ЗАВДАННЯ ДО ТЕКСТІВ
1. Прочитати тексти. Скласти словник термінів (20 ЛО). 
1. Виконати переклад  текстів (автоматичний переклад відредагувати).
1. Обговорити прочитані тексти в групі. Сформулювати 5 питань до тексту. 

TEXT B. 
CONCEPTS OF MARKETING
According to the traditional concept, marketing means selling goods and services that have been produced. Thus, all those activities which are concerned with persuasion and sale of goods and services, are called marketing. This concept of marketing emphasizes on promotion and sale of goods and services and little attention is paid to consumer satisfaction. This concept has the following implications:
(a) The main focus of this concept is on product, i.e., we have a product and it has to be sold. So, we have to persuade the consumers to buy our product.
(b) All efforts of the marketing people are concentrated on selling the product. They adopt all means like personal selling and sales promotion to boost the sales.
(c) The ultimate goal of all marketing activity is to earn profit through maximization of sales.
 The modern concept of marketing considers the consumers’ wants and needs as the guiding spirit and focuses on the delivery of such goods and services that can satisfy those needs most effectively.  Thus, marketing starts with identifying consumer needs, then plan the production of goods and services accordingly to provide him the maximum satisfaction. In other words, the products and services are planned according to the needs of the customers rather than according to the availability of materials and machinery. Not only that, all activities (manufacturing, research and development, quality control, distribution, selling etc.) are directed to satisfy the consumers. Thus, the main implications of the modern concepts are:
 (a) The focus of this concept is on customer orientation. The marketing activity starts with an assessment of the customers needs and plan the production of items that satisfy these needs most effectively.  This also applies to all other marketing activities like pricing, packaging, distribution and sales promotion.
(b) All marketing activities like product planning, pricing, packaging, distribution and sales promotion are combined into one as coordinated marketing efforts. This is called integrating marketing. It implies:
(i) developing a product that can satisfy the needs of the consumers;
(ii) taking promotional measures so that consumers come to know about the products, its features, quality, availability etc.;
(iii) pricing the product keeping in mind the target consumers’ purchasing power and willingness to pay;
(iv) packaging and grading the product to make it more attractive and undertaking sales promotion measures to motivate consumers to buy the product; and
(v) taking various other measures (e.g., after sales service) to satisfy the consumers’ needs.
(c) The main aim of all effort is to earn profit through maximisation of customer satisfaction.
This implies that, if the customers are satisfied, they will continue to buy , and many new customers will be added. This will lead to increased sales and so also the profits.
It may be noted that with growing awareness of the social relevance of business, marketing has to take into account the social needs and ensure that while enhancing consumer satisfaction, it also aims at society’ s long-term interest.
The terms ‘marketing’ and ‘selling’ are related but not synonymous. ‘Marketing’ as stated earlier , emphasises on earning profits through customer satisfaction. In marketing, the focus is on the consumer’ s needs and their satisfaction. ‘Selling’ on the other hand focuses on product and emphasises on selling what has been produced. In fact it is a small part of the wide process of marketing wherein emphasis is initially on promotion of goods and services and eventually on increase in sales volume.
Marketing has long term perspective of winning over consumer loyalty to the product by providing him maximum satisfaction. However , selling has short-term prospective of only increasing the sales volume.
In marketing, the consumer is the on king whose needs must be satisfied. In selling, the product is supreme and the entire focus is its sale. Marketing starts before production and continues even after the exchange of goods and services has taken place. It is so because provision of after sale service is an important component of marketing process. Selling starts after the production and ends as soon as the exchange of goods and services has taken place.
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TEXT C.
OBJECTIVES  AND  FUNCTIONS PERFORMED  IN MARKETING

After knowing the points of importance of marketing let us discuss on the basic objectives of marketing.
(a) Provide satisfaction to customers
All marketing activities are directed towards customer satisfaction. Marketing starts with ascertaining consumer needs and produce goods that satisfy those needs most effectively . Not only that the pricing and distribution functions of marketing are also planned accordingly .
(b) Increase in demand
Through advertising and other sales promotional efforts, marketing aims at creating additional demand for their products. Satisfied customers also help in creating new customers. For example, if you buy a ‘gel pen’ and feel satisfied, next time also you will buy the same pen and obviously when you tell others about it they will also feel like giving it a try .
(c) Provide better quality product to the customers
This is a basic objective of marketing. The business houses try to update and upgrade their knowledge and technology to continuously provide better products. If they do not do so, they will be phased out through competition.
(d) Create goodwill for the organisation
Another objective of marketing is to build a good public image and create goodwill for the organisation. This helps in maintaining loyalty to the product and accepting new products of the same company .
(e) Generate profitable sales volume
The ultimate objective of all marketing efforts is to generate profitable sales volumes for the business.  T aking care of customer needs and wants by providing the required goods and services at prices they can afford, and at places and timing that are convenient to them ultimately lead to increased sales and profits.

Functions performed  in marketing
1. Marketing Research
Marketing research involves collection and analysis of facts relevant to various aspects of marketing. It is a process of collecting and analysing information regarding customer needs and buying habits, the nature of competition in the market, prevailing prices, distribution network, effectiveness of advertising media, etc. Marketing research gathers, records and analyses facts for arriving at rational decisions and developing suitable marketing strategies.
2. Product Planning and Development
As you know marketing starts much before the actual production. The marketeers gather information regarding what are the needs of the consumers and then decide upon what to produce. So, the Ех. of marketing begins with planning and designing a product for the consumers. It can also be done while modifying and improving an already existing product. For example, now-a-days we find much better soaps and detergent powders than we used to get earlier . Similarly , we have many new products introduced almost on a regular basis.
3. Buying and Assembling
Buying and assembling activities as a part of marketing refer to buying and collection of required goods for resale. This function of marketing is primarily relevant to those business organisations that are engaged in trading activities. In the context of manufacturing organisations, buying and assembling involves buying raw materials and components required for production of finished goods.
4. Packaging  
Packaging involves putting the goods in attractive packets according to the convenience of consumers. Important considerations to be kept in view in this connection are the size of the package and the type of packaging material used. Goods may be packaged in bottles (plastic or glass), boxes (made of tin, glass, paper , plastic), cans or bags. The size of the package generally varies from a few grams to a few kilograms, one piece to a number of pieces of a product, or in any other suitable quantity in terms of weight, count, length etc. Packaging is also used as a promotional tool as suitable and attractive packages influences the demand of the products. It may be noted that packaging is different from packing, which refers to putting goods in suitable containers for transportation purposes.
5. Standardisation and Grading
Standardisation refers to development of standards for production of goods with respect to shape, design, colour and other characteristics. If products are standardised, customers are able to identify a product and its characteristics very well. So goods can be sold by sample or description. Standardisation helps in promoting the sale of the product by increasing consumers’ confidence in the product quality . Grading involves separating products into different classes on the basis of certain predetermined standards relating to size and quality . Grading is required in case of agricultural, forest and mineral products such as cotton, sugar cane, iron ore, coal, timber , etc.
6. Branding
Branding means giving an attractive name, symbol or identity mark to the product to make a product different from others so that it is known by that name or symbol or mark. For example, Surf is the brand name of a detergent powder produced by Hindustan Unilever Limited (HUL). Similarly , you must be familiar with brands like Colgate for toothpaste, Lux for soap and so on.
7. Pricing the Product
Pricing involves decisions regarding fixation of product prices, keeping in view the product costs, the capacity of customers to pay , and the prices of the competitive products. It is an important decision as it influences the sales and so also the profits. So pricing has to be done very carefully .
8. Promotion of the Product
Promotional activities include advertising, personal selling, sales promotion and publicity . All promotional activities involve communication with the existing and prospective customers whereby they are made aware of the product, its distinctive features, price, availability etc. The objective of promotional activities is to motivate the customers to buy the product.
9. Distribution
Distribution refers to those activities that are undertaken for sale of products to the customers and the physical transfer thereof. The first aspect i.e., sale of product involves use of middlemen such as wholesalers and retailers whose services are used for making the products available at convenient points and helping in their sale to the ultimate consumers. The second aspect i.e., physical transfer involves warehousing and transportation of goods from the point of production to the point of sale or the consumer . The objective of distribution activities is to ensure that consumers get the goods and services at the place and time most convenient to them and in the desired quantity.
10. Selling 
Selling is an important function of marketing whereby the ownership of goods and services is transferred from the seller to the buyer for a consideration known as price. To initiate and complete the process of selling, the seller has to inform the prospective buyer about availability of goods, the nature and uses of products, their prices and the needs of the customers that may be effectively satisfied by the product. In the process, he arouses customers’ interest in the product and persuades them to buy it.
11. Storage and Warehousing
Storage refers to holding and preserving goods from the time of their procurement or production till the time of their sale. In other words storage involves making suitable arrangements for preserving the goods till they are bought by the consumers and delivered to them.  Warehousing is synonymous to storage but is normally used for lar ge-scale storage facility for goods and commodities.  Y ou must have seen cold storage where vegetables like tomato, cabbage, potato etc. are stored to be consumed throughout the year . In marketing it is essential to store raw material and finished goods to be used later by the company for production or for resale.
12.  Transportation
Transportation refers to the physical movement of goods from one place to another . In marketing, transport as an activity refers to physical movement of raw materials as well as finished goods from the place of production to place of consumption. Goods are transported through various means like railways, roadways, waterways and airways. For heavy and bulky goods, the railways and waterways are the best. For other goods, it depends upon the demand, cost involved, urgency, nature of the goods etc. to decide about a suitable means of transportation.

PRACTICAL PART
Ex.1.
1. Define the term Market? 
2. Who is termed as Marketeer?
3. What is meant by the term ‘Grading’?
4. What are the four main elements of marketing? 
5. What are three pricing options that a company may take? 
6. What does placement involve?
7. What is the difference between advertising and publicity? 
8. What is the purpose of marketing as per traditional concept?
9. Name the four activities included in promotion of the product.
10. Explain the modern concept of marketing.
11. Distinguish between traditional and modern concept of marketing.
12. Explain ‘packaging’ as a function of marketing.
13. What is meant by integrating marketing?
14. Explain the significance of marketing research.
Give a Long  Answer
15. State any four points of the importance of marketing.
16. Do you think marketing and selling are synonymous terms? Give reason.
17. Explain any three objectives of marketing.
18. Describe any four important functions of marketing.
19. Define marketing and distinguish it from selling. 
20. State any two points of importance of marketing to consumer .

Ex.2.Choose the right answers
2.1 Followings are the statements related to different concept of marketing. Identify those pertain to modern concept by mentioning ‘MCM’ and traditional concept by mentioning ‘TCM’ in the specified box given against each statement.
	(a) It focuses on customer’ s need.
	

	(b) It focuses on product.
	

	(c) It sells satisfaction.
	

	(d) It sells goods and services.
	

	(e) It earns profit by maximisation of sales.
	

	(f) It earns profit through maximisation of customer satisfaction.
	


2.2 Following is a list of statements regarding features of ‘marketing’ and ‘selling’. Identify the features of marketing by mentioning ‘M’ and of selling by mentioning ‘S’ in box given against each.
	(a) It starts after the production process is over .
	

	(b) All activities revolve around the product that has been produced.
	

	(c) Customer is the central point.
	

	(d) Satisfaction of the customer is the main focus.
	

	(e) Target is to achieve shot-term gain.
	

	(f) It is an integrated approach to achieve long-term goals.
	



2.3 Following are the statements pertaining to functions performed in marketing. Identify the function of marketing from each statement.
	(a) Physical movement of goods from one place to another .
	

	(b) Holding and preserving goods from the time of their procurement or production
	

	till the time of their sale.
	

	 (c) Collection and analysis of relevant facts to solve marketing problems.
	

	(d) This include advertising, personal selling, sales promotion and publicity .
	

	(e) Separating products into different classes on the basis of certain predetermined
	

	standards.
	



Ex.3. Приведіть у відповідність терміни з лівої колонки з їх змістом з правої колонки.
	Channel of distribution  
	the combination of four P's

	Charge  
	please

	Marketing mix  
	the path goods take when moving from

	manufacturer 
	to customer

	Option  
	choice

	Satisfy  
	set at a price

	Wholesaler  
	one who sells in small amounts to customers

	Retailer  
	rival

	Competitor  
	one who sells in large amounts to retailers



Ex.4. Напишіть іменники, похідні від дієслів. 
1.Compete; 2. Price ; 3. Place ; 4. Promote; 5. Advertise; 6. Determine ; 7. Facilitate 8. Develop. 

До похідних відносяться іменники, що мають у своєму складі суфікси або префікси. Найпоширенішими суфіксами є:
-ant (-ent): assistant – асистент, student – студент
-dom: freedom – свобода, wisdom – мудрість
-er (-or, -ar): worker – працівник, actor – актор
-hood: childhood – дитинство
-ion (-ation): connection – зв’язок, examination – перевірка,
-ity: activity – діяльність, sincerity – щирість
-ment: government – уряд, agreement - згода
-ness: darkness - темрява, kindness - доброта
-ship: friendship - дружба


Ex.5. 1. Following is a list of statements regarding features of ‘marketing’ and ‘selling’. Identify the features of marketing by mentioning ‘M’ and of selling by mentioning ‘S’ in box given against each. (a) It starts after the production process is over . (b) All activities revolve around the product that has been produced. (c) Customer is the central point. (d) Satisfaction of the customer is the main focus. (e) Target is to achieve shot-term gain. (f) It is an integrated approach to achieve long-term goals. 

Ex.6. Translate into English.
 Рекламна компанія; цільовий ринок; розміщення; ціновий лідер; Рекламна компанія; роздрібний торговець; просування товару / послуги; ціноутворення. 

1. Маркетинг пов'язаний із рухом товарів і послуг від виробника до споживача. 2. Мета маркетингу – задовольнити клієнта і виконати завдання своєї фірми. 3. Чотири елементи – товар, ціна, розміщення та промоушн становлять основу маркетингу. 4. Вибір цільового ринку й маркетингової стратегії важливий на першому етапі. 5. Фірма може встановлювати ціни на рівні, нижчому та вищому від середнього рівня цін на ринку. 6. Звичайний канал збуту включає рух товару від виробника до оптовика, далі до роздрібного торговця і, нарешті, до споживача. 7. Процес передачі інформації від продавця до покупця називається промоушн. 8. Розрізняють платну й безкоштовну рекламу. 9. Обидві складові маркетингу – покупець і продавець – мають бути задоволені. 10. У ході маркетингових операцій створюється прибуток.





