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FOREWORD

Composed by the group of authors manual titled “English for Economic
Specialties” consists of 17 lessons. Each lesson contains special economic
texts concerning branches and conceptions, specialty oriented vocabulary,
structural and language developing exercises. Texts cover such aspects of
economics as world economy and foreign economic relations, international
finance and accounting and macroeconomics.

The authors seek the objectives of extending vocabulary around the
special topic, developing of listening and comprehension skills through
discussion, brainstorming, gap filling, completing tasks, encourage students
to express their opinion in a target language and assess students themselves
in reading task as well as practice their writing.

The book is useful for teachers to establish some new technologies in
teaching ESP and ensure students responsibility for having interest, learning

strategies and subject-content knowledge.
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Lesson |

Main types of business units

A. Read the text carefully, concentrating on its contents and terminology:

Firms are units of business organization carrying on some productive
activity resulting in the production of goods or the supply of services to meet
consumer demand. These types of business units tend to grow from small-scale
businesses, often run by sole traders of partnerships, to large-scale enterprises of
national and even international importance. The size of the business depends
upon the amount of capital invested. As the accumulation of capital is a difficult
process, the scale of business operations must be small at first. When the profits
earned are reinvested in the enterprise it grows, and the growth accelerates as
time goes by. Finally, the success of the enterprise makes investment in the firm
attractive to the general public as well.

A one man business or a sole trader enjoys advantages of complete freedom
from any interference from the outside. Personal supervision ensures the
effective operations of the firm and profits needn't be shared with anyone. But
as the liability of a sole trader is unlimited all his possessions may be lost in the
case of failure. Even in times of success his activity cannot diversify and develop
due to small number of this employees and limited financial resources. That is
why most popular form of a business unit in capitalist countries is a partnership.

Partnerships differ according to the way they operate and their financial
liability. Consequently they may be unlimited partnerships, limited partnerships,
companies and limited liability companies.

Unlimited partnerships are run by two or more partners personally, who
share join financial liability. In a limited partnership however at least one partner
(but there may be more of them) does not participate personally in the firm's
business operations thus being liable only to the amount of capital invested. Both

unlimited and limited partnerships are subject to different problems in the course



of their operations and that is usually cannot stand the competition of joint stock
companies and limited liability companies.

The capital of a joint stock company consists of shares and the shareholders
are liable only to the amount of capital invested. Shares have a nominal value
but their real value is determined the money market. It depends first of all on the
amount of dividend.

Partners in a joint stock company, as opposed to unlimited or limited
partnerships may come and go as shares are transferable. A shareholder has the
right eo decide about the activities of the firm. As one share means one vote, the
more shares a partner possesses, the greater is his influence on the business. The
main organs of a joint stock company are: General Meeting of the Shareholders,
the Board and the Supervisory Board.

The capital of a limited liability company is brought by its members, and
its minimal value as well as that of an individual share is legally determined.
Partners are liable to the amount of capital invested. Shares cannot be transferred
to another person unless the rest of the partners agree. Every member can have
more than one share.The main organs of a limited liability company are the
General Meeting of Partners, the Supervisory Board, the Board of Directors and
the Auditing Committee also called the Board of Control.

B.The following words and phrases will help you to understand the text:

To carry an activity - npoBouTh 1EATEIBHOCTD - (PAOTHSIT FOPTH3MOK

To run a firm/business - pykoBoauTtb GpupmMoii - pupMaHu OOITKAPMOK

Sole trader - vacTHBIN TOpTOBEIl (CIUMHOJUIHHK) - TKKA COTYBYH

Enterprise — npeanpusTie - KOpXOHa

Supervision - HaJ30p, KOHTPOJIb — Ha30pat

To share profits - nenmuTth npuOLLTL - Boiinanu OyIMOK

Financial resources - ¢uHaHCOBBIC HCTOYHHUKH - MOJIHSBHI MaHOaIap

Unlimited  partnership -  mapTHepcTBO ¢ HEOrpaHHYCHHOU

OTBCTCTBCHHOCTELIO



- MabCYJIMATH YCKIIAMaHI'aH XaMKOPJIMK
Limited partnership - mapTHepcTBO C OrpaHMYCHHON OTBETCTBEHHOCTHIO
- MabCYJIUATH YCKIIAHTAH XaMKOPJIUK
Joint stock company - akiinoHepHO€E OOIIECTBO - AKIUAIOPIIUK KAMUATH
Limited liability company - o011iecTBO ¢ OrpaHU4YEeHHO# OTBETCTBEHHOCTHIO
- MaCbyJIUATH YCKJIaHI'aH JKaMUAT
To be liable - 6pITh OTBeTCTBEHHBIM - skaBOOTap OVIMOK
Share - akuus, 70715 - yIIyIII, aKIys
Shareholder - akmonep - akuusgop
Board of Directors - coBet AHPEKTOPOB - TUPEKTOPIAP KEHTAIIH
C. Comprehension exersises.
1. Answer the following questions:
1. What are the aims of any business activity?
2. What does the size of a business unit depend on and how can it be
expended?
3. List the advantages and disadvantages of one-man business.
4. Why do sole traders enter into partnerships?
5. List the different types of partnerships. How do they differ?
6. What is the main difference between unlimited partnership and a
limited partnership?
7. How is the capital of a joint stock company raised?
8. In what way is the transfer of ownership different in:
a) an unlimited or limited partnership?
b) alimited liability company?
c) ajoint stock company?
9. Who is responsible for the running of:
a) an unlimited or limited per partnership?
b) ajoint stock company?

c) a limited liability company?



2. Give synonyms and antonyms for the following

The term Its synonym Its antonym

1. one-man business

2. company

3. businessman

4. share

5. control

a) of business operations
b) of business accounts
6. profit

7. business operations
8. liability

9. nominal value

10. dividend

3. Using the information in the text, mark the following sentences as true or
false by putting T or F at the end; correct the false sentences:
1. The size of the business depends upon the agreement concluded among
the partners.
2. A sole trade is accountable only to himself and need not reveal the state
of his business to any one.

3. The partners have unlimited liability for the debts of the business.

4. A limited partnership [protect all partners against any liability for debts
5. The real value of shares differs from their nominal value.

6. Shares of a limited liability company are transferable without any
restrictions.

7. Every shareholder has the right to control the management of a limited
liability company.

8. The number of shares one partner in a joint stock company may possess

8



Is strictly limited.

4. Complete the following sentences using the terminology of the text:

A firmis ..... unit producing ... or supplying ..... to meet......

. A big firm may be also called a ......or an.....
. The amount of ......... decides about the size of a firm.
. If profits are invested again, we say that they are ......

. Responsibility in terms of money owned is called ....

o N o oA W NP

. Money that can be used for investments or other expenditures in affirm

9. A partnership in which all partners share joint financial liability isan ......
10. In a limited partnership, at least on partner..........

11. The capital of a.....consists of shares.

12. ....... are liable only to the amount of capital invested.

13. The real value of shares is determined in the .........

14. Partners in a joint stock company may change because shares are ......

15. The board of Control may be also called the.........

5. Definitions. Here are ten business terms, but their definitions are in a
different order. Match the suitable pairs.

1. Shareholder a) a business unit (firm

2. Partnership b) to keep up with competitors

3. Business operations ¢) two or more people running a business
4. To stand competition d) satisfy the wants of somebody

5. To meet demands e) any activities involved in business

6. Audit f) directors of a firm

7. The Board g) stock exchange

9



8. Money market h) financial responsibility
9. Liability 1) financial control
10. Enterprise J) owner of shares

6. Fill in the table on the basis of the information given in the text and your
own knowledge of business organizations

Aspect Sole Trader |Limited Limited Joint
Partnership |Company  |Stock
Company

1. Name of the
firm chosen by

2. Business is
formed by

3. Capital is
raised by

4. Business is
controlled by

5. Persons liable
for debts

6. Ownership
may be
transferred by

7. Advantages

8. Disadvantages

7. Open dialogue. Talking business. You are an experienced businessman and
you meet your old school friend Anne, who wants to set up a business of her
own. Talk to her and tell about all the pros and cons of a sole trader. Fill in
the gaps:

You: Hello Anne! How are you?

Anne: Fine thanks, how are you?

10



Y: Fine, it’s good to see you.
A: You, too. Can you spare me a minute? I'd like some advice.
Y: Well, I'd be happy to help in any way | can.
A: You know that I've been designing clothes for some time and I've always
been interested in fashion. Now, | want to start my own business— a boutique.
Y: It sounds great.
A: Well, I need to learn something about setting up a business of my own.
Y: Are you going into this business by yourself?
A: Yes, | want to make the..... and control the ......
Y: Well, you look determined. I'll try to help you. If you go into business
alone, it's called...... Il this case, you can start or stop......
A: That’s good. What else should I know about.....?
Y: You don't have to...... You decide on your......
A: It sounds good.
Y: Wait a minute. | have to tell you about some of the risks involved, too.
A: What risks?
Y: The most important risk is that you have...... This means you are......
A: Does that mean that | have to declare..... if......
Y: Yes, exactly. You are personally liable to the full extent of your private
wealth for the debts of the business.
A: It sounds frightening. I shall have to think it over. What else do | need to
know?
Y: Well, before we get into accounting and auditing, why don’t we have a

cup of coffee?

11



Lesson |1

The importance of export

A. Read the text carefully, concentrating on its contents and terminology:

Exporters are not a special breed. They include thousands of companies,
large and small, who sell overseas as well as in the home market. Some enter the
export field enthusiastic FOR overseas business, others are reluctantly drawn
into selling abroad in order to increase turnover. Some look to export markets
for much or their turnover, while others take only the occasional export order.

Whatever reason first brings companies into exporting, most continue as
they become aware of the additional opportunities for expanding their sales, and
consequently the profitability of their business, by selling to customers overseas.

Companies operating in home markets encounter many common problems
in selling their products or services - minimizing costs, achieving the required
quality, meeting delivery dates, collecting payment, and financing the whole
operation. When companies start to export they face similar problems, but with
differences that are peculiar to the task of selling abroad.

The laws, languages and customs of most overseas markets are likely to be
unfamiliar, at the outset, as are particular commercial and technical speci-
fications required by overseas buyers. The shipment period is often much longer
than in domestic contracts and exporters do not have the same degree of control
over the goods they sell, once they are shipped to their overseas destination. Yet
exporters have to ensure prompt and secure payment from overseas buyers who
could be thousands of miles away.

Payments have to be made in a currency foreign either to exporters or to
their buyers or both. Fluctuations in exchange rates are an added hazard, creating
uncertainty about the value exporters finally receive. And overseas governments
may apply controls which restrict buyers' access to any foreign exchange needed

to pay exporters.
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Special documentation for the movement of goods and the remittance of
funds is necessary in exporting - and these documents vary from country to
country.

Consequently there are significant differences between selling overseas and
selling to the home market. So while exporters may not be a special breed, they
do need to acquire particular skills if they are to overcome the peculiar problems

and greater risk involved.

B. The following words and phrases will help you to understand the text:
Breed — kareropus — kareropus
Overseas - 3a pyOekoM — XOpIKIa
Home market - BHyTpeHHUIT PBIHOK - HYKH 0030p
Turnover — ToBapooOOpOT - TOBap aljlaHMacu
To meet a delivery date - qocTaBka BOBpeMs - BaKTH1a €TKA3UIII
To collect payment - cOop muarexeii - TyJIOBIAp HATHMHA
Occasional export order - cirydaiinble 3KCIIOTPHBIC 3aKa3bl - TaCOAN(HIA

AKCIIOPT OyropTMacH
Shipment period - neproa morpy3ku - OPTHUIII JaBPU
To ship - morpy3uts - opTMOK
Destination - MmecTo Ha3HAYCHUS - €TKA3HII MAH3UJIH
Promt and secure - B 1eJ10CTH U COXpaHHOCTH - OyC-OyTyHIUTHYa
Fluctuations in exchange rates - n3mMeHeH#e Kypca BaJIIOThI - BAJIIOTA
KYypPCHHUHT Y3rapHIlu

Movement of goods - npoaBukeHue ToBapa - TOBap XOpaKaTH

Remittance of funds - nepeBoxa hoHIOB - GOHUIAPHU YTKAZHII

C. Comprehension exersises.

1. Answer the following questions:

13



1. How do businessmen's and women's attitudes differ towards export
trade?

2. Why do most companies continue to export once they have tried?

3. What common problems do companies operating on home markets face?
4. What new problems do business firms encounter when they enter export
markets?

5. What creates additional risk in export trade?

6. Why is it especially difficult to export to many countries?

7. What do business people need to acquire in order to become efficient
exporters?

2. Give the proper economic terms for the expressions in column A:

A B

-

. Opposite of "foreign market"
2. Business with remote foreign countries
3. Buying, selling and replacing goods in a given time
4. To reduce costs
5. Quality wanted
6. To deliver goods in due time
7. To ask ande receive payments for goods sold
8. To send goods to the buyer
9. Quick and safe payment
10. Foreign money
11. Change in the value of foreign money

12. Sending money to someone at a distance

2. Chose the right answer:
1. "Exporters are not a special breed" means:

a) a special nation,
14



b) unusual businessmen,

c) adifferent kind of trader.

2. ".... others are reluctantly drawn into selling abroad ...." means:
a) are slow in entering export markets,

b) become involved in export trade against their wish,
c) arc easily attracted by overseas markets.

3. "As they become aware of additional opportunities” means:
a) start to consider all pros and cons,

b) begin to appreciate extra opportunities,

C) are cautious about additional risks.

4. "Encounter many common problems" denotes:

a) face a lot of similar difficulties.

b) meet a number of obstacles,

c) meet foreign businessmen and women.

5. ".....are likely to be unfamiliar" means:

a) will be unknown,

b) will most probably be different,

c) will be like those at home.

6. "Atthe outset" means:

a) atthe very beginning,

b) at the port of departure,

c) at the port of destination.

7. " ..arean added hazard.... " means

a) an additional difficulty,

b) an extra profit,

c) an additional risk.

8. "... which restrict buyers' access to....' means:

a) make it difficult lot buyers to purchase,

b) facilitate settling payments,
15



¢) limit the amount of foreign exchange available for payments.

3. Summing up. Complete the table given below:

Problems encountered by companies | Problems unique to foreign trade:
operating in home markets:

~No ok WN -

~No ok~ WN -

4. Translate into English

U

1. Xosupru Bakrga PecnyOnumkamuszaa »SKcnopTiap Y4yH —KyJsal
IapOUTIIAp SAPATUITAH.

2. DKCIOpPT KWIYBYM KOMIAHMSJIApra CHTWUIMKIap Oepum - wnuiad
YUKapHUIL Ba CaB/0 ailllTaHMacUHU OLIUPAIH.

3. Xap Oup sKkcnopTep KOMIIAHUS TallIKU 0030pja Xap XWJ MyamMmoJiap
OWJIaH TYKHAIIaIu.

4. Yer nsnmma MaxcyloT COTYBYM KOMIIaHUsbap Oapua KOHYHHHM Ba
00’kX0Ha KOUJATapUHU OWJIHIIN KepaK.

5. Dxkcmoprep TyJIOBIAPHU WAFUIIN, SKCTIOPT XapakaTIapHHH TYIIAIIHN Ba
KEpaKiIM Xy>XKaTJIapHU JUKKAT OMIaH YpraHuO YHKUIIHA JO3HM.

6. HWmmnoprep ¥3 HaBOaTHAA IOKJIAPHU TYIIMPUII OYiMYa XyxoKaTIapHHU
ypranuo YUKUIIA, MaxCyJOTJIapHU CyFypTajalmi Ba HOPMAaTHB
XyxoKaTaap OMiIaH MaxCyJIOTHH TaKocaad KYpHILHN JO3UM.

7. VIykoTHUI XaB(U SKCIOPTEpP YUYH XaM UMIIOPTEP YUYH XaM MaBxKyl.
8. MaxcynoT Ba Xu3MaTjIapHU WYKU Ba TalIKy 0030p/a COTUIIUIIN Y3apo

dapkianaau.
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9. Bamota KypCHapUHHHT  y3rapuilid, KOHYHUWIHK TH3UMUHUHT
y3rapumu xaB@ xucoOsiaHaAW Ba Xap XWJI KUMMHUYWIMKIAPHU KEITHPUO
YUKApUIIM MYMKHUH, WIYHUHT Yy4yH OyJapHUHr Oapyacu LIapTHOMaA
TY3HIIJa XUCOOTa OJMHUILHU KEpaK.

R

1. B nHacrosimee BpeMsi B Hamieil pecmyOJIMKe CO3/1aHbl OJIaronpusTHbIC
YCIIOBUS AJISl SKCIIOPTEPOB.

2. Cozmanue JbrOT JUIsl KOMIIAHUHM, 3aHUMAIOMIMXCS  3KCHOPTOM
yBEIUYMBAET 00bEM MPOU3BOJICTBA U TOPTOBBIA 0OOPOT.

3. Kaxgas koMmmaHus- 9KCHOPTEp CTANKUBACTCA C  Pa3jIMYHBIMU
npobiieMaMu IpU IKCIIOPTE TOBAPOB U yCIYT Ha BHEIIHEM PHIHKE.

4. Komnanuu, KOTOpbIE peaTu3yIOT CBOM TOBApHI 3a pyOek 00s3aHbI 3HATH
BCE TPABOBbIC U TAMOKEHHBIE MTPaBUIIA.

5. DKcnopTep OJKEH coOMpaTh IUIATeXU, (PMHAHCUPOBATH PACXObl IO
HKCHOPTY U TIIATEIbHO U3y4aTh HEOOXOJUMbIE JOKYMEHTHI.

6. Umnoptep, B CBOIO oudepeib, JODKEH H3ydaTb JOKYMEHTHI 110
OTrpy3Ke, CTPAXOBKY TOBApOB IO HWHKOTEPMY M COIMOCTAaBISTh UX
C HOpMaTUBaMH.

7. Pucku motepb BO3MOXHBI Kak JJIs SKCIIOpTEpa, TaK U JJIs UMIIOpTEPA
TOBAapOB U YCIYT.

8. [Ipogaska TOBapOB M YCIAYr Ha BHYTPEHHEM M BHEIIHHUM pBIHKaX
Pa3IUYAIOTCs MEXKIY COOOM.

9. I3MeHeHne BaJIOTHBIX KYypCOB, TIPaBOBOH CHCTEMBI TOCYIapCTB
ABJISIETCS PUCKOM U MOXET BbI3BATh PSAJ TPYJHOCTEH JJIs1 OOIIUX CTOPOH,

IIO3TOMY BCC 3TO OOJIDKHO OBITH YUYTCHO IIPpHU COCTABJICHHUH KOHTPAKTA.
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Lesson 111

The structure of an export office

A. Read the text carefully, concentrating on its contents and terminology:

There are three basic functions of industrial company: production, sales and
finance. To these may be added numerous additional functions such as
administration, research and development, statistics and records, promotion,
personnel training and purchasing. As soon as a company enters the export
business, some form of export office will be required. The size of the company,
its products and scale of export operations will influence the form of export
organization. With a small company an export manager with a secretary and a
clerk would be all that is needed initially. But as the export business grows, a
properly structured export organization with qualified specialist staff designed
to exploit the export trade potential must be set up. Otherwise the export
operation will become unwieldy and disorganized; standards will tend to be low,
the overseas company reputation poor and the overall financial results far from
satisfactory. Exporting is a too highly professional activity to be handled by in
experienced unqualified personnel in the export field.

In a vertically organized export office every export transaction is handled
at some stage by a specialist. Personnel are selected on the basis of expertise that
Is order processing, packing, transportation, insurance, etc., so efficiency in all
the stages is high. However, the overall knowledge of export technique becomes
limited to a specified area of activity and the personnel tend to become
disinterested in the total operation.

A horizontally organized export office may be arranged on a product basis
or a geographical one, depending on the nature of the business and its
involvement in export. This is most suitable for medium to large companies
handling a good deal of export business and produces total involvement and
expertise in a group of markets. The personnel handle several aspects of the
subgroup activity thus avoiding boredom and identify itself with the progress of

the market. However, this type of system can produce unnecessary rivalry and
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overlap. In a large export oriented company the work is divided between an
export marketing manager, an export sales manager and an export shipping
manager.

The export marketing manager exercises overall executive control and co-
ordinates the activities of the other two functions. He is directly responsible to
an export marketing director, represents the export department at internal sales
conferences and deals with the company export policy. The export sales manager
Is directly involved with promoting actual sales to customers everywhere. His
job starts with receiving the enquiry, assessing its feasibility, ensuring the proper
price calculation and preparing the quotation. When the order from the customer
Is received, he checks it against the quotation obtains the production manager's
sanction and acknowledges the order informing the local agent of the order. His
next task is to arrange for the preparation and issue of the works order. At the
same time he informs records and statistics department of the details of the order,
confirms the date of dispatch to the customer, the agent or distributor notifying
them of any unavoidable changes. Finally, he hands over the order to the
shipping or dispatch department to arrange the delivery procedure. Overall, one
can sum up by saying the export sales office's task is to deal with enquiries and
orders up to the moment of dispatch.

The export shipping manager is informed of any orders booked usually by
a copy order and then he receives a definite notice from works or manufacturer
when the order is nearing completion. His duty is to check that the order
complies with import/export controls and to decide on the method of transport if
not already settled. Next, he issues instructions for packing and marking, charters
or books shipping (or rail, air, etc.) space to works or manufacturer, transport
office and freight forwarders. Finally, he draws up all the necessary documents
and passes them on to the accounts department for collection of payment.
Overall, the export shipping office function begins when the works order is

issued and takes over fully when the goods ordered are ready for despatch.
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B.The following words and phrases will help you to understand the text:
Records - peructpanus - €3yB Kaiia STHII
Personnel training - oOy4eHue kaJpoB - KaJApJIapHU Taiépiiar
Purchase - mokyrmika,mpuoOpuTeHue - Xapu1
Unwieldy - TpyaHo yrpaBiisseMblil - KHHUH OOIIKApHIagUraH
Order processing — O6paboTka 3aka3a - byropTma xapaéuu
Invoicing - Bemuceianue daxtypsl - E3u6 6epuni, hakTypian
Filing - Coop undopmarmii - Madopmanus tyrmiamu
Transaction is handled - Cnenka npoBepeHna - CaB1o OMTHMHU OLIUPHIIIH
Involvement in export - Boeiedenue B 3KCIopT - IKCIOPT PaousTUra
KHAPHIIH
Rivalry and overlap — Conepunyars yacTuuHO - PakoOatianmok, KuCMaH
KOTLJIAMOK
Quotation - Ipeiickypanr - [IpelickypanT
Acknowledge an order - TTonTBepauTh 3aka3 - bByropTMaH# TacaHKITAIT
Confirm the date of dispatch - IToaTBepauTh Aaty oTnpaBku - KyHaTui
MYUTATHHH TACHKITAIT
Nofity - Yeenomisats - Xabap 6epMok
Feassibility - OcymecrBisiemocTs - Amanra omupu6 Oyiaaauran
To charter - ®paxToBath - @paxTiant
Shipping space - MecTto amns rpy3a - FOk yuyH xoii
Freight forwarder - Cra0xenus - TabMUHIIAMOK
To draw up documents - BeImHchIBaTh JOKYMEHTHI - XyXOKaTIapHU
PaCMUMIIAIITUPMOK
C. Comprehension exersises.
1. Answer the following questions:
1. What are basis aims of industrial company?
2. What other functions must the company fulfill to attain its basis goals?
3. What does the form of an export office depend on?
4. What may happen when export operation are handled by inexperienced
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unqualified personnel?

5. What is the basis difference between a vertically based export office and
a horizontally organized one?

6. What are the advantages of a horizontally organized office? And what
are the shortcomings of the export marketing manager.

7. What are the advantages of the export marketing manager?

8. What are the responsibilities of the export marketing manager?

9. What are the duties of the export shipping manager?

10. Enumerate the duties of the export sales manager

2. Complete the following: The basic function of:

Production department produce
Sales department goods....
Finance department | | ...

Administration department | | ...

The Research and development | | ..........
department carry out......

Statistics and records [isto | ...........

department | |

Promotion department | | ...
Export department | | ...
Export department | | ...

Import department handle.........

3. Choose the word or phrase in brackets that would best substitute for the
word or phrase underlined in the following sentences:
1. ....all that is needed initially, (finally at the beginning; soon)

2. .... to exploit the export trade potential..... (to make full use; to make an
unfair use of; to explore)

3. ... the export; operation will become unwieldy..... (awkward,;
amateurish; difficult to handle owing to ....)
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4. ... The overall financial results far from satisfactory..... (successful;
insufficient; insignificant)

5. .... on the basis of expertise.... (experience and knowledge; natural gift;
sophistication)

6. .... involvement in export.... (complexity, participation, interest)

7. ... this type system can produce unnecessary rivalry and overlap,

(continuity; competition; repetition).

4. The duties of the export sales manager and the export shipping manager are
complementary but at the same time quite distinct. Study them in detail and fill
the table given below:

Duties of export sales| 1. ...

manager's 2.

4. checking the order against

quotation.

Duties  of export shipping

© ©o N o O

manager
10. ....
11. issuing instruction for packing
and marking.

12.

13.

5. The table below presents a list of terms discussed above. Make sure that you
really understand their meanings - read once more the comments, if necessary.
Then use them in sentences of your own to prove that you can use them
correctly. Check these sentences with your teacher:

1. To acknowledge an order.

2. To acknowledge the receipt of....

3. To be up to the standard, the contract, the sample.
22



4. To comply with ....

5. To confirm the date of.....

6. To draw up the document.

7. To enter a business, a market, a partnership.

8. To handle a transaction.

9. To execute an order.

10. Inquiry, offer, quotation.

11. Filing, files, records, documentation.

12. Implementation of....

13. Order processing (compare with data processing, food processing,
processing industry).

14. Works, ex works.

D. Extention.

1. Imagine you are responsible for the organization of a branch office of a
large export oriented company.In a talk with its general Director suggest its
future structure, providing reasons for choosing this and not the other model
on the grounds of comparing the advantages of different solutions. Use the
technology of the text.

2. As you are also responsible for employing the right people for the positions
of an export marketing and export shipping manager, discuss the duties of
each of them as well as your requirements concerning their professional
qualifications and personal characteristics. Use the terminology of the text
where necessary.

E. Pair work.

1. Imagine you have already settled the problem of structure and employment
with the General Director. You are now interviewing candidates for the
position above. In a dialogue with your friend, imagine that you are a
Personnel Manager and that he is a candidate for one of the three managerial
positions.

2. Present your requirements against the background of the general structure
of the company. The candidate, on the other hand, has already presented an
application for such a position. Refer to this document and interview him in
detail about hisqualifications and personal characteristics. Finally, ask about
his opinion on his future work and whether he would introduce any changes
to make it more efficient.
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Lesson IV

Basic concepts in marketing

A. Read the text below concentrating on its contents and terminology:

There are many definitions of marketing Most of them are already familiar
to you from you lectures on the organization and techniques of foreign trade.
Let's then review some basic marketing concepts, this time from the language
point of view.

Generally speaking the basic function of marketing is first to determine the
needs of the customers and next to satisfy them, thus bringing profit to the firm.

Marketing research collects and analyzes data to help managers make
decisions. These data cover not only the most important characteristics and
trends of a given market but also their reasons and effects, the structure of
demand and supple, the volume of output and exports of the country in question,
etc. some of these research programmes must be carried out abroad, some may
be done at home. All these activities should be coupled with a careful analysis
of the product to be sold, as well as of that produced by competing firms.

Export promotion, in turn , is a complex of activities such as external
economic and political publicity, advertising, personal selling, fairs and
exhibitions and sales promotion. The external economic and political publicity
is the most general form of export promotion. Its main purpose is to create the
most favorable image of your own country in the eyes of your potential
customers abroad.

Advertising, an essential part of marketing, should inform people about the
existence of a new product and its characteristics as well as persuade them to
buy. However, advertisers often come in for criticism because advertising is not
always fair, due to its persuading function. Thus we often buy things which we
really do not need or even those which are positively harmful.

On the other hand advertising has its unquestionable merits. Apart from

visual enjoyment (posters, colored advertisements in newspapers and other
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printed matter, cinema and TV advertising, displays, exhibitions, ets.) it also
offers information (although generally exaggerated) about the quality of a new
product. If the market is well supplied and competition is tough, advertising
appears to be necessary.

Personal selling implies personal contacts between the seller and
prospective buyer. It is generally prepared through bilateral correspondence
determining the terns of a prospective contract. In other words, personal selling
means collecting contracts and it is affected through the visits of the authorised
representatives of the offered. Thus you should not confuse it with the work of
agents, salesmen, and brokers as the latter have no right to sign contracts but are
mere middlemen.

Often some elements of export promotion can be used at the same time to
be more effective. Such is the case of fairs and exhibitions forming a combined
advertising and personal selling mix.

The main objectives of public relations are to show the reliability of the
firm in question, its respectful attitude toward the clients, the high quality of its
products, equipment and of the specialists it employs.

Public relations also mean the presentation of firms and other printed matter
on the history, development and recent achievements of the firm, as well as
special radio and TV programmes.

Although advertising, personal selling, public relations and sales promotion
seem to have the same final goal, each of them has a specific function to perform.

Sales promotion covers a variety of activities aimed at encouraging the
customer to buy the given product now and in the future. It appears however, at
through discount from retail prices, free gift samples, premium coupons,
seasonal bargain sales, displays etc. hence advertising and public relations have
a more general appeal as they are addressed to a much greater number of
prospective buyers. Personal selling, on the other hand, is focused on collecting

contracts and orders on a wholesale scale. That is why although all marketing
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activities have the same purpose, their specific functions should not be

confused.

B. The following words and phrases will help you to understand the text:
Market/ing/ research - NccrnenoBanus peiaka - bo3op TaakukoTiapu

Volume of output - OO0bem BbIMycka npoaykmuu - Wnurad Yukapuir
MaxCyJIOTIapy XaKMH

Exports - DxcnopTHbIe NpoAaxu - DKCIOPT COTYBIIApU

Export promotion - Pa3ButHe comelCTBUE JKCHOPTa - SKCIOPTHU KyJiad
KyBBaTJIaII

External economic and political publicity - Bremnss skoHoMHYecKas H
ITOJIMTUYECKAS TIIACHOCTD - TaIllK1 UKTUCOINN Ba CUECUN OLIKOPATUK

Personal selling - MenuBuayansHas mpoaaxa - SIkka coTyB

Middleman - ITocpennuk - Jlammnom

Reability - HagexxaocTs - MIOHYMITHINK
After sales service - Ycmyru nocine npojaxu - COTYBlIaH CYHITH XH3Mat

Sales promotion - CoxelicTBre TOProBiM, pa3Butue - CaBIoOHU KyJLIall

Bargian sales - baptepnas Toprosis - baprep opkanu corur

C.Comprehension exercises.
1. Answer the following questions:
1. What is the basic function of marketing?
. What is market research concerned with?
. What do we mean by export promotion?

. What are the main functions of advertising?

. What are the unquestionable merits of advertising?

2
3
4
5. Why do advertisers often come in for criticism?
6
7. What does personal selling mean?

8

. What are the main objectives of public relations?
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9. What is the difference between advertising, personal selling, public

relations, and sales promotion?

2. Word structure. Form families of the following terms, adding appropriate

endings:
Noun | Noun Il Verb Adjective
Management Manager Manage managerial
marketable
Buy
Sell
Product
Produce
Export
Price
Demand
Supply
Competitor
Promotion
To advertise
Profit
Offer

3. Complete the following sentences using the information given in the text:

1. Our market research indicates a new.... among people in large cities.
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2. .... must be completed before product development is started.

3. The producer tries to.... Consumer trends and then tries to influence them.
4. The consumer may be influenced into buying a product through.....

5. High mass consumption in the US has been made possibly by.....

6. .... operations include product planning and pricing among other things.

7. In order to sell a new product, they have to consider how they want to.... it.

. Give appropriate economic terms for the definitions given below:
. The value of goods in terms or money.

. The amount of goods produced.

4
1
2
3. The firms producing the same goods as we do and trying to do it better.
4. Presentation of goods to be sold.

5. Telling people what to buy and why.

6. Collecting contracts through visiting prospective buyers at the level of a
wholesaler.

7. Representatives of a firm or a businessman having no rights to sign Contracts.
8. A link between the wholesaler and retailer.

9. Informing people about a given firm and its achievements.

10. Encouraging people to buy a given product at the retail level. 11.Sales of

seasonal goods at reduced prices.

5. Extention. 1. The following list presents some basic marketing terms you
have acquired from the text you have just read. This list is by no means
complete, as many other marketing terms will be presented later in this
chapter. You will also find here some terms you should already know from
your previous studies (e.g. buyer, market, etc.) They are, however, linked so
closely with the subject in question that it seems advisable to repeal them once
again. Use all these words in sentences of your own:

1. advertising 10.external economic and political activity
2. buyer 11. fair
3. competition 12. image
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4. customer 13. market

5. demand 14. marketing.

6. display 15. offerer

7. distribution channel 16. personal selling
8. exhibition 17. sales promotion
9. export promotion 18. supply

6. Topics for discussion

1. Define marketing.

2. What types of activities are associated with marketing?

3. Why do you think that producers must be able to predict trends? Can you

think of an example when a producer did not predict a trend well?
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Lesson V

Levi Strauss and his company
A. Read the text carefully concentrating on its contents and terminology:
COMPANY HISTORY

Levi Strauss, founder of the company, was born in Bavaria, Germany, in
1829. coming to America when he was 14 years old , he lived with a relative in
Louisville, Kentucky, until stories of the California Gold Rush stirred his
adventure some spirit. Levi travelled to New York to consult with his brothers,
Jones and Louis, who ran a merchandise business. The brothers encouraged Levi
to go California and set up a business selling supplies to gold miners.

Armed with silk, broadcloth, fine dress goods, and canvas duck for
Conestoga wagons and tents, Levi sailed around Cape Horn for California
shores. But by the time he reached San Francisco, he'd sold all supplies except
the canvas. Levi soon met a miner who told him he should have brought pants
with him because "Pants don't wear worth a hoot up in the diggings and you can't
get a pair strong enough to last no time".

Levi remembered the man's words and decided to make pants from his
canvas rather than tents. He hired a tailor to make the garments, and before long
they were so popular for their strength that miners came asking for "those pants
of Levi's.

Quick capitalize on his success, Levi had more pants made and formed a
partnership his brothers to establish Levi Strauss & Co. in 1853. After a while
he switched from canvas and began making Levi's from a heavy - weight denim
made to his specifications. A special indigo dye was developed for the fabric.

The idea for copper riveting the pocket corners came from a humorous
experience between a dusty old prospector named Alkali Ide loaded his pant
pockets with meaning tools. After a few months in the field, he would return to
Virginia City, his pockets torn and then, roaring drunk, visit tailor Davis to yell

and complain about his torn pockets.
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Weary of listening to Alkali, Davis decided to play a joke. Taking the pants
to the local harness maker, he had the pocket corners riveted with copper. When
Davis later told Levi this story, Levi thought copper riveting such a good idea he
started using it on his pants and, 1873, had it patented. Except for the addition
of copper rivets and the change from canvas to denim, Levi's pants have
remained basically the same: snug, low on the hips, and tapering in the legs.

Levi Strauss never married and he died in San Francisco in 1902. His
company, however, continued its role as a Western wholesaler and jeans
manufacturer under the leadership of this four nephews. By the end of World
War I, three - fourths of the business was in wholesaling. At that point, the
company decided to drop its wholesaling and concentrate on manufacturing
under its own label.

Since that decision, the company has grown rapidly, with diversification of
product lines and expansion of facilities. In 1946, Levi's had just 15 salesmen,
none east of the Mississippi. Today the sales force numbers over 500 and Levi's
products are sold in over 50 countries. From its humble beginnings in dick
canvas, Levi Strauss & Co. has grown to become the largest pants maker in the
world.

In recent years, Levi's has expanded from its famous blue jeans, the
company's mainstay since 1850, into other areas of merchandising. The
popularity of knit fabrics, permanent press, and increasing preference for casual
wear has brought a new surge in fashion styles and trends. No longer do products
managers at Levi's merely decide how many yards of blue denim will be needed
for production. Today the decision involves choosing a variety of fabrics from
a large array of possibilities, forecasting requirements on these, deciding on
numerous price points and developing styles, all according to a schedule which
precedes the retail selling season by 4 to 6 months.

Suppliers are also of vital consideration to merchandisers as the
manufacturing process depends on the availability of raw materials used in the

production of the various types of garments. Levi's most important suppliers are
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the mills that produce the fabric. The textile industry can be divided into large
and small firms with the large mills handling all stages of the production of
fabric, while the small firms may do specialized work such as dyeing and
finishing.

Sundries are another major type of raw material that goes into the creation
of a garment. Zippers, thread, buttons, fasteners, etc., are obtained domestically
and overseas. Although on per unit basis the cost of sundries is small, due to high
volume the overall cost is quite substantial.

THE COMPANY STRUCTURE

Essentially Levi Strauss & Co. focuses its attention and is the world's
largest pants maker but has also expanded into jackets, shirts, skirts as well. Our
products have grown into five divisions and we have over 20 000 employees.

Boys swear. Levi's has manufactured apparel for boys for many years, but
the company really concentrated on the Boys swear division in 1971. Now it is
believed to be the largest branded line in the field. It features jackets, shirts, and
a variety of pants for children from infancy to adolescence.

Jeans. The largest division at this time is Jeans. This division offers a broad
and diversified line of jeans from its Basic and Fashion Jeans departments, as
well as Levi's jackets and shirts, plus a Gentleman's Jeans line for the mature
customer and Fresh Produce , a specially designed group of high-fashion
garments , started in late 1972, used to "test market" styles and fabrics.

Levi's Gals. After 118 years of production, Levi's created pants especially
for women and in 1968 introduced Levi's for Gals. Beginning with a snug, hip-
hugging version of the original blue jeans, Levi's for Gals has expanded to
include four completely coordinated fashion lines each year including pants,
skirts, tops, jackets, shorts, and even a dress- in both juniors and Misses sizes.

Panatela. Levi's Panatela division is fast becoming the most popular maker
of casual sportswear with its three specialized lines of knits and woven fabrics.
Young Men's Fashion concentrates on popular trends preferred by style

conscious 18-24 year olds; Established Men's outfits the more mature man with
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specialty size requirements in slacks and coordinated tops; and the Signature
collection combines quality and fashion detail in its well tailored slacks.

Levi Strauss International. The fifth and fastest growing division of Levi
Strauss & Co. is Levi Strauss International. This wholly owned subsidiary Levi
Strauss & Co. now sells Levi's in over 50 countries and the number is growing.

Levi Strauss International includes a vast European operation
headquartered in Brussels which in 1973 expanded to include a distributor in
Portugal. Far Eastern business is directed by offices in Hong Kong and Australia.
Pan America, including Canada and Mexico, started a subsidiary in Puerto Rico
1973. And in the same year, the South American operation added an integrated
production, distribution and marketing company in Brazil to compete for the
tremendous potential of that country. The company has also expanded its belt

business internationally thus producing something to hold your pants up with.

B. The following words and phrases will help you to understand the text:
Canvan duck - Kausa matepuan - KanBa marocu

Broadcloth - I'py6as Tkans - Kyrmos mato

Denim - I'py6as x/6 Tkanb - Kymnosa maxra maTto

Indigo dye - Cunsist kpacka - Kyk Oyéx

Fabric - Bonokno - BomokHo

To rivet - 3aknonuTth - Tyrmavananr (KHOITKAJIAII )

To pan - [TpombIBaTh - 10BUO TalllIaMOK

Harness - Yopsixkka — Xanka

Snug - YioTtHsli, m1oTHO - [llunam,énuummbd TypyBun
To tapper - CyxuBath K KoHILy - Oxupura 60pud Topaiui
Sundries - Besikas BcsiumnHa - Xap Hapca

Apparel - Onexaa — Kuiinm
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C. Comprehension exercises.

1. Answer the following questions.

1. What do we know about early days of Levi Strauss, founder of a major
international company?

2. What and who gave him the idea to set up his own business?

3. What did he originally intend to do?

4. How and why were his original plans changed?

5. When and why did he form a partnership?

6. How did the old prospector's complaint influence further developments of
Levi's pants?

7. What changes did the company undergo between the Wars?

8. What figures point to the rapid development of the company after 1946?

9. What factors have forced the diversification and the expansion of product
lines?

10. How have the responsibilities of product managers at Levi's changed in the
course of the years?

11. What is the role of suppliers in the textile industry? What are their lines of
specialization?

12. What is Levi's Strauss and Go's main product line?

13. Into what fields has the company expanded its production?

14. Can Levi Strauss and Co. be ranked among the major international

companies? Why?

2. Give Russian or Uzbek equivalents of the following terms listed in column:

A.An English term B.In Russian and Uzbek equivalent

Wholesale/ retail
To manufacture
Product line
Sales
Merchandising
Supplier
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Raw materials

High volume of production
Overall cost

Market

2.Translate into English

1. Kommanusia 0030pHH MapKETOJIOTIIap ypraHaJu Ba yYHH TaxXJWI KUIUO,
KaHJal TypJard MaxcCyJOTJIapHUM KaHYa MHUKAOpAAa MILUIA0 YMKapHIIl Kepak
SKAHUHU OJIIMHAAH alTUIIAIN.

2. Kommanust 0omkapyB TU3UMHU KOPXOHAHUHT OOIlIKa TU3UMIIApU OWIJIaH y3BHM
Ooornuk OynuO, KOPXOHAHUHT PUBOXK TOMMIIK €KMW MHKUPO3ra y4ypalld yHra
OOTTHK.

3. Nestle kopxonacu nyHENa TaHWITAH SHI Kara KOpPXOHAJapiaH OupH
XUCcOOJIaHaN.

4. Nestle 6omr kopxoHa Oynu0, YHUHT JTyHEHHHT €TaKYM Mamilakatiapia, Iry
Ownad Oupra puBOXJIaHAETraH MaMJlakaTiap/a myoa KOpXoHajlapyu MaBxy/I.

5. ETakun  KOMMaHUWSIApUHUHT MWWUIMK ~ aillaHMa  JapoMaau  alpum
MaMJIaKaTJIapHUKUIAH XaM 3UEIPOK.

6. Nestle TpancMmuHMii KOMIIAHHUSICH TyHEIA €TaKYWIIapIaH OyiIHu0, Y TYPIIH XU
WYNMIIMKJIAPHA, MacajiaH, CyT, Ta3JIaHTaH Ba rasjlaHMaraH cyB, Kode, Oomanap
03yKacH Ba 0OIlIKa MaxcyJoTiaapy Uiiad yukapaiu.

7. Nestle xommanuscuun PecryOnmukaMusna xam SXIIW TAHUWAM Ba YHHHT
MaxcCyJIOTJIApUHU UCTEHMOJT KHUJIA U,

8. Esnuar nceuk kynnapuaa Nestle koMnaHMACHHUHT MYUMIIUK CYBJIApH KaTTa
MUKJI0pJa coTrmiamy, kuiaa 3ca Nestle cytura Oynran Tamad omraay.

9. Nestle xommaHusicHHMHT OOIlIKa MamJIakaTiapiard BaKWIapu —yia
MamJIaKaT/a MaxCyJOTHH UILJIA0 YMKAPHUIIU, COTUIIN Ba TAPKATUIIA COTHUIIN
MYMKHH.

10. Imcon Plus xopxoHacu Xap XHJ TypAard My3KalMOK MaXCyJIOTIapHHH

uniad yukapau.

R
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1. 3yyas pbIHOK M aHaJU3HUPYs €ro, MAPKETOJIOTM KOMIAHUU MPOrHO3UPYIOT,
KaKyo [POIYKIHUIO IPOU3BOJAUTH U B KAKOM 00BbEME.

2. Tak Kak TJIaBHOE YIIpaBJI€HUE KOMIIAHMM TECHO CBS3aHO C JAPYTHUMHU
yIpaBIE€HYECKUMHU TOJIpa3AeICHUsIMHU, Pa3BUTHE UX WK OAHKPOTCTBO 3aBUCHUT
OT HHUX.

3. Kommanust Nestle sBnsiercst oqHUM W3 M3BECTHBIX MPEANPHATHH BO BCEM
MUDE.

4. bynyun TpaHCHanMOHaNbHOW Kommanued Nestle wmeer MHOXeCTBO
nouepuux npeanpustuit ([IIl) kak B pa3BUTHIX, TaK U B PA3BUBAIOIINXCS
CTpaHax.

5. 'oztoBo# 060POT TpaHCHAIIMOHATLHON KOMIIAHUH MTPEBBIIIAET 000POTHI Jaxe
MHOTHX CTpPaH.

6. Cpenn Bcex mpouux BuAOB mnpoxykimu kommanus Nestle mpowmsBogur
pa3nuYHble HAUTKW, HAIIPUMEP, MOJIOKO, Ta3UPOBAHHYIO M HEra3upOBaHHYIO
BOJY, Ko(pe, NETCKOE MUTAaHUE U JPYTYIO MPOTYKIHIO.

7. B VY30ekucrane npoAyKiusi STOM KOMIIAHMK TpU3HAHA M TOJIb3YeTCs
OOJBIIIM CIIPOCOM.

8. B netHee Bpemsi, B xapkue IHH, HanuTku komnanuu Nestle mnponparorcs B
OOJIBIIIOM KOJIMYECTBE, @ B 3MMHEE BPEMS MOBBIIIAETCS CIIPOC HA MOJIOKO.

9. llpencraBurenu kommanuu Nestle B npyrux crpaHax MOTYT HpPOH3BOIUTH
CBOIO MTPOJIYKIIHUIO, PACIIPOCTPAHATh U TIPOJABATh €€.

10. Ipennpustue Imcon Plus mpou3BoaUT pa3inYHbBIC BHBI MOPOKEHOTO.
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Lesson VI

The main elements of a contract
A. Read the text concentrating on its contents and terminology:

Every contract consists of several clauses. Some of them are of purely
forma' character (e.g. names and address of contracting parties, date of signing
the contract etc.). Others concern eventual obstacles and delays in the course of
$ implementation, and provide appropriate measures to eliminate or minimize
them. Still others concern adjustment of eventual complaints or in the case of
serious disagreements determine respective arbitration procedures. But the most
Important part of any contract is a detailed description of the goods to be sold
their price, terms of payment, as well as terms and time of their delivery as the)
decide about the competitiveness of a transaction and consequently about in
greater or smaller profits of the parties involved.

The object of the contract may be goods or services or both. Goods shouldl
1 described in detail according to their name and standard, or lot number, or up
the sample enclosed to the contract. The conditions of goods to be delivered
should be also determined generally as "tale quale” or "sound delivered
Technical documentation and detailed specification of the goods in question
generally enclosed with the contract.

Appropriate packing is a necessary condition of sound delivery. Hence a
contract should specify the kind as well as the amount of goods, their gross and
net weight, and measurement expressed in the weights and measures used in the
countries of both contracting parties.

As foreign trade is generally a wholesale one, the price stated in the contract
Is a wholesale price. However it may be also a retail price, scheduled for a given
country with an appropriate rebate granted. In trading with such goods as metal
ores or chemical substances the term basic price is used as a starting point to
determine their ultimate price which consequently becomes its invoice price. In
contracts for the delivery of bulky goods a market price can be quoted, provided

that the name of such a particular market is stated, together with its latest
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quotations, in trade with capital goods or complete industrial plants the term
inclusive price is most frequently used. The latter may be either a fixed price, or
if fluctuations of prices are expected special clauses are introduced to protect the
buyer and the seller. These special clauses are called "up or down alteration of
price clause™ or "price fluctuation clauses".

Abatements from the price are a kind of premium for the buyer for granting
the seller favourable terms of sale. They can be divided into rebates, discounts,
allowances and trets. The differences should be already known to you from your
lectures on the techniques of foreign trade.

The price in a foreign trade transaction is determined in definite monetary
units. In Polish trade with capitalist countries price is quoted in foreign currency,
most often in the US dollars. In turnovers with socialist countries a currency
rouble is used, being at the same time the currency in which the payment is
effected. In contracts with capitalist countries payment may be effected in a
different currency than the one in which the price has been quoted. Fluctuations
in exchange rates in capitalist countries reflected in payments, require the
introduction of respective clauses to the contract. As several currencies are no
longer based on gold, i.e. the prices of gold are not reflected in their exchange
rate, the so called currency clause is presently used. It states that payment will
be effected at the exchange rate of the day of payment and not at that of the day
the contract was signed.

Terms and methods of payment are discussed in detail in Chapter IV. As
you already know it is most profitable for a Polish businessman to get an advance
from a foreign importer and later pay by an Irrevocable Letter of Credit opened
at a Polish bank at the order of a foreign bank and paid in Poland. Another
Possibility (not as advantageous as the previous one) is to pay by an Irrevocable
L/C opened in a foreign bank and confirmed by a Polish bank. The next
possibility (still less advantageous) is payment by an Irrevocable L/C opened in
a foreign bank and not confirmed by a Polish bank. Finally payment may take
Pace through documentary collection Or it may be a credit payment under opiate
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bank guarantees. The latter form of payment should be consulted the Polish
bank.

Another necessary element of the contract is clauses on the control and
receipt of goods. Control activities are aimed at checking the actual
Implementation of the contract. The receipt arrangements are to check if goods
to be delivered are up to the contract, as far as quantity, quality and standards are
concerned.

Finally the contract includes supplementary clauses (e.g. import/export
licence, Act of God and penalty clause) particularly important in case of some
obstacles during its implementation, as well as clauses concerning eventual

complaints, their adjustments and arbitration procedures.

B. The following words and phrases will help you to understand the text:
clause - myHKT 70roBopa - KeJIHUIIYB IMyHKTH

contracting parties - yqacTHHKH 3aKIIOYAIOIIAE KOHTPAKT - KOHTPAKTHH aMajra
OIIMPYBYH TOMOHJIAP

appropriate measures — cCOOTBETCTBYIOIME MEPHI — MOC Tag0HpIIap

adjustments — ucnpaBiieHue - TyrupJIan

arbitration procedure - nporiecc apOUTPasKHOTO Cy/1a - apOUTpax Cy 1 KapaCHu
terms of payment - cpok (ycioBus iatexa) - TyJ0B IIapTIapu

terms of delivery - ycioBus moctaBku - eTka3zud OepuIl mapTIapu

the scope of the contract — macmTab KOHTpaKTa — KOHTPAKT MacmTabu

up to the sample enclosed - cornmacHo npunaraeMomy o0Opasity - KeJITHPUITaH
HamyHa Oyinya

scheduled price - yctanoBiieHHas IieHa - OCJITHIAHTaH HAPX

basis price - 6a3ucHas 1eHa — OOIUTAHT MY HapX

ultimate price - okoH4aTenbHAS [IEHA - OXUPTH HAPX

invoice price - haktypHas 1eHa - GakTypa HapXu

bulky goods - rpoMo3akuii Tpy3 — Kata XaKMIaru oK
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market price - peiHOUHAas 1IeHA - 6030p HAPXU

capital goods - ocHOBHO# KanuTall, CpeACTBa MPOU3BOICTBA — ACOCUI KaIUTall,
UIILTa0 YMKAPHII BOCUTAIAPU

inclusive price - meHa ¢ y4éToMm BceX yCiIyr — 0apya Xu3MaTIapHU KUPUTHIITaH
Hapx

fixed price — ycraHoBiieHHas 1ieHa - O¢JIrMIIaHraH (y3rapMac) HapX

fluctuations of prices - koneOanus 1eH - HapXJIap y3rapuIlu

up or down alteration of price clause - craThs MOBBIIIEHNS WIIH CHUYKEHUS 1IEH -
HapX YCHIIU EKH MacaiMIIg MOIIACH

price fluctuation clause - cratest 0 KocOaHNM 1IEH — HAPX Y3TAPHUIINA MOIIACH
abatement - cman, ckuaka, OTMEHA HajoOra, aHHYJIMPOBAaHHME — IaCaMMIIL,
YerupMa, COJIMKHU O€KOp KUIUII, OEKOp KAJIUII

rebate - ckumka, BbIUET MPOLEHTOB, aHHYJIMPOBAHUE - YerHpma, (HOHM3IAPHU

XUCOOJaH YHKAPHIILI

C. Comprehension. 1. Answer the following questions:

1. What do particular clauses of a contract concern?

2. Which part of any contract is the most important? Why?

3. What details should the description of goods which are the subject of any
contract contain?

What prices are generally used in international trade?

What prices are used when trading in metal ores or chemical substances?

When do you give the latest quotations of a market price?

In what cases are inclusive prices quoted?

Why are "price fluctuation clauses" introduced to contracts?

© © N o 0 &

List different kinds of abatements from prices and discuss the differences
between them, if any.

10. Why is the so called currency clause introduced into any export contract?
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11. List the ways of effecting payments for Polish exporters in order of their
profitability.

12. What does the control and receipt of goods clause provide for?

13. What other clauses should every contract include in order to avoid any

misunderstandings?

2. Complete the following sentences on the basis of the information given in
the text:

1. Every contract should include......

2. Should any obstacles or delays occurinthe course of contract

implementation, they.....?

3. The competitiveness of a contract depends upon......

4. The best way to describe the goods in question is to.....or ..,.

5. To ensure sound delivery of goods....

6. The basic price is a starting point for....

7. The aim of the price fluctuation clause is....

8. ...in Polish trade with capitalist countries payments .....

9. In Polish trade with socialist countries payments

10. The currency clause in a contract provides for....

11. On delivery the.... are checked.

12. Should any obstacles arise in the course of the contract

implementation.....?

D. Extension. 1. Negotiating a contract

Two days before he flew back to Finland, Mr. Honko, from Olssons, had a
final meeting with Mr. Kowalski and Mr. Sosnowski in the Metalexport office
in Warsaw.

Mr. Sosnowski and Mr. Honko had already decided what important points

they wanted to discuss with Mr. Kowalski and had drawn up an agenda.
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Firstly, they wanted to settle the price. Secondly, there was the question of
the delivery date. Olssons had to have the machine tools before the end of
August. Thirdly, there was a technical difficulty which Mr. Honko had written
to Finland about. Other points to be discussed were transport and insurance. At
the beginning of the discussion Mr. Kowalski had some good news for Mr.
Honko. He had persuaded his company to allow a good-will discount of 6%.
This operation brought the price down to just under $ 5000. Mr. Honko was very
satisfied.

The delivery date was rather more complicated. Mr. Sosnowski said that he
would have to insist on August 31st, and Mr. Honko explained why it was
essential for his factory to have the machine-tools on time. Mr. Kowalski said
that he quite understood the position and was very sympathetic. He explained
that there were delays in the delivery of raw materials at the factory a few weeks
ago and that there was a back-log of orders. The factory was now working at full
capacity in order to clear the back-log. However, they would do their best to
keep August 31 st as the delivery date. Mr. Honko was not altogether satisfied.
However, Mr. Sosnowski interrupted them with a suggestion. If Mr. Kowalski
agreed to accept July 17th as the official shipment date, Mr. Honko would allow
the machine-tools to arrive in Finland on September 2nd at the latest. They
agreed on this compromise.

This led the discussion to transport and insurance. Mr. Sosnowski explained
that the machine-tools would travel by road to Gdynia Docks where they would
be shipped by s/s Dubrowski to Helsinki. He had already contacted a road
haulage firm. He had also arranged to see the Warta agent and work out the
insurance details with him. So everything was taken care of.Mr. Honko then
brought up the technical point. Mr. Kowalski said that their chief engineer had
phoned Helsinki and had talked to his opposite number in lessons. Helsinki had

then okayed the technical side of the deal.
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Finally, Mr. Honko promised to get in touch with the lawyers as soon as he
got back to Helsinki to arrange the formal contract. The deal was concluded

"What about small celebration?"”, said Mr. Sosnowski. "Say when!"

2. Case study.Studying export/import documents. Study the enclosed
contract and its General Conditions of export sales and find out:
1. Who the contracting parties are.
2. The object of the contract (name of goods, quality, quantity).
3. Type of packing and marks.
4. Price.
5. Date of delivery.
6. Terms of payment.
7. If the exporter guarantees, there will be no modifications in the quality of
goods.
8. If it is possible to order extra packing, who is to cover the costs in such a
case.
9. Who should pay insurance?
10. If the price is GIF, which company the goods are insured with.
11. What modifications the time of delivery is subject to.
12. In what circumstances prices are subject to alterations.
13. How the payment should be effected.
14. Within what time any claims should be raised.
15. What is needed in case of re-export.
16. How all disputes among the contracting parties should be settled.
17. Who guarantees the infringement of designs, plants etc.

18. What the fulfilment of this contract is subject to.
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IMCLOTHEX

CABLES WARSZAWA

Messrs.

J. B. Spitfire and Brothers LTD

TELEX 816173 IMCLOTHEX

TELEPHONE 240105265206

127, LONDON ROAD,

READINGS

GREAT BRITAIN

Our ref. DK 209/M

WARSZAWA Nov. 19.2010

CONTRACT OF SALE No 09-209/46303

DEAR SIRS,

Referring to our talks held in Warsaw on Nov. 10, 2010 we confirm having
sold to you:

1. Goods, quantity, quality

10.000 pairs of men's shoes "Valentino"

3,000 pairs in black colour 3,000 pairs in grey colour

4,000 pairs in brown colour

Sizes of shoes shall vary from 5 to 9 according to the suggestions as
follows:

size 5— 1,000 pairs

size 6 - 2,000 pairs

size 7 - 3,000 pairs

size 8 - 2,000 pairs

size 9 - 2,000 pairs

"Valentino" shoes are marked with Q — world quality mark.
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2. Packing and Marks
Each pair of the shoes shall be packed in a carton.
One hundred cartons form an outer carton,

marking of each outer carton as follows:

J. B. Spitfire and Brothers LTD
READING

GREAT BRITAIN
IMCLOTHEX, Poland
CONTRACT No 09-209/46303
PLACE No |

NET WEIGHT

GROSS WEIGHT

3. Price

£20 for each pair GIF LONDON.

4. Delivery

In two equal consignments during November and December, 2010.

5. Payment

An Irrevocable Letter of Credit opened in favour of IMCLOTHEX and
confirmed by Bank Handlowy S. A. in Warsaw valid 60 days.

The Buyer shall confirm opening of the LC latest 5 days before date of
loading.

6. Shipping instructions To be given by the buyer.

7. Insurance

Against usual transport risks according to open Policy with Insurance and

Reinsurance Company WARTA in Warsaw.

45



8. Arbitration

All disputes which may arise between the parties out of or in relation to the
Contract should be settled ~ excluding the Common Courts of Law by
Arbitration.

In case Imclothex is the defendant Party - by the Board of Arbitrators or the
Polish Chamber of Foreign Trade, Warsaw, Trebacka 4, according to its rules
and regulations.

" case J. B. Spitfire and Brothers LTD is the defendant Party by Arbitration
Court "ad hoc" in Geneva under The Arbitration Rules of the International
Chamber of Commerce which the Parties

declare to be known to them, e Arbitration Court shall decide by majority
of votes. Both parties consider the award of the Court as final and binding, e
basis for settlement of the disputes is the law of the Seller's country.

9. Conditions of sale

The following conditions of sale form an integral part of this contract:

1. The validity of this contract is subject to obtaining Export Licence by the
Seller.

2. The Rules INCOTERMS 2001 are decisive for the interpretation of
commercial terms and abbreviations used in this contract.

3. In case freight and/or insurance rates for goods sold on C IF or C&F terms

increase the Seller is entitled to increase the sale price respectively.

3. Cloze test. Fill in the missing words:

Delivery shall be deemed to have been affected: (1) the moment (2) the
loading (3) goods (4) a lorry or a wagon — in case (5) road or rail transport, (6)
the moment (7) delivering the goods (8) a shipping or air transport company (9)
case of seaborne or airborne transport.

We reserve the right to revise contract prices (10) case (11) an appreciable

increase (12) the costs (13) raw materials, labour, transport, etc.; or due (14) any
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alterations (15) the rates of exchange (16) the currency specified (17) the
contract which occurred between the confirmation (18) the order and the date
(19) despatch of the goods. Payment shall be effected (20) an irrevocable letter
of credit opened (21) and confirmed (22) a bank in Warsaw to be indicated (25)
us. The letter of credit shall be payable (24) surrender (25) shipping documents.

E. Translate into English
U

1. [llapTHOMa Xapuaop Ba COTYBYM ypTacHUIarud OUTUMIIAPHUHT ACOCUHU
TaIIKWJI 3TaJIM Ba YHJA TOMOHJIAPHUHT XaMMa MaXOypHUATIapu KypCaTUIUIIN
mapT.

2. Xankapo caBIOo OWUTHMIIApHAa IIapTHOMA XaMKOpJapHHU Ky3JiaraH
Makcajyiapy Ba MaXOYpHUATIApUHU OaXapUITHU KadoJiaTilallHd OPUIUK
udoganaim yuayH Ty3WIaIu.

3. lllapTHOMaHM Ma3MyH MaKcaaura, OMHOAH IIapTHOMAaJIap MaxcCyJIoTiap,
XU3MaTIap,TuleH3UsIIap, TEXHOJIOTHsIap Ba HOY-Xay HU Kampal oJaju.

4. Xap Xwi1  TYWIYHMOBUMJIMKJIAp  OJJAWMHU  OJMIN  Makcaaujaa
mapTHoOMa y3 HUYMra Kylnum4a MyHKTJIapHU Kampal oiaiu.

5. Xap xun Tycukiap maigo OyiraH Xojja, MApTHOMAaHU y3 BaKTUAA
OakapWJIUIIK YI9yH HUMA KWIHII Kepak?

6. Yiap MaxcymOTHUHT OMPUHYN TAPTHSICUHU y3 MYANATHIAH OJIUHPOK
€TKa3MIIl MAKOYPUITHHH Y3 3UMMajiapura oJiuiap.

7. lllapTHOMaHW UM3OJIAIIIaH aBBAJ YUU SXIIHIA0 YKUO YMKUIIUIIY IapT,
cababu oupruna Cy3 mapTHOMaHU MabHOCUHU YMYMaH Y3TapTUPHUO F0OOpHUIIIH
MYMKUH.

8. Ojmarna MKKM MamJlakaT ypTacuaaru ToBap akupOoIuIanl akKKpeIUTUB
acocujia amajira omupwiIaan, 0y SKCIOPTEPhl U TYPJIM XUJ TaBakaJUiapiap/iaH
CaKJIanuau.

9. lllapTHOMaAa TOBapJIapHUHT OPYTTO Ba HETTO OTUPJIMIU KypcaTHIIau,

AbHU OpyTTO - Oy  TOBapHM  yCTMHM  HaMJMKIAH,  TypJd  XWJ
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MUKaCTIaHUIJIapAadH XHMMOSA KHIIYBUYHU XI/ICO6J'IaHaI[I/I, HCTTO 5Ca TOBAPHUHI

co( OrUPIUTHAMP.

1. KonTpakt 0O6pa3yeT OCHOBY CACJIKH MEXY MOKYIATeJIeM U IIPOIaBIOM;
MIPHU 3TOM HEe 00XO0JIMMO yKa3aTh BCE IOPUAMUECKHE 0053aTebCTBA CTOPOH.

2. llena kKoHTpakTa OOBIYHO JOJDKHA OBITh (DUKCHPOBAHHOW, B CiIyyae
KOJICOaHMS 11eH, B KOHTPAKT JOJDKHBI OBITH BKJIFOUCHBI CITCIIHATbHBIC CTaThH,
3aIUIIAIONIME TTPO/IABIIA U TTOKYaTEs,

3. B koHTpakTe n0IKHBI OBITH YKa3aHbl OPYTTO U HETTO TOBAPOB, OPYTTO-
3TO BEC TOBapa C yIIAKOBKOM 3alIUIIAIOIIEH €0 OT BJIArd U IOBPEXKIAECHUM, HETTO
- 3TO YHCTBIN BEC TOBapa.

4. B MeXIyHapoJHOW  TOpProBi€ KOHTPAKT  COCTaBJIsETCS IS
IOPUIUYCCKOTO BBIPAKCHUS HAMEPECHWHW TApTHEPOB C TapaHTUSAMH, HYTO
00s13aTeNHCTBA OYIyT BBHITIOTHEHBI.

5.B cooTrBercTBHM ¢ 1ENSAMH U COACPKAHHWEM, KOHTPAKTHI MOTYT
OXBAaThIBATh TOBAPHI, YCIIYTH, TUIICH3UH, TEXHOJOTHH U HOY-Xay.

6. OObIYHO 0OMEH TOBapaMu MEXIY ABYMS CTPaHAMH OCYIIECTBIISICTCS HA
OCHOBE aKKpPEIUTHBA, KOTOPHIA 3alIMINACT IKCIOPTEPA OT Pa3IUIHOTO poja
pucKa.

7. Ilpn moanmucaHuy KOHTpPaKTa HEOOXOIUMO €TO TIIATEIHHO U3YUYHUTh, T.K.
OJTHO E€IWHCTBEHHOE HEMPaBUIBHOE CJIIOBO MOXET IOJHOCTHIO W3MEHHTH
COJIep)KaHUE KOHTPAKTA.

8. Ins Toro 4ToOBI M30€XKaTh pa3MMUYHBIE HEIOPAa3yMEHHs, B KOHTPAKT
OOBIYHO BKJTFOYAIOT JIOTIOJTHAUTEILHBIE CTAThH.

9.Uro o0OBUHO [€NaeTcsi B CiIy4ya€ BO3HUKHOBEHMS Pa3IMUYHBIX

HpCHHTCTBI/II\/’I AJIs1 CBOCBPEMCHHOI'O BBITTOJTHCHUSA KOHTpaKTa?
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Lesson VII
Basic commercial documents -a commercial invoice
A. Read the text below concentrating on its contents and terminology:

Commercial documents reflect the course of a commercial transaction.
They can be divided intoTEe basic documents and the supplementary ones. The
basic documents are a commercial invoice, transport documents and insurance
policy. Without these documents no transaction can take'place and every
exporter has to present them to a foreign importer.

Other documents of supplementary character differ according to the
requirements of a particular transaction, kinds of goods despatched etc. You will
learn more about them later. As has already been said the first of the basic
documents is a commercial invoice. It specifies in detail all characteristics of
goods to be sold, to prove that they are exactly up to the contract or previous
requirements of the importer. That is why apart from the detailed specification,
an invoice presents also exact data on the price and joint value of goods in
question, terms of their delivery, details on their packing, marking etc. Where
there are several packages in one consignment the invoice is usually
accompanied by a packing list to identify all items included. A correctly
completed commercial invoice should confirm to the sales contract. The
commercial invoice can serve as a checklist so that a particular consignment can
be identified. It can also be used as the main evidence in any assessment for
customs duty.

Several copies of an invoice should be made since they are required by
banks government authorities as well as by the foreign buyer. An example of a
Epical invoice is enclosed with a simplified overlay system.

The invoice leading to the financial settlement of the transaction is called a
final invoice, while a provisional invoice means that only part of the payment is
effected (as stated by the contract). Another type of invoice is a pro forma
invoice, sent to buyer together with an offer (quotation) or with the confirmation

of an order. It may also follow the samples of goods sent to the prospective
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customer. Thus it is not a proof of implementing a transaction but it is used
before the latter is concluded. It does not authorize the seller to any financial
claims towards the buyer. A consular invoice is an extremely detailed version of
a commercial one mostly used for customs clearance in the importing countries
as well as for statistical purposes. Thus a consular invoice may be also treated as
a certificate of origin and a customs invoice used to facilitate the application of

preferential tariffs.

The Bill of Lading (in sea transport), the Bill of Freight or Railroad Bill of
Lading (in rail transport), the International Consignment Note (in car
transportation) and the Air Way Bill (for air transport) are the major

transportation documents.

B. The following words and phrases will help you to understand the text:

Commercial invoice - cuet dakrypa - pakrypa xucobu

Bill of lading - TpancnopTHas HakIagHas - TPAHCIIOPT yCTaMacH

Insurance policy - ctpaxoBoii IOJHUC - CYyrypTa MOJTUCH

Joint value - o61mas cTouMoCTh — YMyMHH KUIMAT

Terms of delivery - yciioBus MOCTaBKH - €TKa3uO OCpHII IIapTiIapu

Marking — mapkupoBKka - MapKaJar

Invoice form - ¢popma cuet aktypsl - xucob daxrypa hopmacu

Final invoice - okoHuaTenbHas cyet hakTypa — IKyHU# Xuco0 dakTypacu

Provisional invoice - npensapuTeabHbIN cueT (akTypa — OJIUHIAH
Ty3uiran xucob daxrypacu

To effect payment - coBepmmTh 1m1aTex - TyJIOBHH amalira OIIHPHIIT

Pro forma invoice - cuet mpodopma - xucod dopmacu

Confirmation of an order - moarBep:aeHne 3akas3a - OyIOpTMa TaCIUTrH

Financial claims - ¢unancoBbie TpeOOBaHMS - MOJIUSABUI Tamadiap

Consular invoice - koHCcysbcKast c4eT (haKkTypa — KOHCYJTMKKA OUJl XUCOO

¢daktypa
50



Customs clearance — ramokeHHast YicTKa — 00XKXOHA TEKIIIUPYBH

Certificate of origin - ceprudukat NpOUCXOKACHUS - KETUO THKHIIT

ceprudukraru

Customs invoice — tamoskeHHas cueT GakTypa - 00KX0Ha XUCOOU

Bill of freight/railroad bill of lading - CYeT 3a MepeBo3Ky /
KEJIC3HOIOPOKHAS 3aKIIaHAsI - TEMUP WYJl ycTaMacH

Consignment note - TparcriopTHas HaKJIaJHAS - TPAHCIIOPT yCTaMacH

Air way-bill/air consignment note - cuer / HakagHAs IPU BO3TYIITHBIX

NIEPEeBO3KaX - XaBO OPKaJIM TAIIHII OyliHnYa ycTama
Insurance policy - ctpaxoBoii OJHUC - CYyrypTa MOJTUCH
Certificate of insurance - JOKyMEHT CTpaxoBaHUsS — CyrypTajiail

XyXoKaTiiapu

C.Comprehension. 1.Answer the following questions:

1. Which commercial documents are essential for any international trade
transaction to be concluded?

2. What information does a commercial invoice include?

3. Why a packing list is sometimes enclosed with a commercial invoice?

4. What is the importance of the commercial invoice for clearing the goods
through the Customs?

5. What is the difference between a provisional invoice and a final invoice?

6. Is a pro forma invoice sent before or after concluding a transaction?

7. Does a pro forma invoice entitle the exporter to any financial claims?

8. What purposes is a consular invoice issued for?

9. List other commercial documents important for the safe delivery of goods.

2. Complete the following on the basis of the information given the text:

1. A commercial invoice, a bill of lading and insurance policy are considered ...'
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2. Detailed description of goods to be sold is...

3. A commercial invoice gives exact data on...

4. The commercial invoice also helps to identify whether all the details
5. An invoice is usually written in ... because they are...

6. A consular invoice may help the buyer to....

D. Reinforcing terminology

1. Name the following, using the terminology of the text above:

1. Three basic commercial documents.

2. Goods sent.

3. As it is stated in the contract.

4. The value of all goods to be sold dispatched etc.

5. A document enclosed to a commercial invoice presenting additional data
on goods in question

6. An invoice necessary for the financial settlement of a transaction.

7. An invoice used when only part of the payment is affected.

8. An invoice sent to the buyer together with the offer or confirmation of the

order.

9. A detailed invoice used for customs clearance and statistics.

10. An invoice used for the purpose of application preferential tariffs.
11. Four major transportation documents.

12. A document to protect goods against risks.

2. Make up sentences with the terms you have just listed.
3. Translate into English

U

1. Xap XA CaBOO oOICpaluAIapuHHaMalira OIIupuUulIga CaBJO XYrKXKaTJIapH

MYXUM pPOJIb YUHAUIU.
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2. CaBpo XyxoKaTiaapy acoCHid Ba KyIIMMua MabllyMoTapra OyInHaIu.

3. KymmMmua Xxyxokariaapaa ToBap KenuO UMKMILM, KEITHPWIHUILH, TYpH,
X0JIaTH Ba OoLIKajzap Xakuaa MabIiyMoOT OyJiaiu.

4. Xucob-pakrypa, CyrypTa HOJUCH Ba TOBAP-TPAHCIIOPT XyXOKATIIapu CaBI0
XYKATIIAPUHUAHT KalCU Typura Kupaau?

5. Xwuco6-daxTypa TOBApHUHT TYJIHK, XapaKTEPUCTUKACUHU Oeprb, TOBApHUHT
IapTHOMAara €K1 UMIIOpTep Tajadjaapura Tyjaa MOC KEIUIIUHYU TaCUKIaiIu.

6. Okcnoprep Ba UMIIOPTEp CaBAO XYXXKATJIAPUHU IbTHOOP OWIIaH ypraHuO
YUKWLIY Ba Xap OUp cy3ra ypTHOOp OepuIlI KEpaK.

/. KoHOCaMEHT TOBapHUHI JECHTU3 OpKaJlu 0e3u€H ETKA3WIHNIIUAA MYXUM
XyAOKaT XHUCOOJIaHa M.

8. Bamrora cBonu - Oy MKKM JABJIATHUHT Xap XWJI BAIIOTaJarud y3apo Xucoor
KUTOOIAapIaru KeJIUIIyBUIUP

9. Osprouepc mIAPTHOMACU KMMMaTO0axo KOTO3JIapHH Ba TOBapJIapHU
KEITyCUIaru XyXKaTaup.

10. ToBap Oupskacu Typsu oneparusiaap yTkazaiu.

R

1. OdeHb 0OJBLIYIO POJIb B OCYIIECTBICHUH Pa3IUYHBIX TOPrOBBIX ONepalui
U CAEIJIOK UTPAKOT KOMMEPYECKUE JOKYMEHTHI.

2. Kommepueckue TOKyMEHTHI IESATCS HA OCHOBHBIE U JTOTIOJHUTEIbHBIE.

3. JlomonHUTENbHbIE JTIOKYMEHTHI COAEpPX AT CBEACHHUS O MPOUCXOXKICHUU
TOBapa, €ro NOCTYIUIEHUH, PA3HOBUIHOCTH U O €r0 COCTOSIHUM.

4. K KakuM KOMMEpPYECKUM JOKYMEHTaM OTHOCUTCS cueT-(aKkTypa CTPaxoBOu
MOJIMC ¥ TOBAPHO-TPAHCIIOPTHBIE JOKYMEHTHI?

5. Cuer-¢pakTypa JaeT TMOJHYI0 XapaKTepUCTHUKY TOBapa, SBISETCS
MOATBEPKIEHUEM TOT0, YTO TOBAP MOJIHOCTHIO COOTBETCTBYET KOHTPAKTY WIIU
&Ke TpeOOBaHUSIM UMITOPTEpA.,

6. Okcrmoprep U UMIOPTEP JOHKEH OYEHb TIIATEIBHO H3y4aTb, KaxAbld

KOMMEpYECKUN JOKYMEHT U MPUJIABATh 0OJIbIIOE 3HAYEHUE KaXKIOMY CJIOBY.
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7. KoHOCaMeHT sIBIII€TCSI OYCHb Ba)XHBIM JOKYMEHTOM, HEOOXOIUMBIM LIS
0€30IacHO TOCTaBKU TOBapa MOPEM.

8. Bamrorneiii CBonm mpeacTaBisieT coOOW COTVIAIICHHE MEXIY JBYMS
CTpaHaMH BO B3aMMOpacyueTax B pa3IUYHOMN BaIIOTE.

9. Oprouepckre KOHTPAKTHI -3TO JOKYMEHTHI Ha KYIUTIO-TIPOJIAXy IICHHBIX
Oymar, ToBapoB B OyyIIieMm.

10. Ha ToBapHO# Oupske MpOUCXOAAT pa3audHbie (BIOYEPCKUE CICTKH.
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Lesson VIII
Bill of exchange (B’E)
A. Read the text below concentrating on its contents and terminology:

An exporter can send a bill of exchange for the value of the invoice of goods
for export through the banking system for payment by an overseas buyer on
presentation. A bill of exchange is legally defined as “ an conditional order in
writing, addressed by one person to another, signed by the person giving it,
requiring the person to which it is addressed to pay on demand or at a fixed or
determinable future time a certain sum of money, to or to the order of a specified
person, or to the bearer”.

In other words an exporter prepares a bill of exchange which is drawn on
an overseas buyer, or even on a third party as designated in the export contract,
for the sum agreed as settlement.

The bill is called a sight draft if it is made out payable at sight i.e. “on
demand”. It is payable “at a fixed or determinable future time” it is called a term
draft, because the buyer is receiving a period of credit, known as the tenor of the
bill. The buyer sings an agreement to pay on the due date by writing an
acceptance across the face of the bill.

By using a bill of exchange with other shipping documents through the
banking system, an exporter can ensure greater control of goods, because until
the bill is paid or accepted by the overseas buyer the goods cannot be released.
Conversely the buyer does not have to pay or agree to pay by some Agreed date
until delivery of the goods from the exporter.

And exporter can pass a bill of exchange to a bank in the UK. The UK bank
forwards the bill to its overseas branch or to a correspondent bank in an overseas
buyer’s country. This bank, known as the collecting bank, presents the bill to
whomever it is drawn upon, for immediate payment if it is a sight draft, or for
acceptance if it is a term draft. This procedure is known as a clean bill collection
because there are no shipping documents required. Clean bill collections have

become more popular, particularly in some European countries where the
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method is also used in internal trade. Also such collections provide more security
than open account terms if there is some doubt about a buyer’s financial status.
However, it is more likely that bills are used in a documentary collection method
of payment. In this case, an exporter sends the bill to the buyer through the
banking system with the shipping documents, including the document of title to
the goods, i.e. an original bill of lading. The bank then releases the documents
on payment or acceptance of the bill by the overseas buyer.

An exporter can even use the banking system for a cash against documents
(CAD) collection. In this case only the shipping documents are sent are sent and
the exporter instructs the bank to release them only after payment by the overseas
buyer. This method is used in some European countries whose buyers often
prefer CAD to a sight draft if the exporter insist on a documentary collection for
settlement of the export contract.

In all the methods of payment using a bill of exchange, a promissory note
can be used as an alternative. This is issued by a buyer who promises to pay an
exporter a certain amount of money within a specified time.

It is even possible to send the documents and bill of exchange directly to an
overseas buyer’s bank, bypassing the UK bank. This system of direct collection
is widely supported by US banks, but it dispenses with the help of the UK bank
whose aid can be invaluable if something goes wrong in the collection. For
example, there could be excessive shipping delays so that a buyer may refuse to
accept or pay a draft on presentation. In this situation the UK bank can act the
exporter’s agent by arranging the warehousing of the goods or their reshipment,
or even disposing of them at auction to recoup any outlay.

An overseas buyer may deliberately default on a term bill or just go
bankrupt. In either case the UK bank can arrange legal action or act on
instructions to initiate protests i. €. engage a notary public in the buyer’s country
to deliver a “notice of dishonour” to the defaulter, this preparing a likely

settlement in favour of the exporter if matters have to go to court.
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B. The following words and phrases will help you to understand the text:
bill of exchange- nepeBoaHo# Bekcenb, TpaTTa- TpaTTa yTKa3Ma BEKCell, TpaTTa
payment on presentation- orurara mo mpeabsABACHHIO- (XYXKKAT) KypcaThuirad
TYJIOB

bearer — npeabsIBHUTEND, IOAATENb- KypCATHBYH, TOMIIUPYBYH

a bill drawn on — Bekcenb, BeIIMCAHHBIN HA..- BEKCE ...Ta €3UITaH
settlement- peirenue, cornamieHue, pacyeT — Kapop, KSJIHIIYB, XHCOO-KUTOO
sight draft- mrarexxHoe mopyueHue 1Mo npeabsIBICHHIO- TYJIOB
Ma)KOypHATHOMACH KypCaTHITad

term draft- cpok TparThI- TpaTTa MyAIaTH

tenor of the bill- renop cuera, nepBoHavanBHBINA CPOK BEKCEIISI- XHCOO
TEHOPH, OOIJIAHTUY BEKCET MYy IIaTH

due date- cpok ucTOHEHMSI- OaKapHUIIl My IIaTH

face of the bill- mumo Bekcens- Bexcen oy ToMOHN

forward a bill- ormipaButh cueT- xrcOOHM KyHATMOK

collecting bank- nakaccupyrommuii 6aHk- HHKacca OaHKH

clean bill- uucTerit Bekcenb- cod Bekcen

cash against document- HOMHHAIBHBIH CYET IPOTHB JJOKYMEHTOB-
XyXoKaTIapCH3 KHIMHAIUTaH HaKI XUC00

promissory note- goyroBoe 00s3aTeIbCTBO- Kap30PJIUK MaXKOypUSTH

direct collection- 6eciocpenHss nHKacca- TYrpUIaH-TYTpU HHKACCa
reshipment- meperpy3ska, mepeoTnpaBKa- KailTalaH FOKJIAI, KalTaJaH
YKYHATHIIT

recoup delay- Bo3aMeniath 3aiepKKy- yIIIaHHO KOJTAHIMKHH KOTLIAII
default- HeBbITIOTHEHNE 00SI3aTENBCTB- MAKOYPHUATHH OaykapMacIIuK

notary public- Hotapuyc- HOTapuyc

notice of dishonour- yBegomieHue 00 onprecToBaHuH (0TKa3 OT aKIenTa
BEKCEJIs)- HOPO3WIMK XaKK1a XxabapHoMa (BeKCeTHH KalyJ1 KWIHIIIAaH 001l
TOPTHIII)
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C.Comprehension. Complete the following on the basis of the information
given in text:
1. An exporter draws a bill of exchange on a foreign buyer means....for.....
2. The bill is called a sight draft if it is payable ...
. The bill is called a term draft if it is payable ... .
. The tenor of the bill is... .

. To accept the bill means to... .

3
4
5
6. A term draft does not have to be paid at sight but at... .
7. The goods cannot be released to a foreign buyer until the bill... .

8. The foreign buyer does not have to pay or accept the bill until the goods....
9. A clean bill collection means that ... .

10. A documentary bill collection means that, the most important of which is....
11. Under a documentary bill collection the bank ... on ...

12. The foreign buyer cannot get hold of the goods unless he ... or ....

13. If the exporter insists on immediate payment he ....

14. A promissory note is issued by ....

15. Who in this way guarantees ....

16. A direct collection means that ....

17. The system of direct collection is supported by ..., but it involves a certain

risk particularly when thereis ....

18. If the buyer refuses to accept or pay a draft on presentation, the exporter’s
Bank ...

19. To protest a draft means to ....

Follow chart is a simplified way a bill of exchange passes from an exporter to a

foreign buyer. Fill in the blanks.
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known as

known as Britsh | |
Exporter \

What does v

The exporter What does the UK

do with his corresponding do with

bill of l the bill? T

2

exchange? Overseas

UK Bank Branch of UK
—> —> O
known as What does the bank do known as

........... with the bill?
D. Reinforsing terminology

As you have probably noticed from the texts already presented, the
terminology of financial operations has no synonyms, is strictly connected with
definite ideas and procedures and consequently has to be learnt by heart.

1. By filling the table bellow arrange the knowledge you have just acquired:

Main term Terms connected | Their meaning in Native

Account
Bill

Cash
Collection
Date
Default
Note
Notice
Payment
Settlement
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2. Use the terms from the table above in sentences of your own.

3. By adding appropriate suffixes (-er,-or,-ee) form a list of terms you already

know from business and general economics indicating:
a) a person who does a certain activity,

b) a person to whom this activity is directed (if such a term exists);

1. Accept a) b)
2. Bear a) b)
3. Credit a) b)
4. Debt a) b)
5. Default a) b)
6. Draw a) b)
7. Employ a) b)
8. Pay a) b)
9. Trust a) b)
10. Work a) b)

As you have seen you cannot always create a new term by adding  -er,-
or,-ee to the main term. There are however other suffixes indicating a person
who does a definite economic activity. Give examples of them and economic

terms formed this way.

E. Extension
1.Use the terms from the table above in sentences of your own.
2.Cloze test. Fill in the missing words:

The bill of exchange is often used as a means of (1) payment particularly
for goods exported . The importer might , for example, ask to (2) delivery of
goods before paying for them. The exporter , on the other hand, will probably
not wish to (3) his control over the goods before obtaining (4) or a legal

undertaking from the (5) to pay on a given future date. By use of the international
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(6) system, a document of title and a bill of (7) the needs of both parties may be
satisfied.

The exporter might (8) a bill exchange on the buyer and pass it with the (9)
documents and (10) instructions to a bank in the buyer’s country, which would
(11) the bill of exchange to the buyer for immediate payment in the case of a
(12) bill or acceptance in the case of a (13) bill. Should the buyer refuse, the
documents will not documents will not be (14) and with the documents include
a full set of (15) of landing them the control of the relevant goods remains with
the (16) acting as (17) agent for exporter who thereby also retains (18) of the

goods.
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Lesson IX
Documentary leter of credit.
B. Read the text below concentrating on its contents and terminology:

By sending documents through the banking system in documentary
bills collections, both an exporter and overseas buyer have some degree of
security in completing the commercial contract. But a more secure method
of carrying out the transaction is by a documentary letter of credit. This
documentary letter of credit when transmitted through a bank, usually in
the exporter’s country, becomes the means by which the exporter obtains
payment.

The necessary documents, correctly completed, are presented to a bank
by expiry date of the credit. If the terms of the credit are met an exporter
can receive payment from a UK bank. The buyer is in effect providing the
exporter with immediate payment in return for a guaranteed assurance
from a reputable bank that the export documents required to deliver the
goods have been completed to the bank’s satisfaction.

Documentary credits may be revocable or irrevocable. A revocable
letter of credit is rather rare nowadays because it means that the terms of
the credit can be cancelled or amended by an overseas buyer at any time
without prior notice to the exporter. Most letters of credit are irrevocable,
which means that once a buyer's conditions m the letter have been agreed
by an exporter, they constitute a definite undertaking by the buyer's bank
and cannot be revoked without the exporter's agreement.

UK banks advice letters of credit i.e. on presentation of documents
required in a letter of credit, they send them for collection and payment
by the issuing bank of an overseas buyer. The letter of credit in this
situation is only as good as the strength of the overseas bank involved.
An exporter's advising bank undertakes no responsibility itself to pay the

exporter.
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Even better security is achieved if the irrevocable letter is confirmed
by an advising bank in the UK. Then the UK confirming bank stands fully
in place of the issuing bank abroad, and provided all the terms and
conditions of credit are fulfilled by an exporter, payment is assured by the
banking system without recourse i.e. without further call on the exporter.
So when an exporter has negotiated in the contract with the buyer for a
confirmed irrevocable letter of credit then security of payment, as far as
humanly possible, is achieved. But whether or not the credit is confirmed
it is essential that the exporter checks the credit terms immediately to make
sure they are compatible with the commercial contract made with the
buyer. In dealing with documentary credits the bank is concerned only with
the documents to be presented and not with the goods or services involved.

Documentary credits may provide for payment at sight or for
acceptance of a term bill of exchange by either the issuing bank in a

buyer's country or the correspondent bank in the UK.

A. The following words and phrases will help you to understand the text:
Expiry date - koHeUHBIH CPOK ACHCTBHS - aMaJl KHJIMHUIIHUHT OXHUPTH

MYy IIaTH

the terms of credit - ycimoBus kpenuta(cpok) - KpeauT MapTiIapH
revocable/irrevocable- or3piBHO#, 0€30T3bIBHON - KaiTapuiiaJuras,
KalTapuiMauran

to cancel or amend - aHHYIMPOBAThH MJIM KOMIIEHCHUPOBATh — OCKOP KUJIUII
€KM KoIliam

advise a letter of creit - u3BeneHre aKKpeAUTHBA — AKKPEAUTHBHHU
MabIyM KUIMOK

advising bank - ysegomnstomuii 6aHk(KOHCYJIBTAHT) - Xabap OepyBUH
06aHK (KOHCYJIBbTAaHT OaHK)

confirming bank - 6ank rpaHT - rpaHT 0aHK
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issuing bank - 6ank sMuTeHT - SMHUTEHT OaHK(YUKAPYBYN)
compatible with - coBmecTHBIN ¢ - OUIaH XaMKOPJIUTH
to reimburse - koMneHcHpPOBaTH CyMMY, BO3BpaT - KOmiad 0epMoK,

kaltTapub 6epmMokK

C. Answer the following questions:

1. Which method of payment provides the greatest security for the
exporter?

2. Who provides the buyer with the assurance that the goods will be
shipped inaccordance with the terms of the contract?

3. Why are revocable letters of credit seldom used in foreign trade?

4. On what condition can an irrevocable letter of credit be cancelled'.

5. Does an irrevocable letter of credit provide the exporter with assurance
that he will be paid on shipment of goods under all circumstances?

6. To achieve better security who should a letter of credit be confirmed
by?

7. What is the first duty of an exporter when he is advised about a letter of
credit? Why?

D.Comprehension.1. Complete the following:
The expiry date is the date by which....

. A revocable letter of credit means that....

1

2

3. An irrevocable letter of credit means that provided....

4. A confirmed irrevocable letter of credit is one confirmed by....
5

Payment is assured without recourse means that provided ... the

exporter....
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. Give appropriate economic terms for the following:
The letter described in this text.

The date from which a document ceases to be valid.
Banks mentioned in the text.

Names of different kinds of a Letter of Credit.

Date at which payment is to be effected.

Up to the terms of credit.

Annulled or improved.

® N s W N PN

. Announcement that the respective documents have arrived or have been
opened by the bank.

9. Pay back, repay money to a firm.

10. Charge somebody with a sum of money (in terms of book keeping) and

its opposite.

3. Now use the terms you have just formed in sentences of your own.
4. Complete the following:

1. The first step in any business transaction is ... between.... The
agreement specifies the ... in this case by ....

2. The issuing bank is ... which....

3. The issuing bank instructs its correspondent bank to ... about ... in
The exporter's bank is called ... and it opens ... in....

4
5. When the goods are ready for shipment....
6. At the same time the exporter....

7. When the shipping documents agree with the terms of the
agreement....

8. The next step is to....

9. When all the shipping documents comply with the terms of the

contract....

65



10. The issuing bank debits ... with....
11. When the payment has been affected the buyer ... and can....

5. Fill in the missing words:

The exporter can obtain advance security that settlement will be
made if he is able to arrange with the buyer for the issue of an (1)
credit. The buyer will request his local bank to (2) a credit reflecting
the precise documentation which he requires and the (3) under which
settlement may be made.

The buyer's bankers may send advice of the (4) either direct to
the exporter or through the intermediary of a (5) in the exporters
country. In the case of an irrevocable credit the exporter may be
certain that the (6) bank can neither cancel the (7) nor amend it
without his consent.

Should the exporter require greater security than that afforded by
the name of the issuing (8), he may be able to arrange that an (9) bank
in his own country adds its confirmation to the (10) at the request of
the issuing bank. This will mean that the (11) confirming bank stands
fully in place of the issuing bank (12), and, provided the exporter (13)
the terms and conditions of the credit in every respect, he has

assurance of (14).
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Lesson X
Short term export finance
B. Read the text below concentrating on its contents and terminology:

Confirming house. A confirming house is effectively an agent for an overseas
buyer. The confirming house, acting for a buyer, places an order with an exporter
and deals directly with the exporter to complete the contract. In this way there is no
overseas credit risk or financial burden for the exporter, because the confirming house
gives short-term credit to the overseas buyer who pays a commission for the services
provided. A specialized form of confirming house is a buying house which makes

purchases in the UK for overseas department stores.

Export finance house. If an exporting company sells only occasional large
value capital or semi-capital goods abroad it may be better for it to use an export
finance house ‘o handle an overseas contract. An export finance house is particularly
useful in coordinating finance when an overseas buyer ii supplied by several
companies, none of which wishes to take the major responsibility for arranging the
finance for the contract. The export finance house provides cash to the exporter on
shipment and credit 10 a buyer. It handles the credit assessment of a buyer, takes out
any necessary insurance, and if a buyer defaults there is no recourse to the exporter.
The export finance house is able to take the risk of providing and managing export

credit in foreign currencies, relieving its UK customer of these burdens.

Export houses. Export orders are not directly financed by export houses. They
buy products from an exporter, acting either as an export merchant, i.e. buying and
selling goods overseas, or as an export agent where an exporter receives payment for
goods upon shipment and the export agent provides credit to the overseas buyer,
promotes the goods abroad, holds stocks in the UK, and even acts as an export sales

department.

Short-term ECGD finance. In addition to those sources of short term finance
already mentioned, the UK government's Export Credits Guarantee Department

(ECGD) guarantees finance for exports for periods normally up to two years, ECGD
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does not itself credit to the exporter because it is an insurance agency. But it provides
a guarantee to the exporter’s bank to reimburse it if any overseas buyer defaults on
payment. With this guarantee the bank can finance the exporter's business al

preferential rates of interest.

There arc two ECGD hank guarantees for short-term export finance: one
covering business where the method of payments is bills of exchange or promissory
notes (the Bills or Notes Scheme); and the other for business transacted on open
account terms (the Open Account Scheme). The exporter decides how much finance
is likely to be required at any one time and applies to ECGD for a guarantee to be given
to a bank for this amount. When ECGD has indicated its willingness to issue a
guarantee for this amount, the bank issues to the exporter a facility letter which
outlines the terms and conditions under which finance is available. The facility is on
a "revolving credit" basis and is renewable annually. ECGD charges the exporter a

premium for the bank guarantee.

Before agreeing to provide a bunk guarantee, ECGD requires an exporter to
sign a recourse agreement which ensures that ECGD can turn to the exporter for
payment if it has to pay sums to the exporter's bunk under the guarantee. The exporter
then makes a counter claim on ECGD under the comprehensive short-term insurance

already obtained.

Bills or notes scheme. The bills or notes guarantee covers finance for contracts
with credit terms of less than two years. Normally an exporter must have held an
ECGD comprehensive Insurance policy for an acceptable period, which could be as

much as 12 moulds.

The exporter presents a bill of exchange to the bank together with documentary
evidence that the goods have been exported from the UK and a warranty which
confirms that the exporter has complied with me basic ECGD insurance cover. The
bank then makes an advance of 100 per cent of the face value of the bill or note,

excluding any interest element.
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Until the bill is accepted by the overseas buyer, the bank has recourse to the
exporter. After it is accepted the bank has recourse to ECGD and not to the exporter.
Sight bills are always with recourse while promissory notes are not. The bank deducts
a small fee per item at the time of the advance, takes its normal commission for
collecting the bills or notes, and charges interest at a margin above its base rate on a
day basis. On receiving the proceeds of the collection the hank reimburses itself for

the advance made to the exporter.

Open account scheme. The bank advances funds lo the exporter up lo the
total value of the invoice against a promissory note issued in favour of the bank,
assuming the note does not go over a credit limit agreed when [he facility was
established. If he overseas buyer defaults and the exporter cannot honour the
promissory note, the bank claims from ECGD, which in turn has recourse to the
exporter. Funds can be advanced for up lo six months from date of shipment to

the overseas buyer.

A. The following words and phrases will help you to understand the text:
Confirming house — komuccruoHHas prpMa — KOMHCCHOH (upmMa

To place an order — 3aka3ath — OyropT™Ma 6€pMOK

Export finance house — pupma, puHaHCcHpyrOIIast SKCIOPT — IKCTIOPTHU
MOJIUSUIAIITUPYBYH hrupma

Credit assessment — orieHka KpeauTa — KpeIUTHU OaxoJiarl

Export house — skcrioptHast pupma — sxkcropT pupmacu

Reimburse — Bo3BpaT cymMbI — CyMMaHU KalTapuIil

Promissory note — mpocToit BEeKCelb — O BEKCel

Premium — npeBbIllICHUE PHIHOYHON CTOMMOCTH IICHHOM Oymaru Ha
HOMUHAJIBHOW — 0030p HapXUHUHT KHUMMATOaX0 KOFO3 HOMHHAJ HAPXUIaH

0JIM0 KETUINH

Recourse — perpecc — perpecc
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Without recourse — 6e3 nipaBa perpecca — perpeccus
Counter claim — BcTpeuHsblii uCK, TpeOOBaHKHE — KapIllv apu3a, TatabHoMa
Warranty — nopy4uTenbCcTBO, rapanTus — KaQuUIuK, Kagoat

Sight bill — Tparra, npeapsBUTENHCKHN BEKCEIh — TPATTa, KypcaTMa BeKcel

C. Answer the following questions:
1. What part docs a confirming house play in export/import trade?

2. In what son of transactions are the services of an export finance house

particularly useful?

3. Listthe services provided by an export finance house in handlingan overseas

contrail.

What two functions do export houses perform?

How does an export merchant differ from an export agent?
What does ECGD provide to British exporters?

Why doesn't ECGD provide credit lo the exporter?

What two types of bank guarantees does ECGD issue?

© © N o O

Why does ECGD require an exporter to sign a recourse agreement?

10. When can an exporter apply for the bills and notes guarantee?

11. What procedure should the exporter follow in this case?

12. What interest does the bank charge for making an advance?

13. In what case does the bunk advance funds Lo the exporter up to the total value of the
invoice?

14. Who pays for goods if the overseas buyer defaults?

D.Comprehension. 1.Complete the following on the basis of the

information given in the text:

1. By using the services of a confirming house the exporter avoids overseas credit
risk or financial burden because it is ... which gives ... to....
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2. The export finance house is able to relieve its UK customer of the risk of ...

3. The job of an export agent is firstly to ..., secondly to..., thirdly to..., and to...
4. As ECGD is an insurance company, it doesn't ... but it ....

5. A facility letter is issued by ... after ECGD has agreed to....

6. Afacility letter states all the....

7. The exporter pays ECGD ... for issuing....

8. In case of bills or notes guarantees the bank can tern to the exporter for payment

until....

9. After the bill is accepted by the overseas buyer the bank can turn payment only to

... wWhich....
10. When the bank makes an advance it charges ... and thenit ... and ....
11. If the overseas buyer delimits, the bank ... which....

2. By filling in the table below arrange the knowledge on the terminology
of finance you have already acquired:

The main term Its synonyms (if any) Terms related

1) Accept (noun and verb)
2) Advance (noun and verb)
3) Bill
4) Cash
5) Collection
6) Discount (noun and verb)
7) House
8) Overdraft
9) Premium

10) Proceeds

3. Having filled in the table above, use the terms you have just listed in sentences

of your own.
4. Complete the following:
1. The exporter applies to ... for ....

2. When the exporter has filled in ... he....
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3. The UK bank sends....

4. Simultaneously ECGD ... and informs....

5. When the UK bank has received ... it....

6. When the exporter receives the ECGD offer he....

7. The exporter signs a....

8. ECGD extends a....

9. When the goods ... the exporter....

10. On receipt of shipping documents, the bank....

11. The bank forwards....

12. When the bills are presented to the foreign buyer, he ...
B. Reinforcing. Fill in the missing words:

There are many companies who wish to export and are asked to (1) credit terms
to the prospective buyer who do not wish to be concerned with the (2) and
administrative burdens involved and this function can be readily undertaken by
export (3) house. The simple effect of such “handing over” of the administration can
overcome (4) flow problems as the export finance (5) is able to arrange for cash (6) to
be made upon (7). An (8) finance house is well suited to undertake business involving
more than UK supplier, particularly when one (9) does not wish to be responsible for
committing its own(10) for the benefit of sub-contractors or partners in a joint (11).
The export finance house in these circumstances can (12) finance in the UK in

relation to the customer's requirements.

Because of the extent of the business undertaken they are able to lake on the
(13) and/or responsibility of (14) and holding non-sterling assets and liabilities.
Export Credits Guarantee Department is a Government (15) which was (16) in 1919
and since 1930 has offered credit (17) facilities to UK exporters.
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Lesson XI
Medium terms export finance
A. Read the text below concentrating on it’s contemn and terminology:

Medium-term finance. An exporting company may find with some contracts
that it needs credit for periods longer than two years which is normally the limit for
financing exports by methods so far described. Where credit is required for more
than two years, there are other options, the most important of which are described
below.

Leasing. Where there is a large item of capital equipment involved, an exporter
may find it more beneficial to sell the product to a leasing company which then
provides it to the overseas buyer on a lease agreement. The exporter receives
immediate payment from the leasing company without further recourse.

Instalment finance. An exporting company can also finance its export order
by arranging hire purchase for an overseas buyer, either through a finance house in
the buyer's country or through a UK finance company purchasing the goods from the
exporter outright and receiving instalments from the buyer through an overseas
finance company,

Merchant banks. Merchant hanks have traditionally specialised in arranging
medium and long term export finance. In addition by using their associates and other
close banking connections abroad, they are able to advise on and arrange finance for
the exports of other industrialised countries under their own national schemes.
Merchant banks can also arrange Eurocurrency loans of all types. Eurocurrency loans
are often required to cover the front-end finance, i.e. normally the financing of down
payments by buyers for large projects abroad. For certain projects it is sometimes
possible to arrange other types of finance e.g. equity participations, co-financing loans
from international development agencies or aid funds. In suitable cases arrangements
can be made for medium-term, fixed-rate finance in the Eurobond markets by way of
private placements or public offerings of bonds to finance major overseas projects.
Alternatively it is sometimes possible to issue floating-rate notes which provide

medium-term finance at floating interest rates but subject to a minimum fixed rate.
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All or some of these elements can be combined to give a complete package
which can provide up to 100 per cent of the financing of acceptable projects. Security
for the finance normally involves government, bank or other first class guarantees.
However, in appropriate cases it is possible to secure the loan and to service the debt
from future project income.

A merchant bank cans act as agent or trustee for all the lenders in a particular
package. In this way it becomes the sole point of contact between borrowers and
lenders throughout the life of the credit facilities provided.

Forfaiting. Some UK banks offer a forfaiting service to companies exporting
capital goods and requiring credit for periods up to seven years. With forfaiting, the
bank purchases from an exporter bills of exchange or promissory notes signed by an
overseas buyer at a certain discount.

If a buyer has arranged an aval i.e. unconditional guarantee for each bill or note
from an internationally recognized major bank, then the exporter can receive finance
from the UK bank at finer rates, without having to obtain ECGD-backed sources of
finance.

Medium-term ECGD-backed finance. ECGD provides a specific bank
guarantee to a bank to finance export credit terms of two years or more. The finance
is covered by bills of exchange drawn on the overseas buyer or by promissory notes
in favour of the exporter. To obtain a bank guarantee, an exporter must have ECGD
insurance, usually the supplemental extended terms or specific cover. Once bills have
been accepted on behalf of an overseas buyer and confirmed as valid by a bank
abroad there is no recourse to the exporter. Evidence of shipment and an ECGD
warranty are required in the same way as for short-term guarantees. Contracts with a
minimum value of £1 million can be financed in foreign currency, usually US dollars
or Deutsche marks. Interest is payable at a preferential rate, depending on the length
of credit and the particular country of the overseas buyer. The UK bank charges a

commitment fee. Contracts with buyers in EEC countries are not eligible.

An exporter must, at the earliest possible moment in contract negotiations,

check that ECGD iswilling to provide insurance cover and a specific bank guarantee,
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and at the same time check with the UK bank for its agreement in principle to provide
the finance, given ECGD backing.
Pre-shipment finance is also available on contracts of over £1 million, subject

to certain limitations imposed by ECGD.

B. The following words and phrases will help you to understand the text:
Hire purchase - I[Tokymka ToBapa ¢ oIiaToi B pacCpouKy — HaCHsATa TOBAPHU
XapuJT KAJTATIT

Instalment — B3noc - 6aan

Merchant bank - Kommepueckuii 6aHk — TrDKOpaT OaHKu

Down payment - [ Inaté:x HamMYHbIMU - HAK/, ITyJ1 OWJIaH TYJIOB

Equity - CoOGcTBeHHBII KarmuTalT (aKIKs ) — IIAXCHIA KAIATaIT (aKIws)

Fixed-rate (credit, finance etc.) - TBep/plii, MOCTOSIHHBII POICHT — JTOUMHIA
homs

Bond — O6ymrarust — O0mraryst

Floating- rate note - «rutaBaroMin» Kype BEKCENsl — BEKCEITHUHI «Y3rapyBUraH»
KypcH

Interest rate - IlpouenTHas craBka - (hou3 craBKacu

Trustee - [TonneunTeb, ONIEKYH - KapaMOFUTa OJTYBYH

Forfeiting service - «popdeituan) ceppuc - popdeHTHHT XH3MaTH

Aval - ABaib, MOPYyUYHTEIBCTBO - KadoaTHOMA

Warranty - 'apanTus - kadomnar

Commitment fee - [Tepenaua ronopapa - roHopapHu (0a1a1)H1 TOMIITUPHIII,
Oanan 6yiinya MaxxOypusiT

Eligible — Ipremiemblii - MOC KeTyBYH, KOHUKTUPYBYH

C. Answer the fallowing questions:

1. List finance facilities when export credit is required for more than two years.
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2. When is it advisable to sell a product to a leasing company rather than to an

overseas buyer? Why?
3. How is payment made when the goods are exported on a hire purchase basis?

4. What are the advantages of selling goods on hire purchase through a finance

house:
a. for the exporter?
b. for the overseas buyer?
5. What part do merchant banks play traditionally in export/import trade?
6. In what cases are Eurocurrency loans usually required?
7. List different types of credit facilities available for certain projects.
8. To what companies and in what contracts do some UK banks offer a forfaitin
service?
9. How does a forfaiting service operate?
10. What is an aval?
11. What are the advantages of an aval arrangement for the exporter?
12. What does ECGD provide far British exporters?
13. What is the export finance provided by ECGD covered by?
14. How does a bank guarantee protect the exporter?
15. What export contracts can be financed in foreign currency?
16. What does a preferential rate in interest payment depend on?

17. What must the British exporter do when negotiating an export order?

D. Comrehencion. 1. Complete the following on the basis of the information given

in the text:

1. Selling to a leasing company is best suited when ....

2. When the goods are sold on hire purchase through a finance house, the exporter

... and the overseas buyer....

3. Medium and long-term export finance may be arranged through ....
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4. By private placements or public offerings of bonds in the Eurobond markers,

money ... to....

Medium and long-term export credits are usually secured by ....
Sometimes future project income can be taken as....

Under an aval arrangement, the exporter....

Under an aval arrangement, the exporter doesn't need to have....
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Bills of exchange or promissory notes cover ... provided by ... to....

10. When the bills have been accepted by an overseas buyer and confirmed by his
bank...

11. Itisrisky for the British exporter to enter export negotiations without....

2. Give the proper financial term for their following descriptive definitions:
1. Payment which is nor settled immediately

2. Leasing made by a company to an overseas buyer

They help to avoid difficulties with domestic leasing

Paying in partial payments

Financing of down-payments by buyers for large projects abroad
Opposite of "fixed rate"

A firm or individual to whom something is entrusted

Penalty or fine for neglect or causing losses
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An unconditional guarantee for a bill
10. Bills recognized by the bank as good
11. Finance cannot come back to the exporter

12. Money paid for bank operations

3. Study the enclosed chart and describe step by step how the UK exporter
receives medium term finance from his bank. Complete the following:

1/2. At the earliest possible moment in export contract negotiations the exporter

applies to ... and ... to make sure that the bank ....
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3/4. When ECGD agrees to ... and me contract ... the exporter....

5/6. When the exporter's application has ... ECGD....

7/8. On receipt and acceptance of the bank guarantee, the exporter ... and....
9/10. After signing a recourse agreement with ... the ECGD ... which in turn....
11/12/13. When the goods have ... and the shipping documents with ECGD
insurance warranty ... to ... the UK. Bank ....

14/15/16. Once the documents and bills sent by the UK bank have ... by

finance.. ..

4. Fill in the missing words:

Leasing. This form of (1) has grown considerably in the last decade and offers
the use of (2) without the investment of capital or other liquid (3). The advantages of
leasing locally in the country of (4) are:

1. The lessee is not exposed to currency (5).

2. The lessee obtains (6) for 100 per cent of the delivered costs.

3. The lessee may negotiate rental (7) over a period which matches the useful of
the (8).

Midland Montagu Leasing Limited, a (9) of the Midland Bank Group, can assist
exporters of (10) goods in introducing them and their (11) to major leasing (12) in
most parts of the world. In certain countries where the Croup has established a (13)
operations, first hand assistance can be given to the (14) in his negotiations with the

overseas buyer in the provision of (15) facilities.

5. Translate into English

U

1. Mkku HuigaH OpTUK MyIJATIM METO[JIap — MOJNMSUIAIITUPUILMHUHT YpTa
MYUIATIIA METOIUTa KUPAIH.

2. JIm3uHr — YpTa Ba Y30K MY/UIaT MYJDKAJIAaHTaH Ba KEUMHYAIUK COTHO OJIHII

mapTy Ouiian Oepuiagurad mManimHa, ac0o0 - yCKyHa, TPaHCIOPT BOCHUTAJIAPH,
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UILIa0 YUKAPUILTa MYJDKaIIaHTaH BOCHTATIApIUP.

3. JIu3uHT y30K MyJJaTid KEJIMIITYB acOCHAa aMajra OlWpHInO, yHra acocaH,
JM3UHT XU3MAaTUHU amajira OLIMPYBYM KOMIIaHMs, JIM3UHI OepyBUM, MyAJaTra
Kap3ara OJyBYM TOMOH 3Ca, JIM3UHT KaOyJl KIITyBYH 10 IOPUTHIAIN.

4. JIM3UHT KeNUIIyBUra Kypa Kap3 MyjAjJaTd TyraraHJaH CYHT,JIU3UHT
KaOyJl KWJIYBYM JIM3UHT OOBEKTUHU JIU3UHI OepyBUHTa KarTapuO Oepanu
€K1 YHU COTHO OJIaju.

5. BaHK  JUM3MHITHM — JU3UHI OUTUMH OYJIMO, YHAA JTU3UHI KOMIIAHHUSICU
cudatuaa 6aHK UINITUPOK 3TaJU Ba Y3 MUKO3UTa YHUHT CYpOBHUTa OMHOAH
JIU3UHT OOBEKTHUHU COTHO OJa/ii Ba YHU MUYKO3Ta Kap3ra Oepau.

6. OkcmopT OWUTMMH MIUTUPOKYUIIAPH, UIYHUHTACK, V3 (HaoausITUHU
MOJTUSITALI THPHLL YUyH ayTTpeilq;  omnepauusicu MeTOJIapuaaH
¢doiiganaHUII MyMKHH.

/. AyTTpeii TOMOHJIapHUHT TYLITYHMOBYMJIMTY acocuja €KM TEXHUK cababnapra
Kypa amanra omMaraH caBa0o OUTUMUIUD.

8. EBpokapm — eBpoma 0aHK TH3MMHTa KAPYBYM MamiiakaT OaHKIapuaa
XU3MAT KypcaTHIaIurad XaIKapo KPEIUT KapTOUKaCHIHP.

9. EBpo kpeautnap — XaJKapo Kap3JIapHUHT Oup Typu OYImO, yiap
TIOKOpaT OaHKJIapy  TOMOHHMJAH  €BpO  BajgoTa  Oo3opiapuiaaru
3axypajap 9%Ba3ura Ba Y30K Myjjarra ys3rapyBurad ¢ou3 cTaBKajapu
acocuaa oepuiiaau.

10. ®opdeiiTiHT — PKCIOpTEPIIAPHU Ba TAIIKU CaBAO OIepalusiiapy OunaH
LIyFYJIJIaHAIUTaH TOBAP COTYBUYMIIAPUHU KPEAUTIAIIHUHT OUp TypUIHP.

R

1. K cpemHecpoyHbIM MeToZaM (DMHAHCHUPOBAHUSI OTHOCHUTCS (DMHAHCHpPOBaHHE
CpOKOM 0oJiee ueM Ha JiBa rojia.

2. JIM3BUHI' - ponrocpouHass apeHga MallluH, OOOPYIOBaHHS, TPAHCIOPTHBIX
CPEACTB, COOPYKEHUM IPOW3BOJICTBEHHOIO HA3HAYEHWs, IIPEeLyCMaTpHBAFOLIAs

BO3MOXKHOCTb MX TOCJIEYIOIIETO BBIKYIIa apEHIaTOPOM.
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3. JIM3UHT OCYILECTBIACTCS HAa OCHOBE JOJTOCPOYHOTO JIOTOBOPA JIM3MHTOBOM
KOMITaHWEH (JIM3UHroJaTesieM), MMEIOIE O00Opy/lIOBaHME HAa CBOEM CUETy U
CHaromied ero B apeHJy Ha HECKOJIbKO Jier, W (upMOH-apeHIaTopoM
(JM3MHTrONONMyYaTeNeM), KOTOpas IIOCTENIEHHO BHOCHUT apeHJHYI0 IUIaTy 3a
UCIIOJIb30BaHUE JIM3HHIOBOTO NMYILIECTBA.

4. TTocne ucteueHus: Cpoka JeMCTBUS JOTOBOPA apeHIaTOp IMOO0 BO3BpallaeT
MMYIIECTBO JIM3MHTOBOM KOMITAHHH, JIMOO MPOJIEBAET CPOK JACUCTBUS JOrOBOpA,
100 3aKITI0YaET HOBBIN JJOrOBOP, JTMOO BHIKYIIAET UMYIIECTBO.

5. JIUBUHI BAHKOBCKHWUU - nusudrosas CHEJIKa, B KOTOPOM B KA4deCTBE
JM3UHTOBOM ~ KOMITAHMM  BBICTYMaeT  OaHK, MpuUOOpeTaronmii 1Mo 3aKazy
JIM3UHTOTIOTyYaTessi 000pyA0BaHUE U CIIAIOLINIA €My 3T0 000pYJJOBaHUE B apeHTy.
6. CTOpOHBI KCIIOPTHOTO KOHTPAKTA TAKKE€ MOTYT BOCIOJIB30BAThCS OMEpaIsSMU
IO ayTTPENIy, UTO SBJISIETCS MPSIMON OUPIKEBOM CIIEITKOM.

7. AYTTPEM]] - 3To HeymaBmIasicsi TOpropasi CJe/IKa M3-3a HEOHMMAHHS CTOPOH
WY, U3-32 TEXHUYECKOM OMHOKH 1pu 0(hOpMIIEHHN TOKYMEHTOB.

8. EBPOKAP/] - 3T0 MexxayHapoiHast KpeAUTHAS KApTOUKa C IPABOM IOJIb30BAHHUS
B CTPaHAX-y4aCTHULIAX EBPONEUCKON CUCTEMBI.

9. EBPOKPEJUTBI -  mexmyHapoaHbIe 3alMBbl, IIPEIOCTaBIISIEMbIE
KOMMEPYECKUMH OaHKaMU 32 CUET PECypcoOB €BPO-BAJIIOTHOTrO pbiHKAa. OHU
NPEIOCTaBIAIOTCSA, HA JUJIMTENbHBIA CPOK C IUJIABAIOIIMMHU TPOLEHTHBIMU
CTaBKaMH.

10. @®OPOEUTHUHI — cBoecoOpasHas (opMa KPEIUTOBAHMS SKCIIOPTEPOB

TOBAPOB, IPUMCHsICMas 4YalllC BCCI'O BO BHCITHCTOPI'OBLIX OIICpAlIAX.

80



Lesson XII
Foreign currency for exports
B. Read the text below concentrating on i¢’s contemn and terminology:

It is becoming more popular for exporters to accept payment for their orders in
the currency used by their overseas buyers. There are several reasons for this. Some
goods are traded internationally in one particular currency e.g. oil sales in dollars. A
buyer may traditionally prefer to price a contract in a particular currency e.g. Latin
American importers usually wish to be invoiced in dollars. Buyers are aware of the
fluctuating nature of rates of exchange for major trading currencies and may
prescribe contracts priced in a currency that they expect to depreciate before final
payment. By quoting in this currency, an exporter may be able to gain an advantage
over competitors unwilling to do likewise. If an exporter uses credit finance, the cost
of borrowing may be cheaper in a foreign currency than in sterling.

However, an exporter must consider carefully the consequences of any invoicing
contract in a buyer's currency. Payment of a foreign currency leaves an exporter open
to an exchange risk e.g. an exporter may not receive full domestic currency value for
an order if a buyers currency has depredated during the contract period. Moreover it
IS unwise to accept payment in a currency that is not freely convertible on the foreign
exchange market. The exporter may end up with blocked accounts or with funds
saleable only at a considerable discount.

Forward exchange market. An exporter can protect againstany loss caused by
fluctuating currencies during the sales contract period by taking out a forward
exchange contract with a UK bank.

The exporter, invoicing a buyer in a foreign currency for payment at an agreed
future date, sells those expected receipts to a bank in advance (i.e. forward) of the due
date of payment. The bank agrees to buy at a pre-determined forward rate of
exchange which varies according to the time of future delivery e.g. one, three or six
months, or even longer. No money is exchanged at the time the forward contract is

made, but under its terms the exporter is guaranteed a certain amount of domestic
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currency in place of the foreign currency sales proceeds, whatever fluctuations in the
exchange-rate may take place between invoicing and payment by the buyer.

The forward rate varies from the spot rate i.e. the rate the bank is prepared to
pay for foreign currency at any moment of time. The forward rate for selling the
foreign currency may be at a premium i.e. it exchanges for more domestic currency
than the spot rate, or it may be at a discount if it exchanges for less. The difference
between spot and forward rates is determined by market forces — the most important
of which is the different in the prevailing interest rates being paid by hanks for fixed
deposits of the two currencies concerned.

A fixed forward contract binds an exporter to delivering the required foreign
currency to the bank on the date of maturity of the exchange contract. If the buyer
defaults on payment or government controls are imposed on the currency payment,
the exporter must still deliver the required foreign currency amount. The exporter
must purchase the required amount of currency al the spot rate to close the forward
contract. This could be expensive since the rate of exchange used will be that
applicable at the time of the spot purchase. However, if the delivery of the currency
Is delayed beyond the maturity date then the forward exchange contract can be
extended — but possibly at some extra cost, depending on the forward rate for this
additional period.

An exporter may still use forward exchange even when the date of payment by
a buyer is in doubt, by entering into an option contract. Under this contract the
exporter delivers the required amount of currency at a fixed rate at any chosen time
between two agreed dates.

Foreign currency borrowing. It is increasingly common for many
exporters to raise finance in foreign currency. An exporter can eliminate exchange
risk by taking a loan in the same currency as that to be paid by an overseas buyer, so
that fluctuations in the exchange rate cannot affect the exporter's expected receipts
from the buyer. Moreover borrowing in a foreign currency may be cheaper than
borrowing in sterling, depending on the relative interest rates prevailing. Bills drawn

in a foreign currency can usually be negotiated by a UK bank in a similar way to
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sterling bills. Foreign currency loans can help the exporter develop international
business, whether for capital expenditure at home, overseas acquisition or for export

credit, including front-end finance.

Various types of Eurocurrency loans are available to finance export business.
They include fixed-rate loans where borrowing costs are predetermined or floating-
rate loans where the rate varies periodically according to market rates. As mentioned
previously ECGD can provide guarantees for foreign currency export contracts and
large projects.

Currency accounts. If an exporter has a continual flow of international
business it may be preferable to open accounts in the currencies of the sales proceeds,

instead of converting all of them into domestic currency.

The various balances can then be used to meet any expenses incurred in those
currencies, while reducing commission fees incurred from dealings in the foreign

exchange market.

A. The following words and phrases will help you to understand the text:
Convertible - konBepTHPYEMBIi — aTMariryBra MOMHIIIHAK

Foreign exchange market - pbIHOK BayLIOT - BayrroTa 0030pH

Forward exchange market - hopBapHbIi BAIOTHBIN PHIHOK - (hOpBAP] BATFOTA
0030pu

Forward rate - dhopBapaHbIii Kype, Kype IO «CPOYHOM Cleke» - (hopBap Oyinda
KypC, TE3KOp OUTUM KypcH

Spot rate - Kypc 1o KacCOBBIM CJIETIKaM - Kacca IapTHoOMasiapu Oy inda Kypc
(X03upru KyH)

At a premium - BblIIIle HOMUHAJIA — HOMHHAJIJIAH FOKOPH

Al a discount - co ckuKO# — Yerupma Orsia

Commission fee - KOMUCCHOHHBIE BBIILIATHI - KOMHUCCHOH TYJIOBJIAP
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C. 1.Answer the following questions:

|

. Why is it becoming more popular for exporters to accept payment for their
orders in the currency used by their foreign buyers? List all the five reasons.

. What risk does any invoicing contract in a buyer's currency involve?

. What protects an exporter against any loss caused by fluctuating currencies?

. What is the exporter guaranteed under a forward exchange contract?

. What is the spot rate?

. What is the difference between spot and forward rates determined by?

. What is an exporter obliged to do under a fixed forward contract?

. In what cases would entering into an option contract be justified?

© 00 ~N o o B~ wWw DN

. Why is raising finance in foreign currency becoming popular for many exporters?
10. What types of Eurocurrency loans are available to finance export trade?
11. When is it advisable for the exporter to open a foreign currency account?

Why?

2. Complete the following on the basis of the information given in the text:

1. Some goods traded internationally are traditionally....

2. The fluctuating nature of the rates of exchange or major trading currencies
involves some ... both for ... and ....

3. If the contract currency depreciates before final payment, the buyer....

4. If the contract currency is up valued before final payment, the buyer is bound to

5. Another reason for concluding export contracts in other currencies than in
sterling is that....
6. To price a contract in a currency that is not freely convertible on the foreign

exchange markets are ... because the accounts may ... and the funds ....

7. The forward rate for selling the foreign currency is at a premium if the bank....
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8. Under a fixed forward contract the exporter must deliver the required foreign
currency to the bank on maturity of the exchange contract even if the buyer
should....

9. There is no difference in negotiating by banks bills ... and those....

10. Under floating-rate loans borrowing costs ... accord to....

2. Fill in the mining words:

Often buyers prefer to be invoiced in their own (1) and by agreeing to this you
achieve more (2). If you are operating in the USA and sell goods to a German buyer,
you may be paid in (3). You must then convert the (4) into (5) on the foreign exchange
market. You may also be purchasing raw materials or semi-processed goods from a
German firm which wishes to be paid in its own (6), in which case you must convert
(7) into (8) in order 10 pay a German supplier.

To protect yourself against (9) risk you can take out a (10) exchange contract
with an international bank for the amount of the particular (11) currency expected
from a sale. That means if you are selling goods to a German customer with the price
(12) in Deutschemarks, you agree to sell those marks to the bank on the date coinciding
with the (13) of expected payment by the German buyer. In return you will receive
from the (14) a fixed amount in your (15) currency on the exchange date.

The rate for the forward (16) contract varies depending on the period of time
you require to deliver (he Deutsche marks. Whatever the penod, the (17) of exchange
Is fixed by the (18) contract, under which you commit yourself to deliver to the bank

at some agreed (19) date a certain amount of Deutschemarks in (20) for you currency.

D. Translate into English

1. AamanryBra MOMMJUIMK OMp BaJIOTAHUHI WKKUHYMCHUTA 3PKUH pPABHUILIA
aaMalla OJWIIM €KW MWUIMM BaJIIOTAaHU XOPWKHM BalllOTajlapra MaBXKyz

BaJItOTa KYPCH aCoCHua aJIMalllThupPa OJIMII UMKOHUATUIUP.

2. Bamtora anmaimryBu — MaMJIAKaTHUHT IyJd  OUPIMTMHUHT  OolIKa
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MamJlakaTiap BaJlOTajJapy Ba XajlKapo KaOyJl KWJIMHTaH IMyJl OMpIIMKIapUra
APKHUH ajMalia OJUIIN.

3. ®opBapa Outumiiapy — Oy HakKJ XUCOO-KMTOO »Bazvra MyajaaTid OUTUM
Typu OynuO, yHra Kypa COTyBYM Ba XapHJOp TOBAapHU KeJa)kakaa €TKa3uo
OepuITHM TIapTiamagyd, TOBAPHUHT HapXW 3ca OWTUM BaKTHAArW Hapx
cudaruma 6axosiaHaIu.

4. ®opBapa onepanusacu — BaJoTagard MyaaaTiu onepaius 0yauo, baHkuap
TOMOHWJIAH TeneoH €KUM TeleKe Oyinya KeIWIIWITaH paBHIIa aMmalira
OIIMPUIIA/IH.

5. ®opBapa 6030pu - Oy myHaan 6030p TYPUIUPKH, YHIA Y30K MyaaTiapra
dbopBap OuTUMIapu Ty3WIaaH, amalra OlpuiIagu Ba KailTa COTHIIAIN.

6. Banrora xuco0 pakamiapu — OaHK pakamMu O0Ynu0, yHIa 0aHK MIDKO3JIapH
— IOPUJIMK €KUM KUCMOHUM IMIaXCIAPHUHT XOPWKUM BatoTagaru Madiariapu
aKc dTaju.

/. CBUDOT — xankapo MOJMSBUMA XUCOO-KMTOOJMApHM Ba OaHKJIapapo
TYJIOBJIAPHY aMalira OIIMPHUINTA MYJDKAIIJIAHTaH aBTOMATJIAIITHPUIITAH TU3UM.
8. JlennuHr OuzHec — OuTUM Typu OYIMO, Outum OYiinya amasnra
olMpwiIaaural OW3HEC omnepauus HaTWxkacuaa (QUPMaAHUHT MOJIUSABUI
XucoOO0TIapu/ia akC STTUPUIIAAUTAH aKTUBIIAPH Y3TapUIIIF MyMKHH.

9. JlennuHTr OW3HEC omepanusUIapy KaTOpHUra aBaHC TYJOBJIApPUHU amaira
OLIMPHII, KpPEAWTIAIl, Kap3JapHU TaKJAUM ITHII, XaMmJa mkapara Oepuil
KaOM MUCOJIIApHU KYIIIUIIT MyMKHH.

10. Opgatna »kcmopTep ¥3 TOBapJapUHM Y30K BaKT JIaBOMUJA DKCIIOPTra
HyHanTupap 9KaH, YyHIa BaJIOTaJard X|UcooO pakamiapura sra Oymuimm

Kepak Oynaau.

Translate into English

1. KOHBEPTUPYEMOCTD - cBoOGOAHBII TIEpEBOT OTHON MHOCTPAHHOM BJIFOTHI B

JPYTYIO WIA BO3MOXXHOCTh OOMEHa HAllMOHAJIbHOM BaIIOTHI HAa BAIIOTY JPYTUX
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CTpaH IO JIEUCTBYIOLLIEMY KypCy.

2. KOHBEPTUPYEMOCTD BAJIFOTHI - cBoG0omHBIN 0OMEH JEHEKHBIX €IMHUI
CTpaHbl Ha BAIIOTY JPYTUX CTPaH M HA MEXKIyHAPOIHO-TIPU3HAHHBIC IJIATEKHBIC
CpeacTsa.

3. DOPBAPJIHBIE CJIEJIKM - cpouHble CHeNKM 3a HAJIWUYHBIA pacuer,
COITACHOKOTOPBIM MOKYTIaTe b 1 MPOIABEL COTJIalllatoTCs Ha MOCTaBKY MTPOJAHHOTO
TOBapa, Ha OMpe/eICHHYI0 JAaTy B OyayIleM, B TO BpeMsl Kak IieHa ToBapa (Kypc
MIPOAAHHON BAJIFOThI) YCTAHABIMBAECTCS B MOMEHT 3aKJIFOUEHUS CACTIKH.

4, ®OPBAPIHBIE OITEPAIIMI — cpouHble BaIFOTHBIE OINEPAIH, COBEPIIACMbIC
OaHkaMu 10 Tene(OoHY WK TEIEKCY Ha JIOTOBOPHOI OCHOBE.

5. ®OPBAPJI-PbIHOK — pbIHOK, HA KOTOPOM COBEPILAIOTCS CIIEIKA B TEUCHUU
JUTUTEIILHOTO BPEMEHM.

6. BAJIIOTHBIE CYETA - OaHKOBCcKHE cueTa, Ha KOTOPBIX HaXOJUTCS
WHOCTpaHHasi BalioTa (U3MYECKUX W FOPUIMYECKUX JIMI, TOCYIapCTBEHHBIX
yupexaeHAn. Yepes Takue cueTa MpOBOISTCS paCueThl B BAIIIOTE.

7. CBUDOT - aBTOMaTM3MpOBaHHas CUCTEMa OCYIIECTBICHHSI MEXKTyHAPOIHBIX
JICHeKHBIX pPacuyeToB M IUIAT&KEH C UCIOJIL30BAHUEM KOMITBIOTEPOB U
MEXKOaHKOBCKUX TEJICKOMMYHHUKAITUH.

8. JEHIMHI-BU3HEC - cpenka, Ou3Hec — ormeparus, pe3ysIbTaThl KOTOPOH
M3MEHSIOT aKTUBbI (DUPMBI M HAXOJIIT OTPAKEHUE B €€ (PUHAHCOBBIX OTYETAX.

9. K cnmenkam JneHAMHr - OW3HECAa OTHOCWUTCS, HaINpUMEp, aBaHCHUPOBAHHE,
KpEeIMTOBaHUE, PEAOCTABIICHHE 3aiIMOB, c/laua B apeH/Iy.

10.  Jlms coBepiieHUs [UTMTEIBHBIX SKCTIOPTHBIX CACTIOK SKCIIOPTEPY HEOOXO MO

HUMCTD CUYCTA B MHOCTPAHHBIX BAJIFOTAX.
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Lesson X111
Transport — forwarding — insurance
A. Read the text below concentrating on its contents and terminology:

There is no trade without the transport of goods from the producer to the
consumer. As you already know goods can be transported by water, rail, road and
air. Water transport covers sea and inland water transport. It is cheap (and trade
always follows the cheapest routes), and it is particularly useful for the long
distance carriage of goods (hence it is still dominant in trade with overseas
countries, it is also very convenient for carrying bulky goods).

Ships vary according to the distances and the cargo they carry from deep-sea
vessels through general cargo liners, tankers, tramps and other small cargo
vessels, to coastal craft used mostly for shipping heavy, bulky commodities (e.g.
coal) from point to point along the coast.

The constant adaptation of cargo vessels afloat aimed at the continuous
impingement of their handling of goods (e.g. ro-ro system, cold storage, etc.) as
well as correspondingly improving loading/unloading and storing facilities,
offered by modern ports are conducive to the choice water transport, if it is
possible and logically justified.

Apart from sea-transport, railway offers the best facilities for the conveyance of
goods. Modern railway trucks, adapted lo the dimensions and conditions of the
goods carry the consignment to its destination. Here are some examples:

Covered Wagon (am. boxcar) — a kind of rolling warehouse for bulky goods
or for materials which arc not weather-resistant.

Wagon which can be opened on top — huge and heavy goods can easily be
loaded through the open lops by crane.

Tripping vans — for goods that can be poured, such as grain, building
materials, coal, iron-ore, or chemical products which should be carried by vans which

are able to unload themselves.
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Open wagon - for all kinds of goods, which are not sensitive to weather, such
as timber (Am. timber) or prefabricated pieces of concrete.

Railway transport, however, has its obvious disadvantages:

1. The cost of carriage for small consignment is high. Hence rail is convenient
for transportation of bulky goods over long distances.

2. Transshipment and sometimes several transshipments are necessary
before goods reach their destination. This adversely affects the costs, time of
delivery and general conditions of goods transported.

3. Rail Transport follows fixed routes and so is not flexible.

And that is why road transport appears to be more competitive offering
direct deliveries without transshipments, being highly flexible, carrying door-
to-door service etc. It proved also to be particularly, important in the inland
transport of perishable goods, when speed of delivery is essential. Road
transport also offers the facilities necessary for the sound delivery of goods
(e.g. cooled tank cars for milk, cold storage for meal, etc.). Consequently,
although road transportation is more expensive, it pays in terms of avoiding
delays in time of delivery and quality deterioration of goods dispatched, Hence
traders maintain that generally speaking they forward their goods by road
instead of by rail because road is cheaper (see reasons above) and/or provides
a better service.

However, on long distances importers and exporters throughout the
world are becoming increasingly aware of the advantage of air cargo due to
the efforts of airfreighters to perfect their service,

The chief advantage of air transport is the speed of transit, no need of track
(apart from airfields) and ability to reach any place, where other forms of transport
are helpless.

Bur on the other hand aircraft can carry only restricted loads, due to
limited loading space. Hence it is useless for bulky goods and general cargo in

big quantities. It often depends on weather, which sometimes makes its greatest
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advantage — speed — doubtful. Last not least it is the most expensive form of

transport.

Airfreighters and many traders however say that air cargo is often
cheaper in the long run, because it cuts costs on such things as inventory,
warehousing, packing, wharfage, inland transportation and pilferage.
Thus a Swiss company which turns out highly fragile products for the
electronics industry also ships them by plane. "These products demand the
most favorable transport conditions™ explains the firm's shipping manager.
"We can't afford to have them delayed in transit or stored without
surveillance".

Whether it is a Dutch exporter of chrysanthemums or a pharmaceutical concern
importing anti-foot-and-mouth-disease vaccine from South America, or a German zoo
getting a baby elephant from Bangkok, they have all found airfreight to be the perfect

answer to their transport problems.

Which form of transport will you prefer in the future? It’s up to you to decide.

B. The following words and phrases will help you to understand the text:
Inland transport - BHyTpeHHMI TPAHCIIOPT - NUKH TPAHCIIOPT
Route — mapipyT - iyHanmmin
Bulky goods - rpomosakuii rpy3 - OFHp FOK
General cargo - o01uit rpy3 - yMyMuit 10K
Coastal craft - 6eperoBoe cymHO - KUPFOK KeMacu
Cargo vessels afloat - rpy3 B rmyTH - KUPFOK OJITH Xy KAIUTH
Cold storage - xpaHeHuHe B XOJIOIMILHUKE - My3JIATT UH4JIa CaK/IaIIl
Storing — xpaneHue - cakJar
Railway (rail) - »xene3nas topora - Temup iy
Track - myTh, nopoxkKa - iy
Rolling warehouse - nmoaBrxHO# cKi1a - Kyaupma oMOop
Crane - mobeMHBIN KpaH - KyTapMa KpaH
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TO pour — HanMBaTh - KyMMOK

Tipping van - ToBapHbIii ()yproH - TOBap TalryB4d (yproH
Grain - 3epHO - JIOH

Iron-ore - sxesne3Has py/ia - TeMHp pyacu

Timber/lumber — necomarepuai - YpMOH MaTepHaIi

Concrete — 6eToH - 6eToH

Carriage — BaroH - BaroH

Consignment — rpy3 - 1ok

Transshipment - mepeBo3ka rpy30B - FOK TaIIUIII

Flexible — ru0kwii - y3rapysuran

Perishable goods - ckoponoptsmuecst ToBaphbI - Te3 Oy3yJIyBUd TOBapiiap
Tank car — Tankep — TaHKep

Sound delivery of goods — kauecTBeHHas TIepeBO3Ka TOBApPOB —TOBApJIapHHU
cudatm eTkazuod OepuI

Forward — dopBapaHbIii - hopBap/

Alir cargo — BO3IyIIHBIH IPy3 — XaBO FOKU

Airfield — mocamounas miomaaka — KyHHII MaiI0HH
Aircraft—Bo3mymHoe cyHO — XaBO KeMacu

Restricted loads — orpanr4eHHbIH Ipy3 — YerapaiaHraH 10K
Airfrighters —py30Bble caMOJIeThI - FOK CaMOJICTIIapH

In the long ran — B JoJIrocpoYHOM MEPHOJIC — Y30K My/aTia
Cut COstS — cHIKaTh U3AEPIKKU — XapaskaTIapHd KaMaTUPHIL
Inventory - zamac, pe3eps - 3axupa

Wharf age — oproBast monuiMHa — mopTAaru 00KXOHA TYJIOBIIAPH
Pilferage — mernkas kpaska, XUIICHHE — KIUHK YFUPITAK, YMapHIIT

Surveillance — ocmoTtp, 0OcneoBaHe — THHTYB, TEKIIMPYB
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C. Comprehension 1.Answer the fallowing questions:

1. Name four main methods of transport.

2. What is the main ad vantage of water transport in terms of freight costs?
3. There are several types of ships motioned in the text. List them and say what
different purposes they serve.

4. What improvements contribute to the competitiveness of water transport?

5. Give examples of how railways have been adapted to meet different needs for

the conveyance of goods.

6. What are the chief drawbacks of railway transport?

7. What is the main advantage of road transport over railway transport?
8. What specialized facilities does road transportation offer?

9. What justifies extra road transport costs?

10. What is the chief advantage of air transport?

11. What are the chief limitations of air transport?

12. Is it true that in spite of several drawbacks air transport is cheaper in the long

run? If yes, give your reasons.
13. Give examples of goods for which air transport is indispensable.

2. Complete the table given below on the basis of the information given in the text and
you own knowledge of the subject:

Method of transport | Advantages Disadvantages | Most suitable for
the carriage of ...
give examples

(goods)
Water transport
a) seatransport
b)

Railway transport

Road transport

Air transport
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3. Choose the correct answer:

1. "To convey goods" means:

a) toship them

b) tosend them by post

C) to pass them tO their place of destination.

2. “Bulky goods” means:

a) general cargo

b) heavy freight

C) goods such as coal, grain, ore etc

3. "Quay" means:

a) a harbour

b) apier

c) alanding place far ships to be loaded or unloaded.

4. "Warehouse" means:

a) astorage shed

b) astorage space

c) astore house.

5. "Pilferage" means:

a) petty theft

b) shipping

c) delay.

6. "Perishable goods" means:

a) goods that can be easily stolen

b) goods of low value which can be damaged in transport without causing a
serious loss

C) goods that spoil easily.

7. "Airfield" means:

a) an airport
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b) runways and open space round them
c) fields for airports to expand.

8. "Restricted loads" means:

a) loads under special customs control
b) limited amount of loads

c) parcels small in size and number due to restricted storage space.
9. “Transshipment” means:

a) transport

b) reloading and handling cargo

c) transfer.

10. "Transport is highly flexible" means:
a) easily changed

b) competitive in terms of costs

C) very fast.

D.Reinforcing 1.Give the synonyms and antonyms of the terms listed below:

Term Its synonym Its antonym

. Cargo

. Warehouse

. Vessel

. Tolift

. To dispatch

. Perishable

. Weather sensitive

. To load

© o0 N O o &~ w N

. Passenger train

[HEN
o

. Sea transport
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. List all combinations you know with the terms listed below:
. Goods: ...

. Freight: ...

. Cargo: ...

. Train: ...

. Ship: ...

. Storage: ...

Air: ...

. Weather: ...

. Railway: ...
. Van: ...

[HEN
o

3. Cloze text. Fill in the missing words:

Ninety percent of sea freight consists of (1) goods such as cool, ores, wood,
oil, etc., i.e. goods which cannot and probably never will be carried be (2) on a
regular basis; in this area there is absolutely no (3) between sea and air (4).

Competition between (5) and (6) traffic basically exists only for extremely
valuable package (7) which represents about 1 to 2% of sea traffic.

The value of goods has a direct effect on the total (8) of transport, and
particulary on insurance (9). The higher the value of (10), the greater the
guality of (11) service required. The intrinsic quality of air (12) to a large
extent comply with these requirements and also have a favorable effect on the
other associated (13) costs.

The future prospects for attracting new goods to air transport are good
for a variety of reasons; the increased production of (14) goods, higher prices
and inflation, moderate (15) in tariffs, a systematic decrease in air (16) rates.

The temporary handicap is the fact that company sales and transport (17)

mainly deal with shipping lines and very seldom (18) of the aircraft.
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4. Topics for discussion. Discuss the advantages and disadvantages of the
kinds of transport described in the text.

E. Translate into English

U.

1. TpancnopT CyB iynu SHT ap30H OYIHO, y Y30K Macodara 1ok eTkazud oepiiu
YUYH MYy>KaJUIaHTaHIUP.

2. Temup #yn opkaiu TOBap 3TKA3uO OEpHIll TPAHCHOPTHUHT NEHTH3 TypuUTa
KaparaHija 3HrI XY apouTIapHH SpaTtud Oepaau.

3. Hokymaii mapoutnapia IOKHH S>KYHATHII YYyH YCTH €MUK BaroHiap
KyJauIup.

4. Kyrapma kpaH €p3amuja KaTa XaXmJard IOKHM TYHIMPUIIAA YCTH OYHK
BaroHJIAp KyJa KyJIauup.

5. loH, Kypuiauml Marepuamiapd, KyMUp, TEMHp pylacd €KUM KUMEBHUI
MaxCyJoTJiap KaOW TKWJIQIuTraH OKHU J>KYHAaTHUII Y4YyH Maxcyc BaroHiap
MaBXKYyAJIUP.

6. YpMOH MaTepuamnapy, OCTOH MaxCyJOTIapd KaGhu o00-XaBora GOFIHK
OynMaraH ToBapJapHUHT XaMMa TypH OYWK BaroHJap/ia *KyHaTUIa M.

7. KnuknHa XaXmaarv FOKHU TEMUP WYJT OpKaIu KyHATUIIAA YHTa FOKOPU HapX
KYWWINIIN YHUHT cajOuil TOMOHUIMD.

8. FOxHm i1y opKanu KYHATUII — SHT KyJiail Ba camapanu 0ynub, TYFpuaaH —
Tyrpu OedrmiaraH MyHKTra TOBapHU €TKA3WII Ba MapUIPyTHH Y3rapTHpHUII
Ha3apja TyTUJIaIH.

9. Te3 Oy3unmaguran MaxCyJOTJIApHHU HWYKA 0030pU e€TKa3uO Oepwuiima
ailHMKCca KypPUKJIUK OpKajld TOBAPHU KYHATUI MYXUMIUD.

10. Mwuxoznapra ablio XU3MaT KYpCATWITAHJIUTH TyQalim KYMYUIUK

XaBO WYI1apy TpaHCIIOPTUHU ad3an Kypaauiap.
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1. BoanbIii BUIT TpaHCTIOPTA SBIISIETCS] HAMOO0JIEE ACTICBBIM U TIPETHA3HAYCH IS
NIEPEBO3KH Ipy3a Ha AallbHEE PACCTOSTHHE.

2. IlepeBo3ka ToBapa Mo YKENE3HOH Jopore MpeaoCTaBIsIeT JIyUIlue YCIOBUS B
CpPaBHEHUU C MOPCKHM BHIOM TPaHCIIOPTA.

3. KpbIThie BaroHbl MOIXOIAT ISl TPAHCIIOPTHPOBKH TPy3a, 3aBUCAIINX OT
TIOTOJTHBIX YCIIOBHH.

4. BaroHsl ¢ OTKPBITON KpBIIICH HIEaTbHO MOIXOAAT IJsi OONBIIOTO 0O0beMa
WJIM pa3Mepa rpysa, OHU JIETKO BBITPYKAIOTCS MTPH MTOMOIIIH TTOTEMHOTO KpaHa.
5. CymiecTByIOT CHEIMaIbHBIC BaroHbI JJIA MEPEBO3KHA PACCHIMYATOTO Tpy3a:
3epHO, CTPOUTEIBHBIC MAaTepHallbl, YIoJb, XKEJIe3Has pyJa WIH XUMHUYCCKUE
MIPOTYKTHI.

6. Bce Buapl TOBapOB, HE 3aBUCSIINE OT IMOTOJbI, TAKWE KakK JieC, OCTOHHBIC
U3JIeTUS IEPEBO3SATCA B OTKPHITHIX BaroHax.

7. OTpunaTeNIbHONU CTOPOHOMU MOJIB30BAHUS KEIEIHOM JOPOTOH MPH MEePEBO3KaX
SIBJIICTCSI BBICOKAS IICHA JTaXKe 32 MaJICHbKUI 00BeM Tpy3a.

8. TpancnopTupoBKa rpy3a MOCPEICTBOM JOpOro — Hamboiee yaoOHas u
BBITOJIHAS: MMEETCSl B BHJY TMpsiMas JOCTaBKa JIO0 IMyHKTa Ha3HA4YCHHS U
BO3MOXXHOCTh MCHSTH MapIpyT.

9. CyxonyTHast (mopoHasi) TIEpeBO3ka Tpy3a OCOOCHHO BaKHA TMIPHU
TPAaHCTIOPTUPOBAHUH CKOPOIIOPTSIINXCS TOBAPOB Ha BHYTPECHHUI PHIHOK.

10.  HMmmopTepsl U SKCMOPTEPHI BCETO MUPA MPEATOUUTAIOT BO3AYIITHBIN BUJI

TPaHCIIOPTA U3-3d OTIIMYHOTO 06CJ'Iy}KI/IBaHI/I$I KJIMCHTOB.
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Lesson X1V
Forwarding — packing and marking
A.Read the text below concentrating on its contents and terminology:

Goods should not only reach their place of destination in due time, but also he safely
delivered. Nothing is more infuriating to a buyer, than to find his goods damaged, or part
musing on arrival, and nothing is more likely to lose him a customer. That is why the
forwarder (who stands behind all shipping operations) is also responsible for the proper
packing and marking of goods to minimize the risk of wrong handling. Such risks
occur mainly at the following points: when the goods are being loaded; when they are
being handled at the docks, airport, railway stations, etc.; during the voyage itself, by
sea, road, rail or air; when they are being unloaded: when they are being transported to
their final destination.

When deciding which forms of packing and marking are most suitable for the
goods in question one should consider the following criteria: the method of transport
used; the nature of goods; the conditions to be encountered; the regulations lo be
observed.

Below you are presented with different kinds of pacing and marking and on
Variation of their nature and use.

Packing, containers and materials.

Bag: may be made of strong paper, linen, canvas, rubber, etc.

Sack: a large bag, usually made of jute.

Bale: a package of soft goods (cotton, wool) pressed together and wrapped in
protective material.

Bundle: miscellaneous goods packed without a container.

Carton: a light but strong cardboard or fiberboard box.

Case: a strong container made of wood, often with metal bands or wire
passed around it. The inside may be lined with zinc, oil paper, tin-foil, etc. to

prevent image by air, or wafer (“seaworthy" packing).
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Box: a small case made of wood, cardboard or metal; may have a hinged
lid.

Chest: a large, strong (usually wooden) box with a lid.

Crate: a case, but one not fully enclosed, often open at the top. Crates are often
lilt for the particular thing they have to carry.

Can (Tin): a small metal container.

Drum: a cylindrical container made of metal, wood or cardboard for carrying
liquids, chemicals, pain etc.

Barrel: a (wooden) drum

Keg: a small barrel

Cask: a very large barrel.

Carboy: a large glass container in a metal or wicker cage with soft packing between
glass and cage; used for chemicals.

Bucket: small metal or plastic container with a handle.

Parcel: a small paper wrapped, usually postal consignment.

Demijohn: see carboy.

Roll: method of packing goods which have to be rolled for shipment, e.g. textiles

Other packing materials are wrapping paper, brown paper, foam rubber string,
adhesive tape, wire staples, metal bands.

Marking

When goods are dispatched, the packing units (cases, barrels, bales) are legibly
and durably marked so as to avoid confusion during transport. The shipping marks
consist of block letters (ordering firm and Arabic numbers packages) and caution

marks to ensure careful handling.

Shipping marks:

IDC 1. Consignee's mark

3320 2. Order number

COLOMBO 3. Port of destination

1/10 4. Number of package and total number of packages
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GROSS WT. 5. Weight and dimensions
NET WT. 6. Mark of
DIMENSIONS

MADE IN

ENGLAND

Caution marks: are special cargo labels available from the carriers. They
inform you about the nature of goods and give special instructions regarding
manner of handling, loading, lifting, etc., and various warnings both for the
exporter's and the carrier's benefit. The necessary information on the right

handling of goods can be also passed this way:

TOP, BOTTOM LIQUIDS DO NOT
TILTTHIS SIDE UP USE NO HOOKS
OPEN HEBE KEEP
DRY

LIFT HERE KEEP IN COOL PLACE
SLING HERE DO NOT STORE IN DAMP PLACE
HITCH HERE FRAGILE
HANDLE WITH CARE INFLAMMABLE
DO NOT DROP EXPLOSIVES
DO NOT TILT POISONOUS

Shippers also use pictures to inform you about goods transported and the

way they should be handled.

B. The following words and phrases will help you to understand the text:
Bag — Melok, ynakoBka - KOI1, KOIUIaII
Linen — m3zienmist 13 JIbHA — TOINTAXTA MaTo
Canvas — mapycuHa, Ope3eHT — Ope3eHT KoriaMa
Sack — Merok, Kysib - KOII
Jute — OKyT - KTYyT
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Bale — ckiapIBaTh B TFOKH — TIOKJIApIa YKOMJIaIn

Protective material — 3aimuTHbIN MaTepral — XUMOSI MaTepHaJIH

Bundle — cBs3ka, my4dok 6oriiama

Carton — kopoOka, TTaKeTHK — TaKeT, KOpoOKa Ky TH

Cardboard — xapToH - KapToH

Fiberboard — BostoxHuMCTBIN - TONMATN

Case — nieno, Keiic — v, X0J1aT, KEUC

Metal band — meramaeckast 1eHTa - METAILT JIEHTA, OOFUY

Wire —ipoBosioka — cum

Hinged lid - mpukperuieHHast KWITKA - KOTHPYUITaH KOITKOK

Chest — cyHayk, SIIUK - CAHTUK

Crate — AIuK - K

Can (tin) - OuIoH, OarKa - OKIOH, OaHKa

Drum — GapabaH, SIIMK Uit YIaKOBKU CYIIEHHBIX (pyKTOB - bapabaH, Kypyk
MeBaJiap yUyH CaBaT

Barrel — 6ouka - 6ouka

Keg, Cask —604oHOK —00uKaua

Wicker - oxorieuko B ABEPSIX - SIIMKIApIAUN TyHHYK

Roll - BpateHwe - aiinanwii

Wrapping paper — yrakoBouHast Oymara — yparil y4yH KOro3

Adhesive tape — nenra — jaeHTa, OOFHUY

Shipping mark — 3Hak orpy>keHHOCTH — IOKJIAHT AHJTUK OSJITUCH

Caution mark — sTukeTKa ¢ mpeaocTepeKEHHEM — OTOXIAHTHPHII OCIITUCH

Gross Wt ... net Wt... - BaoBOi BEC ..., YUCTBIA BEC — SUIMM OFUPIHK. .., cad
OFUPIIHK

Dimension — u3mepenus - yauam

Cargo labels — rpy3oBbie sipsbIKu, OUpKH — FOK OeIruiapu, Oupkanap
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C. Comprehension. 1. Answer following questions

1. Why are proper packing and marking so important?

2. At which points during transport is the risk of damaging the goods the
greatest?

3. When deciding upon kinds of packing and marking, what criteria should the
exporter consider?

4. If you were a forwarder, what goods would you pack in:

a) carboard cartons,

b) polythene bags,

c) specially designed crates,

d) light — weight crates,

e) strong mtal drums of 1,2,5,10 and 20 gallons,

f) wooden barrels

g) bales?

5. What is the purpose of using caution marks?

6. What are two ways of passing information used in marking?

2. Imagine you are a customer of a forwarding firm. You want to transport
some got (choose any kind you like). As you are obviously interested in their
sound delivery you want to know everything about their transportation,
packing, marking etc. Forwarder provides you with necessary details.

Say how would you transport, pack and mark the following cargo:
1. Grain 2. Bananas 3. Machine tools 4. Cotton 5. Coal 6.
Vaccines against; epidemic disease 7. Soft fruits 8. Wine 9.

Vegetable oil 10. Crude oil 11. Livestock and processed meat (fresh

and frozen) 12. Glassware.

3. Study the notes given below and answer the following questions:
1. Jones Ltd., Atlanta, USA, sends 600 bales of cotton to Hamburg,

Germany, by vessel.
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2. Lorries carry 276 cases with glass from Svarovsky, Innsbruck, to Madrid,
Spain.

3. 2 crates of computer spare-parts from KIEZLE, Frankfurt arrive at
Zurich airport.

4. Messrs Mac Lends from Scotland transport a consignment of 5000
salmon tins to Vienna, Austria in a refrigerated container lorry.

5. casks 150 of wine are conveyed from Lacroix, Bordeaux to Kopenhagen,
Denmark by rail.
6. Budapest receives 456 sacks of rice brought from Novara Italy by goods
train.
Questions:
Which material is conveyed to Hamburg?
What do they transport in casks?
How many sacks of rice were sent to Budapest?
How are the computer spate-parts brought to Zurich?
Which country gets the salmon?
Who sends glass to Madrid?
How is cotton packed?

How many sacks of wine are carried to Denmark?
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Which means of transport carries the rice?

=
o

. Where do the crates Frankfurt arrive?

|
H

. Who sends salmon to Vienna?

[N
N

. What is the export article of Svarovsky?

=
w

. How many bales does Jones send to Germany?

H
N

. Which means of transport is used by Lacroix?
15. Where is the rice sent to?

16. Who produces computer spare-parts?

17. What is brought to Vienna?

18. Where do they have to pack the glass?
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19. What keeps the salmon fresh?

20. Who gets me cotton bales?

4. Cloze test. Fill in the missing words:

The object of packing is to(1) from damage or loss goods in transit from
the factory or (2) until they arrive in the hands of (3). You must examine the
type of (4) your goods need when' they are (5) to another country, which
determines the method of (6) required. You must identify the goods, the (7) and
their destination, which means the goods have to be (8).

To appreciate packing criteria and be able to (9) goods in the most effective
way, you should occasionally visit docks and (10) to see for yourself what
happens to your (11) as they are loaded and (12). When abroad you should do
the same, and also ask your customers to (13) you of the conditions in which
your goods (14). Always them if they have any (15) as to how your (16) could
be improved. And before you adopt any new method, test it thoroughly. One
way is to (17) a sample to various (18) and have it returned to you, so that you
may (19) any damage that have happened.

5. Topics for discussion. Discus the advantages and disadvantages of

using forwarding agents, as opposed to doing the work yourself.
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Lesson XVI
Insurance — customs
A.Read the text carefully concentrating on its contents and terminology:

Goods during transportation are subject lo different risks. That is why the
exporter has to injure the goods to be dispatched through an insurance broker or
directly through an insurance company. There are different kinds of insurance: air
and marine, overland and full coverage, insurance against all risks etc. The
exporter, however, according to Incoterms 1953 is obliged lo insure the goods
dispatched only against the most typical risks. Thus in sea transport goods art
insured under the General Average policy, i.e. all parties involved (the exporter,
the carrier, thy buyer) are mutually responsible for the sound delivery of goods.
This type of insurance is affected when either damage was caused deliberately, or
some extra costs were involved to protect the sea-borne goods, no matter who is
its actual owner. The Particular Average policy on the other hand tails upon the
individual and covers any damage to the cargo during sea transport apart from
damage due to natural causes. The word “average” as used in Insurance means
"damage" and is derived from the French word "avarie".

Another clause covering the whole risk of General Average and only some
risks of Particular Average is called Free of Particular Average — F.P.A.
according British or American terms of delivery. If the buyer wants to be insured
against greater number of risks, he should stipulate it in the contract and cover
costs involved. In such situation the exporter may order to insure the goods under
the clause With Particular Average - W.P.A., or With Average W.A., or even under
the Against All Risks — A.A.R., or All Risks — A.R. clause. The above mentioned
clauses cover, in fact, all possible risks apart from war and strikes risks.

If the goods traded are transported by rail, their insurance is fairly simple
According to international railway agreements, the carrier is responsible for all
damage occurring during transportation, apart from that caused by force majeure,
bad state of goods inside the combiners, if the packing was neither faulty nor

damaged. or that caused before the goods were loaded on the train or after their
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removal from the railway depot. The carrier is also responsible for the
deterioration of goods due to natural causes, e.g. their reduced weight due to
drying or leakage etc.

In Poland the insurance company for export trade is "Warta". That is why we

enclose here samples of policies used by this firm.

B.The following words and phrases will help you to understand the text:
Risk — puck - xaBd, xarap
Insurance Broker - ctpaxoBoii 6pokep - cyrypra OpokepH
Insurance Company - cTpaxoBas KOMIIAHHS - CYFypTa KOMIIAHHSCH
Alr insurance - BO3IyIIHOE CTPaXOBaHKE - XaBO HYJIIap CyFypTacu
Marine insurance - MOpCcKoe CTpaxoBaHie - JICHTU3 CyFypTacu
Full coverage insurance - crpaxoBaHue Ha BCe ClTydar — Oapya X oJariapra CyFypra
Insurance against all risks - ctpaxoBaHue OT Bcex pHUCKOB - bapua xaBdiapaaH
CyFypTa
Sea-borne goods - ToBap, nepeBO3UMBIN MOpEM — JICHI U3 OPKAJIH Y TKA3WJIaIUTaH
TOBapJIap
Particular average clause — cTpaxoBoii yHKT YacTHOI aBapuH — alPUM X0JIaT
YUYyH CyFypTa ITyHKTH
Free of average clause - cBoOoTHBII OT YaCTHOM aBapHy - aWPUM X OJIaTIapIaH
XOJTH
With particular clause - Bxirouast yacTHy 0 aBapuro - allpiM XoJIaTIapHu Xucoora

OJITaH XO0J1Aa
C. Comprehension. 1. Answer the following question:

1. Why is it important for the exporter to have the goods insured?

2. Where can the exporter insure the goods?
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3. What is the exporter due to insure the goods against according to Incoterms
1953?

4. What is General Average and what happens when one is declared?

5. How does the Particular Average differ from the General Average policy?

6. What does the word “average” mean in Insurance?

7. What should the exporter do if he wants to insure the goods against other risks

than those covered by the General Average and the Particular Average policies?
8. Who bears the responsibility for damage done during rail transport?
9. In what cases is the railway not responsible for the goods transported?

10. Generally speaking what does the insurance of goods provide for?

2. Study the table below and discuss the scope of insurance policies.
For example: When the shipment is insured F.P.A., the insurer is not liable
for any partial loss of, or damage to the goods unless caused by a major casualty

such as fire, collision, or the sinking of the ship.

Risks F.P.A. W.P.A. AAR
1. General average only in case of | Covered Covered
total loss
2. Human acts beyond the | only in case of | Covered Covered
owner’s responsibility total loss
3. Negligence or | Excluded
misconduct
4. Elemental disaster only in case of | Covered Covered
total loss
5. Inherent vice Excluded
6. Damage due to the| Notcovered The risks | Covered
nature of the goods but not stipulated are
unavoidable covered, the
others are not
7.Political events With additional charges
8. Wars With additional charges
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D.Reinforcing 1.Read the text below carefully concentrating on its
contents, but also trying, remember the new insurance terms:

The export trade is subject to many risks. Ships may sink or consignments be
damaged in transit; exchange rates may alter, buyers default on payments or
governments suddenly impose an embargo.

Exporters can insure themselves against many of these risks. The cover paid for
will vary according to the type of goods and the circumstances delicate goods, such
as breakable crockery, cotton piece goods or perishable foodstuffs obviously have
to be covered against more risks than sturdy articles like steel girders.

Insurance brokers will quote rates for all types of cargo and risks. In
London they may place their business through Lloyd’s, the centre of marine
Insurance.

Regular shippers may take out a floating policy which gives automatic cover
for a fixed maximum value of shipments, based on the previous year's trade, provided
each shipment is declared when made.

Open cover is on even more flexible type of insurance, limited to twelve
months, at agreed terms and rates. In both these cases a certificate of insurance is
issued instead of a policy.

Auviation insurance follows marine insurance very closely, but on the whole is
much cheaper.

There are some risks, however, that cannot be covered by normal
insurance. Fluctuations in exchange rates may he overcome by buying or
selling forward exchange, but against actions of governments, like embargoes,
a shipper can only protect himself by making special arrangements with his

own government.
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2.Having read the text above, as well as using your knowledge of the
terminology of the previous one, imagine you are an insurants broker and
inform your prospective and quilt inexperienced customer about the
various possibilities for insurance.

1. What kind of a flexible insurance will you suggest instead of a regular policy?
What will you say aboutits validity and rates?

2. What kind of policy will you recommend if your customer agrees to share joint
responsibility with the buyer and
carier?" o

3. The buyer does not find your proposal satisfactory. He wants to be insured
against other possible risks. Which policy will you suggest? What will you him about
the costs of such insurance?

4. If the goods are to he transported by rail what will you tell him about the rall
insurance? What will you call an insurance against risks during inland transit.

5. Every insurance mentions some risks it does not cover. Your customer
should be informed about them. What are these risks, and what are the natural

causes often mentioned in policies?

3. Having answered the questions above you should learn some more
about insurance terminology. The list below present the remaining basic

insurance terms. Lean them by heart and use in sentences of your own.
1. Air (aerial) or air cargo insurance
All-in insurance
Application for insurance

Charges of insurance

Covered by insurance

2

3

4

5. Contract of insurance
6

7. Freight (cargo) insurance
8

Open insurance
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9. Shipping insurance
10. Insurance against....
11. Insurance "at" and "from"
12. Insurance claim

13. Insurance commission
14. Insurance coverage
15. Insurance premium
16. Insurance slip

17. Insurance taker

18. To cover by insurance
19. To effect an insurance

20. To place an insurance

Your study of the problems and language of insurance would not be
complete without reading about Lloyd's. This short history of instance should be

now easy for you to understand as terminology is already known.

F.Comprehencive reading. Read the text to follow carefully and then,
using the terminology you have jus learnt on this unit, write a composition

etitled “Insurance in the Past and Now”

LLOYD'S

By the end of the seventeenth century, Lloyd's coffee-house had become
meeting place for men who in the shipping business — captains, ship-owners and
brokers. Those ship-owners who wanted to have their ships and cargoes insured
against loss, and those willing to undertake such an insurance, went there.

The men who took the risk of insuring a ship in return for a “free” promised to
pay an owner a sum of money if his ship was lost at sea. When an agreement was

made, the men accepting the risk wrote their names on a card under that of the
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owners. Thus they came to be called "underwriters". When losses had been heavy,
they found it difficult to meet the claims, and often the insurance premiums had to be
increased.

The underwriters were naturally interested in news about ships, and Lloyd
therefore did his best to collect such information which he used to read out in his
coffee-house. In 1734 he started "Lloyd's List”, which gave the latest news about
shipping. It still exists today and is the second oldest paper in Britain.

Although marine insurance is the chief concern of Lloyd's they will insure
anything from a watch to a ship in any part of the world gold on its way from Iran to
Europe; diamonds traveling by air or sewing-machine by rail. A householder can
insure his furniture and a pianist his fingers.Among its many activities are fire,
accident, burglary, loss motor-car, bicycle, earthquake and hailstorm insurance.

The business is done on the ground floor of the building, and immense place 340
feet long and 120 feet wide, filled with busy people coming and going, writing and
telephoning. In this room is the Lutine bell. If it rings twice, this shows that a ship has
arrived safely in port; but if it rings only once, this is to give notice that a ship has been
wrecked.

Lloyd's Register (1843) is an annual publication which contains the names of
ships arranged and classified according to their construction, materials, state of repair
and the like.

A ship registered A denotes that the ship is built in the very best manner.

The 1 indicates the first-rate condition of the ship.

A ship in the worst condition is classified C 3.

It goes without saying that A 1 has to pay the least, C 3 ships the highest!
Premiums!

Topics for discussion:

1. “Nowadays” practically every business risk may be covered by “insurance”

Critically examine this statement.
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2. Explain why British insurance offices and the underwriters at Lloyd’s
are able to undertake the insurance of heavy commercial and marine risks for
comparatively light premiums and yet made satisfactory profits.

3. Explain the importance of insurance to the business world. State, with reasons,

those risks which can be covered by a contract of insurance and those which cannot.
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Lesson XVI

Forwarding - main transport documents

A.Read the text below concentrating on its contents and terminology:
Immediately after the contract has been signed, the exporter turns to a
freight harder placing with him a forwarding order.

A forwarding order covers all necessary information resulting from the
stipulations of the contract i.e. detailed characteristics of the goods dispatched,
the name and address of the exporter and overseas buyer, place and term of
delivery, terms of payment. information concerning eventual
transshipments, necessary forwarding documents, details on freight
payments, type of insurance etc.

A freight order is usually accompanied by a set of complementary
documents such as export permits, packing lists, main L/C terms and last not
least transport documents, the bill of lading, the consignment note or the
airwaybill. These documents are like contracts between the forwarder and the
exporter for a | supply of definite shipping services and without them no goods
can be dispatched. The maritime bill of lading (B/L) is still the most common
transport document for exporting to Africa, Asia, South America and the
Middle East | when arranging payment through the banking system for goods
delivered. This is because a B/L has three important elements.

Firstly, it acts as evidence that there is a contract between either the
exporter or importer and a shipping company to transport the goods by sea.

Secondly, it is a receipt for goods shipped und provides certain details as to
their condition when placed on board.

Thirdly, it is also a document of title, which means that the company named on the
B/L has the right to possess the goods. A transfer of title on the B/L acts as a transfer of
ownership. This element of a B/L is vital to the payment arrangements for the goods.
B/L is made out in sets usually of two or three originals, any one of which gives title to

the goods.
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A clean BJ/L is one which has no superimposed clause or statement declaring
some defect in the condition of the exported goads or the packaging, or some other
aspect of the consignment. A received for shipment B/L confirms that the shipping
company has the goods in custody for shipment. With the growth of container
transport and inland collecting depots it has become much more widely used.
Exporters now load their goods at the factory into a container provided by the
transport operator. If then shipment is less than a full container load, it is sent to a
groupage or inland clearance depot to be packed into a container with other goods
for the same destination. The container is transported by road or rail to the port for
shipment. The received far shipment B/L can he converted to a shipped bill by
an endorsement from a carrier when the goods have been leaded aboard ship.

Railway consignment notes are used for international transport by rail to an
overseas destination. They are not documents of title and are not negotiable.

A Consignment Note is a document which ratifies the freight contract
between the national railway and the railway customer. The railway
consignment note filled in by the consigner (sender) and must be signed by
the consignee on receipt of the consignment.

Railway rates are divided into classes. With some, the collection and delivery is
included. The charges are determined by the nature of the goods and packing.

The following items must be registered in a consignment note:

— Place and dale of issue,

— destination nation (in accordance with the tariff),

— name and address of the consignee,

— description of the goods (in accordance with the tariff),

— weight,

— institution which undertakes the loading,

— name, address, and number of teleprinter of the consigner.

The consigner is liable for the accuracy of the given data.
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The Air Wayhill is the most important document in the international air cargo,
Issued by a carrier of its authorized Cargo Agents.

Itisan Air Consignment Note that accompanies the cargo on its way from the loading
place to the place of destination.
It combines several purposes;
— it is evidence of the conclusion of the freight contract (Contract of Carriage),
— itis the receipt of consignment for the goods which are ready for dispatch,
— it shows that the consigner agrees with the transport conditions of the airline,
— itis a freight bill,
— itis, awaybill that contains the consigner's instructions about handling,
dispatching and delivery of the shipment.
— it acts as insurance certificate if insurance is requested by the
shipper (consigner),
— it is a customs declaration.
The Air Wayhbill ii "NOT NEGOTIABLE" (= contrary to the ocean Bill of Lading
which is negotiable).
The consigner disposes of the cargo until the consignee gives his written and oral
consent about the receipt of the consignment; this made possible by the short period

of transport which is the moat important "advantage of air cargo”.

B. The following words and phrases will help you to understand the text:
Freight forwarder - areHTcTBO 1O OTIpaBKE T'Py30B - IOKIAPHH JKYHATHIII
OViinua areHTIMK
Forwarding order - hopBapaumii 3aka3 — popsap OyropT™Ma
Stipulations of the contract - ycioBust KOHTpaKkTa - KOHTPAKT IHApPTIapy
Freight payments - oriara a gpaxr — (ypaxt ydyH TYJIOB
Insurance — crpaxoBaHue - cyrypTa
Bill of lading - TpancriopTHas HakIaHas — TPAHCHIOPT yCTaMacH

Consignment note - HakiaHast HA TPY3 - FOK YUYH ycTama
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1.

© ~N o o

Airway bill - aBmarpy3oBas — XxaBo WYJI ycramacu

Shipping company - cy10xo/iHast KOMITaHHS - KEMa XM3MaTH KOMITAHHSCH
Document of title - ToBapopacriopsyTeT bHBIA JOKYMEHT - TOBAP TAKCHMJIALII
XYXOKaT!

“in custody for shipment” -«morpyska Ha XpaHEHHE» - Cakjall y4yd
FOKJTaI

Endorsement - mHIOCCAMEHT, TiepeqaTovHasi MOAIMCh — MHIOCCAMEHT, UM30
KYWMII XyKyKAHH OOIIIKa I1axcra 6epun

Carrier - areHTCTBO T10 MEPEBO3KE - TAIIUII OYilrua areHTIUK

Shipper - rpy300TIT pa BUTE JTB - FOK XKy HATyBUH

Consignee - rpy30roIty4areib, KOHCUTHATOP - 0K KAyl KUITyBYA

Consigner — rpy300TIpaBUTEITh - FOK JKyHaTyBIH

Freight bill - cuer 3a ppaxt — ppaxrt yayH xu3mar

Shipping bill — rorpy304HbI KOHOCAMEHT — FOK OPTYBYH KOHOCAMCHT

Comprehencion 1.Answer the following question:

What is usually the first step taken by the exporter after signing the

contract?
What detailed information does a forwarding order include?
What other documents is a forwarding order usually accompanied by?

What do transport documents, such as the bill of lading the consignment
note or the airwayhbill provide for?

What document docs the exporter sign with the shipping line?

What does a transfer of title on the bill of lading mean?

How many originals is the bill of lading usually made out in? Why?

Why has a received for shipment bill of lading become widely used in recent
years?

What document does the exporter sign with the railway company for the

carriage of goods?
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10.What do railway charges for the carriage of goods depend upon?
11.What document does the exporter sign with the airline for the carriage of
goods?

12. List several purposes that the airwaybill combines.

2. Complete the following on the basis of the information given in the text:
Signing the bill of lading the shipping company agrees to ... to ...indicate in the bill.
. The bill of lading acknowledges the receipt of ......by the....
. The company named on the hill of lading is the.....of..... .

1.
2
3
4. Acleanbill of lading means that the goods and the packing ...... when ....
5. A-received for shipment bill of lading means that the goods.....

6

. The received for shipment bill of lading when ... by writing its ... that the

7. The main difference between the maritime bill of lading and the railway
consignment note is that the latter isnot ...andisnot .....

8. Also contrary to the maritime bill of lading, the air wayhbill is not .... .

9. Any of the transport documents, whether it is a maritime bill of lading, or a railway
consignment note, or an air wayhbill, is filled in by... and must be signed by...on

receipt of ....

10. All the transport documents should contain the following data:
a).....
b).....

C).....
d).....

e).....
.....

g).....
3. Reinforcing terminology.

You have already learnt the term "freighter" meaning a person responsible

for the transportation of goods. In the text above you have met the term "carrier"
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to indicate the same. Thus we can say synonymically: to transport goods, , cargo;
to convey goods, freight, cargo; to carry goods, freight, cargo, merchandise.

You have also other two phrases meaning the same e.g. contract of
carriage and freight contract. The names of documents also have their
synonyms (e.g. Bill of Lading, bill of freight, freight bill) but some of them are
most frequently used, and that is why the safest way is to use the following:
Consignment note — for railway transport, Bill of Lading — for sea transport,
Airway bill - for air transport only.

Another term worth discussing is shipping. This term means to send or
carry goods to another place by ship, train or truck. Thus as you have probably
noticed it needn't only be connected with sea transport, as it might seem at first
sight. Consequently a shipper means a person or firm that ships goods. In
previous chapters you have already met the word forwarder. However, these
terms are not synonymous; generally speaking a forwarder is a person or firm
who accepts goods for transportation and turns them over on behalf of their
owner to a carrier. It means in practice that apart from arranging transport a
forwarder handless all other details of transporting cargo, e.g. hiring dock service,
completing customs formalities, packing, weighing, marking, etc.

Hence a forwarder has more functions to perform than a shipper, who is
responsible for transportation only. Shipper, may specialize in bulky goods or
general cargo etc, but there is also a good deal of those involved in shipping of
any kind of freight.

Remember also that in transport and forwarding terminology goods are
dispatched, goods being dispatched are a consignment the person or company
who send; them is not a sender but a consigner and the person or firm is to receive
them is a consignee.

E. Read again the two texts on transport and its documents. Then check your
knowledge of transport and forwarding terminology by giving correct answers to
the fallowing questions:

1. What do you call the first document sent by the exporter to the forwarder?
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9.
10.

What means of transportation will you choose for the following goods:
a) coal, b) grain, c) soft fruit, d) oil, e) weather sensitive goods, f)
medicines to be urgently delivered, g) concrete, h) general cargo, i) coffee, j)
citrus fruits, h) butter, I) fragile electronic elements, m) meat, n) milk.
Some of the goods listed above can be transported by sea, some by rail or
car, some can he shipped either by water or by inland transport. All of
them ever should he transported in special kinds of ships, wagons or cars.
Name them according to the requirements of the commaodity dispatched.
What transport documents should be attached to goods shipped by:
a) sea, b) rail, ¢) road, d) air?

What do you call the sender of a consignment and its addressee?

What are the functions of: a) a forwarder and b) a shipper?

Classify the following cargo using the forwarding terminology: a) soft fruit,
b) iron ore, c) all sorts of small parcels, d) vaccines to be urgently delivered,
e) timber, f) salt, g) electronic instruments.

What do you call a firm arranging the transport of goods to their place of
destination?

What do you call a place to store goods in?

What do you call payments for: a) slaying in harbor, b) transporting goods?

F. Studying export/import documents. Study the enclosed bills of lading and find

out:

3.
4.

The name of the exporter/consigner/sender.

The name of the importer/ consigner/buyer.

The name of the shipping company with which the contract of carriage has
been concluded.

The place and date of issue.

The port/place of loading the goods and of discharge,

How the goods are to be delivered to the port of loading and how to the of
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destination.
9. Description of the goods, their weight, etc.
10. The terms of delivery and payment.
11. What sort of bill it is (clean, dirty, received for shipment, shipped).

12. Other relevant details.

G. Cloze test. Fill in the missing words:

The bill of lading is the most important (1) document. It acknowledges the
receipt of (2) and according to what is being done with them three different kinds
of (3) may be issued. The first is a (4) for shipment bill, issued when the goods have
been received, but not (5) on to a particular ship. If, however, the goods have been
loaded and shipped, then a (6) bill will be issued. But should the goods have been
received in a damaged condition or are not according to the specification, then a (7)
bill of lading will be issued.

The basis of all contracts between the exporter and the airline is covered by the
air (8). This is a (9) fur the goods and a contract of (10). Unlike a bill of lading it
Is not a document of (11). Nor is it a (12) instrument. Three ordinals are issued: one
for the (13), one for the (14) and one for the (15). The person named in the air
wayhbill can obtain (16) of the goods. The exporter must always inform the (17) of
its number at once, so that he may take the delivery of goods at once. Hence the
(18) cannot prevent the importer having the goods without (19), as he can with a
bill of lading. But the exporter may consign the (20) to the importer COD, when

the airline will (21) payment before handing over the goods.

6. Translate into English

U.

1. ®opBapny Oyroprmacu  y3uga roOopwiaéTraH ToBap Xakujaa Oapua
MabIyMOTHHM, Kaepra Ba KUM TOMOHHUJAH IOOOPWIANTH, €TKa3ub Oepuiu

MaH3WJIM Ba MIapTIapH, CyFypTa Ba OOLIKATapHU Y3112 My>KaccaM 3TaJlu.

120



2. DKCTIEMUTOP Ba DKCIOPTEp yJapChu3 TOBAPHU E€TKA3uO Oepuill MyMKUH
OYMaran OUp KaTop XyXOKaTIapHHU Ty3HUIIUIapy Ba UM30JIalIIapH Kepak.

3. IOk xyHaTyBuM 0¥t OXHpHUIa KePAKIN TOHHAKHU FOKJIal OJIMaIH.

4, KeMma sracu Ba 10K KaOyJl KWJITyBUYH XapakaTJapHU TEHT OYJIUIIIN.

5. ®paxT opaep oAaTAa aKKpEAWTHB, IKCIIOPTTA pyXcaTHOMa, YpairaH
KOFO03J1ap, KOHOCAMEHT Ba OOIIIKa Xy }>oKaTiiap OviaH Oupra UIiaTuiIam.

6. ®upma sxcriequTOpra 6apyua Kepakiiv XyAoKaTiIapHH Y3 BaKTHIa FOOOpIH.

7. KoHocameHT - acocuii TpaHCIOPT XyACKATIapuIaH OMPH XUCOOIaHATH.

8. dpaxtioBun (eTkazud OepyBur) KeMara MIapTHOMaJa KypcaTWITaH BaKT/a
IOK FOKJIAHTaHWHHU MabIyM KUIaId.

9. Cu3HMHT TOBapHHU FOKJIAII Ba TAITUIIT XaKUIATH WIITAIMOCHHTU3HHU 9yKyp Ypranuo
YUKHUO, CU3ra IyHH MabJIyM KUJIaMU3KH, Oapya 0K yayH MUHUMA (hpaxt Mukaopu 10
TOHHAIHD.

10. Xap kaHmail KymmM4a Xapaxatiaap, Macajial, Oyl TypuO KOJTaHIUK YIyH
xam, (pupMaHTH3 TOMOHHIAH TY JIAaHAIH.

P.

1. ®opBapaHbIil 3aKa3 CONEPKUT B ceOe BCIO HEOOXOAMMYIO MHGpOpMaIHo 00
OTIPABIIIEMOM TOBape, KyJa M KeM OH HaIpaBJSIETCS, O MECTE M YCIOBHAX €TO
MOCTAaBKH, CTPAXOBKHU U T.]I.

2. DKCIEAUTOP U IKCIOPTEP JOIKHBI COCTABUTH M TIOJITUCATH PSIJT TOKYMEHTOB,
0€3 KOTOPBIX JOCTaBKa TOBAPOB HE MOXKET OBITh OCYIIIECTBIICHA.

3. I'py3ootmnpaBurenns He cMor 3adpaxToBaTh HEOOXOJMMBIA TOHHRX B KOHIIE
MecsIIa.

4. Cynonazienell ¥ rpy30Ioydyaresb MOICIUIN PACXObl IIOPOBHY.

5. ®paxt opaep OOBIYHO COMPOBOXKIACTCS TAKUMHU  JOMOJHUTEIHLHBIMU
JOKyMEHTaMH, KaK aKKpPEIAWTHB, pa3pelleHre Ha SKCIOPT, YIMaKOBAHHBIC JIMCTHI,
KOHOCaMeHT U JIp.

6. ®upma oTIIpaBUiIa HKCIETUTOPY BCE HEOOXOIUMBIE TOKYMEHTHI BOBPEMSI.

7. KoHocaMeHT sIBJIsIeTCS OIHHUM U3 ITIaBHBIX TPAHCIIOPTHBIX JOKYMCHTOB.
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8. dpaxToBarens COOOIIMII, YTO CyAHO OBLIO TTOCTABIICHO MO/ TOTPY3KY B CPOK,
yKa3aHHbII B KOHTPAKTE.

9. TmarensHO M3yunB Bairy npocb0y OTHOCUTENBHO OTTPY3KM M TEPEBO3KU
TOBapoB, coobuaeM Bam, 4To (ppaxToBBIE CTAaBKM 3a BCE I'PY3bl COCTABIISIIOT

MUHUMYM 10 TOHH.

10. JlroOble AOMONHUTENBHBIE PACXOJbl KakK, HampuMep, IUlaTta 3a MPOCTOM

(demurrage), orutaurBaroTCs Bartieii (pUpMoii.
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Lesson XVII
Arbitration

A.Read the text carefully concentrating on its contents and terminology:

If a complaint is not adjusted to the mutual satisfaction of both parties and
several controversial points remain, legal proceeding usually follow. Such
possibility should always be slated in the contract under a separate clause. This
clause determines the ways of setting disputable mutters, or refers them to the
stipulations of the general terms of deliveries attached to the contract , binding
in turnovers between the countries of the contracting parties.

Legal proceeding may take place in the court of justice. This, however, is
very inconvenient for both parties due to differences in the law of some
countries. Thus submitting disputable cases to arbitration has become a regular
practice in international trade.

Arbitration has many advantages: disputable cases are examined and sailed
by specialists, in a much shorter time than that necessary for legal proceedings,
the costs are considerably lower than in the court of justice, there is no need for
legal defence.

However, the awards of arbitration courts before being effected should be
ratified by appropriate legal authorities in the countries concerned. In case of
arbitration between CMEA countries no such ratifications are demanded.

The plaintiff brings the suit to arbitration in the country of the defendant and at
the same time effects a fixed payment. The plaintiff also suggests the name of the
arbitrator to represent him. Then the court of arbitration directs the suit with its full
documentation to the defendant. If the latter does not acknowledge the claim, he
should also appoint the arbitrator to represent him. Then the two arbitrators choose an
umpire and the arbitration procedure begins.

After the report of the umpire and explanations of the parties concermed, the award is made
by the majority of votes. There is no appeal against the decisions adopted by the Avrbitration

Court and they are binding for both the parties concerned.
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by th

The decisionof the Arbitration Court is enforceable in the same way as is a division

e civil court, and if either party to the dispute fails to obey the decision, the

arbitrator can apply to the court for his ruling to be upheld and enforced.

B.The following words and phrases will help you to understand the text:

Legal proceeding — cynonpou3BocTBO — Cy/[I )kKapa&HH

Disputable — ciopabIit — My30kapamu

Binding — 00s13aTeIbcTBO — MaKOYpHST

Court of justice — cyn — cyn

Case — 00cTosATeNbCTBO, CITydail — X0J1aT

Legal defense — neranpHas (3aKoHHAS 3aIIUTa) — KOHYHHUH XHUMOSI
Awards of arbitration courts — pernreHue apOUTpakHOTO cylaa —
apOuTpaX Cyau KapopHu

Plaintiff — ucrer; — nanBorap

Suit — Habop, KOMIUIEKT — TYIIJIaM, KOMILICKT

Defendant — o6BuHsIeMbIit — aitd10p

Acknowledge the claim - moarBepauTh TpeOOBaHKME — TATAOHU TaCTUKITAII
Appeal — mpockba, anmemnsus — UITUMOC, KalTa KypHUIIl

Sue smb. — mogaBaTh Kamo0y Ha KOT0-JIN0O — OMPOPTACUHUHT YCTHIAH

ap3 KWIHIII

C. Comprehension. 1. Answer the following question:

1.
2.

In what cases do parties to a contract have to take legal proceedings?
According to what principles are disputable matters settled between
the contracting parties?

Why do the contracting parties, in case of a dispute, usually refer to
arbitration instead of a court of justice?

What are the advantages of arbitration over legal

proceedings taken in a court of justice?
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What should be done before the awards of arbitration become binding?
What part does the plaintiff play at arbitration

Describe the procedure of appointing arbitrators.

Who is the umpire chosen by?

Is it possible to appeal against the decision of the Arbitration Court? If so, how?

If not, why not?

10.What happens if either party to the dispute fails to obey the decision of

the Arbitration Court?

2. Give a legal term for each of the following

© o N o g bk~ w N P

A court where disputable commercial mutters are settled.
Obligatory (regulation, decision, etc.).

Inhabited by, the mother country of... .

A matter presented to the decision of the court.

To be accused in a legal way.

A lawyer speaking for the accused person in the court.

The person accused.

The person accusing.

To admit that the claim was right.

10.The leader of the arbitrators.

D.Reinforcing. 1. Translate the following text into Native.

Arbitration clause no 12-111/47934

The parties agree that all disputes, controversies or differences which may

arise from this contract or in connection with it, and which relate to its validity

or interpretation as well as to the validity of arbitration clause itself, will be

settled with the exclusion of Courts of Justice, only by Arbitration. If the

Buyer is sued, the Arbitration Court of the Polish Chamber of Foreign Trade
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in Warsaw will be applicable for settlement of the dispute, according to its
rules.

In case the Seller is sued, an Arbitration Court established "ad hoc" in
the Capital of Seller’s country, consisting of three arbitrators, will be
applicable for settlement of the dispute. Either party appoints one arbitrator
and two arbitrators choose an Umpire. In case the party sued does not appoint
the arbitrator within 14 days from the date of receipt of the invitation to do
so, such an arbitrator will be appoint on the request of the Plaintiff, by the
Chairman of the Umpire is not

chosen within 30 days from the date of appointment of the defendant’s
arbitrator, the Umpire is appointed on the request of one of the parties by the
President of the Polish Chamber of Foreign Trade in Warsaw.

The awards of Arbitration Court are made by the majority of votes. The
basis for settlement will be the Polish Law. The parties recognize the
decisions Arbitration  Court as final and legally valid and bind themselves

to fulfil the voluntarily immediately after they are passed.

2. Cloze test. Fill in the missing words:

The practice of settling commercial disputes by (1) instead of by trial in
civil cours of law is wary much on the increase. An (2) is the person appointed
by both parties to give a (3) on the rights of the dispute. A majority of
commercial contracts contain an arbitration (4) under which both parties
t0 the (5) agree to refer any (6) to arbitration. In some contract each (7)
appoints an arbitrator. When two arbitrators fail to reach (8), an Umpire
Is appointed whose division is (9) on both sides. The decision of the
arbitrator is called the (10). In order to be binding it must be (11), certain, possible

and consistent. It must also take oil the matters submitted into(12).
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3. Translate into English

U.

1. Cu3 ¥3 apu3aHrU3HUHT KOHYHUIJIMTHHA UCOOTIIAIINHTH3 KEPaK.
2. ApOuTtpakra KaHai XyxKaTiIapHy TaKIUM STUIIIMMU3 Kepak?

3. Cu3 TacHWKJaHTaH WIIOHYHOMA, 3apap XakKuja IIUKOATHOMA Ba HOPO3MIUK
ApU3AHTU3HU FOOOPHILIMHIU3 KEPAK.

4. DBTUPO3UHTU3HU aCOCIIOBYY KaH 1ail ucOoT 60p?

5. busa umonwm, aHuK acociap 6op.

6. Cya kapopu 0yiinda KaliCu TaMOM €TKa3WIITaH 3apapiiapHH TYIanau?

/. CuzHuHT (upMaHru3 OuMp Heua MapTa MApTHOHA KOWAATApUHU Oy3raHiIvru Ba
3apapjapHU KOIUIamigaH Ooil TopTaéTraHd ydyH Ou3 apOuTpax cyaura
MypoKaaT KUIaMu3.

8. ApOuTpax Kaita Kypubd YUKHIIHU KOJIUPAH, YYHKH Xed KaH1ail ncOOT Ba HII
OVirua Xy;oKaTiiap TakJauM STHIMaraH 3.

9. Apbutpaxk xapaxarinapuHu kuM Tynanau? Kaiita kypu0 unkyBuM apOUTpax
XapakaTJIAPHHH KUM TYJIaliau?

10. ApOutpak MHKUPO3Ta yuparaH KOMIIAHUSHUHT JabBO apu3acura OMHOaH

UIIHYU KYpUO YMKUIITHU OOILIa IH.

R.
1. BeI 10mKHBI JOKa3aTh 3aKOHHOCTH CBOETO MCKa (3asiBIICHUSA).
2. Kakne TOKyMeHTBI MBI JIOJDKHBI TIPEICTABUTH B apOUTpak?

3.Bbl  JOMKHBI  HampaBUTh  CIEAYIOIIME  JOKYMEHTBL:  JICTaJIM30BaHHYIO
JIOBEPEHHOCTh, aKT-PEKJIaMaIIiH, HCKOBOE 3asiBJICHHE.

4. Kakue noka3aresnbCTBa y Bac €CTh U1l 0O0CHOBAHUS ITPETEH3UN ?

5. MpI pacrnionaraemM yoeuTeIbHBIMU JOKA3aTETbCTBAMHU.

6. Kakast cropoHa 06s13aHa BBITUIATUTH CyMMY 32 HAHECEHHbIE YOBITKH IO PEILICHUIO
cyna?

7. Tak kak Baiiia (prpmMa HEOJJHOKPATHO HAapyIIaia yCIOBHUs KOHTPAKTA U YKIJIOHSETCS
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OT BO3MEIIICHHS YOBITKOB, MbI BBIHYKJICHbI OOpaTUTHCS B ApOUTPAKHBIN CY/I.

8. ApOuTpak OTKIIOHWJ amneiUIIui0, TaK Kak JIOKa3aTelbCTBA M HUKaKUe
JOKYMEHTBI 110 JAHHOMY JIeNTy He ObUTH IPE/ICTaBIICHbI.

9. Kto Oyner BhIIUIauMBaTh U3ACPKKU MO apOuTpaxy? M3aepkku nmo apouTpaxy
Oy/IeT HECTH areJuJIsHT.

10. ApOutpaxx Hayal pacCMOTpEHHE Jefla 10 TMPEAbSBICHHOMY HCKY

O6&HKpOTPIBHIGﬁC§I KOMITIaHHMH.
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VOCABULARY

Lesson | Main types of business units

firm, company, corporation

to carry an activity
supply of services

to run a firm/business
sole trader

enterprise
supervision

to share profits
financial resources
partnership

unlimited partnership
limited partnership

joint stock company

- (upma, KOMITaHHS - KOPITOPAITHSI
- (haomuAT IOPFU3MOK

- XU3MaT KYpCaTHIIl

- pupmanu OOIIKApMOK

- SIKKa COTYBYH

- KOpXOHa

- Ha3opaT

- oitmanu OYIMOK

- MOJIUSIBUN MaHOaap

- XaMKOPJIUK

-MabCYJIHATH YCKIIaHMaral XaMKOPJIHK

- MAaBbCYJIUATH YCKIIAHT'aH XaMKOPJIHUK

- AKOUAOOPJIHUK KaMUATHU

Lesson Il The importance of export

breed

overseas

home market

turnover

to meet a delivery date
to collect payment
occasional export order
shipment period

to ship

destination

promt and secure

currency

-KaTeropus
-XOpuxaa
- T9KU 0030p
- TOBAp aujlaHMAaCHu
- BaKTUJa €TKa3UIII
- TYJIOBJIAp UMTUMHU
- Tacoauduit SKkcnopT OyropT™Macu
- OPTUUI AaBpU
- OPTMOK
- €TKa3UIll MaH3WIN
- Oyc-OyTyHiuruya

- BaJIIOTa
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fluctuations in exchange rates - BaJIIOTa KYPCUHUHT Y3TapHIIH
movement of goods - TOBap XapakaTu

remittance of funds - hoHTTAPHH YTKA3HII

Lesson Il The structure of an export office

sales -COTYB

research - TAJIKUKOT

records - perucrparms - €3yB KaiiJ1 ATHIII

personnel training - KaJIpJlapHH Talépiant
purchase - Xapua

unwieldy - KHWH OOIITKapuiIauran
vertikal - BEpTHUKAI

horizontal - TOPHU30HTAJ

order processing - OyropT™a )xapa¢Hu

invoicing - €3u0 Oepwu, paxTypiarr
filling - nHOpMaNHA TYTUIIAMHU
transaction is handled - CaB/I0 OUTUMH OIUPHILIN
involvement in export - OKCIIOPT (HaoJIUATUTA KHPHIIT
rivalry and overlap - paKkoOaTJIalIMOK, KHCMaH KOTLIAMOK
marketing manager - MAPKETHHT OOIIKApyBUNCH
sales manager - caBz10 Oyitrua OOIIKapyBYH
shipping manager - fokJamm Oyindya OomKapyBUn
promoting sales (sales promotion) - CaBJIOHH FOPFU3UIII

quotation - IPEUCKypaHT

acknowledge an order - OyIOpTMaHHU TacTUKJIAII
works - MaxcyJoT

confirm the date of dispatch - )KYHATUII MyAJaTUHU TaC KAl
nofity - xabap 0epMoK

unavoidable - MyKappap

feassibility - amaJra omupuo Oyaaura
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marking - MapKaJain

to charter - ppaxTaamr

shipping space - 10K YYYH XOH

freight forwarder, supplies - TABMUHIIAMOK

to draw up documents - Xy soKaTiaapHu (HaosusaTaaH

YUKapuO Talanm

accounts departament - Oyxranrepus

Lesson IV Basic concepts in marketing

marketing research - 0030p TaIKUKOTH

volume of output - UIU1a0 YMKAPHUIIT MaXCyJIoT
XKMH

exports - OKCIIOPT COTYBJIApH

export promotion - OKCIIOPTHH KYJU1ad KyBBaTJIAII
external economic and political - TAllIKK UKTHCOIUM Ba CHECHIA
publicity OILIKOPAJTUK

personal selling - SIKKa COTYB

offerer - TaKIud STyBYH

broker - Opoxkep (mammon)

middleman - TaJIIo

reability - HIIIOHYMJTHIINK

after sales service - COTYBJIaH CYHITH XU3MaT

sales promotion - CaBJIOHU KyJUTalI

discount - Yerupma

bargian sales - bapTep OpKaIH COTHIII

Lesson V Levi Strauss and his company

canvan duck - KaHBa MaTOCH

broadcloth - KYIIOJI MaTo

denim - KYIIOJI TaxTa MaTo

indigo dye - KYK Oy€K

fabric - BOJIOKHO

to rivet - TyrMaJaJiani (KHOITKaJIaI)
to pan - FOBUO TalIaMOK
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harness

snug

to tapper
sundries

apparel

- XaJKa

- IMHaM, ENUIKO TypyBUH
- oxupura 60pud Topaitui
- Xap XuJ Hapca

- KUUUM

Lesson VI We are the best!

dryer
mill owners

heat recovery systems
power generating industry
grain handling and storage
verhead costs

to assembly

purchasing in volume
volume discount

after sales service

agent, agential

brand

brand image

brand decision

to bring profit/loss

broker

parent company
competition

competitive

discount

to grant a discount

- KypUTYBUYH
- (abpuka sranapu

- HCHTHII TahbMUPJIAII TU3UMH
- DHEPIreTHKA CAaHOATH
-IOH €TKA3HUIII Ba CaKJIalll
- ycTama XapaxxaTiap
- UAFUII
- KaTTa MUKJOPJIaryd XapuI
- KaTTa Xa)XMJIM TOBAp COTHIIArH YerupMa
- COTYBJIaH KEHHHTH XHU3MaT
- areHT
- CaBJI0 MapKacu
- CaBJI0 MapKacu oopycu
- CaBJI0 MapPKACHHU TOTIMIII
- (oiina, 3apap KENTUPHUIIT
- JaJlJIoN
- OoII KOMITaHUS
- pakobar
- pakobatbap oI
- yerupma
- YerupMa KujIuil
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display - HaMOEH KunI (Kyprasma)

to display -Kypra3ma KyHiuii

window display - Kypra3ma oifHacu

distribution - TaKCHMJIALII

distribution channels -TaKCHMJIAII KaHaJlJIapu

export oriented - DKCIIOPTTa MYJDKAJIJIAHTaH

promotion - pexiama

exhibition - Kypraszma

fair - ApMapka

free sample - aJI0XHU1a HaMyHa

label -eTUKETKa

line, production - MIIJ1a0 YUKAPHII TUHUSICH

marketing policy - MapKeTHT cuécaTH

marketing research - 0030pHM YpraHui(TaIKUuKOTH)
marketing strategy - MAPKETUHT CTPATETHICH

offer -TaKJIH

packaging - KaJOKJIaIll

personal selling - SIKKa CaBJI0

public relations - JKaMHUSITYUIIUK OWJIaH MyHOcabaTiIap
sales, bargain sales - ap30H CaBJIO

price tag - HapX KypcaTWiraH TaMfa

Lesson VII The main elements of a contract

clause - KEJIMIITYB ITyHKTH

contracting parties - KOHTPaKTHH amaJira OIITUPYBYH TOMOHJIAp
in course of its implementation - aMaJjira OILIMPHII kapaéHua
appropriate measures - MOC TagOupiIap
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adjustments - TYFUpJIIAIl
arbitration procedure - apOuTpax cyn xapaéHu
terms of payment - TYJIOB IIapTIIapH
terms of delivery - eTKa3u0 OepuII mapTiiapu
the scope of the contract - KOHTPAKT MacmTadu
up to the sample enclosed - KeATHPWITaH HaMyHa Oyinda
scheduled price - OenrunaHTa” HapX
basis price - OOIITAHFUY HApX

ultimate price - OXUPTHU HapX

invoice price - (haxTypa HapxH
bulky goods - KaTTa XaXXMJaru 10K
market price - 0030p HapxH

latest quotation - OXHPI'H HApX OeNTHIall

capital goods - aCOCHH KamluTaj, Uiuiad YMKapuill BOCUTAIAPH
inclusive price - bapya XHU3MaTJIapHU KUPUTHIITAH HapX
fixed price - Oenrwtanrad (Y3rapMac) HapX
fluctuations of prices - HapXxJap y3rapuiinm

up or down alteration of price clause - Hapx ycurim éku nmacaiuIm MOAIACH
price fluctuation clause - HapX Y3rapuiiy MOJIacu

abatement - Macaiuill, 4YerupMa, COJUKHH OEKOp KUJIUII

rebate - yerupma, (pousnapHu XuCoO aH YNKAPHIII

Lesson VIII Basic commercial documents - commercial invoice

commercial invoice
bill of lading
insurance policy
joint value

terms of delivery

marking

- hakTypa xucobu
- TPAHCIIOPT yCTaMacu
- CyFypTa MOJIUCH

- YMyMHH KUKWMAT

- eTka3ub Oepulll mapTiaapu

- MapKaJal
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invoice form

final invoice
provisional invoice
to effect payment
pro forma invoice
guotation
confirmation of an order
financial claims
consular invoice
customs clearance
certificate of origin

customs invoice

bill of freight/railroad bill of lading

consignment note

air way-bill/air consignment note

insurance policy

certificate of insurance

- xucob (axrypa hopmacu
- AKyHHUH XUCc0o0 pakTypacu
- OJIIMHJIaH Ty3UJITaH Xucob aktypacu
- TYJIOBHM aMalira OLIUPHIIL
- X1ucob dopmacu
- Kypc (Takiud)
- OyropT™Ma TacauFu
- MOJIUSIBUU Tanabiap
- KOHCYJIJTUKKA ouJl X1ucob (aktypa
-00’XX0Ha TEKITUPYBH
- KeuO YUKHUII cepTUPUKATH
- 00’KXOHA XUCOOHU
- TEMUP WUYJI ycTaMacu
- TPAHCIIOPT yCTaMacu
- XaBO OpKaJIM TallWIl Oyitnya ycrama
- CyFypTa MOJINCH

- CyFypTaJIall Xy¥KaTjiapu

Lesson IX Bill of exchange (B’E)

expiry date

the terms of credit
revocable/irrevocable
to cancel or amend
advise a letter of creit
advising bank

0aHK)

confirming bank

issuing bank

- aMaJl KWJIWHUIITHUHT OXUPTH MYJAIaTH
- KpEIUT mapTiiapu
- KalWTapuiraH, KauTapuiManuran
- OeKop KUJIMII €KW KOTJIAII
- aKKPEJIUTUBHU MabJIyM KUJIMOK

- xabap OepyBuH O0aHK (KOHCYJIbTAHT

- TpaHT 0aHK

- DMHUTEHT OaHK(YHKapyBYH)
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compatible with

to reimburse

Short term export finance

to deplete

to allow credit
with/without recourse
overdraft

OYIMOK.

overdrawing

advance

face value of the bill
clean bill for collection
bill negotiation

cassh against documents
charging interests

collection fees

bank bill
discount

money market

sale proceeds are credited to...

KpeauTiiaHaau
the bill matures

acceptance commission

- Ouna"H XaMKOPJIUTHU

- Korutab 6epmok, KaiTapud OepMOK

- TYTaTMoOK, capgab TyrarMox
- KpeauT 0epMOK
- MILIATHO, UIIJIaTMacaaH

- KpeIUTHUHT OMMII, OaHKKAa Kap3J0P

- KpeAuTHU OaHKJa OIUO eTUIIHN

- aBaHC, Kap3

BEKCEJIHUHT HOMHUHAJI KUMMaTH
- cod Bekcen

- COTYB, BCKCCIIHU XHcoOra OJMII

XyXOKaTaapCcu3 HAKI MyJT TYiamn

- Kap3iaap Oyinda pousnap

- )KapuMa, Kap3siap,
O0anan-TyjaoBiap WUFUMU

- 0aHK BEKCeH

- yerupma

- yJ1 6030pHu

- COTYBJAH TYyIITaH TYyLIyM

- BEKCEJIHU TYyJIall MyIAaTU

- aKienTiaam Oyinya KOMUCCUS

(Tynamra po3wirK Oepuin Oyiirnya KOMHCCHS)

collect debts

sales ledgers

- Kap3JapHU WUFHUIL

- COTYB XHUCO0- KUTOOU
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service chages

standing of a company
confirming house

to place an order
export finance house
credit assessment
export house
reimburse
promissory note
without recourse
counter claim
warranty

sight bill

- XA3MatTjiap TYJOBH

- KOMIIAHUSIHUHT MOJIUSIBUM XOJaTH.
-KOMHUCCHOH pupma
-OyropT™Ma 6epMOK
-9KCMIOPTHU MOJIMSUTAIITUPYBUU (prpMa
-KpeIUTHU OaxoJiaml
-3KCTopT (hupmacu
-CyMMaHH KaWTapuIl
-OJIINI BEKCEI
- perpeccus
- Kaply apu3a, TajlabHoMa
- kadwuk, kadosar

- TpaTTa, KypcarMa BeKcel

Lesson XI Medium terms export finance

Leasing

hire purchase
instalment
merchant bank
down payment
equity

fixed-rate (credit, finance etc.)
bond

floating- rate note
interest rate
trustee

forfeiting service

- JIM3UHT
- HaCHsITa TOBAPHU XapHT KHJTUTIT
- Oajan
- TIOKOpAT OaHKH
- HaK/1 ITyJ1 OWJIaH TYJIOB
- IIAXCUM KanuTajl (aKIms)
- noumuii hous
- O0nurarys
- BEKCEITHHHT «Y3rapyBUuaH» Kypcu
- hou3 cTaBKacu
- KapaMOFura OJIyBUH

- popeiTHHT XU3MaTH
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aval - aBaJIb, KahosaTHOMA

warranty - kaponar
commitment fee - TOHOPAPHUHY TOIIITHUPHII
eligible - MOC KeJTyBUYH, KOHUKTHPYBYH

Lesson XII Foreign currency for exports

convertible - aJIMaIlyBra MOMUJLIHK

foreign exchange market - BaII0Ta 6030pH

forward exchange market - opBapn Bamota 6030pu

forward rate - bopBapn O¥iinya Kypc, Te3KOp OUTHM
Kypcu

spot rate - Kacca IapTHoMarapu Oyiinya Kypc
(x03upru KyH)

at a premium - HOMUHAJIJIaH FOKOPH

al a discount - yernpma OuItaH

commission fee - KOMHCCHOH TY/JIOBJIap

Lesson XIII Transport — forwarding insurance

inland transport - UYKH TPAHCIIOPT

route - HyHaHIIT

bulky goods - OFH 0K

general cargo - YMyMHit 10K

coastal craft - KUPFOK KeMacH

cargo vessels afloat - KMPFOK OJITU XY KaJTUTH

cold storage - My3JIaTTHY/1a CaK/IaIl

storing - caKJIaIl

railway (rail) - TeMUP WY

track - 1y ( KaTa MaIMHaIap KaTHANHIUraH )
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rolling warehouse
crane

to pour

tipping van
grain

iron-ore
timber/lumber
concrete
carriage
consignment
transshipment
flexible
perishable goods

tank car

sound delivery of goods

forward

air cargo
airfield

aircraft
restricted loads
airfrighters

in the long ran
cut costs
inventory
wharf age
pilferage

surveillance

- Kyaupma oMOop
- KyTapmMa KpaH
- KYUMOK
- TOBap TalllyB4d (yproH
- IOH
- TEMHP pyJlacu
- YPMOH MaTeprain
- OeTOH
- BArOH
- 10K
- TOK TallIXII
- y3rapyB4aH
- Te3 Oy3MITyBUYM MaxcyJIoTiap
- TAHKEP
- TOBapJIapHU CU(ATIU €TKa310 OepuIll
- popBapa
- XaBO FOKU
- KYHUII MaiJIOHN
- XaBO Kemacu
- yerapajaHraH FoK
- FOK CaMOJIETIIapH
- Y30K Myataa
- XapaKaTJIAPHUA KaMalTUPHILT
- 3aXUpa
- IopTAaryu 00XKXOHA TYJIOBJIAPH
- KNMUK YFUPJIMK, YMapUILl

- TUHTYB, TEKIIUPYB
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Lesson XIV  Forwarding — packing and marking

bag - KOII, KOILIAIII

linen - TOIIITAXTa MaTo

canvas - Ope3eHT KoIuiama

sack - KoM

jute - KTYT

bale - TFOKJIapra sKOMJIalIl
protective material - XUMOST MaTepUaITH
bundle - Oorrlama

carton - [IAKET, KOPOOKA Ky TH
cardboard - KAPTOH

fiberboard - TOJIAJIN

case - I, XOJIaT, KEUC
metal band - MeTaJll JIEHTa, OOFHY
wire - CUM

hinged lid - KOTUPHJITaH KOTIKOK
chest - CAaH/IMK

crate - SAIIUK

can (tin) - OrrToH, OaHKa

drum - GapabaH, KypyK MeBajiap y4yH Koriama
barrel - bouka

keg, Cask - O0YKaua

wicker - SIIMKIIApAArd TyHHYK
roll - aiinaHnIn

wrapping paper - Ypalll ya9yH KOF03
adhesive tape - JICHTa, OOFHY
shipping mark - FOKJTAHTaHJIMK OeNTUCH

140



caution mark
gross Wt ... netwt...
dimension

cargo labels

- OTOXJTAHTUPHII OCNTHCH
- SUTIA OFUPJIHK. . ., CO(p OFUPITIK
- yigam

- 10K Oenruiapu, Oupkaiap

Lesson XV Forwarding - main transport documents

freight forwarder
forwarding order
stipulations of the contract
freight payments
insurance

bill of lading
consignment note
airway bill

shipping company
document of title

“in custody for shipment”

endorsement

carrier
shipper
consignee
consigner
freight bill
shipping bill

- FOKJIApHU JKYHATHUII Oy YA areHTI MK
- (hopBapa OyropT™Ma
- KOHTPAKT IapTIIapu
- hpaxT yuyH TYJIOB
- CyFypTa
- TPAHCTIOPT yCTaMacH
- IOK YUyH ycTama
- XaBO UYJI ycTamacu
- KEMa X1U3MaTl KOMITaHUSICH
- TOBap TAKCHUMJIAILI X Y}OKaTH
- CaKJIalll y4yH FOKJIall
- UHIOCCAMEHT, UM30 KYWHIII XyKYKUHU
Oor11ka maxcra 6epuii
- TaluI Oyinya areHTIuK
- 0K KYyHaTyBUl
- FOK KaOyJ1 KWTyBYH
- FOK Ky HATyB4U
- (paxT y4yH Xu3MaT

- FOKOPTYBYM KOHOCAMCHT

Lesson XVI Insurance — customs

risk

- xaB(), xarap
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insurance broker - CyFypTa Opokepu

insurance company - CyFypTa KOMIIAHUACH

air insurance - XaBO WyJIIap CyFypTacu

marine insurance - ICHIU3 CYyFypTacH

full coverage insurance - Oapua xonariapra cyrypra

insurance against all risks - Oapua xaBdJiapaaH Cyrypra

sea-borne goods - JICHTW3 OpKaJIU YTKa3WJIaIuTraH
TOBapJIap

particular average clause - allpuM XO0J1aT YIyH CYFypTa ITyHKTH

free of average clause - alipuM XoJaTIapaaH XOJH

with particular clause - alipuM XOoJIaTIIapHU XUCOOTra OJraH

xoaa

Lesson XVII Arbitration

legal proceeding - Cy 11 KapaéHu
disputable - My30KapaJiu

binding - MaXOypHSIT

court of justice - cyn

case - XoJjar

legal defense - KOHYHHI XUMOSI
awards of arbitration courts - apOUTpaX CyIu KapopH
plaintiff - 1abBOTAp

suit - TYIUTaM, KOMIUICKT
defendant - alldop
acknowledge the claim - TaJIa0HU TaCAUKJIALIIl
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