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1. Heau v 3a1a4u U3yYeHUs] TUCHHUILINHBI
1.1. Meas AuCHMNINHBI

Kypc mucuunnuubsl «/len0BOM aHTIIMUCKUNA SI3BIK»  3aKPEIUISECT YK€ MOJYYEHHBIC PAHEE
3HAaHUS M HABBIKM CTYJCHTOB 110 OCHOBaM JIEJIONPOM3BOJICTBA U OM3HEC ITHKH, CIIOCOOCTBYET
JaJIbHENIIIEMY Pa3BUTHIO HABBIKOB BEJICHUS TEJIE(POHHBIX IEPErOBOPOB, COCTABIECHUS JEIOBBIX
IMceM, OTYETOB U pe3loMe, pa3padOTKU KOMMEPYECKUX NPEUIOKEHUH, IOArOTOBKU
npe3eHTalui u T.m. BakKHBIM KOMIOHEHTOM JITaHHOTO Kypca SIBJISIETCS] MPAKTUYECKUI MOJXOJ B
00CY)KJICHUH TEM U PEIICHUU CUTYallil, C KOTOPHIMHU CTAJIKMBAIOTCS MIPEICTABUTENN PA3IMUHBIX
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(hepamMu, CUTyallusIMU, YCIIOBUSAMHU M 3aJla4aMU OOIICHHUS.
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; OBJIaJICHE HOBBIMH YMEHUSMHU MPHU OTIEPUPOBAHUN HOBBIMU
SI3BIKOBBIMU CPEJICTBAMH B KOMMYHHMKATHBHBIX I1I€JISIX B COOTBETCTBUU C OTOOpPAHHBIMU T€MaMU
u chepamu oOIICHHUS.

ConunokynbTypHasi KOMIIETEHI[US — YyBeJIMYEeHHE O00beMa 3HAHUU O COLMOKYIbTYPHOM
cnenuduKe CTpaHbl U3y4aeMOro S3bIKa, COBEPIICHCTBOBAHUE 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 TOJIOKEHUS B YCIOBUAX
neUINTA S3BIKOBBIX CPEICTB MPH MOTYUYEHUH U TIepeAaue HHOSI3BIYHONM HH(OpMAIIUU.

Y4eOHO-103HaBaTeNbHAsT KOMIIETEHIUS — pa3BUTHE OOMIMX U CHEIHAIBHBIX YUeOHBIX
YMEHHUH, TO3BOJSIOIIMX COBEPLICHCTBOBaTh YYEOHYIO JIESTEIbHOCTh 10  OBJIAJCHUIO
WHOCTPAHHBIM $I3bIKOM, YJOBJIETBOPSTH C €r0 MOMOILBIO [MO3HABATEIIbHBIE UHTEPECHI B APYTUX
00nacTsX 3HaHUH.

[IpodeccronanbHO OpUEHTUPOBAHHAS WHOS3BIUHAS KOMMYHHKATHBHAS KOMIIETEHITUS —

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



YMEHMH ONEpUPOBAHUS C HUHOS3BIYHBIM TEPMHUHOJOTMYECKHMM KOPIIyCOM B  paMKax
CIELMAIBHOCTH.

Hapsimy ¢ mpaktudeckoil 1enbpi0o — oOydeHHWEM OOIICHHIO — MJaHHBIM Kypc CTaBUT
oOpa3oBaTesnbHbIE W  BOCHHUTATENbHBIE 1end. JlocTmwkeHne 00pa3oBaTENbHBIX  IeNei
OCYILIECTBJISIETCS B acHeKTe TyMaHU3alUd U TyMaHUTAapu3alud TEXHUYECKOIo U
€CTeCTBEHHOHAYYHOTO OO0pa3oBaHWsI W O3HAYaeT paCIIMpPEHHE KpPyro3opa CTYIEHTOB,
MOBBIIIEHUE YPOBHS HMX OOIIEH KyJIbTYpbl M 0Opa3oBaHMsA, a TaKKe KYIbTYPhl MBIIIJICHHUS,
oOuieHuss u peud. BocnurarenbHbIl MoTeHUMan mpeamera «JlenoBoil MHOCTpaHHBIN S3BIK»
peaninzyercss nmyreM (GOPMHUPOBAHMS YBAXXKUTEJIHHOIO OTHOUIEHUS K JYyXOBHBIM II€HHOCTSIM
JPYTUX CTpaH ¥ HapOJIOB.

Takum o06pa3oM, o0ydyeHHE AETOBOMY HHOCTPAHHOMY SI3bIKY HOCHT MHOIoOIe/1eBoi
XapakTep U HallpaBJIeHO:

— Ha TNpUOOpEeTeHHE CTYAECHTAaMU HHOS3BIYHOM KOMMYHUKATHBHON KOMIIETEHIIMH B
poQeccHoOHATIbHOM M MEXKJIUYHOCTHOM OOIIEHUN;

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

— paclIupeHue Kpyro3opa, MOBBIIIEHHE OOLIEH KyJIbTypbl MBIIUICHHS, OOLEHHUS U peUH B
aCIIEKTE YBaXUTEIBHOTO OTHOIICHNUS K JyXOBHBIM LICHHOCTSIM JAPYI'MX CTPaH U HapOJOB;

— yIOOBJIETBOPEHHME II03HABATEIbHBIX HHTEPECOB OOY4YAIOUIMXCS INPU  HU3Y4EHHUH
CHeLMAIbHOM JHUTEpaTypbl Ha AHIVIMHCKOM S3bIKE M TBOPYECKOM OCMBICICHHU 3apyO0eXHOTO
OIbITA B NPOQHIUPYIOLIEH U CMEXHBIX 00JIACTSIX HAYKU M TEXHUKU;

— pa3BUTHE HABBIKOB CaMOCTOSATEIBHOW pabOThl CTYAEHTOB M CTUMYJIHPOBAHUE
CTPEMJICHHMSI CaMOCTOSITEJIBHO M HENPEPHIBHO IIOBBIATH YPOBEHb S3BIKOBOM M pPEUYEBOU
KOMIIETEHIINH;

— pa3BUTHE U COBEPLIECHCTBOBAHME HABBIKOB JIEJIOBOM Pa3rOBOPHOM pEYM M AKTUBU3ALMS
JIEKCUYECKOT0 3amaca.

1.2. 3agaun IUCHUILIAHBI

ITo3naBaTeabHBIN KOMIIOHCHT:

— (opMupoBaHHE y CTYACHTOB 3HaHHUS 00 OCOOCHHOCTSIX JIENIOBOTO ITHKETa B CTpaHe
HA3y4aeMoOTO S3bIKa;

— pacuiupeHue 3HaHUW CTYACHTOB O JIGKCMYECKUX U CTHUIIMCTUYECKUX OCOOEHHOCTSAX
AQHTIUHCKOTO S3bIKA, UCIIOIh3yEMOTO KaK CPEICTBO IJIOBOTO OOIIEHHUS.

[IpakTyecKii KOMIIOHEHT:



- (dopMUPOBaHHE KOMMYHUKATHBHOW KOMITETEHITMH, PEATIOIATAIONIeH PYHKIIMOHAITBHOE
WCIOJIb30BAHNE AHTIIMHCKOTO sI3BIKA KaK CPEJCTBA JCIOBOTO OOIICHUS MO CICIYIOIIUM TeMaM:
COCTaBIICHUE pe3loMe; 00IIeHre ¢ paboToaaTeneM; AeyioBas epenucka; oOeHe o TelaeqoHy;
oOIIeHNe C JICNIOBBIMHM TAapTHEPaMH, y4acTHE B JICJOBBIX BCTpPEUaX M COBCIIAHUSX, BEIACHHC
MIEPETOBOPOB, MPE3CHTAIHSI.

— paBBI/ITI/Ie CHOCO6HOCTI/I IIOHUMAaTh " HOpO)KI[aTI) I/IHO?[?;I)I‘IHI)Iﬁ III/ICKpr C y‘leTOM
OM3HEC-3THUKH,

— 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
HCCIIEIOBATENLCKOM NEITEILHOCTH,

— pa3BUTHE CIIOCOOHOCTH H30eXaTh HEIONMOHHMAaHUs, MPEOJOJeTh KOMMYHUKATHUBHBIN

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

1.3. MecTO IMCUMIIIIMHBI B CTPYKTYpPe 00pa30BaTe/IbHOM MPOrPaMMbl

JucuunnmHa «JlenoBoil MTHOCTpaHHBIN A3bIK» OTHOCUTCS K Biioky 1, BapuaTuBHOM 4acTw,
00s13aTeILHBIM JUCIUIIMHaM 1o HampasieHuro mnoarotoku 41.03.01. «3apyb6exHoe
peruoHoBeneHue». M3ydeHue Jel0oBOr0 MHOCTPAHHOTO S3bIKa B BY3€ SIBISIETCS COCTaBHOM
YacThl0 MOJTOTOBKM CIICLMAINCTOB, KOTOPbIE JOJDKHBI JOCTUYh YPOBHS MPAKTUYECKOTO
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,
IrpaMMAaTUYECKONM M CTHJIMCTUYECKOW HOPMAaMHU MHOCTPAHHOTO SI3bIKa B MpeeNiaX MpOoTrpaMMHBIX
TpeOOBaHUM U MPABUIILHO MCMOJIb30BaTh UX MPH PELICHUH BOIPOCOB JIEI0BOI KOMMYHUKAIIUU B

(I)opMe YCTHOI'O U TIMCbMCHHOT'O 06H_IGHI/I$I.

1.4. IlepeyeHb MIaHMPYEMBbIX Pe3yIbTATOB 00y4eHus no Aucuumianae 51.B.07
«/leJI0BOl MHOCTPAHHBIH fA3BIK», COOTHECEHHBIX € INUIAHHPYEMBIMH pe3yJbTaTAMH
OCBOCHHA 00Pa30BATEJIBLHOM MPOrPAMMBI

IIpoiecc u3ydeHus AUCLUILUIMHBI HalpaBiieH Ha (OPMHUPOBAHME CIEAYIOLIUX
KOMIIETCHIIUH:

— CIIOCOOHOCTH BIIa/IETh MPO(HECCHOHAIBHON JTEKCUKOM, OBITh TOTOBBIM K YYaCTHIO B
HaYYHBIX JUCKYCCHUSX Ha mpodeccroHanbHbie TeMbl (OITK-13);



- CIOCOOHOCTH BIa/IeTh 0a30BHIMU HABBIKAMH YTEHUS U ayJIUPOBAHUS TEKCTOB
0OIIECTBEHHO-TIOJUTHYECKO HAPABICHHOCTH Ha SI3BIKE (S3BIKAX) perroHa CIIeUATH3AI[IT

(OIIK-14);

— CnocoOHOCTB BECTH AUAJIOT, TIEPEMHCKY, IEPErOBOPHI HA MHOCTPAHHOM SI3bIKE, B TOM
YHCIIe S3bIKEe PErHOHA CIICIHAIN3alliK, B pAMKaX YPOBHs NOCTaBieHHbIX 3a1au ([1K-2).

Ne WNunexkc | Copepxanue B pesynbrate n3ydeHus: yaeOHON AUCIUILIMHBI 00yJIaronIrecs
g, | KOMIET | KOMIETEHIHH JIOJIKHBI
" | enuuu | (MM €€ 4acTu) 3HATh YMeTh BJIaJIeTh
1. | OIIK- | CnocoGHOCTh | — (DOHETUYECKUH, | — MOHUMATh — HaBBIKaMH YCTHOU
13 BIIAJICTh IPAaMMATHYECKUH | TUATOTHYECKYIO U Y TUCBMCHHOU peun
npodeccuoHall | U JIEKCUYECKU MOHOJIOTHYecKyto peub | Ha WA nns oOmienus
BHOU CTpOH B c(hepe ObITOBOI U B OBITOBOM U
JIEKCUKOM, WHOCTPAHHOTO npodeCCuOHABHOU npodecCuoHaAIbHOU
OBITh TOTOBBIM | SI3BIKA, KOMMYHHKAIIHH; cdepe;
K y4acTHIO B npodeccHoHalbH | — MEPEBOIUTH — HaBBIKaMU
HayYHBIX VIO CTCITHATEHYO IIEKTPOHHOU
JTMCKYCCHUSX Ha | TCPMHUHOJIOTHIO; | JiuTeparypy Ha WS, KOMMYHHKAIH Ha
npodecCuoHan | — OCHOBHBIE THUITBI | COCTaBIIATH ns;
BHBIC TEMBI MMACbMEHHBIX, MUChMEHHBIC, YCTHBIC U | — CIICIYIOIIIHMH
YCTHBIX U JJICKTPOHHBIC PEUEBBIC | BUJAMH PEUCBBIX
JJIEKTPOHHBIX npowusBeneHns Ha U, IIPOU3BENIEHUN: 3CCE,
peueBbIX — CaMOCTOSITENILHO COOOIIIEHNUS, YACTHOE
IIPOU3BEICHUN Ha | JOOBIBAThH MUCHMO, JIEIOBOE
Usl. npodecCuoHaIbHBIC MMCbMO, Onorpadus,
3HaHUA C pes3oMe;
HCI0JIb30BAHUEM — OCHOBaMU
MHOCTPAHHOTO f3bIKa nyonuyHOM peun
JUTSL Pa3BUTHS (ycTHOE cooOrieHue,
CIOCOOHOCTH K nokian, pedepar,
caM000pa3oBaHUIO U MIPE3CHTAIIHS ).
npodeccuoHanTbHOMY
CaMOCOBEPILIEHCTBOBAH
UIO CPeJICTBaMU
WHOCTPAHHOTO S3bIKA.
2. | OIIK- | CriocoOHOCTh | — OCHOBHBIE — BECTH Jauajor-oeceny | — OCHOBHBIMU
14 BIIAJIETh 0COOEHHOCTH ob1ero u HaBbIKaMU MHCHhMA,
0a30BBIMU oduImanbHo- npodeccnoHanbHOTO HEOOXOIUMBIMHU IS
HaBbIKaMU JIEIOBOTO CTUJIS, | XapakTepa, coOmoaas BEJICHUS JIeJI0BOM
YTEHUSI U OUM3HEC ITUKU, IpaBHJia PEUEBOTO MEPETHCKH,
ayIupoBaHMs | TpaBUIIa ITHKETA COCTaBIICHUS PE3IOME,
TEKCTOB peueBoro OTYETOB.
OOI1eCTBEHHO- | ITHUKETA.
MOJIMTUYECKON
HaIpaBJIEHHOC
TH Ha SI3bIKE
(s13bIKaX)
peruona
CreIranu3au

u




[1K-2

CrocoOHOCTE
BECTHU AUAJIOT,
MEPEIHUCKY,
MIEPEroBOPEI
Ha
MHOCTPAHHOM
SA3BIKE, B TOM
YHUCJIC SA3BIKEC
peruona
crieraanu3anu
U, B paMKax
YPOBHS
ITIOCTABJICHHBIX
3a/1a4

— (hOHETUUECKUH,
rpaMMaTHYECKHI
Y JIEKCUYECKHUI
CTpOH
WHOCTPAHHOTO
SI3bIKA,
npodeccuoHanbH
Y10
TEPMUHOJIOTHIO;
— OCHOBHBI€ THITBI
MMCbMEHHBIX,
YCTHBIX U
SIIEKTPOHHBIX
peYeBbIX
IIPOU3BEICHUN Ha
i,

— HOPMBI
MIPOU3HOIICHHUS,
YTCHUS;

— OCHOBHBIE
TIPUEMBI
AHHOTUPOBAHUS,
pedepupoBanus u
nepeBoja
JUTEPATYPHI 110
CHELUAaTbHOCTH

— IOHUMATh COOOIIECHUS
npo(heCcCHOHATBLHOTO
xapakrepa (B
MOHOJIOTHYECKON
dbopMme U B x0J1€
Jajora),
OTHOCsIIEeTocs K cepe
U CUTYAIIHSIM JICTIOBOTO
OOIICHUS,

— y4acTBOBATh B
nuanore (6ecene),
BBIPAXKATh
OTIpe/ICIICHHBIC
KOMMYHHUKATHBHBIC
HamMmepeHus (3ampoc /
cooOrieHne
uH(popMaLy,
BBISICHCHUE MHCHHUS
cobeceqHUKa,
BBIpKEHUE
COOCTBEHHOTO MHEHUS
10 TTOBO/JTY MOJIy4€HHOM
nHpopmaruy,
BBIpaXCHHUE 0JI00peHUs
/ HeJTOBOJIbCTBA,
YKJIOHEHUS OT OTBETA);
— apryMEHTUPOBAHHO
u3JIaraTth CBOIO TOUKY
3peHus, MHEHHE IO
00cyxaaemMoit
npobieme;

— U3JIarath CoJIepyKaHue
IPOYUTAHHOTO B BUJIE
pe3loMe U ICCe;

— JeTaTh COOOIIEHMS,
pe3eHTalNH, JOKIAIbI
C TIpeBapUTEIHHOM
IMOATOTOBKOM;

— peanu3oBaTh Ha
MUChbME
KOMMYHUKATHBHbBIE
HaMEPEeHUS
(ycTaHoBneHue
JIEIOBBIX KOHTAKTOB,
HAaIIOMHHAHUE,
BBIp2KEHUE
0J1aroJapHOCTH,
COJKaJICHUS, YIIpeKa).

— JIEKCHYECKUM
MUHHUMYMOM B
o0beme He MeHee 3
000 equHMIl, U3 HUX
1 500 — mpoayKTHBHO
o01ero u
TEPMHUHOJIOTHIECKOTO
XapakrTepa;

— TpaMMaTHYCeCKHUMH
CTPYKTypamHu, He-
00XOIMMBIMH IJIsT
YCTHOU M MUCHbMEH-
HOM (opM OOIICHMS;
— BCEMU BUIAMH
YTCHHSI
OPUTHHAJIBHOU
JTUTEPATYPHI:

a) 03HAaKOMHUTEIHLHBIM
YTCHHEM;

0) U3yJaromum
YTCHHEM, B TOM
YHCIIe JIATEPATyPhI 110
CHEIHNAbHOCTH
(0630poB,
TEXHUYECKOMN
JIOKyMEHTaIluH,
OTHCaHue
HKCIEPUMEHTOB,
CIIPaBOYHbBIE
mocoOusi, HAy4IHbIC
CTaThbH);

— BCEMU BUJAMHU
EIIOBOM

KOPPECHOH ICHIUH;

— OCHOBHBIMH
HaBbIKaMU MHCHhMa,
HEOOXOIUMBIMHU IS
BEJICHUS JIeJI0BOM
MEPETHCKH,
COCTaBIICHUS PE3IOME,
OTYETOB.




2. CTpykTypa u cofepiKaHue U CHUILIHHBI

2.1 PacnpenesieHue TPyA0€MKOCTH JUCHUILIMHBI 10 BUIaM PadoT

OO0mast TpyIOEeMKOCTh TUCIHMIUIMHBI COCTaBsIeT 3 3adeTHbie eauHuibl 108 yacoB, ux
pacripesiesieH|e 1Mo BUAaM paboT MPEICTaBICHO B TAOIUIIE.

Bun yae6HOMI paboThI Bcero CemecTpbl
4acosB 5
KonTakTHasi padoTa, B TOM YHCJI€:
AyIMTOpHBIE 3aHATHS (BCEro) 54 o4
3aHATHUS JIGKIUOHHOTO THUTIA
JlaGopaTopHble 3aHITHS 54 54

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

Nuasi koHTaKTHas padora:

KonTpons camoctosarensHoii padotsl (KCP)

[Ipomexyrounas arrectauus (MKP) 0,2 0,2
CamocrosiTejibHasi paboTa, B TOM YHCJIe: 53,8 53,8
KypcoBast paboTa
[TpopaboTka yueGHOTO (TEOPETUUECKOTO) MaTepraia 22 22
BrImostHeHUe MHIMBHTYATBHBIX 3a1aHUN (TI0ITOTOBKA 20 20
COOOIIIEHNH, Tpe3eHTaIuil)
[ToaroroBka K TEKyIeMy KOHTPOJTIO 11,8 11,8
KoHTpoJib:
[ToaroToBka K 3a4ety
O011asi TPY10€eMKOCTh qac 108

B TOM YHCJIle KOHTaKTHasi pa6oTa 54,2 54,2

3ad4. ejl. 3 3

2.2 CTpyKTYypa IMCHUILIAHBI:
Pacnpenencnue BuaoB yueOHOM pabOThI M KX TPYAOEMKOCTH IO Pa3/ieiaM JUCIUTLIAHBI.
Paznenbl (TeMbI) TUCIUTIINHBL, U3ydaeMbie B 5 cemecTpe (011 cmyoenmos ODO)

No KonmuectBo yacos
[:;13;[ HaumenoBanue pa3nenoB (Tem) Beero Aygg:;Haﬂ BHC?;%I/(I)TTZPHM
JI I13 JIP CPC
1 2 3 4 5 6 7
1. |Organisation 16 8 8
2. |[Human Resources 16 8 8
3. [Travel 8 4 4
4. |Brands 12 6 6
5. |Change 8 4 4
6. |Advertising 8 4 4
7.  |Leadership 8 4 4
8. |Cultures 16 8 8
9. |International Markets 8 4 4
10. |Competition 7,8 4 3,8
3auem 0,2
Hmoco no oucyuniune: 108 54 53,8




2.3. Copnepxanue pa3esoB (TeM) JHCHUTLIMHBI:

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

2.3.2 3aHATHSA CEMHHAPCKOI0 THIIA
3aHATUS CEMUHAPCKOTO TUTIA — HE MIPETyCMOTPEHBI.

2.3.3 JlIaGopaTopHble 3aHATHS

Ne Hanverosanme HaumenoBanue n1abopaTopHbIX paboT Popwma Tekymero
paznena (Tembl) 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 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,
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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. CJIOBApHBINA 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 |®ponTanbHbIit
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. 0630p

MIPOMIEHHOTO
Marepuaia u
IIpUEM 3a4eTa

2.3.4 [IpumepHasi TeMATHKA KyPCOBBIX padoT (IPOEKTOB)
KypcoBsie paboTsl — HE IPETYCMOTPEHBI.

2.4 IlepeueHb Y4ueOHO-METOAMYECKOr0 o0ecmevyeHUsl IJIsl CAMOCTOSTENbHON pPadoThI
00yYaIuXxcs Mo JUCHUILINHE «/le10B0ii HHOCTPAHHBIH A3BIK

[Tepeyenn yueOHO-METOIUUECKOTO OOECTICUSHHS JUCIIUIUIUHBI TI0
HaumenoBanue

Ne pasziena (Temb) BBITIOJTHEHUIO CAMOCTOSITENIbHOM paboThl

1 2 3

1 Organisation |[1. Meroauueckue yKa3aHUs IO OpPraHU3AIMA CaMOCTOSTEIHLHON
paboTel MO JuCHUIUIMHE «JlemoBOl MHOCTpaHHBIA  S3BIK»,
YTBEPKICHHBIE kadeapoi AHTJIMHACKOTO SI3BIKA B

npodeccuonanbHoU chepe, mpotokos Ne 10 ot 02 urons 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
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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
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.

Y4ueOHO-METOIMYECKHEe MaTepHalbl UL CaMOCTOSTEIBHOW pPabOTHl OOYydJaroImuXxcsl W3
Yucia MHBAJIMJIOB U JIML C OTPaHMYEHHBIMH BO3MOXKHOCTSIMHU 3710poBbst (OB3) npenocTasistorcs
B (hopMax, alaliTUPOBAHHBIX K OTPAaHHYCHUSM UX 37I0POBBS U BOCHPUATUS HH(POPMAIIIH:

JInst L ¢ HapyIIeHUSIMH 3PSHHUS:

—B 1e4aTHoi opme yBeITMYEHHBIM MpPUPTOM,

— B (JopMe AIIEKTPOHHOT'O JTOKYMEHTA,

— B popme ayanodaiina;

JUist U1 ¢ HapyLIeHUSIMU CITyXa!

— B IiedaTHoi (opme,

— B JOopMe PIEKTPOHHOTO JIOKYMEHTA.

JUist U1 ¢ HapyIEeHUsIMHM OTIOPHO-/IBUTATEIBHOTO anmapara:

— B re4atHoi dopme,
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— B OopMe AIIEKTPOHHOTO JTIOKYMEHTA,
— B (hopme ayauodaiina.

4. Oopa3oBarejibHbIE TEXHOJIOTHHI

Crnenmduka TUCHUTUIMHBI MPEIyCMAaTPUBACT HMCKIIOYUTENBHO MPAKTHUYECKUE 3aHSITHSL
[Ipu oCBOEGHMHM AMCIUILTUHBI UCTIONB3YIOTCS 00pa3oBaTeNbHbIE TEXHOJIOTHH, MPEIOIararonme
aKTHBHBIE WM HWHTEPAKTHBHbIE (OpPMBI TpPOBENEHHS 3aHATHH, a WMMEHHO: pOJieBas Wrpa,
Mpe3eHTAIsl, MO3TOBOM IITYpM Ha Ha4YadbHOW CTaJMW BBENEHHS TEMBI, JEJOBas WIrpa Ha
3aKIIOYMTENBHBIX CTYNEHSX OCBOCHHWS TUCHWIUIMHBL, JUCKyccHs, pabota ¢ UHTepHer
UCTOYHHKAMH, pedepupoBanue crareit, padora ¢ DVD-ROM k y4ye6HOMY Komriutekcy “Market
Leader Intermediate. 3rd Edition: Business English Course Book”. [lns opranuzamuu
CaMOCTOSTEILHOW PabOTHI TpeIaracTcss aKTHBHO HCIOJB30BaTh 3amanus u3 Market Leader
Intermediate. 3rd Edition: Teacher’s Resource Book, paboty ¢ ucrounukamu B MHTEpHETE 151
MOJTOTOBKH pedepaTuBHBIX 3amaHuid. s U ¢ OTpaHMYCHHBIMH BO3MOXHOCTSIMH 37I0POBBS

MpeAyCMOTPEHA OpraHU3aIHs KOHCYIbTAIIUN C NCIOJIb30BAHUEM DJICKTPOHHON TTOYTHI.

5. OuneHouHble cpeacTBa s TeKyllero KOHTPOJS YCIeBaeMOCTH W TNPOMEKYTOYHOI
aTTecTaluu

4.1 ®oHp OLIEHOYHBIX CPE/ICTB /IS POBeeHUs TeKylleld aTTecTAluN

Texkymuit KOHTPOJIb OCYHIECTBIIAETCA B XOJie Y4eOHOTO Ipolecca Ha JabopaTOpHO-
MPAKTUYECKUX 3aHATUSX, TI/I€ OLEHUBAIOTCS OTBETHl CTYJIEHTOB, Kaye€CTBO BBIMIOJHEHUS
JOMAaIIHUX pPadOT, WHAMBUAYaNbHBIX 3amaHuil. OH peanusyerca B (opme (HPOHTAIBHOTO

onpoca/beceibl, IPOBEPKU BHEAYAUTOPHOIO YTEHUS, MUCHbMEHHBIX PaboT, TUCKYCCUU.
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Tembl 1ucKyccHi

1o AucuumInHe «/lesoBoii HHOCTPAHHBIN A3BIK»

Pa3)1e.11 1 «Opraﬂmaunﬂ: OCHOBHBIC XaPAKTCPUCTHKHU U THIIbI KOMIIaHUH»

Tema nuckyccuu: oOCyIWMTH B TpPYINIlE OCHOBHBIE BHJIBI OpraHu3alnud Ou3Heca, UX
XapaKTCPHBLIC YCPThI, IPCUMYIICCTBA U HCJOCTATKU. CJIGILYIOHH/Ie BOIIPOCHI TIOMOT'YT BBICTPOUTDH
XOJ TUCKYCCHU.

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?

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?

Pasznen 2 «PaGora»

Tema muckyccuu: naTh pa3BEpPHYTHIM OTBET Ha BONpPOCHL: «Kakue (akTophl SBISIOTCS
pemarIMi  Tpu  npueme Ha paboty?», «Kakwe (akTophl HE YYMTHIBAIOTCS IpHU
pr,[[OYCTpOfICTBG?». A Takke BBICKa3aTb CBOE€ MHEHHE OTHOCHUTEIHHO CJICayromux
YTBEPKICHUI:

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.

Pazgen 3 «IlyremecrBue»
Tema nuckyccuu: 0OCYIUTH B TpYyNIE OCHOBHBIE BOINPOCHL, CBSI3aHHBIE C
aBUAIIEPEBO3KAaMU U pa3MELICHHEM B NOCTHHUIAX, PACCMOTPETh NPEUMYIIECTBA U HENOCTATKH

ACHICBBIX U JOPOTHUX aBUAJIMHUH. C.IIGILYIOH_[I/IG BOIIPOCHI IIOMOT'YT BBICTPOUTH X0 NUCKYCCHUM:
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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 «®@opmMupoBanue TOproBoro Openga»

Tema muckyccuu: oOCYIUTH B TPYIIE OCHOBHBIE BOTPOCHI CO3JaHUS, MOJICP>KaHMUS,
3alUThI U IPOJABUIKCHUA 6p€HI[0B. CJ'IG)IYIOHII/IG BOIIPOCHI IIOMOTYT BBICTPOUTH X0 JUCKYCCHU:
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?

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

N g &~ w

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

Paznen 5 «M3meHeHus»
Tema nuckyccuu: oOCyIUTh B T'PYIIE OTHOIICHUE CTYJIEHTOB K IEepeMeHaM B paboTe u

HUX )XM3HU, B O6HICM. B X04€ NJUCKYCCHUHM CTYACHTHI OTBCYAIOT HA CICAYIOIINEC 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.
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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 «Pekaama»

Tema puckyccunm: OOCYIUTH B TPYIIE pPOJIb PEKIAMbl B KWU3HH OOIINECTBA, BUJIBI
peKiambl, CrocoObl PEKIIaMHUPOBAaHUSA TOBapa, a Takke pa3o0paTb KOHKPETHBIE peKJIaMHbIe
00BsiBNIEHUS (MX CHIIbHBIE U clladble cTOpoHbI). Crenyromue BOIpOoCkl IOMOTYT BBICTPOUTH X0/
JHACKYCCHUU:

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'
¢) 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.

17



Pazgea 7 «JIugepcTBo»

Tema nuckyccuu: oOCYyIUTH B T'pYIIE OCHOBHBIE KauecTBa XOPOIIETO PYKOBOJAWTEI,

MMPUBCCTU ITPUMCPBI BBIAAOIIUXCA JIUACPOB B UCTOPUHU, BBIACHUTD, €CTh JIM I'CHACPHBIC pa3JInunuA

B CTUJIAX PYKOBO/JICTBA. CJIGI[YIOHII/IG BOITPOCHI IOMOT'YT BBICTPOUTH X0 JUCKYCCHU:

1.

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 auckyccun: 06CyAuTh B TPYIIE, YTO TaKOe OU3HEC KYJIbTypa U KaKOBBI CXOJCTBA U

paznuuus Ou3HEC KYNbTYp B pa3HbIX cTpaHaX. JlMCKyccusi BBICTPAaMBAaETCS C MOMOUIBIO

CJICAYIOIINX 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
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Paznen 9 «MexayHapoaHbIe PIHKH»

Tema nuckyccun: 0OCYAHUTH B TPYIIE KaK Pa3BUBAIOTCS HA CETOHSIIHUN JICHD
MCKIAYHAPOAHBIC PBIHKH U KaK OHU BJIMAIOT HA HAIly KU3Hb, HAIlY OpraHru3alyio U Hally
ctpany. Creayromue BOPOCkl HIOMOTYT BBICTPOUTD XOJ1 TUCKYCCHUH:

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 oA W N

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

Pa3nen 10 «kKonkypeHuus»

Tema AUCKYCCUM: CTYACHTBI OTBEYAKOT HaA psAa BOIIPOCOB, qTOOBI IIOHATH, HA CKOJIBKO
Pa3BUT B HUX COPEBHOBATENbHBIN AyX. [lanee B xoae nucKyccun 00CYKIAIOTCS CIETYIOIINE
BOTIPOCHI:

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 1eJI0BBIX UTP MO AUCHUNINHE «/]eI0BOM HHOCTPAHHBIN SA3BIK»

Paznen 1 «Opranu3anusi: 0CHOBHbIE XapaKTEePHUCTUKH M THIIBI KOMIIAHUID)

1. Tema nenoBoit urpsl: «BcTpeya pyKOBOAUTENSI KOMIIAHUU C IPEACTABUTEIISAMU KOJIIEKTHUBAY.
2. KoHuenuus Urpel: NpeIcTaBUTENN KOJIJIEKTHBA OPraHU30Balld BCTpeuy ¢ paboTojaresneM, Ha
KOTOpPOH mpezsiaraercst oOCyIuTh BO3MOXHBIE BAPHAHTHI MPEIOCTABICHUS JOMOJHUTEIbHBIX
JBrOT TEM COTPYAHHMKAM, KOTOPBIE TOKA3aJIl HAWIyUIlINe Pe3yJbTaThl 32 ONPEACIEHHBIN IEPUOT

pr,[[OBOfI ACATCIBHOCTH.
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3. Pomu:

- PYKOBOJUTEb KOMIIAHUU;

- IPEJICTAaBUTEIIN KOJIJICKTHBA.

4. Oxwunaemblii (e) pe3yiabTaT (bl): MPHUHSATHE COOTBETCTBYIOIIETO PEIICHUS IO KaXKIOMY

COTPYIHHUKY.

WNHcTpykuuuy Uit IpOBEIEHUS POJIEBOM UI'PBI HA AHIVIMMCKOM 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.

Pa3nen 2 «Pabdora»

1. Tema nenoBoit wurpbl: «TenedoHHBIH pa3roBOp MEXAY COTPYIHHUKOM OTJENa KaapoB
YHHBEpMara M CIelUaICTOM KaJpOBOro areHTcTBa “Omnia”y.

2. KoHuenuust Urpbl: COTPYJHUK OT/AENa KaJpoB YHHUBEpMara 3BOHUT MO Tesle(OHY B KaJpOBOE
areHTCTBO M 00CYX/1aeT YCIIOBUS HaliMa Ha paboTy BpeMEHHBIX PaOOTHUKOB.

3. Pomu:

- COTPYAHHUK OTJ€EJIa KaJpOB YHUBEpMAra,

- CIIEMATICTOM KaJpoBOTro areHTcTBa “Omnia”.
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4. OxunaeMsliii (€) pe3ynbTar (bl): YTOUHEHHUE JeTalieil KOHTpakTa pabOTHUKOB, TPHUHUMAEMBbIX

Ha paboTy B yHHBEpMar.

HNHcTpykuuny uist IpOBEIEHUs POJIEBON UI'PBI HA AHTVIMMCKOM 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.

* 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.

Pa3nen 4 «®@opmupoBanue TOProsoro dOpeHaa»
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1. Tema nenoBoit wurpel: «lleperoBopsl MeXIy HCHOJHUTEIBHBIM JUPEKTOPOM OaHKa U
PYKOBOJIUTENIEM OT/IENIa POSHUYHOTO OAHKOBCKOTO OOCITY)KHBAHUS.

2. KoHuenmus urpsl: HCIIOJHUTEIBHBIN JUPEKTOP OaHKa U PYKOBOAMTENb OT/eNa POSHUYHOTO
0aHKOBCKOTO OOCITYXHBaHHS OOCYKIAIOT BO3MOXHOCTH 3aKPBITHS YOBITOYHBIX (DHIIMAIOB C
LENIbI0 COKPAIICHHUS 3aTpaT U MHBECTUPOBAHUS B IpYTHe CepHl.

3. Ponu:

- TJIABHBIN UCIIOJIHUTEIIbHBIN AUPEKTOP OaHKa;

- PYKOBOJUTENH OT/ENIa PO3HUYHOTO OAHKOBCKOTO 00CTY>KUBAHUSI.

4. Oxupaembli (€)  pe3yabTaT (bl): JOCTH)KEHHE KOHKPETHBIX pEIICHWH IO BOIPOCY

COKpall€HuAd 3aTpar.

WNHcTpykuumy uist IpOBEIEHUs POJIEBOW UI'PBI HA AHTJIMMCKOM SI3BIKE

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
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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”.

Pa3nen 10 «kKonkypeHuus»

1. Tema pnenoBoit wurpel: «lleperoBopbl MEXIy BIAJENbIIEM PO3ZHUYHOIO MarasuHa |
MPEACTaBUTEIIEM KOMITAHUHK-TIPOU3BOAUTEIS IIIAMITYHS IS sKEHIIKH “Sheen”y.

2. KoHmemuwmst wurpbl: Biagener] pPO3HWYHOTO MarasuHa | TPEACTaBUTEIh KOMIIAHWH-
MPOW3BOIUTENS IIAMITYHSI U >KeHIIUH ‘“‘Sheen” 00CYXHTArOT BO3MOXKHOCTH OCYIIICCTBICHUS
MMOCTaBOK JJAHHOTO IIAMITyHSI B Mara3uH Ha BBITOIHBIX JJI1 000MX CTOPOH YCIOBUSX.

3. Pomm:

- BJIaJieJIel] PO3HUYHOTO Mara3uHa,

- IPEJICTAaBUTENIb KOMITAHUHU-TIPOXU3BOIUTEIS IIIAMITYHST JIIs KeHIUH “Sheen”.

4. Oxunaemslii (e) pe3yabTat (bl): JOCTHKEHHE KOHKPETHBIX PEIICHU MO BOMPOCaM MOCTaBOK

IIaMITyHsS B Maras3uvH.

I/IHCTPYKL[I/II/I AJI1 IPOBCACHHA pOJ'IGBOfI HUI'PBI HA AHTJIUNCKOM 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.

23



* 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 3axaun no gucuuninHe «/leJ10Boil HHOCTPAHHBIN A3BIK»

Pasznen 2 «PaGora»

Keiic Ha Temy: «Bp10op kanauaTa Ha OCT yIpaBJstonero cetu purHec Ki1yooB B bpazmmmm».
[Ipouenypa pelieHus: KEHCOB:

[IepBblit 3Tan — 3HAKOMCTBO C CUTyalUeH.

Btopoit sTan — BbIJENeHNE OCHOBHOW MpOOJieMbl, (DAKTOPOB M TEPCOHATUH, KOTOPHIE MOTYT
peanbHO BO3JEHCTBOBATh HA CUTYALIHIO.

Tpetuii 3Tan — npeayoKeHue KOHIENIUA WA TEM 11 «MO3TOBOTO HITYpMay.

YeTBepThlii 3TaN — aHAIW3 MOCIEACTBUN MPUHATHS TOTO I HHOTO PEIICHUS.

[Iarelii sTam — peleHue Keiica — MpeUIoKEHUE OJHOIO WM HECKOJbKMX BAapHUAaHTOB
(mocnenoBaTeNbHOCTH  JICHCTBUII), yKa3aHHME Ha BO3MOXKHOE€ BO3HHMKHOBEHHE IPOOJIEM,
MEXaHU3Mbl UX TIPEIOTBPAIICHNS U PELICHUS.

Cumyayus: AMepukaHcKas ceTh puTHec KiryooB “Fast Fitness” pemmia pacumpsats CBO chepy
Brusinus B HOkHOM AMepuKke U OTKPBITH LIECTh HOBBIX KIyOOB B bpasunuu. OpgHako naHHBIE
KIyObl HE TOJB3YIOTCS OOJbIIMM ycrexoMm y kutenei r. Can-lIlayny u KoMmaHus Tepmut
yOBITKH. YUJeHBl MpaBlieHUWsT KOMIIAHUM MPOBOJAAT 3acelaHue, Ha KOTOPOM MpeIaraloTcsi K
PacCMOTPEHUIO PE3IOME YETHIPEX OCHOBHBIX KaHIUAATOB HAa IOCT HOBOT'O YIPABJISIOLIETO CETH
¢utHec kiyooB B bpasumuu. O6cynuTte cuibHbIE W cia0ble CTOPOHBI KaXJOTO KaHIuAaTa u
MPUMHUTE OKOHYATENbHOE pelIeHre, KOro HaHATh Ha pabory. Hamummre mmceMo ¢

MIPEUI0KEHUEM O TPYAOYCTPONCTBE BEIOPAHHOMY KaHIUATYy.

I/IHCTPYKI_II/II/I JJIA TIPOBCACHU A Kelica Ha aHTJIMMCKOM SI3BIKE

You are directors of Fast Fitness.
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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.

TunoBble KOHTPOJIbHBIC 3aJaHUS 110 JTUCHUIIJIHHE ((IICJIOBOﬁ I/IHOCTpaHHI)Iﬁ A3BIK»

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?
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?
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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.

rival?

Brands through people
By Simon Glynn

What makes consumers choose one airline over another or one mortgage provider over its

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
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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.

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 c) two-way communication
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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 get down 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?

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.
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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.
a) reassess b) upgrade c) deregulate
56 In London, people talk about the rather than the subway.
a) motorway  b) 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.
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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.

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 cooOIEeHM T

10 AMCUUILIMHE «/les10BOil HHOCTPAHHBIN 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
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4.2. ®oH/ OLIEHOYHBIX CPEACTB /IS MPOBEIeHHUs MPOMEKYTOUHON aTTeCTAIUN

3auer nmpeaycMaTpuBaeT MPOBEPKY KauecTBa 3HAHUN U chOPMUPOBAHHOCTH YMEHUU B 00JIACTH:
a) YTeHUs (M3YydJaloIIero U 03HAKOMUTEIHHOTO) CIIEIIMATBHOTO TEKCTa HA MHOCTPAHHOM SI3BIKE;
0) YCTHO-pEUYEBOTO BHICKA3bIBAHUS:

— MOHOJIOTHYECKOTO XapaKTepa — MOJArOTOBJICHHAS peyb (COOOIIEHHE MO0 MPOYUTAHHOMY B
dbopme pestome);

— IMAJIOTHYECKOTO XapaKTepa — HEMOArOTOBJICHHAs peub (Oecena ¢ HK3aMeHaTOpOM Ha OJHY U3
W3Y4YEHHBIX TEM).

Kpome TOroO, OlleHMBaeTCsl CTENEHb YCBOCHHUS JEKCHKO-TPAMMATHYECKUX CTPYKTYpP M YMEHHE
COCTaBUTH JICJIOBOE NMHUCHMO Ha AHTJIIMICKOM S3bIKE B COOTBETCTBHH C HOPMaMH H3y4aeMOTO

SA3BbIKA.

TpebGoBanus k 3a4éTy
1. ITucekmennas 3au€THas pabora. COCTaBUTh aHHOTAIIMM HA PYCCKOM W aHTJIMMCKOM sI3bIKaX K
TekcTaMm BHeaynuTopHOro ureHus. O0béM TekcToB — 10 000—15 000 meyaTHBIX 3HAKOB.
2. Tect 1o MpOMACHHOMY JIEKCUKO-TPAMMaTUYECKOMY MaTepuay.
3. AyaupoBaHue (IBYKpaTHO MPOCTYIIATh ayTeHTUYHBIA TEKCT MO OJTHOM M3 MPOUJEHHBIX TEM,
chopMynupoBaTh INIaBHYIO HIE0, KPATKO MepeaTh OCHOBHOE COJIEPKAHUE TEKCTA).
4. CocTaBUThH JICTIOBOE MUCHMO Ha aHTJIMMCKOM s3bIKe 00BbeMoM 70 600 3HAKOB, BBIpaXKarolee
yKa3aHHbIe KOMMYHHUKATUBHbIE HAMEPEHUS U MpeJHa3HauYCHHOEe KOHKPETHOMY ajipecary (Bpems

Harmucanus — 15 MuH).

TeMbl 1JI1 MOHOJIOTHYECKHUX BhICKA3LIBAHHMH M 0eceabl HA 3a4eTe:

My background and career

My company

My job

Travelling

Telephone skills

Socializing: introductions and networking

The basic rules of business correspondence

© N o ok~ w0 D PE

Taking part in business meetings
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9. Cross cultural communication
10. Presentations

11. Negotiations

12. Advertising and branding

13. Corporate ethics

14. Qualities of leadership.

OIIGHO‘-IHI)IG cpeactBa i HMHBAJIMAOB W JIMI C OpaHUYCHHBIMHW BO3MOXHOCTIMU
3I0POBBSI BEIOMPAIOTCS C YIETOM UX UHJIMBHUAYATIbHBIX TICUX0(PU3NYECKUX OCOOEHHOCTEH.

— IIpu HGO6XOHI/IMOCTI/I HHBAJIMAaM MW JMIOaM C OTI'PaHUYCHHBIMU BO3MOXHOCTAMU
3A0POBbA MPEAOCTABIACTCA AOTTOJIHHUTECIBHOC BPEMA IJIA TOATOTOBKHU OTBETA HA OK3aAMCHE,

— MpU MPOBEIECHUU MPOLETYPhl OLIECHUBAHUS PE3YJIbTATOB 00YUEHUs MHBAIMJIOB U JIULL C
OTpPpaHUYCHHBIMH BO3MOXHOCTAMU 3A0POBBA MPEAYCMATPUBACTCA HMCIIOJIB30BAHNEC TCXHUYCCKHUX
CpeacTB, HGO6XOJII/IMI)IX UM B CBA3HU C UX MHAUBHUAYAJIbHBIMU OCO6CHHOCT$[MI/I;

— IIpU HEOOXOAUMOCTH JJIsl 00Yy4arOIIUXCsl C OTPAaHUYEHHBIMUA BO3MOXHOCTSAMU 3/10POBb S
U HWHBAJIWAOB IIpoucaypa OLNCHUBAHUA PE3YJIIbTAaTOB 06yquH$[ II0 AUCHOUIIIIMHE MOXKET
IIPOBOAUTECA B HECKOJIBKO 3TAaIlOB.

[Iponieaypa oneHUBaHUS PE3YIbTATOB OOyUEHUS MHBAJIUIOB M JIUIl C OTPAaHUYCHHBIMHU
BO3MOJKHOCTSIMH 37I0POBbS I10 JUCIUIUIMHE (MOJIYJII0) MPEIyCMaTPUBACT TMPEIOCTABICHHE
nHpopmanuu B (popmax, aganTHPOBAHHBIX K OTPAaHUYCHHUSAM HX 370POBbS W BOCHPHATHS
nHpOpMaIUH:

st mu ¢ HapyIIeHUsIMU 3pEHHUS:

— B [IeYaTHOM (popMe yBEIIMUECHHBIM HIPUPTOM,

— B (hpopMe PIIEKTPOHHOTO JOKYMEHTA.

[[J'I}I JiuI ¢ HApYIICHUAMU CIIyXa:

— B IIeYaTHOM opme,

— B (hopMe PIIEKTPOHHOTO JOKYMEHTA.

[[J'I}I JiuI ¢ HAPpYIICHUAMU OTIOPHO-ABUI'ATCIIBHOIO aIlllapara:

— B IiedaTHoi (opme,

— B (hopMe 3JEKTPOHHOTO JOKYMEHTA.

5. IlepeyeHb OCHOBHOI 1 I0NIOJHUTEJIBbHOM Y4eOHOH JUTepaTypbl, HEOOXOAMMOM A5

OCBOCHMS IMCUUIIMHBI «/les10BOM HMHOCTPAHHBIN A3BIK»
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5.1. OcHOoBHas 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.
2. Market Leader Intermediate. 3rd Edition: Teacher’s Resource Book// Bill Mascull. -
[Harlow, Essex (U.K.)]: [Longman/Pearson Education], 2010. — 215 pp.

I[J'ISI OCBOCHUA JUCHUIINIMHBI HHBAJIUAAMHU U JIMIIAMH C OTPAHUYCHHBIMU BO3MOXKHOCTAMU

3J0POBbA UMCIOTCA U3JaHUA B DJICKTPOHHOM BUJIEC.

5.2. JlonosiHuTEIbHAS JIMTEpPaTypa:

1. CaBenmbeBa O. I'., Bomommna K.C., Moenko O. W. Business English for Everyone. —
Kpacnonap: 1U3a-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 U3TaHUA:

I"azeTsI:

1. The Financial Times
2. The Times

3. The Guardian
Kypuansr:

1. Current Sociology
2. The Economist

3. Business and Society Review

5. IlepeueHb pecypcoB HHGOPMALMOHHO-TEJEKOMMYHHUKAIMOHHOI ceTu «AHTEpHETY,

H606XOIII/IMLIX AJIA OCBOCHUSA JUCHUITIMHBI
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. www.englishclub.com

. www.businessenglishsite.com

. www.businessenglishpod.com

. www.videovocab.tv

. www.tefl.net

. www.better-english.com

. WWW.Writing-business-letters.com

. www.britishcouncil.ru

© 00 N o O B~ W DN P

. www.correctenglish.ru
10. www.bbc.co.uk

11. breakingnewsenglish.com

7. MeTtoauyeckue yKazaHus AJs 00y4alolIUXCs M0 OCBOCHUIO TUCHUILIUHBI «/le10BoM
HHOCTPAHHBIH SA3BIK»

Jns ycnmemHoro oBiaAeHUs AUCHUIUIMHOW «MHOCTpAaHHBIM S3BIK» CTYIEHT JIOJIKEH
peryasipHo paboTaTh C JuTepaTypoil u HHTepHeT—pecypcamm, yKa3aHHBIMH B paboueit
MIpOrpaMMe, U BBITIOIHATh METOAUYECKHE PEKOMEHAALMH, COOTBETCTBYIOIINE PA3JINYHBIM BAIAM
3aJaHUH.

OtpaboTka  (oHeTHMUEeCKOro  Marepuana  OCYIIECTBIAECTCS € 00s3aTeIbHBIM
HCIOJIb30BAHMEM MIPUJIATaeMbIX K YUeOHOMY MOCOOUIO ayTMOMaTepUaoB.

[Ipu paboTe ¢ rpaMMaTUYECKUMU SBICHUSIMHU CTYJEHTaM HEO0OXOMMO MpPOaHaTIU3UPOBATh
M3y4aeMoe rpaMMaTHYecKOe SBJICHUE U BBIMNOJHUTH YIPAKHEHUS U3 yueOHOro mocoodus audo
paboueii TeTpaam.

B cnyuae camocTosATenbHOTO cOo3qaHusl HOBOTO (popmara MUCbMEHHOUM pabOThl CTYACHTHI
JOJIKHBI CHayalla 03HAaKOMHUTHCS ¢ OCOOEHHOCTSAMHU JTAaHHOTO MHCHbMEHHOTO aHpa, BBITIOJHUTH
npeajaraeMble ypaXHeHHsI U JIMIIb 3aT€M CO3/1aBaTh aBTOPCKYIO paboTy MO MpeagaraeéMomy B
yueOHOM mocoOuu uim padoueit TeTpaau oopasity.

IIpn paboTe ¢ HHOS3BIYHBIMH TEKCTAMH HEOOXOJUMO BBHIMHCHIBATH HOBBIE CJIOBA B
OT/ENbHBIN CJOBapb, COCTABIATH IUArpaMMbl M JIEKCUUYECKHE KapPThl CaAaMOCTOSITEIBHO U IO
00pa3sily, COCTaBUTh CIIUCOK KIFOUYEBBIX BHIPAKEHUH, 1aTh KPATKOE U3JI0KEHHE TEKCTa.

HpI/I MEpCBOJAC TCKCTA IpeajiaracM UCIOJIb30BaATh CHC,Z[y}OH_[I/Iﬁ AJIITOPUTM:

1. [IpounTaiiTe TEKCT C 1IENIBIO MOHUMAHUS €r0 OCHOBHOTO COIEPKAHUSL.
2. Omnpenenure ero >xaHp Win GYHKIIMOHATBHbIN CTHIIb.
3. Omnpenennure BO3MOKHBIE TPYTHOCTH IIEPEBOJIA.
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4. Onpenenure eAUMHULIBI IEPEBOAA.

o. BrinonnuTe 4epHOBOM MEPEBOI.

6. OcrtaBpTe TIEepeBOJl Ha HEKOTOPOE BpPEMs C TE€M, YTOOBI OTPENAKTHPOBATH €ro
MIO3/THEE.

1. OTpenakTupyiTe NEpeBOaA: yOeIuTeCh B TOYHOCTH IIEPEBOJIa U OTCYTCTBUU

ore4yarox, oporpapuuecKkiux 1 rpaMMaTHIECKUX OITHOOK.

B xome camocTosTenbHONH pabOThI MO TE€ME, CTYIEHThl NOJDKHBI MPOYMTATh Marepual,
YKa3aHHBII B peKOMEHIOBAHHOM JINTEPATYpe U J1aTh KPATKOE U3JI0KEHHE OCHOBHBIX UEH TEKCTa
Ha aHTJIMIICKOM SI3bIKE, YMETb 3a/1aTh HECKOJIBKO (5 — 7) BOPOCOB Ha aHTJIMICKOM SI3BIKE.

B ocBoeHuH OUCHUIUIMHBI MHBAIWJAMU M JIMLIAMH C OTPAaHUYEHHBIMH BO3MO>KHOCTSIMHU
30pOBbsi OOJIBIIIOE 3HAYCHHE WMEET WHIMBUAyalbHas ydeOHas paboTta (KOHCYIbTallMU) —
JIONOJIHUTEIBHOE Pa3bsICHEHNE YUeOHOTro MaTepHana.

WnnuBuayanbHble KOHCYJAbTAllMM 1O MpeIMeTy SBISAIOTCA BaXXHBIM  (DaKTOPOM,
CHOCOOCTBYIOUIUM MHIWBUIyaTH3aUU O0yYeHHs U YCTAHOBJIEHUIO BOCIIUTATEIHLHOTO KOHTAKTa
MeXAy IpernojaBaTesieM M OO0y4arolmMMCS WHBAJIMJIOM WJIM JIMIOM C OrpaHUYEHHBIMU

BO3MOXHOCTSAMH 3J0POBbAI.

8. IlepeyeHb MHGOPMALMOHHBIX TEXHOJIOTMi, HCNOJb3yeMbIX NPH OCYLIECTBJIECHUH

00pa30BaTeJIbLHOI0 NMPoOLEcca Mo M CHUILINHE «/]eJ10BOH HHOCTPAHHBIH A3BIK»

8.1. IlepeyeHb HEOOXOAMMOT0 IPOrPAMMHOI0 OOecneyeHust

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

3. DVD-ROM «x yuebnuky 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 He0OX0AMMBIX HHPOPMALMOHHBIX CIPABOYHBIX CHCTEM

1. Wikipedia.org

2. www.google.ru
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3. www.multitran.ru
4. www.lingvo-online.ru

5. Howjsay.org

9. MaTepuanbﬂo-TexnnquKaﬂ 6333, HeoOXoauMas JAJ1s OCYIICCTBJICHUSA
06p330BaTeJ'lI)HOFO npouecca mo 1MCHUMIIJIMHE

AynmroBusyansHbie cpencta o0ydenus: CD,
DVD, marauTtodoHsl, BUae0 MarautTo¢oH,

CITYTHUKOBOC TCJICBUACHHUC

Hcnonp3yroTes s peaau3aluy IpUHLIKIIA
HarJIsITHOCTHU, BOCTIOJIHSIFOT OTCYTCTBUE
A3BIKOBOM Cpeibl, MOBBIIIAIOT MOTHBALUIO.
Hcnonb3yroTcs s pa3BUTUS HABBIKOB

ay/IMpOBAHMsI, TOBOPEHNUS, ITUCHMA.

[IpoexTop, HOYyTOYK

Hcnonb3yroTes a1d 1eMOHCTpauuu
MPE3CHTAIINH, TTOrOTOBICHHBIMH
MPETNO/aBaTEeIISIMKI M CTYJICHTAMH.
Ncnonb3yroTes s 1eMOHCTpauu

bUIBEMOB.

KomrmbroTepHbIi Ki1acc ¢ BO3MOKHOCTBIO
nojAKIoueHus kK cetu «aTepueT,
MPOrpaMMO¥ SKPaHHOTO YBEIMUYEHUS U
00ecrevyeHHbIH TIOCTYIIOM B 3JIEKTPOHHYIO
nH(OPMaLIMOHHO-00pa30BaTENIbHYIO CPEY

YHHUBEpPCUTETA

Hcnonw3yeTcs aAjis opranu3anuu
CaMOCTOSITEIHHON PaOOTHI CTYACHTOB, JIJIs

BBIIIOJTHCHUSA psAda HHTCPAKTHBHBIX BaﬂaHHﬁ.
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