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0CTAHOBKA 3aBJAaHHSA. AKTYaIbHICTh
(dopmyBaHHs Tpodec iiHOT KoMITeTeHIIi
apKETOJIOTB Ha 3aHATDIX 3 IHO3EMHOI
MOBH OOYyMOBJICHA COIiaJbHO-CKOHOM IYHUM U
bakTOopaMu CYCHITBHOTO PO3BHUTKY YKpaiHw.
Ilemarorika BHMarae BUKOPUCTAHHS HOBHX
TEXHOJIOTIH y Tpolieci HaBYaHH: 1 Lie HE € JIaHUHOIO
MOJIH, & CTUJIEM CYYacHOTO HAyKOBO- IPAKTUYHOTO
MUCJICHHS, CHCTeMH OCBITH B YKpaiHi, SIK BiA3HaUa€e
B. Jlytait B po6oti [18]. OcBita — ocHOBa
IHTEJIEK Ty JIbHOTO, KYJIBTYpHOTO, JyXOBHOT'O Ta
COIlIaJIbHO-€KOHOMIYHOT'O PO3BUTKY CYCTHLUIBCTBA 1
nepxasu [1 — 4]. Inrenextyanizaris CycCIUIbCTBA,
BHUXOBAHH] MOJIOJO1 iHTENIreHIlil, 31aTHOT 3pO0OHTH
VYkpaiHy BHCOKOKYJIBIypHOIO JepikaBowo [6, 7] —
HeMoXXJuBa 0e3 QopMmyBaHHS mnpodeciiiHol
KOMIIETEHI[iT MOJIO/].

YkpaiHa O0OCTaTOYHO 1 KOHIENTYyallbHO
3a/ieKIapyBaia €BPOICHC bKHI BUOIP Ta OpIiEHTAITO
Ha IHHOBaliiiHy MoJenb Po3BHUIKY. ExoHOMIuHA
CHUCTeMa, 10 HUHI PO3BHUBAETHCS, MOTpeOye
BIIPOBAKEHHSI IPUHIMIIOBO HOBUX IPOTPECHBHUX
TEXHOJIOTIH Ta mepexig A0  BHIYCKY
BHCOKOTEXHOJIOTTYHOT, HAYKOEMKOI MPOIY KIIii, 110
BiZ0OyBa€eThCsl HA OCHOBI IHTENEKTyali3alli BCi€l
BUpOOHMUOT qisuTbHOCTI [11] a Takok HOBHX (HOpM
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HaBuaHHA cTyleHTiB BH3 cyyacHMX BUMOTr pHHKY
3ac00aMu iHO3€MHOT MOBH.

AHaJi3 ocTaHHIX J0CaizKeHb i myOJikamiii,
B SIKHX 3al0YaTKOBAaHO BUpPilIeHHS daHOI
npodsemMu. AHaii3 HayKOBO-METOAWYHOI Ta
CTIeHiJIEHOT JIiTepaTypH JI03BOJISIE KOHC TATYBATH, 110
Ha JaHui 4ac po3po0JIeHO NOCTATHHO HaBYAIBHHX
TUTaHIB Ta IpOTrpam, BUITYCTAIIU MiPYYHUKHU 3 OCHOB
€KOHOMIUHHX 3HaHb BiTdr3HsHI aBTopH C. MouepHhuii,
A. Yyxno, I1. €menro, I Kinuvro, A. Tansauibkuid,
I1. €menko, FO. Tankin, I. OransH, B. [Tanamapuyk,
A. PymsHIIEB.

3HayHa KUIBKICTh OIMyOJIIKOBAaHUX HABYAIbHUX
MOC iOHMK B Ta MIPYYHHKIB, IO BiJHOCSTHCS IO
MpoOJIeMH €KOHOMIYHOI OCBITH, BUXOBAaHHI Ta
HAaBYaHHS MOJIOZl B CYYaCHHUX YMOBaX PHUHKOBOL
€KOHOMIKH OITy0J1iIKOBaHa BITYM3HSIHUM A BYCHAMHU
A. Anexcrok, I. bami, A. Bauneus, A. Bboiiko,
10. T'inp0yx, B. Tany3uncbkuiita H. €BHyX, 1. 3s310H
1a I. Caran, C. Anynko, I. Kiimosa, I'. KocTrok,
B. Mossixo, 1. Tlpoxonienko, B. Pubanka, I. Pamuenko,
O. CyxomimHcbka, B. Tkauyk, O. [nak, O. [Tananxka,
B. lllenotbko Ta iH.

[uTaHHS Teopii Ta METO MKW HABYAHHS 1HO3EMHIM
MOBi y mpodeciiiHMX HaBYalIbHHX 3aKjalax
po3Tasmaiucsa y nociaikeHasax 3. JlaHunoBoi,
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JI. Typuun [16], I. Jynkinoi, M, IlaBnosoi, 3. Peii,
A. XBansHOBO1, K. Pocon-/[>xoyn3 1a [[. Tlapcons,
JI. Crapokons, O.T. Illnak T1a iH.

MeTa cratri. [IpoananizyBaTtu i noBecTH
HeoOXxinHicTh QopMyBaHHS mpodeciiiHol
KOMITETCHTHOC TI MAPKETOJIOTIB y MPOIECi BUBUCHHS
iHO3eMHOi MOBH, OOIPYHTyBaTH KOMILIEKC
TpeHyBaJbHUX Ta TEPEBIPOYHUX 3aBJaHb, SKi
CTIPUSIOTH MIIBHIICHHIO €() eKTUBHOCTI (HOPMYBaHHS
KOMYHIKaTUBHUX yMiHb MaiOyTHIX MapKETOJIOTIB Y
TPOTIEC 1 BUBUCHHS aHNIIHC bKOI MOBH T MOIAJIBIIOMY
X BUKOPHUC TAHHIO.

BuxjganeHH ocHOBHOro martepiaay. Sk
3a3HAYEHO B MpoOrpami iHO3eMHI MOBH JJsi
3arajibHOOC BITHIX HaBYaJIbHHX 3aKJaaiB Ta
CIIeniai30B aHUX LIKLUT 3 MONIMOIEHNM BHBYEHHSIM
IHO3EMHUX MOB, CYYaCHUH CTaH MDKHapoJIHHX
3B’ s3KIB YKpaiHH, BHXiN ii 10 €BPONEHCHKOro Ta
CBITOBOTO HPOCTOPY 3yMOBIIIOIOTh PO3DISIATA
IHO3EMHY MOBY SIK BaYKJIUBUH 32C10 MDKKYJIETYPHOTO
cminkyBanus [21]. Bingmosimro mo CydvacHuX
MDKHApOJHUX OCBITHIX BUMOT BUITycKHUKH BH3 Mae
BOJIOJIITY IHO3EMHOI0 MOBO 0 Ha PiBHI, I0OCTATHHOMY
JuIsi 6e3IMepelKoAHOTO CHUIKYBaHH 31 CBOIMHU
kosneramu. OTxe, PO3BUTOK MOBJIEHHEBOT
KOMIIETEHIil MOBUHEH CTAHOBUTH OCHOBHY METY
ocBiTHBOT HistibHOCTI. KOoMyHiKaTHBHI MOBHI
KOMIICTCHITH ()OPM YIOTEC STHA OCHOB1B3a€EMOIIOB’ SBAHOTO
MOBJICHHEBOTO, C OIIOK YJIETYPHOTO, C OLIOJIHI BIC THIHOTO
1MOBHOTO PO3BHIKY.

[pouecu BUKIIAJaHHA Ta HaBYAHHS 1HO3EM Hild
MOBI1 MOBHMHHI OyTH BIUIETEHI B IEBHHI KOHTEKCT a00
peai3oByBaTHCsl B 3HAYUMUX BHIAX ABIBHOCTI,
MOB’ si3aHUX 3 pealbHuM KUTTIM [14]. Takum
YUHOM, HaBYaJbHAa JISUIBHICT TNOBHWHHA
KOHIIEHTPYBATUCSI Ha peasibHili npobieMaTuii abo

BMIHb MOBJIEHHS BXOAATb BIIpaBHU Ha pPO3BHUTOK
MOHOJIOITYHOI'O MOBJIEHHS, TIAJIOTTYHOTO MOBJICHHS
3 CJICMCHTAMH MOHOJIOTY Ta [IOJIUIOr YHE MOBJIEHHS.

3[)331(]/] BIIpaB, Me€Ta AKHUX . pPO3BUBATU Y
CTyAEHTIB BMIHHSI MOHOJIOTTYHOTO MOBJICHHSI.

|. Discuss these quegtions.

1. Areyou ambitious? Why or why not?

2. Do you have a career plan? Where do you
wanttobein 10 years’ time?

3. Which of the following would you prefer to
do?

a) Work for one company during your career

b) Work for severa different companies

¢) Work for yourself

[1. Which of the following areas do you work
in (or would you like to work in)? Why?

1. Sales and marketing

2. Finance

3. Administration and personnel

4. Research and development (R& D)

5. Production

6. Management

[11. What should you do to get ahead in your
career? Choose the four mogt important tips from
the list below.

1. Change companies often

2. Use charm and sex appea with your superiors

3. Attend all meetings

4. Goto your company’s socia functions

5. Be energetic and enthusiastic at all times

6. Bethe last to leave work every day

7. Find an experienced person to give you help
and advice

8. Study for extraqudifications in your freetime

I. The phrases beow all include the word
career. Match them to their correct meanings.

1 career ladder

2 career move

3 career bresk

4 caeer plan

5 career opportunities

a) something you do in order to progressin your job

b) period of time away from your jobto, for example, look after your children
) sries of levelsthat lead to better and better jobs

d) chances to start/improve your career

€) ideas you havefor your futurecareer

TAKUX 3aBJaHHSX, SKi MOB’ s3aHi i3 PIIICHHSM
npodeciiiHuX 3aBlIaHb CTYIEHTIB-MailOyTHIX

[1. Complete these sentenceswith the verbsfrom
the box. Trandate the sentences.

[ Make dimb make have

decide dfer |

MapkeTosioriB. [linBHIICHHS pIBHS KOHTEKC TyaTi3artii
BUKJIJaHHA — OJIHA i3 IUIEH, Ky BUC YBAIOTh IIEPE]T
BHUKJIaJauaMH- IPAKTHKAMHU TCOPETUKU OC BITHBOT
rany3i[ 5; 8;9; 17; 19; 20; tain.].

Komniaexke BnpaB piasa d¢opmMmyBaHHSA
MOBJIEHHEBOI KOMMeTe HIIii B MoBJIeHHi. [leii Bun
MOBJICHHEBOI TBITEHOCTI € OTHMM 3 HAWBaXKJMBIIAM
U MallOyTHIX CIIEIlallicTiB 3 MapKeTUHTY Yy
cy4yacHHX yMoBax. Jlo Tpymu BIpaB Ha PO3BUTOK
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1. Employessin large multinetionals ... .....
excdlent career opportunities if they arewillingtotrave.

2. Some people a career break to do
something adventurous like sailing round theworld
or going trekking in I ndia

3. Oneway to .... acarea moveisto join asmdl
but rapidy growing company.

4. In some companies it can take yearsto ......
the career ladder and reach senior management level.
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5. Certain companies ..... careg opportunitiesto
the long-term unemployed or to people without formal
quadlifications.

6. Ambitious people often ...... on acareer plan

- Tha's adifficult onebecause, of course, it does
depend on what fieldyou’ rein but if you press me, |
would offer three particular qualities, | think first, you
need to be ableto get on with people. Whatever job,

whilethey are a school or university.
[11. Match each job with its description.

you' re gaing to have colleagues and customers. You
need to be able to get on with people at al levels.

1 An accountant

2 The CEO

3 A computer programmer
4 A sygemsanayst

5 A PR officer

6 A PA

a) supplies informati on about acompany to the public.

b) keepsand checksthefinancid recordsof a company.

¢) studies bus ness operations and co mputer to plan changes.
d) writesinstructions for computers to do certai n tasks.

e) hdpsamanager by doing some of their work for them.

f) is the most seni or manager ina company.

IV. Fill in each blank with a suitable form of
one of the items from the box .Trand ate the
sentences

Second, you need to be adaptable; businesses go
through constant change. Your rolewill change, as
will the people you work with, even the placewhere

[ Toinvolve tobein charge to dedl

to make sure to be responsible

1. Michel Lacour works for Research and
Development. His job ...developing new products
and new idess.

2. NevenkaBabic isour Qudity Control I ngpector.
She...... for monitoring our products and trying to
improve their quality.

3. Kate Hughes works for Personnel. She ... with
staff problems as well as with recruitment and
training.

4. Zoltan Jilly is our Security Of ficer. He.....
that our staff and offices are protected against crime.

5. Sergio Carboni is our new Maintenance
Engineer. He checks al our equipment regularly and
..... of al repairs.

Look at exercise IV again, and write down the
words whichfollow these

1. tobe incharge

2.toberesponsible.....

3.toded.....

4.tomakesure....

I. In your opinion, which three qualities
below are the most important for a successful
career in business?

- being ontime

- being adaptable (open to new idess)

- working hard

- getting on with people (being friendly)

- knowing about computers

- having ambition

- having asense of humour

- looking smart

I1. Colette Hill runsa public relations company
that advises clients on human resources and
recruitment. Read the interview. Compare what
she says with your answers to Exercise 1.

- What are some of the qualities or skills needed
for asuccessful career in business?

Mornonp i purok Ned (51), 2009

you work sometimes. Andfindly, of course you need
asense of humour to keep it al in proportion.

[11. In the second part of the interview Colette
talks about how to prepare for a job interview.
Tick the points she talks about

1. Beforetheinterview find out:

a) how old the company is.

b) how many peopleit employs.

¢) what theturnover is.

d) how fast it is growing.

€) where its headquarters are.

f) who the Managing Director is.

2. During theinterview:

a) answer questions fully.

b) stick tothe point.

c) don'ttalk for toolong.

d) take control of the agendayourself.

€) give examples in answers.

f) ask questions.

- What are the best ways to prepare for a job
interview?1 Itreally helps if you look at it from the
paint of view of theinterviewer. So, for example before
theinterview do your homework. Find out all you can
about the company to show you are redly interested
intheopportunity. You can look up how oldit is, what
it does, how many peopleit employs, how fastit’s
growing. Then at theinterview, helpthe interviewer
by answeringtheir questions fully, but sticking tothe
point: don't talk for toolong. Let them stay in cortrol
of the agenda. It's important to ask the interviewer
questions which demonstratethat you areasinterested
inthem as they arein you: for example, * What is your
medium-term planfor thecompany? or * What isyour
policy on raining and development? These sorts of
guestions show you'repotentially interested in staying,
not just looking for ashort-term contrect.

Il. Rearrange the words in 1 to 9 to make
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guestions from a job interview. Then decide
whether each quegtion is a) making a request,
b) making an offer or c) asing about ability.

1. get you can | anything?

Can | get you anything (making an offer)

2. details contact your confirm | could?

3. canyou software package use this?

4. speak languages any other you can?

5. about tell you job us your present more could?

6. tell your current salary meyou could?

7.wauldyouas soonas passhleyour decisionlet usknow?

8. start youwhen can?

9. like coffee some more you would?

[11. Match the quegtions in Exercise A with the
interviewee's ansnvers bel ow.

a) It's 43thousand.

b) Yes, | useit atot in my current Job.

c) | canlet you know next week.

d) Thank you. Acoffee, please.

6 Yes, theaddressisthesame, but my emal heschanged.

f) I’d love some. Thank you.

g) W, I'm currertly responsiblef or European sdles.

h)Yes, | can speak French and Spanish.

IIpukjaang BnpaB Ha PO3BUTOK Y CTY/ACHTIB
BMIHHS JIAJTOT THOT'0 MOBJICHHS:

1. Would youmind ..... at weekends?
2. Couldyou..... us have your previous
employer’s details?

3. Would you mind ...... our appointment to

Monday?

4. Couldyou..... intwoweeks' time?

5. Couldyou .... us as soon as possible?

6. Would you mind ...... an officewith three
other people?

7. Couldyou..... us a copy of your
certificates?

Match the interviewee's responses to the
interviewer’'s quegtions.

a) Not a all, aslong asit’s in the morning.

b) Certainly. I’ m freeto start as soonas you like.

c) Yes. I'll 1& you know my decision by Friday, if
that’sdright.

d) Sure. I'll put copiesin the post straightaway.

€) That' s fine, aslong as it'sanon-smoking area.

f) How often would that be?

I. Answer the questions

1. Do you enjoy shopping? Do you shop onling?

2. Which of the fdlowing haveyou bought online?
Why?

Reading |

IV. Work in pairs.
Role play a Sales

jewellery

booksand magazines  designer clothes CDs
travel/concert tickets

pefumeholidays  groceries

Director interviening a
candidate for the job of Sales Representative.
Make questions with the words below. For
example, ‘Can you drive?

- drive

-work a weekends

- work onyour own

- meet sdes targets

- use acomputer

- travel frequently

- use spreadsheets

- start next month

- speak any other languages

V. Match the personal qualities with abilities.
Then make sentences using can

| Simon Murdoch set up the online bookshop
Amazon.co.uk. Read theinterview.

-You set up theonline bodk-selling company which
becameAmazon.co.uk. What do you need to do to
create asuccessful online business?

- Well, there' s really two big questions here, and
it relates to sales and to profits. So, if | deal with the
sdesfirst, to beasuccessful online business you redlly
need to echievelots of salesand for tha there's many
things you need to get right. You must do afantastic
job for customers so that they tell each other and
keep coming back. First, you must have a good
website, and the websiteneeds to be easy and quick
to use. It needsto providelots of information about

1. outgoing a) speak two languagesfluently

2. independent b) work for along timewithout abreak

3. bilingua ¢) express you thoughtsand fedlingsclearly

4. credtive d) easily mix with people socialy

5. aticulae €) work well without thehelp or advice of other people
6. energetic f) find new solutionsto problems

For example: If you are outgoing, you can easly
mix with people socialy.

V1. Completethe interviewer'srequestswith the
words from the box.

theitems that you’ re buying. Andthe prices on there
need to be, low prices, good prices. And then, once
somebody’s ordered something from your website

you need to provide a fast

| contact let moving send sharing

ddivery service which is

start working
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rdiade Andthen, if anything goeswrong, it’simportant
that you have an excellent customer service team
dedling with enquiries on the phoneor by e-mail.

The other key thing for being a successful online
retailer istha, inthelong term, you must makeprdfits.
Therehave beenanumber of high profile companies
that have built a great service but then never made
profits and eventually run out of cash. Agood example
of that is e toys, which had agreat servicefor selling
toys onlinein Americaand in Europe, and eventually
they ran out of money and had to go into liquidation
and redlly as long as you get those tw o sides right
you can build asuccessful online business.

- And, what would you say arethekey differences
between online selling and high street retailing?

- Lots of people have pointed out the pardlels
betweenthetwo, but | supposethekey differenceis
whenyou' re selling online, it's muchmorelike amail
order compary raher thanaretailer. You haveto have
warehouses withall the goods, andthen you haveto
sendthose out in the post or by delivery couriers and
the differencewhen you' rearetailer on the high street
istha it's much more about having the right location
and when people comeinto your shop, presertingthe
itemsin an attractive way that gets them to buy.

Il. Answer the questions.

1. Why do you need agood website?

2. What do you do after you receivean order?

3. What was good about e-toys?

4. What problems did e-toys have?

[1l. Which of these statements are true
according to Smon

1. Sdlling onlineis similar to selling by mail order
in many ways.

2. Warehouses are not essertid when sdling online.

3. Location is more important for online selling
than for high street retailing.

4. High street retailers need to present goods
atractively to get peopleto buy.

IV. Discuss these questions.

1. What other differences between online selling
and high street retailing can you think of ?

2. Wha arethesimilarities betw een the two types
of businesses?

|. Discuss these quegtions.

1. What doyou think teenagers liketo buy online?

2. What problems do you think teenagers have
buying online?

| Read these rules of an online book club. Then
answer the quegtions.

1. Canyoujoin if youare17?

2. Canyou give your password to afriend if you
want to?

3. Isit necessary to buy abook every month?

4. Isit necessary to buy the recommendations?

Mornonp i purok Ned (51), 2009

Youmus bel8 or over.

You shouldn' t give your password to anyore.
Youdon't haveto buy every morth.
Youdon't haveto buy our recommendations.
You need to buy ten books per year.
Youdon't haveto pay after each purchase.
You mugt pay within three months.

5. Canyou buy only five books per year?

6. Isit necessary to pay after each purchase?

7. Isit necessary to pay within three months?

MoByieHHEBA KOMIIETEHIliAI Tmependavae
(hopMyBaHHSI HABUYOK THCHMa, 1110 BUMArae yMiHHS
T'paMOTHO CKJIACTH TCKCT AOTOBOpPY, nepez[6aq1/1m
Heo4YikyBaHI 0OCTaBUHM 1 BpaxyBaTH ix NHpu
o OopMIICHHI TIOBUX MarepiB. BeleHHs MiIoBoOi
nokymMenTaii [ 23]

Replying to an order

Read the letter and write a suitable reply using
the guidelines below.

Guidelines

1. Acknowledgethe letter.

2. Thank them for their order.

3. Agreeto thediscount.

4. Design W4is out of stock, it will beavailablein
3months.

5. Aclosesubstitute— W5, whichisasimilar design
athough a diff erert colour, with 5% additional discount
onthat line.

6. Guarantee delivery.

7. Payment must be madein Euros.

8. End on an optimistic note.

Replyingto aletter of complaint

Read the letter and write a reply using the
guidelines.

Guidelines

1 Refer tothe letter received.

2. Show understanding and sympahy.

3. Apologise (staff works under grest pressure,
large number of orders).

4. Describe what action has been taken (
replacement for missing items to be shipped).

5. Offer somekind of compensation (6% discount
instead of the 4% formerly agreed).

6. Apologise again and assure that such mistakes
won't occur again in the future.

Makinga complaint

Andrew Harris, Marketing Director of Fairer
Trade Ltd ( Denzell House, 5 Connaught Avenue,
Congleton, Cheshire CW11 7TL), placed an order
for an advertisement withan agency. On 20 June he
stated the some requirements to Karen Paulson at
RL Media (7 West View Rd, London, W1 6PL) but
after he received a copy of the issue with the
advertisement he noticed it didn’t appear asrequested:

- Publication: Bus ness magazine
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Futuro Office
98 Artillery Lane

Mr F. Potter Harefield, Uxbridge
Morrison Office Supplies Internati onal Middlesex UB75LS
1 Connaugh Place Td / Fax 034 522 997
Edinburgh EH2 7TEY

21 September

Dear Mr Potter

Our ref: Order DL137
Following our recent telephone conversation, | would like to confirm our order (No. DL137) for the following:
1,000 'Wizard' officechairsin the fol lowing quantities:
- 200 design W1
- 300 design W2
- 400 design W3
- 100 design W4
Asaregul ar customer we would expect up to 30% discount off list price for thisbulk order.
If you do not have the items requested in stock, please advise us immediady. The goods should be sent ar
freight asthey are urgently required for our new office which isto open in November.
Payment will be made on receipt of goods. We would gppreciate delivery be the end of October and look
forward to your acknowl edgement.
Yours sincerely,

Peter Lindsay,
Chief Buyer

The Golden Boot
23 Birchington Road
Chelmsford
Essex CM4 5FG
Mr F. Vierstraete
Beebop Footwear — Wholesde & Retail
53K oninggraat
1020 Brussels

23 May

Dear Mr Vierstraete

Further to our telephone call this morning, | am writing to complan about a number of items which are either
missng or faulty in our order ref 20G/FF.

Please find enclosed adetailed list of both missng and faulty items.

| am sorry to have to remind you that thisisthe third time we have had occas on to complain of such mistakes
Every time, those errors have had abad effect on our production schedules.

Asaresult | will have to consider changing our supplier unless you can guarantee tha such errors will not
happen againin thefuture.

| hopeyou will take the necessary action to sol ve this matter speedily.

Y ours sincerely
Mark Hopkings
Managing Director

- Last date for submission of text: 10 August

- Issue date: 20 August (but appearedin theissue
of 1 September)

- Position: right-hand pagein thefront part (but it
was placed on aleft-hand pagein the last part)

- Payment: on last day of month following
publication

Write aletter of complaint stating the following:

1. Regret the need to complain.

2. Explain what went wrong.

3. Mention theinconvenience caused (to affect
sales of new product range).

4. Suggest how the matter can be put right or
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what your solution to the problem is (prepared to pay
40% of the cost dueto theerrors).

5. End with an appropriate comment.

Placing an order

Theorder and acovering fax will besent to Ghidan
Debacker, Sales Manager of Vins & Liqueursfrom
Z. Lekic, Purchasing Manager of AdriaWines. Write
the covering fax according to the guidelines.

Prices are quoted ClIF Heathrow airport.

Terms: Payment on presentation of shipping
documents.

Guidelines

Your fax should mertion the following:

Mornonp i purok Ned (51), 2009
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Order No. GDB 834

Quantity Item Code Unit price Total cost

200 Vranac Quality Red Wine PG-34A €110 €22,000

100 Krstac Superior White Wine PG-K55 €90 €9,000
Gross total €31,000
Discount 5% €1,550
Net amount due €29,450

1. You are sending an order form with thefax.

2. Ddlivery within four weeks, at the latest.

3. Packing: in crates

4. Transportaion: air freight to Hegthrow airport

5. Payment: by banker’s draft as soon as they
send the shipping documents.

6. A if thediscourt is correct. You were hoping
for atradediscount of at least 10%

7. No substitutes are accepted.

8. Close thefax.

BucnoBok. Ilpodeciiina cnpsMoBaHiCcTh
HaBYaHHS IHO3EMHIl MOBI MalfOyTHIX MapKETOJIOTIB
€ OJTHUM 3 HallB)UIMBIIIHMX acTeKTiB (opMyBaHHS
iX mpoec iFHOl kKoMIeTeHIIil. |HTeHC UBHYIA PO3BUTOK
MDKHapoOJHHUX 3B’ 53KiB, CTBOPEHHS CIIBHUX
MiNPUEMCTB, BUMAralTh BiJl BUIIOT MIKOJH
MOCHJIEHOT yBaru 10 MiATOTOBKH MaiOyTHIX
MapKeTOJIOTIB ¥ Tally3i KOMYHIKATUBHOT TISUTBHOCTI,
JI0 OBOJIOJIHHS YMIHHSIMH JIUIOBOT'O CIIUIKY BaHHS
AHIJIIMC bKOIO MOBOIO Il 4ac OOTOBOPEHHS Ta
BHpIlIeHHs TTPpo0JIeM IHHOBAI[IHHOTO XapakTepy.
MapkeTuHr mnoTpebye, o0 BCi acHeKTH
rocmnonapchkoi MiAIBHOCTI IIaHYBalWUCh Ta
3/11HC HIOBAJIKCh 3 TIOCTIHHOIO OPIEHTAIIIEI0 HA PUHKOBI
BiIHOC MHH 1 3aITUTH CII0KMBaYiB [ 6] .

1.3akon Yrpainu I[lpo oceimy” (23 mpaensn1991p.
MNe 1060 — X7I).

2.3axonYrpainu “ Ipo oceimy” Il Tonoc Yrpainu.—
1996.— 25 keimms.

3.3axon Yipaim “ Ipo suwgy oceimy” (17 ciuna 2002
p.-Ne2984 —1I).

4. 3akxon Vrpainu" I[Ipo HayKo8y i HAYKOB0-MexHIuHy
oismbricmv (13 epyons 1991 p. Ne 1997 — XTI).

5. Amxurcon P. Yenogeueckas namsamo u npoyecc
o0byuenus.— Mockea: [Ipoceewerue, 1979.— 528¢.

6. Apuesuu b.A. Pexnamuas (yHKyuss moeapHwix
3Hakoe.Bonpocwviuzobpemamenvcmea.—1981.—Ne 1. —
C.4-43.

7.Aumonoeuu . Vkpaincoka xynomypa.— K.. JIu6iow,
1993.

8.bepmyc A.I'. [lepcnexmugul Konyenmyauzayuu
Kame2opuu IUYHOCTU 8 KO HmMeKCcme €O 8peMeHHOll
meopuu 2yMaHumapHo2o obpazoeanus |l DnexkmponHolii
acypHan * Heenedosano 6 Poccuu” .—2000.— Ne81.—
C. 1112-1145.

9. Bex O.I1., Bupxyn JI.B. Konyenyis euxnadanms
iHosemnuxmos 6 Yipainill Inosemmi mosu.—1996.— N2,
-C.3-8.

10. Bauescvruii M.B. Mapkemune. @opmysanms
npogeciiinoixkommemernyii: Iiopyunuxk.—K.,2005.— 510c¢.

11.Bauescokuti M.B..Cxomnuti B.I1.,Maozicon BM.,
Jlesuenxo I''E., Bauescoxkuu O.M., [Ipumauenko HM.
Ocroeu exoHomiunux 3Hanb. 10— 11knac: Iiopyunuk.—
K.: Lenmp naguanvroi nimepamypu,2004.—536cC.

12. Bunozpadosa H®. HHoueudyamzayus 00y yeHus
6 HAYANbHOU U NPOPUIbHOU WKOLAX. NAPAOOKCbl
szaumooeiicmeusll Ipopumnoe o6yuenue 8 yciosusx
MoOep Huzayuu wKoavHo2o odpaszosanus. CoopHUK
Hayunvix mpyooel I[loo ped . FOH. Jjuxa, A.B.Xymopcrozo.
—M.: HOCOPAO,2003.—368¢.

13.7ypsuu I[15. Teopusiu npakmuka sKcnepumMeHma
8 MemoouKe npenooaganus UHO CIMPAHHBIX A3bIKOG. —
Braoumup: Braoumupck. eoc. ned.uwm,1980.— 104 ¢.

14. /leysisviuue — npobiema coOyuoKyiLbmMypHAS.
Mamepuanwt kpyenozo cmona (26 uions 2002 2.)
[Peoxon.: Pl Xynazoe udp] .—Maiikon: Aowie .2oc.yrm.
Lenmp 6uminzeusma. —2003.— 71c.

15.Bauescoruti M.B. BugueHHsi Kypcy iHmeneKmy anbHo |
8ACHOCTI AK AANCAUBO20 KOMNOHEHMA Y NiO20MO8YI
mauoymuix mapremonozig Il Monoow i punox.— 2006.—
Mel(16).—C. 20—25.

16,/lanunosa 3.B., Typuun JI.P. /linos a aneniticoka
Mmosa. Oc Hosu menedocmenmy. HaguanbHuti nocioHux
aHeniticvroto mo6oio. —Teproniny: 2006.— 224 c.

17.Jlanudyc b.A.IIpobnemvl co deporc anust 0 Oy ueHusL 6
36IK060M8)3€e. —Mo ckéa: Buicuaswkona.—1986.— 144 c.

18.Jlymaii B.C. @inocogis cyyacnoi oceimu. —K..
yenmp * Mecicmp-S’ ,1996.—256¢.

19. Muponwboe A.A. Lenu,3a0auu ucoodepaicanue
obyuenusll Teopemuueckue o cHo bl Memo OuKy 00y ueHsi
UHOCIMP AHHBIM A3LIKAM 6 cp eOHell wikoae. — Mockea:
Ileoazoeurxa,1981.— C.75—-83; 86 —95.

20. Momuna E.U. Asvik u cneyuanvrnocms:
JIuHz600U dakmuuecKkue 0CHOB8bl 0OYUEHUS PYCCKOMY
AZBIKY CMYOeHmo 8-Heunonoz2oe.— Mocksa: Pycckuil
a3b1k,1983.— 170 c.

21.Ipoepama 3iHO3e MHOT MOBU 015134 2ATIbHO OCEIMHIX
ma cneyianizosanux cepeonixwxin.—2005p.

22.Businessin Market Economy. Texst. Polygon
(Humberside) Limited. 2000.

23. David Cotton,David Falvey, Sinon Kent. Market
Leader. Intermediate Business English Book. Pearson
EducationLimited, 2002.

Crarts Hagivinwia o pemaxiii 09.01.2009
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