ЗАВДАННЯ ДО ТЕКСТІВ
1. Виконати переклад  текстів (автоматичний переклад відредагувати).
1. Навести 10 прикладів способів перекладу термінів, які було використано

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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