JTa 4yacTb paﬁOTbl BblJIOXKEHA B O3HAaKOMUTEJIbHbLIX LUeJisax. Ecsnn Bbl xoTUTE rnoJsliy4nThb pa60Ty MOJIHOCTbHK, TO
npmnobpeTnTe ee BOCro/1b30BaBLUNCL (POPMOV 3aKa3a Ha CTpaHULE C roTOBOV paboToui:
https://stuservis.ru/kontrolnaya-rabota/401931

Tun paboTtbl: KoHTpobHasa paboTa
MpepmMmeT: AHIINIACKNIA

Grammar: the Gerund

Comprehention

Grammar Revision

The Gerund

Cross-Cultural Differences in Business Ethics: A Case of Misunderstanding

Grammar: the Gerund.

At school we were taught that ethics are based on principles all men are created equal. The Golden Rule is «Do unto
others as you would have them do unto you». So, one should follow certain rules:

* be honest;

« don't intentionally harm others;

« treat all equally;

* do not use people as a means to an end without their consent;

¢ compensate victims if you have caused harm;

¢ disclose information to others if they reasonably need it to make a decision.

Act in 3 ways:

* with good intent;

* with consistency;

* in a way that we would wish all other people to act.

What about business ethics? Is it an oxymoron? Like praying and research, they are thought to be a good thing, but
people aren’t quite sure what is involved. There are different ethical positions. Each is based on ethical principles,
just different ones. The conclusions derived from different principles are seriously different.

So what about sales ethics? Will Caveat emptor suffice as an ethical principle? Is it workable or wise from a business
perspective? Probably not. Selling organizations live in a risk environment. They have to understand or make
decisions about short-term and long-term risk. Countries, corporations and regulators often favour legalistic rule-
following approach. But this often undermines the very essence of the whole enterprise, namely doing the difficult
thinking for oneself. Ethical dilemmas are just that - dilemmas. Sales ethics involve resolving deeply conflicting
issues and looking after the interests of different stakeholders. In sales these can be the customers, sales staff,
suppliers, the after sales support staff and management. So what to do? Ethics are about applying principles or
fairness, integrity and justice to everyday selling situations. They are the stuff of the moral maze.

Point 1. Ethical decisions are not simple. All parties have rights, but also duties - to tell the truth with no errors or
omission or commission. Principles and guidelines need to be articulated in full. So ethics are difficult. For the
dogmatic, deductive thinker, BE have to be boiled down to rules and regulations. You reduce, but never eliminate
sales scandals by spending time on BE in training. Sales courses pay scant attention to BE, believing it to be a sort
of fancy «add on» to teaching all that stuff about «closing the deal.» What are the consequences of a short-term,
caveat emptor, sort-of-follow-the regulations approach? The answer is probably a flourishing website dedicated to
exposing the organization.

And the consequences of enjoying a reputation for fairness and integrity? Customer loyalty which drives
profitability. And sales ethics don’t have to be unethical! You can have highly successful sales people with an
ethical sense and moral compass. Some would argue it’s the only way to have a long term career in sales. Perhaps
that, in part explains the amazing attrition rate in sales staff. Ever thought BE plays a part in staff retention. Worth
testing?

MepeBof: B wWKose Hac y4nam, 4To 3TUKa OCHOBaHa Ha NMPUHLMMAX, COrlaCHO KOTOPbLIM BCE II0AN POXXOEHbI C
paBHbIMM NpaBaMu. 30/10TOE NPaBUJIO rnacuT: «lMocTynan ¢ APYrMMmn Tak, Kak Tbl XoTen 6bl, 4Tobbl NoCTynNanm ¢
TO60M». 3HA4YMT, HY>KHO ClefoBaTb onpeAesieHHbIM NpaBuIaMm:

- BbITb YeCTHbIM;

- He MPUYNHATL HAMEepPEeHHOro Bpeaa opyrum;

- OTHOCMTbLCS KO BCEM OANHAKOBO;
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- He UCnoJsib30BaTb JII0AEN KakK CpeaCTBO AOCTUXKeHUA Lenn 6e3 nx cornacus;

- BbIMJIa4MBaTb KOMMEHCALINIO XXepTBaM, €C/IN Bbl MPUHMHUAN UM Bpen;

- packpbiBaTb MH(OPMaLVIO APYrUM OASM, €C/IN OHa Pa3yMHO HeobxoAnMa UM A5 NPUHATUSA PeLLeHUS.
OencTtBynte Tpemsa cnocobamu:

- ¢ pobpbIMN HaMepeHUsIMU;

- C NOCNIe0BaTENbHOCThIO;

- TaK, Kak Mbl xoTesin 6bl, 4TOObI NOCTYNanan BCe oCTalslbHbIE NIOAN.

3Ta yacTb paboTbl BbiJIOXEHA B 03HAKOMUTE/bHbIX Lensx. Ecaiv Bbl XoTUTe MoayuYnTb paboTy MoJHOCTbIO, TO
npmnobpeTnTe ee BoCrosib30BaBLLUNCL (POPMOV 3aKa3a Ha CTPaHULE C rOTOBOV paboToui:
https://stuservis.ru/kontrolnaya-rabota/401931
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