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UNIT I THEORY OF ECONOMICS

1.1 Sole Proprietorship

Active Vocabulary

feature

sole proprietorship
owner

unlimited liability
income

benefit
deductions
proprietor

profit

advantage
disadvantage

to run a business
within the law
assets

liabilities

breach of contract
to start out

legal requirements
charter

permit

to raise funds
employee
personal tax return

0COOJIMBICTh

0JTHOOCO0OOBE BOJIOMIHHS O13HECOM
BJIACHHMK, Xa3s1H

HEOOMEKEHA BIAIMOBIJAIIbHICTH

JIOXOJ1, T0X0IH

BUT'0/1a, IPUOYTOK

BiJIpaxyBaHHs

Xa3siH, BIIACHUK TT1ITPUEMCTBA
npUOYTOK, JOXOA

nepesara

HE3PYYHICTh

BECTHU CIIPaBU, YIPABIATH MIAIPUEMCTBOM
y paMKax 3aKOHY

3acobu, GoHAM, aByapu, MaliHO

Oopru, rpoiIoBi 3000B'13aHHS
MOPYIIECHHS KOHTPAKTY

NOYMHATH NpOodeCciiiHy TIATbHICTD
3aKOHH1 OOMEKEHHS

JIOKYMEHT, 110 J03BOJISIE CTBOPEHHS KOMIIaHii
JO3BLT

3aiiydaTtd (OHIU, MOOLII3yBaTH 3aCO0U
CITY>K00BEIIb, PAIIOIOYUI 110 HAWMaHHIO
oco0ucTa MoAaTKOBA JAeKIapallis

TEXT

There are three principal forms of business organization:

1. the Sole Proprietorship,

2. the Partnership,

3. the Corporation.

The simplest form of business organization is the sole proprietorship,
which is owned by one person. Many small businesses start out as sole proprie-
torships. The owner has relatively unlimited control over the business and keeps
all the profits. These firms are usually owned by one person who has day-to-day
responsibility for running the business. Sole proprietors own all the assets of the
business and the profits generated by it. They also have complete responsibility
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for any of its liabilities or debts. In case of break of contract the business prop-
erty and personal assets of the owner may be taken to pay judgments for dam-
ages awarded by courts.

Sole proprietorships are the most numerous form of business organiza-
tion. No charter and permit are needed and there are no particular legal re-
quirements for organizing or conducting a sole proprietorship. When started,
many sole proprietorships are conducted out of the owner's home, garage, or
van and inventory may be limited and may often be purchased on credit.

Advantages of a Sole Proprietorship:

1. Easiest and least expensive form of ownership to organize.

2. Sole proprietors are in complete control of business, and within the
law, may make any decisions.

3. Sole proprietors receive all income from the business to keep or rein-
vest.

4. Profits from the business flow-through directly to the owner's personal
tax return.

5. The business is easy to dissolve, if desired.

Disadvantages of a Sole Proprietorship:

1. Sole proprietors have unlimited liability and are legally responsible for
all debts against the business. Their business and personal assets are at risk.

2. Sole proprietors may be at a disadvantage in raising funds and are of-
ten limited to using funds from personal savings.

3. Sole proprietors may have a hard time attracting high-caliber employ-
ees, or those that are motivated by the opportunity to own a part of the business.

Main Features of a Sole Proprietorship:
(+) Easy to organize

(+) Owner has complete control

(+) Owner receives all income

(-) Owner has unlimited liability

(-) Benefits are not business deductions

Exercise | Answer the questions:

1. What are the three principal forms of business organization?

2. What is a sole proprietorship?

3. What are the advantages and disadvantages of sole proprietorship?
4. What are the main features of a sole proprietorship?

Exercise |1 Choose the necessary word:
1. Many small businesses ... as a personal tax
sole proprietorships. return
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2. Sole proprietors own all the ... of
the business and the ... generated by
it.

3.No ... and ... are needed and
there are no particular legal re-
quirements for organizing a ....

4. Sole proprietors receive all ...
from the business to keep or rein-
vest.

5. Profits from the business flow
through directly to the owner’s...

income

start out

the assets

the profits

a sole proprie-
torship
charter

permit

Exercise 111 Transform the sentences according to the model:
Model: I'm thinking of starting my own business.

Open a cafe

I'm thinking of opening a cafe.

1) to start a car-repair shop
2) to hire a book-keeper
3) to fire an employee

4) to consult a board of directors

5) to sell my business
6) to do my books myself
7) to consult a lawyer
8) to find a specialist

Dialogue

Jim:  Hi. Alice. How are you getting on?
Alice: Fine. As usual thanks, Jim. What about you?

Jim:  I'm OK. It's nice to see you.

Alice: You too. I'm glad you are not in a hurry and we have time to talk

today.
Jim:  Sure.

Alice: Can you give me a piece of advice?

Jim:  Well, I'll try if I can.

Alice: You know I've been always good at cooking. It interests me. | am
thinking of starting my own business — a cafe.

Jim: It might be a good idea.

Alice: | guess | must learn about the responsibilities of going into business.

Jim:  Are you going into this business by yourself?

Alice: Exactly. I'd like to have a cafe with my name on it where | make the
decisions and where | control the profits.

«AHrmincbka mosa»



Jim:

Alice:

Jim:

Alice:

Jim;

Alice:

Jim;

Alice:

Jim:

Alice:

Jim:

Alice:

Jim:

Alice:

Jim;

Alice:

You seem to be resolute so I'll try to help you. If you go into busi-
ness alone, it is called sole proprietorship. In such case you needn't
consult a lawyer to form the business. You can start or you can stop
your business whenever you like.

It sounds encouraging. What else can you tell me?

There is no need to consult partners or a board of directors. So you
can put policies into effect quickly. You decide on your vacation,
hours, salary, hiring and firing.

Well, that's not bad.

Wait a moment | believe | have to tell you about the risk involved.
What do you mean?

First of all, the most risk is that you have liability. It means that you
are responsible for all your business debts.

So if the business fails | have to declare personal bankruptcy don't it?
That's what | mean. You can lose your personal assets.

Well, it's rather disappointing. What other things should | know?
You won't get tax benefits which partnerships or corporations can
get.

I know about it. By the way do you know of a good accountant to
do my taxes?

Of course. You'll also have to hire a book-keeper if you can't do
your books yourself.

| can't say anything definite about that. | have to think it over. What
else, Jim?

Well. I'm a bit hungry, why don't we have a snack together and dis-
cuss the things in the cafe.

You are right as usual. Let's go.

Active Vocabulary

a piece of advice nopaja

can you give me a piece of advice HE MOIUIM O BU IaTH MOPaTy
| am thinking of starting my own s TyMaro Mpo TO0YaTOK CBOTO
business 0i3HECY

a responsibility BIJIMOBIAIBHICTh

to make decisions NPUIMATH PIIICHHS

to control the profits KOHTPOJIIOBATH MTPUOYTOK

a sole proprietorship IpHBAaTHA BJIACHICTh

to need a lawyer norpeba y I0pucCTi

it sounds encouraging 1[¢ HAJMXae

to consult partners

a board of directors paja TUpeKTopiB

A0l OBH3 «doHHTY»

KOHCYJIbTYBATHUCA 3 ITIAPTHCPAMU



to put policies into effect quickly

to hire

to fire

to decide on your vacation, hours,
salary, hiring and firing

to have unlimited liability

to be responsible for all your
business debts

to fail

to declare personal bankruptcy

personal assets
tax benefits
to get tax benefits

an accountant
a book-keeper
to do books

HIBUIKO
pe3yJIbTaTiB
HaliMaTu
3BUIBHSITH
BUPILIYBAaTH MUTAHHA, K1

OB’ s3aH1 3 BIJIITYCTKOIO,
TPUBAJIICTIO pOOOYOTO IHS, 3a-
POOITHOIO MJIATOIO

MaTH HEOOMEXEHY IOpUIUIHY
BIAIIOBIJAJIbHICTH

HECTH BIIITOBITAJIBHICTH 34
BUPOOHUYI OOpru
3a3HaBaTH HEBAAyl
JeKJIapyBaTH
OAHKPYTCTBO
pUBaTHA BJIACHICTh
MJIBTH IOA0 OMOJATKYBaHHS
oJepKaTh [MJIBIA 1010
OTIOJIaTKYBaHHS

Oyxranrep, paxiBHUK

Oyxranrep

BECTU OyXranaTepchbKuil 00K

HJOCATTH rapHux

ocooucre

Exercise | Answer the following questions:
1. Are you thinking of starting your own business?

2. What business do you want to start?

3. How do we call the business if you go into it alone?
4. Who is going to make the decisions and control the profits in your

business?

5. Do you need a lawyer if you want to start a sole proprietorship?

6. Why don't you have to consult the partners in a sole proprietorship?
7. How many employers are you going to hire for your business?

8. What does it mean to have unlimited liability? Are you ready for it?
9.  What will you do if your business fails?

10. What will you do to put policies into effect quickly?

11. What businesses have tax benefits in this country?

12. Can you do your books yourself?

13. Are you going to hire a book-keeper?

Exercise Il Transform the sentences according to the model:
Model: A book-keeper will do the books.
I’'m going to have a book-keeper do the books.
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A partner will finance the business.

A salesperson will sell the clothes.

A decorator will design the interior.

A lawyer will do this work.

A secretary will mail the letters.

A colleague will give me a piece of advice.
A book-keeper will prepare the tax report.

Exercise 11 Translate into English:

1. Meni notpibHa nopaja.

2. 51 cam KOHTPOJITIOI0 MPUOYTOK CBOTO M1IMPUEMCTBA.

3. Sxmo Bu OaxkaeTe 3alHITUCSA MPUBATHOIO MIIMPUEMHUIIBKOIO HisTb-
HICTIO, 3BEPHITHCS JI0 IOPUCTA.

4. JlupexTop BUPIIIy€e MUTAHHS, 110 TOB’S3aH1 3 HATMOM Ta 3BIJIbHEH-

HAM.

© o~ oo

S1 6orocst MaTH IOBHY FOPUAMYHY BiJIIOBIIAIbHICTD.

S "e BignoBigaro 3a BUpOoOHUU1 OOprHu.

Heenuki niagnpueMcTBa MarOTh MUIBIY 3 OMOJIATKYBAHHS.
Xopoliuid Oyxranrep 3M0Ke BECTH CIIPaBy Kpallle, HIK BU.
Meni noTpiOHO HaltHATU OyXTalITEepa.

10 MeHi noTpiOHO MPOKOHCYJIBTYBATHUCS 3 FOPUCTOM.

Exercise 1V Make up the dialogue
You are going to start your own business. Ask the lawyer or an experi-

enced person how to do it.

partnership

general partnership
limited partnership
to distinguish

to set forth

legal agreement
complementary
capital assets

1.2 Partnership

Active Vocabulary

TOBApPUCTBO, NapTHEPCTBO ((hipMa, TKUii
BOJIOJIIFOTH ¥ SIKOT yIPABJISIFOTH JBI

ocoOu abo OuTbIIe)

KOMIIaHis 3 HEOOMEXEHOIO BiAMOBIAIILHICTIO
TOBApHUCTBO 3 0OMEKEHOIO BIITOBITATBHICTIO
PO3PI3HATH, POBOJUTH PO3XOKEHHS
BUKJIAJaTH, (DOPMYITIOBATH

IOpUJIMYHA YyTo/1a

JIOJATKOBUU, TOJAaTKOBUI

1) ocHoBH1 (hoHaM (MaIHHY, OYAMHKY,
CHOPYKEHHS, YCTaTKyBaHHA 1 T.11.);

2) 00OpOTHI KOILITH

A0l OBH3 «doHHTY»
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retail PO3ApiOHUI TpoaaK

to the extent of JI0 PO3MIpY, Y MexkKax

share YacTKa, YaCTUHA; KBOTA; aKIIisl

incentive CTHMY/I

withdrawal TIOTJIA

limited liability oOMeXeHa BiAMOBINAJILHICTH

joint venture CIIUTbHE T AMTPUEMCTBO

to dissolve the partnership  anmymoBatu, po3puBaT MapTHEPCTBO

dissolution of the entity JIKBiIAIis EKOHOMIYHOTO 00'€KTa
TEXT

In a Partnership two or more people share ownership of a single business.
Like proprietorships, the law does not distinguish between the business and its
owners. The Partners should have a legal agreement that sets forth how deci-
sions will be made, profits will be shared, disputes will be resolved, how future
partners will be admitted to the partnership, how partners can be bought out, or
what steps will be taken to dissolve the partnership when needed.

Many partnerships split up at crisis times. They also must decide up front
how much time and capital each will contribute, etc.

Advantages of a Partnership:

1. Partnerships are relatively easy to establish; however partners should
develop the partnership agreement.

2. With more than one owner, the ability to raise funds may be increased.

3. The profits from the business flow directly through to the partners' per-
sonal tax returns.

4. Prospective employees may be attracted to the business if given the in-
centive to become a partner.

5. The business usually will benefit from partners who have complemen-
tary work skills.

Disadvantages of a Partnership:

1. Partners are jointly and individually liable for the actions of the other
partners.

2. Profits must be shared with others.

3. Since decisions are shared, disagreements can occur.

4. The partnership may have a limited life; it may end upon the withdraw-
al or death of a partner.

There exist different types of Partnerships:

1. General Partnership

«AHrmincbka mosa»
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Partners divide responsibility for management and liability, as well as the
shares of profit or loss according to their internal agreement. Equal shares are
assumed unless there is a written agreement that states differently.

2. Limited Partnership and Partnership with limited liability

«Limited» means that most of the partners have limited liability (to the
extent of their investment) as well as limited management decisions, which
generally encourages investors for short term projects, or for investing in capital
assets. This form of ownership is not often used for operating retail or service
businesses. Forming a limited partnership is more complex and formal than that
of a general partnership.

3. Joint Venture

Joint Venture acts like a general partnership, but it is formed for a limited
period of time or a single project. If the partners in a joint venture repeat the ac-
tivity, they will be recognized as a continuing partnership and distribute accu-
mulated partnership assets upon dissolution of the entity.

Main Features of a Partnership:

(+) Easy to organize, but needs agreement
(+) Partners receive all income

(-) Partners have unlimited liability

(-) Partners may disagree

(-) Life of business may be limited

Exercise I Answer the following questions:

1. What is a partnership?

2. What are the limited partnership and general partnership?
3. What are the advantages and disadvantages of partnership?
4. What is a joint venture?

Exercise Il Select the necessary word:

1. Partnerships are relatively easy personal tax
to .... return

2. The profits from the business establish
flow directly through to the liable
partners’ .... benefit

3. The business usually will ... work skill
from partners who have com- general part-
plementary .... nership

4. Partners are jointly and indi-
vidually ... for the actions of

the other partners.
5. Joint venture acts like a ...

A0l OBH3 «doHHTY»
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Exercise 111
Model:

©CoNoOaRrWODE

Transform the sentences according to the model:
Susan is a woman. She does the books.
Susan is a woman who does the books.

Partners are people. They have unlimited liability.

This is my partner. He often runs a risk.

He is a shop-assistant. He gets along with all the customers.
Susan is a partner. She puts a big amount of money into business.
Jean is my friend. She has the background of accounting.
Barbara is my partner. She knows how to attract customers.

Tom is a partner. He is good at selling.

Jack is my friend. He is a secret partner of my business.

Helen is my friend. She had a supper with Jack in the restaurant.

Exercise 1V Discuss the following problem.
Advantages of a partnership. Would you prefer a partnership or sole pro-
prietorship for business? Give your reasons.

Dialogue

Two friends Susan and Maurice are having supper in a restaurant.

Maurice:
Susan:

Maurice:
Susan:

Maurice:
Susan:
Maurice:
Susan:
Maurice:
Susan:
Maurice:

Susan:

Maurice:

Haven't seen you for a long time. What have you been busy with?
I've been pretty busy. Do you know my friend Nora? | went into
business with her.

Really? How is it going on?

Fine, thanks. We get along very well, and the shop is attracting
more and more customers.

It sounds well. How many partners are there in your business?
There are two of us and | am very pleased about it. I've made a
right choice. Nora's background is in accounting. She is very good
at keeping the books.

And you?

You know | always liked talking. | guess | am rather good with
customers. | enjoy selling things.

Well, it sounds interesting. | believe you don't run a risk in your
business.

We haven't had many problems, although | suppose all business
can be risky. As partners we are both liable.

Did you both put the same amount of money into your business?
Do you mind my asking?

No, we didn't invest the same amount of capital. But | think we've
combined our resources very well. | think it's good for both of us.
It seems really so. That is one of advantage of general partnership.

«AHrmincbka mosa»
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You can invest less capital than your partner — even no money at
all. But you as a partner can contribute important services or skills,
sometimes just a name or a reputation.

Susan: Indeed.

Maurice: How did you arrange to distribute profits and losses?

Susan: We share them equally. We hope to be in business for a long time.
Maurice:  Nice for you. Now you seem to know a lot about business.

Susan: Not everything yet but the subject become quite technical.

Maurice: | am glad to hear it. It’s time to go now. See you later. Bye.

Active Vocabulary

to be busy with 3aliMaTHCs YMMOCH

to go into business 3aiiMatucs Oi3HeCOM

to get along well JKUTH Y 371ar01 OJIUH 3 OJTHUM

to attract customers 3a]Ty4aTH MOKYIIIIiB

to make a right choice 3pOOUTH CIYIIHHI BUOID
background (here) poGouwii 10CBiA

accounting OyXrajaTepChKui 00K

to run a risk PU3HUKYBaTH

to be liable HECTH FOPHINYHY BiIMOBIATBHICTh
an amount of money KUTBKIiCTh TPOIICH

to put an amount of money BKJIaJlaTH TPOIIll B O13HEC

into business

to combine resources KOMOIHYBaTH pecypcH

an advantage nepeBara

to contribute services, skills 3p0OUTH BHECOK Ta CHPUATH YMIHHSIM

Ta HaBUYKaM
to distribute profits and losses  posmoainaTH nMpUOYTKH Ta 30UTKH

to share JUTATH, PO3TOIUISTH

the subject becomes quite IIC CTa€ BJKE CIPABOIO TEXHIKH
technical

a deal yroua

Exercise I Answer the following question:

1. What do you want to be busy with?

2. Do you want to go into business alone or with a partner?

3. With what partner do you get along well?

4. Imagine you run a shop. What will you do to attract customers?

5. Do you need to consult a lawyer to make a right choice when starting
the business?

6. What is your background?

A0l OBH3 «doHHTY»
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10.
11.

Are you a careful person or do you like to run a risk?

How can you combine the resources with your partner?

What services and skills can you contribute in your business?

How will you distribute profits and losses in your partnership?

What kind of partner would you like to be: a general partner or a lim-

ited partner? Why so?

Exercise Il Translate into English:

1.
2.

UsteHn mpaBJIiHHS HECYTh IIJIKOBUTY IOPUIMYHY BiATOBIIATbHICTb.
[TapTHEp 3 OOMEXEHOIO IOPUINYHOIO BIAMOBIJAIBHICTIO HE Mae pea-

JIbHOI BJIAaIU.

3.

CexpeTHull mapTHEp NMpuUiMae ydyacThb B YINpaBIliHHI, aje BiH HE Bi-

JTIOMUM TPOMAJICHKOCTI.

4.

LN O

10.
11.
12.

S X04y BKJIACTH TPOIIl B HEPYXOMICTb.

[TapTHEpCTBO Mae OaraTo mepenar.

[TapTHEPCTBO YACTO OJIEPKYE MOJATKOBI MUIBTU BT YPSIAY.
Mu XUBEMO y 371aro/1i 3 IapTHEPOM.

Haire kade npuBepTae Bce Oiibiiie Ta O1JIbIIE KIIEHTIB.
51 3pobus ciymrHuii BUOip. Lleit Gi3Hec NPUHOCUTH BETHKHIA TPUOYTOK.

Miit poGouwnit JOCBI TTOB'SI3aHHUM 3 MEHE)KMEHTOM.
Bona po3ymieTbcs Ha OyXranTepCchbKUX CIpaBax.
Mu BkaaeMo y cripaBy OJHAKOBHM KariTal.

Exercise 111 Make up the dialogue:
Consult the lawyer how to form a partnership. Use your active vocabulary.

Exercise 1V Discuss the following problem:
A joint venture. Pros and cons.

1.3 Corporations

Active Vocabulary

incorporation 1) o0'enHaHHs, KOpHIOpAIlis;
2) peectpallisi KOprioparii
unique YHIKQJIbHUN
entity oprasizaitis
headquarters TOJIOBHE MpaBIiHHSA (PipMH)
to be sued HIEPECITIIYBATHCS B CYI0BOMY IOPSIJIKY
shareholders (stock-holders) akiionepwu, MaliOBHKH, BJIACHUKH aKITIH
stock aKmii
contractual agreement KOHTPAKT, JOTOBIp
board of directors IPABJIIHHS JUPEKTOPIB (aKIIOHEPHOTO
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TOBApUCTBA), paja TUPEKTOPIB

to oversee CIIOCTEpIraTH, CTEKUTH

to be held liable HECTH BIIIOBIIAIBHICTH

to be accountable HECTU BIIIOBIIAIBHICTD
employment taxes NOJIaTOK Ha QOH/ 3apOOITHOT TIIATH
continuity of life Oe3mepepBHICTh iICHYBaHHS

overall taxes CyMapHi MOIaTKu

to incorporate a firm oopMHTH IOPUIUIHUH CTATYC

bipMu K KOpHoparii
to comply with regulations  BukonyBaTH mpuHcaHHs (IIpaBuUIa)

TEXT

A business corporation is an institution established for the purpose of
making profit. It is operated by individuals. Their shares of ownership are rep-
resented by stock certificates. A person who owns a stock certificate is called a
stock-holder.

A corporation is chartered by the state in which it has headquarters. It is
considered by law to be a unique entity, separate and apart from those who own
it. A corporation can be taxed; it can be sued; it can enter into contractual
agreements. The shareholders elect a board of directors to oversee the major
policies and decisions. The corporation has a life of its own and does not dis-
solve when ownership changes.

Advantages of a Corporation:

1. Shareholders have limited liability for the corporation's debts or judg-
ments against the corporations.

2. Generally, shareholders can only be held accountable for their invest-
ment in stock of the company.

3. Corporations can raise additional funds through the sale of stock.

Disadvantages of a Corporation:

1. The process of incorporation requires more time and money than other
forms of organization.

2. Corporations are monitored by federal, state and some local agencies,
and as a result may have more paperwork to comply with regulations.

3. Incorporating may result in higher overall taxes. Dividends paid to
shareholders are not deductible form business income, thus this income can be
taxed twice.

Main features of a Corporation:
(+) Shareholders have limited liability
(+) Can raise funds through sale of stock
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(+) Life of business is unlimited (continuity of life)
(-) To incorporate a firm takes time and money
(-) May result in higher overall taxes

Exercise I Answer the following questions:

1. What is the corporation?

2. What can own a corporation?

3. What are the advantages of a corporation?

4. What are the disadvantages of a corporation?
5. What are the main features of a corporation?

Exercise |1 Choose the necessary word:
1. A business corporation is an institution  astock-holder

established for the purpose of making... . profit

2. A person who owns a stock certificate is called... funds

3. A corporation is considered by law to be unique  entity
liability

debts.

4. Shareholders have limited ... for the corporation’s  time and money

5. Corporation can raise additional ..
6. The process of incorporation requlres more ...

than other forms of organization.

Exercise 11 Translate into English:

1. Kopmopaiiis MOXxe BUITYCKaTH Ta MPOAaBaTH aKIIii.

2. Kopmnopaiiist MOe TPOTIOHYBATH OLIBITY 3apO0ITHY TUTATHIO.

3. Kopniopatiist Mmae 0iybliie MOXKIMBOCTEHN AJIs1 3aiy4eHHs (DiHAHCOBUX

pecypciB, Hi>K MAPTHEPCTBO.

3. KoxHuii pik akioHepy NpOBOASTH 300PH.

4. OcBiTHI1, 0J1aro/1iiHI, PeIriiiHl YCTaHOBU MOXKYTh OyTH KOpIOpallisiMu.

5. IloxibHi ycTaHOBH, K IPaBUIIO, HE JAIOTh MPUOYTKY.

6. Lls xopmopairist npuOyTKOBa, BOHA Ma€ OyTH PO3MIMPEHA.

/. CrnoyaTKy BY NTOBHUHHI MOJIaTH 3asiBY Ha KOPIIOPATUBHUM MTATCHT.

8. AxIioHepu MarOTh BUPIIATHHE CIIOBO B YIIPABIIHHI KOPIOPAIII€IO.

9. AnMiHICTpaTHBHI BHMKOHABIll KOMIIaHIi  3A1MCHIOIOTH  TMOCTiHHE
KEpPIBHUIITBO.

10. BracHuKHM aK1iiii TpoBOASTH MIOPI4HI 300pH Ta OOUPAIOThH paay AUpe-

KTOPIB.

11. Kopmiopariis Mae rmpaBo mopyIryBaTH KPUMIHAIBHY CIIPaBY.
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Dialogue

Secretary: Good afternoon.

Steve: Good afternoon. I'd like to see Mr. Jackson. We have an arrangement
with him. My name is Mr. Watson.

Secretary: Just a minute, please. I' Il let him know you are here.

Steve: Thanks.

Secretary: Mr. Jackson is waiting for you. Do you know where his office is?

Steve: Oh, sure, thank you.

Jackson:  Hello, Steve, it's so nice to see you. Sit down, please.

Steve: Thanks, Nick. How are you getting on?

Jackson:  Quite all right, thanks. And what about you?

Steve: Everything is all right too. In fact | want to talk to you about my
business.

Jackson:  Oh, I'll be glad to do something for you.

Steve: Well, Nick. I need some legal advice. John and I are thinking of

incorporating.

Jackson:  You are going to expand, aren't you? It seems that your partner-
ship has been doing very well.

Steve: Oh, yes. We have a success. Now some businessmen are interest-
ed in investing with us. So could you explain what sort of legal
procedure | have to follow to form a corporation?

Jackson: At first you have to apply for a corporate charter.

Steve: Well?

Jackson: Let me get this straight. You want to issue and sell stock in ex-
change for investment capital, don't you?

Steve: Exactly.

Jackson:  After you obtain the charter the stockholders, as owners, hold a
meeting to organize the corporation.

Steve: Does that mean we elect our Board of Directors, adopt by laws
and choose the company's officers?

Jackson:  That's what | mean. Though the officers of the company super-
vise daily management, the stockholders always have final author-
ity. They vote at annual meetings.

Steve: Yes, | see it. By the way, does a corporation have limited liabil-
ity?

Jackson: It does. It also has the right to own property, to buy and sell and
the right to sue and be sued.

Steve: | see. The corporation acts like a person. It has the right of an in-
dividual.

Jackson:  You are right.

Steve: OK. Why don't we get together for a game of golf one day next
week?
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Active Vocabulary

by laws

| need some legal advice
to incorporate

to invest

to expand

to follow a legal
procedure

to apply for a

corporate charter

to issue and to sell

stock in exchange

for investment capital

a stockholder

to hold a meeting

to elect a board of directors
to choose the company's
officer's

to have a final authority
to supervise daily management
to vote

annual meetings

to have limited liability

to own property
to sue
to be sued

IOpUINYHE TIOJIOKEHHS JJIsI
M1IMPUEMCTB

MEHI [OTp10HA IOPUANYHA ITOpaaa
o0'eqHyBaTUCA

BKJIQJIaTH TPOLIL

po3mmproBaTucs (po BUPOOHHUIITBO)
JOTPUMYBATUCS FOPUANYHOT
npoleaypu

MO/IaBaTH 3asBY Ha

KOPHOPATUBHUY IMATEHT

BUITYCKaTH Ta MPOJaBaTh

aKIii

HATOMICTb BKJIQICHOTO KamiTaity
aKIfioHep

MIPOBOJIUTH 300pHU

oOupatu paay AUPEKTOPIB

oOupaTy aaMiHICTPAaTUBHHUX
BUKOHABI[IB KOMITaHI{

MaTu BHUpILIAJIbHE CIOBO
3M1MCHIOBATHU IIOJICHHE KEPIBHUIITBO
roJIoCyBaTH

mopiuHi 300pu

MaTu 0OMEXEHY IOpUIUIHY
BIIIIOBIJAJILHICTE

BOJIOIITH BJIACHICTIO

MOPYIITUTH CYJIOBY CIIpaBy
MIJIMAAaTH 1] CyI0BUN PO3IIIS

Exercise I Answer the following questions:
1. In what corporation would you invest money?
2. What legal procedure do you have to follow if you want to form a cor-

poration?

3. Who has the final authority and who supervises the daily management

of a corporation?

4. How often do the stockholders choose the company officers?
5. In what way can a corporation act?
6. What do you think about the possibilities of forming corporations in

this country?

7. In what spheres of industry is a corporate form of proprietorship the

most beneficial in this country?
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Exercise Il Transform the sentences according to the model:
Model: We are the company officers.

We supervise doily management.

We as the company officers, supervise daily management.

1. My friends are the stockholders of IBM Corporation. They hold annual
meetings.

2. These businessmen are the organizers of this corporation. They issue
and sell stock in exchange for investment capital.

3. A corporation is the owner of the property. It has limited liability.

4. Dick is a manager. He wants to form a corporation.

5. A corporate charter is a certificate of incorporation. A charter is grant-
ed by a state officer.

6. The stockholders are the owners of the corporation. They have final
authority in management of the company.

7. The owners of the corporation are the stockholders. The owners of the
corporation must vote.

Exercise 111 Make up the dialogue

1. Ask a lawyer how to form a corporation.

2. Discuss with your friend advantages and disadvantages of a corporate
form of proprietorship.

3. Advertise a corporate form of proprietorship.
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UNIT Il TYPES OF SELLING

2.1 Wholesaling

Active Vocabulary

wholesaling OITOBA TOPTIBJISA

to provide channels 3a0e3neuyBaTH CHCTEMOIO (30yTY)

indirect channels HEempsiMa, OIOCEepPEKOBaHa CHCTEMa
(30yTy)

complicated channels CKJIaJHa cuctema (30yTy)

a retailer PO3ApiIOHUI TOProOBEIh

chain movement PYX, HAMPSIMOK 110 00'€THaHHS

a wholesale unit KOHTOpA 3 ONTOBOI TOPTiBIIi

total sales CYKYITHA MPOJIaXK

a middleman MIOCEPETHUK

a merchant wholesaler OINITOBHUH CKYITHUK

a wholesaling middleman ONTOBUY TTOCEPETHUK

to take title to the goods puI0aTH TOBAP SK BIACHICTH

an agent middleman TIOCEPETHUK MK BUPOOHHKOM Ta IIO-
KyTIeM

to negotiate purchases or sales  BecTu meperoBopu CTOCOBHO KYIIBJIi Ta
POIAKY

to earn salary 3apOOJISATH TUIATHIO

to receive COmmissions grocery opaep)KyBaTH KOMiCiiiHi (BIZCOTOK Bij
IPOJIaxKy)

to handle yIPaBIATH

assortment ACOPTUMEHT

TEXT

Wholesaling is a part of the marketing system. It provides channels of dis-
tribution which help to bring goods to the market. Generally indirect channels
are used to market manufactured consumer goods. It could be from the manu-
facturer to the wholesaler from the retailer to the consumer or through more
complicated channels. A direct channel moves goods from the manufacturer or
producer to the consumer.

Wholesaling is often a field of small business but there is a growing chain
movement in the western countries. About a quarter of wholesaling units ac-
count for one-third of total sales.

Two-third of the wholesaling middlemen is merchant wholesalers who
take title to the goods they deal in. There is also an agent middleman who nego-
tiates purchases or sales or both. He receives commissions through. Such agents
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don't earn salaries. They receive commissions. This is a percentage of the value
of the goods they sell.

Wholesalers simplify the process of distribution. For example, the aver-
age supermarket stocks 5000 items in groceries alone, a retail druggist can have
more than 6000 items. As a wholesaler handles a large assortment of items from
numerous manufactures he reduces the problem of both manufacturer and re-
tailer. The stock-keeper does not have to deal directly with thousands of differ-
ent people. He usually has a well-stocked store and deals with only a few
wholesalers.

Exercise | Answer the following questions:

1. What is the aim of wholesaling?

2. How can you describe a direct channel of distribution?

3. What is an indirect channel of distribution?

4. What channel is preferable?

5. Is there any difference between a merchant wholesaler and an agent
middleman? What is the difference?

6. How does a wholesaler simplify the process of distribution?

7. What would a retailer have to do without wholesalers?

Exercise Il Select the necessary word:
1. They use both direct and indirect ... of distri- wholesalers
bution.
2. Agent middlemen do not ... to the goods they take title
deal in.

3. Usually wholesaling ... stands between the retailer
producer and die retailer. stock

4. A supermarket may ... thousands of items.

5. Usually a wholesaler handles a large .... of channels
items.

6. Agent middlemen don't earn salaries, they ... assortment

7. A wholesaler doesn't deal with the custom- to receive commissions
ers, ... does.

8. .... simplify the problems of manufacturers. middleman

Exercise 111 Translate into English:

1. OnToBa TOPriBIs — BAXJIMBUN €IEMEHT PUHKOBOI CHCTEMH.

2. ToBapu HIyTh BiJ ONTOBOTO MOCEPEIHHUKA J0 CIIOKHBa4ya KPi3h PO3.-
p10HOTO TOPTOBIIS.

3. Hempsima cuctema 30yTy Mae OUIBIIN TEpEBardy.

4. OnroBi CKyMHUKH MPUI0aIH TOBap.

5. Ilocepenuuk oaepKye BIACOTKU BiJ IPOJIAXKY.

6. TlocepenHuk 3BHUYAHO BEJIE MIEPETOBOPH CTOCOBHO KYITIBIII Ta MPOJAKY.
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7. 11 xpaMHHUIIS Ma€ TapHUNA aCOPTUMEHT TOBapiB.
8. MeHemxep 3 MAPKETUHTY OJCPKUTH M1ABUILIECHHS.

Dialogue

John is explaining his new job to his wife, Susan. He is a sales trainee for

a company.

John: It's a great job, you know. The salesmen are paid salaries instead of
being on commission.

Susan: Why do you find it great? You can earn less money.

John:  Well, it's a regular weekly salary. And besides we get reimbursed
for everything: lunches and dinners even the football tickets, the car
gasoline, tolls.

Susan: That's really great.

John:  And I'm going to get a raise in three months.

Susan: And what are you going to sell?

John:  Foam rubber.

Susan: What is it used for?

John: It is used to make couches and beds, generally ideal with furniture
manufacturers.

Susan:  So you will travel much, won't you?

John:  No. Delivery is a part of our wholesaling operation. Foam is sold
and delivered by the truckloads. It is rather bulky and it is expensive
to have it shipped at a big distance. We are going to deal with buy-
ers who are in this region.

Susan: That's fine. | don't want you to travel too much. By the way | want
to know more about the sales procedure.

John: At first | go to see buyer. We discuss what he needs. After that
send him a written quote. If our prices suit him, he'll call us and
send an order.

Susan: Do you take orders over the phone?

John:  Yes. The buyers are always in a hurry and a letter would take much
time to come, if it's a verbal agreement we call it a gentlemen's
agreement.

Susan: And what happens after the verbal agreement.

John:  We receive a written purchase order. It is called p. 0. —and it has a
Number that we use for all future correspondence on that order.
The office then retypes the order form and the p. 0. and order form
are stapled together and filed.

Susan: It sounds organized. Whom do you usually deal with in a company?

John:  Well, I'll deal with purchasing agents. But | could deal with any
administrator from the president on down, in some cases.

Susan: Good. Soon you'll get your raise.
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John:  Yeh. Selling is usually a stepping stone to higher position
In management.
Susan: Don't worry, dear. If it doesn't work out, we still have my job.
Active vocabulary
a sales trainee CTQXXUCT 3 TOPTiBi
to be on commission OJIepKaTH KOMICIHHI 3 TIPOIaXKy
to reimburse BIJIIITKOTYBaTH
to get a raise oJIep>KaTH ITiBUIIICHHS
toll MUTO, TIJIATHS 3a MOCIYTH
a quote MpU3HAYCHHS BapTOCTI
a delivery JIOCTaBKa
a gentlemen's agreement JOKEHTJIIBMEHCBKA yroja
a verbal agreement yCHa yroja
purchase order 3aMOBJICHHS Ha KYITiBITIO
to deliver JTOCTaBKa
to staple TIepeBipsATH
to file migmmBarH, 30epiratu
a stepping stone 3aci0 JJ1s1 JOCATHEHHSI METH

Exercise I Answer the following questions:

ook whE

What would you like to be on commission?

What expenses do you get reimbursed for at your job?

What factors do you need to get a raise?

Why isn't a verbal agreement always sufficient?

What would you prefer to be: a wholesaler or a retailer?
What is a stepping stone to higher positions in your business?

Exercise Il Transform the sentences according to the model:
Model: ~ When did they want to reimburse for our expenses? (I don 'l

NogakowdE

remember)
| don't remember when they wanted to reimburse for our
expenses.

How will you get a raise? (They don't care).

When did they send you the purchase order? (I don't know).
Who are the purchasing agents? (I can't recall).

Why didn't they get a verbal agreement? (I'll try to find out).
Did they staple and file p.0.? (I don't know).

How large is the sales region? (They don't care).

When will she get a commission? (She doesn't know).

Exercise 111 Speak about wholesaling as a part of the marketing system
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2.2 Retailing

Active Vocabulary

retailing pO3ApiOHUI Tpoaax

an ultimate consumer KIiHIIEBUH CIIOXKHBAY

a link JIAHKA, 3B'SI30K

a mail-order house OCHJITOPT

a vending machine operator OIEpaToOp TOPrOBEIBHUX ABTOMATUYHHX
MalinH

a discount house KpaMHUIIA 3 BIJIHOCHO HHU3bKUMH
I[IHAMHU Ha TOBAapH

a cooperative KOOIIepaTHB

a single line retailer pO3ApiOHUI TOPTOBEIH

to perform functions BUKOHYBAaTH (QYHKITi1

an extending credit TPUBAIUI KPEIUT

an outlet PUHOK 30yTy

a discount 3HIKKA

TEXT

Retailing is selling goods and services to the ultimate consumer. Thus the
retailer is the most expensive link in the chain of distribution. Being middlemen
they make their profit by charging the customer 25 to 100 per cent more than
the price they paid for the item.

The retailers operate through stores, mail-order houses, vending machine
operators. There are different types of retail stores: department stores, discount
houses, cooperatives, single line retailers. The major part (over 95 per cent) of
retail establishments concentrate on a single line of merchandise for example,
food, hardware, etc. But nowadays there is a trend for many single line stores to
take on a greater variety of supplies.

The retailer performs many necessary functions. First, he may provide a
convenient location. Second, he often guarantees and services the merchandise
he sells. Third, the retailer helps to promote the product through displays, ad-
vertising or sales people. Fourth, the retailer can finance the customer by the
extending credit. Also the retailer stores the goods in his outlet by having goods
available.

Exercise | Answer the following questions:

1. What is retailing?

2. What are four different types of retail stores?

3. What are at least two types of retailing that do not include the use of a
store?
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4. In what way does a retailer serve a customer?

5. In what way does a retailer serve a manufacturer?

6. Which percent of the price of the good sold goes to the retailer?
7. What is the trend with a single line retailer now?

Exercise Il Select the necessary word:

1. ....is one function a retailer may perform. mail-order
2. You can buy newspapers, cigarettes, cookies discount
froma.... vending
3. .... Is the most expensive link in the chain be- guarantees
tween a producer and a consumer, machine retailer
4. The firm ... good quality of the product. extending
5. She doesn't like to go shopping, she prefers to credit
do it by... . link

6. The department store is having a sale and there
Is a 20 per cent... on all light dresses.

7. Wholesaler is an important... between a produc-
er and a consumer.

Exercise Il Translate into English:

1. Po3apiOHa TOPTiBIIS — 1€ MPOAAK TOBAPIB KIHIIEBOMY CIIOKHBAYY.

2. VY 3axigHUX KpaiHax € pi3HI TUIH TOPTiBEIbHUX YCTAaHOB, YHIBEPMAriB,
CYNEpMAapKETiB, KPAMHHUIIb 3 HU3bKUMHU I[IHAMHU, TOCHJITOP31 1 T.1.

3. Ha ueit ToBap moxna orpumatu 10 % 3HUKKY.

4. Po3npiOHuii TOproBelb MOXKe HaJAaTH HOKYTIII0 TPUBAIUN KPEIUT.

5. s dpipma mae 6e311id TOProBUX TOUOK.

6. Po3mpiOHUIT TOProBelh BUKOHYE 0arato BaKIUBUX (DYHKITIH.

Dialogue

Jean has just moved into a new house. Her neighbor, Liz, has come over
to welcome her.

Jean: | am very glad to see you here.
Liz: How do you like the new place?
Jean:  It's marvelous. | am sure we are going to love living here.

Liz: Well, have a look; here is a shopping guide for the neighborhood
and a booklet of discount coupons. New neighbors always receive
them. There is one coupon for every store in the shopping guide.

Jean:  Oh, thank you. It's come in time. | have a lot of shopping to do.

Liz: | can imagine, having just moved in. Not far from here there's a
very good shopping center. You can also find a huge supermarket, a
drugstore, and some department stores in the neighborhood.

Jean:  Great. Are there any small stores nearby?
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Liz:

Jean:

Liz:

Jean:

Liz:

Jean:

Liz:

Jean:

Liz:

Jean:

Liz:

Jean:

Liz:

Oh, yes. The map is right here in the shopping guide. There is a lit-
tle drugstore a few blocks away, a little grocery store next to it, a lit-
tle boutique, an ice cream parlor, a pizza place. You can find a plant
store not far from here too.
Are there any good discount houses nearby? We terribly need a new
toaster. Everybody in my family likes toasts for breakfasts very
much. I'd like to buy it.
Oh, sure. There is a good discount store in the shopping center. If
you like, I'll come with you.
Oh, you needn't. | don't want to trouble you.
No trouble at all. I'd like to do some shopping too. If we go to the
discount center | can go to that little cheese shop. | don't want to
bother you.
It's no bother at all. Make out your shopping list and I'll be your
guide. By the way, you can use your discount coupon for the
toaster.
| am sure you'll buy a good one.
Well, it'll take some time to make a shopping list. I'll have to buy a
lot at the grocer's.
This is a good idea. | should have gone shopping yesterday, so I'll
make up my list too.
By the way, | like your dress very much. It's a perfect fit. Where did
you buy it, if you don't mind my asking?
Thank you for compliment. | got it at very nice little boutique. It's a
bit expensive, but there are many interesting and original things. If
you are interested we can stop there.
I'm afraid | can't. | have to cook dinner.
Oh. Don’t trouble yourself with the dinner. Look over the cou-
pons I've given you. You can go out to dinner at a discount store.
Active vocabulary
a shopping guide JOBIJHUK IIOJA0 KPAMHHMIIb
a discount TaJOH, SKAA Ja€ MOXKIMBICTH  HA
OJIEpKaHHS TOBAPY MO OLIBII HU3BKIH IT1H1

a store KpaMHULIA

a department yHiBepMar

a supermarket CyInepMapKeT

a grocery Oakais

a shopping center TOPrOBEIbHUMN IIEHTP

Exercise | Answer the following questions:
1. What kinds of shops in this country do you know?
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2. What shops are situated not far from your house?

3. What goods can be bought there?

4. What specific features do channels of distribution have in this country?

5. What reforms does this country need to reorganize the channels of dis-
tribution?

Exercise Il Transform the sentences according to the model:
Model: | want to ask your brother to do shopping today. Let me do shop-
ping today myself.

| want my secretary to prepare the financial statement.

The board of directors wants the officers to plan product development.
He wants to speak with my friend about their possible partnership.

| want a lawyer to clarify this matter.

The executive wants this manager to start market research.

bW E

Exercise 111 Speak about the differences between the channels of dis-
tribution of this country and western country
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UNIT 111 FINANCE

3.1 Pricing

Active Vocabulary

credit terms YMOBH KPEIUTY
trade-in-allowance rpoii, SKi BiIad 3a CTapy pid Ta BKIIO-
YeH1 A0 paXyHKY KyMiBJl HOBO1
to cover IIOKPUBATU BUTPATH
to pursue unsound price BectH HEPO3yMHY I[IHOYTBOPIOIOUY
policy HOJIITUKY
supply and demand IIPOTIO3UITis TA TIOTTUAT
price competition KOHKYPEHIIisl Y IIHOYTBOPEHHI
to set prices YCTaHOBJIFOBATH IIIHH
TEXT

All products and all services have prices. The price depends on different
things such as credit items, delivery, trade-in-allowance, guarantees, quality and
other forms of service which price can produce the biggest profit during a long
period of time. It's hardly possible to determine such a price. The price may be
too high to produce a large volume or too low to cover cost. No other area of
marketing operations has been a subject to bad practice. Many businesses pur-
sue unsound price policies for long periods of time and are not aware about it.

Prices can be determined in different ways. For example, the prices of
wheat, cotton and other agricultural prices can be decided in large central mar-
kets where forces of supply and demand exist. This is pure price competition.
The prices on industrial products (iron, steel, etc.) are usually decided by large
companies. As a rule amount and price of goods sold to large number of buyers
Is controlled by a few competing sellers. Prices also can be set by the govern-
ment, usually for different public services — railroads, electricity, manufactured
gas, bus services, etc.

If demand increases, prices rise, profits expand and new investment is at-
tracted. But other factors may be involved as well. Prices are related to each
other in different ways. Ultimately, everything is related in price, since the con-
sumer can buy and must pay for everything out of a particular, limited amount
of money.

Exercise I Answer the following questions:

1. Why is it difficult to determine the right price?

2. Why is the seller interested in the price that produces the highest vol-
ume of sales at the lowest unit cost?
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3. Why do many businesses follow unsound pricing policy?

4. In what way are agricultural prices decided?

5. How are industrial products usually priced?

6. Why does the government usually set the prices for public utility ser-
vices?

7. Why is it so important to know the levels of supply and demand when
dealing with pricing?
8. Why is everything related by price?

Exercise Il Select the necessary word:

1. Itis difficult ... without sound price policy. supply and demand
2. Of course we are interested in producing the ... volumes of sales
with die lowest unit costs. trade-in-allowance
3. | decided to buy a new car at this company compete
because they offered the best ... on my old model. price policies
4. The ... of this store are very beneficial for a credit terms
customer. to set prices
5. Their business will fail if they pursue
unsound ... .
6. The government usually ... for public utility
services.

In pure competition the forces of ... operate.

Exercise 111 Translate into English:

1. g xpamMHUILIS HAJA€ TTOKYIIIFO BUT1/IHI KPEJUTHI YMOBH.

2. ToBap Mac HM3bKY LiIHY. BoHa moKpue BUTpaTH.

3. s dbipma mpoBOAUTH HEPOIYMHY IIIHOYTBOPIOIOUY TOJITHKY.

4. Tlepmn HiK BHUITyCKaTH TOBap, HEOOXITHO PETEIbHO BUBUMUTH MOMUT Ta
ITPOTIO3HIIII.

5. JlepkaBa BCTAHOBJIIOE IL[IHU Ha P MPOTYKTIB.

6. CynepmapkeTr Hajla€ OKYTMII0 0arato JOAATKOBUX MOCHYT: MOCTayaH-
HSl TOBApiB JI0JIOMY Ta KPEIUT.

7. Homa mapka 6€3yMOBHO MPUBEPHE yBary MOKYIIIIIB.

8. IlounHaiiTe 3 HU3BKOI I[1HU.

9. IIponax 3a paxyHOK HU3bKOI LIIHU JI€ P MPOIaKi TOBAPIiB HAPOIHO-
T'O CIIO’KUBaHHSI.

Dialogue

Dick is introducing a new line of products and is talking to his friend
Tom, a business consultant, about it.
Dick: It's the first time when I'm in business for myself.
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Tom:

Dick:

Tom:

Dick:
Tom:

Dick:

Tom:

Dick:

Tom:

Dick:
Tom:

Dick:
Tom:

Dick:
Tom:

Dick:
Tom:

Dick:
Tom:
Dick:

Tom:

Don't worry. The store has always been doing well. It has a great loca-
tion and as your new line of merchandise.

That's what | wanted to talk to you about. Can you give some ideas
how to charge the prices?

With pleasure. Generally, there are two types of pricing policies.
There is price emphasis and price de-emphasis.

What's the difference?

The price emphasis policy emphasizes low prices. This encourages
sales. But low price doesn't give extra services.

So, a really low price means no credit, home delivery, repair, installa-
tion and other services.

That's what | mean. But many people are interested only in the low
price and not in the extra services.

Yes, and vice versa. The price which I set determines the number of
sales. | must think thoroughly about it

A good example of price emphasis is «loss leader» pricing. It means
that you choose one item — let's say an electric razor — at a price just
above the cost. The customers will come to your shop to buy this loss
leader item. But since they are inside they can decide to buy a few
other things they need.

It sounds interesting. What other things can you tell?

There is also off-even pricing. Let's say you sell a tape-recorder for

$ 69,95 instead of 70,00. Though it is in fact about the same, the low
price can produce a favorable psychological effect.

What are the other ways to attract the customers?

First of all, remember that you are going to compete with well-known
products, so you should start with specially low prices. It's important
to advertise this. You should use newspaper ads, may be a radio spot,
and may be do a big window and a floor display.

It makes sense.

And you can raise the price after your customers try a new brand get
to know it and like it. They will continue to buy it.

| see. And what is the price de-emphasis you mentioned before?

It concerns high quality expensive items. Price de-emphasis means
that you don't call attention to the price at all.

| know, it concerns our fine jewelry department or designer fashions.
Yes, | see you are going to do very well.

Your suggestions seem to be very useful. Don't forget you have a dis-
count on any shopping you do in my shop.

In such a case I'll be back tomorrow with my wife.
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Active Vocabulary

a location MicCIle 3HAXOKEHHS

extra services JI0JTATKOBI MTOCITYTH

installation services IIOCITYTH 3 BCTAHOBJICHHS

to charge prices BCTAHOBJIIOBATH, PU3HAYATH I[IHU

price emphasize NPOJaX TOBApy 3a PaxyHOK HHU3BKOI I[iHU

a price de-emphasis cripoda MpoIaKy TOBapy HE 3a paXyHOK HU3BKOT
L[HH, a 32 PaXyHOK IHIINX (PaKTOPIB

a loss-leader item TOBap, KU MPOJAETHCS 10 AYKE HU3bKIM IIiHi,

sKa TIPUBEPTAE yBary MOKYIIIIB

off-even pricing favorable 1ina, sixa He TOXOAUTH 10 KPYIJIOTO YKCIIa Ta

psychological effect CTUMYJTIOE€ Oa’KaHHS TIOKYIIS KYIUTH CIIPHS-
TJIUBUI TICUXOJIOTTYHUM €eKT

to start with especially low mnounHaTH 3 0COOIMBO HU3BKKX I[iH

prices

a new brand HOBa MapKa TOBapy

a high quality expensive item BHCOKOSIKICHUI JOPOTHH HMPOAYKT

Exercise | Answer the following questions:

1. In what way were the prices charged in this country?

2. What is your idea of the term «market price»?

3. What type of pricing policy works with the majority of consumer
goods (price emphasis, price de-emphasis)?

4. What is more preferable for you in pricing: low prices with extra ser-
vices or high prices with home delivery, repair and other services?

Exercise Il Transform the sentences according to the model:
Model: The tape recorder is inexpensive. Your store sells the tape
recorder.
The tape recorder that your store sells is inexpensive.

1. The dresses are fashionable. The store introduced the new dresses last
week.
The store has many refrigerators. Dick owns the store.
The stereo is high-priced. My daughter wants the stereo.
The price determines the number of sales. A retailer sets the price.
. Very often the people don't want extra services. Many supermarkets
offer extra services.

abswn
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Exercise 111 Set your imagination free. You are a journalist and you
are to interview the Minister of Finance about the price policy in this coun-

try. What questions would you ask?

purchase
payment of expenses

property
equity funding

debt funding

holders of the shares
a stock certificate
negotiable

net assets

a bond

a note

interest

to pay out

to run a corporation
an inflow

an outflow

an inventory
supplies

a debt

goods

3.2 Corporate Finance

Active Vocabulary

KYITBJIS, TPUI0AHHS

cruiata BUTpat

BJIACHICTb, MaltHO

aKL10HEepHUH (MaiioBUid) croCciO YTBOPEHHS
rpooBoro GoHAy

YTBOPEHHS TPOIIOBOTO (POHIY MIAMPUEMCTBA 32
JIOIIOMOT OO 3alMYy

BJIACHUK aKI[li

cepTudikar axiii

00IroBUM, KU1 MOK€e OyTH NpOoJaHuM, KyIJIeHUI
BapTICTh MaifHa 3a BIJpaXyBaHHSIM 3000B'A3aHb
O6oprose 3000B's13aHHS, 00JTIraIsa

Ooprosa po3mucKa

yacTka, (JIKCOBAaHUMU BiJICOTOK

CIUIavyBaTH

KepyBaTH KOPIIOPAIlI€I0

MPUTUTHB

BIIILIVB

MaTepiaabHO-BUPOOHUY1 3aMmacy, IHBEHTAP
pecypcu

oopr

TOBapu

TEXT

Corporations need financing for the purchase of assets and the payment of
expenses. The corporations can issue shares in exchange for money or property.
Sometimes it is called as equity funding. The holders of the shares form the
ownership of the company. Each share is represented by a stock certificate,
which is negotiable. It means that one can buy and sell it. The value of a share
Is determined by the net assets divided by the total number of outstanding. The
value of the share also depends on the success of the company. The greater the
success, the more value the shares have.
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A corporation can also get capital by borrowing. It is called debt funding.
If a corporation borrows money, they give notes or bonds. They are also nego-
tiable. But the interest has to be paid out whether business is profitable or not.

When running the corporation, management must consider both the out-
flow and inflow of capital. The outflow is formed by die purchase of inventory
and supplies, payment of salaries. The inflow is formed by the sale of goods
and services. In the long run the inflow must be greater than the outflow. It re-
sults in a profit. In addition, a company must deduct its cost, expenses, and
tosses on bad debts, interest on borrowed capital and other items. It helps to de-
termine if the financial management has been profitable. The amount of risk in-
volved is also an important factor. It determines the fund raising and it shows if
a particular corporation is a good investment.

Exercise I Answer the following questions:

1. Why do all corporations need financing?

2. What does equity funding mean?

3. What does debt funding mean?

4. How is the value of a share determined?

5. What activities produce an inflow and outflow of capital?

6. What can happen if an enterprise has a greater outflow of capital than
an inflow?

7. Why is the risk involved an important factor in determining fund
raising?

Exercise Il Select the necessary word:

1. ... funding is a financing formed by borrowing equity
2. They have borrowed much money and they have to

pay a big ... negotiable
3. Financing by shares is called ... funding. inventory
4. That is a very profitable deal, for that purpose we

need extra ... funding
5. You can sell your shares and ... They are ... inflow
6. The current assets of a company usually include

cashand .... bond

7. As a result of this deal we'll have greater ... than  debt
outflow.

Exercise 111 Translate into English:

1. Hame nignpuemMcTBO noTpeOye rpomoBux (POHIIB AHS KYyMiBiIl ycTa-
TKYBaHHSI.

2. S Hamaro mepeBary akiiOHEpPHOMY CIIOCOOY YTBOPEHHS T'POIIIOBOTO
dboHIy TiAPUEMCTRA.

3. Bin 3aiyuae O611bITy KUTBKICTh KaIliTay.
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4.
S.
6

pOKYy.

7
8
9
1

Mary:

Frank:

Mary:

Frank:

Mary:

Frank:

Mary:

Frank:

Mary:

Frank:

Mary:

Frank:

Mary:

Frank:

Mary:

Frank:

Mary:

Frank:

Axi1ii Ta oGirariii MOXXyTb OyTH MEepeNoCTYIUIeH1, KyTJICH], TPOJaHi.
S X04y KyNUTH I€CATHBICOTKOBI O0JIIrarii.
Mu mMaeMo HaMip BHUIUIATUTH BC1 OOpru J0 MOYATKy (PIHAHCOBOTO

Tu omepxumn rapHuit TPUOYTOK 32 YMOBH MPOAAXKY IIUX TOBAPIB.
Biu € crmiBBinacuukoM xkommadii SONY.
KymiBns akiiii miei koMmnaHii — rapHUN JOBMOCTPOKOBUM BHECOK.

0. Skmro moBa iie mpo Moi rpoliri, s BABYY PIYHMIA 3BIT KOMIaHIl.

Dialogue

It's so nice to see you, Frank. Sorry, | couldn't come to your office
today.

Never mind. Have a seat. Let's start by having some coffee later.

So, Frank. | guess it might be right time for me to invest in that
computer company. As my stockbroker, what can you suggest?

| am sure they are doing extremely well and they would welcome
your investment.

But why do they need my investment if they are doing so well?

OK. I think I should explain you a little about a corporate finance.

Go ahead. If it concerns my money | am always interested.

If a corporate enterprise wants to expand it needs financing.

You are right.

So there are two basic types of financing: equity and debt.

What's the difference between them?

If the money is supplied by the owners of a business it is called equity
funding. And the use of money supplied by loans is called debt
funding

So as investor, what am 1?

Well, as an investor you become a partial owner of a business and
receive equity. You get shares or certificates of common stock which
represent your portion of ownership.

You did right buying the stock for me. By the way, are any documents
which show the financial state of the company?

Oh, yes. You've just reminded me. I've brought a copy of the
company's Annual Report for you to look over. You should read it
very carefully. And if you have something to ask, do please.

Thanks a lot, Frank. I will. Does this company pay dividends on its
stock?

Yes, In fact, | studied their Annual Report and | can tell you that they
have good management Their business is doing very well, the value of
their stock has been rising. It can be an excellent long-term
investment, | am sure.
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Mary: But if | want to sell my shares very soon?
Frank: No problem. Undoubtedly you can make a profit on the sale. But it
seems to me you'll want to keep this company in your portfolio.
Mary: Thank you for your advice. You are wise as usual.
Frank: Well, my advice now is to study the company's Annual Report. You
need several days for that. Then we'll meet and talk again.
Active vocabulary
a stockbroker Oip>KOBHI1 MaKjep
if it concerns smth SKIIIO0 MOBA HJIe TIPO M0-HEOYIh
a loan IIO3MKa
a partial owner CIiBBJIACHUK
annual report piYHUH 3BiT
to pay dividends BUILIAYYBATH JIUBIICHIN
a long-term investment JOBTOCTPOKOBI BHECKH

to make a profiton the sale  oxmepskatu mpuOYTOK MpU MPOIAKY

Exercise | Transform the sentences according to the model:

Model: How should the company pay the expenses? / borrow form

the government/
The company should pay the expenses by borrowing from
the government.

1. How can we form an equity funding? / issue shares /

2. How can a business sell more shares of stock? / offer a dividend /

3. How should we know about the financial state of the company? / look
over the Annual Report /

4. How should he invest his savings? / buy common stock /

5. How should they make people buy their bonds? / increase the interest /

6.

How can this company make a profit? / raise investment capital /

Exercise Il Transform the sentences according to the model:

NooakswdE

Model: It takes a month to sell the bonds.
You need a month to sell the bonds.

It will take a half of the year to pay off the debts.

It takes her several days to count up net assets.

It won't take the company much time to repay the loan.

It will take him the rest of his life to learn how to run the corporation.
It takes them two days to sell the goods.

It will take them much time to decrease the outflow.

It will take him a month to raise the capital.
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Exercise 111 Answer the following questions:

1. What kind of funding is preferable: equity or debt?

2. What shares of what enterprises of your town would you buy? Explain
why.

3. Imagine that your business is going to get capital funds by borrowing.
What bond interest would you charge? Explain why.

4. What should you do to produce more inflow of capital?

5. How can you calculate the net assets of your enterprise?

6. What traits of character need a stockbroker?
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SUPPLEMENTARY TEXTS

STRATEGY

Every organization needs to know where it is going and how it is going to
get there. | do not believe it is possible to see much further than 1 year in
advance as far as day-to-day occurrences go, but some things take a long time
to build. If the strategy is to consolidate all the warehouses, this may take a
couple of years because the leases need to be arranged, and so forth. There are
really different kinds of strategies.

The senior people of the company need to go away from everything for 2
or 3 days and, perhaps under the guiding hand of a consultant, examine the
strategy of the company. They need to look at its resources, its goals, and its
customers and to examine all these things and lay them out in a nice neat order
before deciding where they are going to go. It is a mistake just to sit and guess
at where they want to go without realizing that getting there requires trained
people, resources, and the market. Having put all this together, the group
members can then determine what they would like to see happen several years
from now, what they would like the company to look like, not only in terms of
profitability and sales but in terms of employees, markets, and places of work-
ing. For instance, it might be desirable to have an international operation
functioning in 5 years. Well, they can then backtrack from that goal and
determine what building blocks will be necessary to make something happen 5
years from now.

Once the resources and goals are understood, the group can put together,
piece by piece, the necessary products, people, and money to make it all
happen. If it is apparent that these things are not available, then the strategy
needs to be restructured. Every 6 months from then on, the group, members
should get together to see how things are coming and, to determine whether it is
necessary to revise the strategy.

Once the initial strategy is laid out, it should be given to people in the
next level of operation for their comments and inputs. After all, these are the
people who actually have to implement the strategy, and it is necessary to have
them «buy off» on it. It is not possible to have everybody in the company go
away for a strategy meeting. Some people have to be left out. However, they do
not have to feel that they are left out of implementing the strategy and
contributing their inputs.

Once a strategy is complete, it should be documented rather informally,
and everybody who has a part in it should receive a copy. This lets them all
have a common language. One thing companies miss is that having done all
this, they hire a new executive and don't bother telling that person about the
strategy.
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PARTNERSHIP

Partnership, in law, term applied to an association of two or more persons
who have agreed to combine their labour, property and skill, or some or all of
them, for the purpose of engaging in lawful business and sharing profits and
losses between them; in this definition the term business includes every trade,
occupation and profession. The parties forming such an association are known
as partners. Partners may adopt a fictitious name or use a real family name,
which must be registered. A partnership can be formed only by contract. Any
number of persons may contract to form a partnership, and firms of partners
may enter into partnership with one other. New member may be admitted into
an existing partnership only with the consent of all the partners. The agreement
of partnership is generally for a definite period of time or for a limited project;
iIf no duration is specified, it is said to be a partnership at will, and can be
terminated at any time by any partner. By agreement of the members, a
partnership may be dissolved or terminated and the terms of the partnership
agreement modified at any time. Death or bankruptcy of a partner, the insanity
or misconduct of a partner and the end of the period fixed for the duration of the
partnership also operate to terminate the partnership.

A partner acts as an agent of the firm in the conduct of its business.
Authority to act depends not only on the express powers given to a partner by
the partnership agreement, but also on the implied powers resulting from the
partnership relation and the nature of the business conducted. In the case of a
partnership formed to conduct a wholesale or retail business, for example, a
partner has implied power to borrow money for trade purposes, to buy on cash
or credit, to make contracts and negotiable instruments to hire employees, to
pay debts and sell or mortgage property for that purpose, and to receive
payment of debts owed the firm. A partner must, however, exercise the highest
degree of good faith in all dealings with other partners, devote time and
attention to the partnership business, and must account to the other partners for
any secret profits made in the conduct of the partnership business. The liability
of a partner for partnership debts is unlimited, except when the partner is a
limited one in a limited partnership (that is, where the liability for the
company's debts and losses is limited), organized in accordance with the
provisions of a statute permitting such limitation of liability. The partnership
agreement may contain provision for dissolution or expulsion of a partner; the
expulsion powers must be exercised in good faith. The death of a partner, un-
less the agreement provides otherwise, terminates the partnership. When the
owners of the partnership have unlimited liability they are called general
partners. If partners have limited liability they are «limited partners». There
may be a silent partner as well — a person who is known to the public as a
member of the firm but without authority in management. The reverse of the
silent partner is the secret partner — a person who takes part in management but
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who is not known to the public. Any business may have the form of the
partnership, for example, in such professional fields as medicine, law,
accounting, insurance and stockbrokerage. Limited partnerships are a
common form of ownership in real estate, oil prospecting, quarrying industries,
etc.

Partnerships have more advantages than sole proprietorships if one needs
a big capital or diversified management. Like sole proprietorship they are easy
to form and often get tax benefits from the government.

Partnerships have certain disadvantages too. One is unlimited liability. It
means that each partner is responsible for all debts and is legally responsible for
the whole business. Another disadvantage is that partners may disagree with
each other.

CAPABLE MANAGEMENT

Perhaps more than any other factor, competent management stands out as
the most important ingredient in business success. The people you place in key
positions are crucial in determining the health and viability of your business.
Moreover, their apparent experience and skills often determine whether your
business plan is acted upon favorably by investors or banks.

Because of the significance of management to business success, many
venture capital firms place the single greatest emphasis on this factor when
deciding on their investments, and they review the management section of a
business plan with special scrutiny. Your business plan must inspire confidence
in the capabilities of your management.

Before submitting your business plan to investors, conduct your own
analysis of your management team. Evaluate each individual (and yourself) to
see If he or she tits the profile of a successful manager. Some of the traits
shared by successful managers are:

Experience. They have a long work history in their company's industry
and / or they have a solid management background that translates well to the
specifics of any business in which they become involved.

Realism. They understand the many needs and challenges of their
business and honestly assess their own limitations. They recognize the need for
careful planning and hard work.

Flexibility. They know things go wrong or change over time, and they are
able to adapt without losing focus.

Ability to Work Well with People. They are leaders and motivators with
the patience necessary to deal with a variety of people. They may be
demanding, but they are fair.

In developing your own business plan, determine whether key members
of your management team, possess these characteristics. If not, perhaps you can
increase training, add staff, or take other measures to enhance your

A0l OBH3 «doHHTY»



40

management's effectiveness. For instance, if you have little or no experience in
your chosen field, perhaps you should first take a job with an existing company
in that field before opening your own business.

MANAGING

1. A good manager is a leader, not a boss. A boss gives orders, and
workers obey because they have to, but that's all they do. When a leader
maintains high activity standards by educating, directing and supporting people
and sets examples more than is required.

2. Workers in boring jobs do better under a flexible, considerate boss than
one who forces their «noses to the grindstone» but those doing more complex,
less clearly defined jobs often function better under an authoritarian. Theory:
when work is stressful, employees welcome orders and structure.

A smiling boss makes for a happy and more productive employee.
Research from the Journal of Applied Psychology suggests that a boss who
gives explicit instructions with a smile get more results than one who barks out
orders.

Caution: smiles without specific instructions will only result in relaxed
but confused workers.

3. Respect the people who answer to you. Handing out a public scolding
may make you feel important and powerful, but no executives stay on top for
long without the loyalty of their employees. Criticize in private.

4. When you are the owner, remember that it's the people on the line — in
the plant and out with the sales forces — which are doing the work that makes
the company run. Get out of your office to see how they are doing.

5. One perk that comes with being in business for yourself is the freedom
to come and go as you choose. You may put in 14-hour days, but if you need a
few hours for a personal or family matter, you don't have to ask anyone's
permission. It's best to be discreet when you're leaving the office for personal
reasons. The reason: employees may resent that they can't do the same, and
might question your commitment to the business. The result could be a drop in
employee morale and increase problems with excessive absences and lateness.

6. When you have got a tough decision to make, don't just ask for
opinions. Ask for facts. When you have all the facts, many decisions become
automatic.

7. When you schedule a meeting with your employees, plan to keep it
brief by scheduling it for the hour or half-hour before lunch. There will be
fewer digressions from the topic if staff members are eager to get out for a
meal.

8. Don't impose your social life on the social lives of your employees,
he'll take it as an imposition and see it as a sign of weakness. They'll think you
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need them to stress your importance even away from the office. You should
develop a rewarding social life that's completely separate from business life.

9. Don't go into business with friends. It's almost impossible to keep
business decisions from negatively affecting personal relationships.

10. Business owners who frequently join in after-hours socializing with
employees can put themselves into a no-win situation. Subordinates observe
what owners do and what is said. And in the social surroundings, it is easy to
send the wrong message. Chains of command, reporting relationships, and
routine office procedures can break as employees lose respect for the superior's
status.

Occasional socializing with employees, still, is beneficial. It allows the
owners to reveal their human side — or to provide special recognition. But when
allowed to become a regular occurrence, it can turn into an unwanted substitute
for normal office organizational structure.

11. Never hire your in-laws. They aren't relatives and they aren't
employees. They are somewhere in the «twilight zone.

12. Good activity is very hard to get from the average worker unless they:

Know specifically what is expected.

Get immediate feedback on their activity.

Are rewarded for doing well (with money, praise, recognition or specially
pleasant tasks).

13. Symptoms of poor delegators:

Working longer hours than your workers.

Taking work home almost every day.

Having no time for a social life and educational or professional divides.

14. Less painful firing. Tell employees they are good at what they do, but
those skills don't match the company's current needs. Be brief and fair. End by
offering support in the job search.

15. Don't let employees who are quitting pick their replacements. They'll
probably choose someone less capable; either to make themselves look good or
leave the door open if they ever want to come back. Don't let them write the ob
specifications, either. They'll make the job sound much harder than it really is.

16. Secretaries can be most useful when they:

Always know where to reach you, even during short absences.

Know who your contacts are and what they do, so that they can prevent
unnecessary delays.

Handle routine correspondence, either personally or by preparing it for
your signature.

Understand the reasons for their duties, and have the opportunity to
develop more advanced skills, including the option of taking work time to
attend courses or seminars.

17. Have each of your managers write a goal paper for the next 6 months,
twice a year. It should include exactly what they are trying to do, what must be
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done to reach the goals, and the projected problems to obtaining them-showing
those that can be solved within their area and those that will require help in
solving.

The paper should also review the plans for the previous 6 months, the
achievements, the effects on company goals, and what was not done and why.

18. If you permit ex-employees to come back as part-timers or
consultants, consider the effect on morale. Full-time employees may get the
idea that the way to get the flexibility or freedom they want is to quit.

19. New clothes and shiny shoes on employees who normally dress more
casually often show that they are job-hunting. Another sign: someone who lacks
clerical duties begins to write letters and use the office copier, especially during
lunch hour.

20. Treat the person who brings you unpleasant news just as well as the
one who bears good tidings. If bad news is met with a cool reception, people
will eventually stop bringing it to you.

21. Golden rule of discipline: 95 % of employees pose no significant
discipline problems. Deal with the problem 5 % firmly, but fairly. Common
fear: that setting up a formal disciplinary system will cause uproar among
employees. Reality: the trouble-free 95 % usually welcome it.

22. Hire older workers. They have less absenteeism, display sounder
judgment, are more loyal and reliable and on average are more satisfied with
their jobs than younger employees. Tap into this vast resource by hiring older
employees as permanent part-timers and rehiring the company's retirees as
consultants. When training older workers:

— Make use of their current skills and experience. Allow these workers
opportunities to share their experience with younger workers;

— Be patient. The speed at which people learn, decreases with age. An
older worker may need to have a new idea explained or to practice a new task
several times before learning it completely;

— Allow for uniqueness. Provide older workers with alternative methods
of learning so they can choose a method they are comfortable with;

— Tailor training to the worker's educational level.

TIME MANAGEMENT

Do you suffer from the double whammy of «not enough time / not enough
energy» to do everything that needs doing?

Define your goals. What do you want to be doing 1 year from now? 5
years from now?

Use these goals to decide your priorities.

Review your daily routine by keeping a detailed log for a week. This will
blueprint your time and energy patterns. Do you:

Allow too many interruptions?
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Start a second task before finishing the first?

Oversee every detail of your employees' jobs?

Follow the same procedures without thought of changing?

Continue to shoulder the same responsibilities you had when you started
your business, though you've added staff?

Spend lots of time on low-priority matters?

When you match that, survey of your habits to your business goals,
decide where you can cut down your activities.

After you've made your adjustments, put on the finishing touches:

— Use a tickler file to organize work, save time and eliminate desk clutter.
The file is merely a set of manila folders numbered for each day of the week;

— Place the folders in your desk, or in a file cabinet nearby;

— If you can't immediately act on any piece of paper it should be placed in’
the future folder;

— Each day, go through the current file. If you can't dispose of an item that
day, it goes into the future folder.

Do certain kinds of work on specific days. Just drop the suitable material
into the appropriate folders as it arrives at your desk (e.g., materials for reg-
ularly scheduled meeting).

Schedule 20 % of your workday without any set of activities. This leaves
room for crises that might arise and if there are none, it gives you time to
concentrate on your routine work. Important things are seldom urgent, urgent
things are seldom important. When faced with many problems to solve, ask
yourself which are important, and then make them your priority.

The disorganized boss is the biggest productivity problem in the office,
making employees respond to sudden demands, taking them away from their
regular work, and causing obstacles.

Any operations that have stayed the same for the last 20 years are
guaranteed to be unprofitable. After 5 years, there's an 80 % probability there is
a better way to do something. Even anything older than one year is worth
examining. Productivity gains are simply a matter of asking regularly: why do it
this way?

Managers often have difficulty spotting problems in their department, but
are likely to see same flaw elsewhere. Encourage supervisors to visit other
departments and competing businesses, when possible. They will get a better
lookout on their area and often find solutions that can readily apply.

Acid test for a messy desk: if you can find what you are looking for in 3
minutes, no action is necessary. Some executives work efficiently and well
when their desks are buried under paper.

Do not write notes on scraps of paper. It is one way to lose them. Write
everything on the same size of paper. Use notebook, which are easier to keep
neat than tile folders.
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Keep sharp by attending some seminars, classes or training at least once a
year, no matter how high up in the company you are.

Purpose: to get a fresh outlook and new insights, not necessarily to
improve specific skills.

Make phone calls early in the morning. Advantages: reach others when
they are planning their days and to do lists.

BE RESOURCEFUL

Often the best marketing vehicles are not the most obvious or the most
expensive. A large aid in a specialty publication may prove far more effective
and less expensive than a small one in a general newspaper.

A well-stocked public library can be an excellent source of marketing
information. In particular, you may want to consult the Standard Rate and Data
Service to find names and prices of specialty and general publications.

To find information on trade shows, refer the Trade Shows and Directory.
Trade Show to books, such as Professional Exhibits and Exhibit Schedule;
or Trade Show Week Data Book.

If you are marketing to businesses, identify potential customers for direct
mail or telemarketing efforts through the Thomas Register, an invaluable source
similar to a giant, national Yellow Pages directory.

Some of the marketing vehicles you may choose include:

— Brochures. Leaflets, flyers, or other descriptive circulars; these are
particularly useful for service businesses;

— Print media. Newspapers, magazines, and specialty publications;

— Broadcast media. Radio can be targeted to specific markets; television
can be expensive, especially on network stations;

— Advertising Specialties. Items imprinted with the company name given
to customers, e.g., calendars, caps, desk sets, and gifts;

— Direct Mail. Flyers, catalogues, brochures, and coupons;

— Public Relations. Free feature and news articles in the media and other
publicity, usually secured by public relations specialists;

— Sampling. Distribution of free product samples, or coupons entitling
recipients to free or discounted samples of your product or service;

— Informal Marketing / Networking. Activities such as joining
organizations, public speaking, or attending conferences.
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