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UNIT I
ECONOMY AND ECONOMICS

TEXT 1.1 WHAT IS AN ECONOMY?

1. Hpouuraiite U mepeBeaute Teket «What is an economy?» Ha
pYccKuii A3BIK.

What is an economy?

Choosing how scarce resources should be used is called the problem
of resource allocation. An economy is any system which attempts to solve
the problem of resource allocation and decide what, how, and for whom to
produce. Within any economic system three main groups of decision-makers
can be identified. These are government, private individuals, and business
organizations (including those which seek to make a profit and those, such
as charities, which are «not for profit»).

In a market economy such as the UK, most decisions on what, how,
and for whom to produce are made by business organizations owned and
controlled by private individuals in the private sector of the economy. How-
ever, some goods and services are also provided by the government. In
planned economies, such as China and North Korea, the government takes
most of the decisions on how to allocate scarce resources. Government au-
thorities and enterprises, owned and controlled by central and local govern-
ment, form the public sector of an economy.

An economy can be of any size and involve any number of people.
For example, there is a local economy in every village, town or city. A na-
tional economy refers to an entire country, such as the United Kingdom. In
turn, the United Kingdom is part of the European economy. Indeed, every
country in the world can be considered an economy as long as it is involved
in productive activity, however small. All the countries in the world together
combine to form the world economy.

The scarce resources available to a business are called factors of pro-
duction. Factors of production can be grouped under four headings:

1. Natural resources. These are usually called raw materials, they
include: water from rivers and seas; minerals such as coal and oil; chemicals
and gases from the air and deep within the earth’s crust; plants and animals.

2. Labour describes human resources. People provide the physical
and mental effort necessary to make goods and services.

3. Capital goods describe all those man-made resources used to pro-
duce other goods and services. To make the task of production easier, man
has invented many tools: pens to write with, computers to calculate, screw-
drivers, spanners, shovels, drills, etc. On a much larger scale, turbines drive
engines, tractors plough soil, roads and railways enable goods to be trans-
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ported across land, ships and airplanes provide a means of carriage overseas.
Buildings, such as factories, offices and shops, are further examples of capi-
tal goods, which help productive activity.

4. Entrepreneurial ability or, simply, enterprise.

The resources used for productive activity are scarce compared to limit-
less human needs and wants. That is, there are just not enough resources to satis-
fy everyone’s needs and wants. Scarcity of productive inputs implies the need
for choice. Businesses must decide how to make the best use of limited re-
sources. Decisions must therefore be taken on three fundamental questions:

1. What to produce? For example, should resources be used to satis-
fy wants for food and housing, or should more resources be devoted to the
production of computers and tanks?

2. How to produce? Where should production take place? What ma-
chines and tools are required? How many workers? What skills do they need?

3. For whom to produce? Should the old and the infirm get more
goods and services? Should more go to those people willing and able to pay
the most? Or should everyone get an equal share regardless of their needs?

The answer to these questions depends on peoples’ opinions or value
judgments.

2. OTBeThTE NHCHMEHHO HA BOMPOCHI N0 TEKCTY:
1. What is an economy?

2. How many groups of decision-makers can be identified within
any economic system?

3. What are the main features of a market economy?

4. What is the difference between public and private sectors of an
economy?

5. How big can an economy be?

6. What is the world economy?

7. How many factors of production are there

8. Why does business involve choice?

3. IlepeBeanTe YCTHO TEPMHUHBI U TEPMUHOJIOTHYECKHE CJIOBOCO-
YeTaHHS C aHIJIMIICKOro A3bIKa HAa pyCCKHﬁ:

resource allocation; needs and wants; productive inputs; productive
activity; entrepreneurial ability; raw materials, capital goods; scarce re-
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sources; private sector; to make a profit; planned economy; public sector;
government authorities.

4. TlepenaiiTe yCTHO HA aHIJIMICKOM SI3bIKE OCHOBHOE COJIepIKa-
Hue Tekcra «What is an economy?».

TEXT 1.2 TYPES OF ECONOMIC SYSTEMS

1. Mpounraiite u nepeseaure Texkcr «Types of economic sys-

tems» Ha PyCCKHUI SI3BIK.
Types of economic systems

A society can use many different institutional arrangements and co-
ordinating mechanisms to respond to the economizing problem. Historically,
the industrially advanced economies of the world have differed essentially
in two ways: 1) the ownership of the means of production, and 2) the meth-
od of coordinating and directing economic activity. Let's examine the char-
acteristics of the main types of economic systems.

Pure Capitalism

Pure capitalism is characterized by the private ownership of resources
and the use of a system of markets and prices to coordinate and direct economic
activity. In such a system each participant is motivated by his or her own self-
interests; each economic unit seeks to maximize its income through individual
decision making. The market system communicates and coordinates individual
decisions and preferences. Because goods and services are produced and re-
sources are supplied under competitive conditions, there are many independent-
ly acting buyers and sellers of each product and resource. As a result, economic
power is widely dispersed. Advocates of pure capitalism argue that such an
economy is conducive to efficiency in the use of resources, output and employ-
ment stability, and rapid economic growth. Hence, there is little or no need for
government planning, control, or intervention. The term laissez faire means «let
it bew, that is, keep government from interfering with the economy, because
such interference will disturb the efficient working of the market system. Gov-
ernment's role is therefore limited to protecting private property and establishing
an appropriate legal framework for free markets.

The Command Economy

The polar alternative to pure capitalism has been the command economy
or communism, characterized by public ownership of virtually all property re-
sources and the rendering of economic decisions through central economic
planning. All major decisions concerning the level of resource use, the composi-
tion and distribution of output and the organization of production are determined
by a central planning board. Business firms are governmentally owned and pro-
duce according to state directives. Production targets are determined by the
planning board for each enterprise and the plan specifies the amounts of re-
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sources to be allocated to each enterprise so that it might realize its production
goals. The division of output between capital and consumer goods is centrally
decided and capital goods are allocated among industries in terms of the central
planning board's long-term priorities.

Mixed Systems

Real-world economies fall between the extremes of pure capitalism and
the command economy. The United States economy leans toward pure capital-
ism, but with important differences. Government plays an active role in promot-
ing economic stability and growth, in providing certain goods and services
which would be underproduced or not produced at all by the market system, and
in modifying the distribution of income. In contrast to the wide dispersion of
economic power among many small units which characterizes pure capitalism,
American capitalism has spawned powerful economic organizations in the form
of large corporations and labor unions. The ability of these power blocs to ma-
nipulate and distort the functioning of the market system to their advantage is a
further reason for governmental involvement in the economy.

The Traditional Economy

Many less developed countries have traditional or customary economies.
Production methods, exchange, and distribution of income are all sanctioned by
custom. Heredity and caste circumscribe economic roles of individuals and so-
cioeconomic immobility is pronounced. Technological change and innovation
may be closely constrained because they clash with tradition and threaten the
social fabric. Economic activity is often secondary to religious and cultural val-
ues and society's desire to perpetuate the status quo.

2. OTBeTbTE MUCHLMEHHO HA BOIIPOCHI IO TEKCTY:
1. What types of economic systems do you know?

2. What is the main characteristic of pure capitalism?

3. What are the main characteristics of the command economy?

4. What type of an economic system is there in the USA?

3. HepeBezmTe YCTHO T€PMHUHbLI U TEPMUHOJOIHYECKHE CJI0BO-
COYETAHMA C AHTJIMIICKOIO SI3bIKA HA PYCCKHUI:

economic growth; capital goods economic recession; to allocate resources;
means of production; private ownership; customary economy; distribution of in-
come; economic activity; socioeconomic immobility; cultural values; governmen-
tal involvement; production targets; consumer goods; legal framework.

4. HepeaaﬁTe YCTHO Ha AHTJIMHCKOM SI3bIKe OCHOBHOE cojepka-
HUe TeKkcTa « Types of economic systemsy.
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GRAMMAR REVISION

Simple (or : Perfect
IndFe)zfin(ite) Continuous Perfect Continuous
Present|{Usually, every day |Now, at the mo- |HeiicTBue 3a- |/leiicTBue
I go ment BepUIEHO HA4YaJI0Ch B
He goes Look! Listen! K MOMEHTY B |IPOILIOM H /10
I don’t go He HACTOSIIEM CHX NOp Mpo-
He doesn’t go She is (not) doing |l have done J0JIKAETCS.
Do you go...? Does |Itis snowing He (she, it) has |l have been
he go...? We are doing (not) done doing it for 2
I am doing Ever, never, hours (since
Are you sleeping? |just, already, |morning)
yet He has been
Since, this, for |doing...
Have you How long have
done...? you been staying
Has he done...? |here?
Past  |Yesterday, last Yesterday at 6 HeiictBue 3a- |[leiicTBHe
week ..., ago o’clock (ompene- |Bepueno Ha4aJI0Ch B
I went to school...  |1éHHBII 0TpPe30K |K MOMEHTY B |HPOLLIOM M
| stayed at home BpeMEeHH B PO- |NpoIiom MPOAOJKAIOCH
Did you go...? HIJIOM) He had done it |xo momenTa B
[ didn’t go (stay) - When | came she |by 6 o’clock  [mpouwiom
was cooking yesterday He had been
-While | was cool- [When | came  |working for 2
ing he was clean- |he had already |hours when we
ing gone came in.
(2 mapanrenn- Had he been
HBIX JIefCTBHS) working for 2
hours when we
came?
Future |Tomorrow, next Tomorrow at6  |[eiictBue 3a- |/lelicTBHe
week, year, soon o'clock, atthis  |BepmmTcs Kk |Ha4yajgoch B
I will go, He will go [time MOMEHTY B NMPOLLIOM H
Will you go...? I will be flying to |6yaymem. Gyaer mpoao-
(nmeiicTBue Hesaria- |Moscow. I will have done |:kaTbest 10 Mo-
HHPOBAHHOE) (onpenenennsiii |it by Sunday.  [menTa B Oyay-
orpe3ok Bpemenu |Will you have |mem
B Oyayuem) done it by Sun- |1 will have been
day? working at
school for 10
years by 2013.
Future-|He said he would be |He said he would |He said he He said he
In-the |going... be going... would have would have
Past |(cornacoBanue (cormacoBanue done itby 2 been working at
BpEMEH) BPEMCH) o’clock school for 10
(cornmacosanue |years by 2013.
BPEMEH) (cormacoBaHue
BpPEMEH)




1. PackpoiiTe cko0KH, yNOTPeOJ/IsIsA IJIArojbl B OTHOM H3 CJIexy-
oumx Bpemen: Present Simple, Present Continuous, Present Perfect,
Present Perfect Continuous.

He (to run) now. He (to run) for ten
minutes without any rest. 2. What they (to do) now? — They
(to  work) in the reading-room. They (to work)

there for already three hours. 3. Where he (to be)
now? — He (to be) in the garden. He (to play)
volley-ball ~ with  his  friends. They (to play)
since breakfast time. 4. | (to live) in St. Pe-
tersburg. | (to live) in St. Petersburg since 1990. 5. She al-
ready (to do) her homework for two hours; but she (not yet to
do) half of it. 6. | (to wait) for you since
two o'clock. 7. What you (to do) ? — | (to read)
. | (to read) for already two hours. | already
(to read) sixty pages. 8. This man (to be) a
writer. He (to write) books. He (to write)
books since he was a young man. He already (to write) eight
books. 9. What you (to do) here since morning? 10. Lena is a
very good girl. She always (to help) her mother about the
house. Today she (to help) her mother since morning. They
already (to wash) the floor and (to dust) the
furniture. Now they (to cook) dinner together. 11. This is the
factory where my father (to work) . He (to work)
here for fifteen years. 12. You (to find) your
note-book? — No! I still (to look) for it. I already (to look)
for it for two hours, but (not yet to find) it. 13.
You (to play) with a ball for already three hours. Go home
and do your homework. 14. Wake up! You (to sleep) for ten
hours already. 15. | (to wait) for a letter from my cousin for
a month already, but (not yet to receive) it.

2. PackpoiiTe cko0ku, ynorpedsisi rj1arojibl B OHOM H3 Oyay-
uux Bpemen: Future Simple, Future Continuous uau Future Perfect.

1. 1 (to do) my homework tomorrow. 2. | (to

do) my homework at six o'clock tomorrow. 3. | (to do)
my homework by six o'clock tomorrow. 4. When | come

home tomorrow, my family (to have) supper. 5. When
you come to my place tomorrow, | (to read) your book. |
(to do) my homework by the time you come. 6. Don't
come to my place tomorrow. | (to write) a composition
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the whole evening. 7. | (not to go) to the cinema tomor-

row. | (to watch) TV the whole evening. 8. What you (to
do) tomorrow? 9. What you (to do) at
eight o'clock tomorrow? 10. You (to play) volley-ball
tomorrow? 11. You (to do) this work by next Sunday? 12.
When you (to go) to see your friend next time? 13. How
many pages you (to read) by five o'clock tomorrow? 14.
Tomorrow | (to begin) doing my homework as soon as |
come from school. | (to do) my homework from three till
six.My father (to come) home at seven o'clock tomorrow.
| (to do) all my homework by the time he comes, and we
(to go) for a walk together.

3. Packpoiite cko0ku, ynorpedass riarodsl B Past Simple, Past
Continuous nm Past Perfect.

I. By eight o'clock yesterday | (to do) my homework
and at eight | (to play) the piano. 2. By six o'clock father (to
come) home and at six he (to have) dinner.
3. By nine o'clock yesterday grandmother (to wash) the dish-
es and at nine she (to watch) TV. 4. When | (to meet)

Tom, he (to eat) an ice-cream which he (to
buy) at the corner of the street. 5. When | (to come)
home, my sister (to read) a book which
she (to bring) from the library. 6. When mother (to come)
home, the children (to eat) the soup which
she (to cook) in the morning. 7. When | (to ring)
up Mike, he still (to learn) the poem which
he (to begin) learning at school. 8. When | (to look)
out of the window, the children (to play)
with a ball which Pete (to bring) from
home. 9. By ten o'clock the children (to settle) comfortably
on the sofa and at ten they (to watch) a TV film. 10. When
father (to come) home, we (to cook) the
mushrooms which we (to gather) in the wood. 11. When | (to
see) Ann, she (to sort) the flowers which
she (to pick) in the field. 12. When | (to come)
home yesterday, | (to see) that my little
brother  (to  break) my pen and (to play)
with its pieces. 13. When | (to open) the
door of the classroom, | (to see) that the teacher already (to
come) and the pupils (to write) a dictation.
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UNIT II
BUSINESSES CAPITAL

TEXT 2.1 «WHY DO BUSINESSES NEED CAPITAL?»

1. Mpouutaiite u nepesenure Texker «\Why do businesses need
capital?» na pycckuii s3bIK.

Why do businesses need capital?

Capital refers to money introduced into a firm by its owners to pur-
chase assets, such as land, buildings, machinery, vehicles, and office equip-
ment. Businesses need capital to finance business start-ups, to expand, to
pay for research and product development, and to finance the introduction of
new technology. Capital can be described in a number of ways, depending
on how it is used by an organization.

Venture capital is often used to describe money used to finance new
business start-ups, mainly of private limited companies.

Investment capital is money used to buy new fixed assets, such premises,
machinery and other equipment that have relatively long productive lives.

Working capital is money used to pay day-to-day running expenses
of a business, such as raw materials, electricity, telephone bills, insurance,
loan repayments, etc.

Working capital can be held in the form of the following current as-
sets, which are used up by a business over a relatively short period of time:

e cash «in hand» and in bank;

e liquid assets, such as stocks and work in progress which can be sold
quickly to raise cash;

e debtors — people and firms who owe money to the business.

Working capital is equal to the value of current assets less any cur-
rent liabilities, namely any outstanding bills yet to be paid or bank over-
drafts which will reduce the amount of cash available to a business.

Let’s now consider the ways in which firms can «raise capital».

Internal Sources of Asset Finance

A business organization may already have some capital of its own to
contribute to asset and working capital finance. The main sources of internal
finance are:

1. Personal savings. The use of personal savings remains an im-
portant, and often principal, source of finance for many small firms, espe-
cially sole traders and partnerships.

2. Retained profit. Ploughed-back or retained profit amount to around
50% of the total finance used by companies. It is a cheap source of finance
because the funds are not borrowed and no interest need be paid for their
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use. In small businesses, including sole trades and partnerships, it is unlikely
that there will be enough retained profit to use as a source of finance. Lim-
ited companies are more likely to make sufficient profits to provide reserves
for the future. However, because all profit after tax belong to the business
owners, any profits retained by managers must be justified to them.

3. Asset management. A firm may raise funds by selling off some of
its existing assets such as machinery or fixtures and fittings. Because asset
sales tend to reduce the ability of a firm to trade, this is a fairly drastic
means of raising finance.

4. Management of working capital. By careful planning, it is possible
to manage the flow of cash into and out of a firm so as to avoid the need for
short-term finance. A surplus of cash one month can be saved, to cover a
deficit later on, when outflows of cash exceed inflows — for example, when
a large bill for electricity or deliveries of materials has to be paid.

External Sources of Finance

Most firms will be unable to finance all their asset and working capi-
tal requirements from internal sources. They will therefore raise the money
they need from external sources, such as banks and other financial institu-
tions. Charities will rely on gifts, donations and membership fees.

In order to raise external finance, it is usually necessary for a busi-
ness to produce a plan detailing how exactly it intends to use the finance
raised. It is good financial practice to match the source of finance with the
kind of asset required. For example, it would not be a good idea to purchase
a large piece of capital equipment which will pay for itself over ten years,
with an overdraft requiring repayment in six months!

Because fixed assets, such as building and machinery, remain pro-
ductive for a long time, a company will often be willing to pay for them
over many years, and will seek sources of long-term finance. In contrast,
short-term finance is available from a variety of sources to fund working
capital requirements and enable firms to meet day-to-day bills and debts. As
a rule of thumb, short-term finance is normally repaid within three years
while medium- to long-term finance is repaid over many more.

There are two main sources of long-term external finance. These are:

1. Loan capital. This is any money borrowed over a period of time
which has to be repaid by an agreed date, usually with interest, either as a
lump sum or in regular installments.

2. Share capital. Limited companies are able to sell shares to raise fi-
nance. The sale of shares can raise very large amounts of money. Unlike a
loan, share capital is permanent capital because it is not normally redeemed,
i.e. a firm never has to repay shareholders’ money. To get their money back,
a shareholder must sell their shares to someone else.
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. OTBeThTE NUCLMEHHO HA BOIIPOCHI MO TEKCTY:
1. What is capital?

2. Why do businesses need capital?

3. What’s the difference between investment capital and working capital?

4. What forms can working capital be held in?

5. What are the main sources of internal finance?

6. What external sources of finance are there?

7. Does the choice of the source of finance depend on the assets re-
quired?

3. IlepeBeuTe YCTHO TEPMUHBI M TEPMHUHOJOTHYECKHE CJIOBOCO-
YeTAHHSA ¢ AHTJIHIICKOTO SI3bIKA HA PYCCKHIA:

long-term finance; loan capital; share capital; external finance; a
lump sum; regular installments; a shareholder; internal sources; short-term
finance; private limited companies; fixed assets; day-to-day running expens-
es; raw materials; loan repayments; liquid assets; retained profit; working
capital; personal savings.

4. IlepenaiiTe yCTHO HA AHIVIMIICKOM fI3bIKE OCHOBHOEC CO/EepiKa-
nue Texcra «Why do businesses need capital?».

TEXT 2.2 CHOOSING A METHOD OF FINANCE

1. IIpounTaiite n nepeBeaute Teker «Choosing a method of fi-
Nnance» Ha PycCcKHUii sI3bIK.

Choosing a method of finance

When selecting methods of finance, a firm will use the following criteria:

e Amount. The larger the amount of capital required, the less likely it
is to be raised from internal sources. If large amounts of capital are required
for long periods, then it may be worth the expense of raising finance through
a share issue.

e Cost. Any business will want to raise capital in the cheapest way pos-
sible, both in terms of administration costs and interest charges. Selling shares
can be expensive in terms of administration, advertising, etc., whereas borrow-
ing for a short period of time on credit cards or by trade credit can be interest-
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free. However, share sales can raise large amounts of permanent capital for a
firm. In general, the longer the period of a loan, and the more risk that the bor-
rower will fail to repay, the higher the rate of interest charged.

e Purpose. Firms will tend to seek long-term sources of finance in
order to spread the cost of fixed asset purchases, such as premises and new
machinery, over a number of years. For example, mortgages can spread the
cost of buying or building a new factory over 25 years. In contrast, working
capital requirements will tend to be funded from short-term sources, such as
trade credit and overdrafts.

e Status and size of the borrower. Small sole traders tend to be lim-
ited in their choices of finance, and will often lack assets to offer as security
against a large long-term loan. The high failure rate of small businesses also
tends to scare off potential lenders, who will only be willing to lend in return
for a high rate of interest. In contrast, banks and other lenders regard lending
to large, profitable companies such as Unilever and ICI, as being as safe as
lending to the government. This means that these firms can raise finance
more easily and at lower cost.

e The economic environment. Economic factors can influence a
firm’s choice of finance. For example, in times of rising inflation, firms may
find it of benefit to borrow at fixed rates of interest. If the general level of
prices rises, then the real value of the sum paid back is reduced. During a
recession, when sales and profits are likely to be failing, it would be unwise
for a firm to take on hefty loan repayments, unless it can be sure of a future
economic recovery.

e Gearing. The proportion of total finance raised in a firm from bor-
rowing is called the gearing ratio, and has an important impact on how a
company can raise further finance. A high gearing ratio means that a firm
has, in the past, raised a large proportion of its total capital through borrow-
ing, and so has a large amount of fixed interest payments to make from fu-
ture profits. This interest must still be paid on debt, even when profits are
low or non-existent. This tends to make further borrowing a riskier form of
raising finance than selling shares. With equities, no set amount must be
paid to shareholders out of profits.

2. OTBeThTE NUCHLMEHHO HA BOIIPOCHI 110 TEKCTY:
1. What criteria do firms use when selecting methods of finance?

2. Why do firms tend to seek long-term sources of finance?

3. What factors can influence a firm’s choice of finance?
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3. BblOepurTe yTBep:KIeHHUSl, COOTBETCTBYIOIIUE COJEPKAHUIO
MPOYUTAHHOIO TEKCTA:

1. The larger the amount of capital required, the more likely it is to
be raised from internal sources.

2. Selling shares can be expensive in terms of administration, adver-
tising, etc.

3. Small sole traders tend to be limited in their choices of finance,
and often lack assets to offer as security against a large long-term loan.

4. A high gearing ratio means that a firm has raised a large propor-
tion of its total capital through borrowing, and so has a large amount of
fixed interest payments to make from future profits.

4. [lepeBequTe YCTHO TEPMUHBI H TEPMHHOJOTHYECKHE CJIOBOCO-
YeTaHHUsl € PYCCKOI0 AA3bIKA HA AHTJIMHCKUIA.

(bMHAHCOBBIA OTYET; COOCTBEHHBIH KamluTall, (UHAHCOBBIC PACUETHI;
JoIT; (PMHAHCHPOBaHWE; 4MCTas MPUOBLIb; CCya; KOMMEpUecKuid OaHk; (u-
HaHCOBBIH MOCPEIHHK; 3aEMHBIE Cpe/ICTBa; (DMHAHCHI YaCTHOM KOMITaHUH; (u-
HAaHCOBOE 0043aTeIbCTBO; JEHEKHBIE PECYPCHL; TOCYIapCTBEHHbIE (DHHAHCHL.

5. IepenaiiTe yCTHO HA AHIVIMICKOM sI3bIKEe OCHOBHOE COJIepIKa-
Hue Texcra «Choosing a method of financey.

GRAMMAR
THE PASSIVE VOICE

Crpanatenshsiii 3anor (ThePassiveVoice) npencrasisier co0oii aHad-
THYECKYI0 (opMy, KOTOpast 00pasyercsi ¢ MOMOIIBIO IJiaroja to be B cOOTBET-
ctByroreM Bpemenn u npudactus 11 (Participle IT) cMpiciioBoro rarona.

The Passive Voice ycraHaBauBaeT, 4TO JMIO WM TPEIMeT, 0003Ha-
YEHHBIC MOJJICKAIIIM, SIBISIFOTCS 00BEKTaMH ICUCTBHSI, BBIPAXKEHHOTO CKa-
3yembIM. PaccmoTpuM Tabnuily BpeMEH B TACCHBHOM 3aJI10TE:

Future-
Present Past Future in-the-Past
Simple The dishes are[The dishes The dishes  [The said that
washed every \were washed |will be the dishes
day- yesterday- washed to-  |would be
[Tocyny motot [[Tocyny mo-  |morrow- ITo- |washed by

Ka)KJIbIi JCHb.

MbUIN BUCpPaA.

CyIy IOMOIOT
3aBTpa.

next day- Ouu
CKa3aJiyd, 4TO
ocyay I10-

MOIOT 3aBTpA.
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Continuous [The dishes are|The dishes
being washed [were being
now- Ceifqac |washed at 7
MoroT Tiocyy. [0 clock yester-

day- ITocymy
MbLIM BUE€pPaA B
7 yacos.

Perfect The dishes  [The dishes had[The dishes  [They said that
have already [pbeen washed |will have beenfthe dishes
been washed- |by 7 o’clock- |washed by 7 would have
[Mocyny yxe [[Tocyay mo- (0" clock tomor-|been washed
[TOMBLITH. MBLUTH K 7 ga- [row- [Tocymy [by 7 0 clock

cam. momoroT k 7 [the next day-
gacaMm 3aBTpa. (OHH CKa3ajH,
4TO Iocyza
OyZeT BRIMBITA
K 7 yacam 3aB-
[Tpa.
Perfect
Continuous

Kak BumHO M3 TaONIHUIBI, B CTPAAaTEIbHOM 3aJI0T¢ HET BpeMeH Per-
fect Continuous, Future Continuous, Future Continuous in the Past.

OTtpunatenbHas U BOIMPOCHTEIbHAS (POPMBI CTpaJaTEILHOIO 3ajiora
00pa3yroTCs MO TEM K€ MpPaBUJIaM, YTO U COOTBETCTBYIOIIC (DOpMBI Jcii-
CTBHMTEIILHOIO 3aJI0ra, @ UMCHHO:

1.B orpunartenbHOi (QopMe yacTuma NOt CTAaBUTCS TOCIE TIEPBOTO
BcomorarensHoro riaaroiaa The book has not been written;

2.B BONPOCUTEbHOU (opMe MepBbIii BCIOMOTaTeIbHBIN II1Aroi cra-
BUTCA mepen moexarmum Has the book been written?

3HayeHne U ynoTpeOIeHHe BpEMEH TIarojia B CTPagaTeIbHOM 3aJI0Te
TaKoe ke, KaK ¥ BpEMEH TJIaroyia B JEHCTBUTEILHOM 3aJI0Te.

3anomnume! Ecin BbI 00pa3oBbIBaeTE MACCUBHBIA 3aJI0T C TJIAro-
JIOM, TIOCJIC KOTOPOTo HIET MPEJIOT, TO HE 3a0bIBalTe 3TOT MPEIJIor CTa-
BMTH II0CJIE TJIarojia B IMacCHBE.

Ipumep: They were waited for- Hx scoanu.

YacTo B MACCHBHOM 3aliore HCIOJIB3yeTCs Mpeaor by st Toro,
YTOOBI IOKA3aTh, KEM OBLIO COBEPIICHO JCHCTBUE.

IIpumep: The song was written by my friend- Ilecns 6vira nanucana
MOUM OpyeoMm.
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1. Packpoiite cko0ku, ynoTpedJss riaaroJnsl B Present, Past nan
Future Simple Passive.

1. Bread (to eat) every day. 2. The letter (to re-
ceive) yesterday. 3. Nick (to send) to
Moscow next week. 4. | (to ask) at the lesson yesterday.
5. | (to give) a very interesting book at the library last
Friday. 6. Many houses (to build) in our town every year.
7. This work (to do) tomorrow. 8. This text (to translate)

at the last lesson. 9. These trees (to plant)
last autumn. 10. Many interesting games always (to play)
at our PT lessons. 11. This bone (to give)
to my dog tomorrow. 12. We (to invite)
to a concert last Saturday. 13. My question (to answer)
yesterday. 14. Hockey (to play) in win-
ter. 15. Mushrooms (to gather) in autumn. 16. Many
houses (to burn) during the Great Fire of London.

2. PackpoiiTe cko0ku, ynorpedusisi riaroiabl B Active wiu
Passive Voice.

1. Nobody (to see) him yesterday. 2. The telegram

(to  receive) tomorrow. 3. He (to give)
me this book next week. 4. The answer to this question

can (to find) in the encyclopedia. 5. We (to show)
the historical monuments of the capital to the delegation.

6. You can (to find) interesting information about the life
in the USA in this book. 7. Budapest (to divide) by the

Danube into two parts: Buda and Pest. 8. Yuri Dolgoruki (to found)
Moscow in 1147. 9. Moscow University (to found)
by Lomonosov. 10. We (to call)
Zhukovski the father of Russian aviation.

3. Ilepenaiite caenywunue npenioxenus B Passive Voice.
1. | bought potatoes yesterday.

2. We shall bring the books tomorrow.

3. They are repairing the clock now.

4. They sell milk in this shop.

5. | have translated the whole text.
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6. They broke the window last week.

7. When | came home, they had eaten the sweets.

8. We shall do the work in the evening.

9. He wrote this book in the 19th century.

10. They were playing tennis from four till five.

11. He stole a lot of money from the shop.

12. By six o'clock they had finished the work.

13. At twelve o'clock the workers were loading the trucks.

14. By three o'clock the workers had loaded the trucks.

15. We send our daughter to rest in the south every year.

4. Packpoiite ckoOKH, ynoTpedsisi riaroJibl B Passive Voice.

1. At the last competition the first prize (to win) by
our team. 2. The question (to settle) as soon as they ar-
rived. 3. Your report must (to divide) into two chapters.
4. Soon he (to send) to a sanatorium. 5. The book (to dis-
Ccuss) at the next conference. 6. The composition must (to
hand) in on Wednesday. 7. Yesterday he (to tell)
to prepare a speech. 8. The article (to publish)
last week, if | am not mistaken. 9. The lectures (to attend)

by all of us. 10. A taxi (to call) fifteen
minutes ago, so we are expecting it any moment. 11. The young man (to
introduce) to me only a couple of hours ago, but it seems
to me that I've known him for years. 12. The rule explained by the teacher at
the last lesson (to understand) by all of us. 13. The poem
was so beautiful that it (to learn) by everybody. 14. | hope
the invitation (to accept) by everybody. 15. The letter (to
post) in half an hour. 16. It seems to me that music (to
hear) from the next room. 17. | am sure | (to ask)

at the lesson tomorrow.
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UNIT III
MARKETS

TEXT 3.1 WHAT IS A MARKET?

1. Mpouuraiite n nepesenure Teker «\What is a market?» na
pYCCKMI S3BIK.

What is a market?

The goods and services produced by business organizations are sold
in markets. A market is defined as consisting of all those consumers willing
and able to buy goods and services and all those producers willing and able
to supply them. For example, the market for televisions consists of the pro-
ducers of televisions and the people who buy them. Similarly, there is a
market for cars, hairdressing, video recorders, window cleaning, and all oth-
er goods and services. These are called consumer goods markets. Business
organizations operate in many other markets, for example:

e capital goods market — where items such as machinery and vehi-
cles are bought and sold by business organizations;

e commodity market — where raw materials such as oil, copper and
wheat are bought and sold;

o labour market — where people are hired for their services;

e money market — where people and financial institution borrow and
lend money;

o foreign exchange market — where people and firms buy and sell
foreign currencies if they need to trade overseas;

e property market — where people and firms buy and sell houses, of-
fices and factories.

Market Structure

A market for a good or service can be of any size and can cover any
area. It can involve any number of consumers and producers anywhere in
the world willing to exchange a good or service. The market for a local
newspaper in Kingston-Upon-Thames is likely to be confined to the imme-
diate area surrounding this town, but the market for newspapers such as the
Daily Mirror or The Times is national. Products like oil, sugar, video re-
corders, and insurance are sold all over the world. These goods and services
have international or world markets. The interaction of consumer demand
and producer supply in a market determines the price at which a product is
sold and the quantity sold. Changes in market conditions — that is, changes
in the level and strength of consumer demand and/or producer supply — can,
therefore, influence how individual businesses use their resources.
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Different markets are organized or structured in different ways. It is
tempting to believe that, where there are a large number of firms producing the
same product and an equally large number of consumers wanting to buy it, no
one producer or consumer has the power to influence market price. This sug-
gests that markets are highly competitive and that, if a firm did try to raise price,
it would lose custom to rival producers and soon go out of business.

Perfect Competition

In perfect competition there are a very large number of firms produc-
ing a standardized product. New firms can enter the industry very easily. In
reality, very few markets display such a highly competitive structure. Per-
haps the world agricultural market is the closest example of «perfect compe-
tition». Because there are so many producers of wheat, barley, and other
arable crops of such similar quality worldwide, individual producers are
forced to sell their produce at prevailing market prices. That is, in competi-
tive markets there are numerous consumers and producers that no one alone
can influence market price — they are all price takers. Competition in a mar-
ket affects an individual firm's ability to influence the market price for their
products. In general, the more competition a business faces from firms mak-
ing similar products, the less scope it will have to influence price.

Oligopoly

Today, most markets can be described as «oligopolistic». An oligopoly
exists if a small number of large firms dominate the supply of a particular good
or service to a market. Price leadership is a feature of many oligopolistic mar-
kets. In order to avoid price wars, the firms that dominate the market tend to
price their products in line with each other. In extreme cases they may even col-
lude to fix prices. Cartels are formal agreements between firms to regulate prices
and/or output, thereby effectively creating a monopoly. The best known cartel is
OPEC (Organization of Petroleum Exporting Countries) which attempts to re-
strict the world supply of crude oil in order to hold up its market price. Collusion
to fix prices at artificially high levels is illegal in most countries. Because of the
relative price stability in oligopolistic markets, they tend to be characterized by
aggressive non-price competition for consumers and market share. For example,
the growth of shops on petrol station forecourts and the giving of free gifts are
attempts at non-price competition by a handful of large petrol companies. Simi-
larly, despite the existence of numerous branded products, the washing-powder
market is supplied chiefly by two very large producers (a duopoly)— Unilever
and Procter and Gamble. Their competition concentrates on the creation of
strong brand images and customer product loyalty through heavy advertising.

Monopoly

A firm is a pure monopoly if it is the sole supplier of a good or ser-
vice wanted by consumers. A monopoly faces little or no competition and is
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therefore able to keep profit levels high by setting a high price for its prod-
ucts. Monopolies are often described as price makers because they can re-
strict the supply to a market to force up the market price. However, in order
to do this, the monopoly must prevent new firms from entering the market.
Any increase in supply from new firms will force prices and profits down.
Monopolies and oligopolies may use different barriers to prevent the entry
of new firms into their markets or to force new and smaller competitors out
of business. These barriers can be natural (e.g. economies of scale, capital
size, historical reasons, legal considerations) or artificial (e.g. supply re-
strictions, predatory pricing, exclusive dealing, full line forcing). Because
monopolies and oligopolies have the ability to restrict competition, the UK
government has passed a number of laws which can regulate their activities
and in extreme cases prevent their formation.

Monopolistic Competition

In reality, most markets display some restriction on competition. In-
dividual producers often attempt to modify their own products to distinguish
them from their rivals. This is called product differentiation and is a feature
of monopolistic competition. Differentiation is the basis for product promo-
tion and development.

2. OTBeTbTe IIUCbMEHHO Ha BOl'lpOCLl mo TeKCTyZ
1. What is a market?

2. What determines the price at which a product is sold in a market?

3. What types of markets do you know?

3. IlepeBeauTe YCTHO TEPMUHBI U TEPMHHOJIOTHYECKHE CJIOBOCO-
YeTaHHUs € AHIVIMICKOIO S3bIKA HA PYCCKMIA:

perfect competition; capital goods market; commodity market; labour
market; market conditions; market price; opportunity cost; market structure;
raw material market; product differentiation; restriction on competition;
price makers; predatory pricing; rival producers; sole supplier; non-price
competition; perfect competition.

4. IlepenaiiTe yCTHO Ha AHIJIMICKOM sI3bIKE OCHOBHOE CO/AepKa-
nue texkcra «\What is a market?».
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TEXT 3.2 COMPETITION

1. TIpouuraiite n nepeBeauTe TekcT «Competition» na pycckmii
A3BIK.

Competition

Competition is rivalry between suppliers providing goods or services
for a market. The goods and services produced by business organizations to
satisfy consumer wants are sold in markets. A market is any setting in which
exchange takes place between consumers willing and able to buy goods and
services and producers willing and able to supply them. The level and
strength of consumer demand and producer supply in a market are known as
market conditions. Firms compete to supply a market to achieve a number of
objectives. These are:

1. To increase their customer base. Firms compete with each other on
price and product quality to increase the number of customers buying their
products.

2. To increase sales. Not only will firms seek to increase the number
of customers buying their products but they will also hope that existing cus-
tomers will buy more. Cutting prices can increase sales revenues from prod-
ucts for which demand is price elastic. Advertising and other promotions,
such as free gifts, can help to expand sales without the need for price cuts.

3. To expand market share. The market share of a firm can be calcu-
lated as its proportion of total sales. For example, Sony accounted for 12.3%
of sales of recorded music in a world market worth $30 billion in 2004.
Many organizations will aim to increase their share of total sales in a mar-
ket. The larger an organization's market share, and the more widely estab-
lished its product, the better able it will be to withstand new competition
from new products and firms.

4. To achieve product superiority. This has two meanings. On one
hand it refers to making a product that is clearly better than rival products
for reasons of prestige and/or profit. A superior product will help a firm to
achieve its objectives of generating sales and expanding market share. But
product superiority also means that the product dominates a market by out-
selling all others - which is not necessarily because it is the best product on
the market. A firm that is able to dominate the supply of a product to market
is able to have some influence over the determination of the market price. It
is also well placed to fight off competition from smaller rivals.

5. To enhance image. Firms will also compete on image. Customer
perception of an organization will be reflected in sales. A poor image will
reduce sales; a good image will help to expand sales and market share. In
response to the growing awareness of environmental issues among consum-
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ers, many organizations are trying to present themselves as caring and envi-
ronmentally friendly. For example, the Body Shop prides itself on not test-
ing products on animals, while the Cooperative Bank only invests money in
«green» companies that have a good environmental record.

There are two types of competition: price competition and non-price
competition. Competition between firms on price is often vigorous. Cutting
price can expand consumer demand. The ability of a firm to undercut rivals
to increase sales is constrained by market conditions and production costs.
Cutting prices to expand sales reduces the margin between revenues and
costs. If a firm is to be in a strong position to compete on prices, it must try
to reduce its costs by increasing the productivity of its resources.

When consumers buy a product they are looking not just for low
price but also for value for money in terms of the quality of the good or ser-
vice, its size or shape, colour, smell, or taste. Consumers also look for after-
sales care in case anything should go wrong and they might want to ex-
change their product. Firms can compete on all these facets of a product and
service to offer consumers what they want.

Both price competition and non-price competition are good for con-
sumers because they can reduce prices and increase the quality and availa-
bility of different product.

2. OTBeThTE NUCHLMEHHO HA BOIIPOCHI IO TEKCTY:
1. What is competition?

2. Why do firms compete?

3. What is the difference between price competition and non-price
competition?

3. IlepeBenuTe YCTHO TEPMUHBI H TEPMHHOJIOTHYECKHE CTOBOCO-
YeTaHHUS C AHIJIMICKOro A3bIKA Ha pyCCKﬂﬁ:

price competition; reduce prices; non-price competition; to enhance
image; consumer demand; producer supply; customer base; sale revenue;
market share; total sales; production costs; market price; after-sales care;
increase the quality; to undercut rivals, achieve objectives; rivalry.

4. IlepenaiiTe yCTHO Ha AHIJIMICKOM sI3bIKE OCHOBHOE CO/AepKa-
Hue TekcTa «Competitiony.
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GRAMMAR
SEQUENCE OF TENSES

Ecnu B npsiMoii peun Tiiarosi cOoOIIEHHsI CTOUT B OJTHOM M3 IOIIIe/-
mmx BpeMeH (0OBIYHO CKa3yeMoe B IVIABHOM IIPEIOKEHUH BbIpaKaeTcsl Iia-
rosiom B Past Indefinite), To riaroi B KocBeHHOM peun TOXE JOKEH YIIOTPeO-
JISITHCSL B TIPOILIEIIIIEM BPEMEHH, IPHYEM BpPeMs IJiarojia Mpy npeoOpa3oBaHuN
TMIPSIMOH PEedr B KOCBEHHYIO N3MEHSIETCS T10 CIIETYIOIIeH cXeMe:

IIpsamasn peus KocBenHnas peun
Indefinite |He learns English. Indefinite |He  said|He learned English.
£ |Continuous|{She is  playing| _ |Continuous|that She was playing
§ Perfect tennis. § Perfect tennis.
s They have re- They had returned.
turned.
Indefinite |You translated the Perfect He  said|You had translated
Continuous|text. Continuous|that the text.
e Perfect She was watching 3 Perfect She was watching
o TV. o TV.
They had re- They had returned
turned by 7. by 7.
Indefinite |We shall call on|+ |Indefinite [He  said|They would call on
Continuous|him. S | Continuous|that him.
o |Perfect  |You will be wear-| 2 [Perfect You would be
2 ing that hat. < wearing that hat.
= She will have re-| & She would have
ceived your letter g received your letter
by Saturday. L by Saturday.

Crietyer MOMHHUTB, YTO TIPU OOPAIICHUH MPAMOil pedr B KOCBEHHYIO,
[Jaroyl B OPHIATOYHOM JOTIOJHUTEIFHOM NPEUIOKEHHH (T.€. B KOCBEHHOI
peun) He U3MEHSIETCS B CIICIYIOIINX CITyJasx:

1. Korna rinarox B npsiMoii peun ymotpe6uien B Past Continuous, Past
Perfect, Past Perfect Continuous mmu Future in the Past:

Ipsimas peub KocBennasi peun
We had finished our work by 5 o’clock | They said they had finished their work
yesterday. — Msr 3akoHumnu pabory | by 5 o’clock yesterday. — Onu ckazainm,
Buepa K 5 yacam. YTO 3aKOHYIIU paboTy Buepa K 5 yacam.

2. TlpaBuio cornacoBaHusi BpeMEH OOBIYHO HE MPUMEHSIETCS B IPH-
JATOYHBIX JOTIOJIHUTEIBHBIX MPEUIOKEHISIX, B COCTaB CKa3yeMOT0 KOTOPBIX
BXOJUT MOJAIbHBIN TIaro:
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[Ipsimas peyb

KocBennasi peun

Teacher: “You must do it at once”.
Vunurens: «Bbl JOIKHBI CEIATh 3TO
ceitgac xe».

Teacher said that you must do it at once.
Yuurenn CKasajl, 4TO BBbI OJOJIXKHBI COC-
J1aTh 3TO ceHyac xe.

3. KOFZ[H YKa3bIBA€TCA TOYHOC BPEMA COBECPIICHUSA ﬂeﬁCTBHH. Ilo-
Z[06HO€ OTCTYIUUVICHUC OT MpaBUJia COTJIACOBAHUA BPEMCEH IIPU O6paHIeHI/II/I
Hp?[MOﬁ peun B KOCBCHHYI IHMPOUCXOAUT OOJIbIIEH YaCThIO TOTraa, Korjga
CKa3yeMoOC MpUuAaTOYHOTO NPEAIIOKCHN A BBIPAKCHO ITIaroJioM tobe.

[psimas peub

KocBenHnasi peun

He said, “I was born in 1950.” - On
ckazai: « pommies B 1950 rogy».

He said (that) he was born in 1950. - Ou
CKa3zaJ, yTo oH poamicsa B 1950 roxy.

[Ipn n3MeHeHnn NPsIMOI pedr B KOCBEHHYIO MPOMCXOIUT CIETYFOLIAst
3aMeHa Hapeuui BpEMEHH 1 MECTa, a TAKkoKe YKa3aTelIbHBIX MECTOMMEHHIA.

[Ipsimas peub

KocBennas peun

NoOwW — Tenepnb

then — rorga

today — ceromus

That day — B ToT neun

tomorrow — 3aBTpa

The next day — Ha cnemyrommuii 1eHb

the day after tomorrow — mocnesasrpa

in two days’ time —4epe3 JBa JHS,
two days later — nBa nust criycrst

yesterday — Buepa

the day before
the previous day HaKaHyHE

the day before yesterday — nmoszasuepa

Two days before — 3a nBa aHs 10 3TOTO;
two days earlier —aBymst 1HsIMU paHblie

ago — ToMy Hazasn

before — paubiie

nextyear — B Oyaymiem romy

the next year

the following year } B CJICAYIOLIEM TO/ly

here — 3necn there — ram
this — sror that — Tor
these — >t those — te

Bonpocsl B KOCBeHHO# peun
O0mue BOMPOChI B KOCBEHHOI pedn BBOAATCS corozamu Whether

i if, Toraa kak ajabTepHATHBHBIE

— TonbKO coro3oM Whether. Dtu coro3bl

COOTBETCTBYKOT B PYCCKOM SA3BIKE YaCTULIC JIM. 3amsaras nepea Ccoro3amMu

whether unu if ve craBurcs.

I[Ipsimas peub

KocBenHasi peub

He said «Have you read the morning
papers?» — OH ckazanm: «Bsl unTamu
YTPCHHUE ra3eThl?»

He asked me whether (if) | had read the
morning papers. — OH cHpocHi MeHs,
YUWTaJl JIM g YTPCHHUEC I'a3CThI.

| asked, “Do you understand now?” - 5
cupocut: «Tenepb Bbl IOHUMAETE?»

| asked him if he understood. - S cmpo-
CHUJI, TIOHUMAET JIM OH (3TO) Teeps.
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KpaTkue oTBeTHI B

KOCBEHHOM pe4n

BOIIpOC na

HET

Do you speak English? Yes, | do.

No, I don’t.

Bs1 roeopure no-
aHruicku?

| answered that | did.
S OTBETHII, UTO TOBOPIO.

| answered that I didn’t.
Sl oTBETHII, UTO HE TOBOPIO.

Have you received a letter | Yes, | have.

No, I haven’t.

from home? BsI monyun-
JIU TIUCHMO 13 foma?
I

| answered that | had.
pl OTBCTUJL, YTO IIOJTYy-

| answered that I hadn’t.
A OTBETUJI, UTO HE IOy~
YUuJI.

Will he take part in the Yes, he will.

No, he won’t.

chess tournament? On
6y;[eT TNPpUHUMATh Y4aCTUEC

B IIAXMaTHOM TypHHpE? (on) Oyer.

| answered that he
would. S orseTnn, uTo

| answered that he
wouldn’t. S orseTn, uTo
(oH) He Oyzer.

Are you very tired? Yes, | am.

No, | am not.

Ber ogens ycramm?

| answered that | was.
Sl oTBeTHMII, UTO yCTAJL.

I answered that I wasn’t.
Sl oTBETHII, UTO HE yCTall.

B o¢unmansHON peun BO3MOXKHO YIOTpeOICHHE CIEAYIOMHNX KOC-

BCHHBIX KPAaTKHUX OTBCTOB.

I[J'lﬂ YTBEpAUTEJIBbHOI0 OTBETA

I[J'lﬂ OTPpHULATEJILHOI'0 OTBETAa

He answered in the affirmative.
OH OTBETUJI YTBEPAUTECIBHO.

He answered in the negative.
OH OTBETHII OTPULIATCIIBHO.

Cneuna.m,m)le BOIIPOCHI BBOJATCA B KOCBEHHOM pe€un COOTBET-
CTBYIOIIIUMH BOIIPOCUTCIBHBIMH CJIOBaAMH, HCIOJB3YyEMbIMU B Ka4€CTBEC
COCAMHUTCIIBHBIX CJIOB. B kocBeHHBIX BOIIpOCax 3TOro TUla TaKXE IMPUME-

HACTCA HpHMOﬁ MOopsAA0K CJIOB.

IIpsimoii Bompoc

KocBennblii Bonpoc

Michael said, “Why do they want to
wear the uniform?” —Maiik ckazai:
«[ToyeMy OHM XOTSIT HOCUTB (opMy?»

Michael asked why they wanted to wear
the uniform. —Maiikn cripocui, mouemy
OHU XOTSIT HOCHUTH (hopmy.

He asked, “When did you see him?” —
Ox cnpocun: «Koraa Tel ero Bumen?»

He asked when I had seen him. - On
CHIPOCHJI, KOT/a 51 €r0 BUJCIL

He asked, “How will he find it out?” —
On cnpocui: «Kak oH 910 y3HaeT?»

He asked how he would find it out. — On
CIIPOCHJI, KaK OH O9TO y3HACT.

He asked me, “Who has come?” — Oun
cupocuit MeHst: «KTto mpuien?»

He asked me who had come. —Ox cripo-
CHJI MCHS, KTO NPULICIL.
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[oBesqnTebHbIE MPEIJI0KEHHS B KOCBEHHOI peun

[Tpu oOparieHny B KOCBEHHYIO pedb MMOBEJIUTEILHOTO HPEIIOKEHHS
JIaroJl B MOBEJIMTELHOM HAKIOHEHHH 3aMeHsieTcss HHGuHuTHBOM. OTpHIIa-
TenbHast popMa TJiaroia B NOBEJIUTEIBHOM HAKIOHEHHH 3aMeHseTcsl HHpu-
HUTHUBOM C IIpEIIECTBYIONIEH JacTuei not.

IIpsimast peuynb

KocBeHHasi peub

She said, “Open the window, please.” Ona
ckazana: «OTkpoiiTe, noxkanyiicta, OKHOY.

She asked me to open the window.
Omna rnonpocujia MEHsI OTKPBITh OKHO.

She said, “Don’t open the window,
please.” Omna cka3zana: «He oTkpsbiBaiire,
MOXKATYHCTa, OKHOY.

She asked me not to open the win-
dow. Owna mompocuia MeHS HE OT-
KPBITh OKHO.

1. IlepenaiitTe cjeayromue MOBeCTBOBATENbHbIE NMPeENJI0KEHUsT B

KOCBEHHOI1 pe4u.

1. Masha said: «I usually spend my
holidays in the southy.

2. She said: «I spent my holidays in
the Crimea last year».

3. Boris said: «I go to the south every
yeary.

4. He said: «I am going to a rest-home
tomorrow».

5. Ann said to us: «They haven't
comeyety.

6. She said to us: «They arrived in St.
Petersburg yesterday».

7. I said: «I was in London last year. My
friends in London sometimes invite me
to spend my holidays with them.

8. Nick said: «I have never been to
London. | think | shall go there next
year.

9. He said: «I shall not stay with my
friends too longy.

10. He said to me: «They are staying
at the “Europe” hotel».

11. He said: «They are leaving next
Monday».

12. The clerk said to them: «You can
leave the key with the maid upstairsy.
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oiipeun.
1.

2.I1epenaiiTec/ieny0inenoBeuTeIbHbIENPEAT0KEeHUSIBKOCBEHH

«Go homey, said the teacher to us.

2.

«Buy some meat in the shopy, said my mother to me.

3.

«Sit down at the table and do your homework», said my mother to me.

. «Don't forget to clean your teeth», said granny to Helen.

. «Don't sit up latey, said the doctor to Mary.

. The doctor said to Pete: «Don't go for a walk today».

7.

«Don't eat too much ice-cream», said Nick's mother to him.

8.

«Explain to me how to solve this problem», said my friend to me.

9.

tonguey.

peun.

The doctor said to Nick: «Open your mouth and show me your

10. «Don't be afraid of my dog», said the man to Kate.

11. «Take this book and read it», said the librarian to the boy.

3.

1.

IlepenaiiTe ciaeaywouue cneyuaibHble BONPOChl B KOCBEHHOI

I said to Nick: «Where are you going?»

2.

I said to him: «How long are you going to stay there?»

3.

I said to him: «How long will it take you to get there?»

4,

Pete said to his friends: « When are you leaving St. Petersburg?»

5.

He said to them: «Who will you see before you leave here?»

6.

They said to him: «What time does the train start?»
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7. Ann said to Mike: «When did you leave London?»

8. She said to Boris: « When will you be back home?»

9. Boris said to them: «How can I get to the railway station?»

10. Mary asked Tom: «What time will you come here tomorrow?»

11. She asked me: «Why didn't you come here yesterday?»

12. T asked Mike: «What will you do after dinner?»

13. T asked my uncle: «How long did you stay in the Crimea?»

14. Ada said to me: «Where did you see such trees?»

4. Ilepenaiite cjeaywoine 00ue BONPOChl B KOCBEHHOH peyu.
1. I said to Boris: «Does your friend live in London?»

2. I said to the man: «Are you living in a hotel?»

3. Nick said to his friend: «Will you stay at the “Hilton”?»

4. He said to me: «Do you often go to see your friends?»

5. He said to me «Will you see your friends before you leave St. Pe-
tersburg?»

6. Mike said to Jane: «Will you come to the railway station to see me
oft?»

7. She said to me: «Have you sent them a telegram?»

8. She said to me: «Did you send them a telegram yesterday?»

9. I said to Mike: «Have you packed your suitcase?»

10. I said to Kate: «Did anybody meet you at the station?»
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11. T said to her: «Can you give me their address?»

12. T asked Tom: «Have you had breakfast?»

13. I said to my mother: «Did anybody come to see me?»

14. She said to the young man: «Can you call a taxi for me?»

15. Mary said to Peter: «Have you shown your photo to Dick?»

5. llepenaiite cienywoniue npeajioxKeHnsi B KOCBEHHO peyu.
1. «Don't cross the street under the red light,» said the man to Nick.

2. «I took a very good book from our library yesterday,» said Mike to

his father.

3. «Come to my house tomorrow, Jane,» said Lena.

4. «Where are your books, Betsy?» said her mother.

5. «Do you like my pies, Ann?» asked her grandmother.

6. «Sit down at the table and do your homework,» said Tom's mother

7. «What did you do at school yesterday, John?» said his father.

8. «Will you play the piano today, Helen?» asked her aunt.

9. My uncle said: «We shall visit you next week».
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ASSIGNMENT 1
WHAT IS PRODUCTION?

1. HpouuTaiiTe U nepeBeaqure mucbMmenno tekcr «\What is pro-
duction?» Ha pycckmuii i3bIK.

What is production?

Businesses create wealth by producing goods and services to satisfy
consumer demand. Production, therefore, can be defined as any activity
which is designed to satisfy consumer needs and wants. Production involves
organizing resources — human, physical, and natural — to produce goods and
services. The owners of these productive resources — employees and suppli-
ers — require payment. They then are able to use this income to enjoy the
benefit of goods and services bought from other business organizations.
Production is the total amount of a good or service produced. The amount of
output that can be produced from a given input of resources is called
productivity. That is, productivity can be measured as a ratio of outputs to
resource inputs. Put very simply, a firm that uses 10 units of resources to
produce 40 units of output is twice as productive as a firm that uses 10 units
of resources to produce 20 units of output.

The aim of any business is to combine its resources in the most effi-
cient way. That is, it will attempt to maximize the productivity of its re-
sources in order to produce as much as it can with as little resource input as
possible, and at the lowest cost possible. For example, a construction firm
that employs 10 carpenters and yet supplies only 1 hammer, drill, and chisel
between them has clearly not combined labour and equipment in the most
efficient way. By increasing the input of equipment — i.e. providing more
hammers, drills, etc. — the firm is likely to achieve a higher level of produc-
tivity.

In general, productivity in a firm will increase if more output can be
produced with the same input of resources, or if less resources can be used
to produce the same amount of output. Thus, raising productivity adds
greater value to resources employed.

By turning resource inputs into outputs which consumers want and
are willing and able to buy, productive activity adds value to resources. For
example, a firm that produces 1 million chocolate bars which are sold for
50p each but which cost only £200,000 to make, has added £300,000 to the
value of the resources used — labour, cocoa powder, milk, paper, plant and
machinery, vehicles, power, etc.

Firms can attempt to maximize the added value to the resources they use,
measured as the difference between the cost of those resources and the revenues
they generate, by ensuring the best relationship between the costs of inputs and
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value of final products. Most firms will attempt to produce as much as they can
from the least amount of labour, materials, machinery, etc. A firm that is able to
reduce the amount of inputs they use but still produce the same amount of out-
put without employing more inputs, has increased productivity.

Reducing the costs of resource inputs. This can involve employing
workers who are willing to work for lower wages or are more productive
than existing workers, buying or hiring more efficient machinery, securing
supplies of materials from cheaper suppliers, keeping stocks to a minimum
to save storage space, reducing waste and accidents at work.

Quality assurance. Poorly produced goods and services do not sell but
still cost money to make. Making sure that quality is maintained throughout the
production process will result in more revenues from given inputs. The man-
agement of «total quality» in firms is becoming increasingly important.

Marketing. The marketing of goods and services is an important part
of the whole production process. A firm that is unable to supply the right
products in the right amounts at the right price, and in the right place, will be
unable to sell their products. Marketing helps a firm increase the value add-
ed to resources through the production of goods and services, by informing
consumers of the existence of the product and persuading them that the price
of the product is worth paying.

The decision by a firm to produce a given level of output of a par-
ticular good or service, or range of products, will be influenced by the fol-
lowing factors:

Market price. If the price at which a product is sold does not yield an
acceptable profit, then firms will be discouraged from producing that prod-
uct. Firms that are already engaged in the supply of the product may move
their resources into the production of other goods or services, or will attempt
to reduce costs to increase profit margins.

Availability and quality of resources. Once a firm has decided what
to produce, it must engage the necessary resources to achieve its production
targets. Some resources - for example, labour with appropriate skills, or nat-
ural materials - may be in short supply, and this will force up the supply
price, thereby reducing potential profit margins. Labour must also have
skills that are flexible and can be adapted to changes in products, production
processes and methods of working. The cost and availability of resources
will, therefore, affect the production decisions of firms. Increasingly, firms
are contracting out non-core activities, such as cleaning and maintenance,
and specialist services, to external organizations, rather than employing la-
bour to undertake these tasks on a permanent basis. External organizations
will often compete to win contracts with firms, and firms who employ them
can therefore insist on quality at competitive prices.
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Technology. Technological advance has resulted in new materials,
products, and processes, and has changed the character, working practices
and production methods of many industries. For example, the manufacture
of cars is now almost entirely automated. Automation robotics, computer
aided design and manufacturing, management information systems are all
examples of new technology in production. A firm must not only be aware
of change, but must also consider the extent to which it can use new tech-
nology to keep ahead of the competition.

Legislation. A number of laws exist which restrict or prohibit the
supply of certain products and set strict guidelines on how production
should proceed in the workplace. For example, it is illegal to produce hard
drugs, or supply cigarettes and alcohol to minors. Growing concern for the
environment is being reflected in a number of UK and European Union leg-
islative measures concerning protection, preservation, and pollution. These
measures are intended to shape and control production decisions that are
potentially damaging to the environment. For example, coal-fired power
stations have been forced to fit expensive desulphurization equipment to
reduce the release of harmful pollutants into the atmosphere. Coal-fired sta-
tions are also now being phased out, in favour of cleaner, lean-burn gas-
powered electricity-generating plants. Similarly, alternative methods of pro-
ducing veal meat from young calves had to be found when the notorious
«veal crate» method was outlawed in the UK. Firms are also required to
invest in health and safety measures, such as training, protective clothing,
and rest periods for machine operators. Thus, controls on pollution and safe-
ty at work may raise the production costs of firms, and in some cases limit
resource use and production time.

2. Bommummure 30 He3HAKOMBIX TEPMUHOB U TEPMHHOJIOTHYECKHX
CJ10BOCOYETAHMIT M3 TeKca, 3alIOMHHTE UX 3HAYeHNe M HANMCAHUe.

@ N |g|A~ WINE
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3. [lepenaiiTe ycTHO HA aHTJIMIICKOM SI3bIKe OCHOBHOE COJIepP:Ka-
Hue texcra «What is production?».

ASSIGNMENT 2
RAISING CAPITAL

1. TpouuTaiiTe W mnepeBeauTe NHUCHLMEHHO TeKcT «Raising

capital» Ha pycckmii si3bIK.
Raising capital

1. Financial Intermediation

It is the task of finance intermediaries, such as banks and building socie-
ties, to match the needs of savers who want to lend money, with people and
firms who need funds. A number of financial institutions hold the savings of
people and firms, and pay them interest. In turn, they make these funds available
to borrowers, who are charged a rate of interest and in some cases an arrange-
ment fee. Some financial intermediaries specialize in medium- to long-term
finance, while others concentrate on short-term loans of money.

2. Securing Finance

Loans may be secured or unsecured. Some finance institutions may in-
sist on security or collateral against a loan, especially when the amount of
money involved is large. This refers to an asset, or assets, of value equal to the
amount borrowed, which is tied to the loan. In the event of non-payment or
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default, the lender is legally entitled to take possession of the secured assets,
and to sell them to obtain their money. Assets most likely to be accepted as
security for a loan include: property; money saved in endowment and life in-
surance policies; shareholdings. Assets which lose their value quickly or are
difficult to sell — for example, specialized machinery — are unlikely to be ac-
cepted by banks and other lenders as suitable forms of security.

3. The Money Market

Short-term finance is available on the money market. This is made up
of people and firms who want to borrow money for relatively short periods
of time, and those people and organizations willing and able to provide it.
The supply of short-term finance is dominated by the major commercial
banks, also known as clearing banks, such as Lloyds, Barclays, Midland,
and the Cooperative Bank. These lend money to firms in the same way as
they lend money to private individuals. Short-term finance is available in the
form of a bank loan or overdraft. The major banks can also arrange, often
through specialized companies which they own, other methods of finance,
such as leasing and factoring services, and commercial mortgages.

4. Methods of Short-term Finance

e The most common methods of short-term finance used by busi-
nesses are:

e Overdraft. Overdrafts are frequently used to ease cashflow prob-
lems associated with working capital requirements in many business organi-
zations. Under an overdraft agreement, a bank allows a business to make
payments or withdrawals in excess of the amount held in its account, up to a
specified limit. Banks normally insist that overdrafts are paid off relatively
quickly. Interest is charged on the amount of the overdraft on a daily basis,
and is normally slightly lower than the rate charged on loans.

¢ Bank loan. Banks can advance loans to businesses, to be repaid in
regular fixed monthly installments over an agreed period of time. Loan
terms can be anything from six months to ten years, but most tend to be rela-
tively short. Interest is charged on the total amount of the loan, and is fixed
from the outset. A borrower is locked into that rate, even if interest rates fall
during the period of the loan.Loans and overdrafts can be an expensive way
of borrowing, but they are one of the most popular forms of short-term fi-
nance available to sole traders and partnerships.

e Credit cards. Visa, Access, American Express, and Diners Club are
examples of credit card companies. Depending on the credit card, users can
pay bills and make purchases, and defer payment until up to eight weeks
later. Each month, users receive a statement of their transactions. They can
then decide whether to pay the balance in full or in part. If payment is made
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in full, no interest is charged. Interest is charged only on the outstanding
balance, but can be quite high.

¢ Hire purchase. This is a popular method of finance, often used by
smaller firms to buy plant and machinery. A hire purchase agreement will nor-
mally require a firm to pay a deposit on equipment purchased, and then to pay
off the balance, with interest, in regular installments over a few months or sever-
al years. Hire purchase can be arranged through a bank or, more often, through a
finance house. Because finance houses tend to be less selective in granting
loans, their rates of interest tend to be higher. The finance house will buy the
equipment for the buyer, and will be the legal owner of it until the last payment
has been made. If the buyer is unable to pay the agreed installments, the finance
house can legally repossess the equipment.

e Leasing. Leasing is a way of paying rent for the loan of equipment
for a fixed period. At the end of the period, the equipment is returned to its
owner. The advantage is that businesses can get expensive equipment such
as computer systems without making a large capital outlay. During the peri-
od of the lease, maintenance and servicing of equipment are the responsibil-
ity of the owner of the equipment rather than the lessee. Once the period of
the lease is over, the firm can return the old computer system and lease a
more up-to-date version. Over a long period of time, leasing can be more
expensive than buying equipment outright. Leasing is, however, an increas-
ingly popular means of obtaining equipment.

e Trade credit. Many businesses rely on their creditors as a form of
short-term finance. Because most suppliers allow their customers to take
somewhere between one and three months to pay for goods supplied, the
debtor company can use what is effectively an interest-free loan of up to 90
days to pay other bills. Creditors will often give incentives in the form of
cash discounts if payment is made earlier, but by delaying payment, the
debtor can use money owed to finance other current assets.

e Factoring. Late payment of invoices for goods delivered can cause
considerable financial hardship for creditors. Debt factoring involves a spe-
cialist company, known as a factor, paying off the unpaid invoices of sup-
plies. It is common for a factoring company to agree to pay 80% of the
amount of the invoice on issue, paying the remaining 20% when the debtor
settles the invoice with the factor. This provides the creditor with early
payment of debts and leaves the chasing-up of payments to the factoring
company. The profit of the factoring is the difference between what they
have paid to the supplier to settle the invoice and the full amount of the in-
voice eventually paid by the debtor.

5. What is the Capital Market?
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The capital market brings together people and firms who want to bor-
row a lot of money for long periods of time with those who are willing and
able to supply funds on this basis. Borrowers tend to be limited companies
seeking to fund large-scale replacement of fixed assets or expansion.

6. Methods of Long-Term Finance

The most common methods of long-term finance used by businesses are:

e Mortgages. A commercial mortgage is a long-term loan, typically
over 25 years, of up to approximately 80% of the purchase price of a busi-
ness property. Business owners may also remortgage their existing premises
in order to raise finance for use elsewhere in the business. The business
premises provide security for the loan, and, in the event of a failure to repay
regular installments, the lender can take possession of the property. Mort-
gages are available from building societies and banks.

e Venture capital. Start-up funds for new limited companies are
available from specialist venture capital companies. These are commercial
organizations specializing in loans to new and risky businesses who might
otherwise find it difficult to raise finance. These firms usually lend in return
for shares in the ownership of the company (or equity stakes), hoping for an
eventual capital gain on the value of their shares, rather than for interest or
dividends. Merchant banks also provide venture capital. These are financial
institutions specializing in advice and financial assistance to limited compa-
nies, for example, to fund business expansion, takeovers of other companies,
or management buyouts. The venture capital industry in the UK has grown
very quickly, providing a valuable source of finance to small firms and high-
risk enterprises.

¢ Loan stocks. These are certificates issued for sale by limited com-
panies, which acknowledge that the bearer has lent a company money and is
to be repaid at a specified future date, known as maturity. Government is
also able to borrow money by issuing loan stocks for sale to the general pub-
lic. Loan stocks are sold to raise finance. They offer holders a fixed rate of
interest each year until the loan is repaid by the issuing company. If, during
the period of the loan, the holder wishes to get their money back, the loan
stock can be sold to another person or company. Loan stocks can be in the
form of: debentures issued by public limited companies; local government
bonds issued by local authorities; gilt-edged securities issued by central
government, normally lasting 25 years. A debenture may be secured or un-
secured on specific property owned by the company. When debentures are
issued, the company agrees to repay the loan with interest on maturity.

7. The Stock Exchange

The capital market is dominated by the Stock Exchange in London. The
main function of the Stock Exchange is to provide a market where the owners of
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loan stocks and shares can sell them to other people and firms who want to buy
them. The total market value of all stocks and shares (collectively known as
securities)traded on the Stock Exchange is called the market capitalization. The
people and organizations that provide companies with capital by buying shares
in them are called investors. Most shares traded in the UK are bought by in-
vestment trusts, unit trusts, pension funds, and insurance companies. These
companies accept people’s savings and use the money to invest in shares and
government stocks. Dividends, interest on stocks, and capital gains in the value
of shares are passed on, in part, to savers.

8. Raising Share Capital

A share is simply part of a company offered for sale. The price print-
ed on the front of a share certificate is its face value, that is, the price at
which it was first sold by the company. Selling shares in the ownership of a
company is the usual way of raising money for private and public limited
companies. Private limited companies can only sell shares to people con-
nected with the business in some way, such as family, friends, workers, etc.
This limits their ability to raise finance through the issue of shares. Howev-
er, a company that «goes publicy, i.e. becomes a public limited company,
will obtain a listing on the Stock Exchange and be able to advertise and sell
a new issue of shares to members of the public from all over the world. The
launch of a company’s shares on the Stock Exchange is known as a flota-
tion. Before an organization can offer its shares for sale, the Council of the
Stock Exchange will investigate it to ensure it is trustworthy and meets cer-
tain standards of practice and size. For example, a company must have au-
thorized share capital of at least £50,000, of which it must sell at least a
quarter. People will then buy shares in return for a share of any profits
made, called a dividend. Once a share is sold, the company does not have to
return the money to the shareholder. If shareholders want their money back,
they can sell the shares to somebody else. If they are able to sell them for
more than they paid, they will make a capital gain. The Stock Exchange
provides a market for so-called «second-hand securitiesy.

2. Boinmumurte 30 He3HAKOMBIX TEPMHUHOB H TEPMUHOJTOI'MYECCKHUX
CJIOBOCOYETAHUI U3 TEKCTA, 3AIIOMHUTEC UX 3HAYCHUEC U HAITUCAHHUEC.
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3. IlepenaiiTe yCTHO HA AHIVIMIICKOM SI3bIKE OCHOBHOE CO/IepiKa-
Hue TekcTa «Raising capital».

ASSIGNMENT 3
WHAT IS A BUSINESS ORGANIZATION?

1. IpounTaiiTe u nepeBequTe MucbMeHHo Teket «\What is a busi-
ness organization?» Ha pyccKHMii sI3bIK.

What is a business organization?

A business organization can be defined as a group of people who co-
operate with each other for the purpose of productive activity. A number of
features are common to all business organizations:

e Name: for example, Sony, Tesco, Unilever, Coca-Cola, IBM, Mi-
crosoft, etc;

e Mission statement: to define the overall purpose of the organiza-
tion, for example «to serve our customersy;
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e Objectives: business goals such as optimizing profits, sales reve-
nues, market share;

o People: business owners, managers, and a workforce with a variety
of skills and knowledge;

¢ An organizational structure: the chain of command shows who is in
charge, who makes decisions, and who carries them out;

e Rules and regulations: some set by managers, others dictated by
government — for example, concerning health and safety;

e Culture: a set of common values held by people within the organi-
zation, for example, «to work together to achieve a high standard of product
or service quality»;

e Records: for example, of outputs, revenues, staffing levels, absen-
teeism, by which to judge performance, and for accounting purposes;

e Rewards and incentives: to motivate employees and ensure they
complete set tasks;

e Specialist functions: e.g. product design, personnel, marketing, ac-
counting, distribution, etc.

Different types of private-sector business organizations can be dis-
tinguished by the way in which they are financed and managed, and the lia-
bility of business owners to repay business debts.

Some business owners have unlimited liability: if their business fails,
they are personally responsible for all business debts. Others may have lim-
ited liability: if their business fails, they only stand to lose the money they
invested in it.

Most private-sector business organizations produce goods and ser-
vices to make a profit. A business organization may have a number of objec-
tives in addition to seeking profit. These can include expanding market
share, providing a public service, as well as social, environmental, and
charitable concerns. We can distinguish between the different types of busi-
ness organizations by asking the following questions:

¢ Who owns the business?

¢ Who controls the business?

¢ What is the main source of finance?

Let’s consider the main types of business organizations.

Sole Trader

The oldest and most popular type of business is the sole trader — a
business that is owned and controlled by one person. Many small businesses
such as local shopkeepers, market stall traders, plumbers, and hairdressers,
operate as sole traders. There are more sole traders in the world today than
any other type of business. In fact, many of the very large and successful
companies started life as sole traders many years ago. A sole trader is some-
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one who is self-employed. To start their business, they will usually dip into
their own savings or borrow from family and friends. Sole traders will also
tend to rely on an overdraft facility at the bank in order to make payments,
obtain credit from their suppliers, purchase equipment, etc. Sole traders may
grow to employ several people or have a number of branches, but so long as
there is only one owner the business will remain a sole trader.

Partnership

A partnership is defined as an agreement between 2 to 20 people
providing capital and working together in a business with the objective of
making a profit. Partnerships are common in professions such as doctors, in-
surance brokers, and vets, although they can also be found in other occupa-
tions. Firms of accountants, solicitors, and members of the Stock Exchange
are allowed to have more than 20 partners. Although it is not required in law,
most partnerships operate according to terms drawn up in a Deed of Partner-
ship. This is a document that sets out matters such as how much capital each
partner has invested in the business and therefore how much they own; how
profits and losses are shared among the partners, and procedures for accepting
new partners. If no agreement is drawn up, the rights and obligations of part-
ners are determined by the Partnership Act. Partnerships are owned and con-
trolled by more than two people. A sole trader may find it difficult to manage
a business alone or raise enough finance to expand. A partnership can help
overcome this problem. To become a partner in a firm, it is necessary for the
prospective partner to buy his or her way into the partnership, thus providing
existing partners with additional capital. Bank may be more willing to lend
money to a partnership because the security offered by a group of partners is
likely to be more than that of sole trader.

Joint Stock Company

Joint stock companies are also known as limited companies. They dif-
fer significantly from sole traders and partnerships in the way in which they
are financed, owned, and controlled. Limited companies raise most of their
capital through the sale of shares. Money raised from the sales of shares is
known as permanent capital. That is, shareholders’ money never has to be
repaid. If a shareholder wishes to get back the money he or she invested, he or
she must sell shares to someone else. Limited companies are owned by their
shareholders. Each shareholder has limited liability. The liability to pay com-
pany debts should the business fail is limited to the amount each shareholder
invested in the company. This gives people the confidence to buy shares in the
knowledge that their personal possessions are not at risk. The day-to-day run-
ning of a limited company is undertaken by a board of directors. These are
elected by shareholders to run and control the company on their behalf. In a
small company shareholders may be directors. However, in very large compa-
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nies there may be many thousands of shareholders. In these companies there is
a «separation of ownership from control».

Public Limited Company

Public limited companies (plcs) are among the largest and successful
organizations in the world. Examples include British Gas plc, Unilever plc,
Tesco plc, etc. Unlike a private limited company, a public limited company
is able to advertise the sale of shares and sell them to members of the gen-
eral public through the Stock Exchange.

Private Limited Company

The founder members of a private limited company are able to sell
shares to raise capital but can only do so to family, friends, and associates.
This may limit the amount of money they are able to raise. Selling shares
also means that founder members can lose control of their company unless
they retain over 50% of the shares they issue. Because there is one vote per
share, the shareholder with over 50% of shares is said to have a controlling
interest. They are able to outvote all other shareholders on matters such as
company policy and the election of directors. A shareholder who wants his
or her money back must sell their shares to another person with the prior
agreement of all the other business owners.

Multinational

A multinational is an organization that owns and controls productive
activities in more than one country. These companies are some of the largest
firms, producing many billions of pounds’ worth of goods and services and
often employing many thousands of workers.

2. Beimumure 30 HE3HAKOMBIX TEPMHHOB H TEPMHHOJIOTHYECKUX
CJI0BOCOYCTAHUI M3 TEKCTA, 3AaIIOMHHUTE X 3HAYCHHE H HANIMCAHHE.
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3. [lepenaiiTe ycTHO HA aHTJIMIICKOM SI3bIKe OCHOBHOE COJIepP:Ka-
HHe TekcTa «What is a business organization?»
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