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Ïðåäãîâîð

#�
����
��� ���
 ��������	 ��� ��-
����� ��	����� �	 ��"��	����
� �������� ����� �� �	�� � $#%, !���
�����	��� � #����	���, �� � ��
&���� ����. '������ �� ��	����� ���� �� �������	 � ��������	
����(������� � ���������� ������� �	 �	����	�� �	 ������� ������,
	 
���	
���� � ������ �	���)��� �� �	������ ���	�� �� �
	��	� �����
���������� ��� ��
�.

*	����"��� �	�������� � �����	��	��� �	 (��	, 
���� ���� ��	�
�������� ������	�	��� ����	��� �� ���
	, �� �� ��	����  ���������	�-
�	�	 ��
��
	 �	 ������	 � �� ������	�	� ����� 
�����
	����� ������.

+�����	���� �	 ���
���� �	����	� � �	
���	��� �������� ���
�	����������	 ���
����
	, ��� 
	�� � ������	�	 �� �	�� ���	
	����
������	 ��	���� ����� �� ��	��	�	 ������ ��	
��
	 � ������	���� �
�	�	����� ������ �	 ���
	��
� ���
. $�"��� ���(�� � �������	� � ���
���	�	���� ���&�	�����	�� ��
����� � ��	��� � �
��������
	 �	��������.

,��
	�	 �� ������ �� 15 �	����	, ��������� �	 �	������	��� ���� ��
����������� �	 ������� ���
	��� (�	���	 � ����	, ������ ���"�,
���
�����, ���	���, ����"���� �	 ���
���
� �	�	���, 
��	������
� �
������	 � ��.). 1�����	���� �	 ������� ��	���	 �	 �������� �	 ������
��
������ (�������	&��, ����	, ��
�����, �����
��� �� �	���	���).
2�����	 
�	�	  � ��������	 �	 ������������ �	 �������	�	 
����-
������&�� ���	�� ������� �	��� ��	����� �	 �	���	�	 �	 �������.
!
�3���	 � � ���	, �	��
	"	 
	����	�	 � ���������	����� �	������
�	 ����, 
���� �� 
����� �	 ������ �	���	 ������	�	 � ��	������� �	
	�
����
� ���
.

,�� ���
� �	���� ��	 
�	�
	 
�	�	����	 ���	�
	, � 
���� �� ���-
������ � ����"	�	� �	�-�	����� � ���������	�� ��	���	 � 
������
&��,

���� ���
������ �	�������	� ���
	��
�� ���	���. !
�3��� � ��"�

�����	� �	 
��������� �	������ � �����
��	 ��� ������ ���"� �
	�
�������� ���	��.



4

1����������� �	 ���	
	���� ������	 ���&�	�����	� 	�
����
�-
���
	��
�  �����
 � �	�-����� �������	�	�	 ������ ���������
��.

2� ����&���	 �	 �	����	��� � 
������� ���� �� �	���	� ��
����, ��
„������ 	�
����
� - �	�������� � ��	����” "� �� �
	�� ������� ��
�	�� �	 �������������� ���
	���, �� � �	 ����
�, 
���� �� ���������	�
�� ������ ���������.

�
	��	
 �
����
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Meeting people.
Places and states.

Occupation

Çàïîçíàâàíå.
Ãðàäîâå è äúðæàâè.

Ïðîôåñèÿ

  1.

1.

- Hello. I’m Steven Collins

of Heleco company.

- How do you do, Mr Collins?

I’m George Benson

from the Commercial Department

of GlaxoSmithKline.

- Pleased to meet you, Mr Benson.

- 5��	�����. #� ��� $����� ,�����
�� ����	 “6���
�”.
- 1������ �� �, 
-� ,�����.
#� ��� '����� ������
�� ���
���
�� �����
�	 “7�	
�� $��� ,�	��”.
- 1������ �� �, 
-� ������.

commercial commercial commercial commercial commercial [k�
m�:ʃl] ���
���
�

2.

- Good morning, Tom.

- Good morning, Annie.

Annie, this is my colleague Susan.

She is English.

- Hello, Susan. Nice to meet you.

- Nice to meet you, too.

- '���� ����, 8��.
- '���� ����, #��.
#��, ���	 � ����	 
����
	 $3���.
8� � 	�
���	�
	.
- 5��	���, $3���. 1������ �� �.
- 9 �	 ��� ��"�.

colleague [
k�li:g] 
���
	, 
����
	

3.

- Excuse me, are you Mr. Davis?

- Yes, I’m Bob Davis.

- Pleased to meet you. I’m Vasil

Donchev from the Bulgarian Eco-

nomic Society.

- Nice to meet you, Mr Donchev.

It’s a real pleasure for me

to meet a well-known Bulgarian

economist like you.

- 9�������, !�� �� ��� 
-� '�����?
- '	, 	� ��� ��� '�����.
- 1������ �� �. #� ��� !	���
'����� �� ���
	��
���
�
��������
� ���������.
- 1������ �� �, 
-� '�����.
9�����
� ����������� �	 ��� �
�	 �� ���"�	 � ����� ����	� ���-

	��
� �
������� 
	�� �	�.

society [s�
sai�ti] ��������� pleasure [
ple��] �����������

�
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4.

- Are you the new secretary

of Mrs Robertson?

- No, I’m not. I’m her daughter.

- Oh, I’m sorry. It seems your

mother is very busy these days

with our guests from Canada.

- I think so. That’s why she invited

me for her interpreter in French.

- !�� �� ��� ���	�	 ��
���	�
	 �	

-�	 ;��������?
- *�, �� ���. #� ��� ��"��� �.
- 2, ���	���	�. 9�
����	, ��
�	�
	 �� � ���
� �	��	 ���� ��� �

������ �� �� ,	�	�	.
- 8	
	 �. <�� �	"� �� ��
	��
�	 ����	 ������	�
	 �� �����
�.

guest [gest] 
��� interpreter [in
t�:prit�] ������	�
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 ,�
	�� �� �	����	�	�� � �������	���)��� ����� �����, �	������	 �
�����	 ��������, �������	��� ��	��&������� �	 	�
����
�� �����
��
���	�� �	 �������� 
	��:

Pleased to meet you.
Good to meet you.
Nice to meet you.
Nice meeting you.
2������ �	�������	��� � ���	��� How do you do? Ïðèÿòíî ìè å! (�	 ��

��	�� �	���
	 � How are you? Êàê ñòå? � What do you do? Êàêâî ðàáîòèòå?)
*	 ���� �����	� ���
������ ��
��	���� ��"� � How do you do? ! 	����
	��
��
	�
����
� � �������� �	 �� ��
����� � c I’m very well, thank you.

,�
	�� �� �� ��"	�� 
	
 �	 ��
������� �	 �	��� �����	�, �������	���
�������	����� ��	���� �	 ��
������� �� ��"�� �	���, �� 
���� �	 ��
�����	�� 
�� �	�.

9������	 �� 
�� ���
��� (��	 ������ �	 ��
	���� � ���
��&	����	
How interesting! Êîëêî èíòåðåñíî! Oh, really! Íàèñòèíà ëè! That’s really
amazing! Èçóìèòåëíî!

5	 �	 ���������� �	�
����	 � �	 “�	������� ��������”, ������ �	
�	�	���� �	 ���������
	 �� ������� �� ���	 �	 Where are you from? Îò
êúäå ñòå?, Do you like this city (country)? Õàðåñâà ëè âè ãðàäúò
(ñòðàíàòà)? Where are you staying? Êúäå ñòå îòñåäíàëè?, Is this your
first visit to Bulgaria? Òîâà ïúðâîòî âè ïîñåùåíèå â Áúëãàðèÿ ëè å?
What are you here for? Why are you here? Çàùî ñòå òóê?

1������ �� �.

5.

- Where are you from?

- I’m from New York. I’m American.

What about you? Are you British?

- No, I’m Italian, but I

grew up in the United Kingdom.

- Oh, I see. Your English is fluent.

You speak like a native speaker.

Is this your first visit

to New York?

- Yes, this is my first visit to the

city that never sleeps.

- And what are you here for?

- I’m visiting customers.

- 2� 
��� ���?
- #� ��� �� *3 ?��
. #����
	��&
���. # ���? #�
���	��� �� ���?
- *�, ��	��	��& ���, �� ���
���	��	� � 2���������� 
�	�����.
- 2, �	����	�. !�� 
������� 	�
���-
�
� ��������. 7������� 
	�� ������.
8��	 ������� �� �����	��
�� *3 ?��
 �� �?
- '	, ���	 �� � ������� �����	��
�� 
�	�	, 
���� ��
�
	 �� ���.
- # �	"� ��� ��
?
- 1���"	�	� 
������.

fluent [flu�nt] �������� (�	 ���
) My English is fluent.

7����� �������� 	�
����
�.

�

�
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6.

- Oh, hi. What was your name again?

I can’t keep straight

all the participants’ names.

- It’s OK. I have a hard time

remembering names myself.

- How, Karen, right?

- No, it’s Cornelia.

My colleague’s name is Karen.

- Cornelia. Okay. I think I heard

you were from Bulgaria.

- Well, I was born there. But my

parents are American. I grew up

in France and I live and work

in America.

- Oh, a world traveller.

- That’s right. So, what do you do?

- Well, I’m a manager in a big

consulting company.

- How interesting!

And what do you consult?

- Technical works, infrastructure

projects, construction

of factories, bridges, roads.

- Oh, really?

It must be an interesting job.

- Well, being a manager in a big com-

pany can be real hard,

but rewarding job.

- I think so, too.

- 5��	���. ,	
 �� ���� �����?
*� ��
	 �	 �	����� ��	�����
����	�	 �	 ����
� ��	����&�.
- *��	 ��"�. 9 �	 ��� �	�	�	 ��
� ������ �	 ����� ����	.
- ,	
, ,	���, �	��?
- *�, ,������� �.
9���� �	 ����	 
����
	 � ,	���.
- ,�������. '����. @����, �� ��(,
�� �� �� ���
	���.
- <, �����	 ��� �	�, �� ����������
�� �	 	����
	�&�. 2��	��	(
��� A�	�&�� � �	���� � �����
� #����
	.
- 2, ���
����	 �� ������� 
����.
- 8	
	 �. <, 	 �� 
	
�� �	�����?
- #�� 	� ��� �������� � 
����	

������	���
	 ����	.
- ,��
� ���������!
9 
	
�� 
��������	�?
- 8�(�����
� ���	, ����	����
���-
�� ����
��, ������������
�	 �	���
�, �������, ����"	.
- 2, �	�����	 ��?
8����	 �	 � ��������	 �	���	.
- <, �	 �� �������� � 
����	 ����	
���� �	 ���� �	�����	 �����	,
�� ������������	"	 �	���	.
- 9 	� ����� �	
	.

keep straight �	������ ��	�����
grow up (grew-grown) [grou] �	��	,
���	���	�
consult [k�n
s�lt] 
��������	�
technical [
teknik�l] ��(�����
�

infrastructure [�infr�
strk�ʧ�]
����	����
���	
rewarding [ri
w�:diŋ]
������������	", ����	"	" ��
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7.

- Hello. Are you here

for the IT conference?

- Yes, we are. Paul, come and meet

these people. These are James

and Susan from Canada. They also

came for the conference.

- How do you do?

- That’s neat. “How do you do?”.

You British are very polite.

- And let me introduce Maria

and Julian. They come from Bulgaria.

- Hi. Pleased to meet you. And who is

the man with the glasses over there?

- This is Mr Contini, President

of British - American Tobacco.

- Contini? I’ve heard about him.

He is Italian but he was born

and grew up in the USA.

- This is not quite true. He was born

in Milan. Then he moved to

the United States with his parents.

- 5��	�����. 5	 
�������&���	
�� ������	&����� ��(����
��
�� ��� ��
?
- '	. 1��, ��	 �	 �� �	����	��
� ���� (��	. 8��	 �	 '�����
� $3��� �� ,	�	�	. 8� ��"�
�	 ����� �	 
�������&���	.
- 1������ �� �.
- ,��
� ����
	��! “1������ �� �.”
!��, 	�
���	����, ��� ���
� ������.
- 1�������� �	 �� ������	��
@	��� � C��	�. 8� �	 �� ���
	���.
- 5��	���. 1������ �� �. # 
�� �
����� � ����	�	 �� �	�?
- 8��	 � 
-� ,o�����, ���������
�	 “������-	����
	� ���	
��”.
- ,������? D��	� ��� �	 ��
�.
8�� � ��	��	��&, �� � �����
� ���	��	� � $#%.
- 8��	 �� � ������ �����. ;���� �
� @��	��. 1���� �� � ��������� �
$#% � ���������� ��.

neat [ni:t] ���"��, ����, ����
	�
I’ve heard about him.

D��	� ��� �	 ��
�.
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Country Capital Nationality/language

(Ñòðàíà) (Ñòîëèöà) (Íàöèîíàëíîñò/åçèê)
USA Washington American (English)

Great Britain London British

   England    English

Australia Canberra Australian (English)

Bulgaria Sofia Bulgarian

France Paris French

Spain Madrid Spanish

Japan Tokyo Japanese

Germany Berlin German

Italy Rome Italian

Greece Athens Greek

Russia Moscow Russian

Canada Ottawa Canadian (English, French)

Poland Warsaw Polish

China Peking Chinese

8.

Hello. I’m Tanaka Yamamoto.

I’m Japanese. I’m from Tokyo.

I work for Hitachi Corporation.

We are an international company

and my colleagues aren’t all from

Japan. They are from Britain,

France, Germany and Bulgaria.

My friend Sonya is Bulgarian.

She’s from Sofia. She is an accoun-

tant here and she speaks English

and Japanese. Our boss, Mr Lewis

is British. He is from London.

He manages the financial department

of our corporation.

He’s a very good boss and we’re

very good employees.

5��	�����. #� ��� 8	�	
	 E�	����.
E����& ���. #� ��� �� 8�
��.
;	���� � 
�����	&�� “6��	��”.
*�� ��� ������	����	 
���	���
� �� ����
��� �� 
���
� �	 ��
E�����. 8� �	 �� !���
�����	���,
A�	�&��, 7���	��� � ���
	���.
1������
	�	 �� $��� � ���
	�
	.
8� � �� $����. 8� � ������������
	
��
 � 
����� 	�
����
�
� �����
�. *	���� ��� 
-� F3��
� ����	��&. 8�� � �� F�����.
;�
����� ���	������ �����
�	 �	�	�	 
�����	&��.
8�� � ���
� ����� ��� � ��� ���
���
� ����� ���������.

corporation [
k�:p�reiʃn] 
�����	&��
(ñúîòâåòñòâà íà ÎÎÄ)
manage [
mænid�]
���	����	�, ��
�����

financial [fai
nænʃl] ���	����
employee [�empl�
i:]
�	�����
, ��������

�

�
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9.

- Ah, Peter, may I introduce

Jack Wilson, our new financial

consultant?

- How do you do, Peter?

- I’m very well, thank you.

It’s good to meet you.

Chris told me so much about you.

- Nice things, I hope.

- Yes, of course.

- Perhaps we could have lunch

together tomorrow, couldn’t we?

- #, 1����, ��
	 �� �	 �� ������	��
'�	
 +�����, �	��� ��� ���	����

������	��?
- ,	
 ��, 1����?
- @��
� �����, ��	
��	��.
1������ �� � �	 �� �	����	��.
,��� �� � �	�
	��	� ���
� �	 ���.

- 6��	�� ��"	, �	���	� ��.
- '	, �	����	 ��.
- @��� �� ��(�� ��
�� �	
�����	�� �	���� ����, �	��?

OCCUPATIONS

ÏÐÎÔÅÑÈÈ

manager [
mænid��] ���	�����
secretary [
sekritri] ��
���	�
	
accountant [�
kaunt�nt] ������������
engineer [�end�i
ni�] �������
teacher [
ti:ʧ�] ������/������	�	���
interpreter [in
t�:prit�] ������	�
doctor [
d�kt�] ��
	�
IT specialist [ai ti: 
speʃ�list] ���&�	���� �� ������	-

&����� ��(����
��
consultant [k�n
s�lt�nt] 
������	��
banker [
bæŋk�] �	�
��
designer [di
zain�] ���	����
economist [i:
k�n�mist] �
�������
lawyer [
l�:j�] 	���
	�, 3����
businessman, [
biznism�n, ���������,
businesswoman 
bizniswum�n] �������	�	
mechanic [mi
kænik] ��(	��

technician [tek
niʃ�n] ��(��

shop assistant [ʃ�p �
sist�nt] ����	�	�
office worker [
�fis 
w�:k�] �������� � ����
driver [
draiv�] ���)��
policeman [p�
li:sm�n] ����&	�

�

�
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- That would be nice, but we’re a bit

busy this week with the new

contracts. How long are you going

to stay here?

- Ten days may be.

- Oh, that’s nice. Then I’ll give you

a call next week.

I have to go now. It was

a pleasure to meet you.

- Thanks, good meeting you, too.

Hope to see you again very soon.

- 8��	 �� ���� (��	��, �� ���
�	�
� �	��� �	�� �����&	 �
������ �� ��
�����. ,��
� �����
"� ���	���� ��
?
- @��� �� 10 ���	.
- 2, ���	 � (��	��. 8�
	�	 "� ��
�� ��	�� ���
	�	 �����&	.
$�
	 �����	 �	 ���
�	�. ���� ��
������� �	 �� ���"�	 � ���.

- ��	
��	��. 9 �	 ��� �� ����
�������. *	���	� �� �	 �� ����
������ ���
� �
���.

introduce [intr�
dju:s] ������	���
have lunch �����	�

give somebody a call ��	��	� �� �	
��
�
� �� �������	

10.

- Oh, that must be John. Come in.

David, John Adams is our

representative in Bulgaria.

- Good to meet you, John.

- It’s good to meet you too, David.

- John, David works

for DeltaCom in Italy.

- Yes, I know DeltaCom.

It’s a big advertising company.

Is this your first trip

to Washington, David?

- Yes, yes, it is.

- 2, ���	 �����	 �	 � '���. !���	�.
'�����, '��� #�	�� � �	����
������	����� � ���
	���.
- 1������ �� �, '���.
- 1������ �� �, '�����.
- '���, '����� �	����
�	 “'���	 ,��” � 9�	���.
- '	, 	� ����	�	� “'���	 ,��”.
8� � 
����	 ��
�	��	 ����	.
8��	 ������� �� �����	��
�� !	���
��� �� �, '�����?
- '	, �	.

representative [�repri
zent�tiv]
������	�����

advertising [
ædv�taiziŋ] ��
�	���
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11.

- Mike, I’d like you to meet

Penny Johnson,

our new partner.

- How do you do, Penny?

- Pleased to meet you, Mike.

- Mike is our company lawyer.

He’s taking care of our

legal affairs.

- I hear you’re from Belgium.

- Yes, that’s right.

- How do you like Bulgaria

and Sofia so far?

- It’s a lovely country. Sofia is

a nice and modern city and people

are really very hospitable.

- Lousy weather, though.

- Well, it’s the same in Brussels.

- Yeah. I have to go now.

It’s late. It was good

meeting you, Penny.

- Yes, good to see you too, Mike.

Take care.

- @	�
, ��( ��
	� �	 �� �	����	��
� 1��� '������,
�	��� ��� �	���)��.
- 1������ �� �, 1���.
- 1������ �� �, @	�
.
- @	�
 � 	���
	��� �	 
���	����	.
8�� �� 
���� �	 �	����
3�������
� ���	.
- D��	�, �� ��� �� ���
��.
- '	, �	
	 �.
- ,	
 �� �� ����	� ���
	���
� $����?
- $��	�	�	 � ��������	. $���� �
(��	� � ������� 
�	� � (��	�	
�	 �	�����	 ���
� 
�����������.
- !������ ��	�� � ����	�������.

- <, ��"��� � � � ��3
���.
- '	. $�
	 �����	 �	 ���
�	�.
,���� �. 1������ �� ����
�	 �� ���"���, 1���.
- '	, � �	 ��� ��"�, @	�
.
1	�� ��.

legal affairs [
li:g�l �
f&�z]
��	��� �������
hospitable [
h�spit�bl] 
�����������
weather [
weð�] �����

lousy [
lauzi] ðàçã. ��������,
����	�������
though [ðou] �	
	� ��, ��� ��� ��
Take care! 1	�� ��! !���	�	�!

12.

- Ms Rosy, this is Mrs Smith. She

is from our sales office in Paris.

- Hi.

- Nice to meet you, Ms Rosy.

- Please, call me Kate.

- And I’m Maria.

- Have you just arrived, Maria?

- No, no. I came yesterday morning.

- Did you have a good journey?

- Yes, not too bad.

- 7-&� ;���, ���	 � 
-�	 $���. 8� �
�� ���
���
�� �� ���� � 1	���.
- 5��	���.
- 1������ �� �, 
-&� ;���.
- @���, ��
	��� �� ,���.
- # 	� ��� @	���.
- 8�
�-"� �� ������
�	, @	���?
- *�, ��. '����( ����	 �������	.
- '���� �� �����	?
- '	, �� ���
� ����.
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13.

- Hi, my name’s Doris

Blanche. I’m from Maxim

Engineering, Washington.

- Hello, Ms Blanche.

- Please, call me Doris.

Everyone calls me Doris.

- I know. We met at the Holiday

Inn in Bucharest last May.

My name is Pete Marshall.

- Of course, I’m sorry! How are you?

- I’m very well. How are you?

- Not bad. It’s good to see you again.

I’m sorry I didn’t recognize you!

- That’s OK. I want you to meet

Deyan Savov. He’s from Sofia.

Deyan, this is Ms Doris Blanche.

- How do you do?

- Ms Blanche is Vice President at

Maxim Engineering, Washington.

- You’re American?

- That’s right. Here’s my card.

- Thank you. And this is mine.

- 5��	�����, 
	��	� �� '����
��	��. #� ��� �� “@	
���
���������
”, !	���
���.
- 5��	�����, 
-&� ��	��.
- @���, �	���	��� �� '����.
!���
� �� 
	��	� '����.
- 5�	�. $��"�	(�� �� � “6������
��” � ��
���" ���� ���	��� �	�.
,	��	� �� 1��� @	��	�.
- ;	����	 ��, ���	���	�. ,	
 ��?
- @��
� ��� �����. # ��?
- '����. 6��	�� �, �� �� ����	�
������. 9������	�, �� �� ����	(.
- *��	 ��"�. 9�
	� �	 �� �	���-
�	� � '��� $	���. 8�� � �� $����.
'����, ���	 � 
-&	 '���� ��	��.
- 1������ �� �.
- 7-&	 ��	�� � ��&���������� �
“@	
��� ���������
”, !	���
���.
- !�� ��� 	����
	�
	?
- 8	
	 �. <�� �����
	�	 ��.
- ��	
��	��. # ���	 � ����	.

engineering [end�i
ni�riŋ]
���������


Bucharest [�bju:k�
rest] ��
���"
recognize [
rek�gnaiz] �	�����	�	�

�
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*� �� �����	���, 	
� 	����
	�&��� � ����	�&��� �� �������	�
�	 �� ����"	�� 
�� ��( �	 �	�
� ���. 1��������� �� � ��� ��"���.
*� � ���	� �	 ��������	���, �	������, ��
�� "� �� ��������	�
���� �������, 	
� �����
� �	��������� �	 �� 
������� �	 �	�
�
���, �������	�	�� �	 �� ����"	�� 
�� ��( � Mr ��� Mrs.

,�
	�� �� �	����	�	��, ������ �	 �������	�� ������� ���
, �	 �	
�	���� ��
�	� �	 ���������
	 
	
 �	 �� ����"	 
�� �	�.

#
� 
	���� “My name’s Stay-
kov. Chris Staykov”, (��	�	 "�
�� ����"	� 
�� �	� � Mr. Staykov.
#
� 
	���� “My name’s Kalina.
Kalina Dancheva”, (��	�	 "� ��
����"	� 
�� �	� � Kalina.
'��
��� (��	 ��	�� ������	�����
���	
� � ��(���� �����:
“This is Ms Blanche.
This is Dr Yamamoto”.

�

�
2.
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ÃÐÀÌÀÒÈ×ÍÀ ÑÏÐÀÂÊÀ

� ! �	�
������� 	�
����
� �� ��
�	"	�	� ������� �	 ���
�
����	
	����� 
�	
���. *	�-����� ���	 ��	�	 � ãëàãîëà ñúì.

I’m ������ I am #� ���
You’re ������ You are 8� ��
He’s ������ He is 8�� �
She’s ������ She is 8� �
It’s ������ It is 8� � (���	 �)
We’re ������ We are *�� ���
You’re ������ You are !�� ���
They’re ������ They are 8� �	

� 1�� ���	���	���� �	 ������ ����	
	������� 
�	
�� �� �� ��
�	"	�	

Are you from Bulgaria? 2� ���
	��� �� ���?
Is he the new lawyer? 8�� �� � ������ 3����?
Are you British? ����	��& �� ���?
Are they American? 8� 	����
	�&� �� �	?

� ,�
	�� � �	�
����	 �� ��
	�� �	 �
�3��� “���������” �������,
�������	�� ��"�� ��������, 
	�� ������ ����	���� ��������������
�	�����: where (
���) when (
�
	) how (
	
) ���
������������	: what (
	
��) who (
��)
5	�������, �� ��� ���������� ��� ���������� � 
	�� � �	�
	��	�����

���������.

Where are you staying? ,��� ��� ������	��?
When did you arrive? ,�
	 ������
�	(��?
Who is that man over there? ,�� � ���� ��� �	�?
What’s your job? ,	
�	 � ���������	 ��?

� ! �	�
�����	�	 ��� � �������� ��
�	"	�	�� �	 
�	
��	 to be ñúì

� �������������� �	����� � �����������.
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Áåçëè÷íîòî there is (èìà, ñúùåñòâóâà)

� 5	 �	���
	 �� ���
	��
�� ���
, 
����� �	 ���������� � �����������
����� �� �������	 ���	 � ��"	 ����	 - èìà, � 	�
����
�� �������
�	 ���. There is �� ���������	 � ���������� �����, 	 there are - �
�����������.

There is only one Sheraton in Sofia. There are three Sheratons in Atlanta.
! $���� ��	 �	�� ���� “e��	���”. ! #��	��	 ��	 ��� “e��	���	”-	.

� ! �	�
�����	�	 ��� ��
	� �	 �	������ ��
�	"����:
there is = there’s
there are = there’re

� 2���&	����	�	 ����	 � there is not = there’s not, there isn’t
there are not = there’re not, there aren’t

There isn’t hot water. *��	 ����	 ���	.

� !������������� ����� (����������� � ����&	�����) �� ���	���	�
� ��������.

Are there good computer specialists in your company?
9�	 �� ����� 
���3����� ���&�	����� ��� �	�	�	 ����	?

Íåîïðåäåëèòåëíèÿò ÷ëåí a / an

� 9������	 �� ���� ������ ��"���������� �	��&	����� ����	
� ���������� �����.
1������	 �� åäèí,-à, -î ��� ����"� �� �� �������	.

Please, make a copy of this document.
@���, �	��	���� (����) 
���� �	 ���� ��
�����.

� an �� ����	�� ���� ����, 
���� �	����	� � 
�	��	 � ��
�3����� �	
eu � u, 
�
	�� �� �� ������	��� you.
I have an appointment. 9�	� ���"	.
This costs a euro. 8��	 �����	 ���� ����.

� a/an �� �������	 ����� �	������	����	 �	 ��������.
He is a taxi-driver. 8�� � �	
�������� ���)��.
She is an accountant. 8� � ������������
	.
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14.

- Good morning. Are you Ms Cotton?

- Yes, I am.

- It’s good to meet you at last.

- Well, hello, Mr White. How are you?

- I’m fine, thank you. And you?

- I’m very well.

- Oh, would you like to sit down,

Ms Cotton?

- Oh, yeah, thanks.

- Can I get you something

to drink? Tea or coffee?

- Yes, please. Could I have

some coffee without sugar?

- All right…. How was your journey,

Ms Cotton?

- Oh, please, call me Vera.

- How was your journey, Vera?

- Not too bad. We arrived

on time despite the delay

in London.

- Oh, good, good. So tell me,

did you have any difficulties

finding the office?

- '���� ����. !�� �� ��� 
-&	 ,����?

- '	, 	� ���.
- '���� �, �� �	�-����� �� ����	��.
- #, ���	�����, 
-� +	��. ,	
 ���?
- D������, ��	
��	��. # ���?
- @��
� ��� �����.
- 2, ��(�� �� ��
	�� �	 �������,

-&� ,����?
- '	, ��	
��	��.
- @�
	 �� �	 �� ������ ��"�
�	 �����? D	� ��� 
	��?
- '	, ����. ��( �� ��
�	
�	 ����� ���� 
	�� ��� �	(	�?
- '����... ,	
 ���	 �����	���� ��,

-&� ,����?
- 2, ���� ��, 
	��	��� �� !��	.
- ,	
 ���	 �����	����, !��	?
- *� ���
� ���. 1�����
�	(��
�	����� �����
� �	
���������
� F�����.
- 2, �����, �����. #�� 
	���� ��,
��	(�� �� ��
	
�� �	���������
� �	���	���� �	 ����	?
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- No, thanks to the map

you sent me, I got here

right away.

- Is this your first visit

to Sofia?

- Yes, it is. I’m looking forward to

doing some sightseeing later on.

- Sofia is a beautiful city.

By the way, do you want to go

to your hotel first and have a rest

or you’d like to get down to the busi-

ness right away?

- I’d rather go to my hotel

for a short rest.

- All right. Mike, my driver,

will give you a lift to the hotel.

- Oh, thank you. That’s

very kind of you.

- *�, ��	
��	����� �	 
	��	�	,

���� �� ����	��(��, ������
�	(
��
 ����	
	.
- 8��	 ������� �� ����"����
� $���� �� �?
- '	. 2�	
�	� �	 �	�
���	�
�	���������������� ��-
����.
- $���� � 
�	��� 
�	�. @����
���
���, ����� ��
	�� �	 �������
�� (����	 �� � �	 �� ����������,
��� ����	
	 �	 �� �	(�	"	��
� �	���	�	?
- 1��������	� �	 ����	 � (����	
�� �	 
�	�
	 �����
	.
- '����. @	�
, ���� ���)��,
"� �� ��
	�	 �� (����	.
- 2, ��	
��	��. 8��	 �
���
� �3����� �� �	�	 ���	�	.

at last �	
�	�
have coffee ��� 
	��
journey [
d��:ni] �����	��
look forward ��	
�	�

get down to the business �	(�	"	�
�� � �	���	
I’d rather go home. 1��������	� �	
�� ����	 �
�"�.

give someone a lift ��
	��	� ��
�
�

Â áðèòàíñêèÿ àíãëèéñêè ñúêðàùåíèÿòà çà òèòëèòå
Mr / Mrs / Dr / Ms ñå ïèøàò áåç òî÷êà.

Â àìåðèêàíñêèÿ àíãëèéñêè òî÷êà ñå ïèøå (Mr./ Mrs./ Dr./ Ms.)
�



22

1.

I am an Office Manager in London

and I am charged with the general

administrative operations of the

General Manager’s office in our

company. At the least this means

responsibility for all paperwork,

including its filing and retention

over time, and the supervision

of the staff doing it. It includes

planning and controlling any

expenditure that has to do with

office work plus Hiring and Firing

office staff.

In fact, our company is large

and we have several offices

in several geographical

areas, and each one has

its office manager.

#� ��� ���� �������� � F�����
�  ��
��	��� �	 ��"��� 	�������-
�	����� �������� � 
	�����	 �	

����	���� ����
��� � �	�	�	
����	. *	�-�	�
��� ���	 ���	�	�	
��
�������� �	 &��	�	 ��
�����	-
&��, �
�3������� ������� 
	�����-

��	�� � 	�(����	��, 
	
�� � 
���-
��� �	 ������	�	, 
���� ��	�� ���	.
8��	 �
�3��	 ��	���	�� � 
�����-
���	�� �	 ���
� �	�(��, 
���� �
�����	� � �	���	�	 � ����	 ��3�
�	��	���� � �������	���� �	 ���-
���	�	 � ��
�. !��"���� �	�	�	

���	��� � 
����	 � ��� ��	��
��
��
� ����	 � ��
��
� 
��
�	�-
�
� �	���	, ���
� �� 
���� �� ��	
�������� ���� ��������.

  2.

At the office  Â îôèñà

be charged with [ʧa:d�d]
��
��	��� �	, �	���	��� ��� �
responsibility [ris�p�nsi
biliti]
��
��������
paperwork [
peipw�:k]

	�&��	��
	 �	���	

filing [failiŋ]
��
������	��, 
	�����
��	��
retention [ri
tenʃn]
�	�	��	��, 	�(����	��
expenditure [iks
pendiʧ�]
�	�(��, �	����
�

2.

I work in an office in Boston, in

the Customer Service Department,

and spend a lot of time on

the phone, dealing with

customer problems. I work

regular office hours, It’s

the classic nine to five job,

five days a week.

#� �	���� � ���� � ������, �
�����	 �	 �������	�� �	 
������,
� ���
	��	� ���
� ����� �	
�������	, �	���	�	�
� �� �
�������� �	 
��������. ;	���� �
����	��� �	����� �����. 8��	 �

�	�����
	 �	���	, �� ����� ��
���, ��� ��� � �����&	�	.

�
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I have twenty working days vaca-

tion a year. I have to take fourteen

of them together, but it’s good

to have the extra six days as well.

In the office I wear a tie and a jacket,

but I don’t have to wear a suit.

9�	� 20 �	����� ��� �����
 �

����	�	. 8����	 �	 ����	 14
�� ��( �	������, �� � ����� �	
��	� � �"� ���� ���.
! ����	 ���� �	
� � ��	������
	,
�� �� �����	 �	 ���� 
���3�.

deal with [di:l] �	���	�	� �� �
customer [
k�st�m�] 
�����
vacation [v�
keiʃn] �	
	�&��

3.

I’m a Sales Executive

and I travel a lot on business.

When I’m back in the office, I work

nine to five, but when I’m travelling

I work much longer.

I work five days a week,

Monday to Friday, but I often have to

go out somewhere on the weekend.

It’s good that I can take

time-off during the week when that

happens. I have to dress well

and I usually wear a suit with a skirt.

The company pays me a clothes al-

lowance. Otherwise, I’m not well paid,

but the fact that I get free trips

to foreign countries more

or less of my choice for most

of the year does in

some measure recompense for that.

#� ��� 	��������	��� �� ����	�-
���� � �����	� ���
� �� �	���	.
,�
	�� �� ���"	� � ����	, �	����
�� ����� �� ���, �� 
�
	�� �����	�,
�	���� ���
� ��-���
�.
;	���� ��� ��� � �����&	�	, �� ��-
�������
 �� ����
, �� ����� �����	
�	 (��� ��
��� � ���� ��
���	.
6��	�� �, �� ��
	 �	 �� ����	� ��-
���
 ���� �����&	�	, 
�
	�� ���	 ��
�����. 8����	 �	 �� �����	� �����
� ���
������ ���� �	
� � ���	.
,���	����	 �� �	�	 �	�� �	 ���(�.
9�	�� 	� �� ��� ����� ��	���	,
�� �	
���, �� ��
	 �	 �����	�
�����	��� �� ����� ���	��, �	�
�
��� ���
� �� ��� ����� ���� ��-

����	�	 �	�� �� 
����	�	, �
�������	 ������ 
��������	 ���	.

�
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executive [ig
zekjutiv]
������ 	��������	���
time-off (time-out) �����
, �����
	

allowance [�
lau�ns] �	��	�
	
well-paid ����� ��	���
recompense [
rek�mpens] ~for

����"����	�, 
��������	�

4.

I’m a Receptionist

and I deal with incoming

mail and people, which are the most

important part of my job.

I also send faxes.

I think meeting people is very

enjoyable. People can be very

irritating but they can be very nice

as well. Over the telephone they are

more sincere because they feel

that they can say things to you over

the phone that they perhaps

wouldn’t say to you to your face.

#� �	���� �	 ��&��&���	 (��&��&�-
�����
	 ���) � �� �	���	�	� �
�(���"	�	 ��"	 � (��	, 
���� �	
�	�-�	��	�	 �	�� �� ����	 �	���	.
$�"� �	
	 ����	"	� �	
����.
@����, �� �����"	���� �	 (��	�	
� ���
� �	�	���. 6��	�	 ��
	� ���-

� �	 �� ��	����, �� ��"� �	
	 ��
	�
�	 ���	� � ���
� �����. 1� ����-���	
�� �	 ��-��
����, �	"��� ���-���	�,
�� ��
	� �	 �� 
	�	� ��"	,

���� �� ��(	 �� 
	�	��
��&� � ��&�.

irritating [
iriteitiŋ]
��	���", �����"	�	"
sincere [sin
si�] ��
���, ����

�
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5.

I am Personal Assistant to the

Managing Director. I organize

his appointments diary,

make the arrangements for his

meetings and business trips,

answer the telephone and greet his

visitors. I also do some typing -

letters, reports and things like that.

#� ��� ����	 	�������
	 �	
7�	���� ����
���. 2�
	�����	�
��
���� 
	����	� ��� ���"�,
�����	� ���"��� � 
��	������-

��� ��, ��
��	��� �� �������	
� �����	���	� ������������.
1��	 � �	 
���3��� -
����	, ��
�	�� � ������� ��"	.

diary [
dai�ri]
������
, �������
-
	����	�
typing [
taipiŋ] �	�������

arrangement [�
reind�m�nt]
�����	��, ��
	�����	��
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ÃÐÀÌÀÒÈ×ÍÀ ÑÏÐÀÂÊÀ

� ,�
	�� 
������ �	 ����	��� ����	��"� �� �������� (�	��. 
	
��
��	��� ���
� ��� � ����	 ��), �������	�� ñåãàøíî ïðîñòî âðåìå.

Every day I work from 9 to 5.

!��
� ��� �	���� �� 9 �� 5 �	�	.

I usually wear a tie and a jacket in the office.

! ����	 ���
�����o ���� ��	������
	 � �	
�.

� <��������	�	 �	��	 ��������� ��� �������	�	 �	 ���	 ����� �, ��
� ����� ��&� ���������� ����� 
�	
���� �����	�	 �
���	��� -s, 	


�
	�� �	�����	 �	 -s, -ch, -sh, -z, -x, �
���	����� � -ås.

He travels a lot on business.

8�� �����	 ���
� �� ������.

� 1�� �	�	�	�� �	 ������ � ���	 
�	
���� ����� �� �������	 ����	
	-
������ 
�	
�� do, 
���� �� ����	�� � �	�	���� �	 ��������������
���������.

Do you go to work by car? $ 
��	 �� (���� �	 �	���	?

� ! ����� ��&� ���������� ����� ����	
	������� 
�	
�� � does.

Does he go to his office on foot? 8�� ���	 �� (��� �	 �	���	?

� 2���&	����	�	 ����	 �� ���	���	 � ����"�	 �	 ����	
	������ 
�	
��
do � �	���&	�	 not (do not, ��
�	���	 ����	 don’t [�o���]) .
! ����� ��&� ���������� ����� ����&	����	�	 ����	 � does not

(��
�	���	 ����	 doesn’t [�p���]).

I don’t smoke. #� �� ���	.

Tom doesn’t speak Bulgarian. 8�� �� 
����� ���
	��
� ���
.



27

� ! ����	��
�� 	�
����
� 
�� 
�	
��	 have �� ����	�� �	���&	�	 got.

!������������� ��������� ��"� �� ���	���	� � �	�� �	���&	.

Have you got a car?

Yes, I have.

No, I have not (haven’t ��� haven’t got)

9�	� �� 
��	?
'	, ��	�.
*�, ���	�.

� ! 	����
	��
�� 	�
����
� 
�	
���� have �� ���������	 �	���������-
��. 8�
	�	 �������������� ��������� � ����&	����	�	 ����	 ��
���	���	� � ����"�	 �	 ����	
	������ 
�	
�� .

Do you have any baggage?

I don’t have a voucher.

9�	� �� ��
	
�� �	
	�?
#� ���	� �	����.

� 7�	
���� have ���
� ����� �� �������	 � �����	����� ���	��, � 
����
�� ���	���	� ���������	 eat ��, drink ���, experience ��������	�,
���
	��	�, take ����	�.

I’ll have a fish.

I had a glass of water.

We had a good time.

%� �� ���	.
1�( �	�	 ���	.
1��
	�	(�� �����.

Îïðåäåëèòåëíèÿò ÷ëåí the

� 9������	 ��, 
�
	�� �� 
����� �	 ��"	, 
���� ���� �	 ���� ������	��
� (��	 �	 �	�
����	 ��� �� ������&�� � ���� �	 
	
�� ��	�	 ������.
the ����������	 �	 ������ � �������� ���� �	 ���
	��
�.

We need to speak about the contract. 8����	 �	 
������ �	 ��
����	.

Òhe manager comes tomorrow. @��������� ������
	 ����.

� 2������������ ���� �������	�� � 
�
	�� 
������ �	 ��"�, 
���� �
���������� �� ���	 �� - ���
������ ����	 �	 �����	 � �
�	��
(the Black Sea), �	 ��	����
� ����
� (the Alps), �	 ��
� (the Danube),
�	 (����� (The Sheraton Hotel), ��
�� ����	 �	 ���	�� � �����&�
(the USA, the Netherlands, the Hague).

Ãëàãîëúò have (èìàì, ïðèòåæàâàì)

I have #� ��	�
You have 8� ��	�
He, she has 8��, �� ��	
We have *�� ��	��
You have !�� ��	��
They have 8� ��	�
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6.

- Do you commute to your office

or do you go on foot?

- It’s relatively close to my house

so I usually go on foot.

- What exactly do you do

at DeltaCom, David?

- I’m in charge of marketing.

I’m responsible for the marketing

surveys.

- And what exactly does Kate Moss

do there? I mean, is she a Marketing

Manager?

- Oh, no. You’re wrong.

She owns the company!

- Really? She is very ingenious

and a born leader but she can’t

work with a lot of people, I’m

afraid… Don’t you think

that your office is too overcrowded,

here in the city centre?

- That’s why we intend to move some

of the departments out of town.

- 1����	� �� �� ����	 ��
��� (���� ���	?
- 2���������� ����
� � �� ���	
�� � ���
������ ����	� ���	.
- ,	
�� ����� �	�����
� “'���	 ,��”, '�����?
- 2�
��	��� �	 �	�
����
	.
2�
��	��� �	 �	�
����
�����
������	���.
- # 
	
�� ����� �	���� ,��� @��
�	�? 9�
	� �	 
	�	, �� �	�
����

�������� �� �?
- 2, ��. 7�����.
8� ������	�	 
���	����	.
- *	�����	 ��? 8� � ���
� �	(��-
���	 � ����� �����, �� �� ���	(�-
�	�, �� �� ���� �	 �	���� � ���
�
(��	...*� ������ ��,
�� ������ �� � ����	 ����	�����,
��
 � &�����	 �	 
�	�	?
- 5	���	 ����	�����	�� �	 �����-
���� ��
�� �� �������� ����� 
�	�	.

�
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- I can see what you mean, but how

would your staff get to work? Not

everyone has a car you know. And

besides, your customers have used

you to be here and if you move

you’ll lose business.

- Mm, maybe we’ll divide the office

into two. We’ll move part of

the staff out of the city. At the same

time we’ll keep our office downtown

for the customers.

- That seems more reasonable.

- ;	����	� 
	
�� ��
	� �	 
	���,
�� 
	
 (��	�	 �� "� ���	� �	 �	��-
�	? 5�	��, �� �� ���
� ��	 
��	.
9 ����� ���	, �	���� 
������ �	
���
�	�� �	 ��� ��
 � 	
� �� ���-
�������, "� �� �	
����� �	���	�	.
- <, ���� �� "� �	������ ����	
�	 ���. %� ��������� �	�� ��
������	�	 ����� 
�	�	. ! ��"���
����� "� �	�	��� �	��� ����
� &�����	 �	 
��������.
- 8��	 ��
����	 ��-�	�����.

commute [k�
mju:t]
àì. �����	� �� �	���	�	 ��
on foot ���	
survey [
s�:vei] ������	��, �������	��

overcrowded [�ouv�
kraudid]
����	�����
downtown [
dauntaun]
àì. &����� �	 
�	�	

7.

- Maria, come in, please. I would like

you to help me with a couple of things.

- Sure, Mr Alison.

- Do you think you could send

a copy of this agenda

to Sofia for me?

- Of course. Do you want me

to fax it or to send it by e-mail?

- Fax it. And could you call Mrs

Johnson and ask her to come to my

office tomorrow.

- Oh, I won’t be able to do that,

because she is in Germany

this week.

- Well, never mind. I’ll try to get in

touch with her myself. Now I have

this report to finish by 12 o’clock.

What I’d like you to do is

to translate it into English by

tomorrow morning.

- @	���, ����, ���� ��. ��( ��
	�
�	 �� ����
��� �	 ��
��
� ��"	.
- ;	����	 ��, 
-� #�����.
- @����� ��, �� ����� �	 ����	-
��� ���� 
���� �� �	�� ���
�	�	
�� $���� ������ ���?
- ;	����	 ��. 9�
	�� �	 � ����	��
�� �	
�	 ��� �� �����	?
- 9���	�� � �� �	
�a. �� �� �� ��	-
���	 �	 
-�	 '������ �	 � ����-
��� �	 ����� � ����	 �� ����?

- 2, ���	 �	 ��
	 �	 �	��	�� ���	,
�	"��� �� � � 7���	���
���� �	�� �����&	.
- <, ���	 ��"�. %� �� ����	� �	�
�	 �� �����	 � ���. $�
	 �����	
�	 �	����	 ���� ��
�	� �� 12
�	�p. 8��	, 
���� ��
	� �� �	
�	��	���, � �	 
� �������� �	
	�
����
� �� ���� �������	.

�
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- But I’m sorry I have to go to the

factory now. It won’t be possible to

do that by tomorrow.

- It’s a very short report,

only two pages…

- Why don’t you ask Tina

to do it?

- All right. Go to the factory now.

But please don’t forget to arrange the

meeting with John in the afternoon.

Please, remind him to bring

the plans of the new factory.

- Of course, I’ll do that.

- $��	���	�, �� ��
	 �����	  �	
����	 �� �	���
	�	. *��	 �	 �
�������� �	 �����	 ���	 �� ����.
- '�
�	��� � ���
� 
�	��
,
�	�� ��� ���	��&�...
- 5	"� �� �������� 8��	
�	 
� �	��	��?
- '����. !���� ��
	 ��� �	���
	-
�	. *�, ���� ��, �� �	��	��� �	
������ ���"	�	 � '��� ��������.
@���, �	����� �� �	 ������
��	������ �	 ���	�	 �	���
	.
- ;	����	 ��, "� 
� �	��	��.

couple of things ��
��
� ��"	
agenda [�
d�end�]
���
�	�	, ������ ���
never mind ��"�, ���	 ��	�����

get in touch with somebody

������	� ��,
����	� ��� ����
	 � ��
�
�
remind [ri
maind] �	������

8.

- Good morning, Sonya.

- Good morning, Mr Barns.

- Can we just go through my diary

for today?

- Yes, sure… Now, the meeting with

Mr Todorov is at 9.00, so, after ten

minutes.

- Oh, yes. And after that I’m meeting

John Robertson, at 10.30.

- That’s right.

- And I meant to tell you that I’ve

arranged to have a lunch with Mary

Luis at 12.30. Please, don’t forget to

book us a table somewhere nice.

- Sure. Is Uno OK?

- Yes, perfect. After lunch I may

have more time to work

on the report. I haven’t finished

it yet.

- '���� ����, $���.
- '���� ����, 
-� �	���.
- @��� �� �	�� �	 ���
���	��

	����	�	 �� �	 ����?
- '	, �	����	 ��... $�
	, ���"	�	
� 
-� 8������ � � 9 �	�	, �����,
���� ����� ������.
- 2, �	. 9 ���� ���	 "� �� ���"	�
� '��� ;�������� � 10,30.
- 8���� �	
	.
- 9�
	( �	 �� 
	�	, �� ��� ��	��-
�	� ���� � @��� F� � 12,30. @���,
�� �	��	��� �	 �� ��������	�
�	�	 �	 ��
�� (��	�� �����.
- ;	����	 ��. “+��” ����� �� �?
- '	, �������. $��� ����	 ����
�	 ��	� ������ ����� �	 �	����
�� ��
�	�	. 2"� �� ���

� �	������.

�
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Tell the people who may call me to

ring me up later on my mobile.

I don’t want anybody to disturb me.

- Right. But you need to remember

to call Morton International

in the afternoon.

- OK, I’ll put it in the diary for 3.30.

So apart from preparing

the report, that’s it for the day?

- Oh, not quite. Maria Stross is

calling you at 5 p.m. from Canada.

- Right. And when is the meeting

with the marketing staff fixed for?

- It has been cancelled for tomorrow

at 11.30. We’re expecting Marta

to come from London.

- OK. The Polish engineers are

coming on Thursday, aren’t they?

- Yes. Terry is picking them up

at the airport.

- Please, arrange a tour of the fac-

tory for them, and lunch. Probably at

the same restaurant you mentioned

before. Uno or something.

- OK, I’ll book a table.

,	�� �	 (��	�	, 
���� ���� �	 ��
������, �	 �� �����	� ��-
���� �	
�������� �������. *� ��
	� ��
��
�	 �� �����
��.
- '����. !�� �� �����	 �	 �	��	-
���� �	 �� ��	���� �	 “@�����
������������” ��������.
- '����. %� �� 
� �������	 �

�	��
	 �	 3,30. 9 �	
	, �����
���
�������� �	 ��
�	�	, ���	 �
����
� �	 ����?
- 2, �� ������. @	��� $���� "�
�� �� ��	�� � 5 �	�	 �� ,	�	�	.
- '����. # �	 
�
	 � ���������	
���"	�	 � (��	�	 �� �	�
����
	?
- 8� �� ������ �	 ���� � 11,30.
2�	
�	�� @	��	 �	 �� �����
�� F�����.
- '����. 1���
��� ��������
������
	� � ��������
, �	��?
- '	. 8��� "� 
� �����
�	 ����"���.
- @��� ��, ����� ���
��
	 �	
�	���
	�	 �	 ��( � ����. @��� ��
� ��"�� ������	��, 
���� ������	
�����. “+��” ��� 
	
���� ���� �	�.

- '����. %� ��������	� �	�	.

go through

���
����	�,
��������	�
book a table

�	�	��	� �	�	
ring up

��������	�
cancel [
kæns�l]
�������,
	�����	�
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9.

- Good morning, Jane.

How’s it going?

- Hello, Richard. Look, I’m in a hurry,

you know my plane leaves

in two hours.

- Oh yes, of course.

Would you like me to help you?

- Just give me a hand with today’s

and yesterday’s correspondence.

- OK. I will check it instead of you.

And if there are some urgent letters

I’ll draw up the responses.

×ÀÑÎÂÅÒÅ

1�� �����	�	�	�� �	 �	������ �	 	�
����
� �� �������	� &������ ��
1 �� 12. '�
��	��	�	 24-�	���	 ������	 �� �������	 �������� ��� �	�-
���	���.

!������ �� 12 �	�	 �	 ���� �� ������" �� �����	�	�	 � p.m.
(�� �	����
� post meridiem ñëåä îáÿä).

!������ �� ������" �� ���� �� �����	�	�	 ��� ��
�	"������ a.m.
(�� �	����
� ante meridiem ïðåäè îáÿä).

Excuse me, what time is it?
9�������, 
��
� � �	���?

Excuse me, can you tell me the time?
9�������, ������ �� �	 �� 
	���� 
��
� � �	���?

It’s 12 o’clock.
(�����) 12 �	�	 �.

It’s 12.05 (five past twelve) p.m.
12 � 5 �	 ���� �.

It’s 8.30 (half past eight) a.m. (in the morning)
8 � �������	 �������	 �.

It’s 9.50 (ten to ten) p.m. (in the evening)
10 ��� 10 ������	 �.

- '���� ����, '����.
,	
�� ��	�	?

- 5��	���, ;��	��. !��, ����	�,
��	�� ��, �	������� �� �����	
���� ��	 �	�	.
- 2, �	, �	����	 ��.
9�
	� �� �	 �� ����
�	?
- $	�� �� ����
�� �	 �����	�	
� ����	��	�	 
����������&��.
- '����. %� � ���
���	� ������
���. 9 	
� ��	 ��
�� ������
����	, "� ����	�� ��
�������.

�

�

�
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- That’s very kind of you.

Look, if you do that,

can you sign the letters

for me as well, please?

- Yes, of course, no problem. And

would you like me to do anything

else?

- Oh, heavens, yes. My hotel

booking… Would you

mind phoning the Continental

Plaza to confirm the reservation?

- Of course, no problem. Well, if you

need any more help, just let me

know.

- Oh, terrific. Thanks a lot.

I will.

- 8��	 � ���
� �3����� �� ����
���	�	. !��, 	
� �	��	��� ���	,
����� �� � �	 ��������
����	�	 ������ ���?
- '	, �	����	 ��, ���	 �������. #
�� �� ��
	�	 �	 �	��	�� ��"�
���
�?
- 2, 
������, �	. @���	 (�����
	
������	&��... 9�	� �� ��"�
������ �	 �� ��	��� � (����
“,��������	� ��	�	” � �	
��������� ������	&���	?
- ;	����	 ��, ��
	
�� �������.
<, 	
� �� � ����(����	 �"�
����", ������ �� ��������	�.
- 2, ���	(����. ��	
��	�� ���
�.
%� 
� �	��	��.

I’m in a hurry ����	�
give someone a hand

���	
	� �	 ��
�
�

draw up [dr�:] ����	���
heavens [hevns] �����	, 
������

3.
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10.

Although there may be differences

from country to country, offices do

not vary widely. Office furniture

tends to be similar desks,

chairs, filing cabinets, office

equipment such as personal

computers, faxes, printers.

Recently, firms have become more

aware of how greatly the atmo-

sphere of the workplace can

influence the effectiveness of their

employees. Modern business

offices became more spacious

and better lit and heated

than in the past. But of course

this is a feature that may be

dependent on the size of the

company and its corporate ‘philoso-

phy’. Some large businesses may

have their employees working in

large open-planned offices with air-

conditioning and no walls between

the departments. Others may

emphasize the usefulness of letting

their staff work in individual offices.

@	
	� �� ���� �	 ��	 �	���
� ��
���	�	 �� ���	�	, ������� �� ��
�	����	�	� ��	�������. 1�� ����
�������� ������&���	 � �	 �	
������� - �3�	, �������, �
	����,
���� �������	�� 
	�� ������	���

���3���, �	
����, ��������.
*	�
��� ������� �	����	(	
�	 �	����	� 
��
� ���
� 	����-
���	�	 �	 �	������� ����� ����
�	 ���������	 ���(� ���
�������-
�	 �	 ����������� ��. @��������
������ ����� ��	�	(	 ��-���������
� ��-����� �������� � ��������,
��
��
��� � ���	����. *�, �	����	
��, ���	 � (	�	
�������
	, 
����
�	���� �� 
������	�	 �	 
���	��-
��	 � ����	�	 
�����	����	 “����-
�����”. ! ��
�� 
����� ����� ���-
�������� ��
	� �	 �	����� � 
�����
�������� ����� � 
���	��&�
� ��� ����� ����� ��������.
'��
� ��
	� �	 �	���
�	� �	 ����	-
�	 �� ���	������ �	 ������	�	 ��
�	 �	���� � ������� 
	�&��	���.

vary [
v&�ri] �	����	�	� ��, �	���	�
tend [tend] 
����, ��	� �
�������
become aware [�
w&�] of

������	�, ���"	� �	����	�

spacious [
speiʃ�s] ���������
open-plan (open-planned)

�������, ��
���
usefulness [
ju:sfulnes]
���������, ����	
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11.

‘Our agency is very efficient.

We use paperless office system

which reduces the need for excess

bureaucracy within the company.

The office is all open-plan, every-

body dresses casually, there’s no

secretaries, no private offices,

people come and go as they please.

Everything we can do we do

in order to minimize cost,

and we have an absolute

commitment in order to taking

cost out of the business and

therefore continuing to offer low

fares to customers.’

“*	�	�	 	
��&�� �� ���	�� ����� �
�	���	�	 ��. *�� �������	�� ����
������	, 
���� �� �	���� �	 (	����
� �	�	���	 ����(��������	 ��
������	 �3��
�	&�� ��� ����	�	.
2����� � &����� �������, ����
� ��
�����	� ���������, ���	 ��
���	�-

�, ���	 ������� 
	�&��	���,
(��	�	 ����	� � �����	� 
	
�� ��
��
	�. !���
�, 
���� ��	���, 
�
��	��� �	 �	 �	�	��� ��������-
�����	. 5	 �	� ���	 � 	����3���
	�
	������, �	 �	 �	�	��� �	�(�-
���� �	 ������	 � �	�	�� ���	 �	
��������� �	 �����	
	�� ���
�
�	
�� �	 
��������”.

efficient [e
fiʃ�nt]
�����
�����, ����� ��������
paperless [
peip�lis] ��� (	����

casual [
kæ�u�l]
�����&�	���, ���
�����
commitment [k�
mitm�nt] 	�
	������
fare [f&�] �	
�	

12.

- Now let me take you round the

offices in our building.

- So, this is the new building

of Cosmonet, right?

- Yes, and I’ll take you on a little

tour.

- That’s a good idea.

- Let’s start with the reception.

Right opposite is the corridor which

leads to the Mr Johnson’s office.

He’s the General Manager.

His secretary is Mrs Red

and if you go through this door here

on the right you have to go through

her office before you

reach Mr Johnson’s.

- $�
	 �� ��������� �	 �� �	����	
�� ������� � �	�	�	 �
�	�	.
- 5�	��, ���	 � ���	�	 �
�	�	
�	 “,�������”, �	��?
- '	, � 	� "� �� �	���	 �	 �	�
�
�����������.
- 8��	 � ����	 ����.
- '	 �	������ � ������	�	 (��&��-
&���	). 8���� �����"	 � 
��������,

���� ���� �� 
	�����	 �	 
-�
'������. 8�� � 
�	����� ����
���.
*�
��	�	 ��
���	�
	 � 
-�	 ;�� �
	
� ������ ���� �	�� ��	�	 ��

�	�����, �����	 �	 ��������� ����
������ 
	�����, ����� �	 ���
����
�� ���� �	 
-� '������.
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Personnel Manager’s office

is on the left.

- And Personnel Manager

is Mrs Adams, right?

- Yes, she is the newest member

of our team. A nice lady.

She was appointed recently.

- I see. And what is all that noise

coming from the room between

the reception and Personnel

Manager’s office?

- A, yes. That’s the photocopying

room. It’s not always as noisy as

that - I think they must be using

both of the machines or something!

And if we carry on a little further we

pass the lifts. The next door on the

left is where the System Adminis-

trators are. And right ahead at the

end of the corridor is where the data

processing takes place.

,	������� �	 ���	 �	 “D����
�
�������” � �	����.
- # �	�	���
 �	 “D����
� �������”
� 
-�	 #�	��, �	��?
- '	, �� � �	�-������ ����
�	 �
��	 ��. 6��	�	 ���	.
���� �	��	���	 �
���.
- ;	����	�. # 
	
�� � ���� ���,

���� ���	 �� ��	��	 �����
��&��&���	 � 
	�����	 �	
�	�	���
 “D����
� �������”?
- #, �	. 8��	 � ��	��	 �	 ����
���-
�	��. *� ���	
� � �	
	 ����� 
	
��
��
	. @����, �� �������	� � �����
�	���� ��� ��"� �	
��	! #
� ���-
������ �	�
� ��-�	�	��
, ���	�	-
�� 	�	��)�����. $����	"	�	 ��	�	
�	���� � 
����� �� �	���	� ������-
���� 	��������	����. # �����
�	��	�� � 
�	� �	 
������	 ��	�	
���	����	���� �	 �	�����.

take somebody round

����, �	�(���	� ��
�
�
appoint [�
p�int] �	��	�	�	�

take somebody on a tour

�	����	� �	 �����������
carry on �������	�	�



37

13.

- Excuse me, can you

tell me where the Financial

Manager’s office is?

- It’s at the far end on the right.

You have to go through the small

corridor. On the left you’ll see

the door of the Book-keeping

Department. On the right it is

the Financial Manager’s office.

- Shall I pass the glass

doors at the end?

- No, that’s the canteen. It’s only open

at lunchtime. Usually we get our tea

and coffe from the machines.

- Just one more thing,

if we’ve got a moment?

- Yes, sure.

- Where is the toilet?

- Can’t you see it? It’s right oppo-

site the photocopying room.

- Fine. Let’s take the lift and go up

to our floor.

- 9�������, ������ �� �	 ��

	���� 
��� � 
	�&��	����	
�	 ���	������ ����
���?
- ! ���	������� 
�	� �	����� �.
8����	 �	 ������ ���� �	�
��

������. *	���� "� ������
��	�	�	 �	 ����������� �����.
*	����� � 
	�&��	����	
�	 ���	������ ����
���.
- 8����	 �� �	 ������	 ����
���
���	�	 ��	�	 � ������?
- *�, ���	 � ������. 8�� � �������
�	�� �� ����. 2��
������ ��
����	�� �	� � 
	�� �� �	������.
- $	�� �"� ���� ��"�,
	
� ��	�� �����
	?
- '	, �	����	 ��.
- ,��� � ��	����	�	?
- *� � �� ����	��? 8� ����� ���"�
��	��	 �	 ����
����	��.
- D������. *�
	 �	 ������ 	�	��)�-
�	 � �	 �� 
	��� �	 �	��� ��	�.

book-keeping [
bukki:piŋ]
������������
canteen [k�n
ti:n] ����
(çà õðàíåíå â
ïðåäïðèÿòèå)
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14.

- Ah, good morning, Mr Ford,

do come in!

- Hello, Mr Petrov.

Nice to see you.

- How are you?

- Fine, thanks, very well.

- Oh, do sit down.

Would you like some coffee?

- Oh, yes please, black.

- Here you are.

- Thanks. Well, how’s all it going?

- Oh, not too bad, we’re just about

to open a branch in Warsaw.

- Oho..

- I’m hoping to - if I can

justify it to the marketing

director! How’s your little

daughter, has she started school yet?

- Oh, yes, in September.

...

- Well, I suppose we’d better make

a start. Shall we get down

to business?

- Right. First of all, can I confirm the

time and date of the conference?

It’s Saturday 25 October in the

morning. What time exactly?

- Well, on the invitations we’ve sent

out we’ve said that the conference

itself will start at 10 a.m. and go on

till 2 p.m.

- So you’ll need the room for about

10 till 2. Would you like us to serve

coffee beforehand?

- Yes, yes - and drinks and snacks

at the end.

- Better to have buffet lunch?

- #, ����� ����, 
-� A���,
������!
- 5��	�����, 
-� 1�����.
;	��	� �� �	 �� ����.
- ,	
 ���?
- D������, ��	
��	��, ���
� �����.
- 2, �������.
9�
	�� �� 
	��?
- '	, ����, ��	�&.
- 5	�����	���.
- ��	
��	��. <, 
	
 ������ ��"	�	?
- '����, 
����� �� �	 �������

��� ��� !	��	�	.
- 2(�...
- *	���	� ��, 	
� ��
	 �	 
�
���	��	� ���� ����
���	 ��
�	�
����
. ,	
 � �	�	�	 �	�
	 ��-
"���? 5	����	 �� ���� �����"�?
- 2, �	, ���� ���������.

...

- <, �����, �� � ��-����� �	
�	����	��. '	 �� �	(�	"	�� ��
� �	���	?
- '����. 1����, ��
	 �� �	 ��������
�	�	 � �	�	�	 �	 
�������&���	? 8�
� � �����	, 25 �
������, ������-�	.
8���� � 
��
� �	�	?
- #��, �	 ��
	����, 
���� ��� �	�-
��	����, ��� 
	�	��, �� �	�	�	 
��-
�����&�� "� �	����� � 10 �������	
� "� �������� �� 2 ��������.
- 5�	�� ����"������ �� � ����(�-
���� �� �
��� 10 �� 2. 9�
	�� �� �	
������	�� 
	�� ����� ���	?
- '	, �	, � �	���
� � �	
��
�
� 
�	�.
- *� � �� ��-����� �	 �	��	���
���� �	 �����
	 �	�	?
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- No, people who are invited

will want to get back to their

families, as it’s Saturday.

- All right. The normal pre-lunch

snack buffet will be what you

need - that’s basically

the same as what you had last

February.

- Oh, that’ll be fine.

- OK, well, we’ll charge for the room,

coffee and snack buffet

at the standard rate less 15%,

as we agreed. And we’ll charge

for the drinks served

on pro-rata basis.

- Fine, fine, yes.

- What type of equipment

and furniture would you like?

- Well, let’s have two tables for our

presentations. There’s an overhead

projector and sound system already

in the room, I believe?

Can you get someone

to check that before we come,

you know to see that it’s working?

- Oh, of course, the technician will

be with you when you’re setting

everything up. Do you need simulta-

neous interpretation?

- Yes. Most of our lecturers

are English. We need

English-Bulgarian interpretation.

- OK. Alfa Lingua will send

a specialist in English for

marketing… By the way, you say

you’ve sent out the invitations,

any idea how many people

there’ll be? I think you know

the capacity for the room is about

50, but 40 is ideal.

- *�, (��	�	, 
���� �	 ��
	����,
"� ��
	� �	 �� ������	� ���
��������	�	 ��, �	"��� � �����	.
- '����. *���	��	�	 �	
��
	
����� ���� "� ���� ���	, 
����
�� � ����(����� - � �������
����� ��"���, 
	
���� ����
���	��� �����	��.

- 2, "� ���� �������.
- '����, 	�� �	 ����"������, 
	��-
�� � �	
��
��� "� �� ������ ��
��	��	���	�	 �	���	 ����� 15 %,

	
�� ��� �� �	���	��. 5	 ������	-
���� �	���
��� "� �� �	
���	�� ���-
���&���	��� ������ 
�����	&���	.
- D������, �������, �	.
- ,	
�� �������	��
� ���	����	�� ���	���?
- <, ��
	 �	 ��	�� ��� �	�� �	
�	���� �������	&��. *	���	� ��,
�� ���� ��	 �����
��� �	� 
�	����
� ���
��	 ������	 � ����"������?
@����� �� �	 �	
	�	�� ��
�
�
�	 ������� ���	, ����� �	 ������,
�	 �	 ����, �� ����
� �	����?
- 2, �	����	 ��, ��(��
�� "� ����
� �	�, 
�
	�� ���	���� ����
�.
9�	�� �� ����	 �� ������	���
������?
- '	. 1������� �� �	���� ��
����
�	 	�
���	��. *���(���� �� �
	�
����
�-���
	��
� ������.
- '����. “#��	F��
�	” "� ����	��
���&�	���� �� 	�
����
� �	 �	�
�-
���
... @���� ���
���, 
	�	(��,
�� ��� ����	���� ��
	����.
*�
	
�	 ���� 
��
� ����
	 "�
��	? @����, �� ��	���, �� 
	�	&�-
����� �	 ����"������ � �
���
50 ����
	, �� 40 � ���	���.
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- Yes, the problem is that we

won’t know exactly how many

there’ll be until shortly before.

- Can you let me know

definitely by Thursday?

- No. But I’ll have a rough idea.

We’ve sent out 100 invitations.

- 100?!

- Yes, well, in theory that means

that there could be 100 people.

- Yes, but the room won’t..

- But of course I don’t expect

more than about 30 to come.

- But what if they do? This room

is the only one we have

that day.

- '	, ��������� �, �� �	�
� ���-
�� 
�������&���	 ���	 �	 ��	��
����� 
��
� ���� "� ���	�.
- @����� �� �	 �� ��������	��

	��
������ �� ��������
?
- *�, �� ��	� �������������.
9���	���� ��� 100 ��
	��.
- 100?!

- '	, ���������� ���	 ���	�	�	, ��
��(	 ��
�� �	 ���	� 100 ����
	.
- '	, �� ����"������ ���	 �	...
- *�, �	����	 ��, 	� �� ��	
�	�
�	 ����	� ������ �� 30.
- *� 	
� ����	�? 8��	 ����"����
� ������������, 
���� ��	��
���� ���.

justify [
d��stifai] ���	��	�	�
snack [snæk] ��
	 �	
��
	
buffet lunch [
bufei l�nʧ]
���� �	 �����
	 �	�	
charge [ʧa:d�] ��
	� &��	, �	
���	�

rate [reit] �	���	
pro-rata [prou
reit�] ������&���	���
equipment [ik
wipm�nt] �������	��
set everything up �����	� ����
�
interpretation [in�t�:pri
teiʃn]
����� ������

15.

- Hi, Julia. Do you think it would be

reasonable to outsource some of

the operations in our office?

I believe we should have a firm

in to do the cleaning.

- Will it be cheaper?

- Yes and what’s more we could get

a firm in to do the book-keeping as

well. We could save

a lot of money that way.

- Book-keeping is a serious job.

Don’t you think the work

would be done better

by our own staff?

- 5��	���, '�����. @����� ��,
�� "� ���� �	����� �	 �������
��
�� �� ���������� � �	��� ����?
$���	�, �� �����	 �	 ��
��� ����	
�	 �������	����.

- 1�-������ �� "� ����?
- '	 � ��"� ������, ����� �	 ���-
��� ����	 � �	 ��������������.
1� ���� �	��� ��(�� ��
��
�	 ������� ���
� �	��.
- $������������� � �������	
�	���	. *� ������ ��,
�� �	�� �	���	 "� �� �����
��-����� �� �	��� ������	�?
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- That’s right. Sometimes outside

workers don’t care as much

and besides subcontractors

may not protect the financial

secrets of our company. But John

made up his mind to save money

by outsourcing. It’s a modern trend

in companies you know.

- I share your view on that.

With cleaning it’s all right but

accounting is to some extent

a ‘private matter’ of the company

and our own staff will

do a better job.

- 8	
	 �. 1���
�
	 ��������
��������� �� 
� � ���
��	 
���	
� ����� ���	 ����������������
���� �	 �� �	��� ���	�������
�	��� �	 �	�	�	 ����	. *� '���
� ����� �	 ������ �	�� ����
“	��������
”. 5�	��, �� ���	 �
������	 ������&�� ��� �������.
- $������� ������ ������ �� ���-
���	. $ �������	���� �����, ��
�������������� �� � �� �������	
������ “�	���� ������” �	 ����	�	
� �	���� �������� ������	� "�
����� ��-����	 �	���	.

outsource [
auts�:s] ����	
	�
����
	 �	 �� �������	 ��
������ ��&	 � �����
cleaning [
kli:niŋ] �������	��
save a lot of money

�������	� ���
� �	��
make up one’s mind

���	�	�, �	����	� ��
trend [trend] ������&��

Outsourcing (or contracting out)

is often defined as the delegation

of noncore operations

or jobs from internal production

within a business

to an external entity

(such as subcontractor) that

specializes in that operation.

Àóòñîðñèíã (��� �
�3��	�� �	
��
���� � ������ ��&	) ����� ��
�������� 
	�� ����	
	�� �	
�������"� �������� � �	���	
�� ���������� ������������ �	
����	�	 �	 ������ ����
�
(
	�� �������������), 
���� �
���&�	�����	� � �	�� �������.
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1.

- Good morning.

Dot’s Communications.

- Good morning. Can I speak

to Mr Short, please?

- Short speaking.

- Hello, William.

John Steward here. How are you?

- Oh, hello, John. It has been a long

time since we met in London…

I’m rather tied up at the moment.

May I call you back later?

- Sorry to disturb you.

I’ll keep it very short. Would you

please give me the number of

Assen Milanov, your Managing

Director in Bulgaria?

- Now let me see. I can look it up

for you. It’s 00359 2 6754368 (zero,

zero, three, five, nine, two, six,

seven, five, four, three, six, eight).

- Thanks a lot, John.

- It’s all right. You’ll be hearing from

me soon. Bye now.

- Bye.

- '���� ����.
„'��� 
��3��
������”.
- '���� ����. @�
	 �� �	 
�����
� 
-� e���, ����?
- *	 �������	.
- 5��	���, +����.
8�
 � '��� $�3���. ,	
 ��?
- 2, ���	���, '���. @��
� �����
���	, ��
	
�� �� ����(�� � F��-
���... '���	 ��� �	�� � ������	.
@�
	 �� �	 �� �����	 ��-
����?
- 9������	�, �� �� �����
��.
%� ���	 ������ 
�	��
. �� ��
��
�� �	 �� �	��� �����	 �	
#��� @��	���, �	��� 
�	���
����
��� � ���
	���?
- D	
	� �	 ����. %� 
� �	����
�	 ���. 8�� � 00359 2 6754368.

- ��	
��	�� ���
�, '���.
- *��	 �	"�. $
��� "� �� ����.
'����	�� �	��
	.
- '����	��.

  3.

On the phone  Ïî òåëåôîíà

I’m rather tied up. '���	 �	�� ���.
disturb [dis
t�:b] �����
��, ���"	�	�

I’ll keep it very short. %� ���	
������ 
�	��
.

�
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2.

- Dot’s Communications Bulgaria.

Can I help you?

- John Steward from BCS is calling.

I’d like to speak to Mr Asen

Milanov, please?

- Just a moment, please. I’m putting

you through, Mr Steward.

- Thank you.

- Milanov.

- Good afternoon. This is John

Steward. I’m calling you from

Britain.

- Ah, yes Mr Steward. We met last

month in Plovdiv at the trade fair.

You expressed an interest in our

communication equipment.

- Oh yes. I’m going to be in Bulgaria

next month and I thought

you might like to see me.

I’d like to discuss the details in

case we decide to make an order.

- „'��� 
��3��
������ ���
	���”
@�
	 �� �	 �� ����
�	?
- '��� $�3��� �� �� $� <� ��
��	��	. ��( ��
	� �	 
�����
� 
-� #��� @��	���, ����.
- <��� ������, ����. $�����	�
��, 
-� $�3���.
- ��	
��	��.
- @��	���
- '���� ���. '��� $�3��� �.
2�	��	� �� �� ��
!���
�����	���.
- #, �	, 
-� $�3���. $��"�	(�� ��
���	��� ����& � 1������ �	 ���-

���
�� �	�	��. 9��	��(�� �������

�� �	���� 
�����
	&����� ���-
����	��.
- 2, �	. %� ��� � ���
	���
�����	"�� ����& � �� �������(,
�� ���� �	 ��
	�� �� �� ������.
��( ��
	� �	 
������ �	 ������-
������� � ����	�, �� ����� �	
�	��	��� �����
	.

�
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- Yes, yes. It’s OK if you come and

see us next month.

Do you know the precise day of

your visit?

- Let me have a look at my

diary. ..Yes, November 4th, about 10

a.m. Is that convenient for you?

- I’m sorry. The next day might be

better. Just after lunch

for preference.

- Right, so that’s Tuesday, 5th of

November. That suits me fine.

What time exactly?

- Shall we say 2.30?

- Certainly, 2.30 is fine.

- You know how to get

to our office, don’t you?

- Yes, I know your address

and I’ll take a taxi from the airport.

- Goodbye, then, Mr Steward.

- Goodbye, Mr Milanov.

- '	, �	. '���� �, 	
� ������� �
�� ������ �����	"�� ����&.
5�	��� �� ������ ��� �	 �	����
����"����?
- D	
	��� �	 ��
����	 
	����	�	
��... '	, 4 �������, �
��� �����
�������	. 8��	 ������ �� � �	 �	�?
- $��	���	�. *	 �����	"�� ��� ��
���� ��-�����. 1��������	� �����
���� ����.

- '����, ��	�� ������
, 5 �������.
8��	 �� �������	 ���
� �����.
! 
��
� �	�	 �����?
- '	 
	��� 2,30?
- ;	����	 ��, 2,30 � �������.

- 5�	��� 
	
 �	 �������
�� ����	 ��, �	��?
- '	, ��	� 	����	 ��
� "� ����	 �	
�� �� ����"���.
- 8�
	�	 �����	��, 
-� $�3���.
- '����	��, 
-� @��	���.

I’m putting you through. $�����	� ��.
trade fair [treid f&�] ���
���
� �	�	��
precise     [pri
sais] �����, ���������

convenient [k�n
vini�nt] ������
preference [
pref�r�ns] ���������	���
That suits me fine.

8��	 �� �������	 �������.
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ÃÐÀÌÀÒÈ×ÍÀ ÑÏÐÀÂÊÀ

� A������ �	 ñåãàøíîòî ïðîäúëæèòåëíî âðåìå �� �������	� �	
���	���	�� �	 �������� �������� ��� ���������, ����	�	"� ���
��
	���� ������ (������	 �	 
�������).

Who is speaking? ( ðàçã. Who’s speaking?)
,�� 
�����? (êîãàòî ïèòàìå êîé å íà òåëåôîíà)

Who is calling, please?
,�� �� ��	��	, ����?

I’m reading your offer at the moment.
! ������	 ���	 �	�	�	 �����	.

� A������ �	 ���	 
�	
���� ����� �� ���	���	� �� ����	
	������ 
�	
��
to be � ��
	��� ����� � ��
	����� ����	���� (-ing ����	�	) �	 �����-
��� 
�	
��.
I am calling (I’m calling) #� �� ��	��	�
You are calling (You’re calling) 8� �� ��	��	�
He(she) is calling (He’s calling) 8��(��) �� ��	��	
We are calling (We’re calling) *�� �� ��	��	��
You are calling (You’re calling) !�� �� ��	��	��
They are calling (They’re calling) 8� �� ��	��	�

� 2���&	����	�	 ����	 �� ���	���	 
	�� ��� 
�	
��	 to be.

I’m not speaking. #� �� 
�����.
You’re not speaking. 8� �� 
������ è ò.í.
(You aren’t speaking).

� !����������	�	 ����	 �:
Are you speaking? 8� 
������ ��? (!�� 
������� ��?)

� 2���&	������� ������ �	����	 � ������� isn’t � aren’t:

Aren’t you speaking? 8� �� 
������ ��? (!�� �� 
������� ��?)
Isn’t she speaking? 8� �� 
����� ��?
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� 2���� �	 ���	���	�� �	 ��������, 
���� �� �������	 � ������	 �	

���������, ��� ��
	��� ������������� ����� ��
	� �	 �� �����	�	�
����"� ��	����

I’m planning to be in L.A. next week.

1�	���	� �	 ��� � <� <� �����	"	�	 �����&	.

� *�
�� 
�	
���, 
���� ���	�	�	� ������	, �������	 ������� � �������-
���, ��
�
	 �� ���	���	� ������������� �����:

like

love

hate

know

understand

want

see

hear

(	����	�
����	�
��	��
��	�
�	����	�
��
	�
����	�
���	�

I want to take a shower.
9�
	� �	 �� ����	 ���.

Ïðèòåæàòåëíèòå ìåñòîèìåíèÿ mine, yours, his….

� 5	 �	���
	 �� ���
�������� ������	����� ����������� , 
���� ��
����	��� ���� ��"������������, ��	 
���	 �� �����������, 
���� ��

�������	� �	�����������, �	 �	 �� ����
�� ����������
mine ���,-�,-�,-�
yours ����,-�,-�,-�
his ��
��,-	,-�,-�
hers ����,-	,-�,-�
its ��
��,-	,-�,-�
ours �	�,-	,-�,-�
yours �	�,-	,-�,-�
theirs ��(��,-	,-�,-�

Our office is more convenient than yours.
*	���� ���� � ��-������ �� �	���.

A colleague of mine is going to head our department.
<��� ��� 
���
	 "� �
�	�� �	��� �����.
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3.

- Hallo.

- Could I speak to Mr Valentinov,

please?

- I’m sorry. I cannot connect you

with him. He isn’t in the office right

now. Can I help you at all? Who’s

calling, please?

- This is Ivan Vachev. Could you

ask him to call me back today after

3 p.m. or any time tomorrow. It’s to

do with the arrangements for the

Economist Conference in Athens.

- OK, Mr Vachev. I think I have your

number. Let me see.

Yes, I have your mobile number.

It’s 08875657038. I’ll get Mr

Valentinov to call you as soon

as he comes back to the office.

- Thank you. Good bye.

- Good bye.

- #��.
- @�
	 �� �	 
����� � 
�������
!	��������, ����?
- $��	���	�. *� ��
	 �	 ��
�����	 � ��
�. 8���� ��
	 �� � �
����	. @�
	 �� ����"� �	 ��
����
�	? ,�� �� ��	��	, ����?
- 9�	� !	��� �. @����� �� �	 
�
�������� �	 �� �� ��	�� ���� ����
3 �������� ��� �� ���
� ����� ��-
��. 2��	�� �� �	 �����	���� �	 �
�-
�������
	�	 
�������&�� � #���	.
- '����, 
-� !	���. @����, �� ��	�
�����	 ��. D	
	��� �	 ����.
'	, ��	� �������� �� �������.
8�� e 08875657038. %� 
	�	 �	 
-�
!	�������� �	 �� �� ��	�� ����	
	
"�� �� ����� � ����	.
- ��	
��	��. '����	��.
- '����	��.

�
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�

�

4.

- Good morning, Tip-top Products.

- Oh, is this the Export Department?

- Yes, this is Sonya Ivanova

speaking.

- This is Tom Andrews.

Is Mr Harris available?

- I’m sorry, Mr Andrews,

but he’s not here just now.

- Oh, any idea when he’ll be back?

- Well, I’m afraid he won’t

be back till Tuesday.

He’s on a business trip to Germany.

Can I give him a message?

- Can I get him on his cell phone?

- Yes, you could try that.

Do you know the number?

- Yes, I think I have it written

in my phone.

- '���� ����.  „9������ 8��-��� ”.
- 8��	 ����� „9����” �� �?

- '	, $��� 9�	���	 � �	 �������	.
- #� ��� 8�� #���3�.
8	� �� � 
-� 6	���?
- $��	���	�, 
-� #���3�,
�� ��
	 �� � ��
.
- *�
	
�	 ���� 
�
	 "� �� �����?
- #�� ���	(��	� ��, �� ��� ���	
�	 �� ����� �� ������
.
! 
��	������
	 � � 7���	���. '	
�� ����	� �� ��"�?
- @�
	 �� �	 
� �	���� �	
�������� �� �������?
- '	, ������ �	 ����	��.
5�	��� �� �����	?
- '	, �����, �� 
� ��	� �	���	�
� ��� �������.

1�� ������������ �	 ������	�� ������ ������ �	 ��������:
Hold the line, please. Èç÷àêàéòå, íå çàòâàðÿéòå, ìîëÿ.
I’m sorry. The line is busy. Ñúæàëÿâàì, ëèíèÿòà å çàåòà.

Mr X

is

talking at the moment.

is on the other line.

is in a meeting.

is off sick today.

is on holiday.

is no longer working for us.

7-� 6


����� � ������	.
� �	 ���
	�	 �����.
� �	 ���"	.
� ����� ����.
� � �����
.
�� �	���� ���� ��� �	�.

�
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5.

- MCD. Good morning.

- Good morning. This is Stefan Vasi-

lev calling from Bulgaria. I’d like

to speak to Mrs Rolling, please.

- OK, certainly. I’m putting you through.

- Hello.

- Is that Mrs Rolling?

- No, no, she is in a meeting right now.

- May I ask you who is

speaking? Is that you,

Mrs Wing?

- Yes. Can I help you?

Would you like to leave a message?

- Yeah. I’ll leave a message with you.

It’s urgent. There’s been a mistake

in the advertisement of the new cars.

The correct number of the product

is 3739, not 3738.

- OK. I’ve got that.

- And I’d like her to contact me

so that it can be cleared up. OK?

- All right. I’ll ask her to call you

when she gets back.

Thanks, Mr Vasilev.

- OK, bye-bye.

- E� $� '�. '���� ����.
- '���� ����. $���	� !	����� ��
��	��	 �� ���
	���. ��( ��
	�
�	 
����� � 
-�	 ;����
, ����.
- '����, �	����	 ��, ������	� ��.
- #��.
- 7-�	 ;����
 �� �?
- *�, ��, ����� ��
	 � �	 ���	 ���"	.
- @�
	 �� �	 �����	� � 
�
� �	�
�-
�	���? 8��	 ��� �� ���,

������ +��
?
- '	. @�
	 �� �	 �� ����
�	.
9�
	�� �� �	 ���	���� ����"����?
- '	. %� �� ���	�� ����"����.
$����� �. 9�	 
���
	
� ��
�	�	�	 �	 ������ 
���.
!������ ����� �	 ���������
� 3739, 	 �� 3738.
- '����, �	���	( 
�.
- 9 ��
	� �� �	 �� ������ � ���,
�	 �	 ������� ������	. *	��?
- '����. %� � ������ �	 �� ��
��	�� 
	�� �� �����.
'����	��, 
-� !	�����.
- 2
��. D	�.

certainly [
s�:tnli] �	����	 ��
urgent [
�:d��nt] ������, ����

advertisement [�d
v�:tism�nt] ��
�	�	

3.
4.

�
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You’re through to the voicemail

of Advent Limited. We are sorry

there is no one to take your call

at the moment. Please,

leave your message after you hear

the beep and we will call

you back as soon as possible.

To leave a message, press 1.

To speak to the operator,

please hold.

!�� �� �����	(�� � 
�	���	�	 ��"	
�	 “#�����” 22'. $��	���	��,
�� �� ����� �	 ��
������ �	
����
�	���� �� � ������	. @���,
���	���� ����"���� ���� 
	�� �����
��
�	�	 � ��� "� �� �� ��	���
�������� �	�-�����.
5	 �	 ���	���� ����"����, �	���-
���� 1. 5	 �	 
������� � ����	���	,
���� ���	
	���.

6.

Hello. This is Wilma Johns, your

agent in Bulgaria. I’m coming

to London next week

and would like to make an appoint-

ment with James Doe, if possible

on Tuesday. Could he call me

by tomorrow morning to arrange

a time? Thank you. Good bye.

5��	�����. +���	 '���� e, �	����
	
��� � ���
	���. 1�����
	�
� F����� �����	"	�	 �����&	
� ��( ��
	�	 �	 �� ���"�	
� '����� '��, 	
� � ��������
��� ������
. @��� �� ��� �	 �� ��
��	�� �� ���� �������	, �	 �	 �� �
�-
����� �	�? ��	
��	�� ��. '����	��.

To listen to your message,

press 2.

5	 �	 �������	�� ����"������ ��,
�	������� 2.

If you’d like to change your message,

press 3. If you’d like to

erase it, press 4. Otherwise,

please hang up.

#
� ��
	�� �	 ��������� ����"������
��, �	������� 3. #
� ��
	�� �	 
�
��������, �	������� 4. ! ��������
����	�, ����, �	�������.

appointment

[�
p�intm�nt] ���"	
erase [i
reiz]
������	�, �	���	�	�
hang up [hæŋ �p]
�	��	��� �������	,
���
���	� �	�
����

�
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�

�

,�
	�� �����	�� ����"����, ����� �� �	�	
	 �	 ��������� ��� �	
�������� ��
�� ���	���. @����� �	 �������� ���������
	 �	 
�����
��-�	��� ��� �	 ������� ����"������.

Could you, please, repeat the last sentence (word)?

@����� ��, ����, �	 ��������� ���������� ��������� (�������	�	 ���	)?

Would you mind saying that again?

9�	�� �� ��"� ������ �	 
	���� ���	 ������?

I’m sorry but I didn’t catch what you said.

$��	���	�, �� �� �	���	( 
	
�� 
	�	(��.

Could you spell that, please?

@����� �� �	 
� ������	��, ����?

Please, don’t speak so fast.

@���, �� 
������� ���
��	 �����.

Could you speak more slowly, please?

@����� �� �	 
������� �	�
� ��-�	���, ����?

Did you say your number is 853867?

,	�	(��, �� �	���� ����� � 853867 ��?

1�� ������	�� �	 ���	 ����������� ��
�� 
	��	��� � ���
� ��"�-
�������� ����, �	����	"� � ��(, 	 �� � �	������	����� �� � 	���
	�	:

International word recognition chart

Ìåæäóíàðîäíî ïðèçíàòà òàáëèöà çà ñïåëóâàíå íà àíãëèéñêè åçèê

A Alpha H Hotel O Oscar V Victor

B Bravo I India P Papa W Whiskey

C Charlie J Juliet Q Quebec X X-ray

D Delta K Kilo R Romeo Y Yankee

E Echo L Lima S Sierra Z Zulu

F Foxtrot M Mike T Tango

G Golf N November U Uniform

Is that with D at the end, D for Daniel?

8��	 � ' �	
�	� �� �, ' 
	�� '	����?

Is that with B for Bravo or V for Victor?

8��	 � � 
	�� ��	�� �� � ��� � ! 
	�� !�
���?

�
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7.

- Thomson and Company.

Can I help you?

- Good morning. Can I speak

to Dr Alison, please?

- Dr Ellison. One moment,

please. I’ll put you through.

- Yes, Ellison, accounts.

- Hello,

is that Dr John Alison?

- What? No, no, this is Martin

Ellison. You’ve got the wrong

extension. You probably

want Dr Alison in Human

Resources. Alison with A for Alpha.

My name is Ellison with E for Echo.

- Oh, I’m terribly sorry.

Can you connect me back

through the switchboard, please.

- Yes, I’ll try.

- „8����� � 
���	���”.
@�
	 �� �	 �� ����
�	?
- '���� ����. @�
	 �� �	 
�����
� �-� #�����, ����?
- '�
��� <�����. <��� ������,
����, "� �� �����	.
- '	, <�����, ������������.
- 5��	�����.
8��	 �-� '��� #����� �� �?
- ,	
��? *�, ��, ��
 � @	����
<�����. *	��	�� ��� 
�����
�������� �����. !�������
������� �-� #����� �� „D����
�
�������”. #����� � # 
	�� àëôà.
@���� ��� � <����� � < 
	�� åõî.
- 2, ��	��� ���	���	�.
@����� �� �	 �� ��������
���	��� � &����	�	�	, ����?
- '	, "� �� ����	�.

accounts [�
kaunts] ������������
human resources [
hju:m�n ri
s�:siz]
�����
� �������

switchboard [
swi:ʧb�;d]
��������	 &����	�	

�
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8.

- Dimitri Karagiannis’s office.

Can I help you?

- Could I speak to Mr Karagiannis,

please?

- I’m afraid Mr Karagiannis

isn’t here at the moment. Can I

take a message for him?

- Yes, please, this is Tanya Nikolova.

I’m calling from the Bulgarian

Commercial Association.

I want to know if you got

my registration form.

- I’m sorry I can’t hear you.

Could you speak a little

louder, please?

- Do you hear me better now?

- I’m sorry. What did you say?

- I said I just wanted to know

if my registration form had been

received, my registration

form for the South European

Conference in Athens?

I sent it last week.

- Could you repeat, please?...

We were cut off…

- ,	������� �	 '������� ,	�	����.
@�
	 �� �	 �� ����
�	?
- @�
	 �� �	 
����� � 
-� ,	�	����,
����?
- $��	(��	� ��, �� 
-� ,	�	����
�� � ��
 � ������	. @�
	 ��
�	 �����	 ����"���� �	 ��
�?
- '	, ����. 8	�� *�
����	 �.
2�	��	� �� �� ���
	��
	�	
���
���
	 	��&�	&��.
9�
	� �	 ��	� �	�� ��� ��������
��� ��
����	&����� ��������.
- $��	���	�, �� ��
	 �	 �� ���.
@����� �� �	 
������� �	�
�
��-����
�, ����?
- $�
	 ��-����� �� �� ���	��?
- $��	���	�. ,	
�� 
	�	(��?
- ,	�	(, �� �	�� ��
	� �	 ��	� �	-
�� ���� ��
����	&����� ��������
� �������, ��
����	&������� ��
�������� �	 C�����������
	�	

�������&�� � #���	.
9���	��( 
� ���	�	�	 �����&	.
- @����� �� �	 ���������, ����?...
1��
���	(	 ��...

louder [
laud�] ��-����
� cut off [k�t �f] ���
���	�

�
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1���
�
	 � ��������� �	�
���� �� �	�	
	 �	 ��������� �	�	 �	
���"	�	 � �	 ���������� �	 ���������
	 ���
� �������.

9.

- Karelia Corporation.

Can I help you?

- Hello, this is Susan White.

- Hello Ms White.

What can I do for you?

- Is Mr Blake there?

- No, he’s not in today, I’m afraid.

Is there anything I can do?

- Could I leave him a message,

please?

- Yes, of course.

- Now, can you tell him

that the meeting on Monday

has to be postponed? The Chinese

missed their flight and aren’t

expected to come until late tomorrow.

I’m afraid I have to cancel my

appointment with you on Wednes-

day. I can’t make on Wednesday.

Something has cropped up. I’ve got

to go over to Berlin to see a client.

How about Thursday?

$��	(��	� ��, �� �����	 �	
�����	 ���"	�	 �� � �	� � ����	.
*� ��
	 � ����	. *�"� ����
�	.
8����	 �	 ����	 � ������ �	 ��
���"�	 � ���� 
�����. ,	
�� "�

	���� �	 ��������
?

We’re going to have to change our

arrangement for the 7th. Can we put

it off till the 10th? I’ve completely

forgotten we have a meeting that day.

8����	 �	 �������� �
����
	�	
�� �	 7. @���� �� �	 
� �������
�� 10? *	����� �	��	��(, ��
��	�� ����	��� ���� ���.

We are really disappointed,

but we cannot organize

the conference as planned

on the 8th October.

We have not decided yet

to fix a new date, we leave

it open for the time being.

*	�����	 ���	���	�� (��
�. �	��-
���	 ��� �	���	���	��), �� �� ��-
��� �	 ��
	�����	�� 
�������-
&���	 
	
�� ��� ��	���	�� �	 8 �
-
������. 2"� �� ��� ������ �	 ��-
���������� �	 ���	 �	�	, �	 �����-
�	 ���	���� ������	 �������.

- ,�����	&�� „,	�����”.
@�
	 �� �	 �� ����
�	?
- #��, $3��� +	�� �.
- 5��	�����, 
-&� +	��.
,	
�� ��
	 �	 �	��	�� �	 �	�?
- 8	� �� � 
-� ���
?
- *�, ���� �� � ��
. 9�	 �� ��"�,

���� 	� ��
	 �	 �	��	��?
- @�
	 �� �	 �� ���	�� ����"����,
����?
- '	, �	����	 ��.
- 9 �	
	, ������ �� �	 �� 
	����,
�� ���"	�	 � ���������
 �����	
�	 �� ������? ,��	�&���
�	 ������	�� �����	 �� � �� ��
��	
�	 �	 ����	� �� 
���� ����.

�
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Can he find out if it’s

possible to change it to

Tuesday morning, please? The best

starting time for our

partners will be 11 o’clock.

- Right, Tuesday at 11 a.m.

- Yes and please remind him

that he needs to book

the meeting room with seating for,

let’s say 15 people.

- OK, should we arrange

lunch in a restaurant?

- Oh, I don’t think so, but ask Tom

to arrange for drinks - coffee

and juice, and some sandwiches.

Oh, and the meeting has to finish by

1 p.m. because I have an appointment

with the mayor in the afternoon.

- Right, that’s fine. I’ve got all that.

My colleague will be here tomorrow,

so what I’m going to do

is just leave a message to her

and she on her side will tell him

about the change.

- Wonderful, thanks Miss.

- You’re most welcome, Ms White.

@��� �� ��� �	 �	����� �	�� �
�������� �	 ������� ���"	�	
�	 ������
 �������	? *	�-�������
����� �	 �	����	�� �	 �	����
�	���)��� "� ���� 11 �	�	.
- ;	���	��, ������
 � 11 �������	.
- '	 � ����, �	������� ��,
�� ��� �����	 �	 ��������	 �	�	�	
�	 ���"� � ����	 �	 ���	��,
�	 
	��� �	 15 ����.
- '����. 8����	 �� �	 ������
���� � ������	��	?
- #, �� �����, �� �������� 8��
�	 �� ��
���� �	 �	���
��� - 
	��
� ��
 � ��
	
�� �	������.
2, � ���"	�	 �����	 �	 � �	���-
���	 �� ����, �	"��� ��	� ���"	
� 
���	 ��������.
- '����, �������. 5	���	( ����
�.
@���	 
����
	 "� ���� ��
 ����.
8	
	 ��, ���	, 
���� ��
	 �	 �	��	-
��, � �	 � ���	�� ����"����
� �� �� ���� ���	�	 "� �� 
	��
�	 ������	�	.
- D������, ��	
��	��, 
������&�.
- @���, ����, 
-&� +	��.

postpone

[poust
poun] ���	
	�,
�������	�
mayor [m&�] 
���
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ÄÍÈÒÅ ÍÀ ÑÅÄÌÈÖÀÒÀ. ÌÅÑÅÖÈÒÅ. Â×ÅÐÀ, ÄÍÅÑ, ÓÒÐÅ

'���� �	 �����&	�	 �� ���	� ���	
� � 
�	��	 ��
�	 � �� �������	�
� ������
	 on.

January ���	��
February �����	��
March �	��
April 	����
May �	�
June 3��

July 3��
August 	�
���
September ���������
October �
������
November �������
December ��
�����

In January, in February, in May…

1��� ���	��, ���� �����	��, ���� �	�

Monday ���������

Tuesday ������

Wednesday ����	
Thursday ��������

Friday ����

Saturday �����	
Sunday ������

On Monday, on Wednesday, on Sunday….

! ���������
, � ����	, � ������...
@���&��� ��"� �� ���	� � 
�	��	 ��
�	, �� � ��( �� �������	 ������
��

in.

in the morning

at lunchtime

in the afternoon

in the evening

at night

�������	
�	 ����
��������
������	
���� ��"�	

yesterday/today/tomorrow ����	/����/����
last night/tonight/tomorrow night ���"�/�������	/���� �����
the day after tomorrow/ in two days ����
����/���� ��	 ���
the day before yesterday/two days ago �	����	/����� ��	 ���
last week/this week/next week ���	�	�	 �����&	/ �	�� �����&	/

�����	"	�	 �����&	

Êîãàòî ïðîâåæäàòå òåëåôîíåí ðàçãîâîð íà àíãëèéñêè,
áúäåòå ó÷òèâè è èçïîëçâàéòå ìàêñèìàëíî ìîäàëíèòå ãëàãîëè

could è would, ñ êîèòî ñå èçðàçÿâà âåæëèâî îòíîøåíèå
Could you please tell me…?

Could I speak with….?
I would like to speak to…, please.

Íå çàáðàâÿéòå ñëåä ïî÷òè âñåêè îòãîâîð íà îòñðåùíàòà ñòðàíà
äà êàçâàòå Thank you. Thank you very much. Thanks a lot.

�
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10.

- Hello?

- Hello, can I speak

to Miss Fox, please?

- This is she.

- Oh, good. I promised to e-mail

you our last catalogue.

I tried to do that yesterday,

but my e-mails kept coming

back marked ‘unknown user’.

- Well, let me check my list.

Oh, I didn’t get it.

But what was the address

you used?

- marrie.fox24@onenet.com

- No, no, that’s the old address.

- Oh, I’m sorry. Could you please

tell me your new e-mail address?

- Of course. It’s

marrie.andrews@onenet.com.

Only the family name is different.

That’s because I married recently.

- Congratulations and all the best,

Mrs Andrews! OK. I’ll update

my address book right away

and send you the catalogue

in a couple of minutes.

- #��?
- 5��	�����, ��
	 �� �	 
�����
� 
-&	 A�
�, ����?
- 8� �.
- 2-�, �����. 2��"	( �� �	 �� ��-
��	�� �� �����	 �	��� ��������

	�	��
. 2���	( �� �	 
� �	��	��
����	, �� ����� ������ �����
��-
�	�� �� ���"	� � �	���� „������	�
����������”.
- #�� �	
	��� �	 ������� ���
�����
. 2, �� ��� 
� �������	.
*� 
	
�� ���� 	������,

���� �������	(��?
- marrie.fox24@onenet.com

- *�, ��, ���	 � ��	���� 	����.
- 2, ���	���	�. @����� ��, ����, �	
�� 
	���� �	��� ��� ����� 	����?
- ;	����	 ��. 8�� �
marrie.andrews@onenet.com.

$	�� �	������� ��� � �	������.
8��	 � �	"��� �� �����( �	�
���.
- 1����	������ � ����
� �	�-(��	-
��, 
������ <���3�. '����. %� 	
-
��	�����	� ��� 	���� ��
 ����	
	
� "� �� ����	�� 
	�	��
	
���� ��
��
� ������.

promise [
pr�mis] ���"	�	�
marry [
mæri] ���� ��, �����	� ��
Ñongratulations! [k�n�græʧu
leiʃns]
1����	������!

�
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1.

- Well, gentlemen, before we start

this seminar, would you please tell

us a few words about the compa-

nies you represent?

- OK. I’m Tim Torich,

the Managing Director and main

shareholder of a small electronics

company called GHV Ltd.

Our company was founded in

1998 and is specialized in the

production of computer

components.

- I’m Dan Kovalewsky, the

Chief Executive of a Polish

company called Galaxy PLC.

It’s a big production company

with more than 10,000 employ-

ees. We have three plants

which produce

non-ferrous metals.

Our shares are bought

and sold on the Stock

market in London.

  4.
Organization of companies.

Management
and workforce

Îðãàíèçàöèÿ íà ôèðìèòå.
Óïðàâëåíèå

è ðàáîòíà ñèëà

- <, 
�����	, ����� �	 �	������
���� �����	�, ��(�� �� �� �	�
	-
�	�� � ��
��
� ���� �	 �������,

���� ������	����	��, ����?
- '����. #� ��� 8�� 8����,
���	����	" ����
��� � 
�	��� 	
-
&����� � �	�
	 ����	 �	 ���
���-
��
	, �	�����	 “'�� <�� !�” 22'.
A���	�	 �� ���� �����	�	 ����
1998 
. � � ���&�	�����	�	 � �����-
��������� �	 
���3�����

���������.
- #� ��� '	� ,��	����
�,

�	��� ����
��� �	 ����
	�	

���	��� “7	�	
��” #'.
8� � 
����	 �������������	

����	 � ������ �� 10 000
���������. 9�	�� ��� �	-

���	, 
���� ���������	�
&����� ���	��.
*	���� 	
&�� �� 
����	�
� ����	�	� �	 ������	�	
����	 � F�����.
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- My name is George Bowl.

I’m CEO of Klox Corp.

The name shows

that we’re a corporation,

a term used especially in

the US for companies with limited

liabilities. The company was

founded in 1992. We provide

consultancy and design services.

We have only 50 people

permanent staff as we have

outsourced many jobs previously

done by in-house personnel.

Some of the operations are carried

out by outside companies

and freelancers.

- ,	��	� �� '����� ����.
#� ��� ���	����	" ����
���
�	 
�����	&�� “,��
�”. 9����
��
	��	, �� ��� ��� 
�����	&��,
������, �������	� ������� �
$#% �	 ����� � �
�	�����	
��
��������. ,���	����	 ����
����	���	 ���� 1992 
. *�� ���
�-
���	�� 
������	&�� � ���	����-�
�
����
�. 9�	�� �	�� 50 ����
��������� ������	�, ��� 
	�� ���
������� ���
� ��������, �����
���	 �������	�� �� ���������
������	�. *�
�� �� ���������� ��
�������	� �� ������ 
���	��� �
(��	 �	 �������	 ��	
��
	.

found [faund] �����	�	�
non-ferrous [�n�n
fer�s]
&����� (çà ìåòàë)
share [ʃ&�] 	
&��

limited liability [
limitid lai�
biliti]
�
�	�����	 ��
��������
in-house [
inhous] ��������
carry out �������	�

#
&������� ��������� Public limited company (PLC)

US: Incorporated (Inc.)

'�������� � �
�	�����	
��
�������� (22')

Company limited (Ltd)

US: Corporation (Corp.)

<�������� ���������
 Sole owner/Sole proprietor

Sole trader (�	�� UK)

D���
 ��� �������	 ��������
(�	�����
����	" ��)

Freelancer

1������	��� �	 ���	�������� ����� Chairman; US:President
+��	����	" (
�	���) ����
��� Managing Director

US: Chief Executive Officer (CEO)

5	������
-����
��� Director US: Vice President

A��	���� 
������)�� Accountant

US: Financial Controller

'���
��� (�	��. ����� ����	�) Personnel Manager

US: Personnel Director

@��
� ����	��
� ����� ��� ��-����� �������	� �	������	����	
Chief Executive Officer, Financial Controller, Director ������
Managing Director, Accountant, Manager.



60

2.

- Maria, how is COMTECH

actually organized?

- Well… as you know, we’re a

multinational company which

produces personal computers.

We employ ten thousand people

in 32 countries. Our headquarters

are in Dublin and most of people

work in our plant there. We also

have plants in Austria, Bulgaria

and Hong Kong and representative

offices in many other countries.

- Could you explain me

the departmental structure?

- Of course. Now, we have Board

of Directors which is responsible for

all plants and representations.

This board includes the main

shareholders, the owner of the

company and our Managing

Director William Smith.

- But all these people are

at the top, aren’t they?

- Yes. They together with the

division managers are at the

highest executive level.

We have seven divisions.

The Production Division is

the most important one.

Bill Roberts is the

head, I mean the

Production

Manager.

- @	���, 
	
 ���"����
� ��
	�����	�	 „,����(”?
- #��...
	
�� ��	��, ��� ��� ���
�-
�	&���	��	 
���	���, 
���� �����-
����	 ������	��� 
���3���.
'	�	�� �	���	 �	 ����� (�����
���� � 32 ���	��. w����	�	�	 �� �
� '����� � �������� (��	 �	�����
� �	��� �	��� �	�. *�� ��"� �	
	
��	�� �	���� � #������, ���
	���
� 6��
 ,��
 � ������	��������	
� ���
� ���
� ���	��.
- @���� �� �	 �� �������
������	�	 ����
���	?

- ;	����	 ��, � �	
	, ��	�� ����
�	 ����
������, 
���� ��
��	�� �	
����
� �	���� � ������	��������	.
8��� ���� �
�3��	 
�	�����
	
&������, ���������
	 �	

���	����	 � �	��� ���	����	"
����
��� +���� $���.
- *� ����
� ���� (��	 �	

�	 ���(	, �	��?
- '	. 8� �	���� � ��-

����������� �	 ��-
��
&�� �	 �	 �	�-��-
��
��� �����������
�

����. 9�	�� ����� ��-
���	. 1���������������

����� � �	�-�	�����.
��� ;������ � ����
-

�����, ��
	� �	

	�	 ����
���
„1�����������”.
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Our three factories are responsible

to him, but at the same time they are

fairly independent. They have their

own structure and management.

As General Manager of the plant

in Bulgaria I have to report

to the Production Manager

and to the Managing Director.

- What about the other divisions?

Are they less important

than the Production?

- No, by no means… Company

cannot function without

sales. Sales Department is

subordinate to the Marketing

Manager. They research the existing

markets and look for new opportuni-

ties. They also deal with orders

and customer relations

and handle customer

payments and accounts.

- That’s right. But you forgot to

mention the Financial Department.

Some people say this is the most

important division because they

make sure the money-side

of things is OK.

- I fully agree but I wanted

to mention the Personnel Department

first. David Brown is Personnel Man-

ager. He is responsible for the recruit-

ment and training of people.

The Training Manager reports

to him of course.

- Is this department also called

Human Resources?

- Yes, Human Resources and Perso-

nnel is one and the same thing.

!���
��� ��� �	���
� ��
��	���
���� ��
�, �� � ��"��� ����� �	
����	����� �	�����������. 8� ��	�
���� ��������	 ����
���	 � ���	�-
�����. ,	�� 
�	��� ����
��� �	 �	-
���	 � ���
	��� 	� �����	 �	 �� ��-
���	� �	 ����
���	 �� ���������-
����� � �	 ���	����	"�� ����
���.
- ,	
�� "� 
	��� �	 ���
���
������? 8� ��-�	�
� �	��� �� �	
�� ���������������?
- *�, � ��
	
�� ����	�... A���	�	
�� ���� �	 ���
&�����	 ���
����	���. 2������ �	 ����	��� �
�������� �	 ����
��� „@	�
����
”.
8� ������	� ��"������	"���
�	�	�� � ������ ���� �����������.
5	���	�	� �� ��"� � �����
���
� ����������	 � 
��������
� �	����� � ��	"	����	
�� 
�������� � ��(���� ����
�.
- 8���� �	
	. *� �� �	��	�� �	
�������� ���	������ �����.
*�
�� (��	 
	��	�, �� ���	 � �	�-
�	����� �����, �	"��� ���

	�	����	, �� ���	����	�	 ���	�	
�	 ��"	�	 � �
��.
- *	����� ��� ��
�	��	, �� ��
	(
����� �	 ������	 ����� „F����
����	�”. '����� ��	�� � ����
���
�	 „F���� ����	�”. 8�� ��
��	�� �	
�	���	���� � ���������� �	 (��	�	.
;�
���������� �� ����������,
�	����	 ��, ��
�	��	 �	 ��
�.
- 8��� ����� �� 
	��	 ��"� �
„D����
� �������”?
- '	, „D����
� �������” � „F����
����	�” � ���� � ��"� ��"�.
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departmental [�di:pa:t
mentl] ������,
����������
shareholder [
ʃ&�hould�] 	
&�����

executive [ig
zekjutiv] �����������
�
subordinate [s�b
�:dinit] ��������
recruitment [ri
kru:tm�nt] �	���	��

division, department îáèêíîâåíî å ãîëÿìà ñòðóêòóðíà åäèíèöà â
êîìïàíèÿòà. Íà áúëãàðñêè ìîæå äà îçíà÷àâà äèðåêöèÿ èëè îòäåë. unit

å ïî-ìàëêà åäèíèöà. Ìîæå äà ñå ïðåâåäå êàòî ñåêòîð èëè îòäåë.
�
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3.

- So, you say that people who

are carrying out the work of the

company are more than 10,000?

- That’s right. We employ more than

10,000 people from 32 different

countries.

- International staff, isn’t it?

- Yes. And do you now what is

much interesting? Most of these

workers, I mean the blue-collar

ones, work for the company

until they reach retirement.

 It’s not the case with

the white-collar workers,

the administrative staff. They

change their job easily. They work

their way up the career ladder, get

promotion to more senior positions

with greater responsibility

and after that they resign.

- Why? Maybe they are not well

paid?

- Oh, our wages are higher than the

average for all manufacturing

industries. The problem is that

we move them to different positions

when necessary, often we send

them abroad. To put it short, we

expect flexibility but this means job

insecurity. They feel they may not

be in their job for long and start

looking for something more secure.

- But what could be more secure

than a job in a big multinational

company?

- Maybe a job

in a state-owned company.

- 9 �	
	, 
	��	�, �� (��	�	,

���� �	����� ��� ����	�	 (��
�.
����	� �	���	�	 �	 ����	�	), �	
������ �� 10 000?
- 8���� �	
	. *	��� ��� �	�
10 000 ����
	 �� 32 �	������
���	��.
- @�����	����� ����	�, �	��?
- '	. # ��	�� �� 
�� � �	�-
�����������? 1������� �� ����
�	�����&�, ��
	� �	 
	�	
�	�����&��� �	 �������
�� ����,
�	����� ��� ����	�	 ��
	�� ��
���������	�. *� �	
�� � ����	�� �
�	�����&��� �	 ��������� ����,
	��������	������ ����	�. 8�
����� ������ �	���	�	 ��. 1�	���
���(���"	 
	����	, �����	�	�
��������� �	 ��-����
� �������-
�� � ��-
����� ��
���������
� ���� ���	 �	���
	�.
- 5	"�? @��� �� �� �	 �����
��	����?
- 2, �	���� �	��	�� �	 ��-����
�
�� �������� �	 ����
� ��������-
�� �����������. 1�������� �, ��

� ������ �	 �	������ ����&��,

�
	�� � ����(�����, ����� 
�
����	"	�� � ������	. ,	�	��
�	
�	�
�, ��	
�	�� 
��
	����, ��
���	 ���	�	�	 ����
������ � �	��-
�	�	. 8� ������	�, �� �� ��
	� �	 ��-
�	�	� �	 �	���	�	 �� ���
� � �	���-
�	� �	 ������ ��"� ��-��
����.
- *� 
	
�� ���� �	 ���� ��-��
��-
�� �� �	���	�	 � 
����	 ������	-
����	 
���	���?
- @��� �� �	���	
� ����	��	 ����	.
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blue-collar worker

�	�����
 (íà ôèçè÷åñêèÿ òðóä)
white-collar worker

����	", �	����" � 	��������	&���	
work one’s way up ����
	� ��
promotion [pr�
mouʃn] ���������
put it short � ���	 ���	

4.

If you want to become a good

manager you have to observe the

following principles:

Organization

Organizing involves the establish-

ment of a structure of roles through

determination of the activities

required to achieve the goal

of the enterprise, the grouping of

these activities, the assignment of

such groups of activities to manag-

ers and the delegation of authority

to carry them out. The organization

structure is not an end of itself but

a tool for accomplishing enterprise

objectives.

Efficient organization will

contribute to the success of the

company, and for this reason

the application of organizational

principles is very important.

#
� ��
	�� �	 ��	���� �����
��������, �����	 �	 ��	��	��
�������� ����&���:
Îðãàíèçàöèÿ

2�
	�����	���� �
�3��	 ���	����-
�	���� �	 ����
���	 �� ���� ����
���������� �	 ����������, ����(�-
���� �	 �� �����
�� &���	 �	
�������������, 
�����	���� �	 ����
��������, ����	
	���� �	 ���
	

���	 �� �������� �	 ���������
� ��������"	�	���� �� �	 
�
�������	�. $���
���	�	 �	
��
	���	&���	 �� � �	��&��, 	
���������� �	 �����
	�� &����� �	
�������������.
<��
����	�	 ��
	���	&�� "�
��������� �	 ����(	 �	 ����	�	
� �� �	�� ������	 ����	
	����
�	 ��
	���	&����� ����&���
� ���
� �	���.

�
Çà äóìàòà ôèðìà íà àíãëèéñêè å
äîáðå äà èçïîëçâàòå company.

Äóìàòà firm ñå ñðåùà ïî-ðÿäêî.Business
îçíà÷àâà íå ñàìî ôèðìàòà, ïðåäïðèÿòèåòî,
â êîåòî ðàáîòèòå, íî è ñàìàòà ðàáîòà è
ïðîôåñèÿ.Çà ïåðñîíàë (ëè÷åí ñúñòàâ) â ïðåä-
ïðèÿòèåòî (enterprise) ìîãàò äà ñå
èçïîëçâàò äóìèòå personnel, staff,
workforce, workers, employees.
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Staffing

This involves manning and keeping

manned the positions provided for

by the organization structure.

The task includes selecting

the best candidates for positions,

their training and appraising.

Directing

Directing involves guiding

and supervising subordinates. They

must learn the organization struc-

ture and the relationship of activi-

ties and personalities, their duties

and authority. Once subordinates

are oriented, the Manager

has a continuing responsibility

for clarifying their assignments,

guiding them toward improved

performances, and motivating

them to work with zeal and

confidence. This naturally leads to

knowledgeable, well-trained people

who work efficiently.

Controlling

Control seeks to compel events to

conform to plans. Thus it measures

performance, corrects negative

deviations, and assures the accom-

plishment of plans. The plan guides

the manager in the timely use of

resources to accomplish specific

goals. Then activities are monitored

to determine whether they conform

to planned action, as things are

controlled by controlling what

people do.

Íàáèðàíå íà ïåðñîíàë

8��	 �
�3��	 �	���	�� �	 �	����	
��
	 � �������	�	�� � ������	� �	
�����������, ���������� � ��
	��-
�	&����	�	 ����
���	. 5	�	�	�	
�
�3��	 ������ �	 �	�-�������

	����	�� �	 �����������, ��(����
�������� � �&����	��.
Ðúêîâîäñòâî

;�
���������� �
�3��	 �	����	��
� �	��3�	�	�� �	 �����������. 8�
�����	 �	 �	��	� ��
	���	&����	�	
����
���	 � ����
��� ����� ���-
����� � ��������, ��(���� �	�����-
��� � �������"��. ,�
	�� �������-
���� �	 ��������	��, ����������
��	 �����
���	�	 ��
�������� �	
�������	�� �	 ����������� �� �	-
�	��, 
	�� 
� �	����	 
�� ������-
������	�� ���������� � 
	�� 
�
�������	 �	 �	����� � ������� �
���������. 8��	 ���������� ���� ��
������
�����, ����� ������� (��	,
�	���	�	 �	 
���� �	�	 ������	��.
Êîíòðîëèðàíå

,�������� �� ������ �	 ������� ��-
������	 �	 �� ��������	� �	 ��	-
������. 8	
	 ��� ������	 �����-
�	������, 
���
��	 ��
	������� ��
-
������� � 
	�	����	 �����������
�	 ��	�	. 1�	��� ��
����� ����-
����	 
�� �	�������� �������	��
�	 ��������� �	 �����
	�� �	
���������� &���. '��������� ��
�	��3�	�	�, �	 �	 �� ��������
�	�� ����������	� �	 ��	���	����
��������, ��� 
	�� ��"	�	 ��

��������	� ���� 
��������	��
�	 ���	, 
���� (��	�	 ��	���.

5.
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observe [�b
z�:v] ��	��	�,
����3�	�	�
assignment [�
sainm�nt] ����	
	��
�	 �	�	�	
manning and keeping manned

�	���	�� �	 �	����	 ��
	
appraising [�
preiziŋ] �&����	��
authority [�:
θ�riti] ��	��, ��	�	

guide [gaid] ��
�����, �	����	�
supervise [
sju:p�vaiz] �	
����	�,
�	����	�	�
zeal [zi:l] �������, �	�
knowledgeable [
n�lid��bl] �����
���������, ������
�����
conform [k�n
f�:m] ��������	� ��,
�����	�, ��	��	�

5.

- Good morning, Mr Toren!

- Good morning, Mayor!

- I’m glad to meet you again in

Bulgaria. You don’t look very well.

What’s going on?

- When I called you yesterday I

didn’t want to tell you everything …

I’m very upset because there’s

no supply of raw material. I mean,

there’s no enough wood in the

region and our production of MDF

boards is at a standstill.

- That’s alarming. What about the

workers? Have you already started

to fire them?

- '���� ����, 
-� 8����!
- '���� ����, 
����!
- ;	��	� �� �	 �� ���� ������ �
���
	���. *� ��
����	�� ���
�
�����. ,	
�� ��	�	?
- ,�
	�� �� �� ��	��( ����	 ��
��
	( �	 �� 
	�	 ����
�...
@��
� ��� ������
���, �	"���
���	 ����	�
	 �	 ��������. 9�	�
�������, �� ���	 ����	����� ���-
��� �	����	� � �	���	 � ��������-
������ �	 ���
� �� @'A � � �	����.
- 8��	 � ������
���	"�. #��
�	�����&���? 5	����	(�� �� ����
�	 
� �������	��?

�
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- Oh, no. The factory is still in

operation. You know, we’re a

subsidiary of Entegre Holding. We

still have some reserves to rely on

but in the next few days the factory

will stop.

- How can I help you?

- We need your political support

for the assurance of wood supply

for our project.

- But you’ve just told me

there is no raw material in my region.

- You know what to do. Maybe you

can write to the Minister of Forestry

and ask for his assistance.

- Ok, we’ll do that.

I say “we” because you should

write him a letter asking for help

and I’ll write a supporting

letter where I can state

my arguments, otherwise I’ll be

accused of lobbying.

- We must persuade him that if the

project is completed additional job

positions for 300 new workers will be

created, 90% of the panels will be

exported and the investment shall be

in total around 110 million euros.

- Yes, we’ll try to. I know what your

enterprise means for the workers in

my region.

- #, ��. A	���
	�	 �"� �	����.
*	�� ��	���, �� ��� ��������� �	
„<���
�� (�����
”. !�� �"� ��	��
��
�� �������, �	 
���� �	
�	����	��, �� � �����	"���
��
��
� ��� �	���
	�	 "� ����.
- ,	
 ��
	 �	 �� ����
�	?
- *���(����	 �� � �	�	�	 ������-
���
	 ���
���	 �	 ���
����	��
����	�
	�	 �	 ������ �	����	�
�	 �	��� ����
�.
- *� ��� ��
�-"� �� 
	�	(��,
�� ���	 �������� � ��� �	���.
- 5�	��� 
	
�� �	 �	��	����. @���
�� ������ �	 ������ �� ��������	
�	 
����� � �	 
� �������� �	 ����".
- '����, ��� "� �	��	��� ���	.
,	��	� „���”, �	"��� ��� �����	
�	 �� �	������ ����� � �	 
� ����-
���� �	 ����", 	 	� "� �	���	
����� � ���
���	, 
����� "� ����-
�	 ����� 	�
������. ! ��������
����	� "� �� ������� � �������.
- 8����	 �	 ������ ��������	, ��
	
� ����
��� �� �	�����, "� ��
����	�	� ������������ �	�����
����	 �	 �"� 300 ���� �	�����&�,
90% �� �	������ "� �� ���	��� �
�������&���	 "� ���� ��"� �
���
110 ������	 ����.
- '	, "� �� ����	��. 5�	� 
	
��
���	�	�	 �	���� ����������� �	
�	�����&��� � ��� �	���.

raw material �������	
be at a standstill ����	�

be in operation �	����,
���
&�����	�, � �������� ���



68

6.

Siemens - the world’s

largest conglomerate

Siemens was founded by Werner

von Siemens on October 1, 1847,

based on the telegraph

he had invented that used

a needle to point to the sequence

of letters, instead of using

the Morse code.

In 1848 the company built

the first long-distance telegraph line

in Europe, spanning 500 km

from Berlin to Frankfurt am Main.

In 1881 a Siemens AC Alternator,

driven by a watermill, was used to

power the world’s first electric street

lighting in the town of Godalming,

United Kingdom.

The company continued to grow

and diversified into electric trains

and light bulbs.

Ñèìåíñ - íàé-ãîëåìèÿò

ñâåòîâåí êîíãëîìåðàò

,���	����	 „$�����” � �����	�	 ��
!����� ��� $����� �	 1 �
������
1847 
, 
	�� � �����	�	 � ����
�	-���,

���� ��� ��������� � ��� 
��-�� ��
�������	 �
�	 �	 ������	��
�	 ����������	 �	 ��
����,
������ ������	�	 	���
	.
1��� 1848 
���	����	 ��������	
����	�	 � <����	 ����
�	��	 �����
�	 �	����� �	��������, �	�������-
�	"	 �� �	 500 
�������	 �� ���-
��� �� A�	�
���� �	 @	��.
1��� 1881 ������	���	����� �	 „$�-
����” �	 ��	� ��
, �	�����	� �� ��-
����&	, �� �������	 �	 �	(�	��	��
�	 ������� � ����	 ������ �������-
��� � 
�	� 7��	����
, !���
����-
�	���. ,���	����	 �������	�	 �	 ��
�	��	���	 � �	������	���	 ���-
��
&���	 � ���
������
� ��	
��� �
����������� 
���
�.
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During the 1920s and 1930s,

Siemens started to manufacture

radios, television sets, and electron

microscopes. Before World War II

the company was involved in the

secret rearmament of Germany.

Like many big German companies

Siemens supported Hitler.

In the 1950s Siemens started to

manufacture computers, semicon-

ductor devices, laundry machines,

and heart pace makers. Siemens

AG was incorporated in 1966.

The company’s first digital

telephone was produced

in 1980. In 1988 Siemens

and GEC acquired the UK defense

and technology company Plessey.

The holdings of Plessey were split;

Siemens taking over the avionics.

In 1990 Siemens acquired failing

Nixdorf Computer AG and

renamed it Siemens Nixdorf

Informationssys-teme AG.

In 1997 Siemens introduced

the first GSM cellular phone with

color display. Also in 1997 Siemens

agreed with British Aerospace and

DASA the sale of the defence arm

of Siemens Plessey.

In 2005 the Taiwanese company

BenQ acquired the financially

bleeding mobile phone subsidiary

from Siemens and gained the

exclusive right to use Siemens

trademark for 5 years.

Before transferring the mobile

phone subsidiary to BenQ,

1��� 20-�� � 30-�� 
����� „$�����”
�	����	 �	 ���������	 �	��	, ��-
���������� �������&� � ���
����-
�� ��
���
���. 1���� !���	�	 ���-
����	 ����	 
���	����	 ��	���	 �
�	����� ���������	�	�� �	 7���	-
���. ,	�� ���
� 
����� ����
� 
��-
�	��� „$�����” ���
���� 6�����.
1��� 50-�� 
����� „$�����” �	����	
�	 ���������	 
���3���, �������-
�����
��� ���������	, ���	��� �	-
���� � �������� �������
���. „$�-
���� #7” ��	�	 	
&������� ������-
��� ���� 1966. 1������ ��
��	���
������� �	 
���	����	 � �������-
��� ���� 1980 
. 1��� 1988 
. „$�-
����” � '�� 9 $� ��������	� ���-
�	��
	�	 ����	������	 � ��(����
�-
��	 
���	��� „1����”. 6�����
��
„1����” � �	������, 
	�� „$�����”
��������	 	��	&����	�	
�	�����(��
	.

1��� 1999 
. „$�����” ��������	
�	�	�	"	�	 „*�
����� ,���3���
#7” � � ���������	 � „$����� *�
-
����� ������	&���������� #7”.
1��� 1997 
. $����� ������	�� ���-
��� GSM 
������� ������� � &�����
�������. 1	
 ���� 1997 
. „$�����”
�� ��
��	�� � „������ #��������” �
'� <� <� <� �	 ����	��	�	 �	 ���-
�	�������� 
��� �	 „$����� 1����”
1��� 2005 
. �	��	��
	�	 ����	
BenQ ��������	 ���	����� �	����-
����� ����	� �	 $����� �	 �����-
�� �������� � �����	�	 ��
�3��-
������� ��	�� �	 �������	 ���
���-

	�	 �	�
	 „$�����” �	 ��� 
�����.
1���� �	 ���(����� ����	�	 �	
������� �������� �	 BenQ
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�

�

„$�����” ��������	 250 ������	
���� � �	�	���	 	
����,
������	"� �	 100 ������	 ����.
1��� 3�� 2006 
. �������� �	 „$�-
����”- „A�
���	�� �����”, „@����-
�� �����” � „*�������”, �� ����	� �
„*�����
 ������ 
���” �	 „*�
�	”�
50 �	 50 ������� �����������, 
	��
����	�	� &����	�	 �	 ��
���	�	 �
������	 ����	, �	�����	 „*�
�	
$����� *�����
�”.

Siemens invested 250 million

euros and wrote off assets

amounting to 100 million euros.

In June 2006 the Fixed Networks,

Mobile Networks and Carrier

Services divisions of Siemens

merged with Nokia’s Network

Business Group in a 50/50 joint

venture, creating a fixed and mobile

network powerhouse called Nokia

Siemens Networks.

diversify [dai
v�:sifai] �	������	��-
�	�, ���������	� �	������ �����
��
semiconductor [
semik�n�d�kt�]
������������

failing [
feiliŋ] �	�	�	"
financially bleeding

��� ���	����� �	���������

transfer [træns
f�:]
���(������, ��������	�
subsidiary [s�b
sidi�ri] ����	�
merge [m�:d�] ����	� ��
powerhouse [
pau�haus]
�������
, ���
�����	�&��

A stake (an interest, a holding) in
a company is the shares that one
investor has in a company.
Two companies may work together
in a particular area by forming an
alliance or joint venture.

By series of acquisitions a com-
pany becomes a parent company
in conglomerate (or holding) with
the other businesses as its
subsidiaries. Usually mergers
occur in consensual setting in a
deal that is beneficial for both
parties, while acquisition can
happen through a hostile takeover
by purchasing the majority of
outstanding shares of a company

against the wishes of its board.

'�� � 
���	����	 ���	�	�	�
	
&����, 
���� ���� ����������
������	�	 � ���.
'�� 
���	��� ��
	� �	 �	�����
�	���� � ���������	 ���	�� 
	��
������	� ���
���
� 	��	��
��� ������� �����������.
D��� ����� �� ��������	��� 
���	-
����	 ��	�	 &����	��	 (�	�
	) �

��
�����	� ((�����
) � ���
�
������� 
	�� ����� ���������.
2��
������ ����	����	 �� �����-
��	� � 
�������� � ����
	, 
����
� ��	
�������	 � �	 ����� ���	��,
��
	�� ��������	���� ���� �	 ��	-
�� ����������� ��	������ ��
��-
"	�� ���� �	
����	�� �	 ��-
���-
�	�	 �	�� �� ���������� 	
&�� �	

���	����	 ������ ���	����� �	
������ ����.
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ÃÐÀÌÀÒÈ×ÍÀ ÑÏÐÀÂÊÀ

� ,�
	�� 
������ �	 ��������, ��������� � �	��� ������ ��� ������ �
���	����, 
���� ���	 ����
	 � �	����"���, �������	�� ìèíàëî

ïðîñòî âðåìå. ! ���������	����� �����	 ���	 ����� ��	 ����
	
�������	. *	 ���
	��
� �� �� �������	 � ���	�� �������� ���
��
	��� ���������
� �����.

In 1990 Siemens acquired the failing Nixdorf Computer AG

1��� 1990 „$�����” ��������	 �	�	�	"	�	 „*�
����� 
���3��� #7”

In the 1950s Siemens started to manufacture computers.

1��� 50-�� 
����� “$�����” �	����	 �	 ���������	 
���3���.

� 1� ��������� �	 ��	������� 
�	
��� �	�� ��	������, �� ���	��
������ ����� �� ���	���	 �� ���������	 �	 ��������� 
�	
�� �
�
���	����� -ed. !���
� 
�	
���, 
���� �� ���	���	� ���	�� ������
����� �� ���� �	���, �	 ����	�����. 2������� ����	��� �	 �	
�	,

�� �� �����	 �	 �� �	������ �	�����, �� ����
��������� �, ��
�	 ���
� ��-�	�
� �	 ���� �� ��	������� 
�	
���.
work worked

�	���� �	����(  (��	����� 
�	
��)
make made

��	�� �	��	��( (����	����� 
�	
��)

Last year I worked in the USA.

@��	�	�	 
����	 �	����( � $#%.

DuPont made people’s life easier.

„'3���” �	��	�� �����	 �	 (��	�	 ��-�����.

� 1�� �	�	�	�� �	 ������ � ���	 
�	
���� ����� �� �������	 ����	
	-
������ 
�	
�� did, 
���� �� ����	�� � �	�	���� �	 ��������������
���������.

Did you work in the USA last year?

! $#% �� �	���� ���	�	�	 
����	?

� !�� �������������� ��������� 
�	
���� ���	�	 � ������	�	 ��
����	.
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� 2���&	����	�	 ����	 �� ���	���	 � ����"�	 �	 ����	
	������ 
�	
��
did � �	���&	�	 not (did not, ��
�	���	 ����	 didn’t [�����]) .

They didn’t merge with Nokia.

8� �� �� ���(	 � „*�
�	”.

1�� ���	���	�� �	 ����&	����	�	 ����	, 
	
�� ��� ��������������
���������, ���������� 
�	
�� ��"� ���	�	 ����������.

� 7�	
���� to be � ����	�����. A���	�	 �� �	 ���	�� ������ ����� �
was (���� �� �o�) ��� were (��:) ��������� �	 ���������� � �������-
���� �����
I was #� ��(
You were 8� ����
He, she was 8��, �� ����
We were *�� ��(��
You were !�� ��(��
They were 8� ��(	

I was in London last year.

��( � F����� ���	�	�	 
����	.

� !������������� ��������� �� ���	���	� � ��������, 	 �� � ����"�	
�	 ����	
	������ 
�	
�� did

Was your production competitive last year?

���� �� �����
&���	 �� 
��
������	 ���	���� ����?

� 9���������� ��	�	 ����&	�����, 
�
	�� ���� 
�	
��	 �� ����	�� �	�-
��&	�	 not.

Unfortunately, it wasn’t.

5	 ���	�����, �� ����.
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Ìÿñòî íà ïðèëàãàòåëíîòî èìå è íàðå÷èåòî â èçðå÷åíèåòî

� 1���	
	������� �� ����	��� ���� ��"������������. ,�
	�� ��	 ���
��� ������ ����	
	�����, �� �� �������	� �� ������� �	���:

easy � easily

����� �����
usual � usually

���
����� ���
������

� A���	�	 �	 ���
� �	����� ����	�	 � �	�� �	 ����	
	������� ���

Ïðèëàãàòåëíî çà           Ñúùåñòâèòåëíî

êà÷åñòâî ðàçìåð âúçðàñò   öâÿò ïðîèçõîä ìàòåðèàë

funny little old brown-haired man

�	�	��� ������ ��	� 
������� ���
beautiful old red Persian woolen carpet


�	��� ��	� ������ �������
� ������ 
����
promising new Bulgarian chemical compound

���"	�	"	 ���	 ���
	��
	 (������
	 ����	�
	

� @������ �	 �	������� � ���
������ ���� 
�	
��	 � 
�	� �	 ��������-
���. 1����� �	 �	����� 
	�� here, there, now, then, still. 1�������
�	����� �	 ����	��� � �� ���	���	� �� ����	
	����� ����	 ����
���	���� �	 �	��	�
	�	 -ly

fast � fast
���� �����

hard � hard
������ ������

long � long
����
 ���
�

low � low
����
 ���
�

5	�������, �� well � �	������� �� ����	
	������� good.
I don’t speak English very well.

*� 
����� 	�
����
� ���
� �����.

� *	������	 �	 ����� � ������	 (always, usually, often, sometimes,
rarely, never) �� ����	��� ���� 
�	
�����, ����� ����. 
�	
�� to be.

I sometimes rent a car when I’m on a business trip.
1���
�
	 �	��	� 
��	, 
�
	�� ��� � 
��	������
	.

I’m already late.
!��� ��� �	
�����.

� *	����� 
	�� very much, very well, before, lately, recently ���
������
����� � 
�	� �	 �����������.

I have never been there before.
*�
�
	 �� ��� ��� �	� �����.

I like the English language very much.
6	����	� 	�
����
�� ���
 ���
�.

�
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8.
- How many divisions are there in
your company now?
- Four or rather five.
- In which one do you work? I heard
you were recently promoted.
- In the Production Division. Actu-
ally, I’m Head of the Logistics
Department which is part of the
Production Division. My
department is responsible
for deliveries, supplies of row
materials and stock maintenance.
- And what does the Production
Division do as a whole?
- Oh, it’s the most important and
largest division in our company.
The Production Manager
has overall responsibilities
for three manufacturing plants
and the distribution centres.
Do you remember Linda Grace?
- Of course.
- She was appointed Production
Manager last year. And I come
under her direct control.
- Oh, I’m glad to hear that.
And what about Bill Davis?
- Bill is in the company’s Head
Office in California and works
closely with the Managing Director
who has overall control of the
company. The Finance and Person-
nel Departments are attached to Bill.
- Is Mary Jones still
in the Marketing Division?
- Yes, but she was promoted
and now heads the division. She
employs about 37 staff and became
very serious and responsible lady.

- ,��
� ����
&�� ��	 ��
	 ���
�	�	�	 
���	���?
- D����� ��� �	�� ���.
- 8� � 
�� �	�����? D�(, ��
�	�
��� �� ��� �������.
- ! ����
&�� „1�����������”. !��"-
����, ��� ��� �	 ����� „F�
����
	”,

���� � �	�� �� �������������	�	
����
&��. @��� ����� ��
��	�� �	
����	�
���, ��	����	���� ���
�������� � �������
	�	 �	
�
�	������ �	��������.
- # 
	
�� ��	�� �������������	�	
����
&�� 
	�� &���?
- 2, �� � �	�-�	��	�	 � �	�-
����	-
�	 ����
&�� � �	�	�	 ����	.
'���
����� �� ��������������
��
��	�� �	 ����� ��������������
����������� � &���������
�	 �	�������	�����.
1����� �� F���	 7����?
- ;	����	 ��.
- 8� ���� �	��	���	 �	 ����
���
„1�����������” ���� ���	�	�	 
���-
�	. 9 	� ��� � ���
� ��������.
- 2, �	��	� �� �	 
� ���.
# 
	
�� ��	�	 � ��� '�����?
- ��� � � ���	��"��� �	 
���	-
����	 � ,	�������� � �	����
����� � 
�	���� ����
���, 
����
��&��� 
��������	 
���	����	.
2������� „D����
� �������” �
„A��	���” �	 ���
	���� 
�� ���.
- # @��� '����� �"� �� �
� ����
&�� „@	�
����
”?
- '	, �� �� ������ ���������
� ��
	 ��
����� ����
&���	. 1��
��� �	����� 37 ����
	 � �� ��	�	
���
� �������	 � ��
�����	 �	�	.

�
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- Oh, I see. She advertises the
firm’s products and deals with
customers. In this role the appear-
ance is very important. Now she is
the face of the company.

- ;	����	�. 8� ��
�	���	
��������	 �	 ����	�	 � ��
�	���	�	 � 
��������. ! �	��
���� ���������	 � ���
� �	��	.
$�
	 �� � ��&��� �	 
���	����	.

delivery [di
liv�ri] �	��	����,
����	�
	
supply [s�
plai] ����	�
	
overall [
ouv�r�:l] �����, &��, ��"

distribution [�distri
bju:ʃn]
��������&��, �	�������	�����
appoint [ �
p�int] �	��	�	�	�
appearance [�
pi�r�ns] ������ ���

9.
- Is it true that your company
intends to close down two factories
in Bulgaria?
- Who mentioned that?
- I read in the newspapers. I’m keen
to hear what you have to say on the
subject.
- Well, in the last years we limited
our production to certain medicines
which are prescribed in large
quantities.
- So it’s true you’re going to close
the factories in Sofia and Varna?

- !���� �� �, �� 
���	����	 ��
����	�����	 �	 �	����� ���
�	���
� � ���
	���?
- ,�� 
	�	 ���	?
- 1������( ��� ������&���.
9�������� �� � �	 �	����	 
	
��
����� �	 
	��� �� ������	.
- #�� ���� ���������� 
�����
�	�	��(�� �������������� �� ��
���������� ��
	����	, 
���� ��
��������	� � 
����� 
��������	.
- 5�	�� � �����	, �� "� �	�������
�	���
��� � $���� � !	��	?
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- Not the whole factories. We’ll reduce
our facilities to research and mar-
keting. We are increasing our R&D
(research and development) expen-
diture. We will establish new labora-
tory units that will focus on develop-
ing a compound for effective fight
against cancer.
- Oh, this sounds like a revolution
in medicine. What about the manu-
facturing facilities? Will you move
them to somewhere else?
- We’re moving them to Asia. Our
production resources have been
concentrated steadily over the past
few years. In Asia we have 5 more
plants. We believe that moving the
facilities to one and the same place
will reduce costs and increase
efficiency and profit.

- *� &����� �	���
�. %� �
�	�����
�����������	 �� ������	�� � �	�-

����
. +�����	�	�� �	���� �	�(�-
�� �	 �	����-�	�����	 �������.
$���	�	�� ���� �	���	�����
������, 
���� "� �� �	���	� 
��
�	��	����	���� �	 ����	�
	
�	 ���
����	 ����	 ���"� �	
	.
- 2, ���	 ����� 
	�� �����3&�� � ��-
��&��	�	. ,	
�� "� ��	�� � �����-
����������� ����������? %�

� ���������� �� ��
��� ���
	��?
- @����� 
� � #���. *	���� �����-
��������� ������� �� 
��&���-
���	(	 ��������� ���� ����������
��
��
� 
�����. ! #��� ��	�� �"�
��� �	���	. !���	��, �� ��������	-
���� �	 �����������	 �	 ���� �
��"� ����� "� �	�	�� ��������-
�����	 � "� ������� ���
��������	
� ���	��	�	.

expenditure [iks
penditʃ�]
�	�(��, �	����
�
compound [
k�mpaund]
(������
	 ����	�
	,
��"�����
cancer [
kæns�] �	

(çà áîëåñò è çîäèÿ)
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10.
- My last company was based in
Warsaw. That was until it was taken
over.
- When was that?
- In March 2004. My department
was merged with our parent com-
pany. About 30 people lost their
jobs. And our head office moved to
Berlin.
- When was the R&D division
closed down?
- In October 2006. The plant and
machinery were sold off.
- When did you join your present
company?
- At the beginning of this year.

- @���	 �������	 ����	 ���� ���
���	��"� ��� !	��	�	. 8��	
���� ��
	�� � ��
���	(	.
- ,�
	 ��	�	 ���	?
- 1��� �	�� 2004. @��� ����� ��
��� � 
���	����	-�	�
	. 2
���
30 ����
	 �	
���(	 �	���	�	 ��. #
���	��"��� �� �� �������� �
������.
- ,�
	 ���� �	������	 ����
&��
„*	����-�	�����	 �������”?
- 1��� �
������ 2006. 5	����� �
�	������ �� �	�����	��(	.
- ,�
	 �	����	 �	���	 �
��
	��	�	 �� ����	?
- ! �	�	���� �	 �	�� 
����	.

�
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DuPont at a Glance

Operating in more than 70 countries, DuPont offers a wide
range of innovative products and services for markets including
agriculture, nutrition, electronics, communications, safety and protec-
tion, home and construction.
In 1802 when it was founded, DuPont was primarily an explosives
company. One hundred years ago, its focus turned to chemicals,
materials and energy. Today DuPont deliver science-based solutions
that make real differences in people’s lives around the world in areas
such as food, health care, apparel, construction, electronics and
transportation. Look closely at the things around your home and
workplace and you’ll find dozens of items made with DuPont materials.
Last year’s revenues of the company amount to 27 billion dollars.
DuPont employs 60 000 people worldwide. It has more than 40 re-
search and development and customer service labs in the United
States and more than 35 labs in 11 other countries.
Charles (Chad) Holliday is its chairman and CEO. He has been with
DuPont for more than 30 years. Chad has been chief executive officer
since 1998 and chairman since 1999.
DuPont is the 66th largest U.S. industrial corporation.
Some of the trade marks of DuPont are Pioneer (brand seeds), Teflon
(films, fabric protectors), Corian (solid surfaces).

�
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�

�

Äàòè è ãîäèíè

'	���� �� ������	��� �� �������� ��	 �	���	:
August 3rd, 2006 August the third 2006 ���

the third of August 2006 (two thousand and six).

September 21st,2007 September the twenty first ���
the twenty first of September (two thousand and seven)

December 15th,1999 December the fifteenth ���
the fifteenth of December (nineteen ninety-nine)

1������ �	��� �	 ������	�� �	 �	���� �� �������	 � 	����
	��
��
	�
����
�.

! ����	��
�� 	�
����
� � ��������� �	�	�	 �	 �� ������	 �� �������
�	���:
11 October 2006
15 March 1998

D������� �	 “	�
����
���” �	�� ��	�	 �� ��"��� ��	 �	���	, 
����
�	 ����	�� ��-
���.

,�
	�� �	���� �� ���	� �	�� � &����, � 	����
	��
�� 	�
����
� ���-
�	�	 &���	 �����	�	�	 ����&	, 	 �� �	�	�	, 
	
�� � � ����	��
�� 	�
-
����
�.

8	
	 �	�	�	 1/4/1980 � ÷åòâúðòè ÿíóàðè 1980 � 	����
	��
��
	�
����
� � ïúðâè àïðèë � ����	��
��.

1��� �	���� �� ����	�� ������
�� on, 
���� �� �������	 �	 ���
	��
�
íà.

I was born on November 15th, 1989.
;���� ��� �	 15 ������� 1989 
����	.

,�
	�� �� ������	�	� �	�� ����& � 
����	 ��� �	�	, �� ����	��
������
�� in , 
���� �� �������	 �	 ���
	��
� ïðåç.

in March 2004 ���� �	�� 2004
in May 1977 (nineteen seventy-seven) ���� �	� 1977

5	 ������ ����������� �� ������	���� �	 �	�� � ��
������ �����

�	�	 14.
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1.
- Mr Stancheva and Mr Dimitrov
are here, John.
- Thank you. Hello,
Mrs Stancheva, hello, Mr Dimitrov,
welcome to the United States.

- Mr Cotton, we’re so sorry
to be late.
- That’s all right. Was your flight
delayed?
- Yes, there was a terrible fog at
JFK Airport. We waited for more
than five hours there.
- Oh, well, never mind, you’re here
now. Would you like to freshen up?
- No, we’re fine. But some coffee
would be nice.
- All right. Mary, would you please
bring us three coffees?
- We’re very happy to be invited
in your factory in Silicon Valley.
It’s a fantastic place
and as we know the biggest
centre of the electronics industry.
Would you please tell us something
more about your production?
- All right. In fact, we don’t produce
PCs but components
for them - computer chips
and integrated circuits.
- And where the final products,
the computers, are assembled?

  5.
Manufacturing

and innovations.
Presentation

Ïðîèçâîäñòâî
è èíîâàöèè.

Ïðåçåíòàöèÿ

- 7�����	 $�	����	 � 
-� '�������
�	 ��
, '���.
- ��	
��	��. '	 ����	�. 5��	�����,

-�� $�	����	, ���	�����, 
-� '�-
������, ����� ����� � $������-
���� "	��.
- 7������� ,����, ��������,
�� �	
����(��.
- *��	 ��"�. 1������ �� �� ��
�	�	��?
- '	, ��	�� ��	��	 ��
�	 �	
����"� “'��� ,�����”. D	
	(��
������ �� ��� �	�	 �	�.
- <, 	��, ���	 ��"�, ��
	 ��� ��
.
9�
	�� �� �	 �� ��������?
- *�, ����� ���. *� �	�
� 
	�� ��
���� (��	��.
- '����. @���, �� �� �� ������	
��� 
	���	?
- @��
� ��� "	������, �� �� ��
	-
��(�� ��� �	�	�	 �	���
	 � $���-

����	�	 �����	. 8��	 � �	��	�-
����� ����� � 
	
�� ��	��, �	�-
�-
������ &����� �	 ���
�����
	�	.
%� �� 
	���� �� ��"� ������
�	 �	���� ������������?
- '����. !��"����, ��� �� �����-
����	�� ������	��� 
���3���,
	 
��������� �	 ��( - 
���3�����
������ � ����
�	��� �(���.
- 9 
��� �� �
�����	� 
�	�����
�����
��, ������	����� 
���3���?

�
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- American companies, you see,
manufacture and assemble
many products abroad,
because of lower production
costs and trade agreements.
Electronics manufacturing has
become truly global. Many
products are being designed in one
country, manufactured in another
and assembled in third. Highly
sensible and sophisticated items
such as semiconductors and
computers are being designed and
tested in the United States, for
example, but it remains likely that
other parts such as the keyboards
and outer casings are made in
China and shipped to Japan for final
assembly.
- I see…Do your employees
enjoy good working conditions?

- Would you like me to show you
around the factory?
- Oh, we certainly would, that would
be really interesting…
These premises are so clean and
noise-free at the same time.

- !����, 	����
	��
��� 
���	���
���������	� � �
�����	� ���
�
������� � ������	 ���	�� ��-
���
��� �������������� �	�(��� �
���
���
��� ����	�������.
1������������� �	 ���
�����
	
��	�	 �	�����	 
���	���. @��
�
������� �� ����
���	� � ���	
���	�	, ���������	� �� � ���
	 �
�� �
�����	� � ����	. !���
� ���-
����������� � ������������	��
	���
��� 
	�� ������������&� �

���3��� �� ����
���	� � �����	�
� $#%, �	������, �� � ������ ��-
������ ���
��� �	��� 
	�� 
�	��-
	���� � ������ 
���� �	 �� �����-
����	� � ,��	� � �	 �� ��	�����-
���	� �� E����� �	 �
���	�����
�
�����	��.
- ;	����	�... ;	��	� �� ��
�	���� �	�����&� �	 �����
������� �	 �	���	?
- 9�
	�� �� �	 �	�
���	��
�	���
	�	?
- 2, �	����	 ��, �� ��(�� ��
	��,
"� ���� �	�����	 ���������...
8��� ����"���� �	 �	
	 �����
� ������������ ��������.

6.
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- The air is filtered here and workers
wear special garments to
prevent any dust from getting
into the air. A speck of dust
will ruin a computer chip.
- Why don’t you use machines for
assembly of these small parts?
- Automated equipment will be
introduced in this ward next month.
@anual work increases the cost
of the product. It will be a history
for us very soon.

- !����(�� ��
 �� �������	 � �	���-
��&��� ����� ���&�	��� ����
�	, �	
�	 ������������	� �����
�	���� �	
��	( ��� �����(	. <��	 ��	���
	
���� �	 ���"��� 
���3����� ���.
- 5	"� �� �������	�� �	���� �	
�
�����	���� �	 ���� ������ �	���?
- $����	"�� ����& � ���� &�( "�
�� ������ 	����	����� �������	��.
;���	�	 �	���	 ������	�	
���������	 �	 �����
�	. 8��	 �	
�	� ���
� �
��� "� ���� �������.

freshen up [freʃn �p] �����	�	� ��
circuit [
s�:kit] ����
	, &�
��, �(��	
assemble [�
sembl]
������	�, �
�����	�
manufacture [�mænju
fækʧ�]

���������	�, ���	����	�
sophisticated [s�
fistikeitid]
������, ������������	�
garment [
ga:m�nt] ����
�� (îñîáåíî
ðàáîòíî)

2.
- Is this the first exhibition of food-
processing industry, Mr Mollov?

- Yes, it is. This branch of industry
is very important because it links
farmers and other agricultural
producers with customers.
- I fully agree. The food industry
has shown a steady increase
in production and variety.

Operations are as varied
as many foods we eat.
For example, in meat-processing
plants meat or poultry are slaugh-
tered, dressed and cut, in diary
product factories milk, cheese and
other diary products are processed,
bakeries make bread, cookies,
cakes and other bakery products.

- 8��	 ����	�	 ������	 �	 (�	-
�������-�
����	�	 ������������
�� �, 
-� @�����?
- '	. 8��� 
��� �� �������������	
� ���
� �	���, �	"��� ��� ������	
��������� � ���
� ����
�����	�-
�
� ������������� � 
��������.
- *	����� ��� ��
�	���. 6�	�����-
��-�
����	�	 ������������ ��-

	��	 ��	����� �	�	���	�� ��
��
���������������� � �	������	���.
2���	&���� �	 ���
��	 �	������,

��
��� �	������ (�	�� ����.
*	������, � ��������	����	���-
���� �	���� ������ ��� ���&��� ��

����, ������ � ���	�, � ���
�-
&����	���� �� ���������	 ���
�,
������ � ���
� ������ �����
��,
(�����	������ ��	��� (���, ���
-
����, ����� � ���
� (����� �������.
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It’s a long, long list.
But in this exhibition
you put stress on the preservation
and canning of food. Why?
- Canning industry is the leading
branch in food production, because
we’re living in an age where house-
holds have reduced cooking at home
and housewives are looking for
something labour-saving.
- Quality control and quality assur-
ance must be vital to this industry.

- The Agency on Food Quality
Control oversees all aspects of food
manufacturing. Especially in
canneries we apply science-based
methods for preservation without
preservatives.

- Do you make use of any auto-
matic machines in your canneries?

$����
�� � ���
�, ���
� ����
.
*� �	 �	�� ������	 �	���
	��
�	 �	�	��	���� � 
��������	����
�	 (�	�	�	. 5	"�?
- ,�������	�	 ������������ �
����"��� ��� � ��������������
�	 (�	��, �	"��� ������ ��� ��
,

�
	�� ���	
�����	�	 �	 �	�	����

�������� � 
�"� � ���	
�����
������ �������	"� ����	 ������.
- ,	���������� 
������ � 
	�	����	-
���� �	 
	�������� �����	 �	 �	 ��-
����� �	��� �	 �	�� ������������.
- #
��&���	 �	 
������ �	 
	����-
���� �	 (�	���� �	��3�	�	 ����
�
	���
�� � �������������� �	 (�	-
��. $��&�	��� � 
���������� �	�-
��
� �������	�� �	���� �����	��
������ �	 
��������	�� ��� 
��-
����	���.
- 9������	�� �� ��
	
�� 	����	����-
�	�� �	���� ��� �	���� 
��������
�	���
�?
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- Of course. With each new year we
make use of more sophisticated
machines and devices. For exam-
ple, we bought a fully automatic
peeling machine for our factory in
Parvomay two months ago.
- How does it work?
- Oh, you can see it over there.
It consists of a conveyor which car-
ries and drops the vegetables in a
rotating pressure drum where they are
exposed to a sudden increase in
steam pressure, the peels get loos-
ened by this ‘pressure shock‘ and sof-
tened by the steam.
Then they are automatically removed
in an adjacent washing drum, and the
loosened skins are subsequently re-
moved by flushing with pressure-wa-
ter. There are many other automatic
machines that I have no time
to mention even half of them.
- Maybe you have filling machines
for filling jars of various size with
tomatoes, cucumbers, etc.
- Sure. But not only fillers. We also
have spray pasteurisers, vacuum
boilers for the preparation of jams,
mince-and-cook machines and
many others.

- ;	����	 ��. $ ���
	 ���	 
����	
�������	�� ��� ��-����������-
��	�� �	���� � �������	. *	���-
���, ����� ��	 ����&	 
���(�� �	-
����� 	����	�����	�	 ����"	 �	��-
�	 �	 �	�	�	 �	���
	 � 1�����	�.
- 8� 
	
 �	����?
- 2, ������ �	 � ������ �� �	�.
$����� �� �� 
�������, 
����
����	�� � ���
	 �������&��� ���
�����" �� �	�	�	� ��� �	��
	��,

����� �� �	 �������� �	 ���
�
������	�	�� �	 �	��
	���� �	 �	-
�	�	, 
����
��� �� �� �����
	� ��
���� “��
 ��� �	��
	��” � ���
�	�.
$��� ���	 �� �� �����	���	�
	����	����� � �������� �����	"
�	�	�	� � ����
��� ��������� ��
�����	� � ���	 ��� �	��
	��.
9�	 �"� ���
� 	����	�����	��
�	����, �� 
���� �� ��
	 �	
������	 ���� �������	�	.
- @��� �� ��	�� ����	��� �	����
�	 ������� �	 ���
	�� � �	������
�	����� � ���	��, 
�	��	��&� � ��.
- ;	����	 ��. *� �	�� ����	�
�.
9�	�� ��"� � ������� �	��)����	-
����, �	
����� ������� �	 ���
�-
���
	 �	 �	��	�	�, �	����, 
����
������������ ����� � 
����� �
���
� ���
�.

slaughter [
sl�:t�] 
���
dress [dres]

�������	� (çà ïòèöè, æèâîòíè)
diary products [
dai�ri 
pr�d�kts]
������ �����
��
preservative [pri
z�:v�tiv] 
������	��

preservation [�prez�
veiʃn]
�	�	��	��, 
��������	��
cannery [
kæn�ri] 
�������	 �	���
	
adjacent [�
d�eisnt] �����
, �������
flushing [
fl�ʃiŋ]
��������	��, ������	��
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3.
- Good morning. I’d like to welcome
you all at IFF Chemicals. I hope
everyone had a good journey.
Before we have a look round the
plant, I’d like to show you a short
video. After that, there should be
time for some questions.
- Will we have enough time to look
at the whole plant?
- Yes, of course, but I’m afraid
we can’t go into the main laboratory.
It’s a restricted area.
We’re now walking past the
finished-goods area. Please
be careful. It’s very slippery
here.(noise of falling)…Oh, let me
help you. Are you OK?
- Yes, I’m fine. Just a little wet. Do
you mind if I sit for a moment?

- No, of course not.

- '���� ����. ��( ��
	� �	 �� 
	�	
����� ����� �	 ����
� � “IFF (���-
���
� �������”. *	���	� ��, �� ����
�
�	 �����	�� �����. 1���� �	 �	�
��-
�	�� �	���	, ��
	� �	 �� ��
	�	
���� 
�	�
� �����. $��� ���	 �����	
�	 ��	 ����� �	 ��
�� �������.
- %� ��	�� �� ����	����� �����
�	 �	�
���	�� &���� �	���?
- '	, �	����	 ��, �� �� ���	(��	�,
�� �� ����� �	 ������ � 
�	��	�	
�	���	�����. 8� � �
�	�����	 ���	.
$�
	 ���	�	�� ��
�	� ���	�	 �	

����	 �����
&��. @���, ������
����	�����. 8�
 � ���
� (���
	��.
(øóì îò ïàäàíå)... 2, ��������� ��
�	 �� ����
�	. '���� �� ���?
- '	, ����� ���. $	�� �	�
� ���
��
��. 9�	�� �� ��"� ������ �	
����	 �	 �	�
�?
- *� �	����	 ��.

restricted [ri
striktid] �
�	����� slippery [
slip�ri] (���
	�

�
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4.
- Hi, Milen. I can never find you at
home. You’re always in the field.
- Don’t you remember? Last year I
told you I was the biggest producer
of crops in our village.
- What you’ve achieved here is very
impressive. It surpasses my
expectations. What do you grow?
- Wheat, rye, maize.
- Do you intend to sow vegetables?

- No, we’ve concentrated
on cereal crops so far.
- Have you got any animals?
- My Brother Georgy has. He breeds
cattle and intends to set up a new
poultry if the market turns out right.
He can afford this, because we owe
300 acres
of land altogether.
- Wow. It’s too much. Do you rent
part of it?

- 5��	���, @�����. *�
�
	 �� �� �	-
���	� �
�"�. !��	
� �� �	 ������.
- *� ������ ��? @��	�	�	 
����	
�� 
	�	(, �� ��� �	�-
������� ���-
��������� �	 ������ � �	���� ����.
- 8��	, 
���� �� �����
�	� ��
, �
���
� ����	����	"�. *	����	�	
��	
�	����	 ��. ,	
�� ��
����	�?
- 1����&	, ���, &	����&	.
- !���	�����	� �� �	 �	�	���
�������&�?
- *�, �	��
	 ��� �� �	������

�� ������� 
������.
- 9�	�� �� �������?
- ��	� �� '����� ��	. 8��
��
����	 
����	 � ����	�����	 �	
�	��	�� ���	 ���&�����	, 	
�
�	�	��� ��������	. 8�� ���� �	 ��
������� ���	, �	"��� �	����
������	�	�� 300 	
�	.
- #�. 8��	 � ���
�. 1����	�� ��
��� 	����	 �	�� �� �����	?
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- No, no. The land belonged to our
grandfather many years ago. Then it
was nationalized by the commu-
nists and ten years ago it was given
back to us by denationalization.

- How do you till the land?
- We are fully mechanized.
We have two tractors which are
used for a multitude of tasks on the
farm, a modern combine, a plow
which is pulled by the tractor when
in use and can turn the soil over in
a single day, and a seed drill which
moves the seeds with air pressure.
- How do you manage to set your
accounts right? The expenditure is
immense.
- We’re eligible for state aid
because our turnover doesn’t
exceed 5 million �uros.
We also receive grants and
subsidies from the EU structural
funds under various schemes.
- And still it takes a lot of
courage and enterprise
to do this. Was there
a good harvest last year ?
- Yes, our production rates were
very high last year. 1000 kg wheat
per acre and we intend to keep the
same high rate this year. We export
part of our production to Turkey.

- Aren’t you afraid of the drought?
- No, I fully insure the production.

- May I ask you a personal question?

- *�, ��. 5����	 � ����	����	�	 �	
���� �� ����� ���
� 
�����. $���
���	 �� ���	 �	&���	�����	�	 ��

���������� � �� ���� ����	�	
����� ����� 
����� �
���	&���	���	&���	.
- ,	
 ���	����	�� �����	?
- *	����� ��(	�����	�� ���. 9�	-
�� ��	 ��	
���	, 
���� �� �����-
��	� �	 ����&	 �������� ��� ����	-
�	, ������� 
���	��, �	��, 
���� ��
����	 �� ��	
���	, 
�
	�� �� ��-
�����	 � ���� �	 ������ ����	�	
�	 ���� ��� � ��������
	, 
���� ���-
�� �����	�	 � �����( ��� �	��
	��.
- ,	
 �� ���	��� ��� ����
���?
;	�(���� � �
�����.

- 2�
��	���� �	 ����
�	����	 �	
����	��	 ����", �	"��� ��������
�� �� �	����	�	 5 ������	 ����.
$�"� �	
	 �����	�	�� ����"� �
�������� �� ����
������� �������
�	 <$ �� �	������ �(���.
- 9 ��� �	
 � ����(���� ���
�

��	� � ��������������� �	
�	��	��� ���	. @��	�	�	 
����	
����	 �� ���� ��
���	�	?
- '	, �������	 �	 ������������-
�����	 �� ���� ���
� ����
	 ����
���	�	�	 
����	. 1000 

 �����&	
�	 	
�� � ����	�����	�� �	 ���-
����	�� ��"��� ����
� ���	 �	��

����	. D	�� �� ��
���	�	
���	���� �	 8��&��.
- *� �� �� ���	(��	� �� ���	�	?
- *�, �	����� �	���	(��	�
�����
&���	.
- @�
	 �� �	 �� �	�	� ���� �����
������?
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�

�

- Of course you may.
- One gains the impression that you
live in the lap of luxury. I saw you
wife driving a brand new Mercedes.
- That’s true, but don’t forget I’m
working very hard day and night.
I live by my labour.

- ;	����	 ��, �� �����.
- D���
 �� ����	�	 ����	��������,
�� ������ �(����. !���( ���	 ��
�	 
	�	 ����� ��� ���&����.
- !���� �, �� �� �	��	���, ��
�	���� ���
� ������� ��� � ��".
����� �� ����	 ��.

It surpasses my expectations. 8��	
�	����	�	 ����� ��	
�	���.
rye [rai] ���
wheat [wi:t] �����&	
sow [sou] �	��
breed [bri:d] ��
����	�, ����

till [til] ���	����	�, ��	
eligible [
elid�ibl] ��������,
�����	��
set one’s accounts right ���	��� ��
����
���
drought [draut] ���	

Measures / Ìåðêè

Height, length

(Âèñî÷èíà, äúëæèíà)

1 inch = 2.54 cm

1 foot = 30.48 cm

1 yard = 91.44 cm

Distance (Ðàçñòîÿíèå)

1 mile = 1.609 km

Liquids (Òå÷íîñòè)

1 pint = 0.567 litres

1 gallon = 4.544 litres

Weight (Òåãëî)

1 ounce = 28.35 gr

1 pound = 453.6 gr

1 stone = 6.36 gr

Surface (Ïîâúðõíîñò)

1 sq.inch = 6.45 sq.cm

1 sq.foot = 929 sq. cm

1 sq.yard = 0.836 sq. m

1 acre = 4.04 decares

1 sq.mile = 2.59 sq.km
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5.
Many new drugs are expected
to be developed in the coming
years. Advances in technology
and the knowledge of how cells
work allow pharmaceutical
and medicine manufacturing
makers to become more efficient
in the drug discovery process.

The US pharmaceutical industry
has achieved worldwide prominence
through research and development
(R&D) work on new drugs and
spends a relatively high proportion
of its funds on innovation compared
with other industries.
For the majority of pharmaceutical
companies the actual manufacture
of drugs is the last stage of
a lengthy process that begins
with scientific research
to discover new products and
to improve the existing ones.

@��
� ���� ��
	����	 �� ��	
�	
�	 ���	� �	��	������ ���� ������

�����. *	�����
�� � ��(����
����
� ����	����� 
	
 ���
&�����	�

���
��� ��������	� �	
��������������� �	 �	��	&��-
����� ������� � ��
	����	 �	
��	�	� ��-���
����� � ���&��	 �	
��
���	�� �	 ��
	����	.
A	��	&������	�	 ��������� �	
$#% � �����	 �������	 ��	������
���� �	����-�	�����	 ������� �	
���� ��
	����	 � ���	�(���	
����������� ����
 ���&��� �� ����-
�� ������� �	 ����	&�� � ��	���-
��� � ���
� ���������.
5	 �������� �	��	&������� 
��-
�	��� �������������� ��������-
���� �	 ��
	����	 � �������	�	
�	�	 �	 ����
 ���&��, 
���� �	���-
�	 � �	���� �������	�� �	 ��
��-
�	�� �	 ���� �����
�� � ������-
������	�� �	 ��"������	"���.
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The process starts with seeking
and rapidly testing of thousands to
millions of new chemical com-
pounds with the potential to pre-
vent, combat or alleviate symptoms
of deceases or other health prob-
lems. Sophisticated techniques,
including computer simulation and
combinatorial chemistry, are used
to hasten and simplify the discov-
ery of potentially useful new
components.
A new drug is selected
for testing on humans only if it
promises to have therapeutical
advantages over drugs already
in use, or is safer.
Drug screening is an incredibly
risky, laborious, and costly process
- only one in every 10 000 com-
pounds tested eventually becomes
an approved medicine.
After laboratory screening firms
conduct clinical investigations, or
“trial” on human patients. The entire
process from the first discovery of
a promising new compound to its
final approval for commercial use
usually takes over a decade and
may cost hundreds of millions of
dollars.

1��&���� �	����	 � ������� � ���-
�� �����	�� �	 (����� � ������� ��-
�� (������
� �����	�&��, ��	"�
�����&�	� �	 ��������	���, ���"�-
�	� ��� �	 ����
�	� ���������� �	
������� ��� ���
� ���	��������
��������. +�����������	�� ��(��-
���
� ��(�	��, �
�3��	"� 
���3-
����	 �����	&�� � 
�����	����	
(����, �� �������	� �	 ��
���� �
������� ��
���	���� �	 �����&�	�-
�� ������� ���� 
���������.
<��� ���� ��
	����� �� �����	
�	 �����	�� ���(� (��	, �	�� 	
�
���"	�	 �	 ��	 ���	�������� ���-
������	 ���� ��
	����	, 
���� ��-
�� �� �������	� ��� � ��-�����	�-
��. 9������	���� �	 ��
	����	 � ��-
�������� ���
��	�, ��������
 �
�
�� ���&�� - �	�� ���	 �	 ���
�
10 000 �����	�� �����	�&�� �	
�	�
�� ������"	 � �������� ��
	�����.
$��� �	���	������ �
�����
 ���-
���� �������	� 
������� �����-
�	��� ��� ����� ���(� �	&�����-
(��	. w����� ���&�� �� ������	�	�-
���� ��
���	�� �	 ���"	�	"� ����
(������
� ��"����� �� ��
�����
�
���	����� ��������� �	 ���
���
	
�������	 ���
������ �����	 ������
�� ����������� � ���� �	 �����	
�����&� ������� ���	��.

pharmaceutical [�fa:m�
sju:tikl]
�	��	&�������
drug [dr�g] 1.��
	�����, 2. �	�
���

prominence [
pr�min�ns] ����������
alleviate [�
li:vieit]
����
�	�	�, �	�	���	�

therapeutical [θer�
pjutikl]
���	��������, �������
screening [
skri:niŋ]
������
	, ���
���
trial [trai�l] �����	���, ����	, ����
promising [
pr�misiŋ] ���"	�	"
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6.
- Despite the advances in technol-
ogy working conditions in our textile
factory still remain bad.

- Can you explain me why?
You have been a trade union’s
leader for more than ten years.
- Well, I can do. Many workers must
stand for long periods while bending
over machinery. Sometimes a lot of
them are exposed to hazardous
situations that could produce cuts
or minor burns if proper safety
practices are not observed. Also,
some workers are occasionally
exposed to the fumes and odours of
coolants and lubricants used in
machines.

- How could you improve the
situation?

- !����
� �	�����
	 � ��(����
�-
��� ��������	 �	 �	���	 � �	�	�	
��
�����	 �	���
	 ��� �"� ���	�	�
����.
- @���� �� �	 �� ������� �	"�?
8� �� �����
	��� �����
������ �� ����� 
�����.
- <, ��
	. @��
� �	�����&� �����	
�	 ����� ���
� ����� �	������ �	�
�	������. 1���
�
	 ���
� �� ��( �	
�������� �	 ���
��� ����	&��, 
�-
��� ��
	� �	 �����	� �� ������	���
��� �	�
� ��
	�����, 
�
	�� �� ��
����3�	�	 ����(����	�	 ��(��
	
�	 �����	�����. $�"� �	
	 ����
�-

	 ��
�� �	�����&� �	 �������� �	
���	������	 � ������	�	 �	
�(�	������� ����� � ��	�
�, 
����
�� �������	� � �	������.
- ,	
 ������ �	 ���������
�����������?
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- We could persuade our bosses to
buy new ergonomically designed
chairs and sewing machines that
allow workers to sit during their
operation. We can make an offer to
our General Manager to introduce
team work in order to reduce the
potential health problems and to
lessen the stress of repetitive
motions.

- A team work in a textile factory?!
What do you mean?
- For example, sewing machine
operators need to be organized into
production “modules”. Each worker
in a module should be trained to
perform nearly all the functions
required to assemble a garment –
from the cutting until the last stitch.

- Sounds really interesting. I’ll tell
my colleagues that my future dress
will be made by a “module”.
- Oh, stop kidding, please.

- @���� �	 ������ �	���� ����-
�� �	 
���� ���� ��
�������� ���-
�
���	�� ������� � ����� �	����,

���� ��������	� �	 �	�����&��� �	
����� �� ����� �	 ����	&����. @�-
��� �	 �	��	��� ����������� ��
�	��� 
�	��� ����
��� �	 ������
�
���	 �	���	, �	 �	 �� �	�	��� ��-
���&�	����� ���	�������� ����-
���� � ������� �� ����	��"��� ��
��������.
- ;	���	 � �
�� � ��
�����	
�	���
	! ,	
�� ��
	� �	 
	���?
- *	������, ����	������ �	 �����
�	���� � ����(����� �	 �	
��
	�����	�� � ��������������
������. !��
� �	�����
 � �����	
�����	 �	 ���� ������ �	 �������	
����� ����
� ���
&��, ����(�����
�	 �
�����	���� �	 ����
�� - ��

������� �� ��������� ���.
- 5���� �	�����	 ���������. %� 
	-
�	 �	 
���
��� ��, �� ����"	�	 ��
��
�� "� ���� ���	�����	 �� �����.
- 2, �����	�� �	 �� �	�	���,
���� ��.

bend over �	����	� �� �	�
hazardous [
hæz�d�s] ���
��	�,
��	���

sewing machine [
souiŋm��ʃi:n]
����	 �	���	
repetitive [ri
petitiv] ����	��" ��
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ÃÐÀÌÀÒÈ×ÍÀ ÑÏÐÀÂÊÀ

Ìîäàëíèòå ãëàãîëè can è may

� A���	�	 �	 ���	���� 
�	
�� can (��
	) � ���	
�	 �	 ����
� ��&	
� ����	. Couldn’t (���	(, ��( ��
��) � ����	�	 �	 ���	�� �����,

���� �� �������	 � 
	�� �����	 ����	 ��� �	�	�	�� �	 ������.

Can you explain me why?
@���� �� �	 �� ������� �	"�?

Could you, please, tell me…?
�� �� ��
��, ���� ��, �	 �� 
	���...?

� 2���&	����	�	 ����	 �� ���	���	 � �	���&	�	 not, 
���� ��
����	�� ���� ���	���� 
�	
��

cannot / can’t (���� �� 
	:��)
could not / couldn’t (���� �� 
�����)

� *	�-����
� �������	���� ��	����� �	 ���	���� 
�	
�� can � �	
���	���	�� �	 �������
	 ��� �������	 ����������.

I can run this farm.
@�
	 �	 ���	����	� �	�� ����	.

� ! ����&	����� � ������������ ��������� 
�	
���� can ���� �����
�	 �� �������	 �	 ���	���	�� �	 �������������.

This cannot be you.
8��	 �� ���� �	 �� ��.

Can this really happen?
@��� �� ���	 �	�����	 �	 �� �����?

� $������ �	 can � ��	����� �������
	 � �������	 ���������� � ���	-
��� be able to.8�� ��	 ����
	 �������	 �	 ���	���	�� �	 ����"�
��������, �	 
���� 
�	
���� can ���	 ��������	 ����	

I think I won’t be able to run the farm.
@����, �� ���	 �	 ��
	 �	 ���	����	� ����	�	.
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� @��	����� 
�	
�� may ��"� ���	�	�	 ��
	. A������ �� �	 ����
�
��&	 � ����	 ����	�	�. A���	�	 �� �	 ���	�� ����� might �� ���-
����	 ����( ��� ��( ��
�� � ���	���	 ��-�	�
� �������� ��������

They may come today.
8� ���� �	 ����	� ����.

She might not come today.
8� ���� �	 �� ����� ����. (íî èìà ãîëÿìà âåðîÿòíîñò äà äîéäå)

� 2���� �	 �����	�	�	�� �	 ����������, ���	����� 
�	
�� may ��
�������	 �	 ���	���	�� �	 ��
	�� �	 �	�	�� �	 �	��������.

May I ask you a question?
@�
	 �� �	 �� �	�	� ���� ������?

Íåîïðåäåëèòåëíè ìåñòîèìåíèÿ

� @������������ some �� �������	 íÿêîé,-ÿ,-å,-è, íÿêàêúâ,-à,-î,-è,
ìàëêî (
	�� 
���������), íÿêîëêî. 9������	 �� � ������ � ��������
��"���������� ����	 � ����������� ���������.

Some workers are exposed to risks.
*�
�� �	�����&� �	 �������� �	 ���
���.

� @������������ any �� �������	 ��� ������������ ��������� ���
��	����� íÿêàêúâ,-à, -î � � ����&	����� ��� ��	����� íèêàêúâ, -à,
-î, -è. +��������	 �� � ������ � �������� ��"����������.

Have you got any animals in the farm?
9�	�� �� ��
	
�� ������� � ����	�������?

We don’t have any computers in the office.
*��	�� ��
	
�� 
���3��� � ����	.

� @������������ no �� �������	 �	�� � ����&	����� ���������, �

���� 
�	
���� � � ����������	 ����	 (�	 	�
����
� �� ���� �	
��	 ������ ����&	���). 8� �� ����	�� ���� ��"������������ ���,

���� ���� �	 ���� 
	
�� ������, �	
	 � ��������. 1���e��	 ��
� íèêîé,-ÿ,-î, -è, íèêàêúâ, -à, -î, -è, íèêàê.

There’s no fume at all.
9���"� ���	 ���	�����.

� !����� no ���� �	 �� �������	 ����	�	 none (���� �� �	�), ���

���� ��"������������ �� �����
	.

Do you have any time?
9�	� �� (��
	
��) �����?

I have none = I have no time.
*��	� ��
	
��.
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7.
- Well, we’ve had a look at the new
vacuum pump and I must say what
you’ve done so far looks very
impressive.
- Yes, I think it’s going to outper-
form all our competitors.
- And I noticed on your report it
should reduce oil consumption by
10%.
- Yes, but it’s only a preliminary
estimate.
- Actually I’m very impressed with
the way you’ve resolved that
ignition problem. Very neat, indeed.
But listen, I’m a little worried about
the fume it emits and the budget.

- The fume? I think there’s
no fume at all. It’s an
environmentally friendly product.
- All right. Maybe the new filter
had not been installed the moment
I visited the factory.
But the budget. I mean
you’re way over what we’ve
allocated for this project.
- Unfortunately we’ve had a cost
overrun. Some of the components
have literally shot up in price.

- And you couldn’t have
forecast this?
- Not really, no.
- The thing is, if we carry on like
this we’re going to price ourselves
out of the market.

- <, ����(�� ���	�	 �	
����	
����	 � �����	 �	 
	�	, �� ���	,

���� ��� �	��	���� �� ��
	,
��
����	 ���
� ����	����	"�.
- '	, �����, �� � ���	 "�
�	������ �	���� 
��
������.
- 5	�����	( � ��
�	�	 ��, ��
����	�	 �����	 �	 �	�	��

�����	&���	 �	 ������ � 10%.
- '	, �� ���	 � �	��
�����	������	 �&��
	.
- *	�����	 	� ��� ���
� ����	����
�� �	���	, �� 
���� ��� ������ ����
������� ��� �	�	��	����. @��
� �
�����, �	�����	. *� �����, �	�
�
��� ������
��� �� ���	������	,

���� ������ � �� �	�(�����.
- 9��	�����? @����, �� ���	
����"� ���	�����. 8��	 �
�
���
���� ���� �����
�.
- '����. @��� �� ������ ������
�� � ��� ����	���	� � ������	,

�
	�� ������( �	���
	�	.
*� �	�(�����. 9�	� �������, ��
��� �	������� ���	, 
���� ���
������	�� �	 ���� ����
�.
- 5	 ���	����� ��� ���������
�	�(�����. w����� �	 ��
�� ��

����������� ��
�	��� �	 ��
���������� �	
���.
- # �� ���	(�� ��
�	 ���������� ���	?
- *�, �	�����	, ��.
- !������� �, �� 	
� �������	�	��
�	
	, ���	 �	 
����	� ���
	�	 ��
�	�	�� ����
	�	 &��	.

�
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vacuum [
vækju:m] �	
���, �	
�����
outperform [aut
p�f�:m]
���������	� ��-�����
ignition [ig
niʃn] �	�	��	��
allocate [
æl�keit] �����
	�,
�	���������

overrun [
ouv�r�n] ������	�	�,
�	�(������
shoot up (shot-shot) [ʃu:t] �������
price oneself out of the market

������	�	� &����� �	
	, �� �� �� ��

����	 ���
	�	

• Find out about the audience: how
many people are going to attend, who
they are, why they are there, and how
much they know about the subject.
• Find out about the venue and the
facilities: the room, the seating
plan, the equipment, etc.

• Plan the content and structure,
but don’t write the complete text of
the presentation.
• Write notes on sheets of paper,
not on cards.
• Try to memorize the first five
sentences of your talk.
• Prepare visual aids: pictures,
diagrams, PowerPoint slides

• Rehearse your presentation with
friends or colleagues.

• ;	������� 
	
�	 � 	���������	:

��
� (��	 "� ��	, 
�� �	 ��,
�	"� "� ���	� �	� � �� 
��
� �	
�	����	�� � �������	.
• ;	������� 
	
�� � ������� �	
������������� � ��������	:
����"����, ��	� �	 ���	��,
�������	�� � ��.
• 1�	���	��� ������	����� �
����
���	�	, �� �� ������ &����
��
�� �	 �������	&���	.
• 1����� �����
� �	 �������
(	����, �� �	 
	�������	.
• 2���	��� �� �	 �	������� �����-
�� ��� ��������� �	 �����	�	 ��.
• 1��
������ ����	��� �������	:

	�����, ��	
�	��, ��	����� �	
Power Point
• ;������	��� �������	&���	 �
�������� ��� 
���
�.

Ïðåçåíòàöèÿ

Ïðåçåíòàöèÿòà ïðåäñòàâëÿâà åäèí îò íàé-ìîäåðíèòå íà÷èíè çà èçÿ-
âà íà êîíôåðåíöèÿ, ñåìèíàð èëè ëåêöèÿ ó íàñ è ïî ñâåòà. Òÿ ñå îðãàíèçèðà

Presentation

� 5	 �	 �	��	���� ����� ����	������ �� ����� �	 �������	&���	,
� ����� �	 �� �������	�� 
�� �������� ��	���	:

�
îò ôèðìè èëè èíñòèòóöèè êàòî àòðàêòèâåí ìàðêåòèíãîâ ïðèéîì çà ïðèâëè-
÷àíå íà âíèìàíèåòî êúì äàäåí ïðîäóêò èëè óñëóãà. ×åñòî ïúòè ñå ïðàâÿò ïðå-
çåíòàöèè íà ñàìàòà êîìïàíèÿ èëè îðãàíèçàöèÿ êàòî öÿëî è òîâà ñå ñìÿòà çà
åäèí åôåêòèâåí íà÷èí íà ïðåäñòàâÿíå ïðåä ïàðòíüîðè. Íà ïîìîù èäâàò è ñúâ-
ðåìåííèòå òåõíè÷åñêè ñðåäñòâà - êîìïþòðè, ìóëòèìåäèéíè ïðîåêòîðè, ñëàé-
äîâå, äèàïîçèòèâè è ìíîãî äðóãè.
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Good morning, ladies and gentlemen.
My name’s Maria Stoyanova.
I’m the Managing Director of TMF
group. Today I’m going to tell you
about our company. There are three
main points I’ll talk about.

'���� ����, �	�� � 
�����	.
9���� �� � @	��� $������	.
#� ��� 
�	����� ����
��� �	 
��-
�����
	�	 8� <� <�. '��� "� ��
�	�
	�	 �	 �	�	�	 
���	���.
2�������� ���
�, �� 
���� "�

����� �	 ���.

� !�� ����������� �������	��� ��
��
� 
�3���� ��	��, � 
���� �	
������	���� ���� �� � ���	�	 �	 �����������:

Ïðè èçíàñÿíå íà ïðåçåíòàöèÿòà íå òðÿáâà äà çàáðàâÿòå çà âðåìåòî.
Íåîáõîäèìî å äà ñòå íàÿñíî êàêâà å ïðîäúëæèòåëíîñòòà é, íà êîé âúïðîñ

� Tips on body language during
a presentation:
• Make eye contact: look at each
person in the audience for about a
second, before moving on to the
next person. Don’t concentrate on
just one or two people.

• Don’t speak to the equipment
or the screen: face the audience
at all times.
• Smiling is fine at appropriate
moments, but not too much.

• Use gestures to emphasize key
points.
• Stay more or less in one place:
don’t move around too much.
• Avoid mannerism (ways of moving
and speaking which you do repeat-
edly without realizing).

� $����� �	 ���
	 �	 ������
�� ����� �	 �������	&��:
• 2��"������	��� �������� 
��-
�	
�: 
���	��� 
�� ���
� ����
 �
�����
	�	 �
��� ��
���	, ����� �	
�������� ��
���	 �� 
�� �����	-
"�� ����
. *� �� 
��&������	���
�	�� ���(� ���� ��� ��	�	 ����.
• *� 
������� �	 �������	����
��� �
�	�	: 
���	��� 
��
�����
	�	 ���� &����� �����.
• '	 �� ����(�	�� � ������� �
���(���"� �������, �� ��
���
	���	���
• 9������	��� �������, �	 �	
�	���
���� �	 ��������� �������.
• $����� 
���-���� �	 ���� �����:
�� ���
	����� ���
�.
• 9���
�	��� �	���������	 (�	��-��
�	 �������� � 
�������, 
����
����	����, ��� �	 �� �	�	�� ����
	).

�
ïî êîëêî âðåìå ùå îòäåëÿòå. Íå å äîáðå äà ñå îòêëîíÿâàòå îò îñíîâíàòà òåìà
è äà èçïàäàòå â íåíóæíè ïîäðîáíîñòè. Õóáàâî å îùå â íà÷àëîòî äà ãðàáíåòå
âíèìàíèåòî íà ïóáëèêàòà êàòî ðàçêàæåòå àíåêäîò, ñïîäåëèòå èíòåðåñåí ôàêò
èëè çàäàäåòå ïðîâîêèðàù âúïðîñ.

7.
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First I would like to talk about…
Then I would like to take a look at…
I’d like now to discuss…
That will bring us to our next
point….
Firstly…
Secondly..
Thirdly…
Lastly…

1���� ��( ��
	� �	 
����� �	....
$��� ���	 ��( ��
	� �	 ��
����	 ...
$�
	 ��( ��
	� �	 ���
����	�...
8��	 "� �� ������ �� �����	"	�	
�� ���
	...
1����...
!����...
8����...
*	
�	�...

� $���
���	�	 �	 �������	&���	 ���� �	 �� ������	�� �	 ����	������
�"� � �	���� �	�	��:

� <�� ��
�� ������� �������, 
���� ��
	� �	 �� �������	� � ��"���
	�	
�	�� �	 �������	&�� �	 �	�	�	 ����	:

Right, first of all I would like
to tell you that we’re
- a leading advertising company on
the Bulgarian market.
- the biggest tourist agency

- a company in the field of food-
processing industry
Our company was established in….
We employ……. people.
Our turnover is……
Our profit has increased
substantially since…
We have slightly increased
the size of our workforce.
We produce……..
The advantages of our
products are…..
The chart shows our deliveries
by market area. The USA are
very important. It accounts for 30%
of our deliveries.

'����, ����� ��( ��
	�	
�	 �� 
	�	, �� ��� ���
- ����"	 ��
�	��	 
���	���
�	 ���
	��
�� �	�	�.
- �	�-
����	�	 ����������
	
	
��&��
- ����	 � ���	���	 �	 (�	�������-
�
����	�	 ������������
A���	�	 �� ���� �����	�	 �	....
9�	��... �	�����&�.
*	���� ������ �...
1��	��	�	 �� �� � ��������	
��	������� ��...
@	�
� ��� ���������
�	����	 �	 �	����	�	 �� ���	.
1��������	��....
1��������	�	 �	 �	����
������� �	...
8	���&	�	 ��
	��	 �	����
����	�
� �� �	�	��� ����. $#%
�	 ���
� �	���. 8� �	��	� 30%
�� �	���� ����	�
�.
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We sell mainly to Germany,
France and Italy, but recently also
to Russia and the Ukraine.
We can meet the requirements
of the most fastidious customers.
Our brand new products are
included in this catalogue.
Now we want:
- to extend the scope of our activities

- to modernize our production/
equipment
- to find new markets
- to increase our compatibility

Our enterprise invests in R&D.

We’re looking for new partners abroad.

8��
��	�� 
�	��� � 7���	���,
A�	�&�� � 9�	���, �� �	�������

� � ;���� � +
�	��	.
@���� �	 ��
������ �	 ����
�	��-
��	 � �	�-������&������� 
������.
*	���� �	�-���� ������� �	
�
�3���� � ���� 
	�	��
.
$�
	 ��� ��
	��:
- �	 �������� ��(�	�	 �	 �	�	�	
�������
- �	 ����������	�� �����
&���	
(�������	����) ��
- �	 �	����� ���� �	�	��
- �	 �������� 
��
�������������-
�����	 ��
*	���� ����������� ��������	 �
�	����-�	�����	 �������.
8����� ���� �	���)��� � ������	.

� #
� ������	���� �����
� ��� ��
�	��	 ���	��
��, �������	&���	 ��
�����	 �	 ���� �	�����	 
�� ����
�	�� �	 ������"����	�	 �	 �����
�	
��� ��
�	�	�	 �	 ��
�.

I’m going to tell you about our new online advertising campaign.
Well, first of all let me remind you our last season’s advertisement. Here’s
the one we used in April.
It was published on page 57 in “Nine months magazine”.
You can see the ad on the screen.
In September we decided to increase the company’s presence in the
market-place and to advertise in quite a different way, using an exciting
and powerful method.
So I move to the second part of my presentation. I’m going to show you
different versions of the ad and to explain to you why we chose the one we
did choose.
We did some research and made a list of the electronic magazines and
web sites which sell advertising space and are likely to attract our target
customers. We chose “My baby” because this magazine provides any kind
of information which could be used by future mothers for their babies.
After a set period of let say two moths, the number of our baby products



100

sold by the net increased by 50% , which is terrific. The return of our
investment was unbelievable. This graph shows that our profit has
increased substantially since September.
Maybe now you understand my point. I will show you the online ad on the
screen. Please, look at the detail. Can you see the difference with the
previous one?
I think the new ad works really well and is going to improve our market
profile.

Let me sum up.
If I could just summarize
our main points before
your questions.
So, what are the important points
I’ve made/ First…
So, to summarize. This is the most
important information for our
company.

*�
	 �	 ����"�.
$	�� 	
� ��
	 ������ �	 ����"�
�	���� ������� �������, �����
��������� ��.
9 �	
	, 
�� �	 ��������� �������,
�	 
���� 
�����(. 1����..
9 �	
	, �	 ����"��. 8��	 � �	�-
�	��	�	 ������	&�� �	 �	�	�	
����	.

� ! �	
�3����� ��	
��	���� �	 ����	����� � ���
	���� 	���������	

�� �	�	�	�� �	 �������.

That brings me to the end of my
presentation. Thank you very much
for listening. Now, do you have any
questions?
If you have any questions, I’m
pleased to answer them.

8��	 �� ������	 �� 
�	� �	
����	 �������	&��. ��	
��	�� ��
���
� �	 ����	�����. $�
	, ��	��
�� ��
	
�� �������?
#
� ��	�� ��
	
�� �������, "�
�� � ������� �	 �� ��
�����.

� ! 
�	� �����	 ������ �	
�	�
� �	 ����"��� ���	, �	 
���� ��� 
�������:
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That’s a good question. I know that
there are some people who have
wrong attitude to our advertising
activities.
That’s confidential. I’m afraid
I’m not at liberty to tell you.
That’s not really my field.
But I can put you in touch
with someone in my organization
who is working on …
Well, I think that goes beyond
the scope of today’s presentation.
I’m afraid we’ve run out of time.
But if you’d like to come
and discuss that with me now,
I’ll try and give you an answer.

8��	 � ����� ������. 5�	�, ��
��	 (��	 � ����	����� ���������

�� �	���� ��
�	��� ��������.
8��	 � �����������. $��	(��	� ��,
�� �� �� � �	������� �	 �� 
	�	.
8��	 �	�����	 �� � �� ����	
���	��. *� ��
	 �	 �� �����	
� ��
�
� �� ����	 ��
	���	&��,

���� �	���� �� ….
<, �����, �� ���	 �����	 �����
��(�	�	 �	 �����	�	 �������	&��.
$��	(��	� ��, �� ���	�� �����.
*� 	
� ��
	�� �	 �������
�	 �	�
��	���� � ��� ��
	,
"� �� ����	� �	 �� ��
�����.

Ïðåäâàðèòåëíî òðÿáâà äà ñòå ñè

� 2������ ����� �����	 �	 ���, 
�
	�� ��
��	���� �	 ���������, ��������
�� � ����	������.

îïðåäåëèëè êîëêî âðåìå ùå îñòàâèòå çà âúïðîñè. Àêî ñòå ãî íàäâèøèëè,
íå å íåîáõîäèìî äà èç÷àêâàòå âñè÷êè âúïðîñè, à ïðåóñòàíîâåòå

I think that’s a good place to stop.
Thank you.

@����, �� ��
 � ����� �	 ���	.
��	
��	��.

�
äèñêóñèÿòà ñ äóìèòå:
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1.
Marketing can be defined
as adjusting the whole activity
of a business to the needs
of the customer or potential
customer, so as to make a profit.
Marketing is a process intended to
make the production viable.

Unfortunately, most people and
many managers don’t understand
how important it is in modern
business. First, it’s a strategy and
set of techniques to sell products or
services. This involves choosing
target customers and designing a
persuasive marketing mix to get
them to buy.

  6.

Marketing.
Sales

Ìàðêåòèíã.
Ïðîäàæáè

@	�
����
�� ���� �	 �� ��������

	�� �����������	�� �	 &��	�	 ���-
���� �	 ������	 
�� ������� �	

�����	 ��� �����&�	���� 
�����,
�	
	 �� �	 �� ������.
@	�
����
�� � ���&��, �����	��	-
��� �	 �	��	�� �����
&���	
������� �	��	.
5	 ���	�����, �������� (��	 � ���-

� ��������� �� �	����	� 
��
�
�	��� � ��� � �������� ������.
1����, ���	 � ���	��
�� � �	��� ��
��(��
� �	 ����	��	 �	 ���
� ���
����
�. 8��	 �
�3��	 �����	�� �	
&����� 
������ � ���	����	�� �	
���������� �	�
����
�� ��
�, �	
�	 
� �	
	�	�� �	 
����	�.
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The mix may include a range
of brands, tempting prices,
convenient sales outlet, etc.
Marketing is concerned with every
aspect of business. It’s not a
problem only of a marketing
department. It’s everybody’s task,
because it includes research
and development; production
planning to meet customers’ needs;
quality control of output; price
policy, organization of sales; choice
of distribution methods, advertising,
branding and packaging. It can even
include location of plant where this
is to gain a marketing advantage
through tariff or currency reliefs or
avoidances.

Marketing is not a business func-
tion, it’s what business is all about.

@�
��� ���� �	 �
�3��	 �	�����-
�	��� �� �	�
�, ����	����� &���,
������ ���
���
� ��	����� � ��.
@	�
����
�� �� �	���	�	 � ����
�
	���
�� �	 ������	. 8�� �� � ���-
���� �	�� �	 �	�
����
���� �����.
8�� � �	�	�	 �	 ����
�, �	"���
�
�3��	 �	����-�	�����	 �������,
��	���	�� �	 �������������� �	
�����"	�� ������� �	 
��������,

	������� 
������ �	 �����
&���	,
&����	 ������
	, ��
	���	&�� �	
����	�����, ����� �	 ������ �	
�	�������	�����, ��
�	�	, ������-
���� �	 �	�
��� � �	
����	��. 8��
���� ���� �	 �
�3��	 �	
��	
�������������� �	 �������������,
�� �	 �� �����
	 �	�	��� ������-
"����� ���� �	����� � �	�����
����
����� ��� ��(���� ����
�	��.
@	�
����
�� �� � ���
&�� �	
������	, ��� � ����
�, �	 
����
�������� ��"������	.

range [reind�] ����
, ��(�	�
outlet [
autlet]��	�����, ����	���
output [
autput] �����
&��

branding [
brændiŋ] �����	��
�	 ���
���
	 �	�
	
tariff [
tærif] �	���	, &����	����

2.
- John, your company is the biggest
producer of sports cars in Europe.
What is your marketing concept?

- We must produce what people
want, not what we want to produce.

This means that we put the cus-
tomer first. The whole organization
of our company conforms to this.

- '���, �	�	�	 ����	 � �	�-

������� ������������ �	 �������

��� � <����	. ,	
�	 �
�	�
����
��	�	 �� 
��&��&��?
- 8����	 �	 ���������	�� ���	,

���� (��	�	 ��
	�, 	 �� 
	
����
��� ��
	�� �	 ���������	��.
8��	 ���	�	�	, �� ����	���� �	
����� ����� 
�����	. w��	�	
��
	���	&�� �	 
���	����	 �� �
��������	 �	 ���	.

�
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- How do you know what
the customer wants?
- We carry out market research. We
outsourced this activity to Petroff
and Partner, a marketing institute.

They contact our clients by mail or
by phone and ask whether they are
satisfied or not with what we offer,
so at the end we supply exactly
what the customer wants.
I’ll give you a fresh example.
Many customers in the USA didn’t
like the name Dragon for our 336
model. It sounded too unsophisti-
cated, primitive to them.
Now people seem to prefer clean,
fresh sort of names to suit the
current image of our cars. So we
changed it into Streamline, which
sounds much more ‘normal’ for
sports cars.

- How interesting! Even the name of
the product can make you buy it or
not.

- ,	
 �	����	�� 
	
�� ��
	

�������?
- 1������	�� ������	�� �	 �	�	-
�	. 8	�� ������� ��� � ���������
� ��
���� �	 ����	 „1����� � �	��-
�)��”, ���� �	�
����
�� ��������.
8� �� ������	� � �	���� 
������
�� ��"	�	 ��� �� �������	 � 
�
���	� �	�� �	 ������� ��� �� ��
���	, 
���� �����	
	��, �	
	 ��
�	
�	� ����	���� ����� ���	, 
����

������� ��
	. %� �� �	� ������
������. @��
� 
������ � $#% ��
(	���	(	 ����� „'��
��” (��	
��)
�	 �	��� ����� 336. 5���	�� ��
������ �����������, ����������.
$�
	 (��	�	 ��
����	 ���������	�
���������, ����� ����	, 
���� �	
���(���	� �	 ����������� ��� �	

����� ��. 8	
	 ��� 
� �����(��
��� „$������	��” (	������	����	
����	), 
���� ����� ���
� „��-
����	���” �	 ������� 
���.
- ,��
� ���������! '��� ����� �	
��������� ���� �	 �� �	
	�	 �	

� 
���� ��� ��.
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- If you don’t ‘think marketing’ the
market will throw you out.
- What does ‘think marketing’ mean?
- Now all divisions of a company
are urged to ‘think marketing’. It
means we must have clear ideas of
what the customers need and want,
of what causes them to buy, of
what the product is to them from
functional, technological, economic,
emotional and psychological point
of view.
- You make me think that marketing
division is the heart of the company.
- That’s quite true.

- #
� �� „������ �	�	���”,
�	�	��� "� �� ��(�����.
- # 
	
�� ��	�� „�	�	��� �������”?
- $�
	 ����
� ������ �	 
���	����	
�	 ��������� �	 „������ �	�	���”.
8��	 ���	�	�	, �� �����	 �	 ��	��
���� ���� �	 ���	 �� 
	
�� �� ���-
�	�� � ��
	� 
��������, 
	
�� 
� 
	-
�	 �	 
����	�, 
	
�� � �	 ��( ���-
��
��� �� ���
&���	��	, ��(�����-

	, �
��������
	, ���&���	��	 �
���(���
����
	 
����	 ���
	.
- ,	�	� �� �	 �����, �� �	�
����-

����� ����� � ���&��� �	 ����	�	.
- 8��	 � �	�	�	 �����	.

urge [�:d�] 
	�	�, �����
�	� satisfied [
sætisfaid] �������, �	�������

3.
“Hi. I’m Bill Einstein
and I work in a direct marketing
company in Amsterdam. We
organize mailings for many
different products and services.
This is direct mail which people
often call junk mail. We target
our mailing lists very carefully.
For example we don’t send
mailshots for mortgage loans
to retired people.
We also do telemarketing.
Do you remember Kosmodisc?
It’s a commercial made by our
company. We also sell by tele-
phone. People are often very rude
to the workers in our call centre
when they try to explain them the
benefits of a particular product.”

„5��	�����. #� ��� ��� #��"	��
� �	���� ��� ����	 �	 ����
���
�	�
����
 � #������	�. *��
��
	�����	�� ��"���
� ��	�
� �	
���
� �	������ ���
� � ����
�.
8��	 � ����
��	 ��"	, 
���� (��	-
�	 ����� �	���	� ��
�	�	 �� ��"	-
�	. @��
� ����	����� ����������
�	���� ��"���
� �����&�. *	�-
�����, �� ����	"	�� �������
�	 �������� �	��� �	 ����������.
$�"� �	
	 ��	��� � �����	�
����
.
$������� �� �� �	 
�������
? 8��	
� ��
�	�	, �	��	���	 �� �	�	�	
����	. 1���	�	�� � �� �������	.
6��	�	 ����� �	 ���
� 
���� � �	-
����"��� � �	��� ��������� &�����,

�
	�� �� �� �����	� �	 �� �������
������� �� ��������� �����
�.”
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junk mail [
d��ŋkmeil] àì. ��
�	�	 ��
��"	�	
target [
ta:git] ��������� &��, &��� ��

mailshot [
meilʃ�t] ��
�	��	 ������	
�� ��"	�	
benefit [
benefit] ����	, ���	
	

4.
- You have set it as your goal to
make the Millennium colour copying
machines market-leaders in Bul-
garia. How are you going to achieve
this?
- With diverse programmes for the
colour devices and flexible financial
terms. Millennium is No 1 in Europe
and the product quality is guaran-
teed. People trust us. This is valid
for the Bulgarian market, too. We
strive to be always attractive with
products and prices, and to provide
quality after-sale servicing to our
machines. To this end, our employ-
ees have passed many training
courses and are highly qualified
specialists.

- 2��������� ��� �� �	 &�� �	
�	��	���� &����	�	 ����
�����	
�	���	 „@�������” ((����������)
�	�	��� ����� � ���
	���. ,	
 "�
�����
���� ���	?
- $ �	������ ���
�	�� �	 &�������
	�	�	�� � 
��
	�� ���	����� ��-
�����. „@�������” � ����� ���� �
<����	 � 
	�������� �	 �����
�	 �

	�	����	��. 6��	�	 �� ����	�.
$�"��� �	�� � �	 ���
	��
�� �	-
�	�. $�	�	�� �� �	 ����� ���	
�
������
	����� � ������� � &��� �
�	 ���
����	�� 
	�������� ���-
����� �������	�� �	 �	���� �	-
����. 5	 �	�� &�� �	���� �����-
���� �	 ������	�� ���
� 
������
�	 �������� � �	 ����
�

�	����&��	�� ���&�	�����.

�
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- The sales and the company turn-
over have been grown up by 20%.
How did you manage to do that?
- In the short time that the branch of
Millennium has been developing in
Bulgaria, the headway is great
indeed. A large part of the sales is
copying machines- more than 2000.
Results are achieved with hard
work, professionalism and a good
team. We have all three factors
which guarantee the success.
Apart from our efforts, behind
our achievements stands
the extensive corporate culture
and traditions of Millennium

- 1���	����� � �������� �	

���	����	 �	 �	�	��	�� � 20%.
,	
 ����(�� �	 �	��	���� ���	?
- 5	 
�	�
��� �����, ���� 
���� ��-
��������� �	 „@�������” �� �	�-
���	�� � ���
	���, �	�����
�� �	-
�����	 � 
����. 7����	 �	�� �� ���-
�	����� �	 ����
������ �	���� -
������ �� 2000. ;�����	���� �� ���-
��
	� � ������	 �	���	, �������-
��	����� � ����� �
��. 1�����	-
�	�� ����
� ��� �	
���	, 
����

	�	����	� ����(	. 2���� �	����
������, �	� �����������	 �� �����
����
	�	 
�����	����	 
�����	 �
��	��&���� �	 „@�������”.

flexible [
fleksibl] 
��
	�
strive (strove, sriven) [straiv]
������ ��

to this end �	 �	�� &��
headway [
hedwei] �	�����
, ���
���
extensive [iks
tensiv]
����
, �������

5.
The four Ps in marketing are:

Product: the goods or services that
you are marketing. When you
decide what to sell you have to
bear in mind that the product is
not just a collection of components,
but includes its design,
quality and reliability.
Price: deciding what prices to
charge. Too low a price can reduce
the number of sales just as signifi-
cantly as too high a price.

Place: getting the product to the cus-
tomer. Decisions have to be made
about the channels of distributions.

×åòèðèòå Ïè â ìàðêåòèíãà ñà:

Ïðîäóêò: ���
��� ��� ����
���, 
��-
�� ��� ����	�	��. ,�
	�� ���	�	��

	
�� �	 ����	�	��, �����	 �	
��	�� �������, �� �����
��� �� �
�	�� ���
������ �� 
���������,
	 ��"� � ���	��,

	������ � �	��������.
Öåíà: ���	�	�� 
	
�� &��� �	
��
	��. @��
� ���
	 &��	 ����
�	 �	�	�� ���� �	 ����	�����
���
��	 ��	�������, 
��
��� �
���
� ����
	 &��	.
Ìÿñòî: �����
	�� �	 �����
�	 ��

�����	. 8����	 �	 �� ���� 
	
��
�	 ���	� 
	�	���� �	 ��������&��.
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Promotion: presenting the product
to the customer. It involves adver-
tising, after-sales service and
training, exhibitions and fairs, public
relations and publicity.

Ïîïóëÿðèçèðàíå: ������	���� �	
�����
�	 �	 
�����	. 8��	 �
�3��	
��
�	�	, �������� �������	��
���� ����	��	�	 � ��������,
������� � �	�	���, ����
� �
��"����������	 � ����������.

bear in mind ��	� �������
reliability [ri�lai�
biliti]
��
������, �	��������

significantly [sig
nifik�ntli] ��	�������
promotion [pr�
mounʃn]
��
�	���	��, �����������	��

The four Ps are the marketing

mix, i.e. the activities that you

have to combine successfully

in order to sell.

×åòèðèòå Ïè ñà ìàðêåòèíãîâèÿò

ìèêñ, ò.å. äåéíîñòèòå, êîèòî

òðÿáâà óñïåøíî äà ñú÷åòàâàòå,

çà äà ïðîäàâàòå.
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6.
- We’re no longer able to reach our
export sales targets.

- Why? What happened?
- We’re market leaders in the
domestic market. Everybody here is
looking for our toothpaste and
shampoos, but nobody wants
to buy them in Russia.
- You were a market leader
in Russia in 90’s weren’t you?
- Yes, we were 16 years ago, but
now… We lost our market there due
to heavy competition from foreign
companies with big advertising
budgets.
- Why didn’t you conduct market
research there to see what was the
reason for the negative customers’
reaction?
- Market research proved that a
large proportion of consumers found
out our product image old-fashioned
and dull.
- Probably one of the reasons
to repel your customers were
the high prices.
- No, our prices were even much
lower than the competition’s.
- That must have been the reason
for your failure. I think you were a
bit down-market.

- What about your business?
I’ve heard you’re dealing
in wooden garden furniture.
- Oh, yes. We’ve done well. Sales
are much higher this year because
we’ve spent a lot on marketing.

- 1����� �� ��� � ��������� �	
�����
	�� �	���� &��� �	
�
������� ����	���.
- 5	"�? ,	
�� ��	�	?
- *�� ��� �	�	��� ����� �	
������ �	�	�. !��
� ��
 �����
�	���� �	��� �	 ���� �
�	���	��, �� ��
�� � ;����
�� ��
	 �	 
� 
����	.
- *� ��� ��(�� ����� �	 �	�	�	
� ;���� ���� 90-��, �	��?
- '	, ��(�� ����� 16 
�����, ��
��
	... 5	
���(�� �	�	�	 ��
���	�� ����	 
��
����&�� ��
����� 
���	��� � 
�����
��
�	��� �3�����.
- 5	"� �� �	��	��(�� �	� �	�	���
������	��, �	 �	 ������ 
	
�� �	
��������� �	 ����&	����	�	
��	
&�� �	 
��������?
- 1	�	����� ������	�� ��
	�	,
�� 
����	 �	�� �� �������������
�	���	� ���	 �	 �	���� �������
�	 ��	������� � �
����.
- !������� ���	 �� ���������
�	 ���������� �	���� 
������ �	
����
��� &���.
- *�, �	���� &��� ��(	 ���� ���
�
��-���
� �� ���� �	 
��
����&���	.
- 8��	 �����	 �	 � ���	 ������	�	
�	 ����	�	 ��. @����, �� ��� ����
� ����	 ���
� &��� ������
�	�	�����.
- #�� 
	
�� ��	�	 � ���� ������?
D�(, �� ���
��	� � �������

�	����
� ������.
- 2, �	. !���� �����. 1���	�����
�	 ���
� ��-����
� �	�� 
����	,
�	"��� �����(�� ���
� �	�� �	
�	�
����
.
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First we did a survey to find out
about customer needs. Then we
redesigned all our products to
include the special elbow-rests that
people wanted. Our promotion
included a competition in all the
major gardening magazines where
the prize was a set of our furniture.

- Well done!
- Most importantly, we’ve made
sure all our prices are very competi-
tive because customers always
want value for money.

1����, �	��	��(�� ������	��, �	
�	 �	������ 
	
�� �	 ������� �	

��������. $��� ���	 �������(��
���	��	 �	 ����
��� �� �������, �	
�	 �
�3��� ���&�	��� ����	
����-
&�, 
���� (��	�	 ��
	�. *	�	�	 ���-
��&�� �
�3��	�� 
��
��� ��� ���-
�
� ��-�	��� ����	��� �	 
�	���	�-
����. *	
�	�	�	 ���� 
�����
� ��-
����.
- ��	��.
- *	�-�	�����, 
	�	����	(��
����
��� �� &��� �	 ���	� ���
�

��
�������, �	"��� 
��������
���	
� ��
	� �	 
����	� �	 ����
	.

domestic [d�
mestik] ���	���, �����
old-fashioned [�ould
fæʃnd]
��	�������
dull [d�l] ���, �
����
repel [ri
pel] ������
�	�, ����	"	�	�
be down-market

�����	
	� ����	 ���
� &���
We’re doing pretty well. '���	 �����
���. elbow-rest [
elbourest]

����
	�
	 �	 ����,
����	
����

Well done! ��	��!
value for money

�	 ����
	,

	������ �	 �	����
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ÃÐÀÌÀÒÈ×ÍÀ ÑÏÐÀÂÊÀ

Ìîäàëíèòå ãëàãîëè must, should è would

� @��	����� 
�	
�� must (���� �� �	��) �� �������	 �	 ���
	��
� �
�����	. A������ �� �	 ����
� ��&	 � ����	 ����	�	� � ��
	��� �����.

� $������ �	 must � have (got) to. 7�	
���� must ���	 ����� �	 ���	��
� ����"� �����. ! ���� ����	� �� �������	 ��������� �� have to.

You must keep high prices.
8����	 �	 �������	�� ����
� &���.

You have to make your product unique.
8����	 �	 �	��	���� �����
�	 �� ���
	���.

You had to go yesterday.
8����	�� �	 ������ ����	.

� @��	����� 
�	
�� must �� �������	 �	 ���	���	�� �	 �	��������.

� 2���&	����	�	 �� ����	 must not, ��
�. mustn’t (���� �� �p����) ��
�������	 �	 ���	���	�� �	 ���
� 
	��
�����	 �	��	�	.

You mustn’t smoke here!
5	��	���	� �� �	 ����� ��
!

� 5	��	�	 � ��-��	�	 ����	 ���� �	 �� ���	�� � have to

� ����&	����	 ����	:
You don’t have to sell here.
*� �����	 �	 ����	�	� ��
.

� ! ����������� ��������� 
�	
���� must ���� �	 �� �������	 �
��	����� �������������

It must be Tom.
8����	 �	 � 8��.
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� $ ���	���� 
�	
�� should (���� �� ���) �� ���	���	 ���	���
�	��������, �����, �������
	. 2��
������ �� �������	 ��� �����
��&� ���������� � ����������� �����.

You should go for the more expensive version.
8����	 �	 �� ������ ��-�
��	�	 ������.

� ,�
	�� �� ���������	 � �����
��� ���������, ��� ���	���	 ��������,

���� �� �� � ��������� (� ����������	 ����	) ��� ��"�
�����	�����, 
���� � ���� ���������.

You should have gone.
8����	�� �	 ������. (	 �� ��).

You shouldn’t have gone.
*� �����	�� �	 (����. (	 �� ������).

� 7�	
���� would (���� �� ���) �� �������	 ��� ����� � ����	����
�	 �����������.

Would you mind opening your briefcase, Sir?
��(�� �� �������� 
��	�	 ��, 
��������?

Would you, please, complete this registration card?
��(�� �� ��������� �	�� ��
����	&����	 
	��	?

Would you like to sit over there?
��(�� �� ���	�� �	 ������� ��� �	�?

Ñòåïåíóâàíå íà ïðèëàãàòåëíèòå

� ,�� ������������ ����	
	����� �� ����	�� �	��	�
	�	 -år �
��	�������	 ������ � -est � ������(���	

new � newer (than) � the newest

��� ��-��� �	�-���

big � bigger (than) � the biggest


���� ��-
���� �	�-
����



113

� ,�� 
�	�
��� ����	
	�����, �	�����	"� �	 -y �� ����	���
�	��	�
��� -ier � ��	�������	 ������ � -iest � ������(���	

busy � busier (than) � the busiest
�	�� ��-�	�� (��) �	�-�	��

� 1��� ���
��������� ����	
	����� �� ����	��� more �	 ��	�������	
������ � most �	 ������(���	

expensive � more expensive (than) � the most expensive
�
�� ��-�
�� �	�-�
��

attractive � more attractive (than) � the most attractive
������
	����� ��-������
	����� �	�-������
	�����

� *�
�� ����	
	����� �	 ��
�3����� �� ������	���� ��	���	 �
���	���	� ��������� �� �	 ��	������ �� ����	����� �	���
good � better (than) � the best
����� ��-����� �	�-�����

bad � worse (than) � the worst
��� ��-��� �	�-���

�
Â ïðåâúçõîäíà ñòåïåí ïðèëàãàòåëíèòå íà àíãëèéñêè
âèíàãè ñå ÷ëåíóâàò ñ îïðåäåëèòåëåí ÷ëåí.

,�
	�� ��	����	�� �	��� �� ���������� 
	������ ����	
	�����, ��
�������	 �����	�	 
������
&��

as + ����	
	����� + as ���
��	 ... 
��
���
not as + ����	
	����� + as �� ���
��	 ... 
��
���

This car is as cheap as mine.
8	�� 
��	 � �����	 
��
��� ����	.

This car is not as cheap as mine. Mine is the cheapest.
8	�� 
��	 �� � ���
��	 �����	, 
��
��� ����	. @���	 � �	�-�����	(�	).

8.
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7.
- Hello, Roland, thanks
for seeing me.
- Good morning, Mike, how are you?
- Fine, thanks,
- Please, have a seat.
- Thanks.
- Now it’s about your new order,
isn’t it? Let me see…
- Yes, I was thinking we might take
another 30 motor trucks for our
factory in Pleven.
- Well, actually our model
Dove 155 have been so popular that
we’re supplying two versions now -
Dove 155A and Dove 155B. Which
one would like to buy?
- Are there any modifications to the
engineering?
- No, the hardware is exactly the
same. The only difference is in the
gig. It’s made of strengthen steel.
The external design of the new
model is more attractive, of course.

- 5��	���, ;��	��, ��	
��	��
�� ���	� �	 �� �����.
- '���� ����, @	�
, 
	
 ��?
- '����, ��	
��	��.
- @���, �����.
- ��	
��	��.
- <, ��	�	 ������ �	 �	�	�	 ���	
�����
	, �	��? D	
	� �	 ����...
- '	, �����( ��, �� ����� �	
������ �"� 30 ����
	�	 �	
�	�	�	 �	���
	 � 1�����.
- '		, ���"���� �	���� �����
'	� 155 ��	�	 ���
��	 ���������,
�� ��
	 ����	���� ��� ������ -
'	� 155# � '	� 155�.
,�� ��
	� �	 
����?
- 9�	 �� ��
	
�� ��(�����
�
������
	&��?
- *�, ��(�����
	�	 �	�� � ������
��"	�	. <��������	�	 �	���
	 � �
�������
	. *	��	��� � �� �������-
�	 ����	�	. '��	���� �	 ����� ��-
��� � ��-������
	�����, �	����	 ��.

�
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- What’s the price difference?
- The price is only 2% more.
- But why should I go for
the more expensive version? Our
trucks haven’t shown any signs
of damage. We’re perfectly
satisfied with them.
- Well, our market research shows a
significant preference for the new
model. Our clients put more orders
for 155Bs.
- And will you be phasing out
the older model then?
- Although we’ll probably stop
production in two years we guaran-
tee to provide spare parts and
service for 10 years at least. In fact,
the spare parts for both models are
almost identical.
- OK, I’ll take 25 of 155B
then instead of 30 155As.
- All right. Let me show you the new
model now. It’s in our warehouse.
And then perhaps we could come
back and discuss your order
for the 155Bs.
- OK.

- ,	
�	 � �	���
	�	 � &��	�	?
- w��	�	 � �	�� � 2% ������.
- *� �	"� �����	 �	 ����	�
��-�
��	�	 ������? *	����
����
	�� �� �	 ��
	�	�� ��
	
��
�����	&� �	 ������	. *	�����
������� ��� �� ��(.
- #��, �	���� �	�	��� ������	��
��
	��	 ��	������� ���������	-���
�	 ����� �����. ,�������� ��
��	��� ������ �����
� �	 '	� 155�.
- # "� ����
���� �� �� �������	
��	��� �����?
- !����
� �� �������� "� ����� �	

� ���������	��, 
	�	����	��
����	�
	�	 �	 �������� �	��� �	
��� 
����� � ������ �	 �"� ����
10. !��"����, ���������� �	��� �	
��	�	 �����	 �	 ����� ���������.
- '����, "� ����	 25 �� 155�
������ 30 �� 155#.
- 6��	��. *�
	 ��
	 �	 �� ��
	�	
����� �����. 8�� � � �
�	�	 ��.
9 ���� ���	 ���� �	 �� ������
��
 � �	 
������ �	 �	�	�	
�����
	 �	 155�.
- 2
��.

order [
�:d�] �����
	
motor truck ����
	�
hardware [
ha:dw&�] ��(�����
	 �	��
gig �������
, �����
	

phase [feiz] out

���	��	� �� �������	
spare parts [sp&� pa:ts]
�������� �	���
warehouse [
w&�haus] �
�	�
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Ðàçëè÷íèòå òúðãîâöè

8��
���&�� �	 ���� �� 
	��	 wholesaler. ,�
	�� ��� ����	�	 ����-
����� �����
�, �	������ 	���������, �� �	���	 dealer.

Retailer � ���
���& �	 ������, 
���� ����	 � ����
��� 
���	
� �

��������. 8��
��&��� �	 ���� � ������ �� �	���	� � distributors (��-
�������o��). !���
� �� �	 ��������&� (middlemen) ��� ����
	�	 ���-
�� ������������� � 
�����	.

,�� ����� “1���	���”�	 ����	�	 ����� ���������� �� ����	�-
���� (sales manager) �	����� ���
��&� (salespeople - salesman, sales-

woman), ������������ (distributors), ��������� �� �
��������� ���-
�	��� (export sales officers) � ��.

DISTRIBUTORS,

MIDDLEMEN

(���������o��, ��������&�)

WAREHOUSE SHOP / STORE

WHOLESALERS

(���
��&�
�	 ����)

RETAILERS

(���
��&�
�	 ������)

CUSTOMERS

(
������)

FACTORY

PRODUCERS

(�������-
������)
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8.
- Your TV sets are too
expensive for my regular customers.
- But cheaper goods have
poor quality. Our TVs
are high priced, but we give
customer service.
- I’m worried about your after-sales
service. Nobody from the company
wants to repair the Classic. They
say the importer, which is you,
doesn’t import spare parts.
- It’s the first time I hear such a
complaint. We’ve been providing
spare parts for more than 10 years.
Nevertheless, if you’re not satisfied
with the Classic why don’t you take
the Capricioso. It’s our bottom
end product.
- Are you kidding? Its appearance
doesn’t appeal to the customers
at all. It’s very ugly
and with a small screen.
- My goodness, I don’t know
what is good for you. Listen,
before I lose my nerves, in January
we’ll sell at a discount to the basic
price. You may come and buy
what you like.
- All right. This sounds promising.
Good-bye.
- Bye.

- !	���� ���������� �	 ���
�
�
��� �	 ��������� �� 
������.
- *� ��-�������� ���
� ��	� ����

	������. *	���� ������������
	�	�	�� �	 � ����
� &���, �� ���
���
����	�� �	 
�������� ������.
- 9�	� ��	����� �	 �	���� ���-
����� �������	��. *�
�� �� ���-
�	�	 �� ��
	 �	 ��������	 „,�	-
��
”. ,	��	�, �� ����������, 
����
��� ���, �� ��	�� �������� �	���.
- 5	 ����� ��� ���	� �	
��	
���	
�	��. '���	���� ��������
�	��� ������ �� 10 
�����.
!����
� ���	, 	
� �� ��� ������	
�� „,�	��
”, �	"� �� �������
„,	�������”? 8��	 � �����
��� ��
� �	�-���
	 &��	.
- e�
��	�� �� ��? *�
����� ������
��� ����"� �� �� (	����	 �	

��������. @��
� � 
�����
� � �	��
 �
�	�.
- ���� ���! *� ��	� 
	
�� � (��	��
�	 �	�. D����, ����� �	 ��� ��
����	�, ���� ���	�� "� ����	�	��
� ������
	 �� ������	�	 &��	.
@����� �	 ������� � �	 �� 
�����

	
���� ��
	��.
- '����. 8��	 ����� ���"	�	"�.
'�����	��.
- D	�.

complaint [k�m
pleint]
�	��	, ���	
�	��
nevertheless [�nev�ð�
les]
�����
� ���	

bottom-end [
b�t�mend]
�	�-����
 (çà öåíà)
My goodness! [mai 
gudnis] ���� ���!
at a discount � ������
	, � �	�	�����
lose one’s nerves �����	� ��
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9.
“Hi. I’m Emily and I run a chain of
jewelry shops. Last year we started
an e-commerce operation, selling
goods over the Internet. It has been
very successful. We have about
10 000 unique users.
Visitors use the site’s search
engine to look for rings with pre-
cious stones, necklaces, earrings,
bracelets. They add items
to their shopping card and,
when they’ve finished,
they pay securely using a credit
card. We deliver the jewelry from
our local stores so we don’t have
any last minute problems like
some companies.
Since we started e-commerce
we’ve had even more customers
in our traditional shops.
People can see our site as an
advertisement while they’re surfing
the web and that persuades them to
come along.”

“5��	�����. #� ��� <���� � ��
�-
���� ����
	 �� ����������� �	
	-
����. @��	�	�	 
����	 �	����	(��
���
�����	 ���
����, ����	�	�
�
���
� �� ��������. 9�	�� 
���� ��-
��(. 9�	�� �
��� 10 000 ���
	���
�����������. 1����������� ������-
�	� ����	�
	�	 � �	��	, �	 �	 ���-
��� �������� ��� �
���&���� 
	��-
��, �
����&�, ���&�, 
�����. 8� ��-
�	��� ���
� 
�� ���
���
��� ��

	��� � 
�
	�� �����	�, ��	"	�
���
����, 
	�� �������	� 
������	

	��	. '���	���� �����	�	 �� ����-
���� �� �	
	����, �	
	 �� ��� �	�

� ���	 ���������� �	 �������	�	
�����	 
	�� ��� ��
�� �����. 2�
	-

�� �	����	(�� ���
�����	 ���
�-
���, ��	�� ������ 
������ ���� � �
�	���� ��	��&����� �	
	����. 6�-
�	�	 ��
	� �	 ����� �	��	 �� 
	��
��
�	�	, ��
	�� ������	� � �����-
��� � ���	 
� �����	�	 �	 ����	� ���
�	�.”

unique [ju:
ni:k] ���
	���
securely [si
kju�li]
��
����, ���
����
persuade [p�
sweid]
�����	�	�, �������	�
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7. Advertising
and PR.

Meetings

Ðåêëàìà è âðúçêè
ñ îáùåñòâåíîñòòà.

Ñúâåùàíèÿ

  7.

1.
- I have no idea how to increase
our company’s presence
in the market-place.
- What about online advertising?
Why don’t you find websites that
are likely to attract your target
customers groups?
- I tried to use e-zine advertising.
It was the website of “Stay with us”.
Have you heard about this
magazine?
- Yes, it’s a very successful periodi-
cal and with many subscribers.
- Really? In our case it was a total
failure. Only five visitors to the site
responded.
- Maybe the e-mail wasn’t
set up to the right persons.
In addition, the initial period
usually lasts three months
and the results can be measured
only after that.
- Who knows? I don’t believe the
investment in online advertising is
worth doing. It’s simply waste of
time and money.

- *��	� ������	�	 
	
 �	 ��������
������������ �	 �	�	�	 ����	
�	 �	�	�	.
- ,	
�� "� 
	��� �	 ��
�	�	 ��
��������? 5	"� �� �	����� �	�-
����, 
���� � �������� �	 ������
	�

���� �� �	���� &����� 
������?
- 2���	( �� �	 �������	� ��
�	�	
� �������� ����	���. ���� �	����
�	 “2��	���� � �	�”. D��	� �� ��
�	 ���	 ����	���?
- '	, ���	 � ���
� �������
����	��� � � ���
� 	���	��.
- *	�����	 ��? ! �	��� ����	�
���� ���	��� ����	�. $	�� �����	
���������� �	 �	��	 ��
�����(	.
- @��� �� �������� �� �	 ����
�	������ 
�� ��	������� (��	.
2���� ���	, �	�	����� ������
���
������ �������	�	 ��� ����-
&	 � ������	���� ��
	� �	 �� �&����
���	 ���� ���	.
- ,�� ��	�? *� ����	�, ��
�������&���	 � ��
�	���	��
���	�� �� �	����	�	. 8��	 �
������ �	
��	 �	 ����� � �	��.

e-zine [
i:zi:n] ���
������ ����	���
periodical [pi�ri
�dikl]
����	���, ���������� ���	���

failure [
feilj�] ����	�, ������(
be worth doing

�����	 �� �	 �� �	��	��

Ad, advertisement, advert �� �������	� �	 	�
����
� �	 ��
�	�	.
'��	�	 commercial ���	�	�	 ��
�	�	 �� �	����� � ����������	.�

�
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2.
- Excuse me, what kind of advertis-
ing do you recommend for my real
estate agency?
- Well, I think classified
advertising in newspapers will have
better results than billboards, web
or TV commercials.
- With classified you pay to have
your product or service listed in
specific categories, don’t you?

- Yes. I believe it’s probably more
successful because users know
where to find what they look for, I
mean specific items such as real
estates, cars, various services.

- I couldn’t agree more. Classified
ads are cheap and reliable way to
approach the users directly. Any
thing else worth considering?

- In your case an advert in a special-
ized electronic magazine will be also
an effective form of promotion.

- 9�������, 
	
�� ��� ��
�	�	
���������	�� �	 ����	 	
��&�� �	
��������� �����?
- #��, �����, �� �	�
	 ����	 ���
������
 "� �	�� ��-����� ������	��
��
��
��� ����������, ��������
��� �����������	 ��
�	�	.
- 1�� �	�
��� ����� ��	"	�,
�	 �	 ���� ���
	�	 ��� �����
���
�� �	 �� �
�3�� � ����������

	��
����, �	��?
- '	. !���	�, �� ���	 �������� ��	
��-
���� ����(, �	"��� �������-
������ ��	�� 
��� �	 �	�����

	
���� ������, ��
	� �	 
	�	
���������� ��"	 
	�� ���������
�����, 
���, �	������ ����
�.
- *	����� ��� ��
�	��	. @	�
���
����� �	 ����� � �	������ �	���
�	 �� �����
�� ����
��� ��
�������������. *�"� ���
�, 
����
�	 �	����	�	 ����	���?
- !�� �	��� ����	� ���	 ��
�	�	
� ���&�	�����	�� ���
������
����	��� "� ���� ��"� ���
����	
����	 �	 �����������	��.

�
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If the message is sufficiently
targeted to its audience, then it’s
estimated that as many as one in
ten users will click through your
website.
- Would it be possible to discuss
with you the placement of such ad
and the costs involved?
- Yes, sure. That’s why I’m here.
I’ll offer you the best real estate
e-zines and their rates
and you can choose.

- Thank you.

2&����� �, �� 	
� ����	����� �
������� �	������ 
�� �����	
	��������, ���� ���� �	 �����
����������� "� ����� ��� �	���
����	��.
- ��(�� �� ��
�� �	 
������ � �	�
�	 �����
��	�� �	 �	
	�	 ��
�	�	
� �	 �	�(�����, �����	�� � ���	?
- '	, �	����	 ��. 5	 ���	 ��� ��
.
#� "� �� �������	 �	�-�������
���
������ ����	��� �	
��������� ����� � ��(���� �	����
� ��� ������ �	 �� ��������.
- ��	
��	��.

advertising [
ædv�taiziŋ]
��
�	�	, ����	
real estate [ri�l is
teit] �������� ����

various [
v&�ris] �	���, �	������
approach [�
prouʧ] ���(��
rate [reit] �	���	

3.
- Is it true that people who are
involved in advertising and who run
advertising agencies must possess
a specific talent?
- No, not at all. Advertising
is not ballet or music. It assists
the selling activity by drawing
the attention of customers
to those particular characteristics
of the article which are most
compatible with their motives.
- And yet there must be some tricks
which help you to advertise suc-
cessfully…
- Sure. First of all you have to make
your article unique. When the prod-
uct has no unique features, you have
to invent them, even if you have to
make ‘bricks out of straw’.

- !���� �� �, �� (��	�	, 
���� ��
�	���	�	� � ��
�	�	 � 
���� ��
�-
����� ��
�	��� 	
��&��, �����	 �	
������	�	� ���&�	��� �	�	��?
- *�, ����"� ��. ;�
�	����� ������
�� � �	��� ��� ����
	. 8��
������	
	 ���
���
	�	 �������
���� �	����	�� ����	����� �	

�������� 
�� ���� ������� ������
�	 ���������, 
���� �	 �	�-
������	���� � ��(���� �������.
- 9 ��� �	
 �����	 �	 ��	 ��
	
��
���
��� ((�����
�), 
���� ���	
	�
�	 ����
 �	 ��
�	���	 �������....
- <���������. 1���� �����	 �	
�	��	��� ��������� �� ���
	���.
,�
	�� ���
	�	 ���	 ���
	���
(	�	
�������
�, �����	 �	 
�
���	�����, ���� � 	
� �� ��������
�	 �	��	��� �� ��"� ��"�.



122

- Which is the second secret?
- The article should stimulate
emotional buying. Goods should be
associated with irrational, non-
economic motives, such as fear of
something, maternalism, hunger,
instincts, love.
Any product which is clearly so
associated has an advantage in any
other selling method. Cosmetics and
food are ideal for making people
buy goods through advertising.

- Oh, I see. TV commercials are
only about drinks, chocolates and
cosmetics. There aren’t any other
techniques, are they?
- At last you found the right word.
Advertising uses techniques
and not tricks and secrets.
I’ll tell you which is the last one.
The article must possess qualities
which the customer cannot appraise
at the point of sale.
- What is this? Hidden characteristics?
- When you buy a tyre or a car
battery, you can’t assess it at the
point of purchase, can you?
- No, I’m technically ignorant.

- But you buy a promise of satisfac-
tion because you know about this
tyre from the ads, you know the
company and its positive sales
campaign. Actually, you buy the
product because it’s well accepted
by other people.

- ,�� � ����	�	 �	��	?
- 9�������� �����	 �	 ��������	
���&���	����� 
����	��. $��
���
�����	 �	 �� ������	� � ��	&��-
�	���, ���
��������
� ������

	�� ���	( �� ��"�, �	�����
�
�������, 
�	�, ������
��, �3���.
!��
� �����
�, 
���� ������ ��
������	 � �	
��	 	��&�	&��, ��	
���������	 ���� ���
� ���
 ���
��-
�
� �����. ,������
	�	 � (�	�	�	 �	
���	��� �	 �	
	�	� (��	�	 �	

����	�  ���
� ���� ��
�	�	.
- 2, �	����	�. 5	 ���	 ��������-
������ ��
�	�� �	 �	�� �	
�	���
�, ��
��	�� � 
������
	.
'��
� ��(��
� ���	, �	��?
- *	�-�	
�	� �	���� ����	�	 ���	.
;�
�	�	�	 �������	 ��(��
�, 	 ��
(������ � �	���. %� �� 
	�	 
�� �
�������	�	. 9��������
�����	 �	 ������	�	 
	�����	,

���� 
������� �� ���� �	 �&���
�	 ������� �	 ����	��	.
- K	
�� � ���	? $
���� ����������?
- ,�
	�� 
����	� 
��	 �	 
��	 ���
	
����	���, �� ����� �	 
� �&�-
��� �	 ������� �	 ��
��
	�	, �	��?
- *�, 	� �� �	����	� ��"� ��
��(��
	.
- *� �� 
����	� ���"	��� �	 ����-
�����������, �	"��� ��	�� �	 �	-
�� 
��	 �� ��
�	����, ����	�	�
����	�	 � ����	�	 ����������	
���
���
	 
	��	���. !��"����, 
�-
���	� �����
�	, �	"��� ��� � ���-
�� ����� �� ���
� (��	.
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�

�

possess [p�
zes] ������	�	�
compatible [k�m
pætibl] ������	���
motive [
moutiv] �����, �����

make bricks out of straw ��	��
��"� ��� �	 ��	� ����(�������
�	����	�� (áóêâ. ïðàâÿ òóõëè îò
ñëàìà)
hunger [
h�ŋg�] 
�	�

Types of advertising media

(Âèäîâå ðåêëàìíè ñðåäñòâà)

1. Press advertising - newspapers, periodicals (general and specialized)

;�
�	�	 � ����	�	 - ������&�, ����	��� (��"� � ���&�	�����	��)
2. Radio, TV and Internet commercial

;	���, ������������ � �������� ��
�	��
3. Poster and billboard advertising (open air hoarding:UK)

;�
�	�� � ��	
	�� � ����������
4. Direct mail advertising

'���
��	 ��
�	�	 �� ��"	�	
5. Handbill advertising (brochures, leaflets, catalogues)

;�
�	�	 �	 ��
	 (�������, �������, 
	�	����)
6. Shop display advertising

;�
�	�	 �	 ��������� � �	
	����
7. Miscellaneous - telephone directories, labels, special gifts and prizes,

free samples, etc.

;	������ - ��������� �
	�	����, ���
���, ���&�	��� ���	��&� �
�	
�	��, �����	��� ������ � ��.
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ÃÐÀÌÀÒÈ×ÍÀ ÑÏÐÀÂÊÀ

� Áúäåùå ïðîñòî âðåìå �� �������	 �	 ���	���	�� �	 ��������, 
����
"� �� ������� � ��
	
�� ����" ������.

I hope advertising in a newspaper will have better results.
*	���	� ��, �� ��
�	���	���� ��� ������
 "� ��	 ��-����� ������	��.

� ����"� ������ ����� ���� �	 �� �������	 � 
�
	�� �����	
	��,
��
�	���	�� �� ��� ���"	�	�� �	 �������� ��"�.

I’ll tell you why later. %� �� 
	�	 �	"� ��-
����.

� 2��	���	���� �	 ���	 ����� ��	�	 � ����"�	 �	 ����	
	������

�	
�� will (shall) � ����������	�	 ����	 �	 ��������� 
�	
��.

I will A� "� ���	
You will 8� "� �����
He, she will be    in a meeting 8��/�� "� ����     �	 ���"	
We will *�� "� �����
You will !�� "� ������
They will 8� "� ���	�

� 2���&	����	�	 ����	 �� ���	���	 
	�� �	���&	�	 not �� ����	��
���� ����	
	������ 
�	
��.

Advert in electronic magazines will not be that effective.
;�
�	�	�	 � ���
������ ����	��� ���	 �	 ���� ���
��	 ���
����	.

� $�
�	������ ����� �	 � ����
	 �������	 � �	�
�����	�	 ���.
I will = I’ll
I will not = I won’t (���� �� �o���) , I’ll not

� !����������	�	 ����	 �� ���	���	 ���� ��������.
Will they buy some perfume? 8� "� 
���� �� �	��3�?
,�	�
� ��
�����:
Yes, they will. '	, "� 
����.
No, they won’t. *�, ���	 �	 
����.

� Áúäåùå ïðîäúëæèòåëíî âðåìå �� �������	 �	 ���	���	�� �	 ���-
�����, 
���� "� ���� � ���&�� �	 �������	�� � ��������� ����"
������. 2��	���	 �� � ����"�	 �	 
�	
��	 to be �	 ����"� ������
����� � ��������� 
�	
�� � �	��	�
	 -ing.

I will be working, You will be working…
#� "� �	����, �� "� �	����� � �.�.
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I will be waiting for you at this time next week.
%� �� �	
	� ���
	�	 �����&	 �� ���	 �����.

How long will you be staying in the States?
,��
� ����� "� ����� � %	����?

� 1�� ���	���	�� �	 �	������� �	 �� �	��	�� ��"� � ����"�,
���� �	 �� �������	 
������
&���	 going to +èíôèíèòèâ.

I’m going to open an advertising agency. %� ������ ��
�	��	 	
��&��.
He is going to buy a new house.            8�� "� �� 
����	 ���	 
�"	.

� 5	 ��������, 
���� ��������� �	 �� ������	� � ����"� ��
��������� ��	�, ���
������ �� �������	 ñåãàøíî ïðîñòî âðåìå ���

������
&���	 be to +èíôèíèòèâ.

The train leaves at 6 o’clock.
!�	
�� ���
�	 � 6 �	�	.

I’ll teach you how to deal with people who are to receive your message.
%� �� �	��	 
	
 �	 �� ���	��� � (��	�	, 
���� "� �����	� ������

����"����.

Âúïðîñè ñ „íàëè”

� 1�� ���� ������� �	 	�
����
�, �	 �	���
	 �� ���
	��
�, �� ����	��
�� �	���&	�	 íàëè, 	 &��� ���������, 
���� �� ������ �� �����
 (���-
��������) � �
	�����.8��	 �����	��� �� ����	�� ���� ����"����
���� ��������� � �� ������ �� ��
� ��� �	���	�. #
� ����������� �

�����������, �������� � �	�� � ����&	����� � ���	���.
You received everything you ordered, didn’t you?

8� ������ ����
�, 
���� �� �����	�, �	��?

There aren’t any other techniques, are they?
*��	 ��
	
�� ���
� ��(��
�, �	��?

� 2� ���������� ��	���� ��	 ��
��
� ��
�3�����:
� $��� ���������, �	����	"� � Let’s, �� �������	 �������� shall we

Let’s start, shall we?
'	 �	����	��, 
	
�� "� 
	����?

� $��� �����	����� ����� ���
������ �� �������	 will you, ���	��-
���� �	�� ����������� � ����������� ��� ����&	�����.

Open the window, will you?
*	�� "� ������� �������&	?
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4.
PR
Public relations specialists- also
referred to as communication
specialists or media specialists -
serve as advocates for businesses
and build and maintain positive
relationships with the public. PR
specialists do more than “tell the
organization’s story”. They must
understand the attitudes and
concerns of community, consum-
ers, employees, and public interest
groups, and establish cooperative
relationships with them and with
representatives from print and
broadcast journalism.

PR specialists draft press releases
and contact people in the media
who might print or broadcast their
material.

!���
� � ��"����������	
$��&�	������� �� ����
� � ��"��-
��������	 - �	 
���� �� 
	��	 �"�,
�� �	 ���&�	����� �� 
�����
	&��
��� ������� ���&�	����� - ����	�

	�� 	���
	�� �	 ������	 � ����	-
�	� � �������	� ����������	 ���-
�
	 � ��"�������. 1�	� ���&�	��-
����� ��	��� ������ �� ���	 “�	 �	�-

	�	� ��������	 �	 ��
	���	&���	”.
8� �����	 �	 �	����	� ���������-
�� � �	
���������	 �	 ��"�������-
���	, �������������, ����������� �

������ �� �������� � �	 �� �����-
����	� � ��( � � ������	������ �	
���	��	�	, �	��� � �����������	�	
����	�����
	.
1�	� ���&�	������� ���
�����
��������"���� � 
���	
���	� �
(��	�	 � �������, 
���� ��
	� �	
�����
��	� ��� �	�������	��� ��
�	��� � ��������� ��(��� �	����	�.
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Many radio or television special
reports, newspaper stories and
magazine articles start at the desk
of the PRs. Sometimes the subject
is the company and its policies
toward its employees or its role in
the community. Often the subject
is a public issue, such as health,
energy or the environment and
what the organization does
to advance that issue.
In large organizations
the key Public Relations
Executive, who often is a Vice
President, may develop overall
plans and policies with other
executives. In addition,
PR departments employ more than
one public relations specialists to
write, research, prepare materials,
maintain contacts and respond to
inquiries. PR divisions also may
handle advertising or sales promo-
tion work to support marketing
efforts.

@��
� �	��� � ������������ ���&�-
	��� ������	��, ������� ��� ����-
��&��� � ��	��� � ����	����	 ��	�-
���	� �� �3���� �	 ��	����. 1���
�-

	 ���	�	 � ����	�	 � ����	�	 ����-
��
	 ������ ����������� �, 
	
�� �
����	�	 ���� � ��"�������. D����
���	�	 � ��"������ ������ 
	��
���	��, ����
�� ��� �
���	 ����	 �

	
�� ��	�� ��
	���	&���	 �	 �	���-
��
	 �� ���� ������.
! 
����� ��
	���	&�� 
�	����� ���-
����� �	 “!���
� � ��"���������-
�	”, 
���� ����� � ��&����������,
���� �	 �	��	���� &��� ��	���� �
�	��
� � ���
� ���������. 2����
���	, �������� �	 ����
� � ��"���-
�������	 �	��	� ������ �� ���� ��-
	� ���&�	�����, �	 �	 ��
	� �	 ��-
�	�, ������	�, ���
����� �	����	-
��, �	 �������	� 
���	
�� � ��
�-
�	��� �	 �	����	���. '���
&���� �	
����
� � ��"����������	 ��
	� �	
�	����� �	 �����������	�� �	 ��
-
�	��	�	 ��� ��	������	�	 �	���	,

	�� �� ���� �	��� ���
����� ���-
����	 �	 �	�
����
	.

refer [ri
f�:] to as ���	��� �� 
��
concern [k�n
s�:n] 
���	, �	
��������
community [k�
mju:niti] ��"���������
broadcast [
br�:dka:st] �	�������	��-
�	� �� �	��� ��� ���������

draft [dra:ft] ���
�����
public issue ��"������ ������
respond to enquiry

��
��	��� �	 �	����	��
handle [hændl] �	����, ���	�� �
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5.
- Choose any Whirlpool washing
machine, dishwasher or fridge-
freezer and get 9 kg of washing
powder Ariel free and there’s more.
If you buy your Whirlpool washing
machine by 7 o’clock today you will
also get a
bonus gift
absolutely free.
Don’t miss it!

- Interested in a
Hyundai?
Genesis Cars
have a fantastic
offer for you
before Christ-
mas. When you
buy the new
SantaFe from
Genesis Cars you will
get 5000 leva discount
until December 25th.

- You can get up to 99
channels translated into
Bulgarian from
Bulsattech. For 50 leva monthly
you’ll receive movies, sports,
music, the arts, news – even 6
channels for children, and 24-hour
Internet access. Only for 50 leva.
Don’t hesitate and call Bulsattech
now.

- 9������� 
���� � �	 � ���	����
“+�������”, �����	 �	���	 ���
(�	�����
-������ � "� ��������
�����	��� 9 

 ��	( �	 ��	�� “#��-
��”, 	 ��	 � �"� ��"�. #
� 
�����
�	�	�	 ���	���� “+�������” ��

����� �	�	 ����, "�
�������� ����� ���	��

�	����� �����	���. *�

������
	��� ���	!

- 9��������	��
�� �� “63��	�”?

“'������� 
	��”
��	 �	��	������

����������� �	 �	�
����� ,����	.
,�
	�� 
�����
�	���� ���� “$	��	
A�” �� “'�������

	��”, "� ��������
������
	 5000 ���	
�� 25 ��
�����.

- @����� �	 (�	"	��
�� 99 
	�	�	, ���������

�	 ���
	��
� ���
, ��
“����	���(”. 5	 50 ���	 �	 ����&
"� �������� �����, �������
����	�	���, ����
	, ��
�����,
������ – ���� 6 
	�	�	 �	 ��&	, �
24-�	��� �������� ������. $	��
�	 50 ���	. *� �� 
����	��� � ��
��	���� �	 “����	���(” ��
	.
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6.
- When we talk about PR business…
Can you tell me what is it like?

- We make the connection between
our clients and their end-users. We
create the image of the company.
We teach the boss how to deal with
people who are to receive his
messages.
- Isn’t this what advertising com-
pany is like? In our country
no clear difference is being made
between advertising and PR.
Where is the borderline?
- Here is the main difference.
Imagine a man enters a disco-
theque, pushes away the DJ and
declares that he is the best lover
women could ever meet. This is
what advertising does. Now imagine
a man enters a discotheque and all
the women present there swoop
down upon him because they
already know him to be the best
lover and would not like to miss
their chance. This is PR and this is
what we do in public space.

- ,�
	�� 
������ �	 1�	� ������	...
@����� �� �	 �� 
	����

	
�� � ���	?
- *�� ��	��� ����
	�	 �����
�	���� 
������ � ��(���� 
�	���
�����������. $���	�	�� �����	
�	 
���	����	. +��� ���	 
	
 �	
�� �	���	�	 � (��	, 
���� �����	
�	 �����	� ��
����� ����	���.
- *� � �� ���	 
	�� ��
�	��	
����	? ! �	�	�	 ���	�	
�� �� ��	�� ���	 �	���
	
����� ��
�	�	 � ��	�.
,��� � �	���������	�	 �����?
- 8�
 � 
�	��	�	 �	���
	. 1�����	-
���� ��, �� ���� ��� ����	 � ���-

���
	, ������	 ������ � 
	��	, ��
��� � �	�-������� �3�����
, 
�
���
������ ��
�
	 �	 ���"	��. 8��	 ��	-
�� ��
�	�	�	. $�
	 �� ������	����,
�� ���� ��� ����	 � ���
���
	 �
����
� ��������	"� ���� ��
����
	� 
�� ��
�, �	"��� �� ����
��	��, �� ��� � �	�-������� �3���-
��
 � �� ��
	� �	 �������	� ����
�	��. 8��	 � ��	� � ���	 ��	���
��� � ���������� ������	�����.

borderline [
b�d�lain]


�	��&	
This is what we do.

8��	 � 
���� ��� ��	���.
(*�� ��	��� ���	.)
imagine [i
mæd�in]
������	��� ��
push away [puʃ �
wei]
������	�, ���	�
swoop down [swu:p daun]
����
	� ��, ���(���	�

9.

�
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OK, I think we can start now.

It’s about time we got started.
Let’s make a start
Let’s begin, shall we?
Shall we make a start?
Let’s go down to business.

'����, �����, �� ��
	 �����
�	 �	����	��.
!���� � �	 �	����	��.
6	��� �	 �	����	��.
5	����	��, �	��?
,	
�� "� 
	���� �	 �	����	��?
6	��� �	 �� �	(�	"	�� � �	���	.

� 1���� �	 ����"� &���	 �	 �����	����, �������	����� �	����� �	
�	�������	������� �	 ������� ���:

Did you get the agenda I circulated?

Has anyone got a copy
of the agenda?

1�����(�� �� ������� ���, 
����
�	��	��(?
!���
� �� ������(	 
����
�� ������� ���?

� @�
	� �	 �� ������� ����	�	 �	 ��������	"��� � �	 �� �	�	�
��������� �	"� �������	� ���������� 
���
�.

Carl James sends his apologies. He
can’t attend this meeting, because
he’s on a business trip to Kuwait.
He would like to get the minutes by
e-mail.

,	�� '����� ����	"	 ������
���������. *� ���� �	 ��������	
�	 ���	 ����	���, �	"��� � �

��	������
	 � ,�����. �� ���	�
�	 ������ �����
��	 �� �����.

Meetings Ñúâåùàíèÿ

Îðãàíèçèðàíåòî íà ñúâåùàíèÿ, ðàáîòíè ñðåùè, ñúáðàíèÿ å ïðîöåñ, êîé-
òî èçèñêâà âíèìàòåëíà ïîäãîòîâêà è ïëàíèðàíå. Ïîãðåøíà ïðàêòèêà å�

äà ñå îñëàíÿòå åäèíñòâåíî íà èìïðîâèçàöèè â ïîñëåäíèÿ ìîìåíò, çàùîòî îáèê-
íîâåíî òîâà ïðåâðúùà ñðåùèòå â áåçïîëåçíî èçëàãàíå íà õàîòè÷íè âúçãëåäè, à
îò äîáðàòà îðãàíèçàöèÿ íà ïîäîáíè ìåðîïðèÿòèÿ çàâèñè óñïåøíàòà ðàáîòà íà
öÿëàòà ôèðìà.

Meeting å óíèâåðñàëíà äóìà, êîÿòî ñå èçïîëçâà çà âñÿêàêúâ âèä ñðåùè. Íà
áúëãàðñêè ñå ïðåâåæäà ðàçëè÷íî (çàñåäàíèå, ñúáðàíèå, ñúâåùàíèå, îïåðàòèâêà è
ò.í.).  Êàêâè ñà îñíîâíèòå ïðèíöèïè è íàé-÷åñòî èçïîëçâàíàòà ëåêñèêà ïðè
ïðîâåæäàíåòî íà ñðåùè?

� ,�
	�� ��
���	 ����"	�����, �������	����� (chairperson, chairman

��� �	�� chair) ���� �	 �	����� � ������:
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The purpose of this meeting is to…
I’ve arranged this meeting to…

As you know I’ve called this
meeting to discuss our advertising
strategy. In my opinion the new
billboard doesn’t meet the expecta-
tions of our customers and we
should change it.

w���	 �	 ���	 �����	�� � �	 ...
2�
	�����	( ���	 ����	��� �	...

,	
�� ��	���, ���
	( ���	
����	���, �	 �	 ������� �	�	�	
��
�	��	 ���	��
��. 1� ��� ������
������ ������� �� ��
��	�� �	
��	
�	����	 �	 �	���� 
������ �
�����	 �	 
� ������.

� 1������	�����  ����"	�	 
	
�	 � &���	 �	 �����	����:

� @��� �	 �� ������� �	��	�� 
�� ����	 ���
	.

Now, the first item on the agenda is
the discussion on …

9 �	
	, ����	�	 ���
	 �� �������
��� � ������	�� �	 ....

� $��� 
	�� �	��	�� 
�	�
� ����������, �������	����� �	�	 ���	�	
�	 ��
�� �� ��������	"��� �	 ��
	��	���:

Would you like to open
the discussion, Tom?
Perhaps you’d like to get
the ball rolling, Maria?
What do you think about this, Carl?
What are your views on this, Ann?

�� �� ��
	� �	 ��
����
���
�����	, 8��?
@��� �� �� �� ��
	�	
�	 �	������, @	���?
,	
�� ������ �	 ���	, ,	��?
,	
�� � ������ ������ �	 ���	, #�?
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What’s the general feeling on this? ,	
�� � ��"��� ��������� �� ���	?

� @��� �	 �� ������ �	 ������ 
�� ����
�:

� <�� 
	
 ��
	� �	 �� ��
	�	� ��������	"���:

Director of Marketing and Sales:
Our intention is to persuade the
customers that our products are
very cheap.
Director of Finance: In my opinion,
you are going much too far. I can’t
bear to think of the costs involved.

General Manager: As I see it, the
problem is how to reduce the costs
while using an effective advertising.

Head of PR Department: Some
customers say the message of our
billboards is too provocative with
this naked woman.

'���
��� �	 “@	�
����
 �
����	���”: *	���� �	������� �
�	 ������ 
��������, �� ���
���
�� �	 ���
� ������.
'���
��� “A��	���”: 1� ��� ������,
��� ����	�� ������ �	���. *� ��
	
�	 �� ����� �	 �	�(�����, 
���� �	
�����	�� � ���	.
7����	��� ����
���: ,	
�� �	���-
�	�, ��������� � 
	
 �	 �� �	�	���
�	�(�����, 
	�� � ��"��� ����� ��
�������	 ���
����	 ��
�	�	.
'���
��� �	 �����”!���
� �
��"����������	”: *�
�� 
������

	��	�, �� ����	����� �	 �	����
���������� � ���
� �����
	�����
� �	�� 
��	 ���	.
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It seems to me…
It’s clear to me that..
Personally, I think….
My view on this is…

$����	 �� ��, ��...
E��� �� �, ��....
F���� 	� �����....
@������� �� �	 ���	 �...

� ! ��
	��	����	 ��
	� �	 �� �������	� ���	�� 
	��:

� 5	 �	 ���	���� ����� ��
�	��� � �������� �	 ��
�
�, ������ �	
�������	�� �������� ���	��:

You’re perfectly right.
I am of the same mind.
I couldn’t agree more.

Precisely.
Exactly.
Absolutely.

*	����� ��	� ��.
9 	� ����� �	
	.
*� ��
	 �	 �� �� ��
�	��.
áóêâ. �	 ���	 ��-��
�	���.
8���� �	
	.
8����.
#����3��� (�	����� ��� ��
�	���).

� ,�
	�� ��� ��
�	���, �� ����������� �� � ��-�����	���, ������ �	

	����:

You may be right there.
That’s true, I suppose.
I suppose so.

@��� �� ��	� ��
.
@����, �� � �	
	 (����� �).
1������	
	�, �� � �	
	.

� #
� �� ��� ��
�	��� � �������� �	 ��
�� 
���
	, ������ �	 
�
�	��	���� ������, 
	�� �������	�� ���	����:

Sorry, I’m not quite with you.

That’s not really how I see it.
I don’t really agree.
I think otherwise.
I can’t really go along with you there.
I think you’re mistaken.
I’m afraid I can’t agree with you there.

$��	���	�, �� ��� ������
��
�	��� � ���.
*� ����� �	
	 
���	� �	 ������	.
*� ��� ��
�	���, �	�����	.
@���� �� ���
 �	���.
*	�����	 �� ��� ��
�	��� � ���.
@����, �� 
�����.
$��	(��	� ��, �� �� ��
	 �	 ��
��
�	�� � ��� ��
.
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� 1���
�
	 � ����(����� �	 ��
	���� ����� ����
�	��� � ��������
�	 ���
:

I’m sorry, but that’s out of the
question.
I think you’re wrong.
Of course not.
That’s absurd.
That’s ridiculous.

$��	���	�, �� ���	 � ��
�3����.

@����, �� 
�����.
;	����	 ��, �� ��.
8��	 � 	�������.
8��	 � ������.

Áúäåòå âíèìàòåëíè ñ ïîñëåäíèòå äâà èçðàçà. Òå ñà ìíîãî
ñèëíè è ìîãàò äà îáèäÿò àíãëèéñêîãîâîðåùèÿ âè ñúáåñåäíèê.

If I could just make a point here?
Can I come in here?
Sorry to interrupt you, but..
If I can just stop you for a moment….

#
� ��
	 �	�� �	 ���
�	 ��"� ��
?
@�
	 �� �	 �� �	���� ��
?
9�������, �� �� ���
���	�, ��...
#
� ��
	 �	�� �	 �� ���	 �	 ������...

� 5	 �	 �� �������, �� ��	����� ��� �	���	�� ��
�
�, �����	���:

Are you saying that…?
Are you suggesting that…?
Are you implying that…?
I’m sorry I didn’t catch
what you said.

,	��	��, ��... ��?
9�
	�� �	 
	����, ��... ��?
5	
	��	��, ��... ��?
$��	���	�, �� �� �	���	(

	
�� 
	�	(��.

7.
- Right. So, thank you, Mr
Campbell. Does anyone have any
questions before we move on?
- Yes, could I ask a question,
please?
- Mr Danchev?
- Mr Campbell, can you give us any
idea of when the new software will
be installed?
- Not till after Christmas, I’m afraid.

- '����. 9 �	
	, ��	
��	�� ��, 
-�
,�����. *�
�� ��	 �� �������,
����� �	 ��������� �	�	��
?
- '	, ��
	 �� �	 �	�	� ����
������, ����?
- 7-� '	����?
- 7-� ,�����, ������ �� �	 ��
�	���� ��
	
�	 ���� 
�
	 "� ��
����	���	 ������ �������?
- $��	(��	� ��, �� ���	 �	 �
����� ,����	.

�
� 5	 �	 ���
������ ������ ��
�
�, �������	��� ���	����:

�
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- If it isn’t finished before Christ-
mas, that probably means that we’ll
all be kept waiting till the middle or
even the end of January.
- Sorry, can I just make a point
here?
- Yes, Mr Campbell.
- I can promise that everything will
be installed on January 1st.
- Don’t forget that’s
the New Year’s day.
- On the fist working day, on
January 3rd when you come to your
offices and start your computers
you’ll see the new logo of Sky+.
- All right, Mr Campbell. Mr Danchev?
- Thank you, I just wanted
to be sure.
- Well, we’re nearly out of time.
Can we come to a conclusion?
Is there any other business?
- No, no we don’t think so.

- #
� ���	 �� � �������� �����
,����	, ���� �� ���	�	�	, ��
"� �� 
	�	�� �	 �	
	�� �� ����	�	
��� ���� �� 
�	� �	 ���	��.
- $��	���	�, ���� �� �	 ��
�	���� ��
?
- '	, 
-� ,�����.
- @�
	 �	 ���"	�, �� ����
� "�
���� ����	���	�� �� ����� ���	��.
- *� �	��	�����, �� ���	 �
*��	 
����	.
- *	 ������ �	����� ���, �	 �����
���	��, 
�
	�� ������� � �������
�� � ������� 
���3����� ��, "�
������ ������ ��
� �	 $
	�+.
- '����, 
-� ,�����. 7-� '	����?
- ��	
��	��. 1����� ��
	(
�	 ���	 ��
����.
- <, ����� ���	�� �����.
@��� �� �	 �	��	��� �	
�3�����?
9�	 �� ���
	 ��
	
�	 �	���	?
- *�, �� ������.
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Right. I’m afraid we’re running out of
time so we’re going to have to stop
here. To go over what’s been said,
there is disagreement about the
ambignity of the message
our billboard conveys. It’s obvious
there’s a need of a new way of ad-
vertising. Maybe classified advertise
ments will do better job.
I’ll let you know my decision about
the solution to this problem by the
end of the week. So unless
anyone has anything else to add,
I think that’s it.
Thank you all for coming.

'����. $��	(��	� ��, �� ���	��
�����, �	���	 �����	 �	 ����� ��
��
. 5	 �	 ������� 
	
�� �� 
	�	 -
��	 ����
�	��� �� ������	 �	
��������������	 �	 ����	�����,

���� �	���� ������� ����	��.
E��� ��	 ����	 �� ���
 �	��� �	
��
�	���	��. @��� �� �	�
� ���-
�� "� �����	� ��-����	 �	���	.
%� �� ������� �	 ����� �������
������� �	����	�	���� �	 ������-
�	 �� 
�	� �	 ����&	. 8	
	 �� 	
�
��
�� ���	 
	
�� ���
� �	 �����-
��, �����, �� �������� �� �������	.
��	
��	�� �	 ����
�, �� �����(��.

Â ðåçóëòàò íà ïðîâåäåíèòå ðàçãîâîðè ïî äàäåíà òåìà ìîæå äà ñå
ïîñòèãíå ñúãëàñèå (agreement), äà ñå ñòèãíå äî êîíñåíñóñ (come to
consensus), äà ñå íàìåðè êîìïðîìèñ (find a compromise) èëè äà ñå
ñòèãíå äî òîòàëíî íåñúãëàñèå (disagreement).

� ,�� 
�	� �	 ����"	����� �������	����� �� ����"	 
�� ����
� �
����"	�	"� ���� � �	
���	 �������������:

�
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�

�

Minutes of the meeting date 12 December 2007

1. Present: GM, DF, MSD, PR, DIT

Apologies for absence: Carl James (HR), business trip to Kuwait

2. Agenda

2.1. Problems with the company’s billboard.

Discussion: concern expressed by MSD, DF, PR and GM

Action to be taken: working out of a new billboard

Person responsible: Marketing and Sales Director

Deadline: the end of April 2007

2.2. Installation of new software

Discussion: MLC and Technosoft have been chosen to supply the new

software

Action to be taken: contact both companies and appraise their proposals

Person responsible: IT director

Deadline: the end of December

3. Agenda and date for next meeting on 19 December 2007

� $��� �	�����	���� �	 ����"	����� �� �	�������	���	 �����
��
�� ��
�.
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- I think the meeting was very
productive.
- Well, in my opinion it was a
complete waste of time. I didn’t
hear anything I didn’t already know.
- But I felt we had some very useful
discussions, and that we reached
an agreement that was beneficial
for both sides. We certainly
covered a lot of ground. The number
of points we got through
was incredible.
- But there were too many digres-
sions, George. Tom was rambling
and kept wandering off the point. He
just uses meetings as a chance to
show off. Just like a lot of men: he
just wanted to show to the women
how powerful and
what a good talker he is.
- To be fair, Ann, the chair
really kept things moving:
he encouraged people to be
brief and to stick to the point
and we achieved a lot in a short
time. Anyway, I learned a lot
and I think they listened to
what we had to say.

- @����, �� ����"	����� ����
���
� �����
�����.
- <, �� ��� ������ ���� ����	
�	
��	 �	 �����. *� ��( ��"�,

���� ���� �	 �� ��	�.
- *� 	� �����, �� ��	(�� ��
��
���
� ������� ���
���� � �� ���-
��
�	(�� ��
�	���, 
���� ���� ��-

���� � �	 ����� ���	��. *	�����	
���	(�� ���
� �������. �����
�	 ���
���, 
���� �	�
���	(��,
���� ����������.
- *� ��	�� ���
� ��
�������,
'�����. 8�� �
	�	�� �� ����� �	
����� � �� ��
�����	�� �� ���	�	.
8�� ������ �������	 ����"	����	

	�	 ���������� �	 �� �����. ,	
��
��	��� ���
� ����: ��� ��
	�� �	
�� ��
	�� ���� ������ 
��
� � ��-
��� � 
��
� ����� ��	��� �.
- 5	 �	 ���	 ������, #�, �������	-
����� �	�����	 ������� ��"	�	:
��� �����
�	�� (��	�	 �	 ���	�

�	�
� � �	 �� �������	� 
�� ��-
�	�	 � �����
�	(�� ���
� �	 
�	�
�
�����. ,	
�� � �	 �, 	� �	���(
���
� � �����, �� �� ��(	 ���	,

���� ��� �����	�� �	 
	���.

waste of time waste of time waste of time waste of time waste of time �	
��	 �	 �����
digression digression digression digression digression [dai
greʃ�n] ��
�������
We covered a lot of ground.

@��	(�� ���
� �������.
show off show off show off show off show off ����	 ��, ��
	� ��

ramble ramble ramble ramble ramble [ræmbl]
�
	�	� �� ����� �	 �����
powerful powerful powerful powerful powerful [
pau�ful] �����
stick to the pointstick to the pointstick to the pointstick to the pointstick to the point
�������	� �� 
�� ���	�	

� $��� �����	�� �� �	�	�	 ��������	"��� ���
������ 
�������	� 
	

� ������	�	 ���"	�	.
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Import and export Âíîñ è èçíîñ

  8.

1.
Specialists involved

in import/export transactions:

Shipping agent/freight forwarder-
responsible for documentation;
arranges for the goods to be
shipped by air, sea, rail or road.

Airlines, shipping lines

or railway companies -
responsible for actual
transportation of the goods.

Importer’s and exporter’s banks -
responsible for payments if a letter
of credit or bill of exchange is used.

Customs officers -
responsible for examination of the
goods; charge duty and/or VAT.

Insurance company -
responsible for insurance
of the goods.

Ñïåöèàëèñòè, ó÷àñòâàùè

â ñäåëêèòå ïî âíîñ-èçíîñ:

Àãåíò ïî òðàíñïîðòíà åêñïåäèöèÿ -
��
��	�� �	 ��
�����	&���	,
�	�������	 �� ���
	�	 �	 ����
��	��������	�	 �� �����(, ���	,
� ����������� ��� 	�����	������.
Âúçäóøíè ëèíèè, êîðàáíè

ëèíèè, æåëåçîïúòíè êîìïàíèè -
��
��	��� �	 �	
�����
���
��	��������	�� �	 ���
���.

Áàíêè íà âíîñèòåëÿ è èçíîñèòåëÿ -
��
��	��� �	 ��	"	����	, 	
� �� ��-
�����	 	
������� ��� ���������&	

Ìèòíè÷åñêè ñëóæèòåëè -
��
��	��� �	 ������
	 �	 ���
���,
�	������	� ���� �/��� ''$.

Çàñòðàõîâàòåëíà êîìïàíèÿ -
��
��	�� �	 �	���	(��	����
�	 ���
���.
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2.
Documents needed in

import/export transactions:

Bill of lading
Sea waybill
Shipping note
Certificate of insurance
Single administrative document
(SAD) - only for the EU
- CMR International Consignment
Note
- EUR Movement certificate
- used within the EU
Manifest of cargo control document
(form A8A)
Import permits
Certificate of origin
Customs declaration/ bill of entry

Äîêóìåíòè, íåîáõîäèìè ïðè

âíîñíî-èçíîñíèòå ñäåëêè:

8��	�������&	
@���
	 ���	�������&	
������� �	 ������
5	���	(��	����	 ����&	
<����� 	��������	�����
��
����� (<#') - �	�� �	 <$
- D@; - ������	����� ������� �	
�
�����&�� (
����	����)
- $������
	� �	 �������� <!;2 -
�������	 �� � <$
@	������ �	 
	�
� 
������
(����	 #8#)
;	�������� �	 ����
$������
	� �	 �����(��
@�������
	 ��
�	�	&��

3.
Incoterms - terms of delivery

ex-works - this price is the cost for
the goods at the supplier’s factory
gate. The buyer pays for freight
carriage and insurance.
CIF: ‘cost, insurance and freight’ -
the price includes all transportation
to a named port or airport in the
buyer’s country
FOB: ‘free on board’ the price
includes all costs of the goods free
on board a ship (of aircraft) whose
destination is stated in the contract
DDP: ‘delivered duty-paid’ -
the price includes all the transporta-
tion and insurance in transit right up
to the buyer’s premises.

Èíêîòåðìñ - óñëîâèÿ íà äîñòàâêà

“2� �	���
	�	” - &��	�	 � ���������	
�	 ���
	 ��� �	���
	�	 �	
����	���
	. ,����	��� �	��	"	 �	
������ � �	���	(��
	.
“w��	, �	���	(��
	 � ��	������” -
&��	�	 �
�3��	 ��	������	 ��
���������� �����	��"� ���
����"� � ���	�	�	 �	 
����	�	
“A�	�
� ����	”- &��	�	 �
�3��	 &�-
�	�	 �	 ���
��� ��� ���� �	 ����	 �	

��	� (��� �	�����), ����� ���-
���	&�� � ���������	 � ��
����	
“'���	����, ��	���� ����” -
&��	�	 �
�3��	 ����
� ��	�����-
��� � �	���	(��	����� �	�(���
����� �� ����"������ �	 
����	�	.
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4.
Methods of payment

Cash with order
Open account
Irrevocable letter of credit
Bill of exchange

Íà÷èíè íà ïëàùàíå

! ���� ��� �����
	�	
2�
���	 ����
	 (�	 
�����	)
*��������� 	
�������
@��������&	

Exporters and importers often
prefer the security of payment by
confirmed irrevocable letter of
credit when dealing with unknown
firms in distant countries.
No special customs documentation
are required for trade between firms
in different parts of the EU.

9����������� � ����������� �����
���������	� ��
�������	 �	 ��	"	-
���� � ��������� ���������� 	
��-
�����, 
�
	�� ���
��	� � ������	��
����� � ���	������ ���	��.
5	 ���
���� ����� ����� � �	�-
������� �	��� �	 <$ �� �� ����
�	�
���&�	��� ��������
� ��
������.

5.
- Can you tell me what proportion of
your products are exported?
- About 80% of our cars are
intended for sell abroad.
- Oh, really! It’s too high. Which
overseas markets do you actively
sell to?
- Our sales in the USA and Mexico
are likely to go up next year. We
have steady markets in Peru and
Argentina as well.

- You have one of the biggest plants
in Europe. Is the documentation and
shipping handled by a freight
forwarder or by your own export
department?
- As a big company we have an
export department which is a bit
overstaffed. Our experts are
responsible for the documents.

- @���� �� �	 �� 
	��� 
	
�	 �	��
�� �	�	�	 �����
&�� �� ���	��?
- 2
��� 80% �� 
����� �� �	 ����-
�	��	���� �	 ����	��	 �	���.
- *	�����	 ��! 8��	 � ����	 ���
�!
*	 
�� ����� �	�	�� 	
�����
���
��	��?
- *	���� ����	��� � $#% � @�
-
��
� �������� "� �� ��
	�	� ����-
�	"	�	 
����	. $�"� �	
	 ��	��
��	����� �	�	�� � � 1��� � #����-
���	.
- 9�	�� ���� �� �	�-
������� �	��-
�� � <����	. $ �	�	�	 ��
�����	-
&�� ��������� �� �� �	���	�	� ���
���	 �� ��	�� �� �	�	�	 �
������	
����
&��?
- ,	�� 
����	 
���	��� ���
��	�� ����� �� �����	, 
���� �
�	�
� ����	�����. <
�������� ��
��
��	��� �	 ��
��������.

�
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They prepare the bills of lading, the
pro-forma invoices and generally
everything for the Customs.
- Which models sell well abroad?

- Granada and Hurricane are the
most preferred models.

8� ���
����� ���	�������&���,
�������	 �	
������ � ����"�
����
� �	 �����&	�	.
- ,�� ������ �� ����	�	� �����
�	���?
- 7�	�	�	 � +�	
	� �	 �	�-
���������	���� ������.

proportion [pr�
p�:ʃn] �	��,
������&��, ���������
overseas [�ouv�
si:z] ������,
��������	���

shipping [
ʃipiŋ] �	���	��	��, ������
�	 ���
�
freight forwarder [freit 
f�:w�d�]
(�
)��������

6.
- To import your goods in Canada
you need an import permit.
- I don’t think it’s necessary. We’re
party to NAFTA. Cereal crops
qualify for preferential tariff treat-
ment under this agreement.

- Are you a company legally
constituted under the laws of the
State of Colorado?
- Yes, we are.
- But your official papers say that
you’re registered as an off-shore
company in the Isle of Man.
- No, there must be a misunder-
standing. It’s our previous registra-
tion. Recently we were registered
with the Colorado Department of
Secretary of State.

- 5	 �	 ��	���� ���
� � ,	�	�	, ��
� ����(����� �	�������� �	 ����.
- *� �����, �� � ����(�����. *��
��� ���	�	 �� *#A8# ($������	�-
�	������
	 ��
	���	&�� �	 ���-
����	 ���
����). ������� 
������
�� �����	� �� ��������&�	��	
�	���	 �� ���	 ����	�������.
- !�� ��� ����	, 
����
3�������
� � ���	���	�	 ��
�	
����� �	 %	� ,����	��?
- '	.
- *� �	���� ���&�	��� ��
������
��
	��	�, �� ��� ��
������	�� 
	��
������	 ����	 �	 ������ @	�.
- *�, �����	 �	 ��	 ��
	
��
�����	�������. 8��	 � �	�	�	
�������	 ��
����	&��. *	�
���
�� ��
������	(�� � '��	��	����	
�	 ����	���� ��
���	� �	 %	�
,����	��.

�
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permit [
p�:mit] �	��������
qualify [
kw�lifai] �����	� ��	��,
��
��	��� �	 ����
�	����	

customs clearance [
k�st�ms 
kli�r�ns]
��������	�	�� �� �����&	�	

- OK. I can check this
on the main computer of Canada
Border Service Agency.
If things are as you say I’ll submit
your papers for customs clearance.

Otherwise, you should provide
import permits from the Department
of Agriculture.

- '����. #� ��
	 �	 ������� ���	
�	 
�	���� 
���3��� �	 ,	�	�-
�
	�	 	
��&�� �	 
�	����� 
������.
#
� ��"	�	 �	 
	
�� 
	��	��, "�
����	� ��
�������� �� �	 �������-
�	�	�� �	 �����&	�	.
! �������� ����	� "� �����	 �	
������	���� �	�������� �	 ���� ��
'��	��	����	 �� ���������.



144

ÃÐÀÌÀÒÈ×ÍÀ ÑÏÐÀÂÊÀ

� Ñåãàøíîòî ïåðôåêòíî � ñåãàøíîòî ïåðôåêòíî ïðîäúëæèòåëíî
����� �� ���	���	� � ����"�	 �	 ����	
	������ 
�	
�� to have �
����������� 
�	
���� ����� � ���	���� ����	���� �	 ���������

�	
��.

� $�
	��� �����
��� ����� �� ���	���	 �� have (has) � ���	����
����	���� �	 
�	
��	. 8� ���	���	 ����
	�	 ����� ��������, ���������
��� �	����	�� � ���	���� � ������	�	 �� ��
� � �	����"���. @��	����
����	���� �� ���	���	 ����� ��� ��	������� 
�	
���, 
	�� �� �������	
�	��	�
	�	 -d, -ed ��� -ied.

has arrived ������
�	� �

� 1�� ����	������� 
�	
��� ����	�	 �	 ���	���� ����	���� ���
����	�	 � ����	�	 �	 ���	�� ������ �����, ��� � �	�����	 �� ���.
8��� ����� ��� ����	������� 
�	
��� ��"� �����	 �	 �� �	������
�	�����.

has eaten �� � (ñåã. ïåðô. âð.),
�� ���. ������ ����� ate (���)

have had ��	� � (ñåã. ïåðô. âð.)
� ���. ������ ����� had (��p, ��	��)

� ! �	�
�����	�	 ��� �� �������	� ��
�	������ �����
I’ve landed âìåñòî I have landed

1������� ��� ��, �������� �� �� � �.�.
You’ve landed

He, she has landed

We’ve landed

You’ve landed

They’ ve landed

� 1�� ����&	������� ����� �� �������	� haven’t � hasn’t.

I haven’t been there, You haven’t been there, etc.
#� �� ��� ��� �	�, �� �� �� ��� �	� � �.�.
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� 5	 �	���
	 �� ���	�� ������ �����, ��
	��� �����
��� �� ��-
�����	 �	 ���	�	�	�� �	 ���	�� ��������, ��� 
���� ���	���� ������
�� � ����� ��������� (� ���	 ��	����� ��
	����� �����
��� ����� �����
�� ������	 � �	������	 ever (��
�
	), never (��
�
	).

I’ve done three computer courses.
9�
	�	� ��� ��� 
���	 �� 
���3���.

Have you ever seen an American football game?
7���	� �� �� ��
�
	 	����
	��
� �������� �	�?

� $�
	��� �����
��� ����� �� �������	 � �	 ���	���	�� �	 ��-
����	���� �� ���	�� ������� � �	����"��� ( � �	�� �������	 ����� ��
�������	� �	������	 just (��
�-"�), already (����), yet (��� �"�).

The plane has just taken off.
$	������� ��
�-"� ������.

We’ve just started unloading the truck.
8�
�-"� �	����	(�� �	 �	����	��	�� 
	����	.

They haven’t landed yet.
8� �"� �� �	 �� ���������.

� 1�����
�� for (�	) �� �������	 ��� ���	�	�	�� ��	������	 �	
��������� �� ������	, � 
���� �� � �	����	�o.

You’ve been our guest for a long time.
8� �� �	� 
��� �� ���
� �����.

� 1�����
�� since (�� ��������� ������ �	�	��
) �� �������	 �	
�����	�	�	�� �	 ������	, �� 
���� ���������� � �	����	��.

I’ve been here since December.
#� ��� ��
 �� ��
�����.

� $�
	��� �����
��� ������������� ����� �	���
	 �	 ��������-
��������	 ��� ����	��������	 �	 ����������.

How long have you been studying Spanish?
2� 
��
� ����� ���� ���	��
�?

I’ve been having a bit of trouble with one of our suppliers.
9�	� �	�
� �������� � ���� �� �	���� ����	���&�.

10.
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7.
- Hello. This is Mary Atkinson.
- Hello, Ms Atkinson, how are you?
- Fine, thanks. I’m phoning about
the delivery next week. Could you
tell me when can we expect the
consignment to arrive in our ware-
house?
- As far as I know, the trucks
should arrive late Thursday
 or early Friday. The traffic in Serbia
is very busy.
- The latest time we can start
unloading is 5 p.m. I’d like to know
whose trucks are delivering the
profiles? Ours or yours?

- Yes, certainly. Two of them will be
ours and the others are on hire from
Dafcotrans.
- But where are our trucks?
- Your trucks crashed near Nish and
were taken for repair in a service-
station.

- #��. @��� #�
����� �.
- 5��	�����, 
-&� #�
�����, 
	
 ���?
- ��	
��	��, �����. 2�	��	� ��
������� ����	�
	�	 ���� �����	"	-
�	 �����&	. @����� �� �	 �� 
	��-
�� 
�
	 �	 ��	
�	�� ������
	���� �	
��	�
	�	 � �	��� �
�	�?
- '�
��
��� ��	� 
	������� �����	
�	 ������
�	� 
���� � ��������

��� �	�� � ����
. 8�	��
��
� $����� � ���
� �	���	���.
- *	�-
������ �	�, ���� 
���� �����
�	 �	������ �	����	��	����, � 5
��������. ��( ��
	�	 �	 ��	� 
	
��

	����� ����	��� ���������?
*	�� ��� �	��?
- '	, �	����	 ��. '�	 �� ��( "� �	
�	��, 	 ���
��� �	 �	��� ��
“'	�
���	��”.
- *� 
��� �	 �	���� 
	�����?
- !	���� 
	����� 
	�	�������	(	
����� �� *�� � ��(	 ��
	�	�� �	
����	�
	 � ������.

�
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- Really?
Are there any casualties?
- No, no. Nothing serious, only some
small scratches. Luckily, the trucks
were empty and fully insured.

- Can you tell me
when they will arrive?
- I’m not entirely sure, perhaps
on Monday. They should be
repaired by then.
- Could you let me know how long it
will take to unload each truck?

- About an hour.
- I see, well, thanks for letting me
know that.
- That’s all right.

- *	�����	 ��?
9�	 �� �����	�	��?
- *�, ��. *�"� ��������, �	��
��
��
� �	�
� ��	�
�����. 5	
"	����, 
	������� ��(	 ��	��� �
�	����� �	���	(��	��.
- @����� �� �	 �� 
	����

�
	 "� ������
�	�?
- *� ��� ��
����, ��������
 � ���������
. '� ��
	�	 �����	
�	 �	 ����	����.
- @����� �� �	 �� 
	���� 
��
�
"� �������� �	����	��	���� �	
���
� ���� 
	����?
- 2
��� �	�.
- ;	����	�, 	��, ��	
��	�� ��, ��
�� ��������	(�� �	 ���	.
- *��	 ��"�.

delivery [di
liv�ri] ����	�
	
consignment [k�n
sainm�nt] ��	�
	,
�	����	

on hire ��� �	��
casualty [
kæ�u�lti] �����	,
��"	���� ����	�
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� ,�
	�� 
����� �� ���������	 �� �	���� ���
�, ��� ���
������ ��
����	"	 ������� �	����	�� (��
	�� �	 �����	)

Melita LTD
6 St. Sofa Str.
4000 Plovdiv
tel. 032 222222, fax. 032/222223

Ref. RB/3

BSC Steel
56 Washington Str.
Norwich EA9 4QM
Great Britain

Dear Sirs,
We are producers of induction motors.
We saw a demonstration of your electric pumps at Plovdiv Interna-
tional Fair last week. We are particularly interested in this product and
might possibly also be interested in other electric equipment which you
manufacture.
We’re sending some copies of our technical brochures so that you can
see what we need.
We would be grateful if you could send us your catalogue with full
technical specifications. Please, state your best CIF prices, terms of
payment and earliest date for delivery. We usually pay by confirmed
60-day irrevocable letter of credit.
We’d appreciate it if you could send us some samples of the pumps to
test in our laboratories before we place a firm order.
Looking forward to hearing from you soon.
Yours faithfully,

Michael Dimov
Purchase Manager

� ! ��
���� �	 ����	���� ��
	�� �	 �����	 ������ ��
�3������� �3��-
���, �	"��� �� ������	����� ����"� ����	��� �	���� � �	�-
����	 ���-
��� ����(�� �	 �	��� ������.
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� ��	
��	���� �	 
�����	 �	 �������	 
�� �	���� ���
�. ,	���� 
��
�
���(���"� �	 ��
� � ���������, 
���� ����	�	��. *	������, �� ����	-
"	�� 
	�	��
, &����	����, ������	. 1��������� ����	"	���� �	 ����-
��. 1��������� ���&���
	&���	 �	 �	���� �������, &����� � ��������-
�� ����	�
� �� 9�
������ (Total: 36500 US dollars FOB Burgas, 50 000
euros ex-works Plovdiv), �	���	 �	 ��	"	�� ( payment by irrevocable letter
of credit in US dollars on a United States bank and valid for 90 days from
order date) � ���
	 �	 ����	�
	 (The goods will be ready for shipment 3 to
4 weeks from receipt of your written order/confirmation of your letter of credit).
$���"��� � �	 ���������� ������
� (discounts for cash/bulk). 8� ��"�
�	 �� ��	����� �	 
�����	.

BSC Steel
56 Washington Str.
Norwich EA9 4QM
Great Britain

Ref. MN/88

Melita LTD
6 St. Sofa Str.
4000 Plovdiv

Dear Mr Dimov,
Thank you very much for your enquiry about the electric pumps.
The most suitable of our products for your motors is Nikitas 711. I’m
sending you a copy of our fully illustrated catalogue including this article.
I enclose a detailed quotation with prices, specifications and delivery
terms. We have adequate stocks of electric pumps and can supply
them within one week of receiving an order. We can grant a 5% dis-
count for orders over 5000 pieces. Our usual terms for payment are
bank draft against pro forma invoice.
We hope you will be delighted with the quality of our products. We look
forward to the pleasure of doing business with you.
Yours sincerely,

Philip Cross
Export Manager

Ïîâå÷å ïîäðîáíîñòè çà ïîäãîòîâêà íà îôåðòè è äðóãè òúðãîâñêè
ïèñìà ìîæåòå äà íàìåðèòå â ÷àñò 14  “Äåëîâà êîðåñïîíäåíöèÿ”.�
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8.
- Hello. Denis Wilson
of Daimler Krysler is calling.
- Hello, Denis.
How can I help you?
- We’ve been having a bit of
trouble with one of our suppliers
who makes the tyres for our
vehicles. I’ve sent a fax about this.
Did you get it?
- Yes, we got it. Unfortunately, we
haven’t a local distributor of our
tyres in your country. When I got
your inquiry I called you earlier
today but you weren’t available.
- I’m sorry. I was at a conference
but I got your message.
Can we import these tyres
from you then?
- We’re very familiar with the range
of vehicles in your production list.
I’m pleased to inform you that we
have a new line in tyres that fit
exactly your specifications.

- Oh, how nice! I’d appreciate
if you could quote us
your best CIF prices
and the possible shipping date.
- Of course, I’ll send you
a detailed quotation with prices
and delivery terms. Would you like
any samples of the tyres
for your laboratory tests?
- Yes, certainly. Before we place
our order we need to test
some samples.
- Our agent Mr Simpson will be
able to deliver 10 tyres to you next
week, so that you can carry out the
lab tests.

- #��. 2�	��	 �� '���� +�����
�� „'	����� ,�	�����”.
- 5��	���, '����.
$ 
	
�� ��
	 �	 �� ����
�	?
- 9�	�� �	��
 ������� � ���� ��
�	���� ����	���&�, 
���� ��	��

����� �	 �	���� 	���������.
9���	��( �� �	
� �	 ���	.
1����� �� 
�?
- '	, ������(�� 
�. 5	 ���	�����
���	�� ������ ����������� �	 �	-
���� 
��� ��� �	�	�	 ���	�	. ,�
	-
�� ������( �	����	����, �� �� ��	-
��( ��-�	�� ����, �� ��� �� ���	��.
- $��	���	�. ��( �	 
�������&��,
�� �� ������( ����"������.
@���� �� �	 ��	���� ���� 
���
�� �	� ��
	�	?
- 1���	�	�� ���
� ����� 	�����-
����	 �	 	��������� ��� �	���
������������� �����
. ;	��	� ��
�	 �� ����"�, �� ��	�� ���	 �����
� 
�����, 
���� ��
��	�� ����� �	
�	���� ���&���
	&��.
- 2, 
��
� (��	��! %� ���	
��	
��	���, 	
� �� �	���
�	�-��
������ &��� CIF
� �������	�	 �	�	 �	 ��	������.
- ;	����	 ��, "� �� ����	��
�������� &����	���� � &�����
� ��������	 �	 ����	�
	. ���	��
�� ��
	
�� ������ �� 
�����
�	 �	���	����� �����	���?
- '	, �	����	 ��. 1���� �	 �	��	-
��� �����
	 �����	 �	 �����	��
��
��
� ������.
- *	���� 	
��� 
-� $������ "� ����
�	 �� ����	�� 10 
��� �����	"	�	
�����&	, �	
	 �� "� ������ �	 ��
��������� �	���	������� �������.

�
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- Excellent. Would you please give
me Mr Simpson’s number?
- OK, it’s 878767789. If you’d like
further information, please,
phone or fax me.
- Of course, Terry. Good-bye.

- 2������. �� �� �� �	� �����	
�	 
-� $������?
- '����, ��� � 878767789. #
� �� �
����(����	 �"� ������	&��, ����,
��	�� �� �� ��� �� ��	�� �	
�.
- ;	����	 ��, 8���. '����	��.

vehicle [vi:ikl] �������� ��������
available [�
veil�bl] �	��&�, ��������
quote [kwout] �	�	� �����	
quotation [kwou
teiʃn] �����	

9.
- What are the advantages of
having a sole supplier?
- You can expect better services.
I mean, you get to know each
other better. You can establish
a good relationship with him. He
can give you discounts,
better prices, They are possibilities
to buy on credit and so on.
- I disagree. I hope several suppli-
ers is a better solution for our
company. Deliveries are more
secure from strikes and bankruptcy.
You may get better price by shop-
ping around and there’s less lack of
interest.

- ,	
�� �	 ������"����	�	 �	
��	� ����-��������� ����	���
?
- @���� �	 ��	
�	� ��-�����
�������	��. 9�
	� �	 
	�	, ����-
�	�	�� �� ��-�����. @���� �	 ���	-
����� ����� ��������� � ��
�. 8��
���� �	 �� ��	�� ������
�, �	 ��
�	�	 ��-����� &���. 9�	 ������-
����� �	 
����	�� �	 
����� � �.�.
- *� ��� ��
�	���. @����, �� ��-

��
� ����	���
	 �	 ��-�����
������� �	 �	�	�	 ����	. '��-
�	�
��� �	 ��-��
���� �� ������-���
�	 ��	�
� � �	�
���. @���� �	
������� ��-����	 &��	 
	��
������ �	 
���� �	 ����
	 � ��	
��-�	�
� ���	���������	����.
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solution [s�
lu:ʃn] �	��������,
���	�	��

strike [straik] ��	�
	
bankruptcy [
bæŋkr�psi] �	���

Ïðè ðåêëàìàöèè è ïðîáëåìè ñëåä äîñòàâêàòà íå çàáðàâÿéòå, ÷å äèðåê-
òíîòî îïëàêâàíå èëè êàðàíå ìîæå äà ïðîçâó÷è òâúðäå ãðóáî è àãðåñèâíî

10.
- Good morning. Star Corporation.
Can I help you?
- Hello, I’m John Carpenter
of Philipon International.
- What can I do for you,
Mr Carpenter?
- I think there may have been some
misunderstanding about our last
order.
- Oh, what seems to be the problem?
- We’ve just started unloading the
truck and the range of the goods
doesn’t appear to be from MS3 to
MS11 which is what we ordered.

- '���� ����. “$�	� 
����������”.
@�
	 �� �	 �� ����
�	?
- #��. #� ��� '��� ,	�������
�� “A������ ������������”.
- ,	
�� ��
	 �	 �	��	�� �	 �	�,

-� ,	�������?
- @����, �� �	� ��	 ��
	
��
�����	������� �	 �������	�	 ��
�����
	.
- 2, � 
	
�� � ���������?
- 8�
�-"� �	����	(�� �	 �	����	�-
�	�� 
	����	 � 	����������� �	
���
��� �� ��
����	 �	 � �� @$3
�� @$11, 
	
�� ��� �����	��.

�
íà âàøèÿ ïàðòíüîð. Áúäåòå óìåðåíè è ñàìî â èçâúíðåäíè ñëó÷àè ïðèáÿãâàéòå
êúì ïîâèøàâàíå íà òîíà.

�
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- Let me just check this on the com-
puter. I’m very sorry. It’s certainly
our fault. What would you like
us to do about it?
- Well, we can keep the goods and
use them for another order, if you
will charge us 20% less for the load
and ship us a load of the full range
MS3 to MS 11 right away.

- Yes, that sounds fair enough.
Let me just check the stock
positions. Yes, we can ship tomor-
row morning, if that’s all right?

- Oh, fine.
- Good, thank you very much,
Mr Carpenter. I’m very sorry
that this happened.
- It really doesn’t matter.
Good-bye.

- 9��	
	��� �	 ������� ���	 �	 
��-
�3���	. @��
� ���	���	�. ;	���-
�	 ��, �� 
���
	�	 � �	�	. ,	
��
��(�� ��
	�� �	 �	��	��� �	 ���	?
- <, ����� �	 �	������ ���
��� �
�	 
� �������	�� �	 ���
	 �����
	,
	
� �� �	�	���� � 20% ��
���������	 �	 ���	�	 � ����	
	 ��
����	���� ���	 ��	�
	 � ������
	��������� �� @$3 �� @$11.
- '	, ���	 ����� ������ ���	�����-
��. D	
	��� �	�� �	 �������
�	������� � �
�	�	 ����&��. '	,
����� �	 �	���	��� ����
�������	, 	
� ���	 � �����?
- 2, �������.
- '����, ���
� �� ��	
��	��,

-� ,	�������. $��	���	� ���
�
�	 ��������� ��.
- *	�����	 ���	 ��	�����.
'����	��.

� ,�
	�� ��	�� ���	
�	��� 
�� ����	���
	 � ����	�� � 
���	
� �
��
�, �������	��� ���	����:
I’m sorry to bother you, but…
There may have been a misunder-
standing about….
I’m sorry to say this but….

$��	���	�, �� �� �����
��, ��...
@	� ��	 ��
	
�� �����	�������
�	...
$��	���	� �	 
� 
	�	, ��...

� #
� ��� �	
 ���������� � �	��� ����	���
 �	 �������� � ��-��������
������ �	 ������	��, ������ �	 
	����:

Unless you change the broken parts
within seven days, we will be forced
to cancel our next order.

#
� �� ������� ��������� �	��� ��
����� ���, "� ����� ��������� �	
������� �����	"	�	 �� �����
	.

Look, if you don’t pay the money
within three days we will place the
matter in the hands of our solicitors.

!���� 
	
��, 	
� �� ��	���� �	��-
�� �� ��� ���, "� ���	��� ������	
� ��&��� �	 �	���� 	���
	��.

Êúì ïîäîáíè çàïëàõè ïðèáÿãâàéòå ñàìî â êðàåí ñëó÷àé.�
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11.
- Last month we ordered with you
100 boxes of roller bearings.
You promised delivery
on 30 June. We have not received
this shipment so far.
- I’m very sorry. The problem is
with our suppliers. Their shipment
arrived only last Tuesday
and your order is being packed
for export right now.
- And when will the goods arrive?
- On 17th of July the truck will arrive
at your warehouse.
- It’s too late for us. 17th is a na-
tional holiday here. It won’t be
possible to unload the truck.
- I’m sorry, but it’s beyond our con-
trol. The order was more complex and
time-consuming than we had
expected…Er…Do you know if it can
be unloaded on Saturday?
- I’m afraid it might have to wait
till Monday. I’ll ask our warehouse
manager about that and will call
you later.

- Good. Thank you.
- Bye now.

- @��	��� ����& �����	(�� ���
�	� 100 
���� � ���
��� �	
���.
2��"	(�� ����	�
	�	 �	 ��	��
�	 30 3��. *� ��� ��������
��	�
	�	 �� ��
	.
- $��	���	� ���
�. 1�������� �
� �	���� ����	���&�. 8�(����
���	� ������
�	� ���	 ���	���
������
 � �	�	�	 �����
	 ��
�	
����	 �	 ����� ����� ��
	.
- 9 
�
	 "� ������
�	� ���
���?
- *	 17 3�� 
	������ "� ������
��
��� �	��� �
�	�.
- @��
� � 
���� �	 �	�. 17 � �	-
&���	��� ��	���
 ��
. *��	 �	 �
�������� �	 �	����	��� 
	����	.
- $��	���	�, �� ���	 � ����� �	-
��� 
������. 1����
	�	 ���� ��-
�����	 � ���� ������ �����, ��
��-

��� ��	
�	(��... #��... 5�	��� �� �	-
�� ���� �	 �� �	����	�� � �����	?
- 2�	���	� ��, �� "� �����	 �	 �� �	-

	 �� ���������
. %� �����	� ���	-

������ �	 �	��� �
�	� �	
���	 � "� �� ��
��	�� ��-
����.

- '����. ��	
��	��.
- '����	�� �	��
	.

roller bearing [
roul� 
b&�riŋ]
���
�� �	
��

�
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12.
- Hello. Is that the Transport Man-
ager?
- Yes, Marin Boev speaking.
How can I help you?
- My name’s Rebecca Smith from
Melissa Pharmaceuticals. I’m
calling about the delivery of contain-
ers which we haven’t received yet.
It was ordered on April 14th.
- I’m sorry I didn’t catch your
company’s name, and could you
give me the order number?

- The company is Melissa Pharma-
ceuticals and the order number is G
1564. I’ve been trying to call you all
the morning, but your phone has been
engaged. Do you know what has hap-
pened to it? It’s very urgent.
- No, I’m sorry I don’t. It should be
with you. The truck definitely left
here yesterday morning. I’ll try and
contact the driver to find out what
has happened. It might have been
detained at the Customs. I’ll call
you back.

- #��, ��	���������� �������� ��
�?
- '	. @	��� ���� � �	 �������	. $

	
�� ��
	 �	 �� ����
�	?
- ,	��	� �� ;���
	 $��� �� “@���-
�	 �	��	&������� �����
��”. 2�	�-
�	� �� �	 ����	�
	�	 �� 
�������-
��, 
���� ��� �"� �� ��� ��������.
8� �� �����	�	 �	 14 	����.
- $��	���	�, �� �	���	( �����
�	 ����	�	 �� � ��(�� �� �� �	��
�����	 �	 �����
	�	 ��?

- A���	�	 � “@����	 �	��	&�����-
�� �����
��” � ������� �	 �����
	-
�	 � '�� 1564. w��	 ������ �� ����-
�	� �	 �� �� ��	��, �� ��������� ��
� �	��. 5�	��� �� 
	
�� � ��	�	�� �
����	�
	�	? @��
� � ������.
- *�, ���	���	�, �� ��	�. 8��	 �	-
���� �� �	�. ,	������ ����������
� ���
�	� �� ��
 ����	 �������	. %�
�� ����	� �	 �� �����	 � ���)��	
�	 �	����	 
	
�� �� � �������. @�-
�� �	 �	 
� �	����	�� �	 �����&	-
�	. %� �� �� ��	�� �	
.
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- Thank you. But I must say, by the
way, that we’ve had a lot of prob-
lems with your deliveries recently.
They’ve been arriving late or
damaged. It’s not good enough.
- Yes, I’m very sorry about all this.
We’ve been having some problems
with our new transport company
recently and we’re trying very hard
to improve things. I’m very sorry
about this delivery. I’ll call you back
in 10 to 15 minutes.

- ��	
��	��. *� �����	 �	 
	�	, ��-
��� ���
���, �� ��	�� ���
� ����-
���� � �	���� ����	�
� �	�����-
��
. 8� ���	� 
���� ��� �	 �����-
����. 8��	 �� � ���
� (��	��.
- '	, ���
� ���	���	� �	 ���	. *	-
�������
 ��	�� �������� � �	�	-
�	 ���	 ��	�������	 ����	 � ��
�����	�� ������� �	 ���	��� ��-
"	�	. @��
� ���	���	� �	 �	�� ��-
���
	. %� �� �� ��	�� �	
 ���� 10-
15 ������.

13.
- Are you satisfied with the perfor-
mance of Record lathes?
- Yes, we imported several ma-
chines from Record. Recently,
however, the standard of their after-
sale services has got much worse.
- I’m of the same mind. When there
was a break-down the service agents
of Record used to send an engineer
at 48 hours notice. Now the situation
has changed and the engineer prom-
ises to come in about 10 days and
when he comes, he is unable to tell
us where the damage is.

- '������ �� ��� �� �	���	�	 �	
����
����� �	 „;�
���”?
- '	, �����(�� ��
��
� �	����
�� „;�
���”. *	�������
, ��	��,
��	��	���� �	 ���������� ��
�������	�� �� ����� ���
�.
- 9 	� �	
	 �����. ,�
	�� ��	��
������	, ����������� �� ������	
�	 „;�
���” ����	"	(	 ��(��
 ��
48 �	�	 ���� ��	��	����. $�
	
��"	�	 �� �������(	 � ��(��
��
���"	�	 �	 ����� ���� �
��� 10
���, 	 
�
	�� �����, �� ���� �	
�� 
	�� 
��� � ������	�	.
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- We’re not satisfied with this state
of affaires either. We have already
spoken to their service agents
about this, but there has been no
change so far. Last week, for
example, their engineers arrived at
4 p.m. on Friday and were unable to
eliminate the engine trouble
until 6 when we close the factory.
We had to keep our maintenance
workers until late in the evening
and it was terrible. At the end
it turned out that service engineers
needed additional equipment and
the repair of the machine was
postponed for Saturday morning.
- What a nuisance!

- 9 ��� �� ��� ������� �� ������-
����� �	 ��"	�	. !��� 
�����(��
��� ��(���� ��������� �� ������	
�	 ���	, �� ����
	 ���	 ��
	
�	
������	. 1������	�	 �����&	, �	-
������, ��(��&��� �� �����(	 � 4
�������� � ����
 � �� ���	(	 �	
�� �����	��� ������	�	 � �	���	�	
�� 6, 
�
	�� �	��	���� �	���
	�	.
8����	�� �	 �	������ �	����
�	�����&� �� �������
	�	 �� 
��-
�� ������	 � ���� ��	���. *	
�	�
������, �� ��(��&��� �� ������	 ��
����	�� �� ������������ ������-
�	�� � ����	������ �	 �	���	�	 ��
������ �	 �����	 �������	.
- ,	
�� ������	���!

lathe [leið] ����

get much worse ��	�	 ��-����
I’m of the same mind.

9 	� ��� �	 ��"��� ������

break-down [
breikdaun]
������	, 	�	���
state of affairs ��������� �	 ��"	�	
nuisance [
nju:s�ns]
������	���, �����������

14.
- Hello. I’m looking for Mr. Penchev,
head of Sales Department.
- Hi. I’m Ivan Penchev.
How can I help you?
- I’m the local representative of
Flasco, Sweden. I’d like to make a
complaint about transportation. Part
of the shipment which you sent with
a week’s delay is spoiled and unfit
for consumption. I mean, the crates
of grapes had been so badly
crashed that the contents had
leaked out.

- 5��	�����, ����� 
-� 1�����,
�	�	���
 �	 ����� “1�	�����”.
- 5��	���. #� ��� 9�	� 1�����.
$ 
	
�� ��
	 �	 �� ����
�	?
- #� ��� �������� ������	����� �	
„A�	�
�”, e��&��. 9�
	� �	 �	��	-
�� ��
�	�	&�� �	 ��	������. D	�� ��
��	�
	�	, 
���� �� ����	��(�� � ��-
���������� �	
�������, � �	��	��-
�	 � ��
���	 �	 
�����	&��. 9�
	�
�	 
	�	, "	�
��� � 
����� ��(	 ���-

��	 ���� ��	�
	��, �� ������	-
����� �� ���� ����
��.
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- Oh, dear, I’m very sorry about
that. We’ll call our insurance agent
to come and see the damages. I
can assure you that our firm is
prepared to meet your claims. We’ll
send you 100 new crates of grapes
to replace the crashed ones.
Please, don’t worry. It happened
once with a company from Ger-
many but everything was immedi-
ately reimbursed.
- It’s OK but we’ve already lost our
market position. Another company
imported grapes from Turkey and
now is selling them. I’m very
surprised to hear that you’re not
responsible for the transportation.
The trucks are yours, aren’t they?
- Well, I’m not sure about that.
Normally of course we’d be respon-
sible, but in this case, well, I’m not
sure you see.

- 2, ���
� ���	���	� �	 ���	. %�
�� ��	��� �	 �	��� �	���	(��	��-
��� 	
��� �	 ����� � �	 �
���	 "�-
����. @�
	 �	 �� 
	�	����	�, �� �	-
�	�	 ����	 � 
����	 �	 ��
����� �	
��
�	�	&���	. %� �� ����	��� 100
���� "	�
� � 
�����, �	 �	 �	��-
��� ��	�
	����. @���, �� �� �����-
����	���. !����� �� ����� � ���	
����	 �� 7���	���, �� ����
� ���-
�	
	 ���� �����	������.
- 8��	 � �����, �� ���� �	
���(��
�	�	��	�	 �� ����&��. '��
	
����	 ����� 
����� �� 8��&�� �
��
	 
� ����	�	. @��
� ���
�����	�	� �	 ���, �� ��� �� ���
��
������ �	 ��	������	.
,	������� �	 �	��, �	��?
- #��, �� ��� ��
���� �	 ���	.
1� ����&��, �	����	 ��, ��� �����	
�	 ��
��	����, �� � ���� ����	�,
	��, �����, �� ��� ��
����.

complaint [k�m
pleint] �	��	,
���	
�	��
crate [kreit] "	�
	
reimburse [�ri:im
b�:s] ���"	�,
�����	�����	� ���	
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� ! ����	� �	 ����	���	 ��
�	�	&�� �� 
����	� (��������) ����	����
��������� �� �	�-���� �	���. <��� 
�	��
 ����� �� ������� ���
�
������	 �	���	:

We are very sorry to learn about the problems concerning our grape
shipment of last week.
There has been a delay in our production due to the breakdown of our
packaging machine. As for the crates, they are not shock resistant but
until now we didn’t have any troubles with them.
We propose to send you 100 similar crates and in order to make up for
our delay we can allow 70 days net for payment instead of our usual
20 days.
We apologize for the inconvenience caused and we hope to keep you
as a regular customer despite any troubles you may be having.
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9. Money Ïàðè

  9.

1.
- I’m sorry, Sir, I can’t accept your
letter of credit.
- Why? Is there anything wrong?
- There’s inconsistency between
your documents. Well, there are
too many mistakes.
- Oh, can you show me where?
- Well, first, the description of
goods on the invoices is different
from that one on the letter of credit.
And the weights are different on the
export documents. Look, here you
have 2,080 tones and here -2,090…
Then the amounts of money value
shown on the invoice and the bill of
exchange differ too.
- How much have we mentioned
on the letter of credit?

- $��	���	�, 
��������, �� ��
	
�	 �����	 	
�������	 ��.
- 5	"�? *�"� ������� �� ��	?
- 9�	 �������������� � ��
������-
�� ��. #��, ��	 ���
	���� ���
�

���
�.
- 2, ������ �� �	 �� ��
	���� 
���?
- <, �����, ����	����� �	 ���
���
��� �	
������ �� �	����	�	 ��
���	 � 	
�������	. 9 ��
���� �
�	������ � �
���������
��
������. !����, ��
 ��	�� 2080
���	, 	 ��
 - 2090... 1����
�	������� ���������, ��
	�	��
��� �	
���	�	 � � ���������&	�	,
��"� �� �	����	�	�.
- ,��
� ��� ������	��
� 	
�������	?

�
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- 10,789 euros while the sum on the
order is 10,800. Do you know what
these errors lead to?
- No.
- I must reject your documentation…
But don’t worry, please. All in all
every second document presented
here along with the letters of credit is
rejected on its first presentation.

- I see, but this means long delays
in payment and many complica-
tions, doesn’t it?
- Sure, but our bank is very
punctual. We cannot risk losing
our reputation.

- 10789 ����, ��
	�� ���	�	 �
�����	 � 10 800. 5�	��� �� ��

	
�� ����� ���� 
���
�?
- *�.
- 8����	 �	 ��(����� ��
��������
��... *� �� �� ���������	���,
����. 1� ����&�� ���
� �����
��
�����, ������	��� ��
 �
	
����������, �� ��(����� ���
������� �� ������	����.
- ;	����	�, �� ���	 ���	�	�	

����� �	�	���� � ��	"	���� �
���
� ����������, �	��?
- 8	
	 �, �� �	�	�	 �	�
	 � ���
�
����
��	. *� ����� �	 ���
��	��
�	
��	 �	 �����	&���	 ��.

inconsistency [�ink�n
sist�nsi]
����������	�������, ���������������
weight [weit] ��
��, ������

reject [ri
d�ekt]
��(������, ��
	��	� �	 �����	

2.
- What methods of foreign
payment do you use
in your company?
- The irrevocable letter of credit is
the most commonly used method,
not only by our company, but also
by many other exporters. It’s the
most secure method, because one
can be sure that he will be paid
when he dispatches the goods.
- Can you tell me
how this method works?
- Well, the procedure is very simple.
The importer and exporter agree a
sales contract and the terms of the
documentary credit and the importer
asks his bank to open a documen-
tary credit in the exporter’s favour.
- Is it an inter-bank

- ,	
�� ������ �	 �	���	"	��
� ������	 �������	��
��� �	�	�	 ����	?
- *������������ 	
������� � �	�-
����
� �������	���� ����� ��
�	�� �� �	�	�	 ����	, �� � ��
���
� ���
� ����������. 8��	 � �	�-
�����	����� �����, �	"��� ����

���� �	 ���� ��
����, �� "� ��
��	���, 
�
	�� ����	�� ���
���.
- @���� �� �	 �� 
	���

	
 �	���� ���� �����?
- #��, ���&����	�	 � ���
� �����	.
!��������� � ����������� �� ��
�-
�	��� �� ���
���
�� ��
���� � ��-
������	 �	 ��
�����	���� 	
����-
��� � ���������� ���	�	 ��
	�� ��
�	�
	�	 �� �	 ��
��� 	
������� �
����	 �	 ����������.
- 8��	 ������	�
��	

11.
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communication?
- Yes, certainly. The importer’s bank
sends a letter of credit to a bank in
the exporter’s country. The exporter
presents the shipping documents to
his bank as proof that the shipment
has been dispatched. If everything
is in order, he is paid.

- And what method do you never use?
- By cheque. This is the slowest
method. Your supplier has to bear
charges from your own bank
and from his bank since the cheque
has to be cleared through
the international banking system
before he receives credit.
This could take as long as a month.
- Oh, it’s too complicated and not
recommendable.


�����
	&�� �� �?
- '	, �	����	 ��. �	�
	�	 �	 ���-
������ ����	"	 	
�������	 �� �	�-

	 � ���	�	�	 �	 ����������. 9���-
������� ������	�� ��
�������� ��
�	 �	���	��	�� �	 ���
��� �	 ����-
�	 �	�
	 
	�� ��
	�	�������, �� ��-
�	��� � ����	���. #
� ����
� � �	-
���, �	 ��
� �� �� ��	"	.
- # 
�� ����� ��
�
	 �� �������	��?
- $ ��
. 8��	 � �	�-�	����� �����.
!	���� ����	���
 �����	 �	 ��	��
�	����
� �	 ��������	�	 �� �	�
	
� �	 ��
��	�	 �	�
	, ��� 
	�� ��
��
�����	 �	 ���� �� ����
	 �	
������	����	�	 �	�
��	 ������	
����� ��� �	 ������ 
�����	.
8��	 ���� �	 ������ &�� ����&.
- 2, ���	 � ���
� ������ � �� � �	
���������	��.

dispatch [dis
pæʧ] ����	"	�
proof [pru:f] ��
	�	�������
bear charge �	����	�	� ����
	
clear through [kli� θru:]

ôèí. ���	�	� �� ����
	�	 �	
complicated [
k�mplikeitid]
������, �	���
	�

� *	����	���� �	 ����	�	 ��
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�	�
	�	 �	 �������	�� �	 ��	"	���� ���� �	 ��	�� �	�-����� � ������
�� ���
�����	 ��"	.

First Bulgarian Bank
26 Tsar Osvoboditel Str.
Sofia 1000

Dear Sirs,
Please open an irrevocable letter of credit in favour of Golden Lion
Ltd, 17 Washington St., Montreal 58600, Canada.
The sum of $ 27,000 should be debited to our account �5678910 by
8th April.
The above amount is for a consignment of 100 computers as specified
in the enclosed sheet.
When you receive the relevant documents from the supplier, please
forward them to us and debit our account for the amount of the draft.
We require three copies of the bill of lading, two copies of the in-
voices, the insurance policy and the certificate of origin.
Yours faithfully,

Ivan Stoev
Export Manager
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Irrevocable letter of credit
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3.
- Good morning! I’m sorry to ring
you like this but did you receive our
March shipment?
- Yes, yes, we did.
- When did it arrive?
- It arrived on the 14th March.
- You received all the things you
ordered, didn’t you?
- Yes, we did. Thank you.
- Did you get the invoice as well?
- Yes, of course.
- But you haven’t paid it yet.
The sum of  •  8000  for your
account is still outstanding.
- I was about to call you today
and to ask for an extension of credit.
The major problem is that our own
customers are going through a
difficult period too. One of them
owes us a lot of money.
- Ah yes, I know how that is.

- '���� ����! 9������	� ��, �� ��
����� �	
	, �� ������(�� ��
�	�	�	 �	�����
	 ��	�
	?
- '	, ������(�� �.
- ,�
	 ������
�	?
- *	 14 �	��.
- 1�����(�� ����
� ��"	, 
����
��� �����	��, �	��?
- '	. ��	
��	�� ��.
- 1�����(�� �� � �	
���	�	?
- '	, �	����	 ��.
- *� ��� �"� �� ��� � ��	����.
$��	�	 �� 8000 ���� �� �	�	�	
����
	 ��� �"� �� � ��	���	.
- %�( �	 �� �� ��	��	� ����
�	 ��
	� �����	�	�� �	 
�����	.
7�	����� ������ �, �� �	����

������ ������	�	� ��"�
���� ������ ������. <��� ��
��( �� ����� ���
� �	��.
- #	, �	, ��	� 
	
 �.

�
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- We’re hoping that our bank will
show us some generosity and allow
us to overdraw our account.

- Well I hope so as well,
but your payment is now
five weeks overdue.
- So what do you suggest we do
about the money we owe you?
- My suggestion is to try and send
the cheque before the end of April.
Our accounts department is consid-
ering changing the conditions of
payments for future orders.

- Yes, we’ll try to do our best.
I hope we can continue
to work together.

- I hope so too.

- *	���	�� ��, �� �	�	�	 �	�
	
"� ������ �������	 "������ �
"� �� ������� �	 ��������

�����	 �� �� ����
	.
- <, � 	� �� �	���	� �	 ��"���,
�� ��	"	���� �� ���� �	
�����	
��� �����&�.
- 9 
	
�� �����	
	�� �	 �	��	���
�	 �	����, 
���� �� ������?
- 1������������ �� � �	 �� ����	��
� �	 ����	���� ��
	 ����� 
�	� �	
	����. *	���� ���������� �����
����	�����	 �	 �	��	�� �������
� ��������	 �	 ��	"	�� �	 ����"�
�����
�.
- '	, "� �� ����	�� �	 �	��	���

	
���� �����. *	���	� ��, ��
����� �	 ��������� �	 �	�����
�	����.
- 9 	� �� �	���	�.

outstanding [�aut
stændiŋ]
������	���, ��������
owe [ou] ����	
generosity [�d�en�
r�siti] "������,
����
������

overdraw [�ouv�
dr�:] ������	�	�

�����	 �� �� ����
	
overdue [�ouv�
dju:] �	
�����,
���������
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INVOICE

MARKITA

18 Dondukov blvd.
Sofia 1000

Bulgaria

Module Details Maintenance Period Price

MICROPAY STD FOR WIN ANNUAL MA      01/10/2007 to 01/10/2008 420.00

Invoice No Account No Date Issued Payment Due

Maintenance Agreement Number CN 2548 65

End User Name: Sage Ireland

Invoice to:

   Sage Ireland
   First Floor
   Unit 3096
   Citywest Business Park
   Dublin 24

890956 0056789 08/11/2007 08/12/2007

TERMS AND CONDITIONS: Our terms and conditions of safe are available at htpp://www.markita13.bg

Net Amount EUR 420.00

VAT EUR 88.20

Total Price EUR 508.20
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4.
- Where do companies in your
country normally get capitals?
- There are two main ways in which
a company can raise capital, it can
use share capital or loan capital
from investors.

- Is share capital the money it
shares with other companies?
- No, it’s quite different. Share
capital is contributed by sharehold-
ers who put up money and hold
shares in the company. For ex-
ample, you can be a shareholder in
Kremikovtsi and receive periodic
payments called dividends, based
on the company’s profit during the
relevant period. Being a share-
holder, you owe a small proportion
of the company.
- What about loan capital?

- Investors can also lend money
without being owners. This is loan
capital and an investor or a financial
institution lending money in this
way is a lender. Lending to compa-
nies is often in the form of bonds or
debentures.

- 2� 
��� ������� ��� �	�	�	 ���	�	
�����	�	� ���
������ 
	���	��?
- 9�	 ��	 ������� �	���	, �� 
��-
�� ����	�	 ���� �	 ������� 
	��-
�	�	 ��, �� ���� �	 �������	 ��-
��� 
	���	� ��� �	���� 
	���	� ��
�����������.
- '������� 
	���	� �	 �	����, 
����
�� �����	 ��"� � ���
� ����� ��?
- *�, ������ �	������ �. '�������

	���	� � �������	��� �� 	
&����-
����, 
���� ��	
	� �	�� � ����	�
	
&�� � 
���	����	. *	������, ��
���� �	 ����� 	
&����� � “,��-
��
��&�” � �	 �����	�	� �������-
��� ��	"	���, �	������ �������-
��, �����	�� �	 ���	��	�	 �	 ���-
�	�	 ���� ���������� ������. ,	��
�� 	
&�����, �� ������	�	� �	�-

	 �	�� �� ����	�	.
- # 
	
�� "� 
	��� �	 �	�����

	���	�?
- 9������������ ��
	� �	 �	�	� �	-
�� �	�	�� ��� �	 �	 ���������&�.
8��	 � �	������ 
	���	�, 	 �����-
������� ��� ���	����	�	 �������-
&��, 
���� �	��	 �	�� �� ���� �	-
���, � �	����	���. '	�	���� �	 �	-
�� �	�	�� �	 ����� ����� � ���
����	�	 �	 ����
	&��.

raise capital ��
	��	�, �����	�	�

	���	�	 ��
bond [b�nd] ����
	&��
debenture [di
benʧ�] ����
	&��

�Äóìàòà money (ïàðè) íà

àíãëèéñêè å â åäèíñòâåíî ÷èñëî.
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�

�

Áðèòàíñêà

ïàðè÷íà ñèñòåìà

Banknotes  (áàíêíîòè)

5 pound note = 5 ����
10 pound note = 10 ����
20 pound note = 20 ����
50 pound note = 50 ����
Coins (ìîíåòè)

a penny = ���� ����
twopenny piece = ��� ����
fivepenny piece = ��� ����
tenpenny piece = ����� ����
twentypenny piece = ��	�����
����
fiftypenny piece = �������� ����
a pound coin = ���	 ���	

Àìåðèêàíñêà

ïàðè÷íà ñèñòåìà

Banknotes (áàíêíîòè)

1 dollar = ���� ���	�
2 dollars = ��	 ���	�	
5 dollars = ��� ���	�	
10 dollars = ����� ���	�	
20 dollars = ��	����� ���	�	
50 dollars = �������� ���	�	
100 dollars = ��� ���	�	
Coins (ìîíåòè)

a cent = ���� &���
5 cents (nickel) = ��� &���	
10 cents (dime) ����� &���	
25 cents (quarter) = ��	����� � ���
&���	

5.
Comex is a successful company.
For the past ten years it has
distributed parts of its profit as
dividends. However, its retained
earnings have been considerable.
Its cash reserves are now esti-
mated to be around $ 20 million.
Financial experts say that Comex
has only a small debt to service
and so may use its cash mountain
to buy one of its rivals. CEO, Maria
Gross, said that the company has
no immediate plans to make an
acquisition, but it couldn’t be ruled
out in the future.

“,���
�” � ������	 ����	. 5	 ���-
������� ����� 
����� �� � �	������-
���	 �	�� �� ���	��	�	 �� ��� ���-
�	�	 �	 ���������. *������ ���(�-
��, ��	��, �	 ��	�������. ;��������
� � 
�� �� ��������	� �	 �
��� 20
������	 ���	�	. A��	������� �
�-
����� 
	��	�, �� “,���
�” ��	 �	��
���� �	��
 ���
 �	 �������	�� � ��-
�� �	 �������	 �	����	���� ������-
�	 �	 
����	�� �	 ��
�� �� 
��
�-
������� ��. 7����	����� ����
��� @	-
��� 7��� 
	�	, �� 
���	����	 ���	
�������������� ��	���� �	 ������-
�	 ��������	��, �� ���	 �� ���� �	
�� ��
�3�� �	 � ����"�.

retained [ri
teind] �	�	���, �	����	�
earning [
�:niŋ] ���(��
debt [det] ���


rival [
raiv�l] 
��
�����
rule out [ru:l aut] ��
�3��	�
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ÃÐÀÌÀÒÈ×ÍÀ ÑÏÐÀÂÊÀ

Íåëè÷íè ãëàãîëíè ôîðìè - èíôèíèòèâ è ãåðóíäèé

� *�������� 
�	
���� ����� �	 ������
	���, ���	� ��&� � ����� �
��
	� �	 ����	� � 
	�� 
�	
��, � 
	�� ���
	 �	�� �	 ����	. 5	 �	���
	
�� ���
	��
�� ���
, �	
��	 ����� �	 ����
� �	�������	���� �
	�
����
��.

� 9�������� �� �������	 ���� 
�	
���, ���	���	"� ����	 ��� ����-

�	�� 
	�� ask (����), advise (������	�), encourage (�
��	�	�	�),

request (����), tell (
	��	�), want (���	�, ��
	�).

He asked me to wait for him outside.
1����� �� �	 
� ���	
	� �	���.

� 9�������� �� �������	 ���� �������������� �	����� how, where,
when, why, 
�
	�� ���� ��( ��	 
�	
��

Can you tell me how to get to the church?
@����� �� �	 �� 
	���� 
	
 �	 ���
�	 �� &��
�	�	?

Tell me where to find the General Manager.
,	���� �� 
��� �	 �	���� 
�	���� ����
���.

� 9���������	 ����	 �� �������	 ����� � it-��	�� 
	�� it’s necessary

(����(����� �), it’s important (�	��� �), it’s difficult (������ �),
it’s good (����� �), it’s easy (����� �).

$ ���	���� it’s no use, it’s no good �� �������	 
�������.

It’s difficult to find a well paid job.
8����� � �	 �� �	���� ����� ��	���	 �	���	.

It’s not easy to manage a team.
*� � ����� �	 ��
������ �
��.

It’s no good doing business in backward countries.
*� � (��	�� �	 �� ��	�� ������ � �����	�	�� ���	��.
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� 9�������� �� �������	 ���� 
�	
�����:

agree ��
�	���	� ��
refuse ��
	��	�
promise ���"	�	�
offer �����	
	�
manage �����	�
decide ���	�	�
arrange �����	�
hope �	���	� ��
afford ��������	� ��
forget �	��	���
learn �	��	�	� ��

He promised to give up smoking.
8�� ���"	 �	 ��
	�� &�
	����.

Our firm cannot afford to buy such an expensive office.
*	�	�	 ����	 �� ���� �	 �� ������� �	 
��� ���
��	 �
�� ����.

We decided to open a representation in London.
;���(�� �	 ��
���� ������	��������� � F�����.

� 7�������� (�	���	 �� �"� -ing ����	) �� ���	���	 �� ���������	 �	

�	
��	 � �
���	����� -ing.
D���� �� ���"	 � �����	 �	 ��"���������� ���.

Being a manager can be a hard job.
'	 �� ���	����� � �����	 �	���	.

Watching TV is my hobby.
7���	���� �	 ��������� �� � (���.

� 7������� �� �������	 ���� ���������� 
�	
��� 
	��:

admit �����	�	�
avoid ����
�	�
enjoy �	��	��	�	� ��
imagine ������	��� ��
stop ����	�
mind ��	� ��"� ������
risk ���
��	�

Do you mind copying these documents?
9�	� �� ��"� ������ �	 
����	� ���� ��
������?

I cannot risk losing my job.
*� ��
	 �	 ���
��	� �	 �� �	
��� �	���	�	.
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� 7������� �� �������	 ���� 
�	
��� � �������� � ���� ����������
about, without, at, against, in, by, 
�
	�� ���� ��( ��	 
�	
��

When will you give up smoking?
,�
	 "� ��
	��� ��������?

How about coming along with me on Sunday?
,	
�� "� 
	��� �	 ������ � ��� � ������?

I’m looking forward to doing some sightseeing.
2�	
�	� �	 �	�
���	� ��
�� �	��������������.

� *�
�� 
�	
��� 
	�� like ((	����	�), love (����	�), begin (�	����	�),
start (�	����	�), continue (�������	�	�), try (�����	�), stop (����	�),
forget (�	��	���) ��
	� �	 ���	� �������	�� 
	
�� � ���������, �	
	

� � 
�������.

She likes going on a business trip.
She likes to go on a business trip.

8� ����	 �	 (��� � 
��	������
	.

Íåîïðåäåëèòåëíîòî ìåñòîèìåíèå one

� @������������ one �� ���������	 ��� ��	����� „����
, (��	�	”.

One never knows in what currency to keep one’s savings.
D���
 �� ��	� � 
	
�	 �	���	 �	 ����� �������	����	 ��.

� ! 
�������� ���
 ������ one �� �������	 ������������� you ��� they.

Being a shareholder, you have a small proportion of the company.
,�
	�� � 	
&�����, ����
 ������	�	 �	�
	 �	�� �� 
���	����	.

� One �� �������	 � �	 �	 �� ����
�� ���������� �	 ��"������������.
@��� �	 �� �������	 � � ����������� �����.

The description on the invoice is different from that one in the letter of credit.
2���	����� ��� �	
���	�	 � �	������ �� ���	 � 	
�������	.

The value of shares is shown by an index.
Some of the main ones are…

$��������	 �	 	
&���� �� ��
	��	 � ����
�.
*�
�� �� 
�	����� (����
��) �	...
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6.
- How’s your business going?
- Not so well. It’s not good doing
business these days. Turnover has
increased this year, but unfortu-
nately profit hasn’t. We’ve lost a lot
of money on the Sofia project -
we’re 2.5 million pounds over
budget. Interest rates were quite low
when we started the project,
but they have increased enormously.
We owe the bank a lot of money.

- Is the bank your biggest creditor?

- Yes, it is. We also owe one of our
suppliers over $ 400,000 (four
hundred thousand) dollars. It’s very
worrying situation. That’s why we
decided to close our representative
office in Bulgaria.
- Oh, dear. I didn’t expect it.
Sorry for hearing that.
- Was 2006 a good year for you?
- Yes, it was very good. We made
profit of 5 million pounds. We made
a loss of 2 million the year before,
so we were very happy.

- ,	
 ����� �������� ?
- *� ���
� �����. *� � (��	�� �	
�� ��	�� ������ � ������ �����.
2������� �� ������� ���� �	�� 
�-
���	, �� �	 ���	����� ���	��	�	 -
��. 5	
���(�� ���
� �	�� �� �����-
�
�� ����
� - ��������� ��� �3-
����	 � 2,5 ������	 �	���	. F�(-
������ ���&���� ��(	 ����	 ���
�,

�
	�� ��	����	(�� ����
�	, �� ��
�������(	 ���������� ���
�. '��-
��� ���
� �	�� �	 �	�
	�	.
- �	�
	�	 �� � �	�-
�������
�� 
�������?
- '	. $�"� �	
	 ������ ������ ��
400 000 ���	�	 �	 ���� �� ����	�-
��&��� ��. 1���������� � ���
�
������
�������. <�� �	"� ����(-
�� �	 �	
���� ������	�����������
�� � ���
	���.
- 2, 
��
���, �� ��	
�	( �	
��	
��"�. $��	���	� �	 
� ���.
- # 2006 
. ���� �� ����	 �	 �	�?
- '	, ���� ���
� ����	. *	��	��(-
�� 5 ������	 �	���	 ���	��	. 1��-
��	�	 
����	 �	
���(�� 2 ������	,
�	���	 ��(�� ���
� "	������.

turnover [
t�:nouv�] ������
interest rate [
intrist reit]

��(��� ���&���

enormously [i
n�:m�sli]
���
�, ��	�������
make a profit ������, �	 ���	��	 ���
make a loss 
���, �	 �	
��	 ���

�
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7.
‘My name is Marisa Ray.
I owe an accountancy firm
which deals with companies
that are in financial difficulty.
In Britain a company that
is insolvent may go into
administration. We try
to find ways of keeping such
a company into operation.
If the company cannot be saved
it goes into liquidation
or into receivership.
The company ceases trading.
The receivers sell all the assets
and divide the money up among the
creditors in a process of liquidation.
Loss-making companies that
cannot be saved go bankrupt.’

“,	��	� �� @	���	 ;��.
$���������
	 ��� �	 ���������	
����	, 
���� �� �	���	�	 � �����
� ���	����� �	���������. !��
!���
�����	��� ����	, 
���� �
����	�����������	, ���� �	
�	����� ����	���	��. 2����	�� ��
�	 �	����� �	���� �	 �	������
����	�	 � ��������. #
� �� ����
�	 ���� �	�	���	, �� �� ��
�����	
��� ����	 � ������������ ��
���������������.
,���	����	 ������	�����	 ���-
����. $����&��� ����	�	� ����
�
	
���� � �	������ �	���� �����

���������� � ���&��	 �	 ��
���	-
&��. ,���	�����, 
���� �	 �	
�	
��	 � �� ��
	� �	 ���	�
�	�	����, �	���	�.”

insolvent [in
s�lv�nt] �������������
go into administration ��������	�

�� ����	���	�� �	 ����	
asset [
æset] 	
���

go into receivership ����	� �
������������ �� ���������������
go bankrupt [
bæŋkr�pt]
�	���	�, �	�
�����	�

 Ïðè èçó÷àâàíåòî íà ÷óæä åçèê îáèêíîâåíî ñå çàòðóäíÿâàìå ïðè èçïîëç-
âàíåòî íà öèôðè. Äîêàçàíî å, ÷å äîðè õîðà, êîèòî ñà æèâåëè äúëãî âðåìå â�

÷óæáèíà è âëàäåÿò ïåðôåêòíî åçèêà íà ñòðàíàòà, áðîÿò íà ðîäíèÿ ñè åçèê.
Îñîáåíîòî ïðè èçïèñâàíåòî íà öèôðèòå â àíãëèéñêèòå òåêñòîâå å, ÷å ïðè

÷èñëàòà îò õèëÿäà íàãîðå ñå ïîñòàâÿ çàïåòàÿ, à äåñåòèöèòå ñå ðàç÷ëåíÿâàò ñ
ïîìîùòà íà òî÷êà: 5,156 five thousand one hundred (and) fifty-six; 5.156 five point
one five six.

Â ÑÀÙ ïðè ÷èñëàòà îò ñòî íàãîðå ñúþçúò „è” íå ñå èçãîâàðÿ.
1038 one thousand thirty eight; 1100 one thousand one hundred.

Áúëãàðèòå îñîáåíî ñå çàòðóäíÿâàò ïðè ïðîèçíàñÿíå íà ïîñëåäíîòî êàòî eleven
hundred (åäèíàäåñåò ñòîòèöè)
120,000 one hundred (and) twenty thousand; 1000,000 one billion

Íå çàáðàâÿéòå, ÷å çíàêúò çà âàëóòèòå ñå ïîñòàâÿ ïðåä öèôðèòå, íî ñå ÷åòå
ñëåä òÿõ: $ 600 six hundred dollars;  •  1200 one thousand two hundred euros.
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8.
Economic and financial

indicators

Consumer prices in Canada de-
clined, because the price of petrol
dropped. Annual inflation fell to
0.7% in September, down from
2.1% the month before. Core
prices, excluding those
of food and energy, rose
by 1.6% on the year.
Britain’s economy grew
by 0.7% in the third quarter,
beating expectations and matching
the second quarter’s pace.
In the year to the third quarter,
growth was 2.8%, raising
expectations that interest
rates may be increased soon.

The immediate industrial outlook in
the euro area is still good. New
orders rose by 3.7% in August,
more than expected. That left them
14.3% higher than a year before,
thanks to higher demand
for transport equipment
and metal products.

Èêîíîìè÷åñêè è ôèíàíñîâè

ïîêàçàòåëè

1����������
��� &��� � ,	�	�	
��	��	(	, �	"��� �	�	�� &��	�	 �	
������	. 7�����	�	 ����	&�� ��	�-
�	 �� 0,7% ���� ���������, � 2,1%
������ ��������� ����&. 2����-
���� &���, 
	�� �� ��
�3�	� ����
�	 (�	�	�	 � ����
���	, �� ���
�	(	
� 1,6% �	 ���	 
����	.
����	��
	�	 �
�����
	 ������
���� � 0,7% � ������� ����������,
�	����	�	�
� ��	
�	����	 � ����-
������	�
� �	 ��������� �	 �������
����������.  '� ������� ����������
�	 
����	�	 ������ ���� 2,8%, 
��-
�� ������ ��	
�	����	, �� ��(��-
���� ���	 �
��� ��
	� �	 �� �����-
�	�.
*������������	�	 ���������	
������
���	 � �������	�	 ��� �"�
� ����	. 1��� 	�
��� ������ �����-

� �	 �� ��������� � 3,7% , ������
�� ��	
�	����. 8��	 
� ��	�� �
14,3% ������ �� �������	�	 
����	
��	
��	����� �	 ��-
������� ���-
���� �	 ��	�������� �������	�� �
���	��� �������.

decline [di
klain] ��	�	�
quarter [
kw�:t�] ����������

outlook [
autluk] ������
���	



176

�

�

Ìàòåìàòè÷åñêè äåéñòâèÿ

+ add, plus
- subtract, minus, take away
* multiply
/ divided by
= equals, is, comes to

78 + 12 = 90 seventy eight plus twelve is ninety
24 -19 = 5 twenty four minus nineteen is/comes to five
4 * 12 = 48 four multiplied by twelve is /equals forty eight

four times twelve is forty eight
27 : 3 = 9 twenty seven divided by three is /equals nine

twenty seven by three is/equals nine

9.
Now that a lot of buying and selling
can be done over computer net-
works, brokers and dealers do not
need to be in one place, and
dealers can make money from a
computer in their living room.

In New York the area around the Wall
Street is traditionally home to many
financial institutions, such as the New
York Stock Exchange. But many of
them have moved some or all of their
offices outside the expensive area.
London is one of Europe’s most
important financial centres: over
500 foreign banks have offices
there and its stock exchange is the
largest in Europe. But more and
more financial institutions are not
actually based in the traditional
area of the City and the Square Mile.
As in New York, they are moving to
areas where property is cheaper.

1����� 
����	 �	�� �� ��
��
��� �
����	����� ��
	� �	 �� ������	�
�� 
���3����	�	 ����	, ���
�����
� �������� �� � ����(����� �	 �	
�	 ���� �����, 	 �������� ��
	� �	
������� �� 
���3���	 �� � �����	
�����	.
! *3 ?��
 ���	�	 �
��� +��������
� ��	��&������� ��� �	 ���
� ��-
�	����� �������&�� 
	�� *3���
�-

	�	 ������	 ����	. *� ���
� �� ��(
�	 ���������� ��
�� ��� ����
���
�� ����� ����� �
��	�	 ���	.
F����� � ���� �� �	�-�	����� ���	�-
���� &������� �	 <����	: �	�
500 ����� �	�
� ��	� ����� ��
 �
��
��	�	 ������	 ����	 � �	�-
���-
�	�	 � <����	. !�� ������ ���	���-
�� �������&�� ���"���� �� �	 �	��-
�	�� � ��	��&����	�	 ���	 �	 $�����
��� �	 $
���� �	��. ,	
�� � *3
?��
, �� �� ��������	� 
�� �	����,

����� ������������	 � ��-�����	.

New York Stock Exchange

*3���
�
	 ������	 ����	
now that ������, ��� 
	��
property [prpti] �����������
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Other financial markets:
Commercial paper (securities)
Bonds (securities)
Currencies
(foreign exchange or forex)
Commodities
(traded in a commodities exchange)

'��
� ���	����� �	�	��:
8��
���
� 
���	 (&���� 
���	)
2���
	&��
!	����
(�	����� ����� ��� ����
�)
$��
�
(���
��	�� �	 ���
��	�	 ����	)

The overall value of shares traded
on a stock market is shown by an
index. Some of the main ones are:

2�"	�	 �������� �	 	
&����,
���
��	�� �	 ������	�	 ����	, ��
��
	��	 � ����
�. *	�-
�	�����
����
�� �	:

London FTSE (the Financial Times Stock Exchange Index),
pronounced Footsie (������	�� �� �����)
New York: the Dow Jones Industrial Average
New York: NASDAQ
Paris: CAC 40
Frankfurt: DAX
Hong Kong: Hang Seng
Tokyo: Nikkei

10.
- Yesterday in Asia, in Tokyo the
Nikkei was up, at 15,667. In Hong
Kong, the Hang Seng closed 1.6
per cent up at 15,748 exactly.
What about America?
- In New York last night the Dow
Jones closed 1.8 per cent higher
at 10,868 exactly and the hi-tech
NASDAQ index was 3.3
per cent up at 3,776.31.

- !���	 � #���, � 8�
�� *�

�� ��
������ �� 15667. ! 6��
 ,��
 6	�

$��
 �	����� ��� 1,6 ���&���	
��-����
�, ����� �	 15748.
,	
�� "� 
	��� �	 #����
	?
- ! *3 ?��
 ���"� '	� '����� �	-
����� � 1,8 ���&���	 ��-����
�, �	
���� ����� 10868, 	 ����
���(����-

������ *	��	
 ����
� ���� � 3,3
���&���	 ��-����
�, �	 ���� 3776,31.

12.

�
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11.
‘The bad news for investors contin-
ues. Today the Dow, the NASDAQ
and the European indeces all
showed heavy loses. Prices on the
London FTSE fell to a five-year low
with banks and insurance compa-
nies showing spectacular declines
with billions of pounds and euros
wiped off the value of some of the
best-known companies. Dealers are
pessimistic and no one can see an
end to this bear market. The only
good news from Wall Street was a
small rise in blue chips just before
the close. This rate rally helped the
Dow to finish just half of one per
cent lower on the day.’

“1������	�	� ������ ������ �	
�������������. '��� ����
� - '	�,
*#$'#, � ��������
��� ����
��
��
	�	(	 �
����� �	
���. w����� �	
A���� �� ����	(	 �� �	�-���
��� ��
���	 �� ��� 
�����, �	�
��� � �	�-
��	(��	������� 
���	��� ��
	�	(	

���� ��	� �� ����	��� �	����
� ���� � 	
&���� �	 �	�-����������

���	���. '������� �	 �������-
����� �	������� � ��
�� �� ����	

�	� �	 ���� ��	�. <��������	�	
����	 �����	 �� +�������� �, �� ��	-
�� �	�
� ��
	��	�� ��� ����������

���	��� �	�
� ����� �	��	������.
8��	 ����� �	�����	 ����
�	 �	 '	�
�	 �	����� �	�� � ���� ���
� ��-
�	�
� �	 ����. “

wipe off [waip] ������	�
blue chip ôèí. ���������	"	 ����	
bear market

ôèí. ��	� �	 &����� �	 	
&����
bull market ôèí. ��
	��	��
�	 &����� �	 	
&����

12.
- I don’t know in what currency to
keep my savings. In dollars or in
euros. No one can tell you for sure
their future trends. Which of them
will be stronger? Perhaps their
fluctuation can’t be predicted.

- The dollar significantly outplayed
all the major currencies throughout
most of the 20th century. In the 21st

century, however, the euro became
stronger, even much stronger than
the dollar.

- *� ��	� � 
	
�	 �	���	 �	 ����	
�������	����	 ��. ! ���	�� ��� �
����. *�
�� �� ���� �	 �� 
	�� ���
��
������ 
	
�	 "� � ����"	�	 ��
�	��
	. ,�� �� ��( "� ���� ��-
�����? @��� �� 
����	����� ��
�� ���� �	 �� ��������.
- '��	��� ��	������� ������	��	-
�� ����
� ������� �	���� ����
��-
����	�	 �	�� �	 20 ��
. ! 21
��
, ��	��, ������ ��	�	 ��-
�����, ���� ���
� ��-����� ��
���	�	.

@������������ ����� �	 in-

dex ���� �	 ���� indeces

��� indexes.
�
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- And what about outside Europe?

- Well, the Japanese only needed 4
of their yen to buy a dollar before
the Second World War. Afterwards,
in 1949 they needed about 590
though the yen progressively get
stronger to an end-of century level
of around 116 yen to the dollar.

- British pounds have always been
pretty strong, too. 20p to the dollar
in 1899 and you could get around
$1.60 to the pound not so long ago.

- If you stay in Bulgaria, keep your
savings in euros. When you convert
dollars into euro you always lose.
The euro is expected to remain
relatively stable throughout the first
decade of the 21st century.

- # 
	
�� "� 
	��� �	 �����
<����	?
- <, ����&��� �	 �� ����	��� �	��
�� 4 �� ��(���� ���� �	 �� 
����
���� ���	� ����� !���	�	
�������	 ����	. $��� ���	 ����
1949 
. �	 �� ���� ����(�����
�
��� 590, �����
� �� ����������
���	�	 � ��	�	�	 ��-����	, �� 116
���� �	 ���	� � 
�	� �	 ��
	.
- ����	��
��� ���� (�	����) ��"�
���	
� �	 ���� ����	 �����. 20 ����
�	 ���� ���	� ���� 1899 
., 	 ��
�
��� ������ �	 ������ �
���
1,60 ���	�	 �	 ���� �	���.
- #
� ����� � ���
	���, ���� ��
�	���� � ����. ,�
	�� ������"	�
���	���� � ����, ���	
� 
����.
2�	
�	 �� ������ �	 ���	��
����������� ��	����� ����
������� ����� 
����� �	 21 ��
.

currency [
k�r�nsi] �	���	
trend [trend] ������&��, �	��
	
fluctuation [�fl�kʧu
eiʃn] 
����	���

outplay [
autplei] �	��
�	�	�,
������	��	�
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13.
- Good morning. I’d like to take a
loan. Would you please tell me what
conditions should I fulfill?

- What kind of loan would you like? Are
you a company or a private person?
- I run a small farm in Parvomay.

- In this case you can apply for
Microloan. Our bank can lend you
up to 20 000 euros for 5 years.

- What about the interest rate?
Isn’t it too high?
- It depends on the payment period.
It’s about 11% which is normal for
such loans. And you have to pay a
management fee which is 2% on
the amount of the credit. Are these
conditions acceptable to you?
- Well, I’m not sure. Don’t you
charge any other fees?
- This product is free of application
fee. Together with the loan you get
a debit card Maestro and life
insurance absolutely free. You can
draw either the whole sum or a part
of it at any time you want.

- Oh, wonderful. Tell me
how to apply.
- I’ll give you the phone number of
our lending specialist. Speak with
her and fill in the application form.
You’ll receive an answer within 24
hours.

- '���� ����. ��( ��
	� �	 ����	

�����. ��(�� �� �� 
	�	��, ����,
�	 
	
�� ������� �����	 �	
��
��	���?
- ,	
�� ��� 
����� ��(�� ���	��?
A���	 �� ��� ��� �	���� ��&�?
- $��������
 ��� �	 �	�
	 ����	
� 1�����	�.
- ! �	
�� ����	� ������ �	

	����	����	�� �	 ��
��
�����.
�	�
	�	 ���� �	 �� �	��� ��
20 000 ���� �	 5 
�����.
- # 
	
�	 � ��(�	�	?
*� � �� ���
� ����
	?
- 5	���� �� ������	 �	 ��	"	����.
8� � �
��� 11%, 
���� � ����	���
�	 �	
��	 
������. 8����	 �	 ��	-
���� � �	
�	 �	 ���	������, 
����
� 2% �� ���	�	 �	 
�����	. 8���
������� ��������� �� �	 �	 �	�?
- <, �� ��� ��
����. *� ����	��
�� ��
	
�� ���
� �	
��?
- 8��� �����
� � ��������� �� �	
�	
�	 
	����	����	��. 5	���� � 
��-
���	 ��� �����	�	�� � ������	 
	��	
“@	�����” � �	���	(��
	 „�����”
�	����� �����	���. @����� �	 ����
-
���� ��� &��	�	 ���	, ��� �	�� ��
��� �� ���
� �����, 
���� ��
	��.
- 2, �������. ,	���� ��

	
 �	 
	����	����	�?
- %� �� �	� �������	 �	 �	���
���&�	���� �� 
��������. 7�������
� ��� � ��������� ��������	 �	

	����	����	��. %� ��������
��
���� ���� 24 �	�	.
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14.
- Hello. I’m going to export some
goods to Turkey and I need cargo
insurance.
- Then you’re in the right place to do
that.
- Would you please tell me what
does the insurance cover?
- It covers the damages to the
insured property incurred during
loading, transportation and unload-
ing of the goods. Our company
provides comprehensive cover,
standard cover for sea shipments
and basic cover.
- What is the limit of company’s
liability?
- For each shipment is shall be
equal to the invoice value of the
goods and may be increased by the
freight amount, the transportation
expenses and by further 10% for
profit expected.

- 5��	�����. %� ���	��� ��
��
���
� �	 8��&�� � �� �
����(����	 �	���	(��
	 ���	�.
- 8�
	�	 ��� �	 ������� ����� �	
�	��	���� ���	.
- @����� �� �	 �� 
	���� 
	
��
��
���	 �	���	(��
	�	?
- 8� ��
���	 ��������� �� �	���	-
(��	���� ���"�����, ��������� ��
����� �	 ���	������, ��	������	 �
�	����	��	���� �	 ���
���. *	�	�	
����	 ���
����	 ����	 �	���	(��-

	, ��	��	���	 �	���	(��
	 �	 ���-
��� �� ���� � ������	 �	���	(��
	.
- ,	
�� � ������� �	 ��
��������
�	 
���	����	?
- 5	 ���
	 ��	�
	 �� � �	��	 �	
���������	 �� �	
���	 �	 ���
���
� ���� �	 ���� ��������	 �

����������� �	 ���	�	,
��	���������� �	�(��� � � �"�
10% �	 ��	
�	�	�	 ���	��	.

loan [loun]

�����, �	��
run a farm

��
�����
(���������
 ��� �	)
����	
fee [fi:] �	
�	
acceptable

[�k
sept�bl]
��������
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- Sounds very promising.
And I would also like to make a
third party liability insurance and
motor CASCO insurance for my
private cars.
- What CASCO would you like it to
be? A, B or MEGA?
- MEGA covers everything, I suppose.
- Yes. It’s against fire, natural perils,
road accidents and theft of the
vehicle. It’s the most expensive of
all but you can pay on month’s
installments.

- 5���� ���
� ���"	�	"�.
��( ��
	� �	 �	��	�� �"�
�	���	(��
	 „7�	��	��
	
��
��������” � �	���	(��
	
„,	�
�” �	 ������� �� 
���.
- ,	
�� ��� „,	�
�” ��(��
��
	��? #, � ��� @<7#?
- @<7# ��
���	 ����
�, �	���	� ��.
- '	, �� � ���"� ���	�, ��������
��������, ����� ��&������ �

�	��	 �	 ���������� ��������. 8�
� �	�-�
��	�	 �� ����
�, �� ������
�	 ��	"	�� �	 ������� ����
�.

incur [in
k�:] ��������	�
comprehensive [�k�mpri
hensiv]
�������, ������	���
liability [�lai�
biliti] 3�. ��
��������

further [
f�:ð�] ������������
natural peril [
næʧr�l 
per�l]
�������� ��������
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Fairs and exhibitions.
Negotiating. Contracts

Ïàíàèðè è èçëîæáè.
Ïðåãîâàðÿíå. Äîãîâîðè

 10.

1.
- Why are you trying to persuade
me to participate in the Plovdiv
International Fair?
- Because you will get new clients.
You can establish personal con-
tacts with a lot of new customers.
- But I have to pay too much for the
exhibition area. The sum is too high
for my small factory. It does not
include the construction of the
stand, the graphic design and the
cost for the staff. These services
are charged separately.
- You will launch your new products -
T-shirts with embroidery and lady’s
lingerie. If you don’t invest in promo-
tion, you’ll not attract new clients.
- Do you believe that media
will cover the event?
- Yes, of course. The International
Fair is an important event both for
local and international media.

- So they can even write
about my production?
- Yes, I’m more than convinced.
Customers who may visit your
stand are motivated, serious
traders. They don’t come
to you just to say ‘hello’.
- All right, I will take part then.
If I achieve my sales targets,
it’s worth participating.

- 5	"� �� �����	� �	 �� ������
�	 ��	���	� � @�����	������
��������
� �	�	��?
- 5	"��� "� �	����� ���� 
������.
@���� �	 ���	����� �����

���	
�� � ���
� ���� 
������.
- *� �����	 �	 ��	�� ���
� �	
��������	�	 ���". $��	�	 � ����	
����
	 �	 �	�
	�	 �� �	���
	. 8�
�� �
�3��	 ���	���
	�	 �	
"	��	, 
�	������ ���	�� �
�	�(����� �	 ������	�	. 8���
����
� �� �	
���	� �������.
- %� �	����	� ������ �� ���
� -
��	���
� � �������� � �	��
� ��-
�)�. #
� �� ��������	� � ��
�	�	,
���	 �	 ��������� ���� 
������.
- @����� ��, �� �������
"� ���	��� ���������?
- '	, �	����	 ��. @�����	�������
�	�	�� � �	��� ������� 
	
�� �	
��������, �	
	 � �	 ������	���-
���� �����.
- 8� �	�� ��
	� � �	 ���	�
�	 ����� ������������?
- '	, ������ �� ������ ���.
,��������, 
���� ��
	� �	 �������
���� "	��, �	 �������	��,
�������� ���
��&�. 8� �� ���	� ���
��� �	 �� 
	�	� �	�� „���	���”.
- '����, ��
	�	 "� ��	���	�.
#
� �����
�	 ���
���
��� �� &���,
��
	�	 ��	������ �� �	����	�	.

�
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fair [f&�] �	�	��
participate [pa:
tisipeit] ��	���	�,
����	� ��	����

launch [l�:nʧ] �	����	�
lingerie [
læn��ri:] �	��
� ���)�

� ,�
	�� �	��	�� �	�	���� "	��, � �������������� �	 ��������
����	��� �	 �������� ������ ��"	:

1. Choice of a good designer. His
main role is to provide a platform for
selling and to present the product and
the message in a powerful, dramatic
and compelling manner.
2. Choice of representatives for

stand duty. This depends on several
factors, mainly availability of the
right man at the right time; the
audience and enquiries that are
expected; the nature of the dis-
played products. For potential
buyers who want to discuss perfor-
mance and properties as well as
price, a representative who is
sufficiently well versed in his
subject and able to answer all but
the most highly technical questions
should be chosen.
3. Appearance is important and
representatives on stand duty
should be quietly dressed and give
the appearance of efficiency without
flamboyancy. Young people are
preferred to old, but not very young
and inexperienced. Attractive young
women should not be selected for
duty on highly technical stands.
4. Literature. The appetite for
literature appears to be insatiable.
The most casual inquires expects

1. Èçáîð íà äîáúð äèçàéíåð. *�
�-
�	�	 
�	��	 ���� � �	 ���
��� ��	�-
����	 �	 ����	��	 � �	 ������	��
�����
�	 � ����	����� �� �����,
��	�	����� � �	��	���	" �	���.
2. Èçáîð íà ïðåäñòàâèòåëè çà îòãî-
âîðíèöè íà ùàíäà. 8��	 �	���� �� ��-

��
� �	
���	, 
�	��� �� �	�������
�	 ������ ����
 � ������� �����,
	���������	 � �	����	����	, 
���� ��
��	
�	�, ������	�	 �	 ����������
���
�. 5	 �����&�	����� 
����	��,

���� ���	�� �	 �	�
��	��� �	
���������� � 
	�����	, 
	
�� �
�	 &���, �����	 �	 ���� ����	�
������	�����, 
���� � ��	�������
����� ���
����� � �����	 ���	�� �
���� �	 ��
����� �	 ����
�, ���
�	�-����
� ��(�����
���, �������.
3. Âúíøíèÿò âèä � �	��� � ������	-
�������� �	 "	��	 �����	 �	 ���	�
������ �������� � �	 ����	�	�
������	�	 �	 �	�������������� ���
�	���������. @�	���� (��	 �� ����-
�����	� ���� ��	����, �� �� ������
��	���� � ����������. 1�����
	-
����� ��	�� ���� �� �����	 �	 ��
�����	� �	 �	���	 �	 ����
� ��(��-
���
� "	�����.
4. Ëèòåðàòóðà. #������� �	 �����	-
���	 ��
����	 ���	�����.
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5	 �	�-���
�������� ������� ��
��	
�	 �	 �� �	�� ���	 �����
�����	�	�	 � ������� �������	
������
	, ������
	 ��� ������	. *�
�	��	�����, �� �	�����
���������� 
	�� �����&�	���
������ �	���)��� �����	 �	 ���	�
��������	�� ���� 	��
�	��	,
���������	"	 � ����	 �����	���	.

to be given a well printed and nicely
laid out leaflet, folder or brochure.

Don’t forget that the important
visitors such as potential business
partners should be informed through
adequate, informative and accurate
literature.

compelling [k�m
peliŋ] �	��	���	",
��������
enquiry [in
kwai�ri] �	����	��
be versed [v�:st] in ���
����� ��� ��
quietly dressed [
kwai�tli drest]
������ �������

flamboyancy     [�flæm
b�i�nsi]
��"����, �	���������
insatiable [in
seiʃj�bl] ��������,
���	�������
lay out [lei aut] ������� (
��
	 � ��.)
folder [
fould�] ������
	, �	�
	

2.
- Who do you think is the best person
to send to the Salonica
Fair next month?
James or Maria?
- I’m not sure. James is a good
salesman, one of the best, but
Maria is a better linguist and a more
skilled negotiator. She also
has a greater knowledge of Greece
than James.
- And you can’t think of
any other people?
- Not really. I suppose another
person could be Sylvia, but she’s
very busy at the moment. I think
that we’ll have to choose between
James and Maria.

- ,�� ������ � �	�-������� ����

�	 ����	"	�� �	 �	�	��	 � $����
���� �����	"�� ����&?
'����� ��� @	���?
- *� ��� ��
����. '����� � �����
���
���&, ���� �� �	�-�������, ��
@	��� � ��-����	 � ���&��� � ��-
�����	 � ���
�������. 8� ��"� �	
	
����	�	 ��-����� 7��&��
�� '�����.
- 9 �� ����� �	 ��������
���
 ����
?
- *	�����	 ��. 1������	
	�, �� ���

����
 �� ��
�	 �	 ���� $�����, ��
� ������	 �� � ���
� �	��	. @����,
�� �����	 �	 �����	�� �����
'����� � @	���.

negotiator [ni
gouʃieit�] ����" ���
�����

�
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ÃÐÀÌÀÒÈ×ÍÀ ÑÏÐÀÂÊÀ

Óñëîâíè èçðå÷åíèÿ

� +�������� ��������� �� ������� �� 
�	��� � ��������� ���������.
1���������� ��������� �	�-����� �� ������	 ��� ��3�	 if � � ��
�

�� ����	�� ��
	
�� �������.

We will be more competitive if the euro is devalued.
%� ����� �� 
��
���������������, 	
� ������ �� ����&���.

� !������� e � ���	��� ��������, ��� 
���� ����������� ��������� ��
����	�� �	 ����� �����.

If the euro is devalued, we will be more competitive.
#
� ������ �� ����&���, "� ����� ��-
��
���������������.

� +�������� ��������� �	 ��� ���	. 9���	�	"��� 	�
����
� ���
��-
���� ���"	� ��������� � ��(���� �	�������. ! �	�
������� ���
,
��	��, �	�-����� ���"	���� ��� � �������, ��� 
���� �� �������	
	

�	�-
����	 ���������� �	 �������	�� �	 ���������� � 
�	����� ��-
�������. 1�� ������ ��� ������� ��������� ���������� 
�	
�� �

����������� ��������� � � ��
	��� ������ �����, 	 � 
�	����� �
��
	��� ������, � ����"� ������ ��� � �����	����	 ����	.

If the phone rings, the red light turns on.
#
� ��������� �����, ������	�	 �	��	 �����	.

If you don’t invest in promotion, you’ll not attract clients.
#
� �� ��������	� � ��
�	�	, ���	 �	 ��������� 
������.

� !������ ��� ������� ��������� �� �������	 �	 ��������, �� �	�
�
�������� �������� � �	����"��� ��� ����"���. $��������� 
�	
��

� ����������� ��������� � � ���	�� ������ �����, 	 � 
�	����� ��
�������	� ���	��� ����� � would, could ��� might � ��������� .

If I were rich, I would spend most of my time travelling.
#
� ��( ��
	�, "�( �	 ���
	��	� �������� �� ������� �� � �����	��.

� 8������ ��� ��������� �� �������	 �	 ��������, 
���� �� �	 �� ��-
������� � ���	����, ��� 
	�� ���	 �� � ��
�� �	 ��	��, �.�. ���� ��-
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������� �	 �	 ���������� �������. 1�� ��( ���������� 
�	
�� �
����������� ��������� � � ���	�� �����
��� �����, 	 � 
�	����� ��
�������	� ���	����� 
�	
��� would, could ��� might � �����
���
��������� (have � ���	�� ����	����).

If the car hadn’t broken done,
we wouldn’t have been late for the meeting.

#
� 
��	�	 �� ���� �� ������	,
��� ���	�� �	 �	
������ �	 ����	�����.

If he had taken the medicine, he might have recovered.
#
� ���� ����	� ��
	�������, ��� ������ �	 �� �����	����.

� 2���� ��� ��3�	 if, ����������� ��������� ���� �	 �� ������ � �
���	���� on condition that, supposing, provided.

On condition that you deliver 3000 packages by June,
then we will be able to consider a better price.

1�� �������, �� ����	���� 3000 ��	
��
� �� 3��,
"� ����� �	 �������� �	 ��-����	 &��	.

Supposing that you provide good technical support,
we might be able to increase the order.

#
� ���
����	�� ����	 ��(�����
	 �������
	,
"� ����� �	 �������� �����
	�	.

Provided that this contract works out OK,
then we might agree to work with you in the future.
1�� �������, �� ���� ��
���� �	�	���� �����,

"� ����� �	 �� ��
�	��� �	 �	����� � �	� � ����"�.
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3.
- Good morning. I’m Dan Davis.
You must have heard of our
company.
- No, I can’t say I have.
- We’re the largest British company
in textile machines industry. Would
you like some information about our
machines?

- Yes. In fact I’m interested in that
machine over there. Does it make
anything apart from knitting?
- Would you like me to give
you a demonstration?
- Why not? Thank you.
- Can I ask you what do you do
exactly? I mean what line of
business are you in?
- I have a textile factory. We knit chil-
dren blouses for export in Germany.

- '���� ����. #� ��� '	� '�����.
8����	 �	 ��� ���	�� �	 �	�	�	

���	���.
- *�, �� ��
	 �	 
	�	, �� ��� ���	�.
- *�� ��� �	�-
����	�	 ����	��
	

���	��� �	 ������������ �	
�	���� �	 ��
�����	�	 ���������.
���	��� �� ��
	
�	 ������	&��
�	 �	���� �	����?
- '	. !��"���� �� ���������	� ��
��	�� �	���	, �� �	�. 8� ��	��
�� ��"� ���
�, ����� �	 �����?
- ���	��� �� �	 �� �
����������	�?
- 5	"� ��? ��	
��	��.
- @�
	 �� �	 �� �����	� � 
	
��
�� �	���	�	��? 9�
	� �	 
	�	 �

�� ������ ���?
- 9�	� ��
�����	 �	���
	. 1�����
����
� ����� �	 ����� � 7���	���.

�
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- Oh, fine. I see why you’re inter-
ested in the knitting machine. It
could be the answer to all your
problems.

After the demonstration

- Does a great job,
don’t you think?
- Yes, I’m quite impressed.
How much does it cost?
- If you are interested, I can send
you a quotation. We could make
you a good offer. The price of the
exhibited machine is high, but we’ll
offer you good discounts if you
make an order within one month.
- I’ll leave you my card and perhaps
you could send me one next week.
I’m especially interested in your
catalogue and the pricelist of all
machines that you produce. I’ll
recommend them to my colleagues
from the trade.

- Right, I’ll get off one to you next
week. It was a great pleasure
meeting you. And I hope we’ll be
able to do business with you.
- I’ll look forward to that.
Goodbye.

- 2, �������. ;	����	� �	"� ��
���������	�� �� ����	��	�	
�	���	. 8� ���� �	 �	�� ��
����
�	 ����
��� �� ��������.

Ñëåä äåìîíñòðàöèÿòà

- !���� ���	(���	 �	���	,
�� ������� ��?
- '	, ���
� ��� ����	����.
,��
� �����	?
- #
� �� ���������	��, ��
	 �	 ��
����	�� �����	. @���� �	 ��
�	��� ����	 �����	. w��	�	 �	
�������	�	 �	���	 � ����
	, ��
"� �� ��������� ����� ������
�,
	
� �����	�� �� ���� ����&.
- %� �� ���	�� ����	 �����
	 � ��-
������ "� ������ �	 �� ����	����
�����	 �����	"	�	 �����&	. $��-
&�	��� �� ���������	� �� 
	�	��
	
�� � �� &����	����	 �	 ����
�
�	����, 
���� ���������	��.
%� 
� ��������	�
� �	 
���
� �� ��	��	.
- '����. %� �� ����	�� �����	"	�	
�����&	. 5	 ��� ���� 
����� ���-
�������� �	 �� ���"���. *	���	�
��, �� "� ����� �	 �	����� � �	�.
- %� �	
	� � ����������.
'�����	��.

knitting machine [
nitiŋ m�
ʃi:n]
����	��	 (���
��	��	) �	���	

quotation [kwou
teiʃn] �����	
price-list [
praislist] &����	����
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�

�

Do ��� make?

1� ��	���� do �� �������	 �	 ��"� ������������ ��������, 	 make,

�
	�� 
������ �	 ����	�	�� �	 ��"� 
	�� �������
� ���&��. do �������	-
�� �	 ���	
���
� �������� (do ironing, cleaning, shopping), ������ ������-
�� (do homework, tests) � � ���	���� do business, do good, do wrong.

Make �������	��, 
�
	�� 
������ �	 ����	�	�� �	 ��
	
�� ��������
(make photocopies), ������	�� �� �	���	 (make arrangements,

plans, suggestions) � � ���	���� make love, make mistakes,

make money, make progress, make war.

4.
- Hello. Do you have any more
information about the products you
exhibit?
- Yes, sure. Here you are. This
catalogue tells you quite a lot about
our business. It includes some
contact details as well.
What exactly are you looking for?
- I’m interested in export
of Bulgarian wines to Albania.
I’m trying to find out a good
and reliable producers
of qualitative Bulgarian wines.

- 5��	�����. 9�	�� �� ������
������	&�� �	 ���
���, 
����
���	
	��?
- '	, �	����	 ��. 5	�����	���.
8��� 
	����
 
	��	 ���
� �	
�	��� ������. !
�3��	 � ��
��
����������� �	 
���	
��.
,	
�� ����� �������?
- 9��������	� �� �� �����
�	 ���
	��
� ���	 �	 #��	���.
2����	� �� �	 �	���� �����
� �	������ �������������
�	 
	�������� ���
	��
� ���	.
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- Oh, then you’ve found exactly what
you’re looking for. We’re the best pro-
ducers of wines in the region of Targo-
vishte. Do you have a business card?
- Of course. Here’s my card.
- Thanks. What kind of wines are
you looking for - red or white?
- Both.
- Well, then we can help you. We
produce the whole selection of
white and red wines. This is our
pricelist with our export prices. You
might like to take a look and taste
some of the brands.
- Thank you but I can’t do this right
now. I have another meeting in 5 min-
utes. I’ll have a look and perhaps I’ll
call you right after the fair.

- 2, ��
	�	 ��� �	������ ����� 
	
-
���� �������. *�� ��� �	�-�������
������������� �	 ���� � �	���	 �	
8��
���"�. 9�	�� �� �����
	?
- ;	����	 ��. <�� �.
- ��	
��	��. ,	
�� ���	
������� -���� ��� �������?
- 9 �����.
- #��, ��
	�	 ����� �	 ��
����
���. 1��������	�� ����	�	

	�	 �� ���� � ������� ���	. 8��	
� �	���� &����	���� � &����� ��
�	 �����. @��� �� ��
	�� �	 ������
� ��
�����	�� ��
�� �� �	�
���.
- ��	
��	��, �� ����� ��
	 �� ��
	.
9�	� ���
	 ���"	 ���� 5 ������.
%� �	�
���	� &����� � ���� �� "�
�� �� ��	�� ����	
	 ���� �	�	��	.

reliable [ri
lai�bl] �	������ qualitative [
kw�lit�tiv] 
	�������
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What exactly are you looking for? 2� 
	
�� ����� �� ���������	��?

� ,�
	�� ����	���� �	����	�� 
�� �	���)�� �	 ���
���
� �	�	��, ����-
�� �	 �������	�� �������� ���	��:

Can you tell me a bit more about
your company (about the services
you offer)?

@����� �� �	 �� �	�
	����
�	�
� ������ �	 �	�	�	 ����	
(�	 ����
���, 
���� �����	
	��)?

I’d like more information about your
products.

��( ��
	� ������ ������	&�� �	
�	���� �������.

Do you have a brochure or some-
thing with some more information?

9�	�� �� ������	 ��� ��"� �
�	�
� ������ ������	&��?

What areas do you specialize in? ! 
�� ����� ��� ���&�	�����	��?

Where are you based? ,��� �� �	���	��?

How long have you been in this kind
of work?

2� 
��
� ����� ��� � ����
������?

� #
� ��� ��� �� ���	�	�	 �	 ����������, ������ �	 �	�	�	�� �	 �����-
&�	����� �� 
������ ������� �� ���	 �	:

The brochure gives enough informa-
tion about our services and costs.

������	�	 �	�	 ����	����� �����-
�	&�� �	 �	���� ����
� � &���.

If you could give me your contact
details, I’ll get back to you/I’ll send
you some more information.

#
� ������ �	 �� �	���� ������-
����� �	 ����
	, 	� "� �� �� ��	��/
"� �� ����	�� ������ ������	&��.
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Negotiating. Contracts Ïðåãîâàðÿíå. Äîãîâîðè

Êîãàòî õîðàòà ïðåãîâàðÿò (negotiate - ÷åòå ñå íèãîóøè˜éò), ñå ñòðåìÿò
äà ïîñòèãíàò ñúãëàñèå, êîåòî å â òÿõíà îáùà ïîëçà. Îáèêíîâåíî ïðåãîâî-�

ðèòå çàâúðøâàò ñ ïîäïèñâàíå íà äîãîâîð (contract) èëè ñïîðàçóìåíèå (agree-
ment). Ïðè ïîñòèãàíå íà äîãîâîðåíîñò íà àíãëèéñêè ñå êàçâà close a deal
(ñêëþ÷âàì ñäåëêà).

Äðóãà èçïîëçâàíà äóìa çà ïðåãîâàðÿíå å bargain (÷åòå ñå á¡:ãèí). Òÿ ïî-ñêîðî
èìà îòòåíúê íà ïàçàðåíå, ïàçàðëúê. Çà õîðàòà, êîèòî ñà ïîñòèãíàëè ñâîåòî â
õîäà íà ïðåãîâîðèòå, ñå èçïîëçâà èçðàçúò drive a hard bargain (ïîñòèãàì èçãîäíà
ñäåëêà).

� ,	
�� � ��� ������	������ �	 �������	&��, ���
� �	��� � ���&��	 �	
���
������� �	 ���
����
	�	 � ��	���	����. <�� 
	
�� ��(�� ��
�� �	
�	��	���� ����� �	 ������� �	 �	�	�	 �	 ���
�������:

• $������� 
��
��� � �������� ������ ������	&��. #
� �	�
��	-
���� � (��	 �� ���
	 
�����	, �������� ��(��� ���
�� � ���� �	

���
��	����.
• 9��	������ �� ��(���	�	 ����&��: 
	
�� �	 �	���� ����� � &���?

2��������� ������������ ��. 2������� ����	��� �	 ���	, 
����
� &���� �	 �	���	�	 ��, 	 �� �	����	 �	 �	�(�����.

• 2���	��� �� �	 ���������� ������� � &����� �	 ���
	�	 ���	�	.
+��	��� 
	
�� �� �����	 �	 �����
�� ���� ���
�������. 8��	 � ��	
-
����	 ������	&��, 
���� ������ �	 �������	�� �	 ��-
���� ��	�.

• 1��
������ �� ������	����	 ����&��: ��������	, 
���� ��� "�
��������, 	
� �� �� ��
����� �	 ������	�	����� �� ����
�	���.
*� �	��	�����, �� �����	 �	 �������	�� ��������	 �� �� ��������.

2�����	����	�	 ����&�� ��������� � �������� �	�� � 
�	�� ����	�.
• #
� ��� � ��������� �	 ��������� ���(� �����	 �	 ����� �	

���"	�	, ������������ ���� ��� �����	��	 ���������.

� 5	����	���� �	 ����
� ���
����� ��	�	 �� �	���	, �� 
����
�� �������	 ���"	.

1�����	�������� �	 ����� ����� �� �����	���	� � �	����	�	�, ����-
�	
	 �� 
	�� � �� ���� 
�	��
 �	�
���� �	 ��"� ����. 1���� �	����	-
���� �	 ��"���
��� ���
����� �� ��	�� �����, 
	�� �� ��������� �	
(��	�	 ������� �	
�� � �������.

13.
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As you all probably know,
Mr Smith and I met at
the International Fair in Leipzig
last year and we had
a very interesting discussion about
the possibility of our two companies
working together.

,	
�� ���� �� ����
� ��	���,

-� $��� � 	� �� ���"�	(�� �	
@�����	������ �	�	�� � F	��&�

���� ���	�	�	 
����	 � ��	(��
���
� ��������� �	�
���� �������
�����������	 �	���� ��� �����
�	 �	����� �	����.

� $��� ���	 �� ������	�	 
�� ��"���
	�	 �	�� �	 ���
�������.
!��	
� � �	��� �	 ������� ���
������� ��� 
������: ���	 ���� �	
���	�	�	 &��	, ����� �	 ����	�
	 � �����	��	 ���	��	.

What is the situation on production
at your factory?
What sort of quantities
are you looking for?
What did you have in
mind regarding specifications?
What were you thinking in terms
of delivery dates?
How important to you
is the currency of payment?

,	
�� � ����������� � ���������-
����� ��� �	�	�	 �	���
	?
2� 
	
�� 
��������	
�� ���������	��?
,	
�� ��	(�� ������� �������
���&���
	&���� �� ��
����	?
,	
�� �����(�� �� ���������
�	 �	���� �	 ����	�
	?
,��
� �	��	 � �	 �	�
�	���	�	 �	 �	���	"	��?

Ïðè óñïåøíèòå ïðåãîâîðè âñåêè òðÿáâà äà íàïóñíå ìàñàòà íà ïðåãîâîðè
äîâîëåí îò ðåçóëòàòà: íå òðÿáâà äà èìà ïîáåäèòåëè è ãóáåùè.�

Ïðåãîâàðÿùèòå âèíàãè ñå ñòðåìÿò äà ïîñòèãíàò ò.íàð. win-win ðàçâðúçêà:
äîãîâîðåíîñò ñ åäíàêâè ïîëçè è çà äâåòå ñòðàíè.

� +������� �	 �� ����� ���
����� � �����	�� � �.�	�. ������	��
(�	�	�	�� �	 ��	������� ������� � ����	����� �������	�� �	
��
�������). <�� ��
�� ������	"� �������:
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• If you offer more flexible payment
conditions, then we might consider
paying a higher price.

• On condition that you deliver 3000
packages by June, then we will be
able to consider a better price.
• Supposing that you provide good
technical support, we might be able
to increase the order.
• Provided that this contract works
out OK, then we might agree to work
with you in the future.

Let me just go/run
over the main points.
On A we agreed that…
As far as B is concerned,
we agreed…
We still have
the question of C to settle.
And there’s still the outstanding
issue of D.
We’ll send you a written
proposal.
We’ll draw up a contract based
on those points.
I think that covers everything.

1�������� �� �	�� �	
����������� ��������� ���
�.
1� ���
	 # �� ��
�����(�� �	....
%� �� ���	�� �� B, ��
��
�����(��....
!�� �"� �� ��� �	�������
������	 �� $....
!�� �"� ���� ����" ��������
�� D.
%� �� ����	��� �������
�����������.
%� ����	��� ��
���� �	 �����	�	
�	 ���� ���
�.
@����, �� ���	 �������	 ����
�.

• #
� ���������� ��-
��
	�� ����-
��� �	 ��	"	��, ����� �	 �����-
��� �	 �	��	"	�� �	 ��-����
	
&��	.
• 1�� �������, �� ����	���� 3000
�	
��	 �� 3��, "� ����� �	
�������� �	 ��-����	 &��	.
• ! ����	�, �� ���
����� ����	
��(�����
	 �������
	, ����� �	
�������� �����
	�	 ��.
• ! ����	�,�� ���� ��
���� �	�	��-
�� �����, ����� �	 �� ��
������
�	 �	����� � �	� � � ����"�.

� ! 
�	� �	 ���
������� ���
���	��� ������ ��������� �������, �	 �	
��� �	����� ��
����.

� D��� ����� �� ����������� �� ���	�	 ���	�	 � 
����	�����������
�� ���
	�	, ����� ���	�� ������ 
�� �����
	���� �	 ����	�������.

������ 
��
	�� �� ����� �	 ���
������� � ����	�, �� ���
	�	 ���	�	
���� �	 ������� �	��
	�	 �	 ��
��	������. ����� �����	��� 	�
��������
	
� ��"	�	 �	����	� �	 ������ ���"� �	�.
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� 1����
	���� �	 ��
�	��� (��
���������) ���
������ �� ���	���	 ����
������ ��
���� (treaty, contract, agreement). Treaty �� �������	 �	
�������	������������� ��
�����. 2��	�	�	 ������ �	
�, ��
�	�����.
! ����	�	 �	 ������	 ��
������ � agreement (����	�������) ��� con-

tract. *	�-����� ���"	���� ��
���� � ���
���
��� (commercial agree-

ment) ��� ������ �	����������� - ��
���� �	 ����	�
	 (supply agree-

ment), ��
���� �	 ������������
	 ������� (distribution agreement),
��
���� �	 ���	�����	�� �	 �	���)������ (partnership agreement),
��
���� �	 ��	��	����
 (franchising agreement) � �.�. ! ���	���	 �	
�����
��� ������� �	�-�������� � ��������� ��
���� (employment

contract).
!����
� �� ��������� ��������� � ���
	��
��� � 	�
���������� ��-


����� �	 ����� ���	
��, � ���
� ��������� �� �� �	����	�	� 
	�� ��-
����	��� � ����	. ! ���
��� ��������� ��"� �� �	��3�	�	� ��"���-
���� �	������. 9������	 �� ��	��	 ���������
��, 
���� �� ���	
� ����-
������	 �	 3�������
�� ���
 � ���
	���. 5	���	 
�
	�� ���
������ ��
�-
��� �	 	�
����
�, ������ ���
� ����	�����. 9������	��� ����
��� �	 �����
���&�	�����, 
���� "� �� ����
�	� �	 ������ ���������� � �	 �� �����	��
� ����� ��� ���� ������ �	���)��� �� ������	.

<�� 
�� �	 ��������� 	������� � 	�
�������� ���
���
� ��
����:
� ! �	�	���� �	 ��
����	 �� ������	�	� ���	����, 
���� 
� �
�3��	�:

This agreement is made on… in… by and between (name of the com-
pany), having its principle place of business at… hereinafter referred to
as first party and ( name of company), having a place of business at…,
hereinafter referred to as second party.
The parties hereby agree as follows:

� $��� ���	��3�a �����	 ��"���
	�	 �	�� �	 ��
����	, � 
���� �� ��-
�	
	� ��������� 
�	���. 8� ��
	� �	 ���	� �	������ � �	��������
��
�����, �� � ��"� ����� �� �����	�� �	 �	��
	� �������, �����	�� �
��	"	����, �	���	 �	 ����	�
	, ��	�	�	 � �	���������	 �	 
����	�	 �
����	�	�	 (����������� � �����������), �	�
&�� ��� ����	��	�� �	
��������	 �	 ��
����	, �������� ��� �����	����� ������������	 � �.�.
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Subject of the agreement. The Seller agrees to and shall manufac-
ture, sell and deliver to the Buyer and the Buyer agrees to and shall
purchase and take from the Seller such quantities of the instruments
as the Buyer may order in accordance with paragraph 2.1.
Shipment terms. The instruments are sold FOB the Beckman facility
in Fullerton, California.
Specifications. Each of the instruments shall confirm to the specifica-
tions attached to this agreement as Annex A.
Purchase price. The purchase price to the Buyer for instruments or-
dered under paragraph2.4 during the first year of this agreement shall
be the Seller’s list price in Annex B less the applicable discount in
Annex A.
Payment terms. The Buyer shall pay each Seller’s invoice for instru-
ments within thirty (30) days of the later of receipt of the invoice. There
are no discounts.

� A������ � $#% � !���
�����	��� ����	� ��
�3������� ���
�
�	 ��	��	���� �	 ������
��	��	�	 �����������. 5	���	 
�	�����
�	 ���
���
	�	 �	�
	 ��������	� ���
� 	�
�������� ��
����.

Trademarks. The Buyer acknowl-
edges and agrees that the trade-
marks “Biomek”, “Biomek 200” and
“Beckman” are the sole and exclu-
sive property of Beckman. The Buyer
agrees that he has not received any
licence or rights to use such trade-
marks or trade names. The Buyer
expressly agrees that he shall not
make, adopt or use a compound
trademark that incorporates one or
more its trademarks or trade names
with a Beckman trade mark.
Insurance. Each party shall, at all

times during the term of this agreement, self-insure for, or purchase
and maintain, comprehensive general liability insurance including prod-
uct liability.
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� @��
� �	��� 
�	��� � ���
���
�� ��
���� �	 �	�
&���� ��� �������-
�����, ������������� �	 ���
�	���	�� �	 ��
����	 � �����������
�	
����	�������.

Penalties and liabilities in case of default. The Buyer shall have the right
to rescind the agreement in case of delay of the supply with more than 60
(sixty) days after the expiration of the terms under paragraph 2.
Termination and force majeure. If either party is in default as to any mate-
rial term or condition of this agreement and within 30 days of written notice
from the non-defaulting party, the defaulting party has not effected a com-
plete cure, then the non-defaulting party shall have, in addition to all other
remedies available at law or in equity, the right to terminate this agree-
ment in its entirety, upon delivery or 10 days prior written notice of termi-
nation to the defaulting party.
Each party shall be relived of its obligation to perform any part of this agree-
ment to the extent its performance is prevented by events beyond its rea-
sonable control, which events may include, without limitation, fire, storm,
flood, earthquake and other Acts of God, and explosion, accidents, riots
and other civil disturbances, transportation embargoes and other require-
ments of domestic and foreign federal, state or local governments.
Governing law. Jurisdiction and venue. This agreement shall be governed
by the laws of the State of Colorado. Any controversy or conflict involving
this agreement, its interpretation or the respective rights or obligations of
the parties shall first be submitted to their General Managers for amicable
resolution. If the parties cannot agree, the controversy shall be submitted
to mediation to be held in mutually agreeable neutral place. The parties
shall mediate in good faith and use their best efforts to resolve the conflict
by mediation. If the parties still cannot settle the controversy or reach an
accommodation, the matter shall be brought for arbitration to the U.S.
District Court of the District of Colorado.

� ! �	
�3��������� ��������� �	 ��
����	 ������ �� ������	�	�
��
��	��"��� �� ���	�� � ��(���� �	
���� ������	������, 
����
�����������	� ������	����� �	 ��
�����	 ��� ������ �������:

In witness whereof, the Parties hereto have caused this agreement to be
executed by their duly authorized representatives as of the year and date
first written above.
(name of the Buyer) (name of the Seller)
by: (name of person) by: (name of person)
Title: Title:
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5.
- If I understand your proposal
correctly, your asking price
is € 6,000 per package. I think
the most we’d be willing
to offer would be € 5,800.
- OK, but we’re probably better
dealing with the price later.
- Fine. Will you arrange for transport
to our offices?
- No, you have to pick up the items
from our warehouses. The price is
ex-works.

Çà îáîçíà÷àâàíå íà ãëàãîëíèòå äåéñòâèÿ â äîãîâîðè è äðóãè ïðàâíè
äîêóìåíòè (çàêîíè, ðàçïîðåäáè è äð.) ñå èçïîëçâà ìîäàëíèÿò ãëàãîë�

shall â çíà÷åíèåòî ñè çà èçðàçÿâàíå íà çàäúëæåíèå.
Îáúðíåòå âíèìàíèå íà ñëîæíèòå íàðå÷èÿ, êîèòî ñà èçïîëçâàíè â òåêñòà íà
äîãîâîðà hereby, hereinafter, whereof, hereto. Òå ñå õàðàêòåðíè çà äîêóìåíòè è
ìíîãî ðÿäêî ñå ñðåùàò â ðàçãîâîðíàòà ðå÷.

- #
� �	����	� ��	����� ������-
������� ��, ��� ��
	�� &��	
6000 ���� �	 �	
��. @����, �� �	�-
���
���, 
���� ��(�� ��
�� �	 ��
���������, � 5800 ����.
- '����, �� ��-����� ��
	 �e
�	���	�	�� � &��	�	 ��-
����.
- D������. %� ������� �� ������	
�	 ��	������ �� �	���� �����?
- *�, �����	 �	 ������� ���
���
�� �	���� �
�	����. w��	�	 �
��	�
� �	���
	�	.
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- 5	 �	� ���	 � 	����3���
�����������. *	���� ����	���&�
���
������ �� ����	��� ���
	�	 ��
�	���
	�	 � ��� �	�� ��	"	��
�	���	(��
	�	 � �������� ���	.
- ;	����	� ��, �� ��� ���	��
�	
��	 ������� �	 ����	�
	. @����
�	 �� ��������� ��-����

��	����� ������. 90 ��� ������ 60.
- # 
����� �� ��� �	 �� �	���� 10%
������
	 �	 �����
� �	� 2000 ����?
- '	, ������	( ���	 �����, �� "�
�	���� � �� ���	 �	�� "� ��
��
�	���� �	 ����
������ ���
�	 ���
������ ��
����.
- 8����	 �	 
	�	 ���	 �	 ��� ���.
*	���	� ��, �� ����� �	���� �	
�	������ ������	 � ����	�
	�	. 9
�"� ���� ������. $�
�	��� �� ���
�������� ������� �	 �� ���	�	�
������ ���
	��
���
�	
����	�������?
- '	, �����, �� �� ����	���	��
���"� ���	.
- 9 �	
	, �����, �� � ����(�����
�	 �� ������ �	 ������	 �	 &��	�	.
@��	�	�	 
����	 �� �������, ��
��	"	(�� 4000 ����, 	 �	"� � �	��
�����������	 (����	�
	?
- #��, �������(	 �� ������������-
���� �� �	�(��� � ����� �����	��
�	 ��������	�� � ������ ���	 �	-
�	���	"	 �	���	, �	
	 �� �	����
�	�(��� �� ��
	��(	 ��	�������.
- '����, �����	� �	�	�	 ��
�
	, ��
� 
�	� �	 
�	�"	�	 ��� "� �	��	-
��� ����	 
����	 �����
	, � ������
�� 20% ������ ���	�	�	 
����	.
2�	
�	( 
�	��	�	 &��	 �	 ����
��-���
	, ��
��
��� ��-����
	.

- It’s absolutely unacceptable to us.
Our suppliers normally deliver the
goods to our factory and we only
pay the insurance and import
duties.
- I see your point, but we don’t have
such delivery terms. We can offer
you longer payment terms. 90 days
instead of 60.
- And are you prepared to give us
10% discount for orders over 2000?
- Yes, I’ve previously mentioned
that, but it would also depend on
whether you go for the one-year or
two-year agreement.
- I have to tell this to my boss. I
hope we can resolve the problem of
delivery together. And one more
question. Are you OK on any
disputes being resolved according
to Bulgarian jurisdiction?

- Yes, I don’t think we have any
objection to that.
- So, I think we need to get back to
the question of the price.
Last year I remember we were
paying € 4000, so why the extra
thousand?
- Well, our production costs have
increased and we’ve just had to
invest in a totally new welding
machine, so our overheads have
gone up substantially.
- OK, I follow your logic, but we’re
after all going to be making a pretty
substantial order, more than 20%
up on last year. I would have
expected that the final price to be
lower rather than higher.



201

resolve [ri
z�lv] ���	�	�,
�	����	�	�
jurisdiction [�d�u�ris
dikʃn]
3�����
&��, ����������
objection [�b
d�ekʃn] ����	�����
welding machine [
weldiŋ m�
ʃi:n]
�	�	���	"	 �	���	, ������


Frankly said, I’m very disappointed.

- If we accept your offer, then we’re
going to have to find the lost
revenue by charging our other
customers considerably more and
they’re not going to like that at all.
But anyway, let’s say 5,900, but
that really is the bottom line, at
least for the moment.
- Fine, but it’s still much more than
we’d figured. In any case I think I’d
better leave it there for the moment
and I’ll get on to my office and see
what they will say.

D����� 
	�	��, ���
� ���
�	���	���	�.
- #
� ������� �	���� �����������,
��
	�	 "� �����	 �	 
��������	��
�	
������� ���(��� 
	�� ��
	�� ��	-
������� ��-����
� &��� �� ���
���
�� 
������, 	 �	 ��( ���	 ����"�
���	 �	 �� (	���	. *�, 
	
�� � �	 �,
�	 
	��� 5900, ��	�� ���	 �	����-
�	 � �	�-�	�
���, ���� �	 ������	.
- D������, �� ��� �"� � ���
� ����-
��, ��
��
��� �� ������	��(��. !��
���
� ����	�, ��-����� �	 ���	��
���	 �	 ������	, �	 ����	 �� ����	
� �	 ���� ���	� 
	
�� "� �� 
	�	�.

overheads [�ouv�
hedz]
������� �	����
�
frankly [
fræŋkli] ������
bottom line [
b�t�m lain] ��������
�	�-�	�
���, ����� �����
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 11.

Travelling.
Accommodation

Ïúòóâàíå.
Íàñòàíÿâàíå

Ïðè ïúòóâàíå â ÷óæáèíà íå çàáðàâÿéòå äà îðãàíèçèðàòå âñè÷êî
ïðåäâàðèòåëíî - ðåçåðâàöèè íà ñàìîëåòíè áèëåòè è íà õîòåë, îñèãóðÿâàíå

1.
- What can I do for you,
Madam?
- Hallo. My name is Diana
Peycheva. I will go on a business
trip to London.
- To London?
When are you planning on travelling?
- On the 7th of July.
- On July 7th , let me see
what’s available. The rate would be
240 (two hundred forty) euros in
each direction, so that would make
a total of 480 ( four hundred eighty)
euros, but for round trip tickets
Sofia-London we have a promotion
and the price is 300 (three hundred)
euros, including airport taxes.
- OK, that’s reasonable. I can’t
afford 480 euros!
- So that’s OK with you. Oh, one
moment please. You said you
wanted to leave on 7th and what was
your return date?

- ,	
�� ��
	 �	 �	��	�� �	 �	�,

������?
- 5��	�����. ,	��	� �� '�	�	
1�����	. %� (��� � 
��	������
	
� F�����.
- ! F�����?
,�
	 ��	���	�� �	 �����	��?
- *	 7 3��.
- *	 7 3��, ��
	 �	 ��
����	

	
�� ��	 �	��&�. 8	���	�	
"� ���� 240 ���� ��� ���
	
����
	, ��	�� ��"� "� ����
480 ����, �� �	 ����������
������ $����-F����� ��	��
�����&�� � &��	�	 � 300 ����
�	���� � ����"���� �	
��.

- '����, ���	 � �	�����. *� ��
	
�	 �� ������� 480 ����!
- 5�	�� ���	 � ����� �	 �	�. 2,
���� ������, ����. ,	�	(��, ��
��
	�� �	 �	������ �	 7, 	 
	
�	
���� �	�	�	 �� �	 ���"	��?

�
íà íåîáõîäèìèÿ âàëóòåí ðåñóðñ â êðåäèòíàòà ñè êàðòà, ìåäèöèíñêà çàñòðàõîâêà
è äð. Ïî÷òè íèêúäå âúâ Âåëèêîáðèòàíèÿ è ÑÀÙ âå÷å íå ñå ïëàùà â áðîé çà íîùóâêà.
Ïðè âàæíè êîìàíäèðîâêè è ñðåùè â ÷óæáèíà å äîáðå äà ïðèñòèãíåòå åäèí äåí ïî-
ðàíî, çà äà èìà âðåìå äà ñè îòïî÷èíåòå è äà ñå àêëèìàòèçèðàòå. Êúì âëàñòèòå
è äåëîâèòå ñè ïàðòíüîðè â ñúîòâåòíàòà ñòðàíà ñå îòíàñÿéòå ñ íåîáõîäèìèÿ
ðåñïåêò è íèêîãà íå çàáðàâÿéòå, ÷å âñå ïàê ñòå ÷óæäåíåö.

�
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�

�

- July 10th.
- All right, July 10th. We have a return
available for 10th July. Excuse me,
what was your first name?
- Diana.
- So, your ticketing deadline is set
for the 5th of July. We can hold the
reservation until then. But if you
want to pay today we can issue
your ticket right now.

- Yes, I’ll pay right now.
- OK. Would you pay by cash
or by credit card?
- MasterCard.
- MasterCard…Let me just
go ahead and run
the authorization through to make
sure that everything is OK and we
can get the ticket printed for you.

- 10 3��.
- '����, 10-�� 3��. 9�	�� �	�����
����� �	 ���"	�� �	 10 3��.
9������� 
	
 �� ���� ������� ���?
- '�	�	.
- 8	
	, 
�	����� ���
 �	 ��	"	��
�	 �����	 � ��������� �	 5 3��.
%� �� �	��� ������	&���	
�� ��
	�	. *� 	
� ���	���
�	 ��	���� ����, ����� ����	
	
�	 �� ���	��� �����	.
- '	, "� ��	�� ����	
	.
- '����, � ���� �� "� ��	���� ���
� 
������	 
	��	?
- $ “@	����
	��”.
- “@	�����
	��”…*�
	 �	��
�	 �������	 � �	 ����	
��������������, �	 �	 ���
��
����, �� ����
� � �
�� � �	 ��
�	����	�	� ��������.

deadline [
dedlain] 
�	�� ���

run the authorization through ��	�� ������������

Ïúòóâàíå ñúñ ñàìîëåò

Ticket single (US: one-way) return (US: round-trip)

Áèëåò � ���	 ����
	 ����������

Restrictions fixed return date open ticket

Îãðàíè÷åíèÿ � ��
���. �	�	 �	 ���"	�� �������

Class first business economy (US: coach)

Êëàñà ����	 ������ �
�������	 (����������
	)

Flight connecting flight non-stop (direct)

Âèä íà ïîëåòà � ���(������� ����
���

Seats aisle middle window

Ìåñòà çà ñÿäàíå �� ����
	�	 � ����	�	 �� �������&	
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2.
- Good morning.
Can I help you?
- Yes, I’d like to book a seat
for a flight to Berlin.
- Berlin? For what date?
- The twenty first of this month.
- It’s Wednesday. Do you have any
preferences on airlines?
- Lufthansa, if possible.
- What about the return date? Do you
have a fixed date in mind, or do you
want an open ticket?
- I have to return on the 25th.
Fixed.
- What class?
- Economy.
I can’t afford the others.
- Do you have a seating
preference?
- Window, if possible.
How much is that going to be?
- 230 (two hundred thirty) euros. Your
flight leaves at 7 in the morning. You
will arrive at 8 a.m. local time.
- Thank you very much. Good-bye.
- Bye and have a smooth flight.

- '���� ����.
@�
	 �� �	 �� ����
�	?
- '	, ��
	� �	 �� �	�	�� �����
�	 ����� �� ������.
- ������? 5	 
�� �	�	?
- '�	����� � ����� ���� ����&.
- $���	 �. 9�	�� �� ��
	
��
���������	��� �	 	���������	?
- F���(	��	, 	
� � ��������.
- # �	�	 �	 ���"	��? 9�	�� ��
������� ��
	
�	 ��
���	�	 �	�	,
��� ��
	�� ������� �����?
- 8����	 �	 �� ����	 �	 25.
A�
���	��.
- ,	
�	 
�	�	?
- 8���������
	.
*� ��
	 �	 �� ������� ���
���.
- 9�	�� �� ���������	��� �	
�������?
- '� �������&	, 	
� � ��������.
,��
� "� �����	?
- 230 ����. 1������ �� � � �����
�������	. %� ������
���� � ����
������ �����.
- ��	
��	�� ���
�. '�����	��.
- '�����	�� � ������� �����	��.

preference [
pref�r�ns]
���������	���
afford [�
f�:d] ��������	�
��, ��	� �������	 �	

�
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3.
- Sorry to keep you waiting,
Sir, but the computers
are down at the moment.
- I see.
- How many pieces of luggage
do you want to check-in?
- Just this one.
- I’m afraid it’s over the weight limit.
You’ll have to pay extra for it.

- What? How much?
- It’s 2 �uros per extra kilo so that
will be 8 euros altogether. Is that
your hand luggage?
- Yes, it is. Why?
- Well, it’s far too big to be
taken on board. For security
reasons you’re allowed to take
only a very small transparent
plastic bag. If you bring bottles
with you they should
be less than 100 ml each.
- This is ridiculous. I need this bag
on board with me.

- 9������	���, �� �� �	����	�,

��������, �� � ������	

���3����� �� �	�����.
- ;	����	�.
- ,��
� ���� �	
	� ��
	��
�	 ��
������	��?
- $	�� ����.
- $��	(��	� ��, �� � �	� �����	
�	 ������. %� �����	 �	 ��	����
����(�	
	�.
- ,	
��? ,��
�?
- '�� ���� �	 ���
� ������������

���
�	�, �	
	 �� "� ���� ��"� 8
����. 8��	 ������� �� �	
	� �� �?
- '	. 5	"�?
- #��, ����	 � 
����, �	 �	 ����
���� �	 ����	. 2� �����	����� �	
��
������ �� �� ��������	 �	 ���-
���� �	�� ���	 �	�
	 �����	��	
�	������	 ������
	. #
� ������
�����
� � �	�, �����	 �	 �
��-�	�
� �� 100 ��������	.
- 8��	 � ������. *	 ��� �� � ����-
(����	 �	�� 
����	 �	��	 �	 ����	.

�
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- Well , you could unpack some
of the stuff and put it in
your suitcase.
- My suitcase is already jam-packed.
I can’t put even a needle in it.
- In this case you’ll miss your flight.

- OK then. I’ll try to put
everything inside. I’m not going
to have hand luggage at all.
- Here is your boarding card, Sir. Your
seat is 19A in the middle section of
the plane. Your boarding gate is 7. You
will have to pass through the scan-
ner before you board the airplane.
- Everybody is checking something
here. They even may ask you to
take off your clothes… Don’t you
think that security officers go too
far in taking measures against
terrorists?

- <, ������ �	 �	���	
��	�� �	��
�� ��"	�	 � �	 
� ������� �

��	�	 ��.
- ,��	��� �� ���� � ������
	�. '	-
�� � �
�	 �� ��
	 �	 ����	 � ��
�.
- ! �	
�� ����	� "� ���������
�����	 ��.
- '���� ��
	�	. %� �� ����	� �	
����	 ����
� �����. *��	 �	 ��	�
����"� ����� �	
	�.
- <�� �� �����	�	 
	��	, 
��������.
@������ �� � 19# � ����	�	 �	
�	�����	. 9�(���� �� � ����� 7.
8����	 �	 ��������� ���� �
����	
����� �	 �� 
	���� �	 �	�����	.
- !��
� ��������	 ��"� ��
.
@�
	� ���� �	 �� �	
	�	� �	 ��
��������... *� ������� ��, ��
���� ��������� �� ��
�������	
���
	���	� � ����	���� �	 ���
�
���"� �����������?

check-in [
ʧekin] ��
������	�
transparent [træns
p&�r�nt] �����	���

ridiculous [ri
dikjul�s] ������
jam-packed [
d�æmpækt]
������
	�, ���������

� Ïóíêòîâåòå çà ïðîâåðêà â ÑÀÙ ñà íåïîñðåäñòâåíî ïðåäè âëèçàíå â ñàìî-
ëåòà. Òðÿáâà äà ïðåìèíåòå ïðåç ñêåíåð. Ñëóæèòåëèòå ïî ñèãóðíîñòòà ìîæå

äà ïîèñêàò äà ïðîâåðÿò âàøèòå äðåõè è äæîáîâå. Ïîâäèãíåòå ðúöåòå ñè è
ñòîéòå ìèðíî. Â íÿêîè ñëó÷àè ìîãàò äà ïðîâåðÿò äîðè è îáóâêèòå âè. Âèíàãè
áúäåòå ó÷òèâè è âíèìàòåëíè.

Ïðè ïðèñòèãàíåòî âè â ÑÀÙ èìèãðàöèîííèÿò îôèöåð ùå ïîñòàâè â ïàñïîðòà
âè çàëåïâàùà ñå îòìåòêà. Íåîáõîäèìî å òÿ äà áúäå îòñòðàíåíà ïðè
çàìèíàâàíåòî âè îò ÑÀÙ.
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‘Alpha Airlines announce the

departure of Flight 768 to Boston.

All passengers for this flight

please proceed to gate 7 and

have your boarding cards ready.’

“Àëôà åúëàéíñ” îáÿâÿâà èçëèòà-

íåòî íà ïîëåò 768 çà Áîñòúí.

Âñè÷êè ïúòíèöè çà òîçè ïîëåò,

ìîëÿ äà ïðåìèíeòå êúì èçõîä

7 è äà ïðèãîòâèòå áîðäíèòå ñè

êàðòè.”

departure [di
pa:ʧ�] �	���	�	��

4.
‘This is your captain. My name
is John Collins and I’d like
to thank you for choosing Alpha
Airlines. Welcome aboard our
Boeing 767, flight 768 to Boston.
We’re just waiting for clearance from
Air Traffic Control and then we’ll be
on our way to take off. I’d like to
remind you to keep your seat belts
fastened, and also that smoking is
not permitted on this flight.’

“7����� �	���� 
	���	�. ,	��	�
�� '��� ,����� � ��
	� �	 ��
��	
��	��, �� ����	(�� „#��	
���	���”. '���� ����� �	 ����	
�	 ����
 767, ����� 768 �	 ������.
! ������	 ��	
�	�� �	��������
�� ,������	 �	 ��������� ��	��

� "� �� ���
����� �	 �����	��.
9�
	� �	 �� �	����� �	 �	
�������

��	���� ��, 
	
�� � �� �� ����� �	
�����	 �� �� �	����	�	 �	 �� ����.”

clearance [
kli�r�ns]
�	�������� �	 �����	��
(
	&	��)
take off �����	�
(çà ñàìîëåò)
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Ïúòóâàíåòî çà áúëãàðè â ñòðàíèòå îò ÅÑ íå å ìåæäóíàðîäíî. Êîãàòî
ïðèñòèãíåòå íà ìèòíè÷åñêèÿ ïóíêò â ëåòèùå íà ÅÑ, ùå âèäèòå òðè

5.
Your captain speaking. We’re now
going to land in Boston. It’s now 8.30
local time and the temperature on the
ground is 65 degrees Fahrenheit with
clear skies. Please, remain in your
seats with your seat belts fastened
until the aircraft has come to a com-
plete stop. Thank you for choosing
Alpha Airlines and we hope you’ll fly
with us soon again.

7����� �	���� 
	���	�. %� 
	&���
� ������. $�
	 � 8,30 ������ ���-
�� � ������	���	�	 �	 �����	 � 65

�	���	 �� A	���(	��, ������� �
����. @���, ���	���� �	 ����	�	 ��
��� �	
���	�� 
��	��, ��
	�� �	-
������� �	����� ����. ��	
��	��
��, �� ����	(�� „#��	 ���	���” � ��
�	���	��, �� �
��� ������ "�
������ � �	�.

6.
- Good morning. Have you got
anything to declare?
- Well, I have two bottles of wine.
- There’s no need to declare them.
They’re for your personal use.
Anything else?
- Yes, I have some perfume.
- How much perfume have you got?
- One bottle, 50 ml I think.

- Is that all?
- Yes. That’s it.
- That’s OK then.
You can go through.

- '���� ����. 9�	�� �� ��"� �	
��
�	���	��?
- <, ��	� ��� �����
� ����.
- *��	 ����	 �	 
� ��
�	���	��.
8� �	 �	 �	�	 ����	 �������	.
*�"� ���
�?
- '	, ��	� �	�
� �	��3�.
- ,��
� �	��3�� ��	��?
- <��� �����&�, 50 ��������	
�����.
- 8��	 �� � ����
�?
- '	. 8��	 �.
- 8�
	�	 ����
� � �	���.
@����� �	 ������	�	��.

�
êîðèäîðà. Çåëåíèÿò å çà òåçè, êîèòî íÿìàò êàêâî äà äåêëàðèðàò. ×åðâåíèÿò å
çà õîðàòà, êîèòî èìàò ñòîêè çà äåêëàðèðàíå. Òðåòèÿò êîðèäîð å ñèí è å çà
ãðàæäàíè íà ñòðàíè-÷ëåíêè íà ÅÑ. Ìèíåòå ïðåç íåãî, òúé êàòî íå ïîäëåæèòå íà
ìèòíè÷åñêà ïðîâåðêà è âàøàòà íàöèîíàëíîñò íå å îò çíà÷åíèå.

�
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7.
- Good morning.
Where are you coming from?
- Sofia, Bulgaria.
- Fine. May I see your passport?

- Here you are.
- What is the purpose of your visit?
- Business. I’m visiting my
company’s headquarters.
- And how long are you going
to stay in the United States?
- Only a week.
- Fine. Here’s your passport back.
Welcome to the United States.
- Thank you.

- '���� ����.
2� 
��� ���	��?
- $����, ���
	���.
- '����. @�
	 �� �	 ����
�	�����	 ��?
- 5	�����	���.
- ,	
�	 � &���	 �	 ����"������ ��?
- ������. 1���"	�	� &����	�	�	
�	 ����	 ����	.
- 9 
��
� ���
� "� ���	����
� $���������� "	��?
- $	�� ���	 �����&	.
- '����. <�� �� �	�����	 ���	���.
'���� ����� � $���������� "	��.
- ��	
��	��.

14.

�
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ÃÐÀÌÀÒÈ×ÍÀ ÑÏÐÀÂÊÀ

Ñòðàäàòåëåí çàëîã

� $��	�	������� �	��
 �� ���	���	 � ����"�	 �	 
�	
��	 to be � ����-
������� ����� � ���	���� ���	�	����� ����	���� �	 ��������� 
�	
��.

� ���	�	����� �	��
 � ��
	��� ������ �����
Your return date is fixed.

'	�	�	 �� �	 ���"	�� � ��
���	�	.

You are allowed to take only a small bag.

;	����	�	 �� �� �	 ������� �	�� ���	 �	�
	 �	��	.

� ���	�	����� �	��
 � ���	�� ������ �����

Those seats were sold out months ago.

2���� ����	 ��(	 ����	���� ����� ����&�.

� $��	�	����� �	��
 � ���	��� 
�	
��

These form must be kept in your passport.

8��� �������� �����	 �	 �� ��(�	���	 � �	�����	 ��.

� $��	�	����� �	��
 � ����"� �����

Dinner will be served in 30 minutes.

!������	 "� ���� ������	�	 ���� 30 ������.

� to have/get something done

8��� ���	� � ���
� �	�������	���	 �	����	 
������
&�� � 	�
����
��
���
. $����� �� �� 
�	
��	 have (��-���
� get) � ����������� �����,
������������ � ���	���� ����	���� �	 
�	
��	.

You can have your eggs poached.

E�&	�	 ��
	� �	 �� ��	��� �	 ���.

I’m having my hair cut tomorrow.

+��� "� �� ��������	 
��	�	.

I want to have these letters copied.

9�
	� ���� ����	 �	 �� 
����	�.

� ! ���������, ������	"� 
�	
��� � ���	�	����� �	��
, ���
������
������������ �	 ���������� �� �� ������	. #
� ���	 ��	��, ��� ��
������	 � ������
	 by.

He was invited to the wedding by my mother.

8�� ���� ��
	��� �	 ��	��	�	 �� �	�
	 ��.
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8.

- I’ll be with you right now, Madam.

How can I help you?

- I’ve lost my luggage, or rather

you’ve lost my suitcase. It wasn’t

on the carousel when we arrived.

- Have you asked someone

at Baggage Loss?

- Yes, I have. They told me to see

my tourist agent first.

That will be you, won’t it?

- Yes, sure. Could you please just

fill in this claims form here and we’ll

see what we can do.

- That’s disgusting!!!

Four days later

- May I speak to Mrs Stoycheva?

- Speaking.

- This is Kate Holms from Redwood

Airlines. You lost your suitcase four

days ago, didn’t you?

- !���	
	 ���	�, 
������.
$ 
	
�� ��
	 �	 �� ����
�	?
- 5	
���( �� �	
	�	, ��� ��-����� ���
��� �	
����� 
��	�	 ��. *� ���� �	
����	�	, 
�
	�� ������
�	(��.
- 1����	(�� �� ��
�
�
�	 “9�
���� �	
	�”?
- '	, ���	(. ,	�	(	 �� �	 �� ����
����� � ��� ����������
� 	
���.
8��	 ��� ���, �	��?
- '	, �	����	 ��. ��(�� �� �������-
��, ����, ���� �������� �	 ��
�	-
�	&�� � "� ����� 
	
�� ����� �	
�	��	���.
- 8��	 � ����	�������!!!

×åòèðè äíè ïî-êúñíî

- @�
	 �� �	 
����� � 
-�	 $������	?
- *	 �������	.
- ,��� 6���� �� “;����� ���	���”
�. 5	
����� ��� �� 
��	�	 �����
������ ���, �	��?

�
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- Well, actually I didn’t lose it.

You lost it.

- Yes, well, we have good news

for you. We found your luggage,

Mrs Stoycheva.

- Wonderful. Thank you.

Where is it now?

- I have it with me. We’re terribly

sorry but it went from Boston on the

flight to Athens. Then it was brought

to New York and then it was sent

back to Sofia.

- Oh, I see. It made a trip round the

world. I wish I were it.

Can you send it to my home

address?

- Of course. Will you be there in the

afternoon, let’s say 4 p.m.?

- Yes, I’m at home.

- <, ���"���� �� ��� 
� �	
����	
	�. !�� ��� 
� �	
�����.
- <, �	, �� ��	�� ����� ������
�	 �	�. *	����(�� �� 
��	�	,

������ $������	.
- D������. ��	
��	��.
,��� � ��� ��
	?
- 1�� ��� �. +�	��� ���	���	��,
�� �� ������ ��� � ���
�	� � �����
�	 #���	, ���� ���	 � �	�����
�� *3 ?��
 � ��
	�	 � ����	�
� $����.
- 2, �	����	�, �	��	��� � �
�������-
�
� �����������. ��( ���	�	 �	 ���
�	 ��
��� �����. @����� �� �	 �� 
�
����	���� �	 ���	���� 	����?
- ;	����	 ��. %� �� ������ �� �	�
��������, �	 
	��� � 4 �	�	?
- '	, � 
�"� ���.

carousel [k�
rauz�l] �����"	 ��
����	 �	 �	
	�

claims form �������� �	 ��
�	�	&��

9.

‘Usually I fly to Heathrow. Then I

catch a train to Runcorn. Normally

the company sends a car to meet

me from the station. And if there

isn’t a car, I take a taxi to the site.

It takes about 30 minutes. But this

time I’m catching a connecting

flight from Heathrow to Manchester

because it’s quicker, and I have to

be there as quick as possible. But

in fact I prefer the train.

I can work on the train. It gives me

a chance to think. Plus it saves a

little money.’

“2��
������ ���� �� 6������. $���
���	 (�	"	� ��	
 �� ;	�
���. 2��-

������ ����	�	 ����	"	 
��	 �	
�� �����"�� �	 
	�	�	. # 	
� ���	

��	, ����	� �	
�� �� �������. 2�-
���	 �
��� 30 ������. *� ���� ���
����	� ����� � ���(������� �� 6��-
���� �� @	�������, �	"��� � ��-���-
��, 	 	� �����	 �	 ��� �	� ������-
�� �	�-�����. *� ���"���� ������-
���	� ��	
	. !�� ��	
	 ��
	 �	 �	-
����. 8��	 �� �	�	 ���������� �	
�����. 1�3�  �������	�� �	 �	�
�
�	��.”
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10.

- Excuse me, can you tell me how

to get to the Stock Exchange?

- Oh, yes, sure. You can take

a taxi or you can take the tram.

Tram is the best idea.

It’s the number 7 which says George

Washington Square on the front.

- Seven, George Washington…

- How often do the trams run?

- Every five minutes, I guess.

- Where can I buy a ticket, please?

- You’ll need to get a ticket from

the machine before you get on.

At the sixth stop you get off,

cross the road and walk on for about

50 metres. The Stock Exchange

building is on the right. You can’t miss

it because there is a big stone eagle

in front of it.

- A stone eagle. OK, fine. Thank

you very much, indeed.

- You’re welcome.

- 9�������, ������ �� �	 �� 
	����

	
 �	 ���
�	 �� ������	�	 ����	?
- 2, �	, �	����	 ��. @����� �	 ���-
���� �	
�� ��� ��	��	�.
8�	��	�� � �	�-������� �������.
*���� 7, �	 
���� ������ ����
“1��"	� “'����� !	���
���”.
- $����&	, “'����� !	���
���”...

- ,��
� ����� ���	�	� ��	��	���?
- *	 ���
� ��� ������, �����.
- 2� 
��� ��
	 �	 �� 
��� �����,
����?
- 8����	 �	 �� ������� ����� ��
�	���	�	 ����� �	 �� 
	����.
*	 ����	�	 ����
	 ����	��, �����-
�	�� ���&	�	 � ������� �
��� 50 ���-
�	. $
�	�	�	 �	 ������	�	 ����	 �
�	 �����. *� ������ �	 � ������-
����, �	"��� ��	 ���� 
���� 
	��-
��� ���� ���� ���.
- ,	����� ����. '����, �������.
@��
� �� ��	
��	��, �	�����	.
- *��	 �	"�.

Ìåñòîèìåíèÿòà little è few, óïîòðåáåíè áåç ÷ëåí, îçíà÷àâàò ìàëêî, ïî÷òè
íèêîëêî è èìàò îòðèöàòåëåí ñìèñúë. A little, a few oçíà÷àâàò íÿêîëêî,

guess [ges] �������	
	�, ����	�

11.

‘I remember my boss George telling

me about something that happened

three years ago when he decided to

go from San Francisco to Los

Angeles. He told me he was going

to fly but at the last moment he

changed his mind.

“$������ �� ��� ��� '�����,

���� �� �	�
	�	 �	 ��"�,
������� �� ����� ��� 
�����,

�
	�� ����� �	 �����	 �� $	�
A�	�&��
� �� F�� #�������. ,	-
�	 ��, �� "�� �	 ����, �� � ������-
��� ������ �������� ��������� ��.

�
ìàëêî è èìàò ïîëîæèòåëåí ñìèñúë. Òàêà little money îçíà÷àâà ïî÷òè íèêàêâè
ïàðè, à a little money - ìàëêî, èçâåñòåí áðîé ïàðè.

�
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He was afraid of flying and got

panicked. He said he would travel

by train. Somebody had told him

there was a convenient express

train and he could make reserva-

tions for the sleeper. Something

kept him in the office and when he

went to the station the train had

already left. He gave me a call and I

advised him to take the bus and to

book a round trip ticket. He said he

wanted a one-way ticket as he was

going to hitch-hike on his way back.

A friend of his had hitch-hiked on

the same route and it had been an

exciting experience.

George decided to try it, too.

Can you imagine, it took him a

whole week to go and come

back while it takes only

an hour and something to get

to LA by plane?

A queer fellow is my boss George!’

8�� �� ���	(��	�� �� �������� �
�� � ���	���. ,	�	, �� "� �����	
� ��	
. *�
�� �� ��� 
	�	�, ��
��	 ������ �
����� � ����
�	 �� �	��	�� ������	&�� �	
��	��� �	
��. *�"� 
� �	����	��
� �	���	�	 � 
�
	�� ������ �	

	�	�	, ��	
�� ���� ��� ���
�	�.
8�� �� �� ��	�� � 	� 
� ��������	(
�	 ����� 	������	 
	�� �� �	�	��
����� �	 ����	�� � ���"	��. ,	�	,
�� ��
	 ����������� �����, �	"���
"�� �	 �����	 �	 	������� �	
���"	��. <��� ��
�� �������
�����	� �	 	������� �� ��"��
�	����� � �������	���� ����
���	(����. '����� ����� ��"�
�	 ����	. @���� �� �	 ��
������	���, ���� �� &��	
�����&	 �	 ����� �
�	 �� �����, ��
	�� ��� �	�����
�� <� <� � �	�� �	� � ��"�?
$��	��	 ���&	 � ���� ��� '�����!”

convenient [k�n
vini�nt]
������
sleeper [
sli:p�]
��	��� �	
��
hitch-hike [
hiʧhaik]
�����	� �	 	�������
queer [kwi�]
���	���, ���	�
fellow [
felou]
�������, 
���
	



215

12.

- Good afternoon. May I help you?

- Yes. Do you have any vacancies

starting tonight?

- Yes, Sir, we do.

Is that a single or a double room?

- A single.

- How long would you like to stay?

- For three nights.

- Will you be paying by cash

or by credit card?

- Yes, Visa. Here you are.

- That’s Mr Huston. I’ll just swipe

your credit card. Would you please

complete the guest registration

card?

A minute later

- Here’s your credit card, Mr

Huston, and your room key. Your

room is 566, on the fifth floor.

- Thank you.

- This is your room charge card.

You’ll need this if you charge

anything in the restaurant or lobby

shops. Could you sign it here?

- Thank you. Oh, is the restaurant

still serving lunch?

- Our main restaurant closes at two

o’clock, but you can get something

to eat at the All-Day coffee shop.

It’s just across the lobby.

- Thanks a lot.

- You’re welcome. Enjoy your stay

with us.

- '���� ���. @�
	 �� �	 �� ����
�	?
- '	. 9�	�� �� �������� ����	
�� �	�� �����?
- '	, 
��������, ��	��.
<������	 ��� �����	 ��	�?
- <������	.
- ,��
� ��
	�� �	 ���	����?
- 8�� ������.
- ! ���� �� "� ��	����
��� � 
������	 
	��	?
- '	, “!��	”. 5	�����	���.
- 8��	 � 
������� 63����. 5	 �	�
�
"� �� “�	��
�	” 
������	�	 
	��	.
��(�� �� ���������
��
����	&������ ��������?

Ìèíóòà ïî-êúñíî

- 5	�����	��� 
������	�	 ��

	��	, 
-� 63���� � �	��� 
�3�.
$�	��	 �� � 566, �	 ����� ��	�.
- ��	
��	��.
- 8��	 � �	�(���	�	 
	��	 �	 �	�	�	
��	�. %� �� � ����(����	, 	
� ��

����� ��"� � ������	��	 ���
�	
	������ ��� ��	����. @����� ��
�	 � ��������� ��
?
- ��	
��	��. 2, ������	����
������	 �� �"� ����?
- *	���� 
�	��� ������	�� �	��	��
� ��	 �	�	, �� ������ �	 �� 
�����
��"� �	 ����� �� &�����������

	����. 8� � ����� ���"� ��	����.
- ��	
��	�� ���
�.
- *��	 �	"�. 1������ ���
	��	��
� �	��� (����.

vacancy [
væk�nsi] �������	 ��	� swipe [swaip] �	�
. �	��
	�,
�
�	��	�

�
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13.

An SMS from the Koenig Hotel

in Amsterdam

‘Hi Cathy. The hotel is quite small

but situated near the harbour and

there’s wonderful view from my

window.

The flight took only an hour. I met

Jill on the plane. She gives you her

best regards. The weather is quite

warm but a bit cloudy. Tomorrow I’m

catching the plane to Hong Kong.

Kisses. Robert.’

ÑÌÑ îò õîòåë “Êüîíèã”

â Àìñòåðäàì

“5��	���, ,	��. 6������ � ����	
�	��
, �� �� �	���	 ��
�����	��"��� � �� ��� �������&
�� ��
���	 ������	 
���
	.
1������ ���� �	�� ���� �	�.
! �	�����	 ���"�	( '���. 8� ��
����	"	 ���
� �����	��. !������
� ����	 �����, �� � �	�
� ���	���.
+��� (�	"	� �	�����	 �	 6��
 ,��
.
w����
�. ;�����.”

harbour [
ha:b�] �����	��"�

HOTEL RITZ PARIS

Rooms Size View from Extra Fax, video, Computer Rates

the room bed for tape and printer

children recorder

Superior 323 sq.ft Cambou yes yes yes 680 euros

Streer

Superior 366 sq.ft Garden yes yes yes 720 euros

executive

Marcel 400 sq.ft Garden yes yes yes 770 euros

Proust
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14.

- Hello. Victoria Guest House.

- Hello. My name is Stoyan Mihov.

I’m calling from Bulgaria. I’d like to

book accommodation in your guest

house.

- Can you hang on a minute,

please, while I check on the

computer… So when are you

thinking of coming?

- Well, I want two double rooms

for five days from the 1st of August.

- Oh yes. We have rooms which

overlook the garden and rooms

which look onto the Old Square.

Which ones do you prefer?

- How much the Old Square rooms

cost?

- They’re a bit more expensive, 80

euros a night, breakfast included.

- Oh, that’s too expensive.

What about the garden rooms?

- They are cheaper.

40 euros a night.

- I think I’ll discuss the rates

with my colleagues.

May I call you tomorrow?

- Yes, of course, but please be

punctual, we’re very busy at this

time of the year.

- OK, I’ll call you back tomorrow

by 11 o’clock. Good bye.

- Bye-bye.

- #��. D	���� �	����� “!�
�����”.
- 5��	�����. ,	��	� �� $����
@�(��. 2�	��	� �� �� ���
	���.
��( ���	� �	 ��������	�
����"���� ��� �	��� �	�����.
- @����� �� �	 ���	
	�� �	
�������	 �	 �	�
�, ����, ��
	��
������� � 
���3���	... 9 �	
	,

�
	 ������� �	 ������
����?
- #��, ��
	� ��� ������ ��	�
�	 ��� ��� �� ����� 	�
���.
- '	. 9�	�� ��	�, 
���� 
���	�

�� 
�	���	�	 � ��	� � ��
���

�� $�	��� ���"	�. ,��
���������	��?
- ,��
� �����	� ���� � ��
���

�� $�	��� ���"	�?
- 8� �� �	�
� ��-�
���. 80 ����
�	 ����� � �
�3���	 �	
��
	.
- 2, ���	 � ���
� �
���.
#�� ��	��� 
�� 
�	���	�	?
- 8� �	 ��-������.
40 ���� �	 �����.
- @����, �� "� �����	 �	 
�����
�	 �	���	�	 � ����� 
���
�.
@�
	 �� �	 �� �� ��	�� ����?
- '	, �	����	 ��, �� ������ �����,
��� ��� ���
� �	���	���� �� ���	
����� �	 
����	�	.
- '����, "� �� �� ��	�� ����
�� 11 �	�	. '����	��.
- '����	��.

accommodation [�
k�m�deiʃn]
�	��	���	��, ����"����, 
�	����	

punctual [
p�ŋkʧu�l] �����

�
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15

- Hello. Is that the Ocean Hotel?

- Yes, it is.

- I’m calling from KFT Engineering.

I’m just checking that our booking

for the 28th is OK.

- What name is it?

- KFT Engineering.

It’s a Belgian company.

- When did you make the booking?

- On the 1st and we confirmed it

on the 10th.

- I’m afraid we have no

record of that booking.

- Are you sure?

- Yes, it’s not entered here.

- Oh well, can I book

a double room for the 28th?

- I’m sorry we have no doubles left

that night. I can only offer you two

singles.

- When do you have a double?

- Not until the 2nd of next month.

I’m terribly sorry

about the inconvenience.

- #��. 6���� “2����” �� �?
- '	.
- 2�	��	� �� �� “,�� <� 8� <����-
������
”. $	�� ��������	� �	��
�	�	�	 ������	&�� �	 28 � �	���.
- *	 
�� ��� �?
- “,�� <� 8� <����������
”.
���
���
	 ����	 �.
- ,�
	 �	��	��(�� ������	&���	?
- *	 ����� � � ��������(�� �	 10.

- $��	(��	� ��, �� ���	��
�	���	�	 �	�� ������	&��.
- $�
���� �� ���?
- '	, �� � ����	�	 ��
.
- 2, �����, ��
	 �� �	 ��������	�
�����	 ��	� �	 28?
- $��	���	�, �� ���	�� ���	�	��
������ ��	� �	 ��
	�	. @�
	 �	��
�	 �� �������	 ��� ��������.
- ,�
	 ��	�� ������?
- *� ����� ����� �����	"�� ����&.
@��
� ���	���	�
�	 ������������.

We have no record of that booking.

*��	�� �������	�	 �	
	�	
������	&��.

enter [
ent�] �����	�, ��
������	�

16.

- Hello. I would like to check

in for a room here.

- OK. Single rooms are available on

the second floor. The rate is 40

dollars plus tax.

- And what do I get

in the single room?

- Well, it has a double bed, a bath

with a shower, a TV set, a radio, a

PC, the Internet is also available.

- 5��	�����. 9�
	� �	 ��
��
������	� � ��	� ��
.
- '����. <������� ��	� ��	 �	
�	���������� �	 ������ ��	�.
w��	�	 � 40 ���	�	 ��3� �	��
	.
- 9 
	
�� �����	�	�
� �������	�	 ��	�?
- #��, � ��� ��	 ������ ��
��, �	��
� ���, ���������, �	���, ������	-
��� 
���3���, �������� ��"� ��	.

�
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- Is breakfast included?

- We offer buffet.

Everything you eat is

included in the room’s price.

- That’s fine. Can I check

in right now?

- OK, would you fill in the registration

form? Just fill in your name, address,

the license number of your car.

And your signature right here.

- Do you want to see my ID?

- Ah, that’s not necessary.

Let me get you the key. It’s electronic.

Please, remember not to leave the

key inside because we can’t unlock

the door then. Your room is located

on the second level.

- Thank you very much.

- You’re welcome. Buffet is in the

morning from 7 till 10. If you need

any help just call the reception.

Room service is also available.

- 5	
��
	�	 �
�3���	 �� �?
- 1����	
	�� �����
	 �	�	.
!���
�, 
	
���� 
�������	��, �
�
�3���� � &��	�	 �	 ��	��	.
- 8��	 � (��	��. @�
	 �� �	 ��
��
������	� ����	
	?
- '	, ��(�� �� ��������� ��
����	-
&������ ��������? $	�� �� ����-
�� �����, 	����	, ��
����	&������
����� �	 
��	�	 ��. 9 �	��� ���-
��� ����� ��
.
- 9�
	�� �� �	 ������ ����	�	 ��

	��	?
- #, ���	 �� � ����(�����. D	
	���
�	 �� �	� 
�3�	. <��
������ �.
$	�� �	 �� 
� �	��	���� ����� �
��	��	, �	"��� ����� �� ����� �	
��
�3��� ��	�	�	. $�	��	 �� ��
�	���	 �	 ������ ��	�.
- ��	
��	�� ���
�.
- *��	 �	"�. e����
	�	 �	�	 � ��-
���� �� 7 �� 10. #
� �� � ����	 ��-

	
�	 ����", ��	���� �� �	 ��&��-
&���	. 1����	
	�� � ��� ������.

buffet [
bufei] �3���
signature [
sign�ʧ�] ������

license number [
lais�ns 
n�mb�]
��
����	&����� �����

Ïî-ãîëåìèòå õîòåëè â ÑÀÙ ïðåäëàãàò â äâîéíèòå ñè ñòàè
ïî äâå äâîéíè ëåãëà. Äåöàòà îáèêíîâåíî ñå íàñòàíÿâàò
áåçïëàòíî â ñòàÿòà ñ ðîäèòåëèòå ñè.

�
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17.

- Hello. Front Desk?

- Yes?

- This is Irena Pencheva,

room 201.

- What can I do for you,

Ms Pencheva?

- The air-conditioning isn’t working.

It’s hellish hot inside.

- I can’t understand that. Have you pre-

ssed the bottom with the snow flake?

- Yes, I have. I’ve been trying to fix

the temperature at 20 degrees but

it’s impossible and it’s still terribly

hot. I can’t sleep.

- Well, maybe if you wait

a while it’ll cool off.

- I can’t wait any longer.

I have a very important meeting

today and I want to relax for a while.

- I’m sorry, Ms Pencheva.

I’ll contact maintenance

and have them send someone up.

- How long will that be?

- The engineer will be there within

two minutes.

- OK, but don’t send anyone for five

minutes because I’m still

in the bathroom.

- #��. ;�&��&���	?
- '	?
- 2�	��	 �� 9���	 1�����	,
��	� 201.
- ,	
�� ��
	 �	 �	��	�� �	 �	�,

-&� 1�����	?
- ,���	��
�� �� �	����.
!���� � 	��
� 
���"�.
- *� ��
	 �	 �	����	 ���	. *	���-
�	(�� �� 
������ ��� ������
	�	?
- '	, �	����	( 
�. 2����	� �� �	 �	-

�	�� ������	���	�	 �	 20 
�	���	,
�� � ���������� � ��� �"� �
��	��� 
���"�. *� ��
	 �	 �	���.
- <, ���� �� 	
� ���	
	�� �	�
�,
"� �� �(�	��.
- *� ��
	 �	 �	
	� ������.
'��� ��	� ���
� �	��	 ���"	
� ��
	� �	�
� �	 �� �����	.
- $��	���	�, 
-&� 1�����	.
%� �� �����	 � �������
	�	
� "� ����	�� ��
�
� 
���.
- ,��
� ���
� "� ��	� ���	?
- 8�(��
�� "� ���� �	� ����
��� ������.
- '����, �� �� ����	"	��� ��
�
�
�� ��� ������, �	"��� ��� �"�
��� � �	���	.

hellish hot

	��
� 
���"�
snow flake

������
	
I’ll have them

send someone up.

%� 
� �	
	�	�
�	 ����	���
��
�
� 
���.

�
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18.

- Hello. I’d like

to rent a car.

- Would you like a three door

or a five door one?

- A three door would be fine, bottom

of the range. I only need it for a

couple of days.

- We’ve got a Peugeot 206

for 100 �uros plus insurance.

- That sounds fine.

I like Peugeot.

- What sort of insurance would you

like? There’s third party, third party

fire and theft and the fully compre-

hensive cover.

- I’ll take the fully comprehensive.

- Fine. Can I see your license, sir?

- There you are.

- Thanks. Now fill in this

form with your name, address and

payment details… Right.

Your signature here, please. You’ve

got a full tank. You should return the

car filled up by Tuesday morning.

Any problems, we’ve got

a 24 hour call service.

You can find the phone

number in the car.

- Great. Thank you very much.

- 5��	�����. ��( ��
	�
�	 �	��	 
��	.
- $ ��� ��� � ��� ��	�� ��
	��?

- $ ��� ��	�� "� � �����, ��������
�	�-�	�
	�	. *���(����	 �� � �	��
�	 ��
��
� ���.
- 9�	�� 1��� 206
�	 100 ���� ��3� �	���	(��
	�	.
- 8��	 ����� �������.
6	����	� ������.
- ,	
�� ��� �	���	(��
	 ��(�� ��-
�	��? 9�	 
�	��	��
	 ��
��������,

�	��	��
	 ��
�������� ��3� ��-
�	� � 
�	��	 � �	���	(��
	
����� ��
�����.
- %� ����	 ����� ��
�����.
- D������. @�
	 �� �	 �� ����
���)���
	�	 
���
	, 
��������?
- 5	�����	���.
- ��	
��	��. $�
	 ��������� ����
�������� � �����, 	����	 �� � ��-
��������� �	 ��	"	����… '����.
!	���� ������ ��
, ����. ;������-
	��� �� � �����. 8����	 �	 �������

��	�	 �	�����	 �� ������
 ������-
�	. #
� ��	 ��������, �	����	
	-
�� � ��	����� � �������	��� 
��
������. %� �	������ ����������
����� � 
��	�	.
- $����. @��
� �� ��	
��	��.

fully comprehensive cover

����� ��
�����
tank [tæŋk] �������	�

Ïðè íàåìàíåòî íà êîëà íå çàáðàâÿéòå äà ñè íàïðàâèòå çàñòðàõîâêà â
ñëó÷àé íà êàòàñòðîôà (collision damage waiver, personal accident insurance)�

Îñíîâíàòà îñèãóðîâêà íå ïîêðèâà ùåòè ïðè àâòîçëîïîëóêè ïî âàøà âèíà.
Íÿêîè êîëè ñå îòäàâàò ïîä íàåì çà íåîãðàíè÷åí ïðîáåã, ïðè äðóãè òðÿáâà äà ñå

ïëàùà äîïúëíèòåëíî çà êèëîìåòðèòå (ìèëèòå) íàä îïðåäåëåí ëèìèò.
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20.

- Good morning. I’m checking out.

May I have my room bill?

- Are you Tanya Raeva, room 654?

- Yes.

- Your bill is 456 euros.

- How much? 456 euros?! There

must be something wrong with it.

- What exactly do you mean?

- Look at the minibar charge for 23rd. I

had only a bottle of tonic and you

charge me three bottles instead.

- I’m sorry. Let me just call up your

account on the screen. Please,

have a look. Twelve euros for three

bottles of tonic.

- In fact I took out three bottles of

tonic but I didn’t need all of them so

I put back two and I drank only one.

- Yes, but there is an automatic

charge system. No problem. The

maid will have a look and I’ll delete

the extra bottles right away.

- Well, that’s very kind of you.

I had no idea that the fridge

was automatic.

Thank you.

19.

- I’m calling about my room.

- Is there a problem?

- The room needs cleaning. There are

no sheets on the bed. And there is no

water in the bathroom. I was having a

shower when it went off.

- I’m very sorry, madam. I’ll send

someone immediately. It’s room

306, isn’t it?

- Yes, it is.

- 2�	��	� �� �	 ����	 ��	�.
- 1������ �� ��	?
- $�	��	 ��	 ����	 �� �������	��.
*��	 �	��	�� �	 ��
����. *��	 �
���	 � �	���	. !���	( �� ���,

�
	�� �� ����.
- @��
� ���	���	�, 
������. %�
����	�� ����	
	 ��
�
�. $�	� 306,
�	��?
- '	, ��"	�	.

- '���� ����. *	���
	�. @��� ��
�	 �����	 ����
	�	 �	 ��	��	 ��?
- !�� 8	�� ;	��	 �� ���, ��	� 654?
- '	.
- $���
	�	 �� � 456 ����.
- ,��
�? 456 ����?! 9�	 ��"�
������� � ���	.
- ,	
�� ����� ��	�� �������?
- !���� � ����
	�	 �	 �����	�	 �	
23. $	�� ���	 �����
	 ����
 ���
����	, 	 ������ ���	 ��� ��
�	
���	�� ��� �����
�.
- $��	���	�. *�
	 �	 �������
����
	�	 �� �	 �
�	�	. @���,
��
�������. '�	�	����� ���� �	
��� �����
� ����
.
- !��"����, 	� ���	��( ��� �����
�
����
, �� �� �� �����	(	 ����
�,
���	��( ����� � ����( �	�� ���	�	.
- '	, �� ������	�	 �	 �����	�� � 	�-
���	����	. *��	 �������. ,	����-
��
	�	 "� ��
����� � 	� ����	
	 "�
�� �	(�	 �������������� �����
�.
- <, ���	 � ���
� ���� �� �	�	
���	�	. *��	( ������	�	, ��
(�	�����
�� � 	����	�����.
��	
��	�� ��.
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- That’s all right.

- And can you tell me where the taxi

rank is, please?

- Where would you like to go?

I can order a taxi for you.

- To the railway station.

- OK….Victoria Taxi?

Could you send a taxi to the

Princess Mary Hotel as soon as

possible? We have a client for the

Railway station.

- *��	 �	"�.
- # ������ �� �	 �� 
	���� 
���
� �����
	�	 �	 �	
��, ����?
- ,��� ���	��� �	 �������?
@�
	 �	 �� �����	� �	
��.
- *	 
	�	�	.
- '����… “!�
����� �	
��”?
@����� �� �	 ����	���� ����
�	
�� �� (���� “1���&��	 @���”
�������� �	�-�����? 9�	��

����� �	 
	�	�	.

check out [
ʧekaut] �	���
	� (õîòåë) taxi rank ��	&	, �����
	 �	 �	
���	

Ìíîãî õîòåëè â ÑÀÙ è Åâðîïà èìàò òåëåâèçèîííà ñèñòåìà, ÷ðåç êîÿòî
ïî âñÿêî âðåìå ìîæåòå äà êîíòðîëèðàòå âàøàòà ñìåòêà, èçïèñàíà íà

21.

- Reception. Can I help you?

- Antoaneta Koteva speaking, room

306. Someone broke into my room.

- Oh no! What happened?

Did they take anything?

- Yes, my CDs are missing.

I’m going to make a presentation

of our company tomorrow

and I was about to show them.

- Is anything else missing?

- I don’t think so.

- Please, calm down.

I’ll call in the police.

- ;�&��&��. @�
	 �� �	 �� ����
�	?
- #���	���	 ,����	 �, ��	� 306.
*�
�� � ����	� � ��	��	 ��.
- 2, ��! ,	
�� � ��	�	��?
!���� �� �	 ��"�?
- '	, ����� �����	 
� ���	.
+��� "� ��	�� �������	&��
�	 �	�	�	 ����	
� "�( �	 
� ��
	��	�.
- *�"� ���
� �����	 ��?
- *� �����.
- @���, ����
���� ��.
%� �� ��	�� �	 ����&���	.

�
åêðàíà â ñòàÿòà. Ïðè íàïóñêàíå íà õîòåëà íå å íåîáõîäèìî äîðè äà èçâåñòÿâàòå.
Ñìåòêàòà ùå âè ñå óäúðæè ïî âàøàòà êðåäèòíà êàðòà. Íà òåëåâèçèîííèÿ
åêðàí ñàìî ìîæå äà ïðîâåðèòå äàëè âñè÷êî å íàðåä è àêî íå å, äà èçâåñòèòå íà
ðåöåïöèÿòà.

�
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The police officer

has just arrived

- Hallo, Mrs Koteva. Inspector

Jackson. I’d like to ask you a few

questions. Where did you go today?

- I went to the IT Conference in the

Ritz Hotel. I spent the whole day

there.

- Is there anything missing?

- My CDs. They aren’t here.

- Is there anything else missing?

- No, just the discs, but they are

very important for me. They contain

valuable information which refers to

the operations in our company.

- Do you suspect anybody? I mean

some of your colleagues…

- Oh, no. We were at the conference

together. But wait a moment… Dick

left the hall at about three p.m.

- I see. I should see him, too.

- But why? He will never steal my

discs.

- You want your discs back, don’t

you, Mrs Koteva?

- Yes I do, Inspector. I certainly do.

Ïîëèöåéñêèÿò ñëóæèòåë
òîêó-ùî å ïðèñòèãíàë

- 5��	�����, 
-�� ,����	. 9����
���
'�	
���. 9�
	� �	 �� �	�	� ��-

��
� ������	. ,��� (���(�� ����?
- 2����( �	 
�������&���	 �	
������	&����� ��(����
�� � (����
“;�&”. w���� ��� ���
	�	( �	�.
- *�"� �����	 �� ��?
- @���� �����	. *��	 
�.
- *�"� ���
	 �����	 ��?
- *�, �	�� ����� ���
	, �� �� �	
���
� �	��� �	 ���. $�����	�
&���	 ������	&��, 
���� �� ���	��
�	 �	���	�	 � �	�	�	 ����	.
- 1������	�� �� ��
�
�? 9�	�
������� ��
�
� �� �	���� 
���
�…
- 2, ��. ��(�� �	���� �	 
�������-
&���	. *� �	
	��� �	 ������… '�

�	����	 �	�	�	 �
��� ��� �	�	 ���-
�����.
- ;	����	�. 8����	 ��"� �	 ��
���"�	 � ��
�.
- *� �	"�? 8�� ��
�
	 ���	 �	
��
�	��� ���
����� ��.
- 9�
	�� �� ���
����� ���	���,
�	��, 
-�� ,����	?
- '	, �����
����, �	����	 ��, ��

� ��
	�.

contain [k�n
tein]
������	�
refer to [ri:
f�]
���	��� �� ��
suspect [s�
spekt]
�������	�
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Food and Entertainment
 12.

Õðàíà è ðàçâëå÷åíèÿ

1.

- We’re terribly sorry for being late,

Dr Williams. This is my wife Sonya.

Have you been here long?

- No, it’s all right. I’ve just

ordered my first drink. What

would you like to have?

- Whiskey by all means. We’re in

Scotland after all.

- And what about you, Mrs Danailova?

- I’m not sure.

Would you choose for me?

- If I were you I’d try this brandy.

It’s light, a very special

drink for a lady.

- Do you recommend it?

- I sure do.

- But perhaps I’ll have whiskey, too.

- That’s a good idea.

- Let’s have a look at the menu

and choose the dishes. It’s a pretty

long menu... Mrs Danailova, this is

your first trip to Scotland, isn’t it?

What would you like to eat?

- I’d like to have a typical

Scottish dish. Something local.

- There’s something real local

on this menu. You won’t find

it outside Scotland.

- What is it?

- Haggis. It’s a sheep’s stomach

stuffed with spiced liver,

offal, oatmeal and onion.

It’s served with mashed potatoes.

I’m sure you’ll like it.

 - @��
� ���	���	��, �� �	
����(-
��, �-� +�����. 8��	 � �����
	�	
�� $���. 2��	��	 �� ��� ��
?
- *�, ���	 ��"�. 8�
�-"� ��
�����	( ������� �����. ,	
��
��(�� ���	�� �	 �����?
- +��
� �	 ���
	 &��	. *�� ��� �
e���	���� � 
�	� �	 
�	�"	�	.
- # ���, 
-�� '	�	����	?
- *� ��� ��
���	.
��(�� �� ����	�� ������ ���?
- #
� ��( �	 �	�� �����, "�( �	
�����	� ���	 ������. 8� � ��
�,
���
� ���&�	��� ����� �	 �	�	.
- 1��������	�� �� 
�?
- ;	����	 ��.
- *� ���� �� 	� ��"� "� ��� ���
�.
- 8��	 � ����	 ����.
- '	 ��
������ ���3�� � �	
������� ������	. @��3�� � ����	
���
�... 7-�� '	�	����	, ���	 �
������� �� �����	�� �� e���	����,
�	��? ,	
�� ��
	�� �	 �����?
- ��( ��
	�	 �	 (	��	 �������
����	���
� �����. *�"� ������.
- 8�
 ��	 ��"� �	�����	 ������
� ���	 ���3. *��	 �	 
� ��
�����
����� e���	����.
- ,	
�� � ��?
- 6�
��. 8��	 � ���� �
����,
������� � �����	��� ����� ����,

	�	����, ������� ��	��� � ��
.
$�����	 �� � 
	������� �3��.
$�
���� ���, �� "� �� (	���	.

15.

�
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- It must be delicious.

I’ll have haggis then.

- I know that you’ve been here

before, Mr Danailov…

- Yes, it’s my third trip to Scotland.

I’ve tested a lot of typical dishes.

Now I can’t make up my mind what

to order. I used to eat a lot of fish

but I’ve switched to vegetarian food

lately. I’ll take roasted peppers and

aubergines. What kind of wine do

you recommend?

- I suggest we begin with a dry

white wine and then we’ll see.

- 8����	 �	 � �
����.
8�
	�	 "� �����	� (�
��.
- 5�	�, �� ��� ��� ���� ��
 �����,

-� '	�	����...
- '	, ���	 � ������� �� �����	�� ��
e���	����. 2����	� ��� ���
� ��
��������� �����. $�
	 �� ��
	 �	 ��-
�	 
	
�� �	 �����	�. $��
�	( �	
�� ����	 ���	, �� �	�������
 ���-
���	( 
�� ��
��	��	��
	 (�	�	. %�
����	 ������ ���
� � �	��	��	��.
,	
�� ���� ���������	��?
- 1����	
	� �	 �	������ ��� ��(�
���� ���� � ���� ���	 "� �����.

recommend [�rek�
mend]
���������	�
stuff [st�f] �����
liver [
liv�] ����� ����
offal [�fl] 
	�	����	

oatmeal [
outmi:l] ������� ��	���
I’ve switched to vegetarian food

lately. *	�������
 ������	( �	
��
��	��	��
	 (�	�	.
aubergine [
oub�d�i:n] �	��	��	�

Íà àíãëèéñêè åçèê îòñúñòâà èçðàçúò “Äîáúð àïåòèò!”.
Âìåñòî òîâà ìîæåòå äà êàæåòå íåùî õóáàâî çà ñåðâèðàíîòî ÿñòèå.
This looks good. Èçãëåæäà ìíîãî äîáðå.
That was delicious! Áåøå ìíîãî âêóñíî!

�
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2.

- The Sunset Restaurant.

Collins speaking.

- Hello. I would like to book a table

for a party of five for tomorrow

evening.

- At what time?

- Seven.

- We’re pretty busy tomorrow evening.

I have a table for eight o’clock

but not for seven.

- Eight o’clock will be fine.

Is the table in the garden?

- Yes, of course. In summer we

usually serve in the garden.

- And I just want to check some-

thing else. I haven’t eaten there

before and I have a client who is

vegetarian. Do you have dishes for

vegetarians?

- No problem, Madam. We have at

least three vegetarian dishes on the

menu every day.

- That’s fine.

- May I have your name, please?

- Judy Ferguson.

- Fine, we’ll see you tomorrow,

Ms Ferguson.

- ;�����	�� „$�����”.
,����� � �	 �������	.
- #��. ��( ��
	�	 �	 ��������	�
���	 �	�	 �	 
���	��� �� ���
���� �	 ���� �����.
- 5	 
��
� �	�	?
- $����.
- '���	 ��� �	��� ���� �����.
9�	� �	�	 �	 ���� �	�	,
�� �	 �����.
- 2��� �	�	 � �������.
@	�	�	 � 
�	���	�	 �� �?
- '	, �	����	 ��. 1��� ������
���
������ ������	�� � 
�	���	�	.
- 9�
	� �	�� �	 ������� � ��"�
���
�. *� ��� �� (�	���	 �	�
�����, 	 ��	� 
�����, 
���� �
��
��	��	��&. 9�	�� �� ����� �	
��
��	��	�&�?
- *��	 �������, 
������. 9�	��
���� �� ��� ��
��	��	��
� ����� �
���3�� ���
� ���.
- D������.
- @�
	 �� �	 �� �	���	 �����, ����?
- '���� A��
3���.
- D������, "� �� ����� ����,

-&� A��
3���.

Ïî âðåìå íà îáÿä èëè âå÷åðÿ ñ ÷óæäåñòðàííè ïàðòíüîðè ïîäáèðàéòå äîáðå
òåìèòå çà ðàçãîâîð. Íå å óìåñòíî, àêî öÿë äåí ñòå ãîâîðèëè çà áèçíåñ, äà�

ïðîäúëæèòå äà ïðàâèòå òîâà è äîêàòî ñå õðàíèòå. Àêî âñå ïàê èñêàòå äà ãîâîðè-
òå çà ðàáîòà, èç÷àêàéòå äîìàêèíúò âè äà îòâîðè äóìà. Àíãëîåçè÷íèòå âè ïàðò-
íüîðè ùå ãëåäàò íà âàñ ñ äîáðî îêî, êîãàòî ñ òÿõ ãîâîðèòå çà ïðåêàðâàíå íà
ñâîáîäíîòî ñè âðåìå, çà èíòåðåñè, õîáèòà è ñïîðò. Îáè÷àéíè òåìè ñ íåóòðàëåí
õàðàêòåð ñà âðåìå, õðàíà, ïúòóâàíå. Ùå îòáëúñíåòå ïàðòíüîðà, àêî çàñÿãàòå
ñåêñóàëíè òåìè, çàäàâàòå ïðåêàëåíî ëè÷íè âúïðîñè, ãîâîðèòå çà ïàðè èëè ñå îïëàê-
âàòå îò ôèíàíñîâè çàòðóäíåíèÿ íà âàøàòà ôèðìà. Àêî ñòå äàìà, íå îòêàçâàéòå
ïðåäëîæåíàòà õðàíà ïîä ïðåòåêñò, ÷å ñòå íà äèåòà. “I’m on a diet” íå ñå ïðèåìà
äîáðå â áèçíåññðåäà.
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3.

- Are we ready to order,

gentlemen?

- Yes, sure. Shall we start with

shopska salad and Bulgarian rakya?

- Waiter, can you come here,

please? We would like three

shopska salads and three small

rakya, please.

- Coming.

- George, are you still keen on

skiing?

- Yes, I’ll never leave my ski until I

start using a walking stick. Winter

resorts in Bulgaria are my favourite

place for recreation in weekends.

- You’re right, Tom. Last winter I

learned to ski. You may laugh at

me. A man of forty to start skiing,

but it was really exciting.

- I can understand you. Better late

than never. I learned to play

tennis when I was fifty…

What about your nephew Dimitar?

Is he still playing in German

Hamburger?

- 7����� �� ��� �	 �����	��,

�����	?
- '	, �	����	 ��. '	 �	������ �
����
	 �	�	�	 � ���
	��
	 �	
��?
- $�����)��, ������ �� �	
������� ��
, ����? 9�
	�� ���
����
� �	�	�� � ��� �	�
� �	
��,
����.
- 9��	�.
- '�����, �"� �� �� �	�	��� ��
�
���?
- '	, ���	 �	 ���	�� �
��� ��
	��
�� �	����	 �	 �������	� �	����.
5������ 
������ � ���
	��� �	
�3������ �� ����� �	 �����	
���� ��
������.
- 1�	� ��, 8��. @��	�	�	 ���	 ��
�	���( �	 
	�	� �
�. @����� �	 ��
�� ������. @�� �	 �����������

����� �	 �	����� �	 
	�	 �
�,
�� �	�����	 ���� ������	"�.
- ;	����	� ��. 1�-����� 
����,
��
��
��� ��
�
	. #� �� �	���( �	
�
�	� �����, 
�
	�� ��( �	 �����-
���... # 
	
�� ��	�	 � ��������
	
�� '������? 2"� �� �
�	� �

���	��
�� „6	����
��”?
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�

�

- Oh, no. He was transferred to the

Bulgarian national team again. Last

month he was injured. He sprained

his ankle and now is undergoing

treatment at the hospital.

- Oh poor Dimitar! I read about

many scandals in Bundesleague.

- Scandals, what scandals?

- Match-fixing, bribery of referees,

corruption everywhere…

- Your salads and rakya, gentlemen.

- Thank you very much.

- Cheers. To our successful

cooperation!

- 2, ��. 2����� 
� ��������(	
� ���
	��
�� �	&���	��� �����.
@��	��� ����& �� 
������.
9�
���� �� 
�����	 � ��
	
�� ��
��	 � �����&	.
- 7��
��� '������! D���( �	 ���
�
�
	��	�� � ��������
	�	.
- $
	��	��, 
	
�� �
	��	��?
- +����	�� �	 �	����, ���
���	��
�	 �����, 
����&�� �	���
���...
- !	���� �	�	�� � �	
��, 
�����	.
- ��	
��	��� ���
�.
- *	���	��. 5	 �	���� �������
��������������!

be keen on something ���
�
����	�, �	�	��� ��� �� ��"�
sprain [sprein] ��
����	�

bribery [
braib�ri] ���
��
Cheers! [
ʧi�z] *	���	��!

,�
	�� �	�
	��	�� �	 ��"� �	 �	�	�	, ������ �	 �������	�� ���	����:
I’ll never forget … *�
�
	 ���	 �	 �	��	��…
Did I ever tell you about? ;	�
	��	� �� ��� �� ��
�
	 �	 ���	?
I’ll never forget the day … *�
�
	 ���	 �	 �	��	�� ����…
I had an interesting @��	��� ��� ��	(
experience the other day. ��������� ��������	��.
The best journey I have *	�-(��	���� �����	��, 
����
ever made was … ��
�
	 ��� ��	���, ����....

#
� ���������
�� �� �	�
	��	 ��������� �������, ������ �	 �������
��	���� � �	�
����	 
	�� �� �	�	�	�� ������� � ���	���	�� ���(�"����
�� ����
���, 
���� �	�
	��	.
What happened then? ,	
�� �� ����� ��
	�	?
How did you feel then? ,	
 �� ��������	 ��
	�	?
That’s amazing! 8��	 � ���	(����!
Good heavens! ���� 
������! (E 
���	�!)
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4.

- Did I tell you about my trip to

Norway last week?

- No. What happened?

- Well, I landed at Oslo Airport and

as I didn’t know the city I picked up

leaflets and a street map. One of

the leaflets was quite fat, about 100

pages long and it was called “Where

to eat in Oslo”. So I started looking

at it to find a nice restaurant and I

soon realized that the same restau-

rant was being described again.

Every page was a description of the

same restaurant. There were no

others in there. 100 pages all about

the same restaurant!

- What was the name

of the restaurant?

- I can’t remember.

- Haha. That reminds me of my

brother. He went to London last

year. At the airport he bought a

leaflet about the city. When he

started going through the leaflet at

the hotel he realized that only the

first two pages were in English. All

the remaining pages were written in

a strange language. He couldn’t

even make out whether it was Hindi

or Suahili.

- How awful!

- ;	�
	�	( �� �� �	 ����� �����	��
�� *����
�� ���	�	�	 �����&	?
- *�. ,	
�� �� �����?
- #�� �������( �� �	 ����"��� �
2��� � ������ �� ����	�	( 
�	�	,
�� ���( ������� � 
	��	 �	 ���&���.
<��	 �� ��������� ���� ����	 ��-
���	, �
��� 100 ���	��&� � �� 
	�-
�	�� „,��� �	 ���� � 2���”. 9 �	-

	, �	����	( �	 � �	�
����	�, �	
�	 �	���� (��	� ������	�� � �
���
�	���	(, �� ������ �� �����	 ��"���
������	��. *	 ���
	 ���	��&	 �� ���-
��	�� ���� � ��" ������	��. *��	-
�� ��
	
�� ���
�. 100 ���	��&� �	
���� � ��" ������	��!
- ,	
�� ���� �����
�	 ������	��	?
- *� ��
	 �	 �� ������.
- 6	-(	. 8��	 �� �	����� �	 ��	�
��. 8�� (o�� � F����� ���	�	�	

����	. *	 ����"��� �� 
����
������	 �	 
�	�	. ,	�� �	����	�
�	 �	�
����	 ������	�	 �
(����	, �	���	�, �� �	�� �������
��� ���	��&� �	 �	 	�
����
�.
!���
� ���	�	�� ���� �	���	��
�	 ���	��� ���
. 8�� ���� ��
��
�� �	 �	����� �	�� �
(���� ��� ��	(���.
- ,��
� ��	���!

leaflet [
li:flit] ������	, ������
	 make out �	����	�

Êîãàòî ñòå â êîìàíäèðîâêà â ÑÀÙ, ìîæå âìåñòî íà ðåñòîðàíò äà âè
ïîêàíÿò â êúùàòà íà âàøèÿ áèçíåñïàðòíüîð. Àìåðèêàíñêèòå êúùè ñà�

îáøèðíè è ÷åñòî õîðàòà ñå ñúáèðàò çà ðàçëè÷íè ñúáèòèÿ ó äîìà. Íå îòêàçâàéòå
ïîêàíàòà. Êóïåòå ìàëúê ïîäàðúê. Öâåòÿòà ñà îòëè÷íî ðåøåíèå â ïîäîáíà ñèòó-
àöèÿ. Ìîæåòå äà çàíåñåòå âèíî èëè øîêîëàäîâè áîíáîíè. Íåùî òèïè÷íî áúëãàðñêî
áè èçíåíàäàëî ìíîãî ïðèÿòíî âàøèòå äîìàêèíè.
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Menu (@��3)

Salads for your first course Ñàëàòè
Green salad 5����	 �	�	�	
Tomato salad $	�	�	 �� ���	��
Red been salad $	�	�	 �� ������ ���
Dressings 7	�������
French A����
	
Italian 9�	��	��
	
Blue cheese $��)� ������
Hot dishes for your main Òîïëè ÿñòèÿ çà îñíîâíî ÿäåíå
course /entrees (US)
Meat and fish Ìåñî è ðèáà
Pork [p�:k] $����
�
Beef [bi:f] 7������
Lamb [læm] #
���
�
Veal [vi:l] 8����
�
Venison [
venisn] <����
�/������
�
Mince [mins] ,	��	
Chop [ʧ�p] 1�����	
Fillet [
filit] A���
Ham [hæm] ���
Cutlet [
k�tlit] ,�����
Steak [steik] 1�����	, �����

Poultry [
poultri] 1��&�
Chicken [
ʧik�n] 1���
Duck [d�k] 1	��&	
Partridge [
pa:trid�] E����&	
Turkey [
t�:ki] 1��
	
Pheasant [
feznt] A	�	�
Fish Ðèáà
Trout [traut] 1������	
Tuna [
tju:n�] 8��
Cod [k�d] 8���
	
Carp [ka:p] e	�	�
Mussels [m�slz] @���
Shrimps [ʃrimps] $
	����
Seafood [
si:fud] @���
� �	����
Oysters [
�ist�z] ,	��	��
Lobster [
l�bst�] 2�	�
Vegetables Çåëåí÷óöè
Beans [bi:nz] A	���, ���
Broccoli [
br�k�li] ���
���
Brussels sprouts [
br�s�lz sprauts] ��3
����
� ����
Cabbage [
kæbid�] 5���

�
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Carrots [
kær�ts] @��
���
Cucumbers [
kju:k�mb�z] ,�	��	��&�
Tomatoes [[t�
ma:touz] '��	��
Onion [
�nj�n] F�

Potatoes [p�
teitouz] ,	����� (������, �	����, �������, �3��)
(baked, boiled, French fried, mashed)
Mushrooms [
m�ʃrumz] 7���
Peas [pi:z] 7�	(
Aubergine / [
oub�d�i:n] 1	��	��	��
eggplant (US)
Rice [rais] 2���
Courgette / [ku�
�et] 8�
���
�
zucchini (US)
Desserts Äåñåðòè
Ice cream $�	�����
Fresh fruit salad 1�����	 �	�	�	
Apple pie E���
�� �	�
Strawberries [
str�:briz] E
��� ��� ����	�	
with cream
Grapes [greips] 7�����
Cherries [
ʧeriz] D�����
Pineapple [
pain�æpl] #�	�	�
Oranges [
�rind�iz] 1����
	��
Peaches [
pi:ʧiz] 1�	�
���
Melon / [
mel�n] 1����/����
water melon
Drinks Íàïèòêè
Alcoholic [ælk�
h�lik] Àëêîõîëíè
Beer [bi�] (bitter, lager)���	 (ñèëíà, ëåêà áèðà)
Ale [eil] <�� (âèä àíãëèéñêà áèðà)
Alcohol-free beer ���	�
�(���	 ���	
Wine [wain] !���
(dry, medium, sweet) (��(�, ������, ��	�
�)
(red, white, rose) (÷åðâåíî, áÿëî, ðîçå)
Champagne [ʃæm
pein] e	��	��
�
Brandy [
brændi] ������
Port [p�:t] 1����	��
Sherry [
ʃeri] e���
Whiskey [
wiski] +��
�
Spirits (US: liquor) ,��&����	��
Non-alcoholic ���	�
�(����
Juice $�

Mineral water @����	��	 ���	
Coca-cola ,�
	 
��	
Tea (with sugar/lemon) [ti:] D	� ( ñúñ çàõàð/ëèìîí)
Coffee (white, black, [
k�fi] ,	�� (ñ ìëÿêî, øâàðö,
espresso, decafeinned) �ñïðåñî, áåç êîôåèí) �
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ÃÐÀÌÀÒÈ×ÍÀ ÑÏÐÀÂÊÀ

Ôðàçåîëîãè÷íè ãëàãîëè. Ãëàãîëè ñ ïðåäëîçè

A�	�����
������ 
�	
��� �� ���������	� � �������� �� ���	 �	 on,

off, up. 5�	������� �	 �	
��	 �����	��� ����� � ������ �	������ ��
��	������� �	 ����	����� �� �	���.

� make out �	����	�, �������	�

He couldn’t even make out whether it was Hindu or Suahili.

8�� �	�� �� ��
�� �	 �	����� �	�� ���	 ���� (���� ��� ��	(���.

� look after 
���	 ��

We need a babysitter to look after the children tonight.

*���	�� �� �� ����
���	�
	, 
���� �	 �� 
���� �	 ��&	�	 �������	.

� turn on �
�3��	�

When he turned on the lights, he saw that somebody had

already been in the room.

,�
	�� �����	 �	�����, ��� ����, �� ��
�� ���� � ��� � ��	��	.

� turn off ��
�3��	�

Turn off the radio, please.

9�
�3�� �	�����, ����.

� fill in ������	�

When you stay at a hotel, you have to fill in a form.

,�
	�� �����	� � (����, �����	 �	 �������� ��	�
	.

� look forward to ��	
�	� � ����������

I’m looking forward to your quick answer.

2�	
�	� � ���������� ������ �� ��
����.

� bring up �
����	�, ������	�	�

Their daughter was brought up by her grandparents.

'�"��� �� ���� ��
���	�	 �� �	�	 � � ���� �.
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� put off ���	
	�
The flight is put off because of the fog.

1������ �� ���	
	 �	�	�� ��
�	�	.

7�	
����� � �������� �� �	����	�	� �� ��	�����
������ �� ���	, ��
��	������� �	 
�����	&���	 �� 
�	
��	 � ������
	 ����������	 �	
��	������� �	 ����� ����, �	��. apologize for (�������	� �� �	), talk

about (
����� �	), think of (����� �	), look at (
���	� �), wait for (�	
	�,
��	
�	�), laugh at (���� �� �	), thank for (��	
��	�� �	) � ���
� ���
�.
2�������� ��� ���� ��� 
�	
��� �, �� � �������� ����	� ������
��, 
����
�� ����
�	�, � �	������ �� ������
	 �	 ���
	��
�.

We apologize for the delay.

9������	�� �� �	 �	
���������

They are always talking about you.

8� ���	
� 
������ �	 ���.

What do you think of L.A.?

,	
�� ������ �	 <� <�?

Look at page 1.

1�
����� �	 ���	��&	 ����	.

I’m waiting for my baggage.

D	
	� �	
	�	 ��.

She isn’t laughing at his jokes.

8� �� �� ���� �	 ��
��� ��.

Thank you very much for your assistance.

��	
��	�� ���
� �	 ����"�	 ��.
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5.

- Hello. What can I get for you, Sir?

- Do you have a menu?

- Sure, there is an a la carte menu,

or today’s specials are on the

board.

- OK, I’ll have a mushroom soup

and fish rolls.

- I’m sorry the appetizers are all

gone.

- What about the main course? Do

you have any steaks?

- Sorry. There’s none left.

I can recommend the grilled chicken.

- Is that good?

- Yes.

- I’d rather have Spaghetti

Bolognese with chilly sause.

Maybe you have this for sure.

- Right. Do you want to order

a dessert now?

- Yes, cheese pie with blueberries.

- Anything to drink with that?

- Just a glass of mineral

water.

- Still or sparkling?

- I’d like sparkling,

please.

- OK. Coming right up.

- 5��	�����. ,	
�� �	 �� �����	,

��������?
- 9�	�� �� ���3?
- ;	����	 ��, ��	�� ���3 	 �	

	��, 	 ���&�	�������� �	 ���� �	
�	 ���
	�	.
- '����, "� �� ���	 �� 
���
� ������ 
3����	.
- $��	���	�, �� ����������	
������(	.
- # �������? 9�	�� �� ��
	
��
�������?
- $��	���	�. *�"� �� � ���	�	��.
@�
	 �	 �� ��������	� ������ ����.
- 6��	�� �� �?
- '	.
- 1�-����� �	 ����	 ��	
���
�������� ��� ��� ����.
8��	 ���� ��
���� 
� ��	��.
- '	. 9�
	�� �� �	 �����	�� ��
	
� ������	?
- '	. D����	� � �������
�.
- *�"� �	 ����� � ���	?

- $	�� ���	 �	�	
�����	��	 ���	.
- *�
	���	�	 ���

	���	�	?
- 7	���	�	, ����.
- 2
��. !���	
	 ���	.

special [speʃl]
���&�	�����
appetizer

[
æp�taiz�]
���������
bluberry

[
blu:b�ri]
�������
	
sparkling

[
spa:kliŋ] 
	���	�

�
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6.

- Hi. How are you doing today?

Are you ready to order?

- Yes, I am, thank you.

I’ll have the Farmer’s breakfast.

- How would you like your eggs –

sunnyside-up, over-easy, or…?

- Sunnyside-up?

- Oh, I see. You’re a foreigner.

Well, that’s when the egg is not

flipped over. You can also

have your eggs poached

or scrambled.

- I’ll have them sunnyside-up and

with bacon, please.

- OK. Anything to drink?

- A coffee with cream, please, and

freshly-squeezed grapefruit juice.

- Cream and sugar are on the table.

I’ll bring your coffee and juice right

now, but for the eggs you’ll wait a

few minutes.

- Thank you. Could I also have

a glass of water?

- Sure. Coming right up.

- 5��	�����. ,	
 ��� ����?
7���� �� ��� �	 �����	��?
- '	, 
���� ���, ��	
��	��.
%� �� �������
	 �	
��
	.
- ,	
 ��
	�� ��&	�	 - �������
�����
	��, �����	�� ���... ?
- 1������, �����
	��?

- 2, �	����	�. !�� ��� �������&.
<, �����	�� 	� � 
�
	�� ��&��� �
�������, �� �� � ���
	��. @�����
�	 �����	�� ��&	�	 �	���� �	 ���
��� ���
	��.
- 9�
	� 
� �����	�� 	� � � ��
��,
����.
- '����. *�"� �	 �����?
- ,	�� ��� ����	�	, ����, �
������ ��&���� ��
 �� 
��������.
- $���	�	�	 � �	(	��	 �	 �	 �	�	-
�	. %� �� �����	 
	���� � ��
	
����	
	, �� �	 ��&	�	 "� �����	
�	 ���	
	�� ��
��
� ������.
- ��	
��	��. @�
	 �� �	 ����	
� �	�	 ���	?
- ;	����	 ��. 9��	 ����	
	.

flip over [flip 
ouv�] ����	�, ��� freshly squeezed [
freʃli skwi:zd]
������ �����
	�
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Àíãëèéñêàòà çàêóñêà (â ÑÀÙ íàðè÷àíà àìåðèêàíñêà èëè ôåðìåðñêà, â
Øîòëàíäèÿ – øîòëàíäñêà, â Èðëàíäèÿ –èðëàíäñêà) å áîãàòà çàêóñêà, â êîÿòî

Farmer’s breakfast – two eggs

any style, choice of link sausage,

bacon and country ham.

Potatoes. Traditional Southern

corn grits. Freshly squeezed

Florida orange or grapefruit juice.

Coffee, tea or hot chocolate.

A������
	 �	
��
	 - ��� ��&	,
���
������ �� 
	
���� � �	 � �	���,

���	�, ��
�� ��� ����
	 ���
	 ��
�����. ,	�����. 8�	��&����� ����&	
�� 3��	 &	����&	. 1����� ��&����
��
 �� �����
	� �� A�����	 ��� 
���-
�����. ,	��, �	� ��� ����� ��
��	�.

7.

- Great! These stuffed peppers

are excellent.

- Now I wanted to explain more

about the delivery of spare parts.

The contract says they shall be

delivered ex-works.

- I really enjoy Bulgarian food. Have

you been to Koprivshtitsa recently?

There is a fantastic small pub

named Diado Liben where

delicious traditional meals

are offered.

- No, I haven’t been there. But you

see, last time we didn’t get the

goods on time.

- The weather’s been great today.

I love springtime in Bulgaria.

- $����! 8��� ������� ���
�
�	 �������.
- $�
	 ��
	� �	 ������ ������ �	
����	�
	�	 �	 �������� �	���. !
��
����	 �� 
	��	, �� �� �����	
�	 �� ����	��� ��	�
� �	���
	�	.
- *	�����	 (	����	� ���
	��
	�	

�(��. ���� �� ��� �
��� � ,�����-
"�&	? 9�	 ���	 �	��	�����	
�	�
	 
����	, �	�����	 „'��� F�-
���”, 
����� �� �����	
	� �
����
��	��&����� �����.
- *� ��� ��� �	�. *� �	����	��
��, ��������� ��� �� ������(��
���
��� �	�����.
- !������ ���� � �������.
2���	� �������	 � ���
	���.

�
òðàäèöèîííî ïðèñúñòâàò äâå ÿéöà, áúðêàíè(scrambled) èëè íà î÷è (poached), êîëáàñ
(îáèêíîâåíî áåêîí èëè øóíêà), êàðòîôè, ïðÿñíî èçöåäåí ïëîäîâ ñîê, êàôå èëè ÷àé.
Òàêàâà çàêóñêà ìîæåòå äà ïîëó÷èòå è â ðåñòîðàíòà íà õîòåëà, â êîéòî ñòå
îòñåäíàëè.

Â õîòåëèòå íà àíãëîåçè÷íèòå ñòðàíè ñå ïðåäëàãà è òðàäèöèîííàòà
êîíòèíåíòàëíà (åâðîïåéñêà) çàêóñêà, â êîÿòî ïðèñúñòâàò ìàñëî, ìàðìàëàä, õëÿá.
Íàïîñëåäúê íàâñÿêúäå ñå ïðåäïî÷èòàò ïî-çäðàâîñëîâíèòå çúðíåíè õðàíè (cereals) ,
öàðåâè÷íèòå ëþñïèöè (cornflakes) è íèñêîìàñëåíîòî êèñåëî ìëÿêî( low-fat yoghurt).

�
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- Because of the delay we were at a

loss. At the same time our cus-

tomer asked discount and…

- George, we can talk business

after lunch. Come on, your peppers

are getting cold.

- I’m sorry, James. I just wanted

you to have idea what is going on

with the delivery. I’m really upset.

We have to sell at least 20%

cheaper.

- 1��	�� 
������� �	
�������
��(�� �	 �	
��	. ! ��"��� �����

������� �� ����
	 ������
	 � ...
- '�����, ����� �	 
������ �	
�	���	�	 ���� ����	. 6	���,
������ ���
� ������	�.
- 9������	�, '�����. 1�����
��
	( �	 ������ ������	�	 
	
��
��	�	 � ����	�
���. *	�����	 ���
������
���. 8����	 �	 ����	�	��
���� � 20% ��-������.

talk business


����� �	 �	���	

8.

-Excuse me, where can I buy

a guide book with information

of the cultural events

in your city?

- There’s a newspaper stand across

the street. You can find

such a guide there.

It’s called London In a Glance.

- Thank you very much.

- 9�������, 
��� ��
	 �	 �� 
���
����������� � ������	&�� �	

��������� �������
��� �	��� 
�	�?
- 9�	 "	�� �	 ������&� �����"	
�	 ���&	�	. @����� �	 �	������
�	
�� �	�����
 �	�.
,	��	 �� „F����� � ���� ��
���”.
- ��	
��	�� �� ���
�.
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9.

- Can you tell me how to get to the

Festival Hall, please?

- Certainly. Are you going by car

or on foot?

- By car.

- OK. When you come out of the car

park, turn left. Drive straight on until

you see the blue signs that say

Royal Garden. Now follow these

signs as far as the lake and then

turn right and drive along the lake

for about 200 metres. Now the

Festival Hall is on the right. You

can’t miss it. It’s a magnificent

Baroque building.

- Oh, fine. Thank you very much.

- That’s all right.

- @����� �� �	 �� 
	���� 
	
 �	
���
�	 �� A�����	��	�	 �	�	, ����?
- ;	����	 ��. $ 
��	 �� ���
��� ���	?
- $ 
��	.
- '����. ,�
	�� �������� �� �	�
��-

	, �	����� �	����. ,	�	��� �	��	-
��, ��
	�� ������ ������ �	���� � �	-
���� „;���� 
	����”. $����	��� ��-
�� �	���� �� ������� � ���� ���	 �	-
����� �	����� � 
	�	��� ��
�	� ���-
���� �
��� 200 ����	. A�����	��	�	
�	�	 �� �� �	�	 �������. *� ������
�	 � ����������. 8� � ���	 �����-
����	 �	��
��	 �
�	�	.
- 2, �������. ��	
��	�� ���
�.
- *��	 �	"�.

10.

- I’d like to visit some

of the romantic little towns

in Bulgaria. Which one did you

like best?

- Oh! That’s a difficult question

to answer. I liked all the places we

visited: Sozopol. Nessebar,

Koprivshtitsa, Bansko.

- How did you find Bansko?

Is it worth going there?

- Bansko impressed me very much

for a number of reasons.

Firstly, one gets a sense of the

Bulgarian history there.

Secondly, the mountain around is

magnificent. Pirin is more beautiful

than the Alps, you know. Thirdly, in

winter you can go and ski there.

- ��( ��
	�	 �	 ������ ��
��
�� ���	�������� �	�
� 
�	����	
� ���
	���. ,�� �� (	���	
�	�-���
�?
- 2, �	 ���� ������ � ������ �	 ��
��
�����. 6	���	(	 �� ����
� 
�	-
����, 
���� ������(��: $������,
*������, ,�����"�&	, �	��
�.
- ,	
 �	���	� �	��
�?
5	����	�	 �� �� �	 �� ����� �	�?
- �	��
� �� �	��	�� �����
����	������ ���	�� ��� �������.
1����, �	� ����
 ���� �	 ������-
��	 ���
	��
	�	 �������. !����,
��	���	�	 �	�
��� � ����
�����	.
'	 ��	��, �� 1���� � ��-(��	�	 ��
#�����. 8����, ���� ���	�	 �����
�	 (���� �	� � �	 
	�	� �
�.
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A lot of modern hotels have been

built for the last ten years. They

offer the best facilities for any kind

of recreation and the ski tracks are

very well maintained.

- OK, I’ll go there in the weekend.

- And you won’t make a mistake,

but don’t forget to book a room in

advance, because now is the height

of the ski season.

1��� ���������� ����� 
����� ��(	
��������� ���
� ������� (�����. 8�
�����	
	� �	�-������� ������� �	
���
	
�� ��� �����	�����	��, 	
������� �� �������	� ���
� �����.

- 2
��, "� ����	 �	� ���� ��
���	.
- 9 ���	 �	 �
�����, �� ��
�	��	��� �	 �� ��������	� ��	�
�����	�������, �	"��� ��
	 �
�	�
	��� �	 �
� �����	.

get a sense of �����	� ������� �	,
��������	�

facility [f�
siliti] ��������,
����������

11.

- Have you made any plans

for this evening?

- No, not yet. I’ve just bought

a guide book and I’m looking

for interesting cultural events.

- What about going

to a nice concert

at the Royal Festival Hall?

- That would be great.

What is on?

- Mozart, 40th symphony.

- *	��	��� �� �� ��	����
�	 �	�� �����?
- *�, �� �"�. 8�
�-"� �� 
���(
����������� � ����� ���������

������� �������.
- ,	
�� "� 
	��� �	 ������
�	 (��	� 
��&���
� „;���� �������� (��”?
- 8��	 "� ���� �������.
,	
�� ������	���?
- @�&	��, „D����������	 ��������”.

�
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- Oh, I adore Mozart. But there’s one

problem. We haven’t got any tickets.

- I have ordered on the Internet.

We’re lucky, because these were

the last two tickets.

- Oh, you’re great.

- 2, 	� ����	�	� @�&	��. *� ��	
���� �������. *��	�� ������.
- 1����	�	 ��� �� ��������.
9�	�� 
�����, �	"��� ���	 ��(	
���������� ��	 �����	.
- 2, �� �� ���	(���	.

What’s on? ,	
�� �	�	�? ,	
��
��
	��	�? (çà êèíî, òåàòúð è äð.)

12.

- Ms Ivanova, what should I see in

Plovdiv while I’m here?

- The Old Town.

Have you been there before?

- No, never.

- I recommend you to go there when

you’re free in the afternoon.

When you leave the plant

you can take a taxi and go

straight to the Old Ploviv.

- What is worth seeing there?

- Everything. The houses have

unique Renaissance architecture.

There are a lot of museums and art

exhibitions. You can see the

paintings of famous Bulgarian

painters, old churches and remark-

able small restaurants. And you can

buy souvenirs or antiques from the

picturesque shops which are spread

throughout the town.

- Why don’t we go sightseeing

together? You also finish your work

at two in the afternoon, don’t you?

- Oh, I’ll be the perfect guide for you.

I lived in the Old Town in my

childhood. But I’m afraid,

I can’t do this today.

- 7������&� 9�	���	, 
	
��
�����	 �	 �	�
���	� � 1������,
��
	�� ��� ��
?
- $�	��� 
�	�.
���� �� ��� �	� �����?
- *�, ��
�
	.
- 1��������	� �� �	 ������� �	�,

�
	�� ��� �������� ��������.
,�
	�� �� ���
���� �� �	���	,
������ �	 ������� �	
�� � �	
������� �	��	�� � $�	��� 1������.
- ,	
�� �	����	�	 �	 �� ���� �	�?
- !���
�. ,�"��� ��	� ���
	��	 ��-
���	����	 	�(���
���	. 9�	 ���
�
����� � (����������� �������.
@����� �	 ������ 
	������� �	 ��-
������ ���
	��
� (������&�, ��	��
&��
�� � �	����������� �	�
� ��-
����	�����	. 9 ������ �	 �� 
�����
�������� ��� 	���
� �� ���������-
�� �	
	������	, 
���� �	 �	�����-
�	�� �� 
�	�	.
- 5	"� �� ������ �	 �	�
���	��
�	����? !�� ��"� ������	��
�	���	 � ��	 ��������, �	��?
- 2, 	� "� �� ���	 �����
��� 
��.
�����	 ��� � $�	��� 
�	� ����
��������� ��. *� �� ���	(��	�, ��
���� �� ��
	 �	 
� �	��	��.

16.
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My boss wants me to write

several letters. It’s impossible

to finish them by two.

What about tomorrow?

- It’s OK with me. After the walk we

can go to one of these small

restaurants you mentioned. If you

don’t mind, of course?

- Of course I don’t mind.

e���� �� ��
	 �	 �	���	
��
��
� ����	. *��������� �
�	 
� �����	 �� ��	.
,	
�� "� 
	���� �	 ����?
- +������	 ��. $��� �	�(��
	�	 ��-
��� �	 ������ � ��
�� �� ������	�-
����	�	, �	 
���� ������	(��. #
�
���	�� ��"� ������,
�	����	 ��.
- ;	����	 ��, �� ���	�.

art exhibition [a:t egzi
biʃn]
(����������	 ������	
painting [
peintiŋ] 
	����	

souvenir [
su:v�ni�] �������
go sightseeing [
saitsi:iŋ] �	�
����	�
�	��������������



243

Career.
Professional
development.

Looking for a job

Êàðèåðà.
Ïðîôåñèîíàëíî

ðàçâèòèå.
Òúðñåíå íà ðàáîòà

 13.

1.

- Nick, can you tell me how your

agency recruits people for different

companies in Bulgaria?

- Well, we advertise in national

newspapers. We look at the back-

ground of applicants: their work

experience of different jobs and

their educational qualifications.

- Do they send their applications

by e-mail?

- Yes, we don’t ask for handwritten

letters. Handwriting analysis,

hahaha, belongs to the 19th century.

- And what about the interviews? Is

your agency responsible also for

them?

- No, we send the most interesting

candidates for individual interviews

with their potential employers. We

only ask the candidates to do a

written psychometric test before the

interview to assess their intelli-

gence and personality.

- Who prepares the shortlists then?

- The employers hold interviews

with the appropriate candidates that

we have selected. After this, they

shortlist three to four candidates.

- *�
, ����� �� �	 �� 
	���

	
 �	�	�	 	
��&�� �	���	 (��	
�	 �	������ ����� � ���
	���?
- #�� ��
�	���	�� � �	&���	���-
�� ������&�. 7���	�� ����	 �	 
	�-
���	����: ��(��� ������ ��	� �	 �	�-
����� �	����� ����	 � ���	���	-
����� ��.
- 8� �� ����� �� ����	"	�
������� ��?
- '	, �� ��
	�� �	���	�� �	 ��
	
����	. #�	����� �	 �����
	,
(	-(	-(	, ����	����� 
�� 19 ��
.
- # 
	
�� "� 
	��� �	
������3�	�	? !	�	�	 	
��&��
��
��	�� �� � �	 ��(?
- *�, ��� ����	"	�� �	�-�������-
���� 
	����	�� �	 ��������	���
������3�	 � �����&�	����� ��
�	�����	����. *�� �	�� 
	�	��

	����	���� �	 �	��	��� ������
���(��������� ���� ����� �����-
�3��, �	 �	 �&���� ������
�����-
���	 � ������� �� 
	�����	.
- ,�� ��
	�	 ���
���� 
�	�
��
�����
 (��������	�	)?
- ;	�����	������ �������	� �����-
�3�	 � ���(���"��� 
	����	��, 
�-
��� ��� ����	��. $��� ���	 �� ��	-
��� 
�	��
 �����
 �� ����	 �� ��-
�����	 
	����	��.
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They check the references of the

applicants by writing to their

referees. If the references are OK,

they ask the candidates for more

interviews. Finally, thy offer the job

to someone. By the way, the

employers are very hard to please.

They only appoint someone if they

find he or she is the right person.

1�������	� �������
��� �	 
	���-
�	���� 
	�� ���	� �� ������������
��. #
� �������
��� �	 �	���, ��-

	� 
	����	���� �	 �"� ������3�	.
*	
�	� �����	
	� �	���	�	 �	 ��
�-

�. @���� ���
���, �	 �	-
�����	������ � ���
� ������ �	 ��
�
���. 8� �	��	�	�	� ��
�
�, �	��
	
� �	 ��
����, �� ��� ��� �� � ���-
���� ����
.

recruit [ri
kru:t]
�	���	�, �	��	� �	 �	���	
background [
bækgraund]
���	��, �����(��, ����	
handwritten [
hændritn] ��
������
hold an interview �������	� ������3
reference [
ref�r�ns] �������
	
referee [ref�
ri:] ���������



245

� 1�� 
	����	����	�� �	 �	���	 �� ����� �	 	�
����
� ���
, ����� ���	
�
�� ����
�	 �	 ����	���� �������������� ����� (motivation, cover let-

ter) � 	������
�	��� (CV, resume). $���	������ �	 ����� CV ����� ����
�� �
	��	 �����	 �	�	�	, �� �� ���
��������	 � ������	��������	 �	 ����
��
����� � 
����	 ������ �	���� �����	�	���� �	 ���	�	�	 �	���	.

� 2�������� �������, 
���� 	������
�	����	 ������	, �	:
- personal information - ����	 ������	&�� (�	�	 � ����� �	 �	��	��,
������� ���������, ��������������)
- work experience - ������ ��	� (�	������� � �������	�	 ��
������	���	 � �������� � ���	��� ��� 
��� ��� �	������)
- education - ���	���	��� (�� ��"�� �	��� �	������� � ����������
������ �	�������, 
���� ��� ����"	�	��, � ���������� � ���	��� ���)
- additional skills - ������������ ������
- references - �������
� (��
 ���
������ �� ����: Available on request)

� #
� ����&���	, �	 
���� 
	����	����	��, ����
�	 ��	����� �	
����� ���&�, ������ �	 �	������ ������	 ���
	 Foreign languages,
�	 �	 �	���
���� �	 �	�� ���� ����������.

� 5	�������, �� ������	&���	 � CV-�� �����	 �	 ���� �	
���	���
����	 � ���	. *� �������, �� 
������� ���� "� ������ �	���
“������
”. *� � ����(����� �	 ������ ������ �� 1-2 ���. *	���
���� �	
��������� � �	�-�	��� ������� � ���������	���� �� ���. 2������
�	
�	�
� � 
	
�� ����� ��� �� �	���	�	�� �	 ���������	�	 ����&��.
1�������� 	������
�	����	 � �����	&������� �� ����� �	 ����&���	,
�	 
���� 
	����	����	��, � ������ ����� �� ����
�	����	 �	 ����	�	.

� ,�
	�� 
�� 	������
�	����	 �� �� ����
�	 ����	"	�� �	 �����	&�-
���� �����, ������ �	 ������� ������ &��� � ������ �	
�	�
� ����
������� �� �	���.

� 1���������� ��
 	������
�	��� � �����	&����� ����� �	 �������� �
�� �	 ������	�� � 
��
����� ����&��. 8� ��(	 ��
�� �	 �� �	�	� ����	
������	�	 �	 ����
���	�	 � ������	����� �	 ���� �	��� �	 �����-
����	��	�	 
	����	 ��
������.
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Classified ad

(Îáÿâà)

STUBBE, BROWN&PARTNERS is looking to employ:

Administrative assistant

Position profile: Administration

Ref. No: 003

Responsibilities:

Experience on a similar position:

Requirements: • Excellent command of written and

spoken English and French

• Very good communication and

organizing skills

• Strong PC skills - Word, Excel,

Power Point, Outlook Express,

Internet

• Knowledge in accounting field

• Result oriented

Advantages of the applicants: Excellent command of both English

and French

The offer is valid for the following cities: Sofia

Job status: Full time

Job type: Permanent

The company offers: • Professional environment

• Excellent working conditions

• Competitive remuneration

Salary:

Documents for application: CV

Motivation letter

Preferred way of receiving the

applicant’s documents

Please send your CV and Motiva-

tion letter in English or French to

dilieva@tishmanintl.com

All applications will be reviewed in

strict confidentiality.

Only short listed candidates will be

contacted.
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CURRICULUM VITAE

Mrs. Parvoleta Radoslavova Stoycheva
Born on 27 January 1973 in Sofia, Bulgaria.
Marital status: single

GSM: +359 8868 551213
E-mail: angiemit@otnet.bg

Employment history:

August 2004 - March 2007 - Local Administrative Assistant, Alma Industries

Ltd,UK - Bulgaria branch.

� Providing administrative and logistical support to the office
� Day-to-day planning, coordination and directing of the operational

activities of the office, including
o responding to enquiries,
o making arrangements for meetings,

� Research on the internet and keeping the office diary.
� Contacts with suppliers.
� Preparation of the monthly progress reports tables of figures, keeping records

and files of conferences, meetings, agendas and minutes.

2003 - 2004 - Senior expert, Privatization Agency, Sofia, Bulgaria

� Organization and coordination of the international activities of the Agency.
� Drafting of briefings, presentations and official documentation related to

the international activities.
� Keeping records and files of visits, meetings, seminars and conferences.

2001 - 2003 - Assistant, Consular Service of the Embassy of Bulgaria in the

Netherlands

� Providing assistance to the Bulgarian Consul in the Netherlands in his
everyday business.

� Planning, coordination and directing of all operational activities at the Con
sular Section.

� Working with visitors from various nationalities during opening hours,
providing information on the phone on consular/visas/passport issues
(in Bulgarian, English, French and Russian).

� Drafting of official letters and correspondence.
� Issuing temporary identity documents and visas, working with specialized

computer systems.
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1990 - 1995 - Office Manager, Training center of the Ministry of Foreign Affairs.

� Providing assistance for the day-to-day running of the office, including
o answering enquiries and incoming telephone calls,
o making arrangements for meetings and keeping office diary.

� Organizing of specialized courses and preparing presentations, including
tables of figures.

Educational background:

1996-1998 - New Bulgarian University, Sofia, MBA - Regulation and
Liberation of International Economical Relations.
WTO&Bulgaria.

1991-1996 - New Bulgarian University, Sofia, Bachelor’s degree in

Economics - Analysis and Evaluation of Investment Projects

1986-1990 - English Language School, Plovdiv.

Additional training/qualifications:

2004 - Course on European Integration at the Institute of Public
Administration and European Integration in Sofia

Foreign languages:

Bulgarian: Native speaker, fluent written, spoken and business
English: Excellent written, spoken and business
Russian: Excellent written, spoken and business

Additional skills:

Computer skills: MS Word, MS Excel, MS Access, MS Outlook, MS PowerPoint,
Internet.
Work with office equipment.

Driving license “B” category.

Hobby:

Travelling, reading, movies

  Â ñúïðîâîäèòåëíîòî ïèñìî (covering letter, cover letter /US/ ) å íåîáõîäèìî
äà îáÿñíèòå çàùî èñêàòå òàçè ðàáîòà è çàùî èìåííî âèå ñòå òî÷íèÿò ÷îâåê
çà âàêàíòíîòî ìÿñòî.

�
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STUBBE, BROWN&PARTNERS

March 2nd 2007

Ref: Administrative assistant

Dear Mr Brown,

I am writing in response to the advertisement posted on your website. I am very
interested in the vacant position of ADMINISTRATIVE ASSISTANT and I feel
that it corresponds to my qualification and previous experience (for further de-
tails concerning my education and employment history, please refer to my CV).

Reading through the requirements for the position, I can safely say that you will
be convinced that all the bases are covered by the work experience I have at the
moment. The only issue that might rise is my lack of proficiency in French, but in
my dealings with companies and Institutions in France, I have noticed that this
could not be an obstacle if, such as in my case, there is a level of experience
suitable to the company. I do of course strive to learn the language as soon as
possible and I am making efforts to cover the Council of Europe and its Common
European Framework requirements by enrolling in French language courses.

Over the past two years, I have been engaged as an Administrative Assistant in
Gold Star Ltd in Sofia. I had been selected for my professional background and
ability to provide the best expertise in planning, coordinating and directing the
office activities. With my wide experience of working alongside people from
various backgrounds I see different angles and I think laterally in examining and
debating alternative options, leading to imaginative and constructive solutions
which are not obvious. I willingly accept delegated authority and apply that re-
sponsibility to the best advantage.

As an individual I am open, honest, reliable, punctual and willing to examine
controversial options. I am always motivated to achieve the best possible results
and maintain a solid yet friendly working relationship with my colleagues.
Thank you in advance for the consideration of my application. I look forward to
hearing from you in due course.

Yours sincerely,

Parvoleta Stoycheva
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Astra Zeneca is looking for a Clinical Research Associate

The ideal candidate should have:

Medical or pharmaceutical degree;

At least 1 year experience as researcher;

Fluent English;

Advanced computer skills;

Goodwill to learn and work hard;

References on request.

We offer:

Competitive package;

Trainings.

OBJECTIVE Clinical Research Associate

Having completed many years in my specialist field of treatment

of leukaemia, I have decided that the time is right for a change in

area of specialisation. Completing my Ph.D. was one of the most

exciting and challenging periods of my life and I want to experi-

ence such a steep learning curve again in another medical field.

The position of Research Associate would therefore be very

suitable for me as I have many years’ experience at prestigious

medical institutes and have studied in Bulgaria, Germany and in

the United States. My level of language is therefore exceptional,

and my communication skills have been thoroughly tested. I am

looking to broaden my knowledge of medicine, to which I have

devoted my life and feel that I would be a particularly suitable

candidate for the position.

  

PERSONAL DETAILS

Date of Birth: 13 May 1969

Marital Status: Married

DR. MALIN VLADIMIROV YORDANOV

ul. Ivan Vazov 5

Sofia

phone: 02/922233545

Email: malin4534@yahoo.com
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EDUCATION

1993-1996: New York University of Medicine

Major field of studies:

Research into Pharmaceuticals of Treatment of Leukaemia

1987-1993: Medical Academy - Sofia

Major field of studies:

Medicine

WORK EXPERIENCE

August 2002-

present:

Pharmaceutical Researcher at Pfizer, UK

�Research into the effective treatment of leukaemia

�Focusing on the reduction of treatment side-effects

�Organising personal funding of research and funding of

departmental research

�Organising pharmaceutical testing

�Liaising with other research departments

�Organising interns and student work experience

Oct 1996-June

2002

Research Assistant, Pfizer, Germany

� Research into alternative therapies of renal cancer and

leukaemia

� Organising departmental funding

Sept 1993-June

1995

Research Assistant, New York, USA

� Research into alternative therapies for cancer patients

 
ADDITIONAL SKILLS:

Languages: English - Advanced Level / Cambridge Proficiency

German - Advanced Level

Computer skills: Experienced with MS Word, Excel, Internet Explorer

and Outlook Express, TurboCad, many analytic programs.

Driving Licence: Driving Licence Category B

Qualified and highly-professional; highly-motivated;

enthusiastic; good communication skills; eager to experience

and learn new skills.

REFERENCES References are available on request 
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2.

- Good morning, this is Margarita

Hoffmann of BBLS. I’m looking for

Mr Kosta Kovachev.

- Speaking.

- Hello, Mr Kovachev! You have

applied for the position of Sales

Manager in our company. So, I’m

glad to invite you for an interview.

- Oh, that’s nice.

When am I expected to come?

- I can offer you two dates.

Next Tuesday at 11 a.m. or

next Wednesday at 2 p.m.

Which one is all right with you?

- Tuesday at 11 would be better.

- Then the appointment is confirmed

for next Tuesday. I’ll be waiting

for you in our office.

- Ms Hoffmann, may I ask you

two questions?

- Please go ahead.

- Could you tell me

who’ll be conducting the interview?

- Me and maybe also William Brown,

our General Manager.

- Shall I ask for you when

I arrive?

- Well, please let the receptionist

know you are there and that you

have an appointment with me.

Ñëåä êàòî ñòå èçïðàòèëè ñâîåòî CV íà ôèðìàòà, ìîæåòå äà î÷àêâàòå
îòãîâîð. Îáèêíîâåíî ñå ñâúðçâàò ñ âàñ ïî èíòåðíåò èëè ïî òåëåôîíà. Íå

- '���� ����. @	�
	���	 6���	�
�� �� �� <� <� �. 8���� 
�������
,���	 ,��	���.
- *	 �������	.
- 5��	�����, 
-� ,��	���! ,	����	-
����	�� ��� �	 ����&���	 �	 ����-
���� �� ����	����� � �	�	�	 ����	.
<, ������� �� � �	 �� ��
	�� �	 ��-
����3.
- 2, ���	 � ���
� (��	��.
,�
	 �	 ����	?
- @�
	 �	 �� �������	 ��� �	��.
$����	"�� ������
 � 11 �	�	 ���
�����	"	�	 ����	 � 2 ��������.
,�� �	� �� �������	?
- !�����
 � 11 �� ���� ��-�����.
- 8�
	�	 ���"	�	 � ���������	 �	
�����	"�� ������
. %� �� �	
	�
� �	��� ����.
- 7������ 6���	�, ��
	 �� �	 ��
�	�	� ��	 ������	?
- ;	����	 ��, �	�	���.
- @����� �� �	 �� 
	����

�� "� �������	 ������3��?
- #� � ���� �� +���� ��	��,
�	���� 
�	��� ����
���.
- '	 �� ������� ��,

�
	�� ������
�	?
- #��, ����, ��������	���
��&��&������
	�	, �� ��� �	� � ��
��	�� ���"	 � ���.

�
å íåîáõîäèìî âèå äà ñå îáàæäàòå è äà ïèòàòå. Àêî ñòå îäîáðåí çà èíòåðâþ,
îòòàì ùå âè ñå îáàäÿò, çà äà ñè óãîâîðèòå ÷àñ çà ñðåùà.

�
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The Human Resources Department

is on the third floor, but I’ll have

someone who will pick you up.

- That’s very kind.

Thanks for calling.

- That’s all right. If you have any more

questions, please give me a call.

- Thanks. Goodbye.

- Bye for now.

2���� “D����
� �������” � �	
������ ��	�, �� 	� "� ����	��
��
�� �	 �� �����.
- 8��	 � ���
� ����.
��	
��	�� �� �	 ��	��	����.
- *��	 �	"�. #
� ��	�� �"�
�������, ����, ��	���� �� ��.
- ��	
��	��. '����	��.
- '����	�� �	 ��
	.

Go ahead! '	�	���! 7�������!
conduct an interview

�������	� ������3

pick somebody up

����	� ������, 
	��	� ��
�
�

3.
- Mr Kovachev, maybe you can tell
us something about yourself so that
we can see if your qualifications
match our requirements.
Let’s start with your
educational background.
- Well, as you’ve already read in
my CV, I studied five years
at the University of National and
World Economy. My subject was
Business Administration. I passed
my MBA with an excellent degree.
Now, I’m specializing Communica-
tions as an extra mural student at
the New Bulgarian University. My
studies won’t disturb my work here,
because I’m graduating in about a
month.
- You seem to use your time well…
What about your work experience?

- After my university studies I
immediately started working for
Procter and Gamble.

- 7������� ,��	���, �������� "�
�� �	�
	���� ��"� �	 �	�, �	
	
�� �	 ����� �	 �	������ �	��
�	�	�	 
�	����
	&�� ��
��	��
�	 ����
�	����	 ��. *�
	 �	
�	������ � ���	���	����� ��.
- '����. ,	
�� ���� ��� ������� �
����	 	������
�	���, ���( ���

����� � +����������	 �	
�	&���	��� � �������� ����	�����.
@���	 ���&�	����� ���� ������
	��������	&��. !��( �	
����	���	
� ������� ����(. $�
	 ���&�	����-
�	� ,�����
	&�� 
	�� �	�����
 �
*�� ���
	��
� �����������. +����-
�� ���	 �	 ������� �	 �	���	�	 ��
��
, �	"��� �� ��������	� ����
���� ����&.
- F��� ��, �� ����� ��� ��
�������	�� �������…,	
�� "�

	���� �	 �������� �� ��	�?
- $��� ���������� �� �
�����������	 ����	
	 �	����	( �	
�	���� �	 “1��
��� � 7�����”.
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I started out as a trainee and
worked in different departments.
Since then I’ve been working as a
Junior Sales Manager.
- Now, Mr Kovachev. How did you
hear about the vacancy in our
company?
- I came across the advertisement
which you placed in the Capital
newspaper two weeks ago.
- Can you tell me why are you
looking for a new job? Procter and
Gamble is a famous company. Why
would you like to change the job?
- Well, as I told you, I’ve been with
Procter and Gamble for more than
three years now. It is a big company
indeed but it also has a big staff.
There you remain unnoticed and
underestimated no matter how hard
you work. I feel that a change of
business and especially a new
challenging job with BBLS would
provide new opportunities for me to
further my career.

5	����	( 
	�� ��	�	�� � �	����(
� �	������ ������. 2���
	�	 ���
��	��� �������� ��
����	�����.
- <, 
-� ,��	���, 
	
 �	���	(��
�	 ���������� ����� � �	�	�	
����	?
- 1������( ����	 ��� ������

“,	���	�”, 
���� ��� �����
��	��
����� ��� �����&�.
- @����� �� �	 �� 
	���� �	"� ���-
���� ���	 �	���	? “1��
��� � 7��-
���” � ���
� �������	 ����	. 5	"�
��
	�� �	 ������� �	���	�	 ��?
- #��, 
	
�� �� 
	�	(, �� ��� 
���-
�� �	���� � “1��
��� � 7�����”. 8�
� 
����	 ����	, �	�����	, �� ��	
� 
���� ������	�. 8	� ����
 
��-

��� � ������� �	 �	����, ���	�	
���	�����	� � �����&����. $���	�,
�� ������	�	 � �	���	�	 � ��-���-
&�	��� ���	, ��������	 � ������-
��
	������	 �	���	 � ��-�	�
	 ���-
�	 
	�� �� �� <� <� "� �� �	��
���� ����������� �	 �	�����
 �

	����	�	.
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- 2� ���	, 
���� 
	��	��, ����, ��
��� 	���&����� ��	� ����
. ,���
����	�� ���� �� ���� ��� 
�����?
- 1�	�	 ���. #���&����� ���, �� ��
��� �� ����	��� ���������	 &��,

o��� ��
	� �	 ��� �����
�	 �� 33

�����. $���	�, �� �	�-����� � ��-
��
 �	 � 
��
	�. 9 ��� �	
, 	
� �	�-
����	�� �	 ��
����: �	���	� ��, ��
���� ��� 
����� "� �	���� � �� ��
<� <� �	 ��
�����	 ��
�����	 ���-
��	, 
���� ��� ������� ���� ���-
��
�	���� �	 ����	�	.

- From the sounds of it you seem to be
an ambitious young man. Where do you
see yourself in five years’ time?
- You’re right. I’m ambitious, but I
have not set myself a definite goal
that I want to have reached by 33. I
guess it’s best to stay flexible. Yet,
if you insist on an answer: I hope
that in five years’ time I would be
working for BBLS in a responsible
leading position that I have earned
through achievements for the
company.

extra mural student �������-�	�����

graduate (from) [
grædjueit]
�	�����	�, ��������	� ��

trainee [trei
ni:] ��	�	��
come across     �	��
�	� �� �	, ���"	�
insist (on) [in
sist] �	�����	�
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ÃÐÀÌÀÒÈ×ÍÀ ÑÏÐÀÂÊÀ

� ,�
	�� �� ����	�
	��	� ������ �	 ���
 ����
, �� �������	 ïðåâðú-
ùàíå íà ïðÿêà ðå÷ â íåïðÿêà.

� *����
	�	 ��� �	 	�
����
� �� ������	 �������� � 
�	
�����
tell � say ��� ��	����� �	 ���
	��
� êàçâàì.

You told me you were employed by the company for work in Russia.
!�� �� 
	�	(��, �� ��� ���� �	�� �� 
���	����	 �	 �	���	 � ;����.

� 1�� ������"	���� �	 ���
	 � �����
	 ��� 
�	����� � �����������
��������� ��
	� �	 �� �����	� ��� ��3�	 that , �� ���	 �� � �	���-

�������. 1�-�	��� �, �� 
�
	�� 
������ �	 ���	�� ��������, ���
�������	�	 �	 ���
	 ��� �� �	�	
	 ��
�	���	�� �	 
�	
������ �����-
�	. 8� ��	�	 �� ������� �	���:

Ïðÿêà ðå÷ Íåïðÿêà ðå÷

$�
	��� ������ @��	�� ������
$�
	��� ������������� @��	�� �������������
$�
	��� �����
��� @��	�� �����
���
@��	�� ������ @��	�� �����
���
@��	�� ������������� @��	�� �����
��� �������������
����"� ������ ����"� ������ � ���	����
����"� ������������� ����"� ������������� � ���	����

You said, “I want to change my employer”.
!�� 
	�	(��: “9�
	� �	 ����� �	�����	���� ��”.

You told me (that) you wanted to change your employer.
!�� �� 
	�	(��, �� ��
	�� �	 ������� �	�����	���� ��.

� 1�� ������	���	�� �	 ������������ ��������� 
�	
����, 
���� �	�-
����� �� �������	, � ask. 1���������� ��������� � ���� ����	� ��
������	 ��� ��3���� if � whether (�	��) ��� � �����������	 ���	.

“Have you worked for Siemens?” they said to me.
“;	������ �� ��� �	 “$�����”?”, �� �����	(	 ��.

They asked me whether I had worked for Siemens.
8� �� �����	(	 �	�� ��� �	����� �	 “$�����”.
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They asked ”How do you manage stress?”
8� �� �����	(	: “,	
 �� ���	���� ��� �����	?”

They asked me how I managed stress.
8� �� �����	(	 
	
 �� ���	��� ��� �����	.

� 1���������� ��������� ��	�	 ��� �������� �	 ����"������.

Âúçâðàòíè ìåñòîèìåíèÿ

� !����	����� ����������� ��
	��	�, �� ���������� �� ���"	 
��
��&���, 
���� 
� �������	. A������ �	 ���������� ����� �� ���	��-
�	� � ����"�	 �	 �	��	�
	�	 -self, 	 ���� �	 ����������� -
� �	��	�
	�	 -selves.

myself

yourself

himself ���� ��, ��, ��
herself

itself

ourselves

yourselves

themselves

Where do you see yourself in five year’s time?
,��� �� ����	�� ���� ��� 
�����?

Can you tell me about yourself?
@����� �� �	 �� �	�
	���� �	 ���� ��?

I’ve not set myself a definite goal.
*� ��� �� ����	��� ���������	 &��.

Ìíîãî ÷åñòî èíòåðâþèðàùèòå çàäàâàò íà ïðúâ ïîãëåä ñòðàííè
ïñèõîëîãè÷åñêè âúïðîñè, çà äà ðàçáåðàò íåùî ïîâå÷å çà êàíäèäàòèòå.�

Òåçè „õèòðè” âúïðîñè ìîãàò äà íàìåðÿò è ñâîèòå íå ïî-ìàëêî õèòðè îòãîâîðè.

17.
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4.
- How do you manage stress or how
do you cope with stress in general?
- I try to turn the stressful situations
into challenges. I also try to coun-
terbalance stress with some fitness
and a good night’s sleep.

- ,	
�� ��	���� ��� �����	 � 
	

�� ���	���� � ��
� �� ����&��?
- 2����	� �� �	 �������	 ������-
�	"��� ����	&�� � ��������
	���-
���	. $�"� �	
	 �� �����	� �	 ��
�����������	�� �	 �����	 � ������
� ����� ��� ���� ��"�	.

- What kind of people do you find
difficult to work with?
- Generally, I get along with most
people. I try to stay factual and
goal-orientated. But I must admit, I
don’t appreciate colleagues who
constantly complain without offering
solutions.

- $ 
	
�� (��	 �� � ������
�	 �	������?
- 1� ����&�� �� ��	����	� � ����-
���� (��	. 2����	� �� �	 ���	 ��	-
���� � ��������	� � &�����. *� ����-
�	 �	 �����	�, �� �� (	����	� 
���-

�, 
���� ��������� �� ���	
�	�, ���
�	 �����	
	� �������.

- What would you consider to be
your weak points?
- Actually, I think my overall
performance is quite good. Of
course there is always some room
for improvement. Perhaps my
shyness prevents me from making
better impression on people.

- ,	
�� ����	�� �	 ���� ��	����?

- !��"����, ����	� �� &���������
�� ���������� � ����	 �����.
;	����	 ��, ���	
� ��	 ����� �	
����������. @��� �� ���	, �� ���
��	������ �� ����� �	 ��	�� ��-
����� ����	������ �	 (��	�	.

- And what about your strong
points?
- I believe I am result-orientated and
open for new challenges. I’m a hard
working person who likes to solve
difficult problems and to find new
creative solutions.

- # 
	
�� "� 
	���� �	 �������
�� ���	��?
- $���	�, �� ��� ��������	�

�� ������	�	 � ������� �	 ����
��������
	������	. #� ���
�	������ ����
, 
���� ����	 �	
�	����	�	 ������ �������� � �	
�	���	 ���� �����	����� �������.

� <�� �"� ��
��
� ������ �������, 
���� ��
	� �	 �� �	�	�	� �	 �����-
�3 � �	 
���� � ����� �����	������� �	 �� ���
������ ��
�����:
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Can you give me an example of
your ability to manage
or supervise people?

What kind of things are you
most confident in doing?

Can you describe a difficult ob-
stacle you have had to overcome?
How did you handle it?

When judging the performance of a
subordinate or colleague, what
factors or characteristics are the
most important for you?

What approach do you take
in getting people to accept
your ideas or goals?

@����� �� �	 �� �	���� ������ �	
�����������	 �� �	 ���	����	�� ���

��������	�� (��	?

! ��	������ �	 
�� ��"	
��� �	�-��
����?

@����� �� �	 ������� �	������-
���, 
���� � �����	�� �	 ��������-
���? ,	
 �� ���	��(�� � ��
�?

,�
	�� �&����	�� ������������
�	 �������� ��� 
���
	, 
��
�	
���� ��� (	�	
�������
� �	
�	�-�	��� �	 �	�?

,	
�� ���(�� �������	��,
�	 �	 �	
	�	�� (��	�	 �	 �����	�
�	���� ���� ��� &���?
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5.
- Yes, well, your CV seems pretty
well up to scratch. Now, I wonder,
can you tell me about yourself?

- I’m I think I’m serious-minded, I
am calm, I like joke, though, good
sense of humour. I don’t panic in a
crisis and I enjoy working with all
kinds of people. I even like people
who are, you know, bad-tempered
and something like that.
- Yes, but where do you see your-
self in let’s say five years’ time?
- Well, I see myself in the public
relations and one day I must admit I
would rather like to open up my own
consultancy in my home town.

- What is it specifically about 3M
that attracted you?
- Well, first of all, I want to leave
my present employers because
they’re a small company and I know
about 3M, I mean, they’re a good
company, larger.
I think I’ll have more scope,
the work will be more
challenging.

- '	, 	�� �	���� $�!� ��
����	
�	 ����(������� �	���"�. D���
�� �	�� ������ �	 �� 
	����
��"� �	 ���� ��?
- @����, �� ��� �������	, ���
��-
�	 ���, ����	� ��
���, �����, ���-
���� ������� �	 (����. *� ���	�	�
� �	��
	 � 
������� ����	&�� � ��
(	����	 �	 �	���� � ���
	
�� (��	.
6	����	� �	�� (��	, 
���� �	, ��	-
��� ��, ���� � ��"� �	
��	.
- '	, �� 
��� �� ����	�� �	

	��� ���� ��� 
�����?
- #�� ����	� �� ��� ����
��� �
��"����������	 � �����	 �	
�����	�, �� ���� ��� ��( ��
	�	
�	 �� ������ ���� 
������	���
	
����	 � ������ �� 
�	�.
- $ 
	
�� ��-����� �� �������	
“3@”?
- 1����, ��
	� �	 �	����	
��
	����� �� �	�����	����,
�	"��� �� �	 �	�
	 ����	, 	 �	
“3@” ��	�, �� �	 ����	 
���	���,
��-
����	. @����, �� "� ��	� ��-


���� �������, �	-
���	�	 "� ���� ��-
��������
	����	.
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Quite a lot of what I do at present
is quite boring, it’s routine
secretarial work.
- And you’d like to move on?
- Yes, if I could, you know I’m
looking for a job that gives me more
opportunity
- Can I just ask you this question?
I’d like to know if I ask you to work
in our New York headquarters for
some time, what would you say?

- Oh yes, certainly. If this was for a
fixed period of time – let’s say a
year or so – I would like the experi-
ence. But in the long run, I would
like to keep living in Bulgaria.
- Do you hold a work permit for the
US?
- No, I don’t . But I’m informed that
working for a US company it should
be not a problem to get a Green Card.
- Yes, that’s right. We could get one
for you. Now, I’d like to know what
you consider your strengths and
your weaknesses.
- Strengths and weaknesses? Haha.
Well. I mentioned before, I think my
sense of humour and my ability to
work with all types of people is a
particular strength.
- Yes.
- My weakness? I don’t know, I
suppose I’m a bit of a perfectionist.
I’m quite often dissatisfied with
what I’ve done. I always think I can
do it better or, you know, in a
different way.
- I wouldn’t call that a weakness, I’d
call that a strength.

'���	 �� ���	, 
���� ��	�� ��
	,
� ���
� �
����, ���	 � ������	
��
���	��
	 �	���	.
- 9 ��
	�� �	 �� ����������?
- '	, 	
� ��
	, �����, ����� ��
�	���	, 
���� �	�	 ������
�����������.
- @�
	 �� �	 �� �	�	� �	
��
������? ��( ��
	�	 �	 ��	�, 	
�
����
	�� �	 �	������ � &����	�	�	
�	 ����	�	 � *3 ?��
 �	 ��������
�����, 
	
�� ��(�� 
	�	��?
- 2 �	, �	����	 ��. #
� � �	
��
���	� ������ �� ����� - �	

	��� 
����	, 
����	 � ��"� - ��(
��
	�	. *� � �������	 ����
	 ��(
��
	�	 �	 ����� � ���
	���.
- 9�	�� �� �	�������� �	 �	���	
� $#%?
- *�, �� ��	�, �� �	 �	����"� �
	����
	��
� 
���	��� �� �
������� �	 �� ����� �����	 
	��	.
- '	, �	
	 �. *�� ����� �	 ��
���	���. $�
	 ��( ��
	�	 �	 ��	�

	
�� � ���� �� ����	�� �	 �����
� 
	
�� �	 ��	�� ���	��.
- $���� � ��	�� ���	��? 6	-(	.
#�� 	� ������	( �����. @����, ��
��������� �� �	 (���� � ��������
�� �	 �	���� � ���
	
�� (��	 �
������� ����	 ���	�	.
- '	.
- @���� ��	�� ���	��? *� ��	�, ���-
�	�, �� ��� �	�
� �����
&������-

	. @��
� ����� �� ��� ������	 ��
���	, 
���� ��� �	��	���	. !��	
�
�� �����, �� ��
	 �	 
� �	��	�� ��-
�����, �� �	������ �	���.
- *� ��( �	��
�	 ���	 ��	����.
��( 
� �	��
�	 ����	 ���	�	.
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be up to scratch �	 ����(�������
�	���"� ���
bad-tempered [bæd 
temp�d] ���, �
��� (	�	
���

scope [skoup] �������, ��(�	�
move on ����� ��
strength [streŋθ] ���	
weakness [
wi:knis] ��	����

� 5	 �	 ������� ��-����� ������ 
	�����	, �������	��� ������:

How many people work in your
company on the whole and how
many work for BBLS here in Sofia?
Who am I expected to report to?
Would I be supervising anyone?
What would be the chances of
promotion in this job?

,��
� (��	 �	����� ��� ����	�	
�� 
	�� &��� � 
��
� �	����� �	
�� �� <� <� ��
, � $����?
*	 
�
� "� �� �����	�?
%� 
��������	� �� ��
�
�?
,	
�� �	 ������������� �	
��������� � �	�� �	���	?

self-starter
proactive
self-motivated
self-driven

���&�	�����
����
�������	�
�	�����&�	�����

methodical
systematic
organized
resourceful
ambitious

���������
��������
��
	�����	�
�������	�����
	���&�����

motivated
talented
team-player
enthusiastic
well-organized

�������	�
�	�	�����
����" �	 �	���� � �
��
������	���	�
����� ��
	�����	�

� $��� 
	�� ������3��	"��� �	����	� ��� ������ �������, ������ �
��� �	 ���	��. '���� � ���� ����� ������3�� �	 �� ���
������ �������.
9�������	��� ��  �	 ��������	 �	 ����	�	 �� ��������, �	 �	 ��
	����,
�� ��	��� ���
� �	 ���. ! ��
	
�� ����	� �� �	�	�	��� ������� �	
�	��	�	 � ������, ����� �	 ��� �������� ����������� �	 �
�3��	��
�	 ��
����. 8��	 ��	�	 ���
������ ���	-��� �����&� ���� ������3��.
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6.
- Well, Ms Boneva, any further
questions?
- No, thanks. I would simply like to
thank you for inviting me and
answering all my questions. The job
sounds like an exciting challenge.
Could you provide me with a
feedback on where I stand?

- We found the interview very
interesting and your candidacy
promising. I won’t be able to tell you
more now. I think we could call you
by Friday.
- Great! I’m looking forward to your
call then.
- Well, thanks for coming,
Ms Boneva. And goodbye.
- Thank you, Mr Flint. Bye-bye.

- <, 
������&� �����	, ��
	
��
���
� �������?
- *�, ��	
��	��. 1����� ��( ��
	�	
�	 �� ��	
��	��, �� �� ��
	��(�� �
��
�����(�� �	 ����
��� �� �����-
��. ;	���	�	 ��
����	 ������	"�
��������
	�������. @�
	 �� �	 ��-
���	 ���	��	 ������	&�� �	 �����

�	���	��?
- *	����(�� ������3�� �	 ���
�
���������, 	 
	����	���	�	 �� -
�	 ���"	�	"	. *� ��
	 �	 ��

	�	 ������ ��
	. @����, �� "�
��
	 �	 �� �� ��	�� �� ����
.
- D������! %� ��	
�	� �
���������� ��	��	���� ��.
- ��	
��	��, �� �����(��,

-&� �����	 � ������	��.
- ��	
��	��, 
-� A����. '�����	��.

feedback [
fi:dbæk] ���	��	 ����
	,
�������	"	 ������	&��

candidacy [
kændid�si] 
	����	���	

� $��� ������3�� ������ �	 ����	���� 
�	�
� ��	
��	������� �����.
!	���� ����" �	�����	��� �� ��
����	� � ���
� ����� �
� �	 ���	.

Dear [Interviewer’s name],

Thank you very much for taking time out of your busy day to talk with me about

the [job title] position.  I enjoyed meeting you and the members of your depart-

ment, and I am excited about the chance to work with such a great team.

Since I am a self-starter by nature and a team player too, I like that you encour-

age individuals to take ownership of projects, but each can still count on team-

member support.  It’s the best of both worlds.

Judging by our discussion earlier today, I believe that my qualifications are an

excellent fit, particularly my [specific education, experience, skills, etc.].  The

position is exactly what I’m looking for, and I’m confident that I can be a signifi-

cant contributor to the success of [company or department name]. 

Thanks again for interviewing me.  If you have questions or concerns, please

feel free to contact me.  I look forward to hearing from you again.

Yours sincerely,   [your name]

�
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Àêî äî äåñåò äíè ñëåä èíòåðâþòî îò ôèðìàòà íå ñà âè ñå îáàäèëè,
ìîæåòå äà ïîçâúíèòå è äà ñå ïîèíòåðåñóâàòå êàê ñòîÿò íåùàòà ñ âàøàòà

7.
- Well, Mr Donev, thanks for coming
again. As we already told you on
the phone, we’d like to discuss your
contract today.
- I’m sure we’ll reach an agreement.

- Maybe it’s the best if I begin by
giving you some general informa-
tion. After that we can talk about
your salary, OK?
- Fine.
- Now, here is your contract. We
have a training period of six months
for all our employees. We prefer you
to start on the 1st of November. Is
that all right with your present
position?
- Yes, I have a notice period of four
weeks, so that suits me fine.

- Well, now about our working hours.
We start working at 9 a.m. and
finish at 6 p.m. with a lunch break
of one hour. But be prepared to
work overtime in the beginning.

- <, 
������� '����, ��	
��	�� ��,
�� �����(�� ������. ,	
�� ���� ��

	�	(�� �� �������	, ��(�� ��
	��
���� �	 
������ �	 �	��� ��
����.
- $�
���� ���, ��
"� �����
��� ��
�	���.
- @��� �� � �	�-����� 	
� �	����	
� �	�	���� �	 ��
	
�	 ��"	
������	&��. $��� ���	 "�

������ �	 �	�	�	 �	��	�	, �	��?
- 2������.
- <��, ��
 � �	���� ��
����. 9�	��
������ �	 �������� �� ���� ����&	
�	 ����
� �	�� ���������.
1��������	�� �	 �	������� �	 1
�������. 8��	 ����� �� � �	 �	�	�	
��
	��	 �	���	?
- '	, ��	� ���
 �	 ������������
�� ������ �����&�, �	
	 �� ��
�������	 �������.
- <, ��
	 �	 �	���� �	����� �����.
5	����	�� �	���	 � 9 �������	 �
������	�� � 6 �������� � �����	
�����
	 �� ���� �	�. *� �� 
������
�	 �	������ ���������� � �	�	����.

�
êàíäèäàòóðà. Îáèêíîâåíî íà íåîäîáðåíèòå ñëåä èíòåðâþòî ðàáîòîäàòåëèòå
îòãîâàðÿò ïî èìåéë ñ ëþáåçåí îòêàç, íî íå ñå ó÷óäâàéòå, àêî èçîáùî íå ïîëó÷èòå
íèêàêâà âåñò.

� ! ����	�, �� 
	����	���	�	 �� � �������	, ����"��� �	�����	��� "�
�� ��
	�� �	 �	�
���� �	 �	��� ��
����. 8�
	�	 ���� ������ �	 ���	��
�	 �	��	�	�	, �� �� ����	
	. @��
� �������� � �	�����	����� �	� �	
�	���� �	�
����	 
�� �	�� ���	.
,�
	�� �� �����	� 
��
� �	�� ��
	��, �� �� ��	���	��� �	 
	���� ���	�	,

���� ����	�� �	 �	����������	. ! �	�
��� �	 ����	����� � ���� �	 ��
���	�	����, 	
� � ����(�����.
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You’ll have a lot to start out with!

- I read about this requirement in
your advertisement. It’s all right with
me…Great. One thing I wanted to
ask you: What does Johnson and
Son do about health care or medical
insurance?
- The company offers complete
medical and life insurance. Let us
talk about your financial expecta-
tions then. What salary are you
looking for?
- It’s very important for me to
improve on my last salary.
- So what did you earn in your last
job?
- In my last position as Junior
Product Manager I earned 1400 leva
per month. I’m sure you understand
I wouldn’t like to go beneath this
level.

9�	 ���
� ��"	, � 
����
�	 �� �	������!
- 1������( �	 ���	 ����
�	�� ���
�	�	�	 ����	. +������	 ��...
D������. <��� ��"� ��
	( �	 ��
���	�: 
	
�� ��	�� ����	�	
“'������ � ���” �	 ���	��� �
����&���
� ���
����	��?
- ,���	����	 �����	
	 ����	 ��-
��&���
	 ���
����
	 � �	���	(��-

	 “�����”. *�
	 �	 ��
������ ��-

	 �	 �	���� ���	����� ��	
�	���.
,	
�	 �	��	�	 ��
	��?
- 5	 ��� � ���
� �	��� �	 ����	�
������ �� �������	�	 �� �	��	�	.
- ,��
� ������(�� �	 �������	�	
�� �	���	?
- *	  �������	�	 �� �������� @�	�-
�� �������� 1����
&�� ������(
1400 ���	 �	 ����&. $�
���� ���,
��� �	����	��, �� �� ��( ��
	� �	
�	��	 ��� ���	 ����.
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- Yes, I understand you. But we’re
still only a small company making
its first steps on the Bulgarian
market and we cannot pay you
much more than you get so far.
What would you say about 1600?
- Well, I would be willing to start at
that. But eventually I hope to be
earning a little more after the
training period. Let’s say 1800 leva.
Would you agree on that?
- That sounds reasonable enough.
Your salary will be reviewed every
six months. Of course you must not
forget that I was talking about your
base net salary. At the end of each
month you will receive a bonus that
reflects the sales.
- Very well, that sounds good. Apart
from the bonus, are there any other
employment benefits in addition to
the base salary?
- Yes, there are. To employees who
have been in the company for more
than three years we offer a pension
plan.
- That sounds great.
- Do we have an agreement?
- Yes, we do. That was what I was
thinking of.
- Welcome to Johnson and Son
then!

- '	, �	����	� ��. *� ��� ��� �"�
��� �	�
	 ����	, 
���� ��	�� ���-
���� �� ����
� �	 ���
	��
�� �	�	�
� �� ����� �	 �� ��	��� ���
� ��-
���� �� ���	, 
���� ��� ��e�	�� ��-
��
	. ,	
�� "� 
	���� �	 1600?
- #��, ��( ���	� �	 �	����	 � ���	.
*� �	
�	� �� �	���	�, �� "�
������ �	�
� ������ ���� ������	
�	 ��������. '	 
	��� 1800 ���	.
%� �� ��
�	���� �� �	 ���	?
- 8��	 ����� ����	����� �	�����.
5	��	�	 �� "� �� ����	�
����	 �	
���
� ���� ����&	. ;	����	 ��, ��
�����	 �	 �	��	����, �� 
����� �	
�	�	�	 �	���	 ����	 �	��	�	. !

�	� �	 ���
� ����& "� �����	�	��
�����, 
���� ���	���	 ����	�����.
- @��
� �����, ���	 ����� �����.
2���� �����	, ��	 �� ���
�
���	�
� � ���������� 
��
������	�	 �	��	�	?
- '	, ��	. *	 �����������, 
����
�	����� � 
���	����	 ������ ��
��� 
�����, �����	
	�� ���������
��	�.
- 8��	 � ���	(����.
- '�
��	���� �� ��?
- '	. 2���������.

- 8�
	�	 ����� ����� � “'������
� ���”!

salary [
sæl�ri] �	��	�	
wage [weid�] �	���&	
notice period [
noutis 
pi�ri�d] �����
�	 ������������

overtime [
ouv�taim] ����� �	�����
�����
eventually [i
ventju�li] �	
�	�, �	��
��� 
����
net salary ����	 �	��	�	
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Business

correspondence

Äåëîâà

êîðåñïîíäåíöèÿ

 14.

Ïèñìà, ôàêñ, åëåêòðîííà ïîùà

� 1��� ���������� 
����� ���
�����	�	 ��"	 ������	�� �� �����	�	�-
���� ����������
��� ���������. ! ������ ����� �� ����	 ��-
���-
�	�	 �	�� �� ������	&������ ����
, 
���� �� ����� ����� ������� �
�	������ ����� � ����	����� �������&��. '������� ����� ������ ��	�	
�������� ��� ���.

� $�
	 ��� ��-����� ����	, ���
��� �������� �	 (	����� �������, ��
����	"	� �� ���
������ ���. *��	������ �� �	���	, �� 
���� �� ����	�	�,
�������� ����	 �	 	�
����
� ���
 �� ��������	� �	 ���������� ��	���	,
���	� �� �� �������� ��� � ��	� ���&������ ����������. 8� �� ��	��	
���� ��� �	�-���
�������� ����	, 
���� �	��
	� ��������� �������.

� ,�
	�� �������� �����	 
����������&��, �����	 �	 ������� ����
	
�	 ���	 
�� 
�
� �� ����"	��. 8��	 ���	
	 ��� ���������� �	
������	&���	, 
���� "� �
�3����. @��� �	 ������ ����� �� �	�� �	
�	 �	���� ������	&��, �� � �	 ����
	�� �� �����	���� �	
	�	 ��� �	
������� ��
�
� �	 ���������� ���������� ��������, ��� �	 ��
������	���� ������ ����.

� 2��
������ ����	�	 �� ����	"	� �	 ��&	, ������ �	 ����	�	 ���
��
	���	&���	, �� ����� ��
	� �	 �	 	������	�� � �� (��	, �	����"� �
���.

� '������ �������� �	 
����������&���	 � ��������
	�������, ��� 
	��
�����	 �� �������� �	 �	������� ����	����� �	 	����	�	. 8��	 � �������
�	���, 
�
	�� �����	����� � �	����	� � ���
� ��"	 � ���	 ����� �	 ������.
<�� �	"� � �������������� ����� �	 �� ��	���� 
�	�
	 ������	, 
	�� ��
�	��	����, �� 
�3��� 
�� ���	���� �	 ������ ����	 � �������� �	�-
����� �����
	�� �� &���	 ���� ����� � ���� ������	���� �	 ������	&���	.
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� !����
� �� �� ��"������	 ������	 �	 �����
��	 �����	 
�������-
���&��, ��
�� ��"� �	��
� ��(	 ��
�� �	 �� ���	� �������, ���	������
�� ����	�	, &���	 � 	����	���� �	 ��
�����	.

� 5	 �	 ������ (��	�� ����	, �����	 �	 �� ����	���� � �����	 �	
�����	���� � �	 ���������� ��	
&���� �� �	 �	���� 
�����	��.

� !��
� ����� � �	�� �� ���� �� ������ � ��
�	�	, ��� 
	�� �����
�	

�� ������	 ��	
&�� � ��������. <�� �	"� �������� ����&��� "� ��
����
�	� ���
� ��� ����	������ �	 ���������� �������� ����	 �	
	�
����
� ���
:

• 9������	��� ����, ����� � ���
�	� ����, ������ �� ��"�����,
���	 ���� - ���� �	�	
�	�.

• 1����� 
��� ���������. !��
� ���������, �	��	"� ������ ��
��	 ���	, ���� � ������ ���
�.
• 9������	��� �����	����� ���
 � 
�����	, �� �����
	��� �	�
�-
����� ���	�� � ��
�	���� �����. 8��	 ��	���� �� �	��, 
�
	��
�� �	� � ����	���� �����, 
����� �	 �������	�� ��
�	������

����� don’t, can’t, I’m. ! ��
����	 �� �������	��� ��"���.
• ������ ��������� � ����������. ,�
	�� ����	�	�� �����	����,

�������	��� ����� �� ��� ����"������ �� 
�� ��
� Dear Mr
Rossy, Dear Ms Jones. 9������	��� ������������	 I, we, you ,


���� ����	�	� �	��������� � ������	� ������� ��.

➤ Ôîðìàò íà ïèñìîòî
1�� ���	���� �	 ������ ����	 �����	��� ��������� ��" ����	�. A��-

�	�	 �� ���� �	 ��	 ���&������ ����
�	���, � 
���� �����	 �	 ��
�����	���	��. *	������, �� ���� �	 �����	 ���&�	��� �	��� �	 ����-
�	� 
�� 	����	�	 ��� ��������� ���	��� ��
�� �	 ��	�
	�	 �	 ����	.
8�� 
	�� ���������� ����	 �	 �	�-���
������� �	��� �	 ����	"	�� �	
�	���� ����"����, ����	��� �	 ������� �����	 �	 �	�	 ���������� �	
�����	���� �	 �	����� ����� �	 
	
�� ��	�	 ������, ���� 	
� 
� ���-

���	 ������ ��
��. 5	�������, �� ������ 
����������&���	 � �
���	��
�	 �	��� ���������	�����.

➤ Òåêñò íà áëàíêàòà çà ïèñìà è àäðåñ íà ïîäàòåëÿ
1����	����� �����	 ����	
	 �	 �	����� 
�� � ��&��� �	 
���	
�. 8	��

������	&�� �� �
�3��	 � �	�-
���	�	 �	�� �	 ������� ���� 	����	 �	
���	���� ��� ���� �������	�� �	 ���&�	��	�	 ��	�
	 �	 ����	�	.
5	���������� ���	����� �����	 �	 ��	 �����	��:
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• ���
• 	����
• ��������� �����
• ������� ��
� ��� �	����

Messrs Black & Sons

159 Knightsbridge

London SWL 87C

Phone +42 7 236908976

1��� ��
��
� ���	 �����	� ��(���"��� �����	 Your reference (Our

reference), 
���� ���
������ ��"� �	 �����	�	�� �����	�������. 5	
��(���"��� �����	 � �	�	�	 ���	 ��	���� �	�� �����	 �	 �� ���	� �
���	�	 ��� � ����	�	 �	�� �	 ����	. 8��	 ��	�	 � �	�������� �� ������-
���	����	 �	 ����"�� � ��������	�	 ��	
��
	 �	 �������&���	. '	�	�	 ��
���� �	 �	�������� �� ����-��	 ���	. 8�� 
	�� �� ���� �	 �� ������	 ��
��
��
� �	���	, �	�-����� � �	 �	������ ����, 
���� ������	 �	�-���
�
�	 ���
	��
��, �	��.: 13 April 2007. 8��	 �� � ��"��������� �	��� �	
������	�� �	 �	����, �� ���� �� � 
����� � ����	�, �� �	��	���� 
	
 �
��	������. ! ����	��
�� 	�
����
� �	�	 �� ���� �� ������� �	���: 13th

April, 2007. ! 	�e��
	��
�� 	�
����
� ����������� �	��� � �	 ��  ������	
����� ����&��, 	 ���� ��
� - �	�	�	: April 13th , 2007.

Elpida 2000

22 Maria Luiza blvd.

Sofia 1000

Bulgaria

Your ref.

Our ref.

May 15th , 2007

➤ Àäðåñ íà ïîëó÷àòåëÿ
1������ 	���� �	 �����	���� �����	 �	 �
�3��	:
• ���
• ��������
• ��
	���	&��
• ����� ��"���
� 	����
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#
� 	����	��� �� ��	 ����	 
	�� ��������, ��
��� � ��., �����	 �	 �
�������	��. 9�	�� ������ �	�� Mr. ��� Ms., 	
� �� ��	��� �	�� ����-
�	����� ���������	 Miss ��� Mrs. $	�� � $#% ���� ���� ����"���� ��
���� ���
	:
Dr. I. M. Reading, Professor

ICU Technical College

Chicago, IL 60624

USA

➤ Ðåä: “íà âíèìàíèåòî íà...”
,�
	�� �� ������ �	 	������	�� ������� �� ��������� ����
, ������-

�	��� ���	�	 “�	 ����	����� �	” �	 ������� ���:
Attention: Human Resources Manager

For the attention of Mr. Robert Singh

9������	��� ��� “�	 ����	����� �	”, 
�
	�� ��
	�� ����	�	 �	 �� ��-

�����, ���� � 	
� ��&��� 
� ���	. ! �	
�� ����	� ������ ����� �	 ��-

	���	&���	 �	 ������ ��� �	 	����	, 	 ��	�	�	 “�	 ����	����� �	” - ����
���� ��� ���� ���	:
Department of Journalism,

Colorado State University

Clark C223 Fort Collins, CO 80526

Attention: Dr. Jon Smith, Department Chair

➤ Ðåä: “îòíîñíî”
9������	��� ��
��
� 
�3���� ����, �	 �	 ������� ������	����� �	

�������:
KPMG

Financial department

25 Maria Kyuri Str..

Sofia 1000

Bulgaria

Attention: Dr. Vessela Peeva, Partner

Subject: EU requirements on auditing

➤ Îáðúùåíèå
'������� ����	 �����	 ���	
� �	 ������	� �����	� 
�� 	����	�	.

8��� �����	� ����	�	 ����	 ���
	 �	 �	���� �����. '���� � �	 ��
��	��	�� �����	������� ��� ����	�	 ��� ��
	���	&���	, �	 �	 ��	���

�� 
�
� �	 �� ��������. !�� !���
�����	��� ���� ����"������ �� ����
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�	���	�, 	 � $#% - ��� ���
�. $���	 ��, �� ������� � ��-����
	��.
Dear Dr. Reading:

Dear Sir or Madam:

#
� ���	 ������ “�	 ����	����� �	” ��� “�������”, ������ ����"���-
��� ��	 ���	 ���� 	����	 �	 �����	����. 8�	��&������� ����"���� �
Dear, �����	�� �� ����	�	 �	 �����	���� � ��
��	�	 �	�����.

#
� �� ����"	�� 
�� 
���	 �� (��	, �������	��� ���� �� ��������
����"����:
Ladies and Gentlemen:

Gentlemen: (	
� ����
� �����	���� �	 ����)
Ladies: (	
� ����
� �����	���� �	 ����)
Dear Sirs: (
�� ����	 
	�� &���)

#
� �� ����"	�� 
�� ���� ����
, ������ �	 �������	�� ������:
Dear Madam: (
�� ���	)
Dear Sir: (
�� ���)
Dear Sir or Madam: (
�� ��&�, ����� ��� � ��� �	 �� ����������)

➤ Èçëîæåíèå
8�
���� �	 ������� �����	 ����"������, 
	�� �� ������ �� ��
� � ����

��� �	��������. 9���������� �
�3��	:
• ������ 	��	&
• ���� ��� ������ 	��	&� ���������
• �	
�3�����

'������� ����� ������	�� ���	 ������	 ����, 
���� ���� ���	 ���	�-
���	. +����� ���� �	 �	����� � ��
�� �� �������� ��	�� - 
�����	:
Thanks for your letter of…. Áëàãîäàðÿ çà ïèñìîòî âè îò...
With reference to your letter of…. Îòíîñíî âàøåòî ïèñìî îò...
With regard to your request for… Îòíîñíî èñêàíåòî âè çà....
Thank you for your enquiry Áëàãîäàðÿ âè çà çàïèòâàíåòî
of June 6th 2006 in which îò 6 þíè 2006, ñ êîåòî
you asked about… ìîëèòå çà....

! ��"���
	�	 �	�� �	 ������� ������ �	 �
�3���� � ���
� ��"�
��	��:
We need this information Òàçè èíôîðìàöèÿ íè å íåîáõîäèìà,
to make a rapid decision. çà äà âçåìåì áúðçî ðåøåíèå.
We will gladly do as you requested. Ñ óäîâîëñòâèå ùå íàïðàâèì

òîâà, êîåòî èñêàòå.
We are sorry to hear about… Ñúñ ñúæàëåíèå íàó÷àâàìå çà...



272

Regretfully we are not able Çà ñúæàëåíèå íå ìîæåì äà
to comply with your request. îòãîâîðèì íà âàøåòî èñêàíå.
We would be grateful if you would Ùå âè áúäåì ïðèçíàòåëíè, àêî íè
give us the reasons for this situation. óâåäîìèòå çà ïðè÷èíèòå

çà òàçè ñèòóàöèÿ.
In addition, I wish to point out… Â äîïúëíåíèå èñêàì äà îòáåëåæà...
Please note that the closing date Ìîëÿ äà îáúðíåòå âíèìàíèå, ÷å
for registration is 31 March. êðàéíèÿò ñðîê çà ðåãèñòðèðàíå

èçòè÷à íà 31 ìàðò.

! 
�	� �	 ������� ���	
� �����	 �	 ������	�� �	���, �� 
���� ����-
�	����� ���� �	 �� ������ � �	�. ! �	
�3������� � ����� �	 �������	��
��
�� �� �������� ���	��:
I trust that our initial contact will Âÿðâàì, ÷å ïúðâîíà÷àëíèÿò íè
develop into a close and continued êîíòàêò ùå ñå ðàçâèå â òÿñíî
cooperation in the future. è ïðîäúëæèòåëíî ñúòðóäíè÷åñò-

âî â áúäåùå.
I very much hope that you Ìíîãî ñå íàäÿâàì, ÷å ùå ïðè-
will accept our suggestion. åìåòå íàøåòî ïðåäëîæåíèå.
I am looking forward to hearing Â î÷àêâàíå íà ñêîðîøåí îòãîâîð.
from you soon.

Please let us know your decision Ìîëÿ, óâåäîìåòå íè çà ñâîåòî
at your earliest convenience. ðåøåíèå ïðè ïúðâà âúçìîæíîñò.
Thank you in advance Áëàãîäàðèì âè ïðåäâàðèòåëíî
for your kind attention. çà âíèìàíèåòî.

*	
�	� ���&����� 
	
 ��
����	 �������. #
� ��	�� �	�� ��
��, 
����
�� �	�������� � ��
��
� �	�	
�	�	, ������ �	 �� �	��	���� ����-
�	������� �����
, ���� 
���� �	 �	������ ����	����� �	 �����	����

�� ���������	 ������	&��. 8	
��	 �����&� �	 ������� �������, 	
�
�����	 �	 �������	�� ���&�����, ���
�	��, ������ ���, �������. 1�-
��	������ �	 ���
� ��� &���� ���� ��"� �	 ����� � �	���	.

2�������� �	�	
�	�� � ����������� �	���������� �	�������� � ��
���� ��	��� ���.

➤➤➤➤➤ Çàâúðøâàíå è ïîäïèñ
'������� ����	�	 ���
������ �	�����	� ��� �������� ��	��:
• Sincerely,
• Cordially,
• Best regards,
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• Yours sincerely, êîãàòî ñå îáðúùàìå ñ Dear + èìåòî
• Sincerely yours, êîãàòî ñå îáðúùàìå ñ Dear + èìåòî
• Yours very truly, êîãàòî ñå îáðúùàìå ñ Dear Sir(s), Dear Madam, Dear

Sir or Madam

• Yours faithfully, êîãàòî ñå îáðúùàìå ñ Dear Sir(s), Dear Madam,

Dear Sir or Madam

$ 
�	��	 ��
�	 �� ���� �	�� ����	�	 ���	 � �	�����	"��� ����"�-
���, 	 ���� ��
� �� ��	
	 �	���	� .

1������	�� �� �	������� � ������ ������ ����� ��.

➤ Áåëåæêè íàêðàÿ íà ïèñìîòî
#
� ��
�� ���
 ���� �������, �	 ���	 ���� ������	 � ����� �	 ���	-

����, �� ��	
	� ��
����� ���&�	��. 1���� �� ��������	� � 
�	��� ��
��
���&�	���� �	 ����	������ �	 �������, 	 ����� � �	�
� - �	 ����, 
����

� � �	���	�.

*	������, 	
� Kathy Reese � ����	���	 �����, 
���� � �	���	�� ��
McKenzie Allen, ���&�	���� "� ��	� ������� ���:
KR/ma.

#
� � ���
	, ����� �������, �� ������	� � ����������, ������ �	
�������� ��(��� ���� ���� ������	:
Enclosure ���
Enclosure (1), 
���� ���	�	�	 ��"� 2 ��
�����	 � ���
	

➤ Ðåä: “êîïèå äî”
8��� ��� �	�	 ������	�	 �	 �����	���� 
�� ���
� (��	 "� �����	�


���� �� ��
�����	. 9������	� �� �������� �������:
• c: �	 
����
• pc: �	 ����
����
• bc: �	 ����� 
����

$��� ���� ������� �� ���	� ����	�	 �	 ���
��� ��&������� �� 	���-
��� ��� ��� ������ �	�
	 ��.

#
� �� ��
	�� �����	����� �	 �	����� �	 ���
��� 
����, ������ bc

�	�� �	 
�����	, 	 �� �	 ���
��	�	.

18.
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1�� ����	"	���� �	 ����	 �� ���
�����	 ��"	 �	�	� ��	���	�	 �	
���
�������� ����	. *� �����	 �	 �	��	����, �� ��� ���
�������� ����	
�����	 �	 ������ �������� �	�-�	
������. 5	 ����	 ���
�������
���	����� ��	��� ����� ����� ��������� �	�	
�	��. *� �������	�	���
������� ���� ��� ���������. 8��	 ���� �	 �	
	�	 �����	���� �	 �����,
�� 
� �����	"	�� 
�� ���������	 ��� ���	��&	.
,�
	�� �������� ���������� �	 �����	 �	 
���3���	, �� ����	 ���	
��	��	���	 �	�
	.
*	 ��
��	�	 �	 ������	���� �	�-�	����� ���	����� � ���
�����	�	
��"���
	 
���� ��� �������������	 �� �	 ���
	��
� ���
:

reply to all: send an
answer to the person
who sent an email,
and everyone who
received a copy of it

reply: send an answer
to the person who sent
an email

delete: erase an
email you don’t want

cc: send a copy to….

forward: send an
email you have
received to
someone else

attach: send a
document, for
example a picture,
with an email

send and receive:
send all the emails
you’ve written and
receive all the ones
that are waiting for
you.

reply to all (��
�����
�	 ����
�): ����	��
��
���� �	 ����
	, 
��-
�� � ����	��� ����� �
�	 ����
�, 
���� �	
�������� 
���� �� ��
�

reply (��
�����): ����	-
�� ��
���� �	 ����
	, 
��-
�� �� � ����	��� �����

delete (������): ���-
"��� �����, 
����
�� �� �����	

cc: ����	�� 
���� ��

bcc: ����	�� �����

���� ��…(���
��� ��
��	��, �� ����	"	�

����)

forward:(�����	��):
����	�� �����	,

���� �� �������,
�� ��
�� ���

����


attach (���
	��):
����	�� ��
�����,
�	������ �����	-
�����, � �����

send and receive
(����	�� �
������): ����	��
����
� ������,

���� �� �	���	�
� ������ ����
�
�	
	"�.

bcc: send a blind copy
to…(the other people
don’t know you’re
sending this copy)
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� 2���"������ �	����	�� 
	
�� ��� ���
�������� ����	 � Dear Sir,
Dear Mr X, Dear Ms Õ ������ ����	�. $��� ��
� ��	
��	���� �	 ����	"	�	
�	 ������� � ������:

Thank you for your email of May
23rd in which you asked about….

Thanks for your email asking for…

Just a line to thank you
for your letter of….

With reference to your email of….

��	
��	�� �	 �����	 �� �� 23 �	�,
� 
���� ���	�� �	....

��	
��	�� �	 �	��� �����, �

���� ������ �	...

$	�� ���� ��� �	 �� ��	
��	��
�	 ������� ��...

2������ ���� ����� ��....

� $��� ������	"	�	 �	�� 
	���� �	"� ������ ����	.

I tried to phone you this morning but
you were out of the office.
There is one point I don’t quite
understand. Can you please confirm
that the catalogue number of the
item you require is 785641?
I am sorry to inform you that we
have to cancel this order.
This is due to a problem
with our suppliers.

2���	( �� �	 �� ������� �	�� ���-
���, �� �� ���� ����� ����	 ��.
9�	 ���� ������, 
���� �� �	���-
�	� �	�����. @���� �� �	 ������-
���, �� 
	�	������� ����� �	
	���
��	, 
���� ��
	�, � 785641?
$�� ���	����� �� ��������	�, ��
�����	 �	 ������� �	�� �����
	.
1�����	�	 � �������
� �	���� ����	���&�.

� 2��
������ ������� ��	 �������	�	"� ���
&�� 
�� ���
 �	����	�,
����	��� 
	�� ���������� (attachment).  '���� � �	 ����"��� ���� �	
�
� ������:

Please find attached a Word
document with….

@���, �	������ � ������������
��
����� �	 Word �...

Please see the attached
document…

@���, ����� ����������
��
�����...

� *���(����� � �	 ����
	�� ������������ �	 
	�������� �	 ������-
���� ����������:

Please let me know if you can’t
read this attachment.

@���, ��������	��� ��, 	
� ��
������ �	 ��������� ���	
����������.
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Please let me know if for any
reason you can’t open
the attachment.

@���, ��������	��� ��, 	
�
�� ��
	
�	 ������	 �� ������
�	 �������� ������������.

� #
� ���	���, ������ �	 ��������	�� �����	����,
�� ��� ����	���� 
���� �� ������� � �� ���
 ����
:

I’m copying Thomas in on this.

I’m copying your proposals to all
members of the committee.

9���	"	� �	 8��	� 
���� �� ���	.

9���	"	� 
���� �� �	����
����������� �	 ����
� �������
�	 
�������	.

� 9������	��� ���	������ ������ ��������� �	 �	�����	��:

Looking forward to hearing
from you soon.

Thank you for your cooperation.

Please write to me again if you
have any questions or call me at
the above-mentioned number.

I hope that you will accept our
suggestion.

! ��	
�	�� �	 �����	 ������
�� �	� �
���.

��	
��	�� �	 
���������	 �� �	
��������������. (ïðè òîâà äîðè è
òîãàâà, êîãàòî â ïèñìîòî
íå ñòàâà âúïðîñ çà íÿêàêâî
ñúòðóäíè÷åñòâî)

@���, ������ �� ������, 	
�
��	�� ��
	
�� ������� ��� �� ��
��	���� �	 
���������	��� �����.

*	���	� ��, �� "� ��������
�	���� �����������.

� 1��������� �����	� �	���� �� (	�	
���	 �	 ���
�������� �����. #
�
� ��-���&�	��� � ����"������ � ���� � Dear Mr X ��� Dear Ms Õ, �����
� �	 �	������� � Yours sincerely (9�
���� !	�). #
� ������� � ��-
�����&�	���, ������ �	 �	������� � Best wishes. (*	�-����� ����-
�	���) ��� Best regards. (*	�-����� �����	���) Regards. (1����	���).
*	 (��	, 
���� ����	�	�� ���
� �����, ������  �	 ����	���� �	��: All
the best. (!���
� �	�-(��	��) ��� ���� �	�� Best ��� Sincerely.
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stefanb@bellbill.uk

maria.tot@angchok.org.bg

ch_mitchell@bellbill.uk

Dear Mr Bollen,

Thank you very much for your e-mail and for your interest in our products.

I can assure you that both WSA 1 and 2 work perfectly with all models of the

current BTU range. However, if you encounter any problems working with WSA 1

and 2 we will modify them free of charge.

I am happy to say that for large orders we do offer goods discounts. I look

forward to discussing this with you in due course.

Please find attached a Word document with our possible discount depending on

the quantity you order.

When you do decide to place an order, please contact me personally by phone. I

would like to make sure that we meet your requirements exactly.

If you have any further questions, please e-mail me again.

Best regards,

Maria Totis

maria.tot@angchok.org.bg

stefanb@bellbill.uk

georgimatev@angchok.org.bg

Dear Ms Totis,

Thank you for sending us your catalogue. I opened the attachment and it seems OK.

Could you please give me more information about your WSA 1 and 2 semi-conductors?

Can you advise me which of them is more suitable for integration with BTU model and

what discounts do you offer for a large order? I’d be grateful if you could copy Chris

Mitchell in on any emails you send to me.

Best regards,

Stefan Bollen



278

1.
- Excuse me, can you help me with
sending this e-mail?

- OK. First, choose the e-mail
programme on your computer and
click “New Message”.
- All right.
- Then start typing the name of the
recipient. If you want other people
to get copies of the same message,
you send them ‘CCs’ which are
copies of the message. OK? Then
you type the subject of the message.

- Then I have to write the date. OK?

- No, there’s no need to put the date
because that goes in automatically
when you send the message… Well,
then you press ‘Return’ and start
writing the message.
- All right. What about spelling and
punctuation. That can be corrected
automatically, can’t it?
- Yes, if you run your spell checker.
But you read the whole message
through to make sure it looks right.
And check your punctuation at the
same time. If you notice a misspelt
word or if you want to change a
word or something like that, double-
click on it and type the new word
over it.
- Fine. That’s easy.
- And then it’s ready to send. You just
click on ‘Send’ and it’ll go off. The other
person will find your message in his/
her box when he goes online.

- 9������	�, ����� �� �	 ��
����
��� � ����	"	���� �	 ����
�����?
- '����. 1���� ������ ���
�	�	�	
�	 ����� �	 ���� 
���3��� �

��
�� �	 “*��� ����"����”.
- '����.
- 1���� �	����� �	 ����� �����
�	 �����	����. #
� ��
	� ���
�
(��	 �	 �����	� 
���� �� ��"���
����"����, ����	�� 
� � “$$”,

���� � 
���� �	 ����"������.
;	���	 ��? 1���� �	����
�������	 �	 ����"������.
- 1���� �����	 �	 �	���	 �	�	�	.
8	
	 ��?
- *�, ���	 ����	 �	 ��	
	� �	�	,
�	"��� �� ����	 	����	�����,

�
	�� ����	��� ����"������...
<, ����� �	����� “!��"	��” �
�	����� �	 ����� ����"������.
- '����. #�� 
	
�� "� ��	�� �
��	�����	 � ���
��	&���	?
,���
��	� �� 	����	�����, �	��?
- '	, 	
� �� ������ 
���
���	 �	
��	�����	. *� �� �� ������� &�����
����"����, �	 �	 �� ��
���	, �� �
��	�����. 9 � ��"��� ����� ��
��������	� ���
��	&���	. #
�
�	������� 
����� �	���	�	 ���	
��� 	
� ��
	� �	 ������ ���	, ���
��"� �	
��	, 
��
�� ��	 ���� ���(�
��� � ��
��� �	���� ���	�	 ���	.
- D������. 8��	 � �����.
- 9 ��
	�	 � 
����� �	 ����	"	��.
$	�� 
��
�� �	 “9���	��” � �� "�
���
��. '��
��� ����
 "� �	����
������ ����"���� �  �����	

����, 
�
	�� ����� ���	��.
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You may keep the message in your
‘Unsent Messages’ and send it later.
It’s your choice when to do this.

- That seems much easier than
handwriting and faxing it.

- Well, these are the advantages of
the electronic mail.

@���� �	 �	������ ����"������
� ������ “*�����	���� ����"����”
� �	 
� ��	��� ��-
����. @����
�	 �����	� 
�
	 �	 
� �	��	���.
- 8��	 ��
����	 ���
� ��-�����,
��
��
��� ���	���� �	 ��
	 �
��	"	���� �� �	
�.
- E, ���	 �	 ���������	�	 �	
���
�����	�	 ��"	.

� !�� �"� � ������ 
�����
	&���� �� �������	 � �	
�. 2��
������
����	"	���� �	 ��
������ � ����"���� �� �	
�	 �� ���������	 ��
��������� �	�
����, ���� 
���� �� �������	� ��
�� ���	���.

2.
- Yes, I think you’ll be interested
in our latest catalogue.
- Can you send it by fax, please?

- Sure, I’ll fax it to you right now.
What’s your fax number?
- 1 for the US, then 213 976 3421.
- OK, I’ve got that.
- Can you fax the information
you think we need?

- I’ll fax you everything we have.
There are about 10 pages.
- If you could fax it all over to us,
that would be great!

- '	, �����, �� "� �� �	���������	
���������� �� 
	�	��
.
- @����� �� �	 
� ����	����
�� �	
�, ����?
- '	, "� �� 
� ����	�� �� �	
�	 ���-
�	
	. ,�� � ������� �	 �	
�	 ��?
- 1 �	 $#%, ����� 213 976 3421.
- '����, �	���	( 
�.
- @����� �� �	 ����	����
������	&���	, 
���� ����	��,
�� �� � ����(����	?
- %� �� ����	�� ����
�, 
����
��	��. 2
��� 10 ���	��&� �	.
- #
� ������ �	 �� ����	����
����
�, �� ���� �������!
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3.
- Did you get my fax?
- You’re not going to believe this,
but the paper got stuck and the
machine jammed.
- No problem. I’ll send it through
again.

15 minutes later…

- Did the fax go through all right this
time?
- Yes, but pages two and three weren’t
legible: I couldn’t read them.
- No problem. I’ll resend them.

- 1�����(�� �� �	
�	 ��?
- *��	 �	 ������	��, �� (	�����	
�� �	���� � 	�	�	��� �� �	������.

- *��	 �������, "� 
� ����	��
������.

Ñëåä 15 ìèíóòè....
- 8��� ��� �	
��� ���	 �� �����?

- '	, �� ���	��&	 ��� � ��� �� ��
����(	: �� ���	( �	 
� ������	.
- *��	 �������, "� 
� ����	�� �	
.

� $��� 
	�� ��� ����	���� �	
�	 � ����� �	 ��������� � �� �������	,
�	 �	 ��������� �	�� ����
� � �	���.

� A	
� ����"������ ���
������ ������	 ���������� 	�������. 1���	�	
���	��&	 �� �	���	 cover sheet � �	 ��� � �
	�	�� 
�� � ����	"	���,

�� � �����	����� � ���� �	 ���	��&��� �	 &����� ����"����,
�
�3������� � �	 ����	�	.

! 
�	� �	 �������� ��	�
� �� ������	� ��
��
� ��������� �� ���	 �	:

This fax may contain confidential
information.
If you are not the intended recipient,
advise the sender and destroy the
document.

If you do not receive all the pages,
or if any pages are illegible, please
phone +359 XXXX immediately.

8��� �	
� ���� �	 ������	
����������	 ������	&��.
#
� ��� �� ��� �����	�����, �	

���� � �����	��	���� �������,
��������	��� ����	"	�	 �
���"����� ��
�����	.
#
� �� ��� �������� ����
�
���	��&�, ��� 	
� ��
�� �� �� ���	�,
����, ��	���� �� �	 �������
+359 6666 ����	
	.
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Soravia Ltd
Importer of cosmetics
45 Bacho Kiro Str.

FAX COVER SHEET 1063 Sofia
Bulgaria
Tel: 359 2 00676776
Fax: 359 2 00676777

Date: 22 November To fax number: 213 976 3421

To: Jaime Stefan From: Monika Nikolova

Dear Mr Stefan,
This is the order which we discussed on the phone:

Quantity Item Description Unit price Total price
280 1606 Handkerchiefs € 23 6440
300 1618 Table cloth € 40 12000
1060 7891 Milk shampoo € 2.60 2756

Total 21196

Please confirm that you can have this order ready for us to collect
within the next five days.

If you require any further information, please do not hesitate to contact
me.

Best regards,
Monika Nikolova
Purchase Officer
Number of pages including this cover sheet: 1

� <�� 
	
 ��
����	 ���� �����, ����	���� �� �	
�:
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ÏÐÈÌÅÐÍÈ ÑËÓÆÅÁÍÈ ÏÈÑÌÀ

Ïèñìà, ñ êîèòî èñêàìå èíôîðìàöèÿ è îôåðòè
(âèæ è ãëàâà „Âíîñ è èçíîñ” )

� Ïîëåçíè èçðàçè

We have heard of your products.
D��	�� ��� �	 �	���� �������.

Please send us prices and samples of…
@���, ����	���� �� &��� � ������ ��...

We require.. for immediate delivery and are interested in buying..
9�
	��...�	 ���	�	��	 ����	�
	 � �� ���������	�� �	 
����...

We would like to have further details.
��(�� ��
	�� ������ �����������.

I would be grateful if you let me know…
%� �� ���	 ��	
��	���, 	
� �� ��������	��...

Would you kindly quote your best prices and terms of payment for …
��(�� �� ���� �	
	 �3����� �	 �� �	���� �����	
� �	�-������� �� &��� � �	���� �	 ��	"	�� �	...

We re interested in importing…
9��������	�� �� �� ���� �	...

If your prices are competitive we can probably let you have regular orders.
#
� &����� �� �	 
��
�������, �������� "� ��	��� ������� �����
�.

There is a promising market here for good quality clothes,
and we may be able to place large orders with you.

8�
 ��	 ���"	�	" �	�	� �	 ���(� � ����� 
	������
� ���� �� "� ��� � ��������� �	 ��	��� 
����� �����
� ��� �	�.

Thank you in advance for any information you can give us.
��	
��	��� �� �����	������� �	 ���
	 ������	&��,


���� ������ �	 �� �	����.
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Monika Fashion

Ladies’ Clothing

25 Dondukov blvd.

Sofia 1000

March 23, 2007
Mr. Dawn Snyder
Export Manager
Matthews & Jackson
2520 Vista Avenue
Portland, ME 04101
USA

Dear Mr. Snyder:

With reference to your advertisement in yesterday’s “The Messenger”
cold you please send me a copy of your latest catalogue. I would also
like to know is it is possible to make orders online.

Thank you very much,

(signature here)

Teodora Kisyova,
Manager



284

Monika Fashion

Ladies’ Clothing

25 Dondukov blvd.

Sofia 1000

March 23, 2007
Hoffman Oster Ltd
28 Goete Strasse
Hamburg
Germany

Dear Sirs,

We saw your women’s dresses at the International Fair held in Plovdiv
in May. The line “Romantica” you showed would be most suitable for our
market.

Would you kindly send us quotations for autumn and winter clothing that
you could supply to us by the end of August. We would require 2000
dresses in each of the sizes 36-42. Please quite CIF Sofia prices.
Payment is normally made by a letter of credit.

I must assure you that Bulgaria is a promising market for your clothing
and we may be able to place larger orders with you in the future.

Thank you in advance for any information you can give us.

Teodora Kisyova,
Manager
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Ïèñìà â îòãîâîð íà çàïèòâàíå, îôåðòè

� Ïîëåçíè èçðàçè

Thank you for your inquiry about…
��	
��	�� �� �	 �	����	���� �	...

We are pleased to submit our lowest prices for the goods
you enquired about.

1������ �� � �	 �� ������	��� �	�-���
��� �� &��� �	 ���
���,
�� 
���� �� ���������	��.

We can make you a firm offer for…
@���� �	 �� �	��� �����	 �����	 �	...

Please, let us have your order as soon as possible,
since supplies are limited.

@���, ����	���� �� �����
	�	 �� �������� �	�-�����,
�	"��� ����	�
��� �	 �
�	������.

We look forward to receiving an order from you.
2�	
�	�� �	 ������� �����
	 �� �	�.

Your initial order will be subject to a special discount of 5%.
!	�	�	 ������	�	��	 �����
	 "� ���� ���
�

�	 ���&�	��	 ������
	 �� 5%.

We have quoted special prices, and therefore the offer
is not subject to the usual discounts.

2�����	�� ��� ���&�	��� &��� � �� �	�� ������	 �����	�	
�� ������� �	 ���
�������� ������
�.

Delivery will be made within two months of receipt of your order.
'���	�
	�	 "� ���� �	��	���	 � ���
 �� ��	 ����&	

���� �����	�	�� �	 �����
	�	 ��.



286

Matthews & Jackson
2520 Vista Avenue
Portland, ME 04101

April 15 2007

T�odora Kisyova
Manager
Monika Fashion
Ladies’ Clothing
25 Dondukov blvd.
Sofia 1000

Dear Ms Kisyova,

Thank you for your enquiry of 23 March asking for the latest edition of
our catalogue.

We are pleased to enclose our latest brochure. We would like
to inform you that it is possible to make purchases online
at http://matthewsandjackson.com.

We look forward to welcoming you as a customer.

Sincerely,

(signature here)

Dawn Snyder
Export Manager
DS/ls
Enclosure(2)
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Hoffman Oster Ltd
28 Goete Strasse
Hamburg
Germany

April 15 2007

Teodora Kisyova
Manager
Monika Fashion
Ladies’ Clothing
25 Dondukov blvd.
Sofia 1000

Dear Ms Kisyova,

We are pleased to make you an offer regarding our autumn-winter
collection in the sizes you require. Nearly all the models you saw at the
fair are obtainable, except dresses in yellow, of which all the smaller
sizes were sold out. “Romantica” is being manufactured continuously,
but will only be available again in October, so could be delivered to you
in November. Is that too late for you?

All other models can be supplied by the end of September, subject to
our receiving your firm order by 25 August. Our CIF prices are
understood to be for sea/land transport to Sofia. If you prefer the goods
to be sent by air freight, this will be charged extra at cost.

The best prices we can offer are as follows:
Dresses sizes 36-38 in white, green and red per 100 € 2,856.00
Dresses sizes 40-42 in white, green and red per 100 € 3,420.00
These prices are valid until 25 August 2007.
Delivery: CIF Sofia
Payment: by irrevocable letter of credit or cheque with order.

We hope you agree that our prices are very competitive for these best
quality clothes, and look forward to receiving your initial order.

Yours sincerely,

Frank Straus
Export Department
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Ïèñìî, ñ êîåòî ñå ïîòâúðæäàâà
èçïðàùàíåòî íà ñòîêè (àâèçî)

� Ïîëåçíè èçðàçè

We are pleased to inform you that the consignment was collected
this morning for road transport to Plovdiv.

;	��	�� �� �	 �� ��������	��, �� ��	�
	�	 �� �
�����
���	�	
�	�� ������ �	 ��	��������	�� �� 1������.

We trust that the consignment reaches you safely.
!���	��, �� ��	�
	�	 "� ���
�� �� �	� 
	�	����	��.

The shipping documents have been sent to the UBBank,
Sofia with a sight draft of $4,000.

8�	���������� ��
������ �	 ����	���� �� C �� �	�
,
$���� � �	�
��	 ��	�	 �� 4000 ���	�	.

The shipping documents will be sent to you by our forwarders.
8�	���������� ��
������ "� �� ���	� ����	���� �� �	��� �
��������.

Would you kindly pay the freight and/or warehousing charges
and debit them to our account.

��(�� �� �	��	���� ���	����� � �
�	������ �	
��
� �������	�� � ��( �	�	�	 ����
	.

Four crates (boxes) were missing from the consignment delivered to us
on 2nd March. Please look into this matter immediately.

F����	(	 ������ "	�
� (
����) �� ��	�
	�	, ����	���	
�	 2 �	��. @���, ��������� ������	 ���	�	���.
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Hoffman Oster Ltd
28 Goete Strasse
Hamburg
Germany

April 15 2007

Teodora Kisyova
Manager
Monika Fashion
Ladies’ Clothing
25 Dondukov blvd.
Sofia 1000

Dear Ms Kisyova,

We have pleasure in notifying you that your credit was confirmed by our
bank yesterday, 26 August. We have the 2000 dresses collected today
for transport by Lufthansa to Sofia on 1 September.

Enclosed is our invoice for the goods in question plus the extra changes
for air freight, packing lists to facilitate customs clearance at your end,
certificate of origin, air waybill and insurance policy.

Hoping that this initial order will lead to future business, we are

Yours sincerely,

Max Rich
Sales Manager

19.
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Ïèñìî, ñ êîåòî ñå íàïîìíÿ çà çàáàâåíî ïëàùàíå

� Ïîëåçíè èçðàçè

According to the terms in our contract your remittance
was due on June 30, 2006.

$�
�	��� ��������	 � �	��� ��
���� �	���� ������	�	��
�����	�� �	 ��	�� �� 30 3�� 2006.

We must insist on receiving payment by 31st August;
failing this we shall be compelled to take legal action.

*	�����	�� �	 �����	�	�� �	 �	���� �� 31 	�
���, 	
� ���	 �� ��	��,
"� ����� ��������� �	 ����������� ������� ��������.

GBS Import Export
681 W. Gladstone Str.
Hong Kong

Marlin Industries
85 Borovo Str.
Plovdiv 4000 6th February 2007

Dear Sirs,

We would like to draw your attention to the enclosed statement, which
shows a balance in our favour of $7,850 as of December 31st, 2006.
May we remind you that our terms are 30 days net.

Kindly send us your remittance as soon as possible. Should you
however have settled the accounts since this letter was written, please
disregard our reminder.

Yours sincerely,

Ho Li Fan
Head Accountant



291

� ! ����	� ,�� ���� 2-3 �����&� �� �������� ��
	
�� ��
����,
����	���� ����� �	�����"� �����.

Three weeks ago we reminded you
of the outstanding balance in our
favour of $ 7,850. According to our
records, you have not yet settled
the account.

1���� ��� �����&� ��
�	�����(�� �	 ������	���	
����
	 � �	�	 ����	 , ������	"	
�	 7850 "	��
� ���	�	. $�����
�	���� ��
������ ��� ��� �"�
�� ��� ������� ����
	�	.

Please give the matter your imme-
diate attention and let us have your
payment by ....

@���, �������� ����	
	 ����	���
�	 ���� ������ � �� ��	���� ��...

� #
� � �	 ���	 ����� �� �� ��
������, �����	"��� �	������� "�
���� ����������. ! ��
� ���� ������ �	 ����"���, �� "� �����
����

�� ������� ���
�.

We have asked you repeatedly to
settle your outstanding amount for $
7,850. Unfortunately we have
received neither a reply from you
nor your remittance. Unless we
receive your payment by 31st March
2007 we shall be compelled to
place the matter in the hands of our
lawyer.

1�����(�� �� ��
��
�
�	��� �	
������� ������	���	�	 �� ����
	
�� 7850 "	��
� ���	�	. 5	
���	����� �� ��� �������� ��
�	� ���� ��
����, ���� ������ �	
�	����. #
� �� 31 �	�� 2007 �� ��
��	����, "� ����� ��������� �	
���	��� ������	 � ��&��� �	
�	��� 	���
	�.
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Ïèñìî, ñ êîåòî ñå èñêà óäúëæàâàíå íà ñðîêà çà ïëàùàíå

� Ïîëåçíè èçðàçè

Due to poor weather conditions, business has been dull.
1��	�� ���� 
���	����� ������� �������� � �	����.

The recent devaluation of the dollar has caused a setback in business.
$
�������� ����&����	�� �	 ���	�	 ������ �	���� � ������	.

We suffered excessive losses, for which we have
not yet been compensated in full.

9�	(�� 
����� �	
���, �	 
���� ��� �"�
�� ��� �	����� 
��������	��.

Would you allow me to postpone settlement of your account?
��(�� �� �� ��������� �	 ������� �����	���� �	 �	�	�	 ����
	?

We suggest making a part payment of $ 4000 now,
and paying the balance by November.

1����	
	�� �	 �������� ���� ��	"	�� �� 4000 ���	�	 ��
	
� ����	"	�� �	 �	�	��	 �� �������.
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Marlin Industries
85 Borovo Str.
Plovdiv 4000

1 March 2007

Mr Ho Li Fan
Head Accountant
GBS Import Export
681 W. Gladstone Str.
Hong Kong

Dear Mr Fun,

We apologize for not replying to your letter dated 24th February
requesting us to settle our outstanding account.

May we remind you that we have always settled our accounts regularly
and this is the first time we have defaulted on a payment. We have been
going through a difficult period because of the recent devaluation of the
dollar.

Our trading position, however, will improve soon as sales in the EU are
gradually picking up, so we should be able to clear our debt by the end
of this month.

We should be most grateful if you would accept part payment
immediately, for which we are enclosing a cheque for $4000, and the
reminder, $ 3850, will be paid by the end of March.

Please let us know whether you are able to grant our request.

Yours sincerely,

Milen Boychev
Manager
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Èçëîæåíèå íà ïèñìî, ñ êîåòî ñå ïðàâè ðåêëàìàöèÿ
(âæ è ÷àñò 7)

� Ïîëåçíè èçðàçè â òåêñòà ñëåä îáðúùåíèåòî

On the 1st of July we (bought, leased, rented) ...
*	 ����� 3�� ��� (
���(��, �	�(��)...

We are writing to draw your attention to a problem in your customer service
section.

1���� ��, �	 �	 �	����� ����	����� �� 
�� ������� � �����	
�	 �������	�� �	 
������.

I wish to complaint in the strongest possible terms about the treatment
I received from a member of your staff.

9�
	� �	 �� ���	�	 �� ����������� �	 ����

�� �	��� ������	�.

I am writing to express my strongest dissatisfaction with the goods
we received this morning.

1��	 ��, �	 �	 ���	�� 
������� �� ����������� �� ���
���,

���� ������(�� �	�� ������.

We are disappointed to find out that the quality of the goods you supplied
does not correspond with that of the samples submitted.

;	���	���	�� ��� �	 ��
����, �� 
	�������� �	 ���
���, 
���� ��
����	��(��, �� ��
��	�� �	 ����	������ ������.

I am writing to complain about the quality of the products I purchased
on-line from your website.

1��	 ��, �	 �	 �� ���	�	 �� 
	�������� �	 ���
���, 
���� �	
���(
���	�� �� �	��� �	��.
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� Îïèñàíèå íà âúçíèêíàëèÿ ïðîáëåì

Unfortunately, your product (service) has not performed well (the service
was inadequate) because…
The product does not work properly (the service was not performed
correctly). The operations were misrepresented.
The equipment I ordered has still not been delivered, despite my phone
call to you last week.
To resolve the problem I would appreciate it if you could send money
back (charge card credit, repair, exchange, etc). Enclosed are copies of
my records (copies of receipts, guarantees, warranties, contracts, etc).
I look forward to your reply and the resolution of our problem.
Please deal with this matter urgently. I expect a reply from you by…
We insist on a full refund otherwise we will be forced to take the matter
further.
Unless I receive the goods by the end of this week, I will have no
choice but to cancel my order.
I hope that you will deal with this matter promptly as it is causing me
considerable inconvenience.
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Èçëîæåíèå íà ïèñìî, ñ êîåòî ñå îòãîâàðÿ íà ðåêëàìàöèÿ

� Ïîëåçíè èçðàçè â òåêñòà ñëåä îáðúùåíèåòî

After investigating your complaint, we have ascertained that an error was
made in our dispatch department.

$��� 
	�� ������(�� �	�	�	 �	��	, ���	����(��, �� � �	���
���������
� ����� � �	��	���	 
���
	.

We very much regret having given you cause for complaint.
@��
� ���	���	��, �� ��� �� �	�� ����� �	 ���	
�	�� (��
�	�	&��).

Steps are being taken immediately to ensure that such mistakes do not
occur in the future.

!���	
	 ��(	 ����� ���
�, �	 �	 �� 
	�	����	, �� �	
��	 
���
� ���	
�	 ��	�	� � ����"�.

Please accept our sincere apologies for this delay and the trouble it has
caused you. Your claim has been passed on to our insurance company,

who will get in touch with you soon.
@���, �������� ��
������ �� ��������� �	 ���	 �	�	���� �

�	����������	, 
���� �� �� � ���������. !	�	�	 ��
�	�	&�� ����
���(������	 
�� �	�	�	 �	���	(��	����	 
���	���,


���� �
��� "� �� ������ � �	�.

If you keep the damaged goods, we are prepared
to invoice them at 50% of the list price.

#
� �	������� ����������� ���
�, ��� ��� 
����� �	 �� 
�
�	
�����	�� � 50% ������
	 �� &����	����	.
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Tassis and Son
11 Egnatias Str.
54180 Thessaloniki

March 15, 2007
Mr. Stoyan Tonchev
Import manager
15 Veliki Preslav Str.
Pl�ven 5800

Dear Mr Tonchev,

Please accept my sincere apologies for the delay in the delivery of your
latest order.

There has in fact been a transportation problem due to a strike of
customs officers in Greece and in order to make up for our delay we can
either send a credit note or dispatch the goods to you later.

We can assure you that this particular incident is beyond our control and
we cannot assume any liability.

We look forward to doing further business with you.

Yours sincerely,
Stefanos Tassis
Manager
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Ïèñìî çà ðåçåðâàöèÿ â õîòåë

� Ïîëåçíè èçðàçè

I would like to book a double/single room in your hotel.
��( ��
	� �	 �� ��������	� �����	/�������	 ��	� ��� �	��� (����.

Would you be able to accommodate all the members
of our group in double rooms?

! ��������� �� ��� �	 �	��	���� ����
�
�� �	�	�	 
���	 � ������ ��	�?

Your hotel has been recommended to me as being near the…
!	���� (���� �� ���� ��������	� �	 ���	 �� � ����� ��...

Please send us details of your prices and terms.
@���, ����	���� �� ����������� �	 �	���� &��� � �������.

If you have no vacancies for this period, could you please suggest another
date/other addresses in the area?

#
� ���	�� �������� ��	� �	 ���� ������, ��(�� �� �� ����������
���
	 �	�	/	����� � �	���	?
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Gwen Blues
105 Glenthorne Road
Hong Kong

23 April 2007

The Maritsa Hotel
78 Maritsa blvd.
Plovdiv 4000
Bulgaria

Dear Sirs,

Thank you very much for the information about your hotel. We wish to
take advantage of your offer as we are going to participate in the
International Plovdiv Fair 5-12 May 2007.

We shall be glad if you will reserve two double rooms for us on the
same floor from 4 to 11 May, eight nights in total. Our Managing Director
Mr Kong wishes to stay in a room with a view of the Maritsa river.

Please let me know as soon as possible if you can provide the
accommodation required.

We need fax confirmation of the reservation with prices including VAT.
Looking forward to hearing from you,

Yours sincerely

Mary Lee
Secretary to the Managing Director
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ÏÈÑÌÀ ÏÎ ÑÎÖÈÀËÍÈ ÏÎÂÎÄÈ

Ïîçäðàâèòåëíî ïèñìî

� Ïîëåçíè èçðàçè

It was with great pleasure that we heard of your appointment as Chairman.
Please accept our heartiest congratulations.

$ 
����� ����������� ��(�� �	 !	���� �	��	�	�	�� �	 �������	���.
@���, �������� �	���� �	�-�������� �����	������.

Please convey our best wishes and congratulations to Mr Thomson on his
promotion.

@���, ����	��� �	�-������� �� �����	��� � �����	������ �	 
-�
8����� �	 ��
����� ����
	��.

Congratulations on your promotion to CEO.
1����	������ �	 �	��	�	�	���� �� 
	�� 
�	��� ����
���.

Peter Wilson
MCN Corporation
104 Vitosha blvd.
Sofia 1000

July 17, 2006
Mr. James Carrington
American Trade Association
5 Bacho Kiro Str.
Sofia 1000

Dear Mr Carrington,

I would like to offer my congratulations on your being elected Chairman
of our Trade Association.

No one has done more to deserve the honour, or has worked harder to
promote our interests. You can count on me and my company to give
you any assistance you require in your term of office, and I wish you
every success for the future.

Yours sincerely,
(signature here)

Peter Wilson
President
KK/jt
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Áëàãîäàðñòâåíî ïèñìî

� Ïîëåçíè èçðàçè

May I thank you/ express my thanks for having invited me to…
;	������� �� �	 �� ��	
��	��/�	 ���	�� ��	
��	�������� �� �	 ���	,

�� �� ��
	��(�� �	...

Many thanks for all the help you gave me with…
@��
� ��	
��	������ �	 ����"�	, 
���� �� �
	�	(�� �	...

Thank you so much for your assistance/for the information you were able
to give us.

@��
� �� ��	
��	�� �	 ����"�	/�	 ������	&���	, 
���� �� �	��.

Please accept our warmest thanks.
@���, �������� �	�-���������� �� ��	
��	������.

Ministry of Culture

17 Alexander Stambolyisky blvd.

Sofia 1000

July 17, 2006
Mr. Stefan Draganov
American Trade Association
5 Bacho Kiro Str.
Sofia 1000

Dear Mr Draganov,

Thank you very much for assisting the Minister while he was in the USA.

I know he has already written to you expressing his gratitude, but I
would like to add my own appreciation. The introductions you made for
him and the contacts and information he gained will be extremely useful
for the future cooperation of our institutions.

If I can offer you any similar service in the future, please contact me.
Yours sincerely,

(signature here)

Peter Manuilov
Head of the Minister’s Office
PM/jt
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Ïèñìî, ñ êîåòî ñå îòïðàâÿ ïîêàíà

� Ïîëåçíè èçðàçè

The President and CEO of… have pleasure in inviting you to attend
a reception at..on…at…p.m. in honour of…

1���������� � 
����	����� ����
��� �	... ��	� �������������
�	 �� ��
	��� �	 ����� �..(�����), �	 ..(���) �� ...(�	�) �� ����	�.....

R.S.V.P.
@���, ��
�������.

Dr. and Mrs Steward request the pleasure
of Mr. and Mrs Valentin Ivanov’s company at dinner on Saturday at 8 p.m.

'-� � 
-�	 $�3��� ��	� ������������� �	 ��
	��� �	 ������

-� � 
-�	 !	������ 9�	��� � �����	 �� 8 �	�	.

We hope that you will be able to join us at this event, and give us the
benefit of your experience.

*	���	�� ��, �� "� ������ �	 �� ������������ 
�� �	� �	 ���	 �������
� "� �� �	���� ���������� �	 �� ��������	�� �� �	��� ����.
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The New York Stock Exchange Group
Department of International Relations
11 Wall Street
New York

September 29, 2006
@r Blagoy Todorov
Chairman of American-Bulgarian Trade Association
17 Koprivshtitsa Str.
1000 Sofia

Dear Mr Todorov:

On October 30 we are giving a luncheon for the Delegation of the
Bulgarian Chamber on Commerce which will visit the New York Stock
Exchange.

Mr Bill Morgan, Vice-president of the Stock Exchange will speak about
the developments taking place in American-Bulgarian business
relations. Following lunch, our guests will be able to answer specific
questions you may have. We think you will find the discussions
interesting, and hope you can attend.

The luncheon will be held at the Hotel Ritz at 13:00. Your prompt reply
would be very much appreciated.

Very truly yours,

Peter Patterson
Executive Director
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Ïèñìî-îòãîâîð íà ïîêàíà

� Ïîëåçíè èçðàçè

Unfortunately, the President will be out of town on…and will not, therefore,
be able to be present at the conference you are holding.
5	 ���	����� ����������� "� ���� ����� 
�	�	 �	... � �� �	��
������	 ���	 �	 ���� �	 ��������	 �	 
�������&���	, 
���� ���
��
	�����	��.
Mr. Donchev thanks Prof. Smith for his kind invitation,
which he has much pleasure in accepting.
7-� '����� ��	
��	�� �	 ����. $��� �	 �����	�	 �� ��
	�	,

���� ��� � ����������� �����	.

Republic of Bulgaria

Minister of Economy

March 13, 2000

M. Jean-Paul Maurice
Chairman, Crans Montana Forum
55 Avenue Hector Otto
Paris 56104

Dear Mr Maurice,

Thank you for your kind invitation to me to take part in the planned
Crans Montana Forum in Zagreb from 13th to 15th April 2000. This looks
like an ambitious event which will clearly bring together a highly focused
group of leaders to address the continuing issues of EU Integration.

Due to the probable requirement for me to visit the United States in
April, combined with the exceptional demands on my time, I very much
regret that it will be not possible for me to be present on this occasion.
I wish you every success in the planning and implementation of the
Forum in Zagreb.

Yours faithfully,
(signature here)

Ivan Tsvetanov
Minister
MS/bt
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�

Èçïðàùàíå íà ÑÌÑ-è ñúîáùåíèÿ ïî ICQ

9���	"	���� �	 ���"���� �� �������	 � �������� ��	�	 ��� ��-���-
��� � ��������� ������ �	 ��"��	��. 2�������� ��� ���� ��� 
�����-

	&�� � ��
�3������	�	 �	
��������, 
���� �	�	
	 ��
�	"	�	���� �	
���������� ���� � ��
��. ;	����	 ��, ���
	������ ��
�	"	�	�� �� �
��������������, ��� 
	�� ���� �	 �	������ ��"��	����.

1�� ����	"	�� �	 ���
������ ����"���� �	 	�
����
� ���� �	
��
�	"	�	��:

- ���������� ���� (wd = would)
- �	 �	�����	�� 
�	�
� ���� � ���	 ��
�	 (u = you)
- �	 �	�����	�� ��
�� � &���� (Gr8 = great, 4 = four, for)

Íàé-÷åñòî èçïîëçâàíè ñúêðàùåíèÿ:

2 = to/too/two
4 = for/four
B = be
b/C = because
Esp = especially
ILBL8 = I’ll be late
Msg = message
No1 = no one
NMP = not my problem
OIS = Oh, I see
Pls = please
R = are
RUF2 = Are you free to talk?
Thnq = Thank you
TNX = Thanks
U = you

UOK? = You OK?
Want2 = want to
W/o = Without
XLNT = Excellent
ILBAT = I will be able to
AFAIK = As far as I know
L8 = Late
Wer r u = Where are you?
W8 = wait
2day = today
2moro = tomorrow
D u wnt 2 go out 2nit? = Do you
want to go out tonight?
A SAP = az soon as possible
ASL? = Age, sex, location?
bb = bye-bye

Íå çàáðàâÿéòå, ÷å âñå ïàê ñúêðàùàâàíåòî, íàé-âå÷å íà öåëè
èçðå÷åíèÿ, ìîæå äà äîâåäå äî ñåðèîçíè íåäîðàçóìåíèÿ,
îñîáåíî ïðè óòî÷íÿâàíå íà äåòàéëè ïðè áèçíåññäåëêè.

20.
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In case of emergency

1.
- Dr Luis’ surgery.
- Hello. I’d like to make an appoint-
ment.
- OK. Tomorrow, 10.30. Is it all right?
- I’m sorry. My son broke his arm.
It’s an emergency.
- Then come right now.

- ,	�����	 �	 �-� F���.
- 5��	�����. 9�
	� �	 �	���	
�	�.
- '����, ���� � 10.30. +������	 �� ��?
- $��	���	�. $���� �� �� �����
��
	�	. $����� �.
- 8�
	�	 ���	��� ����	
	.

 15.

Ïðè ñïåøíè ñëó÷àè

Medical help Ìåäèöèíñêà ïîìîù

Ïðè ïúòóâàíå â ÷óæáèíà ñè íàïðàâåòå ìåäèöèíñêà çàñòðàõîâà. Àêî
ïúòóâàòå â ñòðàíèòå îò ÅÑ, íîñåòå ñúñ ñåáå ñè åâðîïåéñêà çäðàâíà êàðòà.�

Òÿ ãàðàíòèðà, ÷å ùå áúäåòå îáñëóæåíè áåçïëàòíî ïðè íåîòëîæåí ñëó÷àé.
Ïðè ïúòóâàíå â ÑÀÙ å íåîáõîäèìî äà ïðèòåæàâàòå ÷àñòíà ìåäèöèíñêà

çàñòðàõîâêà. Àêî íÿìàòå òàêàâà, ùå âè áúäå îòêàçàí ïðèåì â áîëíèöà. Ïëàùà ñå
äàæå è â äúðæàâíèòå áîëíèöè. Äîðè è ïðè áåçîáèäíî çàáîëÿâàíå, ùå  âè íàïðàâÿò
äîñòà èçñëåäâàíèÿ, òúé êàòî àìåðèêàíñêèòå ëåêàðè íîñÿò ñòðîãà ñúäåáíà
îòãîâîðíîñò  â ñëó÷àé, ÷å íå ñà ïðîâåðèëè âñè÷êè åâåíòóàëíè ïðè÷èíè çà
çàáîëÿâàíåòî.

At the Doctor’s Ïðè ëåêàðÿ
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2.
- Good afternoon, Dr. Roberts!
- Good afternoon. What’s the matter?
- I don’t feel well today. I have
a terrible stomach ache
and I feel dizzy.
- Are you vomiting?
- No, but I’m having difficulty
breathing?
- Have you had such problems
before?
- No.
- Please, undress. Let me see your
abdomen. Where does it hurt?
- Here.
- What kind of pain is it?
Sharp or dull?
- Oh, it’s very sharp, here on the left.
- How long have you had it?
- Since yesterday.
- I think you have colitis. I’ll give you
a prescription. You should take one
of these pills every 12 hours. You
should come again on Wednesday.
- I see. There is one more problem.
I’m a foreigner.
- Do you have health insurance?
- Yes.
- Then there is no problem.

- '���� ���, �-� ;������!
- '���� ���. ,	
�� ��	?
- *� �� ������	� ����� ����. 9�	�
��	��	 ���
	 � ����	(	
� �� ������	� �	�	��.
- 1����"	�� ��?
- *�, �� �� � ������ �	 ���	�.

- 9�	�� �� ��� �	
�� �������
� �����?
- *�.
- @���, ��������� ��. *�
	 �	
���� 
����	 ��. ,��� ����?
- 8�
.
- ,	
�	 � ���
	�	?
2���	 ��� ���	?
- 2, ���
� ����	 �. 8�
 ������.
- 2� 
��
� ����� � ��	��?
- 2� ����	.
- @����, �� ��	�� 
����. %� �� �	�
��&���	. 8����	 �	 ����	�� ���	
�� ���� �	����
� �	 ���
� 12 �	�	.
8����	 �	 ������� ������ � ����	.
- ;	����	�. 9�	 �"� ����
�������. #� ��� �������&.
- 9�	�� �� ���	��	 ���
����
	?
- '	.
- 8�
	�	 ���	 �������.

doctor [
d�kt�] ��
	�
nurse [n�:s] ����&���
	 �����	
hospital [
h�spit�l] �����&	
clinic [
klinik] 
����
	
private clinic �	���	 
����
	
surgery [
s�:d��ri] ��
	��
� 
	�����
ill [il] �����
medical examination [
medik�l
ig
zæminein] ����&���
� ���
���
cold [kould] �������	

sore throat [s�: θrout] ����	���� 
����
flu [flu:] 
���
running nose [
r�niŋ nouz] (���	
headache [
hedeik] 
�	�������
cough [k�f] 
	���&	
rash [ræʃ] �����
pain [pein] ���
	
temperature [
tempriʧ�] ������	���	
run high temperature

���
	� ����
	 ������	���	

�
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I suffer [
s�f�] from ���	�	� ��
diabetes [dai�
bi:tiz] ��	���
asthma [
æsm�] 	���	
hepatitis [
hep�taitis] (��	���
I broke my leg (my arm)

$����( �� 
�	
	 (��
	�	).
I twisted my ankle.

9�
����( �� 
�����	.
Something bit me. *�"� �� �(	�	.
I feel sick. D�����	� �� ���.
I’ve burnt myself. 9�
���( ��.

At the Dentist’s

3.
- I feel pain here, on the right.
- Open your moth, please!
Where exactly does it hurt?
- Here.
- You’ve lost a filling here. I’ll do
some job on the tooth and you’ll
have to come again tomorrow.
- Will it hurt very much?
- The hole isn’t very small.
- Then I’d rather have a painkiller.

- D�����	� ���
	 ��
, ������.
-2������� �� ���	�	, ����!
,��� ����� �� ����?
- 8�
.
- 8�
 �� � �	��	�	 �����	�	.
%� ���	���� ���(� ���	 � "�
�����	 �	 ������� ������ ����.
- %� ���� �� ���
�?
- '��
	�	 �� � ���
� �	�
	.
- 8�
	�	 ��-����� �	 � �
���������	"�.

dentist [
dentist] ������
	�
toothache [
tu:θeik] �������
fill a tooth �������	� ���
filling [
filiŋ] �����	
pull out a tooth ���	��	� ���
anaesthetic [ænis
θetik] ����
	

tooth decay [tu:θ di
kei] 
	����
crown [kraun] 
����
	
nerve [n�:v] ����
remove a nerve ���	��	� ����
gum [g�m] ����&
abscess [
æbses] 	�&��

Ïðè çúáîëåêàðÿ
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At the Chemists’s

4.
- I’d like some analgesic and
antibiotics. I have an earache.
- Do you have a prescription?
- No.
- Then you should see a doctor. I
can give you only the analgesic
now. For the antibiotics you need a
prescription.
- But I’ve used Ospamox before
and it was without prescription.
- I’m sorry. In spite of that you need
to have a prescription.

- ��( ��
	� ��
	
�� ���������	"�
� 	��������&�. ���� �� �(���.
- 9�	�� �� ��&���	?
- *�.
- 8�
	�	 �����	 �	 ������� �	
��
	�. $�
	 ��
	 �	 �� �	� �	��
	�	�
���
	. 5	 	��������&��� �� �
����(����	 ��&���	.
- *� ����� ��� �������	�
„2��	��
�” � ���� ��� ��&���	.
- $��	���	�. !����
� ���	,
�����	 �	 ��	�� ��&���	.

pharmacy /chemist’s (US: drug-store)

[
fa:m�si, 
kemists, 
dr�gst�:] 	���
	
antibiotic [�ænti
bai�itik] 	��������

analgesic [�æn�l
d�i:zik]
	�	�
���
, ���
�����
���	"�
vitamins [
vit�minz] ���	����
sedative [
sed�tiv] ����
�������
laxative [
læks�tiv] �	�(�	�������
sleeping pills (	����	 �	 ���

medicine [
medsin] ��
	�����
bandage [
bændid�] ����
cotton-wool [
k�tnwul] �	��

sanitary towels [
sænitri 
tau�lz]
�	��
� �������
�
ointment [
�intm�nt] �	����
adhesive plaster [�d
hi:siv 
pla:st�]
��
���	��

Â àïòåêàòà
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�

�

Emergency service

(Ñïåøíè òåëåôîíè â íÿêîè ñòðàíè)

European Union 112 (also standard on GSM mobile phones)
United Kingdom 112 or 999
Ireland 112 or 999
USA 911
Canada 911
Australia 000
New Zealand 111
China 999
Japan 995 (fire and medical), 110 (police)
Singapore 995 (fire and medical), 999 (police)
Kuwait 777
Israel 101 (medical), 100 (police)

Ïðè âúçíèêâàíå íà ñïåøåí ñëó÷àé, êîãàòî ñòå â ÷óæáèíà, íàáåðåòå
ïîñî÷åíèÿ íîìåð äèðåêòíî îò ìîáèëåí èëè ñòàöèîíàðåí òåëåôîí.
Îïåðàòîð ùå âè ïðåíàñî÷è êúì íåîáõîäèìàòà ïîìîù.

�
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Traffic accident

5.
- 112.
- Hello. I’ve just witnessed an
accident on the motorway London –
Oxford. Please, send an ambu-
lance. Someone has been injured.
- Tell me where exactly the accident
is.
- On the 35th mile. A Land Rover hit
a Mercedes head-on. The guy
wasn’t looking where he was going.
The Mercedes burst into flames.
There are casualties.
- Are you injured too?
- No, I am safe and sound, thanks
God. My car was going third after
the Mercedes and it was hit very
slightly.
- All right. We’ll send our crew
immediately.

- 112.
- #��. 8�
�-"� ��	�	( �������� �	
�������
	 �� �	
����	�	�	 F�����-
2
�����. @���, ����	���� �����
	.
6��	 �	 �	����.
- ,	���� �� 
��� ����� �
�������
	�	.
- *	 35-�	 ���� �������������.
<��� ���� ����� ��	�� �����
���� ���&����. D���
�� ��

���	�� 
��� 
	�	. @��&������
����	 � ��	��&�. 9�	 �	����.
- !�� ��"� �� ��� �	���?
- *�, ��� � ���	� ��� ��	
��	�����
�	 ��
	. @���	 
��	 ������� ����	
���� ���&����	 � �	�� ��
� �
��	���	.
- '����. %� ����	��� �	��� �
��
����	
	.

6.
- Hello. Is this Road Assistance?
- Yes. How can I help you?
- My car broke down. The engine
refuses to start.
- Where are you now?
- On the 46th kilometer of the
highway Sofia-Plovdiv, not far from
Ihtiman.
- OK. I’ll be there in 15 minutes. If I
can’t remove the engine trouble, I’ll
take your car to the nearest service
station. Don’t worry.

- #��. 1���	 ����" �� �?
- '	. $ 
	
�� ��
	 �	 �� ����
�	?
- ,��	�	 �� �� �	��	��. @������
��
	��	 �	 �	�	��.
- ,��� �� �	���	�� ��
	?
- *	 46-�� 
�������� ��
�	
����	�	�	 $����-1������,
���	���� �� 9(���	�.
- '����, "� ���	 �	� ���� 15
������. #
� �� ��
	 �	 �����	��
������	�	 �	 �����	, "� ��
	�	�

��	�	 �� �� �	�-����
�� ������.
*� �� �����
����.

Òðàíñïîðòíà çëîïîëóêà

�



312

My car has been hit.

+�	���	 �� � 
��	�	.
The brake is damaged.

1�������	 �� � ����	�
	�	
My windscreen is broken.

$������ �� � �������� ���
��.
Petrol/oil leaks.

9����	 ������/�	���.

The engine smokes.

2� ���
	���� �����	 ����
.
Someone hit me head-on/

Someone went into the back of me.

+�	��(	 �� �����/���	�.
road accident [roud 
æksid�nt] �����
������������
motorway [
mout�:wei] �	
����	�	,
	����	�
service station [
s�:vis steiʃn] ������

breakdown [
breikdaun] ������	
repairing [ri
p&�riŋ] ����	�
	
tank [tæŋk] �������	�
safety belt [
seifti belt] �����	��� 
��	�
windscreen [�wind
skri:n]
������ ���
��
bonnet [
b�nit] 
	�	

brake [breik] ����	�
	
clutch  [kl�ʧ] ����������
tyre [tai�] 
��	
pump up the tyres �	�����	� 
�����
engine [
end�in] �����, ���
	���
oil-pump [�il p�mp] �	����	 ����	
battery [
bæt�ri] 	
����	���
headlight [
hedlait] �	�
blinker [
blink�] ��
	�
spare parts [
sp&� pa:ts]
�������� �	���

7.
- My purse was pinched out of my
handbag.
- Did you have much money in it?
- Luckily, there wasn’t anything of
value in it. My credit card was
stolen but I informed the bank
immediately and they cancelled it.

- 2�
�	��	(	 �� ���������� ��
�	��
	�	 �	��	.
- 9�	�� �� ���
� �	�� �����?
- 5	 "	���� ���	�� ��"� &����
�����. 2��	��	�	 �� � 
������	�	

	��	, �� 	� ����	
	 �������(
�	�
	�	 � �� � 	�����	(	.

Theft, burglary, lost property Êðàæáà, îáèð, çàãóáåíè âåùè

�
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8.
- My car is stolen.
- That’s horrifying! You should
call the police.
Was the alarm turned on?
- Yes, of course. But in spite of it.
I think the thieves have decoded
the device and broke into the car.

- My flat was burgled even though it
had a reinforced door. The thieves
got away with a lot of money and
some valuable jewellery.
- Did you call the police?
- Yes, they come immediately but
didn’t find any traces. Nor did they
find the thief himself.
- This is the explanation. They have
mafia-style organized crime in this
country.

- 2�
�	��	�	 �� � 
��	�	.
- 8��	 � ��	���! 8����	
�	 �� ��	��� �	 ����&���	.
#�	��	�	 ���� �� �
�3���	?
-'	, �	����	 ��. *� �����
� ���	.
@����, �� 
�	�&��� �	
��
����	�� ������������ � �	
������ � ����� � 
��	�	.
-#�	��	������ �� ���� ���	�,
�����
� �� ��	�� ������	�	
��	�	. ,�	�&��� �	 ����
	�� �
���
� �	�� � &���� �����	.
-2�	�� �� �� �	 ����&���	?
-'	, �����(	 ����	
	, �� ��
��
��(	 ��
	
�� �����. *��� ��

�	��� 
�	��&.
-8��	 � �����������. ! �	��
���	�	 ��	 ��
	�����	�	
����������� �� �	�����
� ���.

9.
- Inspector Scott.
- I’ve been mugged in broad daylight.
Someone stole my pendant which is
a dear family keepsake.
- When did it happen exactly?
- An hour ago.
- Can you describe the person?
- He was a middle-aged man, short
and thin with curly hair and a big
beard.
- Please, have a look at this album.
Can you recognize him in these
pictures?
- Well… That’s him. I’m sure. This
is the guy.
- All right. I hope we can bring back
your pendant very soon.

- 9����
��� $
��.
- 2��	(	 �� ������ ��� ���.
*�
�� �� ��
�	��	 ���	�)��	,

���� � �
�� ������ ������.
- ,�
	 ����� ��	�	 ���	?
- 1���� ���� �	�.
- @����� �� �	 ������� ����
	?
- ���� ��� �	 �����	 ����	��,
����
 � ��	�, � 
���	�	 
��	 �

����	 ��	�	.
- @���, ��
������� ���� 	����.
;	�����	�	�� �� 
� �	 ����
����
�?
- #��... 8��	 � ���. $�
���	 ���.
8��	 � ����
��.
- '����. *	���	� ��, �� "�
����� �	 �� ������ ���	�)��	
���
� �
���.

�
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crime [kraim] ������������
criminal [
krimin�l] ���������

theft [θeft] 
�	��	
thief [θi:f] 
�	��&
robbery [
r�b�ri] ����
mug [m�g] 
�	���
mugger [
m�g�] 
�	��&
burglar [
b�:gl�] 
�	��&
burglary [
b�:gl�ri]

�	��	 � �����
steal [sti:l] 
�	�	

10.
- Excuse me, can you help me?
I’ve lost my passport.
I left it in the taxi.
- When are you travelling?
- I’m booked on the 11.15 flight to
Sofia.
- I’m afraid you can’t travel without
a valid passport.
- So what do I do?
- You must contact your embassy and
get an emergency travel document.
- How long will that take?
- I’m not sure. Maybe they will issue
the document immediately.

- 9�������, ������ �� �	 ��
����
����? 5	
���( �� �	�����	.
5	��	��( 
� � �	
����.
- ,�
	 �����	��?
- 9�	� ������	&�� �	 �����	 �	
$���� � 11.15.
- $��	(��	� ��, �� �� ������ �	
�����	�� ��� �	����� �	�����.
- 9 
	
�� �	 ��	��?
- 8����	 �	 �� �������� � �	����
��������� � �	 ������� �	�	�	�.
- ,��
� ���
� "� �������� ���	?
- *� ��� ��
���	. @��� �� "� ��
���	�	� ��
�����	 ����	
	.

�
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ability to payability to payability to payability to payability to pay [�-biliti tu pei]

��	��������������

abolish abolish abolish abolish abolish [�-b�liʃ] �������, ~ a law, ~ a law, ~ a law, ~ a law, ~ a law

������� �	
��

above-the-line above-the-line above-the-line above-the-line above-the-line [�-b�v ð� lain ] �	�

����	�	 ( â ñ÷åòîâîäñòâîòî)

absoluteabsoluteabsoluteabsoluteabsolute[-æbs�lu:t ] ~ advantage ~ advantage ~ advantage ~ advantage ~ advantage

	����3��� ����������, ~ liability, ~ liability, ~ liability, ~ liability, ~ liability

	����3��	 ��
��������, ~ sale, ~ sale, ~ sale, ~ sale, ~ sale

	����3��	 ����	��	, ~ threshold, ~ threshold, ~ threshold, ~ threshold, ~ threshold

	����3��� ��	


absorb absorb absorb absorb absorb [�b-s�:b]     ��
��"	�,

	�������	�

absorbable risk absorbable risk absorbable risk absorbable risk absorbable risk [�b-s�:b�bl]

	�������	� ���


AC (accelerated country) AC (accelerated country) AC (accelerated country) AC (accelerated country) AC (accelerated country)  �	����	

���	�	

a/c (account) a/c (account) a/c (account) a/c (account) a/c (account) ����
	

accelerated depreciationaccelerated depreciationaccelerated depreciationaccelerated depreciationaccelerated depreciation

[�k-sel�reitid di�priʃi-eiʃn] ��
����	

	������	&��

acceleration clause acceleration clause acceleration clause acceleration clause acceleration clause [�k�sel�-reiʃn

kl�:z] 
�	��	 �	 ��
����	��

accelerator accelerator accelerator accelerator accelerator [�k-sel�reit�] ��
������

access access access access access [-�kses] ������

accommodating credit accommodating credit accommodating credit accommodating credit accommodating credit [��k�m�-deitiŋ]

“������
�” 
�����

accordance accordance accordance accordance accordance [�-k�:d�ns] ������������

account account account account account [�-kaunt]     ����
	, �����,,,,,

~ books  ~ books  ~ books  ~ books  ~ books  ���������� 
��
�

accountability accountability accountability accountability accountability [��kaunt�-biliti]

���������

accountancy accountancy accountancy accountancy accountancy [�-kaunt�nsi]

������������, ���������� �����

accountant accountant accountant accountant accountant [�-kaunt�nt] ������������

accountant’s report accountant’s report accountant’s report accountant’s report accountant’s report [�-kaunt�nts

ri-p�:t] ���������� �����

accounting accounting accounting accounting accounting [�-kauntiŋ] ������������,,,,,

~ profit~ profit~ profit~ profit~ profit ���������	 ���	��	, ~ costs~ costs~ costs~ costs~ costs

���������	 ��������

accounts payable accounts payable accounts payable accounts payable accounts payable [�-kaunts -pei�bl]

�	��������

accounts receivable accounts receivable accounts receivable accounts receivable accounts receivable [�-kaunts

ri-si:v�bl]     ����	���

accredit accredit accredit accredit accredit [�-kredit] 	
�������	�,

�����	�	�

accrual accrual accrual accrual accrual [�-kru:�l]     
	���	�����	�,

~ accounting  accounting  accounting  accounting  accounting 
	���	�����	��

(�	����	��) ������������, ~ interest, ~ interest, ~ interest, ~ interest, ~ interest

rateraterateraterate 
	���	�����	� ��(��� ���&���

accrued accrued accrued accrued accrued [�-kru:d]  �	����	�,

~ depreciation depreciation depreciation depreciation depreciation �	����	��

	������	&��, ~ expense  ~ expense  ~ expense  ~ expense  ~ expense �	����	�

�	�(��, ~ income ~ income ~ income ~ income ~ income �	����	� ��(��

accumulate accumulate accumulate accumulate accumulate [�-kju:mjuleit] �	�����	�

acquisition acquisition acquisition acquisition acquisition [�ækwi-ziʃn] ��������	��

Àíãëèéñêî-áúëãàðñêè

áèçíåñ ðå÷íèê

A
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AAAAACT (Advance CorCT (Advance CorCT (Advance CorCT (Advance CorCT (Advance Corporation poration poration poration poration TTTTTax)ax)ax)ax)ax)

�����	������� �	��
 ���	��	

active  active  active  active  active  [-æktiv] 	
�����, ~ fiscal policy fiscal policy fiscal policy fiscal policy fiscal policy

	
����	 ���
	��	 ������
	

activity ratio activity ratio activity ratio activity ratio activity ratio [æk-tiviti -reʃou]

��
	�	��� �	 	
�������

act act act act act [ækt]     ����	��������, �	����	, �
	�,

~ of God  of God  of God  of God  of God �������� ��������, ���(��

actual damages actual damages actual damages actual damages actual damages [-ækʧu�l -dæmid�is]

������������ �	
���

actuary actuary actuary actuary actuary [-ækʧu�ri]     ��	�����


additional additional additional additional additional [�-diʃ�n�l] ������������,

~ facilities  facilities  facilities  facilities  facilities ������������ ����
�����

adjourn adjourn adjourn adjourn adjourn [�-d��:n]���	
	�, �������	�

adjustable-rate mortgage adjustable-rate mortgage adjustable-rate mortgage adjustable-rate mortgage adjustable-rate mortgage [�-d��st�bl

reit -m�:gid�] �����
	 � ��
�������

��(��� ���&���

adjustment adjustment adjustment adjustment adjustment [�-d��stm�nt]

�����������	��, ~ speed  speed  speed  speed  speed �
�����

�	 �����������	��

admass (admass (admass (admass (admass (��� ad-mass)  ad-mass)  ad-mass)  ad-mass)  ad-mass) [-ædmæs]

(��	, ���	����� �	 ���
���
	

��
�	�	

administered administered administered administered administered [�d-minist�d]

���	�����, ~ inflation~ inflation~ inflation~ inflation~ inflation


�����������	 ����	&��, ~ price~ price~ price~ price~ price

���������	 �� ����	��	 �������&��

&��	

administrative administrative administrative administrative administrative [�d-ministr�tiv]

	��������	�����, ~ assistant~ assistant~ assistant~ assistant~ assistant

	��������	����� ��������
,

��
���	�
	, ~ expense (cost  ~ expense (cost  ~ expense (cost  ~ expense (cost  ~ expense (cost )

	��������	����� �	�(���

admission admission admission admission admission [�d-miʃn] �����
	��,

�����	��

adulteration adulteration adulteration adulteration adulteration [��d�lt�-reiʃn]

�����	����, �	�����&��	��

ad valorem tax ad valorem tax ad valorem tax ad valorem tax ad valorem tax [�ædv�-l�:r�m tæks]

	��	����� �	��


advance advance advance advance advance [�d-va:ns] �	��,~ from (by) from (by) from (by) from (by) from (by)

customercustomercustomercustomercustomer �	�� �� 
�����

adverse adverse adverse adverse adverse [-ædv�:s] ����	
��������,

��	������

advertise advertise advertise advertise advertise [-ædv�taiz] ��
�	���	�

advertisement advertisement advertisement advertisement advertisement [�d-v�:tism�nt]

��
�	�	

advertising advertising advertising advertising advertising [-ædv�taiziŋ] ��
�	���,

~agency~agency~agency~agency~agency ��
�	��	 	
��&��

advice advice advice advice advice [�d-vais] �����, ~ note note note note note

�����������, ~ of delivery of delivery of delivery of delivery of delivery ��������

�	 ����	�
	, ~ of dispatch of dispatch of dispatch of dispatch of dispatch 	����

affinity card affinity card affinity card affinity card affinity card [�-finiti ka:d]     	��������	


	��	

aftermarket aftermarket aftermarket aftermarket aftermarket [�a:ft�-ma:kit] ��� ����
�

� &���� 
���	

AG (Aktiengesellschaft)AG (Aktiengesellschaft)AG (Aktiengesellschaft)AG (Aktiengesellschaft)AG (Aktiengesellschaft)  ��"������	

����	 � 7���	��� ��� e���&	���

ageing population ageing population ageing population ageing population ageing population [-eid�iŋ popju-leʃn]

�	��	���	"� �	�������

agency agency agency agency agency [-eid��nsi] 	
��&��

agent agent agent agent agent [-eid��nt] 	
���

age of majority age of majority age of majority age of majority age of majority [-eid� �v m�-d��riti]

�������

AGM (Annual General Meeting)AGM (Annual General Meeting)AGM (Annual General Meeting)AGM (Annual General Meeting)AGM (Annual General Meeting)


������ ����	��� �	 	
&��������

aggregate aggregate aggregate aggregate aggregate [-ægrig�t] ���
����,

~ demand~ demand~ demand~ demand~ demand ���
���� �������,

~ output ~ output ~ output ~ output ~ output ���
���	 ����������������,

~ supply~ supply~ supply~ supply~ supply ���
���� �����	
	��

agreement agreement agreement agreement agreement [�-gri:m�nt] ����	�������
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agriculture agriculture agriculture agriculture agriculture [�ægri-k�lʧ�] ����
�

����	�����

all-loss insurance all-loss insurance all-loss insurance all-loss insurance all-loss insurance [�:l l�s in-ʃu�r�ns]

����	 �	���	(��
	

allocation allocation allocation allocation allocation [�æl�-keiʃn] �	�����������

allow allow allow allow allow [�-lau] �����
	�, �	����	�	�,

~ a credit~ a credit~ a credit~ a credit~ a credit �����
	� 
�����

allowance allowance allowance allowance allowance [�-lau�ns] ����������,

�����	�	��

amendment amendment amendment amendment amendment [�-mendm�nt] ����	�
	

(� �	
��, ���&��)

amenities amenities amenities amenities amenities [�-menitis] �������	

AMEX (American Stock Exchange)AMEX (American Stock Exchange)AMEX (American Stock Exchange)AMEX (American Stock Exchange)AMEX (American Stock Exchange)

	����
	��
	�	 ������	 ����	

amortization amortization amortization amortization amortization [��m�:ti-zeiʃn]

	������	&��

amount amount amount amount amount [�-maunt]     1.     ���	,


���������, 2. ~ to ������	�

annual annual annual annual annual [-ænju�l] 
������, ~ income~ income~ income~ income~ income


������ ��(��, ~ percentage rate ~ percentage rate ~ percentage rate ~ percentage rate ~ percentage rate


������ ��(��� ���&���, ~ repor repor repor repor reporttttt


������ �����, ~ retur retur retur retur returnnnnn 
�����	

������"	�����

annannannannannuity uity uity uity uity [æ-nju:iti] 	�3����, ��	"	��

�	 �	��� ������	��

anticipation anticipation anticipation anticipation anticipation [æntisi-peiʃn] ��	
�	��

appellation court appellation court appellation court appellation court appellation court [�æp�-leiʃn k�:t]

	���	����� ���

applicant applicant applicant applicant applicant [-æplik�nt] 
	����	�

application application application application application [�æpli-keiʃn] ����	,

�	�������, ~ form ~ form ~ form ~ form ~ form �������� �	 ����	

appreciation appreciation appreciation appreciation appreciation [��priʃi-eiʃn]     �&����	��

approval approval approval approval approval [�-pru:v�l] ���������

approximately approximately approximately approximately approximately [�-pr�ksim�tli]

�������������

arrangement arrangement arrangement arrangement arrangement [�-reind�m�nt]

�����	��, ����	�������

arbitration arbitration arbitration arbitration arbitration [�a:bi-treiʃn] 	�����a�

assemble assemble assemble assemble assemble [�-sembl] ������	�

assessment assessment assessment assessment assessment [�-sesm�nt] �&��
	,

�&����	��

asset asset asset asset asset [-æset] ���"�����, 	
���

assign assign assign assign assign [�-sain] ���������,

�	��	�	�	�

assignment assignment assignment assignment assignment [�-sainm�nt]

�	��	�	�	�� �	 �����	

àssume ssume ssume ssume ssume [�-sju:m] �����	�, �����	�,

~ liability (risk) ~ liability (risk) ~ liability (risk) ~ liability (risk) ~ liability (risk) ����	� ��
��������

(���
)

assurance assurance assurance assurance assurance [�-ʃu�r�ns] ���������,

��
������

AAAAATM (Automated TM (Automated TM (Automated TM (Automated TM (Automated TTTTTeller Machine)eller Machine)eller Machine)eller Machine)eller Machine)

�	�
��	�

attachment attachment attachment attachment attachment [�-tæʧm�nt] ����������

at-the-market price at-the-market price at-the-market price at-the-market price at-the-market price    �	 �	�	��	

&��	

attorney attorney attorney attorney attorney [�-t�:ni] �������"��
,

	���
	�

attrition attrition attrition attrition attrition [�-triʃn] ��(	���	��,

������	��

auction auction auction auction auction [�:kʃn] 	�
&���, ���


audit audit audit audit audit [-�:dit] ����, �������

auditor auditor auditor auditor auditor [-�:dit�] ������, �������

authorize authorize authorize authorize authorize [-�:θ�raiz] ��������"	�	�

automatic data processingautomatic data processingautomatic data processingautomatic data processingautomatic data processing

[��:t�-mætik -deit� -prousisiŋ]

	����	����	 ���	���
	

�	 �	���

available available available available available [�-veil�bl]     �	�����,

�	 �	����������, ��� ��
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average average average average average [-æv�rid�] ������, ~ cost, ~ cost, ~ cost, ~ cost, ~ cost

������ �	�(���, ~ gross sales ~ gross sales ~ gross sales ~ gross sales ~ gross sales

������ ����	���, ~ tax rate, ~ tax rate, ~ tax rate, ~ tax rate, ~ tax rate �����	

�	����	 ��	�
	

avoidable cost avoidable cost avoidable cost avoidable cost avoidable cost [�-void�bl k�st]

��������� �	�(���

awareness awareness awareness awareness awareness [�-w&�nis] ����	�	��,

�����	�	��

B
back back back back back [bæk]     �������	�, ���
�����,

���	����	�, ~ a bill~ a bill~ a bill~ a bill~ a bill 
	�	����	�

����	"	�� �	 ����&	

back office back office back office back office back office [bæk -�fis] ��
 ���� (òàì,

êúäåòî ñå èçâúðøâà îñíîâíàòà

äåéíîñò íà ôèðìàòà è íå ñå

ðàáîòè ñ êëèåíòè)

bad bad bad bad bad [bæd] ���, ~ check~ check~ check~ check~ check ��� ��
,

~ debt  ~ debt  ~ debt  ~ debt  ~ debt  ��� ���


balance balance balance balance balance [-bæl�ns] �	�	��, ~ of~ of~ of~ of~ of

paymentspaymentspaymentspaymentspayments ��	����� �	�	��, ~ of ~ of ~ of ~ of ~ of

tradetradetradetradetrade ���
���
� �	�	��, ~ sheet~ sheet~ sheet~ sheet~ sheet

�	�	���� �����

balanced economy balanced economy balanced economy balanced economy balanced economy [-bæl�nst

i:-k�n�mi] �	�	����	�	 �
�����
	

bank  bank  bank  bank  bank  [bænk] �	�
��, ~ account~ account~ account~ account~ account

�	�
��	 ����
	, ~ certificate ~ certificate ~ certificate ~ certificate ~ certificate �	�
��

�������
	�, ~ charges ~ charges ~ charges ~ charges ~ charges �	�
���

�	
��, ~ deposit ~ deposit ~ deposit ~ deposit ~ deposit �	�
�� �������,

~ draft ~ draft ~ draft ~ draft ~ draft �	�
�� ��


bankrbankrbankrbankrbankruptcy uptcy uptcy uptcy uptcy [-bæŋkr�psi] �	�
���,

�	���

bar code bar code bar code bar code bar code [ba: koud] �	�
��

bargain bargain bargain bargain bargain [-ba: gin] 1. 1. 1. 1. 1. ����
	, 2. �	�	��

��, ���� ���
�����

barrel barrel barrel barrel barrel [-bær�l] �	���

barter barter barter barter barter [-ba:t�]     �	����, �	�����	

���
����

base capital base capital base capital base capital base capital [beis -kæpit�l]

�����	��� 
	���	�

base wage base wage base wage base wage base wage [beis weid�]     ������	

�	����	 �	��	�	

base pay rate base pay rate base pay rate base pay rate base pay rate [beis weid�]     ������	

�	���	 ��	�
	 (ïðè õîíîðàðèòå)

basic commodity basic commodity basic commodity basic commodity basic commodity [-beisik k�-m�diti]

������	 ���
	 (��	����	 �

�������������� �	 ����
�

�����
��)

basis basis basis basis basis [-beisis]     �����	

bearer bond bearer bond bearer bond bearer bond bearer bond [-b&�r� b�nd] ����
	&��

�	 ����������

below-the-line below-the-line below-the-line below-the-line below-the-line [bi-lou ð� lain ] ���

����	�	 (â ñ÷åòîâîäñòâîòî)

benchmark benchmark benchmark benchmark benchmark [-benʧma:k] ���	��&,

��	��	�� �	 ��"�

beneficiary beneficiary beneficiary beneficiary beneficiary [beni-fiʃi�ri] ������&����

benefit benefit benefit benefit benefit [-benifit] ����	, ���	
	,

��
��	

bequest bequest bequest bequest bequest [bi-kwest]     �	��"	���,

�	��������

betterment betterment betterment betterment betterment [-bet�m�nt] ��������	��

bid bid bid bid bid [bid] 1. 1. 1. 1. 1. �����	
	� &��	, 2. &��	,

���
, ~ pr~ pr~ pr~ pr~ price ice ice ice ice &��	, �����	
	�	 �	

���


bilateral bilateral bilateral bilateral bilateral [bi-læt�rl] ������	���,

~ contract ~ contract ~ contract ~ contract ~ contract  ������	��� ��
����
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bill bill bill bill bill [bil] ����
	, ~ of exchange~ of exchange~ of exchange~ of exchange~ of exchange

���������&	, ��	�	, ~ of lading~ of lading~ of lading~ of lading~ of lading

���	�������&	, 
����	����, sightsightsightsightsight

~ ~ ~ ~ ~ �����	 ��	�	

blackmail blackmail blackmail blackmail blackmail [-blækmeil] ������	��,

�	��	�

black economy black economy black economy black economy black economy [blæk -ma: kit] ���	

�
�����
	

black market black market black market black market black market [blæk -ma: kit] ����	

����	

blue chips blue chips blue chips blue chips blue chips [blu: ʧips]     ���� 	
&��

(àêöèè íà âîäåùè êîìïàíèè)

blue-collar worker blue-collar worker blue-collar worker blue-collar worker blue-collar worker [blu: -k�l� -w�k�]

�	�����
 �	 �������
�� ����

blue economy blue economy blue economy blue economy blue economy [blu: i-k�n�mi]

���&�	��	 �
�����
	

blueprint blueprint blueprint blueprint blueprint [-bluprint] (����
�	��
�


����

blowout blowout blowout blowout blowout [-blouaut] ������ ���
�,

����	�	"� �� ����� �	 ������

board board board board board [b�:d]     ����, ~ of directors ~ of directors ~ of directors ~ of directors ~ of directors

���� �	 ����
������, ~ of governors ~ of governors ~ of governors ~ of governors ~ of governors

���� �	 
�����)����� (íà áàíêà)

bond bond bond bond bond [b�nd] ����
	&��, ~ market~ market~ market~ market~ market

�	�	� �	 ����
	&��, ~s payable to ~s payable to ~s payable to ~s payable to ~s payable to

bearerbearerbearerbearerbearer &���� 
���	, ��	���� �	

�����������

bonus bonus bonus bonus bonus [-boun�s] ������, �����

bookkeeping bookkeeping bookkeeping bookkeeping bookkeeping [-bukki:piŋ] ������������

book value book value book value book value book value [buk -vælju:] ���������	

��������

boom boom boom boom boom [bu:m] ���, �	�&���

bootlegging bootlegging bootlegging bootlegging bootlegging [-bu:tlegiŋ]     
����	�	��	

bottom line bottom line bottom line bottom line bottom line [-b�t�m lain] ����	 �����

(â ñ÷åòîâîäñòâîòî)

branch branch branch branch branch [brænʧ] ����	�

brand brand brand brand brand [brænd] ������	 �	�
	

branding branding branding branding branding [-brændiŋ] ��������	��

��������	������	 �	 ������

�����
�

breach breach breach breach breach [bri:ʧ] �	���	�	��, �
���	��

(íà îòíîøåíèÿ), ~ of contract ~ of contract ~ of contract ~ of contract ~ of contract

�	���	�	�� �	 ��
����

break-even break-even break-even break-even break-even [breik -i:v�n] ��� �	
��� ���

���	��	, ~ point~ point~ point~ point~ point ���
	, ��� 
����

���(����� �� �	����	� �	 �	�(�����

bribe bribe bribe bribe bribe [braib] ���
��

bridge loan bridge loan bridge loan bridge loan bridge loan [brid� loun] ��������


�����

brief brief brief brief brief [bri:f] 
�	��


broadcast broadcast broadcast broadcast broadcast [-broudka:st]      �	���

(������������) ����	�	��, ������

broker broker broker broker broker [-brouk�] ���
��

budget budget budget budget budget [-b�d�it] �3����

budgetary policy budgetary policy budgetary policy budgetary policy budgetary policy [-b�d�it�ri -p�lisi]

�3�����	 ������
	

building society building society building society building society building society [-bildiŋ s�-sai�ti]

��	�������	
	����	 (��������	)


	�	

bulk  bulk  bulk  bulk  bulk  [b�lk] ����, in ~ in ~ in ~ in ~ in ~ � �	�����

���������, ~ discount~ discount~ discount~ discount~ discount ������
	 �	

����

bull market bull market bull market bull market bull market [bul -ma:kit] �	�	� �

������&�� �	 ��
	��	��

bureaucracy bureaucracy bureaucracy bureaucracy bureaucracy [bju�-r�kr�si]

�3��
�	&��

bureaucrat bureaucrat bureaucrat bureaucrat bureaucrat [-bju�r�kræt] �3��
�	�

business business business business business [-biznis] ������,

~ environmentenvironmentenvironmentenvironmentenvironment ������ ����	,

~ ethics ~ ethics ~ ethics ~ ethics ~ ethics ������ ���
	,
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~ hours ~ hours ~ hours ~ hours ~ hours �	����� �����

buy and sell agreement buy and sell agreement buy and sell agreement buy and sell agreement buy and sell agreement [bai ænd sel

�g-ri:m�nt] ��
���� �	 ��
��
�-

����	��	

by-product by-product by-product by-product by-product [bai -pr�d�kt] ��������

�����
�

byte byte byte byte byte [bait] �	��

C

CAC - CAC - CAC - CAC - CAC - ����
� �	 �	���
	�	 ����	

call call call call call [k�:l] ��
	��, ~ price~ price~ price~ price~ price ��
	�	 &��	

campaign campaign campaign campaign campaign [kæm-pein] 
	��	���

cancellation cancellation cancellation cancellation cancellation [kæns�-leiʃ�n] �����	,

	�����	��

cccccapacity apacity apacity apacity apacity [k�-pæsiti] 
	�	&����, c c c c cargoargoargoargoargo

~ ~ ~ ~ ~ ���	�����������

capital capital capital capital capital [-kæpit�l] 
	���	�, ~ account, ~ account, ~ account, ~ account, ~ account


	���	���	 ����
	, ~ accumulation, ~ accumulation, ~ accumulation, ~ accumulation, ~ accumulation

�	�����	�� �	 
	���	�, ~ assets, ~ assets, ~ assets, ~ assets, ~ assets


	���	���� �	�	��, ~ expenditure, ~ expenditure, ~ expenditure, ~ expenditure, ~ expenditure


	���	���� �	�(���, ~ gains, ~ gains, ~ gains, ~ gains, ~ gains


	���	���� ���	���, ~ income tax~ income tax~ income tax~ income tax~ income tax

�	��
 ���(� ��(��	 �� 
	���	�,

~ investment ~ investment ~ investment ~ investment ~ investment ��������	�� �	

������� �������� ('@#)

capitalization capitalization capitalization capitalization capitalization [�kæpit�laiz-eiʃ�n]


	���	�����	��

career career career career career [k�-ri�] 
	����	

cargo cargo cargo cargo cargo [-ka:gou] ���	�, 
	�
�

carriage carriage carriage carriage carriage [-kærid�] ������

carrier carrier carrier carrier carrier [-kæri�] �������	�

cartel cartel cartel cartel cartel [-ka:tel] 
	����

carton carton carton carton carton [-ka:t�n] 
����

case case case case case [keis] "	�
	

cash cash cash cash cash [kæʃ] �	����� �	��, �	�� �

����, ~ assets~ assets~ assets~ assets~ assets �	����� �	�� �

�	�
	, ~ dispenser  dispenser  dispenser  dispenser  dispenser �	�
��	�, , , , , ~ flow flow flow flow flow

�	����� ����
, ~ payment, ~ payment, ~ payment, ~ payment, ~ payment ��
	����

��	"	��, ~ transfer~ transfer~ transfer~ transfer~ transfer ���(������� �

�	����� �	��

cash-and-carry wholesaler cash-and-carry wholesaler cash-and-carry wholesaler cash-and-carry wholesaler cash-and-carry wholesaler [kæʃ ænd

-kæri -houlseil�] ���
���& �	 ����

cask cask cask cask cask [kæsk] ����, 
	&	

central corporate expenses central corporate expenses central corporate expenses central corporate expenses central corporate expenses [-sentr�l

-k�:rp�rit iks-pensiz]     &����	���


�����	����� �	�(���

CCCCC.E.O.E.O.E.O.E.O.E.O..... (Chief Ex (Chief Ex (Chief Ex (Chief Ex (Chief Executivecutivecutivecutivecutive Officer )e Officer )e Officer )e Officer )e Officer )


�	��� ����
���

certified certified certified certified certified [-s�:tifaid] �	�����,

�����������, ~ financial statementfinancial statementfinancial statementfinancial statementfinancial statement

�	����� 
������ �����, ~ internal, ~ internal, ~ internal, ~ internal, ~ internal

auditor auditor auditor auditor auditor �������� ������, ~ public, ~ public, ~ public, ~ public, ~ public

accountant accountant accountant accountant accountant �	
��� �
�����-

������������

CCCCC.E.T.E.T.E.T.E.T.E.T..... (Common Exter (Common Exter (Common Exter (Common Exter (Common External nal nal nal nal TTTTTararararariff)iff)iff)iff)iff)

��"	 ��������
	 �	���	

CCCCC.F.F.F.F.F.O.O.O.O.O..... (Chief F (Chief F (Chief F (Chief F (Chief Financial Officer)inancial Officer)inancial Officer)inancial Officer)inancial Officer)

�
��������
� ����
���

chairman chairman chairman chairman chairman [-ʧ&�mæn]     �������	���

change change change change change [ʧeind�] ����	, �	����	

charge charge charge charge charge [ʧa:d�] &��	, �	
�	

charge cardcharge cardcharge cardcharge cardcharge card [ʧa:d�] 
������	 
	��	,

�"� credit card ��� debit card

charity charity charity charity charity [-ʧæriti] ��	
�������������

cheap cheap cheap cheap cheap [ʧi:p] �����

checking account checking account checking account checking account checking account [-ʧekiŋ �-kaunt]

�	���	"	����	 ����
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c.i.f.  c.i.f.  c.i.f.  c.i.f.  c.i.f.  ��� CIF(cost, insurance andCIF(cost, insurance andCIF(cost, insurance andCIF(cost, insurance andCIF(cost, insurance and

freight) freight) freight) freight) freight) &��	 ��	�
� �����	��"�

claim claim claim claim claim [kleim] ��
�	�	&��, ��
,

������&��

classified ad classified ad classified ad classified ad classified ad [-kla:sifaid æd] �	�
	

����	

clause clause clause clause clause [kl�:z] 
�	��	

clearing clearing clearing clearing clearing [-kli�riŋ]     
�����


clerk clerk clerk clerk clerk [kla:k] �������


c/o  (care of) c/o  (care of) c/o  (care of) c/o  (care of) c/o  (care of) �	 ����	����� �	

c.o.d. c.o.d. c.o.d. c.o.d. c.o.d. ��� COD (cash on delivery)(cash on delivery)(cash on delivery)(cash on delivery)(cash on delivery)

��	"	�� ��� ����	�
	

code code code code code [koud] 
��

coin coin coin coin coin [koin] �����	

collaborate collaborate collaborate collaborate collaborate [k�-læb�reit] �	����

���������

commerce commerce commerce commerce commerce [-k�m�s] ���
����

commercial commercial commercial commercial commercial [k�-m�:ʃ�l] ���
���
�,

~ bank bank bank bank bank ���
���
	 �	�
	, ~ bill, ~ bill, ~ bill, ~ bill, ~ bill

���
���
	 ��	�	, ~ policy ~ policy ~ policy ~ policy ~ policy ���
���
	

������
	

commitment commitment commitment commitment commitment [k�-mitm�nt] �	��������

commodity commodity commodity commodity commodity [k�-m�diti] ���
	,

~ exchangeexchangeexchangeexchangeexchange ���
��	 ����	

common currency common currency common currency common currency common currency [-k�m�n -k�r�nsi]

��"	 �	���	 (êàòî åâðîòî)

Common Market Common Market Common Market Common Market Common Market [-k�m�n -ma:kit] 2�"

�	�	�

company company company company company [-k�mp�ni]     
���	���,

����	, commercial  commercial  commercial  commercial  commercial ~ ���
���
	


���	���, holding holding holding holding holding ~ (�����
��	


���	���, industrial ~ industrial ~ industrial ~ industrial ~ industrial ~ ���������	


���	���, investmentinvestmentinvestmentinvestmentinvestment ~

�������&����	 
���	���, joint stockjoint stockjoint stockjoint stockjoint stock

~ 	
&������� ���������, limited, limited, limited, limited, limited

liability ~liability ~liability ~liability ~liability ~ ��������� � �
�	�����	

��
��������

compensation compensation compensation compensation compensation [�k�mp�n-seiʃ�n]


������	&��

competition competition competition competition competition [�k�mpi-tiʃ�n] 
��
����&��

competitive competitive competitive competitive competitive [k�m-petitiv] 
��
�������

competitor competitor competitor competitor competitor [k�m-petit�] 
��
�����

complain complain complain complain complain [k�m-plein] ���	
�	� ��,

�	��	� ��

complaint complaint complaint complaint complaint [k�m-pleint] ���	
�	��,

�	��	, ��
�	�	&��

compound interest compound interest compound interest compound interest compound interest [-k�mpaund -intrist]

�����	 ��(�	

comprehensive insurancecomprehensive insurancecomprehensive insurancecomprehensive insurancecomprehensive insurance

[�k�mpri-hensiv in-ʃu�r�ns]

�	���	(��
	 � ����� ��
�����

confirm confirm confirm confirm confirm [k�n-f�:m] ��������	�	�

consideration consideration consideration consideration consideration [k�n�sid�-reiʃ�n]

����	�� �������

consignment consignment consignment consignment consignment [k�n-sainm�nt] ��	�
	,

�	����	

consolidation consolidation consolidation consolidation consolidation [�k�nsoli-deiʃ�n]

����������, 
�������	&��

constraint constraint constraint constraint constraint [k�n-streint] ������	

consumer consumer consumer consumer consumer [k�n-sju:m�] ����������,

~ credit ~ credit ~ credit ~ credit ~ credit �����������
� 
�����,,,,,

~ durable~ durable~ durable~ durable~ durable ���
	 � ���
���	��	

�������	, ~ price index price index price index price index price index ����
� �	

�����������
��� &���

consumption consumption consumption consumption consumption [k�n-s�mpʃn]

�����������

contract contract contract contract contract [-k�ntrækt] ��
����

contraction contraction contraction contraction contraction [k�n-trækʃ�n]

��
�	"	�	��, ����	��

copyright copyright copyright copyright copyright [-k�pirait]  	�����
� ��	��

21.
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corporation corporation corporation corporation corporation [�k�:p�-reiʃ�n]  
�����	&��

cost cost cost cost cost [k�st]     &��	, ��������, ~-effective, ~-effective, ~-effective, ~-effective, ~-effective

����	�����, ~, insurance and freight, ~, insurance and freight, ~, insurance and freight, ~, insurance and freight, ~, insurance and freight

(c.i.f.)(c.i.f.)(c.i.f.)(c.i.f.)(c.i.f.) &��	 ��	�
� �����	��"�

(ñòîéíîñò, çàñòðàõîâêà, ôðàõò)

credit credit credit credit credit [-kredit] 
�����, ~ balance balance balance balance balance


������� �	�	�� , ~ card ~ card ~ card ~ card ~ card 
������	


	��	

crime crime crime crime crime [kraim] ������������

currency currency currency currency currency [-k�r�nsi] �	���	, ~ board board board board board

�	����� ����, hard ~, hard ~, hard ~, hard ~, hard ~ ��������


�����������	 (�����	) �	���	, soft, soft, soft, soft, soft

~~~~~ ��
�����������	 (��
	) �	���	

current current current current current [-k�r�nt]  ��
�", ~ assets~ assets~ assets~ assets~ assets


�	�
���	��� 	
���� (��������

�������	), ~ deposit  deposit  deposit  deposit  deposit �	���	"	�����

���
, ~ liabilitiesliabilitiesliabilitiesliabilitiesliabilities 
�	�
�������

�	����

customs customs customs customs customs [-k�st�ms] �����&	

CV (curriculum vitae)CV (curriculum vitae)CV (curriculum vitae)CV (curriculum vitae)CV (curriculum vitae) 	������
�	���

cyclical unemployment cyclical unemployment cyclical unemployment cyclical unemployment cyclical unemployment [-saiklik�l

�nim-ploim�nt] &�
����	

����	����&	

D

damages damages damages damages damages [-dæmid�iz] "���, to claim, to claim, to claim, to claim, to claim

~~~~~ ��������	� ��
 �	 "���, to pay ~ to pay ~ to pay ~ to pay ~ to pay ~

��	"	� �	 �	������ "���

data data data data data [-deit�] �	���

database database database database database [-deit�beis] �	�	 �	���

date of issue date of issue date of issue date of issue date of issue [deit �v -iʃu:] �	�	 �	

���	�	��

DAX - ����
� �	 ����
	�	 ������	

����	

d.d.p. d.d.p. d.d.p. d.d.p. d.d.p. ��� DDP (delivered duty-paid)DDP (delivered duty-paid)DDP (delivered duty-paid)DDP (delivered duty-paid)DDP (delivered duty-paid)

����	����, � ��	���� ����

deadline deadline deadline deadline deadline [-dedlain] ��������� ���


dead stock dead stock dead stock dead stock dead stock [-dedst�k] ������	�	��	

���
	

dead time dead time dead time dead time dead time [-dedtaim] �������

debit debit debit debit debit [-debit] �����,  ~ balance ~ balance ~ balance ~ balance ~ balance

������� �	�	��, ~ cardcardcardcardcard ������	


	��	

debt debt debt debt debt [det]      ���
, ~ contract contract contract contract contract ��
����

�	 �	��, ���


debtor debtor debtor debtor debtor [-det�]      ������


dedication dedication dedication dedication dedication [dedi-keiʃ�n] �	�����

deduction deduction deduction deduction deduction [di-d�kʃ�n] ���	��	��,

�����

deed deed deed deed deed [di:d] ����, ������, 	
�

default default default default default [di-f�:lt] ������������ �	

�	��������, ������
, ~ of payment of payment of payment of payment of payment

������	"	��

defective defective defective defective defective [di-fektiv]     ����
���,

��������

deferral of taxes deferral of taxes deferral of taxes deferral of taxes deferral of taxes [di-f�:r�l �v -tæksiz]

�������	�� �	 �	��&�

deficit deficit deficit deficit deficit [-defisit] ����&��, ~ financingfinancingfinancingfinancingfinancing

����&���� ���	����	��

deflation deflation deflation deflation deflation [di‘fleiʃ�n] ����	&��

delegate delegate delegate delegate delegate [-del�geit] ����
��	�,

����	
	�

demand demand demand demand demand [di-ma:nd] �������, supplysupplysupplysupplysupply

and ~ and ~ and ~ and ~ and ~ ������� � �����	
	��,

payable on ~ payable on ~ payable on ~ payable on ~ payable on ~ ��	��� ��� ����
�	��
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density density density density density [-densiti] 
�����	, ��������,

population ~ ~ ~ ~ ~ 
�����	 �	 �	���������

department department department department department [di-pa:tm�nt] �����

dependant dependant dependant dependant dependant [di-pend�nt] �	�����

deposit deposit deposit deposit deposit [di-p�zit] �������

depreciation depreciation depreciation depreciation depreciation [di�priʃi-eiʃ�n]

	������	&��, ������	��

depression depression depression depression depression [di-preʃ�n] ��������

devaluation devaluation devaluation devaluation devaluation [di�vælju-eiʃ�n]

���	��	&��

development development development development development [di-vel�pm�nt] �	������

dilution dilution dilution dilution dilution [dai-lju:ʃ�n] �	�����	��

diminishing returns diminishing returns diminishing returns diminishing returns diminishing returns [di-miniʃiŋ ri-t�:nz]

�	�	���	 �����	"	�����

direct cost direct cost direct cost direct cost direct cost [dai-rekt k�st] ���
�

�	�(���

disclaimer disclaimer disclaimer disclaimer disclaimer [dis-kleim�]     ��
	��	�� ��

��	��

discount discount discount discount discount [-diskaunt] ������
	, �
����,

trade ~ trade ~ trade ~ trade ~ trade ~ ���
���
	 ������
	, cash ~, cash ~, cash ~, cash ~, cash ~

������
	 �	 ��	"	�� � ����

disposal disposal disposal disposal disposal [dis-pouz�l] �	����������

disruption disruption disruption disruption disruption [dis-r�pʃ�n]     �	����	�	��,

�	����

distress distress distress distress distress [di-stres] ��������, ��"	����

distribution distribution distribution distribution distribution [�distri-bju:ʃ�n]

�	�����������, ��������&��

dividend dividend dividend dividend dividend [-divid�nt] ��������

domestic domestic domestic domestic domestic [d�-mestik] ��������,

~ corporation corporation corporation corporation corporation �����	 ����	,

~ currency currency currency currency currency �����	 �	���	

double-entry bookkeeping double-entry bookkeeping double-entry bookkeeping double-entry bookkeeping double-entry bookkeeping [-d�b�l

-entri -bukki:piŋ] ������	���

������������

double time double time double time double time double time [-d�b�l taim] �����	

�	���&	

Dow Jones (Dow Jones IndustrialDow Jones (Dow Jones IndustrialDow Jones (Dow Jones IndustrialDow Jones (Dow Jones IndustrialDow Jones (Dow Jones Industrial

AAAAAvvvvverage) erage) erage) erage) erage) ����
� '	� '�����

download download download download download [-daunloud] �	������,

��	����� �	 �	��� �� &����	��� �	

��-�	��
 
���3���

draw draw draw draw draw [dr�:] ��
��

drawback drawback drawback drawback drawback [-dr�:bæk] ����
	, ����
	

dues dues dues dues dues [dju:s]     ���	, �	����

dumping dumping dumping dumping dumping [-d�mpiŋ] ������


duration duration duration duration duration [dju�-reiʃ�n]

���������������

duty duty duty duty duty [-dju:ti] ����, �	��
, liable to ~liable to ~liable to ~liable to ~liable to ~

������	" �	 �������	��, ~ free, ~ free, ~ free, ~ free, ~ free

��������

E

earned income earned income earned income earned income earned income [�:nt -ink�m] ��(��

earnings earnings earnings earnings earnings [-�:niŋz] ��(��, ���	��	

economic growth economic growth economic growth economic growth economic growth [�ik�-n�mik grouθ]

�
��������
� �	����

edict [-idikt] ��(��, ���	��	

edition edition edition edition edition [e-diʃn] ���	���

effective effective effective effective effective [i-fektiv] ���
	���, ������	"

efficient efficient efficient efficient efficient [e-fiʃ�nt] �����
�����,

���
�����, ����� ��������

elect elect elect elect elect [i-lekt] �����	�

election election election election election [i-lekʃ�n] �����

eligible eligible eligible eligible eligible [e-lid�ibl] ���(���",

��������

embargo embargo embargo embargo embargo [em-ba:gou] ���	�
�
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embassy embassy embassy embassy embassy [-emb�si] ���������

employ employ employ employ employ [im-ploi] �	��	� �	 �	���	

employee employee employee employee employee [�emploi-i:] �	�����
,

��������

employer employer employer employer employer [em-ploj�] �	�����	���

employment employment employment employment employment [im-ploim�nt] �	���	,

�	�����, ~ contract contract contract contract contract ������ ��
����

EMS (European Monetary System)

e�������
	 �	����	 ������	

enclosure enclosure enclosure enclosure enclosure [in-klou��] ����������

(
�� �����)

endorsement endorsement endorsement endorsement endorsement [in-d�:sm�nt]

�������	��

endowment endowment endowment endowment endowment [in‘doum�nt] �	�����

end user end user end user end user end user [end -ju:z�] 
�	�� ����������

engage engage engage engage engage [-in-geid�] �	��	�,

	�
	���	�

enhance enhance enhance enhance enhance [in-ha:ns] �����	�	�,

��
	��	�

enquire enquire enquire enquire enquire [in-kwai�]     �	����	�,

���������	� ��

enquiry enquiry enquiry enquiry enquiry [in-kwai�ri] �	����	��,

������	��

enterprise enterprise enterprise enterprise enterprise [-ent�praiz] �����������

enterpriser enterpriser enterpriser enterpriser enterpriser [-ent�praiz�]

���������	�

entity entity entity entity entity [-entiti] ��"����, ���
�, legal ~

3�������
� ��&�

entry entry entry entry entry [-entri] �����	��, ��
������	��

equilibrium equilibrium equilibrium equilibrium equilibrium [�i:kwi-libri�m] �	��������

equity equity equity equity equity [-ekwiti] ���
�����	 	
&�� ���

��
���	� ��������

establish establish establish establish establish [is-tæbliʃ]     ���	�����	�,

����	�	�

establishment establishment establishment establishment establishment [is-tæbliʃm�nt]

����������, ����	�

estate estate estate estate estate [is-teit]     ����, ���"�����

estate estate estate estate estate tax [is-teit tæks]     �	��
 �
�	��

estimate estimate estimate estimate estimate [-estimeit] �&����	�, ��	��

�&��
	

estimated tax estimated tax estimated tax estimated tax estimated tax [-estimeitid tæks]

�����	������� �	��


et al. � ��., � 
���
���

European European European European European [�ju�r�-pi:�n]     ��������
�,

~ Commission Commission Commission Commission Commission <�������
	 
������,

~ Union~ Union~ Union~ Union~ Union <�������
� ��3�,

~ Communities ~ Communities ~ Communities ~ Communities ~ Communities <�������
�

��"�����, ~ Monetary Union~ Monetary Union~ Monetary Union~ Monetary Union~ Monetary Union

<�������
� �	����� ��3�,  ~ Court  ~ Court  ~ Court  ~ Court  ~ Court

of Justiceof Justiceof Justiceof Justiceof Justice <�������
� ���,

~ Investment bank~ Investment bank~ Investment bank~ Investment bank~ Investment bank <�������
	

�������&����	 �	�
	, ~ F, ~ F, ~ F, ~ F, ~ Free ree ree ree ree TTTTTraderaderaderaderade

Association (EFTAssociation (EFTAssociation (EFTAssociation (EFTAssociation (EFTA)A)A)A)A) <�������
	

	��&�	&�� �	 �������	 ���
����

FTSE (the Financial Times StockFTSE (the Financial Times StockFTSE (the Financial Times StockFTSE (the Financial Times StockFTSE (the Financial Times Stock

Exchange) Exchange) Exchange) Exchange) Exchange) ��� Footsie  Footsie  Footsie  Footsie  Footsie  A����

(����
� �	 	
&���� �	 *3���
�
	�	

������	 ����	)

evaluate evaluate evaluate evaluate evaluate [e-væljueit]     �&����	�

even even even even even [-i:v�n] ���	
��, �	���

eviction eviction eviction eviction eviction [i-vikʃn] �����	�� �	

���"�����

evidence evidence evidence evidence evidence [-evid�ns] ��
	�	�������,

��
	�	���

ex- ex- ex- ex- ex- [eks] ����

exception exception exception exception exception [ik-sepʃn] ��
�3�����

excess excess excess excess excess [ik-ses] ������


exchange exchange exchange exchange exchange [iks-ʧeind�] �	����	, �����	,

~ gain (loss) gain (loss) gain (loss) gain (loss) gain (loss) ���	��	 (�	
��	) ��

�����	,  ~ rate rate rate rate rate �	����� 
���
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excise tax excise tax excise tax excise tax excise tax [ek-saiz tæks] 	
&��

executive (CEO) executive (CEO) executive (CEO) executive (CEO) executive (CEO) [ig-zekjutiv]

������������ (
�	���) ����
���

exhibit exhibit exhibit exhibit exhibit [ig-zibit] ���	
	�

exhibition exhibition exhibition exhibition exhibition [�eksi-biʃn]     ���������

expansion expansion expansion expansion expansion [iks-pænʃn] �	������	��,

������	�	��

expected return expected return expected return expected return expected return [iks-pektid ri-t�:n]

��	
�	�	 �����	"	�����

expenditure expenditure expenditure expenditure expenditure [iks-pendiʧ�] �	����
�

expenses expenses expenses expenses expenses [iks-pensiz] �	�(���

expiry expiry expiry expiry expiry [iks-pai�ri] �����	�� (íà ñðîê)

export export export export export [-eksp�:t]     �����

extend extend extend extend extend [iks-tend] �������	�	�,

�	��������	� ��

extract extract extract extract extract [iks-trækt]     �	��, ���	��	�

ex-works ex-works ex-works ex-works ex-works [-eks w�:ks] �� �	���
	�	

(öåíàòà å ñòîéíîñòòà íà ñòîêàòà

âúâ ôàáðèêàòà íà äîñòàâ÷èêà)

external external external external external [eks-t�:n�l] ������,

~ consultant consultant consultant consultant consultant ������ 
������	��,

~ debtdebtdebtdebtdebt ������ ���


eyewitness eyewitness eyewitness eyewitness eyewitness [-aiwitnis]     ��������,

�������&

F

facility facility facility facility facility [f�-siliti] ���������, ��������

facilitation facilitation facilitation facilitation facilitation [f��sili-teiʃn] �������	��,

������	
	��

factor factor factor factor factor [-fækt�] �	
���

factory factory factory factory factory [-fækt�ri] �	���
	

fail fail fail fail fail [feil] �� �������	�, ����	�	�

failure failure failure failure failure [-feilj�] ������(, ����	�,

������


fair fair fair fair fair [f&�] �	�	��

fare fare fare fare fare [f&�] �	
�	, &��	 �	 �����

feasible feasible feasible feasible feasible [-fi:zibl]     ���"������,

��������

fee fee fee fee fee [fi:] �	
�	, (����	�

feedback feedback feedback feedback feedback [-fi:dbæk] ���	��	 ����
	

felony felony felony felony felony [-fel�ni] �
�	��� ������������

ferry boat ferry boat ferry boat ferry boat ferry boat [-feribout]     �������

fertile fertile fertile fertile fertile [-f�:tail] ����������

field salesperson field salesperson field salesperson field salesperson field salesperson [fi:ld -seilzp�:s�n]

��	�)�� �	 ���������� ���
�

FIFO (first in, first out) ����� ����	,

����� �����	 (����&�� �	

	������	&�� �	 ������	�	)

file file file file file [fail] �	��

finance finance finance finance finance [fai-næns] ���	���

financial risk financial risk financial risk financial risk financial risk [fai-nænʃl risk] ���	����

���


fine fine fine fine fine [fain] 
���	

firm firm firm firm firm [f�:m] ����	

first aid first aid first aid first aid first aid [f�:st eid]     ����	 (����	)

����"

fiscal policy fiscal policy fiscal policy fiscal policy fiscal policy [-fisk�l -p�lisi] ���
	��	

������
	

fixed fixed fixed fixed fixed [fikst]  ��
���	�, �����, ~ asset~ asset~ asset~ asset~ asset

������� �������� (â ñ÷åò.), ~ c, ~ c, ~ c, ~ c, ~ capitalapitalapitalapitalapital

������� 
	���	�, ~ cost, ~ cost, ~ cost, ~ cost, ~ cost ���������

�	�(��, ~ income, ~ income, ~ income, ~ income, ~ income ��������� ��(��

flat tax flat tax flat tax flat tax flat tax [flæt tæks] ������&���	���

�	��


flexible flexible flexible flexible flexible [-fleksibl] 
��
	�

float float float float float [flout] ��	�	�



326

floating assets floating assets floating assets floating assets floating assets [-floutiŋ -æsets]

�������� 
	���	�

flow flow flow flow flow [flou] �������, ����


fluctuation fluctuation fluctuation fluctuation fluctuation [�fl�ktju-eiʃn] 
����	���,

~ in exchange ~ in exchange ~ in exchange ~ in exchange ~ in exchange 
����	��� �	

�	������ �	�	�

f.o.b. f.o.b. f.o.b. f.o.b. f.o.b. ��� FOB (Free on board)FOB (Free on board)FOB (Free on board)FOB (Free on board)FOB (Free on board) &��	

�	 ����	 �	 
��	�	

forecast forecast forecast forecast forecast [-f�:ka:st] ���
���	

foreclosure foreclosure foreclosure foreclosure foreclosure [f�:-klou��] ������	�� �	

�����
	 �	 ���������	

foreign foreign foreign foreign foreign [-f�ri:n]      ����, ~ exchange~ exchange~ exchange~ exchange~ exchange

�	����� �����, ~ direct investment~ direct investment~ direct investment~ direct investment~ direct investment

��������	��� ���
� �������&��,

~ trade organization~ trade organization~ trade organization~ trade organization~ trade organization     ���������
���
	

��
	���	&��, ~ trade zone ~ trade zone ~ trade zone ~ trade zone ~ trade zone ���	 �	

�������	 ���
����

forex forex forex forex forex [-f�riks]     �	����	 �����	

forfeiture [-f�:fiʧ�]     
�����
	&��

forgery [-f�:d��ri]     �	�����
	&��,

�����	����

formal formal formal formal formal [-f�:m�l] ���&�	���

former former former former former [-f�:m�] ����, ��������

fortnight fortnight fortnight fortnight fortnight [-f�:tnait] ��� �����&�

fortune fortune fortune fortune fortune [-f�:ʧu:n]     ���������, ��
	�����

forward forward forward forward forward [-f�:w�d]     �����	�������,

� 	�	��

forwarder forwarder forwarder forwarder forwarder [-f�:w�d�]     ��������

franchise franchise franchise franchise franchise [-frænʧaiz] ��	��	��

fraud fraud fraud fraud fraud [fr�:d] ���	�	

free free free free free [fri:] ��������

freelance freelance freelance freelance freelance [-fri:læns] �������	

��������

free-trade zone free-trade zone free-trade zone free-trade zone free-trade zone [fri: treid zoun] ���	

�	 �������	 ���
����

freight freight freight freight freight [frait] ��	(�, �	���

freight forwarder freight forwarder freight forwarder freight forwarder freight forwarder [frait -f�:w�d�]

��������

friction friction friction friction friction [-frikʃn] ������, ���
	��

frontage [-fr�ntid�] ���&	 ���� (êðàé

ìîðå è äð.)

frontier frontier frontier frontier frontier [-fr�nti�] 
�	��&	

front office front office front office front office front office [fr�nt-�fis] ����� ����

(�	 �������	�� �	 
������)

fund fund fund fund fund [f�nd] ����

furlough furlough furlough furlough furlough [-f�:lou] �����


furnish furnish furnish furnish furnish [-f�:niʃ] ��	����	�,

�������	�

furniture furniture furniture furniture furniture [-f�:niʧ�] ������,

���	����	��

future goods [-fjuʧ� gu:dz] �3������

���
�

futures market [-fjuʧ� -ma:kit]

�3������ �	�	�

G
gain gain gain gain gain [gein] ��(��, ���	��	

garnish garnish garnish garnish garnish [-gɑ:niʃ] �	�	
	� �	���

garnishment garnishment garnishment garnishment garnishment [-gɑ:niʃm�nt] �	���

GAGAGAGAGATT (General Agreement on TT (General Agreement on TT (General Agreement on TT (General Agreement on TT (General Agreement on TTTTTararararariffsiffsiffsiffsiffs

and and and and and TTTTTrade)rade)rade)rade)rade) 2�"� ����	������� �	

���	�	 � ���
�����	

gauge gauge gauge gauge gauge [g�:d�] ���
	, �	����

general contractor general contractor general contractor general contractor general contractor [-d�en�r�l

k�n-trækt�] 
�	��� ����������

(â ñòðîèòåëñòâîòî)
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general partner general partner general partner general partner general partner [-d�en�r�l -pa:tn�]


����	��� �	���)��

gift tax gift tax gift tax gift tax gift tax [gift tæks] �	��
 �	�����

goal goal goal goal goal [goul] &��

goods goods goods goods goods [gudz] ���
�

good faith good faith good faith good faith good faith [gud feiθ] ����	 ����

goodwill goodwill goodwill goodwill goodwill [-gudwil]     �����	&��

government bond government bond government bond government bond government bond [-g�vnm�nt b�nd]

����	��	 ����
	&��

grace [greis] ������
	

grace period [greis -pi�ri�d] 
�	�����

������

grant grant grant grant grant [gra:nt] �	�	�, �����
	�, ~ a~ a~ a~ a~ a

credit credit credit credit credit �����
	� 
�����

gratuity gratuity gratuity gratuity gratuity [gr�-tju:iti] �	
���

gross gross gross gross gross [gr�s]      ������, ~ domestic~ domestic~ domestic~ domestic~ domestic

product (GDP) product (GDP) product (GDP) product (GDP) product (GDP) ������ ��������

�����
�, ~ national product (GNP)~ national product (GNP)~ national product (GNP)~ national product (GNP)~ national product (GNP)

������ �	&���	��� �����
�, ~ profit ~ profit ~ profit ~ profit ~ profit

�����	 ���	��	, ~ sales ~ sales ~ sales ~ sales ~ sales ������

����	���, ~ weight ~ weight ~ weight ~ weight ~ weight ����� ��
��

group group group group group [gru:p]     
�����, ~ health insurance~ health insurance~ health insurance~ health insurance~ health insurance


�����	 ���	��	 �	���	(��
	,  ~ life ~ life ~ life ~ life ~ life

insurance insurance insurance insurance insurance 
�����	 �	���	(��
	 �����

growth growth growth growth growth [grouθ] �	����

guarantee letter guarantee letter guarantee letter guarantee letter guarantee letter [�gær�n-ti: -let�]


	�	�&����� �����

guarantee of signature guarantee of signature guarantee of signature guarantee of signature guarantee of signature [�gær�n-ti: �v

-signiʧ�] ��������

guaranty guaranty guaranty guaranty guaranty [-gær�nti] 
	�	�&��

guardian guardian guardian guardian guardian [-ga:di�n] �	������
, ���
��

guide guide guide guide guide [gaid] 
��, �
�
�������,

��	�����
, �
	�	���, �	�����


guild guild guild guild guild [gild] ��3�, ��
	���	&��, 
�����

H

hack hack hack hack hack [hæk] ������	� �� ���,

(	
�����	�

hacker hacker hacker hacker hacker [-hæk�] (	
��

handbook handbook handbook handbook handbook [-hændbuk] ��
��������,

���	�����


handicraft handicraft handicraft handicraft handicraft [-hændikra:ft] �	�	��

harbour harbour harbour harbour harbour [-ha: b�] �����	��"�

hard hard hard hard hard [ha:d] �����,  ~ currency ,  ~ currency ,  ~ currency ,  ~ currency ,  ~ currency �����	

�	���	, ~ goods~ goods~ goods~ goods~ goods ������ ���
�

hard hat hard hat hard hat hard hat hard hat [ha:d hæt] ����, 
	�
	

(ñòðîèòåëñòâî)

hardware hardware hardware hardware hardware [ha:d w&�] (	�����

(��(	����� � ���
������ �	���,

����	��"� ������	)

hazard hazard hazard hazard hazard [-hæz�d] ���
, ��	�����

head office head office head office head office head office [-hæd�fis] &����	�	,


�	��	 
�	����	

headhunter headhunter headhunter headhunter headhunter [-hædh�nt�] ����
, 
����

������	 ������	�	

hearing hearing hearing hearing hearing [-hi�riŋ] �������	��

hearsay hearsay hearsay hearsay hearsay [-hi�sei] ���(, ����	

heavy industry heavy industry heavy industry heavy industry heavy industry [-hevi -ind�stri] ���
	

������������

heir heir heir heir heir [&�] �	������


helmet [-helmit] ����, 
	�
	 (âîåí.)

heterogeneous [�het�r�d�i-nezis]

�	��������

hidden hidden hidden hidden hidden [-hid�n]      �
���, ~ assets~ assets~ assets~ assets~ assets

�������, ~ unemployment~ unemployment~ unemployment~ unemployment~ unemployment �
���	

����	����&	
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�	����

home shopping home shopping home shopping home shopping home shopping [houm -ʃ�piŋ]

�	�����	 ���
����

honour honour honour honour honour [-�n�] �����, ��	�����

horizontal analysis horizontal analysis horizontal analysis horizontal analysis horizontal analysis [�h�ri-z�nt�l

�-nælisis] (�������	��� 	�	���

hot money hot money hot money hot money hot money [h�t -m�ni]     
���"� �	��

(����������� �� ������	�����


	���	�)

human resources human resources human resources human resources human resources [-hju:m�n ri‘s�:siz]

�����
� �������

hyperinflation hyperinflation hyperinflation hyperinflation hyperinflation [�haip�in-fleiʃn]

(��������	&��

hierarchy hierarchy hierarchy hierarchy hierarchy [-hai�ra:ki]     ���	�(��
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market market market market market [-ma:kit] �	�	�, ~ development~ development~ development~ development~ development

�	������ �	 �	�	�	, ~  adjustment~  adjustment~  adjustment~  adjustment~  adjustment

�����������	�� 
�� �	�	�	,

~ demand demand demand demand demand �	�	��� �������,

~ economy~ economy~ economy~ economy~ economy �	�	��	 �
�����
	,

~ share~ share~ share~ share~ share �	�	��� ���, ~ forces ~ forces ~ forces ~ forces ~ forces

�	�	��� ����, ~ prices ~ prices ~ prices ~ prices ~ prices �	�	��� &���

marketing research marketing research marketing research marketing research marketing research [-ma:kitiŋ ri-s�:ʧ]

������	�� �	 �	�	�	

mark-up pricing mark-up pricing mark-up pricing mark-up pricing mark-up pricing [ma:k �p -praisiŋ]

&������	���	�� � ���	��	

material material material material material [m�-ti�ri�l]     �	����	�,

�	����	���

maturity maturity maturity maturity maturity [m�-tju�riti] ��
	�������

���
, �	�������

M
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mean mean mean mean mean [mi:n] �����	 �������	

means of payment means of payment means of payment means of payment means of payment [mi:ns �v -peim�nt]

��	����� ��������

mediation mediation mediation mediation mediation [�mi:di-eiʃn]

��������������

mediator mediator mediator mediator mediator [-mi:dieit�] ��������


meeting meeting meeting meeting meeting [-mi:tiŋ] ���"	, ����"	���,

����	���

member member member member member [-memb�] ����

membership membership membership membership membership [-memb�ʃip] ��������

memory memory memory memory memory [-mem�ri] �	���

merchandise merchandise merchandise merchandise merchandise [-m�:ʧ�ndaiz] ���
	

merchant merchant merchant merchant merchant [-m�:ʧ�nt] ���
���&, ~ bank ~ bank ~ bank ~ bank ~ bank

���
���
	 �	�
	

merger merger merger merger merger [-m�:d��] ����	��

merit merit merit merit merit [-merit]     �����	���,

�����	�������, ~ bad  ~ bad  ~ bad  ~ bad  ~ bad �����	 ���
	,

~ good~ good~ good~ good~ good &���	 ���
	

metric system metric system metric system metric system metric system [-metrik -sist�m]

�������	 ������	

Middle East Middle East Middle East Middle East Middle East [midl i:st] �����
 9���


middleman middleman middleman middleman middleman [-midlmæn] ��������


minimum minimum minimum minimum minimum [-minim�m] �����	���,

~ lending rate~ lending rate~ lending rate~ lending rate~ lending rate �����	��� ��(���

���&��� ��� �	��, ~ wage ~ wage ~ wage ~ wage ~ wage

�����	��	 �	����	 �	��	�	

mode mode mode mode mode [moud]     �����	 �������	

modify modify modify modify modify [-m�difai] ������&��	�,

��������

module module module module module [-m�dju:l] �����

momentum momentum momentum momentum momentum [mou-ment�m] ����&��

monetary system monetary system monetary system monetary system monetary system [-m�nit�ri -sist�m]

�	����	 ������	

money  money  money  money  money  [-m�ni] �	��, ~ order ~ order ~ order ~ order ~ order �	�����

�����, ~ laundering ~ laundering ~ laundering ~ laundering ~ laundering ��	�� �	 �	��,

~ at call~ at call~ at call~ at call~ at call �	�� �	 ����
�	��

monopoly monopoly monopoly monopoly monopoly [m�-n�p�li] �������

moonlight economy moonlight economy moonlight economy moonlight economy moonlight economy [-mu:nlait

i-k�n�mi] �������	 �
�����
	

mortgage mortgage mortgage mortgage mortgage [-m�:gid�] �����
	

mortgagee mortgagee mortgagee mortgagee mortgagee [�m�:gi-d�i:] 
������� ��

�����
	

mortgagor mortgagor mortgagor mortgagor mortgagor [-m�:gid��] ������
 ��

�����
	

most favoured nation most favoured nation most favoured nation most favoured nation most favoured nation [moust -feiv�d

-neiʃn] �	�-���	
���������	�	 �	&��

mother tongue [-m�ð� t�ŋ] �����

���


motivation motivation motivation motivation motivation [�mouti-veiʃn] �������	��

MP (Member of PMP (Member of PMP (Member of PMP (Member of PMP (Member of Parararararliament)liament)liament)liament)liament)  �����	�,

���� �	 �	��	����	

MRP (manufacturer’s recommendedMRP (manufacturer’s recommendedMRP (manufacturer’s recommendedMRP (manufacturer’s recommendedMRP (manufacturer’s recommended

price) price) price) price) price) &��	, ��������	�	 ��

�������������

multinational firm multinational firm multinational firm multinational firm multinational firm [�m�lti-næʃ�nl f�:m]

������	&���	��	 ����	

multiple multiple multiple multiple multiple [-m�ltipl]     ���
�������,

���
�
�	���

multiplier multiplier multiplier multiplier multiplier [�m�lti-plai�] ��������
	���

municipal municipal municipal municipal municipal [mju:-nisipl] ��"���
�

mutual mutual mutual mutual mutual [-mju:ʧu�l] ��	����,  ~ fundfundfundfundfund

��	���� �������&����� ����
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NAFTNAFTNAFTNAFTNAFTA (NorA (NorA (NorA (NorA (North Amerth Amerth Amerth Amerth Americicicicica Fa Fa Fa Fa Free ree ree ree ree TTTTTraderaderaderaderade

Association) Association) Association) Association) Association) $������	��	������
	

	��&�	&�� �	 �������	 ���
����

NASDAQ (National Association ofNASDAQ (National Association ofNASDAQ (National Association ofNASDAQ (National Association ofNASDAQ (National Association of

Securities Dealers AutomatedSecurities Dealers AutomatedSecurities Dealers AutomatedSecurities Dealers AutomatedSecurities Dealers Automated

Quotation System) Quotation System) Quotation System) Quotation System) Quotation System) *	&���	���

��������� �	 �������� � &����


���	 � ������	�	 �	 	����	����	


������
	 (	����
	��
� �	�	� �	

&���� 
���	)

NANANANANATTTTTO (NorO (NorO (NorO (NorO (North Atlantic th Atlantic th Atlantic th Atlantic th Atlantic TTTTTreatyreatyreatyreatyreaty

Organization) Organization) Organization) Organization) Organization) *#82 (2�
	���	&��

�	 $������	��	������
�� �	
�)

national national national national national [-næʃ�nl] �	&���	���,

~ incomeincomeincomeincomeincome �	&���	��� ��(��, ~ debt debt debt debt debt

�	&���	��� ���


natural natural natural natural natural [-næʧ�rl] ���������,

~ increase ~ increase ~ increase ~ increase ~ increase ��������� ����	��,

~ monopoly~ monopoly~ monopoly~ monopoly~ monopoly ��������� �������,

~ price~ price~ price~ price~ price ���������	 &��	, ~ rate of ~ rate of ~ rate of ~ rate of ~ rate of

growth growth growth growth growth ��������� ���&��� �	

�	����, ~ resources~ resources~ resources~ resources~ resources ��������

�������

needs needs needs needs needs [ni:dz]     �����, �����������,

~ standard ~ standard ~ standard ~ standard ~ standard  ��	��	��, ��������� �	

�	�	�	 �	 �������������

negative negative negative negative negative [-neg�tiv] ����&	�����,

~ income tax ~ income tax ~ income tax ~ income tax ~ income tax ����&	����� �	��


���(� ��(��	

negligence negligence negligence negligence negligence [-neglid��ns]     ��(	�����,

������������

negotiable negotiable negotiable negotiable negotiable [ni-gouʃi�bl] ��������,

������� �	 ���
�����

negotiate negotiate negotiate negotiate negotiate [ni-gouʃieit] ���
��	���

negotiations  negotiations  negotiations  negotiations  negotiations  [ni�gouʃi-eiʃnz]

���
�����

net net net net net [net] �����, ����, ~ asset value~ asset value~ asset value~ asset value~ asset value

�������� �	 ������� 	
����,

~ current assets ~ current assets ~ current assets ~ current assets ~ current assets �	����� 
	���	�,

~ income~ income~ income~ income~ income ����� ��(��, ~ loss~ loss~ loss~ loss~ loss �����

�	
���, ~ sales~ sales~ sales~ sales~ sales ����� ����	���,

~ investment~ investment~ investment~ investment~ investment ����� �������&��

network network network network network [-netw�:k] ������
, ����	

New New New New New YYYYYororororork Stock Exchangek Stock Exchangek Stock Exchangek Stock Exchangek Stock Exchange

*3���
�
	 ������	 ����	

NGO (non-government organization)NGO (non-government organization)NGO (non-government organization)NGO (non-government organization)NGO (non-government organization)

����	���������	 ��
	���	&��

Nikkei (index) Nikkei (index) Nikkei (index) Nikkei (index) Nikkei (index) *�
�� (èíäåêñ çà

öåíèòå íà àêöèèòå íà ãëàâíèòå

ÿïîíñêè êîìïàíèè)

nominal nominal nominal nominal nominal [-n�minl] �����	���,

~ capital ~ capital ~ capital ~ capital ~ capital �����	��� 
	���	�, ~ tax~ tax~ tax~ tax~ tax

rateraterateraterate �����	��	 �	����	 ��	�
	

nominee nominee nominee nominee nominee [-n�mi-ni:] �����	���� ��&�

non-market sector non-market sector non-market sector non-market sector non-market sector [n�n -ma:kit -sekt�]

����� �	�	��� ��
���

non-profit enterprise non-profit enterprise non-profit enterprise non-profit enterprise non-profit enterprise [n�n -pr�fit

-ent�prais] ����������� � ���	��	

&��

non-tariff barrier non-tariff barrier non-tariff barrier non-tariff barrier non-tariff barrier [n�n -tærif -bæri�]

����������
	 �	����	

normal profit normal profit normal profit normal profit normal profit [-n�:m�l -pr�fit] ����	��	

(�����	��	) ���	��	

notary notary notary notary notary [-n�t�ri] ���	����

N
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notice notice notice notice notice [-noutis] ����"����, ��������

notify notify notify notify notify [-n�tifai] ��������	�, ����"	�	�

nnnnnuisance uisance uisance uisance uisance [-nju:s�ns] �����������,

������	���

null null null null null [n�l] �����

nurse nurse nurse nurse nurse [n�:s] ����&���
	 �����	

nursery [-n�:s�ri] �	��	���


O

oath oath oath oath oath [ouθ] 
����	

object object object object object [-�bd�ikt] ���
�, �������

objection objection objection objection objection [�b-d�ekʃn]     ����	�����,

�����������	����

objectives objectives objectives objectives objectives [�b-d�ektivz] &��, ���
�

obligation obligation obligation obligation obligation [��bli-geiʃn] �	��������,

	�
	������

oblige oblige oblige oblige oblige [�-blaid�] �	����	�	�

obsolescence obsolescence obsolescence obsolescence obsolescence [��bsou-les�ns]

���	���	��, �����	�� �� �������	

obsolete obsolete obsolete obsolete obsolete [-�bs�li:t] ���	���, ��	�������

occupation occupation occupation occupation occupation [��kju-peiʃn] ��������

occupy occupy occupy occupy occupy [-�kjupai] �	��	�, ��������	�

(äëúæíîñò è äð.)

odd odd odd odd odd [�d] �������, ��


odds odds odds odds odds [�ds] ����	��	, ��	
�	�	 &��	

O.E.C.D. 2�
	���	&�� �	 �
�����-

���
� �������������� � �	������

O.E.M. ������������ �	 ���
��	���

�������	��

off-balance-sheet financing off-balance-sheet financing off-balance-sheet financing off-balance-sheet financing off-balance-sheet financing [�f -bæl�ns

ʃi:t fai‘nænsiŋ]     ������	�	�����

���	����	��

offender offender offender offender offender [�-fend�]     �	�������,

���������


offer offer offer offer offer [-�f�]     �����������, �����	,

~ price ~ price ~ price ~ price ~ price  &��	 ����	�	

office office office office office [-�fis] ����, 
	����	

offshore offshore offshore offshore offshore [-�fʃ�:] �������

off-the-job training off-the-job training off-the-job training off-the-job training off-the-job training [�f ð� d��b -treiniŋ]

�������� � ��
���	�� �� �	���	

oil oil oil oil oil [�il] ������

Ombudsman Ombudsman Ombudsman Ombudsman Ombudsman [-�mbudzm�n]

�������	�

one stop shop one stop shop one stop shop one stop shop one stop shop [w�n st�p ʃ�p]

�������	�� �	 ���� 
���

open open open open open [-oup�n] �������, ~ account~ account~ account~ account~ account

��
���	 ����
	, ~ marketmarketmarketmarketmarket ��
���

�	�	�

open-end credit open-end credit open-end credit open-end credit open-end credit [-oup�n end -kredit]

�������� 
�����

operate operate operate operate operate [-�p�reit]     �	����, ������	�

operating operating operating operating operating [-�p�reitiŋ] ����	�����,

~ expensesexpensesexpensesexpensesexpenses ��
�"� �	�(���, ~ lease lease lease lease lease

����	����� �����
, ~ profit~ profit~ profit~ profit~ profit

����	����	 ���	��	

operator operator operator operator operator [-�p�reit�]     �	�����
,

����	���

optimum optimum optimum optimum optimum [-�ptim�m] �����	���,

�	�-������ ��������

option option option option option [�pʃn] ��&��, gold ~gold ~gold ~gold ~gold ~ ��	��	

����������

optional optional optional optional optional [-�pʃ�nl] �� �����

order order order order order [-�:d�] �����, �	�����, ~  bill of ~  bill of ~  bill of ~  bill of ~  bill of

ladingladingladingladinglading ���	�������&	

ordinary ordinary ordinary ordinary ordinary [-�din�ri] ���
�����,

~ income~ income~ income~ income~ income ���
����� ���(��, ~ shareshareshareshareshare

���
�����	 	
&��
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organization organization organization organization organization [��:g�nai-zeiʃn]

��
	���	&��

outlay outlay outlay outlay outlay [autlei] �	�(��, (	��, capital ~ capital ~ capital ~ capital ~ capital ~


	���	���� �	�(���

outler outler outler outler outler [autlet] ��	�����, ����	���

outlook outlook outlook outlook outlook [-autluk] ������
���	, ��
���

outfit [-autfit] ����	�����, �
������
	

out of date [aut �v deit] ������� ��

�������	, ������, � ����
�� ���


output output output output output [-autput] ����������	

�����
&��

outstanding outstanding outstanding outstanding outstanding [�aut-stændiŋ] ��������,

������	���, ����"

overdraft overdraft overdraft overdraft overdraft [-ouv�dra:ft]  ������	��

(������	�	�� �	 
����� � �	�
	)

overdraw overdraw overdraw overdraw overdraw [-ouv�dr�:] ������	�	�


�����	 �� � �	�
	

overhead costs overhead costs overhead costs overhead costs overhead costs [-ouv�hed k�sts]

������� �	�(���

overseas overseas overseas overseas overseas [-ouv�-si:z] � ������	

overtime overtime overtime overtime overtime [-ouv�taim]     ����������

own own own own own [oun]     ��������

owner owner owner owner owner [-oun�] ���������


ownership ownership ownership ownership ownership [-oun�ʃip] �����������

22.

P

pack pack pack pack pack [pæk] 1. �	
��, ������,

2. ��	
��	�

package package package package package [-pækid�]     �	
��, ��	
��
	

packing packing packing packing packing [-pækiŋ] ��	
��	��

packing packing packing packing packing list [-pækiŋ list] ��	
������

����

paper profit paper profit paper profit paper profit paper profit [-peip� -pr�fit] ���	��	 �	


��
	

parcel parcel parcel parcel parcel [pa:sl] �	
��, 
����

parity parity parity parity parity [-pæriti] �	�������, �������

parking parking parking parking parking [-pa:kiŋ] �	�
��


parliamentary procedure parliamentary procedure parliamentary procedure parliamentary procedure parliamentary procedure [�pa:l-ment�ri

pr�-si:d��] �	��	����	��	

���&����	

partial partial partial partial partial [-pa:ʃl] �	������, �������

partner partner partner partner partner [-pa:tn�] �	���)��,

��������


partnership partnership partnership partnership partnership [-pa:tn�ʃip] �	���)������,

��������

party party party party party [-pa:ti] ���	�	 (ïî äîãîâîð)

par value par value par value par value par value [pa: -vælju:] �����	��	

��������, �	�����������

passive passive passive passive passive [-pæsiv] �	�����, ~ balance~ balance~ balance~ balance~ balance

�	����� �	�	��, ~ income~ income~ income~ income~ income �	�����

���(��

passport passport passport passport passport [-pa:sp�:t] �	�����

password password password password password [-pa:sw�:d] �	���	

patent patent patent patent patent [-peit�nt] �	����

pattern pattern pattern pattern pattern [-pæt�n] 1. �	����, ��	���;

2. �	�
	, �����; 3. ����������,

����
���	

pay pay pay pay pay [pei] ��	"	��; ��	"	�

payable payable payable payable payable [pei�bl] ��	���

payback period payback period payback period payback period payback period [-peibæk -piri�d]

������ �	 ����	"	�� �	

���
������� �������&��

PPPPPAAAAAYE (paYE (paYE (paYE (paYE (pay as you eary as you eary as you eary as you eary as you earn) n) n) n) n) ��	"	�� �

������	 �	 ���
�3��	�� �	 �	���	

payment payment payment payment payment [-peim�nt] ��	"	��

pay off pay off pay off pay off pay off [pei �f] ����	�	, �	
�	�	



338

payroll payroll payroll payroll payroll [-peir�l] �������� �	 �	��	��,

~ tax ~ tax ~ tax ~ tax ~ tax �	��
 ���(� �	��	����

peasant peasant peasant peasant peasant [-pez�nt] �������

pegged exchange rate pegged exchange rate pegged exchange rate pegged exchange rate pegged exchange rate [pegd

iks-ʧeind� reit] ��
���	� �	����� 
���

penalty penalty penalty penalty penalty [-pen�lti] �	
	�	���, 
���	

pending pending pending pending pending [-pendiŋ] ����", �������

pension pension pension pension pension [penʃn] ������, ~ fund~ fund~ fund~ fund~ fund

��������� ����, ~ scheme ~ scheme ~ scheme ~ scheme ~ scheme

��������	 ���
�	�	, old age ~old age ~old age ~old age ~old age ~

������ �	 ���������� �����,

dissabled ~ ~ ~ ~ ~  ������ �	 ���	�������,

widow‘s ~ ~ ~ ~ ~  �	���������	 ������

percentage percentage percentage percentage percentage [p�-sentid�] ���&���

per diem per diem per diem per diem per diem [p� -di�m] ������ �	�� (ïðè

êîìàíäèðîâêà)

performance performance performance performance performance [p�-f�:m�ns]

������	����, ����������, ~ plan~ plan~ plan~ plan~ plan

��	� �	 ����������

periodic inventory periodic inventory periodic inventory periodic inventory periodic inventory [-pi�ri-�dik -inv�ntri]

���������	 �������

perk perk perk perk perk [p�:k]     ���	�
	, ����� (
��

�	����	�	 �	��	�	)

permit permit permit permit permit [-p�:mit] �	����������,

������
, work ~ work ~ work ~ work ~ work ~  �	���������� �	

�	���	

perpetual perpetual perpetual perpetual perpetual [p�-petju�l] ���������,

�����

personal personal personal personal personal [�p�:s�n�l] �����, ��������,

~ income ~ income ~ income ~ income ~ income ����� ��(���, ~ property~ property~ property~ property~ property

������� ���"�����

personnel personnel personnel personnel personnel [�p�:s�-nel] ����� ����	�,

������	�, �����
� �������

persuade persuade persuade persuade persuade [p�:-sweid] �����	�	�,

�
�	���

petition petition petition petition petition [pi-tiʃn] ����&��

piecework system piecework system piecework system piecework system piecework system [-pi:sw�:k -sist�m]

������	 �	 �	��	"	�� �	 �	���

PIN (Personal identification number)PIN (Personal identification number)PIN (Personal identification number)PIN (Personal identification number)PIN (Personal identification number)

����� ��������
	&����� �����

(<7*)

piracy piracy piracy piracy piracy [-pair�si] ���	�����,

��	
�	�����

pitch pitch pitch pitch pitch [piʧ] ������, ����

planning planning planning planning planning [-plæniŋ] ��	���	��,

~ programming budgeting ~ programming budgeting ~ programming budgeting ~ programming budgeting ~ programming budgeting ��	���	��,

���
�	���	��, �
�3��	�� � �3����	

plant plant plant plant plant [pla:nt] �	���

PLPLPLPLPLC (Public limited companC (Public limited companC (Public limited companC (Public limited companC (Public limited company)y)y)y)y)

	
&������� ��������� �

�
�	�����	 ��
��������

plead plead plead plead plead [pli:d] �	"��	�	�, ������	�

pledge pledge pledge pledge pledge [pled�] 1. �	��
, 2. �	�	
	�

ply ply ply ply ply [plai] ���������	�, �	����

�������

POD (POD (POD (POD (POD (Ðoint of delivery) oint of delivery) oint of delivery) oint of delivery) oint of delivery) ����� �	

����	�
	     �	 ���
	�	

point point point point point [point]     ���
	, �����, ���
�

policy policy policy policy policy [-p�lisi] ������
	

poll poll poll poll poll [p�l] ���� �	 
�	������ ���


�	���	��

pollution pollution pollution pollution pollution [p�‘lju:ʃn] �	������	��

pollution tax pollution tax pollution tax pollution tax pollution tax [p�‘lju:ʃn tæks] �
�

�	��


POP (Point of purchase) POP (Point of purchase) POP (Point of purchase) POP (Point of purchase) POP (Point of purchase) ����� �	


����	�� �	 ���
	�	

port port port port port [p�:t] �����	��"�

portability portability portability portability portability [p�:t�-biliti] ����	�������

porter porter porter porter porter [-p�:t�] ���	�, (	�	���

portfolio portfolio portfolio portfolio portfolio [p�:t -fouliou] ����������
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POS machine POS machine POS machine POS machine POS machine [pi: ou es m�-ʃi:n]

���
�����	 ����
	 � �	�
	�	

position position position position position [p�-ziʃn] ����&��

possess possess possess possess possess [p�-zes] ������	�	�

potential potential potential potential potential [p�-tenʃl] �����&�	���,

~ output ~ output ~ output ~ output ~ output �����&�	��	

����������������

poverty poverty poverty poverty poverty [-p�v�ti] �������, ~ line ~ line ~ line ~ line ~ line


�	��&	 �	 ��������	

power of attorney power of attorney power of attorney power of attorney power of attorney [-pau� �v �-t�:ni]

�������"��

practice practice practice practice practice [-præktis] ��	
��
	

preamble preamble preamble preamble preamble [pri:-æmbl] ���	��3�,

���������

precaution precaution precaution precaution precaution [pri-k�:ʃn]     �����	��	

���
	

precinct precinct precinct precinct precinct [-prisinkt]      �����	�����

�	���

predatory pricing predatory pricing predatory pricing predatory pricing predatory pricing [-pred�t�ri -praisiŋ]


�	������
� &������	���	��

preference preference preference preference preference [-pref�r�ns]

���������	���, ~ share, ~ share, ~ share, ~ share, ~ share

�������
����	�	 	
&��

preferred goods preferred goods preferred goods preferred goods preferred goods [pri-f�:d gu:dz]

���������	�� ���
�

premises premises premises premises premises [-premisiz] ����"����

prepaid prepaid prepaid prepaid prepaid [-pripeid] ������	���

presentation presentation presentation presentation presentation [�prez�n-teiʃn]

�������	&��, ������	����

prestige prestige prestige prestige prestige [pres-tid�] �������, �����

���

presumption presumption presumption presumption presumption [pri-z�mpʃn]

�������������

prevail prevail prevail prevail prevail [pri-veil] ������	�	�	�,

����	� �	���"��, ���(

price price price price price [prais] &��	, ~ ceiling ~ ceiling ~ ceiling ~ ceiling ~ ceiling �	�	� �	

&�����, ~ effect~ effect~ effect~ effect~ effect &����� ���
�,

~ elasticity of demand~ elasticity of demand~ elasticity of demand~ elasticity of demand~ elasticity of demand &����	

��	�������� �	 ���������,

~ elasticity of supply~ elasticity of supply~ elasticity of supply~ elasticity of supply~ elasticity of supply &����	

��	�������� �	 �����	
	����,

~ incentive~ incentive~ incentive~ incentive~ incentive &����� ������, ~ level ~ level ~ level ~ level ~ level

�	���"� �	 &�����, ~ policy ~ policy ~ policy ~ policy ~ policy &����	

������
	

primary primary primary primary primary [-praim�ri]      ��������,

~ capital~ capital~ capital~ capital~ capital �������� 
	���	�,

~ commodity prices~ commodity prices~ commodity prices~ commodity prices~ commodity prices &��� �	 ��������

prime prime prime prime prime [praim]     �������, 
�	���, ~ time ~ time ~ time ~ time ~ time

�	�-
���	���� �����, ~ cost ~ cost ~ cost ~ cost ~ cost

������������

principal principal principal principal principal [-prinsip�l] 1. 
�	���,

2. 
�	���&	

private  private  private  private  private  [-praivit] �	����, ~ enterprise ~ enterprise ~ enterprise ~ enterprise ~ enterprise

�	���� �����������, ~ sector ~ sector ~ sector ~ sector ~ sector �	����

��
���

privilege privilege privilege privilege privilege [-privilid�] �������
��

procedure procedure procedure procedure procedure [pr�-si:d��] ���&����	

proceedings proceedings proceedings proceedings proceedings [pr�-si:diŋz] �������

���&��

process process process process process [-prousis] 1. ���&��,

2. ����	����	�, ���	����	�

producer producer producer producer producer [pr�-dju:s�] ������������

product product product product product [-pr�d�kt] �����
�, ���
	,

~ cost ~ cost ~ cost ~ cost ~ cost  ������������ �	 �����
�	,

~ control~ control~ control~ control~ control 
������ ���(� �����
&���	,

~ life cycle~ life cycle~ life cycle~ life cycle~ life cycle ������ &�
�� �	

�����
�	, ~ line ~ line ~ line ~ line ~ line �����
���	 �����

production management production management production management production management production management [pr�-d�kʃn

-mænid�m�nt] ���	������ �	

��������������
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productivity productivity productivity productivity productivity [�pr�d�k-tiviti]

����������������

profit profit profit profit profit [-pr�fit] ���	��	, ~ and loss ~ and loss ~ and loss ~ and loss ~ and loss

accountaccountaccountaccountaccount ����� �	 ���(����� �

�	�(�����, ~ taking  ~ taking  ~ taking  ~ taking  ~ taking �����	�� �	

���	��	�	

profitability profitability profitability profitability profitability [�pr�fit�-biliti] ��(������

progressive tax progressive tax progressive tax progressive tax progressive tax [pr�-gresiv tæks]

���
������� �	��


promissory note promissory note promissory note promissory note promissory note [-pr�mis�ri nout]

�	��� �	 �	�����

property property property property property [-pr�p�ti] �����������,

~ register~ register~ register~ register~ register ��
����� �	 ������������	,

~ right~ right~ right~ right~ right ��	�� �	 �����������, ~ tax ~ tax ~ tax ~ tax ~ tax

�	��
 ���(� ������������	

proportional tax proportional tax proportional tax proportional tax proportional tax [pr�-p�:ʃ�n�l tæks]

������&���	��� �	��


proprietorship proprietorship proprietorship proprietorship proprietorship [pr�-prai�t�ʃip]

�����������

public public public public public [-p�blik] ��"������, ~ debt~ debt~ debt~ debt~ debt

��"������ ���
, ~ sector ~ sector ~ sector ~ sector ~ sector ��"������

��
���, ~ enterprise ~ enterprise ~ enterprise ~ enterprise ~ enterprise ����	���

�����������, ~ utility ~ utility ~ utility ~ utility ~ utility 
����	���

����
�, ~ relations ( PR)  ~ relations ( PR)  ~ relations ( PR)  ~ relations ( PR)  ~ relations ( PR) ����
� �

��"����������	

publicity publicity publicity publicity publicity [p�b-lisiti] 1. ����������,


�	�����, 2. ��
�	�	

purchase purchase purchase purchase purchase [-p�:ʧ�s] 1. 
����	�,

2. ��
��
	, ~ tax~ tax~ tax~ tax~ tax �	��
 ���(�

����	��	�	

pure pure pure pure pure [pju�] ����, ~ competition ~ competition ~ competition ~ competition ~ competition ����	


��
����&��, ~ profit ~ profit ~ profit ~ profit ~ profit ����	 ���	��	

put-through put-through put-through put-through put-through [put θru:] �����������	

����	��	 � ��
��
	 �	 &���� 
���	

Q

qualified majority qualified majority qualified majority qualified majority qualified majority [-kw�lifaid m�-d��riti]


�	����&��	�� ����������

quality control quality control quality control quality control quality control [-kw�liti k�n-tr�l]


	������� 
������

quantitative analysis quantitative analysis quantitative analysis quantitative analysis quantitative analysis [-kw�ntit�tiv

�-nælisis] 
���������� 	�	���

quantity quantity quantity quantity quantity [-kw�ntiti] 
���������

quarquarquarquarquarter ter ter ter ter [-kw�t�] 1. �������,

2. ����������

query query query query query [-kwi�ri]     1. ������, 2. ���	�

quorum quorum quorum quorum quorum [-kw�:r�m] 
�����

quota quota quota quota quota [-kw�t�]     
���	, ~ export ~ export ~ export ~ export ~ export

(import)(import)(import)(import)(import) �
������	  (�������	) 
���	

quotation quotation quotation quotation quotation [kw�-teiʃn] 
����	��,

�����	, ~ c.i.f. (f.o.b.) ~ c.i.f. (f.o.b.) ~ c.i.f. (f.o.b.) ~ c.i.f. (f.o.b.) ~ c.i.f. (f.o.b.) &��� ���

(���)
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R&D (research and development)R&D (research and development)R&D (research and development)R&D (research and development)R&D (research and development)

����� „9������	��� � �	��	���
�“

railroad railroad railroad railroad railroad [-reilroud] ����������	 �����

raise raise raise raise raise [reiz] ���
	�, �����
	�,

����
	�

random sampling random sampling random sampling random sampling random sampling [-rænd�m -sæmpliŋ]

����	�� �	 ����� �	 ����	��

����&��

range range range range range [reind�] 
�	��&	 �	 �	���	��

rank rank rank rank rank [ræŋk] 1. ����&	, 2. �	�


ransom ransom ransom ransom ransom [-ræns�m] ��
��

rate rate rate rate rate [reit]     ��	�
	, ���&���, ���
	,,,,,

~ of interest~ of interest~ of interest~ of interest~ of interest ��(��� ���&���, ~ of ~ of ~ of ~ of ~ of

exchangeexchangeexchangeexchangeexchange �	����� 
���, ~ of return ~ of return ~ of return ~ of return ~ of return

����	 �	 �����	"	�����

raw [r�:]     �����, �����	�����

real  real  real  real  real  [ri�l]     ��	���, ~ estate~ estate~ estate~ estate~ estate

��������	 �����������, ~ estate ~ estate ~ estate ~ estate ~ estate

investment trustinvestment trustinvestment trustinvestment trustinvestment trust �������&�����

����� �	 ��������	 �����������,

~ growth~ growth~ growth~ growth~ growth ��	��� ����, ~ income ~ income ~ income ~ income ~ income

��	��� ��(��, ~ price ~ price ~ price ~ price ~ price ��	��	 &��	,

~ property tax~ property tax~ property tax~ property tax~ property tax �	��
 �
�	��

realization realization realization realization realization [�ri�lai-zeiʃn] ��	�����	��

reassessment reassessment reassessment reassessment reassessment [�ri�-sesm�nt]

����&��
	

rebate rebate rebate rebate rebate [-ri:beit] 1. �����, ������
	, 2.

��	�� �����, ������
	 � &��	�	

recall recall recall recall recall [ri-k�:l] ���"	�, �����	�	�

receipt receipt receipt receipt receipt [ri-si:t] �	����
	, 
���	�&��

receivable receivable receivable receivable receivable [ri-si:v�bl] �	 �����	�	��,

~ bills (accounts) ~ bills (accounts) ~ bills (accounts) ~ bills (accounts) ~ bills (accounts) ����
�, �� 
����

��	 �	 �� �����	�	� ����

recession recession recession recession recession [ri-seʃn] ��&����

reciprocity reciprocity reciprocity reciprocity reciprocity [risi-pr�siti] ��	������,

��&���������

recognition recognition recognition recognition recognition [�rek�g-niʃn] �����	�	��

record record record record record [-rek�:d] 	�(��, �	���,

��������

recover recover recover recover recover [ri-k�v�] �����	�����	� ��

recovery recovery recovery recovery recovery [ri-k�v�ri] �����	�����	��

recruit recruit recruit recruit recruit [ri-kru:t] �	���	� �	�����&�

recycling recycling recycling recycling recycling [ri-saikliŋ] ��&�
���	��

redemption date redemption date redemption date redemption date redemption date [ri-dempʃn deit] �	�	

�	 �	���	

redirect redirect redirect redirect redirect [�ridi-rekt] ���	������	�,

�	����	� ������

reduce reduce reduce reduce reduce [ri-dju:s] �	�	���	�,

����	�	�, �����	�	�

reduction reduction reduction reduction reduction [ri-d�kʃn] �	�	���	��,

����	�	��

reference reference reference reference reference [-ref�r�ns] ���	�
	,

�
	�	���

refinance refinance refinance refinance refinance [�rifai-næns] �����	����	�

refinancing refinancing refinancing refinancing refinancing [�rifai-nænsiŋ]

�����	����	��

refunding refunding refunding refunding refunding [ri-f�ndiŋ] �	���	 �	 ��	��

������ � ����

region region region region region [-ri:d��n] ��
���, �	���

regional regional regional regional regional [-ri:d��nl] ��
���	���,

~ policy~ policy~ policy~ policy~ policy ��
���	��	 ������
	

register register register register register [-red�ist�] ��
�����

registrar registrar registrar registrar registrar [-red�istra:] ��
����	���,

��
���	�

R
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registration registration registration registration registration [�red�i-streiʃn]

��
����	&��

regret regret regret regret regret [ri-gret] �������	�	 ����	

regular regular regular regular regular [-regjul�] �������, ��	�����

regulation regulation regulation regulation regulation [�regju-leiʃn] �	����	,

�	
��

reinsurance reinsurance reinsurance reinsurance reinsurance [�riin-ʃu�r�ns]

����	���	(��	��

relative advantage relative advantage relative advantage relative advantage relative advantage [-rel�tiv

�d-va:ntid�] �����������

������"�����

release release release release release [ri-li:s] ���
	�,

��������	�	�, ����"	�	� ���


reliability reliability reliability reliability reliability [ri�lai�-biliti]     ��
������,

��	
��	��������

remedial maintenance remedial maintenance remedial maintenance remedial maintenance remedial maintenance [ri-mi:di�l

-meint�n�ns] �������	 �������
	

remedy remedy remedy remedy remedy [-remedi] ��
, ��
	�����

remittance remittance remittance remittance remittance [ri-mit�ns] ����	"	��

(������ �	 ���	)

renewable resources renewable resources renewable resources renewable resources renewable resources [ri-nju:�bl

ri-s�:siz] ������������ �������

rent rent rent rent rent [rent] �	��	�

reorganization reorganization reorganization reorganization reorganization [ri��:g�nai-zeiʃn]

����
	���	&��

representative representative representative representative representative [�repri-zent�tiv]

������	�����

representation representation representation representation representation [�reprizen-teiʃn]

������	���������

reproduction cost reproduction cost reproduction cost reproduction cost reproduction cost [�ri:pr�-d�kʃn k�st]

�������� �	 ���������������

requirement requirement requirement requirement requirement [ri‘kwa�m�nt] ����
�	��

research research research research research [-ris�:ʧ] 1. �������	��,

������	��, 2. �������	�, ������	�

reserve reserve reserve reserve reserve [ri-z�:v] ��������, ~ assets ~ assets ~ assets ~ assets ~ assets

�������� 	
����, ~ base ~ base ~ base ~ base ~ base �������	

�	�	, ~ for bad debts ~ for bad debts ~ for bad debts ~ for bad debts ~ for bad debts ������ �	

���� ���
���, ~ list ~ list ~ list ~ list ~ list �����
 �

�������

residence residence residence residence residence [-rezid�ns] ��������������

resolution resolution resolution resolution resolution [�rez�-lju:ʃn] �������

resource resource resource resource resource [ri-s�:s] ������

restrict restrict restrict restrict restrict [ri-strikt] �
�	���	�	�,

�������	�

resume resume resume resume resume [ri-zju:m] ���3��

retail retail retail retail retail [ri-teil]     ���
���� �	 ������,

~ bank~ bank~ bank~ bank~ bank �	�
	 “�	 ������”

retained earnings retained earnings retained earnings retained earnings retained earnings [ri-teint -�:niŋz]

���	���������	 ���	��	

retirement retirement retirement retirement retirement [ri-tai�m�nt] ���������	��,

~ age~ age~ age~ age~ age ��������	 ����	��

return return return return return [ri-t�:n]      ���"	��,

�����	"	�����, ~ on investments ~ on investments ~ on investments ~ on investments ~ on investments

(ROI)(ROI)(ROI)(ROI)(ROI) �����	"	����� �	

�������&��, ~ on capital employed ~ on capital employed ~ on capital employed ~ on capital employed ~ on capital employed

(ROCE) (ROCE) (ROCE) (ROCE) (ROCE) �����	"	����� �	

�������� 
	���	�

revaluation revaluation revaluation revaluation revaluation [ri�vælju-eiʃn] �	����	

���	��	&��

revenue revenue revenue revenue revenue [-revinju:]     ���(��, ~ sharing, ~ sharing, ~ sharing, ~ sharing, ~ sharing

����	����������� �	 ���(�����

reversion reversion reversion reversion reversion [ri-v�:ʃn] ���"	��

revolving credit revolving credit revolving credit revolving credit revolving credit [ri-v�lviŋ -kredit]

��������	" 
�����

risk risk risk risk risk [risk] ���
, ~ analysis ~ analysis ~ analysis ~ analysis ~ analysis 	�	��� �	

���
	, ~ management ~ management ~ management ~ management ~ management ���	������

�	 ���
	

rrrrrival ival ival ival ival [raivl] 
��
�����, �������


route sheet route sheet route sheet route sheet route sheet [ru:t ʃi:t] ����� ����

routinroutinroutinroutinroutin�     [ru-ti:n] �����	, ���	����� ���
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royalty royalty royalty royalty royalty [-r�i�lti] ��	�� (�������
��) �	


�	�� ��� 
�	��&	�	

rulerulerulerulerule [ru:l] ��	����, �	
��

rrrrrun un un un un [r�n] 1. �����
, (��, �������� (�	

�	���	) , 2. ��
�����, ���	����	�,

~ business ~ business ~ business ~ business ~ business  ���
��	�, �	���	�	� ��

� ������, ~ a shop, ~ a shop, ~ a shop, ~ a shop, ~ a shop ����	 �	
	���

running running running running running [-r�niŋ] ��
�", ~ repairs, ~ repairs, ~ repairs, ~ repairs, ~ repairs

��
�"� �������

rural rural rural rural rural [-ru�:r�l] ����
�

S

safe safe safe safe safe [seif] ����, 
	�	

salary salary salary salary salary [-sæl�ri] �	��	�	

sale sale sale sale sale [seil] ����	��	, �	�����	��	

sales sales sales sales sales [seils] ��	�����, ~ agent~ agent~ agent~ agent~ agent 	
���

�� ����	�����, ~ forecast ~ forecast ~ forecast ~ forecast ~ forecast ���
���	

�	 ����	�����, ~ promotionpromotionpromotionpromotionpromotion

�����&��, ~ tax tax tax tax tax �	��
 ���(� ������	

sample sample sample sample sample [sæmpl] �����	,

������	������	 ���	�
	

satisfy satisfy satisfy satisfy satisfy [-sætisfai] �	�������	�,

������������	�

saturation saturation saturation saturation saturation [�sæʧ�-reiʃn] �	��"	��,

�	��������

save save save save save [seiv] ��	���	�, �	�	��	�

savings savings savings savings savings [-seiviŋz] �������	���

scenario scenario scenario scenario scenario [si-na:riou] �&��	���

schedule schedule schedule schedule schedule [-ʃedjul] �	���&	, ���
�	�	,

�����


seal seal seal seal seal [si:l] ���	�

search search search search search [s�:ʧ] ������	��

seasonal seasonal seasonal seasonal seasonal [-si:z�n�l] �������,

~ emplo emplo emplo emplo employmentymentymentymentyment ������	 �	�����,

~ unemployment unemployment unemployment unemployment unemployment ������	

����	����&	

second hand second hand second hand second hand second hand [-sek�nd hænd] ����	

�������	

secured loan secured loan secured loan secured loan secured loan [si-kju�d loun]

��������� 
�����

security security security security security [si-kju�riti] ��
������

securitiessecuritiessecuritiessecuritiessecurities [si-kju�ritis] &���� 
���	,

governmental ~governmental ~governmental ~governmental ~governmental ~ ����	��� &����


���	

seed capital seed capital seed capital seed capital seed capital [si:d -kæpitl]

������	�	��� 
	���	�

self-employed self-employed self-employed self-employed self-employed [self im‘ploid] ����


��� �������	 ��������

self-insurance self-insurance self-insurance self-insurance self-insurance [self in-ʃu�r�ns]

�	�����
����	��

sell sell sell sell sell [sel] ����	�	�

service service service service service [-s�:vis] ����
	, ~ centre~ centre~ centre~ centre~ centre

&����� �	 ����
�, ~ industry ~ industry ~ industry ~ industry ~ industry ����	�	

�	 ����
���

settle settle settle settle settle [setl] �����	�, ~ a bill~ a bill~ a bill~ a bill~ a bill

�����	� (��	"	�) ����
	 , ~ with , ~ with , ~ with , ~ with , ~ with

creditorscreditorscreditorscreditorscreditors �����	� ������	 �


����������

sexual harassment sexual harassment sexual harassment sexual harassment sexual harassment [-sekʃu�l

-hær�:sm�nt] ��
��	��� ������

shadow shadow shadow shadow shadow [-ʃædou] �������, ~ pr~ pr~ pr~ pr~ priceiceiceiceice

&��	 � ���
	, ~~~~~ economy �������	

�
�����
	

share share share share share [ʃ&�] 	
&��, ~ buy-back~ buy-back~ buy-back~ buy-back~ buy-back

���	��� ��
����	�� �	 	
&��

shareholder shareholder shareholder shareholder shareholder [-ʃ&�hould�] 	
&�����
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shelf registration shelf registration shelf registration shelf registration shelf registration [ʃelf �red�i-streiʃn]

�����	������	 ��
����	&��

shipment [-ʃipm�nt] ���	�, ��	�
	

short-range planning short-range planning short-range planning short-range planning short-range planning [ʃ�:t reind�

-plæniŋ] 
�	�
������� ��	���	��

short selling short selling short selling short selling short selling [ʃ�:t -seliŋ] 
���

����	���

short-term debt short-term debt short-term debt short-term debt short-term debt [ʃ�:t t�:m det]


�	�
������� ���


sight sight sight sight sight [sait] 
����	 ���
	, ���&��
	

signature signature signature signature signature [-sign�ʧ�] ������

silver fund [-silv� f�nd] ��������

����

simulation simulation simulation simulation simulation [�simju-leiʃn] �������	��

single single single single single [siŋl] ���������, ~-entry ~-entry ~-entry ~-entry ~-entry

bookkeepingbookkeepingbookkeepingbookkeepingbookkeeping �������	���

������������, ~ market ������ �	�	�

site site site site site [sait] ���������� ���
�

skill skill skill skill skill [skil] ������, ����������

skilled [skild] 
�	����&��	�

slump [sl�mp] �
��������
	 
���	,

���
� ��	�	��

smart cardsmart cardsmart cardsmart cardsmart card [sma:t ka:d] ��	�� 
	��	

socialsocialsocialsocialsocial [souʃl] ��&�	���, ~ capitalcapitalcapitalcapitalcapital

��&�	��� 
	���	�, ~ cost ~ cost ~ cost ~ cost ~ cost ��&�	���

�	�(��, ~ market economy ~ market economy ~ market economy ~ market economy ~ market economy ��&�	��	

�	�	��	 �
�����
	, ~ security ~ security ~ security ~ security ~ security

��&�	��� ���
����	��, ~ welfare ~ welfare ~ welfare ~ welfare ~ welfare

��"������� ��	
����������

soft soft soft soft soft [s�ft] ��
, ��
, ~ currency~ currency~ currency~ currency~ currency ��
	

(��
�����������	) �	���	, ~ goods~ goods~ goods~ goods~ goods

���
� �� ��
	�	 ������������

special special special special special [speʃl] ���&�	���, ~ deposit ~ deposit ~ deposit ~ deposit ~ deposit

���&�	��� �������

specialistspecialistspecialistspecialistspecialist [-speʃ�list] ���&�	����

specialization specialization specialization specialization specialization [�speʃ�lai-zeiʃn]

���&�	���	&��

speculation speculation speculation speculation speculation [�spekju-leiʃn] ���
��	&��

spiral spiral spiral spiral spiral [-spai�r�l] ����	�������

sponsor sponsor sponsor sponsor sponsor [-sp�ns�] �������

spot spot spot spot spot [sp�t]     ����, ~ market, ~ market, ~ market, ~ market, ~ market ����

�	�	�, ~ price ~ price ~ price ~ price ~ price ���� &��	, ~ rate ~ rate ~ rate ~ rate ~ rate ����


���

staff staff staff staff staff [sta:f]      ����� ����	�, ������	�

stagflation stagflation stagflation stagflation stagflation [stæg-fleiʃn]     ��	
��	&��

(ïåðèîä íà èíôëàöèÿ ïî âðåìå íà

ñòàãíàöèÿ)

stagnation stagnation stagnation stagnation stagnation [stæg-neiʃn]     ��	
�	&��,

�	����

standard standard standard standard standard [-stænd�d] ��	��	����,

~ labour hours~ labour hours~ labour hours~ labour hours~ labour hours ��	��	���� �	�����

�����, ~ price ~ price ~ price ~ price ~ price ��	��	���	 &��	

standby costs standby costs standby costs standby costs standby costs [-stændbai k�sts]

�������� �	�(���

standing order standing order standing order standing order standing order [-stændiŋ -�:d�]

��	�����


start-up start-up start-up start-up start-up [sta:t �p]     �	�	��

state enterprise state enterprise state enterprise state enterprise state enterprise [steit -ent�praiz]

����	��� �����������

state-of-the-art state-of-the-art state-of-the-art state-of-the-art state-of-the-art [steit �v ði a:t ]

����������, �������

statistics statistics statistics statistics statistics [st�-tistiks]     ��	�����
	

sterling sterling sterling sterling sterling [-st�:liŋ] ���	 �������
,

~ area~ area~ area~ area~ area �������
��	 ���	

sticky price sticky price sticky price sticky price sticky price [-stiki prais] �����	 &��	

stock stock stock stock stock [st�k] ������	�, ���
	,

~ business~ business~ business~ business~ business ������	 ����
	,

~ exchange~ exchange~ exchange~ exchange~ exchange ������	 ����	,

~ market~ market~ market~ market~ market ������ �	�	�

stocks stocks stocks stocks stocks [st�ks]  	
&��, �	�	��
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straight bond straight bond straight bond straight bond straight bond [streit b�nd] ����
	&��

� �����	 ��(�	

strike strike strike strike strike [straik] ��	�
	

structural structural structural structural structural [-str�kʃ�r�l] ����
�����,

~ analysis~ analysis~ analysis~ analysis~ analysis ����
����� 	�	���, ~ inflation ~ inflation ~ inflation ~ inflation ~ inflation

����
����	 ����	&��, ~ model ~ model ~ model ~ model ~ model

����
����� �����, ~ unemployment ~ unemployment ~ unemployment ~ unemployment ~ unemployment

����
����	 ����	����&	

subsidiary subsidiary subsidiary subsidiary subsidiary [s�b-sidi�ri]     
���,

���������, �������������,

~ company ��"���� �����������

substitution goods substitution goods substitution goods substitution goods substitution goods [�s�bsti-tju:ʃn gudz]

�	�����	"� ���
�

suitor suitor suitor suitor suitor [-su:t�] �"�& (�� ����)

sunk cost sunk cost sunk cost sunk cost sunk cost [s�ŋk k�st] „�����	��”

�	�(���

sunrise industry sunrise industry sunrise industry sunrise industry sunrise industry [-s�nraiz -ind�stri]

��
���	"	 ������������

superstore superstore superstore superstore superstore [-sju:p�st�:] 
����

�	
	���, ������	�
��

supply supply supply supply supply [s�-plai] ��	����	��, ~ price ~ price ~ price ~ price ~ price

&��	 �	 �����	
	����, ~ and~ and~ and~ and~ and

demand demand demand demand demand ������� � �����	
	��

suspension suspension suspension suspension suspension [s�s-penʃn]

���
�	���	��, ���
���	��

sustainable sustainable sustainable sustainable sustainable [s�s-tein�bl] ��������,

~ income~ income~ income~ income~ income �������� ���(��,

~ development~ development~ development~ development~ development �������	"�

�	������, ~ economic growth rate~ economic growth rate~ economic growth rate~ economic growth rate~ economic growth rate

�������� �
��������
� �	����

SWIFT - Society of WorldwideSWIFT - Society of WorldwideSWIFT - Society of WorldwideSWIFT - Society of WorldwideSWIFT - Society of Worldwide

Interbank FinancialInterbank FinancialInterbank FinancialInterbank FinancialInterbank Financial

TTTTTelecommelecommelecommelecommelecommunicunicunicunicunications - ations - ations - ations - ations - ������	 �	

����
�����
	&�� �����

������	������� �	�
�

switchboard switchboard switchboard switchboard switchboard [-swiʧb�:d]

�	������������	 ��������	

&����	�	 (��� ����	)

syndicate syndicate syndicate syndicate syndicate [-sindikeit] �����
	�

synergy synergy synergy synergy synergy [-sin�:d�i] ���������

�������� (�����
����)

System of National Accounts -

�	&���	��� ����
���	�

T

table table table table table [teibl]     �	���&	, �����


tactical planning tactical planning tactical planning tactical planning tactical planning [-tæktikl -plæniŋ]

�	
�����
� ��	���	��

takeover takeover takeover takeover takeover [teikouv�] ��
��"	��

take-offtake-offtake-offtake-offtake-off [-teik�f]���"������	�� �	

�
��������
� �
�


taking taking taking taking taking [-teikiŋ] ����	���,

�����������

tangible asset tangible asset tangible asset tangible asset tangible asset [-tæd�ibl -æset]

�	����	��� 	
����

tare weight tare weight tare weight tare weight tare weight [t&� weit]     ��
�� �	

��	
��
	�	, �	�	

target target target target target [-ta:git] &��, ~ marketing, ~ marketing, ~ marketing, ~ marketing, ~ marketing

&����� �	�
����
, ~ price, ~ price, ~ price, ~ price, ~ price

��	���	�	 &��	

targeting targeting targeting targeting targeting [-ta:gitiŋ] �	������	�� �	

&���

tariff tariff tariff tariff tariff [-tærif] �	���	
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tax tax tax tax tax [tæks] �	��
, ~ avoidance ~ avoidance ~ avoidance ~ avoidance ~ avoidance

����
�	�� �	 �	����� ���	
	��,

~ base~ base~ base~ base~ base �	����	 �����	, ~ burden ~ burden ~ burden ~ burden ~ burden

�	����	 ������, ~ credit ~ credit ~ credit ~ credit ~ credit �	�����


�����, ~ reform  ~ reform  ~ reform  ~ reform  ~ reform �	����	 ������	,

~ revenue~ revenue~ revenue~ revenue~ revenue �	����� ���(��

team building team building team building team building team building [ti:m -bildiŋ] ����	�	��

�	 �
��

technical technical technical technical technical [-teknikl] ��(�����
�,

~ efficiency~ efficiency~ efficiency~ efficiency~ efficiency ��(�����
	 ���
�������,

~ progress~ progress~ progress~ progress~ progress ��(�����
� ���
���

technology technology technology technology technology [tek-n�l�d�i] ��(����
��

telecommuting telecommuting telecommuting telecommuting telecommuting [�telik�-mju:tiŋ]

��������	 �	����	 ����
	

teller teller teller teller teller [-tel�] 
	���� � �	�
	

tenant tenant tenant tenant tenant [-ten�nt] �	��	���, 	����	���

tender tender tender tender tender [-tend�] �����������,

�����	, ���


tenure tenure tenure tenure tenure [-tenju�] ��	�����,

�����������

term term term term term [t�:m] ���


terminal terminal terminal terminal terminal [-t�:min�l] �������	 (
�	��	)

����
	

terms terms terms terms terms [t�:mz] �������

testimonial testimonial testimonial testimonial testimonial [testi-mouni�l] 	����	�,

�������
	

theft theft theft theft theft [θeft] 
�	��	

third-party beneficiary third-party beneficiary third-party beneficiary third-party beneficiary third-party beneficiary [θ:�d pa:ti

beni-fiʃ�ri] ������&���� ����	 ���	�	

threat threat threat threat threat [θret] �	��	(	

threshold threshold threshold threshold threshold [-θreʃould] ��	


timber timber timber timber timber [-timb�] ������ �	����	�

time time time time time [taim] �����	� � �������,

������, ~ deposit ~ deposit ~ deposit ~ deposit ~ deposit ������ �������,

~ rate~ rate~ rate~ rate~ rate ���������	 ��	�
	, ~ span ~ span ~ span ~ span ~ span

�
�	����� ������ �� �����

tip tip tip tip tip [tip] �	
���

toll toll toll toll toll [t�:l] �	
�	

top top top top top [t�p] ���(����, ����
, ~-level~-level~-level~-level~-level

efficiencyefficiencyefficiencyefficiencyefficiency ����
� �	���"� �	

���
�������, ~ management ~ management ~ management ~ management ~ management ���

����������

total total total total total [toutl] ��", ~ costs ~ costs ~ costs ~ costs ~ costs ��"�

�	�(���, ~ quality management ~ quality management ~ quality management ~ quality management ~ quality management

���	��� ���	������ �	 
	��������,

~ revenue ~ revenue ~ revenue ~ revenue ~ revenue ��" ���(��

trade trade trade trade trade [treid] ���
���
�, ~ association ~ association ~ association ~ association ~ association

���
���
	 	��&�	&��, ~ balance ~ balance ~ balance ~ balance ~ balance

���
���
� �	�	��, ~ credit ~ credit ~ credit ~ credit ~ credit ���
���
�


�����, ~ deficit ~ deficit ~ deficit ~ deficit ~ deficit ���
���
� ����&��,

~ mark~ mark~ mark~ mark~ mark ���
���
	 �	�
	, ~ name ~ name ~ name ~ name ~ name

���
���
� ���, ~ secret ~ secret ~ secret ~ secret ~ secret ���
���
	

�	��	, ~ union  ~ union  ~ union  ~ union  ~ union �����3����

traffic traffic traffic traffic traffic [-træfik] ��������, ��	��


traveller’s check traveller’s check traveller’s check traveller’s check traveller’s check [-træv�l�:z ʧek]

��������
� ��


transaction transaction transaction transaction transaction [trænz-ækʃn] ����
	,

��	��	
&��, ~ cost~ cost~ cost~ cost~ cost ��	��	
&�����

�	�(��, ~ document  ~ document  ~ document  ~ document  ~ document ��	��	
&�����

��
�����

transfer transfer transfer transfer transfer [-trænsf�] 1. ���(�������,

��������	��, 2. ���(������

treasury treasury treasury treasury treasury [-tre��ri] ���	���� �����

(���	����� ������������), ~ bill ~ bill ~ bill ~ bill ~ bill

��
����"�� ���

treaty treaty treaty treaty treaty [-tri:ti] ��
����, �	
�

trend trend trend trend trend [trend] �	��
	, ����
	,

������&��

trespass trespass trespass trespass trespass [-tresp�s] �	�������,

����������	
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trtrtrtrtrial ial ial ial ial [-trai�l] 1. ����, �����	��,

2. ������� ���&��

troubleshooting troubleshooting troubleshooting troubleshooting troubleshooting [-tr�blʃu:tiŋ]

�����	���	�� �	 	�	���

truck truck truck truck truck [tr�k]     
	����

trust trust trust trust trust [tr�st] �����, ~ fund ~ fund ~ fund ~ fund ~ fund �������

����

trustee trustee trustee trustee trustee [tr�s-ti:] ���������

turnover turnover turnover turnover turnover [-t�:nouv�] ������, ~ tax ~ tax ~ tax ~ tax ~ tax

�	��
 ���(� ������	

tying contract tying contract tying contract tying contract tying contract [taiŋ -k�ntrækt]

�������	" ��
����

U

underemployment underemployment underemployment underemployment underemployment [�nd�im-pl�im�nt]

������	 �	�����

unemployment unemployment unemployment unemployment unemployment [�nim-ploim�nt]

����	����&	, hidden ~hidden ~hidden ~hidden ~hidden ~ �
���	

����	����&	, seasonal ~seasonal ~seasonal ~seasonal ~seasonal ~ ������	

����	����&	, structuralstructuralstructuralstructuralstructural

~~~~~ ����
����	 ����	����&	,

~ insurance~ insurance~ insurance~ insurance~ insurance �	���	(��
	 ���"�

����	����&	

unit unit unit unit unit [-junit]     �����&	, ~ cost ~ cost ~ cost ~ cost ~ cost �	�(�� �	

�����&	 �����
&��, ~ pricing ~ pricing ~ pricing ~ pricing ~ pricing

&������	���	�� �	 �����&	

universal universal universal universal universal [ju:ni-v�:sl] �������	���

unlimited liability unlimited liability unlimited liability unlimited liability unlimited liability [�n-limitid �lai�-biliti]

���
�	�����	 ��
��������

useful load useful load useful load useful load useful load [-ju:sful loud]     �������

���	�

user user user user user [-ju:z�] ����������, �����	���,

~ tax ~ tax ~ tax ~ tax ~ tax �	
�	 �	 �����	�� �	 ����
�,

~ cost~ cost~ cost~ cost~ cost �	�(�� �	 �����	��

usuary usuary usuary usuary usuary [-ju:�u�ri] ���	
���� ����


��(��� ���&���

utility utility utility utility utility [ju:-tiliti] ���������

V

vacancy vacancy vacancy vacancy vacancy [-veik�nsi] �������� �	�����

�����, �������	 ��	� � (����

vacation vacation vacation vacation vacation [v�-keiʃn] �	
	�&��, �����
	

valid valid valid valid valid [-vælid] �	�����

validation validation validation validation validation [�væli-deiʃn]

��������	�	��, �������	�	��

validity validity validity validity validity [v�-liditi] �	�������

value value value value value [-vælju:] ��������

value added value added value added value added value added [-vælju: ædid] ���	���	

��������

variable variable variable variable variable [-v&�ri�bl]     ���������,

�����������, ~ capital capital capital capital capital ���������


	���	�, ~ cost  ~ cost  ~ cost  ~ cost  ~ cost ��������� �	�(��

VVVVVAAAAAT (value-added tax)T (value-added tax)T (value-added tax)T (value-added tax)T (value-added tax) '	��


���	���	 �������� (''$)

vault vault vault vault vault [v�:lt] ������

velocity velocity velocity velocity velocity [vi-l�siti] �
�����, ~ of ~ of ~ of ~ of ~ of

circulationcirculationcirculationcirculationcirculation �
����� �	 ����"����

vendee vendee vendee vendee vendee [ven-di:] 
����	�

vendor vendor vendor vendor vendor [-vend�]     ����	�	�, ���
���&,

~ finance~ finance~ finance~ finance~ finance ���	����	�� ��

����	�	�	
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venture capital venture capital venture capital venture capital venture capital [-venʧ� -kæpitl]

�������� (���
��) 
	���	�

visible visible visible visible visible [-vizibl] �����

visual visual visual visual visual [-vi�ju�l] ��������

volume volume volume volume volume [-v�lju:m] ����

voluntary voluntary voluntary voluntary voluntary [-v�l�nt�ri] ����������

vote vote vote vote vote [vout] 
�	� ( � ������)

voting rights voting rights voting rights voting rights voting rights [-voutiŋ raits] ��	��

�	 
�	�

voucher voucher voucher voucher voucher [-vauʧ�] �	����

vovovovovoyage yage yage yage yage [-v�id�] �����������

W

wage wage wage wage wage [weid�] �	��	�	, �	���&	,

~ flexibility~ flexibility~ flexibility~ flexibility~ flexibility 
��
	���� � �	��	"	����

warehouse warehouse warehouse warehouse warehouse [-w&�haus] �
�	�

warrant warrant warrant warrant warrant [-w�:r�nt]     ������������	�,


	�	�� ���

warrantor warrantor warrantor warrantor warrantor [-w�:r�nt�] ���������

warranty warranty warranty warranty warranty [-w�:r�nti] 
	�	�&��

waste waste waste waste waste [weist] �	
��	, ����	�(��

wealth wealth wealth wealth wealth [welθ] ��
	�����

welfare welfare welfare welfare welfare [-welf&�] ��	
����������

white-collar worker white-collar worker white-collar worker white-collar worker white-collar worker [wait -k�l� -w�:k�]

�������
, 	��������	���, �	�����


�	 ��������� ����

white goods white goods white goods white goods white goods [wait gudz] ���� ���
�

(���	 ��(��
	)

WHO (World Health Organization)WHO (World Health Organization)WHO (World Health Organization)WHO (World Health Organization)WHO (World Health Organization)

$������	 ���	��	 ��
	���	&��

($52)

wholesaler wholesaler wholesaler wholesaler wholesaler [-houlseil�] ���
���& �	

����

windfall windfall windfall windfall windfall [-windf�:l] ����	
�	�, ~ gain ~ gain ~ gain ~ gain ~ gain

(loss)(loss)(loss)(loss)(loss) ����	
�	� ���(�� (�	
��	),

~ profit~ profit~ profit~ profit~ profit ����	
�	�	 ���	��	

withholding tax withholding tax withholding tax withholding tax withholding tax [wið-houldiŋ tæks]

����(���� �	��


worker buyout worker buyout worker buyout worker buyout worker buyout [-w�:k� -baiaut]

������	�	�� �	 �	�� �� 
	���	�	 ��

�	�����&���

work force work force work force work force work force [w�:k f�:s] �	����	 ���	

working working working working working [-w�:kiŋ] �	�����, ~ asset ~ asset ~ asset ~ asset ~ asset

�������� �������	, ~ capital ~ capital ~ capital ~ capital ~ capital

�������� 
	���	�, ~ hours  ~ hours  ~ hours  ~ hours  ~ hours �	�����

�	����

workshop workshop workshop workshop workshop [-w�:kʃ�p] �����	�,

���������

write back write back write back write back write back [rait bæk] ���	 ��
���� �	

�����

write down write down write down write down write down [rait daun] �	����	�,

��������	� ��

WTWTWTWTWTO (WO (WO (WO (WO (Worororororld ld ld ld ld TTTTTrade Organization)rade Organization)rade Organization)rade Organization)rade Organization)

$������	 ���
���
	 ��
	���	&��

($82)



349

yieldyieldyieldyieldyield [ji:ld] ��(��, ��(������

Y

yuppieyuppieyuppieyuppieyuppie [-ju:pi:] 3��

Z

zero zero zero zero zero [-zi�rou] ���	, ~ balance account ~ balance account ~ balance account ~ balance account ~ balance account

�����	 �	�	����	 ����
	, ~ growth ~ growth ~ growth ~ growth ~ growth

����� �	����, ~ profit~ profit~ profit~ profit~ profit �����	

���	��	, ~-rated good ~-rated good ~-rated good ~-rated good ~-rated good ���
	 �

�����	 �	����	 ��	�
	

zoning zoning zoning zoning zoning [-zouniŋ] �����	��
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Îò èçäàòåëñòâî „ÃÐÀÌÌÀ“ íà êíèæíèÿ ïàçàð:

 ÅÇÈÊÎÂÈ  ÑÀÌÎÓ×ÈÒÅËÈ

„Àíãëèéñêè åçèê - ñàìîó÷èòåë â äèàëîçè“ 1 è 2 ÷àñò
„Àíãëèéñêè åçèê çà äúðæàâíèÿ ñëóæèòåë”
„Ãðúöêè åçèê - ñàìîó÷èòåë â äèàëîçè“
„Íåìñêè åçèê - ñàìîó÷èòåë â äèàëîçè“
„Ôðåíñêè åçèê - ñàìîó÷èòåë â äèàëîçè“
„Èòàëèàíñêè åçèê - ñàìîó÷èòåë â äèàëîçè“
„Èñïàíñêè åçèê - ñàìîó÷èòåë â äèàëîçè“
„Íèäåðëàíäñêè åçèê - ñàìîó÷èòåë â äèàëîçè“
„Ïîðòóãàëñêè åçèê - ñàìîó÷èòåë â äèàëîçè“
„Ðóìúíñêè åçèê - ñàìîó÷èòåë â äèàëîçè“
„Ðóñêè åçèê - ñàìîó÷èòåë â äèàëîçè“
„Òóðñêè åçèê - ñàìîó÷èòåë â äèàëîçè“
„Øâåäñêè åçèê - ñàìîó÷èòåë â äèàëîçè“

   ÐÀÇÃÎÂÎÐÍÈÖÈ

„Áúëãàðñêî-àíãëèéñêè ðàçãîâîðíèê“
„Áúëãàðñêî-àíãëèéñêè ðàçãîâîðíèê çà ÑÀÙ è Êàíàäà“
„Áúëãàðñêî-àëáàíñêè ðàçãîâîðíèê“
„Áúëãàðñêî-àðàáñêè ðàçãîâîðíèê“
„Áúëãàðñêî-ãðúöêè ðàçãîâîðíèê“
„Áúëãàðñêî-èòàëèàíñêè ðàçãîâîðíèê“
„Áúëãàðñêî-èñïàíñêè ðàçãîâîðíèê“
„Áúëãàðñêî-íåìñêè ðàçãîâîðíèê“
„Áúëãàðñêî-íèäåðëàíäñêè ðàçãîâîðíèê“
„Áúëãàðñêî-ïîëñêè ðàçãîâîðíèê“
„Áúëãàðñêî-ïîðòóãàëñêè ðàçãîâîðíèê“
„Áúëãàðñêî-ðóñêè ðàçãîâîðíèê“
„Áúëãàðñêî-òóðñêè ðàçãîâîðíèê“
„Áúëãàðñêî-ðóìúíñêè ðàçãîâîðíèê“
 „Áúëãàðñêî-ñëîâàøêè ðàçãîâîðíèê“
„Áúëãàðñêî-ñðúáñêè ðàçãîâîðíèê“
„Áúëãàðñêî-óíãàðñêè ðàçãîâîðíèê“
„Áúëãàðñêî-ôðåíñêè ðàçãîâîðíèê“
„Áúëãàðñêî-÷åøêè ðàçãîâîðíèê“
„Áúëãàðñêî-øâåäñêè ðàçãîâîðíèê“
„Áúëãàðñêî-ÿïîíñêè ðàçãîâîðíèê“
„Çàïàäíîåâðîïåéñêè ðàçãîâîðíèê“
„Bulgarian Phrasebook“
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