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00y4eHwusI.
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1. ean u 3aaa4y TUCHUILIHHBI

Heab TUCHUIUIMHBI «KAHTJINIACKUN SA3BIK 1151 TPO(QeCCHOHAIBHOI0 00LIEHU s - PA3BUTH
y CTYACHTOB KOMMYHMKAaTHBHYIO KOMIIETEHIMIO, YPOBEHb KOTOPOH IO3BOJUT HCIIOIb30BaTh
AHTJIMUCKUH SI3BIK B TPOECCHOHAIBHON JIEITEIbHOCTH, TTIOBBICUTh YPOBEHB BIIAJICHUS aHTJIUHCKAM
SI3BIKOM, JOCTUTHYTBHIM Ha IpEAbIAYIIEM 3Tale, a TaKKe 3aJ0KUTh OCHOBY i JabHEHIIETO
U3y4eHHUsI TPO(PEeCcCHOHAIBHOTO acleKTa sI3bIKa.

3aga4yu AUCHMILINHBI:

— JOCTI)KEHHE HEOOXOIMMOTO YpPOBHS JIMHTBUCTHYECKUX HABBIKOB — U3yYEHHE U
UCIIOJIb30BaHUE JIEKCUYECKMX M TPaMMAaTHYECKUX €IUHUI] B 00beMe, KOTOPbIM HeoOXomum Iuis
TBOPYECKOH J1eATENbHOCTH B PO eCCHOHATIBHBIX cpepax U CUTYaLUAX;

— pa3BUTHE JAHMCKYPCHBHBIX HABBIKOB - YMEHMS IIOCTPOCHMS LEJIOCTHBIX, JOTMYHBIX
BBICKA3bIBAaHUI (JUCKYPCOB) pa3HBIX (YHKIHMOHAIBHBIX CTWJIEH B YCTHOW H NHUCHMEHHOU
KOMMYHMKAIIMM Ha OCHOBE MOHUMAaHHS Pa3MYHBIX BHIOB MPO(ecCHOHATBbHO-OPUEHTUPOBAHHBIX
TEKCTOB IIPU YTEHUU U ayJUPOBAHUU;

— pa3BUTHE NPAKTUKH HCIOJIb30BAHUS AHIJIMICKOTO fA3bIKa JUISl PELIEHUS CIELUaIbHBIX
npodeccuoHanbHBIX 3aga4  (mOoI0Op JHUTEpaTypbl, UYTEHHE COOTBETCTBYIOIIMX HMCTOYHUKOB,
IPOCMOTP IPOTrpaMM IO UHTEPECYIOIIEH CTyACHTa MPo0IeMaTHKe);

— 3aKpeIuieHHe CTpPAaTeTHUeCKOro HaBbIKa — HaBblKa HCIOJNb30BaTh BepOalbHbIE U
HeBepOaIbHbIE CTPAaTEruu JUIsi KOMIIEHCAIIUU MPOOEsIOB, CBA3AHHBIX C HEAOCTATOYHBIM BJIaJIEHUEM
SI3BIKOM;

— TIOBBIIIEHUE YPOBHS Y4eOHOI aBTOHOMUH, CIOCOOHOCTH K CaMOOOPa30BaHMIO;

— pa3BUTHE KOTHUTUBHBIX U UCCIIEIOBATEIbCKUX YMEHUM;

— pacuMpeHHe Kpyrosopa M IMOBBIIIEHHWE OOIIEH KyJIbTYpbl: H3y4eHHE KYJIbTYPHBIX
0COOEHHOCTEH, HPaBOB, 0OBIYAEB CTPAH M3YyYaeMOTO SI3bIKa, STUKH, BOCIIUTAHUE TOJIEPAHTHOCTH U
YBa)XEHHUS K TyXOBHBIM LIEHHOCTSIM Pa3HbIX CTPaH U HAPOJOB.

2. MecTO IMCHMIIMHBI B CTPYKTYPe OCHOBHOM NPog)ecCHOHAIBHON 00pa30BaTe/IbHOM
NPOrpaMMbl BbICLIEIr0 00pa3oBaHus

JucrunnnHa «AHTIIMACKUN s3BIK TSI TIPO(ECCHOHATBLHOTO OOIICHMs» BXOIUT B YacTh
ydeOHOro 1ana, GOpMUPYEMYI0 YYacTHUKaMH 00pa30BaTENIbHBIX OTHOIICHUH, 10 HAIMPAaBICHUIO
noarotoBku 38.03.02 MeHeKMEHT, HalpaBlIeHHOCTH (Tpoduiib) «YpaBlieHHe OU3HECOMY.

3. O0beM JUCHUILIMHBI B 324eTHBIX eIMHUIAX U aKaJleMUYeCKHX Yacax ¢ yKa3aHueM
KOJIMYECTBA aKaJeMU4eCKHX YaCOB, BbIJIEJIECHHBIX HA KOHTAKTHYI0 Pa00oTy 00y4aroIuXxcs ¢
npenojaasaresieM (Mo BUAAM y4eOHbIX 3aHATHI) M HA CAMOCTOSITEJIbHYIO PadoTy
00yYarImuXxcs

OO61mast TpyA0EMKOCTh TUCIUTIIMHBI COCTABISAET 8 3a4ETHRIX €UHUII, Bcero — 288 4acoB.

. Bcero yacos
Bup yueOHoit paboTbl
ouHasi hopma OUYHO-3204Hast
00y4eHus dhopma oOydeHust

KonTakTHasi paéora ¢ npenoaaBareseM (Bcero) 56 24

B ToMm uncne:

3aHATHSA JIEKIIMOHHOI0 THUIIA - 12
3aHATHS ~ CEMHHAPCKOTO THUMa  (MPaKTUYECKUE 56 12
3aHSITHUS)

CamocTrosiTe/ibHasi padoTa (Bcero) 205 237




KonTtpoJs

27

dopma KOHTPOJIS

3adeT ¢ OeHKOM, DK3aMeH

OO0mas TpyA0€MKOCTD 1M CHUITHHBI

288

4. IlepevyeHb NJIAHMPYEMBIX Pe3yJbTATOB 00yUEeHUS M0 IUCHUILINHE,
COOTHECEHHBIX € IVIAHUPYEMBIMH Pe3yJIbTATAMM 0CBOEHHSI OCHOBHOI NMPodeccCuoHaIbLHOM

o0pa3oBaTeIbHOM NPOTrPaAMMBbI

Koa v HanmMeHoBaHue

Koa v HanmMeHoBaHue

Pe3ynbTaThl 00y4yeHus1 1mo

KOMITeTeH UM (1if) HHAUKATOPA J0CTHKECHUS
AUCHUTLIUHE
BBINNYCKHUKA KOMMEeTEeHI[HH

YK-4 NYK 4.1 3HaTh: rpaMMaTHYECKHE IPABUIIA,
CrniocoGeH ocyIIecTBIATh OcymecTBiser JENOBYIO0 | (hOpMBI u KOHCTPYKIIUH,
JICIIOBYI0 KOMMYHUKAIIMIO B | KOMMYHUKAIMI0O B YCTHOU | QHTJIOSI3bIYHBIC pedeBbie
YCTHOW U MHUCbMEHHOMN dbopMe Ha  PYCCKOM | | CTPYKTYpHI u i 0:3%
(dbopMax Ha TOCy/TapCTBEHHOM | MHOCTPAHHOM SI3bIKAX. TEPMHUHOJIOTUIO,  HEOOXOIUMBbIE
s13pIKe Poccuiickon nyK4.2 TUIA OCYIIIECTBIICHUS

denepanuu u OcymecTBiser JIETIOBYIO | TPO(ECCHOHATIBHOTO OOILICHHS.
WHOCTPaHHOM(BIX) sI3bIKe(aX) | KOMMYHHKAIIMIO B MUCHbMEHHON | YMeETh: JIOTUYHO,
dopMe Ha  pPYCCKOM U | QpTYMEHTHPOBAHO M KOPPEKTHO
MHOCTPAHHOM SI3bIKAX. MOATOTOBUTH YCTHBIE u
MUChMEHHBIC BBICKA3bIBAHHUS Ha
MHOCTPaHHOM A3BIKE B

npodeccrnoHaTbHOM OOIICHUH.
Baanern: HaBbIKaMU

HCITIOJIB30BaAHUA MOHOHOFHHGCKOﬁ
U JUAJOTMYECKOM yCTHOHM H
IIACBMEHHOW pEYM B CHUTyaLUsAX
po¢eCcCHOHATBLHOTO
B3aHlMOJICHCTBHA.

IK-3

Crioco0eH oCyIIecTBIATh
JICIIOBYF0 KOMMYHHUKAIIHIO 1
JOKYMEHTAllMOHHOE
oOecrieueHne IeATeIbHOCTH
OpraHH3aIlH.

HIIK 3.1.

Hcnone3yer noHuMaHue
0COOEHHOCTEH JIEJT0BOr0
B3aMMOJCHCTBHS B
po¢eCCHOHAITBHOM OOIIICHUH,
B T.4. Ha aHTJIUMCKOM SI3BIKE.
HIIK 3.2

OcymecTBisieT
JTOKYMEHTapHOE
COMPOBOXKICHHUE IEATEIILHOCTU
OpraHu3aIvu, B TOM YUCJIE Ha
AHTIINHCKOM SI3BIKE.

3HaTbh: JIEKCMYECKHI MUHHUMYM,
HEOOXONMMBI IS JIEJIOBOIO
B3aUMOJICUCTBU B
npodeccnoHaTbHOM OOIICHUH Ha
AHTJTMHACKOM SI3BIKE.

YMerb: OCyLIECTBIATH JEJIOBYIO
KOMMYHHKAIIMIO W paboTy cC
JOKyMEHTaMH OpraHu3aluu Ha
AHTJIMHICKOM SI3BIKE.

Biaagerb: HaBBIKAMH JICJIOBOIO
B3aUMOJICUCTBU B
npodeccnoHaTbHOM OOIICHUH Ha
AHTJIMICKOM SI3BIKE.




5. Conepsxkanue QM CHUTINHBI

HaumeHnoBaHnue
TeM (pa3aeioB)

Conep:xanue Tem (pa3aesioB)

Forms of business
activities
dopmbl Ou3HECa

Jlekcuka: TepMHHBI B O00JacTH JIEJNOBBIX (OpMaAbHOCTEH, HAJIOrOB,
IOPHINIECKHE CTaTyCHI KOMIIaHHH, WH/INBUyaTbHOC
NpeANPUHIMATENBCTBO, TOBApPHUIIECTBO, AaKIMOHEPHOE OOIIECTBO, HX
PEeUMYIIEeCTBa U HEAOCTATKH

Urenue: Sole Proprietorship, Partnership, Corporation.

['pamMaTuKa: JINYHBIC, TPUTSHKATEIBHBIC, yKa3aTeIbHBIE MECTOUMEHHSL.
Heonpenenennas ¢popma riaronos. CiioBooOpa3oBaHue, OObEKTHBIN MaICK.
[Topsimok ci0B B peayioxKEHUH. BormpocuTenbHbIe c10Ba. APTUKIIH.
KonnuecTBeHHBIE U MTOPSAIKOBBIC YUCIUTEIBHBIC.

VYcrHas peds (MOauIorundeckas):

-IPEUMYIIECTBa U HEIOCTATKU Pa3HbIX (opM Ou3Heca

VYcrHas pedb (MOHOJIOTHYECKAs ):

-pucku UI1

[TuceMeHnHas peys:

- keiic Belt Up.

Levels and areas of

Jlexcuka: TepMHHBI B cpepe ynpaBiaeHUs, YDOBHU MEHEI)KMEHTA, TPYI0BbIE

management 0053aHHOCTH, HA3BaHUS U OTBETCTBEHHOCTH OT/EJIOB OpraHU3aluu
VYporuu u cheper | Urenue: Levels of Management, Organization Chart
yIpaBJICHUS I'pammaruka: [Topsgox  cinoB B npeioxkeHud. Ilopsanok cioB B
CaMOCTOSITEIbHOM IIOBECTBOBATENbHOM IpeanoxkeHuu. [lopsanok cioB B
BOIIPOCUTENIBHOM INPEJIOKEHNN. BpeMeHa akTUBHOTO 3aj10ra.
VYcrHas peds (MOauIorndeckas):
-00CyXJICHHE TPYAOBBIX 00S3aHHOCTEN YIIPABICHIIEB Pa3HBIX YPOBHEH
VYcrTHas pedb (MOHOJIOTHYECKAs):
- ToKJ1ag 00 OTBETCTBEHHOCTAX OT/IEa KOMITAHUU
[TuceMeHnHas peys:
- Keiic Success
Organizational Jlexcuka: TepMUHBI B O0OJACTH  OpPraHU3AIMOHHBIX  OCOOEHHOCTEH
structures OpraHu3aluii, BUIbl CTPYKTYp, PECTPYKTYpHU3aLus
Opranm3anuonnsie | Urenue: Types of organizational structures, Restructurization
CTPYKTYpPBbI I'pammaruka: IIopsimok ca0B B BOIPOCUTEIBHOM IpemtoxkeHuu. [lopsagox
CJIOB B BOCKJIMIIATEIILHOM IMPEAIOKEHNU. BpeMeHa naccCuBHOTo 3aJ1ora.
VYcTHas peus (MoIuIornyeckas):
- IPEUMYIIECTBA U HEJOCTATKH PA3IMYHbBIX OPraHU3aLMOHHBIX CTPYKTYP
YcTHas pedb (MOHOJIOTHYECKAS):
-OIMHCaHUE CTPYKTYPhl KOMIIAHUU
IIucemenHas peus:
- keiic Wildberries
Management Jlekcuka: TepMHUHBI B 00JaCTH MEHEIKMEHTA, CTHJIM YIPaBJICHUS, THIIBI
MeHneKMEeHT MEHEIKEPOB

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

VYcTHas peds (MoIMIorndecKas):

-00Cy>X/ICHHE TUIIOB YIIPABJIECHIIEB U UX Ka4EeCTB

YcTHas pedb (MOHOJIOTHYECKAS):

-OIIMCAHUE CTUJIEH yNpaBIICHUS

IIucemenHas peus:

- keiic Peter Drucker




Leadership
JlunepcTBo u

Jlexcuka: TepMHHBI B 00JIACTH JIMJIEPCTBA, JTUICPCKUE Ka4eCcTBa,
Urenne:Leadership qualities: what does it take, Business leader briefings

JIUEPCKUE I'pammaruka: ['epyHauii, KOHCTPYKIUU C TEPYHAUEM.
KauecTBa VYcrHas peds (MOauIorndeckas):
-00CYXKICHHE TUIIOB YIIPABJICHIIEB U UX KAUECTB
VYcrTHas pedb (MOHOJIOTHYECKas):
-OMKCaHUE CTHIICH YIIpaBICHUS
[TuceMeHnHas peys:
- keiic The new boss
Recruitment Jlexcuka: TepMHHBI B 0O0JacTU PEKPYTHUHIA, XEIXAHTUHT, €r0 BHIbl U
IMon6op METO/IbI, PeUYeBBIE CTPYKTYPBI 1 000POTHI Ha COOECETOBAHNY NIPH IPUEME Ha
MepcoHarna, pabory
PEKpYTUHT Urenne:Methods of selection, A job interview, Headhunting

I'pammatuka: YcioBHbie npemioxkenus. CocnaraTeabHOE HAKJIOHEHUE.
VYcTHas peus (ouIornyeckas):

-METO/bl PEKpyTHHTa, cOOeceI0BaHUE

YcTHas pedb (MOHOJIOTHYECKAS):

- keiic Orbit Records

IIucemenHas peus:

- HamycaHue cOOCTBEHHOIO pe3loMe




6. CTpykTypa IHCHMILIMHBI 10 TEMaM € YKa3aHHEM OTBeIeHHOI0 HA HUX KOJHYeCcTBa
aKaJeMHYeCKUX YaCOB M BU/0B Y4eOHbIX 3aHATHI

Ounas ¢popma o0ydeHHs

KonTakTHas padora,
e HanmenoBanue Tem yac. CamocrosiTeb
wn (pa3nesioB) TpaxTuueckiue Has padora, Bcero, uyac.
AUCHMUILINHBI yac.
3aHATHSA
5 cemecTp
1. | Forms of business activities 8 38 46
®dopMbl On3HECA
2. | Levels and areas of 8 38 46
management
YpoBHH 1 cephl yIIpaBICHHS
3. | Organizational structures 12 40 52
OpraHu3aImoHHbBIE CTPYKTYPHI
Hroro 3a cemectp: 28 116 144
6 cemecTp
4. | Management 8 30 38
MenemHKMEHT
5. Leadership 8 30 38
JlunepcTBO U TUAEpPCKUE
KadycCTBa
6. Recruitment 12 29 41
[Togbop mepcoHaa, peKPyTHHT
KoHTpoJn: 27
Hroro 3a cemectp: 28 89 144
HUTOI'O: 56 205 288

OuHno-3204Has popma o0yueHust

KonTakTHas padora, yac.
HaumenoBanme CamocrosiTe b
Ne 3anarusa Bcero,
TeM (pa3aesioB) IIpakTuyeckue Hasi pa0ora,
n/n JEKIIHOHHOI0 qac.
AMCUMILINHBI 3aHATHS qac.
THIIA
5 cemecTp
1. | Forms of business 2 2 42 46
activities
®dopMbI OH3HECA
2. | Levels and areas of 2 2 42 46
management
YposHH 1 chephl
YIPaBICHUS
3. | Organizational 2 2 48 52
structures
OpFaHI/I3aLII/IOHHHe
CTPYKTYPBI
Hroro 3a cemectp: 6 6 132 144
6 cemecTp
4. | Management 2 2 34 38
MeHemKMeHT




5. | Leadership 2 2 34 38
JlunepctBo u
JHMJCPCKHE KayecTBa
6. Recruitment 2 2 37 41
[Tox6op mepconana,
PEKPYTHHT
KoHTpoJib: 27
HToro 3a cemecrtp: 6 6 105 144
HUTOI'O: 12 12 237 288

7. IlepeyeHb y4eOHO-METOAUYECKOT0 00ecneYeHn st
JJIS1 CAMOCTOAATEJIbHOM PadoThl 00yYaOIIUXCS M0 JUCHUILINHE

CamocrosTenbHas pa60Ta ABJISICTCAA OAHUM H3 OCHOBHBIX BHUIO0B y‘IGGHOﬁ ACATCIIbHOCTH,
COCTAaBHOM 4YacThl0 Y4eOHOro Ipoliecca U MMEET CBOEH IeNblo: IIyOOKOoe YCBOCHHME MarepHasa
JAUCHUIIJIMHBI, COBCPHICHCTBOBAHUC W 3aKPCIIJICHUC HABLIKOB CaMOCTOSITEIILHOU pa6OTI>I C
JUTEpPATypoil, PEKOMEHJOBAHHOW IMpernojaBaTesieM, YMEHUE HAWTU HYXHBI MaTepual u
CaMOCTOATCIIBHO €TI0 UCIIOJIb30BaTh, BOCIIMTAHHUC BBEICOKOH TBOp‘ICCKOfI AKTUBHOCTHU, MHUIIUATHUBHI,
MPUBBIYKU K TOCTOSSHHOMY COBEPLICHCTBOBAHHUIO CBOMX 3HAHMI, K LI€JICYCTPEMICHHOMY Hay4YHOMY
MIOUCKY.

KoHTposb caMocTosTenbHOM PabOTHhI, SIBIISIETCS BaXKHON COCTABIISAIONICH TEKYIIEro KOHTPOJIS
yCIIEBaEMOCTH, OCYIIIECTBISIETCA MPEMOAABATEIEM BO BpeMs IPAKTHUECKUX 3aHATUN U 00ecTrieyuBaeT
OLICHMBAHME X0JIa OCBOCHUS U3y4aeMOW JTUCIUIINHBI.

Pacnpenesienne caMoCTOSITeJIbHOM Pad0THI

Bunel, dopmbl 1 00beMBI CaMOCTOSITEIBHON pabOThl CTYIEHTOB NPU HM3YyUYEHUH JTaHHOU
JTUCITUTIMHBI ONIPEIENSIFOTCS €€ COJIepPIKaHueM U OTPaKEHBI B CIEYIOIICH Ta0uIle:

Ne HaumeHoBaHue TeM Bua camocrosiTebHOM 0O0BeM caMOCTOATENBHOM
n/n (pa3nenoB) padoThI padoThI
JUCHHUILINHBI ouHasi opMa | OYHO-3a0YHAS
o0yJeHus dbopma
o0y4deHus
1 Forms of business activities | [loaroroska x 38 42

®opmbl Ou3HECA ayJIUTOPHBIM 3aHATHM,
IOJrOTOBKA JOKJIAJOB

IToxnroroBka k 38 42

2 Levels and areas of

management ayZAUTOPHBIM 3aHATHSM,
VYpoBHH U chepsl MOJTrOTOBKA JIOKJIAI0B
yIpaBlICHUS

3 Organizational structures [ToaroroBka k 40 48
OpraHu3anuoHHbIE ayAUTOPHBIM 3aHATHSM,
CTPYKTYPBI MOJTrOTOBKA JIOKJIAI0B

4 Management [ToaroroBka k 30 34
MeHnemKMeHT ayAUTOPHBIM 3aHATHSM,

MOJATOTOBKA JOKJIAJI0B
ITonroroBka K 30 34
aYI[I/ITOpHI:IM 3aHATUAM,
MOJrOTOBKA JOKJIAI0B

5 Leadership
JlumepcTBO U THUAEPCKUE
KaJyecTBa




6 Recruitment IToaroroBka k 29 37
[Tondop nepconana, ayIUTOPHBIM 3aHATHUSAM,
PEKPYTHUHT HOArOTOBKA JOKJIAI0B
HUTOI'O: 205 237

8. Hepeqenb BOIIPOCOB M THMOBLIC 3aJaHUA AJIA IMMOATOTOBKHA K HpOMe)KYTO‘lHOﬁ
aTrrecTalumn

8.1.1. IlepeyeHb BONPOCOB JIsl MOATOTOBKH K 3a4eTy ¢ OLEHKOM

Tema 1: Forms of business activities

1. Speak about the advantages and disadvantages of sole proprietorship.

2. Compare sole proprietorship and partnership. List their advantages and disadvantages.

3. Prove the fact that a corporation is the most complex form of setting the business.

4. Name the major difference between Private Limited Company and Public Limited.
Company. Speak about their advantages and disadvantages.

5. Consider the problem of control in the major forms of business organization.

Tema 2: Levels and areas of management

1. What are the levels of the management? How different are they?
2. Which level do you consider to be the most important? Why?
3. What are top managers, middle managers, first-line managers responsible for? Who do
they report to?
Tema 3: Organizational structures

1. Prove the fact that efficient management structures are vitally important for the success of
any company.

2. Speak about the advantages and disadvantages of organization by function.

3. Compare divisional structure by product and by area. List their advantages and
disadvantages.

4. Consider the benefits of the choice between matrix structure and hybrid structure in
business.

8.1.2. [lepeyeHb BONPOCOB /sl MOATOTOBKH K IK3aMEeHY

Tema 4: Management

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

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

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

e Being decisive: able to make quick decisions

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

e Being friendly and sociable

e Being able to communicate with people
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Being logical, rational, analytical
Being able to motivate, inspire and lead people
Being authoritative: able to give orders
Being competent: knowing one’s job perfectly, as well as the work of one’s subordinates
Being persuasive: able to convince people to do things
Having innovative ideas
Are there any qualities that you think should be added to this list? (being responsible,

diplomatic...)

4.  Which of these qualities can be acquired? Which must you be born with?

Tema 5: Leadership

1. Speak about leadership. Is it an art or a science? Prove your point of view.

2. Compare directing style, discussing and delegating styles.

3. Think of the qualities of a good leader. Is this set of skills innate or learnable?

4. Compare a manager and a leader. Discuss their managerial qualities and functions in the
company.

5. Present a business leader that you admire for their leadership qualities. Prove you point of
view.

Tema 6: Recruitment

1. Speak about the advantages /disadvantages of internal recruitment.

2. Speak about the advantages /disadvantages of external recruitment.

3. What does the term ‘headhunting” mean? What kind of staff is usually headhunted?
Why?

8.2 TunoBple 3aJaHUA IJI9 OLEHKH 3HAHMI

3aganue 1. Packpoiite cKko0kH, yNOTpeOMB NPABHJIBHYH TI'PaAMMATHYECKYIO
KOHCTPYKLMIO C HHPHMHUTHBOM:

1. They were glad (introduce).
2. I’d rather (stay) at home tonight than (go) out.
3. I’d prefer (watch) TV rather than (play) cards.
4. You‘d better (put on) something warmer,
you? Or else you could catch a cold.
5. I’d rather you (not go) to the concert tonight.
6. I’d sooner (not go) to the country today.
7. 1prefer (go) by plane to (go) by train.
8. I prefer (go) alone rather than (come) with him.
9. I’d sooner you (do) it for me.
10. She’d sooner (share) a house with other students than
(live) with her parents.
11. You’d better (not go) there alone.
12. Would you rather I (see) him off? Or would you sooner
(do) it yourself?
13. I’d prefer them (come) with us.
14. I’d rather they (come) with us.
15. Would you sooner | (know) nothing?
16. It’s high time they (come) back, isn’t it?
17. It’s time for him (settle) down.
18. It’s about time they (stop) nagging me about having a holiday.
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19. I can’t help being nervous. I’'m the next (sack).
20. He sent his son to Paris
(he/study/French/there).

3ananme 2. Packpoiite CcKOOKH, YNOTpeOMB NPABUJILHYIO (opMy YCI0OBHOIO
HAKJIOHEHUs IJ1aroJia:

1. When you (be) in London again, you must come and see us.

2. We (go) out as soon as it (stop) raining.

3. We (not /miss) the train providing we (hurry).

4. If you want (buy) acar, I (lend) you some money.

5. If she (leave) at 5 o’clock, she (be) there by half past seven.

6. If you happen (go) into town, get a video for tonight while you (be)
there.

7. The situation (only/ grow) worse unless we (take) urgent
measures.

8. You (get) the reply in a week provided all the data (be)
checked and verified quickly.

9. David (phone) you the moment he (hear) any news.

10. 1 (be) back by the time the film (begin).

11. He (join) the game on condition we (play) honestly.

12. Call me the moment you (get) any further information.

13. If you (not / be) home by 6, 1 (eat) without you.

14. You (get) fresh fish provided you (go) to the market early.

15. The information (study) carefully as soon as it
(deliver).

16. If1 (happen) to see anything she might like for her birthday, I
(buy) it.

17. 1 (take) an umbrella in case it (rain). I hate

(catch) in the rain.

18. 1 (be) over the moon if my dream (come) true.

19. He (not / recover) soon unless he (take) the prescribed
medicine.

20. He wants to know if you (finish) tonight. — Providing all

(go) well, I shall finish in a fortnight.

3ananue 3. IlepeBeauTe YCTHO CIeTYIOUIYIO 1€JOBYIO TEPMHUHOJIOTHIO:

A

— e e et e e = \O
AN DN WDN — O

NunuBuyanbHbIi IPEAITPUHUMATED —

MuHMMYM IOPUIAYECKUX OTPAaHUYECHUN-

MuHnManbHbIe pacXxo/bl Ha co3/laHue Ou3Heca-

Bectu OyxranTepckue JOKYMEHTHI, OTPaXaroIIHe Pe3yIbTaThl JEIOBBIX OMepaIlHii-
He moanexats myOJIMYHON OTUYETHOCTH-

He umerts npernmy1iecTBa OrpaHUYE€HHON OTBETCTBEHHOCTH -
OTtBeyats 3a JOJITH CBOUM UMYIIIECTBOM-

Pacmmpste Gu3HecC 3a cueT peMHBECTUPOBAHMS TPUOBLIH -
VYBeIMYUTh KanuTall MyTEM BbIITYCKa aKIUH -

. OTcyTCcTBHE IPEEMCTBEHHOCTH-

. McnpIThIBaTh TPYIHOCTH B YBEIUYEHUU (IPUBJICUCHUN) KaNUTama -
. IlepenaBats Ou3HEC-

. IlonaBatp UCK B CyJl B Cily4ae pa3HoOTrjacHsi-

. ®DUHAHCOBAasI HECOCTOSTENHHOCTh-

. HecTu rpy3 oTBETCTBEHHOCTH B OJTMHOUKY —

. ImeTh pa3pymuTenbHbIe OCIESICTBUS 11 On3Heca —
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3ananmue 4. /lomosiHuTeE CJIEAYIOIINA TEKCT IJIaroJamMu 1Mo CMbICIY:

Appointed attacked combined defined constituted reviewed supervised supported

Large British companies generally have a chairman of the board of directors who oversees
operations, and a managing director (MD) who is responsible for the day-to-day running of the
company. In smaller companies, the roles of chairman and managing director are usually (1)
................... . Americans tend to use the term president rather than chairman, and chief
executive officer (CEO) instead of managing director. The CEO or MD is (2) ............. by various
executive officers or vice-presidents, each with clearly (3) .................. authority and
responsibility (production, marketing, finance, personnel, and so on).

Top managers are (4) .........ooeennn.. (and sometimes dismissed) by a company's
board of directors. They are (5).............c....... and advised and have their decisions and
performance (6) by the board. The directors of private companies were traditionally major
shareholders, but this does not apply to large public companies with wide share ownership. Such
companies should have boards (7) of experienced people of integrity and with a record of
performance in a related business and a willingness to work to make the company successful. In
reality, however, companies often appoint people with connections that will impress the financial and
political milieu. Yet a board that does not demand high performance and remove
inadequate executives will probably eventually find itself (8) ............ and displaced by raiders.

3aganue S. ITonGepure K BbIpakeHHsIM M3 MHepBoro croaduka (1 - 10)
COOTBETCTBYIOLIME ONpeaeeHus (a — j):

1. account manager a. a manager involved with business activities of a

company, especially dealing with customers,

rather than with other activities

2. assistant manager b. a manager who is directly in charge of producing

goods or providing services, and who works most

closely with ordinary employees

3. branch manager ¢. someone who helps another manager, does their
work when they are not there, etc

4. brand manager d. a manager who is in charge of a particular
factory

5. commercial manager e. an investment manager with a group of different

types of investments, who tries to balance

the risks and profits of each in relation to the rest

6. floor manager f. someone who deals with a particular client or

group of clients, especially in a bank

7. fund manager g. someone whose job is to manage a department

or floor in a large store

8. line manager h. someone in charge of a particular branch of
a bank, shop in a chain of shops
9. plant manager i. someone in a company responsible for developing

and selling one particular brand of product

10. portfolio manager j. someone whose job is to manage a particular type
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of investment for a financial institution or its clients

BnecuTe cBOM OTBETHI B TAOJIHILY

3ananue 6. BcraBbTe ci10Ba M3 Ta0AMIBI B MPEIJI0KEHUS HUKE:

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

The process of finding people for particular jobs is 1 or, especially
in American English, 2 . Someone who has been recruited is a
3 or, in American English, a 4 . A company may
recruit employees directly or use outside 5 , 6 or
7 . Outside specialists called 8 may be
called on to 9 people for very important jobs, persuading them to leave
the organizations they already work for. This process is called 10

Headhunters, or executive search firms, specialize in finding the right person for the rlght job.

When a company wishes to 11 a person for an important position, it may use the
services of such a firm, specifying the skills and 12 which it requires of the
future employee. The headhunter contacts executives with the right 13 profile,
and provides the company with a shortlist of suitable 14 . In this way, the

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

3ananue 7. BoiOepuTe NpaBWIbHBIN BAPUAHT OTBETA:

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
4.Who is protected by consumer protection laws?
" Businesses and customers
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Just customers
© Just businesses
5.Which of the following is NOT an element in the marketing mix?
Price
Profit

Promotion
6.Where are premium products most likely to be sold?

In supermarkets
In designer stores

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

If costs change
If customer needs change

If management changes
8.A supermarket's own brand range of products:

Has its own marketing mix
Has no marketing mix

Has no promotional mix
9.How is a business most likely to increase sales of a premium branded product?

By cutting price
By increasing promotion

By using supermarkets for distribution
10.What does the overall marketing mix create?

Customer needs
Business objectives

A unique selling point for a product
3anaunme 8. IlpeacraBbTe cUTyalUIo:

Mr. A sBisieTcs mipeAcTaBuTeIeM Komnanuu Virgin, Mr. b — kommannn Motorola. 3anaiite
BOHpOCBI 0 ACATCIBbHOCTHU KOMHaHI/Iﬁ OT UMCHH HUX HpeHCTaBHTeHeﬁ, 3aIIOJIHUTC KapTO‘-IKI/I.

Mr. A

Virgin is a leading international company based in London. It was founded in 1970 by Richard
Branson, the present chairman. The group has seven main divisions: cinema, communication,
financial services, hotels, investments, retail and travel. Its retail segment is led by Virgin Megastores,
a network of music and entertainment stores. Virgin operates in 23 countries, including the United
States, the United Kingdom, Continental Europe, Australia and Japan. In 1999, the combined sales
of the different Virgin holding companies exceeded £3 bn.
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Mr. B

Motorola maintains sales, services and manufacturing facilities throughout the world,
conducting business on six continents. Its major business areas are: advanced electronic systems,
components and services, two-way radios, paging and data communications, automotive, defense and
space electronics and computers. It has the largest portfolio in the world of cellular phones. The CEO
is Christopher Galvin and the headquarters are situated in Chicago. Sales in 1999 were $30.2 bn.

Name of company
Headquarters
Chairman
Business activities
Main markets
Sales in 1999

3aganue 9. [IpouTnTe THUNMYHBIE MOPTPETHI MEHEIKEPOB U3 NMSTH CTPAH,
npeacraBjeHHble HUKe. Kak Bbl 1ymaere, n3 Kakoil CTpaHbl KaXKAbIA U3 HUX?

1) Germany;

2) Poland;

3) Sweden;

4) The United Kingdom;

5) The United States.

a) Managers from this country:

- consider professional and technical skills to be very important;

- have a strong sense of authority;

- respect the different positions in the hierarchy of their companies;

- clearly define how jobs should be done;

- are very loyal to their companies and expect their subordinates to obey them;
- are often older than in other countries.

b) Managers from this country:

receive a general education;

- delegate authority;

- take a practical approach to management;

- have relatively formal relationships at work;

- encourage their employees to work individually;

- believe it is important to continue education and training at work.

c) Managers from this country:

- consider social qualities to be as important as education;

- encourage their employees to take an interest in their work;
- pay close attention to the quality of working life;

- do not use much authority as in other countries;
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- appreciate low-level decision-making;
- are often women.

d) Managers from this country:

- generally attend business schools;

- communicate easily and informally at work;

- admire the qualities of a leader;

- expect everyone to work hard. Individual performance is measured and initiative is
rewarded;

- have competitive and aggressive attitudes to work;

- often accept innovation and change.

e) Managers from this country:

- have either gained their experience in state-owned enterprises or are competitive self-
starters;

- older managers hold technical degrees rather than business qualifications;

- work very long hours and expect their subordinates to do so;

- are extremely innovative, optimistic and determined;

- are quick to invest in the development of new products, market techniques and methods of

production and distribution.

3ananue 10. Jonoaunte quasor ¢gpazamu (a-f).

a) What’s your job? b) How do you do? ¢) Where are you from? d) Have we met before? ¢)

When did you start? f) Do you work here full time?
Mr. F.: Hello! ? My name’s John Ferry.
Ms. B.: ? Pleased to meet you. I’'m Julia Bell. ?
Mr. F.: I represent Powers Group. I’m the Marketing Assistant. ?
Ms. B.: I work in the office. I'm an accountant. Mr. F.: ?
Ms. B.: Yes, I do. Mr. F.: ?
Ms. B.: Three years ago, after graduating from the college

3ananme 11. HekoTopsle TeMbI HEMpUEMIIEMBI JJIs1 00CYKJIEHH B JIEIOBOM Oecere.

OtMmetbTe BapuaHT «Truey», ecnu Bol cunTaeTe yTBepKaeHUE BEpHBIM, U BapuaHT «False», eciu

YTBEpKJICHHE HEBEPHO.
1) It is common to use small talk when you are waiting in a long line-up.
2) Religion is a "safe" topic when making small talk.
3) It is rude for both children and adults not to make small talk with strangers.
4) It is inappropriate to make small talk with your mailman.
5) Sport is not a safe topic when making small talk.

3ananme 12. IlpencraBbTe, UTO BO BpeMsi KoH(epenunu Bol BiepBbie BcTpeyaere
cBouXx On3Hec napTHépoB. Kakue Tembl 7151 cBeTCKOM Oecebl IBJIAIOTCA interesting, safe,
conversational Killers, a bit risky, taboo? 3anosnure Tadauny, HCNOJbL3YS CJeaYIOLIUE CI0BA:
family, the news, your country, religion, clothes, your health, politics, sex, sport, the weather,
food & drink, people you both know, how work’s going, the city you are in, the hotel you’re

staying at, you holiday plans.

killers risky

interesting safe conversational a bit taboo
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8.3 TunosBble 3a1aHus 115l OLEHKH YMEHU M

3ananme 1. IloaroroBbTe YCTHBIN JOKJIAJA 0 HEAOCTATKAX 3aKPHITOr0 AKIMOHEPHOIO
001IecTBa, yOMSTHUTE CJIeTYIOI[HEe ACTEKTHI:
Emphasise its necessity to share profits, complexity of setting up a company, its ability to raise
capital, limited transfer of shares, public reports.

3ananue 2. IIpounTaiite Tekcr Ha Temy IlonGop mnepconana, cobdepure u
NMPOAHAJU3UPYHTE HHPOPMAIUIO O CJIeYIOLIeM:
1. Ckaxxure, Kakue BOIIPOCHI paCCMAaTPUBAIOTCS B TEKCTE.
2. Cxaxure, Kakas rmpobaemMa BbITEKAeT U3 COJCPIKaHMUS.
3. IlocTaBbTE K TEKCTY HECKOJIBKO BOIIPOCOB U 3ajjaiiTe UX BallleMy TOBapHIIly, 3aTEM OTBETHTE Ha
€ro BOIPOCHI.
4. IMonTBepauTe TOUYKY 3pEHHS, U3T0KEHHYIO B TEKCTE, UCTIONb3Yys COOCTBEHHBIN IPUMED.
5. Beickaxute MHeHHE 0 MpoynTaHHOM. CoO0IINUTE U3BECTHBIE BaM JIOTIOIHUTEIbHBIE CBEICHHUS.
[MpuBeaute nmpumepsl, HaKkThl, MOJOOHBIE OMHCHIBAEMBIM B TEKCTE.

HOW TO SELECT THE BEST CANDIDATES — AND AVOID THE WORST
(by Adria Furnham)

Investing thousands of pounds in the recruitment and training of each new graduate recruit

may be just the beginning. Choosing the wrong candidate may leave an organization paying for years
to come.
Few companies will have escaped all of the following failures: people who panic at the first sign of
stress; those with long, impressive qualifications who seem incapable of learning; hypochondriacs
whose absentee record becomes astonishing; and the unstable person later discovered to be a thief or
worse.

Less dramatic, but just as much a problem, is the person who simply does not come up to
expectations, who does not quite deliver; who never becomes a high-flyer or even a steady performer;
the employee with a fine future behind them.

The first point to bear in mind at the recruitment stage is that people don’t change. Intelligence
levels decline modestly, but change little over their working life. The same is true of abilities, such
as learning languages and handling numbers.

Most people like to think that personality can change, particularly the more negative features
such as anxiety, low esteem, impulsiveness or a lack of emotional warmth. But data collected over
50 years gives a clear message: still stable after all these years. Extroverts become slightly less
extroverted: the acutely shy appear a little less so, but the fundamentals remain much the same.
Personal crises can affect the way we cope with things: we might take up or drop drink, drugs, religion
or relaxation techniques, which can have pretty dramatic effects. Skills can be improved, and new
ones introduced, but at rather different rates. People can be groomed for a job. Just as politicians are
carefully repackaged through dress, hairstyle and speech specialists, so people can be sent on training
courses, diplomas or experimental weekends. But there is a cost to all this which may be more than
the price of the course. Better to select for what you actually see rather than attempt to change it.

3aganue 3. IloaroroBbTe pa3BepHyThIe NUCHLMEHHBIEC 0TBETHI Ha BONPOCHI 10 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.)?
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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?

3aganue 4. [loaroroBpTe NucbMeHHOe coodmenne Ha Temy “ Types of restructuring ”,
HCI0JIb3YSsl AKTUBHYIO JIEKCUKY U3 BokaOyJsipa Organizational Structures:

1. competitive, to remain competitive, to maintain a competitive edge -
KOHKYPEHTOCIIOCOOHBIH,  OCTaBaThCS ~ KOHKYPEHTOCIIOCOOHBIM,  COXPaHATh  KOHKYPEHTHBIC
IPEeUMyIIECTBA

E.g. To remain competitive (to maintain a competitive edge) on a fast-evolving market a
company needs to be flexible, highly-effective and fast-moving.

2. to consume, a consumer, consumption — moTpedIATh, MOTPEOUTENH, TOTPEOICHHE

E.g. Many factors such as personal, psychological or social can bring about changes in
consumer behavior. E.g. The recent financial report has reflected a sharp decline in the consumption
of soft drinks in North America. E.g. Possibly the most challenging concept in marketing is to deal
with understanding consumer behavior.

3. to adjust/adjustment/to adapt to / to respond to /to remain responsive — MPUCIIOCOOUTHCH,
YMEHHUE TIPUCTIOCA0IMBATHCS, aJalTUPOBAThHCS, PEarHpoOBaTh, COXPAHATH THOKOCTH (COXpaHSThH
YMEHHUE MEHSATHCS U MIPUCTIOCAOTUBATHCS )

E.g. The ability to adapt and find new markets has made Coca-Cola an icon of American
culture.

E.g. To remain responsive and adjust to a fast-changing market environment, many companies
have pushed towards decentralization (OTOIITH OT HEHTPATMU30BAHHON CUCTEMBI YIIPABIICHUS).

E.g. To maintain a competitive edge a company needs to remain responsive to change.

4. efficient, productive, cost-effective — 3¢(eKTUBHBIN, TPOTYKTUBHBIH, peHTaOCIbHBIH

E.g. Businesses organized by function can be cost-effective as each employee specializes in
certain aspects of business.

5. Restructuring (delayering, downsizing) — pecTpykTypuzamusi (COKpalleHHe YpOBHEH
YIpaBIEHUS; YMEHbBIIICHUE Pa3MEPOB MPEAIPHUSITHS B IIETAX SKOHOMUH, ONTUMHU3AIINS IITaTa TyTEM
COKpAIIICHHS)

E.g. The restructuring and delayering helped the company to save 200 million euro a year in
salaries and increase efficiency.

E.g. Cases of restructuring and downsizing are generally met with dismay about job losses,
except by those whose interest is in efficiency and profit. (An increased efficiency generally leads to
job losses.)

6. to cut costs down/to drive costs down/to keep costs down/to optimize costs/to reduce costs
(maximize profits) — CHU3UTb U3JIEPKKU (MAKCUMAIBHO YBEJIUYUTH TPUOBLIB)

E.g. The prime target of any business is to drive costs down and maximize profits.

7. profit, losses (to suffer losses, to incur losses, to sustain losses), a decrease in profit, a
decline in profit — yObITKH (HECTH YOBITKH), COKpaIlleHWEe MPUOBLIN, CHUKCHUE TPUOBLTH

E.g. The recent financial report has shown a 7% decline in profit in the second quarter of 2013.

8. to enhance (communication, coordination, a company's reputation) — yJIydIiaTh,
YBEJIUYMBATh, YCHIIUBATh (OOBIYHO MOJ0KHUTEIBHOE CBOMCTBO)

E.g. Empowerment gives employees an enhanced sense of involvement (1aet coTpyaHukam
OLIYIICHHE TOTO, YTO OHU SIBJIAIOTCS HEOTHEMJIEMOH YacThi0 KOMIIAHKH) in company's business.

9. Empowerment, empowered employees — HazmeneHWe COTPYJAHHKOB OOJBITUMU
MOJTHOMOYUSIMU

E.g. In companies with a rigid centralized organizational structure managers.
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3ananue 5. 3akoHYUTE AUAJTOTH MOAXOASAIIMME Ppa3amMu U pa3pirpaiTe UX B mapax:
1. A.: Good morning, colleagues. We are pleased to meet you in Moscow. Let me introduce
myself: I'm Vladimir Nikitin, the Sales Manager of our company.

B.: Nice to meet you, Mr.Nikitin ...
2. A.: Did you have a good flight?
i A.re you satisfied with your accommodation?
3. i 'I;;/e heard a lot about your company as a reliable partner in business.
i 'I.éee we are ready to start talks. Have you got the complete set of documents

concerning our order?

B.:...

A.: We have seen your advertising material, but still we have some questions. Can you
describe in details the goods you are ready to deliver for us?

B.:...

4. A.: Let’s discuss all the items in the draft contract, you comments and objections, if any.

B.: I propose that we discuss ...

A.: What about the payment terms?

B.:...

A.: I was sure you wouldn’t disappoint us.

B.:...

3aganue 2. 3anoJIHUTEe NPONMYCKH B NPOEKTE KOHTPAKTA CJEAYOIIHMMH CJI0BAMM:
arbitration — apouTpax
reclaim — pexnamarus
late — mo3qHO
charges — 3aTpatsbl, pacxomabl
delivery — mocraBka
letter of credit — akkpequTHB
parties — CTOpOHBI
terms — yCcJI0BHUs, CPOKHU
payment — omiarta
freight / loading — ¢paxt
specification — cienudukamms
penalty — mrpad
substandard — HIke KadecTBa, YCTAHOBJICHHOTO CTaHAApPTOM
invoke — BBI3BIBAaTh B Cy[, oOpamarbces

Draft Contract
between Valeo Ltd, hereinafter referred to as «the Seller»,
and Mercury, hereinafter referred to as «the Buyer»
The Seller undertakes to supply the Buyer with 12 000 computers to ... 765 and to pay all ...
and insurance ... . The terms of ... and immediate payment of ... charges by confirmed and
irrevocable ... are to be standard.
A ... clause will be included in the contract. It will be against the Buyer for ... payment.
In the event of non-payment, the Seller shall be entitled to ... the goods.
In case of a dispute between the ... to the contract the matter will be taken to independent ... .
All the ... of the contract must be complied with by both parties.
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3ananue 3. ITocMoTpuTe HA CHOHCOK PEKJAMHBIX HHCTPYMEHTOB HHkKe M
NpoaHaTU3NpYyiiTe BLIOpaHHBII BaMu Opena ¢ TOUkH 3peHusi crpaTterun npoaa:x. Ilonrorosbre
YCTHYIO IIPE3EHTALHIO.

PROMOTIONAL MIX

Advertising

Public Relations

Sales Promotions (PR)

Personal Selling

Events (memorable occasions in-store, on the street, in any unusual location)

Sponsorship of sports teams, music groups... (sponsoring events)

Endorsements (signing a celebrity and using their status to endorse a brand)

Trade Promotions to retailers (financial incentives to stock a new product or give more space,
visibility to existing products (e.g. shelf height and aisle position)

Product placement in films (featuring a product in a film or TV programme)

Telemarketing (selling to customers over the phone)

Viral marketing (online through social networking websites and friend emailing video clips)
The term ‘guerrilla marketing’ covers all unconventional techniques — from viral marketing to
the distribution of the products on the beach.

3aganue 4. Pacnosio:kute 4acTH J1€J10BOr0 MUCHMa B IPABWJILHOM MOPSIIKe.

a) Your company has been recommended to us by a business association and we are writing
to enquire about your translation services. We would be grateful if you could send us your prices
and terms of pay.

b) Blocks and Panels, 58 Victoria Street, Salton JK 8§94

telephone 875 345377, fax 87558 87 93

4 June 2005

c¢) Director General, Globus, 15 High Street, Salton Po 576

d) We look forward to hearing from you.

Your faithfully,

Sir Formes
Managing Director
e) Dear Sir/Madam

8.4 TunoBbie 3aaHUA A5 OLCHKHA HABLIKOB

3aganue 1. U3yuure Keiic HHKe ¥ TPH OM3HeC-CTPaTernu AJIsl CIIOPTHBHOM 0J€KAbI

Una. IIpeacraBbTe CBOM HU1eH JJIM Oyaylueil cTpaTerud KOMIAHUM B MUCbMEHHOM OTYeTe.
Una Sportswear

Una Sportwears is an Italian sportswear manufacturer. It was founded by Franco Rossi in 1978
and has since become a world-famous company. Originally, it specialised in tennis shoes, but later it
diversified into football, athletics, tennis and volleyball clothing. The directors of the company are of
different nationalities, and the working language of Una Sportswear is English.

During the last three years, Una Sportswear's annual results have been disappointing. Profits
have fallen steadily while costs have risen, and competition in its main markets has been fierce. At
present, it is reviewing its strategy in order to improve its performance. It also faces the possibility of
being taken over. A giant French retailing group has announced that it would like to acquire the
company, but only in the event of a 'friendly takeover', with full agreement from the present
management.

Franco Rossi is now 58 years old. He would like to become Chairman of the company in the
near future and to appoint one of the present directors as CEO to run Una Sportswear. There are three
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possible candidates for this position. Each candidate will present his/her ideas for the company's
future strategy to the board of directors. The director who makes the most persuasive presentation
will replace Franco Rossi as CEO of the company.

Problems faced by Una Sportswear

A report by JPS Consultants identified four reasons for Una Sportswear's poor results in recent
years. The company had:

* launched too many product lines in a wide range of sports

« invested in too many expensive endorsements with top sports people

« suffered from fierce competition from stronger rivals

* lost its reputation for being innovative.

Strategies for turning round the company

The leadership candidates will present three alternative strategies for the Board to consider.

Strategy 1

Una Sportswear must give up its independence and merge with, or be taken over by, a larger,
financially stronger company.

Strategy 2

Una Sportswear should acquire a number of smaller companies and focus more on making
sports accessories.

Strategy 3

Una Sportswear should grow organically by revising its organisation, product ranges and
marketing strategy.

3ananmue 2. IloAroToBHTE YCTHYIO IPE3EHTALMIO MO CJIeAYIOIIe CUTYalluu Ha TeMy
Management:

IIpencraBbTe, UTO BHI SABJISIETECH YIPABISIONIMM JUPEKTOPOM KOMIIAHUU CPETHETO pa3Mmepa.
Korza BBI 3aHAIM NOCT yNPaBISIOIIETO AUPEKTOPA, Bl OOHAPYKWIH, YTO KOMIAHUS HAXOANUTCS B
wioxoM coctosiHud. Komanaa pabotana HeapPpeKTUBHO, MOPATbHBIN JyX ObUI HU3KUM, a MPOJAKU
CHIDKAJIMCh B TEUCHHE T0/1a. 3a TPH rojja BaM y1allochk M3MEHHUTh CUTYAIHIO K JTydieMy. Bam ynanocs
co3/1aTh BBICOKOA()()EKTUBHYIO KOMaHIy IO MpoJakaM, MEepCOHAI 04€Hb MOTHBHUPOBAH, MPOJAXKU
pactyT. CKaxkuTe, Kak BaM 3TO yAajaoch. OXBAaTUTE CIEAYIOIINE MOMEHTHI: MOCTAaHOBKA IIEJEH,
o0I1eHre, MOTHUBAIHS, BEITOBOP, TOXBAJIA.

3aganue 3. Hcnoab3yiiTe ciaeaylomui AUAIOr B KaYecTBe MOJeJH W HHCHEHHPYHTE C
HANIAPHUKOM CBO€e col0ecel0BaHUe NMPH nMpueMe Ha padory. Ucnosab3yiTe BOKaOyJIsIp 10 Teme
Recruitment.

-Thank you for coming. So you are interested in our job as personal assistant. What are your

reasons for wanting to change jobs?

-I have now been with Williams & Co. for over three years and feel that I have learned

everything there is to learn. I would like to use this knowledge in a different field of
activity.

-Why did our advertisement particularly interest you?

-I would enjoy the challenge of working independently and would very much like to use my

languages even more at the present moment.

-Would you be prepared to travel?

-Oh, yes, gladly.

-What do you see as your main strength?

-I would say it’s my ability to be independent and rely on myself.

-And your weakness?

-Sometimes lack of patience!

-Let me tell you something about the job. Your boss would be Mr. Matthews, our head of
sales
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for the European markets. You would assist him in all his duties and with time be in charge
in

his absence. You would have direct contact with customers and visit them from time to time
as

the need arises.

-Sounds like hard work, but that’s the sort of job I am looking for.

-Would you do overtime if necessary?

-Yes, of course.

-Would you need any help with relocation?

-Yes, I would.

-We would be prepared to share the removal costs (US: moving expenses) and help you in
finding a flat.

-That would be of great help.

-What are your hobbies?

-I like traveling, playing tennis and reading.

-Thank you again for coming, we will be in touch soon.

3ananune 4. Hanummure nNHCbMO-0TBET HAa PpeKJaMy JaHHON  BaKAHCHH,
conpoBoxaawiiee pesrome lona Peiidpazepa.

SALES MANAGER TRAINEE (ENTRY LEVEL)

Regal Marketing, one of the top promotional marketing and sales firms is seeking motivated and
hard-working Sales Manager Trainees to join our growing team. The goal of the position is to
prepare you for a sales management role. If you are a fresh college graduate who is seeking a
company to grow with and you are looking to begin an exciting and rewarding career in sales,
this is the ideal opportunity for you!

Job Requirements

Education in relevant field (Bachelor or Master degree in Economics)

Must be a self-starter with good time management skills

Enjoys being around people and displays a positive attitude

Excellent oral and written communication skills

Ability to work very hard

If you’re interested, and you think you are tough enough to cope with the workload, send your
CV and covering letter to Celine Greenwood at the address below.

Regal Markwting, 3309 Hooper Ave, Los Angeles, CA 90011
E-mail: cgreenwood@regalm.com

Don Fairbrother

8943 W. Pico Blvd

Los Angeles, CA 90035
Contact: (310) 402-3974
Email: don@anymail.com

Career objective
To gain the position of a sales associate trainee with a view to develop my sales and
marketing skills in a fast-growing organization.

Education
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2013 — present University of California, Master’s degree
2009-2013 University of California, a first-class Bachelor of Business Administration
degree

Professional Experience

January 2014 till date

Orchid Products, California - Sales Manager Assistant (internship)

Help the Sales Manager with gathering and recording customer information and sales
activity data

Interact with customers via phone to sell products of the organization

Participate in professional development trainings, training sessions and meetings

Perform other job responsibilities as required by the management

Personal Skills

Eagerness to acquire new skills and knowledge, excellent negotiation and communication
skills, strong analytical skills, ability to work under stress, good time management skills.

Activities and interests

Travel, discussion clubs

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

9.1. OcHoBHas IUTEpaTypa

1. Hyxnoga, E. E. Anrnuiickuii si3eik. Professional Reading: Law, Economics, Management
: yueOnuk a7s By3oB / E. E. HyxxHoBa. — 2-e u3., ucnp. u qon. — Mocksa : 3garensctBo FOpaiiT,
2025. — 181 c. — (Bricmee o6pazoBanue). — ISBN 978-5-534-17510-3. — TekcT : 2ME€KTPOHHBIHN
// Obpa3zoBarenbHas iatdopma KOpaiir [caiiT]. — URL: https://urait.ru/bcode/563594

2. Kymmosa, A. K. AHrnuiickuii s3Ik 17151 MeHeKepoB U JioructoB (B1-Cl) : yueOHuK u
npakTukyM i By3oB / A. K. Kynosa, JI. A. Koznosa, 1O. I1. Bonsinen ; mox oOrmieit pegakuueit A.
K. KynmoBoit. — 2-e u3a., ucop. u gon. — Mocksa : U3gatensctBo FOpaiit, 2025. — 326 ¢. —
(Briciiee oOpazoBanue). — ISBN 978-5-534-18420-4. — TekcT : anekrponHsbiit // OOpa3oBaTenbHas
matdopma FOpaiit [caiit]. — URL: https://urait.ru/bcode/560502

3. CrynnukoBa, JI. B. Anramiickuil s3plk B MexayHaponHoMm OusHece. English in
international business activities : yueOHuk s By30B / JI. B. CtynHukoBa. — 3-¢ 3., mepepad. u
nor. — Mocksa : M3parensctBo FOpaiit, 2025. — 216 ¢. — (Bsiciee obpazoBanue). — ISBN 978-
5-534-11015-9. — Tekct : anmekTponHbIH // ObpazoBarenbHas miatdopma FOpait [calit]. — URL:
https://urait.ru/bcode/565743

9.2. lonotHUTEIBHAS IUTEPATYPA

1. CmupnoBa, H. B. Anrnmiickuii s3p1k 1s MmeHemkepoB (B1—B2) : yueOHuk nmst By30B /
H. B. CmupnoBa, A. B. Cokoinosa, }O0. A. Jlyrnac. — Mocksa : U3narensctBo FOpaiit, 2025. — 154
c. — (Bricmee o6pazoBanme). — ISBN 978-5-534-08395-8. — TekcT : SIEKTpPOHHBIA //
O6pazoBarenpHas miaTdopma FOpaiit [caiit]. — URL: https://urait.ru/bcode/557899

2. Yuxkunesa, JI. C. Anrnwmiickuii s3pIk B ynpasienuu nepconainom (B1—B2). English for
Human Resource Managers : yueOHuK 1 ipaktuky™m 11 By30B / JI. C. Uukunesa, E. B. JIusckas, JI.
C. Ecuna. — 2-e u3a., nepepad. u nomn. — Mocksa : M3narensctBo FOpaiit, 2025. — 203 ¢. —
(Briciiee oopazoBanne). — ISBN 978-5-534-08232-6. — Tekcr : anexktpoHHbIi // OOpazoBarenbHas
iatdopma FOpaiir [caiit]. — URL: https://urait.ru/bcode/561383
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10. Ilepeyennb pecypcoB HH(POPMALMOHHO-TEJIEKOMMYHUKAUMOHHOM ceTu « AHTEpHETY,
HEe00XO0AUMBIX JI1 OCBOCHH Sl JUCHUIIMHBI U MHGOPMAIMOHHBIX TEXHOJIOTHIi, HCI0Jb3yeMbIX
NPH OCyLIeCTBJIEHUH 00Pa30BaTeIbLHOIO NpoLecca Mo JUCHHUILINHE, BKJIYAas NepeYyeHb
NMPOrpaMMHOI0 o0ecriedyeHNs] U MH(POPMALMOHHBIX CIIPABOYHBIX CHCTEM (NP
He00X0IMMOCTH)

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

2. http://www.focusenglish.com - Undopmanmonnas cucrema Everyday English in
Conversation

3. https://academic.oup.com/journals/pages/social_sciences - ba3za qanubsix Oxford Journals
Oxcdopackast OTKpbITas MHUITUATHBA BKIFOYAET MOJIHBIA U (DaKyIbTaTUBHBIN OTKPBITHIN TOCTYI K
6omee, uem 100 xypHamaM, BEIOpaHHBIM W3 KaXI0W MPEAMETHON 001acTH -

4. https://dictionary.cambridge.org/ru/ - On line cnoBaps u Tezaypyc Cambridge Dictionary

5. https://urait.ru - 9bC «O6pa3oBarenpHas miaaTdopma KOpaitT»

6. http://elibrary.ru/org_titles.asp?orgsid=14364 - Hay4Has dIEKTpOHHAs OUOIHMOTEKA
(HOB) «eLIBRARY.RU»

7. https://student2.consultant.ru/ — onnaita-Bepcust Koncynpranrllmoc: CtyaeHnt

JIMIIeH3MOHHO0E MPOrPAMMHOE 00ecIeueHne:

- Windows (3apy0exxHoe, BO3ME3IHOE);

- MS Office (3apyOexxHOE, BO3ME3THOE);

- Adobe Acrobat Reader (3apy0exxHoe, CBOOOIHO pacpoCTpaHIeMoe);

- Koncynerantllmoc: «KoncynsranTlmoc: CtynenT» (poccuiickoe, CBOOOIHO
pacIpoCTpaHsIeMOE);

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

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

11. MeToaunuyecKkue PEKOMEHIAIUH ITO0 OPraHM3allMU U3YUYCHUSA TUCHUIIJINHBI

Opranuzanus 00pa3oBaTENbHOTO Ipollecca pErIaMEeHTHPYETCs Y4eOHBIM IUIAaHOM U
pacriicaHueM ydeOHBbIX 3aHsATHH. SI3b1k oOydeHus (mpenomaBaHusi) — pycckuid. [[ns Bcex BUIOB
ayJIMTOPHBIX 3aHATUHN aKaJeMUUYECKUN Yac yCTAHABINBAETCS NPOAOIKUTEIBLHOCTBIO 45 MUHYT.

[Tpu popmupoBaHumM cBOEH MHAUBHUAYAIHLHON 00pa30BaTEIbHON TPACKTOPHH O0YJarOITHICS
HMCCT IIPpaBO Ha MCPE3a4€T COOTBCTCTBYIOINMUX JUCHUIIIMH H HpO(l)eCCI/IOHa.HBHBIX MO,Z[y.HGfI,
OCBOCHHBIX B IPOIIECCE MPEAMICCTBYIOMIETO O0y4YEeHHS, KOTOPhI OCBOOOXKIaeT 00yUaromerocsi oT
H€O6XO,Z[I/IMOCTI/I HX TOBTOPHOI'O OCBOCHUA.

OoOpa3oBaTte/ibHbIE TEXHOJIOTUH

Y4eOHbIi mpoliecc TpHU TMPEmoJaBaHUM Kypca OCHOBBIBAGTCS Ha HCIIOIH30BAHHUH
TPaJWLMOHHBIX, WHHOBAIIMOHHBIX ¥  HMHGOPMAIMOHHBIX  00pA30BaTENbHBIX  TEXHOJIOTHIA.
Tpa,Z[I/ILII/IOHHBIG O6paBOBaTeHBHBIe TCXHOJIOTUU TMPCACTABJICHBI 3aHATHAMHU IMPAKTUYCCKOI'0 THIIA.
HuHoBaloHHbIe 00pa30BaTeIbHbIe TEXHOJOTHU HCIOJB3YIOTCS B BUJE IIMPOKOTO IMPUMEHEHUs
aKTUBHBIX M MHTEPAKTUBHBIX (OpM mpoBeaeHHs 3aHiATUi. MHpOopmMarmonHslie 0o0pa3oBaTelbHbIC
TEXHOJOTHH PEATU3yIOTCsl IyTEM aKTUBU3ALMU CaMOCTOSITENIbHOM paboThl CTYACHTOB B
UH(POPMALIMOHHOM 00pa30BaTENbHOM cpene.

3aHATHSA TeKIIMOHHOIO THIIA

JIeKMOHHBINA KypC MpearojaraeT CUCTEMATH3UPOBAHHOE M3JI0KEHIUE OCHOBHBIX BOIIPOCOB
y4eOHOTO IJ1aHa.

Ha mepBoii nekiuu JgekTop 00s3aH MPEeAyNpeanuTh CTYIEHTOB, IPUMEHUTENBFHO K KaKOMY
06a3zoBOMy yueOHUKY (YueOHUKAaM, Y4e€OHBIM ITOCOOUSM) OyIE€T MPOYUTAH KypC.
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JlekIMoHHBIN KypC TO/HKEH JaBaTh HAMOOJBITNN 00beM HHPOpMAIIUK U 0OecTIeunBaTh 0oJiee
rIy0OKOe TTOHMMaHWEe y4eOHBIX BOIPOCOB NPH 3HAUMTEIHHO MEHBIICH 3aTpaTe BPEMEHHU, YeM ITO
TpeOyeTcst 00JILIIMHCTBY CTY/IEHTOB Ha CAMOCTOSITENIbHOE U3yUEeHUE MaTepHaa.

3aHATHSA CEMUHAPCKOr0 THNA

3aHATHS CEMUHAPCKOTO THMA (MTPAKTUYECKHUE 3aHATHS) MPEACTABISIOT COOOH JeTaTn3aIiio
TEOPETUIECKOr0 MaTepuasa, MPOBOASTCS B LIETAX 3aKPEIUICHUSI Kypca M OXBAThIBAIOT BCE OCHOBHBIC
pazzensl.

OcHoBHOU (HhOpMOI TPOBEACHUS 3aHITHA CEMHUHAPCKOTO TUMA (MPAKTUYCCKUX 3aHSITHIA)
ABIIsIeTCS 00CykIeHrne Hanboiee MPOOIEMHBIX U CJIOKHBIX BOIIPOCOB IO OT/IEIbHBIM TEMaM, a TAKXKe
pemieHne 3agad M pazdop MPUMEPOB M CUTyallMid B ayJUTOPHBIX YCIOBUSIX. B 00s3aHHOCTH
IpenojaBaTesiss BXOAAT: OKa3aHWE METOAMYECKO MOMOIIM M KOHCYJIBTUPOBAHHE CTYJIEHTOB IO
COOTBETCTBYIOIIIUM TEMaM Kypca.

AKTHBHOCTbh Ha 3aHATHSIX CEMHUHAPCKOTo THMa (MPAKTUYECKUX 3aHATHUSAX) OLEHUBACTCS IO
CIIETYIOIIUM KPUTEPHSIM:

— OTBEThI Ha BOIPOCHI, Ipe/yIaraeMble IPErnoaaBaTesiem;

- y4acTHe B JUCKYCCHSIX;

— BBINOJIHEHHUE TPOEKTHBIX U UHBIX 33/1aHUK;

- aCCHCTHUPOBAHHE MPEMOAABATEIIO B IPOBEICHUY 3aHSATHH.

Jloksiazgpl U ONIOHUPOBAHUE NOKJIAJ0B MPOBEPSIIOT CTENEHb BIAJACHUS TEOPETHUECKUM
MaTepuaIoM, a TAKKe KOPPEKTHOCTh M CTPOTOCTh PACCYKICHUH.

OneHnBaHuE MPAKTUYECKUX 3a/1aHUN BXOJUT B HAKOILJICHHYIO OIICHKY.

CamocrosiTesibHast padoTa 00y4arOIIUXCs

CaMmocrosiTenbHast paboTa CTYIEHTOB — 3TO IMPOLECC AaKTUBHOIO, IEJIeHANpaBIeHHOIO
NpUOOpETEeHUs] CTYJCHTOM HOBBIX 3HAHWA, YMEHUH 0e3 HEemoCpPeICTBEHHOTO y4acTHs
IpenojaBaTess, XapakTepU3yOIUNics IpeIMETHON HANPaBIEHHOCTHIO, () ()EKTUBHBIM KOHTPOJIEM
U OLICHKOHN Pe3yJbTaTOB JACSATEILHOCTH 00YYarOIIerOCs.

[enu camocToATeNbHON PabOTHI:

- CHCTEMaTH3alus M 3aKPEIUICHHE TMOTYUYEHHBIX TEOPETHUECKUX 3HAHUM M MPAKTHUYECKHUX
YMEHHUH CTYJEHTOB;

- yriyOJieHue W paclIupeHre TeOPETUICCKIX 3HAHUM;

- (¢opMupoBaHHE YMEHHI HCHOJIH30BaTh HOPMATUBHYIO U CIPABOYHYIO JOKYMEHTAIIMIO,
CHEIUANIBHYIO JIUTEPATYPY;

— Ppa3BUTHE NO3HABATENbHBIX CIIOCOOHOCTEN, aKTUBHOCTU CTY/IEHTOB, OTBETCTBEHHOCTH U
OpPTaHU30BAHHOCTH;

- (¢opMUpOBaHHE  CaMOCTOSITEIbBHOCTH  MBILIUICHUS,  TBOPYECKON  WHUIIMATHUBBI,
CIIOCOOHOCTEH K CaMOpa3BUTHIO, CAMOCOBEPIIICHCTBOBAHHUIO M CAMOPEaTU3alliu;

- Ppa3BUTHE UCCIIENOBATENIbCKUX YMEHHUN U aKaJeMHUUYECKUX HaBBIKOB.

CaMocrtosiTennbHasi paboTa MOXKET OCYIIECTBISATHCS WHAWBHIYAbHO WM TPYIMIaMU
CTYJIEHTOB B 3aBUCUMOCTH OT L€/, 00beMa, YPOBHS CIOKHOCTH, KOHKPETHON TEMAaTHUKH.

TexHoOTHS OpraHU3aIMi CAMOCTOSTEIILHON paOOThI CTYJIEHTOB BKIIIOUAET UCIIOJIb30BAHHE
MH(OPMaLIMOHHBIX U MaTEPUATIbHO-TEXHUYECKUX PECYPCOB 00Pa30BaTEIBHOIO YUPEKICHUS.

[lepen BBIMONIHEHHEM OOYYAIOUIUMUCS CAMOCTOSTEIBHON pabOThI MPENoaaBaTelb MOXKET
MPOBOAMUTH MHCTPYKTAX 110 BHIMOJIHEHUIO 331aHUs. B HHCTpyKTaX BKIIOYAETCS:

- 1IIeNb U COJEpIKaHUE 3a1aHHUS,

— CpOKH BBINOJTHEHHUS;

- OPHUEHTHPOBOYHBINA 00BEM paboTHI;

— OCHOBHBIE TPeOOBaHUS K pe3ybTaTaM paboThl U KPUTEPUU OLIEHKH;

— BO3MOJKHBIC TUITUYHBIE OITUOKY MPHU BHIMOTHEHUH.

WucTpykTaxk MpOBOAMTCSA MpernojaBareieM 3a cyeT o0beMa BPEMEHH, OTBEICHHOIO Ha
U3YYCHHUE JUCIHUILTAHBL

KoHTpoab pe3yiabTaToB caMOCTOSATENbHOW pabOThl CTYAEHTOB MOET MPOXOJIUTH B
MUCHhMEHHOMW, YCTHOM WITU CMeIIaHHOU (opme.

26



CTyAeHTbI JOKHBI TOJAXOIUTH K CAMOCTOSITENIbHOM padoTe Kak K HauBa)KHEUIIIEMY CPE/ICTBY
3aKpeIUICHUS] U PAa3BUTHS TEOPETUUYECKUX 3HAHUHU, BHIPAOOTKE €IUHCTBA B3TJISJOB HA OTACIbHBIC
BOIPOCHI Kypca, MPUOOpPETEeHUsI OMpPE/EICHHBIX HAaBBIKOB M HCIOJIb30BaHUSA MpOdecCHOHaTbHON
JTUTEPATYPHI.

[Tomemienust 711 CaMOCTOSITENIBHOM pabOThl OOYyYarOUIMXCS JIOJKHBI OBITh OCHAILIEHBI
KOMIBIOTEPHON TEXHHKOW C BO3MOXKHOCTBIO MOAKITIOUYCHUS K ceTu «HTepHeT» u olecrieueHrneM
JOCTYyTa B 3JIEKTPOHHYIO HHPOPMAIIMOHHO-00pa30BaTEIbHYIO CpPely OpraHU3alnu.

[Tpu camocTosTETHHON TPOPAOOTKE Kypca O0yUYAIOITUECS TOJKHBI:

- TMpOCMaTpUBaTh OCHOBHBIE OMpeesieHus U (aKThI;

- TOBTOPUTHb TPOWJEHHBIM Ha 3aHATUM MaTepuall M JOMOJHUTH €ro ¢ YYEeTOM
PEKOMEHIOBAaHHOM 1O JAaHHOW TEME JIUTEPATYPHI;

— U3YYUTh PEKOMEHIOBAHHYIO JUTEPATYPY, COCTABIATh TE€3UChI, AHHOTAIIUU U KOHCIEKTHI
Haubosee BaKHBIX MOMEHTOB;

- CaMOCTOSATEIHHO BHITIONHSATE 3aJJaHMs, aHATOTHYHBIC MTPEJIaraéMbIM Ha 3aHSITHSIX;

- HCIOJIb30BaTh JIJIsl CAMOIIPOBEPKU MaTepuaibl (JOH/IA OLICHOYHBIX CPE/ICTB;

— BBINOJIHATH JIOMAaIIHUE 33JJaHUA 110 YKA3aHUIO MTPETOo/1aBaTEelIs.

PexomMengauum no o0y4eHuro HHBaJIUA0B 1 jun ¢ OB3

OcBoeHne MUCHMILIMHBI MHBaNUAaMu U junamu ¢ OB3 Moxer ObITh OpraHM30BaHO Kak
COBMECTHO C JpYyruMu oOydarolUMHUCs, TaKk M B OTAENbHBIX TIpynmax. Ilpeamnonaratorcs
CHeIMalIbHBIE YCIOBUS IS MOJTydeHus oOpa3zoBaHus HHBaIMaamMu u auiamu ¢ OB3.

[Ipodeccopcko-nenarornyeckuii  coCTaB 3HAKOMUTCA C  ICUXOJOr0-(hHU3MOJOTHYECKIMHU
0COOCHHOCTSIMU OOyuaromuxcss WHBanuAoB u ymn ¢ OB3, MHIWBHAYanbHBIMH IPOTPAMMAMU
peabunuTaruy HHBAIUA0B (Tpu Hanuun). [Ipn HeoOX0AMMOCTH OCYIIIECTBIISACTCS JOTIOTHUTEIbHAS
MOJIJIEPIKKA MIPETOJaBaHus ThIOTOPAMU, TICHXOJIOTaMH, COLUATbHBIMUA PAOOTHUKAMHU, MPOIIEIITUMU
MOJITOTOBKY aCCUCTEHTaMHU.

B cooTBeTcTBUYM ¢ METOAMUECKUME peKoMeHanusiMu MunoopHayku PO (yTB. 8 anpens 2014
r. Ne AK-44/05BH) B Kypce MpearnoiaraeTcsi HCIoJb30BaTh COIMATbHO-aKTUBHBIE U pe(IIeKCUBHBIE
METOJIbI O0yUYEHUs, TEXHOJIOTHH COIMOKYJIBTYPHON peabuIUTAlMK C IENbI0 OKa3aHWs TTOMOIIH B
YCTAHOBJICHUH TIOJHOIEHHBIX MEXKIMYHOCTHBIX OTHOUIEHHH C APYTMMHU CTYJEHTaMH, CO3JaHHUU
KOM(OPTHOTO IICUXOJIOTMYECKOTr0 KJIMMaTa B CTyAeH4YecKoii rpymie. [logbop u pazpaboTka yueOHbIX
MaTepuaioB MPOU3ZBOMATCA C YYETOM IIPENOCTaBIIEHUs MaTepuaia B pa3dU4HbIX (opmax:
ayIMallbHOM, BU3YaJbHOM, C HCIOJIH30BAHHEM CIEHHMAIBHBIX TEXHUYECKUX CPEACTB U
MH(OPMALIMOHHBIX CHCTEM.

Menuamarepuanbl TakKe CIEAyeT HUCIOJIb30BaTh M aJalTUPOBaTh C  y4ETOM
WHIUBUTyATBHBIX 0COOCHHOCTEH 00ydeHust nHBauI0B 1 juil ¢ OB3.

OcBoeHue TUCHUIUTMHBI HHBaNUAaMu U aunaMu ¢ OB3 ocyliecTBisieTcs: ¢ HCIOJIb30BaHUEM
cpeacTB oOydeHHs OOIIero M CleuuaIbHOro Ha3HaueHus (IepCOHATbHOTO M KOJUIEKTHBHOI'O
UCIIONIb30BaHMs1). MaTepuanbHO-TEeXHHMUECKOe O0ecleueHrne MpeaycMaTpruBaeT MPUCIIOCOOICHHE
ayaUTOPUH K HyKJ1aM UHBaIua0B 1 aul ¢ OB3.

dopMa NpoBeJICHUs aTTECTAlMU JIsl CTYJEHTOB-MHBaIUA0B U Jull ¢ OB3 ycranaBnuBaeTcs
C y4eTOM HWHIWBHAYAIbHBIX TCHUXOpu3nuecknx ocobenHocren. s wmHBammaoB u jun ¢ OB3
pelycMaTpUBAETCS NOCTYIHAs (hopMa MPETIOCTaBICHUS 3aJaHUI OIEHOYHBIX CPEACTB, & UMEHHO:

— B II€YATHOW WJIM 3JIEKTPOHHOU (hopMe (ISt JIUIl ¢ HAPYIICHUSIMU OMOPHO-BUTATEIILHOTO
amnmapara);

— B medaTHOH ¢opMe WM DSJIEKTPOHHOW (opmMe ¢ yBEIMYCHHBIM IMPUPTOM U
KOHTPACTHOCTBIO (IUIsI JTUI] C HAPYIICHUSMU CITyXa, PeUH, 3pEHUs);

— METOJIOM YTEHUS aCCHCTEHTOM 3aJaHUsI BCIYX (7S JIUI C HAPYIICHUSMU 3PEHUS).

CrynenTtam ¢ HTHBAIUAHOCTHIO U ntiam ¢ OB3 yBennunBaeTcst BpeMsi Ha TOATOTOBKY OTBETOB
Ha KOHTPOJbHBIE BOMpOCHL. JIIsi TakuWx CTYAEHTOB IMpeaycMaTpuBaeTcs MAOCTynmHas ¢dopMma
MPE0CTaBIICHUS OTBETOB Ha 3a/1aHUs], 4 UMEHHO:

— MHUCHMEHHO Ha OyMare Wik Ha0OpOM OTBETOB Ha KOMITbIOTEpE (ISl TUI] C HAPYIICHUSIMH
ciIyxa, peun);

27



- BI:I60pOM OTBE€TAa U3 BO3MOXHBIX BapI/IaHTOB C HUCIIOJIB30BAHUEM yC.HYI‘ ACCHUCTCHTA (,Z[.HSI
JIMI] C HApYUIEHUSIMH OIIOPHO-BUTATEIBHOTO aliapara);

— YCTHO (7151 JIUI] C HAPYIICHUSIMU 3PEHHUS, OOPHO-ABUTATEILHOIO aIllapaTa).

[Ipu HEeoOXoaUMOCTH I OOyYaromIMXcss ¢ WHBaMMAHOCTRIO W jwi ¢ OB3 mpomemnypa
OILICHHUBAHUA peByHLTaTOB O6y‘IGHI/I$I MOXET HpOBOI[I/ITI:CH B HECCKOJIBKO 3TallOB.

12. Onucanne MaTepuaJIbHO-TEXHMYECKOH 0a3bl, HEOOXOAUMOI IS OCYLIeCTBICHHS
o0pa3oBaTe/IbHOIO MpoLecca 1o JUCHUIINHE

VYuebHas  ayauTopus, TpeAHA3HAUYeHHAs JUId  TOPOBEACHUS  Y4EOHBIX  3aHATHIH,
NPeyCMOTPEHHBIX HACTOSIIEH paboueii mporpaMMoil AUCIUIUIMHBL, OCHAIIICHHAS! 000pyI0BAaHHEM U
TEXHUYCCKUMU cpeacrBaMmu OGy‘-IGHI/I}I, B COCTaB KOTOPBIX BXOIAT: KOMIIJICKTHI
CTHCIMATM3UPOBAHHON y4eOHOW MeOenn, JJOoCKa KIIACCHAs, KOMITBIOTED C YCTaHOBJICHHBIM
JIMIICH3UOHHBIM TIPOTpPaMMHBIM O6€CH€‘I€HI/I€M, C BBIXOAOM B CE€Tb «I/IHTepHeT» U JOCTYIIOM B
3JIEKTPOHHYIO MH(GOPMAIIMOHHO-00pa30BaTEIbHYIO CPEY.

[Tomerienne I CaMOCTOSATENBHOW PAaOOTHI OOYYaIOIUXCS — ayAUTOPHUS, OCHAIICHHAs
CIIEAYIOUIMM O0OpYIOBAaHMEM W TEXHHUYECKUMH CpPEACTBAMH: CIICIUAIM3UPOBAaHHAs MeOenb Uis
npernojaBaTens U o0ydyaromuxcs, Jocka yueOHast, MyJIbTUMEIUIHHBINA POEKTOP, SKpaH, 3BYKOBbIC
KOJIOHKH, KOMITBIOTEP (HOYTOYK), TMEPCOHAIBbHBIC KOMITBIOTEPHI JIsi PabOThl OOYYAIOIIMXCS C
YCTAaHOBJICHHBIM JIMICH3WMOHHBIM MMPOTPpaMMHbBIM OGGCHG‘-IGHI/IGM, C BBIXOAOM B CCThb ((I/IHTepHeT» )41
JOCTYIIOM B DJIEKTPOHHYIO HH(POPMAIIMOHHO-00pa30BaTEIBHYIO CPEY.
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