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1. Ieap u 3a7a4u JTUCHUILTHHBI

Heab mucuUIIMHB « AHTTUHACKHUH S3BIK T MPOGECCHOHATBHOTO OOIIEHUS» - Pa3BUTDH Y
CTYJE€HTOB KOMMYHHUKAaTUBHYI0 KOMIIETEHIIMIO, YPOBEHb KOTOpPOM IO3BOJMT HCIIOJIB30BAThH
AQHMIMHCKUHA  S3bIK B IPOQECCHOHATIBHOM JIeATEIbHOCTH, MOBBICUTH YPOBEHb BIIAJCHUS
AQHTJIMHCKUM SI3BIKOM, JOCTUTHYTBHIM Ha MPEbIAYLIEM JTale, a TaKXKe 3aJ0XKHUThb OCHOBY MAJIs
JaJIbHEHMIero u3y4eHus NpopecCuoHaNbHOIO ACHEKTa SA3bIKA.

3agauu AUCHMILINHBI:

— JOCTIKEHHE HEOO0XOAWMOrO YPOBHS JIMHI'BUCTUYECKUX HABBIKOB — HW3YyYEHUE U
UCIIOJIb30BaHUE JIEKCHYECKUX M IPaMMaTHUYECKUX €AMHUIl B 00beMe, KOTOPbI HEOOXO0AUM JIs
TBOPYECKOH JIeATENTFHOCTH B MPO(ECCHOHAIBHBIX chepax v CUTyaIusX;

— pa3BUTHE NUCKYPCUBHBIX HABBIKOB - YMEHHUS IMOCTPOEHHUS LEJIOCTHBIX, JIOTUYHBIX
BBICKA3bIBaHUH (IIMCKYpCOB) pa3HBIX (YHKIMOHAJIBHBIX CTHJEH B YCTHOH W NUCHMEHHOM
KOMMYHHKAI[MY HAa OCHOBE IIOHUMAHUS Pa3JIMYHbIX BUJIOB IIPO(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 UCCIIEOBATEIbCKUX YMEHUM;

— pacuMpeHHe Kpyro3opa M IOBBIIICHHE OOILIeH KyJIbTYphl: H3yU€HHE KYJIbTYPHBIX
0COOEHHOCTEH, HPAaBOB, OOBIYAEB CTPAH M3yYaeMOTIO s3bIKA, ITUKH, BOCHUTAHUE TOJEPAHTHOCTH
Y YBaKEHUS K JYXOBHBIM IIEHHOCTSIM Pa3HbIX CTpaH U HApOJOB.

2. MecTO TUCHUNJIMHBI B CTPYKTYPe OCHOBHOI NpogecCHOHATBLHOI 00pa3oBaTeib-
HOIl MPOrpaMMbl BbICIIEr0 00pa3oBaHMs

JucrunianHa « AHTITMUCKUAN S3BIK TSI TPOECCHOHAIBHOTO OOIIEHUS» BXOJIUT B YacTh
y4eOHOro miaHa, GopMUPyEeMyI0 yYaCTHUKaMU 00pa30BaTeIbHBIX OTHOLICHHH 110 HAMIPABIICHUIO
noarotoBku 38.03.02 MeHemKMEHT, HalpaBlIeHHOCTh (Mpoduias) «MeHeKMeHT B puHaHCAX U
BHGHIHGBKOHOMH‘IGCKOﬁ NCATCIIBHOCTU».

3. O0beM AUCHUNJIMHBI B 32a4€THBIX ¢INHUIAX U AKaJeMUYeCKHX 4acax ¢ yKka3a-
HHMEM KOJHMYecTBA aKaJeMHYeCKHX YacOB, BbIIeJeHHbIX HA KOHTAKTHYI0 padoTy o0y4aro-
IIMXCA € mpenoaaBaTeJieM (10 BUAAM Y4eOHBIX 3aHATHI) M HA CAMOCTOSATEJIbHYI0 padoTy
00y4aromuxcs

OO6m1ast TpyA0EMKOCTh TUCIIUIUIMHBI COCTaBIsIeT 12 3au€THBIX equHull, Beero — 432 daca.

Bcero uacos

Buna yueOHoii padoThI 0YHO-3204YHAaA
o4yHas popma
dopma o0yue-
o0yueHust
HHA
KonTakTHasi padoTta ¢ npenogasareiem (Bcero) 168 96

B ToM uucie:

3anarus JICKIIMOHHOI'O TUIIA - -

3aHATHSA CEMUHAPCKOTO THMA (MMPAKTUUECKUE 3aHSATHS) 168 96
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CamocTrosiTeibHas padoTa (Bcero) 237 | 309
KoHTpoab 27

dopma KOHTPOJIS 3auer ¢ OlleHKOM, JK3aMeH
Oo0mast Tpy10éMKOCTb TUCHMILIHHBI 432

4. [lepevyeHb MIIAHUPYEMBIX Pe3yJIbTATOB 00YUYEeHUS M0 JUCHMUILINHE, COOTHECEHHBIX € MJIa-
HHUPYEeMbIMH pe3yJIbTaTaMH 0CBOEHUsI 00pa30BaTeIbHON MPOrPaMMbI

Kona n HaumeHoBaHue
KOMIIeTeHI[ UM (1ii) BbI-
NMYCKHUKA

Koa v HauMeHOBaHHe HHIH-
KATOpPa JOCTHKEHUS] KOMIIe-
TEeHINH

I[InanupyemMble pe3ybTaThl
00y4YeHus M0 JUCUMUILINHE

KommyHnukanus

YK-4

Crioco6eH oCyIIeCTBISITh
JIETIOBYIO KOMMYHHUKAITHIO
B YCTHOM M MUCbMEHHOMN
(dhopmax Ha rocyapCcTBEH-
HOM s13bIKe Poccuiickoi
denepanu ¥ THOCTPaH-
HOM(BIX) sI3bIKE(aX)

NYK 4.1

OcymecTBiIsIET IeNOBYI0 KOM-
MYHUKALUIO B YCTHOH (opme
Ha PYCCKOM M HMHOCTPAaHHOM
SI3BIKAX.

NYK 4.2

Ocy1ecTBIIsIET JEI0BYIO KOM-
MYHHKAIHUIO B MMCbMEHHOM
¢dopme Ha pyCCKOM U UHO-
CTPaHHOM SI3BIKaX.

3HaTB: TIpaMMaTHYECKHE IIpa-
BUia, (OpMBI U KOHCTPYKIUH,
JIEKCUKY aHTJIMKACKOTO sI3bIKa, He-
00XOUMBIE ISl OCYILECTBICHUS
PO eCCHOHAIIBHOTO OOIICHHUS B
pamMKax OIpeeIeHHbIX TEM.
YMeTb: JOTHYHO, apryMEHTHPO-
BaHO U KOPPEKTHO IMOATOTOBUTH
YCTHBIE U NMHCbMEHHBIE BHICKA3bl-
BaHHs Ha MHOCTPAHHOM S3BIKE B
MpopeCCUOHATPHOM  OOIIICHUH.
Bnapers: HaBbIKAMH HUCIIOJIB30BA-
HUS MOHOJIOTHYECKON M TUAJIOTH-
YECKOM YCTHOM M NMCbMEHHOMH
peun B cUTyauusix MpogeccHo-
HAJIBHOTO B3aUMOJICHCTBUS B IIpe-
Jenax U3y4eHHOTO S36IKOBOTO Ma-
Tepuana.

K-4

Crioco6eH oCyIIeCTBISITh
JIEIIOBYI0 KOMMYHUKAIIUIO
1 JTOKYMEHTAI[HOHHOE
obecrieyeHre BHEITHEIKO-
HOMHYECKOU NeITEILHO-
CTHU

HIIK 4.1

['O0TOBUT K 3aKIIFOUCHUIO BHEIII-
HETOPrOBBIM KOHTPAKT

HIIK 4.2

Ocy1iecTBiIsSIET TOKYMEHTAPHOE
CONPOBOXKAEHNE BHEITHEIKOHO-
MHUYECKOM JIeATSIHLHOCTH.

HIIK 4.3

VYuacTByeT B OpraHu3aluy 1 Be-
JICHUHU TEPEroBOpOB, B T.4. HA
aHTIINHCKOM SI3BIKE.

3HATB: JIEKCUKY AaHIJIOSA3BIYHOIO
O0I1IeH!s1, OCHOBY YCTHOW U MHUCh-
MEHHOH PE€YU B JEJIOBOH KOMMY-
HUKaLHH.

YMerb: NpUMEHATH OJyYEHHBIE
3HaHUs B (POPMUPOBAHHUU CTpaTe-
I'MH YCTHOTO ¥ IUCbMEHHOT'O KOH-
CTPYMPOBAaHUS M WHTEpPHpETaLUU
AHTJIOSI3BIUHBIX TEKCTOB IIPH pe-
MIEHUU TPOo(eCCUOHATBHBIX 3a-
nad.

Buiiasers: HaBbIKAMHU pPEYEBOTO U
MUCHbMEHHOTO OOIIEHUS Ha aH-
IJIMACKOM SI3bIKE B KOHKPETHBIX
podeCCUOHATIBHBIX CUTYAITHSIX.




5. Conepxxanue Q¥ CHUILTHHBI

HauMeHnoBanue teM
(pa3aesioB)

Conep:xanue Tem (pa3aesioB)

Temal. Forms of
business activities
®dopmbl Ou3HEca

Jlexcuka: TepMuHBI B 00JacTH JA€NOBBIX (OPMATbHOCTEH, HAJIOTOB,
IOPUINYECKHE CTaTyCHI KOMITaHHUH, WHIUBUIYATBHOE
MpeANPUHUMATEIBCTBO, TOBApHILECTBO, AaKIHMOHEpHOE OOIIECTBO, HUX
MPEUMYIIECTBA U HEJOCTATKH

Yrenue: Sole Proprietorship, Partnership, Corporation.

['pammaruka: TUYHBIC, TPUTSDKATEIbHbIC, yKa3aTeIbHbIE MECTOUMEHHUSL.
Heonpenenennas ¢popma riarosos. CiioBooOpazoBaHue, 00bEKTHBIN MAICK.
ITopsanok ciioB B peyioKeHUH. BonpocuTenbHble cioBa. APTHKIH.
KonunuecTBeHHbIE U TOPSAAKOBBIE YHCIUTENbHBIE.

YcrHas pedb (MOTMIIOTuYecKas):

-IIPEUMYIIECTBA U HEJOCTATKH pa3HbIX (popm Ou3Heca

YcrHas pedb (MOHOJIOTHYECKAs ):

- pucku UIIT

[TuceMenHas peus: keiic Belt Up

Tema 2. Levels and areas
of management

YpoBHU U chepsl
YIpaBICHUSA

Jlexcuka: TepMuHBI B chepe yrpaBieHus, ypOBHU MEHEKMEHTA, TPYAOBbIE
0053aHHOCTH, HA3BaHUS U OTBETCTBEHHOCTH OT/ICJIOB OpraHU3aluu
Urenmue: Levels of Management, Organization Chart

I'pammaruka: [Topsaok  cnoB B npemioxeHud. llopsnok cioB B
CaMOCTOSITEILHOM TIOBECTBOBATEIbHOM IpeasiokeHuu. [lopsaok cioB B
BOIIPOCUTENILHOM NPEUIOKEHUH. BpeMeHa akTMBHOI O 3aj1ora.

YcrHas pedsb (MOTUIOrHIecKas):

-00Cy’XJIeHHE TPYIOBBIX 00S3aHHOCTEHN YIIPABIICHIIEB PA3HBIX YPOBHEN
YcTHas pedb (MOHOJIOTHYECKas ):

- IOKJ1a/1 00 OTBETCTBEHHOCTSIX OT/IEJIa KOMITAHUHU

ITucebmMeHHas pedb: Keic SUCCess

Tema 3. Organizational
structures
Opranu3zalnoHHbIE

CTPYKTYpbI

Jlekcuka: TepMUHBI B 00JAaCTH OpPraHM3allMOHHBIX OCOOCHHOCTEH
OpraHu3aluii, BUJbl CTPYKTYD, PECTPYKTYpH3aLUs

Urenue: Types of organizational structures, Restructurization

I'pammaruka: [lopsimok CIOB B BONPOCUTENBHOM TpeioxkeHuu. [lopsmok
CJIOB B BOCKJIMIIATETILHOM IPEITIOKEHUU. BpeMeHa macCuBHOTO 3aJora.
YcrHas pedb (MOTUIOrHIecKas):

- IPEUMYIIECTBA U HEAOCTATKH PA3IMYHBIX OPraHU3alOHHBIX CTPYKTYP
YcTHas pedb (MOHOJIOTHYECKas ):

- OIIUCAHUE CTPYKTYPHI KOMITAHUN

ITucemennas peun: keric Wildberries

Tema 4. Management
MeHemKMEeHT

Jlexcuka: TCPMHHBI B O6HaCTI/I MCHCP’KMCHTA, CTUJIN YIIPABJICHHA, TUIIbL
MEHEIKEPOB

Urenne: What is management, The big three management styles
I'pammartnka: UHQUHUTHB 1 €ro KOHCTPYKIIUH.

YcrHas pedb (MOTMIIOTHIecKas):

- 00Ccy/IeHHE TUIIOB YIIPaBIEHIEB U UX KaYeCTB

YcrHas pedb (MOHOJIOTHYECKAs ):

- OIIMCaHMe CTUJIeH ynpaBieHus

[TuceMenHas peus: keiic Peter Drucker

Tema 5. Leadership
JIupepcTBo u nunepckue
KauecTBa

Jlexcuka: TepMHUHBI B 00JIaCTH JIMJIEPCTBA, JIUIEPCKUE KaUeCTBa,
UYrenue: Leadership qualities: what does it take, Business leader briefings
['pammaruka: ['epyHauii, KOHCTPYKIIMU C TEPYHAUEM.
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YcrHas pedb (MOIMIIOrn4ecKas):

- 00CyXJICHHE THUIIOB YIIPABJICHIIEB U X Ka4eCTB
YcrHas pedb (MOHOJIOTHYECKAs ):

- OTIMCAHNE CTHJICH yIpaBICHUS

[TuceMenHas peus: keiic The new boss

Tema 6. Recruitment
[Ton6op nepconana,
PEKPYTHUHT

Jlexcuka: TepMHHBI B OOJIAaCTH PEKPYTHUHIA, XEIXAHTUHT, €ro BUIBI U
METO/IbI, peYEeBBIC CTPYKTYPBI 1 000POTHI HA COOECEOBAHUH MIPU MTPHEME Ha
pabory

Yrenue: Methods of selection, A job interview, Headhunting

I'pammatuka: YcioBHble npeasioxkenus. CocnaraTeaIbHOE HAKJIOHEHHUE.
YcrHas peds (MOTMIIOTHIecKas):

- METO/Ibl peKpYyTHUHTa, cOOeceJ0BaHKe

YcrHas pedb (MOHOJIOTHYECKAs ):

- keiic Orbit Records

[TuceMeHHas peyb: HamMCcaHue COOCTBEHHOTO PE3IOMe

Tema 7. Marketing
MapkeTusr

Jlekcuka: TepMUHBI B 00JIaCTH MapKETHHTA, MCCIICAOBaHNS PhIHKA, [ICJICBBIC
PBIHKH, CETMEHTAIUS PhIHKA

UYrenue:

I'pammaruka: CriocoObl BeIpakeHUsT OyIyIero, BpeMeHa aKTUBHOTO H
MIACCUBHOTO 3aJI0Ta — IIOBTOPEHHUE.

YcTHas peds (MOTMIIOTHIecKas):

- oocyxnenue 4 11 mapkeTunra

YcrHas pedb (MOHOJIOTHYECKAs ):

- IOKJIaJ] O METO/IaX MCCIIeIOBAHMS PHIHKA

[TuceMenHas peus: keric Virgin Mobile

Tema 8. Promotion
[Tponsuxenne OpeHa Ha
PBIHKE

Jlexcuka: TEpMHUHBI B 00JIACTH MapKETHHTA U PEKIIaMbl, BUIbI PEKIIaMbI
Yrenue: Uses of Advertising, Promotion, Promotional Mix

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

YcrHas peusb (MOTUIOrHIecKas):

- o0cy>kaeHne GyHKIUN peKIambl

VYcTHas pedb (MOHOJIOTHYECKAs ):

- TOKJIa]l Ha TeMYy BBIOPAHHOTO BUJA PEKIIAMBI

[TucemenHas peub: keric Danger Zone

Tema 9. International
Trade

Bremnss Toprosiis

Jlekcuka: TepMHMHBI B OOJIaCTM BHEIIHEH TOPrOBIIM, BHELIHHE PBIHKU,
CTEpPEOTHUIIbI u KyJIbTYpHBIE 0COOEHHOCTH, MEXTyHapOHbIE
YKOHOMHYECKHE COIO3bI U OPTaHM3AINH, CAHKIIUYA U OTPAHUYCHUS

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

I'pammaTuka: MonanbHbIe TIarobl, OTTEHKH MOJAIbHOCTH

YcrHas pedb (MOTMIIOTHIecKas):

- 00CYy’XJIeHUEe CaHKITUH BHEITHEH TOPTOBITH

YcrHas pedb (MOHOJIOTHYECKas ):

-noxian o BTO

ITuceMeHnHas peus: acce EBponeiickuii Coro3




6. CTpykTypa IUCHMILUIMHBI 110 TeMaM € YKa3aHHEM OTBeIeHHOI0 HA HUX KOJIHYeCcTBa
aKaJeMH4YeCKNX YaCOB M BUJ0B y4eOHbIX 3aHATHI

Ounas ¢popma o0ydeHus1

KonTakTHas padora,

e HaumenoBanme Tem (pasjae- yac. CamocrosiTe/b-
3 JIOB) Hasi pa0ora, Bcero, yac.
n/n IIpakTHyeckue 3aHs-
AUCHUILIUHBI yac.
THS
5 cemecTp
1. | Forms of business activities 21 42 63
dopMbl Ou3HEca
2. | Levels and areas of 21 42 63
management
VYpoBHH U cdepsl yrnpasie-
HUs
3. | Organizational structures 21 42 63
OpranuzanvoHHbIE CTPYK-
TYpPBI
4, Management 21 42 63
MeHemKMEHT
HToro 3a cemecTp: 84 168 252
6 cemecTp
5. | Leadership 16 13 29
JlunepcTBO U IMAEpCKUE Ka-
4ecTBa
6. | Recruitment 16 14 30
[TonGop nepconarna,
PEKPYTHUHT
7. | Marketing 16 14 30
MapkeTuHr
8. | Promotion 18 14 32
[TponBmxeHue OpeHaa Ha
pBIHKE
9. | International Trade 18 14 32
BremHss Topro,iis
KoHTpoJb: 27
Hroro 3a cemectp: 84 69 180
UTOI'O: 168 165 432
OuHo-3a04Hast popma oOyueHHst
KonTakTHas pabora,
e HaumenoBanmue Tem (pasjae- yac. CamocrosiTe/b-
3 JIOB) Hasi pa0ora, Bcero, yac.
n/n IIpakTHyeckue 3aHs-
AUCHUILINHBI yac.
THS
5 cemecTp
1. | Forms of business activities | 12 42 54
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®opmbl Ou3HECa

Levels and areas of 12 42 54
management

YpoBHU U chepsl yrpasie-
HUS

Organizational structures 12 42 54
Opranu3zalnoHHbIE CTPYK-

TYpbI

4.

Management 12 42 o4
MeHemKMEeHT

HToro 3a cemectp: 48 168 216

6 cemecTp

5.

Leadership 10 28 38
JInpepcTBo U nmuaepckue Ka-
4eCTBa

Recruitment 10 28 38
[Ton6op nepconana,
PEKPYTHHT

Marketing 10 28 38
MapkeTuHr

Promotion 9 29 38
[Tponsuxenue OpeHa Ha
PBIHKE

International Trade 9 28 37
BremHss Topro,iis

KouTpoJb: 27

HTroro 3a cemectp: 48 141 216

UTOTO: 94 309 432

7. llepeveHb y4eOHO-METOANYECKOT0 0O0ecnevYeHHus 1JIs CAMOCTOSTeIbHOM PadoThl
o0yyaromuxcs Mo JUCHUIIHHE

CamocrodrenbHas padoTa sIBISE€TCSI OJHUM M3 OCHOBHBIX BUI0B YU€OHOH A€ATENbHOCTH,
COCTaBHOM YacThIO y4eOHOIO Mpoliecca U UMEET CBOEH IeJbl0: TIIyOOKOe YCBOGHUE MaTepualia
JTUCLUIUIMHBL, COBEPIICHCTBOBAHUE M 3aKPEIUIEHUE HABBIKOB CAMOCTOSITENIbHOW pabOThI C JIHTe-
paTypoi, peKOMEHIOBaHHO! IPENoAaBaTelIeM, YMEHUE HAUTU HYXXHBIM MaTepHUall U CAMOCTOS-
TENBHO €r0 MCIOJIb30BaTh, BOCIIUTAHUE BBICOKOW TBOPYECKOM aKTMBHOCTH, WHUIUATHUBBI, NIPU-
BBIYKHU K IIOCTOSSHHOMY COBEpIICHCTBOBAHUIO CBOMX 3HAHUU, K LEICYCTPEMIICHHOMY HAYyYHOMY
IIOUCKY.

KoHTponbs caMocTosITeIbHON pabOThI, SIBISETCS BaKHOM COCTABIISIONICH TEKYIIEro KOH-
TPOJISl YCIIEBAEMOCTH, OCYIIECTBIISIETCA IIPENOAABATENIEM BO BPEMsI 3aHATHH JIEKIIMOHHOTO U Ce-
MHUHApPCKOTO TUIOB ¥ 00ECIIECUNBACT OIICHUBAHUE X012 OCBOCHUS U3y4aeMOM TUCIIUIIIIMHBI.

Bo3moxkHbIe TeMbI Ipe3eHTalui

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

9
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11.
12.
13.
14.
15.
16.
17.
18.
19.
20.

=

The greatest flop on a foreign market

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

Internet advertising and buzz marketing

Peculiarities of Public Relations

Ethics in Business

Entrepreneurial Skills

Headhunting: what does it take?

Tips to be successful at job interviews

What makes a great manager

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

Effective methods of market research

Product life cycle

Your own idea

TpeOoBaHusl K Ipe3eHTALMH

9-15 cnaiinos B PowerPoint
[Inan npe3eHTanuu:

— Bcrynnenne (mouemy BeIOpaHa IaHHas TeMa Mpe3eHTanumn) (2 cnaiiia)

3.

OcHOBHas 4yacTh
3akmmroueHue (BbIBOIBI) (2 craiiia)
Cnukep npe3eHTyeT CBOIO TeMY (OTpaHUYEHHUE MO BPEMEHH — 5-7 MUHYT) U OTBEYAET

Ha BOIIPOCHI YYaCTHUKOB Ha AHTJINHCKOM SI3BIKE.

PexoMeH1a1IMU 110 MOATOTOBKE K NMpPe3eHTANNH

v Oranbl paboThl HAJl TPE3CHTAIUEH

[IpenBapuTenbHas MOCTaHOBKA MPOOIEMbI UM BHIOOP TEMBI.

BriaBrmkeHne 1 00CyKICHHE THIIOTE3 PELICHHsI OCHOBHOW MPOOJIEMBI, UCCIIEI0BAHIE
KOTOPBIX MOXET CIIOCOOCTBOBATh €€ PEHICHUIO B paMKaX HAMEYCHHOW TeMaTHKH;
[Touck 1 cOop Marepuana JJIst PEIeHUs TPOOIEMBI U PACKPBITUS TEMBL;
OxoHuaTenbHast MOCTaHOBKA MTPOOJIEMBI MIIM BBIOOP TEMBI;

[Towck pemeHus WM packpbITHE TEMBI Ha OCHOBE aHAIN3a U KilacCH()UKauu
coOpaHHOTO MaTepHaa,

[Ipe3eHTamyst ¥ 3aUTa IIPOSKTOB, TPE/IIOJIAraroias KOJIEKTHUBHOE 00CYKICHHE.

4 [Ipe3enTanus nomKHA COACPIKATh TAKHE DJIEMEHTHI KaK:
- OTJIaBJICHHC;
- 1aTy MOCJEIHEN PEBU3NH;
- nHpopManuio 00 aBTOpax;
- CIIMCOK TIOJIE3HBIX KAYECTBEHHBIX CCBUIOK C IMOJPOOHBIM X OMUCAHUEM

Pacnpenesienne caMocTosiTe/IbHOM PadoThI

Bunpl, popmbl 1 00BEMBI CaMOCTOSATENBHON PAabOTHI CTYACHTOB MPH U3YYEHUU JTAaHHON
JTUCITUTIMHBI ONIPEIENISIFOTCS €€ COJIepPIKaHueM U OTPaKEHBI B CIEIYIOIICH Ta0uIle:
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Ne HaumeHoBaHmne TeM Buja camocTosiTeILHOM O0beM caMOCTOSTEIbHOM
n/n (pa3nenoB) padoThbI padoThI
M CITAILINHbBI Ounasn OuHno-
dopma 3a04Hast
o0y4eHHs ¢popma
00y4eHus1
1. | Forms of business [ToaroroBka K ayAUTOPHBIM 42 42
activities 3aHATUSAM, ITOATOTOBKA
dopmbl OU3HECA MIpe3eHTalUN
2. | Levels and areas of [ToaroToBka K ayIMTOPHBIM 42 42
management 3QHATHSM, ITIOATOTOBKA
YpoBHU U chepsl MpEe3eHTaNN
yIpaBlIeHUs
3. | Organizational structures [ToaroToBka K ayIMTOPHBIM 42 42
Opranu3zanuoHHbIE 3aHSATHSIM, TOATOTOBKA
CTPYKTYPBI Mpe3eHTalNI
4. | Management [ToaroroBka k ayIMTOPHBIM 42 42
MeHeIKMEHT 3aHATHSM, IIOJTOTOBKA
MpE3EHTalNI
5. | Leadership [ToaroToBka K ayIMTOPHBIM 13 28
JlupepcTBO U TUAEPCKUE 3aHSATHSIM, TOATOTOBKA
KayecTBa Mpe3eHTalNI
6. | Recruitment [ToaroroBka K ayIMTOPHBIM 14 28
[TonGop nepconaina, 3aHSTHSIM, TIOJITOTOBKA
PEKPYTHHT Mpe3eHTalNI
7. | Marketing [ToaroToBka K ay TMTOPHBIM 14 28
MapkeTusr 3aHATHAM, IIOJTOTOBKA
MpE3EHTalNI
8. | Promotion [ToaroroBka K ayIMTOPHBIM 14 29
[Tponsuxenue OpeHa Ha 3aHSATHSIM, TOATOTOBKA
pBIHKE Mpe3eHTalNI
9. | International Trade [ToaroToBka K ay IMTOPHBIM 14 28
Buenrnsist Toproiis 3aHATHSM, IIOJTOTOBKA
MpE3EHTalNMI
HUTOI O: 252 309

8. [lepeyeHb BONPOCOB U THIIOBbIE 3aJaHUs JJ1 MOATOTOBKH K NPOME:KYTOYHOM aT-

TeCTallun

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

Tema 1: Forms of business activities

OTBeThTC MMCHEMEHHO Ha CICAYIOMME BOIMPOCHI:

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?
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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?

11.1f 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

JOoNoJHUTE CASAYIONINN TEKCT rjlarojJaMHM 10 CMbICTTY:

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) ...oovviveennnn.. (and sometimes dismissed) by a
company's board of directors. They are (5)..................... and advised and
have their decisions and performance (6) ........cccecene. 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) ..ccciiiiieiiiieiieenenn, 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. JonoIHUTe MPEAT0KEHNS CIOBAMHU M3 aKTHUBHOT'O BOKa6VJISIDaZ

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

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

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

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

7.The theory of job enrichment states that ...

8.Management by objectives means ...

2. IIMcCbMEHHO MPOKOMMEHTHPYUTE CISIVIOIINE YTBEPKICHU:

12



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 MMCHMEHHO HA CICAYIONIKE 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?

8.2. IlepeueHb BONPOCOB /I MOJATOTOBKH K IK3aMeHY

Tema 5: Leadership

OTBETHTE MMCHMEHHO 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?
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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. BcraBbTe cl1oBa M3 TaOIHUIIEL B OPpEIJIOKCHNA HHUXKC!

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

or7 . 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

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.
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Tema 7: Marketing

IlepeBenuTe CISAYIOMME MPESITI0KEHNS, NCIIOJIB3YS aKTUBHEIA CI0Baph MO TEME:

1. Kommanuss ABC pemmuna BBIATH Ha BBICIIMN YPOBEHb PBIHKA M BHITYCTHTH HOBBIC
TOMOBBIE TyXU. UTOOBI YIOBIETBOPUTEL HYX/IBI U JKEJIAHWs MOTPEOUTENIeH U PUBIIEYh IEIEBYIO
ayJIMTOPHIO, MAPKETOJIOTH MCCIICIOBAITN PHIHOK U TOTOBBI CO3/1aTh KOHIIEIIMIO HOBOTO MPOAYKTA.
Kommanus mpeAcTaBUT NpOAYKT Ha PBIHOK B ABrycTe W coOMpaeTcs MpOABUTaTh MPOAYKT Ha
PBIHKE, HCIIONIB3YS «3BE3/D» B PEKIIAME.

2. Ham HeoOX0uMO HCTIOIB30BaTh CBOE KOHKYPEHTHOE MPEUMYIIIECTBO U UCKATh HOBBIC
BO3MOXXHOCTH PBIHKA, €CJIM MBI XOTHM UYTOOBI Hallla KOMITIAHUS OCTaBaiach komnanued No2 Ha
DBIHKE.

3. Ecnu xoMIiaHusi BBITYCKA€T HOBBIH HPOJYKT HA PBIHOK, TO Yalle BCEro KOMITaHUS
HA3HA4YaeT PBIHOYHYIO IIeHY. Eciii KoMIaHus BBITYCKAET TOMOBBIA MPOIYKT, TO OHA Ha3HAYaeT
LICHY BBIIIE PHIHOYHOM.

4. YtoObl 10CTHYB CBOUX IIeNIel W IPUBIICYD IIEJICBYIO AYAUTOPHUIO, KOMIIAHUS COOUpaeTCs
WU3MEHHUTDH KaHAJbI COBITA MPOIYKIINH.

Tema 8: Promotion

1. 3anoaHuTe HDOGGHBI HanOosee noAXOoJAIIMMHU TCPMUHAMU 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?

OO ~NO O WDN P

Tema 9: International Trade

1. OTBeThbTE MMCHEMEHHO HA CIAECAVIOMINE BOIIPOCHI:

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?
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4.What are the entry methods?

2. Ckaxute, BEpHBI 11 JaHHBIC YTBEpKacHH. VMcipaBhTe HEKOPPEKTHEIC!

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. TunoBwle 3axaHuA XA OLEHKH 3HAHUMI

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

O If costs change
© I customer needs change
o management changes
2. A supermarket's own brand range of products:
“ Has its own marketing mix
O Has no marketing mix
O Has no promotional mix
3. How is a business most likely to increase sales of a premium branded product?
O By cutting price
O By increasing promotion
O By using supermarkets for distribution
4. What does the overall marketing mix create?
© Customer needs
O Business objectives
O A unique selling point for a product
8.3. TunoBble 3a1aHMsA /15 OLEHKU YMEeHUI
3amanue 1. 3anonHuTe nponycku TepMuHamMu 1o teme International Trade:
1.The pinball machine has developed a
new market in the Middle East.
2. from video games and computers has hit small
manufacturers.
3.Vincenti puts using a good at the top

of his lessons learned list.
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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. [IpokommeHTHpYHTE (YCTHO) CIEAYIOIINE YTBEPXKACHUS C YHMOTpeOIcHUEM
aKTUBHOM JIeKcUKH 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.

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

6.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.

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

8.4. TunoBbIe 3aJaHud AJisd OICHKH HABBIKOB

3ananmue 1. [IpounTaiiTe 5KOHOMHUYECKYIO CTaThIO M OTBETHTE HA CIIEAYIOLIHE BOTIPOCHI:

1. Ckaxute, Kakie BOIPOCHI pACCMaTPUBAIOTCA B CTaThE.

2. CkaxuTe, Kakas mpobieMa BBITEKAeT U3 COEPKaHMS.

3. 3ajmaiiTe K CcTaTh€ HECKOJIBKO BOMPOCOB M 3aJaiiTe WX BallleMy TOBApHILy, 3aT€M
OTBETHTE HA €T0 BOMPOCHI.

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

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

6. lTlomymaiiTe, kKak W TJ€ BBl MOXETE€ HCIIOJB30BaTh WU3BICUCHHYIO U3 CTAaThU
nHpopMaIuio.

7. Omnpenenute, HYXKHO JH BaM Oojee JEeTaJbHO O3HAKOMUTBCS C TEKCTOM ISt
WCIIOIB30BAaHUS ~ TMOJy4YeHHOW  wHopMmaruu B Bamieil  Oymaymied nmpodeccuoHaIbHOU
NeSITETbHOCTH.
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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,
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. OnummTe YpOBHHU U cepbl ynpapieHusi BbIOpaHHOil BaMmu komnaHuwu,
HCHoJb3ys JekcuKky o Teme Levels and areas of management.

Company structure or organization structure refers to the way that a company arranges
people and jobs so that its work can be performed and its goals can be met. The structure of every
organization is unigque 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 (Am.), 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.
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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 (Haxoasrcs y Hero B HENOCPEACTBEHHOM NOAYMHEHUH). EXport
Sales Director is responsible to Sales Director.

14. astrategy, 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.

9. IlepeyeHb OCHOBHOI M JOMOJHUTEIbHOI y4eOHOIi IMTEepaTyphl, HEOOXOAUMOM 1A
OCBOCHHS THCHUIIHHBI

9.1. OcHoBHas JIMTepaTypa

1. JleBuenko, B. B. AHrnuiickuii si3bIK 1151 5)KOHOMUCTOB (A2—-B2) : yueOHUK 1151 BY30B /
B. B. JleBuenko, E. E. [lonranésa, O. B. MemepsikoBa. — Mocksa : M3natensctBo FOpaiit, 2020.
— 351 c. — (Bricmiee o6pazoBanme). — ISBN 978-5-534-01167-8. — TekcT : anekTpoHHBIH //
OopazoBarenbHas miardpopma FOpaiir [caiit]. — URL: https://urait.ru/bcode/450283

2. Crorumesa, O. H. Aurmmiickuii s36IK it skonomuctoB (B1-B2). English for Business

Studies in Higher Education : yde6HOe mocobue mist By3oB / O. H. CroruueBa. — Mocksa :
NznarensctBo FOpaiit, 2020. — 197 ¢. — (Bricmiee oo6pazoanue). — ISBN 978-5-534-10008-2.
— Teker : osnextponsbii // OOpasoBarenbHas 1uiatdopma IFOpaiit [caiit]. — URL:

https://urait.ru/bcode/456076

3. Hanmnenko, JI. I1. AHrmmiickuii s3pIK A7iss 3KOHOMUCTOB (B1—B2) : yueOHHK u
npakTtukym aiis By30B / JI. I1. lanunenko. — 3-e us., ucrp. u gomn. — Mocksa : 3parenbcTBo
Opaiit, 2021. — 130 c. — (Bricmee obpa3oBanue). — ISBN 978-5-534-07990-6. — Tekcr :
anekTpoHHbd  //  OOpasoBarenbHas  1wiatrdopma  FOpait [catiT]. @~ —  URL:
https://urait.ru/bcode/470825

8.2. lonotHMTEIBHAS JIUTEPATypPa

1. Meunsiino, B. B. Akagemuueckoe nmuceMo. Jlekcuka. Developing Academic Literacy :
yueOHoe mocobue aisa By3oB / B. B. Mensitno, H. A. Tynsakosa, C. B. Uymuikun. — 2-e u3f.,
ucrp. u gon. — Mocksa : UznarensctBo FOpaidt, 2021. — 240 c. — (Briciee obpa3oBanue). —
ISBN 978-5-534-01656-7. — Tekct : anexktponnsiii / ObpazoBarenbHas miardgopma HOpaiit
[caiiT]. — URL.: https://urait.ru/bcode/471629

2. Mowuceena, T. B. AHMHIICKHI S3BIK I SKOHOMHUCTOB : Y4eOHOE 1TocoOue /Il By30B
/' T. B. MouceeBa, H. H. [laruuna, A. 1O. [lHupokux. — 2-e u3a., nepepad. u gon. — Mocksa :
NznarensctBo FOpaiit, 2021. — 157 ¢. — (Bricmiee oo6pazoBanue). — ISBN 978-5-534-08911-0.
— Teker : osnextponsbiii // OOpasoBarenbHas 1uiatdopma FOpaiit [caiit]. — URL:
https://urait.ru/bcode/474117

3. Mouceena, T. B. AHrmuiickuii 361K U1 SKOHOMHUCTOB : y4eOHOE TOCOOHE ISl BYy30B
/' T. B. MouceeBa, H. H. llarmuna, A. YO. [llupokux. — 2-e uza., nepepad. u non. — Mockasa :
WznarensctBo FOpaiit, 2021. — 157 c. — (Briciiee obpazoBanue). — ISBN 978-5-534-08911-0.
— Tekcr : omektponHbld // OOpazoBatenbHas mnatdopma HOpaiit [caiit]. — URL:
https://urait.ru/bcode/474117
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10. Ilepeyenn pecypcoB nH(GOPMAIHOHHO-TEJIEKOMMYHHKANIMOHHO# ceTH "UHTepHeT",
HeO0XOAUMBIX JIJIS OCBOCHHSI JUCIHUIJIMHBI U HH(OPMALMOHHBIX TEXHOJIOTHH,
HCI0JIb3yeMbIX NPH OCyLIleCTBJIEHUHM 00pa30BaTeJILHOI0 NpoLecca no JUCHUILINHE,
BKJIIOYasl MlepevYeHb MPOrpaMMHOI0 o0ecrneyeHus 1 HHPOPMAUMOHHBIX CIPABOYHBIX
cucrTeM (MpH HEOOXOAMMOCTH)

1. http://biblioclub.ru - 9bC «YHuBepcureTcKast OHOIHOTEKA OHITAHHY

2. https://urait.ru - 9BC «O6pa3oBarensHas iatgopma KOpaiit»

3. https://elibrary.ru/org_titles.asp?orgsid=14364 - may4Has 3JCKTpOHHas OHOIHOTEKA
(H9b) «eLIBRARY.RU»

4. https://learnenglish.britishcouncil.org-  caiir  Bputanckoro CoBera ¢ 0aHKOM
MaTepualioB Uil YPOKOB M CAMOCTOSATEILHOTO M3YYCHHUS aHTIHMICKOTO SI3bIKa MO Pa3IUYHBIM
TeMaM KakK O0IIEero, Tak U AeJI0BOro xapakTepa. OXBaueHBI BCE YPOBHU JICKCHUYECKOH CIIOKHOCTH:
OT Ha4YaJIbHOTO JI0 CAMOT'0 TIPOJIBUHYTOTO.

5. https://ru.duclingo.com/- GecraaTHbIA CEPBUC AJSI U3YUCHHS] HHOCTPAHHBIX SI3BIKOB C
Hyns. [Iporpamma moctpoeHa B ¢opMe «aepeBa JOCTHIKEHUI»: YTOOBI MEpeHTH Ha HOBBIM
yYpOBEHb, HY)KHO CHayaja HaOpaTh ONpPEIeICHHOE KOJIMYECTBO OYKOB, KOTOPBIC MArOTCS 3a
npaBuibHbIE 0TBETHl. EcTh mpumoxenus ans i0S n Android.

6. https://www.real-english.com/new-lessons.htm - caiiT ¢ ypokamu, CTaTbIMH U BHICO
3apHCOBKaMHU ISl M3YYaIOUIMX AHTJIMHCKUN $3bIK, BCE MaTepUalibl YCIOBHO pa3ieieHbl Ha
JIEKCUYECKHE U TPAMMAaTHYECKHE, JOCTYITHBI BCE YPOBHH CI0KHOCTH.

7. https://www.economist.com/ - 5KOHOMHYECKHI CAlT 1 (POPYM Ha aHTIUICKOM SI3bIKE,
COZIEpIKAIMi JETOBBIC HOBOCTH, SKOHOMHYECKHE CTaTbU Ha JENIOBYIO TEMAaTHKY, OOCYXICHHE
npo0JIeM JIEIOBOTO XapaKTepa.

8. https://www.ft.com/- caiiT 3KOHOMHYECKON Ta3eThl Ha AHTIHICKOM si3bIKe. COIEPKHUT
JICTIOBbIE HOBOCTH, 3KOHOMHYECKHE CTaThH Ha JICJIOBYIO TEMAaTHKY, OOCYXKJEHHE NpoOiieM
JIETIOBOTO XapakTepa.

JINneH3noHHoe NporpaMMHuoe odoecrneyeHue:

- Windows (3apy0exHoe, BO3ME3THOE);

- MS Office (3apy0OexHoe, Bo3Me31HOE);

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

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

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

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

11. MeToauyeckue yKa3aHus JJ1s1 00y4ar0IMXCH MO0 OCBOCHUIO U CHUIITHHBI
CoBeTbl 110 BeJIEHUIO IJ10ccapusi MPogecCHOHATBHBIX TEPMHHOB

— O0TOOpaHHbBIE TEPMHUHBI U JIEKCUUYECKHE E€AMHUIIBI JOJIKHBI OTHOCUTHCS K IIUPOKOMY U
Y3KOMY MPOQIITIO CIICIUATBHOCTH;

— OTOOpaHHBIE TEPMHHBI M JICKCUYECKHE EIWHHIIBI JOJKHBI OBITh HOBBIMH U HE
IyOIMpoBaTh paHee U3yUYEHHBIE;

— OTOOpaHHbIE TEPMHUHBI M JIEKCHYECKHE €IUHUIBI JODKHBI OBbITh CHAOKEHBI
TPAHCKPUIIIIUEH U MEPEBOJOM Ha PYCCKHH s3BIK (BO M30&KaHHUE HETOYHOCTEH PEKOMEHIYETCS
MOJIb30BaThCA CIIEHMAIM3UPOBAHHBIM CIIOBApEM);

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

— OTOOpaHHBIE TEPMHUHBI M JIEKCUYECKUE EIUHUIBI TpPETHA3HAYCHBI JJIs aKTUBHOTO
YCBOGHHUS U JOJDKHBI HCIIOIb30BAThCS MPU YTEHUH, BOCIIPUATHH Ha CIIyX, TOBOPEHUHU U THCHME.
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MeTtoauyeckue peKOMeHAAIMH 10 HAMIMCAHUIO 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 MpoIle BBl TOBOPUTE, TEM
ObicTpee Bac moimMyT. OgHako He 3a0bIBaiiTe, 4TO B O(PHUIIMATBHOM JIEJTOBOM IEpPENUCKe HE
UCIIONIBL3YIOTCSl HUKaKue cokpanienus tuna "I'm" u cienr. Hanpumep, BMecto dpassr "We are the
recipients of", myumie ckazare "We received”. Bel m00beTech KpaTKOCTH U SICHOCTH B CBOMX
MUChMaX, €Clii OyJeTe HCIOJb30BaTh KOPOTKHE WM CPEIHEH UIMHBI MPEIJIOKEHUS BMECTO
JUIMHHBIX M CIIOXKHBIX 000pOTOB. I['paMOoTHOE peleHHe Ha ab3ambl 00JIeT4aeT 3pUTEITHLHOE
BOCTIPUATHE TEKCTA M 33/1a€T BCEMY MPOLIECCY PUTM.

OpHuM U3 MokaszaTesiell BEeKIMBOCTU B JIEJIOBOM MEPENUCKE SBISETCS JIMYHOE OOpalleHue K
yenoBeky. He Hamo 3a0bIBaTh PO BEXKIMBOCTH JIaXkKe TOTJA, KOT/Ia BBl OYCHD HEJOBOJIBHBI KEM-TO
WIH YEM-TO.

IloapITOXKUM:

1. BreiOupaiiTe KOpOTKHE U CpeAHEH JUTMHBI MPEII0KEHUS, YIIOTPEOIANUTE MPOCTHIC CIIOBA U
BBIPAXKCHHUS

2. He ynotpe0isiiiTe pa3roBOpHBIC COKPAIIICHHUS U CIICHT

3. JlenuTte HanmMcaHHOE HA a03aIlbI

4. ByabpTe BEXKIUBBI U JUTLIOMATHYHBI

«Manka» nucbMa.
Kaxxnoe nemoBoe muchMo reyaraercs (THUIIETCs ) Ha y>Ke 3arOTOBJICHHOM, (prpMeHHOM Onanke. B
BEpXHEH YacTH OJIaHKa pa3MelnaeTcs Tak Ha3biBaeMas "'mamnka' - 3aroioBoK. OOBIYHO B 3ar0JI0BKE
JIaHbI CJIeYIOIHe CBeIeHHS !
e  3aPETHUCTPUPOBAHHOE Ha3BAaHUE KOMIIAHUU
e  KpaTKHE CBEJCHHS O XapaKTepe €€ NeATeIbHOCTH,
e  KOHTAaKTHas WH(OpMALHUSL.

Teno nucbma. 3akiawyurenbHas popma BexanBocTU. [lognuce.

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

OOBIYHO 00BEM JETOBOTO TTHChMa HE MPEBBIIAET OAHY cTpanuily. Ho, eciin o6beM nmucrMa
0oJbIIIe OAHON CTPAHMIIBI M €r0 MPOJOJHKCHHE HaledaTaHo Ha oOpaTHON CTOpPOHE JUCTa, TO B
KOHIIE TIEPBOM CTPAHMIIBI MUIIETCA P.t.0., 9T 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 (ToO4HbBIE
koruu) uian Copy to...

WNuorga BeI He XOTHTE, YyTOOBI MOJy4yaTellb BAlllero MHUChbMa 3HAJ, YTO BBl €€ KOMY-TO
oTocianu Komuu. B 3ToM cimydae BHM3Y muceM-Konuid Bbl ykaswiBaere "b.c.c." - blind carbon
copies. (CKpBIThIE KOTIHH).

Ecnu k muceMy uMmeeTcst mpuiioskeHue (Karanaor, KOHTPakKT, CYeT U T.J.), TO BHHU3Y, MOCHE
noAnucH jemaercs ykazanue o0 stoM: "Enc:", "Encl:" - sTo cokpamenue ot Enclosure
(mpuII0’)KEHHE, BIOKEHUE).

HpnMepHme AISBIKOBbIC KJIHIIEC JJId A€JI0OBOI0 NHCbMA 110 YaCTAM:

1. O0pamenue |
\Dear Sirs, Dear Sir or Madam H(GCJII/I BaM HE M3BECTHO UMs aJipecaTa) |

(ecnu BaM M3BECTHO UM aJpecaTa; B TOM
Dear Mr, Mrs, Miss or Ms ClIy4yae KOIJa Bbl HE 3HACTE CEMEWHOe
NOJIOKEHHE KEHIUHBI CIIeAyeT nucath Ms,
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rpy0o0ii OIMOKOI SIBIIsSETCS UCTIOIB30BaHNE
dpasbl “Mrs or Miss™)

\Dear Frank,

H(B oOpaleHuu K 3HaKOMOMY YEIIOBEKY )

2. Berymienne, npeabiayiiee o0meHue.

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

HCHaCHGO 3a Ballle MUCHMO OT (Yucia)

\Further to your last e-mail...

HOTBeqaﬂ Ha BallE MMUCHMO. ..

before now...

I apologise for not getting in contact with you

4 nmpoury mpoieHus, YTo A0 CHUX MOp He
Harucasi BaM. ..

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

HCHaCI/IGO 3a Bale NucbMo ot 5 Mapra

With reference to your letter of 23rd March

OTHOCHUTENBHO Ballero ImcbMa oT 23
Mapra

Times»

With reference to your advertisement in «The

OTHOCHUTENBHO Balllel pekiambl B TanmMc

‘3. Yka3aHue NpUYMH HANKUCAHUSA NHCbMA

\I am writing to enquire about

HH MUITY BaM, 4TOOBI Y3HATb. ..

[l am writing to apologise for

HH IUIIY BaM, YTOOBI M3BUHUTHCA 3. ..

\I am writing to confirm

HH IUIIY BaM, YTO ObI IIOATBEPIUTD. ..

\I am writing in connection with

HH IIUILIY BAM B CBSIBU C ...

We would like to point out that...

Ms1 xotenu ObI 0OpaTUTH Ballle BHUMaHUE
HA ...

4. IIpocn0da

ICould you possibly...

HHe MOTJIA OBl BEL. ..

\I would be grateful if you could ...

H}I ObLI OBl IPU3HATEJIEH BaM, €CJIH OBl BHI ...

\I would like to receive

H}I OBI XOTEJI OJIYYHTh......

\Please could you send me...

HHG MOTJIH OBI BBI BEICJIATH MHE. ..

5. CornameHue ¢ ycJ0BHSMH.

\I would be delighted to ...

HH ObLT OBI pag ...

[l would be happy to

HH ObLI OBl CYACTIIUB. ..

\I would be glad to

H}I ObL1 OBI paf. ..

‘6. Coo0menne mI0OXux HOBOCTEH

\Unfortunately

HK COXKAJIEHUIO. ..

\I am afraid that ...

HBOIOCB, qTo...

\I am sorry to inform you that

HMHe TSDKEJIO COOOIaTh BaM, HO ...

We regret to inform you that...

K coxalieHuto, Mbl BBIHYKJIEHBI COOOIIUTH
BaM O...

7. Hpnnomeﬂne K MUCbMY JOMOJHUTECJIbHBIX MATCPHAIOB

\We are pleased to enclose ...

HMBI C YAOBOJIbCTBHUECM BKJIAIBIBACM. ..

|Attached you will find ...

HB NPUKPEITICHHOM (aiisie BbI HalfeTe. .

\We enclose ...

HMH IIPUJIATAEM. . .

\Please find attached (for e-mails)

HBH Hal1eTe MPUKPETUICHHBIN (Daiir. . .

‘8. Bricka3biBaHue 0J1aroJapHOCTH 32 MPOSIBJICHHBIN MHTEpec.
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\Thank you for your letter of HCnaano 3a Ballle IUCbMO

|
\Thank you for enquiring HCnacn6o 3a TIPOSIBJIICHHBIN HHTEPEC. .. |
\We would like to thank you for your letter of ... HMH XO0Tenu Obl OOJIArogapyTh BAC 3. .. |
‘9. IIepexon k apyroi Tteme. |
\We would also like to inform you ... HMH TaK e XOTeJH Obl COOOLTUTE BaM O... |
\Regarding your question about ... HOTHOCI/IT@JIBHO BaIllero BOIIPOCaA O... |
\In answer to your question (enquiry) about ... HB OTBET Ha BaIll BOIIPOC O... |
‘I also wonder if... HMCHH TaKXKe HHTEPECyeT. .. |
‘10. JonoHuTeIbHbIE BOIPOCHI. |
\I am a little unsure about... H}I HEMHOTO HE YBEPEH B ... |
\I do not fully understand what... HH HE 10 KOHIIA OHSLI. .. |
\Could you possibly explain... HHe MOTJIH OBbI BBl OOBSICHUT. .. |
‘11. Ilepenaya napopmanuu |
I’m writing to let you know that... H}I IHITY, YTOOBI COOOIINTE O ... |
\We are able to confirm to you... HMH MOYKEM IOITBEPIHTS ... |
‘I am delighted to tell you that... HMH C YI0BOJIBCTBHE COOOIIAEM O ... |

. K coxxanenuio, Mbl BBIHYKIEHBI COOOIIUTh
We regret to inform you that... yrA =

BaM O...
‘12. IIpenJioikenne cBoeil NOMOIIH |
‘Would you like me to...? HMory nm 5 (caenats)...? |
\If you wish, 1 would be happy to... HECJm XOTHTE, 51 C PaJOCThIO. .. |

Coo01ure, ecii BaM IIOHAZOOUTCI MOS

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

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

|
‘I look forward to ... H}I C HEeTEpIICHNUEM XKy, |
\hearing from you soon HKorz[a CMOT'Yy CHOBA YCJIBIIIIATh Bac |
\meeting you next Tuesday HBCTpeqH C BaMH B cieyronui Bropauk |
\seeing you next Thursday HBCTpeqH ¢ Bamu B UeTBepr |
‘14. Hoanuck |

|

Yours faithfully,

Hckpenne Bam (ecnu umst yenoBeka Bam
HE U3BECTHO)

\Yours sincerely, H(ecnn nMst Bam u3BectHO) |

Kputepuu oumeHKH NHCEM: JIOTHYHOCTHh COJIEPIKAHUSI, HAIMYUE S3BIKOBBIX KIIUIIIE,
yOeIUTEIbHOCTh apTyMEHTAIIMH, TPAMOTHOCTh, OopMIIeHHE PAaOOTHI.

MeToanyeckne peKOMeH/IAIUHU N0 MOAT0TOBKe U 3alIUTe Mpe3eHTalnn
v' Onpenenure TeMy, 1€ U TTaH BBICTYTUICHUSL.
v VCTaHOBHTE MPOIODKUTEIFHOCTD PE3CHTAIINH;
v OGparure BHUMaHKHE HA OCOOCHHOCTH CITyIIaTeNei;
v' TlpeaycMOTpHTE BKIFOUCHHE CIyIIaTeel B 00CYKICHHE TEMBI-IPOOIEMBbI;
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v' Crnenure 3a MaHEpOW IMPEICTABICHHS MPE3CHTAIMK: COOJIIOICHAE 3PUTEILHOTO KOHTAKTa C
ayIUTOPHUEN, BBIPA3UTEIIBHOCTD, KECTUKYIIALMS, TEIOABUKEHNUS,

v TIpeaycMOTpUTE WILTIOCTPAKK (HO HE IIEPErpyKailTe UMK CIIaiijibl), KIIFOYEBBIE CI0BA,

v O6s3aTeNBHO MPEAYCMOTPUTE PENETHIIMIO BBICTYIIEHHS B COIPOBOKIECHHH C IIPE3EHTALIUEN.

TpeOoBaHMsl K NPe3eHTALIMH:

Berymienue (mouemy BeIOpaHa aHHas Tema Mpe3eHTanun) (2 ciaiina)

Crnukep mpe3eHTyeT CBOIO TEMY M OTBEYaeT Ha BONPOCH! YYACTHHUKOB.

IIpuMepHbIe KanIIe 1Js 3aIIUTHI Pe3eHTAIMU:
HauaJuo

v 7-12 cnaiinos B PowerPoint

v [T1an mpe3eHTanuu:

v

v OcHOBHAas 4acTh

v 3akmroueHue (BbIBOABI) (2 crnaitna)
v

Starting

Formal Meeting

Good morning/afternoon/evening ladies and

gentlemen..... My name is ... and I'm head of the
marketing department. Ourpurpose this morning is to
hear a presentation, and to discuss it with all of you.

take a seat-

MPUCAKUBANTECH, PUIrPOSe —

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.

nenb, get  started —  wauarts, discuss —

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

I'naBHast yacrtnb

Introduction
Formal Meeting

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

This first slide shows our agenda for the day.

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

Since we have very limited time today,
please hold your questions until the end of the
presentation.

Informal Meeting

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

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

First I would like to talk about....

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

Lastly we are going to discuss...

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

be designed — ObITh 3amymannbivM, Slide — cnaiin, agenda — mosectka s, let me start —
103BOJIbTE HauaTh, Say thanks — 61aromaputs, Overview — o63op, present the data —
NpeCTaBIIATh qaHHbIe, at last — nakoner, conclusion — 3akirouenue, wrap things up —
3aBepmum, hold the questions — nepxats (He 3a0b1BaTh) BOIpoOCHI, SO far — moka, interrupt -

IIPEPHIBATH

24



Hexortopsie ¢hpasbl, TaHHBIE HIXKE, TOMOTYT HE pacTepAThCs U CPOKYCHPOBATH BHUMAHHE
ayJIMTOpUHU B HanOoOJIee BaXKHBIX TOYKAX Mpe3eHTaruu. Opa3sl OAMHAKOBBI 7S JIFOOOTO THITA
Mpe3eHTanH — (HOPMATBHOTO ¥ HEPOPMATILHOTO.

English Russian

Tenepp B3rJIsHEM HA ...

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

Teneps naBanTe NepenieM K ...

[Tpogomxum c ...

DTO OTCBIIAET HAC K CIEAYIOIIEMY IIYHKTY ...
JlBuraemcs K HameMy CiaeayIomeMy cllaiay

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 ...

3akiloueHue
English Russian
Let's sum it up. JagaiiTe cymmmupyem.
Let's wrap it up. 3aBepInum.
I would like to sum up the main points again... Ere pa3 xoTen Obl CyMMHPOBATh TJIaBHOE. ..
So, in conclusion... Hrak, B 3aKJIFOUYEHHE. ..
Finally let me just sum up today’s main Haxkomern, moaseneM UTOT CETOTHIIIHIM
topics... [JIABHBIM MOMEHTAM. ..

OTBeTbI HA BONIPOCHI

English Russian
S nymaro, st oTBeTHII YK€ Ha Bam Bonpoc
I think 1 answered your question earlier. paHee.
I'm glad you asked that. Pan, uto Bel cipocmiiu 06 3TOM.
Well, as | already said... WTak, KaK s y>Ke ¥ TOBOPHIL. ..
That's a very good question (of you to ask). Ouenb xoporuii Bompoc (KOTopblit Bel
So you are asking about... 3aj1ain).
If I’ve understood you correctly you are asking HWrak, Bel cnipammBaete o ...
about... Ecnu s npaBuisHO nioHsn Bac, Bel

CIPALIUBAETE O ...

Ouenka npe3eHTANMM:
1. Ecnu npe3eHTanus oLeHeHa Ha «OTJIMYHO» CTYJEHT UMEET MPaBoO Ha OTBET U3 JIBYX aCIEKTOB
Ha 3K3aMeHe
2. OueHkKa Npe3eHTalud CKIaJbIBA€TCS M3 TOJOCOBAHUS YYAaCTHUKOB M HPOQECCHOHATBHOIO
MHEHHS NpenojgaBaresinci

MeTtoauyeckue peKOMeHAalMHU 110 padoTe ¢ KeicaMu

«Ketic-ctagm» (0T aHrI. «case study» — u3ydeHne KOHKPETHOTO Cirydasi / mpoOJIeMbl / CUTYyaIlim).
CyTb KeHc-TeXHOJOTHH 3aKJII0YaeTCs B TOM, YTO CTYJICHTaM IPEJIaraeTcsi OCMBICIHUTD JEJIOBYIO
CUTYAaLIHIO, B3ATYIO U3 pealIbHON SKOHOMUYECKOM MPAKTUKH, KOTOPAasi HE TOJIBKO OTpa)kaeT KaKyro-
a100 MPaKTHUECKyI0 MpolieMy, Kak MpaBWIIO, HE MMEIOUIYI0 OJHO3HAYHOTO PEIICHHs, HO U
KOTOpasi aKTyaJu3upyeT OIpeleleHHbIH KOMIUIEKC MPo(ecCHOHANbHBIX W KOMMYHHKAaTHBHBIX
3HAaHUU U YMECHUM.

VYyacTHUKaM npeziaraeTcs cTaTh MPeJCTaBUTENIMU KOMIIAHUH, TPOOIEMbI KOTOPOH OHH TOJIBKO
YTO JETaJbHO W3YYMJIM, M BBICKA3aTh CBOIO TOYKY 3PEHHUS CHayaja B (opMe Mpe3eHTAINH
(MOHOJIOTHYECKAS PEYb), a 3aTEM MPUHSTH YIaCTHE B TUCKYCCHUU/TIEPEroBOpax (qUaoruiyeckas u
HoJHIIoTHYecKas (popMbl OOIIEHUs), B XOJI€ KOTOPOW JODKHO OBITh HANJEHO ONTHMAIIbHOE
pelieHue.

25



Cxema pafoThI ¢ «case study»
Jrtan 1. Opranu3zanuoHHas cTajausi padoTbl HAJL KeilcoM

| 3HAKOMCTBO C COEPKAHNEM JEIOBOI CHUTYALIMH |
v

| [TpenBapuTenbHOE 00CYXICHUE JICIIOBON CUTYaIUU ‘
)

| BrIcTynieHusl y4aCTHUKOB CUTYaLIMU | ‘ [TogBeneHue UTOroB IPENoIaBaTesIeM
v
| DopMUPOBAHHUE MAJIBIX OATPYII U3 3-5 YEJTOBEK \
v
| Bo16op nuaepa B noarpynmnax \
v

| Br100op nuHNM OBeACHUS KKI0M MOATPYIIION \
v
| KommenTapuu npenogasarenst 00 o0beMe npeacTosieii padboTsl ‘
Jran 2. Pabouas cragus padoThbl HaX KeilcoM

\ JleTanpHOE M3y4YeHUE IETOBOM CUTYAIIMU YYaCTHUKAMU JIEJTOBOM CUTYalMK |
v

AHau3 IeT0BOM CUTYAILMK B KaXXJA0W MOATrpymne
Pa3paboTka niaHa mpe3eHTaIluy aHanu3a

Ve T~
| Jluckyccus B MJIBIX Ipynmax ‘ ‘ [IpunATHE perieHu
v
CpaBHeHue pesyabTaroB  pabotel ¢ | Koopaunaius JESTEIIBHOCTH
JPYTUMHU IOATPpYIIaMHU [IPEnoAaBaTesIeM
v

| BeIcTynuieHus 111epOB IOATPYIIII ‘
Jran 3. 3aBepiaomas cragus padoTbl HAX KelcoM

\ [IpunsTHe okOHYaTeNbHOTO, Hanbosee 3HPEKTUBHOTO peIICHUs \
v

| [TonBeeHue UTOroB pabOTHI HAJY JIEIIOBOW CUTYaIMen ‘

o T~

| KoMMeHTapuy y4acTHUKOB CUTYalluu | | KoMMeHTapuu npenojaBareis
v

| OreHka mpernoiaBaTesieM paboThl KaKI0UW NOATPYIIIBI ‘

IIpuMepHBbIe A3BIKOBBIE KJIMILE 1JIA IPe3eHTAlMU 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...
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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 | 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 | wanted to say, now I’m ready to answer your questions.

MeTom/mecmle PECKOMEHIAIUHA MO COCTABJICHHIO PE3IOME

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
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. 1f 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.
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IL1aH npakTHYeCKUX 3aHATHI

1. Ilucomennasn peun.

OCHOBBI HGHOBOﬁ NEPCIUCKU: KIUIIC, IIalKa IMMCbMa, OCHOBHBIC COKPAIICHUS. IIucemo-
conpoBoxaecHue. [Incemo-nmoareepxaenue. [lncemo-3anpoc. [Tucemo-npocsda. Pesrome.

2. Ayouposanue.

Bocnpusitue peun (pasiuyueHue 3BYKOB, MHTOHAIMOHHBIX M PUTMHYECKHUX MOJENEH,
naysalun); pacro3HaBaHUE CIOB (BOCIPHUATHE 3BYKOBOTO o0Opa3a clioBa, COOTHECEHHE ITOTO
oOpaza ¢ BOKaOyJspOM, BOCCTAaHOBJIEHHE JIEKCUKO-TPaMMaTH4YeCKOH M CEMaHTHYECKON
UH(OPMALIKH O CIIOBE Ha OCHOBE BOCHIPHUSATHS €r0 3BYKOBOU 000JI0UKH); 00paboTKa IpesIoKEeHHUHA
(mapuennsuusi, OmpeNelieHne CTPYKTYPhl TNPEUIOKEHHSI, BBISIBICHHE €ro KOMIIOHEHTOB);
NoCTpoeHHe OyKBAJIBHOTO CMBICTIA MPEIOKEeHUsT (BbIOOp pENIeBAaHTHOTO 3HAYEHUS JUIA
MHOTO3HAYHBIX CJIOB); COXpaHEHHE HH(pOpMallMd B KPAaTKOCPOUHOM MaMATH; paclo3HaBaHUE
KOI'C3MBHBIX CPCACTB B PCUN; UHTCPIPCTALUA UMIINIMITUTHOI'O COACPKaHNUA U UHTCHILIUU pCUCBOI'O
aKTa; MPOrHO3MPOBAHUE;0PUEHTALINS B CUTyallud, GOPMYIIMPOBKA OTBETA.

3. JIexcuka.

Jlekcuueckuii 3amac aHTIMKACKUX (DPA3COJTOTUUECKUX M HUIAOMATHYECKUX OOOpPOTOB,
YCBOCHHUC HaI/I6OHCC y1'[0TpC6I/ITCJIBHBIX CUHOHHUMOB, daHTOHUMOB 1 OMOHHUMOB AHTJIMHCKOrO SI3BIKA 110
CIIETyIOIIMM TeMaM:

. Forms of business organizations
Company structures
Management
Recruitment and selection
Cultural awareness in business
Financial statements
International trade
Marketing
Advertising
Ethics in business
Managing change

. Branding
4. I'pammamuka

Mopdogorus

Iaaroa. [leiictButenbHblil U crpagatenbHbiii 3amoru (Active and Passive Voices).
OcobOeHHOCTH TIepeBOIa CTPAAATEIIbHBIX KOHCTPYKIIMI Ha PYCCKUH S3bIK. MOTalIbHBIE TIIArOJIbI U
UX DKBHBaJCHTHI. [ arousl to be u to have, ynorpedmnsrommecs B caMOCTOSATEILHOM, MOJIAIEHOM
(SKBUBAJIEHTHO  MOJAJbHBIM  TJIarojaM, BBIPAXKAIOUIUM  BO3MOXKHOCTb,  BEpPOSTHOCTH,
I[OJDKGHCTBOBaHI/IG) A BCIIOMOraTelIbHOM 3HaueHUAX. OCHOBHEIE CBCIACHHUA O COCJIaratrcibHOM
HAKJIOHEHHUU.

Henuunbie ¢popmel rinarona: uapuautuB (Infinitive) u ero pynkuuu; repynamii (Gerund)
u ero ¢ynknuu, npuyactus (Participle I u Participle II) B ¢dyHkmusx omnpeneneHus u
oOcTositenbeTBa. CroxHbIE POPMBI MHOUHUTHBA U TIPUYACTHSL.
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CuHrTakcuc

IIpocroe pacnpocTrpaHeHHOe NpeAJIoKeHHne. [Ipssmon OPSIOK CJI0B
TIOBECTBOBATEIFHOTO M MOOYAMTEIBHOTO MPEAJIOKCHUNH B YTBEPAUTEILHOW W OTPHUIIATEIBHOM
dopmax. OOpaTHBII MOPSIOK CIIOB BOMPOCUTEIHLHOTO MPEITOKEHUS.

CJ/I0)KHOCOYMHEHHOe W CJOKHONMOJXYMHEHHOe mpemioxkenus. HesaBucumblii
(camMoCTOSTENbHBIN) MPUYACTHBIH 000poT. MHPUHUTHB B PyHKIIUH ONpesesieHUs] U IEPEeBOJI €ro
Ha PYCCKMH S3bIK  OINPENENUTENBHBIM TMPUAATOYHBIM  TpeiokeHueM. OObEKTHBHBIN
uHpuHuTHBHBINA 000poT (the Objective Infinitive Construction/Complex Object); cyobekTuBHBII
uHbuHITHBHBIN 000poT (the Subjective Infinitive Construction/Complex Subject).

5. Kommynukamuenas npakmuka.

PedeBble akThl M CHTYallMOHHO OTPAaBIaHHOE peyYeBOE MOBeAcHUE: KOMMyHHKAaTHBHBIC
NIecTBUS, HANpaBJICHHbIE HA Y4YeT MO3MLMHU colOecelHUKa OO MapTHepa IO JesTeIbHOCTH
(MHTEIUICKTYQJIBHBI  aclleKT KOMMYHHKAllWU). PeueBble NEHCTBHA, CIOyXamue CpelIcTBOM
KOMMYHHKAIMK (Tiepeqaud WHQOPMAIUM JPYTUM JIFOJASM), CIIOCOOCTBYIOT OCO3HAHHMIO U
YCBOEHHIO OTOOpaXkaeMoro cozep)kanusi. KOMMyHHKAaTHBHBIC JEHCTBHUsS, HalpaBJICHHBIC Ha
KOOIEPaIMIO, T.€. COTJacOBaHHE YCWJIMH IO JOCTIKEHUIO OOIIel IeiH, OpraHu3alid H
OCYIIIECTBIICHIIO COBMECTHOH JESITETLHOCTH

PexoMengauum no o0y4eHuro HHBaJIUA0B 1 Jun ¢ OB3

OcBoeHune TUCHMIUIMHBI HHBaMUAaMH U Jmiamu ¢ OB3 Moxer ObITh OpraHM30BaHO KaK
COBMECTHO C JpYrUMH O0OydYarollMMHCA, TaK W B OTHENbHBIX Trpynmnax. [Ipeamomaraiorcs
CHeIMallbHbIE YCIOBUS IS MOJTydeHus oOpa3zoBaHus nHBaIMaamMu u auiiamu ¢ OB3.

[Tpodeccopcko-nienarornyeckuii cocTaB 3HAKOMHUTCS C TICHXOJIOTO-(PU3NOIOTUYECKUMU
0COOCHHOCTSIMU 00y4Jaromuxcss WHBanuaAoB U null ¢ OB3, uHANBUAYyaIbHBIMU MPOrpaMMaMU
peabunuTanuu  WHBaTUAOB (mpu  Hamuuuu). [Ipy  HEOOXOAMMOCTH  OCYIIECTBIISICTCS
JOTIOTHUTENIbHAS TOMJCPXKKA TMPENoJaBaHusl THIOTOPaMH, TICHXOJIOTaMH, COIMATbHBIMU
pabOTHUKAMU, POLIEIIMMH MTOATOTOBKY aCCUCTEHTaMHU.

B cooTBeTcTBHM C MeTOANYECKHMMHU peKoMeHaanusaMu MuHoOpHayku PO (yTB. 8 ampens
2014 1. Ne AK-44/05BH) B Kypce mMpearonaraeTcs HCIOIb30BaTh COIMAIBHO-aKTUBHBIE H
pedIeKCUBHBIE METOIbl OOyUYeHUS, TEXHOJOTHH COLMOKYJIBTYPHOH peaOWINTAllUd C IENBIO
OKa3aHHUs MOMOILIM B YCTAHOBJICHUU IOJHOLEHHBIX MEXKINYHOCTHBIX OTHOUIEHHH C JAPYTUMHU
CTYJEHTaMH, CO3JaHUH KOM(OPTHOTO TCHXOJIOTUYECKOTO KJIMMAaTa B CTYICHYECKOH TpyTIie.
[TonGbop m pa3paboTka ydeOHBIX MaTEPHAIOB MPOU3BOIATCA C YYETOM TIPEIOCTaBICHUS
MaTepuana B pa3IUYHbIX (opMax: ayauanbHON, BU3YAIbHOH, C MCIOIB30BaHUEM CIEIHATBLHBIX
TEXHUUYECKUX CPEICTB U NH(POPMAILIMOHHBIX CHCTEM.

Meaunamarepualibl  Takke CIIEIyeT HCIOJb30BaTh U aNalTUPOBaTh C  Y4ETOM
WHIUBUIyATBHBIX 0COOCHHOCTEH 00ydeHust nHBanuI0B 1 juil ¢ OB3.

OcBoeHue AUCHUIUIMHBI UWHBamugamMu u  JjuunamMu ¢ OB3  ocymectBisercs ¢
WCITOJIb30BAaHUEM CPEJICTB OOyYEHHMsI OOIIET0 M CIECIHAIBHOTO Ha3HA4YCHHS (IIEPCOHAIBHOTO U
KOJUIEKTUBHOTO HCIIOJIb30BaHUs). MaTepuanbHO-TEXHUYECKOE OOECTieueHre MpeaycMaTpruBaeT
MPUCTIOCOOJICHUE ayIMTOPUM K HY>KJaM WHBaIUI0B M Jinil ¢ OB3.

dopma TMPOBEACHUS ATTECTAlMM JUIsl CTyACHTOB-mHBanuaoB u jun ¢ OB3
YCTaHABIIMBAETCS C YUETOM MHAWBHIyaIbHBIX ICUXO(PU3NYECKUX 0COOCHHOCTEH. J{7151 MHBAaTHA0B
u qun ¢ OB3 mpemycmarpuBaeTcss qoctynHas (opma mpenocTaBieHUsl 3aJaHUN OLIEHOYHBIX
CPEICTB, @ UMEHHO:

— B I[IEYaTHOMW WJIU AJIEKTPOHHOHU (popme (1l JIIl C HApYIIEHUSIMU OMOPHO-BUTATEIHLHOTO
amnmnapara);
— B mTeyaTHON (¢opme WIM 3NEeKTpoHHOH ¢(opMe ¢ yBETMYEHHBIM HIPUPTOM U

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

— METOJIOM YTEHHSI aCCUCTEHTOM 3aJIaHus BCIYX (IJIs JIHI] C HAPYLICHUSIMH 3PEHUs).
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CtyneHTaM ¢ MHBaIMIHOCTHIO M junaM ¢ OB3 yBennuuBaeTcs BpeMsi Ha MOJATOTOBKY
OTBETOB HAa KOHTPOJIbHBIE BOMPOCHI. J[J1 TAKKUX CTYAEHTOB MPETyCMaTPUBACTCS JOCTyIIHAsE opma
MIPEI0CTaBIICHUS OTBETOB Ha 3a/IaHMsI,  UMEHHO:

— TMHUChMEHHO Ha Oymare wiim HabOpOM OTBETOB Ha KOMMBIOTEpE (JIs JIUII C HAPYIICHUSIMH
clIyxa, peun);
— BBIOOPOM OTBETA M3 BO3MOXXHBIX BAPHAHTOB C MCITOJIb30BAHUEM YCIYT acCUCTEHTa (s

JUI C HApYUIEHUSIMUA ONTOPHO-/IBUTATENILHOIO aIlapaTa);

— YCTHO (ISl TUL| C HAPYLIEHUSMH 3PEHHUS, OTIOPHO-ABUTAaTEIbHOIO alapara).

[Tpu HEeoOxomammocTH Jyisi 00ydaromMXcs ¢ WHBAIMIHOCTRIO U jull ¢ OB3 mpouemypa

OILICHHUBAHUA peByHBTaTOB 06yquI/1;1 MOXET HpOBOI[I/ITI:CH B HECCKOJIBKO 3TallOB.

12. Onucanue MaTepuaAIbHO-TEXHHYECKOH 0a3bl, HEOOXOIMMO¥ AJ1s OCylIeCTBJIEHUsI
00pa3oBaTeILHOIO NMpolecca No JMCUUIIUHE

YueOHasi ayauTOpMs, TpeJHA3HAYCHHAs [UIA TPOBEIEHHS Yy4eOHBIX 3aHATHUH,
MPEAYCMOTPEHHBIX  HACTOSIIIEW  paboueld  mporpaMMoil  JHUCHMIUIMHBI,  OCHAIlCHHAS
O60py,Z[OBaHI/IeM " TCXHUYCCKUMHU CPCACTBAMU OGy‘-IGHI/I}I, B COCTAaB KOTOPBIX BXOAAT: KOMIIJICKTBI
CIeNUATM3UPOBAHHON y4eOHON MeOenu, JOCKa KJIacCHas, MyJbTUMEIUUHBIA MPOEKTOP, dKpaH,
KOMIIBIOTCP C YCTAHOBJICHHBIM JIMIICH3WOHHBIM ITPOTrPpaMMHbBIM OGCCHC‘IGHHGM, C BBIXOI0OM B CC€Th
«IHTEepHET» U AOCTYIIOM B 3JIEKTPOHHYIO HHPOPMAIIMOHHO-00Pa30BaTEIbHYIO CPENY.

IMomenenne 1Jis1 cCaMOCTOATEILHOM Pa00THI 00y4aIOUIUXCH — Ay TUTOPHS, OCHAIIICHHAs
CIIEIYIOIMIUM 000PYJOBAaHUEM U TEXHUYECKUMU CPEACTBAMM: CIIEUaIN3UPOBaHHAs MeOenb AJis
npernoiaBaTess u 00yJaromuxcs, 10cka yueOHas, MyJIbTUMEIUHHBIN TPOEKTOP, IKPaH, 3BYKOBbIE
KOJIOHKH, KOMIBIOTEp (HOYTOYK), NMEPCOHAIBHBIE KOMIBIOTEPHI JUIsl paboThl 00ydarouuxcs ¢
YCTaHOBJICHHBIM JIMIICH3WOHHBIM ITPOTrpaMMHBIM OGGCHG‘-IGHI/IGM, C BBIXOJ0OM B CCTh ((I/IHTepHeT»
U IOCTYIIOM B 3JIEKTPOHHYI0 MH(POPMAITMOHHO-00pa30BaTEIbHYIO CPEay.
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