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1. Ilenun u 3a7a9u U3yYeHUs TUCHUTIIMHBI
1.1.11eap AMCHUANINHBI

Kypc nucuumimuel «MHOCTpaHHBIH $A3bIK B INpodeccHoHaNbHOM cdepe» 3akperuisier yxke
IIOJyYeHHbIE paHee 3HaHMs U HaBBIKM IO OCHOBAM JIEJIONPOM3BOJCTBA U OM3HEC ITHKH, CIIOCOOCTBYET
JambHEHIIeMy pa3BUTHIO HABBIKOB BeJICHHS TelIe()OHHBIX MEPEroBOPOB, COCTABICHUS JICIOBBIX IHCEM,
OTYETOB U pE3IOME, Pa3pabOTKM KOMMEPUYECKUX MPEUIOKEHUH, MOATOTOBKM IpEe3eHTalUMi M T.II.
BaxXHbIM KOMIIOHEHTOM [aHHOI'O Kypca SIBJISETCS NPAKTUYECKUH MOAXOX B OOCYXICHHH TeM H
pelIeHNM CHUTYyalud, C KOTOPbIMM CTaJKHBAIOTCS INPEACTaBUTENN pa3IUuHBIX cdep OuszHeca B HUX
IIOBCEJTHEBHOU JEATEIBHOCTH.

Lenp kypca — pa3BUTHE HWHOSI3BIYHON OOIIEH KOMMYHUKATUBHOW U TPO(ecCHOHANTBHOM
KoMIeTeHIMH. [0 KOMMYHUKATHBHOM KOMIIETEHLMEH ITOHUMAETCs YMEHUE COOTHOCHUTH SA3BIKOBBIE
CpeAcTBa C KOHKpPeTHbIMM cdepaMH, CHTyallUsIMH, YCJIOBUSAMH U  3aJa4yaMud  OOLICHMSL.
CoBepllIeHCTBOBaHUE MHOS3BIYHONM KOMMYHUKATHBHOM KOMIIETEHLMH NIpeanoJiaraetT JajnbHeiinee
pa3BUTHE pEUYEBBIX, S3BIKOBBIX, COIIMOKYJIbTYPHBIX, KOMIIEHCATOPHBIX, Y4€OHO-TIO3HABaTEJIbHBIX H
po¢eCCHOHATILHO OPUEHTUPOBAHHBIX YMEHUIA.

PeueBas koMneTeHIUsI — COBEPLICHCTBOBAHUE KOMMYHHUKATUBHBIX YMEHHUH B YETHIPEX OCHOBHBIX
BUJIaX PEUEBOM AEATEIbHOCTH (TOBOPEHUH, AyIUPOBAHUH, YTCHUU U TTUCHME).

SI3pIKOBasi KOMIETEHIINUS — CUCTEMAaTU3allks paHee MPUOOPETEHHbIX YMEHUN B 00J1aCTH (POHETUKH,
JIEKCUKH, T'PaMMaTHKH;, OBJIAJICHHE HOBBIMM YMEHHUSAMHU IIPU OIEPUPOBAHUU HOBBIMU SA3BIKOBBIMHU
CpeACTBaMH B KOMMYHUKATHUBHBIX II€NIIX B COOTBETCTBHUM C OTOOpPaHHBIMH TeMaMu U chepamu
oO1IeHus.

ConunokynbTypHasi KOMIIETEHIUS — YBEIMUEHUE 00beMa 3HAHUI O COLMOKYJIBTYPHOH crienuduke
CTpPaHbl H3y4aeMOIO A3bIKA, COBEPIICHCTBOBAHUE YMEHUN CTPOUTb CBOE pPEUYEBOEC U HEPEUEBOE
MOBEJICHHE aJIeKBAaTHO 3TON cnenuduke, popMupoBaHre YMEHUN BBLACATH 00IIee U crennduyeckoe B
KYJIbTYp€ POJHOM CTPAHBbI U CTPAHBI U3y4aEMOT0 SA3bIKA.

KomMmneHcatopHass KOMIETEHIIMS — pa3BUTUE YMEHHUS BBIXOJUTh W3 IIOJOKEHHS B YCIOBUAX
nepuIuTa S3bIKOBBIX CPEICTB MPH MOTYYSHUU U Tiepejaue HHOSI3bIYHON HH(OpMAaLINH.

VY4eOHO-103HaBaTeNbHasE KOMIIETEHLIUSI — pa3BUTHE OOIIMX M CIEIHAbHBIX Y4eOHBIX yMEHUH,
MO3BOJISIOMIMX COBEPIICHCTBOBATh y4YEOHYIO JAEATENBbHOCTb IO OBJIQJCHUIO HWHOCTPAHHBIM S3BIKOM,
YIOBJIETBOPSATH C €0 MOMOIIBIO T03HABATEIbHBIE HHTEPECHI B APYTUX 00JIACTAX 3HAHUM.

[IpodeccrnonanbHo OpUEHTHPOBAHHAS MHOSI3bIUHAS KOMMYHUKATHBHAs KOMIETEHIIUS — Pa3BUTHE
YMEHUH YCTHOM M THCbMEHHOW KOMMYHMKAIlMM B cdepe chenuanu3aliy;, pa3BUTHE yMEHHH

OINCpHUPOBAHUA C UHOA3BIYHBIM TCPMHUHOJIOTHYCCKUM KOPITYCOM B paMKax CIICHIUAJIBHOCTH.



Hapsimy ¢ mnpaktaueckodl 1enbl0 — O0Oy4eHHEeM OOIIEHWUI0 — JaHHBIH KypC CTaBUT
oOpa3zoBaTenbHbIC M BOCHHUTATENIbHBIC 1enu. JlocTikenne o0pa3oBaTelbHbIX LENel OCYIIECTBISETCS B
acreKTe T'yMaHM3allMk W TYMaHUTApU3alWU TEXHUYECKOTO0 M €CTeCTBEHHOHAYYHOTO OOpa3oBaHUS U
O3HAYaeT paclIMpeHHe KPYro3opa MarTCbpaHTOB, IIOBBIIIEHWE YPOBHS HX OOIIeH KyIbTypbl U
00pa3oBaHMsl, a TAKXKE KYJIbTYPbI MBIIIICHHUS, OOIEHHUS U peur. BocnuraTenbHbIi NOTEHIMAT ITPeIMeTa
«lHOCTpaHHBIA 536K B MpO(ecCHOHANbHOW cdepe» peanusyercs IMmyTeM (HOPMUPOBAHHS
YBaXXUTEIBHOTO OTHOLLIEHHUS K AYXOBHBIM LIECHHOCTSIM JIPYTMX CTPaH U HApOIOB.

Takum oOpa3om, o0OydyeHHE HWHOCTPAaHHOMY SI3bIKy B MNpoQecCHOHANbHONH cdepe HOCUT
MHOTr011eJIeBO#i XapaKkTep W HAIPaBJICHO:

— Ha TPUOOPETEHHE MAarTCTpaHTaMH HHOS3BIYHOW KOMMYHHUKATUBHOW KOMIIETEHIIMA B
npodeccuoHaTbHOM U MEXINYHOCTHOM OOIIIEHUY;

— TONyYyeHHUE OOIIEKYIbTYPHBIX M KYIbTypHO-CIieUU(PUUECKUX 3HAHUM a7 Oojee yCHelHOM
COILMAIN3AIUY B TIOJIUKYJIBTYPHOM, TOJUKOH()ECCHOHALHOM OOIIECTRE;

— pacmuMpeHne Kpyro3opa, MmoBbIIeHHE 00l KyJIbTypbl MBIIUICHUS, OOICHUS U PEYH B acCIIeKTe
YBOXUTEILHOTO OTHOILICHHS K TYXOBHBIM LIEHHOCTSIM JIPYTHX CTPaH U HApOJIOB;

— YAOBIETBOPEHHUE IO3HABATEIbHBIX HMHTEPECOB OOYYAIOUIMXCS MPH W3YYCHUU CHEIHATIbHON
JTUTEpaTyphl Ha AHIJIMACKOM S3bIKE W TBOPYECKOM OCMBICJICHHH 3apyOeKHOTO OIbITa B
MPOPUINPYIONIEH U CMEKHBIX 00JIACTAX HAYKU U TEXHHUKU;

— pa3BUTHE HaBBIKOB CAMOCTOSITEILHOM pabOThl MaruCTpaHOTOB M CTUMYJIMPOBAHUE CTPEMIICHUS
CaMOCTOSITENILHO U HETIPEPHIBHO MOBBIIIATH YPOBEHB S3bIKOBON U pPeUeBON KOMIIETEHIINH;

— pa3BUTHE W COBEPUICHCTBOBAHWE HABHIKOB MPO(ECCHOHAIBHOW pPAa3TOBOPHON peun W
aKTUBHU3AIHS JIEKCHYECKOTO 3amaca.

1.2. 3agauv JUCHUAIMHBI

ITo3HaBaTeIbHBIN KOMIIOHEHT:
— ¢opMHpoBaHUE 3HAHUN 00 OCOOEHHOCTSX JIEJIOBOTO STHKETA B CTPaHE N3y4yaeMOro SI3bIKa;
— pacHIMpeHHue 3HaHUN O JIEKCUYECKUX M CTHIMCTHYECKUX OCOOCHHOCTSX AHTJIMICKOIO S3bIKa,
HCIIONB3YEMOTO B TIpoecCHoHAIBHOMU cepe.
IIpakTHUeCcKnil KOMITIOHEHT:
— (QopmupoBaHHe KOMMYHHKAaTHBHOM KOMIIETEHIIMH, Iperoaraiomed QyHKIIMOHAIbHOE
HCIIOJIb30BaHNE aHTIIUICKOTO sI3bIKa B podecCHoHaIbHOU cdepe;
— pa3BUTHE CIIOCOOHOCTH MOHUMAThH U TIOPOXKIATh MHOS3BIUYHBIN TUCKYPC C YIETOM OM3HEC-3THUKH;
— CTUMYJIMPOBAHUE CAMOCTOSITENIbHON JAEATEIbHOCTH C 110 PACIIUPUTh COOCTBEHHYIO KapTUHY

MUDA;



— pa3BUTHE YMEHUSI OPUEHTUPOBATHCS B MEIUHHBIX HCTOYHUKAX HH(OpMaIy;
— pa3BUTHE CIIOCOOHOCTH IUIAHUPOBATh IIENH, XOJ M pPe3yJbTaThl 00pa3oBaTeNbHON U
HCCIIEIOBATEIbCKOM NEATEIbHOCTH;

— pa3BUTHE CIOCOOHOCTH M30€XaTh HEAONOHUMAaHMS, PEOJ0JIeTh KOMMYHUKATUBHBIN Oapbep 3a

CUCT HUCIIOJIB30BaHUA U3BCCTHBIX PCUCBBIX U MCTAA3BIKOBLIX CPCACTB.

1.3. MecTo THCHUIIMHBI B CTPYKTYpe 00pa30BaTe/IbHON NMPOrpaMMbl

Huctunnuna «HOCTpaHHBIA SI3bIK B MpOoQecCHOHAIBHON cdepe» oTHocuTcs K bioky 1,
BapHaTUBHOW 4YacTH, (aKyJIbTaTHBHBIM JUCIMIUIMHAM TI0 HampasieHuto mnoaroroBku 38.03.08.
«DUHAHCH U KpeauT». V3ydeHue MHOCTPAHHOTO SI3bIKa B MPOQECCHOHANBHON cepe B Marucrparype
SBJIETCS COCTaBHOW YACThIO TMOATOTOBKH CHEIHATUCTOB, KOTOPbIE JOJDKHBI JOCTUYL YpPOBHS
MPAKTUYECKOrO BIAJCHHUS MHOCTPAHHBIM SI3bIKOM, MO3BOJISIONIETO MM peHIaTh Pa3IUYHbIC BOMPOCHI
JICJIOBOTO XapakTepa B MPO(heCCHOHATLHOW U HAYYHOU JIEATSIIBHOCTH.

[To oxoH4YaHuK Kypca 0OyueHUsI MarucTphl JOJDKHBI BIIAJIETh JIEKCUUECKOHN, IpaMMaTUYECKON U
CTHJIMCTUYECKOW HOPMaMH MHOCTPAHHOTO f3bIKa B MpeJesiax MPOrpaMMHBIX TpeOOBaHUN U MPABUILHO

HCIIOJIb30BAaTh UX IIPH PCUHICHHWU BOIIPOCOB JeJIOBOM KOMMYHUKAIIUH B (I)opMe YCTHOI'O U MUCbMEHHOT'O

oO1IeHus.

1.4.

pe3yJibTaTaMH OCBOCHHMS 00pPa30BaTeJIbHOI NPOrPaAMMBI

N3yuenne nanHON yueOHOW AUCIUIUIMHBI HampaBlieHO Ha (opMupoBaHHE y OO0ydYarOMIMXCA

cnenyromux komrnerenuuii: OINK-1, TTK-21.

IlepeueHb MJIAHUPYEMBIX Pe3yabTAaTOB 00y4eHus no aucuuminie @T/.B.01

«/HOCTpaHHBI $A3bIK B MNPO(PEeCCHOHANBHOM c(epe», COOTHECEHHBIX ¢ IJIAHMPYEMBIMH

WNune B pe3ynbraTe u3zyueHus: yaeOHON AUCHUTIIINHBI
No KC Conepxxanue oOydaromuecs: JOIKHbI
LI | KOMIIE KOMITETCHITH
TeHIW | (WM e€ 4acTu) 3HATh yMeTh BJIA/IETh
u
1. | OIIK- | ['oToBHOCTHIO K - HOPMBI — IIOHUMATh — JI€KCUYECKUM
1 KOMMYHUKAIIUU B | MPOU3HOIICHUS, | YCTHYIO MUHHMYMOM B
YCTHOU U YTEHUS; (MoHONIOTHYECKYIO | 0OBbeMe He MeHee 3
MHUCHEMEHHOMH - OCHOBHBIC u auanorudeckyro) | 000 equHUIl, U3 HUX
dbopmax Ha 0COOCHHOCTH pedb Ha TEMBI 1500 —
PYCCKOM U oduraIBEHO- PO ECCHOHAIBHOT | MPOAYKTHBHO
WHOCTPaHHBIX JI€JI0BOTO 0 U JIETIOBOTO o01iero u
SI3BIKAX JJIS CTUJIs, OU3HEC - | OOIICHHS; TEPMUHOJIOTHIECKOT
penieHus 3anay STUKH, NTpaBUjia | — BECTU JUAJIOT- 0 XapakTepa;
poeCCHOHAIBH | PEYEBOTO Oecemy oO1ero u — TpaMMaTHYECKUMHU
Ol IeATENIbHOCTU | ATUKETA; npo(hecCHOHANLHOT | CTPYKTYpamH,
2. TIK- CnocoOHOCTBIO — OCHOBHEIE 0 Xapakrepa, HEOOXOIUMBIMHU I
21 BBISIBIIATH U MIPUEMBI coOiroasi mpaBuia | yCTHOU U
MIPOBOJNTH AHHOTHUPOBAHMSI | PEYEBOr0 STUKETA; | MUCbMEHHOU Gopm




Nune B pesynbpTaTe nuzydeHus: yueOHON UCIUIUTMHBI
Ne KC Copnepxanue 00yJaromuecs JOIKHbI
LI | KOMIE KOMIIETEHIINH
TeHuu | (WM e€ 4yacTu) 3HATH yMeThb BJIaJleTh
u
HUCCIIEIOBAHUE , - IOHUMATh OOIIIEHN,
aKTyaJIbHBIX pedepupoBanus | COOOIIECHUS - BCEMHU BUJIaMU
Hay4HbIX U TiepeBojia po(hecCHOHAILHOT | YTEHUS
npo0siemM B JUTEpaTyphl IO | O XapakTepa (B OpUTHHAJILHOM
obnacTu CIEUUATBHOCTH | MOHOJIOTUYECKOM JUTEpaTyphl:
(hUHAHCOB H dbopme u B x01€ a)
KpeauTa Jiasnora), 03HAKOMUTEJIbHBIM
OTHOCSIIIETOCS K YTEHHUEM;
cdepe u 0) u3ydaromum
CUTYallUsAM YTEHHUEM, B TOM
JIEJIOBOTO YHUCJIC TUTEPATyPhI
oO1IeHuS; IO CIIEUATbHOCTH

- y4acTBOBaTh B
nuanore (becene),
BEIPAXAaTh
OIpE/ICIICHHBIC
KOMMYHHKATHBHBIC
HaMmepeHus (3ampoc
/ coobmienne
uHopManuy,
BBISICHCHHEC MHCHUS
coOeceHHKa,
BEIPAXKCHHE
COOCTBEHHOTO
MHEHUS TI0 TIOBOTY
MIOJIyYEHHOMN
uH(popMaluy,
BBIpaXCHHE
o106penus /
HEJOBOJIbCTBA,
YKJIOHEHUS OT
OTBETA)

(0630poB,
TEXHUYECKOM
JIOKYMEHTAIUH,
OIMCaHHE
AKCIIEPUMEHTOB,
CIIPaBOYHBIC
110co0Ms1, HayuHbIE
CTaTbH) U JCIIOBOM
KOPPECTIOHICHIINH;
- OCHOBHBIMU
HaBBIKAMH ITHCHMA,
HEOOXOIUMBIMH IS
BEJICHUS JCIIOBOMU
MEPENUCKH,
COCTaBJICHUSA
pe3roMe, OTYETOB

2. CTpyKTypa M colepKaHue THCHUIIIHHbI
2.1 PacnipeaesieHre TPYA0EMKOCTH AUCHHUILIMHBI IO BHAaM padoT

OO01mas TpyTI0eMKOCTh JUCIUILINHBI COCTABIISICT 2 3a4eTHBIC SAMHMIIBI /2 Yaca, UX paclpeiecHue

110 BUJaM pa60T IMPEaACTaBJICHO B Ta6J'II/II_[C.

Bun yae6HO# paboThI Bcero CemecTpbl
4acoB 5
KonTakTHas paGora, B TOM 4ncJje:
AyIuTOpHBIE 3aHATHS (BCEro) 12 12




3aHATHS IEKIMOHHOTO THIA
JlaboparopHble 3aHATHS
3aHATHS CEMUHAPCKOTO TUIA (CEMUHAPBI, 12 12
MPAKTUYECKUE 3aHATHS)
HNuas koHTaKTHasi padora:
Kontposb camocrostenpHOM pabotsl (KCP)
[Tpomexxyrounas arrecranus (MKP) 0,2 0,2
CamocrosiTejibHas paboTa, B TOM YHCJIE: 56 56
KypcoBas pabota
ITpopaboTka yueOHOTO (TEOPETUUECKOT0) MaTepHraia 34 34
BrimonHenne HHIMBU YA IbHBIX 331aHUN (TIOJrOTOBKA 12 12
COOOIICHUH, IPE3EHTAITU)
IToaroroBka K TeKyIemy KOHTPOJIIO
KonTpoub:
IToaroroBka k 3auery 3,8 3,8
O01as TPy10€eMKOCTh yac 72

B TOM YHCJIe KOHTaKTHasi padoTa 12,2 12,2

3a4. efl. 2 2

2.2 CTPyKTYypa AMCUUILJIMHBI:

Pacnipenenenue Bu1oB yueOHOM pabOThI U UX TPYIOEMKOCTH IO pa3jieiaM JUCIUILINHBL.

Pasnensl (TeMbl) TUCIUIUIMHBI, U3y4aeMbIe Ha 5 Kypce

KonmuectBo yacoB

AynuropHas

pa3n| HaumenoBaHue pa3ienoB (TeM) Beero pabora

CamocTrosrenbHas
pabota

cia 13 JIP

INE

1 2 6

Organisation

Human Resources

Travel

Brands

Change

Advertising

Leadership

Cultures

©OIEOND|O~WIN
o1l ~|oo| ||~~~ w

International Markets

R INR(N R R R ko

[N
©
a1

Competition

AlbhOOIOOODOO|IOO|OO|O|N

Iloozomoska x 3auemy 3,8

w
(00]

3auem 0,2

Hmozo no oucuuniune: 72

2.3. Coaep:xanue pa3aeoB (TeM) TUCHHIIHHBI:

2.3.1 3aHATHA JeKIIHMOHHOI0 THIIA
3aHATHUS JEKIUOHHOTO TUIIA — HE MPEAYyCMOTPEHBL.

2.3.2 3aHATHSA CEMHMHAPCKOI0 THIIA
3aHATHUSI CEMUHAPCKOTO TUTIA — HE TIPEyCMOTPEHBI.

2.3.3 JIaGopaTopHbIe 3aHATHS




Ne Haumenosanue HaumenoBanue 1ab0opaTopHbIX paboT Popwma Teymero
pazzena (Tema) KOHTPOJIA
1 2 3 4

1. Organisation  |Speaking: Talk about status within an ®dpoHTaNBHBIA OIPOC,
organization. IPOBEPKa JOMAIIHETO
Vocabulary: Words and expressions to describe (3aganus
company structure.

Grammar: Noun combinations.

Reading: A successful organization. Listening:
An interview with a management consultant.
Skills: Socialising: introductions and
networking.

2. Human Resources |Speaking: Talk about job interviews. @DpoHTANBHBINA OIPOC,
Vocabulary: Expressions for talking about job  [mpoBepka nomarsero
applications. 3aJaHus, IPOBEpKa
Grammar: -ing forms and infinitives NUCHMEHHBIX paboT.
Reading: Women at work.

Listening: An interview with an international
recruitment specialist.

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

3. Travel Speaking: Talk about your travel experiences.  |[IpoBepka qoMariHero
Vocabulary: British and American travel words. |3amanusi, coBapHBbIit
Grammar: Talking about the future. JTUKTAHT.

Reading: What business travelers want.
Listening: An interview with a sales director of a
hotel chain.

Skills: Telephoning: making arrangements.

4. Brands Speaking: Talk about your favourite brands. @dpoHTATBHBINA OTPOC,
Vocabulary: Brand management. IpOBEpKa JOMAITHEr 0
Grammar: Present Simple and Present 3a/laHus
Continuous.

Listening: An interview with a brand manager.
Reading: Building luxury brands.
Skills: Taking part in meetings.

5. Change Speaking: Discuss attitudes to change in general |[IpoBepka gomariHero
and at work. 3aJ[aHus, CIIOBAPHBIH
Vocabulary: Words for describing change. JTUKTAHT.

Grammar: Past Simple and Present Perfect.
Reading: Mercedes, shining star.
Skills: Managing meetings.
6. Advertising Speaking: Discuss authentic advertisements. [IpoBepka goMaIrHero

Vocabulary: Words and expressions for talking
about advertising.

Grammar: Articles.

Reading: A new kind of campaign. Listening:
An interview with a marketing communications
executive.

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

3a/laHus, IpoOBEpKa
MUCHMEHHBIX paboT.




7. Leadership Speaking: Discuss the qualities of good
leadership.

Vocabulary: Words to describe character.
Grammar: Relative clauses.

Listening: An interview with a managing
director of an executive recruitment company.
Reading: Leading L’Oreal.

Skills: Presenting.

Writing: e-mail.

@poHTaIBHBIA OMPOC,
MPOBEPKA JOMAIIIHETO
3a/laHus, MpoBepKa
MUCbMEHHBIX PaboT.

8. Cultures Speaking: Discuss the importance of cultural
awareness in business.

Vocabulary: Idioms for talking about business
relationships.

Grammar: Advice, obligation and necessity.
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.

[IpoBepka gomarHero
3a/laHus, IPe3CHTaus

9. International  |Speaking: Discuss the development of
Markets international markets.
Vocabulary: Expressions for talking about free
trade.

Grammar: Conditions.
Reading: Trade between China and the US.
Listening: An interview with an expert on

[IpoBepka nomariHero
3a/laHus, , HalluCaHue
coo01IeHus

negotiating.
Skills: Negotiating.

10. Competition  [Speaking: Do a quiz on how competitive you  |®poHTabHBIH OMpoOC,
are. MPOBEPKA JOMAIITHETO
Vocabulary: Idioms from sport to describe 3aJJaHHSI.
competition.

Grammar: Passives.

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

Reading: Head to head competition.

Skills: Negotiating.

11. O0630p poHIEHHOTO MaTepHaia

3auer

2.3.4 IlpumepHasi TeMaTHKa KYPCOBBIX padoT (IIPOEKTOB)
KypcoBbie paboThl — HE IPEAYCMOTPEHBI.

2.4 IlepeyeHb Yy4eOHO-METOAMYECKOI0 oO0ecmeyeHUs] JIA  CAMOCTOSITEJbHOM

o0yuyaumuxcst Mo JUCHUILINHE «/[e/I0BOM HHOCTPAHHBIH A3BIK)

HaunmenoBanue

HepequL y‘IC6HO-MCTO,Z[I/I‘-ICCKOP0 obecrneueHUs JUCIUIIIIMHBI 110

Ne BBITIOJTHEHUIO CAaMOCTOSITETIbHOU paboThI

paszzena (Tembl)

1 2 3

10

padoTbI




Organisation

1. MGTO,Z[I/I‘ICCKI/IC YKa3aHusA 110 OpraHU3aluu CaMOCTOSITETbHOMN paGOTBI
no aucuumuinHe «VHOCTpaHHBIN SI3BIK B MPO(ECCHOHATBHON cheper,
yTBEp)KJICHHBIC Kadeapol aHTJIMICKOTO s3bIKa B MPOQECCHOHAIBHON
cdepe, mpotokoi Ne 9 ot 28 urons 2016 r.

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.

Human Resources

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.

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.

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.

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.

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.

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.

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
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Book// Bill Mascull. - [Harlow, Essex (U.K.)]: [Longman/Pearson
Education], 2010. — 215 pp.

International
Markets

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.

10

Competition

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

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

Y4eOHO-MEeTOIMYECKHE MaTepHallbl JUISI CaMOCTOSITETIbHONH Pa0OThI OOYYAIOIIMXCS M3 4YHCIIa

WHBAJIUIOB U JIUI] C OTPAaHUYEHHBIMH BO3MOXKHOCTAMHU 310poBbsi (OB3) mpenocrasistorcs B Gopmax,

aJlalITUPOBAHHLIX K OI'PAHUYCHHUAM UX 300POBbA U BOCIIPUATHUA I/IH(bOpMaI_II/II/IZ

Jnst muu ¢ HapyleHUus MU 3pEHHUS:

—B TIEYaTHOH (popMe yBeTHMUEHHBIM MIPUDTOM,

—B (l)opMe OJICKTPOHHOT'O JOKYMCHTA,

— B ¢opMme aynuodaiina;

[l AL ¢ HapyIeHUsAMH CilyXa:

— B IIeYaTHOU (opme,

— B hopMe PNIEKTPOHHOTO TOKYMEHTA.

Jlist U1 ¢ HapyIIeHUsIMH OMIOPHO-/IBUTATENILHOTO afapara:
— B IIe4aTHOU (opme,

— B (hopMe JIEKTPOHHOT'O TOKYMEHTA,

— B opme ayauodaiina.

4. Oo6pa3oBarejibHbI€ TEXHOJIOTHHI

Cneumbm(a JUCHUIUIMHBI MOPEeAyCMAaTpUuBACT HUCKIIOUUTCIIBHO IPAKTUYCCKHUE 3aHATHA. HpI/I

OCBOCHHU JUCHUIIIMHBI UCIIOJB3YIHOTCA O6p330BaTeJ'II)HI)Ie TEXHOJIOTHH, MMPEATIOJIararolmne aKTUBHBIC U

HHTCPAKTUBHLIC (I)OpMBI MpOBCACHUA SaHSITI/II‘/’I, a MMCHHO: pOJICBad urpa, HNpe3cHTalusdA, MO3T 0BO

IOTYPM Ha HayaJILHOM CTaJuM BBEIACHUS TEMBbI, JCJIOBAas UI'pa Ha 3aKIIOYHUTCIBbHBIX CTYIICHAX OCBOCHUA

JTUCHUILIMHBL, AUCKyccusi, pabota ¢ HTepHeT ucTouHnkamu, pedepupoBanue crateil, padora ¢ DVD-

ROM « y4ebHomMy komiuiekcy “Market Leader Intermediate. 3rd Edition: Business English Course

Book™. I[J'IH opraHusanuun CaMOCTOSTEIbHOM pa6OTBI npeajaracTcsa akTUBHO HMCIIOJIb30BATh 3a/laHUS U3

Market Leader Intermediate. 3rd Edition: Teacher’s Resource Book, pabory ¢ ucrouHukamu B

12



WuTepHere Ui MOATOTOBKH pedepaTHUBHBIX 3amaHui. s mum ¢ orpaHMYeHHBIMH BO3MOKHOCTSIMHU

3I0POBBS IPEAYCMOTPEHA OpPTaHU3allMsd KOHCYJIbTAIIUN C UCIIOJIb30BAHUEM AJIEKTPOHHOMN MOYTHI.

5. OuneHo4HbIe CpeaCcTBA U TEKYLIEero KOHTPOJISl yCIIeBaeMOCTH U MPOMeKYTOYHOI aTTecTannu
4.1 ®doHx OLIEHOYHBIX CPEACTB I MPOBeAeHHs TeKYyllel aTTecTaluu

Texymuii KOHTPOJb OCYIIECTBISIETCS B XOJe Yy4yeOHOro mpolecca Ha J1abopaTopHO-
MPAKTUYCCKUX 3aHATUAX, I'IC OLUCHUBAIOTCA OTBETHI CTYACHTOB, KAa4UCCTBO BBIIIOJIHCHUA AJOMAalUIHHUX
paboT, MHAUBHUIYyabHBIX 3aMaHuil. OH peanu3yercs B popme GpOHTAIBHOTO onpoca/0ece/Ibl, MPOBEPKH
BHCAYAUTOPHOI'O YTCHUA, IMCbMCHHBIX pa60T, AUCKYCCHHU.

Tembl AUCKycCHi
no qucunnianne « MHoCcTpaHHBIH A3BIK B MPodeccHoHAILHOM cheper
Pa3)1e.11 1 «Opraﬂmauuﬂ: OCHOBHBIC XaPAKTCPUCTUKHU U THUIIBI KOMIIAaHUH»

Tema nuckyccuu: oOCyIUTh B IPYIIIIE OCHOBHBIC BUJIBI OPTaHMU3ALMK OM3HECA, UX XapaKTEpHbBIC

YCPThI, IPECUMYIICCTBA U HCJOCTATKH. CJ'ICI[YIOH_II/IG BOIIPOCHI TIOMOT'YT BBICTPOUTH XO I[I/ICKYCCI/II/I:

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?

Paznen 2 «PaGora»

Tema AUCKYCCHUU: [aTb pa3BepHYTBII7I OTBC€T Ha BOIIPOCHI: «Kaxkue (I)aKTOpBI ABJIAKOTCA
perarnmMy pu puemMe Ha padoty?», «Kakue (akTopbl HE YUYUTHIBAIOTCS TPU TPYAOYCTPOHUCTBE? ».
A Tax’ke BBICKa3aTh CBOE MHEHHE OTHOCUTEILHO CJIICAYIOIINX YTBepM(JIeHHﬁZ
1. Atwork, 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

It’s best to work for as few organisations as possible.
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5. Everybody should retire at 50.
Paznen 3 «IlyremecTBue»

Tema muckyccuu: 0OCYAUTH B IPYIIE OCHOBHBIE BOIIPOCHI, CBS3aHHBIE C aBHUAINEPEBO3KAMHU U
pa3MelieHHeM B TOCTHHMIIAX, PACCMOTPETh MPEMMYIIECTBA M HEJAOCTAaTKU JEUIeBBIX M JOPOTHUX

aBUATMHUH. CHGILYIOH_[I/IG BOITPOCHI MTOMOT'YT BBICTPOUTD X0 JUCKYCCHU!

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 «®opMupoBaHne TOProBoro OpeHaa
Tema auckyccuu: 0OCYIUTh B TPYIIIE OCHOBHBIE BOIIPOCHI CO3JaHUs, TOIIEPKAHMS, 3aIUTHl U
IIPpOABHIKCHUA 6peHI[0B. CJ'IG,HYIOH_II/IG BOIIPOCHI TOMOT'YT BBICTPOUTDH XOJ AUCKYCCHU:
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 o g &~ w

Think of a cheap or expensive idea for a product launch?
Paznen 5 «M3menenns»

Tema AUCKYCCHU! OGC}’,I[I/ITB B Ipynne OTHOMCHUC CTYACHTOB K IICPEMCHAM B pa60Te n ux
KU3HH, B 001IeM. B Xoe TUCKyCCHu CTYIeHThI OTBEUAIOT Ha CIEIYIOITNE BOTIPOCHI:
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!)

14



h)

New neighbours

2. Which of these business situations would worry you most? Why?

a)
b)
c)
d)
e)
f)
9)
h)
i)
)

You find out that your company will be merging with another company.

You keep your job after a merger, but you are in a less powerful position.

You keep your job after a merger, but you have to take a salary cut.

Your company has to relocate to the other side of the city.

You are asked to relocate to a foreign country.

You are promoted, but are now in charge of a hostile workforce.

You have to move from your own office to a large, open-plan office.

You have to work with a completely new computer system.

You have to decide who to make redundant in your new department after a merger.

Your company language becomes English.

Pa3zgea 6 «Pexaamay

Tema auckyccuu: oOCYIuTh B TPYIIE POJb PEKJIaMbl B KM3HU OOIECTBA, BUJIBI PEKJIAMBI,

CHOCOOBI pEKIaMHpPOBAHUS TOBapa, a TaKXkKe pa3o0paTb KOHKPETHBIE pEKIaMHble OOBsABIEHUS (UX

CHJIbHEBIE U cJIa0bIe CTOpOHbI). Cnenyfonme BOIIPOCHI TIOMOT'YT BBICTPOUTDL X0 JUCKYCCHU!

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)
b)
c)
d)
e)
f)
g)

h)

Using children in advertisements

Using actors who pretend to be 'experts'

Using nudity in advertisements

Using 'shock tactics' in advertisements

Promoting alcohol on TV

Comparing your products to your competitors' products

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

Exploiting people's fears and worries

3. Which of the following statements do you agree with?

a)
b)

c)

People remember advertisements, not products.
Advertising has a bad influence on children.

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

Pazgen 7 «JIngepcrBo»
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Tema nuckyccuu: 0OCYAUTH B IPYIIE OCHOBHBIE KaueCTBA XOPOIIETO PYKOBOIUTENS, IPUBECTH

MNPpUMEPLI BBIAAOMIHUXCSA JIMACPOB B HCTOPHUH, BBIICHHUTbL, €CThb JIM T'CHACPHBLIC pPa3IMyvd B CTHIIAX

PYKOBOJCTBA. CJ'IGIIYI-OI_HI/IG BOITIPOCHI TIOMOT'YT BBICTPOUTDL X0 JUCKYCCHMU:

1.
2.

3
4.
5
6

Which modern or historical leaders do you most admire? Which do you admire the least? Why?
What makes a great leader? Write down a list of characteristics. Compare your list with other
groups.

Are there differences between men and women as leaders? Why have most great leaders been men?
Do you think great leaders are born or made?

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

What is the difference between a manager and a leader?

Pa3nen 8 «busHec KyJabTypbl B Pa3HbIX CTPAHAX)

Tema AUCKYCCHU! 06CY,Z[I/ITB B I'pyIIme, 4TO TaKOC ou3Hec KyJIbTypa M KaKOBbI CXOJACTBa U

paznuuus OM3HEC KYJIbTYpP B pPa3HbIX cTpaHaX. [IMCKycCHsi BBICTPAMBAETCS C MOMOIIBIO CIIEIYIOMIUX

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 ¢) 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 «MexayHapoaHble PbIHKI

Tema guckyccuu: 00CYIUTh B TPYIIE KaK Pa3BUBAIOTCS HA CETOIHAIIHUN JIEHb MEXyHAPOTHBIC

PBIHKHK U KaK OHU BJIMAIOT HA HAIITY )KU3Hb, HAIITY OPraHU3allui0 U HAIlly CTpaHy. CJ'ICI[YIOIJ_II/IC BOIIPOCHI

IOMOT'YT BBICTPOUTL XOJ IUCKYCCHU:

1.

How has the development of international markets affected:
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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?
Pasznen 10 « KonkypeHuus»
Tema AUCKYCCHM: CTYJCHTBI OTBEYAIOT HA P BOIIPOCOB, 4TOOBI IIOHATBH, Ha CKOJIBKO PAa3BHUT B

HUX COPEBHOBATENIbHBIN AyX. Jlanee B Xoe AUCKYCCUU 00CYKIAIOTCS CIASAYIOIINE BOPOCHI:
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.

TeMmbl AE€JTOBBLIX UI'DP
no aucuunianie « MHoCTpaHHbIH A3BIK B IPO(ecCHOHAILHOM chepe»
Pazgen 1 «Opranu3anusi: 0CHOBHbIE XapaKTEPUCTHKH U THIIbI KOMIIAHHII»

1. Tema nenoBoi Urpsl: «BeTpeda pykOBOAUTENS] KOMIIAHUU € IPEACTABUTENSIMHU KOJIEKTHUBAY.
2. Konnenus urpbl: MpeICTaBUTENN KOJJIEKTUBA OPTAaHU30BaIM BCTPEUy ¢ paboToaTeneM, Ha KOTOpOi
npeajaracTes O6CY)II/ITB BO3MOJXHBIC BapHWaHTbl MPCAOCTABIICHUA HOOIOJHUTCIBHBIX JIbI'OT TCEM
COTPYAHUKAM, KOTOPBIC IIOKAa3aJIM HAWJIYYIIUEC PpPE3YyJIbTAaThl 34 OHpe)IeJ'IeHHBII\/'I nepuon pr,[[OBOfI
ACATCIIbHOCTH.
3. Ponu:
- PYKOBOJIHUTEIb KOMIIAHUH;
- IPCACTAaBUTCIIN KOJIJICKTHUBA.

4. OxxuaeMsblii (€) pe3ynbTar (bl): IPUHATHE COOTBETCTBYIOLIETO PEIIEHUS 110 KaXKJOMY COTPYIHHKY.

WNHcTpykunny uist NpOBEIEHUS POJIEBOW UTPBI HA AHTVIMMCKOM SI3BIKE

The employee representatives and the employer are discussing the terms of providing fringe benefits for

the company’s top-performers.

17



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 «Padora»

1. Tema genoBoii urpsl: «TenedoHHBIN pa3roBop MEXAY COTPYIHHUKOM OT/AENa KaJpoB yHHBEpMara u
CIIEIHATMCTOM KaJpOBOr0 areHTcTBa “Omnia’y.

2. KoHuenmusi Urpsl: COTPYIHUK OTAeNa KaJpOB YHUBEpPMara 3BOHUT MO TeledoHYy B KaapoBOe
areHTCTBO U 00CYXKJIaeT YCIOBHsI HaliMa Ha pabOTy BPEMEHHBIX paOOTHHUKOB.

3. Pomu:

- COTPYJHUK OTJeNa KaJpoB YHUBEpMAra;

- CIIEIMAICTOM KaJpOBOT0 areHTcTBa “Omnia”.

4. Oxunaemblii (€) pe3ynbTar (bI): YTOUYHEHHE JAeTajeil KOHTpakTa pabOTHUKOB, MPUHUMAEMBIX Ha

paboTy B yHUBEpMATr.

WHCTpyKIMU 17151 TPOBECHUS POJIEBOM UIPbI HAa 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
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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.

Paznen 4 «®@opMupoBaHue TOProBOro 6peHaa»

1. Tema nenoBoit urpsl: «IleperoBopsl M1y UCIIOTHUTEIbHBIM AUPEKTOPOM OaHKa U PYKOBOJUTEIEM
OT/ies1a PO3HUYHOT'O OAHKOBCKOTO OOCITYKUBaHUS.

2. KoHuenmust Urpbl: HUCHOJIHMUTENbHBIM AUPEKTOp OaHKa M PYKOBOAMTEIb OTJENa PO3HUYHOIO
0aHKOBCKOT0 OOCITY)KMBaHUS OOCYXJIAIOT BO3MOXKHOCTb 3aKPBITHUSl YOBITOUHBIX (DHIIMAIOB C LEIBIO
COKpAIIleHHs 3aTpaT U MHBECTUPOBAHHS B JIPYTHE CHEPHI.

3. Pomu:

- [JIaBHBIN UCTIOTHUTENBHBIA TUPEKTOp OaHKa;

- PYKOBOJUTENb OTJIENIa POZHUYHOTO OAaHKOBCKOTO OOCITYKHBAHMUS.

4. OxunmaeMbii (€) pe3yabTar (BI): JOCTHXKCHHE KOHKPETHBIX PEIICHWH IO BOMPOCY COKpaIIEHUS

3aTpar.

WNHcTpykuuu Uit IpOBEIEHUS POJIEBOM UI'PBI HA AHIVIMMCKOM SI3BIKE
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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”.

Pasznen 10 «KonkypeHuus»

1. Tema nemoBoii urpsl: «lleperoBopsl MeXay BIAACIbIEM PO3ZHUYHOIO MarasuHa M MPEJICTaBUTEIIEM
KOMITaHHHU-TIPOU3BOIUTEIS IAMITYHSI JUIs SKSHIMH “Sheen”y.

2. Konuenuus urpsl: Biajesiel] pO3HUYHOIO Mara3uHa W TMPEJICTABUTENb KOMITAHUU-TIPOU3BOIUTEIS
mamnyHs Ui JkeHmuH “‘Sheen” 00CYXIalOT BO3MOXKHOCTh OCYIIECTBJICHHSI TIOCTaBOK JAHHOTO
IIaMITyHSI B Mara3uH Ha BBITOJIHBIX JIJIs1 000OMX CTOPOH YCIIOBHSIX.

3. Pomu:

- BJIaJIEJICI] PO3HUYHOI'O0 Mara3uHa,

- IPEICTaBUTENh KOMITAHUU-TTPOU3BOIUTENS IIIAMITYHS 7151 >keHIuH “Sheen”.

4. Oxwunaemsplii (e) pe3ynabTaT (bl): MOCTHIXKEHHE KOHKPETHBIX PEIICHHWH IO BOIMPOCaM IOCTaBOK

IIaMITyHs B MarasvH.

I/IHCTPYKI_II/II/I JJIA IPOBCACHUA poneBoﬁ 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.

* 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 aucuuniude «HoCTpaHHBIN A3bIK B MPO(ecCHOHAIBLHOI chepe»

Pa3nen 2 «Pabdora»
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Ketic Ha Temy: «Bp10op kananIaTa Ha MOCT YIPABIISAIONIET0 ceTH puTHeC Kiy6oB B bpasmnmuny.
[Ipouenypa peuieHus: KEMCOB:

[TepBrlii 3Tanm — 3HAKOMCTBO C CUTYaIIUEH.

Bropoii sTan — BbleneHre OCHOBHOW MpoOiaembl, (haKTOPOB M MEPCOHAIUN, KOTOPhIE MOTYT PEalbHO
BO3JICHICTBOBATh HAa CUTYALUIO.

Tperuii 3Tamn — npeIoKeHUE KOHLETIIUN WIA TEM ULl «MO3TOBOTO LITYpMay.

UeTBepThlii ATal — aHAIU3 MOCIEACTBUI NPUHATHS TOTO WK HHOTO PEIICHUS.

[Iateiif osTam — pemeHwe Kedca — TMPEAJIOKEHHWE OJHOTO WJIM HECKOJIbKUX BapHUaHTOB
(mocnenoBaTeNIbHOCTU IEUCTBUH), YKa3aHWE HAa BO3MOXXHOE BO3HMKHOBEHHUE MPOOJIEM, MEXaHU3MbI MX
MIPEIOTBPALLEHUS U PELICHUS.

Cumyayusi: AmepukaHckas ceThb ¢uTHec KiyOoB “Fast Fitness” pemmna pacmupsats cBoio chepy
BrusiHUA B FOkHONH AMepHKe U OTKPBITH IIECTh HOBBIX KiIyOOB B bpasunuu. OnHako JaHHbIE KITyObl HE
MOJIb3YyI0TCA OonbliuM ycnexoMm y xkutenedd r. Can-lIlayny u xommnaHust Tepnur YOBITKH. YieHbI
[IpaBJICHNs KOMIIAHUHM TMPOBOJAT 3acelaHHhe, Ha KOTOPOM IIpeNsararoTcs K pacCMOTPEHHIO pPe3toMe
YeThIPEX OCHOBHBIX KaHAMJIATOB HA MOCT HOBOTO YIPAaBISIOLIETO ceTh (QurHec KiyOoB B bpaszmiuu.
OO6cyaute cuibHBIC U C1a0ble CTOPOHBI KAKIOTO KaHANAaTa U IPUMUTE OKOHYATEIBHOE PELICHHE, KOTO

HaHATh Ha paboTy. Hanummure nuchMo ¢ npeyioxKeHueM O TPYA0YCTPONCTBE BHIOpAaHHOMY KaHIHIATY.

I/IHCTPYKLH/II/I AJIA IIPOBEACHU A Kelica Ha aHTJIMMCKOM 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 KOHTPOJIBHDBIC 3aJaHUA MO TUCHUIIJINHE

«HHOCTpaHHBII A3BIK B IpodeccuoHaIbHON chepe»

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 casier.
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 I usually (take / am taking) a taxi when | 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
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,
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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 alittle  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 Db) almost never an C) the most important
29 It is important to ask customers’ feelings

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

30 Brand advertising and communication often focuses on

a) customer satisfaction b) staff ¢) products and fees
SKILLS
A Complete the conversation with the words in the box.
see  feel getdown hang on need talk about don’t think don’t offer

25



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.

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 I travel by air

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

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.
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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
TeMblI CO00IIEHH I

no qucuunianne « MHoCcTpaHHBbIH A3BIK B MPodeccuoHAIBLHOM cheper

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

3. The basic principles of business correspondence

4. Managing telephone calls

5. The ethics of business negotiations

4.2. ®oH/I OLIEHOYHBIX CPEICTB VIS MPOBEIeHHs POMEKYTOYHOM aTTecTAIUN

3aueT npeaycMaTpUBaeT MPOBEPKY KadecTBa 3HAHUM U ¢(hOPMUPOBAHHOCTH YMEHHI B 00nacTu:
a) YTeHMs! (M3Y4aroIlIero U 03HAaKOMUTENBLHOI0) CIEUAIbHOTO TEKCTa HA UHOCTPAHHOM SI3BIKE;
0) YCTHO-PEUYEBOT0 BHICKA3bIBAHUS:
— MOHOJIOTMYECKOI'0 XapakTepa — IOATOTOBJIEHHAs peub (COOOIIeHHe IO MPOYUTAaHHOMY B (opme
pesiome);
— JIMAJIOTMYECKOro XapakTepa — HEMOJArOTOBIIEHHAas pedb (Oecega ¢ 3K3aMEHATOpPOM Ha OJHY U3
U3Y4YECHHBIX TEM).
Kpome Toro, orieHuBaeTcs CTeneHb YCBOCHUS JIEKCUKO-TPAMMAaTHUECKUX CTPYKTYP U YMEHUE COCTaBUTh
JIeI0BOE MHUCHMO Ha aHTJIMHCKOM SI3bIKE B COOTBETCTBUU C HOPMaMH U3y4aeMOro s3bIKa.

TpeOoBaHus K 32a4€Ty
1. IlucbmenHas 3auétHas padora. CocTaBUTh aHHOTALMK HAa PYCCKOM U aHTJIMICKOM SI3bIKaX K TEKCTaM
BHeaynuTopHoro ureHusi. O6uém TexcToB — 10 000—15 000 meyaTHBIX 3HAKOB.
2. TecT N0 NpPOHIEHHOMY JIEKCUKO-TPAMMAaTHUYECKOMY MaTepuay.
3. AynupoBaHue (ABYKpaTHO MPOCIYIIATh AayTEHTUYHBIM TEKCT IO OJHOW W3 TPOUJIEHHBIX TEM,

chopMyIHUpOBATh INIABHYIO UEI0, KPATKO NepeaTh OCHOBHOE COJIEpKaHUE TEKCTA).
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4. CocraBUTh [EJIOBOC MHCHMO HA AHTIUHCKOM si3bike oObeMoM 10 600 3HAKOB, BBIpaKaIOIIEE
yKa3aHHblE KOMMYHUKATHBHbIE HAMEpPEHUs U IpeAHA3HAYEHHOE KOHKPETHOMY ajpecary (Bpems
Hanucanus — 15 MuH).
TeMBI JJ11 MOHOJIOTHYECKHX BBLICKA3LIBAHMI U 0eceabl HA 3a4eTe:
My background and career
My company
My job
Travelling
Telephone skills
Socializing: introductions and networking
The basic rules of business correspondence

Taking part in business meetings

© © N o gk~ wDhPE

Cross cultural communication

. Presentations

N
[N =)

. Negotiations

=
N

. Advertising and branding
13. Corporate ethics
14. Qualities of leadership.

OI_IGHO‘IHBIC cpeacTtBa il MHBAJIWAOB U JIMI C OrPaHUYCHHBIMH BO3MOXHOCTAMHU 300POBBA
BBI6I/IpaIOTC$I C Y4€TOM UX MHAUBUAYAJIIbHBIX HCI/IXOCI)I/I?»I/I‘ICCKI/IX 0COOEHHOCTEH.

— IIpu H€O6XOJII/IMOCTI/I HHBaJIWJaM M JIMOaM C OrpaHHUYCHHBIMH BO3MOXHOCTAMU 3O0POBbLA
MpeaAOCTaBIACTCA JOITOJTHHUTCIBHOC BPEMA IJIA ITOATOTOBKHU OTBETA HA 9K3aMCHC,

— HIpU OPOBCACHUU IMPOUCAYPbl OLCHHUBAHUA PE3YJIBTATOB 06y‘IeHI/I$[ HUHBAJIMAOB U JIUI C
OrpaHUYCHHBIMH  BO3MOJKHOCTSAMU 3O0POBBA IMPEAYCMATPUBACTCA  HUCIOJB30BAHUC TCXHUYCCKUX
CpeacCTB, HCO6XO,Z[I/IMLIX UM B CBA3U C UX UHAWBUAYAJIbHBIMU OCOGCHHOCTHMI/I;

— TpU HEOOXOJUMOCTU JJisi OOy4aroUMXcs ¢ OTPaHMYEHHBIMU BO3MOXKHOCTSIMH 370POBbSI U
HWHBAJIWJ0OB IIponcaypa OLUCHUBAHUA PE3YJIbTATOB 06yquH51 Mo JUCHUIINIMHE MOXKET HPOBOAUTHCA B
HCECKOJBKO 2TaIlOB.

Hpouez[ypa OLICHUBAHHA PE3YyJIbTATOB 06yLICHI/ISI HWHBAJIMJIOB W JIMI C OIrpaHUYCHHBIMU
BO3MOXXHOCTSIMU 3/IJ0OPOBBSI IO JUCIMILTUHE (MOAYIIO) PeAyCMaTpUBAET MIPeloCTaBlieHne nH(opMaluu
B (hopmax, aJanTUPOBAHHBIX K OTPAHMUYEHUSAM HX 30POBBS U BOCIIPUATHS HHPOPMALIUH:

I[J'IH JII ¢ HApYUICHUAMU 3PCHUS:
— B I1e4aTHOM (hopMe yBEITMUYCHHBIM HIPUPTOM,

— B hopMe 3JIEKTPOHHOT'0 TIOKYMEHTA.
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JI1s AL ¢ HapyIeHUsAMHU CIlyXa:
— B miedaTHoi popme,
— B (hopMe 3JIEKTPOHHOTO TIOKYMEHTA.
Jnst i ¢ HapyleHrus MU OIOPHO-JBUraTEIbHOrO anmnapara:
— B miedaTtHoi popme,
- B (hopMe 3IEKTPOHHOTO JOKYMEHTA.
5. IlepeyeHb OCHOBHOM U JOMOJHUTEIbLHOM Y4eOHOM JTUTEPATYPbI, HEOOXOAUMOM /IJIsl 0CBOCHUS
aucuunInabl « MHOCTPaHHBIH A3BIK B podeccuoHaIbLHOM cheper

5.1. OcHoBHas JquTEpaTypa:
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'I}I OCBOCHHUA OUCHUIUIMHBI HWHBAJIWIaMU W JIMIOHAMHU C OI'PAHHYCHHBIMH BO3MOXXHOCTAMU
3A0POBbA UMCIOTCA U3AaHUA B SJICKTPOHHOM BU/IC.

5.2. JlomostHMTEIbHAS JIUTEpaTypa:
1. CasenneBa O. I'., Bonommnua K.C., Mosenko O. U. Business English for Everyone. — Kpachonap:

Wzn-so KyoI'Y, 2015. — 75 c.

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

3. Paul Emmerson. Business VVocabulary Builder. Oxford: Macmillan Publishers Limited, 2010. — 176
Pp.

5.3. llepuoanyeckue U3IaHUA:
T"azeTsrI:

1. The Financial Times
2. The Times

3. The Guardian
Kypuansr:

1. Current Sociology
2. The Economist

3. Business and Society Review

5. Ilepeyensb pecypcoB HHGOPMALMOHHO-TEJIEKOMMYHUKAUMOHHOU ceTH «AHTEepHeTY,

HCOﬁXOHI/IMbIX AJI OCBOCHUSA JUCHUIIJINHBI
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. www.englishclub.com

. www.businessenglishsite.com

. www.businessenglishpod.com

. Www.videovocab.tv

. www.tefl.net

. www.better-english.com

~N oo oA oW N

. WWW.writing-business-letters.com
8. www.britishcouncil.ru

9. www.correctenglish.ru

10. www.bbc.co.uk

11. breakingnewsenglish.com

7. Metoanueckue yKkazaHus AJis1 00y4aroIMXCH M0 OCBOCHUIO M CUMILTUHBI «MHOCTpaHHBIH

A3BIK B NIPodecCHOHATBLHOM ceper»

JIsisi yCHEmHOro OBJIAJICHUS JAUCUHUILUTUHON «HOCTpaHHBIA S3BIK» CTYACHT JIOJDKCH PETYJISIPHO
pabortarth c jutepatrypoit U MHTepHEeT—pecypcamMu, yKa3aHHBIMH B pabouell mporpamme, U BBITIOJHITH
MCTOAUYCCKUEC PCKOMEHJAIIMU, COOTBECTCTBYIOIIMUEC pa3JINYHbBIM BUJaM SaHaHHﬁ.

OtpaboTka (PoHETHYECKOro Marepuana OCYILECTBISETCS € 00s3aTeNbHBIM HCIIOJIb30BaHHEM
IpUIaraeMbIX K yueOHOMY OCOOHIO ayAnOMaTepHaIOB.

[Ipu pabore ¢ rpaMMaTU4YeCKUMH SBJICHHMSIMH CTYAEHTaM HEOOXOJMMO HpOoaHaIUu3UpOBaTh
M3y4aeMoe rpaMMAaTUYECKOE SIBJIEHUE U BBIOJIHUTH YIPaKHEHUs U3 y4eOHOro rnocodus nubo padoueit
TeTpajy.

B ciydae camocToATeNnbHOTO CO3aHNus HOBOT'O (hopMaTa MUChMEHHOM pabOThI CTYAECHTHI JOJKHBI
CHayaJla 03HaKOMHTbCS C OCOOCHHOCTSMHU JIaHHOT'O MHCbMEHHOTO JKaHpa, BBIOJHUTH IpeJularaeMble
YIOPaKHEHUS U JIUIIH 3aTeM CO3/1aBaTh aBTOPCKYIO pabOoTy IO MpejiaraéMoMy B Y4eOHOM MMOCOOWH HITH
paboueit TeTpaan 00pasiry.

IIpu pabGore ¢ MHOS3BIYHBIMM TEKCTAMH HEOOXOJIMMO BBINKCHIBATH HOBBIE CJIOBA B OTJIEJbHBIN
CJIOBaph, COCTABIATH JAMArpaMMbl M JIEKCHYECKHE KapThl CAMOCTOSITEIBHO M MO 00paslly, COCTaBHUTh
CIIMCOK KJIFOYEBBIX BBIpa)KeHHﬁ, JAaTb KpPaTKOC U3JIOKCHHUE TCKCTA.

ITpu nepeBoie TeKcTa MpeAIaraeM UCIoJb30BaTh CIEAYIOLUINHA alrOpUTM:

1. [TpounTaiiTe TEKCT € 1eNbI0 TOHUMAHUS €r0 OCHOBHOTO COJICPKAHUS.
2. Omnpenenure ero xaHp Win GyHKINOHATIBHBIN CTHIIB.
3. Omnpenenure BO3MOKHBIE TPYIHOCTH MEPEBOAA.
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http://www.englishclub.com/
http://www.businessenglishsite.com/
http://www.businessenglishpod.com/
http://www.videovocab.tv/
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http://www.better-english.com/
http://www.writing-business-letters.com/
http://www.britishcouncil.ru/
http://www.correctenglish.ru/
http://www.bbc.co.uk/

4 Ornpenenure eIUHULBI IEPEBO/IA.

o. BelInonHuTe 4€pHOBOI IEPEBOLL.

6 OcTaBbTe MepeBol Ha HEKOTOPOE BPeMsl ¢ T€M, UTOObI OTPEIaKTUPOBAThH €r0 MO3/HEE.

7. OtpenaktupyiiTe nepeBoj: yOeauTech B TOUHOCTH IE€PEBOJIa U OTCYTCTBHH OINEYATOK,
opdorpadudeckix U TpaMMaTHIECKUX OLTHOOK.

B xone camocTosATeNbHOM pabOTHI IO TEME, CTYACHTHI IOJKHBI IPOYNTATh MaTepuall, YKa3aHHBIN
B PEKOMEH/I0BaHHOM JIUTEpaType U JaTh KPaTKOE M3JI0KEHHE OCHOBHBIX HJIEW TEKCTa Ha aHTJIMHCKOM
SI3bIKE, YMETh 3a/1aTh HECKOJIBKO (5 — 7) BOIPOCOB HAa aHTJIIHICKOM S3BIKE.

B ocBOCHMM AMCHMITIMHBI MHBATHIAMHU M JTUIAMH C OTPAHHYECHHBIMA BO3MOXKHOCTSIMH 37I0POBbBS
OoJbIlIOC 3HAYCHHE WMEET WHIMBHIyallbHas y4deOHas pabora (KOHCYJIbTAIlMU) — JOTOJHUTEIBHOEC
pa3bsicHEHUE y4eOHOro MaTepHaia.

NuauBuayanbHble KOHCYJIBTAIIMH 10 MPEAMETY SBISIOTCS BaXKHBIM (PAKTOPOM, CIIOCOOCTBYIOIIUM
WHIMBUyAIN3alUN O0yYSHHS U YCTaHOBIICHHIO BOCITUTATEIHHOTO KOHTAKTa MEKIY MPETOIaBaTEeIeM U

O6yT-IaIOIIII/IMC$[ WHBAJIMAOM HJIX JIULOM C OTPpaHNUYCHHBIMH BO3MOKHOCTSAMU 300POBbS.

8. Hepeqeﬂb I/IH(l)OpMaIII/IOHHI)IX TeXHOJIOFHﬁ, HCIIOJB3YEMBIX TIIPH  OCYIIECTBJICHUM

00pa3oBaTeILHOIO NMpoIecca Mo JUCHUILINHE «/{eJI0BOH MHOCTPAHHBIN A3BIK»

8.1. Ilepeyenns HEOOXOAMMOrO NPOrPAMMHOI0 00ecnedeHHs

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

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

3. DVD-ROM k 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 HeOOXOAUMBIX MHPOPMAILMOHHBIX CIIPABOYHBIX CHCTEM

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

www.lingvo-online.ru

SIS A

Howjsay.org
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9. MarepuajibHO-TEXHHYECKas1 0a3a, HeOOXOAMMAas IJIsA OCYLeCTBJIEHUS 00pPa30BaTEIbHOIO

nmpounecca nmo IMCuMIJInHe

10.

AynuoBusyanbHbie cpeacTBa o0ydyenus: CD,
DVD, marautodonsl, BUI€0 MarHuTOQOH,

CITYTHUKOBOC TCJIICBUICHHUC

HCHOJ’ILSyIOTCH IJI peain3aliii IIpUHIMIIA
HarJi1iJIHOCTHU, BOCIIOJHAOT OTCYTCTBHC
SI3BIKOBOM CpCAbl, MOBBIIAKOT MOTHBALIUIO.
HCHOJ’ILSyIOTCH IJIs1 pa3BUTHUA HABBIKOB

ayJIupoOBaHuAd, TOBOPCHU:, [TMCbMaA.

[Ipoektop, HOYTOYK

Hcnonw3yrores U1 AEMOHCTPALUH
Ipe3eHTaLH, TOArOTOBIEHHBIMU
IIPEIoIaBaTeNsIMI U CTYJCHTaMHU.
Hcnonb3yroTest 1711 IeMOHCTpaLK

(UIBMOB.

KomnbroTepHbIi KJTacc ¢ BO3MOYKHOCTBIO
MOJIKITFOYEHUS K ceTh «HTepHeT»,
MIPOTrpaMMOM YKPAaHHOTO YBEJIIMYEHHUS U
00EeCTICYCHHBIH JIOCTYIIOM B JICKTPOHHYIO
nH(OPMALIMOHHO-00pa30BaATENBHYIO CPENY

YHUBEpCUTETA

HCHOJ’ILSyeTCH JI1 Oprann3anvuu
CaMOCTOSITEILHOMN pa6OTBI CTYACHTOB, AJIA

BBIITOJIHCHHA psAla HHTCPAKTHUBHBIX SaI[aHHﬁ.
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PELEH3US
Ha pabo4yIo nporpaMmy no AHCHHUILIHHE
«HocTpaHHbIi A3bIK B Ipodeccnonanbnoii chepe»
Hanpasnenue 38.04.08 — ®unancobl 4 KPeauT,
KBAaJTH(UKANUS BLINYCKHHKA — MATHCTP.
®opma o0yyenus — 3a04Hasi.

PaGovass nporpamma 1o aucuuruinHe — «MHOCTpaHHBIM — S3BIK B
npodeccuoHanbHOM cdepe» paspaboTaHa TOKTOPOM (DUIIOIOTHYECKUX HayK,
npodeccopom Kadeapsl aHINIUICKOro s3blka B IpodeccHoHanbHoil  chepe
I'ypoeBoii 3unannoii VMBanoBHolf Ha ocHOBe (PenepanbHOrO rOCYAapCTBEHHOIO
obpazoBatensHoro cranaapra @I'OC 3+ Beiciiero o6pazoBaHMs 10 HANPABICHUIO
noarotoBku 38.04.08 — duHAHCHI U KPEUT, @ TAKKE C yUYETOM PEKOMEHI0BAaHHOM
npuMepHoi 00pazoBaTeIbHON MPOrPaMMBI.

PaGouas mporpamma BkiodaeT oOsi3aTelbHbIE KOMIIOHEHTBI: CTPYKTYpYy H
CoiepKaHue, YCJIOBUSI peaju3allid, KOHTPOJIb U OLIEHKY pe3yJIbTaTOB OCBOCHMS
OUCLMIUIMHBL [IporpamMma oTpakaeT MecTO IUCUMIUIMHBI B cTpykType O,
PacKphIBalOTCSl OCHOBHBIE LI€TH M 3aJ1a4d U3ydaeMOH JTUCLUIUIMHEI, TpeOOBaHUS K
pe3ysbTaTaM OCBOEHUS IUCLHUIINHEL.

OcHoBHast 1eNb YyKa3aHHOW pabouel MporpaMMbl 3aKJIO4aeTrcs B
MOATOTOBKE MaTepuana s peaJu3alldd IpoLecca, HaIpaBJIeHHOro Ha
paciIpeHre JeKCHUECKOTro 3arnaca 1 3HaHUH B 0071aCTH IpaMMaTUKH aHIJIMHCKOIO
s3bIKa, HANpaBJIEHHBIX HA pa3BUTHE M  COBEPIIEHCTBOBAHHE  HABBLIKOB
npodecCHOHATBPHON YCTHOH W TNHUCBMEHHOM peyd. Bce 510 mosBoiseT
obecrieynBaTh MpHoOpeTeHHe OOy4arOIMMUCS 3HAHWHM, YMEHMH M HaBBIKOB,
HanpaBJIeHHBIX Ha (OpPMUpOBaHUI KoMmmeTeHIMH, onpeaeneHHsx PI'OC BO no
JIaHHOW JTUCLIUITIINHE.

[TporpaMma cocraBlieHa 10 YETKOMY IUIaHY, B KOTOPOM SICHO OTPa)K€HO
MECTO AUCLHIUIHHBI B CTPYKTYpe OCHOBHOW 00pa3zoBaTelIbHON mporpaMmel. Takxke
nokaszaHa o0mias TPYIOEMKOCTh JUCHMIUIMHBI,  pe3yJbTaThl  00yueHHs,

o0pazoBaTelibHble TeXHOJIOTUH, (POPMBI IPOMEKYTOUHOM aTTECTAllMd U UTOrOBOTO
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KOHTPOJIS, COJEp)KaHWE AUCHUIUIMHBI, y4eOHO-TeMaTH4YeCKUi IIaH U y4eOHo-
METOAMYECKOE U MaTepHAIbHO-TEXHIHYECKOe obecrieueHne JUCIUITIMHBI.

[Tomumo  yueGHO-METOAMYECKMX  PEKOMEHJAUMH  JUIsi  TIpOBEJCHHs
ayIMTOPHBIX 3aHSATUN B MPOrpaMMe COACPKUTCS P/l yKa3aHWH JUIS BBIIOJIHEHHS
CaMOCTOSITENILHON pabOoThl MarucTpaHTaMu. Takke cielyeT OTMETHTh TOT (aKT,
YTO Hapsily ¢ OOLIENPUHATHIMU (popMaMU IPOBEAEHUS 3aHATHH Pa3pabOTYMKOM
[IPOrPaMMEI TIPeTyCMOTPEHBI MOArOTOBKA MPEe3eHTallUH, IIPOBEACHUE POJIEBBIX UIP
¥ MHOTO€ JIpyroe, 4ro B 3HAYUTEIBHON CTENEHH o0oramaer cojaep)KaresbHyIo
CTOpPOHY y4eOHOro mporecca.

PaGovast nporpamma cocTaBlieHa KBaTU(DUIUPOBAHHO, JIEMOHCTPUPYET
poeCCHOHAN3M U BBICOKHI YPOBEHb METOIUYECKON MOATOTOBKH U MOXKET OBITh

HCIIOJIb30BaHa B 06pa3OBaTeJIbHOM rnpounecce.

Kanaunat gunonoruueckux HaykK, JOLEHT /___
kadeapsl anrmuickor ¢punonoruu Kyol'y e > Ps6uesa D.I.
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PELIEH3UA
Ha pabouyro MporpaMMy Mo JUCHHUIUIMHE
«MHocTpaHHbIi SI3bIK B IPo(ecCHOHAIBLHOMH chepe»
Hanpasnenue 38.04.08 — ®uHaHCHI U KPEAUT,
KBaJIM(PUKALMS BBIITYCKHUKA — MarucTp.

®opma o0yueHus — 3a04Hasl.

PaGouyas mnporpamma mno guctumianHe — «VHOCTpaHHBIA — fA3BIK B
npodeccuoHanbHOM chepey, paspaboTaHHas AOKTOPOM (QHIONOTUYECKUX HAYK,
npodeccopom Kadeapsl aHIIHHACKOro s3bika B IMpodeccuoHanbHONH cdepe
['ypeeBoit 3uHaumoii MBaHOBHO#H, cocTaBleHa B COOTBETCTBUU C TpeOOBaHUSIMHU
@enepalbHOIO0 TOCYIapCTBEHHOro obOpaszoBarensHoro crangapra OI'OC 3+
BeIcIIEro oOpa3oBaHMsl o HampaieHHto noarotoBku 38.04.08 — duuaHcel H
KpPEeIUT, a TakXkKe C y4eTOM pPEKOMEHJIOBaHHON NpUMEpHOH 00pazoBaTeNbHON
MPOrPaMMBI.

OcHoBHast 1enb YyKa3aHHOW pa0ouedl mporpaMMbl —3aKIIO4aeTcsi B
MOJrOTOBKE MaTepuaia i pealu3aliy Ipolecca, HalIpaBJIeHHOTO Ha Pa3BUTHE U
COBEpIIEHCTBOBAHHE HABBIKOB pPa3rOBOPHOM peud (B OCOOEHHOCTH, [1€J0BOH) M
aKTUBHU3AI[MH JIEKCHYECKOro 3araca, a TakKe rpaMMaTHKU aHIVIMHCKOro sI3bIKa B
cdepe 1eI0BOro 00IIeHHUS.

[Iporpamma cocTaBlieHa [0 YETKOMY IIJIaHy, B KOTOPOM SICHO OTPa)K€HO
MEeCTO JIUCLUHUIUTMHEI B CTPYKTYpe OCHOBHON 00pa3oBaTeIbHON MmporpamMmel. Taxke
nokazaHa o0mas TPYJOEMKOCTbh JUCLUUIUIMHBI, pe3yJabTaTbl  OO0y4YeHHS,
o0pa3oBarejibHbIe TEXHOJIOTUH, (POPMBI TPOMEKYTOUHON aTTECTAllUd U HTOTOBOIO
KOHTpOJIS, COJEp)KAHWE TUCLHUIUINHBI, y4eOHO-TeMaTHYeCKUi IulaH U y4eOHo-
METOJJUUECKOe U MaTepUallbHO-TeXHUYecKoe o0ecriedeHre IUCIHUITIHHEL

Pa3paboTYMKOM MpPOrpaMMBbl yYT€Hbl OCHOBHBIE aCIEKThl JI€I0BOIO
o0lIeHHs, a IMEHHO: COCTaBJIeHHe pe3ioMme, oblieHue ¢ paboroaarenem, 1e10Bas
nepernucka, obmeHue 1o TenedoHy, BeJeHHe INeperoBopoB U T. A. [lommmo

y4eOHO-METOAUYEeCKUX PEeKOMEHJAALUH U MPOBEACHUs ayJAMTOPHBIX 3aHATHH B
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[IporpamMMme COAEPKUTCS psiJl yYKa3aHWM Ui BBIIIOJIHEHHS CaMOCTOSTEIbHOM
paboTbl MaructpaHTamu. Tarkke cielyeT OTMETHTb TOT (akT, 4YTO Hapsiay ¢
OOLIENPUHATBIMU (OpPMAMU TPOBEICHHs 3aHATHH pa3pabOTYUKOM IPOrpamMMbl
MpealyCMOTPEHbI MOArOTOBKA IpEe3eHTAlUH, POBEIeHHE POJIEBBIX UIP U MHOIO€
Apyroe, 4YTO B 3HAYUTEJbHOM CTeneHu odorauiaer CoAepiKaTelbHYyl0 CTOPOHY
yueOHOro nporecca.

B nenom, yyeOnas nporpamma, cocrasienHas ['ypseBoit 3.U., 3aciyxuBaer
BBICOKOM OLEHKH U MOXET ObITh JIONYyIIEHA K MCIOJIb30BAaHUIO JUIS [POBEICHHUS

3aHATHH 1o aucuuninHe «MHocTpaHHBIM s13bIK B rpodeccroHanbHoM cheper.

3aB.kade1poi JIMHIBUCTUKH
®I'bOY BO Ky6I'MY Munsapasa Poccun,

KaHAKAAT QUII0JIOTHYECKUX HAYK, JOLEHT /,//7}7 ' M.B. YBaposa
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