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UNIT ONE

STEP ONE

Read the text:

A DAY IN THE LIFE OF A BANK MANAGER

It is 7:15 a.m. in Hayward, California,
and Marjorie Wong-Gillmore, a 32-year-old
bank manager and mother of two, is driving
down Highway 17 toward the Milpitas branch
of Security Pacific National Bank, where she
usually arrives by 8 a.m. To help her plan her
typically hectic day, Wong-Gillmore already has a three-page list of things
to do that she prepared the night before.

Deregulation of banks has increased the competitive pressures and
made it much more necessary for bank managers to be proactive in
attracting new business. As a result, Wong-Gillmore says that her number-
one priority is customer service — keeping current customers satisfied and
signing up new ones. In attempting to bring in new customers, she tries to
make visits each day to potential business customers. Unless she finds the
time to make such visits, she is unlikely to meet her goal of building her
business customer base. In fact, she already has scheduled several
appointments for the afternoon. One visit will be to a Chinese restaurant
whose proprietor is installing a new credit card imprinter that will deposit
the credit slips into a Security Pacific acceptance account. She needs to
provide bank supplies for use with the imprinter and to make sure that the
operation runs smoothly for the new customer.

Near the top of her list is a new-customer campaign that has most
recently been aimed at certified public accountants. She has already sent
letters to different district departments in the area attempting to interest
them in a special type of account that lets the account holder write himself
or herself a loan as needed. Now, as she fights the traffic moving toward
the heart of the Silicon Valley, Wong-Gillmore is trying to figure out when
she can allocate time for follow-up phone calls.

Wong-Gillmore also thinks about a personnel problem that weighs
heavily. One of her assistant managers, Yvonne Frechette, has been
recently promoted to a better job at a larger branch in nearby Sunnyvale.
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While she is happy for Frechette, the promotion has made it difficult for
Wong-Gillmore because her branch now has only one assistant manager
instead of the usual two. The situation makes Wong-Gillmore’s job much
more difficult because she must absorb some of the extra work load.
Hopefully, she will have a replacement soon.

As Wong-Gillmore arrives at her office at 8
a.m., she is quickly immersed in a flurry of
activities. First, she goes to her desk to take care of
the most immediate task of the day, reviewing her
circulation file. The file contains new procedures she
1S to initiate at the branch, as well as information
about new special promotions (such as discounts on
traveler’s checks or incentives to open checking
accounts) that must be implemented immediately.

Next, Wong-Gillmore reviews reports from the previous day’s
activities. One report shows rejected debits, indicating insufficient funds.
On the basis of a customer’s account history, Wong-Gillmore must decide
whether to cover a check or let it bounce, a task that would usually be
handled by an assistant manager if the branch were not shorthanded
because of Frechette’s promotion.

The remaining assistant manager is busy coordinating the counting of
each cash deposit from the bank’s night depository. Since this 1s a
Monday, there are large numbers of deposits that were made by business
owners over the weekend. The counting of the deposits involves several
people since each locked canvas deposit bag must be opened and
simultaneously counted by two people, a time consuming process called
«dual control». As a result, Mondays are usually especially busy.

On other days, Wong-Gillmore holds various staff meetings at 9 a.m.,
often to go over the bank’s various products. For example, there are at
least seven different kinds of checking accounts. «It’s gotten so diverse
that you can get a customer in the door and spend 15 or 20 minutes just
explaining all the options», she says. Wong-
Gillmore has to expend considerable time and

\ ¢ ‘ effort to ensure that the staff is well versed in the
¥ varied and constantly changing products of the
M) bank.

At 10 a.m. the branch opens, and customers
begin pouring in. During the peak time in the
middle of the day, Wong-Gillmore becomes what
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she calls a «utility player», pitching in wherever needed. She might review
loan applications, talk with customers and deal with the constant problems
that arise, such as a breakdown of an automated teller machine. Sometimes
she works at a teller window if customer lines get particularly long. She
also must sometimes deal with irate customers who get upset if lines are
long or a mistake is made.

Still, as much as possible, she likes to leave the operations of the
branch to her assistant managers. Otherwise, she might easily get
completely caught up in the day-to-day problems and lose sight of the fact
that her main task is getting more customers for the bank. Nevertheless,
when things are not running smoothly at the branch, Wong-Gillmore must
juggle her time schedule to help resolve major problems. As a result,
Wong-Gillmore is under constant time pressure.

An added pressure is the fact that the letter lines close at 3 p.m. each
day and all paper records of the day’s transactions must be ready to be
picked up by courier at 3:30 to be transferred to the bank’s regional office.
«From 3:00 to 3:30, it’s basically a madhouse around here», Wong-
Gillmore says. In addition to overseeing the transactions paperwork,
Wong-Gillmore must have any of her own memos about interdepartmental
dealings ready to go at 3:30 as well.

Often Wong-Gillmore is visiting customers in the afternoon, but if she
happens to be in the bank instead, she might analyze customer credit
requests, check current levels of suppliers, and try to catch up on the things
that have fallen behind due to unforeseen interruptions and problems.
Requests for credit from businesses often take a great deal of complex
analysis in order to come up with the right solution to a business’s credit
needs, another time-consuming job in her already hectic day. Nevertheless,
Wong-Gillmore enjoys the many contacts she makes in the business
community, and she likes «dealing with different companies and learning
how they operate».

Wong-Gillmore also likes working with her staff. She says that when
people do well, as Frechette has done in getting S
promoted, «that’s not only a reflection of their
achievement, but a reflection of my
achievement as well». Conversely, she states
that when an employee does not do well, «you \ &
feel like you’re failing, too. This year we’ve
had to let go of two or three people. That’s not &
easy, especially when you know they’re good
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people, and they were trying their best, but they just weren’t careful
enough». Generally, people are tired for having shortages in their cash
drawer. Regardless of the reason for the shortages, she must lay off
employees who have chronic shortages — a less than pleasant task. She also
dislikes the paperwork and the constant changes in procedures. «We’re
constantly getting reviews of regulations, and we might get an indication
of things that change one way, and then see them go the other way two
months later».

FOR YOU TO BE DONE:

. Outline the usual working day of a bank manager and name his/her
duties and responsibilities.

I. Choose three main features which are necessary for any manager:

general education; flexibility; motivation to work; foreign languages;
resistance to stress; communication skills; ability to make decisions;
imagination; punctuality.

IIl. Insert the missing words in the proper form and translate the
following sentences into Russian:

1. Our bank has several ... in different towns of the 1. ycmyru 6anka
country.

2. He didn’t implement ... properly and was fired. 2. ccyna

. The number of the ... is constantly increasing. . ¢unuan

4. As I regularly save some money I decide to open 4. HexBaTka

... and get dividends.

. This bank gives ... on high interest rates. . cueT (B OaHKe)

6. She always makes mistakes when counting the 6. oOcimyxuBanue
takes and that is why there are regular ... in the KJINEHTOB
cash.

(U]
(U]

()]
D

IV. Find the synonyms to the following words in the text:

to perform; staff; time-table; progress; lack; rules; to make every effort;
bank’s services; to fire; subsidiary; business circles; agenda; to attract;
owner; to introduce; to pay a check; skilled; queue.



V. Answer the following questions.:

1. What bank’s products do you know?

2. What does customer service include?

3. Who is a bank’s customer?

4. What staff is necessary to operate a bank?
5. How can money be safe in a bank?

V1. Study carefully the twenty ways of saving money without the bank

A e

~

9.

10.
11.

12.
13.
14.

15.

16.
17.
18.
19.
20.

services. Choose the ways that are suitable for you and explain your
choice:

Save money on holidays by exchanging homes with a foreign family.
Learn to do your own simple mending and electrical repairs.

Knit your own sweaters.

Drive smoothly without sudden stops and starts — it uses less petrol.
Don’t drive when you can walk.

Telephone people at time when you know they are busy — your
conversations will be shorter.

Put your telephone in an inconvenient noisy place.

Form a group with other people to share the shopping — you will save
money by buying in bulk.

Invite people to tea or coffee instead of dinner.

Borrow books from the public library instead of buying them.

Buy fewer newspapers and magazines — you probably don’t read them
all away.

Don’t use a dishwasher or washing machine without a full load.

Take showers instead of baths.

Buy cheap throwaway shoes for rough wear (expensive shoes need
expensive mending).

Don’t send sheets to the laundry — use non-iron sheets and wash them
yourself.

Drink water instead of expensive soft drinks.

Be very careful about turning lights off when they are not needed.

If you have a garden, grow your own vegetables.

Make your own jam and marmalade.

Learn to do your own hair.

VII. Translate into English:



banku — 3T0 0cOObIe SKOHOMUYECKUE MHCTUTYTHI, OCYLIECTBIISIONINE
AKKyMYJIAIIUIO JCHEXKHBIX CpPEACTB M HAKOIUICHHWM, MPEAOCTABICHUE
KPEIUTOB, MPOBEJICHUE JEHEKHBIX PAaCUETOB, IMHUCCHUIO JICHET, IEHHBIX
OyMmar, OCYUIECTBJICHHE IIOCPEAHMYECTBA BO B3aWUMHBIX IUIATEXaxX U
pacuerax  MeEXIy TrocyaapcTBamu, mOpeanpustusmu  (pupmamn),
VUPEXKACHUAMU U OTACIbHBIMH JIMIIAMU. bDaHKA BO3HUKAT U
pa3BUBAIOTCSA B OOLIECTBE Ha OCHOBE TOBAPHO-IEHEXKHBIX OTHOIICHUH H,
CJIeIOBATENbHO, (DYHKIIMOHUPYIOT B PA3IMYHBIX CIIOCO0AX MPOU3BOJICTBA.
banky ObIBaIOT 1EHTPAJbHBIMU, WHBECTUIIMOHHBIMH, WIIOTEYHBIMHU,
KOMMEPUYECKUMU U cOeperaTesibHbIMH.

[enTpasibHbIN (3MUCCUOHHBIN) OaHK B OOJBIIMHCTBE CTPAH SIBISETCA
rOCYJAapCTBEHHBIM, JAXE €CIM OHO M HE BJIAJIEET €r0o KalHUTAJIOM WU
BiajeeT 4vacTuyHo. LleHTpanbHbId OaHK PYKOBOJUT BCEH KpPEIUTHOMN
CUCTEMOM CTpaHbl: BBIMMYCKAaeT B oOpalieHrue OaHKHOTBI, XpPAHUT 30JI0TO-
BaJIOTHBIE pE3EpBbl, XPAaHUT CBOOOAHBIE CpPEICTBA U 00sA3aTEIbHBIE
pe3epBbl KOMMEPUECKUX M JIPYTUX OAHKOB, MPEIOCTABISET UM B Clyyae
HEOOXOMMOCTH  KPEAWTHl i TOAJAEPXKAHMSI UX  JIMKBUJHOCTH,
oOecrnieunBaeT o0cyKMBaHUE OIOKETa roCyaapCTBa.

NuBecTUIIMOHHBIE  OaHKM MO  MOPYYECHHIO
roCyJapcTBa M NPEANPUITUI ONPEIEITSAIOT pa3MeEphL,
YCIJIOBHUS, CPOKH BBIIyCKa LIEHHBIX OyMar v BBIOOp UX
TUIA, OPraHU3yIOT HUX pPa3MEIIEHUE U BTOPUYHOE
oOpallleHHe, TapaHTHPYIOT MOKYIKY BbIMTYIIEHHBIX
LHEHHBIX OyMar, IpeloCTaBIsIOT MOKYIaTeNIsIM aKIUui
U 00JIUTaIui CCY/IbI.

HNnorteunsie OaHKU PEJCTABIISIIOT coOoit YUPEXKICHUS,
CHEHHAN3UPYIOIIMECA HA BbLAAYE JOJITOCPOYHOTO KPEIUTA MO 3aJ10T He-
nBKUMOCTH. CcyAbl, Kak MpaBWIO, BBIJAIOTCA HA JKWIHIIHOE U
IPOU3BOJCTBEHHOE CTPOUTEIBCTBO MO IOCTATOYHO BBICOKUH IIPOLICHT.
Kommepueckue 6aHKH SBISIOTCS OCHOBHBIM 3B€HOM KPEJIUTHON CUCTEMBI.
JT10 HanboJee YHUBEPCATIbHBIA TUII OAHKOB, BBITTOJHSIOMINN TPAKTUUECKU
BCE€ BHUAbI OAHKOBCKHMX OIE€palMii: IMPHEM BKJIQJ0B Ha TEKyLIUME CUETA,
KPaTKOCPOYHOE KPEAUTOBAHUE MPEANPUSATUNA, pacUeThl MEXAYy HUMH. 3a
NOCJIEIHEE BPEMS KOMMEpPUYECKUE OAaHKU 3HAYUTENIBHO YBEIUYWIA IPUEM
CPOYHBIX U cOeperareabHbIX BKJIAJ0B, CpeIHE- U JIOJTOCPOYHOE
KpEIUTOBAaHHE, MOTPEOUTENbCKUN KpEeAUT HaceleHus. baHku ocyiect-
BJISIFOT WMHBECTULHMOHHBIE OIEpaldK, CBSI3aHHbIE C KyIUIEH-Ipofaxei
IIEHHBIX OyMar NpaBUTEIbLCTBA MU MECTHBIX OpPraHOB BJIACTH, a TaKXKe
3aHUMAIOTCS (PAKTOPUHTOM U JIU3UHTOM.
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COeperarenibHble OaHKM 4Yallle BCEro SBIAIOTCS HEOOJBIIMMU
KPEJIUTHBIMUA YUPEKIACHUSIMH MECTHOTO 3HaueHHs. OHHM TPHUBIEKAIOT
cOepeXeHUs] IITUPOKUX CJIOeB HacelieHWs. baHku 0OBEAUMHSAIOTCS B
HallMOHAJBHBIE  acCOIMAIlMM W, KaK TPaBUIO, KOHTPOIUPYIOTCS
roCyJJapCTBOM WJIM MPUHAJJICKAT eMy. baHKU BBIMIOTHSAIOT MTPHUEM BKJIATIOB
HACeJeHWs Ha  TEKyllWe W  Jpyrue  CcYera, MPeIoCTaBISIOT
MOTPEOUTENIbCKUA M HWITOTEYHBIM KPEIWTHI, CCYIbI, IMPOU3BOIAT KYILTIO
YaCTHBIX W TOCYJApCTBEHHBIX IIEHHBIX OyMar, BBIMYCKAIOT KPEIAUTHBIC
KapTOYKH.

VIII. Find it in the text and translate the sentences into Russian.

IX. Translate the sentences into Russian. Pay attention to the possible
ways of translation of it:

1. It is with the expansion of trade and commerce during the period
followed the

2. Industrial Revolution that training in Latin and Greek came to be
considered as insufficient for the future businessman and industrialist.
The demand was now for modern foreign languages. And it is perhaps
because they have had to compete with Latin and Greek that modern
languages have so long been taught as if they were dead ones.

3. To understand, to know reality, it is necessary to have a theory of
knowledge corresponding to truth.

4. A bill of exchange or, as it is sometimes called, a draft, is defined as
an unconditional order in writing, addressed by one person to another,
signed by the person giving it, requiring the person to whom it is
addressed to pay on demand or at a fixed time a certain sum of money
or to the order of a specified person, or to bearer.

5. The thing made by a commodity producer ceases to obey its owner
once it has reached the market and entered into relation with other
commodities; it begins to live an independent life, and a very
capricious life at that.

6. Today one receives $20 for a pair of shoes, tomorrow only $15; the
day after tomorrow it turns out that nothing at all can be got in
exchange for the shoes.

7. The part of capital which is embodied in the equipment does not
change during the process of production; it is only transferred to the
newly produced commodity to the extent that the equipment become
used up or worn out.



10.

Al

_—

10.

11.

12.

13.

14.

15.

. It was Marx who first divided capital into its constant and variable

parts and thus disclosed the secret of capital showing that only
variable capital produces surplus value.

. It is the pursuit of surplus value which leads to accumulation of riches

and luxury.

The producer’s commodity no longer finding a market, the producer is
compelled to curtail production or stop it altogether and to take up the
manufacture of some other commodity.

Translate the sentences into Russian. Pay attention to Participles and
Participial Construction:

. Despised, Las Vegas nonetheless flourishes, because it is a part of the

fabric of life.

Properly lead and organized any company can make profits.

The trade figures themselves are distorted.

These papers will be kept in the office until applied for.

They ordered raw materials; these being supplied, they launched a
new product.

Having finished the talks, they signed an agreement.

The reconstruction being accomplished, they opened the new outlet
and waited for customers.

His price policy was resulting in continuously rising prices, the
reduction in the food supplies at the store having caused a sharp rise in
the price of food.

. Scientific investigation is not usually undertaken with personal profit

in view, the market research, on the contrary, is intended for personal
profit.

She did not throw her information at me, it was rather I, curiosity
piqued, who led her on to disclose it.

With her income so much reduced and so many dividends not being
paid, that proposition was indeed worth taking into consideration.
What freedom to negotiate can there be when all houses of the same
type are having their rents increased?

A few weeks later his father managed to get him engaged as a clerk in
another lawyer’s office at ten shillings a week.

The European markets were alternatively opened and closed to British
goods according to the vagaries of diplomacy and war.

Having been discussed, the price list for the new commodities was
sent to regular customers.



16. With a budget nearly as large as that of the Foreign Ministry, the
Information Department bought advertising space in foreign
newspapers.

17. The Finance Minister would calmly leave the whole thing to the
working of the market, with current prices raising supply and cutting
demand but not prices artificially raised.

18. With higher oil bills to pay, Bonn finds that its dollar reserves may
come in handy.

19. The Treasury announced that in August the sterling area had a gold
and dollar deficit of 44 million dollars, bringing the gold and dollar
reserves down to the lowest level this year.

20. The circulation of commodities is directly connected with the
circulation of money, a commodity passing from the seller to the
buyer, money passing from the buyer to the seller.

XI. Imagine that you are a journalist. Your task is to interview a bank
manager about his/her daily routine and techniques of management.
Use the material given in the text.

STEP TWO

Read the dialogue:
TALKING ABOUT BANKS

— Mr. Carter, we’ve seen quite a few changes in the Bank Rate in recent
years. How do you account for this?

— That’s a very wide question. Inflation
has clearly played its part, but one must
also take into consideration the shift in
the structure of overseas investment,
and the chronic deficit of payments
balance that has constantly worried our
ministers of finance for many years.

— What do you think, can a rise in the Bank Rate have the affect of
attracting foreign capital into the country?
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— Oh, yes. When the Bank Rate rises, the general level of interest rates
goes up too, and investors and speculators abroad who want the highest
possible yield on their money may find the pound sterling more
attractive than formerly.

— What other effects can a rise in the level of interest rates have?

— Well, if you happen to be paying off a mortgage on a house, you’re not
going to welcome it, are you? Raised interest rates should encourage
saving, of course, but investment involving borrowing will on the other
hand tend to slow down.

— To come close to the commercial bank’s day-to-day activities, what
securities apart from cash does a modern bank rely on?

— It’s often said that the bill of exchange is the banker’s first line of
defence. Then, the most liquid of the bank’s investments are their
holdings of gift-edged securities.

What about loans and overdrafts for industrial and commercial concerns?

— Since these are less liquid, banks prefer their advances to be on a short
term or medium term basis, with a definite agreement regarding dates of
repayment.

— Could you say a few words about overseas payments? What is the form
of settlement?

— There is a number of facilities offered by banks. There is the banker’s
draft, and the rather safer transfers — the mail transfer, the cable transfer
and the telex transfer. These have to a larger extent superseded the bill
of exchange.

— And how does a British exporter receive payment for the goods he
delivers abroad?

— Well, let’s start with the open account method, which is often used in the
USA and South America. Then there are the documents for collection
system — this gives the exporter a much greater degree of security. The
arrangement here may be documents against acceptance. Another one
used to a considerable extent is called cash against documents. The other
important method I should like to mention is the system of credits.

— Thank you, Mr. Carter. Your explanations about money matters have
been very informative.
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FOR YOU TO BE DONE:

I. Use the following words and word combinations in the sentences of
your own:

shift (in) — U3MCHEHUE

overseas investment — 3apyOeKHOE KAIUTAIOBJIOKEHUE

deficit of payments balance — neUIUT TJIaTeKHOTo OanaHca

Bank Rate — ydeTHas ctaBka Oanka (the Bank
of England is meant)

Interest rate — IPOLICHTHAs CTaBKa

yield on the money — JIOXOJ1 OT JIEHET

a mortgage (on) — 3aKJIaHas

securities — IIEeHHBIE OyMaru

cash — HAJIMYHEBIE JEHBI'U

bill of exchange — MIEPEBOIHOM BEKCEIh

liquid — JTUKBUIHBIA

gift-edged securities — TapaHTUPOBAHHbBIC LICHHBIC
Oymaru

overdraft — MIPEBBILICHUE KPEIUTA

draft — TparTa

open account — OTKPBITBIN CUET

to bank (on) — 3aBUCETh OT; PACCUUTHIBATH HA

II. Find the equivalents of the following words and word combinations in
the dialogue:

B MOCJICTHUE TOJbI; U3MEHEHHUSI; yUeTHAsI CTaBKa; OOBSICHATH;, WHOIIALINS;
MPUHUMATh BO BHUMAHHE; CTPYKTypa 3apyOCKHBIX KalUTAJIOBIOXKCHUMH;
AeUIMT TIIATEeXKHOTO OajlaHca; MHUHUCTP (PUHAHCOB, TMPHUBJICKATh
KanuTall; oOUmuUiA YpPOBEHb IMPOIEHTHBIX CTABOK; MOBBIIIATHCS;
MOJHUMATHCS; BKIQAUUKN U OMPKEBUKH; MAKCUMAJILHBIN TOXOJ] OT JICHET;
MOCJICJICTBUS; BBIIUIAYUBATh 3aKJIAJHYI0; CTUMYJIUPOBATH HAKOIUICHHUE;
TEHJICHIMS K CHUXXCHMIO, MOBCEIHEBHAS JEATEIHbHOCTh OaHKa; IICHHbIC
Oymaru; HaJu4yHbIE JICHbIM; IIEPEBOJHON  BEKCEb; JIMKBUHBIE
O0aHKOBCKHUE IIEHHbIC OyMaru; rapaHTUPOBAaHHbIC IIEHHbIE OyMmaru; ccyja;
MPEBBIIICHUE KPEAUTA; JIMKBUIHBIN; aBAHCUPOBAHUE HA KOPOTKUM WU
CPEOHUI CPOK; TBEPJOE COTJIAIIEHUE O CPOKAaX BBIILIATHI;, TPATTA; MEPEBO/T
JICHET; TOJIy4aTh IUJIATE€XK 3a TOBApP; OTKPBITBIA CUET; HHKACCO; CO-
[JIAIIEHUE; aKIENT; HAINYHbIE MPOTUB JOKYMEHTOB;, CUCTEMa KPEIHMTOB;
(rHaHCOBBIEC MPOOJIEMBI.
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II. Replace the italicized parts of the sentences with the equivalents from
the dialogue:

We have seen some changes in the Bank Rate.

How do you explain this?

Inflation has definitely played its role.

But one must fake into account some more problems.

In that case the general level of interest rates is increased.

SN W=

IV. Fill in the blanks with prepositions:

1. They had some changes ... the Bank Rate in recent years.

2. How do you account ... this?

3. One must take ... consideration the shift ... structure ... overseas
investments.

4. Can a rise ... Bank Rate have the effect ... attracting foreign capital ...

the country?

What other effects can a rise ... the level ... interest rates have?

The bill ... exchange is the banker’s first line ... defence.

There is a number ... facilities offered ... banks.

Let’s start ... the open account method.

e IS

V. Answer the following questions:

1. What is the headline of the text?
2. What does the text deal with?
3. What is Mr. Carter?

V1. Ask your fellow students questions to the information of the dialogue
missed in the previous task.

STEP THREE

MY BANK ACCOUNT
by S. Leacock

I. Practise the pronunciation of the following words and word
combinations:

Rothschild [’rOTtSalld]
Montgomery [mgnt’gAmqrl]

13



Read the text:

When I get into a bank I get frightened. The clerks frighten me; the
desks frighten me; everything frightens me.

The moment I pass through the doors of a bank and attempt to do
business there, I become a fool.

I knew this before, but my salary had been
raised to fifty dollars a month and I felt that the
bank was the only place for it

So I walked in and looked round at the clerks
with fear. I had an idea that a person who was
about to' open an account must necessarily consult
the manager.

I went up to a place marked «Accountant»’. The accountant was a tall
cool man. He frightened me.

«Can I see the manager?» I said, and added, «alone». I don’t know
why I said «aloney.

«Certainly», said the accountant, and brought him.

The manager was a calm, serious man.

«Are you the manager?» I said. God knows I didn’t doubt it.
«Yesy, he said.

«Can I see youn, I asked, «alone». I didn’t want to say «alone» again,
but without this word the question seemed useless.

The manager looked at me with some anxiety. He felt that I had a
terrible secret to tell.

«Come in herey, he said, and led the way to a private room. He turned
the key in the lock.

«We can talk here», he said, «sit downy.
We both sat down and looked at each other. I found no voice to speak.
«You are one of Pinkerton’s detectives, I suppose», he said.

My mysterious manner had made him think that I was a detective. |
knew what he thought, and it made me feel worse.

«No, not from Pinkerton’s», I said, seeming to mean that I was from
another agency.

«To tell the truth», I went on, «I am not a detective at all. I have come
to open an account’. I’d like to keep all my money in this bank.

14



The manager looked relieved but still serious; he felt sure now that I
was a very rich man, perhaps a son of a Baron Rothschild.

«A large account, I suppose», he said.

«Fairly large», I whispered. «I intend to place in this bank the sum of
fifty-six dollars now and fifty dollars a month regularly».

The manager got up and opened the door. He called to the accountant.

«Mr. Montgomery», he said, unkindly loud, «this gentleman is
opening an account. He will place fifty-six dollar in it. Good morningy.

I stood up. A big iron door stood open at the side of the room.
«Good morning, I said and walked into the safe”.
«Come outy, said the manager coldly, and showed me the other way.

I went up to the accountant’s position and pushed the ball of money at
him with a quick, sudden movement as if [ were doing a sort of a trick. My
face was terribly pale.

«Herey, I said, «put it in my account.

He took the money and gave it to another clerk. He made me write the
sum on a bit’ of paper and sign my name in a book.
I no longer knew what I was doing. The bank
seemed to swim before my eyes.

«Is 1t in the account?» I asked in a shaking
voice.

«It 1s», said the accountant.

«Then I want to draw a cheque»’.

My idea was to draw out of’ it six dollars for
the present use. Someone gave me a cheque-book® and someone else told
me how to write it out. I wrote something on the cheque and pushed it
toward the clerk. He looked at it.

«What! Are you drawing it all out again?» he asked in surprise. Then I
realized that I had written fifty-six dollars instead of six. I had a feeling
that 1t was impossible to explain the thing. All the clerks had stopped
writing to look at me. Then I made a decision.

«Yes, the whole thing.

«You wish to draw your money out of the bank?»

«Every cent’ of it».

«Are you not going to put any more in the account?» said the clerk.
«Nevery.
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The clerk prepared to pay the money.

«How will you have 1t?»

I answered without even trying to think, «In fifty-dollar notes».
He gave me a fifty-dollar note.

«And the six?» he asked coldly.

«In six-dollar notesy, I said.

He gave me six dollars and I rushed out.

As the big door closed behind me I heard the sound of laughter that
went up to the roof of the bank. Since then I use a bank no more. I keep
my money and my savings'’ in silver dollars in a sock.

NOTES :

1. to be about to do something — to be ready to do something.

2.accountant — a person skilled in book-keeping or a person who
examines accounts of a business or a company.

3.to open an account — to begin (to start) saving money in a bank on a
regular basis.

4. the safe — a container for valuables, fireproof and burglarproof;
here — a special room.
5. a bit of paper — a small sheet of paper to fill out.

6. a cheque — an order or a specially printed form to a bank to pay a stated
sum to a named person.

7. to drew out of — to take money from a bank account.

8. a cheque-book — a special book where the deposits and all the money
transaction are fixed.

9. cent — one hundredth of a dollar.

10. savings — money and valuables saved.

I. Find in the text the equivalents of the following:

OBITh MCIYTaHHBIM; IyTaTh;, COOMPATHCS, HAMEPEBATHCA OTKPHITH CUYET B
Oanke; OyxraiaTep COMHEBATbCs; OCCIIOJE3HBIN; 3arajo4yHas MaHepa
MOBEJICHUSI; ar€HCTBO; MO TPaBjAC TOBOPS;, OTKPBHITh CYET; IMOJOXKHUTHh Ha
CYET; KyCcouek OyMaru; CHATh CO CU€Ta; IOHUMATh; BMECTO; OCTABJIATh Ha
cyeTe; cOepeKeHMUS.
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III. Find the meaning of the left word in the dictionary and try to guess the
meaning of the right word in a pair. Try to name the parts of speech.
Compose six sentences with new-formed words:

to save — the safe; to sign — signature;
to save — savings; to shake — shaking;

to manage  — manager; to surprise ~ — a surprise;
to count — account; possible — impossible;
to count — accountant; to decide — decision;
business — busy; kind — unkind;
cold — coldly; unkind — unkindly.

IV. Find in the text the phrases with the same meaning instead of
underlined:

He had an attempt to open an account.

I want to ask you a piece of advice.

A bookkeeper was sitting at the desk.

He thought that I had an awful secret.

She showed me the way to a separate room.
I’d like to save my money in the bank.
Everybody was sure he was a prosperous man.
I want to borrow all my money from the bank.

XA B D=

V. Find in the text the antonyms to the following attributes:

a short man; an open-hearted person; a nervous woman; an absent-minded
girl; useful; a clear manner of speaking; a poor person; a kind voice; a
bright face; a possible thing.

V1. Fill in the blanks with prepositions where necessary:

1. I want to draw ... some money because I am ready to buy a new set of
furniture.

He saw the sign marked «Manager» ... him.

Her salary was raised ... $ 200 ... a month.

The accountant looked ... me ... a feeling of surprise.

«Sit ... », he said and showed me a chair.

[ am going to place my savings ... that bank.

He got ..., opened the door and called ... the accountant.

He invited me ... the private safe.

He asked me ... what notes I wanted my money.

e e Al
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VII. Agree or disagree. Give your reasons:

1. The man who was about to open an account was in a bank for the first
time.

He was the close friend of the manager.

The manager guessed at once that there was a poor person in front of
him.

He was a detective.

He was going to place a large sum of money in the bank.

The manager was very kind to that person.

That boy wanted to draw every cent of money out of the bank.

He is a customer of the bank since then.

W N
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VIIL. Transform the dialogue with the manager into indirect speech. Don’t
use the verbs «ask», «answery, «say», «telly.

IX. Retell the text as if you were a) the manager, b) the accountant.

X. What do you think about this story: is it serious or humorous?

18



UNIT TWO

STEP ONE

Read the text:

JOHNSON & JOHNSON

In 1885, three brothers — Robert Wood, James Wood
and Edward Mead Johnson — formed a company to make
individually wrapped, antiseptic surgical dressings. Their
o dressings became widely used in hospitals throughout the
country as they established their expertise by publishing a
major text on the treatment of wounds. One of the brothers,
Edward Mead, was more interested in drugs than in
= o, dressings, however. He left the organization in 1897 to form

his own drug company, Mead Johnson. At that time, the
company headed by Robert Wood and James Wood became Johnson &
Johnson.

Over the years, Johnson & Johnson has taken risks and branched out
into numerous areas. It has done so with two policies to guide it. One is to
reward top executives well for their efforts, linking their compensation to
the performance of their companies. The other is to decentralize the
organization’s structure and processes so that its subsidiary companies
operate virtually autonomously. Johnson & Johnson sees its corporate
culture of innovation and its organization design of decentralization as
completely consistent with one another. Decentralization facilities
innovation and innovation involves risk taking. Risk taking is so much a
part of Johnson & Johnson’s culture that making a mistake has almost
become a badge of honor; having made a mistake means that a person was
innovative.

Those policies have enabled Johnson & Johnson to become a top
producer of adhesive bandages, headache remedies, contraceptives,
disposable diapers and shampoo. Indeed, the decentralization structure
now consists of 166 individual companies, each contributing to the success
of Johnson & Johnson in its own unique way. This design makes Johnson
& Johnson the most broadly based company in the health-care field, with
products ranging from Band-Aids to baby oil to Orthoclone OKT3, a
monoclonal antibody used to keep a body from rejecting a kidney
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transplant. However, although there may be 166 separate companies in the
Johnson & Johnson organization, they fall basically into three types of
products and are organized into divisions following those groupings:
consumer goods, pharmaceuticals, and professional products. Thus, the
166 companies are not completely unrelated. Furthermore, the companies
cooperate and share ideas and innovations. This enables them to perform
better and to contribute to overall corporate success.

Johnson & Johnson, however, has had its failures. Perhaps, one of the
most notable ones was in mouth-washes. Its Micrin brand rose to second
place behind Warner-Lambert’s Listerine only to be knocked completely
out of the market by Procter & Gamble’s Scope. Technicare, Johnson &
Johnson’s diagnostic imaging company, was another clear failure. Johnson
& Johnson saw the purchase of Technicare as an easy way to enter a
business in which it had no experience. That lack of experience may have
been a critical factor, however. Despite the millions poured into it,
Technicare was never very successful and Johnson & Johnson sold it in
1986 along with ultrasound diagnostic business.

The scare over cyanide-laced
Tylenol, which hit the company in '
1982 and was repeated in 1986,

though not a failure, nonetheless
slowed Johnson & Johnson’s
continued growth and performance
in the headache-remedy market. However, the forthright explanations of
what had happened and the rapid recall of all Tylenol capsule products are
still seen as a highly effective response to a crisis. Indeed, the management
of that crisis is clearly responsible for Tylenol’s continued success.
Tylenol remains the best selling painkilling remedy on the market.

Nevertheless, product innovation has characterized Johnson &
Johnson throughout its history. In the late 1980s, Johnson & Johnson had
several highly innovative and promising products just coming on the
market. Retin-A, or tretinoin, a vitamin A derivative, had been developed
by Johnson & Johnson during the 1960s as an acne medicine. In the late
1980s, Retin-A moved from being just an acne medication to become a
drug that promises to be able to rejuvenate wrinkled, sun-aged skin. The
Food and Drug Administration approval for marketing Retin-A as a
product for aged skin is still pending, but sales continue strong despite
studies showing that it can produce a rash on some users.
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Johnson & Johnson companies are also
involved in biotechnology. Ethicon Inc., which
makes sutures, is working with an independent
California company, Chiron Corporation, to
develop sutures that will actually speed the
healing process. Johnson & Johnson also
developed erythropoietin (EPO) in a partnership
with Amgen Inc. EPO is a hormone that
stimulates the production of red blood cells. EPO could thus be useful for
patients on kidney-dialysis machines or in treating the anemia of patients
undergoing chemotherapy.

Johnson & Johnson expects to achieve expansion not only from
domestic operations but also from overseas. Overseas markets are growth
areas for existing products and outlets for new products. In the consumer
product area, Johnson & Johnson was experiencing almost two per cent
year growth in its overseas operations during the late 1980s. In some cases,
the overseas market provides Johnson & Johnson a chance to correct
mistakes made domestically. In Brazil, for instance, Johnson & Johnson is
number one in disposable diapers, having benefited from being beaten out
in that market domestically by Procter & Gamble and Kimberly Clark.

Despite a corporate culture promoting innovative risk taking and a
highly decentralized structure, any company the size of Johnson &
Johnson develops some parts that do not conform the norm. There are
some operations that are being run by risk-averse managers who prefer to
use tightly controlled procedures and careful accounting practices that
punish rather than reward mistakes. Such managers prefer placid and
predictable organizations rather than the unpredictability that goes along
with creativity. The irony is that those managers can exist because the
organization is decentralized and they can control their own units. This
dilemma of decentralization was at least partly the reason for a recent
bonus program designed to reward entrepreneurial achievements with
direct cash payments. Nevertheless, the real answer to the dilemma has to
lie in the people and the corporate culture; hiring and advancing people
who believe in the culture will keep it alive and may be the biggest
challenge that Johnson & Johnson will face.
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FOR YOU TO BE DONE:

State if the following took place:

. In 1985 three brothers formed a company to make wrapped, antiseptic

surgical dressings.

Johnson & Johnson was formed in 1885.

Over the years Johnson & Johnson branched out into numerous areas.
Johnson & Johnson now consists of 166 individual companies.

Johnson & Johnson makes three types of products: consumer goods,
clothes and food.

Johnson & Johnson companies are also involved in biotechnology.

. Johnson & Johnson expects to expand not only from domestic

operations but also from overseas.

. Complete the following sentences using the information from the text:

In 1885, three brothers ...

Over the years Johnson & Johnson ...

The policy to guide the company is ...

It so happened that Johnson & Johnson became ...
Johnson & Johnson, however, has had ...

In the late 80s Johnson & Johnson ...

Johnson & Johnson companies are also ...

The structure of the company ...

IIl. Use the derivatives from the underlined verbs in the following

sentences:

compete

a) Johnson & Johnson makes ... products.
b) The corporation meets keen ... at the world market.
c) Procter & Gamble is our ... at the consumer goods market.

produce

a) Johnson & Johnson began the mass ... of pharmaceuticals.
b) Since we bought the computer, ... has increased by 15 %.
c) Johnson & Johnson is the leading ... of professional ... .
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manage

a) The branches of the company are run by experienced ... .
b) The ... of a corporation sometimes involves risk taking.
c) He ran his company with high ... competence.

IV. Say what you know about these famous corporations: Marlboro,
Toyota, Hitachi, Sony, Citroen, Casio, IBM, Procter & Gamble,
Levi’s, Anne Burda Gmbh, Nike, Adidas, Dovgan. Use the words

given below:

to develop

to offer

to work on

to produce

to improve

to sell

to export

to exhibit

to put a product on the market
to do market research

to capture the market
to issue shares

to be famous for

to beat competitors

to be in the same line of business
to be in (great, small, no) demand

to flourish
to specialize in
to take over

pa3pabaThiBaTh, pa3BUBAThH
npejiaraTh

paboTaTth Haj

TIPOU3BOUTH

yJIydlllaTh, COBEPIIICHCTBOBATH
po/iaBaTh

AKCTIOPTHPOBATH

BBICTABJIATH, IIOKA3bIBATh
BBITTYCKATh MPOIYKT HA PHIHOK
IIPOBOAUTH MAPKETHHTOBBIC
VICCIICIOBAHMS

3aXBaTHUTh PHIHOK

BBIITYCKaTh aKIIHH

OBITH M3BECTHBIM YEM-JTH00
nooeuTh (MPEB30OUTH )
KOHKYPEHTOB

3aHUMAaThCS TEM e OM3HECOM
M10JIb30BaThCs (OOJIBIITUM, MaJIbIM,
HE TT0JIb30BaThCSI HUKAKUM)
CIIPOCOM

POIBETATH
CIIeIIMaIM3UpPOBaThCS Ha

B3STh O] CBOM KOHTPOJIb
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V. Translate into English:

Po3HnuHasg TOpromis — 3TO MPOJaka TOBAPOB U YCIYI KOHEYHOMY
notpedbutento. OHa BBINOJHIET MHOTO OYE€Hb BAXKHBIX (QYHKIUNH U
IpeaCTaBiIseT cOO0M camoe TOporoe 3BeHO B IIeNu cObITa. Bo-nepBhIX, ATH
GyHKIMM cOo3Aal0T yAOOHBIE Jid TMOKYIMarels TOProBble TOUku. Bo-
BTOPBIX, HEPEJIKO JAIOT TapaHTHUM U OOCIYKHBAIOT TOBap. B-TpeThux,
IIOMOTAOT NTPOABUHYTH TOBAp HA pPBIHOK. B-4eTBEpTHIX, OHHM MOTYT
4aCTUYHO (PUHAHCHUPOBATH IMOKyMHaTeNss Yepe3 CHUCTEMY JJIUTEIbHBIX
KPEJIUTOB U CKUAOK. SIBIISISICH MOCPEIHUKAMM, OHU MOJIy4alOT MPUOBLIbL
yepe3 CUCTEMY HAllEHOK, COCTABISIONMX S5 % W BBIIIE, KOTOPBIE MOTYT B
HECKOJIBKO pa3 IMPEBBIIIATh HAYAIBHYIO CTOMMOCTh TOBapa. CylIeCTBYIOT
pa3IWYHbIC THUIIBI MAara3uHOB PO3HHUYHOM TOPIrOBJIW: YHUBEPMArH,
Mara3uHbl YIEHEHHBIX TOBAPOB, KOOMEPATUBBI, TOPTOBLbI, CIIEIIUATIU3APY-
IoIMecs Ha ogHOM ToBape. OQHAaKO COBpPEMEHHAsi TEHICHIIUS COCTOUT B
YKPYIIHEHUU U CIWSTHUU MEJIKUX Mara3uHOB.

V1. Describe the organizational design and structure of Johnson &
Johnson:

1. What are the major determinants of the organization design and culture
of the company?

2. How is authority distributed and how are activities coordinated?

3. How and why is the structure of the company likely to change over the
next ten years?

4. What problems might Johnson & Johnson encounter in staffing its

organization?

. What are the reasons for those problems?

. How does Johnson & Johnson manage creativity and innovation?

7. What suggestions can you make for improving that management?

AN DN

VIL. Find all the Infinitives in the text and translate the sentences into
Russian.

VIII. Translate into Russian:

1. To make the same mistake twice is unforgivable.
2. To know everything is to know nothing.

3. He failed to turn up in time.

4. It’s time you stopped to think about it.
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He is the first to be sent on that important mission.

Rather than buy a cheap product, I’d buy a good one.

I need another form to fill in.

She bought a brown bag and a pair of gloves to match.

They will come here later to get the necessary information.

It’s very useful to read English books to master the language.

Don’t you think it will be silly of her to keep her eyes shut to those
facts?

. He was the only one to accept that responsibility.
13.
14.

He was quick-witted, unpompous, the easiest man to do business with.
In America there is no boundary between business and speculation.
Indeed, to buy at the lowest price and to sell at the highest price,
legally when possible, or illegally when necessary, honestly when
useful, but dishonestly and with a maximum of deceit when more
profitable, is called not speculation but business.

IX. Find one in the text and translate the sentences into Russian.

Nk

N o

10.

Translate the sentences into Russian paying attention to one.

It is such a thing that one cannot do oneself.

One needs as much information on market condition as possible.

I have no calculator. I want to buy one.

Thank you. One sheet of paper will do.

If one keeps in mind these figures it is easily understood why the
corporation has become a top producer of synthetic detergents.

It takes one much time to make all the necessary calculations.

The figures presented involve one in the problems of modern
statistics.

The computer allows one to make calculations in a short time.

This English book is too easy for me. I’d like to read a more difficult
one.

I do not like these pictures. They are too dark. I saw better ones in a
shop in our street.
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STEP TWO

Read the dialogue: 7

DAILY ROUTINE 7

— Oh, I usually get up about five, go for a jog before
breakfast. We usually have breakfast around 6.30. Then

J I have time to read the papers.

— Which paper do you take?

— Well, The Financial Times, The Times and The Independent. 1 don’t
exactly read them from cover to cover!

— No, of course, no!

— Well, after the papers, I leave for the office. I’'m usually behind my
desk by 7.30. The first job of the day is the post. My secretary sorts out
those letters which need immediate attention. Then round about 9.00 I
have a daily meeting with Pete Sykes, he’s my deputy. We run through
the agenda for the day.

— What’s a typical day like?

— Well, there’s no such thing as a typical day, but I have regular morning
meetings with my Finance and Sales Directors. Of course I travel
abroad a lot, then I keep up-to-date by telephone.

— What about lunch?

— Well, I try to have lunch in the company canteen as often as possible.
But, of course, sometimes I have lunch out with customers or the bank
manager! People like that.

— What about the afternoons?

— If ’m in the country, I often go down to our plant and see how things
are going. We have weekly management committee meetings on Friday
afternoon. Then of course there are monthly board meetings, usually
the first Monday of the month.

— When do you finish work?

— Round about seven. Then, if there’s nothing on in the evening, I’ll go
home. More often than not, there’s a dinner engagement. My wife
comes to quite a lot of these, so at least we see each other.
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— When do you get to bed?

— Rarely before midnight. I always read a book for half an hour before
going to sleep.

— Thank you, Mr. Johnson.

FOR YOU TO BE DONE:

I. Read these notes to the dialogue. Use the following phrases or words in
the sentences of your own:

interview — meeting to ask a person questions in order to collect
information;

journalist — a person who writes for a newspaper;

ajog — not fast running;

a cover — front and back pages of a newspaper;

the post — mail, letters;

to sort out — to put in order;

attention — here action;

deputy — a person who takes the place of another in case of
his/her absence or illness;

agenda — a list of things to be done during the day;

up-to-date — 1) informed of the latest information; 2) modern;

canteen — factory restaurant;

plant — factory, enterprise;

committee —  official group of people who plan or organize for a
larger group;

the board a meeting of the directors of a company;

meeting —

engagement — appointment to do something.

I1. Complete the dialogue with an appropriate question. The first one has
been done for you:

— When do you get/wake up?

— Usually at six. At least my alarm clock goes off at six!
— ?
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— I sit down for breakfast about seven.

— I usually leave for the ofﬁce about eight and I’'m behind my desk by
eight-thirty

.........................................
ooooooooooooooooooooooooooooooooooooooooo
.........................................

ooooooooooooooooooooooooooooooooooooooooo

— Oh, about four times a year. Usually to America.

III. Change the following sentences using adverbs of time of indefinite
frequency as indicated by the number in brackets:

100% — always; 40% — occasionally;
90% — usually; 25% — rarely/ seldom;
75% — often; 10% — hardly ever;
50% — sometimes; 0% — never.

1. I sort through my mail (100%).

2. Itravel abroad (40%).

3. I have meetings (75%).

4. 1 see the Managing Director (50%).

5. I see the Chairman (10%).

6. I catch the seven o’clock bus (100%).

7. 1 have lunch with the customers (25%).

8. After work I get home on foot (0%).

IV. Interview your partner. Find out about his/her daily routines.
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STEP THREE

A FUTURE BUSINESSMAN
by T. Dreiser

I. Practise the pronunciation of the following words:

Buttonwood [’bAtnwud]
Philadelfia [,fllg’delfjq]
Cowperwood [’kaupg,wud]
Seneca Davis [’senlkqg’delvis]
Cuba [’kjHbq]

Read the text:

Buttonwood Street, Philadelfia, where
Frank Cowperwood spent the first ten years of

% his life, was a lovely place for a boy to live in.
L. L™ ‘@1 There were mainly red brick houses there with
‘ small marble steps leading up to the front

doors. There were trees in the street — a lot of
them. Behind each house there was a garden with trees and grass and
sometimes flowers.

The Cowperwoods, father and mother, were happy with their children.
Henry Cowperwood, the father of the family, started life as a bank clerk’,
but when Frank, his elder son, was ten, Henry Cowperwood became a
teller” at the bank. As his position grew more responsible, his business
connections increased. He already knew a number of rich businessmen
who dealt with the bank where he worked. The brokers’ knew him as
representing a well-known firm and considered him to be a most reliable
person.

Young Cowperwood took an interest in his father’s progress. He was
quite often allowed to come to the bank on Saturdays, when he would
watch with great interest the quick exchange of bills. He wanted to know
where all the different kinds of money came from, and what the men did
with all the money they received. His father, pleased at his interest, was
glad to explain, so that even at this early age — from ten to fifteen — the boy
gained a wide knowledge of the condition of the country financially. He
was also interested in stocks® and bonds’, and he learned that some stocks
and bonds were not even worth the paper they were written on, and others
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were worth much more than their face value® showed.

At home also he listened to considerable talk of business and financial
adventure.

Frank realized that his father was too honest, too careful. He often told
himself that when he grew up, he was going to be a broker or a financier,
or a banker, and do some of the risky things he so often used to hear about.

Just at this time there came to the Cowperwoods an uncle, Seneca
Davis, who had not appeared in the life of the family before.

Henry Cowperwood was pleased at the arrival of this rather rich
relative, for before that Seneca Davis had not taken much notice of Henry
Cowperwood and his family. This time, however, he showed much more
interest in the Cowperwoods, particularly in Frank.

«How would you like to come down to Cuba and be a planter, my
boy?» he asked him once.

«I am not so sure that I’d like to», replied the boy.

«Well, that’s frank enough. What have you against it?»

«Nothing, except that I don’t know anything about it».

«What do you know?»

The boy smiled, «Not very much, I guessy.

«Well, what are you interested in?»

«Money».

He looked at Frank carefully now. There was something in the boy ...
no doubt of it.

«A smart boy!» he said to Henry, his brother-in-law. «You have a
good family».

Uncle Seneca became a frequent visitor to the house and took an
increasing interest in Frank.

«Keep in touch with me», he said to his
sister one day. «When that boy gets old enough
to find out what he wants to do, I think I’1l help
him to do it». She told him she was very
grateful.

He talked to Frank about his studies, and
found that the boy took little interest in books or most of the subjects he
had to take at school.

«I like book-keeping’ and mathematics», he said. «I want to get out
and get to work, though. That’s what I want to do».

«You’re very young, my son», his uncle said. «You’re only how old
now? Fourteen?»
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«Thirteeny.

«Well, you can’t leave school much before sixteen. You’ll do better 1f
you stay until seventeen or eighteen. It can’t do you any harm. You won't
be a boy againy.

«I don’t want to be a boy. I want to get to work».

«Don’t go too fast, son. You’ll be a man soon enough. You want to be
a banker, don’t you?»

«Yes, siry».

«Well, when the time comes, if everything is all right and you’ve
behaved well and you still want to, I’ll help you get a start in business. If
you are going to be a banker, you must work with some good company a
year or so. You’ll get a good training there. And, meantime, keep your
health and learn all you cany.

And with these words he gave the boy a ten-dollar gold piece with
which to start a bank-account’.

NOTES :

[E—

. a clerk — a person employed to deal with business papers, letters,
orders, bills and to keep account.

2. a teller — an employee of a bank whose work is to receive and pay out
money. Syn. bank clerk, cashier.

3. a broker — a particular class of agent who is employed by his principal
to buy or sell the principal's goods or services in return for a payment
of a brokerage or commission calculated as a percentage of the amount
of business done.

4. stock — capital stock that is to receive a dividend out of the profits of
the company after the fixed dividends has been paid.

5. bond — a formal document promising to pay a sum of money (called a
common money bond) or to prove the existence of a debt.

6. face-value — the value on a bank note or stamped on a coin.
7. book-keeping — the keeping of business accounts.

8. bank-account — an arrangement between a bank and a customer under
which the customer pays in or deposits with the bank a sum of money
which may be added to from time to time and has the right to cash
cheques and to draw cheques on his account in favour of other parties.
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. Complete the following sentences from the text:

Buttonwood Street was a lovely place ... .

The Cowperwoods, father and mother ... .

He was quite often allowed to come to the bank on Saturdays when... .
He was going to do some of the risky things ... .

... he showed much more interest in the Cowperwoods ... .

Uncle Seneca became a frequent visitor to the house ... .

If you are going to be a banker, you ... .

And meantime, ... .

PN B =

III. Substitute words and word combinations from the text for the
italicized parts:

1. With time the position that Henry Cowperwood held grew more
responsible and his business contacts became more numerous. He
already knew several rich businessmen who came to do business with
the bank where he worked.

2. The brokers knew him because he held a responsible position at a well-
known firm, and looked upon him as a person who could be relied on.

3. On Saturdays young Cowperwood would watch people get money at
the bank in exchange for documents.

4. Uncle Seneca began to visit the house very often and grew more and

more interested in Frank.

«Let me know what happensy, he said to his sister.

6. They'll teach you the right things there.

)

IV. Find English equivalents for the following in the text:

I'enpu KaynepBya Haudanm paboTaTh B OaHKE MEJIKHUM CIy>KalllUM;
OTKyJia OepyTcst Bce 3TH JCHBIH?; C PaJOCThI0 OOBICHSI; KaK pa3 B 3TO
BpeMs; Ha 3TOT pa3; HEe XOdYellb Ju Thl moexaTh Ha KyOy?; s He yBepeH,
YTO XOYy O3TOr0; YTO Thl HMMEEIIb MPOTHUB ITOr0?; HECOMHEHHO, B
MaJb4MKe YTO-TO OBUIO; OOJBITMHCTBO TIPEJAMETOB, KOTOPBIE €My
MPUXOJIUIIOCH U3ydaTh B IIKOJE; BOT YTO 51 XOUY CHAENATh; Thl OOJBIIETO
JOCTUTHEIIb, €CJIU ... ; HE TOPOIHCH, CHIHOK; S MOMOTy TeOe HayaThb;
nopaboTaTh B XOpOIIeil pupme roa-apyroit; 0eperu 310pOBbE.
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V. Make up your own situations using the following words and word

combinations:

. as a boy, to be fond of, to take an interest in history, a frequent visitor
to museums, as, to grow up, to gain more knowledge, to get interested
in, in fact;

. to deal with, to exchange opinions, to be frank with, to rely upon,
nearly, to deceive, to feel hurt;

. a representative, to deal with, to cancel, two weeks' notice, to take

steps, in connection with, to improve the position;

to remember meeting, shy, awkward, to take no notice of, to get to

know, to turn out, honest, to be ashamed of one's attitude.

V1. Answer the following questions using the active vocabulary of the text:

1.
. Why did Henry Cowperwood’s business connections increase?

SN R

10.

11.
12.
13.
14.
15.
16.

Why do you think the author calls Buttonwood Street a lovely place?

What kind of firm did Henry Cowperwood represent?

Why did he get to know a number of rich businessmen?

What kind of person was he considered to be?

Why was young Cowperwood allowed to come to the bank where his
father worked? What did he like to watch there?

How did the boy gain a wide knowledge of the condition of the
country financially? What was he interested in?

. What did Frank think of his father's business activities?
. What were the boy’s plans for the future? Were they associated with

banking?

Why had Uncle Seneca taken no notice of the family before? Why did
he get particularly interested in the boy?

Was the boy frank with his uncle or did he try to deceive him?

Why did Uncle Seneca become a frequent visitor to the house?

Why did Uncle Seneca want his sister to keep in touch with him?

Why did Uncle Seneca object to Frank leaving school at thirteen?
What did Uncle Seneca promise he would do if the boy behaved well?
What was Uncle Seneca's idea of a good training for the boy?
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VII. Discuss the following questions.

1. What kind of family is described in the text?

2. What was Frank Cowperwood interested in? Do you consider these
interests normal for a boy of his age? How did his father look upon the
boy's interests? Was his attitude right or wrong (give your reasons)?

3. How was it that Frank came to be interested in nothing but money?
How did the talk he used to listen to at home impress him?

4. What was it that Uncle Seneca liked so much in Frank? What did he
say Frank's future depended on?

5. What do you think of Uncle Seneca's present to Frank?

VIII. Dramatize the conversations between Frank and his uncle.

IX. Characterize Henry Cowperwood, Frank Cowperwood and Seneca
Davis using the words below:

good-natured; experienced (inexperienced); sensible; cheerful; powerful;
reliable; smart; honest (dishonest); to behave; to be trained; to wear; to
consider; to be responsible; to keep away from; to be easy (difficult,
impossible, etc.); to deal with; to bring up; to grow up; (not) to get into
trouble; the result was ... .

X. Describe: a) Henry Cowperwood's day, b) Uncle Seneca's life in
Cuba, c) Frank Cowperwood's school day.

XI. Retell the text: a) as it is;, b) as Henry Cowperwood (Frank

Cowperwood, his schoolmate, Seneca Davis), c) without details (in 2-
3 minutes).
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UNIT THREE

STEP ONE

Read the text:

BRAND MANAGEMENT AT PROCTER & GAMBLE

Since Procter & Gamble (P&G) first used the
concept of brand management way back in 1927 to
manage Camay soap, brand management has been
almost synonymous with the Cincinnati-based
company. Because of its great success, P&G has
been viewed almost as a textbook case on how to run
a consumer-oriented company so much so that major competitors, such as
General Mills, began to adopt the brand management approach, often
hiring talent from P&G. By the early 1980s, however, P&G’s market share
in a number of important markets had begun to slip as a result of
competition and mature markets, causing P&G to be called a «wounded
lion», The company announced its first drop in annual operating earnings
in 33 years.

Despite its emphasis on brand management, P&G still had maintained
a fairly centralized approach to decision making. In the beginning, the
approach worked well; but over the years, excessive centralization began
to bog down the company. Gradually, almost every decision was pushed to
the top. A former P&G brand manager laughingly relates that the decision
about whether the company’s new decaffeinated instant Folgers coffee
should have a green or a gold cap was elevated all the way to the CEO' (he
chose gold).

The chief medium in the decision-making process, and the symbol of
the growing centralization, became the one-page memo. Managers had to
carefully summarize any proposal into a single page, which was rewritten
almost endless times as it made its way up the hierarchy.

Brand managers were particularly frustrated by their lack of authority
and the fact that they had to answer to layers of management and staff
areas such as the legal department. One of many jokes circulating in the
company went as follows: «How many brand managers does it take to
screw in a light bulb?» The answer: «None. They have to call legal». This
lack of authority, together with the tendency of the vertical hierarchy to
make most of the significant decisions, effectively canceled the horizontal
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coordination that the brand managers could provide.
Spurred by the company’s difficulties, P&G

executives have been taking steps to dismantle the -

overly bureaucratic practices that have become an

anchor on the product management structure. For -

one thing, the introduction of the «talk sheet» has

been welcomed by managers as a significant \
improvement over strict adherence to the one-page A

memo. The talk sheet is an informal outline that
allows managers on several levels to develop and
refine a proposal through discussions, rather than through paper only.
Management also is beginning to decentralize decision making. One
method of achieving this objective is the increased use of business teams
and task forces that can make decisions in such areas as product
development and cost cutting, as well as encourage greater cooperation
among functional divisions. In the past, a brand manager might have put
together a proposal that would have been passed up the hierarchy for
approval by the heads of the various functional units that were affected, as
well as by top management. Now, teams are often put together that include
representatives from functional areas who help to develop the proposal
itself. As a result, brand management is becoming more team-oriented,
with greater coordination across functions. The process has speeded
product introductions, helping Ivory shampoo get to market in four months
instead of the usual eighteen.

NOTES:
1. CEO — Chief Executive Officer — the chief manager of a company.

FOR YOU TO BE DONE:

I. Give the Russian equivalents of the following words and word
combinations:

brand management; consumer-oriented company; major competitors; to
adopt; approach; to hire; market share; mature markets; a drop; annual
operating earnings; excessive centralization; to bog down; one-page
memo; lack of authority; layers of management; staff areas; legal
department; to dismantle; «talk sheet»; to develop and refine a proposal
through discussion; objective; a business team; cost cutting; functional
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divisions (units); top management; team-oriented; product introduction.

II. Form the derivatives of the following verbs with the help of suffixes and
prefixes:

to manage; to improve; to decline; to increase; to estimate; to develop; to
write; to circulate; to decide; to divide; to provide; to produce; to operate;
to depend; to direct; to compare; to arrange.

Il. Insert the missing words in the proper form and translate the
sentences into Russian:

1. A manager that is fully responsible for 1. cerp marazuHoB
advertising strategy and marketing of a
particular product line is called ... .
2. ... 1s pricing based on competitors’ prices 2. MOTpeOUTEIb
rather than the company’s own costs.
3. Does the value of commodities ... supply 3. mpuobperarsb
and demand?
4. For money any merchandise can be ... . 4. ynpaBiasomMi 10
TOPrOBOW MapKe
5. They ... various ... and created the products 5. ycTaHOBJIE€HHE 1IEHBI
for their own ... . Ha OCHOBE YpPOBHS
TEKYIIUX IIEH
6. A hard-core loyal is ... who buys one brand 6. momydath; CBIpbE;
all the time. noTpeOJIeHuE.
7. Manufacturers, wholesalers and retailers 7. 3aBuceTb
complement each other’s needs and their ...
normally produces greater profits than each

participant could have obtained
individually.
8. The company has ... ... that are commonly 8. coTpyaHuYecTBO.

owned and controlled, sell similar lines of
merchandise, have central buying and
merchandising and may have a similar.
architectural design.

IV. Choose the verbs with the meaning a) coxkpawamo(cs),
NOHUMCAMb(CS1), VMeHbULAmb(C), 8) nOOHUMAamb(cs),
V8eIUuUUBams (cs), pacuupams(cs):

to cut, to raise, to speed up, to decline, to lessen, to widen, to fall, to
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shrink, to expand, to diminish, to advance, to rise, to drop, to decrease, to
grow, to extend, to slow-down, to increase, to spread.

Derive nouns from these verbs. Insert the verbs and nouns in the following
sentences.:

1. The connection between the volume of output and the capacity of the
market is that (poct) of output does to some extent (pacuupstb) the
capacity of the market, and the limited capacity of the market sets certain
limits on (poct) of output. An absolute (yBenuuenue) of market capacity
can go hand in hand with a relative (cokpamenue) of the market in
comparison with (Bo3pacranue) of productive capacities, i.e. it may
become more difficult to sell goods in spite of (Bo3pocmias) market
capacity.

2. In pursuit of profits manufacturers (pacmmpsars) the productive
apparatus and, under the pressure of competition, try to (cHu3uth) the cost
of merchandise. There are many methods for (coxpamenmne) costs — better
utilization of raw materials and fuel, the replacement of expensive raw
materials by less expensive ones, and in particular by direct wages
(monmwxkenwue). But all these methods can result in overproduction.

3. The long-term tendency towards (cokpamenue) in the (poct) of
production is now clearly observed in some advanced countries. The
(Bo3pactanue) of production in those countries was approximately two per
cent a year. Since the annual population (yBenuuenue) in those countries
was approximately one and a half per cent, there was practically no
(MTOBBILIIEHKE) In per capita income at all.

V. Translate into English:

ToBapHbIi 3HaK — O0O0O3HAUYCHHUE, OTJIMYAIOIIEE TOBAPHl Pa3HBIX
usroroputesicii. ToBapHbIE 3HAKH MOTYT OBITh CJIOBECHBIMHU (COUETAHHUE
OTACJIbHBIX OYKB, UGpp wiu hamMuans), U300pa3uTeIbHBIMU (PUCYHKH,
rpaguyeckrie CUMBOJIbI, COYETaHUS 1IBETOB), 0O0beMHBIMU ((opma
M3JEIWA WIM YNMaKOBKM) W T.A. TOBapHbIA 3HAaK —
BOKHBIM OOBEKT MPOMBIIIJIEHHOW COOCTBEHHOCTH.
OH BBINOJHSAET QYHKIMHU TapaHTUHN KauecTBa TOBapa
M €ro pekyiambl. TOBApHBIM 3HAK MCIIOJIB3YETCS KaK
BO BHYTPEHHEHN, TAK U B MEXKTYHAPOJHOU TOPTOBIIE.
[IpaBo Ha TOBapHBIN 3HAK, KaK MPaBUJIO, IPHOOPETa-
eTCs IyTEM  PErucTpauvv  JIMUEH3UHN B
rOCyJapCTBEHHBIX OpraHax. TOBapHBIM 3HAK B IIPaK-
THUKE€ MHOIMX CTpaH cTajl ToBapoMm. Hampumep,
ToBapHbIi 3HaK «Koka-Koma» omnenen B 3 mupa. nosutapoB. Kopropanus
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«Hectne» xynuna pupmy «Poyatpu» 3a 2,5 mupa. poinapoB. CTOUMOCTh
TOBapHOTO 3HaKa BOAKU «CTONMYHAS» OLICHUBACTCS HA BHEIIHEM PBIHKE B
400 muH. nomIapoB. DTO paBHSETCS JCCATHWICTHEMY OOBEMY MPOAAKHU
BOJIKM, pealu3yeMod 3a pyOeKOM C OSTUM TOBApHBIM 3HAKOM. 3a
JUUEH3UI0 Ha Moaenu onaexasl B.M. 3aiineBa amepukanckas ¢upma
«utepropr» 3amnarmwia 2,01 muH. gomnapoB. [lpu oneHke CTOMMOCTH
MPUBATU3UPYEMBIX TOCYJAPCTBEHHBIX MPEANPHUATHI TakKe HEOOXOIUMO
YUYUTBHIBATh PHIHOYHYK) CTOMMOCTh TOBAPHOTO 3HAKA.

=

p—

meY XA B WD =

. Prepare the answers for the following questions:

What 1s matrix organization?

What are the functions of brand managers?

What does P&G produce?

What new products does P&G launch in this country?

Does P&G use direct investment abroad? Give some examples.

What can you say about the advertising methods used by P&G?

What is the buyers’ market of P&G?

Does the company possess chain stores?

What is the trademark of P&G?

What kind of a company is P&G? Is it a multinational company?
What is the price policy at P&G? Does P&G use seasonal discount?
Does the company use zone pricing, promotional pricing, going rate
pricing, odd (off-even) pricing?

VII. State the function of that and translate the sentences into Russian:

1.
2.
3.

He was the only man there that I knew.

It was you that said so!

A group of products that are closely related are sold to the same
customer groups or fall within a given price range.

. The set of all product lines and items is that a particular seller offers

for sale to buyers. It is called product mix.

Supplies and services are items that do not enter the finishing product
at all.

A discount store is a retail institution that sells standard merchandise
at lower prices and by a higher volume.

That part of a brand which can be recognized but is not uttered, such
as a symbol, design or distinctive colouring or lettering is called brand
mark.

. That foreign companies occupy the sellers’ market in this country is a
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10.

11.

well known fact.

Unsought goods are those the consumers do not know about or know
about but do not actually think of buying.

During the necessary time the peasant created the product needed for
his own existence and that of his family.

The first feature of economic laws is that they are of comparatively
short duration and operate during a definite historical period.

STEP TWO

Read the dialogue:

TALKING ABOUT WHOLESALERS AND RETAILERS

What do you think, would the manufacturer be better off without the
middleman?

Well, this 1s something every manufacturer has to think of some time,
but I think he generally finds in the
financial analysis he saves himself a
whole lot of expense and trouble by
getting someone else to look after his
distribution problems. There are some
heavy machinery and office equipment,
for example.

— Will he really save himself expense?

Not always — in the case of a big manufacturer operating a mail order
business for instance, he may save by having his own mailing
department. But in the case of goods sold in shops most firms have
found it useful to get someone else to do the retailing.

You haven’t said anything about the wholesale trade.

One big service it does give is in helping both manufacturer and retailer
with store of information — knowledge of the trade, experience in
forecasting market trends, changes in fashion and taste — things like
that.

I suppose the wholesaler’s also useful to the retailer in finding sources
of supply and to the manufacturer in finding new outlets for his
products.
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— I don’t think we’ve mentioned that the wholesaler also bears a
considerable risk when market prices change. Then we mustn’t forget
that wholesalers sometimes help the retailers with special credit terms.

— So far we’ve mostly heard about the advantages of dealing with a
wholesaler. What about some reasons for eliminating the wholesaler?

— Manufacturers of some proprietary items prefer to deal direct with the
retailer because they feel they get better publicity that way.

— If the retailer’s willing and able to buy large quantities, he may be
better off buying direct from the enterprise.

— Well, on the whole it looks as if the present set-up is likely to continue
for some time at least.

FOR YOU TO BE DONE:

I. Find the equivalents of the words and word combinations in the
dialogue:

W3TOTOBUTENb; TpOAaXka; BBITOJAHO; OOXOAUTHCS 0€3 TOCPEIHUKA;
(hMHAHCOBBIN aHaAJIU3; YKOHOMHUTbH; 3HAUUTEIbHBIC CPEJCTBA; 3aHUMATbCS
npobiiemaMu cOBITA; 3aKaspl, IPHUCBIIAEMBIC 110 IIOYTE; PO3HHYHAS
TOPTOBJIS; ONTOBas TOPIoOBS; 3amac MWHQOpMaIuu; MpeacKa3aHue
TCHJICHIIMA pPa3BUTUS PBHIHKA; HMCTOYHHUK MOCTAaBOK; MYTH COBbITA MPO-
OYKIMH; W3MEHEHWE PBIHOYHBIX II€H; OCOOBIE YCJIOBUS KpEIWTa;
MPEUMYIIECTBA;, YCTPAHEHHWE; M3TOTOBUTEIM C IPEUMYIICCTBECHHBIM
IIpaBOM ITPOU3BOJCTBA; peKIaMma.

I. Translate into English the following word combinations:

credit — BEKCEJbHBIA KPEIUT; UCUEPHAHHBIM KPEIUT; MPEIOCTaBICHHBIN
KPEJIUT; PE3EPBHBIN KPEAUT; KPEAUT B CyMME; B CUYET KPEIUTa;
WCIIOJIb30BAaHUE (YAaCTH) KpEOWTa; KPEOUT C IOralieHueM B
paccpouKy; HEIOCTAaTOK KpEIHUTOB; OOECIEeUEeHUE KpEeauTa;
MoraiieHue KpeauTa; MPEIOCTABICHUE KPEIWUTa; YCIOBHS Ipe-
JOCTABIICHUS] KPEIUTA; MTOTYy4YaTh KPEJIUT; IPEBBIIIATH KPEAUT.

market — BHEIIHUN PBIHOK; BHYTPEHHUN PBIHOK; HEYCTOMUMBBINA PBHIHOK;
KOHBIOHKTYpa PBIHKA; MOTPEOHOCTU PBHIHKA; COCTOSIHUE PBIHKA;
pacCIIUPATh PHIHOK; KOHBIOHKTYpPa PhIHKA, BBITOJHAS I MOKY-

41



naTeJyie/mpoaaBIioB.

loan — OecnpoleHTHass ccyda; OHKOJbHas  CCylda; CpoYHas

(mpenocTaBiieHHAas Ha OMPENENICHHbIM CPOK) CCyjAa; Ioraiarb
CCyay; MOJy4aTh CCYy; IPEIOCTaBIIATh CCY1y; HElleJIeBas CCyaa.

charges, costs, expenses, expenditure — aJIMUHUCTPATUBHbBIC PACXO/IbI;

JNOTIOJIHUTENBHBIE  PAcXOlbl; KOMaHJIWPOBOYHBIE  PACXO/IBI;
HaKJIaJHBIC PacXo/ibl, HEMPEABUACHHBIE PACXObl; HOPMATUBHBIN
pacxoj; TMPOYME PACXOJbl, CMETHBIE pPACXOJbl; COLUAIBHO-
KyJbTYPHBIE  PAacxolbl; TEKYyIIME Pacxolbl; BO3MEIICHUE

pPacxooB; 3a BBIYETOM PacxooB; pacxoIbl Ha
KUJITbE/KOMMYHAIbHBIE  YCIYyTH; CMETa pPacxXxoJ0B; CTaTbH
pacxolloB; pacxolpl, IMOHECEHHBbIE H3-3a ..., HECTU PACXObI;

OIUIAaYMBATh PACXOIHbI.

III. Transform the sentences into Past and Future and use the appropriate

Nk

.O\

forms of the modal verbs and their equivalents:

. Every manufacturer has to think about the advantages and

disadvantages of his business.

He must make the financial analysis of his business enterprise.

He can save some packing expenses.

The retailer should forecast market trends.

We must not forget that wholesalers sometimes help the retailers with
special credit terms.

If the retailer can buy large quantities of goods he may be better off
buying direct from the enterprise.

IV. Fill in the blanks with prepositions:

1.
2.

3.

You haven’t said anything ... wholesale trade.

The wholesaler is useful ... the retailer ... finding sources ... supply and
... the manufacturer ... finding new outlets ... his products.

We have heard much ... the advantages ... dealing ... a wholesaler.

V. Answer the questions:

What kinds of trade do you know?

What is wholesaling?

What is retailing?

How are wholesalers and retailers connected?
How does a retailer serve a customer?
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How does a customer serve a retailer?
What per cent of the price of the goods sold goes to the retailer?
What can you say about the role of a wholesaler in market operations?

V1. Make a report about different forms of trade.

STEP THREE

Read the text:

THE READING PUBLIC
by S. Leacock

«Wish to look about the store'? Oh, by all means, sir», said the
manager of one of the biggest book stores in New York. He called to his
assistant, «Just show this gentleman our ancient classics — the ten-cent
series»”. With this he dismissed me from his mind.

In other words he had guessed at a glance’ that I was a professor. The
manager of the biggest book store cannot be deceived in a customer. He
knew I would hang around for two hours, get in everybody’s way, and
finally buy the «Dialogues of Plato» for ten cents.

He despised me, but a professor standing in a corner buried in a book
looks well in a store. It is a sort of advertisement.

So it was that standing in a far corner I had an opportunity* of noticing
something of these up-to-date manager’s methods with his real customers.

«You are quite sure it’s his latest?» a fashionably-dressed woman was
saying to the manager.

«Oh, yes, madam, this is Mr. Slush’s
very latest book, I assure you. It’s having a
wonderful sale». As he spoke he pointed to a
huge pile of books on the counter with the
title in big letters — Golden Dreams.

«This book», said the lady idly turning
over the pages, «is it good?»

«It’s an extremely powerful thing», said the manager, «in fact it’s a
masterpiece. The critics are saying that without exaggeration’ it is the most
powerful book of the season. It is bound to make a sensationy.
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«Oh, really!» said the lady. «Well, I think I’ll take it then».

Another lady entered. A widow, judging by her black dress.

«Something new in fiction», repeated the manager, «yes, madam,
here’s a charming thing, Golden Dreams, — a very sweet story. In fact, the
critics are saying it’s the sweetest thing Mr. Slush has done.

«Is it good?» said the lady.

«It’s a very charming love story. My wife was reading it aloud only
last night. She could hardly read for tears».

«I suppose it’s quite a safe book?» asked the widow anxiously. «I
want it for my little daughter».

«I assure you it’s perfectly safe. In fact, it is written quite in the old
style, like the dear old books of the past; quite like ...» — here the manager
paused with a slight doubt — «Dickens and ... er ... so ony».

The widow bought the Golden Dreams, received it wrapped up, and
passed out.

«Have you any good light reading?» called out the next customer in a
loud cheerful voice — he had the air of a man starting on a holiday.

«Yes», said the manager, and his face almost broke into a laugh.
«Here’s an excellent thing, Golden Dreams; quite the most humorous book
of the season. My wife was reading it last night. She could hardly read for
laughingy.

After that the customers came and went in a string”. To one lady
Golden Dreams was sold as exactly the reading for a holiday, to another as
the very book to read after a holiday; another bought it as a book for a
rainy day, and a fourth, as the right sort of reading for a fine day.

After a busy two hours I drew near and from a curiosity’
that I couldn’t resist said, «That book, Golden Dreams, you
seem to think 1t’s a very wonderful book ?»

The manager knew that I had no intention of buying the
book, so he shook his head. «Frankly speaking, I imagine it’s
perfectly rotten»®.

«Haven’t you read it?» I asked in amazement.

«Dear me, no!» said the manager. His air was that of a
milkman who is offered a glass of his own milk. «A pretty
time I’d have if I tried to read all the new books. It’s quite
enough to keep track of them without that.

«But those people», I went on, deeply puzzled, «won’t they be
disappointed?»

«By no means!» he said. «They won’t read it. They never do».

«But at any rate your wife thought it a fine story», I insisted.

The manager smiled widely. «I am not married, sir».
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NOTES:

to look about the store — 30ecs: MpPOCMOTPEeTh KHHUTH, KOTOPBIC
IIPOJIAtOTCSI B Mara3suHe.

the ten-cent series — a series of books each of which costs ten cents.

at a glance — at once.

I had an opportunity — I could; I had a chance to notice something.
without exaggeration [l1g,zxdZe’relSgn] — 6e3 npeyBenrueHus.

The customers came and went in a string. — The customers kept coming
and going one after another.

curiosity [,Kjuqrl’Osltl] — nmroGombITCTBO.

. rotten — (slang) bad.

. In the right column find the definition to the words in the left column:
1.

a manager 1.a person who buys regularly from a particular

store or firm

. an assistant 2. the female partner in a marriage

. a professor 3. a professional reviewer of literature, art, music

. a customer 4.someone who manages a company, department,
institution

. a critic 5. a person holding a subordinate position

.a wife 6.a woman who has not married again after her

husband’s death

. a widow 7. a university teacher of the highest rank.

Use the words from the text instead of underlined:

The performance is brilliant. It is certain to be a success.

His manner is that of a professor.

It 1s very important for a manager to follow the events.

[ am going to buy that book.

I am sure, my dear, in a couple of years you’ll stop thinking about
him.

To draw attention to your goods you are to arrange public notice of
them.

It’s the best thing written by him.

The story was so sad that I couldn’t stop crying.

I’d like to read a conservative love story.

He smiled broadly.
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11.
12.

13.

14.

I1I.

The texts were to be published one after another.

Some people look down upon a person only because of his skin
colour.

In one of the corners we saw a number of old books lying one upon
another.

That newspaper gives the most recent news.

Form the nouns from the words given. Use them in your own
sentences.

exaggerate; sense; anxious; humorous; receive; deceive; assist; resist.

IV.

l.
2.

3.

(V)]

8.

V.

1.

2.

(o)

V)]

Answer the questions:

Why did the manager offer the professor the ten-cent series?

Why did the manager lose all the interest in the professor and dismiss
him from his mind?

Why did the fashionably dressed lady insist on having the latest book?
Was she really interested in the most recent literature?

. 4. The professor stood buried in a book; the lady was idly turning over

the pages — what do these sentences tell you of these two customers?

. Whom did the manager consider his real customers?
. Why did the manager say quite different things about the same book to

different customers?

. Did the manager have a high opinion of all his customers? Find the

place in the story to illustrate this.
What was his only aim?

Think about answers to the following questions:

1. What kind of people do you admire? What kind of people do you
despise?

A shop without shop assistants is called a self-service shop. How do
customers buy things in a self-service shop?

. What are goods advertised for?
. What distinguished Soviet poet of the 20s wrote well-known

advertisements?

. What place in a shop is called «a counter»?
. What kind of books do you like best: fiction, scientific literature,

detectives, love, historical stories or stories of travels and discoveries?
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V1. Do you know the difference between «to do» and «to make»? Use the

verbs in correct forms in the following sentences:

to do — nenath, BHINOIHATH PadOTY;
to make — genate (pykamu), TPOU3BOJWUTH, CO3/1aBaTh, TOTOBUTH;

10.
11.
12.
13.
14.

WX R W=

3aCTaBJIsITh

I have ... my duty.

Drink this, it won’t ... you any harm.

He ... a few slight mistakes.

Why can’t you ... him ... his work properly?
I have ... my best.

You’ll have to ... without my help.

George hoped to ... a fortune in New York.
Haven’t you ... up your mind yet?

He ... an immense effort.

It ... no difference whether you go or stay.
You should have ... inquires.

He ... a brilliant speech.

What has this matter to ... with me?

This is all we have, will that ...?

VIIL. Retell the part of that story from «Another lady entered. A widow...»

till «The widow bought the «Golden Dreamsy, ... and passed outy,
using the indirect speech.

VIII. Imagine that you are a manager of that shop. Explain your duties

IX.

X.

and objectives. How would you advertise your shop?
You are an assistant: your duties and objectives.

Give your own title of the story.
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UNIT FOUR

STEP ONE

Read the text:

CONTROLLING SUCCESS AT McDONALD’S

The original McDonald’s drive-in restaurant
in San Bernadino, California, was doing a brisk
business in 1955 when the franchising rights' were
sold to a milk-shake-mixer salesperson named
Ray Kroc. Although Kroc, at the time, did not
know the restaurant business and was not wealthy,
he was going into competition against well-
established fast-food chains, such as Kentucky
Fried Chicken, InstaBurger King (later shortened to Burger King), Diary
Queen and Big Boy.

Nevertheless, while selling milk-shake mixers, Kroc had witnessed
many franchised outlets go out of business because of poor management,
uneven quality and financial draining by parent companies. On the basis of
his observations, Kroc believed that an organization could run a
tremendously successful franchising operation if it could control the
quality of both the food and the service offered at the franchised outlets.
Offering franchisees good financial incentives for adhering to a fair, but
closely controlled system would be another essential element for success.

To develop the kind of control needed, Kroc designed training
programs that were unusual at the time and remain the best in the fast-food
industry. He also put together a training manual that has grown to about
600 pages. The manual detailed operating procedures and standards for
virtually every aspect of outlet management. Instructions ranged from the
cooking time for French fries to expected standards of cleanliness for rest
rooms. To help ensure that employees followed ‘

the provisions outlined in the manual, Kroc had
field inspectors visit outlets and grade their

operations against the standards set forth. \
Kroc also demanded that suppliers conform ‘
to high standards. For example, potato distributors

were shocked to learn that McDonald’s
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technicians measured the moisture levels in potatoes by using devices
called hydrometers and rejected batches in which the solids content did not
meet requirements. Because cheating on hamburger quality was a common
practice in the meat industry at that time, McDonald’s inspectors were
known to use tactics such as showing up at a meatpacking plant at 3 a.m.,
ready to cancel contracts if they found anything amiss. McDonald’s still
keeps close tabs on suppliers, right down to conducting laboratory tests on
the thickness of pickle slices.

Another unique aspect of the McDonald’s operation was Kroc’s
approach to granting franchises. While the usual practice of other chains,
such as Diary Queen and Burger King, was to license whole territories in
return for sizable front-end payments, Kroc sold franchises one outlet at a
time. Only if an operator demonstrated a willingness and ability to live up
to McDonald’s standards that operator would be considered for additional
outlets. Kroc also made sure that the franchisees would get to keep a good
chunk of the fruits of their labours, giving them ample incentive to work
hard. Franchises originally cost $950 and a 1.9 per cent slice of gross
revenues. Today an average-size McDonald’s costs a franchisee more than
$375 000 and 12 per cent of gross sales for the duration of the franchise,
which is normally 20 years.

When Kroc began his franchising operations, most organizations that
franchised fast-food outlets had staffs of about 10 people whose primary
job was selling more franchises and properly managing the income
resulting from the sales. In contrast, McDonald’s central staff was several
times larger because of its broader mission, which included training
franchisees and their managerial staffs and monitoring the way in which
the stores were operated. This approach, coupled with the strategy of low
franchise fees and low sales percentages from franchises, was costly at
first. Although McDonald’s outlets grossed $75 million during the first 6
years of operations, headquarters made net profits of only $159 000. Still,
because he had the foresight to concentrate on the long run, Kroc began to
achieve a vision that would ultimately prove difficult for the competition
to duplicate: nationwide standardization. Gradually, customers started to
notice that regardless of where they were, the local McDonald’s restaurant
could be counted on to offer reliable food, quick service and clean rest
rooms. Yet there often have been innovations, such as the recent testing of
new menu items (e.g. McRib sandwich, low-fat milk and sherbet) and the
recent decision to begin gradually offering the new 14-inch McDonald’s
pizza at all U.S. outlets. The durable reputation of McDonald’s was
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recently confirmed in a survey in which Americans indicated that
McDonald’s was fifth among America’s most powerful brands.

Today there are more than 10 875 McDonald’s outlets located in the
United States and in more than 42 other countries. For example, there are

— — approximately 675 outlets in Japan, 600 in

%% Canada and 300 in Germany. Overseas
1.’ ' franchisees often modify the menu and/or

prices to be locally competitive. The
% company’s gross sales of more than $13

billion are increasing at a rate of more than
10% annually. A new McDonald’s outlet opens every 15 hours someplace
in the world. About 75% of the outlets in the United States are franchised
operations. McDonald’s typically owns or leases the property on which
outlets are located, but the franchisee purchases the equipment and
furnishings used. Overseas outlets are most often joint ventures in which
both the company and local owners have 50% shares. Increasingly, the
company is expanding internationally, an approach which presents even
greater challenges to controlling food and service.

Although Kroc placed heavy emphasis on controlling the food and
service offered, he still left room for considerable innovation among
franchisees in addition to the innovating initiated by headquarters. For
example, franchisees originated the ideas for Big Mac, the Egg McMulffin,
the McDLT and now famous Ronald McDonald. They also have
considerable influence over outlet design, which is one reason why design
varies from one outlet to another. One of the busiest McDonald’s in
America, located north of Chicago’s Loop, draws an estimated 320 000
visitors per month. The visitors step back into the 1950s and 1960s among
such memorabilia as a telephone booth® from the 1950s television series
«Supermany, a Wurlitzer jukebox’, and old movies shown on elevated
screens. Lunchtime customers at a McDonald’s in Los Angeles enjoy
violin serenades. McDonald’s outlets also are popping up in some unique
locations such as on a reproduction of a riverboat on the Mississippi River
in St. Louis, at St. Joseph’s hospital in Phoenix, on several university
campuses”, and at the U.S. naval base in Cuba.

What explains McDonald’s spectacular success? One major factor is
the extent to which the company maintains strong control over most
aspects of its operations. The control have helped McDonald’s develop a
competitive edge in the form of high product and service consistency. A
Big Mac is likely to taste pretty much the same whether we are eating it in
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Boston or Bangkok. As some experts reported recently in praising
McDonald’s, their Big Mac ordered at an outlet in Tokyo did not merely
taste like an American Big Mac, they tasted «exactly the same». Still, the
company has allowed room for innovation. How are successful companies
such as McDonald’s able to design and implement effective control?

NOTES :

1. the franchising rights — legal rights to allow other people to use the
name and methods of a business for a fee.

2. atelephone booth — xaduHa.

3. jukebox — nmpourpsiBaTEIb-aBTOMAT.

4. campus — (U.S.) kammyc, TeppUTOpHUsI YHUBEPCUTETA WU KOJIIEIKA
(1BOp, TOPOJIOK U T.1.).

FOR YOU TO BE DONE:

I. Complete the following using some information from the text:

I heard on TV that...

[ told you at the beginning that...

If you want my advice...

From past experiences he knew that...
I'm waiting for you to tell me...

My advice to you is...

The reason I'm doing it 1s because...
As I have said...

All you need to do is...

. For various reasons he was unable to...
. She was pleasantly surprised that...

. After more thought, he decided...

. Since when have you been interested in...?
. I must honestly add that...

. It seemed a hopeless task to try to...
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II. Translate the following words into Russian:

business; company; management; quality; control; revenue; consumption;
income; profit; competition; service; tax; price; demand; staff; enterprise;
training.
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Choose the attributes to the above words and translate the words
combinations into Russian:

roJ0BOM; BaJOBOM; YaCTHBIN; JUYHBIM; (PUHAHCOBBIN; IMOTECHIIUAIbHBIN;
n00aBOYHBIN;  YMEPEHHBIN;  TapaHTUMHBINA;  MECTHBIM,  JKECTKHIM;
OeCIIaTHBIN; JIOCTATOYHBIM; MOJOXOIHBIM; 00CITy>KUBAIOIIIHNH;
KBAJIU(ULUPOBAHHBIH; (HE)YAOBIECTBOPUTENbHEIN; JOUECPHHI.

II. Prepare the answers for the following questions:

1. What is franchising?

2. What is the strategy of the McDonald’s organization?

3. How are the activities of the company coordinated?

4. How has McDonald’s managed to control its outlets?

5. Does the management seem to be effective? Why or why not?

6. What changes can you suggest to improve the management?

7. How does the management process in a multinational organization
such as McDonald’s differ from the management process in a national
organization?

8. Is McDonald’s likely to be as effective in the future as it has been in
the past?

9. Have you ever been to any McDonald’s outlet? What were your
impressions?

10. Is the expert right claiming the quality of McDonald’s fast food and
service to be of high quality?

IV. Translate into English:

OnToBass TOProBjs SIBIASETCS YacThbi0 CHUCTeMbl MapkeTunra. OHa
npeAcTaBisieT coOOi cuctemy cObITa Jig MOCTAaBKHM TOBapa Ha PBHIHOK.
OOBpuHO dTa cucTeMa Hempsmas (OT MPOU3BOJAUTENS K OINTOBHUKY, OT
PO3HUYHOTO TOPrOBIIA K TOTPEOUTEIIO MUIIN Yepe3 00Jiee CIOKHBIE CBSI3H).
Ona BKJIOYaeT B ce0s ONTOBBIX TOPTOBIIEB, OMNTOBBIX IMOCPEIHUKOB U
KoMucCHOHEPOB. OKOJIO JIByX TpeTed ToBapa MpuoOpeTaeTcss Ha mpaBax
coOCTBEHHOCTH. YacTo onTOBast TOPTOBIIA SABJseTCS Chepoit eI TeIbHOCTH
Majoro O6usHeca. ONTOBUKH OYEHb 00JIETYAIOT MPOIECC TOPTOBIM, TaK
Kak, paboTas C TIOCTOSHHBIMH OIITOBBIMH TOPTOBIIAMH, BJIAJICIIBITY
MarasuHa He 00s13aTelIbHO COJIepKaTh OOJBIINE CKIIAICKUE TTOMEIICHUS C
OOJBITUM acCOPTUMEHTOM ToBapa. OHU JEHCTBYIOT Yepe3 CBOU KOHTOPHI
10 ONITOBOM ITPOJIAKE.
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VI

11.
12.
13.
14.
15.
16.

17.

Find the Gerund in the text and translate the sentences into Russian.

Translate the sentences into Russian paying attention to Infinitive
Constructions:

. I’ve looked after the investments of some of my clients for thirty years

and they trust me.

. To tell the truth, I’d rather lose my own money than see them lose

theirs.

. He is said to have impressed everybody during the talks.
. In private the president was believed to have expressed his doubts

about the State Secretary’s chances of pulling off a deal.

They appeared to be wealthy people with a passion for everything
connected with the stage.

We are working now and we’ll be sure to pay you on Saturday.

. The company was reported to be paying wages lower than its

competitors.

. The changes are likely to be announced in the April Budget.
. He was known to have refused office in the interest of his profession.
. Some member of the Board of Directors are believed to have resigned

yesterday.

I still consider we were right to reject their offer.

Middle age and pressure of business forced him to give up hunting.

I cannot allow you to throw away an enormous property like this.
Maybe I could persuade him to pay her seventy-five a week.

I never saw a man pick up this work so fast.

I never heard him speak of those whose work had a certain analogy
with his own.

Every enterprise would like fuel and raw materials to be cheap.

STEP TWO

Read the dialogue:

DISCUSSING THE CONDITIONS OF PURCHASE

Well, Mr. Brown, I believe we may proceed with our yesterday’s
discussions.

Yes, of course, Mr. Right.
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— I’d like to have a look at your General Conditions of purchase. Have
you got them with you?

— Yes, sure. Here they are. Are you interested in some definite clause?

— Yes. I’d like to clear up the clause concerning delay in delivery. I don’t
quite see when the sellers bear responsibility for this.

You see, Mr. Right, if the buyers fulfil their
obligations completely, but for some reason
the goods are not delivered at the fixed
- time, the sellers bear the expenses and must
" pay a penalty to the buyers.

— What does it amount to?

— We usually demand a payment of 0.5%
of the price of the undelivered goods for the first week of the delay.

— That’s rather a lot.

— That 1s not all. Besides the buyers reserve a right to reject the goods if
the delay is more than six weeks.

— In this case the sellers do not pay any penalty, do they?
— Yes, they do.

— Then we’d like to think it over first. We’ll have to agree about the
penalty clause before we sign the contract.

— That’s right.

FOR YOU TO BE DONE:

I. Find the Russian equivalents to the words and word combinations. Use
the English words and word combinations in the sentences of your own:

discussion; general conditions of purchase; definite clause; delay; delivery;
to bear responsibility for; to fulfil obligations; fixed time; expenses; a
penalty; to amount to; to demand; to reject the goods; to sign a contract.

II. Replace the italicized parts of the sentences with the equivalents from
the dialogue:

1. I think we can continue our yesterday’s discussion.
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2. I’d like to clear up the clause about the delay in delivery.

3. I want to know when the sellers have responsibility for the terms of
purchase.

4. The buyers have the right to reject the goods.

III. Complete the sentences according to the information given in the
dialogue:

He is going to ...

They are not interested in ...

We are ready to clear up the clause concerning ...

The buyers do not always know when the sellers ...
He is sure the goods ...

IV. Name all the problems discussed in the text. Define the general
conditions of purchase.

V. Ask your fellow students questions to the information of the dialogue

V1. Reproduce the dialogue using the phrases:

As far as I know...
The thing is ...
They say ...

To tell the truth ...
Unfortunately ...

STEP THREE

THE LITTLE FOXES
by L. Hellman

I. Practise the pronunciation of the following names.

Regina Giddens [rI’dZalng ’gldnz] Leo [lI:qu]

Horace [’hOrgs] Birdie [’bWdl]

Oscar [’gskq] Marshall [’mRSql]
Benjamin [’bendZgmin] Alexandra [,xllg’zRndr(q]
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The play shows a typical American family. Regina Giddens, a
beautiful woman of forty, hates her husband Horace; she and her two
brothers, Oscar and Benjamin (Ben), fight each other for a larger part in a
commercial enterprise organized by Marshall, a rich Chicago businessman.

Oscar, who 1s about fifty now, had married Birdie, a girl from a rich
family. He did not love Birdie and married her only for her money. They
have a son, Leo whom his mother does not love, because he is very much
like his father. Leo works in the bank, headed by Horace Giddens. Horace
has serious heart trouble. He had spent six months in the hospital and was
brought home by his daughter Alexandra who is seventeen years old.
While Horace was ill, Leo stole his bonds for a large sum of money from
the bank and gave them to his father to use in the enterprise.

Read the text:

Scene: The living-room of the Giddens house in a small town in the South.
A staircase leading to the second floor. Spring 1900. Horace is
sitting near the window in a wheel-chair. On the table near him is
some medicine. He is talking to his wife about the theft of the

bonds.
[

Horace: Leo took the key and opened the box. You remember
the day I came back from the hospital? Oscar went to
Chicago the same day. Well, he went with my bonds
that his son Leo had stolen for him. And for Ben, of
course, too.

Regina: When did you find out the bonds were stolen?
Horace: Wednesday night.

Regina: Why have you waited three days to do anything? This
will make

a fine story. (Suddenly laughs) A fine story to hold over their
heads®. How could they be such fools?
Horace: But I’'m not going to hold it over their heads.

Regina (stops laughing): What?

Horace (turns his chair to see her): 1 am going to let them keep the bonds
— as a loan’ from you. An eighty-eight-thousand-dollar loan; they
should be grateful to you. They will be, I think.
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Regina (slowly, smiles): 1 see. You are punishing me. But I won’t let you
punish me. If you won’t do anything, I will. Now. (She goes to
the door.)

Horace: You won’t do anything. Because you can’t. (Regina stops.)
I shall say that I lent them the bonds.

Regina: You are going to lend* them the bonds and let them keep all the
profit’ they make on them, and there is nothing I can do about it,
is that right?

Horace: Yes.
Regina: Why do you do it?

Horace: 1 was coming to that. I am going to make a new will’, Regina,
leaving you those bonds. The rest will go to Alexandra. It’s true
that your brothers have borrowed those bonds for a short time.
After my death I advise you to talk to Ben and Oscar. They won’t
admit anything. I will say nothing as long as I live. Is that clear to
you?

Regina: Yes, you will not say anything as long as you live.

Horace: That’s right. And after a time they will give you your bonds back
and nobody except us will ever know what had happened. Your
brothers will be soon here. They want to know what I am going to
do. They will be happy to know I’ll do nothing. And that will be
the end of that. There is nothing you can do to them, nothing you
can do to me.

Regina: You hate me very much.
Horace: No.

Regina.: Oh, 1 think you do. Well, we haven’t been very happy together. I
don’t hate you either. I have only contempt for you. I’ve always
had.

Horace: From the very first?
Regina: 1 think so.
Horace: 1 loved you. But why did you marry me?

Regina: 1 wanted much from life. I wanted good things. Then, and then
(smiles) Papa died and left the money to Ben and Oscar.

Horace: And you married me?
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Regina: Yes, I thought — but I was wrong. You were a small-town clerk
then. You haven’t changed.

Horace (smiles): And that wasn’t what you wanted.

Regina: No. No, it wasn’t what I wanted. After some time I found out I
had made a mistake.

Horace: Why didn’t you leave me?

Regina: This wasn’t what [ wanted, but it was something. (Horace puts his
hand to his throat.) You could die before 1

did. T couldn’t know that you would get

heart trouble so early and so bad. I'm lucky,

. Q Horace. I’ve always been lucky. (Horace
C A turns slowly to the medicine.) I’ll be lucky
‘ again. (Horace looks at her. Then he puts

his hand to his throat. He moves the chair to

the table and takes the medicine bottle and the spoon. Suddenly
he drops the medicine

bottle and it breaks.)

Horace: Please, tell a servant to get the medicine in my room. (Regina
doesn’t move. Horace looks at her and suddenly understands. He
tries to call servants but his voice is too weak to be heard outside
the room. He gets up from his chair and goes to the staircase. But
he slips and falls on the steps. Regina waits a second, then goes to
the staircase and speaks.)

Regina: Horace, Horace. (When there is no answer she calls.) Come here,
somebody! (The servants come into the room and run to the
staircase.) He’s had a bad attack. Take him to his room! (The
servants carry Horace to his room.) (Ben, Oscar and Leo come
into the room. After a time Regina comes slowly into the room
too.)

Ben: What happened?

Regina: He’s had a bad attack.

Oscar: Too bad. I’'m sorry we were not here to help you.
Ben: How is he? Can we go to him?

Regina (shakes her head): He’s not conscious.

Oscar (walking around the room): 1s it so bad? We must call the doctor.
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Regina: 1 don’t think there 1s much for him to do.
Ben: Oh, don’t say so. He has come through attacks before. He will now.

Regina: Well. We haven’t seen each other since he came home. He told
me about the bonds this afternoon. (There is silence.)

& Leo: The bonds. What do you mean? What bonds?

Ben (looking at him angrily. Then to Regina): Horace’s
bonds?

Regina: Yes.

Oscar (steps to her): Well. Well, what about them? What —
what could he say?

Regina: He said that Leo had stolen the bonds and given
them to you. You are quite safe while Horace
lives. But I don’t think Horace will live. And if he
doesn’t live, I shall want seventy-five per cent of
the profit.

Ben (steps back, laughs): Greedy! What a greedy girl you are. You want
so much of everything.

Regina: Yes. And if I don’t get what [ want, [ am going to put all three of
you into prison.

Oscar: And on what evidence?

Regina: No evidence. I need no evidence. The bonds are stolen and they
are with Marshall. That will be enough. If it isn’t, I’ll add what’s
necessary.

Ben: I am sure of that.
Regina (turns to Ben): You can be quite sure.

Oscar: You couldn’t do anything like that. We’re your own brothers.
(Points to Horace’s room.) How can you talk about such things
when there not five minutes ago...

Regina (slowly): They will put you in prison. But I won’t care much if
they don’t. Because by that time you'll be ruined. I shall also tell
my story to Mr. Marshall, who likes me, I think, and who will not
want to be involved in your scandal. A respectable firm like
Marshall and Company. And you know it. Now I don't want to
hear any more from any of you. I’ll take my seventy-five per cent
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and we’ll forget the story. That is one way of doing it; and the
way I prefer. You know me well enough. I will take the other way
too, 1f I have to.

Ben (after a second, slowly): We haven’t ever known you well enough,
Regina.

Regina: You’re getting old, Ben. (There is no answer. She waits, then
smiles.) All right. I understand that it’s settled and I get what I
asked for.

NOTES

. an enterprise — an individual or commercial organization.

. to hold (smth.) over heads — to make smb. get frightened, to threaten.

3. aloan — money lent on condition that it will be paid at an agreed time or
in an agreed manner.

4. to lend (lent, lent) — to give a certain sum of money or something with
expected interest or on another condition.

5. a profit — the amount by which the price received is greater than the
cost; the difference between business income and expenses.

6. a will — a formal document in which a person states how and by whom

he wishes his possession to be distributed after his death.

N —

II. Before reading the text try to find Russian equivalents to the following
words and word combinations:

to hate; to be very much like somebody; to steal; to be grateful; to admit;
to make a new will; to have contempt for somebody; to be lucky; to be
conscious; a greedy girl; evidence; a respectable firm; to be getting old; to
settle.

IIl. Find in the text the English equivalents to the following and use the
words or phrases in your own sentences:

Thl B TIOJHOW O0€30MacHOCTH; CEMBJECAT IIATh IPOIEHTOB MPUOBLIH;
pEIICHO; Thl CTapeellb; TOTO OyIEeT BIIOJIHE IOCTATOYHO; HY U KaJIHas e
ThI!; M KakK OHU TOJIbKO MOIVIM OBITb TaKUMM JypakaMu!; 3TO 3aewm,
KOTOPBIM J1ajia ThI; Thl MEHSI HAKA3bIBACIIb; COCTABUTh HOBOE 3aBEIIAHNUE; A
Bcerma TeOs mpe3upana; Thl HE HM3MCHHWIICS;, MHE BCErJa BE3JIO; OBITh
BOBJICYCHHBIM B CKaH/AJI.
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IV. Translate the sentences and explain their grammar structure:

They should be grateful to you. They will be, I think.

I won’t let you punish me.

If he doesn’t live, I shall want 75 per cent of the profit.

If I don’t get what I want, I am going to put all three of you into prison.
If it isn’t, I’ll add what’s necessary.

You couldn’t do anything like that.

That is one way of doing it.

I will take the other way too, if I have to.

A o

V. Find and read aloud sentences describing:

1) the theft of the bonds;

2) Horace’s plan to make a new will;
3) Horace’s illness and death;

4) Regina’s offer to her brothers.

V1. Find sentences in the text to prove that the following statements are
true:

1. 1. Horace wanted to punish Regina by leaving her nothing in his will
but the stolen bonds.

2. Regina wanted Horace to die before he made a new will.

3. Regina promised to ruin her brothers and send them to prison.

VII. Find answers to the following questions:

What kind of family did Regina, Ben and Oscar grow up in?
Whom did their father leave his money?

Why did Regina marry Horace if she didn't love him?

What do Regina and her brothers fight each other about?
Where does Leo work?

Nk

VIIL. How would you title that extract? Give your reasons.
[X. Retell the action in the form of an author’s monologue.

X. Try to imagine the continuation of the story. What will be Regina’s
fate? Leo’s future?
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