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K OCHOBHOU NPOgheccuonanbHoll 00pazoeamenbHoll npocpamme

no nanpasienuro noocomosku 38.03.01 Ixonomuka

HanpasieHHocmy (npoghunv) «busnec-anarumura u yughposas IKOHOMUKA»

Pabouas mnporpamMma IUCIHUIUIUHBI «AHTIUHCKUHA SI3BIK 11 TPO(ECcCHOHATBHOTO
oO0IIEeHUD BXOJUT B COCTaB OCHOBHOI 00pa3oBaTeIbHON MPOTrpaMMBbl BBICIIETO 00pa30BaHuUs MO
HanpasieHuio noaroroBku 38.03.01. Dxonomuka, HampaBieHHOCTh (mpoduis) «busnec-
aHAJIUTHKA M IUPpOBasi 5KOHOMUKA» U IpeJHa3HaueHa s o0ydarolluxcs 10 OYHOW U OYHO-
3209HOU (hopMaM OOyUEHHUS.

© MHCTUTYT MEKIyHAPOAHBIX SKOHOMUYECKHX cBsizel, 2021.
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1. Ileap v 3aga4u TUCUUILJIMHBI

Heab mucuUIIMHB « AHTTTUHACKHUH S3BIK T MPOGECCHOHATHHOTO OOIIEHUS» - Pa3BUTD Y
CTYACHTOB KOMMYHHUWKATHUBHYIO KOMIICTCHIHUIO, YPOBCHb KOTOpOfI IIO3BOJIUT HCIIOJIbB30BATh
AQHTTIUUCKUN  SI3bIK B MPO(ecCHOHANBHOM N1eATENbHOCTH, TOBBICUTH YpPOBEHb BJaJICHUS
AHTJIMHACKUM SI3BIKOM, JTIOCTUTHYTBHIM HAa MPEABIAYLIEM JTalle, a TaKXKe 3aJ0KHTh OCHOBY IS
JaIbHEUIIETro U3ydeHus NpoheCCHOHAIBLHOTO acleKTa S3bIKa.

3agauu AUCHMILINHBI:

— JOCTHXKEHUE HEOOXOAMMOTO YPOBHSI JIMHIBUCTHUYECKHUX HABBIKOB — H3yY€HUE H
HCIIOJIb30BAHUC JICKCUYCCKUX W I'PaMMaTHYCCKUX CIAWHUILL B O6I:CM€, KOTOpBIﬁ H€O6XO,Z[I/IM JJIA
TBOPYECKOH J1eATeNbHOCTH B PO eCCHOHATIBHBIX cpepax U CUTYaLUsAX;

— pa3BUTHE NUCKYPCHUBHBIX HABBIKOB - YMEHHUSI MOCTPOEHUS LIEJTOCTHBIX, JIOTUYHBIX
BBICKA3bIBaHUN (IUCKYpPCOB) pa3HBIX (YHKIMOHAJIBHBIX CTHJICH B YCTHOH M THCbMEHHOU
KOMMYHHKAIIUA Ha OCHOBC IIOHUMAaHUusA Pa3JINIHBIX BHUI0B Hpoq)eCCHOHaHBHO-
OpPUEHTUPOBAHHBIX TEKCTOB MPH YTEHUH U ayIUPOBAHUH;

— pa3BUTHE NPAKTHKHU HCIIOJIB30BAHUS aHTJIMHCKOTO SI3bIKA JJISl PELICHUs! ClIeHUaTbHbIX
npodecCHOHANBHBIX 3a7ad (MoJ00p JIUTEpaTyphl, YTEHHE COOTBETCTBYIONIMX HCTOYHHKOB,
MIPOCMOTP MPOTPAMM 10 HHTEPECYIOMICH CTyIeHTa TPOOIeMaTHKE);

— 3aKpervieHue CTpaTernyeckoro HaBbIKa

— HaBbIKa HCIIOJb30BaTh BepOajbHble U HEBepOalbHBbIE CTPATETHH JUIsl KOMIICHCALIUU
HpO6€JIOB, CBA3AaHHBIX C HEAOCTATOYHBIM BJIIAACHUEM A3BIKOM,

— TIOBBIIIEHUE YPOBHS Y4eOHOI aBTOHOMUH, CIOCOOHOCTH K CaMOOOPa30BaHMIO;

— Pa3BUTHUC KOTHUTHBHBIX U UCCIICAOBATCIILCKUX yMeHHﬁ;

— pacuMpeHHe Kpyro3opa M IOBBIIICHHE OOLIeH KyJIbTYpbl: H3yY€HHE KYJIbTYPHBIX
0COOEHHOCTEH, HPaBOB, OOBIYAEB CTPAH U3YYAEMOTO SI3bIKa, ITUKH, BOCIIUTAHUE TOJIEPAHTHOCTU
N YBAXKCHUSA K JYXOBHBIM LICHHOCTAM pPa3HbIX CTPaH U HAPOOAOB.

2. MecTO IUCHUNJIMHBI B CTPYKTYPe OCHOBHOI1 npodecCHOHAIBHOM 00pa30oBaTe/ib-
HOIl MPOrpaMMbl BbICIIEr0 00pa3oBaHMs

JucrunnuHa «AHTIUHACKUN S3BIK U1 TPO(ECCHOHATBLHOTO OOIIEHU» BXOJIUT YacTh
y4e0HOro miaHa, GopMUPyEeMyI0 YYaCTHUKaMU 00pa30BaTebHBIX OTHOLICHHH 110 HATIPABIICHUIO
noarotoBku 38.03.01 DxkoHOMUKa, HaMpaBIEHHOCTH (TTpodwIIb) Tporpammel «bu3Hec-aHaTUTHKA
U U(poBasi FIKOHOMHKA.

3. O0beM TUCUHMILIMHBI B 324eTHBIX eIMHUIAX U AKAJEeMUYEeCKHUX Yacax ¢ YyKa3aHHu-
€M KOJIHYeCTBAa aKAIeMUYEeCKUX YaCOB, BbIIeJEHHBIX HA KOHTAKTHYI0O padoTy 00y4aro-
IUXCH ¢ mpenoaaBareseM (110 BUIaM YUYeOHbIX 3aHATHI) U HA CAMOCTOAITEJIbHYI0 padoTy
o0yuarwmuxcst

Ob6mas TpyA0EMKOCTh TUCHIUTUIMHBI COCTaBIsAeT 12 3a4€THBIX eauHMUIIL, Bcero — 432 yaca.

. Bcero yacos
Buj yueOHoi padoThl
ouHasi hopma OYHO-3a04Has
00y4eHus dhopma oOydeHust
KonTakTHasi padora ¢ npenoaaBareJieM (Bcero) 84 24
B Tom uncne:
3aHATHS JIEKIIMOHHOT'O THUIIA - 12




3aHATHUSI CEMUHAPCKOTO TUMA (IIPaKTUYECKUE 3aHS- 34 12
THS)
CamocrosiTesibHas padora (Bcero) 321 381

KonTpoinb

27

dopMa KOHTPOJIA

3a4er ¢ ONeHKOH, DK3aMeH

O0mast Tpyn0éMKOCTb JUCHMILIIMHBI

432

4. IlepevyeHb IJIaHNPYEMBbIX Pe3yJIbTATOB 00y4eHHS MO0 JUCHHUIINHE, COOTHECEHHBIX
¢ IVIAHNPYEMBbIMH Pe3yJIbTaTAMM OCBOCHHsI 00pa30BaTeIbHOI IPOrPaMMBbI

Kox m HaumenoBanue

Kon m HauMeHOBaHMe UHIH-

[Inanupyemble pe3ybTaThl

JSTh JACNOBYIO KOMMY-
HUKALlMK0 B YCTHOW H
MUCbMEHHOW  (popmax
Ha  TOCYIapCTBEHHOM
s3pike Poccuiickont @e-
Jepalid ¥ WHOCTpaH-
HOM(BIX) sI3bIKE(aX)

CTBUM C IOCTABJICHHOHU 3aIaueH.
YK 4.2

OcymiecTBISIET JIETTOBYI0 KOM-
MYHUKAIIUIO B OUCHLMEHHOU
dbopmMe Ha PYCCKOM W MHOCTPaH-
HOM s3bIKax.

KOMIIeTeHI UM (1if) KaTopa J0CTHKeHHUS KOMIIe-
00y4eHHs MO TUCHUIINHE
BBIIIYCKHHKA TeHIHH
KommyHnukanus NYK 4.1 3HaTBL: rpaMMaTHyECKuE IpaBU-
YK-4 Peanuszyer cBolo posib B KO- | J1a, GOPMBI U KOHCTPYKIIUH, JIEK-
CriocobeH  ocyIlIecTB- | MaHAHOM paboTe B COOTBET- | CUKY AQHIJIMHCKOTO S3bIKa, HE0O-

XOJUMBIE JIsl peaiu3aluu Ipo-
deccroHaNbHBIX 3a/1a4.

YMeTb: JOTUYHO, apryMEHTHPO-
BaHO M KOPPEKTHO MOJATOTOBUTH
YCTHBIE M NMHCbMEHHBIE BBICKA3bI-
BaHUs HAa WHOCTPAHHOM SI3BIKE B
pasnmuuHbIX cdepax npodeccruo-
HAJIBHOTO OOIICHHUS.

Baaaerb: HaBbIKAMH HCIOJIB30-
BaHUsI MOHOJIOTMYECKOHN U TUAO-
TMYECKOW YCTHOW M MHCHhMEHHOMN
peYH B CHTyaIusiX JI€JI0BOTO B3a-
UMOJICHCTBUSL B IIpeneiax u3y-
YEHHOT'0 SI3IKOBOTO MaTepuaia

IIK-3

CriocobeH  BBICTpauBaTh
KOMMYHHKAITMOHHYO
CTpaTeTHi0 M OCYIIECTB-
JIATh OPraHU3aIMOHHOE U
JOKYMEHTAI[MOHHOE
oOecrieyeHne HKOHOMH-
YEeCKOM JICATCIbHOCTH

UIIK 3.1.

[Tonmmaer ocobenHocTH Mpodec-
CHOHAJIbHOM KOMMYHHUKAllUH, B
T.4. HA QHIJIMHCKOM SI3BIKE.

UIIK 3.2

Ocy1ecTBisieT OpraHu3aluOHHOE

obecneyenne SKOHOMMYECKOI
ESITEITLHOCTH.

HIIK 3.3

OcymiecTBisieT  TOKyYMEHTallU-

OHHOE o0ecrieueHrue 3KOHOMHU-
YeCKON OeaTeIbHOCTH, B TOM
YHUCJIe HA THOCTPAHHOM SI3BIKE

3HaTh: JIEKCUYECKUN M rpaMma-
TUYECKUH MHHMMYM, HEOOXOMHU-
MBI NI BBHICTpPAauBaHUS KOMMY-
HUKAIMW HA aHTJINICKOM S3bIKE B
nporecce npodeccroHanbHOI
JeATEIbHOCTH.

YMeTb: OCyIIECTBIATh OPraHU-
3aI[MOHHOE U JIOKYMEHTaLlHOHHOE
obecrieueHne U 0pOPMIIATH TIPO-
(deccnoHaIbHYI0 JIOKYMEHTAIUIO
Ha aHTJINMCKOM SI3BIKE.

Baaners: HaBbIKaMM OCYLIECTB-
JICHUs] OPTraHU3allMOHHOTO U J0-
KyMEHTAI[HOHHOTO 0o0ecreyeHne
Ha aHIJIMMCKOM SI3BIKE.




5. Conepxanue Q¥ CHUANINHBI

HaumenoBanue teMm

Conep:xanue TeM (pa3iesion)

(pa3nesioB)
Forms of business Jlekcuka: TEpMUHBI B OOJACTH JEJOBBIX (POPMAaIbHOCTEH, HAJOTOB,
activities IOpUTTYECKUE CTaTyChl KOMITaHHH, WHIMBUIyaTbHOE

®opmbl Ou3Heca

NpeANPUHIMATENbCTBO, TOBAPHUILECTBO, aKIIMOHEPHOE OOIIECTBO, MX
MPEUMYIIECTBA U HEAOCTATKU

Urenue: Sole Proprietorship, Partnership, Corporation.
['pammaruka: JIUYHBIE, MPUTSIKATENIbHbIE,
MECTOMMEHHUSI.

Heonpenenennas ¢opma riaronos. CroBooOpazoBaHHe, 00BEKTHBIN
naiex.

[Topsimok cyioB B peasioxKEeHU. BormpocuTenbHbIe c10Ba. APTUKIIH.
KonuuecTBeHHBIE U MTOPSAIKOBBIC YUCTUTEIBHBIC.

VYcrHas peds (MOauIorundeckas):

-IPEUMYIIECTBa U HEIOCTATKU Pa3HbIX (opM Ou3Heca

VYcrHas pedb (MOHOJIOTHYECKAs ):

-pucku UII

[TuceMeHnHas peys:

- keiic Belt Up

YKa3aTCIbHBIC

Levels and areas of
management
YpoBHU U cheps
yIpaBIeHUS

Jlekcuka: TepMHHBI B c(epe yNpaBiIeHUs, YPOBHM MEHEIKMEHTA,
TPyAOBbIe OOS3aHHOCTH, HAa3BaHMA W OTBETCTBEHHOCTH OTJIEJIOB
OpraHu3aluu

Urenue: Levels of Management, Organization Chart

I'pammaruka: [lopsanok cnoB B mnpemioxeHud. llopsgok cimoB B
CaMOCTOSITEIbHOM ITOBECTBOBATEJILHOM INpeuiokeHuH. [lopsanok cios
B BOIIPOCUTEIILHOM NPEIJIOKEHNN. BpeMeHa akTUBHOIO 3aj10ra.
VYcTHas peds (Monuaornyeckas):

-00CyXJIeHHE TPYAOBBIX 00S13aHHOCTEN YIIPABIICHIIEB Pa3HbIX YPOBHEH
VYcTHas pedb (MOHOJIOTHYECKAs):

- 0KJ1a7 00 OTBETCTBEHHOCTAX OT/IE1a KOMIIAHUN

IIucemenHas peus:

- KeHc Success

Organizational structures
OpraHu3aliOHHbIE

CTPYKTYPBI

Jlekcuka: TEpMHHBI B OOJIACTH OPraHU3AIMOHHBIX OCOOCHHOCTEH
OpraHu3aiuii, BU7sl CTPyYKTyp, peCTPYKTYypHU3aLus

Urenue: Types of organizational structures, Restructurization
I'pammaruka: Ilopsimok cioB B BOINPOCUTEIBHOM IMPEAJIOKCHHH.
Ilopsmok CcOB B BOCKJIMILATEIBHOM IpEUIOKEeHHH. Bpemena
IIACCUBHOTO 3aJI0Ta.

VYcTHas peds (MoIuIornyeckas):

- MpeuMyIlecTBA M HEIOCTATKH pa3IMYHBIX OPraHMU3ALUOHHBIX
CTPYKTYp

VYcrHas pedyb (MOHOJIOTHYECKAs):

-OMHUCAaHUE CTPYKTYPbl KOMIAHUU

[TuceMeHnHas peyus:

- keiic Wildberries

Management
MenemKMEHT

Jlexcuka: TepMUHBI B 00JIaCTU MEHEI)KMEHTAa, CTUJIU YIpPaBIICHUS,
TUIIBI MEHEDKEPOB

Urenune: What is management, The big three management styles
I'pammaruka: UTHQUHUTUB U €r0 KOHCTPYKITUH.
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VYcTHas peds (ouIornyeckas):

-00Cy>X/ICHHE TUIIOB YIIPABJICHIIEB U UX Ka4EeCTB
YcTHas pedb (MOHOJIOTHYECKAS):

-OIIMCAHUE CTUJIEH yNpaBIICHUS

IIucemenHas peus:

- keiic Peter Drucker

Leadership
JlunepcTBo U nuIepckue
KauecTBa

Jlexcuka: TEpMUHBI B 00JIACTH JIMIEPCTBA, TUAEPCKIE KauecTBa,
Urenne:Leadership qualities: what does it take, Business leader
briefings

I'pammaruka: I'epyHauii, KOHCTPYKIUU C TEPYHIUEM.

VYcTHas peus (MoIuIorndeckas):

-00Cy>KJeHHE TUIIOB YIIPABJICHLIEB U UX KaUueCTB

YcTHas pedb (MOHOJIOTHYECKAs):

-OIKCaHue CTUJIEH YIIpaBIeHUS

IIncemenHas peus:

- keiic The new boss

Recruitment
[TonGop mepconana,
PEKpPYTHHT

Jlexcuka: TEPMHUHBI B 00JIaCTH PEKPYTHHIa, XEIXaHTUHT, €r0 BHJBI U
METO/BI, peYeBbIe CTPYKTYphl MU OOOpPOTHl Ha coOecelOBaHUM IpU
npueme Ha paboTy

Urenune:Methods of selection, A job interview, Headhunting
I'pammatuka: YcioBHbIE NPEII0KEHUS. CocnararenpHoe
HaKJIOHEHHE.

VYcTHas peds (oIuIorundeckas):

-METO/Ibl PEKpYTHHIa, COOECce]0BaHNE

YcTHas pedb (MOHOJIOTHYECKAs):

- keiic Orbit Records

IIucemenHas peus:

- HallMCaHUE COOCTBEHHOI'O pe3loMe

Marketing
MapkeTuHr

Jlexcuka: TepMUHBI B O0JIACTH MapKETHHTa, UCCIICIOBAHHS PBHIHKA,
IIEJICBbIC PBIHKH, CETMEHTAIIHS PHIHKA

Yrenue:

['pammatuka: CriocoObl BeIpaskeHHs OyIyIIero, BpeMeHa aKTHBHOTO U
IIACCHBHOTO 3aJI0Ta — [IOBTOPEHHE.

VYcrHas peds (MOauIorndecKkas):

- obcyxnenue 4 I1 mapkeTunra

VYcrTHas pedb (MOHOJIOTHYECKAs ):

- TOKJIaJ O METOJaX UCCIIEOBaHMs PhIHKA

[TuceMeHnHas peys:

- keiic Virgin Mobile

Promotion
[IpoxBmwxenue 6peHia Ha
PBIHKE

Jlexcuka: TepMHHBI B 00JacTM MapKETHHTa W PEKJIaMbl, BHJbI
peKIamMbl

Urenue: Uses of Advertising, Promotion, Promotional Mix
I'pammaruka: CriocoObl BbIpakeHus: Oy Iy1iero, BpeMeHa aKTUBHOTO U
MaCCUBHOTO 3aJI0Ta — IOBTOPEHUE.

VYcTHas peds (MoIuIorndeckas):

- o0cyxieHne PyHKIUN PeKIaMbl

YcTHas pedb (MOHOJIOTHYECKAs):

- TOKJaJ Ha TeMy BHIOPaHHOTO BHUJIA PEKIJIAMBI

IIucemenHas peus:

- keiic Danger Zone

International Trade
BHenHss Toprosis

Jlexcuka: TEPMHUHBI B 00JIACTH BHEIIHEH TOPTOBIIM, BHEIIHUE PBIHKH,
CTEpEOTHIIbl W KYJbTYpPHBbIE  OCOOCHHOCTH,  MEKIYHApPOJHBIC
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YKOHOMUYECKHE COIO3bI U OPTaHM3AINH, CAHKIIUU U OTPAHUYCHUS
Urenne:Entering a foreign market, Barko of Belgium, Pinball Wizard
learns from mistakes
['pammatuka: MoganbHble TIaroibl, OTTEHKH MOJATbHOCTH
VYcTHas peds (MoIuIorndeckas):
- 00CYy’XJIeHHE CaHKIIM{ BHEITHEH TOPTOBIN
YcTHas pedb (MOHOJIOTHYECKAs):
-nokiaan o BTO

IIucemenHas peus:

- 3cce EBponerickuii Coro3

6. CTpykTypa IMCUMILUIMHBI 10 TEMaM ¢ YKa3aHHEM OTBeICHHOI0 HAa HUX KOJIHYe-
CTBA aKaJleMUY€eCKHX YaCOB U BU/I0OB Y4eOHbIX 3aHATHI

Ounas popma o0OyueHust

KonTakTHas padora,
Ne HaumenoBanue Tem (pas- yac. Camocrosn-
J1eJI0B) TeJibHas pado- Bcero, uac.
n/n IIpakTnyeckue
JMCIUTIJINHBI Ta, Yyac.
3aHSITHSA
5 cemecTp
1. | Forms of business activities 10 34 44
®DopmbI bu3HECA
2. | Levels and areas of 10 34 44
management
YpoBHU U chepsl yrpaBIeHUs
3. | Organizational structures 10 35 45
Opra"u3aimoHHbIC CTPYKTYPHI
4. | Management 12 35 47
MenepKMEHT
HTroro 3a cemectp: 42 138 180
6 cemecTp
5. Leadership 8 36 44
JlupepcTBO U TUAEpCcKUe Kave-
CTBa
6. | Recruitment 8 36 44
[Tonbop nepcoHana, peKpPyTHHT
7. | Marketing 8 37 45
MapxkeTuHr
8. Promotion 8 37 45
[IpoxBuxenue OpeHaa Ha PHIH-
Ke
9. International Trade 10 37 47
Bremasg TOPIroBJIA
KoHnTpoJib: 27
Hroro 3a cemectp: 42 183 252
HUTOI'O: 84 321 432




OuHo-3204Has popma o0yueHUst

KonrTakTHas pabdora, 4ac.
HaumeHoBaHue Camocrosi-
Ne 3anaTus Jek- Bcero,
TeM (pa3aeioB) IIpakTnyeckue | TejJbHasi pado-
n/n IIHOHHOI'0 TH- gac.
AU CIUTIINHBI a 3aHATHS Ta, Yac.
S cemecTp
1. Forms of business 1,5 1,5 51 54
activities
®dopmbI Ou3HECA
2. Levels and areas of 1,5 1,5 51 54
management
YpoBHU Hu chepsl
YIIPABJICHUS
3. Organizational 1,5 1,5 51 54
structures
OpFaHI/IBaI_II/IOHHI:IC
CTPYKTYPBI
4, Management 1,5 1,5 51 54
MenepKMEHT
Hroro 3a cemectp: 6 6 204 216
6 cemecTp
5. | Leadership 1 1 35 37
JlunepctBo u nuaep-
CKHEC Ka4ueCcTBa
6. Recruitment 1 1 35 37
ITon6op nepconana,
PEKPYTHUHT
7. Marketing 1 1 35 37
MapkeTusr
8. Promotion 1 1 36 38
IIponBmwxkeHune OpeHmIa
Ha PBIHKC
9. International Trade 2 2 36 40
BHelHss Toprosuist
KoHnTpoJb: 27
HTroro 3a cemectp: 6 6 177 216
HUTOTO: 12 12 381 432

7. llepedyeHb y4eOHO-METOANYECKOT0 0OOecnevYeHHus 1JIs CAMOCTOSTeIbHOM PadoThI
o0yyaromuxcs Mo JUCHUIIHHE

CamocrodrenbHas paboTa sIBJIE€TCSI OJHUM U3 OCHOBHBIX BUJ0OB Y4€OHOH AEATENbHOCTH,
COCTaBHOM YacThIO y4eOHOI0 Mpoliecca U UMEET CBOEH I1eNbI0: TIy0OKOe YCBOGHUE MaTepuaa
JTUCLUIUIMHBL, COBEPIICHCTBOBAHUE U 3aKPEIUIEHUE HABBIKOB CAMOCTOSITENILHONW pabOThI C JIHUTe-
paTypoi, peKOMEHIOBaHHO! IPENOAaBaTe/IeM, YMEHUE HAUTU HYXXHBIM MaTepHUall U CAMOCTOS-
TENBHO €r0 MCIOIb30BaTh, BOCIIUTAHUE BBICOKOW TBOPYECKOM aKTMBHOCTH, WHUIUATHUBBI, NIPU-
BBIYKHU K IIOCTOSIHHOMY COBEpLICHCTBOBAHUIO CBOMX 3HAHUH, K LEJICYCTPEMIICHHOMY HAy4YHOMY
IIOMCKY.

KoHTpoab camocTosATenbHONU paboThl, SBISETCS BAXKHON COCTABIISIONICH TEKYIIETO KOH-
TPOJI yCIIEBAEMOCTH, OCYILIECTBISETCS IMPENOAABATEIIEM BO BPEMsl JICKIIMOHHBIX U IIpaKTH4e-
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CKHMX (CEMHUHAPCKUX) 3aHATHH M 00ECIIeYMBAET OIICHMBAHUE X0Jl1a OCBOCHUS M3Y4aeMOU JHUCIIH-
[LUINHBEL.

Bo3moxkHbIE TeMbI IPpe3eHTalu i

The marketing strategy of a company (the 4P’s)

The promotional strategy of a company (promotional tools)
The greatest success of entering a foreign market

The greatest success on a domestic market

The greatest flop on a domestic market

The greatest flop on a foreign market

Keys to successful management (based on an example of a certain company)
Ways to win customers

Internet advertising and buzz marketing

Peculiarities of Public Relations

Ethics in Business

Entrepreneurial Skills

. Headhunting: what does it take?

Tips to be successful at job interviews

What makes a great manager

Cultural stereotypes in business: Russia (any country)
Efficient ways to motivate staff

Effective methods of market research

Product life cycle

Your own idea

NN RN =

DO = bt ek it ek ek ek ke \O
SOXNIULELN—O

TpeOoBaHus K pe3eHTALIMH

—

. 9-15 cnaitnos B PowerPoint

2. Ilnan npe3eHTaLuu:

— Bcrymnenne (mouemy BeIOpaHa IaHHAs TeMa Mpe3eHTaum) (2 cnaiiia)

— OcHoBHas 4acTh

— 3aximrodyeHue (BbIBOIBI) (2 craiia)

3. Cnukep Mpe3eHTYET CBOIO TEMY (OrpaHUUYEHUE 110 BPEMEHU — 5-7 MUHYT) U OTBEYAET
Ha BOIMPOCH! YYACTHUKOB Ha aHTJIUHCKOM SI3bIKE.

PexoMeHaannu M0 NOATOTOBKE K NMpPe3eHTAllUN

v Otanbl paboThI HAJl TPE3CHTAIUEH

- IlpenBapurenbHas MOCTaHOBKA MPOOJIEMBI HIIU BBIOOD TEMBI.

- BwiaBmwkenne u 00CyXIeHHE TUIIOTE3 PEIICHUS] OCHOBHOM MPOOJIEMBI, UCCIICIOBAHNE
KOTOPBIX MOXKET CIIOCOOCTBOBATH €€ PEIICHUIO B paMKaX HAMEUYCHHON TEMATHKH;

- Tlouck u cOop mMarepuana s pereHus: TpoOIeMbl U PACKPBITHS TEMBI,

- OxoHyarenbHas NOCTAaHOBKA POOJIEMbI UM BHIOOD TEMBI;

- Tlouck pemieHus UM packpbITHE TEMBI HA OCHOBE aHAJIN3a U KJIaCCU(PUKAIINH
coOpaHHOTO MaTepHaa,

- Ilpe3enTamus u 3amuTa TPOCKTOB, MPEAIOIAraoNIas KOJUICKTUBHOE 00CYKICHUE.

4 [Ipe3enTanus M0KHA COACPIKATh TAKKE JIEMEHTHI KakK:
- OTJIABJICHUE;
- 1aTy MOCJIETHEN pEBU3HY;
- nH(popMaIHIo 00 aBTOpax;
10



- CIIMCOK ITOJIE3HBIX KAYCCTBCHHBIX CCBIJIOK C HOI[pO6HI)IM HUX OIMHMCAaHUCM

Pacnpenesienne caMocTosiTe/IbHOM PadoThI

Bunel, popmbl 1 00beMBI CaMOCTOSATENBHONH PabOThI CTYACHTOB MPH U3YUYECHUU JTAaHHOM
TUCITUTIMHBI ONIPEIENISIFOTCS €€ COJIepPIKaHueM U OTPaKEHBI B CISIYIOIIeH Ta0uIie:

Ne HauMeHoBanue teM Bua camocrosiTeJaLHOM O0BeM caMoCTOATENLHOMI
n/n (pa3neJioB) padoThI padoThI
JM CITUTIINHBI ouHas opMa | OYHO-3a0YHAS
o0yueHHs dopma
o0y4eHus
1 Forms of business [Toaroroska k 34 51
activities ayIUTOPHBIM 3aHATHUSIM,
®dopmbl OU3HECa MOATOTOBKA JIOKJIAI0B
2 Levels and areas of IToxroroska k 34 51
management ayIUTOPHBIM 3aHATHSIM,
YpoBHU U chepsl MTOATOTOBKA JIOKJIA/IOB
yIpaBlIeHUs
3 Organizational structures IToxroroska k 35 51
OpranuzanuoHHbIC ayIMTOPHBIM 3aHATHSIM,
CTPYKTYPHI MTOATOTOBKA JIOKJIAJIOB
4 Management [ToaroroBka k 35 51
MeHeKMEHT ayIUTOPHBIM 3aHATHUSIM,
MOATOTOBKA JIOKJIA0B
5 Leadership IToaroroBka k 36 35
JIunepcrBo u mmuaepckue ayJUTOPHBIM 3aHATHUSM,
Ka1eCcTba [IOATOTOBKA JOKJIAOB
6 Recruitment IToaroroBka k 36 35
Hoxbop mepconarna, ayJUTOPHBIM 3AHATHSIM,
PCKPYTHHT [IOATOTOBKA JOKJIAOB
7 Marketing ITonroroBka k 37 35
Mapxernnr ayIUTOPHBIM 3aHATHUAM,
MOJATOTOBKA JIOKJIAI0B
8 Promotion IToaroroBka k 37 36
Iponemxkenne Gpenna Ha ayITMTOPHBIM 3aHATHUAM,
PBIHKE NOATrOTOBKA JOKIA0B
9 International Trade IloaroroBka x 37 36
Bremnsis Toprosus ayIUTOPHBIM 3aHATHUAM,
MOJATOTOBKA JIOKJIAI0B
HUTOI'O: 321 381
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8. IlepeueHb BONPOCOB U THIOBBIE 32IaHUS JJIsl MOATOTOBKH K MPOMEKYTOYHOM
arTecTalnu

8.1. Ilepeuyenn 3agaHuil 1JIs1 MOATOTOBKH K 3a4eTy € OLCHKOMH

Tema 1. Forms of business activities. @opmbl On3Heca

3aganue 1.

[lepeBeauTe npeaoKeHMs, UCIIONB3Y JEKCUKY 1o TeMe Forms of business activities:

1. 5 nmer Hazam naBa apyra pemmid HadaTb cBo€ neno. OHu B3sJM ccynay B OaHke,
HOJIYYWIIN JUICH3UIO ¥ OCHOBAIM KOMIAHUIO TakcH. JT0 ObUI0 mapTHEpcTBO. C camoro Havasa
BC€ IIIJIO TJIAJIKO, HO Yepe3 HEKOTOpPOE BpeMs YBEJIHMYCHHBIH 00BEM MepeBO30K (transportation)
3aCcTaBUJI MApPTHEPOB U3MEHUTH CTAaTYC KOMIIaHHH.

2. Komnanus Ilpokrtep sHn I'>mMO0n cTpouTcs mo mponaykrty. Bo BHHUMaHUM KaKI0TO
OTJeJ1a HAXOJUTCSA OJIMH U3 MPOJYKTOB KOMIIAHUU M CHOCOOBI €ro yJaydllleHUs. JTa CTPYKTypa
MI03BOJISIET PYKOBOJUTEIISIM OT/IEJIOB pearnpoBaTh Ha 11000 BHI30B HA PHIHKE, aIalTUPOBATHCS K
U3MEHEHUSIM NOKYNaTeIbCKUX HYX/1 ¥ OAJIEPKHUBATE KOHKYPEHTOCIIOCOOHOCTh KOMIAHUH.

3.Ana Toro, 4ytoObl BIOXHYTH B KOMIAHUIO HOBYIO JKH3Hb, OHa OblJa HEAABHO
PECTPYKTYPU3SHUPOBAHA. PyKOBO,Z[CTBO YBOJWJIO TE€X CJHYKAMNUX, KOTOPLIC CONPOTUBIAINCH
nepemeHaM. Mucrtepa brelika BBenn B CoBeT aupekTopoB. OH 3aiiMET Mecto Muctepa I'puHa,
KOTOpBIfI PaHbIIC MTOJIOKCHHOI'O CPOKA YXOIUT HAa INCHCHUIO. On 6yz[eT HaXOJUTHCA B IIPAMOM
HOJYMHEHHUH Y UCTIOTHUTEIBHOTO JUPEKTOpa U OTBEYATh 3a BCE MPOJAKH KOMITAHUU.

3aganue 2.
Hanummre aHanoru TaHHBIX IEJIOBBIX TEPMUHOB Ha aHTTUHCKOM si3bIke 1o Teme Forms of
business activities:

IOpUINYECKOE JIUIIO0 —
COOCTBEHHOCTD, MOJIEJICHHASI HAa aKLIUU —
HECTU OTPAHUYEHHYIO OTBETCTBEHHOCTH -
OBITH HA3HAYEHHBIM aKIIHOHEPOM —
BO3TJIaBJISIEMbIN MpeiceIaTeieM COBETa TUPEKTOPOB —
MOJAYMHATHCS aKIIHOHEPaM —
JEeSTENIbHOCTH/IPOAYKTUBHOCTh KOMITAHUH —
COOTBETCTBOBATh OKHUJIAHUSIM aKIIHOHEPOB —
eXerogHoe odiee coOpaHue aKIHOHEPOB —

. 130path HOBBIN COBET TUPEKTOPOB —

. OOBIYHBIE/TIPUBUIICTUPOBAHHBIC AKITUHU —

. IpoJIaBaTh aKIMU Ha (POHIOBOM PHIHKE —

. IO/ITIEKATh MyOIUYHON OTYETHOCTH —

. KOH(UEHIMABbHBIN XapaKkTep KOMIaHUH —

. BIA/IeTh OOJBIINM KOJTMYECTBOM aKITUi —

. BBIIIYCTUTH OOJIUTaluu —

. COTJIACUTHCS HA Nepefavy akIuil —

. OOBSBUTH MOJANUCKY HA aKIUH -

. HET OTPaHWYEHUH IO KOJINYECTBY aKIIMOHEPOB —

WX R WD —

— e e e e e e e e
O 001N WDn P WN—=O

3aganue 3.
PackpoiiTe ckoOKH, UCTIONB3Ys MPAaBUIbHYIO (JOPMY aHIIIMHCKOTO IJ1aronia (BpeMeHa,
WH(UHUTHUB, TEPYHIUH, IPUYACTHE)
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1. As 1 (walk) home the other night, I

(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. I 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 passengers at a time, if it ever (manage/ get) off
the ground.

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

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

(stay) in and (watch) a DVD.
3aganue 4.

[TepeBeauTte mpeIOKEHHS, HCTIONB3YS JEKCUKY 1o Teme Forms of business organization:
1. UaauBuayanbHbIA MPEANPUHUMATENb MOKET MOJYYUTh JUIEH3UIO, B3MITh CCYAY B OaHKe 1
HAYaTh CBOE JIeJI0, OJTHAKO B CiIy4yae 0AaHKPOTCTBA €My IIPUJIETCS OTBEYATh 32 J0JITH CBOUM
JIMYHBIM MMYILIECTBOM.
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2. Bce komnannu pa3BUBAIOTCH 32 CYET PEMHBECTHPOBAHUS NMPUOBLIM, U JIUIIb
aKIMOHEPHBIC 00IIECTBA HE UMEIOT CJIOKHOCTEH C MPUBJIeYeHHEM KANMTAJA, TAaK KaK OHU
MOTYT MPOJAaBaTh CBOM AKLMHU HA PbIHKE IIEHHBIX Oymar.

3. Jlnst komnaHuii ¢ pyHKIIMOHAIBHOM CTPYKTYPOH TUITMYHBI 4YeTKO 0003HAYeHHbIe
MOJTHOMOYMS M 00s13aHHOcTH. KaxkoMy ciyxallemMy U3BECTHO, 32 YTO OH HeceT
OTBETCTBEHHOCTDb U KTO €r0 HelMmocpeACTBeHHbINH HaYaJIbHUK. OqHaKo NOJ00HAs CTPYKTypa
HE Coco0CTBYeT ObICTPOMY NPUHATHIO PeLIeHHI, YTO )KU3HEHHO HEOOX0IMMO B NOCTOSIHHO
MeHALLecsl 1eJ10BO cpeje.

4. Komnanusa Ckail U3BECTHA CBOMMU HHHOBAUMAMM. [ 0OTOBHOCTH pearnpoBaTh Ha
U3MEHEHMs U aJallTHPOBATBLCA K HUM [IOMOTaeT € COXpaHUTh KOHKYPEHTHOe
NMPeUMYIeCcTBO U o0ecneunBaeT rHOKOCThL KOMIIaHUU.

5. BaxxHo, 4TOOBI HaYaILHUK OOIIAJICS CO CIYXKAIIUMU B YeTKOM W SICHOH MaHepe, 0003Ha4YaJ
POJIN U OTBETCTBEHHOCTh U OLIEHUBAJI IeAITEJIbHOCTH MOAYMHEHHBbIX. OH J10J)KEeH HMeTh
XOPOIIMH MOCTY>KHOM CNIUCOK U ObITH IKCIIEPTOM B CBOei 00J1aCTH.

Tema 2. Levels and areas of management. YpoBHU U cepbl yIpaBICHH
3aganue 1.

JlomosHUTE Ccaeayromuil TEKCT TepmuHaMu 1o 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) ...........o..o. .

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) e by various executive officers or vice-presidents, each with
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clearly (3) coovvviiiiia... authority and responsibility (production, marketing,
finance, personnel, and so on).

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

have their decisions and performance (6) ..................... 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) .ocviriiiiiiieeiiieeiie, 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 2.
OOBenuTe TEpMUH, KOTOPHII HE BXOAUT B KOXKIYI0 TOPU30HTAIBHYIO IPYIIITY:

1 firm compnanv societv subsidiar
2salary manager engineer employee

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

3ananue 3.
Ha3zoBuTte opraHu3anoHHbIE CTPYKTYPBI, ONIMCAHHBIE B JAHHBIX TPEIOKESHUSIX:
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.
3 A structure that enables a company to operate internationally, country by country.
4 A structure organized around different products.

3aganue 4.

IlepeBenure Ha AaHIVIMHACKUN SA3BIK JAaHHBIC IIPEIJIOKEHHUs, HCIOJb3YS
TepmuHosioruto mo teme Levels and Areas of Management:

1. Moii orer; ympaisieT Hamied koMmnanuei Bot yxe 20 sner. B ynpaBnenuu Ouznecom
OH TIPUACPKUBACTCS KOHCEPBATUBHBIX B3IJVISJIOB, HO KOMIIAHWS BCETAa_yaeseT Ooiblioe
BHUMaHUE HYXJaM_IIOTpeOuTeneil u ObICTPO pearupyeT Ha U3MEHEHHUs Ha phiHKe. OTel pemnrmt
cOKyCHUpPOBaThCd HA MNEPCOOYYEHHMM COTPYAHHMKOB W IPHUHAJI Ha pPadOTy HECKOJIBKUX
po(hecCHoHANIOB, KOTOPhIE OyIyT MPOBOIUTH OOYUYCHHE.

2. Illltab xBaptupa kommanuu ABC wHaxomurcs B Hbm-ﬁopxe, a eé dmwinaibl
pacnojokeHsl B 15 cTpaHax.

3. U3-3a causgHusg ¢ KomiaHued X Hama KomIaHusa Oblia peopranusoBaHa. 30%
nepcoHalia COKpaTuiau. Sl ske moJIy4uJI MOBBIIIEHUE 10 KapbepHoH JiecTHUlle. Ceitvac s 0TBevalo
3a pabOTy CEpBUCHOIO IIEHTPA.

4. TlocTosiHHAsL TOTEpPs JOJIW PBLIHKA, BO3PACTAIONIAs KOHKYDPEHIUS — IMPOOJIEMBI, C
KOTOPBIMU B TIOCJIETHEE BpPEeMs CTOJIKHYJIAch Hamla komranus. Ceifuac Hamia 3agada — CPOYHO
oTpearupoBaTh Ha HHX. [Ipexae Bcero Mbl CMEHHUM KypC KOMITAHHUU, PECTPYKTYPU3UPYEM €€.
PykoBOJACTBO KOMITAaHMHM PEIIMIO HE COKpaliarh, a NepeoOyYHuTh TeEpcoHald. YMeHHue
aIaNTUPOBATHCS K TIOCTOSTHHO MEHSIOMIEMYCSl PBIHKY — BOT 3JI0T ycrexa JIIo0oro OmsHeca.
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Tema 3. Organizational structures. OpraHu3aliOHHBIE CTPYKTYPBI

3aganue 1.
Packpoiite ckoOKH, HCIONB3YS NMPaBHIbHYIO (HOPMY aHITIMKACKOTO TIJaroyia (BpeMeHa,
YCIIOBHBIE BBIPAXKEHUS, COCIIaraTelibHOe HAKJIOHEHHE)

1. Ifthe 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.

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 2.
BcraBbTe npaBuipHyI0 (hopMy riarosia to be, ooparias BHUMaHUE Ha YHCIO 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.
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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.

Tema 4. Management. MeHe1)KMEHT

3aganue 1.

IlepeBenuTe Ha QaHTJIMHUCKUU SI3bIK JaHHBIE TIPEIJIOXKECHUS, HCHOJIb3Yys
TEPMHUHOJIOTHIO IO TeMe Management:

1. Uto kacaetcst BeeHUs OW3HECA, HOBBIM MEHEIKEp OTJIea MPOJak U MapKETHHTa HE
MpUEMJIET KOHCEPBATUBHBIX B3I A0B. OH CIOCOOEH CTaBUTh YETKHE 1IN, OBICTPO pearupoBath
Ha U3MEHEHUA PhIHKA, MOOLIPSATh KOMaHIHbIA TyX COTPYAHUKOB.

2. XYZ — nunamuyHasi, ObICTPO pacTylias KOMIIaHUS MO MPOU3BOICTBY KaHIEISIPCKUX
TOBapoB. B ycnmoBusx XECTKOW KOHKYPEHIIMM HaM HEOOXOIUMO IIOCTOSTHHO TPOBOIHTH
WCCJICIOBAHMSI PhIHKA M OBICTPO PearupoBaTh Ha €T0 U3MCHEHHSI.

3. Hama xommanmsi Obuia ocHoBaHa B cepeauHe 1990-x romoB, W MBI OBICTPO
pasBuBaeMcs ¢ Tex mop. KoMmaHusi COCTOUT U3 5 OTIENOB: aJIMUHUCTPATHBHBINA, ()MHAHCOBHIH,
MPOU3BOACTBEHHBIM, OTAE] MapKeTHHra W MNpoAdaXk M KaApoBbld oTAen. Hamr nepconan
HacuuThiBaeT cBbime 5000 corpyanukoB. ['onmoBHO# oduc pacnonoxen B Jlongone. Hamm
JIOYEpHUE TNpennpusiThusi Haxonarcs B Munane u bepnune. B crnepyromem roay KommaHHs
IUTAHUPYET OTKPBITH CBOU (runan B Mockse.

3ananue 2.

IlepeBenuTe HA aHTJIMWCKUN SA3BIK JaHHBIC NPEAJIOKECHUS, UCITOJIb3Y I
TEPMHHOJIOTHIO IO TeMe Management:

1. HegaBHO coBeT nupektopoB komnanuu Cornerstone Group ycnenrHo nmpoBeni
neperoBopsl ¢ Metrot Co. o cnusiHuN 3TUX ABYX KoMmnanuid. Komnanus Metrot — npekpacHoe
npuobperenue ais Cornerstone Group.

2. Metrot Co. cnienuanu3upyeTcsi B IPOU3BOJCTBE TOBAPOB JIJIsl JOMA, U B CBOUX
PO3HUYHBIX MarazuHax Mpe/ICTaBIseT LIUPOKU BEIOOP TOBAPOB, @ TOBAPOOOOPOT KOMIAHUH
COCTaBJISIET 4MIIH. €BPO.

3. Komnanus Metrot imMeeT MHOTO TOYEpHUX NMpeanpuaTuil no Bcer EBporie, a ux
ronoBHoU oduc Haxoautcs B [lapuxke. brarogaps cBoemy qMHAMHYHOMY CTHITIO 3Ta KOMITAHUS
OBICTPO pearupyeT Ha PbIHOYHbIE U3MEHEHHUS.

3aganue 3.
3amonuure HpOGGHBI HaH60nee noAXOAAIINMHA TCPMUHAMU U3 CIIMCKA IO TCMC
Management:

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

1. Why does the company have such a rapid ?

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

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

staff to Europe.
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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.

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

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

3aganue 4.

PackpoiiTe ckoOKH, UCTIONB3YS MPAaBUIbHYIO (JOPMY aHIIIMHCKOTO IJ1aronia (BpeMeHa,
MH(UHUTUB, TEPYHIUN, IPUYACTHE, YCIOBHbIE BBIPAXKEHNUS, cOocararelbHOe HaKJIOHEHHE,
MOJAJIbHBIE TJIar0JIbI)

1. Look! Leslie seems (enjoy) herself. It is the first
time I (see) her so happy.
2. There appeared (be) no one in the house. John
(consider/climb) through one of the open windows but decided
against it (not risk/notice). He
(decide/wait) until it (get) dark.
3. I (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.
0. Her parents regret (allow) Tina
(stay) out late.
10.  Look! The wallpaper (come) off the wall! It’s
high time (we / do up) the flat.
11.  Always late? Try (set) your watch five minutes fast.
12. She certainly mentioned (see) Mark, but I don’t
remember (she/talk) about Vickie.
13.  Martha (practice/play) the piano daily for
months, but she seems (make) little progress.
14.  Listen! The review (say): “Tastefully
(decorate), conveniently (locate), and with a wide
range of courses to suit all occasions, this is the perfect meeting place after a hard day’s work”.
Why (not/go) there for dinner?
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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/teel) 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.

8.2.IlepeyeHb BONPOCOB i1 MOATOTOBKH K IK3aMEHY
Tema 5. Leadership. JIugepcTBo 1 InaepcKkue KayecTa

3ananue 1.
Harmmmure pycckue aHanoru JaHHBIX aHTJIMACKUX TepMUHOB 110 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

Ne)

3aganue 2.
3aroyiHuTe MPOIYCKU MPAaBUIIbHOM (POpMO IJ1arosa B MOAXO/SAIIEM BpEMEHH (aKTUBHOU
WJIU TIACCUBHOM (hOPMBI):

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

2. 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.
3. An Oxford amateur pilot has been proclaimed a hero. “ My son Max

(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).
4. (the clock/hardly/strike) 5 when
Peter (stick) his head around the door and

(say), “Tea, anyone?”

5. My car (repair) and I don’t know when it
(be) ready. I doubt if I (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.
6. More and more similar cases (argue) in
the courts.

Tema 6. Recruitment. [Ton6op nepconana, peKpyTUHT

3aganmue 1.

Harmmmure pycckue aHanoru JaHHBIX aHTJIMHCKUX TEPMUHOB 110 TeMe Recruitment:

1. Candidates for this appointment is graduate, qualified accountant

2. a fully qualified experienced accountant

3. with an impressive record of success in senior finance appointments in commerce and
industry

4. with a good examination track record

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

6. have a high level of professionalism

7. have a detailed knowledge of accounting systems

8. have in-depth experience in managing ...

9. 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

3ananue 2.
3anongHuTe TaOIMIy 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

Tema 7. Marketing. MapkeTuHr

3aganue 1.
IlepeBenure Ha aHTJIMUCKUU SI3BIK JAHHBIC IIPEAJIOKEHUSI, UCIIOJIb3Ys
TEepMHUHOJIOTHIO IO Teme Marketing:

1. JIrobo#i TpOayKT, Aake TOMOBBIM, MPOXOAWT 4 CTAUM HKU3HEHHOTO IIMKJIA!
MPEICTABICHUE HA PHIHOK, POCT, 3PEJIOCTh MPOJIYKTA U CHaJ.

2. llepen TeM OpPENCTaBUTb NPOAYKT HA PBIHOK, J00as KOMIIAHHUS HCCIETyeT
NOTCHIMATbHBIA PBIHOK, CTapaeTcsi OMPENeNUTh HYKJbI MOoTpeOuTeneii W Ha3zHAYaeT TaKyIo
IIEHY, YTOOBI JOCTHYb OOJIBIIUX 00BEMOB TPOIAK.

3. PykoBoactBo kxommanmu ABC pemmio pacivpuTh JIMHEHKY TpoaykTa. YUTOOBI
OPOCTUMYJIUPOBATh CHOPOC, KOMIIAHMSI COOHMpAaeTCsl MCIOIb30BaTh «3BE3» B PEKIaMHOU
KOMIaHUM HOBoOro OpeHma. HeoOXoIWMOCTh pacIMpeHus YK€ JaBHO BO3HUKIIA, TaK Kak
CYHIECTBYIOIIMN ACCOPTUMEHT YK€ HE IPUBJICKACT IIEJIEBOU PBHIHOK. BepoATHO, KOMIaHUH
MPUAETCS UCKATh HOBBIE KaHAJIbl PACHIPEICIICHUS.

3ananue 2.
OO6BeauTe MpaBUIILHBIN TepMUH(BI), OTBETUB Ha CJISAYIOIIME BOMPOCH! 1o Teme Marketing:
1

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

© 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

C Just businesses
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5.
Which of the following is NOT an element in the marketing mix?

Price
Profit

Promotion
6.
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

3aganue 3.
ComnocraBbTe TepMuHBI 10 TeMe Marketing cieBa ¢ ero onpeeeHIeM crpana:
1 | Market a | The company, product, or service with more sales than any other
opportunities company, product etc in its market
2 | Market b | The process of dividing a market into distinct groups of customers
research who have different requirements or buying habits
3 | Market c | A group of customers that share similar characteristics, such as age,
segment income, and social class
4 | Market d | The percentage of sales in a market that a company or product has
segmentation
5 | Market share e | The activities involved in obtaining information about a particular
market
6 | Market leader | f | Possibilities of filling unsatisfied needs in sectors in which a company
can profitably produce goods or services

Tema 8. Promotion.IIponBmxeHue OpeHaa Ha peIHKE

3aganue 1.

[Ipounraiite cTarbio Mo Teme Promotion cTaThio U BRIOEpUTE MPABUILHBIN TEPMUH,
9TOOBI 3aMOTHUTE Kax el mpoden (1-11) uz A, B, C wmm 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.
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When problems — particularly problems of communication regarding the 9

of the discount — occur during the 10 of a promotion, the person who is managing

the

credit (whether the owner or a designated employee) will be spending too much extra time

responding to the oral and written questions of customers. At this point, the credit manager must

put on his or her customer relations hat and move into damage 11 before it
becomes a more serious problem.
1 A) launch B) declare C) install D) proclaim
2 A) point B) rank C) stage D) level
3 A) instigate B) motivate C) provoke D) initiate
4 A) quality B) merit C) attain D) rate
5 A) implement B) application C) movement D) tactic
6 A) peaks B) heights C) tips D) caps
7 A) capacity B) size C) volume D) scope
8 A) convey B) fulfil C) meet D) produce
9 A) characteristic B) nature C) disposition D) spirit
10 | A) course B) path C) route D) track
11 A) direction B) manipulation C) limitation D) handling
3aganue 2.
ComnocTaBbTe TEpMHUHBI 110 TeMe Promotion cieBa ¢ ero onpeneneHrueM crpasa:
1 | undercover marketing | a | using electronic media like email or SMS to promote products
2 | e-marketing b | promoting products to target customers, for example, through
addressed mail
3 | direct marketing c | persuading people to buy a product or service by announcing it
on TV, radio, or in other media
4 | product placement d | marketing that spreads from consumer to consumer, often
online
5 | viral marketing e | marketing which customers do not realize they are being
marketed to
6 | advertising f | putting products or references to products in media like films
or video games
3aganue 3.
OOBenuTe MPaBUIBHBIN MOATBHBIN IJ1aroJ:
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
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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 | 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

Tema 9. International Trade.BHemrHsist TOProBiIs

3aganue 1.

ComnocraBbTe TepMHUHONIOTHIO IO TeMme International Trade u3 pamku ¢ onpeneneHusIMu
HIDKE.

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

1.Trade in goods

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

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

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

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

7.A positive balance of trade or payments

8.A negative balance of trade or payments

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

10.Imposing trade barriers in order to restrict imports

11.Taxes charged on imports

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

3aganue 2.
ComnocraBbTe TepMUHBI 10 TeMe International Trade cieBa ¢ ero onpeneneHueM cripasa:
1.Capacity A.the quality of being stable
2.Profits B.working via independent middlemen (agents and distributors)
3.Stability C.developing foreign-based assembly or manufacturing facilities
4.Distribution channel | D.the ability or power to contain, absorb or hold
5.Indirect exporting E.setting up an export department or even an overseas sales branch
6.Direct exporting which actively uses the company’s own employees
7.Direct investment F.a network of organizations, including manufacturers, wholesalers
and retailers, that distributes goods or services to consumers
G.excess or revenues over outlays and expenses in a business
enterprise over a given period of time, usually a year
3aganue 3.

3anosHUTE MPOMYCKU TepMUHAMu 10 Teme International Trade:
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1.The pinball machine has developed a
new market in the Middle East.

2. from video games and computers has hit small manufacturers.
3.Vincenti puts using a good at the top of his
lessons learned list.

4.When you’ve time, effort and money in making an export sale, you
want to get )
5.0ther lessons learned centered on .
6.You should be prepared to your product
to meet local )

7.Would-be exporters should make a firm to export.
8.A final lesson is to remember that appearances can be

8.3. TunoBple 3agaHud 1J1 ONEHKH 3HAHUI

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

Profit from marketing

8.4. TunoBble 3a1aHUSA VISl OLIEHKH YMEHU I

3aganue 1.
IIpounTaiite TekcT Ha Temy PopMbl OM3Heca, codepuTe M MPOAHAIU3NPYHTE
HH(OPMALUIO O CJIeYIOLeM:
1. Ckaxxure, Kakue BOIIPOCHI PACCMAaTPUBAIOTCS B TEKCTE.
2. Cxaxure, Kakas mpobjemMa BbITEKAeT U3 COJCPIKaHMUS.
3. IlocTraBbTe K TEKCTY HECKOJIBKO BOIIPOCOB U 3aJaliTe UX BallleMy TOBApHILy, 3aT€M OTBETHTE
Ha €T0 BOIIPOCHI.
4. ITonTBepauTe TOUYKY 3pCHHS, U3T0KEHHYIO B TEKCTE, UCTIONb3Yys COOCTBEHHBIN IPUMED.
5. Beickakute MHEHHE 0 TPOYUTaHHOM. COoOOIINTE U3BECTHBIE BaM JONOJHUTEIbHbIE CBEICHHUS.
[IpuBenute npumMepsl, HakThbl, TOJOOHBIC OMUCHIBAEMBIM B TEKCTE.

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

What factors have made your business successful?

First of all, the advent of LCD watch technology in the 1970-s created a vast opportunity
for us. Although the Swiss were the first to develop a quartz watch, the support of the Swiss
manufactures was not strong as they overlooked the phenomenal growth potential of the market.
They believed their mechanical excellence would keep them leaders of the industry and that the
quartz watch was 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, I 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
NPoaHAJIU3UPYHiTe HHPOPMALIUIO O CJIeYIOLIEeM:
1. Ckaxute, Kakue BOMPOCHl PACCMATPUBAIOTCSI B TEKCTE.
2. CkaxuTe, Kakas mpobieMa BBITEKaeT U3 COIECPIKaHUSL.
3. IlocTaBbTe K TEKCTY HECKOJIBKO BOIPOCOB U 3aJaiiTe WX BallleMy TOBapHIILy, 3aTEM OTBETHTE
Ha €ro BOIIPOCHI.
4. IloaTBepauTe TOUKY 3pEHUS, U3I0KEHHYIO B TEKCTE, UCIIOIb3YsI COOCTBEHHBIN MPUMED.
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5. Beickaxute MHEHHE O TpounTaHHOM. COOOIINTE U3BECTHBIE BaM JIOTIOJIHUTEIIbHBIE CBEICHUSL.
[IpuBenute nmpumepsl, HakThl, TOJOOHBIE OMUCHIBAEMBIM B TEKCTE.

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

First of all, managers (especially senior managers such as company chairmen and directors) set
objectives, and decide how their organization can achieve them. This involves developing
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.

8.5. TunoBkIe 3aJaHUA 1JI OHEHKH HABBHIKOB

3ananue 1.
Onumure ypoBHM U cepbl ynpaBjieHUs BbIOpaHHOH BamMu koMnanum, ucnosib3ys
Jekcuky no 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.

Top managers and executives:
Board of Directors, Chairman (Chairwoman) or President (4m.), Managing Director (Executive
Director) or Chief Executive Officer (CEO — Am.)
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11

13.
14.

15.
16.

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).

Middle (Senior) management (company officers):

Finance director (Chief financial officer — Am.), Marketing Director, HR Director (Personnel), IT
Director, R&D Director, Production Director, Sales Manager or Sales Director (or Vice
Presidents — Am.)

Departments: Finance, Sales and Marketing, Personnel (HR), Research and Development
(R&D), Production

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.

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.
12.

Finance director controls all aspects of finance and is responsible for allocating the company's
resources.

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 (HaxomsaTcss y HEro B HemocpeAcTBeHHOM nomaunHeHun). Export Sales Director is
responsible to Sales Director.

a strategy, 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.
3amanmue 4
IloaroroBbTe pa3BepHyThIe NMCbMEHHBbIE OTBETHI HA BONpockl o Teme Levels and areas of
management:

1. What are the levels of management?

2. What are the responsibilities of a top manager?

3. What are middle managers responsible for?

4. Why is the position of a first-line manager important, especially in a company involved

in manufacturing business?
5. What are the most common areas of management (e.g. finance, sales, etc.)?
6. 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?
8. Do you think any company can afford to have its own PR department?

9. IlepeyeHb OCHOBHOM ¥ JONOJHHUTEILHON Y4eOHOM JJUTEpPaTypPbl, HEOOXOAUMOM ISt
OCBOEHUS THCHHUILINHBI

9.1. OcHOBHas JIUTEpaTypa
1. Jleruyenko, B.B. AHrnmiickuii si3bIK Juisi KOHOMHCTOB (A2-B2): yueOHUK s

By30B/ B. B. JleBuenko, E. E. lonranésa, O. B. MemepsikoBa. — 2-e¢ u31., UCIP. U JOIM. —
Mocksa : M3natensctBo FOpaiit, 2021. — 408 c. — (Bricmiee obpazoanue). — ISBN 978-5-
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534-14780-3. — Texkcr : anektponHsid // OOpa3oBarenbHas miaTdopma IOpaiit [calT]. —
URL: https://urait.ru/bcode/481858

2. CroruueBa, O.H. Anrnumiickuii s3bik s skoHomuctoB (B1-B2). English for
Business Studies in Higher Education : yue6noe mocobme mist By3oB/ O. H. CtorHueBa. —
Mocksa : M3natensctBo FOpaiit, 2021. — 197 ¢. — (Bricmiee obpazoanue). — ISBN 978-5-
534-10008-2. — Tekcr : snexTpoHHbIid // OOpa3oBatensHas miaardopma FOpaiiT [caiit]. —
URL.: https://urait.ru/bcode/475072

3. Janunenxo, JI. II. AHrmmiickuii sI3bIK Ui 3KOHOMHUCTOB (B1—B2): yueOHUK u
npaktukyMm s By3oB / JI. I1. Jlanunenko. — 3-e u3a., ucnp. u aomn. — Mocksa: M3mparenbcTBo
Opaiit, 2020. — 130 c. — (Bricmiee o6pazoBanne). — ISBN 978-5-534-07990-6. — C. 1 —
Tekcr: anextponnsiii // DBC FOpainit [caiit]. — URL: https://urait.ru/book/angliyskiy-yazyk-
dlya-ekonomistov-b1-b2-452042

9.2. lonotHUTEIbHAS JIUTEPATypa

1. Sxymesa, U. B. Anrmmiickuii s3pik (B1). Introduction Into Professional English :
y4eOHMK M TpakTHKyM st By30B/ W. B. fAkymesa, O. A. JlemuenkoBa. — 3-¢ W31., UCIP. U
norm. — Mocksa : WsnmarensctBo [Opaiit, 2021. — 148 c.— (Bricmee obOpa3zoBanue). —
ISBN 978-5-534-07026-2. — Texkcr : anekTpoHHbIH // O0pa3oBatenbHas miaatdopma FOpait
[caiiT]. — URL: https://urait.ru/bcode/4901592.

2. Mensitno, B.B. Axanemuueckoe mmcemo. Jlekcuka. Developing Academic
Literacy : yuebHoe nmocoOue ans By3oB/ B. B. Mensitno, H. A. Tynsakosa, C. B. Uymunkusa. —

2-e m3a., ucnp. U gon. — Mocksa : M3garensctBo FOpaiit, 2020. — 240 c. — (Bricmee
obpaszoBanue). — ISBN 978-5-534-01656-7. — C. 2 — Tekct: anekrponusiit / 9bC IOpaiit
[caiiT]. — URL: https://urait.ru/book/akademicheskoe-pismo-leksika-developing-academic-

literacy-452815

3. MowuceeBa, T.B. AHruickuii s3bIK 11 SKOHOMHCTOB: ydeOHOE MocoOue is
By30B/ T.B. MouceeBa, H. H. HHaruna, A. FO. lupokux. — 2-e¢ u3na., mepepad. U JoOIm. —
Mocksa: U3marensctBo Opaiit, 2020. — 157 c. — (Bricmiee obpazoBanme). — ISBN 978-5-
534-08911-0. — C. 1 — Texker: oanekrponnbii // DbC HOpaiit [caiit]. — URL:
https://urait.ru/book/angliyskiy-yazyk-dlya-ekonomistov-455198

4. HyxunoBa, E.E. Amnrmmiickuii s3pik. Professional Reading: Law, Economics,

Management: yueOHOe mocobue s By3oB/ E. E. HyxHoBa. — 2-¢ wu3nm., mcnp. U A0 —
Mocksa: U3parensctBo FOpaiit, 2020. — 149 c. — (Bricmiee o6paszoBanue). — ISBN 978-5-
534-07994-4. — C. 1 — Texkcr: osnextponnwnidi // DOBC HOpait [caiit]. — URL:

https://urait.ru/book/angliyskiy-yazyk-dlya-ekonomistov-455198

10. Ilepeyennb pecypcoB HHGPOPMALMOHHO-TEJIeKOMMYHUKAUIMOHHOM ceTH ""UHTepHeT",
HEe00XO0AUMBIX JJIl OCBOCHH S JUCHUIIMHBI U HHGOPMAIHOHHBIX TEXHOJIOTHIA,
HCI0JIb3yeMbIX NPH OCyLIeCTBJIEHUHM 00pa30BaTeJILHOI0 NpoLecca no JUCHUILINHE,
BKJIIOYasl MlepevYeHb MPOrPaMMHOI0 o0ecrneyeHus 1 HHPOPMALMOHHBIX CIPABOYHbBIX
cucrTeM (MpH HEOOXOAMMOCTH)

1. https://urait.ru - 9bC «O06pazoBarenbHas matdopma FOpaitT»

2. http://biblioclub.ru - 3BC «YHuBepcuTeTckas OubImoTexka OHIaiH»

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

4. https://learnenglish.britishcouncil.org- caiit bpuranckoro CoBera ¢ 06aHKOM
MaTepUasoB ISl YPOKOB M CAMOCTOSITETLHOTO HM3yUEHHUs aHTJIMHCKOTO SI3bIKA M0 PAa3IMYHBIM
TeMaM Kak oOOIIero, Tak W JeJOBOTrO Xapaktepa. OXBaueHbl BCE YPOBHH JICKCHYECKOM
CJIO)KHOCTH: OT HAYaJILHOTO JI0 CAMOTO MPOJABHHYTOTO.
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http://biblioclub.ru/
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5. https://ru.duolingo.com/- GecryiaTHBIN CEPBUC AJIS W3YUYCHHUS] HHOCTPAHHBIX S3BIKOB C
Hyns. [Iporpamma moctpoeHa B ¢opMe «aepeBa JOCTHIKEHUI»: YTOOBI MEPEeHTH Ha HOBBIM
YPOBEHb, HY)XHO CHadajla HaOpaTh ONpEAETICHHOE KOJIUYECTBO OYKOB, KOTOpBIC HAIOTCS 3a
npaBuibHbIE 0TBETHl. EcTh mpumnoxenus ans i0S n Android.

6. https://www.real-english.com/new-lessons.htm - caliT ¢ ypokamu, CTaTbIMH U BHJIEO
3apUCOBKAMHU Ul M3YYAIOIIUX AHTJIMHCKUIM $3bIK, BCE MaTepuajbl YCIOBHO Da3/eiCHbl Ha
JIEKCUUYECKUE U TPAaMMAaTH4ECKHE, IOCTYIHbBI BCE YPOBHHU CIIOKHOCTH.

7. https://www.economist.com/ - 5KOHOMHUYECKUHN CalT U (PopyM Ha aHTIHMICKOM SI3BIKE,
COJIepKALIUI Je0BbIE HOBOCTH, 3KOHOMUYECKHE CTaThU Ha JEIIOBYI0 TEMAaTHKY, O0OCYXIEHHE
po0JIeM JIeT0BOro XapakTepa.

8. https://www.ft.com/- callT 5KOHOMHYECKOW ra3eThl Ha aHTIIMHCKOM si3bIKe. CONEePIKUT
JIeNIOBBIE HOBOCTH, SKOHOMHYECKHME CTaThU Ha JENIOBYI0 TEMaTUKy, 0OCykIeHue mpoliem
JIEJI0OBOTO XapakTepa.

JINeH3noHHoe NporpaMMHoOe odecreyeHue:

- Windows (3apy0exHoe, BO3ME3THOE);

- MS Office (3apy0exHOE, BO3ME3THOEC);

- Adobe Acrobat Reader (3apyOexHO€, CBOOOTHO PacpOCTPaHIEMOE);

- Koncynpsrantllmoc: «Koncynprantllmoc: Ctynent» (poccuiickoe, cBOOOAHO
pacrpocTpaHseMoe);

- 7-zip — apxuBaTop (3apy0exHOe, CBOOOHO pacIpOCTpaHsIEeMOe);

- Comodo Internet Security (3apy0exxHoe, CBOOOTHO pacrpoCcTpaHsIeMoe).

11. MeToauveckne yKazaHus AJ1s1 00y4ar0IMXCH M0 OCBOCHUIO M CHUILIHHbBI

Opranusaius 00pa30BaTeIbHOTO MPOIECcCa PETNIAMEHTHPYETCS YYSOHBIM TUIAHOM U pac-
MUCAaHUEM YYCOHBIX 3aHSATHH.

[Ipu ¢popmupoBanum cBOEH WHAMBHIYaJIbHON 00pa3oBaTENbHOW TpaeKTOpuu o0yuaro-
IIMKCS UMEET MPaBO Ha Mepe3adeT COOTBETCTBYIOIMUX MUCIUILINH H MPO(EeCCHOHATBHBIX MOJTY-
JIeil, OCBOEHHBIX B MPOIIECCe MPEANISCTBYIOMIET0 00yUeHHs, KOTOPBI 0CBOOOXKAAeT 00yJaroIe-
rocsi OT HEOOXOJUMOCTH WX MTOBTOPHOTO OCBOCHHUS.

Oo0pa3oBaTe/ibHbIE TEXHOJOTHHI

Y4eOHBIN mpoliecc MpH MPEToAaBaHuU Kypca OCHOBBIBACTCSI Ha UCIIOIB30BAaHUM TPaJI-
IIUOHHBIX, HHHOBAI[MOHHBIX ¥ WH(POPMAIMOHHBIX 00pa30BATEIbHBIX TEXHOJIOTUU. TpaauiMoH-
HbIe 00pa30BaTEIbHBIC TEXHOJOTHUH IMPEICTABICHBI 3aHIATUSIMH CEMHUHAPCKOTO U JICKITHOHHOTO
tuna. VIHHOBaIlMOHHBIE 00Pa30BaTEIbHBIC TEXHOJIOTHU UCIOJIB3YIOTCS B BUJE IIUPOKOTO MPH-
MEHEHUSI aKTHBHBIX M MHTEPAKTHBHBIX (OpPM TpoBeneHus 3aHsaTuil. HpopmanmonHnsie o0pazo-
BaTEJIbHBIC TEXHOJIOTHH PEATM3YIOTCS MyTEM aKTHBU3AIIUU CAMOCTOSITEIIbHON pabOThI CTYICHTOB
B MH(OPMAITMOHHOM 00pa30oBaTEILHON Cpeie.

3aHATHSI TeKIMOHHOTO THTIA

JIeKIIMOHHBIN KypC MpennoyiaraeT CUCTEMaTU3NPOBAHHOE M3JI0KEHHUE OCHOBHBIX BOIIPO-
COB y4eOHOTO IJIaHa.

Ha mepBoii nexiuu JIekTop 00s3aH MPEaYIPEIUTh CTYICHTOB, IPUMEHHUTEIHHO K KAKOMY
6a3oBoMy yueOHUKY (yueOHUKaM, y4eOHBIM MTOCOOHIM) OyAET MPOYUTaH KypC.

JlekMoHHBIN KypC TODKEH J1aBaTh HAMOOIBIIHK 00heM HH(OPMAITUU U 00eCTIeYnBaTh
Oouee riTyOOKOE TOHUMAHUE yUeOHBIX BOIIPOCOB TPH 3HAYHUTEIILHO MEHBILICH 3aTpaTe BPEMEHH,
4eM 3TO TpeOyeTcst OONBITMHCTBY CTYIEHTOB Ha CAMOCTOSATENBHOE U3YYCHUE MaTepraa.
3aHATHS CEMUHAPCKOTO THIA
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CemuHapckue (MPaKTHYECKUE 3aHATHS) MPEACTABISIOT COO0H MeTaNN3alnIo JCKIIMOHHO-
ro TEOPETUYECKOT0 MaTepuaa, MPOBOJIATCS B IIENIAX 3aKPEIJIEHUS Kypca U OXBaThIBAIOT BCE OC-
HOBHBIE pa3/iebl.

OcHOBHOIi (hopMOYi TPOBECHHUS CEMUHAPOB M MPAKTUYECKHUX 3aHATUHN SIBIETCS 00CYXK-
NieHHe HauloJsiee MPOOJIEMHBIX U CIIOKHBIX BOIIPOCOB IO OTJEJIBHBIM TEMaM, a TAKXKe pEIlIeHUE
3a1a4 ¥ pa30op MPUMEPOB U CUTYyallMil B ayJUTOPHBIX yCIOBUAX. B 00s3aHHOCTH mpenojaBare-
751 BXOZAT: OKa3aHWE METOJUYECKON MOMOIIM M KOHCYJIbTHPOBAHUE CTYIEHTOB IO COOTBET-
CTBYIOIIIMM TEMaM Kypca.

AKTHBHOCTb Ha MMPAKTUYECKHUX 3aHATHUSIX OLCHUBAETCS 110 CIEAYIOIINUM KPUTEPUSIM:
OTBETHI Ha BOIIPOCHI, NIpeIaraéMble MPENo1aBaTelIeM;
ydacTue B IUCKYCCHUSIX;
BBITNIOJIHEHHUE NTPOEKTHBIX U MHBIX 3aJjaHU;
acCHCTHPOBAaHME NPENOIABATENIO B IPOBEACHNUN 3aHATHH.
Jloknazpl U ONIIOHMPOBAHUE JOKJIAJ0B MPOBEPSIOT CTENEHb BIIAJECHUS TEOPETHUECKUM
MaTepUasoM, a TAKK€ KOPPEKTHOCTb U CTPOIOCTh PACCYKIAECHUH.
OneHuBaHue NPaKTUUECKUX 3aJJaHUN BXOAUT B HAKOIUIEHHYIO OLIEHKY.
CamocrosiTesibHast padoTa 00y4arOIIUXCS

CamocrosTenbHas paboTa CTyAEHTOB — 3TO INPOLECC aKTUBHOIO, LEJIEHANPaBIEHHOTO
nproOpeTeHNs CTYyIGHTOM HOBBIX 3HAaHUI, yMEHUH 0€3 HEMOCPEICTBEHHOTO Y4acTus Ipenoja-
BaTels, XapaKTEPU3YIOIUICS NPEIMETHON HAIMPAaBICHHOCTbIO, 3(PPEKTUBHBIM KOHTPOJIEM H
OLIEHKOH pe3yJIbTaToOB IEATEIBHOCTH 00YYaOIerocs.

Ilenn camocToATEeTbHON PaOOTHI:

e cHuCTeMaTH3alMsl M 3aKpEIICHUE MOJYyYCHHBIX TEOPETHYECKUX 3HAHUN U MPAKTUYECKUX

YMEHUH CTYICHTOB;

e yriyOJieHHE U pacIIupPEHUE TEOPETHUECKUX 3HAHUIA;
e (opMupoBaHHE YMEHHUU HCIOJIH30BATH HOPMATHUBHYIO M CIIPABOYHYIO JOKYMEHTAIHIO,

CHeLMaIbHYIO JINTEPaTypy;

® Da3BUTHE NO3HABATEJIbHBIX CIIOCOOHOCTEN, aKTUBHOCTH CTYAECHTOB, OTBETCTBEHHOCTH U

OpPraHU30BaHHOCTH;

e (opMHUpPOBaHHE CaAMOCTOSATEIIBHOCTU MBIIIJIEHNUS, TBOPUECKOW MHHUIIMATUBBI, CIIOCOOHO-

CTEH K CaMOPa3BUTHUIO, CAMOCOBEPILIEHCTBOBAHHUIO M CAMOpPEaIN3aLlnu;

® pa3BUTHE UCCIENOBATEIbCKUX YMEHUN U aKaJIeMUUECKUX HABBIKOB.

CamocrosTenbHas paboTa MOXKET OCYIIECTBIATHCS MHIAUBUYaIbHO WU TPYIIAMHU CTY-
JICHTOB B 3aBUCHUMOCTH OT IIeJIH, 00beMa, YPOBHS CIIOKHOCTH, KOHKPETHOM TEMAaTHKH.

TexHoorust opraHu3ay CaMOCTOSTENbHONW pabOThl CTYIEHTOB BKJIIOUAET MCIIOJIb30Ba-
HUE MH(POPMALMOHHBIX U MaTEPUAIBbHO-TEXHUYECKHUX PECYpCOB 00pazoBATENBHOIO YUPEKIe-
HUSL.

[lepen BeImosHEHNEM O0YYalOIIMMUCS BHEAYAUTOPHOW CaMOCTOSTEIbHON paboThI mpe-
MIO/1ABAaTENIb MOXKET MPOBOJANTH UHCTPYKTAX MO BBINOJHEHUIO 33JaHus. B MHCTpyKTax BKIIIOYaA-
eTCsl:

LIENIb U COZIEpIKaHNe 3aJaHus;

CPOKH BBIIIOJTHEHMS;

OpPUEHTUPOBOYHEIN 00beM PaOOTEHI;

OCHOBHBIE TpeOOBaHUS K pe3ysbTaTaM padoThl U KPUTEPHU OLIEHKU;

BO3MO)KHBIE TUITUYHBIEC OIIMOKU TIPU BBITTOTHEHHH.

WHcTpyKTaXK MPOBOAUTCS IMpPEToaBaTesieM 3a CcueT o0beMa BPEMEHH, OTBEJCHHOTO Ha
W3Yy4YEHUE JUCLUIUINHBIL.

KoHTponbs pe3ynpTaToB BHEAYyTUTOPHOH CaMOCTOATENBbHON pabOThI CTYIACHTOB MOXKET
MIPOXOJNTHh B TUCHMEHHOM, YCTHON WJIM CMEIIaHHOW (hopMme.

CryneHTsl JOJKHBI MOAXOAUTH K CAMOCTOATENBHOM paboTe Kak K HauBaKHEHIIeMy
CPEICTBY 3aKpEIUICHUS U Pa3BUTHUSI TEOPETUUECKUX 3HAHUM, BbIPaOOTKE €IUHCTBA B3IJISI0B Ha
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OTJIETIbHBIE BOIIPOCHI Kypca, MPUOOPETEHHS ONPEIeICHHBIX HAaBBIKOB M UCITOJIb30BaHUs TIpodec-
CHUOHAJIbHOW JIUTEPATYpPHI.

[TomereHust i CaMOCTOATENIbHONH pabOThl OOYYAIOIIMXCSI JOJDKHBI OBITh OCHAICHBI
KOMIIBIOTEPHON TEXHUKOW C BO3MOXKHOCTBIO MOJKITIOYCHHS K ceTu «IHTepHeT» 1 obecnieueHneM
JIOCTYTIA B 3JIEKTPOHHYIO HH(OPMAITHOHHO-00pa30BaTEIbHYIO CpEly OpTraHu3aIiy.

[Tpu camocTosATenpHON TPOpabOTKe Kypca 00ydaronuecs J0KHBIL:

® [POCMATPUBATH OCHOBHBIC ONPEACTICHUS U (PAKTHI;

® [IOBTOPUTH 3aKOHCIIEKTUPOBAHHBIN HA JICKIIMOHHOM 3aHSTUM MAaT€pUAl U TOMIOJIHUTh €ro
C YY4E€TOM PEKOMEHAOBAHHOMU 10 JAHHOU TEME JIMTEPaTyphl;

® U3yYHUTh PEKOMEHIOBAHHYIO JIUTEPATYPY, COCTABIIITH TE€3UCHI, aHHOTALIMU U KOHCIEKTHI
HauoOoJee BaXKHBIX MOMEHTOB;

®  CaMOCTOATENILHO BBIMOJHSATH 33JJaHUs], aHAJIOTUYHBIE TTPEJIaraéMbIM Ha 3aHATHSX;

®  JCIOJIB30BaTh JJIS CAMOIIPOBEPKH MaTepHaibl (JOH/a OIIEHOYHBIX CPEJ/ICTB;

®  BBINOJHATH JOMAIIHUE 3aIaHUS 110 YKA3aHUIO MTPENoaaBaTes.

MeTtoauyeckue peKOMeHAAIMH 10 HATIMCAHUIO J1eJI0BOT0 MUChMA

[TrcbMO TOJKHBI OBITH SICHBIM, KPATKUM U BEXKITUBBIM.

YnotpebinsiiTe IpoCThIE CII0OBA/BbIPaYKEHUSI BMECTO BBICOKOIMAPHBIX U CTEPEOTUITHBIX, €CIU
OHH MMEIOT OJIHO 3HaUY€HUE, KOHKPETHBIE BMECTO a0CTPaKTHBIX. UeM TpOIle Bl TOBOPUTE, TEM
ObicTpee Bac moimyT. OgHako He 3a0bIBaiiTe, 4TO B O(PHUIIMATBHOM JIEJTOBOM IEpPENUCKe He
UCTIONB3YIOTCSl HUKaKue cokpamenus tuna "I'm" u cienr. Hanpumep, Bmecto ¢pasel "We are
the recipients of", myumre cka3ate "We received". Ber qoObeTech KpaTKOCTH U SICHOCTH B CBOUX
MUChMaX, €Clii OyJeTe HCIOJb30BaTh KOPOTKHE WIIM CPEAHEH JUIMHBI MPEIIOKEHUS BMECTO
JUTMHHBIX M CIIOXKHBIX 00OpOTOB. I'paMOoTHOE peleHHe Ha ab3ambl 00JIeT4aeT 3pUTEITHLHOE
BOCTIPUATHE TEKCTA M 33/1a€T BCEMY MPOLIECCY PUTM.

OpHuM U3 MokaszaTesiell BEKIMBOCTU B JIEIOBOM MEPENUCKE SBISETCS JIMYHOE OOpalleHue K
yenoBeky. He Ha/o 3a0bIBaTh MPO BEKIMBOCTH JaXKe TOTJA, KOT/Ia BbI OUY€Hb HEIOBOJIbHBI KEM-
TO UJIU YEM-TO.

IloapITOXKUM:

1. BriOupaiiTe KOPOTKHE U CpeHEH TTMHBI TPEITIOKECHUS, YIIOTPEOISIITE MPOCTHIE CIIOBA U
BBIPAXKCHHUS

2. He ynotpe0GnsiiTe pa3roBOpHbIC COKpAIIEHUS U CJICHT

3. JlenuTe HamucaHHOE Ha a03albl

4. ByapTe BEXJIMBBI U JUINIOMATUYHbI

«Ianka» nucbMa.
Kaxxnoe nenoBoe mucbMo medaTtaetcst (MUIIETCS) HA YXKE 3arOTOBICHHOM, (pUpMEHHOM OJIaHKe.
B BepxHeli wacTu OnaHkKa pa3MemiaeTcs Tak HasbiBaemas '"mamnka" - 3aroyioBok. OOBIYHO B
3aroJIOBKE JaHbl CJIeYI0IIHe CBeIeHU:
e  3aPETUCTPUPOBAHHOE Ha3BAaHUE KOMIIAHUU
e  KpaTKHE CBEJCHHS O XapaKTepe €€ IeATeIbHOCTH,
e  KOHTAaKTHas WH(OpMALHUSL.

Teno nucbma. 3akiawuurenbHas popma BexanBocTu. [lognuce.

[TepBerii a03all OCHOBHOTO TEKCTa HA4YMHACTCA C MPEAJIOKECHUS, B KOTOPOM BHI
MOJATBEPXKJIaeTe TOJyuyeHHWE MUChMa OT Ballero KOPPECHOHJEHTa, WM CO CCBhUIKM Ha
MOCTYNMUBILICC ITUCBMO.

OOBIYHO 00BEM JIETOBOTO TTMChMa HE MPEBBIIAET OAHY cTpanuily. Ho, eciin o6beM nmucrMa
0oJbIIIe OAHON CTPAHMIIBI M €r0 MPOJODKCHHUE HaledaTaHo Ha oOpaTHON CTOpPOHE JIUCTa, TO B
KOHIIE TIEPBOM CTpaHUWIbl mumercs p.t.o., yTo o3HadaeT Please Turn Over (CmoTpute Ha
oboporTe).
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Ecnu BBI OTCBITIaeTE KOMMW MUChMA U JPYTUM ajpecaTamM, TOTJa B KOHIIE MUChMa CIeIaiTe
COOTBETCTBYIOIIYIO OTMETKY B BHJIE cleayromieii abopeBuarypsl: "c.c." - carbon copies (Tounbie
korun) uiu Copy to...

I/IHOI‘,Z[a Bbl HC XOTHUTC, ‘ITOGBI moJjiy4yareyib BallCro nrucbmMa 3HAJ, 4YTO BbI CIIC KOMY-TO
oTocnanu Komwu. B aTOM ciydae BHM3y mmceM-Komuii Bl ykaszwiBaere "b.c.c." - blind carbon
copies. (CKpBIThIC KOITUH).

Ecnu x nuceMy mMeeTcs MpUIIOKEeHUe (KaTaior, KOHTPaKT, CYeT W T.J.), TO BHHU3Y, MMOCIE
noanucu Jaenaerca ykazanue o0 srtom: "Enc:", "Encl:" - 3to cokpamenue ot Enclosure
(MpUIIO’KEHUE, BIIOKEHUE).

33



l'[pnMeprle AI3BIKOBBIC KJINIIIE 1JH 1€JI0BOI'0 IMCbMA IO YaCTAM:

1. O6pamenne

Dear Sirs, Dear Sir or Madam

”(ecnn BaM HE U3BECTHO UM aJpecara)

Dear Mr, Mrs, Miss or Ms

(ecu BaM M3BECTHO MMS ajpecarta; B TOM
clydae KOTJa BBl HE 3HAETe CeMeifHoe
MIOJIOKEHHE JKEHIIMHBI CIIEAYyeT MHucaTh
Ms, rpy0oit OIMMOKOW  SIBJISIETCS
ucroib3oBanue Gpassl “Mrs or Miss™)

|Dear Frank,

”(B 00palieHny K 3HaKOMOMY YEJIOBEKY)

2. Berynuienue, nmpeapbiayiinee o0LIeHNe.

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

”Cnacn6o 3a Ballle MUCbMO OT (YKCTIa)

|Further to your last e-mail...

”OTBeqaﬂ Ha Ballle TUCHLMO. ..

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

S mpoury mpouieHus, 4YTo 10 CHUX MOp He
HaIuCcall BaM...

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

‘CHaCI/I6O 3a Bale NucbMo ot 5 Mapra

With reference to your letter of 23rd March

23

OTHOCHUTEILHO Ballero IHUcbMa OT
Mapra

With reference to your advertisement in «The
Times»

OTHOCHUTENBHO Balel pekiambl B TaliMc

3. Yka3zaHue NIPUYHH HAUCAHUS MHCbMA

|I am writing to enquire about

”H MUIIY BaM, YTOOBI y3HATb. ..

|I am writing to apologise for

HH IMITY BaM, YTOOBI H3BMHUTHCS 34. ..

|I am writing to confirm

HH MIUIITY BaM, 9TO ObI TOATBEPIUTS. ..

|I am writing in connection with

HH NI BaM B CBS3M C ...

We would like to point out that...

Msl xoTenu Ob1 00paTUTH Ballle BHUMaHHE
Ha ...

4. IIpocboba

|Cou1d you possibly...

”He MOTJIA OBl BEL. ..

I would be grateful if you could ...

4 Obln OBl IPU3HATENICH BaM, €CJIA OBl BBI

|I would like to receive

”H ObI XOTeJ MOTYyYUTh

|Please could you send me...

”He MOTJIH OBI BBI BEICTIATEH MHE. ..

5. Corsamenue ¢ ycJOBUSIMU.

Il would be delighted to ... |51 6611 b1 pa ... |
|I would be happy to ”H ObU1 OBI CYACTIIMB. .. ‘
|I would be glad to HH ObL1 OBI paj... ‘

6. Coo0l111eHHE NIJIOXMX HOBOCTEM
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|Unf0rtunately ”K COJKaJICHUIO. .. ‘

|I am afraid that ... HBOIOCL, 9To0. .. ‘

|I am sorry to inform you that HMHe TSKEJI0 COOOIIAaTh BaM, HO ... ‘

K COXKaJICHUIO, MbI BBIHYXICHBI COO6I_HI/ITB

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

7. Hpnnomenne K IHCbMY AO0IMOJHUTECJIbHBIX MATCPUAJIOB

|We are pleased to enclose ... ”MBI C yJI0BOJIbCTBHEM BKJIA/IbIBAEM. .. ‘
|Attached you will find ... ”B MpUKperieHHOM (haiiie Bbl HailieTe... ‘
|We enclose ... ”MBI IPUJIAraeM. . . ‘
|Please find attached (for e-mails) ”BBI HaleTe MPUKPETUICHHBIN (haii. .. ‘

8. Boicka3piBaHHe 0/1ar0apHOCTH 3a NPOSIBJICHHbIN HHTEpeC.

|Thank you for your letter of ”CHaCI/I6O 3a Balle NHMCbMO ‘
|Thank you for enquiring ”CHaCI/I6O 3a MPOSIBJICHHBIN HHTEPEC. . . ‘
|We would like to thank you for your letter of ... ”MBI xoTenu Obl o0JIaroJapuTh Bac 3a. .. ‘

9. [lepexon K apyroii Teme.

|We would also like to inform you ... ”MBI TaK JK€ XOTeJIH Obl COOOLIUTH BaM O... ‘
|Regarding your question about ... ”OTHOCI/ITCJ‘IBHO BaIllero BOIpoca o... ‘
|In answer to your question (enquiry) about ... HB OTBET Ha BaIll BOMPOC O... ‘
|I also wonder if... ”MGHH TaK)KE UHTEPECYET. .. ‘

10. lonosiHMTEILHBIE BONPOCHI.

|I am a little unsure about... HH HEMHOTI'O HE YBEPEH B ... ‘
|I do not fully understand what... ”H HE 10 KOHIIA MOHSIL. .. ‘
|Cou1d you possibly explain... HHe MOIJIM OBl Bbl OOBSCHHTD. .. ‘

11. Ilepenaya unpopmanuu

I’'m writing to let you know that... ”H MUIITY, 9TOOBI COOOIIUTH O ... ‘
|We are able to confirm to you... ”MBI MO>KEM IOATBEPAUTS ... ‘
|I am delighted to tell you that... ”MBI C yJI0BOJIbCTBHE COOOIIAEM O ... ‘
We regret to inform you that. . K cosxanennto, Mbl BEIHYKAEHBI COOOIUTD
BaM O...

12. IlpenJio:kenne cBOEil MOMOIIU

|Wou1d you like me to...? HMory nu A (caenars)...? ‘
|If you wish, I would be happy to... ”Ecnn XOTHUTE, S C PAIOCTHIO. .. ‘

CooOmure, ecid BaM ITOHAZOOMTCA MOS

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

13. HamomMuHaHue 0 HAMeYeHHOH BCTpPe4Ye /M 0:KUAaHHue 0TBeTa
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|I look forward to ... HH C HETEPIICHUEM XKy,

|hearing from you soon onrna CMOTY CHOBA yCIIBIIIATh BaC ‘
|meeting you next Tuesday HBCTpqu/I C BaMU B cleAyromuii Bropank ‘
|seeing you next Thursday HBCTpqu/I ¢ Bamu B YeTBepr ‘
14. Iloanuchb

. Uckpenne Bamr (ecnm nms yenoseka Bam
Yours faithfully, P (

HE U3BECTHO)

|Y0urs sincerely, H(ecnn umsa Bam u3BecTHO) ‘

KpuTepunm omeHKM NHCeM: JOTHYHOCTh COJACPIKAHMS, HaJIW4MUe S3BIKOBBIX KIIHUIIIE,
yOeIUTEIbHOCTh apTyYMEHTAIINH, TPAMOTHOCTh, OopMIIeHHE PAOOTHI.

MeTtoauyeckue peKOMEeHAALUH 110 MOATOTOBKE H 3alUTe NPe3eHTAIUH
Omnpenenure TeMy, LENb U IUIaH BBICTYIIJICHUSL.
YcTaHOBHTE IPOJOJKUTEIBHOCTD ITPE3CHTALINH;
OOparuTe BHUMaHUE Ha OCOOCHHOCTH CITyIIaTelNeH;
ITpenycmoTrpute BKItOUYEHHE ClylaTenaed B 00CykAeHUE TEMBI-IIPOOIEMBI;
Crnenute 3a MaHEpOU MPECTABICHUS MPE3ECHTALMHU: COONIOICHIE 3PUTEIILHOTO KOHTAKTA C
ayIUTOpUEH, BBIPA3UTEIBHOCTD, JKECTUKYJIALNSA, TCIOABUKEHUS;
v TlpemycMOTpUTE WILTIOCTPAIMH (HO HE TIEperpyKaiiTe HMHU CIaii/ipl), KJIIOYEBbIe CI0BA,
v\ OO0s3aTenbHO MPEAYCMOTPUTE PEMETHIMIO BBICTYIUICHHSI B  CONPOBOXICHHU C
IIPE3CHTALUCH.
TpeOoBaHMsl K NPe3eHTALMH:

NENENENIN

4. 7-12 cnaiinoB B PowerPoint
5. [Inan npe3eHTanuu:
4 Bcerynnenue (modyemy BbIOpaHa qaHHas TeMa Mpe3eHTanum) (2 ciaiiaa)
v OcHOBHast YacTh
v 3akmroueHue (BbIBOBI) (2 craiina)
6. Crniukep npe3eHTyeT CBOIO TEMY M OTBEYAET Ha BOIIPOCH! YYaCTHHUKOB.
IIpuMepHbIe KIUIIE IS 3aIIUTHI NPe3eHTAIlUHN:
Hauauno
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— mnpucaxuBaiiTech, purpose — 1eib, get  started — HauaTh, discuss —

obcyxnarth, feel free to ask — cBo6oiHO cipamuBaiite, fresh ideas — cBexue uaewn.
I'naBHas yacthb

Introduction
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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 3amymMaHHbIM, slide — cimaiin, agenda — moBecTka nHs, let me start —
N03BOJIbTE HauaTh, say thanks — Oiaronaputs, overview — 0030p, present the data —
MPEICTaBISITh JaHHbIE, at last — HakoHell, conclusion — 3akmouenue, wrap things up —
3aBepinm, hold the questions — nep>xath (He 3a0bIBaTh) BONMPOCHL, SO far — moka, interrupt -

IpephIBaTh

Hexortopsie ¢hpasbl, TaHHBIE HIXKE, TOMOTYT HE pacTePAThCs U CPOKYCHPOBATH BHUMAHHE
ayIMTOPUHU B HanOOJIee BaXKHBIX TOYKAX Mpe3eHTaruu. @pa3bl OAMHAKOBHI 7S JIFOOOTO THITA
Mpe3eHTaNH — (POPMATBHOTO ¥ HEPOPMATILHOTO.

English

Now we will look at...

I’d like now to discuss...

Let’s now talk about...

Let’s now turn to...

Let’s move on to...

That will bring us to our next point...
Moving on to our next slide ...

Russian

Teneps B3IJIsiHEM Ha ...

Teneps MHE XOTEI0CHh ObI OOCYIHTh. ..
JlaBaiiTe Teneps NOrOBOPUM O ...

Teneppb naBaiiTe Nepeniem K ...

[Ipomomxumc ...

OTO OTCBIIACT HAC K CIENYIOLIEMY IIYHKTY ...
JIBuraemcs K HalemMy CJlIeAyIOLIEMY CIANLY ...

3aKJao4YeHue

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.

3aBepuInM.

Emte pa3 xoten 661 CyMMHUPOBATH TJIABHOE. . .
Hrak, B 3aKiIrodcHME. . .

Hakoner, moaseneM UTor CeroHsIHAM
[JIABHBIM MOMEHTAM. ..

OTBeTbI HA BONIPOCHI

English

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

Well, as I already said...

That's a very good question (of you to ask).
So you are asking about...

Russian

Sl nymato, s oTBEeTHI yke Ha Bam Bompoc
panee.

Pan, uro Bl cipocuiii 06 3ToMm.

Hrak, Kak s y’e ¥ TOBOPUIL. ..

Ouenp Xopommii Bompoc (KOTOpsIid Bei

37



If I’ve understood you correctly you are asking 3amgamm).

about... Wrak, Bl cipammBaere o ...
Ecnu s npaBuibHO nioHsn Bac, Bel
CIIPAIITUBAETE O ...

OueHka npe3eHTANMIA:

1. Ecnu nmpe3eHTanys olleHeHa Ha «OTIMYHO» CTYAEHT UMEET MPaBO HA OTBET U3 JIBYX aCIEKTOB
Ha HK3aMEHe

2. OrneHKa Tpe3eHTaluld CKIAIbIBACTCS M3 TOJOCOBAHMS YYAaCTHHUKOB W TPO(ECCHOHATBLHOTO
MHEHHS NIperogaBareinci

Pexomennanuu no o0y4enuo nHBaauaoB u aun ¢ OB3

OcBoeHre TUCIUTIIMHBI HHBaTUAaMH U JuiiaMu ¢ OB3 MoxeT ObITh OpraHu30BaHO Kak
COBMECTHO C JPYTUMHU OOyYarOIIMMHCSA, TaK W B OTHENBbHBIX Tpynmax. [Ipenmomaratorcs
crHelualbHbIe YCIOBUS Ui MOJydeHus oO0pa3zoBaHus HHBaIWaamMu u auiamu ¢ OB3.

[Ipodeccopcko-niearornyeckuii COCTaB 3HAKOMHUTCSI C TICHXOJIOTO-(PU3NOIOTUUECKUMU
0COOCHHOCTSIMU 00y4varomuxcsi uHBaiIuAoB U jull ¢ OB3, uHauBUAyanbHBIMU MPOrpaMMaMu
peabunuranu  WHBaMUAOB (mpu  Hamuuwmu). llpu  HEOOXOIMMOCTH  OCYIIECTBISETCS
JOTIONIHUTENIbHAS TMOJNJEpPXKKAa TMpEenoJlaBaHusl ThIOTOPaMH, IICUXOJIOTaMH, COLIMAJIbHBIMU
paboOTHUKAMU, TIPOIICIIMMH MTOATOTOBKY aCCHCTCHTaAMHU.

B cooTBeTcTBUU ¢ MeTOMMUYECKUMHU peKoMeHnanusasMu Munoopraayku P® (yTB. 8 anpens
2014 1. Ne AK-44/05BH) B Kypce MpeAnoiaraetcss HCIOJIb30BaTh COIHMAIBHO-aKTHUBHBIC U
pedraekcuBHbIE METOAbl OO0y4YeHHS, TEXHOJOTHMH COLMOKYJIBTYPHOH peadWINTAllud C IENbIO
OKa3aHUsl MOMOIIM B YCTAHOBJICHUM TOJHOIEHHBIX MEXJIWYHOCTHBIX OTHOIICHHH C IPYyruMHU
CTYJEHTaMH, CO3JaHUH KOM(OPTHOIrO MCHXOJIOTHUYECKOTO KJIMMAaTa B CTYICHUECKOH TpyTIIe.
IMonbop u paszpaboTka y4eOHBIX MaTEpPHAJIOB TMPOMU3BOIATCS C YYETOM IPEAOCTABICHHS
MaTepuaia B pa3IM4HbIX (popMax: ayauanbHON, BU3YyaJIbHOM, C MCIOJIB30BaHUEM CHEIHATbHBIX
TEXHUYECKUX CPEACTB U NH(POPMAIIMOHHBIX CHCTEM.

Menuamarepuansl TakKe ClEAyeT MCHOJIb30BaTh M aJanTHPOBaTh C  Y4ETOM
WHANBUAYATBHBIX OCOOEHHOCTEH 00yueHus nHBau 0B 1 uI] ¢ OB3.

OcBoeHuE OUCHMIUIMHBI HMHBamugamu © Junamua ¢ OB3  ocymectBisercss ¢
HCIIOJIb30BAaHUEM CPEACTB OOy4YeHHs OOIIEr0 W CIEIUAIBHOTO Ha3HA4YeHUs (IMIEPCOHATBLHOTO U
KOJUIEKTUBHOI'O HCIIOJIb30BaHUA). MaTepuanbHO-TEXHUYECKOE OOecrieueHue MpeaycMaTpuBaeT
npucnocoOIeHrne ayAuTOpHil K Hy>KJaM HHBanuU0B U ui ¢ OB3.

dopma MNpOBENCHUS AaTTECTAllUM JUIsl  CTYJAEHTOB-UHBanugoB u Jjun ¢ OB3
YCTaHABIMBAETCS C YyYE€TOM WHAMBUAYAIbHBIX Mcuxodu3udecknx ocoOeHHocTed. Jls
nHBanuaoB U Jmn ¢ OB3 mpegycmarpuBaercst moctymHasi ¢opma MPeIoCTaBICHUS 3aJaHUN
OIICHOYHBIX CPEJICTB, @ UMEHHO:

— B [IEYATHOUW WJIU AJIEKTPOHHOU (hopme (IUIst JIUIl ¢ HAPYIICHUSIMU OMOPHO-IBUTATEILHOTO
amnmapara);
— B TeyaTHOW (QopmMe wWiIM DIEKTPOHHOH ¢opMe C YBEIWYEHHBIM MPUOTOM |

KOHTPACTHOCTBIO (IUIsI JTUI] C HAPYIICHUSMU CITyXa, PeUH, 3pEHUs);

— METOJIOM YTCHHSI aCCUCTEHTOM 3aJIaHUs BCIYX (IJIs JIUI] C HAPYIIICHUSIMH 3PEHU).

CryneHTaM ¢ MHBaIUMIHOCTHIO M junaM ¢ OB3 yBenuuuBaeTcs BpeMsi Ha MOJATOTOBKY
OTBETOB Ha KOHTPOJbHBIE BOMPOCHL. JlJI TakuX CTYAEHTOB MpEAyCMaTpUBAETCs JOCTYIHAs
¢dbopMa npeocTaBiIeHUs OTBETOB Ha 3a/1aHUs, @ UMEHHO:

— THUChbMEHHO Ha Oymare uiu HabOpoM OTBETOB Ha KOMIIbIOTEpe (JIsl JIUI] C HApYLICHUSIMU
clIyxa, peun);
— BBIOOPOM OTBETa U3 BO3MOXHBIX BApPUAHTOB C MCIIOJH30BAHUEM YCIYyT aCCUCTEHTA (IS

JIUI] C HapYUICHUSIMH OMTOPHO-BUTATENILHOTO ariapara);

— YCTHO (ISl TUIL] C HAPYLIECHUSIMH 3PEHHUSI, OTIOPHO-ABUTaTEIHHOIO anapara).
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[Tpu HEeoOxomumocTH Jyisl O0ydJaroImuXcs ¢ WHBAIUIHOCTRIO U jull ¢ OB3 mpouemypa
OILICHHUBAHUA peByHLTaTOB O6y‘IGHI/I$I MOXKET HpOBOI[I/ITI:CH B HCCKOJIBKO 5TaAIlOB.

12. Onucanne MaTepuaJbHO-TeXHMYECKOH 0a3bl, HEOOXOAUMOI IS OCYLIeCTBJICHHS
0o0pa3oBaTeIbHOIO MpoLecca 1o JMCHUIINHE

YuyeOHasi ayauTOpHMsA, TpeJAHA3HAYCHHAs [UIA TPOBEIEHHUS Yy4eOHBIX 3aHATHUH,
MPEAYCMOTPEHHBIX  HACTOSIIEW  paboueld  mporpaMMoil  JHUCHMIUIMHBI,  OCHAIlEHHAs
O60py,Z[OBaHI/IeM U TCXHHUYCCKUMHU CPCACTBaAMU O6y‘I€HI/I$I, B COCTaB KOTOPBIX BXOIAT:
KOMIUICKTBI CIIEIUATM3UPOBAHHON ydeOHOM wmebOenu, Jocka KiacCHas, MYJIbTHMEIHHBINA
IMPOCKTOP, 3KpaH, KOMIBIOTCP € YCTAHOBJICHHBIM JIMIICH3MOHHBIM ITPOTrpaMMHBIM O6€CH€‘-I€HI/I€M,
C BBIXOJOM B ceTh «VIHTepHET» U JOCTYNIOM B 3JEKTPOHHYIO HMH(DOPMAIOHHO-
00pa3oBaTeNbHYIO CPELy.

ITomemenne iIsi CaMOCTOSITEJIbHOM PadoThl  OOy4YaAKOLIUXCH —  ayJAUTOpHS,
OCHalICHHas CJICAYIOIIUM O60py,Z[OBaHI/IeM U TCXHUYCCKUMU CPCACTBAMU: CIICHIUAIM3UPOBAHHAA
MebOenb s MpenojaBareiss U o0ydarolmuxcs, J0cKa y4yeOHas, MyJIbTUMEIUWHBIN MPOeKTop,
9KpaH, 3BYKOBBIC KOJOHKH, KOMIIbIOTEp (HOYTOYK), TEpCOHANbHbIE KOMIBIOTEPHI Ui PaOOTHI
00y4aroluXxcsl ¢ yCTAHOBJICHHBIM JINLIEH3UOHHBIM MTPOrPaMMHBIM 00€CTIeYeHUEM, C BBIXOJIO0M B
ceTh «ITHTEpHET» B TOCTYIIOM B AJIEKTPOHHYIO HH()OPMAIIMOHHO-00pa30BaTEILHYIO CPELY.
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