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1. Ilesm u 32124 U3yYeHU S AUCHUNIHHBI
1.1.eab AuCHUNINHBI

Kypc nucuunnunasl «HOCTpaHHBIN s3bIK B IPOo(decCuoHANBbHON cepe» 3aKperisieT yxe
MOJIydeHHBIE paHee 3HAaHWA WM HAaBBIKM 10 OCHOBaM JIEJIONPOM3BOJACTBA W OHM3HEC OSTHKH,
CIOCOOCTBYEeT JaidbHEWIIEMY pa3BUTHIO HABBIKOB BEACHUS Tele()OHHBIX IEPETOBOPOB,
COCTaBJICHUS JIEJIOBBIX ITMCEM, OTYETOB U pE3IOME, Pa3pabOTKHM KOMMEPUECKUX IPENIOKEHUH,
MOATOTOBKM TMpe3eHTauuil ¥ T.. BaXHbIM KOMIIOHEHTOM JAaHHOTO Kypca SIBIsETCS
MPaKTUYECKUN MOJX0J B OOCY)K/IEHUU TE€M U PEIICHUU CUTyalUd, ¢ KOTOPIMHU CTaJIKUBAOTCS
MIPEICTaBUTENN PA3INUHBIX cep OM3Heca B UX MOBCETHEBHOM /1€ATEIbHOCTH.

Lenp kypca — pa3BUTHE MHOS3BIYHON OO0IIEH KOMMYHHUKATHBHOW U MpodeccunoHaIbHOM
koMmriereHIMU. [log KOMMYHHUKATHBHOW KOMIIETEHLIMEW IOHMMAaeTcs YMEHHE COOTHOCHUTH
S3BIKOBBIE CPEJICTBA C KOHKPETHBIMU c(hepamu, CUTYyallUsIMU, YCIOBUSIMU U 3aJjauaMiu OOIIEHUS.
CoBepIlIeHCTBOBAaHUE  HMHOS3BIYHOM  KOMMYHUKATHUBHOW  KOMIIETEHIMM  IPEAINOJaraeT
JalibHENIIIee pa3BUTHE PEUYEBBIX, S3BIKOBBIX, COIIMOKYJIBTYPHBIX, KOMIIEHCAaTOPHBIX, y4eOHO-
MI03HABATEIbHBIX U MPO(YECCHOHATEHO OPUEHTUPOBAHHBIX YMEHUIA.

PeueBas KoMIlETEHIIMSI — COBEPILICHCTBOBAHUE KOMMYHUKATHUBHBIX YMEHHH B YETBIPEX
OCHOBHBIX BUJIAX PEUEBOH IEATEIBHOCTH (TOBOPEHNH, ayIUPOBAHUH, YTEHUH U IIHCHME).

SI3pIKOBass KOMIIETEHIMSI — CUCTEMaTH3alisl paHee NMPHOOPETEHHBIX yMEHHH B 00iacTH
(OoHEeTUKH, JEKCUKH, TPaMMATUKHU; OBJIaICHME HOBBIMH YMEHHUSMHM IIPU ONEPUPOBAHUN HOBBIMHU
S3BIKOBBIMU CPEACTBAMHU B KOMMYHMKATHUBHBIX LIE€JSX B COOTBETCTBHU C OTOOPAaHHBIMH T€MaMu
u chepamu oOIICHHUS.

ConMoKynabTypHass KOMIIETCHLMS — YBEJIMYEHHE OObeMa 3HAHUI O COLMOKYJIBTYpHOH
creun(puKe CTpaHbl U3y4aeMOTI'o S3blKa, COBEPIIEHCTBOBAHUE YMEHUN CTPOUTH CBOE pedyeBoe U
HepevyeBoe MOBEJICHUE aIeKBAaTHO 3TOHU crenuduke, popMupoBaHUEe YMEHUN BBIIEIATH o0lIee U
crienn(uyecKkoe B KyJIbType pOJIHOM CTpaHbl M CTPaHbl H3y4aeMOI'0 S3bIKa.

KoMneHcaTopHas KOMIIETEHIIMS — Pa3BUTHE YMEHUS BBIXOAUTH U3 IIOJIOKEHUS B YCIOBUAX
neduuuTa S36IKOBBIX CPEICTB MPH MOJIYYSCHUH U TIepeiaue HHOA3BIYHOM HH(pOopMalnu.

VY4ebHO-TI03HaBaTeNIbHAsT KOMIIETEHIMsI — pa3BUTHE OOMIMX M CHENMAaJIbHBIX Y4eOHBIX
YMEHUH, TNO3BOJSIOIIMX COBEPLICHCTBOBATh Yy4YEOHYIO JEATENIBHOCTh IO  OBJIAJICHUIO
MHOCTPAaHHBIM SI3BIKOM, YAOBJIETBOPATH C €r0 MOMOIIBIO NTO3HABATENIBHBIE HHTEPECHl B IPYTHUX
001acTsaX 3HAHUH.

IIpodeccoHalbHO OPUEHTHPOBAHHAS WHOS3bIYHAS KOMMYHHMKATHBHAs KOMIICTCHLUS —

pasBUTUC yMCHHf/'I yCTHOﬁ U NHUCbMEHHOH KOMMYHUKAIIUU B cq)epe CricuaJii3alii; pa3BUTHUC



YMEHUH ONEpPUPOBAHUS C WHOS3BIYHBIM TEPMHUHOJIOTHYECKMM KOPIYCOM B  paMKax
CIEUATBHOCTH.

Hapsimy ¢ mpaktudeckoil 1enbpi0o — oOydeHHWEM OOIICHHIO — MJaHHBIM Kypc CTaBUT
oOpa3oBaTelnbHBIE W BOCHHUTATENbHBIE 1end. JlocTmwkeHne o0O0pa3oBaTENbHBIX — LEJIeH
OCYIIECTBIISICTCS B AaCMEeKTe TYMaHM3alMd ¥ TyMaHUTApHU3allMd  TEXHHUYECKOTO U
€CTECTBEHHOHAayyHOro oO0Opa30BaHUSl M O3HayaeT pacIIMpeHUEe Kpyrozopa MarTCbpaHTOB,
MOBBIIIEHUE YPOBHS HMX OOIIEH KyJIbTYpbl M 0Opa3oBaHMsA, a TaKKe KYIbTYPhl MBIIIJICHHUS,
oOumieHuss u peud. BocnurarenbHelii mnoreHnuan npeamera «MHoCTpaHHBIM  SI3BIK B
npodeccuoHaNbHOU cepe» peannzyercs myreM (pOpMHUPOBAHUS YBAKUTEIHHOTO OTHOIIEHUS K
JTYXOBHBIM [IEHHOCTSIM JIPYTUX CTPaH U HAPOJIOB.

Takum o0pa3om, oOyueHHE WHOCTPAHHOMY S3BIKY B MpodeccHOHaNbHON cdepe HOCUT
MHOTOLIeJIeBOH XapaKTep U HalpaBJIeHO:

— Ha TPUOOpPETEeHHE MAarTCTPaHTAMH WHOSI3BIYHONH KOMMYHHUKAaTHBHOW KOMIICTCHIIUH B
po(hecCHOHATTEHOM U MEXJIMYHOCTHOM OOIICHHH;

— TONydYeHHe OOMICKYIbTYPHBIX W KYJIbTYypHO-CHenH(PUIECKUX 3HAHWUK Ui Oojee
YCTIEUTHOM COIMaIM3alluy B MOJUKYJIBTYPHOM, MOJIMKOH(PECCHOHAIBHOM OOIIECTBE;

— pacHIMpeHue Kpyrozopa, MOBbIIICHHE O0IIeH KyIbTypbl MBIIUIEHUS, OOIIEHUS U peur B
aCreKTe YBaXUTEJIbHOTO OTHOIIEHHUS K JyXOBHBIM IIEGHHOCTSIM JAPYI'HX CTPaH U HapOJ0B;

—  YIOBJETBOPEHHUE IIO3HABATEIbHBIX HMHTEPECOB oOOydarolmuxcs NpU HU3y4YEHUU
CHeIHaIbHON JTUTepaTyphl Ha aHTJIMMCKOM S3bIKE U TBOPYECKOM OCMBICICHHUHU 3apyOeiKHOro
OTbITa B MPOGUIHUPYIOLIEH U CMEKHBIX 00JIaCTAX HAYKU U TEXHUKH;

— pa3BUTHE HABBIKOB CAMOCTOATEIbHONW pabOThl MarucTpaHOTOB W CTUMYJIHPOBAHUE
CTpPEMJICHHSI CaMOCTOSITEIbHO U HENPEPHIBHO TMOBBIIIATH YPOBEHb S3BIKOBOMI U peueBOi
KOMIIETEHITNH;

— pa3BUTHE U COBEPIICHCTBOBAHWE HABBIKOB IMPO(ECCHOHATBLHON Pa3rOBOPHON peuu U
AKTUBU3AIIMS JIEKCUYECKOTO 3araca.

1.2. 3agaun IUCHUILIAHBI

ITo3naBaTeabHBIN KOMIIOHCHT:

— (opmupoBanue 3HaHUN 00 OCOOCHHOCTSX JIEIOBOIO ITUKETa B CTpPaHE H3y4yaeMoro
SI3BIKA;

— pacimupeHue 3HaHUN O JEKCHYECKHX U CTHIMCTUYECKHX OCOOEHHOCTSIX aHTJIMICKOTO
SI3BIKA, MCTIONIb3YEMOTO B TIpoeCCHOHANBHOM cdepe.

[IpakTyecKii KOMIIOHEHT:



— (opMupoBaHNE KOMMYHHUKATHBHOW KOMITETEHIIUH, TIPE IIoJIararomield GyHKIMOHATBEHOE
MCTIOJIb30BAHNE AHTJIMHCKOTO SA3bIKa B POQecCHOHAIBHOM cepe;

— Pa3sBUTHUC CIIOCOOHOCTH IIOHHUMAaTh W IMOopoXKAATh MHOSI3BITHBIN JUCKYpC C Y4YC€TOM
OU3HEC-3THKH;

— CTUMYJIHUPOBAHUE CaMOCTOSTCIBHOM JEATEILHOCTU C LENbI0 PACHIMPUTh COOCTBEHHYIO
KapTUHY MUpa;

— pa3BUTHE YMEHUSI OPUEHTUPOBATHCS B MEUITHBIX HCTOYHHUKAX UH(POPMALUY;

— pa3BUTHE CIOCOOHOCTH TUIAHMPOBATh IENH, XOJ M PE3yJIbTaThl 00pa30BaTENbHON U
HCCIICIOBATEIILCKON IS TEIBHOCTH;

— pa3BUTHE CIIOCOOHOCTM H30eXaTh HEIONMOHHMMAaHUsS, MPEOJOJeTh KOMMYHUKATHUBHBIN

6ap1>ep 3a CUYCT UCIHOJb30BAHUA U3BCCTHBIX PCUCBBIX U MCTAA3BIKOBBIX CPEACTB.

1.3. MecTO AMCHUIIMHBI B CTPYKTYpe 00pa30BaTe/ibHON NPOrpaMMblI

Jucuunnuna «MHocTpaHHbBIN S13BIK B MpodeccuoHanbHoU cdepe» oTHocutes K bioky 1,
BapHAaTUBHOW 4acTH, (DaKyJbTaTUBHBIM JWUCIUILIMHAM IO HampaBieHuio noarotoku 38.03.08.
«DuHAHCKI W KpeauT». M3ydeHne HMHOCTPAHHOTO s3bIKa B TpodeccruoHanbHOM cdepe B
MarucTpaType SsBJIIETCS COCTABHOM 4YacThIO INOATOTOBKH CIIELIMAIUCTOB, KOTOPBIE JOJDKHBI
JOCTHYb YPOBHS IIPAKTHUYECKOTO BJIAJCHUS HMHOCTPAHHBIM SI3bIKOM, IO3BOJIIOIIETO UM PpEIIaTh
pa3IUYHbIE BOIIPOCHI IEIOBOr0 XapakTepa B Mpo(ecCUOHATbHON U HAYyYHOU NeSATEIbHOCTH.

I[lo oxoHuaHuM Kypca OOyYEHHUS MarucTpbl JOJDKHBI BJIaJeTh JICKCHUECKOM,
IPaMMATUYECKON M CTHJIMCTUYECKOW HOPMAaMHM MHOCTPAHHOTO sA3bIKa B IpeAeIaxX MPOrPaMMHBIX
TpeOOBaHUI U MPABUIIBHO MCIIOJIL30BaTh UX MPH PELICHUH BOIPOCOB J€JI0BOM KOMMYHUKAIUH B
(dopMe YCTHOTO U MUCbMEHHOTO OOIIEHUS.

1.4. TlepeyeHb IJIAHMPYEMBbIX pe3yJbTaTOB 00yueHus no qucuuminne ®T/.B.01
«MHOCTpaHHBIH #A3BIK B NpodeccHOHANBLHOH cdepe», COOTHECEHHBIX € IUIAHHPYEMbIMHU
pe3yJibTaTaMM OCBOCHHUSI 00Pa30BaTe/JbHOI NPOrpaMMbl

N3ydenue naHHON y4yeOHOW MUCIUILTUHBI HAIMlpaBlieHO HAa (JOPMUPOBAHHUE Yy OO0YJArOIIUXCS
cnenyromux komnerenuuii: OINK-1, TTK-21.

HNune B pesynbrate u3ydeHus: yaeOHOM TUCHUIUIMHBI
Ne KC Conepxanue 00yyaromuecst 10JIKHbI
LI | KOMIIE KOMIIETEHIINHT
TeHIW | (WM e€ 4acTu) 3HATh yMeTh BJIA/IETh
"
1. | OIIK- | l'otoBHOCTH K - HOPMBI — IMOHUMATh — JIEKCUYECKUM
1 KOMMYHUKAIIUU B | NMPOU3HOIIEHUS, | YCTHYIO MUHHMYMOM B
YCTHOU U YTEHUS; (MOHOJIOTHYECKYIO | 0ObeMe He MeHee 3
NHUCHbMEHHOU - OCHOBHBIE u quanorudeckyro) | 000 enuHuL, U3 HUX
¢dhopmax Ha 0COOCHHOCTH peub Ha TEMBI 1 500 —




/ coobuienne
nHpopmaruy,
BBISICHEHHE MHEHHUS
cobeceqHUKa,
BBIpAKEHUE
CcOOCTBEHHOTO
MHEHHUS 110 TTOBOTY
MOJTY4EHHOUN
uHpopManuy,
BBIp2KEHUE
o06penus /
HEOBOJIbCTBA,
YKJIOHEHUS OT
OTBETA)

WNune B pesynbrate u3ydenus: yaeOHOM TUCIUTUIAHBI
Ne KC Conepxanue 00yyaroluecs: J0IKHbI
IL.I | KOMIIE | KOMIIETEHIUN
TeHIM | (uiM e€ yacTu) 3HaTh yMeTh BJIAJeTh
"
PYCCKOM U odunnaIbHO- po(eCCHOHATBHOT | MPOJTYKTUBHO
MHOCTPAHHBIX JIEJIOBOTO 0 U JICJIOBOTO ooO1ero u
SI3BIKAX JJIs1 CTHJISA, OM3HEC - | OOLICHMUS; TEPMHUHOJIOTHYECKOT
pelieHus 3a1a4 9THKH, IPaBUjIa | — BECTHU JUAJIOT- 0 XapakTepa;
npoeCCHOHATBH | PEe4eBOTO Oeceny oOmerou | — rpaMMaTH4YECKUMHU
OH IEATEIbHOCTU | JTUKETA; po(ecCHOHANIBHOT | CTPYKTYPaMH,
2. | IIK- Croco6HOCTh — OCHOBHBIE 0 XapakTepa, HEOOXOUMBIMH JIJIsI
21 BBISBIISITH U IIPUEMBI coOmtoast mpaBuia | yCTHOW U
MIPOBOJIUTH AHHOTHUPOBAHMS | PEYEBOTO 3TUKETA; | MUCbMEHHOUN QopM
HCCIIeTOBaHUE , - IOHUMATh o0IIeHNS;
aKTyaJIbHBIX pedepupoBaHus | COOOIICHUS - BCEMH BUJIaMU
Hay4YHBIX U miepeBojia npodeccuoHaNbHOT | YTEHUS
mpo0Osem B JUTEpaTypsl [0 | O Xapakrepa (B OpUTHHAJIBHOM
obnactu CHEIHAIbHOCTH | MOHOJIOTUECKOI JUTEPATypPHI:
(vHaHCOB U dbopme u B xX07€ a)
KpeauTa JMaora), 03HAKOMUTEJIbHBIM
OTHOCSIIEToCs K YTEHHEM,;
cthepe u 0) U3yJaromum
CUTYalUsIM YTEHUEM, B TOM
JIeJI0BOTO YucIIe IUTepaTyphbl
oOuieHus; 0 CHENHUATbHOCTH
- Y4aCTBOBATH B (0630poB,
nuanore (6ecene), | TEXHUYECKOU
BBIPAXXaTh JOKYMEHTaIUH,
OIpe/ieIeHHbIe OIMCaHue
KOMMYHHUKAaTUBHBIE | 3KCIIEPUMEHTOB,
HaMepeHHMsl (3aIpocC | CIpaBOYHbIE

mocoOusi, Hay4HbIC
CTaTbU) U JCIIOBOM
KOPPECIOH ICHIUH;
- OCHOBHBIMU
HaBBIKAMH ITHCHMA,
HEOOXOUMBIMH JIJIsI
BEJICHUS JIETI0BOM
MIEPEIHUCKH,
COCTaBJICHUS
pe3toMe, OTUETOB




2. CTpykTypa u cofepiKaHue U CHUILIHHBI

2.1 Pacnpenesienne TPyA0EMKOCTH JUCHHUILIMHBI IO BHAaM padoT

OOmass TPyHOEMKOCTh JUCHUIUIMHBI COCTaBJSIET 2 3a4eTHBIE CIWHUIBI /2 4Yaca, UX
pacripesiesieH|e 1Mo BUAaM paboT MPEICTaBICHO B TAOIUIIE.

Bun yae6HOMI paboThI Bcero CemecTpbl
4acosB 5
KonTakTHasi padoTa, B TOM YHCJIE:
AyIMTOpHBIE 3aHATHS (BCEro) 24 24
3aHATHUS JIGKIUOHHOTO THUTIA
JlaGopaTopHble 3aHITHS 24 24

3aHATHS] CEMMHAPCKOTO TUIA (CEMHUHAPBHI, -
MIPaKTUYECKHUE 3aHSTHSI)

Nuasi koHTaKTHas padora:

KonTtpons camoctosrensHoi paboTsl (KCP)

[Ipomexyrounas arrectanus (MKP) 0,2 0,2
CamocrosiTeJibHasi padoTa, B TOM YHCJIE: 47,8 47,8
KypcoBast paboTa
[TpopaboTka yueGHOTO (TEOPETUUECKOTO) MaTepraia 14 14
BrImostHeHUe MHIMBHTYATBHBIX 3a1aHUN (TI0ITOTOBKA 20 20
COOOIIIEHNH, Tpe3eHTaIuil)
[ToaroroBka K TEKyIeMy KOHTPOJTIO 13,8 13,8
KoHTpoJib:
[ToaroToBka K 3a4ety
O011asi TPY10€eMKOCTh qac 72

B TOM YHCJIle KOHTaKTHasi pa6oTa 24,2 24,2

3a4. efl. 2 2

2.2 CTpyKTYypa IMCHUILIAHBI:
Pacrnipenenenue Bu1oB yueOHOM pabOThI U UX TPYAOEMKOCTH IO pa3zesiaM AUCHUTIINHEIL.
Pa3nensl (TeMbl) IMCHUIUIMHBI, U3y4aeMble Ha 5 Kypce:

No Komnnyectso yacos
pas_z[ HaumenoBanue pa3nenos (Tem) AymaTopHas CaMOCTOATeNbHAR
ol Bcero paboTa paborta
JI 113 JIP
1 2 3 4 5 6 7
1. |Organisation 6 2 4
2. |Human Resources 6 2 4
3. [Travel 6 2 4
4. |Brands 6 2 4
5. |Change 6 2 4
6. |Advertising 8 2 6
7. |Leadership 8 2 6
8. [Cultures 8 2 6
9. |International Markets 10 4 6
10. |Competition 7,8 4 3,8
3auem 0,2
Hmoco no oucyuniune: 72 24




2.3. Copnepxanue pa3esoB (TeM) JHCHUTLIMHBI:

2.3.1 3auaTud JeKINOHHOr0 THIIA
3aHATUA JEKIIMOHHOTO TUIIA — HE MPEyCMOTPEHBI.

2.3.2 3aHATHA CEMUHAPCKOI0 THIIA
3aHATUS CEMUHAPCKOTO TUTIA — HE MIPETyCMOTPEHBI.

2.3.3 JlIaGopaTopHble 3aHATHS

Ne Hanveropanmue HaumenoBanue n1abopaTopHbIX paboT Popwma Tekymero
pasnena (Tema) KOHTPOJIS
1 2 3 4
Organisation |Speaking: Talk about status within an dpoHTaNTbHBIH

organization.

Vocabulary: Words and expressions to
describe company structure.

Grammar: Noun combinations.

Reading: A successful organization.
Listening: An interview with a management
consultant.

Skills: Socialising: introductions and
networking.

OIpOC, MPOBEPKA
JIOMAIITHETO 3aJaHus,
CJIOBAPHBIN JIUKTAHT,
HaImcaHue
CcO00IIEHNS.

Human Speaking: Talk about job interviews.
Resources  (Vocabulary: Expressions for talking about
job applications.

Grammar: -ing forms and infinitives
Reading: Women at work.

Listening: An interview with an international
recruitment specialist.

Skills: getting information on the phone.
Writing: CV, cover letter.

OpoHTATBHBIN

OTIpoc, MpoBepKa
JIOMAaIIHEro 3aJaHus,
CJIOBAPHBIN TUKTAHT,
HanycaHue
co0OIIeHu s, MPOBEpKa
MACbMEHHBIX PadoT.

Travel Speaking: Talk about your travel
experiences.

Vocabulary: British and American travel
words.

Grammar: Talking about the future.
Reading: What business travelers want.
Listening: An interview with a sales director
of a hotel chain.

Skills: Telephoning: making arrangements.

OpoHTaATBHBIN
OTIpOC, MMPOBEPKA
JIOMAIIIHEro 3aJaHus,
CJIOBApHBINA TUKTAHT.

general and at work.
Vocabulary: Words for describing change.

4. Brands Speaking: Talk about your favourite brands. |®ponTanbHbIit
Vocabulary: Brand management. OTIPOC, IPOBEpKa
Grammar: Present Simple and Present JIOMAITHETO 3a/1aHus,
Continuous. CJIOBAPHBIN TUKTAHT.
Listening: An interview with a brand
manager.
Reading: Building luxury brands.
Skills: Taking part in meetings.

5. Change Speaking: Discuss attitudes to change in OpoHTATBHBIH

OIIpOC, MPOBEPKA
JIOMAILIHETO 3aJjaHMsl,




Grammar: Past Simple and Present Perfect.
Reading: Mercedes, shining star.
Skills: Managing meetings.

CJIOBapHbIN JUKTAHT.

6. Advertising  |Speaking: Discuss authentic advertisements. |®ponTanbHbIi
Vocabulary: Words and expressions for OIIPOC, POBEpKa
talking about advertising. JIOMAIITHETO 3a/1aHus,
Grammar: Articles. CJIOBApHBIN JUKTAHT,
Reading: A new kind of campaign. poBepKa
Listening: An interview with a marketing MUCHMEHHBIX paboT.
communications executive.

Skills: Starting and structuring a
presentation.
Writing: letter.

7. Leadership  |Speaking: Discuss the qualities of good dpoHTaANTBHBIH
leadership. oTIpoc, MPOBEpKa
Vocabulary: Words to describe character. JIOMAIITHETo 3a/1aHus,
Grammar: Relative clauses. poBepKa
Listening: An interview with a managing MUCHMEHHBIX palboT.
director of an executive recruitment
company.

Reading: Leading L’Oreal.
Skills: Presenting.
Writing: e-mail.

8. Cultures Speaking: Discuss the importance of cultural |®ponTansHbIi
awareness in business. OTIpOC, IPOBEPKa
Vocabulary: Idioms for talking about JIOMAIITHETO 3aaHus,
business relationships. HaIKMCaHUe
Grammar: Advice, obligation and necessity. |coo0muieHwusl.
Reading: Culture shock.

Listening: An interview with the manager of
a cultural training centre.
Skills: Social English.
Case study: Prepare a talk on business
culture.
9. International  [Speaking: Discuss the development of dpoHTaNbHBIH
Markets international markets. OIIpoC, MPOBEPKA
Vocabulary: Expressions for talking about  |momamsero 3aganus,
free trade. CIIOBApPHBI JUKTAHT.
Grammar: Conditions.
Reading: Trade between China and the US.
Listening: An interview with an expert on
negotiating.
Skills: Negotiating.
10. Competition  [Speaking: Do a quiz on how competitive you (@poHTaIbHBIM

are.
Vocabulary: Idioms from sport to describe
competition.

Grammar: Passives.

Listening: An interview with a manager from
the competition Commission.

OIIpOC, MPOBEPKA
JIOMAILIHET0 3aJaHMsl.
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Reading: Head to head competition.
Skills: Negotiating.

11. 3auer

2.3.4 IlpumepHasi TeMATHKA KYPCOBBIX padoT (IPOEKTOB)

KypcoBsie paboTsl — HE IPETYCMOTPEHBI.
2.4 IlepeueHb Y4ueOHO-METOAMYECKOr0 o0ecmevyeHUs] IJIsi CAMOCTOATENbHON pPadoThI
00y4yaIuxcs Mo JUCHUILINHE «/[eJ10B0ii HHOCTPAHHBIH A3BIK)

[Tepeyenn yueOHO-METOIUUECKOTO OOECTICUSHHS JUCIIUIUIUHBI TI0
HaumenoBanue

Ne BBITIOJTHEHUIO CAaMOCTOSITENIbHOM paboThl
pazznena (Tembl)
1 2 3
1 Organisation |1. Meroauueckue yKa3aHUs [0 OpPraHU3AIlMA CaMOCTOSITEIBLHON

paboTel MO  JAMCLUHUILIMHE «MHOCTpaHHBIM  A3BIK B
npodeccHoHAIbHOU  cepe»,  yTBepXKIeHHBIE  Kadempoit
AHTJIMICKOTO s3bIKa B TMpodecCHoHaNbHOU cepe, mpoTokos Ne
10 ot 02 mrons 2017r.

2. Market Leader Intermediate. 3rd Edition: Business English
Course Book// David Cotton, David Falvey, Simon Kent. -
[Harlow, Essex (U.K.)]: [Longman/Pearson Education], 2010. —
175 pp.

3. Market Leader Intermediate. 3rd Edition: Teacher’s Resource
Book// Bill Mascull. - [Harlow, Essex (U.K.)]: [Longman/Pearson
Education], 2010. — 215 pp.

2 Human 1. Market Leader Intermediate. 3rd Edition: Business English

Resources  [Course Book// David Cotton, David Falvey, Simon Kent. - [Harlow,

Essex (U.K.)]: [Longman/Pearson Education], 2010. — 175 pp.

2. Market Leader Intermediate. 3rd Edition: Teacher’s Resource

Book// Bill Mascull. - [Harlow, Essex (U.K.)]: [Longman/Pearson

Education], 2010. — 215 pp.

3 Travel 1. Market Leader Intermediate. 3rd Edition: Business English

Course Book// David Cotton, David Falvey, Simon Kent. - [Harlow,

Essex (U.K.)]: [Longman/Pearson Education], 2010. — 175 pp.

2. Market Leader Intermediate. 3rd Edition: Teacher’s Resource

Book// Bill Mascull. - [Harlow, Essex (U.K.)]: [Longman/Pearson

Education], 2010. — 215 pp.

4 Brands 1. Market Leader Intermediate. 3rd Edition: Business English

Course Book// David Cotton, David Falvey, Simon Kent. - [Harlow,

Essex (U.K.)]: [Longman/Pearson Education], 2010. — 175 pp.

2. Market Leader Intermediate. 3rd Edition: Teacher’s Resource

Book// Bill Mascull. - [Harlow, Essex (U.K.)]: [Longman/Pearson

Education], 2010. — 215 pp.

5 Change 1. Market Leader Intermediate. 3rd Edition: Business English

Course Book// David Cotton, David Falvey, Simon Kent. - [Harlow,

Essex (U.K.)]: [Longman/Pearson Education], 2010. — 175 pp.

2. Market Leader Intermediate. 3rd Edition: Teacher’s Resource

Book// Bill Mascull. - [Harlow, Essex (U.K.)]: [Longman/Pearson

Education], 2010. — 215 pp.
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6 Advertising |1 Market Leader Intermediate. 3rd Edition: Business English
Course Book// David Cotton, David Falvey, Simon Kent. - [Harlow,
Essex (U.K.)]: [Longman/Pearson Education], 2010. — 175 pp.

2. Market Leader Intermediate. 3rd Edition: Teacher’s Resource
Book// Bill Mascull. - [Harlow, Essex (U.K.)]: [Longman/Pearson
Education], 2010. — 215 pp.

7 Leadership  |1. Market Leader Intermediate. 3rd Edition: Business English
Course Book// David Cotton, David Falvey, Simon Kent. - [Harlow,
Essex (U.K.)]: [Longman/Pearson Education], 2010. — 175 pp.

2. Market Leader Intermediate. 3rd Edition: Teacher’s Resource
Book// Bill Mascull. - [Harlow, Essex (U.K.)]: [Longman/Pearson
Education], 2010. — 215 pp.

8 Cultures 1. Market Leader Intermediate. 3rd Edition: Business English
Course Book// David Cotton, David Falvey, Simon Kent. - [Harlow,
Essex (U.K.)]: [Longman/Pearson Education], 2010. — 175 pp.

2. Market Leader Intermediate. 3rd Edition: Teacher’s Resource
Book// Bill Mascull. - [Harlow, Essex (U.K.)]: [Longman/Pearson
Education], 2010. — 215 pp.

9 International |1. Market Leader Intermediate. 3rd Edition: Business English
Markets Course Book// David Cotton, David Falvey, Simon Kent. - [Harlow,
Essex (U.K.)]: [Longman/Pearson Education], 2010. — 175 pp.

2. Market Leader Intermediate. 3rd Edition: Teacher’s Resource
Book// Bill Mascull. - [Harlow, Essex (U.K.)]: [Longman/Pearson
Education], 2010. — 215 pp.

10 Competition  |1. Market Leader Intermediate. 3rd Edition: Business English
Course Book// David Cotton, David Falvey, Simon Kent. - [Harlow,
Essex (U.K.)]: [Longman/Pearson Education], 2010. — 175 pp.

2. Market Leader Intermediate. 3rd Edition: Teacher’s Resource
Book// Bill Mascull. - [Harlow, Essex (U.K.)]: [Longman/Pearson
Education], 2010. — 215 pp.

Y4eOHO-MEeTOIMYECKHe MaTephallbl ISl CAMOCTOSITEILHONH Pa0OThI OOYYAIOMIMXCS W3
Yrcia MHBAJIHJIOB U JIAI C OTPAHMYCHHBIMH BO3MOXHOCTSIMH 3110poBbst (OB3) npenocTaBiisitoTcst
B (hopMmax, alaiTUPOBAHHBIX K OTPAHHUYCHHSIM UX 37I0POBbS U BOCHIPUSATHS HH(DOPMAIIHH:

J1J1s1 JIAI] C HApYIICHUSIMUA 3PCHHS:

—B TICYATHOH popMe YBEITMUYCHHBIM MIPUDTOM,

— B JOpMeE DIIEKTPOHHOTO JOKYMEHTA,

— B (hopMe ayauodaiina;

J7is 11 ¢ HapyIICHUSMHU CTyXa:

— B miedaTHoi opme,

— B (hopMe PIIEKTPOHHOTO JOKYMEHTA.

J7is 11 ¢ HapyIIeHUsIMHA OTIOPHO-BUTATENIFHOTO anmapara:

— B miedaTHoi opme,

— B (hopMe PNEKTPOHHOTO JOKYMEHTA,

— B popme ayauodaiina.
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4. Oo6pa3oBarejibHbIE TEXHOJIOTHHU

Crnenuduka TUCHUIUIMHBI MPETyCMAaTPUBACT HMCKIIOYUTEIBHO MPAKTHUYECKUE 3aHITHAL
[Ipu oCBOEGHMHM AMCIUILTUHBI UCTIONB3YIOTCS 00pa3oBaTeNbHbIE TEXHOJIOTHH, MPEIoIararonme
aKTHBHBIE WM WHTEPAKTHBHbIE (OPMBI TPOBEICHHS 3aHATHH, a WMEHHO: pOJieBas WIpa,
MpE3eHTaIs], MO3TOBOM IITYpM Ha HAa4YalbHOW CTaJWW BBEIEHHUS TEMbI, JEJIOBas Wrpa Ha
3aKIIOYMTENBHBIX CTYNEHSX OCBOCHHWS UCHUIUIMHBL, JHUCKyccus, pabota ¢ HHTepHer
WCTOYHHKAaMH, pedepupoBanue crateit, paborta ¢ DVD-ROM k yuebHOMY KOoMmMiekcy “Market
Leader Intermediate. 3rd Edition: Business English Course Book”. [lns opranuzaruu
CaMOCTOSTEILHOW Pa0OTHI TpeIaracTcss aKTHBHO HCIIOJIb30BaTh 3amanus w3 Market Leader
Intermediate. 3rd Edition: Teacher’s Resource Book, paboty ¢ ucrounukamu B MHTepHETE 1151
MOATOTOBKH pedepaTuBHBIX 3amaHuid. [l U ¢ OTpaHMYCHHBIMH BO3MOXHOCTSIMH 37I0POBBS

MpeAyCMOTPEHA OpraHU3aIMs KOHCYIbTAIIUN C MCIOJIb30BAHUEM DJICKTPOHHOMN TTOYTHI.

5. OuneHoyHble cpeacTBa s TeKYLIero KOHTPOJS YCIeBaeMOCTH U TPOMEKYTOUYHOMH
arTrecTanuu

4.1 ®oHA OLIEHOYHBIX CPE/ICTB ISl MPOBeeHUs TeKyllel aTTecTaluN

Texymmuii KOHTPOJIb OCYIIECTBIAECTCS B XOJIe¢ y4eOHOro mporiecca Ha j1abopaTOpHO-
MPAKTUYCCKUX 3aHATUAX, TAC OLCHUBAKOTCA OTBCTbBI CTYACHTOB, KadY€CTBO BLINIOJIHCHUA
JOMAITHUX paboT, WHIAMBUAYaTbHBIX 3amanuii. OH peanusyercs B (opme (pOHTAIBHOTO
onpoca/6ecem>1, IMPOBEPKHU BHEAYAUTOPHOI'O UTCHUSA, ITMCbMCHHBIX pa60T, JAUCKYCCHUHU.

Tembl qUCKyCCHit
no qucuunanae < MHoCcTpaHHBIH A3BIK B MpodeccHoHAIBLHOM chepe»
Pasznen 1 «Opranu3anusi: OCHOBHbIE XapPAKTEPUCTUKH M THIIbI KOMITAHU»

Tema AUCKYCCHUMU: 06C}’I[I/ITB B I'pynmi€e OCHOBHBIC BHJbI OpraHU3alilu 6H3Heca, ux
XapaKTCPHBIC YCPThI, IPCUMYIICCTBA U HCJOCTATKU. CJ'IGILYIOH_[I/Ie BOIIPOCHI TIOMOT'YT BBICTPOUTH
X0l IUCKYCCHUH.

1. Would you like to work in a big company or corporation? Why/ Why not?

2. Which people in an organization have their own office? Do they have their own office
because of: seniority, a need for confidentiality, the type of work they do?

3. What shows a person’s status in an organization? Think of a reserved parking space, an
office with a view, a uniform, a personal business card, etc.

4. What departments comprise company structure? What are their responsibilities? Would
you like to work for any of them? Why/ Why not?

5. What is perks? What perks appeal to you the most?
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6. How are most companies organized?

7. Would you like to work for a company where the headquarters make the major decisions
or for one in which regional offices are given considerable decision-making powers?

Paznen 2 «PaGoray»

Tema nuckyccuu: naTh pasBEepHYTHIA OTBET Ha BOHpochl: «Kakue (akTopsl SBISIOTCS
pemaromuMMu  1pu  OpuemMe Ha paboty?», «Kakwe (akropel HE YYHTHIBAIOTCS IIPH
TPYJAOYCTPOUCTBE?». A Takke BBICKa3aTh CBOE€ MHEHHUE OTHOCHUTEJIBHO CIEIYIOIINX
YTBEPKICHUM:

1. At work, appearance is more important than performance.

2. You should keep your private life totally separate from your work.
3. People don’t change much during their working lives.

4. 1It’s best to work for as few organisations as possible.

5. Everybody should retire at 50.

Pasznen 3 «IlyremecrBue»

Tema muckyccuu: oOCyIWTh B TpYNIE OCHOBHBIE BOMPOCHI, CBSI3aHHBIE C
ABHAIICPCBO3KaMH U PASMCIICHHUEM B I'OCTHHHIAX, PACCMOTPETH MPECUMYIICCTBA U HEAOCTATKU

JIEMICBBIX U JOPOTHX aBUATMHUN. Clieyomue BOMPOCHl IOMOTYT BBICTPOUTD XOJI TUCKYCCHU:

1. How often do you travel by air? Rail? Road and sea?
2. Do you enjoy travelling? What don’t you enjoy about it?
3. Which is more important to you when you travel: comfort, safety, price, reliability,

speed? Justify your point of view.

4. What irritates you most when you go travelling?
5. What factors do you consider when choosing an airline?
6. What is important for you when staying in a hotel?

Pa3nen 4 «®@opMupoBaHue TOProBoro opeHaa»

Tema AUCKYCCHUMU: O6CYI[I/ITB B TPYIIIC OCHOBHBIC BOIIPOCHI CO3AaHHsA, IMOAACPIKAHUA,
3allIMTBI U ITPOJABHUKCHHA 6peH,I[OB. CJ'IG)IYIOH_[I/IG BOIIPOCHI ITIOMOT'YT BBICTPOUTH X0 JUCKYCCHUU:
1. Do you prefer branded goods to unbranded goods? Why/ Why not?

2. Can you name any international or domestic brands you prefer? What image and qualities
does each one have?

How loyal are you to the brands you’ve named? Why do people buy brands?

Why do you think some people dislike brands?

How can companies create brand loyalty?

© U~ w

Can you give any example of successful or unsuccessful brand-stretching?
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7. Think of a cheap or expensive idea for a product launch?
Paznen 5 «M3menenns»
Tema muckyccuu: oOCyIUTh B TPyIIe OTHOLIEHHE CTYJACHTOB K IEpeMeHaM B paboTe u
WX JKM3HHU, B 0011eM. B X0/1€ TUCKyCCHU CTYIEHTHI OTBEYAIOT Ha CJICAYIOIIUE BOIIPOCHI:
1. Which of these situations would you find most difficult to deal with?
a) Moving house
b) Driving abroad
c) Losing a pet
d) A new boss
e) Moving to another country
f) Changing your job
g) Getting married (again!)
h) New neighbours

2. Which of these business situations would worry you most? Why?
a) You find out that your company will be merging with another company.
b) You keep your job after a merger, but you are in a less powerful position.
c) You keep your job after a merger, but you have to take a salary cut.
d) Your company has to relocate to the other side of the city.
e) You are asked to relocate to a foreign country.
f) You are promoted, but are now in charge of a hostile workforce.
g) You have to move from your own office to a large, open-plan office.
h) You have to work with a completely new computer system.
i) You have to decide who to make redundant in your new department after a merger.
J) Your company language becomes English.

Pa3gen 6 «Pexiama»

Tema AUCKYCCHUMU: O6CYI[I/ITB B TIpYIIIC PpOJIb PCKIaMbl B XHU3HH 06H_IGCTBa, BHU/IbI
PCKIIAMBI, CIIOCOOBI PEKIIAaMHUPOBAHUA TOBapa, a TaKXKCE paso6paTL KOHKPCTHBIC PCKIAMHBIC
00BSBIEHUS (I/IX CUJIBHEBIE U CIIa0bIe CTOpOHLI). CHGI[}/'I-OH_II/IG BOIIPOCHI TIOMOTYT BBICTPOUTH X0
AUCKYCCHUU:

1. What makes a good TV advertisement?

2. Do you think that these advertising practices are acceptable? Are any other types of
advertisement offensive?
a) Using children in advertisements

b) Using actors who pretend to be ‘experts'
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¢) Using nudity in advertisements

d) Using 'shock tactics' in advertisements

e) Promoting alcohol on TV

f) Comparing your products to your competitors' products

g) An image nashed onto a screen very quickly so that people are influenced without
noticing it (subliminal advertising)

h) Exploiting people's fears and worries

Which of the following statements do you agree with?

a) People remember advertisements, not products.

b) Advertising has a bad influence on children.

c) Advertising tells you a lot about the culture of a particular society.

Pasznen 7 «JIupepcrBo»

Tema nuckyccuu: oOCyIuTh B TpYIIE OCHOBHBIE KayecTBa XOPOIIEro PYKOBOJUTENIS,

MMPUBECTU MMPUMEPHI BBIAAIOIIUXCA JTUACPOB B UCTOPUHU, BBIACHUTB, €CTh JIM TCHACPHBIC pa3jInuuAd

B CTUJIAX PYKOBO/JICTBA. CJ'IG)IYIOI]_[I/IG BOITPOCHI IOMOTYT BBICTPOUTE X0 JUCKYCCHU:

1.

4.
S.
6.

Which modern or historical leaders do you most admire? Which do you admire the least?
Why?

What makes a great leader? Write down a list of characteristics. Compare your list with other
groups.

Are there differences between men and women as leaders? Why have most great leaders
been men?

Do you think great leaders are born or made?

Do you think first-born children make the best leaders?

What is the difference between a manager and a leader?

Pa3nen 8 «busHec KyJabTypbl B pa3HbIX CTPAHAX»

Tema AUCKYCCHUMU: O6CYI[I/ITB B I'pylIie, 4TO TaKO€ Ou3Hec KYJIbTYypa U KaKOBbI CXOACTBA U

pasimuus ousHec KYJIBTYPD B Ppa3HbIX CTpaHax. HI/ICKyCCI/IH BBICTPAUBACTCA € IIOMOLIbBIO

CJICAYIOIUX BOIIPOCOB:

1.
2.
3.

What do you miss most about your own culture when you go abroad?

Why is cultural awareness important for businesspeople? Give examples.

What is culture? What factors do you think are the most important in creating a culture? Give
your reasons.

Do you think cultures are becoming more alike? Is this a good thing or a bad thing?
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5. How important are these things when doing business in your country? Are they a) important,
b) not important or c¢) best avoided?
a) exchanging business cards
b) shaking hands
c) bowing
d) kissing
e) being formal o r informal
f) punctuality
g) humour
h) eye contact
Paznen 9 «MexayHapoaHble pbIHKH
Tema nuckyccun: o6CyAUTDH B TpyNIe KaKk Pa3BUBAIOTCS HA CETOAHSIIHUN JIEHb
MCKAYHAPOAHBIC PBIHKH U KaK OHU BJIMAIOT Ha HAIly )KWU3Hb, HAIIY OpraHru3alyio 1 Hally
ctpany. Crneayromue BOIPOChl MIOMOTYT BBICTPOUTH X0 TUCKYCCHMU:
1. How has the development of international markets affected:
a) Yyou as a consumer? b) your company/institution? c) your country?
How do you think international markets will develop in the future?
What is free trade?
To what extent do you have free trade in your country?

Should certain industries in your country be protected? If so, which ones?

o g~ w D

Is free trade always a good thing, in your opinion?
Pasznea 10 «Konkypenuus»

Tema AUCKYCCHUHM: CTYACHTBI OTBCYAIOT Ha psAd BOIIPOCOB, YTOOBI IIOHATH, Ha CKOJIBKO
Pa3BUT B HUX COpCBHOBaTeJ'IBHHﬁ AyX. I[anee B XOJ4€ JUCKYCCUHU O6CY)KI[8.IOTC}I cleayromue
BOIIPOCHI:

1. Have you ever felt you were flogging a dead horse
a) at work? b) in your private life?
2. Which companies are ahead of the game in your industry or the industry you would like to
work in?
3. Can you give an example of a situation when someone
a) moved the goalposts?
b) you were in the driving seat? How did you feel?
4. Name some major players in the following industries: automotive, telecoms, computing,

electronics, an industry you know well.
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Tembl 1e10BBIX UTP
no aucuunanHe «AHoCTpaHHbIN A3BIK B IpodeccnoHaILHOI cepe»
Pazgen 1 «Opranusanusi: 0OCHOBHbIE XapAKTEePUCTHUKH M THIIbI KOMIIAHUI»
1. Tema nenoBoii urpsl: «Berpeua pykoBoAUTENS] KOMIIAHUU € TIPEICTABUTENSAMU KOJJIEKTUBAY.
2. KoHuenuus urpsl: IpeICTaBUTENN KOJJIEKTUBAa OPraHU30BAJIM BCTpedy ¢ paboTojaarenem, Ha
KOTOpO#l mpejyiaraercst OOCYAUTh BO3MOJKHBIE BapUaHThl NPEAOCTABICHUS JIOTOJHUTEIbHBIX
JBIOT TEM COTPYAHUKAM, KOTOPHIE NIOKA3AJIM HAWIIyYIIUE PE3YNbTaThl 3a OIPEACICHHBIN IEPHOT
TPYLOBOM AESATEIBHOCTH.
3. Pomu:
- PYKOBOJUTEb KOMIIAHUU;
- IIPEJICTAaBUTENIA KOJIJIEKTHBA.
4. Oxwunaembiii (€) pe3yiabTaT (bI): TPHHATHE COOTBETCTBYIOIIETO PEMICHUS IO KaXIOMY

COTPYIHHUKY.

WNHcTpykuuny uist IpOBEIEHUS POJIEBON UI'PBI HA AHTJIMMCKOM SI3BIKE

The employee representatives and the employer are discussing the terms of providing fringe
benefits for the company’s top-performers.

The employer says that to retain good staff and to encourage them to give off their best while at
work requires attention to the financial, psychological and even physiological rewards.

The employee representatives agree that to reward the best workers of the company with a mere
pay cheque is not enough. Some other benefits should be offered to them.

Here is a list of additional advantages which could be provided by the employer to supplement
these workers’ regular pay and which are to be discussed at the meeting.

- expense account;

- free health insurance;

- paid leave;

- reimbursement of transportation costs;

- company holidays;

- pension;

- luncheon vouchers.

These benefits are supposed to be distributed among the mentioned above employees according

to the results of their performance appraisal.
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Paznen 2 «PaGoray»

1. Tema nemomoit wrpel: «TenedoHHBIH pPa3roBOp MEXKIY COTPYIHUKOM OTIENA KaApPOB
yHUBEpMara u CIelraJIicTOM KaJpoBOro areHTcTea “Omnia’”y.

2. KoHuenmusi Urpbl: COTPYIHHUK OT/ENa KaIpoB YHHBEpMara 3BOHUT MO Tesie()OHY B KaJpOBOE
areHTCTBO U 00CY)KJIaeT yCIOBHsI HaliMa Ha paboTy BpEMEHHBIX pAOOTHUKOB.

3. Ponu:

- COTPYAHUK OTJeJIa KaJpOB YHUBEpMAra,

- CIIELIMAJIMCTOM KaJpoBOTo areHTcTBa “Omnia”.

4. OxunaeMblit (€) pe3yabTaT (bl): YTOUHEHHE JIeTalel KOHTpaKkTa pabOTHUKOB, TPUHUMAEMBIX

Ha paboTy B yHUBEpMAr.

WNHcTpyknuny uist IpOBEIEHUs POJIEBOW UI'PBI HA AHTJIMMCKOM SI3BIKE

Role-play this telephone situation in pairs. A department store will be hiring a number of
temporary workers from Omnia Employment Agency. The Human Resources Manager calls the
agency to discuss some of the terms and conditions of the contract. Read your role cards. then
role-play the call.

Human Resources Manager

You are the Human Resources Manager for the Dolphin Department 5tore. Before you start
using the Omnia Employment Agency, you need the following information. Call the agency,
identify yourself, state the purpose of the call and get the necessary information.

Ask about:

* introductory fees (If so, how much?)

* the hourly wage for temporary workers

* minimum period to hire a temporary worker (If so, what is it?)

* how much to pay if a temporary worker does overtime o r weekend work

» work permits (Who arranges them?)

» travel expenses of temporary workers (Who pays them?)

» when to pay for temporary workers.

Employment agency consultant

You will receive a call from the Human Resources Manager of Dolphin Department Store.

The manager will ask you some questions. Here are the details:

* An introductory fee is charged: 25% of worker'S first pay cheque.

* The hourly wage for temporary workers is €12.
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* There is a minimum charge of four hours per day for all temporary workers.

 Overtime: company pays time and a half; Saturday/Sunday rates: double the hourly rate.

* Agency is responsible for work permits.

* Travel expenses of workers paid for by the client.

* The agency bills clients each week for the total hours worked by tem porary staff.

Paznen 4 «®@opmupoBaHue TOProBoro Gpenaa»

1. Tema nenoBoil wurpel: «lleperoBopsl MeXIy HCIOJHUTENIBHBIM JUPEKTOpOM OaHKa U
PYKOBOJIUTEINIEM OT/IEa POSHUYHOTO OAHKOBCKOTO OOCTYKHBAHHSY.

2. KoHuenmus urpsl: UCTIOJHUTEIBHBIN JUPEKTOP OaHKa W PYKOBOAWTENH OT/eNa POSHUYHOTO
0AaHKOBCKOro OOCITY)XMBaHHUS OOCYKIAlOT BO3MOXXHOCTb 3aKpbITHS YOBITOYHBIX (PHIIMATIOB C
LEJTBI0 COKPAIICHUS 3aTPaT U MHBECTHPOBAHUS B IPYTrHe CHEpHI.

3. Pomu:

- TJIaBHBIN UCTIOJTHUTENBbHBIN TUPEKTOp OaHKa;

- PYKOBOJIUTENb OT/ENIa PO3HUYHOTO 0AHKOBCKOTO OOCITYKUBAaHHUSI.

4. Oxupaemblt (€)  pe3ynabTar (bl): JOCTIKEHHE KOHKPETHBIX pELIEHH IO BOIpOCYy

COKpAIIICHUS 3aTpart.

HNHCTpyKIMU 17151 MPOBEACHUS POJIEBOM UT'PhI HA AHTJIUMCKOM SA3bIKE

Step |
Before starting the negotiation review the following tips. These keys will unlock your ability to

get the best deal possible under any circumstances.

1. Preparation is Key

Find out about the party you're negotiating with so you can capitalize on your strengths and the
party's weaknesses.

2. Have a Strategy

It is the basic principle that is applied to every negotiation.

3. Find the Leverage

In addition to exploiting the other party's weaknesses, concentrate on taking maximum ad-
vantage of your strengths.

4. The Offer

An offer is more than just a dollar amount. It must encompass all of the elements of the bargain

and will normally comprise the basis for a contract that formalizes the agreement.
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5. Go For a Win-Win Solution

Throughout the negotiation, try to determine what you believe to be an acceptable outcome for
the other party.

6. Closing the Deal

Always have the endgame in mind as you plot your strategy.

Step 11

Role-play this negotiation.

Student A: Chief Executive of the Bank

You want to close branches (10 per cent of the total number):

1) in towns where there are too many;

2) where the building could be sold to developers for other uses? For examples to be
transformed into bars or restaurants.

This will allow the bank to invest more in its online banking operations and other activities.
Student B: Head of Retail Banking

You are against branch closures because the bank:

1) needs to be visible everywhere, even if some branches are unprofitable;

2) cannot depend completely on its website. For example customers need somewhere to pay
in cheques.

3) can make good profits in branch banking — what you call “good old-fashioned banking”.

Pasznea 10 «Konkypenuus»

1. Tema pnenoBoii wurpel: «lleperoBopsl MEXIy BIAICNbIIEM PO3ZHUYHOTO MaraspHa u
MPEACTaBUTEIIEM KOMIIAHUH-TTPOM3BOAUTEIIS MAMITYHS JUIS )KEHIIHUH “Sheen”y.

2. KoHmemumst wurpbl: Biajgenel] PO3HUYHOTO MarasMHa | MPEACTaBUTEIb KOMIIAHUH-
MIPOU3BOJIUTENS IIAMIYHS A7 KeHIIUH “Sheen” o00CYXIarOT BO3MOKHOCTH OCYIIECTBIICHUS
MOCTaBOK JJAHHOTO IIAMIYHS B Mara3uH Ha BBHITOJAHBIX ISl 000OUX CTOPOH YCJIOBHSIX.

3. Pomu:

- BJaJieNiel] pO3HUYHOTO Mara3uHa,

- MPeACTaBUTENh KOMITAHUU-TTPOU3BOTUTENS IIIAMITYHS 7S KeHIuH “Sheen”.

4. OxunaeMslii (e) pe3yabTaT (bl): JOCTHKEHHE KOHKPETHBIX PEIIeHH M0 BOMPOCaM MOCTaBOK

IIaMITyHd B MarasuvH.
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HNHcTpykuun Uit IpOBEIECHUS POJIEBOM UI'PBI HA aHTVIMMCKOM SI3BIKE

Role-play the negotiation between a store owner and the man ufacturer of
Sheen, a hair shampoo for women. Be diplomatic.

Store owner

* You want to order 50 bottles of Sheen at the quoted price.
* You want a 10% discount.

* You want 60 days' credit.

* You want delivery in two weeks.

Shampoo manufacturer

* You get a bonus if the order is over

100 bottles.

* You don't give a discount for orders

of less than 100 bottles.

* You want payment on delivery.

* You can deliver in three weeks.

Keiic 3apaumn no qucuuiuinie «AHoOCTpaHHbI A3bIK B IPo()ecCHOHANBLHOI cdepe»
Pa3nen 2 «Padora»
Keiic na Temy: «Bpi0op kaHIuAaTa HA TIOCT YIPABJIAIONIETO ceTu pUTHEC KiyOoB B bpazumuu».
[Ipouenypa peiieHus: KEHCOB:
[TepBriil 3Tanm — 3HaKOMCTBO C CUTYallUEH.
Bropoii sTan — BhleneHHEe OCHOBHOM MpOOJieMbl, (PaKTOPOB U MEPCOHAIUN, KOTOPHIE MOTYT
pealibHO BO3/CMCTBOBATH HA CUTYALIUIO.
Tpetuii aTan — npeuiokeHne KOHIENIMA WIH TeM JJISl «MO3TOBOTO HITYPMa.
UeTBepThIil 3Tan — aHAJINU3 MOCIEICTBUI MPUHATHS TOTO WA HHOTO PEIICHUS.
[Iateiii sTam — pemieHue Kedca — NPEUIOKEHHE OJHOTO MM HECKOJBKHUX BapHaHTOB
(mocnenoBaTeNIbHOCTH  JIeMCTBUI), yKa3aHWE Ha BO3MOXXHO€ BO3HHUKHOBEHHME MHpoOIeM,
MEXaHU3MBbl UX MPEJOTBPALCHUS U PEIIECHUSI.
Cumyayus: AMepukanckas ceth puTHec Ki1yooB “Fast Fitness” pemiuia pacumpsrts cBowo chepy
BnusiHus B HOkHOM AMepuke M OTKPBITH IIECTh HOBBIX KIy0OB B bpasuwnuu. OnHako naHHBIE
KIyObl HE TOJB3YIOTCS OosbIIMM ycmexoMm y xkurtenei r. Can-Ilayny u kKoMmmaHusi TepnuT
yOBITKH. YUJeHbI MpaBJIeHUS KOMIIAHUM TPOBOAAT 3acelaHue, Ha KOTOPOM MpeIaraiorcs K

PACCMOTPCHUIO PE3IOME YCTBIPCX OCHOBHBIX KaHAWAATOB HA IMOCT HOBOI'O YHPABJIAIOMICTO CCTH
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¢utHec KIyOo0oB B bpasmnmu. O6cymute cuibHble W ciaaOble CTOPOHBI KaKIOTO KaHAWZATa U
NPUMUTE OKOHYATEIIHOE pelieHHe, KOTro HaHATh Ha pabory. Hanwmmure mmcemMo ¢

IIPEIOKEHUEM O TPYA0YCTPOUCTBE BHIOPAHHOMY KaHANUJATY.

WNHcTpykuuny Uit IpOBeIeHUs KENCa Ha aHTJIMKACKOM SI3bIKE

You are directors of Fast Fitness.

1. Study the file cards on the four shortlisted candidates on the opposite page. Hold a meeting to
discuss the strengths and weaknesses of each person. Try to rank the four candidates in terms of
their suitability for the job.

2. Listen to the interview extracts with each of the candidates and come to a final decision

on who should get the job.

Write a letter offering employment to the successful candidate.

Tunosble KOHTPOJIbHBIC 3aJaHUS 110 JTUCHUIIJIHHE

«HOCTpaHHBII A3bIK B NIpodeccuoHaNbHOM cepe»

LISTENING
Track 2
A Listen to the interview with Alicia Chavez, an expert in news media and new technology.
Choose the correct answer - a, b or ¢ - to the questions below. You will hear the interview twice.
1 What does Ms Chavez say about newspapers?

a) They will soon be replaced by the Internet.

b) They need to change.

c) They are losing money.

2 What does Ms Chavez say about the newspaper business?
a) It’s becoming easier.
b) It’s becoming more challenging.

c) It’s always been very difficult.

3 What does Ms Chavez say is the main source of income for newspapers?
a) Sales
b) Marketing services

C) Advertising

4 What does Ms Chavez say newspapers should do?
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a) Publish on the Internet
b) Encourage readers to buy new devices
C) Understand the technology that people use
5 How does Ms Chavez say that online content will be paid for mostly?
a) By advertising
b) By users paying for it directly, for example, through subscriptions
C) Through the sale of electronic reading devices
6 What does Ms Chavez say about TV?
a) The TV business and the newspaper business are similar.

b) TV will probably be replaced by the Internet.

C) When it was invented, it didn’t end the newspaper business.
LANGUAGE
A Choose the correct words to complete each sentence.
7 (I’m going to visit / I visiting) the factory in Itami next week.
8 Have you (ate / eaten) lunch yet?
9 We’re (worked / working) very hard this week to meet the deadline.

10 (He move / He’s moving) from Brussels to Riyadh in October.

11 We (have / having) a staff meeting every Monday morning.

12 They’ve (decided / going to decide) to close the Barcelona office.

13 My company (producing / produces) brake parts for cars.

14 My fight (arrives / arrived) next Tuesday at noon and my first meeting is at two o’clock.
15 She (goes / has went) to New York about three times a year.

16 (We’ve invested / We investing) about two million dollars in R&D so far this year.

17 | usually (take / am taking) a taxi when I go to head office.

18 We (are being / are) very busy these days.

READING

Read the article about brands.

Brands through people
By Simon Glynn
What makes consumers choose one airline over another or one mortgage provider over its

rival?
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Our research shows that your reaction to a brand depends on your experience of buying,
using or owning it and not just on advertising. The most important part of that experience is
often your personal interaction with people. This is an area that most companies don’t
understand or invest enough in.

Take airlines. Satisfaction with cabin crew contributes more to people choosing the same
airline again than other factors.

Why do companies not spend more on their people when there are clear benefits? Here
are two common reasons.

It’s too expensive

Many organisations know that people matter. But they don’t invest in this area because
they think it is a luxury they cannot afford. And it’s true that some role models, such as the Four
Seasons hotel group or Virgin Atlantic Upper Class, would be too expensive for most to copy.

But there are smart, affordable solutions that create a lot of brand value out of only a little
customer interaction. First Direct earns the highest level of customer recommendation of any UK
bank through just the telephone contact with its customers.

Customers at QVC, the market-leading television shopping channel, value their
interaction with the station’s people — in this case not the call centre staff who take the shopping
orders, so much as the relationship that viewers believe they have with QVC’s onscreen
presenters.

The importance is not clear
Satisfaction surveys can hide the importance of people. For example, choosing a mortgage is
often very influenced by counter staff in a bank or building society. Research with customers at
the critical stage, where they have received a quote but not yet signed a document, shows that
their interaction with the mortgage provider’s representative is the biggest single influence on
their choice.

It is bigger than perceptions of the products and fees, which are often the subject of the
brand’s advertising and communications. Yet in the same research conducted after the loan is
given, customers may have forgotten the good customer service they received and may focus
more on general brand impressions. If you conduct your research at that point — and this is often
the case — the very important role that your staff have played will not be clear. FT
A Now decide if these statements are true or false.

19 Advertising is by far the most important way of supporting a brand’s image.
20 Companies often don’t invest enough in counter staff.

21 Customers may become loyal to an airline if they like the cabin crew.
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22 Spending money on employee training generally isn’t very beneficial to a company.
23 Most companies need to understand more about how customers behave.
24 Four Seasons and Virgin Atlantic have invested a lot in their people to build brand value.

B Choose the best word or phrase to complete these sentences.

25 First Direct has created high customer satisfaction with interaction.
a) only a little  b) frequent C) Internet-only

26 QVC customers feel that they have with the company’s presenters.
a) little time b) a relationship ¢) two-way communication

27 don’t always give a clear understanding of customers.

a) Satisfaction surveys b) Sales figures c¢) Perceptions

28 Mortgage customers’ experience with staff is influence on their

decision to buy.
a) not considered a big b) almost never an C) the most important

29 It is important to ask customers’ feelings

a) at the right time b) before they become angry  ¢) about
advertising

30 Brand advertising and communication often focuses on

a) customer satisfaction b) staff ) products and fees

SKILLS

A Complete the conversation with the words in the box.

see  feel getdown hang on need talk about don’t think don’t

offer

Jan  OK, let’s 31 to business. The aims of this meeting are to
32 the training budget for this year, and to —

Pat In my opinion, we 33 to work on team building. |
34 that we —

Jan  Could you just 35 a moment, please? The other purpose of this

meeting is to agree the new seating arrangement. OK, now, how do you 36

about training, Pat?
Pat  Sales could be better. I don’t think our sales staff understand the product. Why

37 we plan a product training day soon?
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Jan | 38 what you mean but I think we need to do more. May we could

39 incentives, too.

B Put the sentences into a logical order to make a conversation.

a) This is Lee Simpson.

b) No problem. How about Tuesday at ten o’clock?

C) Great. So I'll see you on Tuesday. Goodbye.

d) I’d like to speak to Lee Simpson, please.

e) Hello, Lee. This is Dana Kirk. We’ve got an appointment next Monday but I’'m afraid
something’s come up. Could we fix another time?

f) That’s OK for me.

40 43
41 44
42 45
VOCABULARY

A Match the sentence beginnings (46-51) with the best endings (a—f).

46 | prefer to take only carry-on a) of our soft drinks in a popular TV show.

47 The T-445 is the market b) class when we travel for work.

48 When the New York branch is downsized, c) leader, but the challenger is
selling very well.

49 To keep costs down, we all fly economy d) about fifty jobs will be cut.

50 After the new system is installed, we’ll retrain e) the staff to use it.

51 We had a good result from the placement f) baggage when | travel by air
B Choose the best word or phrase to complete these sentences.
52 We need to decision-making to give middle management more
control.
a) relocate b) relaunch c) decentralise
53 Customer means consumers like to keep buying our brand.
a) image b) loyalty c) awareness
54 Americans usually say for a ‘single’ ticket.
a) round-trip b) one-way C) return
55 After the new team have had time to settle in, we’ll the situation.
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a) reassess b) upgrade C) deregulate

56 In London, people talk about the rather than the subway.

a) motorway b) lift C) underground

57 When a famous actor says he uses a product, that’s called an

a) endorsement b) launch ¢) share

58 When you reduce the number of employees in an office, you call it

a) downsizing b) desizing C) resizing
59 At the end of a meal, a British person usually asks for the
a) check b) cost «¢) bill

60 A market is customers of a similar age, income or social group.
a) share b) segment C) leader
WRITING

You have received the following e-mail. Write a short reply (50-60 words). Include the

following points.

. Apologise for the mistakes that were made.

. Explain that the employee who handled the arrangements is no longer with your
company.

. Offer to arrange free transfers and accommaodation for two visitors next time a meeting is

held in Hong Kong.

To:  Agnes Wong
Subject: Hong Kong travel arrangements

Dear Mrs Wong,

Last month my company arranged fights, ground transfers and hotel accommodation
through your company, Star Travel. We were hosting a meeting for our regional managers here
in Hong Kong. We were very unhappy with the results of the booking.

Though all of the fight arrangements were acceptable, two members of our group were
not met at the airport as agreed, though their fights arrived on time. After waiting to be met, they
finally took taxis. However, when they arrived at the hotel, it turned out that their booking had
been changed to a different hotel. They again had to take taxis to get to the right location.

We were treated very poorly by Star Travel and feel we are entitled to compensation.
Please contact me as soon as possible to discuss how we may resolve this situation.

Yours sincerely,

Ms Eleanor Adams
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TeMbI cOO0IIEHUT

1o aucuunnHe «MHOCTpaHHBIN A3BIK B Ipo(deccnoHaILHOI chepe»

1. The stages of choosing the right candidate (interview, CV, cover letter)
2. Types and structure of businesses.

3. The basic principles of business correspondence

4. Managing telephone calls

5. The ethics of business negotiations

4.2. ®oH/ OLIEHOYHBIX CPEACTB /IS MPOBEIEHNs MPOMEKYTOYHOU aTTeCTAIUN

3aueT npeaycMaTpUBaeT MPOBEPKY KauecTBa 3HAHUM U c(HOPMUPOBAHHOCTH YMEHHM B 00J1aCTH:
a) 9TeHHsI (U3y4aroIero ¥ 03HAKOMUTEIIBHOTO) CIIEIUATLHOTO TEKCTa Ha HHOCTPAHHOM SI3BIKE;
0) YCTHO-PEUYEBOTO BHICKA3bIBAHUS:
— MOHOJIOTHYECKOTO XapakTepa — IOJrOTOBJICHHAs pedb (COoOOIIeHHE IO MPOYUTAHHOMY B
dhopme pesrome);
— IMAJIOTHYECKOro XapakTepa — HEMOArOTOBJIEHHAs pedb (Oecena ¢ 3K3aMEHAaTOPOM Ha OJIHY U3
H3Y4YEHHBIX TEM).
Kpome Toro, orieHuBaercs cTerneHb YCBOEHHUS JIEKCMKO-TPAMMAaTHUECKUX CTPYKTYp M yMEHHE
COCTaBHUTbH JI€JIOBOE MUCHMO Ha AHIJIMICKOM SI3bIKE B COOTBETCTBUM C HOPMaMH H3y4aeMoro
SI3BIKA.
TpeOoBanus K 3a4éTy
1. Ilucemennas 3auétHas pabora. COCTaBUTh AaHHOTAIMM HA PYCCKOM W AHTJIMHCKOM SI3bIKaX K
TekcTaMm BHeayauTopHOTo ureHus. O0béM TekcToB — 10 000—15 000 nmeyaTHBIX 3HAKOB.
2. Tect o npoiICHHOMY JIEKCUKO-TPaMMaTHUYECKOMY MaTepuay.
3. AynupoBanue (ABYKpaTHO MPOCIYIIATh ayTEHTUYHBIA TEKCT MO OJHOM U3 MPONUICHHBIX TEM,
chopMynupOBaTh INIABHYIO HICI0, KPATKO NEpeaTh OCHOBHOE COJIEpP:KaHUE TEKCTA).
4. CocTaBUTh JIEIIOBOE MUCHbMO Ha aHTIUICKOM si3bike 00beMoM 10 600 3HAKOB, BhIpa)Karolee
yKa3aHHbIe KOMMYHHUKATHUBHbIE HAMEPEHUs U MPeJHA3HAYCHHOE KOHKPETHOMY ajpecaty (Bpems
HanucaHus — 15 Mun).
Tembl 1711 MOHOJIOTHYECKHUX BbICKA3BIBAHUI U 0ecelbl Ha 3a4eTe:

1. My background and career

2. My company

3. My job
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Travelling

Telephone skills

Socializing: introductions and networking
The basic rules of business correspondence
Taking part in business meetings

© © N o 0o A

Cross cultural communication
10. Presentations
11. Negotiations
12. Advertising and branding
13. Corporate ethics
14. Qualities of leadership.

OIIGHO'—IHBIG cpe€acTtBa Mjid HWHBAJIMAOB W JIMI C OIpaHUYCHHBIMHW BO3MOXHOCTIMU
3JI0POBBSI BEIOMPAIOTCS C YIETOM MX WHIUBHUIYATBHBIX TICUX0(DU3UIECKUX 0COOCHHOCTEH.

— IIpu HGO6XOHI/IMOCTI/I HHBAJIMAaM MW JiMOaM C OIpaHUYCHHBIMU BO3MOXHOCTAMU
3A0POBBA MPEAOCTABIACTCA AOTIOJTHHUTEIBHOC BPEMSA IJIA ITOATOTOBKHU OTBETA HA OK3aAMCHE,

— TIpH TIPOBEJICHHUH MPOIICAYPHI OIICHUBAHUS PE3yJbTaTOB OOYUCHHSI MHBAIHMIOB U JIUIL C
OTpaHUYCHHBIMH BO3MOXXHOCTAMU 3O0POBBA IMPEAYCMATPUBACTCA HMCIIOJB30BAHUEC TEXHUUYCCKUX
CpEacCTB, HCO6XOI[I/IMI>IX UM B CBA3U C UX MHAUBHUAYAJIbHBIMU OCO6CHHOCT$IMI/I;

— IIpu HCO6XOI[I/IMOCTI/I JJIA o6yqa}om1/1xc;1 C OI'PaHUYCHHBIMHU BO3MOXXHOCTAMU 3A0POBbsA
U HHBAJIMAOB IIpoHecaypa OLCHUBaHUA PE3YJIIbTAaTOB o6yquI/15{ 0 AUCHHUIIJIMHE MOXET
IIpOBOAUTBCA B HCCKOJIBKO 2TAIIOB.

Hpouez[ypa OLICHHMBAaHUs PE3YyIbTaTOB 06yqu1/1;{ HWHBaAJIMLAOB W JIMI C OrpaHUYCHHBIMHA
BO3MOXHOCTAMH 3J0POBbA 110 JUCHUIIIMHEC (MOI[yJ'HO) npeaycMaTpuBacT IMpEaAOCTaBJICHUC
I/IH(l)OpMaI_II/II/I B (I)OpMaX, aJ[alITUPOBAHHBIX K OI'PAaHUYCHUAM HX 3J0pPOBbA W BOCIPUATHUA
nHpOpMaLUH:

[[J'ISI JIiI ¢ HApYIICHUAMU 3PCHUS:

— B IIe4aTHOU opme yBeTHYeHHBIM HIpUdTOM,

— B (JopMe FIIEKTPOHHOTO JIOKYMEHTA.

I[J'IH JIuI ¢ HApYIICHUAMU ClIyXa:

— B miedaTHoi opme,

— B (JopMe FIIEKTPOHHOTO JIOKYMEHTA.

I[J'IH JiuI ¢ HAPYIICHUAMU OTIOPHO-ABUT'ATCIIBHOTO aIlrapara:
— B miedaTHoi gopwme,

— B (hopMe 3IEKTPOHHOTO JOKYMEHTA.
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5. IlepeyeHb OCHOBHOI U JOMOJTHUTEIbHOMH Y4eOHOM JTUTEPATYPHI, HEOOXOAUMOII 1151
0oCBOeHMS AucUUIIMHBI « MHOCTPpaHHBIH A3BIK B IpodeccuoHaIbLHOM chepe»

5.1. OcHoBHas JuTeEpaTypa:
1. Market Leader Intermediate. 3rd Edition: Business English Course Book// David Cotton,

David Falvey, Simon Kent. - [Harlow, Essex (U.K.)]: [Longman/Pearson Education], 2010. —
175 pp.

I[JI?I OCBOCHUA JUCHUIINIMHBI HMHBAJIMAAMHU U JIMIIAMH C OTPAHUYCHHBIMU BO3MOKHOCTSAMU
3J0POBbA UMCIOTCA U3JaHUA B DJICKTPOHHOM BUJIC.

5.2. JlonosiHuTEIbHAS JIMTEpaTypa:
1. CaBenmbeBa O. I'., Bomommna K.C., Moenko O. W. Business English for Everyone. —

Kpacnonap: 13a-so KyoI'V, 2015. — 75 c.

2. Tomalin Berry. Key Business Skills. College English for Business. Oxford: Collins Cobuild,
2012. — 144 pp.

3. Paul Emmerson. Business Vocabulary Builder. Oxford: Macmillan Publishers Limited, 2010.
— 176 pp.

5.3. [lepuoguyeckne U3TaHUSA:
l"azersr:

1. The Financial Times
2. The Times

3. The Guardian
Kypnasr:

1. Current Sociology
2. The Economist

3. Business and Society Review

5. Ilepeyenb pecypcoB HH(POPMALIHOHHO-TEJEKOMMYHUKANMOHHOM ceTH « UHTEepHET,

HEeO00XOAUMbIX /151 0CBOCHUS JUCIHHUILTHHBI

. www.englishclub.com

. Www.businessenglishsite.com
. www.businessenglishpod.com
. www.videovocab.tv

. www.tefl.net

. www.better-english.com

~N o oA oW ON e

. Www.writing-business-letters.com
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http://www.tefl.net/
http://www.better-english.com/
http://www.writing-business-letters.com/

8. www.britishcouncil.ru

9. www.correctenglish.ru

10. www.bbc.co.uk

11. breakingnewsenglish.com

1. MeToauueckue YKazanus 1Jist Oﬁy‘lalOIIII/IXCH IO OCBOCHHIO JTUCHUIIJIMHBI

«MHOCTpaHHBIN A3BIK B IPO(eCCHOHAIBLHOI chepe»

Jns ycnemHoro oBiaAeHUsA UCHUIIMHONM «HOCTpaHHBIA S3BIK» CTYIEHT JIOJKEH
perynspHo paboraTeh c JuTepaTtypod u HHTepHeT—pecypcamu, YyKa3aHHbBIMH B paboueit
MporpaMMe, U BBITIOIHATH METOIMUECKHE PEKOMEHIAINHI, COOTBETCTBYIOIINE PA3IMYHBIM BUIAM
3aJaHUH.

OtpaboTtka  (oHeTHMUECKOrO0  MaTepuaja  OCYHIECTBISIETCI C  00sS3aTebHBIM
WCIIOJIb30BAHUEM MPUJIAraeMbIX K yueOHOMY IMOCOOUIO ayTMOMAaTEePHAIIOB.

[Ipu paboTe ¢ rpaMMaTHYECKUMU SBJICHUSIMHU CTYIEHTaM HEOOXOJAMMO TTPOAHATU3UPOBATH
M3y4aeMoe rpaMMaTHYecKOe SBJICHUE U BBIMNOJHUTH YIPAKHEHUS U3 ydeOHOro mocodus audo
paboueii TeTpaau.

B cnyuae camocTosATenbHOTO co3aHusl HOBOrO (popmara MUCbMEHHOM pabOThl CTYAEHTHI
JOJKHBI CHayalla 03HaKOMHUTHCS ¢ OCOOEHHOCTSIMU JIaHHOTO MUCHMEHHOTO >KaHpa, BBINOJIHUTH
npeajaraeMble ypaXHeHHsI U JIMIIb 3aT€M CO3/1aBaTh aBTOPCKYIO paboTy MO MpeagaraéMomy B
yaeOHOM 1mocobun uit pabodeit Terpaau oOpasiry.

[Ipu paGoTe ¢ HHOS3BIYHBIMM TEKCTAMU HEOOXOJUMO BBHIMHCHIBATH HOBBIE CJIOBA B
OT/AENBbHBIN CJIOBapb, COCTABIATH IUArpaMMbl M JIEKCUYECKHE KAPThl CaMOCTOSITEIBHO U II0
00pa3sily, COCTaBUTh CITUCOK KIFOUEBBIX BHIPAKEHUH, 1aTh KPATKOE U3JI0KEHUE TEKCTA.

HpI/I nEePeBOAC TCKCTA MpcajiaracM HCII0JIb30BaTb CJ'IG)IYIOH_[I/Iﬁ AJIrOpUTM:

1 [IpounTaiiTe TEKCT C LEJIBIO MOHUMAHMSI €T0 OCHOBHOT'O COJIEP/KAHUS.

2 Omnpenenure ero xaHp Win GYHKIMOHAIbHbIN CTUIIb.

3. Omnpenennure BO3MOKHbBIE TPYTHOCTH IIEPEBOJIA.

4 Omnpenennure eAMHALIBI IEPEBOA.

5 BeInonHuTe 4epHOBOM MEPEBOI.

6. OctaBbTe TEepeBOJl Ha HEKOTOPOE BpeMsl C TeM, YTOOBbl OTPEeNaKTHpPOBATh €ro
MIO3/HEE.

7. Otpenaktupyiite mnepeBoj: yOeauTeCh B TOYHOCTH IEPEBOJA M OTCYTCTBHH

oreyarok, opdorpapuueckiux 1 rpaMMaTHYECKUX OLITHOOK.
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B xozme camocrosiTensHON pabOTHI MO TeMe, CTYJACHTHI JIOJDKHBI MPOYMTATh MaTepual,
YKa3aHHBIM B PEKOMEHIOBAHHOM JIMTEPATYPE U 1aTh KPATKOE U3JI0KEHUE OCHOBHBIX MJIEH TEKCTA
Ha aHTJIMICKOM SI3bIKE, YMETh 33]1aTh HECKOJIBKO (5 — 7) BONPOCOB HAa AaHTJIUHCKOM SI3BIKE.

B ocBoeHuM IMCHMIUIMHBI MHBAIMJIAMH U JMUAMU C OTPAaHUYEHHBIMH BO3MOYKHOCTSIMU
30POBbsi OOJIBIIIOE 3HAYCHHE WMEET WHAMBUAyalbHas ydeOHas paboTta (KOHCYJIbTAIMH) —
JIOTIOJTHUTEIBHOE Pa3bsiCHEHUE y4eOHOr0 MaTepHaa.

WuauBuayanbHble KOHCYJAbTAllMM 1O IpPEIMETy SBISAIOTCA BaXXHBIM  (PAKTOPOM,
CIOCOOCTBYIOLIUM MHMBUIyaTU3alUU 00YyYEeHHsI U YCTAHOBJIEHHUIO BOCIUTATEIBHOIO KOHTAKTa
MEeXAy IMpernojaBaTesieM M OO0y4arolMMCS HWHBAJIMJIOM WJIM JIMIOM C OrpaHUYEHHBIMU

BO3MOKHOCTSAMM 3J0POBbA.

8. Ilepeyenr HHGPOPMANMOHHBIX TEXHOJIOTHil, MCMOJIb3yeMbIX MPH OCYIIECTBJIEHUHU

00pa30BaTeJbLHOI0 MPOLEcca Mo AUCHUILINHE «/{e10B0oii MHOCTPAHHBIN A3BIK»

8.1. IlepeyeHb HEOOX0AUMOI0 NPOrPAMMHOIO 00ecCIeYeHUs

1. CD-ROM k yueonuky Market Leader Intermediate. 3rd Edition: Business English Course
Book// David Cotton, David Falvey, Simon Kent. - [Harlow, Essex (U.K.)]:
[Longman/Pearson Education], 2010. — 175 pp.

2. CD-ROM x yuconuky Key Business Skills. College English for Business // Tomalin Berry.
Oxford: Collins Cobuild, 2012. — 144 pp.

3. DVD-ROM «x yuebonuky Market Leader Intermediate. 3rd Edition: Business English
Course Book// David Cotton, David Falvey, Simon Kent. - [Harlow, Essex (U.K)]:
[Longman/Pearson Education], 2010. — 175 pp.

8.2 Ilepeyenb HeOOXOAUMBIX HHPOPMANMOHHBIX CIIPABOYHBIX CHCTEM

Wikipedia.org
www.google.ru
www.multitran.ru

www.lingvo-online.ru

S A

Howjsay.org

9. MarepuajbHo-TeXHHYecKas 0a3a, HeoOXoaMMAs /Il OCYIIeCTBJIEHHUS

00pa30BaTeJIbHOI0 MPoIlecca 1Mo JHCIUTLIHHE
10.
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AynmnoBusyanbHbie cpeacta oOydenus: CD,
DVD, marautohoHsl, BUACO MarHUTO(OH,

CITYTHUKOBOC TCJICBUACHHNC

Hcnonp3yroTes A1s peaau3aluy IpUHLIKIIA
HarJIiJHOCTHU, BOCIIOJIHSIIOT OTCYTCTBUE
A3BIKOBOM CpEibl, HOBBIIIAIOT MOTHUBALUIO.
Hcnonb3yroTcs A5 pa3BUTHUS HABBIKOB

ayIMpOBaHMUsL, TOBOPEHNUs, ITUCHMA.

[Ipoextop, HOYTOYK

Hcnonp3yrores uist AeMOHCTPaLuX
MPE3CHTALNM, TOArOTOBICHHBIMH
MIPENO/aBaTEeNISIMU U CTYJACHTAMH.
Hcnonb3yroTes aid 1eMOHCTpauuu

(GuIbMOB.

KomnproTepHsIil K1acc ¢ BO3MOKHOCTBEO
IIOAKJIFTOYEHUSA K CETU ((I/IHTepHeT»,
IIPOrPaMMOM SKPaHHOTO YBEIUYEHUS U
00ecreYeHHbIN TOCTYIIOM B 3JIEKTPOHHYIO
MH(POPMALIMOHHO-00pa30BaTEIbHYIO CPELY

YHHUBEpPCUTETA

Ncnonb3yercs st OpraHu3anuu
CaMOCTOSITEIHHON PaOOTHI CTYJCHTOB, JIJIS

BBITIOJTHCHUSA psAia HHTCPAKTHBHBIX 3321&HPII>1.
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PELLEH3USI
Ha pado4yIo NporpaMmy 1o AHCUHILIHHE
«HocTpannblii sI3bIK B IpodecCHOHANBLHOM cdeper
Hanpagsienne 38.04.08 — ®unancel M KPeauT,
KBAJH(UKALHUS BbIITYCKHHKA — MATHCTP.
®opma o0y4eHHsI — OUHAs.

PaGouas mporpamma 1o  jgucuuiuinHe  «MHOCTpaHHBIA — A3BIK B
npodeccuoHaIbHON cdepe» paspaboTaHa JOKTOPOM (HIIOJOIMYECKUX HayK,
npodeccopom Kadeapbl aHMIHICKOro si3blka B ImpodeccHoHanpHOl  cdepe
['ypeeBoit 3unaunoit VBanoBHO! Ha ocHoBe PDenepallbHOTO rOCyAapCTBEHHOTO
o6pazoBarenbHoro cranaapra GI'OC 3+ Briciiero o0pa3oBaHus 110 HAIPABIEHUIO
noaroToBku 38.04.08 — DUHAHCHI U KPEIUT, a TaKXKe C yYeTOM PEKOMEHIOBAHHOM
PUMepHOI 06pa3oBaTeIbHON IPOTrPaMMBbl.

PaGouyas mporpamMMma BKIJIIOYAaeT 00si3aTebHbIE KOMIIOHEHTBI: CTPYKTYpy H
coZiep)KaHue, YCJIOBHS pealn3ali, KOHTPOJIb M OLEHKY pPe3yJIbTaTOB OCBOEHHS
oMCUMIUTMHEL.  [IporpaMMa oTpakaeT MeCTO IHCHMIUIMHBI B cTpykType O,
PacKpBIBAaIOTCS OCHOBHBIE LGN M 33/1aud U3y4aeMoil JUCLUIUIMHEL, TpeOOBaHHs K
pe3yJbTaTaM OCBOCHHUS AUCLUITIMHEL

OcHoBHasl LeNb yKa3aHHOW paloueil mNporpaMMel  3aKIIOYaeTcss B
MOJrOTOBKE MaTepHaia Uil pealu3alMd IpoLecca, HalpaBJIEeHHOrO Ha
paciIipeHne IEKCH4eCKOoro 3arnaca 1 3HaHUH B 00J1aCTH rpaMMAaTHKH aHIJIMHCKOTo
A3pIKa, HANpaBJICHHBIX HAa pa3BUTHE U  COBEPIIEHCTBOBAHME  HABHIKOB
npoecCHOHATBHOM yCTHOH M NHCbMEHHOM peud. Bee 210  mossosser
obecrevynBaTh MPHOOpeTeHHEe OOy4YaAIOIMIMMUCS 3HAHUH, YMEHHMH M HaBBIKOB,
HalpaBlIeHHBIX Ha (opMHUpoBaHMil KommeTeHIMi, onpenenennex ®I'OC BO mo
JTAaHHOMW JIUCLUITIIMHE.

[Tporpamma cocTaBlieHa IO YETKOMY IUIaHy, B KOTOPOM SICHO OTpaKeHO
MEeCTO JUCLHUILIMHEI B CTPYKTYpe OCHOBHOI 0Opa3oBaTeslbHOH nporpammel. Takxke
nokaszaHa o0mias TPYAOEMKOCTh JAWCLMIUIMHBL,  pe3yJnpTaTel  00ydeHwus,

o0pazoBaresbHbIe TEXHOJIOTHH, (POPMBI TPOMEKYTOYHOHN aTTecTallii ¥ UTOMOBOTO
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KOHTPOJISI, COEp)KaHHe AUCLHUIUINHBI, Y4eOHO-TeMaTH4ecKuil miaaH u y4deOHo-
MEeTOMYeCKOe U MaTepUallbHO-TeXHUYecKoe obecrnedyeHre JUCLUILIMHEL

[ToMuMoO  y4eOHO-METOAMYECKMX  PEKOMEHAAlHUi I IPOBEAEHHUs
ayIMTOPHBIX 3aHATUI B MpOrpaMMe COAEPKUTCS DSl yKa3aHUM Ul BBIIOJIHEHHS
CaMOCTOSATEIbHON paboThl MarucTpaHTaMu. Tarke clefyeT OTMETHTh TOT (akKT,
YTO Hapsdy ¢ OOUIENPUHSTHIMH (OpMaMM NPOBEJICHUS 3aHATUH pa3paboTUMKOM
[IPOTPaMMBI TIPeyCMOTPEHBI TIOATOTOBKA MIPE3EHTALUH, IPOBECHUE POJIEBLIX UID
U MHOTOE JpYyroe, YTO B 3HAYUTENBHOW CTerneHH oboramaer CoAepKaTesbHYIo
CTOPOHY yueOHOro rpolecca.

PaGouast mporpamMma cocTaBieHa KBaIU(ULMPOBAHHO, JIEMOHCTPHPYET
npohecCHOHATM3M U BEICOKHI YPOBEHb METOANYECKOM TOJrOTOBKH U MOXKET OBITh

HCIT0JIb30BAaHAa B O6pa30BaTeJ'lBHOM mnpounecce.

Kanguaar ¢punonornueckux Hayk, JOUEHT -
kadenpsl anrnuiickot Gpunonorun KyoI'y gZ{ ( Psibuesa D.I'.
7
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