Wholesaling

Active Vocabulary

(Learn the words)

Wholesaling — [ houlseilin] 1. ontosa
toprisis by wholesale - ontom;
ryprom 2. 1) ontoBui, rypTroBUi
Channels of distribution - [tfa’anlz‘] -
KaHaJIn PO3MOBCIOIKEHHS

Indirect channels — nenpsma,
OIOCEePe/IKOBaHA CUCTEMA

A direct channel — npsima cucrema
Chain movement — pyx 10

00 €/IHaHHS

To account — BH3HABATH, BBAXKATH 34
Wholesaling middlemen — ryprosuii
1ocepeIHMK

Merchant wholesalers — ryprosuii
CKYITHHK

Agent middlemen — nocepeanuk Mix
BUPOOHHKOM 1 MOKYIILIEM

To negotiate purchases or sales —
BECTH IEPEroBOPHU 3 MPHBOLY KYITIBII
4P [IPOJAKY

To deal — 1) Toprysatu (4umch - in) 2)
CHUIKYBATHCS, MaTH cripasy (3 - with)
3) BECTH CIpaBy; PO3rJIsAaTH NUTAHHA
(with)

To take possession — BoJIO/1iTH

To earn salary — 3apo0isTH nIaTHIO
To receive commissions —
OTPUMYBATH KOMICIHHI

A percentage — NpoLeHT

The value — wuinnicTh

Wholesaler — ryproeuk

Simplify - cnpoutysartu

Average — cepe/Hlii

To stock — nocrauarn

To handle - 1. xepyBartu 2. Toprysatu
Item — no3uuis, NyHKT, pi4

To reduce - 1) 3menwysaru,
3HHIKYBATH; CKOPOUYYBATH,
nocaadioBaTu

Task I. Read and translate the text

Wholesaling

Wholesaling is a part of marketing system. It provides channels of distribution,
direct and indirect, which help to bring goods to the market. Indirect channels are
generally used to market manufactured consumer goods. It could be from the
manufacturer to the wholesaler, from the retailer to the consumer or through more
complicated channels. A direct channel moves goods from the manufacturer or
producer to the consumer.

Wholesaling is often a field of small business, but there is a growing chain
movement in the western countries. About a quarter of wholesaling units account for
the one-third of total sales.

Two-thirds of the wholesaling middlemen are merchant wholesalers who take
title to the goods they deal in. there are also agent middlemen who negotiate
purchases or sales or both. They don’t take title to the goods they deal in. sometimes
they take possession though. These agents don’t earn salaries. They receive
commissions. This is a percentage of the value of the goods they sell.

Wholesalers simplify the process of distribution. For example, the average
supermarket stocks 5000 items in groceries alone, a retail druggist can have more
than 6000 items. As a wholesaler handles a large assortment of items from numerous
manufacturers he reduces the problem of both manufacturer and retailer. The store
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keeper does not have to deal directly with thousands of different people. He usually
has a well-stocked store and deals with only a few wholesalers.

Task 2. Fill the gaps in the following sentences with the words from
the box:

Before, buying, client, individual,
product, wants, weaknesses

If you want to be both a successful negotiator and salesperson, you should:

1) Know your and its main features.

2) Know the strengths and of competing products.

3) Find out who makes the decisions in your client's firm.
4) Plan each sales interview it takes place.
5) Match what you're selling to each client's and needs.
6) Listen to what your tells you.

7) Remember that each client is an not a number.

Task 3. Watch the video and give the correct answer to the questions
below

CLICK HERE

1. What is the best explanation of a wholesale intermediary?
a. A business that buys directly from a manufacturer.
b. Any wholesaler that sells directly to consumers.

c. A business that buys products or services from a manufacturer and sells
them to consumers.

d. A business that facilitates the distribution of products and services from

manufacturers to retailers.
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2. Which one of the following is the best explanation of a merchant
intermediary?

a. A retailer that buys products directly from the wholesaler.
b. A wholesaler that sells to merchants.
¢. A wholesaler that distributes to businesses.

d. A wholesaler that buys products, takes the legal title, and then sells to
retailers.

3. Which is the BEST explanation of a functional intermediary?
a. A wholesaler that buys from wholesalers and sells to other wholesalers.
b. A wholesaler that sells only to businesses.

c. A wholesaler that sells raw materials and components to producers.

o

A wholesaler who serves as a broker or agent to facilitate exchanges
between producers and retailers.

uoLIVEWORKSHEETS



