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MeToauueckue pPeKoMmeHaauun n ykasaHus
Nno BbIMOJNTHEHUIO KOHTPOJIbHbIX pa60T

Lienv n 3apayum oby4veHus

OcHOBHOHM 11eNIbI0 O0OYYEHUsI CTYJEHTOB HWHOCTPaHHOMY (aHIJIMi-
CKOMY) SI3bIKYy B TEXHUYECKOM BY3€ SIBJISIETCS TOCTIKEHHUE UMM TIPAKTHYIE-
CKOTO BIAJCHHS 3TUM SI3bIKOM, YTO MPEANOIaraeT npu 3a04HOM O00y4eHUU
dbopMUpOBaHHE YMEHHSA CaMOCTOSITENIbHO YUTATh JUTEPATypy IO CIIEIH-
aJIbHOCTH BY3a C LIEJIbIO0 M3BJICUYECHHUS] UCKOMOM yueOHOM MH(pOpMalnuu u3
WHOSI3BIYHBIX NCTOYHUKOB.

B ycnoBusix 3a04HOro OoOydeHHs] TaKue BHJbI PEUEBOM JEATEIHHO-
CTH, KaK yCTHasi peub (TOBOPEHUE U ayJUPOBaHUE) U MMUChMO UCTIOIB3YIOT-
Csl Ha MPOTSKEHUU BCETO Kypca Kak CPeACTBO OOYUCHHSI.

ITepeBoa (YCTHBIM M THUCHMEHHBINA) UCIIOIB3YETCS HAa MPOTSIKEHUU
BCET0 Kypca 00y4eHHUS:

— KaK CpeJICTBO 00yUYeHHUS,

— JIJI1 KOHTPOJIsI TOHUMAaHUS TPOYUTAHHOTO TEKCTa;

— B KauecTBE BO3MOXKHOTO criocoba mepenayd uHdopMaluu, moiy-
YEHHOM MpU YTEHUU TEKCTA.

B mporiecce nocTmkeHus MpakTHYECKON e 00yYeHUS PEerIaroTcs
BOCIUTATEIbHBIE U 0011e00pa3oBaTeIbHbIE 33/1a4ul, CIIOCOOCTBYIOIIUE TTO-
BBIIIICHUIO 00111€00pa30BaTEIBLHOIO0 U KYJIBTYPHOTO YPOBHSI CTYJICHTOB.
PekoMeHayeTcss MCMONb30BaTh TaKkKe OOIIECTBEHHO-ITYOIUIIMCTHYECKYIO
JUTEPATYPY U MaTepUasbl MEPUOIUUECKON MeYaTH, CIIOCOOCTBYIOIINE BhI-
MOJIHEHUIO LieJIeil 1 3a1a4 00y4YeHHs.

Ha 3aounoit popme 00yueHus u3ydaercsi TOT MHOCTPAHHBIN S3bIK,
KOTOPBIN U3yyascs B CPEIHEM YUeOHOM 3aBE/ICHUH.

CtTyneHTsl, HE U3yYaBIIME aHTJIMMCKUN A3BIK B cpeHel o01ieobpa-
30BaTEIbHON IIIKOJIE WJIU K€ M3Y4YaBIIUE €ro B MOJTHOM O0BbEeMe CpeaHen
MaccoBOU 00111€00pa30BaTEIBLHON IIKOJIbI, MPOXOASIT B YHUBEPCUTETE BCE
pas3enbl IporpaMMBbl Kypcea.

BbinonHeHMe KOHTPONbLHbLIX pabdboT

KonTposnbHble 3agaHusi J CTYJIEHTOB-3a0YHUKOB IPEJIararoTcs,
KaK MpaBujo, B MITH BapuaHTax. O0ydyaeMble Ha 3a09HOM (PaKyIbTETE BbI-
MOJTHSIFOT OJWH W3 MSATH BapUAHTOB B COOTBETCTBUU C IMOCIETHUMH IU-
paMu CTyJIeHUYEeCKOro mudpa: CTyJeHTHI, ITU(Pp KOTOPHIX OKAHUUBAETCS Ha
I mnn 2, BeImoONHAOT BapuaHT 1; Ha 3 wnu 4, — BapuaHT 2; Ha 5 win 6, —
BApUaHT 3; Ha 7 wiK 8, — BapuaHT 4; Ha 9 unu 0, — BapuauT 3S.



Bce ocranbHble BapuaHThl MO>KHO HMCIIOJIB30BAaTh B KAUECTBE MaTepua-
Ja JUIs JOTIOJIHUTENBHOTO Y4eOHOr0 YTEHHSI U AJIs1 IOATOTOBKH K 9K3aMEHY.

3HaKOM * TIOMeUeH B TeKCTe (haKyIbTaTUBHBIN MaTepral sl U3y4ECHHUSI.

BbINOAHATE NUChMEHHBIE KOHTPOJIbHBIE PAaOOTHI CIEAYET B OTIEIb-
HOM TeTpamu. Ha oOmokke TeTpaaum clieqyeT ykKa3zaTh CBOIO (haMUIIUIO,
UMs, 0OTUECTBO; NP, HOMEP KOHTPOJIbHOM padOThl, HA3BaHUE yueOHUKa,
10 KOTOPOMY BBl 3aHUMAEeTeCh U, B 00513aTeJIbHOM MNOpsiAKe, (amMuiainio
penen3enTa. [Ipy BINMOIHEHNN KOHTPOJIBHOW pabOThl 0OOy4aeMblii OCTaB-
JSIeT B TETPagyl WIUPOKKUE MOJIS AJIs 3aMedYaHuil, 0ObICHEHUN U MeToInYe-
CKUX YKa3aHUM PELICH3EHTA.

Matepuanbsl KOHTPOJIBHON pabOThI ClEeNyeT pacrnojiarate B TETPaau
10 CIeAyIoLEMy 00pasiy:

JIeBas cTpaHuLa IIpaBas cTpanuna
I10J151: AHIVIMMCKUAN TEKCT PYCCKUU TEKCT: 1101

Pazpemaercs 10cpoyHOE BBIOJIHEHNE KOHTPOJIBHOU paOOTHI.

Ecnu xoHTposbHAs paboTa BBINOJHEHA HE B COOTBETCTBUM C yKa3a-
HUSIMH WM HE MTOJIHOCTBIO, OHA BO3BpaIaeTcsi 0€3 IPOBEPKHU.

BrinonHeHHBIE KOHTPOJIbHBIE PAaOOTHI HANIPABJISIOTCS AJIA MPOBEPKU
Y PELEH3UPOBAHUS B YHUBEPCUTET B YCTAHOBJIEHHBIE CPOKHU.

UcnpaBneHue paboThbl HAa OCHOBE pPeLeH3un

1. ITpu mostydyeHUH OT perieH3eHTa MPOBEPEHHON KOHTPOJIBLHOM pado-
Thl CIIEIyeT BHUMATEJIBHO O3HAKOMHUTBLCS C 3aMEUAHUSIMU PEIEH3EHTa
U TMPOAHAIIU3UPOBATh OTMEYEHHbIE B paboTe OmHOKU. PyKOBOACTBYsCH
yKa3aHUsIMU PELIEH3EHTa, HEeOOXOAMMO MpopaboTaTh elle pa3 Y4eOHBI
Marepuail. Bce npemiioxkenusi, B KOTOPbIX ObUTH 00OHApYKeHbI opdorpadu-
YecKue, JEKCMUYECKHEe U T'paMMaTHYeCKue OIIMOKH, a TakKe HETOYHOCTU
B MEpPEBOJIE, MEPENUCHIBAIOTCS HAYMCTO B MCIPABICHHOM BHJIE€ B KOHIIE
JAHHOU KOHTPOJBLHOU pabOTHI.

2. Ilociie BBIMONIHEHUS BCEX YKa3aHUM PELEH3E€HTA U HUCHPABJICHUS
BCEX OLIMOOK MOKHO MPUCTYNHUTh K U3YYEHHUIO y4eOHOTrO MaTepuaia oye-
PEAHOr0 KOHTPOJILHOTO 3a/laHusl U ero BeinojaHeHuto. CobecenoBaHue Mo
KOHTPOJBHBIM paboTaM (3aluTa KOHTPOJIBHBIX PadOT) OCYIIECTBISETCS
HEIOCPEICTBEHHO IEPE 3a4€TOM WIIM 3K3aMEHOM (BO BpeMsl 3adeTa WIH
HK3aMeHa MOKET MPOU3BOJUTHCS MPOBEPKA YCBOCHHS MaTepHalia, BOUIEH-
IIIETO B KOHTPOJIbHBIE PAaOOTHI).



NMoaroToBKa K 3a4eTy U 3K3aMeHy

B mporiecce moAroToBKY K 3a4eTy M 9K3aMEHY PEKOMEHIYETCS:

— MOBTOPHO TpOpaboTaTh rpaMMaTHYECKUe TeMbl KOHTPOJIBHON pa-
OOTBHI W YIPaKHEHUS K HUM; POYUTATh U TEPEBECTU TEKCThl y4eOHUKA,
y4eOHOr0 MocooOusi, KOHTPOJIBHBIX PadoT;

— BHUMATEJIBHO M3yYUTh MaTepuan OTPELEH3UPOBAHHBIX KOHTPOJIb-
HBIX paboT; IPOeNaTh OTAEIbHbIC YIIPAKHEHUS 110 3aKPETUIEHUI0 TpaMma-
TUYECKOT0 MaTepuaia u3 yueOHHUKa JJIsi CAaMOTIPOBEPKHU;

— MOBTOPUTH MAaTE€pPUaN YCTHBIX YIPAKHEHU.

TpeGoBaHuA Ha 3a4eTe U 3K3aMeHe

K 3aueTy gomyckaroTcsi T€ CTyJAEHTBI, KOTOPBIE YCIIEIIHO BHITTOIHUIN
U MpONUIA coOece]0BaHruEe O ABYM KOHTPOJIbHBIM paboTaM, MperycMOT-
PEHHBIM YU€OHBIM IJIAHOM YHUBEPCUTETA, U BHITIOJIHUBIINE YUYESOHBIN IJIaH
B [IOJTHOM 00BEME Kypca.

3adeT BBICTABISETCS, KaK MPABUIIO, HA OCHOBE BBIMOJHEHHBIX KOH-
TPOJIbHBIX Pa0OT M CIAHHBIX YUYEOHBIX TEKCTOB.

B oTnenbHbIX ciaydasx (MPOMYCKH 3aHATUNA MO yBaXKUTEIbHBIM, He-
YBaXXUTEIBHBIM IPUUUHAM ) 3a4€T MOXKET IIPOBOJUTHCS B (hOpMeE IK3aMEHa.

s nonyuenus 3auema cmyoenm 00HCEH YMEmb:

— MIPOYUTATH C UCIOJIb30BAHUEM CIIOBApsI HE3HAKOMBIN TEKCT HA aHT-
JMACKOM SI3bIKE, COJCPKAIIMK HM3YYECHHBIM IpaMMaTUYECKHM MaTepuall,
U BBITIOJTHUTH MUChbMEHHbIN nepeBo (600—-800 meuatHbix 3HAKOB B 1 aka-
JTEMUYECKUI Yac);

— IpOYUTaTh 0€3 CIIOBAPsl HE3HAKOMBIN TEKCT Ha aHTJIMIHCKOM SI3BIKE
U IIEpeAaTh €ro COAECPKAHUE HA POJHOM SI3BIKE; TEKCT JIOJKEH COJEPKATh
W3YUYCHHBI MaTepHal, a KOJUYECTBO HE3HAKOMBIX CJIOB JIOJKHO COCTaB-
71Th 5—8 Ha 500—600 neyaTHBIX 3HAKOB.

K »sk3aMeHy JOMyCKarOTCs CTYIEHTHI, UIMEIOIIKE 3a4eT 3a |- Kypc,
BBITIOJTHUBIIINE BCE MUCHMEHHBIE KOHTPOJBHBIE PaOOTHI, MPEIyCMOTPEH-
Hbl€ y4e€OHBIM IUIAHOM YHUBEPCHUTETA, M CIaBIIME Y4YEOHBIM MaTepHual
B paMKax IporpaMmbl Kypca.

CopepxaHue 3K3ameHa

1. Yrenune co crmoBapeM M IMCBMEHHBIM NEPEBOJ TEKCTA IO CIIELU-
anbHOCTH By3a (1000 meyaTHBIX 3HAKOB 3a | akajgeMUYecKWil yac; mpu
yctHOM nepeBojie 1200—1500 neyaTHbIX 3HAKOB 3a 1 akageMU4ecKui yac).

2. Utenue 0e3 cioBapsi TEKCTa, COJEPIKAIIETO M3YYEHHBIM I'pamMMa-
trueckuid (800 meyaTHbIX 3HAKOB; 5—8 He3HaKOMbIX ciioB Ha 800 meuart-
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HBIX 3HAKOB) MaTepHall U Mepeaada CoAep KaHus TEKCTa Ha POJHOM SI3bIKE
(BBIMIOJIHEHUE TECTOBBIX 33JJaHUM IO COJIEP>KAHUIO TEKCTa; BPEMsl MOJIro-
TOBKHU — 10 MHUHYT).

CopepxaHue A3bIKOBOro Matepuana
(noBTOpPEHME N 0606LLEHME)

1. doHeTHUECKNIT MUHUMYM.

OOmras xapakTepuCTHKa 3BYKOB aHTJIMUCKOTO s3bika. Jlonrora
U KPaTKOCTh TJIACHBIX 3BYKOB. TpaHCKpuMIus. 3ByKH, HE CBONCTBEHHBIE
PYCCKOMY S3BIKY. XapaKTepHbIE OCOOCHHOCTH AHIJIMMCKUX COTJIACHBIX.
[IpaBuna ureHust OTAENbHBIX OYKB U OykBocoueTaHuid. [Tonsitue o0 uHTO-
HaluU. Y JapeHue B CJIOBE, MPEIOKEHUU.

2. JIekcnuecKnii MUHUMYM.

3a oOmuii Kypc OOy4eHUs CTYJEHT 3a04YHOTO OTJIEJICHUS JOJKEH
npuoOpectu cioBapHbiil 3anac B 1000—1500 nexkcuueckux eauHuIl (CJIOB
U CJIOBOCOYETAHUM ).

OO6miee MOHSATHE O CIOBAPHOM 3amace aHrJIMHCKOro si3bika. Yactu
pEYU U YIEHBI IPEMIOKEHHUS.

3HamMeHaTeIbHbIE YaCTU PEUYM U CIIyKEOHbIE CIIOBA.

VKka3aHHBI 00BEM JIEKCUYECKUX EIWHHI] SBJISIETCS OCHOBOW JUIA
pacuIMpeHusl MOTEHLIHAIBHOIO CJIOBAapHOro 3amaca cTyldeHTOB. Iloaromy
nmporpaMma MpeaycMaTpUBAeT YCBOEHHWE HauboJiee YIOTPEOUTEIbHBIX
CJIOBOOOpa30BaTENbHBIX CpeACTB. [loTeHIMANBbHBINA CIIOBAPHBIN 3amac Mo-
KeT OBITh PACIIMPEH U 33 CYET MHTEPHAIIMOHAILHON JIEKCUKH, COBMAIat0-
el UM OJM3KOM MO 3HAYEHUIO ¢ TAKUMHU K€ CJIOBAMHU POAHOTO (PyCCKO-
r0) sSI3bIKa, HO OTJIMYAIOIIECHCS OT HUX MO0 3BYYaHUIO U yAapEHUIO.

KopHeBble, Npon3BOAHBIE U CIOXHBIE CI0Ba. OCHOBHBIE CIOCOOBI
CJIOBOOOPA30BaHUsI B AHTIUMUCKOM si3bike. CUHOHUMBI, aHTOHUMBI. Dpa-
3eosiorudyeckre o00poThl. Mnnomarudyeckue BoipaxkeHus. CokpalleHus.

OOpazoBanue cCymiecTBUTENbHBIX. CIOXKHBIE CYIIECTBUTENBHBIE, WX
oOpazoBanue, nepeBol. [Ipon3BoaHbIE CyIIECTBUTENbHbIE, HAaUOOJIee YIOT-
pedurenbHble CyPQPUKCHI CYIIECTBUTEIBHBIX, 00Pa30BaHUE CYIIECTBUTEIb-
HBIX OT OCHOB CHJIbHBIX TiarosioB. CyOcTaHTuBanys MHGUHUTHBA, TipUjiara-
TEJIbHBIX, IPUYACTUN U APYTUX YaCTEU PEUM.

OO6pazoBanue npuiarateybHbIX. [[pOU3BOIHBIE U CIIOKHBIEC TIpUIIara-
TeJbHbIEC, HanboJiee ynorpeOutesbHble Cyh(PUKCH MpHiIaraTesbHbIX, MO-
nycypdukcel mpuiaraTeabHbIX.

OO6pazoBanre YUCIUTENbHBIX. KOpHEBBIC, MPOU3BOIHBIE U CIIOKHBIC
YUCIIUTEIIbHBIE.



O6pazoBanue Hapeunil. KopHeBbie, MPOU3BOIHBIE U CIOKHBIE Hape-
yusi, Hanbosee ynorpeoutenbHble cy(hPuKCh Hapeunid.

OOpazoBanue rinarojioB. [IpousBogaubie Tiaroisl. Hanbosnee ymnorpe-
OUTENbHBIC TPUCTABKH TJIAr0JIOB, CIIOKHBIE TJIArOJIbI.

3. I'paMMaTH4eCcKuii MUHHUMYM.

B nporiecce 00yueHusi CTyJIeHT AOKEH OCBOMTH OCHOBHBIE TpaMMa-
TU4YeCKue POPMBI U CTPYKTYPBI COBPEMEHHOT'O aHTJIMICKOTO sA3bika (Ha 1-M
Kypce — NPEeUMYILeCTBEHHO ()OPMbI U CTPYKTYpPbl TPAMMATUKKU YCTHOU pe-
4H, Ha 2-M Kypce — MMCbMEHHON HAy4YHOU pPeun).

Mopdonorusa
(maTepuan ona NOBTOPEHUA U cMCTeMaTU3aLum)

Nms cymectButenbHoe. O0mMe cBeeHrs 00 UMEHU CYIECTBUTEb-
HOM. OOpa3oBaHME MHOXKECTBEHHOI'O YHWCJIa CYHIECTBUTEIbHBIX. Mcuuc-
JSiEMbI€ U HEUCUUCIISIEMbIE CYIIECTBUTEIIbHBIE.

Aptukib. OnpeneseHHbI U HeONPeAeIEHHbIN apTHKIIb. OTCYTCTBHE
apTUKJIA. YTOoTpeOaeHne apTUKIIS ¢ UMEHaAMU COOCTBEHHBIMU.

[Tanex. IlputsoxatensHblii magex. CyIIeCTBUTENbHBIE B (DYHKIIMH
OTIpEICIICHUSI.

Nwms npunaratensHoe. OO1ee noHsATrue o npuiarareabHoM. Ctenenu
CpPaBHEHMS pUIaratesibHbIX. AHTJUACKUE CPABHUTENBHBIE MPEIJIOKEHUS,
CoJIeprKalllie TpaMMaTUYECKUe KOHCTPYKIIUH as...; not so... as; then; the +
CpaBHHTEINIbHAs cTeneHs (the ...the).

Nms gucnurensHoe. OOpa3zoBaHUe KOJUUYECTBEHHBIX W MOPSIKOBBIX
YUCIUTEIbHBIX. XPOHOJIOTHYECKHUE JaThl U 0003HaueHHe BpeMeHH. J[poo-
HbIE YUCITUTEIbHBIE.

Mectoumenue. OOImMe cBeeHUsI 0 MeCTOMMEHUHU. JIMUHbIe, MpUTSI-
KaTelbHbIe, BOIMPOCUTEIbHBIE, OTHOCUTEIIbHBIC, HEOIMPEEICHHbBIE, OTPHU-
1aTeNbHbIC, KOJIMYECTBEHHbIC U BO3BPATHHIE MECTOMMEHHUS.

Heonpenenenno-nnunoe wmecroumenue one. (ClI0BO-3aMECTHUTEINb
that (those).

['maron. OGuue cBeeHus O TJ1arojie U TUIax ero oopaszoBaHus. I a-
roJiel to be, to have. I'maronei-zamecturenu. JInuabie U HeTUYHBIE (DOPMBI
rnarona. OcHoBHbIe popMmbl Tiarona. [IpaBunbHbIe U HENMpaBWIbHBIE POp-
MBI TJ1aroyioB. Cucrema BUJ0-BPEMEHHBIX (DOPM TJIAroJoB B JACHCTBUTEINb-
HOM 3ajore. Hacrosiee, mpoieniiee, OyIyliee HEONpPeIeICeHHOE BpeMs.
JlnuTensHbIE BpeMeHa: HacTosilee, mpoiienaiiee, Oyayimiee. [lepdexTHbie
BpEMEHa: HacTosIee, mporieamnee, Oyaymee. Bumo-BpeMeHHbIE (HOPMBI
[J1arojia B MaCCUBHOM 3aJioTe.



Y4eOHbIN MaTepuan no Kypcy

[lonsitue 3anora. CrpagatenbHblid 3anor. CoriiacoBaHue BpEMEH.
Future-in-the-Past.

Mopansubie riarosbl can (could), may (might), must, need, shall
(should), nx ocobeHHOCTH M PKBHUBAJIEHTHI.

[lonsitue HakinoHeHus. M3bsiBUTENbHOE HakioHeHue. [loBenuTesns-
HO€ HaKJIOHEHHE.

Henuunsle ¢hopmel riiarona. Uupuautus. Odmiee nouarrue 06 nHdpu-
HUTHBE, ero Gopmax u QyHkiusax. OOpazoBanue u ynorpediaeHue Gopm
uHpuHUTHBA. OOBEKTHBIM MHUHUTUBHBIM 000poT. CyOBEKTHBIN MH)U-
HUTUBHBIA 000poT. [Ipuyactue. O6miee nmonstue o npuyactuu. Participle I
u Participle II. ®ynkuun npudactuil. OOBEKTHBIM NPUYACTHBIA 0OOpPOT.
He3aBucumeblii mpuuactHeiit 060poT. ['epynauii. OO1iee TOHATHE O TepyH-
MU 1 ero npu3Hakax. OyHKIUU TepyHIUS B MPEITI0KCHUH U CITIOCOOBI Tie-
peBojia Ha pyCcCKHil s3bIK. ['epyHIuaIbHbIN 000pOT.

Hapeune. O6miee nonsitue o Hapeunu. CTerneHr CpaBHEHUST HApeUuuil.

[Ipensnor. Haubonee ynotpeOuTenbHbIe MPEIOTH B aHTITUHCKOM S3bI-
ke. MHOT03HaYHOCTb TpeyIoroB. [Ipemioru mecta, BpeMeHH, JBIKEHUSL.

Coro3. Bujibl c01030B: MPOCTHIE, MPOU3BOIHBIE, COCTABHbBIE, MTAPHBIE.

CuHTakcuc
(maTepuan ana o606LWeHna n cucTtemaTusaumm)

CrpykTypa MpOCTOro AHIIMMCKOTO MPEMIOKEHUS. UNEeHbI mpeioxKe-
nus. [Ipocroe pacnpoctpanenHoe npeuioskenue. [1opsaok cioB B mpeioxe-
HUHY (MIOBECTBOBATEILHOM, OTpUIIaTEeILHOM). THumbl BoripocoB. Ilopsmok ciioB
B 00111eM, CIIEIMATILHOM, aTbTEPHATUBHOM U Pa3IeIUTEIbHOM BOIPOCAX.

O6cTosTenbHbI 000poT there is (there are). DmdaTuyeckuii 060poT
it is... that.

Cnoxunoe npemioxenne. CroXKHOCOUMHEHHOE U CIOKHOIOTYNHEH-
HOE MpeIOKeHUs. Buasl npuaaToyHbIX IpeminoxeHuil. [Ipuaaroynsie
PEI0KEHUS-TOIEXKAIITIE.

MHOrohyHKIIMOHATILHOCTb CTPOEBBIX CJIOB aHTJITUNCKOTO SI3bIKA.

I'maroms! to be, to have, to let.

Crpoessie cioBa should, would.

®ynkumu cios it, that, one.

@yHKIMM CTPOEBBIX clioB What, both, either, neither, whether.

dynkumu cioB as, due, provided.



CnoBooGpa3oBaHue
(maTepuan gna o6o6LWeHnAa n cuctemaTusauumm)

[TponykTuBHBIE CITOCOOBI 0OOpa30BaHMsI MMPOCTHIX U CIOKHBIX TEPMHU-
HOJIOTUYECKUX €AUHUII.

Kongepcus. CnoBonpousBoactso. CrnoBocioxeHue. YUepemoBaHue
ynapenus. Uepenosanue 3BykoB. Hanbosnee ynorpedutenbHbie npeduKch
aHTJIMKUCKOro si3pika (a-, be-, co-, ex-, extra-, in-, out-, over-, im-, re-,
super-, trans-, under-, multi-). [Tpeduxchbl orpuiatensHoro 3HadeHus (de-,
mis-, in-, non-, anti-, counter-, dis-).

OO0pa3oBaHKe CYLIECTBUTEIBHBIX C MOMOINIBIO cy(ppukcos -age, -ing,
-ist, -ian, -ment, -ion (-sion, -ation), -ant (-ent), -ness, -ity, -ism, -ure, -ship,
-hood, -th, -er, -or, -ence (-ance).

OO6pazoBanue mpuaraTeabHbIX ¢ MOMOIIBI0 cyddukcos -ly, -al, -ic,
-ous, -ent (-ant), -able (-ible), -ive, -ful, -less, -y, -ish, -ty, -ity, -ness, -dom,
-ency, -ancy, -ar, -ary.

OGpazoBaHue r1arojioB ¢ nmoMolipio cyhPukcon -ate, -ise, -ify, -en.

OO6pazoBanue Hapeuuii ¢ momoiibio cyddukcon -ly, -ward(s), -out.

Cyddukcsl uncnurenbHbIxX -teen, -ty, -th.

Cno>xHble MECTOMMEHHSI, PEJIJIOTH, COFO3bI:

a) every + body, every + thing;

b) through + out, up + on;

c) where + as.

NHTepHanimoHanbHbIE CI0BA.

TexHuueckue cpeacrsa

Ha npotsbkennn Bcero Kypca o0ydeHHUsl aHTIIMHCKOMY SI3BIKY IIHPO-
KO HCIIOJB3YIOTCS Pa3IMYHble TEXHUUECKUE CPEACTBA O0yUEHHUS], IPU ITOM
0co00€ BHUMAaHHUE yAENSETCS Pa3JudyHbIM BHUJAaM 3BYKO3alUCEH, KOTOPBIE
CO3JA0T ISl CTYJIEHTOB-3a0YHUKOB MHOSI3BIYHYIO cpeny. Pekomennyercs
TaK>K€ UCIOJIb30BATh yUeOHOE TEJIEBUICHHE.

JlntepaTtypa

1. Annpuanosa, JI. H. Kypc aHrmiickoro si3pika i BEYEPHUX U 3a04Y-
HbIX TexHu4yeckux By30B / JI. H. Augpuanosa, H. YO. barposa, 2. B. Epmiosa. —
Mockaa : Berci. mk., 2001. — 463 c.

2. AHrIMicKui SA3bIK IS CTYJeHTOB-3a04HUKOB / JI. B. XBenguens
[v 1p.]. — MuHck : Beici. mik., 2002. — 464 c.

3. Arabeksn, U. I1. Aarnuiickuii 1j1s1 MeHekepoB. Briciiee oOpaso-
Banue / U. I1. ArabeksiH. — PoctoB-Ha-/{ony : ®enukc, 2004. — 154 c.
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/ A. C. PomanoB. — Mockaa : [0. u.], 1992.
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KoHTponbHoe 3agaHue Ne 1

UtoObI MpaBUILHO BRIMOJHUTH 3afaHue Ne 1, HeoOXxoaumo nmpopado-
TaTh CIAEAYIOIINE pa3Aesibl Kypca HHOCTPAHHOTO sI3bIKa (QHTJIMICKOTO) IO
OJTHOMY M3 PEKOMEHIOBAaHHBIX YIYECOHUKOB.

1. ITaccuBHbiil 3amor (The Passive Voice) BumoBpeMeHHBIX (opMm
Indefinite, Continuous, Perfect. OcobernHoctu ynotpebneHus crpagaTesb-
HOTO 3aJI0Ta B aHTJIUHCKOM SI3bIKE, TTePEBOJ] TAaCCUBA HAa PYCCKUU SI3BIK.

2. IIpocTeie HenmuuHble QopMbl Tharosa. O6pazoBaHue, ynorpeode-
Hue, pynkuun, neperos. Mudunutus B GyHKIIMNU:

1) moanexariero,

2) 4aCcTH COCTaBHOIO IJ1aroJIbHOTO CKa3yeMoro,

3) IOMOJIHEHNS],

4) omnpeneneHus,

5) oO6cTOsATEHCTRA.

3. IIpuuactue (The Participle). Participle I — Present Participle. Par-
ticiple II — Past Participle. [Ipuuactue B hpyHKIIHN:

1) oO6cTosiTenbCcTBa (BpEMEHU, TPUUMHBI, 00pasa JAeiCTBUS),

2) omnpeneneHusl,

3) yacTtu riarojia-cKazyemoro.

4. I'epynauii (The Gerund) u ero ¢pyHKIuu:

1) moamexarero,

2) 4aCcTH COCTaBHOI'O CKa3yeMOTo,

3) nonoyiHeHU (MIPSAMOTO U MPEIIOKHOTO),

4) omnpeneneHus,

5) oOcTosTenbCTBA (BpEMEHHU U 00pasa ACHCTBUSA).

* 'paMmmarnueckue GyHKIMMU U 3HaYeHue ciioB that, one, it.

* dynkIMy 11arojos to be, to have, to do.

OO0pa3ubl BHINOJHEHUS YIIPAKHEHUH

Obpasey svinonnenus 1 (k ynpasicrnenuro 1)

English is spoken all over the world. — Ha anrnuiickom roBopst Bo
Bcem mupe. (Present Indefinite Passive — is spoken ot rmarona to speak
«TOBOPUTHY).

Obpaszey evinonnenus 2 (k ynpasxcuenuro 2)

Here is the article to be translated. — Bot cTarbs, KOTOpyI0 HYXHO
nepeBecTH. (to be translated — Infinitive Indefinite Passive B ¢dyHkiuu on-
peeeHus )

Obpasey evinonnenus 3 (k ynpasicuenuro 3)

When asked he refused to answer. — Korza ero cripocwin, OH oTKa3aj-
cst orBeuath. (asked — Participle Il B pyHKkImm 06CcTOATEILCTBA BPEMEHH ).
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Obpaszey evinonnenus 4 (k ynpasicnenuro 4)

[ am tired of arguing with you. — § yctan cnoputh ¢ Bamu. (arguing —
repyHIui B QYHKITUN TIPEAJIONKHOTO JOTIOTHEHU).

* One should know the importance of this investigation. — Heo6xo-
TUMO (CIEeAYyeT) 3HaTh BAXXHOCTh 3TOT'0 MCCIIEA0BAHUS.

* You have to conduct the meeting. — Bl nomxHBI (BaM Ha0) Mpo-
BECTHU 3TO coOpaHue.

One — B (QyHKIIUH TOJJISKAIIETO B MPEIJTOKEHUH CO CKa3yeMbIM,
B COCTaB KOTOPOT'O BXOJUT MOJAJIbHBIN TJIaroJl.

Have — B pyHKIIMM MOJQIBHOTO TJ1aroia.
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BapwuaHrT |

I. Ilepenummre ciemyronye MPeIOKEHUS, OMPENSTUTe B KaXKIOM
U3 HUX BUJOBPEMEHHYIO (hopMy U 3alior riarosa-ckazyemoro. [lepeBeaure
IIPEJIOKEHNS HA PYCCKUAM A3BIK.

1. When much basic work had been done, the new office was
opened.

2. The message has been sent from the manager to the receiver.

3. Computers are widely used all over the world.

4. Comfortable ways of communication were found by the manager.

II. Ilepenumure cieayromme NPEAI0KEHU, IEPEBEANTE HA PYCCKUU
A3bIK, oOpaliasi BHUMaHue Ha GyHKIHNIO UHOUHUTHUBA.

1. It’s very important for a manager to have good listening skills.

2. The Bank of America was one of the first to use employee
surveys.

3. His idea is to recognize potential problems.

4. To listen attentively is very important.

[II. IMepenummuTe creayromue npeioxeHus, nmoauepkaure Participle I
u Participle Il u ycraHoBUTE (yHKIHIO KaKJIOTO U3 HUX (SIBJISIOTCS JIM OHU
orpezeneHneM, 00CTOSTENIbCTBOM UM YacThiO TJaroja-ckazyemoro). Ile-
peBEUTE MPEAJIOKESHHS HA PYCCKUIT SI3BIK.

1. This question becomes increasingly complicated.

2. Is the receiver really paying attention?

3. A manager needs to analyze the situation for determining the right
communication channel.

4. Written communication may be precise and clear.

IV. Ilepenummre cnenyroumue NpeAIOKEHUs, NEPEBEAUTE HA pPycC-
CKUH S3BIK, oOparas BHUMaHue Ha GyHKIIUIO TePyHIHSI.

1. Telephoning is very convenient when you are on business trip.

2. He kept on asking about the details.

3. Your suggestion needs discussing.

4. You have no reason for saying that.

5. He left the office without saying a word.

* TlepenuiunTe CleAyrOIME NPEII0KEHUs, IEPEBEAUTE HA PYCCKUI

SI3bIK, OOpalasi BHUMaHKE Ha pa3Hble 3HAYEHUs CJIOB it, that, one.
1. It is known that we live in a new age of modern technology.

13



2. One must know ways of written communication.
3. It is an oral message that may persuade an individual more than a
written one.

* TlepenumuTe cleqyIoNMe MPEAJIOKEHUS, IEPEBEUTE HA PYCCKUI
A3bIK, OOpalllasi BHUMaHWE Ha pa3Hble 3HAUEHUs riarojoB to be, to have,
to do.

1. You have to study much to become a good specialist.

2. Telephone, letters, E-mail, face-to-face are communication channels.

3. The meeting was to begin at 5 sharp.

4. Do you know the disadvantages of the telephone?

V. Ilpoutute u nepeBeaute Tekct Communication Channels ycTHO
¢ 1 mo 5 ab3amnel, mucbMeHHO — 1 1 4 a03aIibl.

COMMUNICATION CHANNELS

With the advent of sophisticated telephone networks, overnight
express mail, and telecommunications, the question of the message is to be
sent from the manager to the receiver becomes increasingly complicated.
Also with ever-increasing salaries and the volume of information
exchanged, costs have grown significantly.

When deciding upon the appropriate mode of communication, a
manager may consider many different options arising from the four media
available: oral, written, oral and written, and visual. These media can be
subdivided into formal and informal types.

Habits complicate channel selection. Managers find ways of
communicating that are comfortable for them and continue to use the same
methods even when they are inappropriate. For instance, some managers
may shy away from memos because of their dislike for writing, whereas
others who have a habit of putting everything in writing, avoid oral
communication. Both modes have an appropriate time and place, so managers
must make individual decisions for each situation.

Which channel is appropriate for which message? Written
communication (memos, letters, and reports) provides the opportunity
for permanent records and may be precise and clear; however, it usually
does not provide the opportunity for immediate feedback. Thus, in
choosing channels, managers must decide whether feedback or clarity is
important. In addition, it may be more difficult to persuade an individual
in a written message than in oral one.
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The telephone, another channel of communication, can be quick, but
it generally provides no permanent record of conversation. Also, while it
provides oral feedback, the participants can observe few nonverbal messages.
Then, too, one of the greatest disadvantages of the telephone is that one
never really knows what distractions are interfering with the conversation
on the other end of the line. Is the receiver really paying attention? Once
again, a manager needs to analyze the situation to determine the appropriate
communication channel.

Questions:

1. Why is it difficult for a manager to select a channel of communi-
cation?

2. What is important in choosing channels?

BapwuaHnt Il

I. [lepenumure crueayromuye MPEIIOKEHUS, OMPEACTUTe B KaKIOM
U3 HUX BUJIOBPEMEHHYIO (hOpPMY | 3ajI0T Tiaronia-ckazyemoro. [lepeBenure
MPEIIOKEHNS HA PYCCKUAM S3BIK.

1. When some outstanding scientists had received international rec-
ognition for their work they were given Noble awards.

2. A lot of persons’ work time is spent in listening-based activities.

3. A cross-section of the employees will be surveyed every 6 months.

4. The efficiency of operations has been increased by management’s
listening to employees.

II. ITepenummuTe crneayromue NpeaIoKEeHUs, IEPEBEAUTE HA PYCCKU
SI3bIK, OOpaliasi BHUMaHue Ha QYHKIUI0 UH(OUHUTHUBA.

1. It is necessary for a manager to be a good user of computer.

2. This office-worker was the first to get an increased salary.

3. His idea was to determine the appropriate communication channel.

4. To speak of communication channels one must know their advan-
tages and disadvantages.

[II. Iepenuiiiute cnemyromnye npeioxenus, noguepkaure Participle I
u Participle II u ycraHoBUTE (QYHKIIMIO KAXKIOTO U3 HUX (SBISIOTCS JIU OHU
ONpENICICHUEM, OOCTOATEIIbCTBOM WM YAaCThIO IJIAroja-cKazyeMoro).
[lepeBenuTe MPEIIOKEHNS HA PYCCKUAM SI3BIK.

1. It is the least taught communication skill.

2. There are some facts illustrating the importance of healthy and
strong small business.
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3. Banking cards are given by your bank when opening an account.
4. The efficiency of operations has been increased.

IV. IlepenumnTe crenyromuye NpeIIoKEHUs], MEPEBEINTE HA pPYycC-
CKUM 3BIK, oOparas BHUMaHue Ha GyHKIIUIO TePYHIUS.

1. Testing began last Friday.

2. His having received a message did not surprise anybody.

3. All workers like being praised.

4. You are responsible for arranging the conference.

5. He has a bag habit of interrupting people.

* TlepenumuTe cleqyIONMe MPEAJIOKEHUS, TIEPEBEUTE HA PYCCKUI
A3BIK, OOpalas BHUMaHUE Ha pa3Hble 3HAaUeHUs CJIoB it, that, one.

1. It’s necessary for employees to feel that they can approach man-
agement to discuss their personal problems.

2. One must know that the Bank of America is the world’s largest
bank.

3. It is the Bank of America that is considered to have outstanding
management employee relations.

* TlepenuiuTe CIEAYIOIMNE MPEATIOKEHUS, IEPEBEAUTE HA PYCCKUN
SI3BIK, OOpalias BHUMaHUE Ha pa3Hble 3HAYEHUS IJIarojioB to be, to have,
to do.

1. This is a major problem facing industry today.

2. Every modern manager has to listen well to his or her employees.

3. It was discovered that listening to workers made management
recognize potential problems.

4. Do techniques of listening vary from company to company?

V. Ilpoutute u nepeseaurte tekct The Importance Of Good Listening
Skills yctHo ¢ 1 mo 7 a63aiibl, mucbMeHHO — 1 1 5 ab3alibl.

THE IMPORTANCE OF GOOD LISTENING SKILLS

Miscommunication due to poor listening costs industry billions of
dollars every year. The importance of good listening skills in business
today cannot be emphasized enough. Persons in business today spend more
than 50 % of their work time in listening-based activities. Even though
listening 1s so vital in business, it is the least taught communication skill.
This is a major problem facing industry today. The way many companies
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are battling it is by using special listening training programmes and
techniques of their own.

The mmplications of good listening skills are not only external, but
also internal, poor management-employee relations can lead to high
employee turnover. This is expensive. Employees must feel that they can
approach management to discuss not only on-the-job problems, but also
personal problems.

Maintaining good management-employee relations and keeping
employees happy add to the unity of the corporation, and, as a result,
employee turnover is reduced.

Techniques used to listen to employees vary from company to
company. A good example of how a large corporation undertakes this task
1s the Bank of America. Even though the Bank of America is the world’s
largest bank, with 77,000 employees, it has outstanding management-
employee relations.

One of the bank’s techniques is the use of employee surveys. These
are used to reveal the moods and attitudes of its employees toward
management, benefits, their salaries, their jobs, their image of the bank,
and other job-related concerns. The bank surveys a cross-section of its
employees every six months, keeping the questions basically the same in
order to spot changes in employee opinion and see trends. With this
constant influx of information, management is able to recognize potential
problems and react accordingly.

Surveys are but one of Bank’s methods of listening to their employees.
Others include an employee assistance department, where employees can
contact officers confidentially for assistance with a problem.

Management’s listening to employees has not only increased the
efficiency of operations, but also has helped restructure operations for the
better.

Questions:

1. Why is listening so vital for business?

2. What 1s one of the American Bank’s techniques?

BapwuanrT Il

I. [lepenummuTe cieayromme MPeIIOKEHUS, ONPEACIUTE B KaXIOM
U3 HUX BUJOBPEMEHHYIO (hOpMY M 3aJI0T Iiarosia-ckazyemoro. [lepeBenure
PEIIOKEHHUS HA PYCCKUH SI3bIK.

1. When the meeting had been conducted all the employees left the hall.

2. The agenda is confirmed by the Managing Director.
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3. The office-workers were not informed about their tasks and duties.
4. New equipment will be installed in the office next month.

II. ITepenummure cneayromue NpeaIoKEeHUs, IEPEBEAUTE HA PYCCKUN
S3BIK, OOpalias BHUMaHue Ha PyHKIMIO HHOUHUTHBA.

1. It is necessary for a manager to be flexible.

2. She was the first to diagnose the situation and to determine the ap-
propriate behaviour.

3. The main problem was to choose the correct leadership style and
to meet the goals of the meeting.

4. To speak of a leader one must know that he is the one who helps
the group to achieve results.

[II. IMepenummTe creayromue npeaioxeHus, moauepkaure Participle [
u Participle Il u ycraHoBUTE (PyHKLIHIO KaKJIOTO U3 HUX (SIBIISIOTCS JIM OHU
oTnpeaereHueM, 00CTOATEIbCTBOM WM YacThIO riaroia-ckasyemoro). Ile-
peBeInTe MPEIIOKEHUS HA PYCCKUN S3BIK.

1. Most of the documents were signed and sent to our partners.

2. The problems facing organizations are complex and numerous.

3. This letter is written in German and must be translated as soon as
possible.

4. A manager conducting a meeting must personally feel most
comfortable.

IV. Ilepenuuure ciaeayromue MPEIIOKEHUs, NEPEBEAUTE HA pYycC-
CKUH S3BIK, oOparas BHUMaHue Ha (yHKIIMIO TePYHIUSI.

1. You can’t become a good specialist without being trained for a
long time.

2. They left the hall without waiting for the end of the conference.

3. You can perfect your skills by practising every day.

4. I insist on the decision being taken immediately.

5. Don’t leave without telling us your new address.

* TlepenumuTe clenyIONe MPEAJIOKEHUs, IEPEBEUTE HA PYCCKUIN
S3BIK, OOpallias BHUMaHWE Ha pa3Hble 3HAYCHUS CIIOB it, that, one.

1. One must not do such experiments.

2. It 1s important to choose the correct leadership style.

3. The man that is making the report is our new employee.
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* TlepenummuTe ClIeIyIONIAE TIPEAJIOKEHUS, TIEPEBEIUTE HA PYCCKUI
sI3bIK, OoOpaillasi BHUMaHHE Ha pa3Hble 3HAYCHUS riaroyioB to be, to have,
to do.

1. It is known that a meeting leader is responsible for meeting specific
goals.

2. He has influenced over participants in the group.

3. Does it help a manager to monitor his own behaviour?

V. Ilpourure u nepeseaute tekctr Ways Of Conducting A Meeting
ycTHO ¢ 1 mo 6 aG3aiiel, nMCbMEHHO — 1 1 2 ab3alibl.

WAYS OF CONDUCTING A MEETING

Many managers are probably unaware of the numerous formats they
can use to conduct a meeting. A key consideration is the leadership style. It
1s important to choose the correct leadership style to meet the goals of the
meeting; the leadership style, in turn, dictates the meeting format.

The manager who is the meeting leader is responsible for meeting
specific goals and, as such, has influence over participants in the group.
One can categorize the behaviour the manager exhibits in a meeting as his
leadership style. The problems facing organizations are so varied and com-
plex that no one style of leadership suits all situations. Consequently, a
manager must be flexible and diagnose the situation to determine the
appropriate behaviour from one meeting to another. A leader is not a
person who can get others to do what he desires; rather he is the one who
can help the group to achieve results.

When diagnosing the situation to determine the most effective style,
managers need to consider three factors: the group, the objective of the
meeting, and the type of leadership behaviour with which the manager
personally feels most comfortable.

Although each group differs, each needs a leader with some degree
of interpersonal orientation. Therefore, the autocrat or strict controller
approaches are generally inappropriate. Less control is required when the
group is mature and knows the topic, whereas a new or immature group
needs a leader who can give more control and direction.

A routine or structured decision-making meeting may call for more
control and task orientation, but for solution of an abstract problem, or one
requiring a creative solution, a democratic approach may be required.

Finally, a manager must be aware of the type or leadership behaviour
with which he is personally most comfortable. This awareness helps
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a manager to monitor his own behaviour and remain flexible rather than
use the same behaviour repeatedly.

Questions:

1. What is meant by the leadership style?

2. What factors do managers have to consider while conducting
a meeting?

BapuaHT IV

I. Ilepenumure cneayromue MPEIIOKEHUs, ONPEIEIUTE B KaXKIOM
U3 HUX BUJOBPEMEHHYIO (hOpMY | 3ajI0T Tiarona-ckazyemoro. [lepeBenure
MPEIJIOKEHNS HA PYCCKUAM S3BIK.

1. Employees were told about important new decisions.

2. Workers are persuaded to perform a desired task.

3. A problem-solving meeting was being conducted from 5 p. m. till
6 p. m. yesterday.

4. Informational meeting will be conducted to inform us about com-
pany activities.

II. Ilepenumure cnenyromme NpeaIoKEeHUs, IEPEBEAUTE HA PYCCKUN
S3BIK, OOpalias BHUMaHue Ha PYHKIMIO HH)UHUTHBA.

1. Our aim is to obtain facts and to present information.

2. To satisfy all the people’s needs we must create an abundance of
goods.

3. To solve this problem means to meet with all key people who have
knowledge of the situation.

4. It’s useless to discuss the question.

[II. Tlepenummre ciemyromue npeaioxenus, noguepkaute Participle |
u Participle 11 u ycranHoBUTE QYyHKITHIO KaXKI0TO U3 HUX (SBISIOTCS JIM OHU
ornpeaesieHneM, 00CTOSTEIbCTBOM MM YacThIO TJaroja-ckazyemoro). Ile-
peBeIUTE TIPEIOKEHUS HAa PYCCKUH S3BIK.

1. Goods produced by this firm enjoy great popularity with consumers.

2. Managers use meetings solving different problems at them.

3. While speaking of goals one must decide they may best be
accomplished.

4. Our firms have successfully developing contracts on different levels.

IV. Ilepenuuure ciaeayrolue MPEIOKEHUS, NIEPEBEAUTE HA pPYycC-
CKHM 53bIK, OOpallias BHUMaHuE Ha (PYHKIUIO TEPYH/IUSI.
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1. She is busy preparing for the exams.

2. I’'m afraid of making a mistake.

3. You have no reason for saying that.

4. After returning home he resumed his work.

5. I know the document having been signed by both parties.

* TlepenuiuTe CIEAyIOIMNE MPEATOKEHUS, IEPEBEAUTE HA PYCCKUN
A3bIK, oOpaliasi BHUMaHUE Ha pa3Hble 3HaUEHUs CJIOB it, that, one.

1. One must use meetings for several different functions.

2. It is known that he will speak about the future of our firm.

3. Management that uses informational meetings tells employees
about important new decisions.

* TlepenuiuTe CIEAYIOIMNE MPEATOKEHUs, IEPEBEAUTE HA PYCCKUN
A3bIK, 0Opalllas BHUMAaHUE Ha pa3Hble 3HaY€HHUs IJ1aroyioB to be, to have,
to do.

1. It is being done by the group of young managers.

2. He has completed the work in time.

3. Managers use meetings for several different functions, don’t they?

V. Ilpoutute u nepeBeaute Tekct Meeting And Managers Activities
ycTHO ¢ 1 mo 5 aG3ariel, mucbkMeHHO — 1 1 3 ab3alibl.

MEETING AND MANAGERS ACTIVITIES

Managers use meetings for several different functions. These business
meetings may be categorized as informational meetings, fact-finding
meetings, or problem-solving and decision-making meetings. Thus while
a meeting may be termed as staff, marketing, committee or whatever, the
actual meeting is designed to present information, to obtain facts, or solve
a problem, or it will be a combination of all three.

Management uses informational meetings to tell employees about
important new decisions, or about company activities of which they should
be aware, or to persuade them to perform a desired task. The essential aim
1s to communicate a company point of view and have it accepted by the
employees. Such meetings succeed when they get the employees to identify
their own interests with the company’s.

Management conducts fact-finding meetings when it wants to obtain
facts for planning and decision making by using the expertise of several
employees at the same time. For example, sales manager may call in all his
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sales representatives to find out about such matters as business conditions,
competition, customer desires, and complaints. On the other hand a
production manager having trouble with a specific operation might meet
with all the key people who have knowledge of the situation.

Problem-solving and decision-making meetings call for the participation
of employees who pool their specialized expertise with the objective of
developing a specific solution. This meeting goes beyond simply finding
facts. It identifies the issues and discusses the probable gains and losses
resulting from alternate actions.

Once having identified the best manner for approaching a situation —
informational, fact gathering or decision making — the manager must
decide if the goal may best be accomplished through a group or individual
effort.

Questions:

1. How may meetings be categorized?

2. It’s very important to identify the best manner for approaching
a situation, i1sn’t it?

BapuaHt V

I. Ilepenumure cneayromue MPEIIOKEHUS, OMPEICIUTE B KaXKIOM
U3 HUX BUJIOBPEMEHHYIO (hOpMy M 3aJIor riarona-ckazyemoro. [lepeBenure
PEAJIOKEHUST HA PYCCKUH SI3bIK.

1. Attention was gained and hold by this person.

2. Any of the following styles is considered to be effective.

3. The situation has been controlled by the dictator who was a totally
rational person.

4. Comfort, understanding, approval will have been given by parents
in a negotiation.

II. Ilepenummure ciieayroMMe NPEATI0KEHUS, IEPEBEANUTE HA PYCCKUU
A3bIK, oOpanias BHUMaHue Ha GyHKINIO UH(OUHUTHUBA.

1. It’s very important for managers to consider their own style.

2. To be effective in negotiation one mustn’t use one style habitually.

3. This firm has been established to manufacture and distribute
goods.

4. Our aim was to provide all kinds of needed services.

[II. Tlepenuiure cnemyromume npeagoxeHus, noguepkaute Participle |
u Participle Il u ycraHoBUTE (PyHKIHIO KaKJIOTO U3 HUX (SIBJSIOTCS JIM OHU
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orpezaeneHneM, 00CTOSTEIbCTBOM UM YacThiO TJaroja-ckazyemoro). Ile-
pEeBEUTE MPEAJIOKEHHS HA PYCCKUIT SI3BIK.

1. People using the fast-flashy style overwhelm their opponents with
quick charm.

2. A lot of manager’s time is spent communicating.

3. Styles called “fast-flashy”, “dictators” and “parents” are very
important in negotiation.

4. New managers have been trained to conduct interviews effectively.

IV. Ilepenuunre caeayrluUe MPEIOKEHUs, NIEPEBEAUTE HA pycC-
CKUM S3BIK, oOparas BHUMaHue Ha GyHKIIUIO TePYHIUS.

1. In considering the question use the latest information on the subject.

2. You are responsible for arranging the conference.

3. I don’t like being asked such questions.

4. We insisted on organizing a conference.

5. Instead of going home he looked through the documents.

* [lepenuiuuTe CleAyrOIUE NPEII0KEHUs, IEPEBEAUTE HA PYCCKUI
S3BIK, OOpalias BHUMaHUE Ha pa3Hble 3HAYCHUS CIIOB it, that, one.

1. I suggest that you do it.

2. It 1s rather cold today, isn’t it?

3. One can read it in the library.

* TlepenuiuTe CIEAYIOIMNE MPEII0KEHUS, TICPEBEIUTE HA PYCCKUN
sI3bIK, OoOpaillasi BHUMaHHE Ha pa3Hble 3HAYCHMs riaroyioB to be, to have,
to do.

1. Does parent seem like a nice person?

2. Such a person is extremely pleasant to everyone around.

3. He has a joke for every occasion along with a brilliant wit.

V. Ilpoutute u nepeBenutre TekcT Styles Of Negotiation ycTHO C
1 o 6 ab63anpl, MUCEMEHHO — 3 U 4 a03aIbl.

STYLES OF NEGOTIATION

Managers should consider their own style as well as that of their
adversaries in negotiation. Style is a person’s predictable behaviour pattern
or familiar way of being.

The manager can be flexible, but only after the recognizing the basic
style.
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Any of the following styles may be effective in generating power in
different situations. A manager must determine the most effective style for
a given situation rather than use one style habitually.

THE FAST-FLASHY STYLE

People using the fast-flashy style of negotiation are razzle-dazzle
negotiators with high volume and quick actions. They generate power by
attempting to overwhelm their opponents with quick charm and compelling
magic. Such a person constantly smiles, is extremely pleasant to everyone
around, and has a joke for every occasion along with a brilliant wit. This
person gains and holds attention.

DICTATORS

In negotiation, the dictator tries to overpower with his subtle
demonstration of confidence. This show of confidence results from his
being extremely well organized. He presents the image of a totally rational
person. Because of his extreme organization and professional image, the
dictator can control situations. He keeps close control of the agenda, the
flow of communication, and the physical surroundings.

PARENTS

Parents represent a third negotiation style. Parents offer comfort,
listen intensely, provide a soothing environment and try to convince opponents
that the solution proposed is for opponents own good. Just as it is from
a mother or father, their offering of love, acceptance, understanding,
approval, praise and tangible rewards is difficult to resist. Through this
compassion, the parent generates power knowing that it is difficult for a
person to oppose someone so compassionate and supportive in a negotiation.

The parent seems like a nice person. In fact, the parent may even let
the other win a small victory, but the win is calculated to appease
temporarily.

Questions:

1. What does the text deal with?

2. What three styles of negotiations are described?
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KoHTponbHoe 3apaHue Ne 2

JJ1s1 BBIMIOJTHEHUSI KOHTPOJIBHOTO 3a1anust Ne 2 He0OX0auMo Ipopa-
00TaTh CIeAYIOIINE pa3Aelibl Kypca HHOCTPAHHOIO sSI3bIKa (AHTJIMICKOTO).

1. Cnoxunsie ¢popmbl nHpuauTHBa (Passive Infinitive, Perfect). O60-
pOTHI, PaBHO3HAYHbBIE NMPUJATOUYHBIM MNPEJJIOKEHUSIM: OOBEKTHBIA HH(U-
HUTHUBHBINA 000POT, CyObEKTHBIA HHPUHUTUBHBIA 00OPOT.

2. Ilpuuactue (Participle I, II). HezaBucumbIil (CaMOCTOSATEIbHBIN )

PUYACTHBIA 000POT.
3. YciioBHBIE NPEATTOKEHUS.
* Either... or, neither...
because of, due to.
* PaboTa co cioBapeM.

nor, for, since, both...

and, as, because,

OOpa3ubl BHINOJHEHUS YIIPAKHEHUH

Obpaszey evinonnenus 1 (k ynpascnenuro 1)

1. The manager of our department
wanted us to carry out the plan on
time.

2. The Draft Contract to be worked
out is very important.

3. The terms of payment seems to
have been stipulated in this Contract.

YpaBasOmui HAIETO OTAENa XO-
T€J, YTOOBbI MbI BBIOJHWIN IIJIaH
BOBpEMSL.

Iltan KOHTpakTa, KOTOPBIM HAIO
pa3paboTarh, OUYEHb BaXKEH.
Kaxercs, ycnoBusi omjatel ObUIH
OTOBOPEHBI B KOHTPAKTE.

Obpazey evinonnenus 2 (k ynpascuenuro 2)

1. Having made a positive decision
on their offer, the firm signed the
contract.

2. All preparations being made, we
started negotiating.

3. She listened attentively, giving
her comments.

[IpyHSIB NONOKUTENBHOE PEILICHUE
M0 UX NIpeIoKEeHUI0, hupma IoJ-
[1caja KOHTPAKT.

Korga Bce mnpuroroBieHus ObUIH
CIEeJIaHbl, Mbl HAYaJIU [IEPETOBOPBI.
OHa cnymana BHUMATENbHO, JaBas
CBOM KOMMEHTApPUHU.

Obpaszey evinonnenus 3 (K ynpasxcuenuro 3)

1. If I am not too busy, I shall take
part in the Statistical Association
Project.

2. If you had learnt it yesterday you
wouldn’t have been at a loss in class.
3. Perhaps it would be wiser not to
go there.

Ecnu g ©He Oyny oOdYeHb 3aHAT,
s TIPUMY Y4acTHE B MPOEKTE CTATH-
CTUYECKOU aCCOLMALNH.

Ecnu Ob1 THI Buepa BBIYYHJ, TO HE
pacTepsuics Obl Ha 3aHITHH.
Bo3MoxHO, ObJI0 OBl YMHEE HE XO-
TUTh TyJa.
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BapwuaHrT |

I. IlepenummuTe W MUCHMEHHO TEPEBEAUTE HA PYCCKUH SI3BIK Clle-
nyrorue npemtoxkenus. [loMmanuTe, 4T0 OOBEKTHBIA M CYOBEKTHBI HH(U-
HUTHUBHBIC 000POTHI COOTBETCTBYIOT MPUAATOYHBIM MPEITOKCHUSM.

1. The market approach is commonly considered to be “capitalist”.

2. The transition to be worked out was the task of a powerful
Commission.

3. He believes it to have been a mistake.

4. They reported the firm’s statement to be worsening with every day.

II. IlepenumunTe U MUCHMEHHO TIEPEBEAUTE HA PYCCKHUM A3BIK Clie-
OyIOUIMe MpeIokKeHus, oOpailasi BHUMaHUE Ha MEPEeBOJI 3aBHUCHMOTO
Y HE3aBUCUMOTO (CaMOCTOSITEILHOTO) MMPUYACTHBIX 00OPOTOB.

1. It being Sunday, the shops were closed.

2. A market test will result in performance because of autonomous
managers being paid for performance.

3. Having made a fortune, he moved to Germany.

4. Working under pressure, someone may find it difficult to do what
1s ethically correct.

III. IlepenuiunTe ¥ NUCBMEHHO MEPEBEAUTE HA PYCCKUU SA3BIK Clle-
IYIOIINE CIOXKHBIE MPEUIoKEeH s, oOpaliasi BHUMaHUE Ha TO, KaK MepeBo-
JSITCSl YCTIOBHBIE MTPEIJIOKEHUS.

1. It would be false to say that his idea was splendid.

2. If I were you I would work harder.

3. As soon as we finish work, we shall phone you.

I'V. IIpounraiite u yctHO nepeBeaute TekcT ¢ 1 mo 4 abzamml. Ilepe-
MUIIUTE ¥ MUCbMEHHO MepeBeauTe 3 u 4 ad3albl.

MARKET APPROACH AND COMPETITION

The market approach is commonly considered to be “capitalist”. The
prevailing idea that the U. S. economy is capitalistic because ownership is
private is a misunderstanding. Decisive ownership of American big business
1s in the hands of the people — that is, in the hands of the mutual funds and
pension funds who are the fiduciaries for the middle class and workers. Big
business in the U. S. has not been nationalized, but it has largely been
socialized.
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Japan conforms even less to the traditional identification of ownership.
If anyone in Japan can be said to own the big companies, it would be their
employees and especially their managers.

The discussion about market approach goes back to the years when
the Social Democrats, newly in power, expected to nationalize business.
The transition from a capitalist to a socialist economy to be worked out
was the task of a powerful Socialization Commission. But, of course,
government monopolies failed to produce and build a strong economy.

The debate over the market and the morality of private ownership for
profits largely becoming irrelevant. The debate should be conducted over
the performance capacity of a system under which business is being paid
for results and performance as against a system in which it is being
financed out of budget allocations. On that score there is essentially no
debate. Wherever a market test is truly possible, it will result in performance
and results — not because of the greater “virtue” of free enterprise or of
autonomous managers but because being paid for performance and results
directs toward performance and results.

Questions:

1. Where is ownership of American big business situated?

2. Does Japan conform to the traditional identification of ownership?

BapwuaHnrt Il

I. Tlepenummure ¥ NUCBMEHHO MEPEBEAUTE HA PYCCKUU SA3BIK ClIe-
nytomue npemyioxkenus. [loMauTe, 4T0 OOBEKTHBIN U CYOBEKTHBIN UH(U-
HUTHUBHBIC 000POTHI COOTBETCTBYIOT MPUAATOUYHBIM MPEITIOKCHUSM.

1. Whether the decisions required in these tasks be difficult or simple,
a good many decisions are supposed to be required.

2. The Buyers want the equipment they buy to be in comformity with
the latest technical achievements.

3. Here is the article to be translated.

4. We are certain to finish this work today.

II. IlepenuimmTe ¥ NMUCHbMEHHO IEPEBEIAUTE HA PYCCKUM A3BIK Clie-
OyIOIUE TPEUIOKEeHUs, oOpalas BHUMaHUE Ha IEPEBOJ 3aBUCHUMOTO
Y HE3aBUCUMOTO (CaMOCTOSITEILHOTO) MPUYACTHBIX 00OOPOTOB.

1. There being a lot of things to discuss, the meeting lasted for a long
time.

2. When answered there still remains the further question as to what
interference with the businessman’s autonomy is required.
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3. Frankly speaking, I don’t know the answer.
4. T found 1t difficult to follow the discussion, having missed the
beginning.

III. IlepenumnTe ¥ NTUCHBMEHHO MEPEBEAUTE HA PYCCKUU SA3BIK ClIe-
JYIOIIUE CIIOKHBIE MPEANIOKEHUs, oOpalas BHUMaHUEe Ha TO, KaK MepeBo-
JISITCSL YCIIOBHBIE MPEJIOKEHUS.

1. If John helped me, I should be very glad.

2. Even if he had joined them they wouldn’t have finished the work
in time.

3. The moment the bell rings they will leave the room.

IV. IIpountaiite U ycTHO nepesenure TekcT. [lepenummre u nuch-
MEHHO TiepeBeauTe 2-i ad3ail.

THE ROLE OF DECENTRALIZED DECISION

As 1s well known, in the past, private business management has had
decisive responsibilities in the economy. It has decided what to produce, in
what quantity, at what price, paying what wages and with what investigation
to increase future production. In addition it has had the responsibility for
organizing and managing production. Whether the decisions required in
these tasks be difficult or simple, a good many decisions are supposed to
be required. The most distinctive characteristic of the business — the thing
that most sharply distinguishes him from the lawyer, college professor or,
generally speaking, the civil servant — 1s his capacity for decision. The
effective business is invariably able to make up his mind, often on limited
evidence, without uncertainty as to his own wisdom. It is a part of this
talent not to reflect on past mistakes or even to concede that a mistake has
been made.

The presumption of a rule of competition in the economy led to the
further presumption that these business decisions would be at lest generally
in the public interest. Poor decisions or mistakes harmed the business, not
the public; good decisions benefited all. As a result, state interference with
business decision was either redundant or positively harmful. With the
increasing implausibility of the assumption of competition, the ancient ba-
sis for the businessman’s claim to independence became subject to serious
erosion. The question that now arises to what independent business
decision is rehabilitated when countervailing power, not competition, is
recognized as a restraint on the private exercise of economic power. When
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answered there still remains the further question as to what interference
with the businessman’s autonomy is required, not to prevent the misuse of
power, but to insure that the economy finds its peacetime norm without too
much inflation.

Questions:

1. What has private business management decided?

2. Is the most distinctive characteristic of the business his authority?

BapwuanrT Il

[. TlepenumnTe ¥ NUCBMEHHO MNEPEBEAUTE HA PYCCKUU S3BIK ClIE-
IyroIue npeaioxkeHus. IToMHuTe, 4T0 OOBEKTHBIM U CYOBEKTHBIN HHGU-
HUTHUBHBIE 000POTHI COOTBETCTBYIOT MPUAATOUYHBIM MPEITIOKEHUSM.

1. Many countries want their goods to be exhibited at international
fairs.

2. He was the last to be expected to come here.

3. They are said to be conducting negotiations in London now.

4. He claimed to have been badly treated.

II. Ilepenumnre ¥ NMUCBMEHHO MEPEBEAUTE HA PYCCKUU SI3BIK ClIE-
AyIOIIUe TpeAJIoKEeHHs, o0pallas BHHUMaHHE Ha TIEPeBOJ| 3aBHUCHUMOTO
Y HE3aBUCUMOTO (CaMOCTOSITEILHOTO) MPUYACTHBIX 00OPOTOB.

1. Long-term service quality depends more on what we do in
harmony with others, including customers.

2. When spoken to, he replied politely and without much conceit.

3. The details about the project being learnt, the contractor told us
them at the meeting.

4. Travellers, looking for better deals, got to their destinations via
other means.

III. ITepenuinnTe U MUCbMEHHO TEPEBEAUTE HA PYCCKUM SI3BIK Clie-
TYIOIINUE CIOKHBIE MPEJIOKEHUsI, 00palias BHUMaHUE Ha TO, KaK MEepPEBO-
JISTCS YCIIOBHBIE MPEITIOKEHUS.

1. If we probed, we would find them expect a lot.

2. If you had turned off the lights when not in use you would have
saved energy.

3. We’ll discuss it when we meet.

[V. IIpounraiite n yctHO nepeBeaute TekcT ¢ 1 mo 3 abzamml. Ilepe-
MUIIATE U MUCbMEHHO nepeBeauTe 2 U 3 ab3alibl.
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CUSTOMERS MORE SOPHISTICATED

Most books on service lead you to believe that quality is a matter of
taking control of yourself, your people, your systems, and your customers
and aligning them all under a slogan or theme like “have it your way”. Few
in business today have such control over all these elements. Besides, it’s
becoming clearer that long-term service quality depends less on what we
try to control, and more on what we do in harmony with others, including
customers. One reason for this is the nature of the service economy.
Manufacturers can still make products against their own specifications, and
then count, weigh, stack, and inventory them. In short, products are tangible
things they can control. Service, however, is intangible (even for manufactures).
You can’t make it in advance. You can’t follow a standard template. In
fact, you often have to customize it for the customer — who is looking right
over your shoulder.

When we primarily made things, business could be run in the
absence of the customer. Manufacturers controlled what they did, when,
how, and how well. But since the 1950s or so, people have been learning
how to be better customers. They are finally recognizing that it’s the
satisfaction of their and expectations that controls the ultimate success or
failure of the service transaction.

Most people in business agree with this statement: “We succeed by
exceeding our customer’s expectations”. But does this really make sense?
It means: 1) we don’t really know what customers expect from us. If we
probed, we’d find they expect a lot and that we are lucky just to meet their
expectations, let alone surpass them. 2) We're not thinking about price.
Exceeding expectations means committing ourselves to doing what
customers pay us to do along with something extra they are not paying us
for. Down that road lies bankruptcy. Exceeding expectations sounds good
until you have to do it. That is why.

Questions:

1. What do manufacturers do if they make products only against their
own specifications?

2. Service is tangible, isn’t it?

BapuaHT IV

I. Ilepenummure ¥ NUCBMEHHO MEPEBEAUTE HA PYCCKUU SA3BIK ClIe-
nytomue npeayioxenus. [loMauTe, 4T0 OOBEKTHBIN U CYOBEKTHBIN UH(U-
HUTHUBHBIE 000OPOTHI COOTBETCTBYIOT MIPUAATOUHBIM MPEITIOKEHHUSIM.
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1. If you want things to be done well, do them yourself.

2. I am sorry to have kept you waiting.

3. The people who buy the shares are known to become shareholders.
4. The data to be analysed are significant.

II. IlepenumunTe U MUCHMEHHO TIEPEBEAUTE HA PYCCKUM SA3BIK Clie-
OyIOIIUe MpeiokKeHus, oOpallasi BHUMaHUE Ha MEPeBOJl 3aBUCHMOTO
Y HE3aBHUCUMOTO (CaMOCTOSITEILHOTO) MMPUYACTHBIX 00OPOTOB.

1. The people lending the money will expect convincing answers to
a lot of questions.

2. It being pretty late, they decided to postpone their visit.

3. Having written this exercise, I began to doubt whether it was
correct.

4. The speaker faced the audience, his hand raised for silence.

III. TlepenuimnTe ¥ NUCBMEHHO MEPEBEAUTE HA PYCCKUU SA3BIK Clle-
TYIOITUE CIIOKHBIC TIPEAJIOKEHUS, oOpalias BHUMaHHe Ha TO, KaK MEePEBO-
JIITCSL YCIIOBHBIC MPEIOKEHUS.

1. If the business is really failing, no one will buy the shares at all
and you risk losing all your money.

2. If she were not so absent-minded, she would be a much better
student.

3. If you had asked for help, they would have helped you.

IV. Ilpouuntaiite u yctHO nepeBeaute TeKCcT ¢ 1 mo 4 adzanel. [lepe-
MUIIUTE ¥ MUCbMEHHO MepeBeanuTe 3 u 4 ad3albl.

RAISING CAPITAL TO RUN A FIRM

Britain works on what is called a capitalists system. This means that
anyone who has an idea for a new way of making a living can raise the
capital needed to go ahead with it. Capital is the money that is used to start
a business. A very common way of raising money to start a business is
to get a loan from a bank or from one of other finance houses.

Before they agree to give someone a loan, the people lending the
money will expect convincing answers to a lot of questions they will ask
about the business. They will want to make sure it has a good chance of
making a profit and that the person applying for the loan knows what he or
she 1s doing and will run the business along sound lines. Larger companies
often raise money by selling shares in the business (this is called “going
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public”). The people who buy the shares become shareholders. By lending
their money to the company they have bought a share of the business and
get a say in how the company is run at shareholders’ meetings.

At the end of the year the firm divides some of profits among the
shareholders. This is called the dividend. Some of the profits will be kept
by the company so that it can invest in new equipment, or take on more
employees. If you are a shareholder and you want to get back the money
you have put into a company, you must sell you shares at the Stock
Exchange. The Stock Exchange is a place where shares are bought and
sold.

The price of shares is controlled by the amount people are willing to
pay for them. If the company is making a profit, other people may want to
buy share in it, so you may be able to sell the shares at a higher price than
you paid for them. If you bought 100 shares at J 1,00 each and you sold
them later at J 1,50 each, you would make J 50 profit on the 100 shares, as
well as keeping any dividend paid during the period when you owned the
shares. But if business is not going well, other people may not be willing to
pay as much as £ 1,00 a share. If the business is really failing, no one will
buy the shares at all and you risk losing all your money.

Questions:

1. What will a bank want to make sure giving a loan?

2. Do larger companies often raise money by opening different
funds?

BapuaHt V

[. TlepenumuTe ¥ NUCBMEHHO NEPEBEAUTE HA PYCCKUU S3BIK ClIE-
OyIomue npemioxenns. [loManTe, 94T0 0OOBEKTHBIN U CYOBEKTHBIN HH(H-
HUTHUBHBIE 000POTHI COOTBETCTBYIOT MPUAATOUYHBIM MPEITOKEHUSM.

1. We didn’t expect the government to be running late clearing
the cheques.

2. The benefit principle is considered to be essentially identical to the
commercial principle that it is fair to pay for what you get.

3. The materials to be printed are of great importance.

4. He seems to know the truth.

II. Tlepenumnre ¥ NMUCBMEHHO MEPEBEAUTE HA PYCCKUU SI3BIK ClIE-

NOyIOIIUe MpeIokKeHus, oOpallasi BHUMaHUE Ha MEPeBOJl 3aBUCHMOTO
Y HE3aBHCUMOTO (CaMOCTOSITEILHOTO) MMPUYACTHBIX 00OPOTOB.
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1. The total taxes collected from all individuals will provide a meas-
ure of the worth of the public services.

2. Given this information, the provision of any service can be ex-
tended to be point just equals the marginal cost of providing the service.

3. This being understood, the conference was over.

4. Having finished our work, we went home.

III. TlepenuiunTe ¥ NUCHBMEHHO MEPEBEAUTE HA PYCCKUU SA3BIK Clle-
IYIOIINE CIOXKHBIE MPEUIoKEeHHs], oOpaliasi BHUMAaHUE Ha TO, KaK MepeBo-
JISITCSL YCIIOBHBIC MPEIOKEHUS.

1. If you don’t work systematically, you will fail at the examination.

2. If he had worked hard, he would have achieved great progress.

3. It would be too simple to implement this project.

I'V. IIpounraiite u ycTHO nepeBeaute TeKcT ¢ 1 mo 3 abzamml. Ilepe-
NUIIUTE U MTUCbMEHHO NiepeBeauTe 2-i ad3ail.

THE CASE FOR BENEFIT TAXATION

The benefit approach to taxation may be advocated on both equity
and efficiency grounds. In equity terms, the benefit principle is essentially
identical to the commercial principle that it is fair to pay for what you get.
When a consumer buys a loaf of bread in the store, he gets the loaf of
bread and the storekeeper gets the money. Similarly, when a citizen
receives a direct and measurable benefit from a government activity, it
seems only fair that he pays for what he receives.

The case for the benefit approach is even stronger on efficiency
grounds. If each taxpayer pays for each public service an amount just equal
to his or her evaluation of the marginal benefits received for the service,
then the total taxes collected from all individuals will provide a measure of
the worth of the public services. Given this information, the provision of
any service can then be extended to the point at which the marginal evaluation
of the service by all individuals, as measured by what they are willing
to pay for it, just equals the marginal cost of providing the service. In such
an ideally efficient fiscal system each individual will pay a marginal tax for
collective goods and services that is just equal to the marginal benefits he
or she receives, and just enough of each good or service will be provided to
make the total incremental benefits (and taxes) equal to the marginal cost
of supplying the service. This ideal benefit tax system thus determines both
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the level and structure of public expenditure and the level and distribution
of taxation. Little more can be asked of any tax than this.

The application of the benefit principle in practice is much more
limited. Benefit taxation is quite unsuitable as a means of financing that
part of government activity which takes the form of providing “public
goods”, that is, services which by their very nature cannot be sold to
individuals. Once such services are made available to one, they are
automatically available to all.

Questions:

1. What grounds has the benefit approach to taxation got?

2. The application of the benefit principle in practice is unlimited,
isn’t it?
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