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ВВЕДЕНИЕ
       Данный  практикум предназначен  для студентов второго курса заочного отделения, обучающихся по направлению подготовки специалистов  «Экономика и управление на предприятии (по отраслям)». 

        Цель практикума – развитие навыков чтения профессионально ориентированных текстов, совершенствование коммуникативных навыков устной и письменной речи на основе текстов.  Лексические и грамматические упражнения построены на материале текстов. 

       Не адаптированные  тексты вызывают ряд лексических трудностей, но в процессе выполнения заданий эти трудности снимаются. Особое внимание уделяется работе, преследующей цель извлечения из текста необходимой информации.

        Данный практикум состоит из введения, 6 разделов и списка используемой литературы. Ядром каждого раздела является  текст.    Задания и упражнения ориентированы на запоминание данных в тексте лексических единиц, на расширение синонимического ряда слов, их контекстное употребление. В каждом тексте встречаются грамматические трудности, работа над устранением которых проводилась ранее на этапах обучения и в данном практикуме проводится работа по их закреплению. 

UNIT  I

Vocabulary to Text 1
   business                       коммерческое дело
   to produce                    производить, вырабатывать
   to expand                      расширять
   production                    производство, продукция

   bulk                               объем
   wholesale                      оптовая торговля
   retailer                           розничный торговец
   to retail                          продавать в розницу
   rival                               соперник
   competition                   конкуренция, соревнование
   competitors                   конкуренты
   market                           рынок
   local                              местный
   exporter                         экспортер
Text 1
1. Read and translate the text. Do the tasks following it.
COMPANIES

      A company is also called а firm or a business. While it is producing goods or trading, it is said to be in business. A firm which is just starting up is going into business and a company which stops operating goes out of business. If a company gets bigger it expands. The expansion of a firm means it can produce more goods or sell more of its products.
      A manufacturer (or manufacturing company) produces goods. The goods it makes are its products. When a manufacturing company expands, it usually increases production.
     A company which sells goods in large quantities (in bulk) is called a wholesale distributor (or wholesaler).
     A company or a person buying goods in bulk (or wholesale) and selling then in small quantities is a retailer.
     Most local shops are retailers and sell goods, retail.
     Two or more companies which sell or manufacture the same product are competitors (or rivals). They are in competitive and they compete for customers.
       In order to sell more goods than its rivals, a company must be competitive. It is important to keep ahead of the competition by selling at competitive prices.

       If one company has an advantage over its competitors (for ex: a cheaper or better product) it gives then an edge on the market. An area where there is a demand for certain goods is called a market. A company which sells goods locally raters for the local market.
      A company which sells goods abroad is an exporter.
      An exporter (or export company) sells goods on the international (or overseas) market. The goods it exports are called exports,
      A company which starts selling goods overseas is said to go into exporting (or to go into the export business).
      An importer buys goods abroad and imports them into his own country. The goods are then called imports and the process of importing is called importation [2, 5].
2.  Answer the following questions.

1. What is export?
2. What is import?
3. What is a wholesale distributor?
4. Where can companies sell their goods?
5. What company is an exporter?

Exercises
1. Read the international words and give their Russian equivalents.
production, programme, manufacture, economic, center, department, firm, company, local, export, import, business, area, product.

2. Translate the sentences into Russian, pay attention to the functions of -ing forms.
1. While it is producing goods it is said to be in business.
2. A firm which is just starting up is going into business.

3. A company which stops operating goes out of business.

4. A company buying goods and selling then is a retailer
5. A company which starts selling goods overseas is said to go into exporting.

3. Read and translate these sentences into Russian using the active vocabulary: 

1 .The country exports different goods.
2. The exports bring a lot of currency into the country.
З.Our exports have increased.
4. The imports of these goods are absolutely necessary.
5. The country has always imported these goods.
6. They export a great deal of to Common Market countries.

7. The turnover of the Country's Company doesn't grow.

4. Complete  these  sentences as in the text.
1. A company is called ….

2. A manufacturer produces ….

3. Most local shops are …  and ….
4. An importer buys goods abroad and ….

5. What can you say about these companies?

    IBM,  SONY,  TOYOTA,  ERICSSON 
6. Sum up  what the text says about  trading. 

7. Discuss  the text with your groupmate. Work in pairs
UNIT  II

 Vocabulary to Text 2
   container                       контейнер, сосуд
   to transport                   перевозить
   insurance                      страхование
   to insure                        страховать
   shipment                       погрузка
   transit                            транзит
   to cover                         охватывать, покрывать
   freight                           фрахт, груз
   shipping                        торговый флот, перевозка грузов
   cargo                             груз корабля
   docks                             доки
   finance                          финансовое дело, финансы
   guarantee                      гарантии, залог, поручительство
   assistance                      помощь
   tax                                 налог
   relief                             помощь

Text 2

1. Read and translate the text. Do the tasks following it.

EXPORTING

      When a company exports goods abroad there are many problems, it must consider, e.g. packaging, transportation, insurance and payment.
       First the goods must be packed carefully in containers to protect them from damage. The containers must be labeled clearly to show where they are going. The label may also show what the containers contain.
       Goods can be transported by sea or by air, by a shipping company or by an airline. If the goods are shipped, then transportation must be arranged from the factory to the docks (or quay). This can either be by road in tracks (or lorries) or by rail. The shipment must be insured (covered) against loss or damage.
       Sometimes the exporter takes out insurance and sometimes the importer insures the shipment depending on the terms of their agreement. If the goods are damaged in transit the company is covered by the insurance. Obviously someone has to pay for all these things. While goods are in transit they are called freight (cargo), so the company pays freight rates (or shipping costs) to the shipping company or if the goods are being transported by air, to the airline. The cargo is loaded at the docks or at the airport, and for this the company pays handling charges. Also the company must pay packaging charges.
        Exporting brings foreign currency into the country, so government encourage export trade by giving assistance and incentives to exporters.
Often companies borrow money (finance) from banks to finance exporting. 
This money is called an export credit.
        A government department called the E.C.G.D. (Export Credit Guarantee Department) gives a guarantee to the bank. This guarantee means the government carries the loss if the foreign buyer does not pay.
        It is a kind of insurance cover for the bank and the exacting company.      Another form of government assistance or incentive is tax relief or tax advantages.     Every company must pay a tax. Tax relief means that exporters pay less tax on money earned abroad [4].
2.   Answer the following questions. 

1. What does company export?
2. What does the company use to transport the goods?
3. Where do companies borrow money?
4. What is a tax?

5. What does exporting bring to the country?

Exercises
1. Remember the word - building models. Add prefixes – in, - un, -dis to the following words and translate them into Russian
dependent, complete, important, official, usual, loaded, agreement, possible, packed, advantage.

2. Give the 3 forms of the following verbs and translate them into Russian.
to borrow, to bring, to buy,  to cover, to damage, to export, to import, to label, to pay, to pack,  to ship, to show, to take, to transport,  to win.
3. Change the following sentences from active into passive voice according to the model. 

Model 1: The company sells goods in large  quantities. 
                The  goods are sold by the company in large quantities. 
1. The country exports different goods.
2. The exports bring a lot of currency into the country.
3. Our exports have increased greatly.
, 
4. They export a great deal to Common Market countries.
5. Someone pays for all these things.

4. Fill in the gaps with the words and expressions from the text.
1. When a company exports goods … there are many problems.

2. Goods can be transported   … , …, … . 

3.  …  the exporter takes out …  and …  the importer … the shipment.

4. Exporting brings … … into the country.

5.  … … means that exporters pay … … on money earned abroad.
5. Make up sentences using the following words.
1. Company, be, by sea, can, goods, transported, by air, by shipping.
2. Someone, for all these, pay, has to, things.
3. Is, loaded, or, the cargo, at the docks, at the airports.

4. Foreign, into, exporting, the country, currency, brings.

6. Sum up  what the text says about  exporting. 

7. Discuss  the text with your groupmate. Work in pairs

UNIT  III

Vocabulary to Text 3

   Bill of Exchange          вексель
   specified                      точно обозначенный
   drawer                          получатель
   Sight Bill                      иск, вексель
   to accept                       принимать
   documents                    документы
   against                          против
   title                               заглавие 

   bill                                счет
   Discount Bills               учет счетов
   discounting                   скидка
   negotiable                     способный совершать сделки 

   Bill of Lading               коносамент
Text 3

1. Read and translate the text. Do the tasks following it.
METHODS OF PAYMENT

      The two principal methods of payment for exported goods are by Bills of Exchange and by letter of credit. The Bill of Exchange is an order in writing requesting someone (the buyer) to pay a specified sum of money at a specified date. If the bill must be paid immediately, it is known as a Sight Bill.
     The drawer (the exporter) draws up the Bill of Exchange naming the person who must pay the bill. This person (the buyer) is known as the drawer. The drawer (the exporter) then gives the Bill of Exchange to the bank.
     When bank presents the bill to the drawer (the buyer) he must either to pay it immediately (if it is Sight Bill) or accept it by writing "Accepted" on it. By accepting a bill, a person agrees to pay the bill at a specified date (usually in three months). When the drawer pays or accepts the bill, bank gives him the documents which allow him to collect the goods from the quay when they arrive. Receiving the documents when the Sight Bill is paid is called "Documents against Payment". The main document in exporting is The Bill of Lading, which is the title deed to the goods. The title deed is the document which proves ownership of the goods. When a BILL of Exchange has been accepted by this drawer it becomes negotiable. This means it can be transferred to another person, to pay a debt for example.
     On the other hand, if the exporter does not want to want for payment of an accepted Bill of Exchange, he can discount (sell) it at a Discount House, Discount Bills of Exchange is a way of lending and borrowing money.
     A Bill of Lading is also negotiable so goods can be sold by selling the Bill of Lading before the goods actually arrive in the importing country. A letter of credit is a letter written by the buyer's bank to the exporter's bank authorizing payment of a specified sum of Money to a specified person (line exporter). The importer has to apply to his bank to open a letter of credit. The exporter is paid when he presents the export documents to his bank [2,4].
2.  Answer the following questions.

l. What are two principal methods of payment?
2. What is the Bill of Exchange?
3. What is the Documents against Payment?
4. What is the Bill of Lading?
5. What is a Letter of Credit?
6. What method of payment do you prefer?
Exercises

1. Study the word-building model and form the nouns from the following words and translate them from English into Russian. 

Model: a) banking- banker
            b) drive – driver

to buy, to draw, to export, to import, to accept, to own, a debt, to finance, a
manufacture.

2. Give the 3 forms of the following verbs and translate them into Russian.
to accept, to pay, to know, to give, to transfer, to sell, to write, to call, to buy, to receive, to produce, to take, to have, to find, to agree, to sign, to bring, to invent.
3. Remember  the modal verbs, find the sentences with them in the text and translate them into Russian.
Modal verbs: can, may, must 

Examples: a) I can bring you the bill
                   b) May I have the bill, please?
                   c) You must bring me the bill
Note: The equivalents of "can"- "to be able to" and of  "must"- to be to, to have to" are widely used in business language. In contracts, agreements, business letters "must" is often replaced by “shall" and "to be to”. 

Translate the following sentences from English into Russian.
1. Payment is to be made by a Letter of Credit.

2. This contract shall be duly signed by authorized persons.
3. Principal clauses are to be included in this contract.
4. We have to work out a new plan.
4. What do these expressions stand for? 

l. The Bill of Exchange
2. The Sight of Bill
3. Documents against Payment

4. Documents against Acceptance
5. The Bill of Lading
6. A Letter of Credit
7. A specified sum of money

5. Complete these  sentences  as in the text.
1. The principal methods of payment for exported goods….

2. The drawer draws up….

3. The main document in exporting is….

4. A Bill of Lading is….
6.  Translate the following sentences from Russian into English using the vocabulary to the text.
1. Получатель получает вексель, который называет того, кто будет его оплачивать.
 2. Когда банк представляет счёт к оплате, он должен быть оплачен немедленно.
 3. Два основных метода оплаты за экспортный товар – это вексель и предоставление кредита.

 4. Основной документ в процессе экспорта  - это коносамент.

7.  Sum up  what the text says about the methods of payment.  

8. Discuss  the text with your groupmate. Work in pairs

UNIT IV

Vocabulary to Text 4
   research                        исследование
   fair                                ярмарка
   to  exhibit                     выставлять 
   sample                          образец
   publicity                       реклама
   to promote                    продвигать, содействовать 

   advertisement               реклама 

   campaign                      компания 

   order                             заказ 

   service                          служба
Text 4

1. Read and translate the text. Do the tasks following it.

MARKETING AND PROMOTION

     When a company starts to sell goods in a new market, they often do some market research or a preliminary study to see if the project is feasible. They research (investigate) the market potential or do a feasibility study to see if they will make money by selling in the new market (i,e. to see if the product is viable).
One way to assess the market potential is to take a stand at a Trade Fair where companies can exhibit samples of their products and see what response they get from prospective customers.
     The Trade Fairs, an exhibition of goods and a company exhibits a sample of its products at its stand. This is also a form of publicity (or advertising) and the company representative will probably hand out publicity brochures to advertise (or pro-rote) the product further.
     Often journalists (the press) write about the Trade Fair and sometimes companies hold a press conference if they want to promote a particular model or range.
     Another way of promoting a new product is to place advertisements in magazines or newspapers. A plan to do a lot of advertising of one product is called a campaign. Starting an advertising campaign on a new product is known as launching the product.
    The aim of promotion is to interest customers in the product. Initially customers (clients) might make enquiries about the product. When they decide to buy, they place an order.
    At a Trade Fair companies are trying to win (to obtain) as many orders as possible.
    However, before a client places an order he wants to know many things: how long delivery takes, whether the company can supply replacements and spare parts, what the after sales service is like, etc. [4].
2.  Answer the following questions.

1. What is a modem market?
2. How can yon assess the Market?
3. What is the Trade Fair?
4. What can you say about advertising?
5. Who writes about the Trade Fair?
6. What do the customers place when they decide to buy?
7. What do the customers want to know?

Exercises

1. Find synonyms to the following words in the text and translate them into Russian.
 advertise, catalogue, customers, journalists, market, model, publicity, possible, project, research, sample, win. 
2. Form the nouns from the following verbs, using suffixes – ion, - ment, - ence, - able. Translate them.
 to adopt, to advertise, to alter, to argue, to complete, to determine, to exhibit, to identify, to launch, to refer, to reduce, to replace, to vary.

3. Remember the Infinitive Constructions and find the sentences with the similar Constructions in the text, translate them into Russian.   
Study the examples below.

1. I want my son to become a                   1.Я хочу, чтобы мой сын стал
    manager.                                                     менеджером.                                                  
2. The problem seems to be solved.          2. Кажется, проблема решаема.
3. We have to work out a new plan.          3. Мы вынуждены разработать  

                                                                         Новый план
4. This firm is known to be flourishing.     4. Известно, что эта фирма     
                                                                         процветает.
4. Read and dramatize the following dialogue. Work in pairs.
A. What is your opinion about marketing service at any enterprise?

B. You see, it depends on the enterprise type. In what  way?

A. If you have  a rather large enterprise or a firm, it is reasonable to use marketing service structure.

B. Right you are! I’ve heard small firms don’t have such services. Why?
A. Every manager of such a firm prefers to be a marketing expert himself.

It’s cheaper.

5.  Fill in the gaps with the following words, translate them into Russian.
     assure, valid, specify, establish, expire, deal, appreciate, settle, terms, transfer, insist

1. Can you … any particular method of payment.

2. We’d … it if you could … the money to our bank immediately.
3. I can … you, as soon as we … good relations, you’ll be offered open account … 

4. When we … with a new customer, we always … on payment by Irrevocable Letter of Credit.

5. This Letter of Credit is … until 8 April. It means that it’ll … after this date.

6. If you want to … with us every three months, it’s  fine with me.

6.  Sum up  what the text says about the methods of payment.  

7. Discuss  the text with your groupmate. Work in pairs

UNIT  V

Vocabulary to Text 5

    cost                              стоимость
    overall                         общий, полный
    consideration                принять во внимание
    profit                            доход, прибыль
    quotation                      расценка, котировка
    margin                          резерв, запас
    demand                         требование, запрос
    supply                           запас
    quantities                      количество

    quote                             норма, квота, доля, запрашивать
    advice                           совет
    delivery                         поставка
    invoice                          накладная, счет-фактура
    statement                       заявление, подтверждение

Text 5

2. Read and translate the text. Do the tasks following it.

PRICING AND SALES

      Before a company can quote а price (or give a quotation) for goods, they must take into consideration all their costs: the production costs, shipping, insurance, etc. The total of all these costs is called the overall cost. The costing is usually done before a model is produced or exported, so the company must calculate (or work out) their overall costs in advance. From these figures they can work out the cost of each model (the unit cost).
      All the calculations are written on the costing sheet. The company also takes into consideration their profit. They will usually allow a profit margin of at least 10%.
      So when a company gives a quotation for a modern, they have built into the price their overall costs and profit margin.
      There are other factors which affect the price of goods, for example the law of supply and demand. If a product is in demand (many people want to buy it) and not many firms can supply the product, then the company can charge a higher unit price.
      On the other hand, making goods in large quantities is comparatively cheaper than producing goods in small quantities. If there is a big demand for a model, a company can produce it in large quantities, and they should be able to quote a lower unit price. Two of the departments in a company which deal with pricing and selling goods are the Sales Department and the Accounts Department. The Sales Staff handle the basic forms involved in selling goods (the order and the delivery or advice note) and the Account Staff handle the forms involved in charging for goods (the invoice and the statement). The form sent by the buyer requesting goods is  the order. The form which accompanies the goods or which is sent to the buyer to tell him to expect the goods is the delivery note. The buyer signs the delivery note which is then a receipt  for the seller to prove the buyer received the goods.
     The Sales Department then gives the signed delivery note to the Accounts Department which sends the buyer a bill for the goods. This bill is called an invoice.
     Usually the Account Department will send the buyer an account each month which shows details of all the transactions that month. The account is called a statement. The transaction are all the invoices the seller has sent and the money received [2,4].
 2. Answer the following questions.

I. What must a company take into consideration?
2. What must a company calculate before a model is produced?
З. Аге there other factors which affect the price of goods?
4. What is the Sales Staff?
5. What is the order?
6. What is the delivery note?
7. What is called an invoice?

Exercises

1. Match the antonyms.
1. enquiry               a. extinction

2. destroy                b. modern

3. repayment           c. response

4. outdated              d. charge

5. survival               e. build up

2. Find synonyms and antonyms in the text.

3. Remember the comparative degrees of the adjectives:

tall - taller - the tallest
large – larger – the largest

early - earlier – the earliest 

big - bigger – the biggest
attractive - more attractive – the most attractive
interesting - more interesting – the most interesting 

good - better – the best
bad - worse – the worst
a) Use the model and make up the sentences of your own, translate them from English into Russian
Model 1. It's the cheapest model in the catalogue. 

High price, low price, good саr.
Model 2. That's the best model that I have ever seen.
good airport, bad hotel, good restaurant, good opportunity

4. The use of the word.
Goods (товар, товары) = They
The goods are in Odessa = They are in Odessa.

Translate the following sentences. 
a)l. The goods are hand made.

  2. These are high-quality goods. 
  3. Where are the goods at the moment?

  4. Please send the goods next month.

b)1. Этот товар доставили нам вовремя.
   2. Производить товар в больших количествах более дешевле, чем  в маленьких.

   3. Прибыль от продажи товара должна поступить на счёт фирмы.
   4. Компания должна принять во внимание себестоимость товара.

5. Find the equivalents of the following words.
reliable         a. competitive                 valid          a. acceptable

                     b. creditworthy                                  b. saturated

                     c. expensive                                       c. effective

                     d. reasonable                                      d. substantial

to expire      a. to take actions              to settle     a. to pay the money that 
                                                                                  is owed
                    b. to come to an end                          b. to hurry up
                    c. to state as a condition                    c. to get in touch

                    d. to pay on the specified date           d. to place an order   

6. Remember the Conditional clauses, read the English variants and find similar  sentences in the text. 

1.  If there are delivery problems we     1. Если     будут     проблемы     с shall have to reject your offer.               доставкой,   будем  вынуждены
                                                               отказаться от Вашего
                                                               предложения
2. If уou increased the order, they           2. Если бы Вы увеличили заказ,    

would reduce the price.                           они бы снизили цену.               
3.  If the director were in, he could          3. Если бы директор был на                                                                

 receive you.                                              месте, он бы принял Вас.
4. If you had sent us the samples in          4. Если бы Вы вовремя 
 time,  they  would have  started               прислали нам образцы,             

 tests a week ago                                        они бы  начали 
                      
                                        испытание неделю тому назад.

7. Sum up  what the text says about pricing and sales
8. Discuss  the text with your groupmate. Work in pairs

UNIT  VI

Vocabulary to Text 6
   advertising                     реклама
   corporate                       корпоративный
   to establish                    устанавливать
   to nurture                       воспитывать, выращивать
   to advocate                     защищать
   to influence                    влиять
   awarness                        осведомлять
   to reimburse                   возмещать 
   stockholder                    акционер
   expenditure                    расходы
Text 6

1. Read and translate the text. Do the tasks following it.

TYPES OF ADVERTISING

        On the broadcast scale, advertising can be categorized as global, national, or local. The kinds of global and national advertising commonly discussed in a marketing pan are brand, corporate, and business-to-business, or trade, advertising.    Local advertising includes retail and cooperative advertising.
       Brand advertising is one that establishes product personality or image and builds product equity over time.
       Corporate advertising is used by a company to create and nurture positive attitudes towards the company itself or advocate views important to it. It is used to influence the opinions of consumers and other important groups such as suppliers, stockholders, government, employees. Advocacy ad, a type of corporate ad, communicates a company's views on environmental, social, business, or ether issues, again seeking to influence public opinion.
     Business-to-business advertising (trade or industry ad) is a kind of advertising directed at people and companies within or related to an industry who buy or influence the purchase of products for use in that industry. Business ad is used to make announcements about products, create product awareness, enhance a firm's reputation, and support its sales staff.
      Retail advertising is designed primarily to attract customers to store; usually geographically limited, store-focused. Because the number one objective of most retail ad is to increase store traffic, it is more price-focused. It frequently announces sales or discounted prices, and has more short-term objectives than national ad. Moreover, although a national ad may be used for an extended period of time, most retail ads run for only a few days.
      Cooperative is a kind of advertising in which the manufacturer of a product provides advertising materials to or reimburses a retailer for part or all of the retailer's advertising expenditures for the product. Most manufacturers have ongoing promotional programs to provide retailers with advertising support in the form of money and materials.
      Funds for this sort of advertising are based on a percentage of sales to the retailer. Co-op funds, sometimes called promotional allowances, have become so widespread and significant that most retailers won't even consider taking on a new brand without receiving advertising support [2,4].
2.   Answer the following questions.
1. What types of advertising are there?
2. What is a local advertising? 
3. What is a Brand advertising?
4. What is a Corporate advertising?
5. What is a Business-to-business advertising?
6. What is a Retail advertising?
7. What is a Cooperative advertising?
Exercises

1. Give the English for
   предприятие           ________     рекламное объявление   _________ 

   вызывать интерес  ________     потребитель                     _________

   покупка                  ________     гарантировать                  _________ 
2. Complete these sentences as in the text.

1. Advertising can be ….

2. Local  advertising includes ….      

3. Corporate advertising is used ….

4. Retail  advertising is designed ….

5. Business-to-business advertising is …. 

6. Cooperative is a kind advertising …. 
3.  Translate the following words into Russian, fill in the gaps.

    arouse, go, keep, move, result, secure, work

1. Advertising helps … jobs of millions of people and … businesses in business.

2. When an ad … a consumer’s interest and it … in a purchase, the company … stronger.
3. Good advertising … products. That’s the way it ….
4. Match the two parts of the following ads.

1. When I shave “Daisy”…                    a. you’ll never get the blues

2. Wear “Longneck” collar…                 b. it’ll strike your boyfriend’s  

                                                                    fancy!

3. Don’t be vague …                               c. I feel a little crazy.

4. Visit “21” …                                       d. ask for “Haig”.

5. Subscribe to “ Cues”…                       e. you’ll feel like a million dollars!

6. Why not try “Clancy”…                      f. you’ll have a lot of fun!

5. Give examples of your ads which:

-  show a product and explain what it does

-  show a scientist telling about the product

-  compare the qualities of a product with competitors

-  make special offer   
6. Put in either convince or persuade.
Note. to  convince smb. (of smth.) means “to make smb. think in a certain way”

          to  persuade smb. (to do smth.) means “to make smb. act. 
1. Advertising usually tries to  ________  people to buy a particular product.
2. Advertising tries to  _________  people that they want certain things.

3. Can you  _________  your potential customers of the advantages of this brand new orange squeezer?

4. I’m going to  __________  our M.D. that our company can only expand by selling abroad.

5. The notice “Scientific Scalp Massage” can  _________  anyone that his  scalp will  be massaged by a scientist.  
7. Sum up  what the text says about the types of advertising.
8. Discuss  the text with your groupmate. Work in pairs
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