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1. Ieap u 3a7a4u JTUCHUILTHHBI

Heab mucuUIIMHB « AHTTUHACKHUH S3BIK T MPOGECCHOHATBHOTO OOIIEHUS» - Pa3BUTDH Y
CTYJE€HTOB KOMMYHHUKAaTUBHYI0 KOMIIETEHIIMIO, YPOBEHb KOTOpPOM IO3BOJMT HCIIOJIB30BAThH
AQHTTIUUCKUN  SI3bIK B MPO(ecCHOHANBHOM N1eATENbHOCTH, TOBBICUTH YpPOBEHb BJaJICHUS
AQHTJIMHCKUM SI3BIKOM, JOCTUTHYTBHIM Ha MPEbIAYLIEM JTale, a TaKXKe 3aJ0XKHUThb OCHOBY MAJIs
JaIbHEUIIETro U3ydeHus NpoheCCHOHAIBLHOTO acleKTa S3bIKa.

3amaun AUCHUNJIMHBI:

— JOCTIKEHHE HEOO0XOAWMOrO YPOBHS JIMHI'BUCTUYECKUX HABBIKOB — HW3YyYEHUE U
HCIIOJIb30BAaHUE JIEKCUUYECKUX U IPaMMaTHYECKUX €IUHUI] B 00beMe, KOTOPbI HEO0OXO0auM AJis
TBOPYECKOH JIeATENTFHOCTH B MPO(ECCHOHAIBHBIX chepax v CUTyaIusX;

— pa3BUTHE NUCKYPCUBHBIX HABBIKOB - YMEHHUS IMOCTPOEHHUS LEJIOCTHBIX, JIOTUYHBIX
BBICKA3bIBaHUH (IIMCKYpCOB) pa3HBIX (YHKIMOHAJIBHBIX CTHJEH B YCTHOH W NUCHMEHHOM
KOMMYHHMKAIlMd  Ha  OCHOBE T[OHUMaHHUS  pa3IW4YHBIX  BUAOB  MpodeccuoHalbHO-
OPUEHTHPOBAHHBIX TEKCTOB MPU YTEHUU U ayIUPOBAHUU;

— pa3BUTHE NPAKTHKHU HUCIIOJIB30BAHMSI aHTJIMHCKOTO SI3bIKA JUJISl PELICHUs] CHEUAIbHBIX
npodeccuoHanbHBIX 3afad (mMoAdop JUTEepaTyphbl, YTEHHWE COOTBETCTBYIOIIMX HCTOYHUKOB,
IPOCMOTP IPOTrpaMM IO UHTEPECYIOIIEH CTyACHTa MPoOIeMaTHKe);

— 3aKpeIIeHUE CTPATErnYeCKOro HaBbIKa

— HaBBIKAa HCIIOJIB30BaTh BepOalibHbIE W HEBEpOAJIbHBIE CTPATErMU JUIS KOMIIEHCALUU
po0OeIIoB, CBSI3aHHBIX C HEIOCTATOUYHBIM BIIAJICHUEM SI3BIKOM;

— TIOBBIIIEHUE YPOBHsI Y4€OHOM aBTOHOMHUH, CITOCOOHOCTH K CaMOOOpa30BaHMIO;

— Ppa3BUTHE KOTHUTUBHBIX U UCCIENOBATEIbCKUX YMEHUII;

— paciMpeHHe Kpyrosopa W TMOBBIIIEHHWE OOLIEH KyJbTYpbl: M3yU€HHE KYJIbTYPHBIX
0CcOOEHHOCTEH, HPAaBOB, OOBIYAEB CTPAH M3yYaeMOTO SI3bIKA, STUKH, BOCHIUTAHUE TOJEPAHTHOCTH
Y YBaXXEHUS K TyXOBHBIM LIEHHOCTSIM Pa3HbIX CTPaH U HaApOJOB.

2. MecTo TUCHMILIMHBI B CTPYKTYpe OCHOBHOM NpodeccHoOHaIbHOI 00pa3oBaTeib-
HOM MPOrpaMMbl BbICHIEr0 00Pa30BaHUs

JucuuruinHa «AHMIMACKUAN SI3BIK IS TPO()ECCHOHATIBHOTO OOLICHHUS» BXOIUT YacTb
y4eOHOro 1miaHa, GOpMUPYEMYIO yYaCTHUKaMH 00pa30BaTEIbHBIX OTHOILEHHUH 110 HAIIPABICHUIO
noarotoBku 38.03.02 MeHeKMEHT, HalpaBICHHOCTh (IPOQMIb) MporpaMMbl «YIpaBiIeHHUE
OU3HECOM».

3. O0beM TUCHMILIMHBI B 324eTHBIX eIMHUIAX U AKAJEeMUYECKHUX Yacax ¢ YKa3aHHu-
€M KOJIHYeCTBAa aKAIeMUYEeCKHUX YaCOB, BbII€JEHHBIX HA KOHTAKTHYI0O padoTy 00y4aro-
IUXCS ¢ mpenoaaBaresieM (110 BUAAM YUeOHBIX 3aHATHIA) M HA CAMOCTOSITEIbHYIO
padoTty o0y4aromuxcs

Oo6mas TpyA0EMKOCTh TUCHHUTUIMHBI COCTaBIseT 12 3auéTHRIX eUHUII, Bcero — 432 yaca.

. Bcero yacos
Buj yueOHoi padoThl
ouHasi hopma OYHO-3a0YHas
00y4eHus dhopma oOydeHust

KonTakTHasi padora ¢ npenoaaBareJieM (Bcero) 84 24
B Tom uncne:

3aHATHUA JIEKIIMOHHOTO TUIIA - 12
3aHATHUSI CEMUHAPCKOTO THMA (IIPaKTUYECKUE 3aHS- 84 12
THS)




CamocrosiTesibHas padora (Bcero)

321 |

381

KonTpoinb

27

dopMa KOHTPOJIA

3ader ¢ ONeHKOM, DK3aMeH

O0masi Tpyn0éMKOCTb JUCHMIIIIHMHBI

432

4. IlepeyeHb IVIAHUPYEMBIX Pe3yJabTATOB 00y4eHHsl 110 JMCHUIIJIMHE, COOTHECEHHBIX
¢ IVIAHNPYEMBbIMH Pe3yJbTaTaMH 0CBOCHHS 00pa30BaTebHOI MPOrpaMMbI

Koa m HaumenoBanue

Koa m HauMeHoBaHue HHIHU-

I[Inanupyemble pe3yabTaThl

KOMIeTeHIIuU (i) KaTopa J0CTHKeHHUS KOMIIe- 00y4YeHus1 0 TUCUMUILINHE
BBINIYCKHUKA TeHLHH
KommyHnukanus NYK 4.1 3HaTBL. rpamMMaTHyECKuE IpaBU-
YK-4 OcyecTBISIET AETOBYHO KOM- na, GOpMBI U KOHCTPYKIIHH, JIEK-

CrniocoGeH ocymiecTs-
JSTh IETIOBYIO KOMMY-
HUKALIMIO B YCTHOU U
MUCbMEHHOM popMax
Ha TOCYJITapCTBEHHOM
a3pike Poccutickoin ®De-
Jepaluy ¥ HHOCTPaH-
HOM(BIX) sI3bIKE(aX)

MYHUKAaLHUIO B YCTHOH opme Ha
PYCCKOM M MHOCTPAHHOM SI3bI-
Kax.

NYK 4.2

Ocy1ecTBIIsIeT JEI0BYIO KOM-
MYHHKAIUIO B TMCbMEHHOM
dbopMe Ha pyCCKOM U MHOCTpaH-
HOM SI3BIKaX.

CHKY aHIJIMHCKOTO S3bIKa, HE0O-
XOJUMBIE AJIl peau3aluu Ipo-
deccroHanbHBIX 3a/1a4.

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

Baaaerb: HaBbIKAMH HCIOJIB30-
BaHUsI MOHOJIOTMYECKOM U TUANO-
TMYECKOW YCTHOW M MHCHMEHHOM
pevH B CHTyaIusiX NIEJIOBOTO B3a-
UMOJICHCTBUSL B IIpeneiax u3y-
YEHHOT'0 SI3IKOBOTO MaTepuaia

K-3

Crioco6eH oCyIIeCTBISITh
JICTIOBYI0 KOMMYHHKa-
LU0 U JOKYMEHTALUOH-
HOe oDOecrieueHue aes-
TCIIBHOCTHU OpI‘aHI/I3aL[I/II/I.

UIIK 3.1
Hcnonb3yeT moHMMaHUE OCOOCH-
HOCTEW JIEJIOBOIO  B3aMMOJCH-

CTBHSI B NPO(ECCHOHAILHOM 00-
INICHUW, B T.4. HA aHTJIHUKHCKOM
SI3BIKE.

HIIK 3.2

OcymecTBisieT JTOKyMEHTapHOE
COTIPOBOXACHUE JICSITEIBHOCTH
OpraHMW3alii, B TOM YHCJIEC Ha
AHTJIMICKOM SI3BIKE.

3HaTh: JIEKCUYECKUN W rpaMma-
TUYECKUH MHHMMYM, HEOOXOMHU-
MBI JIJI1 BBICTpPAaWBaHUS KOMMY-
HUKAIMW HA aHTJIHNICKOM SI3bIKE B
nporecce npodeccroHanbHOI
JeSATEeIbHOCTH.

YMeTb: OCyIIECTBISATh OPraHU-
3aI[MOHHOE U JIOKYMEHTaLHOHHOE
obecrieueHne U 0pOPMIIATH TIPO-
(deccnoHaIbHYI0 JTOKYMEHTAIHIO
Ha aHTJINMCKOM SI3BIKE.

Baaners: HaBbIKaMHM OCYLIECTB-
JICHUs] OpPTraHU3allMOHHOTO U J0-
KyMEHTAI[HOHHOTO o0ecreyeHne
Ha aHIJIMMCKOM SI3BIKE.




5. Coneprkanue QU CHUTLTHHBI

HaumenoBanue teMm

Conep:xanue TeM (pa3iesion)

(pa3nesioB)
Forms of business Jlekcuka: TEpMUHBI B OOJACTH JEJOBBIX (POPMAaIbHOCTEH, HAJOTOB,
activities IOPUINYECKHE CTaTyChI KOMITaHHH, WHIUBUIYaTbHOEC

®opmbl Ou3Heca

MpeIPUHUMATEILCTBO, TOBAPUIIECTBO, AKIIMOHEPHOE OOIIECTBO, WX
MPEUMYIIECTBA U HEAOCTATKU

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

Heonpenenennas ¢opma riaronos. CroBooOpazoBaHHe, 00BEKTHBIN
naeK.

[Topsimok cyioB B peasioxKEeHU. BormpocuTenbHbIe c10Ba. APTUKIIH.
Konuuecrsennsrie u MOPAAKOBBIC YUCIIUTCIILHBIC.

VYcrHas peds (MOauIorndeckas):

-IPEeUMYILECTBA U HEJJOCTATKU pa3HbIX GpopM On3Heca

VYcrHas pedb (MOHOJIOTHYECKAs ):

-pucku UII

[TuceMeHnHas peys:

- keiic Belt Up

YKa3aTCIbHBIC

Levels and areas of
management
YpoBHU U cheps
yIpaBJICHUA

Jlexcuka: TepMuHBI B cepe ympaBieHHs, YPOBHH MEHEIKMEHTA,
TPyAOBbIe OOS3aHHOCTH, HAa3BaHMA W OTBETCTBEHHOCTH OTJIEJIOB
OpraHu3alu

Urenue: Levels of Management, Organization Chart

I'pammaruka: [lopsanok cnoB B mnpemioxeHud. llopsgok cimoB B
CaMOCTOSITEIbHOM ITOBECTBOBATEJILHOM INpeuiokeHuH. [lopsanok cios
B BOIIPOCHUTENIBHOM MPEIOKEHUU. BpeMeHa akTHBHOT 0 3ajo0ra.
VYcTHas peds (Monuaornyeckas):

-00CyX/IeHHE TPYAOBbIX 00sI3aHHOCTEN yNPaBJICHIIEB PAa3HbIX YPOBHEH
VYcTHas pedb (MOHOJIOTHYECKAs):

- TOKJIa]l 00 OTBETCTBEHHOCTSIX OTJIeIa KOMITAHUU

IIucemenHas peus:

- Kelic Success

Organizational structures
OpraHu3aliOHHbIE

CTPYKTYPBI

Jlekcuka: TEpMHHBI B OOJIACTH OPraHU3AIMOHHBIX OCOOCHHOCTEH
OpraHM3aluil, BUJIbI CTPYKTYD, PECTPYKTYpHU3aLUs

Urenue: Types of organizational structures, Restructurization
I'pammatuka: Ilopsanok CiOB B BONPOCHUTENBHOM IPENIOKEHUU.
Ilopsmok CcOB B BOCKJIMILATEIBHOM IpEUIOKEeHHH. Bpemena
IIACCUBHOTO 3aJI0TA.

VYcTHas peds (MoIuIornyeckas):

- TpeuMyIlecTBA W HEJNOCTAaTKH pPa3IMYHBIX OpPraHU3alMOHHBIX
CTPpYKTYp

VYcrHas pedyb (MOHOJIOTHYECKAs):

-OIIMCaHUE CTPYKTYPbl KOMIIAHUHU

[TuceMeHnHas peyus:

- ketic Wildberries

Management
MeHeKMEeHT

Jlexcuka: TepMHHBI B 00JaCTH MEHEIKMEHTA, CTHJIM YIIPaBJICHHUS,
TUTIBI MCHCIPKCPOB

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

-00Cy’KJIeHHE TUIIOB YIIPABJICHIIEB U MX Ka4eCTB
YcTHas pedb (MOHOJIOTHYECKAS):

-OIIMCaHUE CTUJIEH yIIPABICHUS

IIucemenHas peus:

- keiic Peter Drucker

Leadership
JlunepcTBo U nuIepckue
KauecTBa

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

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

VYcTHas peus (MoIuIorndeckas):

-00CyX/IeHHE TUIIOB YIIPABJIEHIEB U UX KaYeCTB

YcTHas pedb (MOHOJIOTHYECKAs):

-ONMcaHue CTUJIeH ynpaBieHus

IIncemenHas peus:

- keiic The new boss

Recruitment
[TonGop mepconana,
PEKpYTHHT

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

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

VYcTHas peds (oIuIorundeckas):

-METO/Ibl PEKPYTHHTa, COOECeI0BaHHE

YcTHas pedb (MOHOJIOTHYECKAs):

- xetic Orbit Records

IIucemenHas peus:

- HalKMcaHue cOOCTBEHHOI O pe3loMe

Marketing
MapkeTuHr

Jlekcuka: TCPMHHBI B O6J'IaCTI/I MapKCTHUHTa, HCCJICAOBAHUSA PbIHKA,
L[EJIEBbIE PHIHKH, CETMEHTAIIHS PhIHKA

Yrenue:

['pammatuka: CriocoObl BeIpakeHHsI Oy y1Iero, BpeMeHa akTUBHOTO U
MIACCHBHOTO 3aJI0Ta — IIOBTOPEHHE.

VYcrHas peds (MOauIorndecKkas):

- o0cyxnenue 4 I1 mapkeTunra

VYcrTHas pedb (MOHOJIOTHYECKAs ):

- TOKJIaJ] O METOJIaX UCCIIEeIOBAHUS PhIHKA

[TuceMeHnHas peys:

- ketic Virgin Mobile

Promotion
[IpoxBmwxenue 6peHia Ha
PBIHKE

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

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

VYcTHas peds (MoIuIorndeckas):

- 00cyxaeHre QyHKIMH peKIaMbl

YcTHas pedb (MOHOJIOTHYECKAs):

- TOKJIaJ Ha TeMY BBIOPaHHOTO BUJA PEKIaMbl

IIucemenHas peus:

- keric Danger Zone

International Trade
BHenHss Toprosis

Jlexcuka: TEPMHUHBI B 00JIACTH BHEIIHEH TOPTOBIIM, BHEIIHUE PBIHKH,
CTEpEOTHIIbl W KYJbTYpPHBbIE  OCOOCHHOCTH,  MEKIYHApPOJHBIC
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HKOHOMHUYECKUE COIO3bI U OpTraHU3allui, CAHKIIUHA U OTPaHUYEHUS
Yrenue:Entering a foreign market, Barko of Belgium, Pinball Wizard
learns from mistakes
['pammatuka: MonanbHble TIaroibl, OTTEHKH MOJATbHOCTH
VYcTHas peds (MoIuIorndeckas):
- 00CYy’KJIeHHEe CaHKIMI BHEITHEH TOPTOBIIH
YcTHas pedb (MOHOJIOTHYECKAs):
-nmoknag o BTO

IIucemenHas peus:

- 3cce EBponerickuii Coro3

6. CTpykTypa JUCHMILUIMHBI 110 TEMaM C YKa3aHHEM O0TBeIeHHOI0 Ha HUX KoJIuYe-
CTBA aKA/IeMHUYE€CKUX YACOB 1 BU/I0B YUeOHBIX 3aHATHI

Ounas ¢popma o0ydeHus1

KonTakTHas pabora,
Ne HaumeHoBaHnue TeMm (pas- wac. Camocrosi-
) J1€J10B) TeJbHasi pado- Bcero, uac.
n/n IIpakTHYeckune
AUCHUTLTHHBI TA, Yac.
3aHATHUSA
S cemecTp
1. | Forms of business activities 10 34 44
Dopmebl Ou3HECA
2. | Levels and areas of 10 34 44
management
YpoBHH U cepbl ynpaBIeHHs
3. | Organizational structures 10 35 45
Opranu3zanioHHbIE CTPYKTYPBI
4, Management 12 35 47
MeHepKMEHT
HToro 3a cemecTtp: 42 138 180
6 cemecTp
5. Leadership 8 36 44
.HI/IZ[epCTBO " JIMOCPCKUC Kade-
CTBa
6. | Recruitment 8 36 44
ITon6op nmepcoHana, peKpyTHHT
7. Marketing 8 37 45
MapkeTHHr
8. Promotion 8 37 45
IIponBmwxkenne OpeHIa Ha PHIH-
KEC
9. International Trade 10 37 47
BHelHss Toprosuist
KoutpoJn: 27
HTroro 3a cemectp: 42 183 252
UTOI'O: 84 321 432




OuHno-3204Has popma o0OyueHUst

KonrTakTHas pabdora, 4ac.
HaumeHoBaHue Camocros-
Ne 3anaTus Jek- Bcero,
TeM (pa3aeioB) IIpakTnyeckue | TejJbHasi pado-
n/n IIHOHHOI'0 TH- gac.
AUCHMILINHBI a 3aHATHS Ta, Yac.
S cemecTp
1. | Forms of business 15 15 51 54
activities
®dopmbI Ou3HECA
2. | Levels and areas of 15 15 51 54
management
YpoBHU Hu chepsl
yIpaBJICHUs
3. | Organizational 1,5 1,5 51 54
structures
OpFaHI/IBaLII/IOHHI:IC
CTPYKTYPBI
4, Management 15 15 51 54
MenepKMEHT
HToro 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,
PEKPYTUHT
7. | Marketing 1 1 35 37
MapkeTHHr
8. | Promotion 1 1 36 38
IIponBmwxkeHune OpeHmIa
Ha PBIHKC
Q. International Trade 2 2 36 40
BHelHss Toprosuist
KoutpoJn: 27
HTroro 3a cemectp: 6 6 177 216
NUTOI'O: 12 12 381 432

7. llepedeHb y4eOHO-METOAMYECKOT0 0OOecnevYeHHus 1JIs CAMOCTOSATEIbHOM PadoThI
o0yyaromuxcs Mo JUCHUIIHHE

CamocrodrenbHas padoTa sIBJISI€TCSI OJHUM M3 OCHOBHBIX BU/IOB yU4€OHOH A€ATENbHOCTH,
COCTaBHOM 4YacThIO Y4eOHOI0 Mpoliecca U MMEET CBOEH I1eNbI0: TIy0OOKOe YCBOGHUE MaTepuana
JUCLUIUIMHBL, COBEPIICHCTBOBAHUE U 3aKPEIUIEHUE HABBIKOB CAMOCTOSITENIbHONW pabOThI C JIUTe-
paTypoi, peKOMEHIOBaHHO! IPENOAaBaTe/IeM, YMEHUE HAUTU HYXXHBIM MaTepHUall U CAMOCTOS-
TENBHO €r0 MCIOJIb30BaTh, BOCIIUTAHUE BBICOKOW TBOPYECKOM aKTMBHOCTH, WHUIUATHUBBI, NIPU-
BBIYKHU K IIOCTOSSHHOMY COBEpLICHCTBOBAHUIO CBOMX 3HAHUH, K LEJICYCTPEMIICHHOMY Hay4YHOMY
IIOUCKY.

KoHTpoab camocTosATenbHONU paboTh, SBISETCS BAXKHON COCTABIISIONICH TEKYIIETO KOH-
TPOJISL YCIIEBAEMOCTH, OCYIIECTBISIETCS MPENONABATEIEM BO BpPEMs JIEKIIMOHHBIX M IPaKTHYe-



CKHMX (CEMHUHAPCKUX) 3aHATHH M 00ECIeYMBAET OIICHMBAHUE X0Jl1a OCBOCHUS M3Y4aeMOU JTHUCIIH-
[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

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

©CoNo~WNE

TpeOoBaHus K pe3eHTALIMH

1. 9-15 cnaiinos B PowerPoint

2. IlnaH npe3eHTaUU:

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

— OcHoBHas 4acTh

— 3aximrodyeHue (BbIBOIBI) (2 craiia)

3. Crmkep mpe3eHTyeT CBOKO TeMy (OTpaHUYeHUE IO BpEMEHH — 5-7 MUHYT) U OTBEUYAET
Ha BOIMPOCH! YYACTHUKOB Ha aHTJIUHCKOM SI3bIKE.

PexoMeH1alIMU 110 MOATOTOBKE K NMPe3eHTANNH

v Otanbl paboThI HAJl TPE3CHTAIUEH

- IlpeaBaputenpHas MOCTaHOBKA MPOOJIEMBI WIIH BEIOOP TEMBI.

- BpBmwkenue u 00CyXI€HHE TUTIOTE3 PEIICHHUS] OCHOBHOW ITPOOJIEMBI, UCCIEI0OBAHNE
KOTOPBIX MOXKET CIIOCOOCTBOBATH €€ PEIICHUIO B paMKaX HAMEUYCHHON TEMATHKH;

- Tlouck u cbop maTepuana yist perieHus MpoOaeMbl B PACKPHITUS TEMBI;

- OxoHuaTenbHast MOCTAaHOBKA MTPOOJIEMBI I BBIOOP TEMBI;

- Tlowuck pemieHust WM pacCKPHITHE TEMBl HA OCHOBE aHAJIN3a M KJacCU(pUKAITIT
coOpaHHOTO MaTepHaa,

- IlpesenTanus u 3amuTa MPOEKTOB, MPEIOIAraroas KOJUICKTUBHOE 00CYKICHHUE.

4 [Ipe3enTanus M0KHA COACPIKATh TAKKE JIEMEHTHI KakK:
- OTJIaBJICHHC;
- 1aTy MOCJEIHEN PEBU3NH;
- nHpopManuio 00 aBTOpax;
10



- CITMCOK ITOJIE3HBIX Ka4YC€CTBCHHBIX CCBHIJIOK C HOI[pO6HI)IM HUX OIMHMCAaHUCM

Pacnpenesienne caMocTosiTe/IbHOM PadoThI

Bunel, popmbl 1 00beMBI CaMOCTOSATENBHONH PabOThI CTYACHTOB MPH U3YUYECHUU JTAaHHOM
TUCITUTIMHBI ONIPEIENISIFOTCSI €€ COJIepPKaHueM U OTPaKEHBI B CIEYIOIICH Ta0uIie:

Ne HauMeHoBanue teM Bua camocrosiTeJaLHOM O0BeM caMoCTOATENLHOMI
n/n (pa3neJioB) padoThI padoThI
AMCUHMILINHBI ouyHas ¢popMa | OYHO-3a04YHAsS
o0yueHHs dopma
o0y4eHus
1 | Forms of business IToaroToBka K 34 51
activities ayITUTOPHBIM 3aHATHSM,
®dopmbl OU3HECa MOATOTOBKA JTOKJIAJ0B
2 Levels and areas of [ToxroroBka k 34 51
management AyJJUTOPHBIM 3aHITHIM,
YpoBHu u cdepbl MOATOTOBKA JTOKJIAJ0B
yIpaBJiIeHUs
3 Organizational structures [ToaroroBska K 35 51
Opranu3zanuoHHbIE ayIUTOPHBIM 3aHATHUSIM,
CTPYKTYpBbI MIOATOTOBKA JOKJIAJ0B
4 Management [MoaroroBka k 35 51
MeHnekMeHT ayIUTOPHBIM 3aHATHUSM,
MOATOTOBKA JTOKJIAJ0B
5 Leadership IToaroroska K 36 35
JIunepcrBo u mmuaepckue ayJUTOPHBIM 3aHATHUSM,
Ka1eCcTba [IOATOTOBKA JOKJIAOB
6 Recruitment IToaroroska K 36 35
Hoxbop mepconarna, ayJUTOPHBIM 3AHATHSIM,
PCKPYTHHT [IOATOTOBKA JOKJIAOB
7 Marketing [ToaroroBka k 37 35
Mapxernnr ayIUTOPHBIM 3aHATHUAM,
MOATOTOBKA JTOKJIAJ0B
8 Promotion IToaroroska K 37 36
Iponemxkenne Gpenna Ha ayITMTOPHBIM 3aHATHUAM,
PBIHKE NOATrOTOBKA JOKIA0B
9 International Trade IToaroroska x 37 36
Bremnsis Toprosus ayIUTOPHBIM 3aHATHUAM,
MOATOTOBKA JTOKJIAJ0B
HUTOI'O: 321 381
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8. IlepeyeHb BONPOCOB M THIOBBIE 32IaHNUS VI MOATOTOBKH K IIPOMEKYTOYHOM
arrecTaluu

8.1. Ilepeuyens 3a1aHMii 1J151 MOATOTOBKH K 324eTy € OLIEHKOI

Tema 1. Forms of business activities. ®opmsr 6u3HeCa

3aganmue 1.

[epeBemute npemIoKeHHs, UCIIONIB3Ys JIEKCUKY 0 Teme Forms of business activities:

1. 5 nmer Hazam naBa apyra pemmid HadaTb cBo€ neno. OHu B3sJM ccynay B OaHke,
HOJTYYWIIN JHUICH3UIO ¥ OCHOBAIM KOMIIAHUIO TakcH. JT0 ObUI0 mapTHEpcTBO. C camoro Havasna
BCE IIJIO IUIAJKO, HO Yepe3 HEKOTOpOe BpeMs YBEIMUYEHHBIH 00BhEM mepeBo3ok (transportation)
3acTaBUJI NapTHEPOB UBMEHUTH CTaTyC KOMITAaHUH.

2. Komnanus Ilpokrtep sHn I'>mMO0a cTpouTcs mo mponaykrty. Bo BHHUMaHUM KaKJI0TO
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.
HanwuimuTe aHaIoTH TaHHBIX JEIOBBIX TEPMUHOB Ha aHTJIMHCKOM si3bIKe TI0 Teme Forms of
business activities:
IOPUANYECKOE JTUIO0 —
COOCTBEHHOCTD, MOJIEJICHHASI HAa aKLIUU —
HECTH OTPaHUYCHHYIO OTBETCTBEHHOCTD -
OBITH HA3HAYEHHBIM aKIIHOHEPOM —
BO3IJIABIISIEMBIH MIpe/iceIaTelIeM COBETa JUPEKTOPOB —
MOIYMHSATHCS aKI[OHEpaM —
JEeSTENIbHOCTH/IPOAYKTUBHOCTh KOMITAHUH —
COOTBETCTBOBATH 0KHMJIAHUSAM aKIIMOHEPOB —
eXerogHoe odiee coOpaHue aKIHOHEPOB —
0. u36patp HOBBIN COBET TUPEKTOPOB —
1. oObIYHBIE/ IPUBUIICTUPOBAHHBIE AKITMH —
12. nponaBatk akiuu Ha GOHIOBOM PBIHKE —
13. nmoyexarp myOIMYHON OTYETHOCTH —
14. xoHbUaEHIINATBHBIN XapaKTep KOMITAHUH —
15. BimaseTs OONBIINM KOJIMYECTBOM aKIIUI —
16. BeITyCTUTH OOIATAIIAN —
17. cormacurthcs Ha Tiepenavdy aKui —
18. 00BABUTH MOANUCKY HA AKITUH -
19. HeT orpaHUYEHMI 1O KOJIMYECTBY aKI[MOHEPOB —

RBOON O A~WNE

3aganue 3.
PackpoiiTe ckoOKH, UCTIONB3Ys MPAaBUIbHYIO (OPMY aHIIIMHCKOTO IJ1aronia (BpeMeHa,
WH(UHUTHUB, TEPYHIUH, IPUYACTHE)
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1. Asl (walk) home the other night, |

(notice) someone (try) (break) into a car,
(park) next to mine.

2. Andy saw two identical tourists (talk) to a man in a white van. They
pointed here and there and seemed (argue).

3. "What's your wife's name?" the secretary asked Mitch. - "Why is that important?” - "Because
when she (call) 1 would like to know her name so that

(1/be) really polite to her on the phone".
4. I’d rather (you/not/tell) my parents that |
(apply) for a job in the USA. 1 don’t think they
(approve) ... (1/work) abroad.

5. When the company (call) me for an interview, |
(not/know) what (do). I even considered
(not/turn up) for it. However, | felt I’d better (go) as the American company

(already / arrange) for the interview
(hold) in London.

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

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

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

(not / put off) the trip?

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

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

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

12. 1 didn’t mean (eat) anything but the cupcakes looked so delicious
that | couldn’t resist (try) one.

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

(bore) out of my mind.

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

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

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

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

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

[epeBeaute npeyIoKEHUS, UCHIOJB3YS JEKCUKY 10 Teme Forms of business organization:

1. UaauBuayanbHbIA MPEANPUHUMATENb MOKET MOJYYUTh JUIEH3UIO, B3MITh CCYAY B OaHKe 1
HA4aTh CBOE /1eJI0, OJTHAKO B cJIy4ae OaHKPOTCTBA €My MPUJIETCS 0TBEYaTh 32 10JITH CBOUM
JIMYHBIM MMYLLIECTBOM.

13



2. Bce komnannu pa3BUBAIOTCH 32 CYET PEMHBECTHPOBAHUS NMPUOBLIM, U JIUIIb
aKIMOHEPHBIC 00IIECTBA HE UMEIOT CJIOKHOCTEH C MPUBJIeYeHHEM KANMTAJA, TAaK KaK OHU
MOTYT MPOAABaTh CBOM AKLMHU HA PbIHKE IEHHbIX OyMmar.

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 HEOOXOIMMO 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. Yposuu u cdepsl yrnpaBieHus
3aganmue 1.

JlomonHHUTE CIEayrOIuii TeKCT TepmMuHaMu 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
chief executive officer (CEO) instead of managing director. The CEO or MD is
2) .o by various executive officers or vice-presidents, each with
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clearly (3) .c.cooviiiaia... authority and responsibility (production, marketing,
finance, personnel, and so on).

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

have their decisions and performance (6) ........cccece..e. 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) ..coiiiieiiiieiieenenn, 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.

3aganmue 2.
OOBenuTe TEpMUH, KOTOPHII HE BXOAUT B KAKIYI0 TOPU30HTAIBHYIO IPYTIITY:

1 firm companv societv  subsidiar
2salary  manager engineer employee

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

3ananue 3.
HazoBurte opranuzanioHHbIE CTPYKTYPbI, OTMCAHHBIC B TAHHBIX MPEITI0KEHUIX:
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 Astructure that enables a company to operate internationally, country by country.
4 A structure organized around different products.

3aganmue 4.

IlepeBenure Ha AaHIVIMHACKUN SA3BIK JAaHHBIC IIPEIJIOKEHHUs, HCIOJb3YS
TepmuHOJOTHIO 110 TeMe Levels and Areas of Management:

1. Moii otenr ympaBisieT Hamiel komnaHuei BoT yxke 20 net. B ynpaBinenuu OusHecom
OH TIPUACPKUBACTCS KOHCEPBATUBHBIX B3IJVISJIOB, HO KOMIIAHWS BCETAa_yaeseT Ooiblioe
BHHUMaHUE HYXJaM_IIOTpeOuTeneil u ObICTPO pearupyeT Ha U3MEHEHHUs Ha pbiHKe. OTel pemnm
cOKyCHUpPOBaThCd HA MNEPCOOYYEHHMM COTPYAHHMKOB W IPHUHAJI Ha pPadOTy HECKOJIBKUX
po(hecCHoHANIOB, KOTOPhIE OyIyT MPOBOIUTH OOYUYCHHE.

2. llltab xBaprupa xommanuun ABC mHaxomurcs B Hbm-ﬁopxe, a e dummansl
pacnojokeHsl B 15 cTpaHax.

3. U3-3a causguusg ¢ kommaHued X Hama KomIaHusa Oblia peopranusobaHa. 30%
nepcoHalia COKpaTuiau. Sl ske moJIy4uJI MOBBIIIEHUE 10 KapbepHoH JiecTHUlle. Ceitvac s 0TBevalo
3a pabOTy CEpBHUCHOIO IIEHTPA.

4. TlocTosiHHAsL TOTEpPs JOJIW PBLIHKA, BO3PACTAIONIAs KOHKYDPEHIUS — IMPOOJIEMBI, C
KOTOPBIMU B TIOCJIETHEE BpPEMs CTOJIKHYJIAch Hamna komranus. Ceifuac Hamia 3agada — CPOYHO
OTpearupoBarh Ha HUX. [Ipexke BCEro Mbl CMEHUM KypC KOMITAHWH, PECTPYKTYPH3UPYEM e€.
PykoBOJACTBO KOMITAaHMHM PEIIMIO HE COKpaliarh, a NepeoOyYHuTh TeEpcoHald. YMeHHue
aIaNTUPOBATHCS K TIOCTOSTHHO MEHSIOMIEMYCsl PBIHKY — BOT 3QJI0T ycIexa JIIo0oro OmsHeca.
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Tema 3. Organizational structures. Opranu3aOHHBIC CTPYKTYPBI

3aganmue 1.
Packpoiite ckOOKH, HCIONB3YS NMPaBHIbHYIO ()OPMY aHITIMKACKOTO TIJaroyia (BpeMeHa,
YCIIOBHBIE BBIPAXKEHUS, COCIIaraTelibHOe HAKJIOHEHHE)

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

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

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

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

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

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

6. | (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 | say.

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

11. If you are going to buy a car, make sure you (take out) no-fault
insurance as well.

12. We (not/ miss) the train providing we
(leave) at once.

13. Whatever he (say), they (not / believe)
him.

14. 1 (tell) you later on whether | (play) Scrabble with
you on Saturday evening.

15. 1 (accompany) you with great pleasure as soon as |

(finish) my report.

16. If the time (be) convenient for you, we (meet)
tomorrow.

17. We (not / start) till he (arrive).

18. Provided he (leave) now, he (miss) the
rush hour.

3aganmue 2.
BcraBbre npaBuibHy0 hopmy rinaroina to be, oOpariias BHUMaHHE Ha YUCIIO UMEH
CYIICCTBUTCIIbHBIX
1. Where your trousers?
2. 3 pounds enough to eat out?
3. Tonight, there athleticson 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. MeHeI>KMEHT

3aganue 1.

IlepeBenuTe Ha QaHTJIMHUCKUU SI3bIK JaHHBIE TIPEIJIOXKECHUS, HCHOJIb3Yys
TepMuHOJIOTHIO To Teme Management:

1. Uto kacaetcst BeeHus OW3HECA, HOBBIM MEHEIKEp OTIIea MPOJak U MapKETHHTa HE
MpUEMIIET KOHCEPBATUBHBIX B3I A0B. OH CIOCOOEH CTaBUTh YETKHE 1T, OBICTPO pearupoBath
Ha U3MEHEHUA PhIHKA, MOOLIPSATh KOMaHIHbIA TyX COTPYAHUKOB.

2. XYZ - nunamuyHasg, ObICTPO pacTyllas KOMITAHUS MO MPOU3BOACTBY 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,
MPOU3BOACTBEHHBIN, OTAEC] MapKeTHHra W MNpoAak M KaApoBbld oTAen. Hamr mnepconan
HacuuThiBaeT cBbime 5000 corpyanukoB. ['onmoBHO# oduc pacnonoxen B Jlongone. Hamm
JIOYEpHUE MpennpusThusi Haxonaarcs B Munane u bepnune. B crnepyromem roay KommIaHHs
IUTAHUPYET OTKPBITH CBOHM (ruinan B Mockse.

3aganue 2.

IlepeBenuTe HA aHTJIMWCKUN SA3BIK JaHHBIC NPEAJIOKECHUS, UCITOJIb3Y I
TepMuHOJIOTHIO 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, a TOBAPOOOOPOT KOMIIAHUH
COCTaBJISET 4MIIH. €BPO.

3. Komnanus Metrot imMeeT MHOTO TOYEpPHUX NMpeanpuaTuii o Bcer EBporie, a ux
ronoBHoU oduc Haxoautcs B [lapuxke. brarogaps cBoeMy qUHAMHYHOMY CTHITIO 3Ta KOMITAHUS
OBICTPO pearupyeT Ha PbIHOYHbIE U3MEHEHHUS.

3aganmue 3.
3amonuure HpOGGJIbI HaHGOHGG noAXOAAIIMMHA 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.

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

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

3aganmue 4.

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

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 | keep
(forget) (buy) the paint.
4, If you can’t find him at home, try (call) him at the office.
5 Your computer needs (fix). Why
(you / not / have) Nick (fix) it for you? -
I’d rather (see) to it myself than have it (fix).
6. We’d really like (live) in the city center but it’s virtually
impossible (find) a three-bedroomed flat at a price we can afford
(pay).
7. Stop (tease) him, he  doesn’t  enjoy
(laugh) at.
8. The dog appears (be) hungry — you’d better
(feed) it.
9. Her parents regret (allow) Tina
(stay) out late.
10.  Look! The wallpaper (come) off the wall! It’s
high time (we / do up) the flat.
11.  Always late? Try (set) your watch five minutes fast.
12.  She certainly mentioned (see) Mark, but | 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/feel) really happy (see) old
people (hold) hands.

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

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

(happen/walk) her dog in the park.
20. Now that we (lose) all the money, it's no use
(say) that it's only my fault.

21. | really hate (go) to the dentist but I don’t think I can

avoid (visit) him this time.

8.2.IlepeyeHb 3aHUI A1 MOATOTOBKH K IK3aMeHY
Tema 5. Leadership. JIugepcTBo u IHACPCKUE Ka4ecTBa

3ananme 1.

Hanwmure pycckue aHaloryd JaHHBIX aHTIMHACKUX 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

3aganmue 2.
3anoyiHuTe MPOIYCKH MPAaBMUIIbHOM (POPMOH IJ1arosa B MOAXOAIIEM 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 vyesterday 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 | (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 1 don’t know when it
(be) ready. | doubt if | (be able) to collect it
before the weekend. | 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, pekpyTHHT

3ananme 1.
Hanwmmure pycckue aHanoryd JaHHbIX aHTIIMHACKUX TEPMHHOB 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
. with a good examination track record
. with a proven track record in the financial management of an operating company
. have a high level of professionalism
. have a detailed knowledge of accounting systems
. have in-depth experience in managing ...
. with broad financial management experience
10. proven planning and analytical abilities gained at an operational level
11. an ability to set up and effectively manage whole accounting functions
12. strong technical orientation developed initially within a practice environment
13. a pro-active and innovative approach to financial management
14. a hands on approach

O© o0 ~NO 01 b~
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3aganmue 2.
3anoHMTE TabNMIly TEpMUHAMHU M3 BOKaOyIsipa 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. MapkeTunr

3aganmue 1.
IlepeBenure Ha aHTJIMUCKUU SI3BIK JAHHBIC IIPEAJIOKEHUSI, UCIIOJIb3Ys
TepmuHOJOTHIO 110 Teme Marketing:

1. JIroGo#t TPOAYKT, MOake TOIMOBBIH, NPOXOAUT 4 CTaauW >KU3HEHHOTO IIMKJIA:
MPE/ICTABJICHUE HAa PBIHOK, POCT, 3PEJIOCTh MPOJIYKTA U CHaJ.

2. Ilepen Tem mNpeACTaBUTH MPOAYKT HAa PBHIHOK, Jr00asi KOMIIAHHUS HCCIETyeT
NOTCHIMATbHBIA PBIHOK, CTapaeTCsi OMPENeNUTh HYKJbI MOoTpeOuTeneil W Ha3zHAYaeT TaKyIo
LIEHY, YTOObI JOCTUYH OOJBIINX 00BEMOB MPOIAK.

3. PykoBoactBo komnanuu ABC pemmio pacmiuputh JMHEHKY mOpoaykTa. YToObl
OPOCTUMYJIUPOBATh CHOPOC, KOMIIAHMSI COOHMpAeTCsl MCIOIb30BaTh «3BE3» B PEKIAMHON
KOMIIaHUM HOBOro OpeHma. HeoOXoIWMOCTh pacIIMpeHus YK€ JaBHO BO3HUKIIA, TaK Kak
CYHIECTBYIOIIMN ACCOPTUMEHT YK€ HE IPUBJICKACT IIEJIEBOU PBHIHOK. BepoATHO, KOMIaHWHU
MPUAETCS UCKATh HOBBIE KaHAJIbl PACIIPEICIICHHUS.

3ananue 2.
OO0BeauTe MPaBUILHBIN TepMuH(BI), OTBETUB Ha CIIEAYIOMIHE BOMpock o Teme Marketing:
1.
What does a business adjust to create a brand image for a product?
i

i
i

2.
What is the most important element of the marketing mix?
C

i

The marketing mix
Price
Product

Price
Product

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

i
i

4,
Who is protected by consumer protection laws?

Marketing strategy
Marketing objective

Profit from marketing

Businesses and customers
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i
i

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

i
i

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

Just customers

Just businesses

Price
Profit

Promotion

In supermarkets

In designer stores

O On market stalls
1.
When is a business most likely to adjust the marketing mix of a product?
“ If costs change
If customer needs change
O If management changes
3ananue 3.
CormocTaBbTe TCPMHUHEI 11O TCMC Marketing CJICBA C €ro onpcacICHUCM cnpaBa:
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.ITponsmxkenre OpeHa Ha PhIHKE

3ananme 1.

[TpounTaiite cTaThio Mo Teme Promotion crateio U BEIOEPUTE MPABUILHBINA TEPMHUH,
9TOOBI 3aMOHUTH KaxKAbIH Tipooen (1-11) uz A, B, C umu D.

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

CormocraBbTe TEPMUHBI 110 TeMe Promotion ciea ¢ ero onpeneieHiueM 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

3aganmue 3.
OO0BenuTe MPaBIILHBIN MOAANBHBINA TJIaro:

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 | finish the course next year | 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.
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a. shouldn’t have printed c. oughtn’t have printed

b. needn’t have printed d. didn’t have to print

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.Buerssist TOproBist

3aganmue 1.

ComocraBbTe TepMuHOJIOTUIO 110 Teme International Trade u3 pamku ¢ onpeaeneHUsIMU
HUXCE.

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

3ananmue 2.
ComnocraBbTe TepMuHBI 110 TeMe International Trade cieBa ¢ ero onpenenenuem crpasa:

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

24




3aganue 3.
3anoiHMTE MpoIycKu TepMuHamu 1o 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

8.3.TunoBmpie 3axaHus 1J9 OLECHKH 3HAHUA

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 3a1aHUA 1JIA OLEHKU YMeHUit

3aganue 1.

IIpounTaiite TekcT Ha Temy PopMbl OM3Heca, codepuTe M MPOAHAIU3NPYHTE

HH(OPMALHIO O CJIeYIOLeM:

1. Cxaxure, Kak1e BOIIPOCHl paCCMAaTPUBAIOTCS B TEKCTE.

2. Ckaxure, Kakas mpobjaemMa BbITEKAET U3 COJCPIKAHMS.

3. IlocTtaBbTEe K TEKCTYy HECKOJIBKO BOIPOCOB M 3aJaiTe MX BalleMy TOBapHILy, 3aTeM
OTBETHTE HA €0 BOIIPOCHI.

4. TloaTBepAauTe TOYKY 3pEHHUsS, H3JIOKEHHYIO B TEKCTE, HCIOJIb3ysd COOCTBEHHBIN
IpUMep.

5. Beickaxute MHeHHE O MpoyuTaHHOM. COOOLIUTE M3BECTHBIE BaM JIOTOJHUTEIBHBIC
ceenenus. [IpuBenute npuMepsl, (paxThl, M0JOOHBIE ONMUCHIBAEMBIM B TEKCTE.
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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 | had to think about certain strategies to tackle this problem. I had to think
up a short-term strategy and develop some long-term planning. Like all our competitors, we
developed new products such as giftware and luxury items. For example, we designed products
with a time device in them and customers could print their logo on the product for promotional
purposes. However competition became severe. It reached a point that any product which had a
time module in it became less valuable.

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

On the other hand, we also switched our capacity to producing clocks, cutting our watch
production and training our workers to assemble clock product. Watch production was based on
an assembly line. Well we bought components from suppliers and assembled the watches. Clock
products involved more components and we had to make them in house and the company started
to install machinery, hire designers and the work flow became more sophisticated and today we
have become one of the best known manufacturers in the world, with 1SO 9001 certification.

What are the crucial factors behind your success?

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

If I was asked what advice | would give to people looking for success in business, well, |
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.

3ananue 2.
IIpouuTaiiTe TeKCT HA TeMy YPOBHHM U c(hepbl ypaBJjieHHus, codepurTe 1
NPoaHAJIU3UPYHiTe HHPOPMALUIO O CJIeYIOLIEeM:
1. Ckaxute, Kakue BOMPOCHl PACCMATPUBAIOTCS B TEKCTE.
2. CkaxuTe, Kakas npobiaeMa BBITEKaeT U3 COIEpIKaHUSL.
3. IlocTtaBbTe K TEKCTY HECKOJBKO BOIIPOCOB U 33/IalTE UX BalllEMy TOBAPHIILY, 3aTEM
OTBETHTE HA €TI0 BOIIPOCHI.
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4. IloaTBepauTe TOUKY 3pEHUS, U3I0KEHHYIO B TEKCTE, UCIIOb3YsI COOCTBEHHBIN MpUMED.
5. Beickaxute MHeHHE 0 TpouynTaHHOM. COOOIIMTE N3BECTHHIE BaM JIOTIOTHUTEIbHBIC
ceegenus. [IpuBeaurte nmpumepsl, HakThl, MOJOOHBIE OMUCHIBAEMBIM B TEKCTE.

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

First of all, managers (especially senior managers such as company chairmen and
directors) set objectives, and decide how their organization can achieve them. This involves
developing 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. TunoBwbIe 3axaHus IJA OLEHKH HABLIKOB

3aganmue 1.
Onumurte ypoBHH M cepbl ypasBjeHUus1 BbIOpaHHO BamMu KkoMIIaHuH, HCNIOJIb3YS
JekcHky o Teme Levels and areas of management.

Company structure or organization structure refers to the way that a company arranges
people and jobs so that its work can be performed and its goals can be met. The structure of
every organization is unique and the structure of an organization evolves as the organization
grows and changes over time.

1. Top managers and executives:

2. Board of Directors, Chairman (Chairwoman) or President (Am.), Managing Director
(Executive Director) or Chief Executive Officer (CEO — Am.)
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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 (saxonsTcs y HEro B HEOCPEACTBEHHOM MO YUHCHHH).
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.

3amanue 4
IMoaroroBbTE pa3BepHyThie MMCHMEHHBIE 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?
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9. IlepeyeHb OCHOBHOW M JONOJHUTEIbHOI YUeOHOM JIUTEPATYPbl, HEOOXOAUMOI 115l
OCBOEHUS THCHHUILINHBI

9.1. OcHoBHasi IMTEpaTypa

1. JleBuenko, B.B. AHrnwmiickuii s3bIK Ui SKOHOMHCTOB (A2-B2): y4eOHuk mms

By30B/ B. B.Jleruenko, E. E. Jlonranésa, O. B. MemepsikoBa. — 2-¢ u3A., UCTp. U JOI. —
Mocksa : UznatensctBo FOpaiit, 2021. — 408 c. — (Bricmiee o6pazoBanue). — ISBN 978-5-
534-14780-3. — Texkcrt : snexktpoHHBIA // OOpa3zoBarenbHas miatdopma FOpaiiT [cait]. —

URL.: https://urait.ru/bcode/481858

2. CroruueBa, O.H. Aurmwmiickuii s3eik s skoHomucToB (B1-B2). English for
Business Studies in Higher Education : yue6Hoe mocobue mis By3oB/ O. H. CtoraueBa. —
Mocksa : M3natensctBo FOpaiit, 2021. — 197 ¢. — (Bricmiee o6pazoanue). — ISBN 978-5-
534-10008-2. — Texct : snexTpoHHbIH // OOpasoBarenbHas minatrgopma FOpalTt [caiit]. —
URL.: https://urait.ru/bcode/475072

3. Janunenxo, JI. II. AHrmmiickuii sI3bIK Ui 3KOHOMHUCTOB (B1—B2): yueOHUK u
npaktukym i By3oB / JI. I1. Jlanunenko. — 3-e u3a., ucnp. u aomn. — Mocksa: M3mparenbcTBo
Opaiit, 2020. — 130 c. — (Beicmiee o6pazosanme). — ISBN 978-5-534-07990-6. — C. 1 —
Texcr: anextponnsiii / DBC IOpaiit [caiit]. — URL: https://urait.ru/book/angliyskiy-yazyk-
dlya-ekonomistov-b1-b2-452042

9.2. JlonoTHUTeIbHAS JIUTEPATYPa

1. Skymesa, U. B. Anrmiickuii s3pik (B1). Introduction Into Professional English :
y4eOHMK U TpakTHKyM it By30B/ W. B. fAkymesa, O. A. JlemuenkoBa. — 3-¢ W31., UCIP. U
norm. — Mocksa : WsnmarensctBo HOpaiit, 2021. — 148 c. — (Bricmiee obOpa3zoBanue). —
ISBN 978-5-534-07026-2. — Texkct : anekTpoHHbIdd // OOpazoBatenbHas miaatdopma FOpait
[caiiT]. — URL.: https://urait.ru/bcode/4901592.

2. Mensiino, B.B. Axagemuveckoe mnucbmo. Jlekcuka. Developing Academic
Literacy : yueOHoe mocobue ans By3oB/ B. B. Mensitno, H. A. Tynsxosa, C. B. Uymunkun, —

2-¢ w3A., ucnp. U gom. — MockBa : M3parensctBo IOpaiit, 2020. — 240 c. — (Bricmee
obpaszoBanue). — ISBN 978-5-534-01656-7. — C. 2 — Tekct: anekrponnsiit / ObC IOpaiit
[caiit]. — URL: https://urait.ru/book/akademicheskoe-pismo-leksika-developing-academic-

literacy-452815

3. MouceeBa, T.B. Aurmuiickuii S3bIK AJI1 3KOHOMHUCTOB: ydeOHOe Tocobue ais
By30B/ T.B. MouceeBa, H. H. [lamuna, A. O. lllupokux. — 2-e¢ u3n., mepepab. u A0 —
Mocksa: U3parensctBo FOpaiit, 2020. — 157 c. — (Bricmiee o6paszoBanue). — ISBN 978-5-
534-08911-0. — C. 1 — Tekcr: osmektponnsii // OBC HOpaiitr [caiit]. — URL:
https://urait.ru/book/angliyskiy-yazyk-dlya-ekonomistov-455198

4. HyxnoBa, E.E. Anrmuiickuii s3eik. Professional Reading: Law, Economics,

Management: yuebHoe mocobue ans By3oB/ E. E. HyxxnoBa. — 2-e u3n., ucmp. U Jom. —
Mocksa: U3marensctBo Opaiit, 2020. — 149 c. — (Bricmiee obpazoBanme). — ISBN 978-5-
534-07994-4. — C. 1 — Tekcr: osnekrponsusii // OBC Ipaiit [caiit]. — URL:

https://urait.ru/book/angliyskiy-yazyk-dlya-ekonomistov-455198
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10. ITepeyenn pecypcoB nH(GOPMAIMOHHO-TEJIEKOMMYHHKAIMOHHO# ceTH "UHTepHeT",
HeO0XOAUMBIX JIJIS OCBOCHH S JUCIHUIJIMHBI H HH(OPMALMOHHBIX TEXHOJIOTHH,
HCI0JIb3yeMbIX NPH OCyLIeCTBJIEHUHM 00pa30BaTeIbHOI0 NpoLecca no JUCHUILINHE,
BKJIIOYasl MlepevYeHb MPOrPpaMMHOI0 o0ecrneyeHus: 1 HHPOPMALMOHHBIX CIPABOYHBIX
cucTeM (MpH HEOOXOAMMOCTH)

1. https://urait.ru - 3bC «O6pa3zoBarenbhas miathopma FOpaiim»

2. http://biblioclub.ru_- 3bC «YHuBepcuTerckas OMdIMOTEeKa OHIIANH»

3. https://elibrary.ru/org_titles.asp?orgsid=14364 - may4yHas SJCKTpOHHas OHOIHOTEKA
(H9b) «eLIBRARY.RU»

4. https://learnenglish.britishcouncil.org-  caiit Bpuranckoro CoBera ¢ 0GaHKOM
MaTepualioB Uil YPOKOB M CAMOCTOSATEILHOTO M3YYEHUs aHTJIHMHUCKOTO S3bIKA MO PA3IHYHBIM
TeMaM Kak oOOIIero, Tak W JeJOBOTrO Xapaktepa. OXBaueHbl BCE YPOBHH JIEKCHYECKOM
CIIOKHOCTH: OT Ha4aJIbHOTO JI0 CAMOT'O ITPOIBUHYTOTO.

5. https://ru.duolingo.com/- GecruaTHplil CEpBUC IS U3YyYCHHSI HHOCTPAHHBIX SI3BIKOB C
Hyns. [Iporpamma moctpoeHa B ¢opMe «aepeBa JOCTHKEHUI»: YTOOBI MEpeHTH Ha HOBBIH
YPOBEHb, HY)XHO CHadaja HaOpaTh OMNpEAETICHHOE KOJIUYECTBO OYKOB, KOTOpBIC HArOTCS 3a
npaBuiIbHbIE 0TBETHl. EcTh mpumoxenus as i0S u Android.

6. https://www.real-english.com/new-lessons.htm - caiiT ¢ ypokamu, CTaTbIMH U BHICO
3apHCOBKaMHU ISl M3YYaIOUIMX AHTJIMHCKUN $3bIK, BCE MaTepUalibl YCIOBHO pa3ieieHbl Ha
JIEKCHYECKUE U TPAMMAaTHUYECKHE, IOCTYITHBI BCE YPOBHHU CIIOKHOCTH.

7. https://www.economist.com/ - 5KOHOMHYECKHI CAlT 1 (POPYM Ha aHTIUICKOM S3BIKE,
COJICp KAIIMI JeTTOBbIE HOBOCTH, SKOHOMHUYECKHE CTaThU Ha JEIOBYIO TEMAaTHKY, OOCYXKICHHE
npo0JIeM JIEIOBOTO XapaKTepa.

8. https://www.ft.com/- caiiT 5KOHOMHYECKON Tra3eThl Ha AaHTITMUCKOM si3bike. COIEePIKUT
JICTIOBbIE HOBOCTH, 3KOHOMHYECKHE CTaThH Ha JICJIOBYIO TEMAaTHKY, OOCYXKJEHHE NpoOiieM
JIEJIOBOTO XapaKTepa.

JINneH3noHHoe NporpaMMHuoe odoecrneyeHue:

- Windows (3apy0exHoe, BO3ME3THOE);

- MS Office (3apy0exHOE, BO3ME3THOEC);

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

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

- 7-zip — apxuBaTop (3apyOexHOE, CBOOOTHO PaCIPOCTPAHIEMOE);

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

11. MeToauyeckue yKa3aHus JJ1s1 00y4arOIMXCH M0 OCBOCHUIO U CHUIITHHBI

Opranuzanus o0pa3oBaTeIbLHOTO MPOLIEcca perJaMeHTHPYETCsl yueOHbIM TUIAHOM U pac-
NUCAHNEM YUEOHBIX 3aHATHI.

[Ipu popmMupoBaHUU CBOCH WHIWBHUIYyATHHOW OOpa30BaTEIbHON TPACKTOPHUH 00yUaro-
H.[HﬁCH HUMCECT IIPaBO Ha NEPC3a4€CT COOTBCTCTBYIOINUX AUCHUIIIIMH U HpO(beCCI/IOHa.HBHBIX MOAy-
JIel, OCBOCHHBIX B MPOIIECCE MPEAMICCTBYIONMIETO 00YUEHUs, KOTOPBIM 0CBOOOXKTaeT 00ydJaroIe-
rocqa OT HGOGXOI[I/IMOCTI/I HX TOBTOPHOT'O OCBOCHMUH.

OoOpa3oBaTte/ibHbIE TEXHOJIOTUH

VY4eOHbIi mpolecc MpH MPernoaaBaHuu Kypca OCHOBBIBAETCSI HAa UCIIOJIB30BAHUM TPaIu-
[IMOHHBIX, NTHHOBALIMOHHBIX U MH(POPMAIIMOHHBIX 00pa30BaTEIbHBIX TEXHOJOTUH. TpaauiuoH-
HBIC OGpﬁSOB&TGHBHBIG TCXHOJIOTUU MPCACTABJICHBI 3aHATUAMU CCMUHAPCKOr0 MU JICKIIMOHHOI'O
tuna. HHOBaIMOHHbIE 00pa30BaTeNbHbIE TEXHOJIOTUN HCIONb3YIOTCS B BUAE HIMPOKOTO MpPH-
MEHEHHUSI aKTUBHBIX M MHTEPAKTUBHBIX (OpM MpoBeneHus 3auaTuil. Mapopmarmonnsie oopazo-
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BaTeJIbHBIE TEXHOJIOTUN PEATU3YIOTCS IIyTEM aKTUBU3AIMH CAaMOCTOSATEIbHON PabOThI CTYJCHTOB
B MH(QOPMALIMOHHOW 00pa30BaTeNbHON Cpejie.
3aHATHSA JTeKIIMOHHOIO THIIA

JIeKIIMOHHBIN KypC MpeanoaraeT CUCTeMaTU3UPOBAHHOE M3JI0)KEHHUE OCHOBHBIX BOIIPO-
COB y4eOHOTO TUTaHA.

Ha nepBoii nexuuu nektop 00s13aH MpeaynpenuTh CTyA€HTOB, IPUMEHUTEIBHO K KAKOMY
06a3zoBoMy yueOHUKY (YueOHUKaM, y4eOHBIM ITOCOOUSM) OyIeT MPOYUTAH KypC.

JIeKIIMOHHBIN KypC JOJDKEH J1aBaTh HAMOOJIbIINI 00beM HH(pOpMAIK U 00ECTIeUnBaTh
6oJee r1yoOKoe MOHUMaHKEe y4eOHBIX BOIIPOCOB MPU 3HAYUTENILHO MEHbIIEH 3aTpaTe BpEMEHH,
4YeM 3TO TpedyeTcs OONBIINHCTBY CTYIEHTOB Ha CAMOCTOATENbHOE 3YUEHUE MaTepraa.

3aHATHS CEMMHAPCKOI0 THIIA

Cemunapckue (MpaKkTHYECKUE 3aHATHS) MPEICTABISAIOT COOO0M eTaln3aluio JEKIIMOHHO-
ro TEOPETUYECKOT0 MaTepuaa, MPOBOJIATCS B IIENIAX 3aKPEIJICHUsS Kypca U OXBaThIBAIOT BCE OC-
HOBHBIE pa3/iebl.

OcHoBHO# (hOpMOIi TTPOBEICHHSI CEMUHAPOB U MPAKTUYECKUX 3aHITHH SIBISIETCS 00CYX-
neHre Hanbosee MPOOJIEMHBIX U CIIOKHBIX BOIIPOCOB MO OTJENBHBIM TEMaM, a TAaKKe pelleHue
3a1a4 ¥ paz0op NMPUMEPOB U CUTyalluil B ay/IUTOPHBIX YCIOBUAX. B 00s3aHHOCTH mpenojaBaTe-
Js1 BXOZSAT: OKa3aHWE METOJUYECKOM MOMOIIM M KOHCYJIbTHPOBAHUE CTYICHTOB IO COOTBET-
CTBYIOIIIMM TE€MaM Kypca.

AKTHUBHOCTB Ha MPAKTUYECKHUX 3aHATHIX OLEHUBAETCS 110 CICIYIOIINUM KPUTEPUSIM:
OTBETHI Ha BOIIPOCHI, NpejIaraeMble MPero1aBaTelieM;
y4acTHe B IUCKYCCHSX;
BBITNIOJTHEHHUE MPOEKTHBIX U MHBIX 3aJJaHHii;
aCCHCTHPOBaHHE MPENOIaBaTENIO B IPOBEACHUN 3aHATUH.
Jloknazbl ¥ OMIOHMPOBAHUE JOKJIAJ0B MPOBEPSIOT CTENEHb BIAJCHUS TEOPETHUYECKUM
MaTepuaioM, a TakKKe KOPPEKTHOCTh U CTPOTOCTh PACCYKICHUM.
OrneHuBaHuE IPAKTHUECKUX 33JJaHUN BXOAUT B HAKOIUIEHHYIO OLICHKY.
CamocTosiTesibHasi padoTa 00yYarOIMXCs

CamocrosTenbHas paboTa CTYJAEHTOB — 3TO IPOLIECC AaKTUBHOIO, IEJIEHAIPABICHHOTO
NpUOOpPETEeHUs! CTYJIEHTOM HOBBIX 3HAHUW, YMEHUN 0€3 HEMOCPECTBEHHOIO y4acTus Mpernoja-
BaTels, XapaKTePU3YIOIIUICS NPEIMETHOM HAINpPaBICHHOCTHIO, 3(PPEKTUBHBIM KOHTPOJEM H
OLICHKOM Pe3yJIbTaTOB JIEATEILHOCTH 00YyYaroerocs.

Lenu camocTosTENEHON PaOOTHI:

e cuCTeMaTH3alMs M 3aKpEIICHUE MOJYyYCHHBIX TEOPETUYECKHX 3HAHUN U MPaKTUYECKUX

YMEHHUH CTYJEHTOB;

e yruyOJeHue U pacliupeHre TEOPETUUECKUX 3HAHUM;
e (opmHupoBaHHE YMEHMI HCIIOJIB30BaTh HOPMATHBHYIO M CIIPABOYHYIO TOKYMEHTAIUIO,

CHELHATBbHYIO JINTEPaTypy;

® pa3BUTHE MO3HABATEIBHBIX CIIOCOOHOCTEH, aKTUBHOCTH CTYACHTOB, OTBETCTBEHHOCTH U

OpPTraHU30BaHHOCTH;

e (opMuUpOBaHHE CaMOCTOSATEILHOCTU MBIIIJICHHUS, TBOPUECKOW WHHUIIMATUBBI, CIIOCOOHO-

CTeH K caMOpa3BUTHUIO, CAMOCOBEPILICHCTBOBAHHUIO M CAMOpPEaIN3alliu;

® pa3BUTHE UCCIEIOBATEILCKUX YMEHUN U aKaJIeMUYECKUX HABBIKOB.

CamocrosTenbpHas paboTa MOXKET OCYIIECTBISATHCS WHIAMBHUYaIbHO WM TPYIIaMU CTY-
JIEHTOB B 3aBUCUMOCTH OT IIeJIU, 00beMa, YPOBHS CI0KHOCTH, KOHKPETHOM TEMaTHKU.

TexHOOorHs OpraHU3aIi CaMOCTOSTENIbHONW paboThl CTYICHTOB BKJIIOYAET MCIIOJIb30Ba-
HUE HMH()OPMALMOHHBIX U MaTepUAIBbHO-TEXHUYECKHX PECypCcOB 00pa30BaTEIbHOIO YUpexkKie-
HUSL.

[Tepen BBITIOJIHEHHEM OOYYaIOIIUMHKCS BHEAYJIUTOPHOM CaMOCTOSTEIbHONW paOOThI TIpe-
nmoaaBaTeCib MOKCT NPOBOAUTH MHCTPYKTAXK I10 BBIITOJIHCHUTIO 3aJlaHUS. B HHCTPYKTAX BKJIFO4a-
eTcsl:
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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
OTJIebHBIC BOMIPOCHI Kypca, MPHOOPETEHUSI ONPEICIICHHBIX HABBIKOB M MCIIOIB30BaHUs mpodec-
CHOHAJIbHOW JINTEPATYPHI.

[Momemmenust st caMOCTOATENBHONW padOThl 00YYAIOIMIUXCS JOJKHBI OBITH OCHAIICHBI
KOMIIBIOTEPHON TEXHUKON C BO3MOXKHOCTBIO MOJKIIOUEHHS K ceTu «VIHTepHeT» u o0ecnieueHneM
JOCTYyTa B 3JICKTPOHHYIO HHPOPMAITMOHHO-00pa30BaTENBHYIO CpPEly OpraHU3alInu.

[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 TI0 YKA3aHUIO MPETIOJaBaTEIs.

MeTtoauyeckue peKOMeHAAIUMH 110 HATIMCAHUIO J1eJI0BOT0 MHChMA

[TrcbMO TOJKHBI OBITH SICHBIM, KPATKUM U BEXKIUBBIM.

YnotpebinsiiTe IpOCThIE CIIOBA/BbIPaYKEHUSI BMECTO BBICOKOIMAPHBIX U CTEPEOTHUITHBIX, €CIU
OHH MMEIOT OJIHO 3HaY€HUE, KOHKPETHBIE BMECTO a0CTPAaKTHBIX. UeM TpOIle Bl TOBOPUTE, TEM
ObicTpee Bac moimMyT. OgHako He 3a0bIBaiiTe, 4TO B O(PHUIIMATBLHOM IEJTOBOM IEpPENUCKe HE
UCTIONB3YIOTCSl HUKaKue cokpamenus tuna "I'm" u cienr. Hanpumep, Bmecro ¢paser "We are
the recipients of", nmyumre ckazars "We received”. Bsl 100beTeCh KPaTKOCTH M 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 Hao 3a0bI1BaTh MPO BEKIMBOCTH JAXKE TOT/A, KOT/Ia Bl OY€Hb HEJIOBOJIBHBI KEM-
TO WU YEM-TO.

IloapITOXKUM:

1. BreiOupaiiTe KOpOTKHE U CPEAHEH JUTMHBI MPEJIOKEHHUS, YIIOTPEOIIHTE MPOCTHIC CIIOBA U
BBIPAXKCHUS

2. He ynotpe0isiiiTe pa3roBOpHBIC COKPAIIICHUS U CIICHT

3. JlenuTte HanmyMcaHHOE HA a03aIlbI

4. ByabpTe BEXKIUBBI U JUILIOMATHYHBI

«Tanka» nucbma.
Kaxmoe nemoBoe muchMo medaraercs (MUIIETCs) Ha y)Ke 3arOTOBJICHHOM, (GUPMEHHOM OJlaHKe.
B BepxHeil yactu OnaHka pasmenaercss Tak HasbiBaemas 'manka" - 3aroioBok. OOBIYHO B
3aroJjIOBKE JaHbI cjleyIollue CBeIeHus
e 3aPETUCTPUPOBAHHOE HA3BAHUE KOMIIAHUH
e KpaTKHe CBEJICHUS O XapaKTepe ee JesTeIbHOCTH,
e KOHTaKTHast HH(POpPMAIIHSL.
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Tesio nucema. 3akiaouutenbHas popma BexxaIuBOCcTH. [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 KOHIE MUChMa CeanTe
COOTBETCTBYIOIIYIO OTMETKY B BHJIE CIEAyoIIeii abObpeBuarypsl: "c.c." - carbon copies (TO4HbBIE
koruu) uiau Copy to...

Wuorga BeI He XOTHTE, YyTOOBI MOJy4yaTellb BAlllero MUChbMa 3HaJl, YTO BhHI €IIe KOMY-TO
oTocianu Komuu. B 3ToM cimydae BHM3Y muceM-Konuid Bbl ykasbiBaere "b.c.c." - blind carbon
copies. (CKpBIThIE KOTIHH).

Ecnu x nuceMy MMeeTcs MpUIIOKEHUe (KaTaior, KOHTPaKT, CYeT U T.J.), TO BHHU3Y, MOCIE
noAnucH jemaercs ykazanue o6 stoMm: "Enc:", "Encl:" - sTo coxpamenue ot Enclosure
(mpuII0’)KEHHE, BIOXKEHUE).

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

|1. OoOpamenue ‘

|Dear Sirs, Dear Sir or Madam ”(ecnn BaM HE M3BECTHO UMS ajpecaTa) ‘

(GC.HI/I BaM H3BCCTHO UM aJpccaTta; B TOM
cjiyda€ Korga Bbl HC 3HACTC ceMeiHoe

Dear Mr, Mrs, Miss or Ms IIOJIOKEHUE JKCHIIVHBI CIEAyeT IUCcaTh
Ms, rpy0oit OMMOKOW  SIBJISIETCS
ucroib3oBanue Gpassl “Mrs or Miss™)

|Dear Frank, ”(B 00palieHny K 3HaKOMOMY Y€eJIOBEKY) ‘
|2. Bceryniienue, npeapbiayuiee oo1eHue. ‘
|Thank you for your e-mail of (date)... HCnacn6o 3a Ballle IMMCHMO OT (JHcIaa) \
|Further to your last e-mail... HOTBeqa;I Ha Ballle MUChMO. .. \
| apologise for not getting in contact with you||Sl mpoury npomieHus, 4To 10 CHX MOp HE
before now... HAaIMCal BaM. ..

|Thank you for your letter of the 5th of March. HCnacn6o 3a Ballle MHChMO OT 5 Mapra \

OTHOCHUTENBHO BalIero ImcbMa oOT 23

With reference to your letter of 23rd March
Mapra

With reference to your advertisement in «The . .
OTtHocuTenbHO Bamlel pekinamsl B TaliMc

Times»

3. Yka3aHue NpUYHH HANTMCAHUS MHCbMA |
|I am writing to enquire about ”H MUY BaM, 9TOOBI Y3HATb... ‘
|I am writing to apologise for ”5{ HHITy BaM, YTOOBI H3BUHUTHCS 3Q... ‘
|I am writing to confirm ”5{ IHIITy BaM, YTO OBl MOATBEPIHTD. .. ‘
|I am writing in connection with HH THIIY BaM B CBSI3K C ... \

Mpg1 xoTenu ObI 0OpaTUTH Ballle BHUMaHUE

We would like to point out that... a
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4. IIpocnba ‘
|Cou|d you possibly... HHe MOTJI OBl BBL. .. \

. 5] ObUI OBl IpU3HATENIEH BaM, €CJIIM OBl BEI
I would be grateful if you could ... p ’

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

|
|Please could you send me... ”He MOTJIH OBl BBI BBICJIATh MHE. .. ‘
|5. Cornamenue ¢ yCJIOBUSIMH. ‘
|I would be delighted to ... HH ObLI OBI paf ... \
|| would be happy to ”H OBbLT OBI CYACTIIMB. .. ‘
|| would be glad to ”H ObLI OBI paj... ‘
6. CooOuienue I0XHX HOBOCTEH ‘
|Unfortunate|y HK COXKAJICHHUIO. .. \
|I am afraid that ... HBorocs, 4T0. .. \
|I am sorry to inform you that HMHe TSDKEJIO cO00MmaTh 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 YZOBOJILCTBHEM BKJIA/IBIBACM. . . ‘
|Attached you will find ... HB IPHUKpETICHHOM (aiine BbI HaiIeTe. . ‘
|We enclose ... ”MBI IpUJIATaeM. . . ‘
|Please find attached (for e-mails) ”BBI HaWIeTe MPUKPEIUICHHBIN (ai. .. ‘
8. Boicka3piBaHHe 0,1aroAapHOCTH 3a NPOSIBJICHHbIN HHTEpeC. ‘
|Thank you for your letter of HCnacn6o 3a Balle MMCbMO \
|Thank you for enquiring HCnacn6o 3a TPOSIBIICHHBIN HHTEPEC. .. \
|We would like to thank you for your letter of ... ”MBI xoTenu Obl T0OJIaroJapuTh Bac 3a... \
9. Ilepexoa Kk Apyroii reme. ‘
|We would also like to inform you ... ”MBI TaK e XOTeIu ObI COOOITUTH BaM O... ‘
|Regarding your question about ... ”OTHOCI/ITGHBHO BaIlIeTO BOIMPOCA O. .. \
|In answer to your question (enquiry) about ... HB OTBET Ha Balll BOIIPOC O... \
|I also wonder if... ”MGHH TaK)Ke HHTEpECyeT. .. ‘
|10. JonoHuTeIbHbIE BONPOCHI. ‘
|I am a little unsure about... H}I HEMHOI'O HE YBEPEH B ... \
|I do not fully understand what... H}I HE 10 KOHIA NOHSIL. .. \
|Cou|d you possibly explain... ”He MOTJIN OBbI BbI OOBSICHUT. .. ‘
|11. Ilepenaya nnpopmanuu ‘
I’m writing to let you know that... HH MUY, 9TOOBI COOOIIHTH O ... \
|We are able to confirm to you... ”MBI MOYKEM TTOATBEPIHTS ... \
|I am delighted to tell you that... ”MBI C yJI0BOJIbCTBHE COOOIIAEM O ... ‘

K coxanenuto, Mbl BBIHYKIEHBI COOOIIHUTH
BaM O...
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|12. IIpensoxenne cBoei MOMOIIM ‘
|W0u|d you like me to...? HMory mm 4 (crenars)...? ‘

|If you wish, 1 would be happy to... HEan XOTHTE, S C PAJOCThIO. .. \

CooOuiuTe, eciu BaM ITOHAZOOMTCS MOS

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

|13. HanomuHaHue 0 HaMe4YeHHOH BCTpeYe WIH OKUIaHNe 0TBeTa

|
|I look forward to ... HH C HEeTEpIICHUEM K11y, ‘
|hearing from you soon onrna CMOTY CHOBA yCJIBIIIATh BaC ‘
|meeting you next Tuesday ”BCTpeqH C BaMH B cleayromuil Bropauk ‘
|seeing you next Thursday ”BCTpeqH ¢ Bamu B UetBepr ‘
|14. Hognuck ‘

Uckpenne Bam (ecnu nums yenoBeka Bam
HE U3BECTHO)

Yours faithfully,

|Y0urs sincerely, ”(ecnn uMst 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 BKIIOUYEHUE CIylIaTeaeid B 00Cy X IeHUE TEMBI-TIPOOIEMBbI;
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’ OO0s3aTeNibHO  MPEAYCMOTPUTE  PEMETHIMIO  BBICTYIUICHUS B CONPOBOXKICHHU
Mpe3eHTalueH.
TpeboBanusi K Npe3eHTAIIUN:

NANENENIN

4. 7-12 cnaitnos B PowerPoint
5. [Iman npe3enranuu:
v Bcerynnenue (modyemy BbIOpaHa qaHHas TeMa Mpe3eHTanum) (2 ciaiina)
v OcHOBHas 4acThb
v 3akiroueHue (BbIBOBI) (2 craiina)
6. Crnukep npe3eHTyeT CBOIO TEMY M OTBEYAET Ha BOIPOCH! YYaCTHHUKOB.
HpnMepHme KJanmie 1Jid 3allUThI IIPE3CHTAlluM
HauaJio

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.
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take a seat-

MPUCAKUBANUTECH, PUrpoSe —

nens, get  started -

obcyxath, feel free to ask — ceoboaHO cniparmmBaiite, fresh ideas — ceexue unen.

T'1aBHast yacTh

Introduction
Formal Meeting

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

This first slide shows our agenda for the day.

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

Since we have very limited time today,

please hold your questions until the end of the

presentation.

Informal Meeting

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

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

First I would like to talk about....

Then | would like you to take a look at...
Following that we're going to talk about...
Then I'm going to wrap things up with our
team’s recommendations.

Lastly we are going to discuss...

Any questions so far? Please feel free
to interrupt me at any time.

be designed — 6bITh 3aqymannbiM, Slide — ciaiin, agenda — mosectka aus, let me start —
M03BOJIbTE HauaTh, Say thanks — 6iaromaputs, Overview — o63op, present the data —
NpeCTaBIATh JaHHbIC, at last — nakonerr, conclusion — 3akrouenue, wrap things up —
3aBepinuM, hold the questions — nepxath (He 3a0bIBaTh) Bompocsl, SO far — moka, interrupt -

IpephIBaTh

Hexotopsie (hpasbl, 1aHHBIE HUXKE, TOMOTYT HE pacTepsAThCS U CPOKYCHPOBATh BHUMAHUE
ayJIMTOpUHU B HanbOoJIee BaXKHBIX TOYKAX Mpe3eHTaruu. @pa3sl OAMHAKOBBI 7S JIFOOOTO THITA
Mpe3eHTanu — HOPMAITBHOTO B 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
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Sl nymato, s oTBETHI yke Ha Bam Bompoc

I think 1 answered your question earlier. paHee.

I'm glad you asked that. Pax, uro Bl cipocuim 06 3TOM.

Well, as | already said... Wrak, kak st yKe ¥ TOBOPHIL. ..

That's a very good question (of you to ask). Ouenp xopomuii BOpoc (KOTopblit Bel
So you are asking about... 3a1aJIH).

If I’ve understood you correctly you are asking Wrak, Bsl ciiparmBaete 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. OneHka Tpe3eHTAllUi CKIIAIbIBACTCS U3 TOJOCOBAHHS YYaCTHUKOB M MPO(ecCHOHAIBHOTO
MHEHHUS MpernoaBaTenei

PexomMenganum no o0y4eHuro HHBaauA0B 1 jun ¢ OB3

OcBoeHune MUCHMIUIMHBI HHBaNMUaamMu U nunamMu ¢ OB3 mMoxeT ObITh OpraHu30BaHO Kak
COBMECTHO C JPYTUMHU OOydYaloIIMMHCA, TaK W B OTHENbHBIX TIpynmnax. [Ipenmomaratorcs
CeIMallbHbIE YCIOBUS IS MTOJTydeHus oOpa3zoBaHus nHBanIuaamMu u auiamu ¢ OB3.

[Tpodeccopcko-nienarorn4eckuii cocTaB 3HAKOMHUTCS C TICUXOJIOT0-(PU3UOTOTHIECKUMU
0COOCHHOCTSIMU 00y4Jaromuxcss WHBanuaAoB U null ¢ OB3, uHAMBUAYyaIbHBIMU MPOrpaMMaMU
peabunuTanuu  WHBATUAOB (mpu Hamuuuu). [Ipy  HEOOXOAMMOCTH  OCYIIECTBIISICTCS
JOTIOTHUTENIbHAS TOMJCPXKKA TMPENoJaBaHusl THIOTOPaMH, TICHUXOJIOTaMH, COIMATbHBIMU
pabOTHUKAMU, POLIEIIMMH MTOATOTOBKY aCCUCTEHTaMHU.

B cootBeTcTBHM ¢ MeTOANYECKMMHU peKoMeHAanusMu MunoOpHayku P® (yTB. 8 anperns
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 U QNalTUPOBAaTh C  Y4ETOM
WHIUBUTyATBHBIX 0COOEHHOCTEH 00ydeHust nHBanuI0B 1 jull ¢ OB3.

OcBoeHue AUCHUIUIMHBI UWHBaNuWgamMu U JuuamMu ¢ OB3  ocymectBisieTcss ¢
WCITOJIb30BAaHUEM CPEJICTB OOyYEHHMsI OOIIET0 M CIEIHAIBHOTO Ha3HA4YeHHS (IIEPCOHAIBHOTO U
KOJUIEKTUBHOTO HCIIOJIb30BaHUs). MaTepuanbHO-TEXHUYECKOE OOECTeueHre MpeaycMaTpruBaeT
MPUCTIOCOOJICHUE ayTUTOPUM K HY>KJaM WHBaIUI0B | Jinil ¢ OB3.

dopma TPOBEACHUS AaTTECTAlMM JUIsl CTyACHTOB-MHBanugoB u jui ¢ OB3
YCTaHABIMBAETCS C YYETOM HHAMBUAYAIbHBIX Icuxodusuuyecknx ocobeHHocred. Jlns
uaBanuaoB u nui ¢ OB3 mpenycmarpuBaercs qoctynmHas ¢gopma MpeAOCTaBICHUS 3alaHUi
OILICHOYHBIX CPEJICTB, @ UMEHHO:

— B I[IEYaTHOMW WJIM AJIEKTPOHHOHU (hopme (IUIsl JIUIl C HApYIIEHUSIMU OMOPHO-BUTATEILHOTO
amnrmnapara);
— B mTeyaTHOH (¢opmMe WM OSIEKTPOHHOH (opMe C YBETMUEHHBIM HMIPUPTOM U

KOHTPACTHOCTBIO ([UIsI JIUI] C HAPYLICHUSIMU CITyXa, peUH, 3pEeHus);

— METOJIOM YTEHHsSI aCCUCTEHTOM 3aJIaHus BCIYX (U1 JIHI] C HApYLICHUSIMH 3PEHUs).

CryneHTaM ¢ MHBATUIHOCTHIO W JnnaM ¢ OB3 yBennuuBaeTcss BpeMs Ha TOITOTOBKY
OTBETOB Ha KOHTPOJBbHBIE BOMPOCHL. J[s Takux CTYIEHTOB MpeayCMaTpHUBAaeTCs IOCTYIHas
¢dbopMa mpeocTaBIeHUS OTBETOB HA 33/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-ABUraTeIbHOIO aliapara);
— YCTHO ([UIs JIML C HAPYLIEHUSMH 3PEHUS, OTIOPHO-IBUTATEJILHOTO anapaTa).
[Tpu HeoOxoauMocTH Uit 00ydalOMXCsl ¢ MHBATUAHOCTBIO U null ¢ OB3 mporenypa
OLIEHUBAHMs PE3yJIbTATOB 00YUYEHUS MOXKET IIPOBOJUTHCS B HECKOJIBKO ATAIOB.

12. Onucanue MaTepuaIbHO-TEXHHYECKOI 0a3bl, HEOOXOAMMOI /151 OCYLECTBJIEHUSA
00pa3oBaTeIbLHOIO NMpolecca Mo JMCUUILIHHE

YueOHas ayauTopusi, TpeAHA3HAYCHHAs JUIsl TPOBEACHUS YYCOHBIX 3aHSATHH,
NPEIYyCMOTPEHHBIX  HacTosmied  pabouyeil  mporpaMMoil  JUCHMIUIMHBI,  OCHAIlleHHAs
000OpyZIOBaHHEM M TEXHUYECKUMHU CpEACTBAMU OOy4YeHHUs, B COCTaB KOTOPBIX BXOJST:
KOMIUICKTBl CIIEHUAIN3UPOBAaHHONW Yy4deOHOW MeOenu, JOocKa KiaccHasl, MYJIbTHUMEIHIHBIN
MPOEKTOP, FKPaH, KOMIIBIOTEP C YCTAHOBJIECHHBIM JIMIICH3MOHHBIM MPOTPaMMHBIM 00€CTIEYeHUEM,
C BbIXOZOM B cerb «VHTepHET» M JOCTYIOM B 3JIEKTPOHHYIO HH(POPMALHUOHHO-
00pa3zoBaTeNbHYIO Cpemy.

ITomemenne I caMOCTOATEJBHOM padoTbl 00y4YamwIIMXCsl —  ayAUTOpHS,
OCHAIIIEHHAs! CIEIYIOIIUM 000pYy/I0BaHUEM U TEXHUUYECKUMHU CPEICTBAMU: CIIELUAIN3NPOBAHHAS
meOenb Asl MpernoaaBatesiss U o0ydyaromuXcsl, Jocka ydeOHasi, MyJbTUMEIUHHBIN HPOEKTOp,
9KpaH, 3ByKOBBIE KOJOHKH, KOMITbIOTEP (HOYTOYK), MEPCOHAIbHBIC KOMITBIOTEPHI JJIsi PabOThI
00yYaromuxcs ¢ YCTAaHOBJICHHBIM JIMLEH3MOHHBIM IPOTPAMMHBIM OOECIIEYEHHUEM, C BBIXOJOM B
ceTh «ITHTEpHET» U TOCTYIIOM B AJIEKTPOHHYIO HH()OPMALIMOHHO-00pa30BaTENIbHYIO CPELY.
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