I'pynna: XKM 2/1
Hara nmposenenusi:  19.12.2022r.

CrnenmajJbLHOCTD: 15.02.06 MoHTax ¥ TEXHUYECKasi SKCIUTyaTalus
XOJIONMIIbHO-KOMITPECCOPHBIX MAIIIUH U YCTAHOBOK (T10 OTPACIIsiM)

JAucnunuiuna: OI'C2.03 NHOoCTpaHHBI S3bIK

Tema 3ausTHs: 3HAaKOMCTBO. YCTaHOBKa KOHTAaKTOB. Bu3uTHas kapra.

enu 3ansaTuA:
Juoaxmuueckas: - yrIyOWTh W pacUIMPUThH 3HAHUS U MPEACTABICHUS CTYJICHTOB 10 TEME;
Pazeusaiowas: - pa3BUBaTh TBOPUCCKHUI MOTCHIIMAI CTYICHTOB;
Bocnumamenvhas - BOCIUTHIBATh CTPEMIICHUE K COBEPIICHCTBOBAHUIO aHTJIMICKOTO SI3bIKA;
- BOCITUTBIBATh YMEHHUE padOTaTh CaMOCTOSTEIHHO.
Buj 3aHATHSI: IPAKTHYECKOE 3aHITHE
OcHoBHas JiuTEeparypa:
Ara6exsiH W.I1. Aurnuiickuii 3bIK 115 CCy30B: yueOHOe mocobue. — Mockaa:
IIpocmexkr, 2015. — 288 c.
JlonoJIHUTEe IbHAS JIUTEPaTypa:
WNuTepHeT-pecypcl.

JTOMALIHEE 3A/IAHME:

1. Ilo3nakomvmecv ¢ GU3UMHOU KAPMOYKOU U Omeemvme Ha
ceodyrouiue 60npochl.
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Whose card is this?

Who is he?

What company is he from?

What city is he from?

What is his telephone number?
What is the address of his company?

2. 3anuwiume u éviyuume Hogble C1084:
to do business with — 3aHumMarbcst OU3HECOM
business matters — 1eJ10BbI€ BOPOCHI
to make an appointment — Ha3Ha4aTh BCTPEUY
to be interested in — OBITH 3aMHTEPECOBAHHBIM B

3. Ilpouumaiime mexcm:

Mr. Calder 1s a successful American businessman. He has been in business
for about 13 years. His company produces good equipment. The equipment is sold
well in his own country. But he needs more customers. He has an idea. Why not
sell his equipment abroad? He began to look for new customers in foreign markets.
He knows that it may take him months or years to become a successful exporter.
He decided to go to DPR to get export orders.

Mr. Calder believes that one of the best preparations for a trip is reading
magazines about the country to which he intends to go. He learned a lot about the
economy, the country’s trade, the main suppliers, customers, customs and
traditions of the people.

Before he left for DPR he had contacted the commercial representatives of
his country in Ukraine to get some information about the market and import duties.

His secretary booked tickets, a room at a hotel and made some business
appointments for her boss.

Mr. Calder is an experienced businessman and he hasn’t forgotten to get
letters of introduction, lots of business cards and pictures of the equipment and his
plant.

Mr. Calder has arrived in Donetsk to discuss some business matters with the
people of the plant. The company is interested in buying Mr. Calder’s equipment.

4. Choose the right answer:

1. Mr. Calder s ...
a) a successful British businessman.



el A

b) a successful American businessman.
c¢) a successful Australian businessman.

2. He has been in business for about ...
a) 12 years.

b) 15 years.
c) 13 years.
3. His company produces ...
a) equipment.
b) coal.
c)  furniture.
4. He began to look for ...
a) for new customers in foreign markets.
b) for new sellers in foreign markets.
c) for new buyers in foreign markets.
5. He decided to go to ...
a) DPR to get export orders.
b) Russian to get export orders.
c) DPR to get import orders.

6. Mr. Calder believes that one of the best preparations for a trip s ...
a) reading magazines about the country to which he intends to go.
b) watching news about the country to which he intends to go.
c) reading booklets about the country to which he intends to go.

7. He learned a lot about ...

a) the political system.
b) the economy and the country’s trade.
¢) the customs and traditions.
8. His secretary booked ...
a) aroom at a hotel for her boss.
b) two rooms at a hotel for her boss.
c¢) tickets and made some business appointments for her boss.
9. The company is interested in...
a) buying Mr. Calder’s furniture.

b)  buying Mr. Calder’s equipment.
C) selling Mr. Calder’s equipment.

5. The following sentences describe the events of the story. Read the
story again and number the events in the order they appear in the
text.

Mr. Calder decided to go to DPR.
Mr. Calder has been a successful American businessman for about 13 years.
Mr. Calder arrived in Donetsk.

He 1s going to sell his equipment in foreign markets.



5. He looked through a lot of magazines about the country.

6. Mr. Calder’s secretary booked tickets, a room at a hotel, and some business
appointments for her boss.

6. Cocmaevme ouanoz u3 0anuvx Ppas:

Have you got any refrigerators IPD Mode 245?

Sundel, Electrotech Sales Manager. Can I help you?

Yes, we have, but we have had a lot of orders for this model.
A month.

Good afternoon, Mr. Sundel. This is Mr. Hart from Cantina Hotel speaking.
What is its price?

I am not sure. I should consult with our Financial Manager.
Its retail price is $460 per unit.

What is the discount for a lot of 100 units?

Is there a discount if I pay cash?

Usually we give a 5 % discount.

What is the minimum time for delivery?

7. Coenaitme CKpuH 6blNOJIHEHHOU padomsl u npuwiiume (He
3abvleaitme yKazamo gamuauio, Zpynny, Yucio 3a Komopoe coenanu
oomauiHee 3a0anue):

https://vk.com/id34189235
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