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Ilpunooicenue 4

K OCHOBHOU NpogheccuonanbHoll 06pazo8amenbHoll npocpamme
no nanpasienuro noocomosxu 38.03.01. Jxkonomuka
HanpagieHHocmy (npoguisv) <Muposast SIKOHOMUKA»

Pabouast mporpamma nucuuIInHbl «JlemoBas KOMMYHHKAIUs HAa AHTJIIHICKOM SI3bIKE
(mpoBUHYTHI ypoBeHb |)» BXOAUT B COCTaB OCHOBHOM 00Opa3oBaTeNbHOW IMPOrPaMMBI
BBICHIETO0 O0pa3oBaHMsl MO HampaBieHHIO NoArotoBku 38.03.01. DOkxoHOMHKa, TPOPHIL
«MwupoBast 5KOHOMHUKa» | MpeHA3HAueHa IJIs1 00ydJarommXxcs 1o o9Hoi Gpopme o0ydenus 2018,
2019, 2020 romoB Habopa; 0OYHO-3a09HOM U 3a04HOU hopmam oOyuenus 2017, 2018, 2019, 2020

roJioB Habopa.

Cenenus 00 akryanusamuu PT1J]

Ha y4eGnbrit

CocraB akTyaJiM3aiuu

VYT1BepxkaeHa YUeHbIM

obecrnieueHus

e [lepeyeHb OCHOBHOM M JIOMOJTHUTEILHOU
y4eOHON JTUTEPATYPHI

e [lepeuens mpodeccHoHANBHBIX 0a3 TaHHBIX U
WH(OPMAIIMOHHBIX CIIPABOYHBIX CHCTEM.

e OneHouyHble MaTEpUaIbI

rof COBETOM
2021-2022 e [lepeyenn TMLEH3HOHHOIO IPOrPAMMHOTO I[Tporokon Yuénoro
o0ecrieyeHus coBeTa
e [lepeueHb OCHOBHOM U JOMOJIHUTEIBHON o1 08.07.2021 r., Ne
y4eOHOMN JTUTEPATYPHI 12
e [lepeuens mpodeccHoHANBHBIX 0a3 TaHHBIX U
UH(POPMALIMOHHBIX CIIPABOYHBIX CHCTEM.
e OneHouyHble MaTEpUaIbI
2022-2023 o [lepeycHb TUIIEH3MOHHOTO POrPAMMHOTO [Tporokon Yuénoro
o0ecrieueHus Cosera ot 26.01.2022
e [lepeyeHb OCHOBHOM U JOTOJIHUTEIBLHON r., Ne6
y4eOHON JTUTEPATYPHI
e [lepeuens mpodeccHoHANBHBIX 0a3 TaHHBIX U
UH(POPMALIMOHHBIX CIIPABOYHBIX CHCTEM.
e OneHouyHble MaTEpUabl
2023-2024 o [lepeyeHb TUIIEH3MOHHOTO IPOIPAMMHOTO [Tporokon Yuénoro

Coseta ot 27.04.2023
r., Ne9

© HMHCTUTYT MEXTyHApOAHBIX S)KOHOMUYECKHX CBs3el, 2023.
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1. Heanb u 3aaaum JUCHUTLTHHBI (MOTYJIA)

Heas aucuumuimHbl «/lenoBas KOMMYHUKAIUS Ha aHTJIMACKOM S3BIKE (TIPOIABHHYTHIN
ypoBeHb |l)» - mpuoOpereHne cTyAeHTaMH KOMMYHHKAaTHBHBIX HABBIKOB, YPOBEHb KOTOPBIX
JOCTaTO4EH Ui PpEIICHUS COLUAIbHO-KOMMYHUKATHUBHBIX 33724 B Pa3IMYHBIX O0JIACTSIX
poeCCHOHANBHBIX Cep NEATETBHOCTH U B IIEIIX CaMO0OOpa30BaHUsI.

3agauu AUCHMILINHBI:
— JIOCTIDKEHHE HEOOXOAMMOIO YPOBHSI JIMHTBUCTUYECKHMX HABBIKOB — M3y4Y€HHE U
HCIIOJIb30BAHUC JICKCUYCCKUX U I'PAMMATUYCCKUX CAWHUIL B O6’béMe, KOTOpBIﬁ HCOGXOI[I/IM JJIA
TBOPYECKOH J1eATENbHOCTH B PO eCCHOHATIBHBIX cpepax U CUTYaLUAX;
— pa3BUTHE JAMCKYPCHUBHBIX HABBIKOB - YMEHHSI TIOCTPOEHHUS LEJOCTHBIX, JIOTHYHBIX
BBICKA3bIBaHUN (JMCKYPCOB) pPa3HbIX (DYHKIIMOHAIBHBIX CTHJIEH B YCTHOHM M MHChbMEHHOMN
KOMMYHHKAIUU Ha OCHOBC IIOHUMAaHUuA Pa3JINIHBIX BUI0OB HpO(i)CCCHOHEUIBHO-
OPUEHTUPOBAHHBIX TEKCTOB MPH YTEHUH U ayIUPOBAHUH;
— pa3BUTHE NPAKTHUKU HCIIOJIB30BAHUS AHTIUICKOTO s3bIKa MJI PEUIeHHs CHEeIHalIbHbIX
npodeccHOHANIBHBIX 3a7a4 (MoA0op JUTepaTypbl, YTEHHE COOTBETCTBYIOIIUX HCTOYHHKOB,
MIPOCMOTP MPOTPAMM 0 HHTEPECYIOMICH CTyIeHTa TPOOIeMaTHKE);
— 3aKpeIUIeHHE CTpPaTerHYeckoro HaBblKa — HaBblKa HCIHOJB30BaTh BepOaJbHbIE U
HeBep6aﬂbHBIe CTpaTCrun Jid KOMIICHCAllun HpOGGHOB, CBsI3aHHBIX C HEAOCTAaTOYHBIM
BJIQJICHUEM SI3BIKOM;
— Ppa3BUTHE KOTHUTUBHBIX U UCCIIEI0BATEIbCKUX YMEHHUI;
— pacuiMpeHue Kpyrozopa U TMOBBIIIEHHE OO0IIed KyJIbTYphl: H3yY€HHE KYJIbTYpPHBIX
0c00EHHOCTEH, HPaBOB, OOBIYAEB CTPAH U3YYaEMOT0 S3bIKA, STHKH, BOCIIUTAHUE TOJIEPAHTHOCTH
U YBa)KEHUS K JyXOBHBIM IIEHHOCTSIM Pa3HBIX CTPaH U HapOJIOB;
— (¢opMupOBaHHE TOTOBHOCTH HAJAXXUBATh MEKKYJIbTYPHbIE U BHEITHEOKOHOMUYECKHE CBSI3H,
NpPEICTaBIATh CBOIO CTpPaHy Ha MEXKIYHApOIHBIX CEMUHapaxX, KOH(EpeHIHsIX, padodymnx
BCTpeUax, y4acTBOBaTh B MPE3CHTALINSAX;
— Ppa3BUTHE YMEHHS HaXOJUTh PEIICHUS B OBICTPO MEHSIOIIUXCS YCIOBUSAX MEXIYHAPOIHOTO
OusHeca.

2. IlepeyeHb MJIAHUPYEMBIX Pe3yJbTATOB 00Y4YeHHsI 0 U CHUILINHE (MOAYJII0),
COOTHECEHHBIX C MVIAHUPYEMbIMH Pe3yJIbTATAMHU 0CBOeHHMS 00pa3oBaTeIbHOI

MPOrpaMMblI
Kon
IInanupyemsle pe3yabTaTbl 00y4eHHA
koMmmnereH| CopaepkaHue KOMIETCHIIUH
10 JUCLMIIJIMHE
M
1
CIIOCOOHOCTH K KOMMY- 3uath ([])* — rpammaTHyeckue npaBuia, GOpPMBI 1
HUKAIK B YCTHOU U KOHCTPYKIINH, aHIJI0S3bIYHbIE peueBble
OK-4 NUCHMEHHON (hopMax Ha CTPYKTYpbl M JEIOBYKD  TEPMHHOJOTHUIO,
PYCCKOM U MHOCTPAHHOM SI3bl- | HEOOXOAUMBIE s OCYILIECTBIICHUSI
Kax JJIs peleHus 3aaa4 poheCCHOHATILHOTO OOIIEHUS
MEXKIIMYHOCTHOTO U Ymers (/) — JOru4yHO, apryMeHTHPOBAHO U
MEXKYJIbTYPHOTO KOPPEKTHO MOATOTOBUTH YCTHBIE M IUCHbMEHHBIE
B3aUMOJICHCTBHUS BBICKA3bIBaHUSI Ha HHOCTPAHHOM  f3BIKE
npodeccHoHATEHOM OOIIEHUH
Bnanmets (/1) — HaBBIKAMH UCIIOIB30BaHUS
MOHOJIOTMYECKOU U TUAJIOTUYECKON YCTHOU U
IIUCbMEHHOM peUuy B CUTYaLUSIX
poecCHOHATEHOTO B3aUMOICHCTBHUS

1 (1) - B ckoOKax ykazaH >Tan GOPMUPOBAHMS KOMIIETEHLIMU M3 TabaUIb! B 11.7.2. (3/1€Ch U Jalee B TabauIax)



Kon

IlnanupyemMblie pe3yabTaTbl 00y4eHUs

kommneteH| CoaepikaHue KOMIETEHIIUH
Mo JUCHUNJIHHE

U
3nHath (/1) — MeTonbl cOopa M aHATM3a TaHHBIX U3
CIIOCOOHOCTB, UCTIONB3YS OTCYECTBCHHBIX U 3apyOEKHBIX HCTOYHUKOB

OTEYECTBCHHBIC U uHdopManuu

3apyOeKHbIe UCTOUYHUKH Ymers ([I) — coOparb W mNpoaHATU3UPOBATH
nHpopmanuu, cobpath JTaHHBIC JUISI TIOATOTOBKM HWH(OPMAIMOHHOTO
K-7 HEO0OXOUMBIC JTaHHBIE JIOKJIana W\WJIM aHAJIUTHYECKOro OT4eTa Ha

MPOAHATU3UPOBATH UX U
HOJATrOTOBUTH MH(OpMa-
UOHHBIN 0030 U/Mn
aHATUTHYECKUI OTYET

HHOCTPAaHHOM S3BIKE

Bnamers (JI) -HaBblkaMH U pa3IUYHBIMHU
coco0aMyd  TOJATOTOBKHM  MH(OPMAIMOHHBIX
0030pOB  W/WJIM aHATUTUYECKHX OTYETOB Ha
AHTJIMHICKOM SI3BIKE

3. MecTo JUCUMIIIMHBI (MOXYJIs]) B CTPYKTYpe 00pa30oBaTeibHOI MPOrpaMMbl

BbICIIEr0 00pa30BaHUA

VYyebnas qucrurinHa «JlemoBass KOMMYHHUKAIAS HA aHTJIMMCKOM SI3bIKE (TIPOABUHYTHINA
ypoBeHb |1)» BXOIUT B (aKyJIbTaTUBHYIO YacTh Y4€OHOTO TUIaHa 10 HAIPABJICHUIO TIOITOTOBKU

38.03.01 Dxonomuka, mpodmib « MUpOBasi SIKOHOMHUKAY.

SI3bIKH NpenogaBaHus: PYCCKH, AHTJIMHCKHUM.

4. O0beM TUCHUILIHHBI (MOYJISAA) B 3a4€THBIX €IHHUIAX ¢ YKA3aHUEM KOJIN4YeCTBA
aKaJleMHYeCKHX YaCOB, BbII€JIEHHBIX HA KOHTAKTHYI0 padoTy 00y4alomuxcs ¢
npenojgasaresieM (Mo BUAAM y4eOHbIX 3aHATHI) M HA CAMOCTOSITEJIbHYIO PadoTy

00yYarImuXxcs

OO6mas TpyA0EMKOCTh JUCIIUIUIMHBI COCTABIISIET 2 3a4€THBIE AMHUITBI, BCETro — 72 Jaca.

Bcero uacos

Bu yueonoii padorsr oudHas Gopma O04YHO-3a04Has ¢popma | 3ao4Has popma
o0yUeHHS o0yUeHHS o0yueHHs

KonTakTHas padorta 28 8 8
npenojaanBaresieM (Bcero)
B ToMm uncre:
3aHsATHs IEKIHOHHOTO TUIIA - -
CemuHapsbI 28 8 6
Koncynpramuu 2
CamocrosiTeibHass pabora 44 60 60
(Bcero)
KonTtpoJs 4
@PopMa KOHTPOJIA 3auer 3auer 3auet
Oo0mas TpyA0éMKOCTb 72 72 72




5. Conepxxanue IMCHUNIMHBI (MOAYJIs1), CTPYKTYPUPOBAHHOE 10 TeMaM
(pa3zaesaM) ¢ yKa3aHHEM OTBEIEHHOI0 HA HUX KOJIMYECTBA AaKaJeMUYeCKHX YaCOB U

BH/IOB Y4eOHbIX 3aHATHI

Coaepikanue TUCHUILUINHBI, CTPYKTYPHPOBaHHOE 110 TeMaM (pa3aejam)

HaunmeHnoBanue Tem
(pa3nesioB)

Conep:xanue Tem (pa3aesioB)

Marketing
MapkeTuHr

Jlexcuka: TepMUHBI B 00J1aCTH MAapKETHUHTA, MCCIICAOBAHMS PhIHKA,
1[eJIeBbI€ PBIHKH, CETMEHTAIUS PhIHKA

Urenue: Steps of a Marketing Strategy

I'pammaruka: CriocoObl  BeIpaKeHUsS ~ Oyayimiero, BpeMeHa
aKTUBHOTO ¥ IMACCUBHOTO 3aJ10Ta — IIOBTOPEHHUE.

YcrHas pedb (MOTUIOrHIecKas):

- o0cyxknenue 4 I1 mapkeTunra

YcTHas pedb (MOHOJIOTHYECKAs ):

- AOKJIaZA O METOJAaX UCCIICAOBAHUSA PbIHKA

[TuceMenHas peys:

- keiic KFC

Promotion
[Iponsuxenue Operma Ha
PBIHKE

Jlexcuka: TepMHHBI B 0O0JACTH MapKeTHMHTa M PEKJIaMbl, BHIbI
peKIambl

Yrenne: Uses of Advertising, Promotion, Promotional Mix
I'pammaTuka: CiocoObl  BBIpaKeHUs ~ OyIyIiero, BpeMeHa
aKTUBHOTO U MMACCUBHOTO 3aJ10Ta — [IOBTOPEHHUE.

YcrHas pedb (MOTUIOrHIecKas):

- o0cykaeHre GyHKIUN peKIambl

VYcTHas pedb (MOHOJIOTHYECKAs ):

- TOKJIaJl Ha TeMYy BBIOPAHHOTO BUJA PEKIAMBbI

[TuceMenHas peus:

- keric Danger Zone

Management
MeHemKMEeHT

Jlexcuka: TCPMUHBLI B 06.HaCTI/I MCHCIPKMCHTA, CTUJIN YIIPABJICHUA,
THUIIbI MEHEHKEPOB

UYrenue:The big three management styles, What makes a great
manager

I'pammaruka: THQUHUTHB U €r0 KOHCTPYKIUH.

YcrHas pedb (MOTMIOrHIecKas):

'O6C}’)KI[€HI/I€ TUIIOB YIPABJICHICB U UX KA4YCCTB

YcTHas pedb (MOHOJIOTHYECKAs ):

-OIMCAHUE CTUIIEH YIIPABJICHUS

[TucemenHnas peus: - keiic Stew Leonard’s Dairy Store

Stock Market and
Investing
®donoBas Oupxa u
MHBCCTUIINN

Jlexcuka: TOproBiis Ha pbHIHKE IIEHHBIX Oymar, BHABI aKIuii,
obneraruu, IPO, muknnueckue akiuu, mokasatenud (GOHIOBOTO
pBIHKA, YTEHUE KOTHUPOBOK, MUPOBbIE OUpPKH, (OHJ B3aHMMHBIX
WHBECTHUINH, TUTIBI UTHBECTOPOB

Urenue:

I'pammaruka: BpeMeHa akTUBHOIO 3aJIora.

YcrHas peusb (MOTUIOrHIecKas):

-o0cyxaenue cinoxHocrei IPO

YcTHas pedb (MOHOJIOTHYECKAs ):

- JIOKJIa/Ibl O KPYIHBIX (DOHOBBIX OMpIKax

[TrceMeHHas peyb:

6




- kedic Investing into Stock

International Trade
BuenHss Toprosius

Jlekcuka: TepMUHBI B O0JIACTM BHELIHEW TOPrOBIH, BHELIHHE
PBIHKH, CTEPEOTHUIIBI u KYJIbTypHBIE 0COOEHHOCTH,
MEXIYyHApOAHbIE HKOHOMHUYECKHME COIO3bl M OpraHu3alui,
CaHKIIMM U OTPAHUYEHHUS

UYrenue:Entering a foreign market, Barko of Belgium, Pinball
Wizard learns from mistakes

I'pammatruka: MoganbHbI€ rIaroJibl, OTTEHKH MOAAIBHOCTH
YcrHas pedb (MOTUIOrHIecKas):

- 00Cy>KIeHHEe CAaHKIIUH BHEIIHEH TOProBIH

YcTHas pedb (MOHOJIOTHYECKas ):

-nokian o BTO

[TuceMenHas peus:

- acce EBponeiicknii Coro3




CTpyKTypa JUCHUIIMHBI
Ounas popma o0yueHus (B yacax)

Ne | HammenoBaHue TeM (Pa3/iesioB) 3215::.':::KTH3” padora CPC Beero
1/ JUCIUILINHBI HEKUMORHOT0 THIA CemMuHapbl
1 | MapkeTunr - 4 8 12
2 | IIponBmxkenune OpeHa Ha phIHKE - 6 9 15
3 | MeHemKMeHT - 6 9 15
4 | ®ongoBas OMpKka 1 MHBECTUIIMH - 6 9 15
5 | Buemssist Toprosis - 6 9 15
KoHTpoJb: - - - -
Hroro: - 28 44 72
OuHo-3204Has popma o0yueHus (B yacax)
Ne | HammenoBanue TeM (Pa3/iesioB) 35{(;}:;:1@}13;{ padora CPC Beero
/1 AU CIUTIINHBI HEKUMORHOT0 THIA CemMHHAPBI
1 | MapkeTunr - 1 12 13
2 | llpoaBmkeHune OpeHaa Ha phIHKE - 1 13 14
3 | MeHnemKkMeHT - 2 13 15
4 | ®ongoBasi OUpka U MHBECTHIINH - 2 13 15
5 | BHemmnsis Toprosiis - 2 13 15
KonTpoJis: - - - -
Hroro: - 8 64 72
3aouHas popma o0yueHnus (B yacax)
Ne | HammenoBanue TeM (Pas/iesioB) 3215::.':::KTH3” padora CPC Beero
n/m JUCIUILINHBI HCKUMORHOr0 THIA CemMuHapbl
1 | MapkeTunr - 1 12 13
2 | llpoaBmkeHune OpeHaa Ha phIHKE - 1 12 13
3 | MeHnemKkMeHT - 1 12 13
4 | ®ongoBasi OUpka U MHBECTHIINH - 1 12 13
5 | Baemsss Toprosiist - 2 12 14
Koncyapranum: - - 2
KoHTpoJb: - - - 4
Hroro: - 6 60 72

6. IlepeyeHb yueOHO-METOAMYECKOT0 00eceYeHu sl JIsi CAMOCTOSITeIbHOH PadoThl
00y4YaruuXxcs Mo JUCHUILINHE (MOIYJIIO)

CaMocrosTenbHas pa60Ta SABJISACTCA OJHHMM U3 OCHOBHBIX BH/IOB y‘IeGHOI\/'I JACATCIIbHOCTH,

COCTaBHOM 4YacThIO0 yueOHOTO IMpoliecca U UMEET CBOEH Leblo: TITyOOKoe YCBOGHHE MaTepuaia
AUCHUIINIMHBI, COBCPHICHCTBOBAHUC U 3aKPCIIJICHUC HABBIKOB CaMOCTOSITEIILHOU paGOTbI C
JUTEpPATypoil, PEKOMEHJIOBAHHOW TMpernojaBaTeieM, YMEHUE HaWTH HYXHBIA Marepuan |
CaMOCTOATCIIBHO €ro HUCIIOJIBb30BAaTh, BOCIIMTAHHUE BBICOKOU TBOp‘IeCKOI\/'I AKTUBHOCTH,
WHUIMATUBBI, TMPHUBBIYKA K TOCTOSHHOMY COBEpPLICHCTBOBAHMIO CBOMX 3HAHHMH, K
LEJICYCTPEMIIEHHOMY HAyYHOMY IIOHUCKY.

Kontponbs camoctosiTensHON pabOThI, SBISETCS Ba)XXHOW COCTaBISAIONICH TEKYIIETO
KOHTPOJIA YCIICBACMOCTH, OCYILICCTBIIACTCSA MPCIIOAaBaTCICM BO BPEMS ITPAKTUYCCKUX 3aHSTUU U
oOecrieunBaeT OIlEeHUBaHHUE X0J1a OCBOSCHUS N3y4aeMOil TUCIUTUIHHBI.
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Bo3MoskHbBIE TEMBI IPE3EHTALMIA:
1. The greatest success of entering a foreign market
2. The greatest success on a domestic market
3. Keys to successful management (based on an example of a certain company)
4. Ways to win customers
5. Internet advertising and buzz marketing
6. Peculiarities of Public Relations
7. Ethics in Business
8. Entrepreneurial Skills
9. Headhunting: what does it take?
10. Tips to be successful at job interviews
11. What makes a great manager
12. Cultural stereotypes in business: Russia (any country)
13. Efficient ways to motivate staff
14. Effective methods of market research
15. Product life cycle
16.  The marketing strategy of a company (the 4P’s)
17.  The promotional strategy of a company (promotional tools)
18.  The greatest flop on a domestic market
19.  The greatest flop on a foreign market

TpeOoBaHMsl K NPe3eHTALMH:

1. 9-15 cnaiinos B PowerPoint
2. Ilnan mpe3eHTauu:

v Berymienue (moyeMy BHIOpaHa JaHHAs TeMa rpe3eHTanmu) (2 ciaiina)

v" OCHOBHasl 4acCTh

v’ 3akmouenue (BbIBOIBI) (2 cinaiiia)
3. Cnukep nmpe3eHTyeT CBOIO TeMy (OTpaHUYEHHUE TI0 BpEMEHH — 5-7 MUHYT) U OTBEYAET Ha

BOTIPOCHI yUACTHUKOB Ha aHTJIMICKOM SI3BIKE.

PexoMeHnganmnu mo noaAroToBKe K Mpe3eHTanun

JTanbl padoThl HAJl Pe3eHTal el

- [IpenBapuTenbHas MOCTAaHOBKA MPOOIEMBI HIIA BEIOOP TEMBI.

- BriaBmkeHue u 00Cy>KIeHHe TUI0TEe3 PEeIIeHUs OCHOBHOM MPoOieMbl,
UCCJIEIOBAaHNE KOTOPHIX MOKET CIIOCOOCTBOBATH €€ PEIICHUIO B paMKaX HAMEUEHHOW TEeMaTUKU;

[Touck u cOop MaTepuana sl pelieHus MPoOIeMbl U PACKPBITUS TEMBI;

- OxoHyaTenbHas MOCTAHOBKA MPOOIEMBI WITH BHIOOD TEMBI;

- [Touck pemeHust UM pacKpPhITHE TEMbI HA OCHOBE aHANIM3a U KJIACCU(PUKAIIUU
coOpaHHOTO MaTepHaa,;

- [TpesenTanus u 3amuTa NPOEKTOB, MPEAINoIararomias KoJUIEKTUBHOE 00CyKICHHE.

IIpe3eHTanus J0/5KHA COAEPKATH TAKHE JIEMEHTHI KaK:

- OTJIaBJICHUE;

- 1aTy MOCJEIHEN PEBU3HH;

- nHpopMaIHIo 00 aBTOPAX;

- CITUCOK TIOJIE3HBIX KAYECTBEHHBIX CCHUIOK C MOAPOOHBIM MX OMMMCAHUEM

Pacnpenesnenue camocTosiTe IbHONH padoThI
Cormacao IlonmoxkeHHIO O CaMOCTOATENbHOW (BHEAYJIUTOPHOW) paboTe CTYICHTOB
pacmpenenenue o0ObeMa 4YacoOB CaMOCTOSATENBHOW pabOThl CTyAEHTa 3aBUCHT OT MecCTa
JMCIIUIUIMHBI U €€ 3HAaYMMOCTH B cTpyKType OIL.



Buapl, hbopMbl 1 00BEMBI CaMOCTOSITENHHOW (BHEAYIUTOPHON) pabOThI CTYJICHTOB IPH
U3yYEeHUH KOHKPETHOM y4eOHOH JMCHUIUIMHBI OIpPENENIOTCS COJepKaHueM ydeOHOU
JTUCIUIUIMHBI, CTENEHBI0 IMOATOTOBIEHHOCTU CTYJIEHTOB M YTBEpXkAaloTcs Ha Kadeape, 3a
KOTOpOW 3aKperieHa JaHHasl AUCHUIUIMHA, B BHIE pa3zenia padodell MporpaMMbl JUCIUTLTUHBI
OCHOBHOM 00pa30BaTEILHOM MPOTPAMMBEI.

B cBsi3U ¢ BBIIEH3I0KEHHBIM, IPUHUMAs BO BHUIMAHHE 00BEM JUCIUILTUHBI (MOIYJIs) B
3aYETHBIX EAMHHIIAX C YyKa3aHWEM KOJMYEeCTBAa aKaJeMHYECKMX 4YacoB, BbIIEJICHHBIX Ha
KOHTaKTHYI0 paboTy oOydJammuxcs ¢ TmpemojaBaTeneM (IO BHAAM 3aHATHNA) W Ha
CaMOCTOSITENIbHYIO paboTy oOydYaronuxcsi, a Takke OaJlaHC BpPEMEHHM 110 BUIaM pPalOTHI,

pacnpenenesnme

CaMOCTOSITENIbHOM  (BHEAyIUTOPHOH) pabOThI

MPEJICTABIISICTCS CICAYIONUM 00pa3oM:
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TEMaM  JUCHUIIIIMHBI

O0beM caMOCTOSTEIbHOM
e HaumenoBanme padoThI o popmam
W | TEM (pa3gesioB) | Bua camocrosiTeJibHOM padoThl o0yueHust
JUCHHUIINHBI OYHO-
ouyHas 3a04Has
3a04YHas
MapkeTuHr [ToaroroBka npe3eHTamuii, K
1 ay/IUTOPHBIM 3aHATUSIM, TECTAM, 8 12 12
BBLIIIOJIHEHHE CAMOCTOSATENLHBIX
Y KOHTPOJIBHBIX paboT
[Iponsuxenue [ToaroroBka npe3eHTanuii, K
2 OpeHa Ha ayIUTOPHBIM 3aHATUSIM, TECTAM, 9 13 12
PBIHKE BBIIIOJIHEHHE CAMOCTOSATENLHBIX
Y KOHTPOJIBHBIX paboT
MeHemKMEeHT [ToaroroBka npe3eHTaui, K
3 ay/IUTOPHBIM 3aHATUSIM, TECTAM, 9 13 12
BBLIIOJIHEHHE CAMOCTOSATENLHBIX
Y KOHTPOJIBHBIX paboT
donoBas [ToaroroBka npe3eHTanuii, K
4 Ooupxa u ay/IUTOPHBIM 3aHATUSIM, TECTAM, 9 13 12
WHBECTULIMHI BBLIIIOJIHEHHE CAMOCTOSATENLHBIX
Y KOHTPOJIBHBIX paboT
Buemnsasa [ToaroroBka npe3eHTanuii, K
TOPrOBIIsS ay/IUTOPHBIM 3aHATUSIM, TECTAM,
BBLIIOJIHEHHE CAMOCTOSATENLHBIX
> Y KOHTPOJIbHBIX paboT 9 13 12
uToro 44 64 60

dbopme

1. OHBHO‘IHLIB MaTepHaJbl 1Jd TEKYIIEro KOHTPOJIA YCIIEBA€EMOCTH U MTPOBECACHUSA

MPOMEKYTOYHOM aTTeCTAIMUA O0YYAKOIIMXCS MO AU CHUILINHE (MOYJII0)

7.1.0neH0YHbIe MATEPHAJIBI /1 TEKYIIEr0 KOHTPOJISA YCIeBAEMOCTH
Texymuil KOHTPOJIb YCIIEBAEMOCTH IO IUCUMIUIMHE «VHOCTpaHHBIA A3BIK» IPOBOIAUTCS B

KOHTPOJIbHBIX

MEPEBOJIOB, TECTOB,

JIHAJIOr OB,

IMOATOTOBKH

MpE3EHTALNH,

HHIWBHUAYaJIbHBIX OTBCTOB HAa BOIIPOCHI, YCTHOT'O OITpOCa, MMCbMCHHBIX SaﬂaHI/Iﬁ U T.AO.
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Tema 1: Marketing

1. [IepeBeuTe CISAVIOMME MPEAT0KEHNS, NCIIOIb3YsI aKTHBHBIN CIIOBAPh 10 TEME:

1. Kommnanus ABC pemmia BbITH Ha BBICIINN YPOBEHb PHIHKA U BBIITYCTUTH HOBBIE
TONOBBIE AyXU. UTOOBI yIOBIETBOPUTH HYK/Ibl U JKEJIAHUS IOTpeOUTEeNel U IPUBJIEYb
LIEJIEBYIO ayIUTOPUIO, MAPKETOJIOTH MCCIIE0BAIN PHIHOK U FOTOBBI CO3J1aTh KOHLEIIIUIO
HOBOT0 npoaykra. KoMnaHus npeicTaBuT OPOAYKT HAa PHIHOK B ABIYCTe U coOMpaeTcs
IPOJBUIATh IPOLYKT HA PHIHKE, UCHOJIB3YS «3BE3/1» B PEKIAME.

2. Ham Heo0OXoaMMO MCIOJIb30BaTh CBOE KOHKYPEHTHOE MPEUMYIIECTBO U UCKAaTh HOBBIE
BO3MOXKHOCTH PBIHKA, €CIM MBI XOTHUM YTOOBI Hallla KOMIIAHUS OCTAaBAJIaCh KOMITAaHUEH
Ne2 Ha peIHKE.

3. Eciu xommaHus BbITyCKAaeT HOBBIM OIPOAYKT HA PHIHOK, TO YaIlle BCErO KOMITaHUS
Ha3HA4aeT PhIHOYHYIO IIeHy. Eciy koMmaHus BblITycKaeT TONOBbIM NPOJIYKT, TO OHA
Ha3HayaeT LIEHY BbIIIE PHIHOYHOM.

4. YrtoObl 10CTUYb CBOMX LI€J€H U NPUBJIEYD LIETAEBYIO ayIUTOPUIO, KOMITAaHUS COOMpPAETCs
U3MEHHUTDH KaHAJbI cObITAa MPOIYKIINH.

2. BeiOepuTe IpaBUIBHBIM BADUAHT OTBETA!

1.

What does a business adjust to create a brand image for a product?
e

The marketing mix

e

Price
* Product
2.
What is the most important element of the marketing mix?
© Price
" Product

No single element is the most important
3.
What does the overall marketing mix of a firm determine?

O Marketing strategy
> Marketing objective

-~
4,
Who is protected by consumer protection laws?

Profit from marketing

Businesses and customers

f Just customers

Just businesses

\E;Vhich of the following is NOT an element in the marketing mix?
“ Price

“ Profit

“ Promotion

11



6.
Where are premium products most likely to be sold?

In supermarkets

“ designer stores

I

7.
When is a business most likely to adjust the marketing mix of a product?

{

On market stalls

If costs change

If customer needs change

If management changes
8.
A supermarket's own brand range of products:

© Has its own marketing mix

© Hasno marketing mix

© Hasno promotional mix

9.
How is a business most likely to increase sales of a premium branded product?

C By cutting price

By increasing promotion

By using supermarkets for distribution
10.
What does the overall marketing mix create?

( Customer needs

Business objectives

A unique selling point for a product

3. OTBeTHTE NUCEMEHHO HA CJICAYIOIINEC BOIIPOCHI.

. What is marketing?

. What is marketing mix?

. What should the co do if it wants to introduce a new product to the market?

. What is the importance of the product design?

. What does the product design depend on?

. What is the role of product branding in marketing?

. What must a price reflect?

. What pricing factors should a co taking into account before setting a price?

. What pricing strategies can a co use? (penetration pricing, skimming pricing, competition
pricing). Define each strategy and give an example.

10. What is placement?

11. What is the most common channel of distribution?

12. What is direct distribution? Speak about its advantages and disadvantages.

13. What is indirect distribution? Speak about its advantages and disadvantages.

14. Define the following terms: manufacturer, wholesaler, and retailer.

15. What is promotion?

OO ~NOoO ol WN -
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16. What are the main promotional tools?
17. What are the stages of the product life cycle?
18. Define each stage of the product life cycle.

4. O0BeauTe OYKBBI OTBETOB, KOTOPBIE JIVUIIE BCEX JIOMOJHIIOT MPEUIOKEHNS HIKE:

1. The four main elements of marketing are popularly known as:
a. the movement of goods and services

b. the four P's ¢ the four M's

d. buying, selling, market research, and storage

2. The product element refers to:

a. the four P's

b. testing of a product to insure quality

c the good or service that a company wants to sell
d. getting the product to the customer

3. Most companies price:

a. with the market

b. below the market

¢ beyond the market

d. above the market

4. A common channel of distribution is:

a. wholesaler - retailer - manufacturer - customer
b. manufacturer - retailer - wholesaler - customer
c retailer - manufacturer -wholesaler — customer
d. manufacturer — wholesaler - retailer - customer
5. The two major forms of promotion are:

a. radio and television

b. personal selling and advertising

¢ personal selling and newspapers

d. selling advertisements

Tema 2: Promotion

1. 3anogHKTE HDO6CJII:I Hanboee noAXOoAAIMMHU TCPMUHAMU U3 CIIMCKA.

vital insure retailer prices placement

charge wholesaler price leader take place  channel of distribution

The most common is manufacturer — wholesaler

consumer. Distribution can, however, through slightly modified channels.
For example, products are sometimes sold directly by the or the
manufacturer, rather than by the retailer. Generally, wholesalers

lower than retailers and sell in larger quantities. Together, these channels of
distribution play a role in the element of marketing.

2. OTBETHTE NUCHMEHHO Ha CICAYIONIME BOIMPOCHI:

What are the 4 promotional tools?

What are the advantages and disadvantages of advertising?
What are the advantages and disadvantages of publicity?

What are the advantages and disadvantages of personal sellings?
What are the advantages and disadvantages of sales promotions?
What types of advertising do you know?

13
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7. What are the advantages and disadvantages of different types of advertising?

8. Give examples of sales promotions? When and why should this tool be used?

9. What is publicity? What are the advantages of it?

3. ITpounTaiiTe TEKCT M HAMMIIIUTE €TI0 KPATKOS M3I0KCHHC!
New products flood the market daily. You can’t help but turn on late-night TV and be confronted
by one infomercial after another as you click through the channels.
America’s entrepreneurs are rolling out new ideas and new items.
Millions of dollars are spent yearly developing and launching new products. But did you know
that only one in 10 will prove successful? And even fewer will enjoy a long shelf life.
That’s the cold reality. But you can greatly enhance your chances for business success if your
“new and improved” product shares a series of 10 important qualities.
I’ve helped launch more than 500 products, but I too have suffered a few clunkers along the way.
Here is the proven checklist that I’ve developed during my 30 years as an entrepreneur and
investor.
Ask yourself these 10 questions before going public with your “revolutionary” or “must have”
product or service.
The 10 Questions

1. Does it have unique features? You can’t roll out the “same-old, same-old.” Your
product has got to have a cool new look that’ll make the consumer sit up and take
notice.

2. Does it have mass appeal? In other words, is it something that will sell to the stay-
at-home mother of four as well as the seasoned fisherman?

3. Does it solve a problem? Think of something around the house that’s troublesome
and invent a solution. If your product doesn’t solve a problem, you’ve got a
potential problem — consumers aren’t as likely to buy it.

4. s there a powerful offer with a supportive cost of goods? The time-tested pitch— But
wait, there’s more! — is a proven winner. The key is great value at the right price. In
today’s world, people immediately check the Internet for the same product at a
cheaper price.

5. Can you easily explain how it works? There has to be an easy-to-understand
explanation of how and why your product works. Get your elevator pitch ready. If it
takes a college degree to understand the pitch, it’s too complicated. You only grab
people for a couple of seconds — so you have to tease, please and seize the
consumer.

6. Is there a magical transformation or demo? Before-and-after spots — showing easily
noticeable differences — are powerful marketing tools.

7. s it multifunctional? Think like your competitor. If you come out with a product
that has just one function, your competitor can steal your thunder — and your sales —
with a similar product that offers more functions.

8. Is it credible; are there testimonials? An “actual customer” promo is ten times better
than any *“actor portrayal.” Real people offer real results. But you should also seek
out professional testimonials from industry associations, doctors and other “experts”
in your industry to further build your product’s credibility.

9. Are there proven results? Be prepared to back up your claims with unshakeable
success stories or scientific studies, including third-party clinical studies or reviews
from product-testing labs that support your claims.

10. Can you answer the questions the viewer is thinking? You must be prepared for any
and all questions that could arise over your product. Put yourself in the shoes of
consumers, and think of all the questions they could ask.

If you answered YES to all 10 of these questions, you’ve got yourself a product that’s so solid
you won’t even need a celebrity endorser to make it fly off the shelves.
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A final bit of advice on how you can roll out a product that will quickly become a winner: It
starts with a KISS, as in Keep It Simple, Salesman! Always remember the three-pronged
approach of “Tease, Please and Seize.”

Your product should be intuitive to use and extremely simple to understand. Let’s face it, most
of us are just too lazy to pore over the small print in a thick instructions manual.

Now that you’re ready to churn out the next memorable marketing campaign, make it easy for
people to learn more about your product. This can be done via free trials, downloads, product
videos, and demonstrations.

It can’t hurt to listen to this advice from a very smart man: “Strive not to be a success, but rather
to be of value.” If your product is indeed a value, you’ll have a far better chance of being a
success.

Make sure your product scores big on the “10 Qualities Of A Successful Product” checklist and
there’s a good chance it won’t land on the trash heap like the nine in 10 that fail to catch on with
consumers.

Tema 3: Management

1. OTBEeTHTE NUCHEMEHHO HA CIEAVIOIINE BOMIPOCHL:

1. What is management? Is it an art or a science? An instinct or a set of skills and techniques
that can be taught or is it a mixture of innate qualities and learnable skills?

2. Do you know these business leaders: Jack Welch, Steve Jobs, Carlos Ghosn? What do you
know about them? Which business leaders do you admire for their managerial skills? What
are these skills?

3. What do you think makes a good manager? Which four of the following qualities do you
think are the most important for a manager?

e Being decisive: able to make quick decisions

e Being efficient: doing things quickly, not leaving tasks unfinished, having a tidy desk and

soon

e Being friendly and sociable

e Being able to communicate with people

e Being logical, rational, analytical

e Being able to motivate, inspire and lead people

e Being authoritative: able to give orders

e Being competent: knowing one’s job perfectly, as well as the work of one’s subordinates

e Being persuasive: able to convince people to do things

e Having innovative ideas
Are there any qualities that you think should be added to this list? (being responsible,
diplomatic...)

4. Which of these qualities can be acquired? Which must you be born with?

2. TlonbGepure K BuIpakeHUsIM 13 nepBoro croyiorka (1 — 10) coOTBETCTBYIOLIME OMPENSIIEHUS

(a—j):

1. account manager a. a manager involved with business activities of a

company, especially dealing with customers,

rather than with other activities

2. assistant manager b. a manager who is directly in charge of producing

goods or providing services, and who works most

closely with ordinary employees

3. branch manager c. someone who helps another manager, does their
15




work when they are not there, etc

4. brand manager d. a manager who is in charge of a particular
factory
5. commercial manager e. an investment manager with a group of different

types of investments, who tries to balance

the risks and profits of each in relation to the rest

6. floor manager f. someone who deals with a particular client or

group of clients, especially in a bank

7. fund manager g. someone whose job is to manage a department

or floor in a large store

8. line manager h. someone in charge of a particular branch of
a bank, shop in a chain of shops
9. plant manager i. someone in a company responsible for developing
and selling one particular brand of product
10. portfolio manager J. someone whose job is to manage a particular type

of investment for a financial institution or its clients

Brecute cBOM OTBETHI B TAOIUITY.

[1]2]3]4]5]6]7]8]9]10]

3. IlpounTaiiTe ¥ YCTHO IIEPEBEIUTE HAa PYCCKHUM SI3BIK BeCch TEeKCT. HalininTe B TEKCTE
CJICAVYIOINMEC CJI0BA 1M BEIPAKCHU L. BH@CI/ITQ CBOU OTBCTEI B Ta6JII/II_[VZ

IMPOU3BOJUTCIIb

OBITH OTBETCTBEHHEIM 34
JOJDKHOCTb

BBIITYCKHHK

CTWJIb PYKOBOJACTBA
CaMOCTOATCIIbHOCTD
OTBETCTBEHHOCTb

Pegasus Footwear was an international manufacturer, well known throughout the world for its
product design. Products were designed at company headquarters in the United States, and
Pegasus used an extensive system of contract manufacturing to produce a variety of mostly athletic
shoes sold throughout the world.

Charles Clark, or C.C., was the regional manager in charge of Pegasus operations in Southeast
Asia. Clark, a British citizen, was responsible for manufacturing and marketing in the entire
region. C.C. had been with Pegasus for 10 years and was recently promoted to his present position.
The position was seen as a very important one, since most of the contract manufacturing for
Pegasus occurred in this region of the world. C.C. was a graduate of Oxford University and began
work at corporate headquarters in Los Angeles shortly after receiving his M.B.A. from Stanford.
His management style was often described as visionary; however, some of the local managers felt
that C.C. possessed a somewhat condescending attitude toward employees from less-developed
countries.
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C.C. and his team in Southeast Asia were considered very successful by top management back at
corporate headquarters. As a result, C.C. earned an unusual degree of autonomy for his group.
C.C. oversaw the manufacturing operations in the region (which employed over 1,000 people) and
was primarily responsible for the marketing of products that were manufactured in the region.
Most of the products, however, were sold in the United States and Europe, and responsibility for
marketing in these regions was held by the respective regional managers. All product design was
created in the Los Angeles office.

4. TIpocaymaiite Teker «A University Degree»

Ceuika uis mpociymuBanust: http://www.esl-lab.com/universitydegree/universitydegreerdl.htm

|. BoiOepuTe npaBUIIbHBIH BapuaHT oTBeTa. BHecuTe CBOM OTBETHI B TA0JIHUILY.
1. What will happen if the woman doesn't pay her tuition by the due date?

C A. She'll have to pay a significant late fee.

© B.she'll be required to register again for school.
> C. She'll need to wait a semester to take classes.

2. What is the woman planning to take with her to school from home?

> A. some food

© B.warm clothing

C C. her game system

3. Based on her major, where will she most likely work?
A. at a bank

-~
( B. for a school

C C. in a national park
4. The father suggests a specific major based on the possibility of

A. earning a decent living

“ B traveling to different countries

C C. moving up in the company

5. The man is surprised by the fact that his daughter
-~

A. already has a part-time job at schoo

C B. has earned a scholarship for the first year

© C.isinvolved in a serious relationship

L1 [2 [3 [ 4 [5

5. OTBeThTE MMCHbMEHHO HA CIEAVIOMINE BOIIPOCHI:

1.How do we choose a job?

2.What factors affect our choice?

3.What functions does our job perform in our lives?

4.What are the main stages in a person’s career?

5.What two questions should a young person ask himself before taking a job?
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6.What should a person know before planning a career?

7.When can people explore their abilities?

8.What did you want to be when you were a child?

9.Have you had any part-time jobs?

10.What jobs did you eliminate before making your choice?

11.What are the six categories of people according to their occupational orientation ?
12.Describe each of these categories: personality orientations and the types of jobs.
13.What type of people do you belong to?

14.What are you good at?

15.Did you think about your personality orientations when choosing your profession?
16.What do you want to be?

17.When did you make your choice?

18.Has anybody influenced your choice?

19.Why do you want to become an economist?

20.What qualities must you possess to become an economist?

21.What subjects are you interested in?

22.What are your special interests including hobbies and leisure activities?

23.Where are you going to work after graduating from the Institute?

24.What professions will have good job opportunities in future?

25.Do you want to become self-employed?

26.Do you regard languages as a bonus?

27.In what careers can languages be a tremendous advantage?

28.How can you use English in your future job?

29.«What you do is more important than who you are». Do you agree with these words?

6.3an0JHUTE CAEAYIOINE OPEUI0KEHUS CIOBAMHU U3 TAOJULIBL:

achieved Dboard of directors communicate innovations manageable performance
resources setting supervise

1.Managers have to decide how best to allocate the human, physical and capital .....................
available to them.
2.Managers — logically — have to make sure that the jobs and tasks given to their subordinates are

3.Thereisnopointin....................ceeeev. ... Objectives if you don’t ..o,
them to your staff.
4.Managers have to . ierieereeneeneee ... their subordinates, and to measure, and try to

improve, their ...,

5.Managers have to check whether objectlves and targetsare being ..........ccooiiiiiin e,
6.A top manager whose performance is unsatisfactory can be dismissed by the company S
7.Top managers are responS|bIe forthe ... that will allow a company
to adapt to a changing world.

7. IlepeBenTe TEKCT, HCIOIL3YS CACAYIONINE CIOBOCOUYCTAHUSA U (hpa3bl:

To set objectives, to set short-term goals, some skills are learnable, some abilities are innate, to
have innovative ideas, to have a clear vision of where the company is going to move forward, to
be a good strategist, to formulate clear ambitions, but achievable goals, to communicate objectives
to smb, to attain objectives, to encourage, motivate and inspire, to get the best out of employees,
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to measure the performance, to show recognition, to learn from mistakes, to benefit from mistakes,
to acquire new skills

Uro Takoe xopouiit Menepxkep? OAHM MMONIAraoT, 4YTO XOPOIIMI MEHEKED — 3TO CTPATET, APyTHe
CUHTAIOT, YTO XOPOIINA MEHEIKEp — ITO YEJOBEK, CIOCOOHBIH MBICIUTh KpeaTHBHO (@ creative
thinker with lots of...), umeronuii MHOKeCTBO WHHOBAIIMOHHBIX /€W, TPETHU IYMAIOT, YTO
XOPOILIUM MEHEIKEP — ATO JHUAEP, CNOCOOHBIM BIOXHOBJISITH M BeCcTH 3a codoi. HasepHoe,
XOPOIINK MEHEHKEP 3TO U MBICIUTENb, U JIUJEP, U CTPATeT, U HaCTaBHUK (& mentor). Hexotopeie
HABBIKM MOKHO MPHOOPECTH, HO €CTh KA4eCTBA, ¢ KOTOPbIMHU HYKHO POAUTHCS, YTOOBI CTaTh
XOPOIIMM MEHEPKEPOM. XOpOIIHii MeHeKep xapu3MaTtuueH (charismatic), nuaamuden (driven),
OH B/IOXHOBJISIET, MOTHBHPYET, MOOIIPSIET, OH ONTUMHUCT, OH yBJICUYEH CBoeil paboToii to be
engaged by what he does), on mro6uT sroieit, Tak Kak paboTa MeHeKepa u coctouT B ToM (being
a manager means...) 9ToObl yIPABJISATH JIFOAbMH.

Menemkep onmpeaesieT CTpPaTerui0, CTAaBUT LeJM W 3aJa4d. XOpOILIMM MEHEIKEp Bceraa
CTABUT BBINOJHUMBIE LeJIH M 3a7a4u. MEHeKep Bcerja BUAWT HACTOSIIEe, HO XOPOIIMA
MEHEDKEP, CTaBsl KPATKOCPOUYHbIE IeJTH, BCET/Ia OPUCHTUPOBAH Ha Oy/yIiee, Ha MEPCICKTUBY.
Xopommii MeHeKEp 4eTKO BHIUT, B KAKOM HAMPAaBJIEHHHU IBHKEeTCS] KOMIIAHHA.

MeHekep TOBOTUT LeJIH U 3aa4H 10 CBeJleHHsI MOYHHEHHBIX, XOPOIIUi MEHEKEDP YeTKO
dopmyupys 3agaun, OOBSICHSET, IOYEMY OH CTABUT ITH 3a/1a4H.

MeHnemkep opranusyet pabouuii mporecc, Onpenesisis KaKyr padoTy U KTO U3 MOJAYHHECHHBIX €¢
BBIMOJIHSACT. XOPOIIWH MEHEIKEP He MpOoCcTo pacmpenenser poxau (to assign roles and
responsibilities), Ho 3naer, ko Ha uro crmocobeH (What each employee is capable of). Kro-to
xopoiiro paboraet B aBpaabHOM peskume (t0 work under pressure of deadlines), xro-to xopormo
BoimosiHseT ( t0 be good at...) ananutuyeckyro paboTy. Xopouiuii MEHEKEP BUAUT MOTCHIIUAI
Ka)XJIOTO COTPYTHHKA, U TIOHUMAET, KaKyro pab0Ty OH BBIMTOJIHUT JIy4IlE, TPOTYKTUBHEE.
MeHemkep CTABUT 3a1a4M, U CJIEUT 32 X BbINOJHEHHEM. XOPOIIUH MEHEKEp BAOXHOBJISIET
1 MOTHBHPYET MOTYMHEHHBIX, TOOMIPSS BHIMOJHUTH PA0OTY KaK MOXKHO JIydIlie, BLITACKHBAasI
W3 KaXK/A0r0 COTPYAHUKA MAKCUMYM TOT0, HO YTO OH CIIOCOOEH.

Menemxep olleHUBaeT paboTy MOTYMHEHHBIX, XOPOLIHH MeHeKep... (JO oNn)

Tema 4: Stock Market and Investing

1. Ucnonp3ys TEMaTHUECKUI CII0BAPh, PACCKAKUTE, YTO BBl 3HAeTE 00 YCTPOUCTBE (DOHITOBBIX
DBIHKOB:

ownership — coOcTBEHHOCTh

gross profit — BayioBast mprOBLIL

net profit — uucrast npuOHLIL

share — aknus

ordinary share — akuus Ha pexbIBUTENS

preference share — npuBHIerUpOBaHHAS AKIHSI

nominal share — nmennas akuus

equity securities — akuus 6e3 GUKCHPOBAHHOTO AMBUICHIA

make a takeover bid — ocymiecTBUTh MOKYIKY IIPH CIIMSHUAN KOMIIAHHMA, KYITUTh Ha ayKIIHOHE
carry out takeover — nmpou3BecTy MOKYIKY MPH CIUSTHUNA KOMIIAHUH, B3ATh 11OJT CBO KOHTPOJIb

merger — cinusiaue, oObeIUHEHNE
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run a business — Bectu Jiej10, pyKOBOIUTH OU3HECOM
investment — uaBecTULINAS

shareholder — akronep

share capital — akunoHepHBIH KanuTan

quote — KoTHpoOBaThCS (Ha OHpKE)

stock exchange — 6upska 1ieHHBIX Oymar, (hoHI0Bas OUpKa
exchange broker (stockjobber) — 6upxeBuk, 6pokep Ha OGupKe, OUPKEBON MaKIIED
exchange transaction (deal) — 6upskeBas crienka, omeparus
stockjobbing — 6upxeBas urpa

exchange fluctuation — kosebanue Kypca BaItOThI

exchange restriction — GupsxeBbie OrpaHUYCHHUSI

exchange list — 6up>xeBoit OroIEeTEHD

exchange lost — motepst BaJIIOTHI, yMEHbBIIICHHE BATIOTHBIX PE3EPBOB, TIOTEPS HA Kypce
Stock — karmuTas akIMoHepa Mo aKIusIM

rise (about the prices) — moausATHCS (0 LIEHE)

bull market — ppiHOK «OBIKOBY», C KypCOM Ha MOBBIIICHHE
fall (about the prices) — ymacts (o 1ieHe)

bear market — perHOK «MenBenei», ¢ KypcoM Ha IIOHIKCHHE
bond — o6auranms, 06sA3aTenLCTBO

bearer bond — o6s13aTenpCcTBO, OOIHMrAIKS HA TIPEABABUTEIIS
monetary value — neHexHasi CTOMMOCTb, IECHHOCTh

pay debts — maarute goaru

asset — aktus

fixed assets — ¢pukcupoBaHHBIC AKTHUBHI

borrow — omamkuBarh (1eHbIH) Y KOTO-THOO

borrower — nOMmKHUK; OAADKUBAIOIIHIA TEHBTH

lend — omamkuBaTh (IEeHBIM) KOMY-THOO

lender — xpeauTop, 3aumMoaBer

interest rate — mporeHTHasI CTaBKa

charge the interest — 6patb npoueHT

loan — 3aém, kpeaur

base rate — 6a3oBast ctaBka

raise a loan — 6path 3aém, KpeauT
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reliable client — ragexHbI KITUEHT

require securities — TpeboBaTh rapaHTHH (3aJI0T)
guarantee a loan — rapanTHpoBaTh KPEaUT, 3aéM
exchange rate — kypc oOMeHa BaJroT

tax — manor

VAT rate — manor Ha 100aBIEHHYIO CTOUMOCTD
Customs — TamOXKHs

Excise Department — akIu3HbIil genapTaMeHT

inspect the records — mpoBepsATH OTYETHOCTH

bank rate — craBka GaHka

cover daily needs — yioBieTBOpATh €KeTHEBHBIC TOTPEOHOCTH
draw cash from the account — cHumaTh HaTM4YHBIE CO CUYETa
salary — skajoBaHbe, OKJIaJ

wages — 3apaboTHas 1iata (peajbHas)

write cheques against the account — BeITUCHIBATh YEKH Ha CUET
current account — TeKyIuii cuer

deposit account — 1eno3uTHBINA CYET, aBAHCOBBIN CUET
account rendered — onaueHHBIH cueT

trading activities — Toprosast AeSITEILHOCTD

profit and loss account — cueT mpuxo0I0B U PACXOI0B
open an account — OTKPBITh CUET

close an account — 3akpsITh c4yeT

draw out cash — cusiTe HaTU4HBIC

cash flow — 06opoT HaTUYHBIX JEHET

avoid bankruptcy — us6exxarr 6aHKpOTCTBa

transfer money — nepeunciaTh AEHBIH

withdraw deposit — 3abpath Bk1aa

be creditworthy — ObITh KpeaAUTOCTIOCOOHBIM

status inquiry — 3ampoc o cratyce

cash settlement — oriara jgonra HaTMYHBIMU

debtor — nomxHuK

OWE — OBITh JIOJDKHBIM KOMY-JTHOO (JIEHBIH)

credit limit — nuMuT (orpaHuyeHne) KpeauTa
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debit item — paznmen nebura
credit note — kpeauTHOE ABH30
circular note — akkpeauTHB

cash dispenser — 6ankomat

2. [lepeBenure Ha aHTIUICKUN SA3BIK:

aKI[MU; OCYIIECTBUTHh MOKYIKY TMpPH CIUSHUM KOMITAHUH; Pe3yJbTaT CIHSHHS, aKIHOHEPHBINA
KaIluTa;, OCYIIECTBIATh OMPKEBBIC CHEIKU; KoeOaHNe Kypca BaIIOThI, KallUTal aKIIHOHepa 10
aKIMsAM; OOJHranus, ACHEKHAs CTOMMOCTh, (DMKCUPOBAHHBIC aKTUBBI; OpaTh MPOIECHT;, OpaTh
KpEAWT; Kypc oOMEHa BaJlfOT; MPOBEPITh OTUETHOCTh, CHUMATh HAIMYHBIC CO CUETA; OTKPHITh
CYET; 3aKPBhITh CUET; CHATh HAJTMYHBIC; 3a0paTh BKIIA; 3aIIPOC O CTaTyce; OAHKOMAT; MPOLICHTHAS
CKHUJIKa; OAIaHCOBBII OTYET.

. Hanmmmmre onpeacJICHUA AJIA CIACAYIOIMNX TCPMHUHOB:

. the shares,
. a stock,
.abond,

. an asset,

3

1

2

3

4

5. the exchange rate,

6. the current account,
7. the profit and loss account,
8. a discount,

9. the balance sheet.
4

. CocTaBbTe IPEI0KEHHNS, HCITOJB3YS JaHHBIE CI0BA 1 BEIpaKeHH M3 Bariero BOKa6VJ'IHDaI

1. to share joy, to share a room with smb, nominal share, shareholder, preference share;
2. profit, to be profitable, gross profit, net profit;
3. to be an asset for a company, assets and liabilities, fixed asset;

4. stock exchange, to exchange, exchange rate, exchange broker, exchange list, exchange
transaction;

5. a credit, to be creditworthy, credit limit, creditor, credit note, credit card;
6. current account, deposit account, account rendered, to open an account;
7. cash, to withdraw cash, cash flow, in cash, cashier, cash settlement.

5. JIONOJIHUTE TIPEII0KESHUS CIOBAaMH U3 aKTUBHOTO BOKa6VJ'I$IDaZ

1. The Company is obliged to acquire the securities at prevalent market prices in the future to ...
2. The Treasurer is directed to open an account and deposit the funds of the corporation with ... .

3. The Annual Meeting of the Shareholders may be held at any date set by ... .
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4. In two separate transactions, the Company sold the business of executing and clearing securities
transactions for ... .

5. All cheques, drafts or other orders for payment of money shall be signed by ... .

6. Securities sold not yet purchased represent an obligation of the Company to deliver specified
equity securities at ... .

Tema 5: International Trade

1. COOTHECHTE CIIOBA M BRIPAKCHUS U3 TaOJIMIIEI C BX OIpPCACIICHUAMU HUXKC.

autarky balance of payments balance of trade barter or counter-trade deficit dumping
invisible imports and exports protectionism quotas surplus tariffs visible trade )GB) or
merchandise trade (US)

1.Trade in goods

2.Trade in services (banking, tourism, insurance and so on)

3.Direct exchange of goods, without the use of money

4.The difference between what a country receives and pays for its exports and imports of goods

5.The difference between a country’s total earnings from exports and its total expenditure on

imports

6.The (impossible) situation in which a country is completely self-sufficient and has no foreign

trade

7.A positive balance of trade or payments

8.A negative balance of trade or payments

9.Selling goods abroad at (or below) cost price

10.Imposing trade barriers in order to restrict imports

11.Taxes charged on imports

12.Quantitative limits on the imports of particular products or commodities

3. OTBETHTE MUCEMEHHO HA CJIEIYIONINE BOOPOCHL:

1.What is international trade?

2.What are the two possible reasons for companies to get involved in exporting activities?
3.What information should be obtained during initial research before getting started?
4.What are the entry methods?

4. CKa)KI/ITe, BEpHEI JIM JIAHHLIC YTBEPKACeHU. McnipaBhTe HEKOPPEKTHLIC:

1.Exporting is the most difficult way to enter a foreign market.

2.There are three types of exporting.

3.In indirect exporting an agent receives a commission for sales made on behalf of the principal.
4.Indirect exporting involves more risk than direct exporting.

5.The company has less control over the licensee than if it had set up its own production facilities.
6.Foreign governments always make joint ownership a condition for entry.

7.By direct investment, the company lacks control over investment and marketing policies.

5. BelOepuTe 4acTy IpeUI0KEHUN U3 CIIMCKA HIKE, YTOOBI 3a0IHUTh KAXKIBIA U3 IPO0EIoB
(1-7). He ucnonp3yiite mo0yio OykBy 0osnee ogHoro pasza. Onna OyKBa JUIITHSISL.
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A. which comprise three-quarters of the WTQO's members

B. which was signed in 1947 to monitor the postwar realm of world trade

C. that the WTO violates environmental and labor laws

D. which meets about 12 times a year

E. that countries use WTO membership as a springboard for wider economic change

F. which are not independent but control their own economies

G. that intends to supervise and liberalize international trade

H. which are signed by representatives of member governments and ratified by their parliaments

AN OVERVIEW OF THE WORLD TRADE ORGANIZATION

The World Trade Organization (WTQ) is an organization 1
The organization officially commenced on 1 January 1995 under the Marrakech Agreement. The
organization deals with regulation of trade between participating countries; it provides a
framework for negotiating and formalizing trade agreements, and a dispute resolution process
aimed at enforcing participants' adherence to WTO agreements,
2 . The WTO is headed by a Ministerial Conference of all
members, meeting at least once every two years. Between meetings of the Ministerial Conference
— responsible for carrying out the functions of the WTO - the organization is managed by the
General Council 3 . Three subsidiary councils operate under
the general guidance of the General Council: the Council for Trade in Goods; the Council for
Trade in services; and the Council for Trade-Related Aspects of Intellectual Property Rights.
Headquartered in Geneva, Switzerland,
The WTQ’s official languages are English, French and Spanish.

The World Trade Organization is the successor to the General Agreement on Tariffs and
Trade, or GATT, 4 . GATT had tremendous success in
reducing tariffs, but it couldn't enforce many of its policies or solve disputes easily. Over the next
fifty years, the world economy changed dramatically due to globalization and economic
downturns.

To improve and replace GATT, the World Trade Organization was founded on January 1,
1995. Today, the World Trade Organization has 153 members. Members do not have to be
independent countries. The European Union, Hong Kong, Taiwan, and Macau,
5 . When countries apply to be members, their
political, economic, and trade circumstances are studied. China became a WTO member in 2001
after fifteen years of negotiations. Thirty countries are "observers" of the WTO. Approximately
fifteen countries, including North Korea, Turkmenistan, and Somalia, have no relation with the
WTO.

The World Trade Organization reviews national trade policies and encourages countries
and companies to reduce or eliminate barriers to trade. These barriers include tariffs, customs
taxes, export subsidies, import bans, and quotas. The WTO has been very successful in lowering
tariffs, especially in textiles. The WTO works in four main areas: manufactured goods, agricultural
products, services such as banking and telecommunications, and intellectual property such as
patents and movies. In order to protect human rights, product and food safety, and natural
resources, the WTO sometimes concedes and maintains trade barriers.

The basis of the World Trade Organization is the theory of nondiscrimination and the
"most-favored nation." Members should apply the same trade policies for all of their trading
partners. Members should not discriminate between foreign and domestic goods and services.

The World Trade Organization arbitrates disputes between members. The WTO has heard
over 300 cases since 1995. Notable cases have involved the European Union's concerns over
American beef imports, the safety of sea turtles in American waters, and the cleanliness of gas
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imported to America from Brazil and Venezuela. The WTO can impose sanctions on countries
and force them to change their trade policies.

The World Trade Organization gives special assistance to developing countries,
6 . Developing countries receive technical and financial
assistance and extra time to complete tasks. An exception to the most-favored nation principle is
the generalized system of preferences, whereby industrialized countries sometimes allow imports
from developing countries into their markets with low tariffs. In order to raise living standards
around the world, the World Trade Organization conducts economic research and works closely
with other international organizations like the World Bank, The International Monetary Fund, the
European Union, and regional free trade organizations like the North Atlantic Free Trade
Organization (NAFTA).

Delegates of member countries negotiate trade issues over a number of years called
"rounds.” Recent rounds have taken place primarily in Japan, Uruguay, and Qatar. The latest round
of negotiations, called the Doha Development Round, was launched in 2001 with an explicit focus
on addressing the needs of developing countries. As of June 2012, the future of the Doha Round
remains uncertain: the work programme lists 21 subjects in which the original deadline of 1
January 2005 was missed, and the round is still incomplete. The conflict between free trade on
industrial goods and services but retention of protectionism on farm subsidies to domestic
agricultural sector (requested by developed countries) and the substantiation of the international
liberalization of fair trade on agricultural products (requested by developing countries) remain the
major obstacles. These points of contention have hindered any progress to launch new WTO
negotiations beyond the Doha Development Round. As a result of this impasse, there have been
an increasing number of bilateral free trade agreements signed. As of July 2012, there are various
negotiation groups in the WTO system for the current agricultural trade negotiation which is in the
condition of stalemate.

The World Trade Organization has been criticized since its inception. Many people,
strongly opposed to globalization and any "attack™ on their country's traditional economy and
culture, believe that the WTO exerts too much pressure on independent countries to conform to its
standards, benefits corporations and not common people, is not democratic, and is too secretive.
Challengers believe that participation in the WTO means jobs and protection against foreign
competition may be lost. Many people believe 7 . Opponents
believe that developing countries actually have little negotiating power in the organization. Many
protests against the WTO have occurred. Demonstrations at the WTO meeting in Seattle,
Washington in 1999 caused the delay and eventual failure of WTO negotiations.

In conclusion, the World Trade Organization is the most important international
organization governing trade. The WTO sets and enforces trade rules and promotes global
economic cooperation. Poor countries are better able to compete in the world economy.
Governments will hopefully take profits from trade and improve the health, education, and
employment of their citizens. International business will undoubtedly continue to thrive under the
supervision of the World Trade Organization.

7.2. OueHo4YHble MaTepUAJIbI JIsl IPOBeAeHHUs TPOMEKYTOYHOM aTTecTalluu
7.2.1. IlepeyeHb KOMIIETEHIMI ¢ YKa3aHHEM ITAnoB UX ()OPMUPOBAHUSI B MpoLiecce
0CBOeHHs1 00pa30BaTeIbHOI MPOrpaMMbl
Otanbl  (GOPMHPOBAHUS KOMIIETEHIIMI B IpOIECCe OCBOEHHUS 00pazoBaTeIbHOM
IPOrpaMMbl  OTIPEAETSAIOTCS TOPSAKOM HU3YYEHHUs [UCUUIUIMH B COOTBETCTBUU C paboyum
y4eOHBIM IIJIAHOM U IIPEJCTaBJICHbI B TAOIUIIE:
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Kon

Jdransl
KOMIIETe Conep:xanue
¢opmupoBanus | JucuumiauHsl, GopMupylOIIHe
130107001 KOMIIETeHIIHM U
. KOMIIETEHIIMH KOMIIETEHIIMI0 (KOMIIETEHI[HH)
(koMmeT (koMmeTeHI i) N
N (koMmeTeHIui)
eHIIUi1)
1 HNHOoCTpaHHBIN A3BIK
2 Pycckuil s3bIK U KyJIbTypa peuu
3 AHTIHICKHN S3BIK KaK A3BIK
CIIOCOOHOCTE K KOMMY- MEKAYHAPOAHOTO OOIIEHHS
HUKALHUHU B YCTHON U
MMCbMEHHOU (popMax Ha AHITIMUCKHN SI3BIK JUIS
OK-4 | pycckoM ¥ HHOCTPaHHOM 4 po(hecCHOHATEHOTO O0IIeHUs
A3BIKAX JJIS1 PEeLICHUS /[lenoBasi KOMMYHHKAIUS Ha
3a/1a4 MEXJIMYHOCTHOTO U AHTJIMMCKOM SI3BIKE
MEXKYJIbTYPHOTO . eJ10Basi KOMMYHUKAIUs HA
Y Uy p JOTIOIHUATEIbHBIN / A M y
B3aUMOJICUCTBUS AHTJIMHCKOM SI3bIKE
(bakynbTaTUB N
(MpOABUHYTHII YPOBEHD)
l'ocynapcrBenHas urtorosas
3aBepiiaronmn aTTecTarus (3amuTa BbITyCKHON
KBAJTM(PHUKAIIMOHHON paboThl)
1 MapkeTusr
2 AHTITMACKHN SI3BIK KaK
MEXITYHAPOTHOTO OOIICHHS
3 MupoBasi 5KOHOMUKA U
MEXTyHapOHbIE
HSKOHOMHUYECKHUE OTHOIICHHUSI
4 AHTIIMUCKUA I3BIK U1
npodeccnoHaIbHOTO OOIIeHUS /
CHOCO6HOCTB, HCIIOJIB3YA ﬂeno]ga;{ KOMMYHHUKAaIMUS Ha
OTEUYECTBEHHBIC U AHTTTUHCKOM SI3bIKE
3apy0eKHBIC HCTOYHUKH 5 OcoOeHHOCTH pa3BUTHUS
uH(opmanuu, cobpaTh SKOHOMMKH U
IIK-7 | HEoOXOMMMBIE TAHHBIE BHELIHEOKOHOMHYECKHUX CBSA3EH

POAHAIN3UPOBATh UX U
MOJArOTOBUTH HH(OpMa-
IIUOHHBIN 0030p H/UIH
AHAINTUYECKUHN OTYET

3apyOeKHBIX CTPaH U PETHOHOB
/ DxoHOMUYECKas reorpadus
MHpa

JIOTIOJIHATEIILHBIN /

JenoBasi KOMMYHMKAIMS HA
AHIVIMICKOM fI3bIKE

(dhakynbTaTUB .
(MpOABUHYTHII YPOBEHD)
6 [IpousBoacTBEHHAS TPAKTHKA.
HayuHno-uccnenoBarenbckas
pabota
3aBepLIAIOIINI l'ocynapcrBeHnHast uToroBas

aTTecTanus (3aluTa BbITYyCKHOMN
KBTI (UKAIIMOHHON PabOThI)
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7.2.2 Tloka3aTe/iu olleHMBAHUS TJIAHUPYEMBIX pPe3yJIbTaTOB 00y4YeHHsI HA
Pa3IUYHBIX 3TaNax ()OPMHUPOBAHUA KOMIIETCHIH I

Ilnanupyembie YPOBHHU M KPUTEPUH JOCTHKEHUS Pe3yJbTATOB 00yUYeHU st
pe3yabTaThl
o0y4eHus 1o He nocTturnyr Ba3oBblid IToBBINIEHHBI Bruicokmnii
AMCHHUIUINHE HA 0a30BbBIN i
OIMMpeacJICHHOM 3Talle YPOBEHb
(opmupoBanus
KOMIIeTEeHIIUH
OK-4 (nonoTHUTEJILHBII 3TAaN)
3HaTh (1)) — | He 3naer 3HaeT Ha 3HaeT Ha JleMoHCcTpUpYyET
rpaMMaTH4ECKue 06a3oBOM MOBBIIIEHHOM | TITy0OOKHeE,
npaBwia, (GopMbl U YpOBHE, NpU YpOBHE, NpU TMOJIHbIE 3HAHUS
KOHCTPYKLHUHU, JIEKCUKY YCTHBIX U YCTHBIX U
aHTTIUICKOTO  SI3BIKA, MUCbMEHHBIX MUCbMEHHBIX
HEO0OXO0TUMBIE JUTSt OTBETaxX WU OTBETaxX WU
OCYIIECTBIICHUS BBITIOJTHEHUH BBITIOJTHEHUH
MEXJIMYHOCTHOTO TECTOB, TECTOB,
oOmeHuss B  paMKax nonyckaet ot 30 | IOMycKaeT OT
OIIpeAEIEHHBIX 10 50% 10 1030%
Pa3roOBOPHO-OBITOBBIX OIHOOK. OIHOOK.
TeM
Ywmers (J]) — moruuno, | He ymeer [Tonnmaer Ywmeer B Ywmeer B
apryMeHTUPOBAHO U OCHOBHOE COOTBETCTBUHU | COOTBETCTBUU
KOPPEKTHO coJiep>KaHue C OCHOBHBIMH | CO BCEMH
MOATOTOBUTH YCTHBIE U TEKCTOB, HO TpeOOBaHUSAMU | TPEOOBAHUSIMU
MUCbMEHHBIE BO3HUKAIOT
BBICKA3bIBAaHUS Ha 3aTpyAHEHUS
MHOCTPAaHHOM SI3BIKE B npu
MEXITMYHOCTHOM dhopMyHpOBKe
0oO0ILIEeHNH U BOITPOCOB JIJIst
MEXKYJIbTYPHOM HayaJa Juasora,
B3aUMOJICUCTBUU €CTh
dboHeTHUECKHE,
rpaMMaTH4YeCKU
¢ U/
JIEKCUYECKUE
OIIUOKHU
Bnangets (/1) - He Braneer Hemouctpupyer | emonctpupye | JlemoHcTpupyer
HaBbIKAMH YaCTUYHOE T BJIaJICHUE C YBEpEHHOE
HCIOJIb30BAHUS BJIa/ICHUE HEOOJBIIMMU | BIIaJICHUE
MOHOJIOTHYECKOHN 1 MOTPEUTHOCTSIM
JAATIOTUYECKON YCTHOM u

U [IICbMEHHOW pe4u B
CUTyaLUsAX
MEXJIMYHOCTHOTO U
MEXKYJIBTYPHOTO
B3aUMOJICHCTBUSA B
pesenax u3y4eHHOTO
SI3BIKOBOTO MaTepuaia

IK-7 (nonoJHUTEIbHBII YTaN)
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I[Inanupyemsie YpoBHH U KPUTEPHH AOCTHKEHUS Pe3yTbTATOB 00y4eHUsI
pe3yJbTaThl
o0y4eHus1 1O He nocTurnyr Bba3zoBslii IToBbINIEHHBI Bricoxknii
AMCHHUIIMHE HA 0a30BbIN H
onpeieJIEHHOM JTare ypOBEHb
¢dopmupoBanus
KOMINETEeHI[HN
3HaTth (/1) — MeTosI He 3naer 3HaeT Ha 3HaeT Ha JleMoHCTpUpYET
cOopa u aHanuza 6a30BOM MOBBIIIEHHOM | TIIyOOKueE,
JTAHHBIX U3 YpOBHE, NpU YpOBHE, NpU TMIOJIHbIE 3HAHUS
OTEUYECTBEHHBIX U YCTHBIX U YCTHBIX U
3apyOexHBIX MUCbMEHHBIX MUCbMEHHBIX
HMCTOYHUKOB OTBETax WU OTBETax WU
nHdopmanuu BBITIOJTHEHUH BBITIOJTHEHUH
TECTOB, TECTOB,
nonyckaet ot 30 | IOMycKaeT OT
10 50% 10 1030%
OLIMOOK. OLIMOOK.
Ymets (I1) — cobpats u | He ymeer YwMmeer, HO YmMmeer B YmMmeer B
MPOaHAIU3UPOBATH BO3HUKAIOT COOTBETCTBUHM | COOTBETCTBUU
TaHHBIC TUTS 3aTpyIHEHUU C OCHOBHBIMH | CO BCEMH
MTOATOTOBKH MIPU aHATHN3e TpeOOBaHUSIMU | TPEOOBAHUSIMHU
UH(OPMALIMOHHOTO TAHHBIX IS
JOKJIaga u\rTH MOATOTOBKH
AQHATUTUYECKOTO nH(OPMAIIMOHH
oTyeTa Ha oro JoKiaaa
WHOCTPAHHOM SI3BIKE WJIM OTYeTa
Bnaners (D) — | He Bmageer Hemonctpupyet | emonctpupye | JlemoncTpupyer
HaBBIKaMU u JaCTUYHOE T BJIAJICHUE C yBepeHHOE
Pa3IMYHBIMU BJIa/ICHUE HEOOJBIIMMU | BIIaJICHUE
criocobamu MOTPEUIHOCTSIM
MOATOTOBKH u
MH(POPMALIMOHHBIX
0030poB u/unu
AHATUTUYECKUX
OTYETOB Ha

AHTJIUNCKOM SI3bIKE

7.3. TunoBble 3a1aHusA ¥ (WJIH) MATEPHAJIBI JAJIsl OLEHKH 3HAHUI, yMEHUH 1 HABBLIKOB H
(WJIn) oNbITA IEATEIbHOCTH, XaPAKTEPHU3YIOIIHUX 3TaNbl (POPMHPOBAHUS KOMIIETEH N

7.3.1. TunoBble 3aJaHNS U (MJIH) MATEPHUAJIBI ISl OLEHKHU 3HAHM /151 KOMIIETEHIM U

TUITOBBIE TECTHI J15 ITIPOBEPKU COOPMUPOBAHHOCTHU 3HAHUU JIJIS OK-4

3aganue 1.

IlepeBenuTe HA aHTJIIMHWCKUN SA3BIK JaHHBIC NPEAJIOKECHUS, UCITOJIb3Y s
TepMmuHoJOoTHIO 110 Teme Marketing:

1. Jlro06oii mpOaYKT, JaKe TOMOBLIN, MPOXOIUT 4 CTaJIMH KU3HEHHOTO IHUKJIA:
MIPEJCTaBICHUE HA PHIHOK, POCT, 3PEJIOCTh MPOAYKTa U CHa/I.
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2. Ilepen TeM mpeacTaBUTh NPOAYKT HA PHIHOK, JH00ast KOMIIaHUS UCCIETYET
MOTEHIUATbHBIA PBEIHOK, CTAPAETCS OMPEACIUTh HYXKbI HOTPEOUTENeH 1 Ha3HAYaeT
TaKyIO I[eHY, YTOObI JOCTUYb 0OJbIINX 00BEMOB MPOJIAK.

3. PykoBoactBo komnanun ABC pemmino paciiuputs JIMHEHKY OpoayKTa. YToOb!
IPOCTUMYJIMPOBATH COPOC, KOMITaHUS COOMpPAETCs UCIOJIb30BATh «3BE3/1» B PEKJIAMHOM
KOMIIaHUM HOBOTO OpeHaa. Heo0XommMocTh paciiiupeHust yKe JaBHO BO3HHUKIIA, TaK KaKk
CYHIECTBYIOIIMN aCCOPTUMEHT YK€ HE IPUBJIEKAET 11eJE€BOM PBIHOK. BeposiTHo,
KOMITAaHUH MPUJIETCS UCKATh HOBbIE KaHAJIbI PACTIPEICTICHUSI.

3aganue 2.
OO0BeauTe MpaBUILHBIN TepMuH(BI), OTBETHUB Ha CIIEAYIOMIHE BOMpOock o Teme Marketing:
1
What does a business adjust to create a brand image for a product?

C The marketing mix

I

Price
* Product
2.
What is the most important element of the marketing mix?
© Price
© Product

No single element is the most important
3.
What does the overall marketing mix of a firm determine?

f Marketing strategy

Marketing objective

I

4,
Who is protected by consumer protection laws?

Profit from marketing

Businesses and customers

( Just customers
( Just businesses

\5/Vhich of the following is NOT an element in the marketing mix?
“ Price

“ Profit

C Promotion

6.
Where are premium products most likely to be sold?

“ supermarkets

In designer stores

I

7.
When is a business most likely to adjust the marketing mix of a product?
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© If costs change

If customer needs change

If management changes

3aganmue 3.
ComnocrasbTe TepMuHbI 10 TeMe Marketing ciiesa ¢ ero omnpezeneHueM cpana;

1 | Market a | The company, product, or service with more sales than any other
opportunities company, product etc in its market

2 | Market b | The process of dividing a market into distinct groups of customers
research who have different requirements or buying habits

3 | Market c | A group of customers that share similar characteristics, such as age,
segment income, and social class

4 | Market d | The percentage of sales in a market that a company or product has

segmentation
5 | Market share e | The activities involved in obtaining information about a particular
market

6 | Market leader | f | Possibilities of filling unsatisfied needs in sectors in which a company
can profitably produce goods or services

3aganmue 4.
[pouwnraiite craThio mo Teme Marketing crarbeio 1 BeIOEpUTE PABHIBHBII TEPMHH, YTOOBI
3aMoNHATH Kaxablid mpoben (1-11) uz A, B, C umu D.

Promotional Discounts are a form of discounts used primarily to 1 a new
product, to try to increase sales of existing products, or to reduce the inventory 2 of
a particular product or products. They can also be employed to 3 customers to place
an extra order, or increase the size of a regular order, so that the order will 4 for a
price reduction. Many companies use this 5 if their products have seasonal
6 and troughs. A promotional incentive is a calculated risk that must generate
a higher level of orders from customers who don’t usually buy in those quantities. If the only result
is to encourage buyers to put a large 7 of discounted products in their
warehouse, and reduce the size of the next few orders until they have sold the discounted product,
then the promotion has failed to 8 the desired results.

When problems — particularly problems of communication regarding the 9 of
the discount — occur during the 10 of a promotion, the person who is managing the
credit (whether the owner or a designated employee) will be spending too much extra time
responding to the oral and written questions of customers. At this point, the credit manager must

put on his or her customer relations hat and move into damage 11 before it becomes
a more serious problem.
1 A) launch B) declare C) install D) proclaim
2 A) point B) rank C) stage D) level
3 A) instigate B) motivate C) provoke D) initiate
4 A) quality B) merit C) attain D) rate
5 A) implement B) application C) movement D) tactic
6 A) peaks B) heights C) tips D) caps
7 A) capacity B) size C) volume D) scope
8 A) convey B) fulfil C) meet D) produce
9 A) characteristic B) nature C) disposition D) spirit
10 | A) course B) path C) route D) track
11 | A) direction B) manipulation C) limitation D) handling
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10.

When Mr. Lee was younger, he work in the garden for hours.
a. was able to b. could C. might d. needn’t
The landlord take his responsibilities more seriously.
a. need b. should to c. ought to d. ought
When 1 finish the course next year | speak perfect French.
a. can b. will be able to c. could d. would be able to
This company is awful to work for. We account for every minute of the day.
a. have to b. mustn’t c. are not to d. don’t have to
When she was riding in the woods last week, Helen fell off her horse but luckily she
get back on and ride home.
a. could b. would c. was able to d. had to
The newspaper the rumour without concrete evidence.
a. shouldn’t have printed c. oughtn’t have printed
b. needn’t have printed d. didn’t have to print
You often have to wait for a decision long, ?
a. haven’t you b. don’t you c.aren’tyou d. won’t you
— Should we hurry? — No, you , We have plenty of time.
a. needn’t to b. haven’t to C. mustn’t d. needn’t
They spoke in very low voices but | understand what they were talking about.
a. could b. might c. was able to d. was to
With our new shampoo, you spend hours caring for your hair.
a. mustn’t b. needn’t c. haven’t to d. shouldn’t
3ananmue 6.
Packpoiite ckoOkH, ymoTpeOrB MPaBUWIbHYIO IPAMMATHYECKYI0 KOHCTPYKIIUIO C HHPUHUTHBOM:
1. They were glad (introduce).
2. I’drather (stay) at home tonight than (go) out.
3. I’d prefer (watch) TV rather than (play)
cards.
4. You‘d better (put on) something warmer,

3aganme 5.
OO6BeauTe MPaBUIIHLHBIN MOJATBHBIN TI1aro:

you? Or else you could catch a cold.

5. I’d rather you (not go) to the concert tonight.

6. 1’d sooner (not go) to the country today.

7. | prefer (go) by plane to (go) by train.
8. | prefer (go) alone rather than (come) with him.
9. I’d sooner you (do) it for me.

10. She’d sooner (share) a house with other students than

(live) with her parents.
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NogkrwbdpE

10.
11.
12.
13.
14.
15.

16.

17.

18.
19.

20.

11. You’d better (not go) there alone.

12. Would you rather | (see) him off? Or would you sooner
(do) it yourself?

13. I’d prefer them (come) with us.

14. I’d rather they (come) with us.

15. Would you sooner | (know) nothing?

16. It’s high time they (come) back, isn’t it?

17. 1t’s time for him (settle) down.

18. It’s about time they (stop) nagging me about having a holiday.
19. I can’t help being nervous. I’m the next (sack).

20. He sent his son to Paris
(he/study/French/there).

21. | gave her my address (she/can/contact/me).- Please,
give her mine (she/contact/me) too.
3ananme 7.
Packpoiite ckoOkH, ynmoTpeOuB MpaBUIIbHYIO (POPMY YCIOBHOTO HAKJIOHEHHS TJIaroja:
When you (be) in London again, you must come and see us.
We (go) out as soon as it (stop) raining.
We (not /miss) the train providing we (hurry).
If you want (buy) a car, | (lend) you some money.
If she (leave) at 5 o’clock, she (be) there by half past seven.
If you happen (go) into town, get a video for tonight while you (be) there.
The situation (only/ grow) worse unless we (take) urgent
measures.
You (get) the reply in a week provided all the data (be) checked
and verified quickly.
David (phone) you the moment he (hear) any news.
I (be) back by the time the film (begin).
He (join) the game on condition we (play) honestly.
Call me the moment you (get) any further information.
If you (not / be) home by 6, | (eat) without you.
You (get) fresh fish provided you (go) to the market early.
The information (study) carefully as soon as it
(deliver).
Ifl (happen) to see anything she might like for her birthday, |
(buy) it.
| (take) an umbrella in case it (rain). I hate
(catch) in the rain.
| (be) over the moon if my dream (come) true.
He (not / recover) soon unless he (take) the prescribed
medicine.
He wants to know if you (finish) tonight. — Providing all

(go) well, I shall finish in a fortnight.
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3aganmue 8.
Packpoiite ckoOKH, YITOTpEOUB MPAaBUILHYIO TPAMMATHYECKYIO0 KOHCTPYKITUIO C MHPUHUTHBOM:

1.1 (go out) in a minute. - So (I/be). So
you’d (better or rather?) (take) your key
with you.

2. Do you watch much television? — No. | prefer (read) books to

(watch) TV.

3. (we/go) to that new restaurant this evening? — Good idea.
We’d (better or rather?) (book) a
table.

4. (1/tidy) your bedroom for you? - I’d rather you

(not tidy) it. I’ll do it later.

5. My brother prefers (play) computer games to
(watch) television.

6. 1’d rather you (not/make) so much noise. — Sorry. |
(try) to be quiet.

7. Youd (rather or better?) (work) hard this
time. You (never/have) a steady job; and if you
(do not), you never will. — 1 will. I want

(make) a good impression.

8. Paul (buy) Tina a present. - Yes, but we’d
(rather or better/ not mention) it. It might be a surprise.
9. (we/spend) the evening together? — Well, actually, 1’d
prefer (spend) some time alone.

10. It’s the company’s office party tomorrow. — Yes. To be honest, I’d

(better or rather) (not go).

11. Would you (rather or better?) (come)
shopping with me or (stay) home?

12. I’d rather you (do) something with your time instead of sitting

around all day.

13. It’s about time you (stop) pretending to be terribly busy!
14. 1I’d rather you (not drive) so fast, Paul.
15. John had (rather or better?) (not speak)

to me like that again.
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16. He says he’d rather (cook) his own meals than
(eat) in restaurants.

17. 1I’d rather you (not mention) it to anyone until next week.

18. Tim’s mother (would rather or had better?) he (work) closer to
home than he does.

19. She would prefer (meet) you personally rather than
(talk) to you over the phone.

20. Sean prefers (play) football to
(watch) it.

21. They would sooner (go) bankrupt than
(seek) professional advice.

3aganmne 9.
Packpotiite ckoOKH, UCTIOIB3Ys MPAaBUIILHYIO (DOPMY aHTIIMICKOTO T1aroyia (BpeMeHa,
UHOUHUTUB, TePYHIUH, IPHYACTHE)

1. Asl (walk) home the other night, |
(notice) someone (try) (break) into a car,
(park) next to mine.
2. Andy saw two identical tourists (talk) to a man in a white van. They
pointed here and there and seemed (argue).
3. "What's your wife's name?" the secretary asked Mitch. - "Why is that important?” - "Because
when she (call) 1 would like to know her name so that
(1/be) really polite to her on the phone".
4. I’d rather (you/not/tell) my parents that |
(apply) for a job in the USA. 1 don’t think they
(approve) ... (1/work) abroad.
5. When the company (call) me for an interview, |
(not/know) what (do). I even considered
(not/turn up) for it. However, | felt I’d better (go) as the American company

(already / arrange) for the interview

(hold) in London.

6. Why didn’t you get them (sign) the receipt before you (let)
them (go)?

7. (know) that John (not/come) to the party,
she decided to stay in.

8. The weather seems (get) worse and worse. Why

(not / put off) the trip?

9. Why (not/youltry) (call) her instead
of (send) an e-mail? That will be quicker.

10. There’s nothing quite like “Chocks away”. (Design) for two to six
players, it will keep you (amuse) for hours.

11. (spend) a week in the cottage, he decided that he didn’t
really enjoy (live) in the country and began (think)
of an excuse for (sell) it and (return) to London.

12. 1 didn’t mean (eat) anything but the cupcakes looked so delicious
that | couldn’t resist (try) one.
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13. | pretended (enjoy) the conversation, but in fact |
(bore) out of my mind.

14. Remember (phone) Tom tomorrow. — Why (you/
keep) (tell) me (not/forget) things?

15. A new jumbo jet (design) at the moment. This
plane (expect) (be able/ transport) 800
passengers at a time, if it ever (manage/ get) off the
ground.

16. Now that you (finish/pack), isn’t it time we
(leave)? The meter is ticking!

17. 1 really don’t feel like (go) out tonight. I’d sooner

(stay) in and (watch) a DVD.
3apanmue 10.

[lepenaiite npsiMy10 pedb B KOCBEHHYIO B CICAYIOIIUX MPEIIOKECHUAX:
1. The article says, “The artist only uses oil paints.”

2. “They are working hard today,” he said.

3. “I’ve done things you asked me to do,” Mary said.

4. “The sun rises in the east,” she said.

5. “He broke the window,” they said.

3amanue 11.
BriOepuTe HyKHBII BapuaHT OTBeTa, UCONbB3ys mpasuwio Complex Object:
1. | hear the district.
a. him leave b. his leaving c. him to leave d. that he’s left
2. | saw absolutely happy with the news.
a. she look b. she looking c. her to look d. she looked
3. I’d rather you with us tonight.
a. have stayed b. to stay C. stay d. stayed
4. She stayed at work so that the report.
a. to complete b. her complete c. she could complete d. she will complete
5. He was made the truth.
a. tell b. to tell c. telling d. to be told
3aganue 12.

PackpoiiTe ckoOKH, UCTIONB3Ys MPAaBUIbHYIO (OPMY aHIIIMHCKOTO IJ1arona (BpeMeHa,
MH(UHUTUB, TEPYHIUN, IPUYACTHE, YCIOBHbIE BBIPAXKEHNUS, cOocararelbHOe HaKJIOHEHHE,
MOJAJIbHBIE TJIar0JIbl)
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1. It’s essential that the matter (settle) as soon as possible.

2. | saw a crystal-glass vase (slip) from her hand and
(break) to pieces.
3. Unless the restaurant (get) another cook, |
(never / come) here again.

4. The young man pretended (read) a newspaper when | came in.
5. 1 was dumbstruck when I saw him dancing in the middle of the street. He

(m.v. / be) drunk. (momxHO OBITH)
6. I'd rather you (not / go) on long distances in the new car until
you (get) used to (drive) it properly.
7. The horse won’t be well enough (run) in tomorrow’s race. He
doesn’t seem (recover) from the long (tired / tiring?) journey.
8. Now I remember (you / ask) me

(buy) a few bottles of still water on the way home. I wish |
(remember) it earlier.

9. You (m.v./tell) me it was a formal party. | looked a real
idiot in my pullover and jeans. (criticism)

10. But for the miserable weather we (climb) the Mont
Ventoux long ago.

11. You (m.v. /do) the dishes instead of leaving it all
to me! (ynpek, Moria Obl ¥ C/IeTIaTh)

12. What a waste of time! | (m.v./ not /revise)16™ century European
history: none of it came up in the exam.

13. Jim (m.v./go) out with Sue! She has got engaged
to Doug! (1e MoxkeT OBITH).

14. He tore the envelope open and took out the (enclose) letter. He turned it
several times in his hand and put it back (unread).

15. Finally I sat up in bed and smoked another cigarette. |
(m.v./ smoke, nomkno 6siTh) around two packs since |
(leave) Pencey.

16. lT'wish (take) him up on the offer when I had the chance,
but I didn't and there is no point (regret) about it now.

17. If Brian (not/help) us yesterday we
(still/puzzle) over the problem now.

18. You (already/eat) enough for three people! You

(m.v./ not/ still be) hungry!(ae MosxeT ObITB)
19. - Andrea never wears that blouse we bought her.
- Well, she (m.v/not /like) the colour, it
(m.v./ not /go) with her skirts or it
(m.v./ not /be)the right size. Who knows?
20. If only my teachers (see/l/run) this company, they
(be) totally amazed.
3aganue 13.
[Ipouwnraiite craThio 1Mo Teme Promotion craTbio U BEIOEPUTE MPABUIILHBINA TEPMUH, YTOOBI
3aMoNHUTH Kaxkabli mpoden (1-11) uz A, B, C umu D.

Promotional Discounts are a form of discounts used primarily to 1 a new
product, to try to increase sales of existing products, or to reduce the inventory 2 of
a particular product or products. They can also be employed to 3 customers to place
an extra order, or increase the size of a regular order, so that the order will 4 for a
price reduction. Many companies use this 5 if their products have seasonal
6 and troughs. A promotional incentive is a calculated risk that must generate
a higher level of orders from customers who don’t usually buy in those quantities. If the only result
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is to encourage buyers to put a large 7 of discounted products in their
warehouse, and reduce the size of the next few orders until they have sold the discounted product,
then the promotion has failed to 8 the desired results.

When problems — particularly problems of communication regarding the 9 of
the discount — occur during the 10 of a promotion, the person who is managing the
credit (whether the owner or a designated employee) will be spending too much extra time
responding to the oral and written questions of customers. At this point, the credit manager must
put on his or her customer relations hat and move into damage 11 before it becomes

a more serious problem.

1 A) launch B) declare C) install D) proclaim

2 A) point B) rank C) stage D) level

3 A) instigate B) motivate C) provoke D) initiate

4 A) quality B) merit C) attain D) rate

5 A) implement B) application C) movement D) tactic

6 A) peaks B) heights C) tips D) caps

7 A) capacity B) size C) volume D) scope

8 A) convey B) fulfil C) meet D) produce

9 A) characteristic B) nature C) disposition D) spirit

10 | A)course B) path C) route D) track

11 | A) direction B) manipulation C) limitation D) handling

3aganue 14.
CormocraBbTe TEPMUHBI 10 TeMe Promotion ciea ¢ ero omnpeieieHreM CrpaBa:

1 | undercover marketing | a | using electronic media like email or SMS to promote products

2 | e-marketing b | promoting products to target customers, for example, through
addressed mail

3 | direct marketing ¢ | persuading people to buy a product or service by announcing
iton TV, radio, or in other media

4 | product placement d | marketing that spreads from consumer to consumer, often
online

5 | viral marketing e | marketing which customers do not realize they are being
marketed to

6 | advertising f | putting products or references to products in media like films
or video games

3aganue 15.
OO0BenuTe MPaBUIBHBIN MOIATBHBIN IJ1aroJ:
11. When Mr. Lee was younger, he work in the garden for hours.

a. was able to b. could c. might d. needn’t
12. The landlord take his responsibilities more seriously.
a. need b. should to c. ought to d. ought
13. When | finish the course next year | speak perfect French.
a. can b. will be able to c. could d. would be able to

14. This company is awful to work for. We account for every minute of the day.

a. have to b. mustn’t c. are notto d. don’t have to
15. When she was riding in the woods last week, Helen fell off her horse but luckily she

get back on and ride home.

a. could b. would c. was able to
16. The newspaper the rumour without concrete evidence.
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a. shouldn’t have printed c. oughtn’t have printed

b. needn’t have printed d. didn’t have to print
17. You often have to wait for a decision long, ?
a. haven’t you b. don’t you c.aren’tyou d. won’t you
18. — Should we hurry? — No, you , we have plenty of time.
a. needn’t to b. haven’t to C. mustn’t d. needn’t
19. They spoke in very low voices but | understand what they were talking about.
a. could b. might c. was able to d. was to
20. With our new shampoo, you spend hours caring for your hair.
a. mustn’t b. needn’t c. haven’t to d. shouldn’t
3aganmue 16.

HpO‘-ITI/ITe BBICKA3bIBAHUA COTPYAHUKOB KOMIIAHUHW U HAITUIIIHUTC AHTIIMMCKUE Ha3BaHUI
OTJIETIOB, B KOTOPBIX JIAaHHBIE COTPYAHUKHA MOTYT pab0TaTh, UCIOJIb3Yys] TEPMHUHOJIOTHIO 110 TEME
Management
a) Well, we deal with the workforce needs of the firm: selection and recruitment of staff, pay,

training, and so on.'
b) We listen to customers and identify their needs. We're responsible for establishing sales plans
and targets for the different sales forces. We also deal with advertising.'
¢) We work on new products and improve old ones. We have to keep up to date with what is going
on in the outside world and have close contact with Marketing and Production.'
d) We're responsible for the manufacturing of our products and for trying to find ways of
improving quality. We deal with suppliers and make sure that we have enough components in
stock.'
e) Our department is concerned with the day-to-day running of the money side of the company.
We have to estimate costs and prices, deal with the accounts, and produce budgets and cash flow
forecasts.

3aganue 17.

JlonmomHUTE Cieayroui TEKCT TepMUHAMHU 1o Teme Management:

appointed attacked combined defined constituted reviewed supervised
supported

Large British companies generally have a chairman of the board of directors who
oversees operations, and a managing director (MD) who is responsible for the day-
to-day running of the company. In smaller companies, the roles of chairman and

managing director are usually Q) .................... Americans tend to use the
term president rather than chairman, and chief executive officer (CEO) instead
of managing director. The CEO or MD is (2) ............. by various executive
officersor vice-presidents, each with clearly (3) .................. authority and
responsibility (production, marketing, finance, personnel, and so on).

Top managers are (4) ..ooovvvvniienn... (and sometimes dismissed) by a
company's board of directors. They are (5)..................... and advised and
have their decisions and performance (6) ........ccecevvriervnnnnnn. by the board. The

directors of private companies were traditionally major shareholders, but this does
not apply to large public companies with wide share ownership. Such
companies should have boards (7) ..cccoviiiiiiiieiinennenn, of experienced
people of integrity and with a record of performance in a related business and a
willingness to work to make the company successful. In reality, however,
companies often appoint people with connections that will impress the financial
and political milieu. Yet a board that does not demand high performance
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and remove inadequate executives will probably eventually find itself (8)

.......... and displaced by raiders.

3aganue 18.
O6BCI[I/IT€ TCpMI/IH, KOTOpBIﬁ HC BXOAUT B Ka>1<)1y}o FOpI/ISOHTaHBHy}O rpyrmy:

1 firm companv societv  subsidiar
2salary  manager engineer employee

3finance product planning marketin
4 ship assemble customer purchase
5plant  facility patent factory

3aganue 19.

IlepeBenure Ha aHTJIMUCKUH SI3BIK JAHHBIC MIPEIJIOKEHUSI, UCIIOJIb3Ys
TepMUuHOJIOTHIO TTO TemMe Management:

1. Moii oteny ynpaBiser Hamieil komnaHuei Bot yxke 20 net. B ynpaBnenun 0u3Hecom oH
MPUIEP)KUBACTCA KOHCEPBATUBHBIX B3IJIAI0B, HO KOMIIAHUSI BCET/1a_yAeseT O0bliioe
BHUMaHUE HY>KJaM _IOTpeOuTenell 1 ObICTpO pearupyer Ha W3MeHeHHs Ha pbiHKe. OTely
pemna coKycHpoBaThes Ha NEPe0OYUSHUH COTPYIHUKOB M MPUHST HAa paboTy
HECKOJIbKUX Mpo(deccroHanoB, KOTOpEIE OyayT MPOBOIUTE O0yUEHHE.

2. 1lIta6 kBaprupa kommanun ABC Haxoxutes B Heio-Hopke, a eé (HIHATBI PACIIONOKEHEI B
15 cTpanax.

3. W3-3a ciugHud ¢ komnaHuei X Haila KoMraHus Obuta peoprannsoBana. 30% nepconana
cokpaTuid. Sl jke MOoay4YusI MOBBIIIEHUE IO KapbepHOU JecTHUIle. Celiuac s 0TBeYalo 3a
paboTy CEPBUCHOTO IIEHTPA.

4. IlocrossHHas NOTCPA A0JH PBIHKA, BO3pacTaronias KOHKYPCHIMA — HDO6H€MBI, C KOTOPbIMH

B [IOCJIEIHEE BpPEMsI CTOJKHYJIAch Hama komnanusd. Ceiuyac Hama 3ajja4a — CpO4YHO
oTpearupoBarth Ha HUX. IIpexe Bcero Mbl CMEHMM KypC KOMIIAHUH, PECTPYKTYPU3UPYEM
e€. PykoBo/IcTBO KOMIIaHUH PEIIMIIO HE COKpallaTh, 8 HEPE0OYUHUTh EPCOHAN. Y MEHUE
alanTHPOBATHCS K IOCTOSIHHO MEHSIOIIEMYCS PHIHKY — BOT 3aJI0T ycIexa Jiro0oro 6usHeca.

3aganue 20.

Packpoiite ckoOKH, HCTIONB3YsI MPAaBUIbHYIO (POPMY aHTIIUIICKOTO riaroya (BpeMeHa, YCIOBHbIE

BBIPpAXKCHUS, COCJIAaraTCIbHOC HaKJIOHCHI/Ie)

If the car (be) out of order again, you (have to) call the

service station, but I doubt if you (have / it / service) quickly.

Nobody (know) what (happen) in ten years’ time as life
(get) tougher and tougher.

I wonder if they (turn) to us for help if the need (arise).

My little son (want) to know if there (be) some cartoons on

TV tonight. If there (be) some, he certainly (watch) them.

I wonder if the weather (change) for the better next week. |

(plan) to go to the countryside for a month.

I (leave) a message at the office in case the customer (phone). But

I’m afraid he’s unlikely (call) today.

Nobody can definitely tell us when he (come) back from London. But as soon

as he (return), we (get in touch) with him.

We (have) another meeting this week, provided no one (object).
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9. 1 (always / be) by your side as long as you
(promise) to lend an ear to what | say.

10. He (wonder) if Caroline (change) her mind about going

to the party.
11. If you are going to buy a car, make sure you (take out) no-fault insurance as well.
12. We (not/ miss) the train providing we (leave) at once.
13. Whatever he (say), they (not / believe) him.
14.1 (tell) you later on whether | (play) Scrabble with you on

Saturday evening.
15.1 (accompany) you with great pleasure as soon as |

(finish) my report.
16. If the time (be) convenient for you, we (meet) tomorrow.
17. We (not / start) till he (arrive).
18.Provided he (leave) now, he (miss) the rush hour.
3amanme 21.
BcraBbTe mpaBuibHYyI0 (hopmy riaroia to be, oOpainas BHUMaHKe Ha YKCI0 UMCH
CYHICCTBUTCIIbHBIX

1. Where your trousers?

2. 3 pounds enough to eat out?

3. Tonight, there athletics on TV.

4. Money easy to spend and difficult to save.

5. The formulae difficult to remember.

6. My luggage too heavy to carry.

7. Physics my favourite subject.

8. Measles a common illness.

9. Darts a popular game in England.

10. My phonetics getting better.

11. The bacteria dangerous.

12. The oasis green and shady.

13. Three days too long. You must do it by Monday.

3aganue 22.

IlepeBenure Ha aHTJIMUCKUU SI3BIK JAHHBIC IIPEAJIOKEHUSI, UCIIOJIb3Ys
TepMHuHOJOTHIO To Teme Management:
1. Yto kacaercst BejieHus: OM3Heca, HOBBII MEHEKEp OT/ela MPOJIaK U MAPKETHHTa HE
pUeMJIET KOHCEPBATUBHBIX B3MIs10B. OH crIOCOOEH CTaBUTh YETKHUE 1€NIH, OBICTPO pearupoBarh
Ha U3MEHEHUS PHIHKA, MOOLIPITh KOMAHIHBIA JyX COTPYAHHUKOB.
2. XYZ — nuramMu4Has1, ObICTPO pacTylas KOMITaHHs 10 POU3BOICTBY KAaHIIEISIPCKUX TOBAPOB.
B ycnoBusx x€cTkol KOHKYPEHIIMM HaM HEOOXOIUMO TIOCTOSIHHO MTPOBOJIUTH UCCIIEOBAHUS
pBIHKA 1 OBICTPO pearupoBaTh Ha €r0 U3MEHEHHUS.
3. Hama kommnanust 66u1a ocHOBaHa B cepenuHe 1990-x ro10B, M MBI OBICTPO pa3BUBAEMCS C TE€X
nop. Kommanus cocTOUT U3 5 OT/IEI0B: aAIMUHUCTPATUBHBIN, (PHAHCOBBIN, TPOU3BOICTBEHHBIMH,
OTJIeNl MApKETHHTa U MPOAAX U KaapoBelid otaen. Hamr nepconan HacuuteiBaet cbie 5000
cotpyaHukoB. ['omoBHOI ouc pacronoxen B Jlonnone. Hamm noyepHue npeanpusTus
Haxonarcs B Mwiane u bepinune. B cinenyromem rogy KOMIIaHUS IUIAHUPYET OTKPBITH CBOM
¢dbunuan B Mockse.
3aganue 23.
IlepeBenure Ha aHTJIMUCKUU SI3BIK JAHHBIC IIPEAJIOKEHUSI, UCIIOJIb3Ys
TepMuHOJOTHIO To Teme Management:
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1. HegaBHo coBet nupekTopoB koMmnanuu Cornerstone Group ycnenrHo npoBes NePEeroBOPkI €
Metrot Co. o ciusiHuM 3THX ABYX Komnanuid. Komnanust Metrot — npekpacHoe mpruodpeTenne
st Cornerstone Group.
2. Metrot Co. criennanu3upyercsi B IPOU3BOICTBE TOBAPOB IS JOMA, M B CBOMX PO3HUYHBIX
MarasuHax ImpeJICTaBiIsieT IUPOKUI BEIOOP TOBApOB, @ TOBAPOOOOPOT KOMIIAHUH COCTABIISET
4MIH. €BpoO.
3. Komnanust Metrot umeeT MHOTO IOYEPHUX NMPEANPUATHIA 110 Bcell EBporie, a ux rojloBHOM
oduc Haxonutcs B [lapmxe. brarogapst ceoeMy THHAMUYHOMY CTHIIIO 3Ta KOMITAHUS OBICTPO
pearupyer Ha pbIHOYHbIE U3MEHEHUSI.
3ananmue 24.
3anonHuTe TpoOesTbl HanboJIee MOAXOIAIIMMU TEPMHUHAMU U3 CcIiMcKa 1o TeMe Management:

To be in charge of, to be promoted to smth, to make smb redundant, demand for, to seduce
customer, to introduce some changes, turnover, staff turnover, a wide range of smth, to

relocate

1. Why does the company have such a rapid ?

2. The company plans 30 employees because of the
reorganization.

3. The company has to its headquarters and most of its staff to
Europe.

4. It was difficult to explain a dramatic increase in the chocolate
biscuit bars in London.

5. He has been working for the company for 3 years and a senior
sales manager.

6. To win the competition it is necessary to in the marketing
strategy of the company.

7. The firm has an annual of $75 million.

8. To increases sales the management of the company has decided to launch a new
promotion campaign, they are sure it will help them to to buy
a new product.

9. In this retail shop you can always find diary products.

10. He was left the store while the manager was away.

3aganue 25.

PackpoiiTe ckoOKH, UCTIONB3Ys MPAaBUIbHYIO (OPMY aHIIIMHCKOTO IJ1aronia (BpeMeHa,
MH(UHUTUB, TEPYHIUN, IPUYACTHE, YCIOBHbIE BBIPAXKEHHUS, cOocararelbHOe HaKJIOHEHHE,
MOJAJIbHBIE TJIar0JIbI)

1. Look! Leslie seems (enjoy) herself. It is the first time 1
(see) her so happy.
2. There  appeared (be) no one in the house. John
(consider/climb) through one of the open windows but
decided against it (not
risk/notice). He (decide/wait) until
(get) dark.
3.1 (mean/paint) the door for ages, but | Kkeep
(forget) (buy) the paint.
4. If you can’t find him at home, try (call) him at the office.
5. Your computer needs (fix). Why
(you / not / have) Nick (fix) it for you?
- I’d rather (see) to it myself than have it (fix).

41



6. We’d really like (live) in the city center but it’s virtually impossible

(find) a three-bedroomed flat at a price we can

(pay).
7. Stop (tease) him, he doesn’t enjoy
(laugh) at.
8. The dog appears (be) hungry — you’d better (feed) it.
9. Her parents regret (allow) Tina (stay) out late.
10. Look! The wallpaper (come) off the wall! It’s high time
(we / do up) the flat.
11. Always late? Try (set) your watch five minutes fast.
12. She certainly mentioned (see) Mark, but I don’t remember
(she/talk) about Vickie.
13. Martha (practice/play) the piano daily for months, but
she seems (make) little progress.
14. Listen! The review (say): “Tastefully (decorate),
conveniently (locate), and with a wide range of courses to suit all

occasions, this is the perfect meeting place after a hard day’s work”. Why

(not/go) there for dinner?

15. The witness said he (hear) two shots (fire) before
(see) two men (run) down the street.
16. There is something wrong with her bicycle. It’s
(she/get/it/mend).
17. It makes (I/feel) really happy (see) old people
(hold) hands.

18. JK Rowling is reported (receive) an award in
recognition of her achievements.

19. A Roman necklace, which (think/be) worth over two million
pounds, (find) last week by Audrey Perham who

(happen/walk) her dog in the park.
20. Now that we (lose) all the money, it's no use
(say) that it's only my fault.
21. | really hate (go) to the dentist but I don’t think | can avoid

(visit) him this time.

3ananue 26.

Hanummure pycckue aHanoru JaHHbIX aHTJIMICKUX TEPMUHOB o TeMe Management:
1. to set objectives
2. to communicate objectives to smb
3. to set short-term goals
4. to set achievable goals
5. to formulate clear goals (
5. to attain objectives
6. to encourage, motivate and inspire
7. to monitor and measure the performance of employees
8. to develop a strategy
9. to manage with empathy, to have empathy with the staff
10. to take ownership of decisions
11. to be entitled to try out new ideas
12. to empower employees
13. to enhance (an enhanced sense of responsibility, an enhanced sense of involvement)
14. to praise and show recognition, to give praise
15. to concentrate on strengths, not weaknesses
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3amanue 27.

CocrtaBbTe NpeANIOKEHHsI, UCIIOJB3YsI TaHHBIE CIIOBAa W BbIpakeHUs U3 Bamero BokaOyssipa 1o
teme Stock Market and Investing:

1. to share joy, to share a room with smb, nominal share, shareholder, preference share;
2. profit, to be profitable, gross profit, net profit;
3. to be an asset for a company, assets and liabilities, fixed asset;

4. stock exchange, to exchange, exchange rate, exchange broker, exchange list, exchange
transaction;

5. a credit, to be creditworthy, credit limit, creditor, credit note, credit card;
6. current account, deposit account, account rendered, to open an account;

7. cash, to withdraw cash, cash flow, in cash, cashier, cash settlement.

3amanue 28.
JIOTIOJTHUTE TPEAJIOKEHUSI CIOBAaMH M3 aKTHBHOro BokaOyispa mo teme Stock Market and
Investing:

1. The Company is obliged to acquire the securities at prevalent market prices in the future to ...
2. The Treasurer is directed to open an account and deposit the funds of the corporation with ... .
3. The Annual Meeting of the Shareholders may be held at any date set by ... .

4. In two separate transactions, the Company sold the business of executing and clearing securities
transactions for ... .

5. All cheques, drafts or other orders for payment of money shall be signed by ... .

6. Securities sold not yet purchased represent an obligation of the Company to deliver specified
equity securities at ... .

3aganue 29.
ComocraBbTe TepMUHOJIOTHIO 110 TeMe International Trade u3 pamku ¢ onpeaeIeHUsIME HIKE.
autarky balance of payments balance of trade barter or counter-trade deficit dumping
invisible imports and exports protectionism quotas surplus tariffs visible trade )GB) or
merchandise trade (US)

1.Trade in goods

2.Trade in services (banking, tourism, insurance and so on)

3.Direct exchange of goods, without the use of money

4.The difference between what a country receives and pays for its exports and imports of goods
5.The difference between a country’s total earnings from exports and its total expenditure on
imports

6.The (impossible) situation in which a country is completely self-sufficient and has no foreign
trade

7.A positive balance of trade or payments

8.A negative balance of trade or payments

9.Selling goods abroad at (or below) cost price
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10.Imposing trade barriers in order to restrict imports
11.Taxes charged on imports
12.Quantitative limits on the imports of particular products or commodities

3aganue 30.
Comocrasbte TepMuHbI 110 Teme International Trade ciiesa ¢ ero omnpeseneHueM crpana:
1.Capacity A.the quality of being stable
2.Profits B.working via independent middlemen (agents and distributors)
3.Stability C.developing foreign-based assembly or manufacturing facilities
4.Distribution channel | D.the ability or power to contain, absorb or hold
5.Indirect exporting E.setting up an export department or even an overseas sales branch
6.Direct exporting which actively uses the company’s own employees
7.Direct investment F.a network of organizations, including manufacturers, wholesalers
and retailers, that distributes goods or services to consumers
G.excess or revenues over outlays and expenses in a business
enterprise over a given period of time, usually a year

3aganue 31.

3anoJHMTE MPOIyCKH TepMuHamu o Teme International Trade:
1.The pinball machine has developed a
new market in the Middle East.
2. from video games and computers has hit small manufacturers.
3.Vincenti puts using a good at the top of his
lessons learned list.
4.When you’ve time, effort and money in making an export sale, you
want to get .
5.0ther lessons learned centered on :
6.You should be prepared to your product
to meet local :
7.Would-be exporters should make a firm to export.

8.A final lesson is to remember that appearances can be

TUITOBBIE 3AJIAHUSA )15 IIPOBEPKU COOPMUPOBAHHOCTU 3HAHUN JIJIS [TK-7

3aganmue 1.
IIpounTaiiTe TeKCT HA TeMy YPOBHH U cepbl ynpasJieHus:, codepurte u
NMPOAHAJU3UPYHTE HHPOPMALUIO O CJIeYIOLeM:
1. Ckaxxure, Kakue BOIIPOCHI PACCMAaTPUBAIOTCS B TEKCTE.
2. Cxaxxure, Kakas mpo0siemMa BBITEKAET U3 COACPIKaHMUS.
3. IlocTaBbTe K TEKCTY HECKOJIBKO BOIIPOCOB U 33j[aiiTe MX BallleMy TOBAPHILY, 3aT€M OTBETHTE
Ha €ro BOIPOCHI.
4. IMonTBepauTe TOUYKY 3pEHHS, U3T0KEHHYIO B TEKCTE, UCTIONb3Yys COOCTBEHHBIN IPUMED.
5. Beickakute MHEHHE 0 TpoYUTaHHOM. COOOLINTE U3BECTHBIE BaM JIOTIOJIHUTEIbHbIE CBEACHUS.
[Ipusenute mpumepsl, HakTbl, MOJOOHBIE OMUCHIBAEMBIM B TEKCTE.

Catherine Ng established an electronic watch company with 6 employees in 1979. The company
now has over 500 employees. Read the interview with the businesswoman.

What factors have made your business successful?

First of all, the advent of LCD watch technology in the 1970-s created a vast opportunity for us.
Although the Swiss were the first to develop a quartz watch, the support of the Swiss manufactures
was not strong as they overlooked the phenomenal growth potential of the market. They believed
their mechanical excellence would keep them leaders of the industry and that the quartz watch was
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only a gimmick and it would soon fade out. In fact this poor judgment led to the downfall of some
companies. As demand was greater than supply, therefore it wasn't difficult for me to get entry to
the market when I first set up my company. At the end of the first year the number of employees
increased to 20 and we moved from office premises to a factory. Our floor space increased from
the original 600 sg. ft. to 2000 by the end of the first year and the company grew more than tenfold
in the next five years.

And then a few years later, prices started to become very competitive as the retail market became
saturated .So | had to think about certain strategies to tackle this problem. I had to think up a short-
term strategy and develop some long-term planning. Like all our competitors, we developed new
products such as giftware and luxury items. For example, we designed products with a time device
in them and customers could print their logo on the product for promotional purposes. However
competition became severe. It reached a point that any product which had a time module in it
became less valuable.

In the short term we had to cut our costs. However for certain customers who are less price
conscious, | was able to upgrade the quality of our products, for example by offering better
batteries, a longer warranty. We did not want our customers to think we were ripping them off of
course if we charged a higher price. For customers who were less focused on quality we had to
reduce our prices. In the end our customers thought that our company offered quality products,
which were value for money while most of our competitors struggled for survival and cut prices
in a very competitive market. Some were even forced out of the market.

On the other hand, we also switched our capacity to producing clocks, cutting our watch production
and training our workers to assemble clock product. Watch production was based on an assembly
line. Well we bought components from suppliers and assembled the watches. Clock products
involved more components and we had to make them in house and the company started to install
machinery, hire designers and the work flow became more sophisticated and today we have
become one of the best known manufacturers in the world, with ISO 9001 certification.

What are the crucial factors behind your success?

The critical factors of our success, |1 would say, were our vision and our strategic planning. From
time to time we utilize management tools such as SWOT analysis to review our situation and make
necessary adjustments. Furthermore, we have made use of the Internet to promote our products,
for example we used an e-catalogue to start with, and lately we have developed a customer
relationship management system.

If 1 was asked what advice | would give to people looking for success in business, well, I would
say: be well prepared. Seize an opportunity ones it emerges and finally stay open-minded as
business can be developed by individuals, alliances, partnerships and joint ventures.

3aganmue 2.
IIpounTaiiTe TeKCT Ha Temy YPOBHH U cepbl ynpasJieHus:, codepure u
NMPOAHAJIU3UPYHTE HHPOPMAIUIO O CJIeYIOLIeM:
1. Ckaxxure, Kakue BOIIPOCHI PACCMATPUBAIOTCS B TEKCTE.
2. Cxaxure, Kakas rmpobsemMa BbITEKAeT U3 COJCPIKaHMUS.
3. ITocTaBbTE K TEKCTY HECKOJIBKO BOIIPOCOB U 3aJjaiiTe UX BallleMy TOBApHIIy, 3aTEM OTBETHTE
Ha €T0 BOIIPOCHI.
4. IMonTBepauTe TOUYKY 3pEHHS, U3T0KEHHYIO B TEKCTE, UCTIONb3Yys COOCTBEHHBIN IPUMED.
5. Beickakute MHEHHE 0 TpoYUTaHHOM. COOOLINTE U3BECTHBIE BaM JIONIOJIHUTEIbHbIE CBEACHUS.
[IpuBenute mpumepsl, HakThl, MOJOOHBIE OMUCHIBAEMBIM B TEKCTE.

Peter Drucker, the well-known American business professor and consultant, suggests that the work
of a manager can be divided into planning (setting objectives), organizing, integrating (motivating
and communicating), measuring performance, and developing people.

First of all, managers (especially senior managers such as company chairmen and directors) set
objectives, and decide how their organization can achieve them. This involves developing
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strategies, plans and precise tactics, and allocating resources of people and money. Secondly,
managers organize. They analyze and classify the activities of the organization and the relations
among them. They divide the work into manageable activities and then into individual tasks. They
select people to perform these tasks. Thirdly, managers practice the social skills of motivation and
communication. They also have to communicate objectives to the people responsible for attaining
them. They have to make the people who are responsible for performing individual tasks form
teams. They make decisions about pay and promotion. As well as organizing and supervising the
work of their subordinates, they have to work with people in other areas and functions. Fourthly,
managers have to measure the performance of their staff, to see whether the objectives set for the
organization as a whole and for each individual member of it are being achieved. Lastly, managers
develop people — both their subordinates and themselves.

Obviously, objectives occasionally have to be modified or changed. It is generally the job of a
company’s top managers to consider the needs of the future, and to take responsibility for
innovation, without which any organization can only expect a limited life. Top managers also have
to manage a business’s relations with customers, suppliers, distributors, bankers, investors,
neighbouring communities, public authorities, and so on, as well as deal with any major crises
which arise. Top managers are appointed and supervised (and dismissed) by a company’s board
of directors.

Although the tasks of a manager can be analyzed and classified in this fashion, management is not
entirely scientific. It is a human skill. Business professors obviously believe that intuition and
‘instinct’ are not enough; there are management skills that have to be learnt. Drucker, for example,
wrote in his book “An Introductory View of Management” that ‘Altogether this entire book is
based on the proposition that the days of the “intuitive” manager are numbered,” meaning that they
were coming to an end. But some people are clearly good at management, and others are not. Some
people will be unable to put management techniques into practice. Others will have lots of
technique, but few good ideas. Outstanding managers are rather rare.

3ananue 3.
IIpounTaiite TekcT Ha Temy OpraHu3anMOHHbIE CTPYKTYPHI, co0epuTe U
NMPOAHAJIU3UPYHTE HHPOPMAIUIO O CJIeYIOLIeM:
1. Ckaxxure, Kakue BOIIPOCHI PACCMAaTPUBAIOTCS B TEKCTE.
2. Cxaxure, Kakas mpobiemMa BbITEKAeT U3 COJCPIKaHMUS.
3. ITocTaBbTE K TEKCTY HECKOJIBKO BOIIPOCOB U 3aJjaiiTe UX BallleMy TOBApHIIly, 3aTEM OTBETHTE
Ha ero BOIPOCHI.
4. IMonTBepauTe TOUYKY 3pCHUS, U3T0KEHHYIO B TEKCTE, UCTIONIb3Yys COOCTBEHHBIN IPUMED.
5. BoickaxuTe MHeHHE 0 TpouynTaHHOM. COOONINTE N3BECTHHIE BaM JIOTIOJHUTENbHbIE CBEICHUSI.
[Ipusenute mpumepsl, HakThl, MOJOOHBIE OMUCHIBAEMBIM B TEKCTE.

No business can continue to function in the same way forever. Companies that refuse to change
with time risk losing their competitive edge, their market share and consequently their profitability.
To survive and remain competitive in the fast evolving business environment companies need to
be responsive, flexible, capable of anticipating and managing change. This continuous adjustment
to change is commonly referred to as “restructuring”. Restructuring occurs — or should occur —
when the organization can no longer meet the needs of the business. There is a doctrine in business
planning that structure follows strategy; the organization's structure should be aligned to fit its
strategic needs. When strategies change, then the structure must adapt.

Restructuring leads to changes in the organizational setup, it can take many forms and involve
a change in a company's structure, strategy, policies, procedures, or culture. It can be massive,
affect an entire enterprise and might take years, e. g. it took Toyota company 15 years to change
its organizational structure, or may affect a few employees within one department. In any case,
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regardless of the type and scope, organizational change means letting go of the old ways in which
work is done, and adjusting to the new ways.

One of the most powerful drivers of change involving enterprise restructuring is globalization.
As the 21% century unfolds, the significance of national economies is declining. Globalized
markets aren't only expanding business opportunities, they are also intensifying competitive
pressures. To succeed in the current economic climate, companies need to think and act globally.
It means exploring new markets, diversifying into new areas, reaching out to new groups of
consumers, which in its turn means competing with bigger players on the world trade arena. This
current trend towards the liberalization of markets is the main reason behind restructuring. To
remain competitive companies shift from old recruitment and personnel management practices.
Traditional management structures were bureaucratic and hierarchical. Now management experts
see wisdom in flatter organizations with wider roles and responsibilities for each member of the
team. Job flexibility and empowerment are key features of new structures, but successful
implementation requires changes in the communication and reporting policies of the organization.
While new enterprises can start with these paradigms, old companies have to restructure
themselves. New methods of work, for example outsourcing of certain tasks by subcontracting
self-employed people, telecommuting or adjusting work hours by employing some people only for
the days when there are work peaks require new methods and practices and it can also trigger
restructuring and organizational changes.

Rapid technological change, new communication and information technologies, innovations in
materials and work processes may require restructuring to keep up with the times. Companies,
whose technological base and expertise are obsolete, are driven out of the market.

Organizational change is often a response to changing demographics. The increasing presence
of women and minority groups, ageing of the population, especially noteworthy in industrialized
economies, have led to the development of new work practices, e.g. work arrangements such as
flexible hours and job sharing are becoming more popular. Companies need to reconsider benefits
and compensations which are more suitable for women and elderly people, to offer different
pension plans and devise new strategies to retain employees.

In many cases the need to restructure originates from poor management practices, such as a
short-term focus or failure to anticipate future needs, poor marketing strategy, profit losses,
financial constraints, inability to adapt and find new markets, high employee or production costs.

3ananue 4.
IIpounTaiiTe TekcT Ha TeMy MeHeIKMEHT, co0epuTe M MPOAHAIN3HPYIiTe
HH(OPMALHIO O CJIeYIOLeM:
1. Ckaxxure, Kakue BOIIPOCHI PACCMAaTPUBAIOTCS B TEKCTE.
2. Cxaxure, Kakas rmpobjemMa BbITEKAeT U3 COJCPIKaHMUS.
3. ITocTaBbTE K TEKCTY HECKOJIBKO BOIIPOCOB U 3aJjaiiTe UX BallleMy TOBApHILly, 3aTEM OTBETHTE
Ha €T0 BOIIPOCHI.
4. IMonTBepauTe TOUYKY 3pEHHS, U3T0KEHHYIO B TEKCTE, UCTIONb3Yys COOCTBEHHBIN IPUMED.
5. Beickaxute MHEHHE O TpounTaHHOM. COOOIINTE U3BECTHBIE BaM JIOTIOJIHUTENIbHBIE CBEICHUSL.
[Ipusenute nmpumepsl, HakThl, MOJOOHBIE OMUCHIBAEMBIM B TEKCTE.

The legendary chairman of GE, management theorist, strategic thinker, and corporate icon who
made it to the top despite his working-class background. If leadership is an art, then surely Welch
has proved himself a master painter.

“The two greatest leaders of this century are Alfred Sloan of General Motors (GM) and Jack Welch
of General Electric (GE)”, - says Noel Tichy, a longtime GE observer and University of Michigan
management professor. “And Welch would be the greater of the two because he set a new,
contemporary paradigm for the corporation that is the model of the 21% century.”
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Jack Welch was 45 when he took control of the company that documented sales of just under $ 28
billion, and an estimated market value of around $ 14 billion. When Welch retired in 2001, the
company's estimated market value was $ 410 billion. When the legendary manager took over as
CEOin 1981 it was a slow-moving old-line American industrial giant with 9 layers of management
which he transformed into a keenly competitive global corporation. Welch reshaped the company
through more than 600 acquisitions and a forceful push abroad into newly emerging markets.

How was he able to wield so much influence and power over one of the most complex
organizations in all of American business? Many managers struggle daily to lead and motivate
mere handfuls of people. Many CEOs wrestle to squeeze just average performance from
companies a fraction of GE's size. How did Welch, who sat atop a business empire with $ 304
billion in assets and 276 000 employees in more than 100 countries, do it?

He did it because he believed that any component of the company had to be profitable.
Productivity, efficiency and profitability were the optimum words of the day. If employees failed
to be productive, they were relieved of their duties. If a division was of no value, it was discarded.

He did it because he was and he is and has always been a fierce believer that people are company's
most valuable asset. “You build the best team, you win. Hire the right people, hire the best. Human
capital determines the long-term success of any company”.

He did it because he created something unique at a big company: informality. Making the
company informal means violating the chain of command, communicating across levels, paying
employees as if they worked not for a big company but for a demanding entrepreneur where
everyone knows the boss. Everyone, from secretaries to factory workers called him Jack. Every
week there were unexpected visits to plants and offices, hurriedly scheduled lunches with
managers several layers below him. “We are pebbles in the ocean, but he knows about us,” — said
Brian Nailor, fortysomething marketing manager of industrial products.

He did it through sheer force of personality, coupled with passion for winning the game of
business. “The world will belong to passionate, driven leaders...”

Jack Welch may have come from very humble beginnings, but he faced the challenge and rose to
become one of the most influential CEOs of all time. He has written several bestselling books on
management and recently founded the Jack Welch Management Institute. His trademark “the
Welch Way” has become an online MBA program and he is frequently called upon as a
commentator for various business programs on television. Welch is an example for many, and he
has the exact traits needed to be close to perfection as a manager.

3aganme 5.
IIpouuraiite TekcT HA TeMy MeHeI:KMEHT, co0epuTe M MPOAHAJIN3UPYITE
UHGOPMaALHIO 0 CJIeaYIOLIeM:
1. Ckaxute, Kakue BOMPOCHl PACCMATPUBAIOTCSI B TEKCTE.
2. Ckaxute, Kakas mpobieMa BBITEKaeT U3 COICPIKaHUSL.
3. IlocTaBbTe K TEKCTY HECKOJIBKO BOIPOCOB U 3aJ[aiiTe WX BallleMy TOBapHIILy, 3aTEM OTBETHTE
Ha €ro BOIIPOCHI.
4. IloaTBepauTe TOUKY 3pEHUS, U3I0KEHHYIO B TEKCTE, UCIIONb3YsI COOCTBEHHBIN MPUMED.
5. Beickaxxute MHEHHE 0 TpoYnTaHHOM. COOOIINTE U3BECTHBIE BaM JIOTIOJHUTEIbHbIE CBEICHUS.
[TpuBenute npumepsl, GakThl, IOJOOHBIEC ONUCHIBAEMBIM B TEKCTE.
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Leadership is needed at all levels in an organization. It is likely, however, that the
leadership qualities required by a supervisor or manager are not the same as those required by the
chief executive of a company. It is, therefore, difficult to define leadership satisfactorily.

A typical definition is that the leader “provides direction and influences others to achieve
common goals.” This is true in the case of supervisors and managers, but is it a good definition of
the leader of an organization? A chief executive must indeed give “direction’ but he must do much
more than that. He has to create ‘a sense of excitement’ in the organization, and convince staff that
he knows where the business is going. In addition he must be a focus for their aspirations. As Peter
Drucker, the American writer, says, ‘Leadership is the lifting of a man’s vision to higher sights,
the raising of a man’s performance to a higher standard, the building of a man’s personality
beyond its normal limitations.”

An important analysis of leadership has been made by Fred Fielder, Professor of
Psychology and Management at the University of Washington. For over twenty years, he has
carried out research into effective leadership in a number of organizations — businesses,
government agencies and voluntary associations. Fielder observed how leaders behaved, and he
has identified two basic leadership styles.

Task-motivated leaders ‘“tell people what to do and how to do it.” Such leaders get their
satisfaction from completing the task and knowing they have done it well. They run a ‘tight ship’,
give clear orders and expect clear directives from their superiors. This does not mean that they
show no concern for other people. But their priority is getting the job done.

Relationship-motivated leaders are more people-oriented. They get their satisfaction from
having a good relationship with other workers. They want to be admired and liked by their
subordinates. Such leaders will share responsibility with group members by encouraging
subordinates to participate in decisions and make suggestions.

Throughout his work, Fred Fiedler emphasized that both styles of leadership could be
effective in appropriate situations. There was no best style for all situations. Effective leadership
depended on matching the leader to the task and the situation.

In a book called The Winning Streak, the authors studied leadership in some top British
companies. The managers of those companies believed that effective leadership was a crucial
factor in their organizations’ success.

The authors were able to identify some characteristics of the chairmen and chief executives
of the companies, which made them good leaders: firstly, the leaders were visible’. They did not
hide away in some ivory tower at Head Office. Instead, they made regular visits to plants and sites,
toured round their companies and talked to employees. Leaders made their presence felt. There are
some fascinating examples of this practice. Sir Hector Laing, Chairman of United Biscuits, travels
around his company with a jug of orange juice. He uses this to show employees how the company
profits are divided up between employees, reinvestment, dividends, tax etc. Lord Sieff, Chairman
of Marks and Spencer until 1984, kept close contact with his staff. Once, when there had been
heavy snowfalls, he drove from London to Chatham — a long way — from just to thank sales
assistants for turning up in spite of the weather. Lord Sieff had the habit of making telephone calls
every Saturday, at about 5 p.m. to a few stores, chosen at random. He wanted to know how the
day’s trading had gone. No doubt, by doing this, he kept the staff on their toes. And he showed
them that the Chairman had not forgotten them!

Another example of being “visible’ is provided by Brian Nelson, group Managing Director
of Bulmer, the cider-making firm. Every six months, he goes out in a lorry which delivers cider,
and works as the lorry driver’s mate. This gives him the opportunity to learn about the delivery
service, and to talk frankly to employees about problems.

Besides being visible, the leaders of these top companies provided a ‘clear mission’. In
other words, they knew where the organization was going and persuaded staff to follow them.
Sometimes, they spelled out the mission in a written statement. For example, Saatchi and Saatchi,
the advertising group, include a statement of their principles in all annual reports. The statement
says that Saatchi and Saatchi must be “sharp in the definition of their long-term objectives.” And
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the documents also cover matters like employees, clients, creativity, market position and
profitability.

Finally, successful organizations have clear values. And it is the job of the leader to show
what they are. As Douglas Strachan, Managing Director of Allied Lyons Beer Divisions, says,
“You have to keep telling people your values. If you repeat it often enough, it does go down the
line.” Thus, the leader is not only someone who ‘lifts aman’. He/She must also protect and promote
the organization’s values.

3aganmue 6.
IIpounTaiiTe TekcT Ha Temy MapKeTHHTI, co0epuTe U NPOAaHAJIU3HPYiTe
HH(OPMALHIO O CJIeYIOLIeM:
1. Ckaxxure, Kakue BOIIPOCHI PACCMAaTPUBAIOTCS B TEKCTE.
2. Cxaxure, Kakas rmpobjemMa BbITEKAeT U3 COJCPIKaHMUS.
3. ITocTaBbTE K TEKCTY HECKOJIBKO BOIIPOCOB U 3aJjaiiTe UX BallleMy TOBApHIIly, 3aTEM OTBETHTE
Ha €T0 BOIIPOCHI.
4. ITonTBepauTe TOUYKY 3pEHHS, U3T0KEHHYIO B TEKCTE, UCTIONb3Yys COOCTBEHHBIN IPUMED.
5. Beickakute MHEHHE 0 TpoYuTaHHOM. COOOLINTE U3BECTHBIE BaM JIOTIOJIHUTENIbHbIE CBEACHUS.
[Ipusenute nmpumepsl, HakThl, MOJOOHBIE OMUCHIBAEMBIM B TEKCTE.

HOW TO SELECT THE BEST CANDIDATES — AND AVOID THE WORST

(by Adrian Furnham)
Investing thousands of pounds in the recruitment and training of each new graduate recruit may
be just the beginning. Choosing the wrong candidate may leave an organization paying for years
to come.
Few companies will have escaped all of the following failures: people who panic at the first sign
of stress; those with long, impressive qualifications who seem incapable of learning;
hypochondriacs whose absentee record becomes astonishing; and the unstable person later
discovered to be a thief or worse.
Less dramatic, but just as much a problem, is the person who simply does not come up to
expectations, who does not quite deliver; who never becomes a high-flyer or even a steady
performer; the employee with a fine future behind them.
The first point to bear in mind at the recruitment stage is that people don’t change. Intelligence
levels decline modestly, but change little over their working life. The same is true of abilities, such
as learning languages and handling numbers.
Most people like to think that personality can change, particularly the more negative features such
as anxiety, low esteem, impulsiveness or a lack of emotional warmth. But data collected over 50
years gives a clear message: still stable after all these years. Extroverts become slightly less
extroverted: the acutely shy appear a little less so, but the fundamentals remain much the same.
Personal crises can affect the way we cope with things: we might take up or drop drink, drugs,
religion or relaxation techniques, which can have pretty dramatic effects. Skills can be improved,
and new ones introduced, but at rather different rates. People can be groomed for a job. Just as
politicians are carefully repackaged through dress, hairstyle and speech specialists, so people can
be sent on training courses, diplomas or experimental weekends. But there is a cost to all this
which may be more than the price of the course. Better to select for what you actually see rather
than attempt to change it.

3aganmue 7.
IIpouuraiite TekcT HAa TeMy MapKeTHHI HA PbIHKe, COOepUTe U NMPOAHAJTIM3UPYIiTE
UHGOPMaALHIO 0 CJIeAYIOIIeM:
1. Ckaxute, Kakue BOMPOCHl PACCMATPUBAIOTCS B TEKCTE.
2. CkaxuTe, Kakas mpobiaeMa BBITEKaeT U3 COICPIKaHUsL.
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3. IlocTaBbTe K TEKCTY HECKOJBKO BOIIPOCOB U 3aJlaiiTe WX BallleMy TOBapHIILy, 3aTEM OTBETHTE
Ha €ro BOIPOCHI.

4. IloaTBepauTe TOUKY 3pEHUS, U3I0KEHHYIO B TEKCTE, UCIIONb3YsI COOCTBEHHBIN MpUMED.

5. Beickaxute MHEHHE 0 TpounTaHHOM. COOOIINTE U3BECTHHIE BaM JIOTIOJTHUTEILHBIC CBEICHUSI.
[TpuBenute mpumepsl, GakThl, IOJOOHBIE ONUCHIBAEMBIM B TEKCTE.

WHEN A FOUNDER STEPS DOWN
Handing over the family business often sets off a bitter feud. Tony Bogod, a family-firms
consultant, regularly asks psychologists for help. ‘Although I trained as an accountant, I now find
myself working more with feelings than with figures,” he says. ‘I really need a leather couch in
my office.” One owner-manager had handed over the running of his printing business to two sons.
But the brothers fought furiously. Bogod says: ‘One day the father phoned me in tears, saying, “all
I want is for them to be happy.” This case follows a general trend for fathers who pass their
businesses to sons. ‘Father-son succession is much harder than father-daughter,” says Bogod.
‘When a son goes into the business, it is about proving himself, being competitive, and wanting to
make his father proud. But with a daughter, it is about support and wanting to be there for him.’
Bogod believes that starting an early discussion about passing on the business is the key to a
successful handover. Even though talking to parents about retirement is hard, you should start
doing it ten years before they retire.
Barbara Murray, a family-business expert, believes that failing to talk is not the only pitfall. ‘A
common mistake that people make’ says Murray ‘is that when they are nervous about who is going
to be the next leader they try to solve the problem very quickly without exploring it properly. So
it’s automatically the oldest son or the daughter with the business degree who gets the company.
What they should really do is have an honest look at what the business needs, then find someone
who is not directly involved in the firm. The outsider can say if the skills the business needs are in
the offspring.’
Before making a final choice, owner-managers should consider another factor, says Andrew
Godfrey of Grant Thornton, the accountant. “You need to know what you want to do with your
business before you select a successor. Until you know where the business is going, you don’t
know what kind of leader you need-is it a cost-cutting man or a marketing man?’
Leaving the decision on succession to the board spells trouble says Godfrey. ‘“If you don’t choose,
you’ll end up with a committee. Rule by committee is disastrous. Nothing happens, you get a
business vacuum and the firm drifts.” Many families fall out when the company founder stays on
past retirement, says Godfrey. ‘There has to be a plan about how the older generation is going to
exit the business. To do this they need to have enough money outside the company to make
themselves financially independent.’
But choosing a successor is just too hard for a lot of owner-managers. ‘The classic mistake is the
father who retires and just cannot tell his children who is going to be managing director. He says,
‘you can sort it out when | am dead.” This will keep a lid on it while he is alive. But as soon as he
dies, you can be sure that the family will have its own version of world war three.’

3aganmue 8.

[IpounTaiiTe 3KOHOMHYECKYIO CTATHIO U OTBETHTE HA CJIeyIOlHe BOMPOCHI:
1. Ckaxxure, Kakue BOIIPOCHI paCCMATPUBAIOTCS B CTAThE.
2. Cxaxure, Kakas mpobemMa BbITEKAeT U3 COJCPIKaHMUS.
3. 3ajaiiTe K cTaTbe HECKOJIBKO BOIIPOCOB M 3a/laliTe X BallleMy TOBApHIIly, 3aTEM OTBETHTE HA
€ro BOIPOCHI.
4. ITonTBepauTe TOUKY 3pCHUS, U3JIOKEHHYIO B CTaThe, HCIIOJIB3Ysl COOCTBEHHBIN pUMeEp.
5. BeickaxuTe MHEHUE O MPOYUTaHHOM,. COOOIINTE U3BECTHBIE BaM JI0MOJIHUTEIbHbBIE
ceenenus. [IpuBenute mpumepsl, (pakThl, MOT0OOHBIC ONTUCHIBAEMBIM B CTaTheE.
6. [Tomymaiite, Kak U r/ie BBl MOXKETE UCIIOJIb30BATh U3BICYEHHYIO U3 CTaThi HH(GOPMAIIHIO.
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7. Onpenenure, HYXKHO JIM BaM 0oJjiee IeTaIbHO 03HAKOMHTHCS C TEKCTOM ISl HCTIONIB30BAHUS
NOJy4YeHHOH nH(popMmalmu B Bamei Oynymieil mpodeccnoHaIbHON AeATEIbHOCTH.

The Case for Chain Mud Pump Drives
There are literally thousands of oil field mud pumps running today by chains and sprockets, and
many by V-belts. In most cases it is no accident that a particular pump is driven the way in is.

Different types of installations require different means of powering in order to get the most
economical operation. Our purpose in getting into this subject is to outline the areas of use where
chain drives are particularly advantageous. The primary consideration is total cost per horse-
power-hour. Initial cost is part of this, but also included are moving costs and maintenance costs,
including down time.

If we were to drive a pump mounted on a steel frame upon which the prime mover was also
carefully mounted, alignment would be no particular problem, and advantage could then be taken
of a chain drive with its smaller space requirement, lighter weight, and lower cost per
horsepower-hour. Because offshore equipment, inland barges, and also many land rigs are
arranged with unitized construction, chain drives are used predominantly in this type of
application.

However, a pump skidded by itself on the ground is subject to drive misalignment. Even though
there is more cost in providing a motor takeup mounting and more massive components for the
V-belt drive, ins ability to accept greater misalignment than a chain drive results in service life
which makes in more economical in this particular instance. Finally, when a prospect has been
identified and evaluated and passes the oil company's selection criteria, an exploration well is
drilled in an attempt to conclusively determine the presence or absence of oil or gas. Oil
exploration is an expensive, high-risk operation. Offshore and remote area exploration is
generally only undertaken by very large corporations or national governments. Typical shallow
shelf oil wells (e.g. North sea) cost USD$10 - 30 million, while deep water wells can cost up to
USD$100 million plus. Hundreds of smaller companies search for onshore hydrocarbon deposits
worldwide, with some wells costing as little as USD$100,000.

3ananue 9.

[IpounTaiiTe 3KOHOMHYECKYIO CTATHIO U OTBETHTE HA CJIeyIolIHe BONMPOCHI:
1. Ckaxxure, Kakue BOIIPOCHI PAaCCMATPUBAIOTCS B CTAThE.
2. Cxaxure, Kakas mpobiemMa BbITEKAeT U3 COJCPIKaHMUS.
3. 3amaiiTe K cTaThe HECKOJILKO BOIIPOCOB U 33/1aliTe WX BallleMy TOBapUILly, 3aT€M OTBEThTE Ha
€ro BOIPOCHI.
4. ITonTBepauTe TOUYKY 3pCHUS, U3JI0KEHHYIO B CTaThe, UCIIOJIB3Ysl COOCTBEHHBIN IpUMeEp.
5. BeickaxuTe MHEHUE O MPOYUTaHHOM,. COOOIINTE U3BECTHBIE BaM JI0MOJIHUTEIbHbBIE
ceenenus. [IpuBenute npumepsl, (pakThl, MOT0OOHBIC OMTUCHIBAEMBIM B CTaTheE.
6. [Tomymaiite, Kak U I/ie BBl MOXKETE UCIIOJIb30BATh U3BICUEHHYIO U3 CTaThU UH(GOPMAIHIO.
7. Onpenenure, Hy>KHO JI BaM OoJiee 1eTalbHO 03HAKOMUTBCS C TEKCTOM JUTSl HCIIOJIB30BAHUS
MOJTyYeHHOUM HHpOpMAaIMK B Baliei Oyaymeld mpodecCHoHaTbHON AesTETbHOCTH.

Proper tool is a good investment

Pump-part manufacturers provide other tools to allow users to extract maximum cost from mud-
pomp parts. A hydraulic valve-seat puller, for example, is almost a necessity for high-pressure
pumps. The cost of damage that can be done by truing to «torch out» a seat will typically pay for
a good hydraulic tool. And the tool can serve for many years. A knocker should be used to
remove pistons from roads; a single hammer «ding» on a rod can mean premature failure with
related lost time and expense. Install rod packing according to instructions. Different kinds of
packing require different tightening procedures for proper operation. And all parts
manufactures agree that matching springs, seats, and valves should be used.
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Valves and seats do not all weigh the same and hence demand different springs to match opening
pressures. When to replace? Ideally, of course, parts should be replaced just before failure. When
pump pressure falls, it’s too late! This means the best way to insure optimum part and pump life-
achieve minimum operating costs coupled with maximum pump efficiency-and make sure there
is always at least one mud pump working is to: (a) keep accurate records of operating hours, and
(b) inspect often those parts readily accessible. Various types of elapsed time recording devices
are available; when drilling is critical, the cost of even the most expensive us virtually
inconsequential compared to having to stop drilling.

A final note. Pump-part technology is very advanced and proven. Manufacturers have had
experience in almost all environments and working conditions, and their help can be significant.
But the only group who ultimately can design and implement effective mud-pump-part programs
are those on the rig. The accompanying check-list may help.

3amanue 10.
HqunTaﬁTe TEKCT, OTBETHTEC HA BONIPOCHI 110 €r0 COACPKAHNIO U BBITIOJIHUTE 3aJaHUC
mocJjie TeKcCra.
Market and Command Economies

Economics is a science that analyses what, how, and for whom society produces. The central
economic problem is to reconcile the conflict between people's unlimited demands with society's
ability to produce goods and services.

In industrial Western countries markets are to allocate resources. The market is the process by
which production and consumption are coordinated through prices.

In a command economy, a central planning office makes decisions on what, how, and for
whom to produce. Economy cannot rely entirely on command, but there was extensive planning
in many Soviet bloc countries.

A free market economy has no government intervention. Resources are allocated entirely
through markets.

Modern economies in the West are mixed and rely mainly on the market but with a large dose
of government intervention. The optimal level of government intervention remains a problem
which is of interest to economists.

The degree of government restrictions differs greatly between countries that have command
economies and countries that have free market economies. In the former, resources are allocated
by central government planning. In the latter, there is not any government regulation of the
consumption, production, and exchange of goods. Between the two main types lies the mixed
economy where market and government are both of importance.

1. What is the central economic problem of a society?

2. What is the market?

3. What is the function of the market in an industrial country?

4. How are decisions made in a command economy?

5. In what way does a free market economy differ from a command economy?

6. To which type do most economies in the West belong?

0) ITogymaiite u cCKaKuTe:

1. To which type does the economy of present-day Russia belong?

2. Is the level of government regulation growing or falling in Russia's economy now?

BriGepuTe moaxosiee mo CMbICTY CIIOBO M3 MIPEAJIaraéMbIX B CKOOKaX BapUaHTOB.

1. (A command economy /a free market economy) is a society where the government makes all
decisions about production and consumption.

2. (Economics/Economy) studies how markets and prices allow society to solve the problems
of what, how, and for whom to produce.
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3. Every economist sees (the restriction/the importance) of the question of what, how, and for
whom to produce.

4. Nations have different (consumption / levels) of farm production.

5. When (the price /the importance) of some goods grows, people will try to use less of them
but producers will want to produce more of them.

6. In (mixed/both) countries, Canada and the USA structural changes in the agricultural sector
of economy have become of interest to economists and general public in the 80s and 90s of the
20th century.

7. After years of competition between command and market economies, (the former / the
latter) gave way in many countries of the world to (the former/ the latter).

7.3.2. Tunosble 3a1aHus U (MJIN) MATEPHAJIBI IS OLEHKH YMeHUil
THUITIOBBIE 3AJAHWS J1JIS1 ITIPOBEPK COOPMHPOBAHHOCTHU VMEHUN JJLSL OK-4

3ananmue 1.

KoMnanuu HCIOIB3YHOT Pa3Hbie METOAbI HCCJIE0BAHNA PHIHKA, KOTOPbIE MOTYT TOYHO
BBISIBUTD, YTO HA YMe Y oTpeouTe 5. B mapax coctaBbTe CIMCOK 3THX Pa3JIHYHBIX
NPUEMOB M 00CyIMTe UX IPeuMylIecTBAa U HexocTaTKu. Mcnosib3yiiTe JIEKCHKY 110 TeMe
Marketing.

To identify attractive markets — onpedenums 6vicoonwie pvinku

To enter/ to penetrate the market/ to gain a market foothold — ewiiimu na peinox

To abandon, to get out of, to leave the market — yiumu ¢ pvinka

To drive smb out of the market — suimecrhums ¢ pvinka

To corner, to monopolize the market — morononusuposams peinox

To expand markets, to gain entry to new markets — pacuupums pvinku, 3a60esamo 6bix00 Ha
HOBbLE PbIHKU

Market segment — ceemenm pwvinka; market segmentation—ceamenmayus peinka; to spot market
opportunities through market segmentation—o6rapyasrcums 603moxcHOCMU PLIHKA C ROMOWBIO €20
ceemenmayuu;, t0 refine market segmentation — cosepuencmesosamo cecmenmayuio pvlHka
Market niche, to search for a market niche, to satisfy a market niche — pwinounas nuwa, uckamo
PBIHOUHYIO HUULY, YOOBIEMBOPSIMb NOMPEOHOCIU PLIHOYHOU HUULU

To establish one’s own niche — natimu ceoro nuwy (a well-established company— xomnanus ¢
MEEPOLIMU NOZUYUSIMU HA PHIHKE)

Key players / Market leader/ Market challenger/ Market follower / a definite market leader/

a weak/complacent market leader; a distinct market challenger — ocnogmwie uepoxu, 1uoep poinka,
KOMNAHUS/NPOOYKM, 3AHUMAIOUUTL 2 MeCO 30 TUOEPOM, OCMATIbHbLE USPOKU, ONPEOeNEHHO TUOeD
puinkalcnabwiil, He3HauUMenbHbLI TUOEP PLIHKA, 04eBUOHbII KOHKYDEHM

To adapt to a changing business environment — adanmuposamucsi k usmeneHuro 0enosotl cpeovl
To respond to market conditions, an immediate response — ompeazuposams Ha ycio6us pvlHKA,
MCHOBEHHAS PEAKYUs]

To move downmarket/upmarket —nepetimu 6 opyeoii, 6onee dewéswiii [0opocoti ceemenm pvinka

Market share — 0o pvinka

To build market share — cozoams domo na poinke

To increase/ to expand one’s market share — yseruuumo/pacuupums 0onro peinka

To win a large market share — zasoesams 6ovuLyio donio poinka

To protect market share (against competitors) — sawuwams donio pviHKa om KOHKYpeHmo8
The second largest market share — emopas no seruuune donsn pvinka

The marketing concept — konyenyus mapkemunea
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Marketing-oriented /marketing-led company — komnanus, opuenmuposannas Ha peiHOK

Market research — uccredosanue, uzyuenue poinka

Extensive market research / Cutting edge market research — mwamensnoe uccredosanue poinka
To carry out / to do market research — nposecmu uccredosarnue poirka

To employ market research techniques — ucnonbz06ame mexnuku mapkemunz06020 UCcie008aHUs
To collect data (primary data, secondary data) — coopams ceedenus (nepsuunvle, smopuunwie)

To spot/identify market opportunities — ssisz6ums 603moxcnocmu poinka

To score exceptionally well in market research — ouens xopowo npossume cebs 6 xooe
MAPKEMUH208020 UCCLEO0BAHUS

To conduct surveys — nposecmu onpoc

To set up a focus group — cozoams pokycuyro epynny

To anticipate a consumer need — npedsocxumums HyHCObI NOKYnameneu

To find out the needs of customers, to identify a consumer need, to find out, to reveal what is on
the consumer’s mind,— gwvisicnums, umo nokynamenio Hy’cHo

To test buying habits/ to study consumer behavior — nposepums noxynamenvckue npueviuxu,
usyuums nogedeHue nompeobumenell

To find good sales prospects, prospecting — ratimu xopowux nomenyuaibHblx noKynamenei

To develop a marketing plan/ to set up the marketing strateqy — paspabomamo mapxemumneogutii
nAaH; paspadomames MapKemuH208y0 CIMpyKmypy

To choose target customers, a target audience — suviopams yenesvlx nokynamenet

To evaluate the target market —oyenumeo yenesoti pvirnok

To create a psychological profile of each segment — cozoamw ncuxonocuueckuii npogune kaxcoozo
cezmenma

To design a persuasive marketing mix —paspabomams ybedumenvHvlil KOMIIEKC MAPKemunaa
To develop a marketing mix that is suited to the market — paspa6omame xomnaexc mapkemunea
COOmMBemcmayowull OAHHOMY PIHKY

To be targeted at specific market segments / products specifically adapted to particular segments
— Obimb HAYeleHHLIM HA OnpeoeléHHble ceeMeHmbl pulHKal npoodykmul adanmupoanHvle K
ONPeOenénHbIM Ce2MeHMAaAM

To tailor products to customer needs —cozdams npodykmul, omeeuarowue HyHcoam noKynamenetl
To serve the needs of customers (about a product) — coomeemcmeosame nyscoam nokynamenet
To satisfy changes in consumer needs —yoosremesopumo usmenenust wyxco nompebumerneii

A consumer product — npodykm maccosoco nompebenus

To compete, competitor, competition (intense, fierce, stiff, tough # low key) — konxypuposameo,
KOHKYypenm, koukypenyus (océcmras, crabas)

To operate in highly competitive market; extremely competitive areas — pabomamso na puinke c
CUTIbHOU KOHKYPeHYuell;, 001acmu ¢ 4pe38blualiHo 8bICOKOU KOHKYPeHYuell

Competing products — korxypupyrowue npooyxkmol

To give a product a competitive advantage — oams npodykmy KoHKYpeHmHOe Npeumyuecneo

To put smb clearly ahead of one’s competition (e.g. about a strategy, a USP — a unique selling
point/ proposition) — nossoaums Komy-1ubo evipsamecsi 6 audepwvl (0 cmpamecuu, YHUKATbHOM
ceolicmee npooykma)

To perform a SWOT analysis — nposecmu ananus cunvhuvix, c1abblx CmopoH, 803MONCHOCHEL U
yepo3

To maintain a steady demand for — noddeporcusams nocmosmunwlii cnpoc na

To stretch a brand into other areas = to diversify — ousepcughuyuposamo npooyxm

To set a price (that will cover the costs and return a profit) — ycmanosumo yeny, komopas noxpoem
Pacxoovl u npuHecém npudbLib

Pricing option — yenoswle onyuu

To be priced above/ with/ below the market — umems yeny svrue\napasue c\ nusice pvinounoii
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To be priced in a range near competing products —umems yeny mapasne ¢ KOHKYypeHmMHbIMU
npoOOYKmamu

To price attractively, an attractively priced product — ssicmasume npuenexamenvuyro yemy,
NpUBeKamenvbubvlil o yene npooyKm

Price-conscious / price-sensitive buyers— mokynarenu, obpawaowue SHUMAHUE HA YEHY,
yyecmeumenbHvie K yene noKynamenu

To drive the customer away — omnyenyms nokynamess

To draw in competitors — npusneus Konkypenmos

To distribute via outlets (points of sale) — pacnpedensmes uepes mopeosvie mouku

Distribution / distribution channel = a channel of distribution— cowsim, kanan covima

3ananue 2.

IMoaroroBbTe pa3BepHyThie MMCbMEHHbIE OTBETHI Ha Bonpockl mo Teme Marketing:
1.What is market? Give the definitions of market leaders, market challengers and market followers.
2.What is marketing? What are non-profit organizations involved in?
3.What are the major marketing functions?
4.What is market research? Why is market research necessary? What data may be collected in the
process of market research? What market research techniques can be employed?
5.What does a marketing strategy include? What is implied by a PEST ANALYSIS?
6.What is the target market? What are the four basic methods for segmenting a market?
7.Why are firms becoming more customer-oriented and less product-oriented? What are the three
approaches that a firm can opt for in order to serve a particular segment?
8.What is the total marketing concept or the marketing mix? What are other Ps of marketing?
9.How do companies decide on a product price? Speak about three pricing options.
10.What does placement involve? What is a common channel of distribution?

3ananue 3.
ITocMoTpHTE HA CIIMCOK PEKJIAMHBIX HHCTPYMEHTOB HUKe M IIPOAHAJIM3HPYHTE
BbIOpaHHBII BaMu OpeH ¢ TOYKH 3peHusi crpaTteruu npoaaK. [loaroroBsre ycTHYI0
Npe3eHTAINI0, HCIOJIb3Ysl JeKcuKy mo Teme Marketing.

PROMOTIONAL MIX

Advertising

Public Relations

Sales Promotions (PR)

Personal Selling

Events (memorable occasions in-store, on the street, in any unusual location)

Sponsorship of sports teams, music groups... (sponsoring events)

Endorsements (signing a celebrity and using their status to endorse a brand)

Trade Promotions to retailers (financial incentives to stock a new product or give more space,
visibility to existing products (e.g. shelf height and aisle position)

Product placement in films (featuring a product in a film or TV programme)

Telemarketing( selling to customers over the phone)

Viral marketing (online through social networking websites and friend emailing video clips)
The term “guerrilla marketing” covers all unconventional techniques — from viral marketing to
the distribution of the products on the beach.

3aganue 4.
IMoaroroBbTE pa3BepHyThie MMCbMEHHbIE OTBETHI Ha Bonpockl mo Teme Marketing:

1. What is promotion? What are the main functions of promotion?
2. What are the four promotional tools?

56



3. What is the aim of sales promotion?
4. What are the functions of personal selling? Why is it used sparingly?
5. What do public relations deal with? What is the most important element of PR?
6. What is the difference between publicity and advertising?
7. What are the different media for advertising?
8. What is the difference between product and corporate advertising?
9. Why do most companies use advertising agencies? What are the roles of both parties?
10. What is a media plan?
11. What is the “threshold effect”? Why does advertising become ineffective after a certain point?
12. What are the main functions of advertising?
3ananue 5.
HOCMOTpI/ITe Ha CIIMCOK PERJIAMHBIX HHCTPYMECHTOB HUKE U l'lpOﬂHﬂ.]'lPBprflTQ
BbIOpaHHBI BaMu OpeH/ ¢ TOYKH 3peHusi crpaTteruu npoaa:K. [loaroroBsre ycTHYI0
Npe3eHTAINI0, HCMOJIb3Ysl JJeKCHKY 1o TeMe Promotion.

PROMOTIONAL MIX

Advertising

Public Relations

Sales Promotions (PR)

Personal Selling

Events (memorable occasions in-store, on the street, in any unusual location)
Sponsorship of sports teams, music groups... (sponsoring events)
Endorsements (signing a celebrity and using their status to endorse a brand)

Trade Promotions to retailers (financial incentives to stock a new product or give more space, visibility to existing
products (e.g. shelf height and aisle position)

Product placement in films (featuring a product in a film or TV programme)
Telemarketing( selling to customers over the phone)
Viral marketing (online through social networking websites and friend emailing video clips)

The term “guerrilla marketing” covers all unconventional techniques — from viral marketing to the distribution of
the products on the beach.

3ananue 6.
IMoaroroBbTE pa3BepHyThie MUCbMEHHbIE OTBETHI HA BONMPOCHI o Teme Promotion:

. What is promotion? What are the main functions of promotion?

. What are the four promotional tools?

. What is the aim of sales promotion?

. What are the functions of personal selling? Why is it used sparingly?

. What do public relations deal with? What is the most important element of PR?

. What is the difference between publicity and advertising?

. What are the different media for advertising?

. What is the difference between product and corporate advertising?

. Why do most companies use advertising agencies? What are the roles of both parties?
10. What is a media plan?

11. What is the “threshold effect”? Why does advertising become ineffective after a certain point?
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12. What are the main functions of advertising?

3aganue 7.
ITuCbMEHHO COrIacuTeCh UM He COTJIACUTECH CO CJIeYIOIeM YTBep:KIeHHueM,
NMPoAaHAJIU3UPOBAB 3HaHuA o TeMe Management:

Effective management is putting first things first. While leadership decides what "first
things" are, it is management that puts them first, day-by-day, moment-by-moment.
Management is discipline, carrying it out.

3aganue 8.

IoaroToBbTE YCTHYIO MpE3eHTALMIO MO cieayoleii cutyanun Ha Temy Management:
[IpencraBbTe, YTO BB ABJISETECH YIPABISAIOMIMM AUPEKTOPOM KOMITAHUH CPETHETO pa3Mepa.
Kora BbI 3aHsUTH TTOCT YIPABIISIONMIETO TUPEKTOPA, BBl OOHAPYKHITH, YTO KOMITAHUSI HAXOIUTCS
B TUI0XOM cocTostHud. Komanna paborana Hea(h(heKTUBHO, MOPANIBHBIN AyX OBbUT HU3KUM, a
MPOJ/IaXKH CHIKAJIMCh B TCUCHHE TO/1a. 3a TPH roJla BaM y1aloCh H3MEHUTh CUTYaIHIO K
aydmemy. Bam ynanocek cozaath BEICOKO3(DPEKTHBHYIO0 KOMaHIY O IMPOiakaM, IIepCoHall
OYCHb MOTHBHPOBAH, MPOAAXH pacTyT. CKaKUTE, KaKk BaM 3TO yAanoch. OXBaTUTE CIIEIyIOIINE
MOMEHTBI: TIOCTAaHOBKA IieJiei, 00IeHrne, MOTHBALIKs, BBITOBOP, TOXBAJIA.

3ananue 9.
ITpoxkoMmmeHTHpYHTE (YCTHO) CieAylollee YTBepPAKIeHUe ¢ yHOoTpedjJeHueM aKTHBHOM
Jexkcuku no reme Management:

Job security and salary should be based on employee performance, not on years of service.
Rewarding employees primarily for years of service discourages people from maintaining
consistently high levels of productivity.” Discuss the extent to which you agree or disagree with
the opinion stated above.

3aganue 10.

HCHO.]'ILC&yfITQ CICAYWINYHO CTATbI0 B KavYeCTBE€ MOAC/IH U HANUNINUTE O om3Hec -
Juaepe, KoropbiM Bl Bocxumaerech (Hanpumep, Ctus I:xx00c¢, buia Ieiite, JIn SAkokka,
Maiika baymoepr, Kapaoc I'on). Ucnoas3yiite Bokadyasip mo teme Management.

The legendary chairman of GE, management theorist, strategic thinker, and corporate icon who
made it to the top despite his working-class background. If leadership is an art, then surely Welch
has proved himself a master painter.

“The two greatest leaders of this century are Alfred Sloan of General Motors (GM) and Jack Welch
of General Electric (GE)”, - says Noel Tichy, a longtime GE observer and University of Michigan
management professor. “And Welch would be the greater of the two because he set a new,
contemporary paradigm for the corporation that is the model of the 21% century.”

Jack Welch was 45 when he took control of the company that documented sales of just under $ 28
billion, and an estimated market value of around $ 14 billion. When Welch retired in 2001, the
company's estimated market value was $ 410 billion. When the legendary manager took over as
CEO in 1981 it was a slow-moving old-line American industrial giant with 9 layers of management
which he transformed into a keenly competitive global corporation. Welch reshaped the company
through more than 600 acquisitions and a forceful push abroad into newly emerging markets.

How was he able to wield so much influence and power over one of the most complex
organizations in all of American business? Many managers struggle daily to lead and motivate
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mere handfuls of people. Many CEOs wrestle to squeeze just average performance from
companies a fraction of GE's size. How did Welch, who sat atop a business empire with $ 304
billion in assets and 276 000 employees in more than 100 countries, do it?

He did it because he believed that any component of the company had to be profitable.
Productivity, efficiency and profitability were the optimum words of the day. If employees failed
to be productive, they were relieved of their duties. If a division was of no value, it was discarded.

He did it because he was and he is and has always been a fierce believer that people are company's
most valuable asset. “You build the best team, you win. Hire the right people, hire the best. Human
capital determines the long-term success of any company”.

He did it because he created something unique at a big company: informality. Making the
company informal means violating the chain of command, communicating across levels, paying
employees as if they worked not for a big company but for a demanding entrepreneur where
everyone knows the boss. Everyone, from secretaries to factory workers called him Jack. Every
week there were unexpected visits to plants and offices, hurriedly scheduled lunches with
managers several layers below him. “We are pebbles in the ocean, but he knows about us,” — said
Brian Nailor, fortysomething marketing manager of industrial products.

He did it through sheer force of personality, coupled with passion for winning the game of
business. “The world will belong to passionate, driven leaders...”

Jack Welch may have come from very humble beginnings, but he faced the challenge and rose to
become one of the most influential CEOs of all time. He has written several bestselling books on
management and recently founded the Jack Welch Management Institute. His trademark *“the
Welch Way” has become an online MBA program and he is frequently called upon as a
commentator for various business programs on television. Welch is an example for many, and he
has the exact traits needed to be close to perfection as a manager.

3aganue 11.
HN3yunTe npuararejibHble B pAMKe U CKAKNTe, KAKHE U3 HUX XapPaKTepPU3yT XOPOoIlIero u
miaoxoro Jgujaepa. Ucnoab3yiiTe Bokadyasap no reme Management.

decisive open passionate energetic balanced

charismatic  ruthless impulsive straight careful

motivating informal flexible accessible thoughtful

adventurous uncaring lunatic moderate aggressive
3aganue 12.

BbInoJjiHUTE POJib TNEpPeBOAYMKA, MpeacTaBisis KommaHuw Samsung Electronics Ha
OpuduHTe ¢ KypHAJIUCTAMH, MCIO0JIL3Ys 3HaHUs o Teme Stock Market and Investing.

Mrs.Loginova, journalist, «<Komsomolskaya Pravda»: Muctep Jly Kyn Xu, siBisiercst i
CaMCyHr DJNEKTPOHHMKC KOHIIEPHOM WM aKIMOHEPHBIM oOmecTBoM? M BTOpoO# BOMpoC: Kak
pacnpenensercs akiMoHepHbIi kanuTai B CamcyHr ['pyn?
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INEEIPIELEE. i

The Chairman of Samsung Group, Mr.Lee Kun Hee: Samsung Electronics Co., Ltd. is a
stockholding company. 55,45% of the shares belong to the private investors; 22,85% — to financial
institutions and funds; 15,25% — to affiliated companies; 4,45% — to me and my family, 2% — to
my employees.

INEEIPIELEI. ..o s

Mr.Savelyev, journalist, «Moscowskie Vedomosti»: Baageer mu Camcynr I'pyn akuusMu
JIpyTUX KOMIaHUU B cepe 3JIEKTPOHUKU?

INEEIPIELEE. ..

Mr.Lee Kun Hee: SEC possesses 10-20% of the shares of the other companies in the sphere
of electronics.

INEEIPIELEE. ..

Mr.Denisov, journalist, TV-program «Segodnya»: Muctep JIu, kto, Ha Bam B3rsz,
SBJISIETCS CaMbIM CEPbE3HBIM KOHKYPEHTOM Jj1s1 CaMCyHT DJIEKTPOHUKC B HACTOSIIEE Bpems?

INEEIPIELEE. i

Mr.Lee Kun Hee: We consider that such famous companies as Sony and Panasonic, and
some other companies are our main competitors at the electronics market.

INEEIPIELEE. .o

Mrs.Fedotova, journalist, TV-program «ltogi»: Mucrep Jlu, uro Ber aymaere o
nepcreKTuBax pa3BuTus Bamieil koMnanuu Ha pelHke Bocrounoit EBponbsi?

INEEIPIELEE. i

Mr.Lee Kun Hee: | suppose that Eastern Europe is a perspective market in the future but
now we experience some difficulties here due to instability in the economic situation.

INTEIPIELEI. ..

Mr.Lee Kun Hee: 1’d like to add that South-East Asia and Western Europe are preferable
now for us because they attract more investors.

INTEIPIELEI. ..

Mr.Vanin, journalist, NTV-program: Muctep Jlu, moxere nu Bbl npuBectu mudpsi,
KOTOPBIE XapaKTEePU30BaIIN Obl CyMMBbI YHCTOM MpuObLTH KoMnanuu B 2000 o1y ¥ CyMMBI YUCTBIX
npojax?

L1 (=T 0] €] (=] TP UPRTPPR

Mr.Lee Kun Hee: In 2000 the amount of our net profit was up to $ 294.5 million. As far as
the net sales are concerned it was approximately $ 28.8 billion.

INEEIPIELEE. ..o

Mr.Lee Kun Hee: Thank you for your questions.

INEEIPIELEE. .
3aganue 13.
IMoaroroBbTe pa3BepHyThie MMCHMEHHbIE OTBETHI Ha Bonpockl o Teme Stock Market and
Investing:
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. Is it necessary for a contemporary person to know about the life of financial world?
. What do you know about the work of the Stock Exchange in your country?

. How can Stock Exchange influence our everyday life?

. What does «to be a reliable client in a bank» mean?

. Is it important for a businessman to choose a bank with good reputation?

. What does «to be a shareholder» mean?

. Do the rates and indexes influence the business activity of the companies? How?

coO N o o b W N B

. What financial conditions are necessary to achieve a success in business?

3aganue 14.
IMoaroroBbTe pa3BepHyThIe MMCHLMEHHBIE OTBETHI HAa Bompockl o Teme International
Trade:

1.Why do companies export? Name two main reasons for exporting.
2.What is visible trade? What is invisible trade?
3.What is a balance of payment? This balance can be either positive or negative. What are the
words used to describe these situations? Does Russia have a payments surplus or deficit?
4.What is a balance of trade? This balance can be either positive or negative. What are the words
used to describe these situations? Which countries famously have trade surpluses?
5.What do we call the situation in which a country has no foreign trade? Which European
country famously tried that between the 1960s and 1980s?
6.What factors should be evaluated when a company wants to start exporting?
7.What are the main difficulties the exporters may face when trying to penetrate foreign
markets?
8.What different methods to establish products in a foreign market can the companies choose
from?
9.What is the difference between agents and distributors?
10.What questions should be discussed with an agent/a distributor before signing an agency
agreement?

3aganue 15.
IIpounTaiiTe cjeayONUiA TEKCT U MOATOTOBLTE YCTHYIO MPE3eHTANMIO 0 MPEeHMYIecTBaxX U
HemocTaTkax dkcnopta B Muauio. Ucnob3yiite Jekcuky o teme International Trade:

After three years travelling around Asia as head of BARCO?’s activities in the region, Joost
Verbrugge is convinced that India is one of the most exciting long-term market opportunities in
the world and one of the most complex. Since 1994, BARCO, best-known for its digital projectors
for computers, has gone from a relatively low level of exports to India to selling about BFr 200m
of products there a year, half exported from Europe, half assembled on the spot. That is a small
but significant part of its total BFr 23bn turnover last year.

Expansion in India has taken place at the same time as a shift in BARCQO’s strategic focus,
and its emergence as one of Belgium’s fastest-growing companies.

Created in 1934 as the Belgian American Radio Corporation, the company moved out of
consumer products in the 1980s. It concentrated instead on high-value niche markets such as
computer projectors and specialist display systems.

From its base in Kortrijk, Flanders — Belgium’s Dutch-speaking region — it has exported to
India for more than a decade, originally selling kits for video monitors to the national television
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station, through local agents. Four years ago, it set up its own sales and services office in New
Delhi.

It now has a smaller sales office in Bangalore, a software house in Chennai and a projector
assembly plant in Noida, near New Delhi. Having invested about BFr 100m, and now employing
150 people in India, it plans a further sales office in Mumbai and a component factory in Noida.
“That is quite a lot for a small company like BARCO,’ says Mr. Verbrugge. ‘It’s mainly investment
for the future. The market is partly there now, and we are convinced it will definitely be there in a
few years.’

But for those wanting to exploit the potential, obstacles remain. Although India has made
effort to open its economy in recent years, Mr.Verbrugge says it remains more closed than other
fast-growing markets such as China, when it comes to bureaucracy, import duties and tax barriers.

It is not unusual to have import duties of 40% on things that you would consider normal
working tools, like a printer for a PC,” he says. ‘As well as the high import duties, you have a
famous — or should I say infamous — bureaucracy.” This can have important practical effects. Mr.
Verbrugge says that BARCO would like to assemble more of its products within India, but this
would mean importing components from 20 different countries, creating huge amounts of
paperwork and delays.

Although India is welcoming to foreigners, Mr.Verbrugge says there are also cultural
hurdles, which can initially be deceptive. ‘On a first visit India seems easier than China or Japan
because people speak English. Only after you start operating there do you see all the complexities.
There are sensitivities between states, between religions, between strata of society. ‘Such
differences also make the country fascinating. ‘India is a hundred different worlds living next to
each other in the same country,” Mr. Verbrugge says.

These practical and cultural complexities were largely behind BARCQO’s decision to set up
its own sales office in the subcontinent. “Much more is needed than just having an agent with a
fax and a phone. You have to understand the marketplace, how Indian business works.’

But the opportunities presented by India outweigh the advantages. ‘If you can afford to
miss a fifth of the world’s population, you can afford not to be there,” says Mr.Verbrugge. ‘I think
any company serious about having a worldwide market share can’t be absent from India.

The Financial Times

TUIIOBBIE 3AJJAHM S U151 IIPOBEPKU COOPMHUPOBAHHOCTH YMEHUIA 1)1 [TK-7

3aganue 1.

KoMnanuu HCIOIB3YOT pa3Hbie METOAbI HCCJIEI0BAHNA PHIHKA, KOTOPbI€ MOTYT TOYHO
BBLISIBUTh, YTO HA YMe Y MoTpeduTe s, B mapax coctaBbTe CHCOK ITHX PA3JIHYHBIX
MPUEMOB H 00CYIMTE HX MPEeHMYIIeCTBA M HeAocTaTKU. McnoJib3yiiTe JIEKCHKY 110 TeMe
Marketing.

To identify attractive markets — onpedenums 6vicoonvie pvinku

To enter/ to penetrate the market/ to gain a market foothold — esiiimu na peinox

To abandon, to get out of, to leave the market — yumu ¢ pvinka

To drive smb out of the market — ssimecrums ¢ pvinka

To corner, to monopolize the market — mononoausuposame peinox

To expand markets, to gain entry to new markets — pacuupums poinku, 3a60esamo 6vix00 Ha
HOBble PbIHKU

Market segment — ceemenm pwvinka; market segmentation—ceamenmayus peinka; to spot market
opportunities through market segmentation—oorapyasrcums 603moxHcHOCMU PLIHKA C ROMOWBIO €20
ceemenmayuu; t0 refine market segmentation — cosepuerncmeosamo ceemenmayuio pvinka
Market niche, to search for a market niche, to satisfy a market niche — pwinounas nuwa, uckamo
PBIHOUHYIO HUULY, YOOBIEMEOPSIMb NOMPEOHOCIIU PLIHOYHOU HUULU
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To establish one’s own niche — natimu ceoro nuwy (a well-established company— xomnanus ¢
MEEPOLIMU NOZUYUIMU HA PHIHKE)

Key players / Market leader/ Market challenger/ Market follower / a definite market leader/

a weak/complacent market leader; a distinct market challenger — ocnogmwie uepoxu, 1uoep poinka,
KOMNAHUSA/NPOOYKM, 3AHUMAIOUUTLL 2 MeCO 30 TUOEPOM, OCMATIbHbLE USPOKU, ONPEOeNEHHO TUOED
puinkalcnabwiil, He3HauUMenbHBII TUOEP PLIHKA, 04eBUOHbIL KOHKYPEHM

To adapt to a changing business environment — aoanmuposamucsi k usmenenuro 0enosotl cpeovl
To respond to market conditions, an immediate response — ompeacuposams Ha yciosus puihka,
MEHOBEHHAS PeaKyusl

To move downmarket/upmarket —nepetimu 6 opyeoii, 6onee oewéswiii [0opocoti ceemenm pvinka

Market share — 0o pvinka

To build market share — cozoams domo na poinke

To increase/ to expand one’s market share — yseruuumo/pacuupums donro peinka

To win a large market share — zasoesams 6onbuLy10 0010 poinKa

To protect market share (against competitors) — sawuwams donio pviHKa om KOHKYPeHmo8
The second largest market share — emopas no seruuune donsn pvinka

The marketing concept — konyenyus mapkemunea

Marketing-oriented /marketing-led company — komnarnus, opuenmuposannas Ha pelHOK

Market research — uccredosanue, usyuenue poinka

Extensive market research / Cutting edge market research — mwamenvnoe uccredosanue pvinka
To carry out / to do market research — nposecmu uccredosamnue poirnka

To employ market research techniques — ucnov306ame mexnuxku Mapremunz06020 UCcie008aHUs
To collect data (primary data, secondary data) — coopame ceedenus (nepsuunvle, smopuunvie)
To spot/identify market opportunities — ssiss6ums 603moxchocmu pvinka

To score exceptionally well in market research — ouens xopowo nposisume cebs 6 xooe
MAPKEeMUH208020 UCCLE008AHUS

To conduct surveys — nposecmu onpoc

To set up a focus group — cozoams gokycuyro epynny

To anticipate a consumer need — npedsocxumums Hy*cObL NOKYRameneu

To find out the needs of customers, to identify a consumer need, to find out, to reveal what is on
the consumer’s mind,— sovisicrumo, umo nokynamenio Hy’cHo

To test buying habits/ to study consumer behavior — nposepums noxynamenvckue npueviuxu,
u3yuumsv nogeoenue nompeoumenetl

To find good sales prospects, prospecting — ratimu xopowux nomenyuaibHbLIX NOKynamene

To develop a marketing plan/ to set up the marketing strateqy — paspabomame mapxemuneogutii
NIam; paspabomams MapKemuH208yl0 CIMpPYKmypy

To choose target customers, a target audience — ssopams yenesvix noxkynamernet

To evaluate the target market —oyenumeo yenesot pvinok

To create a psychological profile of each segment — cozdamw ncuxonozuueckuii npogune kaxcoozo
ceamenma

To design a persuasive marketing mix —paspabomams yb6edumenvHulii KOMNIEKC MAPKemMuH2a
To develop a marketing mix that is suited to the market — paspabomamo xomniexc mapxkemunea
COOMBEMcmayIowull OAHHOMY PIHKY

To be targeted at specific market segments / products specifically adapted to particular segments
— Obimb HAyeneHHbIM HA Onpeoelénnvie cecmeHmbl pulHKal npooykmol adanmuposanHvle K
ONpeoenénHbIM Ce2MeHMAaAM

To tailor products to customer needs —cozdame npodykmel, omseuarowue HyHcoam nOKynamenetl
To serve the needs of customers (about a product) — coomeemcmeosamo nysxcoam nokynamenet
To satisfy changes in consumer needs —yoosremeopume usmenenus wyxco nompebumerneil

A consumer product — npodykm maccosozo nompebenus
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To compete, competitor, competition (intense, fierce, stiff, tough # low key) — xonxypuposams,
KOHKYypenm, koukypenyus (scécmkast, cradas)

To operate in highly competitive market; extremely competitive areas — pabomamso na puinke c
CUTIbHOTU KOHKYPeHyuell; 001acmu ¢ 4pe38blualiHo 8bLCOKOU KOHKYpeHyuel

Competing products — korxypupyrowue npooykmul

To give a product a competitive advantage — oams npodykmy KouKypeHmuoe npeumyuecmeo

To put smb clearly ahead of one’s competition (e.g. about a strategy, a USP — a unique selling
point/ proposition) — nossoaums Komy-1ubo evipsamvcs 8 audepwvl (0 cmpameuu, YHUKATbHOM
ceolicmee npooyKma)

To perform a SWOT analysis — nposecmu ananusz cunvhvix, c1abvlx CmopoH, 803MONCHOCHEU U
yepo3

To maintain a steady demand for — noodeporcusams nocmosmnwlii cnpoc na

To stretch a brand into other areas = to diversify — ousepcupuyuposams npooyxm

To seta price (that will cover the costs and return a profit) — ycmanosumo yeny, komopas noxpoem
pacxoovl u npuHecém npuodvLIb

Pricing option — yenoswle onyuu

To be priced above/ with/ below the market — umems yeny svrue\napasne c\ nuoice pvinounoi

To be priced in a range near competing products —umems yeny napasne ¢ KOHKYPEHMHbIMU
npoOyKmamu

To price attractively, an attractively priced product — swicmasumo npuerexamenvuyro yemy,
NPUBTIEKAMENbHbLLL NO YeHe NPOOYKM

Price-conscious / price-sensitive buyers— mnokynarenu, obpawaiowue HuMaHue HA YeEHy,
yyecmeumeinbHble K yene noKynamenu

To drive the customer away — omnyenyms nokynamers

To draw in competitors — npuereus Konkypenmos

To distribute via outlets (points of sale) — pacnpedensimo uepes mopeosvie mouku

Distribution / distribution channel = a channel of distribution— coeim, kanan coima

3aganmue 2.

IMoaroroBbTE pa3BepHyThie MUCbMEHHbIE OTBETHI Ha Bonpockl o Teme Marketing:
1.What is market? Give the definitions of market leaders, market challengers and market followers.
2.What is marketing? What are non-profit organizations involved in?
3.What are the major marketing functions?
4.What is market research? Why is market research necessary? What data may be collected in the
process of market research? What market research techniques can be employed?
5.What does a marketing strategy include? What is implied by a PEST ANALYSIS?
6.What is the target market? What are the four basic methods for segmenting a market?
7.Why are firms becoming more customer-oriented and less product-oriented? What are the three
approaches that a firm can opt for in order to serve a particular segment?
8.What is the total marketing concept or the marketing mix? What are other Ps of marketing?
9.How do companies decide on a product price? Speak about three pricing options.
10.What does placement involve? What is a common channel of distribution?

3aganmue 3.
ITocmoTpHuTE HA CIMCOK PEKJIAMHBIX HHCTPYMEHTOB HUKE M IIPOAHAJIM3MPYITE
BbIOpaHHbIiT Bamu 6peHa ¢ Touky 3peHus crparerun npoaax. [loaroroBste ycTHYI0
npe3eHTAIN o, HCIOJb3Ysl JIEeKCHKY 1o Teme Marketing.

PROMOTIONAL MIX
Advertising

64



Public Relations

Sales Promotions (PR)

Personal Selling

Events (memorable occasions in-store, on the street, in any unusual location)

Sponsorship of sports teams, music groups... (sponsoring events)

Endorsements (signing a celebrity and using their status to endorse a brand)

Trade Promotions to retailers (financial incentives to stock a new product or give more space,
visibility to existing products (e.g. shelf height and aisle position)

Product placement in films (featuring a product in a film or TV programme)

Telemarketing( selling to customers over the phone)

Viral marketing (online through social networking websites and friend emailing video clips)
The term “guerrilla marketing” covers all unconventional techniques — from viral marketing to
the distribution of the products on the beach.

3aganue 4.
IMoaroroBbTE pa3BepHyThie MUCbMEHHbIE OTBETHI Ha Bonpockl o Teme Marketing:

. What is promotion? What are the main functions of promotion?
. What are the four promotional tools?
. What is the aim of sales promotion?
. What are the functions of personal selling? Why is it used sparingly?
. What do public relations deal with? What is the most important element of PR?
. What is the difference between publicity and advertising?
. What are the different media for advertising?
. What is the difference between product and corporate advertising?
. Why do most companies use advertising agencies? What are the roles of both parties?
10. What is a media plan?
11. What is the “threshold effect”? Why does advertising become ineffective after a certain point?
12. What are the main functions of advertising?
3ananue 5.
HOCMOTpI/ITe Ha CIIMCOK PERJIAMHBIX HHCTPYMECHTOB HUKE U l'lpOﬂHﬂ.]'lPBprflTQ
BbIOpaHHBI BaMu OpeH/ ¢ TOUYKH 3peHusi crpaTteruu npoaaK. [loaroroBsre ycTHYI0
Npe3eHTAINI0, HCIOJIb3Ysl JJeKCHKY 1o TeMe Promotion.

OO ~NOoO ol WN -

PROMOTIONAL MIX

Advertising

Public Relations

Sales Promations (PR)

Personal Selling

Events (memorable occasions in-store, on the street, in any unusual location)
Sponsorship of sports teams, music groups... (sponsoring events)
Endorsements (signing a celebrity and using their status to endorse a brand)

Trade Promotions to retailers (financial incentives to stock a new product or give more space, visibility to existing
products (e.g. shelf height and aisle position)

Product placement in films (featuring a product in a film or TV programme)

Telemarketing( selling to customers over the phone)
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Viral marketing (online through social networking websites and friend emailing video clips)

The term “guerrilla marketing” covers all unconventional techniques — from viral marketing to the distribution of
the products on the beach.

3ananue 6.
IMoaroroBbTE pa3BepHyThIe MUCbMEHHbIE OTBETHI HAa BONMPOCHI O Teme Promotion:

. What is promotion? What are the main functions of promotion?

. What are the four promotional tools?

. What is the aim of sales promotion?

. What are the functions of personal selling? Why is it used sparingly?

. What do public relations deal with? What is the most important element of PR?

. What is the difference between publicity and advertising?

. What are the different media for advertising?

. What is the difference between product and corporate advertising?

. Why do most companies use advertising agencies? What are the roles of both parties?
10. What is a media plan?

11. What is the “threshold effect”? Why does advertising become ineffective after a certain point?
12. What are the main functions of advertising?

OCoOoO~NO UL WN P

3aganue 7.
ITucbMEeHHO corIacuTech WM He COTJIACUTECH CO CJIeYIOIeM YTBep:KIeHUueM,
NMPoAaHAJIU3UPOBAB 3HaHuA N0 TeMe Management:

Effective management is putting first things first. While leadership decides what "first
things" are, it is management that puts them first, day-by-day, moment-by-moment.
Management is discipline, carrying it out.

3aganue 8.

IoaroToBbTE YCTHYIO MpE3eHTALMIO MO cieayoleii cutyanun Ha Temy Management:
[IpencraBbTe, YTO BB ABJSETECH YIPABISAIOMIMM AUPEKTOPOM KOMITAHUH CPETHETO pa3Mepa.
Kora BbI 3aHsUTH TOCT YIPABIISIONMIETO TUPEKTOPA, BBl OOHAPYKHITH, YTO KOMITAHUSI HAXOIUTCS
B TUI0XOM cocTostHud. Komania paborana Hea(h(heKTUBHO, MOPAIIBHBIN AyX OBbUT HU3KUM, a
MPOJ/IaXKH CHIKAJIMCh B TCUCHHE TO/1a. 3a TPH roJla BaM y1aloCh H3MEHUTh CUTYaIHIO K
aydmemy. Bam ynanocek coznath BEICOKO3(DPEKTHBHYIO0 KOMaHIY O MpOoiaXkaM, IIepCoHall
OYCHb MOTHBHPOBAH, MPOAAXH pacTyT. CKaKUTE, KaKk BaM 3TO yaainoch. OXBaTUTE CIIEIyIOIINE
MOMEHTBI: TIOCTAaHOBKA IIeJiei, 00IIeHrne, MOTHBALIKs, BBITOBOP, TOXBAJIA.

3ananue 9.
ITpoxkoMmMeHTHpYHTE (YCTHO) CieAylollee YTBePKIAeHHe ¢ yHoTpedjJeHueM aKTHBHOM
Jexkcuku no reme Management:

Job security and salary should be based on employee performance, not on years of service.
Rewarding employees primarily for years of service discourages people from maintaining
consistently high levels of productivity.” Discuss the extent to which you agree or disagree with
the opinion stated above.

3aganue 10.
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Hcnoap3yiiTe cjeaylIIyl0 cTaTbi0 B KayecTBe MOAEJIM M HamMIIMTe 0 Ou3HeC -
Jujaepe, KoropbiM Bl Bocxumaerecs (Hanpumep, Ctus /I:x00c¢, buna I'efite, JIu SIkokka,
Maiixka baymoepr, Kapaoc I'on). Ucnosib3yiiTe Bokadyasap no reme Management.

The legendary chairman of GE, management theorist, strategic thinker, and corporate icon who
made it to the top despite his working-class background. If leadership is an art, then surely Welch
has proved himself a master painter.

“The two greatest leaders of this century are Alfred Sloan of General Motors (GM) and Jack Welch
of General Electric (GE)”, - says Noel Tichy, a longtime GE observer and University of Michigan
management professor. “And Welch would be the greater of the two because he set a new,
contemporary paradigm for the corporation that is the model of the 21% century.”

Jack Welch was 45 when he took control of the company that documented sales of just under $ 28
billion, and an estimated market value of around $ 14 billion. When Welch retired in 2001, the
company's estimated market value was $ 410 billion. When the legendary manager took over as
CEOin 1981 it was a slow-moving old-line American industrial giant with 9 layers of management
which he transformed into a keenly competitive global corporation. Welch reshaped the company
through more than 600 acquisitions and a forceful push abroad into newly emerging markets.

How was he able to wield so much influence and power over one of the most complex
organizations in all of American business? Many managers struggle daily to lead and motivate
mere handfuls of people. Many CEOs wrestle to squeeze just average performance from
companies a fraction of GE's size. How did Welch, who sat atop a business empire with $ 304
billion in assets and 276 000 employees in more than 100 countries, do it?

He did it because he believed that any component of the company had to be profitable.
Productivity, efficiency and profitability were the optimum words of the day. If employees failed
to be productive, they were relieved of their duties. If a division was of no value, it was discarded.

He did it because he was and he is and has always been a fierce believer that people are company's
most valuable asset. “You build the best team, you win. Hire the right people, hire the best. Human
capital determines the long-term success of any company”.

He did it because he created something unique at a big company: informality. Making the
company informal means violating the chain of command, communicating across levels, paying
employees as if they worked not for a big company but for a demanding entrepreneur where
everyone knows the boss. Everyone, from secretaries to factory workers called him Jack. Every
week there were unexpected visits to plants and offices, hurriedly scheduled lunches with
managers several layers below him. “We are pebbles in the ocean, but he knows about us,” — said
Brian Nailor, fortysomething marketing manager of industrial products.

He did it through sheer force of personality, coupled with passion for winning the game of
business. “The world will belong to passionate, driven leaders...”

Jack Welch may have come from very humble beginnings, but he faced the challenge and rose to
become one of the most influential CEOs of all time. He has written several bestselling books on
management and recently founded the Jack Welch Management Institute. His trademark “the
Welch Way” has become an online MBA program and he is frequently called upon as a
commentator for various business programs on television. Welch is an example for many, and he
has the exact traits needed to be close to perfection as a manager.
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3aganue 11.
N3yunTe nmpuiararejbHble B pAMKe U CKAKUTE, KAKHE U3 HUX XapaKTePHU3YIOT XOpoIlero u
mioxoro augaepa. Ucnoas3yiite Bokadyasap mo reme Management.

decisive open passionate energetic balanced

charismatic  ruthless impulsive straight careful

motivating informal flexible accessible thoughtful

adventurous uncaring lunatic moderate aggressive
3ananue 12.

BbInoJjiHHTE POJIb TEPeBOIYMKA, TpeNcTaBiisis KomMmaHuw Samsung Electronics Ha
OpuduHTe ¢ KypHAJIUCTAMU, MCIOJIL3Ys 3HaHUs o Teme Stock Market and Investing.

Mrs.Loginova, journalist, «<Komsomolskaya Pravda»: Muctep Jly Kyn Xu, siBasiercst i
CaMCyHr DJNEKTPOHHMKC KOHIIEPHOM WM aKIIMOHEPHBIM oOmecTBoM? M BTOpo#l BOmpoC: Kak
pacnpenensercs akiiMoHepHbIi kanuTai B CamcyHr ['pyn?

INEEIPIELEE. e

The Chairman of Samsung Group, Mr.Lee Kun Hee: Samsung Electronics Co., Ltd. is a
stockholding company. 55,45% of the shares belong to the private investors; 22,85% — to financial
institutions and funds; 15,25% — to affiliated companies; 4,45% — to me and my family, 2% — to
my employees.

INTEIPIELEI. ..

Mr.Savelyev, journalist, «Moscowskie Vedomosti»: Baaneer mu Camcynr I'pyn akuusMu
JIpyTUX KOMIaHUN B cepe 3JIEKTPOHUKU?

INEEIPIELEE. ..o

Mr.Lee Kun Hee: SEC possesses 10-20% of the shares of the other companies in the sphere
of electronics.

INTEIPIELEI. .. e

Mr.Denisov, journalist, TV-program «Segodnya»: Muctep JIu, kro, Ha Bam B3rsiz,
SBJISIETCS CaMbIM CEPbE3HBIM KOHKYPEHTOM JjIsl CaMCyHT DJIEKTPOHUKC B HACTOSIIEE Bpems?

INEEIPIETEE. e

Mr.Lee Kun Hee: We consider that such famous companies as Sony and Panasonic, and
some other companies are our main competitors at the electronics market.

INEEIPIETEE. e

Mrs.Fedotova, journalist, TV-program «ltogi»: Mucrep JIu, uro Bber aymaere o
nepcreKThBax pa3BuTus Bamiell koMnanuu Ha pelHKe Bocrounoit EBpomnbsi?

INEEIPIELEE. e

Mr.Lee Kun Hee: | suppose that Eastern Europe is a perspective market in the future but
now we experience some difficulties here due to instability in the economic situation.
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INEEIPIELEE. i

Mr.Lee Kun Hee: 1’d like to add that South-East Asia and Western Europe are preferable
now for us because they attract more investors.

INTEIPIELEE. ..

Mr.Vanin, journalist, NTV-program: Mmucrep JIu, moxkete nu Bel mpuectu nudpsl,
KOTOPBIE XapaKTePH30BaJIN ObI CyMMBI YUCTOM puObUIH KoMnanuu B 2000 roxy ¥ CyMMBI UUCTBIX
npoaax?

INEEIPIELEE. .

Mr.Lee Kun Hee: In 2000 the amount of our net profit was up to $ 294.5 million. As far as
the net sales are concerned it was approximately $ 28.8 billion.

INEEIPIELEE . e
Mr.Lee Kun Hee: Thank you for your questions.

INEEIPIELEE. i
3aganue 13.
IMoaroroBbTe pa3BepHyThie MMCHMEHHbIE OTBETHI Ha Bonpockl o Teme Stock Market and
Investing:

. Is it necessary for a contemporary person to know about the life of financial world?
. What do you know about the work of the Stock Exchange in your country?

. How can Stock Exchange influence our everyday life?

. What does «to be a reliable client in a bank» mean?

. Is it important for a businessman to choose a bank with good reputation?

. What does «to be a shareholder» mean?

. Do the rates and indexes influence the business activity of the companies? How?

0o N o o B~ o w N P

. What financial conditions are necessary to achieve a success in business?

3ananue 14.
IMoaroroBbTe pa3BepHyThIe MMChMEHHbIE OTBETHI HA Bompockl mo Teme International
Trade:
1.Why do companies export? Name two main reasons for exporting.
2.What is visible trade? What is invisible trade?
3.What is a balance of payment? This balance can be either positive or negative. What are the
words used to describe these situations? Does Russia have a payments surplus or deficit?
4.What is a balance of trade? This balance can be either positive or negative. What are the words
used to describe these situations? Which countries famously have trade surpluses?
5.What do we call the situation in which a country has no foreign trade? Which European
country famously tried that between the 1960s and 1980s?
6.What factors should be evaluated when a company wants to start exporting?
7.What are the main difficulties the exporters may face when trying to penetrate foreign
markets?
8.What different methods to establish products in a foreign market can the companies choose
from?
9.What is the difference between agents and distributors?
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10.What questions should be discussed with an agent/a distributor before signing an agency
agreement?

3ananme 15.
IIpouuTajiTe cjaeAyOMUA TEKCT U MOATOTOBbTE YCTHYIO MPE3CHTALMIO O MPEUMYIIECTBAX U
HeqocTaTKax 3kcnopTa B Unamnio. Ucnoab3yiite Jekcuky no teme International Trade:

After three years travelling around Asia as head of BARCO?’s activities in the region, Joost
Verbrugge is convinced that India is one of the most exciting long-term market opportunities in
the world and one of the most complex. Since 1994, BARCO, best-known for its digital projectors
for computers, has gone from a relatively low level of exports to India to selling about BFr 200m
of products there a year, half exported from Europe, half assembled on the spot. That is a small
but significant part of its total BFr 23bn turnover last year.

Expansion in India has taken place at the same time as a shift in BARCQO’s strategic focus,
and its emergence as one of Belgium’s fastest-growing companies.

Created in 1934 as the Belgian American Radio Corporation, the company moved out of
consumer products in the 1980s. It concentrated instead on high-value niche markets such as
computer projectors and specialist display systems.

From its base in Kortrijk, Flanders — Belgium’s Dutch-speaking region — it has exported to
India for more than a decade, originally selling kits for video monitors to the national television
station, through local agents. Four years ago, it set up its own sales and services office in New
Delhi.

It now has a smaller sales office in Bangalore, a software house in Chennai and a projector
assembly plant in Noida, near New Delhi. Having invested about BFr 100m, and now employing
150 people in India, it plans a further sales office in Mumbai and a component factory in Noida.
“That is quite a lot for a small company like BARCO,’ says Mr. Verbrugge. ‘It’s mainly investment
for the future. The market is partly there now, and we are convinced it will definitely be there in a
few years.’

But for those wanting to exploit the potential, obstacles remain. Although India has made
effort to open its economy in recent years, Mr.Verbrugge says it remains more closed than other
fast-growing markets such as China, when it comes to bureaucracy, import duties and tax barriers.

It is not unusual to have import duties of 40% on things that you would consider normal
working tools, like a printer for a PC,” he says. ‘As well as the high import duties, you have a
famous — or should I say infamous — bureaucracy.” This can have important practical effects. Mr.
Verbrugge says that BARCO would like to assemble more of its products within India, but this
would mean importing components from 20 different countries, creating huge amounts of
paperwork and delays.

Although India is welcoming to foreigners, Mr.Verbrugge says there are also cultural
hurdles, which can initially be deceptive. ‘On a first visit India seems easier than China or Japan
because people speak English. Only after you start operating there do you see all the complexities.
There are sensitivities between states, between religions, between strata of society. ‘Such
differences also make the country fascinating. ‘India is a hundred different worlds living next to
each other in the same country,” Mr. Verbrugge says.

These practical and cultural complexities were largely behind BARCQO’s decision to set up
its own sales office in the subcontinent. “Much more is needed than just having an agent with a
fax and a phone. You have to understand the marketplace, how Indian business works.’

But the opportunities presented by India outweigh the advantages. ‘If you can afford to
miss a fifth of the world’s population, you can afford not to be there,” says Mr.Verbrugge. ‘I think
any company serious about having a worldwide market share can’t be absent from India.

The Financial Times
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7.3.3. TunoBble 3a1aHNs U (MJIH) MATEPHUAJIBI /Il OLIEHKH HABBIKOB

TUITOBBIE 3ATAHUA UIA ITPOBEPKM YPOBHSA COOPMHUPOBAHHOCTHU
HABBIKOB U OIIBITA AEATEJIbBHOCTHU JIJIAA KOMIIETEHIIMU OK-4

3aganmue 1.
N3yuure keiic Huxe. Pemnre, Kakoii BApHaHT, 0 BallleMy MHEHHI0, Oy/1eT Haubo1ee
3((peKTUBHBIM B BbISIBJICHHH TAJAHTIUBBIX CTYAEHTOB MapKeT0J10roB. Iloarorosbre
YCTHYI0 MPe3eHTAIHI0 Kelica HA aHTJINICKOM sI3bIKe, 00BSICHUB CBOil BLIOOP.

MARKETING TO STUDENTS
Virgin Mobile is a phone operator that provides a wide range of mobile communication services
to its customers in the UK. Competition between mobile phone operators is strong and winning a
large market share in the student market is vital. Students use their mobile phones a lot — to call
friends and family, and also to get information and play games. There are 2.5 million students in
the UK, and 96 per cent of them own a mobile phone. But it is difficult to market to students
because they are hard to reach and cynical about sales pitch.* Virgin Mobile has decided that the
best way to promote the brand to students is to find insiders: student marketers who will work on
promotional campaigns in their own universities.
The problem for Virgin Mobile is how to identify student marketers with brilliant ideas and good
selling skills. There are three options:
1)Use standard job recruitment methods. Post a job advertisement, select from written applications
and hold interviews in each university.
2)Recruit people at student fairs. Universities hold fairs for students at the start of each year.
Different companies have stands at these fairs to sell their products or services to students. Students
can find out about things that may be helpful during their student life. Virgin Mobile could set up
a stand at student fairs, tell those who come to the stand about marketing opportunities and recruit
interested students “on the spot”.
3)Hold a competition in which students suggest ways to promote the brand to other students. The
students with the best suggestions get the chance to put their ideas into practice and win an
attractive prize.
3ananue 2.
Pa3pa60Tal71Te M 3alIMIINTE HA aHIJIUHCKOM fI3bIKE MapKeTHHFOBbIﬁ IJIAH OJIA
BbIOpaHHOro Bamu npoaykra, paccMoTpeB 0CHOBHbIE YeThipe II MapkeTuHra:

Product: What identity does your product have? What does it do? Why will people
want to buy it? Does it have a good brand name?
Place: What geographical markets will you target and why? Will they be local,

national, international? What social groups/types of customer is the
product aimed at? How will the product be sold (Internet, high street,
direct mail, etc)?

Price: How much will the product cost? What type of profit margin do you
expect? Will the product be priced differently for different markets? Will
there be any special offers or discounts available?

Promotion: How much will you advertise the product(word of mouth campaign,
magazines, broadcast media, posters)? What type of launch will the
product have? What will the initial promotional budget be?

3aganmue 3.
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N3yunTe naHHBIN Keiic 1 MPOAHATU3UPYITE BCe TPH OM3HEC CTPATeruM AJsl CIIOPTUBHOM
oxexnnl Una. [IpeacraBpTe cBOM MaeH IS Oyayuieil cTpaTerii KOMIAHUM B THCbMEHHOM
oTyere.

Una Sportswear

Una Sportwears is an Italian sportswear manufacturer. It was founded by Franco Rossi in 1978
and has since become a world-famous company. Originally, it specialised in tennis shoes, but later
it diversified into football, athletics, tennis and volleyball clothing. The directors of the company
are of different nationalities, and the working language of Una Sportswear is English.

During the last three years, Una Sportswear's annual results have been disappointing. Profits have
fallen steadily while costs have risen, and competition in its main markets has been fierce. At
present, it is reviewing its strategy in order to improve its performance. It also faces the possibility
of being taken over. A giant French retailing group has announced that it would like to acquire the
company, but only in the event of a 'friendly takeover', with full agreement from the present
management.

Franco Rossi is now 58 years old. He would like to become Chairman of the company in the near
future and to appoint one of the present directors as CEO to run Una Sportswear. There are three
possible candidates for this position. Each candidate will present his/her ideas for the company's
future strategy to the board of directors. The director who makes the most persuasive presentation
will replace Franco Rossi as CEO of the company.

Problems faced by Una Sportswear

A report by JPS Consultants identified four reasons for Una Sportswear's poor results in recent
years. The company had:

« launched too many product lines in a wide range of sports

* invested in too many expensive endorsements with top sports people

« suffered from fierce competition from stronger rivals

* lost its reputation for being innovative.

Strategies for turning round the company
The leadership candidates will present three alternative strategies for the Board to consider.

Strategy 1
Una Sportswear must give up its independence and merge with, or be taken over by, a larger,
financially stronger company.

Strategy 2
Una Sportswear should acquire a number of smaller companies and focus more on making sports
accessories.

Strategy 3
Una Sportswear should grow organically by revising its organisation, product ranges and
marketing strategy.

3ananue 4.
HN3yunte nannbli keiic, npoeante SWOT-ananus, ucnoab3yss ”HGOpMaIUIO U3
NMPOYUTAHHOIO Keica M COCTABbTE PEKOMEHIallMU, KOTOPbIe MOIJIHA Obl IOMOYb CIIACTH
komnanunio. [loxymaiiTe, B 4aCTHOCTH, 0 TOM, YTO MOKHO ObLIO ObI C1€J1aTh, YTOObI:
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- U3MeHUTh KOPIOPATUBHOM KYJbTYPBbI
- Yay4lIuTh Ka4eCTBO
- CoKpaTuTh M3EPKKH
- HaiiTu 1 ucciie10BaTh HOBbIE PBIHKH
- BoccTaHOBHUTB penyTanui0 KOMIAHUN
IIpeacraBbTe peKOMEHIANMH B MIUCBLMEHHOM OTYeTe.

MACBETH Glassware

Macbeth Glassware, founded in 1837, has a long history of producing beautiful glass
objects and ornaments. They have always been popular wedding presents. Glass-blowing and
glass-cutting, which is performed by hand, are highly-skilled jobs and Macbeth employs some of
the best craftspeople in the world (average age 53). The factory produces over 8,000 glass objects
per year, of which 1,000 are responsible for 80% of overall sales. There is a lot of waste and
breakage. Each item is inspected by a supervisor who checks it for flaws and then issues a
certificate of authenticity. Up to 20% of finished items are rejected; 15% are sold as *seconds, and
the remaining 5% are melted down and recycled.

The company employs 600 people, 200 produce the goods, and the rest are clerical staff,
work in the stock room, or are managers. Most craftspeople are paid on a *piece-work basis, and
feel that they have low status in the company. There is a big division between blue-collar staff and
white-collar clerical workers, with separate restaurants and facilities for factory workers and
management. There are five levels of management in the company, and a poor relationship exists
between management and the workforce.

Sales have fallen dramatically in the past three years. There is strong competition from the
Czech republic and Poland, which produce good quality goods which are less expensive.
Department stores have complained about late deliveries and slow ordering facilities (mail order
only). A few years ago the company launched a cheaper range of glass ornaments called the
MacAnimals range. This has damaged the company’s upmarket image. An important chain of
department stores has stopped stocking Macbeth products. The consultants believe there could be
a big market for these goods in North America (including Canada), Australia, and New Zealand,
where many people are of Scottish origin.

*Glossary:seconds with only small defects; piece-work they are paid for how much they produce

3aganme 5.
N3yunte Teker HUAxe. [IoAroToBbTE YCTHBIN PAaCCKa3 HA AHIVIMMCKOM sI3bIKe 00
ycTpoiicTBe GOHA0BOI OMPKHU, HCTOIb3YysI HHGOPMAIIUIO U3 TEKCTA.

The modern economic situation makes it impossible for any person not to be involved in the
financial world. So you should have a certain background as to the fundamental notions in this
sphere. Read and translate.

The American Central Bank, the FED, is the equivalent of the Bank of England in Britain.

The units of ownership of a company, allowing the holder to receive a proportion of the
company’s profits, are the shares. The shares can be ordinary, preference, nominal and equity
securities. When one company attempts to gain control of another, by buying a majority of its
shares, it is making a takeover bid. When one company joins another to form a larger single
company, the new company is the result of a merger. When one company buys a majority of the
shares of another, and so gains control, it has carried out a takeover. The capital needed to run a
business is provided by investment. The shareholders’ investment in a company is the share
capital.
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If the company is publicly quoted the shares are sold on the Stock Exchange. The exchange
brokers (stockjobbers) work here and realize exchange transactions paying attention to exchange
fluctuations. They have certain exchange restrictions while working. They use the exchange lists
in the everyday work. Sometimes it may occur the exchange lost.

In the UK, a fixed amount of paid-up capital held by a stockholder is a stock.

If the market is thought to be good and prices on the Stock Exchange are thought to be
likely to rise, the market is called a bull market.

If the market is thought to be poor and prices on the Stock Exchange are likely to fall, the
market is called a bear market.

A promise to pay a sum of money over an agreed time by anyone licensed to do so, such
as a government, insurance firm, etc., is a bond.

Certificates of ownership of bonds that can be transferred from seller to buyer without any
formalities are bearer bonds.

Something that is owned by an individual or company, has monetary value, and can be sold
to pay debts, is an asset. Items which the business expects to keep for a year or more are its fixed
assets.

The sum borrowers pay to lenders for the use of their money is determined by the interest
rate.

The interest which a bank charges on loans is a rate which is usually higher than its base
rate. You can raise a loan in a bank if you are a reliable client. Banks require securities to guarantee
a loan.

Rates

The value of the money of one country compared to that of another is shown by the
exchange rate. The rate of the tax added to the price of an article, paid by the buyer to the seller,
and by the seller to the government is the VAT rate. The Customs and Excise Department inspect
a company’s VAT records, which have to be kept for 6 years.

The rate of interest fixed by a central bank, such as the Bank of England, is the bank rate.
Indexes

The index of share prices in America is the Dow Jones index.

The same index in Britain is the FT (FTSE — footsie) index.

The same in Japan is Nikkei Dow index.

Banks, Accounts, Clients

The bank account that covers daily needs (salaries are paid into it, cash is drawn from it,
and cheques are written against it) is the current account.

The account which describes the trading activities of a business over a stated period of time
is the profit and loss account.

To start an account with a bank or with a supplier is to open it; to finish using an account
with a bank or with a supplier and formally to end the arrangement is to close it.

To obtain cash from a bank at which one has an account is to draw out cash. Every company
must watch its cash flow carefully if it is to avoid bankruptcy. The clients can transfer money from
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the account or withdraw the whole deposit from a bank. You can open a current account or deposit
account in a bank. An inquiry to a bank, asking whether a customer is creditworthy, is a status
inquiry. Payment of a debt in a cash is a cash settlement. The greatest sum which debtors are
allowed to owe is their credit limit. Items for which payment is owed appear on an account as debit
items. Items to be paid to a creditor are shown on a credit note.

If you need cash in the bank you can use the cash dispenser putting into it your credit card.

A note which accompanies goods sent by a seller, to be signed by the person who receives
the goods, is a delivery note. A document showing what has been bought and for how much, and
indicating that the goods are in transit, is an advice note.

A percentage deduction made for an order over a stated value, or payment within a stated
time, is a discount. The complete statement, showing what is owed or possessed, provides a
statement of the balance account. A statement produced, usually at the end of a financial year,
showing the financial state of the business and including, among other things, its assets and
liabilities, is its balance sheet.

The difference between the cost and the selling price is profit. The profit can be gross or
net.

A company’s turnover, less its cost of sales, is its gross profit. A company’s turnover after
the cost of sales, tax, rent and other liabilities are deducted is its net profit.

TUITOBBIE 3ATAHUA UIA ITPOBEPKM YPOBHA COOPMHUPOBAHHOCTHU
HABBIKOB U OIIBITA AEATEJIbBHOCTHU JIJIAA KOMIIETEHIIMUA [1K-7

3ananue 1.

HN3y4ure naHHbIi Keiic. Bbl ABJIseTech WieHAMH PeKJIAMHON KOMAaH/Abl B KOMIIAaHUU
Dokyc. [1oaroToBbTE pEeKJIAMHYI0 KAMIIAHUIO JJI1 OJJHOTO U3 NMPOAYKTOB HJIH YCJIYT.
I/ICHOHBSyﬁTe KJIHY€BbIC€ BOIIPOCHI HUKE, YTOOBI NMPOAHAJIU3UPOBATH MMPOAYKT U BblﬁpaTb
NpaBUJIbHBbIC METO/IbI IPOABUKCHUS. npeHCTaBbTe CBOI0 PEKJIAMHYIO CTPATEruio B
YCTHOM OTYE€TEC HA AHIJINHCKOM SI3BIKE.

Focus, a large advertising agency based in Paris, has a reputation for creative imaginative and
effective campaigns. Recently however, Focus’s reputation was damaged when two major clients
changed to rival agencies. Focus now needs to convince potential clients that it still has plenty of

creative ideas to offer.

At present, Focus is competing against some well-known agencies for several contracts. It has
been asked to present ideas for advertising campaigns to the managements of the companies
concerned. Concepts are required for the following advertising campaigns:

e A sports car. A high-priced, hand-finished model with a classic design. The car was
popular in the 1950s and 60s. An American firm now wants to re-launch it. (Target
consumers will be high-income executives with a sense of fun and style.)

Aim: An international campaign, with advertising adapted to local markets.

e A perfume. A unisex perfume with bio-degradable packaging. Produced by a well-known
up-market manufacturer. The company now wishes to enter the lower end of the market.
Aim: Launch the perfume in an English-speaking country.

e A chain of eight London restaurants. The restaurants (specializing in your national
cuisine) are in prime positions and offer extensive menus. They are reasonably priced, but
are not attracting enough customers.

Aim: A creative campaign to improve sales.

e A major bank. The bank (in an English-speaking country) wants to advertise the following

New services:
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1.Competitive low-interest mortgages
2.Direct telephone banking
3.A foreign travel service
Aim: Develop loyalty among existing customers and attract new ones.
11 It has also asked your agency to suggest other campaigns.
KEY QUESTIONS:
1.What is the campaign’s key message?
2.What are the USPs of the product or service?
4.Who is your target audience?
5.What special promotions will you use at the start of the campaign?
6.What media will you use? Several, or just one or two? Use this checklist as a guide, brainstorm
some ideas and produce a draft of a poster or a thirty-second radio/TV commercial. Remember
AIDA (attention, interest, decision, action).
— What kind of image do you want to project?
— What approach/technique will you use?
— How will you attract the reader/listener’s attention?
—  What will your slogan be? (maximum 10 words)
— What pictures or photographs will you use?
—  Will you use someone famous to endorse the product?
— Will you invent a jingle or use a cartoon character?
— Who will you use to do the voiceover?

3ananue 2.
N3yunte naunbiii keiic. [IpeacraBbTe, uro Bol aupexTop Business Equipment and
Systems. BoinoJiHuTE ciaeayioliee 3aJaHue:
1. Ilpoananu3supyiiTte Bce Mpo0JieMbl, BIUAIOIINE HA pa00oTy 0T/Ae/1a MPOJAK.
2. lIpennoxkure croco0bl NOBBIEHUS 3PPEKTHBHOCTH PA00OTHI 0T/eJIa MPOAAIK.
3. PazpatoTaiiTe niaH aeiicTBUil Ha OJIMIKaiiIMe MOJIT0AA.
H3noxute Bamm npenio:keHusi B NHCbMEHHOM OTYeTe-MUCbMe aknuonepam BES.
CASE STUDY: THE NEW BOSS

Background

Business Equipment and Systems (BES), based in Birmingham, England, sells fax machines, data
projectors and slim plasma screens. Eighteen months ago its national Sales Manager< Vanessa
Bryant, moved to a senior management position. Her replacement, Nigel Fraser, has been told to
increase turnover by at least 10% and to create a high-performing sales team.

However, since Nigel’s appointment the team has not been working effectively and morale is low.
Last year’s sales were over 20% below target. The sales team has a mix of nationalities because
BES intends to enter other European markets in the near future.

Nigel Fraser is well aware that his sales team is not working well together. Before considering
what action to take to improve its performance, he made some notes on the team.

Read about Nigel and then read the notes on the sales team.

NIGEL FRASER. A ‘whiz kid’. Previously worked for a business equipment chain. Ambitious
and creative with a direct, ‘no-nonsense’ approach. Task-oriented, he sees his main objective as
meeting sales targets. Very disappointed with current sales performance. Believes the team needs
to be controlled more tightly and is underperforming because of bad habits acquired under Vanessa
Bryant.

JOHN. Fax machines. Aged 42
Personality: Calm, relaxed, reliable. A good influence on the team.
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Performance: Missed his sales targets five times last year. Ranked sixth in department (value of
sales). Competition very strong in the fax machine market. Steady worker.

Good/bad points: Supports Nigel, good team player.

Other: Very popular with everyone.

MARTIN. Plasma screens. Aged 35

Personality: Extrovert, dominating, charismatic

Performance: Top sales person last three years (value of sales).

Good/bad points: Popular with customers. Unpopular with some colleagues. Typical comments:
‘arrogant’, ‘boastful’, ‘doesn’t listen’. Often late for meetings or makes excuses and doesn’t come.

DENISE. Fax machines. Aged 35

Personality: Dynamic, moody, outspoken.

Performance: Excellent. Ranked fourth. Usually meets her sales targets.

Good/bad points: Gets on well with John and Robert. Argues a lot with Markus in meetings.
Becomes very aggressive.

Other: Used to have a personal relationship with Markus.

MARKUS. Plasma screens. Aged 30

Personality: friendly, charming, volatile

Performance: Needs to improve. Ranked fifth (value of sales).

Good/bad points: Talented salesman, but inconsistent. Works hard when he is in the mood. Popular
with most colleagues. Always makes his final call close to home (not good for the company).
Other: Dislikes Denise and shows it!

ELIANA. Data projectors, new products. Aged 25

Personality: Very ambitious, hard-working, creative

Performance: Excellent. Ranked second in department (value of sales).
Good/bad points: Feels demotivated. Wants to move to plasma screens.
Other: Some people are envious of her success. They don’t accept her ideas.

ANNA. Fax machines. Aged 26

Personality: Reliable, quiet, hard-working

Performance: Missed her sales targets three times last year. Ranked seventh in department (value
of sales).

Good/bad points: Some good ideas but colleagues don’t listen to her. Very helpful to her
colleagues.

Other: Martin and Markus often ‘put her down’ in meetings.

ROBERT. Data projectors, new products. Aged 46

Personality: Strong, sociable, team player

Performance: Very good. Ranked third in department (value of sales).

Good/bad points: Highly experienced salesman. Enjoys meetings, a lot of ideas.

Other: Hates Martin. They often insult each other at meetings. Very unhappy with the atmosphere
in the department. Is considering leaving the company.

Additional problems in the sales team

1. When the sales staff miss their targets or when customers complain, the staff blame each other
or other departments. No one takes responsibility for mistakes.

2. Members of the team do not help each other enough, for example by passing on information
about customers. Some members dislike each other.

3. Staff become aggressive when Nigel criticizes them for poor performance.
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4. Morale in the department is poor. Nigel felt happier in his previous job, and he has heard people
talking about the ‘good old days’ when Vanessa Bryant was running the department.

3aganme 3.

N3yunte nannblii keiic. [Ipencrabre, uro Bol nupexkrop SLIM GYMS. U3yuute
KAPTOTEKY YeTbIpeX KAaHAUAATOB M MPOAHAJIN3HPYIiTe HX CHJIbHBIE H CJIa0ble CTOPOHBI.
Bbi0epuTe gydiniero KaHauaaTa Ha 10JKHOCTH ['eHepanbHOro nupexkropa. Hsioxure
Bamu npeasioskeHusi B NUCbLMEHHOM OT4YeTe-nmucbMe akuuonepam SLIM GYMS.

Case Study SLIM GYMS
Background
SLIM GYMS owns and operates six health and fitness clubs in Manhattan, New York. The clubs
aim to appeal to people of all ages and income groups.
All the clubs have a large gymnasium, with the latest equipment, an aerobics studio, a solarium, a
swimming pool, sun decks, a café, bar and clubroom. There are always several fitness instructors
on hand to advise people and provide them with personalized fitness programmes. A wide range
of aerobic and relaxation classes run throughout the day and during the evening. The clubs try to
create a friendly atmosphere, organizing numerous social activities to bring members together.
Three of the clubs are located in areas where large numbers of Spanish, Chinese and Italians live.
Slim Gyms recently advertised for a General Manager.
SLYM GYMS THE JOB

e Developing a customer-oriented
culture in the organization in the clubs

General Manager e Increasing the revenue and profits of

Required for our chain of Health and Leisure the six clubs in Manhattan
Clubs e Exploiting new business
opportunities
e Salary negotiable e Liaising with and motivating our team
e Excellent benefits package of managers and their staff
e Contributing to marketing plans and
strategies
Apply to: THE PERSON

88 Harvey Place 11-G Dynamic, enthusiastic, flexible

A strong interest in health and fitness
A good track record in previous jobs
The ability to work with people from
different cultural backgrounds
Outstanding communication skills

e A flair for new ideas and sound
organizational skills

New York
NY 10003-1324

Name: Isabella Rosetti

Age: 35

Marital Status: Single

Education: Princeton University — Master’s Degree in Business Administration (MBA)
Experience: Advertising agency for the last years. Important position liaising with clients and
managing a team of 10 people. Previously worked as Sales Manager in a department store.
Previously worked as Sales Manager in a department store (Chinatown area).

Outstanding achievement: Got a contract with a major advertiser.

Skills: Fluent Italian, judo expert, paints.
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Personality/appearance: Well dressed and self-confident. Says she is usually successful when she
wants to be. Thinks women are better managers than men: “They listen more and use their intuition
to solve problems.’

Comments: Positive reference, but employer suggested she sometimes took days off work with no
good reason. Several good ideas for increasing revenue, e.g. by setting up beauty centres in our
clubs. Didn’t mention the cost of doing this! Above average score on our aptitude test.

Name: Michael Bolen

Age: 36

Marital Status: Married, with three children

Education: Columbia University — Master’s Degree in Business Administration (MBA)
Experience: Four years with international sports good manufacturer — Marketing Director.
Previous experience with a variety of firms (sales, administration). Wants to work for a smaller
organization.

Outstanding achievement: Successful product launch in previous job.

Skills: Numerate and good with computers. Only a few words of Spanish.
Personality/appearance: Forceful, determined, with strong news. Likes to ‘keep his distance’ from
people until he knows them well. According to the letter of reference, ‘Some women find him too
assertive and cold.’

Comments: Unhappy in present position. He has often changed jobs. Aptitude test — average score.
Name: Bob Wills

Age: 40

Marital Status: Single

Education: Park High School

Experience: Twenty years in US army — Physical Fitness Instructor. Travelled all over the world.
Left army three years ago. Has taken courses in marketing, management and computing. Over the
last two years has run a fitness centre in Lower Manhattan very successfully.

Outstanding achievement: Two decorations for bravery.

Skills: Speaks Spanish fluently (his girlfriend is Puerto Rican). Is a successful disc jockey in a
downtown club.

Personality/appearance: Correctly dressed in a dark suit, but has tattoos. Sociable, with a lot of
friends. Enjoys parties and dancing.

Comments: Believes you should always stick to the rules. Values honesty and reliability. Can be
quick-tempered if people are not doing their best. Very enthusiastic with many good ideas. High
score on aptitude test.

Name: Stephanie Grant

Age: 30

Marital Status: Married, no children

Education: New York University — BSc in Business Administration

Experience: Former swimming champion. Competed at Olympic Games. For last six years, highly
successful presenter (children and sports programmes).

Outstanding achievement: Voted Top Sports Personality on a cable TV channel four years ago.
Skills: Exceptional sportswoman.

Personality/appearance: Beautiful, clever and successful. Good sense of humour. On television,
handles people well. Presents an image of a caring, sympathetic person.

Comments: ‘She’ll do anything to get what she wants,” wrote one journalist. At 24, she gave up
competitive swimming, following rumours of drug-taking. Aptitude test — above average.
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7.4. IlepeyeHb BONPOCOB 15 MOATOTOBKH K 3a4eTy
1. Marketing:

1.What is market? Give the definitions of market leaders, market challengers and market followers.
2.What is marketing? What are non-profit organizations involved in?
3.What are the major marketing functions?
4.What is market research? Why is market research necessary? What data may be collected in the
process of market research? What market research techniques can be employed?
5.What does a marketing strategy include? What is implied by a PEST ANALYSIS?
6.What is the target market? What are the four basic methods for segmenting a market?
7.Why are firms becoming more customer-oriented and less product-oriented? What are the three
approaches that a firm can opt for in order to serve a particular segment?
8.What is the total marketing concept or the marketing mix? What are other Ps of marketing?
9.How do companies decide on a product price? Speak about three pricing options.
10.What does placement involve? What is a common channel of distribution?

2. What is the difference between a manager and a leader? Which leadership qualities
can be acquired and which must you be born with? What are the three modern
management styles?

1.Why is leadership needed at all levels of organization?
2.What qualities of a leader were needed in the past? What qualities of a leader are needed now?
What factors have influenced change of priorities?
3. What leaders do modern businesses require? What should be done to instill these qualities?
4.Leadership is traditionally considered to be an inborn quality. Is it possible to teach those skills?
Are you a leader or a follower by nature?
5.What types of leaders do you know? What management style is typical of a task-motivated
leader/ a relationship-motivated leader?
6.What does it mean “to delegate authority”? Does it have any benefits for the boss/ the
employees? What management style is empowerment typical of?
7.Should a leader be good at team-building? What kind of people should be included in a team and
why? What role would you prefer and why?
8.Which of the three management styles would you prefer to use as a manager/ experience as an
employee? Why?

3.What are the main forms of capital? How is each form of capital raised? What is

leverage? What company is called a highly leveraged one?

1.What parts is after-tax profit divided into? How is a dividend cover calculated? What does a
low dividend cover (below 1.0) mean?
2.What is accounting? What is the difference between accounting and bookkeeping?
3.What is creative accounting? How can companies make the figures in financial documents
more attractive than they really are?
4.What does auditing mean? Who is audit carried out by?
5.What organizations set rules for the companies in the USA and Britain?

7.5. Meroanuyeckue MaTepHuaJbl, ONpeae/Isomue Npoueaypsl OleHUBAaHUA 3HAHUH,
YMeHH i, HABBIKOB U (MJIM) ONbITA AeSITEJIbHOCTH, XaPAKTEPHU3YIOLIUX ITANbI
¢GopmupoBaHus KOMIIETEHUMH

Jlnst  oOywaromuxcss 1o O4HOM (opme o0O0ydeHHuss YpoBeHb CHOPMUPOBAHHOCTH
KOMITCTCHIIMH  (KOMIICTCHIIMI), peanu3yeMbIX JaHHOW JUCHUIUIMHOM, OLEHHBAeTCA C
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MpUMEHEHHUEM OAJTBHO - PEUTUHTOBOW CUCTEMBI B X0JI€ TEKYIIEH M MPOMEKYTOYHOM aTTeCTalluu
CTyAeHTOB coryacHo [lomokeHuto 0  OaUIbHO-PEUTHMHTOBOH  cUCTeME ABTOHOMHOMU
HEKOMMEpPUYECKON  OopraHu3aluu BbICIIEro oOpa3oBaHus «VMHCTUTYT  MEXIyHApOIHBIX
DKOHOMHYECKHUX CBS3EN».

Jlnst  oOydarommxcss IO OYHO-3a0YHOM M 3a04HOM ¢opMaM o0OydeHUS YPOBEHB
C(OPMHUPOBAHHOCTH KOMITCTCHIIMU (KOMIICTCHIIHIA), PEATU3yeMbIX JTaHHON JUCIUTUTMHOW
OLICHMBAETCA C  HCIOJb30BAaHUEM  TPAAMIMOHHOW  MIKANBl:  «HEYIOBJIETBOPUTEIHLHOM,
«YIOBIIETBOPUTEIHHO», «XOPOIIO», KOTIUYHO» (IIPH MPOBEICHUU dK3aMEHA) WIH «3a4TCHOY /
«He3auTeHo» (MpU MpOBENEHUHM 3auyeTa), corjiacHo I[lonmojkeHHI0O O TeKylleM KOHTpoJe U
npoMexXyTouHoi arrectauuu oOydatonmmxcsi B AHO BO «MHCTUTYT MeXIyHApOJHBIX
SKOHOMHYECKHX CBSI3EN».

IIpouenypa n KpuTEepUU OLEHKH ¢ IPMMEHEHUEM 0A/LUIbHO-PEHTHHIOBOM CHCTEMbI

MakcumanbHasi oIleHKa TeKyIel paboTel cTyaeHToB — 50 6auios, B T.4:

- TOCENICHWE ayJUTOPHBIX 3aHATHH (KOHTakTHas paboTa — JEKIUU, MPaKTHUYECKUE
paboTbl/ceMuHaphl) — MakcuMyM 20 6aJoB;

- paboTa Ha ceMHHapaX M TPAKTUYECKUX 3aHATUSAX (BBICTYIUICHHUE C JOKIIAIOM,
MOJFOTOBKA MPE3EHTAIMil, YCTHBIE OTBETHI, PEeIlIeHUH 3a/1a4, paboTa CTYJI€HTOB MaJIbIX rpynnax,
BBITIOJTHEHHE 3aIaHUH U T.11.) — MakcumMyM 20 6aIos;

- MUChbMEHHAsT KOHTPOJbHas pabora, pedepar u Apyrue BHABI MUCBMEHHBIX PaboOT —
MakcumyM 10 GayioB (eciu npeaycMOTPEeHO BBHIIOIHEHNE IBYX pabOThl — MAKCUMYM 10 5 6ayioB
3a KQXIYy10).

IIpomexyTouHasi aTTeCcTAUMS B COOTBETCTBUU C YUCOHBIM IJIAHOM IO HAIPABJICHUIO
38.03.01 Dxonomuka, nmpoduas «MupoBas IKOHOMHKa» 0 TUCIHUIUIMHE MPOBOAUTCS B (hopme
3ayera.

MaxkcrManbHasi OlleHKa 3HaHUM, YMEHU U HaBBIKOB CTYJIEHTA, BBISIBIICHHBIX B X0/1€ 3a4€Ta
— 50 6amnoB. Cymma 0aJuioB Ha 3aueTe CKJIQABIBACTCS W3 OLEHKH MPABHIBHOCTU BBIIOJIHEHUS
TECTOBBIX 3a/IaHU{ WJIM YCTHOTO OTBETA U PEUICHUS CUTYallMOHHBIX 3a/1ad.

MaxkcruManbHOE KOJIHYECTBO OAJJIOB 3a BBIMOJHEHUS 3aJaHUM N7 TPOBEPKH YPOBHS
chopMupOBaHHOCTH 3HAHUM — 20 6AJTOB. ITO MOTYT OBITH TECTHI HJIA TIPU YCTHOM 324€TE OTBETHI
Ha BOTPOCHI OuieTa (3a Kakaplid Bompoc He 6onee 10 Gannon).

IIIkaja olleHKH TeCTOBBIX 3aJaHHl
e TecThl 3aKpHITOTO TUIA (MHOXKECTBEHHOTO BBIOOpA, aTbTEPHATUBHOTO BHIOOPA, UCKITIOYECHUS
JIMIIIHET0, BOCCTAHOBJICHUS MTOCIIEI0BATEILHOCTH )
[IpaBunbHO BEIOpaH BapuaHT oTBeTa — | Gann
e TecTbl JONOJIHEHUSA
Brnican BepHbIii oTBET — 2 Oania
IlIkaia oneHUBAHUSA YCTHOI0 0TBeTAa (B 0a/1J1aX) HA BONPOC HA 3a4eTe

Tema packpsbITa ¢ OOPOW HA COOTBETCTBYIOLIHE IMOHITHUS
U TEOPETHUYECKHUE MTOJI0KEHUS 3
AprymMeHTanus Ha TEOPETUYECKOM YPOBHE HEMOJHAsL, HO C
PackpeiThe Tembl, OIOPOi Ha COOTBETCTBYIOLINE TOHATUS 2
UCTIOJIb30BaHUE
OCHOBHBIX ITOHATUI
(MaxcuMyMm 3 Gasna) ApryMeHTanMs Ha TEOPETUYECKOM YpPOBHE HEIOJIHAs, 1
CMBICJI PsiJIa KJIIOUEBBIX MOHITHHA HE 00BsCHEH
TepMUHOJIOTMYECKHIT ~ anmapaT HEMOCPEACTBEHHO HE
CBS3aH C PACKPBIBAEMOU TEMOU 0
Nznoxenue ¢pakrop | [IpuBoasTcs GakThl U IpUMeEphl B HOJHOM 00beMe 3
Y IpuMepoB 110 TeMe | [IpuBoasTcs mpuMepsl B MOTHOM 00beMe, HO MOKET ObITh 5
(MakcumyM 3 Gamna) | gonyiieHa QakTtuyeckas omuOka, HE MNpHBEImas K

81



CYIIECTBEHHOMY HMCKa)KEHHUIO CMBICIIA
[IpuBoasTCS TIPUMEPHI B YCEYECHHOM 00BEME, TOMYIIECHO
HECKOJIbKO (DaKTUYECKUX OIMMOOK, HE TMPUBEIIINX K 1
CYIIECTBEHHOMY MCKa)KCHHUIO CMBICIIA
Jomymensl  (QakTU4ecKHe W JIOTUYECKUE  OIIMOKH, 0
CBHJICTEILCTBYIONINE O HETIOHUMAHUHU TEMBI
OTBeT XapakTepus3yeTrcsi KOMIO3UIMOHHOW HEIbHOCTBIO,
coOIroaeHa JIOTH4YecKas MOCJIENOBATEILHOCT, 3
MOJAJICPKUBACTCA PABHOMEPHBIM TEMN Ha MPOTSKEHUU
Komno3unuonnas BCEro OTBETa
LIEIOCTHOCTb, OTBeT XapaKTepu3yeTcsi KOMIO3UIMOHHOW EIbHOCTBIO,
JTOrHYecKast €CTh HapYIICHUS MOCIEAOBATEIIBHOCTH, TOIIEPKUBACTCS 2
IOCJICA0BATEIbHOCTh paBHOMepHBIﬁ TCMII HA MPOTAKCHHUUN BCCTO OTBCTA
(Makcumym 3 Gaia) EcTte HapymieHHss KOMIIO3UIIMOHHOW IEIOCTHOCTH U
MOCIICIOBATEIIFHOCTH, 00JIBIIIOE KOJINYECTBO 1
HEONPaBJAAHHBIX T1ay3
He mpocnexuBaercs TOTUKa, MBICITh HE Pa3BUBACTCS 0
PeueBbIX n 1eKCHKO-
rpaMMaTHYECKUX 1
OIIMOOK HET
(1 6amm)

MaxkcruManbHOE KOJIMYECTBO OalljIOB 3a BBINOJIHEHUS 3aJaHUl 7S MPOBEPKH YPOBHS
c(hOpMHUPOBAHHOCTH YMEHUH 1 HaBBIKOB — 30 6aJLI0B.
MaxkcruManbHOE KOJIMYECTBO OalljIOB 3a BBINOJIHEHUS 3aJaHUl N7 MPOBEPKH YPOBHS
chopmupoBaHHOCTH yMeHUH — 10 6as10B.
[IIkana olleHWBaHUs CTAHIAPTHBIX 3a/1a4

[TonnMaHue npeacTaBICHHON HH(OpMAIH 0 1 2 3
Wznoxenne (HakToB 0 1 2 3
[IpenyioxxeHune cnocoda pemeHus mpooJIeMbl 0 1 2 3
AKKypaTHOCTh 0(popMIICHHUS 1
HUTOrO: 10

MaxkcuManbHOE KOJIHYECTBO OAJJIOB 3a BBIMOJIHEHUS 3aJlaHU N7 TPOBEPKH YPOBHS

chopMupOBaHHOCTH BiiajieHn — 20 6aJ110B.
[Ixana onleHUBaHUS HECTAHAAPTHBIX CUTYAIIMOHHBIX 337a4, TPEOYIOIINX apryMEHTAIIU!
COOCTBEHHOM TOYKHU 3PCHUS

[TonnMaHme peacTaBICHHON HH(OpMAIH
Wznoxenne (HakTos
[Ipenyioxxenune cnocoda pemeHus mpooJIeMbl
ObocHoBaHMe criocoba penieHus npoodIeMbl
[TpenioxkeHne anpTePHATUBHOIO BapHaHTa
[TonHOTA, MOCIE10BATENBLHOCTD, JIOTHKA U3JIOKEHUS
AKKYpaTHOCTb U IPABHJILHOCTb O0(hOpMIICHHS
HUTOI'O: 20

[Ipu BBICTaBICHHUH 3a4eTa OILIEHKHU CYMMHUPYIOTCS OQJUIbI, TTONyYEHHBIC B XO/€ TEKYIICH
paboThl 1 O6asuIbl, MOJYYEHHBIE HEMOCPEICTBEHHO B X0/I€ 3a4eTa.

[TepeBon wToroBoit cymMmbl OammoB mo aucuuiimHe u3 100-0amipbHON B SKBUBAJICHT
TPaAUITMOHHON MATHOATLHON CUCTEME OCYIIIECTBIISIETCSI B COOTBETCTBUU CO CIEAYIOIICH IITKAIOM
(1. 3.3 Ionoxenus o GaILHO-PEHTUHIOBOI crucTeMe):

3auer
Bamer o 100-0amibHOKR-1IIKaIE TpaguuroHHAas cucTeMa OLICHKU
50-100 6anoB 3auTeHo
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| 49 GansoB U HIXKE ‘ He 3auteno

Onucanue MKAaJIbI OIICHUBAaHUA

OrneHka OrneHKa OneHka «xopouio» OrneHKa
«HEYJOBIETBOPUTEIBHO» | «YyIOBICTBOPUTEIHLHO) (3a4TeHO) COTJIIMYHOY»
(He 3a4TeHO) (3auTeHO) 70-84 6amoB (3auTeHO)
49 6annoB U HUXKE 50-69 6amnoB [ToBbIIeHHBIIH 85-100 6annos
KOMIIETEHIIUS ba3oBblii ypoBeHb YpPOBEHb OCBOCHUS | BBICOKMI ypOBEHB
(KOMITETEHITUH ) HE OCBOGHUS KOMTIETCHIINH OCBOCHUS
chopmupoBana KOMITETCHITH (KOMTIETEHIIHIA) KOMITETCHITH
(KoMIeTeHHi) (KoMIeTeHIHi)
Kommnerentus (ee yactp) Komnerenmus (ee OO6yuarommmiics OO6yuarommiics
HE pa3BUTA. 9acTh) HEIOCTATOYHO | BIAJEET 3HAHUSIMHU U obnamaer
OOyuJarommiics He pa3BuTa. YMEHUSIMH, BCECTOPOHHUMU U
obmnamaer OOyuarommiics IPOSIBIISET 1y OOKUMHU
HEOOXOIUMBIMU YaCTUYHO 3HAET COOTBETCTBYIOIINE 3HAHUSAMU,
3HAHUSIMH, HE CMOT OCHOBHBIE HAaBBIKU TIPU YBEPEHHO
MIPOJIEMOHCTPUPOBATH TEOpETUYECKHE pelieHnn JEMOHCTPHUPYET
YMEHUS ¥ HaBBIKH MOJIOKEHUS, JOMYCKAET CTaHJIAPTHBIX U YMEHHUS, CTIOKHBIC
OLIMOKY MpHU HECTaHAapTHBIX HaBBIKH, YBEPEHHO
OTIpe/ICTICHU Y TIOHSTHUH, 3a/1a4, HO UMEIOT OpPUEHTHUPYETCSI B
CHOoCO0OEH pelaTh MECTO HEKOTOpPHBIE MPAKTUYECKUX
CTaHJIapPTHBIE 3a/1a4H, HETOYHOCTHU B CUTYaIlUsX.
JOTTyCKast HeOObIINe JEMOHCTpALNH
MOTPEIIHOCTH OCBOCGHUS MaTepuaia

Ilpouenypa W KpuTepuM OIEHKH ¢ NPUMEHEHHEM TPAAUIHOHHON IIKAJIbI
OLICHUBAHUSA

JlJis CTYIEHTOB OYHO-3209HON M 3209HON (opM 00y4YeHHS YPOBEHb CHOPMUPOBAHHOCTH
KOMITETEHIIMI OLIEHUBAETCS C UCIIOIb30BAHUEM TECTUPOBAHUS - CUCTEMBI CTaHIAPTU3UPOBAHHBIX
IIPOCTBIX U KOMIUIEKCHBIX 3aJaHMM, MO3BOJAIOIIECH ONPEAEIUTh YPOBEHb 3HAHUN, YMEHUU U
BIIAZICHUI 00yJaroIerocs.

Kpurepuu onienuBanus 3a1anuii:

OLIGHKa «YIOBJIETBOPUTENBbHO» / «3auTeHO»- 3a 51-69% mnpaBUIbHO BBITOJIHEHHBIX
3aJaHuM,

OIICHKA «XOPOII0Y / «3auTeHO» - 32 70-85% NpaBUILHO BHIMOJTHEHHBIX 3a/IaHUM,

OIICHKA «OTIUYHO» / «3a4TEHO) - 3a IPABHIILHOE BBITIONHEHUE Oosee 85% 3amanuii.

B cnyuae mpoBeneHHsT MpOMEXYTOYHOM aTTECTAIllMM B YCTHO - NMHCHbMEHHON (opme
UCIIOJIB3YETCS CJIEYIOIas IIKaja OLICHUBAHUSA:

Onenka «omauuno» / «3aumenoy. OTBETbl Ha IOCTABIEHHbIE BOIPOCHI H3J1araroTcs
JIOTUYHO, TIOCTIEIOBATENIBHO U HE TPEOYIOT JOMOTHUTENBHBIX MosicHeHui. [10THO packphIBatoTCs
MPUYMHHO-CJIEICTBEHHBIE CBSI3U MEXAY SBICHUSMHU U cOObITUsMH. [lenaiorcs oOOCHOBaHHbBIE
BbIBOABIL. [IpakTHueckas 3agaua penieHa BepHo. CTyJIeHT yBEPEHHO OTBEYAET Ha IOTIOTHUTENIbHbIC
Bonpockl. [Ipu mpoBeeHNH TeCTUPOBAHUS KOJIMYECTBO IPABUIIBHBIX OTBETOB OOJIbIIE WIH PABHO
85 %.

Onenka «xopowo» / «3aumenoy». OTBETbl Ha IOCTABJIEHHBIE BOIPOCHI M3JIararoTcs
CHUCTEMAaTHU3UPOBAHO U TMOCJIEAOBATEeNIbHO. Marepuan wu3naraerca JOCTaTOYHO YBEPEHHO.
PackpbIThl NPUYMHHO-CIIECTBEHHBIE CBS3U MEXK/1Y SIBICHUSMH U COOBITUAMU. J[eMOHCTpUpyeTcs
yMEHUE aHAJIU3UpPOBaTh MaTepHall, OJHAKO HE BCE BBIBOJLI HOCAT apryMEHTHPOBAHHBIN U
JoKa3zaTenbHbIM  xapakTtep. [IpakTuyeckass 3amaya pelieHa BepHO, JMOO  JOMylIeHa
HecyliecTBeHHass omuoka. CTyIeHT MOXKEeT JOMyCTUTh HETOYHOCTh TMPU OTBETE Ha
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JIONOJTHUTEIbHBIE BONPOCHL. [Ipy poBeaeHNN TeCTUPOBAHUS KOJIMYECTBO MPABUIIBHBIX OTBETOB
6osnbie unu pasao 70 %.

Ouenka «ydosremgopumenvHoy /  «3aumeHo». JIONycKaloTCs HapylIeHUs B
MOCJIEIOBATEIbHOCTH H3JI0KEHUsI. HemojaHO pacKphIBalOTCS MPUYHMHHO-CIEICTBEHHBIC CBSI3U
MEXIy SIBICHHSAMH M COOBITHAMH. JIeMOHCTpUpYIOTCS HMOBEPXHOCTHBIE 3HAHHMSA Bompoca. B
pelIeHNH TMPAaKTUYECKUX 3ajay JOMyIIeHa OMMOKa, CTIpaBisieMasi ¢ IIOMOIIBIO MTPEro1aBaTels.
Nmetotcst 3aTpyaHeHus ¢ BbIBoAaMu. CTyA€HT YaCTHYHO OTBEYAET Ha JOTIOIHUTEIBHBIEC BOIPOCH.
[Ipu mpoBeieHNHU TECTUPOBAHUS KOJMYECTBO MPABUIBHBIX 0TBETOB Oojee 51 %.

Ouenka «HeyooeremeopumenvHoy / «He  3aumeHoy». MaTepuan  H3JaraeTcs
HEMOCJIe0BAaTeIbHO, COMBYMBO, HE TMPEICTABISAET ONPEACICHHOM CHCTEMBbl 3HAaHHM IO
TUCIUIUIMHE. He pacKkpbhIBalOTCS NPHUYMHHO-CIICACTBEHHBIC CBSI3M MEXKIY SBICHUSIMH U
coObITUsMH. He mpoaeMOHCTpHpOBaHO YMEHHE aHATM3UpOBaTh MaTepuai. [IpakTuueckas 3amaua
HEe pelleHa WIM pelIeHa He BepHO. BBIBOIBI HE NpaBHIBHBI WM HE craenaHbl. OTBETH Ha
JIOTIOJTHUTEIBHBIE BONPOCHl OTCYTCTBYIOT. [IpM TpOBEACHHWH TECTHPOBAHUS KOJIUYECTBO
NpaBUJIBbHBIX 0TBETOB MeHee 50 %.

IIpu ¢opmMHpOBaHHM OKOHYATEIBHOTO pe3yJibTaTa NPOMEXKYTOYHON aTTecTaluu C
NPUMEHEHHEM TPAJUIMOHHON INKadbl OICHWBAHMSA YYHUTBHIBAIOTCS PE3yJIbTAaThl TEKYILETO
KOHTPOJISl pabOTHI CTY/I€HTA U OLIEHKA MOXKET OBbITh MOBBIIIEHA HAa OJUH OaJll.

8. IlepeyeHb OCHOBHOM M 1ONIOJTHUTEJIBbHOM y4eOHOH JIUTEPATYPHI,
He00X0IUMOM 1JIsl OCBOEHUS IMCIUIIMHBI (MOLYJIs1)

8.1. OcHoBHas suTEpaTypa

1. MouceeBa, T. B. AHMIHINCKHIA SI3BIK 7151 SKOHOMHUCTOB : y4eOHOe mocoOue AJis By30B /
T. B. MouceeBa, H. H. [{armuna, A. 1O. Hlupokux. — 2-e¢ u3z., nmepepad. u gon. — Mockasa :
WznparensctBo FOpaiit, 2023. — 157 ¢. — (Bricmiee o6pazoBanue). — ISBN 978-5-534-08911-0.
— Tekcr : onexkrponHbid // OOpazoBatenbHas mnatdopma HOpaiit [caitit]. — URL:
https://urait.ru/bcode/516202

2. Amypb6ekoBa, T. . AHrnmiickuii s3bIK i1 SKOHOMHUCTOB (B1-B2) : yueOHUK 1
npakTukyMm Juist By3oB / T. M. Amryp6ekosa, 3. I'. Mup3oeBa. — 2-e u3n., uctp. u jorn. — Mocksa
: I3patensctBo FOpaiit, 2023. — 195 ¢. — (Bricmee oo6pazoBanue). — ISBN 978-5-534-07039-
2. — Tekcr : snmextpoHHBI // OOpazoBarenbHas miaardopma IOpaiit [caiit]. — URL:
https://urait.ru/bcode/512909

3. Croruuesa, O. H. Anrnuiickuii si3pik 1y1st 3koHomuctoB (B1-B2). English for Business

Studies in Higher Education : yue6Hoe mocobue mist By3oB / O. H. CrorameBa. — Mockaa :
WznparensctBo FOpaiit, 2023. — 197 ¢. — (Bricmiee o6pazoanue). — ISBN 978-5-534-10008-2.
— Tekcr : onexkrponHbii // OOpazoBatenbHas mnatdopma HOpaiit [caiit]. — URL:

https://urait.ru/bcode/517158

4. Mensiino, B. B. Akanemuueckoe nuceMo. Jlekcuka. Developing Academic Literacy :
yuebHoe nmocobue st By30B / B. B. Mensiino, H. A. Tynsakosa, C. B. Uymmwikun. — 2-¢ u3n.,
uctp. u gorn. — Mocksa : M3narenscTBo FOpaiit, 2023. — 240 ¢. — (Bricmiee oOpazoBanue). —
ISBN 978-5-534-01656-7. — Texkct : snexkTponHblid // OOpa3oBarenbHas miatdopma HOpaiit
[caitT]. — URL.: https://urait.ru/bcode/513761

8.2. lonosiHuTE/IbHAS JIUTEPATypPa

1. AHrIMiCKU# SI3BIK TS U3YYAIOIIUX MEXAyHapoaHbie oTHomeHus (B2-C1) : yuebHuk
s By3oB / H. B. Apxkanuesa, JI. E. bymkanen, A. K. I'apaeBa, /. B. Ts6una. — Mocksa :
WznparensctBo FOpaiit, 2023. — 255 ¢. — (Bricmiee o6pa3oanue). — ISBN 978-5-534-10866-8.
— Tekcr : onexkrponHbii // OOpazoBatenbHas mnatdopma HOpaiit [caitit]. — URL:
https://urait.ru/bcode/517066

2. CrynuaukoBa, JI. B. AHrmumickuili s3bIKk B MexayHapogHoMm OusHece. English in
international business activities : yaebnoe mocooue mis By3os / JI. B. CtynaukoBa. — 2-¢ u3n.,
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nepepad. u gon. — Mocksa : M3natensctBo FOpaiit, 2023. — 216 c. — (Bricmiee oOpazoBanue).
— ISBN 978-5-534-11015-9. — Texkcrt : anexTpoHHbIH // O6pazoBaTenbHas miaTgopma FOpait
[caitT]. — URL.: https://urait.ru/bcode/517594

3. lectoBa, M. C. AHrIMiickuii sI3bIK: MEPEBOJ] KOMMepUecKoil pokymenTanuu (B2) :

yueOHoe mocobue st By3oB / M. C. IlecroBa. — 2-¢ u3n., mepepad. m mon. — Mocksa :
Wznparenscto FOpaiit, 2023. — 191 ¢. — (Bricmiee oOpazoBanue). — ISBN 978-5-534-11543-7.
— Tekcr : onexkrponHbii // OOpazoBatenbHas mnatdopma HOpaiit [caitit]. — URL:

https://urait.ru/bcode/517265

4. Slkymesa, . B. Anrmwmiickuii s3eik (B1). Introduction Into Professional English :
yueOHUK U pakTUKyM uis By3oB / W. B. Skymesa, O. A. JlemuenkoBa. — 3-€ U3/1., UCTIP. U JOIL.
— Mockaa : U3parensctBo FOpaiit, 2023. — 148 ¢. — (Bricmee o6pazoBanue). — ISBN 978-5-
534-07026-2. — Texkcr : anexTpoHHbIH // O0pa3zoBarenbHas miardopma FOpaiit [caiit]. — URL:
https://urait.ru/bcode/512146

5. Heszopona, I'. JI. Anrnuiickuii s3pIk. ['paMmaTiika : yueOHOe nocoOue ams By3oB / I
. HeB3opoga, I'. . Hukurtymkuna. — 2-e u3., ucnp. u gomn. — Mocksa : 3narensctBo FOpaiir,
2023. — 213 c¢. — (Bwicmee obOpazoBanme). — ISBN 978-5-534-09359-9. — Tekcr
anexkTpoHHbd  //  OOpasoBarensHas  1argopma  FOpaiit  [caiit]. —  URL:
https://urait.ru/bcode/512890

9. Ilepeuensn pecypcoB HHGPOPMALMOHHO-TETEKOMMYHUKANIMOHHOM ceTH ""UHTepHeT",
He00XO0IUMBIX /IJI51 OCBOCHUS TUCHMILUIUHBI (MO1YJIAA) 1 MH(OPMAIMOHHBIX TEXHOJIOT Ui,
HCNOJIb3yeMbIX MPH OCYILECTBJIEHUHN 00Pa30BaTEeIbHOI0 NMPoLecca Mo TUCHUILINHE
(MoayJ110), BKJII0O4Yas MepevyeHb NPOrPaMMHOro odecrnevyeHusi ¥ HHGOPMANMOHHBIX
CIPABOYHBIX CHCTEM (IPU HEOOXOIUMOCTH)

1. http://biblioclub.ru - 9bC «YHuBepcureTckast OMOIHMOTEKA OHITANHY

2. http://learnenglish.britishcouncil.org/ caiitr Bpurtanckoro CoBera ¢ 0OaHKOM
MaTepUalioB Uil YPOKOB M CAMOCTOSATEIFHOTO M3YYEHHs aHTJIHMHCKOTO S3bIKAa MO Pa3IHYHBIM
TeMaM Kak O0IIero, TaK U JAeJ0BOro xapaktepa. OXBaueHbI BCE YPOBHU JICKCUIECKOW CIIOKHOCTH:
OT Ha4YaJbHOTO JI0 CAMOT'0 TIPOJIBUHYTOTO.

3. https://www.duolingo.com/ - GecriiaTHbIN CEPBHC ISk U3YUEHHS HHOCTPAHHBIX S3bIKOB
¢ Hyms. IIporpamma moctpoeHa B opMe «IepeBa NOCTHKEHHUI»: YTOObI MEepeTH Ha HOBBIN
ypOBEHb, HY)KHO CHa4aja HaOpaTh ONPEICICHHOE KOJIWYECTBO OYKOB, KOTOpPbIC MAIOTCS 3a
npaBuibHbIE 0TBETHI. EcTh mpunoxenus ans i0S n Android.

4. https://www.real-english.com/new-lessons.htm - caiit ¢ ypokamwu, cTaThbsIMH B BHIEO
3apHCOBKaMHU ISl M3YYaIOUIMX AaHTJIMHCKHN $3bIK, BCE MaTepUalibl YCIOBHO pa3ieieHbl Ha
JIEKCUYECKHE U TPAMMAaTHYECKHE, JOCTYITHBI BCE YPOBHH CI0KHOCTH.

5. https://www.economist.com/ - 3KOHOMHYECKHIA CAaUT U POPYM Ha aHTIHHUCKOM SI3BIKE,
COZIEpIKAIMi /IeTIOBBIC HOBOCTH, SKOHOMHYECKHE CTaThU Ha JEJIOBYIO TEMAaTHKY, 00CYyKAEeHHUE
npo0JIeM JIEIOBOTO XapaKTepa.

6. https://www.ft.com/ - caliT 5KOHOMHUYECKOM Ta3eThl Ha aHTTTUHCKOM si3bIKe. COMEPIKUT
JICTIOBbIE HOBOCTH, SKOHOMHYECKHE CTaThH Ha JICJIOBYIO TEMAaTHKY, OOCYXKJEHHE NpoOiieM
JIETIOBOTO XapakTepa.

JIM1eH3MOHHOE IPOrPaMMHOe o0ecreYeHue:

- Windows (3apy0exHoe, BO3ME3THOE);

- MS Office (3apyOexxHOE, BO3ME3THOE);

- Adobe Acrobat Reader (3apy0exHoe, CBOOOIHO pacipoCTpaHIeMoe);

- Koncynprantllmoc: «Koncynerantllmoc: Cryment» (poccuiickoe, CBOOOIHO
pacIpoCTpaHsIeMOE);

- 7-zip — apxuBatop (3apy0eKHOE, CBOOOHO PAaCIIPOCTPAHIEMOE);

- Comodo Internet Security (3apy0exHoe, CBOOOTHO pacpoCTpaHIEMOE).
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10. MeToguveckne yKazaHus AJ1s1 00y4alOIIMXCH M0 OCBOCHUI0 TMCUMILIUHBI (MO1YJIs1)

CoBeTbI 110 BeICHHIO IJ10ccapus MPogecCHOHATBHBIX TEPMHHOB

v\ OTOOpaHHBIC TEPMHUHBI U JIEKCHUYECKHUE €IAUHHUIIBI JOKHBI OTHOCHTBCS K IIUPOKOMY U Y3KOMY

PO UITIO CIIEIUATBHOCTH,

v\ OTOOpaHHBIC TEPMHHBI U JIEKCHYECKUE €IUHUIIBI JOJDKHBI OBITh HOBBIMU U HE AyOIHPOBATH

paHee U3yUYCHHBIE,

v\ OTOOpaHHBIC TEPMHUHBI U JICKCHUCCKUE CIMHHIIBI JOJKHBI ObITh CHAO0KEHBI TPAHCKPHUIIIUEH U

IIEPEeBOJIOM Ha PYCCKUH s3bIK (BO M30€XKaHHWE HETOYHOCTEH pPEKOMEHAYeTCs MOJIb30BaThCs

CHEeLUATU3UPOBAHHBIM CIIOBapeM);

V' o0l1ee KOJIMYECTBO OTOOPAHHBIX TEPMUHOB HE JTOJKHO OBITh MeHbIIE 500 € IUHHMIL;

v\ OTOOpAHHBIC TEPMHUHBI M JICKCHYECKUE CIUHUIIBI TIPEIHA3HAYCHBI Il AKTHBHOTO YCBOCHUS U

JIOJKHBI MCTIOJIb30BATHCS NIPU YTEHNH, BOCIIPUATHH HA CIIyX, TOBOPEHUH U MHCHME.
MeToanyecKkue peKOMeHAAlMH N0 HAMMCAHUIO 1eJ10BOI0 MUCbMA

[TucbMO 1OMIKHBI OBITH SICHBIM, KPATKUM U BEXKIIUBBIM.

YnorpebsiiTe MpoCThie CI0BA/BBIPAXKEHUS BMECTO BBICOKOMAPHBIX M CTEPEOTUITHBIX, €CIIU
OHU MMEIOT OJTHO 3HA4Y€HHUE, KOHKPETHbIE BMECTO a0CTPaKTHBIX. UeM mpolie Bbl TOBOPHUTE, TEM
ObicTpee Bac moiimyT. OmHako He 3a0bIBaiiTe, YyTO B OQHUIMAILHON JENOBOM IEpenucKe He
UCIIONB3YIOTCS HUKakue cokpamieHus tuma "['m" u cienr. Hanpumep, BMecto dpassr "We are the
recipients of", nmyume ckazare "We received”. Brl 100beTech KpaTKOCTH U SICHOCTH B CBOUX
NUCbMax, €ciii OyJeTe HUCMOIb30BaTh KOPOTKHE WIM CPEAHEN IUIMHBI MPEUIOKEHUS BMECTO
JUIMHHBIX M CJOXHBIX 000poTOB. I'paMoTHOE neneHue Ha ab3aipl O0JEerdaeT 3pHUTENbHOE
BOCIIPHSITHE TEKCTA U 3aJ1a€T BCEMY IIPOLIECCY PUTM.

OnHUM U3 TOKa3aTreneil BEXIIMBOCTH B JIEJIOBOM MEPENHCKe SIBISETCS JIMYHOE 00palieHne K
yenoBeky. He Hasio 3a0b1BaTh PO BEXKIIMBOCTD J1aXKe TOI'/1a, KOI'/1a Bbl OYEHb HE0BOJIbHBI KEM-TO
WX YEeM-TO.

IMonwITOXKUM:

1. Bribupaiite KOpOTKHE U CpeiHell ATUHBI IPEUIOKEHH, YIOTpeOIIiTe IpOCThIe CI0Ba U
BBIPa)KEHUS

2. He ynotpebnsiiTe pa3sroBOpHbIE COKPAILCHUS U CJICHT

3. Jlenmute HamMCcaHHOE Ha a03aIlbI

4. BynpTe BeXXIMBBI U JUIIIOMATHYHBI

«Ianka» nucbma.

Kaxmoe nemoBoe muchbMo revataercs (MUIIETCs ) Ha yKe 3ar0TOBJICHHOM, (upMeHHOM OaHke. B
BepxHeii yacTu O1aHKa pa3MelaeTcs Tak Ha3biBaeMas "'manka' - 3arojgoBoK. OOBIUHO B 3ar0JIOBKE
JTaHbI cJIeIyIOlIUe CBeIeHUsI:
e  3aPETUCTPUPOBAHHOE HA3BAHUE KOMITAHUH
e  KpaTKHE CBEJICHUS O XapaKTepe ee NesTEIbHOCTH,
e  KOHTaKTHas UHPOpPMALHUS.

Teno nucbma. 3akiawyurenbHas popma BexanBocTu. [lognuce.

[TepBeiii a03all OCHOBHOTO TEKCTa HAYMHACTCA C MPEAJIOKEHUS, B KOTOPOM BBHI
MOJATBEPXKJIaeTe TOJyuyeHHWE MUChMa OT Ballero KOPPECHOHJEHTa, WM CO CCBhUIKM Ha
MOCTYTHBIIEE TUCHMO.

OOBIYHO 00BEM JIETOBOTO TTMChMa HE MPEBBIIAET OAHY cTpanuily. Ho, eciin o0beM nmucrMa
0oJbIIIe OAHON CTPAHMIIBI M €r0 MPOJODKCHHE HaledaTaHo Ha oOpaTHON CTOpPOHE JUCTa, TO B
KOHIIE TIEPBOM CTPAHMIIBI MHAIIETCA P.t.0., uT0o 03HadaeT Please Turn Over (CMoTpuTe Ha 000pOTE).

Ecnu BBl OTChITaeTE KOMUU MHUChMA U IPYTHM ajpecaTam, TOTJa B KOHIIE MUChMa CIIeIaiTe
COOTBETCTBYIOIIYIO OTMETKY B BHJIE CIIEayroIIeii abOpeBuatypsl: ""c.c." - carbon copies (TOUHBIC
koruu) uiau Copy to...
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WMHorna BB HE XOTUTE, YTOOBI MOJyYaTelb BAlIero MHCHbMa 3HAN, YTO BBl €IIe KOMY-TO
oTocianu Komuu. B aToM cimywae BHM3Y mmceM-Konuid Bbl ykasbiBaere "b.c.c." - blind carbon
copies. (CKpBIThIE KOTIHH).

Ecnu k muceMy mMeeTcst mpuiloKeHue (KaTauior, KOHTPAKT, CYEeT W T.I.), TO BHHU3Y, MOCIE
noAnucH jemaercs ykazanue o6 stoMm: "Enc:", "Encl:" - sTo coxpamenue ot Enclosure
(mpuIIO’KEHHE, BIOXKEHUE).

IIpuMepHbIe A3BIKOBbIE KJIHIIE /151 1eJIOBOT0 MHCHhMA M0 YaCTIM:

1. O0pamenue

Dear Sirs, Dear Sir or Madam H(ecnn BaM HE U3BECTHO MMsI aJipecaTa) |

(ecni BaM M3BECTHO UM aJpecaTa; B TOM
clly4ae KOTJa BBl HE 3HaeTe ceMelHoe
Dear Mr, Mrs, Miss or Ms MOJIOKEHHUE KEHIITUHBI CIIeTyeT MUcaTh Ms,
rpy0o0ii OIMOKOI SBIISETCS UCTIOIB30BaHNE
dpa3bl “Mrs or Miss™)

‘Dear Frank, H(B oOpanieHuu K 3HAKOMOMY YEJIOBEKY ) |

2. Beryuienne, nmpeabiayinee o0ueHue.

\Thank you for your e-mail of (date)... HCnacn6o 3a Ballle TUChbMO OT (YKCIa) |
\Further to your last e-mail... HOTBeqaﬂ Ha Ballle MIChMO. .. |
I apologise for not getting in contact with you||Sl mpomry mpomeHus, 94T0 A0 CHX MOp HE
before now... HaIca BaM. ..

\Thank you for your letter of the 5th of March. HCnacn6o 3a Balle NHChbMO OT 5 MapTa |

OTHOCHUTENBHO Ballero IucbMa oT 23

With reference to your letter of 23rd March
Mapra

With reference to your advertisement in «The

Times» OTtHocuTenbHO Bamlel pekiamsl B Taiimc

3. YKa3aHue NPpUYMH HAMMMCAHUSA MU CbMa

\I am writing to enquire about H}I THUIIY BaM, 9TOOBI y3HATb. .. |

‘I am writing to apologise for HH MUY BaM, 4TOOBI H3BUHUTKCS 34.. . |

‘I am writing to confirm HH MUITY BaM, 4TO ObI TIOATBEPAUTh. .. |

\I am writing in connection with HH TIMITY BaM B CBA3U C ... |
. . Mgl xoTenu 661 00paTUTH Ballle BHUMAaHHE

We would like to point out that... ha p

4. IIpocboda

\Could you possibly... HHe MOTJIH OBI BHI. .. |

‘I would be grateful if you could ... HH ObUT ObI TIPU3HATEIICH BaM, €CJTH ObI BB |

‘I would like to receive HH OBl XOTEJI IOJMYYHUTb. ..... |

\Please could you send me... HHe MOTJIH OBl BbI BBICJIATH MHE. .. |

5. Corsniamenue ¢ ycJOBUSIMH.

[l would be delighted to ... |51 6611 61 pax ... |
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[l would be happy to

HH ObL1 OBl CUACTIIMB. .. |

\I would be glad to

H}I ObL1 OBI paf. .. |

6. CooO1enne mjiIoxXux HOBOCTEH

\Unfortunately

HK COYKAJICHUIO. . . |

\I am afraid that ...

HBOIOCB, 9T0. .. |

\I am sorry to inform you that

HMHe TSKEJI0 COOOMIAaTh BaM, HO ... |

We regret to inform you that...

K coxanenuto, Mbl BBIHYXIEHBI COOOITUTH
BaM oO...

7. Hpnnomeﬂne K IUCbMY JOMOJHUTECJIbHBIX MATCPHAJIOB

\We are pleased to enclose ...

HMBI C YAOBOJIbCTBHUECM BKJIAIBIBACM. ..

|Attached you will find ...

\We enclose ...

HMH IIPUJIATAEM. . .

\Please find attached (for e-mails)

HB NPUKPEITICHHOM (aiiie BbI HalfeTe. .. |

HBH Hal1eTe MPUKPETUICHHBIN (Daii. . .

8. BoIcka3biBaHHe 0J1aroIapHOCTH 32 NPOSIBJIEHHbINH HHTepec.

\Thank you for your letter of

HCHaCHGO 3a Balle MUCbMO |

\Thank you for enquiring

HCHaCI/I6O 3a IPOSIBJICHHBIA MHTEPEC. .. |

\We would like to thank you for your letter of ...

HMH xoTesu Obl M0OJIaroAapuTh Bac 3a. .. |

9. Ilepexon Kk Apyroii Teme.

\We would also like to inform you ...

HMH TaK K€ XOTeJU Obl COOOLIUTH BaM O...

\Regarding your question about ...

|OTHOCHTEBHO Bamero Bompoca o...

\In answer to your question (enquiry) about ...

\I also wonder if...

HB OTBET Ha Ball BOIIPOC O... |

HMGHH TaKK€ UHTEPECYET. ..

10. lono/iHUTEILHBIE BONPOCHI.

\I am a little unsure about...

H}I HEMHOI'O HE YBEPEH B ... |

\I do not fully understand what...

HH HE JI0 KOHIIA ITOHSAI. .. |

\Could you possibly explain...

HHe MOTJIH OBl Bbl OOBSICHUT. .. |

11. Ilepenaya nadpopmanuu

I’m writing to let you know that...

HH MLy, YTOOBI COOOLIUTH O ... |

\We are able to confirm to you...

HMH MOKEM IOATBEPAHUTE ... |

\I am delighted to tell you that...

HMH C YAOBOJILCTBHE COOOLIAEM O ... |

We regret to inform you that...

K coxanenuto, Mbl BBIHYXIEHBI COOOIITUTH
BaM oO...

12. IIpensioxxenue cBoeii MOMOIIA

\Would you like me to...?

HMory au 5 (caenars)...? |

\If you wish, | would be happy to...

HECJII/I XOTHUTE, I C PafOCThIO. .. |
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Coo01ure, eciy BaM IIOHAZOOUTCI MOS

Let me know whether you would like me to...
IIOMOIIb.

13. HamoMuHaHue 0 HAMEYeHHOH BCTPeYye WM 0KUAaHue 0TBeTa

‘I look forward to ... H}I C HEeTEpPIIEHNUEM Ky, |
‘hearing from you soon HKor/:[a CMOTY CHOBA yCJIBIIIATh Bac |
\meeting you next Tuesday HBCTpeqH C BaMH B cleayrommil BropHuk |
\seeing you next Thursday HBCTpeqH ¢ Bamu B UeTBepr |
14. Iloanuco

Uckpenne Bam (ecnu ums yenoBeka Bam
HE U3BECTHO)

Yours faithfully,

\Yours sincerely, H(ecnn nMsi Bam n3BectHO) |

KpuTepun omeHKHM NHCeM: JOTHYHOCTh COJACPIKAHMS, HAJIMYUE S3BIKOBBIX  KIIHUIIIE,
yOeIUTEIbHOCTh apTyYMEHTAIINH, TPAMOTHOCTh, OopMIIeHHE PabOTHI.

MeTtoauyeckue peKOMEHAALUH 110 MOATOTOBKE H 3alUTe NPEe3eHTAIUH
Omnpenenure TeMy, LENb U IUIaH BBICTYIIJICHUSL.
YcTaHOBHTE IPOJOJKUTEIBHOCTD ITPE3CHTALINH;
OOparuTe BHUMaHUE Ha OCOOCHHOCTH CITyIlIaTelNeH;
IIpenycmoTrpute BKItOUYEHUE CylIaTenaed B 00CykAeHUE TEMbI-IIPOOIEMBI;
Crnenute 3a MaHEpOU MPECTABICHUS NMPE3CHTALMHU: COOIOICHHE 3PUTEIILHOTO KOHTAKTA C
ayIUTOpUEH, BBIPA3UTEIIBHOCTD, JKECTUKYJIALNSA, TEIOABUKEHUS;
v' TlpemycMOTpUTE WILTIOCTPAIMH (HO HE TIEperpy X KaiiTe HMHU CIaii/ipl), KJII0YEBbIE CI0BA,
v OO0s3aTenbHO  MPEAYyCMOTPUTE PEMETHIHMIO  BBICTYIUICHHS B  CONPOBOXKACHHH  C
IIPE3CHTALUCH.
TpeOoBaHMsl K NPe3eHTALMH:

NANENENIN

4. 7-12 cnaitnos B PowerPoint
5. [Tnan npe3eHTanuu:
v Berymienue (mouemy BeIOpaHa aHHas Tema rpe3eHTanun) (2 ciaiina)
4 OcHOBHAs 4acThb
v 3axroueHue (BeIBOBI) (2 craiia)
6. Crnukep Npe3eHTyeT CBOIO TEMY M OTBEYAET Ha BOMPOCHI YHACTHUKOB.
IIpuMepHbIe KanIe 1Js 3aIUTHI Pe3eHTAIMU:
Hauamo
Starting
Formal Meeting Informal Meeting
Okay everybody. Please take a seat.
Good morning/afternoon/evening ladies and Let’s get started. If you have any
gentlemen..... My name is ... and I'm head of the questions, please feel free to ask me
marketing department. Ourpurpose this morning isto  at the end of the presentation. We’ll
hear a presentation, and to discuss it with all of you. hear a presentation and discuss it to

see if there are any fresh ideas.
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take a seat-

MPUCAKUBANUTECH, PUIrPOSe —

nenb, get  started —  wauarts, discuss —

obcyxath, feel free to ask — ceoboaHO cniparmmBaiite, fresh ideas — ceexue umen.

T'1aBHast yacTh

Introduction
Formal Meeting

As you already know, today’s presentation is
designed to present some important points of

This first slide shows our agenda for the day.

First, I will begin with an overview of ...
Then, Ms. Smooth will present the data that
she gathered and her ideas for ... She will be
followed by Mr. Hanson, who will discuss
adapting our product to meet market needs,
and at last we'll make a conclusion with the
main recommendations.

Since we have very limited time today,

please hold your questions until the end of the

presentation.

Informal Meeting

All right, let me start by saying thanks to all
of you for the interest in this presentation.

I would like to talk to you today about ....
for... minutes.

First I would like to talk about....

Then | would like you to take a look at...
Following that we're going to talk about...
Then I'm going to wrap things up with our
team’s recommendations.

Lastly we are going to discuss...

Any questions so far? Please feel free
to interrupt me at any time.

be designed — 6bITh 3aqymannbiM, Slide — craiin, agenda — mosectka aus, let me start —
M03BOJIbTE HauaTh, Say thanks — 6xaromaputs, Overview — o63op, present the data —
NpeCTaBIATh JaHHbIC, at last — nakonerr, conclusion — 3akrouenue, wrap things up —
3aBepinuM, hold the questions — nepxath (He 3a0bIBaTh) Bompocsl, SO far — moka, interrupt -

IIpephIBaTh

Hexotopsie (hpasbl, 1aHHBIE HUXKE, TOMOTYT HE pacTepsAThCS U CPOKYCHPOBATh BHUMAHUE
ayJIMTOpUHU B HanOOJIee BaXKHBIX TOYKAX Mpe3eHTaruu. Opa3sl OAMHAKOBBI 7S JIFOOOTO THITA
Mpe3eHTanH — (HOPMATBHOTO W HEPOPMATILHOTO.

English

Now we will look at...

I’d like now to discuss...

Let’s now talk about...

Let’s now turn to...

Let’s move on to...

That will bring us to our next point...
Moving on to our next slide ...

Russian

Tenepp B3rJIsHEM HA ...

Teneps MHE XOTEI0CH ObI 0OCYIUTH. ..
JlaBaiiTe Tenepb MOrOBOPUM O ...

Teneps naBanTe NepenieM K ...

[Tpogomxum c ...

OTO OTCBHIIAET HAC K CIEAYIOIIEMY IIYHKTY ...
JlBuraemcs K HameMy CiaeayIomeMy claiay

3aKJa4eHue

English

Let's sum it up.
Let's wrap it up.

I would like to sum up the main points again...

So, in conclusion...
Finally let me just sum up today’s main
topics...

Russian

JaBaitte cyMMHpyeM.

3aBepuInuM.

Emte pa3 xoten 661 CyMMHPOBATH TJIABHOE. . .
Hrak, B 3aKiIrodcHMe. . .

Hakoner, moaseneM UTor CeroHsIHAM
[JIABHBIM MOMEHTAM. ..

OTBeTHI HA BONIPOCHI
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English Russian

51 nymaro, st oTBeTHII YK€ Ha Bam Bonpoc

I think I answered your question earlier. paHee.

I'm glad you asked that. Pan, uto Bel cipocuiu 06 3TOM.

Well, as | already said... WTak, KaK s y>Ke ¥ TOBOPHIL. ..

That's a very good question (of you to ask). Ouenb xoporuii Bompoc (KOTopblit Bel
So you are asking about... 3aj1ain).

If I’ve understood you correctly you are asking HWrak, Bel cnipammBaete o ...

about... Ecnu s npaBuibHO noHsn Bac, Bel

CIPALIUBAETE O ...

Ouenka npe3eHTANNIA:

1. Ecnu npe3eHTanus oleHeHa Ha «OTJIMYHO» CTYJEHT UMEET MPaBoO Ha OTBET U3 JIBYX aCIEKTOB
Ha 3K3aMeHe

2. OueHKa Npe3eHTalud CKIAJbIBAETCS M3 TOJOCOBAHUS YYAaCTHUKOB M HPOQECCHOHATBHOIO
MHEHHS NperogaBarTeinci

MeTtoauyeckue peKOMeHAAMH 110 padoTe ¢ KeicaMu

«Ketic-ctagu» (0T aHrI. «case study» — u3ydeHne KOHKPETHOTO Cirydasi / mpoOJIeMbl / CUTYaIIHH ).
CyTb KeHc-TeXHOJOTHH 3aKJII0YaeTCsl B TOM, YTO CTYJICHTaM IPEIaraeTcsi OCMBICIUTD JIEIOBYIO
CUTYAaLIHIO, B3ATYIO U3 pEaIbHON SKOHOMUYECKOM MPAKTUKH, KOTOPAast HE TOJIBKO OTPa)kaeT KaKyro-
a100 MPaKTHUECKYI0 MpoOiIeMy, Kak MpaBWIIO, HE MMEIOUIYI0 OJHO3HAYHOTO PELICHHs, HO U
KOTOpasi aKTyaJH3upyeT OIpe/eleHHbIH KOMIUIEKC MPo(ecCHOHANbHBIX M KOMMYHUKAaTHBHBIX
3HAaHUU U YMECHUM.

VYyacTHUKaM npeziaraeTcs cTaTh MPeJCTaBUTENIMU KOMIAHUH, TPOOIEMbI KOTOPOWH OHU TOJIBKO
YTO JETAJIbHO W3YYMJIM, M BBICKA3aTh CBOIO TOYKY 3PEHHUS CHayana B (GopMme Mpe3eHTAINH
(MOHOJIOTHYECKAs PeYb), a 3aTEM MPUHATH YYaCTHE B TUCKYCCHH/TIEPEroBOpax (qUaoruiyecKkas u
HOJHIIOTHYeCKast (OpMBbl OOIEHUs), B XOJ€ KOTOPOW JOIDKHO OBITh HAiIEHO ONTHMAlIbHOE
pelieHue.

Cxema pafoThI ¢ «Case study»
Jrtan 1. Oprann3anMoHHas cTagusi padoThl HAX KelicoM

\ 3HAKOMCTBO C COAEPKaHUEM JIEJTIOBOM CUTYAIIMU |
v

| [IpeaBapuTenbHOE 00CYKIECHUE ACIIOBON CUTYAITH \

| BricTymieHus1 y4aCTHUKOB CUTYaLlUH | \ [lonBeneHue UTOrOB MPENOAABATEIIEM
v
| dopMUpOBaHKE MAJIBIX NOATPYMNI U3 3-5 YenoBeK ‘
v
| Br16op nuaepa B moarpynmnax \
v

| Br10op nmuHNYM oBeACHUS KKI0M MOATPYIIION \
v
| KommenTapun npernogaBaTenst 00 o0beMe MpeAcTosmed padoThl \
Jrtan 2. Pabouas cragus padoTel HaJ KelicoM

‘ JeranbHoe U3ydYEeHHE 1€JI0BOM CUTYAllMH YYaCTHUKAMHU JEJI0BOU CUTyalluU |
v

AHau3 IeT0BOM CUTYAIMH B KaXKJA0W MOATrpyNe
Pa3paboTka nuaHa mpe3eHTaIluy aHan3a
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| Jluckyccus B MaJIbIX rpynnax \ \ [IpuHsTHE pelIeHUI
v
CpaBHenue pesynbraroB pabotel ¢ | Koopaunamus NesITeNIbHOCTH
JPYTUMU IOATPYHIIaAMU MpenogaBaTeIeM
v

| BeIcTynuieHus 1M1epoB NOATPYIII ‘
Jran 3. 3aBepiaomas cragus padoTbl HAX KelcoM

‘ [IpuHATHE OKOHUYATEIBHOTO, HanbosIee YIPPEKTUBHOTO PEIICHUS ‘
v

| [TonBepeHue UTOroB pabOTHI HAJY JIEIIOBOW CUTYaIMen ‘

o T~

| KoMMeHTapuy y4acTHUKOB CUTYalluu | | KoMMeHTapuu npenojaBareis
\4

| OreHka npernojaBaresaeM padoThl KaXI0H MOATPYIIITHI \

IIpuMepHbIe A3BIKOBBIEC KIHMIIE /I NIPpe3eHTallul Keiica
1. Introduction. Background information.
Let me present (to you) a case which is devoted to the problem/question of... (which deals
with/concentrates on). To start with, I’ll give you some background information.
The company .... operates in the ... industry, it produces/offers/provides..... on/in the .... market.
The company is based in...., it was founded in... by....
The company has a competitive edge over the rest of the industry/ its competitive
advantages/unique selling propositions are...
2. Problem.
The problem the company faces is the following/as follows:...
The possible reasons for such a failure might be...
So the purpose of my presentation is to find ways ... (to overcome these obstacles/to eliminate this
risk/to increase the company’s sales) or
My task is to analyze the current situation and suggest a solution to the problem/possible ways
out/measures to improve the situation.
3. Solution.
The case offers /mentions a few options/there are a number of options in the case...
Let me enlist/name the options mentioned in the case...
Let’s dwell on their advantages and disadvantages/benefits and drawbacks/pros and cons/strengths
and weaknesses
In my opinion/to my mind/from my point of view/ as far as | am concerned
If the company implements the first idea, it will only benefit from employing this strategy
because...
It’s worth doing... for a number of reasons. On the one hand... on the other hand...
The most sensible/ profitable/shrewdest thing to do is...
It makes no sense to ..../ it doesn’t make much sense to...
The risks of this strategy are quite obvious. It might lead to/result in... or the company might end
up doing...
4. Conclusion.
As you see the advantages of this option outweigh its disadvantages. If the company follows the
above-mentioned plan it will hopefully regain its position on the market.
That seems to be all | wanted to say, now I’m ready to answer your questions.

92



MeTonnquKne PEeKOMEHIAIUHA MO COCTABJICHHIO PE3IOME

Your resume is one of the most important tools you have when you are looking for a job. If
you are planning to spread your wings and soar higher in your career, you need to make your
resume as attractive as possible, because with a solid resume you stand a better chance of landing
a good job. In your resume you need to enumerate your personal details clearly and in the correct
order.

1. Start with personal information. State your full name, your address, your contact phone
numbers and your e-mail address.

2. Define your career objective.

3. Education. State your education qualifications starting with the most recent. Be sure to list
all certificates and diplomas you have received. State all your academic achievements. (e.g.
graduated with honors, or excelled in Maths and English, or made straight As in Maths and
Languages).

4. State your actual work experience. Highlight abilities, skills and experience you have
acquired. They should be related to the job you are applying for. If you have little or no work
experience, concentrate on your skills and abilities.

5. You may also include information about some additional skills, languages you know (e.g.
good working knowledge of Microsoft Word and Excel, Russian — native, fluent in English ,
knowledgeable in French and German, full current driving licence).

6. You can also include interests and activities that say something positive about you.

7. If you have no work experience, it will be a good idea to highlight your personal skills and
qualities that are relevant to the position you are applying for (creative, sociable, resourceful, able
to work under pressure of deadlines, reliable, a good team player, a quick learner, results oriented,
excellent communication, organizational and time management skills).

Remember that long resumes are no longer in favour, and the single-page format gets the best
result with the employer.

Your resume should not be a repeat of your cover letter.

If you have recommendation letters, include those too as separate attachments.

Bear in mind that the image you will create with your resume, must match the salary and
responsibility level of the position you are applying for.

ILnaH npakTHYeCKUX 3aHATHI
1. Ilucomennasn peus.
OcCHOBBI [1€J10BOM MEPENUCKU: KIMILE, IIalKa MHCbMa, OCHOBHBIE cOKpamieHus. llucemo-
conpoBoxacHue. [Incemo-nmoareepxaenue. [Incemo-3anpoc. [Tucemo-npocsda. Pesrome.
2. Ayoupoeanue.

Bocnpusitue peun (paznuueHue 3BYKOB, HMHTOHALMOHHBIX M PUTMHUYECKHUX MOJEJEH,
nay3aluH); pacro3HaBaHUE CIIOB (BOCIPHATHE 3BYKOBOTO 00Opa3a CJIOBa, COOTHECEHHUE 3TOTrO
oOpa3za ¢ BOKaOyJsipOM, BOCCTAaHOBJIEHHE JIEKCUKO-TpPaMMaTH4YeCKOH M CEeMaHTHYEeCKOU
UH(OPMALIKH O CIIOBE HAa OCHOBE BOCHPHUSATHS €0 3BYKOBOW 000JI04KH); 00paboTKa MpeasioKeHHNA
(mapuennsuusi, OmpeNeNeHue CTPYKTYpPhl TNPEUIOKEHHsSI, BBISIBICHHE €ro KOMIIOHEHTOB);
NOCTpOeHHE OyKBAJIBHOTO CMBbICTIA MPEUIOKEHUsT (BBIOOp pPENEBAaHTHOTO 3HAYEHUS IS
MHOTO3HAYHBIX CJIOB); COXpaHeHHE WH(OPMalUKd B KPATKOCPOUHOI MaMATH; paclo3HaBaHHE
KOT'€3UBHBIX CPE/CTB B PEUN; MHTEPIPETALNS UMIUIMLUTHOTO COIEP>KAHNS M UHTEHIIUU PEYEBOT0
aKTa; MPOrHO3MPOBAHUE;0PUEHTALINS B CUTyallud, GOPMYIIMPOBKA OTBETA.

3. Jlexcuka.

Jlexcuueckuii 3anac aHTTMHCKUX (PPa3e0IOTHIECKUX U HIIMOMATHYECKHX 000pOTOB, YCBOCHHE
HauOosee yMOTPEOUTENbHBIX CHHOHMMOB, AHTOHHMOB U OMOHHMMOB AaHIJIMICKOTO S3bIKa IO
CIIETYIOIIMM TeMaM:

e Company structures
e Management
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Recruitment and selection
Cultural awareness in business
Financial statements
International trade

Marketing

e Ethics in business
e Managing change
e Branding

4. I'pammamuka
Mopdoaorus

Inaroa. [leiictButenbHblli M cTpagarenbHbiii 3amorm  (Active and Passive Voices).
OcobeHHOCTH TIepeBOIa CTPAAATEIIbHBIX KOHCTPYKIIMN Ha PYCCKUH S3bIK. MOTalIbHBIE T1ar0JIbl U
UX DKBHUBaJCHTHI. [ aromsl to be u to have, ynorpedisironecs B caMoCTOSATEIEHOM, MOJAITBLHOM
(KBUBAJIEHTHO  MOJAJbHBIM  TJIarojaM, BBIPAXKAIOUIUM  BO3MOXKHOCTb,  BEpPOSTHOCTH,
I[OJDKGHCTBOBaHI/IG) A BCIIOMOTaTeILHOM 3HaueHUsX. OCHOBHEIE CBCIACHHUA O COCJIaratrcjibHOM
HAKJIOHEHHUU.

Henuynsie ¢popmbl rnarona: napunutus (Infinitive) u ero ¢pynkmum; repynauii (Gerund) u
ero (ynkmuu; mnpudactus (Participle I um Participle II) B ¢yHKUMax omnpeneneHus u
oOcTosiTenbeTBa. CroxHbIE POPMBI MHOUHUTHBA U IPUYACTHSL.

CuHTakcuc

IIpocroe pacnpocTpaHeHHoe npeaJiokenue. [IpsaMoi nopsaoK CIOB MOBECTBOBATEIBHOTO
U TMOOYAUTEILHOTO TPEIJIOKEHHH B YTBEPAUTEILHON M OTpuuaTeabHON (opmax. OOpaTHBIN
MOPAA0K CJIIOB BOIIPOCUTCIIBHOT'O IMTPCAJIOKCHU.

CJ10KHOCOYHHEHHOE " CJI0KHOMONYMHEHHO0E NpeaJioKeHHs. He3aBucumelii
(caMOCTOSTENbHBIN) MPUYACTHBIN 000p0T. MHPUHUTHB B PyHKIIUH OINpesesieHUs] U IEPEeBOJI €ro
HAa PYCCKHHM $3BIK ONPEAETUTENbHBIM MPHUAATOYHBIM  MpeanoxkeHueM. OObeKTUBHBIN
uHpuauTHBHBINA 000poT (the Objective Infinitive Construction/Complex Object); cyObexTuBHbIi
uHbuHITHBHBIN 000poT (the Subjective Infinitive Construction/Complex Subject).

5. Kommynukamuenasa npakmuka.

PeyeBble akThl M CHUTYallMOHHO ONpaBlaHHOE peueBoe MoBeAeHHe: KoMMyHHKaTHUBHBIC
I[CﬁCTBHH, HaIlpaBJICHHLIC Ha Y4YCT IMO3UIIUHA CO6CCC,Z[HI/IKa JII/I60 napTHepa Mmoo ACATCIbHOCTU
(MHTEJUIEKTyalbHBI AacleKT KOMMYHHKAuH). PedeBble NeHCTBUS, CIyXKallhie CpPeICTBOM
KOMMYHHUKaIMK (mepesauyd uWHGOpMAMU JIPYTUM JIIOASIM), CHOCOOCTBYIOT OCO3HAHHUIO U
YCBOGHHIO OTOOpakaemMoro conaepkanus. KoMMyHUKaTHBHbBIE AEWCTBUSA, HaIlpaBJIICHHbIE Ha
KOOTIEepaIuio, T.. COTJAaCOBaHMWE YCHJIMH MO JOCTHKCHHIO OOINeH IeNu, OpraHu3aluu u
OCYIIECTBIICHUIO COBMECTHOM JEATEIbHOCTH

11. Onucanne MaTepuAJIbHO-TEXHHMYECKOI 0a3bl, He00OX0AUMMOM /Il OCYIEeCTBJICHUS
00pa30BaTeJILHOIO NMPoLecca Mo JUCHUIIHHE (MOYJII0)

YuyeOHasi ayauTOpMs, TpeJHA3HAYCHHAs [UIA TPOBEACHHS Y4YeOHBIX 3aHATH,
MPEAYCMOTPEHHBIX  HACTOSIIIEW  pabouell  mporpaMMo  JUCHMIUIMHBI,  OCHAI[CHHAas
O60py,Z[OBaHI/IeM 1 TCXHUYCCKUMHU CPCACTBAMUA OGy‘-IGHI/IH, B COCTAaB KOTOPbIX BXOAAT. KOMIIJICKTBI
CIIeNUATM3UPOBAHHON y4eOHON MeOenu, JOoCKa KJIacCHAasl, MyJbTUMEIUUHBINA MMPOSKTOP, IKPaH,
KOMIIBIOTCP C YCTAHOBJICHHBIM JIMIICH3WOHHBIM ITPOTrpaMMHbBIM OGCCHC‘IGHH@M, C BBIXOI0OM B CC€Th
«IHTEepHET» U AOCTYIIOM B 3JIEKTPOHHYIO HHPOPMAIIMOHHO-00Pa30BaTEIbHYIO CPENy.
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IToMemieHne Js1 CaMOCTOSITEILHOH PadoOTHI 00y4YaWIIMXCA — AayJAUuTOPHS,
OCHAIlEeHHAsl  CJeIyIUM  000pyI0BaHHeM W  TEXHHUYECKHMH  CPeJICTBAMU:
CreNMaM3upOBaHHass MeOenb Ui TpernojaBarelis W 00ydJaromuxcs, J0CKa ydeOHas,
MYJIbTUMEIUHHBIA TPOEKTOP, SKPaH, 3BYKOBbIE KOJIOHKH, KOMITBIOTEP (HOYTOYK), IEpCOHAIbHBIE
KOMIIBIOTEPHl i1 paboThl 0OydYaloOIIUMXCSl C YCTAHOBJICHHBIM JIMIIEH3MOHHBIM IMPOTPaMMHBIM
o0ecrieyeHneM, ¢ BBIXOZOM B ceTh «HTepHET» U TOCTYNOM B 3JIEKTPOHHYIO MH(POPMALMOHHO-
00pa3zoBaTeNbHYIO Cpemy.
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