Bapuant 8

3ananue 1

Ilepenuiuure ©W mnepeBeAuTe YCJOBHbIE MpeMJIOKEHHSI, TOIYEPKHUTE
ynorpedjisieMble B HHX (OpMBbI TIJ1aroJioB, oOmpenejuTe HX BHIOBPEMEHHBIE
(popmbIl

1. If you are interested in our computers, we will be able to supply you with any model
on mutually acceptable terms.

2. If we promise prompt delivery, will you agree to make an order now?

3. We won't be able to sign the contract unless you accept our delivery terms.

OtBer:

1. If you are (Present Simple Active Voice) interested in our computers, we will be able
to (Future Simple Active Voice) supply you with any model on mutually acceptable
terms.

Ecnu Bac 3aunmepecosanu uawiu KOMNbIOMEPbL, Mbl CMOdCEM HOCMAsums Bam
J1006YI0 MOOENb HA 83AUMONPUEMLEMBIX YCLOBUSIX.

2.1f we promise (Present Simple Active Voice) prompt delivery, will you agree
(Future Simple Active Voice) to make an order now?

Eciu mur noobewaem oOvicmpyro docmasky, coenacumecv U 8vl COeNAMb 3aKA3
ceuuac?

3. We won't be able to (Future Simple Active Voice) sign the contract unless you
accept (Present Simple Active Voice) our delivery terms.

Mpui He cmooicem noonucams 002080p, eciu 8bl He npumeme Hauly YC108us NOCMABKU.

3ananue 2

IlepenummuTe NpeATOKeHUs, coAep:Kaliue pa3Hble (OPMbI CpPaBHEHHUsl, H
nepeBequTe WX Ha pycckmii s3bIik. [loguepkHHUTE CJay4dawm ymoTpedeHuUst
cTeleHell CpaBHEHUA

1.1 hope the product is as good as the advertisement says.

2.This model is the latest design and has excellent technical characteristics.

3. We are now able to offer you our computers on more favorable terms.

OtBer:

1.1 hope the product is as good as the advertisement says.

A naderocy, umo moeap oKaxNcemcs MmaxKum Hee Xopouwum, Kaxk ymeepicoaem pexkiamd.
2.This model is the latest design and has excellent technical characteristics.

Jlannas mooenv ssnsemcs camou Hogeuulel paspabomkou u umeem OMJIUYHbIE
mexHu4ecKue xapaxKmepucmuxu.

3. We are now able to offer you our computers on more favorable terms.

Tenepv movl modicem npednodxcums Bam nawu xomnviomepsvl Ha 6Oonee 6bl200HbIX
VCA0BUSIX.

3aganue 3
IlepenuiuuTe MpeaJoKeHHUs, MOTYEPKHUTE B KAXKIAOM U3 HUX MOJAJbHBIH IJ1aroJ1



WIN ero YKBuBaJieHT. [lepeBenuTe mpeasiokeHusi HA PYCCKHUI SI3bIK.

1. We'll be able to deliver the first lot of computers in April.

2.You should take extra care to mark the shipments properly.

3.Mr. Smith will get in touch with us as we are to discuss the price problem.

4. Prices for export may be quoted in the buyer's currency, the seller's currency or in a
third hard currency.

OtBer:

1.We'll be able to deliver the first lot of computers in April.

Mui modicem nocmasums nepayio napmuio KOMRbIOMeEPOs 8 anpelie.

2.You should take extra care to mark the shipments properly.

Bam credyem yoenumo ocoboe sHumanue npasuibHoU MapKupoKke OmnpasieHull

3. Mr. Smith will get in touch with us as we are to discuss the price problem.

I-n Cmum cesicemces ¢ Hamu, maxk Kaxk Mol 00JIHCHbL 00CYOUms npoodiemy ¢ YeHamu.
4. Prices for export may be quoted in the buyer's currency, the seller's currency or in a
third hard currency.

Lenvl nHa sxcnopm mo2ym yKazvl@amuvcsi 8 8aiome NOKynamens, 8aiiome npooasya
unu 8 mpemoell (UHOI) Mmeepooll sanome.

3ananue 4

IlepenuumnTe U NepeBeanTe MPEAJI0KEHNs, ONPeAeJUTe B HUX BUAOBPEMEHHbIE
(opMBbI IJ1ar0J10B ¥ YKAKUTE UX HHPUHUTHUB.

1. Business visits always played an important part in developing trade relations.

2.The human factor is becoming increasingly more important in international
business.

3. Every language has its strengths and weaknesses as a communication tool.

Ortger:

1.Business visits always played an important part in developing trade relations (Past
Simple Active Voice, to play)

enoguvle guzumol 6ce20a uepanu 8a3CHYI0 poib 8 pa3sUmMuL MopeosuixX OMHOULEHU.
2. The human factor is becoming increasingly more important in international business.
(Present Continuous Active Voice, to play).

Yenoseueckuii paxmop cmarosumcs 8ce Ooiee 8aAHCHbLIM 8 MEHCOYHAPOOHOM OU3Hece.
3. Every language has its strengths and weaknesses as a communication tool (Present
Simple Active Voice, to have).

YV kaoicooeo azvika kaxk cpedcmea obweHUus ecms 80U CUNbHbLE U Cllabble CMOPOHDI.

3aganme 5

IlepenummuTe, BCTABJSAS BMECTO TOYEK HY:KHbI€ NPEIJIOTH H TNepeBeanTe
NpeaJI0KeHH.

Green&C were interested ... chemical equipment ... Belarusexport and sent an
inquiry ... them. When they received the catalogues and the Contract Form ...
Belarusexport they studied them closely. The terms ... delivery and payment ...
collection suited the Buyer, but the price was too high. During the talks the Seller



offered the company 12 % discount ... the price, as they had known the Buyer ... long
time. The Buyer agreed ... the discount and made an appointment ... Tuesday ... signing
the contract.

Otger:

Green&C were interested in chemical equipment of Belarusexport and sent an inquiry
to them. When they received the catalogues and the Contract Form from Belarusexport
they studied them closely. The terms of delivery and payment - collection suited the
Buyer, but the price was too high. During the talks the Seller offered the company 12 %
discount on the price, as they had known the Buyer for long time. The Buyer agreed on
the discount and made an appointment for Tuesday for signing the contract.

Komnanusa Green&C  3aummepecoganacb  Xumudeckum  000py0o8aHuem
benapycoxcnopma u nanpasuna um 3anpoc. Kozoa onu nonyuunu xkamanozu u gpopmy
Koumpakma om «benapycvoxcnopmay, oHU BHUMAMENbHO UX usyuuau. Ycinoeus
docmasku u onjamvl ycmpouau Iloxynamens, Ho yena okazaiacs CIUUKOM 8blCOKOLL.
B xo00e nepezosopos Ilpodasey npednoxcun komnanuu ckuoxy 12 % om yemnsi, max kax
oasno 3uan lloxkynamens. I[loxynamens coenacuncsa Ha CKUOKY U HA3HAYUIL 6CMpey) Ha
8MOPHUK OJ11 NOONUCAHUSL KOHMPAKMA.

3aganue 6

Ilepenuiuure H NMepeBeaMTEe TEKCT, OTBeThbTEe HA Bompoc: What are the basic
approaches to exporting?

International Business Operations

International business operations, by their very nature, are complex, risky and require
special understanding. Foreign business operations are more complex because the host
country's economy may be different from the domestic economy. One of the most
common forms of international business is to import and export merchandise.
Importing is particularly prevalent in the retailing industry. Big companies have
legions of buyers who scour the world, looking for merchandise to import. Smaller
companies also handle imported goods, although they may purchase them through
wholesalers in their country rather than directly abroad. The low-risk approach to
international marketing is exporting. Manufacturers often enter foreign markets by
exporting. This enables them to test a market with small shipments before investing in
extended production capabilities or foreign manufacturing facilities. Two basic
approaches can be taken to exporting. Indirect exporting is handled by intermediaries
such as buying and exporting agents who buy the products directly from their own
name. Indirect exporters typically have no contact with customers in their foreign
markets. Direct exporting is handled directly by manufacturers and requires a great
commitment of both managerial and financial resources. One of the least risky ways to
export indirectly is through an export trading company, which buys everything from
manufactured goods to raw materials and then resells these products in foreign
markets.

OrtBeT:



MexayHapoaHbIe AEJIOBBIE ONEpalin

MexayHapoaHbIE JEIOBBIE ONEPAlU 10 CBOEH NPHUPOJE CIIOKHBI, PUCKOBAHHBI U
TpeOyroT 0c000ro NMOHMMaHHUA. 3apyOe)KHbIE JEJOBbIE ONEpaluu 0oJiee CII0XKHBI,
IIOCKOJIBKY SKOHOMHKA NPUHHAMAIOIIEH CTPaHbl MOXET OTIMYAThCS OT BHYTPEHHEU
SKOHOMUKH. OJHUMH U3 HaubOojee pacHpOCTPaHEHHBIX (OPM MEXAYHAPOIHOIO
Ou3Heca SIBISIFOTCS UMIIOPT U AKCIOPT ToBapoB. IMIIOPT 0COGEHHO pacnpoCTpaHEH B
cdepe pO3HUUHOM TOProBiid. Y KPYHNHBIX KOMIAHUHM €CTh JIETMOHBI MEHEKEPOB IO
3aKyIlKaM, KOTOPbIE€ PHICKAIOT M0 MUPY B OMCKAX TOBapoOB AJisi uMnopra. Kommnanuu
MEHBIIEr0 pa3Mepa TaKKe 3aHUMAIOTCS MMIIOPTHBIMU TOBApaMH, XOTS OHH MOTYT
npuOOpeTaTh UX Y€pe3 ONTOBBIX MOCTABIIMKOB B CBOEH CTpaHe, a HE HANPSIMYIO 32
pyOexom. [loaxoa k MeXIyHApOJHOMY MapKETUHTY C HU3KUM YPOBHEM PHUCKa — 3TO
skcnopt. [Ipon3BoauTenu 4acTo BBIXOAST Ha 3apyOEKHbIE PHIHKU IyTEM JKCIIOPTA.
DTO MO3BOJISIET UM IPOTECTUPOBATh PHIHOK HEOOJBIIMMHU MMOCTABKaAMU, MPEKIE YEM
MHBECTUPOBATh B PACHIMPEHUE MPOU3BOACTBEHHBIX MOIIHOCTEW WM 3apyOeKHbIE
IIPOU3BOJACTBEHHBIE MOHIHOCTH. K 3KCIOpPTY MOXHO INPUMEHHTH JIBA OCHOBHBIX
noaxona. KOCBEHHBIN 3KCHOPT OCYIIECTBISIETCA 4Yepe3 IOCPEIHHUKOB, TaKHX Kak
areHTHI 10 3aKyIIKaM U 3KCIIOPTY, KOTOPBIE MOKYIAIOT NPOAYKIUIO HETIOCPEICTBEHHO
or cBoero uMeHH. KocBeHHbBIE S3KCHOPTEPbl OOBIYHO HE HUMEIOT KOHTAKTOB C
KJIMEHTAMH Ha CBOUX 3apyOeXHbIX pbIHKaX. [Ips MOl 3KcopT oOCyLIeCTBISETCA
HETMOCPEACTBEHHO  MPOM3BOAMUTEISIMH M TpebyeT  OolbmIMX  3arpaT  Kak
YIPABJICHUYECKUX, TaK U (PUHAHCOBBIX pecypcoB. OAMH U3 HAMMEHEE PUCKOBAHHBIX
Croco00B KOCBEHHOTO JKCIIOPTa — Yepe3 IKCHOPTHO-TOPTOBYIO0 KOMIAHHIO, KOTOPAs
MOKYTaeT BCE, OT MPOMBILUICHHBIX TOBAapOB JO CHIPbS, & 3aT€M MEPENpOIAECT ATY
IPOIYKUHMIO HA BHEIIHUX PBhIHKAX.

What are the basic approaches to exporting?

There are two basic approaches to exporting: indirect and direct exporting. Indirect
exporting is handled by intermediaries such as buying and exporting agents who buy
the products directly from their own name. Direct exporting is handled directly by
manufacturers and requires a great commitment of both managerial and financial
resources.



