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

Kypc mucuuminnel «/le0BOM aHMIUMHUCKUN SI3bIK» 3aKPEIUISET YK€ IOJYYCHHBIE paHee
3HAaHUS M HABBIKM CTYJCHTOB 110 OCHOBaM JIEJIONPOM3BOJICTBA U OM3HEC ITHKH, CIIOCOOCTBYET
JaTbHEUIEMy Pa3BUTHIO HABBIKOB BeJCHHS Tele(OHHBIX MEPErOBOPOB, COCTABICHUS JEIOBBIX
IMceM, OTYETOB U pe3loMe, pa3padOTKU KOMMEPYECKUX NPEUIOKEHUH, IOArOTOBKU
npe3eHTalui u T.m. BakKHBIM KOMIOHEHTOM JITaHHOTO Kypca SIBJISIETCS] MPAKTUYECKUI MOJXOJ B
00CY)XKJICHUH TEM U PEIICHUU CUTYaIHi, C KOTOPIMH CTAJIKUBAIOTCS MPEACTaBUTEIN Pa3InIHBIX
ctep Ou3HECa B UX TTOBCEAHEBHOM JICSITEIILHOCTH.

Henbp kypca — pa3BUTHE HHOS3BIYHOM OOIIE KOMMYHUKAaTUBHOM U NpoQeccrOHAIbHON
koMrereHIMu. [log KOMMYHHMKAaTHUBHOM KOMIETEHIIMEW IOHMMAETCS YMEHHE COOTHOCUTH
S3BIKOBBIE CPEJICTBA C KOHKPETHBIMU c(hepamu, CUTyallsIMU, YCIOBUAMHU U 3aJladaMU OOIIECHHUS.
CoBepIlIeHCTBOBAaHUE  HMHOS3BIYHOM  KOMMYHUKATHUBHOW  KOMIIETEHIMM  IPEAINOJaraeT
JalibHENIIIee pa3BUTHE PEUYEBBIX, S3BIKOBBIX, COIIMOKYJIBTYPHBIX, KOMIIEHCAaTOPHBIX, y4eOHO-
M03HABATENbHBIX U MPO(HECCHOHATLHO OPUEHTUPOBAHHBIX YMEHUH.

PeueBass koMImeTeHIMsI — COBEpPIICHCTBOBAHME KOMMYHUKATHBHBIX YMEHUH B YETBIPEX
OCHOBHBIX BHUJIaX PEUEBOH EATEIHHOCTH (TOBOPEHHUH, ayJUPOBAHNUHN, YTEHUHU U MHCHME).

SI3pIKOBasi KOMIIETEHIIMSI — CHUCTEMaTH3allus paHee MPHOOpPEeTEHHBIX yMEHUW B o0nactu
(hOHETHKH, JIEKCUKU, TPAMMaTHKU; OBJIaJICHUE HOBBIMU YMEHUSMH MPU ONEPUPOBAHUM HOBBIMU
SI3BIKOBBIMU CPEJICTBAMH B KOMMYHHMKATHBHBIX I1I€JISIX B COOTBETCTBUU C OTOOpPAHHBIMU T€MaMU
u chepamu oOIICHHUS.

ConunokynbTypHas KOMIIETEHIUSI — YyBEJIMYEeHHE OO0beMa 3HAHUU O COLMOKYIbTYpPHOM
crenuguKe CTpaHbl U3y4aeMoro s3bIKa, COBEPILIEHCTBOBAHUE YMEHUN CTPOUTH CBOE pedyeBoe U
HepeueBoe MOBEACHUE aIeKBaTHO 3TOM crienuduke, GopMUPOBaHUE YMEHHI BBLACTATH 001ee U
cnenuguIecKkoe B KyJIbType POJHOM CTPAHBI M CTPAHbI U3y4aeMOTO SI3bIKA.

KomnencaTopHas koMneTeHIus: — pa3BUTUE YMEHUS BBIXOAUTH U3 MOJIOKEHUS B YCIIOBUSIX
neUINTA S3BIKOBBIX CPEICTB MPH MOJTYUYEHUHU U TIepeaue HHOSI3BIYHOM HH(OpMAIIUH.

Y4eOHO-103HaBaTeNbHAsT KOMIIETEHIUS — pa3BUTHE OOMIMX U CHEIHAIBHBIX YUeOHBIX
YMEHHUH, TO3BOJSIOIIMX COBEPLICHCTBOBaTh YYEOHYIO JIESTEIbHOCTh 10  OBJIAJCHUIO
WHOCTPAHHBIM SI3bIKOM, YZOBJIETBOPSATH C €r0 MOMOIIBIO MMO3HABATENbHbIE UHTEPECH B APYTHX
00nacTsX 3HaHUH.

[IpodeccronanbHO OpUEHTUPOBAHHAS WHOS3BIUHAS KOMMYHHKATHBHAS KOMIIETEHITUS —

pasBUTUC yMCHHf/'I yCTHOﬁ U NHUCbMEHHOH KOMMYHUKAIIUN B C(bepe ClicouaJIM3allu; Pa3sBUTHC



YMEHMH ONEpUPOBAaHUS C MHOA3BIYHBIM TEPMHUHOJOTMYECKMM KOpPIYCOM B  paMKax
CIELMAIBHOCTH.

Hapsimy ¢ mpaktudeckoil 1enbpi0o — oOydeHHWEM OOIICHHIO — MJaHHBIM Kypc CTaBUT
oOpa3oBaTesnbHbIE W  BOCHHUTATENbHBIE 1end. JlocTmwkeHne 00pa3oBaTENbHBIX  IeNei
OCYILIECTBIISIETCS B  acCHeKTe TyMaHW3alud MW TyMaHUTApU3alUUd  TEXHUYECKOTO U
€CTECTBEHHOHAyyHOro 00pa3oBaHMsI M O3HAa4aeT paclIUpeHHe Kpyrosopa CTYAEHTOB,
MOBBIIIEHUE YPOBHS HMX OOIIEH KyJIbTYpbl M 0Opa3oBaHMsA, a TaKKe KYIbTYPhl MBIIIJICHHUS,
oOuieHuss u peud. BocnuraTenbHbIl MOTEHLIMAN HpeaMmeTa «/lenoBoit MHOCTpaHHBIA S3BIK»
peannzyercsi nmyreM (OPMHUPOBAHMS YBAKUTEIBHOIO OTHOLIEHUS K JYXOBHBIM LEHHOCTAM
JPYTUX CTpaH ¥ HapOJIOB.

Takum o06pa3oM, o0ydyeHHE [AeI0BOMY HMHOCTPAaHHOMY S3bIKy HOCHUT MHOrOIeJ1eBoi
XapakTep U HallpaBJIeHO:

— Ha TNpUOOpeTeHHE CTYAEHTAaMU WHOS3BIYHOM KOMMYHHMKAaTHBHOM KOMIIETEHIIUH B
podeccuoHAIbHOM U MEKIMYHOCTHOM OOIIEHHH;

— TOJlydyeHHe OOIIEKYIbTYPHBIX U KYJIbTYpHO-clieUM(UYecKuX 3HaHMM st Ooiiee
YCIEIIHOH COIMaIu3alty B IOJIUKYJIBTYPHOM, IOJMKOH(PECCHOHATBHOM OOIIECTBE;

— paclIMpeHue Kpyro3opa, MOBBIIIEHHE OOLIEH KyJIbTypbl MBIIICHHS, OOLIEHHS U peuu B
aCIEKTE YBaXUTEIBHOTO OTHOIIECHHS K JyXOBHBIM [ICHHOCTSM APYIUX CTPAaH U HApOZOB;

— yIOOBJIETBOPEHHME II03HABATEIbHBIX HHTEPECOB OOY4YAIOUIMXCS INPU  HU3Y4EHHUH
CHeLMAIbHOM JHUTEpaTypbl Ha AHIVIMHCKOM S3bIKE M TBOPYECKOM OCMBICICHHU 3apyO0eXHOTO
OIbITA B NPO(QUIUPYIOLIEH U CMEXHBIX 00J1aCTAX HAYKH U TEXHUKHU;

— pa3BUTHE HAaBBIKOB CAaMOCTOSTENBHONH pabOThl CTYAEHTOB U CTHUMYJIUPOBaHHE
CTPEMJICHHMSI CaMOCTOSITEJIBHO M HENPEPHIBHO IIOBBIATH YPOBEHb S3BIKOBOM M pPEUYEBOU
KOMIIETEHIINH;

— pa3BUTHE U COBEPLIECHCTBOBAHME HABBIKOB JIEJIOBOM Pa3rOBOPHOM peYM U aKTUBHU3ALMS
JIEKCUYECKOT0 3amaca.

1.2. 3agaun IUCHUILIAHBI

ITo3naBaTeabHBIN KOMIIOHCHT:

— (opMupoBaHHE y CTYACHTOB 3HaHUS 00 OCOOEHHOCTSIX JENOBOTO J3THUKETa B CTpaHe
HA3y4aeMOTO SI3bIKa;

— pacuiupeHue 3HaHUN CTYAEHTOB O JEKCHYECKHMX U CTHIMCTHYECKMX OCOOEHHOCTSIX
AQHTITUHCKOTO SI3bIKA, UCTIOJIB3YEMOTO KaK CPEJICTBO JIETOBOTO OOIIEHHUS.

[IpakTyecKii KOMIIOHEHT:



— (dopMupoBaHHE KOMMYHHKATHBHOW KOMITETEHINH, MPEATIOIAraoneil yHKINOHAIBHOE
WCIIOJIb30BAHNE AHTIIMHACKOTO sI3bIKAa KaK CPEJCTBA JCIIOBOTO OOIICHHS IO CIICAYIONIUM TEeMaM:
COCTaBIICHUE pe3ioMe; 00IIeHue ¢ paboToaarenem; AeoBas epernucka; oOeHue o TelIeoHy;
oOIIeHNe C JISNIOBBIMHM TIApTHEpPaMH, yJ9acTHe B JICJIOBBIX BCTPEUYaX M COBEINAHUSAX, BEICHHE
MIEPETOBOPOB, MPE3CHTAIHSI.

— paBBI/ITI/Ie CHOCO6HOCTI/I IIOHUMAaTh " HOpO)KI[aTI) I/IHO?[?;I)I‘IHI)Iﬁ III/ICKpr C y‘leTOM
OU3HEC-3THKH;

— CTI/IMy.]'[I/IpOBaHI/IC CaMOCTOHTGHBHOﬁ JCATCIIBHOCTU C LICJIIBIO paCIHI/IpI/ITB CO6CTBCHHyIO
KapTUHY MUpa;

— pa3BUTHE YMEHUSI OPUEHTUPOBATHCS B MEUITHBIX HCTOYHHUKAX MH(POPMAIUY;

— pa3BUTHE CIOCOOHOCTH IUIAHUPOBATH IICJIM, XOJ WM PE3yJbTaThl 00pa30BaTEIbHONW U
HCCCAOBATEIBCKOM AESITEIIBHOCTH,

— pa3BUTHE CIIOCOOHOCTH H30eXaTh HEIONMOHHMAaHUs, MPEOJOJeTh KOMMYHUKATHUBHBIN

6apbep 3a CUCT UCIIOJb30BaAHUA U3BCCTHBIX PCUCBBIX U METAA3BIKOBBIX CPEACTB.

1.3. MecTO TMCUMILIMHBI B CTPYKTYpe 00pa3oBaTeibHO MPOrpaMMbl

JucuunnnHa «JlenoBoil MHOCTPaHHBIN SI3bIK» OTHOCUTCS K bioky 1, BapuaTuBHOI 4yacTw,
00s13aTeIbHBIM ~ AUCIUIUITMHAM TI0 HampasieHuto noarotoBku 58.03.01. «BoctokoBeneHue u
adpukaHucTuka». l3ydeHue AEeT0BOr0O WHOCTPAHHOIO sSI3bIKa B BY3€ SIBJISIETCS COCTaBHOM
YacThl0 MOJTOTOBKM CIICLMAIMCTOB, KOTOPHIE JOJDKHBI JOCTUYL YPOBHS MPAKTHYECKOTO
BIIQJICHUS MHOCTPAHHBIM S3bIKOM, MO3BOJISIIOIIETO MM pEIlaTh pa3Iu4HbIe BOMPOCHI JIETOBOTO
Xapakrtepa B po¢eCcCHOHaIbHON U HAYYHOH JeATeIbHOCTH.

I[lo oxoHuanum Kypca oOyueHuss OakanmaBpbl JOJDKHBI BIAJAETh JIEKCUYECKOM,
rPaMMAaTUYECKOM M CTHIMCTUYECKOM HOpMaMHU MHOCTPAHHOTO sI3bIKa B MpefesiaX MpOrpaMMHBIX
TpeOOBaHUM U MPABUIILHO MCMOJIb30BaTh UX MPH PELICHUH BOIPOCOB JIEI0BOI KOMMYHUKAIIUU B
(hopMe yCTHOTO ¥ MUCbMEHHOTO OOIICHUS.

1.4. TlepedeHb INIAHMPYEMBbIX Pe3yJbTATOB 00yueHus no gucuuminne 51.B.02

«/leJI0BOIf MHOCTPAHHBIM HA3BIK», COOTHECEHHBIX € IUIAHHPYEMBIMH pe3yJIbTATaAMH

OCBOCHHSA 00Pa30BATEJIBLHOM MPOrPAMMBI

W3yuenune naHHON yueOHOM AMCLUILIMHBI HANpaBiIeHO Ha (JOpMUpPOBaHHE y OOydaromuxcs
cnenyromux komnerenuuii: OK-5, TTK-11.

HNune B pesynbrare u3ydyenus: yaeOHOM JUCHUIUINHBI
Ne KC Conepxanue 00yyaromuecst 10JIKHbI
II.Il | KOMIIE | KOMIIETEHIIUU
TeHIM | (WM e€ yacTu) 3HaTh yMeTh BJIAJeTh
u
1. | OK-5 | CnocobHoCTb K - HOPMBbI — IOHUMATh — JIEKCUYECKUM




- y4acTBOBAaTh B
nuanore (6ecene),
BBIpaXXaTh
OTIpe/ICIICHHBIC
KOMMYHHUKATHBHbBIE
HaMepeHwus (3ampoc
/ coobuienne
nHpopmarumy,
BBISICHCHUE MHCHUS
cobeceqHUKA,
BBIp2KEHUE
CcOOCTBEHHOTO
MHEHHUS TI0 TIOBOTY
MOIY4EHHON
uHpopManuy,
BBIp2KEHUE
om06penus /
HEOBOJIbCTBA,
YKJIOHEHUS OT
OTBETA)

WNune B pesynbrate u3ydenus: yaeOHOM JUCIUTUINHBI
Ne KC Conepxanue 00yyaroluecs: J0IKHbI
IL.I | KOMIIE | KOMIIETEHIUN
TeHIM | (uiM e€ yacTu) 3HATh yMeTh BJIAJeTh
"
KOMMYHHKAIIUX B | TIPOU3HOIICHUS, | YCTHYIO MUHHUMYMOM B
YCTHOM U YTEHUSI, (MOHOJIOTHYECKYIO | 00bEME He MeHee 3
IIMCbMEHHOU - OCHOBHbIE u auanorudeckyro) | 000 eaunul, U3 HUX
dbopmax Ha O0COOCHHOCTH peYb Ha TEMBI 1500 -
PYCCKOM U odunnaIbHO- npo(eCCHOHATBHOT | MPOJTYKTUBHO
HMHOCTpPaHHBIX JIEJIOBOTO 0 U JIJI0BOTO ooO1ero u
SI3BIKaX JJIs1 CTHJISA, OM3HEC - | OOLICHMUS; TEPMHUHOJIOTHYECKOT
pelieHus 3a1a4y 9THKH, IPaBUjIa | — BECTHU JUAJIOT- 0 XapakTepa;
MEKIMYHOCTHOTO | PEYEBOTO Oeceny obuero u — rpaMMaTH4E€CKUMU
u ITHKETA; po(ecCHOHANIBHOT | CTPYKTYPaMH,
MEXKYJIbTYPHOTO 0 Xapakrepa, HEOOXOIUMBIMHU IS
B3aUMO/JICHCTBUS coOmroast mpaBuia | yCTHOU U
pPEUeBOro ATHKETa; | MUCbMEHHOU (hopM
- IOHUMATh O0IICHUS;
2. TIK- CrocoOHOCTE — OCHOBHEBIE CcO00IIEHUS - BCEMU BHJAMU
11 MIPUMEHATH HA MIPUEMBI npodeccuoHaNbHOT | YTEHUS
MIpaKTHKE aHHOTHUPOBAHMS | O Xapakrepa (B OpUTHHAJIbHOM
MOJIy4EHHBbIE , MOHOJIOTHUYECKON | JINTepaTypsbl:
3HAHUS pedepupoBanus | hopme U B X01e a)
yIIpaBJIEHUS B U TepeBoja JIajora), 03HAKOMUTEJIbHBIM
cdepe KOHTAKTOB | JIMTEPATYpPhI IO | OTHOCSIIETOCs K YTEHUEM;
CO CTpaHaMHU crienuanbHOCTH | cepe u 0) U3yJaromum
appo-a3uaTcKoro CUTYaLUsAM YTEHUEM, B TOM
Mupa JIeJI0BOTO qucIe TUTepaTyphbl
oOuieHus; 0 CHEeNHUAIbHOCTH

(0630poB,
TEXHUYECKOH
JIOKYMEHTAIIUH,
OITHCaHHUE
SKCIIEPUMEHTOB,
CIIPaBOYHbBIC
nocoOusi, Hay4HbIE
CTaThH) U JCIIOBOM
KOPPECIOH ICHIUH;
- OCHOBHBIMU
HaBBIKAMH ITHCHMa,
HEOOXOIUMBIMU TSI
BEJICHUS JICJI0BOM
MEPETUCKH,
COCTaBJICHUS
pe3toMe, OTUETOB




2. CTpykTypa u cofepiKaHue U CHUILIHHBI

2.1 Pacnpenesienne TPyA0EMKOCTH JUCHHUILIMHBI IO BHAaM padoT

OO0mast TpyIOEeMKOCTh TUCIHMIUIMHBI COCTaBsIeT 3 3adeTHbie eauHuibl 108 yacoB, ux
pacmpeseneHue o BuaM padoT MpeIcTaBiIeHO B TaOIHIIe.

Bun yae6HOMI paboThI Bcero CemecTpbl
4acoB 7
KonrakTHasi pa6ora, B TOM 4nciie:
AyIUTOpHBIE 3aHATHS (BCEro) 64 64
3aHATHS JTIEKIIMOHHOTO THUIIA
JlaGopaTopHble 3aHITHS 64 64

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

Nuasi koHTaKTHas padora:

KonTpons camoctosarensHoii padotsl (KCP)

[Ipomexyrounas arrectanus (MKP) 0,2 0,2
CamocrosiTejibHasi paboTa, B TOM YHCJIe: 43,8 43,8
KypcoBast paboTa
[TpopaboTka yueGHOTO (TEOPETUUECKOTO) MaTepraia 12 12
BrImostHeHUe MHIMBHTYATBHBIX 3a1aHUN (TI0ITOTOBKA 20 20
COOOIIIEHNH, Tpe3eHTaIuil)
[ToaroroBka K TEKyIeMy KOHTPOJTIO 11,8 11,8
KoHTpoJib:
[ToaroToBka K 3a4ety
O011asi TPY10€eMKOCTh yac 108

B TOM YHCJIle KOHTaKTHasi pa6oTa 64,2 64,2

3ad4. ejl. 3 3

2.2 CTpyKTYypa IMCHUILIAHBI:
Pacnpenencnue BuaoB yueOHOM pabOThI M KX TPYAOEMKOCTH IO Pa3/ieiiaM JUCIUILIAHBI.
Paznenbl (TeMbI) TUCIUTIIINHBL, U3ydaeMbie B 7 ceMmecTpe (011 cmyodenmos ODO)

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 14 8 6
2. |Human Resources 12 8 4
3. [Travel 8 4 4
4. |Brands 12 8 4
5. |Change 8 4 4
6. |Advertising 12 8 4
7. |Leadership 10 6 4
8. [Cultures 14 8 6
9. |International Markets 8 4 4
10. |Competition 9,8 6 3,8
3auem 0,2
Hmoco no oucyuniune: 108 64 43,8




2.3. Copnepxanue pa3esoB (TeM) JHCHUTLIMHBI:

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

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

2.3.3 JlabopaTopHblie 3aHATHA

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
JIOMAIIIHEro 3aJaHus,
CJIOBAPHBIN TUKTAHT,
HanucaHue
co0OIIeHu s, TPOBEpKa
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 3aJjaHusl,
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
00yYaIuXxcs Mo JUCHUILINHE «/le10B0ii HHOCTPAHHBIH SA3BIK»

[Tepeyenn yueOHO-METOIUUECKOTO OOECTICUSHHS JUCIIUIUIUHBI TI0
HaumenoBanue

Ne pasziena (Tems) BBITIOJTHEHUIO CAaMOCTOSITENIbHOM paboThl

1 2 3

1 Organisation |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.

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.

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
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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-METOMYECKHUE MaTepuajbl JJII CaMOCTOATEIBbHON paboThl OOyJaromIuMXxcs W3
Yrciia MHBAJIHJIOB U JIAI C OTPAHHYCHHBIMH BO3MOXHOCTSIMH 3110poBbst (OB3) nmpenocTaBiisitoTcst
B (hopMmax, alalTHPOBAHHBIX K OTPAHHUYCHHSIM UX 37I0POBbS U BOCHIPUSATHS HH(DOPMAIIHH:

J1J1s1 AT C HApYIICHUSIMHA 3PCHHS:

—B TICYaTHOH popMe YBEITHMUYCHHBIM MIPUDTOM,

— B JOpMeE DIIEKTPOHHOTO JOKYMEHTA,

— B (hopMe ayauodaiina;

J1J1s1 JIMI] C HApYIICHUSIMH CITyXa!

— B IIeYaTHOM opme,

— B (hopMe PIIEKTPOHHOTO JOKYMEHTA.

J5is 11 ¢ HapyIIeHUsSIMHA OTIOPHO-BUTATENFHOTO anmnapara:

— B miedaTHoi opme,

— B (hopMe PNEKTPOHHOTO JOKYMEHTA,

— B popme ayauodaiina.
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3. O0Opa3zoBaTe/ibHbI€ TEXHOJIOTHH

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 Ha4YajdbHOW CTaJMW BBEICHHS TEMBI, JEJIOBas WIrpa Ha
3aKIIOYMTENBHBIX CTYNMEHSX OCBOCHMS TUCHMIUIMHBL, JTUCKyccHs, pabota c MHTepHer
WCTOYHHKAaMH, pedepupoBanue crateit, paborta ¢ DVD-ROM k yuebHOMY KOoMmMiekcy “Market
Leader Intermediate. 3rd Edition: Business English Course Book”. [lns opranusaruu
CaMOCTOSTEILHOW Pa0OTHI TpeIaracTcsl akKTHBHO HCIOJBb30BaTh 3amaHus u3 Market Leader
Intermediate. 3rd Edition: Teacher’s Resource Book, paboty ¢ ucrounukamu B MHTepHETE 1151
MOATOTOBKH pedepaTuBHBIX 3amaHuid. i JUI ¢ OTpaHMYCHHBIMH BO3MOXHOCTSIMH 37I0POBBS

MpeAyCMOTPEHA OpraHU3aIMs KOHCYIbTAIIUN C UCIIOJIH30BAHUEM DJICKTPOHHOM MOYTHI.

4. OueHoYHBbIEe CpeICTBa A8 TEKYLIero KOHTPOJSl yCIeBaeMOCTH U IPOMEKYTOUYHOM
arTecTanuu

4.1 ®oHA OLIEHOYHBIX CPE/ICTB /IS POBeeHNs TeKylel aTTecTAluN

Texkymmii KOHTPOJIb OCYIIECTBISIETCS B XOJ€ YYEOHOTo Ipolecca Ha JIabopaTopHO-
MPAKTUYECKUX 3aHATHSX, TJEC OIEHHBAIOTCS OTBETHI CTYJCHTOB, Ka4eCTBO BBITIOJHECHUS
JOMAITHUX paboT, WHIAMBUAYaTbHBIX 3amanuii. OH peanusyercs B (opme (pOHTAIBHOTO

ompoca/becesibl, IPOBEPKH BHEAYAUTOPHOIO YTSHUS, MUCHbMEHHBIX PabOT, TUCKYCCUU.

Tembl qUCKyCCHit

1o aucuumnHe «/lesaoBoii MHOCTPAHHBIN A3BIK»

Pa3znen 1 «Oprann3anusi: OCHOBHbIE XaPAKTEPUCTUKHU M THUIIbI KOMIIAHMW I »

Tema AUCKYCCHUMU: 06CYI[I/ITB B I'pynnie OCHOBHBIC BHJbI OpraHu3alun 6H3Heca, ux
XapaKTCPHBIC YCPThI, IPCUMYIICCTBA U HCJOCTATKU. CJ'IG,I[YI-OH_II/IG BOIIPOCHI TIOMOT'YT BBICTPOUTH
X0l TUCKYCCHUU.

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.
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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?

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?

Paznea 2 «Pabora»

Tema auckyccuu: AaTh pa3BepHYThIH OTBET Ha BoIpochl: «Kakue (QaxTopbl SBISIFOTCS
pelmalmyuMy  pu  npueMe Ha paboty?», «Kakme ¢dakropsl He YUUTBIBAIOTCS TMpHU
TPYAOYCTPOMCTBE?Y. A Takke BbBICKAa3aTb CBOE MHEHHME OTHOCHUTEIBHO CIEAYIOIINX
YTBEPKICHHM:

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: oOCyauTh B TpYIIE OCHOBHBIE BOMPOCHI, CBSI3aHHBIE C
aBUAINEpeBO3KaMU U pa3MelIeHHEM B FOCTUHUIAX, PACCMOTPETh MPEUMYIIECTBA U HEIOCTATKH

ACHICBBIX U JOPOIruxX aBHAJIMHUH. CHG,Z[YIOH_[I/IG BOIIPOCHI IOMOTI'YT BBICTPOUTH X0 ANCKYCCUU:

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?

Paznen 4 «®@opMupoBaHue TOProBoro OpeHga»
Tema muckyccun: oOCYAWTH B TPYIIE OCHOBHBIE BOINPOCHI CO3/aHUS, MOJIEPIKaHUS,
3alIUTHI U IPOABIKEHUS OpeH10B. Creyronue BOpOCkl IOMOTYT BBICTPOUTH X0/ TUCKYCCHH:

1. Do you prefer branded goods to unbranded goods? Why/ Why not?
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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?

Can you give any example of successful or unsuccessful brand-stretching?

N o o b~ w

Think of a cheap or expensive idea for a product launch?

Paznen 5 «M3MeHeHUs»
Tema auckyccuu: oOCyIuTh B IpylIe OTHOIIEHHE CTYIEHTOB K IepeMeHaM B pabdoTe u

WX JKHM3HHU, B 0011eM. B X0/1€ TUCKyCCHU CTYIEHTHI OTBEYAIOT Ha CJIEAYIONINE BOMIPOCHI:
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.

Paznen 6 «Pexiama»
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Tema muckyccuu: OOCYOWTH B TPYIIE pOJIb pPEKIaMbl B JKU3HHU OOIIECTBA, BUJIBI
peKJIaMBbl, CIIOCOOBI PEKIIAMHUPOBAHMSA TOBapa, a TaKkKe pa3o0paTh KOHKPETHBIE pPEKIaMHBIC
00bsiBiIeHUs (MX CUJIbHBIE U cialbie cTopoHbl). Cleayronire BOIpOCkl HOMOTYT BBICTPOUTH XOJT
JIUCKYCCHU:

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’
c) 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
3. 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 «JImpepcTBo»

Tema JAUCKYCCHUU! 06CY,Z[I/ITB B I'PYIII€ OCHOBHBIC KAa4Y€CTBa XOPOHIETr0 PYKOBOIUTEIIA,
IPUBCCTU IPUMCEPLI BbIAAOMIUXCA JIMACPOB B UICTOPHUHN, BBISICHUTL, €CTh JIM T'CHACPHBIC PA3JIMYHA
B CTUJIAX PYKOBO/JICTBA. Cnez[yronme BOIIPOCHI TIOMOT'YT BBICTPOUTDH X0 JUCKYCCHU:

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

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

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

4. Do you think great leaders are born or made?

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

6. What is the difference between a manager and a leader?
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Pa3nen 8 «bu3Hec KyJIbTYpbI B Pa3HBIX CTPAHAX»

Tema nuckyccuu: 0OCyAUTH B TPYIIIE, YTO TaKOe OM3HEC KYIbTYPa U KaKOBBI CXOJICTBA H

pasnmuumsi OW3HEC KYJIbTYp B pa3HbIX CTpaHaX. JlMCKyccusi BBICTPaWBaeTCS C IMOMOIIBIO

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?

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

Pasznen 9 «MekayHapoaHble PHIHKID)

Tema JAUCKYCCUU! O6CYI[I/ITB B I'PYIIII€ KaK pa3BUBAIOTCsA HA CCFOI[HHI_HHI/Iﬁ JCHb

MCKAYHAPOAHBIC PBIHKH U KaK OHU BJIMAIOT HA HAIITy KU3Hb, HAILYy OpraHrU3allio U HaIllly

CTpaHy. CJ'IG,ZLYIOH_[I/IG BOIIPOCHI IOMOT'YT BBICTPOUTDH XOJ JUCKYCCHUU:

1.

o 0o~ w N

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?

Is free trade always a good thing, in your opinion?

Pazpnen 10 «Konkypenuus»
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Tema AUCKYCCHUM: CTYACHTHI OTBCHAIOT HA pAd BOIIPOCOB, I-ITO6I:I IIOHATH, HA CKOJIBKO
Pa3BUT B HUX COPEBHOBATENBHBIN AyX. Jlanee B Xo/1e TUCKYCCUM 00CYKIAIOTCS CIIeAYIOIINE
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.

Tembl 1€JI0BBIX UI'P MO JUCHHUILIIMHE «/[eJI0BOIl HHOCTPAHHBIN SA3BIK»

Pa3nen 1 «Opranu3anusi: OCHOBHbIE XapPAKTEPUCTUKU H THNIbI KOMIAHU»

1. Tema nenoBoit urpsl: «BcTpedya pykoBOAUTENSE KOMIIAHUM C MPEACTABUTEIISIMU KOJIIIEKTHBAY.
2. KoHuenuust Urpsl: IpeacTaBUTeNId KOJUIEKTHBA OPraHU30Balld BCTpeuy ¢ padoTojaTeneM, Ha
KOTOpO#l mpejyiaraercsi OOCYIUTh BO3MOKHBIE BapUaHThl NMPEAOCTABICHUS JOTOJHUTEIbHBIX
JBIOT T€M COTPYAHHMKAM, KOTOPBIE MMOKA3aIl HAWTyUIIHe Pe3yJbTaThl 32 OMPEeICHHBIN MeproI
TPYAOBOU AEATEIHLHOCTH.

3. Ponu:

- PYKOBOJIUTENIb KOMIIAaHUY;

- IPEJCTaBUTENHU KOJIJICKTUBA.

4. Oxupmaemsblii (€) pe3ynbTar (bl): MPUHSATHE COOTBETCTBYIOLIETO PEIICHUS M0 KaXIOMY

COTPYIHUKY.
HNHcTpykuuu Uit IpOBEIEHUS POJIEBOM 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.
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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.

Pasznen 2 «PaGora»

1. Tema nenoBoii wurpel: «TenedOHHBI pPa3roBOp MEXIy COTPYIAHHUKOM OT/AeNIa KaJapoB
YHHBEpMara ¥ CIeIHaIiuCcTOM KaapoBOro areHTcTaa “Omnia’».

2. KoHuenuust Urpel: COTPYIHUK OTAENAa KaJpOB YHHUBEpMAara 3BOHHUT MO TeleQOoHYy B KaJIpOBOE
areHTCTBO M OOCYXJaeT yCIOBHUS HaliMa Ha pabOTy BPEMEHHBIX paOOTHUKOB.

3. Ponu:

- COTPYAHUK OTJelia KaJJpOB YHUBEpMara,

- CHEIMAIMCTOM KaJIpOBOTO areHTcTBa “Omnia’”.

4. OxunaeMblit (€) pe3yabTaT (bl): YTOUHEHHE JIETale KOHTpaKkTa paOOTHUKOB, TPUHUMAEMBIX

Ha paboTy B yHHBEpMar.

I/IHCTPYKL[I/II/I AJI1 IIPOBCACHHUA pOJ'IGBOfI HUI'PBI HA AHTJIUHCKOM 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,
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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.

* 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.

Pasznen 4 «®opmMupoBaHne TOProBOro OPeHIa»

1. Tema nenoBoit wurpel: «lleperoBopsl MeXAy HCHOJHUTENBHBIM JTUPEKTOPOM OaHKa U

PYKOBOOUTCIIEM OTACJIa PO3HUYIHOI'O 0aHKOBCKOT'O 06CJ'IY)KI/IBaHI/I5D).

2. KOHHGHHI/IH HI'PLBI: HCITOJIHUTEIIHLHBIN JAUPCKTOP 0aHkKa H PYKOBOIHUTECIIb OTACIA POSHUYIHOI'O

0AaHKOBCKOI'O O6CJ'Iy>KI/IBaHI/I$I O6CY)K)IaIOT BO3MOXHOCTb 3aKpPbITUA Y6BITO‘IHBIX (1)I/IJ'II/IaJ'IOB C

L[ETbI0 COKpAIIEHHsI 3aTPaT U UHBECTUPOBAHUS B JAPYrue cepsl.
3. Poau:
- TJIaBHBIA UCTIONHUTENBHBIA TUPEKTOp OaHKa;

- PYKOBOIUTCIIb OTACIa PO3HUYIHOT'O 0aHKOBCKOT'O O6CJ'Iy>KI/IBaHI/I$I.

4. Oxupgaembiii (e)  pe3ynbTaT (bl): JOCTH)KEHHE KOHKPETHBIX pELIEHUH IO BOMPOCY

COKpallCHUAd 3aTpar.

WHucTpykuuu A poBeieHHsI pOJIeBOM UIPbI Ha aHTJIMHCKOM S3bIKE
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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.

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

Paznen 10 «KonkypeHnuus»

1. Tema penoBoil wurpel: «lleperoBopbl Mexay BIIaJENbLIEM PO3HUYHOIO Mara3uHa M
MPECTABUTENIEM KOMIIAHUH-TTPOM3BOIMUTEIIS IIAMITYHS JUIS )KEHIIKH “Sheen”y.

2. Konuenuus wWrpel: Biajgenel] pPO3HUYHOTO MarasuHa U TPEeACTaBUTEIb KOMIIAHUH-
MPOU3BOAUTEINS IIAMIYHS Ui KeHIIMH “Sheen” 00CYXIar0T BO3MOKHOCTH OCYIIECTBIICHUS
MIOCTaBOK JJAHHOTO IIAMITYHSl B Mara3uH Ha BBITOJHBIX JUIsl 000X CTOPOH YCJIOBHUSIX.

3. Pomu:

- BJIaJIeNIel] PO3HUYHOTO Mara3uHa,

- IPeACTaBUTEIb KOMIIAHUU-TTPOU3BOIUTENIS IIAMITYHS /17151 KeHIIMH “Sheen”.

4. OxkunaeMblit (€) pe3yabTar (bl): JOCTHKEHUE KOHKPETHBIX PEIICHU TI0 BOMIPOCAM MOCTaBOK

IIaMITyHs B MarasuvH.

WNHcTpykuuny uist IpOBEIEHUS POJIEBON UI'PBI HA AHTJIMMCKOM 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 3apaun no nucuuniuge «/lesi0Boii HHOCTPAHHBIN A3BIK)

Pa3zgen 2 «Padora»
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Keiic Ha Temy: « Bb16op KanaumaTa Ha OCT yIpaBJIsAIoOUIero ceTi gputHec kiry6oB B bpazunun».
[Ipouenypa pelieHus: KEHCOB:

IlepBblii 3Tan — 3HAKOMCTBO C CUTyalUeH.

Bropoii sTtan — BblJeNeHHE OCHOBHOM IPOOJIEMBbl, (PaKTOPOB U NEPCOHAINN, KOTOpPHIE MOTYT
peanbHO BO3JAECHCTBOBATh HA CUTYALIHIO.

Tperwnii 31an — npeaoKeHne KOHIEIIUN WIA TEM U1 «MO3TOBOTO IITYPMay.

UYeTBepThlii dTaAll — AHAINU3 MOCIEACTBUN IPUHATUSA TOTO WIM HHOTO PEIICHMUS.

[Iarelii dTam — pemeHne Keica — MPeUIOKEHUWE OJHOIO0 WM HECKOJBKUX BapHAHTOB
(mocnenoBaTeNbHOCTH  JICUCTBUI), YKa3aHHME Ha BO3MOXKHOE BO3HHKHOBEHHE MpoOieM,
MEXaHU3MBI UX MPEAOTBPAILIECHUS U PELICHUS.

Cumyayus: AMepukaHcKas ceTh puTHec Ki1yooB “Fast Fitness” permuia pacumpsaTs CBOo chepy
BnusiHus B FOHOM AMepuKke M OTKPBITH IIECTh HOBBIX KIyOOB B bpasmwnmuu. OnHako naHHbIE
KIyObl HE TOJB3YIOTCS OOJbIIMM ycrexoMm y xutened r. Can-lIlayny m KoMmaHus Tepnut
yObITKH. UneHbl MpaBieHHUs KOMIIAHWU MPOBOJAT 3acelaHue, Ha KOTOPOM Mpesiaralorcs K
PacCMOTPEHUIO PE3IOME YEThIPEX OCHOBHBIX KaHAMJIATOB Ha IMOCT HOBOTO YIPABIISIIOIIETO CETU
¢utHec knyooB B bpasunuu. OOcymnute CHIIbHBIC W CiIa0ble CTOPOHBI KaXKJIOTO KaHIWJaTa U
IPUMUTE OKOHYATEJIbHOE pelleHHe, KOro HaHATh Ha paboty. Hammmmure mucemo ¢

MIPEI0KEHUEM O TPYAOYCTPOMCTBE BHIOpaHHOMY KaHAMUIATY.

I/IHCTPYKI_II/II/I JJI1 IIPOBCACHU A Kelica Ha aHTJIUMCKOM 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.

TunoBbie KOHTPOJIbHbIC 32JaHUA M0 JUCHUIVINHE «/le10BOM MHOCTPAHHBIN SA3BIK»

LISTENING
Track 2
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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?
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.
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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?

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
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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.

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
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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. |1
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?

Jan | 38 what you mean but | 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.
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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
o4 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.
a) reassess b) upgrade C) deregulate
56 In London, people talk about the rather than the subway.
a) motorway  Db) lift ¢ 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 accommodation for two visitors next time a meeting is

held in Hong Kong.

28



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

TeMBI coo0IeHN T

1o aucuunanHe «/lesgoBoii MHOCTPAHHBIN A3BIK»

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. ®oHJ OLIEHOYHBIX CPEACTB /ISl IPOBeIeHHs] IPOMEKYTOUHOH aTTeCTAlUN

3a4er mpeaycMaTpuBacT MPOBEPKY KauecTBa 3HAHUH ¥ C(HOPMUPOBAHHOCTH YMEHUH B 00JIaCTH:
a) YTeHUs (M3YYaroIIero U 03HAKOMUTEIBHOTO) CIICIIMAIBHOTO TEKCTa HA HHOCTPAHHOM SI3bIKE;
0) YCTHO-PEUYEBOTO BBHICKA3bIBAHMUSI:

— MOHOJIOTHYECKOTO XapaKTepa — MOJrOTOBJICHHAS pPedb (COOOIIEHHE M0 MPOYUTAHHOMY B
¢bopme pesrome);

— IMAJIOTHYECKOTO XapaKTepa — HEMOArOTOBJICHHAs peub (0ecena ¢ AK3aMeHATOPOM Ha OJHY U3

HU3YUCHHBIX TCM).
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Kpome Toro, oneHuBaercs CTENEHb YCBOEHUS JEKCHUKO-TPAMMaTHUECKUX CTPYKTYp U yYMEHHE
COCTaBUThH JI€JIOBOE IMCHbMO Ha AHIJIMICKOM SI3bIKE B COOTBETCTBUM C HOPMaMH H3y4aeMoro

SA3bIKA.

TpebGoBanus k 3auéTy
1. TlucbmenHas 3auétHas pabora. CoCTaBUTh aHHOTALMM HA PYCCKOM W aHIJIMHCKOM SI3bIKaxX K
TekcTaM BHeayauTopHoro uteHus. O0b6EM TekcToB — 10 00015 000 mevyaTHBIX 3HAKOB.
2. Tect o mpoiIeHHOMY JIEKCUKO-TPaMMaTHUYE€CKOMY MaTepHaly.
3. AynupoBaHue (IBYKpaTHO MPOCTYIIaTh ayTEHTUYHBIA TEKCT MO0 OJHOW U3 MPONIECHHBIX TEM,
chopMynupoBaTh INIaBHYIO HJIE0, KPATKO NepeaTh OCHOBHOE COJICPKAHUE TEKCTA).
4. CocTaBUThH JIETOBOE MUCHMO Ha aHTJIMMCKOM si3bIKe 00beMoM 70 600 3HAKOB, BhIpa)aroliee
yKa3aHHble KOMMYHHKATHUBHbIE HAMEPEHHUS U MpeJHa3Hau€HHOE KOHKPETHOMY ajipecary (BpeMs

Hamucanus — 15 MuH).

TeMbl A1 MOHOJOIMYECKHX BLICKA3ZLIBAHUHN M 0ecelbl HA 3a4yeTe:

1. My background and career

2. My company

3. My job

4. Travelling

5. Telephone skills

6. Socializing: introductions and networking
7. The basic rules of business correspondence
8. Taking part in business meetings

9. Cross cultural communication

10. Presentations

11. Negotiations

12. Advertising and branding

13. Corporate ethics
14. Qualities of leadership.
OLICHOLIHLIC CpeacTtBa UIs HWHBAJIMAOB U JIMI C OIpaHUYCHHBIMH BO3MOKHOCTAMU
300POBbA BLIGI/IpaIOTCSI C YUCTOM UX MHAUBUAYAJIbHBIX HCI/IXO(I)I/BI/ILICCKI/IX 0COOEHHOCTEIA.
— IIpu HCO6XO,Z[I/IMOCTI/I HHBAJIMAaM MW JiMlaM C OI'PAHUYCHHBIMUA BO3MOXHOCTAIMU

3A0POBBA MPEAOCTABIACTCA NOIOJIHUTCIBHOC BPEMA UIA ITOATOTOBKHU OTBETA HA 3K3aAMCHE;
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— IIPH TIPOBEJICHUH NPOLEAYPbl OLICHUBAHUS PE3yIbTaTOB 00yUEHHs] WHBAINJIOB M JIMI] C
OTPaHMYEHHBIMU BO3MOXHOCTSAMU 3/I0pPOBbs NPEAYCMATPUBAETCS UCIOJIb30BAHNUE TEXHUYECKUX
CpeACTB, HEOOXOUMBIX UM B CBSI3U C UX MHAWBUAYATbHBIMUA 0COOCHHOCTIMH;

— TIpY HEOOXOIUMOCTH JIJIsl O0YJArOIIUXCSl ¢ OTPAHUYCHHBIMU BO3MOYKHOCTSIMH 3JI0POBbSI
U HHBAIUAOB IMpOLEAypa OLIEHWBAHMUS pE3yJIbTaTOB OOyYeHUs M0 JAUCLMUILIMHE MOXKET
MIPOBOJUTHCS B HECKOJIBKO 3TAIlOB.

[Ipouenypa oleHHUBaHUS PE3yIbTATOB OOYUEHHUS HWHBAIUIOB U JIMIl C OTPaHUYCHHBIMU
BO3MOXHOCTSIMU 3JIOpPOBBSl IO JUCHUILIMHE (MOMIYJI0) TpeAaycMaTpuBaeT IIpesloCTaBICHHUE
nHpopmanuu B ¢GopMax, aJaNTUPOBAHHBIX K OrPaHUYEHHUSIM HUX 370pPOBbsI M BOCIPUSATHUS
nHpopmaluu:

JUig U1 ¢ HapyIIeHUSIMU 3pEHUS:

— B IIe4yaTHOU Gopme yBeTnYeHHBIM HIpUdTOM,

— B (hopMe 3JIEKTPOHHOTO JOKYMEHTA.

JInst man ¢ HapymeHUs MM CITyXa:

— B IIe4aTHOU opme,

— B (popMe AIIEKTPOHHOT'O JTOKYMEHTA.

Jlnis U1 ¢ HapyIeHUsIMM OTIOPHO-/IBUTATEIbHOTO anmapara:

— B IIe4aTHOU opme,

— B (pOopMe 3JEKTPOHHOTO TOKYMEHTA.

5. IlepeyeHb OCHOBHOI U JONOJTHUTEIbHOH Y4e0OHOM JTUTEPATYPHI, HEOOX0AUMOM 1151

OCBOEHHUS THCHHUILINHBI «/1e10B0ii HHOCTPAHHBIN SA3BIK»

5.1. OcHoBHas UTEpaTypa:

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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I[JISI OCBOCHU NUCHHUIINIMHBI HHBAJIMAAMHU U JIMIIAMH C OTPAHUYCHHBIMU BO3MOKHOCTAMU

3A0POBbA UMCIOTCA U3JaHUA B 3JICKTPOHHOM BU/IC.

5.2. JlonoTHUTEIbHASI JIUTEPATypa:

1. CaBenbeBa O. I'., Bomommna K.C., Moenko O. U. 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. Ilepuoauyeckue U3TAHUS:

T'azeTnI:

1. The Financial Times
2. The Times

3. The Guardian
Kypnansr:

1. Current Sociology
2. The Economist

3. Business and Society Review

5. Ilepeuyennb pecypcoB nHGOPMALMOHHO-TeIeKOMMYHUKAIIMOHHOH ceTu «UHTEpHETY,

HEeO00XOAMMBIX /I OCBOCHHS JUCIHUIINHDBI

. www.englishclub.com

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

. www.tefl.net

o oA oW N

. www.better-english.com
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http://www.tefl.net/
http://www.better-english.com/

7. Www.writing-business-letters.com
8. www.britishcouncil.ru

9. www.correctenglish.ru

10. www.bbc.co.uk

11. breakingnewsenglish.com

7. MeToauyeckue yKa3aHus 1JIA 00y4alOUIMXCH 10 OCBOEHUIO JUCHUIIMHBI «/le10Boii
HHOCTPAHHBIH A3BIK»

Jns ycnemHoro oBiaAeHUsA UCHUIIMHONM «HOCTpaHHBIA S3BIK» CTYIEHT JIOJKEH
perynspHo paboraTh c JuTepaTypoid u HTepHeT—pecypcamu, yKkazaHHBIMH B paboueit
MporpaMMe, U BBITIOTHATH METOIMYECKHE PEKOMEHIAINH, COOTBETCTBYIOIIHNE PA3JIMUYHBIM BHIaM
3aJaHUH.

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

[Ipu paboTe ¢ rpaMMaTHYECKUMHU SBICHUSIMH CTy/IEHTaM HE0OXOJIMMO TPOaHATU3UPOBATH
M3y4aeMoe rpaMMaTHYecKOe SBIIEHUE U BBINOJHUTH YIMPa)KHEHUS U3 yueOHOro mnocodus audo
paboueii TeTpaau.

B cnyuae camocTosATenbHOTO co3aHusl HOBOrO (popmara MUCbMEHHOM pabOThl CTYAEHTHI
JOJIKHBI CHayajla 03HaKOMHUTBLCS ¢ OCOOEHHOCTSMHU JTaHHOTO MHCHbMEHHOTO aHPa, BBIMIOJHUTH
npeajaraeMble yIpaKHeHHs! U JIMIIb 3aT€M CO3/1aBaTh aBTOPCKYIO paboTy MO MpeiaraeéMoMmy B
yaeOHOM 1mocobun uit pabodeit Terpaau oOpasiry.

[Ipu paGoTe ¢ HHOS3BIYHBIMM TEKCTAMU HEOOXOJUMO BBHIMHCHIBATH HOBBIE CJIOBA B
OT/ENbHBIN CJIOBapb, COCTABIATH JUArpaMMbl M JIEKCHYECKHE KapThl CaAMOCTOSATEIBHO M IO
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 LENIBIO MOHUMAHUS €10 OCHOBHOTO COJIEpKaHMS.

2 Omnpenenure ero xaHp Win GYHKIIMOHAIBHBIN CTHIIb.

3. Omnpenennure BO3MOKHbBIE TPYTHOCTH IIEPEBOJIA.

4 Omnpenennure eAMHALIBI IEPEBOA.

5 BeInonHuTe 4epHOBOM MEPEBOI.

6. OctaBbTe TEepeBOJl Ha HEKOTOPOE BpeMsl C TeM, YTOOBbl OTPEeNaKTHpPOBATh €ro
O3 THEE.

7. OTtpenaktupyiite mnepeBoj: yOeauTech B TOYHOCTH IEpeBOJa M OTCYTCTBUHU

oreyarok, opdorpapuueckiux 1 rpaMMaTHYECKUX OLITHOOK.
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B xozme camocrosiTensHON pabOTHI MO TeMe, CTYJACHTHI JIOJDKHBI MPOYMTATh MaTepual,
YKa3aHHBIA B PEKOMEHAOBAHHOW JIUTEPATYPE U 1aTh KPATKOE U3JI0’KEHUE OCHOBHBIX U TEKCTa
Ha aHTJIMICKOM SI3bIKE, YMETh 33]1aTh HECKOJIBKO (5 — 7) BOIPOCOB HAa AaHTJIUHCKOM SI3BIKE.

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

WuauBuayanbHble KOHCYJAbTAllMM 1O IpPEIMETy SBISAIOTCA BaXXHBIM  (PAKTOPOM,
CIOCOOCTBYIOLIUM MHMBUIyaTU3alUU 00YyYEeHHsI U YCTAHOBJIEHHUIO BOCIUTATEIBHOIO KOHTAKTa
MEeXAy IMpernojaBaTesieM M OO0y4arolmMMCs WHBAIMJIOM WJIM JIMIOM C OrpPaHUYEHHBIMU

BO3MOKHOCTSAMM 3J0POBbA.

8. Ilepeyenbr HHPOPMALNMOHHBIX TEXHOJOIHWil, MCMOJIb3yeMBbIX MPH OCYIIECTBJIEHUH

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

8.1.IlepevyeHp HEOOXOAMMOTO MPOrPAMMHOI0 00ecnedeHust

1. CD-ROM « 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 «k yueonmky Key Business Skills. College English for Business //
Tomalin Berry. Oxford: Collins Cobuild, 2012. — 144 pp.

3. DVD-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.

8.2 Ilepeyenb HeOOXOAUMBIX HHPOPMANMOHHBIX CIIPABOYHBIX CHCTEM

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

www.lingvo-online.ru

o M 0D PE

Howjsay.org

9. MarepuaibHo-TeXHHYecKas 0a3a, HeoOXoaUMMAs IJIs1 OCYIIeCTBJIEHHUS
00pa30BaTeIbLHOrO MPoOIecca Mo JUCIUNIUHE
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AynmnoBusyanbHbie cpeacta oOydenus: CD,
DVD, marautohoHsl, BUACO MarHUTO(OH,

CITYTHUKOBOC TCJICBUACHHNC

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

ayIMpOBaHMUsL, TOBOPEHNUs, ITUCHMA.

[Ipoextop, HOYTOYK

Hcnonp3yrores uist AeMOHCTPaLuX
MPE3CHTALNM, TOArOTOBICHHBIMH
MIPENO/aBaTEeNISIMU U CTYJACHTAMH.
Ncnonb3yroTes s 1eMOHCTpauuu

(GuIbMOB.

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

YHHUBEpPCUTETA

Ncnonb3yercs st OpraHu3anuu
CaMOCTOSITEIbHOM pabOThI CTYIEHTOB, JUIsS

BBITIOJTHCHUSA psAia HHTCPAKTHBHBIX 3321&HPII>1.
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