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K OCHOBHOU NPOgheccuonanbHoll 00pazoeamenbHoll npocpamme

no nanpasienuro noocomosku 38.03.01 Ixonomuka
HanpasieHHocmy (Mpohuib) « IKOHOMUKA U PUHAHCHI OP2AHUZAYULY

Pabouas mnporpamMma IUCIUIUIUHBI «AHTIUHCKUHA SI3BIK JUIs1 TPO(EeCcCHOHATBHOTO
oO0IIeHUsD BXOJUT B COCTaB OCHOBHOI 00pa3oBaTeIbHOM MPOrpaMMBbl BBICIIET0 00pa30BaHuUs MO
HanpasieHuto noaroroBku 38.03.01. DxoHOMuKa, HampaBiIeHHOCTh (MPOQHIL) «DKOHOMHUKA U
(UHAHCH OpraHW3AMK») U MPETHA3HAUCHA I OOYYarONIMXCS OYHOM M OYHO-3a049HOU (hopm
o0ydeHusl.

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

Heab TMCHUIVIMHBI KAHTIUHACKUH A3bIK U1 TPO(PECCHOHATBHOTO OOIICHUS» - PA3BUTh
y CTYACHTOB KOMMYHHMKAaTHUBHYIO KOMIICTCHLHIO, YPOBE€Hb KOTOPOW IIO3BOJIUT HCIIOJIB30BATH
AQHIMIMMCKUNA 536K B TPO(ECCHOHATIBHOM JIeATENIbHOCTH, MOBBICHUTH YPOBEHb BIIAJCHUS
AHTTIMHCKHAM S3BIKOM, JOCTUTHYTBIM Ha MPEIBIAYIIEM JTale, a TAKXKE 3aJ0XKHUThb OCHOBY IS
JanbHEHIIero u3y4eHus NpopecCuoHaIbHOTO aCMEKTa SI3bIKA.

3aga4yu JUCHHUILINHBI:

— JOCTH)KE€HHE HEOO0XOAMMOrO YPOBHS JIMHI'BUCTUYECKUX HABBIKOB — H3Yy4YEHUE U
UCTIOJIb30BaHUE JIEKCHYECKUX M TPaMMaTHYECKUX €AMHUIl B 00beMe, KOTOPhI HEOOXOAUM Jis
TBOPYECKOH J1eATENLHOCTH B IPO(YECCHOHAIBHBIX chepax U CUTyalusx;

— Ppa3BUTHE NHUCKYPCHBHBIX HABBIKOB - YMEHHUS IOCTPOEHHUS LEJIOCTHBIX, JIOTUYHBIX
BBICKa3bIBAaHUH (IMCKYpCOB) pa3HBIX (YHKIMOHAJIBHBIX CTHJEH B YCTHOH W NUCHMEHHOM
KOMMYHHUKAIlMM  Ha  OCHOBE IIOHMMaHHUS  pa3JIM4YHBIX  BUJOB  NPO(PECCHOHATBHO-
OpPUEHTUPOBAHHBIX TEKCTOB IIPH YTEHUH U ayIUPOBAHUY;

— pa3BUTHE NPAKTHKHU HUCIIOJIB30BAHMSI aHTJIMMCKOTO SI3bIKA JJISl PELICHUs] CHEUAIbHbIX
npoecCHOHANBHBIX 3a7au (IOA00p JIMTEpaTyphl, YTEHHWE COOTBETCTBYIOIIMX MCTOYHHMKOB,
IPOCMOTP IPOTrpaMM IO UHTEPECYIOIIEH CTyACHTa MPoOIeMaTHKe);

— 3aKpEIUICHUE CTPATETMYECKOIO HABBIKA;

— HAaBBIKAa MCIIOJIb30BaTh BepOalibHbIE W HEBEpOAJIbHbIE CTPATEIMU JUIsl KOMIIEHCALUU
po0esIoB, CBSI3aHHBIX C HEJJOCTATOYHBIM 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 AU CHHMILVINHBI B CTPYKTYpe OCHOBHOM NPO()ecCHOHAILHOM
00pa3oBaTeILHON MPOrpaMMbl BbICIIET0 00pa30BaHUSs

JucrunnuHa «AHTIUHACKUN S3BIK U1 TPO(ECCHOHATBLHOTO OOIIEHU» BXOJIUT YacTh
y4e0HOro 1miaHa, GopMUPYEMYIO YYaCTHUKAaMU 00pa30BaTeIbHBIX OTHOLICHHH 110 HAMIPABIICHUIO
noarotoBku 38.03.01 DxoHOMHMKaA, HampaBIEHHOCTh (MPOQIb) MpOrpaMMbl « IKOHOMHKA W
(bMHAHCHI OpraHU3aIUI.

3. O0beM JUCHUILIMHBI B 324€THBIX ¢IUHUIAX H AKAJeMUYECKUX 4acax ¢
yKa3aHHeM KOJHYeCTBA aKa/leMHYEeCKUX YaCOB, BbIIeJIeHHbIX HA KOHTAKTHYIO padoTy
00y4yaIuXCcs ¢ mpenojaBaresieM (110 BUAAM YUeOHbIX 3aHATHI) H HA CAMOCTOSITEJILHYIO
padoTy o0y4aroumuxcs

OO61mmast TpyA0EMKOCTh TUCIUTIIMHBI COCTABISAET 8 3a4ETHRIX €UHUIL, Bcero — 288 4acoB.

Buj yueOHoi1 padoThl Bcero yacoB
o4dHas Gopma OYHO-3209HAs
o0yUeHHSI dopma oOyueHus

KonTakTHasi paGora ¢ npenoaaBareseM (Bcero) 112 48
B ToMm unce:
3aHATHS ~ CEeMHUHApPCKOTO  THma  (IIPaKTUYECKUE 112 48
3aHSITHUS)
CamocTosiTejibHas pa6oTa (Bcero) 149 213
Kontpoasb 27




dopMa KOHTPOJIA

3a4eT ¢ OICHKOM, DK3aMeH

O0masi Tpy10éMKOCTb JUCHMILIIMHBI

288

4. IlepedyeHb MUIaHNPYEMBIX Pe3yJbTATOB 00y4YeHHsI 110 JMCHUILIHHE, COOTHECEHHBIX €
IIAHUPYEMBIMH pe3yJIbTaTaAMH 0CBOCHHS 00pa30BaTe/IbHOM NPOrpamMm

Koa v HaumeHoBaHue

Koa v HaumMeHoBaHue

ILnanupyemble pe3yJibTaThl

KOMITeTeH I MU (Hif) HHAUKATOPA A0CTHKECHUS
o0yuyeHus M0 AUCUMILINHE
BbINMYCKHUKA KOMIIeTeHIIUHT
Kommynukanus NYK4.1 3HaTh: rpaMMaTH4YecKHue
YK-4 Ocy1ecTBIIsIET JEIOBYIO IIpaBUIIa, bopmbI u
Crnioco0eH oCymecTBIATh | KOMMYHHUKAIUIO B YCTHOM KOHCTPYKLUHH,  aHIJIOS3bIYHBIC
JICIIOBYI0 KOMMYHUKAIMIO | popMe Ha PyCCKOM U pedeBbie CTPYKTYPBI U JECJIOBYIO
B YCTHOM M MMCbMEHHOMN WHOCTPAHHOM SI3bIKaX. TEPMHUHOJIOTHIO, HEOO0XOAUMbIE
dbopmax Ha NyK 4.2 JUISL OCYILIECTBJICHHUS
TrOCYJapCTBEHHOM SI3BIKE Ocy1iecTBIISIET 1ETOBYIO npoheccCuoHaNTbHOTO O0IIEHHUS.
Poccuiickoit denepanuu 1 | KOMMYHUKALUIO B Ymers: JIOTUYHO,
WHOCTPaHHOM(BIX ) MMCbMEHHOU (popMme Ha apryMEHTHPOBAHO W KOPPEKTHO
s3bIKe(ax) PYCCKOM U UHOCTPAHHOM MOATOTOBUTH YCTHBIE u
A3BIKAX. MIACbMEHHBIE BBICKA3bIBaHUS HA
AHTJIMHACKOM SI3BIKE B
po¢eCCHOHATHPHOM OOIICHHH.
Biaagern: HaBBIKaMU
WCIIOJIb30BaHUS
MOHOJIOTHYECKON 51
TUAJIOTHUECKOU YCTHOU u
MIACbMEHHOU peuun Ha
AHTJIMMCKOM S3BbIKE B CUTyallUsAX
po¢eCcCOHATBLHOTO
B3aHlMOJICHCTBHUA.




5. Conepxanue Q¥ CHUANINHBI

HaumenoBanue
TeM (pa3aesioB)

Conep:xanue Tem (pa3aesioB)

Tema 1. Forms of
business
activities

®opmbl Ou3Heca

Jlexcuka: TepMHHBI B 00JacTH JENOBBIX (HOpPMaIbHOCTEH, HAJOrOB,
IOPUINYECKHUE CTATyChl KOMIIAHUH, WHAWBUIYaIbHOE MPEIPUHUMATEILCTBO,
TOBApUILECTBO, AKIIMOHEPHOE 00IIECTBO, X MPEUMYIIECTBA U HEJJOCTATKU
UYrenue: Sole Proprietorship, Partnership, Corporation.

['pammaTHKa: TUYHBIE, TPUTSDKATENbHbBIE, YKAa3aTeIbHbIE MECTOUMEHUS.
Heomnpenenennas ¢popma riaronos. CioBoodpazoBaHue, OObEKTHBIN MaICK.
[Topsimok ciioB B mpeasioKeHnu. BorpocuTenbHbie c10Ba. APTHKIIH.
KonuyecTBeHHBIE U TOPSAAKOBBIC YUCIUTEIbHBIC.

YcrHas peub (MOTUIOrHIecKas):

-IPEeUMYILECTBa U HeIOCTATKU Pa3HbIX GopM OM3HEeca

YcTHas pedb (MOHOJIOTHYECKas ):

-pucku UI1

[TuceMenHas peus:

- keiic Belt Up

Tema 2. Levels
and areas of

Jlexcuka: TepMuHBI B cdepe ynpaBieHHs, YpOBHU MEHEKMEHTa, TPYJIOBbIE
00s13aHHOCTH, Ha3BaHUS M OTBETCTBEHHOCTH OT/EIIOB OPTaHU3AINH

management Urenue: Levels of Management, Organization Chart
YpoBuu u chepsl | ['pammaruka: [Topsimok  cnmoB B mpennoxxkeHuu. [lopsmoxk  crmoB B
yIpaBiIeHUs CaMOCTOSITEIbHOM TIOBECTBOBATENIbHOM MpeiokeHuu. [lopsgok cinoB B
BOIIPOCUTENILHOM MPEUIOKEHUH. BpeMeHa akTMBHOI O 3aj1ora.
YcrHas peub (MOTMIOrHIecKas):
-00CyXIeHHE TPYIOBBIX 00S3aHHOCTEHN YIIPABIICHIIEB PA3HBIX YPOBHEN
YcTHas pedb (MOHOJIOTHYECKAs ):
- IOKJ1a1 00 OTBETCTBEHHOCTSX OT/IEJIa KOMITAHUHU
[TuceMenHas peus:
- Keiic Success
Tema 3. Jlekcuka: TepMuHBI B 00JIACTM ~ OpPTaHU3AIMOHHBIX  OCOOEHHOCTEH
Organizational OpraHM3alMi, BUJIbl CTPYKTYD, PECTPYKTYpHU3aLUs
structures Urenue: Types of organizational structures, Restructurization
Opranuzaunons | I'pammatuka: Ilopsnok c€I0B B BONPOCHUTENBHOM IpeuiokeHHH. llopsmok

bI€ CTPYKTYPbI

CJIOB B BOCKJIMLIATEJILHOM IIpeI0’KeHNH. BpemeHa nmaccuBHOro 3anora.
YcrHas peds (MOTMIIOTHIecKas):

- IPEUMYILECTBA U HEJOCTATKU Pa3IMYHBIX OPraHU3aLUOHHBIX CTPYKTYP
YcrHas pedb (MOHOJIOTHYECKAs ):

-OIIMCAaHUE CTPYKTYPbl KOMIIAHUU

IIncemenHas peusb:

- keiic Wildberries

Tema 4.
Management
MeHeKMEHT

Jlekcuka: TepMHHBI B 00JaCTH MEHEKMEHTA, CTHJIM YIIPaBICHHS, THIIBI
MEHE[)KEPOB

Urenue: What is management, The big three management styles

I'pammarnka: UHQUHUTHB 1 €ro KOHCTPYKIIUH.

YcrHas pedb (MOTMIIOru4ecKas):

-00Cy>XJICHHE TUIIOB YIIPABJICHIIEB U UX Ka4eCTB

YcrHas pedb (MOHOJIOTHYECKAs ):

-OIIMCAaHUE CTUJIEH yIIpaBICHUS

IIncemenHas peusb:

- kelic Peter Drucker




Tema 5. Jlekcuka: TepMHUHBI B 00J1aCTH TUAEPCTBA, INACPCKUE KAauecTBa,
Leadership Urenue:Leadership qualities: what does it take, Business leader briefings
JIunepcrBo u I'pammaruka: I'epyHauil, KOHCTPYKLUHU C T€PYHIUEM.
JTUJEPCKUE YcrHas pedb (MOTUIOrHIecKas):
Ka4yecTBa -00CY»X/ICHHE TUTIOB YIIPABIICHIIEB U UX KAYECTB

YcTHas pedb (MOHOJIOTHYECKAs ):

-OTMMCaHUE CTUJIEH yIIpaBIICHUS

[TuceMenHas peus:

- ketic The new boss
Tema 6. Jlexcuka: TepMUHBI B 007aCTU PEKPYTUHTA, XEXaHTUHT, €r0 BUAbI U METO/IbI,
Recruitment peueBble CTPYKTYpPbI 1 000pOTHI HAa COOECEOBAHUH IIPH ITPUEME Ha PaboTy
[ToxGop Urenue:Methods of selection, A job interview, Headhunting
nepcoHaa, I'pammaruka: YcnoBHbIe pegioxenus. CocnarareabHOE HAKIIOHEHHE.
PEKpYTHUHT YcrHas pedsb (MOTMIOrHIecKas):

-METO/Ibl PEKPYTHHTA, cCOOeCceIOBaHNE

YcTHas pedb (MOHOJIOTHYECKas ):

- ketic Orbit Records

[TuceMenHas peus:

- HaIMCcaHue COOCTBEHHOTO pe3loMe
Tema 7. Jlekcuka: TepMUHBI B 00J1aCTH MapKETHWHTA, MCCICIOBAHUS PHIHKA, IIEJIEBHIC
Marketing PBIHKH, CETMEHTALINS PhIHKA
MapkeTuHr Urenue:

I'pammaTuka: CiocoObl  BhIpaXeHHs] OyIyIIero, BpeMeHa aKTUBHOTO U

MACCUBHOTO 3aJI0Ta — IOBTOPEHUE.

YcrHas pedb (MOTMIIOTHIecKas):

- oobcyxnenue 4 11 mapkeTunra

YcTHas pedb (MOHOJIOTHYECKAs ):

- TOKJIaJl O METOJIaX UCCIIEeI0BaHuUs PhIHKA

IIncemenHas peusb:

- keric Virgin Mobile
Tema 8. Jlexcuka: TepMHUHBI B 001aCTH MApPKETHUHTA U PEKIIAMBI, BUBI PEKIAMBI
Promotion Urenue: Uses of Advertising, Promotion, Promotional Mix
[Iponsuxenune I'pammaTuka: CiocoObl  BhIpaXeHHs] OyIyIIero, BpeMeHa aKTUBHOTO U

OpeH/1a Ha PHIHKE

MACCUBHOTO 3aJI0Ta — [IOBTOPEHUE.

YcrHas pedb (MOTMIIOru4ecKas):

- o0cyxenne PyHKIUH peKIamMbl

YcrHas pedb (MOHOJIOTHYECKAs ):

- TOKJIaJl Ha TeMY BBIOPAHHOTO BUJa pEKIIaMbl
IIncemenHas peusb:

- keiic Danger Zone

Tema 9.
International
Trade
Bremass
TOPTOBIIS

Jlexcuka: TepMUHBI B OOJIACTHM BHEIIHEW TOPTOBIM, BHEIIHHE PBIHKH,
CTEpEOTHUIIBI U KYJIbTYPHbIE OCOOEHHOCTH, MEKIYHAPOJIHbIE YKOHOMUYECKUE
COIO3bI U OPTaHU3AINH, CAHKIIMHA U OTPAHUYCHUS

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

I'pammaTuka: MonanbHbIe TIarobl, OTTEHKH MOJAIbHOCTH

YcTHas pedb (MOJIUIOTHIECKasT):

- 00Cy’XJIeHUEe CaHKITUH BHEITHEH TOPTOBIH

YcrHas pedb (MOHOJIOTHYECKAs ):

-noxian o BTO

IIncemenHas peusb:

- scce EBponerickuii Coro3

7




6. CTpykTypa JTHCHMILIMHBI 10 TEMaM C YKa3aHHEM O0TBeleHHOI0 HA HUX KOJIHYeCTBa
aKaJeMH4YeCKNX YaCOB M BUJ0B Y4eOHbIX 3aHATHI

Ounas ¢popma o0ydeHuUs1

KonTakTHas padora,
CamocrosiTe
Ne HanmenoBanue TeM (pa3iesioB) qac. IBHAS Bcero,
n/n AUCHUTLTHHBI IIpakTHyeckue yac.
pabora, 4ac.
3aHATHSA
3 cemecTp
1. | Forms of business activities 14 22 36
®dopmbl OH3HECa
2. | Levels and areas of management 14 22 36
YpoBHU U chepbl yIIpaBiIeHUs
3. | Organizational structures 14 22 36
OpranuzalvoHHbIE CTPYKTYPBI
4. | Management 14 22 36
MeHneKMeHT
Hroro 3a cemectp: 56 88 144
4 cemecTp
5. | Leadership 10 12 22
JInepcTBO M THIEPCKUE KAYeCTBa
6. | Recruitment 10 12 22
[Tonbop nepconana, peKpyTUHT
7. | Marketing 12 12 24
MapkeTuHr
8. | Promotion 12 12 24
[IpoaBmxeHne OpeHa Ha PHIHKE
9. | International Trade 12 13 25
BHenHss Toprosis
KoHnTpoJib: 27
Hroro 3a cemectp: 56 61 144
NUTOIO: 112 149 288
OuHo-3204Hast popma o0yueHHst
KonTakTHasi padoTa, 4ac. | CamocrosTe
Ne | HaumeHoBaHue TeM (pa3aesioB) Bcero,
n/n AUCHUILIUHBI TpakTieckue Jbua yac.
3aHATHS padora, 4ac.
S cemecTp
1. | Forms of business activities 6 30 36
@Dopmebl Ou3Heca
2. | Levels and areas of management 6 30 36
YpoBHH U cdhepbl YIIpaBICHUS
3. | Organizational structures 6 30 36
Opranu3anvoHHbIE CTPYKTYPBI
4. | Management 6 30 36
MeHeKMEHT
Hroro 3a cemectp: 24 120 144




6 cemecTp

5. | Leadership 4 18 22
JInnepcTBo U nuAepcKue
KayecTBa
6. | Recruitment 4 18 22
[ToxGop mepcoHana, peKpyTHHT
7. | Marketing 4 20 24
MapKeTuHr
8. | Promotion 6 18 24
[TpoaBuxenne OpeHa Ha phIHKE
9. | International Trade 6 19 25
BHenHss Toprosis
KoHnTpoJib: 27
HToro 3a cemectp: 24 93 144
UTOI'O: 48 213 288

7. llepeyeHb y4eOHO-METOAMYECKOT0 00ecriedeHUs ISl CAMOCTOSITEJIbHOM PadoThI
o0y4Jaromuxcs Mo JMCIUIIHHE

CamocrodrenbHas padoTa sIBISI€TCSI OJHUM M3 OCHOBHBIX BUI0B YU4€OHOH A€ATENbHOCTH,
COCTaBHOM YacThIO y4eOHOI0 Mpoliecca U UMEET CBOEH IIeNbI0: TIy0OKOe YCBOGHUE MaTepuaa
JUCLUIUIMHBIL, COBEPLICHCTBOBAHME M 3aKPEIUIEHUE HABBIKOB CAMOCTOSTENBHOW paboThl C
JUTEPATypoOi, PEKOMEHIOBAaHHOM IIPENOAABATEIIEM, YMEHME HAWTH HYXKHBIM MaTepual |
CaMOCTOSITEJIBHO  €r0  HCIOJIB30BAaTh, BOCHUTAHME BBICOKOM TBOPYECKOM AKTUBHOCTH,
WHUIMATUBBI, IPUBBIYKM K IIOCTOSHHOMY COBEPLIEHCTBOBAHMIO CBOMX 3HAHUM, K
LEJICYyCTPEMIICHHOMY HayYHOMY ITOUCKY.

KoHTponb caMoCTOSTETbHONH pabOThl, SBISAETCS BaKHOW COCTAaBIIAIONICH TEKYyIIEro
KOHTPOJISI yCIIE€BAEMOCTH, OCYILECTBIISICTCS IPENOJABaTeIeM BO BpeMs JICKIUOHHBIX U
NPaKTUYECKUX (CEMUHAPCKUX) 3aHATHI U 00ecTiedrBaeT OLIEHUBAHHUE X0a OCBOCHHS U3y4aeMO
JUCLUIUIAHBIL.

Bo3moxkHbIE TeMbI IPpe3eHTalui

The marketing strategy of a company (the 4P’s)

The promotional strategy of a company (promotional tools)
The greatest success of entering a foreign market

The greatest success on a domestic market

The greatest flop on a domestic market

The greatest flop on a foreign market

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

9. Internet advertising and buzz marketing

10. Peculiarities of Public Relations

11. Ethics in Business

12. Entrepreneurial Skills

13. Headhunting: what does it take?

14. Tips to be successful at job interviews

15. What makes a great manager

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

17. Efficient ways to motivate staff

18. Effective methods of market research

19. Product life cycle

20. Your own idea
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TpeOoBaHus K pe3eHTALIMH

. 9-15 cnaiinos B PowerPoint

2. Ilnan npe3eHTaLUu:
— Bcrymnenne (mouemy BeIOpaHa IaHHAs TeMa Mpe3eHTanumn) (2 cnaiiia)

— OcHOBHAaA 4acThb

— 3axirodyeHue (BbIBOJIBI) (2 craiia)
3. Cnukep Mpe3eHTYEeT CBOIO TeEMY (OrpaHUYEHUE 110 BPEMEHU — 5-7 MUHYT) U OTBEYAET
Ha BOIPOCH! YYaCTHUKOB Ha aHTJTMIHCKOM SI3BIKE.

PexoMeHaannu Mo NOAroTOBKeE K NMpe3eHTaAluN

Otamnbl paboThl HAJT TPE3CHTAIUEH

- IlpenBapurenbHas MOCTaHOBKA MTPOOJIEMBI HIIU BBIOOD TEMBI.

- BwiaBmwkenne u 00CyXIeHHE THIIOTE3 PEIICHUS OCHOBHOM MPOOJIEMbI, UCCIICIOBAHNE
KOTOPBIX MOXET CIIOCOOCTBOBATH €€ PEIICHUIO B paMKaX HAMEUCHHON TEMATHKH;

- Tlouck u cOop mMarepuana s pereHus: TpoOIeMbl U PACKPBHITHS TEMBI,

- OxoHyarenbHas NOCTAaHOBKA POOJIEMbI UM BHIOOD TEMBI;

- Tlouck pemnieHus UM packpbITHE TEMbBI HA OCHOBE aHAJIN3a U KJIACCU(PUKAIIUH
cOOpaHHOTO MaTepHaa,

- Ilpe3enTanus u 3amuTa TPOCKTOB, MPEAIOIAraoNIas KOJUICKTUBHOE 00CYKICHHUE.

[Ipe3enTanus H0KHA COACPIKATh TAKUE DJIEMEHTHI KakK:

- OI'JIaBJICHHE;

- 1aTy MOCJIEIHEN pEBU3HY;
- nH(popMaIHio 00 aBTOpax;
- CTIMCOK TIOJIE3HBIX KAYE€CTBEHHBIX CCBHIIOK C MOJPOOHBIM X OMUCAHUEM

Pacnpenesienne caMocTosiTe/IbHOM PadoThI

Bunel, popmbl 1 00beMBI CaMOCTOSATENBHONW PabOThI CTYACHTOB MPH U3YUYEHUU JTAaHHOU
TUCITUTIMHBI ONIPEIENISIFOTCS €€ COJIepIKaHueM U OTPaKEHBI B CISIYIOIICeH Ta0uIie:

Ne HaumeHoBaHHne TeM Bua camocTosiTeIbHOM O0beM caMOCTOSTEIbHOM
n/n (pa3nesnoB) padoThI padoThI
M CITUILINHbBI ouHasi (hopma OYHO-3a0YHas
oOyJeHus dbopma o0yueHus
1 Forms of business IToaroroBka k 22 30
activities ayIUTOPHBIM 3aHATHUSIM,
dopmbl On3HECA MOATOTOBKA JIOKJIAIOB
2 Levels and areas of IToxroroska k 22 30
management ayIMTOPHBIM 3aHATHSIM,
YpoBHU U chepsl MOJArOTOBKA JTOKJIAI0B
yIpaBlIeHUs
3 Organizational IToxroroska k 22 30
structures ayIUTOPHBIM 3aHATHSIM,
Opranu3anuoHHbIC MOJArOTOBKA JTOKJIaI0B
CTPYKTYPbI
4 | Management [ToaroroBka k 22 30
MeHeKMEHT ayIUTOPHBIM 3aHATHUSIM,

noAroToBKa AOKJIaJ0B
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Leadership [ToaroroBka k 12 18
JlunepcTBo 1 ayJIMTOPHBIM 3aHATHSIM,
JTUACPCKHE KaYeCcTBa | MOJATOTOBKA JIOKIIAI0B
Recruitment IToxroroska k 12 18
[TonGop nepconaina, ayIUTOPHBIM 3aHATHSIM,
PEKPYTHHT ITOArOTOBKA JIOKJIA/I0B
Marketing IToaroroska k 12 20
MapkeTHHT ayJIMTOPHBIM 3aHATHSIM,
IIOATOTOBKA JTOKJIAI0B
Promotion IToxroroska k 12 18
[Tponsuxkenne OpeHa | Ay AUTOPHBIM 3aHSATHUSM,
Ha PBIHKE ITOJArOTOBKA JIOKJIA/I0B
International Trade IToaroroBka k 13 19
BremHss Toprosis ayJIMTOPHBIM 3aHATHSM,
IIOATOTOBKA JTOKJIAI0B
NUTOIO: 149 213

8. Hepeqenb BOIIPOCOB M THMOBBbIC 3aJaHUA AJIA MMOATOTOBKHA K HpOMe)KYTO‘lHOﬁ
aTrecTalnumn

8.1. Ilepeuyens 3agaHuil 1J1s1 MOATOTOBKH K 3a4eTy ¢ OLCHKOMH
Tema 1. Forms of business activities. @opmbl 6u3HECA

3ananmue 1. [IepeBenure npeuiokeHus, HCNOIB3YA JeKCUKyY 1o Teme Forms of business
activities:

1. 5 mer Hazax jaBa japyra peinwid Hadath cBo€ peno. OHHM B3sUIM cCydy B OaHKe,
HOJTYYWIJIN JIMIEH3UIO ¥ OCHOBAIN KOMITAHUIO TakCH. DTo Obl10 maptHEpcTBo. C camMoro Havyanga
BCE [UIO MIaJKO, HO Yepe3 HEKOTOpOe BpeMsl YBEIMUYCHHBIH 00bEM MepeBO30K (transportation)
3aCTaBWJI NAPTHEPOB U3MEHHUTH CTATYC KOMIIaHUH.

2. Komnanus Ilpokrep »Ha ['>MOn cTpouTcs mo mpoaykry. Bo BHHMaHWHM KaKIOTO
OTAC]Id HAXOAUTCA OAWH M3 MPOAYKTOB KOMITAHUHN U CHOCOGBI Cro VJYYIICHU . Ota CTPYKTYpa
MO3BOJIIET PYKOBOAMUTENSIM OT/EJIOB pearpoBaTh Ha JI000 BHI30B Ha PhIHKE, aJalTUPOBATHLCS K
U3MCHCHUSAM ITOKYIIATCIIbCKUX HYKJ U NOAACPXKHNBATH KOHKVDGHTOCHOCOGHOCTB KOMITaHHUH.

3. Jlns Toro, 4TtoObl BIOXHYTh B KOMIIAHWIO HOBYIO JKH3Hb, OHa ObUIa HEIaBHO
PECTPYKTYpU3HPOBaHa. PyKOBOACTBO yYBOJMJIO Te€X CIyKallMX, KOTOpPBIE CONPOTUBISIIACH
nepemeHaM. Mucrepa bnelika Benu B Coser aupektopoB. OH 3aiiMér Mmecto Mucrepa ['puHa,
KOTOPBII paHblIe MNOJOXKEHHOTO CPOKa YXOAWUT Ha meHcuio. OH OyleT HaXOAWUThCS B IPSIMOM
HNOJAYMHECHUY Y UCIIOJIHUTEIILHOIO JUPEKTOPA U OTBEYATH 3a BCE IIPOJAXKU KOMIIAHUH.

3apanue 2. Hanumure aHamoru JaHHBIX JIEJIOBBIX TEPMUHOB Ha AHTJIUHCKOM SI3BIKE 110
teMe Forms of business activities:
1. ropuanyueckoe JuIo —
COOCTBEHHOCTD, MOCJICHHAS Ha aKI[UH —
HECTU OFpaHI/I‘-IeHHYIO OTBCTCTBCHHOCTH -
OBITh HA3HAYCHHBIM AKITMOHEPOM —
BO3IJIABIISIEMBII MIpe/iceIaTelIeM COBETa JUPEKTOPOB —
MOAYUHSTHCS aKIIMOHEPaM —
I[GHTGHBHOCTB/ HpOI[yKTI/IBHOCTB KOMIIAHUH —
COOTBETCTBOBATh OKUJIAHUSIM aKIIMOHEPOB —
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9. exeronmHoe olIee coOpaHre akKIIMOHEPOB —
10. u30partp HOBBIH COBET TUPEKTOPOB —

11. oOBIYHBIC/TIPUBUIICTUPOBAHHBIC AKITUU —

12. mponaBath akiuu Ha (POHJOBOM PBIHKE —
13. momyexath MyOJIMYHON OTYETHOCTH —

14. xoH(UAECHIMATBHBINA XapaKTep KOMIAHUU —
15. BimazeTh OOJIBIINM KOJIHYECTBOM AKIIUI —
16. BBITYCTUTH OOJIUTAIIH —

17. cornacuTbcs Ha nepegavy akium —

18. OOBSIBUTH MOANHUCKY HA AKIIUU -

19. HeT orpaHUYEHMI IO KOJIMYECTBY aKI[MOHEPOB —

3apanue 3. Packpoiite ckoOKH, HCTIONB3Ys MPAaBIWIbHYIO (OPMY aHTIIMHACKOTO riaroia
(BpemeHa, HH(PHUHUTHUB, TePYHIUH, IpUYACTHUE)

1. As 1 (walk) home the other night, I

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

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

3. "What's your wife's name?" the secretary asked Mitch. - "Why is that important?" - "Because
when she (call) T would like to know her name so that

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

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

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

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

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

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

(not / put off) the trip?

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

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

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

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

13. 1 pretended (enjoy) the conversation, but in fact I

(bore) out of my mind.

14. Remember (phone) Tom tomorrow. — Why
(you/ keep) (tell) me (not/forget)
things?
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15. A new jumbo jet (design) at the moment. This

plane (expect) (be able/ transport)
800 passengers at a time, if it ever (manage/ get) off
the ground.
16. Now that you (finish/pack), isn’t it time we
(leave)? The meter is ticking!
17. 1T really don’t feel like (go) out tonight. I'd sooner
(stay) in and (watch) a DVD.

3ananmue 4. [lepeBenure npeuIoKeHUs, UCIOIB3YA JeKcUKy 1o Teme Forms of business
organization:
1. MnauBuayanbHbIN NPEAIPUHUMATEND MOKET MIOJYUNUTh JIMLIEH3UIO, B3Th CCYyAy B 0aHKe 1
Ha4aTh CBOE /1eJ10, OJHAKO B ciIy4ae 0aHKPOTCTBA €My IIPUIETCS 0TBEYATh 32 J0JTH CBOUM
JHYHBIM UMYIIECTBOM.

2. Bce komnaHnu pa3BUBAaIOTCH 32 CYET PeMHBECTHPOBAHUS NMPUOBLIU, U JIUIIIb
aKIMOHEPHBIC 0OIIECTBA HE UMEIOT CJIOKHOCTEH C MPUBJIeYEeHHEM KANMTAJA, TaK KaK OHU
MOTYT MPOJAaBaTh CBOM AKLMHU HA PbIHKE IIEHHBIX OyMmar.

3. Jlnst komnanuii ¢ pyHKIIMOHAIBHOM CTPYKTYPOH TUITMYHBI YeTKO 0003HAYeHHbIe
MOJTHOMOYMS M 00s13aHHOcTH. KakoMy ciyxalleMy U3BECTHO, 32 YTO OH HeceT
OTBETCTBEHHOCTb, U KTO €r0 HeMOCPeACTBeHHbII HaYaJdbHUK. OJHAaKO MOA00HAs CTPYKTYypa
HE Coco0CTBYeT ObICTPOMY NPUHATHIO PeLIeHHI, YTO )KU3HEHHO HEOOX0IMMO B TOCTOSIHHO
MeHALLecs 1eJ10BO cpeje.

4. Komnanusa Ckail u3BeCTHa CBOMMU HHHOBALWMSAIMH. [ OTOBHOCTH pearupoBaTth Ha
U3MEHEHMS U aJallTHPOBATBLCA K HUM ITIOMOTaeT €l COXPAHNUTh KOHKYPEHTHOe
NMPEeUMYIIeCcTBO U o0ecneunBaeT rHOKOCThL KOMIIaHUU.

5. BaxxHo, 4TOOBI HaUaIBLHUK OOIIAJICS CO CITY)KAIIUMHU B YeTKOW M SICHOI MaHepe, 0003HaYAJ
POJIN U OTBETCTBEHHOCTh U OLIEHUBAJI 1eAITEJIbHOCTH MOAYMHEHHBbIX. OH J10J)KEeH MMeTh
XOPOIIMH MOCTYKHOUM CNIMCOK U ObITH IKCIIEPTOM B CBOei 00J1aCTH.
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Tema 2. Levels and areas of management. YpoBHU U cepbl yIpaBICHH

3apanue 1. JlommosgHUTE ClIeayOMINNA TEKCT TepMuHamMu o Teme Levels and
Areas of Management:

appointed attacked combined defined constituted reviewed supervised
supported

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

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

Top managers are (4) .....covvneen.... (and sometimes dismissed) by
a company'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) .ccooviiiiiiiiiiiiniee, 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.

3aganme 2. OOBenuTe TEPMHUH, KOTOpBIM HE BXOIUT B KAXKIYH TOPU30HTAIBHYIO
rpynmy:

1 firm companv societv subsidiar
2 salary manager engineer employee

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

3ananme 3. HazoBuTe oOpraHu3allMOHHBIE CTPYKTYphI, ONKHCAHHbIE B JaHHBIX
MMPCAJIOKCHUAX:

1 A cross-functional structure where people are organized into project teams.

2 A structure rather like the army, where each person has their place in a fixed hierarchy.

3 A structure that enables a company to operate internationally, country by country.

4 A structure organized around different products.

3ananme 4. IlepeBenurTe Ha aHIJIMACKWMW S3BIK JAHHBIE NOPEIJIOKEHUS,
HUCTIOJNB3ys TepMuHOJorHIo 1o TeMme Levels and Areas of Management:

1. Mot orer ynpaBiseT Hamieil koMrnanuer BOT yxke 20 yer. B ynpaBiennn 6uzHecom
OH TIPUIEPKUBACTCS KOHCEPBATHBHBIX B3TJISJ0B, HO KOMIIAHUS BCET/a_ yIenseT OoJbIIoe
BHUMAaHHUE HYXKJaM_IOTPEOUTENeH 1 OBICTPO pearupyer Ha W3MEHEHUs Ha pbiHKe. OTel pemm
cQOKYCHPOBATECI Ha HEPEOOYUECHHMH COTPYOHHKOB M IPHHSAI Ha pPabOTy HECKOJIBKHX
poQeCCHOHAIIOB, KOTOPBIE OYIyT MPOBOAUTEL OOyUCHHE.
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2. Iltab-kBaptupa xommanuu ABC Haxomurca B Hbm-flopKe, a eé duwirannl
pacnosokeHsl B 15 cTpaHax.

3. U3-3a causgHusg ¢ KomiaHued X Hama KomIaHusa Oblia peopranusobaHa. 30%
nepcoHalia COKpaTuiau. S ske moJIy4HJI MOBBIIIEHUE 10 KapbepHoH JiecTHulle. Ceiyac s 0TBevaro
3a pabOTy CEpBHUCHOIO IIEHTPA.

4. IlocTosiHHAg TOTEPsS OOJH PLIHKA, BO3PACTAOIIas KOHKYPEHIMS — HOPOOJIEMEI, C
KOTOPBIMHU B MOCIIEIHEE BpEMsI CTOJKHYJAch Hama koMmmanus. Celdyac Hama 3ajaya — CpOYHO
oTpearupoBaTh Ha HHX. [Ipexae Bcero Mbl CMEHHUM KypC KOMITAHHUU, PECTPYKTYPU3UPYEM €€.
PykoBOJACTBO KOMITaHMHM PEIIMJIO HE COKpaliarh, a NepeoOyYHuTh TeEpcoHald. YMeEHHue
aJaTUPOBATHCS K IIOCTOSTHHO MEHSIOMIEMYCSl PBIHKY — BOT 3JI0T ycrexa JIIoboro OmsHeca.

Tema 3. Organizational structures. Opranu3aliiOHHBIE CTPYKTYPBI

3aganme 1. Packpoiite ckOOKH, HCIIOB3YsI TPABUIBHYIO (hOPMY aHTIHMICKOTO Ii1arojia
(BpeMeHa, yCIOBHBIE BBIPaKEHUsI, COCIaraTeIbHOE HAKIIOHEHHE)

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

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

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

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

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

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

6. 1 (leave) a message at the office in case the customer
(phone). But I'm afraid he’s unlikely (call) today.

7. Nobody can definitely tell us when he (come) back from London.
But as soon as he (return), we (get in touch) with him.

8. We (have) another meeting this week, provided no one

(object).
9. 1 (always / be) by your side as long as you
(promise) to lend an ear to what I say.

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

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

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

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

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

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

(finish) my report.

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

17. We (not / start) till he (arrive).
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18. Provided he (leave) now, he (miss) the
rush hour.

3anganmue 2. BcraBbre npaBmiibHy0 (popmy riarona to be, oOpariias BHUMaHHE HA YUCIIO
MMEH CYIIECTBUTEIbHBIX:

1. Where your trousers?

2. 3 pounds enough to eat out?

3. Tonight, there athletics on TV.

4. Money easy to spend and difficult to save.
5. The formulae difficult to remember.
6. My luggage too heavy to carry.

7. Physics my favourite subject.

8. Measles a common illness.

9. Darts a popular game in England.

10. My phonetics getting better.

11. The bacteria dangerous.

12. The oasis green and shady.

13. Three days too long. You must do it by Monday.

Tema 4. Management. MeHEKMEHT

3apanme 1. IlepeBenurTe Ha AaHIIIMUCKUN SI3BIK JAaHHBIEC IIPEAJIOKEHUS,
HCIOJIb3Ysl TEpMHUHOJIOTHIO IO TeMe Management:

1. Yrto kacaercsa BefeHUs: OM3HECA, HOBBI MEHEDKEP OT/AENa MPOAaX M MAapKeTHHTa He
pUeMJIeT KOHCEPBAaTUBHBIX B3rJsA0B. OH CIOCOOEH CTaBUTh YETKHE 1I€TH, OBICTPO pearupoBath
Ha U3MEHEHUS PHIHKA, MOOLIPITh KOMAHIHBIA JyX COTPYAHHUKOB.

2. XYZ — nuHamu4Hasi, OBICTPO pacTyIias KOMIAaHUsS MO MPOU3BOJICTBY KaHIEISIPCKUX
TOBapoB. B ycioBusAX >KECTKOM KOHKYPEHLUMH HaM HEOOXOJUMO IOCTOSHHO MPOBOJIUTH
HCCJIEIOBaHMSI PhIHKA U OBICTPO pearupoBaTh Ha €r0 U3MEHEHHS.

3. Hama xommanusi Obuta ocHOBaHa B cepenuHe 1990-x romoB, W MbI OBICTPO
pa3BuBaeMcs ¢ Tex mop. KommaHusi COCTOUT U3 5 OTAENOB: aAMUHUCTPATUBHBIN, (DMHAHCOBBIH,
IIPOU3BOJCTBEHHBIN, OTAEI MapKeTHMHIa M IPOJaX M KajgpoBbld ornen. Ham nepconan
HacuuThiBaeT cBbime 5000 corpymnukoB. ['omoBHO# oduc pacnonoxedn B Jlongone. Hamm
JIOUEpPHUE TpEeAnpuATHs HaxoasaTrcs B Mwiane u bepnuue. B cnepyromem rogy KoMIaHus
MJIAaHUPYET OTKPBITH CBOM (prutnan B Mockse.

3ananme 2. IlepeBenurTe Ha aHIJIMHCKWMW S3BIK JAHHBIC NOPEIJIOKEHUS,
UCMOJIb3YsI TEpMHUHOJIOTHIO O TeMe Management:

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

2. Metrot Co. cnienuanu3upyeTcsi B IPOU3BOJCTBE TOBAPOB JIJIsl JOMA, U B CBOUX
PO3HUYHBIX MarazuHax MpeICTaBIseT LIUPOKU BEIOOP TOBAPOB, a TOBAPOOOOPOT KOMIIAaHUH
COCTaBJISIET 4MJIH. €BPO.

3. Komnanus Metrot imMeeT MHOTO TOYEpHUX NMpeanpuaTuii o Bcer EBporie, a ux
ronoBHoU oduc Haxoautcs B [lapuxke. brarogaps cBoeMmy qTMHAMHYHOMY CTHITIO 3Ta KOMITaAHHS
OBICTPO pearupyeT Ha PbIHOYHbIE U3MEHEHHUS.

3ananue 3. 3anosHUTE MPOOETbl HanboJiee MOAXOIANIMMHA TEPMHUHAMH M3 CIIMCKA I10
teMe Management:

To be in charge of, to be promoted to smth, to make smb redundant, demand for, to seduce
customer, to introduce some changes, turnover, staff turnover, a wide range of smth, to relocate
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1. Why does the company have such a rapid ?

2. The company plans 30 employees because of
the reorganization.

3. The company has to its headquarters and most of its staff
to Europe.

4. It was difficult to explain a dramatic increase in the chocolate
biscuit bars in London.

5. He has been working for the company for 3 years and a
senior sales manager.

6. To win the competition it is necessary to in the marketing
strategy of the company.

7. The firm has an annual of $75 million.

8. To increases sales the management of the company has decided to launch a new
promotion campaign, they are sure it will help them to to buy a new
product.

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

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

3ananue 4. Packpoiite CKOOKH, MCIIOJIB3Ys MPAaBWIbHYIO (DOPMY aHTJIIMICKOTO TJaroja
(BpeMeHa, WH(GUHUTUB, TEPYHIUN, NTPHUYACTHE, YCIOBHBIC BBIPAKCHHS, COCIAraTeIbHOE
HaKJIOHEHWE, MOJIAJIbHBIE TJIArOJIbI)

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

Why (not/go) there for dinner?

15. The witness said he (hear) two shots
(fire) before (see) two men (run) down the street.

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

(she/get/it/mend).

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

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

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

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

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

avoid (visit) him this time.

8.2. [lepeyeHb BONPOCOB VISl MOATOTOBKH K IK3aMEHY
Tema 5. Leadership. JIunepcTBo u muuepckue kauecTBa

3ananme 1. Hanumure pycckue aHajIOrd JaHHBIX AHIJUMUCKUX TEPMHUHOB MO TEME
Leadership:
1. to set objectives
2. to communicate objectives to smb
3. to set short-term goals
4. to set achievable goals
5. to formulate clear goals (
5. to attain objectives
6. to encourage, motivate and inspire
7. to monitor and measure the performance of employees
8. to develop a strategy
9. to manage with empathy, to have empathy with the staff
10. to take ownership of decisions
11. to be entitled to try out new ideas
12. to empower employees
13. to enhance (an enhanced sense of responsibility, an enhanced sense of involvement)
14. to praise and show recognition, to give praise
15. to concentrate on strengths, not weaknesses

3aganmue 2. 3anoHUTE NPOITYCKH MPABUILHON (OPMOIL Ii1aroja B MOJXOASIIEM BPEMEHU
(aKTUBHOM WJIM TTACCUBHOM (hOPMBI):

1. Joseph Ford, the politician who (kidnap)
last week as he was driving to his office, (release)
unharmed. He (examine) by a doctor last night, and is said
to be in good health. Mr. Ford (find) walking along a small
country lane early yesterday evening. A farmer (see) him,
recognized who (it/be), and (contact) the
police. When his wife (tell) the news, she said: “I’'m delighted
and relieved that my husband (find).” Acting on
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information received, the police (make) several arrests, and a
man (question/now) in connection with the kidnapping.

2. John expected to get a decent pay rise because he
(work) for the company for many years. He understood that more cars
(sell) by him then by any of his colleagues every year. He

(sell) cars all his life and (know)
exactly what approach to adopt with every customer who (come) in.
3. An Oxford amateur pilot has been proclaimed a hero. “ My son Max

(pester) me for ages to take him up. It was a nice day
so we decided to go sightseeing over Oxfordshire,” said Mr. Smallwood. “Everything

(look) rosy as we (turn) for
home, but then I (notice) that the propeller
(disappear).
4. (the clock/hardly/strike) 5 when
Peter (stick) his head around the door and

(say), “Tea, anyone?”

5. My car (repair) and I don’t know when it
(be) ready. I doubt if I (be able) to collect it
before the weekend. I wonder if John (give) me a lift to the party on
Saturday. — Well, ask him once he (get) here.
6. More and more similar cases (argue) in
the courts.

Tema 6. Recruitment. [Tog6op nepconana, pekpyTHHT

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

1. Candidates for this appointment is graduate, qualified accountant

2. a fully qualified experienced accountant

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

4. with a good examination track record

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

6. have a high level of professionalism

7. have a detailed knowledge of accounting systems

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

9. with broad financial management experience

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

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

12. strong technical orientation developed initially within a practice environment

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

14. a hands on approach

3anganmue 2. 3anonHuTe TaOIUIy TepMUHAMHU U3 BoKaOyssipa Ha TeMy Recruitment:
astute, bright, eadm; clever, easy-going, hard-working, moody, neurotic, punctual, quick-
tempered, retiable, responsible, sharp, slow
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intelligence and ability emotional stability conscientiousness

bright calm reliable

Tema 7. Marketing. MapkeTunr

3ananme 1. IlepeBenurTe Ha aHIJIMHCKUMW S3BIK JAHHBIC NOPEIJIOKEHUS,
HCTIOJIB3YsI TEPMHHOJOTHIO 110 TeMe Marketing:

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

2. llepen TeM HOpPENCTaBUTh TNPOAYKT HA PBLIHOK, J00ash KOMITAHUS HCCIEIyeT
HNOTEHUUAIbHBIA PBIHOK, CTapaeTcsi ONPENeNUTh HYXJbl NOoTpeOuTenel ¥ Ha3zHAYaeT TaKylo
IIEHY, YTOOBI JJOCTUYh OOIBIINX 00BEMOB MPOJIAK.

3. PykoBonctBo kommannu ABC pemuno paciuiMpuTh JIMHEWKY MpoaykTa. YToObl
OPOCTUMYJIUPOBATE CHOPOC, KOMITAHHSI COOHMPAETCS HCIOIb30BaTh «3BE31» B PEKIAMHOU
KOMIIaHUM HOBOro OpeHna. HeoOXoIMMOCTb pacmiMpeHusi yK€ JaBHO BO3HHKIIA, TaK Kak
CYIIECTBYIOIIMI aCCOPTUMEHT YK€ HE MNPHUBJICKAET IIeJeBOM PBIHOK. BeposaTHO, KOMIaHUU
MPUAETCS UCKATh HOBBIE KaHAJIbI PACIPEACIICHHUS.

3ananue 2. OOBeauTe MPaBWIBHBIA TEPMHUH(BI), OTBETHUB Ha CJICAYIOIIUE BOIPOCHI IO
teme Marketing:
1.
What does a business adjust to create a brand image for a product?

O The marketing mix
Price
Product
2.
What is the most important element of the marketing mix?
Price
Product

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

Marketing strategy

Marketing objective
-

4.
Who is protected by consumer protection laws?

Profit from marketing

Businesses and customers

Just customers
'

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

Just businesses

20




Price
Profit

Promotion

e REeNe'

Where are premium products most likely to be sold?
In supermarkets

In designer stores
-~

7.
When is a business most likely to adjust the marketing mix of a product?

On market stalls

If costs change
If customer needs change
If management changes

3aganue 3. ConocraBbTe TepMuHBI TI0 TeMe Marketing cieBa ¢ ero omnpejeieHHEM
CIpaBa:

1 | Market a | The company, product, or service with more sales than any other
opportunities company, product etc in its market
2 | Market b | The process of dividing a market into distinct groups of customers who
research have different requirements or buying habits
3 | Market c | A group of customers that share similar characteristics, such as age,
segment income, and social class
4 | Market d | The percentage of sales in a market that a company or product has
segmentation
5 | Market share | e | The activities involved in obtaining information about a particular
market
6 | Market leader | f | Possibilities of filling unsatisfied needs in sectors in which a company
can profitably produce goods or services

Tema 8. Promotion.IIpoasmkenue OpeHa Ha peIHKE

3ananue 1. [Ipounraiite crarpio mo TemMe Promotion cTathio u BbIOEpUTE MPABUIbHBIN
TEPMUH, YTOOBI 3aNIOJIHUTH Kax el ipoden (1-11) uz A, B, C nnu D.

Promotional Discounts are a form of discounts used primarily to 1 a new
product, to try to increase sales of existing products, or to reduce the inventory 2
of a particular product or products. They can also be employed to 3 customers to
place an extra order, or increase the size of a regular order, so that the order will 4
for a price reduction. Many companies use this 5 if their products have seasonal
6 and troughs. A promotional incentive is a calculated risk that must generate
a higher level of orders from customers who don’t usually buy in those quantities. If the only
result is to encourage buyers to put a large 7 of discounted products in their
warehouse, and reduce the size of the next few orders until they have sold the discounted
product, then the promotion has failed to 8 the desired results.

When problems — particularly problems of communication regarding the 9
of the discount — occur during the 10 of a promotion, the person who is managing
the credit (whether the owner or a designated employee) will be spending too much extra time
responding to the oral and written questions of customers. At this point, the credit manager must
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put on his or her customer relations hat and move into damage 11
becomes a more serious problem.

before it

1 A) launch B) declare C) install D) proclaim
2 A) point B) rank C) stage D) level
3 A) instigate B) motivate C) provoke D) initiate
4 A) quality B) merit C) attain D) rate
5 A) implement B) application C) movement D) tactic
6 A) peaks B) heights C) tips D) caps
7 A) capacity B) size C) volume D) scope
8 A) convey B) fulfil C) meet D) produce
9 A) characteristic B) nature C) disposition D) spirit
10 | A) course B) path C) route D) track
11 A) direction B) manipulation C) limitation D) handling
3ananue 2. ComocTtaBbTe TEPMHUHBI MO TeMe Promotion cneBa ¢ ero ompeaencHueM
crpasna:
1 | undercover marketing | a | using electronic media like email or SMS to promote products
e-marketing b | promoting products to target customers, for example, through
addressed mail
3 | direct marketing c | persuading people to buy a product or service by announcing it
on TV, radio, or in other media
4 | product placement d | marketing that spreads from consumer to consumer, often
online
5 | viral marketing e | marketing which customers do not realize they are being
marketed to
6 | advertising f | putting products or references to products in media like films
or video games
3ananue 3. OOBeauTE MPABUIBHBIA MOJAIBHBIN TJIAr0JI:
1. When Mr. Lee was younger, he work in the garden for hours.
a. was able to b. could c. might d. needn’t
2. The landlord take his responsibilities more seriously.
a. need b. should to c. ought to d. ought
3. When I finish the course next year I speak perfect French.
a. can b. will be able to c. could d. would be able
to
4. This company is awful to work for. We account for every minute of the day.
a. have to b. mustn’t c. are not to d. don’t have to
5. When she was riding in the woods last week, Helen fell off her horse but luckily she

get back on and ride home.

. could
. The newspaper

a

6 I
a. shouldn’t have printed
b

b. would

. needn’t have printed

c. was able to

the rumour without concrete evidence.

d. had to

c. oughtn’t have printed
d. didn’t have to print

. You often have to wait for a decision long, ?

. haven’t you

. needn’t to

7
a
8. — Should we hurry? — No, you
a
9

b. don’t you

b. haven’t to
. They spoke in very low voices but |

c. aren’t you

, we have plenty of time.
c. mustn’t

d. won’t you

d. needn’t

understand what they were talking about.
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a. could b. might c. was able to d. was to
10. With our new shampoo, you spend hours caring for your hair.
a. mustn’t b. needn’t c. haven’t to d. shouldn’t

Tema 9. International Trade.Buemnsist Toproiis

3apnanue 1. ComocraBpTe TepMuHONOTHIO TOo Teme International Trade u3 pamkm ¢
OnpeaAcCICHUAMMN HHUXKC.

autarky balance of payments balance of trade barter or counter-trade deficit dumping
invisible imports and exports protectionism quotas surplus tariffs visible trade )GB) or
merchandise trade (US)

1.Trade in goods

2.Trade in services (banking, tourism, insurance and so on)

3.Direct exchange of goods, without the use of money

4.The difference between what a country receives and pays for its exports and imports of
goods

5.The difference between a country’s total earnings from exports and its total expenditure
on imports

6.The (impossible) situation in which a country is completely self-sufficient and has no
foreign trade

7.A positive balance of trade or payments

8.A negative balance of trade or payments

9.Selling goods abroad at (or below) cost price

10.Imposing trade barriers in order to restrict imports

11.Taxes charged on imports

12.Quantitative limits on the imports of particular products or commodities

3aganue 2. ComocraBbTe TepMUHBI MO Teme International Trade cmeBa c¢ ero
OTpeICIICHUEM CIIpaBa:

1.Capacity A.the quality of being stable
2.Profits B.working via independent middlemen (agents and distributors)
3.Stability C.developing foreign-based assembly or manufacturing facilities
4.Distribution channel | D.the ability or power to contain, absorb or hold
5.Indirect exporting E.setting up an export department or even an overseas sales branch
6.Direct exporting which actively uses the company’s own employees
7.Direct investment F.a network of organizations, including manufacturers, wholesalers
and retailers, that distributes goods or services to consumers
G.excess or revenues over outlays and expenses in a business
enterprise over a given period of time, usually a year

3apanue 3. 3anoHUTE MPOMYCKK TepMUHAMU 110 Teme International Trade:
1.The pinball machine has developed a
new market in the Middle East.
2. from video games and computers has hit small manufacturers.
3.Vincenti puts using a good at the top of his
lessons learned list.
4.When you’ve time, effort and money in making an export sale, you
want to get .
5.0ther lessons learned centered on .
6.You should be prepared to your product
to meet local
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7.Would-be exporters should make a firm to export.
8.A final lesson is to remember that appearances can be

8.3. TunoBble 3a1aHus /151 OLEHKU 3HAHUMH
1. What does a business adjust to create a brand image for a product?
{*
-~
-~

The marketing mix
Price

Product

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

No single element is the most important

3. What does the overall marketing mix of a firm determine?

Marketing strategy

-

Marketing objective

Profit from marketing
8.4. TunoBble 3a1aHUSA VISl OLIEHKH YMEHU I

3ananme 1. IIpoumraiite TekcT Ha Temy Popmbl Ou3Heca, codepurTe U
NPOoaHAJIU3UPYHTe HHPOPMALUIO O CJIeYIOLIEeM:

1. Ckaxute, Kakhue BOIPOCHl PACCMATPHUBAIOTCS B TEKCTE.

2. CkaxuTe, Kakas mpobieMa BBITEKAeT U3 CONEPKaHMSL.

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

4. TlonTBepauTe TOUYKY 3pEHHs, H3JI0KEHHYIO B TEKCTE, HCIOJB3Yysl COOCTBEHHBIN
HpHUMeEP.

5. BoickaxuTte MHeHHE O MpouuTaHHOM. CoOOIIUMTE M3BECTHBIE BaM JOMOJIHHUTEIbHBIC
ceenenus. [IpuBenute mpuMepsl, (pakThl, M010OHBIE OMUCHIBAEMBIM B TEKCTE.

Success

Catherine Ng established an electronic watch company with 6 employees in 1979. The
company now has over 500 employees. Read the interview with the businesswoman.

What factors have made your business successful?

First of all, the advent of LCD watch technology in the 1970-s created a vast opportunity
for us. Although the Swiss were the first to develop a quartz watch, the support of the Swiss
manufactures was not strong as they overlooked the phenomenal growth potential of the market.
They believed their mechanical excellence would keep them leaders of the industry and that the
quartz watch was only a gimmick and it would soon fade out. In fact this poor judgment led to
the downfall of some companies. As demand was greater than supply, therefore it wasn't
difficult for me to get entry to the market when I first set up my company. At the end of the first
year the number of employees increased to 20 and we moved from office premises to a factory.
Our floor space increased from the original 600 sq. ft. to 2000 by the end of the first year and the
company grew more than tenfold in the next five years.
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And then a few years later, prices started to become very competitive as the retail market
became saturated .So I had to think about certain strategies to tackle this problem. I had to think
up a short-term strategy and develop some long-term planning. Like all our competitors, we
developed new products such as giftware and luxury items. For example, we designed products
with a time device in them and customers could print their logo on the product for promotional
purposes. However competition became severe. It reached a point that any product which had a
time module in it became less valuable.

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

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

What are the crucial factors behind your success?

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

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

3ananue 2. [IpounTaiite TeKCT HA TeMy YPOBHHU U c(epbl ypaBJeHUsi, codepuTe

NPOoaHAJIU3UPYHiTe HHPOPMALUIO O CJIeYIOLIEeM:

1. Ckaxute, Kakue BOMPOCHl PACCMATPUBAIOTCSI B TEKCTE.

2. CkaxuTe, Kakas mpobieMa BbITEKaeT U3 COICPIKaHUSL.

3. IlocTtaBbTe K TEKCTY HECKOJBKO BOIIPOCOB U 33/IalTE UX BallleMy TOBAPHIILY, 3aTEM
OTBETHTE HA €TI0 BOIIPOCHI.

4. IloaTBepauTe TOUKY 3pEHUS, U3I0KEHHYIO B TEKCTE, UCIIOIb3YsI COOCTBEHHBIN MpPUMED.

5. BBICKa)XHUTE MHEHHE O MMPOYHUTAHHOM. COOGH_II/ITG HU3BCCTHBIC BaM AOIIOJTHUTCIBHBIC
ceegenus. [IpuBeaure nmpumepsl, HakTol, MOJOOHBIE OMUCHIBAEMBIM B TEKCTE.

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

First of all, managers (especially senior managers such as company chairmen and directors) set
objectives, and decide how their organization can achieve them. This involves developing
strategies, plans and precise tactics, and allocating resources of people and money. Secondly,
managers organize. They analyze and classify the activities of the organization and the relations
among them. They divide the work into manageable activities and then into individual tasks.
They select people to perform these tasks. Thirdly, managers practice the social skills of
motivation and communication. They also have to communicate objectives to the people
responsible for attaining them. They have to make the people who are responsible for performing
individual tasks form teams. They make decisions about pay and promotion. As well as
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organizing and supervising the work of their subordinates, they have to work with people in
other areas and functions. Fourthly, managers have to measure the performance of their staff, to
see whether the objectives set for the organization as a whole and for each individual member of
it are being achieved. Lastly, managers develop people — both their subordinates and themselves.

Obviously, objectives occasionally have to be modified or changed. It is generally the job

of a company’s top managers to consider the needs of the future, and to take responsibility for
innovation, without which any organization can only expect a limited life. Top managers also
have to manage a business’s relations with customers, suppliers, distributors, bankers, investors,
neighbouring communities, public authorities, and so on, as well as deal with any major crises
which arise. Top managers are appointed and supervised (and dismissed) by a company’s board
of directors.
Although the tasks of a manager can be analyzed and classified in this fashion, management is
not entirely scientific. It is a human skill. Business professors obviously believe that intuition
and ‘instinct’ are not enough; there are management skills that have to be learnt. Drucker, for
example, wrote in his book “An Introductory View of Management” that ‘Altogether this entire
book is based on the proposition that the days of the “intuitive” manager are numbered,’
meaning that they were coming to an end. But some people are clearly good at management, and
others are not. Some people will be unable to put management techniques into practice. Others
will have lots of technique, but few good ideas. Outstanding managers are rather rare.

8.5. TunoBkIe 3aJaHUA 1JI OHEHKH HABBHIKOB

3aganue 1. Onnmmure ypoBHHU U cepbl ynpasijieHus: BbIOpaHHoii Bamu komnanuu,
HCIO0JIb3Ys JiekcuKy 1o Teme Levels and areas of management.

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

1. Top managers and executives:

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

3. E.g. At the top of company hierarchy is the Board of Directors, headed by the
Chairman. E.g. A managing director is responsible for the day-to-day running of the company
(or oversees all aspects of business activity, or has overall responsibility for the running of the
business).

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

5. Finance director (Chief financial officer — Am.), Marketing Director, HR Director
(Personnel), IT Director, R&D Director, Production Director, Sales Manager or Sales Director
(or Vice Presidents — Am.)

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

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

8. e.g. The company consists of five main departments. The marketing department is
made up of three units. The sales department is divided into two sections.

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

10. e.g. The marketing department is responsible for advertising, sales promotion and
market research. The Human Resources department is composed of two sections. One is
responsible for recruitment and personnel matters, the other is in charge of training.

11. Philip is in charge of our marketing department.
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12. Finance director controls all aspects of finance and is responsible for allocating the
company s resources.

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

14. e.g. At the top of the company hierarchy is Mister Niegel who has overall
responsibility for the running of the business. Sales Director, Marketing Director, Finance
Director and HR Director report to him (HaxoasTcst y HEr0 B HEMOCPEACTBEHHOM ITOAYUHEHUN ).
Export Sales Director is responsible to Sales Director.

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

16. E.g. Top managers determine the company's strategy and middle managers
implement the strategy and major policies handed down from the top level of the organization.

3ananue 4. [loaroroBsTe pa3BepHyThie NMCbMEHHBbIE OTBETHI HA BONPOCHI M0 TeMe
Levels and areas of management:

1. What are the levels of management?

2. What are the responsibilities of a top manager?

3. What are middle managers responsible for?

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

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

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

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

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

9. IlepeyeHb OCHOBHOI M JONIOJTHUTEJIbHOM y4eOHOM JUTEPATYPbl, HEOOX0AMMOM A5
OCBOCHMS TUCHMIIIHHBI
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1. — Tekcr : snextponHsld // OOpa3oBarenbHas tardopma HOpaiit [caiit]. — URL:

https://urait.ru/bcode/560030

4. T'ypeeB, B. A. Awnrnwmiickuii s3p1k. ['pammarnka (B2) : yueOHUK W NMPaKTUKyM IS
By30B / B. A. I'ypeeB. — 2-e u3n., nepepad. u nomn. — Mocksa : M3parensctBo HOpaiit, 2025. —
304 c. — (Bricmiee o6pazoBanue). — ISBN 978-5-534-17133-4. — TekcT : 3J€KTpOHHBIN //
ObpazoBarenbHas wiatdopma KOpaiit [caiiT]. — URL: https://urait.ru/bcode/564948
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9.2. lonoJTHUTEIbHAS JIUTEPATypa

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

y4eOHUK M mpakTukyM it By3oB / U. B. Skymesa, O. A. JlemuenkoBa. — 3-e WU3., UCOp. U
norn. — Mocksa : U3narensctBo IOpaiit, 2025. — 148 ¢. — (Bricmiee obpazoanue). — ISBN
978-5-534-17896-8. — Texkcr : anekrponHslid // O6pa3oBaTensHas iatdopma FOpaiT [caiT].

— URL: https://urait.ru/bcode/561203
2. HyxunoBa, E. E. Amnrmmiickuii s3bik. Professional Reading: Law, Economics,

Management : yueOnuk nis By3oB / E. E. HyxxnoBa. — 2-¢ mu3z., ucnp. u mgon. — Mockga :
WznparensctBo FOpaiit, 2025. — 181 ¢. — (Bricmiee obpazoBanue). — ISBN 978-5-534-17510-
3. — Tekcr : snektponHbld // OOpa3oBarenpHas tuiardopma HOpaiit [caiit]. — URL:

https://urait.ru/bcode/563594

3. JHanwmnenxo, JI. II. AHrmuiickuii s3Ik 111 SkoHOMUCTOB (B1—B2) : yueOHuK 1
npakTukyMm ais By3oB / JI. I1. lanunenko. — 3-e u3a., ucnp. u pon. — Mocksa : 3naTenscTBo
FOpaiirt, 2025. — 116 ¢. — (Bwicmee obpazoanue). — ISBN 978-5-534-17539-4. — Teker :
anekTpoHHBIH  //  OOpaszoBarenpHas  miatdpopma  HOpaiit  [caiit] —  URL:
https://urait.ru/bcode/561798

4. Hes3opora, I'. JI. Anrnuiickuil s3pik. ['pammaruka : yueOnuk ans BysoB / I'. [l
Hes3zopoga, I'. 1. Hukutymkuna. — 2-e u3a., ucnp. u aomn. — Mocksa : M3narensctBo FOpaiit,
2025. — 213 c¢. — (Bwicmiee obpazoBanme). — ISBN 978-5-534-09359-9. — Tekct
anexkTpoHHBd  //  OOpasoBarenbHas  1uiatrgopma  FOpaiit  [caiit]. —  URL:
https://urait.ru/bcode/561740

10. Ilepeyennb pecypcoB HHGPOPMALMOHHO-TEJIeKOMMYHUKAUMOHHOM ceTH ""UHTepHeT",
HeO0XOAUMBIX JIJIS OCBOCHHSI JUCIHUIJIMHBI H HH(OPMALMOHHBIX TEXHOJIOTHH,
HCI0JIb3yeMbIX NPH OCylIleCTBJIEHUHN 00pa30BaTeJILHOI0 NpoLecca no JUCHUILINHE,
BKJIIOYas MlepevYeHb MPOrpaMMHOI0 o0ecrneyeHus: 1 HHPOPMAUMOHHBIX CIPABOYHBIX
cucTeM (MpH HEOOXOAMMOCTH)

1. http://biblioclub.ru — 9BC «YHuBepcurerckas 6MOINOTEKA OHIANHY.

2. https://urait.ru — 9BC «Obpa3zoBarenbHas miatdopma KOpaitty.

3. https://elibrary.ru — HayuHas snekTponHas oubauoreka (HOb) «eLIBRARY.RU».

4. https://student2.consultant.ru — onmaitH-Bepcuss  Koncynprantllmoc:  CtyneHr
nHpopMaInmoHHOM cripaBouHOM cucTembl «KoncynpTanTlnrocy.

5. https://learnenglish.britishcouncil.org-  caiitr  Bpuranckoro CoBera ¢ 0OaHKOM
MaTepuasoB ISl YPOKOB M CAMOCTOSTEIbHOTO M3YyUEHHUs aHTJIMHCKOIO SI3bIKA M0 PA3IUYHBIM
TeMaM Kak oOIero, Tak u JeJIoBOro xapakrtepa. OxXBadeHbl BCE YpPOBHU JIEKCHYECKOM
CJI0KHOCTH: OT HAYaJIbHOTO JI0 CaMOT0 MPOJABUHYTOTO.

6. https://ru.duolingo.com - 6ecrmaTHBIA CEPBUC ISl H3yUYEHUSI MHOCTPAHHBIX SI3BIKOB C
Hyns. [IporpamMmma moctpoeHa B (opMme «IepeBa JOCTHIKEHHI»: YTOOBI TEPEeHTH Ha HOBBIN
YpOBEHb, HY)XKHO CHadalla HaOpaTh OMpPEIEICHHOE KOJMYECTBO OYKOB, KOTOPHIE IAIOTCS 3a
npaBuiibHbIE OTBeThL. EcTh npunoxenus s i0S u Android.

7. https://www.real-english.com/new-lessons.htm - caiiT ¢ ypokamu, CTaTbsiMi U BUJEO
3apUCOBKaMH JUIsl U3YYalOUIMX AHTJUHCKUN SI3bIK, BCE MaTepHalibl YCIOBHO pa3JieleHbl Ha
JEKCUYECKUE U TPaMMaTHIECKUE, IOCTYITHBI BCE YPOBHU CIIOKHOCTH.

8. https://www.economist.com - 5KOHOMHYECKHI CalT U GOpyM Ha aHTJIMICKOM SI3BIKE,
COJIep KAl JIEIOBbIE HOBOCTH, SKOHOMHYECKHE CTaTbU Ha JIEIOBYIO TEMaTHKYy, 00CYXKIeHUE
po0JieM Je0BOro XxapakTepa.

9. https://www.ft.com - caliT 5KOHOMHUYECKON Ta3eThl Ha aHTTUHCKOM si3bIKe. COmepKUT
JIEJIOBbIE HOBOCTH, SKOHOMHMYECKHE CTaThbH Ha JIEJOBYI0 TEMaTHKy, O0OCyXaeHue MpobieM
JIEIIOBOTO XapakTepa.
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JINneH3nonHoe NporpaMMHoOe odecreyeHue:

- Windows (3apy0exHoe, BO3ME3THOE);

- MS Office (3apy0exHOE, BO3ME3THOEC);

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

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

- 7-zip — apxuBaTop (3apyOexHOe, CBOOOHO pacIpOCTpaHsIeMOe);

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

11. MeToguueckue yKazaHus JJisl 00y4AIOIIMXCS 110 OCBOCHUIO TUCHUNIMHBI

Opranuzanus 00pa30BaTeIbHOTO MPOIECCa PErIaMEHTUPYETCsl y4eOHBIM IUIAHOM U
pacnucaHueM y49eOHBIX 3aHSATHH.

[Ipu  QopMupoBaHMM CBOCH WHIUBHAYaJbHOM  0Opa30BATEIBPHOW  TPACKTOPUU
oOyvaromuiicss HMMeeT TpaBO Ha  Iepe3adyeT  COOTBETCTBYIOUIMX  AMCUUIUIMH |
npodecCuoHaNbHBIX MOJYJIEH, OCBOEHHBIX B MpOLIECCe MPEANIECTBYIOMIET0 00yYeHUs, KOTOPBIN
0cBOOOXKIaeT 00yUaIONIerocss OT HEOOXOIMMOCTH UX MIOBTOPHOT'O OCBOCHHUSI.

OoOpa3oBaTte/ibHbIE TEXHOJIOTUH

VY4eOHbII mporecc TpH MPENOJaBaHUU Kypca OCHOBBIBACTCS Ha HUCIOJIB30BaHUU
TPaJMLMOHHBIX, HWHHOBALMOHHBIX M HWH(MOPMAIMOHHBIX OOPa30BATEIbHBIX TEXHOJIOTHII.
TpaguimoHHbIe 00pa30BaTENbHBIE TEXHOJOTHH MPEACTABICHBI 3aHATUSMU CEMHUHAPCKOTO U
JIEKIMOHHOTO Tuna. VHHOBalMOHHBIE 00pa3oBaTENIbHBIE TEXHOJOTUH HCIOJB3YIOTCS B BHJE
IIMPOKOTO TPUMEHEHUS AaKTHBHBIX UM HWHTCPAKTUBHBIX (OPM TMPOBEIACHUS 3aHSITHI.
NudopmannonHsle  o0pa3oBaTeNbHbIE TEXHOJOTHMH  pPEATM3yIOTCS IyTEM  aKTUBU3ALUU
CaMOCTOSITENIbHON PabOThI CTYJICHTOB B MH(OPMAIIMOHHON 00pa3oBaTeIbHOM cperie.

3aHATHSA JTeKIIMOHHOIO THIIA

JIeKITMOHHBIA KypC TMPEANoyiiaracT CHCTEMaTU3MPOBAHHOE W3JOKEHHUE OCHOBHBIX
BOIIPOCOB y4E€OHOTO TIJIaHa.

Ha niepBoii nexkuuu J1eKTop 00s13aH MPeaynpeIuTh CTYICHTOB, IPUMEHUTEIHLHO K KAKOMY
06a3zoBOMy yueOHUKY (YueOHUKaM, y4eOHBIM ITOCOOUSIM) OyIeT MPOYUTAH KypC.

JIeKIIMOHHBIN KypC JOJDKEH J1aBaTh HaUOOIbIINI 00beM HH(pOpMAIK U 00eCIIeUnBaTh
6oJee r1yOOKoe MOHUMaHKEe y4eOHBIX BOIIPOCOB MPU 3HAYUTENIbHO MEHbIIEH 3aTpaTe BPEMEHH,
4YeM 3TO TpedyeTcs OONBIINHCTBY CTYIEHTOB Ha CAMOCTOATENbHOE U3YUEHUE MaTepraa.

3aHATHS CEMMHAPCKOI0 THIIA

CemuHapckue  (MpaKTUYECKUE  3aHATHUS)  MPEACTABISIOT  co0OM  eTanu3ariuio
JIEKIIMOHHOTO TEOPETHYECKOro MaTepuaina, MPOBOASATCS B IENAX 3aKpeIuieHus Kypca H
OXBATHIBAIOT BCE OCHOBHBIE Pa3/IeIbl.

OcHoBHOM (opMOI TIpOBEEHUS CEMHUHAPOB M TPAKTUYCCKUX 3aHITHH SBISETCS
oOcyxeHue HamOojee MPOOJIEMHBIX M CIOXHBIX BOMPOCOB IO OTICIBHBIM TeMaM, a TaKke
pelieHye 3aiad U pa3dop MPUMEPOB M CUTyallUld B ayJIUTOPHBIX YCIOBUAX. B oOs3aHHOCTH
MpernoaaBaTeliss BXOIIT: OKa3aHHWE METOAMYECKON MOMOIIHM U KOHCYJIbTUPOBAHUE CTYACHTOB IO
COOTBETCTBYIOIIIMM TEMaM Kypca.

AKTHBHOCTH Ha MPAKTUYECKUX 3AHITHIX OLICHUBACTCS TIO CIEIYIONINM KPUTEPHSIM:
OTBETHI Ha BOIIPOCHI, TIpeIIaraeMbie MPernojaBaTesieM;
y4acTue B IUCKYCCHUSX;
BBITIOJTHEHHE MPOCKTHBIX U WHBIX 3a[aHHIA;
aCCHCTHPOBaHHE MPENO/IaBaTENIO B IPOBEACHUN 3aHATUH.
JlokJtaael W OMIIOHUPOBAHUE JOKIAJO0B MPOBEPSIOT CTENCHBb BIIAJICHUS TEOPETUYECKUM
MaTepuaioM, a TakKe KOPPEKTHOCTh U CTPOTOCTh PACCYKICHUH.
OrneHuBaHue MPAKTUYECKUX 3aJaHUN BXOJUT B HAKOIUICHHYIO OIEHKY.
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CamocTosiTesibHasi padoTa 00yYarOMXcst

CamocTtosTenpHas paboTa CTYJEHTOB — 3TO MPOIECC AKTUBHOTO, IIEJIEHANIPABICHHOTO
NpUOOpEeTEeHUs] CTYACHTOM HOBBIX 3HaHUH, YyMEHHHl 0e3 HemoCpeICTBEHHOr0 Yy4acTus
MpernoaaBaTelsi, XapaKTepU3yIOIIUiicS TMPEAMETHON  HAmpaBICHHOCTHIO, A((HEKTHBHBIM
KOHTPOJIEM U OLIEHKOW Pe3yJIbTaTOB JEATEIbHOCTH 00yYaroIIerocs.

Lenu camocTosTeNbHON PaOOTHI:

® CHUCTEMaTHU3allMs U 3aKPEIJICHUE MOJTYYEHHBIX TEOPETUUYECKUX 3HAHUU U MPAKTUYECKUX
YMEHUH CTYICHTOB;

e yriuyOJeHUe U pacIIupPeHHE TEOPETUICCKIX 3HAHUM;

e (opmupoBaHHE YMEHHII HCIIOJNH30BATh HOPMATHBHYIO M CIIPABOYHYIO TOKYMEHTAIIUIO,

CIEUUATIBHYIO JTUTEPATYPY;

® pa3BHUTHE MO3HABATEIbHBIX CIIOCOOHOCTEH, aKTUBHOCTH CTYJEHTOB, OTBETCTBEHHOCTU U

OpraHU30BaHHOCTY;

e (QopmupoBaHHE  CAaMOCTOSITEILHOCTH  MBIIUICHUS,  TBOPYECKOW  WHUIIUATHBBI,

CIIOCOOHOCTEH K caMOpa3BUTHIO, CAMOCOBEPILICHCTBOBAHHIO 1 CAMOpPEaIN3alluu;

® Ppa3BUTHE UCCIEAOBATEIBCKUX YMEHHUM U aKaJeMUYECKUX HABBIKOB.

CamocTtosTenpbHas paboTa MOXKET OCYIIECTBISTHCS HWHAWBHIYAIbHO WM TpyHIamMu
CTYJIEHTOB B 3aBUCUMOCTH OT L€/, 00beMa, YPOBHS CIOXKHOCTH, KOHKPETHON TEMAaTHUKH.

TexHomorust  OpraHW3allMd  CaMOCTOSITENIBHONH  pabOThl  CTYJEHTOB  BKIIIOYAET
UCIIOJIb30BaHNE MH(POPMAIIMOHHBIX M MaTEepUaTbHO-TEXHHUUYECKUX PECYpCOB 00pa30BaTEIbHOIO
YUPEKICHUS.

[lepen BBITIOJIHEHHEM OOYYaAIOIUMHKCS BHEAYJIUTOPHOM CaMOCTOSTEIbHOW pPaOOTHI
MpEnoiaBaTelib MOXET IPOBOJUTH WHCTPYKTAXK MO BBINOJIHEHHUIO 3aJaHus. B MHCTpyKTax
BKJIFOYAETCS:

® [Ie/Ib U COACPIKAHME 3aJaHUS;
CPOKH BBIIIOJIHEHHS;
OPUEHTUPOBOYHEIN 00beM PadOTEHI;
OCHOBHBIE TpeOOBaHUS K pe3yJbTaTaM padOThl U KPUTEPUU OIICHKH;
BO3MOJKHBIE TUITUYHBIC OIIUOKU TIPU BBITIOTHEHHH.
HHucTpyKTax MpOBOIUTCS MpernojaBaTesieM 3a cueT o0beMa BPEMEHM, OTBEJEHHOTO Ha
W3Yy4YeHUE JUCIUTUINHBIL.

KoHTposib pe3ynbTaTOB BHEAYJIUTOPHOM CaMOCTOSITEIHBHOM PabOTHI CTYJEHTOB MOMKET
IPOXOJUTH B MUCBMEHHOM, YCTHOW WJIM CMELIaHHOH (opme.

CTyAeHTbl AOMKHBI MOIXOAUTh K CaMOCTOSITENbHONW paboTe Kak K HauBaxKHeHIeMy
CPEICTBY 3aKPEIUICHUS U Pa3BUTHsSI TEOPETUUECCKUX 3HAHUMU, BHIPAOOTKE €IUHCTBA B3TJISI0B Ha
OTIIeNIbHBIE BONPOCHI Kypca, NPUOOpETEHHsS OINpeAeNeHHBIX HABBIKOB U HCIOJIb30BaHUS
npodeccuoHaIbHON TUTEpaTyphl.

[TomemeHust Isi caMOCTOSITENBHON pabOThl OO0YYaIOUIMXCA JOKHBI OBITH OCHAIIEHBI
KOMIIBIOTEPHON TEXHUKOW C BO3MOXKHOCTBIO MOJKITIOYeHHS K ceTu «IHTepHeT» 1 obecrieueHneM
JOCTYyTa B 3JICKTPOHHYIO HHPOPMAIIMOHHO-00pa30BaTEIbHYIO CpPely OpraHU3alnu.

[Tpu camocTosTeHHON TPOPabOTKE Kypca 00ydaronIuecs JOKHBIL:

® MPOCMATPUBATH OCHOBHBIC ONPEACTICHUS U (PAKTHI;

® TIOBTOPUTbH 3aKOHCIIEKTUPOBAHHBIA HA JEKIIMOHHOM 3aHSTUU MaTepual U JOMOJHUTH €ro
C YYETOM PEKOMEH/I0BaHHOM IO JaHHOW TE€ME JINTEPATYPHI;

® U3Y4YUTh PEKOMEHIOBAHHYIO JIMTEPATYPY, COCTABIIATh TE€3UCHI, aHHOTALIMM U KOHCIIEKTHI
Haubosee BaKHBIX MOMEHTOB;

®  CaMOCTOSTEIBHO BBINOJHATH 3aJaHUsl, aHAJIOTMYHbIE IIPEIIaracMbIM HA 3aHATHAX;

® ICIIOJIB30BATh ISl CAMOIIPOBEPKHU MaTepuabl (OH/Ia OLIEHOUYHBIX CPEJICTB;

®  BBINOJHATH JJOMAIIHUE 3aJaHuUs [0 YKa3aHUIO MPETogaBaTes.
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MeTtoauyeckue peKOMeHAAIMH 10 HAMIMCAHUIO J1eJI0BOT0 MHChMA

[TrcbMO TOJKHBI OBITH SICHBIM, KPATKUM U BEXKITUBBIM.

YnotpebinsiiTe IpOCThIE CIIOBA/BbIPaYKEHUSI BMECTO BBICOKOIMAPHBIX U CTEPEOTUITHBIX, €CIU
OHHM MMEIOT OJIHO 3HaY€HUE, KOHKPETHBIE BMECTO a0CTPaKTHBIX. UeM TpOIle Bl TOBOPUTE, TEM
ObicTpee Bac moimMyT. OgHako He 3a0bIBaiiTe, 4TO B O(PHUIIMATBHOW JIEJTOBOW IEpPENUCKe HE
UCTIONIBb3YIOTCSl HUKaKue cokpamenus tuna "I'm" u cienr. Hanpuwmep, Bmecto ¢paser "We are
the recipients of", myumre cka3ate "We received". Ber qoObeTech KpaTKOCTH U SICHOCTH B CBOUX
MUChMaX, €Clii OyJeTe HCIOJb30BaTh KOPOTKHE WIIM CPEIHEH JUIMHBI MPEIIOKEHUS 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 Ha/mo 3a0bIBaTh MPO BEXKIMBOCTH JaXKE TOTJA, KOT/Ia BbI OUY€Hb HEOBOJIbHBI KEM-
TO WJIU YEM-TO.

IloapITOXKUM:

1. BriOupaiiTe KOPOTKHE U CpeHEN TTMHBI TPEITIOKECHUS, YIIOTPEOISIITE MPOCTHIE CIIOBA U
BBIPAXKCHHUS

2. He ynotpe0GnsiiTe pa3roBOpHbIC COKPAIIEHUS U CJICHT

3. JlenuTe HamucaHHOE Ha a03albl

4. ByapTe BEXJIUBBI U JUINIOMATUYHbI

«Tanka» nucbma.

Kaxmoe nemoBoe muchMo medaraercs (MUIIETCs) Ha y)Ke 3arOTOBJICHHOM, (GUPMEHHOM OJlaHKeE.
B BepxHeil yactu OnaHka pasmelaercss Tak HasbiBaemas 'mamka" - 3aroioBok. OOBIYHO B
3aroJIOBKE JaHbI cjleyIole cBeeH s :
e  3aPETUCTPUPOBAHHOE HA3BAHUE KOMITAHUH
e  KpaTKHE CBEJICHUS O XapaKTepe ee NesATEIbHOCTH,
e  KOHTaKTHas MHPOpPMALHUS.

Teno nucbma. 3akiawyurenbHas popma BexanBocTu. [lognuce.

[TepBerii a03all OCHOBHOTO TEKCTa HA4YMHACTCSA C MPEAJIOKECHUS, B KOTOPOM BHI
MOJATBEPXKJIaeTe TOJyuyeHHWEe MUChMa OT Ballero KOPPECHOHJEHTa, WM CO CChUIKM Ha
MOCTYIUBIIIEE TUCHEMO.

OOBIYHO 00BEM JIETOBOTO TTHChMa HE MPEBBIIAeT OAHY cTpanuily. Ho, eciin o6beM nmucrMa
0oJbIIIe OAHON CTPAHMIIBI M €r0 MPOJODKCHHE HaledaTaHo Ha oOpaTHON CTOpPOHE JIUCTa, TO B
KOHIIE TIEPBOM CTpaHUIBl muimercs p.t.o., yTo o3HadaeT Please Turn Over (CmoTrpute Ha
oboporTe).

Ecnu BBl OoTChITaeTe KOMUU MHUChbMa U IPYTHM ajjpecaTam, TOrJa B KOHIIE NMHChMa ClienaiTe
COOTBETCTBYIOIIYIO OTMETKY B BHJIE Cleayromieii abopeBuarypsl: "c.c." - carbon copies (Tounbie
korun) uiau Copy to...

WNHorma BB HE XOTUTE, YTOOBI MONydYaTeNlh BaIIero MHChbMa 3HAN, YTO BBl €HIe KOMY-TO
oTocnanu Komuu. B 3TOM ciydae BHM3y mHceM-Komuil BbI ykaswiBaete "b.c.c." - blind carbon
copies. (CKpBIThIC KOITUH).

Ecnu x muceMy umeercst mpusiokeHue (KaTauor, KOHTPakT, CYeT U T.J.), TO BHHU3Y, MOCIE
noanucu Jaenaerca ykazanue o0 srtom: "Enc:", "Encl:" - 3t0o cokpamenue ot Enclosure
(MpUIIO’KEHUE, BIIOKEHUE).

l'[pnMeprle AI3BIKOBBIC KJINIIIE 1JH 1€JI0BOI'0 IMCbMA IO YaCTAM:

1. O6pamenue ‘

|Dear Sirs, Dear Sir or Madam ||(ecnp1 BaM HE U3BECTHO UM ajpecara) ‘

(ecii BaM M3BECTHO MMsI ajjpecara; B TOM CIlIydae
Dear Mr, Mrs, Miss or Ms KOrJa Bbl HE 3HAeTe CeMEHHOE II0J0XKEHUE
JKEHIITUHBI CeayeT nmucath Ms, rpy0oit ommoKoi
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”}IBJI}IGTC}I ucnoip3oBanue ¢passl “Mrs or Miss”)

|Dear Frank,

||(B oOpanieHuu K 3HAKOMOMY YEJIOBEKY )

|2. Bceryniienue, npeapbiayuiee oo1eHue.

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

||Cnacn6o 3a Ballle MMChMO OT (Yucia)

|Further to your last e-mail...

||OTBeqa;1 Ha Ballle TUCHLMO. ..

you before now...

I apologise for not getting in contact with

BaM...

S mpoiry npouieHus, 4To 40 CHX IIOp HE HalMcall

March.

Thank you for your letter of the 5th off

Cnacu6o 3a Baie mucbMo oT 5 Mapta

March

With reference to your letter of 23rd

OTtHocuTenbHO Ballero nucbma ot 23 Mapra

«The Times»

With reference to your advertisement in

OTHOCHUTENBHO Balllel pekiambl B TanmMc

|3. Yxa3anue NpUYMH HANMCAHNUS IUCHMA

|I am writing to enquire about

||5{ MUITY BaM, 4TOOBI Y3HATb. ..

|I am writing to apologise for

”5{ NIy BaM, YTOOBI M3BUHUTHCA 3. ..

|I am writing to confirm

”5{ IUIIY BaM, YTO ObI IIOATBEPIUTD. ..

|I am writing in connection with

||5{ IIUILIY BAM B CBSIBU C ...

|We would like to point out that...

”MH XOTeIH Obl 0OPATUTH Ballle BHUMAHUE HA ...

|4. IIpocnba

|Could you possibly...

||He MOTLJIA OFBI BEL. ..

|I would be grateful if you could ...

||5{ ObLT ObI MPU3HATENICH BaM, €CIIH OBl BHI ...

|I would like to receive

||5{ ObI XOTEJ MOJIyYUTh......

|Please could you send me...

||H€ MOTJIH OBI BEI BEICIIATH MHE. ..

|5. Coryamenue ¢ yca10BHsAMH.

Il would be delighted to ... 15T 6611 GBI pa ...
|I would be happy to ||}I ObLI OBI CYACTIIUB. ..
|I would be glad to ||}1 ObL1 OBl paf. ..

6. Coo0l111eHHE NIJIOXMX HOBOCTEM

|Unfortunately ..

||K COXKAJICHHUIO. . .

|I am afraid that ...

”BOIOCB, 9T0...

|I am sorry to inform you that

||MHe TSKEJI0 COOOMIAaTh BaM, HO ...

We regret to inform you that...

0...

K cokameHnuto, Mbl BBIHYKICHBI COOOIIUTH BaM

|7. IIpuiioxkenne K NUCbMY J0NOJHUTEIbHBIX MAaTEPUATIOB

|We are pleased to enclose ...

”MH C YAOBOJILCTBUEM BKJIIAABIBACM. . .

| Attached you will find ...

||B MIPUKPEIICHHOM (aiiie Bbl HalJeTe. ..

|We enclose ...

”MH TPUJIATAEM. . .

|Please find attached (for e-mails)

”BH HaiiieTe NpUKpPEIUICHHBIN (aii. ..

8. Boicka3piBaHHe 0,1ar0AapHOCTH 3a NPOSIBJICHHbIN HHTEpeC.

|Thank you for your letter of

||Cnacn6o 3a Balle MUCbMO
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|Thank you for enquiring ||Cnacn60 3a MIPOSIBJICHHBIN NHTEPEC. .. ‘

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

9. [lepexon K apyroii Teme. ‘

Mgl xoTenu Obl MOOIarogapuTh Bac 3a. ..

|We would also like to inform you ... ”MH TaK jK€ XOTeJIM Obl COOOIUTE BaM O... ‘

|Regarding your question about ... ”OTHOCI/ITCJ‘IBHO BaIllero BOIpoca o... ‘

In answer to your question (enquiry)

B otBer Ha Bam Bonpoc o...
about ...

|I also wonder if... ”MGHH TaK)K€ MHTEPECYET. ..

|10. JlonoJHuTEIbHbIE BONPOCHI.

|I am a little unsure about... ||}I HEMHOTI'O HE YBEPEH B ...
|I do not fully understand what... ||}I HE JI0 KOHIA IOHSLI. ..

|11. Ilepenaya napopmanuu

|
|
|
|
|Cou1d you possibly explain... ||He MOIJIH OBl Bbl OOBSICHUT. .. ‘
l
|
|

|I’m writing to let you know that... ||5{ MUY, YTOOBI COOOIIUTH O ...
|We are able to confirm to you... ”MH MOYKEM MOATBEPIMTE ...
|I am delighted to tell you that... ”MH C yJIOBOJICTBHE COOOIIAEM O ...

. K coxaneHuto, Mbl BBIHYKACHBI COOOIIMTH BaM
We regret to inform you that... ’ M B

0...
|12. Ipennoxenue ceoeil MOMOLIH ‘
|W0u1d you like me to...? ||Mory 1 5 (caenars)...? ‘
|If you wish, I would be happy to... ||Ecn1/1 XOTHTE, 5 C PaJOCTHIO. .. ‘

Let me know whether you would like me

to Coo0miuTe, eciiv BaM ITOHAA00UTCS MOS IIOMOIIIb.

|13. HanomuHaHue 0 HaMe4YeHHOH BCTpe4e WIH OKUAaHNe 0TBeTa

|
|I look forward to ... ||}I C HETEPIEHUEM KTy, ‘
|hearing from you soon ||I<or/:(a CMOTY CHOBA yCJIBIIIATh BAC ‘
|meeting you next Tuesday ||BCTpetm C BaMH B cleayrommii BropHuk ‘
|seeing you next Thursday ”BCTpe‘II/I ¢ Bamu B UeTBepr ‘
|14. Hognuck ‘
Yours faithfully, Hckpenne Bam (ecnmu ums demoBeka Bam He

W3BECTHO)

|Y0urs sincerely, ||(ecnn uMs Bam u3BecTHO) ‘

Kpurepun oOueHKH TWHCeM: JIOTHYHOCTH COJICPXKAHUS, HaJM4Yhe S3BIKOBBIX KIIHMIIE,
yOeauTenbHOCTh apryMEHTAIUU, TPAMOTHOCTb, O(hOpMIIEHHE PaObOTHI.

MeTtoauyeckue peKOMeHIAIMH M0 MOATOTOBKE U 3alIUTe MPe3eHTAIUH
v" OnpeenuTe TeMy, 1ENb U IJ1aH BBICTYIUICHUS.
v Ycranosure NpOAOJIKUTCIIbBHOCTD ITPE3CHTALIUU
v O6paTuTe BHUMAHUE HA OCOOEHHOCTH CIIyIIaTeleN;
v TIpeycMOTpUTE BKIFOUEHHE CITyHIaTeNeii B 00CYKICHUE TEMBI-TIPOOIIEMBI;
v Cnequre 3a MaHEpOW NpECTAaBIECHHs INPE3CHTALUH: COOJIOJACHHE 3PUTEIBHOTO
KOHTAaKTa C ay,Z[I/ITOpI/IeI\/'I, BBIPA3UTCIIBHOCTD, JKCCTUKYJIALINA, TCIIOABUKCHUA
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v TIpeaycMOTpHTE MILTIOCTPALUK (HO HE TIEPErpyKaiiTe MU ClIali b)), KIFOUEBEIE CI0BA,

v' O0s13aTeNbHO MPEAYCMOTPUTE PENETUIHIO BBICTYIUICHHS B COMPOBOXICHHU C
Mpe3eHTalueH.

TpeOoBanus K Npe3eHTALNU:

4. 7-12 cnannos B PowerPoint

5. IlmaH npe3eHTanyu:

v’ Berymenue (moyeMy BhIOpaHa JaHHas TeMa rpeseHTtanuu) (2 cnaiina)

v OcHOBHas 4acTh

v’ Bakmouenue (BeIBOBI) (2 craiiga)

6. Cnukep Mpe3eHTYyeT CBOIO TEMY M OTBEYAET HA BONPOCH! YYACTHUKOB.

IIpumepHbIe KAMIIE IS 3AIUTHI PE3eHTALINM:

Hauano

Starting
Formal Meeting Informal Meeting

Okay everybody. Please take a seat.
Good morning/afternoon/evening ladies and Let’s get started. If you have any
gentlemen..... My name is ... and I'm head of the questions, please feel free to ask me
marketing department. 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.
take a seat— mnpucaxuBaiiTech, purpose — 1€ib, get  started — HauaTh, discuss —

obcyxnarth, feel free to ask — cBo6oiHO cipamuBaiite, fresh ideas — cBexue uaewn.
I'naBHas yacthb
Introduction

Formal Meeting Informal Meeting

As you already know, today’s presentation is  All right, let me start by saying thanks to all
designed to present some important points of  of you for the interest in this presentation.

I would like to talk to you today about ....
This first slide shows our agenda for the day.  for... minutes.

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.

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...

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

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

be designed — ObITh 3a1ymMaHHbIM, slide — cimaiin, agenda — moBecTka nHs, let me start —
N03BOJIbTE HauaTh, say thanks — Oiarogaputh, overview — 0030p, present the data —
MPEICTaBISITh JaHHbIE, at last — HakoHell, conclusion — 3akmouenue, wrap things up —
3aBepinm, hold the questions — nep>xath (He 3a0bIBaTh) BOMPOCHL, SO far — moka, interrupt -
IpEepHIBaThH
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Hexortopsie ¢hpasbl, TaHHBIE HIXKE, TOMOTYT HE pacTepAThCs U CPOKYCHPOBATH BHUMAHHE
ayJIMTOpUHU B HanOoOJIee BaXKHBIX TOYKAX Mpe3eHTaruu. Opa3sl OAMHAKOBBI 7S JIFOOOTO THITA
Mpe3eHTaNH — (HOPMATBHOTO W HEPOPMATILHOTO.

English Russian

Now we will look at... Teneps B3rjIsTHEM HA ...

I’d like now to discuss... Tenepb MHE XOTENOCH ObI OOCYIUTh. ..

Let’s now talk about... JlaBaiiTe Tereph MOTOBOPHM O ...

Let’s now turn to... Ternepp naBaiTe MepeUIemM K ...

Let’s move on to... [Tpogomxum c ...

That will bring us to our next point... DTO OTCHUIAET HAC K CIEAYIOIIEMY YHKTY ...

Moving on to our next slide ... JIBuraemcs K HameMmy CiIeAyIeMy claiay ...
3akiiroueHue

English Russian

Let's sum it up. JlaBaiiTe cymMMUpyeM.

Let's wrap it up. 3aBepLINM.

I would like to sum up the main points again... Eme pa3 xoren 661 CyMMUPOBATh IJIaBHOE. . .

So, in conclusion... Hrak, B 3aK/II0YEHUE. . .

Finally let me just sum up today’s main Haxkonelr, moaBeaeM UTOT CErOAHSIIHIM

topics. .. IJIaBHBIM MOMEHTAM. ..

OTBeThI HA BONPOCHI

English Russian
Sl nymato, s oTBEeTHI yke Ha Bam Bompoc
I think I answered your question earlier. paHee.
I'm glad you asked that. Pan, uro Bel cipocuiii 06 3ToMm.
Well, as I already said... Urak, Kak s y’e ¥ TOBOPHIL. ..
That's a very good question (of you to ask). Ouenp Xopotmmii Bormpoc (KOTOpsIid Bei
So you are asking about... 3a/1am).
If I’ve understood you correctly you are asking HWrak, Bel cnpammiBaere o ...
about... Ecnu s npaBuiibHO noHs1 Bac, Bel

CIIpalInMBacTEC O ...

OueHka npe3eHTanMii:

1. Eciu npe3cHTalursd OLUCHCHA HA «OTJIUYHO» CTYACHT HMMCCT IPaBO Ha OTBET U3 ABYX
aCTeKTOB Ha HK3aMeHe

2. OI.[CHKa HpCBCHTaHHﬁ CKJIaAbIBACTCA u3 T'0JIOCOBAaHUA Y4aCTHHUKOB )41
npodeccuoHaNTbHOTO MHEHHUS MTpenojaBaTesien

Pexomenaanuu no 00y4yeHno HHBAJINA0B U jul ¢ OB3

OcBoeHne TUCHMIUIMHBI HHBaNUAamMu U nunamMu ¢ OB3 mMoxeT ObITh OpraHu30BaHO Kak
COBMECTHO C JPYTUMHU OOydYalolIMMHCA, TaK W B OTHENbHBIX Trpynmnax. [Ipenmomaratorcs
CrielMabHbIe YCIOBUA IS TIOTY4YEeHUs1 00pa3oBaHMs HHBAIMAaMHU U nuiiamu ¢ OB3.

[Tpodeccopcko-nenarorn4eckiii cocTaB 3HAKOMHUTCS C TICUXOJOT0-(PU3UOTOTHIECKUMU
0CcOOEHHOCTIMH O0y4aromuxcs MHBAIHIOB U Jull ¢ OB3, MHAMBHUIYaNbHBIMH MPOTPaMMaMH
peabunuTanuu  WHBAIUAOB (mpu  Hamuuwu). [Ipy  HEOOXOAMMOCTH  OCYIIECTBIISICTCS
JOTIOJNIHUTEIbHAS OAJEPKKAa MPENoJaBaHUs ThIOTOPaMH, IICHUXOJOTraMH, COLMAJIbHBIMU
pabOTHUKAMU, TIPOLIECIIMMH MTOATOTOBKY aCCUCTEHTaMHU.

B cootBeTcTBHM ¢ MeTOANYECKMMHU peKoMeHAanusMu MunoOpHayku P® (yTB. 8 anpens
2014 1. Ne AK-44/05BH) B Kypce MpeaIonaraeTcs HCIOIb30BaTh COLMAIBHO-aKTUBHBIC H
peduiekcuBHBIE METOJbI OOYYEHHUs, TEXHOJOTHHM COLMOKYJIbTYpHOH peadMIIMTallUd C LEJIbIO
OKa3aHHs MOMOILIM B YCTAHOBJICHUU IOJHOLEHHBIX MEXKIUYHOCTHBIX OTHOUIEHWH C JAPYTUMHU
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CTYJIEHTaMH, CO3JIaHHH KOM(OPTHOTO TCHUXOJIOTHYECKOTO KJIWMaTa B CTYJACHUYECKOW TpYIIIeE.
IMonbop u paszpaboTka y4yeOHBIX MaTEpPHAJIOB TMPOMU3BOIATCS C YYETOM IHPEAOCTABICHHS
MaTepuaia B pa3IMUYHbIX (opMax: ayIuabHON, BU3YaJIbHOM, C MCIOJb30BaHUEM CIEIIUATbHBIX
TEXHUYECKUX CPEACTB U UH(DPOPMAIIMOHHBIX CHCTEM.

Menunamatepraibl TakKe CIEAyeT HCIOJb30BaTh H  QJalTHPOBATh C  YYETOM
WHIAUBUAYATBHBIX OCOOEHHOCTEH 00yueHuss nHBau 0B u Ul ¢ OB3.

OcBoeHUE OUCHMIUIMHBI HMHBamugamMu © Junamua ¢ OB3  ocymectBisercss ¢
HCIIOJIb30BAaHUEM CPEACTB OOy4YeHHs OOIIEro W CHEIUAIBHOTO Ha3HA4YeHUs (IMIEPCOHAIBLHOTO U
KOJUICKTHBHOT'O HMCIIOJIb30BaHUs). MaTepraibHO-TEXHUYECKOE OOCCTICUCHHE TMPEeayCMaTPUBACT
npucnocoOIeHrne ayAuTOpHil K Hy>kKJaM WHBanu0B U jui ¢ OB3.

dopma MNpOBENCHUS AaTTECTAllUM JUIsl CTYJAEHTOB-UHBanugoB u Jjun ¢ OB3
YCTaHABIMBAETCS C YYE€TOM WHAMBUAYAIbHBIX Mcuxodu3udecknx ocoOeHHocTed. Jls
nHBanu0B U Jmn ¢ OB3 mpemgycmarpuBaercst moctymHasi ¢opma MpeaoCTaBICHUS 3aJaHUN
OIICHOYHBIX CPEJICTB, @ UMEHHO:

— B I[IEYATHOW WJIU AJIEKTPOHHOU (hopme (IUIsl JIUIl ¢ HAPYIICHUSIMU OMOPHO-IBUTATEILHOTO
amnmnapara);
— B mTeyaTHOH (¢opmMe WM OSIEKTPOHHOH (opMe C YBETMUEHHBIM HIPUPTOM U

KOHTPACTHOCTBIO (JJIS JIUI] C HAPYIICHUSMH CITyXa, PeUd, 3peHHUs );

— METOJOM YTEHHUS aCCUCTCHTOM 3aJIaHMsI BCIIYX (IJIs1 JIUI] C HAPYIIICHUSIMHU 3PEHUSA).

CryneHTaM ¢ MHBATUIHOCTHIO W JmiaM ¢ OB3 yBennuuBaeTcs BpeMs Ha TOITOTOBKY
OTBETOB Ha KOHTPOJBbHBIC BOMPOCHL. JIJIT TakWX CTYACHTOB MpPEAyCMAaTPUBACTCS IOCTYITHAS
¢dbopMa mpeocTaBIeHUS OTBETOB HA 33/IaHUsI, @ IMEHHO:

— THUCHMEHHO Ha Oymare uiu HabOpoM OTBETOB Ha KOMITbIOTEpE (ISl JTUI] C HAPYIICHUSIMH
clIyxa, peun);
— BBIOOPOM OTBETA M3 BO3MOXXHBIX BAPHAHTOB C MCITOJIB30BAHUEM YCIYT acCUCTEHTa (s

JIUI] ¢ HAPYUICHUSIMH OMTOPHO-BUTATEIILHOTO allapara);

— YCTHO (ISl TUI] C HAPYIICHUSMH 3PSHHUSI, OTIOPHO-ABUTATEIHHOTO arapara).

[Ipu HEeoOxomammocTH yisi O0ydYaroImMXcs ¢ WHBAIMIHOCTRIO U jull ¢ OB3 mpouemypa

OIICHUBAHMSI PE3YJIbTATOB O0YUEHUS MOXKET MPOBOIUTHCS B HECKOJIBKO ATAIOB.

12. Onucanne MaTepUAJIbHO-TEXHUYECKOI 0a3bl, HEO0OX0AMMOM /I OCYLeCTBJICHUSA
00pa3oBaTeILHOIO Mpolecca No JMCUHIIHHE

YueOHas ayauTopusi, TpeAHA3HAYCHHAs JUIsl TPOBEICHUS YYCOHBIX 3aHSATHH,
IOPEIYyCMOTPEHHBIX  HacTosmied  pabouyeil  mporpaMMoil  JUCHMIUIMHBI,  OCHAIlleHHAs
0o00OpyZiOBaHHEM M TEXHUYECKUMHU CpEACTBAMU OOYy4YeHHUS, B COCTaB KOTOPBIX BXOJST:
KOMILICKTBl CIIEHUAIM3UPOBaHHONW Yy4eOHOW MeOenu, JOoCKa KiaccHasi, MYJIbTHUMEIHHHBIN
MIPOEKTOP, FKPaH, KOMIIBIOTEP C YCTAHOBJIEHHBIM JIMIICH3MOHHBIM MPOTPaMMHBIM 00€CTIEYeHHUEM,
C BbIXOZOM B cerb «MHTepHET» M JOCTYIOM B 3JIEKTPOHHYIO HH(OPMALHUOHHO-
00pa3zoBaTeNbHYIO Cpemy.

ITomemenne I caMOCTOATEJBLHOM padoTbl 00y4YamwIIMXCsl —  ayAUTOpPHS,
OCHAIIIEHHAs! CIEIYIOIIUM 000pYy/I0BAaHUEM U TEXHUYECKUMHU CPEICTBAMU: CIIELUaIN3NPOBAHHAS
MmeOenb As MpernogaBatesiss U o0ydyaromuXcsl, Jocka ydeOHasi, MyJIbTUMEIUHHBIN HPOEKTOp,
9KpaH, 3BYKOBBIE KOJOHKH, KOMITBIOTEP (HOYTOYK), MEPCOHAIbHBIC KOMITHIOTEPHI JJIsi PabOThI
00yYaromuxcs ¢ YCTAaHOBJICHHBIM JIMLEH3MOHHBIM IPOTPAMMHBIM OOECIIEYEHHUEM, C BBIXOJOM B
ceTh «ITHTEpHET» U TOCTYIIOM B AJIEKTPOHHYIO HH()OPMALIMOHHO-00pa30BaTENIbHYIO CPELY.
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