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UNIT I
HIGHER EDUCATION. KUZSTU

What do you know about higher education? Answer the ques-
tions.

1. Which features of Russian higher education system do you
like and which ones not? Why?

2. What time does the history of higher education in Russia go
back to?

3. How many higher education establishments are there in
Russia?

4. Has there been any European influence upon Russian system
of higher education?

5. Who can enter any higher school?

|. Read the text and answer the questions:

1. What is higher education?

2. Where can people get higher education?

3. What does higher education include?

4. What does higher education result in?

5. What degrees do higher education institutions offer?

Higher education is an educational level that follows a comple-
tion of a school providing a secondary education, such as a high
school, secondary school, or gymnasium. Higher education is often
delivered at universities, academies, colleges, seminaries, and insti-
tutes of technology, and is also available through certain college-level
institutions, including vocational schools, trade schools, and other ca-
reer colleges that award academic degrees or professional certifica-
tions. Higher education at non-degree level is sometimes referred to as
further education or continuing education as distinct from higher edu-
cation.

The right of access to higher education is mentioned in a number
of international human rights instruments. The UN International Cov-
enant on Economic, Social and Cultural Rights of 1966 declares that
«higher education shall be made equally accessible to all, on the basis
of capacity, by every appropriate means, and in particular by the pro-
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gressive introduction of free education». In Europe, Article 2 of the
First Protocol to the European Convention on Human Rights, adopted
in 1950, obliges all signatory parties to guarantee the right to educa-
tion.

Higher education includes teaching, research, exacting applied
work (e.g. in medical schools and dental schools), and social services
activities of universities. Higher education includes undergraduate and
postgraduate education, as well as vocational education and training.
Completion of a higher education program of study generally results
in the awarding of certificates, diplomas, or academic degrees.

Higher education in some countries, including the United States,
Canada, the United Kingdom, and Ireland, specifically refers to post-
secondary institutions that offer Associate’s degrees, Bachelor’s de-
grees, Master’s degrees, Education Specialist (Ed.S.) degrees or Doc-
tor of Philosophy (Ph.D.) degrees, or their equivalents, and also higher
professional degrees in areas such as dentistry, law, medicine, op-
tometry, pharmacology and veterinary medicine. Such institutions
may also offer non-degree certificates, which indicate completion of a
set of courses comprising a body of knowledge on a particular topic,
but the granting of such certificates is not the primary purpose of the
institutions.

I1. Match the words with their definitions.

a) an undergraduate course which usually

1) to attend classes lasts 3-4 years

2) bachelor’s degree b) to go to classes

c) a way of studying where tuition is carried

3) boarding school out over the Internet or by post

d) a school where pupils live during term

4) distance learning fime

5) face-to-face classes |e) to progress less quickly than others

6) to fall behind with f_) as opposed to dls,_tange learning the tra_ldl
: tional way of studying in a classroom with
your studies
colleagues and a teacher

7) agraduation ceremo-
ny

g) to offer guidance on a student’s work




8) to give feedback

h) an event where a successful student re-
ceives his or her academic degree

9) an intensive course

1) education, usually in a college or universi-
ty, that is followed after high school or sec-
ondary school

10) higher education

J) a course that offers lots of training in or-
der to reach a goal in as short a time as pos-
sible

11) to keep up with
your studies

k)to memorize it

12) to learn something
by heart

) to not fall behind

13) master’s degree

m) a student who is older than average and
who has usually returned to education after
a period at work

14) a mature student

n)a period of study which often follows the
completion of a bachelors degree or is un-
dertaken by someone regarded as capable of
a higher-level academic course

15) to play truant

o)to finish a job or task in the time allowed
or agreed

16) to meet a deadline

p)to stay away from classes without permis-
sion

17) to sit an exam

q)to spend a year working or travelling be-
fore starting university

18) to take a year out

r) to take an exam

19) tuition fees

s) to have a paid job whilst studying to sup-
port yourself financially

20) to work your way
through university

t) the money paid for a course of study

1. Read the text and pay attention to the meaning of the

underlined words.

T.F. Gorbachev Kuzbass State Technical University
At present time T.F. Gorbachev Kuzbass State Technical Uni-
versity is one of the largest higher education institutions of Western




Siberia, it is the large center of Kemerovo region where fundamental,
applied and developmental works are carried out practically for all in-
dustries of Kuzbass and Russia.

Training is conducted according to educational programs of
higher education, including training of 40 specialist’s degree pro-
grams, bachelor’s — 143, master’s — 80 programs accordingly. The re-
searches and studying in KuzSTU are conducted on the following sub-
jects: geomechanics; coal chemistry; nanotechnology; geology; explo-
ration and technology of environmentally safe development of depos-
its and mining; geodesy; land management; ecology; deep coal pro-
cessing technologies; labor and industrial safety (first of all in mining
and chemistry); engineering; modeling of technological and physical
processes; economy and management in key branches of Kuzbass.

The university’s aim is strengthening and development of human
potential of Russia’s leading coal region on the basis of consolidation
of resources and university possibilities with the key enterprises of the
region in educational, scientific-innovative and international activity.

The university’s strategic objective is to achieve leader positions
on the basis of strengthening of intellectual elite and scientific and
pedagogical schools of higher education institution, attract talents for
the solution of educational, scientific and production, social and eco-
nomic problems of Kuzbass.

( http://dic.kuzstu.ru/)



http://dic.kuzstu.ru/

V. Answer these questions.

1. Does KuzSTU train fully-fledged specialists?

2. Is entry into the University competitive?

3. How are applicants admitted?

4. What subject catalogue does the University offer to its stu-
dents?

5. Are all subjects compulsory?

6. What’s done for those who want to combine work with study?

7. In how many fields of knowledge does the University award
Bachelor’s degrees /Master’s degrees /diplomas?

8. How is research work conducted at the University?

9. Where can the University teachers and post-graduates publish
their papers?

V. Fill in the gaps.

1. Duration of training for Bachelor degree is ... years, for spe-
cialist degree — ... years and for magistracy — ... years accordingly.

2. Upon graduation of the main education there is a chance to
continue education in .... and ... study.

3. Training in postgraduate ... is carried out on 19, in doctoral
study on ... scientific specialties accordingly.

4. The university's aim is ... and development of human poten-
tial of Russia’s leading ... region on the basis of consolidation of re-
sources and university possibilities with the key .... of the region in
educational, scientific-innovative and international activity.

5. At present time T. F. Gorbachev ... Technical University is
one of the largest higher education institutions of Western Siberia,
represents by itself the large center ... region where fundamental, ap-
plied and ... works are carried out practically for all industries of
Kuzbass and Russia.

6. In 2012 it is planned to start in addition ... educational bache-
lor programs and 14 ... programs.



V1. Read the text and make the appropriate order of the
paragraphs.

History of T. F. Gorbachev Kuzbass State Technical Univer-
sity

A) There are 6 institutes (Institute of Management and Econo-
my, Mining Institute, Chemical, Oil and Gas Institute, Energy Insti-
tute, Information Technology, Machine Building and Transport Insti-
tute, Construction Institute and 1 faculty (Fundamental Education) at
KuzSTU, in which students are trained on the many educational pro-
grams.

B) Kemerovo Mining Institute (KMI) was founded on the basis
of Kemerovo Mining and Construction Technical School in August
30, 1950. In July 29, 1965 KMI was transformed into Kuzbass Poly-
technical Institute (KuzPI). In November 22, 1993 KuzPIl was re-
named into Kuzbass State Technical University (KuzSTU). In May
25, 2011 Kuzbass State Technical University is renamed into the T. F.
Gorbachev Kuzbass State Technical University.

C) Duration of training for Bachelor degree is 4 years, for spe-
cialist degree — 5,5 years and for magistracy — 2 years. Upon gradua-
tion of the main education there is a chance to continue education in
postgraduate and doctoral study. Training in postgraduate study is car-
ried out on 19, in doctoral study on 5 scientific specialties. The system
of additional education on the whole profile of the main professional
educational programs of higher education institution is developed at
the university.

D) The number of regular academic staff, including branches, is
850, including teachers with degrees and ranks — 60 %, professors,
doctors of science — 13,1 %. Branches of the university are located in
the following cities: Belovo, Mezhdurechensk, Novokuznetsk, Pro-
kopyevsk.

E) There are 14 scientific and educational centers (SEC) at
KuzSTU. There are 12 research (RL) and training laboratories (RTL) at
KuzSTU. There are 6 small innovative enterprises (SIE) at KuzSTU.

F) More than 40 Russian enterprises and organizations conclud-
ed strategic partnership contracts with KuzSTU. Contracts are also
signed with foreign organizations and enterprises. Shandong Universi-
ty of Science and Technology (Qingdao, People's Republic of China),
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Karaganda State Technical University (Karaganda, Kazakhstan), Ar-
cheology Institute (Almaty, Kazakhstan), Byelorussian national tech-
nical university (Minsk, Byelorussia), Sevastopol National Technical
University and APTECHLIMITED (Mumbai, India) etc.

G) KuzSTU comprises 16 educational buildings including head-
quarters and buildings of the branches. It has scientific and technical
library, 3 hostels for students, geodesic base and ski lodge, dining
room, sanatorium, printing house.

H) Now over 19000 students, including about 10000 full time
students are trained at the university and its branches. During 61 years
the university has trained over 77000 specialists which work in all re-
gions of Russia and the CIS countries. It is remarkable that the most
part of chief and engineering staff of the enterprises of Kuzbass indus-

try primary branches are KuzSTU graduates.
(' http://dic.kuzstu.ru/ )

VII. Answer these questions with your partner.

1. How many departments is the University composed of?

2. Could you name them, please?

3. Does the University have branches in other towns of the re-
gion?

4. How many departments are there in the University?

5. Has the University got a preparatory department?

6. In how many subject areas of technical and engineering sci-
ence do students train at the University?

7. What are the functions of the University's Centre of Pre-
Higher Education?

8. How many teaching staff members does the KuzSTU employ?

9. How are the members of the teaching staff ranked?

10. What’s the total number of students involved in all forms of
studies?

11. How many students are on full time?

12. What’s the student-teacher ratio?

13. Who is the head of the University?

14. How many vice-rectors are there and what are they responsi-
ble for?

15. What are the dean’s/sub-dean’s duties?

11
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VI1II. Fill in the chronological table about development of
KuzSTU.

Date Event
1950
1965
1993
2011
2012
2018

IX. Study the scheme of the university organization and
make your own scheme of KuzSTU structure.

e a

University organization structure

Board Acade"jllc Board
of supervisors cel e of trustees

|
l Advisors board Rector office | Rector advisor
| |

UNIT 1l
ECONOMICS

I. Study the following words and word combinations. Use
them in sentences of your own.

eCcoNoMmIcCs — PKOHOMHYECKas HayKa; 2. DKOHOMHUKA

economic — 1. PKOHOMHMYECKHUI; 2. SJKOHOMHYECKH BBITOIHBIN;
peHTa0CIbHBIMI

economical — 1. 5koHOMHBII, OCPEIKIUBBII; 2. SKOHOMUYHBIH
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economist — s5KoHOMHUCT

economize — SKOHOMMUTB; 9KOHOMHO pacxoJio-
BaTh, MCIIOJIL30BaTh

economy — X03sMCTBO, JKOHOMHKA

command economy — IEHTPAIN30BaHHO YyIpaBiiseMas KOHO-
MHKa; HEPBIHOYHAS DKOHOMMKA

free market economy — cBoOoaHasT pEIHOYHAS PKOHOMHKA

mixed economy — cmeranHas S5KOHOMHKA

society — 1. oOmiecTBO, OOIICCTBEHHBIN CTPOIi; 2. 00IIECTBO, OP-
TaHM3aIUs, aCCOLIMALIHS

produce — npou3BOUTh, BEIPA0ATHIBATE

demand — crpoc; TpeboBaHuEe; 3ampoc;

demand for smth crpoc Ha yTo-1160

to be in high / low demand — nonb3oBaThcst OOJBIIMM / He-
OO0JIBIIMM CIIPOCOM

good — ToBap, usaenue

service — yciyra

allocate — pasmemniars, pacupenensaTh

resource(s) — pecypc(sl), cpeacTaa

consumption — nmotpebieHue

at high/low prices — 1o BEICOKMM / HU3KUM LIEHAM

to make a decision — npuHEMaTh pelIeHUE

rely (on smb, smth) — monararscs (Ha KOro-JI. WM 4TO-JI.)

intervention — BMenaTeabCTBO

at a certain level — na onpenenensom ypoBHe

restriction n — orpannueHue

I1. Read the text and answer the following questions:

1. What is the central economic problem of a society?

2. What is the market?

3. What is the function of the market in an industrial country?

4. How are decisions made in a command economy?

5. In what way does a free market economy differ from a com-
mand economy?

Market and Command Economies

Economics is a science that analyses what, how, and for whom
society produces. The central economic problem is to reconcile the

13



conflict between people's unlimited demands with society's ability to
produce goods and services.

In industrial Western countries markets are to allocate resources.
The market is the process by which production and consumption are
coordinated through prices.

In a command economy, a central planning office makes deci-
sions on what, how, and for whom to produce. Economy cannot rely
entirely on command, but there was extensive planning in many Sovi-
et bloc countries.

A free market economy has no government intervention. Re-
sources are allocated entirely through markets.

Modern economies in the West are mixed and rely mainly on the
market but with a large dose of government intervention. The optimal
level of government intervention remains a problem which is of inter-
est to economists.

The degree of government restrictions differs greatly between
countries that have command economies and countries that have free
market economies. In the former, resources are allocated by central
government planning. In the latter, there is not any government regu-
lation of the consumption, production, and exchange of goods. Be-
tween the two main types lies the mixed economy where market and
government are both of importance.

I11. Choose the appropriate word in the brackets.

1. (A command economy /a free market economy) is a society
where the government makes all decisions about production and con-
sumption.

2. (Economics/Economy) studies how markets and prices allow
society to solve the problems of what, how, and for whom to produce.

3. Every economist sees (the restriction/the importance) of the
question of what, how, and for whom to produce.

4. Nations have different (consumption/levels) of farm produc-
tion.

5. When (the price/the importance) of some goods grows, people
will try to use less of them but producers will want to produce more of
them.
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6. In (mixed/both) countries, Canada and the USA structural
changes in the agricultural sector of economy have become of interest to
economists and general public in the 80s and 90s of the 20th century.

7. After years of competition between command and market
economies, (the former/the latter) gave way in many countries of the
world to (the former/the latter).

V. Translate into English, paying attention to the vocabu-
lary.

1. Pa3BuThIC CTpaHbl JOCTUTAIOT SKOHOMHUYECKOTO yCIIeXa 4epe3
CITCLIUAJIA3ALIHIO.

2. B rozipl BOMHBI B CTPAHE BCErJa UMEET MECTO PETYJIMPOBAHUE
SKOHOMUKH MPABUTEITHCTBOM.

3. B 3KOHOMMKaxX CMEMIAHHOTO THUIA UMEKOTCS TPABUTEIIbCTBEH-
HBIC OTPAHUYEHUS TOTO, YTO MPOU3BOJAUTH U KAK MPOU3BOIUT.

4. Kaxaplii MEHEKEp MPUHUMAET PEUICHUS, KaK PACIPEICIUTh
OrpaHUYEHHBIE PECYPChl HAMITYUIIUM 00pa3oMm.

5. MBI HE MOKEM TOJOKUTHCA Ha 3TU JIAHHBIE TIPU TIAHUPOBA-
HUW TPOU3BOJICTBA HA CJIECAYIOIINHI TO,.

6. IIpu ppIHOYHON PKOHOMMKE PETYIUPOBAHUE MPOU3BOJCTBA U
NOTPEOJICHUS OCYIIECTBIISIETCS Yepe3 ICHBI.

UNIT Il
DEMAND AND SUPPLY

I. Study the following words and word combinations. Use
them in sentences of your own.

quantity — koJlm4ecTBO; pa3Mep; BEIHMINHA

demand — (smth) TpeGoBath (4T0-11.), HY)KAATHCS B (UEM-J1.)

supply — npennoskenue (ToBapa)

excess supply — n30pITOUHOE, Ype3MEPHOE TIPEITIOKECHUE, TIepe-
HACBIIIEHHOCTh PhIHKA

to supply smb with smth — noctaBasaTe KoMy-1100 4TO-THOO

to supply smth to smb — caaGxxaTh yemM-1100 KOro-I1100

equilibrium — paBHOBecue, paBHOBECHOE COCTOSIHHE, MOJI0XKE-
HUE PaBHOBECHS

equilibrium price — paBHOBecHas IieHa
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consume — noTpeOATh

shortage — nedunur, HexBaTKa

surplus — nepeHachplieHne PhIHKA; U30BITOK, U3JIHIIEK

reduce — MoHMWXaTh; YMEHbBIIATh; COKPAIIATh

reduction n (in smth) — cumkeHHE, YMEHbIIIEHUE, COKPAILICHNE
influence (smth) — oka3eiBaTh BIMSHUE, BIUATH(HA YTO-JI.)
income — 10x01(bI), IPUOBLIb, TOCTYILICHUS

increase (in smth) — yBennueHue, pocT, BO3pacTaHue, IPUPOCT
substitute good — ToBap-3amMeHUTEIH

decrease — cumxaTh(cs), yObIBaTh

complement good — ToBap-aonoHeHNE

normal good — ToBap cTaHIapTHOI'O KauecTBa

inferior good — ToBap HM3KOro KayecTBa

technology — rexnuka, TeXHOIOT U

INput — BIIOJKEHKE, BBOAMMEBIN pecypc, 3aTPaThl, HHBECTUIIUH
iNnput price — meHa pecypcoB, IeHa OCHOBHBIX CPEJCTB MPOU3-

BOJICTBa

impose (on, upon) — oGiarath (HAJIOrOM, MOILIMHON KOTO-I.),
HaBs3bIBaTh (KOMY-JI.)

1.
2.
3.

high?
4

Read the text and answer the questions:
What is demand?

What is supply?
When are the demanded and supplied quantities of goods

How are prices and the supplied and demanded quantities

regulated by the market?

S.
6.
7.

Which factors influence demand? How do they work?
Which factors influence supply?
How can governments regulate demand and supply?

Demand and Supply

Demand is the quantity of a good that buyers wish to buy at each
price. Other things equal, at low prices the demanded quantity is higher.

Supply is the quantity of a good that sellers wish to sell at each
price. Other things equal, when prices are high, the supplied quantity
Is high as well.
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The market is in equilibrium when the price regulates the quanti-
ty supplied by producers and the quantity demanded by consumers.
When prices are not so high as the equilibrium price, there is excess
demand (shortage) raising the price. At prices above the equilibrium
price, there is excess supply (surplus) reducing the price.

There are some factors influencing demand for a good, such as
the prices of other goods, consumer incomes and some others.

An increase in the price of a substitute good (or a decrease in the
price of a complement good) will at the same time raise the demanded
quantity.

As consumer income is increased, demand for a normal good
will also increase but demand for an inferior good will decrease. A
normal good is a good for which demand increases when incomes rise.
An inferior good is a good for which demand falls when incomes rise.

As to supply, some factors are assumed as constant. Among
them are technology, the input price, as well as degree of government
regulation. An improvement in technology is as important for increas-
ing the supplied quantity of a good as a reduction in input prices.

Government regulates demand and supply imposing ceiling pric-
es (maximum prices) and floor prices (minimum prices) and adding its
own demand to the demand of the private sector.

I11. Choose the appropriate word in the brackets.

1. The fashion for miniskirt (increased/reduced) the demand for
textile materials.

2. Even in (some/the same) middle-income countries many peo-
ple are very poor.

3. Government regulations sometimes (decrease/impose) a
change in (technology/quantity) that producers do not want to use.

4. Stabilization of prices is of great importance to industrial na-
tions (as well as/as well) the Third World countries.

5. Freeing up prices leads to their (decrease/increase).

6. (Inferior/normal) goods are usually low-quality goods for
which there are higher-quality (improvements/substitutes) sold at
higher prices.

7. A decrease in (complement/input) prices makes the production
less expensive.
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V. Translate the sentences paying attention to vocabulary.

1. If the price is higher than the equilibrium one, it will be falling
till the equilibrium price is reached and there is no more surplus left. If
a good is sold at a price below the equilibrium one, the price will grow
and reach the equilibrium price till there is no more shortage of the
good left.

2. Governments buy and produce many goods and services, such
as defense, education, parks, and roads for firms and individuals.

3. Firms producing computers act as buyers in the markets for
the services of computer programmers.

4. Governments, through their control of the quantity of money
in the economy, can influence business activity.

5. With a reduction in input prices firms will supply more of a
good at each price.

6. Inflation is a rise in the level of prices as demand is higher
than supply because of an increase in the supply of money.

7. When there is a harvest failure, the producers' supply will de-
crease.

8. Supply restrictions imposed by cartels are as characteristic of
industrialized economies as of developing economies.

9. Private sector in a mixed economy is that part of the economy
that is controlled by private firms, not by government or corporations.

10. Excess supply is a situation in which, at a certain price, the
quantity of a good demanded by buyers is less than the quantity sup-
plied by producers.

UNIT IV
THE CONCEPT OF MANAGEMENT.
CAREERS IN MANAGEMENT

I. Study the following words and word combinations. Use
them in sentences of your own.

management — ynpasieHue, pyKoBOJACTBO
entrepreneur — OM3HECMEH, ITPEATPHHUMATED

to run a business — pykoBoUTb, yIPaBIATh JEIOM
company — KOMITaHHS

18



employee — ciyaiuii; pabOTaIOIINIA 10 HAWMY

to market (sth) — nponaBarts, cObIBaThH

to focus on (sth) — cocpenoTounBath, GOKyCHpOBaTH BHUMAHHE
(Ha yeM-11.)

to be in charge (of sth) — BeimoNHATE 00s3aHHOCTH, OTBEUYATH
(3a), pyKOBOJIUTH

team — xomana, rpymmna, apTeib, SKANax

goal(s) — 3agauya, 1eb, MECTO Ha3HAUYCHHMS

to enforce — ocyiiecTBIATh, IPUBOIUTH B HCIIOJIHEHUE

planning — manupoBaHue

organizing — opranu3aius

staffing — xagpoBoe obecreueHne, YKOMIICKTOBAHME ITEPCOHA-
JIOM

organizational chart — opranu3zanuonnas cxema

top-level manager — ton-menemxkep (PyKOBOAMTEIb BBICIIEIO
3BE€HA)

middle manager — pykoBoauTeIb CPEAHETO 3BEHA

to delegate — nenerupoBaTh (TIepenaBaTh 4acTh (HyHKIHMA, padbo-
ThI [TOTYUHCHHBIM )

leading — pyxoBoicTBO, yIpaBiicHUE

controlling — xouTpoTMHT (ynpaBlieHUE W CHCTEMAaTHYCCKUI
KOHTPOJIb)

department — otxen; oTneneHue; ynpapieHue; CIyx)0a; 1ex

to figure out — pemats, pa3pemats (IPOOIEMY); BBISICHSATD

to perform — BBIONHATD, HCIIOIHATH, COBEPIIATH

vocational field — cdepa (o6macts) mpodeccuonansHoOl mes-
TEJIIBHOCTH

to hire (sb) — nHanumath

to train (sb) — o6yuats

to fire (sb) — yBonbHATE ¢ pabOTHI (C TOJKHOCTH)

to meet the goals — o6ecnieurBaTh TpeOyeMbIe MOKa3aTEIN

Il. Read the text and answer the questions: What is manage-
ment? What is the mission of a manager?
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The Concept of Management and
the Mission of a Manager

Management is a very exciting and rewarding career. A career in
management offers status, interesting work, and the satisfaction of
working closely with other people. Entrepreneurs who start and run
businesses by themselves do not have to manage other people. They
have to manage themselves. However, if he firm has employees, then
some type of management plan is necessary. Management includes the
processes or functions of planning, organizing, leading, and control-
ling. For example, suppose you have created your own comic book
and want to start a comic book company. Do you want to produce
comic books and market them as well? Do you also want to produce
cartoons, video games, and action figures based on your comic books?
Because of the complexity of your business, you will need employees
to help. Managers can help by supervising and directing employees.

Management helps businesses focus on setting and meeting
goals efficiently and effectively so that a profit can be made. The
word management also refers to the people who are in charge of run-
ning a business. Managers need a thorough understanding of business
operations, which involve all the activities of a company. They devel-
op the objectives for a firm or a department and then figure out how to
meet those objectives through people, work processes, and equipment.

Today people are considered the most important resource in
companies. If they perform effectively, companies will succeed. When
companies are successful, there is better utilization of resources, less
stress among employees, less chaos in society, and a better quality of
life for all. So, management can be defined as working with and
through other people to accomplish the objectives of both the organi-
zation and its members.

As we can see, the definition of management places greater em-
phasis on the human being in the company rather than the company
itself; focuses attention on the objectives and results of the activities,
rather than just the activities; points out that the accomplishment of
the members’ personal objectives should be integrated with the ac-
complishment of the organizational objectives. We can make a con-
clusion that management is both a science and an art, and a good man-
ager is not just a technician, following a vocational field, but a person
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who is able (no matter at what level in a company) to plan, organize,
staff, coordinate, motivate, lead, and control.

[11. Complete the text with the appropriate words from the
table.

Managers resources hire train coordinate efficiency profitability
... decide what will be done, who will do it, when it will be done, and
what ... will be used. They ... and ... new employees, and they ... their
departments’ activities with other departments. Managers are the heart
of a company, the force that unites everything in the organization to
ensure optimum ... and ...

V. Match the words with their equivalents.

1. run a business a) YIPaBJISIOITHI
2. vocational field b) GyHKIIMK MITAHUPOBAHMSI
3. personal objectives C) LIeJTM OpraHU3aIUN
N — d) cdhepa mpodeccronanpHOM
4. organizational objectives ) chepa npody
NESATeIbHOCTHU
5. manager €) KOHTPOJUIMHT
, : BECTH JIEJI0, YIIPABIISITh
6. functions of planning D A yrip
peANPUITHEM
7. controlling g) TUYHBIC [IEJIH

V. Match the words with their definitions.

Business to plan company manager to lead career status
to control entrepreneur management to organize

1) the technique, practice, or science of managing, controlling or
dealing with sb, sth;

2) the members of the executive or administration of an organi-
zation or business;

3) a social or professional position, condition, or standing to
which varying degrees of responsibility, privilege, and esteem are at-
tached,;
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4) a profession or occupation chosen as one’s life’s work;

5) the owner or manager of a business enterprise who, by risk
and initiative, attempts to make profits;

6) an affair, matter; serious work or activity; a trade or profes-
sion; an industrial, commercial, or professional operation; purchase
and sale of goods and services;

7) a person who directs or manages an organization, industry,
shop, etc.; a person who controls the business affairs of smb; a person
who has a talent for managing efficiently;

8) to think carefully about sth you want to do in the future and
decide exactly how you will do it;

9) to form (parts or elements of sth) into a structured whole; co-
ordinating; arranging methodically or in order;

10) to show the way to (an individual or a group) by going with
or ahead; to guide by holding, pulling, etc.;

11) to command, direct, rule, regulate;

12) a business enterprise

V1. Read the text again and complete the sentences

1. Management includes the processes or functions of....

2. Management is a very exciting and rewarding....

3. A career in management offers....

4. Entrepreneurs who start and run businesses by themselves
have to manage....

5. Management can be defined as....

6. The word management refers to....

7. Management is both a science and....

8. A good manager is not just....

9. Today people are considered the most important....

10. A good manager is a person who is able (no matter at what
level in a company) to....

V1I. Read the text and answer the questions: How many func-
tions do managers carry out? What do they involve?
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The Four Functions of Management

Most managers carry out four different functions of manage-
ment: planning, organizing and staffing, leading, and controlling.
Some managers may primarily focus on one or two of them. These
functions are indicated in the order in which they occur.

Planning

Planning must be completed first. Planning is the act or process
of creating goals and objectives as well as the strategies to meet them.
Planning also involves figuring out the resources that are needed and
the standards that must be met.

Organizing and Staffing

Then organization can take place. Organization allows managers
to lead and control employees and activities to get work done. Organ-
izing is getting m the resources arranged in an orderly and functional
way to accomplish goals and objectives. A manager must organize
people, work processes, and equipment so that the work is well coor-
dinated. Managers also hire and train employees — and fire them when
necessary. They are responsible for making sure employees have all
the tools they need to do their jobs well.

Leading

Good management also requires good leadership. Leading in-
volves providing guidance to employees so they can fulfill their re-
sponsibilities effectively. There is more to leading than just giving or-
ders. Leading means providing direction and vision. You have to cre-
ate a vision of the company to inspire your employees. You need to
set standards, so that your workers know their goals. Leaders also
have to delegate work, enforce policies, oversee time management,
and provide feedback on employees’ work.

Resolving conflicts between workers is also a leadership task.
Good managers lead by example. This is especially important when
leading a team. Showing respect to others, honesty, loyalty, courtesy,
and a strong work ethic can have a positive effect on employees.

Managers who show motivation, initiative, cooperation, and
punctuality demonstrate to employees the importance of each person’s
contribution,

Controlling

Controlling involves measuring how the business performs to

ensure that financial and operational goals are met. Controlling the
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operation means keeping the company on track and making sure goals
are met. Managers keep track of the budget, the schedule, and the
quality of the products or services they provide.

They also monitor their employees and review their performance
according to standards. Taking corrective action when goals are not
met is another management task. Controlling also involves monitoring
customer satisfaction. Your marketing manager can measure the suc-
cess of your comic book by studying sales figures and reviews. You
might find out your comic book sold well in certain parts of the coun-
try but sold poorly in others. If your comic book is more popular with
adults than children, you might want to develop a new marketing plan.

A challenge for many managers, especially in small businesses,
is dealing with multiple objectives, each at a different functional level.
For example, suppose your company’s manager discusses plans to
produce a new comic book with the marketing and production teams.
The manager directs the marketing team to research the national and
global markets for comic books.

The manager also tells the production team to prepare to produce
the new product.

V1I1. Translate the following words.

1) ocyuiecTBIsATh KaApOBOE OOECIIEUEHHE; 2) TOCTUTATHh TPEOy-
€MBbIX MoKa3aTese; 3) onpenessaTh (BBIYUCIATH) KOJIUYECTBO HEOOXO-
TUMBIX pecypcoB; 4) mpuHUMaTh Ha padoTy u o0y4yaTh paOOTHUKOB;
5) ¢uHaHCOBBIE M MPOU3BOJICTBEHHbIC TOKa3arenu; 6) 3hPekTUBHO
BBITIOJIHAITE CBOM OOSI3aHHOCTH; 7) ompenensith (yCTaHABIUBATh)
CTaHJapThl; 8) nenerupoBath (mepeiaBath); 9) 1eMOHCTPUPOBATH MO-
tuBanuio; 10) nauunatusa; 11) nzyvars uHdopmauio o cObiTe (IaH-
HbIE O COBITE TOPrOBYIO CTATUCTHUKY); 12) COBEPIIEHCTBOBATh MapKe-
TUHTOBOE€ IUIAHUPOBaHME (TUlaH MO COBITY mpoaykuun); 13) QyHKIu-
OHAJILHBIA ypOBEHb;, 14) M3yuyaTb BHYTPEHHUU U BHEUIHUN PBHIHKU;
15) TOTOBUTH K BBIITYCKY HOBBIN MPOJIYKT.

IX. Complete the table with basic functions of management
given below.

to influence employees to motivate to evaluate performance
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to coordinate resources to set objectives to solve problems

to set standards for work  to obtain resources

to guide people to resolve conflicts to make long-term plans

to monitor customer satisfaction to cut the staffing

to show respect to others  accurate planning

carrot and stick motivation to review performance to delegate
work to inspire employees

Organizing and

Planning Staffing

Leading Controlling

to show respect to others

X. Read the text and do the tasks given below.

Management

Management is the art of getting things done through other peo-
ple. It includes the personnel who have the right to make decisions
that influence company’s affairs.

There are three management levels: top management, middle
management and operating management. Top management includes
the president, vice presidents, and the general manager. Middle man-
agement includes department managers and plant managers. Operating
management includes supervisors, foremen, etc.

The most important responsibility of any manager is decision-
making. Successful management is a skill of choosing from alterna-
tives.

Decision-makings are divided into: recognizing the problem, de-
fining and analyzing the problem, evaluating alternative solutions,
choosing the most favorable solution and implementing the approach
chosen.

Management functions are planning, organizing, directing, con-
trolling, staffing and innovating. It should be noted that successful
management is based on three basic elements: leadership, motivation
and communication.

To operate a successful business one should have management
skills because effective management is the key to business success.
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XI. Match the questions in A with the answers in B.

A

B

1) Whom does top manage-
ment include?

a) Planning, organizing, directing,
controlling, staffing and innovating.

2) What does middle manage-
ment include?

b) Department managers and man-
agers

3) What does operating man-
agement include?

c) Supervisors, foremen, etc.

4) What steps is decision mak-
ing divided into?

d) Recognizing the problem, choos-
ing the most favorable solution.

5) What are the management
functions?

e) The president, vice presidents and
the general manager

UNIT V

CORPORATE MANAGEMENT

I. Study the following words and word combinations. Use

them in sentences of your own.

human resources — TpyIoBbie pecypcChl, JIFOICKHE Pe3ePBHI
material resources — marepuansHbIC PECYpChI

to keep an eye on sth/sb —

HAOJIIOIaTh 32 YEM-JI./KEM-JI.

chain of command — nops10k COMOAYMHEHHOCTH B OpraHU3a-

1805051

hierarchical structure — uepapxudeckas CTpykTypa
top management — BeicIIee PYKOBOACTBO, BBICIIMI YPOBEHB

yIpaBJICHUS

middle management — cpeaHuit ypoBeHb yrpaBIeHUS
chief operating officer coxp. COO — riaBHbIi OneparmOHHbBIN

TUPEKTOP

chief executive officer coxp. CEO — rnaBHbIi HCTTIOTHUTEIIBHBIN

TUPEKTOP

chief financial officer coxp. CFO — rnaBHbIi (UHAHCOBBIN JTH-

pEKTOP
SUPervisor — KOHTPOJIEp

empowerment — pacimupeHue moJTHOMOYHN paboTHUKA
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customer support — oocaykMBaHHE KIMEHTA

long-term planning — monrocpo4Hoe miiaHUPOBAHKE

financial flexibility — ¢bunancoBast rHOKOCTB

to delegate responsibility — nepenaBaTs monHoMoOuus

functional area — ¢pynkImonansHas 001aCTh

human resource management coxp. HRM — ynpasienue tpy-
JIOBBIMH PECypCaMu

general manager — reHepaabHBIM YIPABISIOUIUN; TUPEKTOP
PEIIPUSTHS

Il. Read the text. Find the answer to the question: What are
the three levels of management in a vertical organization?

Management Structure: Vertical Organization

Management can be defined simply as getting work done
through the effort of others. More often, management is considered
the process of reaching goals through the use of human resources,
technology, and material resources. To facilitate effective manage-
ment, businesses are generally organized either vertically or horizon-
tally.

For a long time, the role of management was to keep an eye on
workers. In large, traditional companies, managers reported to higher
levels of management. Most managers were responsible for the proper
operation of a particular department. The up-and-down structure of
this kind of organization is called vertical organization. Vertical or-
ganization refers to a chain-of-command, hierarchical structure where
the tasks and responsibilities of each level of the organization are
clearly defined.

Management Levels

In the traditional, vertically organized company, there are three
basic levels of management: top management, middle management,
and supervisory-level management. Those who make decisions that
affect the whole company are top management. CEO (chief executive
officer), president, COO (chief operating officer), CFO (chief finan-
cial officer), and vice president are some top management titles. The
functions of top (or senior) management include setting a direction for
the company as a whole, identifying resources and methods for meet-
ing goals, and controlling the systems and structures of the company.
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Middle management implements the decisions of top manage-

ment. Middle management plans how the departments under them can
work to reach top management’s goals.
In supervisory-level management, managers supervise the activities of
employees who carry out the tasks determined by the plans of middle
and top management. Supervisors assign duties, monitor day-to-day
activities in their department, and evaluate the work of production or
service employees.

I11. Find the English equivalents to the words below.

1) mpyooswie pecypcol; 2) nabniooams 3a pabomuukamu, 3) no-
PAOOK CONOOYUHEHHOCU 6 op2anu3zayuu, 4) evicuiee pyKoeoocmeo,
5) cpeonuti yposenv ynpasnenus, 6) enasHwill ONEepayUOHHbIU OUDEK-
mop; 7) 2nasHblll UCNOIHUMENbHbLU Oupekmop, 8) enasuulil puHanco-
eblll oupekmop, 9) xoumponep; 10) oyenusams, onpedenimv Kaue-
Ccmeo

V. Decode the following abbreviations.

1. COO
2. CEO
3.CFO

V. Read the text and choose the title given below for each
passage.

A. Advantages of Horizontal Organization
B. Customer Orientation

C. Organization by Process

D. Self-Managing Teams

Management Structure: Horizontal Organization
Beginning in the 1980s, many companies downsized in order to
increase their efficiency and productivity.
These companies needed more than staff cuts to become more
efficient. The answer was a new type of management structure — hori-
zontal organization. In horizontal organization, top management
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shares decision making with self-managing teams of workers who set
their own goals and make their own decisions.
1

At the heart of horizontal organization is a restructuring of the
traditional management hierarchy. Levels of management are elimi-
nated, and the number of supervisors is reduced. This is known as flat-
tening the organization. Instead of reporting up a chain of command,
employees are organized into teams that manage themselves.

Self-managing teams in a horizontal organization gather infor-
mation, analyze it, and take collective action. They are responsible for
making decisions, completing tasks, and coordinating their activity
with other groups in the company. Encouraging team members to con-
tribute to and take responsibility for the management process is known
as empowerment. Empowerment reinforces team spirit and contributes
to company loyalty. It can also increase productivity and profits.

2

A second characteristic of horizontal companies is organization
by process. Self-managing teams are organized around particular
processes, such as developing new products or providing customer
support. Teams made up of people with different specializations re-
place functional divisions, like the finance department or engineering
department.

3

The third characteristic of horizontal organization concerns the
team’s focus. In vertical organizations, workers tend to look to man-
agement for direction. In horizontal companies, workers focus on the
customer.

For example, you can buy Starbucks coffee beans in Starbucks
coffee shops, or you can buy them in grocery stores and supermarkets.
Different marketing teams within Starbucks focus on each different
type of customer. One team is concerned with the wants and needs of
the individual who buys beans in the Starbucks store. Another is con-
cerned with the needs of the supermarket chain. By focusing on these
different customers instead of on a product or process, managers have
direct access to customer feedback. The ideal result is to have satisfied
customers, high productivity, large profits, and contented investors.
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V1. Find the antonyms to the highlighted words in the text
above.

VI1Il. Match the words below with their definitions.

profit, hierarchy, department, customer, division, productivity

1. One of the parts of a large organization such as a company or
university where people do a particular kind of work.

2. The rate at which goods are produced, and the amount pro-
duced in relation to the work, time, and money needed to produce
them.

3. A person or organization that buys goods or services from a
shop or company.

4. A system of persons or things arranged in a graded order.

5. Money that you gain from selling something or from doing
business in a particular period of time after taking away costs.

6. One of the large parts into which a large organization or com-
pany is divided.

VI1I1. Answer the questions.

1. What is the difference between a vertical and a horizontal
company?

2. What are the three levels of management in a vertical organi-
zation?

3. What are the functions of top management?

4. What are the obligations of middle management?

5. What do supervisors do?

6. When and why did many companies downsize?

7. What is at the heart of horizontal organization?

UNIT VI
HUMAN RESOURCES MANAGMENT

I. Study the following words and word combinations. Use
them in sentences of your own.
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Human Resource Management (HRM) — ynpasienue Tpyno-
BBIMU pecypcaMu (HampaBJjeHUE MEHEKMEHTa, 0a30BOM Hee KOTo-
pOro SIBJISICTCS IIOBBIIICHHE MPOM3BOAMTEIBHOCTH IMOCPEACTBOM CO-
3MaHUS OJIATONPHUATHBIX YCIOBHH IS NEATECIHOCTH COTPYJAHHKOB
OpraHu3allin);

staffing — kanpoBoe obecneuecHue;

assets — cpencrta, hOHJIBL;

cash flow — motok aeHeKHBIX CPECTB;

business transaction — genoBas onepaius; X03sHCTBEHHAs OIle-
pawus;

performance appraisal — omeHka pe3yJIbTaTOB JIEATEIBHOCTH,
aTTecTaIus

chief executive officer (CEO) — riaBHbBIN HCIIOTHUTCIBHBIN JTH-
PEKTOP;

line manager — nuHEHHBIA PYKOBOIUTENb (KOTOpPOMY HEIO-
CPEICTBCHHO MOTYMHSICTCS Psil paOOTHHUKOB OPraHU3aIINH)

questionnaire — aHkeTa, OMPOCHBIH JIUCT

observations — HaO0IeHUS; pe3yIbTaThl HAOFOACHUI

interview — nenoBast BCTpeua, AeioBas Oecea, codeceJ0BaHKe

job description — onucanue pabGoThI, JOKHOCTHAS HMHCTPYK-
s,

job specification — cnerudukanus paboTh

human resources department/personnel department — ormen
KaJpoB

part-time job — paGora, mpeamonararomas HEMOJIHYIO 3aHs-
TOCTh; pab0OTa Ha MOJICTABKHU

permanent job — nocrosiHHas padora

temporary job — Bpemennas padora

outgoing data — BEIXOIHBIC JaHHBIC

incoming data — nocrynatoiye (BXOIHBIC) TaHHBIC

liaison — cBsA3HOM, MOCPEAHUK, CBS3b

to schedule — na3nauath, HaMe4aTh, MIAHKPOBATH

to expedite — ObICTPO OTHPABIATH (KOPPECIIOHACHIIHIO)

associate — myaaiias yuaeHas CTCIeHb, PUCBAaNBaecMasi BBITYCK-
HUKY KOJUTeKa

wage wages — 3apaboTHas miata (pabouux)

salary — zapa®oTHas mata (Cy’KaIero)

life insurance — crpaxoBaHue XU3HU
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health insurance — crpaxoBaH#e 310POBbS

sick leave — oTmyck o 0oJie3HH

holiday pay — mara 3a paboTy B mpa3aHUKH

retirement plan — uaMBUAYaIBHBIH

pension plan — meHCHOHHBIM IIIaH, CHCTEMa IEHCHOHHOIO
oOecriedeHus recruiter — areHT mo HaliMy KaJpoB

job fair — apmapka BakaHcuii (MeponpusTHe, Ha KOTOPOM pa-
OOTHHKHU M PabOTOJATEIN MOTYT Y3HATH O MPEIJIOKEHUSIX U BO3MOK-

HOCTSIX JAPYT JpyTa)

Il. Read the text. Find the answer to the question: What do
human resources managers do to help businesses meet staffing needs?

Human Resource Management

Humans are an organization’s greatest assets; without them, eve-
ryday business functions such as managing cash flow, making busi-
ness transactions, communicating through all forms of media, and
dealing with customers could not be completed. Humans and the po-
tential they possess drive an organization. Organizations are continu-
ously changing. Organizational change impacts not only the business
but also its employees. In order to maximize organizational effective-
ness, human potential — individuals’ capabilities, time, and talents —
must be managed. Human resource management works to ensure that
employees are able to meet the organization’s goals.

Human resource management is responsible for how people are
treated in organizations. It is responsible for bringing people into the
organization, helping them perform their work, compensating them for
their labors, and solving problems that arise. There are seven man-
agement functions of a human resources (HR) department that will be
specifically addressed: staffing, performance appraisals, compensation
and benefits, training and development, employee and labor relations,
safety and health, and human resource research.

Generally, in small organizations with fewer than a hundred em-
ployees there may not be an HR department, and so a line manager
will be responsible for the functions of HR management (HRM). In
large organizations with a hundred employees or more, a human re-
sources manager will coordinate the HRM duties and report directly to
the chief executive officer (CEO). HRM staff in larger organizations
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may include human resource generalists and human resource special-
ists. As the name implies, an HR generalist is routinely involved with
all seven HRM functions, while the HR specialist focuses attention on
only one of the seven responsibilities.

An understanding of the job analysis is necessary to understand
the seven functions. An essential component of any HR unit, no mat-
ter the size, is the job analysis, which is completed to determine activi-
ties, skills, and knowledge required of an employee for a specific job.
Jobs can be analyzed through the use of questionnaires, observations,
interviews, employee recordings, or a combination of any of these
methods. Two important tools used in defining the job are (1) a job
description, which identifies the job, provides a list of responsibilities
and duties unique to the job, gives performance standards, and speci-
fies necessary machines and equipment; and (2) the job specification,
which states the minimum amount of education and experience need-
ed for performing the job.

I11. Spell out the following abbreviations.

1. HR

2. CEO

3. HRM

V. Match the columns:

1. transaction a) performance evaluation
2. performance appraisal b) personnel, department
3. human resources department c) potential
4. benefit d) bargain, deal
5. capability e) profit
VI1I. Match numbers with the letters.
1. CEO a) ['maBHBIN HCIIOTHUTEILHBIN TUPEKTOP
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2. Line manager b) JIuHEHHBIA PYKOBOINUTEH

3. Asserts c) CpencrBa, GOHIBI

4. Performance appraisal d) Ouenka pe3yabTaToB ACSITCIBHOCTH
5. Questionnaire e) BonpocHuk, aHkera

6. Observations f) JlaHHBIC HAOJIIOICHHMS

7. Interview g) CobecenoBanue

8. Job description h) Jlo;okHOCTHASI HHCTPYKITHS

9. Job specification 1) Crneuudukanus padoThI
10.Equipment J) ObopynoBanue

11.HRM K) YnpasneHue TpyI0BBIMU PECYpCaMu
12.Business transaction |) JlenoBas oneparnus

VIII. Study the scheme and make your own scheme of Hu-
man Resource management structure.

-’ Absenteeism -
k Werkplace Culture
isciplina roci n

Motivation and Incentives \.

Contracts of Employment v

UNIT VII
PERSONNEL DEVELOPMENT

I. Study the following words and word combinations. Use
them in sentences of your own.

to keep track — orcaexxuBath

to adjust to — nacTpauBaTth

orientation — opueHTaIs, OpUEHTHPOBAHUE (MEPOTIPUATHEC HITH
COBOKYITHOCTh MEPOIPHITHI 10 03HAKOMJICHHIO HOBHYKOB C HOpMa-
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MU ¥ MpaBUIaMH IMOBEACHHS, OOBIYasIMHU ¥ TPAJAMIIUSIMH OpPraHu3allnH,
CO CTPYKTYpOW OpraHu3alyy U T. I.)

safety rules — npaBuia TeXHUKH 0€30MACHOCTH

job rotation — poranus padoyux MECT, HOOYEPEAHOE MPeObIBa-
HHUE B JOJUKHOCTH, YepPEIOBaHNE XapaKkTepa padoThl (IPHHIIUII TEPHO-
JUYECKOro TIepeBojia pabOTHUKOB ¢ OJHOrO pabodero Mecra Ha Jipy-
roe B paMKax OJIHOM OpraHU3aIIlN)

pPromotion — npoABMKEHHE 10 CITYKOE

to eliminate — yanuToXaTh, TUKBUIUPOBATH

separation — yBoJbHEHHUE, BBIXO/ Ha ICHCHIO

to retire — yxoauTh B OTCTaBKY, Ha TICHCHIO

layoff — yBonbHeHHE Hu3-3a OTCYTCTBHS PabOTBHI, BPEMEHHOE
YBOJIbHCHHE

to fire — yBOJIBHSTH, BBITOHATH C PAOOTHI

to downsize — cokpamats (wmam)

turnover — peopranu3anus IITATOB, TEKYYECTh pab0UCH CHIbI

entrepreneur — npeanpruHUMAaTENb

profitability — npuOBLILHOCTE, PEHTA0EIBHOCTH, JOXOIHOCTH
bonus npemust; Harpanaa, mpu3

Il. Read the text. Find the answer to the question: Why are
performance appraisals valuable to both the employer and the em-
ployee?

Developing Employees

Even people with work experience need to adjust to new jobs.
They may have to learn new skills and need to keep track of how they
are doing on the job. To develop as employees, they need to be orient-
ed, trained, and evaluated. Human resources staff members assist in
developing employees.

Orientation

Orientation is the process of helping new employees adjust to a
company. New hires are usually taken on a tour of the building and in-
troduced to other employees. They might also attend a group orienta-
tion session and watch a video about the company. Most new employ-
ees receive a manual that offers information on matters such as the
company’s organization, procedures, and safety rules.

Training
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New employees usually need some training for the specific job
they were hired to do. On-the-job training involves learning a new job
by actually doing it. It is usually done under the guidance of a supervi-
sor who demonstrates different tasks.

Many companies offer ways for employees to leam new skills in
a more relaxed way and to share ideas with others. Group training in-
volves teaching several employees in a class. An instructor or manag-
er might teach a group of employees how to use a new software pro-
gram at the same time.

Job rotation moves employees to different tasks or departments
to help them gain experience. Sometimes if workers are absent or on
leave, others have to handle their tasks.

Developing Soft Skills

Soft skills refer to personality traits and personal abilities such as
social skills, language skills, personal habits, and friendliness. Soft
skills complement hard skills, which are the technical requirements of
a job.

You can begin to develop soft skills now. Dress professionally
and be organized. Be punctual, dependable, and take initiative and re-
sponsibility for tasks. Integrity, a positive attitude, and respect for
yourself and others are important workplace characteristics.

Evaluating Employees

A performance appraisal is an evaluation of how well an em-
ployee is doing a job. Employees are evaluated periodically. The eval-
uation might consist of an employee and his or her manager discuss-
ing the employee’s strengths and weaknesses. During an evaluation,
managers usually offer suggestions for improvement. Employees can
also note their own progress.

I11. Complete the sentences with the prepositions.

1. Nations must keep track ... their international trade to be
aware of their economic status.

2. Intelligent questions indicate not only interest but also respect
... the speaker’s work.

3. The four Ps of marketing consist ... product, price, planning,
and promotion.
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4. Smart entrepreneurs recognize the opportunities in a world-
wide marketplace and adjust ... doing business at a global level.

V. Complete the table with the words.

Verb Noun (person) | Noun (abstract) Adjective
demonstrate
instruction
supervisor
adjusting
worker
employ

V. Read the text again and complete the sentences.

1. Human resources staff members assist in developing....

2. Orientation is the process of helping new employees adjust
to....

3. New hires might also attend a group orientation session and
watch....

4. Job rotation moves employees to different tasks or depart-
ments to help....

4. Soft skills refer to personality traits and personal abilities such
as...

5. A performance appraisal is an evaluation of how well an em-
ployee is doing....

6. The evaluation might consist of an employee and his or her
manager discussing the employee’s....

7. During an evaluation, managers usually offer....

V1. Read the text and find synonyms to underlined words.
Changes in Employee Status

Human resources managers keep track of changes in the status of
employees. For example, an employee might be promoted to a differ-
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ent position, transferred to another department, or fired. As a result,
the worker might need to be reoriented, retrained, or replaced.
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Promotion
A promotion gives an employee a higher-level job with more
authority, responsibility, and pay. Most promotions are merit-based
and encourage performance. If an employee is doing a great job, she
or he might be promoted. Promotions are also given on the basis of
seniority. Seniority is the status given to an employee based on rank or
length of service.

Transfer

A transfer is a move to another job within a company, usually at
the same level and pay. Employees might be transferred because an-
other department needs them or their job in their present department
has been eliminated. They might also be transferred if the company
moves or opens a new office.

Separation

Separation is leaving a company for any reason. A voluntary
separation occurs when an employee resigns or retires. When an em-
ployee voluntarily leaves, an exit interview is given to pinpoint why
the employee is leaving.

Involuntary separations include layoffs and terminations. A
worker may be fired or terminated if he or she breaks rules, becomes
unable to perform at the expected level, or cannot get along with oth-
ers. If the company needs to downsize, employees might be laid off. A
layoff occurs when there is not enough work for all employees.

Turnover
It costs companies a lot of money to search for, hire, and train
new employees. Therefore, businesses are concerned with keeping
turnover low. Turnover is the number of employees who leave an or-
ganization and are replaced over time. Careful hiring decisions and
sufficient training increase chances for success with new employees.

VII. Find the English equivalents in the text.

NPOOBUIICEHUE NO CTYIHCOE
VHUYMONCAMb, TUKBUOUPOBAMb
VX0OUmb HA NEHCUIO
VBOJIbHAMY
cokpawams (wmam)

RN
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6. peopeanuzayus wmamos
7. obyuams, 2comosumo

I X. Answer the questions.

1. Do human resources managers keep track of changes in the
status of employees?
2. How can a company help a new employee to develop?
3. What does a promotion give an employee?
4. What are some changes in status an employee might experi-
ence?
Are promotions given on the basis of seniority?
Why are employees transferred?
What does separation mean?
What do involuntary separations include?
What is turnover?

©ooNOoOO

UNIT VIII
MARKETING ESSENTIALS

|. Study the following words and word combinations. Use
them in sentences of your own.

distribution — pacnpenenenue, pacrnpocTpaHeHUE

purchasing — mokyrmka, 3aKyInka; mpuoopeTeHne

inventory control — ynpaBnenue 3amacamu

physical distribution — ToBapoaBrKeHNE; TPOIBIIKEHIE TOBapa

financing — punancupoBanue

to set up a business — yupeauTs TOProBoe MPEANPUSITHE

risk management — ympasyieHue puckamu

information management — ynpasnenue uadopmaliueit

service management — oprasau3arus 00CIyKUBAHUS

product management — ynpasieHre IPOU3BOICTBOM

product mix — cTpykTypa NpOAyKIIMH,; HOMEHKJIATypa IpOIyK-
MY, aCCOPTUMEHT U3CITUI

promotion — mpoaBMXCHUE

selling — nponaska, peanu3aius, CObIT; TOPTOBIIS

promotional campaign, promotion campaign — pekiiamHas
KaMITaHHsI, KaMIIaHUS TI0 POABMIKCHUIO
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retail outlet — po3unynas Toprosast Touka

brand name — topropas Mapka u3enHs

warranty — rapantus

brainstorming/brainstorm — «Mo03roBoil mTypM», «MO3roBas
aTaka»

development department — onbITHO-KOHCTPYKTOPCKUIA OTAECII

collaboration — corpynanuecTBO, COBMECTHas paboTa

market trend — TeHAeHIIMK PHIHKA; PHIHOYHBIA TPEH

competing products — KOHKypUpYFOIIast MPOAYKITHS

limited market — orpannycHHbBIN

publicity campaign — koMMyHUKaIIMOHHAS KaMIIaHHS

advertising slogan — pekiamHbIii cioraH, peKJaMHBIN JCBU3

newspaper advertisement — pekiiaMHOe 00BSBICHUE B ra3eTe

infomercial (information + commercial) — TeneBU3MOHHBIH
PEKJIAMHBIN POJIMK B (hopMaTe MHTEPBBIO MM JOKYMEHTAIbHOU IPO-
IpaMMbI

direct mail advertising — npsimasi moyToBas pekiama

junk mail — «makynaTypHas» mouTa (pexiama, npueiauieHus)

local advertisement — mecTHOE pekiiaMHOE OOBSBIICHHE, O0BSB-
JICHUE MECTHOMU PEKJIaMBbl

directory advertising — pekiama B CipaBOYHHKaX

pop-up advertisement BcruibIBaroIas pekiiama

log on — BXxoauTh (8 cucmemy)

webcasting — pactipeneieaue mporpaMm 1o cetu MaTepHeT

billboard — nocka as 00bsBIICHHIA, aHII; PEKIAMHBIA AT

outdoor advertising — HapyxHas pekiama

transit advertising — TpaH3uTHas pekiama, peKiama Ha TpPaHC-
nopTe

Il. Read the text. Find the answer to the question: What mar-
keting? What are the seven functions of?

The Basics of Marketing
Marketing a CD requires a different strategy than marketing di-
amond earrings. Each item appeals to people of different ages, gen-
ders, and income ranges. Every holiday season more gadgets, toys,
and clothes hit stores. The companies that make these and other items
do research before developing and selling them. To market a product
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successfully, a company has to understand what people want to buy
and why they want to buy it.

It all comes down to knowing your market. From a marketing
viewpoint, a market is a group of customers who share common wants
and needs. These people have the ability to purchase the product or
service. In the global marketplace, many countries can make up a
market for a product. Marketing is the process of creating, promoting,
and presenting a product or service to meet the wants and needs of
consumers, wherever they are.

Marketing involves a number of stages, from studying what peo-
ple want to buy to designing a product’s packaging. For example, you
might be part of the 11billion dollars market for recorded music and
music video purchases. Businesses want you to buy their products, so
they perform detailed research to find and analyze potential customers
in their market. Knowing what groups of people want and need help
companies decide how and what to sell.

There are seven functions of marketing. These functions de-
fine all the aspects that are part of marketing.

1. Distribution is the process of getting goods and services to
customers. The process includes purchasing, stock handling, inventory
control, and physical distribution. Goods are usually transported by
trucks, trains, airplanes, and ships. Distribution also involves the sys-
tems that track products so they can be located at any time.

2. Financing is getting the money that is necessary for setting up
and running a business. Finance also includes protecting investments
through risk management.

3. Marketing information management is gathering and analyz-
ing information about consumers, trends, and competitors’ products.
Making informed decisions requires good research and development.

4. Pricing is deciding how much to charge for a product or ser-
vice so the business can make a profit.

5. Product/service management is obtaining, developing, main-
taining, and improving a product or product mix in response to market
opportunities.

6. Promotion is any effort to inform, persuade, or remind poten-
tial customers about a business’s products or services.
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7. Selling is providing customers with the goods and services
they choose to buy. A popular trend today is using relationship mar-
keting. Companies use relationship marketing to build and maintain
relationships with their customers.

[11. Complete the statements:

1. Marketing is the process of

a) coordinating resources to meet organizational goals

b) moving money from person to person and business to busi-
ness

c) developing, pricing, distributing and promoting the goods and
services that satisfy consumers’ needs or wants

d) making decisions about alternative sources and uses of funds

2. A process that involves examining your current marketing
situation, assessing your opportunities, setting your objectives, and
developing a marketing strategy is termed

a) market segmentation

b) market testing

c) marketing research

d) strategic marketing planning

3. The combination of the four P’s is known as

a) product mix

b) marketing mix

c) promotional mix

d) merchandise mix

4. The two most common product categorizations involve

a) the degree of tangibility and the product’s use

d) the degree of quality and customer demand

c) the degree of preference and personal consumption

d) the degree of substitution and the product life cycle

5. The only variable that ultimately generates income is

a) positioning

b) branding

C) advertising

d) pricing

6. Charging a high price for a new product during the intro-
ductory stage and lowering the price later is known as
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a) penetration pricing

b) value pricing

c) skimming

d) prestige pricing

7. Most producers do not sell their goods directly to the final
users; they work with

a) sales reps

b) marketing intermediaries

C) retailers

d) trade salespeople

8. Promotion involves

a) grouping customers with similar characteristics, behavior, and
needs

b) developing an effective price for goods and services

c) designing and selecting marketing channels

d) informing potential customers of the product’s existence, its
features, and its advantages, and persuading them to try it

9. A well-known acronym AIDA stands for

a) Attention, Interest, Desire, and Ability

b) Attention, Interest, Desire, and Action

c) Awareness, Interest, Desire, and Action

d) Advertisement, Interest, Discount, and Advice

10. Advertising, sales promotion, public relations, and personal
selling are four basic

a) elements of marketing

b) channels of distribution

c) promotional tools

d) pricing strategies

V. Choose the necessary word or word-combination and put
it in the sentence. Translate the sentences into Russian.

marketing mix marketing promotion intermediaries market seg-
mentation brand product life cycle exchange process price PR tangi-
ble target markets advertising intangible price war

1. A market can be defined as all the potential customers sharing
a particular need or want. According to this definition ... begins and
ends with the customer.
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2. When you participate in the ..., you trade something of value
(usually money) for something else of value, whether you’re buying
dinner, a car, or a college education.

3. ... means dividing a market into smaller, relatively homoge-
neous groups. Its objective is to group customers with similar charac-
teristics, behavior, and needs.

4. An important step in the strategic marketing planning process
is choosing your ... or specific groups of customers to whom a com-
pany wants to sell a particular product.

5. A firm’s ... consists of product, price, distribution (or place),
and promotion.

6. Some products are predominantly ..., whereas others are
mostly ...; however, most products like Intuit’s software programs fall
somewhere between these two extremes.

7. The ... for electronic products are now recorded in months. At
Panasonic, consumer electronic products are replaced with new mod-
els on a 90-day cycle.

8. The Levi’s name is a strong.... A pair of the company’s flag-
ship 501 blue jeans consists of about 2 yards of denim, 213 yards of
thread, 5 buttons, and 5 rivets, and sells for an average ... of $50.

9. Everything seems to sell at a discount these days. Sometimes
discounts get out of hand and can cause a ... between competitors.

10. Basically, are of two main types: wholesalers and retailers.

11. ... may take the form of direct, face-to-face communication
or indirect communication through such media as television, radio,
magazines, newspapers, direct mail, the Internet, and other channels.

12. Because consumers and investors support companies with
good reputations, smart companies use ... to build and protect their
reputations.

13. ... not only determines what we buy, but it shapes our view
of the world. It tells us which remedies to take for headaches and indi-
gestion, how we should dress, and what we should eat.

V. Choose the best response for each question.
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1. Cell phone market is at 100% in many Eu-
ropean countries.

penetration

penalty

penance

2. I’m doing an of consumer trends in cellular
markets such as Japan.

analysis

analyze

analytics

3. Every marketer should have an idea of how to build strong

names
ideas
brands

4. We plan to this product in the Spring of
2009.

lunch

launch

lynch

5. The process of gathering, recording and analyzing of data
about customers, competitors and the market is called market

review

replay
research

6. Recent market show that there is a consider-
able increase in the use of our technology in the banking sector.

trends

ideas

trials

7. Last year we brought together a team to for
a completely new type of car.
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develop a concept
make a concept
start a concept

8. I don’t think we'll have a problem this prod-
uct. It will almost sell itself.

market

to marketing

marketing

9. Jane, could you bring me that on the Brazil-
lan biotechnology sector?

rapport

report

note

10. The ( = statistics/figures) in this report
cover three year trends in the manufacturing sector.

matrix

metrics

mathematics

V1. Read the text and answer the question: What are the basic
marketing strategies?

The Marketing Mix

The marketing mix consists of four basic marketing strategies:
product, place, price, and promotion, collectively known as the four
Ps. In recent years, many people have begun to include a fifth P for
people because the success of a marketing mix depends on people:
good employees and customers.

Product

Product decisions begin with choosing what products to make
and sell. Much research goes into product design. A product’s fea-
tures, brand name, packaging, service, and warranty are all part of the
development. Companies also need to decide what to do with products
they currently sell. In some cases, those products require updating or
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Improvements to be competitive. By developing new uses and identi-
fying new target markets, a company can extend the life of a product.
Place

The means of getting the product into the consumer’s hands is
the place factor of the marketing mix. Knowing where one’s custom-
ers shop helps marketers make the place decision. Place strategies de-
termine how and where a product will be distributed. For global com-
panies, it may mean making decisions about which products will be
sold in which countries and which retail outlets or other means of sell-
ing the product will best reach the customer.

Can the product be sold directly to the consumer, or are interme-
diaries necessary? Other place decisions include deciding which
transportation methods and what stock levels are most effective.

Price

Price is what is exchanged for the product. Price strategies
should reflect what customers are willing and able to pay. To that end,
marketers must consider the price they will charge their industrial cus-
tomers, including resellers. Pricing decisions also take into account
prices the competition charges for comparable products.

Price strategies therefore include arriving at the list price or manufac-
turer’s suggested retail price as well as discounts, allowances, credit
terms, and payment period for industrial customers.

On occasion, a company may use special promotional pricing
that would adjust the suggested retail price. A manufacturer may de-
cide to use a promotional price for a fixed period of time, for example.
This technique is frequently used to launch new products.

Promotion

Promotion involves making customers aware of a product. Pro-
motion refers to decisions about advertising, personal selling, sales
promotion, and publicity. Companies spend billions of dollars each
year on ads. They can promote a product by offering discounts in the
form of coupons, rebates, and sales. Companies can also give away
items.

Promotional strategies deal with how potential customers will be
told about a company’s products, including the message, the media
selected, special offers, and the timing of the promotional campaigns.
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VI1Il. Match the sentence halves (a to h) with the basic mar-
keting steps (1 to 8).

1. Research

a. your product or service where you will reach the
appropriate customers.

2. Strategize

b. to get background information on your market
and its potential customers.

3. Launch C. or enter your product or service into the market.

4 Position d. to make both short and long-term.

5. Follow up e. to check on consumer satisfaction.

6. Evaluate f. or assess if your strategy is effective or not.

7. Reposition g. constantly Where_ you keep a close watch on cus-
tomers and competitors.

8. Monitor h. your product or service if you are not getting a

successful customer response.

VIII. Complete these marketing acronyms.

NPD New.......c.ccccverunnne. P, D R
USP U....coiiiiiii, SelliNg P,
SWOT Strengths W........cccoeevenee. @ JSTRR T,
POS P OF Ser
REDR. and Development

IX. Place the following words and phrases under the right
marketing heading. Some of the ideas might belong to more than

one category.

media to announce press release special offer billboards dis-
counts banners to call on (customers) to sponsor free samples reputa-
tion coupons campaign to display negotiation internet follow-up to
bargain press conference to endorse commercials

Sales

Promotion Advertising PR
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Complete these sentences to describe the marketing catego-
ries.

*The sales department handles
*Promotion involves
«Advertising includes
*PR deals with

X. Circle the words that can be combined with ‘market’.

overseas service leader survey upscale country developing com-
petence potential business share

Write the possible combinations, before or after ‘market’.
....................... market.....................

....................... market..........cco........
....................... market.........cccoe.....

Match the marketing components to the right description.

The ‘Marketing Mix’ consists of the 4 P’s:

*Product......... where the customers can buy it
*Promotion....... one that meets the customer need

*Price........ to encourage the customer to buy it

*Place....... one that makes company profit and keeps the cus-

tomer satisfied

UNIT IX
MARKET RESEARCH

I. Study the following words and word combinations. Use
them in sentences of your own.

official language — odunmaNbHBIHA S3bIK
ad/advertisement — oObsBICHHE, peKilamMa
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foreign market/overseas market/external market — BaemHmii
PBIHOK (Haxoosuuticsi 3a HAYUOHATbHLIMU SPAHUYAMU CIPAHbL)

to gather information — cobupats cBeneHuS

marketing opportunity — mapkeTHHroBass BO3MOXHOCTh (npu-
GlleKAMenbHask chepa NPUnodNCeHuss MapKemuH208blX YCUIull, 8 Komo-
potl pupma modcem 00OUMBCS KOHKYPEHMHO20 NPeuMyuecmeda uiu
NOJIYYUmMb OONOJHUMEIbHYI0 NPUOLLILL)

marketing plan — mraH mapkeTwHra, MapKETHHTOBBIM ILIaH
(Ooxymenm, demanusupyroujuti MapkemuHeo8yio 0esimeibHOCHb KOM-
naunuu; niaH MapKkemuned yCmaHasiueaem yeiu u 3a0avu MapKemun-
2a Ha onpeoeneHHblil nepuod, Memoobl OOCMUNICEHUSL NOCHABIEHHbIX
yeneti)

marketing performance, marketing effectiveness — sddek-
TUBHOCTb MapKETHHIA, PE3yJIbTATHBHOCTh MapKeTHHTa, 3(PQeKTHB-
HOCTh MapKETHUHTOBOM JCATECIbHOCTU (COOMHOUeH e KOHEUHbIX NOKA-
3amejieli MapKemuH20801U desimeabHocmu (00vem npooasic, npudwvLb,
00JI51 PbIHKA) U 3ampam HA MApKemuHz)

product feature, product attribute — oTimuurensHas depTa
toBapa market size — pasmep peiHKa, 00beM pbiHKa (cmoumocmuwiil
noxkazameib COBOKYNHBIX NPOOANC HA PbIHKE KOHKDEMHO020 mosapa 3a
ONpeOeieHHbILL NPOMENCYMOK 8PEeMeHU)

competitive product — KoHKypeHTOCITOCOOHAS TTPOTYKITHSI

potential loss moTennmanbHbBIC YOBITKH

quantitative marketing research — koJMYecTBEHHOE MapKe-
TUHTOBOE UCCIICIOBAHUE {MAPKEMUH2080€ UCCAe008aHUe, HANPABIIeH-
Hoe Ha OoJbuiue 2pYnnvl peCHOHOEHMOo8, Hanp., OJisl ONpeoeleHUs Ko-
Juyecmaa aoell, Komopule Kynsam onpeoeieHHblll mosap)

qualitative marketing research — xauecTBeHHOE MapKETHHIO-
BOE HCCJICIOBAHUE {MaAPKeMUH2080€ UCCNe008aHlUe, HANPABIIEHHOE Ha
Hebobue 2pynnvl PecnoOHOeHmo8, O00bIUHO UCCedYemcs, NoUeMy
JII0OU NOKYNAOM MOm Ul UHOU NPOOYKM,)

attitude research — uccinenoBanne yCTaHOBOK (u3yueHue 6Hym-
PEHHUX YCMAHOBOK U OPUEHMAYUL UHOUBUOO8 U NPeOPACNONONCEHHO-
CMuU UX K ONpeoeneHHbIM OelUCMBUIM, HAnp., uzyyeHue OmHOULeHUU
nompebumeneti K mosapam, COmpyoOHUKo8 K HaudibCmay u m.o.)

opinion poll — onpoc 00MIECTBEHHOI0 MHEHUS

postal questionnaire — ankera, mochuIaeMasi 1o MouTe
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consumer panel — morpeburensckas nanens (epynna nompebu-
menell yeneso20 pPbiHKA, NOKYNAmMelbCKoe NosedeHue KOmopoll pac-
cMampusaemcs Kak npeocmasisiiouiee 6eCb PoblHokK)

focus group — ¢okyc-rpymma, rpyIiima omnpaiifBacMbIX Ha KOH-
KPETHYIO TEMY

Gallup Organization — Uucturyt ['ainana {uncmumym usyue-
HUsL 0OUeCMBEHH020 MHEHUsL, OCHOBAHHbI J]xcopOoxcem I ananom)

sales information,sales data, sales figures — undopmanus o
cOBITE, TaHHBIC O COBITE, TOProBasi CTATUCTUKA, KOJIMYCCTBEHHBIC T10-
Ka3aTean cObITa, COBITOBAs CTAaTUCTHKA

market intelligence — uccinegoBanue poiaka (coop ungopmayuu
O KOHKDEMHOM DpblIHKEe, HeoOXO00UMOU MeHeddcepam KOMIAHUU OJis
paspabomku OU3HeC-nIAH08 U YNpasieHus KoMnanuel)

competitor — KOHKYPEHT, COTICPHUK

to estimate — onienuBaTh

sales forecasting — nporao3upoBaHue cObITa, MPOTHO3UPOBAHNE
TIPOJIaXK

market share — nomns peIHKa (YOenbHblll 6ec KOMnanuu 6 oouiem
0OveMe PLIHOUHBIX NPOOAd#C)

I1. Read the text and answer the questions: What is marketing
research? Why is marketing research important?

Defining Marketing Research

One of the largest American sports shoe manufacturers wants to
introduce its new, best-selling shoe in overseas markets. A famous
basketball player in the United States wears the shoe and the ad shows
him shooting hoops in locations around the world. The commercial is
aired in three European countries, translated into each country’s offi-
cial language. However, the sales are disappointingly low. What went
wrong?

Even though the ad has a global focus, it does not have global
appeal, at least not in Europe. Careful marketing research would have
shown that basketball is not as popular in Europe as it is in the United
States. Few people purchased the shoe because there were few people
who could relate to the sport associated with the product.

According to the Marketing Research Association, marketing re-
search involves the process and methods used to gather information,
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analyze it, and report findings related to marketing goods and services.
Information obtained through marketing research is used to identify
marketing opportunities, solve marketing problems, implement mar-
keting plans, and monitor marketing performance. Marketing research
Is most often used by companies to:

1.

6.

Determine consumers’ attitudes and preferences

2. Test product features

3. Determine market size and growth potential
4,

5. Determine buying cycles

Learn about competitive products

Understand how the company is perceived by the public

Before developing a product, marketers can conduct research to
determine the type of product customers want. The research can min-
Imize potential losses when introducing the new product. Consumers
accept only one out of every ten new products introduced into the
marketplace; therefore, gaining information about consumer likes and
dislikes is important.

I11. Match the words with their definitions.

A b

1) competitive product a)  pe3yJIbTaTUBHOCTH MapKETUHIa
2) product feature, product b) o00beM peiHKa

attribute C) MapKETHHIOBLIN IUIAH
3) marketing performance d) cBoiicTBO TOBapa
4) to gather information €) MapKETHHIOBas BO3MOYKHOCTH
5) potential loss f)  koHkypeHTOCIIOCOOHAS
6) ad PO YKL
7) market size g) coOuparb CBEICHUS
8) marketing plan h)  BHemHHI PBHIHOK
9) overseas market 1)  oOBsBIIEHUE, pEKIaMa
10) marketing opportunity 1)  moreHIUANBHBIE YOBITKH

V. Complete the table.

Noun Verb Noun Verb
to analyze to associate
to gather to solve
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Noun Verb Noun Verb
to research to implement
to appeal to monitor
to purchase to determine

V. Read the text again and complete the sentences.

1. According to the Marketing Research Association, marketing
research involves....

2. Information obtained through marketing research is used to
identify marketing....

3. Marketing research is most often used by companies to....

4. Before developing a product, marketers can conduct research
to determine the type of....

5. Consumers accept only one out of every ten new products in-
troduced into....

V1. Read the text and find the synonyms to the highlighted
words.

Types of Marketing Research: Attitude Research

The type of research businesses conduct depends on the problem
that they are trying to solve. Quantitative research answers questions
that start with ‘how many’ or ‘how much’. This type of research usu-
ally gathers information from large numbers of people. Quantitative
research relies heavily on surveys or questionnaires to obtain infor-
mation.

Qualitative research focuses on smaller numbers of people (usu-
ally fewer than 100) and tries to answer questions about ‘why’ or
‘how’. This type of research relies heavily on in-depth interviews, ra-
ther than surveys that have been constructed ahead of time. Most mar-
keting research efforts combine both quantitative and qualitative
methods.

Research is not limited to products; it is also conducted to an-
swer questions about attitudes and behaviours, market segments, ad-
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vertising media, brands, prices, employees, and every other aspect of
marketing.
Attitude Research

Attitude research, also known as opinion research, is designed to
obtain information on how people feel about certain products, ser-
vices, companies, or ideas. Satisfaction studies conducted by mail sur-
veys or telephone interviews are the most common ways to get at in-
dividuals’ opinions. Customers are usually asked to rate ‘how satis-
fied’ they are with a product or service they purchased or used.

Opinion polls are another example of attitude research. The Gal-
lup Organization conducts opinion polls on politics, elections, busi-
ness and the economy, social issues, and public policy. Based on ran-
dom samples of the population, opinion poll results can be general-
ized to the entire population. A business considering a major expan-
sion might be interested in the attitude of the general population to-
ward the economy.

Consumer panels, also called focus groups, are groups of people
who are questioned to provide information on research issues.

VII. Find the English equivalent to the word below in the
text.

1) xonM4YecTBEHHOE MApKETHHIOBOE HCCIEAOBaHUE; 2) cpel-
CTBa PacIpOCTpaHEHUS pekiaMbl; 3) MOTpeOUTEIbCKas NaHelb; 4) aH-
KeTa, IochlIaemMas Mo moure; 5) TenedOHHOE HMHTEPBbIO; 6) ompoc
OOIIIECTBEHHOTO MHEHHUSI; 7) Ka4eCTBEHHOE MApKETHHT'OBOE HMCCIEI0-
BaHUE; §) UCCIEOBAHUE YCTAHOBOK, (DOKyC-TpyIa; 9) ciydalHbIi

VIII. Complete the sentences with the appropriate preposi-
tions.

1. The success of a business depends ... how well key activities
are coordinated, managed, and performed.

2. The fact is that most businesses (especially small businesses)
rely ... repeat customers and word of mouth to get new customers.

3. A nonprofit organization is a type of organization that focus-
es ... providing a service, but not to make a profit.
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4. Marketers make decisions based ... market research of trends
and consumer habits.

5. If you chose a random sample ... 100 people out of the phone
book, you are much more likely to accurately represent average in-
come ... the town.

UNIT X
MARKET

|. Study the following words and word combinations. Use
them in sentences of your own.

consumer market — moTpeOUTEILCKHI PHIHOK, PHIHOK ITOTPEOH-
TEIBCKUX TOBAPOB (cghepa Kyniu — npooadcu mosapos uHousuUdyajib-
HO20 U CeMeliH020 HA3HAYeHUsl. NPOO0BOIbCMBUSL, 00edHCObl, ObIMOBOU
MexXHUKU u op.)

industrial market/producer market — peIHOK POM3BOIUTE-
JICH, PBIHOK TOBAapOB IPOMBIIICHHOI'O HAa3HAYCHHS, KOMMEPYCCKUI
PBIHOK (noxynamenu u npooasyvl moeapos u yciye, UCHOTb3YeMblX
NPSAMO UL KOCBEHHO 8 NPOU3BOOCMEe OpY2UX U30eaull uiu yciyz)

business customer — koMMepYecKHi KIUSHT, OM3HEC-KIUCHT
(Knuenm ¢upmvl Uiy Opeanu3ayul, cam SIAIOUUNCT HOPUOULECKUM
JUYOM U UCNOABIYIOUWUL MOBAD 8 NPOPECCUOHATILHBIX Yeaax uiu O
nepenpooasici)

forestry — necoBouecTBO, IECHOE XO3SHCTBO

fishing pe16Has 1oBIIT MINING — TOpHOE J1E710; TOPHAS TTPOMBIIII-
JICHHOCTh

wholesaler — onToBuK, OITOBBIM TOPTOBEI]

distributor guctpudsiorop (nezasucumasn upma no onmosoii
mopeoae)

construction companies — ctpouTenbHass KOMITAHHS

retailer — po3Hu4HBIN TOpPrOBEI

intangible product — HemarepmanbHbIii TOBap (mosap, uen-
HOCMb KOMOpPOo2o npedcmasiieHa uHgopmayuel, Komopyrw OoH cooep-
JHCUM, HAND., NPOCPAMMHOE obecnedenue, HOY-Xay, 3HAHUS, MeXHOJLO0-
auu u m.n.)
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e-COMMEerce — 3JICKTPOHHAs TOPTOBIISA, SJECKTPOHHAS KOMMeEp-
WS (KoMMep4ecKas 0esimeaibHOCmb, ocywecmensemas yepes Unumep-
Hem)

sales transaction — Topropas cjaeinka, CaeKa KyIUTH-IIPOTaKH

intermediary/middleman — nmocpenauk

final user — koHeUHBIH MOTPCOUTEI

title — npaBo cOOCTBEHHOCTH; IIPaBO Ha UMYIIECTBO; OCHOBAHUE
IpaBa Ha UMYIIECTBO

guantities — 60bII0€ KOJIUYSCTBO

manufacturer u3roToBuTeIb, IPOU3BOJIUTEIH

commercial user — koMMepdeckuii MoTpeOuTensb (ucnonv3yio-
WU Mosap 8 NPoghecCUOHANIbHBIX YeasdxX Uil OJisi Nepenpooaddct)

to take title to goods — nmpuHHMaTh MpPaBO COOCTBEHHOCTH Ha
TOBAp

rack jobber — onTOBUK-KOHCUTHAHT (mopeyem Ha YCI08USX
KOHCUSHAyuu, m. e. COXpausiem 3a cooOoll npago coOCMEeHHOCMU HA
mosap, a cuema PO3HUYHbLIM MOP2OBYAM 8bICIABIAEeN MOIbKO 3d MO,
Ymo pacKynieHo nompeoumensimi)

drop shipper — ¢upma, ocymiecTBisAtOmas MpSMbIe MOCTaBKU
TOBapa co CKJIaJa MPOU3BOUTEIISI

store display — marazuHHast 3KCTIO3UIHS, 0QOPMIICHUE Mara3u-
Ha (PeKIaAMHO-UHDOPMAYUOHHOE U MOBAPHOE OpopMIeHIe Ma2A3UHd,
BKIH0YUASL BHEULHIONO PEKIAMY)

retail store — po3Hu4HBIN MaraswH, mMara3uH PO3HHUYHOU TOp-
TOBIIM (MA2a3uH, 8 KOMOPOM MO8aApvl NPOOAOMCsL 8 PO3HUYY KOHey-
HbIM nOmpeoumensim)

actual product — ToBap B pealbHOM HCIIOJIHCHHH, KOHKPETHBIH
ToBap, (haKTHUECKUI TOBAp (huszuuecxkas cywHocms moeapa uiu mo-
8ap ¢ MOUHBIMU KAYECMBEHHbIMU XAPAKMEPUCTIUKAMU; K XapaKmepu-
CIMUKAM PealbHO20 Mo8apa OMHOCAM. (HYHKYUOHAIbHbIE CEOUCMEA,
Kauecmeo, opopmaerue (OU3aiit), MapouHoe Ha3eanue, YNnaKosex)y)

to extend/to offer credit — (to smb) orkpeiBaTh KpeauT (komy-1.)

non-store retailing/non-store selling — BHemarasuaHas TOpros-
751 (npodasxca mosapos He 8 Mazazuxe; Hanp., NPAmas npooaica, npo-
oaoica wepe3 Mnmepnem, npooasica Ha 8bICMABKAX (APpMApPKAx), mop-
208151 C UCNONb30BAHUEM MOP2OBLIX ABMOMAMOS, MOP2OGJIsL NO NOUMe
unu menezpaghy
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MOp206Jisl N0 KAmaiozy, mopeosis uepes 00vAGIeHUs 8 neuamu
unu 8 aghupe (MpAMoU mapkemune) u m.o.)

automatic retailing/vending machine — Toproseiii aBTOMAT
(cneyuanvHas MauuHa 0 NPOOANCU Mo8apos, 8 OCHOBHOM NPOOYK-
MO8 NUMAaHUsl U NPOXAAOUMENbHBIX HANUMKOS, YCMAHAGIUBAEeMAsl 8
MA2a3uHax, Ha yauyax u op. 0ouecmeeHHblx Mecmax)

direct mail — npsimast moyToBast pacChUIKa (Memoo Mapkemunad,
npu KOMopom KOMNAHUU PACCHLIAIOM PEKIAMHble MAMePUuaibl U 00-
pasysl ceoell NPOOYKYUU NOMEeHYUAIbHLIM NOKYNAMENAM)

home shopping/armchair shopping — 3ao4HbIc TOKYNKH, Mara-
3WH Ha JUBaHE, TOMAITHUN MarasuH (NOKYNKU, OCYWecmeisiemvle no-
mpeoumenem 00Ma C NOMOWbIO NOUmMbl, mejedouna, menepaxca,
KOMNbIomepa il UHMepaKkmueHo20 menesudeHusl)

to sell through — nponaBate yepes, mpoaaBaTh ¢ MOMOIIBLIO

I1. Read the text and find antonymous to highlighted words.

Market and Market Identification

Marketers know that their product or service cannot appeal to
everyone. To do their job, they look for people who might have an in-
terest in or a need for their product. They also look at people who
have the ability to pay for their product. These people often share oth-
er similar needs and wants. All people who share similar needs and
wants and who have the ability to purchase a given product are called
a market.

You could be part of the market for video games, but not be part
of the market for an expensive car. Even though you may want an ex-
pensive car, you may not have the means to buy one. If you liked vid-
eo games and had the resources to buy or rent them, you would be part
of the video game market.

The consumer market consists of customers who buy goods for
personal use. The industrial market consists of business customers
who buy goods for use in their operations. The two are interrelated
because of the economic concept of derived demand. For example,
when consumers decide to buy more automobiles, dealers need more
cars, so auto manufacturers will need an increased supply of auto
components, such as tires, radios, batteries, and electronic parts. Com-
panies that make such parts experience an increased demand as a re-
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sult of consumer decisions to buy more cars. This is called derived
demand. Derived demand in the industrial market is based on, or de-
rived from, the demand for consumer goods and services.

Because of this relationship between consumer and industrial
demand, industrial companies look for opportunities to increase their
business by studying consumer trends. Service-related businesses
function in both consumer and industrial markets.

Extractors are businesses that take something from the earth or
sea. They include agriculture, forestry, fishing, and mining. The prod-
ucts are sold primarily to other businesses. Construction companies
build structures such as houses, office buildings, and manufacturing
plants. Manufacturing involves producing goods to sell to other manu-
facturers or to wholesalers and retailers. Wholesalers obtain goods
from manufacturers and resell them to industrial users, other whole-
salers, and retailers. Wholesalers are also called distributors. Retailers
buy goods from wholesalers or directly from manufacturers and resell
them to the consumer. For the most part, retailers cater to the consum-
er market. Service-related businesses are companies that provide in-
tangible products to satisfy needs and wants of consumers and/or
businesses. Consumer services include such things as dry cleaning,
hair styling, entertainment, transportation, insurance, and personal
needs, such as lawn-cutting, child care, and housekeeping. Business
services follow the same concept. That is why you have firms that
specialize in accounting, marketing, management, insurance, shipping,
and finance. There are also professional services — those provided by a
variety of professionals such as doctors, dentists, and lawyers.

Internet-related services, such as Web portals, Web casting, Web
site design, and Web advertising have created opportunities that did
not exist many years ago. For example, e-commerce (short for ‘elec-
tronic commerce’) is the buying and selling of products through the
use of electronic networks, usually the Internet. Even traditional re-
tailers are adapting their marketing strategies to e-commerce, resulting
in e-tailing.
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I11. Match the English words to the Russian definitions.

A

b

1) consumer market

a) KOMMEPUYECKUI KIUCHT

2) industrial market/producer

b) ropuoe neimo

3) market

c) OyXrajaTepcKuil yuer

4) fishing

d) crpaxoBaHue

5) mining

€) pIHOK TOBapOB

6) distributor

f) naTepHET-MIOpTAI

7) business customer

g) DJIEKTPOHHAS TOPTOBJIS

8) construction company

h) moTpeOUTENbCKHI PHIHOK

9) insurance

1) TIeCHOE XO03SHCTBO

10) accounting

J) PO3HUYHBII TOPTOBEI]

11) forestry

K) orrroBuK

12) intangible product

|) HemaTepuanbHBIN TOBAp

13) e-commerce

m) CTPOUTCIIbHAA KOMITAHUS

14) Web portal

N) TUCTPUOBLIOTOP

15) retailer

0) pbIOHAs JIOBIIS

V. Match the words from A with the words from B to make

set-phrases.

A b
1) video a) customer
2) business b) styling
3) derived c) care
4) industrial d) goods
5) hair e) cleaning
6) dry f) games
7) child g) commerce
8) Web h) demand
9) electronic 1) company
10) consumer J) casting

V. Read the text and complete the sentences.

1. Marketers look at people who have the ability to pay for....
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2. All people who share similar needs and wants and who have
the ability to purchase a given product are called....

3. The consumer market consists of customers who buy goods
for....

4. The industrial market consists of business customers who buy
goods for use in... .

5. Derived demand in the industrial market is based on the de-
mand for consumer....

6. Service-related businesses function in both....

7. Extractors are businesses that take something from....

8. Construction companies build structures such....

9. Wholesalers obtain goods from manufacturers and resell them
to....

10. Wholesalers are also called....

11. Retailers buy goods from wholesalers or directly from manu-
facturers and resell them to....

12. Internet-related services, such as Web portals, Web casting,
Web site design, and Web advertising have created opportunities that
did not exist....

V1. Read the text and match the highlighted words in it with
the definitions above the text.

1. a business that sells goods to members of the public, rather
than to shops;

2. the legal right to possession of property, esp. real property;

3. a person or organization that buys goods or services from a
shop or company;

4. a person or organization that helps to arrange agreements or
business deals between other people or organizations;

5. a person or company that sells goods in large quantities to
businesses, rather than to the general public;

6. a person or business concern that manufactures goods or
owns a factory;

7. a manufacturer that supplies goods for racks in some shops,
sharing the profit with the shop owner

61



Channel Members: Wholesalers

Businesses involved in sales transactions that move products
from the manufacturer to the final user are called intermediaries or
middlemen. Intermediaries reduce the number of contacts required to
reach the final user of the product. Suppose four customers wanted to
buy a digital camera made by Nikon. If Nikon sells directly to con-
sumers, it would have to make four separate sales transactions. By us-
ing an intermediary, such as CompUSA, the number of contacts Nikon
must make is reduced to one.

Intermediaries are classified on the basis of whether they take
ownership (title) of goods and services. Merchant intermediaries take
title; agent intermediaries do not. Agent intermediaries, usually called
agents, are paid a commission to help buyers and sellers get together.
The two major types of merchant intermediaries are wholesalers and
retailers.

Businesses that buy large quantities of goods from manufactur-
ers, store the goods, and then resell them to other businesses are called
wholesalers. Their customers are retailers. Wholesalers may be called
distributors when their customers are professional or commercial us-
ers, manufacturers, governments, institutions, or other wholesalers. In
either case, they take title to the goods they buy for resale.

Two specialized wholesalers are rack jobbers and drop ship-
pers. Rack jobbers are wholesalers that manage inventory and mer-
chandising for retailers by counting stock, filling it in when needed,
and maintaining store displays. As the name implies, they provide the
racks for display of the product in a retail store. They bill the retailer
only for the goods sold, not for all the items on display. Products that
are handled by rack jobbers include CDs, hosiery, health products, and
cosmetics.

Drop shippers own the goods they sell but do not physically
handle the actual products. They deal in large quantities of items in
bulk, such as coal, lumber, and chemicals that require special han-
dling. Drop shippers sell the goods to other businesses and have the
producer ship the merchandise directly to the buyers.
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VII. Find in the text the English equivalents to the words be-
low.

1) mocpennuk; 2) Toprosas ciaenka; 3) ¢pupma, OCyIIECTBISAIO-
njasi IpsiMble TOCTaBKH TOBAapa CO CKJIaJa MpOW3BOAMUTEINS; 4) mpaBo
COOCTBEHHOCTH; 5) ONTOBUK;, 6) PO3HUYHBINA TOpromel; 7) OOJbIIoe
KOJIMYECTBO; 8) MPOMU3BOAUTENb; 9) Mara3uHHas SKCIO3UIIUs, 0POpPM-
neHue marasuHa; 10) kommepueckuid morpeOutens; 11) mpuHUMATH
paBo COOCTBEHHOCTH Ha TOBap; 12) ONTOBUK-KOHCUTHAHT; 13) mpaBo
Ha UMYILECTBO; 14) KOHEUYHBIH MOTpeOuTenb; 15) po3HUYHBIA Mara-
3WH, Mara3ud pO3HUYHON TOProBiid; 16) ToBap B peajlbHOM HUCIIOJIHE-
HUU.

VIII. Complete the table.

Noun Noun .
Verb (person) (abstract) Adjective
intermediary
merchant
transaction
retailer
ship
reduce
deal
I X. Match the words from A to B columns.
A b
1.reduce a) transaction
2.consumer b) distributor
3. bargain, deal c) lessen
4.wholesaler d) manage
5.0wn e) PpO0ssess
6. handle f)  customer
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X. Translate the following words.

. TOPTOBBIN aBTOMAT
. IpsiMasi IIOYTOBAS PACCHUIKA
. BHEMarasuHHasi TOProBiIs
. OTKPBIBAaTh KPEAUT
. Mara3uH Ha JIUBAaHE
. 3B€HO

. TOpro.iis yepe3 MurepHer
. PO3HUYHAsA TOPTOBIIA

O ~NO UL WN P

XI. Answer the questions.

1. Whom do retailers sell goods to?

2. Do brick-and-mortar retailers sell goods to the customer from
their own physical stores?

3. Why do brick-and-mortar retailers have special services such
as offering credit or providing delivery?

4. What is non-store retailing?

5. What do non-store retailing operations include?

6. What do vending service companies buy? How do they sell
these products?

7. Where do vending service companies place their vending ma-
chines?

8. Why do many large brick-and-mortar retailers produce their
own catalogs?

9. What is direct mail?

10. Why have many brick-and-mortar retailers created Web
Sites?

UNIT XI
MASS MARKETING AND MARKET SEGMENTATION

I. Study the following words and word combinations. Use
them in sentences of your own.

income level — ypoBeHnb n0xo/a
cluster — rpymima
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fashion — mona

market segment — cermeHT phIHKa

marketing mMiXx — KOMIUIEKC MapKETHHIa, MapKETHHI-MHUKC
(Habop 0CHOBHBIX KOMNOHEHMO8 MAPKEMUH208020 B030eUCmEUsL, NOO-
OarOWUXCL KOHMPOIIO CO CHOPOHbL (PUPMbL U UCNOTIL3YEMBIX €0 NpU
npooasice mMoeapa 8 CMpPeMIeHUU B8bl36AMb JHCEAAEMYI0 OMBENHYIO
Peaxkyuio co CMopoHbl PbIHKA; MPAOUYUOHHO 8blOeNsI0m 4 0CHOBHBIX
KOMNOHEHMA KOMNIJIEKCA MAPKemuHea. mosap, yeuda, Mecmo pacnpo-
CMPaHeHUst U Memoobl CIUMYIUPOBAHUSL)

promotion — cozeicTBUE, MOOIIPEHNE, CTUMYJIUPOBAHHUE, pac-
KpyTKa

distribution — pacnpenenenue, pacupocTpaHCHUE

competition — conmepHUYECTBO, KOHKYPEHIIHS

competitive advantage — KOHKYpPEeHTHOE MPEUMYIIECTBO {npe-
umywecmeo, obecneuusaiouiee KOHKYpPeHmocnocooOHocmn, Hekoe Ka-
yecmeo, oaroujee NOMeHYuaiIbHoe NPesocxo0Cmeo HA0 KOHKYpeHma-
MU HA pbiHKe, 8 cnopme u m.n.)

census data — maHHbIC MEPEIUCH, [ICH30BbIC TAHHBIC

to get a handle on sth — mayate KoHTpOIMpPOBaTH YTO-IHOO,
OBJIAJICTh, CIIPABUTHCS

customer profile — npodpune kimenra/mokymnarens (onucanue
epynnel nompedumenei uiu UX Muna Ha OCHOBE PA3TUYHBIX Oe-
Mmoepaghuueckux, ncuxoepaguueckux u eeozpaguueckux xapaxme-
pUCmuK)

marital status — cemelinoe MoJI0KEHHE

baby boom generation — nmokoseHue «0ymMa poKI1aeMOCTHY

Generation X — nokoyienne uKC (amepukanyvt u KaHaoywvl, po-
ousuiuecs 8 nepuod oemozpaguieckoeo cnaoa 1961-1981 20008; no-
KOJleHue, 8bipocuiee 8 YCI08UAX 803pacmaiowezo Komgopma, noy-
yuguiee xopouwee oopazoeanue, Ho Oe3pa3IuuHoe K OeHbedM U NpPO-
geccuonanvHol Kapvepe, He Hauleoulee cedbe NPUMEHEHUS 8 HCUZHU)

Generation Y — moxkoneHue urpek (amepukanuyvl u xanaoywl,
poousuiuecs: 8 nepuod UHMEHCUBHO20 POCHMA BbICOKUX MEXHOA02ULL
(1980-90-¢ c00b1), He 3HasuiUe IKOHOMUHECKUX CRAOOS U HYHCObL)

Census repenuckh (Hacenenuist)

to surf the Net/Internet /Web — 6poauts o CeTu

disposable income — pacnonaraemslii noxoxa (ocmaemcs nocie
VIIAMbl HA0208, 83HOCO8 8 CUCIEMY CHPAX08AHUS U Op. 8bIYEMO8)
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discretionary income — aMCKpEUOHHBIN 10X0[ (vacmb wucmo-
20 0oxo0a nompebumelisi, NPeoOHA3HAYEeHHAs Ol PAcX0008 No coo-
CMBEHHOMY YCMOMPEHUIO NOCle 0053aMelbHbIX PACX0008 HA HANIO2U U
V0081iemeopenue HCUZHeHHbIX hompebHocmeli)

necessities — mpeaMeThI IEPBOM HEOOXOIUMOCTH

global markets/world market — mupoBoii perHOK

psychographics — ncuxorpadus, ncuxorpaduka (xapaxmepnole
ncuxonocudeckue 0COOEeHHOCMU ayoumopuu. xapakmep, CKiOHHOCMU
u npeobaoaroujue uHmepecovl, OMHOUEHUS, 00PA3 HCUZHU)

Il. Read the text and find the synonyms to the underlined
words.

Identifying and Analyzing Markets

Businesses look for ways to connect with current and potential
customers. The surest way to make that connection is to know them
well. This means knowing where they live, their income level, age,
ethnic background, activities, values, and what interests them. When a
company looks at its customers this way, it can identify groups of
people who have many things in common.

Marketers analyze groups of customers to see if any of them can
be futher broken down into smaller, more precise clusters. The pro-
cess of classifying people who form a given market into even smaller
groups is called market segmentation. Let’s look at the market for
jeans. A marketer might ask, “Who buys jeans? At what price? What
special features do they want?’ Depending on the answers to these
questions, the market for jeans could be segmented:

1. By age jeans for kids, teens, and adults.
2. By price marketers need to reach different income levels (often
referred to as socio-economic groups).

By desired features tight fit, comfortable fit, newest fashion, or
a unigue design. To meet the needs of these different market seg-
ments, jeans manufacturers develop a unique marketing mix, includ-
ing different products, promotions, stores for distribution, and price
points.

The next question marketers ask is, ‘Which of these segments
should we target?’ It is usually too costly to target all the potential
target markets. So, it is very important to identify those markets in
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which the company has an advantage that enables it to survive against
its competition over a long period of time. This is what marketers call
a competitive advantage.

Companies study data generated by governments, private re-
search firms, trade associations, and their own research to determine if
a given target market is large enough to justify the expense. For ex-
ample, United States census data might reveal that there are enough
teenagers to justify making jeans for that segment of the market. To
get a handle on the jeans market, additional research would reveal
more about this market segment: their buying behavior, interests, ac-
tivities, and opinions about fashion, values, status, household income
levels, ethnic background, and any other factor that might help mar-
keters create a customer profile. The more specific the information is,
the easier it is to design the jeans, price them, create the appropriate
promotions, and sell them in the right outlets. The same factors that
help segment a market are used to describe a target market. They are:
demographics, geographies, psychographics, and behavioural factors.

Il. Find in the text the English equivalent to the words given
below.

1) KOHKYpEHTHOE MPEUMYILIECTBO; 2) YPOBEHb 10X0/a; 3) rpym-
na; 4) moxa; 5) nmpoduiib KIUEHTA/TIOKynaTens; 6) MIOTHO MpuJiera-
folas oJexaa; 7) KOMIUIEKC MapKeTHHra; 8) coAeicTBHE, MOOoUIpe-
Hue; 9) pacnpezenenne, pacnpoctpanenue; 10) conmepHUYECTBO, KOH-
kypernus; 11) cermeHT pelHKa; 12) gaHHBIC MEPENUCH, IIEH30BBIC
naHHele; 13) HayaTh KOHTPOJIUPOBATH UTO-1., OBJIAJETh, CIIPABUTHCS

I11. Complete the table.

Noun Noun L
Verb (person) (abstract) Adjective
customer
fashion
research
expensive
distribution
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Noun Noun .
Verb (person) (abstract) Adjective

justify

competitive

V. Read the text again and complete the sentences below.

1. Businesses look for ways to connect with current and....

2. Marketers analyze groups of customers to see if any of them
can be further broken down into....

3. The process of classifying people who form a given market in-
to even smaller groups is called....

4. 1t is usually too costly to target the entire potential target....

5. It is very important to identify those markets in which the
company has an advantage that enables it to survive against its compe-
tition over....

6. Companies study data generated by governments, private re-
search firms, trade associations, and their own research to determine if
a given target market is....

V. Complete the gaps with the words given above the text.
Internet, businesses, noncustomers, segmentation, opportunities, cards
Mass Marketing Now and in the Future

In spite of the shift to market..., mass marketing continues to be
used in many situations and has potential for others. Products with
broad appeal and few distinguishing characteristics, such as household
cleaners, potato chips, and pain relievers, lend themselves to mass
marketing just as they always have. At the same time ... that use mass
marketing for their goods and services continue to look for ways to
enlarge their markets by designing different appeals for.... Chewing
gum, for example, is presented as an alternative to smoking. Utilities
and credit... offer special rates to entice potential high-volume cus-
tomers, while discount retailers, such as Wal-Mart, match their mix of
mass-marketed products to local customer bases.
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Any product that has mass-marketable attributes will likely be mar-
keted by some form of the approach. In addition, the ... provides a new
medium for mass-marketing initiatives, and newly opened internation-
al markets offer a possible arena for mass-marketing....

V1. Answer the questions:

1. What is mass marketing?

2. What is market segmentation?

3. Does the United States census provide information that might
help in deciding on the age categories?

4. Is generation X known as the Echo Boomers or Millennium
Generation?

5. Why do companies study data generated by governments, pri-
vate research firms, trade associations?

6. Why is the US population becoming more multicultural and
ethnically diverse?

7. Which type of income, disposable or discretionary, is more
important to businesses that sell expensive watches, second homes,
and financial services?

8. Do geographies relate closely to demographics? Why?

9. What factors are involved in analyzing a market according to
psychographics?

UNIT XII
MARKETING COMMUNICATION

I. Study the following words and word combinations. Use
them in sentences of your own.

business ethics — nenoBas 3TuKa

to make up for — komneHCHpPOBATH
bribery — B3sTounMUeCTBO

business deal — kommepueckas cienka
code of ethics — MopaJIbHBIH KOAEKC
sweatshop — nmororonHoe MPOU3BOJACTBO
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Occupational Safety and Health Administration coxkp.
OSHA — YnpaBnenue oxpaHbl Tpyaa (areHTcTBo MuHHUCTEpCTBA TPY-
na CIIIA)

safety rules — npaBuia 6e30macHOCTH

employee behavior — noBenenne HaeMHOro padoOTHHKA

environmental safety — sxonorudeckas 6€301MacHOCTb

merchandise ToBapsr

substandard — HekOHIUIIMOHHBIN, HEKAYECTBEHHBIN (0 mosape)

fine — B3bIcKaHue, mTpad, ICH;;

to fire — yBOJNIBHATB

to charge — na3HauaTh, 3anpanuBaTh EHY

return customer — moBTOPHBIN MTOKYIATEIIb

word of mouth — mosnBa; capadanHoe paguo

backfire — HeoxugaHHO IPUBECTH K OOPATHBIM pe3yJIbTaTaM

self-interest — cBoekoprICTHE; SrON3M

conflict of interest — xongaukT

social responsibility — cornuaiibHast OTBETCTBEHHOCTb

Americans with Disabilities Act — 3akon «O0 nHBaIMIAX)»

Equal Pay Act — 3akon «O paBHOI OILIaTe TPY/Ia»

Il. Read the text. Find the answer to the question: What is
ethics?

The Nature of Ethics

Ethics are moral principles by which people conduct themselves
personally, socially, or professionally. For example, you do not cheat
on a test or lie to friends or your family because of your personal hon-
our and integrity. For the good of society, you may recycle to take
care of the environment. Business ethics are rules based on moral
principles about how businesses and employees ought to conduct
themselves. Most businesses are committed to providing safe prod-
ucts, creating jobs, treating their employees fairly, protecting the envi-
ronment, and being truthful about their financial situation.

The effects of unethical behavior by customers are not always
obvious. However, to make up for problems caused by unethical be-
haviour, businesses have to charge more for their products. As a re-
sult, customers have to pay more.
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Different cultures, businesses, and industries have different ethical
standards. For example, in some cultures, including the United States,
excessive gift giving is considered bribery, which is unethical. Bribery
occurs when gifts, money, or favors are offered to encourage a busi-
ness deal. In other cultures, excessive gift giving is overlooked or con-
sidered ethical.

Law and Ethics

Ethics involve a system of moral principles that govern the ap-
propriate conduct for a person or group. Laws involve rules for con-
duct that may be used to punish violators. In business, people follow
rules as well as a code of ethics. A code of ethics is a set of guidelines
for maintaining ethics in the workplace. Most businesses follow their
own code of ethics.

Many unethical behaviours lead to the passage of legislation that
makes those behaviours illegal. In the United States, bad working
conditions are not only unethical, they are also illegal. On March 25,
1911, a fire at the Triangle Shirtwaist Factory Company in New York
City killed 146 workers — mostly young female immigrants. The busi-
ness’s inadequate exit doors and fire escapes along with overcrowded
conditions led to the deaths of the workers. This industrial tragedy
brought about changes in laws governing conditions in sweatshops.
The Occupational Safety and Health Administration (OSHA) is a divi-
sion of the US Department of Labor. OSHA sets and enforces work-
related health and safety rules. Other agencies protect consumers, ad-
dress discrimination in the workplace, and promote truthfulness in fi-
nancial reporting.

I11. Find in the text above English equivalents to the follow-
ing words.
KoOMneHncupoeamos
635mMmoOoYHU4Yecmeo
KoMMepyecKas coekd
MOPANbHBIU KOOEKC
nomocoOHHOeE I’lpOMSGOaCWlGO
npaeuia bezonacrHocmu
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IVV. Match the words below with their definitions.
gift ethic tragedy environment sweatshop deal

1. a shop or factory in which workers are employed for long
hours at low wages and under unhealthy conditions;

2. the external surroundings in which a plant or animal lives,
which tend to influence its development and behaviour;

3. ashocking or sad event; disaster;

4. asocial, religious, or civil code of behaviour considered cor-
rect, esp. that of a particular group, profession, or individual;

5. abargain, transaction, or agreement;

6. something given; a present

V. Read the text and find the words with the opposite mean-
ing to the underlined words.

Ethics as Good Business

Most businesses police themselves with codes of ethics. Profes-

sionals such as doctors, lawyers, journalists, and teachers have their
own codes of ethics. A code of ethics can cover issues such as em-
ployee behaviour and environmental safety.
Unethical business practices include lying, offering merchandise
known to be substandard, or treating customers or employees unfairly.
If a business violates government regulations, the owner can be fined
or go to jail. If an employee violates a company or professional code
of ethics, the employee might be fired or lose his or her license. Not
all unethical practices are covered by the law. Unethical business
practices affect businesses indirectly.

Suppose you own an auto-body paint shop. To increase your
profits, you charge top price and use the cheapest paint. One of your
customers complains about the quality of the paint, but you do not
care because she has already paid. What is one customer, right? The
fact is that most businesses (especially small businesses) rely on re-
peat customers and word of mouth to get new customers. The amount
you make in profits from one unhappy customer may not be worth the
lost business.
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Treating employees unethically can also backfire. Suppose you
manage a small film distribution company. You hire Jaime fresh out
of business school to run the office. You teach him how to use the
computer system, how to deal with customers, and how the business
works. You also pay him very little, make him do all your work, and
treat him poorly. The first chance Jaime gets, he quits and ends up be-
ing hired by one of your competitors. You now have to retrain a new
employee to take his place. Meanwhile, your competition now has a
well-trained employee, who is much more efficient.

Conflicts of Interest

Another major ethical question that is generally not illegal re-
lates to conflict of interest. A conflict of interest is a conflict between
self-interest and professional obligation. Suppose that a manager of a
small business hires his sister to do some work in the firm, but she is
clearly unqualified to do the work. Giving the position to the sister
will help out the family but will create morale problems with the other
employees. It may also damage the business if her work does not get
done. When making business decisions, employees have an ethical
obligation to act in the best interest of the company.

V1. Find in the text the English equivalents to the words be-
low.

1) capadaHHOe paano; 2) HEKOHIWIIMOHHBIN, HEKaYeCTBCHHBIH
(o ToBape); 3) mtpad; 4) noBeAeHNE HAEMHOTO pabOTHUKA; 5) IKOJIO-
rudyeckasi 0€30MacHOCTh; 6) TOBaphl; 7) YBOJBHSTH; §) 3alpaiiuBaTh
1eHy; 9) NoBTOpHBIN nokymnarenb; 10) yBonutbest ¢ padotsr; 11) sro-
U3M.

VI1Il. Match the words to make set-phrases. Make as many
sentences as you can do.

1. employee a) ethics

2. environmental b) obligation
3. code of c) jail
4.togoto d) behaviour
5. conflict of e) safety

6. ethical f) interest
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VI1I1. Answer the questions:

1. What is the difference between personal and business ethics?

2. Do different cultures, businesses, and industries have equal
ethical standards?

3. What is a code of ethics?

4. Are bad working conditions illegal in the United States?

5. What does the Occupational Safety and Health Administration
set and enforce?

6. Do doctors, lawyers, journalists, and teachers have their own
codes of ethics?

7. What do unethical business practices include?

8. Are all unethical practices covered by the law?

9. Do unethical business practices affect businesses indirectly or
directly?

10. What is a conflict of interest?

11. What is the relationship between illegal behaviors of busi-
ness and unethical behaviours of business?
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