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no nanpasienuro noocomosku 38.03.01 Ixonomuka
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JU1s1 OOYYArOIINXCSl OYHOW (POPMBI OOYyUCHHUS.
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1. Ileap v 3aga4u TUCUUILJIMHBI

Henp AUCHUNUIMHBI «AHIVIMACKMA S3BIK A8 NPO(ECCHOHAJBLHOIO O0ILICHH) -
pPa3BUTh y CTYIACHTOB KOMMYHHMKAaTHBHYIO KOMIIETEHIMIO, YPOBEHb KOTOPOH IO3BOJIUT
UCTIOJIb30BaTh AHIVIMACKUN S3BIK B NPO(EeCCHOHAIBHOW JEesITeTbHOCTH, MOBBICUTH YpPOBEHb
BIAJICHNS AHIJIMICKUM S3BIKOM, JOCTMTHYTBIM Ha MNpEABIAYIIEM JTale, a TaKKe 3aJ0XKHUTh
OCHOBY /IS TaJIbHEHIIIET0 U3yUeHHsI TPO(ECCHOHATLHOTO acTeKTa S3bIKa.

3agauyu TUCHHUILINHBI:

— HJOCTHIKCHUC HGO6XO,Z[I/IMOI‘O YPOBHA JIMHITBUCTHYCCKUX HABBIKOB — H3YUCHUC U
HCIIOJIb30BAaHUE JIEKCUUYECKUX U IPaMMaTHYECKUX €IUHUI] B 00beMe, KOTOPbI HE0OX0auM s
TBOPYECKOH JIeATENFHOCTH B MPO(ECCHOHAIBHBIX chepax v CUTyaIusx;

— Pa3BUTHUC IOUCKYPCHBHBIX HABLIKOB - YMCHUSA IIOCTPOCHHA LCIIOCTHBIX, JIOTMYHBIX
BBICKA3bIBaHUN (JIUCKYpPCOB) pa3HBIX (YHKIIMOHAJIBHBIX CTHJICH B YCTHOH M THCbMEHHOU
KOMMYHHKAIIUA Ha OCHOBC IIOHUMaHUusA Pa3JINIHBIX BHUO0B HpO(i)eCCI/IOHaJIBHO-
OpPUEHTUPOBAHHBIX TEKCTOB MPH YTEHUH U ayIUPOBAHUH;

— pa3BUTHE NPAKTHKHU HCIIOJIB30BAHUS aHTJIMHCKOTO SI3bIKA JJISl PELICHUs! ClIeUaTbHbBIX
npodecCHOHANBHBIX 3a7ay (MoJ00p JIUTEpaTyphl, YTEHHWE COOTBETCTBYIONIMX HCTOYHHKOB,
MIPOCMOTP MPOTPAMM IO HHTEPECYIOMICH CTyIeHTa TPOOIeMaTHKE);

— 3aKpervieHue CTpaTernyeckoro HaBbIKa

— HaBbIKa HCIIOJIB30BaTh B€p6aJIBHBI€ u HGBGpGaIIBHBIG CTPATCruv i1 KOMIICHCAIIUU
po0OeIIoB, CBSI3aHHBIX C HEIOCTATOUYHBIM BIIaJICHUEM SI3BIKOM;

— TIOBBIIIEHUE YPOBHsI Y4€OHOM aBTOHOMHUH, CITOCOOHOCTH K CaMOOOpa30BaHHMIO;

— pa3BUTHE KOTHUTHBHBIX U UCCIIEIOBATEIbCKUX YMEHUM;

— pacumMpeHHe Kpyrosopa M TMOBBIIIEHHE OOILIEH KyJbTYpbl: M3yY€HHE KYJIbTYPHBIX
0Cc0OEHHOCTEH, HPAaBOB, OOBIYAEB CTPAH M3yYaeMOTO SI3bIKA, STUKH, BOCHIUTAHUE TOJECPAHTHOCTH
U YBa)KEHUS K JYXOBHBIM IIEHHOCTSIM Pa3HBIX CTPaH U HApPOJIOB.

2. MecTo TUCHMILUIMHBI B CTPYKTYpe 0CHOBHOM npodeccuoHAJIbHOI
o0pa3oBaTe/IbHON NPOrpaMMbl BhICIIET0 00pa3oBaHHS

JucuuruinHa «AHMIMACKUAN SI3BIK U TPO()ECCHOHATIBHOTO OOLICHHUS» BXOIUT YacTb
y4eOHOro 11aHa, GOpMUPYEMYIO yYaCTHUKaMH 00pa30BaTEIbHBIX OTHOILCHHUH 110 HAIIPABICHUIO
IIOATOTOBKH 38.03.01 DKOHOMHKA, HaIIPaBJIECHHOCTh (mpocuin) IIPOrpaMMBl
«BHemHeskoHOMUYECKas AEATENbHOCTh U (PMHAHCOBOE KOHCYJIbTHUPOBAHUEY.

3. O0beM JUCHHUILIMHEI B 32aYeTHLIX eIMHHUIIAX U aKAJEeMHYEeCKHX Yacax ¢
YKa3aHHEM KOJIM4YeCTBA aKaJeMUYeCKUX YaCOB, BbI/IeJIEHHbIX HA KOHTAKTHYIO padoTy
00y4arouuxcs ¢ npemnogaBaresieM (1o BUAaM Y4eOHbIX 3aHATHII) U HA CAMOCTOSAITEJILHYIO
padoTty o0y4aromuxcs

O61mast TpyA0EMKOCTh JUCIUILIUHBI cocTaBmsieT 10 3a4€THRIX eAnHMII, Bcero — 360 Jacos.

Bujg yueoHoi padoTnl
ay P Bcero uacos

KonTakTHas padora ¢ npenogasartesem (Bcero) 168

B toMm uucne:

3aHaTus JICKITMOHHOI'O THUIIA -

3aHATHS CEMUHAPCKOTO TUTIA (TPAKTUYECKHUE 3aHSATHSA) 168

CamocTosiTesibHas padora (Bcero) 165




Kontpoasb

27

dopma KOHTPOJIS

3adeT ¢ OIEHKOM, DK3aMeH

O0mas Tpya0éMKOCTb U CHUNIMHBI

360

4. [lepevyeHb MJIAHNPYEMBbIX Pe3yJIbTATOB 00yUeHHs MO TUCHUIINHE, COOTHECEHHBIX
¢ IVIAHMPYEMbIMH pe3yJIbTaTaMH 0CBOCHHUsI 00pa30BaTeIbHOM MPOIrpaMMbl

Koa v HanmMeHoBaHue

Koa v HaumeHoBaHue

ILnanupyemble pe3yJibTaThl

OCYILECTBJIATH JIETOBYIO
KOMMYHUKAIIMIO B

¢dopme Ha pycCKOM U
MHOCTPAHHOM SI3bIKAX.

KOMIeTeHIIuu (i) HHAMKATOPA T0CTHKECHUS 00y4YeHus M0 TUCUMUILINHE
BBINIYCKHUKA KOMIIeTeHIIUH
KommyHnukanus NYyK 4.1 3HaTh: rpaMMaTH4ecKHue
YK-4 Ocy1ecTBIISIET JEIOBYIO npaBuia, GOPMBI U KOHCTPYKIIHH,
Cnocoben KOMMYHUKAIMIO B YCTHOM JIEKCUKY  aAHIJIMHUCKOTO  SI3bIKa,

HGO6XO,Z[I/IMBIG AJig peajin3aliun
po)eCCHOHAIIBHBIX 3a]1a4.

ycTHOH u nucbMenHot | UYK 4.2 Ymern: JIOTUYHO,
dbopmax Ha Ocy1iecTBIISIET 1ETOBYIO apryMEHTHPOBAHO M KOPPEKTHO
rocyJJapCTBEHHOM KOMMYHUKAIMIO B MUCbMEHHON | MOJATOTOBUTH YCTHBIE u
si3p1ke Poccuiickoi dbopme Ha PyCCKOM U MMUCbMEHHBIE BBICKA3bIBaHUS Ha
denepauuu u WHOCTPAHHOM SI3bIKaX. WHOCTPAHHOM SI3bIKE B
WHOCTPaHHOM(BIX ) Ppa3IUYHBIX chepax
s3bIKe(ax) po(hecCHOHATLHOTO OOIICHUS.
Baaners: HaBBIKaMHU
MCIIOJIb30BAHUSI MOHOJIOTMYECKOM
U JUAIOTHYECKOW YCTHOM U
NACBMEHHOW PEYM B CUTYyalUsX
JIETIOBOIO  B3aUMOJECHCTBUSA B
Ipesesiax U3y4eHHOIO S3bIKOBOTO
Martepuaia
K-4 HIIK 4.1 3HaTh: JIEKCUYECKU I "
Cnocoben ['OTOBUT K 3aKJIFOYEHUIO rpaMMaTHYEeCKUI MUHUMYM,
OCYLIECTBJISATH ACJIOBYIO | BHEITHETOPTOBBIM KOHTPAKT HEOOXOIUMBIN TUTSt
KOMMYHUKAIIAIO u | U1K 4.2 BBICTPAUBaHUSI ~ KOMMYHHKAIIMHU
JIOKyMEHTAIMOHHOE OcyliecTBISIET IOKYMEHTApDHOE | HA ~ AHIMVIMMCKOM  sI3BIKE B
o0ecrnieueHue CONPOBOXKACHUE nporecce npodeccroHanbHOM
BHEIIHEAKOHOMHUYECKOW | BHEITHEAKOHOMUYECKOU JESTEIIbHOCTH.
NEeATEIbHOCTH JEATEIbHOCTH Ymersb: OCYILECTBIISATh
HIIK 4.3 OpPraHu3alMOHHOE u
VYyacTByeT B OpraHu3alli M | JOKyYMEHTAI[MOHHOE oOecreyeHue
BEJICHUU MEPEroBOPOB, B T.4. HA | U oopmIATh
AHIJIMMCKOM SI3BIKE npohecCuoHATBHYIO0

JOKYMCHTAIIUIO Ha aHTIIUNCKOM
SI3BIKC.

Baanern: HaBBIKaMH
OCYILIECTBIICHUS
OpraHU3aIMOHHOTO u
JIOKYMEHTAIlHOHHOI'O
obecreyeHre Ha  aHIIMHCKOM
SA3BIKEC.




5. Conepxanue Q¥ CHUANINHBI

HauMeHoBanue teM
(pa3aesioB)

Conep:xxanue TeM (pa3jaesioB)

Tema 1. Forms of
business activities
®dopmbl Ou3HECa

Jlexcuka: TepMHHBI B OOJACTH J1€JOBBIX (DOpMabHOCTEH, HAJIOIOB,
IOpUANYECKHE CTaTyChl KOMITaHHUH, UH/IMBUyaIbHOE
peIPUHUMATEILCTBO, TOBAPHUILECTBO, aKIIMOHEPHOE OOIIECTBO, MX
IPEUMYIIECTBA U HEAOCTATKU

UYrenwue: Sole Proprietorship, Partnership, Corporation.

I'pammaruka: JUYHBIE, NPUTSKATEIbHBIE, yKa3aTelbHbIe
MECTOUMEHHUS.

Heonpenenennas ¢opma riaronos. CiioBooOpa3oBaHue, OOBEKTHBIM
naiex.

[Topsnoxk cioB B npeyioxkeHn. BoripocuTenbHble clioBa. APTUKIIN.
KonunuecTBeHHbIE U TOPSAAKOBBIE YUCTUTENbHEIE.

VYcTHas peus (MouIornyeckas):

-IIPEUMYIIECTBA U HEJIOCTATKU Pa3HbIX popM OM3HECa

YcTHas pedb (MOHOJIOTMYECKAs):

-pucku UIIT

IIucemenHas peus:

- keric Belt Up

Tema 2. Levels and areas
of management

YpoBHU U chepsl
yIpaBJICHUS

Jlekcuka: TepMHHBI B cdepe yNpaBieHUs, YPOBHH MEHEKMEHTA,
TPYIOBbIE OO0S3aHHOCTH, Ha3BaHUS M OTBETCTBEHHOCTH OT/IEJIOB
OpraHu3aluu

Urenue: Levels of Management, Organization Chart

I'pammaruka: [Topsgok cinoB B npemioxkeHud. I[lopsgok cioB B
CaMOCTOSITEIbHOM MOBECTBOBATEIHHOM IpeasioskeHuu. [lopsanok cios
B BOIIPOCUTEILHOM NPEJIOKEHNN. BpeMeHa akTUBHOTIO 3aj10ra.
VYcrHas peds (MOauIorndecKkas):

-00CyXJICHHE TPYAOBBIX 00S3aHHOCTEN YIIPABICHIIEB Pa3HBIX YPOBHEH
VYcrTHas pedb (MOHOJIOTHYECKAs ):

- ToKJ1ag 00 OTBETCTBEHHOCTAX OT/IEa KOMITAaHUU

[TuceMeHnHas peus:

- Keilc Success

Tewma 3. Organizational
structures
OpraHu3aliOHHbIE

CTPYKTYPBI

Jlexcuka: TepMHHBI B 00JacTH OPraHHU3AI[MOHHBIX OCOOEHHOCTEH
OpTaHM3aIHi, BUJIBI CTPYKTYP, PECTPYKTYpHU3aIIUs

Urenue: Types of organizational structures, Restructurization
I'pammaruka: Ilopsmok CI0B B BOIPOCHUTEIBHOM IIPEIJIOKEHHH.
[Topssmok cm0B B BOCKJIMIATEIBHOM MpemjiokeHun. Bpemena
[IACCUBHOTO 3aJI0TA.

VYcrHas peds (MOauIorndecKkas):

- TpEeuMyIIecTBa M HEJOCTATKH Pa3IMYHBIX OPraHU3AI[MOHHBIX
CTPYKTYp

YcTHas pedb (MOHOJIOTHYECKAs):

-OIHCaHUE CTPYKTYPhl KOMIIAHUU

IIucemenHas peus:

- keiic Wildberries

Tema 4. Management
MeHneKMEeHT

Jlekcuka: TEpMUHBI B OOJACTH MEHEPKMEHTA, CTHUJIM YIpaBJICHUS,
THUIIBI MEHEDKEPOB

Urenue: What is management, The big three management styles
I'pammaruka: UHQUHUTHB U €r0 KOHCTPYKITUH.

YcTHas peus (MoIMIorndeckast):




-00CYXKCHHE TUIIOB YIIPABJICHIIEB U UX KAUECTB
VYcrHas pedyb (MOHOJIOTHYECKAs):

-OIMKCaHUE CTHIICH YIIpaBICHUS

[TuceMenHas pes:

- keiic Peter Drucker

Tema 5. Leadership
JIunepcTBo U nuAepcKue
Ka4yecTBa

Jlexcuka: TepMHHBI B 00JIACTH JIMJIEPCTBA, JUIEPCKUE KayecTBa,
Urenue: Leadership qualities: what does it take, Business leader
briefings

I'pammaruka: ['epyHauii, KOHCTPYKIUU C TEPYHAUEM.

VYcrHas peds (MOauIorundeckas):

-00Cy>XJICHHE TUIIOB YIIPABJICHIIEB U MX Ka4EeCTB

VYcrHas pedb (MOHOJIOTHYECKAs ):

-ONUCAaHUE CTUJICH yTpaBIICHUS

[TuceMeHnHas peys:

- keiic The new boss

Tema 6. Recruitment
[Mon6op nepconana,
PEKPYTHHT

Jlexcuka: TEpMHHBI B 00JAaCTH PEKPYTHUHIA, XEIXaHTUHI, €r0 BUABI U
METO/bI, PEUYEBBIE CTPYKTYpbl W OOOPOTHl Ha COOECEIOBAHUU IPH
npuemMe Ha padoTy

Urenue: Methods of selection, A job interview, Headhunting
I'pammatuka: YcioBHbie npemioxenus. CocnaraTenbHOE HAKJIOHEHUE.
VYcTHas peds (MoIuIornyeckas):

-METO/Ibl PEKPYTHHIa, COOECce]0BaHNE

YcTHas pedb (MOHOJIOTHYECKAs):

- keiic Orbit Records

IIucemenHas peus:

- HallMCaHUEe COOCTBEHHOI'O pe3loMe

Tema 7. Marketing
MapkeTuHr

Jlexcuka: TepMUHBI B OOJIACTHM MapKETHHTA, WCCIECIOBAHHS PHIHKA,
IIEJICBbIC PBIHKH, CETMEHTAIIHS PHIHKA

Yrenue:

['pammatuka: CriocoObl BbIpakeHUs1 OyIyIIero, BpeMeHa aKTHBHOTO H
MIaCCHBHOTO 3aJI0Ta — IIOBTOPEHHE.

VYcrHas peds (MOauIorundecKkas):

- obcyxxnenue 4 I1 mapkeTunra

VYcrHas pedb (MOHOJIOTHYECKAs):

- TOKJIaJ O METOJaX UCCIIE0BaHMs PhIHKA

[TuceMeHnHas peys:

- keiic Virgin Mobile

Tema 8. Promotion
[Iponsuxenue Opera
Ha PBIHKE

Jlexcuka: TepMHHBI B 00JIaCTH MapKETHHTa U PEKIIaMbl, BUIbI PEKIaMBbI
Urenue: Uses of Advertising, Promotion, Promotional Mix
['pammatuka: CriocoObl BbIpakeHUs! OyayIIero, BpeMeHa aKTUBHOTO U
MACCUBHOTO 3aJI0Ta — IOBTOPEHUE.

VYcrHas peds (MOauIorundeckas):

- 00cyxaeHne GyHKIUN peKIaMbl

VYcrHas pedb (MOHOJIOTHYECKAs ):

- TOKJIaJl HAa TeMY BBIOPAHHOTO BUJA PEKIIAMBI

[TuceMeHnHas peys:

- keric Danger Zone

Tema 9. International
Trade
Bueunss Toprosius

Jlekcuka: TepMHUHBI B 00JaCTH BHEIIHEH TOPTOBIIM, BHEIIHHE PHIHKH,
CTEPEOTUNBI W  KYJbTypHBIE  OCOOCHHOCTH, MEXIyHapOJIHBIC
HSKOHOMUYECKHUE COIO3bI ¥ OPTaHU3AINH, CAHKIIUH U OTPAHUICHHS
Urenue: Entering a foreign market, Barko of Belgium, Pinball Wizard
learns from mistakes

7




I'pammaruka: MonasibHbI€ r11aroJibl, OTTEHKH MOJAIBHOCTH
VYcrHas peds (MOauIorundeckas):

- 00Cy’KJIeHHEe CAaHKIIMH BHEIIHEH TOPrOBIH
VYcrTHas pedb (MOHOIOTHYECKAs ):

-nokian o BTO
[TuceMeHnHas peys:

- acce EBponetickuii Coro3

6. CTpykTypa JUCHMILUIMHBI 110 TEMaM C YKa3aHHEM OTBeIeHHOI'0 HA HUX

KOJIHMYECTBA aKaAEeMHU4Y€CKUX YaCOB U BU/10B y‘{eﬁl{LIX 3aHATHI

KonTakTHas padora,
Ne HaumeHnoBaHue TeM qac. CamocroniTe/b
3 (pa3nesioB) Hasi padora, Bcero, uac.
n/n IIpakTHYeckue
AUCIHUTLTHHBI yac.
3aHATHUSA
S cemecTp
1. | Forms of business activities 21 24 45
®dopmbl OH3HECa
2. | Levels and areas of 21 24 45
management
YpoBHU U chepsl
yIpaBlIeHUs
3. | Organizational structures 21 24 45
Opranu3zanuoHHbIE
CTPYKTYpbI
4. | Management 21 24 45
MeHneKMeHT
HTroro 3a cemectp: 84 96 180
6 cemecTp
5. | Leadership 16 13 29
JlunepcTBo U nuepckue
KauecTBa
6. | Recruitment 16 14 30
[Mon6op nepconana,
PEKPYTHUHT
7. | Marketing 16 14 30
MapkeTuHr
8. | Promotion 18 14 32
[IpoxBmwxenue 6peHia Ha
pBIHKE
9. | International Trade 18 14 32
BHenHss Toprosis
KoHnTpoJib: 27
Hroro 3a cemectp: 84 69 180
UTOIO: 168 165 360




7. IlepeyeHb y4eOHO-METOAMYECKOT0 00eceYeHusl JIs CAMOCTOSITeIbHOH PadoThl
o0yuyaruuxcst Mo JUCHHUIJINHE

CamocrodrenbHas padoTa sIBJISI€TCSI OJHUM M3 OCHOBHBIX BUI0B yU4€OHOH A€ATENbHOCTH,
COCTaBHOM YacThIO y4eOHOI0 Mpoliecca U MMEeT CBOEH IIeNbI0: TIIy0OKOe YCBOGHUE MaTepuaa
JTUCLUIUIMHBIL, COBEPLICHCTBOBAHME M 3aKPEIUIEHUE HABBIKOB CAMOCTOSTENBHOW paboThl C
JUTEPATypOi, PEKOMEHIOBAaHHOM IIPENOAABATEIIEM, YMECHHE HAWTH HYXXHBIA MaTepual |
CaMOCTOSITEJIBHO €r0  HCIOJIB30BAaTh, BOCHUTAHME BBICOKOM TBOPYECKOM AKTHUBHOCTH,
WHULHUATUBBIL, IPUBBIYKM K IIOCTOSSHHOMY COBEPIIEHCTBOBAHWIO CBOMX 3HAHMM, K
LEJICYCTPEMIICHHOMY HayYHOMY ITOUCKY.

KoHTponb caMoCTOSTETHHONH pabOThl, SBISAETCS BaKHOW COCTABIIAIONICH TEKYyIIEro
KOHTPOJISI yCII€BAEMOCTH, OCYILECTBIISICTCS IPENOJaBaTeIeM BO BpeMs JICKIUMOHHBIX U
NPAaKTUYECKUX (CEMUHAPCKUX) 3aHATHI U 00ecTIedrBaeT OLIEHUBAHHUE X0a OCBOCHHS U3y4aeMO
JUCLUIUIAHBIL.

Bo3moxxHbIE TEMbI IPpe3eHTAI U

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

9. Internet advertising and buzz marketing

10. Peculiarities of Public Relations

11. Ethics in Business

12. Entrepreneurial Skills

13. Headhunting: what does it take?

14. Tips to be successful at job interviews

15. What makes a great manager

16. Cultural stereotypes in business: Russia (any country)

17. Efficient ways to motivate staff

18. Effective methods of market research

19. Product life cycle

20. Your own idea

PN R

TpeGoBanus K nMpe3eHTAIIUN

—

. 9-15 cnaiinoB B PowerPoint

2. IlnaH npe3eHTanuu:

— Bcerynnenue (moyemy BeIOpaHa JaHHAs TeMa Mpe3eHTaIun) (2 ciaiiaa)

— OcHoBHas 4acTh

— 3aximrodyeHue (BBIBOJIBI) (2 craiia)

3. Cromkep mpe3eHTyeT CBOKO TeMy (OrpaHUYEHUE IO BpEMEHH — 5-7 MUHYT) U OTBEYAET
Ha BOIMPOCH! YYACTHUKOB Ha aHTJIMHCKOM SI3bIKE.



PexoMeHaannu Mo NOAroToBKe K NMpe3eHTalun

Oranbl paboThl HAJT TPE3CHTAIUEH

- IlpenBapurenbHas MOCTaHOBKA MTPOOJIEMBI HIIU BBIOOD TEMBI.
- BraBmxkeHue u o0CyKJeHHe TUIIOTE3 PEIIeHUs OCHOBHOI Mpo0eMbl, HCCle0BaHNE
KOTOPBIX MOXET CIOCOOCTBOBATH €€ PELICHHUIO B paMKaX HAMEUEHHOW TEMaTHKH;

- Tlouck u cOop maTepuana Juist pelieHus MpoOIeMbl U PACKPBITUS TEMBI;
- OxoHyarenbHas NOCTAaHOBKA MPOOJIEMBI UM BHIOOD TEMBI;
- Ilowuck pemieHus UM pacKpPhITHE TEMbI HA OCHOBE aHANN3a U KJIaCCU(PUKAIIUU

coOpaHHOTO MaTepHaa,;

- Ilpe3enTamus u 3amuTa TPOCSKTOB, MPEAIOIAraoNIas KOJUICKTUBHOE 00CYKICHHUE.

[Ipe3enTanus H0KHA COACPIKATh TAKHE DJIEMEHTHI KakK:

- OIJIaBJICHHE;
- 1aTy MOCJIEIHEN pEBU3HY;
- nH(popMaIHo 00 aBTOpax;

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

Pacnpenesienne caMocTosiTe/IbHOM PadoThI

Bunel, popmbl 1 00BEMBI CaMOCTOSATENBHONH PabOTHI CTYACHTOB MPH U3YUYEHUU JTAaHHOM
TUCITUTIMHBI ONIPEIENISIFOTCS €€ COJIepPIKaHueM U OTPaKEHBI B CIEIYIOIIeH Ta0uIie:

Ne HaumeHoBaHue Tem Bua camocrositesibHOM Oo0bem
n/n (pa3nesoB) padoThbI CaMOCTOSITe/IbHOM
JAUCIUTTHHBI padoThI
1. | Forms of business activities [ToaroToBka K ay TMTOPHBIM 24
®opmbl 6u3HECa 3aHSTUSIM, TOJITOTOBKA
MpE3EHTalNi
2. | Levels and areas of [ToaroroBka K ayTMTOPHBIM 24
management 3aHATHUSIM, TOATOTOBKA
YpoBHU U chepsl yIpaBIeHHS Mpe3eHTalNI
3. | Organizational structures IToaroroBka K ayAUTOPHBIM 24
Opranu3anvoHHbIE CTPYKTYPHI 3aHSTUSIM, TOJIFOTOBKA
MpE3EHTalNi
4. | Management [ToaroroBka Kk ay AMTOPHBIM 24
MeHemxMeHT 3aHATHUSM, TOATOTOBKA
Mpe3eHTalNI
5. | Leadership [ToaroToBka K ay TMTOPHBIM 13
JlupepcTBO U AMAEPCKUE 3aHSTUSIM, TOJITOTOBKA
KadecTBa MpE3EHTalNMI
6. | Recruitment [ToaroroBka Kk ay AMTOPHBIM 14
[TonGop nepconHana, peKpyTHHT 3aHATHUSIM, TOATOTOBKA
Mpe3eHTalNI
7. | Marketing IToaroroBka K ayAUTOPHBIM 14
MapxeTuHr 3aHSTUSIM, TOJITOTOBKA
MpE3EHTalNi
8. | Promotion IloaroroBka K ayAUTOPHBIM 14
[Iponsuxenue Opena Ha 3aHSTUSIM, IOJITOTOBKA
PBIHKE IIPE3CHTAlUN
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9. | International Trade IloaroroBka K ayAUTOPHBIM 14
Buemnss Toprosis 3aHATHAM, TOJTOTOBKA
IIPE3ECHTALUN
HUTOI'O: 165

8. IlepeyeHb BONPOCOB M THIOBBIE 33/IaHNUS VI NOATOTOBKH K IIPOMEKYTOYHOM
aTTecTaluu

8.1 Ilepeuennb 3a1aHuil 1)1 OATOTOBKH K 3a4eTy C OLIEHKOI
Tema 1. Forms of business activities. @opmbI Ou3Heca

3aganue 1.

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

1. 5 ner Hazam naBa apyra pemmid HadaTb cBo€ neno. OHu B3sJM ccynay B OaHke,
HOJIYYWIIN JUICH3UIO ¥ OCHOBAIM KOMIAHUIO TakcH. JT0 ObUIo mapTHEpcTBO. C camoro Havana
BC€ IIIJIO TJIAJIKO, HO Yepe3 HEKOTOPOE BpeMs YBEJIMYCHHBIH 00BEM MepeBO30K (transportation)
3aCcTaBUJI MAPTHEPOB U3MEHUTH CTATYC KOMIIaHHH.

2. Kommanus Ilpoktep »ua ['9mOn crpoutes mo mpoaykrty. Bo BHUMaHMM KaKIIOTO
OTJIeNla HaXOJIUTCS OJIMH U3 MPOAYKTOB KOMIAHUU U CHOCOOBI €ro yiay4llleHUs. JTa CTPYKTypa
MO3BOJIIET PYKOBOAMUTEIISIM OT/EJIOB pearupoBaTh Ha JII000H BHI30B HA PHIHKE, aTANTHPOBATELCS K
M3MEHEHHUSM MOKYMATEeIbCKUX HYKJI U IOUICPKUBATh KOHKYPEHTOCIIOCOOHOCTh KOMIIAHHH.

3. Jlns Toro, 4TtoObl BIOXHYTh B KOMIIAHWIO HOBYIO JKM3Hb, OHa ObUIa HEIaBHO
PECTPYKTYpU3HPOBaHa. PyKOBOACTBO yYBOJMJIO Te€X CIyKallMX, KOTOpPbIE CONPOTUBISIIACH
nepemMeHaM. Mucrepa bnelika Benu B Coser aupektopoB. OH 3aiiMér Mmecto Mucrepa ['puHa,
KOTOPBII paHbIlle MOJOKEHHOIO CPOKA YXOIUT Ha neHcuto. OH OyleT HaXOOUTbCs B HPSIMOM
INOJAYMHECHUHY Y UCIIOJIHUTEIILHOIO JUPEKTOPA U OTBEYATH 3a BCE IIPOJAXKU KOMIIAHUH.

3apanue 2. Hanumure aHamoru JaHHBIX JIEJOBBIX TEPMUHOB Ha AHTJIUHCKOM SI3BIKE 110

teme Forms of business activities:

1. ropuanyueckoe JUIo —
COOCTBEHHOCTD, MOJIEJICHHASI HAa aKIIUU —
HECTU OTPAHUYEHHYIO OTBETCTBEHHOCTH -
OBITH HA3HAYEHHBIM aKIIHOHEPOM —
BO3TJIaBJISIEMbIN MpeiceIaTeIeM COBETa TUPEKTOPOB —
MOIYMHSATHCS aKI[OHEpaM —
JEeSTENIbHOCTH/TIPOAYKTUBHOCTh KOMITAHUH —
COOTBETCTBOBATH 0KHMJIAHUSAM aKIIHOHEPOB —
9. exxeromHoe obiiee coOpaHue aKIMOHEPOB —
10. u36path HOBBII COBET JUPEKTOPOB —
11. oObruHBIE/TPUBUIIETUPOBAHHbIE AKLIUU —
12. mponaBath akiuu Ha (HOHIOBOM PHIHKE —
13. moxnexaTh myOIMYHONW OTYETHOCTH —
14. xoH(pUIACHIMAIBHBINA XapaKTep KOMIIaHUU —
15. Brazers OOJIBIINM KOJIUYECTBOM AKI[HI —
16. BBITYCTUTH OOJIUTAIINH —
17. cornmacuTbcs Ha nepefavy akiui —
18. 0OBSABUTH MOAMKUCKY HA AKITUH -
19. Her orpaHnYeHUi 0 KOJIMYECTBY aKI[MOHEPOB —
3aganue 3.

S A
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Packpoiite ckoOKH, HCTIONB3Ys MPAaBUIbHYIO (POPMY aHTIIUICKOTO Taroia (BpeMeHa,
WH(OUHUTUB, TEPYHIUH, IPUIACTHE)

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.

3ananue 4. [lepeBenure npeioKeHus, UCIONB3Ys JIEKCUKY 10 Teme Forms of business
organization:
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1. UaauBuAyabHBIA MPEANPUHUMATENb MOKET MOJYYUTh JTUILIEH3UIO, B3ATh CCYAy B 0aHKe U
HA4YaTh CBOE /1eJI0, OJTHAKO B CJIy4ae 0aHKPOTCTBA €My MPUJIETCS 0TBEYaTh 32 J10JITH CBOUM
JIMYHBIM MMYILLIECTBOM.

2. Bce xomMnaHuM pa3BHBAIOTCS 32 CYET PeMHBECTHPOBAHUS NPUOBLIN, U JIHILIb
aKI[MOHEPHbIE O0IIECTBA HE UMEIOT CI0KHOCTEH C MPUBJIEYEHHEM KallNTA1a, TaK KaK OHU
MOTYT HPOJaBaTh CBOU AKIUM HA PbIHKE IIeHHbIX Oymar.

3. Iyt komnaHui ¢ GyHKIIMOHATLHON CTPYKTYPOU TUITUYHBI Y€TKO 0003HAYEHHbIE
MOJITHOMOYMS U 00s13aHHOCTH. KaxoMy cityxanieMy U3BECTHO, 32 YTO OH HeceT
OTBETCTBEHHOCTh U KTO €0 HeMmocpeAcTBeHHbIH HaYadbHuK. OnHako nogo0Has CTpyKTypa
HE CMOCOOCTBYET OLICTPOMY NPUHATHIO PEllIeHHH, UTO )KU3HEHHO HEOOXOAMMO B MOCTOSTHHO
MeHSIIolIelCcsl 1eJIOBOI cpefe.

4. Komnanus Ckall U3BeCTHA CBOMMHA MHHOBANUAMM. [ OTOBHOCTH pearupoBaThb Ha
H3MEHEHUS U AIaNTHPOBATHCS K HUM [IOMOTAET €/l COXPAHUTH KOHKYPEHTHOe
NMpeuMyIecTBO U 0o0ecredYuBaeT rmOKOCTbL KOMITAHHH.

5. BaxxHo, 4TOOBI HAYaTBLHHUK OOIAJICS CO CIY’KAIlMMU B YeTKOM M sICHON MaHepe, 0003HaYaJl
POJIH M OTBETCTBEHHOCTDH M OLICHUBAJI 1eATEIbHOCTD MOAYHHEHHbIX. OH I0JDKEH HMETh
XOPOILIMI MOCTY’KHOM CIIHCOK H ObITH 3KCIEPTOM B CBOeil 00/1aCTH.

Tema 2. Levels and areas of management. YpoBHH U cepsl yrpaBlieHUs
3ananme 1.

JlonmonHUTE cienyrouuid 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) ................... .

Americans tend to use the term president rather than chairman, and
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chief executive officer (CEO) instead of managing director. The CEO or MD is

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

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

have their decisions and performance (6) .........c........... 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) .ocviriiiiiiieiniieeiiee, 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, KOTOPBII HE BXOAUT B KOKIYI0 TOPU30HTAIBHYIO IPYIIITY:

1 firm comnanv societv subsidiar
2salary manager engineer employee

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

3aganue 3.

HazoBure OpraHu3allMOHHBIC CTPYKTYPHhI, OIIMCAHHBIC B JAHHBIX NPCJIOKCHUAX !
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 AaHITIMHACKUN SA3BIK JAaHHBIC IIPEIJIOKEHHUs, HCIOJb3YS
TepMmuHosioruto o teme Levels and Areas of Management:

1. Moii oter; ympaisieT Hamiei koMmnanuei BoT yxe 20 sner. B ynpaBnenuu Ouznecom
OH TIPUACPKUBACTCS KOHCEPBATUBHBIX B3IVISIOB, HO KOMIIAHUS BCETAa_yaenseT Ooiblnoe
BHHUMaHUE HYXJaM_IIOTpeduTeneil u ObICTPO pearupyeT Ha U3MEHEHHUs Ha phiHKe. OTel penrmn
cOKyCHUPOBaThCd HA MNEPCOOYYEHHMM COTPYAHHMKOB W IPHHAJ Ha pPabOTy HECKOJIBKUX
pohecCHoHaNOB, KOTOpPhIE OyIyT MPOBOIUTEH OOYUYCHHE.

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

3. U3-3a causgHusg ¢ KomiaHued X Hama KomIaHusa Oblia peopranusoBaHa. 30%
nepcoHalia COKpaTuiau. S ke moJIy4HJI MOBBIIIEHUE 10 KapbepHoH JiecTHulle. Ceifvyac s 0TBevaro
3a pabOTy CEpBUCHOIO IIEHTPA.

4. TlocTosiHHAsL TOTEpPs JOJIU PBLIHKA, BO3PACTAIONIAs KOHKYDPEHIUS — IPOOJIEMBI, C
KOTOPBHIMU B TIOCJIETHEE BPEMs CTOJIKHYJIAch Hamna komranus. Ceifuac Hamia 3agada — CPOYHO
oTpearupoBaTh Ha HHX. [Ipexae Bcero Mbl CMEHHUM KypC KOMITAHWU, PECTPYKTYPU3UPYEM €€.

14



PykoBoncTBO KOMIAHMM pEHIMIO HE COKpaliaTh, a HOepeoOy4YHuTh TMepcoHal. YMEHHue
aIalITUPOBATHCS K IOCTOSIHHO MEHSIOIIEMYCs PHIHKY — BOT 3aJI0T ycIexa Jiroooro 6usHeca.

Tema 3. Organizational structures. Opranu3aMOHHBIE CTPYKTYPBI

3aganue 1.
Packpoiite ckoOku, HCIONB3ys MpaBWIbHYIO (OpPMYy aHIVIMKMCKOro Tiarojia (BpemeHa,
yCJIOBHLIG BBIpa)KeHI/IH, cocliararcJIbHOC HaKHOHeHI/IC)

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.

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.
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3aganue 2.
BcraBbTe npaBuibHy10 (hopMy riarosia to be, ooparias BHUMaHKUE 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.
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 AaHTJIMHUCKUU SI3bIK JIAHHBIE TIPEIJIOXKECHUS, HCHOJIb3Yys
TEPMHUHOJIOTHIO IO TeMe Management:

1. Uto kacaetcst BeeHUs OW3HECA, HOBBIM MEHEIKEp OTIiea MPOJak U MapKETHHTa HE
MpHEMJIET KOHCEPBATUBHBIX B3TJAA0B. OH CIOCOOEH CTaBUTh YETKHE 1T, OBICTPO pearupoBath
Ha U3MEHEHUS PhIHKA, MOOLIPSATh KOMaHIHBIA TyX COTPYAHUKOB.

2. XYZ — nunamuyHast, ObICTPO pacTylias KOMIIaHUS MO MPOU3BOICTBY KaHIEISIPCKUX
TOBapoB. B ycnoBusx XECTKOW KOHKYPEHIIMM HaM HEOOXOIUMO IIOCTOSTHHO TPOBOJHTH
WCCJICIOBAHMSI PhIHKA M OBICTPO PearupoBaTh Ha €T0 U3MEHEHHSI.

3. Hama xommanmsi Oblia ocHoBaHa B cepeauHe 1990-x romoB, W MBI OBICTPO
pasBuBaeMcs ¢ Tex mop. KoMmaHusi COCTOUT U3 5 OTIENOB: aJIMUHUCTPATHBHBINA, ()MHAHCOBHIH,
MPOU3BOACTBEHHBIN, OTAEC] MapKeTHHra W MNpoAak M KaApoBbld oTAen. Hamr mnepconan
HacuuThiBaeT cBbime 5000 corpyanukoB. ['onmoBHO# oduc pacnonoxen B Jlongone. Hamm
JIOYEpHUE TNpennpusThus Haxonarcs B Munane u bepnune. B crnepyromem roay KommIaHHs
IUTAHUPYET OTKPBITH CBOU (ruinan B Mockse.

3ananue 2.

IlepeBenuTe HA aHTJIIMHWCKUN SA3BIK JaHHBIC NPEIJIOKECHUS, UCITOJIb3Y I
TEPMHHOJIOTHIO IO TeMe Management:

1. HegaBHo coBeT nupektopoB komnanuu Cornerstone Group ycnenrHo mpoBen
neperoBopsl ¢ Metrot Co. o cnusHuN 3TUX ABYX Komnanuid. Komnanus Metrot — npekpacHoe
npuobperenue ais Cornerstone Group.

2. Metrot Co. cienuanu3upyeTcsi B IPOU3BOJCTBE TOBAPOB JIJIsl JOMA, U B CBOUX
PO3HUYHBIX MarazuHax IMpe/ICTaBIseT LIUPOKU BEIOOP TOBAPOB, a TOBAPOOOOPOT KOMIAHUH
COCTaBJISET 4MJIH. €BPO.

3. Komnanus Metrot imeeT MHOTO TOYEpPHUX NMpeanpuaTuii o Bcer EBpore, a ux
ronoBHoU oduc Haxoautcs B [lapuxke. brarogaps cBoeMmy qTUHAMHYHOMY CTHITIO 3Ta KOMITaHUS
OBICTPO pearupyeT Ha PbIHOYHbIE U3MEHEHHUS.

3aganue 3.

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

3ananmne 4.

Packpoiite ckoOKu, HCTIONB3Ys MPAaBUIbHYIO (POPMY aHTTIMICKOTO Taroia (BpeMeHa,
WHOUHUTUB, TePYHINHN, IPHYACTHE, YCIOBHBIC BBIPAKEHHSI, COCIaraTeJIbHOE HAKIIOHEHHE,
MO/1aJIbHbIE TJIaroJibl)

1. Look! Leslie seems (enjoy) herself. It is the first
time [ (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.
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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/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.

8.1. Ilepeuyenn 3agaHuil 1JIs1 MOATOTOBKHU K 9K3aMeHY
Tema 5. Leadership. JIugepcTBo u TuaepcKue KayecTa

3ananue 1.

Harmmmure pycckue aHanoru JaHHBIX aHTIIMACKUX 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

9. to manage with empathy, to have empathy with the staff

10. to take ownership of decisions

11. to be entitled to try out new ideas

12. to empower employees

13. to enhance (an enhanced sense of responsibility, an enhanced sense of involvement)
14. to praise and show recognition, to give praise

15. to concentrate on strengths, not weaknesses

3aganue 2.

3arnoyHuTe MPOIYCKH MPaBMUIIbHOM (POpMOH IJ1arosa B MOAXOSAIIEM BpEMEHH (aKTUBHOU
WJIU TIACCUBHOM (hOPMBI):
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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
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 TEPMHUHOB 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
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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:
astute, bright, ealm; clever, easy-going, hard-working, moody, neurotic, punctual, quick-
tempered, reliable, responsible, sharp, slow

intelligence and ability emotional stability conscientiousness

bright calm reliable

Tema 7. Marketing. MapkeTuHr

3aganme 1.
IlepeBenuTe HA aHTJIMWCKUN SA3BIK JaHHBIC NPEAJIOKECHUS, UCITOJIb3Y I
TEPMHHOJOTHIO 110 TeMe Marketing:

1. JIroboli TpPOAYKT, MAaKe TOMOBBIH, MNPOXOAUT 4 CTAaUU >KU3HEHHOTO IIHMKJIA:
MIPE/ICTABIICHUE HA PBIHOK, POCT, 3PEJIOCTh MPOIYKTA U CHaJ.

2. llepen TeM OpPENCTaBUTh TNPOAYKT HA PBLIHOK, J00as KOMITAHUS HCCIEIyeT
HNOTEHUUATIbHBIA PBIHOK, CTapaeTcsi ONPENeNUTh HYXJbl NOoTpeOuTenel ¥ Ha3zHAYaeT TaKylo
IIEHY, YTOOBI JJOCTUYh OOJBIINX 00BEMOB MPOJIAK.

3. PykoBonctBo kommannu ABC pemuno pacHuiMpuTh JIMHEWKY MpoaykTa. YToObl
OPOCTUMYJIUPOBATE CHOPOC, KOMITAHHSI COOHMPAETCS HCIONb30BaTh «3BE31» B PEKIAMHOU
KOMIIaHUM HOBOro OpeHna. HeoOXoIMMOCTb pacHmiMpeHusi yK€ JaBHO BO3HHKIA, TaK Kak
CYUIECTBYIOIIMM ACCOPTUMEHT YK€ HE IPUBJICKACT IEINEBOM DPBIHOK. BeposATHO, KOMIIaHHHU
MPUAETCS UCKATh HOBBIE KaHAJIbl PACIPEICIICHHUS.

3aganue 2.
OO0BenuTe MpaBIWILHBIN TepMHUH(BI), OTBETHUB Ha CJIEAYIOIINE BOIPOCH o TeMe Marketing:
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
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r
4.

Profit from marketing

Who is protected by consumer protection laws?

Businesses and customers

Just customers

Which of the following is NOT an element in the marketing mix?

C Just businesses
5
Price
Profit
Promotion

6.

Where are premium products most likely to be sold?

In supermarkets

In designer stores

r
7.

On market stalls

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

If costs change

If customer needs change

If management changes

3ananue 3.
ComnocraBbTe TepMUHBI 10 TeMe Marketing cieBa ¢ ero onpeieJIeHIeM Cripana:
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

Tema 8. Promotion.IIponBuxenue OpeHia Ha peIHKE

3ananue 1.
[IpounTaiiTe cTaThio Mo TeMe Promotion cTaThio U BEIOEPHUTE MPABWIBHBINA TEPMHUH,

9TOOBI 3aMOHUTH KaxKAbIH Tipooden (1-11) uz A, B, C umu D.

Promotional Discounts are a form of discounts used primarily to 1 a new

product, to try to increase sales of existing products, or to reduce the inventory 2

of a particular product or products. They can also be employed to 3 customers to
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place an extra order, or increase the size of a regular order, so that the order will 4
for a price reduction. Many companies use this 5 if their products have seasonal
6 and troughs. A promotional incentive is a calculated risk that must generate
a higher level of orders from customers who don’t usually buy in those quantities. If the only
result is to encourage buyers to put a large 7 of discounted products in their
warehouse, and reduce the size of the next few orders until they have sold the discounted
product, then the promotion has failed to 8 the desired results.
When problems — particularly problems of communication regarding the 9

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

1 A) launch B) declare C) install D) proclaim
2 A) point B) rank C) stage D) level

3 A) instigate B) motivate C) provoke D) initiate
4 A) quality B) merit C) attain D) rate

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

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

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

8 A) convey B) fulfil C) meet D) produce
9 A) characteristic B) nature C) disposition D) spirit

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

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

3aganue 2.
CormoctaBbTe TepMUHBI IO TeMe Promotion ciieBa ¢ ero onpeaesieHreM CrpaBa:

1 | undercover marketing | a | using electronic media like email or SMS to promote products
2 | e-marketing b | promoting products to target customers, for example, through
addressed mail
3 | direct marketing ¢ | persuading people to buy a product or service by announcing 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
3ananue 3.
OO6BeauTEe MPaBUIIHLHBIN MOJATBHBIN TJ1aro:
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.
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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

Tema 9. International Trade.Buenrnsist Toprosiis

3ananue 1.

CormocTaBbTe TepMUHOJIOTHIO TI0 TeMe International Trade u3 pamku ¢ onpeneaeHUIMA
HUKE.

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.

ComnoctaBbTe TepMUHBI 10 TeMe International Trade cieBa ¢ ero onpeneneHueM cripaBa:
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
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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:

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

8.2. TunoBple 3agaHud IJI 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. Tunosbie 3a7aHUA 1JI51 OEHKU YMEHMI

3ananue 1.

IIpouuraiite TekcT Ha Temy @opmbl OM3Heca, co0epure M TMPOAHAIMZHPYITE
UHGOPMaALHIO 0 CJIeAYIOLIeM:

1. Ckaxute, Kakue BOIIPOCHl PACCMATPHUBAIOTCS B TEKCTE.

2. CkaxuTe, Kakas mpobseMa BbITEKAeT U3 CONEPKaHMS.

3. IloctaBbTe K TEKCTYy HECKOJBKO BOMPOCOB M 33JaiiT€ MX BalleMy TOBApHILYy, 3aT€M
OTBETHTE HA €TI0 BOIIPOCHI.
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4. TlonTBepauTe TOUYKY 3pEHHs, M3JIOKEHHYIO B TEKCTE, HCIOJB3Yysl COOCTBEHHBIN
HpHUMeEP.

5. Boickaxute MHeHHE O MpounTaHHOM. CoOOIIUMTE M3BECTHBIE BaM JOMOJIHHUTEIbHBIC
ceenenus. [IpuBenute nmpuMepsl, (pakThl, M010OHBIE OMUCHIBAEMBIM B TEKCTE.

Success

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.

25



3aganue 2.
IIpounTaiite TekcT Ha TeMy YpoBHM M cdepbl ynpabjieHHs, codepure H
NMPOoAHAJU3UPYHTE HHPOPMAIUIO O CJIeYIOLIeM:
1. Ckaxxure, Kakue BOIIPOCHI PaCCMAaTPUBAIOTCS B TEKCTE.
2. Cxaxure, Kakas rmpobsemMa BbITEKAeT U3 COJCPIKAHMUS.
3. ITocTaBbTE K TEKCTY HECKOJIBKO BOIIPOCOB U 3aaiiTe UX BallleMy TOBapHILy, 3aTEM
OTBETHTE HA €0 BOIIPOCHI.
4. IMonTBepauTe TOUYKY 3pEHHS, U3T0KEHHYIO B TEKCTE, UCTIONb3Yys COOCTBEHHBIN IPUMED.
5. Beickaxute MHEHHE O TpodynTaHHOM. COOOIINUTE U3BECTHBIE BaM JIOTIOJIHUTEIIbHBIE
ceenenus. [IpuBenute nmpuMepsl, (pakThl, M010OHBIE OMMCHIBAEMBIM 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.
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8.5. TunoBkle 3aJaHuA 1JIS OLEHKH HABBLIKOB
3aganmne 1.

Onumute ypoBHU U cepbl ynpapiieHUs: BLIOpaHHOI BaMu koMnaHum, HCnoab3yst
Jexkcuky no reme 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:

2. Board of Directors, Chairman (Chairwoman) or President (4m.), Managing Director
(Executive Director) or Chief Executive Officer (CEO — Am.)

3. 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).

4. Middle (Senior) management (company officers):

5. 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.)

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

7. to consist of, be made up of, be divided into

8. 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.

9. to be responsible for smth, to be in charge of

10. 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.

11. 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.

13. to be accountable to smb, to be responsible to smb, to report to smb

14. 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 (HaxoasTcst y HEr0 B HEMOCPEACTBEHHOM ITOAYUHEHUN ).
Export Sales Director is responsible to Sales Director.

15. astrategy, to determine a strategy (or a policy), implement a strategy (or a policy)

16. 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.

3ananne 4

IToaroroBbTE pa3BepHyThHIe NUCHMEHHBIEC OTBETHI HA BONPockl Mo 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.)?
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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 OCHOBHOW M JONOJHUTEIbHON Y4eOHOI JUTEpPaTypbl, HEOOXOAUMOI 1JIs1
OCBOCHMS TUCHMIIIHHBI

9.1. OcHOBHas JIUTEpaTypa

1. JleBuenko, B. B. AHriumiickuii s3bIK U151 SKOHOMUCTOB (A2-B2) : yueOHHK 17151 BY30B
/ B. B. JleBuenko, E. E. Jlonranésa, O. B. MemepsikoBa. — 2-e u3j., ucnp. u gon. — MOCKBa :
N3narensctBo FOpaiit, 2024. — 408 ¢. — (Bricmee o6pazoBanue). — ISBN 978-5-534-14780-
3. — Teker : snextpoHHbi // OOpasoBarenpHas miardopma IOpaiit [caiit]. — URL:
https://urait.ru/bcode/536139

2. CrorameBa, O. H. Awnrnuiickuii s3pik ays dkoHomuctoB (B1-B2). English for
Business Studies in Higher Education : ydye6noe mocobue mis By3oB / O. H. CtoruueBa. —
Mocksa : UznatenbcrBo FOpaiit, 2024. — 163 ¢. — (Bsicmiee o6pazoBanue). — ISBN 978-5-
534-18207-1. — Texkcrt : anmekTpoHHbIH // Ob6pazoBaTenbHas miaTdopma FOpaiit [caiit]. — URL:
https://urait.ru/bcode/534527

3. Hanunenko, JI. II. AHrauiickuii s3bIKk 111 SKOHOMHUCTOB (B1—B2) : y4yeOHHMK 1
npakTukyMm jais By3os / JI. I1. lanunenko. — 3-e u3a., ucnp. u non. — Mocksa : M3naTenscTBo
FOpaiit, 2024. — 116 ¢. — (Bwicmee obpazoanue). — ISBN 978-5-534-17539-4. — Teker :
NeKTpoHHBIH  //  OOpazoBarenbHas  1iatdopma  HOpaiir  [caiit]. —  URL:
https://urait.ru/bcode/533293

9.2. lonoJTHUTEIbHAS JIUTEPaTypa

1. SxymeBa, . B. Anrmuiickuii 5361k (B1). Introduction Into Professional English :

y4eOHUK U mpakTukyM it By3oB / U. B. Skymesa, O. A. JlemueHkoBa. — 3-e WU3., UCOP. U
norn. — Mocksa : U3narensctBo IOpaiit, 2024. — 148 ¢. — (Bricmiee obpazoBanue). — ISBN
978-5-534-17896-8. — Texkcr : anekrponHslid / O6pa3oBatenbHas iatdopma FOpaiT [caiT].

— URL: https://urait.ru/bcode/537135

2. Mesnsiino, B. B. Akagemuueckoe nuchmo. Jlekcuka. Developing Academic Literacy
: yuebHOe mocobue st By30B / B. B. Mensiino, H. A. Tymsakosa, C. B. Uymunkun. — 2-e u3n.,
uctp. u gon. — Mocksa : UznarensctBo FOpaidt, 2024. — 226 ¢. — (Briciee obpa3oBanue). —
ISBN 978-5-534-18198-2. — Tekct : anekrponnsiii / Ob6pazoBarenbHas miatdopma HOpaiit
[caiiT]. — URL: https://urait.ru/bcode/534518

3. MowuceeBa, T. B. AHIIMIACKUHN SI3bIK IJI1 SKOHOMHCTOB : y4eOHOE mocoOue Jis
By30B / T. B. Mouceesa, H. H. [lamna, A. 0. Hlupokux. — 2-e uzn., nepepad. u 1om. —
Mocksa : UznarensctBo FOpaiit, 2024. — 151 ¢. — (Bwicmiee obpazoBanne). — ISBN 978-5-
534-17119-8. — TekcT : anekTpoHHbIi // Obpa3oBarenbHas miatdopma FOpaiit [caiit]. — URL:
https://urait.ru/bcode/532413

4. Mowuceesa, T. B. AHrnuiickuil s3bIK IS 3KOHOMHUCTOB : yueOHOE mocoOue Jyist
By30B / T. B. Mouceesa, H. H. [laruna, A. FO. llupokux. — 2-e u3A., mepepad. U 1om. —
Mocksa : UznatenbcrBo FOpaiit, 2024. — 151 ¢. — (Bsicmiee o6pazoBanue). — ISBN 978-5-
534-17119-8. — Tekcr : anmekTpoHHbIH // O6pa3oBaTenbHas miaaTdopma FOpaiit [caiit]. — URL:
https://urait.ru/bcode/532413
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10. Ilepeyennb pecypcoB HHGPOPMALMOHHO-TEJIeKOMMYHUKAUMOHHOM ceTH ""UHTepHeT",
HeO0XOAUMBIX JIJIS OCBOCHHSI JUCIHUIJIMHBI U HH(OPMALMOHHBIX TEXHOJIOTHH,
HCI0JIb3yeMbIX NPH OCyLIleCTBJIEHUHM 00pa30BaTeJILHOI0 NpoLecca no JUCHUILINHE,
BKJIIOYasl MlepevYeHb MPOrpaMMHOI0 o0ecrneyeHus 1 HHPOPMAUMOHHBIX CIPABOYHBIX
cucrTeM (MpH HEOOXOAMMOCTH)

1. https://urait.ru - 9bC «O06pazoBarensHas matdopma FOpaitT»

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

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

4. https://learnenglish.britishcouncil.org- caiit bpuranckoro CoBera ¢ 06aHKOM
MaTepUajoB ISl YPOKOB M CAMOCTOSITETLHOTO HM3yY€HHUs aHTIMHCKOTO S3bIKA M0 PAa3IMYHBIM
TeMaM Kak oOOIIero, Tak W JeJOBOTr0 xapaktepa. OXBaueHbl BCE YPOBHH JICKCHYECKOM
CJIOKHOCTHU: OT HAYAJIBHOTO JI0 CAMOTO MPOBUHYTOTO.

5. https://ru.duolingo.com/- GecriaTHEIN CEPBUC ISl U3YUYEHUST WHOCTPAHHBIX SI3BIKOB C
Hyns. [Iporpamma moctpoeHa B ¢opMe «aepeBa JOCTHKEHUI»: YTOOBI MEpeHTH Ha HOBBIH
YpOBEHb, HY)XKHO CHayajla HaOpaTh OIpEeleJIeHHOE KOJMYECTBO OYKOB, KOTOpHIE NAIOTCS 3a
npaBuibHbIE 0TBeTHl. EcTh mpumoxenus as i0S u Android.

6. https://www.real-english.com/new-lessons.htm - caliT ¢ ypokamu, CTaTbIMH U BHJIEO
3apUCOBKAMHU U1l M3YYAIOIIUX AHTJIMACKUHA S3bIK, BCE MATEpPUANIbl yCIOBHO pa3/elicHbl Ha
JIEKCUYECKHE U IPaMMaTHYEeCKHE, TOCTYITHbI BCE YPOBHH CIIOKHOCTH.

7. https://www.economist.com/ - 5KOHOMHUYECKUH CalT U (PopyM Ha aHTIHMICKOM SI3BIKE,
CoJlep>Kallil eoBble HOBOCTH, SKOHOMHUYECKHUE CTaTbU Ha JEIOBYI0 TEMaTHKY, 00CyXkKIeHue
po0JIeM JIeT0BOTr0 XapakTepa.

8. https://www.ft.com/- callT 5KOHOMHYECKOW ra3eThl Ha aHTJIIMHCKOM si3bIKe. COEPIKUT
JIeNIOBBIE HOBOCTH, SKOHOMHYECKHME CTaThU Ha JENIOBYIO TEMAaTUKy, 0OCyXIeHue mpoliem
JIEIIOBOTO XapakTepa.

JINneH3nonHoe NporpaMMHoOe odecreyeHue:

- Windows (3apy0exHoe, BO3ME3THOE);

- MS Office (3apy0exHOE, BO3ME3THOEC);

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

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

- 7-zip — apxuBaTop (3apy0exHOe, CBOOOJHO pacIpOCTpaHsIeMoe);

- Comodo Internet Security (3apy0exxHoe, CBOOOAHO pacpoCTpaHsIeMoe).

11. MeToguueckue yKazaHus JJis1 00yYAIOIIMXCS M0 OCBOCHUIO U CHUNINHbBI

Opranuzanus 00pa30BaTeIbHOTO TMPOIECCa PErIaMEHTUPYETCsl y4eOHBIM IUIAHOM U
pacnicaHreM y4eOHBIX 3aHSITHH.

[Ipu  QopMupoBaHMM CBOCH HHIUBUAYaJbHON  0Opa30BATEIPHOW  TPACKTOPUU
O6y‘I&IOH.IHﬁC5I HUMECT mpaBo Ha nepe3aucT COOTBCTCTBYIOIIIUX AJUCLHUITIIINH )41
npodecCuoHaNbHBIX MOJYJIEH, OCBOEHHBIX B MpOLIECCE MPEANIECTBYIOMIET0 00yYeHUs, KOTOPBII
0CBOOOKIaeT 00yJaroIIerocst OT HEOOXOAUMOCTH UX TIOBTOPHOTO OCBOCHHUSI.

OoOpa3oBaTte/ibHbIE TEXHOJIOTUH

Y4eOHbII mporecc TpH MPENOJaBaHUU Kypca OCHOBBIBACTCS Ha HCIOJIB30BaHUU
TPaJIWLMOHHBIX, HWHHOBALMOHHBIX M WH(OPMAIMOHHBIX OOPa30BATEIbHBIX TEXHOJIOTHIA.
Tpa,Z[I/II_II/IOHHBIG O6paBOBaTeHBHBI€ TCXHOJIOTUU MPCACTABJICHBI 3aHATUAMHU CCMHUHAPCKOI0 U
JIEKIMOHHOTO Tuna. VHHOBalMOHHBIE 00pa3oBaTENIbHBIE TEXHOJOTUH HCIOJB3YIOTCS B BHJE
IIUPOKOTO TPUMEHEHUS AaKTUBHBIX M WHTEPAKTUBHBIX (QOpPM TPOBEACHUS 3aHATHIL.
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Uudopmanmonusle  o0pa3oBaTeNbHbIE TEXHOJOTHH  pPEATM3yIOTCS IyTEM  aKTUBU3ALUU
CaMOCTOSITENIEHON PabOTHI CTYJICHTOB B MH(OPMAIIMOHHON 00pa3oBaTeIbHOM cperie.
3aHATHSA JTeKIIMOHHOI0 THIIA

JIeKIIMOHHBI KypC TMpEeanojaracT CHUCTEeMAaTU3UPOBAHHOE H3JI0KEHHE OCHOBHBIX
BOITPOCOB y4€OHOTO TIJIaHa.

Ha nepBoii nexuuu nektop 00s13aH MpeaynpenuTh CTyA€HTOB, IPUMEHUTEIBHO K KAKOMY
06a3zoBoMy yueOHUKY (YueOHUKAaM, Y4eOHBIM ITOCOOUSM) OyIeT MPOYUTAH KYPC.

JIeKIIMOHHBIN KypC JOJDKEH J1aBaTh HAUOOIbIINI 00beM HH(pOpMAIK U 00ECTIeUnBaTh
6oJee r1yboKoe MOHUMaHKEe y4eOHBIX BOITPOCOB MPU 3HAYUTENIbHO MEHbIIEH 3aTpaTe BPEMEHH,
4YeM 3TO TpedyeTcs OONBIINHCTBY CTYIEHTOB Ha CAMOCTOATENbHOE H3YUEHUE MaTepraa.

3aHATHS CEMMHAPCKOI0 THIIA

Cemunapckue  (IpakTUYEeCKHE  3aHATHA)  MPEACTABISAIOT  COOOM  JeTamu3alluio
JIEKIIMOHHOTO TEOPETHYECKOro MaTepuaina, MPOBOAATCS B IENAX 3aKpeIuieHHs Kypca H
OXBATBIBAIOT BCE OCHOBHBIE Pa3/IeIbl.

OcHoBHOM (opMOI TIpOBEEHUS CEMHHApPOB M TPAKTUYCCKUX 3aHITHH SBISETCS
oOcyxaenue HanOosee MPOOJEMHBIX U CIOXKHBIX BOIPOCOB IO OTICIBHBIM T€MaM, a TaKkXke
pelieHue 3aiad U pa3dop MPUMEPOB M CUTyalluid B ayJIUTOPHBIX YCIOBUAX. B oOs3aHHOCTH
IPEernoJIaBaTessl BXOIAT: OKa3aHUE METOJANYECKON IMMOMOIIM U KOHCYJIbTHPOBAHUE CTYAECHTOB IO
COOTBETCTBYIOIIMM TEMaM Kypca.

AKTHUBHOCTB Ha MPAKTUYECKHUX 3aHATHIX OLEHUBAETCS 110 CICIYIOIINUM KPUTEPUSIM:
OTBETHI Ha BOIPOCHI, MpejIaraeMble MPero1aBaTelIeM;
y4acTHe B IUCKYCCHSX;
BBITMIOJTHEHHUE MPOESKTHBIX U MHBIX 3aJaHHiA;
aCCHCTHPOBaHHE MPENOIaBaTENIO B IPOBEACHUN 3aHATUH.
Jloknazibl ¥ ONIOHWPOBAHUE JOKIIAJ0B MPOBEPSIOT CTENEHb BIAJCHUS TEOPETHUYECKUM
MaTepuaioM, a TakKe KOPPEKTHOCTh U CTPOTOCTh PACCYKICHUH.
OneHuBaHue PAKTHUECKUX 33JJaHUN BXOJUT B HAKOIUIEHHYIO OLICHKY.
CamocTosiTesibHasi padoTa 00yYarOIuxcst

CamocrosTenbHas paboTa CTYJIEHTOB — 3TO IPOLECC aKTUBHOIO, IEJIEHAIPABICHHOTO
NpUOOpETEeHUs] CTYACHTOM HOBBIX 3HaHUM, YyMEHHH 0e3 HemoCpeICTBEHHOr0 Yy4acTus
IpenosiaBaTessi, XapaKTepU3YIOUIMHCS TPEAMETHOW  HalpaBIEHHOCTHIO, 3((EeKTUBHBIM
KOHTPOJIEM U OLIEHKOW Pe3yJIbTaTOB JESATEbHOCTH 00yYaroIIerocs.

Lenu camocTosTENEHON PaOOTHI:

e cuCTeMaTH3alMs M 3aKpEIICHUE MOJYyYCHHBIX TEOPETUYECKHX 3HAHUN U MPAaKTUYECKUX

YMEHHUH CTYJEHTOB;

e yriuyOJeHue U pacliipeHre TEOPEeTUUECKUX 3HAHUM;
e (opmupoBaHHE YMEHUI HCIIOJNB30BaTh HOPMATHBHYIO M CIIPABOYHYIO TOKYMEHTAIUIO,

CHEeLHATBbHYIO JINTEPaTypy;

® pa3BUTHE MO3HABATEIBHBIX CIIOCOOHOCTEH, aKTUBHOCTH CTYACHTOB, OTBETCTBEHHOCTH U

OpPTraHU30BaHHOCTH;

e (dopMuUpOBaHHE  CaMOCTOSATEIBHOCTH  MBIIUICHHUSA,  TBOPUYECKOW  WHHIIMATHBHI,

CIIOCOOHOCTEH K caMOpa3BUTHIO, CAMOCOBEPILICHCTBOBAHHUIO M CAMOpPEaIN3alliu;

® pa3BUTHE UCCIEIOBATEILCKUX YMEHUN U aKaJIeMUYECKUX HABBIKOB.

CamocrosTenbHas paboTa MOXET OCYLIECTBISATHCS WHAMBUAYAIbHO WIHM TPYIIaMH
CTYJIEHTOB B 3aBUCUMOCTH OT LI/, 00beMa, YPOBHS CIOKHOCTH, KOHKPETHON TEMAaTHUKH.

TexHONOTHSI ~ OpraHU3allMd  CaMOCTOSITEIbHOH  pabOThl  CTYAEHTOB  BKIJIIOYAET
UCIIOJIb30BaHNE MH(POPMAIIMOHHBIX M MaTEepHaIbHO-TEXHUUYECKUX PECYypCOB 00pa30BaTEIbHOIO
YUpEKACHUS.

[lepen BBITIOJIHEHHEM OOYYaIOIUMHKCS BHEAYJIUTOPHOM CaMOCTOSTEIbHOW pPaOOTHI
IpenoJiaBaTesib MOXXET MPOBOAMTH HMHCTPYKTAX IO BBINOJHEHHUIO 33aJaHMs. B HMHCTpyKTax
BKJIIOYAETCS:
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eJTb U COJIePIKaHNe 3aJaHuS;
CPOKH BBITIOJTHEHHUS;

OPUEHTHPOBOYHBIA 00bEM PaOOTHI;

OCHOBHbIE TpeOOBaHUs K pe3yJibTaTaM pabOThl U KPUTEPUU OLICHKH;

BO3MO)KHBIE TUITUYHBIEC OIIMOKU TIPU BBITIOTHEHHH.

HNHcTpyKTaK MPOBOIUTCS MpENoiaBaTeieM 3a c4eT o0bheMa BPEMEHH, OTBEICHHOTO Ha
U3Y4YECHUE JUCIUILTUHBL

KoHTponb pe3ynbTaToB BHEAYAUTOPHOW CAMOCTOSITENLHOW PabOTBhl CTYICHTOB MOKET
MIPOXOJNTHh B TUCHMEHHOM, YCTHOW WJIM CMEIIaHHOW (hopMme.

CTyAeHTHl JOJKHBI TOIXOIUTh K CaMOCTOSITENBbHONW paboTe Kak K HauBaKHEHIIeMy
CPEICTBY 3aKpEIUICHUS U Pa3BUTHUSI TEOPETUUECKUX 3HAHUM, BbIPaOOTKE €IUHCTBA B3IJISI0B Ha
OTIICNbHBIE BOMPOCHI Kypca, MPUOOpPETEHHS OMNPEACICHHBIX HABBIKOB W HUCIOJIb30BaHUS
poQeCCHOHAIBHON JTUTEPATYPHI.

[Momemmenust st caMOCTOATENBHONW padOThl 00YYAIOIMIUXCS JOJKHBI OBITH OCHAIICHBI
KOMIIBIOTEPHON TEXHUKON C BO3MOXKHOCTBIO MOJKIIOUEHHS K ceTu «VIHTepHeT» u o0ecnieueHneM
JOCTYyTIa B 3JICKTPOHHYIO HHPOPMAITMOHHO-00pa30BaTEIbHYIO CPEly OpraHU3alnu.

[Ipu camocTosATensHON TPOPabOTKE Kypca 00yJaromuecs T0JKHBL:

® [pOCMAaTpPUBATh OCHOBHBIE ONpEAETICHUS U (PaKThI;

® [IOBTOPUTH 3aKOHCIIEKTUPOBAHHBIN Ha JIEKIIMOHHOM 3aHSITHH MaTepual U JAOMOJHUTE €ro

C YYETOM PEKOMEH/I0BaHHOM IO JaHHOW T€ME JINTEPATYPHI;

® U3y4YUTh PEKOMEHOBAHHYIO JUTEPATYypy, COCTABIATh TE3UChI, aHHOTAIIMA U KOHCIEKTHI

HanboJee BaKHBIX MOMEHTOB;

® CaMOCTOSITEIHHO BHITIOTHATH 3aJaHMs], AaHATOTHYHBIC MTPEIJIaraeéMbIM Ha 3aHSITHSIX;

® ICIIOJIB30BATH ISl CAMOTIPOBEPKHU MaTepUaibl (POH]IA OLIEHOYHBIX CPEJICTB;

®  BBINIOJIHATH JOMAITHHUE 3a/IaHUS 110 YKA3aHUIO MPETIOJaBaTEIs.

MeTtoauyeckue peKOMeHAAIUMH 110 HATIMCAHUIO J1eJI0BOT0 MHChMA

[TrcbMO TOJKHBI OBITH SICHBIM, KPATKUM U BEXKIUBBIM.

YnotpebinsiiTe IpOCThIE CII0OBA/BbIPaYKEHUSI BMECTO BBICOKOIMAPHBIX U CTEPEOTUITHBIX, €CIU
OHH MMEIOT OJIHO 3HaY€HUE, KOHKPETHBIE BMECTO a0CTPaKTHBIX. UeM TpOIle Bl TOBOPUTE, TEM
ObicTpee Bac moimMyT. OgHako He 3a0bIBaiiTe, 4TO B O(PHUIIMATBLHOM IEJTOBOM IEpPENUCKe HE
UCTIONB3YIOTCS HUKaKue cokpamenus tuna "I'm" u cienr. Hanpumep, Bmecto ¢paser "We are
the recipients of", myumre ckazate "We received". Ber qoObeTech KpaTKOCTH U SICHOCTH B CBOUX
MUChMaX, €ClIi OyJeTe HCIOJb30BaTh KOPOTKHE WIIM CPEIHEH JUIMHBI MPEIIOKEHUS BMECTO
JUTMHHBIX M CIIOXKHBIX 000pOTOB. I['paMOoTHOE peleHHe Ha ab3ambl 00JIeT4aeT 3pUTEIHLHOE
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 BEXKIMBOCTH JaXKE TOTJA, KOT/Ia Bl OUY€Hb HEIOBOJIbHBI KEM-
TO UJIU YEM-TO.

IloapITOXKUM:

1. BriOupaiiTe KOpOTKHE U CpeHEN TTMHBI IPEITIOKECHUSI, YIIOTPEOISITE MPOCTHIE CIIOBA U
BBIPAXKCHUS

2. He ynotpe0GnsiiTe pa3roBOpHbIC COKpAIIEHUS U CJICHT

3. JlenuTe HamucaHHOE Ha a03aLbl

4. ByapTe BEXJIUBBI U JUINIOMATUYHbI

«Tanka» nucbma.
Kaxmoe nemoBoe muchMo medaraercs (MUIIETCs) Ha y)Ke 3arOTOBJICHHOM, (GUPMEHHOM OJlaHKe.
B BepxHeil yactu OnaHka pasmelnaercss Tak HasbiBaemas 'mamka" - 3aroioBok. OOBIYHO B
3aroJIOBKE JaHbI cjleyIole cBeeH s :
e 3aPETUCTPUPOBAHHOE HA3BAHUE KOMIIAHUH
e KpaTKHe CBEJICHUS O XapaKTepe ee JesTeIbHOCTH,
e KOHTaKTHast UH(POpPMAIIHSL.
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Tesio nucema. 3akiaouutenbHas popma BexxaIuBocTH. [loanuce.

[lepBblii ab3all OCHOBHOTO TEKCTa HAUYMHAETCS C MPEAJOKEHUs, B KOTOPOM BBI
NOATBEPXKIACTEe IOJlyueHHEe MHChMa OT Ballero KOPPECIOHAEHTa, WM CO CCBUIKM Ha
MOCTYIUBIIIEE TUCHMO.

OO6b19HO 00BEM JIEIIOBOTO MHUChMa HE MPEBBIIIACT OJHY cTpaHuly. Ho, ecim o0beM nucbMa
0oJbIIe OAHON CTPAHMIIBI M €ro MPOJODKEHHE HalledaTaHo Ha oOpaTHOM CTOpPOHE JIUCTa, TO B
KOHIIE TEPBOM CTpaHUIl THUIIeTcs p.t.o., yto o3HauaeT Please Turn Over (Cmotpute Ha
obopore).

Ecnu BbI OTCBIIaeTE KOMUU MUChMa U JPYTUM ajpecaTamM, TOTJa B KOHIIE MUChMa CeanTe
COOTBETCTBYIOIIYIO OTMETKY B BHJIE CIEAyoIIei abObpeBuarypsl: "c.c." - carbon copies (ToO4HbBIE
koruu) uiau Copy to...

WNuorga BeI He XOTHTE, YyTOOBI MOJy4yaTellb BAlllero MUChbMa 3HaJ, YTO BhHI €IIe KOMY-TO
OTOCNaJIM Komuu. B 3TOM cilyuae BHU3Y nuceM-Konuil Bel ykaswiBaete "b.c.c." - blind carbon
copies. (CKpBIThIE KOTIHH).

Ecnu x nuceMy MMeeTcs MpUIIOKEHUe (KaTaior, KOHTPaKT, CYeT U T.J.), TO BHHU3Y, MOCIE
noanucH penaercs ykazanue o6 stom: "Enc:", "Encl:" 9T0 cokpamieHue oT Enclosure
(mpuII0’)KEHHE, BIOXKEHUE).

HpI/IMepHBIe AISBIKOBbIC KJIHIIIE IJId A¢/I0BOI'0 NIMCbMA 110 YaCTAM:

1. O6pamenne

|Dear Sirs, Dear Sir or Madam ”(ecnn BaM HE U3BECTHO UM aJpecara)

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

Dear Mr, Mrs, Miss or Ms

|Dear Frank,

”(B 00palieHny K 3HaKOMOMY Y€eJIOBEKY)

2. Beryuienue, npeabiayiee o0uieHue.

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

”CHaCI/I6O 3a Ballle MUCHMO OT (YHuCa)

|Further to your last e-mail...

HOTBeqa;I Ha Balle IHMCbMO. ..

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

41 mpoury mpoiieHus, 4To A0 CUX IIOp HE
HaIlKCaJl BaM...

|Thank you for your letter of the Sth of March.

‘Cnacn6o 3a Balle NMCcbMO oT 5 Mapra

With reference to your letter of 23rd March

OTHOCHUTENBHO BalIero ImcbMa oOT 23
Mapra

With reference to your advertisement in «The
Times»

OTtHocuTenbHO Bamlel pekinamsl B TaliMc

3. Yka3zaHue NPUYHH HATUCAHUS 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 TOATBEPIUTh. ..

|I am writing in connection with

HH IUIIY BaM B CBS3M C ...

We would like to point out that...

Mpg1 xoTenu ObI 0OpaTUTH Ballle BHUMaHUE
HA ...
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4. IIpocnba ‘

|Could you possibly... HHe MOIJIH OBl BBI. .. ‘

I would be grateful if you could ... 4 Obln OBl IPU3HATENICH BaM, €CJIA OBl BBI

|I would like to receive ”H OBl XOTEI MOMyYHUTb......

|Please could you send me... HHe MOIJIH OBl BBI BBICIATh MHE. ..

|5. Cornamenue ¢ yCJIOBUSIMH.

|

|

|
Il would be delighted to ... |51 6611 6Bt pa ... |
|I would be happy to ”H ObLT OBI CYACTIIMB. .. ‘
|I would be glad to HH ObL1 OBI paf. .. ‘
6. CooOuienue I0XHX HOBOCTEH ‘
|Unfortunately HK COXKAICHUIO. .. ‘
|I am afraid that ... HBOIOCL, 9To. .. ‘
|I am sorry to inform you that HMHe TSKEJI0 COOOIIAaTh BaM, HO ... ‘

K coxanenuto, Mbl BBIHYKIEHBI COOOIIHUTH

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

|7. IIpuiioxkenne K NUCbMY JA0NOJHUTEIbHBIX MATEPUAJIOB

|We are pleased to enclose ... ”MBI C yJIOBOJIbCTBHEM BKJIA/IbIBAEM. . .
|Attached you will find ... HB MIPUKPEITICHHOM (aiijie BbI HaliIeTe. .
|We enclose ... ”MBI IpUJIATaeM. . .

|Please find attached (for e-mails) ”BBI HalizieTe MPUKPETUICHHBIN (haid. ..

8. Boicka3piBaHHe 0,1aroAapHOCTH 3a NPOSIBJICHHbIN HHTEpeC.

|Thank you for your letter of ”CHaCI/I6O 3a Balle NMCbMO
|Thank you for enquiring ”CHaCI/I6O 3a MPOSIBJICHHBIN HHTEPEC. . .
|We would like to thank you for your letter of ... ”MBI xoTenu Obl o0JIaroJapyuTh Bac 3a. ..

9. Ilepexoa Kk Apyroii reme.

|Regarding your question about ... ”OTHOCI/ITGHBHO BaIlIero BOMpPOCa O...
|In answer to your question (enquiry) about ... HB OTBET Ha BaIll BOMPOC O...
|I also wonder if... ”MGHH TaKKE€ MHTEPECYET. ..

|10. JonoHuTeIbHbIE BONPOCHI.

|I am a little unsure about... ”H HEMHOTO HE YBEPEH B ...
|I do not fully understand what... ”H HE /10 KOHIIA MTOHSULI. ..
|Cou1d you possibly explain... HHe MOTJIN OBbI BB OOBSCHUTS. ..

|11. Ilepenaya nnpopmanuu

|We would also like to inform you ... ”MBI TaK JK€ XOTEJIH Obl COOOIMTH BaM O... ‘

|I’m writing to let you know that... HH LTy, 9TOOBI COOOIIUTE O ...
|We are able to confirm to you... ”MBI MOKEM IIOATBEPIUTE ...
|I am delighted to tell you that... ”MBI C yJI0BOJIbCTBHE COOOIIAEM O ...

K coxanenuto, Mbl BBIHYKIEHBI COOOIIHUTH
BaM O...
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|12. Ipennoxenue ceoeid MOMOIIH ‘

|W0u1d you like me to...? HMory 1H 5 (caenars)...? ‘

|If you wish, I would be happy to... HEan XOTHTE, 5 C PaJOCTHIO. .. ‘

CooOuiuTe, eciu BaM ITOHAZOOMTCS MOS

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

|13. HanomuHaHue 0 HaMe4YeHHOH BCTpeYe WIH OKUIaHNe 0TBeTa

|
|I look forward to ... HH C HETEPIIEHUEM K1Y, ‘
|hearing from you soon onrna CMOT'Y CHOBA yCJIBIIIATh BAC ‘
|meeting you next Tuesday ”BCTpeqH C BaMH B cleayromuil Bropauk ‘
|seeing you next Thursday HBCTpeqH ¢ Bamu B YerBepr ‘
|14. Hognuck ‘
Yours faithfully, Uckpenne Bam (ecnu nums yenoBeka Bam

HE U3BECTHO)

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

Kpurepuun oOueHKH TWHCeM: JIOTHYHOCTh COJIEpXKAHUS, HaJM4Yhe S3BIKOBBIX KIIHMIIE,
yOeauTenbHOCTh apryMEHTAIU1, TPAMOTHOCTb, 0(hOpMIIEHHE paOOTHI.

MeToanyeckue peKOMeHAAUMHU 1O MOATOTOBKE M 3aIMTE MPe3eHTAIMU
Onpenenure TeMy, LeNb U TUIaH BBHICTYIIJICHHUSL.
YcraHoBure MMPOAOJIKUTCIIBHOCTD MMPE3CHTALIUM
OOparute BHUMaHHE Ha OCOOEHHOCTH CITyIIaTeIICH;
[IpenycmoTpuTe BKIIOUEHUE CIylIaTeaeid B 00CyXKIeHUE TEMBI-IIPOOIEMBbI;
Crnenute 3a MaHEpOIl IPECTABICHUS MPE3CHTALMU: COOIII0ICHNE 3PUTEILHOTO KOHTAKTa C
ayAUTOPUEN, BBIPA3UTEIBHOCTD, KECTUKYIISILUSA, TEIOABUKECHUS;
v TlpeaycMoTpuTe HILTIOCTpAIMK (HO HE MEPErpy KaiTe UMM CIIaiiibl), KIIFOUYEBBIE CI0BA,
v’ OO6s3areibHO  MPEAYCMOTPUTE  PENETUIMIO  BBICTYIUIEHHS B CONPOBOXKICHUH  C
Mpe3eHTalueH.
TpeboBanusi K Npe3eHTAIIUN:

NANENENIN

4. 7-12 cnaiinoB B PowerPoint
5. [Inan npe3eHTanuu:
v Bcerynnenue (modyemy BbIOpaHa qaHHas TeMa Mpe3eHTanum) (2 ciaiina)
v OcCHOBHast YacTh
v 3akiroueHue (BbIBOBI) (2 craiina)
6. Crnukep npe3eHTyeT CBOIO TEMY M OTBEYAET Ha BOIPOCH! YYaCTHHUKOB.
IIpumepHbIe KJIMIIE IS 3AIIUTHI MPE3eHTAIIUN:
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. Ourpurpeose 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.
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take a seat—

MPUCAKUBAUTECH, pUrpose —

uenp, get  started —

o0cyxnarth, feel free to ask — ceoOoHO cipamuBaiite, fresh ideas — cexue uaen.

T'1aBHast yacTh

Introduction
Formal Meeting

As you already know, today’s presentation is
designed to present some important points of

This first slide shows our agenda for the day.

First, I will begin with an overview of ...
Then, Ms. Smooth will present the data that
she gathered and her ideas for ... She will be
followed by Mr. Hanson, who will discuss
adapting our product to meet market needs,
and at last we'll make a conclusion with the
main recommendations.

Since we have very limited time today,

please hold your questions until the end of the

presentation.

Informal Meeting

All right, let me start by saying thanks to all
of you for the interest in this presentation.

I would like to talk to you today about ....
for... minutes.

First I would like to talk about....

Then 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 3a1ymMaHHbIM, slide — cimaiin, agenda — moBecTka nHs, let me start —
N03BOJIbTE HauaTh, say thanks — Oiaronaputh, overview — 0030p, present the data —
MPEICTaBISITh JaHHbIE, at last — HakoHell, conclusion — 3akmouenue, wrap things up —
3aBepuinm, hold the questions — nep>xath (He 3a0bIBaTh) BONPOCHL, SO far — moka, interrupt -

IpephIBaTh

Hexotopsie (hpasbl, 1aHHBIE HUXKE, TOMOTYT HE pacTepsAThCS U CPOKYCHPOBATh BHUMAHUE
ayJIMTOpUHU B HanbOoJIee BaXKHBIX TOYKAX Mpe3eHTaruu. @pa3sl OAMHAKOBBI 7S JIFOOOTO THITA
Mpe3eHTanH — (HOPMATBHOTO W HEPOPMATILHOTO.

English

Now we will look at...

I’d like now to discuss...

Let’s now talk about...

Let’s now turn to...

Let’s move on to...

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

Russian

Tenepp B3rJIsHEM HA ...

Teneps MHE XOTEI0CH ObI 0OCYIUTH. ..
JlaBaiiTe Tenepb MOrOBOPUM O ...

Teneps naBanTe NepenieM K ...

[Tpogomxum c ...

OTO OTCBHIIAET HAC K CIEAYIOIIEMY IIYHKTY ...
JIBuraemcs K HameMy CJiaeayromeMy Clanay ...

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

JaBaiiTe cyMMHpyeM.

3aBepLINM.

Eme pa3 xoten 661 CyMMHUPOBAThH IJIABHOE. . .
Hrak, B 3aKII0UYCHUE. . .

HakoHen, moasenemM UTor CerogHsAIHAM
[JIaBHBIM MOMEHTAM. ..

OTBeThI HA BONPOCHI

English

Russian

35

HaJaTh, discuss —



Sl nymato, s oTBETHI yke Ha Bam Bompoc

I think I answered your question earlier. pasxee.

I'm glad you asked that. Pan, uro Bel cipocuiii 06 3ToMm.

Well, as I already said... Urak, Kak s y’e ¥ TOBOPHIL. ..

That's a very good question (of you to ask). Ouenp Xopotmii Bompoc (KOTOpsIid Be
So you are asking about... 3a/1aim).

If I’ve understood you correctly you are asking HWrak, Bel cnpamuiBaere o ...

about... Ecnu s npaBuiibHO noHs1 Bac, Bel

CIIpalInuBacTEC O ...

OueHka npe3eHTanMii:

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

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

Pexomengauum no o0yyeHuro HHBaJIUA0B 1 Jun ¢ OB3

OcBoeHne MUCHMIUIMHBI HHBaNMUAaMu U nuiamMu ¢ OB3 mMoxeT ObITh OpraHu30BaHO Kak
COBMECTHO C JPYTUMHU OOydYalolIMMHCA, TaK W B OTHENbHBIX TIpynmnax. [Ipenmomaratorcs
CHeIMallbHbIE YCIOBUS IS MOJTydeHus oOpa3zoBaHus nHBaIMaamMu u auiamu ¢ OB3.

[Tpodeccopcko-nenarorn4eckuii cocTaB 3HAKOMHUTCS C TICUXOJOT0-(PU3UOTOTHIECKUMU
0COOCHHOCTSIMU 00y4Jaromuxcss uHBanuaAoB U null ¢ OB3, uHAMBUAYyaIbHBIMU MPOrpaMMaMU
peabunuTanuu  WHBATUAOB (mpu  Hamuuuu). [Ipy  HEOOXOAMMOCTH  OCYIIECTBIISICTCS
JOTIOTHUTEIbHAS TOMJCPXKKA TMPENoJaBaHusl THIOTOPAMH, TICHXOJIOTaMH, COIMATbHBIMU
pabOTHUKAMU, TPOLIECIIMMH MTOATOTOBKY aCCUCTEHTaMHU.

B cootBeTcTBHM ¢ MeTOANYECKMMHU peKoMeHAanusMu MunoOpHayku P® (yTB. 8 anpens
2014 1. Ne AK-44/05BH) B Kypce MpeaIonaraeTcs HCIOIb30BaTh COLMAIBHO-aKTUBHBIC H
pedIeKCUBHBIE METOIbI OOyUYeHUS, TEXHOJOTHH COLMOKYJIBTYPHOH peadWINTAllUd C IENBIO
OKa3aHHUs TOMOILIM B YCTAHOBJICHUU TOJHOLEHHBIX MEXKINYHOCTHBIX OTHOUIEHWH C JAPYTUMHU
CTYJIEHTaMH, CO3JaHHH KOM(OPTHOTO TCHXOJIOTUYECKOTO KJIMMAaTa B CTYICHYECKOH TpyTIIe.
[Tonbop m pa3paboTka yd4eOHBIX MaTEPHAIOB MPOU3BOIATCA C YYETOM TIPEIOCTaBICHUS
MaTepuana B pa3TUYHbIX (popMax: ayauaNbHON, BU3YAIbHOH, C MCIIOIB30BAaHUEM CIEIHATBLHBIX
TEXHUUYECKUX CPEACTB U NH(POPMAILIMOHHBIX CHCTEM.

Meaunamarepualibl  Takke CIEIyeT HWCIOJb30BaTh MW QNalTUPOBaTh C  Y4ETOM
WHIUBUTyATBHBIX 0COOCHHOCTEH 00ydeHust nHBanuI0B 1 juil ¢ OB3.

OcBoeHue AUCHUIUIMHBI UWHBamugamMu U Juuamu ¢ OB3  ocymectBisieTcss ¢
WCITOJIb30BAaHUEM CPEICTB OOyYEHHMsI OOIIET0 M CIECIHAIBHOTO Ha3HA4YeHHS (IIEPCOHAIBHOTO U
KOJUIEKTUBHOTO HCIIOJIb30BaHUs). MaTepuanbHO-TEXHUYECKOE OOECTieueHre MpeaycMaTpruBaeT
MPUCTIOCOOJICHUE ayTUTOPUM K HY>KJaM WHBaIKUI0B 1 Jinil ¢ OB3.

dopma TPOBEACHUS ATTECTAlMM JUIsl CTyACHTOB-mHBanugoB u jun ¢ OB3
YCTaHABIMBAETCS C YYETOM HHAMBUAYAIbHBIX Icuxodusmuyeckux ocobeHHocred. Jlns
uHBanuaoB u nui ¢ OB3 mpenycmarpuBaercs moctynmHas ¢opma NMpeAoCTaBICHUS 3alaHUi
OLICHOYHBIX CPEJICTB, @ UMEHHO:

— B [IEYaTHOMW WJIU AJIEKTPOHHOHU (hopme (IUIsl JIUIl C HAPYIIEHUSIMU OMOPHO-BUTATEIHLHOTO
amnmnapara);
— B mTeyaTHOH (¢opmMe WM OSIEKTPOHHOH (opMe C YBETMUEHHBIM MIPUPTOM U

KOHTPACTHOCTBIO (IUIsI JIUI] C HAPYLICHUSIMU CITyXa, pe4H, 3pEeHus);

— METOJIOM YTEHHsI aCCUCTEHTOM 3aJIaHus BCIYX (U1 JIUI] C HAPYLICHUSIMH 3PEHUs).

CryneHTaM ¢ MHBATUIHOCTHIO W JmnaM ¢ OB3 yBennuuBaeTcs BpeMs Ha TMOITOTOBKY
OTBETOB Ha KOHTPOJBbHBIE BOMPOCHL. J[is Takux CTYIEHTOB MpeayCMaTpHUBAaeTCs IOCTYIHas
¢dbopMa mpeocTaBIeHUS OTBETOB HA 3a/IaHUsI, @ IMEHHO:
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— TNHCBMEHHO Ha Oymare wid HabOpOM OTBETOB Ha KOMIBIOTEpE (VIS JIUI] C HAPYIICHUSIMU
clIyxa, peun);
— BBIOOPOM OTBETa M3 BO3MOKHBIX BAPUAHTOB C UCIIOJIB30BAaHHEM YCIYT acCHUCTEHTa (IJis
JIMIL ¢ HAPYLIEHUSMHU OIIOPHO-/IBUraTeIbHOIO aliapara);
— YCTHO ([UIs JIML C HAPYLIEHUSMH 3PEHUS, OTIOPHO-IBUTATEJILHOTO annapaTa).
[Tpu HeoOxoxuMocTH Uit 00ydaIOMIMXCsl ¢ MHBATUAHOCTBIO U null ¢ OB3 mporenypa
OLIEHUBAHMsI PE3yJIbTATOB 00YUYEHUS MOXKET POBOJAUTHCS B HECKOJIBKO ATAIOB.

12. Onucanue MaTepuaibHO-TEXHUYECKOI 0a3bl, HE00XOAUMOM ISl OCYLIEeCTBJICHUS
00pa3oBaTeIbLHOIO NMpPoIecca MO0 JUCUUILTHHE

YuyeOHasi ayauTOpHMsA, TpeJHA3HAYCHHAs [UIA TPOBEIEHHS Yy4YeOHBIX 3aHATHUH,
MPEAYCMOTPEHHBIX  HACTOSIIIEW  paboueld  mporpaMMoil  JHUCHMIUIMHBI,  OCHAIEHHAs
O60py,Z[OBaHI/IeM U TCXHHUYCCKUMHU CPCACTBaAMU O6y‘ICHI/I$I, B COCTaB KOTOPBIX BXOIAT:
KOMIUIEKTBI CIEIUATM3UPOBAHHON ydeOHOM MmeOenu, JocKka KiacCHas, MYJIbTHMEIUHHBINA
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 st CcaMOCTOSITEJIbHOM PadoThl  O0y4YaAKOLIUXCH —  ayJAUTOpHS,
OCHalICHHas CJICAYIOIIUM O60py,Z[OBaHI/IeM U TCXHUYCCKUMU CPCACTBAMU: CIICHIUAIM3UPOBAHHAA
MebOenp s MpernojaBareiss U o0ydarolmuxcs, J0cKa ydeOHas, MyJIbTUMEIUWHBIN MPOeKTop,
9KpaH, 3BYKOBBIE KOJOHKH, KOMIIbIOTEp (HOYTOYK), IEpCOHANbHbIE KOMIBIOTEPHI Ui PaOOTHI
00y4aroluXcsl ¢ YCTAHOBJICHHBIM JINLIEH3UOHHBIM ITPOrPaMMHBIM 00€CTIeYeHUEM, C BBIXOJI0M B
ceTh «ITHTEpHET» U TOCTYIIOM B AJIEKTPOHHYIO HH()OPMAIIMOHHO-00pa30BaTEILHYIO CPELY.
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