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HanpasieHHocmb (poghuv) npoepammel « Buewnesxonomuyeckasn 0esamenbHOCMb U
@unancosoe KoHCy1bMUPOBAHUE)

Pabouas mnporpamMma AUCHUIUIMHBI «AHIIIMHACKUAN S3BIK U1 MPO(ECCHOHATBLHOTO
0O0IIEeHUD» BXOJUT B COCTaB OCHOBHOI 00pa3oBaTeIbHOM MPOTrpaMMBbl BBICIIET0 00pa30BaHuUs MO
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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/IOHaJ'H:HO-
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€p6aJII>HI>I€ u HGBCpGaIII:HBIG 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.

Bup yueOHoit paboThl Bcero yacos

KonTakTHasi padora ¢ npenoaaBareJieM (Bcero) 168

B toMm uucne:

3aHATHuA JICKIHIMOHHOI'O THIIA

3aHATHSI CEMUHAPCKOTO TUIA (MPAKTUYECKUE 3aHATHS) 168

CamocrosiTesibHas padora (Bcero) 165
KonTpoinb 2




dopMa KOHTPOJIA

3a4er ¢ OICHKOM, DK3aMeH

O0masi Tpy10éMKOCTb JUCHMILIIMHBI

360

4. IlepedyeHb MJIaHNPYEMBbIX Pe3yJIbTATOB 00yUeHHS MO TUCHHUIIHNHE, COOTHECEHHBIX C
IJIAHUPYEMbIMH pe3y/IbTaTaMH OCBOCHHS 00pa30BaTe/IbHON NPOrpaMMblI

Koa v HaumeHoBaHue

Koa v HaumMeHoBaHue

ILnanupyemble pe3yJibTaThl

KoMIleTeHuu(uii) HHAUKATOPA TOCTHKEHUSA 00y4eHMsI MO IMCIUIINHE
BbINMYCKHUKA KOMIIeTeHIIUHT
Kommynukanus NYK4.1 3HaTh: rpaMMaTH4eCcKHre
YK-4 Ocy1ecTBIIsIET JEIOBYIO IIpaBUIIa, bopmbI u
Crnioco0eH oCymecTBIATh | KOMMYHHUKAIUIO B YCTHOM KOHCTPYKIIHH, JIEKCUKY
JICIIOBYI0 KOMMYHUKAIMIO | popMe Ha PyCCKOM U AHTJIMUCKOTO SI3bIKA,

B YCTHOM M MUCbMEHHOMN
¢dopmax Ha

MHOCTPaHHOM SI3bIKAX.
NyK4.2

HEOOXOMMbIC ISl peaTH3aluu
npodeccHoHaABHBIX 33/1ad.

TrOCYJapCTBEHHOM SI3BIKE Ocy1iecTBIISIET 1ETOBYIO Ymers: JIOTUYHO,
Poccuiickoit denepanuu 1 | KOMMYHUKALUIO B apryMEHTUPOBAHO U KOPPEKTHO
WHOCTPaHHOM(BIX ) MMCbMEHHOU (popMme Ha MOATOTOBUTH YCTHBIC u
s3bIKe(ax) PYCCKOM U UHOCTPAHHOM MUCbMEHHBIE BBICKA3bIBaHUS HA
A3BIKAX. WHOCTPaHHOM SI3bIKE B
pa3IMYHbIX cdepax
po¢eCCHOHAIIBHOTO OOIICHHS.
Biaagersn: HaBBIKAMU
WCIIOJIb30BaHUS
MOHOJIOTHYECKON u
TUAJIOTHUECKOU YCTHOU u
MUCbMEHHOM pe4Yr B CUTYaILMIX
JIEJIOBOIO0  B3aMMOJICHCTBHS B
npezaenax U3YUYEHHOTO
SI3bIKOBOTO MaTepuaia
K-4 HIIK 4.1 3HaTh: JIEKCUYECKU I u
CnocobeH  oCymecTBIATh | ['OTOBUT K 3aKITFOYCHHUIO rpaMMaTH4eCKHIl MHUHUMYM,
JIEJIOBYI0 KOMMYHMKAIIMIO | BHEITHETOPTOBBIM KOHTPAKT HE0OXOTUMBII TUTSt
u noxkymentanuonnoe | UMK 4.2 BBICTPAUBAaHUSI KOMMYHHUKaIUU
obecrnieueHue OcymiecTBisieT Ha  aQHTJUHUCKOM  SI3BIKE B
BHEIIHEAKOHOMHUYECKOU JIOKyMEHTapHOE mnpouecce  npodeccrnoHalIbHOM
e TEIbHOCTH COMPOBOXKACHUE eI TeTbHOCTH.
BHEIITHEIKOHOMUYECKON Ymersn: OCYILECTBIIATh
JeATEIbHOCTH OpraHU3alMOHHOE u
HIIK 4.3 JTOKYMEHTAIlHUOHHOE
VYyacTByeT B OpraHuszauuu M | obecrieueHue M opopMIIAThH
BEJICHUH MEPEroBOpoB, B T.4. | MPO(EeCCHOHATBHYIO

Ha aHTJINHACKOM S3bIKE

AOKYMCHTAIIUIO Ha aHTIIUNCKOM
SA3BIKE.

Biaagern: HaBBIKaMU
OCYIIIECTBJICHUS
OpFaHI/I3aI_II/IOHHOI‘O 148
JIOKYMEHTAIlHOHHOTO

o0ecrieueHUEe Ha AaHTJIUNCKOM
SI3BIKE.




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 MOXKET CIIOCOOCTBOBATH €€ PEIICHUIO B paMKaX HAMEUCHHON TEMAaTHKH;

- Tlouck u cOop maTepuana Juist pelieHus MpoOIeMbl U PACKPBITUS TEMBI;

- OxkoHuYarenbHas MOCTAHOBKA MPOOIEMBI UIIH 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 camocrositeJibHOM Oo0bem
n/n (pa3nesoB) padoThI CaMOCTOSITe/IbHOM
JAUCIUNTHHBI padoThI
1. | Forms of business activities [TonroroBka K ay1uTOPHBIM 24
®opmbl 6u3HECa 3aHATUSAM, IOJITOTOBKA
MpE3EHTALMMI
2. | Levels and areas of [ToaroToBKa K ay ITMTOPHBIM 24
management 3aHSTHSIM, TTOATOTOBKA
YpoBHU U chepsl MPE3CHTAINNA
yIpaBlIeHUs
3. | Organizational structures [ToaroToBKa K ay TMTOPHBIM 24
Opranu3zanuoHHbIE 3aHSITHSIM, TTIOATOTOBKA
CTPYKTYPBI MpEe3EHTalMI
4. | Management ITogroroBka k ay IUTOPHBIM 24
MeHnemKMeHT 3aHATUSAM, IOJITOTOBKA
MpE3EHTALMMI
5. | Leadership [ToaroToBKa K ay ITMTOPHBIM 13
JlupepcTBO U TUAEPCKUE 3aHSITHSIM, TTIOJATOTOBKA
KayecTBa MpEe3EHTalMI
6. | Recruitment [TonroroBka K ayiIuTOPHBIM 14
[TonGop nepconaina, 3aHATUSAM, IOJITOTOBKA
PEKPYTHUHT MpE3EHTALMMI
7. | Marketing [ToaroToBKa K ay ITMTOPHBIM 14
MapxkeTuHr 3aHSITHSIM, TTIOATOTOBKA
MpEe3EHTalMI
8. | Promotion [ToaroroBka Kk ayAUTOPHBIM 14
[Tponsuxenue OpeHa Ha 3aHSITHSIM, TTIOATOTOBKA
pBIHKE MpEe3EHTalMI
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9. | International Trade [ToaroroBka k ayJUTOPHBIM 14
Buemnss Toprosis 3aHATHSAM, OJTOTOBKA
[IPE3CHTALUN
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 €€.
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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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3ananue 2. BcraBpTe npaBuiibHYIO opMy Tiarosa to be, oOpaiiasi BHUMaHHUE HA YUCIIO
HMCH CYHICCTBUTCIIbHLIX!

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. MeHEeI»KMEHT

3ananme 1. IlepeBenurTe Ha aHIJIMHCKUMW S3BIK JAHHBIC NOPEIJIOKECHUS,
UCMOJIb3YsI TEpMHUHOJIOTHIO o TeMe Management:

1. Uto kacaetcst BeieHUs OW3HECA, HOBBIM MEHEIKEp OTiea MPOJak ¥ MapKETHHTa HE
MpUEMJIET KOHCEPBATUBHBIX B3I A0B. OH CIOCOOEH CTaBUThH YETKHE 1T, OBICTPO pearupoBath
Ha U3MEHEHUS PhIHKA, MOOLIPSATh KOMaHIHbIA TyX COTPYAHUKOB.

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

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

3ananue 2. IlepeBenure Ha AaHIIIMUCKUN SI3BIK JAaHHBIEC IIPEAJIOKEHUS,
HCHOJIb3Ysl TEpMHUHOJIOTHIO IO TeMe Management:

1. HenaBno coBet aupexTopoB kommanuu Cornerstone Group ycnenrHo npoBei
neperoBopsl ¢ Metrot Co. o ciusiHun 3THX ABYX Komnanuii. Kommanus Metrot — mpekpacHoe
npuobperenue 1 Cornerstone Group.

2. Metrot Co. crieruanu3upyercsi B MPOM3BOACTBE TOBAPOB JIs IOMA, U B CBOUX
PO3HUYHBIX Mara3uHax MPeJICTaBIsAEeT IIUPOKUA BEIOOP TOBAPOB, @ TOBAPOOOOPOT KOMIIAHHH
COCTaBJISIET 4MJIH. €BPO.

3. Komnanus Metrot umeeT MHOTO 10Y€pHUX IIpeaNpUsATHI 110 Bceil EBpore, a ux
rojoBHOM oduc Haxoautcs B [lapuxke. bnarogaps cBoemy JMHAMHUYHOMY CTHIIIO 3T KOMIIaHHS
OBICTPO pearupyeT Ha PpIHOYHBIC U3MCHECHHUS.

3apanmne 3. 3anmonHuTe NMpoOensl Hanbosiee MOAXOMAIIMMU TEPMUHAMM U3 CIUCKA IO
teme Management:

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

1. Why does the company have such a rapid ?
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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.

3ananme 4. Packpoiite ckOOKHM, UCTIOIB3Ys MPAaBUWIbHYIO (HOpPMY aHTIMHUCKOTO TJiarosa
(BpeMeHa, WHOQUHWUTUB, TEPyHAMUN, INPUYACTHE, YCIOBHBIE BBIPAXKEHUSA, coOcClaraTeIbHOe
HAKJIOHEHUE, MOJAJIbHBIE IJ1aroJibl)

1. Look! Leslie seems (enjoy) herself. It is the first
time I (see) her so happy.
2. There appeared (be) no one in the house. John
(consider/climb) through one of the open windows but decided
against it (not risk/notice). He
(decide/wait) until it (get) dark.
3.1 (mean/paint) the door for ages, but I keep
(forget) (buy) the paint.
4. If you can’t find him at home, try (call) him at the office.
5. Your computer needs (fix). Why
(you / not / have) Nick (fix) it for you? -
I’d rather (see) to it myself than have it (fix).
6. We’d really like (live) in the city center but it’s virtually
impossible (find) a three-bedroomed flat at a price we can afford
(pay).
7. Stop (tease) him, he doesn’t enjoy
(laugh) at.
8. The dog appears (be) hungry — you’d better (feed) it.
9. Her parents regret (allow) Tina (stay)
out late.
10. Look! The wallpaper (come) off the wall! It’s high
time (we / do up) the flat.
11. Always late? Try (set) your watch five minutes fast.
12. She certainly mentioned (see) Mark, but I don’t remember
(she/talk) about Vickie.
13. Martha (practice/play) the piano daily for
months, but she seems (make) little progress.
14. Listen! The review (say): “Tastefully
(decorate), conveniently (locate), and with a wide
range of courses to suit all occasions, this is the perfect meeting place after a hard day’s work™.
Why (not/go) there for dinner?
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15. The witness said he (hear) two shots

(fire) before (see) two men (run) down the street.

16. There is something wrong with her bicycle. It’s time

(she/get/it/mend).

17. It makes (I/teel) really happy (see) old
people (hold) hands.

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

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

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

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

avoid (visit) him this time.

8.2. [lepeyennb 3agaHuil 1J151 NOATOTOBKH K IK3aMeHY
Tema 5. Leadership. JIugepcTBo 1 nuaepckue KayecTBa

3ananme 1. Hanumure pycckue aHajIOrd [aHHBIX AHIJIUUCKUX TEPMHUHOB MO 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

3anganmue 2. 3anonHUTE NPOITYCKH MPaBUILHON (POPMOIL Ii1aroja B MOJXOASIIEM BPEMEHU
(aKTUBHOM WJIM TTAaCCUBHOM (hOPMBI):

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

(it/be), and (contact) the police. When his
wife (tell) the news, she said: “I’m delighted and relieved that
my husband (find).” Acting on information received, the
police (make) several arrests, and a man

(question/now) in connection with the kidnapping.
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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

3apanme 1. Hanummre pycckue aHalOrW JAaHHBIX AHTIHICKMX TEPMHUHOB IO TeMe
Recruitment:

1. Candidates for this appointment is graduate, qualified accountant

2. a fully qualified experienced accountant

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

4. with a good examination track record

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

6. have a high level of professionalism

7. have a detailed knowledge of accounting systems

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

9. with broad financial management experience

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

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

12. strong technical orientation developed initially within a practice environment

13. a pro-active and innovative approach to financial management

14. a hands on approach

3ananue 2.
3anongHuTe TAaOIMIy TEPMUHAMH U3 BOKaOyssipa Ha TeMy Recruitment:
astute, bright, ealm; clever, easy-going, hard-working, moody, neurotic, punctual, quick-
tempered, retiable, responsible, sharp, slow

intelligence and ability emotional stability conscientiousness

bright calm reliable
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Tema 7. Marketing. MapkeTunr

3ananme 1. IlepeBeauTe Ha aHIIIMUCKUMN SI3BIK JIAHHBIC NOPEIIJIOKEHUS,
HCTIOJNIB3YsI TEPMHHOJOTHIO 110 TeMe Marketing:

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

2. Ilepen TeM MNpeACTaBUTH MPOAYKT Ha PBIHOK, J00as KOMITAHHS HCCIEeAyeT
NOTCHIMATbHBIA PBIHOK, CTapaeTCcsi OMPENeNUTh HYKJbI MOoTpeOuTeneil W Ha3zHAYaeT TaKyIo
LIEHY, YTOOBI JOCTHYE O0OJbIINX 00BEMOB IPOJAXK.

3. PykoBoactBo kxommanmu ABC pemmio pacmivpuTh JIMHEHKY TpoaykTa. UToOBI
IPOCTUMYJIUPOBATh _CIPOC, KOMITAHMS COOMpAeTCs HCIOIb30BaTh «3BE3/1» B PEKIAMHOU
KOMIaHUM HOBOro OpeHma. HeoOXoMWMOCTh pacIIMpeHus YK€ JaBHO BO3HUKIIA, TaK Kak
CYHIECTBYIOIIMN ACCOPTUMEHT YK€ HE IPUBJICKACT IIEJIEBOU PBHIHOK. BepoATHO, KOMIaHWHU
MPUAETCS UCKATh HOBBIE KaHAJIbl pACIPEICIICHHUS.

3ananue 2.
OO6BeauTe MpaBUIILHBIN TePMUH(BI), OTBETUB Ha CJICAYIOIIME BOMPOCH! 1o 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
("

4.
Who is protected by consumer protection laws?

Profit from marketing

Businesses and customers

Just customers
'

5.
Which of the following is NOT an element in the marketing mix?
ll"'

Just businesses

Price
Profit

Promotion
6.
Where are premium products most likely to be sold?
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In supermarkets
In designer stores

On market stalls

Sl Mo le'

When is a business most likely to adjust the marketing mix of a product?
If costs change
If customer needs change
If management changes

3apanme 3. ComnocraBbTe TepMHuHBI 0 Teme Marketing ciieBa ¢ ero omnpezaencHueM
crpasna:

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.IIpoasuxenne OpeHaa Ha pbIHKe

3apanme 1. [IpounTaiite cTarpio mo Teme Promotion craThio M BeIOEpUTE MPaBHIBHBIN
TEPMUH, YTOOBI 3aIIOJIHUTH Kaxkabid ipoden (1-11) u3 A, B, C unu D.

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

a ncw

customers to

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
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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
3ananue 2. ComocTaBbTe TEPMHUHBI MO TeMe Promotion cneBa ¢ ero ompeaeincHueM
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. OOBeauTE MPABUIBHBINA MOJAIBHBIN TJIAr0JI:
1. When Mr. Lee was younger, he work in the garden for hours.
a. was able to b. could c. might d. needn’t
2. The landlord take his responsibilities more seriously.
a. need b. should to c. ought to d. ought
3. When I finish the course next year I speak perfect French.
a. can b. will be able to c. could d. would be able
to
4. This company is awful to work for. We account for every minute of the day.
a. have to b. mustn’t c. are not to d. don’t have to
5. When she was riding in the woods last week, Helen fell off her horse but luckily she
get back on and ride home.
a. could b. would c. was able to d. had to
6. The newspaper the rumour without concrete evidence.
a. shouldn’t have printed c. oughtn’t have printed
b. needn’t have printed d. didn’t have to print
7. You often have to wait for a decision long, ?
a. haven’t you b. don’t you c. aren’t you d. won’t you
8. — Should we hurry? — No, you , we have plenty of time.
a. needn’t to b. haven’t to c. mustn’t d. needn’t
9. They spoke in very low voices but I understand what they were talking about.
a. could b. might c. was able to d. was to
10.With our new shampoo, you spend hours caring for your hair.
a. mustn’t b. needn’t c. haven’t to d. shouldn’t

Tema 9. International Trade.Buemnsist Toprosiist
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3apnanue 1. ComocraBpTe TepMuHONOTHIO TOo Teme International Trade u3 pamkm ¢
OnpeaACICHUAMMN HHUXKC.

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. ComocraBeTe TepMUHBI MO Teme International Trade cmeBa c¢ ero
OIpeICIICHUEM CIIpaBa:

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

3apanue 3. 3anoHUTE MPOMYCKH TepMUHAMU 110 TeMme 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
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8.3. Tunoskle 3axanua 1JId OLEHKH 3HAHUI

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

D

The marketing mix

-

Price

Product

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

SR

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 3aaHUSA )15l OLIEHKH YMEHU I

3ananme 1. IIpoumraiite TekcT Ha Temy Popmbl Ou3Heca, codepure H
NMPOoaHAJIU3UPYHiTe HHPOPMALUIO O CJIeYIOLIEeM:

1. Ckaxute, Kakhue BOIIPOCHI PACCMATPHUBAIOTCS B TEKCTE.

2. CkaxuTe, Kakas mpobieMa BBITEKAeT U3 CONEPKaHMS.

3. IloctaBbTe K TEKCTYy HECKOJBKO BOMPOCOB M 33JlaiiT€ MX BalleMy TOBApHILYy, 3aT€M
OTBETHTE HA €TI0 BOIIPOCHI.

4. TloaTBepauTe TOUYKY 3pEHHs, M3JIOKEHHYIO B TEKCTE, HCIOJB3Yys COOCTBEHHBIN
HpHUMeEp.

5. BoickaxuTe MHeHHE O MpouuTaHHOM. CoOOIIMTE 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
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developed new products such as giftware and luxury items. For example, we designed products
with a time device in them and customers could print their logo on the product for promotional
purposes. However competition became severe. It reached a point that any product which had a
time module in it became less valuable.

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

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

What are the crucial factors behind your success?

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

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

3aganue 2. [IpoyuTaiiTe TEKCT HA TeMy YPOBHH M cepbl yIpaBJaeHHs, cOOepUTe U

NMPOAHAJIU3UPYHTE HHPOPMAIUIO O CJIeYIOLIeM:

1. Ckaxxure, Kakue BOIIPOCHI PACCMAaTPUBAIOTCS B TEKCTE.

2. Cxaxure, Kakas rmpobjemMa BbITEKAeT U3 COJCPIKaHMUS.

3. ITocTaBbTE K TEKCTY HECKOJIBKO BOIIPOCOB U 3ajjaiiTe UX BallleMy TOBapHILy, 3aTEM
OTBETHTE HA €0 BOMPOCHI.

4. IMonTBepauTe TOUYKY 3pEHHS, U3T0KEHHYIO B TEKCTE, UCTIOIb3Yys COOCTBEHHBIN IPUMED.

5. Beickaxute MHEHHE O TpounTaHHOM. COOOIINTE U3BECTHBIE BaM JIOTIOJIHUTEIIbHBIE
ceenenus. [IpuBenute npuMepsl, (pakThl, M010OHBIE 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
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it are being achieved. Lastly, managers develop people — both their subordinates and themselves.

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

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

8.5. TunoBkIe 3aJaHUA 1JI OLHEHKH HABBHIKOB

3aganue 1. OnumuTe YpoBHH U cepsbl ynpaBiaeHHs BbIOpaHHoi Bamu komnannu,
HCIO0JIb3Ys JiekcuKy 1o Teme Levels and areas of management.

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

1. Top managers and executives:

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
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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 HETO B HEIIOCPEACTBEHHOM MOAYHMHEHHH ).
Export Sales Director is responsible to Sales Director.

15. a strategy, 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.

3ananue 4 [loaroroBbTe pa3zBepHyThie MUCbMEHHbIE 0TBETHI HA BONPOCHI M0 TeMe
Levels and areas of management:

1. What are the levels of management?

2. What are the responsibilities of a top manager?

3. What are middle managers responsible for?

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

5. What are the most common areas of management (e.g. finance, sales, etc.)?

6. What is finance director (personnel manager, marketing director, R&D director)
responsible for?

7. Over to you: what kind of companies require R& D department?

8. Do you think any company can afford to have its own PR department?

9. IlepeyeHb OCHOBHOW M JONOJHUTEIbHON Y4eOHOI JUTEpPaTypbl, HEOOXOAUMOI 1JIs1
OCBOCHMS TUCHMILIHHBI
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1. JleBuenko, B. B. AHrimiickuii s3bIK U151 SKOHOMUCTOB (A2-B2) : yueOHHK 17151 BYy30B
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WznparensctBo FOpaiit, 2025. — 163 ¢. — (Bricuiee obpazoBanue). — ISBN 978-5-534-18207-
1. — Tekcr : snextponHsld // OO6pa3oBarenpHas tardopma HOpaiitr [caiit]. — URL:

https://urait.ru/bcode/565350

3. Hanunenko, JI. II. AHrauiickuii s3bIKk 111 SKOHOMHUCTOB (B1—B2) : y4yeOHHMK 1
npakTukyMm ais By3os / JI. I1. lanunenko. — 3-e u3a., ucnp. u pon. — Mocksa : M3naTenscTBo
FOpaiirt, 2025. — 116 ¢. — (Bwicmee obpazoanue). — ISBN 978-5-534-17539-4. — Teker :
NeKTpoHHBIH  //  OOpazoBarenbHas  1atdopma  HOpaiir  [caiit]. —  URL:
https://urait.ru/bcode/561798

9.2. lonoJTHUTEIbHAS JIUTEPATypa

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

y4eOHUK M MpakTHUKyM i By30B / . B. Skymesa, O. A. [lemuenkoBa. — 3-e U3J., HCIIP. U
norn. — Mocksa : U3narensctBo IOpaiit, 2025. — 148 ¢. — (Bricmiee obpazoBanue). — ISBN
978-5-534-17896-8. — Texkcr : anektponHslid / O6pa3oBatensHas iatdopma FOpaiT [calT].

— URL: https://urait.ru/bcode/561203

2. Mesnsiino, B. B. Akagemuueckoe nuchmo. Jlekcuka. Developing Academic Literacy
: yaeOHuK 1u1s By30B / B. B. Mensiino, H. A. Tynskosa, C. B. UymMunkuH. — 2-¢ uU31., HCTP. U
nor. — Mocksa : U3natensctBo FOpaiit, 2025. — 226 c. — (Briciiee oOpa3oBanue). — ISBN
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978-5-534-18198-2. — Texkct : anmekTpoHHbIi // O0pa3oBaTenbHas miatdopma HOpaidt [caiiT].
— URL: https://urait.ru/bcode/562466
3. MowuceeBa, T. B. AHIIMIACKUH S3bIK I dKOHOMHCTOB : YueOHUK a1 By30B / T. B.

MomuceeBa, H. H. lHamnuna, A. 0. Hlupokux. — 2-e¢ u3a., mepepad. u gon. — Mocksa :
NznarensctBo FOpaiit, 2025. — 151 ¢. — (Boicmee o6pazoBanue). — ISBN 978-5-534-17119-
8. — Tekcr : smextpoHHbi // OOpasoBarenpHas miardopma IOpaiit [caiit]. — URL:

https://urait.ru/bcode/564524
4. MouceeBa, T. B. AHramiickuii s3pIK A1 SKOHOMHCTOB : y4eOHMK aiist By30B / T. B.

Momuceea, H. H. [lammna, A. FO. upoxux. — 2-¢ u3x., mepepad. u gon. — Mocksa :
WznarensctBo FOpaiit, 2025. — 151 ¢. — (Bsicuiee obpazoBanue). — ISBN 978-5-534-17119-
8. — Texkcr : oamektponHbiii // OOpa3oBatenbHas miargopma FOpait [caiit]. — URL:

https://urait.ru/bcode/564524

10. Ilepeyens pecypcoB HH(pOPMALHOHHO-TEJIEKOMMYHHUKANMOHHOM ceTH ""UHTepHeT",
He00XO0MMBIX VISl 0CBOCHHUS JMCHUIIMHBI H HH(POPMALMOHHBIX TEXHOJIOT U,
HCI0JIb3yeMBbIX IPH OCYLIEeCTBJICHUH 00Pa30BaTeJIbHOI0 NpoLecca no JUCHHUILINHE,
BKJII0Yasl NepedeHb NPOrpaMMHOro obecrnevyeHnst 1 HHGOPMAMOHHBIX CIIPABOYHBIX
cucTteM (MpH HEOOXOAMMOCTH)

1. https://urait.ru - 9BC «Obpa3zoBarenbHas miatdopma KOpaitt»

2. http://biblioclub.ru - 9BC «YHuBepcurerckas OMOINOTEKA OHIANHY

3. https://elibrary.ru/org_titles.asp?orgsid=14364 - Hay4Has >JEeKTpOHHAas OUOIHOTEKA
(H3B) «eLIBRARY.RU»

4. https://learnenglish.britishcouncil.org- caiir Bpuranckoro CoBera ¢ 0OaHKOM
MaTEPUAJIOB JIUII YPOKOB M CaMOCTOSTEIBLHOTO M3yYCHHUs AHTJIMHCKOTO S3bIKA M0 PA3IMYHBIM
TeMaM Kak oOIero, Tak u JeJoBOro xapakrtepa. OxXBadeHbl BCE YpPOBHU JIEKCHYECKOM
CJIOXHOCTH: OT HAYaJILHOTO JIO CAMOTO IMPOJIBHHYTOTO.

5. https://ru.duolingo.com/- GecriaTHBIN CEPBUC AJISI U3YUYCHHS] HHOCTPAHHBIX S3BIKOB C
Hyms. [Iporpamma moctpoeHa B ¢opMe «IepeBa TOCTHIKCHHI»: YTOOBI MEPEeHTH Ha HOBBIN
YpOBEHb, HY)XKHO CHadalla Ha0paTh OMpPEIeICHHOE KOJMYEeCTBO OYKOB, KOTOPHIE IAIOTCS 3a
npaBuIbHbIE 0TBETH. EcTh mpunoxkenus ais i0S u Android.

6. https://www.real-english.com/new-lessons.htm - caiiT ¢ ypokamu, CTaTbsiMi U BUJEO
3apUCOBKAMH JUISI W3YYAIOIINX AHTJIUHCKUAN SI3bIK, BCE MaTEpPHaJbl YCJIOBHO pa3JieiICHBI Ha
JEKCUYECKUE U TPaMMaTHIECKUE, TIOCTYITHBI BCE YPOBHU CIIOKHOCTH.

7. https://www.economist.com/ - 5KOHOMUYECKUN CalT U (POPYyM Ha aHTIIMHUCKOM SI3BIKE,
COJIep>KalINil JIEIOBbIE HOBOCTH, SKOHOMHYECKHE CTaTbHU Ha JICJIOBYIO TEMaTHKYy, 00CYXKIeHUE
po0JIeM JCJIOBOTO XapaKTepa.

8. https://www.ft.com/- caliT ’KOHOMHUYECKOW Ta3eThl HA aHTJIUHCKOM si3bIke. CONePIKUT
JICJIOBbIC HOBOCTH, SKOHOMHYCCKHE CTaThH Ha JICJIOBYIO TEMAaTHKy, OOCYXJICHHE MpoOIeM
JIEIIOBOTO XapakTepa.

JIMIIEH3MOHHO0E MPOrPAMMHOE 00ecIeueHne:

- Windows (3apy0exHoe, BO3ME3THOE);

- MS Office (3apyOexxHOE, BO3ME3THOE);

- Adobe Acrobat Reader (3apy0exHoe, CBOOOIHO pacipoCTpaHIeMoe);

- Koncynprantllmoc: «Koncynerantllmoc: CrymeHt» (poccmiickoe, CBOOOIHO
pacIpoCTpaHsIeMOE);

- 7-zip — apxuBatop (3apy0exxHoe, CBOOOTHO pacIpoCTpaHsIeMoe);

- Comodo Internet Security (3apy0exHoe, CBOOOTHO pacpoOCTpaHIEMOE).
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11. MeToguueckue yKazaHus JJisl 00y4AOIIMXCS 110 OCBOCHUIO TUCHUNIMHBI

Opranuzanus 00pa30BaTeIbLHOTO MPOIECCa PErIaMEHTUPYETCsl y4eOHBIM IUIAHOM U
pacnucaHueM y49eOHBIX 3aHSTHH.

[Ipu  QopMupoBaHMM CBOCH HHIUBHAYaJbHOM  0Opa30BATEIBPHOW  TPACKTOPUU
oOyvaromuiicss HMMeeT TpaBO Ha  Iepe3adyeT  COOTBETCTBYIOUIMX  AMCUUIUIMH |
npodeccuoHaNbHBIX MOJYJIEH, OCBOEHHBIX B MpOLIECCe MPEANIECTBYIOMIET0 00yYeHUs, KOTOPBIN
0cBOOOXK1aeT 00yUaIOIIErocss OT HEOOXOIMMOCTH UX TIOBTOPHOT'O OCBOCHHUSI.

OoOpa3oBaTte/ibHbIE TEXHOJIOTUH

Y4eOHBIN mpolecc MpH NPENnoJaBaHUM Kypca OCHOBBIBAECTCS Ha HCIOJIb30BAHUHU
TPalWLMOHHBIX, HMHHOBALMOHHBIX M HWH(GOPMAIMOHHBIX OOPa30BATEIbHBIX TEXHOJIOTHIA.
TpaguimoHHbIe 00pa30BaTENbHBIC TEXHOJOTHH MPEICTABICHBI 3aHATUSMU CEMHUHAPCKOTO U
JIEKIMOHHOTO Tuma. VHHOBalMOHHBIE 00pa30BaTENIbHBIE TEXHOJOTUH HCIOJB3YIOTCS B BHJE
IIMPOKOTO TPUMEHEHUS AaKTHBHBIX W HWHTCPAKTUBHBIX (OpPM TMPOBEACHUS 3aHSITH.
NudopmannonHsle  o0pa3oBaTeNbHbIE TEXHOJOTHMH  pPEATM3yIOTCSl IMyTEM  aKTUBU3ALUU
CaMOCTOSITENIbHON PabOTHI CTYJICHTOB B MH(OPMAIIMOHHON 00pa3oBaTeIbHOM cperie.

3aHATHSA JTeKIIMOHHOI0 THIIA

JIeKITMOHHBIA Kypc TMPEANoyiiaraeT CHCTEMaTU3MPOBAHHOE W3J0KEHHUE OCHOBHBIX
BOITPOCOB y4€OHOTO TIJIaHa.

Ha niepBoii nekuuu I1eKTop 00s13aH MPpeaynpeIuTh CTYICHTOB, IPUMEHUTEIHLHO K KAKOMY
06a3zoBoMy yueOHUKY (YueOHUKAaM, Y4eOHBIM ITOCOOUSM) OyIeT MPOYUTAH KYPC.

JIeKIIMOHHBIN KypC JOJDKEH J1aBaTh HAUOOIbIINI 00beM HH(pOpMAIK U 00eCIIeUnBaTh
6oJ1ee r1ybOKoe MOHUMaHKEe y4eOHBIX BOIIPOCOB MPU 3HAYUTENIHO MEHbIIEH 3aTpaTe BPEMEHH,
4YeM 3TO TpedyeTcs OONBIINHCTBY CTYIEHTOB Ha CAMOCTOATENBHOE U3YUeHUE MaTepraa.

3aHATHS CEMMHAPCKOI0 THIIA

Cemunapckue  (IpakTUYEeCKHE  3aHATHA) MPEACTABISAIOT  COOOM  JIeTamu3aluio
JIEKIIMOHHOTO TEOPETHYECKOro MaTepuaia, MPOBOASATCS B IEeNAX 3aKpeIuieHHs Kypca H
OXBATBIBAIOT BCE OCHOBHBIE Pa3/IeIbl.

OcHoBHOM (opMOI TIpOBEEHUS CEMHUHAPOB M TPAKTUYCCKUX 3aHITHH SBISETCS
oOcyxnenue HanOosee MPOOJEMHBIX U CIOXKHBIX BOIPOCOB IO OTICIBHBIM T€MaM, a TaKkXke
pelieHre 3aiad U pa3dop MPUMEPOB M CUTyalluid B ayJUTOPHBIX YCIOBUAX. B oOs3aHHOCTH
IPEernoJiaBaTess BXOIAT: OKa3aHUE METOANYECKON IMOMOIIM U KOHCYJIbTHPOBAHUE CTYAECHTOB IO
COOTBETCTBYIOIIMM TEMaM Kypca.

AKTHBHOCTb Ha MPAKTUYECKUX 3aHITHIX OLICHUBACTCS TIO CIEIYIONINM KPUTEPHSIM:
OTBETHI Ha BOIIPOCHI, TIpeIIaraeMbie MpernojaBaTesieM;
y4acTue B IUCKYCCHUSX;
BBITNIOJTHEHHUE MPOEKTHBIX U MHBIX 3aJaHHIi;
aCCHCTHpOBaHHE MPENOIaBaTENIO B IPOBEACHUN 3aHATUH.
JlokJtaael U OMIIOHUPOBAHUE JOKIAJO0B MPOBEPSIOT CTENCHBb BIIAJICHUS TEOPETUYCCKUM
MaTepuaioM, a TakKe KOPPEKTHOCTh U CTPOTOCTh PACCYKICHUH.
OrneHuBaHue MPAKTUYECKUX 3aJaHUN BXOJUT B HAKOIUICHHYIO OIEHKY.
CamocTosiTesibHasi padoTa 00yYarOmuxcst

CamocrosTenbHas paboTa CTYyAEHTOB — 3TO INPOLIECC aKTUBHOIO, IEJIEHAIPABICHHOTO
NpUOOpETEeHUs] CTYACHTOM HOBBIX 3HaHUH, YyMEHHHl 0€3 HeNoCpeICTBEHHOr0 Yy4acTus
MpernoaaBaTelisi, XapaKTepU3yIOIIMicS TMPEAMETHON  HAmpaBICHHOCTHIO, A((HEKTHBHBIM
KOHTPOJIEM U OLIEHKOW Pe3yJIbTaTOB JESATEbHOCTH 00yYaroIIerocs.

Lenu camocTosTeNbHON PaOOTHI:

e cucTeMaTH3allvs U 3aKPETUICHUE MOJYYCHHBIX TEOPETUYECKUX 3HAHUN U MPAKTUIECKUX

YMEHHUH CTYJEHTOB;

e yruyOJeHue U pacliupeHre TEOPEeTUUECKUX 3HAHUM;
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e (opmupoBaHHE YMEHHII HCIIOJNH30BAaTh HOPMATHBHYIO M CIIPABOYHYIO TOKYMEHTAIIUIO,

CHEIUAIBHYIO JIUTEPATYPY;

® Dpa3BUTHE MO3HABATEJBHBIX CIIOCOOHOCTEH, aKTUBHOCTH CTYACHTOB, OTBETCTBEHHOCTH U

OpPraHU30BaHHOCTH;

e (QopmupoBaHHE  CAaMOCTOSITEIbHOCTH  MBIIUIEHUS,  TBOPYECKOW  WHUIIMATHUBBI,

CIOCOOHOCTEH K CaMOPa3BUTHIO, CAMOCOBEPILIEHCTBOBAHUIO M CAaMOpEaTH3allHH;

® Pa3BHUTHE UCCIIEIOBATEILCKUX YMEHUN U aKaJIeMUYECKUX HABBIKOB.

CamocTrosTenbHas paboTa MOXKET OCYIIECTBISATHCA HHAWBHUIYAIbHO WM TpyHIamMu
CTYZCHTOB B 3aBUCUMOCTH OT IIeJIH, 00BbeMa, YPOBHS CIIOKHOCTH, KOHKPETHOM TEMAaTHUKH.

TexHomnorust  opraHu3alid  CaMOCTOSITENIBHOM  pabOThl  CTYJEHTOB  BKIIIOYAET
UCTIOJIb30BaHUE MH(POPMALMOHHBIX M MaTepHAbHO-TEXHUYECKUX PECYypCcoB 00pa30BaTEIbHOIO
YUPEXKICHUSI.

Ilepen BeIMOMHEHHEM OOYYAIOUIMMUCA BHEAYJIUTOPHON CaMOCTOSTENbHOW paboThI
IpenojaBaTesib MOXKET MPOBOJUTh HHCTPYKTaX IO BBIMNOJHEHUIO 3agaHus. B wuHCTpykTax
BKJTIOYAETCSI:

e [IeNIb U COZICPIKAaHUE 3a/IaHMS;

CPOKH BBITIOJTHEHHS;

OpPUEHTUPOBOYHEIN 00beM PaOOTEHI;

OCHOBHbIE TpeOOBaHUs K pe3yJibTaTaM pabOThl U KPUTEPUU OLICHKH;

BO3MO)KHBIE TUITUYHBIE OIIMOKU TIPU BBITTOTHEHHH.

WHCcTpyKTaXK MPOBOAUTCS IMpENoaBaTesieM 3a cueT o0beMa BPEeMEHH, OTBEJCHHOTO Ha
U3Yy4YECHUE JUCLUILTUHBL.

KoHTponbs pe3ynpTaToB BHEAYTUTOPHOH CAaMOCTOATENBbHON pabOThI CTYIACHTOB MOXKET
MIPOXOJNTHh B TUCHMEHHOM, YCTHOW WJIM CMEIIaHHOW (hopme.

CTy#eHTBl JOJKHBI TOIXOIUTh K CaMOCTOSITEIBbHONW paboTe Kak K HauBaKHEHIIeMy
CPEICTBY 3aKpEIUICHUS U Pa3BUTUSI TEOPETUUYECKUX 3HAHUM, BbIpaOOTKE €IUHCTBA B3IJISI0B Ha
OTJENbHBIE BOMPOCHI Kypca, NPUOOPETEHUS OIpEaesieHHBIX HAaBBIKOB M HCIHOJIb30BaHUS
poQeCCHOHAIBHON JTUTEPATYPHI.

[TomereHust UIst caMOCTOSTENIbLHOW paboThl 00YUaIOIIMXCSl AOJDKHBI OBITH OCHAIICHBI
KOMIIBIOTEPHON TEXHUKON C BO3MOXKHOCTBIO MOJKII0YEHHS K ceTu «VIHTepHeT» u o0ecnieueHrneM
JIOCTYTIA B 3JICKTPOHHYIO HH()OPMAITMOHHO-00Pa30BaTEIbHYIO CPEy OPTaHU3aIIH.

[Ipu camocTosATensHON TPOPabOTKE Kypca 00ydaromuecs T0JKHBL:

® [pPOCMAaTPUBATh OCHOBHBIE ONpeAETICHUS U (PaKThI;

® TIOBTOPUTH 3aKOHCIIEKTUPOBAHHBIN Ha JIEKIIMOHHOM 3aHSITHH MaTepual U JAOMOJIHUTh €ro

C YY4ETOM PEKOMEHAOBAHHOM 110 JaHHOU TEME JINTEPaTyphl;

® U3yYUTh PEKOMEHJOBAHHYIO JIUTEPATYPy, COCTABISATh TE3UCHI, aHHOTAIIMA U KOHCIIEKTHI

Haubosee BaKHBIX MOMEHTOB;

®  CaMOCTOSTENIbHO BBIMOIHATH 3aaHMsl, aHATIOTHYHBIE [TPe/IJIaraéMbIM Ha 3aHITHSIX;

® 1CIIOJIB30BATh ISl CAMOIIPOBEPKHU MaTepuabl (OH/IAa OLIEHOUYHBIX CPEJICTB;

®  BBINOJIHATH JOMAITHHUE 3a/IaHUS TI0 YKA3aHUIO MPETIOJaBaTEIs.

MeTtoauyeckue peKOMeHAAIUH 10 HATIMCAHUIO J1eJI0BOT0 MUChMA

[TrcbMO TOJKHBI OBITH SICHBIM, KPATKUM U BEXKITUBBIM.

YnotpebinsiiTe IpOCThIE CIIOBA/BbIPaYKEHUSI BMECTO BBICOKOIMAPHBIX U CTEPEOTUITHBIX, €CIU
OHU MMEIOT OJTHO 3HAUYEHHUE, KOHKPETHBIE BMECTO a0CTPaKTHHIX. UeM mpolie Bbl TOBOPHUTE, TEM
ObicTpee Bac moimyT. OgHako He 3a0bIBaiiTe, 4TO B O(PHUIIMATBHOM IEJTOBOM IEpPENUCKe HE
UCTIONB3YIOTCSl HUKaKue cokpamenus tuna "I'm" u cienr. Hanpumep, Bmecto ¢pasel "We are
the recipients of", myumre cka3ate "We received". Ber qoObeTech KpaTKOCTH U SICHOCTH B CBOUX
NUCbMax, eclii OyJieTe HUCIOJIb30BaTh KOPOTKME WM CPEIHEW IJIMHBI MPEIIOKEHUS BMECTO
JUTMHHBIX M CIIOXKHBIX 000pOTOB. I'paMoTHOE paeleHHe Ha ab3ambl 00JIeT4aeT 3pUTEITHLHOE
BOCIIPHSTHE TEKCTA U 3a/1a€T BCEMY MPOILIECCY PUTM.
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OpHuM U3 MokaszaTesiell BEeKIMBOCTU B JIEIOBOM MEPENUCKE SBISETCS JIMYHOE OOpalleHue K
yenoBeky. He Ha/mo 3a0bIBaTh MPO BEXKIMBOCTH JaXKE TOTJA, KOT/Ia BbI OUY€Hb HETOBOJIbHBI KEM-
TO WJIU YEM-TO.

IloapITOXKUM:

1. BriOupaiiTe KOPOTKHE U CpeHEN TTMHBI IPEITIOKECHUSI, YIIOTPEOISTE MPOCTHIE CIIOBA U
BBIPAXKCHHUS

2. He ynotpe0GnsiiTe pa3roBOpHbIC COKPAIIEHUS U CJICHT

3. JlenuTe HamucaHHOE Ha a03albl

4. ByapTe BEXJIUBBI U JUINIOMATUYHbI

«Tanka» nucbma.

Kaxxnoe nemoBoe muchbmo reuyaTaeTcsi (MHUIIETCS) HA YK€ 3arOTOBJIICHHOM, (UPMEHHOM
Onanke. B BepxHel yactu O61aHKa pa3MeIIaeTcs Tak Ha3biBaeMmas "mamnka" - 3arojgoBokK. OObIYHO
B 3ar0JIOBKE JIaHbI cJleyIolIe cBeleHHs:

e 3aPETUCTPUPOBAHHOE HA3BAHUE KOMIIAaHUH

e KpaTKHe CBEJICHUS O XapaKTepe ee JesTeIbHOCTH,

e KOHTaKTHast UH(POpPMAIIHSL.

Tesio nucema. 3akiaouutenbHas popma BexxaIuBocTH. [loanuce.

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

OO0b19HO 00BEM JIEIIOBOTO MHUChMa HE MPEBBIIIACT OaHY cTpanuly. Ho, ecnm o0beM nucbMa
0oJbIIe OAHON CTPAHMIIBI M €ro MPOJODKEHHE HalledaTaHo Ha oOpaTHOM CTOpPOHE JIUCTa, TO B
KOHIIE TEpPBOM CTpaHUIl THUIIeTcs p.t.o., yto o3HauaeT Please Turn Over (Cmorpute Ha
obopore).

Ecnu BbI OTCBhIIaeTE KOMUU NMUChMa U JPYTUM ajpecaTaM, TOTJa B KOHIE MUChMa CeIaiTe
COOTBETCTBYIOIIYIO OTMETKY B BHJIE CIIEAyoIIei ab0bpeBuarypsl: ""c.c." - carbon copies (TO4HbBIE
koruu) uian Copy to...

WNuorga BeI He XOTHTE, YyTOOBI MOJy4yaTellb BAlllero MUChbMa 3HaJl, YTO BhHI €IIe KOMY-TO
OTOCNJIM KOMuHU. B 3TOM cilyuae BHU3Y nuceM-Konmuil Bbl ykaswiBaeTe "b.c.c." - blind carbon
copies. (CKpBIThIE KOTIHH).

Ecnu x nuceMy MMeeTcs MpUIIOKEHHUE (KaTaior, KOHTPAKT, CYeT U T.J.), TO BHHU3Y, MOCIE
noAnucH jenaercs ykazanue o0 stoM: "Enc:", "Encl:" - sTo cokpamenue ot Enclosure
(mpuII0’)KEHHE, BIOXKEHUE).

HpI/IMepHBIe AISBIKOBbIC KJIHIIE JJId A€/I0BOI'0 NIMCbMA 110 YaCTAM:

1. Ob6pamenne ‘

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

(ecni BaM M3BECTHO UM ajpecara; B TOM
Cllyyae KOrJa Bbl HE 3HAETE CEMEWHOe
Dear Mr, Mrs, Miss or Ms MOJIOKEHUE JKEHIUMHBI CJIEOyeT IUCaTh
Ms, rpy0oit OMMOKOW  SIBJISIETCS
ucrnoib3oBanue Gpassl “Mrs or Miss”)

|Dear Frank, ”(B 00palieHny K 3HaKOMOMY YEJIOBEKY)

2. Berynuienue, npeabiayniee odmmeHue.

|Thank you for your e-mail of (date)... ”CHaCI/I6O 3a Ballle MUChMO OT (YHCIa)

|Further to your last e-mail... HOTBeqa;I Ha Balle IHChMO. ..

|I apologise for not getting in contact with you”ﬂ MPOIIly TPOIIEHUS, YTO 10 CHX IOp He
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|bef0re now...

”Halmcan BaM. .. ‘

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

”CHaCI/I6O 3a Ballle MMCBMO OT 5 Mapra ‘

With reference to your letter of 23rd March

OTHOCHUTENBHO BalIero ImcbMa oOT 23
Mapra

Times»

With reference to your advertisement in «The

OTtHocuTenbHO Bamiel pexinamsl B TaliMc

3. Yka3aHue NpuYuH HAMCAHNUS MHCHMA

|I am writing to enquire about

”H MUIIY BaM, YTOOBI y3HATb. ..

|I am writing to apologise for

”H MUIIY BaM, 4TOOBI M3BUHUTHCS 34. ..

|I am writing to confirm

HH MIUIITY BaM, 9TO ObI TOATBEPIUTS. ..

|I am writing in connection with

HH NIy BaM B CBS3M C ...

We would like to point out that...

Mpg1 xoTenu ObI 0OpaTUTH Ballle BHUMaHUE
HA ...

|4. IIpockroa

|Could you possibly...

”He MOTJIA OBI BEL. .. ‘

I would be grateful if you could ...

4 Obln OB IPU3HATENICH BaM, €CJIA OBl BBI

|I would like to receive

”H ObI XOTEJ MONYYHTh......

|Please could you send me...

HHe MOIJIH OBl BBI BBICTATh MHE. ..

|5. Cornamenue ¢ yCJIOBHSIMH.

Il would be delighted to ... |51 6611 6Bt pay ...
|I would be happy to
|I would be glad to HH ObL1 OBI paf. ..

6. Coo0l111eHHE NIJIOXMX HOBOCTEM

|Unfortunately .

HK COXAJICHHUIO. ..

|I am afraid that ...

HBOIOCL, 4To0. ..

|I am sorry to inform you that

”H ObL1 OBl CUACTIIMB. .. ‘

HMHe TSKEJI0 COOOIIAaTh BaM, HO ...

We regret to inform you that...

K coxanenuto, Mbl BBIHYKIEHBI COOOIIHUTH
BaM O...

|7. IIpuiioxkenne K NUCbMY JA0NOJHUTEIbHBIX MATEPUAIOB

|We are pleased to enclose ...

”MBI C YAOBOJILCTBHEM BKJIAABIBACM. . .

|Attached you will find ...

”B MpUKperUieHHOM (haiiyie Bbl HaiiieTe. ..

|We enclose ...

”MBI [IPUJIATAEM. ..

|Please find attached (for e-mails)

”BBI HaiiieTe MpUKpEeIUICHHBIN (aiii. ..

|Thank you for your letter of

”CHaCI/I6O 3a Ballle MUCEMO

|Thank you for enquiring

”CHaCI/I6O 3a NPOSIBJICHHBIA HHTEPEC. ..

|We would like to thank you for your letter of ...

”MBI XOTeNr ObI M00JIaroIapuTh Bac 3a. ..

9. [lepexon K apyroii Teme.

|We would also like to inform you ...

”MBI TaK € XOTeJIHU ObI COOOILIUTH BaM O...

|Regarding your question about ...

|8. Bricka3biBaHue 0J1aroJapHOCTH 32 NMPOSIBJICHHBIN MHTEpec. ‘

”OTHOCI/ITCJ‘IBHO BalIEro BOIpoca o...
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|In answer to your question (enquiry) about ... ”B OTBET Ha Balll BOIIPOC O...

|I also wonder if... ”MGHH TaK)Ke MHTEpeCyeT. ..

|10. JonoHuTeIbHbIE BONPOCHI.

|I am a little unsure about... HH HEMHOTI'O HE YBEPEH B ...
|I do not fully understand what... ”H HE JI0 KOHIIA TMOHSLI. ..
|Cou1d you possibly explain... HHe MOTJIN OBbI BB OOBSCHUTS. ..

|11. Ilepenaya napopmanuu

|I’m writing to let you know that... HH IUIIY, YTOOBI COOOLINTS O ...
|We are able to confirm to you... ”MBI MOKEM IIOATBEPIUTE ...
|I am delighted to tell you that... ”MBI C yJIOBOJIbCTBHE COOOIIAEM O ...
. K
We regret to inform you that. .. COYKAJICHUIO, MBI BBIHYKICHBI COOOIIUTH
BaM O...
12. Ilpepsoxkenune cBoeil MOMOIIH
|W0u1d you like me to...? HMory nu s (caenars)...? ‘
|If you wish, I would be happy to... HEan XOTHTE, 5 C PaJOCTHIO. .. ‘

CooOuiuTe, eciu BaM ITOHAZOOMTCA MOS

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

|13. HanomuHaHue 0 HAMEYEeHHOM BCTpeYe WIN OKHUAAHUe 0TBeTa

|
|I look forward to ... HH C HETEPIICHUEM KTy, ‘
|hearing from you soon onrna CMOTY CHOBA yCIIBIIIaTh BaC ‘
|meeting you next Tuesday HBCTpqu/I C BaMU B cleAyromuii Bropank ‘
|seeing you next Thursday HBCTpqu/I ¢ Bamu B YeTBepr ‘
|14. Hognuck ‘
Yours faithfully, Hckpenne Bam (eciu uMs yenoBeka Bam

HE MU3BECTHO)

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

KpnTepml OHCHKH MMHCEM: JIOTUYHOCTb COACpXKaHHWA, HAJIAYUEC A3BIKOBBIX  KIIHIIC,

yOeIUTEeIbHOCTh apTyMEHTAIINH, TPAMOTHOCTh, OopMIIeHHE PAaOOTHI.

MeToanyeckne peKOMeH/IAIUHU M0 MOAT0TOBKe U 3alHUTe MPe3eHTAlnN
Onpenenurte TeMy, Lieb U TUIaH BBICTYIUICHUS.
Y cTaHOBUTE POJOKUTEIBHOCTD TPE3EHTALINH;
OOparuTe BHUMaHUE Ha OCOOCHHOCTH CITyIIaTelNeH;
[TpexycMoTpuTe BKIIIOYEHHUE CITyIIATENel B 00CYKIEHHE TEMBI-TIPOOJIEMBI;

NANENENIN

ayIUTOpUEH, BBIPA3UTEIBHOCTbD, JKECTUKYJIALNSA, TEIOABUKEHUS;
v' TlpemycMOTpUTE WILTIOCTPAIMH (HO HE TIEperpyxaiite HMHU CIai/ipl), KJII0YEBbIe CI0BA,

v' OO6s3aTebHO  MPEAYCMOTPUTE  PENCTHIMIO  BBICTYIUICHHST B CONPOBOXKICHHUH

IIPE3CHTALUCH.

TpeOoBaHMsl K NPe3eHTALMH:

4. 7-12 cnaiinoB B PowerPoint

5. [Inan npe3eHrtanuu:

v Berymienue (mouemy BeIOpaHa aHHas Tema Mpe3eHTanun) (2 ciaiina)
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OcHoBHas 4acTh
3akmroueHue (BbIBOABI) (2 crnaitna)

NN

Crnukep mpe3eHTyeT CBOIO TEMY M OTBEYaeT Ha BONPOCH YYACTHUKOB.

IIpuMepHbIe KanIIe 1Js 3aIUTHI IPe3eHTAIMU:
HauaJuo

Starting

Formal Meeting

Good morning/afternoon/evening ladies and
gentlemen..... My name is ... and I'm head of the
marketing department. Ourpurpeose this morning is to
hear a presentation, and to discuss it with all of you.

take a seat—

MPUCAKUBAUTECH, pUrpose —

Informal Meeting

Okay everybody. Please take a seat.
Let’s get started. If you have any
questions, please feel free to ask me
at the end of the presentation. We’ll
hear a presentation and discuss it to
see if there are any fresh ideas.

uenp, get  started —

o0cyxaaTh, feel free to ask — cBoOoHO cripamuBaiite, fresh ideas — cBexxue uaen.

I'naBHast yacrthb

Introduction
Formal Meeting

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

This first slide shows our agenda for the day.

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

Since we have very limited time today,

please hold your questions until the end of the

presentation.

Informal Meeting

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

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

First I would like to talk about....

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

Lastly we are going to discuss...

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

be designed — ObITh 3amymManHbIM, slide — cnaiin, agenda — moBecTka nHs, let me start —
MO3BOJILTE Ha4aTh, say thanks — Gmarogaputs, overview — 0630p, present the data —
MPEACTABISTH JaHHbIE, at last — HakoHel, conclusion — 3akntouenue, wrap things up —
3aBepmuM, hold the questions — nepxath (He 3a0bIBaTH) BOIPOCHI, $0 far — roka, interrupt -

IIPEPHIBATH

Hexotopsie (pasbl, 1aHHBIE HUXKE, TOMOTYT HE pacTepsAThCS U CPOKYCHPOBATh BHUMAHUE
ayAUTOPHH B HanOoJiee B)KHBIX TOYKaX Mpe3eHTauy. @pasbl 0IMHAKOBBI UIs JTF000T0 THIIA
pe3eHTalMU — HOPMaNTBbHOTO U HEPOPMATIBLHOTO.

English

Now we will look at...
I’d like now to discuss...
Let’s now talk about...
Let’s now turn to...

Russian

Teneps B3rJIsiHEM Ha ...

Teneps MHE XOTEI0CHh ObI OOCYIHTh. ..
JlaBaiiTe Teneps NOrOBOPUM O ...
Teneppb naBaiiTe NepenieM K ...

34

HaJaTh, discuss —



Let’s move on to... [Tpogomxum c ...

That will bring us to our next point... DTO OTCHUIAET HAC K CIEAYIOIIEMY YHKTY ...
Moving on to our next slide ... JIBuraemcs K Hamemy CiIeAyIIeMy claiay ...
3akiiroueHue

English Russian

Let's sum it up. JagaiiTe cymmmupyem.

Let's wrap it up. 3aBepimum.

I would like to sum up the main points again... Eme pa3 xoresn 661 CcyMMHpOBATh TJIaBHOE. ..
So, in conclusion... Htak, B 3aKJIFOYEHHE. ..

Finally let me just sum up today’s main HakoHnerr, noaseaeM UTOT CErOAHAIITHUM
topics... TJIaBHBIM MOMEHTAM. ..

OTBeThbI HA BONPOCHI

English Russian
Sl nymato, s oTBETHI yke Ha Bam Bompoc
I think I answered your question earlier. paHee.
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 Bei
So you are asking about... 3a/1aim).
If I’ve understood you correctly you are asking HWrak, Bel cnpamuiBaere o ...
about... Ecnu s npaBuiibHO noHs1n Bac, Bel

CIIpalInMBacTEC O ...

OueHka npe3eHTanMii:

1. ECJII/I HpCSCHTaHHH OILICHCHA Ha «KOTJIUYHO» CTy,Z[eHT UMECT npaBo Ha OTBCT U3 ABYX ACIICKTOB
Ha dK3aMeHe

2. OueHka Tpe3eHTAlUN CKJIAIbIBACTCS W3 TOJOCOBAHUS YYACTHHKOB W MPOQPECCHOHATHHOTO
MHEHHUS MpernoiaBaTenei

Pexomenaanuu mo o0y4yeHno HHBAJINA0B U jul ¢ OB3

OcBoeHne MUCHMIUIMHBI HHBaNMUAamMu U nunamMu ¢ OB3 mMoxer ObITh OpraHu30BaHO Kak
COBMECTHO C JPYTrUMHU OOydYalolIMMHCA, TaK W B OTHENbHBIX TIpynmnax. [Ipenmomaratorcs
CHeIMalIbHBIE YCIOBUS IS MOJTydeHus oOpa3zoBaHus nHBaIUaamMu u muiamu ¢ OB3.

[Tpodeccopcko-nenarorn4eckuii cocTaB 3HAKOMHUTCS C TICUXOJIOTO-(PU3UOTOTHIECKUMU
0COOCHHOCTSIMU 00y4Jaromuxcss uHBanuaAoB U null ¢ OB3, uHAMBUAYyaAIbHBIMU MPOrpaMMaMu
peabunuTanuu  WHBATUAOB (mMpu  Hamuwuuu). [Ipy  HEOOXOAMMOCTH  OCYIIECTBIISICTCS
JOTIONTHUTENIbHAS TOMJCPXKKA TMPENoJaBaHusl THIOTOPAMH, TICHUXOJIOTaMH, COIMATbHBIMU
pabOTHUKAMU, POLIECIIIMMH MTOATOTOBKY aCCUCTEHTaMHU.

B cootBercTBHM ¢ MeTOANYECKMMHU peKoMeHAanusMu MunoOpHayku P® (yTB. 8 anpens
2014 1. Ne AK-44/05BH) B Kypce MpeIIonaraeTcs HCIOIb30BaTh COLUAIBHO-AaKTUBHBIC H
pedIeKCUBHBIE METOIbI OOyUYEHUS, TEXHOJOTHH COLMOKYJIBTYPHOH peadWINTAllUd C IENBIO
OKa3aHHUs MOMOILIM B YCTAHOBJICHUU IOJHOLEHHBIX MEXKINYHOCTHBIX OTHOUIEHWH C JAPYTUMHU
CTYJEHTaMH, CO3JaHUH KOM(OPTHOTO TCHXOJIOTUYECKOTO KJIMMAara B CTYICHYECKOH TpyTIie.
[TonGop m pa3paboTka ydeOHBIX MaTEPHAIOB MPOU3BOIATCA C YYETOM TIPEIOCTaBICHUS
MaTepuaia B pa3IUYHbIX (popMax: ayauanbHON, BU3YAIbHOH, C MCIOIB30BaHUEM CIECIHATBLHBIX
TEXHUYECKUX CPEACTB U NH(POPMALIMOHHBIX CHCTEM.

Meaunamarepualibl  Takke CIEIyeT HWCIOJb30BaTh U QNalTUPOBaTh C  Y4ETOM
WHIUBUTyATBHBIX 0COOCHHOCTEH 00ydeHust nHBauI0B 1 juil ¢ OB3.

OcBoeHue AUCHUIUIMHBI UWHBaNugamMu U Juuamu ¢ OB3  ocymectBisieTcss ¢
WCITOJIb30BAaHUEM CPEICTB OOyYEHHMsI OOIIET0 W CIECIHAIBHOTO0 Ha3HA4YCHHS (IIEPCOHAIBHOTO U
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KOJUIEKTUBHOI'O HCIIOJIb30BaHUA). MaTepuanbHO-TEXHUYECKOE OOecreueHne MpeaycMaTpuBaeT
npucnocoOIeHrne ayAuTOpHil K Hy>kKJaM WHBanu0B U ui ¢ OB3.
dopma TMNpOBENECHUS AaTTECTAllUM JUIsl CTYJAEHTOB-UHBanuaoB u Jjun ¢ OB3
YCTaHABIMBAETCS C YYE€TOM WHAMBUAYAIbHBIX Mcuxodu3udecknx ocoOeHHocTed. Jls
nHBau0B U Jmn ¢ OB3 mpegycmarpuBaercst moctymHas ¢opma NMpeaoCTaBICHUS 3aJaHUN
OIICHOYHBIX CPEJICTB, @ UMEHHO:
— B [IEYATHOW WJIU AJIEKTPOHHOU (hopme (IUIsl JIUIl ¢ HAPYIICHUSIMUA OMOPHO-BUTATEILHOTO
amnmnapara);
— B mTeyaTHOH (¢opmMe WM OSIEKTPOHHOH (opMe C yBETMUEHHBIM HMIPUPTOM U
KOHTPACTHOCTBIO ([UIsI JIUI] C HAPYLICHUSIMU CITyXa, peUH, 3pEeHus);
— METOJIOM YTEHHSI aCCUCTEHTOM 3aJIaHus BCIYX (IJIs JIHUI] C HAPYLICHUSIMH 3pEHUs).
CrynentaM ¢ MHBaIuAHOCTHIO M JinnaMm ¢ OB3 yBenuuuBaercs BpeMsi Ha MOATOTOBKY
OTBETOB Ha KOHTPOJBbHBIE BOMPOCHL J[s Takux CTYIEHTOB MpeayCMaTpHUBAaeTCs IOCTYIHas
¢dbopMa mpeocTaBIeHUS OTBETOB HA 3a/1aHUsI, @ IMEHHO:
— THUCBMEHHO Ha Oymare uiu HabOpoM OTBETOB Ha KOMITbIOTEpE (ISl JTUI] C HAPYIICHUSIMH
ciIyxa, peun);
— BbIOOPOM OTBETA U3 BO3MOXHBIX BApPUAHTOB C MCIIOJIH30BAHUEM YCIYyT acCUCTEHTa (I
JUI C HAPYUIEHUSIMUA OMTOPHO-/IBUTATENILHOIO aIlapara);
— YCTHO (U151 JIULI C HAPYIICHUSIMU 3PEHUS, OTIOPHO-IBUTATEIBLHOTO anmnapara).
[Tpu HEoOxommMocTH Jyisi O0ydYaromMXCcs ¢ WHBAIMIHOCTRIO U jull ¢ OB3 mpouemypa
OIICHUBAHMSI PE3YJIbTATOB O0YUEHUSI MOXKET MPOBOIUTHCS B HECKOJIBKO ATAIOB.

12. Onucanne MaTepHAJIbHO-TEXHMYECKOI 0a3bl, HEO0OX0AMMOM /I OCYLeCTBJICHUSA
00pa3oBaTeILHOIO NMpolecca No JMCUHIIUHE

YueOHas ayauTopusi, TpeAHA3HAYCHHAs JUIsl TPOBEICHUS YYCOHBIX 3aHSATHH,
NOPEIYyCMOTPEHHBIX  HacTosmied  paboueil  mporpaMMoil  JUCHMIUIMHBI,  OCHAIlleHHAs
000OpyZIOBaHHEM M TEXHUYECKUMHU CpEACTBAMU OOYy4YeHHUS, B COCTaB KOTOPBIX BXOJST:
KOMIUICKTBl CIIEHUAIN3UPOBAaHHONW Yy4eOHOW MeOenu, JOocKa KiaccHasl, MYJIbTHUMEIHHHBIN
MPOEKTOP, FKPaH, KOMITBIOTEP C YCTAHOBJIECHHBIM JIMIICH3MOHHBIM MPOTPaMMHBIM 00€CIIEYeHUEM,
C BbIXOZOM B cerb «MHTepHET» M JOCTYIOM B 3JEKTPOHHYIO HH(POPMALHUOHHO-
00pa3zoBaTeNbHYIO Cpemy.

ITomemenne a1 caMOCTOATEJBHOM padoTbl 00y4YamwIIMXCsl —  ayAUTOpHS,
OCHAIIIEHHAs! CJIEIYIOIIUM 000pYy/I0BaHUEM U TEXHUUYECKUMHU CPEICTBAMU: CIIEUAIN3NPOBAHHAS
MmeOenb As MpernoaaBatesiss U o0ydyaromuxcsl, Jocka ydeOHasi, MyJIbTUMEIUHHBIN 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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