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Pabouas mporpamma aucuuIuInHbl «JleaoBas KOMMYHHKALUsl Ha AHIJIMHCKOM s3bIKE
(MpOABUHYTHI ypoBeHb [)» BXOIUT B COCTAaB OCHOBHOH 00pa30BaTENbHOM MPOTPaMMBI
BBICIIETO0 00pa3oBaHMs 10 HampaBieHui0 noAroToBku 38.03.02. MeHemxMeHT, HpoQuiIb
«MexIyHapOIHBI MEHEIKMEHT» M IpelHa3HaueHa s o0ydarommxcs Mo OuHOW (opme
oOyuenus 2018, 2019, 2020 rogoB HaboOpa; OUHO-3204HON U 3a04HOM popmam oOyuenus 2017,
2018, 2019, 2020 romos Habopa.

Cenenus 00 akryanusanuu PT1J]

Ha yueGHbIit
Tof

CocraB akTyaJn3aiuu

VYT1BepxkacHa YUYeHbIM
COBETOM

2017-2018

e [IpuBeneHue B COOTBETCTBUE TPEOOBAHUAM
[Topsinka opraHU3aluy U OCYIIECTBICHHUS
obpasoBarenbHOU AesTenbHOCTH (YTB. [Iprkazom
MOH ot 05.04.17 Ne301).

e [lepeueHb OCHOBHOM U JIOITOJTHUTEIBHOU
y4eOHOM JTUTEPATYPHI.

e [lepeueHp IUIIEH3MOHHOTO MPOTPAMMHOIO
o0ecreyeHusl.

o [lepeuens npodeccuoHaIbHBIX 0a3 TaHHBIX U
WH(OPMAIIMOHHBIX CIIPABOYHBIX CHCTEM.

IIporokon Yyenoro
Cogera ot 29.06.2017
r., Nell

2018-2019

e [lepeueHb OCHOBHOM U JIOITOJIHUTEIBHOU
y4eOHOM JTUTEPATYPHI.

e [lepeueHb IUIIEH3MOHHOTO MPOTPAMMHOIO
obecrieyeHus.

o [lepeuens npodeccuoHaIbHBIX 0a3 TaHHBIX U
MH(OPMALIMOHHBIX CIIPABOYHBIX CHCTEM.

e OuEeHOYHbIE MaTepUabI.

[IpoTokon Yyenoro
Cogera ot 31.05.2018
r., Nell

2019-2020

e [lepeueHb NUIIEH3UOHHOTO TPOTrPAMMHOTO
obecneyeHus

e [lepeyeHb OCHOBHOM M JIOMOJTHUTEILHOU
yueOHO TuTepaTypbl

o [lepeuens npodeccuoHaIbHBIX 0a3 TaHHBIX U
WH()OPMAITMOHHBIX CITPABOYHBIX CHCTEM.

e OneHOYHbIE MaTEepUabI.

[IpoTokon Yyenoro
Cogera ot 28.02.2019
r., No7

2020-2021

e [lepedyeHn MUIIECH3UOHHOTO TPOTPAMMHOTO
obecneyeHus

e [lepeyeHb OCHOBHOM U IOMOJTHUTEILHOU
yueOHOI TuTepaTypbl

o [lepeuens npodeccuoHaIbHBIX 0a3 TaHHBIX U
WH()OPMAITMOHHBIX CITPABOYHBIX CHCTEM.

e OnEeHOYHbIE MaTEepUaAJIbI

IIporokon Yu€noro
Cogera ot 27.02.2020
r., Ne7
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1. Heab u 32124 JUCUMILIHHBI (MOTYJISA)

Heas aucuumuinHbl «/lenoBas KOMMYHUKAIUS Ha aHTJIMACKOM S3BIKE (TIPOIABHHYTHIN
ypoBeHb [)» — mpuoOpereHne cTyleHTaMH KOMMYHUKATHUBHBIX HAaBBIKOB, YPOBEHb KOTOPBIX
JOCTaTO4EH Ui PpEIICHUS COLUAIbHO-KOMMYHUKATHUBHBIX 33/7a4 B Pa3IMYHBIX O0JIACTSIX
poeCCHOHANIBHBIX Cep NEATETBHOCTH U B IIEIIX CaMOOOpa30BaHUsI.

3agauu AUCHMILINHBI:
— JIOCTIDKEHHE HEOOXOAMMOIO YPOBHSI JIMHTBUCTUYECKHMX HABBIKOB — M3y4€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 JUCKYPCHBHBIX HAaBBIKOB — YMEHHS TIIOCTPOCHHSI IIEJIOCTHBIX, JIOTHYHBIX
BBICKA3bIBaHUN (JIMCKYpCOB) pPa3HbIX (DYHKIIMOHAIBHBIX CTHJIEH B YCTHOM M MHChbMEHHOMN
KOMMYHHKAIIUA Ha OCHOBC IIOHUMAaHUuA Pa3JINIHBIX BUI0OB HpO(i)CCCHOHEUIBHO-
OpPUEHTUPOBAHHBIX TEKCTOB MPH YTEHUH U ayIUPOBAHUH;
— pa3BUTHE NPAKTHUKU HCIIOJIB30BAHUS AHTIUICKOTO s3bIKa MJI PEUIeHHs CHEeIHalIbHBIX
npodecCHOHANIBHBIX 3a7a4 (MoAdop JUTepaTypbl, YTEHHUE COOTBETCTBYIOIIUX HCTOYHHKOB,
MIPOCMOTP MPOTPAMM 10 HHTEPECYIOMICH CTyIeHTa TPOOIeMaTHKE);
— 3aKpeIUIeHHE CTpPaTerHYecKkoro HaBblKa — HaBblKa HCIOJB30BaTh BepOaJibHbIE U
HeBep6aﬂbHBIe CTpaTCrun Jjid KOMIICHCAlun HpOGGHOB, CBsI3aHHBIX C HEAOCTAaTOYHBIM
BJIQJICHUEM SI3BIKOM;
— Ppa3BUTHE KOTHUTHUBHBIX U UCCIIEI0BATEIbCKUX YMEHHUIA;
— pacuiMpeHue Kpyrozopa U TMOBBIIIEHHE OO0IIEeH 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 HAJAXKUBATh MEKKYJIbTYPHBIE U BHEITHEOKOHOMUYECKHE CBSI3H,
NpPEICTaBIATh CBOIO CTpPaHy Ha MEXKIYHAPOJHBIX CEMUHapax, KOH(EpeHIHsIX, padodmx
BCTpEUax, y4acTBOBaTh B MPE3CHTALINSAX;
— Ppa3BUTHE YMEHHS HaXOJUTh PEIICHUS B OBICTPO MEHSIOIIUXCS YCIOBUSAX MEXIYHAPOIHOIO
Ou3Heca.

2. IlepeyeHb MJIAHUPYEMBIX Pe3yJbTATOB 00yYeHHsI 0 U CHUILINHE (MOAYJII0),
COOTHECEHHBIX € MVIAHUPYEMbIMH Pe3yJIbTATAMHU 0CBOeHHS 00pa3oBaTeIbHOMI

NPOrpamMmbl
Kon
IlnanupyemMblie pe3yabTaTbl 00y4eHUs
koMmmnereH| Coaep:xxaHue KOMIETEeHIHH
Mo JUCHUNJIHHE
1
CIIOCOOHOCTH K KOMMY- 3uats (J1)! — rpaMmaTHueckue npaBuia, GopMbl 1
HUKAIIUU B YCTHOU H KOHCTPYKIIHH, AHTJIOSI3BIYHBIC peueBbie
OK-4 MUCbMEHHOM opMax Ha CTPYKTYphl W JIEJIOBYIO  TEPMHUHOJIOTHIO,
PYCCKOM U MHOCTPAHHOM SI3bI- | HEOOXOIUMBbIE TUTSt OCYILECTBIICHUS
Kax JUIsl penieHus 3a/1a4 poheCCHOHATHHOTO OOIICHUS
MEXJIMYHOCTHOTO U VYmers (/) — 70rM4HO, apryMEHTHUPOBAHO U
MEXKYJIbTYPHOTO KOPPEKTHO MOATOTOBUTH YCTHbIE M MUCHMEHHBIE
B3aUMOJCICTBUSA BBICKA3bIBAaHUSI HA WHOCTPAHHOM  SI3BIKE
poheCCHOHATHPHOM OOIICHUH
Bnagerts (/1) — HaBbIKaMU UCTIONIB30BAHUS
MOHOJIOTHYECKON U TUAIOTMYECKON YCTHOU U
MMCEMEHHOW PeUr B CUTYAIUAX
npodeccuoHaIbHOTO B3aUMOIEHCTBUS

(1) — B ckoOKax ykaszaH 31an (OpMHUPOBAHHS KOMIIETEHIIMU U3 Ta6JHIBI B 11.7.2. (371€Ch U asee B TabJmIax)



Kon

IlnanupyemMblie pe3yabTaTbl 00y4eHUs

OHHBIX KOMMYHI/IKaHI/Iﬁ Ha
OCHOBC COBPCMCHHBIX TCXHO-

xomnered| CoaepixaHue KOMIETEHIUH
10 THCHMIJINHE
M
3HaTth (/1) — crmocoOsl pa3penieHns KOHOIUKTHBIX
CHUTYyallUid, OCHOBBI IPOEKTUPOBAHUH
MEXJIMYHOCTHBIX, IPYNIOBBIX U
BJIAJICTh Pa3IMYHBIMH CIIOCO- .
OpraHU3aIMOHHBIX KOMMYHHUKALIUI HA
Oamu pazpernieHus] KOH(IUKT-
- MHOCTPAHHOM $I3bIKE
HBIX CUTYaIUi IPH MIPOEKTH-
VYmerts (/1) — ucronp30BaTh CIOCOObI pa3peieHus
POBAaHUU MEXJINYHOCTHBIX, .
KOH(QUINKTHBIX CUTyaluH, IPOEKTUPOBATh
IPYMIIOBBIX U OpraHU3aIN-
IIK-2 MEXJIMYHOCTHBIE, TPYIIIOBBIE U

OpraHnu3allMOHHbLIC KOMMYHHKAIIMH Ha
HHOCTPAHHOM S3bIKC

JIOTUI yrnpaBJIeHUs MEPCOHa-
JIOM, B TOM YHCJIC B MCIKKYJIb-
TypHOU cpeze

Bnanets (/1) — cmocobamu pa3pernieHus
KOH(JIMKTHBIX CUTYyallui, OCHOBAaMH
MPOEKTUPOBAHUN MEKITMYHOCTHBIX, TPYIIOBBIX U
OpPraHU3alMOHHBIX KOMMYHHKALIMI HA
WHOCTPAHHOM SI3BIKE

3. MecTo JUCUMIIIMHBI (MOXYJIs]) B CTPYKTYpe 00pa3oBaTe/ibHOI MPOrpaMMbl
BbICIIEr0 00pa30BaHUA
VYyebnas qucrurinHa «JlemoBas KOMMYHHUKAIIUS HA aHTJIMMCKOM SI3bIKE (TIPOABUHYTHIN

ypoBeHb 1)» BXOIUT B (paKyJIbTaTUBHYIO YaCTh

y‘Ie6HOI‘O IJIaHa 11O HAIIpaBJICHUIO TTOATOTOBKHA

38.03.02 MenemxMeHT, pod b « MexayHapO HBIA MEHEKMEHT.
SA3bIkM NIpenoaaBaHusA: PYCCKHI, AHTVIMHCKHIL.

4. O0beM IUCHMILIMHBI (MOYJIs1) B 3a4€THBIX eJHHULIAX C YKA3aHHEM KOJIHYeCTBA
aKaJeMHYecKHX YacOB, BbIleJIEHHBIX HA KOHTAKTHYIO padoTy 00y4yaommxcsi ¢
npenojaasaresieM (110 BUAaM yUeOHBIX 3aHATHII) 1 HA CAMOCTOSITEJILHYIO padoTy
o0yJarouuxcs

OO61mas TpyJ0éMKOCTh JUCIUILINHBI COCTaBIsIeT 3 3a4éTHBIC eNUHUIIBI, Bcero — 108 gaca.

Buna yueOHo# padoThI Bcero yacoB / 3a4éTHBIX eIMHHII

OYHOE O0YHO-3209HOE 3a09HOE

KonrakTHass pabdora ¢ mnpenogaBarteiem | 64,2/1,78 24,2 /0,67 8,2/0,23

(Bcero)

B ToMm uncne:

3aHATHS JICKIIMOHHOTO THIIA

3aHATUSA CEMUHAPCKOTO TUTIA 64 /1,77 24 /0,66 6/0,16

Koncynpramuun 2 /0,06

IIpomexxyTouHas arrecTanus 10 JUCLUILINHE 0,2/0,01 0,2/0,01 0,2/0,01

CamocTosiTesibHasi padoTa 43,8 /1,22 83,8/2,33 96 /2,66

KoutpoJsb 3,8/0,11

@PopMa KOHTPOJIA 3auet 3auer 3auer

OO61as TPYI0EMKOCTE 108/3 108/3 108/3




5. Copepskanne TUCHUILIHHBI (MOIYJIfA), CTPYKTYPHPOBAHHOE MO TeMaM (pa3aejiaM) ¢ YKa3aHHeM OTBEJeHHOI0 Ha HUX KOJINYecTBa

aKaJleMUYeCKUX YaCOB M BUI0B Y4eOHbIX 3aHATHI
Conep:xanue IMCUMILVINHBI, CTPYKTYPHPOBAHHOE IO TeMaM (pa3jaeiam)

HauMeHnoBanue teM

Conep:xanue Tem (pa3aesioB)

(pa3aesioB)
Levels and areas of Jlekcuka: TepMuHBI B cpepe yIrpaBiIeHUs, ypOBHH MEHEIKMEHTA, TPYAOBbIC 0053aHHOCTH, Ha3BaHUS U OTBETCTBEHHOCTH
management OTJICJIOB OpTaHU3aIUU
YpoBHU U chepsl Urenue: Duties at Work, Responsibilities as they are
yIpaBICHUS I'pammaruka: BpeMeHa akTUBHOIO 3aJIora.

YcrHas pedsb (MOTUIOrHIecKas):

-00CyXJIeHHE TPYIOBBIX 00S3aHHOCTEHN YIIPABIICHIIEB PA3HBIX YPOBHEH
YcTHas pedb (MOHOJIOTHYECKas ):

- ToKIa]l 00 OTBETCTBEHHOCTSIX OT/IeNa KOMITAHUU

[TuceMenHas peus:

- ketic Johnson and Johnson

Organizational structures
OpranuszanvoHHbIe

CTPYKTYpBbI

Jlekcuka: TepMHUHBI B 00JIaCTH OpraHU3aIMOHHBIX 0COOEHHOCTEH OpraHn3allui, BUIBI CTPYKTYD, PECTPYKTYPH3ALIUS
Urenue: Restructurization, Change in Organisation

I'pammaruka: [Topsaok CIIOB B BOMPOCHUTEIBHOM TpeaioxkeHuH. [IopsaoKk CIOB B BOCKIWIATEIHLHOM IMPEIIOKECHUH.
Bpemena naccuBHoro 3ajora.

YcrHas pedb (MOTMIOrHIecKas):

- IPEUMYIIECTBA U HEJOCTATKU PA3IMYHBIX OPTraHU3aLMOHHBIX CTPYKTYP

YcTHas pedb (MOHOJIOTHYECKAs ):

-ONMCaHUE CTPYKTYPbl KOMIIAHUU

[TuceMenHas peus:

- kelic Levi’s

Leadership
JInpepctso

Jlexcuka: TepMHHBI B 00J1aCTH JIUAEPCTBA, JIUAECPCKUE KAaUueCTBA, TUIIbI YIPABJICHLEB, CTUIIN YIIPaBICHUS
Urenue: Leadership qualities: what does it take, Business leader briefings

I'pammaruka: I'epyHauii, KOHCTPYKIIUU C TEPYHAUEM.

VYcTHas pedb (I0JIMI0oTu4ecKast):

-00Cy>XJICHHE TUIIOB YIIPABJICHIIEB U UX KA4eCTB

YcTHas peub (MOHOJIOTHYECKAsT):

-OIIMCAaHUE CTUJIEH yIIpaBICHUS

[TucemenHas peub: keric The new boss




Recruitment
[Ton6op nepconana,
PEKPYTHHT

Jlekcuka: TepMHUHBI B 00JacTH PEKPYTHHTA, XCIXAHTUHT, €ro BUABI U METOJbI, pEUeBbIe CTPYKTYphl H OOOPOTHI Ha
cobeceI0BaHUY MIPH NpHEME Ha padoTy

Urenmue: A job interview, Headhunting, Methods of selection

I'pammatuka: YcinoBabie npeanoxkenus. CocnarareabHOE HAKIIOHCHHUE.

YcrHas peub (MOTUIOrHIecKas):

-METO/bl PEeKPYTHHTa, COOECEeI0BaHUE

YcTHas pedb (MOHOJIOTHYECKas ):

- keiic Kidselebration

[TuceMenHas peus:

- HaIMCcaHue COOCTBEHHOTO pe3loMe

Business Plan
busnec mian

Jlekcuka: Bo3moxkHocTH (uUpMBI (pe3toMe), BUIBI TOBApOB (YCIYyT), PHIHKH COBITA TOBApOB, KOHKYPEHIIWA, TIJIaH
MapKETHHTA, IJIaH MTPOU3BOJICTBA, OPTaHU3AIIMOHHBIN TIUIaH, OIIEHKA PUCKA U CTPAaXOBaHMS, (PMHAHCOBBIH IIaH, CTPATETHs
(hUHAHCUPOBAHUS.

UYrenue: «Public speaking”, How to Prepare and Polish Your Business Plan, The 20 Crucial Parts of an Impressive
Business Plan Written in English

I'pammaTtuka: CriocoObl BeIpaskeHuUsl OyyIEro, BpeMeHa akTUBHOTO M MTACCUBHOT'O 3aJ10ra — IOBTOPEHHUE.
YcTHas pedb (MOIUIOTHIECKast):

- 00CyK/IeHHEe BCEX I1aroB OM3HEC MIAaHUPOBAHUS

YcrHas pedb (MOHOJIOTHYECKAs ):

- Mpe3eHTaIus COOCTBEHHOTO OM3HEC TIIaHa

IIncemenHas peusb:

- keric KFC




CTpyKTypa AUCHUILIMHBI
Ounas ¢popma 00yueHus (B yacax)

KonTakTHas paGora
Texymasi
Ne | HaummenoBaHue TeM (pa3/esioB) 3ansTus 3ansaTus aTrecTalust | CpC | Beero
/o JUCIHUNIJINHBI JIEKIIHUOHHO | CeMHHapPCKOr no
ro THIIA 0 TUIIA JAUCHUIIIHHA
M
1 | YpoBHU H chepbl ynpaBiIeHuUs 12 8 20
2 | OpranusaiOHHbIE CTPYKTYPBI 12 8 20
3 | JIngepcTBO 12 8 20
4 | Ilonbop mepconana, peKpyTHHT 12 8 20
5 | bu3nec nman 16 11,8 27,8
ITpoMexyTouHas aTTecTanusl (3a4eT) 0,2 0,2
KoHTpoJn:
HUroro: 64 0,2 43,8 108
OuHo-3204Has popma o0yueHus (B yacax)
KonrtakTHas pabora
Texyuias
Ne HaumeHoBanue Tem (pa3aenon) 3anaTus 3anaTus aTrecTanusa CPC | Beero
n/m AUCHHUTLTHHBI JEKIHOHH | CEMHHAPCK no
oro THNa Oro THHA | AMCHMILIMHA
M
1 | YpoBHH u cdepbl yrpaBiIeHUs 4 16 20
2 | Opraau3aimoHHbIE CTPYKTYPBI 4 16 20
3 | JIupepcTBO 4 16 20
4 | Tlogbop nepcoHana, peKpyTHHT 6 16 20
5 | busHec nian 6 19,8 25,8
[TpomesxkyTouHas arTecTanus (3a4er) 0,2
KoHnTpoJb:
Hroro: 24 0,2 83,8 108
3aounas ¢popma o0yueHnus (B yacax)
KonTakTHas pabora
Texyuy
ast
Ne HauMeHnoBaHue TemM (pa3ue.1103) BaHATUS BaHATUS aTTecTa CPC Beero
n/m AUCHUILIUHBI TMEKIUHOHH | CeMHHapekoro | oo
oro Tuma THIIA MCHHII
JIMHAM
1 | YpoBHU U cdhephl yIpaBIeHHs 1 16 17
2 | Opraau3aiMoHHbIE CTPYKTYPBI 1 20 21
3 | JIupepcTBO 1 20 21
4 | Tlogbop nepcoHana, peKpyTHHT 1 20 21
5 | busnec man 2 20 22
Koncynbranuu 2 2
ITpoMexyTouHas aTTecTanusl (3a4eT) 0,2 0,2
KonTpounb: 3,8 3.8
Hroro: 6 2,2 99,8 108




6. IlepeyeHb y4eOHO-METOAMYECKOTO 00ecCeYeHUsI
JJISI CAMOCTOSITEJIbHOM PadoThI 00y4aroIMXCcsl 10 JUCHUILIMHE (MOLY110)

CaMocTosTensHast pa60Ta ABJISICTCA OJHUM U3 OCHOBHBIX BHUJ0OB y‘IeGHOfI JACATCIIbHOCTH,
COCTaBHOM 4YacThIO0 y4ueOHOTO IMpoliecca U UMEET CBOEH Leblo: TITyOOKOe YCBOGHHE MaTepuasa
AUCHUIINIMHBI, COBCPHICHCTBOBAHUC U 3aKPCIIJICHUC HABBIKOB CaMOCTOSITEIILHOU paGOTBI C
JUTEpPATypoil, PEKOMEHJIOBAHHOW IMpernojaBaTeieM, YMEHUE HaWTH HYXHBIM MaTepuan |
CaMOCTOATCIIBHO €ro HUCIIOJIBb30BAaTh, BOCIIMTAaHHUE BBICOKOU TBOp‘ICCKOﬁ AKTUBHOCTH,
WHUIMATUBBI, TMPHUBBIYKA K TOCTOSHHOMY COBEpPLICHCTBOBAHMIO CBOMX 3HAHHMM, K
LEJIEYCTPEMIIEHHOMY HAyYHOMY IIOHUCKY.

KonTtponbs camoctosiTensHON pabOThI, SBISETCS Ba)XXHOW COCTaBISAIONICH TEKYIIETO
KOHTPOJIA YCIICBACMOCTH, OCYILICCTBIIACTCA MPCIIOAaBaTCICM BO BPEMS IMPAKTUYCCKUX 3aHSTUU U
oOecrieunBaeT OIlEeHUBaHHUE X0J1a OCBOSCHUS N3y4aeMOll TUCIUTUIHHBI.

Bo3moxkHbIE TEMbI IPe3eHTAIUI:

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 NPe3eHTALIMH:
9-15 cnaiinoB B PowerPoint
[Inan npe3eHTanuu:
v’ Berymienue (moyeMy BHIOpaHa JaHHas TeMa rpe3eHTanun) (2 ciaiina)
v" OCHOBHasl 4acCTh
v’ 3akmouenue (BbIBOIBI) (2 cinaiiia)
3. Cnmkep mpe3eHTyeT CBOI TeMy (orpaHuYeHHUE TI0 BpEeMEHH — 5-7 MUHYT) U OTBEYAET Ha
BOIIPOCHI YUACTHUKOB Ha AHTJIUHCKOM SI3BIKE.

N —

PexoMeHnganmnu no noaAroToBKe K Mpe3eHTanun
v Otanbl paboThl HAJT TPE3CHTAIUEH
- IlpenBapurenbHas MOCTaHOBKA MTPOOJIEMBI HIIU BBIOOD TEMBI.
- BwiaBmwkenne u 00CyXIeHHE THIIOTE3 PEIICHUS] OCHOBHOM MPOOJIEMBI, UCCIICIOBAHNE
KOTOPBIX MOXKET CIIOCOOCTBOBATH €€ PEIICHUIO B paMKaX HAMEUCHHON TEMATHKH;
- Tlouck u cOop mMarepuana s pereHus: TpoOIeMbl U PACKPBHITHS TEMBI,
- OkxoHyartenbHas NOCTAaHOBKA POOJIEMBI UM BHIOODP TEMBI;
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- Ilowck peuieHuns WM pacKkpbITHE TEMbI Ha OCHOBE aHAIIM3a U KilacCH(pUKauu
cOoOpaHHOTO MaTepHaa,;
- IlpeseHTanus u 3amuTa MPOSKTOB, IPEIIIONIAraroNIast KOJIGKTUBHOE 00CYKICHUE.

4 [Ipe3enTanus n0KHA COACPIKATh TAKHE JIEMEHTHI KaK:
- OTJIABJICHUE;
- 1aTy MOCJIETHEN pEBU3HY;
- nH(popMaIHio 00 aBTOpax;
- CTIMCOK TI0JIE3HBIX KAYE€CTBEHHBIX CCBHUIOK C MOIPOOHBIM X OMMCAHUEM

Pacnpenesienne caMoCTOSITe/IbHOM (BHEAyAUTOPHOM) padoThI 110 TeMaM U BUIaAM

Cornacno IlomokeHHIO O CaMOCTOSTENbHOU (BHEayIWTOpPHOW) paboTe CTYISHTOB
pacnpeneneHre oO0beMa YacoB CaMOCTOSITENIbHOM padOThl CTyJIEHTa 3aBUCUT OT MecTa
JUCLUIUIMHBI U €€ 3HAYMMOCTH B cTpykType OIL.

Buapl, hbopMbl 1 00BEMBI CaMOCTOSITENHHOW (BHEAYIUTOPHOMN) pabOThI CTYJICHTOB IPH
U3yYEeHUH KOHKPETHOM y4eOHOH JMCHUIUIMHBI OIpPENENIOTCS COJepKaHueM ydeOHOU
JUCIUIUIMHBI, CTENEHBI0 IMOATOTOBIEHHOCTU CTYJIEHTOB M YTBEpXkJaloTcs Ha Kadeape, 3a
KOTOPOW 3aKperuieHa JaHHasl AUCLUIUIMHA, B BHJIE pa3zenia pabodell MporpaMMbl JUCIUTLTUHBI
OCHOBHOM 00pa30BaTEILHOM MPOTPAMMBEI.

B cBsi3U C BBIIEH3IOKEHHBIM, IPUHAMAsi BO BHUMaHHUE O0BbEM AWCIMILTUHBI (MOIYJIS)
B 3aQUETHBIX EJMHUIAX C YKa3aHHEM KOJMYEeCTBA aKaJIeMUYECKHMX YacoB, BBIJCJICHHBIX Ha
KOHTaKTHYI0 paboTy oOydJammuxcs ¢ T[permojaBaTeneM (IO BHAAM 3aHATHNA) HW Ha
CaMOCTOSITENIbHYI0O paboTy oOydYaronuxcsi, a Takke OaJlaHC BpPEMEHH 110 BHUJaM palOTHI,
pacripenielieHue  CaMOCTOSATENbHON (BHeayAMTOpHOW) pabOThl MO TeMaM JUCLMILIHHBI
MpEJICTaBISIeTCS CASAYIOUUM 00pa3oM:
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n/n

HauMeHoBanue teM
(pa3aesioB)
TUCHHUILTHHBI

Buja camocrosiTeaLHOM
(BHeayAUTOPHOI)
padoThbI

O0beM caMoCTOATEIbHOM
(BHeayIMTOPHOI1) padoThI 1O
MaM 00y4YeHHs

do

oyHas

OYHO-
3a049Has

3a049Has

YpoBHU U chepsl
yIIpaBJICHUSA

[ToaroroBka npe3eHTaIui,
K ayAUTOPHBIM 3aHATUAM,
TEeCTaM, BBINOJIHCHUE
CaMOCTOSTCIIBHBIX U
KOHTPOJIBHBIX pabOT

16

16

OpranuszanuoHHbIe
CTPYKTYpbI

[ToaroroBka npe3eHTanui,
K ayIUTOPHBIM 3aHATHSM,
TECTaM, BBLIIIOJIHCHHUC
CaMOCTOSITEILHBIX 1
KOHTPOJIbHBIX padoT

16

20

JlunepctBo

[ToaroroBka npe3eHTaui,
K ayAUTOPHBIM 3aHATUAM,
TEeCTaM, BBINIOJIHCHUE
CaMOCTOSTCIIBHBIX U
KOHTPOJIBHBIX pabOT

16

20

[Ton6op nepconana,
PEKPYTHHT

[ToaroroBka npe3eHTanui,
K ayIUTOPHBIM 3aHATHSM,
TECTaM, BBIIIOJIHCHHUC
CaMOCTOSITEILHBIX 1
KOHTPOJIbHBIX padoT

16

20

buszec mian

[ToaroroBka npe3eHTaui,
K ayAUTOPHBIM 3aHATUAM,
TEeCTaM, BBINOJIHCHUE
CaMOCTOSTCIIBHBIX U
KOHTPOJIBHBIX paboT

11,8

19,8

20

UTOro

43,8

83,8

96

7. OHBHO‘IHLIB MaTepHuaJbl 1Jd TCKYIIEro KOHTPOJIA YCIIEBA€EMOCTH U MTPOBECACHUSA

MPOMEKYTOYHOM aTTeCTAIMUA O0YYAOIIMXCS MO AU CHUILINHE (MOYJII0)

7.1.011eHOYHbIe MATEPHAJIbI JIJIl TEKYLIEro KOHTPOJISl YCIIeBaeMOCTH
Tekymnii KOHTPOJIb YCIIEBAEMOCTH [0 JUCUMIUIMHE «JlenoBas KOMMyHUKauus Ha
AQHTTIMHCKOM si3bIKe (TMPOABHHYTHIM ypoBeHb [)» mpoBoautTcs B (opMe KOHTPOIBHBIX
NEepPEeBO/IOB, TECTOB, IUAJIOTOB, MOATOTOBKHM MpPE3EHTALMN, WHIWBUIYAIbHBIX OTBETOB Ha
BOIIPOCHI, YCTHOT'O OIIPOCA, MUCbMEHHBIX 33JJaHUN U T.J.

Tema 1: Levels and areas of management

1. 3anogHKTE HDO6GHBI Hanboee noAXOoAAIIMHU TCPMUHAMU U3 CIIMCKA.

retailer
price leader

insure
wholesaler

vital
charge

placement
channel of distribution

prices
take place
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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. CKa)KI/ITe, BEpHBI JIM JIAHHLIC YTBEPKACcHU. McnipaBhTe HEKOPPEKTHERIC:

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.

3. [IpounTaiiTe TEKCT ¥ HAMUIIUTE €r0 KPATKOE U3JI0KEHHUE:
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. Is 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.
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7. Is 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? Y ou 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.

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.

4. JlonoJIHUTE CASAYIOMMMI TEKCT IJIaroJaMy MO0 CMBICITY:

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 (1)
................... . 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 officers or vice-presidents, each with clearly (3).................. authority
and responsibility (production, marketing, finance, personnel, and so on).

Top managers are (4) ..........oce.n... (and sometimes dismissed) by a company's board
of directors. They are (5)..................... and advised and

have their decisions and performance (6) .........ccccceeveerieenieniiienienieeiens 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
() TS 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 and remove inadequate executives will probably eventually find
itself (8) ............ and displaced by raiders.

5. OTBeThTE NMCHbMEHHO Ha CIAEAYIOUIME BOIPOCHL:
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1.What are the levels of management?
2.What are the common titles associated with top management?
3.What are the responsibilities of a top manager?
4.What are the common titles associated with middle management?
5.What are the middle managers responsible for?
6.What are the common titles associated with first-line management?
7.Why is the position of a first-line manager an important one especially in a company involved
in manufacturing business?
8.Who is at the bottom (arxHss yacth) of the management levels?
9.How is their work rewarded?
10.What are the most common areas of management?
11.What is a financial manager responsible for?
12.What is an operations manager traditionally equated with and what are the changes in recent
years?
13.What is a marketing manager responsible for?
14.What are the main functions of a personnel manager?
15. What does an administrative manager coordinate?

6. IlepeBenuTe craeayonme NpeuloKEHNsI, NCI0JIb3Ysl aKTUBHBIHN CJI0Baphb IO TEME:
1.CyuiecTByeT Tpy OCHOBHBIX YPOBHS YIIpaBJIeHUs (MEHEKMEHTA): BBICIIUA  MEHEIKMEHT,
MEHEKMEHT  CPEJHEr0 3BEHAa U MEHEIKMEHT IIEPBOIO 3BEHA.

2.Bpicine MEHEJDKEPBl ~ HANpaBIsIOT U KOHTPOJIUPYIOT o0UIyI0 JIeSATENbHOCTh
OpraHHW3aIli, OHU OMNPEACNSAIOT CTPATETUI0O ¢ OCHOBHYIO NOJUTHKY (DHPMBI.

3.BoicinMu MeHeaKepaMy OpraHu3aluy SBISIOTCS (are) Mpe3uIeHT, BULIe-TTPE3UACHT, TJIaBHBIN
UCTIOJTHUTENILHBIN TUPEKTOP U WICHBI COBETA TUPEKTOPOB (IIPABICHHUS).

4.MeHemxep CpelHero 3BeHa peanu3yeT (OCyIIeCTBIISET) CTPATETUIO U OCHOBHYIO — IOJIUTHKY,
CIyCKaeMbleé C  BEpPXHET0  YPOBHS OpraHU3alUu.

5.CpenHMMH MEHEeIKEpaMHu OpPTaHU3aLUU SABISIOTCS PYKOBOAMTEIND MOAPA3/IEICHUS, HAYAJIbHUK
OTJieNa, AUPEKTOP 3aBOJIAa U TUPEKTOP IPOU3BOJCTBA.

6.MeHekep MEPBOro 3BEHA CIEOUT 3a JIESATEIIBHOCTBIO HEYNPABICHUYECKUX CIYXKAIIUX M
KOOpPAMHUPYET €€.

7.MeHekepaMu  NEpPBOrO  3BEHA SBJSIOTCS HHCIEKTOpP, MacTep, PYKOBOJUTENb OTHAENA,
PYKOBOJUTEID ITPOEKTA.

8.Menemxkepbl MEpPBOro 3BeHAa padOTalOT C HEYNpPaBICHUYECKUMMU paOOTHUKAMU U PEIIAIOT
MIOBCEHEBHBIEC TPOOIEMBI.

9.HeynpapneHueckue pabOTHUKU MPEICTABISIOT OCHOBHYIO pab04yI0 CUITy OpraHU3aIiu.
10.CambiMu  OObIUHBIME CepaMy  YIIPABJICHUS SBISIIOTCS (DUMHAHCHI, TPOM3BOICTBCHHBIE

oreparu, MapKeTHHT, JIIOJICKHE pecypchl u
aIMIUHUCTPUPOBAHUE.

11.3aBegyrommmii dbuHaHCAaMH (finance manager) pexIe BCETO
OTBeuaeT 3a (UHAHCOBEIE PECypChl OpraHU3aIlny,

12. TpanuiiioHHO TUPEKTOP MIPOU3BOJICTBA (operations manager)
acconuupyercs (is equated) ¢ IpONU3BOICTBOM TOBAPOB.

13.0qHaK0 B OCJIEeIHIE Troabl yIpaBJICHHE MIPOU3BOJICTBOM
OTHOCHUTCS K TIPOM3BOJICTBY TOBApPOB H YCIIYT.

14.YmpaBistomuii MapKETHHTOM (marketing manager) OTBETCTBEHEH
3a oOMeH MPOAYKLIHEN MEXIY OpraHu3aluein u ee MOCTOSIHHBIMU
MOKyTaTeIsIMu (customers) UiIu KIMEHTaMHU.

15.Ynpasnsrouuit JOJICKUMU pecypcamu 3aHUMaETCs (charges in)

HaliMOM, OOYYEHHEM U OLICHKOU eITeIbHOCTH PaOOTHUKOB.
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16.AIMUHUCTPATUBHBIN PYKOBOJIMTENb OCYIIIECTBIISIET obmee
aJMUHUCTPAaTUBHOE  PYKOBOJICTBO u OH HE CBsI3aH C Kakou-mmoo
KOHKPETHOU (QyHKIIMOHAJILHOU C(epoii.

7. 3anoJiHUTE HDO6€HBI oAXOAAIIINM CJIOBOM HMJIU CJIJOBOCOYCTAHUECM.

1.Each organization can be represented as a three-story structure or .............cccovvvviviiinnn..n. .
2.There are three general levels of management: top managers, managers and .......................
managers.

3. AtOp MaNager ..o and ... the overall functions of
the organization.

4. Top managers alsSo ......cccccevvveernnenn. the firm's strategy and define its
11110 S .

5. A middle manager..................... the strategy and major polices handed down from the top
level of the organization.

6.Middle managers..........cccoveeeveeernreennne. tactical plans, policies, and standard operating
procedures.

7. They also coordinate and supervise the........ccccooevviiiiiiiiiiieniieeniieens of  first-line
managers.

8. A first-line manager is @ manager Who.........c.ccceeevveereieencieesieeeeenen, and  supervises  the
activities of operating employees.

9. First-line managers spend most of their time working with .................. answering questions,
and ... day-to-day problems.

10. Operating employees are and non-qualified persons working for the organization,

they represent the work force of the organization.

Tema 2: Organizational structures

1. JlomoIHUTE NPEAJIOKEHHS CIIOBAMU M3 aKTUBHOTO BOKaGVJI}IDaI

1.According to Theory X, employers have to threaten workers because ...

2.According to Theory Y, employers should give their workers responsibilities because ...
3.Maslow criticized Theory Y because ...

4.Maslow argued that even though they might want to be given responsibilities at work ...
5.Herzberg suggested that good labour relations and working conditions ....

6.According to Herzberg, the kind of things that motivate ....

7.The theory of job enrichment states that ...

8.Management by objectives means ...

2. MUCbMEHHO NPOKOMMEHTUPYHTE CNeAYIOLIME YTBEPKAEHUA:

1.An effective organizational structure is not an easy managerial task.

2.Sometimes a hierarchical structure turns out to be a bureaucratic set-up.

3.Double subordination/reporting to several people in the matrix organizational structure often
leads to confusion.

4 Healthy competition between divisions could improve the overall performance of the
organization.

5.Local managers often conflict with senior management as they see their authority being
undermined.

6.In an organization by function departments pursue their own objectives rather than those of the
whole company.

7.The matrix is essentially a temporary structure established as a means of carrying out a particular
task.

8.Duplication of functions in different departments is not cost effective.
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9.Restructuringis one of the most traumatic and difficult things a business can do.
10.Some levels of management are not necessary.

3. [IpounTaiiTe TEKCT U MMCbMEHHO OTBETHTE HA BOMPOCHI:

1. What qualities of high performers are mentioned in the article?
2. What are the problems of losing high performers?

3. Which motivating factors are mentioned in the article?

MOTIVATING HIGH-CALIBRE STAFF
By Michael Douglas

An organization’s capacity to identify, attract and retain high-quality, high-performing
people who can develop winning strategies has become decisive in ensuring competitive
advantages.

High performers are easier to define than to find. They are people with apparently limitless
energy and enthusiasm, qualities that shine through even on their bad days. They are full of ideas
and get thing done quickly and effectively. They inspire others not just by pop talks but also
through the sheer force of their example. Such people can push their organizations to greater and
greater heights.

The problem is that people of this quality are very attractive to rival companies and are
likely to be headhunted. The financial impact of such people leaving is great and includes the costs
of expensive training and lost productivity and inspiration.

However, not all high performers are stolen, some are lost. High performers generally leave
because organizations do not know how to keep them. Too many employers are blind or indifferent
to the agenda of would be high performers especially those who are young.

Organizations should consider how such people are likely to regard important motivating
factors.

Money remains an important motivator but organizations should not imagine that it is the
only one that matters. In practice, high performers tend to take for granted that they will get a good
financial package. They seek motivation from other sources.

Empowerment is a particularly important motivating force for new talent. A high performer
will seek to feel that he or she ‘owns’ a project in a creative sense. Wise employers offer this
opportunity.

The challenge of the job is another essential motivator for high performers. Such people
easily become demotivated if they sense that their organization has little or no real sense of where
it is going.

A platform for self-development should be provided. High performers are very keen to
develop their skills and their curriculum vitae. Offering time for regeneration is another crucial
way for organizations to retain high performers. Work needs to be varied and time should be
available for creative thinking and mastering new skills. The provision of a coach or mentor signals
that the organization has a commitment to fast-tracking an individual’s development.

Individuals do well in an environment where they can depend on good administrative
support. They will not want to feel that the success they are winning for the organization is lost
because of the inefficiency of others or by weaknesses in support areas.

Above all, high performers — especially if they are young — want to feel that the
organization they work for regards them as special. If they find that it is not interested in them as
people but only as high-performing commodities, it will hardly be surprising if their loyalty is
minimal. On the other hand, if an organization does invest in its people, it is much more likely
to win loyalty from them and to create a community of talent and high performance that will worry
competitors.
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Tema 3: Leadership

1. OTBETETE NIUCEMEHHO HA CJIEIYIONNE BOOPOCHL:

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

SO on

Being friendly and sociable

Being able to communicate with people

Being logical, rational, analytical

Being able to motivate, inspire and lead people

Being authoritative: able to give orders

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

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 BeIpakeHUSIM 13 nepBoro croyionka (1 — 10) cooTBETCTBYIOMIME OIPENEIIEHUS

(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 ¢. someone who helps another manager, does their
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
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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]s5]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

MIPOU3BOIUTEND

ObITh OTBETCTBEHHBIM 3a
JOJKHOCTh

BBIITYCKHUK

CTHJIb PYKOBOJCTBA
CaMOCTOSATENIbHOCTh
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.

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. IMpocaymarite TekcT «A University Degree»

Colnka 1u1s mpocaymuBaHus: http://www.esl-lab.com/universitydegree/universitydegreerd 1.htm

I. BoiOepuTe npaBU/IbHBIN BAPDHAHT 0TBeTa. BHecuTe cBOM 0TBeThI B Ta0/MIy.
1. What will happen if the woman doesn't pay her tuition by the due date?

O A. She'll have to pay a significant late fee.
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B. She'll be required to register again for school.

C. She'll need to wait a semester to take classes.

What is the woman planning to take with her to school from home?
A. some food
B. warm clothing

C. her game system
Based on her major, where will she most likely work?

A. at a bank
B. for a school

2.

-

rr_

rr_

3.

rr_

rr_

. . .

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

rr_

.

5.

rr_

rr_

r

A. earning a decent living
B. traveling to different countries

C. moving up in the company
The man is surprised by the fact that his daughter

A. already has a part-time job at schoo
B. has earned a scholarship for the first year

C. is involved in a serious relationship
L1 [2 [E |4 E

5. OTBETHETE NUCEMEHHO HA CJIEIYIONME BOOPOCHL:

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?
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?
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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 CAEAYIOIINE OPEUI0KEHUS CIOBAMU U3 TAOJULIBL:

achieved board 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.There is N0 POINt 1N ...vvvvvviiiiiiiiieeieennnn. objectives if youdon’t ...l
them to your staff.
4. Managers have to ........ooovviiiiiiiiiiiiiii e, their subordinates, and to measure, and try to

improve, their ...,

5.Managers have to check whether obj ect1ves and targets arebeing ...l
6.A top manager whose performance is unsatisfactory can be dismissed by the company ]
7. Top managers are resp0n51ble forthe ... that will allow a company
to adapt to a changing world.

7. IlepeBeuTe TEKCT, UCHOJIB3YS CICYIONINE CI0BOCOUYETaHMs U (Dpasbl:

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,
to measure the performance, to show recognition, to learn from mistakes, to benefit from mistakes,
to acquire new skills

Uro Takoe xopouit Menepxep? OAHM MMOIAraoT, 4YTO XOPOIIHI MEHEKEP — 3TO CTpaTer, APyTHe
CUYHMTAIOT, YTO XOPOIIUHA MEHEHKEP — 3TO YEJIOBEK, CIIOCOOHBINH MBICIUTh KpeaTHBHO (a creative
thinker with lots of...), umeronmmii MHO:KeCTBO WHHOBALMOHHBIX WAEil, TPETbH JAyMAIOT, YTO
XOPOILIUM MEHEIKEP — ATO JHUAEP, CNOCOOHBIM BIOXHOBJISITH M BecTH 3a codoi. HasepHoe,
XOPOIIUH MEHEIKEP ITO U MBICIHUTENb, U TUJAEP, U CTPATET, U HACTaBHUK (a mentor). HekoTopsie
HABBIKH MO’KHO IIPHOOPECTH, HO €CTh KA4ecTBa, C KOTOPbIMH HYKHO POAUTHCSH, YTOOBI CTATh
XOpOIIUM MEHEKepOM. XOpOIInii MEHeKep Xapu3marudeH (charismatic), muaamuden (driven),
OH B/IOXHOBJIsSIeT, MOTUBHMPYeT, MOOLIPsieT, OH ONTUMUCT, OH yBJIEYeH cBoeil paboToii to be
engaged by what he does), on 06Ut nrozei, Tak Kak paboTa MeHeKepa 1 cOCTOUT B ToM (being
a manager means...) 4TOOBI yIIPABJISATH JIFObMH.

Menemxep onmpeaejsieT CTpaTerui0, CTAaBUT LeJM W 3aJa4u. XOpPOILIMM MEHEIKEp Bceraa
CTABUT BBINOJHHUMBbIE LeJM W 3aJa4ud. MeHekep Bcerja BHIUT HACTOSIIEE, HO XOPOIIUN
MEHE/KEP, CTaBsl KPATKOCPOYHbIE 1eJIM, BCETa OPUSHTHPOBAH Ha OyayIiee, Ha IEPCIEKTHUBY.
Xopo1uii MeHeKep YeTKO BUAUT, B KAKOM HANPABJIeHUH IBHKETCS KOMIIaHUS.

Menemkep 10BOAUT LeJH U 321a4H /10 CBeJeHHs MOAYUHEHHBIX, XOPOIIHA MEHEIKEP YeTKO
(opmynupys 3anaum, 0ObACHSET, IOYEMY OH CTABHUT ITH 3a4a4H.
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MeHemkep opranu3yer padoumii mporecc, onpeaesss Kakyto padoTy U KTO U3 MOJYMHEHHBIX €€
BBITOJIHSICT. XOPOIIMH MEHEIKEp HE MpOCTO pacmpenenser ponu (to assign roles and
responsibilities), HO 3HaeT, KTO Ha 4TO crocobeH (what each employee is capable of). Kto-To
xopoiro padotaer B aBpagbHOM pexxuMme (to work under pressure of deadlines), kTo-To X0poro
BeITIONTHSIET ( to be good at...) aHanmuTHYecKyr0 padoTy. XOpOoIHii MEHEKEP BUIUT TOTCHITHAI
KaXJI0T0 COTPYJHHUKA, U TIOHUMAET, KaKyto paboTy OH BBIIIOJHUT JIy4Ile, IPOTYKTUBHEE.
MeHepkep CTABHT 3a/1a4H, M CJIEUT 32 UX BBINOJHEHHeM. XOPOIIHi MCHEDKEP BIOXHOBJISIET
Y MOTHBHUPYET MOAYMHEHHBIX, TOOMIPSS BHIIOIHUTH pab0Ty KaK MOXHO JIy4llle, BHITACKHBAS
U3 KaXKA0r0 COTPYAHUKA MAKCUMYM TOT0, HO YTO OH CIIOCODEH.

MeHnemxep olleHUBaeT paboTy NOJYMHEHHBIX, XOPOLIHI MeHexkep... (g0 on)

Tema 4: Recruitment

1. BcraBbTe c10Ba M3 TAOIHIIEI B OPCAIOKCHUSA HUXKC!

Applicants, candidate, career, employment agencies, headhunt, headhunters, headhunting, hire
(n), hire(v), hiring, qualities, recruit, recruiters, recruitment, recruitment agencies

The process of finding people for particular jobs is 1 or, especially in
American English, 2 . Someone who has been recruited is a

3 or, in American English, a 4 . A company may
recruit employees directly or use outside 5 , 6

or 7 . Outside specialists called 8

may be called on to 9 people for very important jobs, persuading

them to leave the organizations they already work for. This process is called
10

Headhunters, or executive search firms, specialize in finding the right person for the right job.

When a company wishes to 11 a person for an important position, it may use
the services of such a firm, specifying the skills and 12 which it requires
of the future employee. The headhunter contacts executives with the right 13

profile, and provides the company with a shortlist of suitable 14 . In this

way, the employer does not have to go through the preliminary stages of interviewing and selecting
15 itself.

2. OTBETHTE YCTHO HAa THIHYHEIC BOIIPOCKI CO6CCCI[OB3HI/I$I IIpH IIPpUEMC Ha Da6OTVI

Career knowledge/ motivation

What are your long-range goals?

Where do you see yourself in five years’ time?

What would you like to be doing ten years from now?

Why do you think you would make a good ...?

What qualities/skills do you have which you consider make you suitable for ...?
You don’t have much experience, do you?

Tell me about any relevant work experience you have had.

What work experience do you have of that kind of business?

What excites you about the job you are doing now?

How would you rate your present boss?

How well do you get on with your boss?

Why do you want to leave your present job?

Which other jobs/companies have you applied for?

We have a lot of applicants for this job, why should we give the job to you?
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What do you expect to get from our company?

What salary do you expect?

What would make you happy with this job?

What things about this job do you think would be difficult for you?

Self Knowledge

Tell about yourself.

What are your strengths?

What are your weaknesses?

What do you consider to be your greatest achievement?

What are you most proud of having done recently?

How would you describe yourself?

Are you a team player? (Do you prefer to work with others or by yourselt?)
Do you consider yourself to be a leader or a follower?

Do you have trouble delegating?

Personality
How tough are you? If the going gets rough will you stick it out?

Are you a self-starter? Do you motivate yourself, or do you need others to give you the ideas or
example?

Are you prepared to take decisions, especially hard ones? And not blame others if you get it
wrong?

Did you take responsibility, last time you made a mistake, or is it always someone else’s fault?
Are you good at organizing yourself or other people?

Do you believe in yourself, and have confidence in your own abilities and decisions?

Are you experienced in managing your own time and money, or that of other people?

Health

How good are you at coping with stress and strain?

Can you work long hours without collapsing in a heap?

What hours are you available for work?

Would you do overtime work if necessary?

Can you survive without holidays, and losing your weekends, if the business needs your time?
How many times have you been ill in the last few years? Are those problems going to recur/
What would your doctor say about you taking on your own business?

Dealing with other people

How well do you get on with other people socially? Do you have many friends and contacts?
How well do you get on with others at work? Are you a good leader at work, on the sports field,
at the local youth club, anywhere?

Are you good at taking advice from others?

Are you the sort of person people rely on, or do you tend to rely on others?

Knowledge of Company

What do you know about our business?
Why have you decided to apply to us?
Who do you see as our major competitors?

Educational History

Why did you choose your degree course? What aspects of the course did you find most
challenging (and why)?

What options were available and how did you choose?

What made you study foreign languages?
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What did you gain personally from your stays abroad?
What training and qualifications do you have for the business you want to run?

Interests/Activities

How do you spend your vacation?
What do you do to relax?

What are your hobbies?

3. PacckaxuTe Ha aHIVIMHCKOM SI3BIKE O KaHIUIATe Ha JIOKHOCTE, OIMHUPAasICh HA €ro pe3roMe:

AnexkceeBa AHHa BiagumMupoBHa

Tenedon: 8-903-555-5555

E-mail: a.alekseeva@gmail.com

MecTo XUTEIHCTBA: r. MockBa

Jara poxaenust: 03.03.1991

Hean: MOJTy4eHHEe PabOTHI Ha JOJKHOCTB TJIABHOTO CIICIIHATIUCTA Y TPaBJICHUS

3aJI0TOBBIX ONEpanuii

OoOpa3oBanue:

2008 — 2012 rr.  ®unaHcoBbI yHUBepcuTeT npu [IpaBurensctBe Poccuiickoit deneparuun
Mesx1yHapOAHbIH SKOHOMHYECKUH (PaKyIbTeT
[TpucBoeHa cTenenb OakaigaBpa MO HAMPABICHUIO «IKOHOMUKA)
JuniaoM ¢ oTiuureM

2012 -2014 rr.  ®unaHcossllil yHUBepcuTeT npu IIpaBurenscrBe Poccuiickoit denepannn
DUHaHCOBO-2KOHOMHYECKUH (aKyJIbTET
Maructepckas nporpamma; «OrieHKa Ou3Heca U KOpIopaTuBHbIE (PMHAHCHD)
[TprcBoeHa CTENEHb MarucTpa Mo HaIIPABICHUIO «IKOHOMHUKA»
JunioM ¢ oTiuureM

OnbIT padoThI:

utonib 2012 . —  BTb 24 (3A0), r. MockBa
HAaCT. Bpems Benymmii sxcniept JlenaprameHTa aHanusa puckoB, YTpaBieHUE MO paboTe
C 3aJIOTOBBIM UMYILECTBOM:
— TMPOBEJCHME 3aJIOTOBOM AKCHEPTH3bl 3aK/IaJbIBAEMOI0 MMYIIECTBA
(ompezneneHne CTOMMOCTH U JIMKBUIHOCTU MMYIIECTBA, MOJATOTOBKA
3aKJIIOYEHUH 7151 KPEAUTHOTO KOMUTETA);
— MerojoJjioruueckas  pabora  (pa3paboTka  BHYTPHOAHKOBCKHUX
JIOKYMEHTOB, pyKOBOJICTB, IPAaBUJI, IPOLIEYD);
— pabora c 3anoroBeiM moptdenem banka (aHaTU3 W KOHTPOJIb
KauecTBa);
— BeJIeHHMEe MOHUTOPHUHIA 3aJI0TOBBIX CAEJIOK U UMYIIECTBA;
— OIpeAeNeHUe KPEIUTHBIX PUCKOB.
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aHBapb - MIoHb  Ernst&Young, r. MockBa
2012 r. Craxep oTzena OLeHKHU:
— cbop u anamu3 wuHpopMmauuu (PpUHAHCOBBIE W OIEPALUOHHBIC
NoKa3aTesy AesITeIbHOCTH KOMIIAaHU), OTpacieBasi CTAaTUCTHKA);
— TOATOTOBKA MAKPOIKOHOMUYECKHUX U OTPACIEBBIX 0030POB;
— pacueT u aHanu3 (UHAHCOBBIX MTOKA3aTelNeH;
— ydacTHe B TPOBEICHUU OLEHKM CTOMMOCTH OM3Heca ¢
UCIOJIb30BaHUEM METOJ]a KOMITAHUH-aHAJIOTOB;
— TmpoBepka  (PUHAHCOBBIX  Mojened  (OIEHKa  KOPPEKTHOCTH
IPEINOCHIIOK U BEPHOCTH MaTEMaTUYECKHX PacueTOB);
— ydYacTHe B HaIlMCAaHUHU OTYETOB 00 OLIEHKE.

JonosHuTe/IbHAaA HHpOpMALHA:

NHocTpaHHbBIC SA3BIKK — aHTITUHCKHUMA (CBOOOIHO YCTHO, TUCHMEHHO)
HeMeIKui (6a30BbIil)
[TepcoHanbHBIN KOMITBIOTEP — OMBITHEIN ToJIb30BaTeNb (MS Office, 6a3a qanuabsix Bloomberg,
MIPABOBBIE MPOTPAMMBI
«"apanT», «KOHCYIBTaHT +»)

JInynble KayecTBAa:

KOMMYHHUKa0€IbHOCTh, YMEHHE PadOTaTh B KOMAaHJE, aHAIUTUYECKUU CKJIaJ yMa, >KeJaHHe
pa3BUBaThCS B IPO(PECCUOHATILHOM U JIMYHOM IUIaHE.

Pexomenmamuu MoryT OBITh IPEICTABIICHBI IO TPEOOBAHMUIO.

Tema 5: Business Plan

1. OTBETHETE MUCEMEHHO HA CJIEIYIONIINE BOIPOCHL:

1. What are the main sections of the Business Plan?

2. What is an executive summary? (main points, conclusions)

3. What information does a description of the company contain? (name of the company,
activities, how the company began, mission statement, recruitment policy with respect to the
suppliers, location, benefits from location)

4. What does a section of management include? (names, ages, experience)?

5. Why is this section important? (for lenders)

6. What does a section of products and pricing include? (products, services, market to reach,
increase and decrease in prices)

2. IlpaBna nan 06 ? JlaliTe mpaBHIbHBINA OTBET, €CJIM BEI CUNTAETE, YTO VTBEPKICHUE
HEBEPHO.

Auditors are independent certified accountants. (7)

Auditors never review financial records of a company. (F)

The auditor’s financial review is called the Auditor’s opinion. (F)
Auditors are always employed on a part-time basis. ()

Audits are usually performed annually. (F)

DAl
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6. Outside audits are a normal part of business practice. (7)

7. Auditors try to detect irregularities and reduce the possibility of misappropriation. (7)

8. The company’s management never requests auditors that they propose solutions to the
company’s problems. (F)

9. Assets include liabilities and capital. (F)

10. The Profit and Loss statement is based on accounts which reflect the profit and loss of the
company. (7)

11. Profit retained is just the same as the profit after tax. (F)

12. Controller is the lowest stage in the accounting career. (F)

13. You can practice accounting if you don’t have a certificate of Institute of Accountants. (F)

3. IlepeBeauTe CaeAYIOMNE OPSAIOKEHHS, MCIIOIb3YS aKTUBHEINM CI0Baph IO TEME:

1. Komnanus ABC pemnsa BoIUTH Ha BBICHIMNA YPOBEHb PhIHKA U BBIITYCTUTH HOBBIE
TOMOBBIE TyXU. UTOOBI YIOBIETBOPUTE HYKIBI M JKEIaHUS IOTPEOUTENIeH 1 MPUBJIEYb
LIEJIEBYIO ayIUTOPUIO0, MAPKETOJIOTH UCCIIEOBAIIN PHIHOK U FTOTOBBI CO371aTh KOHLIEIIUIO
HOBOTO MpoaykTa. KoMaHust IpecTaBUT MPOAYKT Ha PIHOK B ABTyCTE U COOMpaeTcs
MPOJBUTATH MPOIYKT HA PHIHKE, UCHOJB3YS «3BE3/1» B pEKIame.

2. Ham Heo0X0IMMO HCII0Ih30BaTh CBOE KOHKYPEHTHOE MPEUMYIIECTBO U UCKATh HOBBIE
BO3MOXKHOCTH PBIHKA, €CJIM Mbl XOTHUM 4TOOBI Hallla KOMITaHUS OCTaBajlaCh KOMIaHUEH
No2 na priHKe.

3. Ecnu xoMnaHus BBINYCKA€T HOBBIA OPOAYKT HA PHIHOK, TO Yallle BCETO KOMITAHUS
Ha3HA4YaeT PhIHOYHYIO IIeHYy. Eciu KoMIanust BeIITyCKAaeT TOMOBBIN OPOIYKT, TO OHA
Ha3HayaeT [[EHY BbIIIE PIHOYHOM.

4. YtoObl 1OCTHYBL CBOWX IIeJIeH U MPUBJICYD LETEBYIO aYAUTOPHUIO, KOMITAHUS COOUpaeTcs
M3MEHUTH KaHaJIbl CObITA MPOAYKIIHH.

4. I1oaroToBETE YCTHYIO ¥ MMCHMEHHYIO IIPE3CHTAIIIIO COOCTBEHHOI'0 OM3HEC-IIJIaHA IO
CICAYIOMIEMY aJITOPUTMY':

e Mission statement and/or vision statement so you articulate what you’re trying to create;

e Description of your company and product or service;

e Description of how your product or service is different;

o Market analysis that discusses the market you’re trying to enter, competitors, where you
fit, and what type of market share you believe you can secure;

e Description of your management team, including the experience of key team members
and previous successes;

e How you plan to market the product or service;

e Analysis of your company’s strengths, weaknesses, opportunities, and threat, which will
show that you’re realistic and have considered opportunities and challenges;

e Develop a cash flow statement so you understand what your needs are now and will be in
the future (a cash flow statement also can help you consider how cash flow could impact
growth);

e Revenue projections;

o Summary/conclusion that wraps everything together (this also could be an executive
summary at the beginning of the plan).

5. O6B€)II/ITC 6VKBBI OTBCTOB, KOTOPBIC JYYIIIC BCCX JOIIOJHAIOT MPCAJIOKCHUA HUKC:

1. The four main elements of marketing are popularly known as:
a. the movement of goods and services
b. the four P's c the four M's
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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

¢ 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
¢ 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

c personal selling and newspapers

d. selling advertisements

7.2 OneHOYHBbIE MAaTEePHAJIbI 1JIA IPOBEAECHNUS] IPOMEKYTOUHON aTTeCTAlUMN
7.2.1. llepevyeHb KOMIIETEHIMI ¢ YKa3aHHEM 3TANOB UX (OPMHUPOBAHHSA B MpoLEcce
0CBOeHHs1 00pa30BaTeIbHOI MPOrpaMMbl
Oranel  (OPMUPOBAaHUS KOMIIETEHIIMI B TMpolleCC€ OCBOCHHUS 00pa3oBaTeIbHOU
IPOrpaMMbl  OTIPEAETSAIOTCS TOPSAKOM U3YYEHHUs [UCHUUIUIMH B COOTBETCTBUU C paboyum

y4eOHBIM IIJIAHOM U IIPEJCTABJICHbI B TAOIUIIE:

PYCCKOM M MHOCTPAHHOM
SI3bIKAX JUTA PELIEHUS 3a/1a4

Kon
HCIUILIHHBI
KoMueTe Conep:kanue o ona ciff) o ,e
MHUPOBaHHUS MH 1y
HIHH KOMIeTeHHH KJ) epe Kop epZ o
. MIIeTeHINH MIIeTeHIH
(xommer (KOMIIeTeHIMii) .
eHIHii) (KomMmeTeHI M) (KoMImeTeHIH)
NHoCcTpaHHBIN S3bIK
Pycckuil s3bIK U KyIbTypa
CIOCOOHOCTH K KOMMY- peas
HUKalUU B YCTHOUN 1
OK-4 MACHMEHHOH popmax Ha AHTIUNCKHUHN S3BIK KaK SI3BIK

MEXIyHApOIHOTO OOIICHUS

MEKJINYHOCTHOI'O U
MEKKYJIbTYPHOTO
B3aUMOJIENCTBUS

AHTIUHACKUN A3BIK IS
npodecCuoHaIbLHOTO
obmenus / Jlenopas
KOMMYHHKAIUS HA
AHTIINHACKOM SI3BIKE
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Kon

KOMIIETe Conepixane ITansl JAucunnjanHbl,
HIUH KOMIIeTeHINH (opmuposanus (dhopmupyomue
(KommeT (koMmeTenii) KOM]IeTeHIII/lI:l KOMIIETEHIIM 0
eHumii) (koMIeTeHIn i) (koMIIeTEHI[MH)
oro . N ®DaKyJbTaTUB JJIs1
JIOTTOJTHUTEIbHBIN N
(ba aTB) M3yYarolUX WHOCTPAHHbBIN
KYJIbTaTUB .
Y (aHTTIUHCKUIN) SI3BIK C HYJIS
om0 e . | /JeloBasi KOMMYHHMKALWS
JOMOJTHUTEIbHBIH N
(da aTHE) HA AHTJIMHCKOM sI3bIKe
KYJbTATHB N
y (mpoaABUHYTHIH YpoBeHb I)
oro . . | JenoBasg KOMMyHHKaIMs Ha
JIOTTOJTHUTEIbHBIN N
@ ) AHTJIMHACKOM SI3BIKE
aKyJIbTaTUB N
4 (mpoaBUHYTHIN ypoBeHb II)
I'ocynapcTBeHHas UTOroBast
. aTTecTanus (3amura
3apepuiarouHi BBIITYCKHOM
KBaATM(UKAITMOHHONW PabOTHI)
Kon
KOMIIETe Conepxane Jdransl JAucunimnbl,
HIUH KOMIIeTeH K (opmupoBanus dhopmupyomue
( N KOMIIeTEeHIIM U KOMIIETEHIIM 0
KOMIIET
KOMIIeTeHIIM i N
eHumii) ( ) (koMIeTeHIni) (koMIIeTEHI[MH)
1 OpranuzanuoHHOE
MOBE/ICHUE
) Nudopmannonubie
TEXHOJIOTUU B MEHEHDKMEHTE
BIIAJETh PA3TMYHBIMU CIIOCO- VacbHan IpaKTHKa 110
6aMu pasperieHus: KOH(IUKT- TOJYCHMHIO TIEPBHHEIX
HBIX CUTyallui IPU MPOEKTH- 3 N
poeCCHOHATBHBIX YMEHHI
POBaHUU MEKIUYHOCTHBIX, J HABLIKOB
K. | [PYMIOBBIX 1 OpraHusaiy-
OHHBIX KOMMYHHKALIMI Ha AHTIUHACKUN A3BIK IS
OCHOBE COBPEMEHHBIX TEXHO- npoheccCHOHATLHOTO
JIOTUH YIIPaBJICHHS TIEPCOHA- 4 obmenws / [lenoas
JIOM, B TOM YHUCJI€ B MEXKYITb- KOMMYHUKAaIUs Ha
TYpHOU cpeze AHTJIMMCKOM SI3BIKE
. @DaKyJIbTaTUB IS
JIOTIOJTHATETbHBII .
@ ) M3YyYalolUX NHOCTPAHHBIN
aKyJIbTaTUB N
4 (aHTNIUHACKUI) SI3BIK C HYJIS
JOMOJHUTENbHBIN | IIpakThKyM 10 IICUXOJIOTUMU
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Kon
KOMIIETe ConensKame ITansl JAucunnjanHbl,
a HH
HIIH Ko 5 e ¢dopmupoBanus ¢dopmupywomme
MIleTeHIUH
N KOMIIeTeHIIUH KOMIIeTeHI[HI0
(koMmeT (
KOMITETEHIINI) .
eHumii) (koMIeTeHIn i) (koMIIeTEHI[MH)
(dakynpTaTHB) JIETIOBOTO OOIICHHS
. | JesoBasi KoOMMyHHKALHA
JAOMOJTHUTEIbHBIH N
HA aHIJIHIICKOM SI3BIKE
(pakyabTaTNB) N
(mpoaBuHYTHIN ypoBeHb I)
. | JenoBas KOMMyHUKaIHs Ha
JOTIOTHUTEIbHBIN .
AQHTJIUHCKOM SI3bIKE
(pakymnbTaTUB) .
(mpoaBUHYTHINA ypoBeHb 1)
I'ocynapcrBenHas utoroBas
. aTTecTanus (3amura
3aBepIaronuit .
BBIITYCKHOMN
KBaTM(UKAITHOHHOU PabOTHI)

7.2.2 Iloka3aTesn OLleHUBAHHS IVIAHMPYEMbIX Pe3yJbTATOB 00y4eHHs HA
Pa3JaM4YHbIX dTanax (OpMHUPOBAHUA KOMIIETEHIUIA

Ilnanupyembie YPOBHHU M KPUTEPUH JOCTHKEHUS Pe3yJIbTATOB 00yUYeHUsI

pe3yabTaThl

o0y4eHus 1o He nocTurnyr Ba3oBblid IToBBIIEHHBIH Bruicokmnii
AMCHHUIVINHE HA 0a30BbIN

OIMpeacJICHHOM 3Talle YPOBEHb

(opmupoBanus

KOMIIeTEeHIIUH

OK-4 (1onotHUTEIbHBIH ITaN)

He 3naer 3HaeT Ha 3HaeT Ha JeMmoHcTpHpy
3HaTh (01)) — 0a3oBOM MOBBIIIIEHHOM eT r1y0oKue,
rpaMMaTH4ECKUe YPOBHE, IIpU YPOBHE, IIpU MIOJIHBIE
npaBwia, (GopMbl  H YCTHBIX U YCTHBIX U 3HAHUS
KOHCTPYKLHH, JIEKCUKY MMACbMEHHBIX MMACbMEHHBIX
AHTJIMMCKOTO  sI3bIKa, OTBETax WU OTBETax WU
HE00X0IMMBbIE TUTSL BBIITOJIHEHU U BBIITOJIHEHU U
OCYUIECTBJICHUS TECTOB, TECTOB,

MEXXIIMYHOCTHOT'O nonyckaeT ot 30 | gomyckaer ot 10

oOmeHnsT B paMKax 1o 50% 1030% ommoboK.

OTIpeICTICHHBIX OIINOOK.

Pa3roBOPHO-OBITOBBIX

TEM

Ymets () — noruuno, | He ymeer ITonumaer Ywmeer B Ymeer B
apryMEHTUPOBAHO U OCHOBHOE COOTBETCTBUU C | COOTBETCTBUU
KOPPEKTHO coJiepKaHue OCHOBHBIMHU CO BCEMU
MTOATOTOBUTH YCTHBIE U TEKCTOB, HO TpeOOBaHUAMU TpeOOoBaHUSAM
MUCbMEHHBIC BO3HUKAIOT u
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ILlnanupyemble
pe3yJbTaThl

YPpoBHM U KpUTEPHHU NOCTHKEHHUSA Pe3yIbTaTOB 00y4eHUs!

o0y4eHus1 1O He nocTurnyr Bba3zoBslii IToBpIIEHHBIH Bricoxknii
JUCHUIIIMHE HA 0a30BbIi
ONMPEACTCHHOM JTale YPOBEHL
¢dopmupoBanus
KOMIIeTEeHIIUHT
BBICKA3bIBAaHUS Ha 3aTpyAHEHUS
WHOCTPAHHOM SI3bIKE B npu
MEXIMYHOCTHOM dbopMynupoBke
O0IIeHNH U BOIIPOCOB ISt
MEXKYJIbTYPHOM HayaJa Juasora,
B3aUMOJICVICTBUH €CThb
(dhoHeTuyecKue,
rpamMMaTH4EeCKU
€ u/uimm
JIEKCUYECKHUE
OIHUOKHU
Bnanets () — He Brnageer Hemoncrpupyer | lemoHcTpupyer | JleMOHCTpUpY
HaBbIKAMH YaCTUYHOE BJIAJICHUE C €T YBEpPEHHOE
WCII0Ib30BaHUS BJIQJICHUE HEOOIBIINMH BIIaJICHUE
MOHOJIOTHYECKON 1 MIOTPEIHOCTSIMU
JUAJIOTUYECKON YCTHOU
Y MUCbMEHHOM peur B
CUTYaIUAX
MEXJIMYHOCTHOTO U
MEXKYJIbTYPHOTO
B3alMOJIECIICTBUS B
npezesiax u3y4eHHOro
SI3bIKOBOTO MaTepuaia
IHoka3zaTenn Kpurtepun oneHuBaHus KOMIeTEHIUH
AOCTHAKECHUS
3aJaHHOIO0 JTana He Ba3zoBnlii IToBpIIEHHBIH Bricoxknii
OCBOCHUSA chopmupoBan
KOMIIeTeHIHii a
OK-4 (nonoJHUTEJIbHBI YTam)
3nats (J) - He 3naer 3HaeT Ha 3HaeT Ha HemoHCTpHpY
AHTJIOSI3BIYHBIC 0a30BOM MOBBIIIIEHHOM eT r1y0oKue,
pedeBbIe CTPYKTYPBI U YPOBHE, IpU YPOBHE, IpU MIOJIHBIE
JIEJIOBYIO YCTHBIX U YCTHBIX U 3HAHUS
TEPMUHOJIOTHIO, MMACbMEHHBIX MMACbMEHHBIX
HamboJee YacTo OTBETaxX WU OTBETaxX WU
ynotpebisieMbie B BBIITOJIHEHU U BBIITOJIHEHU U
YCTHOW U MUCbMEHHOMN TECTOB, TECTOB,
npodeCcCuOHATBHON nonyckaeT ot 30 | gomyckaer ot 10
peuu; OCHOBHBIE 1o 50% 1030% ommooxK.
MIPUHLUIIBI 3THUKETA OLINOOK.

BCACHUA ACTI0BOI'O
O6H.ICHPI$I; CTHJIb U A3BIK
ACJIOBBIX pasroBOpoOB
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I[Inanupyembie YpoBHH U KPUTEPHH AOCTHKEHUS Pe3yTbTATOB 00y4eHUsI
pe3yJbTaThl
o0y4eHus1 1O He nocTurnyr Bba3zoBslii IToBpIIEHHBIH Bricoxknii

JUCHUIIIMHE HA 0a30BbIi
ONMPEACTCHHOM JTale YPOBEHL

¢dopmupoBanus

KOMINETEeHI[HN
YwMmets (J1) - monnmats | He ymeer YwMmeer, HO YwMmeer B Ywmeer B
OCHOBHOE COJICpKAHHE BO3ZHUKAIOT COOTBETCTBHH C | COOTBETCTBUU
ayTEHTUYHBIX TEKCTOB 3aTpyIHEHUHN OCHOBHBIMH CO BCEMU
npodeccroHanbHOM pH ... TpeOOBaHUSIMU TpeOOBaHUSM
TEMaTUKU pasHbIX U
KaHPOB (razeTHas
CTaThs, TOJOBOI OTYET,
Oyxrantepckue
JIOKYMEHTBI), BBIJICISTh
3HAYUMYTO
(3ampammBaemMyro)
uH(pOpMaIIHIO,
pedepupoBaTh TEKCTHI
Ha NpodeccHoHaIbHYIO
TEMaTHKY; YMETb
JienaTh JIEIIOBBIC
COOOIICHMS, BECTH
JIeNOBYIO Oeceny
Bnaners (D) — | He Bmanmeer Hemonctpupyet | lemonctpupyet | JdemoHCTpupy
HaBBIKaMU JaCTUYHOE BIIQJICHUE C €T YBEpEeHHOE
COCTaBJICHUSI pe3loMe, BJIa/ICHUE HEOOIbIINMHU BJIa/ICHUE
HAMTUCaHUS UCeM MOTPEIIHOCTSIMH
JIENIOBOTO  XapakTepa;
HaBBIKaMU
Mpe3eHTalH JEOBBIX
KENCOB

IIK-2 (zonoJHUTEIbHBII ITAI)
3HaTh (010 — | He 3naer 3HaeT Ha 3HaeT Ha HemoHCTpHpY
AHTJIOS3BIYHYIO 0a3oBOM MOBBIIIIEHHOM eT r1y0oKue,
TEPMHUHOJIOTHIO, YpOBHE, NpHU YpOBHE, NpHU MOJIHBIE
UCIOJIb3YEMYIO npu YCTHBIX U YCTHBIX U 3HAHUSA
COCTaBJICHUH MUCbMEHHBIX MUCbMEHHBIX
UH()OPMATMOHHBIX OTBETax WU OTBETax WU
0030poB u/unu BBITIOJTHCHUH BBITIOJTHCHUH
AHATUTUIECKUX TECTOB, TECTOB,
OTYETOB. nonyckaeT ot 30 | gomyckaer ot 10
10 50% 1030% ommoboK.
OLINOOK.
YwMmetpb (M) — cobupars | He ymeer YwMmeer, HO YwMmeer B Ywmeer B
HEO0OXOUMBIC JTaHHBIC BO3ZHUKAIOT COOTBETCTBHH C | COOTBETCTBUU
u3 AHTJIOSI3BIYHBIX 3aTpyIHEHUU OCHOBHBIMH CO BCEMU
HCTOYHUKOB. IpH ... TpeOOBaHUSAMHU | TpeOOBAHUAM
U
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Ilnanupyemsbie YPpoBHM U KpUTEPHHU NOCTHKEHHUSA Pe3yIbTaTOB 00y4eHUs!
pe3yabTaThl

00y4eHust no He nocturnyr ba3zoBbIit IToBbIIEHHbIH Bobicokuii
JUCHUIIIMHE HA 0a30BbIi
oInpeeIeHHOM JTane YPOBEHb
(opmupoBanus
KOMIICTCHIIUH

Bnaners (D) — | He Bmageer Hemonctpupyet | lemorctpupyet | JdemoHCTpupy
HaBbIKaMU ITIOATI'OTOBKU HJaCTUYHOC BJIaACHUEC C €T YBCPCHHOC
WH(POPMAIIMOHHBIX BJIJICHHC HEOOJIbIITMHA BJIJICHHC
0030poB U/ MOTPEIIHOCTSIMU
AHATTUTHYECKUX
OTYETOB B cdepe CBOECH
npo¢eCcCuOHATBHOU
ACATCIIbHOCTHU Ha
AHIJIMMCKOM SI3BIKE.

7.3. TunoBble 3aJaHUA U (MJIH) MATEPHUAJIbI JJIS1 OLlEHKH 3HAHUI, YMEHU U HABBIKOB H
(1JIM) oNbITA IEATEJIbHOCTH, XapPaKTePHU3YHIIUX dTanbl GOPMUPOBAHNS KOMIIETEHIIHIT

7.3.1. TunoBble 3aJaHNS U (MJIH) MATEPHUAJIBI ISl OLEHKHU 3HAHM /151 KOMIIeTeHIM U
TUIIOBBIE TECTHI JJIS1 ITPOBEPKMI COOPMHUPOBAHHOCTHU 3HAHUMN JJLSL OK-4
3ananmue 1.

3anonHuTe TpoOeTbl HanboJIee MOAXOAITUMU TEPMUHAMU U3 criicka 1o Teme Levels and
Areas of Management:

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.
3aganue 2.

3amosHUTE ITPOOEITBI MOAXOSIIINM CIIOBOM HMIIH CJIOBOCOYETAHHEM M3 BOKaOyIspa 1o Teme
Levels and Areas of Management

1.Each organization can be represented as a three-story structure or .............ccoovvviiiiinnn.nn. .
2.There are three general levels of management: top managers, managers and .......................
managers.

3. AtOp MaANAGeT ... and ... the overall functions of
the organization.

4Top managers also ..., the firm's strategy and define its
1002 1]0) .

5. A middle manager ................. the strategy and major polices handed down from the

top level of the organization.
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6.Middle managers.............cecvvrerurennnne. tactical plans, policies, and standard
operating procedures.

7. They also coordinate and supervise the............inninenns of first-line
managers.

8. A first-line manager is a manager Who ..........ccocceeveveeecieeennnnn. and supervises the
activities of operating employees.

9. First-line managers spend most of their time working with .................. answering
questions, and .......... ...l day-to-day problems.

10. Operating employees are  and non-qualified persons working for the
organization, they represent the work force of the organization.

3aganue 3.
Packpotiite ckoOKH, UCTIOIB3YS MPAaBUIILHYIO (DOPMY aHTIIMHCKOTO T1aroyia (BpeMeHa,
UHOUHUTUB, TEPYHIUH, IPUYACTHE)

1. As 1 (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) T would like to know her name so that

(I/be) really polite to her on the phone".
4. I'd rather (you/not/tell) my parents that I
(apply) for a job in the USA. I don’t think they
(approve) ... (I/work) abroad.

5. When the company (call) me for an interview, I
(not/know) what (do). T even considered
(not/turn up) for it. However, I 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/you/try) (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.

1. (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 I couldn’t resist (try) one.

13. 1 pretended (enjoy) the conversation, but in fact I

(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
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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. 1T really don’t feel like (go) out tonight. I'd sooner
(stay) in and (watch) a DVD.
3ananmne 4.

[epenaiiTe MpsiMyt0 peub B KOCBEHHYIO B CIICAYIONINX MPEATOKEHHSIX:
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.

3aganue 5.
Bribepute HyXHBII BapHaHT 0TBETa, UCHONB3ys npaBuio Complex Object:
1. Thear the district.
a. him leave b. his leaving c. him to leave d. that he’s left
2. Isaw absolutely happy with the news.
a. she look b. she looking c. her to look d. she looked
3. D’drather 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
3ananue 6.

Hanwmire aHrmiickue Ha3BaHHS OTIEIIOB KOMIIAHHH, B KOTOPBIX JTAHHBIE COTPYTHUKH MOTYT
pabotats, ucnonk3ys Tepmunoiioruto no reme Levels and Areas of Management:
a) assembly-line worker..............
b) graduate trainee.........ccccceeeueeruvennnnn.
c) accounts clerk........ccocoeveecvirnnnnnne,
d) sales exXecutive .....cceeeveveevieeciieenien,
e) office supervisor.......cccceevveeeeveerceeeennnenn.
1) SCIENTISt...cccvviieiiieeiieeeiee e,
g) personnel officer........ccccoeevveviinennenn.
h) foreman
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3apanue 7.
Packpoiite ckoOKH, UCTIONB3Ys MPAaBUIBHYIO (POPMY aHTTIUICKOTO Taronia (BpeMeHa,
WHOUHUTUB, TePYHINH, IPHYACTHE, YCIOBHBIC BBIPAKEHHSI, COCIaraTeIbHOe HAKIIOHEHHE,
MOJAaJIbHBIC FHaFOJTBI)

1. It’s essential that the matter (settle) as soon as possible.
2. Isaw a crystal-glass vase (slip) from her hand and
(break) to pieces.
3. Unless the restaurant (get) another cook, I
(never / come) here again.
4. The young man pretended (read) a newspaper when I came in.

5. I'was dumbstruck when I saw him dancing in the middle of the street. He
(m.v. / be) drunk. (10KHO 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 I
(remember) it earlier.

9. You (m.v./tell) me it was a formal party. I 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! (ympek, Morua Obl M CAETaTh)

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! (He MOXeT OBITBH).

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, nomxno ObITh) around two packs since I
(leave) Pencey.

16. TwishI (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 MoxeT ObITH)

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/I/run) this company, they
(be) totally amazed.

3aganue 8.
HpO‘-ITI/ITe BBICKA3bIBAHUA COTPYAHUKOB KOMIIAHUHW U HAITUIIIHTC aHTIINICKUE Ha3BaHMSA
OT/IEJIOB, B KOTOPBIX JaHHBIE COTPYAHUKH MOTYT paboTaTh, UCIOJIb3Ysl TEPMUHOJIOTHUIO IO TEME
Organizational Structures
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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 9.

JlonmomHuTE cneayromuii TeKCT TepMuHaMu 11o Teme Levels and Areas of
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 (1).................... 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
officers or vice-presidents, each with clearly (3).................. authority and
responsibility (production, marketing, finance, personnel, and so on).

Top managers are (4) ..coovvvvnenn.... (and sometimes dismissed) by a
company's board of directors. They are (5)..................... and advised and
have their decisions and performance (6) .........cccceevvevciveennennn. 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) .ccooviiiiiiiiiiiiinie, 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
and remove inadequate executives will probably eventually find itself (8)
............ and displaced by raiders.

3aganue 10.
O6BCI[I/IT€ TepMI/IH, KOTOpBIﬁ HC BXOAUT B Kam):[y}o FOpI/ISOHTaHBHy}O rpyrmy:

1 firm companv societv subsidiar
2 salary manager engineer employee

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

3aganue 11.
HazoBute opranu3aiiioHHbIe CTPYKTYPBI, OMTMCAHHBIC B JAHHBIX MPEATIOKEHUIX:
1 A cross-functional structure where people are organized into project teams.
2 A structure rather like the army, where each person has their place in a fixed hierarchy.
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3 A structure that enables a company to operate internationally, country by country.
4 A structure organized around different products.

3ananme 12.
IlepeBenuTe HAa AaHTJIMHUCKUHN SI3BIK JaHHBIC NPEIIJIOKEHUSI, UCTTOJIb3Y I
TepmuHoJoTHIO 110 TeMe Levels and Areas of Management:

1. Moii otenr ynpaisieT Hamield koMmanuei Bot yxe 20 yiet. B ynpaBieHun 6u3HecoM oH
MPHUICP)KUBACTCS KOHCEPBATUBHBIX B3TIISAI0B, HO KOMITAHUS BCET/Ia_yAeseT O0bIIoe
BHUMaHUE HY>KJaM _II0TpeOuTesielt 1 ObICTpO pearupyer Ha U3MeHEeHHs Ha pbiHke. OTely
pemmn coKycHpoBaThes Ha NEepe0OYICHUH COTPYIHUKOB U MPUHSI Ha PaboTy
HECKOJIbKUX MPO(eCCHOHAIOB, KOTOPBIE OYIyT MPOBOAUTH OOyUYCHHE.

2. 1lITa6 xBaprupa kommarnun ABC Haxomutcs B Helo-Hopke, a eé (uumansl pacrosnokeHs! B
15 crpanax.

3. Uz-3a ciusnusd ¢ komnanuei X Haia KoMraHus Oblia peopranusoBana. 30% nepconana
COoKpaTwid. Sl ’ke MOdy4Yni NOBBINIEHUE 0 KapbepHOU JecTHUIEe. Celyac s 0TBEYaro 3a
paboTy CEpBUCHOTO LIEHTPA.

4. TlocrosiHHAs MOTEPSI 10U PhIHKA, BO3pACTaloNIas KOHKYPEHIUS — IPOOJIEeMbI, ¢ KOTOPBIMU
B [IOCJI€IHEE BpeMsl CTOJIKHYJIAch Hama komnanus. Ceifuac Haiia 3ajja4a — CpOYHO
oTpearupoBath Ha HuX. [Ipexe Bcero Mbl CMEHHM KypC KOMIIAaHUH, PECTPYKTYPU3UPYEM
e€. PykoBo/ICTBO KOMIaHWUH PENIMIIO HE COKPAIIaTh, a IEPEOOYUHTh MepCOHAN. Y MEHUE
a/IalITHPOBATHCA K MOCTOSHHO MEHSIIOIIEMYCS PhIHKY — BOT 3aJI0T ycrexa Jito0oro OusHeca.

3aganue 13.
PackpoiiTe ckoOKH, UCTIONB3Ys MPABUIbHYIO (JOPMY aHTVIMHCKOTO IJ1arona (BpeMeHa, yCIOBHBIE
BBIpQXEHUS, coclIaraTelIbHOe HAKJIOHEHHE)

1. If the car (be) out of order again, you (have to) call the
service station, but I doubt if you (have / it / service) quickly.

2. Nobody (know) what (happen) in ten years’ time as life

(get) tougher and tougher.

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

4. My little son (want) to know if there (be) some cartoons on
TV tonight. If there (be) some, he certainly (watch) them.

5. I wonder if the weather (change) for the better next week. |
(plan) to go to the countryside for a month.

6. 1 (leave) a message at the office in case the customer (phone). But
I’m afraid he’s unlikely (call) today.

7. Nobody can definitely tell us when he (come) back from London. But as soon
as he (return), we (get in touch) with him.

8. We (have) another meeting this week, provided no one (object).

9. 1 (always / be) by your side as long as you
(promise) to lend an ear to what I 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 I (play) Scrabble with you on

Saturday evening.
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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.
3aganue 14.
BcraBbTe npaBuibHyI0 (hopMmy riarosa to be, ooparias BHUMaHUE Ha YKCIO UMEH
CYIIECTBUTEIbHBIX:

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.

3ananme 15.

IlepeBenuTe HA aHTJIIMHUCKUN SA3BIK JAaHHBIC NPEAJIOKECHUS, UCITOJIb3Y s
TepMHUHOJOTHIO 110 TeMe Leadership:
1. Yro kacaercs BefieHUsI OM3HEca, HOBBIM MEHEKEp OTIesa MPOJak ¥ MapKETHHTA HE
MpUEMJIET KOHCEPBATUBHBIX B3TIIsIOB. OH CIIOCOOEH CTaBUTh YETKHUE IIENIH, OBICTPO pearupoBaTth
Ha U3MEHEHUS PbIHKA, OOIIPATh KOMaHAHBIA yX COTPYAHUKOB.
2. XYZ — nuHaMu4Hasi, ObICTPO pacTyIlas KOMIIAHUS IO IPOU3BOJICTBY KaHIIEIIPCKUX TOBAPOB.
B ycnoBusix €cTkoil KOHKYpEHIIMM HaM He0OX0JUMO MOCTOSIHHO MPOBOJUTH HUCCIIEA0BAaHUS
pBIHKA B OBICTPO PearupoBaTh HA €T0 U3MEHECHHSI.
3. Hama xommnanust Obuta ocHOoBaHa B cepearHe 1990-X rogoB, ¥ MBI OBICTPO pa3BUBAaEMCS C TEX
nop. Komnanus cocTouT U3 5 OTAENOB: aAMUHUCTPATUBHBIH, ((MHAHCOBBIN, TPONU3BOACTBEHHBIH,
OTAEJI MapKETHHTa U MIPOJIaXK U KaapoBeIil otae. Hamr nepconan HacuutsiBaeT cBbiie S000
coTpynHUKOB. ['010BHOI oduc pacnonoxeH B JlIongone. Hamm qouepHue npeanpusiTus
HaxoasaTca B Munane u bepnune. B cienyromiem rojly KoMnaHusi INIAaHUPYET OTKPBITh CBOM
¢wman B Mockse.
3ananmue 16.
IlepeBenuTe HA aHTJIIMHWCKUN SA3BIK JAaHHBIC NPEAJIOKECHUS, UCITOJIb3Y s
TepMHHOJOTHIO 110 TeMe Leadership :
1. HepaBHo coBet nupekTopoB koMmnanuu Cornerstone Group ycnenrHo npoBes NePEroBOPkI €
Metrot Co. o ciusiHuM 3THX ABYX Komnanuid. Komnanust Metrot — npekpacHoe mpruoopeTeHne
st Cornerstone Group.
2. Metrot Co. cnenuanu3upyercsi B IpOU3BOACTBE TOBAPOB 7S IOMA, U B CBOUX PO3ZHUYHBIX
MarasuHax ImpeJICTaBiIsieT IUPOKUI BEIOOP TOBApOB, @ TOBAPOOOOPOT KOMIIAHUH COCTABIISET
4MIH. €BpoO.
3. Komnanust Metrot umeeT MHOTO IOYEPHUX NMPEANPUATHIA 110 Bcell EBporie, a uX rojIoBHOM
oduc Haxonutcs B [lapmxe. brarogapst ceoeMy THHAMUYHOMY CTHIIIO 3Ta KOMITAHUS OBICTPO
pearupyer Ha pbIHOYHBIE U3MEHEHUS.
3ananme 17.
3anosHuTe TpoOeTBl HanbOoIee MOAXOANTUMI TEPMIUHAMH U3 criicka 1o Teme Leadership:
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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.

3apanue 18.

PackpoiiTe ckoOKH, UCTIONB3Ys MPAaBUIbHYIO (JOPMY aHIIIMHCKOTO IJIaronia (BpeMeHa,
MH(UHUTUB, TEPYHIUN, IPUYACTHE, YCIOBHbIE BBIPAXKEHNUS, cOocararelbHOe HaKJIOHEHHE,
MOJAJIbHBIE TJIar0JIbl)

1. Look! Leslie seems (enjoy) herself. It is the first time I
(see) her so happy.
2. There  appeared (be) no one in the Thouse. John
(consider/climb) through one of the open windows but
decided against it (not
risk/notice). He (decide/wait) until it
(get) dark.
3. 1 (mean/paint) the door for ages, but I keep
(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).
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 afford
(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.
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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 time
(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. I really hate (go) to the dentist but I don’t think I can avoid

(visit) him this time.

3aganue 19.
Hanumure pycckue aHanoru JaHHBIX aHIVIMHCKUX TepMUHOB 10 Teme Leadership :
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
. 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
3aganue 20.
3amoyIHUTE MPONMYCKH PaBUIIBHOM (OPMOIL I1arosa B MOAXOIAIIEM BPEeMEHHU (aKTUBHOM WIIH
MMacCUBHOU (POPMBI):

Ne)

1. Joseph Ford, the politician who (kidnap) last week
as he was driving to his office, (release)
unharmed. He (examine) by a doctor last night, and
is said to be in good health. Mr. Ford (find)
walking along a small country lane early yesterday evening. A farmer

(see) him, recognized who (it/be),
and (contact) the police. When his wife
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. An Oxford amateur pilot has been proclaimed a hero. “ My son Max

(tell) the news, she said: “I’m delighted and relieved that
my husband (find).” Acting on information
received, the police (make) several arrests, and a man
(question/now) in connection with the kidnapping.

John expected to get a decent pay rise because he (work)
for the company for many years. He understood that more cars
(sell) by him then by any of his colleagues every year. He
(sell) cars all his life and
(know) exactly what approach to adopt with every customer who
(come) in.

(pester) me for ages to take him up. It was a nice day
so we decided to go sightseeing over Oxfordshire,” said Mr. Smallwood. “Everything

(look) rosy as we
(turn) for home, but then I (notice) that the propeller

(disappear).

(the clock/hardly/strike) 5 when Peter
(stick) his head around the door and
(say), “Tea, anyone?”

My car (repair) and I don’t know when it
(be) ready. I doubt if (be able) to
collect it before the weekend. I wonder if John (give) me a lift
to the party on Saturday. — Well, ask him once he (get) here.
. More and more similar cases (argue) in the
courts.
3aganue 21.

Hanumure pycckue aHanoru JaHHBIX aHTJIMHCKUX TEPMUHOB o TeMe Recruitment:

1. Candidates for this appointment is graduate, qualified accountant
2. a fully qualified experienced accountant

O 0 3 O L AW

. with an impressive record of success in senior finance appointments in commerce and industry
. with a good examination track record

. with a proven track record in the financial management of an operating company

. have a high level of professionalism

. have a detailed knowledge of accounting systems

. have in-depth experience in managing ...

. with broad financial management experience

10. proven planning and analytical abilities gained at an operational level

11. an ability to set up and effectively manage whole accounting functions

12. strong technical orientation developed initially within a practice environment
13. a pro-active and innovative approach to financial management

14. a hands on approach

3ananme 22.
3anongHuTe TAaOIMIy TEPMUHAMH U3 BOKaOyssipa Ha TeMy Recruitment:
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astute, bright, eatm; clever, easy-going, hard-working, moody, neurotic, punctual, quick-
tempered, retiable, responsible, sharp, slow

intelligence and ability emotional stability conscientiousness
bright calm reliable

3aganue 23.
IlepeBenure Ha aHTJIMUCKUUN SI3BIK JAHHBIC IIPEAJIOKEHUSI, UCIIOJIb3Ys
TepMuHOJOTHIO O TemMe Business Plan:

1. JIro6oif MpOaYKT, IaXke TOMOBBIN, MPOXOAUT 4 CTaIUK KU3HEHHOTO ITUKJIA!
MPE/ICTABJICHUE HA PBIHOK, POCT, 3PEJIOCTh MPOJIYKTA U CHaJ.

2. Tlepen TeM mpeCTaBUTh OPOAYKT Ha PHIHOK, JIF00Ash KOMIIAHHS UCCIAEAYET
MOTEHIUATbHBIA PHIHOK, CTAPAETCS OMPEACIUTh HYKbI HOTPEOUTENeH 1 Ha3HAYaeT
TaKYIO IIeHY, YTOOBI JIOCTUYb OOJBIITNX 00HEMOB MPOAAK.

3. PykoBoactBo komnanuu ABC pemunino pacimpuTh IMHEUKY NPOayKTa. YTOObI
IPOCTUMYJIMPOBATH COPOC, KOMITaHUS COOMPAETCs UCIOJIb30BATh «3BE3/1» B PEKJIAMHOM
KOMIIaHUM HOBOTO OpeHaa. Heo0XoamMoCTh pacuiupeHus yKe JaBHO BO3HUKIIA, TaK KaK
CYHIECTBYIOIIUN aCCOPTUMEHT YK€ HE IPUBJIEKAET 11eJIE€BOM PBIHOK. BeposiTHo,
KOMITAHUH TPUJIETCS UCKATh HOBbIE KAHAJIBI PACTIPEICIICHHUS.

3amanue 24.
O6BenuTe TpaBUIILHBIN TEPMUH(BI), OTBETUB Ha CJEAYIOIINE BOPOCH! 1o Teme Business Plan:

1

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

O The marketing mix
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?

Marketing strategy

Marketing objective
i

4.
Who is protected by consumer protection laws?

Profit from marketing

Businesses and customers

Just customers
'

5.
Which of the following is NOT an element in the marketing mix?
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Price
Profit

Promotion

A B e

Where are premium products most likely to be sold?
In supermarkets
In designer stores

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

If costs change
If customer needs change

If management changes

3ananme 25.
ComnocraBbTe TepMuHBI 110 TeMe Business Plan ciieBa ¢ ero onpeseneniemM cnpana:
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 ¢ | 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

3ananme 26.
[IpounTaiite crathio o Teme Business Plan craTtbio u BeiOepuTe MpaBUIIbHBII TEPMUH, YTOOBI
3amoJIHATh Kaxkbid poden (1-11) uz A, B, C unu 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
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put on his or her customer relations hat and move into damage 11

a more serious problem.

before it becomes

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
3ananme 27.
OO6BeauTe MPaBUIIHLHBIN MOJATBHBIN TI1aroi:
1. When Mr. Lee was younger, he work in the garden for hours.
a. was able to b. could c. might d. needn’t
2. The landlord take his responsibilities more seriously.
a. need b. should to c. ought to d. ought
3. When I finish the course next year I speak perfect French.
a. can b. will be able to c. could d. would be able to
4. 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
5. 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
6. 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
7. You often have to wait for a decision long, ?
a. haven’t you b. don’t you c. aren’t you d. won’t you
8. — Should we hurry? — No, you , we have plenty of time.
a. needn’t to b. haven’t to c. mustn’t d. needn’t
9. They spoke in very low voices but I understand what they were talking about.

a. could b. might c. was able to d. was to
10. With our new shampoo, you spend hours caring for your hair.
a. mustn’t b. needn’t c. haven’t to d. shouldn’t
3ananme 28.

Packpoiite ckoOKH, yoTpeOUB MpaBUIbHYIO TPAMMATUYECKYI0 KOHCTPYKIHUIO C MHPUHUTHBOM:

1. They were glad (introduce).

2. D’drather (stay) at home tonight than (go) out.

3. I’d prefer (watch) TV rather than (play)
cards.
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4. You‘d better (put on) something warmer,
you? Or else you could catch a cold.

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

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

7. Iprefer (go) by plane to (go) by train.
8. I 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.

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

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

13. I’d prefer them (come) with us.

14. Id rather they (come) with us.

15. Would you sooner I (know) nothing?

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

17. It’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. I gave her my address (she/can/contact/me).- Please,
give her mine (she/contact/me) too.

3ananme 29.
Packpoiite ckoOkH, ymoTpeOuB MpaBUIbHYIO (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, I (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.
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10.
11.
12.
13.
14.
15.

16.

17.

18.
19.

20.

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, 1 (eat) without you.
You (get) fresh fish provided you (go) to the market early.
The information (study) carefully as soon as it
(deliver).
If1 (happen) to see anything she might like for her birthday, I
(buy) it.
I (take) an umbrella in case it (rain). I hate
(catch) in the rain.
I (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.

3aganue 30.

Packpoiite ckoOKH, yoTpeOUB MpaBUIbHYIO TPAMMATUYECKYI0 KOHCTPYKIUIO 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. I 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. (I/tidy) your bedroom for you? - I’d rather you

(not tidy) it. I’1l do it later.

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

6. I’d rather you (not/make) so much noise. — Sorry. I
(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. — I 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, I'd
prefer (spend) some time alone.
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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. I’d rather you (not drive) so fast, Paul.
15. John had (rather or better?) (not speak)

to me like that again.

16. He says he’d rather (cook) his own meals than
(eat) in restaurants.

17. I’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.
TUIIOBBIE 3AJJAHWS J1JIS1 ITIPOBEPK COOPMUPOBAHHOCTHU 3HAHUN JUJLA TIK-2

3aganmue 1.
IIpouuTaiiTe TeKCT HA TeMy YPOBHH U c(hepbl ypaBJjeHus, codepure 1
NPOoaHAJIU3UPYHiTe HHPOPMALIUIO O CJIeYIOLIEeM:
1. Ckaxute, Kakue BOMPOCHl PACCMATPUBAIOTCSI B TEKCTE.
2. CkaxuTe, Kakas mpobiaeMa BBITEKaeT U3 COICPIKaHUSL.
3. IlocTaBbTe K TEKCTY HECKOJIBKO BOIIPOCOB U 3aJlaiiTe UX BallleMy TOBapHIILy, 3aTEM OTBETHTE
Ha €ro BOIIPOCHI.
4. IloaTBepauTe TOUKY 3pEHUS, U3I0KEHHYIO B TEKCTE, UCIIOIb3YsI COOCTBEHHBIN MpUMED.
5. Brickaxxute MHeHHE O TpounTaHHOM. COOOIINTE U3BECTHBIE BaM JIOTIOJIHUTEIILHBIEC CBEICHUSL.
[TpuBenute mpumepsl, GakThl, TOAOOHBIE ONUCHIBAEMBIM 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.
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They believed their mechanical excellence would keep them leaders of the industry and that the
quartz watch was 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 sq. 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 I 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, I 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, [ 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 I was asked what advice I 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.

3aganue 2.
IIpouuraiiTe TeKCT HA TeMy YPOBHHM U c(hepbl ypaBJjieHus, codepurTe 1
NMPOoaHAJIU3UPYHiTe HHPOPMALUIO O CJIeYIOLIEeM:
1. Ckaxute, Kakue BOMPOCHl PACCMATPUBAIOTCS B TEKCTE.
2. CkaxuTe, Kakas mpobiaeMa BBITEKaeT U3 COICPIKaHUsL.
3. IlocTaBbTe K TEKCTY HECKOJIBKO BOIIPOCOB U 3aJlaiiTe WX BallleMy TOBapHIILy, 3aT€EM OTBETHTE
Ha €ro BOIIPOCHI.
4. IloaTBepauTe TOUKY 3pEHUS, U3I0KEHHYIO B TEKCTE, UCIIONb3YsI COOCTBEHHBIN MpUMED.
5. Beickaxxute MHeHHE O TpounTaHHOM. COOOIINTE U3BECTHBIE BaM JIOTIOJIHUTEIILHBIEC CBE/ICHUSL.
[TpuBenute npumepsl, GakThl, IOAOOHBIE ONUCHIBAEMBIM 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
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objectives, and decide how their organization can achieve them. This involves developing
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.

3aganue 3.
IIpouuraiite TekcT HA TeMy OpraHu3anoOHHbIE CTPYKTYPbI, cOOepuTe U
NPOoaHAJIU3UPYHTe HHPOPMALUIO O CJIeYIOLIEeM:
1. Ckaxute, Kakue BOMPOCHl PACCMATPUBAIOTCSI B TEKCTE.
2. CkaxuTe, Kakas mpobiaeMa BBITEKaeT U3 COICPIKaHUSL.
3. IlocTaBbTe K TEKCTY HECKOJIBKO BOIIPOCOB U 3aJ[aiiTe WX BallleMy TOBapHIILy, 3aTEM OTBETHTE
Ha €ro BOIIPOCHI.
4. IloaTBepauTe TOUKY 3pEHUS, U3I0KEHHYIO B TEKCTE, UCIIOIb3YsI COOCTBEHHBIN MpUMED.
5. Beickaxxute MHeHHE 0 TpounTaHHOM. COOOIINTE U3BECTHBIE BaM JIOTIOJIHUTEIILHBIEC CBE/ICHUSL.
[TpuBenute npumepsl, HakThl, TOAOOHBIE ONUCHIBAEMBIM 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
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its organizational structure, or may affect a few employees within one department. In any case,
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.

3ananmne 4.
IIpouuraiite TekcT HA Temy JInaepcTBo, codepuTe M MPOAHAJIMZUPYIiTE
UHGOPMaLHIO 0 CJIeAYIOLIeM:
1. Ckaxute, Kakue BOMPOCHl PACCMATPUBAIOTCSI B TEKCTE.
2. Ckaxute, Kakas mpobseMa BBITEKaeT U3 COICPIKaHUSL.
3. IlocTaBbTe K TEKCTY HECKOJIBKO BOIIPOCOB U 3aJ[aiiTe WX BallleMy TOBapHIILy, 3aTEM OTBETHTE
Ha €ro BOIIPOCHI.
4. IloaTBepauTe TOUKY 3pEHUS, U3I0KEHHYIO B TEKCTE, UCIIOIb3YsI COOCTBEHHBIN MpPUMED.
5. Beickaxxute MHeHHE O TpounTaHHOM. COOOIINTE U3BECTHBIE BaM JIOTIOJIHUTEIILHBIEC CBEICHUSL.
[TpuBenute npumepsl, HakThl, TOAOOHBIE ONUCHIBAEMBIM 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
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
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 5.
IIpounTaiiTe TeKCT Ha TeMmy YPOBHH U cepbl ynpasJieHus, codepurte u
NMPOAHAJIU3UPYHTE HHPOPMAIUIO O CJIeYIOLIeM:
1. Ckaxxure, Kakue BOIIPOCHI PACCMAaTPUBAIOTCS B TEKCTE.
2. Cxaxure, Kakas mpobemMa BbITEKAeT U3 COJCPIKaHMUS.
3. IlocTaBbTE K TEKCTY HECKOJIBKO BOIPOCOB U 3aJjaiiTe UX BallleMy TOBApHIIly, 3aTEM OTBETHTE
Ha €T0 BOIIPOCHI.
4. IMonTBepauTe TOUYKY 3pEHHS, U3T0KEHHYIO B TEKCTE, UCTIONb3Yys COOCTBEHHBIN IPUMED.
5. Beickaxute MHEHHE O TpouynTaHHOM. COOOIINTE U3BECTHBIE BaM JIOTIOJIHUTENIbHBIE CBEICHUSL.
[IpuBenute nmpumMepsl, HakThl, TOJOOHBIC OMUCHIBAEMBIM 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 a man’. He/She must also protect and promote
the organization’s values.

3aganue 6.
IIpounTaiite Texkcr Ha Temy Ilondop nepconana, codepute U NpoaHaIM3HpPYHTe
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 TOBApHIIly, 3aTEM OTBETHTE
Ha €T0 BOIIPOCHI.
4. ITonTBepauTe TOUYKY 3pEHHS, U3T0KEHHYIO B TEKCTE, UCTIONb3Yys COOCTBEHHBIN IPUMED.
5. Beickaxute MHEHHE O TpounTaHHOM. COOOIINTE U3BECTHBIE BaM JIOTIOJIHUTEIIbHBIE CBEICHHUSL.
[IpuBenute npumepsl, HakThl, HOJOOHBIE 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.

3aganue 7.
IIpounTaiite TekcT Ha Temy bu3Hec miIaH, codepuTe U NPOAHATU3UPYITE
HH(OPMALHIO O CJIeYIOLIeM:
1. Ckaxxure, Kakue BOIIPOCHI PACCMAaTPUBAIOTCS B TEKCTE.
2. Cxaxure, Kakas rmpobjemMa BbITEKaeT U3 COJCPIKaHMUS.
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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 TPoYnTaHHOM. COOOIINUTE N3BECTHBIC BaM JIOTIOTHUTEIbHBIC CBEICHMSL.
[TpuBenute npumepsl, HakThl, IOAOOHBIE ONUCHIBAEMBIM B TEKCTE.

GOING VIRAL
Six years ago, ad executive Ed Robinson carried out an experiment. He spent $10,000 to produce
a humorous video about a man who meets an explosive end while inflating a child’s raft. He
attached his firm’s Web address to the clip and emailed it to five friends. Then he waited.
By the end of the week, more than 60,000 people had seen the twelve-second video, Robinson
says. The video had ‘gone viral’, passing from Robinson’s friends to their own friends and from
there to blogs and sites across the Web. Within three months, Robinson’s Web site received 500,
000 hits.
For Robinson, the traffic was confirmation that the video and others like it could create a buzz and,
in turn, make big bucks. ‘I was trying to prove a point: if you entertain your audience, they will
get it and the viral mechanism will make the audience come to watch you.’

Cashing in. Companies have gotten the message. Lured by the prospect of reaching
millions of consumers without also spending millions of dollars for television air time or space in
print media, companies have shifted more ad dollars to the Net. Video viral marketing — so named
because it relies on computer users to spread commercials from person to person — has expanded
from a negligible piece of the advertising pie to a $150 million industry researchers estimate.

Victim of its own success. However, viral marketing has become a victim of its own
success. As more ads and user-created videos go online, getting ads to go viral has become
increasingly difficult. Whereas these ads were once relatively rare, they now have to compete with
millions of other video clips. Companies need to spend more to give their message an edge. Today,
Robinson’s London company, the Viral Factory, charges $250,000 to $500,000 to create ads he
guarantees will reach a wide audience.

Video sites. Not only do advertisers need to spend more to make the ads, but increasingly,
they’re having to pay to get them seen in the first place. Rather than waiting for new videos to
drop into their mail boxes, users are now going to sites like YouTube for entertainment. Many of
the hundred or so video sharing sites still don’t charge for posting videos: they fear that too many
ads will drive away audiences and stifle user-created content. After all, users go to these sites to
see the videos most people find interesting, not ones some company paid to place. However, the
largest and most popular sites, like YouTube, which shows about 100 million videos daily, already
sell some spots, though they won’t disclose advertising fees.

Going mainstream. It makes sense that video-sharing sites are wary of turning off users
with too many ads. Neither the sites nor advertising companies want virals to become the new
online spam. Still, with people spending more time on the Net, and many using video-friendly
high-speed connections, it seems highly unlikely that viral video advertisements will become
mainstream before long. And, as competition for online user attention increases, companies will
be forced to do more to ensure their ads are watched. That in turn could encourage Web sites to
charge more for spots. The bar has been raised.

3aganue 8.
IIpounTaiiTe TekcT Ha Temy bu3Hec JIaH Ha pbIHKe, cOOepHUTe U MPOAHATH3UPYHTE
HH(OPMALHIO O CJIeYIOLIeM:
1. Ckaxxure, Kakue BOIIPOCHI PACCMATPUBAIOTCS B TEKCTE.
2. Cxaxure, Kakas rmpobjemMa BbITEKAeT U3 COJCPIKaHMUS.
3. IlocTaBbTE K TEKCTY HECKOJBKO BOIIPOCOB U 3aJjaiiTe UX BallleMy TOBApHILly, 3aTEM OTBETHTE
Ha €T0 BOIIPOCHI.
4. IMonTBepauTe TOUYKY 3pEHHS, U3T0KEHHYIO B TEKCTE, UCTIONb3Yys COOCTBEHHBIN IPUMED.
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5. Beickaxute MHEHHE O TpounTaHHOM. COOOIINTE U3BECTHBIE BaM JIOTIOJIHUTEIIbHBIE CBEICHUSL.
[IpuBenute nmpumepsl, (HakThbl, TOJOOHBIC OMUCHIBAEMBIM 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, [ 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 I 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.’

3aganue 9.

IIpounTaiiTe 3KOHOMHYECKYIO CTATHIO H OTBETHTE HA CJeAyIOLINe BONPOCHI:
1. Ckaxute, Kakue BOIPOCHl PpACCMATPHUBAIOTCS B CTaThE.
2. CkaxuTe, Kakas mpobiaeMa BBITEKaeT U3 COICPIKaHUsL.
3. 3agaiiTe K CTaTbe HECKOJIBKO BOIIPOCOB M 3a/IalTe MX BalllEMy TOBApHIIy, 3aTEM OTBETHTE Ha
€r0 BOIIPOCHI.
4. [loaTBepaUTE TOUKY 3pEHUS, U3JI0KEHHYIO B CTaThe, UCIOJIb3Ys COOCTBEHHBIH MTpUMep.
5. BeickaxxuTe MHEHHE O TPoUYnTaHHOM,. COOOIIUTE N3BECTHBIC BaM JOMIOJHUTEIbHBIC
ceegenus. [IpuBeaure npumepsl, hakThl, MOJOOHBIE OMMCHIBAEMBIM B CTaThe.
6. Ilogymaiite, KaKk ¥ rie BbI MOJKETE UCIOIb30BATh U3BJICUCHHYIO U3 CTaThU HH(OPMAITHIO.
7. Onpenenute, HY>KHO JIM BaM 0oJiee 1eTalbHO 03HAKOMUTBCS C TEKCTOM JIJISl UCTIOIb30BaHUS
NOJy4YeHHOH nH(popMmaluy B Baei Oynymieil mpodeccnoHaaIbHON AeATEIbHOCTH.

The Case for Chain Mud Pump Drives
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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.

3ananme 10.

[IpounTaiiTe 3KOHOMHYECKYIO CTATHIO U OTBETHTE HA CJIeyIolIHe BONMPOCHI:
1. Ckaxxure, Kakue BOIIPOCHI PACCMATPUBAIOTCS B CTAThE.
2. Cxaxure, Kakas rmpobsemMa BbITEKAeT U3 COJCPIKaHMUS.
3. 3amaiiTe K cTaThe HECKOJIBKO BOIIPOCOB U 33/1aliTe WX BallleMy TOBapHIIly, 3aT€M OTBEThTE Ha
€ro BOIPOCHI.
4. ITonTBepauTe TOUYKY 3pCHUS, U3T0KEHHYIO B CTaThe, HCIIOJIB3Ysl COOCTBEHHBIN IpUMeEp.
5. BeickaxuTe MHEHUE O TPOYUTAaHHOM,. COOOIINTE U3BECTHBIE BaM JIOMOJIHUTEIbHbBIE
ceenenus. [IpuBenute nmpumepsl, (pakThl, M0T00OHBIEC ONTUCHIBAEMBIM B CTaTheE.
6. [Tomymaiite, Kak U r/ie BBl MOXKETE UCIIOJIb30BATh U3BICYEHHYIO U3 CTaThi HH(GOPMAIIHIO.
7. Onpenenure, Hy>KHO JI BaM OoJiee 1eTaTbHO 03HAKOMUTBCS C TEKCTOM JUISl HCIIOJIB30BAHMUS
MOJTyYeHHOM HHpOpMAaIMK B Bamiei 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.

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-
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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.

3aganue 11.
IIpouuTaiiTe TeKCT, 0TBETHTE HA BOMPOCHI MO €ro COAePKAHNIO U BHINOJHUTE 3aJaHUe
nocJje TeKcTa.
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) [lomymaiite u cCkaxuTe:

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?

Bribepure noaxozsiiee Mo CMBICITY CIOBO U3 MpeIaraéMbIX B CKOOKaX BapHAHTOB.

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.

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
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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. Tunossble 3a1aHus U (WIN) MAaTEPHAJIBI 1JI51 OLEHKH YMEHUIl
THUITOBBIE 3AJIAHUA J1J151 ITIPOBEPKA COOPMHPOBAHHOCTHU VMEHUI JUIs1 OK-4

3aganue 1
IIpoxomMeHTHpYIiTE (YCTHO) CleAYyOLINE YTBEPKIAEHHUS ¢ YIOTpeOJeHueM aKTUBHOM
Jekcuku nmo teme Levels and areas of management:
1.1t is up to employees to keep the manager up to date on progress.
2.Managers set strict time limits.
3.Managers encourage staff to put forward their ideas.
4 Managers and employees decide together what needs to be achieved.
5.Decisions are made by managers and their staff.
6.Employees get precise instructions.
7.Managers do not want employees to avoid making decisions which employees should make.
8.Managers have tight control of employees’ movements and work schedules.
9.When employees are given tasks, they decide how to complete them.
3aganue 2
Onumute GyHKIuM 1 0TBeTcTBeHHOCTH OTHe1a KaapoB BeIOpaHHOH BaMu komnanuu,
UCIO0JIb3Ys JiekcuKy 1o Teme Levels and areas of management.
3amanmne 3
Onumure GyHKIUU M OTBETCTBEHHOCTH PUHAHCOBOIO 0T/€J1a BbIOpaHHOH Bamu
KOMIIaHUH, HCII0JIB3Y1 JIeKCcHKY 1o TeMe Levels and areas of management.

3ananne 4
IIpoxkoMmmeHTHPYIiTE (YCTHO) CieAyIOlHMe YTBEPKIEHHUS ¢ yIIOTpedJeHrneM
aKTHBHOI Jekcuku mo teme Levels and areas of management:

1.If the company is willing to lower production costs, they should move their facilities to the place
with highly skilled workforce.

2.If the manager wants to get things done he should do it himself.

3. The best organizational structure is a structure by product.

4. A desire to realize one’s own potential is the strongest motivator in one’s job.

5.If a person didn’t reveal his leadership skills when at school he will never make a top leader in
the future.

6. Warehouses are a thing of the past. All manufacturing companies should use just-in-time
production.

7.In multinational companies great managers are no worse than leaders.

8.If you want to start a partnership you should join with a relative of yours.

9. In a crisis period people who have been made redundant will agree to any job offered to them.
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3aganue 5

Onumure ypoBHH U cepbl ynpaBjieHUus: BbIOpaHHOH BaMu koMmnannm, ucnosb3ys
Jekcuky 1o teme Levels and areas of management.
Company structure or organization structure refers to the way that a company arranges people
and jobs so that its work can be performed and its goals can be met. The structure of every
organization is unique and the structure of an organization evolves as the organization grows and
changes over time.
1. Top managers and executives:
Board of Directors, Chairman (Chairwoman) or President (4m.), Managing Director
(Executive Director) or Chief Executive Officer (CEO — Am.)
E.g. At the top of company hierarchy is the Board of Directors, headed by the Chairman.
E.g. A managing director is responsible for the day-to-day running of the company (or
oversees all aspects of business activity, or has overall responsibility for the running of
the business).
2. Middle (Senior) management (company officers):
Finance director (Chief financial officer — 4m.), Marketing Director, HR Director
(Personnel), IT Director, R&D Director, Production Director, Sales Manager or Sales
Director (or Vice Presidents — Am.)
3. Departments: Finance, Sales and Marketing, Personnel (HR), Research and Development
(R&D), Production
4. to consist of, be made up of, be divided into
e.g. The company consists of five main departments. The marketing department is made
up of three units. The sales department is divided into two sections.
5. to be responsible for smth, to be in charge of
e.g. The marketing department is responsible for advertising, sales promotion and market
research. The Human Resources department is composed of two sections. One is
responsible for recruitment and personnel matters, the other is in charge of training.
Philip is in charge of our marketing department.
Finance director controls all aspects of finance and is responsible for allocating the
company's resources.
6. to be accountable to smb, to be responsible to smb, to report to smb
e.g. At the top of the company hierarchy is Mister Niegel who has overall responsibility
for the running of the business. Sales Director, Marketing Director, Finance Director and
HR Director report to him (HaxoasaTcs y HETO B HEITOCPEACTBEHHOM MO TYMHEHUN ).
Export Sales Director is responsible to Sales Director.
7. astrategy, to determine a strategy (or a policy), implement a strategy (or a policy)
E.g. Top managers determine the company's strategy and middle managers implement the
strategy and major policies handed down from the top level of the organization.

3aganue 6
IToaroroBbTe pa3BepHyTHIe NUCHMEHHBIEC 0TBETHI HA BONpockl o Teme Levels and areas of
management:
What are the levels of management?
What are the responsibilities of a top manager?
What are middle managers responsible for?
Why is the position of a first-line manager important, especially in a company involved in
manufacturing business?
What are the most common areas of management (e.g. finance, sales, etc.)?
What is finance director (personnel manager, marketing director, R&D director)
responsible for?
7. Over to you: what kind of companies require R& D department?
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8. Do you think any company can afford to have its own PR department?

3aganue 7
IToaroroBbTe MUCHLMeHHOE cooOmeHue Ha TeMy “ Types of restructuring ”, ucnoyanb3ys
AKTHBHYIO JIEKCUKY M3 BoKaOyasipa Organizational Structures:

1. competitive, to remain competitive, to maintain a competitive edge — KOHKYpEeHTOCIIOCOOHBIH,
0CTaBaThCs KOHKYPEHTOCTIOCOOHBIM, COXPAaHATh KOHKYPEHTHBIC TIPEUMYIIIECTBA
E.g. To remain competitive (to maintain a competitive edge) on a fast-evolving market a
company needs to be flexible, highly-effective and fast-moving.

2. to consume, a consumer, consumption — oTpedIsATh, MOTPEOUTENb, TOTPEOICHUE
E.g. Many factors such as personal, psychological or social can bring about changes in
consumer behavior. E.g. The recent financial report has reflected a sharp decline in the
consumption of soft drinks in North America. E.g. Possibly the most challenging concept in
marketing is to deal with understanding consumer behavior.

3. to adjust/adjustment/to adapt to / to respond to /to remain responsive — IpUCIIOCOOUTHCA,
YMEHHUE MPUCTIOCa0INBATHCS, aJallTHPOBATHCS, PEarupoBaTh, COXPaHIATh THOKOCTh
(COXpaHATh YMEHHE MEHATHCS U MPUCTIOCAOINBATHCS )

E.g. The ability to adapt and find new markets has made Coca-Cola an icon of American
culture.

E.g. To remain responsive and adjust to a fast-changing market environment, many
companies have pushed towards decentralization (oTOUIUTH OT IEHTPAITU30BAHHON CUCTEMBI
YIpaBIEHUS).

E.g. To maintain a competitive edge a company needs to remain responsive to change.

4. efficient, productive, cost-effective — 3¢ (eKTUBHBIN, TPOTYKTUBHBIH, peHTaOCIbHBIH
E.g. Businesses organized by function can be cost-effective as each employee specializes in
certain aspects of business.

5. Restructuring (delayering, downsizing) — pecTpykTypu3amus (COKpaiieHne ypoBHEH
yIpaBJIEHUS; YMEHBIIIEHHE Pa3MEPOB MPEIIPUATHS B LEISIX S3KOHOMUH, ONTHUMHU3ALUS ILITaTa
MyTEM COKpAIICHHUS )

E.g. The restructuring and delayering helped the company to save 200 million euro a year in
salaries and increase efficiency.

E.g. Cases of restructuring and downsizing are generally met with dismay about job losses,
except by those whose interest is in efficiency and profit. (An increased efficiency generally
leads to job losses.)

6. to cut costs down/to drive costs down/to keep costs down/to optimize costs/to reduce costs
(maximize profits) — CHU3UTb U3JIEPKKU (MAKCHUMAIbHO YBEJIUYUTH IPUOBLIb)

E.g. The prime target of any business is to drive costs down and maximize profits.

7. profit, losses (to suffer losses, to incur losses, to sustain losses), a decrease in profit, a decline
in profit — yOBITKM (HECTH YOBITKH), COKpAIICHHE MPUObUIH, CHIYKEHUE TPUOBLITH
E.g. The recent financial report has shown a 7% decline in profit in the second quarter of
2013.

8. to enhance (communication, coordination, a company's reputation) — yJIy4Iarb,
YBEIUYNBATh, YCHIIUBATh (OOBIYHO TOJIOKUTEIIBHOE CBOMCTBO)

E.g. Empowerment gives employees an enhanced sense of involvement (maeT coTpyaHuKam
OIIYIIICHHUE TOTO, YTO OHU SBJISIOTCS HEOTHEMIJIEMOM YacThi0 KOMITAHWH) in company' s
business.

9. Empowerment, empowered employees — HaJieIeHHE COTPYTHHUKOB OOJIBIITUMU
HOJTHOMOYHSIMH

E.g. In companies with a rigid centralized organizational structure managers
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3aganue 8

OO0cyauTe ¢ KoJIeramMu cjeayomme yreep:xxaenus no reme Organizational
Structures:
1. One of the most important tasks for the management of any organization is to determine its
organizational structure.
2. Efficient management structures are vitally important for the success of any company.
3. There is a doctrine in business planning “the structure follows strategy”.
4. Once an organizational structure is determined, there is no need to change it with time.
5. A business organized by function is one of the most centralized, bureaucratic and hierarchical.
6. Decision making is slow in businesses organized by function, which can result in losing a
competitive edge.
7. Employees at lower levels are unable to make important decisions, and have to pass on
responsibility to their boss.
8. A clear chain of command is one of the advantages of organization by function.
9. Companies organized by function are flexible and thus respond quickly to a fast moving
market environment.
10. Accountability is pretty much complicated in companies organized by function.

3aganue 9
IIucbMeHHO coryIacuTech WM He COTJIACUTECH CO CJIeIYIOLeM YTBepKIeHHeM,
NMpoaHAJU3UPOBaB 3HaHus 1o Teme Leadership:

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 10

IToaroroBbTE YCTHYIO NPEe3eHTALMIO IO ciaeaylomeil cutyannu Ha temy Leadership:
[IpencraBpTe, 4TO BBI SIBISETECH YIPABISIIOIIUM JUPEKTOPOM KOMITAHUM CPEIHETO pa3Mepa.
Kora BbI 3aHsUTH MOCT yIPABIISIOMIETO TUPEKTOPA, BBl OOHAPYKUITH, YTO KOMITAHUS HAXOAUTCS
B TUI0XOM coctosiHuu. Komanna paborana HeahHekTUBHO, MOpaIbHBIN AyX ObLT HU3KHUM, a
IPOJAKH CHUXKAJIMCh B TEUEHUE I0/1a. 32 TPU roJia BaM yJaJl0Ch U3MEHUTh CUTYaLUIO K
ayuiieMmy. Bam ynanocs co3nate BbICOKOA(G(EKTUBHYIO KOMaHy IO MPoJiaXkaMm, epcoHal
OUYEHb MOTUBHMPOBAH, MPOJaXu pacTyT. CKaXuTe, Kak BaM 3TO yAajlock. OXBaTUTE CIAEAYIOLINE
MOMEHTBHI: IOCTAHOBKA IleJieH, 00IleHre, MOTUBALIKA, BEITOBOP, MOXBAJIA.

3aganue 11.
IIpoxomMeHTHpYIiTE (YCTHO) CileAyIOlIee YTBEP:KIeHUEe ¢ yHOTpedaeHneM aKTHBHOM
Jexkcuku nmo teme Leadership :

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 12.
Hcnoab3yiiTe cliey0MMii AUAT0T B KauecTBe MOJIeJIH U YCTHO COCTABbTE C HANIAPHUKOM
cBOe co0ece0oBaHMe MPH pUeMe HA padoty. McnoJb3yiiTe BOKa0yJIsip 0 TemMe
Recruitment.
-Thank you for coming. So you are interested in our job as personal assistant. What are your
reasons for wanting to change jobs?
-I have now been with Williams & Co. for over three years and feel that I have learned
everything there is to learn. I would like to use this knowledge in a different field of activity.

60



-Why did our advertisement particularly interest you?

-I would enjoy the challenge of working independently and would very much like to use my
languages even more at the present moment.

-Would you be prepared to travel?

-Oh, yes, gladly.

-What do you see as your main strength?

-I would say it’s my ability to be independent and rely on myself.

-And your weakness?

-Sometimes lack of patience!

-Let me tell you something about the job. Your boss would be Mr. Matthews, our head of sales
for the European markets. You would assist him in all his duties and with time be in charge in
his absence. You would have direct contact with customers and visit them from time to time as
the need arises.

-Sounds like hard work, but that’s the sort of job I am looking for.

-Would you do overtime if necessary?

-Yes, of course.

-Would you need any help with relocation?

-Yes, I would.

-We would be prepared to share the removal costs (US: moving expenses) and help you in finding

a flat.

-That would be of great help.

-What are your hobbies?

-I like traveling, playing tennis and reading.

-Thank you again for coming, we will be in touch soon.

3aganue 13.
IHoaroroBbTe pa3BepHyThIe MMCbMEHHbIE OTBEThHI HA BONPOCHI Mo TeMe Recruitment:
1. Why do you think it is important to find out as much information as possible about the
company you are applying to? What information do you think it is important to know?
Do you think it is important to find out how to get to the office and how long it takes?
How do you think you should dress?
What questions you are likely to be asked in a job interview?
How do you think you should behave in a job interview?
Do you think you should be totally honest?
What things you shouldn’t do in a job interview?

Nowunhkwb

3aganue 14.
IIpoxomMeHnTHPYiiTE (YCTHO) CIeAyIOlee YTBePKAeHUE ¢ YIOTpedJIeHueM
AKTHBHOM JIEKCUKH, IPOAHAJIM3UPOBAB 3HaHMs 10 TeMe Recruitment:

In matching job candidates with job openings, managers must consider not only such
variables as previous work experience and educational background but also personality traits
and work habits, which are more difficult to judge. Discuss the extent to which you agree or
disagree with the opinion stated above.

3aganue 15.
KoMmnanuu ucnoab3yoT pa3Hble MeTObI HCCIeJ0BAHNS PbIHKA, KOTOPbIe MOTYT TOYHO
BBISIBUTH, YTO HA YMe Y NOTpeduTe 5. B mapax cocTaBbTe CMCOK ITHX Pa3JIMUYHBIX
NPUEMOB M 00CyIMTe UX IPpeuMylIecTBAa U HepocTaTKku. Mcnosib3yiiTe JIEKCHKY 110 TeMe
Business plan.
To identify attractive markets — onpeoderums 6vi2c00HbIE pUIHKU
To enter/ to penetrate the market/ to gain a market foothold — ewiiimu na peinox
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To abandon, to get out of, to leave the market — yumu c pvinka

To drive smb out of the market — ésimecnums c peinka

To corner, to monopolize the market — moronorusuposams pvinox

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

Market segment — ceamenm puinka; market segmentation—ceamenmayus pwvinka; to spot market
opportunities through market segmentation—o6rapysicums 603M0OHCHOCMU PHIHKA C NOMOWDBIO €20
ceemenmayuu, to refine market segmentation — cosepuencmsosams cecmenmayuio pulHKa
Market niche, to search for a market niche, to satisfy a market niche — pwinounas nuwa, uckamo
PBHIHOUHYIO HUULY, YOO81emME0PsAmb NOMPEOHOCMU PLIHOYHOU HUULU

To establish one’s own niche — natimu ceoro nuwy (a well-established company— xkomnanus c
MeEPObIMU NOZUYUIMU HA PbIHKE)

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

a weak/complacent market leader; a distinct market challenger — ocrosnwvie uepoxu, 1udep pvinka,
KOMNAHUS/NPOOYKM, 3AHUMAIOUWUL 2 MeCmo 3a TUOEPOM, OCMATIbHbLE USPOKU, ONPEOelEeHHO TUOep
PBIHKA/CNA0bI, He3HAYUMETbHBIU TUOEP PLIHKA, 04eBUOHbII KOHKYDEHM

To adapt to a changing business environment — adanmuposamsbcs K u3MeHeHuIo 0en080 cpeovl
To respond to market conditions, an immediate response — ompeacuposams Ha YCl08UL PbIHKA,
MEHOBEHHAS peaKyusl

To move downmarket/upmarket —nepeiimu 6 opyeoti, 6onee dewrégulii /0opozoii ceemenm pviHKa

Market share — dons pvinka

To build market share — cozoams donto na pvirke

To increase/ to expand one’s market share — ygeruuums/pacuupums oonro peinka

To win a large market share — 3asoesamuv 6onvbuLyto dono pvinka

To protect market share (against competitors) — 3awuwams 00110 peiHKa OM KOHKYPEHMO8
The second largest market share — emopas no eeruuune oons pvinka

The marketing concept — konyenyus mapkemunea

Marketing-oriented /marketing-led company — xomnanus, opuenmuposannas Ha poIHOK

Market research — uccredosanue, uzyuenue pvinka

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

To employ market research techniques — ucnov306ame mexHuku MapKkemuH2s06020 UCCIE008AHUSA
To collect data (primary data, secondary data) — coopams ceedenus (nepsuunvle, 8mopuumbvie)

To spot/identify market opportunities — gvis16ums 603moHCHOCMU PLIHKA

To score exceptionally well in market research — ouenv xopowo npossumv cebss 6 xooe
MAPKeMUH208020 UCCE008AHUSL

To conduct surveys — npogecmu onpoc

To set up a focus group — cozoams poxycrnyio epynny

To anticipate a consumer need — npedgocxumums HysHcObL NOKYnamereu

To find out the needs of customers, to identify a consumer need, to find out, to reveal what is on
the consumer’s mind,— gvLsicHumb, UMO NOKYnamento HyHCHo

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

To find good sales prospects, prospecting — Haiimu Xopowiux NOMeHYUaIbHbLIX NOKynameneu

To develop a marketing plan/ to set up the marketing strategy — pazpabomamo mapkemuneoswiii
HAGH, paszpabomams MapKemuH208y0 CmpyKmypy

To choose target customers, a target audience — gsi6pamo yenesvix nokynamerei

To evaluate the target market —oyenumo yenesot peinox

To create a psychological profile of each segment — cozoame ncuxonoeuuweckuii npoguns xasxcooeo
ceamenma
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To design a persuasive marketing mix —pazpabomamo ybeoumenvbHbulli KOMNIEKC MApKemuHaa
To develop a marketing mix that is suited to the market — pazpabomame xomnnexc mapkemunea
CcOOMEemcmayouuil OAHHOMY DbIHKY

To be targeted at specific market segments / products specifically adapted to particular segments
— Oblmb HayeleHHbIM HA ONnpedeNéHHble Ce2MeHMbl PbIHKA/ NPOOVKMbL A0anmupo8aHHvle K
onpeoenéHHbiM cecMeHmam

To tailor products to customer needs —cozdams npodyxmet, omseeuarowjue HysxHcoam noKynameneu
To serve the needs of customers (about a product) — coomeemcmeosams Hysxcoam noxynamenet
To satisfy changes in consumer needs —ydosremeopumo uzmenenus: HysiHco nompeoumeneti

A consumer product — npodyxm maccoozo nompebnenus

To compete, competitor, competition (intense, fierce, stiff, tough # low key) — konxypuposameo,
KOHKYPEeHm, KOHKYPeHyusl (dHcécmkas, ciabas)

To operate in highly competitive market; extremely competitive areas — pabomams na puirke c
CUTIbHOU KOHKYPeHyuell; 001acmu ¢ 4pe38blualiHo 8blCOKOU KOHKYpeHyuel

Competing products — koukypupyrowue npooyxkmuol

To give a product a competitive advantage — dams npodyKkmy KOHKYpeHmHOoe Npeumyuecmeao

To put smb clearly ahead of one’s competition (e.g. about a strategy, a USP — a unique selling
point/ proposition) — nozgonums KoMy-1ub0 BLIPEAMbCA 6 AUEPLL (0 cCMpamecuu, YHUKATbHOM
ceotlicmee npooyKma,)

To perform a SWOT analysis — nposecmu ananus cunvhvix, ciabdvlx CmopoH, 803MOACHOCIE U
yepos

To maintain a steady demand for — noddeparcusams nocmosmunwiil cnpoc na

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

To set a price (that will cover the costs and return a profit) — ycmanosums yerny, komopas nokpoem
pacxoovl u npuHecém npudvLIb

Pricing option — yenosvie onyuu

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

To be priced in a range near competing products —umems yeHy HapasHe ¢ KOHKYPEHMHbLMU
npoOyKmamu

To price attractively, an attractively priced product — evicmasums npuerexamenvhyro yemy,
NPUBIeKamenbHulil No yeHe NPooyKm

Price-conscious / price-sensitive buyers— mokynatenu, oOpawarowue SHUMAHUE HA UYeH),
yyeCmeuUmenbHole K yene NoKynamenu

To drive the customer away — omnyenyme nokynameins

To draw in competitors — npusieus KOHKYpeHmog

To distribute via outlets (points of sale) — pacnpedensmo uepes mopeogvie mouxu

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

3aganue 16.

IloaroroBsTe pa3BepHyThie MMCbMEHHbIE OTBETHI HA BONPOCHI o Teme Business plan. :
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?
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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?

3aganue 17.
IHoaroToBBHTE YCTHYIO M MMCHbMEHHYIO NMPE3eHTAUI0 COOCTBEHHOT0 OM3HEC-TIIIaHA 10
cjieylonemMy ajaropuTmy:

e Mission statement and/or vision statement so you articulate what you’re trying to create;

o Description of your company and product or service;

e Description of how your product or service is different;

o Market analysis that discusses the market you’re trying to enter, competitors, where you
fit, and what type of market share you believe you can secure;

o Description of your management team, including the experience of key team members
and previous successes;

o How you plan to market the product or service;

e Analysis of your company’s strengths, weaknesses, opportunities, and threat, which will
show that you’re realistic and have considered opportunities and challenges;

e Develop a cash flow statement so you understand what your needs are now and will be in
the future (a cash flow statement also can help you consider how cash flow could impact
growth);

e Revenue projections;

e Summary/conclusion that wraps everything together (this also could be an executive
summary at the beginning of the plan).

3ananme 18.

IToaroroBbTE pasBepHyThie NMCbMEHHBbIE OTBETHI HA BONPOCHI 10 Teme Business plan:
1. What are the main sections of the Business Plan?
2. What is an executive summary? (main points, conclusions)
3. What information does a description of the company contain? (name of the company,
activities, how the company began, mission statement, recruitment policy with respect to the
suppliers, location, benefits from location)
4. What does a section of management include? (names, ages, experience)?
5. Why is this section important? (for lenders)
6. What does a section of products and pricing include? (products, services, market to reach,
increase and decrease in prices)

TUIIOBBIE 3AJTAHUS JIJ151 IIPOBEPKY CO@OPMUPOBAHHOCTU YMEHMUI JIJ14 TIK-2

3ananue 1.
IIpoananusupyiite nHPopMan i 00 ypOBHAX U cepax ynpaBJjeHHUs U COTVIACUTECH WU
He COIJIACHTECH €O CJIeAYIOMIUMHU YTBEPKACHUSIMU:

1.1t is up to employees to keep the manager up to date on progress.

2.Managers set strict time limits.

3.Managers encourage staff to put forward their ideas.

4 Managers and employees decide together what needs to be achieved.

5.Decisions are made by managers and their staff.

6.Employees get precise instructions.

7.Managers do not want employees to avoid making decisions which employees should make.
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8.Managers have tight control of employees’ movements and work schedules.
9.When employees are given tasks, they decide how to complete them.
3aganue 2.
IIpoananusupyiiTe HHPOPMALMIO 0 CTPYKTYPAX KOMIIAHUI U IPOKOMMEHTHPYHTE
cjeayionue yTBep:KIeH s :
1. Restructuring is one of the most traumatic things a business can do.
2. Delayering has an adverse effect on employee morale: workers are afraid of job losses
and become poorly motivated.
Use the following word combinations: to become flatter, more flexible, responsive, efficient,
competitive, the ability to adapt faster to constantly evolving market environment, to reduce
costs saving millions of dollars in salaries, to enhance coordination and communication, to lead
to job losses, difficult to implement new procedures because of employees resistance prompted
by fear of change...
3ananue 3.
IIpoananu3upyiiTe JaHHbIE KAYeCTBA JIMJAepa U BbIOepUTe U3 HUX HanOoJiee BaKHbIe,
00bsICHUTE MMOYeMY:

e Being decisive: able to make quick decisions
Being efficient: doing things quickly, not leaving tasks unfinished, having a tidy desk and
SO on
Being friendly and sociable
Being able to communicate with people
Being logical, rational, analytical
Being able to motivate, inspire and lead people
Being authoritative: able to give orders
Being competent: knowing one’s job perfectly, as well as the work of one’s subordinates
Being persuasive: able to convince people to do things
Having innovative ideas

3aganue 4.
IIpoanasu3upyiiTe TEKCT HUKEe H HA30BUTE IJIaBHbIE KAYECTBA, XapaKTepU3yolne
XOpoIIero Jujaepa.

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
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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
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 a man’. He/She must also protect and promote
the organization’s values.

3aganue 5.
IIpoananu3upyiiTe 1aHHOe co0ecel0BaHUe NPHU IpHeMe Ha pa0oTy M CKa:KuTe, ObLIO JIU
OHO yCHEeNIHbIM JIJIsl KaHAuIaTAa.
-Miss Beachem, can you tell us a little bit about where you have worked before?
-Well, my last job was with Format.
-When did you start with them?
-Two years ago.
-I see. So why did you decide to leave?
-The company went into liquidation earlier this year.
-So what did you like about that job?
-Well, my job was PA to the Marketing Manager. What I enjoyed most was coming into contact
with customers and suppliers both face-to-face and on the phone.
-And where did you work before Format?
-Ideal Systems.
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-How long did you work for Ideal Systems?

-For ten years, as a secretary.

-And why did you leave that job?

-Well, I felt I needed a change. I think I had learnt all I could there.

-So how much experience do you have of working in computer companies?

-Well, two years at Format and ten at Ideal Systems. Oh, and I also had some work experience
with a software company while I was at college.

-What secretarial qualifications did you get while you were at college?

-Well, I’ve got two secretarial qualifications. I’ve got RSA Stage III Typing.

-So your typing should be pretty good?

-Well, in fact I didn’t do much typing at Format. I’ve got an RSA in shorthand.

-And which qualification exactly?

-The RSA 100 ... so 100 words per minute.

-Fine. And one final question. If we decided to offer you the job, when could you start?
-Oh, I could start immediately or as soon as you wanted me to.

3aganue 6.
IIpounTaiiTe TeKCT, B KOTOPOM onuchbiBaeTcs, kak komnanus Shell Oil paspadorana HoBbII
UMUK OpeHIa W NMPOBEAUTE AHAJIU3 METOA0B, KOTOPble KOMIIAHHMA MCIOJb30BaJIa IS
yToro. Ilponymepyiite pasju4Hble 3Talbl HCCIAEI0BATENbLCKOr0 MPOEKTa B NPaBHJILHOM
NopsiAKe.

a | They analyzed the results, which showed that there were 10 different consumer
segments

Focus groups studied the 10 segments

Shell Oil’s marketing team decided to differentiate the Shell brand from the other brands | 1
on the market

Shell launched a new advertising campaign

They interviewed 55,000 people about their attitudes to driving and cars in general
Work started on improving products and services

They carried out a detailed study of the market over 18 months

Three groups were chosen as the target markets

o o

SR (Fh o e

HELLO TO THE GOOD BUYS

A new marketing campaign promising hassle-free and faster fuel buying for customers is under
way in America. Suzanne Peck reports on the 18-month research project which involved Shell Oil
researchers ‘moving in’ with their customers to test their buying habits.

Three years ago when Sam Morasca asked his wife what could be done to exceed her
expectations when buying gasoline, her answer ‘that I would never have to think about it any more’
made him pause and think. The marketing people from Shell Oil Products, of which Sam is vice-
president were desperately seeking ways to increase the business, and to come up with a strategy
which put them clearly ahead of their competition by differentiating the Shell Oil brands in the
eyes of consumers. ‘We are big business for Shell Oil, contributing US $7 bn of revenue, and the
leading retailer of gasoline, but it is a fragmented market and the mission was to profitably expand
the business,’ said Sam.

Today, after 18 months of cutting edge research, Shell Oil is on track to make buying fuel
at their 8,9000 service stations clearly different with a new brand initiative. Its aim is to deliver
through facilities, systems upgrades, and new operating practices, a hassle-free fueling experience
targeted at specific customer segments.

Over the past few years, the company has been developing detailed knowledge of consumer
needs and attitudes, which formed the basis for the new brand initiative. Team leader Dave Yard,
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manager of Strategy and Planning — Marketing, picks up the story. ‘we began with a customer
segment study of 55,000 people, who we stopped in shopping malls in six cities for a 45-minute
interview into their attitudes, especially regarding driving and cars. The result was that everyone
wanted three things from a service station: competitive price, a nearby location and good quality
fuel — something they all believed was already being delivered by the industry.

This meant their buying decisions were influenced by other factors — some wanted full-
serve outlets like the old days, some chose a service station depending on whether it looked safe
or not. ‘There were ten different segments with different needs, and we wanted a better
understanding of each of these audiences.’

A focus group was set up for each segment: an anthropological study was carried out, which
involved team members spending waking hours with people from each segment, watching them
at home and accompanying them on shopping trips to see their buying habits; and a clinical
psychologist was hired to create a psychological profile of each segment.

The study indicated that three groups, which comprised 30% of the driving public, should
be targeted:

e Premium Speeders — outgoing, ambitious, competitive and detail oriented. They drive
upmarket cars which make a statement about them. Efficiency rules, plus fast pumps, quick
access and payment.

e Simplicity Seekers — loyal, caring and sensitive, frustrated with complexities of everyday
life. Want simple easy transactions.

e Safety Firsters — control orientated, confident people, like order and comfort of the familiar.
Higher value on relationships and go out of their way to stations that make them feel
comfortable. Prefer to stay close to cars.

‘The common thread was that they all wanted a faster and easier service than anything already

available,” said Dave, ‘so the study ended and the launch began.’

The field organization and Shell Oil retailers combined forces to determine how to eliminate
the little hassles that customers sometimes face, such as improved equipment and clearer
instructions at the pump. New innovations are currently being test marketed. A new advertising
campaign was launched and a sophisticated measurement system introduced to monitor
satisfaction, behavior and perception of the brand. ‘Fueling’ a car is a necessity of life and I believe
we are ahead of the game — but we won’t allow ourselves to stop and be caught up.’

3aganue 7.
IIpounTaiiTe TEKCT MPO CTUIN YIPABJIEHUS, MPOAHATU3UPYHTE UX ITIOCHI © MUHYCBI,
pe3lOMUPYiTe TEKCT HA AHTJINICKOM SI3bIKe.

CyIiecTByeT MHOXKECTBO CTHJICH YINpaBiCHHs, HO, TEM HE MEHEe, OCHOBHBIMH CUUTAIOT
JTUPEKTUBHBINA (ABTOPUTAPHBIN ), TUCKYCCHOHHBIN (KOHCYJIbTATUBHBIN) U CTUJIh JICJIETUPOBAHMS.
Jlo cux mop camMbIM pacIpOCTPAHEHHBIM SIBISETCS JAUPEKTUBHBI CTHIb YINPABJIEHUS.
Menemxepsl, Ipuaep>KuBaronnecs (oIb3YIOLUIUECs ) 3TOTO CTHIISA, pa3padaThIBaIOT CTPATETHIO,
CTABSAT LeJIM U 32/1a4H, TOBOAAT LeJH U 32]1a4H /10 CBeIeHUsI OTYNHEHHBIX, pacnpenesiioT
poJiu, pemas KTO U Kakyi paboTy OyleT BBINOJHATHh, KOHTPOJHPYIOT paboumii mporiecc,
OTCJIeKUBAKT U OLEHUBAKT PadoTy MOAYHHEHHBIX. MeHeKep MOTHOCThI0 OepeT Ha cebsi
OTBETCTBEHHOCTH 32 NpUHATHE pemieHnii. [1o100HbI cTUIL yIIpaBlieHUs Ja€T PYKOBOIAUTEIIO
BO3MOXKHOCTH (t0 enable) MOJIHOCTHIO KOHTPOJIMPOBATH pabouunii mporecc.

Tak HazpIBaeMbIil JAMCKYCCHOHHBIH CTWIBL Oosee nubOepanbHbId. Vcmomb3yst 3TOT CTWIIb
YIPAaBIEHUS, PYKOBOAMUTEb XOUYET MOKA3aTh, YTO OH JAOBEPSET CBOMM IOJYMHEHHBIM. BO Bpems
JTUCKYCCUM PYKOBOIMTENb M COTPYIHUKM BBIIBUTAIOT (present) wuIeH, OOMEHUBAIOTCS
uHpopmanueil. MeHemkep, 3a7aBas BONPOCH], MbITAETCH BBITAHYTh U3 COTPYAHHKOB HJIEH.
[TonoOHBI CTHIIb yOpaBICHUS YJAy4YIIaeT KOMMYHHUKALIMIO, C€031aeT Yy COTPYIHHKOB
OlIyIIeHHE YBJEYEHHOCTH mpoueccoM padoTrel. OKOHYATE/IBLHOE pelIeHHe MOXKeT
NPUHUMATBLCHA COBMECTHO, HO 3a4aCTyI0 PEIICHUE IPUHUMAET PYKOBOJUTEII.
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CTuib Ae1erupoBaHusl MOIXOANT HE JUIS Bcex Kommanwuii(not all companies opt for..), u cpenu
PYKOBOAMTENECH HE TAK MHOTO TTPUBEPKEHIIEB 3TOro CTHIIS (the majority of managers are reluctant
to use this style of...). DTOT cTuib ynpaBieHHs MOXXHO HCIOJIB30BaTh TOJBKO B CIIydyae, €CIH
COTPYAHUKH MOTHBHPOBaHBI, KOMIICTCHTHBI, TOTOBHI OpaTh Ha ce0sl OTBETCTBEHHOCTH 3a
NPHUHSATHE PelleHHi, KOI/ia COTPYIHUKHM YeTKO NMPeaCTABIAIT, YT0, KAK U KOIJa 1e1aTh.
W crionb3ys 3TOT CTHIIb yIIPaBIICHUS, PYKOBOIUTEIh CTABUT I[€JIH, HO pPellleHHe 110 TIOBOY TOTO,
KaKk [J0CTHYb MOCTABJEHHBIX 3aJa4, NPUHUMAET COTPYAHUK. OTO AaeT COTPYAHUKAM
BO3MOKHOCTh JKCIIEPMMEHTHPOBATH, CO37a€T YyBCTBO OTBETCTBEHHOCTH, HO TOJOOHBIN
noaxona Tpedyer (to require) ATUTENbHON MOAroToBKH (staff training) coTpynHUKOB, U, TeM HE
MeHee, OIIHOKH HEN30EKHEI.

3aganue 8.
IIpounTaiiTe U NPpOAHATU3UPYIITE CIEAYIOIHNA TEKCT, 0OTBETHB Ha BONPOCHI HUKE:

There can be a few types of restructuring:

1. Relocation — when the activity remains within the same company, but is transferred to another
location in the same country. Businesses may relocate for quite a few reasons: proximity to
needed transportations, more advantageous financial terms, or, in some cases, a friendly
community environment.

2. Offshoring/outsourcing — when the activity is relocated or outsourced to another country. For
example, Levi's and many other manufactures outsource their production to less developed
countries with lower wages, which helps companies to drive costs down and maximize profits.

3. Outsourcing — when the activity is subcontracted to another company within the same country.
It can be cost-effective because it helps the enterprise to reduce costs, and second, it allows the
company to concentrate on its core business and leave the remaining tasks to outsourcing firms.

4. Merger/Acquisition — when you acquire a business or some other company acquires your
business, or when two businesses decide to merge together, a massive restructuring is a must.
When Glaxo Wellcome and SmithKline merged together to form Glaxo SmithKline in 1999,
both companies had to undergo massive restructuring, and there was some major downsizing
before as well as after the new company was formed.

5. Downsizing — one common reason for restructuring a company is to downsize its workforce.
This type of restructuring is tough and is mostly adopted to overcome adverse situations. When
the management of a company has to cut costs down and increase organizational efficiency,
they can make a painful decision to lay off staff. Take the case of auto- giant General Motors,
which in 1991 had to shut down 21 plants and lay off 74 000 employees, or IBM which had to
lay off 85 000 employees to stay in business. Still downsizing is not always a result of business
losses; it may be needed in cases of merges and acquisitions to avoid duplication of functions.

6. Delayering — it involves breaking down the classical pyramid setup into a flat organization.
Basically, delayering is the process of reducing the number of levels and the main objective of
this type of restructuring is to get rid of unproductive and highly paid white collar staff. In the
80s General Electric reduced the number of management levels from ten to four in order to
improve overall productivity. With fewer organizational levels, top managers can
communicate more directly with front-line employees, the people who actually produce the
goods or services, and deal with customers. Thus, the decision making process becomes more
effective. Another advantage of delayering is that with less direct supervision, employees
have often been encouraged to make more decisions for themselves in a process of
empowerment. The benefits of empowerment are many: higher motivation and job satisfaction,
an enhanced sense of responsibility, greater collaboration. Empowerment is a total
commitment to doing business in a productive and positive manner. Managers and workers
feel they are contributing and making a difference. Employees who consistently feel
enthusiastic about what they are doing, do a good job. Empowered employees take pride in
their work.
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Restructuring a company can improve efficiency, optimize costs, maximize profits, and
enhance communication and coordination. Reorganization and restructuring can make a
company more flexible and responsive. Failure to change may influence the ability of a company
to survive. Yet, employees do not always welcome changes and resistance to change is one of
the reasons why reorganization can fail. People often resist change because it inevitably brings
feelings of uncertainty. The feeling that the future is unclear is enough to cause people stress.
Restructuring often means that some positions will be eliminated, and cases of reorganization
and downsizing are often met with dismay about job losses. People also resist change when they
feel that their performance may be affected under the new system. Studies show that people who
have lower confidence in the ability to perform well after reorganization are unlikely to be
committed to the proposed change. One other reason why people resist change is that change
may affect their power and influence in the organization.

There are many reasons why employees may resist change. Still, change is inevitable and
however painful it can be, with changing times and changing market conditions, restructuring is
one of the options for a business to stay on track.

1. Why do you think it is so important for a company and its management to stay open-minded,
be prepared to face change, and make necessary adjustments?

2. What internal and external factors can cause changes? (E.g. internal factors: poor marketing
strategy, high cost rigid structure, poor management. External: competition and penetration of
bigger players onto the market, changes in consumer behavior, globalization) What else?

3. How do you understand a doctrine in business planning that structure follows strategy?

4. What changes can occur as a result of influence of different internal and external factors?

5. What is restructuring? Can you give an example of a successful restructuring? (mocMoTpeTh
Yandex: nHaOpate General Electric Restructuring and Jack Welch: cmorpers Two-decade
transformation under the leadership of Jack Welch —BeimucaTs 5-6 npennosxxenuii st oTBETa Ha
BOIIPOC )

6. What are the positive consequences of restructuring and delayering?

7. What are the possible negative side-effects? Why do you think many employees resist
changes?

8. What is empowerment? Why do you think some organization have pushed towards
decentralization and empowerment? Can General Electric Company be an example? Did the
company benefit from it?

9. What are the benefits and drawbacks of empowerment?

3aganue 9
Pasbirpaiite no poJsim cieayoumyo curyanuro. Ilocse 3toro npoananusupyiire 1uajaor u
CKA)KUTe, ObLJI JIN TeJIe(POHHBIH Pa3roBop yclemieH.
STUDENT A. You are Mr /Ms Tanaka, a supplier. You met Mr /Ms Senora at a trade fair last
year. He/she may be interested in placing an order for some of your products. Call him/her and
invite him/her to be your guest for lunch next Thursday when you'll be in town. Ask him/her to
suggest a nice restaurant near his/her office. Find out what sort of restaurant it is and how you
can get there on foot from the central railway station. Ask what rime you should book a table.
STUDENT B. You are Mr/Ms Senora, in charge of buying i applies for your firm. You met Mr
/Ms Tanaka at a trade fair in his/her country last year. He/she supplies a product you may be
interested in. You haven't heard from him/her since then. Next Thursday you are free for lunch
but you have to be back in the office at 2.30 for a meeting. If you are asked to recommend a
restaurant, suggest a place you really do like in your own town.

7.3.3. TunoBble 3agaHus ¥ (WJIK) MATEPUAJIbI VISl OLEHKH HABBIKOB U (MJIM) ONbITA
AesiTeJIbHOCTH

TUITOBBIE 3ATAHUA UIA ITPOBEPKM YPOBHA COOPMHUPOBAHHOCTHU
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HABBIKOB U OIIbITA AEATEJIBHOCTHU AJIX1 KOMIIETEHIIMIN OK-4

3aganue 1.
H3yunTte keiic Hu:ke. Pemure, Kakoil BApMAHT, 10 BallleMy MHEHHI0, Oy1eT HauboJiee
3((peKTUBHBIM B BbISIBJICHHMH TAJAHTIUBBIX CTYAEHTOB MapKeT0J10roB. Iloarorosbre
YCTHYIO NMPe3eHTALNI0 Keiica HA AaHTJIHIICKOM fI3bIKe, 00BSICHUB CBOI BBIOOP.

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.
3aganue 2.
Hanuummure NMCbMO-0TBET HA PeKJIaMy IaHHOW BaKaHCHH, COPOBOKIaloLIee pe3ome JloHa
deiibpasepa.

SALES MANAGER TRAINEE (ENTRY LEVEL)
Regal Marketing, one of the top promotional marketing and sales firms is seeking motivated
and hard-working Sales Manager Trainees to join our growing team. The goal of the position
is to prepare you for a sales management role. If you are a fresh college graduate who is
seeking a company to grow with and you are looking to begin an exciting and
rewarding career in sales, this is the ideal opportunity for you!
Job Requirements

e Education in relevant field (Bachelor or Master degree in Economics)

e Must be a self-starter with good time management skills

e Enjoys being around people and displays a positive attitude

e Excellent oral and written communication skills

o Ability to work very hard

If you’re interested, and you think you are tough enough to cope with the workload, send your
CV and covering letter to Celine Greenwood at the address below.

Regal Markwting, 3309 Hooper Ave, Los Angeles, CA 90011
E-mail: cgreenwood@regalm.com
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Don Fairbrother

8943 W. Pico Blvd

Los Angeles, CA 90035
Contact: (310) 402-3974
Email: don@anymail.com

Career objective
To gain the position of a sales associate trainee with a view to develop my sales and marketing
skills in a fast-growing organization.

Education
2013 — present University of California, Master’s degree
2009-2013 University of California, a first-class Bachelor of Business Administration degree

Professional Experience

January 2014 till date

Orchid Products, California - Sales Manager Assistant (internship)

Help the Sales Manager with gathering and recording customer information and sales activity
data

Interact with customers via phone to sell products of the organization

Participate in professional development trainings, training sessions and meetings

Perform other job responsibilities as required by the management

Personal Skills
Eagerness to acquire new skills and knowledge, excellent negotiation and communication skills,
strong analytical skills, ability to work under stress, good time management skills.

Activities and _interests
Travel, discussion clubs

3aganue 3.
PaspaboraiiTe u 3anumuTe HA AHTJIMHCKOM si3blKe OU3HEC IJIAH /51 BbIOpaHHOro Bamu
NMPOAYKTa, paccMoTpeB OCHOBHbBIE YeThipe I1 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?

3ananmne 4.
CocTaBbTe CBOE COOCTBEHHOE Pe3l0OMe HA aHTJIMICKOM fI3bIKe, HCIIOJIb3YS CJIey0uuii
IUIAH:
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Prepare your own resume (CV). Start with personal information, state the position you
would like to apply for (career objective), employment experience (if you have any), write about
your education, additional skills, activities and interests. Be ready to explain when asked, why
you would like to apply for this position and how you think your skills, achievements and
abilities relate to the position you are applying for. Be ready to answer the following questions:
Why are you applying for the position?

What are the requirements?

Why do you want to work for this company?

What makes you a good candidate for the position?

Do you think your education, achievements and personal qualities are in line with the
posmon you are applying for?

6. How can you contribute to the prosperity of our company if we hire you?

7.  What are your strong points?

8.  What is your biggest weakness?

9. How do you handle mistakes?

10. What is your biggest achievement?

S

Personal detail: Date of birth:
Address:
Marital status:
Contact details:

Education:

Specialty:
Supplementary
education:

Work experience:

Professional Skills: -Keen to develop a career in
-Get on well with others and work
as part of a team;

-Take interestin ................
-Knowledge of ....................
-Experienced in manufacture,
installation and testing

Personal qualities: Good communicator;
Analytical mind;
responsible;
hard-working;
non-smoker;

Foreign Languages: English — advanced

Additional information: | Hobbies: Radio engineering; tourism; sport;
driving license B.

3ananue 5.

YCTHO 0TBEeThTE Ha BONPOCHI JJIf1 co0ecel0BAHUSA 10 pe3loMe:
Career knowledge/ motivation
1. What are your career goals?
2. Where do you see yourself in five years’ time?
3. What qualities/skills do you have which you consider make you suitable for this position ?
4. What work experience do you have of that kind of business?
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What excites you about the job you are doing now?

How well do you get on with your boss?

Why do you want to leave your present job?

Which other jobs/companies have you applied for?

9. We have a lot of applicants for this job, why should we give the job to you?
10. What do you expect to get from our company?

11. What salary do you expect?

12. What things about this job do you think would be difficult for you?

PN W

Self Knowledge

Tell about yourself.

What are your strengths?

What are your weaknesses?

What do you consider to be your greatest achievement?

What are you most proud of having done recently?

How would you describe yourself?

Are you a team player? (Do you prefer to work with others or by yourselt?)
Do you consider yourself to be a leader or a follower?

Do you have trouble delegating?

XN B W=

Personality
1. How tough are you? If the going gets rough will you stick it out?

2. Are you prepared to take decisions, especially hard ones? And not blame others if you get it
wrong?

Are you good at organizing yourself or other people?

Do you believe in yourself, and have confidence in your own abilities and decisions?

Are you experienced in managing your own time and money, or that of other people?

What hours are you available for work?

Would you do overtime work if necessary?

Can you survive without holidays, and losing your weekends, if the business needs your time?
How do you handle mistakes?

XN bW

Dealing with other people

1. How well do you get on with other people socially? Do you have many friends and contacts?
2. How well do you get on with others at work? Are you a good leader at work, on the sports
field, at the local youth club, anywhere?

3. Are you good at taking advice from others?

4. Are you the sort of person people rely on, or do you tend to rely on others?

Knowledge of Company

1. What do you know about our business?

2. Why did you decide to apply to us?

3. Who do you see as our major competitors?

Educational History

1. Why did you choose your degree course? What aspects of the course did you find most
challenging (and why)?

2. What made you study foreign languages?

Interests/Activities
1. How do you spend your vacation?
2. What do you do to relax?
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3. What are your hobbies?
3aganue 6.

YBuaen pexiaamy B Daily Mirror, Monuka Ba3 pemniia nogathb 3asiBKy Ha J0/KHOCTh
MeHeIKepa Mo MapKeTHHIy. BHUMaTe/IbHO MpoYnTaiiTe 00bSIBJICHHE U €€ pe3loMe U
MOJAr0TOBbTE €€ MMCHhMO-3asIBKY HA AHIJIMIICKOM SI3bIKe.
Marketing Manager

The successful candidate will develop and execute overall marketing strategy, work with key
accounts and take hands on responsibility for a new profit centre in the north of France.
Candidates must be educated to degree and have 5+ years’ sales/marketing experience.
Fluency in English and French is essential.
We offer a competitive salary, a comprehensive benefits package and relocation assistance.

If you’re interested , and you think you’re capable of the kind of ideas that stand out in an
increasingly media literate society, send your CV and covering letter to Michelle Hocking at
the address below.

Clarke Hooper, St.Laurence Way, Slough, Berkshire, SL1 2BW. E-mail: michelle@chc.co.uk

MONIKA VAZ Hermanstrasse 16
Koln, 50858 Germany
Tel: 0049 221 5036887
E-mail: mvaz@cybermail.com

Objective: Seeking a position of responsibility in the field of Direct /Internet Marketing

Employment History

2003 to date: assistant marketing manager

Phoenix Media, Hamburg, Germany

Planned and developed direct mail campaigns for major clients in the retail sector. Advised on
internet marketing strategies. Conducted in-depth market surveys. Organized company
participation at various media and direct mail events and made presentations of Phoenix products
and services.

2002-2003: Assistant Sales Manager.

MSYV — Business Services.

Amsterdam, Netherlands

Responsibility for finding new clients, managing key accounts and order processing.

Qualifications
1999-2002: Graduated from the University of Vienna with an Honours Degree in Sales

Management.

Main course components: sales and marketing, accounting, European business law, media studies,
economics, and information technology. Options: sociology and politics.

Awarded high school leaving certificate from the Vienna Schule, majoring in economics.

Other skills
Computers: Experience in programming in HTL, Flash and Dreamweaver, MS Office, SAP.
Languages: Mother tongue German, fluent French and English, proficient in Italian.

Personal interests

75


mailto:mvaz@cybermail.com

Sports: horse riding and snowboarding. Hobbies: music(jazz, piano) and theatre (member of an
amateur theatre group).

References
Professor Jiirgen Drexler, University of Vienna.
Norman Achilles, President of the European Marketing Foundation.

TUITIOBBIE 3ATAHUSA UL ITPOBEPKH YPOBHS COOPMHUPOBAHHOCTH
HABBIKOB U OIIbITA AEATEJIbBHOCTH JIAA KOMIIETEHIIMU [1K-2

3aganue 1.

N3yuyute naHHBIA KeliC U MPOAHATU3UPYHTE BCe TPH OM3HEC CTPATEruy JJIsl CIIOPTUBHOM
oxe;xxkabl Una. IlpencraBbre cBOM MaeH AJisi Oyayiueil crpaTerud KOMIIAHNU B IUCbMEHHOM
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
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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 2.

N3yuure nannbii keiic, npoBeaure SWOT-ananu3, ucnoiab3ysa uHGopmManmnio us
NMPOYUTAHHOIO Keiica M COCTABbTE PEKOMEH/IAIlUN, KOTOPbIe MOIJIA Obl MOMOYb CHACTH
komnanuio. [logymaiite, B 4aCTHOCTH, 0 TOM, YTO MOKHO ObLJIO ObI C/1€JIATh, YTOObI:

- I3MeHUTh KOPIOPATHBHOM KYJIbTYPbI

- YiIy4muTh Ka4ecTBO

- CoxkpaTuTh M3EPKKH

- HaiiT ¥ ucci1e10BaTh HOBbIE PHIHKH

- BoccTaHOBHUTH penyTanuio KOMIAHUHA
IIpencraBbTe peKOMeHIAIUN B MTUCbMEHHOM 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

3ananmne 3.

N3yunTe naHHbIN Kelic. Bbl siBiIfeTeCh YIEHAMHU PEKJIAMHOM KOMAaH/bl B KOMIIAHUH
Dokyc. [IoaroToBbTE PEKIAMHYI0 KAMIIAHUIO VIS OAHOI'0 U3 NPOAYKTOB HJIH YCJIYT.
Hcnoab3yiiTe KiI0O4YeBbIe BONPOCHI HUKE, YTOObI POAHAJTU3UPOBATH NMPOAYKT U BbIOpaTh
NpaBHJIbHbIE MeTOAbI NpoABHKeHNs. IIpeacTaBbTe CBOIO PEKJIAMHYI0 CTPATErHIO B
YCTHOM OTYeTe Ha AHIVIMICKOM SI3bIKe.
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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:
1.Competitive low-interest mortgages
2.Direct telephone banking
3.A foreign travel service
Aim: Develop loyalty among existing customers and attract new ones.

/111t 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?

3aganue 4.
N3yuurte nannsbiii keiic. [lpeacraBbre, uTo Bol 1upextop Business Equipment and
Systems. BoinmosiHuTe cjienymoiiee 3agaHue:
1. Ilpoananu3upyiite Bce NpodemMbl, BINSIONIAE HA pa0oTy 0TAeIa MPOJAK.
2. IIpensioxkure crnoco0bl NOBbIILIEHUS IPPeKTUBHOCTH PadOTHI 0TAE/a POAAK.
3. PazpaGoTaiiTe miaH JeiicTBUil Ha OJIMKaliIIMe MOJIT0/AA.
H3znoxure Bamm npeaioskeHusi B NUCbMEHHOM OTYeTe-MUCbMe aknuoHepam BES.
CASE STUDY: THE NEW BOSS
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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.

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
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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.

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.

3aganue 5.

N3yuurte nannsblii keiic. Ilpeacrasbre, yTo Bol 1upexkrop SLIM GYMS. Usyunte
KApPTOTEKY YeThbIpeX KAHAUIATOB U NMPOAHAJM3UPYHTE UX CHWIbHBbIE U CJIa0ble CTOPOHBI.
Bbi0epure syuniero kanauaaTa Ha J0JKHOCTh I'eHepanbHOro Aupexkropa. Usioxure
Bamu npeasioxkenusi B 1MCbMEHHOM OT4YeTe-nnucbMe akuuoHepam 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
General Manager culture in the organization in the clubs
Required for our chain of Health and Leisure e Increasing the revenue and profits of
Clubs the six clubs in Manhattan
e Salary negotiable e Exploiting new business
e Excellent benefits package opportunities
e Liaising with and motivating our team
Apply to: of managers and their staff
88 Harvey Place 11-G e Contributing to marketing plans and
New York strategies
NY 10003-1324 THE PERSON
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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

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.

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.
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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.

7.4. IlepeyeHb BONMPOCOB /JIsl MOATOTOBKH K 3a4eTy

1.What kinds of organizational structure can a modern company choose as its basis?
Speak about the pros and cons of the functional and geographic structure.
1.What is the role of the structure? In what way is the structure connected with the strategy?
2.What organizational structures do you know?
3.What area was the functional structure borrowed from? Why does it still top the list of all
organizational structures?
4.What is the main drawback of the functional system and what was done in the 1980s to do away
with it?
5.When does restructuring occur? What three conditions does successful restructuring depend on?
6.Why is the functional structure unsuitable for multinational companies?
7.How can local manages capitalize on the geographic structure?
8.How are area managers encouraged to work better?
9.What are the main disadvantages of the geographic structure?

2. Outline the pros and cons of the matrix structure and organization along product
lines.
1.Do all multinational companies organize themselves geographically? How is Microsoft
organized? Why?
2.What is the structure along product lines characterized by?
3.What are the most notable advantages of matrix structure? What companies can benefit most
from them?
4.With a matrix structure people have to report to two people — their boss in the functional structure
and their project manager/team leader in the matrix one. What problems can you imagine in this
connection?
5.Can matrix structure be described as a simple one? How can difficulties be avoided?
6.What companies usually organize their business by product?
7.What advantage of the structure along product lines may improve the overall performance of the
organization and why?
8.There is a method which is similar to organizing a business by product. It involves grouping
together employees who deal with a specific customer or group. How is it called? When is this
method particularly useful?
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9.There are two main approaches to business: centralization and decentralization. What is implied
by these approaches? What are their main advantages?

10.Do you think people from certain cultures would favour one kind of structure over another?
Can you give any examples and reasons for that?

11.Why do companies opt for a hybrid of organizational structures?

12.What kind of organizational structure would you prefer to work in and why?

3. What are the recruitment forms a company can use to find new employees? What
selection methods are the most effective?
1.What are the main methods of recruitment? What forms of internal recruitment can you think
of?
2.What are the main advantages of internal recruitment?
3.Why is it necessary to recruit from outside the organization? What is the commonly used
technique for recruiting people from outside?
4.What is the difference between a recruitment agency and a firm of headhunters?
5.Why is it difficult for a graduate to find a job? What methods of looking for a job can you advise
him to choose? What specific methods are used by recruiters to attract graduates to fill in the
vacancies?
6.What techniques are traditionally used in recruitment? How long is usually a typical interview?
How fast do decision-makers make their choice?
7.Why have some companies shifted from interviewing to testing? What is the purpose of
psychometric tests?
8.In what way do approaches to selection differ across cultures?
9.What management skills and qualities are emphasized in different cultures?
10.Decipher the SWAN criteria. Do they have international validity?
11.What two qualities have international validity and why?

7.5. Meroanuyeckue MaTrepuaJbl, ONpeae/Isomue Npoueaypsl OeHUBaHUA 3HAHUH,
YMeHH i, HABBIKOB U (MJIM) ONbITA AeSITEJIbHOCTH, XaPAKTEPHU3YIOLIUX ITANbI
¢GopmMupoBaHns KOMIIETEHUMH

Jlnst  oOywaromuxcss 1o O4HOM (opme oO0ydeHHus YpOBeHb CHOPMUPOBAHHOCTH
KOMIIETEHIIMM  (KOMIIETCHIIMI), pealu3yeMbIX HTaHHOM JUCIMIUIMHOM, OIICHHBAeTCs C
MpUMEHEHHUEM OAJTBHO - PEHTUHTOBOM CUCTEMBI B X0JI€ TEKYIIEH 1 MPOMEKYTOYHOM aTTeCcTalluu
CTyAeHTOB coryacHo [lonokeHHIo 0  OaUIbHO-PEUTHMHTOBOW  cUCTeMe€ ABTOHOMHOMU
HEKOMMEpPYECKON  opraHu3aluu  BbICIIEro oOpa3oBaHust «MHCTUTYT MEXIyHApOIHBIX
DKOHOMHYECKHUX CBS3EN».

Jlnst  oOydarommxcss IO OYHO-3a0YHOM M 3a04HOM (¢opMaM 0OydeHUS YPOBEHB
c()OPMUPOBAHHOCTH KOMIIETEHIIMU (KOMIIETEHIINI), pEaTu3yeMblX JTaHHOW JUCIHUILTUHON
OLICHUBAETCA C  HCHOJb30BaHUEM  TPAJAMLIMOHHOM  IIKAIBI:  «HEYJOBJIETBOPUTEIBHO,
«YIOBIIETBOPUTEIHHO», «XOPOIIO», KOTIUYHO» (IIPH MPOBEICHUU dK3aMEHA) WIH «3a4TCHOY /
«He3auTeHo» (MpU MpOBENEHUHM 3auyeTa), corjiacHo I[loymojkeHHI0o O TeKylleM KOHTpoJe u
npoMexXyTouHoi arrectauuu oOydatonmmxcsi B AHO BO «MHCTUTYT MeXIyHApOIHBIX
SKOHOMHYECKHX CBSI3EN».

IIpouenypa n KpuTEepUU OLEHKH ¢ IPMMEeHEHUEM 0A/UIbHO-PEHTHHIOBOM CHCTEMbI

MakcumanbHas orleHKa TeKyIel paboTel cTyaeHToB — 50 6auios, B T.4:

- MOCENICHHWE ayJAWTOPHBIX 3aHATHH (KOHTakTHas paboTa — JEKIUH, MPAKTHUYECKUE
paboTbl/ceMuHaphl) — MakcuMyM 20 6aJIoB;

- paboTra Ha ceMHHapaX M TPAKTUYECKUX 3aHATUSAX (BBICTYIUICHHUE C JOKIIAIIOM,
MOJMOTOBKA MPE3EHTAIMil, YCTHBIE OTBETHI, PEeIlIeHUH 3a/1a4, paboTa CTYJ€HTOB MaJIbIX Irpymnmnax,
BBITIOJTHEHHE 3aIaHUH U T.11.) — MakcuMyM 20 6aIios;
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- MUChbMEHHAs KOHTpOJbHas pabora, pedepar u aApyrue BHABI MUCBMEHHBIX PabOT —
MakcumyM 10 GaysioB (eciu npexycMOTPEHO BHIIOIHEHHE IBYX Pa0OThl — MAKCUMYM 10 5 6ayioB
3a KQXIYy10).

IIpomexyTouHasi aTTeCTAUMSA B COOTBETCTBUU C YYCOHBIM IJITAHOM IO HAIPABJICHUIO
38.03.02 Menemxment (mpodunb «MeEXIyHAPOIHBIH MEHEIKMEHT») TO JIUCIUIUINHE
npoBoauTcs B (opMe 3aueta. MakcuMmanbHas OlleHKAa 3HAHWN, YMEHUN M HaBBIKOB CTYCHTA,
BBISIBJICHHBIX B XOJie 3auera/ sk3ameHa — 50 OamroB. Cymma 0OamioB Ha 3adeTe/IK3aMeHe
CKJIQ/IBIBAET M3 OICHKU MPABHJILHOCTH BBIIIOJIHEHUS TECTOBBIX 3aJaHHUI MIU YCTHOTO OTBETA U
pelIeHUs CUTYallMOHHBIX 3a/1a4.

MaxkcruManbHOE KOJIHYECTBO OAJJIOB 32 BBIMOJIHEHUS 3aJlaHU N7 TPOBEPKH YPOBHS
chopmupoBaHHOCTH 3HaHMK — 20 06a/I0B. DTO MOTYT OBITh TECTHl WM TPH YCTHOM
3aueTe/IK3aMeHe OTBETHI Ha BOIIPOCH OuieTa (3a Kaxaplid Bompoc He Oonee 10 6amnos).

IIIkaja olleHKH TeCTOBBIX 3aJaHHl
e TecThl 3aKpHITOTO TUIA (MHOXKECTBEHHOTO BBIOOPA, aTbTEPHATUBHOTO BHIOOPA, UCKITIOYECHUS
JIMIITHETO, BOCCTAHOBJICHUS MOCIIEI0BATEIIHLHOCTH)
[IpaBunsHO BEIOpaH BapuaHT oTBeTa — 1 Oasn
e TecThl NOIIOIHEHUA
Brnucan BepHbIit oTBeT — 2 Oania
IlIkajia oneHMBaHMs YCTHOTO OTBeTAa (B 0ajJ1ax) HAa BONPOC HA 3aYyeTe/IK3aMeHe

Tema packpbITa ¢ OIOPON HA COOTBETCTBYIOIIME MOHATHUSA
U TEOPETHYECKUE MOJIOKEHUS 3
AprymMmeHTarysi Ha TEOPETUYECKOM YPOBHE HEIOJIHAS, HO C
PackpeiTie Tembl, OIOPOi Ha COOTBETCTBYIOIINE MOHSATUS 2
HCII0JIb30BaHUE
OCHOBHBIX TTOHATHI
(MakcuMyM 3 Gasuna) AprymeHTanusi Ha TEOPETUYECKOM YpOBHE HeEMOoJHasl, 1
CMBICJI psifia KITFOUEBBIX MOHSATUI HE 00BSICHEH
TepMHUHOJIOTHYECKUI  anmapaT HENOCPEACTBEHHO HE
CBSI3aH C paCKpPbhIBAEMOU TEMOM 0
[TpuBoasTCcs paKThl M IPUMEPHI B IIOJIHOM 00BEME 3
[IpuBoasATCS MpUMEpHI B OJHOM 00beMe, HO MOXKET OBITh
nomymieHa ¢akTudeckass omubOka, HE TMpuBEAmas K 2
N3noxenune GakToB M | CYIIECTBEHHOMY MCKaKEHHUIO CMBICIIA
MIPUMEPOB 1O TEME [TpuBonsATCS MpUMEPHl B YCEUEHHOM 00BeMe, OMYIIEHO
(MakcumyM 3 Oaisia) | HeCKOJNIBKO (DAaKTHUECKHX OMIMOOK, HE MPHBEANIUX K 1
CYILIECTBEHHOMY MCKQKEHHUIO CMBICIIA
JlomymieHsl  (pakTU4eCKHEe W JIOTUYECKHE  OLIMOKH, 0
CBUETEIHCTBYIOIINE O HETOHUMAaHHH TEMBI
OTBeT XapakTepus3yeTrcsi KOMIO3UIMOHHOW LEIbHOCTBIO,
co0mroaeHa Joru4ecKast MOCIIEI0BATEIbHOCTD, 3
MOJJIEPKUBACTCS PABHOMEPHBI TEMIT HAa MPOTSKCHHUH
Komno3zunmonnas BCEro OTBETA
I{EJIOCTHOCTb, OTBeT XapakTepus3yeTrcsi KOMIO3UIMOHHON LEIbHOCTBIO,
JIOTUYecKast €CTh HapyUIeHHs MOCJIEA0BATEIbLHOCTH, MOAIEPKUBACTCS 2
IOCJICA0BATEIBHOCTh paBHOMepHBIﬁ TCMII Ha MPOTSPKCHUH BCCT'O OTBCTA
(MakcumymM 3 Gaia) Ectp HapylmieHHsi KOMIIO3MIIMOHHOW IIEJIIOCTHOCTU U
MOCJIeI0BATEIbHOCTH, OombIIoe KOJIMYECTBO 1
HEONpaBJaHHbBIX May3
He npocnexuBaercs 10ruKa, MbICIIb HE Pa3BUBACTCS 0
PeueBbIX M JEKCHKO- |
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FpaMMaTI/I‘-IGCKI/IX
OIIMOOK HET
(1 6amn)

MaxkcruManbHOE KOJIMYECTBO OalljIOB 3a BBIMOJIHEHUS 3aJaHUl 7S MPOBEPKH YPOBHS
c(hOpMHUPOBAHHOCTH YMEHUH 1 HaBBIKOB — 30 6aJLI0B.
MaxkcruManbHOE KOJIMYECTBO OalljIOB 3a BBIMOJIHEHUS 3aJaHUMl N7 MPOBEPKH YPOBHS
chopmupoBaHHOCTH yMeHUH — 10 6asioB.
[Ikana olleHWBaHUs CTAHIAPTHBIX 3a/1a4

[TonnMaHue peacTaBIeHHON HH(OpMAIHH 0 1 2 3
N3noxenue GhakToB 0 1 2 3
[Ipemnoxxenue crocobda peuieHus npoodIeMbl 0 1 2 3
AKKypaTHOCTh 0(hOpMIICHHS 1
NTOTO: 10

MaxkcruManbHOE KOJIHYECTBO OAJJIOB 3a BBIMOJIHEHUS 3aJlaHUM N7 TPOBEPKH YPOBHS

chopMupOBaHHOCTH BiajieHU — 20 6aJ1/10B.
[Ixana onleHUBaHUS HECTAHAAPTHBIX CUTYAIIMOHHBIX 337a4, TPEOYIOIINX apryMEHTAI[U!
COOCTBEHHOM TOYKHU 3PCHUS
[TonnMaHue npeacTaBICHHON HH(OpMAIHH
N3noxenue GhakToB
[Ipemnoxxenue crocobda petieHus npoodIeMbl
O06ocHOBaHHUE CcI0CO0a pEmIeHUsI TPOOIEMbI
[IpennoxeHue albTEPHATUBHOTO BAPHAHTA
[TosHOTA, TOCIIEIOBATEIHLHOCTD, JIOTHKA H3JI0KCHHUS
AKKYpaTHOCTb U IPABHJILHOCTH 0(hOpMIICHHS
HUTOTI'O: 20
[Ipu BbICTaBIEHUHU 3a4eTa/3K3aMEHAIMOHHON OLIEHKH CyMMUPYIOTCS Oaslibl, OJy4YEeHHbIE

B XOJI€ TeKyIIeH paboThI U OALIBI, TOTYYSHHBIE HETIOCPEICTBEHHO B X0/I€ 3a4eTa/IK3aMeHa.

[TepeBon wTOroBOo cymMmbl OamoB mo auctuminHe w3 100-0ayibHONM B DKBUBAJICHT
TPaIUIIMOHHON MATHOAIITFHOM CHCTEME OCYIIIECTBIISIETCS B COOTBETCTBUU CO CIICAYIOIIEH IIKaIon
(m. 3.3 [TonoxxeHust 0 GATLHO-PEUTUHTOBOM CUCTEME):

[l len) fen ) fan ) fa)
— [ = | = =[] —
[\ONR\ORL SR ORI O]\

[\SNRUSHEUS RS RLUS | USROS

3auer
Bauiel mo 100-0a11pHOR-IKaIE TpaguunoHHasi cucTeMa OLIEHKH
50-100 6amaoB 3a4uTeHo
49 6a1I0B 1 HIKE He 3aureno

Onucanue MKaJIbI OIICHUBAaHUA

OrneHka OneHKa OneHka «xopouio» OrneHKa
«HEYIOBIIETBOPUTEIHHO» | «YyIOBICTBOPUTEIHLHO) (3a4TeHO) COTJIMYHO»
(HE 3a4TeHO) (3auTeHO) 70-84 6anoB (3auTeHO)
49 6annoB U HUXKE 50-69 GannoB [ToBbIIeHHBIIH 85-100 6amnoB
KOMIIETEHIIUS ba3oBblii ypoBeHb YpPOBEHb OCBOCHUS | BBICOKHUI ypOBEHB
(KOMITETEHIUH ) HE OCBOCHUS KOMIIETCHIINH OCBOCHUS
chopmupoBana KOMITETCHITH (KOMTIETEHIIHIA) KOMITETCHITH
(KoMIeTeHIHi) (KoMIeTeHHi)
Kommnerentus (ee yactp) Kommnerenmus (ee OO6yuarommmiics OO6yuarommiics
HE pa3BUTA. 9acTh) HEAOCTATOYHO | BIAJEET 3HAHUSIMHU U obnamaer
OOyuJarommiics He pa3BuUTa. YMEHUSIMH, BCECTOPOHHUMU U
obnamaer OOyuarommiics TPOSIBIISIET 1y OOKUMHU
HEOOXOIUMBIMU YaCTUYHO 3HAET COOTBETCTBYIOIINE 3HAHUSAMU,
3HAHUSIMH, HE CMOT OCHOBHBIE HABBIKU TIPU YBEPEHHO
IPOJIEMOHCTPUPOBATh TEOPETUUECKHE pelieHun JIEMOHCTPHUPYET
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YMEHUSI U HABBIKU MOJIOXKEHUS, JOITYCKAaeT CTaHAAPTHBIX U YMEHHUSs, CIOKHBIE
OLIMOKY MpHU HECTaHJapTHBIX HaBBIKH, YBEPECHHO
onpe/IeJICHUU TOHITHH, 3a/1a4, HO UMEIOT OpUEHTUPYETCS B
CHoco0O€eH pelaTh MECTO HEKOTOpHhIE MPAKTUYECKUX
CTaHJapTHbIE 33J1a4H, HETOYHOCTH B CUTYaIUsX.
JOTTyCKast HeOOJbIINe JEMOHCTpALNH
MOTPEIIHOCTH OCBOCHHMSI MaTepuasa

Ilpouenypa W KpuTepuM OIEHKH ¢ NPUMEHEHHEM TPAAUIHOHHON IIKAJIbI
OlLleHUBAHUS

JlJist CTYIEeHTOB OYHO-3209HON M 3209HON (opM 00y4YeHHS YPOBEHb CHOPMUPOBAHHOCTH
KOMIIETEHIIMI OIIEeHUBAETCS C UCIOJIb30BAaHUEM TECTUPOBAHUS - CUCTEMBI CTaHAAPTU3NPOBAHHBIX
IIPOCTBIX U KOMIUIEKCHBIX 3aJaHMM, MO3BOJSIOIIECH ONPENEIUTh YPOBEHb 3HAHUN, YMEHHUU U
BIIAJICHUI 00yJaroIerocs.

Kpurepuu onienuBanus 3a1anuii:

OlLIGHKa «YIOBJIETBOPUTENBbHO» / «3auTeHO»- 3a 51-69% mnpaBUIBLHO BBIMTOJIHEHHBIX
3aJaHuM,

OIICHKA «XOPOII0Y / «3auTeHO» - 32 70-85% IpaBUILHO BHIMOJIHEHHBIX 3a/IaHUM,

OIICHKA «OTIUYHOY» / «3a4TEHOY - 3a TIPABHIILHOE BBITIONHEHUE Oosee 85% 3amanuii.

B cnyuae mpoBeaeHUsT MpOMEXYTOYHOM aTTECTAllMM B YCTHO - NMHChbMEHHOH (opme
HCIIOJIB3YETCS CJIEYIOIAs IIKaja OLICHUBAHUSA:

Onenka «omauuno» / «3aumenoy. OTBETbl Ha IOCTABIEHHbIE BOIPOCHI HM3J1araloTcs
JIOTUYHO, TIOCTIEIOBATENIEHO U HE TPEOYIOT JOMOIHUTENBHBIX MosicHeHui. [1oTHO packpbhIBatoTCs
MPUYNHHO-CJIEICTBEHHBIE CBSI3U MEXAY SBICHUSMHU U cOObITUsMH. [lenaiorcs 0O0CHOBaHHbBIE
BbIBOABIL. [IpakTHueckas 3agaua penieHa BepHo. CTyJIeHT yBEPEHHO OTBEYAET Ha JIOTIOTHUTENIbHbIE
Bonpockl. [Ipu mpoBeeHNH TeCTUPOBAHUS KOJIMYECTBO IPABUIIBHBIX OTBETOB OOJIbINIE WM PABHO
85 %.

Onenka «xopowo» / «3aumenoy». OTBETbl Ha IOCTABJIEHHBIE BOIPOCHI M3JIararoTCs
CHUCTEMAaTHU3UPOBAHO M TMOCJIEAOBAaTEeNbHO. Marepuan wu3naraerca JOCTaTOYHO YBEPEHHO.
PackpbIThl IPUYMHHO-CIIECTBEHHBIE CBSI3U MEXKY SIBICHUSMH U COOBITUAMU. J[eMOHCTpUpyeTcs
yMEHUE aHAJIU3UpPOBATh MaTepHall, OJHAKO HE BCE BBIBOJLI HOCAT apryMEHTHUPOBAHHBIN U
Joka3aTenbHbI  xapakTtep. [IpakTuyeckass 3amaya pemieHa BepHO, JHOO  JOMylIeHa
HecyliecTBeHHass omuoOka. CTyIeHT MOXKEeT JOMyCTUTh HETOYHOCTh TMPH OTBETE Ha
JOTIOTHUTENIbHBIE BOMPOCHL. [IpH mpoBeeHnn TeCTUPOBAHUS KOJIMUYECTBO MPABMIBHBIX OTBETOB
6omb1ie uian pasao 70 %.

Onenka «ydogremseopumenvuoy /  «3aumenoy. JlONMycKarOTCS  HapylIeHUsS B
MOCIIEI0BATENbHOCTU H3JI0XKEeHHUs. HemoysHo packpbIBalOTCS MPUYMHHO-CIEACTBEHHBIE CBSI3U
MEXIy SIBICHUSMU U COOBITUSAMHU. J[eMOHCTPUPYIOTCS TMOBEPXHOCTHBIE 3HAHMS BOmpoca. B
pElIeHNH MPAaKTUYECKUX 3a]au JOMyIleHa OMKOKa, UCIIpaBisieMasl C MOMOIIBIO MPernoaaBaTess.
Nmerotcs 3aTpyaHenus ¢ BbiBogamMu. CTyIEHT YaCTUYHO OTBEYAET Ha JOTIOJHUTEIbHBIE BOITPOCHI.
[Tpu nmpoBeneHnU TECTUPOBAHUS KOJTMYECTBO MPaBUIBLHBIX OTBETOB Oosee 51 %.

OueHka «HeyOoosnemeopumenvHo» / «He 3aumeHoy». Marepuan  H3Jaraercs
HEIOCJIEI0BaTeNbHO, COMBYMBO, HE TPEICTABIAET OINPEACICHHOW CHUCTEeMbl 3HAaHUU IO
nucuuriuHe. He packpbiBaroTCs NPUYUHHO-CIIEICTBEHHBIE CBS3HM MEXKIY SBICHUSIMU U
coObITusiMU. He mpoieMOHCTpHUpOBaHO YMeHUE aHau3upoBaTh Matepuali. [Ipaktuyeckas 3agaua
HE pelleHa WM pelieHa He BepHO. BhIBoAbI HE MpaBWiIbHBI WM HE clenaHbl. OTBEThl Ha
JOTIOTHUTEIbHBIE BOMPOCHl OTCYTCTBYIOT. [Ipu mpoBeAeHMHM TECTHUPOBAaHUS KOJIUYECTBO
IIPaBWIBHBIX OTBETOB MeHee 50 %.

IIpu QopmupoBaHUM OKOHYATEIHHOTO pe3yJibTaTa IPOMEXKYTOUHON aTTecTaluu C
NPUMEHEHUEM TPATUIMOHHON IIKaIbl OIEHWBAHUS YUYUTHIBAIOTCS PE3YJIbTAThl TEKYLIEro
KOHTPOJISI paOOTHI CTYJICHTA U OIICHKA MOYKET ObITh TTOBBINICHA HA OJWH Oasll.
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8. IlepeyeHb OCHOBHOM U JONOJHUTEILHON Y4eOHOM JTUTEPATYPbI, HEOOXOAUMOM sl
OCBOCHUS TUCHMILUINHBI (MOYJIs1)

8.1. OcHoBHas quTEpaTypa
1. Yukunesa JI. C. AHriumiickuii s3Ik B yrpaBienun repcoranioM (B1—B2). English for Human
Resource Managers: yueOHuK u mnpakTukyM s By3oB/ JI. C. Yukunesa, E. B.JIuBckas,
JI. C. Ecuna. — 2-e uzn., nepepad. u non. — Mocksa: U3gatenbctBo Opaiit, 2020. — 203 ¢. —
(Beicmee obpazoBanue). — ISBN 978-5-534-08232-6. — C. 1 — Tekcr: anekTpoHHbIH // IBC
FOpaiit [caiiT]. — URL:
https://urait.ru/book/angliyskiy-yazyk-v-upravlenii-personalom-b1-b2-english-for-human-
resource-managers-451419
2. HyxnoBa E. E. Anrmmiickuii s3pik. Professional Reading: Law, Economics, Management:
yueOHoe mocobue mns By3oB/ E.E.HyxnHoBa. — 2-¢ wm3zg., ucmp. um jgom — Mocksa:
Nznparenscto FOpaiit, 2020. — 149 ¢. — (Bricmiee o6pazoBanue). — ISBN 978-5-534-07994-4.
— C. 1 — Texcr: anexrponnsiii / ObBC HOpaiit [caiiT]. — URL: https://urait.ru/book/angliyskiy-
yazyk-professional-reading-law-economics-management-454142
3. KymmoBa A. K. AHramiickuii s3eIK 1711 MeHekepoB u joructoB (B1-Cl): yueOHUK u
npaktukyM Uit By30B / A. K. Kymosa, JI. A. Kosnoga, 1O. I1. Bonsinen; mox oOmiet penaxiuen
A. K. KynoBoit. — 2-e usa., ucnp. u gon. — Mocksa: M3narenscto Opaiit, 2020. — 355 ¢. —
(Bricmee obpazoBanue). — ISBN 978-5-534-08147-3. — C. 1 — Tekcr: anektpoHHbIH // IBC
Opaiit [caiiT]. — URL
https://urait.ru/book/angliyskiy-yazyk-dlya-menedzherov-i-logistov-b1-c1-450355
4. Bopo6seBa C. A. Anrnuiickuii s3b1k 11 dppextuBHOTr0 MeHemxmenTa. Guidelines for Better
Management Skills : yae6HO€ mocobue s By30B / C. A. BopoObeBa. — 2-¢ U311., UCHp. U 0. —
Mocksa: U3marensctBo FOpaiit, 2020. — 260 c. — (Bricmee oopazoBanue). — ISBN 978-5-534-
04198-9. — C. 1 — Texkcrt: anextponnsiii / DbC KOpair [caiiT]. — URL:
https://urait.ru/book/angliyskiy-yazyk-dlya-effektivnogo-menedzhmenta-guidelines-for-better-
management-skills-453871
5. CmupnoBa H.B. Anrmiickuii s3eik juisi MeHemkepoB (B1-B2): yueOHuk 11 By30B/
H. B. Cmupnosa, A. B. Cokoinosa, O. A. [lyrnac. — MockBa W3znatensctso FOpaiit, 2020. —
185 c. — (Bricmiee o6pa3zoBanne). — ISBN 978-5-534-08395-8. — C. 1 — TekcT: 2IeKTpOHHBIN
// OBC Opaiir [caiiT]. — URL: https://urait.ru/book/angliyskiy-yazyk-dlya-menedzherov-b1-b2-
455833

8.2. lonoHuTEIBHAS IUTEPATYPA
1. AHTIIMIACKMN SI3BIK JUIS W3YyYalolux MexayHapoaHbie oTHomeHus (B2-Cl): y4ueOHumk nms
By30B/ H.B. ApxanneBa, JI. E. bymkanen, A.K.T'apaeBa, JI.B. Ts6una.— Mockaa:
NznarensctBo FOpaiit, 2020. — 255 ¢. — (Bricmiee obpazoBanue). — ISBN 978-5-534-10866-8.
— C. 1 — Tekecr: anextponnsiii / OBC FOpaiit [caiit]. — URL:
https://urait.ru/book/angliyskiy-yazyk-dlya-izuchayuschih-mezhdunarodnye-otnosheniya-b2-c1-
455995
2. Crynuukosa JI. B. Anrnuiickuii s36IKk B MeXayHapogHoMm OusHece. English in international
business activities: yue6HOe mocobue anst By3oB/ JI. B. CtynHukoBa. — 2-e u3., nepepad. u
non. — MockBa: MsmarensctBo Opaiit, 2020. — 216 c.— (Bwicmiee oOpazoBaHue). —
ISBN 978-5-534-11015-9. — C. 1 — Texkcrt: anekrponnsii / DbC KOpaiit [caiiT]. — URL:
https://urait.ru/book/angliyskiy-yazyk-v-mezhdunarodnom-biznese-english-in-international-
business-activities-456438
3. IlectoBa M. C. AHTIIMICKUHN SI3BIK: TIEPEBOJ KOMMepYeCcKoi nokyMmeHTanuu (B2): yuebHoe
nocobue misa By3oB/ M. C. [lecroBa. — 2-e u3a., mepepad. u mon. — MockBa: M3narenscTBo
FOpaiit, 2020. — 191 c. — (Bwicmiee oOpazoBanue). — ISBN 978-5-534-11543-7. — C. 1 —
Texct : snexrponHsbiii // OBC FOpaiit [caiit]. — URL: https://urait.ru/book/angliyskiy-yazyk-
perevod-kommercheskoy-dokumentacii-b2-456168
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https://urait.ru/book/angliyskiy-yazyk-v-upravlenii-personalom-b1-b2-english-for-human-resource-managers-451419
https://urait.ru/book/angliyskiy-yazyk-v-upravlenii-personalom-b1-b2-english-for-human-resource-managers-451419
https://urait.ru/book/angliyskiy-yazyk-professional-reading-law-economics-management-454142
https://urait.ru/book/angliyskiy-yazyk-professional-reading-law-economics-management-454142
https://urait.ru/book/angliyskiy-yazyk-dlya-menedzherov-i-logistov-b1-c1-450355
https://urait.ru/book/angliyskiy-yazyk-dlya-effektivnogo-menedzhmenta-guidelines-for-better-management-skills-453871
https://urait.ru/book/angliyskiy-yazyk-dlya-effektivnogo-menedzhmenta-guidelines-for-better-management-skills-453871
https://urait.ru/book/angliyskiy-yazyk-dlya-menedzherov-b1-b2-455833
https://urait.ru/book/angliyskiy-yazyk-dlya-menedzherov-b1-b2-455833
https://urait.ru/book/angliyskiy-yazyk-dlya-izuchayuschih-mezhdunarodnye-otnosheniya-b2-c1-455995
https://urait.ru/book/angliyskiy-yazyk-dlya-izuchayuschih-mezhdunarodnye-otnosheniya-b2-c1-455995
https://urait.ru/book/angliyskiy-yazyk-v-mezhdunarodnom-biznese-english-in-international-business-activities-456438
https://urait.ru/book/angliyskiy-yazyk-v-mezhdunarodnom-biznese-english-in-international-business-activities-456438
https://urait.ru/book/angliyskiy-yazyk-perevod-kommercheskoy-dokumentacii-b2-456168
https://urait.ru/book/angliyskiy-yazyk-perevod-kommercheskoy-dokumentacii-b2-456168

4. SlxkymeBa U. B. Anrnuiickuii 5361k (B1). Introduction Into Professional English: yueGHuk u

npaktukyM s By3oB/ W. B. SIkymea, O. A. JlemueHnkoBa. — 3-¢ u31., UCHp. U JOH. —
Mocksa : M3natensctBo FOpaiit, 2020. — 148 c. — (Bricmiee obpazoanue). — ISBN 978-5-
534-07026-2. — C. 1 — Tekcr : osnektponnsii // DBC IOpaiit [caiit]. — URL:

https://urait.ru/book/angliyskiy-yazyk-b 1 -introduction-into-professional-english-451233

5. HeszopoBa I'.JI. Awuramiickuii s3bIK. ['pamMmaTnka: ydeOHOoe mocoOue ans BY30B/
I'. JI. He3zopoga, I'. 1. Hukutymkuna. — 2-e¢ u3A., ucnp. u aomn. — Mocka: M3narenbcTBo
Opaiit, 2020. — 213 ¢. — (Beicmiee o6pazosanne). — ISBN 978-5-534-09359-9. — C. 1 —
Tekcr: anextponnsii // OBC FOpaiit [caiit]. — URL: https://urait.ru/book/angliyskiy-yazyk-
grammatika-451966

9. IlepeueHb pecypcoB HH(POPMALMOHHO-TEIEKOMMYHUKAMOHHOM ceTH "UHTepHeT",
He00XO0UMBIX /IJI51 OCBOCHUS TUCHMILUIMHBI (MO1YJIAA) 1 MH(POPMAIMOHHBIX TEXHOJIOT Ui,
HCNOJIb3yeMbIX NMPH OCYILECTBJIEHUHN 00Pa30BaTEeIbHOI0 NMPoLecca Mo AUCHUILINHE
(MoayJ110), BKJII0OUYAs MepevyeHb NPOrPaMMHOro odecrnevyeHusi ¥ HHGOPMAUMOHHBIX
CIPABOYHBIX CHCTEM (IPU HEOOXOIUMOCTH)

1. http://biblioclub.ru - 3BC «YHuBepcurerckas OnbInoTeKa OHIaH»

2. https://www.econ.msu.ru/elibrary/is/bet/ - KHUTH OTKPBITOTO IOCTYyTa SKOHOMHUYECKOTO
¢daxynsTera MI'Y um. M.B. JlomoHOocOBa

3. https://elibrary.ru/org_titles.asp?orgsid=14364 - HaydHas SJEKTpOHHas OWOIMOTEKa
(H9b) «eLIBRARY.RU»

4. https://learnenglish.britishcouncil.org- caiitr bpuranckoro CoBera ¢ 06aHKOM
MaTepHajioB Ui YPOKOB M CAMOCTOSATEIBHOTO M3YYECHHs AHTIMICKOTO S3bIKa 10 Pa3IHYHBIM
TeMaM Kak OOIIero, Tak M JeJI0BOTo xapakrepa. OXBaueHbI BCE YPOBHH JICKCHICCKOH CIIOKHOCTH:
OT HAYaJIBHOTO JI0 CAaMOT'0 MPOJIBUHYTOTO.

5. https://ru.duolingo.com/- GecnnaTHbIN CEPBUC IS U3YUYEHUS WHOCTPAHHBIX SI3BIKOB C
Hyns. [Iporpamma moctpoeHa B ¢opMe «aepeBa JOCTHXKEHUI»: YTOOBI MEeperTH Ha HOBBIN
YPOBEHb, HY)KHO CHayaja HaOpaTh OMpENCICHHOE KOJIUYECTBO OYKOB, KOTOPBIE MAIOTCS 32
npaBuiIbHbIE 0TBETHI. EcTh mpumnoxenus ans i0S n Android.

6. https://www.real-english.com/new-lessons.htm - caliT ¢ ypokamu, CTaTbIMH U BHIIEO
3apUCOBKAMHU Ul M3YYAIOIIUX AHTJIMHCKUI $3bIK, BCE MaTepuajbl YCIOBHO pa3/eiCHbl Ha
JIEKCUYECKHE U IPaMMaTHYEeCKHE, TOCTYITHbI BCE YPOBHH CIIOKHOCTH.

7. https://www.economist.com/ - 5KOHOMHUYECKUH CalT U (PopyM Ha aHTIHMICKOM SI3BIKE,
coJiepKalluil J1elIoBble HOBOCTH, SKOHOMHYECKHE CTaTbU Ha JICJIOBYI0 TEMAaTUKY, 00CyXIeHue
po0JIeM JeT0BOr0 XapakTepa.

8. https://www.ft.com/- callT 5JKOHOMHYECKOW ra3eThl Ha aHTJIMHCKOM si3bIKe. COEePIKUT
JIeNIOBBIE HOBOCTH, SKOHOMHYECKHME CTaThU Ha JENIOBYI0 TEMaTUKy, 0OCykIeHue mpoliem
JIEIIOBOTO XapakTepa.

JINneH3noHHoe NporpaMMHoOe odecreyeHue:

- Windows 10 HOME SL (OEM) / Windows 8.1 HOME SL (OEM);
- Office Professional Plus 2019;
- CnpaBouno-niouckoBas cuctema «Koncynprantllintoc: Beicias mkomay.

10. MeToguveckne yKazaHus AJ1s1 00y4alOIIMXCH M0 OCBOCHUIO TMCUMILUIUHBI (MO1YJIs1)
CogeTbl 110 BeJIeHUIO IJ10ccapusi MpogecCHOHATBHBIX TEPMHHOB
4 OTO6paHHBI€ TCPMHHBI U JICKCUYCCKUC CAUHUILIBI JOJIZKHBI OTHOCUTBHCA K IIUPOKOMY U Y3KOMY
PO UITIO CHIEIUATBHOCTH,
4 OTO6paHHBI€ TCPMHUHBI U JICKCHYCCKUC CAUHHULBI JOJKHBL GBITB HOBBIMHU U HEC I[yG.HI/IpOBaTB
paHee U3y4YeHHBIE;
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https://urait.ru/book/angliyskiy-yazyk-b1-introduction-into-professional-english-451233
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https://www.ft.com/

v/ 0TOOpaHHBIC TEPMUHBI U JICKCHIECKHE CITUHUIIBI JOJDKHBI OBITH CHA0KEHBI TPAHCKPUTIIIUCH U
MEPEeBOJIOM Ha PYCCKUU S3bIK (BO HM30€KaHWE HETOYHOCTEH pPEKOMEHIYeTCS MOJb30BaThCs
CHEIHAIN3UPOBAHHBIM CIIOBAPEM);

v' 00l1e€e KOJIMIECTBO OTOOPAHHBIX TEPMUHOB HE JOJKHO OBITH MeHbIIE 500 eMHUII;

v/ 0TOOpaHHBIC TEPMUHBI M JIEKCHUYECKUE €INHUIIBI TIPEAHA3HAYECHBI JUTST aKTHBHOTO YCBOCHHS
JTOJIKHBI MCIIOJIB30BAThCS TPU UTEHUU, BOCIIPUSATUU Ha CIIYX, TOBOPEHHUH U MHUCHME.

MeToanyecKkue peKOMeHAAUMH 0 HATTMCAHUIO 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 aOCTPAaKTHBIX. UeM mpolle Bbl TOBOPHUTE, TEM
ObicTpee Bac moiimyT. OmHako He 3a0bIBaiiTe, YyTO B OQHIMAILHON JENOBOM IEpenucKke He
WCIIONB3YIOTCS HUKaKue cokpamenus tumna "['m" u cienr. Hanpumep, BMecto ¢gpassr "We are the
recipients of", myume ckazarp "We received". Bbl m1o0beTech KpaTKOCTH U SICHOCTH B CBOMX
IUCbMax, €clii OyJeTe HUCMOIb30BaTh KOPOTKUE WIM CPeAHEH IUIMHBI MPEUIOKEHUS BMECTO
JUIMHHBIX M CJOXHBIX 000pOTOB. I'paMoTHOE neneHue Ha ab3aibpl O0JEerdaeT 3pHUTENbHOE
BOCIIPHMSITHE TEKCTA U 3aJ1a€T BCEMY IIPOLIECCY PUTM.

OnHUM U3 TOKa3areneil BEXIIMBOCTHU B JIETIOBOM MEPENHCKe SBJISETCS JIMYHOE 00palieHne K
yenoBeky. He Hasio 3a0b1BaTh PO BEXKIIMBOCTD J1aXKe TOI'/1a, KOI'/1a Bbl OYEHb HE0BOJIbHBI KEM-TO
WIN YEeM-TO.

IMonwIToXKUM:

1. BriOupaiiTe KOPOTKUE U CpEeAHEN JUIMHBI MPEIOKEHUs, YIIOTPeOIsIiiTe MPOCTHIE CIOBa U
BBIPa)KEHUS

2. He ynoTpe0usiiiTe pa3roBOpHbBIE COKPAIICHUS U CICHT

3. JlenuTe HammcaHHOE Ha a03aIlbl

4. BynpTe BeXXJIMBBI U JUITIOMATHYHBI

«Ianka» nucbMa.
Kaxmoe nemoBoe muchbMo revataercs (MUIIETCs ) Ha yKe 3ar0TOBJICHHOM, (pupMeHHOM OaHke. B
BepxHeii yacTu O1aHKa pa3MelaeTcs Tak Ha3biBaeMas "'manka' - 3arojoBoK. OObIYHO B 3ar0JI0BKE
JTaHbI cJIeyIolIUe CBeIeHUs:
e  3apErMCTPUPOBAHHOE HA3BAHHUE KOMITAHUHU
e  KpaTKHE CBEJICHUS O XapaKTepe ee NesATEIbHOCTH,
e  KOHTaKTHas UHPOpPMALHUS.

Tesio nucpma. 3akiaouutenbHas gpopma BexxaIuBocTH. [loanuce.

[lepBbIii a03amr OCHOBHOTO TEKCTAa HAYMHAETCS C TPEUIOKEHHsS, B KOTOPOM BEI
NOJTBEPXKIACTEe IOJIyueHHEe IHChMa OT Ballero KOPPECIOHAEHTa, WM CO CCBHUIKM Ha
HOCTYNHBIIEE TTHCHMO.

OO0b19HO 00BEM JIEIIOBOTO MHUChMa HE MPEBBIIIACT OaHY cTpanuly. Ho, ecnu o0beM nucbMa
OoJtbIlIe OJJHOI CTPaHUIBI U €ro MPOAOJDKEHHE HAleyaTaHO Ha oOpaTHOM CTOPOHE JIUCTA, TO B
KOHIIE MIEPBOX CTPAaHUIIBI UIIETCS P.t.0., uTo o3HayaeT Please Turn Over (CmoTtpure Ha o6opoTte).

Ecnm BBI OTCBITaeTE KOMMU MUCHMA U JPYTHM agpecaTam, TOTJa B KOHIIE MMChbMa CAeTanTe
COOTBETCTBYIOIIYIO OTMETKY B BHJIE Ceaylolieit abopesuarypsl: "c.c." - carbon copies (TouHbIE
korun) uiu Copy to...

WHornma BB HE XOTHTE, YTOOBI MOJIydyaTeNb Balllero IMHChMa 3HAN, YTO BBl €lIe KOMY-TO
oTocnanu KomuH. B 3TOM ciydae BHM3y muceM-Komuii Bl ykasbiBaete "b.c.c." - blind carbon
copies. (CKpBIThIC KOITUH).

Ecnm x muceMy mmeeTcst IpHIIOKEHUe (KaTajuor, KOHTPAaKT, CYeT U T.1.), TO BHHU3Y, IOCIE
noanucu Jaenaerca ykazanue o0 srom: "Enc:", "Encl:" - sto cokpamenue ot Enclosure
(MpUIIOKEHUE, BIIOKEHUE).
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HpﬂMepHLIe AI3BIKOBbBIC KJIMIIE 1JI J€JI0BOI'0 IMCbMA MO0 YaCTAM:

1. O0pamenue

Dear Sirs, Dear Sir or Madam

H(ecnn BaM HE U3BECTHO UM ajpecara)

Dear Mr, Mrs, Miss or Ms

(ecnu BaM M3BECTHO UM aJpecaTa; B TOM
cllydae KorJa Bbl HE 3HAeTe ceMeifHoe
MOJIOKEHUE KEHIIUHBI CIIEAyeT nucaTh Ms,
rpy0o0ii OIMOKOM SIBISETCS UCIIOTH30BaHNE
¢pazbl “Mrs or Miss”)

‘Dear Frank,

H(B 00paIlleHnU K 3HAKOMOMY Y€JIOBEKY)

2. Beryniienue, npeapiayiee ooieHue.

‘Thank you for your e-mail of (date)...

HCHaCHGO 3a Ballle MUCHMO OT (Yncia)

‘Further to your last e-mail...

HOTBeqa;I Ha Ballle IUCHLMO. ..

I apologise for not getting in contact with you
before now...

4 nmpoury mpoieHus, YTo A0 CHUX MOp He
Harucasn BaM. ..

‘Thank you for your letter of the 5th of March.

|CHaCH60 3a Bale NucbMo ot 5 Mapra

With reference to your letter of 23rd March

23

OTHOCHUTENLHO Ballero MOUCbMa OT
Mapra

With reference to your advertisement in «The
Times»

OTHOCHUTENBHO Balllel pekiambl B TalmMc

3. Yka3aHue NPpUYMH HANTUCAHUS MUCbMA

‘I am writing to enquire about

HH NUIIY BaM, YTOOBI y3HATb. ..

‘I am writing to apologise for

H}I MOy BaM, YTOOBI M3BMHUTHCH 3. ..

‘I am writing to confirm

H}I MWLy BaM, 4TO OBl TOATBEPIUTE. ..

‘I am writing in connection with

H}I IIMIIY BaM B CBS3H C ...

We would like to point out that...

Mpl xoTenu Obl 0OpaTUTh Ballle BHUMaHUE
Ha ...

4. IIpocn0da

‘Could you possibly...

HHe MOTJIA OBl BEL. ..

‘I would be grateful if you could ...

H}I ObLI OBl IPU3HATEJIEH BaM, €CJIH OBl BHI ...

‘I would like to receive

H}I OBI XOTEJI TTOJTYYUTh

‘Please could you send me...

HHG MOTJIH OBbI BBI BEICJIATH MHE. ..

5. Corsniamenue ¢ ycJOBUSIMH.

Il would be delighted to ... |51 6611 661 pa ... |
‘I would be happy to H}I ObLI OBI CYACTIIUB. .. |
‘I would be glad to H}I ObL1 OBl paf. .. |

6. Coo011eHue NJIOXMX HOBOCTEH

‘Unfortunately

HK COXKAJIEHUIO. ..
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‘I am afraid that ... HEOIOCB, 9T0. .. |

‘I am sorry to inform you that HMHe TSDKEJO COO0IAaTh BaM, HO ... |

K coaneHuto, Mbl BBIHYXICHBI COOOIITUTH

We regret to inform you that...
BaM O...

7. IIpuiioskeHne K NUCbMY JOMOJHUTEIbHBIX MAaTePHAJIOB

‘We are pleased to enclose ... HMH C YJIOBOJIbCTBHEM BKJIA/IbIBAEM. .. |
‘Attached you will find ... HB NPUKPEITICHHOM (aiiie BbI HalleTe. . |
‘We enclose ... HMH HpUJIAraeM. .. |
‘Please find attached (for e-mails) HBH Hal1eTe MPUKPETUICHHBIN (Daii. .. |

8. Boicka3piBaHHe 0,1ar01apHOCTH 32 NMPOSIBJICHHBIN HHTEpec.

‘Thank you for your letter of HCHaCHGO 3a Ballle MHCbMO |
‘Thank you for enquiring HCHaCI/I6O 3a MPOSIBJICHHBIN HHTEPEC. . . |
‘We would like to thank you for your letter of ... HMH xoTesu OBl M0OJIaroAapyuTh Bac 3a... |

9. [lepexoa k apyroi teme.

‘We would also like to inform you ... HMH TaK e XOTeau OBl COOOIIATH BaM O... |
‘Regarding your question about ... HOTHOCI/ITCJ‘IBHO BaIllero BOIpoca o... |
‘In answer to your question (enquiry) about ... HB OTBET Ha BaIll BOMPOC O... |
‘I also wonder if... HMCHH TAK)KE UHTEPECYET. .. |

10. lono/iHMTEILHBIE BONPOCHI.

‘I am a little unsure about... H}I HEMHOTI'O HE YBEPEH B ... |
‘I do not fully understand what... H}I HE JI0 KOHIA TIOHSLI. .. |
‘Could you possibly explain... HHe MOTJIU OBl BBl OOBACHUTE. .. |

11. Ilepenaya nadpopmanuu

I’m writing to let you know that... H}I MLy, 9YTOOBI COOOLIMTS O ... |
‘We are able to confirm to you... HMH MO>KE€M HOATBEPAUTS ... |
‘I am delighted to tell you that... HMH C yJIOBOJIbCTBHE COOOIIAEM O ... |
. K coxan xK
We regret to inform you that. .. co €HUIO, MBI BBIHYKJICHBI COOOIINUTH
BaM O...

12. IIpensioxxenue cBoeii MOMOIIH

‘Would you like me to...? HMory au 5 (caenars)...? |
‘If you wish, I would be happy to... HECJ‘II/I XOTHTE, 5 C PaJOCTHIO. .. |

Coo01iure, eciy BaM IIOHAZOOUTCI MOS

Let me know whether you would like me to...
TIOMOIIIb.

13. HamoMuHaHHe 0 HAMeYeHHO BCTpeye UJIM 0:KUAaHHue 0TBeTa

I look forward to ... HH C HETEPIIEHUEM XK1Y,
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‘hearing from you soon onrz[a CMOTY CHOBA YCJIBIIIATh BacC |
‘meeting you next Tuesday HBCTpeqH C BaMH B clieyrontuii Bropauk |
‘seeing you next Thursday HBCTpeqH ¢ Bamu B UeTBepr |
14. ITonnucey

. Nckpenne Bam (ecnu nms denoBeka Bam
Yours faithfully, P (

HE U3BECTHO)

‘Yours sincerely, H(ecnm uMs Bam u3BecTHO) |

Kpurepun oueHKH MHCeM: JIOTHYHOCTh COJICPXKAHUS, HaJM4Yhe S3BIKOBBIX  KIHMIIE,
yOeauTenbHOCTh apryMEHTAIU1, TPAMOTHOCTb, O(hOpMIIEHHE PabOTHI.

MeToan4yeckue peKOMeHIAUMHU 1O MOATOTOBKE M 3aIMTE MPe3eHTAIMU
Onpenenure TeMy, LeNb U TUIaH BBHICTYIIJICHHUSL.
YcraHoBure MMPOAOJIKUTCIBHOCTD IMPE3CHTALIUM
OOparute BHUMaHHE Ha OCOOEHHOCTH CITyIIaTeIICH;
[IpenycmoTpuTe BKIIOUYEHUE CIylIaTeaeld B 00CykKIeHUE TEMBI-IIPOOIEMBbI;
Crnenute 3a MaHEpOIl IPECTABICHUS MPE3CHTALUMU: COOIOICHIE 3PUTEILHOTO KOHTAKTa C
ayAUTOPUEN, BBIPA3UTEIBHOCTD, KECTUKYIISIIUSA, TETOABUKECHUS;
v TlpenycMoTpuTe HILTIOCTpAIMK (HO HE MEPErpyKaiTe UMM CIIaiiibl), KIFOUYEBBIE CI0BA,
v’ OO0s3aTelbHO  MPEAYCMOTPUTE  PEMETHIMIO  BBICTYIUICHHS B CONPOBOXKICHHH  C
Mpe3eHTalueH.
TpeOoBaHusl K Npe3eHTAIIUN:

NANENENIN

4. 7-12 cnaiinoB B PowerPoint
5. [Inan npe3eHTanuu:
4 Bcerynnenue (modyemy BbIOpaHa qaHHas TeMa Mpe3eHTanum) (2 craiina)
v OcHOBHast YacTh
4 3akmroueHue (BbIBOBI) (2 ciaiiaa)
6. Crnukep npe3eHTyeT CBOIO TEMY M OTBEYAET Ha BOIPOCH! YYaCTHHUKOB.
[IpumepHbIe KAMIIE 15 3AIIUTHI Pe3eHTAIIUM:
Hauano
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 is to  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.
take a seat— mpucaxuBaiiTech, purpose — 1eib, get  started — Hayath, discuss —

o0cyxnarth, feel free to ask — ceo0oHO cipamuBaiite, fresh ideas — cexxue uaen.

T'1aBHast yacTh
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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 I 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 — ObITh 3amymManHbIM, slide — cnaiin, agenda — moBecTka nHs, let me start —
MO3BOJILTE HA4aTh, say thanks — Gmarogaputs, overview — 0630p, present the data —
MIPE/ICTABISATH JaHHbIe, at last — HakoHel, conclusion — 3akntouenue, wrap things up —
3aBepmuM, hold the questions — nepxath (He 3a0bIBaTH) BOIPOCHI, $0 far — rmoka, interrupt -

IIPEPHIBATH

Hexotopsie (hpasbl, 1aHHBIE HUXKE, TOMOTYT HE pacTepsAThCS U CPOKYCHPOBATh BHUMAHUE
ayAUTOPHH B HanOoJiee BaXKHBIX TOYKaX Mpe3eHTauy. @pasbl 0IMHAKOBBI UIs JTF000T0 THIIA
Ipe3eHTaMU — HOPMaNBbHOTO U HEPOPMATIBLHOTO.

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 XOTEIOCH ObI 0OCYTUTH. ..
JlaBaiiTe Tenepb MOrOBOPUM O ...

Teneps naBanTe NepenieM K ...

[Tpogomxum c ...

OTO OTCBIIAET HAC K CIEAYIOIIEMY IIYHKTY ...
JBuraemcs K HameMy CIeayIoleMy cllaiay

3akJjaroueHue

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

JaBaitite cyMMHpyeM.

3aBepuInuM.

Emte pa3 xoten 661 CyMMHPOBATH TJIABHOE. . .
Hrak, B 3akiIrodcHMe. . .

Hakoner, moaseneM UTor CeroHsIHUM
[JIABHBIM MOMEHTAM. ..

OTBeTHI HA BONIPOCHI

English

I think I answered your question earlier.
I'm glad you asked that.

Russian

51 nymaro, s oTBeTHII YK€ Ha Bam Bonpoc
paHee.
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Well, as I already said... Pan, uro Bl cipocuiii 06 3ToMm.

That's a very good question (of you to ask). Wraxk, KaK s y>)ke ¥ TOBOPHII. ..

So you are asking about... Ouenp Xopotmii Bompoc (KOTOpsIid Ber
If I’ve understood you correctly you are asking 3anmanm).

about... Wrak, Bel cipamuBaere o ...

Ecnu s npaBuiibHO noHsn Bac, Bel
CIIPALIUBAETE O ...

OuneHka npe3eHTanMii:

1. ECJII/I Hpe?)eHTaI_[I/I}I OIICHCHA Ha «KOTJIUYHO» CTy,Z[GHT UMECT npaBo Ha OTBCT U3 ABYX ACIICKTOB
Ha dK3aMeHe

2. OueHka Tpe3eHTAlUN CKJIAIbIBACTCS U3 TOJOCOBAHUS YYACTHHKOB W MPOQPECCHOHATHHOTO
MHEHHUS MpernoiaBaTeneit

MeToanuyeckne peKOMeHIalUu 0 padoTe ¢ KeiicaMu

«Keiic-cragm» (0T aHr. «case study» — u3ydeHre KOHKPETHOTO ciIy4asi / MpoOIeMbl / CUTYyaIlHH).
CyTb KeHC-TEXHOJOTHUH 3aKII0YaeTCs B TOM, YTO CTYACHTaM IMPEAJIaraeTcsi OCMBICIUTD JIETIOBYIO
CUTYAIINIO, B3ATYIO U3 PEATbHON YKOHOMUYECKOU MPAKTUKH, KOTOPAs HE TOIHKO OTPaKaeT KaKyro-
00 TPAKTUYECKYIO MpoOJieMy, KaK MPaBWIO, HE MMEIOIIYIO OJHO3HAYHOTO PEIICHUS, HO H
KOTOpasi aKTyaJu3upyeT OMpeeICHHBIN KOMIUIEKC MPO()EeCCHOHANBHBIX M KOMMYHHKATHBHBIX
3HAHUU U YMEHUH.

Y4yacTHHKaM MpeiaraeTcs CTaTh MPEJCTaBUTEIIMUA KOMIAHUH, IPOOIEMBI KOTOPOW OHH TOJIEKO
YTO JETaJbHO W3YYWJIHM, W BBICKA3aTh CBOIO TOYKY 3pPEHHUs CHaudana B (opme Ipe3eHTaluu
(MOHOJIOTHYECKAs peyb), a 3aTEM MPUHSATH YUaCTHE B AUCKYCCUU/TIEPETOBOPAX (IUATIOTUYECKAS U
noyisiornueckass GopMbl OOIIEHMsI), B XOJI€ KOTOPOW MTOJDKHO OBITH HAWJIEHO ONTHMAIBHOE
pelieHue.

Cxema padoThI ¢ «case study»
Jtan 1. Opranu3anuoHHas CTAAUA PA00THI HAJI KeiCoM

| 3HAKOMCTBO C COJEPIKAHMEM JICTOBOI CHTYALHH |
v

| [TpenBapuTenbHOE 00CYXICHUE JICIIOBON CUTYaIlUU ‘
o

| BoIcTynieHus: yYaCTHUKOB CUTYallUH | \ [TonBeeHNE UTOTOB MpenoaBaTesieM
v
| DopMUPOBAHHUE MAJIBIX OATPYII U3 3-5 YET0BEK \
v
| Bo16op nuaepa B noarpynmnax \
v

| Br10op nuHuYM noBeeHUS KOKI0M MOATPyIIION \
v
| KoMMeHTapHH iperoiaBatessi o6 00beMe IpecTosmei paboTsl |
Jtan 2. Paboyas cragus padoThbl HAX KeilcoM

\ JleTanbHOE M3y4YeHUE IETOBOM CUTYAIIMU YYaCTHUKAMU JIEJTOBOM CUTYaIMK |
v

AHaU3 eT0BOM CUTYAIMH B KaXKJA0W MOATpyNIe
Pa3paboTka niaHa nmpe3eHTaIluy aHaInu3a

e T

| Jluckyccus B MaJIbIX rpynnax \ \ [IpuHsTHE penIeHn

94



CpaBHenue pesynbratoB pabotel ¢ | KoopauHamus NEeATEIbHOCTH

JAPYTUMHU MOATPYIIaMHU npenojaBaTesieM
v

| BBICTYIUICHHS JIHAEPOB IOATPYIIIT |
Jran 3. 3aBepmaonmas craausi padoTbl HAL KeilcoM

| IIpuEsITHE OKOHYATEIBHOTO, HanboIee Y3 PEKTHBHOTO PEITeHHS! |
v

| [TogseneHne NTOroB paboOThI HA/T IETOBON CUTYaIueH \

e T~

| KoMMeHTApHH YYaCTHHKOB CUTYAIlHH | | KoMMeHTapHH IIpernoiapaTels

v

| OreHka npernojaBaresaeM paboThl KaKI0H MOATPYIIITHI \

I[IpumepHbIe A3bIKOBbIE KJIUIIIE 1JIs1 MPEe3eHTAIlUN Kefica
L. 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’1l 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 I wanted to say, now I’m ready to answer your questions.

MeToanyeckue peKOMeHAAMH M0 COCTABJIEHHIO pe3loMe
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
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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.

Ilnan npakTHYeCKUX 3aHATHIA
1. Ilucomennasn peus.
OCHOBBI [1€7I0BOM MEpENUCKHU: KIMWIIE, NIalnka NUCbMa, OCHOBHBIE COKpaiieHus. [Ilucemo-
comnpoBokaenue. [Iucemo-noareepxaenue. [lucemo-3anpoc. IlnceMo-mpocsda. Pestome.
2. Ayouposanue.

Bocrpusitie peun (pasnudeHre 3BYKOB, WHTOHALMOHHBIX W PUTMHUYECKUX MOJETCH,
naysalim); paclo3HaBaHUE CIIOB (BOCHIpHUSATHE 3BYKOBOro o0Opa3a clioBa, COOTHECEHHE ITOrO
o0pa3a ¢ BOKaOyJspOM, BOCCTAHOBJICHHE JIEKCUKO-TPAaMMAaTHYECKOH H CEMaHTHYECKOU
nH(OpMAaIU O CIIOBE HAa OCHOBE BOCIIPHUSTHS €T0 3ByKOBOI 000JI0UKH ); 00pabOTKa Mpe/IoKeHUH
(mapuennsnus, ONpeNeeHne CTPYKTYPhl TPEUIOKECHHsSI, BBISIBICHHE €ro KOMIIOHEHTOB);
MOCTpOCHHE OyKBaJbHOTO CMBICTIA MPEAJIOKEHUsS (BBIOOp pENEBAaHTHOIO 3HAYECHUS JJis
MHOTO3HAYHBIX CJIOB); COXpaHeHHE WH(OpMAlUd B KPATKOCPOUHOHM MaMATH; pacliO3HABaHHE
KOT'€3UBHBIX CPEJCTB B PeUU; HHTEPIPETALMS UMILUIULIUTHOTO COIEPKaHUS U UHTEHIIUH PEYEBOT0
aKTa; MPOrHO3MPOBAHUE;0PUCHTALINS B CUTyaluu, (OPMYIIMPOBKA OTBETA.

3. JIekcuka.

Jlexcuueckuii 3anac aHMIMMUCKUX (HPa3eoTOrnIecKuX U UIMOMAaTHYECKIX 000pPOTOB, YCBOCHHE
Hanbonee yHOTPeOMTENbHBIX CHHOHMMOB, aHTOHMMOB ¥ OMOHHMMOB AaHIJIMHCKOIO $3bIKAa TIO
CIIEIYIOIIUM TEMaM:

Company structures
Management

Recruitment and selection
Cultural awareness in business
Financial statements
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e International trade
e Marketing

e Ethics in business
e Managing change
e Branding

4. I'pammamuxa
Mopdgoiorus

I'maroga. JleiicTBUTENBHBI W CTpamaTelabHbIM 3anoru (Active and Passive Voices).
OcobeHHOCTH TepeBo/ia CTPaAaTeIbHBIX KOHCTPYKIUI HA pyCCKUHN sI3bIK. MOAAIbHBIE I1ar0JIbl U
UX 9KBUBAJICHTHI. ['aronsl to be u to have, ynorpedisionuecs: B CaMOCTOSTEIbHOM, MOJAIBHOM
(OKBUBAJICHTHO  MOJAIBbHBIM  TJIArojaM,  BBIPAKAIONIUM  BO3MOXKHOCTHb,  BEPOSTHOCTH,
JOJ’KEHCTBOBAaHKE) M BCIIOMOTraTeNIbHOM 3HayeHHsX. OCHOBHBIE CBEJIEHUS O COCarareibHOM
HAKJIOHCHUU.

Henwunsie ¢hopmsl rinarona: naGuautuB (Infinitive) u ero dyukuu; repyaanii (Gerund) u
ero ¢ynkuun; mpuuactus (Participle I u Participle 1) B ¢yHkummsax omnpeneneHus u
obcrostenscTBa. CrioxHbIe POPMBI HHOUHUTHBA U IPUYACTHS.

CuHTakcuc

IIpocToe pacnpocTpaHeHHoe npeaJio:kenue. [IpsaMoi mopsgoK CIOB MOBECTBOBATEIHLHOTO
U NOOYTUTENHHOTO MPEUIOKEHUH B YTBEPAUTENbHONH M OTpHLATeNbHOM (opmax. OOpaTHbIN
MOPSIOK CJIOB BOIIPOCUTEIHHOTO MPEATIOKEHUS.

Cn0KHOCOYMHEHHOe W CJO0KHONMOJAYMHEHHOe  Mpeato:keHusi.  HezaBucumblit
(camMocCTOsTENBHBIN) TPUYACTHBIN 000p0T. UHOUHUTHB B QYHKIIMHK ONIpENeICHUs 1 TIEPEBOJI €T0
Ha PYCCKMHM S3bIK  OINpPENCIUTENBHBIM  TMPHIATOYHBIM  TIpeiokeHueM. OObEeKTUBHBIN
nHpuHUTHBHBIN 000pOT (the Objective Infinitive Construction/Complex Object); cyObeKTUBHBIN
uHGUHUTUBHBINA 000poT (the Subjective Infinitive Construction/Complex Subject).

5. Kommynukamuenasa npakmuka.

PedeBble akThl M CHUTYaIlMOHHO OIpPaBJaHHOE peuyeBoe MoBeaeHue: KoMMyHUKaTHBHBIC
JeICTBUS, HalpaBJIEHHbIE HA Yy4eT MO3UIMH colOeceAHHKa MO0 MapTHEpa MO AESITEIbHOCTU
(MHTEIJIeKTYaJIbHBIA  aclleKT KOMMYHHMKaluHu). PeueBble neicTBHA, ClyXkallue CpeiacTBOM
KOMMYHUKAIMU (repegayr WHQPOpMaUd APYTHUM  JIIOJISIM), CIOCOOCTBYIOT OCO3HAaHUIO U
YCBOEHHIO OTOOpaXkaeMoro cozepkanusi. KoMMyHHMKaTHBHBIE JEHCTBHUS, HalpaBICHHbIE Ha
KOOIEepaIio, T.. COTJacOBaHHWE YCWJIMHM MO JOCTHMXKEHHIO OOIled Ienu, OpraHu3aluu u
OCYILIECTBIICHUIO COBMECTHOM JESTEILHOCTH

11. Onucanue MaTepuaIbHO-TEXHUYECKOI 0a3bl, HEOOXOAMMOM IJISl OCYIIeCTBJICHH S
00pa3oBaTeIbLHOIO NMpPoIecca Mo JUCUUILIHHE (MOTYJIIO0)

Jlnst  ocyliecTBIieHUs] 00pa3oBaTENBFHOTO IpoIecca IO IUCIHILIMHE HCHOIb3YOTCS
yqe6HHe AyaAUuTOPUHN AJId NPOBCACHUSA 3aHSTUU JICKIIMOHHOI'O THUIIA, 3aHSTUN CCMHUHAPCKOI'0 THUIIA,
TPYNIIOBBIX ¥ WHIUBUAYATBHBIX KOHCYJBTAIlMH, TEKYIIEr0 KOHTPOJII W TMPOMEKYTOYHOM
aTTecTalliy, a TAaK)Ke MMOMEIIEHUS JUISI CAMOCTOATEILHOM paOOThI M TIOMEIICHHUS JJIsi XpAaHECHUS U
MPOPUITAKTHIECKOTO 00CITYKMBaHUS YIEOHOT0 000PYyT0BaHHS.

[TepeyeHb MaTepUaIbHO-TEXHUIECKOTO 00CCICYCHHsI YICOHBIX ayAUTOPUIL:
—  CneuuanusupoBaHHas MeOelb ISl IPENOAABATENs H 00YYaIOIIIXCS;
— HoyrOyk ¢ BeixomoM B cerh «VHTepHET», HOCTYNOM B DJICKTPOHHYIO WH(OPMAIHOHHO-
oOpa3oBatenbHylo cpeny UHCTHTYTA;
—  JleMOHCTpannoHHOE 000PYIOBaHUE - MyJTbTUMEIUIHBII IPOSKTOP, IKPaH;
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—  YueOHO-HAarlsAgHble MOCOOWs, OOCCIeUUBAIONME TEMAaTHYECKHE WLTIOCTPAMH  TI0
IHACIAILINHE;
—  Jlocka yuebHasl.

Jlisi caMOCTOSATENbHOM paboOThl CTYJCHTOB HCHOJIB3YIOTCS IMOMEUICHUS, OCHAIIEHHBIC
KOMITbIOTEPHOM TEXHUKOHN C BO3MOKHOCTBIO OJKIIOUEHUS K ceTu «HTepHeT» u o0ecrieueHrueM
JIOCTYTIA B 3JICKTPOHHYIO HH(OpMaImoHHO-00pa3oBaTenbHyto cpeny MHcTuryTa.

OO6cyxeHa u peKOMEH0BaHa Ha 3aceJaHuu Kadeapbl
TYMaHUTAPHBIX U COMHATLHO-9KOHOMHYECKUX TUCIUTUTHH
[Tporokon Ne 7 ot 27.02.2020 T.
Agstopsl: E.C. JIobyTteBa, M.B. ExxoBa
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