen forty-seven’

6. In some countries higher earners pay out 2fBef salaries in tax.
a) ‘two-third’
b) ‘two-threes’

7. Our tax year ends on April 30.
a) ‘April the thirtieth’
b) ‘April thirty’

8. Nicaragua’s GNP is approximately $2,000,000,000.
a) ‘two million thousand dollars’
b) ‘two thousand million dollars’
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9. The optimum operating temperature for this eaept is — 8°C.
a) ‘below eight degrees centigrade’
b) ‘minus eight degrees centigrade’

10. The world cup final ended in a 0 — O draw.
a) ‘nil — nil’
b) ‘zero — zero’

14. Read and write the following figures in full.
Example: 333 - three hundred and thirty-three.

a) 35; 700; 268; 40931; 1175.

b) 1954; 1961; c 1954mo0 1960; 1812; 2005.
c) 1/4; 3/7; 258 807, 0625

d) 90%; tm; 14Gm/gu; 29T.

15. Just for fun.
Follow these instructions and find the mystery atuy.

1. First you have to choose a number — any numinelike between one and

nine.

Now you multiply the number by nine.

3. If the number you have ended up with has only digit, you do nothing.
But if it has more than one digit, you add themetbegr.

4. Now you have to match the number up to a lettehe alphabet. So A is
one, B is two, and so on.

5. Now think of a European country that begins witlat letter. Write it
down.

N
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16. Now see how quickly you can find the answerthas rather long sum.
The answer is at the back of the book. (Key sedtion

Four add two, divide by three, subtract one, miytipy eight, take away four,

times three, plus two, minus four, halved, equdiat®

17. Now think about the number 2. Read the text.wmuch of the language
would change if Daniel found himself a third girliend?

Well, take my friend, Daniel. He haso girlfriends. He likesdoth of them and
they both like him. He plays tennis — mixedbubles— with one of them and
goespairs — skating withthe other one They look very much likeach other
the onecould bethe other’'s double Obviously, he can’'t marrigoth of them
but he could, he thinks, be happy waither of them. Unfortunatelyneither of
them knows about the other girl in his life. Soliarhasn’t proposed @ther of
them. | don’t think he wants to be a part omarried couple yet, anyway.
Almost as a protest, he hasn’t even got a matgh@mngof socks.

18. Study the following phraseological units andetin translation.

Two’s a company, three’s a crowd | Tperuii — TuIIHAN

One for all and all for one OnuH 3a BCeX U BCE 3a OIHOTO
To put two and two together CnenaTh paBWIIBHBINA BBIBOJ
To be on all fours CTosITh Ha YeTBEpEHbKAX

BBITh CMyIIEHHBIM, paCTEPSIHHBIM, HE
B JaJy C Y4eM-TO

To be at sixes and sevens

Nine times out of ten [IpakTUuecku MOCTOSTHHO
Dressed (up) to the nines BEBITH OIETBIM C UTOJIOYKH
Ten to one Jlecatb K OTHOMY

JIBeHaAaTh MPUCSKHBIX 3aCEaaTENEN

Twelve good men and true
B Ccyne
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Sixty-four-thousand-dollar question | Camblit BayKHBIN ¥ CIO0XHBIH BOIIPOC

To be on cloud nine / to be on the

. . BbeITE Ha cenpMOM HeO€E OT CUACThsI
seventh cloud with happiness A

It takes two to tango OnuH B o€ HE BOMH

JeOJIBKO BJABOCM MOZKHO BOIIIIOTHUTH
MCYTY B JKM3Hb

It takes two to make a dream come tf

ll. Reading Comprehension

1. Read and translate the following text. Use atdioary if necessary. Read
the text very carefully so that to grasp both thaimidea and the details
added.

CUSTOMER SERVICE LEVEL

The physical nmmnj:’dm [ts midnight.

distribution Do you know "

. where YOUI' PI’OdUCt iS?
customer service
level — including
fast and reliable
delivery —is
critical to many
business
customers.

Choosing the right channel of distribution is calén getting products to
the target market's place. But that alone is uguadit enough to ensure that
products are available at the right time and inritplet quantities.

Let’s look at logistics through a customer’s eyes.

Customers don’t care how a product was moved oedte or what some
channel member had to do to provide it. Rathertornsrs think in terms of the
physical distributioncustomer service level- how rapidly and dependably a
firm can deliver what they — the customers — whfdarketing managers need to
understand the customer’s point of view.
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What does this really mean? It means that Toyotatsved have enough
windshields delivered to make cdtlat day — not late, so production stops
early, so there are a lot of extras to move araungtore. It means that business
executives who rent cars from Hertz want them todagly when they get off
their planes. It means you want your Lay’s potdigp€ to be whole when you
buy a bag at the snack bar — not crushed into csunalon rough handling in a
warehouse.

Logistics is — and should be — a part of marketimagg is “invisible” to
most consumers. It only gets their attention whemething goes wrong. At that
point, it may be too late to do anything that \élep them happy.

Most customers would prefer very good service aery low price. But
that combination is hard to provide because it Iisu@sts more to provide
higher levels of service. So most physical distidou decisions involve trade-
offs between costs, the customer service level safes.

If you want a new Compaqg computer and the compattee where you
would like to buy it doesn’t have it on hand, yaulikely to buy it elsewhere; or
if that model Compag is hard to get you might gisttch to some other brand.
Perhaps the first store could keep your businesguaranteeing a two-day
delivery of your computer — by using special aight delivery from the
factory. In this case, the manager is trading st of storing a large inventory
for the extra cost of speedy delivery — assumiiaq tthe computer is available in
inventorysomewherén the channel. In this example, missing one sag not
seem that important, but it all adds up. In faconagq Computer, which
recently became the number one producer of POmadst that it lost between
$500 million and $1 billion in sales 1994 becaute gomputers weren't
available when and where customers were ready yothem. With lost sales
like that, you can see why Compaq is working hardetvaluate the trade-offs
it's been making.

Exhibit 1 illustrates trade-off relationships likkose highlighted in the
Compaqg example. For example, faster — but more resxpe — transportation
may reduce the need for a costly inventory of caemsu There is also a trade-
off between the service level and sales. If theviserlevel is too low — if
products are not available on a timely and depdedbdhsis — customers will
buy elsewhere, and sales will be lost. Alternagivéie supplier may hope that a
higher service level will attract more customersmativate them to pay a higher
price. But if the service level is higher than cusérs want or are willing to pay
for, sales will be lost.
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The important points is that many trade-offs mwestiade in the PD area.
The trade-offs can be complicated. The lowest-apptoach may not be best —
if customers aren’t satisfied. A higher serviceelamay make a better strategy.

Exhibit 1 Trade-Offs among Physical Distribution 9B Customer Service
Level, and Sales

Total cost of

phy

cal distribution

~ Inventory cost

Lost sales™

» Cost($)
\

S Transporting cost

0 - 90%
Customer service level
(percent of customers served
within some time period — say, four days)
*Note: Sales may be lost because of poor customer service or because of

the high price charged to pay for too high a customer service level

Split the text into parts and think up appropriateles for each one.
What single word explains the central idea of eggrt?
Find the topic sentence in each part, then lisetdetails which support it.

2. Answer the following comprehension questions.

1. Can the right channel of distribution ensurd f@ducts are available at
the right time and in the right quantities?

2. Do companies spend a lot of money on physicitidution activities?

3. Are there any ways to reduce distribution costs?

4. How do you understand the phrase: logisticiagednto understand the
customer’s point of view?

5.  What do customers more often prefer: a goodsEor a low price?

6. What can possibly happen if the service is highan customers want to
pay for?

7. Is the lowest — cost approach the best in tlysipal distribution concept?

When you have answered the questions, find a partin your group.
Compare your answers and swap the information.
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lll. Comprehension and Word study

ONOoOGR~RONE B

b)

C)
d)

f)
g)
h)

Make whole sentences joining the given partsiegm.

Logistics costs are very important ...

More effective approaches in the distributiosaar..

Faster — but more expensive — transportation ...

Customers don’t care how ...

Logistics is ...

Most customers would prefer ...

Most physical distribution decisions involve ...

The supplier may hope that a higher servicellewd attract more
customers or ...

... trade-offs between costs, the customer seleed, and sales.
.. may reduce the need for a costly inventoryiser

... motivate them to pay a high price.

.. have the potential to save firms.

... very good service at a very low price.

... to both firms and consumers.

... a part of marketing that is “invisible” to mansumers.

... a product was moved or stored.

Choose one variant (a, b, c) to complete thetseoes according to the
text. There is necessary one best answer.

In countries where physical distribution systemase inefficient,
face shortage and inconvenient waitghferproducts they

need.

a) customs b) consumers c) logisticians

If the service level is too customeitsbuy elsewhere, and
sales will be lost.

a) low b) high c) timely

Missing one may not seem that imptriaut it all adds up.

a) sail b) sale c) trade-off

If you want a new computer and the computeresidrere you would like
to buy it doesn’t have it , you're hked buy it elsewhere.
a) by hand b) out of hand c) on hand
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Customers think in terms of the physical disttiln customer service

level-how rapidly and a firm can what they — the
customers — want.

a) distributional, require b) efficient, move ®pkndably, deliver
This store can keep your business by guaramféeio-day of
your goods.

a) delivery b) sales c) distribution

By using special delivery from thetdey you can trade the
cost of storing a large inventory.

a) shortage b) warehouse c) airfreight

The lowest-cost approach may not be best iboosts aren’t
a) satisfied b) delivered c) dependable.

Underline the subject group and translate thesgn sentences.
Production and operations managers are respentb producing the
goods that business needs to sell.

Materials requirements planning is a computdriZerecasting and
scheduling system used by firms involved in assgropérations.
Consumer buying behavior is actually a compléx of thought, decision
and action.

An American business enterprise system opevatbsm limits set by law
and government.

A management information system combines praesdand computers to
decision makers with regular, timely information.

Find the word the translation of which is giveat the beginning of each
line.

distribution a) pacnpenenenne  b) nocraBka C) JIOTHCTHKA
inventory  a) mocraBka b) TexHuka C) TOBaphl
trade-off a) KOMIIPOMHCC b) cOepexenus C) 1ueb
to provide a) mpoaaBath b) mokymnate C) obecrneunBaTh
sales a) MarasuHbl b) o06wvem mpomax C) mpPOAABIIbI
timely a) BPEMEHHO b) cBoeBpeMeHHBIH  C) HaIEKHO
estra cost  a)monoaHuTeIbHBIE D) CTOMMOCTB C) 3aBbIIICHHAS

U3JIEPIKKH JOTOJTHATEITLHBIX IICHa

yemyr
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5. Find the odd word. (Mind the parts of speech,rdoneanings and usage).

1. a) inventory 2. a) ultimately 3. a) to estimate
b) goods b) timely b) to count
c) things c) physically C) to deliver
d) sales d) mainly d) to calculate

4. a) toassume 5.a) merchandise6. a) logistics

b) to suppose b)extras b) physical distribution
c) to think C) inventory c) supply chain management
d) to store d) buyers d) channel of distribution

6. Fillin the gaps with a suitable derivative frothe word given in brackets.

Two recently (1. to develop) systems have had amagpact in the areas
of material management and inventory (2. to cohtrdust-in-time (JIT)
inventory control permits manufacturers to carsgsleventory by using only (3.
to supply) who agree to deliver just enough itemgha last moment to keep
production moving. The Japanese, who (4. inventit® system, call it
“kanban”. A problem with JIT is that a machine lk@awn can be very (5. to
cost) in terms of sales since is no stock of fiatslgoods is maintained.
Materials requirement planning (MRR$ a computerized forecasting and
scheduling system used by firms involved in assgr(thl to operate). Logistics
manager uses MRP to plan the sequential orderipgd$ and materials for (7.
to manufacture). JIT and MRP are systems that thaecand money.

Competition among (8. native) is more intense teaer. One result has
been improved productivity. Methods such as JIT 8P, combined with
advanced strategic planning techniques, are pushgn@. to produce) levels on
a global scale. U.S. productivity is not increasiast enough. The solutions are
better management, attention to quality controfj anproved education and
(20. to train).

7. Match the beginnings of the sentences (1-6) witte endings (a-f) to
make definitions of more key terms.
Lead time is the time

Procurementis

Aretailer is a business

Customer order cycle timeis the time
A wholesaleris

JIT —just in time is a concept

ook wnNRE
0O0O0OO0OGQOaQg
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a)
b)

f)

8.

customers are prepared to wait for the delieétheir order.

of reducing inventories by co-ordinating the ity of materials just

before they are needed.

it takes to produce and supply a product.

an intermediary between manufacturers and eetaivhich buys in large
guantities and resells in smaller quantities.

that buys products from wholesalers or manufacsuand resells them to
the ultimate consumer.

the purchasing of goods (materials, parts, seppkquipment) required to
run an enterprise.

a) Translate the following words.

Production, manufacturing, mass production, Judtime (JIT), Materials
Requirements Planning (MRP), productivity.

b) Match the terms listed above with their corretsfinition.

1. A system for decreasing inventory by using sepglwho agree to deliver
the fewest possible items at the latest possiblmemd to keep production
moving smoothly.

2. The total process by which a company produceshied goods or services.

3. The actual processes of making products out aferals and parts:
literally, creating something by the work of onk&nds.

c) Complete the following sentences from the d$twords in part A.

1. A computerized forecasting system used to platerong of parts and
materials for manufacturing is :

2. is the rate at which goods and sssn\ace created.

3. Rapid manufacture of large quantities of goodsomplished through
division of labour, specialization and standardaats

9. A Spanish courier company receives a quotati@m packing labels and
consignment notes. Put the words or phrases inte ttorrect order to
make sentences. The first parts have been done/éar.

Dear Ana

1. Please find attached for three new products / your request / our gtioh
/ according to.

2. Our prices / annual consumption figures / the basis of / yiouecast of
are calculated on.

45



3. Asrequested pallets to / we will deliver on / Barcelona oahitid.

4. For a/ we can offer you / of 2.5% / contract term @f discount / at leas

two years.

5. In the attached / all prices / have been listed in / your requieants /
guotation sheet / columns according to.

6. If you have/ me know / any further questions / please let.
7. We look/ hearing from / forward to / you soon.

Regards
Enrique

&
—

QUOTATIONS

When giving a customer a quotation it is necess¢arynclude details on
number of things e.g. prices, discounts, and deliterms.

Here are some useful phrases for quotations:

Prices
Please find attached our quotation for
We are pleased to quote as follows.
We can quote you a gross / net price.of
The prices quoted above include
We can offer you a price of. per ...

Discounts
We can offer you 10% off the retail price.
We allow a 2% cash discount for payment within 8@sd
Our prices are subject to a 25% trade discounnetffprice.
We grant a trade / quantity / cash discount.of6 on our list prices.
If your order exceeds 2,000 items, we can offer gofurther 10%
discount.

Delivery
Delivery can be effected immediately after recefpirder.
As requested, we will deliver on pallets.to

a

We would be able to deliver within 10 days of rnetef order.
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10. Match the beginnings (1-6) with the endings fleef the sentences.

For orders exceeding 500 pieces,
We grant a cash discount

The prices quoted

As requested, we

Our prices are subject

The net price

o0k wWNRE

a) will deliver on pallets to Rotterdam.
b) to a25% trade discount off net price.

Cc) we grant a discount of 5%.

d) of this article is £25.00.

e) above include transport charges.
f)  of 3% on our list prices.

O

O oooad

11. Give a customer a quotation by email basedmfbllowing details.

GPS system ‘Road Navigator TX-2300’

Price: $975.00

more than 10 items: additional 8% discount

price includes 15% VAT

delivery within 6 days of purchase order

12. Read the following short passage and its intetation on the right.
There are 5 mistakes (Vocabulary use) in the Englipart. Find the

mistakes and correct them.

OnrumMmn3anus MJIAHUPOBAHUS
3aKyINOK TOBAPOB NMPH OTPAHUYEHHOM
oromKere

M3BeCTHO, YTO OCHOBHBIMH IMPOOIeMaMH
IpH IJJAaHUPOBAHUHM 3aKyIOK TOBapoOB
SBJIAIOTCSL  OIIMOKH  TTPOTHO3MPOBAHUS
NPOJIaXK, HEPETYSIPHOCTh U CIy4ailHOCTh
CIpoca, OrpaHUYCHHbIC (UHAHCOBBIC
pecypchl M, Kak MpaBWIO, OOJbIIas
HOMEHKJIATypa 3aKylaeMOW IPOyKITHH.
910 TpedyeT COBEPIIICHCTBOBAHHMS
MOJICJICH W aJIrOpUTMOB IIJIAHHPOBAHMS,
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Optimization of Purchasing
Planning with a Limited Budget

It is known that basic problems of
purchasing planning are errors of
sales broadcasting, an irregular
and random questionnaire, limited
financial resources and, as a rule,
large nomenclature of purchase
products. Therefore, it needs to
increase models and algorithms of
planning, application of the



NPUMEHEHUSI  METOJMK,  OPUEHTHUPO-
BAHHBIX HAa AaBTOMATHU3aLIMI0 PACUYETOB U
AKTMBHOE MCIOJIb30BAHUE COBPEMEHHBIX
WH()OPMAITMOHHBIX CHCTEM HWHTETPHPO-
BanHoro tuma (MWC). Msl nipoaHaiu3u-
poBaiu  Bo3moxkHocTH MUC oGecneun-
BaTh MOJIHOMACIITAOHBIA y4Ye€T PECypcoB
KOMIIaHUM, A TaKXKE Y4YeT Haaudyus Hu
JNBW)KEHUS TOBapOB, HA OCHOBE KOTOPOTO
MO>KHO OIEpaTUBHO, [0 Me€pe HEOOXOu-
MOCTH, pelIaTh 3aJa4u OHOKETUPOBAHUS
3aKyIIOK, PAHKUPOBAHUS U TPYIIIUPOBKU
TOBApOB 110 JIIOOOMY KOMILJIEKCY YUETHBIX
[IapaMeTpPOB, NPOTHO3UPOBAHMUSA TPOJAXK
Ha IUIAHOBBIM MEPUOA MO  KaXIOH
HOMEHKJIATYPHOU MO3ULIUH.

techniques focused on automation
of calculations and active use of
modern integrated information
systems (lIS). We have analysed
opportunities if IS that can open
a full-scale account of resources
of a company, and also an
account of goods availability and
movement on the basis of which
it is possible to operatively solve,
as required, problems of
purchasing budgeting, ranging
and groupings of goods on any
complex of registration
parameters, sales forecasting for
the purchased period in each
nomenclature position.

13. Put the words in the right order to form a ques and answer the

guestions you'll get.

1. logistics, main, what, of, the, is, aim?

2. aspects, the, for, customers, important, phiysidaat, of, distribution, are,

most?
3. vary, firm, to, from, firm, do, costs, logistits
4. logisticians, company, does, need, every?
5.

control, systems, the, what, developed, ardasgocently, the, inventory,

material, and, management, in, two, are?

14. Complete the sentences using the correct activgpassive form of the

verbs in brackets.
a) After the unit load

b) As soon as an appropriate location

(check), it gm#s automated storage.

denfify) by the warehouse

management system, a put-away instruction (must, issue).

c) After the vehicle driver

documentation
d) Then the packages

label) with bar codes.
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(report)tihe gatehouse, the vehicle

(check) by staff.
(process) i.e. they

(may,




e) The goods (check) on unloading.
f)  After that, staff (direct) the drivier an unloading bay or a

parking area.

Now put the steps in the goods receiving procesthe correct order 1-6.

15. Put the processes described in the presentatibaut CRP in the correct
order.

a) Orders are generated based on data receiveccasimregister.
b) Goods are delivered to the retail outlet.

c) Systemis activated at the point of sale.

d) Orders are sent to the warehouse.

e) Orders are processed.
f)  Sales information is transferred to the CRP cotapsystem.
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V. Speaking Practice

abrONPERE

N

Give details to expand an idea into a paragraph.

The target markets place requires physicalidigton decisions.
Logistics costs are very important to both firmmsl consumers.
Customers don’t care how a product was movestiooed.

Most customers would prefer very good servica \ary low price.
Many trade-offs must be made in the physicatlibigtion area.

Ask your partner some questions about logistibkte the answers and
report to the group.

Make a close-to-the-text retelling of the conten
Writing Sections

Translate the following text. Use a dictionary necessary. Give the
answer to the question: What helps keep Coke’sribstion on target?

COCA-COLA

If you want a Coca-Cola, there’s usually one cloge- no matter where

you might be in the world. And that's no accidertte top marketing executive
for the best-known brand name in the world stales dbjective simply: “To
make Coca-Cola available within arm’s reach of dési

In order to meet that objective,
Coke works with many and
various channels of
distribution. But that is merely
the start. Think about what it
takes for a bottle, can, or cup of
Coke to be there whenever
you're ready. In warehouses
and distribution centers, on
trucks, and at retail outlets,
Coke handles, stores, and
transports over 200 billion
savings of soft drink a year.
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Getting all of that product to consumers could bgstical nightmare, but
Coke does it effectively and at a low cost. As apof comparison: a can of
Coke at the store costs about the same as it gogtso have the post office
deliver a letter.

Fast information about what the market needs hédpsp Coke’s
distribution on target. In the United States, cotapusystems show Coke
managers exactly what's selling in each markett gilbows Coke to plan
inventories and deliveries. Coke also operates-ho24-a-day communications
center to respond to the 2 million requests it dgeisr channel members each
year. Orders are processed instantly — so salesrtsumers at the end of the
channel aren’t lost because of stock-outs. And Qmkelucts move efficiently
through the channel. In Cincinnati, for examplek€bas the beverage industry’s
first fully automated distribution center. Forldifivere replaced with automatically
guided vehicles which speed up the product flowraddce labor costs.

Coke’s strategies in international markets relyngany of the ideas that
have worked very well in the United States. But tbiage of market
development varies in different countries, so Cslehphasis varies as well. To
increase sales in France, for example, Coke must fhnake more product
available at retail stores; so Coke is installingusands of soft drink coolers in
French supermarkets. In Great Britain, Coke wantsalve more inventory even
closer to the point of consumption — in consumérenes. So Coke is urging
retailers to carry multipacks and larger packagresapan, by contrast, single-
unit vending machine sales are very important €ske uses a small army of
truck drivers to constantly restock its 750,000 dieg machines, more per
capita than anywhere else in the world. In les=tiged areas, the place system
Is not always so sophisticated. In the Philippifes.example, it's difficult for
delivery trucks to reach some small shops in cralaieas. Instead, riders on
bicycles equipped with sidecars make deliveries.

Coke is also working to increase fountain drinkesaln international
markets. As part of that effort, Coke equips restais and food outlets with
Coke dispensers. Once a Coke dispenser is inst#tledetailer usually doesn’t
have room for a competitor’'s dispenser. And wheorssumer wants a fountain
drink, Coke isn’t just “the real thing”, it's thenty thing. That's why Coke has
been installing 1,500 fountain dispensers a yedraimvan — and that is why its
fountain drink sales are growing 60 percent a year.

Some people think Pepsi is beating Coke in thea‘oshrs” because
Pepsi's ads get so much attention. But as this saggests, who wins the
competition will depend on whole marketing stra¢gsgt including Place — not
just promotion.
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JUST FOR FUN

BRAIN FOOD

A regular customer at a local store notices thaiothner is very intelligent.

“Tell me, what makes you so smart?” the customks.as

“Fish heads”, says the owner. “If you eat enouglthein, you'll be absolutely
brilliant!”

“And do you sell them here?” asks the customer.

“Only $5 each”, says the store owner.

The customer quickly buys three. A week later, bees back to the store and
complains that the fish heads taste terrible aathb’s not any smarter.

“You haven'’t eaten enough of them”, replies theestowner, so the customer
buys ten more fish heads. The next day, he reandde’s really angry.

“Hey!” he says. “You're selling me fish heads fdr &ach. | just found out | can
buy the whole fish at the market for $2! You're atieg me!”

“You see?” says the store owner. “You're smarteaid”

SUPPLEMENTARY UNIT 1
Using the supply chain to increase sales

This unit describes how Procter & Gamble is usisgsupply chain not only to
improve profits but also to increase sales growth.

BEFORE YOU READ

1. Discuss these questions.

1. In what ways do you think a company producingstmner products can
use its supply chain to increase sales growth?

2. What are the benefits to retailers if their digsp have efficient supply

chains?

3. How can deliveries to the distribution centreaofetailer be made more
efficient?

READING

1. Read the article and choose the statement thairesses the ideas in the
article most accurately.

1. Suppliers need to reduce their supply-chainsctsicause of increased
transport costs.

2. By reducing supply-chain costs, Procter & Gamii&G) is achieving
higher profits.

3. P&G is using its supply chain to increase sgfesvth.
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ADDING VALUE WITH THE SUPPLY CHAIN

by Jonathan Birchall

A As the manager in _ ,
charge of the world's largesfy BRSNS
supply chain. Keith Harriso fl o
believes the time has come /J “efre
give the business of logistici e ‘
more credit. The Head o .
Global Product Supply at:.';p-_a
Procter & Gamble believes *
the search for a competitive 1B
edge will focus more o o M
supply-chain efficiency a _
retailers and suppliers battlc ! =
huge increases in raw material and energy costsddy you have road
congestion, you have freight costs, driver shodageapacity issues.
Working capital is at a premium. Competition amaeatailers and vendors
is higher. All of this is putting pressure on hayia more efficient supply
chain. This is more critical than it has been befor

B  Since his appointment in 2001.Mr Harrison hasnbat the
forefront of efforts to drive costs from P&G’s suprhain, helping the
company meet its long-term sales and earnings groavpets, in spite of
surging input costs. But he says P&G has also lbeeking increasingly
over the past three years at ways to turn impromsna the supply chain
into top-line sales growth. ‘We’re trying to makeetsupply chain into a
growth engine for the company’, he says. ‘A lottlo¢ time, supply-chain
management is reactive, or passive, cost contutl W think there’s also
an opportunity for us also to use the supply ch@aioreate top-line growth
as well as bottom-line performance’.

C An effective supply chain helps manufacturersrégiucing a
retailer’s ‘out-of-stocks’, which in turn preventsst sales. Those sales also
benefit the retailer, while efficient delivery ofgalucts to meet demand can
also reduce the costs of holding inventory to #tailer.

D P&G is telling retailers that it should be reded for the benefits
its supply chain delivers. ‘If | do something withy supply chain to reduce
my customer’s inventories, | want more than just tbupplier of the year”
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% award’, he says. ‘How do we get that value thatweetreated at least

partially reinvested in growing our business? Do get sharper pricing,
better features, more display, better shelving?’

E As an example of the potential benefits, Mr kam gives the
example of a pilot project with Wal-Mart in the U#hose worldwide
stores account for 15 per cent of P&G’s overaksal he two established a
cooperative relationship in the late 1980s, stgrtuith Wal-Mart's decision
to allow P&G and other suppliers access to theocnst sales data collected
by its Retail Link computer system.

F Over the past 12 months, a P&G factory in Missbas been
using live sales data from stores not to forecashahd but to schedule
replenishment deliveries on a store-by-store basia single test product.
Rather than shipping the required volume to aibisfion centre, where it is
then divided up for each store, the shipments astead prepared at the
factory for the right store. When the goods arrige the Wal-Mart
distribution centre, they are moved directly frol&@°s truck to the
appropriate Wal-Mart truck, with no time in storagéis assembled for a
store, and it is just flowing through the systesays Mr Harrison.
>3 G Kevin O’Marah, a logistics consultant at AMR Ragch,
>*  believes P&G is the first consumer goods companysi® the Retail Link
data in this way.

36
37
38
39
40
41
42
43
44
45
46
47
48
49
50
51
52

Read the article again and answer these quesion

What is Keith Harrison’s job, and when did hertsit?

How big is P&G’s supply chain?

What pressure are retailers and suppliers under?

What is one thing that P&G is trying to do wit supply chain?

What else is P&G trying to do with its supplyaaif?

How does supply-chain management usually operateompany?

How can a supplier’s effective supply chain helailers?

What does P&G want from its customers if it ioy@s its supply-chain
performance and reduces their out-of-stocks anehitory levels?

9. How important a customer is Wal-Mart for P&G?

10. What kind of co-operation do Wal-Mart and P&G have?

11. Is P&G the only company to have access to Wal-Mdretail Link data?
12. What is special about P&G’s Missouri factory?

©ONOoOOGRAONMDE DN
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VOCABULARY

Find words or phrases in the article which flhése meanings.
something that gives a company an advantageobiers (paragraph A)
fight against (paragraph A)

extremely valuable and rate, which a lot of peayant (paragraph A)
in the leading position (paragraph B)

rapidly increasing (paragraph B)

the way goods are arranged in a store so tlegasily seen by customers
(paragraph D)

a test done on a small scale to see how songetlorks (paragraph E)
information about sales, which is current ordal time (paragraph F)
replacement of what has been used or sold (Egiadr)

10. puttogether in a certain way (paragraph F)

o0k wWwdRER

© o N

2. Use the words and phrases in the box to complleéesentences.

cost control freight costs growth targets
inventory replenishment deliveries road congestion
sales data vendors working capital

1. To keep costs down, it is important for retailey keep their
levels as low as possible.
2. |If retailers carry too much stock, they will uséoa of their

3. A more cost-effective way to operate is to scied
on a just-in-time basis.

4. If suppliers have live access to a customer’s :
they can prepare deliveries specially for eachestor

5. Suppliers are also known as

6. Delivering goods by truck now takes Ionger inngnacountries due to
increased :

7. With rising oil prices, re a@so going up.

8. A traditional aim of supply-chain managers is :
keeping costs down.

9. P&G is using its supply chain to meet sales
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3. Complete the chart.

noun verb noun verb
shipment ! investment °
distribution ° replenishment !
growth 3 storage °
improvement 4 competition °
delivery > manufacturer 10

4. Choose the best explanation for each phrase fribma article.
1. *...capacity issués(line 14)

a) problems about the company’s expertise

b) problems about production volumes

2. ‘...input costs (line 21)
a) costs of materials purchased by a company
b) costs of manpower employed by a company

3. ‘...top-line sales growth(line 23)
a) increased sales turnover
b) better sales of the most profitable products

4. ‘... agrowth engindor the company ...’ (lines 23-24)
a) something that will make the company bigger
b) something that will help the company increase sales

5. ‘... bottom-line performance(line 27)
a) better sales of poor performing products
b) better profitability

6. ‘... sharper pricing... ’ (line 36)
a) more competitive prices
b) more risky prices

5. We often use the passive form of the verb tacdbs a process.

Put the verbs in brackets into the correct formtbie passive.
Rather than shipping the required volume to a ibigtion centre, where it

then ! (divide) up for each store, the shipments

instead ® (prepare) at the factory for individual stores, Sten the
goods arrive at the Wal-Mart distribution centriaeyt 3
(move) directly from P&G’s truck to the appropridtéal-Mart truck, with no
time in storage. It * (assemble) for a store, and it is just
flowing through the system.
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SPEAKING PRACTICE

1. Imagine you are the supply-chain manager at aswuoer goods
manufacturer like P&G. Hold a meeting with your touser, a large
supermarket chain. Argue for things such as shappemg and better
display of your products in return for reducing tbestomer’'s costs of
holding inventory levels because of the efficien€your supply chain.

2. Give a presentation to the board of your comp@angxplain how using
your customers’ live sales data can help redudeithesntory levels and at
the same time increase sales of your company’suptsd

SUPPLEMENTARY UNIT 2
The importance of good supplier relationships

This unit looks at the importance of choosing gesogpliers for an efficient
supply chain.

BEFORE YOU READ

1. Discuss these questions.

1. In your view, what are the three most frequeanises of difficulties in
supply chains?

2. Do you think it is better to manage the sourcofgcomponents and
materials internally (in house) or through extersigbpliers? Is it the same
for all types of products and materials?

3. Many companies use ‘just-in-time management'syatem which has
material and parts arriving just before they aredeel.

a) Why has it become so popular?
b) What are the risks for the supply chain?
c) What can be done to minimize them?

READING

1. Read the article and answer these questions.

1. What action did Apple take that caused sucht @flalisagreement in the
computer world?

2. According to the writer, what are the three mbrsfjuent sources of
problems in the supply chain?

3.  What two trends have made it even more impoftantompanies to avoid
delays with supplies?

4. In order to produce high-quality products, wimatst companies look for in
their suppliers?

5. The writer mentions two strategies that companan choose for sourcing
materials and components. What are they?

6. When companies source components through supmi@mpanies, what
should they do to increase the chances of success?
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AN ALLIANCE THAT CAN SUPPLY A COMPETITIVE EDGE
by Morgen Witzel

A In 2005, Apple
Computers announced an e
to its relationship with IBM as
supplier of microprocessor{=
for its desktop computers. Thi
naming of Intel, the world’'s
biggest semi  conducto
company, as its replaceme
caused controversy within th
industry. How well would
Apple manage the transitio
to the new supplier, a process that could takehamytup to two years’?
Would the company be able to achieve the ben¢ftspected from the new
relationship? Most observers were confident thatahswer would be yes
to both questions, but the move also had serisis.ri

B The developments at Apple are a sharp remirafethe
importance of good suppliers, and developing stroglgtionships with
them, in order to ensure continuity and consistefcsupply. When supply
chains fail to work efficiently, the entire busisdaces problems.

C Difficulties with the supply chain typicallyelate to three
issues: cost, quality and timeliness. The firstuesss critical: companies
organize their supply chains in order to reducedbsts of materials and
components as far as possible. But the otherselitigss and quality — can
also be extremely important.

D Given the widespread use of just-in-time ngamaent in
industrial production, even short delays in thepdypf critical components
can cause knock-on delays in the production predessurn reducing
profits. Time is also important to customers. lasiagly, they demand that
companies respond faster to their needs. Comp#mesan respond more
quickly than the industry average can expect tdwiee as profitable as
their competitors. They can also expect to growtaughree times more
quickly. Obviously, none of this can happen if doenpany’s own suppliers
are not equally timely.

E  As for quality, good products can be creataty from good
materials and components, so choosing suppliersasdncommitted to high
guality is vital. If companies cannot source goe@ddy components and
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have them delivered on time, their own products el late to market and
have defects. When this happens, any advantagermstof price will
quickly disappear.

F  In order to establish control in all threeas, managers have
two main options for managing the supply proce$= flrst is to manage as
much of it as possible in house or through whoillyned subsidiaries. The
second is to source components and materials thrthe market, using
supplier companies.

G  Buying components and materials from indepahduppliers
has become the preferred solution for many compaBigt for this to work,
it iIs necessary to build strong partnerships witppdiers. According to
Hakan Hakansson, professor at Sweden’s Univers$ityppsala, the most
important element in any supply-chain relationsisigommitment among
those involved. Suppliers and customers must be opié each other and
trust each other for the system to function effitye

Reading Comprehension.

1. Read paragraphs D-G of the article again and am®s these questions.

1. What are the potential consequences for compamien there are short
delays in the supply of critical components?

2. According to the writer, what are the potenliahefits for a company that
can respond to customer needs faster than its caorp@

3.  What are the consequences for companies thabfaburce good-quality
components and have them delivered on time?

4. According to Hakan Hakansson, what three qealitare important for
making partnership between companies and theirliguppvork?

VOCABULARY

1. Match these words and phrases from the articlé-10) with their
meanings (a-j).

1. controversy a) relationships between companies who work

together

2. transition b) faults or imperfections

3. continuity c) happening at exactly the right time

4. consistency d) strong belief and willingness to do something

5. timeliness e) continuing over time without interrupts or

problems
6. knock-ondelays f) always being of the same standard
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7. defects g) astrong disagreement

8. subsidiary h) achange from one situation to another

9. partnerships 1) acompany owned by a larger company

10. commitment ]) when a delay causes several other delays, one
after the other

2. Find words or phrases in the article with a silai meaning.

1. whole (paragraph B)

2. are connected with (paragraph C)

3. very important (paragraph C)

4. extensive (paragraph D)

5. react (paragraph D)

6. obtain (paragraph E)

7. owned completely (paragraph F)

8. honest and not secretive (paragraph G)

9. work (paragraph G)

3. Find two expressions in Exercise 1 that are usedalk about timing.

4. Find three other expressions in paragraphs D akdof the article that
refer to timing.

5. Think of at least two other words or phrases yoan use to describe a
delivery that was late.

6. Use words and phrases from Exercise B to comptkte description.

Because our main supplier failed to deliger...... tooins ! there were serious
K........ -O.curnnn. d........ 2 at each stage of the manufacturing process. The
result was that the new RimogXvasl......... | PP m........ %, In company
like ours,t......... % is of critical importance, so we must take actidnless they
can guarantee more........ > deliveries in future, we will need to find an
alternative supplier.

7. Match the adjectives (1-8) with the nouns (a-tg make expressions
from the article.

1. serious a) subsidiary

2. strong b) delays

3. entire c) relationships / partnerships
4. widespread d) quality
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5. short/ knock-on e) Dbusiness

6. critical / good-quality f) use

7. high g) risks

8. wholly owned h) components

8. Complete these sentences using verbs from theitb¢éhe correct form.

build cause have respond source

1. Late deliveries of materials and components can knock-on
delays at each stage of the production process.

2. Companies will be more profitable if they ardeako to
customer needs quickly.

3. Companies that only components anriga from one
supplier are putting themselves at risk.

4. good relationships with your supslisrcritical for ensuring
consistent supplies.

5. Nearly 25 per cent of the products in the |aditvdry defects.

9. Find two more phrases in this extract from thetiale which are used to
make comparisons.

Companies that can respomebre quickly than the industry average can expect

to be twice as profitable as their competitors.ylt@n also expect to grow up to

three times more quickly.

10. Use similar phrases to write your own sentenoesking the case for just-
In-time manufacturing.

e -er/more ... than

e twice /three/fourtimes as ... as

e three / four times more ...

SPEAKING PRACTICE

1. What are the benefits and risks of sourcing na$eand components
through a network of suppliers? What steps carmakent to minimise the
risks? Write a short report summarising your views.

2.  What practical steps can a company take to lstiitthg relationships with
its suppliers?

3. Write an e-mail to a supply company. You haveced a small increase in
the number of defects in its last two orders. Youaso concerned that the
last order was late and are worried about the piatampact it could have
on your ability to meet orders if this continues.
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MODULE 2

¥o-1

SALES FORECASTING

I.  Vocabulary Work

1. To check or build up your vocabulary on this gabt, look at the words
and word combinations listed on this page.

complementary kompli'menbri] adj
consumption [&n'ssm(p)n] n

data ['deu] n (pl.) (ymotp. kak Sing)
to decline [dr'klainh

duration [dju'ren] n

estimate ['estiat] n

to forecast [4:ka:st]v

impact ['1mpaekth

income ['Inkm] n

judgement fzadsmont] n

to match [mad} v
peak [pr:K]n
sale [sell]n

salespeople ['sellgi:pl] n (pl.) (codup.)

sample ['sa:mplh

to shift [[ift] v

sophisticated fsfistikeitid]adi
stock [stk] n

to yield [ji:Id] v
variable ['veriobl] n

JIOTIOJTHUTEILHBIN, 100aBOYHBIH
noTpebIeHne, pacxo

TaHHbBIE, PAKThI, CBEIACHHUSI
YMEHBIIIATHCS, CTIAIaTh
MIPOJOJKUTEIILHOCTD

OIICHKA; CMETA, KAJIbKYJIAIUS
MPEIBUJIETH, MPEICKA3bIBATh
BIIMSTHHC

noxoJ1 (OOBIKH. TOJIOBOM);
3apaboTOK

PacCyIUTEIIbHOCTD, B3I/,
MHEHUE

COOTBETCTBOBATH

BBICIIIAsl TOYKA, MAKCUMYM
npoaaxa, cobIT; (pl.) pacnpogaxa
IPOJIABIIBI

oOpa3ery

nepeMenaTh, MCHSTH(Cs)
CJIOYKHBIN

3arac, MHBEHTaph; aCCOPTUMEHT
(ToBapoB)

naBath (II0JbI, JTOXO/)
NepeMEHHAsT BeJTMYNHA

2. Choose the synonyms from the second and thirtiimms to the words in

the first one.

1. to forecast 1. maximum

1. influence

2. impact 2. specimen

2. representative
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3. sample 3. to move 3. to suit

4. to yield 4. to predict 4. the highest point

5. peak 5. supply 5. reserves

6. to shift 6. effect 6. to plan in advance

7. stock 7. to supply 7. to change for anothertbers
8. to match 8. to fit together 8. to give forth

3. Complete the sentences choosing between thesvierleach of the pairs.
Mind the correct tense form.

to forecast / to foresee

to shift / to move

to match / to suit

to yield / to supply

1. soon or we’ll lose the order.

2. That dress you.

3. Who will their needs?

4. The shirt your shoes well.

5. The shares three per cent.

6. No detergent can these stains.

7. He did not that. It was a real ssepiif not magic.

8. Itis possible probable future weatladitions calculated from

meteorological data.

4. Pick out the words and word combinations matchirthe definitions.
There is one word too many:
certainty; time-series analysis; planning functidarecasting; variable
costs; policies; programmed decisions; sample susteategic planning.

1. Costs that vary with changes in production. &ample, as the number of

units produced increases, the amount of matered a$so increases. Thus,
the cost of material used to produce a product evdnd an example of

variable costs.

A statistical technique for analyzing the reaship between a specified
variable and time.

An important element of the planning functiomttmust make two basic
determinations: 1) what level of activity can bepested during the

planning period and 2) what level of resources tdlavailable to support
the projected activity.
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4. All managerial activities that lead to the d&ifom of objectives and to the
determination of appropriate means to achieve tbbgectives.

5. Guidelines for managerial action that must beeaed to at all times. (The
purpose of ... is to achieve consistency and directind to protect the
reputation of the organization).

6. A condition in which the decision maker knows thutcome of carrying out
each alternative under consideration.

7. Routine and repetitive decisions for which tihgamization has developed a
procedure.

8. Collection of data from a limited number of gnthat are assumed to be
representative of the entire group.

5. Complete the text below by filling each numbergdp with one of the
following words. Before fulfilling the task, makeuse your know all of
them.

decisions, planning, forecast, sales, approachaketing, logistician

COMPANY SALES FORECASTS

A firm may wish to forecast company sales of a Beitem (such as
regular-size Tide), a brand (Tide), a product ([Reocter & Gamble detergents),
or total company sales (all Procter & Gamble sales)

Forecasts at the item level are generally mosubéaf 1  related to
production scheduling and to the transportation gobds to distributors.
Forecasts are the highest level of aggregationpeom sales, are most useful
for overall company financial 2 . From a marketing strategy and planning
perspective, the most important forecasts are tti@ddocus on brand 3 or
product-line sales because 4 decisions are most often designed to
influence sales at these levels of aggregation.d¥ew not all forecasting &re
equally useful for marketing decision making. Thst even when brand or
product-line sales are being forecasted, the 6work usefulness of the
forecast will depend on the type of approach useatkvelopthe 7 . When

one concern is simply to get the best estimatexpketed sales, time-series
analyses are generally used.

6. There are many ways to describe changes. Th& teoks at several
alternatives.
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DESCRIBING TRENDS

A. Choose words from the box which are the opposite each of the
following words.

decline decrease eseala expand —fall
get worse go down im@ov peak
rise /___ fall increase / goup/
climb / shrink / deteriorate /
get better / collapse / hit botto

B. Match each word or phrase (1-9) to one of the gragbelow (a-i).
Look at the line between the two crosses.

1. decline to nothing 6. recover

2. collapse 7. increase steadily
3. stay the same 8. fluctuate

4. reach a peak 9. rise slightly

5. edge down




Notice the use of prepositions after verbs to iatlicrends, e.g.
increaserise, go up decreasefall, drop, go down

- increaseby more than 20 per cent the remuneration payable
(difference)

- increasdo £ 40,000 the remuneration payable (final level)
Note: remuneration means financial reward, or payment, e.g.
remuneration package.A remuneration package may consist of a
basic salary plus variouperks (additional rewards) such as
accommodation, car, insurance, holidays, transyosts, etc.

ll. Reading Comprehension
1. Read and translate the following text. Use atdioary if necessary.
SALES FORECASTING

Sales forecasts are estimates of future levelseafathd. These market
measurements can have a tremendous impact on ratidnal areas of an
organization because they are used in making a euafldifferent decisions.

Logisticians currently use four methods to foredaitre events.

1. Hunches. Estimates of future sales can be basepast sales data,
comments by salespersons and customers, and tnatineaction to the general
state of affairs. This approach is relatively chaag usually effective in firms
whose market is stable or at least changing atdigiable rate.

2. Market survey. Estimates of future sales cabdsed on the opinions
customers express to the organization’s salespeddiere sophisticated
statistical sampling techniques yield more refinebrmation; the forecaster
can specify both the range of projected sales lamdlégree of confidence in the
estimates.

3. Time-series analysis. Estimates of future sabes be based on the
relationship between sales and time. The movemérgales over time is
affected by at least three factors: seasonal,@jcland trend. This means that a
firm’s sales can vary in response to seasonal f&cto cycles common to
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business activity generally, and to trends of ldngation. The management of a
brewery knows that peak sales occur during the semmmonths. But it also is
aware of the cyclical nature of beer consumptierheer drinkers shift to liquor
when their incomes increase and shift back whemr theomes decline. For
long-term planning, the manager also must know $oimg about the trend in
beer consumption. Consumer preferences change tmth and with the
introduction of new products.

4. Econometric models. These allow a forecasterveduate the impact
of a number of variables on sales. Even thoughetheshniques are the most
sophisticated of the methods, they offer no hopetifie elimination of all
uncertainty; management judgment is still needdte &conometric approach
begins with the identification of those variablkatteffect the sales of the firm’'s
products. Among the obvious variables are pricepmsting products, and
complementary products. Variables such as the &gexisting stocks of the
goods, availability of credit, and consumer tasiesless obvious.

Measurements of these variables are obtained feviqus years and
matched with sales of the product for the samesyear

No perfect method exists for forecasting futureesaHunches, market
surveys, time-series analysis, and econometric lga®vide estimates that
may or may not be reasonable, and they can be tter bean the information
that goes into them. As technological breakthroughsformation processing
occur, we can expect sales forecasts to become aworgate and consequently
be better guides for planning. At present, howef@ecasting requires a great
deal of managerial judgment.

2. Answer the following comprehension questions.

1. What is the basis for saying that planning esehlsential logistical function?
2. Why is it important when forecasting future etgato utilize both qualitative
(e.g., hunches, gut feeling, experiences) and gaam (e.g., time series)
methods? Are there occasions when one method asl\clguperior to the
other?

Explain why planning systems should be revised?

Which methods of forecasting are currently usgtbgisticians?

Which method would you use in your work and why?

Which factors in your opinion influence the awmy of forecasting most:
education, experience, intuition, others?

o0k w
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lll. Comprehension and Word Study

1. Find the words and expressions in the text tina¢an:
1. information
2. to be influenced by
3. tochange
4. to know
5. torise
6. to deteriorate
7. flawless
8. alotof
9. to happen
10. before going
11. to be hopeless
12. omitting
2. Combine the words from the column on the leftthvihe suitable words
from the column on the right adding an article orrgposition where
necessary. (Reproduce the context in which theserdvoombinations
were used).
to forecast reaction impact
to change measurements of variables
to evaluate estimates
to obtain forecasting
to provide past sales data
to be applicable predictable rate
to be based general state of affairs
future events
time
consumption
3. Point out parts of the text which mean the saasethe sentences below.
1. Future sales forecasting is possible with tHp bEpast sales data.
2. Logistician personal estimates are of some itapoe while forecasting
sales volume.
3. Customers express their opinion to the orgaioizatsalespeople.
4. In the future sales forecast will be more adeura
5. Price is never stable.
6. The movement of sales depends on many factors.
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In this exercise you must choose the word or @& which best completes
each sentence. Indicate, b or ¢ against the number of each item 1 — 10
for the word or phrase you choose.

In the implications of a sales fosgdagisticians should be
fully aware of both the sensitivity of forecast uks to slight changes in
forecast assumptions or techniques and the co$tsemfasting.

a) forecasting c) evaluating

b) shifting

If several techniques give essentially the seasalts, the of a
forecast should be greater.

a) reliability C) representation

b) responsibility

To be useful in planning, shouldthed in measurable terms
and should relate to significant organizationaf@@nance determinations.
a) activities C) objectives

b) objects

Statistical forecasts are less reliable wheadasting by sales
territory or customer segment.

a) supply c) offer

b) demand

Company sales forecasts be develapedore than two
levels.

a) cannot c) should

b) have

As a general rule, time-series analysis is mgsful when market forces
are within the forecasting horizon.

a) relatively stable c) unpredictable

b) not stable

When environmental changes can be expected eatecra shift in the
historical pattern of sales, then time-series amslys likely to prove

a) sophisticated c) unsatisfactory
b) satisfactory
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8. Logisticians should sometimes rely on the judgni@ased of
field sales personnel to develop detailed forecasts
a) estimates c) numbers and figures
b) calculations
9. All the planning in the world does not help armgamization realize
objectives if plans cannot be :
a) forecasted c) shifted
b) implemented
10. The most sophisticated approach of sales volumescésting is
a) econometric models c) market survey
b) hunches
5. Match the columns of the table below. To enrigfour vocabulary
translate all the words you come across in this exse.
MARKET MOVEMENTS
go down
fall
decline affect favorably
drop
rise
raise fluctuate
jump
go up
remain stable
hold firm decrease
equilibrium
erratic movements increase
grow contract
extend
shrink exoand
dwindle P
deteriorate :
remain steady
get worse
improve
get better affect adversely
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6. Change the words in brackets to complete thetseces below.

1. Profit could be described as the
business at the part of a trading period and thewvaf the business at the
end of that period. (differ)

2. He did not want to make a

3. ltisalegal

drmtwthe value of th

immediatdicide)

principle is to record every single transactiorq(rire)

4. Generally | do not have difficulty in making

. (decide)

e

that proper financtmlords are kept and the basic

5.  We have a team of 15 people who are responfiblmaking sure that the

quality and

6. | definitely think we should speed up the

(implement)

7. He took part in this
First of all, we have to
9. He is the only person here who can

o

(analysis)
10. We must

7. Fill in the missing words in the table.

of the products are as asggpossible. (reliable)
of Plan A.

. (move)
who showdrbthe chair. (decision)
e sttuation properly.

for the next stage of the prajplanning)

Verb Personal noun | General noun Adjective
1 manage
2 analysis
3 organizational
4 decision-maker
5 production
6 competitive
7 logistics

8. In this exercise you'll find an English passagand its Russian
translation. One of the sentences in English vensics correct. All the
others have mistakes in them. Change the sentersteshat they are all

correct.

Kaxxnpiii 4enoBeK JIOJDKEH pery-
OKpYKaroUIen
TOTO,
cobupaTth uH(OpPMALMIO O MPOUCXO-

JSIPHO  CJIEIUTH
00CTaHOBKOI

U1

4TOOBI

Every person have to examine
environment in order to gath
information about change

opportunities and problems arisir

the
er
S,
0.
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JSIIMX MU3MEHEHUSX, BO3JCHCTBUHM Ha
HEr0  3TUX  M3MEHEHMH U O
BO3HHUKAIOMIUX MpolieMax. YenoBek
JIOJKeH OBICTPO  pearupoBaTh Ha
U3MEHEHUsT U J00MBaThCs BOCCTa-
HOBJIeHUs1 cTabuibHOCTH. [Iporecc
onpejeNieHUus] JIMYHBIX W OpraHu3a-
IIMOHHBIX 33J1a4, TMOWCK TMPaBUILHBIX
pEIICHU OTHOCSITCS K TNIAHUPOBAHUIO.

PanmonanbsHeI Mponecc NpUHATUA
pemrenuii coctout (1) B ucciieoBaHUM
CUTyalluu. DTO O3HAYaeT COOCTBEHHO
BBISIBJICHHE TPOOJIEMBI, JHArHOCTUKY
OPUYUH U HICHTUPUKALUIO IIENeH,
KOTOpBIC MPEJACTOUT BBITOJHUTL. Ha
BTOpPOM (2) 3Tare BBISBISIOTCS ajlbTep-
HAaTUBHBIC PEIICHHS, HO WX IOKa He
omeHnBaroT. Ha TperbeM (3) srame
COTIOCTABJISIFOT MEXIY CO00#l cyIiect-
BYIOIIME aJIbTEPHATUBBI U BBHIOMPAIOT
Ayqmyro w3 HuX. B pesymbrate (4)
NPEJICTOUT BHEAPUTH pa3paboTaHHBIN
IUIaH, TPOCIIENNUTh 33 €r0 BHEAPEHHEM
U claenaTh HEOOXOIUMYIO KOpPpeK-
THPOBKY.

His or her responses must be quick
must result in a return to stability. T
process of determining the persona
an organizational objectiveness &
deciding how to achieve the
constitutes planning.

The rational decision-maker proce
is (1) to investigation the situatio
That is to define the problem,
diagnose causes, to identify decis
objectives. The third (2) stage is
develop alternatives, but not
evaluate already. The third (3) stage
to evaluation alternatives and to sel
the good ones of the available. A
firstly (4) one should implement h
plan, to monitor implementation at
make necessary adjustments.

and

or
\nd
m

ect
nd
IS

9.

product or service concerned and the market invalve

Below is part of a report by Michelle Cardot, thedvketing Manager of
Fastrail Ltd. Put the five parts of the report irhe correct order.

SALES FORECASTING

1.

Sales forecasting is based on a variety of eates, depending on the

The sales forecaster interviews sales statEssmanagers and senior

management. Talking with experts and analyzing régufrom previous
years helps to show trends, the relationship betvpeiee and demand, and
any seasonal variations. The forecaster also cerssithe effects of
advertising, or changes in the market. For exampl@ew competition
arrives or old competitors disappear.
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10.

Sales forecasting

Sales forecasting is an attempt to estimaddetvel of regular business. It
includes existing contrasts, the typical volumesales to regular customers,
typical volume of non-regular business and an eggnof the volume of
new business.

Sales volume will be affected by the effeatiess of advertising and
other promotional activities, the quality of theéesaforce, past sales volume
and any seasonal influences.

Pricing policy is affected by market condisprcompetition, economic
climate, industrial conditions and organizationastcstructure.

Factors affecting sales forecasting includecipy policy and sales
volume.

FORECASTS

Choose from the words in the box to complete thateaces. The first has
been done for you.

net market loss cash-flow capital
sales overheads expenditure  gross profit
1. The forecast which predicts how much money bellgained by a business

Is called the___profit _ forecast.
The forecast which predicts how much money belllost by a business is
called the forecast.
The forecast which predicts how much money ballreceived or spent by

a business is the forecast.

The forecast which predicts where most salelsb@iimade, and what their

value will be, is the forecast.

The forecast which predicts how much the compaily sell is the
forecast.

The forecast which predicts how much money Wwd spent by the
company is the forecast of
The forecast which predicts how much money ieded to start up a
business or to increase its wealth is the forecast.

The forecast which predicts how much money tbmpany will earn
before tax is paid is the profit forécas
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9. The forecast which predicts how much money thrapany will earn after
tax is paid is the profit forecast.

10. The forecast which predicts how much money the @mypwill have to
spend on salaries, heating and lighting, rent,, etc.the forecast of

I\V. Speaking Practice

1. Read the beginning of the following dialogue amoceed on your own
using the key words as props: supply, demand, fastanethods, risks,
costs.

David Hook is in Minsk, Belarus. He wants to setaup
new branch of Whitegate Computer Services in Minsk.
He is at business meeting now. A Belarussian basine
associate lgor Savich asks him a few questions.

l. Savich: So, Mr. Hook, tell us exactly what protiuyou want to sell here.

D. Hook: Well, we want to sell not only our compstevith our software
programmes but we also want to sell our services. N&ve the
technology and know-how to help any business creafevare
programmes that specifically fit their needs. Ifeyhneed an
accounting programme or a supply or demand forqmagframme
we can help.

l.: O, I see. Can you dwell on this programme anbw/?

D.: Well, supply is an amount or quantity of the@guct that you have
in stock. Demand is the quantity of your produett ttonsumers will
buy. A supply and demand forecast programme wouelg fyou
analyse the existing market and current trendshen market. It
would then give you a prediction as to how large tkemand for
your product will be and subsequently how largerysupply will
have to be.

l.: Ok. Thank you. It is very clear now. | have #rer question then.
2. Comment on the following.

A manager is overheard saying, “Plan? | never hawe to plan. | live
from day to day just trying to survive”.
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3. Several companies are experimenting with progsathat shift most of the
responsibility for planning to the lower levels ahe organizations.
Discuss possible advantages and disadvantages teedkezed from such
programs.

4. The U.S. Hispanic population has recently beewreasing at four times
the rate of the overall population growth. As a Het of sugared colas,
you know that the Hispanic market consumes 65 pe@rtcenore colas per
capita than general population. How would this infmation be useful to
you in determining the market potential for soft itks? Would it affect
your decision to use either time series or multipteethods in your sales
forecast? Why?

5. In an industry sales forecast is needed for eaufithe following products,
for which product will a time-series approach beetimost appropriate?
a) Automobiles
b) Laundry detergent
c) Baby food

Extend your answer to the volume of independent malmgue utterance.
6. Experiential Exercises.
THE IMPORTANCE OF THE PLANNING FUNCTION

Purpose

The purpose of this exercise, which requires sonteobclass homework to
prepare the answers, is to emphasize the importzr@anning in organizations
In various industries.

The Exercise in Class

1. Every person in the class should be assigneddAme organization from
the following list and answer these questions:

a) What events in the organization’s environmerdud be considered in
developing a strategic plan for the successfuleagment of objectives?

b) How likely are important events to occur? Thawbat is the probability of
an event (e.g., energy shortage, shortage of @dlijob candidates,
increase or decrease in demand, increase or degreagmpetition)?
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c) How can managerial planning improve the orgdiun&s chances of

surviving the occurrence of positive and/or negatevents cited in your
answer td)?

The organizations for the exercise:

General Motors Taco Tico, Inc. Wells Fargo & Co.

Corporation

Standard Brands Paint Pacific Stereo Revlon, Inc.

Company

Walt Disney Company Levi Strauss & Co. Honeywelt. |

General Mills, Inc. Sears, Roebuck & Co. volvo quth America
Corporation

2. After each student completes the first part bétexercise, the teacher will

form groups of four to six students. Each group Wwibe assigned a
different organization from the preceding list.

Your group should answer questioasb, and c and report your answers
to the class.

The Learning Message
This exercise will show that some organizationsdn@anning more than others
because of the events they must deal with in the@ment.

USING THE ELEMENTS OF PLANNING IN YOUR OWN LIFE

Purpose
The purpose of this exercise is to apply the elésneh planning to your own

life.

The Exercise in Class
Every person in the class should apply the fouromalements of planning to a
personal situation and answer the following questio

1.

What one importanbbjective would you like to achieve in the next six
months? It may be a personal objective pertainingeight loss, exercise,
caloric intake, diet, grade point average, majorcpase, or personal
relationship. Or it may be a professional object8ueh as a promaotion, pay
raise, or income level. Make sure you adhere th suiteria as time frame
and measurement, discussed in the chapter.
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2. What specifiactions(strategies and tactics) do you intend to undertak
achieve your objective?

3. What resourceswill be required for you to achieve your objecfive
Remember to also include nonmonetary resources asitime, effort, and
other people.

4. How do you intend tamplementthe actions you have decided to take to
achieve your objectives?

The teacher will randomly select members of thesk® present their plans.
Other members of the class should make sure tlsemiers have adhered to the
basic elements of planning discussed in the module.

The Learning Message

The purpose of the elements of planning is to pleva blueprint for
management action. This exercise should illustthie benefits of formal
planning (for individuals as well as for organipais).

ARE YOU RECEPTIVE TO CHANGE?

Purpose
The purpose of this exercise is to help studentsroiene how open- or closed-
minded they are to change.

The Exercise in Class

1. Take a few minutes and complete the questioamaiExhibit 1. Circle one
response for each question that best reflects gpimion. There are no right
or wrong answers.

2. Go to Exhibit 2 for the scoring format. Add yagore up and answer the
guestion: Are you open- or closed-minded? Comparer yscores with
others in the class. How do your results match yself-image of your
willingness to accept change?

Exhibit 1 Questionnaire: Are You Receptive to Cipeh
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Statement

Agree
Very
Much

Agree in
General

Agree
Somewh
at

Disagree
Somewh
at

Disagree
in
General

Disagree
Very
Much

1. The main thing in life is
for a person to want to da
something important.

3

4

5

6

2. Most people don't care
about others.

3. Most ideas found in the
press are worthless.

4. Compromising with
Russia is dangerous.

5. Our way of living and

doing business is proven
and should be the world

model.

6. | would love to become
a famous person like
Einstein.

7. The United States and
the former Soviet Union
countries have nothing in
common.

8. Freedom of speech is
generally great, but some
restrictions should be

placed on radical groups.

9. | become very angry
when a person refuses to
admit he or she is wrong.

10. I would like to find
someone to tell me how t
solve my personal
problems.

11. Itis best to reserve
judgment about what's
going on until one hears
the opinions of respected
people.

12. Most people don’t
know what’s good for

them.

Exhibit 2
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Response Number of Responses  Weight = Score
X

(1) Agree very +3
much

(2) Agree in +2
general

(3) Agree +1
somewhat

(4) Disagree -1
somewhat

(5) Disagree in -2
general

(6) Disagree -3
very much

Total score

Interpretation A high score indicates a tendency to resist changcause of
fixed or rigid attitudes. A rigid person is calletbsed-minded. The most rigid
person would have the highest score: +36. A totafign-minded person will
score a —36.

The Learning Message

Resisting change is almost a fact of life. The w&gyerson thinks indicates how
resistant to change he or she will be when faceti whanges in structure,
technology, and personnel. This exercise providesesinsight into a person’s
openness toward change.

V. Writing Section

1. Read the words to the text and their translatidiry to memorize them. It
will definitely help you grasp the main idea the tdés in the following

text.
error —o1muoKa
value —CTOMMOCTb, [ICHA; OIICHKA; BEJIMYNHA, 3HAYCHHE
excess #30BITOK, PEBBIIICHNE
to delay —OTCPOYMBATH, 3a/ICPKUBATH
shipment —py3, MapTHs TOBapa
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to outweigh  —1peBOCX0aUTH, MEPEBEIIMBATH

revenue F0JI0BOM JTIOXO

assumption  -HpenAnoyoKeHue, JOMyICHHE

layoff — IPUOCTAaHOBKA / COKpAICHHUE ITPOU3BOJICTBA

price cut —CHIDKCHUE TICH

cash —1E€HbI'M; HAJTMYHBIC ICHBI'H

capital —COCTOSIHHUE, KAITUTAal

obsolescence yerapeBanue

goodwill —IIEHHOCTh (PUPMBI (OTIPEENSFOIIAsACS €€ KIMSHTYPOH,
peryTanuei)

overtime —1J1aTa 3a CBEpXypPOUHYIO paboTy

capacity —MOIITHOCTh; TIPOU3BOAUTEIHLHOCTD

to bottleneck -eo3naBath 3aTOp / MPOOKY
2. Translate the following text. Use a dictionarynecessary.
THE COSTS OF FORECAST ERRORS

If a sales forecast has a large standard errorida vange of possible
values), logisticians should consider the costs aferestimating and
underestimating demand. There are different kirfdsoosequences associated
with overestimating and underestimating compangssaFor some firms, the
cost of holding excess inventory may be extremai l{perhaps because the
product is perishable) while the amount of salest lbecause of delayed
shipments is very low (perhaps because the compasyloyal customers).
Accordingly, if a firm is in that situation, logisal management will be more
willing to risk underestimation than overestimatidinis is because the cost of
excess inventory resulting from excess productiol wutweigh the lost
revenue from an in adequate level of productionilllistrate the point, assume
that a logistician has been given a company salesdst of 200.000 units with
a standard error of 10.000 units. In using thignmfation, the logistician may
choose to plan around a level somewhat lower dndrighan 200.000. But, if
the cost of holding excess inventory may be vemghhand the costs of
overestimation are greater for that firm, logistrs will probably want to base
decisions on a forecast that is more conservatiae 200.000 units.

In sum, logisticians must recognize that salescists are only estimates
and are based on certain assumptions. By beingeastdhese assumptions and
the nature of the risks associated with forecast&rlogisticians should be able
to make better judgments on how to use the forecast
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Possible Results of Company Sales Forecast Errors
Results of Overestimation

Excess capacity wading to layoffs, loss of skillabr.
Price cults or additional marketing expenses toenmoduct.
Distributor ill will because of excess distributawentories.
Inventory costs:

Cash flow problems ad cost of capital tied up inistied goods,
components, raw materials.

Technical obsolescence or damage.

Storage or warehousing cost.

Results of Underestimation
Lost sales or customer goodwill.
Overtime costs.
Costs of expending shipments.
Reduced quality control due to reduced maintenasicenachinery at full
production capacity.
Production bottlenecks due to lack of materials auds.

3. Read the text once again. Find the topic sententhen list the details that
support it.

4. Explain the following notions in writing:
- Time-Series Analysis
- Variables
- Forecast

5. Give English interpretation of the following Rggn passage.

OdveHp YacTO B OTYETAX WM APYrUX pabouMx JOKyMEHTax ObIBaeT
HEOOXOJMMO OMUCaTh CYHIECTBYIOIIME TeHAEHIMH. Jlisg Toro, dToObI
IPOMJUTIOCTPUPOBATH CBOM BBIBOJIBI, JIFOJIA MCIIONB3YIOT Tpaduku 1 Tabauisl. B
Tabnuiax uH(OpMaIMs MpeAcTaBleHa B Jerko goctymHou ¢opme. Kirou k
MOHUMAaHUIO TaOJUI[ COCTOUT B TOM, YTOOBI MPOYECTh €€ Ha3BaHHE M TEKCT B
KOJIOHKaX. OTH TOSCHEHHUS IUIIOC CHOCKH, €CIM OHHM €CTh, MOMOTYT Bam
pazo0Oparbcsi B TOM, 4TO O3HaydarT Hudpel B Tabmumax. Camu mno cebe 0Oe3
MOsICHEHUH TTU(GPBI HUUETO HEe 03HAYAIOT.
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SUPPLEMENTARY UNIT

Managing changes in demand

This unit looks at the challenge of dealing witlexpected increases in demand
and suggests ways companies can manage it.

BEFORE YOU READ

1. Discuss these questions.

1. What can cause temporary increases in demanetil products? Which
are predicable, e.g. a national holiday period?dWlaire unpredictable, e.g.
unexpected popularity of a new toy or gadget?

2. What are the consequences if a company isné& abldeal with sudden
changes in demand for its products, e.g. produntates, obsolete stock?

3.  What can a company do to make sure its supg@inatan handle variations
in demand?

READING

MAKE SURE YOU HAVE YOUR CHRISTMAS STOCK IN
= by Alison Maitland

! A Every year at Christmas,

2 " much-advertised products

3 =% disappear from the shelves

4 long before most people have

> done their Christmas shopping,

6 leaving consumers

! disappointed and frustrated.

8 = o o ! K

9 B Forecasting the righ uantity of a produat getting it to the

e L I < =
N o 00 W N R O

right place at the right time is a tough challefigebusinesses, especially
when the item is new. ‘It is the exciting produttiat are hard to forecast’,
says Martin Smith. Head of the Manufacturing Indest Practice at PA
Consulting.

C The continuation of pre-Christmas sell-outsspite the use of
sophisticated forecasting tools, has led to suspscthat companies ration
the supply or even withhold ‘must-have’ goods teate interest among
consumers. PA Consulting’s Martin Smith thinks thss unlikely. ‘If
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companies run out of stock, it won’t help them maisie the profits they can
make from a new product’.

D But Yossi Sheffi, Director of Massachusettsstilute of
Technology’s Centre for Transportation and Logsstgays it is not unusual
for companies to announce expected shortages wdnemching a new
product. ‘People want more of something that scakt@st manufacturers
will give newspapers these stories because thegase demand and help
future sales’.

E But the danger is that actual shortages, edpe the period
up to Christmas, will alienate customers, as wslli@e potential sales.
Another risk of running out of a ‘must-have’ protug that when supplies
start again, the fashion may have passed. Thislezare companies with
unwanted stock.

F  Getting stock levels right is not so much abperfecting
forecasts as about building flexibility into thepply chain. Where possible,
that means broadening the supply base so that aanouérs can step up
production quickly in different locations, and wusmnponents from different
sources.

G According to Professor Sheffi, one examplettws kind of
multi-sourcing is Hewlett-Packard. HP makes Deskyenters for North
America in plants in Vancouver and Singapore. Vaneo is more flexible
and closer to the market, but more costly. So Hegstable, high-volume
production to Singapore and uses Vancouver to egeporary surges in
demand.

H Agreeing flexible contracts with suppliers @aaother solution
that enables companies to increase or decreaseigiiad rapidly. Jabil
Circuit, a US electronic manufacturing services pany, requires suppliers
to be able to boots deliveries by 25 per cent aitiveek’s notice, and by
100 per cent with four week’s notice.

|  Forecasting can be made more accurate byctabetogether
predictions of customer demand across a wide regither than responding
on a store-by-store basis, according to ProfeskeffiSBy using common
components in different products, companies cao plg together their
forecasts for these products to give a more aceynature of demand for
the parts.

J A responsive supply chain depends on good aamgation
between all its participants. In companies thattde well, there is a free
flow of information, says Professor Sheffi. ‘Foramxple, Toyota displays
continuous production reports in its plants, andl Dedates managers
hourly on production’.
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VOCABULARY

Match these words and phrases from the articlé-10) with their
meanings (a-j).

forecasting a) cause to dislike

sell-outs b) not easy to find or obtain

ration c) sourcing from a lot of different sups

withhold d) predicting future demand

run out (of) e) control the supply of something

scarce f)  when products have sold so well thatet
are none left

alienate g) Iinformation given in advance aboutemv

something is happening
must-have products h) use up all of something
multi-sourcing 1)  products that everybody wants

. notice ]) deliberately keep something back

Find five words from Exercise 1 used for talkirapout product shortages.

Organise the words from Exercise 1 into threeogps: nouns, verbs and
adjectives.

Which word in Exercise 1 has the same meanasgn short supply?

Complete these sentences using words from Exerdi.

By creating the impression that ‘must-have’ piid are , companies
hope to increase interest and push up demand.

When launching new products, there is a sugpithat companies like

Apple deliberately or even stock asag wf stimulating
demand.
The risk of of stock is that cugtmwill get frustrated and

buy a competitor’s product.

Product shortages can quickly result in empgh&s and complete -

Because sales were higher than expected, the né\® nds
until production could be increased.

Find words in the article with the same meaning replace the words in
italic in these guidelines.

It's important that you are able to increaseeniuce® productionquickly®,
so make sure you negotiate flexible contracts.
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2. When choosing suppliers, make sure they aretabterease® deliveries
to meet suddeimcreases in demand.

3. Extending?® your supply base is also a good idea. It will éaamu to
increase” productionfast® in different locations and use components from
different sources.

7. Think of at least two other.

1. nouns for expressing the idea of an increaskearease.

2. verbs for expressing the idea of increasingearehsing something.

3. adverbs for describing the rate or speed ofghan

8. Find adjectives in the article which mean themsa as these words.

1. correct (paragraph B)

2. difficult (paragraph B)

3. advanced (paragraph C)

4. real (paragraph E)

5. nearer (paragraph G)

6. expensive (paragraph G)

7. exact (paragraph )

8. shared (paragraph I)

9. quick to react (paragraph J)

10. unrestricted (paragraph J)

9. Find another noun in paragraph | which mearf®recasts

10. Complete these sentences using the preposiiiotise box.

at by from in in of on to to up  with

1. Forecastlng demand correctly and getting praduct _® the right place

® the right time are challenges all companies face.

2. Manufacturers need sophisticated forecastln@ttm predict unexpected
increases 2 demand, especially " the period
Christmas.

3. Make sure suppliers have the capacity to haindieased demand as part

normal service.

4. Choose flexible suppliers, for example those vene able to increase
deliveries 425 per cent, ® just a few week’s notice.

5. Increase your supply base so that you buy coeigen different
sources.

6. Forecasting demand correctly depends bdtm right forecasting
tools.
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Reading Comprehension.

=

Read the article and choose the best optiondmplete each statement.

1. Forecasting demand is especially difficult &ir products at Christmas /
new products that become very popular

2. According to the write, shortages of ‘must-hapedducts are common at
Christmas because manufacturensderestimate demand / deliberately
restrict stock to get interest

3. The writerdoesn’t see / seeproduct shortages as a serious risk for
companies.

4. The best way for ensuring companies have thd stpck levels to meet

demand ismore accurate forecasting / making their supplyieianore

flexible

2. The article offers four main solutions for dealg with increases in
demand. In what order are they mentioned?

a) Better communication of information between gwae in the supply chain

b) Supplier contracts with guarantees to increasdyztion at short notice

c) Increasing the number of suppliers

d) More accurate forecasting for a better pictdréemmand for components

3. Read the article again and answer these question

1. According to the article, what are three risksdompanies associated with
product shortages?

2. Why does Hewlett-Packard have two different f@ddor making Deskjet
printers for the US market?

3.  How much advanced warning must Jabil Circuiegite suppliers if they
need to increase production by a) 25 per cent200 per cent?

4. What actions do Toyota and Dell take to makee smformation on
production levels is available to others in the@yghain?

SPEAKING PRACTICE

1. Use information from the article and your owmead to prepare a set of
guidelines for minimising risks caused by temposugges in demand.

2. Act out a meeting to negotiate prices with aptiep. You need them to be
able to step up production at short notice.

3. Do you agree that running out of a well-pubkdselectronic gadget or a
‘must-have’ toy or game will damage a company aepdult in lost
customers? Why? / Why not? Find examples to supjoant view.
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¥3-2

DISTRIBUTION

I. Vocabulary Work

1. To check or build up your vocabulary on this gabt, look at the words

listed on this page.
agent [‘edzont] n
to appeal{'pi:l] v

to boost [bu:sty

broker ['bbuks] n
competitive [kom'pettiv] ad]
delivery [di'livari] n
distribution [disrt'bjujn] n
layout ['leraut]n

to manufacture fnaenju'faekb] v

order [5:do] n
outlet [‘autlet]n
to pitch [pif] v

to purchase [@tfos] v
retail ['ri:tell] n
to ship fip] v

showroom [ouru:m]n
smooth [smu:dhdj

to solicit [®'lisit] v
supermarket ['sugpma:kit]n

superstore ['sugyst:] n

target ['ta:gitlad;

areHT, MPEICTABUTEND, TOCPETHUK
obpamatscs (k), mpuderatsb (k);
PUBJIEKATh

OJHUMATh; PEKIaMUPOBATh;
CIOCOOCTBOBATH POCTY, MOIMYISPHOCTH
MAaKJIep, MOCPETHUK
KOHKYPEHTOCIOCOOHBIN, KOHKYPEHTHBII
NIOCTaBKa; OCTaBKa

pacrpeneneHue, pacipoCTpaHEHUE
pacnoJIOKEeHUE, IJIaH; pa3METKa,
pa3OuBKa; OKa3, BEICTABKa
MPOU3BOJIUTH, U3TOTOBJISATH,
nepepadbaThIBaTh

3aKa3

PBIHOK COBITa, TOProBasi TOUKa
NpUAAaBaTh OMPEIEIEHHYIO OKPACKY,
paccka3biBath (0aCHM), BRICTABIISAThH HA
IPOJIaxy

MOKYIaTh, 3aKyNaTh

PO3HUYHAS TPOJAXKa

NEPEBO3UTh, OTIPABIISATH IPY3 JHOOBIM
BUJIOM TPaHCIIOPTa

BBICTABOYHBIN 3aJ1; IEMOHCTPALMOHHBIN
3aJ1 7)1 MoKa3a o0pasioB ToBapa
TJIAJIKHH, POBHBIN; O€CTIPENITCTBEHHBIN
IPOCUTH, YIIPALINBATh, BBIIIPALINBATh
KPYIIHBIN MTPOJIOBOJIbCTBEHHBIN Mara3uH
PO3HUYHBIN Mara3uH ¢ 0OJIBIION
IJIOLIAIbE0 TOPTOBOTO 3aj1a

IUIAHOBBIM, N — 1IeJIb
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timely ['taimli] ad] — CBOEBPEMEHHBIN

transaction [treen'zébl n — cpenka

transportation freensp:'tefn]n  — mnepeBo3Ka, TPaHCIOPTHPOBAHHUE

warehouse ['w&haus]n — TOBApHBIA CKJIAJ; OOJIBIION Mara3uH

wholesale ['bulsell]n — OITOBast TOPTOBJISA

2. Match the word combinations in column A with thie Russian

interpretation in column B.

1. Marketing Channel a)yHHBEpCaJIbHBI Mara3uH

2. market coverage byiponaxa He depe3 marazuH

3. exclusive distribution  c)oxsat psiHka

4. selective distribution  d)o6paboTtka 3aka3a

5. sales branch € PKCKITIO3MBHOE PACTIPOCTPAHECHUE

6. department store f)MarasuH TOBapOB MOBCEIHEBHOTO CIIpOCa

7. discount store g)TOproBhIi (rurat

8. speciality store h)xanai cObiTa

9. convenience store |)pO3HUYHBIA  MaraswH, TOPIYIOIIMA 10
CHMXKXCHHBIM IICHAM

10. nonstore retailing ]) Homanrawmii Mmara3zun”

11. in-home selling K) BbIOOpOYHOE pacpoCTpaHEeHHE

12. order processing |) MarasuH J10OMTENBCKUX TOBapoB (Hampumep,
0COOBIX JICIINKATECOB) “npecTmKHBIX"
TOBapoOB, TOBAapOB A  Y3KOIr0  Kpyra
MOKynaTeJe, NpeAMETOB POCKOIIN

3. Translate the following word combinations.

1. marketing — marketing channel — marketing chbfumetions

2. physical — physical distribution — physical disiition activities

3. material — material handling — material handkagjvities

4. warehouse — warehouse space — warehouse spaee us

5. inventory — inventory management — inventory aggment function

6. channel — channel members — channel membesattons

4. Fill in the gaps in the sentences below using tiwords on the list. Try not

to look up the words, but work from memory.
distributors, distribution, sale, size, respondintg, retail, organization,
customers, delivery
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Sales and 1  programs include all activities that involve direc
personal contact with final buyers or with wholesar 2  distributors.
Principally, these activities focus on three fuois:

— communicating individually — tailored sales megesa

— providing customer service — information or assise regarding
product features, order states, or complaintsnidividual 3 ;

— coordinating the scheduling and methods of produal .

These activities are of paramount importance incetieg a marketing
strategy when individual buyers or distributors édwghly complex and varied
needs and 5 . In such circumstances, personal interactiorritecal to
properly understand and 6 to each customer’s buying situation or problem.

Although the range of activities involved in salasd distribution
programs seems rather broad, in reality theseitesi\are all a part of the sales
function in a typical 7 . Salespeople may find that the various terms
associated with the frequency and 8 of product shipments are often as
important as product quality or list price in makiaa__ 9

These same basic activities take place whethemaié selling direct to
final buyersorto 10 or both.

5. Fillin the gaps with a suitable derivative frothe word given in brackets.
Channels may have an intensive pattern of (1. $trildute) (in which a
relatively large number of distributors exist forgaven area) or a selective
pattern of distribution (in which only a few diftators exist for a given area).
At the extreme, a distributor may be (2. desigmgttbe exclusive representative
in an area. In general, the more functions a Oistor is (3. expectation) to
perform, the more likely an exclusive or selectpadtern for (4. to hold) large
inventories, for offering service, and for aggressipromotion. Selective
distribution has other advantages for a (5. to By@s well. When a firm has
fewer distributors, the selling costs, delivery tspsand cost of monitoring
distributor (6. to perform) are usually lower. Thesdvantages (7. existance)
because fewer sales personnel are needed and bdeswes points of (8. to
deliver) (normally with more economically sizeddisa are (9. requirement).

6. Find the odd word.

1. a)agent 2. a)to purchase 3. a)spend
b) broker b) to buy b) manufactured
c) merchant c) to sell C) purchased
d) sale d) to acquire d) delivered
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4. a) competitive 5. a) supermarket 6. a)toraise

b) timely b) superstore b) to increase
c) smooth c) warehouse C) to boost
d) economically d) department store d) to lessen

ll. Reading comprehension

1. Give Russian interpretation of the text. Try tdo it first without
consulting a dictionary. Then read it again with dictionary if necessary
and make certain you understand both the main faesd the details
added.

THE OVERVIEW OF DISTRIBUTION

A marketing channel (channel of distribution) is made up of
organizations whose transactions create a link é&twproducers and final
customers. The specific individuals and organizegtithat connect producer and
consumer are calledharketing intermediaries. Their function is to create
place, time, and possession utility. The efficieradythe market exchange
process depends on smooth working channels ofalison. The two principal
types of intermediaries are wholesalers and resaile

The marketing channels fandustrial productsare shorter than for
consumer productsinstead of relying on intermediaries, the produoé
industrial products provides most of the utilityretitly to the customer
(example: manufacturers of machinery providingdactraining to customer’s
employees).

Sometimes it is more efficient to combine two orenmarketing channel
functions under a single management. In this pycesalled vertical
integration, one organization in the channel takes over amoth@r even
arranges to control the entire channelektical marketing system (VMS)is a
planned distribution channel: all intermediaries ander a single manager. A
VMS may improve the efficiency of a distributionasinel.

The number of outlets a manufacturer will employntake a product
available to a market is the lewslarket coverage Using all available outlets
for distribution isintensive distribution. Convenience goods are intensively
distributed. Inselective distribution, outlets are chosen from among many
available. Higher priced items such as audio eqammand furniture are
selectively distributed. Infrequently purchasedn$esuch as a Rolls Royce are
usually found in only a single outlet in a specificea. This is, obviously,
exclusive distribution.
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Wholesaling activities are carried out by wholesalers, intetrages who
sell to industrial users, retailers, or other whkalers. Sixty percent of all
products pass through wholesalers. Wholesalersigegownportant services,
including ownership, credit, risk assumption, promeal assistance, market
information, product assortment, and local and {disgance shipping. A
wholesaler who buys products and then resells tseamerchant wholesaler
Sixty percent of wholesale sales are by merchardleghlers. Manufacturer-
ownedsales brancheslike merchant wholesalers, buy products and résem.
They also provide inventory, promotion, credit, atalivery servicesAgents
are wholesalers who work for a buyer or a sellercommission only. The
function of abroker is to bring together a buyer and a seller on goteary
basis.

Retailing is the most familiar point in the distitibn processRetailing
involves selling goods and services to the finahstomer for household and
personal use. There are approximately 2 milliomirdiusinesses in the U.S.
Types of retail stores include department storsgodnt stores, specialty stores,
supermarkets, superstores, convenience storeshowm® showrooms, catalog
showrooms, and warehouse clubs. Selling goodseamnitss outside of stores is
called nonstore retailing. Door-to-door sales anché television shopping are
examples ofn-home selling An even more extensive type of nonstore retailing
Is direct marketing, including direct mail and catalog sales, teleghon
soliciting, and radio and television pitches faniis obtainable only by dialing a
special number. Finallyyending machinesprovide 24-hour-a-day access to
common convenience items such as candy, gum, soksg newspapers, and
coffee.

Retailing is highly competitive. Careful planningegtly improves a
store’s chances for success. There are five fatborensider in retail planning.
(1) Where to locate the store to take advantagbotth auto and pedestrian
traffic flows. (2) The design, or atmosphere of s@re’s physical space. What
combination of exterior, interior, and overall laydeatures will appeal to the
target market? (3) Should the retailer try to bazdés volume by adding new,
unrelated products to the existing product mix?sTractice, calledcrambled
merchandising, is increasingly popular among retailers. (4) Twbkeel of
retailing is a theoretical model of how retail stores begmow, expand, begin
to lose their competitive edge, and become vulierabbonew competitors. (5)
Advances intechnology particularly in computerization, enable retailécs
improve efficiency, protect against loss througéfthlower labor costs, and get
guicker access to timely, accurate information.
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In order to deliver possession, place, and timhktyytproducts must be
physically moved through marketing channels fronodpicer to customer.
Physical distribution activities include: (1) Setting custonssrvice standards
as specific, measurable goals. (2) Shipping pradiectustomers by truck, rail,
air, water or pipeline. (3)Varehousing activities include receiving goods from
producers, storing them safely, recording quastitielivered and on hand, and
coordinating shipments to customers. (4) Receiang preparing customer
orders for shipment. (9¥aterials handling: finding ways to use warehouse
space more efficiently, and to minimize the numbgtperations required to
warehouse a product. (Bjventory management

Learning Objectives

1. To define the terrmarketing channel and identify the two major types of
marketing intermediaries.

To explain how marketing channels are integragtcally.

To definewholesalingand describe the functions wholesalers perform.
To defineretailing and outline the activities retailers perform.

To discuss the major considerations in retaihping.

To explain the role of physical distribution addntify its components.

R o

A

Check your understanding of the subject — mattey answering these
guestions.

What is a marketing channel?

What are the two major types of marketing inedraries?
What does the term “vertical integration” mean?

What is the essence of wholesaling?

Which functions do wholesalers perform?

What is the essence of retailing?

Can you outline the activities retailers perf@rm

What are the major considerations in retail plag?
What is the role of physical distribution?

10 What are the components of physical distribution?

© oo NGO RWDPE

When you have answered the questions, find a partire your group and
swap the information.
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lll. Comprehension and Word Study

1. Get sure you remember the following words and-dvoombinations.
transportation, warehouse showroom, conveniencere,staatmosphere,
wholesaling, in-home selling, specialty store, B@yvstandard, physical
distribution, supermarket, retailing, exclusive tdimition, agent, contractual
VMS, department store, selective distribution, mate handling, order
processing.

Now complete the following sentences from thedisthe words above.

1. refers to the physicalllmndf products during
transportation and warehousing.
2. A iIs a large retailer orgah into separate

departments and offering a full line of serviced ande product mix.

3. A marketing channel in which organizations’ tiglaships are formalized
through legal agreements is a

4. refers to nonstore regaaalutlvmes that involve
personal contact with consumers in their homes.

5. A wholesaler hired by a buyer or seller on amasrent basis and paid
commissions is a(n) :

6. A iIs a specific, measurgalal relating to
physical distribution activities.

7. refers to the marketingites of intermediaries
who sell to retailers, industrial users, and whales.

8. A retailer that carries only particular lines gbroducts is a

9. The design of a store s physical space is its

10. The market coverage is which one outlet is used specific geographlc
area for distributing a product is called :

11. The marketing activity of nigolved in selling
products to final consumers for personal or houlsehse.

12. refers to the receipt andapmgpn of an order
for shipment.

13. A retail store carrying a large inventory that deial volume and provides
limited service is a :

14. includes those activities thatolve the
movement of products through marketing channelm froanufacturer to
consumer.
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15.

16.

17.

18.

=

~

10.
11.

12.
13.

14.
15.

refers to marker coveragehiohwonly some of
the available outlets are used for distributing@dpct.

A large, self-service retailer, that stocks a ww@eiety of groceries and a
limited assortment of nonfood products is a :
involves shipping goods ttomess by rail, air,

truck, water, and pipeline.
A small retail store in a convenient location anmm for long hours is a

Decide whether the following statements are troe false. Provide
evidence from the text to support your answer.

Another term for marketing intermediarghsinnel of distribution.

A function of marketing intermediariedascreate possession, time,
and place utility.

In general, channels of distribution fongumer products are longer
than for industrial products.

A vertical marketing system (VMS) reliesindependently managed
marketing intermediaries.

The term “market coverage” refers to tbhelmer of intermediaries
between a producer and a specific target market.

A manufacturer seeking maximum controk elre distribution of its
product would choose a corporate VMS over a cotuehcVMS or an
administered VMS.

Merchant wholesalers make up about 6Gpeot all wholesalers.

One of the functions of a wholesaler isagsume part of the
customer’s risk.

Compared to most retailers, the departsten¢ carries a relatively
narrow range of products.

Hypermarkets require customers to pay merhipeises.

Store location is not a problem for retaileriso use intensive
distribution to cover the market.

A store’s layout is part of its atmosphere.

The wheel of retailing model predicts an rtable cycle of failure
for all retail businesses that enter the markebwasprice, low-cost, low-
status stores.

Pipelines transport the narrowest rangearfymts.

The primary goal of inventory managemenbisinimize the cost
of holding stocks of unsold product.
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Focus on essential details choosing the righteahatives (a, b, ¢ or d) for
each of the 15 sentences below. There is definitalg best answer.

The organizations whose transactions link preduend consumer are
called

a) channels of distribution. c) marketing intermediaries.

b) wholesalers. d) middle-men.

Most marketing intermediaries fall into whichtbé following categories?
a) producers and retailers c) wholesalers and retailers
b) agents and brokers d) producers and wholesalers

Marketing intermediaries are necessary because

a) consumers do not trust producers.

b) for the most part, it is inefficient for produseto sell directly to

consumers.

c) they have many years experience deliveringytili

d) they eliminate many of the money-losing interragzlstages in the
distribution process.

In a , marketing intermediaries an&eld through binding
legal agreements.

a) contractual VMS c) limited VMS

b) administered VMS d) corporate VMS

Which of the following usually operate underoatractual VMS?

a) supermarket chains C) services

b) professional partnerships d) franchises

Compact disks, microwave ovens, and conversblas are distributed at
what level of market coverage?

a) exclusive distribution C) intensive distribution

b) selective distribution d) administered distribution
Approximately percent of all products laaedled by wholesalers.
a) 15 c) 40

b) 25 d) 60

All of the following statements about wholesalare true except
a) retailers have direct contact with producersugh wholesalers.
b) wholesalers deliver utility to customers thabdgaurcers might be unable
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10.

11.

12.

13.

14.

15.

or

unwilling to provide.
c) wholesaling is a growing component of distribati
d) wholesalers absorb inventory costs for manufacsu

Sending catalogs to potential customers isrma fafr
a) direct marketing. c) convenience selling.
b) in-home selling. d) warehouse selling.

Which of the following stores would most likely yadn competition?
a) department stores. c) discount stores.
b) convenience stores. d) specialty stores.

Elements of a store’s atmosphere would includebali which of the
following?

a) the level of lighting c) the product mix

b) how merchandise is displayed  d) the width of the aisles

An example of a planned shopping center is a
a) catalog showroom. c) mall.
b) hyperstore. d) warehouse club.

The wheel of retailing suggests that a retail bess’s long-term success
can be threatened by

a) higher operating costs.

b) technological advanced.

c) scrambled merchandising.

d) adding low status merchandise to its product mix

transportation accounts for the majaftyollars spent on
transporting products in the U.S.

a) rail C) air

b) pipeline d) truck

Setting service standards helps a distributor dobat which of the
following?

a) meet customer expectations

b) beat the competition

c) offer fewer services to customers

d) meet performance goals for delivering goodsusi@mers
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4. Read the text describing warehouse areas ancldbe areas with words
from the list.

sortatione marshalling and dispatcé receivinge collation and value-added

servicess back-up storage order picking

First of all, there is the ! area. That's where all iIncoming
goods arrive and documentation is checked and dedorGoods are often
unpacked or repacked here to make their format raoitable for warehouse

handling.
The % area holds most of our warehouse inventory.
In the * area the goods are selected in the right quastitie

that means the quantities required by the custoktere we also break bulk.
That means, for example, after receiving goodsiigd quantities (e.g. pallets),
we need to pack them in smaller separate unitdécustomer.

In the * area we deal with smaller order sizes. Sometimes
several orders have been batched together to $nipé picking process and
now need to be sorted down to individual orders.

After picking, the goods are consolidated and miadely for dispatch.
Depending on the customer’s requirements the goodg be packed into
cartons or cases or they are wrapped (i.e. stkgtapping or shrink-wrapping).
Some warehouses also provide special services asidabeling. This part of
warehouse operations is called >,

The final stage in warehouse operations is the ® area. The
goods are brought together to form vehicle loads are then loaded onto
vehicles for onward dispatch.

5. Match the warehouse areas (1-5) to the actigtibat take place in them
(a-e).

1. dispatch

2. collation

3. reserve storage

4. order picking and sortation

5. receiving

O o o0ooaod

a) goods are brought together for loading and pairts

b) where the goods are kept until required

c) the goods are selected and put together in thes wequired by the
customer
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d) complete orders are packed and wrapped

e) the goods are prepared for warehouse operations

6. Match the verbs (1-8) from the text in exerciseo the correct definitions
(a-h).

1. label m

2. repack m

3. handle m

4. select m

5. batch O

6. sort m

7. wrap O

8. load m

a) put goods on a pallet or vehicle

b) provide specific information on the product itse the packaging

c) deal with

d) pick or choose

e) put several things together

f)  pack in special material for protection

g) putinto new units or formats

h) arrange in a special way or order

THE PASSIVE

When describing processes, the passive voice & afsed with modal verbs
such agan must may, should etc.

Or we can use the passive in other tenses e.gréisent perfect tense.

The forkscan be raisedy a simple pump action.
This systermust be fittedwith detectors.

After the goodsiave been checkedhey go into back-up storage.
The unloadindhas been completed

a) First skim the following text. You will prolidy come across a number
of words you don’'t know. Don’t stop to look up thesvords, but try to
understand the main points of the text. Then readagain very carefully.
Try to grasp both the central idea and the detaildse a dictionary if
necessary.
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MASON COMMUNICATIONS

Mason Communications Inc. is a community newspag®&in, with
fifteen publications in five states and a totalculation of over 3.3 million.
Mason’s product line includes general news pubbcat classified advertising
tabloids, special advertising supplements; in aalditapproximately 25% of the
firm’s printing plant capacity is used for gengpahting on a contract basis.

Four generations of Mason family managers have &btk secure the
company’s control over a substantial part of therdiution process. The firm
owns its own forests, operates a pulp and papdy pnihts and binds its own
papers, and owns its own fleet of trucks. Three legaers who specialize in
newspapers and magazines distribute the companyblicptions. Its
newspapers and supplements can be found in supetsiaconvenience stores,
newsstands, and in street corner vending boxesaudecof its long relationship
with its wholesalers and retailers, and becausthefigh profit margins they
realize on Mason publications, the company’s mangesuggestions are taken
very seriously.

b) To check your understanding of the detail ch@osne of the variants
(a, b, c or d) for each of the 5 items below.
1. The marketing channel for Mason Communicatiansipcts

a) is basically the same as for industrial prosluct
b) is the shortest type of channel.

c) is an example of complete vertical integration.
d) includes marketing intermediaries.

2. What would be the appropriate level of marketetage for Mason’s
newspapers, and classified supplements?
a) exclusive distribution c) extensive distribution
b) intensive distribution d) selective distribution

3.  Which of the following types of wholesalers toistdbute its
publications does Mason probably use?
a) a limited-line merchant wholesaler) sales branch
b) agent d) general merchandise wholesaler
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4.  Mason publications are most likely distributedétailers by which of the
following transportation modes?
a) air C) truck
b) pipeline d) water

8. Replace the italicized words in these senternmgsheir equivalents from
the text “Mason Communications”.

1. [I'll go more earlyto obtainsome good seats.

2. This year our company hopes to get a tbghefitfrom the international
sales.

3. This company owna number ofrucks.

4. He likes to reageriodicals with colour photographs issued evergkveut
it is hardly possible to make him read a singlekboo

5. These goods aspread throughout this areaery well, so there is no point
in trying to sell them here.

9. Match the following terms with their correct deition.

Marketing Intermediary, Sales office, intensivetmalsition, warehousing,
superstar, Marketing channel (channel of distram)ti broker, vertical
integration, warehouse club, direct marketing, meey management, vertical
Marketing System (vMS), catalog Showroom, markevecage, nonstore
retailing, merchant wholesaler, scrambled merclsnglj sales branch, discount
store.

1. Combining two or more functions of a marketingacnel under one
management.
2. A wholesaler who brings together buyers anceeelbn a temporary basis.

w

The number of outlets in which a product is sold

4. A giant retail outlet that stocks food and naafatems as well as most
other products purchased routinely.

5. Retailing that takes place outside of storen; lma in-home selling, direct
marketing, and vending machines.

6. A manufacture-owned wholesaler, that takes titlproducts, assumes the
risks of ownership, and provides services.

7. Adding unrelated products to a firm's existingroguct mix.
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10.

11.

12.

13.

14.

15.

16.

17.

18.

19.

©COoNoOGRONERB

o

A group of interrelated organizations that disetbe flow of products from
producers to ultimate consumers; also called cHaohedistribution.

A marketing intermediary that takes ownershipgobds and the risks
associated with ownership.
The receiving, storing, and shipping activitiesadlwed in the physical
distribution of goods.
A large discount retail store offering members @alorrange of name-brand
merchandise at low prices.
The process of developing and maintaining stocksprdducts that

customers need and want.

A marketing channel in which all intermediaries argler one manager to
improve distribution.
Nonstore retailing that uses nonpersonal mediant@duce products to
consumers, who then purchase the products by nelgphone, or
computer.
A retailer offering a wide variety of general mesoldise at low prices and
with minimum services.

Market coverage in which all available outlets ased for distributing a
product.
A manufacture-owned sales force that sells prodwaisout maintaining
an inventory.
A form of warehouse showroom where customers sglemtiucts from
catalogs sent to customers’ homes or available e tstore.

An individual or organization in a marketing chahttet provides a link
between producers, or other channel members, amal @onsumers.

a) Read the words and find their Russian equérds in the right column.

to distribute a)py3uTh; IEPEBO3UTH IPY3
effect b)cHa0xenue, obecrieueHme

to ship C)IOCTaBJIATh

to borrow d)yckopsiTh; OBICTPO BBINOJIHATH
to supply €KOHKYPHPOBATh; COCTA3ATHCS

to satisfy fineiicTBue, Bo3nelcTaue; ekt
provision 0)o1a/KUBATh

to expedite hpactipenensiTe, pacnpocTpaHsTh
to compete Iy 10BJIETBOPSTH
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b) Now fill in the gaps in the text with the deatives of the words from
the first column.

LOGISTICAL APPEALS

In recent years, the cost of holding inventory hssn sharply because of
an increase in the number of models and linesexdfand because of the higher

cost of money. Accordingly, logisticgpeals have become
increasingly in dealing with distribgtaand industrial buyers.
These appeals include providing fast processinyaxdrs, frequent
delivery, and offering delivery.

On-time delivery has become a key competitive athge in most
industries. In Europe, for instance, Nissan guaesitits dealers a 10-day
delivery, and Caterpillar delivers replacement arithin 72 hours 99.7 percent
of the time. For direct response companies likel @mputers, on-time
delivery is a key element of their styat Dell’'s promise of
product within 5 days of an order a@@-alay delivery has been a
key factor in their being rated first in their iredty in customer

Additionally, some manufacturers offer inventorysragement appeals
For example, a buyer may guarantee a t it tvdl buy a minimum
amount of a product over the course of a year. dchange, the seller is
responsible for providing very quick delivery (oftavithin 24 hours) and also
inherits the inventory-holding cost burden.

The primary effect of logistical appeals, therefaseto help buyers or
reduce the amount of inventory theyycarr

IVV. Speaking Practice

1. Check if you can meet the learning objectives diie unit.

1. Define the termmarketing channel and identify the two major types of
marketing intermediaries.

Explain how marketing channels are integratetozdly.
Definewholesalingand describe the functions wholesalers perform.
Defineretailing and outline the activities retailers perform.

Discuss the major considerations in retail piagn

Explain the role of physical distribution anemdify its components.

ok wWN

V. Writing Section

1. Translate the following text. Use a dictionarfyriecessary.
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THE PAYOFF OF CONTROLLING RECESSION EFFECTS ON DEERY
PERFORMANCE

Most companies do not pay attention to controlliegession effects on
delivery performance when they should, so as tarensustomer and client
retention once recession has passed.

The term recession refers to the economic phenomeha nation’s gross
domestic product, or GDP, declining for at least onsecutive quarters of the
fiscal year. This represents a time of low proditgl zero growth, or more often
negative growth, for a lot of businesses and omgdinns, both big and small.
Most organizations, if not all, have to design nbusiness strategies and
implement effective measures if they want to miazinirecession effects.
Controlling recession effects on delivery perforegnfor example, requires
much more than just blind cost cutting and layiffgpbemployees.

Delivery performance depends greatly on how wed #ntire supply
chain is managed, right from the procurement of maaterials up to delivery to
retailers or end users. Recession can affect nideecstep in the supply chain,
if not all, making it a truly difficult task to k@edelivery performance at
acceptable levels during periods of recession. Butfact, keeping delivery
performance high can mean the difference betweerggmder and being able
to go strong through a period of depression.

On the surface, this might not seem to make angeséiWhen costs are
high and demand is low, as in periods of crisisuldo’t it be better to
drastically cut back on production and thus on afieg expenses? Keeping a
delivery system working smoothly is a costly orcedter all, both in terms of
financial and labor costs. During difficult timeshen every penny counts, it
seems reasonable to cut back as much as posstbepand as little as possible,
doesn't it?

Such policies may prove effective in the short teatnleast in terms of
minimizing immediate losses, but in the long tertiney may prove more
harmful than helpful to a company. Most cutbackd &yoffs compromise a
large part of the company’'s delivery performanced ahis decrease in
performance will surely be notice and disliked Igrits and customers. When
recession recedes and the economy more or lesdgeitson track, the poor
performance of a company during the recession meye costing them a lot in
terms of customer satisfaction and retention.

On the other hand, if a company tries its bestamtain or even improve
its delivery performance during tough times, ittfer adds to its reputation.
Customers and clients will appreciate the companggotion to service, and
will show this appreciation by staying with the quemy through and after the
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crisis period. In this sense, recession periods tenes of trial for most
companies, during which their actions and perforreanill either raise or lower
their reputation.

How, then, should a company go about controllingession effects on
delivery performance? Essentially, the company khmalize that cutting back
on costs should not be the be-all, end-all solutiostead, these cutbacks should
be considered with care, in particularly payingiatibn to their probable effects
on delivery performance. The best possible baléeteeen cost efficiency and
performance should be striven for.

2. Answer the following questions in written forrRut your answers in your
own words.

1. In a sentence (or two), what amarketing channel&and why are they
essential?

2. What is an “vertically integrated” marketing cha|?

3.  What are some of the functionbolesalergperform?

4. What are some of the functioretailers perform?

5. Describe two or three factors that you think aspecially important in
retail planning.

VI. Supplementary Tasks

1. Using the chart below make up a dialogue withuygartner; who is
going to extend his business. The following phraseay come handy.
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2. Speak about advantages and disadvantages ofemdfft forms of

distribution channels.
What do you think ... ?

Would you like to comment here?

What are your views on?

I'm convinced that ...
| feel quite sure that ...

It's perfectly clear to me that ...
From financial point of view ...

I'm inclined to think that ...

| tend to favour the view that ...

I’m in complete agreement.
| couldn’t agree more.
Precisely.

Exactly!

| disagree completely.

On the contrary.

That's not how | see it.

| would not say that.

| agree up to a point but ...
| see your point but ...

| suppose you are right but ...
| recommend that we should.

| would suggest that we ...
It might be a good idea to ...

Have you thought of ___ing ...

What about ____ing ...
We could always ...

J

J U

Asking for opinions

Giving opinions

Agreement

Disagreement

Expressing reservations and doubts

Neutral suggestions

Tentative suggestions

FORMS OF DISTRIBUTION CHANNELS

Source Intermediaries or

“Middlemen’” Advantages Disadvantages
Distributors
Buy and resell goods. Handle cultural, Among the most costly
Accept orders and commercial, and sources; buyer pays both
payment. Assume technical problems. If manufacturer’s and
warranty responsibility. delivery in United States,  distributor’s profit and
May offer customer payment in dollars, overhead. Probably foreign
training. standard terms. Simple currency, L/C terms. (Letter
handling of product of credit)
defects.
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Manufacturer’'s

Representatives

Accept orders on behalf of  Handle cultural, Payment in foreign currency.

a source; receive commercial, and L/C terms if a foreign rep.

commission for the technical problems. company. Bears no warranty

service. May provide Generally less expensive liability; little use in dealing

technical and commercial to use than a distributor. with defects.

support.

Brokers

Bring together partiesto a  Least expensive Least responsible for source

transaction for a fee. intermediary. Wide range  or product performance,

Services vary widely. of services possible. May  warranty. Probably little
have wide contacts in the  technical support. Foreign
industry. Most willing to currency, L/C terms
negotiate. probable.

Trading Companies

Broad scope of activities Worldwide contacts, Generally a costly

from brokering, broadest scope of alternative. Most prefer to

representation, sources. Experience and  trade in existing markets or

distribution, program capability. Few cultural to make a market for new

management. or language problems. product, not to deal in

isolated inquiries. Because of
their scale, most buyers have
little leverage.

SUPPLEMENTARY UNIT

A new distribution model

This unit considers how supply chains will needck@nge in the future as a
result of higher energy prices and concerns abarion emissions.

BEFORE YOU READ

1. Discuss these questions.

1. What are some traditional strategies and ainnarofing supply chains?

2.  What new factors will companies have to take axtcount when designing
their supply chains?

3. Inwhat ways can a company reduce transpors aosis supply chain?

4. Think of as many ways as possible to reduceocadmissions in freight
transport.
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READING

A
1.
1.

Pm W

=
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Understanding the main points

Read the article on the opposite page and ansthese questions.

What examples are given of traditional stratedag the organisation of
supply chains?

What is the likely future strategy for the orggation of supply chains?
What are the factors pushing this new strategy?

Understanding details

Read the article again and say whether thesetesteents are true (T),
false (F) or there is not enough information (N). i@ your reasons.
Traditional supply-chain strategies were notatye concerned about
transport costs or carbon emissions.

Many companies are now against building hugeeh@uses because they
are damaging to the environment.

Just-in-time, lean manufacturing and low-cosintoy sourcing are part of
the new supply-chain strategy.

Tipping-point analysis argues that goods shaiidhys be stored close to
the customer.

Products such as soft drinks or paper will cardito be delivered on a
just-in-time basis.

Kimberly-Clark is the leader in moving its distrtion centres closer to
customers.

It is more energy efficient to have big, censed warehouses rather than
small, local ones.

Most ways of reducing carbon emissions in freigansport come at the
expense of higher costs.

Shared warehouses and shared deliveries wilideodel for the future.

. This new model will give improved on-shelf availityi

FINDING BETTER WAYS TO DELIVER THE GOODS
by Rod Newing

A Increased -
transport costs due to oil-pricé ==
rises can change the
economics on which supplys
chains were built.

B  Traditional
strategies were aimed
reducing the amount of
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money tied up in inventory and the number of wausles. However, this
was often at the expense of increased frequenaelferies and longer
transport distances, and therefore higher emissions

C Strategies, such as just-in-time, lean manufexg and even
low-cost country sourcing, must be re-evaluatethanlight of fuel prices.
We have entered a new era where different supmyacbktrategies are
needed to produce high performance, $2gst the Tipping Pointa recent
report from Accenture and llog, a French businedsyare company.

D Jonathan Wright, a supply chain consultant Agtenture,
explains that tipping-point analysis is an end+to-eassessment of the
supply chain. The aim is to understand at what tpowventory should be
held further forward in the supply chain to redtremsport costs.

E Moving inventory closer to demand lowers t@ors and
emissions at the expense of higher inventory cd3tse tipping point
occurs at different fuel prices, depending on tyygetand nature of the
product’, he says. ‘The tipping point will be loweith a low-cost bulky
product, such as sift drinks or paper. There Willags be areas where just-
in-time is the right thing to do and others wheiis history’.

F  Kimberly-Clark’s Network of the Futureplaces distribution
centres closer to its key customers and marketkicneg the number of
delivery trips. Its strategy aims for 70 per cehpmoducts to be made and
sold in the same country. In the US alone in 2008aved nearly 2.8m
miles and 500,000 gallons of fuel.

G There is usually a carbon trade-off betweenremenergy-
efficient, centralised warehouses and transpotscbst, generally, cost and
carbon reduction go together.

H Professor Alan McKinnon, Director of the Lagis Research
Centre at Scotland’s Heriot-Walt University, hagntfied nine ways of
reducing carbon in freight transport, most of whveill also reduce costs.
These are: switch from road and air to rail or wateduce the number of
links in supply chains; reduce average journey tlengeduce empty
running; increase vehicle capacity; reschedule vedeés to off-peak
periods; use more fuel-efficient vehicles; andlosesr carbon fuels.

|  Sharing distribution centres and deliveries isowerful way to
reduce cost and carbon footprint. Judy BlackbueadHof the UK Logistics
team at consultancy Kurt Salmon Associates, satswhen two competing
companies have merged their logistics operatiorts \ahicle deliveries,
transport costs have fallen by 15 to 25 per cemting 300,000-400,000
tonnes of carbon dioxide.
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J  ‘Current supply-chain designs are primarilpnad at improving
on-shelf availability, reducing cost and supportsayind financial figures’,
according toThe 2016 Future Supply Chain: Serving Consumers in
Sustainable Way a report by the Global Commerce Initiative of
manufacturers and retailers and Capgemini, theutamgy firm. ‘In future,
the industry must design for additional paramet&ush as reduction in GO
emissions, reduced energy consumption, and reduai#d congestion’.

K  The report forecasts that finished productd be shipped to
shared warehouses in which multiple manufacturtaee gheir products.
Shared transport will deliver to city hubs and oegil consolidation centres.
Final distribution to stores, pick-up points andres will use consolidated
deliveries.

VOCABULARY

A Definitions

1. Find words or phrases in the article which matthese meanings.

1. locked away (so that it can’'t be used for amgtelse) (paragraph B)

2. considering (paragraph C)

3. from start to finish (paragraph D)

4. the moment when one particular result of a medeecomes the most
likely one, after a period when the result wasswe (paragraph E)

5. taking up a lot of space (paragraph E)

6. an acceptable balance between two very diffenemgs (paragraph G)

7. the extent to which a truck has a full load §omaph H)

8. when trucks travel without carrying goods (paaph H)

9. less busy times of day for travelling (paragréh

10. the amount of carbon emissions an activity prod(masagraph I)

11. joined part of their operations together (paragraph

12. factors, limits on how much should be allowed (geaaah J)

13. when several deliveries are combined together ¢paph K)

B Sentence completion

1. Use the words and phrases from Exercise A to ptate these sentences.

1. It is expensive to store products warehouse, as they take
up a lot of space.

2. For environmental reasons, most transport corapare trying to reduce

their
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3. One way to reduce carbon emissions is to deiiver -
periods, when there is less traffic.

4. Another way is to avoid when trucks return to a
warehouse with no goods.

5. A third way is to increase average by making
sure that trucks have as full a load as possible.

6. The traditional strategy of supply chains wasawoid having too much
capital In inventory.

7. Supply chains in the future will have to takevne into account,
such as carbon emissions and road congestion.

8. In the planning of distribution systems, it ikeo necessary to make a

- between inventory costsrandport costs.

9. In the future, deliveries from different suppdiavill be So that
trucks can carry full loads.

10. Some companies have their logisticsatipas in order to
reduce transport costs.

11. The of when it is cheaper to store gotm$®r to the customer
rather than using just-in-time delivery dependstentransport cost and the
type of product.

12. The company had to rethink its supply chain strateg

new developments in just-in-tim@agement.

13. The consultant carried out an - - assessment of
the supply chain to understand more clearly theachpof holding
inventory.

C Prepositions

1. Complete the phrases from the article using firepositions in the box.

at at betweenby from in in of of on on to to to tq

1. the economics which supply chains werk. bui

2. the amount of money tied up inventory

3. the expense increased transpouenetes

4. the light fuel prices.

5. to understand what point inventory shaaldheld further forward in
the supply chain

6. depending the type and nature of the gtodu

7. places distribution centres closer itsduestomers
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8.

9.

10.
11.
12.

2,
)

i)
ii)

a trade-off more energy-efficient, cemeal warehouses and
transport costs

switch road and air rail or water

reschedule deliveries off-peak periods

transport costs have fallen 15 to 20 per cent

final distribution stores, pick-up points amdmes will use

consolidated deliveries.

Definitions

Match the sentence halves to form definitions.

A method of production that a) ... from areas of the world where
aims to cut costs by manufacturing costs are lower.
producing...

The activity of finding and b) ... where things are done, supplied
buying materials, parts or or made only when they are
products ... needed.

A system, especially for c¢) ... only the quantity of goods that
manufacturing, ... has been ordered and by reducing

the amount of time and space that
the production process uses.

Match each definition from Exercise 1 with thérategy for reducing the
costs of production that it describes.

just-in-time

lean manufacturing

low-cost country sourcing

SPEAKING PRACTICE

To what extent do you agree with the findings loé reportThe 2016
Future Supply Chaithat, in future, companies will use shared warsheu
close to customers and deliveries will be constdida Give your reasons.
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MODULE 3

¥3-1

TRANSPORTATION MANAGEMENT

I.  Vocabulary Work

1. To build up your vocabulary on the topic, look the words listed below

and try to memorize them.
alternative :I'ta:notiv] n
bill [bil] n
bulky ['balki] adj
carrier ['keen] n
claim [kleim]n
complexity [lom'pleksti] n
exhausted [Igizstid] ad]

expenditure [ik'spends] n
freight [freit]n

item ['aibm] n
to manufacture fnaenju'faekb] v

multitude ['mutitju:d] n
to provide [ps'vaid]v

to purchase [@tfos] v
rate [reit]n

route [ru:t]n

schedule [edju:l] n

to ship fip] v

skill [skil] n

substantial [sb'steefi] ad]

target ['ta:git
to trace [treisy

anbTEpPHATUBA, BBIOOD

CUET, BEKCEeNb

00mBII0M, 00BEMHBIN, TPOMO3IKUN
MEePEBO3YHK; TPAHCIIOPTHOE areHTCTBO
TpeOOBaHWMe, IPETEH3USI; 3asSBIICHUAC
CJI0KHOCTb, 3aITyTAHHOCTh
HCTOIIECHHBIN, U3HYPEHHBIN,
VCUEPIIAaHHBIN

noTpeOIeHue; TpaTa, pacxo

bpaxT, CTOUMOCTh IEPEBO3KH; I'PY3;
HaeM CyJHa JJIsl IEPEBO3KU IPy30B
Ka)KIbIH OTIACIBHBIN MpeameT (B
CHHCKE); MyHKT

MPOU3BOJIUTH, U3TOTOBJIATD,
00pabartpIBaTh

MHO’KECTBO, Macca

cHa0kaTb, 00ecIeunBaTh

MOKYTIaTh, 3aKyIaTh, IPHOOPETATH
HOpMa, CTaBKa, Tapu@, paciieHka, 1eHa
MapuIpyT, Kypc, yTh, 10pora
CIIMCOK, NEPEYECHb; PACTIUCAHUE
IPY3UTh, IEPEBO3UTH, OTHPABIATH IPY3
HCKYCCTBO, MaCTEPCTBO, YMEHUE
CYLLECTBEHHbIMN, BAXKHbIN,
3HAYUTEJIbHBIN

11eJIb, 33/IaHNe; KOHTPOJIbHAS LUdpa
O0OHApYKUTh; cleauTh (32 KeM-J110o,
4eM-JI100)
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track [traek]n — clel, MapuIpyT

traffic ['treefik] n — JIBIDKCHHE; IIEPEBO3KH, I'PY3blI;
adj — OTHOCSIIUICS K TPAHCIIOPTY

value ['veelju:]n — ILEHHOCTB, CTOUMOCTD, LIEHA

to vary ['veri] v — MEHSITh, U3MEHATH, BAPLUPOBATH

vendor ['vend:] n — (rop.) mpoaaseir

2. Try to make as many word combinations as possijgining the words
from both columns.

1. transportation a)savings
2. substantial b)schedule
3. production C) company
4. distribution d) channel
5. materials e) costs
6. logistics f) shipments
7. total g) services
8. key h) rate
3. Match the words in column A with their Russianterpretation in column
B. Use a dictionary in necessary.
1. rejects a) 3a0pakoBaTh TOBApP; OTKA3aThCS OT
TOBapa
2. unpacked goods b)HeymakoBaHHBIN TOBap
3. shipped goods C) oTIIpaBKa ToBapa
4. consumer goods d)moBpeskaenue ToBapa
5. storaged goods €)IpoBepKa ToBapa
6. importation of goods f) maptus ToBapon
7. quality of goods g) xapakTep ToBapa
8. shipment of goods h)norpebuTensckue ToBaphI
9. dispatch of goods I) morpyska ToBapa
10. consignment, parcel, lot, ])  pHCKH 10 TOBapy
shipment
11. placing goods at buyer’s disposal kdtrpyxeHHbBIi TOBap
12. damage of goods [) myHKT ciaum ToBapa
13. loading of goods M) repegaya ToBapa MoKynaTesto
14. delivery of goods N) CTOMMOCTH TOBapa
15. acceptance of goods in lots OkadyecTBO TOBapa
16. checking of goods P) OTTpykath TOBap
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17. risks on goods ) mpueMKa ToBapa MapTHUIMH

18. place of delivery of goods I) HEKOHAMIIMOHHBIC TOBAPHI

19. cost of goods S) TOBaphl, 3aIlPEIECHHBIC K BBO3Y

20. transit of goods through the t) ymakoBka ToBapa

territory of another country

21. packing of the goods U) TocTaBKa TOBapa Ha CKJIaJ

22. nature of goods V) TpaH3UT TOBApa 0 TEPPUTOPHH
JIPYror CTpaHbl

23. prohibited goods W) BBO3 TOBapa (B cTpaHy
Ha3HAYCHMS)

24. delivery of goods to warehouse  XjiocraBka ToBapa

25. ship goods y) oTrpyska ToBapa

26. reject goods Z) CKJIaJUPOBAHHBIN TOBAP

4. Counting the hours.
To get everything done for the show, the team widlve to budget their
time well. Do you know these general terms abomtd?® Fill in the vowels
to complete the words.

a) Theshowisan _nn_ | evembroroii)

b) We estimate costs _n _ dv_ncapanee)

c) The sch_d | is pretty tight, because you needdnsider tomorrow’s
meeting. fiporpamma)

d) We have establishedat m_t bl for the projedesd. {paduk padboTsI)

e) One year, our display was not finished _n t (m@espemenno)

f) We'd missed the d_ _dl_n_ for ordering palnssieso they arrived a week
later. cpok)

g) The showwas pr_v_ _ _sly held in the football stad (panbiie)

h) S _bs qu_ntly, the show was moved to the conferean&e grounds.s(
JaJTbHEHTIIEM)

1) Inthe l_ngt rm, the planners hope to estabdigrermanent display in the
city hall. (8 otmanenHoM Oyayiem)

5. Dealing with difficulties. Imagine the followingituation.

Despite the excitement about the conference yowm@anizing, the team
has to attend to daily business. Here Mike dessrbproblem — but he does not
call it that! Other words are used instead. Chdbsecorrect ones to finish the

sentences.
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Mike: We've had to deal with an unexpected a) @mak / charge / chase
while making business with our foreign partners. lieen a real b) heart burn /
headache / backache trying to break the ice imegptiations. We've also had
to deal with a ¢) conduct / contract / conflictaiing one of our managers. A
d) coincidence / controversy / condition arose okiexy working hours: he
preferred to answer the telephone from midnighs @.m.! We saw no choice
but to let him go. So we then had a e) samplerag®/ shortage of manpower.

The f) issue / article / notice has now been tatae of, but I'm afraid we're
about two weeks behind schedule.

6. Match the general and business English meaningé the following

words.

Word General English Business English
a)chair [ [ ] 1.acommand A. work
_ accomplishments
b) minutes _ [ ] [1 2. apiece of furniture B. the record of a
_ meeting
C) ] [ ] 3. units of time C. the general feelings
performance _ among colleagues
d) order [ [ ] 4. the atmosphere & D. the local office of a
L weather large

company
e) ] [ ] 5.apartofatree E. work place
environment _ surroundings
f) climate _ _ [] [ ] 6. nature F. a formal request for
o products
g) branch _ _[] [ ] 7.ashow or concert G. the person running a

meeting

7. George tells Kate about a customer order. Hesuadjectives and adverbs
that are regularly used in business. Choose the tbafernative to
complete the following sentences.

(possible) to do the work atttlow price.

1. Itisnt

a) feasible

2. We used the most

b) likely

C) real

(complex) softwaréhtodesign.

a) ahead b) advantageous c) advanced
3. But the price estimate was too (careful)
a) worried b) cautious c) hesitant
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4. Using this special cover would (in trubst 28 per cent more
than the customer wanted to spend.
a) openly b) considerably c) actually

5. We (very clearly) had a problem.
a) notably b) remarkably c) obviously

6. The customer (with regret) agreed tonpane.
a) awfully b) reluctantly c) doubtfully

7. He said our (one-of-a-kind) solution wasth it.
a) genuine b) only C) unique

8. Some things go well for the team and others domusiness language
contains a mix of positive and negative terms. Feach positive word,
choose the correct prefix and write the negativenfo

-im mis-  ir- il- dis- un-

positives negatives

logical a)

advantage b)

regular C)

fortunate d)

possible e)

understanding f)

9. Below you are given 8 sentences. Unscrambleldtiers to form business
expressions with the word from your active vocahwyta‘track”.

1. We decided to hire someone to (peedl owater use.

2. Sorry, | wasn't clear. Let me (kacbgkrior a moment.

3. This year's growth estimate is (thrigXrack.

4. I've (slot) track of the number of tintee food company
forgot to deliver.

5. Did you hear that they might (staf) Kradiguel into
management?

6. His track (derrco) is really impressive.

7. The office is off the (tanbee) track,castomers sometimes
can’t find it.

8. | believe that everything is finally &khb on track.
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10. Find the antonyms in columns B and C to thends in column A.

A B C
1. to purchase 1. irrelevant 1. unique object
2. to trace 2. simplicity 2. to take away
3. substantial 3. to sell 3. to enliven
4. complexity 4. to stay unchanged 4. evidence
5. to vary 5. to excite 5. to be stable
6. multitude 6. to lose 6. unimportant
7. to provide 7. to deprive 7. fail to find
8. to exhaust 8. singleton 8. to vend

11. Complete the sentences with words from the box.
happye providee ranges specializes majore ensure customized

1. Asa non-vessel operating commonecawe can offer our

customers competitive rates with all major shipgings.

2. We in solutions for full containeads (FCL) and less than

container consolidated loads (LCL).
3. As a specialist in home textiles, we can offer clients

services to meet their needs.

4. Our team will be to assist you innadltters regarding your
order.
5. We can you with tailor-made solutiforsyour air transport

requirements.

6. We closely co-operate with air carriers aroumgl world and can offer our

customers a wide of flexible and cdste@f’e services.

SELLING YOUR COMPANY'S LOGISTICS SERVICES TO THE
CUSTOMER

When describing a company’s services or portfalie, often use the followin

expressions:
We can offer you a wide range .of

We can provide (you with) customized / tailor-méafgstics solutions

for ...
We specialize in..
As a specialist for / in.. we can...

(@]
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With our many years of experience

We have experience and expertise in providing
Our team will be happy to handle / assist yau

With our dedicated team of logistics experts we .can

ll. Reading Comprehension Section

1. Read the following text. While reading, you wpkobably come across a
number of words you don’t know. Don't stop to loalp these words, but
try to understand the main points of the text. Pidut 5 — 7 sentences
which convey the basic information in it.

ORGANIZATION FOR TRANSPORTATION DECISIONS

Purchased goods must be transported from the ploayt are grown,
mined, or manufactured to the place needed. Thehpse of transportation
services demands a high degree of skill and knaydedf the costs of
movement are to be minimized while at the same tmeeting service needs.
Due to the complexity of the transportation indysthe multitude of rules and
regulations, and the significantly larger numberatibrnatives available as a
result of deregulation, getting the best valuedororganization’s transportation
money involves much more than simply getting th&t bnsportation rate.

Depending on the type of goods being moved, tramaan may account
for as much as 40 percent of the total cost ofithen, particularly if it is
relatively low value and bulky, such as constructioaterials. But in the case of
very high value, low weight and bulk electronicods, transport costs may be
less than 1 percent of total purchase costs.nibisinusual in many firms to find
that an average of 10 percent of their purchaserekfures go for incoming
transportation costs. While target savings varynfrirm to firm, many have
found that only a modest effort to manage incomirapsportation services
more efficiently will result in substantial savingften from 10 to 15 percent of
the freight bill.

If minimization of costs were the only objectivebnying transportation
services, the task would be easy. However, thesp@amation buyer must look
not only at cost but also at service provided. &@mple, items are purchased to
meet a production schedule, and the available madewansport require
different amounts of transport time. If items ang@ped by a method requiring a
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long shipment time, inventory may be exhausted armlant or process shut
down before the items arrive. Also, reliability mdiffer substantially among
various transportation companies, and service $evkist shipments, and
damage may vary greatly between two different eesriThe buyer should use
the same skill and attention in selecting carrérsised in selecting vendors.

Due to the large sums of money involved in the mosat of goods into

and out of an organization and the potential eftecprofits, large firms have a
separate traffic department with logisticians iea& such as selection of carriers
and routing, determination of freight classificatiand rates, tracing shipments,
and handling claims in the case of loss or damaggods during shipment. In
the very large firm, the transportation functionyntee specialized even further,
based on the purpose of shipment. For exampleutmabile producer may
have three separate transportation departmentscameerned with incoming
materials shipments, one making the decisions oeplant and interplant
materials movement, and the third concerned with shipment of finished
goods through the distribution channels to custemdén an organization
operating under the materials management condeptiraffic manager may
have responsibility for all types of materials moant.

The logistics manager must recognize that handlimd shipping of raw
materials and finished goods does not add valdke@roduct itself. Instead, it
Is a key cost element in the operation of the fand should be managed to
minimize costs, within the parameters of neededcer

In the medium-size and smaller organizations, thenlver of traffic
decisions may not be enough to warrant a full-tinadéfic specialist. Here the
transport decisions are handled by the buyer ah@sing manager. This means
that the buyer must have enough knowledge to makesidns on preferred free
on board (FOB) terms, classification of freighies@ion of carriers and routing,
determination of freight rates, preparation of m®seey documentation,
expediting and tracing of freight shipments, filiagd settlement of claims for
loss or damage in transit, and payment proceduoestransport services
received. The involvement of the purchasing depamtmin transportation
decisions is significant and growing, as a restthe added alternatives opened
up by deregulation.

2. Answer the following comprehension questions.

1. How can transportation costs vary depending ontybe of goods being
moved?
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b)

What is more important for a transportation bugeist or service?

What are logisticians busy with?

What does “getting the best value for an orgaropé&i transportation
money” mean?

. Comprehension and Word Study

Find in the text and write down
the words which mean:

1. to buy 5. things

2. value 6. traffic manager
3.aim 7. 1o guarantee
4. timetable

the words which are opposite in meaning to thetailhg:

1. to maximize 5. to stay unchanged
2. compact 6. minor

3. negligible 7. part-time

4. difficult

Focus on essential details choosing the righteaihatives.
The purchase of transportation services...
a) demands a high degree of skill and knowledge.
b) is of minor importance for a large company.

Transportation costs may be less than 1 perceotalfpurchase costs...
a) if goods are of relatively low value and bulky.
b) if goods are of very high value, low weight dndky.

The transportation buyer must...
a) look only at cost but not at service provided.
b) look not only at cost but also at service predid

If goods are shipped by a method requiring a I[dngrsent time, ...
a) inventory may be exhausted.
b) there will be no damage on board.

Since a lot of money is involved in the movemengobds into and out of
an organization, ...

a) large firms have a separate traffic department.

b) large firms trying to save money have only améetime logistician.
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6. Having a logistician employed, ...
a) increased the value of the product itself.
b) does not influence the value of goods shipped.

3. Discover the main ideas of the text.

Five of the eight sentences below summarize the fparagraphs in the
text. Connect the sentences to the appropriate gaaphs.

1. The number of logisticians depends on the sizecompany.

2. Skills and knowledge are required to get the babkie for a company’s
transportation money.

3. Each form of common carrier transportation,dgample, rail, truck or air,
has its own distinct advantages for shippers ipeaessof speed, available
capacity, flexibility and cost.

4. Over the past several decades, various lawal|ategns and interpretations
have established the basic framework within theeasystem operates.

5. Depending on the type of goods being movedsfrartation costs may vary
greatly.

6. Transportation costs are as important as thitygjoaservice provided.

7. Expediting means applying pressure to the acanme an attempt to
encourage faster than normal delivery service.

8. In small companies the buyer or purchasing manhgndles all transport
decisions.

4. Read the following words and make sure you renbemtheir translation.
Then read the text below and fill in the gaps witie words from the list.

benefits capabilities freight prize improvement

goals plot postpone fits top-performing

7 STEPS TO TRANSPORTATION MANAGEMENT

Here are the last steps in developing a strategyitd a_1 transportation
management function.

Many firms are spending more on___ 2transportation than necessary.
Though many recognize the critical importance ahsportation management,
they__ 3 projects to improve transportation managemengeierénce to other
corporate projects. These steps communicate thengat improvement a
transportation management project can deliver Wgimg to “size the prize”,
design the moving parts of the solution, and alditeuthe path forward.
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The seven steps are:

1. Assess your transportation management 4

2. ldentify your “target state” of transportation ogtons performance.

3. Sizethe 5

4. Determine the appropriate moving parts to move §wthe target

state.

5. Determine the appropriate solution deployment stpatto move to

the target state.

6. 6 the course.

7. Keep score for continuou 7.

Approaching the transportation management busimpeesess in this
manner provides a series of facts and insightsghite improvement and can
instruct top management on the value and importafcéhe transportation
management discipline. To achieve these 8 , people, process, and
technology will be important. All three dimensioas central to progression
toward transportation management excellence.

Steps one through four, work through the processt#blishing a current
performance baseline and setting goals. These sispshelp determine how
much opportunity exists in your company, and yodl wlietermine what
additional capabilities (people, process, and teldgy) will be required to
realize those 9 .

Steps five through seven, focus on ascertainingclwhileployment
strategy best 10  your company’s environment and help plot the path
forward. The final step helps provide perspective the importance of
performance measurement and the need for a cutomainitment to continuous
improvement.

Give Russian interpretation of the following Ehgh sentences.

When shall we be able to settle the deliverynifoi

We can’t accept your delivery terms.

We can’t proceed with deliveries.

— How will deliveries be made? — In three conmignts, at a 4 month

interval.

5. We are not responsible for disrupting the dejivsehedule as the deliveries
are made on f.0.b. terms.

6. Who can we turn to to discuss transport probfems

7. |think we are entitled to the preferential sate

e
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8. On what terms do you normally transport cargoes?
9. What quality of materials is acceptable to you?
10. Have you received our notification of readiness?

6. Translate the following text and get ready tdfide the meaning of the main
terms described.

TRANSPORT DOCUMENTS, BILLS OF LADING

The main transport documents are: tiRailway Bill* (for the
transportation by the railroad), tierfreight Bill * (for air transportation), the
Autoway Bill® (for auto transport) and thBill of Lading* (B/L) (for sea
transportation).

All these documents have much in commao there is no poiftin
discussing all of them. It would be more usefudliscuss in detail the main sea
transportation document, i.e. the Bill of Ladingnce the most voluminols
international trade is still carried out by seae-tiin terms of the sheer bulk of
the goods, or their cd'st

The transport of goods between two countries iamegd byforwarding
agents (shipping agents)who send the goods to the place of destinatidreeit
after warehousir§ or directly.

The forwarding agent undertakes the collection mélger consignment
collective consignment (consolidated cargohe sees to reforwarding or
redirection of goods, their transhipmenfit insurance and customs-cleardfice
He gives request information as to the freight saf@ort dues (dock dues),
insurance ratés etc.

For the announcement of goods to be shippstiipping note® must be
sent by the forwarder (on behalf of the shipfeo a dock compari§ or to the
captain of the ship. The shipping note containgé¢lgeiest to transport the goods
to a certain port of destination. Then, the goaesi@aded on board the vessel
after which the forwarder is given the mate’s rpt&icertifying that the goods
have been taken on board the ship. It may teean receipt”® if the packing
is in good order or Houl receipt” % if the packing of the goods leaves anything
to be desired.

Then the Bill of Lading is made out. It is the aaat by which the
shipowner agrees to convey the shipper’s cargbaglace of destination and to
hand it over to the addresé&m the port of discharge.
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The Bill of Lading is made out in several stampeiinals (usually
three) and a number of unstamped copies (up totywiere). In the port of
destination only the holder of the Bill of Ladingtich is sent either by air-mail
or by ship’s mail) is entitled to receive the goods.

In any Bill of Lading the following details shoulzk stated: B/L Number,
reference Number (Shippers’ Referefite)he names of the shipper and the
consignee, the name, flag and shipowners of theeVethe port of loading and
discharge, the description of goods, the marksramdbers, the place and date
of issué’, freight particular® and the terms of delivety

The terms of delivery most commonly employed iiinational trade are
the following:

C.I.LF. (Cost, Insurance, Freigfft) When this type of delivery is
employed, the Buyer pays not only for the goodsmtedves, but for their
transportation (freight), and also insures the go&teight is usually prepaid

C.&F., C.A.F. (Cost and freight) This is analogous to the previous, with
the exception of insurance.

F.O.B. (Free on Boar®) In many respeci$ this type of delivery is
opposite to C.I.LF. and C.A.F. In the case of a B.@elivery the Shipper is
usually responsible only for the delivery of theddse on board the vessel. When
the goods are loaded, the Shipper’'s responsibdityver. So, to look at it the
Charter’s way, the loading for him is ffeeUnder this type of delivery terms
freight is usually not prepaid, but coll&ct

F.A.S. (Free alongside Shid) This is much the same as the previous,
only the Shipper does not even have to load thelgoo board the vessel, he
must only deliver the goods to the pier, leavingntralongside ship.

F.O. (Free ouff. Everything until the ship is out of the port iset
responsibility of one party (usually the Shippenhile afterwards it is the
responsibility of another party (usually, the Chest).

F.I.O.S. (Free in and out Stow&l)Stowing the vessel in the port of
loading, and unstowing it in the port of dischargeiot included in freight (is
free).

Quite often Bills of Lading have a more detailedsaetion of
responsibilities concerning delivery, stowing, wwahg, etc. For instance, one
may find in B/Ls such remarks as: “Discharging e Port of Destination for
the Buyers’ (Sellers’) Accourit’, “All Expenses connected with Stowing and
Unstowing, Including Works in Holds are for the Gmmee’s Account?,
“Shippers’ Load, Stowage, Count and S&al*Cargo Shipped on Deck at
Shippers’ Risk*®, etc.
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NooR~WNRE

10.

11.
12.

13.
14.
15.
16.
17.
18.
19.
20.
21.
22.

23.
24.

NOTES

Railway Bill — JKEJIe3HOIOPOKHAS HAKIIATHAS
Airfreight Bill — aBUALMOHHASA HAKJIAIHas
Autoway Bill — aBTOMOOWJIbHAS HAKJIAIHAS
Bill of Lading — KOHOCAMEHT

to have much in common

there is no point in discussing
voluminousad; —
volumen -
be it in terms of the sheer bulk of —
the goods or their cost

HMETh MHOTO 00IIero

HET CMbICIIa 00CYX/1aTh
00bEMHBIN

o0beM

OyZb TO B CMBICTIE IPOCTOTO
00bema Ipy30IepeBO30K MU UX
CTOUMOCTH

forwarding agents = shipping agemts skcneaupyroias opraHu3arus

to warehouse —
warehouse -
consolidated cargo

reforwarding = redirection of goods

transshipment —
customs-clearanae -
freight rates, port dues (dock dues):
insurance rates

CKJIaTUPOBATh
CKJIa]

—cOOpHBIIi TPy3
HepeapecoBKa, MepeoTnpaBKka
Ipy30B
nepeBaka, TpaH3UT rpys3a
TaMOKeHHast OunCcTKa (Tpy3a)
CTaBKH (paxTa, TOPTOBKIC
(moxoBBI€) COOPBI, CTPAXOBBIC
CTaBKH

shipping note — [IOpy4YEHUE Ha OTIPY3KY,

on behalf of the shipper

dock company

vesseh —
mate’s receipt

clean receipt

OTIPY304HOE MOPYUYECHHE
-OT UMEHHU OTIPABUTEIIS

—IIOPTOBAA KOMIIAHUA

CYJIHO

—IITYpPMaHCKasl paciucKa

(pacnucka aomunucmpayuu
CYOHA 8 NOJYYEeHUU 2PY3Q)

—yucrtas (6e3 02060pok)

MTypMaHCKas pacCIiuCKa

foul receipt — IITypMaHCKasl pacImcKa ¢

addressee = consignee —
stamped original
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—OTIUTaMIIOBAHHBIN OPUTHHAI
KOHOCAMEHTa



25.
26.
27.
28.
29.
30.

31.
32.

33.
34.
35.

36.

37.

38.

39.

40.

41.

to be entitled to

Reference Number = Shippers’
Reference

place and date of issue

freight particulars

terms of delivery

C.L.F., CIF (Cost, Insurance,
Freight)

freight prepaid

C&F, C.A.F., CAF (Cost and
Freight)

F.O.B., FOB (Free on Board)
In many respects

to look at it the Chartere’s way,
loading for him is free

freight collect

F.A.S., FAS (Free alongside Ship)

F.O., FO (Free out)

F.I.O.S., FIOS (Free in and out
Stowed)

Discharging at the Port of
Destination For the Buyers’
(Sellers’) Account.

All Expenses Connected with

Stowing and Unstowing, Including

Works in Holds are for the
Consignee’s Account.
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—OBITh YIOOJIHOMOYCHHBIM, UMCTh

paBo

— HOMep MOpYyYEHUs Ha TOTPY3KY

MECTO M BpeMs BbIauu (uz0ariist)
KOHOCaMEHTa

— JIeTalld, Kacaromuecs ppaxra
— YCIIOBUS JOCTaBKH
— c.n.¢. (cTouMoCTh, CTPaXOBKa,

¢paxr)

— (paxT yIutadeH 3apaHee
— KA® (croumocts u GppaxT)

-DOb (ppanko 60pT)

—8B0 MHOI'UX OTHOILICHHUAX
— €CJIK CMOTPETH € MMO3UIHNH

(dhpaxToBaress, TO I HETO
norpys3Ka OecrijiaTHa

— (paxT yriauuBaeTcs mocie

JOCTaBKH
HAC (ppanko B1OIH OOpTA

Cy/JHa)

—DO (ycnmoBue JOCTaBKH, MPH

KOTOPOM M3MCHECHHUS
OTBETCTBEHHOCTH 32 TPY3
IIPOUCXOJIAT MPH BBIXOE CYIHA
U3 1I0pTa)

®UOC (ycnoBue I0CTaBKH, IPH
KOTOPOM B CyMMYy (ppaxTa He
BXOJUT 00paboTKa CyJHa B
HOpTax MOTPY3KH U BBITPY3KH)
BrIrpy3ka B mopTy Ha3HAYCHUS 32
cdeT mokymareis (mpoaaBIia)

Bce 3arpartsl, CBA3aHHBIE C
IOTPY3KOU U BBITPY3KOM,
BKJIIOYas TPIOMHBIE PabOThI, —3a
CYET MoJTy4aTest



42. Shippers’ load, stowage, count and- Ilorpy3ka, 3aTapka, cC4eT u

seal.
43. Cargo Shipped on Deck at
Shippers’ Risk.

MIOMOBI OTIIPABUTEIS
— I'py3 nepeBo3uTcst Ha nanxyoe Ha
CTpax U PUCK OTIPABUTES

7. Study the following English phrases used for sessful negotiations on
transportation issues. Try to translate them intoussian with the left
column closed. Ask your partner to check you. Exdgg the roles. Notice
some new vocabulary and try to use it while compgsiyour own
dialogues based on the given phrases and wordsrap9

Mpi (He) coryiacHBI TTOAIUCATD ...
aBapuiHBINA O0H]T (rapaHTHIO)
KOMMEPYECKHAMN aKT

K koMy MOKHO 00paTuThCs 1O

TPaHCIIOPTHBIM BOMpocaM?

Bam nomoxer ...
reHepaJIbHbIN areHT 1o
(bpaxToBBIM BOIIPOCAM
TPAHCIIOPTHBIN areHT
(hpaxToBBI areHT

Kak OyneT KoMIeHCHPOBaHoO ...
Oaraka?

MTOBPEXKICHUE

nopua

yTpara

Bam npunercst oOpaTuThCs B
CTPaxoOBYIO KOMITAHHIO.
Ecnu mope Oyner HeCroKoMHO, Mbl
OyaeM BBIHYKJEHBI TPUOETHYTh K
yCIIyTam ...

Oykcupa

MOPCKOTO OyKcHpa

OPTOBOM OapKu

Kto O6yner orBeuarts 3a ... ?
HOTPY3KYy

pasrpysKy
KOHTpOHBHO@ B3BCIIINBAHHUC

We (do not) agree to sign ...
an average bond
a commercial report

Who can we turn to discuss transport
problems?
A ... will help you

general freight agent

carrier agent
chartering agent

How will the ... the luggage be
compensated for?

damage to

damage to

loss of

You'll have to apply to the insurance
company.

If the sea keeps rough we will have
tousea ...

tug
seagoing tug
utility barge

Who will be responsible for the ... ?
loading
unloading
check weighing
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[Tpu noctaBke rpy30B MbI 1OJKHbI
YYUTHIBATH, YTO ITO ...

reHepabHbIN TPY3 (CMEIIaHHbIH,
COOpPHBIN)

=HECKOJIbKO ITOKYIIaTEeJIEH,
IPOJIaBLIOB

KMIIOBOM I'Py3 — COCTOSILIUI
TOJIBKO U3 YITAKOBOK KaKOT0-JIH00
BHUJIA

JIETKUAU TPY3
JIETKOBOCIUIAMEHSIOLIANCS TPY3
HEYIIAaKOBAaHHBIN IPY3
TSKEIIOBECHBIN TPY3

Mp1 xoTenu Obl YTOUHUTS ...

CTOMMOCTbH OyHKEpa
JOITyCTUMBIN BEC
B3HOC 110 O01Iel aBapuu

MHe KaXeTcs, Mbl UMEEM IMpaBoO HA ...

BO3HATPAKIICHUE 32 CIIACCHUE
rpy3a

aucnay

= ormpaBka (IIOCBLIKH, Kypbepa)
JBTOTHBIN Tapud
MUHHUMAaJIbHBIA Tapud

HUBKUM Tapud

910 HCIIpaBUJIbHAsA IMOCTAaBKa, 1 MbI
BBIHYXICHBI ...

BEPHYTH IPy3
nepeagpecoBath Ipy3

Kak paccuuteiBaercs ... ?

IPy30BMECTUMOCTD
Ipy30M0Ib€MHOCTh
I0JIE3HAS TPY30110IbEMHOCTh

DT0 HeOpa3yMEHHEe MPOU30IILIO MO
BUHE ...

(dbpaxToBOro areHTa
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While delivering cargoes we must
take into account that this is ...
a general cargo

a bale cargo

a light cargo

an inflammable cargo
an unpacked cargo

a heavy-weight cargo

We would like to clear up ...
the cost of bunker
the allowable weight
a general average contribution

| think we are entitled to the ...
salvage on cargo

dispatch

preferential rates
minimum rates
low rates

This is wrong delivery and we have
to ...

return the cargo

readdress the cargo

How is the ... calculated?
cargo capacity
load-carrying capacity
cargo payload

This misunderstanding is the fault of
the ...
chartering agent



IpPY300TIPABUTENS
rpy3010JIyqaTesis

V Bac ecTh Kakue-1100 JaHHBIE O ... 7

IpaBHJIaX JBHKCHUS
CTaBKe JeMepeiKa

(= mpocToii, 3a1epKKa)
CTAIMAHBIX THAX

(= xonMuecTBO JTHEH,
pas3pelieHHbIX Ha pa3rpy3Ky Oe3
yILIAThI IIPOCTOSI CY/IHA)

Kakue ToKyMEeHTBI MBI JOKHBI

NPEJACTAaBUThH ?

BBl 10DKHBI ITepeIaTh HaM ...
OTIPY304HBIE TOKYMEHTHI
TOBapOPACIIOPSIUTETHHBIE
JTOKYMEHTBI
(= TOKyMEHT, JTafOIINi TIPABO €ro
o0JaiaTeNio pacnopsKaThCsI
yKa3aHHBIM TPY30M)
OTTPY304HBIE HHCTPYKITUH

Kak OyayT mocTaBisSITbCSI TPY3bI?

Mpg1 Oyzem OTIpaBisATh UX TIO ...
KEJIE3HOU I0pOTe
IOCCENHOMN Jopore

Mp1 00s13yeMcsl BBITOTHATD ...
CPOKHU ITOCTABKHU
IIJ1aH MEPEBO30K
IIpaBUjIa MEXITYHAPOIHbIX
[IEPEBO30K
YCIJIOBHSI IOCTaBKU

Brl MMOJIY4IMJIM HalI€ YBCJIOMJICHUC O
(00) ... ?
TOTOBHOCTH TOBapa K OTTPy3Ke
HApYIICHUH IaThl KaHIIEIMHTa
MIOATBEPKICHUH 3aKa3a
yIutaTe eMepenKa
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consignor
consignee

Have you got any data on the ...

traffic rules
demurrage rate

lay days

What documents are we to submit to

you?

You must submit the ... to us.
shipping documents
document of title

shipping instructions

How will cargoes be delivered?
We shall send them by ...
railway
highway

We undertake to observe the ...

delivery time
transportation plan

?

rules of international carriage

terms of delivery

Have you received our notification

of ... ?
readiness
violation of cancelling date
confirmation of the order
payment of demurrage



MpsI 0popMUM ..., KaK TOIBKO
3aKOHYMM BCE (POPMAILHOCTH.
OOpPTOBOI KOHOCAMEHT
(= TpaHCIIOpTHAS HAKJIaIHAs)
BHELIHUM KOHOCAMEHT
(= KOHOCAMEHT IO PKCIIOPTHOM
NIEPEBO3KeE)
UMEHHOW KOHOCAMEHT
(=Ha UMs ompeeIICHHOTO
Ipy30I0JTydaTes)

Kaxkoit koHOCaMeHT BBl COOMpaeTech

BBIITKCATB?

MEI BBITUIIIEM ...
YHUCTHI KOHOCAMEHT
KOHOCaMEHT C OTOBOPKaMH
CKBO3HOM KOHOCAMEHT

Kakoe kauecTBO MaTeprajaoB BaM
[MOAXOIUT?
Hac ycrpauBaerT ... Ka4ecTBO
MaTepHaoB.

BBICIIIEE

IIPUEMIIEMOE

MpbI X0THM €enle pa3 HaOMHUTB, YTO

TOBap OyAET MOCTABISATHCS B ...
OOJIBIIETPY3HBIX BaroHax
IPY30BBIX KOHTEHHEpax
KEJIE3HOIOPOKHBIX KOHTEUHEPAX
TPaHCIIOPTUPOBOYHBIX
KOHTEUHEepax

Kaxkune conpoBoauTeabHbie
JIOKYMEHTBI MOTPeOYIOTCS 15
NEPEBO3KH Ipy3a?
Heo6xonumo OyaeT mpoBepUTh
HaJuyue ...
BOJHOM HaAKJIaJHOU
YKEJIE3HOJOPOKHOM HAKJIAHOU
HAKJIaJHOW BO3TyLIHOTO
COOOIIEHUSA
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We shall draw up ... as soon as we
are through with all the formalities.
on board bill of lading

outward bill of lading

straight bill of lading

What bill of lading are you going to
issue?
We shall make out a ...

clean bill of lading

clauses bill of lading

through bill of lading

What quality of materials is
acceptable to you?
... quality of materials suits us.

First-rate
Acceptable

We wish to remind you again that
the goods will be delivered in ...
large-capacity cars
cargo containers
railway containers
shipping containers

What forwarding documents will be
required for the transportation of the
cargo?
It will be necessary to check if ... is
available.

marine way bill

way bill

air way bill



Kakne oOroBopku BBl XOTENH OBl
YTOUHHTH?
Mg xoTenu Obl 0OpaTUTH Balle
BHUMAaHHUE Ha ...
TeHEPAITLHYIO0 OTOBOPKY
(= ycioBre KOHOCAMEHTA O
MPEBAJMPYIOMIEM 3HAUCHUH
HAIlMOHAJBHOTO
3aKOHO/IaTEIILCTBA)
JIOMOJHUTEIBHYIO OTOBOPKY
OTOBOPKY O HEOPEKHOCTHU
(= oroBopka 00 0CBOOOXKICHUN
CYZOBJIa/ieTIbIia OT
OTBETCTBEHHOCTH 32 HEOPEKHOCTD
CO CTOPOHBI €T0 CITYKAIlInX)
OTOBOPKH CITEIHAILHBIX YCIIOBHI
(= oroBopka 0 HaBUTALTMOHHON
omuoKe)

Kaxast dbopma

peyCMOTPEHA B KOHTPAKTE?

OTTPY3KHU

B koHTpakTe npegycMoTpeHa ...
OTIpy3Ka.
BaroHHasl
BaJIOBast
(= OpyTTO, O BEce MPOIYKTa C
Y4ETOM Beca yITaKOBKH)
HEMEIJICHHAs

Kakne mepeBo3ku  MPaKTUKYIOTCS
Bamiei pupmoii?
B OCHOBHOM ... TIEpEBO3KH.
aBTOMOOMJIbLHBIE
BO3/TyIIIHbBIE
KEJIE3HOIOPOIKHBIC

MOPCKHUE
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What clauses would you like to
specify?
We'd like to call your attention to
a...

paramount clause

superimposed clause
negligence clause

special conditions clause

What kind of shipment is provided
for in the contract?
The contract provides for ...
shipment.

carload

gross

prompt

What kind of transportation does
your firm practice?
Mostly ... transportation.

motor

air

railway

overseas



HecoOmtongenue ... MOXXET MPUBECTH K
CpBIBaM B BBITIOJIHEHHH 0053aTEIIbCTB.

JOTOBOPA MEPEBO30K
IIJ1aHa IEPEBO30K

IIPaBUJI MEXKTyHapOHBIX
[IEPEBO30K

YCJIIOBUH ITEPEBO30K

Ha kakux ycioBusiX Bbl OOBIYHO
NIEPEBO3UTE IPY3bI?

Kak IMpaBnJIoO, HAa YCIIOBUAX ...

K. a. .

c. u. ¢.
¢. 0. 0.

MBI TOJKHBI COTIIACOBATh C BAMM ...
BpeMsI TOTPY3KH (pa3rpy3KH)
MECTO MOTPY3KH (pasrpy3Ku)
HaYajo morpy3ku (pasrpysku)

NPEANMCaHue OTHOCUTEIBHO
HOrpy3kH (pasrpys3Ku)

Kak Bbl MOXeETe OXapakTepU30BaTh
STOT MOPT?
310 ... IOPT.

Oe30macHbIN

JTOCTYIHBIN

CE30HHBIN

(ae)ynoOHBI

Br1 10mKHBI OyA€TE HECTH ...
pPacxoibl.
JNOTIOJIHUTENIbHBIE
HaKJIaJHbIe
CKJIQJICKUE
TPAHCIIOPTHBIE

132

Non-observance of the ... may lead
to serious disruptions in fulfilling the
obligations.

contract of carriage

transportation plan

rules of international carriage

terms of transportation

On what terms do you normally
transport cargoes?
As arule on ... terms.

c.a.f.

c.i.f.

f.o.b.

We must come to terms about the ...
time of loading (unloading)
loading (unloading) berth
beginning of loading
(unloading)
instructions on loading
(unloading)

How will you describe this port?

This is ... port.
a safe
an accessible
a seasonal
a (an) (in)convenient

You will have to bear ... expenses.

additional
overhead
storage charges
carriage



MBI ¢ BaMU OCTaHOBMJIUCH HA ...
CKOPOCTHOM peuce
CIIELIMAJIbHOM peiice
4apTEPHOM pence

Kakue cOopsl B3UMaroTcs B opTy?
Kak npaBuiio, ... coop(-bi).
JUXTEPHBIE
JIOTIMaHCKHUE
npuYaIbHBIE

TaMOXKCHHBIC

JlanHble 110 000pyA0BaHHUIO (HE)
COOTBETCTBYIOT ... CIICIM(UKAITUH.

BECOBOU
OTIPY304HOMN
TEXHUYECKOU

Kak mpou3BOguTCS pacuer CTajuii-
HOT'O BPEMEHU?
Mgl yxe obecredny ... st
NIEPEBO30OK.
IPy30BO€ CYJTHO
KOHTEUHEPHOE CYIHO
MIPOMIITOBOE CYJTHO
CyXorpy3
TOPrOBOE CYJTHO
TPAHCIIOPTHOE CYJTHO
TaHKEP

MBI TOJBKO YTO NOANUACAIHA ...
qaprep.

OTKPBITBIN

IIOPTOBOM

pEUCOBBIN

CIICLIMAJIbHBIN
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We've decided on a ...
“hot-shot” run
special flight
charter flight

What charges are levied at the port?
As arule ...

lighterage

pilotage [‘pawtids]

berthage [b:01d3]

customs dues

The information on the equipment

(does not correspond) corresponds to

the ... specification.
weight
shipping
technical

How is the calculation of lay days
made?
We have already provided a ... for
transportation.

cargo ship

container cargo ship

prompt ship

dry-cargo ship

commercial vessel

carrier

tank ship

We have just signed ... charter.

an open
a port

a voyage
a special



Beneath each sentence you will see four woodghrases, marked (A),
(B), (C), and (D). Choose the one word or phrasaitivest completes the
sentence.

The term FOB stands for free on board, meanag ¢oods are ... to a
specified point with all transport charges paid.

a) delivering C) paying

b) delivered d) paid

The claim that FOB destination is always prdferdoecause the ... pays the
transportation charges is incorrect.

a) buyer c) client

b) seller d) customer

While the seller may pay the transportation glsy in the final analysis the
charges are borne by the buyer, since transpartatists will be included in
the delivered ... charged by the vendor.

a) cost C) transportation

b) shipment d) price

In effect, if the buyer lets the vendor makettla@sportation decisions, then
the buyer is allowing the vendor to ... the buyersnay.

a) spend C) waste

b) negotiate d) charge

The two marine freight terms commonly used a8 @nd CIF. C&F, cost
and freight, is similar to FOB origin, with freight paid by the seller.

a) measurement c) charges

b) money d) taxes

., under C&F the buyer assumes all risks andulsh provide for
insurance.
a) However c) While
b) Since d) In some instances

CIF, cost, insurance, and freight, means thatsttler will pay the freight
charges and provide appropriate ... coverage.

a) services C) transportation

b) package d) insurance
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9. Put the words in the right order. Use the cortdéorm of the verb.

an excellent / provide / delivery service / noynpany.

you / how much / handle / cargo / per year ?

to other countries / not ship / we / chemicaldoicts.

responsible for / be / the warehouse managelsd & vehicles and
machinery.

to foreign companies / car parts / this vendaupply ?

usually / arrange / for companies / a freigimvirder / documentation.

howbhE

o O

Supplementary reading.
Read the following text with a dictionary.
THE LOGIC BEHIND TRANSPORTATION ANALYSIS

Customer satisfaction is not achieved without thplementation of a
competent delivery system. There is then a needomaluct transportation
analysis.

The success of a business does_not\eitldl the production of the best
product or service. This is because that producsawice still has to be
deliveredto the company’s target market. Only then woukl ¢hstomer be able
to see for himself or herself whether or not yousibess does deserve the credit
it claims to be worthy of. There should then besadchto conduct transportation
analysis, for the business to determine if theistexg delivery system is really
up to par.

Of course, you cannot expect a business’s delisygstem to be foolproof
much to the dismawpf the lot of businessmen in the corporate wofldere is
always room for improvement, as the popular adamgs,gand no business is
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exempted from this at all. To determine the undeglxauses of interruptions in
the order cycles of an enterprise-depth analysis should really be conducted.

In a nutshell, this analysis focuses on the measemeé of associated costs
that can hamper stock deliveries. These assoatatgd are related to the freight
business, so much focus should be placed on titecydar business. For the
most part, the commonly sharguoblem of even the major players in the
industry is actually the product being out of stackbeing absent. Usually, this
problem surfaces when cargo and freight face varroadblocks and barriers.
These aspects then keep the existing delivery myftam distributing products
and services in the timelpanner that it is supposed to.

In America alone, there are actually various groupat dedicate
themselves to the analysis of transportation arigesdtg — one of which is the
SFTA, or the Strategic Freight Transportation Asay Through this analysis,
extensive data is gathered regarding the trangmortand delivery systems of
companies, and this gathered daathen interpreted and used towards the
improvement of freight movement. The use of exgtioads is then maximized,
as well as choke points being analyzed so thavelglisystems can avoid such
points that can severely hampbe flow of goods and cargo. Apart from that,
the effectiveness of costs is also analyzed, asasahe partnership that exists
between the private and public sectors, for theezelment of goals

Understandably, there are many aspects to consttkem conducting such
an analysis — the most important ones are the pbiatigin as well as the final
destination of the goods and cargo. Through tros, would then have a rough
sketch of the possible causes behind the delagighit deliveries. Mind you do
not limit the analysis to just goods and cargo beeaother resources have to be
considered as well, which include minerals and ngrproducts. This OD study
or origin and destination study places more foausuwveysfrom the delivery
trucks themselves, so that freight movements cabetier understood via key
points in delivery routes. Interview sessions amvesy are used to gather data
and only then can proper transportation analysisdr@ucted. For obvious
reasons, such an analysis is really vitalthe success of any business. This
should indeed be something businesses should cbfwtubeir own welfare.

a) Replace the underlined words with their synonyms.

b) Point out connections and transfers from one papdgror thought to
another. Further use them while retelling.

c) What key phrase explains the main idea of eachgpaph?

d) Can you give the main idea of the text in a nut8hel
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I\VV. Speaking Practice

1. Answer the following questions in your own words
What does FOB mean?
What variations are there in FOB terms?

2. Read the following dialogue in pairs. Give itaugsian interpretation. Be
ready to act it out.

C. Good afternoon, Mr..., we would like to discuss wytbu the question of
the transportation of the equipment.

Good afternoon, Mr..., yes certainly.

C. We have agreed that the delivery of the equipmkalli e carried out on
c.i.f. terms.

S. You are quite right.
C. In this case we would like to clear up who willf@sponsible for what?

S. When the equipment is ready for shipment we’ll infoyou and you will
open an irrevocable L/C (Letter of Credit).

C. What information (data) will you supply to us whem have opened the
L/C?

S. After the equipment has been loaded we shall imatelyi inform you of
the vessel's name, her sailing date, the port sficigtion, the description
and quantity of the load, the number of the B/L #mlcontract number.

C. Are your obligations over, here?

S. Yes, at the port of unloading the Customer provideprompt unloading of
the equipment on time and transporting it from plogt to the construction
site.

C. Thank you for the clarification, Mr...

3. TAKING ACTION AND APOLOGIZING

After a problem or mistake has been brought to ytantion, it is important tp
deal with it promptly.
Note that we tend to use a more formal style intemicommunication.
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When responding to a customer, it is a good ideacimowledge that we aje
aware of the problem:
We are replying to your email of April ®4nforming us that.. (more
formal)
Thank you for informing us about an error in ourdeenber statement.
(more formal)
Thanks very much for pointing out the mistake.
| understand there is a confusion in addressedively dates.

Then we say what we want to do (or have done) licegbe problem. We often
use phrasal verbs when talking about taking action:
We are looking into this matter and will contactuyagain later today|
(more formal)
| shall / will get in touch with the forwarding ageat once.
I'll take care of this straight away.
I'll get on to that now.
I'll see to this immediately.
I'll get back to you on that as soon as possible.

We usually also apologize for the problem or mistak
We would like to apologize for the inconvenierfo®re formal)
We very much regret misunderstandi(rgore formal)
I’m very sorry about that.
Let me apologize for this delay / mistake / ernande again).

Complete the sentences with words from the box.
get backe the lease very sorrye be OKae just talkede find oute should have
see tos seems thadé sorted ous get on

1. Sorry, | have no idea at the moment, but I'll

2. OK, Ul to this straight away.

3. I've just checked all the documents and it we used the wrong
address.

4. I'm about this, Ms Egbert, but I'td dverything | can to get
this problem :

5 Tl to you as soon as I've spokethtforwarder.

6. I've to our freight forwarders heré¢he UK.

7. That way you them by Friday afternoon

8. Would that for you?

9. Yes,!l that.

10. It's | can do for you.
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4. Work with a partner to solve a problem. Use pbea from this unit.
A B
Tell B that you have just found ou
you have shipped the wrong
products to them.
Ask A what he / she wants to do

I5/ about it.
Apologize for the mistake. Tell

what you have done so far. \
Tell A that you need the items

urgently. You expect to have them

/ within two days.

Tell B what exactly you want to do

next. Ask B if he / she is happ

with that. \

Thank A for help.

End with a friendly sentence. /

5. Complete the sentences with words from the box.
SOe because althoughe duee as a resuli despites because in spite of

1. Our customer wants to ship valuable freight, we need to think
about insurance.

2. A part of the shipment seems to be damaged of rough
handling.

3. the customer needed them urgentygtods couldn’t be
delivered at the weekend.

4. The flight was cancelled to bad werath

5. The driver had the wrong address, t topk him three hours to
deliver the pallets.

6. The consignment arrived on time halldustoms formalities at
the border.

7. We are unable to ship today we've frablems with our
dispatch.

8. being well secured, the load was dachan arrival.
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6. Choose the correct words to complete these seete

1. The documents stated the wrong quantities. As sorearesult / cause, the
shipment was not accepted at the warehouse.

2. The delay was found / noticed / caused by an actmiethe motorway.

3. When | spoke to the logistics manager, it noticesAw / turned out that
they had used different packing material.

4. Unfortunately, we are unable to deliver the consignt due to / because /
so technical problems in our warehouse.

5. Although / In spite of / But the delay, the deliyavill still arrive on time.

6. What is the cause / reason / result for this delay?

7. Say which sentence in each pair is more politeld or less direct.
1. a) Youhave made an error on the December statem
b) There appears to be an error on the Deceminenstnt.

2. a) The discount has not been deducted fronotaéamount.
b) You did not deduct the discount from the tat@ount.

3. a) Thereis adiscrepancy between invoice ankipa list.
b) It appears that there is a discrepancy betwaarice and packing
list.

4. a) Couldyou let us have a corrected invoice?
b) Send us a corrected invoice.

5. a) A mistake has been made in invoie®9-234.
b) There is a mistake in invoid&@ 09-234.

6. a) Use the above bank account number for futaresactions.
b) Please make sure that the above bank accoumberuis used for
future transactions.

8. Extend all the saying to the volume of indepentdemonologue
utterances.
1. The purchase of transportation services demantgh degree of skill
and knowledge.
2. Large firms should have a separate traffic depeant.
3. Many firms spend more on transportation frethhh necessary.
4.  There are several variations in FOB terms.
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9. Below there is a part of a telephone conversaticgtveeen a manufacturer,
Mr Jones, and a clearing and forwarding agent, Mrr8wvn. Choose from the
words in the box to complete the conversation. Tiret has been done for

you.

documentation ex works customs

declaration present transport

licence stencilled bill of lading

pro forma

Jones: ... S0 you feel that the (1documentation isn’t complete yet?

Brown: No, I'm afraid not. I'm not at all sure whig) has been
arranged to get the goods to Southampton.

Jones: I'll ask our shipper — we’re using Carsod Bapier this time — and
I'll get them to let you know.

Brown: Please make sure that we get a list of theken(3) on
the container.

Jones:  Yes, I'll do that. And we have the expoit (4 , Which
we’ll send on to you. We've made the (5) at the
consulate, so we'’re getting the consular invoicegcvwill confirm
the (6) cost of the consagiunWill you
send it through to the importing (7) hatities, or shall
we?

Brown: We’ll do that for you. Have you sent a copyith the other
documents, to your bank so that they can (8) them all

through the Bank of South America?

Jones: Not yet, because there’s been a delay with the (9)

. For some reason they'véhpuwrong
number of packages on it, so we're just waitingtfat to be cleared
up. We'll get it off as soon as we can.

Brown: Good. And there should be no trouble with terms since they’'ve
already seen a (10) invoice.

Jones: No, there was no problem at all.

V. Writing Section
1. Translate the following text in written form. Wsa dictionary if necessary.

While reading, answer the following question: Whicliransporting
alternative is the best?

141



TRANSPORT MODES

Transporting function must fit the whole strategy

The transporting function should fit into the whaterketing strategy.
But picking the best transporting alternative cardifficult. The best alternative
depends on the product, other physical distributienisions, and what service
level the company wants to offer. The best altéveahould not only be as low-
cost as possible but also provide the level ofiser{for example, speed and
dependability) required. Exhibit 1 shows that déf& modes of transportation
have different strengths and weaknesses. Low toatisg cost isnot the only
criterion for selecting the best mode.

Exhibit 1. Benefits and Limitations of Different Transport ts

Transporting Features
. Number of Ability to |- Frequency Dependability|
Mode Delivery . handle a of . .
Cost locations . in meeting
speed variety of | scheduled
served : schedules
goods shipments
Rail Medium | Average | Extensive High Low Medium
Water | Verylow | Veryslow| Limited Very high| Very low Medium
Truck High Fast Very High High High
extensive
Air Very Very fast | Extensive | Limited High High
high
Pipeline Low Slow Very limited Very Medium High
limited

Railroads — large loads moved at low cost

Railroads are the workhorse of transportation systé many countries.
They carry more freight over more miles than arheomode. They carry heavy
and bulky goods — such as raw materials, steemidads, cars, canned goods,
and machines — over long distances. By handlingelguantities, the railroads
are able to transport at relatively low cost. Besearailroads freight moves more
slowly than truck shipments, it is not as well edifor perishable items or those
in urgent demand. Railroads are most efficient atdhing full carloads of
goods. Less-than-carload (LCL) shipments take afidtandling, which means
they usually move more slowly and at a higher ppee pound than carload
shipments.
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Trucks are more expensive, but flexible and essenti
The flexibility of trucks makes them better at mayismall quantities of
goods for short distances. They can travel on dlraog road. They go where
the rails can’t. That's why at least 75 percentJdb. consumer products travel
part of the way from producer to consumer by truakd in countries with good
highway systems, trucks can give extremely fasticer

Ship it overseas — but slowly

Water transportation is the slowest shipping modéut usually the
lowest-cost way of shipping heavy freight. Wateansportation is very
important for international shipments and oftendhéy practical approach.

Inland waterways are also important, especiallybigliky, nonperishable
products such as iron ore, grain, steel, petrolptoducts, cement, gravel, sand,
and coal. However, when winter ice closes freshwai@bors, alternative
transportation must be used.

Airfreight is expensive but fast and growing

The most expensive cargo transporting mode isamglk but it is fast!
Airfreight rates normally are at least twice ashhags trucking rates — but the
greater speed may offset the added cost.

High-value, low-weight goods — like high-fashiorottliing and parts for
the electronics and metal-working industries — afeen shipped by air.
Airfreight is also creating new transporting busmePerishable products that
previously could not be shipped are now being floaanoss continents and
oceans. Flowers and bulbs from Holland, for examptav are jet-flown to
points all over the world.

But airplanes may cut the total cost of distribatio
Using planes may help a firm reduce inventory amahdfing costs,
spoilage, theft, and damage. Although thensporting cost of air shipments
may be higher, thtotal cost of distribution may be lower. As more firneslize
this, airfreight firms — like DHL Worldwide ExpresBederal Express, Airborne,
and Emery Air freight — are enjoying rapid growfhhese firms play an
especially important role in the growth of inteinoatl business.

Put it in a container — and move between modedyeasi

In this text the modes were described separataly, pboducts often
moved by several different modes and carriers dutireir journey. This is
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especially common for international shipments. dapa firms — like Sony —
ship stereos to the United States, Canada, angE&lnpboat. When they arrive
at the dock, they're loaded on trains and sentsactioe country. Then the units
are delivered to a wholesaler by truck or rail.

The growth of airfreight makes it easier and fagberfirms to serve customers
in foreign markets

2. Now look at the table in the text again. Whictahsport mode would you
choose if:

a) you need to transport fabrics (1000 kg) from IraBelarus?

b) you need to transport milk products from RussiaB&arus? Share your
ideas with your partner and prove your point ofwigy using the following
comparative structures: as ... as, not so ... as, tagce. as, much more
expensive, less expensive, far cheaper, three.(fptimes as cheap as ... .

Put the following points into the order they agar in the text.
Ship it overseas — but slowly.
Railroads — large loads moved at low cost.
Transporting function must fit the whole strategy.
Trucks are more expensive, but flexible and esgkenti
Put it in a container — and move between mode$yeasi
Airfreight is expensive but fast and growing.
Competition has forced railroads to innovate.
But airplanes may cut the total cost of distribatio

©NOORWDNEOW
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Choose the phrase a, b or ¢, which best completch sentence.
Because the train runs on fixed tracks ...
a) ... it can be timetabled to stop at more stations.
b) ... it can carry more passengers.
c) ...Iitis not subject to traffic jams.

If a railway only has a single track ...

a) ... a breakdown will probably not cause serious Eotd.
b) ... a breakdown will definitely cause serious proldem
c) ... abreakdown is likely to cause serious problems.

When a particular railway service becomes umaiae ...
a) ... it may help the situation if fares are lowered.

b) ... it will help the situation if fares are lowered.

c) ... itwill not help the situation if fares are loveet.

Because most journeys do not start and endh\atyestations ...
a) ... support transport is not normally required attdreninals.
b) ... support transport is usually required at the ieats.

C) ... support transport is occasionally required atiénminals.

Times of arrival and departure for trains cargiven with greater accuracy
than ...

a) ... for lorries or coaches because road transpstoser.

b) ... for aircraft because airports are congested.

c) ... for other forms of transport.

One of the attractions of inter-city travel [ayl for executives is that they

a) ... will reach their final destination more quickly.
b) ... will have the option to do some work while theg &raveling.
c) ... will not need a taxi at the end of their journey.

Heavy and bulky freight can be carried overlaathparatively cheaply by
rail because ...

a) ... bigger loads can be carried in a single haul.

b) ... the loads can be conveyed at night.

c) ... railway workers wages are low.
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8. When railway lines are closed down because dheyineconomic ...
a) ... the workers will have to find jobs in other inthiss.
b) ... the workers will not be able to find jobs in otledustries.
c) ... some of the workers may lose their jobs.

9. If the government spent substantially more oe thevelopment of
motorways ...
a) ... they would also have to subsidise the railways.
b) ... it would probably make the railways less profigab
c) ... itwould encourage more freight to be sent bl rai

10. A Eurotunnel between England and France ...
a) ... will make French goods more expensive in England.
b) ... will encourage more Britons to go abroad for tthnelidays.
c) ... willimprove the British economy by encouragiogitism.

Complete the sentences in your own words.

When goods are sent by air ...

If bulky goods need to be sent overseas ...

Storms at sea can cause loss or damage to cargo

When commuters’ trains run into London late ...

An aircraft has a long way to fall so the manairece of the aircraft ...
When perishable items such as tomatoes andrfsowe

When there is only a single line railway track ...

If the government raises the tax on petrol ...

There will always be a demand for luxury lineezause ...
10. Many of the new large oil tankers are built in Japacause ...
11. There has been a slump in shipbuilding in rececabse ...
12. The really heavy lorries are called juggernautstaeg ...

©COoNOOR~WNEO

6. Summarize the text in about 50 words.

7. ADVICE OF SHIPMENT

When dealing with shipments to customers, it is m@m practice to advise
them that a shipment has been sent. Often detaitleparture and arrival times,
order numbers, and documents are given.
We are pleased to inform you that your order hasnbdispatched by
truck today.
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OrderMe 3012 has been dispatched by flight BA2379 today.
We are pleased to advise that your ordeér23/1346 was shipped on
board the vessel ‘Ocean Line’.

The consignment is due to arrive in Sydney on Awfils

The above order has been handed over to our fonwgragents today.
The consignment will be delivered to your warehondgrussels.

There are six mistakes in this email. Can you cartéhem?

Advice of dispatch

Dear Cheng

Please find attach the following documents: dejivesteNe 70007108, packin
list, and shipping order.

Q

Our forwarder has just picked up the goods from warehouse. The goods
should be at your disposal at Monday 31 Octobe®200

Please notice that a copy of the batch certifigaliebe send to you as soon as
possible by email. As soon as we recieve the aldwatch certificate, we wi
send it to you.

If you have any further questions, please let m&.no

Regards
Ana Garcia
Logistics Manager

8. Write a similar email informing a customer abodispatch.
Include the following information:

1. The order number.

When the consignment was sent.

How the consignment was shipped (road, air, sa#).
Where it will be delivered.

When it will arrive at the customer’s site.

akrowbd

9. After arranging the express transport with therfvarder, Peter, the
logistics manager writes an email to confirm whata$ been agreed.
Choose the correct preposition.
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Dear Ms Charlesworth

As discussed at / on / to the phone this morning,enclose shipping ord
Ne09/13087-02. Please arrange express transporeafahsignment to Icelar
through Cargo Worldwide Express, as agreed.

Please note that the goods must arrive on / inhleatustomer’s premises at /
/ In Selfoss, Iceland, on Friday, August 22 untd / by 4 p.m. at the latest.

As agreed, the shipping costs from / for / to tbamsignment are £1,57
payable at / within / during 30 days of receipt &om / by invoice. Please se
the freight invoice at / on / to the following adds:

VITA COSMETICS Ltd
18 South Road
Bournemouth

BH8 5SX

Best regards
Peter Bott
Logistics Manager

D
—

o

on

0,
nd

BY AND UNTIL

We use the prepositioty anduntil to describe different situations:

by = something happens (or should happen) not latm & specific point i
time

The consignment must be delivered by Friday.

until / till = something continues up to a specific point nmeti

-

The logistics manager will be away until Friday.

10. Complete the sentences wiii or until .

1. I'll make sure that the documents arrive the end of the week.

2. We have to arrange shipment Audlst 4

3. I'm afraid there will be delays tiegibning of July.

4. They said we would receive the consignment Monday.

5. Call me if there are any problems. I'll be in roffice 6.3
today.

6. We require the goods March. 15
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11. Write a short email to a trading partner.

DEALING WITH ERRORS AND MISTAKES IN DOCUMENTS, STAT EMENTS AND INVOICES

When dealing with errors it is particularly impartdo use polite and diplomatic

language. It is also a good idea to use passiverssgs to make your statements
less direct and personal. If we want to inform songethat there has been a

mistake, we often use impersonal expressions Wwétverbseemandappeatr

It is important to say what we will do or expecg thther person to do:

It seems / appears that a mistake has been maderegard to the
customs invoice.

There seems to be a discrepancy between the itetied bn your Jun
statement and the goods delivered.

When checking your statement, we noted that invibkc274 has been
debited twice.

D

We are returning your invoice as the 2 per centaimt has not been
deducted from the total amount.
Could you please let us have a corrected / an aewndvoice by
return?

Please confirm the corrected amount of
Could you make sure that weight and dimensionshefitems are
specified on the commercial invoice?

Partner A (buyer)

You have received pro forms invoitfe 3698 — thank partner B.

The bank draft for € 6,345 as payment is enclosed.

Ask for details regarding shipping date and exgectarrival of
consignment.

Partner B (seller)

You have received bank draft as payment on invoice8698 — thank
partner A.

The consignment is due to leave Liverpool on 1lt&wper, expected
arrival in Churchill, Canada, on Septembef.15
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¥3-2

SELECTION OF A CARRIER AND ROUTING

|. Vocabulary Work

1. To check or build up your vocabulary on this gabt, look at the words
and word combinations listed on this page.

bulk [balk] n
carrier ['keen] n
claim [kleim]n

to consolidate [in'slideit] v
deregulation [diregju'lejn] n

to descend [di:send]
forwarders ['6:wado] n
FOB, free on board
freight [freit] n

to incur [In'le:] v
insolvent [In'slvont] n
insurance [ifterans]n
intermodal shipping

to keep track of
margin ['madin] n
on-time delivery

overall [auvar's:l] adv
piggyback ['pigibaekj

priority [praibrati] n

record ['rek:d] n
to route [ru:tlv

— 00BeM; Ooblne pa3Mepsl
— TIEPEBO3UYMK; TPAHCIIOPTHOE areHTCTBO
— TpeOOBaHME; MPETEH3US
— YKpemiATh, 00bEAUHATD
MpeKpalieHue PeryIupoBaHus; CHITHE
a OTPAHUYEHUI
— CIIyCKaTbCsl, CHUKAThCS
— 3KCIETUTOP
—(ppanko-6opt, DOb
— CTOHMMOCTbH IEPEBO3KH; TPY3
— mopaBeprarbes (YeMy-II.); HaBledb Ha ceOst
— HECOCTOSATEIbHBIN JOJDKHUK; OAHKPOT
— CTpaxOBaHME; Mepa MPEAOCTOPOKHOCTH
—IepeBO3Ka BCEMH BHIaMHU TPAHCIIOPTa MpHU
YCJIOBUU COTJIACOBAHUS Pa3MEPOB Taphl,
KOHTEUHEPOB
—CJIEeIUTh
— Kpai, npenerr; 3amnac (JIeHer, BpeMeHH);
pasHuIla MEXy Ce0ECTOUMOCTbBIO U
POJIAKHOU 1IEHOM, TPHUOBLTH
— BOBpEMsI OCYILIECTBIICHHAS ITOCTaBKa /
J0CTaBKa
— TIOJHOCTBIO; B OOILEM U LIEJIOM; TIOBCIOAY
— KOMOMHHPOBAHHBIE aBTOXKEJIE3HOIOPOKHBIE
HIepEeBO3KU
— TPHOPHUTET, CTAPLINHCTBO; MOPATOK
Cpo4YHOCTH / OYepeTHOCTH
— 3aIlUCh, PETUCTPALIHS
— HAamNpaBJATh 1O ONPEIeICHHOMY MapIIPYTY;
YCTaHABIMBATh MapIIPYT
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schedule fedju:l]n — CIIHCOK; TpaduK; ImepeueHb TapuQoB;

paciiuCaHue
to specify ['spesdai] v — TOYHO ONPEICNIATh, yCTaHABINBATH,
YKa3bIBaTh, OTMCYATh

to truck [tnk] v — TIEPEBO3UTH ABTOTPAHCTIOPTOM

vendor ['vend:] n — TOPTOBJIA

viable ['vasbl] adj — KM3HECIIOCOOHBIH

2. Match the words with the definitions below: insance, overall, insolvent,

priority, to truck, to route, to descend, bulk, satule.

a — tomove to alower level, to fall

b — (of a person, company) having insufficient t&sde meet debts and
liabilities

c — ingeneral; on the whole

d - the act, system, or business of providing fomn protection for
property, life, health, etc. against loss, damate,

e — smth given specified attention

f — to plan the route of

g — a plan of procedure for a project, allotting thork to be done and the
time for it

h — to convey (goods) in a truck

I — volume, size, or magnitude, esp. when great

3. In each line choose the word which is opposibethie meaning of the first

word.

1. margin a) edge b) middle c) border

2. to descend a)to go down b) to rise c) to fall

3. vendor a) seller b) vending C) consumer

machine
4. overall a) partially b) in general c) on the whole
5. bulky a) very large b) compact C) massive
insufficient
6. insolvent a) having paying b) bankrupt c) having assets
capacity
7. to truck a) to convey in ab) to deliver by c) to delivery by
truck air road
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Form all possible word combinations using the e of both columns
and translate them into Russian.

transporting a) rates

large b) managers
international C) strategy
marketing d) costs
profitable e) requirements
freight f) shipments
production g) security
shipment h) quantities

Choose the most suitable of the four given wotdsomplete each of the

sentences below.

The longer the distance over which materialsti@esported, the lower is

the per mile transport :
a) schedule C) cost

b) money d) claim
The carrier is responsible for the full, actdailmage or of
merchandise while in its possession.

a) loss c) shipment

b) loose d) claim
Proper classification of shipments grimary importance in
purchase of transportation services.

a) buyer c) freight

b) transport d) economics

Logisticians are responsible for knowing thecdpe description of the
merchandise being moved, and this classificatidardenes the applicable
tariff, or

a) freight rate c) classification system
b) carrier assessing d) economic balance

Classifications for rate-making purposes arethas many factors, such as
weight per cubic foot, value per pound, and risk of

a) regulation C) rate

b) damage d) responsibility
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11.

12.

hroONPEO

To be with other shipping modes, th#roads have
developed special equipment and services.

a) competitive c) bulky

b) overall d) scheduled
Smaldon had been sending regular shipmentsrtg pad although there
had been some problems at various aitem the past, no
serious ones had over the past few.years

a) deliver; occurred c) deliverance; routed

b) delivery; claimed d) delivery; occurred

Transporting is the marketing function of moving
Transportation provides time and place utilitiesta cost.

a) tariffs C) goods

b) insurance d) service
Without low-cost transportation, both within obues and internationally,
there would be no mass as we knowatytod

a) transportation c) forwarders

b) distribution d) freight

Transport costs add little to the cost of prodticts are already valuable, if
we take into account their size and

a) weight C) insurance

b) weigh d) bulky
But transporting costs can be a large part of tital tcost for heavy
products of value — like many minerats raw materials.

a) high C) viable

b) great d) low

Most transporting rates — the prices charged @msjporting — are based on
the idea that large of goods can bg@edipt a lower transport
cost per pound than small :

a) quantities; quantities c) numbers; quantities

b) qualities; qualities d) figures; qualities

Translate the following word combinations.

physical — physical distribution — physical dimition decisions
effective — effective merchandise — effectivechandise assortments
marketing — marketing strategy — marketing sgatplanning
customer — customer service — customer sergics |
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consumer — consumer products — consumer prodoatgses

material — materials requirement — material megoents planning
marketing — marketing research — marketing rebgarocess

enterprise — enterprise logistics — enterpogestics management
performance — performance improvement — perfoo@amprovement plan
10. logistics — logistics business — logistics busirmassesses

©ooNOo U

7. Replace the underlined words with verbs from thex that have the same
meaning. Use the correct verb forms.
stack ¢ come e run e fix ¢ attach e lift « fit
This type of crane is used for raisiogntainers.
Containers are availabie a variety of versions and sizes.
It's a heavy-duty fork lift truck equippedith a spreader beam.
With this device you can pile containers on togach other.
Some containers have a bogie fixtedhem.
This device is mountedn rails.
The crane is motorized and able to mal@ngside the quay.

NOoOR~ONE

8. Sort the goods under the correct heading.

heavyweight and

perishable cargo non-perishable cargp overwidth cargo

meat ¢ steel pipes ¢ crude oil  fresh producedustrial boilers ¢ seafood
alcohol < dairy products e« tractors ¢ chilled ooZen foodstuffs ¢ harmful
chemicals

Can you think of other types of goods? Discuss ismall group.

9. Now say which of the following containers you wd recommend for the
different types of cargo from exercise 8.

a) reefer

b) flat-rack container

c) tank container
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10. Translate the following sentences into Russidimy not to look up any

words, but work from memory.

1. Freight forwarders combine the small shipmeritsnany shippers into
more economical shipping quantities.

2. Storing is the marketing function of holding gso

3.  Whether a furniture producer sends a truck toveleone sofa or a full
carload, the company still has to pay for the dritlke truck, the petrol,
and other expenses like insurance.

4. Government often plays an important role in thevelopment of a
country’s transportation system.

5. Many firms now continuously update their mankgtinformation systems
— so they can immediately find out what productgehsold, the level of the
current inventory, and when goods being transpoxsiédrrive.

6. The total cost approach might reveal that gassible both to reduce costs
and to improve service — perhaps by creating netwildution alternatives.

ll. Reading Comprehension

1. First skim the following text. You will probablgome across a number of
words you don't know. Don’t stop to look up theseonds, but try to
understand the main points of the text. Then readagain very carefully.
Try to grasp both the central idea and the detaildse a dictionary if
necessary.

SELECTION OF CARRIER AND ROUTING

Normally, the buyer will wish to specify how purdea items are to be
shipped; this is the buyer’s legal right if the ¢haise has been made under any
of the FOB origin terms.

As one would expect, buyers are most concernedtibatendor (carrier)
meet its delivery promises (deliver on scheduled anovide the movement
service without damaging the goods. Recent surgeyslucted byPurchasing
World indicate that the following 15 factors are consedeimportant by the
buyer, in descending order of priority: (1) on-tingeliveries, (2) care in
handling, (3) time in transit, (4) rates, (5) she@r tracing, (6) insurance
coverage, (7) door-to-door deliveries, (8) clairasard, (9) regular schedules,
(10) shipment security, (11) through routing, (¥®ographic coverage, (13)
types of equipment, (14) consolidating / breakingpabilities, and (15)
intermodal capabilities.
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The first step is to determine the mode of transgor example, rail,
truck, air, water, and so on, which will best méat transport requirement.
Next, a decision must be made on a specific caaner the specific routing of
the shipment. This information should be a pathefpurchase order. The buyer
then may wish to keep track of the freight moventerdssure that it is going as
planned.

The factors to be considered in selection of mddshipment, carrier, and
routing include:

Required Delivery Time. The required date for material receipt may
make the selection of mode of shipment quite simplavo-day delivery from a
distant point is needed, the only viable alterreafwobably is air shipment. If a
longer time is available, other modes can be censai

Reliability and Service Quality. While two carriers may offer freight
service between the same points, the reliabilitg dapendability may differ
greatly. One carrier may: (1) be more attentiveustomer needs; (2) be more
dependable in living up to its commitments; (3)untess damage, overall, to
merchandise shipped; and (4) in general be thefleght vendor. The buyer’s
past experience is the best indicator of servicalityy which the logistician
should take into account.

Available Services.If the item to be shipped is large and bulky, thisy
dictate a particular mode of transportation. Sgematainer requirements may
indicate only certain carriers who have the uniggeipment to handle the job.

Shipment Size.ltems of small size and bulk can be moved by raight
forwarders. Larger shipments probably can be mooa@mically moved by rail
or truck.

Possibility of Damage.Certain items, such as fine china or electronics
equipment, by their nature have a high risk of dg@gna shipment. In this case,
the logistician may select a mode and carrier byclwithe shipment can come
straight through to its destination, with no tramsfat distribution points to
another carrier. It is part of the buyer's respbitisy to insure that the
packaging of goods is appropriate for both the @atstand mode of transport.

Cost of the Transport Service.The logistician should select the mode,
carrier, and routing that will provide for the saf@vement of goods, within the
required time, at lowest total transport cost. Teiguires a thorough knowledge
of freight classifications and tariffs. Also, thegisticians may make certain
trade-offs in purchasing transportation, just asraade in selection of vendors
for other purchases.
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Carrier Financial Situation. If any volume of freight is moved, some
damages will be incurred, resulting in claims aghitme carrier. Should the
carrier get into financial difficulty, or even beue insolvent, collection on
claims becomes a problem. Therefore, the logististzould avoid those carriers
who are on the margin financially.

DEVELOPING A TRANSPORTATION STRATEGY

The changes in the transportation system and atitees have been
dramatic over the past several years. From a rathiine type of buying, it has
moved into an era where the same principles ofctke purchasing can and
should be applied. Development of a transportegtostegy should include:

Value analysis of alternativeg value analysis may lower cost transport
arrangements.

Price analysis:Rates vary substantially and decisions should bdem
only after consideration of all possibilities.

Consolidate freight, where possiblé/olume discounts may reduce
transport costs substantially.

Analyze and evaluate vendorGarrier selection and evaluation systems
can provide data needed for better decision making.

Reassess the possibilities of using different partsmodes.This would
include transport modes, such as private truckidyiatermodal transportation,
for example, piggybacking. The saving often arestartial.

Develop closer relationship with selected carrieB3ata which enable
better planning of transport requirements shoulthterchanged.

2. Answer the following comprehension questions.

1. Why is the selection of carrier and routing imtpot for the buyer?

2.  What are the factors, which the buyer findsrtiost important in selecting

a carrier?

What are should be understood by “carrier firgrsituation™?

4. Why is classification of goods shipped so img@ott in buying
transportation services?

5. What strategies should be developed to effdgtivemanage the
transportation function?

w

When you have answered the questions, find a paringur group. Compare
your answers and swap the information.
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lll. Comprehension and Word Study

1. Match the words (1-5) with the pictures (a-e).

1. Dbale O

2. chest 0

3. barrel / cask 0

4. drum 0

5. crate O

2.  Now match the items in exercise 1 with the catrdefinition.

a) Large cylindrical container with a flat bottomdatop. It is made of wood
and is used for liquids.

b) Wooden box made of wooden slats. It can be op&tosed and is used for
packing goods.

c) Large package of presspacked goods (often rat@riab, which is tightly
bound, wrapped, and banded.

d) Sturdy box with a lid which is made of metal aftén used for storage.

e) Cylindrical metal container for liquids.

3. USTF, international freight forwarders based i€hicago, give some

shipping instructions on their website. Completesteentences with words
from the box.

mark ¢ clearance « withstand ¢ weight ¢ appointedxhmibitor ¢ importing
individually
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Shipping Instructions

As the official international freight forwarder ' by EXPO
CHICAGO, we will co-ordinate all international shmgnts and arrange customs
? for this event. Please carefully read the follayvimformation
regarding shipping requirements for ® goods into the US.

Packing and Marking

1. Ensure that all boxes are securely packed ierdad * handling
by carriers and onsite contractors.
2. Clearly > all cartons, cases, or crates on two sides.

3. If you ship your goods in a container, make strat all cartons are
® marked and labeled in the following manner:

Address:

Name of
Number of stand:
Case number (...) of (...)
Total %in kg:

4. In this exercise you must choose the phrase whiiest completes each
sentence according to the text. Indicate a, b, cdoagainst the number of
each item for the phrase you choose.

1. According to the recent surveys the most impartactors in choosing the
carrier are:

a) geographic coverage the carrier can propose

b) door-to-door deliveries and claims records of theier
c) on-time deliveries and care in handling

d) private talks with the carrier

2.  While choosing the way of transporting goodsftret step for logisticians
IS:
a) to determine the mode of transport
b) to make a decision on a specific carrier
c) to make a decision on the specific routing of thipsent
d) to keep track of the freight movement
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Items of small size and bulk ...

a) cannot be moved by air freight forwarders

b) can be more economically moved by rail or truck
c) can be moved by air shipment

d) can be moved by post

If the carrier is on the margin financially ...

a) he can become insolvent

b) the logisticians and buyers should pay for all seevices provided
themselves

c) some damage will be incurred

d) the customers will get into financial difficulty

It's possible for the buyer (logistician) to sanoney by:
a) choosing only one transport mode

b) buy goods in small quantities

c) analysing the rates and tariffs

d) transporting bulky items and item of small sizectibgr

Complete the sentences by matching a line froohumn A with a line
from column B.

Buyers are most concerned ...

It must be wise to rely on the logistician’sgumaent in routing ...

The buyer may wish to keep track of the freigbvement ...

If two-day delivery from a distant point is ne€ld ...

If the item to be shipped is large and bulky, ...

Certain items, such as fine china or electreqigipment, ...

The logistician should select the mode and nguti.

A value analysis may ...

... this may dictate a particular mode of trantgimn.
... to assure that it is going as planned.
... by their nature have a high risk of damagshipment.
. that the carrier meet its delivery promisesl @rovide movement
service without damaging the goods.
... as he has much experience in the traffic area.
... lower cost transport arrangements.
... that will provide safe movement of goods a tbwest total transport
cost.
... the only viable alternative probably is aiipshent.
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6.* The underlined words in this exercise are “fasfriends”.

suitable word for each underlined one.

| think you should look at your agenda

The buyer may wish to watthe freight movement.
The_burdenvill leave on Friday.

There is a delafpr the delivery.

The refusevas for all to see.

| think we should have buffafter the board meeting.
Do you think the financial situation is solvent

NoahkwWNRE

7. Let's remember how to read the following dates.
1997 = nineteen / ninety-seven

1801 = eighteen / oh-one

1700 = seventeen hundred

2000 = (the year) two thousand

2005 = two thousand and five

a decade = 10 yearsekana = 10rogam)

the Twenties, the Thirties

a century = 100 years

the nineteenth century, the twenty-first century... .
BC = Before Christio P.X.) AD = Anno Domini ocie P.X.)

8.* Match the dates with the corresponding events.
The Euro is given its name.

Creation of the Dow Jones Industrial AveragdApJ
Change from “old” francs to “new” francs in Fcan
D-day — England goes “decimal”.

New York Stock Exchange crash — Black Thursday.
Founding of the biggest bank in the word (IBRD).
Creation of the US$.

Most European countries join the EMS.

Founding of the Paris Stock Exchange “La Bourse”
10. Setting up of the GATT.

©CoNORARWONE

a) 5" February nineteen seventy-one
b) 24" October nineteen twenty-one
C) seventeen twenty-four

* supplementary tasks
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d) nineteen seventy-nine

e) seventeen ninety-three

f) 1% January nineteen sixty-three
g) December nineteen ninety-five
h) nineteen forty-seven

i) 27" December nineteen forty-five
]) eighteen eighty-four

IBRD = World Bank (International Bank of Reconstian and Development)
GATT = General Agreement on Tariffs and Trade
EMS = European Monetary System, with its ERM = Exaie Rate Mechanism

9. Give Russian interpretation of the following Ehgh phrases.
DAYS

a) today

b) tomorrow

c) the day after tomorrow

d) yesterday

e) the day before yesterday

f) last night
g) on Friday
h) this weekend

1) next weekend
j) every day of the week

k) during the night of Wednesday to Thursday
[) everytwo days in June

m) three days ago

WEEKS / MONTHS
a) nextweek

b) lastweek

c) from Monday to Friday

d) every other week

e) inafortnight’s time / in a fortnight
f)  in four weeks

g) intwo weeks’ time

h) aweek from today
1) once aweek in December

j) two weeks ago today

k) twice a month
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10. Use the following cluster diagram to brainstorndeas about the
appropriate place for each word in the list.

delay — be off — meeting — annul — fix — date —pdonit — change — call off —

defer — scrap — adjourn — set up — stand up —gek b consultation — put off —

fixture

11. Match the business abbreviations in column Atlwtheir translations in
column B. Your knowledge of active vocabulary willo you good.
Consult the dictionary, when you are ready.

1. C.ILF. a) pas3 B JBa JIHA, Yepe3 JACHD

2. FOB b) duxkcupoBaHHBIC H3ACPIKKH

3. asap C) BBIBO3 U JIOCTaBKa

4. pchs d) yBemomiieHue 00 OTIpy3Ke

5. PD €) BpeMsl U YHCIIO

6. r.&a. f)  ToBapHBI CKIax

7. FC g) mnocTaBka (ToBapa) Ha IpaHHIIC
8. NOD h) monHOCTRIO OTUIAYCHHBIH
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9.

10.
11.
12.

13.
14.
15.
16.
17.
18.
19.
20.
21.
22.
23.
24.
25.
26.

12.

F.W. 1) Macca OpyTTO

NOR or N/R ]) yBemomiieHHe 00 OTIpy3Ke

OT or o/t K) yBemomieHHe 0 TOTOBHOCTH K OTIIPaBKE

r&o ) ommaTta HaJIMYHBIMM B MOMEHT  IIOCTaBKH,
HAJIO’KCHHBIN TIATEK

t. & d. M) KOJMYECTBO U KAYECTBO

whs N) CTOMMOCTb, CTpaxoBaHue, (hpaxT

COD or C.O.D. 0) uensslii rpy3

VC p) croumocTh U GpaxT

DAF () TEpPEeBO3KH IO KEJIE3HOH TOpOTe U BO3AYXY

TP ) TepeBO3KH IO KEJIe3HOU JOPOre H MOpeM

GATT S) oOrmiast npuoObLIb

n t) mokymka, 3aKymka

Q.w.Q. U) YHUCTBIHA BEC, HETTO

f.p. V) ¢dpanko-60pt

S/N W) KaK MOXHO ObICTpee, CPOYHO

e.o.d. X) TpeXHHUE YCIOBHUS

G.W. or g.w. y) oOmas Macca

C.AF. Z) oOmee cornamieHue o Tapudax U TOProBiie

Complete this list of documents used in foreigade with words from the
box.

approveds authority e requirede commerciale indicating e draft e« receipte
conditionse carriages hazardous

1.

Commercial invoice
A document that contains specific information relyag the goods shipped
and the agreed between buyer and seller.

Certificate of origin
Document used in foreign trade which states whée dgoods were
produced. It is often by customs auiberi

Packing list

A document which specifies the contents of any fafpackaging, e.g.
boxes, containers, cartons, without vidlae of the goods
shipped.

164



10.

13.

Air waybill
A contract between airline and shipper. It is gpimg document which
states the terms and conditions of satko a receipt for the

consignment.

Consular invoice
A special kind of invoice sometimes required by itlporting country. It
needs to be by an embassy.

Pro forma invoice
A invoice which the seller prepares figefioe actual shipment
takes place.

Export licence
A document which is granted by a government and states that
specified goods can be exported.

Customs invoice
A specific document required by customs in somentraes e.g. US when
importing goods. It includes more details than a invoice.

Dangerous goods declaration
Certificate prepared by the shipper / consignorcistates that
goods are handled according to international shgppggulations.

Bill of lading
A contract between carrier and shipper which specithe goods to be
shipped and the delivery terms. It is also a of shipment and

accompanies the goods until they reach their destim

CB GLOBAL SHIPPING, handling an internationalrade event, provide
some instructions on their website. Put the worasthe correct order.
The first word has been done already.

CB Global shipping

To ensure customs entry and avoid delays, pleaskthe following instructions
carefully:

1.

Provide / you / the goods / to ship / descriptions / clead detailed / of /
wish
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2. ldentify /to be /HTS or BTN numbers / by using / the gobdhipped

3. Clearly / the items / the value / indicate / of

4. State/ were / where / manufactured / the goods

5. Send/ and packing list / six copies / the commeramdoice / of / prior to
arrival / four days

6. The documents/ details / include / the following / must

7. List / of / each / the quantity / item

8. Include / the documents / and signature / the person héinge / preparing
/ of

9. Do not use/ and lump sum / on / general descriptions / \allgour
invoices

10. Specify/ each / weight / and dimensions / the conteats box

14. Read the text and fill in the gaps with the appriate words given below.
shipments, destination, shippers, lower, tarifteipret, rate, motor

FREIGHT RATES

The changes for freight movements are determingtidoglassification of
the item transported and the appropriate ratel . The tariffs of common
carriers are publicly available to any interestadyy although they are difficult
to read and 2 except by someone skilled in rate analysighW
deregulation, 3 changes occur more frequently, and many carriave h
their own, separate tariffs.
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Carriers offer 4  rates if the quantity of an individual shipment is
large enough. Both rail and 5 carriers offer discounts for full carload (CL)
or truckload (TL) 6 . These will be substantially less per pound tleas-
than-carload (LCL) or less-than-truckload (LTL) qties. If the shipper can
consolidate smaller shipments to the same 7, a lower rate may be
available (called a “pool car”). In some instances, 8 may band together
through a shippers’ association to get pool carsjart rates.

15. Fill in the gaps with a suitable derivative fnothe word given in brackets.
TRANSPORT AND DISTRIBUTION

The world of business needs a transport systemisfto function (1. to
effect). On the one hand, raw materials have tbrbeght to the factories for
processing. Very often those materials need toripoited from other countries.
There are so many (2. to differ) materials calladttiat few countries are able to
cater for the needs of their industries. Some c@stare rich in one
commodity. Other countries are rich in other comitiesl The resources of all
the countries in the world can be made (3. avditgbio all — so long as there
are the necessary means of transport.

For a typical person in an industrialized counkrgre is nothing that he or
she consumes, from food to cars, which is not itgabfrom abroad or made at
least (4. part) from imported raw materials. Therldiois (5. economy)
interdependent. A car may be assembled in Englamd parts made in Japan or
Germany, which are in turn made of raw materialshsas rubber from
Malaysia, iron ore from Sweden and chrome from Zbwe. The petrol which
fuels it may well from Saudi Arabia. The total nsileraveled by all the (6. to
vary) materials before they become a car whichbeansed is astronomical.

Even during the (7. to produce) process transgoirnportant. The work
flow will be designed to ensure that the materla#sng processed travel the
shortest possible distance along the factory floor.

However, it is after the goods have been produlcatittansport becomes
a major issue again. Between the factories anditiaé consumers will be a
battery of professional (8. to carry). Fleets ofries and vans will now be
brought into play. In many cases the factories wdle the services of a
wholesaler. The wholesaler buys in goods from @&tyaof (9. to manufacture)
and then distributes them to the retailers, or kbepers, as they are more
generally called.
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b)

d)

16.

What single word explains the central idea chgaassage?

Find in the text and read out the sentencestwhave the synonymous

meaning with the following statements.

1. Thanks to existing transport system it is dassior every country to
import different materials.

2. Transport system is needed not only for pradoaif goods.

Try to give an extended answer to the followgugstions.

1. To what extent is the Republic of Belarus ecwoically independent?

2. What methods of transport do you think wouldused to bring the
raw materials into a typical factory?

3.  What different methods of transport are avédlab businesses?

4. What functions do wholesalers perform?

Give details to expand an idea into a paragraph.

1. The world of business needs a transport sysidanction effectively.
2. The world is economically interdependent.

3. The wholesalers reduce the amount of transjpamteequired.

Replace the underlined words with verbs frone thox that have the same

meaning. Use the correct verb forms.

stacke comee run e fix e attache lift e fit

1.

This type of crane is used for raisicantainers.

Containers are availahlea variety of versions and sizes.

It's a heavy-duty fork lift truck equippesth a spreader beam.

With this device you can pilentainers on top of each other.

Some containers have a bogie fixedhem.

This device is mountesh rails.

The crane is motorized and able to malmngside the quay.

168



Speaking Practice

Read the beginning of the following dialogue. &im write down the
continuation of it in Russian. Exchange the notesitlv your partner’s
ones. Write down the translation of what you're giv.

JoOpbIit 1€Hb, I-H ..., MBI XOTEIU
Obl 00CyAMTh C BamMH BOMPOC
TPaHCTIOPTUPOBKU 000Dy TIOBAHUS.

HoOpbiii  neHb, T-H ...,
CITyIIal0 BHUMATEIBHO.

g Bac

MpbI TOTOBOPHIIUCH, YTO MOCTABKA
obopynoBaHuss OyneT OCyIIecT-
BJISTHCS HA YCIIOBUAX C.H.(.

CoBepLIEHHO BEPHO.

B takoMm ciyuae Mbl xoTenu Obl
yTOYHUTH, Kak OyayT pacrmpe-
JeeHbl 00sI3aHHOCTH.

Msbl  u3BecTUM  Bac, Korna
obopynoBanue OyaeT TOTOBO K
OTTpy3Ke, U Bbl OTKpoeTe 0e30T-
3bIBHBIN aKKPEIUTHUB.

Kakue na"gubeie BBl HAM COOOIIATE
1ocJIe TOTO, KaK MBI OTKpPOEM
aKKpPEIUTUB?

[Tocne mnorpy3ku 00OpyIOBaHUA
Ha T[apoxOJ] Mbl HEMEIJICHHO
COOOIMM BaM Ha3BaHHWE TMAPO-
X072, JAaTy OTIUIBITHS Iapoxoja,
MOpPT HA3HAYCHUs, HANMEHOBaHNE
U KOJMYECTBO Tpy3a, HOMEp
KOHOCaMEHTa M HOMEp KOHTPAKTA.

Bamm o00s:3aHHOCTH  HA
3aKAHYMBAKOTCA?

9TOM
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C.

Good afternoon, Mr. ..., we
would like to discuss with you
the question of the transportation
of the equipment.

Good afternoon, Mr. ...,

certainly.

yes

We have agreed that the delivery
of the equipment shall be carried
out on c.i.f. terms.

You are quite right.

In this case we would like to
clear up who will be responsible
for what?

When the equipment is ready for
shipment we’ll inform you and

you will open an irrevocable L/C

(Letter of Credit)

. What information (data) will you

supply to us when we have
opened the L/C?

After the equipment has been
loaded we shall immediately
inform you of the vessel's name,
her sailing date, the port of
destination, the description and
guantity of the load, the number
of the B/L and the contract
number.

Are you obligations over, here?



4.

Jla, B mopty pa3rpy3km 3akazuuk S. Yes, at the port of unloading the

oOecreyrBaeT  CBOCBPEMEHHYIO Customer provides for prompt

pasrpy3ky  oOOpy[OBaHHS W unloading of the equipment on

TPAHCIIOPTUPYET €ro OT MopTa 0 time and transporting it from the

CTPOUTEITLHOM TUTOIIA/IKH. port to the construction site.

Cnacu6o 3a pa3psicHenne, T-H ... .  C. Thank you for the clarification,
Mr. ... .

Act out a dialogue based on transportation.

Get ready to speak in detail about selectingtloé carrier and routing,
freight rates.

Complete the sentences with the words from tbg.b

if you like « recommena an alternative could youe how muche also consider
« calling abouk would bee more suitable suggest that

abh PR

o

7.

8.

9.

10. At least 7 hours, but we could arrange longer logdimes

I'm the train options described ouryeebsite.
tell me a bit more about them?
What the best rail option for us?
For large volumes, | would using klkoain transport.

If you want to ship smaller quantities, the &agagon option would be

If flexibility is important, | would you book the block train

option.

As , | can suggest single-car trahspahich is even more
flexible.

In that case we should the othekltam options.

time would we have for loading?

MAKING ENQUIRIES

When asking for information we always use politeglaage. We often start with
a more general request for information before werasre specific question
Indirect questions such &ould you tell me how much it would cost® more
polite than direct questions ekgow much would it cost?

4
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I'd like to ask / enquire about.

I’'m calling about... (on the telephone)

I’m writing about / with regard ta.. (in an email or letter)
Could you tell me how much / many / long / ofter?

ADVISING THE CUSTOMER

Customers may need advice on transport optiongihfrend insurance rate
shipping and packing details, the route, detaifgarding weight, dimension
and measurements.

For this consignment | would recommend / suggesguar transport.
| recommend / suggest that you ship the goodsduy. ro

We / You should also consider air transport for

That depends on your specific requirements.

OFFERING ALTERNATIVES

Sometimes you need to provide the customer witlersé\alternatives before
decision can be made.

Another option would be to.
Of course it would also be possible.to(instead).
Alternatively, you / we could.

U)

5. Here are some more phrases. Sort them underdameect heading.

B Advice and

A Customer enquiries :
recommendations

C Offering alternatives

| (would) need some information regarding ...

In that case | recommend / suggest that you us /.s
| think the best option would be to ...

If you prefer ... , we could also arrange ...

Could you let me have some information about ... ?
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We can provide / arrange / ship ... if you like.
As an alternative, we can offer you ...
What would be the cheapest / fastest / safest { coosenient way / option?

oOhsWONREO

A

Match the beginnings of the sentences (1-6) vilte endings (a-f).
| would need some information
Could you let me know

In that case | suggest that you
For a consignment this size |
Of course it would also be

We can also arrange transport

O o ooo g

would recommend rail transport.

by courier if you prefer.

regarding loading times.

what the transit times are?

possible to ship by express service instead.
use the cheaper sea freight option.

Work with a partner. Follow the steps below armutactice making
enquiries and giving advice. Use phrases from thrst.
B

Tell B what you would like to
enquire about.

Ask A to be more specific.

Give B some details of your/

shipment. \
Tell B you are not sure you want—

this option. \

Ask B about order / cancellation/

deadlines. \
Answer B’s question. Tell B you

Recommend one or two options.

Offer another alternative.

will give him / her a quotation

/ within the next hour.

Thank B for help.
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8. Complete the missing details and label the drawing with the words from the

box.

heighte payloads lengthe tare weighs width « gross weight

2.32m

9.

Type of container: 40 ft open

top

1. 4,030 kg

2. : 32,500 kg

3. maximum ___ : 28,470
kg

Internal measurements:

4. :12.02 m
2.35m 5. :2.35m
6. :2.32 m

Rewrite the sentences.

Example: The container is 6 metres long.
The length of the container is six metré®r: The container’s length is 6
metres)

A e

The package weight 45 kg.

This seagoing vessel is about 30 m wide.

The case we need to ship is 1 m long, 50 cm amte35 cm high.
Its depth is nearly 3 cm.

The ship’s length is more than 65 m.

The open container’s door height is 7 ft 10 in.

10. What do these abbreviations stand for?

AR A

ft
kg
0z

cm
Ib
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6. cuyd
7. nf
8. I
9. pt
10. gal

V. Writing Section
1. Read and translate the following text. Use atdioary if necessary.

Carrier Rating Systems. Since the buyer is not “locked in” to only
certain carriers, but can elect to change carr@mrssplit business among
competing carriers, it is important, at least foode 20 percent of the carriers
with which the firm does 80 percent of its transpmlume, that some formal
system for rating carrier performance be developadl used. An example of a
simple form developed by one company to assisttpland the corporate office
to evaluate experience with each carrier is shawfigure 1.

Figure 1. Carrier Rating Form

Carrier name: ate: D
Business allocation decision (circle one)
Decline Status quo Growth

Areas rated:
1. Branch/ plant
a) Tracing, expediting (0 — 5): responds quickly, aately.
b) Pickup and delivery service (0 — 10): reliable, smlmedule, customer
service-oriented.
c) Loss and damage (0 — 5): incidence, reconcilegapancies quickly,
good controls.
d) Transit time reliability (0 — 10): service perfornt®, customer
satisfaction.
e) Equipment condition (0 — 10): in proper repair,galas available.
f) Special service and innovativeness (0 — 10Qviges trailer spotting
when requested, trailer pools, provides specidyms and deliveries.
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2. Corporate

a) Billing (0 —5): accuracy, submits original freighitls.

b) Financial (0 — 15): quick debt / worth, operatingtions, trends,
mergers, ownership.

c) Service (0 — 10): interface tracing, expediting,ngm@l carrier
cooperation.

d) Claims ratio, payment or claim resolution histolyss and damage
control program.

e) Data inquiry (O — 15): automated systems, agreeatdeface.

f) Innovativeness (0 — 5): industry leader, neweassl distribution-
oriented.

g) Pricing (0 — 5): willingness to negotiate, indepemid action, alerts
shipper.

Private or Leased Carriers. One possibility is the use of private or
leased equipment. A private carrier or a leasederadtoes not offer service to
the general public. Many companies have electetdndéract for exclusive use of
equipment; and some have established their owkitrgdleet, through use of
either company-owned or leased tractors and vans.

Leasing gives the firm much greater flexibility stheduling freight
services. It can be economically advantageousuiblgsss the equipment can be
fully utilized, through planned backhauls of eitr@mi-finished or finished
goods, it may turn out to be more costly than dUdhe®common carrier system.
Also, it is important that the firm recognize antbyide adequate protection
against the very substantial dollar liability tinady result in the case of accident.

Under deregulation, the use of private or leasducles is a much more
viable alternative, and is a type of make-buy denisThe regulations covering
use of private or leased equipment have been mkléxepermit firms with
wholly-owned subsidiaries to engage in intercorpoteauling and to backhaul
product, which may provide the volume needed to endétkis alternative
economically worthwhile.
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MODULE 4

¥3-1

MY FUTURE PROFESSION

l.  Vocabulary work

1. To check or build up your vocabulary on this gabt, look at the words

and word combinations listed on this page.

allocation [eeb'’keln] n
application [gepli'keln] n

appropriated'proupriot] ad;
assessmend'sesmnt] n
benefit ['benifitln

calculus ['keelkjuds] n

to challenge [feelin(d}] v

clarity ['kleewti] n

database ['delbeis]n
exaggeration [igaaa'reln] n
fluency ['fluansi]n

insight ['Insaith

intricate ['Intrikot] ad]
modeling skills

negotiation [nigeu/i'eln] n
persistence [gsisbns]n
persuasion [gswegn] n
to reconcile ['reknsall]v
to regain [ri'geiny

to respond [ri'spnd] v

self-affirmation [selfeeb'mein] n

whilst [wallst] cj

pa3MeleHne, pacupenecHue
IPUMEHEHHE, TPUMEHUMOCTH,
3asBJICHHE

MOAXOASIINN, COOTBETCTBYIOLINN
OIleHKa

BBIT0/1a, [10JIb3a, MPUOBLITHL

VCYHCIICHHUE

TpeOoBaTh BHUMAHMUS, YBAXKEHNS,
OpocaTh BEI30B

YHUCTOTA, ICHOCTh

0ank / 6a3a JaHHBIX

peyBeInYeHUE

IUTABHOCTH, O€TIIOCTh (peyun)
MIPOHMIIATEIEHOCTh; HHTYHITHS,
IIOHMMAaHHeE

3aIlyTaHHBIM, CJIOKHbBIN, 3aMbICJIOBATHIN
HABBIKM MAaKETUPOBAHUSI, UCTIOJTHCHUS
10 MOJIEIHU

MIEPEroBOPbI; 00CYXKACHUE YCIOBUI
yIOPCTBO, HACTOMYUBOCTh

yoexaeHue; yoemTeIbHOCTh, MHCHUE
NPUMUPSTH; yIaXKHUBaTh (CCOpy, CIIOP)
MOJIy9UTh OOpaTHO, BHOBh MPUOOpECTH
OTBEYaTh, JiejaTh B OTBET, pEarupoBaTh,
OT3bIBATHCS

CaMOYTBEPIKICHUE

ITOKa
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11.

12.

13.

© N O

Connect the expressions with their definitions.

take a job a) how permanent your job is likely to
be

part-time/full-time job b) be very experienced at the work
you do

apply for a job C) trytogetajob

job satisfaction d) keepajob

change jobs e) not have ajob

hold down a job f) ajob thatis likely to continue

job security g) accept a job that is offered to you

Saturday/summer/holiday job h) used to say that it is not your fault
if you have to do something in
your work that other people do not

like

steady job 1) geta different job

be out of a job ]) ajob that you only do on Saturdays
etc.

know your job k) a job you do for only part of the
day or week, or all of the day or
week

I’m only doing my job l) to fail to do something you were
supposed to do

fall down on the job m) the enjoyment that you get from
doing your job

Circle the correct word.

The recentaise / risein the cost of petrol has affected loads of small
businesses round here.

In some professions, you haveraire / resign when you're 60 or 65
years old.

My grandfather gets @ension / promotionfrom the company he used to
work for.

Not only did we all have to workvertime / promotion this weekend, but
we didn’t get paid for it!

Have you had any news about tivatk / job / career you applied for yet?
The startingalary / wagess $20 000 per year.

You'll get a weeklypay / wagesof about $300 before deductions.

She became a full-time memberreofiployees / staff / employerkst year.
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Choose the correct answer.

Who is responsible dealing with camnpd?

a) with b) for c) in d) at
We began looking round for advedisigencies which had
experience of our market.

a) to b) with Cc) by d) at
The covering letter wasn't attached he GQV.

a) to b) with c) from d) by
Don’t you think you should apply for the job writing?

a) with b) for C) at d) in
| was only absent the office forva fi@nutes!

a) for b) from c)in d) about
Success in this industry depends a lot luck!

a) with b) from c) at d) on

In each line choose the word which is opposibetihie meaning of the first
word.

to reconcile a) to become b) to make c) to settle a
friendly hostile difference

responded a)unreciprocated b) utterin c) reacted

reply

appropriate a)right b) unfitting C) suitable

to regain a) to get back b) to recover C) to lose

intricate a) difficult to b) puzzling c) simple
understand

persistent a)continuing to b) unrelenting c) unwilling
develop

clarity a) mumbling b) clearness C) pureness

In this exercise you must choose the word or @& which best completes
each sentence. Indicate & or c against the number of each item 1-10 for
the word or phrase you choose.

These one-year “top up” degree courses arernsifpr students who wish
to study logistics at the same time as develophar tEnglish language

a) experience b) skills C) study
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Business English is the more specialist progranfor students who
to develop a career in the planningsahéduling of people,
products, services and equipment or wish to postgraduate
study in this area.

a) intend / pursue b) challenge / respond c)yapplrsue

In the logistics component of my study | considee questions of
planning, implementing and controlling the effidiemd effective flows of
goods, services, and related information across chains.

a) fluency b) supply c) application

The management of these processes is cruciameeting service
, and is typically considered essetdial firm’s

strategy.
a) database / allocation
b) modeling skills / competition
C) goals / competitive

To become a logistician | have to study theomesl practices in the
economic and conditions, as well ascéspaf business
communication such as and managemehe imternational
and intercultural context.

a) trade / marketing

b) political / supply

C) negotiation / calculus

As logistics focuses on trade and business wadd there is also an
on the English language required to abpenn the
international context.

a) self-affirmation b) exaggeration c) emphasis

| will develop in Excel and will cowepics such as strategic
supply chain management, manufacturing managenautilic sector
analysis and logistics modeling.

a) modeling skills b) respond c) database

Beyond superior technical and skills,effective logistics
manager displays a combination of desirable gualities.

a) managerial / personal

b) management / personality

C) manager / personalty
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9. These qualities include adaptability, , leadership — even
charisma.
a) freedom b) independence c) dependence

10. | should also point out, that the internationalitigs manager spends over
half of his or her time in :
a) fluency b) negotiation C) insight

7. How would you generally feel, happ@ or unhappy %) , if you were
in the following situations? Use the words in bald help you decide.

1. The company you work for is well-known for jtsb security © &
2. You were suddenlynade redundant © ®

3. You received aromotion © &

4. You were given aimcrement © @

5. You workedunsociable hours © &

6. You had ssteadyjob @ @&

7. You hadadverse working conditions©@ &

8. You suddenly found yourselfinemployed © @

9. You tool time off work because oépetitive strain injury © ®
10. The office where you work has sibkilding syndrome © &
11. You receive regulgperksas part of your job®© ®

12. Somebody called youworkaholic. © &

13. Your company doesn't give you mamgentives © @

Your boss announces that there is going to be sdomsizingof the

14.
workforce. ©  ®

15. Your work didn’t offer muchjob satisfaction © &

16. Your company has a generdosentive scheme® ®
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17. You receive @ommissionfor the work you have dond®) @
18. You receive support fromunion. © ®

19. You were undestress © @

20. You were forced toesign © @

21. You received @ut in yoursalary. © ®

22. Your company gave yosickness benefit © @

23. You found your job vergemanding © )

8. Match sentences 1-6 in box A with one of the ®mtes A-F in box B.
Use the words in bold to help you.

Box A

1. Samantha is the assistant manager of a bank and@ie from 8.30 to
5.30 every day.

2. Tracy works on the production line of a factatyich makes cars. She uses
a machine to spray paint onto the finished carspart

3. Jane works for herself. She is a photographiee. \Borks every day far
about eight or nine hours.

4. Jeanette is a cleaner for a company in Birminghaut she only work
there for about three or four hours a day.

[72)

5. Claire has a powerful job in the personnel effaf a large multinationa
company. She is responsible for employing new peapd getting rid o
those that the company doesn’t want to employ aosem

—h

6. Marie works in the finance department of an rimadonal college in
Oxford.
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Box B

A. She is asemi-skilled blue-collaworker in amanufacturing industry

B. She is self-employedand workdull-time. She likes to describe herself|jas
freelance

C. She s responsible fairing and firing.

D. She calculates thwages, salaries, pension contributiorend medical
insurance contributionsof all the staff.

E. She is dull-time white-collar workerin aservice industry

F. She is aminskilled part-time employee

9. Now read this essay and complete the gaps witk of the words or
expressions from Tasks A and B. You may need tongethe form of
some of the words.

‘Some people live to work, and others work to livemost cases, this depends

on the job they have and the conditions under wthely are employed. In your

opinion, what are the elements that make a job hvantle?’

In answering this question, | would like to looksfi at the elements that
combine to make a job undesirable. By avoiding stattors, potential
! are more likely to find a job that isrenaorthwhile, and by doing
so, hope to achieve happiness in their work.

First of all, it doesnt matter if you are 4n worker cleaning
the floor, & worker on a production line in one ef th
> ,or & worker in a bank, shop or one of theroth
! . if you lacR , with the knowledge that you might

Iose your job at any time, you will never feel hgpgverybody would like a
in which he or she is guaranteed workwddays, however,
companies have a high turnover of staff, new staff and
1 others on a weekly basis. Such compangsot popular with

their workers.
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The same can be said of a job in which you areuymger a lot of
and worry, a job which is8o that it takes over your
life, a job where you work’* and so never get to see your family or
friends, or a physical job in which you do the safiag every day and end up
with the industrial disease that is always in tapars nowadays =

With all these negative factors, it would be difficto believe that there
are any elements that make a job worthwhile. Moiseywf course, the prime
motivator, and everybody wants a go8d . But of course that is not
all. The chance of , of being given a better position aoepany,
is a motivating factor. Likewise!® such as a free lunch or a
company car, af? scheme to make you work hard such egudar
20 above the rate of inflatiéh, in case you fall ill and a
company?? scheme so that you have some money ydhueretire
all combine to make a job worthwhile.

Unfortunately, it is not always easy to find alltbése. There is, however,
an alternative. Forget the office and the factdopf and becomé®
and work for yourself. Your future may not be secuut at least you will be

happy.

12

10. Boost your Vocabulary. Choose the best wordllitohe gap.

1. For many people job IS more impottzart a high salary.
a) satisfaction c) achievement
b) expectation d) acceptance

2. The company needed to make job cuts so theydasthé to
for redundancy.

a) offer C) volunteer
b) choose d) select

3. Employees are allowed up to three weeks unpaid a year.
a) absence C) time
b) vacation d) leave

4. Carol's reliability and confidence make her an employee.
a) idealized c) idyllic
b) ideal d) idealistic
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5. Although | am a very junior member of staff, my prospects are

good.
a) long-lived c) long-winded
b) long-standing d) long-term

6. One of the advantages of this job is that thi#égraccommodation at a

rent.
a) nominal C) poor
b) small d) deficient
7. Positioning yourself well potentialpdoyers is instrumental
to finding a position that meets your personal prafessional goals.
a) on c) at
b) for d) with
8. Recently | have put in so much tliketfinitely deserve a few
days off.
a) overnight C) overtime
b) overwork d) overlong

11. Ask your partner the following quiz questiord then get him to ask
you. Do your answers differ much?

WHAT TYPE OF NEGOTIATOR ARE YOU?
1. Your aim in negotiation is ...
a) to find the greatest area of agreement in the joit#trests of both
parties.
b) to win and to make the other side lose.
c) to find the best deal for your side.

2.  When the other side is talking you ...
a) use the information you are hearing to identify kvessses in the
other party.
b) plan what you are going to say next.
c) listen with maximum attention.
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3.  You think that ...
a) part of the available time must be spent sociaiizamd getting to
know the other side.
b) goodwill is important but the speed of the meetshguld be quick
and businesslike.
c) the meeting should get down to business as soquossble and
reach quick decisions.

4. When you speak in a negotiation you ...
a) make bold and forceful statements possibly bangmthe table.
b) make carefully considered statements in a calntyalbed voice.
c) are occasionally forceful and inflexible.

5. If the other side disagrees with you, you ...

a) try hard to find a creative position b
modifying your position.

b) repeat your demands and will nc
concede your objective is to make tt
other side give in.

C) reshape your offer without
fundamental changes.

6. If the other side states an opinion you disawié® you ...
a) tentatively suggest an alternative.
b) ask for clarification and explanation.
c) ridicule it with sarcasm.

Now calculate your total and see what kind of negbdr you are.

To see which kind of negotiator you are, calculpbeirr total based on the
following system.

1. a)3 b)2 ¢)2 2. al b2 ¢)3 83 b)2 o)1
4. a)l b)3 ¢)2 5. a)3 b)l ¢)2 &3 b)2 o)1
If you score 15 or more you are a creative negmtidtl-14 you negotiate to an
independent advantage. 7-10 you are a fighter! thesms 7 you should get a gun
license!
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ll. Reading Comprehension
1. Read and translate the following text.
MY FUTURE PROFESSION

The field of logistics is so large that almost amysiness organization
may be viewed as a potential employer of the lagsthanager. Any company
that is involved in the movement of a product isoined with the logistics
function. Service firms rely upon many logisticaétions, as well.

Achieving perfect service at the customer’s monwntalue is of great
importance to all business today. And perfect sens difficult; in fact, it's
sometimes impossible to achieve every time you dgal a customer. But that
doesn’'t mean you shouldn’t try. The optimist seles tonut, whereas the
pessimist sees the hole. Many businesses, unfoelyn&ave forgotten about
the customer. Some have failed to regain theiroonst perspective and are now
out of business. My future profession goal is tetavery opportunity to make
customers number one — thane the reason sellers are in business.

Logistics management is the part of a supply clm@magement where
things are planned, implemented and the overatiieffcy and effectiveness of
a company’s flow is handled. Also it is the partloé company that controls the
storage of goods and materials, and the serviceraladionship or related
information between the origin point and the congtiom point in order to meet
customer’s needs and requirements. If logistica abmpany is managed well
then it definitely puts a company on the right krédoward success. It can be a
very intricate and detailed area but it is a mumtt tit is mastered, for a
company’s sake. The vast amount of supply chaingha overall global
marketplace makes logistics management very impbrta

Being occupied as a buyer/freight forwarder | via# responsible for
promoting the import and export activities of th@mmpany | will work for. My
specific responsibilities will include product soung, negotiating with
suppliers, organizing and tracking shipments, amdlecting offers from
suppliers and relaying them to other partners.dufiteon, | will provide general
administrative support to the purchasing processrkilg in the sphere of
demand planning | hope to be useful while foreagstiools, web-based
collaboration interface, and sales, which help canngs predict and shape
customer demand with greater accuracy. Being oedupi distribution planning
| will carry out inventory analysis and time-varialstock target calculations for
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ensuring the optimal balance between service lewslsntory investment.
Working in the sphere of transportation and logsstiplanning involves
transportation planning, transportation procurementute planning,
transportation management, small parcel shipping] aternational trade
logistics for global, multi-modal operations.

One can say without exaggeration that logisticscgse is even more
important to a company’s success than ever beawdalictated by things like
economy. There is more pitfalls than in the padty=i less room for error.
Every move made should be a calculated one anddspeufectly setup of the
next move. The demands of the customers have smdeand will continue to
do so. As a logistician to be | definitely undenstathe need to keep the
customer happy and the company | will work for nmgyvupwards. To help the
identity and name of my future employer | havettag hard now.

| should be good at English (knowledge of the stmecand content of the
English including the meaning and spelling of wondges of composition, and
grammar); _customer and personal servigmowledge of principles and
processes for providing customer and personal@syviThis includes customer
needs assessment, meeting quality standards feicegr and evaluation of
customer satisfaction); computers and electrofic®wledge of processors,
chips, electronic equipment, and computer hardvear@ software, including
applications and programming); administration armhagementknowledge of
business and management principles involved irtegfi@ planning, resource
allocation, human resources modeling, leadershiphnigue, production
methods, and corporation of people and resourttas)sportatior(knowledge of
principles and methods for moving people or googsalr, rail, or road,
including the relative costs and benefits); mathesgknowledge of arithmetic,
algebra, geometry, calculus, statistics, and thpplications);_production and
processingknowledge of raw materials, production processes)ity control,
costs, and other techniques for maximizing the céiffe manufacture and
distribution of goods); economics and accounijkigowledge of economic and
accounting principles and practices; the finanerarkets, banking and the
analysis and reporting of financial data); saled amarketing(knowledge of
principles and methods for showing, promoting, seking products of services.
This includes marketing strategy and tactics, pcoddemonstration, sales
techniques, and sales control systems).

To be prepared for my future job | have to devekych skills as
coordination(adjusting actions in relation to other’'s actignagtive listening
(giving full attention to what other people are isgy taking time to understand
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the points being made, asking questions as appteprnd not interrupting at
inappropriate times); critical thinkin@sing logic and reasoning to identify the
strength and weaknesses of alternative solutiams;lgsions or approaches to
problems); reading comprehensiofunderstanding written sentences and
paragraphs in work related documents); time managéfmanaging one’s own
time and the time of others); judgement and degisiaking (considering the
relative costs and benefits of potential actionshloose the most appropriate
one); active learninqunderstanding the implications of new informatifam
both current and future problem-solving and deaisiaking); persuasion
(persuading others to change their minds or behavegotiation(bringing
others together and trying to reconcile differefces

To become a successful logistician one must posdedsictive and
inductive reasoning, oral expression, problem s¢eitgi oral and written
comprehension, speech clarity, fluency of ideas)ectige attention,
visualization, memorization, number facility (thevilay to add, subtract,
multiply, or divide quickly and correctly), initizde, adaptability, persistence,
attention to detail, near vision (the ability tesketails at close range), far vision
(the ability to see details at a distance).

One may say: “No school, professor or book can nyakea logistician.
Only you can do this, and you can become a logistianager only by
managing.” Of course, | would agree. You can lgaenskills that are extremely
helpful, particularly in such clearly defined aress accounting, statistics and
finance. But this will not make you a logisticidgxperience is the only teacher.
But, as my study goes, | feel that books providewmits some insights and
intellectual tools to be applied in the future. Soclearly understand the
connection of my present day studies and resuhigghw will achieve at work.
The taught element of my University programme idelkl modules that will
help me to improve my professional skills as wslhay analytical abilities. The
taught modules end in February and are followedabgignificant real life
practice that runs until mid-July. In this, | wilevelop professional skills by
working for some time as a consultant to one of tbegistics oriented
companies, whilst being supervised by a membetadf. sSThis is an excellent
preparation for the world of work.

There is a large demand for logistics and suppéircanalysts with good
modeling skills. Graduates from our university apect to work as logistics
analysts, supply chain analysts, business conssitdiusiness analysts and
database managers.
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| hope, practice will help me to make my mind whgghere to choose.
But whichever it will be, for me it is the most dleaging, exciting and
rewarding way of self-affirmation, as | constanttypnitor changes and quickly
respond. Forward-thinking and innovation are my ohamt qualities.

2. Answer the following comprehension questions.yTto remember as
many facts as possible.

What industry or business is logistics requivgd

What are the skills of a qualified logistician?

What are the responsibilities of the logisti@an

What qualities should a good logistician posaess

Which studies should a successful logisticiagded at?

Why have | chosen logistics as my future ocaopat

o 0hwWNE

When you have answered the questions, find a partin your group.
Compare your answers and swap the information.

lll. Comprehension and Word Study

1. First read the Expert Career Development Guideddill in the gaps with
the words below.

We approach a career as a vehicle used to progegssichieve more. A
career moves and 1 with your growth as a human; it is always in motio
You change jobs and your career moves, you do sea@nd your career 2
you handle a challenging situation in such a wat #verybody wins — your
career building__ 3 mature.

A career builder needs support from others. Whertosk our first step
as baby and fell down; mom and dad helped us upaenthade another 4 .
Our parents nurtured us and motivated us to kedpyorg until we got it right.
When we spoke our first word and it was not promaahright; mom and dad
said the word out loud and we kept on learning fitblem till we got it right.
Mom and dad did their 5 , now it’s your turn! But you do not have to build
your life and career without support. The best wajearn is by repeat and to
repeat we need other people_to 6 our new found knowledge and skills
with.

Every career builder intuitively knows.
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We got born with an innate curiosity and 7to observe and imitate.
Our parents nurtured us when we were babies andbserved and imitated
them. They were the experts back then and in mayg still are!

We learned incrementally through many attempts raady failures, but
never failing in vain, always failing forward; alysone step closerto  &nd
maybe a bruise or two, but we were the wiser foOiir parents were there,
always nurturing and when we got it right, they @veverjoyed!

This process of 9 learning applies the same way to careers and
business. We observe and learn from those thatlaady successful and apply
that knowledge in our unique way. Building a sust@scareer or business
takes time and nurturing.

You are in a specific career. You have developetl leoned your skills
for the industry you have chosen. Sometimes weazeeale need more 1(and
skills in specific areas. We set goals for oursghfer example go on a course,
sign up for a first or second degree or read a bdbkse are all good ways to
grow ones knowledge and skills, but often all teatequired is to find an expert
career coach in your field. This individual may e\@come a mentor to you.

Gettingreadytodoa 11 can be a harrowing experience, or it could
be a great career building experience! Maybe youndbeven have to be
looking for a new job. One should ask the questi@quld | not achieve my
career goals where | am now?” Have a plan. Thin&uh the 12 and
know where you want to be in five years, three yetlre next six months.

skills, practice, ability, progresses, options,uitite, knowledge, attempt,
develops, search, job, success

2.  Comment on what you have just read in exercise 1
Would you agree with what is stated there?

Can you add anything?

What makes a good logistician?

3. Your daily routine. Lorenza Mdller is telling hepartner about her day
at the office. Match the beginning of each senterme the left (1-13) with
a phrase on the right (a-m). You can then make damnisentences to talk
about your day at work.

1 @ | looked at '| a the monthly figures to Mr
Kazoulis.
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11

12

13

| wrote

| made

| went to

| took

| fixed

| met

| had

| read

| discussed

| presented

| negotiated

| came home

191

an appointment with a client.

the minutes of the meeting.

a representative of the safety

committee.

the company magazine.

three or four replies.

two or three telephone calls.

the office Christmas party with

Cynthia.

a $10 million deal.

my e-mails.

lunch with Tom in Accounts.

tired but happy.

the weekly departmental meeting.
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10.

11.
12.

Tony Johansen tells us about his professiondt Ibut some of the letters
are missing from the key words. Fill in the missinetters. Take care with

the correct form of the verb. You can then make #an sentences about

your own professional life story.

| guess my A RE E R so far has not been very typical.

My firstJ __  was with Flat Earth Mechanics.

IS A T ___ withthemin 1975.

It was just afterlhad L F __ school.

My first job was in the office but | soon M V. to the sales
department. | knew then that | was born to be essadn!

In1980IwasP O __ O __ E __ tothe pasitibsales manager.

But soon after that, the company went througlac period and most of us

wereM D R_D_N_A_ T.

It took me two weeks to find another job and at ltleginning of 1981

J | ___E__ Round Earth Mechanics.

This was a much more successful company and in 1B9@as
A__P__ | __T__  tothe post of national sa@nager.

Things have been fine since then although Iwasstita R once

for paying my sales people too much commission.
| have noplantstoR T R __ before I'm 60.
Ifsomeone O F R __ me a better job, | Witk about it seriously!

Get to work — get a job! Roger is thinking abotlte type of work he
wants. Complete his thoughts with either “job” omork”.
| definitely don’t want gart-time

| want to full-time.

| might think abouproject :

Maybe | could do someoluntary for a while.
I've always had aine-to-five :

In my line of , | don’t expect to have muchtiree.
| should look at -sharing opportunities.

| want more satisfaction

I’m going to use the internet for my search

Making use of the Web. Roger posts his profile a job-search site.
Choose an adjective or a noun from one of the boxescreate word
partnerships that complete his professional details
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Highly motivated financial expert with six yearga)

ADJECTIVES: hands-on at an international investment
- academic company. | can offer a successth) record

- interpersonal in corporate finance and accounting and h@yan-depth

- track of European, Asian and American accognti

procedures. | also can demonstr@gproven
in global investments, as our group has made adquofit

NOUNS: for the past four years. My excellg®) skills

- ability allow me to communicate at all levels of an orgatan.

- experience Because | attended university in France, | speandfr

- knowledge with (f) near-native . In addition, | have a
- proficiency strong(qg) background in history, which helps

me to understand market developments in context.

7. Show me the money. Roger doesn’t mind the lorayis, because he’s
earning quite a bit more money. He’s now tellingshwife, Cynthia, the
details of his new pay package. Rearrange the hstt® find the correct
forms of these payment terms.

| get a lot of (a) TEFIEBNS. As well as a high
(b) LASYAR, | have quite a generous) ENSEXPE
account for business trips and a couple of ofdgr PKSER, too,
such as a company car. | also e@h MMOISSICON for getting
new customers. At the end of the year, I'll geffla NUBOS. The
company has introduced #g) FOPERRCEMAN-related pay
scheme, so my annudh) COMINE could be even higher. |

sometimes advise private customers outside the aoymgdor which | charge a
0) EFE.

8. A lot of changes. Roger also finds out about teempany’s history.
Choose the correct verb forms to complete this text

“Green and Beautiful” waga) founded / foundin 1975 by two British
brothers. Theyb) sat / setup the company in Oxford. Now, (t) bases / is
basedin Brighton. It(d) relocated / relocateto an office by the sea in 2000 and
(e) is supplied / suppliesnatural cosmetics to spa hotels around the wdyld.
new hi-tech factory is bein) build / built in Wales. The old factory will be
(g) close / closedlown as soon as the new one is ready next yeaenGnd
Beautiful (h) fought / fight off a takeover bid last year. The compdiyis
doing / can doreally well. It now()) employ / employsover 3,000 people
worldwide.
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9. A great job, isn't it? The friends continue talk about work. Decide
whether the adjectives they use are positive oraieg.

boring
challenging
demanding
dull
enjoyable
fast-paced
hazardous
menial

Positive

Negative

repetitive
rewarding
routine
satisfying
stimulating
tiring
worthwhile

10. Applying for a job. Work in groups. Imagine thgou have received a lot

of applications for a job in your firm. Sort thermto three piles:

A: These look promising!

B: These are possible.

C: Thanks, but no, thanks! (hopeless cases)
As you will see from my enclosed CV, | have ba@mking for my Present
Company for three years. | joined them as an asgishanager and was
promoted to production manager last year. Befos¢ thhad spent two
years taking a full-time diploma course.

My name’s Jim Brown and | can do great thingsyfmur company! I'm 29,
unmarried, fit and healthy and I've got all the lifiations and experience
to make me the ideal.

| am sure | would be able to manage the depattsuccessfully, as | am
good at supervising people and at giving clearrucsiopns. | feel that |
would be.

| wish to apply for the job you have advertisBtease send me further
details.

| noted with interest your advertisement for arkéting Assistant in
today’s Daily Planet.
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6. | am writing about the job in your advertisementoday’s Evening post. |
am having five years experience in the export amgort trade as well as
the qualifications you ...

7. | am ambitious and my present job doesn’t afferthe chance to expand.

8. If you consider that my experience and qualiftoes are suitable, | would
be available for interview at any time.

9. | enclose a CV, which gives full details of myatjfications and work
experience. In support of my application, | sholiké to mention the
following points.

10. Although my present employers are first-rate and oelationship is
excellent, | am keen to extend my range and amingokor a more
rewarding and challenging post.

11. | would be grateful if | could discuss the post ialde in person and
perhaps go into my background and my suitability tfee post in more
detail.

11. Complete the crossword.

. 2
3
4
5
6 7
8

ACross:

5. | phoned to check on my application, but they stiey’'d already ...
someone. (9)

6. This job is so important, | think we need to ... some (8)

195



8. The selection process has lasted three monthswéuare going to ...
someone next week. (7)

Down:

1. and2.Hope she ... , because if she ... the job, we’'ll havstart looking
again. (7, 5, 4)

3. That last applicant was very strong, but | undexstae’s had two other ...
already. (6)

4. They've finally ... a new receptionist. (5)

7. Computer programmers wanted. Only those with egpeg should ... . (5)

I\V. Speaking Practice

1.

Jane and Xavier are talking about Xavier's newbj as a logistician. Read
the dialogue and enact it.

Xavier: | get paid every month.

Jane:

X.:

X & X “

| see. You get a salary, not wages.

| usually have to work late. | don't get pamwt fit, but | get a percentage
for every deal | make.

So you don’t get overtime, but you do get cossmin. That's good.

The company pays for medical treatment too, @nd company
restaurant is fantastic.

Wow! The company perks sound very nice.
And they've given me a company car to go arsit alients.
So you don’t have to buy a car, then.

What's more, the company pays in money foraugdt when we don’t
work any more.

Yes, it's important to get a good pension.
The total benefits package is brilliant.

Yes, all that extra stuff is really worth hayin
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2. Becoming a manager. Complete the dialogue betwé&ee Managing
Director (MD) and the Personnel Manager (PM). Choa$rom the words
in the box. The first has been done for you.

sales new technology

MBA cost and price decisions

how to take decisions manage

accounting for managers promotion and marketing
communications learn about management structures
distribution read the balance sheet

specialised management-training coursesomputer systems

results

MD: John, we must think about (13pecialised management-training
coursesfor our junior managers.

PM: Yes, our promising younger people need to (2)

MD: They need to know (3)
, and the (4) of these desisio

PM: And, of course, (5) IS essential.
And they must know how to (6)

MD: Without it, they will never (7) susséully, and they won't
know anything about stock control, costing, pricing _ you name it.

PM: Yes, (8) depend on
knowing this.

MD: Of course, that's not the only thing they ndedknow. (9)
means that they need to know about ghihke

(10)
PM: What else?
MD: (11) , for example.

PM: Yes, and | think that the (12)
departments need managers with this backgroundwelks as the
(13) department.

MD: Even the (14) managers could berebt,

PD: Perhaps we should only appoint managers wihraard (15) !
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4.
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Here you are given some phrases and questionghlviiou are to answer.
Add your own questions and think of the answers pairs. Enact a
dialogue with your partner.

I've seen your advertisement in a newspaper.

You are headhunting a logistician.

Do you have any experience of working in this sphafrbusiness? Do you

have any letters of recommendation?

What are your skills?

Does your work involve traveling a lot?

Are you more a team-worker or prefer to make deason your own?

What is your marital status?

Do you like meeting people?

Do you speak any foreign languages?

Leave your telephone number with the secretaryvegill give you a call as

soon as possible.

Have a nice day.

Jobs Quiz.

Is your job the right job for you? Find out by dog this quiz. Work in
pairs. Tick the statements your partner agrees with

I'd love to do a parachute jump.

| don't like telling other people what to do.

| prefer spending time on my own rather thaa agrowd.

| find it easy to set myself objectives.

| have difficulty making decisions.

| find it difficult getting to know new people.

I'd love to travel abroad.

Friends sometimes complain that | order therrasto

| like to have the advice and support of peaplare experienced than
myself.

. I don’t like volunteering opinions in case they argopular.
11.
12.
13.
14.
15.
16.

| like to try to find new solutions to old problems

| would prefer to be team captain than team member.

| get embarrassed easily.

| don’t mind where | go with my friends as longthey are happy.
| like the latest fashions.

| like to be fully responsible for anything thadd.
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Now add up your ticks and check your scores. Thogdour ticks in any
category indicate personality characteristics yohosild take account of

when choosing a job.

OO W >
A W NP
o o o N

11 15
9 14
10 13
12 16

Personality types

A Characteristics | B Characteristics

The entrepreneur The team worker

You work well with
.others  but dislike
You enjoy new having responsibility
challenges and takingfor other  people
risks. You could find preferring to imple
success in  stockment other people’
market dealing roomsplans rather than you
or anywhere you capown. You would
put your flashes of probably do well in
genius to good use. | the armed forces @
the Civil Service.

Your are the

adventurous type

C Characteristics

The
worker

backroon

You are a little shy
» and find it difficult to
mix with new people
You would do well
in any behind-the
5scenes job where yo
rdon’t have to comg
face to face with
strangers every da)
rsuch as a research
or librarian.

D Characteristics

The leader

You are confident in
your abilities and you
prefer to be in charg
rather than to tak
-orders. You enjoy
thaving lots of peoplée
raround  you  anc
would do well in &
ymanagerial post O
eany  job which

D D o =

-

involves selling.

5.

Read the following case studies of “Solertis” ehe of the successful

logistics company. While reading, point out its maachievements. Name

them to your group after reading
Case Studies

e Facilitating Rapid Growth at a Hot Start Up: A leading manufacturer of
accessories for the Apple iPod is launching hot peeducts, adding new
retail customers and growing at lightening speedleris expands the
operation and measurably improves labor efficiemtych building a new
culture to enable additional future growth.

Distribution Process Improvements: A leading supplier of automotive
interiors wanted to make the several improvemeanmitstlargest distribution
facility. Solertis presented tactical recommendaido improve processes
and flows ensuring maximum productivity as wellcastomer satisfaction.
Solertis projected the recommendations would yi&tor saving of
$500,000 annually while ensuring higher levels afability for customers.

—
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Distribution _Center Assessment: How do you measure up? A leading
photographic film manufacturer wanted to assess etfieiency of their
Americas distribution center and identify opportigs for improvement.
Solertis evaluated the operation, compared to tngusenchmarks and
developed a plan to increase productivity by 17%!

Operations _Improvement: Pulling out of the_Distribution Death Spir@l
A major manufacturer and marketer of frozen andgefated products was
struggling to keep up with explosive, double-digitsiness growth. Solertis
was able to effectively troubleshoot significantolgems and quickly
develop a solution that achieved a 30% productiagpin, reduced case
costs by 52%, and decreased order fulfillment ers@%.—

Project Management: Covering All the Bases!

A major manufacturer and marketer of frozen andgefated products did
not have adequate logistics infrastructure to aceodate the major growth
they had recently experienced. Solertis was ablgatasition the company
from a multiple-site, fragmented logistics infrastiure into a new state-of-
the-art 450,000 square-foot distribution facility.

Supply Chain Optimization: Getting it where you need it, when you need it
Solertis is selected to evaluate the supply chatwork of a full service
telecommunications company. Solertis provided $jgececommendations
to reduce inventory by $2.4 M (65%) through impmvénventory
management, increased inventory system utilizatiand inventory
redeployment—

Warehousing Operations: “An ounce of prevention, a ton of savings”.
After large billing errors are discovered at amlsition company, Solertis is
called in to reinvent warehousing and order flowermpions to prevent future
errors from happening. Solertis evaluates curreattices, and implements
recommendations that net the company a total sawh80,000 in the first
year alone through enhanced order processing, iragrorder accuracy and
overall warehousing efficiencies:

Domestic & International Freight Review: Service up. Cost down!

A $60 million manufacturer needs to evaluate andrawe their inbound &
outbound domestic and international freight proessgithout adding to their
payrolls. Solertis performed comprehensive reviéithe company’s freight
needs, which ultimately leads to streamlining thgier selection process to
save the
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6. a) Read the following advertisements of somadbgs companies.
1. TLC transportation & Logistics Concepts

Domestic transportation & Distribution of Freight Related Logistics

Services — Since 1987 TLC has been providing intheaservices for

moving your shipments. You will love our new easgywto move freight

and get the best rate. We provide a hands on agpfoamoving freight.

Category: FREIGHT Location: ANAHEM CA USA NORTH AMAECA

web: http://www.tlc4freight.com

2. — Synchronize your operations to meet customer ddneéficiently and
at a lower cost. Optimize your Supply Chain LogstiServices and
boost your bottom line. We’ll show you how.

— Get control of your freight operations. Freightnsportation costs can
make up a major part of your company’s operatindglett We will help
you keep them as low as possible.

— Lower your Logistics Costs and improve your disitibn Network.
How do you optimize the flow of your products whikeeping your
customers completely satisfied? Well lead you tghmut the process.

— Eliminate delivery problems and improve customevise quality with
our services when it comes to fixing delivery angstomer service
problems, we know what works. We will analyze issaad help you
improve your service quality.

3. Logistics. It's true that it's about gettilgings where they need to be,
exactly when they need to be there, and doing dffisiently as possible. But
today’s logistics can offer much more than thas. dt strategic way to add value
to your business. It makes running your businesgeedt lets you serve your
customers better. And it can help you grow. It's tlew logistics.

What the New Logistics Can Do for You

The new logistics lets you operate with the hefh &g guy, no matter what size
you actually are. You can design a product, getasofype made, and have it
land on your desk in just days. Sell products tetammers in Bangalore — right
out of your basement. Maneuver the intricacies lobg trade with minimal
effort. Manage your shipments and minimize theviemmental impact. And
win repeat customers by making it easy to retuadpcts or parts.

The new logistics is more than just getting thibgshe right place at the right
time at the right cost. It's about using the movetr# goods as a competitive
advantage. It's a whole new way of thinking. Ants ia powerful force for
growing your business.
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Access to Resources through UPS

You don’t need a large warehouse, distribution eendr global network to

access this new logistics. You just need UPS. Wbivé a massive integrated
network of physical, technological, and human askst you tap into the power
and passion of logistics.

The new logistics levels playing fields. It letsuyact locally or globally. It's for
the individual entrepreneur, the small businessthar large company. It's
reliable, efficient, and environmentally responsibl

We love logistics. Put UPS to work for you, and Yldave logistics, too.

Drive Value in Your Supply Chain

All businesses — whether manufacturing, retail,healthcare — face unique
supply chain challenges. Preventing stock-outs.pkeethe production line
running. Precisely timing new product launches. i@eing life-saving
medications where and when they're needed. Bubhéwe logistics can do more
than meet supply chain management needs. It cancaésate real business
value.

Take advantage of our expansive, highly efficieetwork. Let our people
manage the logistics. Use space in our facilittee( 35 million square feet) to
stage the right amount of product at the right @lakurn servicing warranty
obligations into a competitive advantage.

With access to sites in more than 120 countries, gem be mere hours from
your customers — wherever they are in the worldthaut investing in physical
resources. With the new logistics, you can flex gralv as your business needs.

Environmental Responsibility

More and more, customers across all industriesnat@ng purchasing decisions
based on a company’s sustainable business praciibesnew logistics means
that you can tap into our environmental accomplishi® to strengthen your
own green credentials, make your supply chain nsmsainable, and attract
new customers.

Environmental responsibility is deeply rooted irr tneritage. In fact, we lead

our industry in mitigating climate impact. Amongrafforts, we offer all modes
of transportation for lower-carbon choices. Proweadsy and inexpensive carbon
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offsets for the climate impact of shipping. Worktlwicustomers on eco-
responsible packaging. Eliminate tons of paperutjnopaperless technology.
And benefit from advanced route-planning technasdior fuel conservation
throughout our multi-modal network.

At UPS, we've got the global network, the logisteegertise, and the tailored
solutions to give you the edge. All backed by seioenvironmental
responsibility. And no matter what industry youapéze in.

We love logistics. Put UPS to work for you, and Yldave logistics, too.

b) Now it is your turn to think of some promotiohnes about your
business as a logistician.

7. Just for fun reading.
a) Hidden Message
How to write a testimonial for a bad employee:
— For someone who frequently missed work:
“An employee like this is hard to find”.
— For a lazy employee:
“You'd be very lucky to get him / her to work fooy”.
— For a very unproductive person:
“No person would be better than him / her for e
— For a stupid employee:
“There is nothing you can teach a work like this”.

b) The Job
A woman was being interviewed for a job.
“You understand that before we can offer you a tpwsi you must take a
short test”.
“Of course”, she answered.
“Well, how much is two plus two?”
“Four”.
A second application entered the room. After atsimberview, the recruiter
asked: “Are you ready for the test? How much is pe two?”
The applicant answered, “whatever the boss sags it
The second applicant got the job.
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V. Writing Section

Give written translation of the following text. s a dictionary if
necessary.

‘INTERNATIONAL” MANAGERS

Executivesandmanagerswvho can operate effectively across cultures and
national borders are invaluable players in the gldiusiness arena. As the
world grows ever smaller, improvestoss-culturalskills and an international
perspective are critical executive qualities. Agenand more companies expand
abroad, competition for top talent to run new in&ional operations will
steadily intensify.

The 2010s will test the capacities of multinationarporations to react
rapidly to global changes in human resources aslliother areas of the
company.

Global selection systems enable a company to fim liest person
anywhere in the world for a given position. Thetegs measures applicants
according to a group of 12 character attributeseséhtwelve categories are:
motivations, expectations, open-mindedness, redpeabther beliefs, trust in
people, tolerance, personal control, flexibilityatipnce, social adaptability,
initiative, risk-taking, sense of humour, interpgeral interest, spouse
communication.

Beyond superior technical and managerial skillsgfé@ctive international
executive displays a combination of desirable pabkqualities. These include
adaptability, independence, leadership — even sxmari

What part can management education play in devajajhie international
manger? A good deal. Management education cand&dvaining in the so-
called “hard” skills such as international markgtiand finance and in the so-
called “soft” skills such as international relatstiips. We can easily define
certain “hard” skill and knowledge areas that thesinational manager will
need and which are very susceptible to formal dgutaand training
approaches. These include an understanding ofl¢i@lgeconomy and foreign
business systems, international marketing, intenak financial management,
political risk analysis and the ability to analyered develop sophisticated global
strategies.
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We can also point to some “soft” skill areas sushcammunication,
leadership, motivation, decision-making, team-bogdand negotiation where
research indicates that national cultural diffee=ncan have important effects.
(The international manager is said to spend ovédr dfahis or her time in
negotiation.) International managers need at leafte aware of some of the
issues involved. They need, furthermore, not oalpeé aware of how foreign
cultures affect organizational behaviour and mameye style, but also to
understand how their own culture affects their cyte.

1. Use your knowledge and logical reasoning to esgryour point of view
why the 12 categories mentioned in the text areingportant for an
international manager.

2.  What is meant by ‘soft’ and ‘*hard’ skills?

3. Technical and managerial skills and personalittgga— do they help each
other? In what way?

4. Explain the meaning of the word charisma. Givaury examples of
charismatic persons.

5. In what way can education contribute to ‘cregitian internationally
mobile and internationally thinking manager?
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¥9-2
Applying for a new job

Your career history.

A CV (‘curriculum vitae’ or ‘resume’) is essentidlyou’re applying for a new
job or for promotion within your own company, oreevto register as a delegate
at a conference. Some information might be giveydar CV, some in your
letter of application — and perhaps some on a &upghtary Information sheet
(giving information relevant to the particular jgbu’re applying for). There are
no fixed international rules about this: differeabuntries have different
practices.

1. Work in groups of four. Two of you should look ¢he CV, the other two

at the resume below. Each pair will have a diffeteperson’s CV or

resume to look at.

Study the CV together. What ‘picture’ does utegyou of the person?

2. Tell the other pair about the person whose C\'webeen studying. Ask
the about the person they’ve been studying.

3. Finally, read the CV that the other pair werglging.

=

A

CURRICULUM VITAE

Name: MARY BRENDA SCOTT

Address: 44 London Road, Winchester S016 7HJ
Telephone: 0962 8890 (home) 0703 77877 (work)

Date of Birth: 30 August 1967
Marital status: single

EDUCATION
Churchill Comprehensive School, Basingstoke 1978319
Winchester Technical College 1983-1985

QUALIFICATIONS

C.S.E Maths, English French, Geography, History]l983
Chemistry

G.C.E. ‘O’ Level Commerce, Economics, Spanish 4198

BTEC National Secretarial Practice, Office Practice 1985
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EXPERIENCE

Office assistant Totton Engineering, Totton 1988499
Secretary to Totton Engineering, Totton 1985-1986
Sales Director

Personal Assistant  Millbank Foods, Southampton 1986 to date

to Export Manager

My work with Millbank Foods has involved responstyi for giving
instructions to junior staff and dealing with clisrand suppliers in person and
on the telephone. | have accompanied the Exportalglanto Food Trade fairs in
Germany, France and the USA.

OTHER INFORMATION
| speak and write French and Spanish quite weté mediate level). | am now
taking an evening course in German conversation.

OTHER ACTIVITIES AND INTERESTS
| play club basketball regularly and | sing andyptpiitar with a local country
and western band.

REFERENCES
Mr S.J. Grant, Personnel Manager, Millbank Foods43 South Dock Drive,
Southampton SO8 9QT.

Mr John Robinson, Sales Director, Totton Enginggri@dadnam Street, Totton
S023 4GT.

Miss P.L. MacPherson, Head teacher, Churchill Cetmpnsive School,
Independence Way, Basingstoke BA8 9UJ.

B.

The Resume
Russell R. Buchanan
1416 Saybrook Road
Wellesley Hills, Massachusetts 02181
(617) 944-8778
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QUALIFICATIONS SUMMARY

Position: Regional Sales Manager

EXPERIENCE

1992- Field sales supervisor, Horton-Miller Book Comparijuties:

present Selecting, training, and supervising a field sa#taff of 16.
Territory includes Massachusetts, New Hampshiremdat, and
Maine. During this period, sales in the territogvh increased 2
percent.

1988-1992 Sales representative, Horton-Miller Bdogmpany, calling o
teachers and administrators in western MassacbBusett

1984-1988 Head of department of business educddeKalb (lllinois) High
School. Duties: Supervised eleven instructors amhaged the
department with an enrollment of over 800 students.

1980-1984 instructor in accounting and data procgs®eKalb High School.

Also taught evening classes in accounting at NontH#inois
University.

EDUCATION

Degrees B.S. In Business Education, University e$ddhsin, 1981 M.S.

in Business Education, 1983.

Activities  Member of Pi Omega Pi (undergraduate ifess educatio
fraternity — served as president in Junior yeaaddger diving tean
(placed second in Big Ten meet), and Tau Kappal&psgsocial
fraternity). As a senior, | worked part-time as eadgr for
accounting instructors.

When | was associated with DeKalb High School,d fraquent opportunity t

meet and talk with sales representatives of varicoipanies that supp

schools with textbooks and equipment. Although joged teaching an

administration, | became interested in selling bseal felt it provided broade

opportunities for me.

It turned out to be a wise choice — | found tha@hdroughly enjoyed selling.
Meeting new people constantly and providing courmall services to the

2
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educational community was immensely rewardingtilltis. | have not lost my
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basic love for education, but | feel strongly that influence is much greater
my present capacity.

In my two years as Field Sales Supervisor at Hekidler, | have had ar
excellent opportunity to exercise what | believenig real forte: motivating saleg
personnel and managing a sales organization. Totmeeprinciples of sale
management are the same, whether the productaslg & desk, or a comput
system.

REFERENCES

* Mr. A. J. Sholes, Director of Marketing
Horton-Miller Book Company

2001 Aurora Boulevard

Northbook, lllinois 60062

Dr. James C. Hightower, Principal
DeKalb High School
DeKalb, lllinois 60015

* Mr. Sholes is aware of my interest in changingipons. The opportunity t
become a regional manager at Horton-Miller in tearrfuture does not appe

in

)
S
er

ar

to be favorable because of a recent restructutteeifield organization.

2a. Read and translate the following career history
CAREER HISTORY

NAME IN FULL George Guy Michaelides

PRESENT ADDRESS 45 Richmond Road, Colchester, ES8dx2JK
TELEPHONE NUMBER 0453 25982 (home) 0453 87967 (dias}
DATE OF BIRTH 7" April 1950

NATIONALITY British

MARITAL STATUS Married, 2 children (7 and 4 yrs.)

EDUCATION AND QUALIFICATIONS

1961-70 Northgate Grammar School, Ipswich, GCE 8l&els; 4 ‘A’
levels (French, Maths, Chemistry, Physics)
1970-74 University of London BSc Mechanical Engimag

Professional Member of the Institute of Mechant€adjineers
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EXPERIENCE AND ACHIEVEMENTS

1984-to date: Neptune Engineering Ltd, Quay Roa&mbpke (manufacturers of
marine engines and equipment).

Export Sales Manager responsible to Managing Dorefcr sales of engines to
over 40 countries in Europe and overseas. StaBSofepresentatives and 15
office staff. Also responsible for budgeting, retment and training of staff.
Built up sales fron£13M to over£45M. Set up and trained sales teams to cover
markets outside EEC.

1977-84: Poseidon Shipping S.A., Piraeus, Greeamfacturers and repairers
of cargo vessels).

Sales Manager responsible to owners for contrads ship owners in all
countries outside Greece. Staff of 4 represensitaral 4 office staff. Built up
sales by over 250%. Researched and establishednagkets in Britain, Japan
and over 20 other countries.

1974-77: Trident Engines, Manchester Road, Sal forahufacturers of heavy-
duty diesel engines and transmissions).

Trainee sales engineer / Assistant Export Salesalylanresponsible to Sales
Manager for sales to France, Germany and Greece.

OTHER INFORMATION

1985-to date: Presentations at trade exhibitioltlSH@ countries.

Technical articles in journals and conference paper

Fluent French and Greek (both spoken and writtgopd spoken German;
reasonable spoken Italian and Spanish.

b. Archie Wong’s CV has got mixed up in the word proessor. Help him
to put the items in the right order by matching theinformation (a-))
with the correct headings (1-10).

1. Name __f a) English, French, Cantonese

2. Date of birth b) British

3. Nationality c) Military history, climbing, chess
4. Education d) Loopers and Kylebrand,

Chartered Accountants, 1988-91
Gabstock and Thring,
Chartered Accountants, 1991-94
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5. Qualifications e) Assistant General Manager,
Power Enterprises UK

6. Experience f) Archibald Fitzpatrick Wong
7. Current position g) 8 September 1967
8. Responsibilities h) MA in Politics and Economics 1988

Member, British Institute of Chartered
Accountants 1991
MBA 1995

9. Languages spoken 1) General management of the company
Achieved 25% growth per year over the
last four years

10. Leisure interests ) Bootham School, York, 1980-84
Keble College, Oxford, 1985-88
INSEAD, Fontainebleau,
France, 1994-95

3. Complete the job advertisement for a corporat®qurement manager
with words from the box.

fulfillment e negotiatione 3PL providerss procuremen® commande vendors

e supply chaire relationship

We are looking for a proactive and dynamic profassi to take care of
our strategic procurement and supplier ! management.

Reporting to the Director of Corporate Procuremehg successful
applicant will be responsible for managing botlreinal and external customers
and for working with the appointed 2. While liaising with the
% team, * and related stakeholders, you will also be
involved in providing business support to optimfeeance-logistics processes,
order > and logistics costs.

Other responsibilities include providing initiatsseto help maximize
company business profitability and efficiency.

The ideal candidate should have a degree in ® management or
logistics management with a deep understandingkaogviedge of the China
logistics market. You should have at least 5 yeaxperience in a multinational
company and you should possess outstanding ’ skills. Based in
Macau, excellent 8 of English and Cantonese is a must with
Mandarin and advantage.
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If you are interested in this role, please sendry©u in Word format

to...

=

oW

Read the job advertisement again and answerdhestions.

What area will the new corporate procurementaganhead?

What are the procurement manager's main redpibties? List two or
three.

Who will he / she collaborate with closely irs hiher job?

What qualifications are expected?

What kind of experience is required?

Can you think of other areas which are important iprocurement? Discuss

5.

with a partner.

Study the useful phrases for describing your caregoals and

professional aims.
Seeking an entry-level position in the field of ragament with preference in
sales promotion.
Trainee in a sales-oriented company offering thgoopinity to advance to a
position of.
Increasing responsibility and career growth.
A management trainee position in a medium-sizeectimarketing company
with an opportunity to advance to management level.
To obtain a position as a sales management trahedeallows for career
growth.
An assistant sales manager position with a larggillutor.
Management position in retail sales commensuratéh W6 years of
successful retail / supermarket sales experience.
A sales management position in a communicationgpeomwhere | can use
my promotion and sales experience.
A challenging supervisory position and active imashent in accounting
with the opportunity for advancement and personaigh.
A challenging and career-oriented position utiligmy experience and skills
in office management and providing opportunitiesddvancement.
A position as a personnel manager where | careetiiny background and
management experience in human resources and amtamp/ to expand
my areas of responsibility with further career .
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e Seek a full-time staff position offering career adeement and increasing
responsibility in the field of international markegsearch. | am willing to
travel and relocate.

e To pursue an international sales position that reff@advancement
opportunities.

e To obtain a challenging position in which | carimé my diversified project
engineering background and experience and an ement where
individual achievements will be recognized.

Useful phrases to be referred to when applying &job in your letter of
application.

e | am currently seeking a position change | beligvat my management
background in the construction industry might be ioferest to your
company.

e Although my present position offers me decision-mgkresponsibilities, |
feel that it is time for a change as well as a ohallenge.

e In June | will receive my Bachelor of Science degie civil engineering
from the University of Pennsylvania, and | am istged in obtaining an
entry-level position with your company.

e This letter and attached resume is my applicattwrah entry-level position
as a secretary with your company. | have just gatlifrom the Piermont
Business Studies Institute in Detroit and | am aioibs to start working.

e Should you have a need for a highly qualified ardiworking sales
representative in the southwestern United Statesould welcome the
opportunity to meet with you personally to expldhe contributions that |
could make to your company'’s sales division.

e | believe my five-year experience with Vallejo Daest Company is
especially relevant to the qualifications you maguire for a position with
your company as a computer programmer. | would \edjscussing my
experience and qualifications with you in a persamtarview.

e | will be glad to discuss the matter of salary wytbu during a personal
interview, because | am sure we can arrive atisfaetory arrangement.

e If my qualifications are satisfactory, | would appiate an interview at your
convenience. Please let me know when we may meet.

- May I call you for an interview early next week?

- | will call you next week to discuss the poslypi of a personal
interview.

- personal and business references are availpble nequest.
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- References and letters of recommendation willuoeished after mutual
interest has been established.

- I'will be glad to provide additional detailsybu wish.

- | will be glad furnish you with additional inforation about my
qualifications and working experience.

e The enclosed resume summarizes my experience akgroand. | would
appreciate the opportunity to discuss my qualiiocet during a personal
interview. | will follow up with a telephone callent week to arrange such a
meeting.

e | would greatly appreciate the opportunity to préseny skills and
background in a personal interview.

6. Now study the following letter of application andhalyse its structure.
Dear Mr. Brown,

Your advertisement for an experienced matersaipervisor in this week’s
edition of International Drilling describes a pasit that | believe is well suited
for my background, experience, and qualifications.

At present | am employed as materials supenf@othe Johanson’s Drilling
and Development Company in Houston, Texas. Johaissam independent and
production company. As a key member of the commapygoduction team, | am
involved in all aspects of inventory control andgirement of goods and
services relating to frilling and development opierss in Texas and Louisiana.
Sourcing suppliers and ensuring delivery of higlyestlity and reliability within
rigidly applied cost parameters and timescales v&rg important part of my
job. This also applies to the ability to plan actiedule long-term procurement
requirements. My position requires relevant expeaein the oil industry and an
extensive knowledge of domestic and internationabcgrement, safety
compliances, and computerized purchasing and raltenanagement systems.

| would appreciate the opportunity of meetmith you personally to discuss
my background and professional qualifications, aflied in the attached

resume, in more detail.

Sincerely,
Walter C.
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7. How to shine at a job interview.

a. Read and analyze the text below.

The smart job-seeker needs to rid himself / hededeveral standard
myths about interviewing before he starts poundmgpavement looking
for a job. What follows is a list of some of thesgruths and some tips to
help you do your best at your next interview.

Myth 1: The aim of interviewing is to obtain a jotber.
Only half true. The real aim of an interview isofatain the jolyou want.So,
before you do back-flips for an employer, be sa@want the job.

Myth 2: Always please the Interviewer.

Not true. Try to please yourself. Giving answeia tou think will suit a
potential employer, losing touch with your own fiegé are certain to get
you nowhere. Of course, don't be hostile - nobodnta/ to hire someone
disagreeable. But there is plainly a middle groletiveen being too
ingratiating and being hostile.

Myth 3: Try to control the interview

Nobody 'controls' an interview - neither you nce thterviewer - although
one or both parties often try. When somebody toesontrol us, we resent
it. Remember, you can't control what an employmkthof you, just as he
/ she can't control what you think of him / her.vBie dominate the
interview. Compulsive behaviour turns off your aartticity.

Myth 4: Never interrupt the interviewer

Good advice.

Study the style of an effective conversationallde interrupts and is
interrupted! An exciting conversation always makssfeel free - free to
interrupt, to disagree, to agree enthusiasticllg. feel comfortable with
people who allow us to be natural. So, when inteving, half the
responsibility lies with you. Do you seem uptighity being yourself for a
change. Leaving an employer indifferent is the worgression you can
make.

Myth 5: Don't disagree with the interviewer

215



Another silly myth. If you don't disagree at timgsu become, in effect, a ,'yes'
person Don't be afraid to disagree with your inewer - in an agreeable way. And
don't hesitate to change your mind. The conventiamedom says 'be yourself,
true enough.

(From an article by Dick Irish iGlamour.]

Notes:

myth: something false, that most people belietraés
out of touch: out of contact

ingratiate: to try hard to get someone's approval

b. Guess unknown words.

Match each italicised word in column A with its padle meaning in column
B. Some times you can guess the meaning from thtersge where you find the
word; be careful: there are some extra meaningslumn B.

1. What follows is a list of some of these untruths and some tips to help you
do your best...

2. Giving answers that you think will suit a potential employer...

3. But there is plainly a middle ground between being too ingratiating and
being hostile.

4. When somebody tries to control us, we resent it.

Study the style of an effective conversationalist ...

Do you seem uptight?

o un

appreciate

nervous

possible (in the future)

model answers

successful

doing anything to avoid disagreement
suggestions

a moderate position

S®m ™m0 o0 T Y m

dislike, feel as unfair
the time between two jobs

—
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c. Have you got the main ideas?

Here are eight sentences. Only some of them expnesstant ideas from the
text. The other ideas are in the text, but theyhateéhe author's main concerns.
Choose the four main points. Then compare your enrsswith some, other students
before discussing them with your teacher.

1. A good interview is like an exciting meeting duriagpurney.
Remember that you are trying to find a job thaskas you.
Change your mind if you want to.

Be yourself.

Don't try to dominate the conversation with youeigiewer.
Try to let the interviewer be herself / himself.

Don't be aggressive.

Don't be overly respectful of your interviewer

©NOOAEWDN

Class communication

Now think of advice you would give to a novice inteiewee. Get into groups
and prepare the list of ideas to compare them afterards.
An Appointment for a Job interview.

James: Hello.
Mrs. Hilbig: Hello. Could | speak with James Fletcher, please?
James: This is James Fletcher.

Mrs. Hilbig: Good afternoon, Mr. Fletcher. This is Vera Hilbagjlmg from
the New York News-Tribune. We would like to schedah
interview with you in regard to the position for mh you have
applied.

James: Certainly, Ms. Hilbig. When would it be cenient for you?

Mrs. Hilbig: Could you come to New York next Tuesday, Febru&yaad
meet with us at 3.00 in the afternoon?

James: Yes, that will be fine. What's the address?

Mrs. Hilbig: The New York News-Trib Building is on the northwesirner
of 42" Street and 18 Avenue. My office is on the 85floor.
We will look forward to seeing you then.

James: I'll be there. Thank you very much for callingl $ée you next
Tuesday.

Mrs. Hilbig: You're welcome. Good-bye.

James: Good-bye.
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The Job Interview

James: Good Afternoon.. | am James Fletcher. | have amiappent
for an interview at 3.00.

Secretary: Yes, Mr. Fletcher. Mr. Stevens is waiting for ySMould you
come this way, please?

Secretary: Mr. Stevens, this is Mr. Fletcher.

Mr. Stevens: It's a pleasure to meet you, MetdHer. Please, take a seat. |
am Ken Stevens of the editorial board.

James: | am very pleased to meet you.

Mr. Stevens: | see you've had some newspaper experience irgeoli@uld
you tell me a little more about that?

James: Yes, sir. I've worked on the school paper for thyears. Right
now | am the magazine editor, and | write an atar two for
each issue.

Mr. Stevens: Good. Now, in front of you is tret bf requirements for the
job. Have you read it?

James: Yes.

Mr. Stevens: So let's go through it. As you kneg/need people who are
multilingual.

James: | am certainly that.

Mr. Stevens:  Which languages do you speak?

James: Russian, German, French and Swedish.

Mr. Stevens:  Swedish?

James: I've got a Swedish mother.

Mr. Stevens: | see. What's your degree of fluency in these laggs?

James: I'm fluent in Russian and German, above averadgeanch

and I'm afraid my Swedish is a bit rusty.
Mr. Stevens:  We'll put down 'elementary’, shall we?

James: That seems reasonable.

Mr. Stevens:  Now, what about Word Processing? Can you do that?

James: Yes, I'm very good at it.

Mr. Stevens:  One final thing ... can you drive?

James: Yes, I've got a driving licence.

Mr. Stevens: Good. Do you have questions for me, James?

James: Well, could you tell me what kind of work will bavolved in
this job?

218



Mr. Stevens:

James:

Mr. Stevens:

James:

Mr. Stevens:

James:

Mr. Stevens:

James:

For the first year or so, it would be learning hitne News-
Trib operates -proofreading, reporting, writingtéraon there
could be a foreign assignment.

What about benefits?

Two weeks' holiday, full medical coverage, and areélent
pension plan. Our personnel department will tell yaore.
That sounds perfect. When will | know your deci§ion

We have about twenty more people to interview her t
position this week. We'll have to see how you stgezlagainst
the other applicants. We should be able to notfy gy the
middle of March.

I'll be waiting to hear from you.

Thank you for coming, James.

Thank you. Good bye, Mr. Stevens.

Getting along with idioms

Andrew Monk arrives just in time for his interviewle completes an
application form and then talks to an interviewer.

Mr. Reed:
Andrew:
Mr. Reed:
Andrew:

Mr. Reed:
Andrew:

Mr. Reed:
Andrew:
Mr. Reed:

Andrew:

Mr. Reed:

Andrew:

Mr. Reed:
Andrew:

Where have you worked before, Andrew?
So far I've had only summer jobs.
| see.
But I'm a good worker, and I'm looking for somethin
permanent.
It sounds like you really want to get ahead, Andrew
Yes, Mr. Reed. | always do my best. | write welldd'm an
excellent typist. | take pride in my work.

So you think you would like this job @receptionist?
Yes, | would.
You would have to be on time every day. Could Irdaan you
to be here at exactly 9.00 a.m.?
Oh, yes. | was always on time in high school. | hgukrfect
record.
There's one thing | want to point out. Sometimesirimss isn't
good and we have to lay off workers. We can't guaethe
job for more than six months.

| understand. I'm willing to take a chance.
We'll let you know our decision next week.
Thank you, Mr. Reed.
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d. Match the words and phrasal verbs (1-10) with tair meanings (a-j).

[

.in time

. SO far

. get ahead

.do my best

. take pride in
.come / be on time
.count on

. point out

. layoff

10. take a chance

O 00 ~NO O WDN

a. be proud of, get satisfaction from doing a good job
b. to this moment

c. depend on, rely on

d. try someone, something that is unproven

e. before a specified time limit

f. emphasise, show

g. advance, be successful

h. dismiss workers when business is bad

I. be punctual

J. do the best work one is capable of

e. Fill in the correct phrasal verbs and expressions.

Personnel How many people have you interviewed

Director: (to this moment), Paul?

Mr. Reed: Ten. They're all pretty good, but the one | likestde Jack
Brown.

Director: Wasn't he late for the interview?

Mr. Reed: No, he arrived just (before the tim#). He
doesn't have any experience, but he's enthusibkisays that
he'll (do the best heis

capable of). Should we

someone unproven) on him?

Director: | don't know. We may be able to hire Honjust a short time.

Business isn't good. Fifteen production workersewer
(dismissed) yesterday.
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Mr. Reed:

Director:

Mr. Reed:

Andrew:
Ben:
Andrew:
Ben:
Andrew:

Ben:
Andrew:

Ben:

Andrew:

Ben:

Andrew:

Ben:

Andrew:

Ben:

Andrew:

(bessiat).
(dependhon)to
(be proud of) hikand

Well, he seems eager to
| think that we can

do a good job.

Okay. Let's hire him, but (ersizied
that he has to get to work (pahy)
every day, and he has to wear a suit and tie.

He already knows that.

After the Interview

I've thrown away my chances of getting that job.

Not necessarily. You were in there for a long time.

Only because | wasn't thinking straight. | waffetthe time.
Come on, cheer up. | bet it wasn't that bad.

It was you know. One of the interviewers was Prades
Franks. Just my luck to get him.

Well, it's not the end of the world if you don'ttglee job.

| know, but it's not every day you get the oppoitjuto work
with people you like and respect.

You're still in with a chance. You've got a reattypressive
CV and references.

Mmmm. | could kick myself for having been so nersotirust
me to make a mess of it.

Everyone's nervous at interviews. I'm sure th&gHé that into
account.

| doubt it. | might just as well go home. No ondheir right
mind would want to employ me on that performance.
You never know. I'd hang on if | were, you.

The awful thing is, | know | would be brilliant #ie job.
Well, don't give up then. If the worst comes to wWwst, you
could always plead iliness and ask for anothernmeey.
Now there's a thought...

f.  Complete the chart with the appropriate verbs fom the text.
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NOUN VERB

application apply for
dismissal
increase
interview
offer
promotion
resignation
rejection
reprimand
rise
retirement
short list
submission
appointment

g. Match the following verbs with nouns. Use arti@s or pronouns where
necessary.

to apply for work

to be at job

to offer career
to hunt for post

to fill in vacancy
to advertise for position
to choose sack

to interview for application form
to dismiss from

to hold

to lose

to get

h. Choose the best alternative to complete the secde

1. Although his were impressive, they wéiering the position to
someone who has more experience,
a) credentials b) credits
C) certificates d) diplomas
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2. | am seeking a responsible, posititerio§ me new
opportunities for professional growth and success,

a) claiming b) challenging
c) crucial d) demanding
3. I am proud to be part of such a creative and elattics . | hope you
are too.
a) crew b) group
C) team d) band
4. If you hear of any in the company, | warddainly appreciate
knowing about them.
a) closings b) openings
c) changings d) breakings
5. Unfortunately, they were not able to k Zaposition with
Johnson, Ltd. at that time.
a) offer b) suggest
C) propose d) submit
6. I'll be glad to provide a good for Carol
a) referendum b) referee
c) reference d) response

7. We regret to say that a careful examination of yesume does not indicate
your suit ability for the position under

a) analysis b) consideration
C) consignment d) concern
8. I don't believe the interview would eitbf us.
a) reward b) promote
C) benefit d) indulge

9. Charles Herbert has strong verbal and written comaaidion
a) gifts b) crafts

C) manners d) skills
10.1 am sure Mrs. Hilbig would be a (n) aty company.
a) asset b) credit
C) gaining d) finding
11.1 can refer you to people with whom | worked omieas
a) accounts b) cases
C) circumstances d) occasions
12. Ann feels she could something tdiouar
a) constrict b) confirm
C) construct d) contribute
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13. Recommendations / references are available upon
a) demand b) request
c) recall d) report
14. Having met and exceeded his goals in his presmsitipn, he wants to
him self with a more demanding job.
a) change b) charge
c) cheat d) challenge
15. In your letter you should the three required memnbeommendations as
well as the one time non-refundable fee of $ 50.
a) enclose b) provide
c) send d) ensure

8. Put in the right common job interview questiong-8) given in the box
before the table to match Mr Goody Startman’s advion best answers in the
first column of the table. Then put in your answens the second column.

1. “Do you prefer to work by yourself or with othets?

2.“Tell me about yourself.”

3. “What are your best skills?”

4. “What are your career goals?” / “What are youufatplans?”

5. “What are your hobbies?” and “Do you play any $g@r

6. “What is your major weakness?”

7. “What salary are you expecting?”

8. “Why do you want to work here?” / “What about @ampany interests you?”
N° Mr Goody Startman’s Advice Your answer

Make a short, organised statement of your edutatio
and professional achievements and professionas goal
Then, briefly describe your qualifications for tjud
and the contributions you could make to the
organisation.

Few questions are more important than these, iso it
important to answer them clearly and with
enthusiasm. Show the interviewer your intereshan t
company. Share what you learned about the job, the
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company and the industry through your own resea

Talk about how your professional skills will bere

the company. Unless you work in sales, your ang
should never be simply: “money”. The interviev
will wonder if you really care about the job.

arch.
fi
swer
ver

L

If you have sufficiently researched the organ@sati

you should be able to imagine what skills
company values. List them, then give examples w
you have demonstrated these skills.

the
here

Be positive; turn a weakness into a strength.
example, you might say: “I often worry too mu
over my work. Sometimes | work late to make S
the job is done well”.

For
ch
ure

The ideal answer is one of flexibility. However
honest. Give examples describing how you N
worked in both situations.

b
ave

The interviewer wants to know if your plans and
company’s goals are compatible. Let him know |1

th
that

you are ambitious enough to plan ahead. Talk apbout

your desire to learn more and improve vy
performance, and be specific as possible about
you will meet the goals you have set for yourself.

Dur
how

The interviewer may be looking for evidence of iy
job skills outside of your professional experierneéer
example, hobbies such as chess or bridge deman
analytical skills. Reading, music, and painting
creative  hobbies. Individual sports sh
determination and stamina, while group sy
activities may indicate you are comfortable work
as part of a team.

DU

strat
are
DW
port

Ing

You probably don’t want to answer this one dingg
Instead, deflect the question back to the intereig
by saying something like: “I don’'t know. What 3
you planning on paying the best candidate?” Let

w
\re
the
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employer make the first offer. However, it is still
important to know what the current salary rangei

the profession. Find salary surveys at the libcargn

the Internet, and check the classifieds to see Wwhat
comparable jobs in your area are paying. This
information can help you negotiate compensation
once the employer makes an offer.

Here are some other job interview questions you htigzant to rehearse.

Your Qualifications

O O O O O O

What can you do for us that someone else can’t do?

What qualifications do you have that relate tophbsition?

Give me an example from a previous job where y@ghown initiative.
What have been your greatest accomplishmentstigeen

What is important to you in a job?

What motivates you in your work?

What qualities do you find important in a coworker

Your Career Goals

O

o O O

What would you like to being doing five years frovow?

How will you judge yourself successful? How witily achieve success?
How will this job fit in your career plans?

What do you expect from this job?

Why did you leave your last job?

Your Work Experience

O O O O O O

What have you learned from your past jobs?
What were your biggest responsibilities?

What specific skills acquired or used in previgiss relate to this position?

How does your previous experience relate to tostjon?
What did you like most / least about your lastjob
Whom may we contact for references?

A. Work in two groups. Each group should decide @ job that would be
attractive and realistic for most of the memberghaf class to apply for.
Perhaps this could be your ‘ideal job’ — the one’gammediately apply

for if you saw it advertised.
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Write a classified ad for the job and, if possjbteake copies for the other
group to see. Alternatively, put it on the noticmld or stick it to the
board.

B In this simulation half the class will be plagithe role of interviewers
and the other half the role of candidates. Eaclelpahinterviewers are

members of a firm of consultants, and they willemtew several

candidates for both jobs advertised. Decide whielmiyers of the class are
going to play the roles of candidates, and whick going to be

interviewers. Follow the instructions on the left an the right below,

according to your role.

INTERVIEWERS: Work with CANDIDATES: Choose one of the
the other member(s) of your jobs advertised. Write a letter of
panel. Decide what questions you application for it (and maybe also a
are going to ask each candidate. Supplementary Information sheet)
What personal qualities are you to accompany your CV. If possible,
looking for? Are you going to be make copies of your letter and your
kind to the candidates or give CV so that each panel has a copy of
them a hard time? each to study before the interview.

INTERVIEWERS: Read the CANDIDATES: Work  with
letters of application and the CVs another candidate and decide what
you receive. Decide which impression you'll try to give.
candidates look promising and

what special questions you’ll ask

each one.

Now it's time for the interviews to take place.

Each interview panel should have its ‘office’ inddferent part of the
room. Candidates go to a different ‘office’ for bamterview. Your
teacher will tell you the time available for eadlterview and work out a
timetable that allows time for panels to see astlfaree candidates. Each
panel must stick to this schedule, so that otheelsaare not kept waiting.

When the interviews have finished, all the intewees and all the
candidates should meet in separate areas.

INTERVIEWERS: Tell the other CANDIDATES: Imagine that
panels about the candidates youyou're meeting in a local café or
have interviewed. bar.

227



You can recommend up to three Tell the other candidates how you
people for both posts. Decide got on in your interviews. What
which candidates will be short- mistake did you make?
listed. Which of the panels conducted the
best interviews? What advice
would you give them about their
interviewing techniques?
Decide which panels were the best.

Now meet again as a class

5 INTERVIEWERS:  Announce CANDIDATES: Announce which
your short lists of successful panels you voted ‘top
candidates. interviewers'.

10. You are seeking for a job but you don’t knowviado write a good resume.
Mr.Green is in the same situation. An expert of Reitment Agency
provides him with some advice in this sphere. Rélagl notes by Ashleigh
Morris (“The Career Forum”). Consult the vocabulangiven below for
better comprehension. Think over the structure aftfire resume using
advice Mr. Green has got recently.

WHAT IS IT A RIGHT RESUME?

So, Mr. Green, you are going after a good posityy have a clear
career objective and are ready to contact HumarolRes Agency, but you
haven't your resume written.

A resume is an introduction, one page, one shahah at proving you
are a qualified and experienced candidate who dhoeilhired by a company. It
wraps up all your life experiences, needs to bdegsional, to the point and
perfect. A resume must present a clear picturehefdandidate. For this you
should know what a potential employer expects.

They look at a person’s experience with a company long the person
has worked for a company or to see if he is a jyohper”. The person should
be able to present himself in a resume. Your resomst be right, standard
formal, typed. To offer details about spouses dmfilien is not necessary and
not professional.
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So what should be in a resume?

Begin with the basics. Your name, address and phéag number
should always go at the top of your resume. Thereo need to include the
words “resume” or “c/v” — they take up precious&pa

State a resume objective. It should be below tmeenaddress and phone
number and be a clear and concise job objectivengus forces you to tailor
your resume to a particular position or company,wadl as provides an
immediately clear sense of direction to those peagio will be reviewing your
resume. The main objective of your writing a resum&o demonstrate your
abilities for a particular position — so state lgarly at the top. Focus on the
position and career path you are going after, &ame £xactly what you want. It
should be more than “Objective: To work in a chadieg environment”.

Talk about your accomplishments in your “Experiérsmction. Focus on
achievements at your present and previous jobgcedly those that involve
problem-solving, management skills, critical thimi and initiative. These
should be listed chronologically, beginning withuyanost recent position and
then moving through previous jobs, as long as tipegvide applicable
experience to the position you are seeking. Alwases action verbs in your job
description: words like “administered”, “analyzedtoordinated”, “evaluated”,
“negotiated”, “reviewed” and “supervised” offer mmger presentation of your
abilities. But keep the description short and te goint, and also make sure
everything listed is relevant.

Include a section about your education, list itbefyour experience only
if your educational history is stronger than yowrkvbackground. This is often
best for first-time job seekers who don’'t have muaitk experience. Make sure
to list any additional courses you have taken thight be relevant to the job
you are seeking, including specific company tranprograms or language
courses.

Personal data should be included in a short seaiothhe end of your
resume. Including information about your maritatss, number of children,
health and physical characteristics is always uessary. Include such
categories as language fluency, extensive trawabityi or specific computer
skills. Don't include references on your resume.

11. You are preparing for an interview, but you dbimagine what questions

you should answer. Read the information provided Mr. McDermot
who usually interviews job applicants in the famotrade company.
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Mr. McDermot: An interview is an important event in the life @fery
job applicant. It can be the last test on the waag hew position. That's why it's
very important to be well prepared for an interview

Come in time to the appointed place for an intewiBon’t forget to talk
all the necessary documents for your better prasent (references,
characteristics, diplomas).

Don’t be nervous and tense with the interviewer,podite and listen
attentively to all the questions you are askedoli are confident in what you
talking about it will make a good impression on thierviewer. Try to give full
and clear answers to the questions. Be ready toisksthe details of your future
work. Try to persuade the interviewer that you #re best candidate for the
chosen position and an asset for the company. D@tk about personal
guestions if they are not connected with the futuoek.

Don’t hesitate to describe fully your responsitabt and regular duties at
the previous job if you are asked. Show that yaa thinking ahead in your
career development. Be ready to explain the reasioysur desire to change the
work. Tell about your educational history and oh¢al degree. Don't forget to
mention your computer skills, language fluency's required by the company.

At the end of the interview thank the interviewer his / her attention.
Don’t demand the immediate answer about his / keistbn, appoint the certain
date for it.

12. Translate the following sentences into Russian

My friend has got an interview for tomorrow tkavhy he is so nervous.
Did you present a list of references to therinésver?

He was confident and they didn’t hesitate t@ tiakn for this position.
The interviewer was impressed by my experienchis field.

Did you understand all the questions duringiberview?

What date was appointed for your interview?

The interviewer told me that Mr. Green was aeafor any company.

NoahkwWNRE

13. What would you say if you took part in this thgue? Dramatize it.

A: Well, Mrs. Bradley, | see you've already hadtqua lot of experience in
the food industry. Could you dwell on your regutluties at your recent
job?

B: Yes,lcantellyouthat ..........coooiiiiiiii e

A:  You mentioned earlier that you liked the peoptau had worked with.
What features do you appreciate in your colleagues?

B:  Tthinkthat ...



A: It seems to me you had a pleasant place to warksurprised you are
going to leave.

> W

You are quite right, but ...
You mentioned that you had attended specialuagg courses. How do

you think it will help you in the future work?
B:  ISUPPOSE that ..o

14. Kris Jonson, from Denmark, has just graduateaiin Technical College.
He wants to work in the United States for a few ygaHe heard from a friend
that Teleaid needed new employees, so he phonesQwsne from that
company. Finish the script of the telephone call. sMGreene should use
correct and polite English.

Receptionist:
Kris Jonson:

Receptionist:

Ms Greene:
Kris Jonson:

Ms Greene:
Kris Jonson:

Ms Greene:
Kris Jonson:

Ms Greene:
Kris Jonson:

Ms Greene:
Kris Jonson:

Ms Greene:

Teleaid, Myra Jones speaking.

Hello, this is Kris Jonson. I'd like &sk a few question about
employment with your firm.

(connect to person dealing with Information Service
(introduce yourself as Public Relations officer)

Hello, I'm Kris Jonson. A friend of me told me about your
company. He made me very enthusiastic and | waslerorg
if you needed any new personnel for the helpdeskites.

(Yes, 4 unoccupied jobs. Ask if Kris has finishethsol)

Yes. | finished my studies a few weafts. Could you perhaps
send me some more information about your company?
(Yes, send a brochure + enclosed letter)

Oh, that's fine. Does that informataiso explain more about
the jobs that you offer?

(Say you will enclose an advertisement which inchksd
information on how to react)

Do you know the deadline for my |étter
(requests for employment must be received befor@pbl)

Well, thank you very much for the mhation. Oh yes, before
| forget, do you know how | can get a work pernot the
United States.

(You are not sure, but you think Kris should giveasthame to
the American Embassy in the Netherlands)
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Kris Jonson: Thank you very much. | will write até as soon as | have
received your information. Goodbye.
Ms Greene: Goodbye.

15. Work in pairs. Decide where you in your countgnd in your line of
business, would normally give this information:
Your name, address and telephone number.
The title and reference number of the job.
Your date of birth.
Your marital status.
The name and address of present (or last) employ
Your hobbies and leisure interests.
The sports you play.
Details of all the jobs you have had.
The languages you speak, read or write.
. Details of the examinations you passed at school.
. Details of the professional diplomas or degreeshete gained.
. Details of training courses you have attended.
. Details of your achievements and responsibilitregaur working career.
. Your suitability for job advertised.
. Your reasons for applying for this job.
. When you are available for interview.
. Details of your present (or last) job.
. Your current (or last) salary.
. The salary you would expect to receive.
. The names and addresses of two or three referees.

© o N OhODNRE
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in your CV or resume? on a Supplementary Infornmasioeet?
in your Letter of application? — or on an ApplicetiForm?

Whatotherinformation would you provide and where would thesgiven?
Which of the information would yonot give at all?

16. Now it's your turn to produce your own careeistory in English. Work in
pairs.
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1. Discuss what your own CVs or resumes will ineluslake notes.

e What elements will it include? What further detaisuld you include in
yours?
e How much space will you allow for your educatiorddraining, and how
much for your work experience?
e How long will your CV be — can you fit everythingto a single side?
2. Draft your CV and give it to your teacher todecked.
3. Rewrite your draft CV and, if possible, haveypged or word-processed.

17. A progress interview.

Employees are often given a ‘progress interviewhaanonths into a new
job, so that they can get (and give) feedback aair therformance so far.
Participants on training courses often take pasinmlar mid-course / mid-term
interviews too.

Work in pairs. Make a list of ten questions thagimibe asked at such an
interview in your firm OR during the course you're doing now. Here a
some examples:

What have been your most valuable experiencesusigo far?

Which parts of the course have been least valuabteu?

What particular difficulties have you had?

How well do you get on with the other members affstparticipants?

“We're a parent company,
Wolper — not to be confused
with your real parents.”

233



18. In order to revise and consolidate the learnatarial, translate the
following Russian sentences into English:

1.

10.

11.

12.

13.

14.

15.

Y mensa qis Bac nBe HOBOCTM — XOpollasg M Iuioxas. Xopomas COCTOUT B
TOM, uTo Bara 3aprnaTta yBenuuuBaeTcst Ha 25 nporeHToB, a mioxas — Bam
pUIETCsS padoTaTh U IO CyO00TaM.

[Touck paboThl — Upe3BBIYAHO UHTEpECHas Bellb. BaM moTpebyercst Bpems,
HO KaKOBO YYBCTBO YJIOBJIETBOpEHHUs, Koraa Bel Hanum 1O, 4TO BOCTpeOyeT
Bamy kBanudukarmto!

On npucyTrcTBOBajd Ha O(UIMAIBHONW BCTpeue, IJe TpyINa MEHEIKEepPOB
MHTEPECOBAIACh €r0 OMbITOM, HAaBBIKAMH U KaueCTBAMU JIUJEPA.

Mb1 He yBepeHbl, CMOXEM JId Mbl paboraTh B ydyeOHOe Bpemsi. Ham
HEO0OXOIMMO 3TO YUUTHIBATD.

Korma MeHst mpecTaBistoT HOBBIM JIFOJSIM, ST HUKAK HE MOTY 3allOMHHUTH UX
UMEH, HE TOBOpS YyXe 00 HMEHM KaKOro-HUOyJb HauyaJbHUKA WM
TUPEKTOPA.

MHe npumIuIioch MNPOWTH HEOOJBIIOE HHTEPBBIO, U y MEHS OCTaJoCh
HECKOJIbKO HEraTWBHOE BIIECYATIICHHE O HAHUMATEJE.

[TonabmonaiiTe 3a TeM, Kak Mbl COTPYIHUYAEM U MPOCTO OOIaeMcsi IpyT C
IpyroM ... . Pa3zBe MbI mo3BosIsieM cebe rpy0oCTh MM HEJOBEpHE?

Bynere unuinmatuBHb, W Bbl 3ameTuTe, u4TO BOKpPYr Bac coOepercs
HACTOSIIIasi KOMaH/a.

Sl He uMMena JIOCTATOYHO OMbBITA, U MHE Ka3ajlocCh, sl JOCTaBisja OoJible
XJIONOT ¥ HEYZA0OCTB, HEXKEIH PEAIbHO MOMOTaja KoJUIeraMm.

S Beickutato Bam cBoro aBroOumorpaduio u coolmiaro, 4yto Oyay TOTOB
POWMTHU MHTEPBBIO B JII0O0E ynooHoe 171t Bac Bpems.

[TomaBas 3asBieHHE O TpHieMe Ha padoTy, M03a00THTECh O TOM, YTOOBI OHO
ObUT0 HamKcaHo 1o Gopme u 6e3 opporpaPuueckux OomndOK.

Mue mnonagoOuics 4Yac JJisi TOro, 4yTtoObl yOenuTh HaHHMMATENs B CBOUX
XOpoIIuX MpoeccuoHalbHO-1€I0BbIX KaueCTBaX.

Uro, va Bam B3rmsn, sBusercs Bammvu cunbHBIME M CTA0BIMU YepTaMuU?
Ho OyabTe, moxanyiicra, OTKPOBEHHBI C HAMHU.

Bame 3asBnenue eme paccmarpuBaercsi. Mbl cooOumum Bam o Hamem
PEIICHUH Ha CIIEAYIOUIEN HEIEeE.

Ja Bbl Hactosimas Haxonka auig Hamiero oduca! Kak 3mopoBo, uto Bei He
YCHEJNH YCTPOUTHCS B IPYTYIO hupMmy.
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16.He crecHsiitech BBIIEIATHCS HAa (POHE APYTUX — KTO BaM CKaszal, 4TO 3TO
HeCKpoMHO? JIokKHBIHN cTepeoTun!

17.5 pana mucath NaHHYIO XapaKTepUCTUKY (pEKOMEHAATeNbHOE MUChbMO) Ha
muccuc PobuHcon — st paboTana ¢ Helr 60k o 60k B TeueHue 10 er.

18.MpbI uieM yMHOTo, YBEPEHHOIO B ce0e MOJIOJOrO 4YelOBeKa, CBOOOIHO
BJIAQJCIOIEI0  JBYMsl MHOCTPaHHBIMHU  fA3bIKAMM M 00JaJarollero
KOMIIBIOTEPHON IPaMOTHOCTBIO.

19. Heyxenu Tl coOupaemibcs HaaeTh 3TO U UATH Ha cobecenoanne?! Tebs He
CTaHyT CJIyIlIaTh, TAK YTO 3a0yAb 00 YCTPOMICTBE.

20. 5 6e3 TeHn COMHEHHUSI PEKOMEH/YI0 3TOT0 COTPYAHMKA Ha moBbiieHue. OH
penkuii paboTHUK.

JUST FOR FUN
SLEEPING AT WORK?

Here’s what to say the next time you get caught:

1. This is a highly specific yoga position to impeomy creativity.

| was raising my energy level with a ten-minpsver nap.

| was trying to pick up my contact lens withastng my hands.

| was meditating on the company mission statém@opropatiuBHast
bunocoduist)

This is part of the Sleep Level Elimination Eoise Plan (SLEEP).

| just want to know what a keyboard really sauhkke.

This is in exchange for the six hours | dreabdwa work last night.
(Raising your head slowly). Amen.

HwnN

© N O O

TEST YOURSELF

See how much logistics vocabulary you have learbdsé.the clues to complete
the crossword puzzle.

Across

2. A company which specializes in arranging anddhag the transport of
goods.

3. Another word fosend,used in connection with goods.
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4. An offer stating prices and conditions.

8. How much something is worth in money.

9. A wooden base on which goods can be transported.
14. This is where goods are stored.

16. A company which transports goods.

20. A company which provides goods.

21. To send money.

23. To choose or select goods.

24. A document that gives details about the cossashething and is also a
request for payment.

26. Another word fofreight.

27. A ship used to transport goods on inland waagswy
28. A box made of cardboard.

29. Another word foconsequengee.g.as a ... .

Down

1. A secure payment method used in internatioadktr (3 words — 6, 2, 6)
5. A piece of paper providing specific informati@ither on the product itself or
the packaging.

6. A business that sells goods to the end consumer.

7. The weight of goods which can be loaded ontelacle.

10. A motor vehicle used for transporting goods.

11. This means that something breaks easily.

12. Another word fobuying

13. Another word fomform.

15. Important document used in international trade.

16. A large metal box in which goods are shipped.

17. Another word fopet.

18. The opposite axport

19. Finding an item in transit.

22. The measurement system used in most countries.

25. To put things on top of each other.

26. A device used for lifting heavy goods.
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EXPRESSIONS MOST COMMONLY USED IN LETTERS CONCERNSHN
TRANSPORT DOCUMENTS

The documents required are...

The originals and the nonnegotiable
copies of the B/L should be sent by
ship’s mail (air mail).

TpeOyembie TOKYMEHTBI 10KHbI
BKJIIOYATh. ..

OpuruHaibl ¥ HE MOAJIEKALUE
nepeiaue KoM KOHOCAMEHTa
JIOJDKHBI OBIThH BBICIIAHBI CYIOBOM
Ho4YTON (AaBHAIIOYTOM).

The B/L should be clean, endorsed byKonocameHT 10keH OBITh YHCTHIM,

the Shippers.

The first (second, third) original of

HHIOCCHUPOBAHHBIM OTIIPABUTCIICM.

[1epBerii (BTOpOU, TPETHIA) OPUTHHAI

the B/L (blank endorsed, to our order) konocameHnTa (¢ OJJaHKOBOM

should be sent by ship’s mail, while
the mate’s receipt should be sent by
air mail.

Please note that on receipt of the
goods we have discovered the

following difference against the B/Ls.

Please note that the documents
received by us are short of the
following...

Please issue and sign on our behalf..

Please introduce the following
corrections in the cargo documents.

the B/L.Ne ... is cancelled (not
shipped)

The cargo belongs to the parcel
shortshipped per m.v. ..., Blio ...

nepeaToOYHON HAMUCHIO) TOJKESH
OBITH BBICJIAH CYJIOBOM IMOYTOM, a
pacnucka KanMTaHa —aBUano4ToOM.

[Toxxanyicra, OTMETHTE, 4TO IO
MOJTYYCHUU TPYy3a MbI O0OHAPYKUITH
CIEAYIOLINE PACXOXKICHUS C
KOHOCAMEHTAaMHU.

[Toxxanyiicra, OTMETBTE, UTO B
JTOKYMEHTAaX, MOJyYEHHbIX HAMH, HE
XBaTaerT...

[Toxxanyicra, BBIYCTUTE U
HNOAMUIINTE OT HAIIETO UMEHH. . .

[Toxany¥iicra, BHECUTE CIIEAYIOIINE
UCTIPABJICHUS B TPY30BbIC
JOKYMEHTHL.

KOHOCaMeHT No ... CHAT ¢ IIOT'PY3KHU

I'py3 npuHaAIEKUT K TAPTUH, HE
MOTPYKEHHOW Ha TEIIOXOJ ...
KOHOCaMeHT Ne ...
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Instead of the clean B/L we have BMmecTo uncToro KOHOCaMEeHTa MBI
received the foul B/L. HOJYYHJIH KOHOCAMEHT C OTOBOPKOIA.

Since the validity of the L/C ceases, B cBs3u ¢ nucreueHueM cpoka

please antedate the B/Ls. aKKpeIUTHBA, TOXKATYHCTa,
IaTUPYITE KOHOCAMEHTHI 3aIHUM
YHCIIOM.

The date of the Airfreight (Railway, /laTta aBuanmoHHOM (aBTOMOOHIIBHOM,
Autoway) Bill is considered as the KEIJIE3HOJOPOIKHOM) HAKJIATHON
date of delivery. CUUTAETCS JATOM IOCTABKHU.

SAMPLE LETTERS

1. Buyer to foreign exporter stipulating what kindf transport and other
documents are necessary.
Dear Sirs.
Our Indent* SB 55

We received youre-mail of the 2 March requesting shipping
instructions for our above order.

Will you please arrange for these goods to be stwpat the first
opportunity from a suitable Continental Port. Weguiee two originals and two-
negotiable Bills of Ladingwhich should be taken out in our name as shippers
and consigned to “Orde}”the ultimate consignees befrdessrs. Wodehouse
Co. Ltd., Accra.

When Bills of lading become available, these shda@dorwarded to us in
London together with 4 copies of your certified orse and your draft through
the BanR of British West Africa, 37, Gracechurch St., LondB.C.4. Freight
charges incurred should be shown on invoices aridded in your draft

We trust that this information will be of assistarto you.

Yours faithfully.

2. Agent advising shipper about transport and oth@ocuments necessary
for export delivery.
Dear Sirs.
Universal Rapid Electro Hygrometer for Textiles
Further to our letter of thé"@arch, we now have the pleasure to inform
you that Messrs. Populos confirmed with us thedteorfor the Hygrometer
quoted in your Proforma Invoice of March 16, ... Alse have obtained Import
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Licence No0.87531 of March 30, ... for the above ortleough the Bank of
Greece, Athens.

Please note that, after the order has been shipihed,following
documents will have to be sent for collection te Bank of Greede Athens,
under their reference N0.03534:

a) Complete set “On Board Bills of Lading”, issugtto “Order®,

b) Invoice in eight copies,

c) Certificate of Origin in duplicate,

d) Copy of the Insurance Policy on the full invowaue plus ten per cent.

Though the important licence is valid up to thé" ®eptember ... , we
trust that nevertheless you will stick to the defiw time specified in your
proforma invoice, i.e. one month after the receipghe order.

We now look forward to receiving your Order Confation.

Yours faithfully.

3. Continuation of the above — agent receiving orag®nfirmation.
Dear Sirs.
One hygrometer — Order Confirmation No.25611
We thank you very much for your Order Confirmatidn.25611 which
has been duly passed on to Messrs. Populos gifltus.
Yours Faithfully.

4. Continuation of the above — agent advising shepmbout invoices and
certificates of origin.
Dear Sirs.
One Hygrometer for Messrs. Populos

Messrs. Populos have just informed us that thenkéis, the Bank of
Greece, Athens, received the shipping documents thher above order.
Unfortunately they are accompanied by one copyy,oot the final invoice
instead of the eight copies required. Furthermbeedocuments are short'df
Certificate of Origin in duplicate. In our lettef March 26, ... , the receipt of
which you acknowledged with your letter of April 8, , we informed you
which documents would have to be sent in ordevtod® complications at this
end™.

We therefore request you to examine whether theined) Certificate of
Origin and the Invoice copies have been sent uselearate cov&r Otherwise,
please send them to our address as soon as pogsiloiner point which we
should like to draw your kind attention to is thosi the invoice which you sent
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to the Bank of Greece, only the total value of UR%0.00 is stated. In fact also
our commission of USD 185.00 should be shown. Bldas so kind as to put in
the amount of our commission on the additional espf the invoice you will
send us, and deduct it from the total CIF vilexactly as on your proforma
invoice of March 16, ... .

Yours faithfully.

5. Continuation — agent confirming receipt of shipjg documents.
Dear Sirs.
Hygrometer Documents in Order

We are much obliged for your letter of"L¥ay, ... and apologize for not
having replied any sooner.

We are sorry for the inconvenience we caused yadu our letter of 18
May ... . However, we simply passed on the news we reaeived from the
customers and their bankers. On receipt of youvaletter we ascertained that
actually a clerk of the bank mistook the Advicel@déspatch for the shipping
document¥’,

In any case the actual shipping documents were tedgived in the
meantime and customers paid the value of the otdettheir bankers.
Furthermore they took delivery of the Hygrometestgeday. We visited them to
hand over the translation of the operation mdruahd helped them to start
work with the instrument.

The directions for measuring the moisture contefitbobbins are very
clear®. Unfortunately, however, we are not sure of theremi measuring
process when the gauge bobbins is to be used, dteriad being wodl. Would
you, please, send us the necessary technical &dvice

We should be glad to hear from you soon.

Yours faithfully.

6. Carrier requesting agent to issue and sign ors hiehalf amended Bills of
Lading.
Dear Sirs.
Re: m.v. Pioner Vyborga, Sailed from® St. Petersburg Oct. 12, ...
Please issue and sign on our beflaB/Ls with the following
amendmenté:
B/L VGA 301
The total number of cars shipped should be 303 akgge$' instead of 340;
VAZ-2108 — should be 80 unpackages 80 000 kgse@usbf 90); VAZ-2109 —
should be 43 unpackages, 43 000 kgs (instead of 70)
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B/L EC 309
The total number of empty contain@rshipped per this B/L should be 83.
B/L C 315
Please introduce the following corrections into @arer Nos and Seéfs
SZDV3458049, Seal No: B-89364
MMMV8960022, Seal No: B-89365
MMMV3141492, Seal No: VAZ-216
Many thanks in advance and best regards.
Faithfully yours.

7. Foreign port authority advising Russian carriaabout new requirements
in shipping documents.

For the Attention of

The BSC Commercial Director,

Manager of the Cargo Documentation Departifent

Manager of the B/L Department

of the St. Petersburg Port.

Dear Sirs.
Re: New Regulations Concerning Documents for the Poof Brazil

In line with the new port legislatiGhwhich is being introduced now in
Brazil and is going to come into force beginninghwbeptember 1 ... , we
would like to inform you of the following new rufésconcerning cargo
documentation of all ships calling in the pbtisf Brazil.

1. The B/L Numeration.

The numbers of all B/Ls should now consist of filigits*®, the first digit
showing the type of cargo, i.e. 50000 — autoteai@0000 — normal cargo in
containers, 70000 — consolidated cargo in contsihe20000 — dangerous
cargo, in containers or otherwi&e

The numeration of the B/Ls should not necessaelytrougfi* from the
first to the last B/L for the same port. This i tmatter to be decided by
yourselves, and you may well continue the old pracdf introducing the new
count of B/Ls for each type of cargpe.g. 50001, 50002, etc., then 30001,
30002, etc. This will not hamp&rthe work of the new National Computer
Cargo System which is being introduced in all partsBrazil. However, it
would be convenient for us and indeed speed upahdling of the vesséfs if
you would have the Reference Numbers which do ejp¢at themselves. Some
instances of this (although rarely) have occurrethe past, and we would be
much obliged if you would take up this questionhiitthat department which
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gives numbers to the Shippers’ notes and settlendteer with them. We believe
that this is to your convenience as well.

2. Ship’s Mail.

With the introduction of the computer system memd above, we are
now able to reduce considerably the number of deciisnrequired in the ship’s
mail. The set of documents requitgdow is the following:

- to theAgents 5 copies of the B/L, 3 copies of the Cargo Mastife
copies of the Freight Manifest, 2 copies of the g/anus Cargo Manife¥t

- to theConsignees1 copy of the B/L, 2 copies of the Cargo Manifé&st
copies of the freight manifest;

- to thePort Authoriries *® in Brazil: 1 copy of the Cargo Manifest, and 1
copy of the Dangerous Cargo Manifest;

- to theCustomsin Brazil: 1 copy of the Cargo Manifest only.

We believe that these changes in the regulationseraing documents
will be duly noted by you and will serve to faalie the handling of your vessels
and cargoes in our ports.

Faithfully yours.
The national Association of the Ports of Brazil.

8. Foreign agent advising Russian carrier about aistake in shipping

documents.
Dear Sirs.
Re: The Shipment of Phosphate of Ammonium per m.\Novodruzhesk
The m.v. Novodruzhesk, which arrived in Montreal.0 ... has

discharged 2213 bags of Phosphate of Ammonium. Mekyeéhe number of
bags stated in the Bilis 2220. This is in apparent contradiction with #ttual

amount of cargo discharged, as well as with theuwsrnstated in the freight
manifests received by us from the ship’s mail amdnail, and in the B/Ls
received by air mail.

Apparently, there is an error in the B/Ls in thep& mail. However,
since the first original (endorsed to our offeof the B/L is in ship’s mail
(stating the incorrect number of bags, i.e. 222bead of 2213), we are at a loss
what to do.

Please advise us how to act, since the mattetnsrrargent.

Faithfully yours.

9. Reply to the above — new Bill of Lading sentdmurier’'s mail.
Dear Sirs.
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Re: Phosphate of Ammonium, 2213 Bags

We must apologize for the mistake made in the Bibpies and first
original in the ship’s mail). The mistake was mé#u®ugh a clerical error.

The new corrected original of the B/L (endorsegdar order) stating the
number of bags 2213 has been sent to you todayooyie®’s Maif* and will
arrive not later than tomorrow morning.

We apologize for the inconvenience caused.

Faithfully yours.

WORDS AND EXPRESSIONS

1. indent = orden — 3aKa3
2. non-negotiable B/L —KOHOCAMEHT, HE TMOJICKALIUNA
nepenade (T.e. KOIus)
3. taken out in our name as — B KOHOCaMeHTE Haia GpupMa JI0JDKHA
shippers OBITh YKa3aHa KakK OTIIPABUTEIIb
4. the ultimate consignees being  exoHYATEIBHBIMU MOTYYaTESIIIMA
SIBJISTFOTCSI
5. your draft through bank —BaIla TparTa, oruiaynBaeMasi 0aHKOM
6. Freight charges incurred should 3arpartsl Ha ppaxT 10IKHBI OBITH
be shown on invoices and yKa3aHbI B CUETaX U BKJIFOUEHBI B
included in your draft. BaIlly TpaTy
7. hygrometen — rurpometp (uzmepumens
GILANCHOCTIUL)
8. to be sent for collection to the — moyKHBI OBITH MOCIIAHBI IS
Bank of Greece nony4yenus 6ankoM [ 'penun
9. complete set “On Board Bills of~ mosHbIi KOMIUIEKT OOPTOBBIX
Lading”, issued unto “Order” OpAECPHBIX KOHOCAMEHTOB
10. the documents are short of B JIOKYMEHTaX HE XBaTaeT
11. to avoid complications at this — uToObI H30€XkaTh OCIOKHEHHIA C
end IpEYeCcKOil CTOPOHBI
12. sent under separate cover HOCJIAHHBIE OTAEILHBIM AKETOM
13. putin the amount of our — TIPOCTaBbHTE CYMMY HAIIIETO
commission on the additional KOMICCHOHHOTO BO3HArpaKIICHHsI Ha
copies of the invoice you will JIOTIOJTHUTEIILHBIX KOMUSIX CUETOB,
send us, and deduct it from the  koropbie Bel Ham BeIILIETE, U
total CIF value BBIUTHUTE 3Ty CYMMY U3 001k

CTOUMOCTH C.HU.Q.
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14.

15.

16.

17.

18.

19.

20.
21.

22.
23.
24.

25.
26.
27.
28.
29.
30.

31.
32.

33.

a clerk of the bank mistook the — cnyxamuii 6anka omrOOYHO TPHUHSLT

Advice of Despatch for the coo01eHne 00 OTIIPaBKe 3a CyI0BbIC

shipping documents JOKYMEHTBI

operation manual —y4eOHHK, PYKOBOJICTBO I10
IKCILTyaTaluU

The directions for measuring — yka3aHus 10 MOBOY U3MEPEHUS

the moisture contents of CoJiepKaHus Bjard B 000MHAaX OYEHb

bobbins are very clear. SICHBI.

we are not sure of the correct — wmbI He yBepeHBI, Kak B TOUHOCTH

measuring process when the MIPOBOANTH U3MEPEHUs, KOTAa

gauge bobbin is to be used, the wucnonk3yercs nzmMepurTenbHas

material being wool 000w1Ha, a CTIOIB3YEMbIH MaTepra —
IIePCTh

sailed from St. Petersburg Oct.— orxox u3 [lerepOypra 12.10. ...
12, ...

iIssue and sign on our behalf H3J1aiiTe Y MOJIIUIINATE OT HAILIETO
UMCHH

amendmenh — IompaBKa

unpackage — «HEyIakoBKa» (mepmun,
npumemsiembill 00bIYHO OISl
0003HaAYeHUs1 eOUHUY AGMOMEXHUKU,
nepeso3UMbIX MOPEM)

empty container —IOPOKHUN KOHTEHHEP

Container Nos and Seals HOMEpa KOHTEHHEPOB U TIOMOBI

Cargo Documentation — OTJIEJ IPY30BbIX JOKYMEHTOB

Department

port legislation — MOPTOBOE 3aKOHOIATEIIHCTBO

rulen — TPaBUIIO

to call in the port —3aXO0JUTh B MOPT

five digits — MSTh 3HAKOB

consolidated cargo in containers cOopHbIii Ipy3 B KOHTCHHEpax

dangerous cargo, in containers— onacHblii Ipy3, IEPESBO3UMbII B

or otherwise KOHTEIHepax Ui HHAaYe

through Gumeration — ckBo3Has (Hymepayus)

new count of B/Ls for each type- HoBbIii oTcueT (HOMEPOB)

of cargo KOHOCAMEHTOB ISl K&XK0TO THIIA
rpy3a

to hampewnr — MemaTh
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34. to speed up the handling of the— yckoputs 00paboTKy cymoB

vessels

35. to take up the question with HOCTaBUTh BOIIPOC TIepe/]

36. the set of documents required KOMILIEKT TPeOyeMbIX IOKYMEHTOB

37. cargo manifest, freight — Tpy30Boi MmaHudecT, (ppaxTOBBIN
manifest, dangerous cargo MaHudecT, MaHU(ECT Ha OTACHBIN
manifest rpy3

38. port authorities — [MOPTOBBIE BJIACTH

39. stated in the B/L —yKa3aHHOE B KOHOCAMEHTE

40. endorsed to our order -HHJIOCCUPOBAHHBIN HAIIEMY IPUKA3y

41. courier’'s mail — KypbepcKas 1mo4ra

9. Pointing out clerical error.
Moscow, 18 August, 2...
Dear Sirs,
m.v.! “Valerian Kuybyshev” Order ? No. 2330

We confirm? our telephone conversatfonf this morning during which
we informed you that you had omitfeth enclose with your letter of the 15
August the invoic® for the goodS shipped by m.v. “Valerian Kuybyshev”
against Order No. 2330.

Please send us the invoice by air-mail.

Yours faithfully,

10. Reply to the above — error acknowledged.
London, 18 August, 2...
Dear Sirs,
Order No. 2330

With reference to our conversation by telephoneayodith Mr. G.P.
Sidorov, we regret that through a clerical errariouoice for the goods shipped
by m.v. “Valerian Kuybyshev” was not enclosed irr tetter to you of the 1%
August.

We are sending you the invoice herewitand apologize for the
inconvenience you have been caused.

Yours faithfully,
Enclosure
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11. Pointing out error in documents.
Moscow, 2% October, 2...
Dear Sirs,
Portable Gas Turbines®. Order No. 1816

We thank you for your letter of the I®ctober enclosed in which was
your confirmation® of our Order No. 1816 for 3 Portable Gas Turbinge
would like to draw your attention foan errof® which we noticetf in the order
confirmation, viz*> the nominal ratint] of the turbines is indicated as 180
b.h.p instead of 150 b.h.p.

For order’s sake we would like you to acknowledeeeipt of this lettéf.

Yours faithfully,

12. Reply to the above — error acknowledged.
London, 24 October, 2...
Dear Sirs,
3 Portable Gas Turbines. Order No. 1816

We acknowledge with thanks receipt of your lettethe 2F' October and
very much regret that through a typing error thenimal rating of the Portable
Gas Turbines was indicated in the confirmatiorhef@rder as 180 b.h.p. instead
of 150 b.h.p.

We thank you for pointing otitthis mistake to us.

Yours faithfully,

13. Letter accompanying order for paints.
Portsmouth, 27 April, 2...
SW/PL
The Southern Paint Co. Ltd.,
Grayling Lane, Eastleigh

Dear Sirs,

The demand for FINEX HOUSEMAN paints has been savif@ this
month that our stockl§ generally quite high at this time of the yeawyééallen
to a minimum. This means that we shall be unablevad for the next bulk
delivery??, but must replenigfistocks at once.

The attached order, No. 4743, is for a totdl 86 boxes. As this falls
appreciably shoft of the amount necessary to qualify for the maximum
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discount®, we cannot claifif it. Nevertheless, as customers of long starfding
we feel that we may ask you to include this ordéhwur quarterly orf@ due
next month in order that we may take advantaghebest ternis.

We should be obliged if you would treat this ordsrurgent and arrange
for® immediate delivery.

Yours faithfully,
T.Nicholls & Sons
S. Wilkins

Enc.

14. Reply to the above — manufacturer unable to glythe order fully.
2" May, 2...
The Southern Paint Co. Ltd.,
Grayling Lane, Eastleigh 236
PL/SB
Messrs. T. Nicholls & Sons,
Broad Street, Portsmouth

Dear Sirs,

We thank you for your order No. 4743, which is reicgy immediate
attentior® and will be delivered within the we¥kWe, too, have had a riiron
HOUSEMAN paints with the result that we may notdide to supply you every
colour marked on your order.

With regard to your request for the inclusion ofstlerder with your
quarterly order, we regret that this will not besgible since it would involv&
extended credit at maximum discount. What we aepamed’ to do, however, is
to invoice this order separately but at full diseit

We trust that this compromise meets with your apglfd and look
forward td° your further orders.

Yours faithfully,
The Southern Paint co. Ltd.,
P.Liston

15. Reply to enquiry — sending proforma invoice.

July 18" 2...
Gentlemen:
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Your Enquiry ** of July 3, ...

Our factory, “Sevzappribor”, sent us your above wrnyg for further
attention. We enclose a proforma invéfceshowing all details required.
Unfortunately, the relative catalogue is at presardilablé® in Russian only.
That is why the proforma invoice is accompaniedalprospectus covering GO
Recorder¥, which may prove helpful.

We are confident that our offer will induCeyou to send us your order
soon.

Yours faithfully,

Encl.
WORDS AND EXPRESSIONS

1. m.v. = motor vessel —TCTLI0XO0/
2. ordern — 3aKa3s

to orderyv — 3aKa3bIBaTh
3. toconfirmy — MOATBEPIKIATh
4. conversatiom — pasroBop
5. toomityv — ymyckath (U3 BUa)

omitted to enclose with your letter 3a0pum (ymycTriIN) IPUIOKUTH K
Bamemy nucemy

6. invoice,n — cyer
to invoice,v — BBICTaBJIATH CUET
7. goodsn — TtoBap(bI)
8. againstprep — TPOTHUB
against Order No. —10 (coryacHo) 3aka3y Ne
9. herewithadv — 1pH ceM (Ipuaraercs)
We are sending the invoice — Tpu ceM BbicbulaeM Bam cuer
herewith
10. gas turbine —ra3oBas TypOHMHa
portable adj — MEPEHOCHOM, ePeABUKHON
(mopTaTUBHBI#)
11. confirmation,n — TOATBEPKICHHE
12. to draw one’s attention to —fIpUBJIeYb Ybe-JINOO BHUMAHUE K
13. error,n — omuOdKa
erroneousad] — OIMOOYHBIN
to err,v — omubarbcs
14. to noticeyv — 3ameuath (BHJIIETH)
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15.
16.
17.
18.

19.

20.

21.
22.

23.
24.

25.

26.

27.

28.

notice,n

viz. — videlicet fat.)

nominal rating

b.h.p. = brake horse power
For order’s sake we would like

you to acknowledge receipt of this

letter.

to point,v

point,n

to point out smth
demandn

supply,n

to demandy

heavy demand for paints

stocksn
bulk delivery

to deliver,v
delivery,n
bulk, n

to replenishy
the order is for a total of...

to fall short of falls appreciable
short of the amount necessary
to...

to qualify for the maximum
discount

discountn
to discounty
to claim,v
claim,n
customern

— HOTHC, U3BECIICHUE

— TO €CTh, @ UMEHHO

— HOMHUHaJIbHasI MOITHOCTh
FOPMO3HAsI JIOMIAINHAS CHJIa

— I TIOPSIAKA MBI XOTEJIH ObI, 4TOOBI

BBl OATBEPIUIIH ITOTYICHHE STOTO

nuchMa

— yKa3bIBaTh

— TMyHKT, TOYKa

—YKa3bIBaTh Ha YTO-JIMOO

— cmpoc

— TPEaIoKEeHNE

— TpeboBaTh
-€WIBHBIHN (00JIBIIION) CIIpoC Ha
Kpacky

— 3amackl

— MapTus NOCTaBOK (eciu nocmasku
0OCYWeCmBISIIOMCs. NAPTMUSAMLL)

— TIOCTaBIATH

— TMOCTaBKa

— Macca, 00JIbIII0e KOJMYECTBO Yero-
160

— TIOTIOJHSATH

— 3aka3 (Bplgaya) Ha oO1ee
KOJIMYECTBO, COCTABJISIIOIIEE. . .

— HE XBaTaTh, OBITh MEHBIIIE
TpeOdyemMoro

— COCTaBJIATH KOJIHMYECTBO,
3HAYUTEILHO MEHBIIIEE
HEOOXOIMMOTO JUISA TOrO, YTOOBI
UMETh ITPaBO Ha MAKCUMAJIbHYIO
CKHJIKY

— CKHJIKa

— JIeJaTh CKUIKY

— TpeboBaTh

— TMPEeTeH3Hs

— TMOKYyIaTemb
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29.

30.

31.

32.

33.

34.
35.

36.

37.

38.

39.

40.

41.

42.

43.

44.

45.

customers of long standing

quarterly,adj —

quarterly one = quarterly order

terms,n —

terms of delivery
terms of payment
the best terms

urgent,ad;
to arrange for smth
arrange for immediate delivery

attention,n —

receiving immediate attention
within the week
we have had a run on paints

to involve,v —

it would involve extended credit

to preparey —

HOCTOSIHHBIH (XOPOIIO N3BECTHBIH)

MIOKYTIaTeNb

KBapTaJbHBIN

¥BapTaIbHBIN 3aKa3

ycnoBus ((pUHAHCOBBIE,

KOMMEpPYECKHE U T.I1.)

— YCIIOBUS TTIOCTaBKU

—yCJIOBHSI OTLIATHI

—ny4ime ycioBus (nocmasku ¢
MAKCUMATILHOU CKUOKOTL)

— CpOYHBIN

—ycTpouTh (OpraHU30BaTh) YTO-JINOO
-9pPraHU30BaTh HEMEJICHHYIO
MIOCTaBKY
BHUMAaHUE
30. CIICIIHO PaCCMAaTPHUBACTCS

— B TCUCHHE HEICIH
y-Hac ObLI OOJIBIIION CIIPOC Ha
KpackKy
3aTparuBaTh, KaCaAThCs

-30. 3TO OyJeT 03Ha4YaTh (KacaTbcs)
NPOJJICHUE KPEeIUTa
TOTOBHTD

What we are prepared to do (iS...) =0 MBI TOTOBHI clielaTh (Tak 3TO...)

at full discount
approvaln

meets with your approval
to look forward to smth

enquiry,n —

a proforma invoice

available adj —
catalogue is available in Russian—

only

prospectus covering G@Recorder —

to inducey -
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— C MOJHOM (MaKCHUMAaJIbHOM) CKHIKOM
— oJ00peHue

-BcTpeTHT Barie onoOpenue

—0XHJIaTh YET0-TH00
3a1poc

—o0pasen (hakTypbl
(mpenBapuTenbHas GakTypa)
JOCTYTICH, UMEETCS B HATMIHH
KaTaJIOT UMEETCS TOJIBKO Ha
PYCCKOM SI3bIKE
HPOCIIEKT, TOCBSAIICHHBIN CYCTUYNKY
YTJICKUCIIOTHI
o0y /1aTh, MMOATAIKHBATh



EXAMPLES OF TWO BILLS OF LADING

1. Through® Bill of Lading
RECEIVED in apparent good order and condition fitbun firm

in (residence)
for transportation by railway or river-ship frontgson)

via®
to the sea-port or railway-station of
to be forwarded thence by steamer / motor-ship éafship)

or any following steamer / motor-ship (substitutejund for the port of

Which are said to

contairr:
Senderdmarks | . Numbers (.)Af (Se_ndgr 3 Gross weigfft
_ | pieces and kind of description of
and numbers: stated by sender
packages goods and
statement of
guantity)

Marked and numbered as mentioned above, TO BE DERED unto
or to ORDER against surrehaérthis FORWARDERS' through
bill of lading and against payment of freight artthiges, if any. The OCEAN
bill of lading is to show the clause: NOTIEYThis forwarders’ through bill of
lading is at the same time a deed of contract bEtwhe sender and the
undersigned forwarding firm and establishes thbtsigand obligations between
the sender and the undersigned forwarding firmadeepting this bill of lading
the sender as well as the acquirer or the hdtfethis bill of lading ratify all its
stipulations and all exceptions, conditions an@mestions mentioned herein.

The conditions of this bill of lading, mutually a&gd upon, are as
follows*:
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1. The undersigned forwarding firm while undentakito proceed with
the care of a proper businessman when taking awekstoring the goods, when
procuring the transportation and when selectingcireers, shipping companies
and forwarders, does not assume any responsiliitcarriel’, therefore, it
must not be considered as carrier, being merelyoravarding agent in
accordance with legal regulations and forwardessinges. Consequently the
undersigned forwarding firm cannot be made resppdmgor any actions of the
carriers or their representatives.

2. The fulfilment according to this forwarder$irbugh bill of lading is
dependent upon prior fulfilmehtby the actual carriers participating in the
transportation, according to the relative transpgotuments. Prior to the
completion of transportation neither the sender ther holder of this bill of
lading has the right of claiming delivery of transjpdocuments.

3. The undersigned forwarding firm is responsitde the loss of and
damage to the goods during transportation or ferdamages resulting from
delayed delivery only so far Bsthe selected carriers or the other forwarders
participating in the transportation are responsitdevards the undersigned
forwarding firm.

4. The undersigned forwarding firm will procureetinsurance of the
goods, and act as intermediator, however only s& @ahas been so instructed.

IN WITNESS WHEREOF the undersigned forwarding fifras signed
bills of lading, all of this teddand date, one of which being
accomplished, the others stand null and void.

Place. 2005. For delivery of the goddase apply to the
firm:

FREIGHT:

The printed style of the forwarding firm and itsvfal signaturé™

* VYcioBus J@HHOTO KOHOCAaMEHTA, B3aUMHO MPUHATHIE CTOPOHAMH,
COCTOSIT B CIEAYIOLIEM:

1. HmwxenoanucaBmascsi 3KCIEAUPYIONIas KOMIIAHUSA, XOTA U 00s3yeTcs
JIEICTBOBATh B COOTBETCTBUU C TpPeOOBAaHHMSIMH JEIOBOM 3TUKH BO BpeMs
MOJIyYeHHS U XpPaHEHUs Irpy3a, OpraHu3aliy epeBO3KU U BbIOOpa MEpEeBO3UHKA,
OTHPABUTEIIA U TPAHCHOPTHBIX IKCIIETUTOPOB, B TO KE BpeMs HEe OepeT Ha cels
0053aTeNBCTB MEPEBO3YHKA, MTO3TOMY HE MOXKET CUMTAThCS MEPEBO3UYUKOM, HO
TOJIBKO 3KCIEIUPYIOIIUM areHTOM, AEMCTBYIOIIMM B COOTBETCTBUU C 3aKOHOM U
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oObrdyassmMu. COOTBETCTBEHHO, HIKEMOIMUCABIIAsICS IKCIIeAUpyIomias Gupma He
MO>KET OTBEYaTh 3a J00bIe IEHCTBUS MEPEBO3UUKOB WIIM UX MPEJICTABUTEIIEH.

2. BoinosnHeHue 00s13aTeIbCTB MO JAHHOMY CKBO3HOMY 3KCIEIUTOPC-
KOMY KOHOCAMEHTY 3aBUCUT OT MPEAbIAYIIETr0 BBINOIHEHUS 00s3aTENbCTB
NEPEBO3YMKAMH, PEATIBHO OCYILECTBIIOIIMMHI TPAHCIOPTUPOBKY I'py3a corjac-
HO COOTBETCTBYIOIIUM TPAaHCIIOPTHBIM JTOKyMeHTaM. Jlo 3aBepuieHus1 TpaHCIOp-
TUPOBKA HU OTIpPAaBUTENb, HU JEpXKaTeb JTaHHOTO KOHOCAMEHTA HE HMMEIOT
npaBa TpeOOBaTh MPEAOCTABICHUS TPAHCIOPTHBIX TOKYMEHTOB.

3. Hmwxkenoanucapmasicss dKcreaupyromas ¢upmMa OTBETCTBEHHA 3a
NOTEPIO WM MOPYY I'Py3a BO BpeMsl IEPEBO3KH, a TAK)KE 3a OPUY, BBI3BAHHYIO
3aJIep>KKOM B JOCTaBKE, JIMIb B TOM CTENEHH, B KAKOIl BBIOpAHHBIEC IEPEBO3UNKU
WIN JAPYTHE SKCIEIUTOPHI, YHACTBYIOUIUE B TAHHOW MEPEBO3KE, OTBETCTBEHHBI
nepe] HUKETOAMUCaBIIIeCs SKCTIeAUPYIOIIei (PUpMOH.

4. Hwxkenoanucapmiasicss  dKcneawpylomas  ¢upma  obecreunBacT
CTpaxOBaHUE I'py3a W BBICTYNAET B POJM NOCPEIHUKA, OJHAKO JIMIIb B CIIy4ae
nojaydyeHus cooTBercTByrommux uUHCTpykuui. B YJIOCTOBEPEHUE YEI'O
HIKENOJIMUCABINIASICS  AKCIeaupyomas  ¢upma mnojamnucana
KOHOCaMEHTOB, BCE OJHOTO COJEP>KaHMsI U JaThl, U €CJIM OJUH W3 HUX OyHeT
UCITI0JI30BaH, TO APYTHUE SIBISIOTCS HEJECHCTBUTEIbHBIMU.

Mecto 2005./Ins  momydeHUsT Tpy3a, TMOXKAIYHCTa,
obparurtech kK pupme:

Opaxr:

Hanewarannoe HanMeHOBaHUE 3KCTEAUPYIONIEH (UPMBI U TTOMHCH:

2. Form of Bill of Lading Used by the Baltic Shippng Company
Bill of Lading No. ...
Shipped in apparent good order and condition by
on board the steamship / motor vessel called the
where of Master is
trading under Russian flag, Owners Baltic Statei@ship Line, Carrier
and now lying in
the following goods, viz:>

SUPPLIER?*®

(Full address)
IMPORT INSTITUTION’

TERMS OF DELIVERY: COUNTRY
OF
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ORIGIN:®

(if f.0.b. also state port)

Transport® .
: : 0 : Calling
Lic. No. Instruction | Ordef°No. | Nariad No.
Forward No.
No.
CONSIGNEE:
(Address)
DETAILS OF GOODS:
Marks and Nos. of packages, Total cubic Description of
and kind of
numbers : measurement goods
packing
WEIGHT: Total Gross
(tons, cwts, grs, 1B5)
Total Net
(tons, cwits, qrs, Ibs)
VALUE
Rate of freight Received on accoufitof To be paid by’
freight Consignee

Being marked and numbered as above but not guadnfer the
adequacy of marks and to be carried and deliveubiest to all conditions,

terms and clauses inserted into this Bill of Ladingthe like apparent good

order and condition from the ship’s deck (eithéoilighters or on the quéYat
Master’s optiof) where the responsibility of the Carrier for tharrage of

aforesaid goods shall cease.
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The goods to be delivered at the port of ............ onear there as the
ship may safety get always a float, to the Consigmreto his or their assigfis
on payment of freight as per margin of this Billlafling and all other charges
due under this contract of carriage.

Nothing of this Bill of Lading whether printed, avritten, or stamped
shall limit or affect the above-mentioned condigfn If the freight and all
charges in connection with the contract of carripggable on or before delivery
of goods have not been paid, the Carrier, on dsligéthe goods to warehouse
(ware-houseman), or into lighters (lighterman) tiveo custodiaff entrusted to
hold the goods gor their Owner, shall be entitledstipulaté® that the said
custodian shall not part with the posses8idhereof until payment has been
made of full freight and any other charges due utiie contract of carriage.

Neither the weight nor the measure of goods camdullk as well as the
conformity’* of all kinds of goods with their description inigtBill of Lading
are checked by the Carrier during loading.

The shipper, the receiver of goods and the holfldneoBill of Lading as
well as any other person interested hereby expgressiept and agree to all
printed, written or stamped provisions, terms aggkrves of this Bill of lading
including those on the back hereof.

In witnes§? whereof the Master, Carrier or his Agent has riéid” to
...... Bills of Lading, all of this tenor and date, or&d which being
accomplished the others stand null and void. OtleoBLading duly endorsed
is to be given up in exchange for the goods, orfdelivery ordéef for same.

Dated in this day of 20

WORDS AND EXPRESSIONS

1. through (Bill of Lading) — CKBO3HOH (KOHOCAMEHT)

2. viaprep — uepes

3. Sender’s marks and numbers MApKH 1 HOMEPa OTIIPABUTEIIS

4. number of pieces and kind of — YHCJIO MECT M POJ] YIIaKOBKH

packages

5. said to contain (STC) —10 3asBJICHHUIO COACPKHUT
(obvlunas hopmynuposxa 6
KOHOCAMEHMAXx)

6. gross weight stated by sender B€C OPYTTO MO 3asBICHUIO
OTITPABHUTEJIS
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10.
11.
12.
13.
14.

15.
16.
17.
18.
19.
20.
21.

22.
23.
24.
25.

26.
27.

28.

29.

against surrender ... and against — mnocJe cnaun (KOoHOCaMeHTa) U

payment
“Notify”

the acquirer, the holder of the B/L

carriern

prior fulfilment
only so far as
tenorn

YILIATHI

“u3BemarTh Mo ajapecy”
(cmanoapmmnas epagha 6
KOHOCAMEHMAX)
HOJIy4aTellb, IepyKaTeib
KOHOCaMEHTa
IEPEBO3YHNK

— MPEALIECTBYIOIIEE UCIIOJHEHHE

— JIMIIb B TOM CTENIEHH, B KOTOPOU

cojiepKaHue

The printed style of the forwarding— nHaneuataHHOE€ HaUMEHOBaHKE

firm and its lawful signature

viz.

supplier = shippen

import institution = consignee
country of origin

transport instruction

ordern

tons, cwts (hundred-weights), qrs

(quarters), Ibs (pounds)
received on account of freight
to be paid by consignee

either into lighters or on the quay

at Master’s option

assigm
Nothing of this Bill of Lading
whether printed, or written, or

stamped shall limit or affect the

above-mentioned conditions.

warehouseman
lightermann

custodiam

shall be entitled to stipulate
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AKCTIeIUPYIONIeH (GUpMBbI U
MOJIUCH
MMEHHO, TO €CTh
OTIPABUTEIIb

—10JIy4aTelb

— CTpaHa IMPOUCXOKIACHUA

—TpaHCIIOPTHAs HAKJIaJHAs
nopyueHue
TOHHBI, IICHTHEPHI, KBOPTEPHI
(mepa 6eca), GyHTHI
10JIy4€HO B cueTax (paxra
X yIjiaTe mojayJareinem
#AMO0 Ha JIUXTEPHI, TMOO0 HA
npuYal

— 110 BeIOOpY (Ha yCMOTpEHHE)

KanuTaHa
IIPaBOIPEEMHUK
HwnuTo B 3TOM KOHOCaMEHTE,
HaIe4yaTaHo JU OHO, BIIMCAHO OT
PYKH WIHM OTIITEMIIEIIEBAHO, HE
MOXET OTPAHUYNATHh U U3MEHUTH
BBILLICYIIOMSIHYTBIE YCIIOBUSA
BJIaJICJICI] CKJIaJa
BJIaJICJICL] TUXTEpa
XPaHUTEIb

—10JIyYUT IIPAaBO OTOBOPUTH



30. to part with (the possession of  — BeITycKaTh 4TO-J1. U3 CBOETO

smth) BIIQJICHHS
31. conformityn — COOTBETCTBHE
32. withessn — CBHUIETEID, T0KA3aTEILCTBO,
CBHUICTEIILCTBO
In witness whereof —B YJOCTOBEPEHHE YETO
33. to affirmv —  30. IOJIUCATh
34. delivery order — nenuBepu-opaep (pacnopsiowcenue

0 sbl0aye mosapa)

USEFUL PHRASES

STARTING A MEETING
Well, ladies and gentlemen, | think we should begin
Perhaps we’d better get started / get down to bagsin
Right then, | think it's about time we got starfegbing.
Right then, | think we should begin.
Let’'s begin / get going, shall we?
Shall we start?

STARTING OBJECTIVES
The purpose of this meeting is, first, to ... ancbselty to ...
We are here today to consider firstly ... secondlyhirdly ...
The main objective of our meeting is ...
I've called this meeting first to ... secondly to ...

KEEPING THE MEETING MOVING
Would you like to begin / to open the discussior?...
Perhaps you’'d like to explain / tell us / give us ...
What do you think ... ?
Shall we continue then?
Let's move on.
Would you like to comment here?
What about you?
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ASKING FOR OPINIONS

To one person

To a group of people

What are your views on ... ?

L ?
What do you think about ... 7

What's your opinion aboy

that?

Any reaction to that?

What are your feelings abouitlas anybody any strong feeling about / vie
on that?

's the general view / feeling abou

What
that?

tHas anybody any comments to make?

GIVING OPINIONS

Strong Neutral Tentative
I'm sure that ... | think / | believe that ... | It seems to me that ...
I'm convinced that ... Aslseelit ... I'm inclined to think that

| feel quite sure that ...

From a financial point ofMy inclination would be
view ... :
It's perfectly clear to meThe way | see it is thatl tend to favour the viey

to..

EWS

that... that...
DISAGREEING AND AGREEING
AGREEMENT
Strong Neutral
I’m in complete agreement. | agree.
| quite agree. You're right there.

| couldn’t agree more.
Yes, definitely.
Exactly!

Precisely.

| think you're right.
Yes, and ...
That's true.

That's right.

DISAGREEMENT

Strong

Neutral

| disagree completely.
That's out of the question.
On the contrary.

Of course not!

That's ridiculous.

| don’t agree.

That’s not how | see it
| wouldn’t say that.
| think you are wrong.

| disagree.
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MAKING SUGGESTIONS AND RECOMMENDATIONS
Strong suggestions ...
The only solution is to ...
| see no other alternative but to ...
There is no alternative but to ...
We must ...

NEUTRAL SUGGESTIONS
| recommend that we should ...
| think we should ...
My recommendation is that we should ...
| would suggest that we ...
We should / ought to ...
If | were you | would ...

TENTATIVE SUGGESTIONS
We could always ...
It might be a good idea to ...
Have you thought of ing ...
One solution would be to ...
What about ing ...

ACCEPTING PROPOSALS

Standard Informal
I’m completely in favour of that Great idea
I've absolutely no objections Excellent
I’m sure that’s the best solution / idea Terrific
I'd be / I'm in favour of that Good idea
That's a good idea Sounds fine
That seems quite a good idea Fine by me
| suppose that's OK OK by me

DEALING WITH INTERRUPTIONS AND RETURNING TO THE POIT
Well, | don’t think we should discuss it furthedsay. As | said before ...
| take your point but can we please stick to themsabject in hand.
| see what you mean but | think you’re losing sighthe main point.
That's all very well but | don’t see what it's gimt do with the main point of the
meeting.
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To go back to what | was just saying, ...
To return to the main point, ...

Going back to what | said before ...
Getting back to my original point, ...

As | was saying, ...

GOING TO A CONCLUSION
So, if there are no more objections | suggestybat...
If everyone’s in favour | suggest that ...
If everyone’s in agreement | propose that ...
Then | recommend that ...
Do you all agree that ...?

BRINGING A MEETING TO AN END
Is there anything else we ought to consider now?
Right, if no one has anything else to add ...
Does anyone have anything else to add ... ? Rigén, thhink we can end the
meeting at this point.
If nobody has anything to add then we can drawntbeting to a close.
So, if that’s everything then we can stop here.
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GLOSSARY

ABapus odomas (general average)

VYuep6, HacTynaromuii B pe3ysibrare JOOPOBOJIBHOTO OTKa3a OT YacTed Kopmyca
CylHa WJIM YacTU NEPEBO3UMOrO rpy3a, C LIENbI0 CINACEHUsl CyJHA, a Takke H3-3a
pacxo/oB, CBS3aHHBIX C OOECNEYCHHEM 3alllUTHI CyJHA M OCTaBINEHCS YacTH Tpy3a.
Ecnu npennpunsTeie Mepbl ObLIM YCHEUIHBIMU, BCE TTOHECEHHBIE MPU 3TOM YOBITKH
noaJICKaT BO3MCIHICHHUIO Ha HpOHOpHHOH&HLHOfI OCHOBC MCXKJY BCCMH CTOpOHaMM
peaNpUSTHUSL.

ABapus yactHas (particular average)
YactuuHblil yniepO B pe3ysibTaTe HECYACTHOIO Cy4as, KOTOPBIM MOJIHOCTBIO HECET
BJIa/IeJIel] IOBPEXACHHOTO UM YTPAuE€HHOI'O Ipy3a.

ABuarpy3oBasi HakjaagHas (air waybill — AWB)

[IepeBO30YHBIN JOKYMEHT, YAOCTOBEPSIOIIMK 3aKIIOYEHHE JIOTOBOpA IIEPEBO3KHU
MEXIy TPY300TIPaBUTEIEM M BO3AYUIHBIM MEPEBO3YMKOM B MEXAYHAp. COOOIIECHUU.
A. H. BKJIIOYAET CJeJd. PEKBU3UTHL: KOJ MEPEeBO3YMKA, HAUMEHOBAHHUE U aJIpec
IPy300TIIPaBUTEINS U TPY30II0IydaTesis, KO BaIIOThI, KO/ BH/Ia OIIAThI, MacCcy OpyTTO
rpy3a (B ¢gyHTax wim Kr), kiacc Tapuda W T.JO. A. H. HE TOJBKO MOJATBEP)KIACT
HaJlM4ue JOroBOpa Ha MEPEBO3KY, HO M CIYXKHUT JIOKA3aTEJIbCTBOM TOrO, YTO TPY3
IPUHSAT NEPEBO3UYNKOM.

Axknu3 (excise, excise-duty)
Bung kocBeHHOro Haiora, BKJIIOYAaeMOIO B ILIEHY ToBapa. PacmpocTpaHsiercss Ha
OIPEJICIICHHBIN KPYT TOBAPOB U YCIYT MAaCCOBOTO CIIPOCA U MPEAMETOB POCKOIIIH.

An Basopem (ad valorem)

MeTtox HMCYHCIEHHS MPOBO3HBIX IUIATEXKEH NPH MEPEBO3KE IEHHBIX TPY30B JIHOO
pasMepa TaMOKEHHBIX IMONUIMH B BHIE TBEPALIX CTABOK 3a €IUHMIYY H3MEPECHHS
TOBapa B MPOIIEHTAX OT €r0 ICHBI.

AxBu3anus rpy3a (acquisition of cargo)

[IpuBnedyenue rpysa Jjs 3arpy3kd JUHEUHBIX CYIOB. A.r. OOBIYHO OCYIIECTBIISACTCS
creuaJbHbIMHU Aar€HTCKUMU (1)I/IpMaMI/I, KOTOPBIC MMCHOT IOCTOAHHBIC OOT'OBOPHBIC
OTHOIICHMS C JIMHEHHBIMU KOH(l)epeHHI/I}IMI/I H OCYHICCTBIIAIOT BCChb KOMIIJICKC MCP IIO
3arpy3ke CyJ0B KOMIIAaHUM B JAaHHOM HOPTY. DT (UPMBI OOBIYHO MOJAEPKUBAIOT
IIMPOKME KOHTAKTHI C KIHEHTYpoH (Cpy30BiajeibliaMu), BeAyT paboTy 110
NPUBJIICYCHUIO TPY30B, a TAKXKE BBHIMOJHAIOT MPEACTABUTEIbCKUE (DYHKIUU B MOPTY,
noyrydasi 3a A.r. KOMHUCCHUIO C CyMMBbI ()paxTa WM ONPEACICHHYI0 (PUKCHPOBAHHYIO
wiaTy (Tak Ha3pIBAEMYIO areHTCKYIO JITHEHHYIO KOMUCCHIO).
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Ba3uchelie yciosusi noctaBku (basic terms of delivery)

VCnoBHus TIOCTaBKH, pPaclpelesioNine MEXAy MPOJAaBIOM H  IOKyIarejaeM
00s13aTenbCTBa MO0 OQOPMIICHUIO JOKYMEHTOB M OIUIATE€ PACXOOB, OMPEACIIAIONINS
MOMEHT Iepexojia MpaB COOCTBEHHOCTH, CTPAXOBBIX PHCKOB W OTBETCTBEHHOCTH 3a
TOBAp.

Baparpus (barratry)

VYMBIIICHHBIA yiiep0, HAHECEHHBIH CYIHY WM TPY3y JCHCTBUSAMH KaluWTaHa WA
KOMaH/bl CyaHa 0e3 BelIoMma CyIOBIaJeNblia, a TAaKXKe JAp. HE3aKOHHBbIC JCHCTBU,
NPUYMHUBIIKE YIIepO CyIOBIaAeNblly WM Tpy30BIaaesblly. Puck Oapatpuu
CTPaxyeTCsl COBJIA/ICIBIICM.

Be3nokymenTtHblii rpy3 (astray freight)

I'py3, xoTophIii OOHapyXeH Ha CKIajJe TEPMHHAJIa WM HAa TPAHCI. CPEACTBEe 0e3
IIEPEBO30YHBIX JOKYMEHTOB, M NPUHAIIEKHOCTH KOTOPOrO YCTAaHOBUTH HE yIAJOCh.
b. r. nognexut peann3anuy B yCTAaHOBIEHHOM IOPSIKE.

Becnnomsmmuublii BB03 (duty free importation, imports in bond)

BBo3 Ha TCPPUTOPHUIO CTPAHBI TOBAPOB 0e3 YIUIATbl TaMOXXCHHBIX IMOIIJINH, HAJIOTOB,
C60p0B. B otnuuue ot yCJ'IOBHO-6eCHOHIJ'II/IHHOFO BBO34, OCBO60)KIIGHI/IG OT YILIAThbI
TaMO>KEHHBIX IJIaTeKel B ciIy4dac b. B aBIsieTCA 663YCJ'IOBHI>IM " paClIpoOCTPaHACTCA Ha
HCKOTOPLIC TOBAPHbI, IPCAMCTBI JIMYHOT'O ITOJIB30BAHUA I'PpAKIAH, HCAOPOTUC ITOAAPKH,
B T.4. ICPCChIIIACMbBIC B MCIKAYHAPOAHBIX ITOYTOBLIX OTIIPABJICHUAX, U AP.

Boamepes (bottomry)

JleHe)kHBIH 3aeM TOJ 3ajor cydHa, (paxTa W Tpy3a, 3a CUET WX BIAJICIBIEB
II0JIy4aeMbIi KallUTAaHOM CYyJIHA B CiIy4asix KpailHeil HEOOXOJUMOCTH B JIEH. CPEICTBAX
IUIs 3aBEpIICHUs] pelica HeoOXOAMMOCTH (HEOOXOIMMOCTh HEOTIOKHOTO PEMOHTA,
NpUOOpPETeHNsT TOIUIMBA, BOJBI, IMPOJOBOIBCTBHS W IIp.). B Hacrosimee Bpems
IPUMEHSIETCS PEIKO.

Bounnossie rpyssl (bonded goods)
['py3bl, XpaHsiecs Ha OOHIOBOM CKIIAJIE.

Bounposwlii ckaan (bonded warehouse)

Cxutaj, Ha KOTOPOM BBE3EHHBIC TOBAPhI XPAHSATCS MO/ TAMOKEHHBIM KOHTpOJieM 0e3
B3MMAaHUs TAMOKCHHBIX IMONLIMH ¥ HAJOroB W 0e€3 NpUMEHEHHS K ToBapam
JIAICH3UPOBAHUS M KBOTUPOBAHHS HA TIEPHOJT XPaHEHHS.
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Bec 6pyTTo (gross weight)

Macca TOoBapa BMeCTe C YINaKOBKOW BHYTpEHHeH (HEOTAEIMMO# OT TOBapa 0 €ro
noTpeOsIeHNs) U BHEIIHEH — Tapoil (SIIUKH, MEIIKH, O0UKH | T.1.) B MexmyHapogHOM
MpPaKTUKE TOPTOBBIX OTHOIICHWM BCTPEYAETCS TaKXKe TEPMHUH ' MOIyOpyTTO",
o0o3Hauaronuii B. 6. 32 BBIY€TOM MacChl HAPY)KHON YITAaKOBKH.

Bec Buirpy:kennsiii (delivered weight)

Macca ToBapa, yCTaHOBJICHHAsl MPH BBITPY3KE B TOUKE HA3HAUCHHS W yKa3aHHAs B
JOKYMEHTE MpoBepkHu Macchl. [Ipu caade ToBapa mo B. B. pHck 3a HejocTady Hecer
NPOJIaBeIl, a HE TIOKYIATEb.

Bec Harypaasnblii (natural weight)

BeIpaskeHHe KOJMUYECTBA MOCTABIEMOTO CHIIYYEro TOBapa CEIbCKOXO3SMCTBEHHOIO
IPOUCXOX/ICHHsS, HANpUMEp, 3CPHOBBIX, H3MEPAEMOTO B Mepax o0bema —
TeKTONUTpax, OyIensx, KBapTax u Ap. B. H. XxapakTepusyeT TakKe W TaKhe BaKHBIC
MOKa3aTeld KadecTBa CHIMYYero ToBapa, Kak Qopma, KPYIHOTa, YAEIbHBIA Bec,
OTYACTH — BIIAXKHOCTb, COJIEPKAHUE MOCTOPOHHUX TIPHUMECEH | Jp.

Bec HerTo (net weight)

Macca toBapa 0e3 Tapbl U YNAaKOBKH. B psae crpaH npu MCUMCIEHUM TaMOXXEHHOU
NONUIMHEI B B. H. BKIIOYaeTcss W Macca NEPBUYHOW YIIAKOBKH pac(hacOBAHHBIX
TOBAapOB, HEOTACIUMOW OT TOBapa JI0 €ro MoTpedsieHus, HampuMep, 3yOHas macrta B
TIOOMKE, Mayka curapet (Bec "MmonyHeTTo").

Bec orrpy:kennblii (Shipped weight)

Macca ToBapa, yCTaHOBJICHHAS [IPU €r0 OTTPY3Ke B TOUYKE OTIPABIICHUS U YKa3aHHAsS B
TPAHCIIOPTHOM JOKyMeHTe. B ciydae oruiatel o B. 0. mpojgaBelnr He HeCET OTBETCT-
BEHHOCTH 32 YMEHBIIICHUE MaCChl B ITyTH.

BecoBoii cepTudukar, «orec» (weight note)

JIOKyMEHT, MOATBEPKAAOIINA Maccy IMOCTaBICHHOTO TOBapa W IMPHU3HAIOIIUICS
0eCCIOPHBIM T0Ka3aTeILCTBOM Macchl. 10 corlacoBaHHIO 3aMHTEPECOBAHHBIX CTOPOH
B. ¢. cocTaBnsieTcst BECOBIIMKAMH B TOUYKAX OTTPY3KH, MIEPEBAIKH M BBITPY3KH TOBApA.

I'py3oBbie onepanuu (Cargo operations)

Onepanuyd MO0 TPAHCIOPTHPOBKE, B3BEIIMBAHUIO WA HMHOMY  OIPEICIICHHIO
KOJIMYECTBA TOBAPOB, MIOTPY3KE, BRITPY3KE, IIEPErpy3Ke, HCIPABICHUIO TIOBPEXKICHHON
YIIaKOBKH, BCKPBITHIO YIIAKOBKH, YIIAKOBKE JIMOO IIEPEYMAaKOBKE TOBAapOB W
TPAHCIIOPTHBIX CPECTB.
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ledentypa (debenture)
TamosxeHHOe CBHUACTCIBCTBO O BO3BPATC IMONIJINH.

Henseiit (deadweight)
M3mepsieMasi B TOHHAX TPY30IM0bEMHOCTh CyIHA TPH €ro 3arpy3ke 10 MaKCHMAaIbHO
JOMYCTUMOM OTMETKH.

HMucnau (dispatch)

Ecnu morpy3odno-pa3rpy3ounbie paboThl OyayT 3aBepIIEHBI paHee IMPeryCMOTPEH-
HOTO JIOTOBOPOM BPEMEHH, TO OTHPABUTEIh MMEET MPAaBO Ha KOMIICHCAIMIO YCHIINI
BJIJICIIBIIA 110 JOCPOYHOMY 3aBEPIIEHUIO TPY30BbIX oneparuii. OObIYHO AKCIIaY PaBeH
MIOJIOBUHE JeMEpe KA.

Kanuenmunr (cancelling)
[IpaBo ¢paxToBaresis pacTOPrHYTh YapTep B ciydae, €ClIM CYTHO K ONpPEIACICHHOMY
CPOKY HE MPHUIILIO B OPT MOTPY3KH.

EcrecrBennas yobLib (Natural loss of goods)

Henocraua mMaccel rpy30B U TOBapHO-MaTE€PUAIBHBIX LEHHOCTEN, BO3ZHUKAIOIIASA TTPU
HUX TPAHCHOPTUPOBKEC M CKIAAWUPOBAHWN BCICACTBUC IMPUCYIIUX UM CCTCCTBCHHBIX
CBOMCTB (ycylIka, yTpycka, U T.I.). B 3ToM ciyuae mepeBo34rK OTBETCTBEHHOCTH 32
HCAOCTAa4Yy HC HCCCT.

Kusnennblii muka usaeaus (product life cycle)
[epuos BpeMeHHU OT pa3pabOTKU M3AENHS 10 CHATHUS €r0 C IPOM3BOJICTBA U IPOJAKH.

3akas3 (order)

[Ipemnoxenne mMOKymareiass MNPOJAaBIly (M3rOTOBUTENO) TOCTAaBUTh (M3TOTOBUTH)
OTIPE/ICIICHHBIN TOBap WM YCIYry, ¢ yKa3aHHEM CPOKOB HCIOJIHCHHS (JIOCTaBKH),
KOJINYECTBA, Ka4eCTBa, (POPMBI U BEJIMYMHBI OILJIATHI.

3amacel B myTH (in-transit inventory; transportation stock)
3anacm, Ha MOMCHT YYCTa HAXOIAIMUNCCA B ITPOLCCCE TPAHCIIOPTUPOBKU.

3anacel HeTMKBHIHBIE (€XCesS inventory; surplus stock; overstocked pragter
goods)

I[J'II/ITGJIBHO HCUCIIOJBb3YCMbIC NJIM HCPCAIN3YCMbIC TOBAPHBIC WJIN MTPOU3BOACTBCHHBIC
3amacel. MoryT o0pa3oBaThCsi BCIEICTBHE MOPAIBLHOTO M3HOCA, YXYIIICHUS KadeCTB,
OTCYTCTBHS CIIPOCA.
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3amacel crpaxoBble (Safety stock)

3amacel, MpeaHa3HAYCHHBIE I HEMPEPBIBHOTO CHAOKEHUS B Clydae HEMpeIBHU-
JICHHBIX OOCTOSITETBCTB — COOEB MMOCTABOK, HAPYIIECHUS HOMEHKJIATYPHI WM KOJIH-
YecTBa B MOCTaBKax, POCTa Cpoca  T.1I.

HMmmnopt (import)

BB03 B cTpaHy TOBapoB, TEXHOJOTHM, ycayr, kamuTaina (B (Gopme mpemnocTaBiIeHUs
KPEIUTOB M 3aliMOB) MHOCTPAHHOTO MPOMCXOXJICHHS HEMOCPEACTBEHHO M3 CTPaHbI-
MPOAYLEHTa WIH U3 CTPaHBI-IOCPEAHUKA JJIsI Pealn3alid Ha BHYTPEHHEM DPBIHKE, a
TaKKe JUI TPAH3WUTA B TPEThHU CTpaHbl. Paznnyaror W. BuanMblii (BBO3 MaTepHaIbHBIX
IeHHOCTel) ¥ M. HeBuaMMBIN (3aTpaThl Ha TEPEBO3KY HMIIOPTHPYEMBIX TIPY30B,
MacCa)XUpoB, TYpU3M, CTPAxXOBAHMUE, YCIYrd, a TakKe [JECHEXHBIE TIEPEBOJIbI
IOPUINYCCKUX U (PU3UUCCKUX JIUIT 3a TPAHHMILY).

HMmnoprHas nommmHa (duty on import)
TamokeHHasT MONUTMHA, B3UMaeMasi ¢ UMIIOPTUPYEMBIX B JaHHYIO CTpaHy TOBapOB U
TPAHCIIOPTHBIX CPEJICTB.

Hukotepmc (International Commercial Terms, INCOTERMS)

N3 mannabiii MexayHapoaHOW TOPTroBOM MajaToi COOPHUK MEXIYHAPOAHBIX TOPTOBBIX
TEpMHHOB. B cioBape mnpuBOASATCS TEPMHUHBI MO Oa3UCHBIM YCIOBHUSIM TOCTaBOK,
Kacarollyecs MepeBo304HOro npoiecca, opopmiieHus MocTaBokK  Jp.

Konocamenr 3acTpaxoBannsliii (insured bill of lading)

Pa3HOBHIHOCTh KOHOCAMEHTA, MPEICTABIsIET COOOW COoYeTaHHe IEePEeBO30YHOTO
JOKYMEHTa CO CTPaxOBBIM IIOJMCOM, CIIY)KHUT JIOKA3aTelIbCTBOM IIpUeMa rpy3a K
HIEPEBO3KE U OJJHOBPEMEHHO YAOCTOBEPSET €r0 CTPaXOBaHHUE.

Konocament ckBo3Hoii (through bill of lading)

KonocameHT, 10 KOTOPOMY I'py3 IIPUHUMAETCS K NEPEBO3KE N0 NOPTAa HA3HAYEHHUS C
IIEPEBAIIKOM B INPOMEXYTOYHOM IOPTYy Ha np. cyaHo. IIpu nmepesoskax mo K. c.
OTBETCTBEHHOCTh 3a T'Py3 HECET NEPEBO3UYMK, BBIJABUIMI KOHOCAMEHT, OJHAKO OH
MOJKET JOTOBOPUTHCS € Ap. MEPEBO3YMKAMU O TOM, YTO KAKIBIM M3 HUX OTBEYACT 3a
CBOH y4acTOK ITyTH.

Konocament unctniii (clean bill of lading)

KOHOC&MGHT, HC coaepmamnﬁ OTOBOPOK IICPCBO3YHMKA OTHOCHUTCIBHO Ka4dCCTBa
IMPUHATOI'O K IICPCBO3KE I'Py3a U €TI0 TAPHI.
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Jlorucruka (Logistics)

Hayka o miiaHupoBaHWM, KOHTPOJIC W YIPABICHUU TPAHCTIOPTHBIMHU, CKIAJCKUMU U
MPOYNMH aKTHBAMH, COBEPIIAEMBIMHU B TIPOIIECCE TOBEJACHUS CHIPhSI U MATEPUAJIOB JI0
NPEINpPUATUS,, @ TOTOBOW MPOIYKIMH — JO MOTpeOUTENs, mepenada, XpaHCHHE H
00paboTKa COOTBETCTBYIOIIECH HHGOPMAITUH.

JlorucTuueckas onepauus (Logistic operation)

Jloructuyeckast onepanusi — 000CoOJIEHHasi COBOKYITHOCTh JAEHCTBUM, HalpaBiIeHHAs
Ha peoOpa3oBaHKe MaTePHAIBHOTO H/MiIM HH()OPMAIIHOHHOTO TIOTOKA.
Jloructuyeckue onepanyy MOryT ObITh 3aJjaHbl MHOXKECTBAaMHU HAyallbHBIX YCJIOBUH,
[IapaMeTpPOB BHEIIHEH CPElbl, AJIbTEPHATUBHBIX CTPATErMi, XapaKTEPUCTHUK LEINEBOU
¢yHkuuu. Paznuyaior BHEIIHNE ¥ BHYTPEHHUE JIOTUCTHYECKUE OTIEPALINH.

Meprssiii ppaxt (dead freight)

Bo3meraemblit  cymoBnanensily (paxroBaresnieM YyOBITOK 3a HEIOTPY3 CyaHA II0
yapTepy MPOTHB MOJHOTrO rpys3a. IIpaBo Ha M. ¢. y cynoBiamenbiia BOZHHKAET Kak
IpY HEIOWCIIOIB30BaHUH TPY30MIO0IBEMHOCTH CY/HA, TaK M MPHU HEIOMCITOIB30BAHUT
€ro TPY30BMECTHMOCTH.

Hasuranuonnslii nepuona (navigation period)

KanenmapHoe Bpems, B TEUYEHHE KOTOPOrO OSKCIUIyaTHPYETCS pPeYHOH  (IIoT.
Omnpenensercss ¢ MOMEHTa BBIXOJa CYIOB C 3UMHEr0 OTCTOS O IMOCTAHOBKHM WX Ha
CIEIYIOIINUN 3UMHUN OTCTOM.

Haxmaanas (waybill)

JIOKyMEHT, KOTOPBIM O(GOPMIISIETCS OTIYCK M IMPUEM Pa3InYHbIX TOBAPOB, a TAaKKe
IIEpEBO3Ka TPY30B. Peryaupyer OTHONICHHS MEXIY OTHPaBUTEICM, MEPEBO3YMKOM U
HOJTyYaTesieM rpy3a.

IlepeBo3unk (carrier)

IOpunnveckoe winu (u3MvecKoe JTUI0, MUCIONB3YIONIEe COOCTBEHHBIC WMIU B3STHIC B
apeH]ly TPAHCIIOPTHBIC CPEACTBA JUIS TPAHCIIOPTHUPOBKH TPY30B, ACCAKUPOB U JIp. Ha
OCHOBAHHH 3aKJIFOUEHHOTO C OTIIPaBHTEIEM (ITaCCaKUPOM) JOTOBOPA.

Pe3upentnl (residents)

WHocTpaHHbIe TpaxkJaHe, Jula 0e3 TPaKJAaHCTBA, FOPUAMYCCKHE WM (U3UYCCKHUEC
JHMIA, WMEIOIIME IOCTOSIHHOC MECTOXHTENbCTBO (MecTomnpeObiBaHUE) B JIaHHON
crpane. Ha P. pacnpocTpaHstoTcs peXHMbl HAJOTOOOI0KEHUS U 3aKOHOATEIBHOTO
peryJupoBaHus, IPUHSITHIC B TAHHOW CTpaHe.
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PenmmnopT (reimport)

— 0o0paTHBIN BBO3 M3-3a TPAHMIIBI HETIPOJAHHBIX M HE MOABEPITINXCSA TaM 00padoTKe
OTCYCCTBCHHBIX TOBApPOB. He Bxmrouaer BO3BpaT wW3-3a TpPaHUIBI TOBAPOB,
IIOCTABJICHHBIX TyJda Ha YCJIIOBUAX BPEMCHHOI'O BbIBO3a MJIM apCHHI,

—  TaMO>XEHHBIM PCKUM, IIPpHU KOTOPOM TOBApPbI, BBIBC3CHHLIC C TaMOXXEHHOM
TCPPUTOPHUU CTPAHBI B COOTBCTCTBHUU C TAMOXCHHLIM PCKUMOM IJKCIIOPTA, BBO3ATCA
O6paTHO B YCTAHOBJICHHBLIC CPOKH 0e3 B3MMAaHHSI TaMOKEHHBIX [NOIJIMH, HAJIOTOB, a
TaKxe 0e3 IMPUMCHCHUA K TOBApaM MCp YKOHOMHYECKOM ITOJIUTHUKH.

Pexaamanus (claim)

IMperensust, mpembsBisgeMas mnorpeoureneM (rpys3omoaydareneM) K IMOCTaBIIUKY
(rpy300TIIPAaBUTEIIO, TEPEBO3YMKY) B CBSA3M C HECOOTBETCTBHEM KadeCTBa WM
KOJIMYECTBA MTOCTABISIEMOTO TOBapa YCIOBHUSIM JOr0BOPA.

Pexoncurnanus (reconsignment)

[Tepenava mpaBa Ha MOJYYCHHE MPUHITOTO K MEPEBO3KE Ipy3a IPyromy rpy30mosy-
YaTeNo, OTIUYHOMY OT IMEPBOHAYAIBHO YKAa3aHHOTO B JOrOBOpPE MEPEBO3KU WIIN
NIEPEBO30YHBIX JIOKYMECHTAX.

Pesxcnopr (re-export)
— BBIBO3 U3 CTpaHbl paHee HUMIIOPTUPOBAHHBIX B HEE TOBApOB, Yalle BCETO
CBIPBEBBIX, VIS TIEPEMPOJAKU APYTUM CTpaHaM. TOBapbl MOTYT PEIKCIIOPTHPOBATHCS
KaKk B HEU3MEHHOM BHJE, TaK W IOCJIC HE3HAYUTEIbHOH 00pabOTKH, Hampumep,
HIepeYNaKoBKH, COPTUPOBKH, HCKIIOYAMONMICH HX mepepabotky. Paszmmuaror P. c
3aB030M B cTpaHy (mpsimoii P.) m 0e3 3aBo3a B crpany (KocBeHHbIH P.), korma
3aKyIUICHHBIC 3a TpaHUIICd TOBapbl OTIPABJISIOTCS HEMOCPSACTBCHHO B TPEThU
CTpaHBI;
— TAMOXXEHHBIH PEXHM, TPH KOTOPOM HHOCTPAHHBIC TOBapbl, BBE3CHHBIC Ha
TAMOXCHHYIO TEPPUTOPHUIO CTPAHBI, HE JOJDKHBI OBbITh HA HEH BHIMYIICHBI B CBOOOTHOE
obpamenwue. [Ipu HecoOmonennu 3Toro ycioBus pexxum P. He mpumensiercs. Ecnu
TOBApPbI 3asBJSIFOTCS TAMOXXEHHOMY OpraHy B KauecTBE MPeIHa3HAYCHHBIX TOJIBKO IS
P., ToO mpu ¥X BBO3€ Ha TAMOXXCHHYIO TEPPHUTOPHIO BBO3HBIC MOIUIMHBI, HAJIOTH HE
B3UMAIOTCS U MEPbl 5KOHOMUYECKOM MOJUTUKH HE TPUMEHSFOTCS.

[lpy BBIBO3€ O3THUX TOBAPOB C TAMOKECHHON TEPPUTOPHHM CTPAHbI BBO3HBIC
TAMOXKCHHbBIC TMOIUIMHBI, HAJOTM HE B3MMAIOTCS WJIM BO3BPAIIAOTCS W MEPBI
KOHOMHUYECKO# MOJUTUKH HE TPUMEHSIOTCS.

CsooOoaHoe pasmenienue (xpanenune) (nondedicated storage)

HUcnonp3oBanue J000M CBOOOJHOM SUEHKHM CTEIakKa CEKIUM WM MeCcTa IIOJ
mTadesnb 711 XpaHeHHs TOCTYNUBIIECH Ha CKIIaJ] IPOYKIIHUH.
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Cepruduxar kavecrBa (quality certificate)

JIOKyMEHT, TIOATBEPKIAMONIMA COOTBETCTBHE TOBapa IIOKa3aTelsIM KadecTBa,
TEXHUYECKUM XapaKTEPUCTHKAM, TPeOOBaHUAM O€30MaCHOCTH IS JKU3HH M 370POBbS
JTIOJICH, IPUPOTHOM OKPYKAIOIIEH Cpesl, TPETyCMOTPEHHBIM YCIOBUAME JOTOBOPA.
Bbimaercss mpeanpusATHEM-H3TOTOBUTENEM HiId  dKkcmoprepoMm. CocraBiseTcss B
HECKOJIBKHMX 3K3EMILISPax, OJWH M3 KOTOPBIX CIIEAYET BMECTE C I'PY30M, a JAPYroi
IPEJCTABISAETCS BMECTE CO CUETOM M JAPYTHMH JOKYMEHTaMH, HEOOXOMAUMBIMU IS
OILTATHI.

CyocruryT (Substitute)

IIpaBo cymoBimagenblla 3aMCHHTh IOMMEHOBaHHOE CyaHO japyruM. OHO He
00s13aTeIbHO JIOJDKHO OBITh OJHOTHITHBIM, HO JOJDKHO HMETh CXOJHBIE 3KCILTya-
TAMOHHBIC XAPAKTEPUCTHKH C TEM, 4TOObI 00ECHEeUYUTh MEPEBO3KY 00YCIOBIEHHOTO
KOJIMYECTBA IPy3a.

CueTt oTKpBITHIH (OPEN account)

®dopma pacuera, Ipd KOTOPOM SKCIOPTEP HAMPABIISIET B aApec UMIOPTEPA TOBAp U
TOBAPHBIC NOKYMCHTHI, OIIaTy KOTOPBIX HOCJ’IeI[HI/Iﬁ JOJDKCH IMPOU3BCCTU B TCUCHUC
YKa3aHHOI'O B KOHTPAKTE CPOKa, a He cpasy II0CJIE peain3aluyd ToBapa.

Cuer npeaBapurensHslii (proforma invoice)

Cuder, BBIMUCHIBAEMBIIl IPU YACTUYHBIX MOCTABKAaX TOBapa MM B TeX CIydasx, KOraa
IpUEeMKa ToBapa MPOM3BOAUTCS MO MPHOBITHH K NOKynaTento. [locie mocraBku Beeit
NapTHH WJIA TPUEMKH IPOAABIIOM BBHIHCHIBACTCS cYeT-(aKTypa, IO KOTOPOMY
IPOM3BONTCS OKOHYATEIBHBIIN pacyer.

Cuet-cnenudukamnus (specified account)

DUHAHCOBBI JOKYMEHT, OOBEIUHSIOMUNA (QYHKIMM cueTa W crenuduxanuu, B
KOTOPOM YKa3bIBaeTCs II€Ha 3a E€JUHUIY ToBapa MO BHJAM M cOpTaM U 0O0Iuas
CTOUMOCTb BCEM TOBAPHOW MapTHUH.

Cuer-dakrypa (invoice)

—  JIOKYMCHT, BBIIIHCHIBAIOIIUICS MIPOJIABIIOM Ha UM TIOKYIIATEllsl, YAOCTOBEPSIOIIHIA
(paKTHYECKYIO0 IIOCTaBKy TOBapa WJIM OKa3aHHWE YCIYI M HMX CTOMMOCTb, IIOCIE
npueMku. CoaepKUT mogpoOHOe ONMCAHKE U IIEHY MOCTABICHHON MPOIYKIMH, HOMEP
OTIPY304YHOTO JOKYMEHTa, CYMMY CY€Ta M WHbBIC DPEKBU3UTHL. B yCTaHOBICHHBIX
CllydasiX MOXET CIY)XHTh B KaueCTBE HAKIAJHOM, HaIpaBIIeMOW C TOBapoOM, U
cepTrduKaTa 0 MPOUCXOXKICHUU TOBapa,

— JOKYMEHT, HEOOXOIMMBIH JUIS OCYIICCTBICHUS TNPOLEAYPbl BHYTPEHHETO
TAMOYKCHHOT'O TpPAH3MTa; COACPIKAIIMH CBEACHHs, HEOOXOAMMBIE IJISI TAMOXKEHHOT'O
KOHTPOJISI: JIaTy COCTABJCHUs, HAUMECHOBAHWUE W IOYTOBBIA ajpec JKCIopTepa u
UMIIOpTEpa, HOMEpP M JaTy KOHTPAKTa, yCJIOBUS TMOCTaBKH, HAUMCHOBAHHUE W KO
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TOBapa, BUJ M KaueCTBO IPY30BBIX MECT W JaHHBIE 00 MX MAapKHUPOBKE, BEC OpPYyTTO,
CTOMMOCTB TOBapa B BaJIOTE, IITAMII SKCIIOPTEpA.

Taiimmut (time-sheet)u creiitment o ke (Statement of facts)

[lepBbIit TOKYMEHT UTpaeT TOJIBKO YUYETHYIO POJb — B HEM (PUKCUPYIOTCS BCE (DAKTHI,
OTHOCSIIMECS K CTAIMMHOMY BpeMeHH. [0 CTEMTMEHTY OCYIIECTBISAIOT HE TOJIBKO
Y4eT, HO U pacueT CTAIMMHOIO BPEMEHU.

Taabman (tallyman)
PabGoTHuk, 3aHUMarOnMiCA MOJCYETOM, OOMEpPOM, KOHTPOJIbHOW MEPEBECKOM IPY30B U
JIPYTHMH OTIEPAIMSIMU TIPU MTPOBEICHUHN TTOTPY30-pa3rpy304HbIX padOT Ha CyJIHE.

Tamoxennas rpanuna (customs border)
I'panvna TteppuTopuH, Ha KOTOPOM IEHUCTBYET €OUHOE TaMOXKEHHOE 3aKOHOJa-
TEJIBCTBO.

Tamoxennas nexaapamus (Customs declaration, customs entry)

3asBjeHHE JEKIAPaHTOM I10 YCTAHOBIEHHON (DOpME TOYHBIX CBEIEHHH O TOBapax H
TPAHCIIOPTHBIX CPEJACTBAX, IMEPEMEIIAEMBIX Yepe3 TAMOKEHHYIO TpaHMily, 00 HX
TAMO’KEHHOM PEKHUME M JPYTUX CBEACHHM, HEOOXOMMBIX JIJISl TAMOYKCHHBIX IIEJIEH.

TamoxenHas nonutuHa agsajgopuasi (advalerum duty)
By nonuinH; HAYUCIISIETCs B MMPOICHTAX K TAMOYKEHHOW CTOMMOCTH TOBapOB.

Tamo:keHHasi NONLIHHA aHTHAeMIuHIoBas (antidumping duty)

[IpumMeHsieTcsl B Cilydasix BBO3a Ha TAaMOXCHHYIO TEPPUTOPHUIO TAHHOW CTpaHbI
TOBApOB 110 IIeHe, O0Jice HU3KOM, YeM X HOPMaJIbHAsi CTOMMOCTh B JaHHBIH MOMEHT B
CTpaHe BBIBO3a, €CJIM TaKOW BBO3 MOXET HAaHECTH yIIEepO OTEYEeCTBEHHBIM TOBApPOIPO-
U3BOJIUTENSAM WM TPEMATCTBYET OPTaHU3aIlMM WM PACIIMPCHHUIO MPOHM3BOICTBA
MO00HBIX TOBAPOB.

TamoxkeHHasi nonuInHa BBo3Has (import duty)
JleHexxHbIi cO0p, B3UMAEMBI TOCYIaPCTBOM IIPH BBO3€ (MMITOPTE) TOBAPOB.

TamoxkeHHast nonuInHa BhIBo3Has (export duty)
JleHexxHbIi cOOp, B3UMAEMbIi TIPU BBIBO3E (IKCIIOPTE) TOBAPOB.

Tamo:keHHas NONLIHHA KOMIIEHCAIMOHHAs (Compensatory duty)

[MomutnHa, B3WMaeMasi B CIy4asx BBO3a TOBapOB, IPH IMPOW3BOJICTBE WM BBIBO3E
KOTOPBIX MPSAMO HJIH KOCBEHHO HCIIOJIb30BATMCH CYOCHINH, €CITH TaKOW BBO3 MOMKET
HaHECTH yniepd OTEYECTBEHHBIM MPOM3BOIAMTEISAM IOJO0HBIX TOBAapOB JIHOO
IPENSTCTBYET OPraHU3aIMU WIH PACIIMPEHHUIO TPOM3BOICTBA MOJOOHBIX TOBAPOB.
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Tamo:keHHasi monuIMHA ce30HHAas (Season duty)

ITpuMmeHsieTcsl B LEJISIX OMEPATHBHOTO PETYIMPOBAHMS BBO3a M BBIBO3a OTAEIBHBIX
TOBapoB. [Ipu 3TOM CTAaBKM TaAMOXKEHHBIX MOILIHH, MPETYCMOTPEHHBIC TAMOXCHHBIM
Tapudom, He TPUMEHSIFOTCSI.

Tamo:keHHas nouuinHa cnenuduyeckan (specific duty)
Bu1 cTaBOK MOIIIMH, HAYHCIAEMBIX B YCTAHOBICHHOM pa3Mepe 3a eIMHUILY TOBapa.

Tamo:xkeHHasi crTouMoCcTh ToBapa (Customs value)
CroumMocTh TOBapa, ompenensieMas B COOTBETCTBUU C TaMOXXEHHBIM 3aKOHOJATENb-
CTBOM CTpaHbl, HCMOJb3yeMas TpH OOJOKEHWH TOBapa IMOIUIMHOW, BEICHUH
TaMOKCHHOM CTAaTHUCTUKU BHEIIHEHM TOPrOBIM W CIHEHHUAIBbHOW TaMOKEHHOMU
CTaTUCTUKH, a TaKX€ MPUMEHEHUM HMHBIX MEp TOCYJIapCTBEHHOTO PEryJIupOBaHUS
TOPrOBO-3KOHOMUYECKUX OTHOILIEHUM, CBSI3aHHBIX CO CTOMMOCTBHIO TOBapa, BKIIIOYAs
OCYIIIECTBJICHHE BaJFOTHOTO KOHTPOJISI BHEITHETOPTOBBIX CIEIOK M PacyeToB OAaHKOB
10 HUM B COOTBETCTBUHM C 3aKOHOAATEIHHBIMU aKTaMH IOCYAapCTBa.

SIBaseTcss OCHOBOM JJIS MCYMCJICHHS TaMOXXCHHOM IIOIUIMHBI, aKI[U30B,
TaMOXEHHBIX COOPOB M Hajiora Ha J100aBJIEHHYIO CTOUMOCTb.

Tamo:xeHHas reppuropus (Customs area)
CyxomyTHasi TEPPUTOPHUS TOCYAApPCTBa, TEPPUTOPHAIBHBIC M BHYTPEHHHE BOIBI U
BO3.IYIIIHOE TIPOCTPAHCTBO HAJ| HUMH.

TamoxennbIii ckiaax (customs warehouse)

—  TaMOJXCHHBIA PEKUM, IIPU KOTOPOM BBE3EHHBIE TOBAPHI XPAHATCS IO TAMOKEH-
HBIM KOHTpOJIEM 0e3 B3UMaHHsI TAMOXKEHHBIX TOILINH, HAJOrOB U 03 MPUMEHEHHS K
HUM MEp SKOHOMHYECKOW IOJUTHKH B TIEPHOJ XPAaHEHHs, a BBIBO3UMBIC TOBaphI
XPaHATCS MO TAMOKCHHBIM KOHTPOJIEM C TIPEIOCTABICHUEM YCTAHOBJIEHHBIX JIBTOT;

—  CIEIHUaIbHO BBIACICHHOC M OOYCTPOCHHOE ITOMEIICHHE I MHOE MECTO, T
JEUCTBYET TaMOKEHHBIH pekUM T. . MOXKET OBITh OTKPHITOTO THMA (JOCTYITHBIM IS
UCIIOJIb30BAHMS JIIOOBIMH JIMIIAMH) M 3aKpPBITOTO THIA (I XpaHCHHS TOBapOB
omnpeaeneHHbIx Juir). OTBETCTBEHHOCTD 3a YIUIATY TAMOKCHHBIX IMOIUIHH, HAJOTOB U
BHECEHHE HHBIX TAMOKCHHBIX ILIaTEXeW HeceT Biagenern T. c., 32 HCKIIOYCHHEM
clydas, KOTa CKJIaJ] NPUHAJICKUT TaAMOKEHHBIM opraHaMm (OTBETCTBEHHOCTh HECET
JIMII0, TIOMECTHBIIIEE TOBAPHI HA XPaHEHHE).

Tamoxusa (customs,customs house)

['ocynapcTBeHHOE yuUpekAeHHe, oOecleduBaroniee MOPSI0K MEpeMENICHUs 4Yepes
TaMOXXEHHYIO I'PaHUIlY TOBAPOB U TPAHCIIOPTHBIX CPEACTB, BEIIEH U UHBIX IIPEIMETOB,
IpUMEHEHHE TaMOXXCHHBIX PEXHMMOB, B3MMaHHE TaMOXKCHHBIX IUIATEKeH, MPOU3BO—
JsiIIee TaMOXKCHHBIM KOHTPOJIb M TaMOXXEHHOe odopmiieHne, coop u 00paboTKy
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CBEJICHUI O NepeMeIlaeMbIX TOBapax M TPAaHCHOPTHBIX CPEACTBaxX, BO30OyXxaarouiee
yrOJIOBHBIE Nlefa Mo (hakTaM COBEPIIEHUS TaMOKEHHBIX MPECTYIUICHUH, MPOU3BOIS-
1Ie€ JI03HAaHHUE U OCYILECTBIIIOIIEE ONEPAaTUBHO-PO3BICKHYIO ACSATEIBHOCTD, UCIIOJIb-
3yIOIlee METOJ KOHTPOJUPYEMOM IIOCTaBKHM, KOHTPOJHUPYIOLIEE BBIITOJIHEHUE
CaHUTAPHBIX U KAPAHTUHHBIX IIPABUII U T.II.

YnakoBka (packaging)
Tapa, marepuainbl, 00eCICUNBAIONIUE 3AIIUTY TOBapa, MPOAYKIHUU OT MOBPEKIACHUS
WK TIOTEPh MPH TPAHCTIOPTUPOBKE, CKIIATUPOBAHUH H T.II.

YnakoBounblii auct (packing list)
JIOKYMEHT ¢ TIepeYHEeM MPEIMETOB, BXOSIINX B OHO TOBAPHOE/TPY30BOE MECTO.

Yceaosus nocraBku (terms of delivery)
[IpemycMOTpEHHBIE OrOBOPOM TPEOOBAHUS K KOJMYECTBY W KAYECTBY MPOAYKIIHH,
ACCOPTHUMEHTY, CPOKaM MOCTaBKH, (JOPME OILIATHI, YITAKOBKE H T.]I.

®dpaxr (freight)

1) mnnaTa 3a MepPeBO3KY Ipys3a;

2) TepeBO3MMBIN Ha 3a(paxTOBAHHOM TPAHCIOPTHOM CPEICTBE (IEpPBOHAYAIBHO Ha
CyIHE) Ipy3, a TAKXKE caMa Takas IepeBO3Ka.

®dpaxt odoparublii (back freight)

®paxrt, COraCHO KOTOPOMY TPY30BIajeiiell OIUIAaYHUBAET IEPEBO3YUKY CTOMMOCTH
00paTHOM JOCTAaBKU IPy3a B MOPT OTIPABJICHHUS, €CIIM IPy3 HE MOKET OBITh TOCTaBJICH
B MOPT Ha3HAYECHUS 110 HE 3aBUCSIIMM OT IMEPEBO3YMKA IPUUHHAM.

Xomnmep (hopper)

PasHoBUIHOCT mMONMyBaroHa. VCmonmb3yeTcst jisi MAacCOBBIX IEPEBO30K ChIMYyYHX
rpy3oB. JlJis TMEpeBO30K I[EMEHTa, 3epHa M JAPYTHX CHIIYYUX TPYy30B, TPEOYHOIIHMX
3aIIUTHI OT aTMOC(HEPHBIX OCAJKOB, IPUMEHSIOTCSI KPBITBIE XOIIEPHI C 3arpy309HBIMU
JTIFOKAMHU Ha KPBIIIIE.

Llexent (cedent)
CTpaxoBIIHK, IPOBOISIINA BTOPHYHOE pa3MeIleHHe prcKa (IlepecTpaxoBaHue).

Yaptep (charter)

I[OFOBOp MCXKOY BJIaACJIbLIEM TPaHCIIOPTHOI'O CpeaCTBa u HaHUMAaTCJIEM
(bpaxToBatenem) o0 apeHje TPAHCHOPTHOTO CPEACTBA Ha OMPEIACICHHBIA CPOK MU
peﬁc. Pa3znnyaroT HECKOJIBKO BHO0B Y. B 3aBUCUMOCTH OT pacipeaciICHUA pUCKOB.
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Yacrora nocraBku (delivery frequency)
Ymucio mocTaBOK B OTYCTHOM MEPHOJIC.

IITpux-kox (bar code)

KOI[ B BHUJC I10JIOC pa3H0171 IOUPUHBI C HAHCCCHHBIMU 1101 HUMHU HI/I(bpaMI/I.

Haxonmca Ha YIIAKOBKC TOBapa, HCMOCPCACTBCHHO HA HU3ACIINU WM BHOCUTCSA B
COIMMPOBOAUTCIIBHYIO TOKYMCHTAIIHIO. Hpez{Ha3Haqu JJI1 UCITOJIB30BaHUA B aBTOMATHU-
3UPOBAHHBIX CUCTEMaX I/II[eHTI/I(l)I/IKaHI/II/I TOBApPOB IMYTECM aBTOMATUYCCKOI'O CYUTBHIBA-
HUS ONTUYECKUMHU CKAaHUPYIOIIUMHU YCTPOMCTBaMHM M TIpeoOpa3oBaHUs B IU(POBBIE
KOJBbI, HCIIOJIB3YCTCA B Mara3nHax, Ha CKjIaJdax 1 T.[.

Okcnequrop (freight forwarder)

1) bu3UYeCKOe WU HOPHAMYECKOE JIMIO, NEUCTBYIOIEE HAa OCHOBAHHWH JOTOBOpPA
NOPYYCHHS MJIM KOMHCCHH, OPTaHU3YIOIIee TPAHCTIOPTHO-IKCIIETUTOPCKOE 00CTyXKH-
BaHHUC, HO HC MPHUHUMAIOMICC HCIIOCPCACTBCHHOI'O YYAaCTHUA B MPOLCCCE TPAHCIIOPTHU-
poOBaHus,

2) pabOTHUK NPEINPUATHS HIA OPraHU3aIlMH, B O00A3aHHOCTH KOTOPOIO BXOJUT
IpUeM TPY30B, UX COMPOBOXKACHHE, O(DOPMIICHHE MTEPEBO30YHBIX JOKYMEHTOB U T.J.;
COTPYAHUK IKCIICAUTTHN .

IKCcIUTyaTallHOHHBbIE KayecTBa cyaHa (operational performance of vessel)
Texnuueckue KauyecTBa CyaHa, TaKHC KaK TI'PYy30IIOAbEMHOCTb, I'PY30BMCCTUMOCTD,
JaJIBHOCTD I1J1IaBaHUA, aBTOHOMHOCTb, U T./.

Apasik (label, tag)

N3roToBieHHas u3 Oymarv Wi Ipyroro MaTepuaia 3TUKETKa WK OJIaHK, WIH KJIEHMO
Ha TOBape, C 0003HAYEHNEM HAWMEHOBAHUS NPOAYKLIUH, IITPUX-KOJA, KOJIUYECTBA,
LIEHBI, TAPAaHTUMHOIO CPOKA XPAaHEHUS U T.[.
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DEFINITION LIST

1. Administered channel systems
various channel members informally agree to cooperate with each
other.

2. Brokers
agent middlemen who specialize in bringing buyers and sellers together.

3. Cash-and-carry wholesalers
like service wholesalers, except that the customer must pay cash.

4, Catalog showroom retailers
stores that sell several lines out of a catalog and display showroom with
backup inventories.

5. Chain store
one of several stores owned and managed by the same firm.

6. Channel of distribution
any series of firms or individuals who participate in the flow of goods and
services from producer to final user or consumer.

7. Close
the salesperson's request for an order.

8. Containerization
grouping individual items into an economical shipping quantity and
sealing them in protective containers for transit to the final destination.

9. Contractual channel systems
channel members agree by contract to cooperate with each other.

10. Convenience products
products a consumer needs but isn't willing to spend much time or
effort shopping for.

11. Convenience store
a convenient place to shop—either centrally located near other
shopping or "in the neighborhood."

12. Customer service level
how rapidly and dependably a firm can deliver what customers want.

13. Demand curve
a graph of the relationship between price and quantity demanded in a
market—assuming that all other things stay the same.
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14. Department stores
larger stores that are organized into many separate departments and
offer many product lines.

15. Direct marketing
direct communication between a seller and an individual customer using
a promotion method other than face-to-face personal selling.

16. Distribution center
special kind of warehouse designed to speed the flow of goods and avoid
unnecessary storing costs.

17. Diversion in transit
redirection of railroad carloads already in transit.

18. Door-to-door selling
going directly to the consumer's home.

19. Dual distribution
when a producer uses several competing channels to reach the same
target market.

20. Elastic demand
if prices are dropped, the quantity demanded will stretch enough to
increase total revenue.

21. Elastic supply
the quantity supplied does stretch more if the price is raised.

22. Emergency products
products that are purchased immediately when the need is great.

23. Exclusive distribution
selling through only one middleman in a particular geographic area.

24. F.O.B.
a transportation term that means "free on board" some vehicle at some
point.

25. Freight absorption pricing
absorbing freight cost so that a firm's delivered price meets the price of
the nearest competitor's.

26. General merchandise wholesalers

service wholesalers who carry a wide variety of nonperishable items such
as hardware, electrical supplies, plumbing supplies, furniture, drugs, cosmetics,
and automobile equipment.
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27. General stores
early retailers who carried anything they could sell in reasonable volume.

28. Gross margin (gross profit)
the money left to cover the expenses of selling the products and opera-
ting the business.

29. Gross national product (GNP)
the total market value of goods and services produced in a year.

30. Gross sales
the total amount charged to all customers during some time period.

31. Heterogeneous shopping products
shopping products that the customer sees as different — and wants to
inspect for quality and suitability.

32. Homogeneous shopping products
shopping products that the customer sees as basically the same — and
wants at the lowest price.

33. Hypermarket
very large store that tries to carry, not only foods, but all goods and
services the consumer purchases routinely (also called superstore).

34. Intensive distribution
selling a product through all responsible and suitable wholesalers or
retailers who will stock and/or sell the product.

35. Inventory
the amount of goods being stored.

36. Just-in-time delivery
reliably getting products to the customer just before the customer needs
them.

37. Limited-function wholesalers
merchant wholesalers who provide only some wholesaling functions.

38. Limited-line stores
stores that specialize in certain lines of related products rather than a
wide assortment — sometimes called single-line stores.

39. Logistics

the transporting and storing of goods so as to match target customers'
needs with a firm's marketing mix — within individual firms and along a channel
of distribution (i.e., another name for physical distribution).
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40. Macro-marketing

a social process that directs an economy's flow of goods and services
from producers to consumers in a way that effectively matches supply and
demand and accomplishes the objectives of society.

41. Mail-order wholesalers
sell out of catalogs that may be distributed widely to smaller industrial
customers or retailers.

42. Major accounts sales force
salespeople who sell directly to large accounts such as major retail chain
stores.

43. Manufacturers' agents
agent middlemen who sell similar products for several noncompeting
producers for a commission on what is actually sold.

44. Manufacturers' sales branches
separate businesses that producers set up away from their factories.

45. Market

a group of potential customers with similar needs and sellers offering
various products — that is, ways of satisfying those needs or a group of sellers
and buyers who are willing to exchange goods and/or services for something of
value.

46. Market development
trying to increase sales by selling present products in new markets.

47. Merchant wholesalers
wholesalers who own (take title to) the products they sell.

48. Net profit

what the company has earned from its operations during a particular
period.
49. Physical distribution (PD)

the transporting and storing of goods so as to match target customers'
needs with a firm's marketing mix — within individual firms and along a channel
of distribution.

50. Physical distribution (PD) concept

all transporting and storing activities of a business and a channel system
should be coordinated as one system — which should seek to minimize the cost
of distribution for a given customer service level.
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51. Price
what is charged for "something."

52. Primary demand
demand for the general product idea, not just the company's own brand.

53. Production
actually making goods or performing services.

54. Promotion
communicating information between seller and potential buyer to
influence attitudes and behavior.

55. Prospecting
following down all the "leads" in the target market to identify potential
customers.

56. Psychographics

the analysis of a person's day-to-day pattern of living as expressed in his
/Activities, /interests, and Opinions — sometimes referred to as AlOs or life-style
analysis.

57. Public warehouses -
independent storing facilities.

58. Raw materials

unprocessed expense items — such as logs, iron ore, wheat, and cotton —
that are handled as little as needed to move them to the next production
process.

59. Retailing
all of the activities involved in the sale of products to final consumers.

60. Risk taking -
bearing the uncertainties that are part of the marketing process.

61. Sale price
a temporary discount from the list price.

62. Sales decline
a stage of the product life cycle when new products replace the old.

63. Sales forecast
an estimate of how much an industry or firm hopes to sell to a market
segment.

64. Sales managers
managers concerned with managing personal selling.
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65. Sales presentation
a salesperson's effort to make a sale.

66. Selective demand
demand for a specific brand rather than a product category.

67. Selective distribution
selling through only those middlemen who will give the product special
attention.

68. Service
a deed performed by one party for another

69. Single-line (or general-line) wholesalers
service wholesalers who carry a narrower line of merchandise than
general merchandise wholesalers.

70. Specialty wholesalers
service wholesalers who carry a very narrow range of products and offer
more information and service than other service wholesalers.

71. Storing
the marketing function of holding goods.

72. Storing function
holding goods until customers need them.

73. Superstore
very large store that tries to carry, not only foods, but all goods and
services the consumer purchases routinely (also called hypermarket).

74. Supplies
expense items that do not become a part of a finished product.

75. Supply curve
the quantity of products that will be supplied at various possible
prices.

76. Target market
a fairly homogeneous (similar) group of customers to whom a company
wishes to appeal.

77. Target marketing
a marketing mix is tailored to fit some specific target customers.

78. Telephone and direct-mail retailing
allows consumers to shop at home — usually placing orders by mail or a
toll-free long distance telephone call and charging the purchase to a credit card.
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79.

Total cost
the sum of total fixed and total variable costs.

80.

Trademark
those words, symbols, or marks that are legally registered for use by a

single company.

81. Transporting

the marketing function of moving goods.
82. Transporting function

the movement of goods from one place to another.
83. Vertical integration

acquiring firms at different levels of channel activity.
84. Wheel of retailing theory

new types of retailers enter the market as low-status, low-margin, low-
price operators and then — if they are successful — evolve into more-
conventional retailers offering more services — with higher operating costs and
higher prices.
85. Wholesalers

firms whose main function is providing wholesaling activities.
86. Wholesaling

the activities of those persons or establishments that sell to retailers and

other merchants, and/or to industrial, institutional, and commercial users, but

who do not sell in large amounts to final consumers.
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A Letter from the Author

Dear Students,

Now the time has come to congratulate you, becgosérave completed
another important stage in your English. You aréomger beginners! You have
practically covered all the essential rules of ksiglgrammar, and your
vocabulary now exceeds 1,500 words. You have arésatnt enough general
English to begin specializing in the English of ypuofession. This is not a bad
result, and you have every reason to be satisfied.

There is something, however, very seriously left talk about.
Unfortunately, there is no such thing as a stadmlistate in your knowledge of
the language. Like any activity requiring a skybur ability to use English
needs regular practice. You either go on acquikngwledge, practicing and
making progress, or you begin to forget what yowehaarnt and lose the skills,
and very quickly at that!

In other words, once you have started learningraida language, you
shouldn't stop, otherwise, you risk forgetting eagrdeal of what you know.

Of course, it isn't always easy to find someonspeak to, but finding a
good English book to read is no problem at all. Wieu read, you sometimes
increase your vocabulary without any special effortyour part, but don't forget
that a new word is always worth looking up in thetidnary, especially if you
are going to use it in your own speech.

In addition to reading, which has always beenliabbke way of increasing
competence in a foreign language, there is songthiet only a modern learner
can afford to do. It is listening to the radio @ades and watching video.

Remember the proverb: You are as manysopeas many languages you
know.

Good luck!
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AHTTIMNCKNIN A3bIK

Y4yeOHO-MEeTOINYECKHNI KOMILIEKC
s ctyneHToB crenuanbHoctu 1-70 04 03 Horucruka»

Penaxrop T. B. byrax

Juzaiin o0noxku B. A. Bunoepadosoti
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