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MHNEPEIMOBA

CydacHuii cTaH MIKHApOJAHMX 3B’ SI3KIB YKpaiHH, 11 BUX1J 10 €BPOMEHCHKOrO Ta
CBITOBOTO TIPOCTOPY 3MYUIYIOTH CYyCHUIBCTBO PO3IVISAATH 1HO3EMHY MOBY SK
BOXJIMBUN 3aci0 MDKKYJIBTYpHOTO CcrHinkyBaHHs. Cepel 1HO3€MHHMX MOB aHIJIIChKa
MOBa ChOTOHI —11€ MOBa MI)KHAPOJIHOTO CIIJIKYBaHHS, MOBa MIXKHAPOHOT MOJTITUKH,
TOpriBii, TypusMmy,crnopry Ta IHTepHeTy. Lleil YMHHUK 3yMOBIIOE COIlaJbHE
3aMOBJICHHS CYCH1IBCTBA HA IMATOTOBKY KBaji(ikoBaHUX (PaxXiBIIB y PI3HUX TaIy35uX
roCIoJlapCcTBa, HAyKW, MUCTEITBA Ta KYJIbTypH, SKi TOBHHHI BOJIOIITH HAaBUYKaMU i
BMIHHSIMH TIPO(ECiiTHOTO aHTJIIOMOBHOTO CITIJIKYBaHHS.

InTterpamis VYkpaiHu B €BpOMEMChKY OCBITHIO CHCTeMy (TaKk 3BaHHM
bononcekuii mpouec), 3araabHoeBponeicbkl pekomenaanii Komitery €C 3 MOBHOI
OCBITH MO0 BHBYCHHS Ta BUKIAJAHHS €BPOICHCHKUX MOB BHCYBAIOTh HaraJibHY
noTpedby B po3poOIll HAIIOHATLHUX THUIMOBUX MporpaM, HaBYAJIBHUX IIJIAHIB,
NIJPYYHUKIB Ta METOJMYHUX MaTepiajliB 3 MOBHOI HIATOTOBKH,SIKI O 3aJ0BOJIbHSIIH
Cy4aCHHMM OCBITHIM NOTpebam B YkpaiHi.

Hapuanmpna pgucumrmurina «JlimoBa aHIINMChKa MOBa» €  HEBIA €EMHUM
CKJIQJJHUKOM HaBYaJHHOTO MPOIIECY 3 MiJTOTOBKA BHUCOKO KBalli(pikoBaHMX (axXiBIliB
E€KOHOMIYHUX CIIEIIIbHOCTEW B YMOBaxX po30y/JI0BM PHUHKOBOI €KOHOMIKM B YKpaiHi,
PO3LIMPEHHS MIKHAPOJHUX EKOHOMIYHMX 3B’SI3KIB YKpaiHW, TryMaHi3alii Ta
ryMaHiTapu3aiii HamioHalbHO! BUIIOiI OCBITH. OCHOBHE MPU3HAYCHHS AHTIIIACHKOI
MOBHU SIK IPEIMETHOI Taiy3l BUIIOi OCBITHM — CHPHUSTH B OBOJIOAIHHI CTyJIE€HTaMu
HAaBUYKAMM Ta BMIHHSIMHM KOMYHIKallli B YCHIM 1 TUCHhMOBIA (popMax BIAMOBIIHO JO
MOTHBIB, IIIJIEH 1 COIllaJbLHUX HOPM MOBJICHHEBOI IMOBEIIHKHA Yy THUIOBHUX cdepax i
CHUTYAIIisIX aHTJIOMOBHOTO CITiJIKYBaHHSI.

OcHoBHE 3aBAaHHS BHUBUEHHS «JI17IOBOi aHTMIMCHKOI MOBH» — MPAKTUYHE
OBOJIOJIIHHSI CTYJACHTaMH CHUCTEMOIO JIUJIOBOI aHMIINACHKOI MOBH Ta HOPMATHBHOIO
0azor0 1i (YHKIIOHYBaHHS B KOMYHIKaTHBHO-MOBJIEHHEBUX CHUTyalisix y cdepi
npodeciiiHol MisUTbHOCTI, SKICHA MATOTOBKA (haxiBIS IO 1HIIOMOBHOTO CIIJIKYBaHHS

B npodeciiiniii cdepi.



METOJUYHI PEKOMEHJIALII 1O BUKOHAHHSA
KOHTPOJILHOI POBOTH

HapuanbHi Marepiaii J1aHOi METOAMYHOI PO3POOKH MICTATh 3aBIAHHS
KOHTPOJIbHOI pOOOTH 3 HaBUaJIbHOI JUCHUILUIIHU «J[imoBa aHTmiichka MOBa» s
CTYJCHTIB €KOHOMIYHHX CIIeLiaJIbHOCTEN Oe3BIAPUBHOI OPMU HABYAHHS, METOANYHI
peKOMeHJalli 10 BHUKOHAHHS KOHTPOJBbHOI poOOTM Ta CcaMOCTIHHOTO
ONpAIIOBaHHSA HaBYAJbHOIO Marepiany, KpUTEpil OILIIHIOBAaHHS Ta JIOJATKH.
CtTyneHTaM TpOMOHYEThCS TAaKOK TMEPeiK  JiTeparypd s CaMOCTIHHOTO
OTIPAITIOBAHHS 1 BUKOPUCTAHHS TM1/1 YaC BUKOHAHHS KOHTPOJIBHOI POOOTH.

Meta po3poOku — HajmaTH JOMOMOTY CTYAEHTaM Y BUKOHAaHHI KOHTPOJBbHOI
po0OTH, CHOPUATH TMOAATBIIOMY PO3BUTKY HABHUOK YHUTAHHS, aHAJI3y TEKCTOBOTO
MaTepialy Ta TEepeKiIaay 3 aHIIChKOI MOBH, AaKTHUBI3yBaTH, PO3IIUPHUTH Ta
NOrMONTH HaOyTI HUMH paHille 3HaHHS 3 JIEKCUKHU Ta FPaMaTHUKW aHTIIHCHKOI MOBH,
(dbopMyBaTy IPAKTUYHI YMIHHA 3 JUI0OBOI IOKyMEHTAIIi.

MetoanuHi pexkoMeHAalli BHU3HAYAIOTh MOPSAJOK BHUKOHAHHS KOHTPOJIBHOI
po0OTH, a TpaMaTUYHUI KOMEHTAp MO/IA€ TIOSCHEHHS M0JI0 TUX JIIHTBICTUYHUX SIBUIIL 1
KOHCTPYKIIIM MIJIOBOi aHTTMCHKOI MOBH, SKI BKIIOYEHO JO KOHTPOJHHOI poOOTH 1
3HAHHS SKUX HEOOX1THE JIIA 11 YCIIITHOTO BUKOHAHHSI.

OCKUTBbKH 1l KOHTPOJIbHA poOOTa METOAMYHO € MPOJOBKEHHSM MNOMNEPeIHIX
KOHTPOJBHUX pOOIT, il BUKOHAHHS IPYHTYEThCS HA THUX HaBHYKax, SKI Mali
c(hopMyBaTUCS y CTYIEHTIB MICIsl BUKOHAHHS KOHTPOJIBHUX POOIT HA NEPIIOMY KYpCi.

KoHTtpospHa poOoTa BUKOHY€EThCA Ha apkymax ¢gopmarty A 4. IIpu BukoHaHH1
KOHTPOJIbHOI pOOOTH Ciifi JOTPUMYBATHUCh IOJAHOTO MOPSJIKY 3aBlaHb. 3pPa3oK
oopMIIeHHsI TUTYJIbHOI cTopiHkM noaaHo y [Homarky 1 (C. 39). Ilicas koXHOrO
3aBIaHHS HEOOXITHO 3aJIMINATA MICIE [Tl 3aIUCy 3ayBayKE€Hb BHKIJIa/ladya-peIieH3EHTa.
[Ticnst mepeBipkM KOHTPOJILHOI pOOOTH BHUKJIQJadyeM, SIKIIO € TMOMUJIKH, CTYJICHT
BUKOHY€ p0oOOTYy HaJ MOMIJIKAMHU.

Bapiant KOHTpoONBbHOT poOOTH [Ii BUKOHAHHS (3arajbHa KUIBKICTh —
TPUALSTH) 711 KOKHOTO CTY/IEHTa BH3HAYAETHCS 32 CIIUCKOM CTYJCHTIB y Tpymi (abo

B MIArpymni) Ta Y3rouKyeThesl 13 BuUKiIazaueM. CTyneHTH Oe3BIAPUBHOI (PopMH



HABYAHHS TIO/Ial0Th KOHTPOJIbHY pPOOOTYy BHUKIIAJAa4eBl Ha TMEPEBIPKY Yy TEPMiH,
BHU3HAYCHU HAaBYAIIBHUM TUTAHOM (HE Mi3HIIIE, SIK 32 B THXKHS JI0 TIOYaTKy Cecii).

3aedanna 13anponoHOBaHE 3 METOK 3A00yTTS HEOoOX1AHOi i1Hpopmauii y
MEBHOMY 00Cs31 1 KPUTHYHOTO OCMUCICHHS 1Iii€i i1HdoOpMarii, IOCATHEHHS
BU3HAUYEHOTO MPOrPaMoOI0 PIBHS PO3YMIHHSA 3MICTY TEKCTy. Y TMpOLECI YUTaHHS
TEKCTY  TEpPecliIyloThbCsl TAKIKOMYyHIKQTUBHI  IIUJIl: BU3HAYaTH TeMy, fKa
BUCBITIIIOETHCS B TEKCT1; MPOOJIEMHU, K1 B HHOMY PO3TIISIIAIOTHCS; BUIISTH OCHOBHY
AYMKYy; BUOMpaTu TOJIOBHI (pakTH, BUITyCKAarO4W JAPYTOpsiiHI; BU3HAYaTH CMUCIIOBI
YACTHHM TEKCTY Ta 3B’S3KH MK HHUMH; KOPUCTYBATUCS y MPOIIECI YNTAHHS HASIBHUM
JIHTBOKPATHO3HABYMM KOMEHTApEM, BUHOCKAMHU, CIIOBHUKOM, JIOBIJIHUKAMH, SIKIIO B
IbOMY BHHHKA€ NOTpeda, 100 3p03yMITH OCHOBHHI 3MICT TEKCTY.

3asdanns 2cipsMoBaHE Ha  O3HAMOMIIGHHS CTYAEHTIB 3  OCHOBHUMH
MpaBWIaMH TPAHCIITEpAIlii 3 METOI MPAKTUYHOTO 3aCBOEHHS HANTOJIOBHIIIMX
opdorpadiuHrX TpaBWI; YAOCKOHAJEHHS TrpaMaTUYHOrO Jiaxy; GOpMyBaHHS
rpamoTHoro nucbma (C. 40 — 42).

3aedanna 3nependadae po3poOKy cBoei BiacHOi Bi3uTHOI kaptku (C. 44) 3
METOI0 JIOPEUHOTO 1HPOpPMyBaHHS B MOMEHT 3HAOMCTBa Mpo cebe 1 cBor pipMy uum
M1IPUEMCTBO; 1HPOPMYBaHHS NIPO cebe Ta 0ci0, B KOHTAKTax 3 SIKUMH 3alliKaBJIeHI;

NIATPUMAaHHS KOHTAKTIB 3 MAPTHEPAMH.

3asdanna 4 cnpsiMOBaHE Ha CKJIAQJAHHS BJIACHOIO PE3IOME 33 OCHOBHHUMH
ctpyktypuuMu yactuHamu(C. 42 — 43), Ae BUYEPHHICTH BIJOMOCTEH 1 JAKOHI3M
BUKJIAJly 3aiMalOTh MPOBIJIHI MTO3HUIII].

3aedanna 5 mependayae CKIagaHHS JIUIOBOI JOKYMEHTAIll y BIAMOBIIHOCTI 3

BUMOTaMHM, aJKE JIJTOBUN JIUCT — 1€ JuKepesio iHdopmarlli 1 0JHOYaCHO, JTOKYMEHT,
MPUCBSIYCHUN CIHIBPOOITHUITBY 3 1HO3EMHUMHU (pipMaMu; y4yacTi B TOPTroBid 1
KOMEpIIHHIN AISUTbHOCTI; CIIBPOOITHUIITBY Y paMKaX KOHCOPIIYMY;ITUTAHHSM,
MOB’SI3aHUM 3 TIATOTOBKOK Ta pealli3all€l0 KOHTPAKTy, (opMaM pO3paxyHKy 1

yMOBaM IUIATEXKY; PEKJIaMalli€lo 1 BpeTyIIOBaHHIO IPETEH31i Ta 1H.

Variant 1



I.

Read and translate the following text into Ukrainian.
American Management Style

American management style can be described as individualistic in approach, in
so far as managers are accountable for the decisions made within their areas of
responsibility. Although important decisions might be discussed in open forum, the
ultimate responsibility for the consequences of the decision lies with the boss —
support or seeming consensus will evaporate when things go wrong. The up side of
this accountability is, of course, the American dream that outstanding success will
inevitably bring outstanding rewards. Therefore, American managers are more likely
to disregard the opinions of subordinates than managers in other, more consensus or
compromise- oriented cultures. This can obviously lead to frustrations, which can
sometimes seem to boil over in meeting situations.

Titles can be very confusing within American organizations with a bewildering
array of enormously important-sounding job descriptors on offer (Executive Vice-
President etc.). Titles, in any case, tend to be a poor reflection of the relative
importance of an individual within a company. Importance is linked to power, which
could be determined by a number of factors such as head-count responsibility,
profitability of sector or strategic importance to the organization at that point in time.

A distinction is often made between management style (around organization and
process) and leadership style (more strategic and inspirational.) Great leadership is
expected at the top of an organization rather than competent management but it can

be difficult to define what great leadership actually is.

II.  Write down ten Ukrainian proper names in English.
III. Design your own business card.

IV. Create your own resume.

V.  Write a business request letter.

Variant 2

I. Read and translate the following text into Ukrainian.



American Business Structures

Business structures in the USA are incredibly varied but tend to have several
characteristics in common. Firstly, the company is an entity in its own right and exists
independently from its employees. Members come and go, perform necessary tasks at
particular points in the life cycle of the company and then leave when no longer
required for the wellbeing of the organization. The relationship between employer
and employee is a transactional one — where relationship and sentiment are a luxury
which cannot be justified. Current economic conditions and the increasing influence
of technology-based communication methodologies have only increased this
disconnect between the employee and long-term, stable employment conditions. In a
country where job-mobility and virtual working are increasing, transferable skills
become the key to future success.

Secondly, the Chief Executive Officer of an American organization holds great
sway within the company. Senior management is more embedded in the personality at
the top than in some other countries, such as Germany, where senior management is
collegiate in approach. Although the company will have a Board of Directors, the
Board is highly unlikely to have any input on the day-to-day running of the company
which is left very much in the hands of the CEO who stands or falls on results. This
can be seen as a high risk, high reward approach — it can bring great success but also
spectacular failure.

Thirdly, accountability within the company tends to be vertical and easily
observable. Americans like to know exactly where they stand, what are their
responsibilities and to whom they report. If job security is weak, I'd like to
understand the extent of my liability on any particular issue.

II.  Write down ten Ukrainian proper names in English.
III. Design your own business card.
IV. Create your own resume.
V.  Write a letter of recommendation.
Variant 3

I. Read and translate the following text into Ukrainian.



American Communication Styles

Communication styles in business in the States are determined by many of the
approaches to business we have already described above. The desire to debate issues
directly and openly leads Americans to be seen by some cultures as aggressive and
even rude. Coded speech and verbosity is often seen as time wasting and in time

pressured corporate USA, that is a crime.

Thus, when an impasse is reached in meeting situations, the reaction is often to
address it directly and with feeling. This direct, robust debate can often be viewed by
more harmony seeking cultures as signaling the breakdown of meaningful
discussions and as the signal to try to abandon the interaction - whereas in the States

it is seen positively and as a sign of definite progress.

Paradoxically, on first introductions, American can seem very friendly, polite
and solicitous of your well being which seems to be at odds with the verbal behavior
exhibited half an hour later in the meeting. This overt friendliness (Have nice day!,
Hi, how are you doing? etc.) should be taken for what it is — part of the protocol of

the language and not as an attempt at establishing a life-long friendship.

Although coded speech and over-verbosity are frowned upon, the latest
management speak is often to the fore in business dealings which can make
Americans sound extremely jargonistic — almost to the point of obscuring the real

message.

II.  Write down ten Ukrainian proper names in English.
III. Design your own business card.

IV. Create your own resume.

V.  Write a business information letter.



Variant 4
I. Read and translate the following text into Ukrainian.
Canadian Business Structures

It is difficult to give a clear indication of any type of 'Canadian norm' in terms of
business structures as many Canadian companies have abandoned traditional
hierarchical approaches in favor of leaner, flatter structures. This business re-
engineering process has been proceeding for some time but different companies and
different sectors are at different stages of the cycle. Thus, although it is possible to
encounter companies which have maintained a very structured, hierarchical approach,
a business visitor is just as likely to encounter a very flat, open system.

Canadian managers are not expected to manage in an authoritarian or
paternalistic manner but are, nonetheless, expected to be decisive. Management style
could be characterized as informal and friendly with managers preferring to be seen
as one of the guys rather than as an aloof figure who stands apart from everybody
else.

Managers will consult widely when a decision is called for and expect input
from all concerned parties. The final decision remains, however, firmly with the
manager and quick decision-making is respected by all. Failure to consult widely
could lead to a feeling of dissatisfaction amongst team members who will feel that
the manger is acting in a dictatorial manner.

The manager is not necessarily expected to be the most technically competent
person in the team but will be judged more on his or her ability to manage the
resource which is the team — interpersonal and man-management skills are considered

of vital importance.

II.  Write down ten Ukrainian proper name sin English.
III. Design your own business card.

IV. Create your own resume.

V.  Write a business letter of confirmation.

Variant 5



I. Read and translate the following text into Ukrainian.
Canadian Communication Styles

Canada is officially bilingual and this fact needs to be recognized in your
dealings with the country. Thus it is politic to provide French translations of any
marketing and promotional literature to be used when trying to enter the market
(especially in the area of Quebec.) It can sometimes be somewhat difficult to find
exact translations for obscure technical terms, in which case using the English phrase

would be acceptable.

One striking difference between the US and Canada is that Canadian
communication patterns are much more low key. Reserve, understatement, diplomacy
and tact are key attributes and contrast sharply with the more direct approach of many

Americans.

However, it would be wrong to assume that Canadian communication patterns
are more akin to, say the British approach, because although not as confrontational as
some other cultures, Canadians still like to be direct and say what they mean. It
unusual to find Canadians using overtly coded language. Yes will usually mean yes
and no will mean no. Canadians see evasive language as suspicious and would prefer

any problems to be put onto the table for discussion.

An increasing reliance on technology means that much intra-company

communication is solely email based with phones used in an emergency.

When doing business in any of the larger cities, business suits and ties are
standard attire for men with conservative suits and dresses for women. However, if
doing business with smaller companies in more rural areas (or on the West Coast) do

not be surprised to find a much more relaxed and casual approach to dress code.



II.  Write down ten Ukrainian proper names in English.
III. Design your own business card.

IV. Create your own resume.

V.  Write a business letter of confirmation.

Variant 6

I. Read and translate the following text into Ukrainian.
Background to Business in Britain

As in many other industrialized countries, the last couple of decades have seen a
major restructuring of British industry away from the more traditional heavy
engineering and primary sectors towards the service and high-tech fields. This
process has also coincided with radical shifts in approach to management and
company structure. Many of the hierarchy and class issues which were so much a
feature of the British industrial landscape have been replaced by more modern

business models - often heavily influenced by US thinking.

Ideas of jobs for life have largely been overtaken by an expectation of rapid
change in work patterns and prospects. Many current British managers no longer
expect to spend most of their careers with one or two companies, but rather looks for
progression through moving from employer to employer. One result of this could be
the much talked of British short-termism associated by many continental European

business people with UK companies.

Generalization, rather than specialization, tends to typify the British approach -
with less merit being placed on pure technical ability than in some other countries.
Some commentators have quoted this tendency as one of the reasons for the demise

of manufacturing in the UK over the last three decades.

As with many other European countries, the UK (with a heavy reliance on the
Banking and Finance sector) was badly hit by the financial crisis of 2008 and faces a

painful journey back to growth and prosperity.



II.  Write down ten Ukrainian proper names in English.
III. Design your own business card.

IV. Create your own resume.

V.  Write a business enquiry letter.



Variant 7

I. Read and translate the following text into Ukrainian.
British Business Structures

The board of directors is the real power broker of a British company with all key
decisions being made at this level. All plc’s (quoted companies) must have at least
two directors who are appointed by and accountable to the shareholders. The
chairperson or the Chief Executive Officer leads the board.

Many of the UK’s larger companies have non-executive directors who act as
outside, impartial experts, as well as often providing links with government and the
civil service. This usage of 'mon-executive' directors has some parallels with the
continental European two-tier system of senior management but is not as all-
pervasive and non-execs can be resented by the executive directors.

Although traditionally hierarchical in structure, many British firms have moved
towards a flatter, less bureaucratic approach. This has also resulted in a certain lack of
shape, with boundaries and responsibilities being blurred. It can be difficult to get a
clear picture of the structure of a British company, with even employees being
unclear as to the exact remit of their jobs. As a result, job descriptions tend to be
somewhat vague and imprecise with little clear guidance on specific tasks to be
undertaken.

One thing that can be said of meetings in the UK is that they are frequent. They
are often also inconclusive, with the decision of the meeting being that another
meeting should be held. The British themselves often complain about the frequency

and length of meetings they must attend.

II.  Write down ten Ukrainian proper names in English.
III. Design your own business card.

IV. Create your own resume.

V.  Write a business letter of recommendation.

Variant 8



I. Read and translate the following text into Ukrainian.
British Management Style

In comparison with many other cultures, relatively little preparation is done for
meetings (with the exception of client-facing meetings). This is because meetings are
often viewed as the forum for the open debate of an issue and that, during that open
debate, a route forward will be found. When the route forward is agreed, then the
detailed work schedule will be implemented. Being over-prepared for meetings in the
UK can result in certain negative feelings towards those who have prepared in
advance. There is no point having a meeting with the Germans (for example) because
they have already decided the outcome prior to the meeting.

British managers tend more towards generalization than specialization. The
proposition that the manager needs to be the most technically competent person
would receive little support in the UK. Therefore, pure academic education is
afforded much less respect than in other countries (notably Germany and France) and
the emphasis is on relevant experience and a hands-on, pragmatic approach.

Much more emphasis is placed on the man-management skills needed to
produce the best results from the team. A manager is expected to have the
interpersonal skills to meld a team together and it is this ability as a fixer which is
highly regarded. Modern managers often want to appear as a primus inter pares,
cultivating a close, often humorous and overtly soft relationship with subordinates.
This seeming closeness should not, however, be mistaken for weakness on the part of
the boss — when difficult decisions need to be taken, they will be taken.

The British find it difficult to be direct and British managers often give
instructions to subordinates in a very indirect way, preferring to request assistance
than to be explicit. This use of language can be very confusing for the non-British.

II.  Write down ten Ukrainian proper names in English.
III. Design your own business card.
IV. Create your own resume.
V.  Write a letter of recommendation.
Variant 9

I. Read and translate the following text into Ukrainian.



British Communication Styles

The British are almost Asian in their use of diplomatic language. Almost alone
in Europe, (with the possible exception of the Belgians), they strongly place
diplomacy before directness in communication. Being very non-confrontational in
business situations, the British equate directness with open confrontation and fear that
bluntness will offend the other party. This can often lead the British to seem evasive
in meeting situations when they are really searching for a way of saying something
negative in a positive way.

In addition to being diplomatic, the British also use language in a coded manner
preferring to say unpalatable things using more acceptable, positive phrases. Thus, «I
disagree» becomes «l think you have made several excellent points there but have
you ever considered...» And a lack of interest in an idea is often greeted with,
«Hmm, that's an interesting point ».

Humour is virtually all-pervasive in business situations. Indeed, the more tense
and difficult a situation is, the more likely the British are to use humour. This does
not imply that the British are not taking the situation seriously - it is merely that
humour is used as a tension release mechanism in the UK and helps to keep situations
calm, reserved and non-emotional. Never underestimate a British businessperson
because he or she uses humour in a seemingly inappropriate situation. Humour is a
very important and respected communication tool at all levels and in all contexts.

It is better to be self-deprecating than self-promotional in the UK. People who
are verbally positive about themselves and their abilities may be disbelieved and will,
almost definitely, be disliked.
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Variant 10
I. Read and translate the following text into Ukrainian.

Successful Entertaining in Britain



It is reasonably common to be invited out for lunch by a business contact in the
UK, but more unusual to be asked to go for dinner. Business lunches are often seen as
an extension of the meeting and it is usually acceptable to discuss business matters
over the food. If in doubt over this matter, follow the lead of your host. The person
who invites will invariably pay and there is no real need to offer to contribute to the
cost. If you have invited a guest and they offer to contribute, they are probably doing
so out of politeness and do not necessarily expect to be taken up on their offer.

Lunches can vary in style from a very informal pub meal to a much more elaborate
formal meal at an expensive restaurant. The choice of venue can depend on a number
of factors such as location, importance placed on the business opportunity (or guest),
market sectors etc. If you are unsure where to take somebody it is best to err on the
side of caution and go to a good quality restaurant.

Traditional dark grey and dark blue suits are less in evidence then in the past —
except for sectors such as the law and banking and finance. if suits are worn, white,
blue or pink shirts and reasonably sober ties are typical. In the more senior circles in
the City, men will often wear cufflinks. Women in management positions often mirror
male attire in so far as dark suits and blouses are worn — with little in the way of more
flamboyant accessories being seen.

There has, however, been a recent move away from this sober, formal
appearance and many organizations have introduced a dress down policy which
allows employees to wear 'smart casual', as long as there are no clients to be met on
that day. Smart casual is difficult to describe but still tends to be on the conservative
side.
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Variant 11

I. Read and translate the following text into Ukrainian.

Background to Business in Australia



Australia is a very large country with a relatively small population — it is about
the same size as the 48 States which make up the 'bulk' of the USA but has a
population half the size of that of California. Vast tracts of the country are virtually
uninhabited (and many would say uninhabitable), making Australia one of the most
urbanized countries in the world.

The lack of a domestic market of any real size, coupled with a comparative level
of geographic isolation, means that Australian businesses increasingly recognize the
need to look at international markets to ensure their own future prosperity as well as
the future well-being of the country. Indeed, a criticism that has been leveled against
Australian business organizations has been their slowness to take up the challenge of
internationalization (with the notable exception of the mining industry.)

Thus, Australia finds itself needing to become ever more international in its
outlook both economically and politically. The extremely successful economy is
dependent upon trade with both the US and increasingly with key Asian countries
such as China, Japan and India. Traditional British Commonwealth links have been
declining in importance over several decades.

In short Australia is a small market with a highly educated, affluent population
which realizes the importance of international trade — they are waiting to do business
with you!

When you have completed the Australian business culture profile, you may feel
you need to learn more about some of the other business cultures you deal with - if so

go back to the Countries Home Page and pick another country to study.
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Variant 12
I. Read and translate the following text into Ukrainian.

Australian Business Structures



A key Australian characteristic would be egalitarianism. It is very important that
people do not give the impression that they think they are somebody. It is much better
to be seen as a good bloke or a good mate than somebody who is overtly proud of
themselves and their achievements.

Coupled with this trend towards an egalitarian interpersonal approach is the
influence exerted on Australian business thinking of US business modeling (— some
people would argue that this influence has been too slavishly followed whilst others
argue the need for a more US-style entrepreneurial, risk-taking attitude amongst
Australian business people).

The combination of these two factors leads Australian organizations to be fairly
non-hierarchical in their structure. Little attention 1s paid to titles and rankings within
organizations, with status being ascribed through achievement rather than
organizational position — you are only as good as your last decision or action!

Thus any international organization looking to set up operations in the country
would be well advised against introducing a mirror of the hierarchical structure they
may employ in the country of origin — this could lead to annoyance on the part of
Australian colleagues. Similarly, do not be too surprised if Australian business
contacts seem willfully disrespectful of hierarchy when working internationally —
they are not being rude, merely acting in a consistent Australian manner.

Being seen to be a good team player is an extremely important part of the
Australian psyche — to be a maverick or a loner will invariably ostracize a person
from their colleagues. Creating a positive feel in a department or project group would
be seen as a key management function and bonding sessions are encouraged.
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Variant 13
I. Read and translate the following text into Ukrainian.

Australian Management Style



Managers are not expected to see themselves as in any way superior to their
colleagues — people just have different jobs. Therefore an authoritarian style of
management will be received very badly by most Australians and such an approach
may provoke outright hostility.

It is much better to adopt a consultative style of management which is inclusive
of every person’s opinions and which encourages an open debate of ideas. Indeed,
challenging the ideas of the boss in open meetings is not seen as rude or disrespectful
but the sign of a fully committed, professional approach. Pragmatism is seen as a key
attribute; getting the job completed quickly is more important than the niceties of
protocol or hierarchy.

In keeping with the Australian direct style of communication, debates between
senior and junior executives may appear from the outside as confrontational and
occasionally acrimonious — they rarely are. This style of interaction is merely viewed
as the most effective way of attaining the end goal.

Australian managers to not remain aloof from members of their team — they
usually want to be one of the boys and be seen as a good bloke. The idea of managers
only socializing with other managers would be viewed as very affected and would be
likely to result in alienation.

Australia can be classified as a ‘post-planning’ culture which means that
relatively little preparation is done for meetings (with the exception of client-facing
meetings). Meetings are often viewed as the forum for the open debate of an issue
and that, during that open debate, a route forward will be found — this approach
obviously sits well with the Australian egalitarian approach.
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Variant 14
I. Read and translate the following text into Ukrainian.

Australian Communication Styles



Although Australia is a polyglot nation, with over 100 languages being spoken
by those sections of the population who have emigrated there from all over the world,
English is the official and by far the most commonly spoken language.

Australians tend to put directness before diplomacy and therefore can be
considered quite blunt on occasions — especially by people from those cultures in
which the majority are wary of speaking plainly for fear of creating a negative
emotional impact upon the people they are talking to. Directness is cherished in
Australia and failure to say what you mean and mean what you say can be mistaken
for evasiveness and even hypocrisy.

It is important not to be too self-promotional when presenting to Australians. A
hard sell approach can often be misconstrued as bragging and can provoke a very
negative response. Remember that people do not like to make out that they are better
than others — the same probably applies to products and services. A factual
description of issues will be far better received than a more hyperbolic approach.

Australia is one of the very few cultures in which humour is all pervasive in
business situations. Not only is humour acceptable in all situations, it is expected in
all situations. Never underestimate an Australian senior manager because he or she
uses humour at what you might feel to be an inappropriate time.

First names are invariably used in all business situations in Australia. It would
be very unusual to call a business contact by their surname. Similarly, educational
titles play relatively little part in business situations (other than in the medical or

academic worlds.)
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I. Read and translate the following text into Ukrainian.

Doing Business in China



As China moves into the Asian Century it needs to continue to develop its
infrastructure, educate the whole of the population, manage mass-urbanization on an
unprecedented scale and balance a growth agenda with the need to improve its
environmental credentials. The rapidity of change in China has been miraculous but
also brings challenges in its wake.

China will continue to expand economically and its political and cultural
influence will also grow — especially within the Asian region. China will also,
however, be of incredible economic significance for both the US and Europe as the
old economies continue to stagnate and the emerging economies take on the
responsibility of delivering global growth. Whereas, for the last couple of decades
China has been a market of interest for the larger corporations, mid-size companies
now have to consider expansion into geographic areas of which they have little, if
any, knowledge.

Whilst many things in China are in a state of constant flux, some things remain
deeply rooted in the millennia-old culture of the country and one of the things which
changes most slowly in any country is culture. Chinese business culture is not
suddenly going to become a clone of western business culture. China will cling on to
its own approaches and ways of doing things and as China becomes increasingly
economically powerful any pressure for change will probably diminish.

Unless you speak Chinese, (Mandarin being the most common as well as the
official dialect), it can be difficult to do business in many parts of China without the

aid of a translator.
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I. Read and translate the following text into Ukrainian.

Background to Business in China



At the beginning of the 21st century, the People's Republic of China finds itself
in the midst of social, economic and cultural transition (some might even say
turmoil). The old certainties, which epitomized the iron-tight grip of the Communist
Party during the reign of Mao Zedong, have long since been replaced by the more
liberal but unclear policies instituted by Mao's great reforming successor, Deng

Xiaoping and continued by subsequent regimes.

The pursuit of profit is no longer 'counter-revolutionary' and business people
have long since ceased being viewed as enemies of the people. Yet the Communist
Party is still in power and shows little appetite for any of the political reform so much
clamored for by the West. Deng himself best described this seemingly paradoxical
situation (rampant capitalism in the midst of a communist country) in two oft-quoted
maxims: 'It doesn't matter whether a cat is black or white so long as it catches mice.'

and 'To get rich is glorious.'

Thus in the new order of the PRC, what business rules apply? How do you re-
invent a business culture in a country where commerce was outlawed for over thirty
years? Where does a country find the rules by which to play? The answer is, of
course, to fall back on traditional cultural drivers and in China, that means a return to
Confucian values (see below.) This does not imply that modern business systems and
approaches are ignored — more that they are given a Confucian twist to enable them

to lie happily alongside the mainstream Chinese world view.
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I. Read and translate the following text into Ukrainian.



Chinese Management Style

In Confucian philosophy, all relationships are deemed to be unequal. Ethical
behavior demands that these inequalities are respected. Thus, the older person should
automatically receive respect from the younger, the senior from the subordinate. This
Confucian approach should be seen as the cornerstone of all management thinking
and issues such as empowerment and open access to all information are viewed by

the Chinese as, at best, bizarre Western notions.

(It should be borne in mind that many people in China — as well as in many
other Asian countries — see the lack of observance of hierarchical values as the root
cause of the problems of the West. These problems include the twin Western diseases
of moral degeneration and the anarchic idea that an individual is more important than

the group to which they belong.)

Thus, in China, management style tends towards the directive, with the senior
manager giving instructions to their direct reports who in turn pass on the instructions
down the line. It is not expected that subordinates will question the decisions of
superiors - that would be to show disrespect and be the direct cause of loss of face for

all concerned.

The manager should be seen as a type of father figure who expects and receives
loyalty and obedience from colleagues. In return, the manager is expected to take an
holistic interest in the well-being of those colleagues. It is a mutually beneficial two-

way relationship.
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Variant 18

I. Read and translate the following text into Ukrainian.
Chinese Communication Styles

Unless you speak Chinese, (Mandarin being the most common as well as the
official dialect), it can be difficult to do business in many parts of China without the
aid of a translator. English language levels are very patchy and although a layer of
fluent English speakers exists, the layer is quite thin and levels fall away very
quickly. Communicating in China can, therefore, be a slow, laborious activity and
fraught with constant dangers in terms of misunderstanding and mistranslation. Don't
assume comprehension. Cover the same ground several times and constantly check

for understanding.

One of the reasons that communication can be such a problem in China is that
along with many other Asians, the Chinese find it extremely difficult to say mo'".
Saying 'no' causes both embarrassment and loss of face and it is therefore better to
agree with things in a less than direct manner. Thus anything other than an
unequivocal yes probably means no. Be very wary of phrases such as «Yes but it

might be difficult» and «Yes, probably».

It is also difficult to deliver bad news and this is often done through the use of
an intermediary who can soften the blow and try to preserve as much good-will

within the relationship as possible.

The Chinese have a reputation for impassiveness and this is largely based on
Western misinterpretation of Chinese body language. As with the Japanese, the
Chinese use a very limited amount of visual body language and Westerners interpret
this rigidity as a lack of responsiveness and emotion. Lack of overt body language
does not mean that the Chinese do not show their reactions - more that westerners are

not skilled at reading it across the cultural divide.
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I. Read and translate the following text into Ukrainian.
Background to Business in France

France finds itself at a difficult crossroads as the cold economic climate post-
2008 challenges the wviability of the country's traditional social models. With
unemployment running around the 10% mark and many people calling for even
further pro-market reforms, the modernizers find themselves at odds with traditional
vested interests - and these vested interests have been historically highly influencing

in shaping both internal policy and approach to business.

It could be said that two particular elements play a greater role in approach to
business in France than in any other industrialized economy (other than possibly
Japan). These two essential ingredients are the role of the government and the

importance of a certain type of education.

The French government has played a central and vital role in the shaping and
direction of French companies ever since the end of the Second World War. Indeed
the government, even in the late eighties, was actively fostering the development of a
number of national champion companies which would be large enough to face up to
global competition. One of the interesting aspects of these interventionist policies is
that they have been largely accepted by mainstream business, which has worked hand

in hand with senior civil servants in the ministries.

The way in which you say something in France is almost as important as what is
actually said. There is a great love of and respect for elegance in the use of language

and the sophisticated presentation of ideas is raised to an art form. A sense of national



pride makes it difficult to listen to the language being spoken badly (or even worse to
have to read poorly constructed French!) If you speak poor French, it may these days

be better to do it in English.
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I. Read and translate the following text into Ukrainian.
French Business Structures

French companies tend towards rigid hierarchy and functionality within which
system the Chief Executive Officer (CEO) holds great sway. The CEO determines in
a singular way the future direction of the company. This vision is then disseminated
down the line for implementation by more junior management. Senior management,
therefore, tends towards the directive, rather than the collaborative, as might be found
in such countries as the Netherlands or Sweden.

The power often vested in the hands of the CEO obviously adds impetus to a
centralist approach, which is already discernible in many other aspects of French life.
Below the PDG will be found a strict hierarchy of managers, organized along rigidly
functional lines of responsibility.(All reporting lines leading eventually to the CEO.)

To those from a less hierarchical background, this approach often seems to be
eminently well suited for operations which are performing well and producing
results. The weaknesses of the system may only become apparent when problems
arise and quick responses are called for. With little buy-in having been sought lower
down the line, a sense of personal responsibility could be found lacking.

The education system fosters a sense of rivalry and competition from an early
age, with peers competing to pass entrance examinations to gain entry into the elite
Grandes Ecoles. A sense of team working is not encouraged in this process and does
not therefore come naturally in later working life. People prefer to have definable,

personal sets of objectives rather than to work in more general team roles. Thus teams



are often defined as sets of specialists working on single issues for a strong leader.
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Variant 21
I. Read and translate the following text into Ukrainian.
French Management Style

Most senior management in most French companies were educated at the
Grandes Ecoles which are the elite schools of France. These colleges champion an
intellectual rigour in their students, which is rarely matched elsewhere in the world.
This produces a highly educated management population, which approaches
leadership with an unusual degree of academic precision. Intellectualism is something
to be cherished rather than sneered at and a comment once attributed to French
management was that this idea seems alright in practice but will it work in theory?

Thus, management is an intellectual task to be mastered and thought about in
terms of detailed analysis, the complete mastery of complex concepts and
information and the eventual application of rational decisions. More pragmatic issues
of buy-in, motivating staff etc. (in the Anglo-Saxon understanding of these terms) are
not as prominent in French management thinking.

Decisions, once taken at senior levels, will be passed down the chain to lower
management for implementation. This directive approach can be seen, especially by
those from a consensus oriented, non-hierarchical background, as being overly
authoritative and lacking in the necessary team-building elements.

As management style tends towards the directive, meetings can often be more
for the dissemination of information of decisions previously arrived at than for the
open debate of perceived difficulties. They will often be chaired by the boss and
follow a set agenda as determined by the boss. In such formal meetings it would be
rare to contradict the boss openly - this will have been done elsewhere, prior to the

meeting in more informal lobbying sessions.
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Variant 22

I. Read and translate the following text into Ukrainian.
Background to Business in Sweden

Sweden, as has often been stated, presents a fascinating business model. It has
proved to be a remarkably successful post-war economy, which has managed to
combine both pro-business policies with the provision of an all-embracing welfare
state. Indeed the social policies once produced a famous remark from the mayor of
Shanghai, I like Sweden but you are just a bit too socialist over there.

This seeming paradox can in large measure be explained by an understanding of
one of the central Swedish characteristic — egalitarianism. A belief in the genuine
equality of individuals and the resultant desire for consensus are at the heart of
Swedish business life and explain both organizational structures and management
approach in the country (see below).

A second, often quoted, surprise about Swedish business is the relatively large
number of truly international companies emanating from a country with a population
of less than nine million — Eriksson, Electrolux, Atlas Copco, ABB, Tetrapak; the list
1s almost endless. It is a truism that countries with small domestic markets need to
internationalize to survive and prosper but few countries have been as relatively
successful as Sweden on the world stage.

The third remarkable fact about Sweden i1s the enormous breadth of its
industries. Sweden has significant companies in market sectors varying from
electrical goods to vehicle manufacture, from telecommunications to pharmaceuticals
and from mechanical engineering to chemicals. In addition, of course, it has

companies with a global presence in all these industrial areas.
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Variant 23
I. Read and translate the following text into Ukrainian.
Swedish Management Style

An egalitarian approach, which seeks consensus results, produces a very specific
management approach. The paternalism, which can be found further south in Europe,
sits uneasily with the average Swede and direct instructions can be seen as
embarrassing for all concerned. Therefore managers are seen more as facilitators or
coaches who offer advice and suggestions. Bosses are not, necessarily, expected to
know all the answers and it is assumed that the person performing a particular task is
the most knowledgeable about that particular task.

One result of this approach is that decisions can be hard to reach and the process
tends to be drawn out. It is important that the manager includes everybody in the
process and that everybody's point of view is listened to and ostensibly valued. Many
expatriates from countries where quick decision making is highly valued can find this
process extremely frustrating. It i1s dangerous to try to circumvent this process,
however, as unilateral decisions are unlikely to be respected or adhered to.

As managers tend towards a consensual approach and openness of discussion,
information tends to flow well between departments and functions. There also tends
to be less social distance between managers and subordinates. Management denotes a
level of work-related responsibility rather than a hierarchical status.

Meetings tend to be long with a great deal of open debate. Everybody has a view
and everybody's view is worthy of airing and consideration. However, opinions are
expected to be backed up by empirical evidence, which means that a great deal of

pre-planning and preparation are expected.
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V. Write a business letter of recommendation.

Variant 24
I. Read and translate the following text into Ukrainian.
Swedish Communication Styles

Swedes communicate well in international business situations, helped in no
small measure by the generally high levels of English spoken in the country. The
international nature of many Swedish businesses makes it essential for any ambitious
Swede to have a good knowledge of the world business language.

However, as with all non-native speakers of English, Swedes take into the
second language their own approach to communication matters. As with many
northern European countries, directness is prized more highly than diplomacy. The
search for consensus and agreement does not preclude the use of direct debate - in
fact it makes it absolutely necessary. The result of this respect for plain speaking is
that Swedes can be seen as rude or at least overly abrupt by those cultures who place
diplomacy before direct speaking. Cultures as diverse as the UK and Japan are often
taken aback by the apparent contradiction of a culture which professes to seek
consensus and negotiated compromise whilst at the same time following a seemingly
confrontational path.

Silence is golden in Sweden. Many cultures find any level of silence intolerable
and will rush to fill it. Swedes are more comfortable than most with silence. If you
don't have anything to say, why speak? In meetings, try to cope with these silences by
respecting them. Anybody who feels the need to talk incessantly will not necessarily
gain respect for his or her volubility.

Although Swedes have a good sense of humour, it is not necessarily appropriate

in all business situations. Serious business should be treated seriously.
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I. Read and translate the following text into Ukrainian.
Portuguese Business Structures

Business structures in Portugal have always veered towards the strictly
hierarchical — not surprising as most organizations have either been government-run
or part of a larger family owned consortium. (The state has until recently owned more
than 50% of the country's assets with another large proportion being in the hands of a
relatively small number of very wealthy and powerful and wealthy families.)

Therefore, unless you are dealing with the subsidiary of a multi-national, it is
best to expect that the organization you are dealing with will have an extremely
centralized decision-making approach with all decisions of any importance being
made by a few key individuals at the top of the company. It is really important to
make some time to understand the structure of the Portuguese business you are
dealing with, to ensure that you are speaking to the right people. Time can be wasted
trying to get decisions out of people who have little or no authority.

A recent major survey done on Portuguese management style concluded that the
local approach tends towards the paternalistic, as is often found in strongly
hierarchical cultures. (This was seen as a strongly negative result by the authors of
the survey who were American — highlighting the difficulties of such studies.
Hierarchy is, of course, not universally viewed as a negative and a much higher
percentage of the world's business organizations are run along hierarchical lines.)

A good manager in Portugal combines an authoritative approach with a concern
for the well-being and dignity of employees. Managers should be authoritative but
never authoritarian. As Portugal is a strongly relationship-oriented business culture, it
is important to show that, although you are firmly in control, you also have a warm,
human touch.
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Variant 26
I. Read and translate the following text into Ukrainian.
Portuguese Communication Styles

The first communication difficulty often encountered when doing business in
Portugal relates to the use of names and titles. Portuguese names are often extremely
long and complex and preceded by an equally bewildering array of official titles. The
best advice is to stick to simple Mr or Mrs before a name. It is unusual for even long-
standing colleagues to use first name terms in a business environment, so it is best to
stick to family names until specifically invited not to.

If you have a title such as Doctor or Professor you will be accorded significant
respect and it is a good idea to make sure that all titles and qualifications appear on
your business card.

Despite what people often think about Latin cultures it is never a good idea to
shout or lose your temper in business situations in Portugal. This approach may well
be viewed as an indication of weakness and could possibly put you in a weaker
position.

There is a desire to avoid direct confrontations and a definite desire to please.
This can result in people saying what they think you want to hear rather than what
they are actually thinking. Whenever you feel that you have an agreement, try to get
it formalized in writing. If it proves difficult to get any back-up documentation, then
a degree of skepticism is in order.

As Portugal is very much a relationship-oriented business culture, small talk and
general conversation figure highly in business dealings. Good general topics of
conversation would include Portugal, its food and regions, football and general

business-oriented issues of interest.
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I. Read and translate the following text into Ukrainian.
Norwegian Business Structures

Norway is a country with a low population but an very high standard of living -
the population of less than 5 million share an average Gross Domestic Product of
$79,00 per person — making Norway the third highest in the world (after Luxembourg
and Bermuda). Norway also tops the Economist Human Development Index.
Norway's prosperity is due, in no small part, to its large oil deposits which have
helped the country develop a very large Sovereign Wealth Fund and maintain a high
quality social system and infrastructure.

In common with the other Scandinavian business cultures, Norway is extremely
non-hierarchical in its approach to business structure. In accordance with Norway's
famous interpersonal code of Jante Law (first put into words by the famous poet
Aksel Sandemose), people in Norway are expected to be egalitarian in their approach
to all aspects of life —you shall not think you are special is one of the main tenets of
Jante Law.

Thus the emphasis in a Norwegian operation is placed, not on the hierarchy of
people's relationships, but more on pragmatism and the development of efficient
systems which allow people to perform their tasks effectively and with as little
interference as possible. Hand in hand with this egalitarian approach goes an
openness of communication and freedom of information which many more
hierarchical societies would find difficult to accept.

When working with Norwegians, it is best to spend your time trying to find the
person who is responsible for a specific task rather than working out what the

hierarchy is and working from the top down to the fact holder.
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I. Read and translate the following text into Ukrainian.
Norwegian Management Style

Cultures which promote a more egalitarian approach and strive for flat
structures, tend to develop very specific characteristics with regard to management
approach.

In Norway, bosses are expected to act more as coaches and facilitators that as
paternalistic, authoritarian figures. Jante Law also states that, you shall not believe
you are smarter than others and you shall not behave as if you are better than others.
Thus bosses are expected to act as the first amongst equals and their job is to
encourage the best out of all colleagues and ensure an effective allocation of
company resources.

Decisions tend to be consensual and one result of this approach is that decisions
can be hard to reach and the process can be lengthy. Managers often feel the need to
include everybody in the decision-making process and it is seen as important that
everybody's point of view is listened to and valued. For people from a culture where
management style is much more directive, this slow, consensual approach can be very
frustrating. However, even if this approach is frustrating for you, it is dangerous to
ignore it — any attempt at direct imposition of orders without sufficient discussion
might be resisted strongly.

One very positive aspect of this egalitarian approach is that information flow
within Norwegian organizations is usually very open and all employees therefore feel

engaged and valued.

II.  Write down ten Ukrainian proper names in English.
III. Design your own business card.

IV. Create your own resume.

V.  Write a business information letter.

Variant 29

I. Read and translate the following text into Ukrainian.



Polish Management Style

Poland remains a somewhat hierarchical business culture and managers could
probably be best described as authoritative. (Although this has to be written with a
caveat around the national origins of the company —a US company will work hard to
teach US management theories to its local managers.) Therefore, managers will be
less democratic and participative than in certain other European countries such as the
Netherlands or Sweden.

It would be expected that the manager knows the answer to difficult problems

and that the manager issues direct instructions to employees. As Poles are direct in
their speech patterns, these instructions can sometime seem to be given in a very
abrupt manner. Subordinates can get frustrated if instructions are not given in a
precise and comprehensive way — and this can result in work remaining unfinished.
It is expected that more junior colleagues show great respect to their superiors and
this will often result in meetings being dominated by the most senior person present.
Despite the Poles' love of direct speech, it is probably unwise to directly contradict
the boss in an open meeting. As the manager usually makes the decisions, it is
important to cultivate relationships at senior levels.

Like their neighbours in Germany, Poles tend to like to arrive at a meeting
having done a great deal of preparation and would feel that people who come less
well prepared are showing a lack of professionalism. As with most pre-planning
cultures, agendas are usually produced well in advance and the expectation is that the

agenda will be followed with little, or no, deviation.

II.  Write down ten Ukrainian proper names in English.
III. Design your own business card.

IV. Create your own resume.

V.  Write a letter of recommendation.



Variant 30
I. Read and translate the following text into Ukrainian.

Italian Business Structures

[talians are famous the world over for their sense of family and it could be said
that this strongly relationship-oriented approach has been taken into the world of
commerce. Indeed, it is true to say that the Italian economy has a greater percentage
of small and medium sized, family-run businesses than any other European state
(with the possible exception of Spain.) This is not to say that all companies are
riddled by nepotism and old style cronyism but the idea of an enterprise being an
arrangement of strongly felt relationships is still very much in evidence.

As has already been said, Italy boasts a large percentage of small and medium-
sized family-owned organizations but even many of the larger companies are still
controlled in large part by single families (Fiat, Benetton etc.) Indeed, the traditional
lack of available venture capital in Italy has meant that many organizations have
relied solely on family money and retained profits for investment inputs. Given this
ongoing family financial involvement, it is hardly surprising that the family would
want to keep a large measure of control.

In keeping with this family suffused ethos, management structures have
developed to be strongly hierarchical with most decisions, if not actually made at the
top, certainly being pushed upwards by middle management for ratification. Much
time can be wasted trying to get agreement with peer level Italians only to discover at
a later stage that the decision will be made elsewhere by people who have never been
explicitly mentioned.

Therefore, possibly more than in any of the European countries, time is very
profitably spent in the early stages of a relationship with an Italian company finding
out what the real, rather than the paper decision making process might be.

II.  Write down ten Ukrainian proper names in English.
III. Design your own business card.

IV. Create your own resume.

V.  Write a business information letter.

KPUTEPII OLIIHIOBAHHSA KOHTPOJIbHOI POBOTU



OriHroBaHHSI HABYAJILHUX JIOCATHEHb CTYJICHTIB 3 ONaHyBaHHS 3MICTY HaBYAJIbHOL

TUCLUILIIHA «JI1710Ba aHIMChKa MOBay 3IIHCHIOETRCS 3a mKainow ECTS:

3a IIKAJIOKO | 3a HAI[IOHAJBHOIO IIKAJIOIO 3a [mKajJol  HaBYAJILHOI'O
ECTS 3aKJIaay
A BiaMiHHO 90-100
B ayxKe 1o0pe 82-89
C noope 74-81
D 3a10BIJILHO 64-73
E A0CTATHbLO 60-63
FX He3aJ0BLILHO 35-59
3 MO>KJTUBICTIO ITIOBTOPHOI'O
CKJIaJIaHHS
F HEe3a/10BiJILHO 1-34
3  OOOB’SI3KOBUM  TTOBTOPHUM
KypCOM

JIns BU3HAUEHHSI 3arajibHOI KUIBKOCTI OalliB, OTPUMaHHUX CTYJIEHTOM 3
HABYAIBHOI AUCIUTUIIHY «/[iJT0Ba aHTIIChKa MOBAY, PaXy€ThCS:

1) KiIbKIiCTh OalliB, OTPUMAHUX CTYIACHTOM 3a ayoumopuy pooéomy (Bim 0 1o
10 G6amiB);

2) KIIBKICTB OaiB 3a camocmiiiny pooomy (Bin 0 no 20 6aiiB);

3) KUIBKICTh OautiB 3a kormpoavHy pooomy (Bin 0 1o 50 6aiiB);

4) xinbKicTh 0aniB 3a 3aik uu icnum (Big 0 1o 20 GamiB).

OTtxe, BUKOHaHA 6€3 TOMIJIOK 1 TIPaBWIIBHO 0(OpMIIeHa KOHTPOJIbHA PoOOoTa Iae
MOXKJIMBICTh CTYJICHTY-BUKOHaBIFO oTpumaru jo0 50 OamiB. KoxHe 3aBmaHHS
KOHTPOJIbHOI pOOOTH OLIHIOETHCS BUKJIAJaueM-pelieH3eHTOM y Oanax. bamu 3a
MPaBUJIBHICT, BUKOHAHHS KOXXKHOTO OKPEMOTO 3aBJaHHS KOHTPOJIBHOI pPoOOTH
J0JIal0ThCsl pa3oM. HacTymHa TaOnuIl UIIOCTpy€e poO3Mojall OaiiB 3a BUKOHAHI

3aBJIaHHS KOHTPOJIbHOI pOOOTH.

KijbKiCTBh J0MyIIEHUX CTYJAEHTOM OMIWJIOK

Binbmre 10
0-3 4—-6 7—28 9-10

ITIOMMIJIOK

KijpKicTh 0aJ1iB 32 BUKOHAHHA




3aeoanns 1 10 o6anie 8 oanie 6 oanie 4 6anu 2 banu
3aeoanns 2 10 o6anie 8 oanie 6 oanie 4 6anu 2 oanu
3aeoanms 3 10 6anie 8 oanie 6 oanie 4 6anu 2 banu
3aeoanms 4 10 6anis 8 oanie 6 oanie 4 6anu 2 b6anu
3aeoanns 5 10 6anis 8 oanie 6 oanie 4 6anu 2 6anu

KontponbHi poOOTH € CTaHAApTU30BAHMMHM, BKIIOYAIOTH 10 TPUALSATH
BapiaHTiB. 3a BUKOHAHHS yCiX 3aBIaHb KOHTPOJILHOI pOOOTH CTYAEHT oTpuMmye Bia O
1o 50 6aniB.

3a BUKOHAHHSI KOHMPOJIbHOT pO6OmMuU CTYICHTY CTaBUThCS:

«45-50 OaniB» — CTYICHTY, SIKW BUKOHAB yCl 3aBIaHHs (IOMyCTUMHUMH € HE3HAYH1
MOMUJIKHA, IO CKJIaJaroTh He Oiiabine, HDK 5 % 3aBmaHp), Taka poOoTa IMmicCis
BUIMPABJICHHS CTYJIEHTOM YCiX MOMUJIOK BIAMOBIJAE OIIHIII «BIIMIHHOY;
«38—44 6ann» — CTYIEHTY, IKHI1 BUKOHAB yCl 3aB/JaHHsI, 3p0OMB MOMUJIKHA HE O1JIbIIE,
HiX y 10 % 3aBmanp, Taka poOOTa MICIS BUIPABIEHHS CTYAEHTOM YCiX MOMHUIIOK
BIJIMTOBIJIA€ OIHII «TyKe J00pe»;
«31-37 GaniB» — CTy/IeHTY, IKU BUKOHAB yCl 3aBJIaHHS, 3p0OWB TOMIJIKH HE OLJIBIIIE,
HDK Yy 20 % 3aBmaHb, Taka poOOTa MIC/IS BUIPABIEHHS CTYJIEHTOM YCIX TOMHUJIOK
BIJIMOBIAA€E OILIHIN «I00pe»;
«21-30 GaniB» — CTy/IeHTY, AKUI BUKOHAB yCl 3aBJIaHHs, 3p0OUB TOMUJIKH HE OLJIBIIIE,
HiDK Yy 30 % 3aBmaHb, Taka poOOTa MIC/IS BUIMPABIEHHS CTYJIEHTOM YCIX TOMUJIOK
BIZIIIOB1AA€ OILIHII «3aJ0BUILHO;
«11-20 6ainiB» — y BUINAJKY, SKIIO CTYJCHT HE BUKOHAB YCIX 3aB/JaHb a00 K 3p0oOHB
NOMUJIKK Ouibine, HIXK y35 % 3aBganp Taka poOoTa Micis BUIPABICHHS CTYACHTOM
yCIX TOMHJIOK BiJIMOBI/IA€ OLIHII «JI0CTaTHHOY;
«0—10 GainiB» — y BHUIIAJIKY, SKIIO CTYJCHT HE BUKOHAB YCIX 3aBJaHb ab0 X 3poOuB
noMuiIku Ounbine, HiX y 40 % 3aBmanb (poOoTa TaKoro CTy/IEHTA BiAIOBIIA€E OITIHII
«HE3aJIOBUIBHOY).

S0 3a BUKOHAaHHSI KOHTPOJIBHOT poOOTH CTyAeHT HaOpaB Bia 1 no 30 6aiiB, TO

poboTa HE 3apaxoOBYETHCSA, a CTYIACHTOBI HEOOXIJIHO BUKOHATH BCIO POOOTY 3HOBY




MICTISl OTPAIIOBAaHHS PEKOMEH/I0BAHOT HaBYAJILHOI JIiTepaTypu. BapiaHT KOHTPOJIBHOT

pO60TH JJIS1 IIOBTOPHOT'O BUKOHAHHA BU3HAYA€ BUKIIA1a4.



METOIWYHI PEKOMEH AT

JI0 CAMOCTIMHOI'O OITPAIIIOBAHHSI HABUAJIBHOI'O
MATEPIAJIY

BpaxoByrouu Te, 1m0 B CydyacHOMY CBITI BHIIAa OCBITa CTa€ OOOB’SI3KOBHM
€TaroM Yy JKHUTTI JIIOJAWHHU, 110 KO)KEH TMOBHHEH HABUUTHUCS CAMOCTIIHO 3/100yBaTu
3HAHHS YOPOAOBXK JKUTTS, 3HAUHO AKTyalli3y€ThCA 3aBIAaHHS BUIINX HaBYAJIBHUX
3aKJIa/liB y HaBUAHHI CTyJIeHTa caMOCTiiHO BunThca. CaMocTiiiHa poOoTa CTyJeHTa,
gKa € CYTT€BUM €JIIEMEHTOM HABUYAJIbHOTO TMPOILECY TMOpSA 3 ayJUuTOPHUM
HaBYaHHSM, HaOyBa€ BETMKOrO 3HaueHHs. BoHa crpusie popMyBaHHIO y CTYACHTIB
IHTEJEKTYaJbHUX SIKOCTEH, HEOOXIAHMX MaHOyTHbOMY CIELIaJICTOBI; BUXOBYE Yy
CTYACHTIB CTIMKI HABUYKH MMOCTIMHOIO MOMOBHEHHS CBOIX 3HaHb; CIPUSE PO3BUTKY
npaneaoOHOCTI, OpraHi3alifHOCTI ¥ 1HIIIaTUBH; CIIOHYKa€ JO0 CaMOOCBITH,
nepeBipsie 1oro BOIIO, AUCHMILIIHOBAHICTb, TOILO.

CamocriifHa po0OoTa CTyleHTa — II¢ HaBYajbHA MISUIBHICTH CTYJIEHTA, SKa
IJIAHYETHCSA, BHKOHYETHCS 3a 3aBAaHHSAM, IIJI METOAUYHUM KEpIBHUIITBOM 1
KOHTPOJIEM BHUKJIaa4a, ajie 06e3 Horo mpsiMoi yJacrTi.

3a CBOEIO CYTTIO CaMmoOCTiiiHa poOOTa € aKTUBHOI PO3YMOBOIO AiSUIBHICTIO
CTYZICHTA, TIOB’S3aHOI0 3 BUKOHAHHSM HaBYAIBHOTO 3aBiaHHs. HasBHICTh 3aBHaHHSA
1 LiTbOBOI YCTAaHOBKM Ha HOTO BHKOHAHHS BBA)KAIOTh XapaKTEPHUMHU O3HAKaMH
CaMOCTIMHOT pOOOTH.

Buxonannst 3aBmanHs | moTpelye Bin cTyneHTa akTUBI3alii TUX HaBUYOK
po0OOTH 3 TEKCTOM, siKi Oynu c(OpMOBaHI MiJ] Yac HaBYAHHS AHTIIMCHKOI MOBHM Ha
NonepeHii eTanax.

Jlnst BUKOHAHHs 3aBaHHs [ HEOOXiTHO BUKOPHUCTATHU

IMPABIJIA BIIITBOPEHHS YKPAIHCHKHX BJJACHUX HA3B
3ACOBAMMU AHIJIIMCBKOI MOBH

BinTtBopeHHsT yKpaiHCBKMX BJaCHMX Ha3B 3aco00aMM aHIVIMCBKOI MOBH
BiOyBaeThCcs 3 iX yKpaiHChKoi (OopMH, 3alMyCaHoi BIAMOBIAHO J0 YHHHOTO
paBoOIUCYy, 0e3 TOCepeAHHITBA OyAp-sSKOi IHIIOI MOBHUII JIAXOM TpaHCIITeparii

(TOJIITEpHOTO TMepe3anucy 3a JOMOMOTrol0 JaTHHCHKOTO andaniTy).

TABJIMIA
TpaHcIiTepalii yKkpaiHCbKoro andaBiTy JIATUHUIICIO

|| YKpaiHChKHI || Jlatunnns || [Mo3unis || ITpuknaau HanKuCcaHHs




YKPaiHCBhKOIO

andgasit y CJIOBI1 MOBOIO JlatuHunero
AnymiTa Alushta
Aa Aa Amnnpiii Andrii
56 Bb Bbopmiarika Borshchahivka
bopucenko Borysenko
Binnuns Vinnytsia
Be Vv Bonogumup Volodymyr
amsu Hadiach
Ir Hh borpgan Bohdan
Tanaran Galagan
Ir Ge Topranu Gorgany
JloHenbK Donetsk
f Dd JAmutpo Dmytro
PiBHe Rivne
Ee ke Ecmanb Esman
Hamo4aTky €HakieBe Yenakiieve
c Ye CJI0Ba
¢ ie B inmmx |["aeBuu Haievych
ITO3UIISIX Kopon’e Koropie
Kutomunp Zhytomyr
Kok Zh zh Kanna Zhanna
Kexenis Zhezheliv
33 7, 3akapnarts Zakarpattia
Kazumupuyxk Kazymyrchuk
Mensun Medvyn
Hn Yy MuxalneHko Mykhailenko
6 I IBaHkiB Ivankiv
IBamenko Ivashchenko
Yi Haro4arky xakeBuy Yizhakevych
i CJI0Ba
! 1 B inmmx [[KanniBka Kadyivka
TTO3UITISX Map’ine Marine
Y HaIoyaTKy Hocumiska Yosypivka
i CJIOBa
1 B igmmx |Crpuii Stryi
MO3UIIAX Onekci Oleksii
Kuis Kyiv
Kk Kk KoBanenko Kovalenko




Jlebenun Lebedyn
Jln L JleoHin Leonid
Muxkonais Mykolaiv
Mu Mm Mapunuu Marynych
Hixun Nizhyn
Hu Nn Haramnis Nataliia
Oneca Odesa
Oo Oo OHUILIEHKO Onyshchenko
ITonraBa Poltava
H Pp ITeTpo Petro
p Rr PemerumniBka Reshetylivka
P PuGuuncekuii  |[Rybchynskyi
Cce Ss Cymm . Sumy .
Conomis Solomiia
TepHomIb Ternopil
T Tt Tpoub Trots
Ykropon Uzhhorod
vy Uu Vnsanaa Uliana
dacriB Fastiv
P Ff Dimmayk Filipchuk
XapkiB Kharkiv
XX Kh kh XpuctuHa Khrystyna
bina epxBaBila Tserkval
Hu Tsts CreneHko Stetsenko
UepHisii Chernivtsi
Hu Ch ch [lIeBuecHKO Shevchenko
IIlocTka Shostka
HHm Sh sh Kumenbku Kyshenky
[lepOyxu Shcherbukhy
[z Shch shch I'oma Hoshcha
["apamienko Harashchenko
Yu Haro4aTKky FOpii Yurii
010 CJI0Ba
u B iHmmx [KoprokiBka Koriukivka
TTO3UIISIX
%L Ya HAIo4aTKy SrotuH Yahotyn
. cJoBa SApoiieHko Yaroshenko
1a B THIIHX
HO3HIIISAX KoctssaTun Kostiantyn
3HaM’sTHKa Znamianka




|| || || “@eonoci;{ "Feodosiia ||

IIpumirka:
1. bykBocmomyuyeHHs “3r” BIATBOPIOETHCS JaTHHUIECK SK “zgh” (Hanmpukian,
3ropanu — Zghorany, Posron — Rozghon) Ha BigmiHy Big “zh” — BIANOBIJHHUKA

YKpaiHCHKOT JIITEpH ‘K.

KomenTap 1o Tpancairepauniiinoi Tadauui

VY neBHUX cdepax BIATBOPEHHS YKPaiHCHKUX BIACHUX Ha3B JOIMYCKAETHCS CIIPOLICHU
1 BapiaHT 3amucy, 10 rnepeadayac :

a) opdorpadiuae CrpoieHHs TPOMI3IKOr0 TMOIBOEHHS MPUTOIOCHUXXK, X, II, U, III,
AKl BIITBOPIOIOTBCS OykBocmonyueHHsimu  zh, kh, ts, ch, sh, nHanpuknag,
3anopixoks Zaporizhia;

0) anmocTpod 1 3HAK MOM’SIKILIEHHS, 3@ BUHATKOM OyKBOCHOJYY€Hb bO, bi, 110 3aBXKIU
NepenaeThes K 0, 1'y CIPOILICHIN TpaHciTepallii He BIATBOPIOIOTHCA.

Ykpaincska popma  Touna Tpanciaitepauis  CnpoineHa TpaHcjaiTepanis

JIbBiB L'viv Lviv

AHaHbIB Anan'tv Ananiv
Cred’rox Stef'iuk Stefiuk
Kopor’e Korop'ie Koropie

Jnst BukonanHs 3aBaaHHs III moTpiOHO YITKO PO3YyMITH 3 SIKUX YacTUH
cxianaetbcss BISUTHA KAPTKA.

Bizutnow kaprkow (VISITING CARD, BUSINESS CARD) e HeBenuka
KapTka 3 iM'siM, 10 MOCBig4y€e 0coOy. Bi3uTku cTanu HE3MIHHUM IHCTPYMEHTOM
eTuKeTy. BoHa MO)ke MICTUTH TaKl €JIEMEHTH:

Name
Occupation
Address
Telephone

E-mail



[Topanu, ayis po3poOKH HAJIEKHOTO BUTIISITY BISUTHUX KapT:

1. 3a3BUuail BI3UTKHU € JBOX CTaHJAAPTHUX PO3MIPiB. AMEPUKAHCHKUI pO3MIp i
po3mip 6i3Hecy. AMEpHUKaHCHKUI po3Mip cTaHOBUTH 92x54. OOUIBI KapTKU MOXKYThb
OyTH pO3pOOJIEHI TOPU3OHTAIIBHO YW BEPTUKAIBHO, BIAMNOBIIHO JO0 BHOOpY
KOPUCTyBaya. 2-3 MM BUTBHOTO MPOCTOPY 3TUIIAETHCS TSI TIOJIB 1O KpasiX KapTKH.

2. BukopucTaHHS KOJIbOPIB 3aJICKUTH BiJ TUIY KapTku. PopMasbHl KapTKH
noTpeOyloTh MIHIMYM KOJIbOpiB. Lle Moxke OyTH OIMH KOMip KapTKu ab0 MaKCUMyM
7IBa KOJIbOpHU. Tu 0OpOOKU € TaKOXK BAXKITUBUM.

3. Bubip mpudrty 3amexurh Bij THMY KapTku. Skmo 1e ayxe dopmaibHi
KapTKH, SIK KapTKa MeHe/kepa 1 T. 1. Times New Roman e kpamum Bubopom. Arial
TaKOX MOXKe OyTu BuKOpucTaHuid. KupHuil mpudT BUKOPUCTOBYETHCA JUISI HA3BU
kommadii. [llpudT nms agpecu € HaliMeHIIUN 32 PO3MIPOM.

3pa3ok BI3UTHOI KAPTKH:

ERSTEE

Sergiy Marchenko

Chiel Specialist of Regional Metwork Marketing Sub-Department
JIOINT-STOCK COMPANY ERSTE BAMNE

13w, Degtyarivska S5t.- Hyly -Ukraine - 03057

Tel.: +38 (044) 593 17 39, B -

Fax: +38 (044) 593 00 54

Maobile: +3B (050) 387 32 28
E-mail: Sergiv.MarchenkoSerstebank. ua

Jlist BuKOHaHHS 3aBfaHHs [V TOTpiOHO PO3YyMITH 3 SKUX YaCTHUH CKIIAJTAETHCS
PE3IOME.

Pestome (RESUME), six By Ai10BOi JOKyMEHTallli, TOBUHHO MaTH HACTYIIHI
CKJIA[I0B1 YaCTHUHU:
Personal Information
Objective / Employment
Qualifications Summary
Education / Qualifications
Work Experience / History
Interests
References

Ilepconanbna ingopmanisi (Personal Information) — HeoOXiTHO 3aHOCUTH
JaHl TIpo 1M’s Ta MPI3BUINE KaHIUJaTa Ha IMOCaay, 1 HOro KOHTAKTHY 1H(OpPMAIIio.
[lepimmm nueTbest iM’s1, Micist HbOro — nepia OykBa 1o 0aThbKOBI, 1 TUIBKHU MICHs HEl
— mpi3BHUILE. Y OpUTAHCHKOMY 3Pa3Ky Pe3lOMe aHIIIHCHKOI0 MOBOIO BKA3YEThCS 1 AaTa
HapOPKEHHS (YHCII0, MICSIIb, PIK).

Ilocana, Ha sKky mnperenaywTh (Objective / Employment) — npocte
3a3HAUYEHHS TOCaJH, SKy XOTIB OM OTpHUMarh KaHAWAaT, abo X OonHi€r (pa3oro
BUpAXaTH Te, 0 3100yBad Xoue 3p0OUTH JJIsl TaHOI OpraHizarii.



KBanigikanis (Qualifications Summary).

Ocgita (Education) — noBuHHI OyTH BiJ3HAYEHI YCi BUIIl HaBYaJIbHI 3aKIajH,
B SKHX 37100yTO OCBITY, a micist BH3 — kypcu (momatkoBi a®o Jjisi MMiABUIIEHHS
kBamidikauii). IlpaBuna 3amoBHEHHS WUBOrO pO3IULY CBIAYATH, IO CIOYATKY
HEOOXIJTHO HamucaTH OTPUMaHy CIeIiajdbHICTh, TOTIM (akKkyJIbTeT 1 Ha3By
HaBYaJIBLHOTO 3aKJIay, MICTO 1 KpaiHy, B SIKii BIH pO3TaIlIOBaHUA.

Hocsin poooru (Work Experience / History) — Bkasyerscs He Ounbie 3-4
MiCIlb POOOTH, MOYMHAIOYM 3 OCTAaHHBOTO, 13 3a3HAYCHHSIM 3aliMaHoi mocamu. Y
Ay’KaX BKa3ylOTbCS POKH.

InTepecu (Interests) — BKa3yrOThCsl OCOOMCTI 3aXOIIJICHHS.

Pexomennanii (References) — HeoOXiHO BKa3aTu aapecH, € MOXKHA
OoTpuUMaTH pexoMeHaauli. [Homi MoxHa o6iiiTHCcs 1 Pppaszoro «Available upon requesty,
T00TO «l'OTOBMI Tmpea'ssBUTM Ha BHUMOTY». 3a3BHuYail pEeKOMEHJaliil Mae OyTu
MIHIMYM JBI.

3pa3ok pe3roMe:

RESUME

Ivanl. Ivanov
DmitrovStreet 13, Kiev, Ukraine
Phone (044) 333-33-33

e-mailpetro33@ukr.net

PERSONAL INFORMATION
Family status: married.

Do not smoke.

Ready for business trip.

OBJECTIVE
Getting the sales manager position.

EDUCATION
Zhytomyr State University
- Math faculty

EMPLOYMENT

Ltd. «The last Company» — Sales manager (10/02 — today)
Communication with the clients
Search of the hew clients

Carrying out sales

The assistant of the sales manager (03/01 — 10/02)
Communication with the clients by phone
Working with documents



Meetings with the clients in office
Courier (10/00 — 03/01)
Receiving the documents to the clients

Executing different little tasks
Ltd. «Previous Company» Secretary (07/99 — 10/00)
Communicating with clients by phone Getting faxes etc

REFERENCES
Upon request

ADDITIONAL SKILLS
- PC: Professional user. Windows, MS Office, Internet ERP Systems
- Foreign language: English — free speaking
JIns BUKOHAHHA 3aBJaHHA V  TOTpibHO posymituca Ha JIJIOBIHA
KOPECHOHJIEHIIII anrmilicbkoi MOBH.

JlinoBe MUCTYBaHHS IOCIIA€ 3HAYHE MICIIC B IPAKTHUII 30BHIITHLOSKOHOMIYHOT
nisTbHOCTI. BOHO € otHUM 13 OCHOBHUX 3ac001B 00MiHY iH(OpMAITI€TO.

CrpykTtypa nucra:

-3aT0JIOBOK

- 1aTa JucTa

- HAiMEHYBaHHS Ta aJIpeca OJIepKyBaya

- BCTYITHE 3BCPHCHHS

- OCHOBHHUM TEKCT JIUCTa

- 3aKJIFOYHA (popMyIIa BBIWIMBOCTI

- MIIIHUC

- BKa31BKY Ha JIOJaTKHU.

VY 3aros10BKy BKa3yrOTh HAWMEHYBaHHS Ta aJpecy OpraHi3allii BiIpaBHUKA Ta
P MOAPOOUITh: aapeca sl Teerpam, Homep ¢akcy, Homepa TeiaedoHiB:

All communications to be addressed to the company and not to individuals

Early Bird Warning Systems

75, Carlton Street, London E. C. 4

Jlata BiAMpaBlIeHHS JHCTa 3a3BHYall THUIIETHCS B TPABOMY KYTKY TIiJ
3aroJIOBKOM. ICHYIOTH HACTYIIHI CIMOCOOM TIO3HAUEHHS JaTh B JIJIOBUX JIMCTaX
aHTIACHKOIO MOBOIO:

12th September, 2010
12 September, 2010
September 12th, 2010
September 12, 2010

[lepen ducniBHUKaMU, 10 TO3HAYAIOTH PIK, 3a3BUYall CTaBUTHCSA KOMA, a OCh
Kparka B KiHI[l TO3HAYCHHS IaTH HE 00O0B'I3KOBA.

Ha3Ba Ta aapeca opranizauii ado mnpisBuie ocodu oJep:KyBada JuCTa
MUIIETHCS HA JIBIM CTOPOHI OJlaHKa JucTa. SIKII0 JUCT aApecoBaHO OKpeMiil 0coll —
YOJIOBIKOBI, TO MEpe] WOro Mpi3BUILEM CTaBUTbCS cioBO Mr. (CkopoueHHs ciioBa
Mmicrep): Mr. Tom Black. SIxuo nucT agpecoBaHO 3aMiXKHIM JKIHKI, TO BXHBAETHCS



cinoBo Mrs. (Ckopouenns cnoBa wmicic): Mrs. Mary Green. Ilpu aapecyBaHHI JTUCTIB
HE3aMDKHIM JKIHKaM BXKHUBA€ThCA CIOBO Miss (Mic), 3a sSIKUM Ciiaye iM's agpecarta:
Miss Anna White.

[Ticns HaliMeHyBaHHA Oprasizanli ado Npi3BUILA aJpecara Ha OKPEMOMY PSIKY
BKa3yeTbcsl HOMEp OyIMHKY Ta Ha3Ba BYJIULI (HOMEp OyIMHKY BKa3y€ThCS MEPIINM),
7l Ha OKpEMOMY PSIKY MUILEThCS Ha3Ba MICTa:

A-T Trade Food & Beverages,

17, Canon Street,

London, EC3 4BR,

England

BcerynHe 3BepHeHHSI TUIIETHCS HA JIIBIM CTOPOH1 JIMCTA IMiJi BHYTPINIHBOIO
azipecoro Ha okpeMomy psaKy. [lommupeni popMyiu BCTYITHOTO 3BEPHEHHS:

Dear Sirs, [llanosni nanose (CTporo oQiliiHO)

Dear Sir, lllanosnuii nane (cTporo oQpiiiiHO)

Dear Mr. Black, [llanosnuii nane bnex (meHII o(MiIiitHO)

Dear Madam, Illanosna nani (ctporo odiiiitHo)

Dear Mrs. Green, lllanosna micic I pin (MeHie oQiiiitHO)

Dear Miss White, [llanosna mic Yaiim (MeHiie opimiiHo).

Konu BianpaBHUK JucTa 6axae, o0 JUCT OyJio MPOUYMTAHO MIEBHOIO 0COO0I0 B
oprasisaiii ojepyBada, TO Iepej] BCTYITHUM 3BEPHEHHSM a0o ITiJT HUM CTaBUThCS
HacTynmHuut Hanuc: Attention: Mr. T. Black / AttentionofMr. Black.

OcHoBHuii 3mict Jmcra. Bes iHopmalis MOBMHHA JaBaTucs KOPOTKO,
JIOTIYHO, JIOCUTh YITKO 1 OAHO3HA4YHO. ['0JJOBHA JyMKa JIMCTAa MOXKE IMOYMHATHCS 3
NPUYUHU 3BEpHEHHs: [ am writing to you to..., [ am writing to inquire about..., I am
writing to apologize for..., I am writing to confirm....

3akiIl0YHa yacTHHA. Y 3aKII0YHINA YacTHHI JUCTAa TPAAUIIHHO BUPAKAETHCS
HaJig Ha PO3BUTOK CTOCYHKIB, 1 Ha Te, IO BHKJIaJcHA B JUCTI iHMOpMaIlis Oyzie
KOpHCHA 1 TOCTY>XUTh Y MallOYTHbOMY PO3BUTKY B3a€EMOBUTIHUX 3B’ s13K1B: We would
like to maintain cooperation and assure you...(CrnoaiBaemocsi TIATPUMYBATH
ciBpOOITHUIITBO 1 3aBipsiemo Bac ...)

[Tommupeni 3axmrouni hopmymu: Yours faithfully, Faith fully yours, Yours truly,
Yours sincerely, Yours.

[ligmuc y aITIOBHUX JIMCTaX AaHIIIACHKOI MOBOKO 3HAXOJUTHCA Ha TIpaBid
CTOpOH1 ONlaHKa Mmija 3aKiaouHor ¢dopmoro. Ha meprniii cXomuHIN Mij 3aKIHOYHOIO
dbopMyII0I0 CTaBUTHCA Ha3Ba OpraHizaillii, HaJ[pykoBaHa Ha koM toTepi. [1ig Ha3Boro,
Ha TOMY X PSJIKY CJIiJT HAJAPYKyBaTH Ha3BYy MOCaad 0COOU, IO MiIMKCala JIUCT.

[Tpu HEOOX1THOCTI B 3aKIIOYHIN YaCTHHI JIMCTA BKA3Y€ETHCS MPI3BHILE, MTOCAY,
aapecy Ta HoMmep TenedoHy 0coOH, sika MOTIa O JOTIOMOTTH y BUPINICHH] TUTaHb, SKi
BHHHUKAIOTE: If necessary do not refuse an opportunity to establish contact with our
representative (A. Petruk) clear up all questions that arise. (Ilpy HEOOX1THOCTI HE
BIJIMOBJISINTE Y MOMKJIMBOCTI 3B’A3aTHCS 3 HAIIUM IpeactaBHUKOM A. IleTpykom i
3’sICyBaTH BC1 MUTAHHS, SIKI BUHUKAIOTh ).

Bka3iBka Ha J0JaTOK B JIJIOBHX JHCTAX AHIVIHCHKOK MOBOIO. SIKIIO 10
JUCTa JIOAAHO sKi-HEeOy[b MaTepiajid, TO B JIIBOMY KYyTi JIUCTa HIDKYE MiAMNHUCY



nuieTsest ¢i1oBo Enclosure «gomatoky». SIKIO AUCT MICTUTH ABa 1 OLIbIIE HOHATKIB,
TO BKA3Y€ThCS iX KIJTBbKICTb.

BaxxnuBi MOMEHTH B A1IOBOMY JTUCTYBAHHI:
. SIk11o HampaBSIETHCS JUCT Y BiANOBiAb, TO Y BCTYII MOXE BHCIIOBIIOBATUCS TIOJIKA
3a MpHUCJIaHe BaM 3alpoIIeHHS, JOOPO3UWINBE MOBIIOMIICHHS PO TE, IO ajpecarT €
BIJIOMUM Yy CBOill rany3i 3HaHb: We thank you for the materials handed over to us by
your representative ... (Mu nsgkyemo Bam 3a Mmarepianu, nepenaHi Ham Bamum
MPEICTAaBHUKOM...).
SIKo HEeoOX1AHO TOSCHUTH 3alUTaHHS, MOCTABJICHI BAalllMM IMapTHEPOM, TO, KpIM
BI/IMOBI/1, BUCJOBIIOETHCS JyMKa IMPO MOXJIUBICTh MOJAJBIIOTO CHIBPOOITHUIITBA
ab0 TpO BIJICYTHICTh TaKOi MOMJIMBOCTI, BU3HAYAIOTHCA 3YCTPIdHI mo3uiii: In
connection with your enquiry we are informing you that we could send a group of
specialists...(Y 3B’a3ky 3 BammMm 3anuToM MM IOBIIOMJISEMO, IO MOITIKM O
HAINPaBUTH TPYITy CIEIIAICTIB...).
. S0 nMCT HOCUTH XapakTep pearyBaHHS Ha HEBUKOHAHHS B3ATUX Ha cebe
3000B’s13aHb, HEAOTPUMAHHS CTPOKIB MOCTABOK a00 1HIII Jii, sIKI TOPKAIOTHCS BaIIUX
1HTEpeCiB, OIlIHKA TOrO, IO CTAJOCs, 1 Balll BHUCHOBKH, CIPSIMOBAHI Ha PO3PUB
CTOCYHKIB, HE TTIOBHUHHI HOCUTH Pi3Koro xapakrepy: We are puzzled to learn that you
have not signed our documents...(Mu 3 moguBOM Ai3HaNKCS, 0 Bu He migmucanu
HaIll JOKYMEHTH.).
Konu no3navaroTh mocaay BCi CI0Ba OKPIM MPUUMEHHUKIB Ta apTUKIIIB MULIYTHCS 3
BEJIMKOI JIITEPU Ta BUKOPUCTOBYETHCS O3HAUeHWM apTUkiIb (the) Tomi, xomu He
BKa3aHe TMpi3BUIlle mocaaoBoi ocobu (the Manger, the Marketing Directoretc). VY
Ha3BaX KOMITaHIM apTUKIb HE BUKOPUCTOBYEThCA. OHAK ICHY€E YMCIIO KOMITaHIM, K1
3apeecTPyBaJIM CBOI HAWMEHYBaHHS, BUKOPUCTOBYIOUH apTUKJIL. Jly’Ke 9acTo B Ha3Bax
KOMITaH1ii BUKOPUCTOBYIOTHCSI HACTYTIHI CKOPOUEHHSI:

- LTD. (limited liability company) — xommaHii 3 OOMEXEHOIO
B1JIITOB1JAJIBHICTIO;
- Plc (public limited liability company) — komMmaHia 3 OOMEXEHOIO

BIJIMOBIJATIBHICTIO BIAKPUTOTO TUNY (AKI[IOHEPHE TOBAPUCTBO BIJIKPUTOTO THITY);
- Inc. (Incorporated) — kopriopariis;
- Corp. (Corporation) — Kopriopartis.

USEFUL PHRASES
1. To express apologies and regrets. na seubauenns ma supasy sHcanio.
We regret being unable to... Haxanb Mmu HE MOXKEMO. ..
Unfortunately we cannot... Haxans Mmu HE MOXKEMO. ..
Please accept our apologies for... Bubaure Hac 3a...
We express our apology that... Mu Bubavaemocs. ..
We offer (make) our apology... Mu BubavaeMocs. ..

2. To express gratitude. s supasy eoaunocmi.



We would be very much obliged...

I shall be grateful to you...

We shall appreciate it if...

We are indebted to the Chamber of Com-

merce and Industry for your address. ..
We owe you address to...

3. To express request.
Please let us know...
We would ask (request) you to...
We’d be obliged if...

We’d be glad to have your latest

catalogue...
Kindly inform us of the position of the

order

4. To express confirmation.
We confirm our consent to the

alternations. ..
Please acknowledge receipt of our

1nvoice.

3pa3ku AUTOBUX JIUCTIB:

Mu Oynu 6 my>xe BIsS4HI. ..

S 6yny Bam BasiuHui. . .

Mu 6ynemo Bam BastuHi, SKIIO. . .

Mu 3abom’s3aHi 3a Bamry aapecy

TOPTOBO-TIPUMUCIIOBIH MMasaTi. ..
Mu 3000B’s13aHi1 3a Barry agpecy...

s eupasy npoxanmsi.

[Tpocumo Bac noBigomuTu Hac...

Mu 6 monpocunu Bac....

Mu 6 Gy 3000B’s13aH1, SIKIIO. . .

Mu Oymu O pami oOTpuMaTH Ball

OCTaHHIN KaTajor...
[Ipocumo Bac indopmyBaru Hac mpo

Xi,[[ BHUKOHAaHHA 3aMOBJICHHA

s supazy niomeepoxcenHsi.
[TinTBepKyeEMO CBOIO 3rojly Ha JIaHi

3MIHH. ..
[Ipocumo Bac minrBepauTe OTpuMaHHs

HAIIIOTO PaxyHKY-(QaKTypH.

Request Letter

The Brush Group Plc
Duke’s Court

Duke Street

St. James’s
LONDON S.W.I.
England

Dear Sir,

We are interested in the equipment produced by your company and advertised in

the latest issue of «Industry».

Please send us your latest catalogues and price lists of this equipment. We would
be much obliged if we could have them by return.



We are looking forward to hearing from you soon.
Yours faithfully,
for V/O Prommashexport
(N.Petrov)
Director
Information Letter (notifications, letters of advice, etc.)

13th Aug, 1990

Dear Mr Brown,

I would like to tell you that a delegation from our company of three people will
arrive in London in the second half of this month.

I would be grateful if you could arrange their visit to some of your factories to see
the equipment we spoke about in operation.

I thank in advance for your help and cooperation.

Your sincerely,

Letter of Confirmation
21 st Jan, 1990
Dear Sir,
We confirm our agreement reached by telephone today about the change in the
terms of payment, which will be made by a Letter of Credit to be valid for 45 days.
The Letter of Credit will be irrevocable and confirmed.

We hope that our co-operation will be the mutual benefit of the companies.
Yours faithfully,

Enquiry Letter

27 th May, 1990

Dear Sir, We are interested in the new model of harvester advertised by you in the
current number of the Industry and we are considering ordering 3 machines on trial.
We need harvesters in a month’s time. The advertisement, however, does not give
sufficient information about the delivery time and otherwise.

Therefore we should appreciate further details as soon as possible.

We hope to establish business relations with your company and are looking
forward to hearing from you soon.

Yours faithfully,

Letter of Recommendation
Dear Sirs,

It is a pleasure to write this letter of recommendation to support the candidacy of
Vitaly V. Vasilenko for 1996-97 USIA-ACTR/ /ACCELS FSA Undergraduate



Program. I can evaluate his progress in English, as well as in Economics because for
the past two years I have been his English teacher and have worked closely with him.

As a student in Finance, Vitaly Vasilenko has distinguished himself by his deep
interest in the subjects studied at the University and in the modern tendencies in
current economy of the country, its financial situation and ways of positive
development. He needs more knowledge of laws and economic tendencies in
developed countries.

Last year Vitaly in his paper «Banking in Ukraine», investigated the problem of
Ukrainian banking and told his report on the topic at the annual students’ scientific
conference. His views and ideas were independent and rather interesting.

At all classes Vitaly always shows good knowledge of the subject and his readiness for
disputing and exchanging opinions on general and specific economic problems. He has a
good command of both spoken and written English. Being an industrious and diligent
student he also demonstrates creative and untraditional approach in his studies and
research.

Out of studies Vitaly is an active, initiative man, patient and amiable with his class-
mates. I can recommend him as a highly responsible and reliable student. I believe that
Vitaly V. Vasilenko will be able to participate successfully in an educational exchange
program in the United States. I support with enthusiasm his application for that
possibility.

Name of RecommenderNatalya Shamkhalova
Title Senior Teacher of English,

Foreign Languages Chair
Place of Employment Kyiv State Economic University
Address 49¢g Dehtyarivska Str., Kyiv, Ukraine
Telephone 380—44-441-7637
Signature Date 5 January 1996




NOJATKH
Honartok 1. 3pa3zok opopmiIeHHSI TUTYJILHOI CTOPIHKH KOHTPOJILHOI pO00TH
MiHICTEpCTBO OCBITH 1 HAYKH YKpaiHU

JIEPYXABHII1 EKOHOMIKO-TEXHOJIOTTYHMI YHIBEPCUTET
TPAHCIIOPTY

Kadenpa inozemHUX MOB

JIIJIOBA AHTJIIICBKA MOBA

KonTtponbHa pobota

Bukonas:

(npi3BuIie, iM’s1, IO OATHKOBI)
rpyna

(mdp CTYAEHTCHKOIO KBUTKA)
(nara)

[lepeBipuB:
(mocana)
(mpi3BuIIE, M5, IO OATHKOBI)

Pix
Honarok 2. 3pa3ok BUKOHAHAHHA KOHTPOJILHOI pOOOTH.



Variant 31

I. Read and translate the following text into Ukrainian.

the text in English

nepekJiajl YKPpaiHChbKOK

Women in Business in Finland

Women have historically played a
major role in business life. Finland was
the first European country to give the
vote to women in 1906 and the
smallness of the population has added
impetus to encouraging women into the
workforce.Many women can be found
in the most senior positions in large
Finnish companies and this number
seems to be increasing year on year.

Kinku B 0i3Heci y DiHasAHIil

JKiHKHM iCTOPUYHO TPAIOTh BXKIIUBY POJIb B
KUTTI O13Hecy. Dimnsguais Oyna mepima
€BpOIElichbka KpaiHa, [0 Hajala IMpaBo
roiocy kiHkam y 1906 poii 1 HeBenuka
KUIBKICTh HACEJIEHHS J10/1ajia MOMITOBXY 0
320X0UEHHS KIHOK Ha PUHKY mpaiii. barato
KIHOK MOXeMO 3HaWTh (OaunTH) Ha
HaWOUIBII KEPIBHUX TOCAAAX Y BEITUKHX
(GIHCHKUX  KOMIAHISIX, 1 1€ YHCIIO,
3[IAETHCS, 3pOCTAE MIOPIYHO.

I1. Write down ten Ukrainian proper names in English.

1. ®enip Banentunosuu Bakyna — Phedir ValentynovychVakula
2. Cycno Anapiit MaparoBuu — Andrii Maratovych Suslo
3. Makyus Bacununa BanepiiBaa — VasylynaValeriivna Makutsia

III. Design your own business card.
[

Tush

LAWN ¢+ PROPERTY ENHANCEMENT

. JON 248:343-5976
_ KAYLEN 734-552:8728

6811 CLINTONVILLE ROAD
CLARKSTON, MICHIGAN 48348

IV. Create your own resume.

WWW.LUSHMICHIGAN.COM




Oleg Shorin

Dmitrov Street 13, Kiev, Ukraine
Mobile phone: +38 050 3333333
E-mail: o_shorin@fm.ua
Summary :

e 10 years sales experience (consumer electronics, industrial machinery and
automation, heating equipment, refrigeration, FMCGQG).

e MBA Economics; Master's Degree in Electronics Engineering.
¢ Fluent English, Ukrainian, Russian and spoken Polish.
e Practical knowledge of PC hardware and various electronic devices.

Objective:
Sales Manager Ukraine / Country Sales Representative or attractive job in Western
Ukraine.

Work Experience:

Since 03.2004 - Mrloni Termosanitari

Position: Regional Sales Manager, Western Ukraine (10 regions).

Products: gas combiboilers, gas water heaters, electrical water heaters.

Customers: wholesalers and retailers, construction companies, consumer electronics
stores, installation service companies.

Prepared regional market for opening of MTS-Ukraine warehouse in July 2004 and
introduction of MTS gas products. Made market researches and participated in price
policy development. Built distribution net across the region. Concluded agreement
with the biggest player on the regional market and placed regional stock in his
premises. In 2004 sold only in my region two times more boilers than all Ukrainian
dealers in previous year. 50% turnover growth in 2005.

Prepared and conducted trainings for partners' sales and technical staff.

07.2003 — 03.2004 - Bobst Group

Position: Market Development Manager.

Products: machinery for packaging industry.

Customers: printing and packaging companies.

Explored Ukrainian market of printing and board converting companies. Configured
machines according to the customer needs, prepared offers, made presentations,
coordinated interactions between customers and Bobst Headquarters.

In five months started four projects of total value 2,6 mln Swiss Francs and finalized
one of them with signing 555’000 CHF contract.




In addition performed duties of system administrator — ensured functioning of local
area network, Internet, all PC hardware and software in the office.

12.1998 — 07.2003 - Danfoss Group

Position: Regional Sales Manager.

Products: industrial automation, AC drives, measurement equipment; automation for
heating and water supply; refrigeration equipment.

Customers: OEMs, processing plants, resellers, installation service companies,
construction companies.

Reported directly to General Manager.

Worked closely with distributors and key customers in 9 regions of Western Ukraine
on different levels — CEOs, Financial Directors, Engineers, etc.

Started working as a first Danfoss Regional Manager, created customers net (about
150 companies including distributors, oil refineries, food industry enterprises).
Maintained close contact with existing customers and searched for potential clients.
Sold both complete technical solutions and components. Developed a price policy
and monitored the competitors' activities in the region. Provided customers with
technical information and support; prepared and conducted trainings. Participated in
tenders and exhibitions.

Several times was rewarded as the best regional salesman.
I had found and developed the best (by sales volume) distributor in Ukraine in
heatmeter sector.

Languages:
Ukrainian — native; Russian, English, Polish — fluent.

Education:

01.2000 — 04.2002 — Lviv Institute of Management (LIM)

International MBA Program with participation of teachers from US and British
universities.

Manager-Economist Diploma and MBA Certificate.

10.2001 — 11.2001 — Danfoss A/S headquarters, Denmark.

Internship at Global Marketing Department.

04.2001 — 05.2001 — LEADER course in General Management prepared and carried
out by teachers from Richard Ivey School of Business, The University of Western
Ontario.

09.1990 — 07.1995 — Technical University, Lviv, Ukraine

Major in electronics engineering.

Trainings:

12.2005 — Value Selling and Sales Management training, Bucharest, Romania.
10.2003 — 11.2003 — Product specific training in Bobst SA, Lausanne, Switzerland.
08.2002 — Leader Personnel Development Center

“Client Relations Management” training.



1998 — 2003 — A number of technical trainings related to industrial automation; AC
drives; cooling, heating, board converting equipment.

12 — 18.06.1999 — Mercuri International consulting company

“Effective Sales Work™ training.

02.1998; 10.1997 — Coca-Cola trainings for sales staff.

Other skills:

e Microprocessor devices design, firmware design, working knowledge of AVR
Assembler programming language.

e Experience in small business registration and respective accounting.

e Advanced PC user (OS: Windows 9x, Me, NT (installation, configuring)
e Excellent analytical and communication skills.

¢ FEasy learning.

¢ Driver’s license since 1992, great driving experience, good knowledge of car
mechanics and electronics.

Personal data:
Born in 1973.

Hobby:
Electronics, alpine skiing, volleyball, car mechanics.

References:
Letters of Recommendation available from previous employers.

V. Write a business letter.

REPLY FROM AN EXPORTER

FINE TEXTILES LTD.
Hope on Road Stroke-on-Trent ST7 1QF England

Our ref. Your ref.

25 May 200



Johanssen Forlag
21 Kirkegate
Stravanger 5026,
Norway

Dear Mr.Olssen,

We thank you for your enquiry of 21 May and have sent you today, by separate
post, our current price-list and a full selection of our silk patterns. All of these are
sold well throughout the Scandinavian countries and we can safely recommend
them to you. Once you have seen the samples we are sure you will agree that our
cloth is unique both in texture and color.

Details of our terms of payment and discounts are enclosed. We can guarantee
delivery within a week of receiving your order.

Our representative for Europe, Mr. K. Spider, will be in Norway in a week, and we
have asked him to make an appointment to visit you. He is authorized to discuss
the terms of an order with you.

Thank you for your interest. We hope to hear from you again soon, and can assure
you that your order will be dealt with promptly.

Yours sincerely,
M.York
M.York

Export Manager



CIIMCOK BUKOPUCTAHOI JIITEPATYPU

. Augpymiko C. S. McKycCTBO COCTaBIICHUS [IEJIOBBIX MHCEM HAa AHIIIMKCKOM
a3pike / C. 5. Angpymiko. — Onecca : «JIBa cioBay, «Bapuant», 1993. — 32 c.

. bukons O. I1. /linoBa anrmicbka MOBa : HaBUaJIbHUM 1ociOnuk / buxons O. I1.
— Binauns : HoBa kuura, 2010. — 312 c.

. byOHoBa J1. B. ExcniepumenTanbaa nepeBipka e(EeKTUBHOCTI
B32€MO3B’S3aHOT0 HABYAHHS ay/[IFOBaHHS Ta TOBOPIHHS aHIIIHCHKOIO MOBOIO Y
ninoBoi cdepi / . B. byonosa // Kymbrypa nHapomoB IlpuuepHOMOpBS :
Hayunsrii xxypran. — Ne 74. — Cumbeponons, 2006. — C. 178 — 181.

byonosa JI. B. PoneBsie u AenoBbie UTPphl KaK 3aBEPIIAIONINI dTarn 00ydeHUS
JeoBOMYy OOIIeHHI0 Ha aHrmmiickoM sizbike / JI. B. byOGnoBa // BectHuk
MHHCKOrO TOCYyAapCTBEHHOIO JIMHIBUCTHYECKOro yHuBepcutera. Cepus 2.
[Tenaroruka. Ilcuxomorus. MeToauka mpemnoaBaHus HHOCTPAHHBIX S3BIKOB. —
Ne 1 (7). — Munck, 2005. — C. 115 — 125.

. I'ynoa O.B., Pwxkenko C.C. JlinoBe nucbMo. AHMmicbka MoBa /
O. B. I'ynoga, C. C. Puxenxo. — Joneusk : JlouHY, 2009. — 151 c.

. Icaeako C. A. JlinmoBa anrmiiickka moBa: KonTposmbHa poOora. MeroauuHi
peKoMeHJaIli 11010 BUKOHAHHS KOHTPOJIbHOI poOoTu. /[l cremiamicTiB
3a04HOi (popMHU HaBuaHHsS TexHIYHMX cremianbHocTel / C. A. Icaenko. — K. :
JHETVYT, 2011.

. Komor JI. A., banp3annikoBa JI. I'. Aarmiiicbkka MOBa JiJ10BO1 KOPECITOHACHIIIT :
Hapy. moci6. / JI. A. Konor, JI. I'. banp3annikoBa. — K. : KuiB. Hail. Topr.-eKoH.
yH-T, 2009. — 164 c.

. IInotnukoB A. B. JlenoBas mepenucka ¢ 3apyOexxHbIMU mapTHepamu. — K.:
JIupa, 1992.

. CkpebOkoBa-ITabar M. A. JlinoBa aHrmiiicbka MoBa : Hapy. 1Moci0. /
M. A. CkpebkoBa-ITa0ar. — JIsBiB : HoBwii cBiT — 2000, 2009. — 392 c.

10.1Manmunuua C.C. UnuTtaHHs 1 CKJIaJJaHHS KOHTPAKTIB HA aHTIMCHKINA MOBI. - M. :

1991. - 64 c.

11.1JamxamoBa H. A. CydyacHa pijioBa aHIJIiiCbKa MOBa : HaB4. T0Ci0. /

H. A. lIIamaxanoBa. — K. : KHEY, 2005. — 164 c.



Hasuanvue suoanus

Jlecs BikTopisaa Kymmap

JIJIOBA AHIJIIICBKA MOBA
KonTponbHa poGoTta. MeToauuHi peKOMEHJaIli MI0JI0 BUKOHAHHS KOHTPOJIBHOL
poOOTH Ta CaMOCTIMHOIO OMpAIfOBaHHS HaBYAJIBHOrO Marepiany. s cTyaeHTiB
OKP «bakanaBp» €KOHOMIYHUX CIelialibHOCTeH Oe3BiIpUBHOI (HOpMHU HaBYaAHHS

(TTOBHOTO Ta CKOPOYEHOTO Kypcy (axoBOi MiATOTOBKH )

BinnosinaneHa 3a Bunyck JI. B. Kymmap

Hinnucano 10 apyKy 2014 p. opwmar nanepy 60x84/16, namip odcernuii, criocid apyky — pusorpadis. 3amosnenns Ne --- , HakIaz
puMmip.

HanpykoBano B PenakiiiiiHo-Bu1aBHUUIOMY [IEHTPI J[epikaBHOTO EKOHOMIKO-TEXHOJIOTIYHOTO YHIBEPCUTETY TPAHCIOPTY
Csinonrso npo peecrpaniro Cepis K Ne 3079 Bin 27.12.07 p.
03049, m. Kuis - 49, Byn. Mukonu Jlykamesuua, 19
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	I. Read and translate the following text into Ukrainian.
	British Management Style
	In comparison with many other cultures, relatively little preparation is done for meetings (with the exception of client-facing meetings). This is because meetings are often viewed as the forum for the open debate of an issue and that, during that open debate, a route forward will be found. When the route forward is agreed, then the detailed work schedule will be implemented. Being over-prepared for meetings in the UK can result in certain negative feelings towards those who have prepared in advance. There is no point having a meeting with the Germans (for example) because they have already decided the outcome prior to the meeting.
	British managers tend more towards generalization than specialization. The proposition that the manager needs to be the most technically competent person would receive little support in the UK. Therefore, pure academic education is afforded much less respect than in other countries (notably Germany and France) and the emphasis is on relevant experience and a hands-on, pragmatic approach.
	I. Read and translate the following text into Ukrainian.
	British Communication Styles
	Variant 10
	I. Read and translate the following text into Ukrainian.
	Successful Entertaining in Britain
	It is reasonably common to be invited out for lunch by a business contact in the UK, but more unusual to be asked to go for dinner. Business lunches are often seen as an extension of the meeting and it is usually acceptable to discuss business matters over the food. If in doubt over this matter, follow the lead of your host. The person who invites will invariably pay and there is no real need to offer to contribute to the cost. If you have invited a guest and they offer to contribute, they are probably doing so out of politeness and do not necessarily expect to be taken up on their offer.
	Lunches can vary in style from a very informal pub meal to a much more elaborate formal meal at an expensive restaurant. The choice of venue can depend on a number of factors such as location, importance placed on the business opportunity (or guest), market sectors etc. If you are unsure where to take somebody it is best to err on the side of caution and go to a good quality restaurant.
	Variant 11
	I. Read and translate the following text into Ukrainian.
	Background to Business in Australia
	Variant 12
	I. Read and translate the following text into Ukrainian.
	Australian Business Structures
	I. Read and translate the following text into Ukrainian.
	Australian Management Style
	Variant 14
	I. Read and translate the following text into Ukrainian.
	Australian Communication Styles
	Variant 15
	I. Read and translate the following text into Ukrainian.
	Doing Business in China
	Variant 16
	I. Read and translate the following text into Ukrainian.
	Background to Business in China
	Variant 17
	I. Read and translate the following text into Ukrainian.
	Chinese Management Style
	Variant 18
	I. Read and translate the following text into Ukrainian.
	Chinese Communication Styles
	Variant 19
	I. Read and translate the following text into Ukrainian.
	Background to Business in France
	I. Read and translate the following text into Ukrainian.
	French Business Structures
	I. Read and translate the following text into Ukrainian.
	French Management Style
	Variant 22
	I. Read and translate the following text into Ukrainian.
	Background to Business in Sweden
	Variant 23
	I. Read and translate the following text into Ukrainian.
	Swedish Management Style
	Variant 24
	I. Read and translate the following text into Ukrainian.
	Swedish Communication Styles
	Variant 25
	I. Read and translate the following text into Ukrainian.
	Portuguese Business Structures
	Business structures in Portugal have always veered towards the strictly hierarchical — not surprising as most organizations have either been government-run or part of a larger family owned consortium. (The state has until recently owned more than 50% of the country's assets with another large proportion being in the hands of a relatively small number of very wealthy and powerful and wealthy families.)
	Therefore, unless you are dealing with the subsidiary of a multi-national, it is best to expect that the organization you are dealing with will have an extremely centralized decision-making approach with all decisions of any importance being made by a few key individuals at the top of the company. It is really important to make some time to understand the structure of the Portuguese business you are dealing with, to ensure that you are speaking to the right people. Time can be wasted trying to get decisions out of people who have little or no authority.
	Variant 26
	I. Read and translate the following text into Ukrainian.
	Portuguese Communication Styles
	Variant 27
	I. Read and translate the following text into Ukrainian.
	Norwegian Business Structures
	Norway is a country with a low population but an very high standard of living - the population of less than 5 million share an average Gross Domestic Product of $79,00 per person – making Norway the third highest in the world (after Luxembourg and Bermuda).  Norway also tops the Economist Human Development Index. Norway's prosperity is due, in no small part, to its large oil deposits which have helped the country develop a very large Sovereign Wealth Fund and maintain a high quality social system and infrastructure.
	I. Read and translate the following text into Ukrainian.
	Norwegian Management Style
	Variant 29
	I. Read and translate the following text into Ukrainian.
	I. Read and translate the following text into Ukrainian.
	Italian Business Structures
	Дата відправлення листа зазвичай пишеться в правому кутку під заголовком. Існують наступні способи позначення дати в ділових листах англійською мовою:
	Вступне звернення пишеться на лівій стороні листа під внутрішньою адресою на окремому рядку. Поширені формули вступного звернення:
	Вказівка на додаток в ділових листах англійською мовою. Якщо до листа додано які-небудь матеріали, то в лівому куті листа нижче підпису пишеться слово Enclosure «додаток». Якщо лист містить два і більше додатків, то вказується їх кількість.

	Variant 31
	I. Read and translate the following text into Ukrainian.
	the text in English
	переклад українською
	Women in Business in Finland
	Women have historically played a major role in business life. Finland was the first European country to give the vote to women in 1906 and the smallness of the population has added impetus to encouraging women into the workforce.Many women can be found in the most senior positions in large Finnish companies and this number seems to be increasing year on year.

