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1. Ieab u 3aa1a4M TUCHUTLIHHBI

Heas aucuumuinHbl «/lenoBas KOMMYHUKAIUS Ha aHTJIMACKOM S3BIKE (TIPOIABHHYTHIN
ypoBeHb |)» — mpuoOpereHne CTyAEHTaMH KOMMYHHKATHBHBIX HAaBBIKOB, YPOBEHb KOTOPBIX
JOCTaTO4EH Ui PpEIICHUS COLMAIbHO-KOMMYHUKATHUBHBIX 33724 B Pa3IMYHBIX O0JIACTSIX
poeCCHOHANIBHBIX Cep NEATETBHOCTH U B IIEIX CaMO0Opa30BaHUsI.

3agauu AUCHMILINHBI:

— JOCTHXKEHUE HEOOXOAMMOTO YPOBHS JIMHIBUCTHUECKUX HABBIKOB — H3yYEHUE U
HCIIOJIb30BAHUC JICKCUYCCKUX U I'PAMMATUYCCKUX CAWHUIL B O6’béMe, KOTOpBIﬁ HCOGXOI[I/IM JJIA
TBOPYECKOH J1eATeNbHOCTH B PO eCCHOHATIBHBIX cpepax U CUTYaLUAX;

— pa3BUTHE TUCKYPCUBHBIX HABBIKOB — YMEHHUS MOCTPOCHHS LEIOCTHBIX, JIOTHYHBIX
BBICKA3bIBaHUN (JIMCKYPCOB) pPa3HbIX (DYHKIIMOHAIBHBIX CTHJIEH B YCTHOM M MHChbMEHHOMN
KOMMYHHKAIUA Ha OCHOBC IIOHUMAaHUuA Pa3JINIHBIX BUI0OB HpO(i)CCCI/IOHaJ'H:HO-
OpPUEHTUPOBAHHBIX TEKCTOB MPH YTEHUH U ayIUPOBAHUH;

— pa3BUTHE IPAKTUKHU HCIIOIB30BAHMS aHIJIMACKOTO S3bIKA JJIs PELICHUS CTIeIMATbHBIX
npodecCHOHANBHBIX 3a7a4 (MoA0Op JTUTEepaTypbl, YTEHHUE COOTBETCTBYIOIIUX HCTOYHHKOB,
MIPOCMOTP MPOTPAMM 0 HHTEPECYIOMICH CTyIeHTa TPOOIeMaTHKE);

— 3aKpeIieHue CTpPaTernyeckoro HaBbIKa — HaBbIKa HCIOJB30BaTh BepOajbHbIE U
HGBGpGa.HBHBIe CTpaTCrun Jjid KOMIICHCAlun HpOGGHOB, CBsI3aHHBIX C HEAOCTAaTOYHBIM
BJIQJICHUEM SI3BIKOM;

— pa3BUTHE KOTHUTHBHBIX U UCCIIEIOBATEIbCKUX YMEHUM;

— paciiMpeHHe Kpyrosopa M TMOBBIIIEHHE OO0IIeN KyJIbTYphl: U3y4YE€HHE KYJIbTYpPHBIX
0c00EHHOCTEH, HPaBOB, OOBIYAEB CTPAH U3YYaEMOT0 S3bIKA, STHKH, BOCIIUTAHUE TOJIEPAHTHOCTH
U YBa)KEHUS K JyXOBHBIM IIEHHOCTSIM Pa3HBIX CTPaH U HapOJIOB;

— (opmupoBaHUE TOTOBHOCTH HAJIAXKUBATh MEKKYJIbTYPHbIE U BHEIIIHEAKOHOMUYECKUE
CBSI3H, MPEJICTABIIATh CBOIO CTPaHy Ha MEXIYHApOJHBIX CEMUHapax, KOH(pepeHUUsx, pabounx
BCTpeUax, y4acTBOBaTh B MPE3CHTALINSAX;

— pa3BUTHE YMEHHS HAXOJUTh pEHIeHHsT B OBICTPO MEHSIOLIUXCS — YCIOBHUSAX
MEXIyHapOAHOTO OU3HEca.

2. MecTo TMCHUIIIMHBI B CTPYKTYpPe OCHOBHOI NMpodeccHOHATbHOM
o0pa3oBaTe/IbHON NPOrpaMMbl BhICIIET0 00pa30BaHMUsS

JucrtunnuHa «JlemoBas KOMMYyHUKAIMS HA aHTJIMHUCKOM sI3bIKe (ITPOJIBUHYTHIN yPOBEHb
[)» BXoauT B (haKyIbTaTHBHYIO YacTh Y4€OHOTO TUIaHa, IO HarpaBieHuo moarotosku 38.03.01
OKOHOMUKA, HaNpaBICHHOCTh (Mpoduib) «BHeIIHeSKOHOMUYECKass JAEATENbHOCTh U
(rHAHCOBOE KOHCYJIBTUPOBAHUE.

3. O0beM IMCUMIVIMHBI B 324€THBIX eIUHULIAX U aKaJeMHYeCKHX Yacax ¢
YKa3aHHEM KOJIMYeCTBA aKaJeMUYeCKUX YaCOB, BbI/IeJIEHHBIX HA KOHTAKTHYIO padoTy
00y4Jaromuxcs ¢ npenojaanBaresieM (10 BUJAaM Y4eOHbIX 3aHATHIT) 1 HA CAMOCTOATEILHY IO
padoTy o0y4aromuxcst

O6m1ast Tpy10EMKOCTh TUCIMIUIMHBI COCTABIISET 3 3a4€THBIC eIMHUIIBI, Bcero — 108 vaca.

Bcero yacos

Bup y4yedHoii padoThI oudHas Gopma OYHO-3a04Has
o0yUeHHS dopma oOyueHus
KoHTakTHasi pa6oTa ¢ npenogaBartejieM (BCero) 28 16

B ToM uucie:
3aHATHSA JIEKIIMOHHOI0 THUIIA - -




3aHATUS CEMUHAPCKOTO TUMA (CEMHHAPHI)

28 16

CamocTrosiTejibHasi padoTa (Bcero)

80 92

@PopMa KOHTPOJIA

3auer

Oo0mast Tpya10éMKOCTb TUCHMILIHHBI

108

4. IlepeyeHb IVIAaHUPYEMBbIX Pe3yJIbTATOB 00YyUYEeHHS N0 JMCIHUIIHHE, COOTHECEHHBIX
¢ IVIAHUPYEMBbIMH Pe3yJIbTAaTAMHU OCBOCHHUSI OCHOBHOM NMPO(ecCHOHATBLHOM
o0pa3oBaTe/IbHOI NPOrpaMMbl

Koa v HaumeHoBaHue

Koa v HaumeHoBaHue

Pe3yabTaTnl 00y4eHus 1o

KoMIleTeHuu(uii) HHAUKATOPA JOCTHKEHUSA
AMCHUIJIMHE
BbINYCKHUKA KOMIIeTEHIIH U

Kommynukanus NYyK 4.1 3HaTh: rpaMMaTUYECKUE MPaBUIIA,

YK-4 OcyecTBisier ACIIOBYIO | (hOPMBI U KOHCTPYKILHH, JIEKCHKY

CrnocoOeH OCyIIEeCTBIATh | KOMMYHUKAIIMIO B YCTHOM | gHriaMiicKOro S3BIKA,

JICTIOBY0 KOMMYHHKALHIO | QOpME  HAa  PYCCKOM M | geoGXOauMBIC IS

B YCTHOM WM TMHCHMEHHOU ;?IETLI‘);;HHOM SI3BIKAX. OCYIIIECTBIICHHS MEKITHIHOCTHOTO

(bopmax Ha : OOIICHUS B paMKax OMpPeAeIEHHBIX

TOCYJapCTBEHHOM  si3bIKe | OCyIIeCTBIISIET JIEIIOBYIO

S .. | Pa3rOBOPHO-OBITOBEIX TEM.

Poccuiickoit deaepanuu U | KOMMYHHUKALMIO B TUCBMEHHOM
YMerh: JIOTUYHO,

WHOCTPaHHOM(BIX ) dbopmMe  Ha  pycCKOM W

sI3bIKe(ax) WHOCTPAHHOM SI3bIKaX. apryMCHTHPOBAHO 1 KOPPCKTHO
MOJTOTOBUTH YCTHBIE u
MUCHhbMEHHBIC BBICKA3bIBAaHUS Ha
WHOCTPAHHOM SI3BIKE B
MEXJIMYHOCTHOM  OOIICHHH |
MEXKYJIbTYPHOM
B3aUMOJICHCTBUH.
Baagern: HaBbIKaMU
HCTIOJIb30BAaHUSI MOHOJIOTHYECKOM
U JUAJOTUYECKOM YCTHOM H
MUCbMEHHOM peYd B CUTYyalUAX
MEXJIMYHOCTHOTO "
MEXKYJIbTYPHOTO
B3aUMOJICHCTBUS B  TIpejaeiax
M3yUYEHHOTO SI3IKOBOT'O
Marepuaa.




5. Conepsxkanue QM CHUTINHBI

HaumenoBanue tem

Conep:xxanue TeM (pa3jaesioB)

(pa3nesioB)
Levels and areas of Jlekcuka: TepMUHBI B cpepe yNpaBiCHUS, YPOBHH MCHEIKMEHTA,
management TPYZOBBIE OOSI3aHHOCTH, Ha3BaHWS M OTBETCTBEHHOCTH OTIEIOB
YpoBHU U chepsl OpraHu3aluu
yIpaBJIeHUS Yrenne: Duties at Work, Responsibilities as they are

I'pammaruka: BpemeHna akTUBHOIO 3aora.

VYcrHas peds (MOaUIorndecKkas):

-00Cy’KJIeHHE TPYJOBBIX OOS3aHHOCTEH YMPABICHIEB pa3HBIX
YpOBHEMU

YcTHas peub (MOHOJIOTHYECKAS):

- IOKJ1a/1 00 OTBETCTBEHHOCTSAX OT/I€J1a KOMITAHUHU

IIucemenHas peus:

- ketic Johnson and Johnson

Organizational structures

Jlexcuka: TEpMUHBI B 00J1aCTH OpraHU3alMOHHBIX O0COOEHHOCTEH

OpraHu3anvoHHbIE OpraHu3aiuii, BU7sl CTpyKTyp, peCTPYKTYypHU3aLus
CTPYKTYPBI Urenwue: Restructurization, Change in Organisation
I'pammatuka: [lopsaok ci0B B BOINPOCUTENBHOM MPEATIOKCHHH.
ITopsimok c0B B BOCKJIMILATEIIBHOM IIPEMIOKEHUM. BpemeHa
IIACCUBHOTO 3aJI0Ta.
VYcTHas peus (ouIornyeckas):
- NpPEeUMYIIEeCTBA M HEIOCTAaTKH PAa3JIUYHBIX OPraHU3aLUOHHBIX
CTPYKTYp
VYcrHas pedb (MOHOJIOTHYECKAs ):
-ONHMCAaHUE CTPYKTYPBl KOMITAHUU
[TuceMeHnHas peys:
- keic Levi’s
Leadership JlekcuKa: TEpPMHHBI B 00JIaCTH JTHAEPCTBA, JIMACPCKUEC KauecTBa,
JlunepcTBoO THUIIBI YIIPABJICHIIEB, CTUIIN YIPABICHUS

Yrenne: Leadership qualities: what does it take, Business leader
briefings

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

VYcTHas peus (MouIornyeckas):

-00CyX/IeHHE TUIIOB YIIPABJIEHIEB U UX KaYeCTB

YcTHas pedb (MOHOJIOTHYECKAs ):

-OnucaHue CTUJIeH ynpaBieHus

[MucemenHas peus: keiic The new boss

Recruitment
[TonGop mepconana,
PEKpYTHHT

Jlexcuka: TepMHUHBI B 00J1aCTH PEKPYTUHTA, XEAXAHTHUHT, €r0 BHIBI
U METO/Ibl, peU€eBbI€ CTPYKTYPBI K 000POTHI HAa cOOECeT0BaHUH ITPU
npueme Ha paboTy

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

VYcTHas peus (MoIuIorndeckas):

-MEeTO/Ibl PEKPYTUHTa, COOECeI0BaHHE

VYcTHas pedb (MOHOJIOTHYECKAs):

- xetic Kidselebration

IIncemenHas peus:

- HalKMcaHue cOOCTBEHHOI O pe3loMe
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Business Plan
buzuec-mian

Jlexcuka: BozmokHocTH hprupMmbl (pe3tome), BUbI TOBAPOB (YCIIyT),
pPBIHKM COBITa TOBapOB, KOHKYPEHLUS, IJIaH MapKeTHHTa, IJIaH
IIPOU3BOJCTBA, OpPraHM3AllMOHHBIM IUIaH, OLEHKA pHUCKAa U
CTpaxoBaHMsl, (PMHAHCOBBIN IUIAH, CTPAaTErusl (GUHAHCUPOBAHHUSL.

Yrenwue: «Public speaking”, How to Prepare and Polish Your
Business Plan, The 20 Crucial Parts of an Impressive Business
Plan Written in English

I'pammatuka: CiocoObl  BBIpaKeHUsT ~ OyAyInero,  BpeMeHa
AKTHBHOTI'O M IMACCHBHOTIO 3aJ10Tra — IOBTOPEHHUE.

VYcTHas peus (ouIornyeckas):

- 00CYy>KJIeHHE BCEX IIaroB OM3HEC TUIAHUPOBAHUS

VYcTHas peub (MOHOJIOTHYECKAs):

- Mpe3eHTaIusl CoOOCTBEHHOTO OU3HEC TUTaHa

IIncemenHas peus:

- keric KFC




6. CTpyKTypa IMCUHUIIHMHBI 10 TEMAM C YKa3aHHeM OTBeIeHHOI0 Ha HUX
KOJINYEeCTBA aKaJeMUYeCKMX YaCOB U BHI0B Y4eOHbIX 3aHATH I

Ounas ¢popma 00yueHus (B 4acax)

KonrakTHas padora CamocTrost
HauMmeHoBaHuMe TeM
Ne 3ansaTusa TeJIbHAS Bcero,
(pa3nesoB)
n/m JeknuoHHoro | Cemunapnl | pabora, yac.
JUCIHUTITHHBI
THNA qac.
1 YpoBHU U chepsl i 5 16 21
YIPaBICHUSA
2 OpraHu3aluoOHHbIE i 5 16 21
CIPYKTYPEL
3. | JlImgepcTBO - 6 16 22
4 [Toxbop mepconana, i 6 16 29
PEKPYTHHT
5. | busnec-man - 6 16 22
Hroro: - 28 80 108
OuHo-3204Hast popma o0yueHns (B yacax)
KonrTakTHas pabora CamocTost
HauMeHnoBaHue TEM
No 3aHATHA TeJIbHasA Bcero,
(pa3nesioB)
/1 JekuuonHoro | Cemunapol | padora, ac.
AHCHHUILINHBI
THNA yac.
1 VYpoBHH U chepsl i 3 18 21
yIpaBJIeHUs
2 OpranuzanoHHbIE i 3 18 21
CTPYKTYPBI
3. | JIumepcTBO - 3 18 21
4 [TonGop nepconarna, i 3 18 21
PEKPYTHUHT
5. | busnec-mnan - 4 20 24
Hroro: - 16 92 108

7. [lepevyeHb y4eOHO-METOAMYECKOT0 0OecneYeHUus 1JIsi CAMOCTOSITeIbHOM PadoThl
o0yuyaruuxcst Mo JUCHHUIJINHE

CamocrodrenbHas padoTa sIBJISI€TCSI OJHUM M3 OCHOBHBIX BUI0B YU4€OHOH A€ATEIbHOCTH,
COCTaBHOM 4YacThIO y4eOHOI0 Mpoliecca U MMEeT CBOEH IIeNbI0: TIy0OKOe YCBOGHUE MaTepuana
JTUCLUIUIMHBIL, COBEPLICHCTBOBAHME M 3aKPEIUIEHUE HABBIKOB CAMOCTOSTENBHOW paboThl C
JUTEPATYypOi, PEKOMEHIOBAHHOM IIPENOAABATEIIEM, YMEHHME HAaWTH HYKHBIM MaTepual W
CaMOCTOSITEJIBHO  €r0  HCIOJIb30BAaTh, BOCIHUTAHME BBICOKOM TBOPYECKOM AKTUBHOCTH,
WHULHUATUBBL, TPUBBIYKM K IIOCTOSSHHOMY COBEpPILICHCTBOBAHMIO CBOMX 3HAaHHUM, K
LEJICYCTPEMIICHHOMY HayYHOMY ITIOUCKY.

KoHTponb caMoCTOSTETLHONH pabOThl, SBISAETCS BaKHOW COCTABIAIONICH TEKYyIIEro
KOHTPOJISI YCIIEBAEMOCTH, OCYLIECTBIIICTCS MPENOJABaTENIEM BO BPEMs IIPAKTUUECKUX 3aHATHN U
o0ecreynBaeT OLIEHUBAHHUE X0a OCBOCHHSI N3Y4aeMOW AUCHIUTUINHBL.



16
17
18
19

Bo3moxkHbIe TeMbI IIPe3eHTAIHI:

The greatest success of entering a foreign market
The greatest success on a domestic 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
. The marketing strategy of a company (the 4P’s)
. The promotional strategy of a company (promotional tools)
. The greatest flop on a domestic market
. The greatest flop on a foreign market

TpeOoBaHMsl K NPe3eHTALMH:

1. 9-15 cnaiinos B PowerPoint
2. Ilnan mpe3eHTanuu:

v Berymienue (moyeMy BHIOpaHa JaHHAs TeMa rpe3eHTanun) (2 ciaiina)

v" OCHOBHasl 4acCTh

v’ 3akmouenue (BbIBOIBI) (2 cinaiiia)
3. Cnukep nmpe3eHTyeT CBOIO TeMy (OTpaHUYEHUE TI0 BpEMEHH — 5-7 MUHYT) U OTBEYAET Ha

BOTIPOCHI YUACTHUKOB Ha aHTJIMICKOM SI3BIKE.

PexoMeHnganmnu mo noaAroToBKe K Mpe3eHTanun

Otanbl paboThl HAJl TPE3CHTAIUEH

- IlpeaBaputenbHas IOCTaHOBKA MPOOJIEMBI MIIH BEIOOP TEMBI.

- BpaBmwkenue u 00CyXI€HHE TUTIOTE3 PEIICHHUS] OCHOBHOW ITPOOJIEMBI, UCCIIEIOBAHNE
KOTOPBIX MOXKET CIIOCOOCTBOBATH €€ PEIICHUIO B paMKaX HAMEUCHHON TEMATHKH;

- Tlouck u cbop maTepuana yist perieHus MpoOIeMbl B PACKPBITUS TEMBI;

- OxoHuaTenbHast MOCTAHOBKA MTPOOJIEMBI I BBIOOP TEMBI;

- Tlowuck pemieHust Wi pacCKPHITHE TEMBl HA OCHOBE aHAJIM3a M KJIacCU(UKAIIIT
coOpaHHOTO MaTepHaa,

- [IlpesenTanus u 3amura MPOESKTOB, MPEIOIAraroias KOJUICKTUBHOE 00CYKICHHUE.

[Ipe3enTanus nOKHA COACPIKATh TAKHE JIEMEHTHI KaK:

- OTJIaBJICHHC;

- 1aTy MOCJEIHEN PEBU3NH;

- nHpopManuio 00 aBTOpax;

- CIIMCOK TIOJIE3HBIX KAYECTBEHHBIX CCBUIOK C IMOJPOOHBIM X OMUCAHUEM

Pacnpenesienne caMoCcTOSATEILHOM Pa0doThI

Bunpl, popmbl 1 00BEMBI CaMOCTOATENBHONW paOOTHI CTYACHTOB MPU W3YYEHUU JaHHOM

AUCHUIITIMHBI ONIPCACIIAOTCA €€ COACPKAHUEM U OTPAKCHBI B CJIG,Z[YIOH_IGI\/'I Ta6JII/II_[eZ
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O0BeM camMocTOATEILHOMI

padoThI
Ne HaumenoBanue Tem Bua camocrositeJIbHOM
n/n (pa3nesioB) QM CHUTIIHHBI padoThl OHIHO"
ouHas (popma 3a04Has
o0yuyeHHs dopma
o0y4eHus
1. | Yposuu u ceps! ynpasnenust | [Tonroroska mpeseHTaruid, 16 18

K ayZUTOPHBIM 3aHSATHSM,
TECTaM, BBIMIOJHEHUE
CaMOCTOSTEIIbHBIX
KOHTPOJIbHBIX padoT

2. | Opraau3anuoHHbIe CTPYKTYpHI | [ToAroTOBKA Mpe3eHTaIHi, 16 18
K ayAUTOPHBIM 3aHATUAM,
TECTaM, BBITIOJTHEHUE
CaAMOCTOATECIIbHBIX U
KOHTPOJIBHBIX pabOT

3. | JlunepcTBO [ToaroroBka nmpe3eHTalM, 16 18
K ayZUTOPHBIM 3aHSATHSM,
TECTaM, BBINIOJIHEHUE
CaMOCTOSTEIIbHBIX
KOHTPOJIbHBIX padoT

4. | [Ton6op nepconana, pekpyturr | [ToaroToBka npe3eHTaImi, 16 18
K ayAUTOPHBIM 3aHATUAM,
TECTaM, BBITIOJTHEHUE
CaAMOCTOATECIIbHBIX U
KOHTPOJIBHBIX pabOT

5. | busnec-nnan [ToaroroBka npe3eHTaruii, 16 20
K 2y TUTOPHBIM 3aHSITHUSM,
TECTaM, BBINIOJHEHUE
CaMOCTOSITEITbHBIX U
KOHTPOJIbHBIX padoT

HUTOTO: 80 92

8. IlepeyeHb BOMPOCOB M THUNOBBIE 3aJaHUsI VISl MOATOTOBKH K 324eTy
8.1. Ilepeyenb BONPOCOB I MOATOTOBKH K 3a4eTy

1.What kinds of organizational structure can a modern company choose as its basis?
Speak about the pros and cons of the functional and geographic structure.

1.What is the role of the structure? In what way is the structure connected with the strategy?

2.What organizational structures do you know?

3.What area was the functional structure borrowed from? Why does it still top the list of
all organizational structures?

4.What is the main drawback of the functional system and what was done in the 1980s to
do away with it?

5.When does restructuring occur? What three conditions does successful restructuring
depend on?

6.Why is the functional structure unsuitable for multinational companies?

7.How can local manages capitalize on the geographic structure?
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8.How are area managers encouraged to work better?
9.What are the main disadvantages of the geographic structure?

2. Outline the pros and cons of the matrix structure and organization along product
lines.

1.Do all multinational companies organize themselves geographically? How is Microsoft
organized? Why?

2.What is the structure along product lines characterized by?

3.What are the most notable advantages of matrix structure? What companies can benefit
most from them?

4.With a matrix structure people have to report to two people — their boss in the functional
structure and their project manager/team leader in the matrix one. What problems can you imagine
in this connection?

5.Can matrix structure be described as a simple one? How can difficulties be avoided?

6.What companies usually organize their business by product?

7.What advantage of the structure along product lines may improve the overall
performance of the organization and why?

8.There is a method which is similar to organizing a business by product. It involves
grouping together employees who deal with a specific customer or group. How is it called? When
is this method particularly useful?

9.There are two main approaches to business: centralization and decentralization. What is
implied by these approaches? What are their main advantages?

10.Do you think people from certain cultures would favour one kind of structure over
another? Can you give any examples and reasons for that?

11.Why do companies opt for a hybrid of organizational structures?

12.What kind of organizational structure would you prefer to work in and why?

3. What are the recruitment forms a company can use to find new employees? What
selection methods are the most effective?

1.What are the main methods of recruitment? What forms of internal recruitment can you
think of?

2.What are the main advantages of internal recruitment?

3.Why is it necessary to recruit from outside the organization? What is the commonly used
technique for recruiting people from outside?

4.What is the difference between a recruitment agency and a firm of headhunters?

5.Why is it difficult for a graduate to find a job? What methods of looking for a job can
you advise him to choose? What specific methods are used by recruiters to attract graduates to fill
in the vacancies?

6.What techniques are traditionally used in recruitment? How long is usually a typical
interview? How fast do decision-makers make their choice?

7.Why have some companies shifted from interviewing to testing? What is the purpose of
psychometric tests?

8.In what way do approaches to selection differ across cultures?

9.What management skills and qualities are emphasized in different cultures?

10.Decipher the SWAN criteria. Do they have international validity?

11.What two qualities have international validity and why?

8.2. TunosBmnie 3aaaHud IJIs OLICHKH 3HAHUI

OOBeauTe MPaBUILHBIN TepMUH(BI), OTBETUB Ha CIIEAYIONIME BOMPOCH 1o TeMe Business
Plan:
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What does a business adjust to create a brand image for a product?
C

i
i

The marketing mix

Price

Product

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

Price

Product

No single element is the most important

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

Marketing strategy
Marketing objective

Profit from marketing

Who is protected by consumer protection laws?

Businesses and customers
.

e

Just customers
Just businesses
Which of the following is NOT an element in the marketing mix?
C
C
o

Price
Profit

Promotion

8.3. TunoBble 3a1aHus 1JIs1 OLEHKH YMeHU

3ananue 1.

IIpoxomMMeHTHpYIiTE (YCTHO) CleAYyOLINE YTBEPKIAEHHS ¢ YIOTpeOJeHueM aKTUBHO

make.

~NOoO ok, WwN -

oo

Jekcuku o teme Levels and areas of management:

. Itis up to employees to keep the manager up to date on progress.
. Managers set strict time limits.

. Managers encourage staff to put forward their ideas.

. Managers and employees decide together what needs to be achieved.
. Decisions are made by managers and their staff.
. Employees get precise instructions.

. Managers do not want employees to avoid making decisions which employees should

. Managers have tight control of employees’ movements and work schedules.
. When employees are given tasks, they decide how to complete them.

12



3amanue 2.

Onumure ypoBHH U cepbl ynpaBjieHUus1 BbIOpaHHOH BaMu koMnmannm, ucnosib3ys
JekcHky o Teme Levels and areas of management.
Company structure or organization structure refers to the way that a company arranges people
and jobs so that its work can be performed and its goals can be met. The structure of every
organization is unique and the structure of an organization evolves as the organization grows and
changes over time.
1. Top managers and executives:
Board of Directors, Chairman (Chairwoman) or President (Am.), Managing Director
(Executive Director) or Chief Executive Officer (CEO — Am.)
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).
2. Middle (Senior) management (company officers):
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.)
3. Departments: Finance, Sales and Marketing, Personnel (HR), Research and Development
(R&D), Production
4. to consist of, be made up of, be divided into
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.
5. to be responsible for smth, to be in charge of
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.
Philip is in charge of our marketing department.
Finance director controls all aspects of finance and is responsible for allocating the
company's resources.
6. to be accountable to smb, to be responsible to smb, to report to smb
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 (HaxoasaTcs y HEro B HEMOCPEACTBEHHOM IMOAYHHCHHN).
Export Sales Director is responsible to Sales Director.
7. astrategy, to determine a strategy (or a policy), implement a strategy (or a policy)
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.

8.4. TunoBbIe 3a1aHUA 1JI OLCHKH HABLIKOB

3amanme 1.
H3yunTte keiic Hu:Ke. Pemure, Kakoil BApHAHT, 10 BallleMy MHEHHI0, Oy1eT HauboJiee
3(l)q)eKTl/IBHblM B BBISABJICHUHU TAJAHTJ/JIUBBIX CTyHeHTOB MapKeTOJIOFOB. HO}]FOTOBLTC
YCTHYIO NMPe3eHTAUI0 Keiica HA AaHTJIHIICKOM fI3bIKe, 00BSICHUB CBOI BHIOOP.

MARKETING TO STUDENTS
Virgin Mobile is a phone operator that provides a wide range of mobile communication services
to its customers in the UK. Competition between mobile phone operators is strong and winning a
large market share in the student market is vital. Students use their mobile phones a lot — to call
friends and family, and also to get information and play games. There are 2.5 million students in
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the UK, and 96 per cent of them own a mobile phone. But it is difficult to market to students
because they are hard to reach and cynical about sales pitch.* Virgin Mobile has decided that the
best way to promote the brand to students is to find insiders: student marketers who will work on
promotional campaigns in their own universities.

The problem for Virgin Mobile is how to identify student marketers with brilliant ideas and good
selling skills. There are three options:

1)Use standard job recruitment methods. Post a job advertisement, select from written applications
and hold interviews in each university.

2)Recruit people at student fairs. Universities hold fairs for students at the start of each year.
Different companies have stands at these fairs to sell their products or services to students. Students
can find out about things that may be helpful during their student life. Virgin Mobile could set up
a stand at student fairs, tell those who come to the stand about marketing opportunities and recruit
interested students “on the spot”.

3)Hold a competition in which students suggest ways to promote the brand to other students. The
students with the best suggestions get the chance to put their ideas into practice and win an
attractive prize.

3ananmue 2.
Paspa0oraiiTe ¥ 3anMIIUTe HA AHTJIMHCKOM si3bIKe OM3HeC-IIaH /151 BbIOpaHHOro Bamu
NPOAYKTA, paccMOTpeB 0CHOBHBbIE YeThIpe Il MapkeTnHra:

Product: What identity does your product have? What does it do? Why will people
want to buy it? Does it have a good brand name?
Place: What geographical markets will you target and why? Will they be local,

national, international? What social groups/types of customer is the
product aimed at? How will the product be sold (Internet, high street,
direct mail, etc)?

Price: How much will the product cost? What type of profit margin do you
expect? Will the product be priced differently for different markets? Will
there be any special offers or discounts available?

Promotion: How much will you advertise the product(word of mouth campaign,
magazines, broadcast media, posters)? What type of launch will the
product have? What will the initial promotional budget be?

9. IlepeyeHb OCHOBHOI U 1ONMOJHUTEILHON Y4eOHOI TUTEpATYPhI, HEOOXOAUMOI /15
OCBOCHHS THCHHUIIHHBI

9.1. OcHoBHas JuTEepaTypa

1. Yukunesa, JI. C. AHrnmiickuii s3bIK B yripaBieHun nepconanom (B1—B2). English for
Human Resource Managers : yueOnuk u npaktukyM juist By30B / JI. C. Uukunesa, E. B. JIusckas,
JI. C. Ecuna. — 2-e u3z., nepepad. u qon. — Mocksa : UznatenscrBo FOpaiit, 2021, — 203 ¢. —
(Beicmiee o6pazoBanme). — ISBN 978-5-534-08232-6. — Tekct : dneKkTpoHHBIA //
OopazoBarenbHas miardopma FOpaiir [caiit]. — URL: https://urait.ru/bcode/512352

2. HyxnoBa, E. E. Amnrmmiickuii s3pik. Professional Reading: Law, Economics,
Management : yueOHoe noco6ue ais By3oB / E. E. HyxxHoBa. — 2-e u3n., ucnp. u gon. — Mocksa
: I3patensctBo FOpaiit, 2021. — 149 ¢. — (Bricmee oo6pa3oBanue). — ISBN 978-5-534-07994-
4. — Texkct : snexkrpoHHblii // OOpazoBarenbHas matdopma FOpaiit [caiir]. — URL:
https://urait.ru/bcode/515118

3. KymmoBa, A. K. Aurnuiickuii s3bIK J1s1 MeHeKepoB U JtoructoB (B1-C1) : yueOHuK 1
npakTtukyMm s By30B / A. K. Kymnmosa, JI. A. Kosnosa, 1O. I1. Bonsiaen ; moa o01eid penakiuei
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A. K. KynmoBo#i. — 2-e u31., ucnp. u gomn. — Mocksa : M3natensctBo FOpaiit, 2021. — 355 c.
— (Bricmmee oOpazoBanue). — ISBN 978-5-534-08147-3. — TekcTt : SNEKTPOHHBIA //
Oo6pasosarenbHas iathopma FOpaiir [caiit]. — URL: https://urait.ru/bcode/511221

4. BopoOneBa, C. A. AHrnuiickuii s3bIk i 3¢ dexkruBHOro Mmenemxkmenta. Guidelines for
Better Management Skills : yae6roe nmocodue mist By30B / C. A. BopoOseBa. — 2-¢ u3f., UCHp. U
nor. — Mocksa : U3natenbctBo FOpaiit, 2021. — 260 c. — (Bricmiee o6pazoBanue). — ISBN
978-5-534-04198-9. — Tekcr : anexTponHsiii // O6pa3oBarenbHas miaTdopma Opaiit [calT]. —
URL.: https://urait.ru/bcode/514835

5. CmupnoBa, H. B. Anrmiickuii s3Ik 111 MeHekepoB (B1—B2) : yueOHuk a1 By30B
/ H. B. CmupnoBa, A. B. Cokornosa, 0. A. [lyrnac. — Mocksa : UznatensctBo FOpaiit, 2021, —
185 ¢. — (Bricmiee o6pazoBanue). — ISBN 978-5-534-08395-8. — TekcT : 3ieKTpOoHHBIN //
OopasoBarenbhas wiathopma KOpaiit [caiit]. — URL: https://urait.ru/bcode/516893

9.2. lonotHUTEIbHAS JUTEpaTypa

1. AHTIMIACKUH SA3BIK JUTSL U3yYalOIMUX MexayHapoaHbie otHommeHus (B2-Cl1) : yueOHUK
s By3oB / H. B. Apxanuesa, JI. E. bymkanen, A. K. T'apaesa, /I. B. Ts6una. — Mocksa :
NznarensctBo FOpaiit, 2021. — 255 ¢. — (Bricmiee oopazoanue). — ISBN 978-5-534-10866-8.
— Teker : onextponsbiii // OOpasoBarenpHas 1uiatdopma IOpaiit [caiit]. — URL:
https://urait.ru/bcode/517066

2. CrynHukoBa, JI. B. Axrmmiickuil s3Ik B MexxayHaponHoMm OusHece. English in
international business activities : yaebHoe mocooue mis By3os / JI. B. CtynHukoBa. — 2-¢ u3n.,
nepepad. u gon. — Mocksa : M3narensctBo HOpaiit, 2021. — 216 c. — (Briciiee oOpa3oBanue).
— ISBN 978-5-534-11015-9. — Texkcr : anekTponHblii // O6pa3oBarenbHas miatdopma KOpaitt
[caiiT]. — URL.: https://urait.ru/bcode/517594

3. IlectoBa, M. C. AHIIMNACKHUH SI3BIK: TIEPEBOJI KOMMEpUECcKo qokymeHTarnuu (B2) :

yuebHoe mocobue ans By3oB / M. C. IlectoBa. — 2-e u3n., mepepad. u gomn. — Mocksa :
NznarensctBo FOpaiit, 2021. — 191 ¢. — (Bricmiee oopazoBanue). — ISBN 978-5-534-11543-7.
— Teker : onextponsbii // OOpasoBarenbHas 1wiatdopma IFOpaiit [caiit]. — URL:

https://urait.ru/bcode/517265

4. Slxymesa, 1. B. Anrmmiickuii s3eik (B1). Introduction Into Professional English :
y4eOHMK U IpakTUKyM Juist By30B / M. B. SIkymieBa, O. A. JlemuernkoBa. — 3-€ U3., UCIIP. U JIOTI.
— Mockaa : U3znatenbctBo FOpaiit, 2021. — 148 c. — (Bricmiee o6pa3oBanue). — ISBN 978-5-
534-07026-2. — Texkct : anexTpoHHbii // O6pa3oBarenbHas matdopma FOpaiit [caiiT]. — URL:
https://urait.ru/bcode/512146

5. Hem3opoga, I'. JI. Aurnwmiickuii s3p1k. ['pamMmmaTurka : yuebHOe mocooue st By3oB / I
J. Heszopoga, I'. 1. Hukutymkuna. — 2-¢ u3., ucnp. u nomn. — Mocksa : M3garensctBo FOpaiit,
2021. — 213 c. — (Bwicmee oOpazoBanme). — ISBN 978-5-534-09359-9. — Tekcr
NeKTpoHHBIH  //  OOpazoBarenbHas  tiatgopma  FOpaiir  [caiit]. —  URL:
https://urait.ru/bcode/512890

10. IlepeuyeHb pecypcoB HHPOPMAIMOHHO-TEJIEKOMMYHUKAIMOHHO# ceTn ""UHTepHeT",
He00XO0MMBIX VISl 0CBOCHHUSI JMCHUIIMHBI H HH(POPMALMOHHBIX TEXHOJIOT U,
HCII0JIb3yeMBbIX IPH OCYILIEeCTBJICHUH 00Pa30BaTEeJILHOI0 NpoLecca no JUCHUIINHE,
BKJII0OYasl NlepeYeHb MPOrpPaMMHOI0 odecnevyeHnst 1 MHGOPMALMOHHBIX CIIPABOYHBIX
cucreM (IpH HEOOXOIMMOCTH)

1. http://biblioclub.ru_- 3BC «YHuBepcuTeTcKas OMOIMOTEKa OHIIANH

2. https://urait.ru - 9BC «O6pa3zoBaTenpHas miatdopma KOpaitty

3. https://learnenglish.britishcouncil.org-  caiir  Bputanckoro CoBera ¢ GaHKOM
MaTCpHraJioB IJIsI YPOKOB M CaMOCTOATCIBHOIO HU3YYCHHUSA AHTJIMHACKOTO S3BIKA II0 Pas3siInYHbIM
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TeMaM Kak OOIIIero, Tak M JeJI0BOTo xapakrepa. OXBaueHbI BCE YPOBHH JIGKCHIECKOHN CIIOKHOCTH:
OT Ha4YaJbHOTO JI0 CAMOT'0 TIPOJIBUHYTOTO.

4. https://ru.duolingo.com/- GecriaTHbI CEPBHUC I U3YYEHHUS HHOCTPAHHBIX S3BIKOB C
Hyns. [Iporpamma moctpoeHa B ¢GopMe «aepeBa JOCTH)KEHUI»: YTOOBI MEperTH Ha HOBBIN
ypOBEHb, HY)KHO CHa4aja HaOpaTh ONPEICICHHOEC KOJIMYECTBO OYKOB, KOTOpPbIC MAIOTCS 3a
npaBuiIbHbIE 0TBETHI. EcTh mpumoxenus ans i0S n Android.

5. https://www.real-english.com/new-lessons.htm - caiiT ¢ ypokamu, CTaTbIMH U BHICO
3apHCOBKaMHU ISl M3YYAIOUIMX AHTJIMHCKHU $3bIK, BCE MaTepUalibl YCIOBHO pa3ieieHbl Ha
JICKCHYECKUE U TPAMMAaTHYECKHE, IOCTYITHBI BCE YPOBHHU CIIOKHOCTH.

6. https://www.economist.com/ - 5KOHOMHYECKHI CAlT U (POPYM Ha aHTIUICKOM S3BIKE,
COJIep KAIMi JeTOBbIe HOBOCTH, SKOHOMHUYECKHE CTaThH Ha JCJOBYIO TEMAaTHKY, 0OCYXKICHHE
npo0JIeM JIEIOBOTO XapaKTepa.

7. https://www.ft.com/- caiiT 5KOHOMHYECKON Tra3eThl Ha aHTIIMUCKOM si3bike. COIEepIKUT
JICTIOBBIE HOBOCTH, JKOHOMHYECKHE CTaThH Ha JICJIOBYIO TEMAaTHKY, OOCYXKJEHHE NpoOiieM
JIEJTIOBOTO XapaKTepa.

JINneH3noHHoe NporpaMMHuoe odoecrneyeHue:

- Windows (3apy0exHoe, BO3ME3THOE);

- MS Office (3apyOexxHO€, BO3ME3THOE);

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

- Koncynprantllmoc: «Koncynerantllmoc: Cryment» (poccuiickoe, CBOOOIHO
pacnpoCTpaHsIeMOE);

- 7-zip — apxuBatop (3apy0eKHOE, CBOOOHO PAaCIPOCTPAHIEMOE);

- Comodo Internet Security (3apy0exHoe, CBOOOTHO pacIpoCTpaHIEMOE).

11. MeTtoanueckue yKkazaHusi 1Jis1 00y4arOIMXCS M0 OCBOCHUIO 1M CHUIITIHHBI

CogeTsl 110 Be/ICHUIO I710ccapusi MPo¢ecCHOHATBHBIX TEPMHHOB

v/ 0TOOpaHHBIE TEPMHUHBI M JIEKCHYECKUE EIMHHIIBI JTOJKHBI OTHOCHUTHLCS K [IIUPOKOMY U
Y3KOMY MPOQIIIIO CIICIUATBHOCTH;

v/ OTOOpaHHBIE TEPMHHBI W JIEKCHYECKHE CIWHHIIBI JOJDKHBI OBITh HOBBIMH M HE
nyOJIMpoBaTh paHee U3yUeHHbIE;

v/ OTOOpaHHBIE TEPMUHBI M JIEKCHYECKHE EIMHHIBI OJDKHBI OBITh CHA0XKEHBI
TPAHCKPHIILIMEH U MEPEeBOJOM Ha PYCCKHM S3bIK (BO M30€kKaHHWE HETOYHOCTEH PEKOMEHIYETCS
H0JIb30BATHCS CIIELUAIN3UPOBAHHBIM CIIOBAPEM);

v 00lllee KOJINYECTBO OTOOPAHHBIX TEPMHHOB HE JIOJKHO ObITh MeHbIe 500 ¢IHHHUII;

v/ OTOOpaHHBIE TEPMHHBI W JICKCHYECKHE EIMHUIBI TPEJHA3HAYCHBI JUI aKTHBHOTO
YCBOEHUS U JOJDKHBI UCIIOJIb30BaThCS IIPU YTEHUHU, BOCIIPUATUU HA CIIyX, TOBOPEHHUU U IHCbME.

MeToanyecKkue peKOMeHAAlMH 0 HAMTMCAHUIO 1eJ10BOI0 MUCbMA

[TrceMO TOIKHBI OBITH SICHBIM, KPATKUM U BEXKIIUBBIM.

YnorpebusiiTe MpoCThie CI0BA/BBIPAXKEHNUS BMECTO BHICOKOMAPHBIX M CTEPEOTUITHBIX, €CIIU
OHHU MMEIOT OJJHO 3HAa4EeHHE, KOHKPETHBIC BMECTO aOCTPaKTHHIX. UeM IpoIne BBl TOBOPHTE, TEM
ObicTpee Bac moiimyT. OmHako He 3a0bIBaiiTe, YyTO B OQHIMAILHON NENOBOM IEpenucKe He
UCIIONB3YIOTCS HUKaKkue cokpamieHus tuma "['m" u cienr. Hanpumep, BMecto dpassr "We are the
recipients of", myume ckazare "We received”. Brl 100beTech KpaTKOCTH U SICHOCTH B CBOUX
HHCbMax, €cii Oy/eTe HCIOJIb30BaTh KOPOTKHE WM CPEeJHEH [UIMHBI MPEIJIOKECHUS BMECTO
JUIMHHBIX M CJOXHBIX 000pOTOB. I'paMoTHOE neneHue Ha ab3aipl O0JerdaeT 3pHUTENbHOE
BOCHPUATHE TEKCTA U 33/1a€T BCEMY ITPOILIECCY PUTM.
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OpHuM U3 MokaszaTesiell BEXKIMBOCTU B JEJIOBOM MEPENUCKE SBISIETCS JINYHOE O0paleHne K
yenoBeky. He Hamo 3a0bIBaTh PO BEXKIUBOCTH JIAXKe TOTJA, KOT/Ia BBl OUCHb HEJOBOIHHBI KEM-TO
WIH YEM-TO.

IloapITOXKUM:

1. BreiOupaiiTe KOpOTKHE U CPEAHEH UTHHBI MPEJIOKEHUS, YIIOTPEOISHTE MPOCTHIC CIIOBA U
BBIPAXKCHHUS

2. He ynotpe0isiiiTe pa3roBOpHBIC COKPAIIICHHUS U CIICHT

3. Jlenurte HanmyMcaHHOE HA a03aIlbI

4. ByapTe BEXKIUBBI U JUTLIOMATHYHBI

«lanka» nucbMa.
Kaxxnoe nemoBoe muchMo neyaraercs (THUIIETCs ) Ha y>Ke 3ar0TOBJICHHOM, (prupMeHHOM Oanke. B
BEpXHEH 4acTH OJTaHKa pa3MelnaeTcs Tak Ha3biBaeMas "'mamnka' - 3arojoBoK. OOBIYHO B 3aT0JI0BKE
JIaHbI CJIeYyIOIHe CBeIeHHS !
e  3aPETUCTPHUPOBAHHOE Ha3BAaHUE KOMIIAHUU
e  KpaTKHE CBEJCHHS O XapaKTepe €€ IeATeIbHOCTH,
e  KOHTAaKTHas WH(OpMALHUSL.

Teno nucbma. 3akiawyurenbHas popma BexanBocTu. [lognuce.

[TepBeIii a03all OCHOBHOTO TEKCTa HAYMHACTCA C TMPEAJIOKEHUS, B KOTOPOM BBHI
MOJATBEPXKJIaeTe TOJyuyeHHWE MUChMa OT BalIero KOPPECHOHJEHTa, WM CO CCBhUIKM Ha
MOCTYIUBIIIEE MTUCHEMO.

OOBIYHO 00BEM JIETOBOTO TTHChMa HE MPEBBIIAET OAHY cTpaHuily. Ho, eciin o6beM nmucrMa
0oJbIIIe OAHON CTPAHMIIBI M €r0 MPOJOHKCHHE HaledaTaHo Ha oOpaTHON CTOpPOHE JTUCTa, TO B
KOHIIE TIEPBOM CTPAHMIIBI MMHUIIIETCA P.t.0., uTo 03HadaeT Please Turn Over (CMoTpuTe Ha 0600pOTE).

Ecnu BBl OTChITaeTE KOMUU MHUChMA U IPYTHM ajpecaTam, TOTJa B KOHIIE MUChMa ClIeIaiTe
COOTBETCTBYIOIIYIO OTMETKY B BHJIE CIIEAyIOIIei abOpeBuatypsl: ""c.c." - carbon copies (TOUHBIC
koruu) uian Copy to...

Wuorna Bel HE XOTHTE, YyTOOBI MOJy4yaTellb BAllero MUChbMa 3HaJNl, YTO BBl €IIe KOMY-TO
oTocianu Komuu. B aToM cimywae BHM3Y mmceM-Konuid Bbl ykasbiBaere "b.c.c." - blind carbon
copies. (CKpBIThIE KOTIHH).

Ecnu k muceMy uMeeTcst puiloKeHue (KaTauior, KOHTPAKT, CYEeT W T.I.), TO BHHU3Y, IOCIE
noAnucH jenaercs ykazanue o0 stoM: "Enc:", "Encl:" - sTo coxpamenue ot Enclosure
(mpuII0’)KEHHE, BIOXKEHUE).

HpnMepm,Ie A3BIKOBbIC KJINIIE AJ4 ACJIOBOI'0 NIHCbMA 110 YaCTAM:

1. O0pamenue

Dear Sirs, Dear Sir or Madam H(ecnn BaM HE U3BECTHO MMsI aJipecaTa) |

(ecu BaM M3BECTHO UMS ajipecaTa; B TOM
ClIy4yae KOIJa Bbl HE 3HACTE CEMEWHOe
Dear Mr, Mrs, Miss or Ms MOJIOXKEHHUE KEHIITUHBI CIIeIyeT MUcaTh Ms,
rpy0o0ii OIMOKOI SIBIISECTCS UCTIOIB30BaHNE
dpa3bl “Mrs or Miss™)

‘Dear Frank, H(B oOpanieHuu K 3HAKOMOMY YEJIOBEKY ) |

2. Berynienue, npeabiayliee o01eHne.
\Thank you for your e-mail of (date)... HCnacn6o 3a Ballle TUChbMO OT (YKCIa) |
\Further to your last e-mail... HOTBeqaﬂ Ha Ballle MMIChMO. .. |
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before now...

| apologise for not getting in contact with you

Sl mpomry mpoiueHus, 4To 4O CHUX IOp HE
HaIKCajl BaM. ..

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

HCHaCI/IGO 3a Balle nucpbmMo ot 5 Mapra

With reference to your letter of 23rd March

OTHOCUTENBHO Ballero IMmHUcbMa OT 23
Mapra

Times»

With reference to your advertisement in «The

OTHOCHUTENBHO Balllel pekiambl B TalmMc

3. Yka3aHue NpuYMH HAMMCAHUS MUCHBMA

\I am writing to enquire about

HH IUIIY BaM, YTOOBI y3HATE. ..

[l am writing to apologise for

HH NIy BaM, YTOOBI M3BUHUTHCA 3. ..

\I am writing to confirm

H}I MUY BaM, 4TO OBl TOATBEPIUTE. ..

\I am writing in connection with

H}I MY BaM B CBS3H C ...

We would like to point out that...

Mp1 xotenu Obl 0OpaTUTH Ballle BHUMaHHUE
HA ...

4. IIpocbba

\Could you possibly...

HHe MOTJIA OBl BHL. ..

\I would be grateful if you could ...

[l would like to receive

HH ObI XOTEJ MOJIYYUTh......

\Please could you send me...

HH ObU1 OB IPU3HATENICH BaM, €CITU OB BB |

HHe MOTJIM OBl BBl BBICIAaTh MHE. ..

S. Cornamenue ¢ yCJIOBHSIMH.

[l would be delighted to ...

HH ObL1 OBI paf ... |

\I would be happy to

H}I ObLI OBl CUACTIIMB. .. |

\I would be glad to

H}I ObLT OBI paj... |

6. Coo0111eHHe IIJIOXMX HOBOCTEH

\Unfortunately

HK COXAJICHUIO. .. |

\I am afraid that ...

HBOIOCB, 9T0. .. |

\I am sorry to inform you that

HMHe TSKEJI0 COOOMIAaTh BaM, HO ... |

We regret to inform you that...

K coxalieHuto, Mbl BBIHYXIEHBI COOOIIUTH
BaM O...

7. Hpnnomeﬂne K IUCbMY JONMOJHUTECJIbHBIX MATCPHUAJI0B

\We are pleased to enclose ...

HMBI C YAOBOJIbCTBHUECM BKJIAIBIBACM. ..

\Attached you will find ...

HB MIPUKPEIICHHOM (aiiie Bbl HaleTe. ..

\We enclose ...

\Please find attached (for e-mails)

HMBI IIPUJIAraeM. . . |

HBBI Hal1eTe MPUKPETUICHHBIN (Daiil. . .

8. Boicka3bpiBaHue 0J1ar0JapHOCTH 32 NMPOSABJIEHHbI HHTEPeEC.

\Thank you for your letter of

HCHaCI/I6O 3a Ballle MMCbMO |
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‘Thank you for enquiring HCHaCHGO 3a MPOSIBIICHHBIN UHTEPEC. . . |

\We would like to thank you for your letter of ... HMH XOTelH OBl T0OJIaroIapyuTh Bac 3a... |

9. [lepexoa k apyroi teme.

\We would also like to inform you ... HMH TaK e XOTelr Obl COOOITUTH BaM O... |
\Regarding your question about ... HOTHOCI/ITGJ‘IBHO BAIIIEr0 BOIMPOCa O... |
\In answer to your question (enquiry) about ... HB OTBET Ha Balll BOIIPOC O... |
‘I also wonder if... HMCHH TaKKe HHTEPECyeT. .. |

10. lono/iHMTEILHBIE BONPOCHI.

\I am a little unsure about... H}I HEMHOTO HE YBEPEH B ... |
\I do not fully understand what... H}I He JI0 KOHIIA MOHSIL. .. |
\Could you possibly explain... HHe MOTJIH OBbI BBl OOBSICHUT. .. |

11. Ilepenaya nndpopmanuu

I’m writing to let you know that... H}I MUY, 9TOO0BI COOOIIHT O ... |
\We are able to confirm to you... HMH MO>KE€M HOATBEPAUTS ... |
‘I am delighted to tell you that... HMH C YJIOBOJIBCTBHE COOOIAEM O ... |
We regret to inform you that. .. K coxalieHunto, Mbl BBIHYKJIEHBI COOOIIUTH
BaM O...

12. Ilpensioskenne cBoei NOMONIIA

‘Would you like me to...? HMory au st (cpenats)...? |
\If you wish, 1 would be happy to... HECJm XOTHTE, 51 C PaJOCThIO. .. |

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

IMoMouib.

CooOmure, ecii BaM ITOHAZOOUTCS MOS

13. HanoMuHaHue 0 HAMEYEeHHO| BCTpeue WK 0KUAaHue 0TBETA

‘I look forward to ... HH C HETEpIICHUEM XK1y, |
\hearing from you soon HKorz[a CMOTY CHOBA YCIIBIIIATh BAC |
‘meeting you next Tuesday HBCTpe‘II/I C BaMH B clieAyromnuii Bropauk |
\seeing you next Thursday HBCTpeqn ¢ Bamu B YeTBepr |
14. ITonnucey

Yours faithfully,

HE U3BECTHO)

Hckpenne Bam (ecnu umst yenoBeka Bam

‘YOUI’S sincerely, H(GCJII/I uMs BaM u3BeCcTHO)

Kpurepun oueHKH MHCeM: JIOTHYHOCTh COJEPXKAHUS, HaJHM4due
yOeauTenbHOCTh apryMEHTAIUU, TPAMOTHOCTb, O(hOpMIIEHHE PaOOTHI.
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MeTtoauyeckue peKOMEHAALUH 110 MOATOTOBKE H 3alUTe NPe3eHTAIUH
v' OnpenenuTe TeMy, 1€ U TTaH BBICTYTUICHUSL.
v' YcTaHoBUTE MPOIODKUTEIBHOCTD PE3CHTAIIHH;
v' O6paruTe BHUMaHKE HAa OCOOCHHOCTH CITYIIATEIICH;
v’ TIpeaycMOTpuTe BKIIFOUECHHE CITyIIaTes el B 00CYKIECHUE TEMBI-IIPOOIIEMBI;
v’ Cneute 3a MaHepoW MpEJCTAaBICHHS IPE3CHTAUK: COONIOJCHUE 3PHUTEIBHOTO
KOHTaKTa C ayAUTOPUEH, BEIPA3UTEIbHOCTD, )KECTUKYIISLMS, TEI0ABUKCHHS,
v TIpemycMOTpUTE WILTFOCTPAMHU (HO HE TIeperpyKaiTe UMH CIaii/ibl), KIFOYEBBIC CIOBA,
v/ O0s3aTeNbHO  MPEAYCMOTPUTE PENETUINIO BBHICTYIUICHUS. B CONPOBOKICHHU C

IIPE3CHTALUCH.

TpeOoBaHMsl K NPe3eHTALMH:
4. 7-12 cnaiinos B PowerPoint
5. Ilnan npe3eHTaMN:

v' Berymienue (moveMy BhIOpaHa JaHHas TeMa Ipe3eHTanuu) (2 ciaiiaa)

v OcHOBHasl 4acTh
v’ Baximouenue (BbIBOBI) (2 craiina)

6. Cnukep mpe3eHTyeT CBOIO TEMY M OTBEYAET Ha BONPOCH! YYACTHUKOB.

IIpuMepHbIe KanIIe 1Js 3aIIUTHI IPe3eHTAIMU:
Hauauo

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, PUrPOSe —

Informal Meeting

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

nenb, get  started —  wauats, discuss —

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

I'1aBHast yacTh

Introduction
Formal Meeting

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

This first slide shows our agenda for the day.

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

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

Informal Meeting

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

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

First I would like to talk about....

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

Lastly we are going to discuss...

Any questions so far? Please feel free
to interrupt me at any time.
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be designed — 6bITh 3aqymannbiM, slide — craiin, agenda — mosectka aus, let me start —
M03BOJIbTE HauaTh, Say thanks — 6aromaputs, Overview — o63op, present the data —
NpeCTaBIATh JaHHbIe, at last — nakoner, conclusion — 3akirouenue, wrap things up —
3aBepinuM, hold the questions — nepxats (He 3a0bIBaTh) Bompocsl, SO far — moka, interrupt -
HpepPLIBAaTh

Hexortopsie ¢hpasbl, TaHHBIE HIXKE, TOMOTYT HE pacTepAThCS U CPOKYCHPOBATH BHUMAHHE
ayJIMTOpUHU B HanbOoOJIee BaXKHBIX TOYKAX Mpe3eHTauu. @pa3sl OAMHAKOBHI 7S JIFOOOTO THITA
Mpe3eHTanH — (HOPMATBHOTO U HEPOPMATILHOTO.

English Russian

Teneps B3IJIsiHEM Ha ...

Teneps MHE XOTEI0CH ObI OOCYIHTh. ..
JlaBaiiTe Teneps NOrOBOPUM O ...

Teneppb naBaiiTe Nepeniem K ...

[Ipomomxumc ...

OTO OTCBIIACT HAC K CIENYIOLIEMY IIYHKTY ...
JIBuraemcs K HaleMy CJIEAYIOLIEMY CIaixy

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 ...

3akiIroueHue
English Russian
Let's sum it up. JlaBaiiTe CyMMHpYEM.
Let's wrap it up. 3aBepImm.
I would like to sum up the main points again... Erie pa3 xoten ObI CyMMHPOBATh TJIaBHOE. ..
So, in conclusion... Hrak, B 3aK/IIOUCHHE. . .
Finally let me just sum up today’s main Haxomerr, moaBeeM UTOT CErOAHSITHIM
topics... IJIABHBIM MOMEHTAM. . .

OTBeThI HA BONPOCHI

English Russian
Sl nymato, s oTBEeTHI yke Ha Bam Bompoc
I think | answered your question earlier. paHee.
I'm glad you asked that. Pax, uro Bl cipocuim 06 3TOM.
Well, as | already said... Wrak, kak st yKe ¥ TOBOPHIL. ..
That's a very good question (of you to ask). Ouenp xopomuii BOpoc (KOTopblit Bel
So you are asking about... 3a1aJIH).
If I’ve understood you correctly you are asking HWrak, Bsl ciiparmBaete o ...
about... Ecnu s npaBuiibHO noHs1 Bac, Bel

CIIpalInuBacTeC O ...

OueHka npe3eHTaunmii:

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

2. OneHKa Tpe3eHTAllui CKIIAIbIBACTCS U3 TOJOCOBAHHS YYaCTHHUKOB M MPOo(ecCHOHAIBHOTO
MHEHHUS MpernoaBaTenei

MeToanuyeckne peKOMeHIalUu M0 padoTe ¢ KeiicaMu
«Keiic-cragm» (0T aHr. «case study» — U3ydeHre KOHKPETHOTO ciIy4asi / MpoOIeMbl / CUTYyaIlHH).
CyTbh KeHC-TEXHOJIOTHH 3aKJII0YACTCS B TOM, YTO CTYJICHTaM MPEIaraeTcsi OCMBICIHUTD JIEIOBYIO
CUTYAIIUIO, B3ATYIO U3 PEATbHON YKOHOMUYECKOU MPAKTUKH, KOTOPAst HE TOIBKO OTPaKaeT KaKyro-
a0 TPAKTHYECKYIO TMpoOIeMy, KaK MpaBWIO, HE MMEIONIYI0 OJHO3HAYHOTO PEIICHHs, HO H
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KOTOpas aKTyalu3UpyeT ONpEAETICHHbIN KOMIUIEKC MPOPECCHOHANBHBIX U KOMMYHHKAaTHUBHBIX
3HAaHUU U YMECHUM.

VYyacTHHKaAM NpearaeTcs CTaTh NPEJCTaBUTENIAMU KOMIIAHUH, TPOOJIEMBI KOTOPO OHH TOJIBKO
YTO JETAJIbHO W3YYMJIM, UM BBICKA3aTh CBOIO TOYKY 3PEHHUS CHayana B (QopMe Mpe3eHTAINH
(MOHOJIOTHYECKAs PeYh), a 3aTEM NMPUHATH YYaCTHE B TUCKYCCHH/TIEPEroBOpax (quaoruyeckas u
HOJHJIOTHYEcKast (pOpMBbl OOIEHUs), B XOJ€ KOTOPOW JOJDKHO OBITh HAiIEHO ONTHMAlIbHOE
peleHue.

Cxema pafoThI ¢ «case study»
Jrtan 1. Oprann3anMoHHas cTagusi padoThl HAX KelicoM

| 3HAKOMCTBO C COEPKAHNEM IEIOBOI CUTYALIMH |
v

| [TpenBapuTenbHOE 00CYXICHUE JICIIOBON CUTYaIlUU ‘

| BrIcTynieHusl y4aCTHUKOB CUTYALIMU | ‘ [TogBeneHue UTOroB IPEnoIaBaTesIeM
v
| DopMUPOBAHHUE MAJIBIX OATPYII U3 3-5 YET0BEK \
v
| Bo16op nuaepa B noarpynmnax \
v

| Br10op nmuHNYM OBeACHUS KKI0M MOATPYIIION \
v
| KommenTapun npenogasatenst 06 o0beMe npeAcTosimed paboThl \
Jtan 2. Paboyas cragus padoThbl HAX KeilcoM

\ JleranpHO€E M3yYeHUE IETOBOM CUTYAIIMU YYaCTHUKAMU JIEJIOBOM CUTYaIIMK |
v

AHau3 IeT0BOM CUTYAILMK B KaXKJA0W MOATpyMIe
Pa3paboTka niaHa mpe3eHTaIluy aHan3a

« T
| Jluckyccus B MaJIbIX Ipynmax ‘ ‘ [IpunATHE perieHUI
CpaBHeHue pesyabraroB  pabotel ¢ | Koopaunarus JESTEIIBHOCTH
JPYTUMU IOATPYIIIAMU [IPEno1aBaTesIeM
v

| BeicTynuieHus 1M1epoB IOATPYIIII ‘
Jran 3. 3aBepiaomas cragus padoTbl HAX KelcoM

\ [IpuHsTHE OKOHYATEIBHOTO, Hanboiee 3HPEKTUBHOTO pelIeHUs \
v

| [TonBeeHue UTOroB pabOTHI HAJ JICIIOBOW CUTYaIMen ‘

e ~.

| KoMMeHTapuy y4acTHUKOB CUTYalluu | | KoMMeHTapuu npenojaBareis
v

| OreHka mpernoiaBaTesieM paboThl KaKI0UW NOATPYIIIBI ‘

IIpumepHBbIe sI3bIKOBBIE KJIUIIE 1JIS NPe3eHTalnu 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.
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The company .... operates in the ... industry, it produces/offers/provides..... on/in the .... market.
The company is based in...., it was founded in... by....

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

2. Problem.

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

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

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

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

3. Solution.

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

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

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

In my opinion/to my mind/from my point of view/ as far as | 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.

MeTonnqecxne PEKOMEHIAIIUU IO COCTABJICHUIO 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
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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.

ILnaH npakTHYeCKUX 3aHATHI
1. Ilucomennasn peus.
OcCHOBBI [1€JI0BOM MEPENUCKU: KIMILE, IIalKa MHCbMa, OCHOBHBIE cOKpamieHus. llucemo-
conpoBoxacHue. [Incemo-nmoareepxaenue. [lncemo-3anpoc. [Tucemo-npocrda. Pesrome.
2. Ayoupoeanue.

Bocnpusitue peun (paznuueHue 3BYKOB, HMHTOHALMOHHBIX M PUTMHUYECKHUX MOJENEH,
nay3aluu); pacro3HaBaHUE CIIOB (BOCIPHATHE 3BYKOBOTO 00Opa3a CJIOBa, COOTHECEHHE 3TOTrO
oOpaza ¢ BOKaOyJspOM, BOCCTAaHOBJIEHHE JIEKCUKO-TpPaMMaTH4YeCKOH M CEeMaHTHYECKOU
UH(OPMALIKH O CIIOBE Ha OCHOBE BOCHPHUSTHS €0 3BYKOBOW 000JI04KH); 00paboTKa MpeasioKeHHNA
(mapuemnsuus, ONpeNeNeHUe CTPYKTYpPhl TNPEUIOKEHHsI, BBISIBICHHE €ro KOMIIOHEHTOB);
NOCTpOeHHE OyKBAJIBHOTO CMBbICTIA MPEUIOKEHUsT (BBIOOp pPENEBAaHTHOTO 3HAYEHUS IS
MHOTO3HAYHBIX CJIOB); COXpaHeHHE HH(OPMalKUKd B KPATKOCPOUHOI MaMATH; paclo3HaBaHUE
KOT'€3UBHBIX CPE/CTB B PEUN; MHTEPIPETALNS UMIUIMLIUTHOTO COIEP>KaHNS U UHTEHIIUU PEYEBOI0
aKTa; MPOrHO3MPOBAHUE;0PUEHTALINS B CUTyallud, GOPMYJIMPOBKA OTBETA.

3. Jlexcuka.

Jlexcuueckuii 3amac aHTTMHCKUX (PPa3e0IOTHIECKUX U HIIMOMAaTUYECKUX 000pOTOB, YCBOCHHE
HauOosee yMOTPEOUTENbHBIX CHHOHMMOB, AHTOHHMOB U OMOHHMMOB AaHIJIMICKOTO S3bIKa IO
CIIETYIOIINM TeMaM:

Company structures
Management

Recruitment and selection
Cultural awareness in business
Financial statements
International trade

Marketing

e Ethics in business
e Managing change
e Branding
4. I'pammamuka
Mopdoaorus

I'naron. [leiictButenbHblli ¥ cTpagarenbHbiii 3amorm  (Active and Passive Voices).
OcobeHHOCTH TIepeBOIa CTPAAATEIIbHBIX KOHCTPYKIIMN Ha PYCCKUH s13bIK. MOTalTbHBIE T1ar0JIbl U
ux dKBUBaJIeHTHI. [arossr t0 be u to have, ynmorpedmnstomiuecs: B caMOCTOATEILHOM, MOJAIbHOM
(SKBUBAJIEHTHO  MOJAIbHBIM  TJIarojaM, BBIPAKAIOUIUM  BO3MOXKHOCTb,  BEpPOSTHOCTH,
JOJKEHCTBOBAHKE) M BCIIOMOTAaTeNIbHOM 3HadeHHsX. OCHOBHBIC CBEJIEHUS O COCIarareibHOM
HAKJIOHEHHUU.

Henuynsle ¢popmbl rinarona: napunutus (Infinitive) u ero ¢pynkmun; repynauii (Gerund) u
ero (ynkmuu; mnpudactus (Participle I wm Participle II) B ¢yHKuuax omnpeneneHus u
obcrositenscTBa. CnoxHbIe (OPMBI HHPUHUTHBA U TPHUYACTHSI.

CuHTakcuc
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IIpocToe pacnpocTpaHeHHoe npeaJio:kenue. [IpsaMoi mopsgoK CIOB MOBECTBOBATEIHLHOTO
U NOOYTUTENHHOTO MPEUIOKEHUH B YTBEPAUTENbHONH M OTpHLATeNbHOM (opmax. OOpaTHbIN
MOPSAIOK CJIOB BOIIPOCUTEIHHOTO MPEATIOKEHUS.

Ci10)KHOCOYMHEHHOe W CJIO0KHONOJYMHEHHOe  mpeajoxkeHusi.  HesaBucumbiii
(camMoCTOSATENBHBIN) TPUYACTHBINH 000p0T. UHOUHUTHB B QYHKIMH ONIPENeICHUS 1 TIEPEBOJI €T0
HA PYCCKHH S3BIK OINPEACTUTEIBHBIM MPHUAATOYHBIM MpennokeHueM. OObEKTUBHBIN
unpuauTHBHBINA 000poT (the Objective Infinitive Construction/Complex Object); cyobexTruBHBIIM
uHpuHUTHBHBINA 000poT (the Subjective Infinitive Construction/Complex Subject).

5. Kommynukamuenasa npakmuka.

PeueBbie akThl W CHTYallMOHHO OIPaBJaHHOE pedeBoe MmoBeneHHe: KoMMyHUKaTHBHEIC
NeICTBUS, HalpaBJIEHHbIE HA Y4eT MO3UIMH colOeceAHHKa MO0 MapTHEpa MO AESTeIbHOCTU
(MHTEJUIEKTYalbHBI AacleKT KOMMYHHKAIUHM). PedeBble NEHCTBUS, CIyXKallkue CpPEICTBOM
KOMMYHUKAIMU (repegayn WHPOpMaUd APYTHUM JIIOJISIM), CIHOCOOCTBYIOT OCO3HAaHUIO U
YCBOGHHUIO OTOOpakaeMoro cojaepkanus. KoMMyHUKAaTHBHBIC JEWCTBUS, HAIIPABJICHHBIC Ha
KOOIEepaIuio, T.. COTJacOBaHHWE YCWJIMHM MO JOCTHMKEHHIO OOIled Ienu, OpraHu3aluu u
OCYIIECTBJIEHUIO COBMECTHOM AEATEIbHOCTU

12. Onucanue MaTepuaIbHO-TEXHHYECKOi 0a3bl, HEOOXOIMMOI 1JIs1 OCYLEeCTBJIEHUSA
0o0pa3oBaTeIbHOIO Npouecca Mo JUCHUILINHE

YueOHas ayauTopusi, TpeAHA3HAYCHHAs JUIsI TPOBEJACHUS YYEOHBIX 3aHATHH,
NOPEIYyCMOTPEHHBIX  HacTosed  paboyeil  mporpaMMoi — TUCHMIUIMHBI,  OCHAI[CHHAs
000pyI0BaHNEM U TEXHHUUYECKUMHU CPEJCTBAMHU 00YUYEHHUsI, B COCTaB KOTOPBIX BXOST: KOMIUIEKTHI
CHeLHMATU3UPOBAHHON yueOHOI Mebenu, JoCKa KiIacCHasi, MyJIbTUMEIUHHBIA TPOEKTOP, IKPaH,
KOMIIBIOTEP C YCTAHOBJIEHHBIM JIMIICH3MOHHBIM IPOTPAMMHBIM 00€CIIeUeHUEM, C BBIXO/IOM B CETh
«HTEepHET» U HOCTYIIOM B 3JEKTPOHHYIO HHPOPMAITMOHHO-00Pa30BaTEIbHYIO CPENY.

IToMemieHne Js1 CaAMOCTOSITEJILHOH PadoOTHI  00y4YaWIUMXCA — AayJAUuTOPHS,
OCHAILleHHAsl CJIeAYIOIUM 0o0opy1oBaHNEM U  TeXHHYEeCKUMHU CpeACTBAMU:
CIeNMaIM3UpOBaHHass MeOenb Ui TpernojaBarelis W 00ydJaromuxcs, JOCKa ydeOHas,
MYJIbTUMEIUHHBINA TPOEKTOP, FKPaH, 3ByKOBbIC KOJIOHKH, KOMITBIOTEp (HOYTOYK), IIEPCOHATLHBIC
KOMIIBIOTEPHl i1 paboThl 00ydYaloOIIMXCSl C YCTAHOBJICHHBIM JIMIIEH3MOHHBIM IMPOTPaMMHBIM
oOecrnieueHrneM, C BBIXOJOM B ceTh «IHTEpHET» U JOCTYNOM B 3JEKTPOHHYIO MH()OPMAIIOHHO-
00pa3zoBaTeNbHYIO Cpemy.
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