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K OCHOBHOU NPOgheccuonanbHoll 00pazoeamenbHoll npocpamme

no nanpaesienuro noozcomosxu 38.03.02 Mernedaicmenm, HanpasieHHOCMb (NPpoduv)
«Menedoicmenm 6 punancax u HeUHEIKOHOMUYECKOU OeAMeNbHOCTNUY

Pabouas mnporpamma IUCIHUIUIUHBI «AHTIUMHCKHHA SI3BIK 11 TPO(EeCcCHOHATBHOTO
oO0IIEeHUD BXOJUT B COCTaB OCHOBHOI 00pa3oBaTeIbHON MPOTrpaMMBbl BBICIIETO 00pa30BaHuUs MO
HarpasieHuio noarotoBku 38.03.02 MeHeKMEHT, HanpaBlIeHHOCTh (Mpoduiib) « MeHeIKMEHT
B (pMHaHCaX M BHEHUIHEIKOHOMHUYECKOM AEATENbHOCTY U NMpPEeJHAa3HAYCHA Il 00yJaroIuxcs 1o
O4YHOM Popme 00yUueHUs.

© MHCTUTYT MEKIyHApOJHBIX 3KOHOMUYECKHX CBsA3ei, 2025.
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1. Ileab v 3aga4u TUCUUILJIMHBI

b nucuunIMHbl « AHTITUHACKHAN S3BIK JJ15 MPO(GECCHOHATBHOTO OOIICHHS - PA3BUTH Y
CTYJE€HTOB KOMMYHHUKAaTUBHYI0 KOMIIETEHIIMIO, YPOBEHb KOTOpPOM IO3BOJMT HCIIOJIB30BAThH
AQHMIMHCKUHA  S3bIK B IPOQECCHOHATIBHOM JIeATEIbHOCTH, MOBBICUTH YPOBEHb BIIAJCHUS
AQHTTIMHCKUM SI3BIKOM, JOCTUTHYTBHIM Ha MPEBIAYLIEM JTale, a TaKXKe 3aJ0XKUThb OCHOBY IS
JaJIbHEHMIero u3y4eHus NpopecCuoHaNbHOIO ACHEKTa SA3bIKA.

3agauu AUCHMILINHBI:

— JOCTI)KEHHE HEOO0XOAWMOrO YPOBHS JIMHI'BUCTUYECKUX HABBIKOB — HW3YYEHHE U
UCIIOJIb30BaHUE JIEKCHYECKUX M IPaMMaTHUYECKUX €AMHUIl B 00beMe, KOTOPbI HE0OXOoAUM Jis
TBOPYECKOH 1eATENTFHOCTH B MPO(ECCHOHAIBHBIX chepax v CUTyaIusx;

— pa3BUTHE NUCKYPCUBHBIX HABBIKOB - YMEHHUS MOCTPOEHHUS LEJIOCTHBIX, JIOTUYHBIX
BBICKA3bIBaHUH (IIMCKYpCOB) pa3HBIX (YHKIMOHAJIBHBIX CTHJEH B YCTHOH W NUCHMEHHOM
KOMMYHHUKAI[MY HAa OCHOBE IOHUMAHUS Pa3JIMYHbIX BUJI0B IPO(ECCHOHATBHO-OPUEHTUPOBAHHBIX
TEKCTOB IIPU YTEHUU U ayJUPOBAaHUU;

— pa3BUTHE NPAKTHKHU HUCIIOJIB30BAHMSI aHTJIMHCKOTO SI3bIKA JUJISl PELICHUs] CHEUAIbHBIX
npoecCHOHATBHBIX 3a7ad (IOJ00p JIMTEpaTyphl, YTEHHE COOTBETCTBYIOUIMX MHCTOYHHUKOB,
IPOCMOTP IPOTrpaMM IO UHTEPECYIOIIEH CTyACHTa MPoOIeMaTHKe);

— 3aKpeIuieHHe CTpPAaTerH4yecKOro HaBblKa — HaBBIKA HCIIOJNB30BaTh BepOaJbHBIC U
HeBepOalIbHbIE CTPATETUH AJIs1 KOMIIEHCAL[MH TPOOEIIOB, CBA3aHHBIX C HEIOCTATOYHBIM BIIaJICHUEM
SI3BIKOM;

— TIOBBIIIEHUE YPOBHS Y4eOHON aBTOHOMUH, CIOCOOHOCTH K CaMOOOpa30BaHMIO;

— pa3BUTHE KOTHUTUBHBIX U UCCIIEIOBATEIbCKUX YMEHUM;

— pacuMpeHHe Kpyro3opa M TOBBIIICHHE OOILIeH KyJIbTYpbl: H3yU€HHE KYJIbTYPHBIX
0COOEHHOCTEH, HPaBOB, 0OBIYAEB CTPAH M3yYaeMOTIO S3bIKA, ITUKH, BOCHUTAHUE TOJEPAHTHOCTH
Y YBaKEHUS K JYXOBHBIM IIEHHOCTSIM Pa3HbIX CTpaH U HApOJOB.

2. MecTo AMCHMILINHBI B CTPYKTYpe OCHOBHOM NPO()ecCHOHAILHOM
00pa30oBaTeILHON MPOrpaMMbl BbICIIET0 00Pa30BaHUSs

JucrunianHa « AHTITMUCKUAN S3BIK TSI TPOECCHOHAIBHOTO OOIIEHUS» BXOJIUT B YacTh
y4eOHOTo 1m1aHa, GopMUPYyEMyIO yYaCTHUKaMH 00pa30BaTEeIbHBIX OTHOIICHHUN 110 HAIIPABICHHIO
noarotoBku 38.03.02 MeHemKMEHT, HapaBlIeHHOCTh (Mpoduis) «MeHeKMeHT B puHaHCaX U
BHEIITHECOKOHOMMUYECKON JEATEIIbHOCTIY.



3. O0beM JHCHHUILIMHEI B 32aYeTHLIX eIMHHUIIAX U aKAJAeMHYEeCKHX Yacax ¢
YKa3aHHEM KOJIM4YeCTBA aKaJeMUYeCKHX YaCOB, BbI/IeJIEHHbIX HA KOHTAKTHYIO padoTy
00y4arouuxcs ¢ npemnogaBaresieM (1o BUAaM Y4eOHbIX 3aHATHII) U HA CAMOCTOSAITEJILHYIO

padoTty o0y4aromuxcs

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

Bun yue6Ho# padoThl
ry p Bcero yacosn

KonrakTHas paGora ¢ npenogaBaresieM (Bcero) 168
B ToMm uncne:
3aHATHS JCKIIMOHHOTO TUIIA -
3aHATHS CEMUHAPCKOTO TUTA (MPAKTUYECKUE 3aHSATHUS) 168
CamocTrosiTejibHasi padoTa (Bcero) 165
KonTtpoJs 27
dopma KOHTPOJIS 3ay4eT C OLICHKOW, DK3aMeH
OO0mas TpyA0€MKOCTb 1M CHUIITTHHBI 360

4. [lepevyeHb MJIaHNPYeMbIX Pe3yJIbTATOB 00yUeHHS MO JUCIUIIUHE, COOTHECEHHBIX C
IUIAHMPYEeMbIMH Pe3yJIbTATAMM 0CBOCHHUSsI 00pa30BaTeIbHON NMPOrpaMMbl

Koa v HaumeHoBaHue

Koa v HaumMeHoBaHue

IInanupyemsle pe3yJibTaThl

KoMIleTeHIuu(mii) HHAUKATOPA JOCTHKEHUSA
00y4YeHus 10 AMCUMIINHE
BBINIYCKHUKA KOMIIeTeHIIHH
KommyHnukanus NYK4.1 3HaTh: rpaMMaTHYECKHE
YK-4 OcymiecTBisier ACIOBYIO | mpaBuiia, (JOPMbI U KOHCTPYKIIMH,
Crnocoben ocymecTBisaTh | KOMMYyHHMKAllMI0O B YCTHOM | jjeKCHKY  aHIJVIMHCKOTO  SI3bIKa,
JICTIOBYIO0 KOMMYHHKAI[HIO dopme  Ha  pycckoM  H HEOOXOIUMBIE s
B YCTHOM U IIUCHMEHHOM IP;II?IZTEEEHHOM SI3BIKAX. OCYIIECTBIEHHUS
¢dopmax Ha ) poeCCHOHATBHOTO OOIIEHHUS B
OcyuiecTBisieT JIETIOBYIO

roCy/1apCTBEHHOM SI3bIKE
Poccuiickoit denepanuu u
WHOCTPAaHHOM(BIX)
s3bIKe(ax)

KOMMYHUKAIIUIO B MUCbMEHHOU
dopmMe Ha  PYyCCKOM U
HHOCTPAHHOM A3bIKaX.

paMKax OIPEIEICHHBIX TEM.

YMeTh: JIOTUYHO,
apryMEHTUPOBAHO W KOPPEKTHO
IIOATOTOBUTH YCTHBIC 148
IIMCBMCHHBIC BBICKA3bIBAHHUA Ha
HHOCTpaHHOM A3BIKE B
MpoeCCHOHAIBHOM  OOIIEHUHU.
Baanern: HaBbIKaMU

HCIIOJIL30BaHUSI MOHOJIOTHYECKON
U JUAJOTUYECKOM YCTHOM |
MUCBbMEHHOM pPEYH B CHUTYalHsIX

po¢eCCUOHATBHOTO
B3aMMOJICHCTBHSI B  Tpeeax
W3YyYEHHOTO SI3BIKOBOTO
Marepuara.




Koa v HaumeHoBaHue

Koa v HaumMeHoBaHue

I[InanupyemMble pe3ybTaThl

KoMIleTeHuu(uii) HHAUKATOPA TOCTHKEHUSA
00y4YeHus 0 TUCUMUILINHE
BbINYCKHUKA KOMTIIeTeHIIMH
K-4 UIIK 4.1 3HaTb: JIEKCHKY aHIJIOSA3bIYHOTO
CrnocoGeH ocymecTBisaTh | ['oToBUT K 3aKJIIOUEHUI0 OOILIEHUS, OCHOBY YCTHOM U

JIEJIOBYI0 KOMMYHHKAIIHIO
U JJOKyMEHTAIlMOHHOE
obOecrieueHue
BHEIIHEYKOHOMUYECKOM
eI TETLHOCTH

BHEIIHETOPTOBBIA KOHTPAKT
HIIK 4.2

OcylecTBiIsieT JOKYMEHTapHO®
CONPOBOXKACHUE
BHEIITHEIKOHOMMYECKOM
JIeSITENLHOCTH

HIIK 4.3

VYyacTByeT B OpraHuzanuv M
BEJICHUU MEPETOBOPOB, B T.4. HA
AHTIINHACKOM SI3BIKE

NUCbMEHHOM peuu B JEJIO0BOH
KOMMYHHKAIUH.

YMeTh: TPUMEHSATH TOJyYCHHBIC
3HAHUS B dbopmupoBaHUU
CTpaTeruu YCTHOTO n
MMCEMEHHOTO KOHCTPYHPOBAHUS U
WHTEPIpETAIlMN  AHTJIOS3BIYHBIX
TEKCTOB npu pelieHnn
po¢eCCUOHATBHBIX 3a]1a4.
Baaaers: HaBbIKaMU PEYEBOrO0 U
MACEMEHHOTO oO01IeHus Ha
AHTTIUICKOM SI3bIKE B KOHKPETHBIX
PO ECCHOHATHHBIX CUTYAIIHSIX.




5. Conepxxanue Q¥ CHUILTHHBI

HauMeHoBanue teM
(pa3aesioB)

Conep:xanue Tem (pa3aesioB)

Temal. Forms of
business activities
dopmbl Ou3HECa

Jlekcuka: TepMHHBI B 00JAacTH JEJOBBIX (HhOpMaIbHOCTEH, HAJIOIOB,
IOpUANYECKHE CTaTyChl KOMIIaHUH, MHIUBUAYaIbHOE
NPEINpPUHIMATENBCTBO, TOBAPHUINECTBO, AKLIMOHEPHOE OOIIECTBO, UX
MIPEUMYIIECTBA U HEJOCTATKH

Urenmue: Sole Proprietorship, Partnership, Corporation.

I'pammaruka: TUYHBIC, TPUTSDKATEIbHBIC, yKa3aTeIbHbIC MECTOUMEHHUSL.
Heonpenenennas ¢popma riarosos. CiioBooOpazoBaHue, 00bEKTHBIN MAICK.
ITopsanok ciioB B peuioKeHUH. BonpocuTenbHble ciioBa. APTUKIN.
KonunuecTBeHHbIE U TOPSAIKOBBIE YUCIUTENbHBIE.

YcrHas pedb (MOIMIIOruIecKas):

-IIPEUMYIIECTBA U HEJOCTATKH pa3HbIX (popm Ou3Heca

YcrHas pedb (MOHOJIOTHYECKAs ):

- pucku UIIT

[TucemenHas peus: ketic Belt Up

Tema 2. Levels and areas
of management

YpoBHH U chepsl
YIpaBJICHUS

Jlexcuka: TepMUHBI B chepe yrpaBlieHUs,, ypOBHU MEHEPKMEHTA, TPYIOBbIE
00513aHHOCTH, Ha3BaHUS U OTBETCTBEHHOCTH OT/EJIOB OPraHU3aINH
UYrenue: Levels of Management, Organization Chart

I'pammaruka: [Topsimok cioB B mpemitoxenud. [lopsaok cioB B
CaMOCTOSITEIbHOM ITIOBECTBOBATEIbHOM IpeanokeHuu. Ilopsnok cioB B
BOIIPOCUTENILHOM MpeUIOKeHUH. BpemeHa akTUBHOIO 3ajora.

YcTHas pedsb (MOTUIOrHIecKas):

-00Cy’XJIeHHE TPYIOBBIX 00S3aHHOCTEH YIIPABIICHIIEB PA3HBIX YPOBHEN
YcTHas pedb (MOHOJIOTHYECKas ):

- IOKJ1a/1 00 OTBETCTBEHHOCTSX OT/IEJIa KOMITAHUHU

[TruceMeHHas peun: Keic Success

Tema 3. Organizational
structures
Opranu3anoHHbIE

CTPYKTYpPBI

Jlexcuka: TepMUHBI B 00JaCTM OpPraHM3allUOHHBIX OCOOEHHOCTEHN
OpraHM3alui, BUJIbl CTPYKTYD, PECTPYKTYpHU3aLUs

Urenmue: Types of organizational structures, Restructurization

I'pammaruka: IlopsAanok CiI0B B BOIIPOCUTENIBHOM MpeiioxeHuu. Ilopsmok
CJIOB B BOCKJIMLIATEJIbHOM IIpeI0’KeHNH. BpemeHa nmaccuBHOro 3anora.
YcrHas pedb (MOTMIIOTHIecKas):

- IPEUMYILECTBA U HEJOCTATKU Pa3IMUHBIX OPraHU3aLUOHHBIX CTPYKTYP
YcrHas pedb (MOHOJIOTHYECKAs ):

- OMMCAaHUE CTPYKTYpPhl KOMITAHUU

[TucemenHas peub: keric Wildberries

Tema 4. Management
MeHemKMEHT

Jlexcuka: TepMUHBI B O0JIACTH MEHEI)KMEHTA, CTHJIM YMHpPaBICHUS, THUIIbI
MEHE[)KEPOB

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

YcrHas peusb (MOTUIOrHIecKas):

- 00CyX/IeHHE TUTIOB YIIPABICHIIEB U X KaYeCTB

YcTHas pedb (MOHOJIOTHYECKAs ):

- OIUCaHMEe CTUJICH yIpaBlIeHUs

ITucemenHas peub: keiic Peter Drucker

Tema 5. Leadership
JlunepcTBo U nuaepckue
KadecTBa

Jlexcuka: TepMHUHBI B 00J1aCTH TUAEPCTBA, INACPCKUE KAauecTBa,

Urenue: Leadership qualities: what does it take, Business leader briefings
I'pammaruka: I'epyHauil, KOHCTPYKIUHU C T€PYHIUEM.

YcTHas pedsb (MOauIoruiecKas):
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- OGCY)K,Z[GHI/IG TUITIOB YIIPABJICHICB U NX KA4YCCTB
YcrHas pedb (MOHOJIOTHYECKas ):

- OIIMCAHUE CTUJICH YIIPABIICHUS

ITucemenHas peub: keiic The new boss

Tema 6. Recruitment
[Tox6op nepconana,
PEKPYTHUHT

Jlekcuka: TEepMUHBI B 00JACTH PEKPYTHUHra, XEIXaHTHHI, €ro BHUIBI U
METOJIBI, PEYEBBIE CTPYKTYPHI U 000POTHI Ha cOOECEIOBAaHUH TP NIPUEME Ha
paboty

Urenue: Methods of selection, A job interview, Headhunting

I'pammatuka: YcinoBabie npeanoxkenus. CocnarareabHOE HAKIIOHCHHUE.
YcrHas peusb (MOTUIOrHIecKas):

- METOJIbI pEKPYTHUHTa, COOECEIOBAHIE

YcTHas pedb (MOHOJIOTHYECKas ):

- keiic Orbit Records

[TuchbMeHHas pevb: HaMcaHue COOCTBEHHOTO pe3loMe

Tema 7. Marketing
MapkeTuHr

Jlexcuka: TCPMHHELI B 06J'IaCTI/I MAapKCTHHTIa, UCCIICAOBAHUA PbIHKA, [ICJICBLIC
PBIHKH, CETMEHTAITUS PhIHKA

Urenue:

I'pammaruka: CriocoObl BhIpakeHUsS] OyIymiero, BpeMeHa aKTUBHOTO W
MIACCUBHOTO 3aJI0Ta — IIOBTOPEHHE.

YcrHas pedb (MOTUIOrHIecKas):

- o0cyxnenue 4 I1 mapkeTunra

YcTHas pedb (MOHOJIOTHYECKas ):

- IOKJIa/1 O METOJ]aX MCCIIeI0OBaHUs PhIHKA

[TucemenHas peub: keiic Virgin Mobile

Tema 8. Promotion
[TponBmxeHue OpeHaa Ha
PBIHKE

Jlexcuka: TepMHUHBI B 001aCTH MAapPKETHUHTA U PEKIIAMBI, BUBI PEKIAMBI
Urenue: Uses of Advertising, Promotion, Promotional Mix

I'pammaTuka: CriocoObl BBIpaKeHUST OyayIIero, BpeMeHa aKTHBHOTO U
MACCUBHOTO 3aJI0Ta — [IOBTOPEHUE.

YcTHas pedb (MOJIUIOTHIECKast):

- o0cyxneHne PyHKIUH peKIaMbl

YcrHas pedb (MOHOJIOTHYECKAs ):

- TOKJIaJl Ha TeMY BBIOPAaHHOTO BUJa pEKIIaMbl

IIucemenHas peub: keric Danger Zone

Tema 9. International
Trade
Buemnsis Topro,iis

Jlexcuka: TepMUHBI B 0O0JacTH BHEUIHEH TOPTOBJIM, BHEIIHUE DPBIHKHU,
CTEPEOTHIIbI u KYJIbTYpHbIE O0COOCHHOCTH, MEXIYHApOIHbIC
SKOHOMMYECKHE COI03bI U OpraHU3alH, CAHKIIUYA U OTPAaHUYEHUS

Urenue: Entering a foreign market, Barko of Belgium, Pinball Wizard learns
from mistakes

I'pammatuka: MoganbHbI€ rIaroJibl, OTTEHKH MOAAIBHOCTH

YcTHas pedsb (MOTUIOrHIecKas):

- 00Cy’K7IeHHEe CAaHKIIMH BHEIIHEH TOPrOBIH

YcTHas pedb (MOHOJIOTHYECKas ):

-nokian o BTO

ITuceMenHas peusn: 3cce EBponerickuii Coro3




6. CTpykTypa IMCUMILUIMHBI 10 TEMaM € YKa3aHHeM OTBEeIEeHHOT0 HA HUX KOJIUYeCTBA
aKaJleMUYeCKUX YaCOB M BUI0B Y4eOHbIX 3aHATHI

KonTakTHas padora,
N HaumeHnoBaHue TeM qac. CamocroniTe/ b
- (pa3aesioB) Hasit pa0ora, Bcero, uac.
n/n IIpakTHyeckue
AUCIHUTLTHHBI yac.
3aHATHA
5 cemecTp
1. | Forms of business activities 21 24 45
@opmebl Ou3Heca
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
MeHneKMEeHT
HToro 3a cemectp: 84 96 180
6 cemecTp
5. | Leadership 16 13 29
JIunepcTBo U uAepcKue
KayecTBa
6. | Recruitment 16 14 30
[TonGop mepconana,
PEKPYTHHT
7. | Marketing 16 14 30
MapkeTuHr
8. | Promotion 18 14 32
[IpoxBmwxenune 6peHia Ha
pBIHKE
9. | International Trade 18 14 32
BHenHss Toprosis
KoHTpoJib: 27
Hroro 3a cemectp: 84 69 180
HUTOI'O: 168 165 360




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

CaMocTosTenspHast pa60Ta ABJISICTCA OJHHUM U3 OCHOBHBIX BHU0OB y‘IeGHOfI ACATCIIbHOCTH,
COCTaBHOM 4YacThIO y4eOHOTO IMpoliecca U UMEET CBOEH LeJblo: TIIyOOKoe YCBOCHHE MarepHaa
AUCHUIINIMHBI, COBCPIICHCTBOBAHUC U 3aKPCIIJICHUC HABBIKOB CaMOCTOSITEIILHOU paGOTBI C
JUTEpPaTypoil, PEKOMEHJIOBAHHOW TMpernojiaBaTeleM, YMEHUE HaWTH HYXXHBIH MaTtepuasl u
CaMOCTOATCIIBHO €ro HUCIIO0JIB30BATh, BOCIIMTaHHUC BBICOKOI TBOp‘-I@CKOfI AKTHUBHOCTH,
WHUIMATUBBI, TMPHUBBIYKA K TIOCTOSHHOMY COBEpPIICHCTBOBAaHHMIO CBOMX 3HAHUM, K
LEJIEYCTPEMIIEHHOMY HAyYHOMY IIOHUCKY.

KonTtponbs camocTosiTenbHON pabOThI, SBISETCS BAXKHOW COCTaBISAIONICH TEKYIIETO
KOHTPOJIA YCIICBACMOCTH, OCYHICCTBIIACTCA MPCIIOAAaBaTCICM BO BPCMs 3aHATUI JICKOMOHHOI'O N
CEMHHAPCKOI'0 TUIIOB U 00eCIeYrBaeT OI[CHUBAaHUE X0/1a OCBOCHUS N3Y4aeMOM TUCUHUTIINHBI.

Bo3moxkHbIE TEeMbI IPpe3eHTaAI U

1. The marketing strategy of a company (the 4P’s)
2. The promotional strategy of a company (promotional tools)
3. The greatest success of entering a foreign market
4. The greatest success on a domestic market
5. The greatest flop on a domestic market
6. The greatest flop on a foreign market
7. Keys to successful management (based on an example of a certain company)
8.  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
TpeGoBanus K nmpe3eHTAIUN
1. 9-15 cnaitnos B PowerPoint

2. IlnaH npe3eHTanuu:

— Bcerynnenue (moyemy BeIOpaHa JaHHAs TeMa Mpe3eHTaIuun) (2 ciaiiaa)
— OcHoBHas 4acThb

— 3axrodyeHue (BBIBOJIBI) (2 craiia)

3. Crnukep MPEe3eHTYeT CBOIO TeMY (OTrpaHHYCHHE 110 BPEMEHHU — 5-7 MUHYT) U OTBEYAET
Ha BOIIPOCHI YHaCTHUKOB Ha AHTIJINICKOM SI3BIKE.

PexoMeHganmuy mo moaroToBKe K Nnmpe3eHTanuu

v Oranbl paboThI HAJ MPE3eHTaIuEH
- IlpenBaputenbHas MOCTaHOBKA MPOOJIEMBI HIIM BEIOOP TEMBI.

10



- BraBmkeHue u o0CyKJeHHe TUIIOTE3 PEIIEHUs OCHOBHOI Mpo0eMbl, HCCle0BaHNE
KOTOPBIX MOXET CIIOCOOCTBOBATH €€ PEIICHUIO B paMKaX HAMEUYCHHON TEMATHKHU;

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

- OxkoHYarenbHas MOCTAHOBKA MPOOIEMBI UITH BHIOOD TEMBI;

- Tlowuck pemieHus UM pacKphITHE TEMbI HA OCHOBE aHANN3a U KJIaCCU(PUKAIIUU

coOpaHHOTO MaTepHaa,

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

[Ipe3enTanus OKHA COACPIKATh TAKHE JIEMEHTHI KakK:

- OTJIaBJICHHE;
- 1aTy MOCJIEIHEN pEBU3HY;
- nH(popMaIHio 00 aBTOpax;

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

Pacnpenesienne caMocTosiTe/IbHOM PadoThI

Bunel, popmbl 1 00BEMBI CaMOCTOSATENBHONW PAabOTHI CTYACHTOB MPH U3YYEHUU JTAaHHOMU

JAUCHUIITIMHBI ONIPCACIIAOTCA €€ COACPKAHUEM U OTPAKCHBI B CJIG,Z[YIOH_IGI\/'I Ta6JII/II_[eZ

Ne HaumeHoBaHue Tem Buj camocTosiTeibHOM padoThI Oo0bem
n/n (pa3nenoB) CcaMOCTOSITEJIbHOM
JAUCIUNTHHBI padoThI
1. | Forms of business activities [ToaroToBka K ay TMTOPHBIM 24
®opmbl 6u3HECa 3aHATUSAM, IOJITOTOBKA
MpE3EHTALMMI
2. | Levels and areas of [ToaroroBka K ayIMTOPHBIM 24
management 3aHSATUAM, TOATOTOBKA
YpoBHU U chephl yIpaBIeHHS MpEe3EHTalMI
3. | Organizational structures IloaroroBka K ayAUTOPHBIM 24
Opranu3anvoHHbIE CTPYKTYPHI 3aHATUSAM, IOJITOTOBKA
MpE3EHTALMMI
4. | Management [ToaroroBka Kk ay AMTOPHBIM 24
MeHnemxMeHT 3aHSATUAM, TOATOTOBKA
MpEe3EHTalMI
5. | Leadership [ToaroToBka K ay TMTOPHBIM 13
JlupepcTBO U AMAEPCKUE 3aHATUSAM, IOJITOTOBKA
KadecTBa MpE3EHTALMMI
6. | Recruitment [ToaroroBka Kk ay AMTOPHBIM 14
[TonGop nepconana, peKpyTHHT 3aHSITHSIM, TTIOATOTOBKA
MpEe3EHTalMI
7. | Marketing IloaroroBka K ayAUTOPHBIM 14
MapkeTuHr 3aHATUSAM, IOJITOTOBKA
MpE3EHTALMMI
8. | Promotion IloaroroBka K ayAUTOPHBIM 14
[Iponsuxenue Opena Ha 3aHATUSAM, IOJITOTOBKA
PBIHKE IIPE3CHTALUN
9. | International Trade [ToaroroBka K ayIMTOPHBIM 14
Buemrusis Toprosis 3aHSATUAM, TOATOTOBKA
MpEe3EHTalMI
HUTOTI'O: 165
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8. IlepeyeHb BONPOCOB M THNOBbIE 3aaAHNUS AJISA MOATOTOBKH K IIPOMEKYTOYHOM
arrecTanuu

8.1. [lepeyeHb BONPOCOB U 3aIaHU 1JIA OATOTOBKM K 3a4eTy C OLlEHKOi

Tema 1: Forms of business activities

OTBeThTE MMCEMEHHO Ha CIEIYIONINE BOIPOCHL:

What is the difference between a sole proprietorship and a partnership? (analyze the
formation, control, liability for debts, advantages and disadvantages).

1.What are most people’s main personal assets?

2.How can a sole trader get the capital to set up a business?

3.Why do we say that proprietorship is the simplest form of business organization?

4.Do you agree that a proprietorship can go out of business as easily as it goes in?

5.Is forming a partnership as easy as forming a sole proprietorship? Why (not)?

6.Are these two forms of business organization subject to public report? What authorities
must have access to the books of a partnership?

7.What are the advantages of a sole proprietorship in comparison with a partnership?

8.What are the advantages of a partnership in comparison with a sole proprietorship?

9.What are common disadvantages of these two forms of business organization? How was
the problem of unlimited liability solved in a partnership in 1907?

10.What are the advantages and disadvantages of being a sleeping(silent) partner?

11.If you were to choose between a sole proprietorship and a partnership, which form
would you choose and why?

Tema 2: Levels and areas of management

JlononHUTE CleAyoIUi TEKCT TJIarojaMu 1Mo CMbICIY:

appointed attacked combined defined constituted reviewed supervised supported

Large British companies generally have a chairman of the board of directors who oversees
operations, and a managing director (MD) who is responsible for the day-to-day running of the
company. In smaller companies, the roles of chairman and managing director are usually (1)
................... . Americans tend to use the term president rather than chairman, and chief

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

Top managers are (4) ........ceeeennn.. (and sometimes dismissed) by acompany's
board of directors. They are (5)..................... and advised and

have their decisions and performance (6) by the board. The directors of private
companies were traditionally major shareholders, but this does not apply to large public companies
with wide share ownership. Such companies should have boards (7) 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.

Tema 3: Organizational structures

1. JIomoJTHATE MPEeAI0KEHNS CIOBAMU M3 aKTUBHOT'O BOKa6VJ'I5[DaI

1. According to Theory X, employers have to threaten workers because ...
12



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

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

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

. The theory of job enrichment states that ...

. Management by objectives means ...

01O\ L B~ WD

2. IIMcbMEHHO MPOKOMMEHTHPYUTE CIEIVIOIINE YTBEPKICHUS:

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

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

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

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

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

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

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

8. Duplication of functions in different departments is not cost effective.

9. Restructuringis one of the most traumatic and difficult things a business can do.

10. Some levels of management are not necessary.

Tema 4: Management

OTBeThTE MMUCEMEHHO Ha CIEIYIONINE BOIPOCHL:

1. What is management? Is it an art or a science? An instinct or a set of skills and techniques
that can be taught or is it a mixture of innate qualities and learnable skills?

2. Do you know these business leaders: Jack Welch, Steve Jobs, Carlos Ghosn? What do
you know about them? Which business leaders do you admire for their managerial skills? What
are these skills?

3. What do you think makes a good manager? Which four of the following qualities do you
think are the most important for a manager?

— Being decisive: able to make quick decisions

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

— Being friendly and sociable

— Being able to communicate with people

— Being logical, rational, analytical

— Being able to motivate, inspire and lead people

— Being authoritative: able to give orders

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

— Being persuasive: able to convince people to do things

— Having innovative ideas
Are there any qualities that you think should be added to this list? (being responsible,
diplomatic...)

4. Which of these qualities can be acquired? Which must you be born with?
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8.2. [lepeyeHb BOPOCOB /ISl MOATOTOBKH K IK3aMeEHY

Tema 5: Leadership

OTBETHTE MMCHbMEHHO HA CICAYIONIKE BOIPOCHL:

1.How do we choose a job?

2.What factors affect our choice?

3.What functions does our job perform in our lives?

4.What are the main stages in a person’s career?

5.What two questions should a young person ask himself before taking a job?
6.What should a person know before planning a career?

7.When can people explore their abilities?

8.What did you want to be when you were a child?

9.Have you had any part-time jobs?

10.What jobs did you eliminate before making your choice?

11.What are the six categories of people according to their occupational orientation ?
12.Describe each of these categories: personality orientations and the types of jobs.
13.What type of people do you belong to?

14.What are you good at?

15.Did you think about your personality orientations when choosing your profession?
16.What do you want to be?

17.When did you make your choice?

18.Has anybody influenced your choice?

19.Why do you want to become an economist?

20.What qualities must you possess to become an economist?

21.What subjects are you interested in?

22.What are your special interests including hobbies and leisure activities?
23.Where are you going to work after graduating from the Institute?

24.What professions will have good job opportunities in future?

25.Do you want to become self-employed?

26.Do you regard languages as a bonus?

27.In what careers can languages be a tremendous advantage?

28.How can you use English in your future job?

29.«What you do is more important than who you are». Do you agree with these words?

Tema 6: Recruitment

1. BcTaBpTe ci10Ba M3 TAOIUILI B IIPEIIOKEHUS HIKE:

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

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

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

or 7 . Outside specialists called 8

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

them to leave the organizations they already work for. This process is called
10
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Headhunters, or executive search firms, specialize in finding the right person for the right job.

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

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

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

Tema 7: Marketing

IlepeBennTe CIEAYIOMNE NPEIOKEHHS, HCIIONb3Ysl aKTHUBHBIN CIOBAPh 110 TEME:

1. Komnanus ABC pemmna BbIMTH Ha BBICIIMN YPOBEHb PBIHKA U BBIIYCTUTH HOBBIE
TONOBBIE TyXU. YTOOB! YAOBIETBOPUTD HYK/Ibl U JKEJIAaHUS NOTpeOUTENEN U PUBJIEYb LIEJIEBYIO
ayJIMTOPUIO, MAPKETOJIOTH UCCIIEOBAIIN PHIHOK ¥ TOTOBBI CO3/1aTh KOHIIETIIMIO HOBOTO IPOAYKTA.
Komnanus npeicTaBuT NpOAYKT HAa PHIHOK B ABIyCT€ M COOMpaeTcs NMPOJBUIaTh NMPOIYKT Ha
PBIHKE, HCIIOJIBb3Ysl «3BE3/1» B PEKJIAME.

2. Ham HeoOX0a1MMO UCHOIb30BATh CBOE KOHKYPEHTHOE IPEUMYIIECTBO M UCKaTh HOBBIE
BO3MOXKHOCTH PBIHKA, €CJIM MBI XOTHUM UYTOOBI Hallla KOMIIaHMs OCTaBaiach kommnaHued No2 nHa
DBIHKE.

3. Eciin xoMmaHus BBIYCKAeT HOBBIA MPOAYKT HAa PHIHOK, TO 4Yallleé BCErO0 KOMIIAHMS
Ha3HAa4yacT PHIHOYHYIO LIeHY. Eciim KoMIaHus BBITyCKaeT TONOBBIA NPOAYKT, TO OHA HA3HAYaeT
LICHY BBILIE PIHOYHOW.

4. Y1oObl 1OCTUYb CBOUX II€JEH M IPUBJIEYb LIEIEBYIO ayIMTOPHIO, KOMIIAaHHS cOOMpaeTcs
U3MEHHUTDH KaHAJbI cObITAa MPOIYKIINH.

Tema 8: Promotion

1. 3anongHuTE HDO6CJIBI HauoboJee DoAXOAAIMUMHA TEPMHUHAMU U3 CITMCKA.

vital insure retailer prices placement

charge wholesaler price leader take place  channel of distribution

The most common is manufacturer — wholesaler

consumer. Distribution can, however, through slightly modified channels.
For example, products are sometimes sold directly by the or the
manufacturer, rather than by the retailer. Generally, wholesalers

lower than retailers and sell in larger quantities. Together, these channels of
distribution play a role in the element of marketing.

2. OTBeTHTE MUCHEMEHHO HA CIAEAVIOIIKNE BOIPOCHI:

. What are the 4 promotional tools?

. What are the advantages and disadvantages of advertising?

. What are the advantages and disadvantages of publicity?

. What are the advantages and disadvantages of personal sellings?

. What are the advantages and disadvantages of sales promotions?

. What types of advertising do you know?

. What are the advantages and disadvantages of different types of advertising?
. Give examples of sales promotions? When and why should this tool be used?
. What is publicity? What are the advantages of it?

O 00 1 N DN B~ WK —
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Tema 9: International Trade

1. OTBeThTE NUCHbMEHHO Ha CIEAVIONINE BOIPOCHI:

1.What is international trade?

2.What are the two possible reasons for companies to get involved in exporting activities?
3.What information should be obtained during initial research before getting started?
4.What are the entry methods?

2. CKa)KI/ITG, BEPHEI JIM JJaHHBIC YTBEpKAcHU. McipaBhTe HEKOPPECKTHLIC:

1.Exporting is the most difficult way to enter a foreign market.

2.There are three types of exporting.

3.In indirect exporting an agent receives a commission for sales made on behalf of the
principal.

4.Indirect exporting involves more risk than direct exporting.

5.The company has less control over the licensee than if it had set up its own production
facilities.

6.Foreign governments always make joint ownership a condition for entry.

7.By direct investment, the company lacks control over investment and marketing policies.

8.2. Tunosblie 3agaHNA A OLEHKH 3HAHUI

1. When is a business most likely to adjust the marketing mix of a product?
a) If costs change;

0) If customer needs change;

B) If management changes.

2. A supermarket's own brand range of products:
a) Has its own marketing mix;

6) Has no marketing mix;

B) Has no promotional mix.

3. How is a business most likely to increase sales of a premium branded product?
a) By cutting price;

6) By increasing promotion;

B) By using supermarkets for distribution.

4. What does the overall marketing mix create?
a) Customer needs;

0) Business objectives;

B) A unique selling point for a product.

8.3. TunoBble 3a1aHUSA 1JIsl OLIEHKH YMEHU I

3ananmue 1. 3anonHuTe NpoITycKH TepMuHamu o 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.
16



4.When you’ve time, effort and money in making an export sale,
you want to get .
5.0ther lessons learned centered o

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

3ananue 2. [IpokommeHTHpYTE (YCTHO) CIEAYIONIUE YTBEPXKIACHUS C YHMOTpeOIecHUEM
aKTUBHOM Jlekcuku 1o Teme Forms of business:

1. Small businesses do not often grow into large ones.

2. People who like to use initiative and be their own bosses prefer a sole proprietorship as
the most suitable form of business organization.

3. People who start a business usually have strong ideas about how a business should be
run. 4.Proprietorships have the virtue of simplicity, but it is not always good.

4. For many types of business the risks of unlimited liability are not great.

5. Although a proprietor ceases to exist when the owner dies, the assets are still there. An
heir or a buyer can take over the business and run it under new ownership.

6. The simplest way of starting a business is to set up a partnership.

8.4. TunoBkie 3aJaHNA 1JI9 OHEHKH HABBHIKOB

3aganue 1. [IpounTaiiTe 5KOHOMHUYECKYIO CTaThIO U OTBETHTE HA CIIEAYIOLINE BOIIPOCHL:

1. Ckaxute, Kakie BOIPOCHI pACCMaTPUBAIOTCA B CTaThE.

2. CkaxuTe, Kakas npobseMa BbITEKAeT U3 CONEPKaHMS.

3. 3ajmaiiTe K CcTaTh€ HECKOJIBKO BOMPOCOB M 3aJaiiTe WX BallleMy TOBApHILy, 3aT€M
OTBETHTE HA €TI0 BOIIPOCHI.

4. [loaTBepAUTE TOUKY 3pEHMUS, U3JI0KEHHYIO B CTaThe, UCMOJb3YsI COOCTBEHHBIN TIPUMED.

5. Brickaxute MHEHHE O MpounTaHHOM. COOOIIMTE M3BECTHHIE BaM JOTOTHHUTEIbHBIC
ceegenus. [IpuBeaure nmpumepsl, hakThl, MOJOOHBIE OMMCHIBAEMBIM B CTaThe.

6. IlogymaiiTe, kak W TJ€ Bbl MOKET€ HCIOIb30BATh H3BJICUCHHYIO W3 CTaTbU
nHpopMaIuio.

7. Omnpenenute, HYXKHO JH BaM Oojee JEeTaJbHO O3HAKOMUTBCS C TEKCTOM ISt
WCIIONIB30BAaHUS ~ TMOJy4YeHHOW  wHopMmaruu B Bamied  Oymaymied nmpodeccuoHaIbHOU
JESATENBHOCTH.

Proper tool is a good investment

Pump-part manufacturers provide other tools to allow users to extract maximum cost from
mud-pomp parts. A hydraulic valve-seat puller, for example, is almost a necessity for high-
pressure pumps. The cost of damage that can be done by truing to «torch out» a seat will typically
pay for a good hydraulic tool. And the tool can serve for many years. A knocker should be used to
remove pistons from roads; a single hammer «ding» on a rod can mean premature failure with
related lost time and expense. Install rod packing according to instructions. Different kinds of
packing require different tightening procedures for proper operation. And all parts manufactures
agree that matching springs, seats, and valves should be used.

Valves and seats do not all weigh the same and hence demand different springs to match
opening pressures. When to replace? Ideally, of course, parts should be replaced just before failure.
When pump pressure falls, it’s too late! This means the best way to insure optimum part and pump
life-achieve minimum operating costs coupled with maximum pump efficiency-and make sure
there is always at least one mud pump working is to: (a) keep accurate records of operating hours,
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and (b) inspect often those parts readily accessible. Various types of elapsed time recording devices
are available; when drilling is critical, the cost of even the most expensive us virtually
inconsequential compared to having to stop drilling.

A final note. Pump-part technology is very advanced and proven. Manufacturers have had
experience in almost all environments and working conditions, and their help can be significant.
But the only group who ultimately can design and implement effective mud-pump-part programs
are those on the rig. The accompanying check-list may help.

3aganue 2. OnuuTe YPOBHH U cepbl ynpaBiaeHus BbIOpaHHoi BamMmu komnannu,
UCIO0JIb3Ys 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.

Top managers and executives:

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

2. 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).

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

4. 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.)

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

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

7. 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.

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

9. 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.

10. Philip is in charge of our marketing department.

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

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

13. 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 (HaxoasTcs y HEro B HENMOCPEACTBEHHOM NoauuHeHnn). Export
Sales Director is responsible to Sales Director.

14. a strategy, to determine a strategy (or a policy), implement a strategy (or a policy)

15. 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.
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9. IlepeyeHb OCHOBHOM U JONMOJHUTEJIbLHOM Y4eOHOM JIUTEPATYPbI, HEOOXOAMMOI 1151
OCBOEHUS THCHHUILINHBI

9.1. OcHoBHas1 IUTEpaTypa

1. JleBuenko, B. B. AHrnmiickuii 361K A1 SKOHOMUCTOB (A2-B2) : yueOHHK 17151 BYy30B /
B. B. JleBuenko, E. E. Jlonranésa, O. B. MemepsikoBa. — 2-e u3[., ucrp. u aomn. — Mocksa :
WznarensctBo FOpaiit, 2025. — 408 c. — (Briciiee obpa3oBanue). — ISBN 978-5-534-14780-3.
— Tekcr : onexktponHbnid // OOpaszoBarenbHas taTdopma HOpait [caiit]. — URL:
https://urait.ru/bcode/560432

2. CrorameBa, O. H. Anrnmiickuii si3b1K 1151 95koHOMHUCTOB (B1-B2). English for Business

Studies in Higher Education : y4e6HOe mocobue mist By3oB / O. H. CroruueBa. — Mocksa :
NznarensctBo FOpaiit, 2024. — 163 ¢. — (Bricmiee oopazoanue). — ISBN 978-5-534-18207-1.
— Teker : oanextpoHHbiii // OOpasoBarenbHas 1uatdopma IOpaiit [caiit]. — URL:

https://urait.ru/bcode/534527

3. Hanunenko, JI. I1. AHrmmiickuii s3pIK A7iss 3KOHOMUCTOB (B1—B2) : yueOHHK u
npakTtukym aiis By30B / JI. I1. lanunenko. — 3-e usn., ucrp. u gomn. — Mocksa : 3parenbcTBo
Opaiit, 2025. — 116 c. — (Bricmiee obpa3oBanue). — ISBN 978-5-534-17539-4. — Tekcr :
anekTpoHHbd  //  OOpasoBarenbHas  1wiatrgopma  FOpait [catit]. @~ —  URL:
https://urait.ru/bcode/561798

8.2. lonoiHMTEIBHAS JIUTEPATypPa

1. Mesnsiino, B. B. Akanemudeckoe mucbmo. Jlekcuka. Developing Academic Literacy :
yueOHuK 115 By30B / B. B. Mensitno, H. A. Tymskosa, C. B. UymwuikuH. — 2-€ U3/1., HCTIp. ¥ JIOT.
— Mockaa : U3natenbctBo FOpaiit, 2025. — 226 ¢. — (Briciee obpa3oBanue). — ISBN 978-5-
534-18198-2. — Tekcr : anmekTpoHHbIH // O6pa3oBatenbHas miaTdopma FOpaiit [caiit]. — URL:
https://urait.ru/bcode/562466

2. Mouceesa, T. B. AHMHMIACKUH S3BIK 1JI SKOHOMHUCTOB : y4eOHOE MocoOue 715l By30B /
T. B. Mouceesa, H. H. [laruiuna, A. 1O. lupokux. — 2-e usn., nepepad. u gomn. — Mocksa :
NznarensctBo FOpaiit, 2024. — 151 ¢. — (Bricmiee oo6pazoBanue). — ISBN 978-5-534-17119-8.
— Teker : osnextpoHsbii // OOpasoBarenbHas muatdopma IFOpaiit [caiit]. — URL:
https://urait.ru/bcode/532413

10. Ilepeyennb pecypcoB HHGPOPMALMOHHO-TEJIeKOMMYHUKAUMOHHOM ceTH ""UHTepHeT",
HeO0XOAUMBIX JIJIS OCBOCHUSI JUCIHUIJIMHBI U HH(OPMALMOHHBIX TEXHOJIOTHH,
HCI0JIb3yeMbIX NPH OCyLIleCTBJIEHUHM 00pa30BaTeJILHOI0 NpoLecca no JUCHUILINHE,
BKJIIOYasl MlepevYeHb MPOrpaMMHOI0 o0ecrneyeHus 1 HHPOPMALMOHHBIX CIPABOYHbBIX
cucrTeM (MpU HEOOXOAMMOCTH)

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

2. https://urait.ru - 9BC «O6pa3oBarenbHas miatdopma KOpaiit»

3. https://elibrary.ru/org_titles.asp?orgsid=14364 - Hay4dHas dJEKTpOHHas OWOIMOTEKa
(H9b) «eLIBRARY.RU»

4. https://www.real-english.com/new-lessons.htm - caiiT ¢ ypokamu, CTaTbIMH U BHJIEO
3apUCOBKAMHU Ul M3YYAIOIIUX AHTJIMHCKUI $3bIK, BCE MaTepuajbl YCIOBHO Da3/eiCHbl Ha
JIEKCHYECKUE U TPAMMAaTHYECKHE, IOCTYITHBI BCE YPOBHHU CIIOKHOCTH.

5. https://www.economist.com/ - 5KOHOMHUYECKUH CalT U (PopyM Ha aHTIHMICKOM S3BIKE,
COJICp KAIINI JeTOBbIE HOBOCTH, SKOHOMHUYECKHE CTaThU Ha JEIOBYI0 TEMAaTHKY, OOCYXKIEHHE
po0JIeM JIeT0BOr0 XapakTepa.
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6. https://www.ft.com/- calT IKOHOMHYECKOH ra3eThl Ha aHTIUHCKOM si3bIKe. COMEPKUT
JIEJIOBbIE HOBOCTH, JKOHOMHYECKHE CTaThH Ha JIEIOBYI0 TEMAaTHKy, OOCYXJCHHE MpodsieM
JICJIOBOTO XapakTepa.

JINeH3noHHoe NporpaMMHoOe odecreyeHue:

- Windows (3apy0exHoe, BO3ME3THOE);

- MS Office (3apy0exHOE, BO3ME3THOEC);

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

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

- 7-zip — apxuBaTop (3apy0exHO€e, CBOOOHO pacIpOCTpaHsIEeMOe);

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

11. MeToguueckue yKazaHus JJisl 00y4AOIIMXCS 110 OCBOCHUIO TUCHUNIMHBI
CoBeTbl 110 BeIeHUIO IJ10ccapusi MPo(ecCHOHAIBLHBIX TEPMUHOB

— O0TOOpaHHbIC TEPMUHBI U JIEKCHYCCKUE €TMHHIIBI JOJDKHBI OTHOCUTHCS K ITUPOKOMY U
Y3KOMY MPOQIITIO CIICIUATBHOCTH;

— OTOOpaHHBIE TEPMHHBI M JICKCUYECKHE EIWHHIIBI JOJKHBI OBITh HOBBIMH U HE
IyOIMpoBaTh paHee U3y4YeHHBIC,

— OTOOpaHHBIE TEPMHUHBI M JIEKCUYECKUE CIUHUIBI JODKHBI OBITh CHAOXKEHBI
TPAHCKPUIIIIUEH U MEPEBOJOM Ha PYCCKHH s3BIK (BO M30&KaHHME HETOYHOCTEH PEKOMEHIYETCS
MOJIb30BATHCS CHIEITUATM3UPOBAHHBIM CIIOBAPEM);

— 0011ee KOJIMYeCTBO OTOOPAHHBIX TEPMUHOB HE TOKHO OBITH MeHbIIe 500 enuHuIL;

— OTOOpaHHBIE TEPMHUHBI M JIEKCUYECKUE EIUHUIBI TpPETHA3HAYCHBI JJIs aKTUBHOTO
YCBOEHHSI U JIOJDKHBI UCTIOJIB30BaThCS IPH YTCHUH, BOCTIPUSITHH Ha CITYX, TOBOPEHHUH U TIHCHME.

MeTtoauyeckue peKOMeHAAIUH 10 HATIMCAHUIO J1eJI0BOT0 MHChMA

[TrcbMO TOJKHBI OBITH SICHBIM, KPATKUM U BEXKITUBBIM.

YnotpebinsiiTe IpOCThIE CI0BA/BBIPaXKEHUSI BMECTO BBHICOKOIMAPHBIX U CTEPEOTUITHBIX, €CIIU
OHH MMEIOT OJIHO 3HaY€HHE, KOHKPETHBIE BMECTO a0CTPAaKTHBIX. UeM IpoIle BBl TOBOPUTE, TEM
ObicTpee Bac moimMyT. OgHako He 3a0bIBaiiTe, 4TO B O(PHUIIMATBHOM JIEJTOBOM IEpPENUCKe HE
UCTIONB3YIOTCSl HUKakKe cokpamenus Tuna "I'm" u cinenr. Hanpumep, BMecTo ¢pasel "We are the
recipients of", myume ckazate "We received". Bel 100beTECh KPAaTKOCTH M SICHOCTH B CBOMX
MUChMaX, €Clii OyJeTe HCIOJb30BaTh KOPOTKHE WM CPEIHEH UIMHBI MPEIIOKEHUS BMECTO
JUITMHHBIX M CIIOXKHBIX 000pOTOB. I'paMoTHOE paeneHHe Ha ab3ambl 00JIeT4aeT 3pUTEITHLHOE
BOCTIPUATHE TEKCTA M 33/1a€T BCEMY MPOLIECCY PUTM.

OpHuM U3 MokaszaTesiell BEeKIMBOCTU B JIEIOBOM MEPENUCKE SBISETCS JIMYHOE OOpalleHue K
yenoBeky. He Hamo 3a0bIBaTh PO BEXKIMBOCTH JIaXke TOTA, KOT/Ia BBl O4CHD HEJJOBOJIBHBI KEM-TO
WIH YEM-TO.

IloapITOXKUM:

1. BriOupaiiTe KOPOTKHE U CpeIHEN NITUHBI MPEIIIOKEHHS, YIOTPEOJISTTE POCTHIE CIIOBAa U
BBIPAXKCHUS

2. He ynotpe06mnsiiTe pa3roBOpHbIC COKPAIIEHUS U CJICHT

3. JlenuTe HamucaHHOE Ha a03albl

4. ByapTe BEXJIUBBI U JUINIOMATUYHbI

«Manka» nucbMa.
Kaxxnoe nemoBoe muchMo neyaraercs (TMHUIIETCs ) Ha y>Ke 3ar0TOBJICHHOM, (prpMeHHOM Onanke. B
BEpXHEH 4acTH OJIaHKa pa3MelnaeTcs Tak Ha3biBaeMas "'miamnka' - 3aroioBoK. OOBIYHO B 3aT0JI0BKE
JIaHbI CJIeYIOIIHe CBeICHUS:
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e  3apETUCTPUPOBAHHOE HA3BaHWE KOMITAHUHU
e  KpaTKHE CBEIICHUS O XapaKTepe €€ NesATEIbHOCTH,
e  KOHTAaKTHas UHPOPMALHSI.

Teno nucbma. 3akiawyurenbHas popma BexanBocTu. [lognuce.

[TepBerii a03all OCHOBHOTO TEKCTa HA4YMHACTCA C MPEAJIOKECHUS, B KOTOPOM BHI
MOJATBEPXKJIaeTe TOJyuYeHHWE MUChMa OT Ballero KOPPECHOHJEHTa, WM CO CCBhUIKM Ha
MOCTYIUBIIIEE TUCHEMO.

OOBIYHO 00BEM JETOBOTO MTHChMa HE MPEBBIIAET OAHY cTpaHuily. Ho, eciin o6beM nmucrMa
0oJbIIIe OAHON CTPAHMIIBI M €r0 MPOJOJHKCHHE HaledaTaHo Ha oOpaTHON CTOpPOHE JUCTa, TO B
KOHIIE TIEPBOM CTPAHMIIBI MMHUIIETCA P.t.0., uTo 03HadaeT Please Turn Over (CMoTpuTe Ha 000pOTE).

Ecnu BBl OTChITaeTE KOMUU MUChMa U IPYTUM aapecaTaM, TOTJa B KOHIE MHUChMa CeTaiTe
COOTBETCTBYIOIIYIO OTMETKY B BHJIE CIIEAyoIIei ab0bpeBuarypsl: "c.c." - carbon copies (To4HbBIE
koruu) uian Copy to...

WNuorga Bel He XOTHTE, YyTOOBI MOJy4yaTellb BAlllero MHUChbMa 3HAJ, YTO BBl €lIe KOMY-TO
OTOCNJIM KOMUHU. B 3TOM cilyuae BHU3Y nuceM-Konmuil Bbl ykaseiBaere "b.c.c." - blind carbon
copies. (CKpBIThIE KOTIHH ).

Ecnu k muceMy umeeTcst mpuiioskeHue (Karaior, KOHTPakKT, CYeT U T.J.), TO BHHU3Y, MOCHE
noAnucH jemaercs ykazanue o0 stoM: "Enc:", "Encl:" - sTo coxpamenue ot Enclosure
(mpuIIO’KEHHE, BIOXKEHUE).

HpI/IMepHBIe AABBIKOBbIC KJIHIIIE JJId A€/I0BOI'0 NIMCbMA 110 YaCTAM:

1. O6pamenne |

‘Dear Sirs, Dear Sir or Madam H(GCJII/I BaM HE M3BECTHO UM agpecara) |

(ecu BaM M3BECTHO MM ajipecaTa; B TOM
CIy4yae KOTJa Bbl HE 3HAETE CEMEWHOE
Dear Mr, Mrs, Miss or Ms MTOJI0’KEHUE JKEHIIMHBI CIEAYET ucath Ms,
rpy0o0ii OIIMOKOM SIBISETCS UCIIOTh30BaHNE
¢pazbl “Mrs or Miss”)

‘Dear Frank, H(B 00paIleHnU K 3HAKOMOMY Y€JIOBEKY )

2. Berymuienne, nmpeabiaylinee o0ueHue.

|
|
‘Thank you for your e-mail of (date)... HCHaCI/I6O 3a Ballle MUChMO OT (YrCIa) |
|

‘Further to your last e-mail... HOTBeqaﬂ Ha Balle IHUChMO. ..

I apologise for not getting in contact with you||Sl mpomry npoieHusi, 4To A0 CUX MOp HE
before now. .. HaIyuca BaM. ..

‘Thank you for your letter of the 5th of March. HCHaCI/I6O 3a Balle nucbMo ot 5 Mapra |

OTHOCHUTENBHO Ballero IumcbMa oT 23

With reference to your letter of 23rd March
Mapra

With reference to your advertisement in «The

. OTtHocuTenbHO Bamlel pekiamsl B Taiimc
Times»

3. Yka3aHue NPpUYMH HANTUCAHUS MUCbMA

|
‘I am writing to enquire about HH IUIIY BaM, YTOOBI y3HATb. .. |
‘I am writing to apologise for HH NIy BaM, YTOOBI M3BUHUTHCA 3. .. |
‘I am writing to confirm H}I IHIIY BaM, YTO Obl HOATBEPIUTS. .. |
‘I am writing in connection with H}I IIMIIY BaM B CBSA3H C ... |
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. . M a a
We would like to point out that. . bl XOTeMH OBl OOPATUTH Ballle BHUMAHUE

Ha ...
4. IIpocnoa |
‘Could you possibly... HHe MOTJIH OBl BBL. .. |
‘I would be grateful if you could ... H}I Ob1J1 OBl IPU3HATENEH BaM, €CIIU ObI BbI |
‘I would like to receive H}I OBl XOTEN MOJIyYHTb...... |
‘Please could you send me... HHe MOTJIM OBl BBl BBICIAaTh MHE. .. |
‘5. Cornamenue ¢ ycJoBHsIMH. |
Il would be delighted to ... |51 6611 61 pax ... |
‘I would be happy to H}I ObL1 OB CUACTIIUB. .. |
‘I would be glad to H}I ObL1 OBbI paf. .. |
‘6. Coo01enne nJIOXux HOBOCTEH |
‘Unfortunately HK COXKAJICHHUIO. .. |
‘I am afraid that ... HBOIOCB, 9To. .. |
‘I am sorry to inform you that HMHe TSKEJI0 COOOIATh BaM, HO ... |

K coxalieHuto, Mbl BBIHYKIEHBI COOOIIUTH

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

‘7. IIpunoskenne K NMCbMY JOMOJTHUTEIbHBIX MATEPHUAJIOB

‘We are pleased to enclose ... HMH C YJIOBOJIbCTBHEM BKJIAJIBIBAEM. . .
‘Attached you will find ... HB MPUKpPETTICHHOM (haiiie BBl HalIeTe. .
‘We enclose ... HMH HPUJIATaeM. ..

‘Please find attached (for e-mails) HBH HaleTe MPUKPEIUICHHBINA (ai. ..

‘8. Bricka3biBaHue 0J1aroJapHOCTH 32 NMPOSIBJICHHBIN MHTEpec.

‘Thank you for your letter of HCHaCI/I6O 3a Ballle MMCbMO
‘Thank you for enquiring HCHaCI/I6O 3a MPOSIBJICHHBIN HHTEPEC. . .
‘We would like to thank you for your letter of ... HMH XOTenu Obl MOOJIAarogapuTh Bac 3a...

9. [lepexon k apyroi teme.

‘We would also like to inform you ... HMH TaK e XOTeau OBl COOOIIUTE BaM O...
‘Regarding your question about ... HOTHOCI/ITGJ‘IBHO BaIllero BOIpoca o...

‘In answer to your question (enquiry) about ... HB OTBET Ha BaIll BOMPOC O...

‘I also wonder if... HMCHH TAK)KE UHTEPECYET. ..

‘10. JlonmojHuTEIbHbIE BONPOCHI.

‘I am a little unsure about... HH HEMHOI'O HE YBEPEH B ...
‘I do not fully understand what... HH HE /10 KOHIIA [TOHSUI. ..
‘Could you possibly explain... HHe MOTJIA OBI BBl OOBSICHUTH. . .

‘11. IMepenaya nudopmanuu

I’m writing to let you know that... H}I MUy, 4T00bI COOOIIHTS O ...
‘We are able to confirm to you... HMH MO>KE€M HOATBEPAUTS ...
‘I am delighted to tell you that... HMH C YJIOBOJIbCTBHE COOOIIAEM O ...

K coxalieHuto, Mbl BBIHYKJIEHBI COOOIIUTH

We regret to inform you that...
BaM O...
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‘12. IIpenJioxkenue cBoei NOMOIH |

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

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

CooOmuTe, ecii BaM ITOHAZOOUTCS MOS

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

‘13. HanomuHaHue 0 HAMEYeHHOM BCTpeYe WIH 0:KUIAHUE 0TBETA

|
‘I look forward to ... H}I C HETEPIEHUEM KTy, |
‘hearing from you soon HKor/:[a CMOTY CHOBA yCIIBIIIATh BAC |
‘meeting you next Tuesday HBCTpeqH C BaMH B Cleayrommil BropHuk |
‘seeing you next Thursday HBCTpetm ¢ Bamu B UeTBepr |
‘14. Hoamucn |
| | |
Yours faithfully, Uckpenne Bam (ecnu nmsa uenoBeka Bam

HE U3BECTHO)

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

Kpurepun oumeHKH mNHCeM: JIOTUYHOCTh COJEPXKAHUS, HAIMYME S3BIKOBBIX KIIMIIE,
yOeauTenbHOCTh apryMEHTAIU1, TPAMOTHOCTb, 0(hOpMIIEHHE pabOTHI.

MeToan4yeckue peKOMeHIAUMU 1O MOATOTOBKE M 3aIMTE MPe3eHTAIMU

Omnpenenure TemMy, 1eNb U MJIaH BHICTYTIICHUS.
Ycranosure MNPpOAOJKUTCIIbBHOCTD ITPE3CHTALUU
OO6paruTe BHUMaHUE Ha OCOOEHHOCTH CITyIIaTeNIeH;
[IpenycMoTpuTe BKIIIOYEHHE CIyIIaTesei B 00CyKACHNE TEMBI-TPOOIEMBI;
Crnenurte 3a MaHepoO# MpeACTaBICHUS MPE3eHTAMH: COONIOACHNUE 3PUTEIHLHOIO0 KOHTAKTa C
ayIUTOPHUEN, BBIPA3UTEIIBHOCTD, KECTUKYIIALMS, TEIOABUKEHNUS,
[IpenycMmoTpuTe muttocTpanuu (HO HE MeperpykainTe MU Caibl), KIIOUEBhIE CIIOBA,
O0s13aTeNBHO IPETYCMOTPUTE PETICTUIUIO BHICTYIUICHUS B COTIPOBOXKICHUH C MTPE3CHTAINCH.

TpeOoBaHMsl K NPe3eHTALMH:

ANANENENEN

AN

v 7-12 cnaiinos B PowerPoint
v [l1aH mpe3eHTanuu:
v Berymienue (mouemy BbIOpaHa aHHas TeMma Mpe3eHTanun) (2 ciaiina)
v OCHOBHas 4acTh
v 3akmroueHue (BbIBOABI) (2 crnaitna)
v Crnukep mpe3eHTyeT CBOIO TEMY M OTBEYaeT Ha BONPOCH! YYACTHUKOB.
[IpumepHble KAMIIE 15 3AIIUTHI Pe3eHTAIIUM:
Hauyano

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—

MPUCAKUBANTECH, pUrpose —

uenb, get  started — Hauath, discuss —

o0cyxnarth, feel free to ask — ceo0oHO cpamuBaiite, fresh ideas — cexue uaen.

T'1aBHast yacTh

Introduction
Formal Meeting

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

This first slide shows our agenda for the day.

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

Since we have very limited time today,

please hold your questions until the end of the

presentation.

Informal Meeting

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

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

First I would like to talk about....

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

Lastly we are going to discuss...

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

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

IIpephIBaTh

Hexotopsie (hpasbl, 1aHHBIE HUXKE, TOMOTYT HE pacTepsAThCS U CPOKYCHPOBATh BHUMAHUE
ayJIMTOpUHU B HanOOJIee BaXKHBIX TOYKAX Mpe3eHTaruu. Opa3sl OAMHAKOBBI 7S JIFOOOTO THITA
Mpe3eHTanH — (HOPMATBHOTO ¥ 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 ...
JlBuraemcs K HameMy CiaeayIomeMy cllaiay

3aKJa4eHue

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

JaBaitte cyMMHpyeM.

3aBepuInuM.

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

Hakoner, moaseneM UTor CeroHsIHAM
[JIABHBIM MOMEHTAM. ..

OTBeTbI HA BONIPOCHI

English

Russian
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Sl nymato, s oTBETHI yke Ha Bam Bompoc

I think I answered your question earlier. pasxee.

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

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

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

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

about... Ecnu s npaBuiibHO noHs1 Bac, Bel

CIIpalInuBacTEC O ...

OueHka npe3eHTanmii:
1. ECJII/I Hpe?)eHTaI_[I/I}I OILICHCHA Ha «KOTJIUYHO» CTy,Z[GHT UMECT npaBo Ha OTBCT U3 ABYX ACIICKTOB
Ha dK3aMeHe
2. OueHka Tpe3eHTAlUN CKJIAIbIBACTCS U3 TOJOCOBAHUS YYACTHHKOB U TMPOQPECCHOHATHHOTO

MHEHHUS MpernoiaBaTenei

MeToanueckue peKOMeHIAUM 10 padoTe ¢ KeilcaMu

«Keiic-cragm» (0T aHri. «case study» — u3ydeHre KOHKPETHOTO ciIy4asi / MPoOIeMbl / CUTYaIIHH ).
CyTh Kelc-TeXHOJIOTHH 3aKII0YaeTCs B TOM, YTO CTYIEHTaM IpejIaraeTcsi OCMBICIUTD JI€JI0BYIO
CUTYAIINIO, B3SATYIO U3 pEaIbHON SKOHOMUYECKOM MPAKTUKH, KOTOPAsi HE TOJIBKO OTPaXKaeT KaKylo-
aM00 MPaKTHUYECKYI0 MpoOjeMy, Kak MpaBWIIO, HE UMEIOIIYI0 OJHO3HAYHOTO pPELIEHHUS, HO U
KOTOpasi aKTyaJu3upyeT OINpeleTIeHHBIH KOMIUIEKC MPO(eCcCHOHANBHBIX W KOMMYHUKATHBHBIX
3HAHUU U YMEHUH.

Y4yacTHHUKaM MmpeiaraeTcs CTaTh MPeJCTaBUTEIIMUA KOMIAHUH, TPOOIEMBI KOTOPOW OHH TOJIBKO
YTO JETalbHO M3y4YWJIHM, U BBICKA3aTh CBOIO TOUKY 3peHUsl cCHadajga B ¢GopMe Mpe3eHTalHuU
(MOHOJIOTHYECKAs peUb), a 3aTEM MPUHSATH YYaCTHE B AUCKYCCHH/TIEPETOBOPAX (IUATIOTUYECKAs U
noyisiornueckas GopMbl OOIIEHMsI), B XO0J€ KOTOPOW MOJDKHO OBITh HAWIEHO ONMTHMAIBHOE
pelieHue.

Cxema padoThI ¢ «case study»
Jrtan 1. Opranu3zanuoHHas cTajausi padoThbl HAJL KeilcoM

\ 3HAKOMCTBO C COAEPKaHUEM JIEJTIOBOM CUTYAIIMHU |
v

| [TpeaBapuTennbHOE 0OCYKIECHUE ACIIOBON CUTYAITH \
e I

BricTymiieHus1 y4aCTHUKOB CUTYaLlUHU | ‘ [TonBeneHue UTOrOB MPENOAABATEIIEM
v
| dopMUpOBaHKE MAJIBIX NOATPYMNI U3 3-5 YeoBEK ‘
v
| Bri6op nuaepa B moarpymnmax \
v

| Br16op muHUM noBeieHUs KOKIO0N MOATrPYIION ‘
v
| KommenTapun npenogaBaTenst 00 o0beMe MpeAcTosIed padoThl \
Jrtan 2. Pabouas cragusi padoThl HAA KelicoM

‘ JeranbHoe U3ydYEeHHE 1EJI0BOM CUTYAllUH YYaCTHUKAMHU JEJI0BOU CUTyalluU |
v

AHanu3 1e10BOM CUTYallUK B KaXA0W MOATPYIIe
Pa3paboTka njaHa npe3eHTaluy aHajau3a

el T

| Jluckyccus B MaJIbIX IPpynmax ‘ ‘ [IpuHATHE penieHU
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CpaBHenue pesynbratoB pabotel ¢ | KoopauHamus NEeATEIbHOCTH

JAPYTUMHU MOATPYIIaMHU npenojaBaTesieM
v

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

| IIpuEsITHE OKOHYATEIBHOTO, HanboIee Y3 PEKTHBHOTO PEITeHHS! |
v

| [TogseneHne NTOroB paboOThI HA/T IETOBON CUTYaIueH \

e T~

| KoMMeHTApHH YYaCTHHKOB CUTYAIlHH | | KoMMeHTapHH IIpernoiapaTels

v

| OreHka npernojaBaresaeM paboThl KaKI0H MOATPYIIITHI \

IIpumepHbIe I3bIKOBbIE KJIHIIE 1JIs MPe3eHTANNM Keiica

1. Introduction. Background information.

Let me present (to you) a case which is devoted to the problem/question of... (which deals
with/concentrates on). To start with, I’ll give you some background information.

The company .... operates in the ... industry, it produces/offers/provides..... on/in the ....
market.

The company is based in...., it was founded in... by....

The company has a competitive edge over the rest of the industry/ its competitive
advantages/unique selling propositions are...

2. Problem.

The problem the company faces is the following/as follows:...

The possible reasons for such a failure might be...

So the purpose of my presentation is to find ways ... (to overcome these obstacles/to
eliminate this risk/to increase the company’s sales) or

My task is to analyze the current situation and suggest a solution to the problem/possible
ways out/measures to improve the situation.

3. Solution.

The case offers /mentions a few options/there are a number of options in the case...

Let me enlist/name the options mentioned in the case...

Let’s dwell on their advantages and disadvantages/benefits and drawbacks/pros and
cons/strengths and weaknesses

In my opinion/to my mind/from my point of view/ as far as I am concerned

If the company implements the first idea, it will only benefit from employing this strategy
because...

It’s worth doing... for a number of reasons. On the one hand... on the other hand...

The most sensible/ profitable/shrewdest thing to do is...

It makes no sense to ..../ it doesn’t make much sense to...

The risks of this strategy are quite obvious. It might lead to/result in... or the company
might end up doing...

4. Conclusion.

As you see the advantages of this option outweigh its disadvantages. If the company
follows the above-mentioned plan it will hopefully regain its position on the market.

That seems to be all I wanted to say, now I’m ready to answer your questions.

MeToanyeckue peKOMeHAAMH MO COCTABJIEHHIO pe3loMe
Your resume is one of the most important tools you have when you are looking for a job. If
you are planning to spread your wings and soar higher in your career, you need to make your
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resume as attractive as possible, because with a solid resume you stand a better chance of landing
a good job. In your resume you need to enumerate your personal details clearly and in the correct
order.

1. Start with personal information. State your full name, your address, your contact phone
numbers and your e-mail address.

2. Define your career objective.

3. Education. State your education qualifications starting with the most recent. Be sure to list
all certificates and diplomas you have received. State all your academic achievements. (e.g.
graduated with honors, or excelled in Maths and English, or made straight As in Maths and
Languages).

4. State your actual work experience. Highlight abilities, skills and experience you have
acquired. They should be related to the job you are applying for. If you have little or no work
experience, concentrate on your skills and abilities.

5. You may also include information about some additional skills, languages you know (e.g.
good working knowledge of Microsoft Word and Excel, Russian — native, fluent in English ,
knowledgeable in French and German, full current driving licence).

6. You can also include interests and activities that say something positive about you.

7. If you have no work experience, it will be a good idea to highlight your personal skills and
qualities that are relevant to the position you are applying for (creative, sociable, resourceful, able
to work under pressure of deadlines, reliable, a good team player, a quick learner, results oriented,
excellent communication, organizational and time management skills).

Remember that long resumes are no longer in favour, and the single-page format gets the best
result with the employer.

Your resume should not be a repeat of your cover letter.

If you have recommendation letters, include those too as separate attachments.

Bear in mind that the image you will create with your resume, must match the salary and
responsibility level of the position you are applying for.

Ili1an npakTHYeCKUX 3aHATHH

1. Ilucomennasn peus.

OCHOBBI J€10BOM MEPENUCKU: KIIMIIE, IIAaKa NUCbMa, OCHOBHBIE COKpalleHus. [Tucemo-
comnpoBokaenue. [Iucemo-noareepxaenue. [lucemo-3anpoc. IlnceMo-mpocsda. Pestome.

2. Ayouposanue.

Bocnpusatue peun (paznuueHue 3BYKOB, MHTOHALMOHHBIX W PUTMHYECKUX MOJCIIEH,
naysalim); paclo3HaBaHUE CIIOB (BOCHIpHUSATHE 3BYKOBOro o0Opa3a clioBa, COOTHECEHHE ITOrO
oOpa3za ¢ BOKaOyJsIpOM, BOCCTAaHOBIIEHHE JIEKCHUKO-TPaMMaTHYeCKOH M CEMaHTHYEeCKON
nH(OpMaIU O CIIOBE HAa OCHOBE BOCIIPHUSATHS €0 3ByKOBOM 000JIOUKH ); 00pab0TKa MpeII0KeHUMA
(mapuennsnus, OmpeneNieHne CTPYKTYPhl TPEUIOKCHHSI, BBISIBJICHHE €ro KOMIIOHEHTOB);
MOCTpOCHHE OYKBaJbHOTO CMBICTIA TPEAJIOKEHUs (BBIOOp pENEeBAaHTHOIO 3HAYEHUs IS
MHOTO3HAYHBIX CJIOB); COXpaHEHHE WH(GOpMAIlMM B KPATKOCPOUHOW IMaMSATH; PaclO3HABaHUE
KOT€3UBHBIX CPEJCTB B PEUU; HHTEPIIPETALNS UMILUIULIUTHOTO COIEP>KaHUS U UHTEHIIUU PEYEBOTO
aKTa; MPOrHO3MPOBAHUE;0PUCHTAIINS B CUTyalud, (OPMYIIMPOBKA OTBETA.

3. JIekcuka.

Jlexcuueckuil 3amac aHMIMUCKUX (PAa3eoOrHYecKX W HIHOMATHYECKHMX 000pOTOB,
yCcBOEHHE Hanboee ynoTpeOUTeNbHbIX CHHOHUMOB, aHTOHMOB M OMOHHUMOB aHTJIMHCKOTO SI3bIKa IO
CJEIYIOIIUM TEMAM:

Forms of business organizations
Company structures
Management

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

Ethics in business
Managing change

o Branding

4. I'pammamuxa

Mopddosiorus

I'narosa. JleWicTBUTENBbHBIA W CTpanaTelbHbIN 3amoru (Active and Passive Voices).
OcobeHHOCTH TepeBo/ia CTPaAaTeIbHbIX KOHCTPYKIUI HA pyCCKUH sI3bIK. MOabHbIE TI1aroibl U
UX 3KBUBAJICHTHI. [ 1arossl to be u to have, ynotpebdinsiomuecs B CaMOCTOSITEIbHOM, MOJIAIbHOM
(OKBUBAJICHTHO  MOJAIBbHBIM  TJIArojaM,  BBIPAKAIONIUM  BO3MOXKHOCTh,  BEPOSTHOCTH,
JOJI’KEHCTBOBAaHKE) M BCIIOMOTraTelIbHOM 3HaueHUsX. OCHOBHBIE CBEIEHHS O COCllarareIbHOM
HAKJIOHCHUU.

Hennunsie popmer rinarona: naduantue (Infinitive) u ero @pynknuu; repynnuii (Gerund)
u ero (ynkumym; npuuactus (Participle 1 u Participle II) B ¢yHKkumMax omnpexneneHus u
obcrositenscTBa. CiioxHbIe POPMBI HHOUHUTHBA U IPUYACTHS.

CuHrTakcuc

IIpocroe pacnpocTpaHeHHOe NnpeaJioKeHune. [Tpsamoit MOPSI0K CJIOB
MOBECTBOBATEIHLHOTO M MOOYIUTEILHOTO MPEJIOKCHU B YTBEPAUTEILHOW M OTPHIIATEIHHON
dopmax. OOpaTHBIHI MOPSAIOK CIIOB BOMPOCUTEIHHOTO MPEATOKEHUS.

C/105)kHOCOYMHEHHOe M CJO0KHONMOAYMHEHHOe Tmpeaso:keHusa. HezaBucumblit
(camMoCTOSTENBHBIN) TPUYACTHBIN 000p0T. UHOUHUTHB B QYHKIIMHK ONIPENeICHUS U TIEPEBOJI €T0
HAa PYCCKHHM $3BIK ONPEACTUTENbHBIM MPHUAATOUYHBIM  MpeaiaoxkeHueM. OObeKTHUBHBIN
uHGUHUTUBHBINA 000poT (the Objective Infinitive Construction/Complex Object); cyObeKTUBHBIIM
nHpuHUTHBHBIN 000poT (the Subjective Infinitive Construction/Complex Subject).

5. Kommynukamuenas npakmuka.

PeueBble akThl U CUTYallMOHHO ONpaBJaHHOE peueBoe noBeAeHue: KoMMyHUKaTHBHBIE
NEHCTBUS, HAIMpPaBJIICHHBIE HA Yy4eT MO3UIMH cobeceqHuKa MO0 mapTHEpa MO ACSITENbHOCTH
(MHTEJUIeKTyalbHBI AacleKT KOMMYHHKAIuM). PedeBble NEHCTBUS, CIy)Kallle CpelCcTBOM
KOMMYHHKAIMK (Tiepenaud WHQOPMAIUM JPYTUM JIFOJASM), CIIOCOOCTBYIOT OCO3HAHHMIO U
YCBOGHHIO OTOOpakaeMoro cojaepkanus. KoMMyHUKaTHBHbBIE AEWCTBUSA, HaIlpaBJICHHbIE Ha
KOOIEPalMIo, T.€. COTJacOBaHHE YCWJIMH IO JOCTIKEHUIO OOIIel IenH, OpraHu3alud H
OCYIIECTBIICHUIO COBMECTHOM JI€ATEIbHOCTH

PexomMengauum no o0y4eHuro HHBaJIUA0B 1 jun ¢ OB3

OcBoeHne MUCHMIUIMHBI HHBaNMUAaMu U Junamu ¢ OB3 mMoxeT ObITh OpraHu30BaHO Kak
COBMECTHO C JpPYrUMH O0OydYarollMMHCA, TaK W B OTHENbHBIX Trpynnax. [Ipeamomaraiorcs
CriellMaibHbIe YCIOBUA IS TIOTY4YeHUsl 00pa3oBaHMs HHBAIMAaMHU U nuiiamu ¢ OB3.

[Tpodeccopcko-nenarorn4eckiii cocTaB 3HAKOMHUTCS C TICHXOJIOTO-(PU3NOIOTHYECKUMU
0CcOOEHHOCTIMH O0y4aroImuxcs MHBATHIOB M Jul ¢ OB3, WHAMBHUIYaNbHBIMH MPOTPaMMaMH
peabunuTaruu  WHBaTUAOB (mMpu Hamuwuuu). [Ipy  HEOOXOAMMOCTH  OCYIIECTBIISICTCS
JOTIOTHUTENbHAS TOMJCPXKKA TMPENoJaBaHusl THIOTOPaMH, TICHXOJIOTaMH, COIMATbHBIMU
pabOTHUKAMU, POLIECIIIMMH MTOATOTOBKY aCCUCTEHTaMHU.

B cooTBeTcTBHM C METOANYECKHMMHU peKoMeHaanusaMu MuHoOpHayku PO (yTB. 8 ampens
2014 1. Ne AK-44/05BH) B Kypce MpearonaraeTcs HCIOIb30BaTh COIMAIBHO-aKTUBHBIE H
peduiekcuBHBIE METOJBbI OOYYEHHsS, TEXHOJOTHMHM COLMOKYJIbTYpHOH peadMIIMTAllUUd C LEJIbIO
OKa3aHHUs MOMOILIM B YCTAHOBJICHUU IOJHOUEHHBIX MEXKIUYHOCTHBIX OTHOUIEHWH C JAPYTUMHU
CTYACHTaMH, CO3/IaHUM KOM(pOPTHOIO ICHUXOJOTMYECKOr0 KJIMMaTa B CTYICHYECKOW TpyIIIe.
[Tonbop m pa3paboTka ydeOHBIX MaTEPHAIOB MPOU3BOIATCS C YYETOM TIPEIOCTaBICHUS
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MaTepuaia B pa3IMUHbIX (opMax: ayIuabHON, BU3YaJIbHOM, C MCIOJb30BAaHUEM CIEIIHATbHBIX
TEXHUYECKUX CPEACTB U NH(DPOPMAIIMOHHBIX CHCTEM.

Menunamatepraibl TakKe CIEAYeT HCIOJb30BaTh H  QJalTHPOBATh C  YYETOM
WHIANBUAYATBHBIX OCOOEHHOCTEH 00yueHuss nHBaU 0B 1 uI] ¢ OB3.

OcBoeHuEe OUCHMIUIMHBI HMHBamuaamMu u Junamu ¢ OB3  ocymectBisieTcs ¢
UCIIOJIb30BAaHUEM CPEACTB OOy4YeHHs OOIIEr0 W CIEIUAIBHOTO Ha3HA4YeHUs (IMIEPCOHAIBLHOTO U
KOJUICKTHBHOT'O HCIIOJIb30BaHUs). MaTepraibHO-TEXHUYECKOE OOCCTICUCHHE MPEeayCMaTPUBACT
npucnocoOIeHrne ayAuTOpHil K Hy>kKJaM HHBanu0B U ui ¢ OB3.

dopma MNpOBENECHUS AaTTECTAllUM JUIsl  CTYJAEHTOB-UHBaIuaoB u Jjun ¢ OB3
YCTaHABIMBAETCS C YUYETOM MHIUBHIYyATbHBIX ICUXO(PU3NIECKIX 0COOCHHOCTEH. J{71s1 MHBaTUI0B
n i ¢ OB3 mpenycmaTtpuBaeTcsi nocTymHas ¢GopMa MPeIoCTaBICHUS 3aJlaHUM OIICHOYHBIX
CPENCTB, @ UMEHHO:

— B IIEYATHOW WJIU AJIEKTPOHHOU (popme (ISl JIUIl C HAPYIICHUSIMUA OMOPHO-BUTATEILHOTO
amnmnapara);
— B mevyaTHOH (¢opme WIM 3NEeKTpoHHOH ¢QopMe ¢ yBETMYEHHBIM HIPUPTOM U

KOHTPACTHOCTBIO (JJIs JIUI] C HAPYUICHUSMH CITyXa, PeUd, 3peHHUs );

— METOIOM UYTEHHUS aCCUCTCHTOM 3aJIaHMsI BCITYX (IJIs1 JIUI] C HAPYIIICHUSMHU 3PEHUS).

CrynentaM ¢ MHBaIuAHOCTHIO M JinnaMm ¢ OB3 yBenuuuBaercs BpeMsi Ha MOATOTOBKY
OTBETOB Ha KOHTPOJILHBIE BOMPOCHI. J{JIs1 TAKMX CTYIEHTOB MPEyCMaTPpUBACTCS JOCTYITHAs hopma
MPE0CTaBIICHUS OTBETOB Ha 3a/1aHUs], 4 UMEHHO:

— THUCHMEHHO Ha Oymare uiau HabopoM OTBETOB HAa KOMIBIOTEpPE (IJIs JTUI] C HAPYIICHUSIMHI
ciIyxa, peun);
— BBIOOPOM OTBETA M3 BO3MOXXHBIX BAPHAHTOB C MCITOJIB30BAHUEM YCIYT acCUCTEHTa (s

JUI C HAPYLIEHUSIMUA ONTOPHO-/IBUTATENILHOIO aIlapara);

— YCTHO (U151 JIULI C HAPYUICHUSIMU 3PEHUS, OTIOPHO-JIBUTATEIBLHOTO anmnapara).

[Tpu HEoOxomamMocTH Jyisi 00ydYaroImMXCcs ¢ WHBAIUIHOCTRIO U jull ¢ OB3 mpouemypa

OIICHUBAHMSI PE3YJIbTATOB O0YUEHUS MOXKET MPOBOUTHCS B HECKOJIBKO ATAIOB.

12. Onucanue MaTepuajibHO-TEXHUYECKOI 0a3bl, HE00XOAUMOM ISl OCYLIECTBJICHUS
00pa30BaTeIbLHOIO NMpPoUecca Mo JMCUUILIHHE

YueOHas ayauTopusi, TpeAHA3HAYCHHAs JUIsl TPOBEICHUS YYCOHBIX 3aHSATHH,
IOPEIYyCMOTPEHHBIX  HacTosmied  paboueil  mporpaMMoil  JUCIHMIUIMHBI,  OCHAIllEHHAas
000pyI0BaHNEM M TEXHHUUYECKUMU CPEACTBAMH 00YUYEHHUSI, B COCTAaB KOTOPBIX BXOJIAT: KOMIUIEKTHI
CHeLHMATU3UPOBAHHON yueOHOI Mebenu, JoCKa KiacCHasi, MyJIbTUMEAUHHBIA MPOEKTOP, dKpaH,
KOMIIBIOTEP C YCTAHOBJIEHHBIM JIMIICH3UOHHBIM IPOTPAMMHBIM 00€CIIeUeHUEM, C BBIXO/IOM B CETh
«MHTEpHET» U TOCTYIIOM B 3JIEKTPOHHYIO HH(OPMAIIMOHHO-00pa30BaTEIbHYIO CPEy.

IToMemeHue 11l CAMOCTOSATEILHOM PadOThHI 00y4alOUIUXCH — Ay IUTOPHSI, OCHAILICHHAS
CJIEAYIOUIMM 000pYyIOBaHUEM M TEXHHYECKHMH CPEICTBAMH: CIEIHATU3UPOBaHHAsA MeOenb s
npenoaaBaTess U 00yJaroIuxcs, Jocka yueOHas, MyJIbTUMEIUNHBIA IPOEKTOP, 3KpaH, 3ByKOBBIE
KOJIOHKH, KOMITBIOTEp (HOYTOYK), MEepCOHANTbHBIE KOMITBIOTEPHI IJsi paboThl OOYYAroOmIMXCs C
YCTaHOBJICHHBIM JIMIICH3MOHHBIM IPOrPaMMHBIM OO€cTieYeHHEM, C BBIXOJIOM B ceTh «HTepHET»
U JIOCTYTIOM B 3JIEKTPOHHYIO HH(OPMAIIMOHHO-00pa30BaTEIbHYIO CPEy.
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