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1. Ilenun u 3a7a9u U3yYeHHUs] TUCHUTLTAHBI
1.1.Ileap AMCHUNIHHBI

Kypc aucuunnunel «IHOCTpaHHBIH A3bIK B IPO(GECCHOHATBHON chepe» 3aKpeIuIseT yxKe MoJIyYeHHbIe
paHee 3HaHMS M HABBIKM 10 OCHOBAaM JEJIONPOU3BOJCTBA U OM3HEC ITHKH, CIIOCOOCTBYET AajbHEHLIEMY
Pa3BUTHIO HABBIKOB BEJICHHS TEJICPOHHBIX IIEPETOBOPOB, COCTABJICHHUS JICIIOBBIX MTUCEM, OTUETOB U PE3IOME,
pa3paboOTKU KOMMEPYECKUX MPEJIOKCHUM, MOATOTOBKH NPE3CHTAUKA W T.M. BaXHBIM KOMIIOHEHTOM
JAHHOTO Kypca SBISETCS NPAaKTUYECKUH MOAXO0J B OOCYXKIEHUM TEM U PELICHUM CUTyaluH, ¢ KOTOPBIMHU
CTAJIKUBAIOTCS MPEICTABUTENN PA3JIMYHBIX chep On3Heca B X MOBCETHEBHOM /I€ATEIILHOCTH.

Llens Kypca — pa3BUTHE WHOSI3BIYHOM 001l KOMMYHUKATUBHOW U IPO(ECCHOHATBHON KOMITETCHIINH.
[Ion KOMMYHMKATHMBHOM KOMIIETEHLMEH IIOHUMAETCs] YMEHHME COOTHOCHUTH S3BIKOBBIE CpEACTBA C
KOHKPETHBIMU ~cepamMH, CUTyalUsIMH, YCIOBMSIMHU U 3agadyamu  oOmieHus. CoBeplieHCTBOBaHHE
MHOSI3bIYHOM KOMMYHMKAaTUBHOM KOMIIETEHIIMM NIPEATIONAracT AAJbHEHNIIEE Pa3BUTUE PEUYEBBIX, SA3BIKOBBIX,
COLIMOKYJIbTYPHBIX, KOMIICHCATOPHBIX, y4€OHO-TIO3HABATENbHBIX M NMPO(PECCHOHAIBHO OPHUEHTHPOBAHHBIX
YMCHHH.

PeyeBas xoMIETEHLIMsSI — COBEPLICHCTBOBAHME KOMMYHHUKATHUBHBIX YMEHHMI B YETBIPEX OCHOBHBIX
BUJIAX PEUEBOM AeATEIbHOCTH (TOBOPEHUH, AyAIUPOBAHUM, YTEHUN U TUCbME).

SI3pIKOBasi KOMIIETEHIMSI — CHCTEMAaTH3alus paHee MPUOOPETEHHBIX YMEHHH B 007acTH (POHETHKH,
JEKCUKH, TpaMMaTHKH{; OBJAJCHUE HOBBIMH YMEHHUSMHU IpU OIEPUPOBAHMM HOBBIMU S3BIKOBBIMU
CpeACTBaMU B KOMMYHUKATUBHBIX LIEISIX B COOTBETCTBUU C OTOOPaHHBIMU TeMaMH U cepamu OOLIeHHUS.

ConMoKkynbTypHass KOMIIETEHIMSI — YBEIMYeHHE O00beMa 3HAHUHM O COLMOKYIBTYPHOH crenuduke
CTpaHbl U3y4aeMOro 53bIKa, COBEPIICHCTBOBAHUE YMEHUN CTPOUTH CBOE PEUYEBOE W HEPEUEBOE IOBEJICHHE
aZiekBaTHO 3Toi creuuduke, GopMupoBaHMEe YMEHHUH BBIIEIATH O0Ilee M crenuduueckoe B KYyJIbType
POJHOM CTpaHbI M CTPaHbl U3y4aeMOTO SI3bIKa.

KomneHncaTopHasi KOMIIETeHIIUsI — pa3BUTHE YMEHUS BBIXOAUTH U3 MOJOXKEHUS B YCIOBUAX AepHUIMTA
S3BIKOBBIX CPEJICTB IPH MOJYYSHUHU U Tepelaue NHOSA3BIYHOM HHPOpMaLnK.

VY4eOHOo-1I03HaBaTeIbHAsl KOMIIETEHIMSI — pa3BUTHE OOIIMX U CHEUMaTIbHBIX YUYEOHBIX YMEHH,
MO3BOJIIOIIMX COBEPIIEHCTBOBATh YYEOHYIO JESTENbHOCTh IO OBJAJEHUI0O HHOCTPAHHBIM SI3BIKOM,
YJIOBJIETBOPSATH C €0 MOMOIIIBIO T03HABATEIbHBIE HHTEPECH! B IPYTUX 00JACTIX 3HAHUM.

[TpodeccnoHanbHO OPUEHTUPOBAHHAS WHOSA3BIYHAS KOMMYHHKATHBHAs KOMIIETEHIMS — pPa3BUTHE
YMEHHMH YCTHOM M MUChMEHHOW KOMMYHUKAIIMU B cepe crenrain3aliy; pa3BUTHE YMEHUN ONepUpPOBAHUS
C MHOSI3BIYHBIM TEPMUHOJIOTHYECKUM KOPIIYCOM B paMKax CIIEIMAIIBHOCTH.

Hapsany ¢ mpakTuyeckoit 1eiapto — 00yueHueM OOIIEHUI0 — JaHHBIH Kypc CTaBUT 0Opa3oBaTebHbIE U

BOCIIUTATCIIBHBIC LICIIN. I[OCTI/I)KCHI/IG O6pa30BaTeJ'ILHLIX enei OCYHICCTBJIACTCA B ACIICKTC 'yYMaHU3alluu U



TYMaHHUTapHU3aluy TEXHUYECKOTO U €CTECTBEHHOHAYYHOT0 00pa30BaHUs M 03HAYACT PaCUIMpPEHHE KPyro3opa
MarTChbpaHTOB, MOBBIIICHUE YPOBHS MX OOIIEH KyJIbTYphl M 00Opa30BaHUs, a TAaKXKe KYJIbTYPHl MBIIUICHHUS,
oOmenns u peud. BocnuraTenbHbI moTeHIMan npeamera «MHOCTpaHHBIA sA3bIK B HpodeccHOHanbHON
cepe» peanusyercst myreM (HOPMHUPOBAHHS YBAKHUTEIHHOIO OTHOIICHHS K JYXOBHBIM IIEHHOCTSIM JIPYTHX
CTpaH ¥ HapOJIOB.

Taxkum 006pa3zom, 0OyueHHe HHOCTPAHHOMY SI3bIKY B IPO(ECCHOHATIBHOM chepe HOCUT MHOToLeIeBOoii
XapakTep U HalpaBJICHO:

— Ha TNpHOOpPETeHHE MArTCTpaHTaMH  HWHOS3BIYHOM KOMMYHHMKATUBHOM  KOMIICTEHIIMH B
npoeCCHOHATLHOM M MEXIMYHOCTHOM OOIICHUH;

— TONy4eHHE OOIEKYIbTYPHBIX M KYJIbTYPHO-CICHU(PHUECKUX 3HAHUK Juia OoJjiee yCHEIIHOM
COIMAJIM3aLUH B TIOJHUKYJIBTYPHOM, ITOJHMKOH(ECCHOHAIEHOM O0IIECTBE;

— pacuMpeHue Kpyrosopa, IMOBBIINICHHE OOIIEH KyJIbTYPhl MBIIUICHUS, OOIICHUS M PEYH B acIeKTe
YBKUTEIFHOTO OTHOIICHHS K JyXOBHBIM IIEHHOCTSIM JPYT'HX CTPaH U HApPOJIOB;

— YIIOBIICTBOPEHHE II03HABATEIbHBIX HMHTEPECOB OOYYAIOIIUXCA TPH HU3YYCHHH CIICIUAIBHOM
JHUTEPATyphl Ha AaHTJIIMHCKOM SI3bIKE M TBOPYECKOM OCMBICIICHUH 3apyOEeKHOTO OIbITa B MPOQIIUPYIOIIEH 1
CMEXHBIX 00J1acTsIX HAYKH U TEXHUKU;

— pa3BHTHE HaBBIKOB CAaMOCTOSITENIbHOW pabOThl MAaruCTPaHOTOB M CTUMYJIHMPOBAHUE CTPEMIICHHS
CaMOCTOSITENIFHO U HETIPEPBIBHO MOBBIIIATH YPOBEHB S3BIKOBOM M PEUEBON KOMITETECHIINH;

— Pa3BUTHE U COBEPLICHCTBOBAHHWE HABBIKOB MPO(ECCHOHATBHON Pa3srOBOPHON peud M aKTUBU3ALMS
JIEKCHUYECKOI0 3amaca.

1.2. 3agaun AMCOUILIAHBI

Ilo3HaBaTeIbHBINA KOMIIOHEHT:
— hopMHupOBaHKE 3HAHUN 00 0COOCHHOCTAX JEJIOBOTO ATUKETA B CTPAHE U3Y4aeMOr0 SI3bIKa;
— pacuiupeHue 3HAHUW O JIGKCUYECKUX M CTHJIMCTHYECKUX OCOOCHHOCTSX AaHTJIMICKOTO S3bIKa,
HCIIONIE3YEMOTr0 B MpodeccuoHabHOM cdepe.
[IpakTHuecKnii KOMIIOHEHT:
- (¢opmMupoBaHHE KOMMYHHKATUBHOM KOMMETCHIIMH, Mpeanoiarammeil QyHKIMOHAIBHOE
UCTIOJIb30BaHNE aHTIIMICKOTO SI3bIKa B PO eCCHOHATbHOU cdepe;
— pa3BUTHE CIIOCOOHOCTH MOHUMAThH U TIOPOKIATh MHOS3BIYHBIN TUCKYPC C YIETOM OM3HEC-ITHKH;
— CTUMYJIMPOBAHHE CaMOCTOSATEIBHON NEATEILHOCTH C IEIbI0 PACIIUPUTh COOCTBEHHYIO KApTHUHY
MUpa;

— Pa3BUTHUC YMCHUSA OPUCHTUPOBATLCA B MEJIUIHBIX UCTOYHHKAX I/IH(I)OpMaI_[I/II/I;



— pa3BuUTHE CHOCOOHOCTH IUIAHMPOBAaTh LENH, XOJI M pPe3ylbTaThl 00pa3oBaTelbHON U
HCCJIeIOBATEIbCKOM eI TEIbHOCTH;
— pa3BUTHE CITOCOOHOCTH M30€KaTh HEJIOMOHUMAHUS, IMPEOI0JIETh KOMMYHUKATUBHBIN Oaphep 3a cuer

HCII0JIB30BaHUA U3BECTHBIX PEUYCBLIX U METAA3BIKOBLIX CPCACTB.

1.3. MecTo THCHMILINHBI B CTPYKTYpe 00pa30BaTeIbHON MPOrpaMMbl
Juctunmaa «VHOCTpaHHBIA s3bIK B TIpodeccMoHambHON cdepe» OoTHocuTes K bioky 1,
BapUaTUBHOW 4acTH, ()aKyJIbTaTUBHBIM JIMCHIUILIMHAM I10 HarpasjaeHuto moarotoBku 38.03.08. «®uHaHCH 1
KpeauT». M3ydeHne HWHOCTPAHHOTO s3bIKa B MPOQPECCHOHATBHONH cdepe B Marucrparype SBISETCS
COCTaBHOH YacThIO TOJTOTOBKU CIICIUAIMCTOB, KOTOPBIC JIOJDKHBI JIOCTHYh YPOBHS MPAKTUYECKOTO
BJIQ/ICHUS MHOCTPAHHBIM SI3IKOM, TTO3BOJIAIONIETO UM pellaTh pa3iMyHbIe BOMPOCH! JIE€JIOBOIO XapakTepa B
npodecCHOoHaNbHOM U HAYYHOU JeSTeIbHOCTH.
[To okoHyanmm Kypca OOy4YeHHS MarucTpbl JOJDKHBI BJIQJIETh JICKCMYECKOW, TpaMMaTHUYECKOH U
CTHJINCTUYCCKOW HOpPMaMH WHOCTPAHHOTO S3bIKAa B TIpEIeNiax MPOTPAMMHBIX TPEOOBAHWA W TPABHILHO
UCIIONIb30BaTh UX MPH PELICHHH BOMPOCOB AECNOBOM KOMMYHUKAIMH B (OpME YCTHOIO M MUCHBMEHHOTO

o011eHus.

1.4. IlepeveHb INIAHMPYEMBbIX pe3yJIbTAaTOB 00yuenus no gucuuminne ®T/.B.01
«MHOCTpaHHBIH S3BIK B NPO(ecCHOHAILHOI cepe», COOTHECEHHBIX € IJIAHUPYEMbIMHU pPe3yibTATAMH
0CBOeHNs1 00pa30BaTeJIbHOI MPOrpaMMbl

N3ydenue nanHoOM y4eOHOM AMCUIUITIIMHBI HAIIpaBJIeHO HAa (OPMUPOBAHKE Y OOYUAOIIUXCSl CIETYIOIINX

komnerennmii: OIIK-1, TTK-21.

1200 (S B pesynbrare nzyueHus: yaeOHON AMCHUIIIMHBI
Ne KC Conepxanue o0yyJaroImuecst ToJHKHBI
ILIT | KOMIE | KOMIIETEHIHH
TeHIM | (WM e€ yacTH) 3HaTh yMeThb BJIaJIeTh
"
1. | OIIK- | 'oTOBHOCTBIO K - HOPMBI — MOHUMATh — JIEKCUYECKUM
1 KOMMYHHKAIIMH B | TIPOM3HOMICHUS, | YCTHYIO MHUHHUMYMOM B
YCTHOW U YTEHUS; (MOHOJIOTHYECKYIO0 | 0ObeMe He MeHee 3
IIACbMEHHOU - OCHOBHBIE u auanorudeckyro) | 000 eaunwmIl, U3 HUX
dbopmax Ha 0COOCHHOCTHU peyb Ha TEMBI 1500 —
PYCCKOM U oduIMaIbHO- npoeccnoHaNbHOT | MPOAYKTUBHO
MHOCTPAaHHBIX JIEJI0BOTO 0 U J€JI0BOTO o0riero u
A3BIKaX JJIs CTHJISA, OM3HEC - | OOIIEeHHUS; TEPMHUHOJIOTMYECKOT
peleHus 3aaa4 9THKH, IPaBUa | — BECTH JUAJIOT- 0 XapakxTepa;
MpOoECCHOHANIBH | PEYEBOTO Oecemy oO1ero u — TpaMMaTHYE€CKUMU
O IEATEIIBHOCTH | DTUKETA; po(eCCUOHATIBHOT | CTPYKTYpaMH,
2. | IIK- CnocoOHOCTHIO — OCHOBHBIE 0 XapakTepa, HEOOXOUMBIMH JIJIsI
21 BBISBIIATH U MIPUEMBI co0uro1ast mpaBmiia | YCTHOM U
IPOBOJTUTH AHHOTHPOBAHUS | PEYEBOTO ATUKETA; | MUCBbMEHHOU (hopm
UCCIIEJOBaHNE , - IOHUMATh o01IeHus;
AKTyaJIbHBIX pedepupoBaHusi | COOOIIECHHS - BCEMH BUJIAMH




Nune

B pesynbprare nuzydeHus: yueOHON AUCIUTUTMHBI

Ne KC Conepxanue 00yYaromuecst TOJHKHEBI
IL.I | KOMIE | KOMIIETeHLUU
TeHIM | (u1M e€ 4acTu) 3HATH yMeThb BJIA/IETh
u

HaY4HBIX U TiepeBoja po(ECCUOHATIBHOT | YTCHHS

npobiieM B JTUTEpaTypsl O | O XapakTepa (B OpPUTHHAIILHOM

o0mactu CHEUUATBHOCTA | MOHOJIOTUYECKOMH JUTEPATYPHI:

(hUHAHCOB U dhopme u B X071 a)

Kpenura Janora), 03HAKOMUTEIbHBIM
OTHOCSIIIETOCS K YTEHHUEM;
cdepe u 0) U3yvaromum
CUTYaIUsIM YTEHHEM, B TOM
JIeTI0OBOTO YHCIIe TUTEPATyphI
oOLIeHMS; 0 CIEUATBHOCTH
- y4acTBOBAaTh B (0630poB,
nuanore (Oecene), | TEXHUYECKOU
BBIPAXKATh JIOKyMEHTAIUH,
orpezeNeHHbIe OTHCaHue
KOMMYHHKATHUBHBIC | 3KCTICPUMEHTOB,
HaMepeHus (3arpoc | crpaBOYHbIE

/ coobienne
nHpopManuu,
BBISICHCHHE MHCHUS
cobecenHUKa,
BBIPQKCHHE
COOCTBEHHOTO
MHEHHUS TI0 TTIOBOTY
MOJIyYEHHOMN
nHpopmanuu,
BBIpQKEHHE
onoopenus /
HEZIOBOJIbCTBA,
YKJIOHCHHUS OT
OTBETA)

10coOusl, Hay4HbIe
CTaThH) U JEJIOBOM
KOPPECHOHICHIIUH;
- OCHOBHBIMHU
HaBbIKaMHU IIHNCbMaA,
HEOOXOIUMBIMH IS
BEJICHUS JICIIOBOI
HEepenuCKH,
COCTaBIICHUS
pe3oMe, OTYETOB

2. CTpyKTypa M coJepiKaHue THCHUINIHHBI
2.1 Pacnpenesienre TPyA0EéMKOCTH AUCUMIIMHBI IO BUAaM padoT

OO0mmas TpyI0eMKOCTh JUCIUTUTHHBI COCTaBIISCT 2

BuUaaMm pa60T IMPpEaACTaBJICHO B Ta6J'II/II_IC.

3a4eTHBIC SJMHMIIBI /2 Yaca, UX pacIipeieiiCHHe 1o

Bun yue6HO# paboThI Bcero CemecTpbl
4acoB 5
KonrtakTHas paGoTa, B TOM 4ncJe:
AyauTOpHBIE 3aHATHS (BCEro) 24 24
3aHsATHUS JEKIMOHHOTO THITA
JlaGopaTopHbIe 3aHATH 24 24




3aHATUS CEMUHAPCKOrO TUIA (CEMHUHAPBI,
IIPAKTUYECKHE 3aHSTHSI)

HWNuas koHTaKkTHas padora:

Kontposs camocrositensHoi paboTsl (KCP)

ITpomexxyrounas arrecranus (MKP) 0,2 0,2
CamocrosiTeJibHasi paboTa, B TOM YHCJIe: 47,8 47,8
Kypcosast pabota
[IpopaboTka yueOHOTO (TEOPETHUECKOT0) MaTepuaa 14 14
BrinonHenue WHIMBUYyaTbHBIX 33daHU (TIOITOTOBKA 20 20
COOOIIECHUH, TPEe3EHTAIUI )
[TonroToBka K TEKynemMy KOHTPOJIO 13,8 13,8
KonTpoJn:
[ToaroroBka k 3auery
O01as Tpy10eMKOCTh yac 72

B TOM YHCJIe KOHTAKTHasi padora 24,2 24,2

3a4. eJl. 2 2

2.2 CTpyKTypa AUCHUIJIMHBI:

Pacripeneneane BuI0B yaeOHOM paOOThI M UX TPYJOEMKOCTH IO pa3jiesiaM JUCIHILTAHBL.
Pa3nensl (TeMbl) TUCIUILIMHEI, U3y4aeMble B / ceMecTpe (0112 cmyoenmog ODO)

No KonnuecTBo yacos
N AynuTtopHas CamocrosiTenbHas
pa3n| HaumenoBanue pas3znenos (Tem)
ol Bcero pabota pabora
JI 113 JIP
1 2 3 4 5 6 7
1. |Organisation 6 2 4
2. |Human Resources 6 2 4
3. [Travel 6 2 4
4. |Brands 6 2 4
5. |Change 6 2 4
6. |Advertising 8 2 6
7. |Leadership 8 2 6
8. |Cultures 8 2 6
9. |International Markets 10 4 6
10. |Competition 7,8 4 3,8
3auem 0,2
Hmoeo no oucyuniune: 72 24
2.3. Conep:xanue pa3aeoB (TeM) THCHUTIHHBI:
2.3.1 3aHATHA JEKUMOHHOTO THIIA
3aHATHs TEKIMOHHOTO TUIA — HE MPEAYCMOTPEHBI.
2.3.2 3aHATHA CEMHMHAPCKOI0 THUIIA
3aHATUSA CEMHHAPCKOTO THUIIA — HE IPELYCMOTPEHBI.
2.3.3 JIaGopaTopHbIe 3aHATHS
Ne Hamvenoanme HaumenoBanne nabopatopHbIx padboT opwma Teky1uero
paznena (Tema) KOHTPOJIS
1 2 3 4




Organisation

Speaking: Talk about status within an
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.

OpoHTaNBHBII OMpPOC,
MPOBEPKA JTOMAIITHETO
3aJIaHMsl, CIIOBAPHBIN
JIMKTAHT, HAIIMCAHUE
€co001IEeHMS.

Human Resources

Speaking: Talk about job interviews. VVocabulary:
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.

OpoHTaNIBHBINA OMPOC,
IIPOBEPKA JOMAIIHETO
3aJlaHusl, CIIOBapHbII
JUKTAHT, HalMCAaHUE
cOO0O0ILIeHus, TIPOBEPKa
MUCHMEHHBIX padoT.

Travel Speaking: Talk about your travel experiences. ®dpoHTaANBHBINA OIPOC,
Vocabulary: British and American travel words.  [mpoBepka gomariHero
Grammar: Talking about the future. 3aJ]aHusl, CIIOBAPHBII
Reading: What business travelers want. Listening: |aukraHT.
An interview with a sales director of a hotel chain.
Skills: Telephoning: making arrangements.

Brands Speaking: Talk about your favourite brands. ®dpoHTaANBHBINA OIIPOC,
Vocabulary: Brand management. IPOBEPKa JJOMAIITHETO
Grammar: Present Simple and Present Continuous. |3aganus, cI0BapHBbIi
Listening: An interview with a brand manager. JIIKTAHT.
Reading: Building luxury brands.
Skills: Taking part in meetings.

Change Speaking: Discuss attitudes to change in general |®ponTansHbIi ompocC,
and at work. pOBEPKa JOMAIITHETO
Vocabulary: Words for describing change. 3aJlaHusl, CIIOBAPHBIN
Grammar: Past Simple and Present Perfect. JTUKTAHT.
Reading: Mercedes, shining star.
Skills: Managing meetings.

Advertising Speaking: Discuss authentic advertisements. ®poHTaIBHBINA OTpOC,
Vocabulary: Words and expressions for talking  [mpoBepka gomarisero
about advertising. 3aJ]aHusl, CIIOBAPHBIN
Grammar: Articles. JKTAHT, TIPOBEPKa
Reading: A new kind of campaign. Listening: An |muCbMeHHBIX paboT.
interview with a marketing communications
executive.

Skills: Starting and structuring a presentation.
Writing: letter.
Leadership Speaking: Discuss the qualities of good leadership.|®@ponTansHbiii omnpoc,

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.

IIPOBEPKa JOMAIIHETO
3aJlaHus, IPOBEPKA
MMCBbMEHHBIX padoT.




Writing: e-mail.

8. Cultures Speaking: Discuss the importance of cultural ®dpoHTaIBHBINA OIPOC,
awareness in business. POBEPKa JOMAIITHETO
Vocabulary: Idioms for talking about business 3aJ]aHusl, HAIMCAHKE
relationships. COOOIICHUS.
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.
9. International Speaking: Discuss the development of ®dpoHTaNIBHBINA OIPOC,
Markets international markets. IIPOBEPKA JOMAIITHETO
Vocabulary: Expressions for talking about free 3aJIaHusl, CIIOBAPHBIN
trade. JINKTAHT.
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 are. |®poHTalbHbBIH OIpPOC,
Vocabulary: Idioms from sport to describe IPOBEPKa JJOMAIITHET0
competition. 3aJ]aHHUS.

Grammar: Passives.
Listening: An interview with a manager from the
competition Commission.
Reading: Head to head competition.
Skills: Negotiating.
11. 3auer

2.3.4 IIpumepHasi TeMATHKA KyPCOBBIX padoT (MPOEeKTOB)

KypcoBble paboTsl — HE IPEeyCMOTPEHBI.
2.4 llepeyeHnb y4eOHO-METOANYECKOT0 00ecTeYeHUs JJI1 CAMOCTOAITEIbHON PadoThl 00y4aroIuxcs 1Mo
AMCUMILINHE «/[eJI0BOM HHOCTPAHHBIH SA3BIK»

[TepedyeHn yueOHO-METOIUYECKOTO 00€CTI€UeHUS TUCIUTIITUHBI 110

Haumenosanue N
Ne BBITIOJTHEHUIO CAMOCTOSTEIHHOU PabOThI
paszena (Tembl)
1 2 3
1 Organisation 1. Meronuyeckue yka3zaHUs [0 OPTaHHU3AIMH CAMOCTOSITEIBHOW pabOThI O

mucturuHe  «MHOCTpaHHBIN sI3bIK B MpodecCuoHaIbHOU  cepey,
yTBEp)KJCHHbIe KadeApoil aHIIMICKOro si3blka B IMPO(decCHOHATbHON
chepe, mpotokost Ne 10 ot 02 urons 2017T.

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.
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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 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.
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Competition

1. Market Leader Intermediate. 3rd Edition: Business English Course
Book// David Cotton, David Falvey, Simon Kent. - [Harlow, Essex (U.K.)]:
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[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-METOIMYEeCKHe MaTepHuajbl s CaMOCTOSTEIbHONH paboThl OO0YyYalomuXcs W3 YHCIa
MHBAJIHUIOB W JIMI C OTPAaHMYCHHBIMH BO3MOXHOCTSMH 310poBbsi (OB3) mpenocrasmisrorcss B opmax,
alalTHPOBAHHBIX K OTPAaHMYCHUSAM HX 3/I0POBBS U BOCIIPUATHS HH(POpMaNu:

JUist T ¢ HApyIICHUSIMH 3PEHHSL:

—B MEYaTHOM (popMe yBeTHMUEHHBIM MpU(TOM,

— B (hopMe DIEKTPOHHOTO JIOKYMEHTA,

— B (hopme aynuodaiina;

JIist AL ¢ HapyIeHUsMU CIIyXa:

— B mieyaTHoOU hopme,

— B (hopMe 2IEKTPOHHOTO TOKYMEHTA.

JInst L ¢ HapyHIISHUSIMH OTTIOPHO-/IBUTATEIILHOTO arIapara:

— B IIeYaTHOM (opme,

— B (popMe 2IIEKTPOHHOTO TOKYMEHTA,

— B popMme ayauodaiina.

4. Oo6pa3oBaTe/ibHbIe TEXHOJIOTHHU

Crneun¢uka AUCHMIUIMHBI TIpEIyCMAaTPUBAaeT WCKIIOUMATENBHO TpaKTHYeCKue 3aHsATus. [lpu
OCBOCHHMH JIHCIHUIUTUHBI HCIONB3YIOTCS 00pa3oBaTeIbHBIE TEXHOJIOTHH, MPEINOIarafoliie aKTUBHBIC H
WHTEPaKTHBHBIE (OPMBI IPOBEICHUS 3aHATHIA, 2 UMEHHO: POJIeBasi UTPa, MPE3EHTAINsI, MO3TOBOH IITYpM Ha
HayalbHOHM CTaJuM BBEJCHHS TEMBI, ICJIOBAsl UIPa HA 3aKIIOYUTENFHBIX CTYIICHSX OCBOCHUS THCLUILIHHEI,
nuckyccus, pabora ¢ IHTepHeT nctouHukamu, pepepupoBanue crareit, padora ¢ DVD-ROM k yueOHoMy
komiuiekcy “Market Leader Intermediate. 3rd Edition: Business English Course Book”. Jlns opranuzanumn
CaMOCTOSTENIFHON PabOTHI MpeiaraeTcsl akTHBHO HMCIOJb30BaTh 3amanus u3 Market Leader Intermediate.
3rd Edition: Teacher’s Resource Book, pabory ¢ wucrounmkamu B VIHTepHETEe Ui MOATOTOBKU
pedepatuBHbIX 3amaHuid. [l JUI] C OrpaHMYEHHBIMM BO3MOXKHOCTSIMH 370POBbS IPEIYCMOTpEHA

OpraHu3aIMsl KOHCYJIbTAIMN C UCTIOJIb30BAHUEM AJIEKTPOHHOM MOYTHI.

5. OueHoYHbIe cpecTBa IS TEKYLIEro KOHTPOJISI yCIIeBaeMOCTH U MIPOMEKYTOYHOM aTTecTaluu
4.1 ®oHJ OLEHOYHBIX CPeICTB A5 NPOBeIeHUs TeKylIel aTTecTauuu

Texymuii KOHTPOJIb OCYIIECTBISETCS B XOJ€ Yy4eOHOro mpolecca Ha J1a00paTOPHO-TPAKTHUECKUX

3aHATUAX, TAC OHCHHUBAKOTCA  OTBCTHI CTYIACHTOB, KaiYC€CTBO  BBIIIOJHCHHA  JOMAIIHHUX pa60T,
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UHIUBUAYAIbHBIX 3amaHuil. OH peanusyercs B ¢opme (POHTAIBHOrO ompoca/0ecenbl, MPOBEPKU
BHCAYAUTOPHOT'O YTCHU A, IMCbMCHHBIX pa60T, AUCKYCCHUHU.
TeMbl quCKyCCHit
no qucuunianne « MHoCcTpaHHBbIH A3BIK B MpodeccuoHAIBLHOM cheper
Pasne.n 1 «Oprann3aunﬂ: OCHOBHBIC XaPaAKTEPUCTUKHU U THUIIBI KOMITAaHHU»

Tema muckyccun: oOCyIUTh B TPYIIE OCHOBHBIC BHJIBI OpraHW3alliu OW3HECa, WX XapaKTepHBIC

YCPTHI, IPEUMYIIECTBA U HCJOCTATKH. Cneﬂy}omne BOIIPOCHI IIOMOT'YT BBICTPOUTDB X0/ ,Z[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 «Pabora»

Tema AUCKYCCHU: NAaTb paSBepHyTbIﬁ OTBCT HA BOIIPOCHI: «Kakne (I)aKTOpBI SABJIAOTCA pCIIArONINMHA
npu npueme Ha pabotTy?», «Kakue QaxToppl HE YUHTHIBAIOTCS NpPU TPYAOYCTpoicTBe?». A Takke
BBICKA3aTh CBOC MHCHUEC OTHOCUTCIIBHO CIICAYIOIIUX yTBep)KHGHHﬁI
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. It’s best to work for as few organisations as possible.

5. Everybody should retire at 50.

Paznea 3 «IlyremecrBue»

Tema AUCKYCCHU! 06cy,I[I/ITB B TPYIIIC OCHOBHBIC BOIIPOCHI, CBSA3dHHBIC C aBHUAIICPCBO3KAMU H
PasSMEIICHUEM B TOCTUHHIIAX, PACCMOTPETh MPEUMYIIECTBA U HEAOCTATKU JACIICBLIX U JOPOTrUX aBUAJINHUH.
Crenyroniye BOIpOChl MIOMOTYT BBICTPOUTH XOJ TUCKYCCHH:

1. How often do you travel by air? Rail? Road and sea?

2. Do you enjoy travelling? What don’t you enjoy about it?
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3. Which is more important to you when you travel: comfort, safety, price, reliability, speed? Justify

your point of view.

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

Pa3nen 4 «®opmMupoBaHHe TOProBOro opeHaa»
Tema JUCKYCCHUU! O6CYI[I/ITB B Ipynic€ OCHOBHBIC BOIIPOCHI CO3JaHUA, IMOAACPKaHHWA, 3alIUThl U
IMPOJABUIKCHHA 6peH,Z[0B. CJ'ICIIYI-OH_[I/IG BOIIPOCHI ITIOMOTI'YT BBICTPOUTDL XOJ JUCKYCCHUU:
1. Do you prefer branded goods to unbranded goods? Why/ Why not?
2. Can you name any international or domestic brands you prefer? What image and qualities does each one
have?
3. How loyal are you to the brands you’ve named? Why do people buy brands?
4. Why do you think some people dislike brands?
5. How can companies create brand loyalty?
6. Can you give any example of successful or unsuccessful brand-stretching?
7. Think of a cheap or expensive idea for a product launch?
Paznen 5 «M3MeHeHUs»
Tema auckyccuu: 0OCYIUTH B TPYIIIE OTHOIICHUE CTYICHTOB K TIepeMeHaM B paboTe U WX KU3HU, B
06H_IGM. B X04€ NUCKYCCHUHU CTYACHTHI OTBCUAIOT HA CICAYIOIINUEC BOIIPOCHI:
1. Which of these situations would you find most difficult to deal with?
a) Moving house
b) Driving abroad
c) Losing a pet
d) A new boss
e) Moving to another country
f) Changing your job
g) Getting married (again!)
h) New neighbours
2. Which of these business situations would worry you most? Why?
a) You find out that your company will be merging with another company.
b) You keep your job after a merger, but you are in a less powerful position.
¢) 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.
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f)
9)
h)
i)
)

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.

Pa3zgen 6 «Pexkjiama»

Tema JAUCKYCCHUM: O6CYI[I/ITB B I'pYIIIIE€ pOJIb PEKIaMbl B )KU3HU O6H_IeCTBa, BU/bI PCKIIaMBbI, CII0COOBI

PEKIIaMHUPOBAHU TOBapa, a TaKXE pa3o6paTL KOHKPETHBIC PEKIIAMHBIC 00BABICHUS (I/IX CHJIbHEIE U Cl1a0bIe

cTopoHbl). Clieryroniyue BOIPOChl IOMOTYT BBICTPOUTH XOJ IMCKYCCHH:

1.
2.

What makes a good TV advertisement?

Do you think that these advertising practices are acceptable? Are any other types of advertisement

offensive?

a)
b)
c)
d)
€)
f)
9)

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

Which of the following statements do you agree with?

a)
b)

c)

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

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

Paszpnen 7 «JInpepcrBo»

Tema JAUCKYCCHH: O6CYI[I/ITB B TPYIIIC OCHOBHBIC KAa4Y€CTBa XOPOLIICTO PYKOBOAMUTECIIA, IMPHUBCCTHU

IMPUMCEPLI BBIAAKOIIUXCA JUACPOB B HUCTOPHUH, BBIACHUTH, CCTb JIM TCHACPHBLIC pa3jiniusa B CTUIAX

PYKOBOACTBA. Cﬂez[y}onme BOIIPOCHI TOMOT'YT BBICTPOUTDH XOJ JUCKYCCHU:

1.

2
3
4.
5

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.

Avre 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?
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6.

What is the difference between a manager and a leader?

Pa3nes 8 «bu3Hec KyJbTypbl B pa3HbIX CTPaAHAX»

Tema JAUCKYCCUU: O6CYI[I/ITB B I'pYIIIE, YTO TAaKO€ ousHec KYJIbTYypa U KaKOBBbI CXOZICTBA U pa3JIMYUA

ousHec KYJbTYpP B Pa3HbIX CTpaHaXx. Z[I/ICKYCCI/IH BBICTPAaWBACTCA C IIOMOIIBIO CICAYIOIIUX 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

Paznen 9 «MexayHapoaHbIe pbIHKH»

Tema nuckyccun: 06CYAUTH B IPyIIE KaK pPa3BUBAIOTCS HA CETOJHSIIHUMN 1I€Hb MEXIyHapOIHbIE

PBIHKH ¥ KaK OHH BJIMSIOT Ha HAIy )KU3Hb, HAIIY OPTaHU3alMIO U Hally cTpany. Creayromnme BOPOCk

IMOMOT'YT BBICTPOUTH XOJA AUCKYCCHUHU:

1.

o g H» D

How has the development of international markets affected:

a) Yyou as a consumer? b) your company/institution? c¢) your country?
How do you think international markets will develop in the future?

What is free trade?

To what extent do you have free trade in your country?

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

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

Pasznen 10 «KonkypeHuus»

Tema JAUCKYCCHUH: CTYACHTBI OTBCYAIOT HA PAJ BOIIPOCOB, YTOOBI INOHATH, Ha CKOJIBKO PAa3BUT B HUX

COpeBHOBATENbHBIN 1yX. Jlanee B X0/1e IUCKyCCUU 00CYKIAIOTCSI CIETYIOIINE BOIIPOCHL:

1.

Have you ever felt you were flogging a dead horse
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a) at work? b) in your private life?
2. Which companies are ahead of the game in your industry or the industry you would like to work in?
3. Can you give an example of a situation when someone

a) moved the goalposts?

b) you were in the driving seat? How did you feel?
4. Name some major players in the following industries: automotive, telecoms, computing, electronics, an

industry you know well.

TeMbl 1€J10BbIX UI'P
no aucuuniInte « MHOCTpaHHbIH A3BIK B IPO(ecCHOHAILHOM cphepe»
Pasue.ﬂ 1 «Oprannsaunﬂ: OCHOBHBIC XaPaAKTEPUCTUKH U THUIIBI KOMIIAaHHUH»

1. Tema HGHOBOﬁ HUI'PbI: «BCTpeqa PYKOBOJHUTCIIA KOMITAHUH C IIPCACTABUTCIISIMH KOJUICKTUBA.
2. KOHI_IeHLII/I}I HUI'pbL: OPCACTABUTCIIN KOJUICKTHUBA OPraHU30Balil BCTPEUYy C pa60T01[aTeneM, Ha KOTOpOfI
npeajaracTcsa O6CYI[I/ITI) BO3MOXHBIC BapHAHTLBI nNpeaoCTaBJICHUA  AOIOJHUTCIBHBIX JIBIOT TCEM
COTPYAHMKaM, KOTOpBIE IIOKA3aJIM HAWIy4llHe pe3yibTaTbl 3a ONPEICICHHBIM IEepUoj TPYAOBOU
ACATCIIBHOCTH.
3. Ponu:
- PYKOBOJHTECIIHL KOMIIAHUH,
- IPEACTAaBUTCIIN KOJIJICKTHUBA.

4. Oxxunaemsblii (€) pe3yabTar (bl): IPUHITHE COOTBETCTBYIOIIETO PEIICHUS TI0 KAKIOMY COTPYIHHKY.

WMHcTpyKIuu Ui MPOBEAEHUS POJIEBOM UIPBI HA aHTJINKACKOM 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;
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- 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.

Paszpnen 2 «PaGora»

1. Tema nenoBoil urpsl: «TenedoHHBI Pa3roBOp MEXIY COTPYAHHKOM OTHAEia KaJpoB YHUBEpMara u
CIELUATMCTOM KaJpOBOro areHTcTBa “Omnia”y.

2. KoHmenmus urpsl: COTPYAHHUK OTIEIa KaJpoB YHUBEpMAara 3BOHHT 110 TeICPOHY B KaJPOBOE areHTCTBO H
o0cCyXJaeT ycloBUs HaliMa Ha paboTy BpEMEHHBIX paOOTHUKOB.

3. Ponu:

- COTPYAHHUK OT/IeNIa KaJpOB YHHBEpMara;

- CHEMAIMCTOM KaJpoBOro areHTcTea “Omnia”.

4. Oxxunaemblii (€) pe3ynbTaT (bl): yTOUHEHHUE JeTaleil KOHTpakTa pabOTHUKOB, IPUHUMAEMbIX Ha paboTy B

YHUBCpPMaAr.

WMHcTpyKIuu Ui MPOBEAEHUS POJIEBOM UIPBI HA aHIJIMKACKOM 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.
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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.

Pa3znen 4 «®opMupoBaHue TOProBOro OPeHIa»

1. Tema nmenoBoit urpel: «IleperoBopbl MEXIy HCIOJHUTEIBHBIM IUPEKTOPOM OaHKa M PYKOBOIHMTEIEM
OTJIeJIa PO3HUYHOTO OAHKOBCKOTO 0OCTYKUBAHUS.

2. KoHmenmuusi Wrpel: HCHOJHHUTENBHBIA JUPEKTOp OaHKa W PYKOBOAMTENh  OTAENA PO3HUYHOTO
0aHKOBCKOTO OOCITY)KHUBaHHsI OOCYXITAIOT BO3MOXHOCTh 3aKPBITHS YOBITOYHBIX (DUIMATIOB C IENbBIO
COKpAIIIEHUS 3aTpaT U UHBECTUPOBAHHS B JIPYTHE CHEPHI.

3. Ponu:

- TJIaBHBIN UCTIOJHUTEIBHBIN TUPEKTOP OaHKa;

- PYKOBOAMTENb OTAeNa POZHUYHOTO OAaHKOBCKOTO OOCITYKUBAHHUS.

4. OxunaeMblil (€) pe3ynbTaT (bl): JOCTHKEHHE KOHKPETHBIX PELICHUH MO BONIPOCY COKpAILEHUs 3aTparT.

WMHCcTpyKIuu Uil MPOBEAEHUS POJIEBOM UIPHI HA aHTJINKACKOM 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
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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.

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

Paznen 10 «Konkypenuusi»

1. Tema nenoBoii urpsl: «lleperoBopsl Mexay BIAAENbLEM PO3HHUYHOIO Mara3uMHa M NPEICTaBUTEIEM
KOMITAaHHHU-TIPOU3BOTUTEIIS IAMITYHS JJIs1 )KeHIIHH “Sheen’».

2. KoHuenmus wurpel: Biajelel]l PO3HUYHOIO Mara3uHa W NPEICTaBUTENb KOMIIAHUU-TIPOM3BOAUTENSL
maMIyHs JJIs JKeHITUH “Sheen” 006Cy)Aar0T BO3MOKHOCTh OCYIIECTBIICHUS MTOCTABOK JAHHOTO MIAMITYHS B
MarasuH Ha BBITOAHBIX JUIsl 0O0UX CTOPOH YCJIOBHUSX.

3. Ponu:

- BJIaJieJIel] PO3HUYHOI'O Mara3uHa,

- [Ipe/ICTaBUTENb KOMITAHUU-TIPOU3BOIUTENS IIAMITYHS JUIsl sKeHUTNH “Sheen”.
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4. Oxxuniaemslii (€) pe3ysbTar (bl): JOCTUKEHNE KOHKPETHBIX PELIEHUI 110 BONIPOCaM IOCTAaBOK LIAMIIyHS B

MarasmvH.

WMHCcTpyKIuu U1t MPOBEAEHUS POJIEBOM UIPHI HA AHIJIMKACKOM 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 aucuuniube «MHOCTpaHHBbIN A3BIK B IPO(peCCHOHAIBLHOM chepe»
Paznen 2 «Padora»
Keiic Ha Temy: «Bb10op kaHAKnaTa Ha MOCT YIPABISAIOUIETO CETH (pUTHEC KIyOoB B bpasumum.
IIpouenypa pemeHus Kemcos:
ITepBriii 3Tan — 3HAKOMCTBO C CUTYaIIUEN.
Btopoit sTan — BbIIENEHHE OCHOBHOM MpoOJeMbl, (aKTOPOB M TMEPCOHAINM, KOTOPHIE MOTYT pPeajbHO
BO3JIEHCTBOBATh Ha CUTYALUIO.
Tperuii 3Taln — IpeanoKeHUe KOHLEIIIUN WIK TEM Ul «MO3TOBOTO IITYpMa.
UYeTBepThlii 3TAIl — AHAJIA3 MOCIEACTBUN IPUHATUS TOTO WM HHOTO PELICHUS.
[TaThIit STan — perieHue Kelca — MpeyIoKEeHNEe OJHOIO MIIM HECKOJIIBKUX BapHaHTOB (IIOCIIEI0BATEIbHOCTH
JecTBUI), yKa3aHHE Ha BO3MOXHOE BO3HUKHOBEHHE MpOOJeM, MEXaHH3Mbl WX MPEJOTBpALICHUS H

peleHusl.
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Cumyayus: AMepukaHckas ceTh GpuTHeC KiryooB “Fast Fitness” permia pacimpsts CBOO cepy BIHSHUS B
HOxHOU Amepuke U OTKPBITh IIECTh HOBBIX KIyOOB B bpaswimu. OnHako JaHHBIE KIIYObl HE MOJB3YIOTCS
OospmM ycriexoM y xureneil r. Can-Ilayny u kommanust TeprnuT yObITKH. UsieHBI TpaBiieHUsT KOMITAHUH
IPOBOJAT 3aceaHue, Ha KOTOPOM MPEAIararoTcsi K paCCMOTPEHUIO PE3I0ME YEeThIPEX OCHOBHBIX KaHIUIATOB
Ha MOCT HOBOT'O YIPABISIONIETO ceTu (GuTHeC Ki1yOoB B bpasunuun. O6cynnuTe CHIIbHBIE U C1a0ble CTOPOHBI
KaXJI0T0 KaHAWJaTa U MPUMUTE OKOHYATEIbHOE pelleHUe, KOro HaHATh Ha pabory. Hanmumure mucbMo c

MPEJIOKEHUEM O TPYI0YCTPOMCTBE BHIOPAHHOMY KaHIMAATY.

NHcTpykuuny Ui IpoOBeIeHNs KENca Ha aHITINKACKOM S3bIKE

You are directors of Fast Fitness.

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

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

on who should get the job.

Write a letter offering employment to the successful candidate.

TunoBbie KOHTPOJIbHBIC 3aJaHUA IO TUCHUIIJINHE

«HHOCTpaHHBIH A3BIK B IPO(deccHoHaILHO cepe»

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

C) They are losing money.

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

C) It’s always been very difficult.
3 What does Ms Chavez say is the main source of income for newspapers?
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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.
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 | go to head office.
18 We (are being / are) very busy these days.
READING

a) Sales
b) Marketing services

C) Advertising

Read the article about brands.

Brands through people
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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, 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.

24



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

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

a) Satisfaction surveys b) Sales figures c) Perceptions

28 Mortgage customers’ experience with staff is influence on their decision to buy.
a) not considered a big b) almost never an c) the most important

29 It is important to ask customers’ feelings
a) at the right time b) before they become angry  ¢) about advertising

30 Brand advertising and communication often focuses on

a) customer satisfaction b) staff «¢) products and fees
SKILLS
A Complete the conversation with the words in the box.
see  feel getdown hang on need talk about don’t think don’t offer
Jan  OK, let’s 31 to business. The aims of this meeting are to 32 the

training budget for this year, and to —

Pat  In my opinion, we 33 to work on team building. | 34 that we —
Jan  Could you just 35 a moment, please? The other purpose of this meeting is to agree
the new seating arrangement. OK, now, how do you 36 about training, Pat?

Pat  Sales could be better. I don’t think our sales staff understand the product. Why 37

we plan a product training day soon?

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.

25



€)

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.
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 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
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a) check b) cost ¢) bill

60 A market is customers of a similar age, income or social group.
a) share Db) 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
TeMbl co00IEeHN I

no qucuuniaude « AHocTpaHHblil A3bIK B IpodeccuoHaIbLHOM cdepe»

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/1 OLIEHOYHBIX CPE/ICTB VI MPOBEeHHsI MPOMEKYTOUHOM aTTecTAIUN
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3aueT npeaycMaTpHUBaeT MIPOBEPKY KauecTBa 3HAHUN U c(OPMUPOBAHHOCTH YMEHH B 00JIaCTH:
a) YTeHUs (M3Yy4aroUIero U 03HAKOMHUTEIBHOT0) CIEIMAIBLHOIO TEKCTa HA MHOCTPAHHOM SI3BIKE;
0) YCTHO-PEUYEBOTO BHICKA3bIBAHUS:
— MOHOJIOTMYECKOTO XapaKTepa — MOATrOTOBIEHHAs pedb (COOO0IIeHrEe IO TPOYUTAHHOMY B (popme pestome);
— IUAJIOTMYECKOT0 XapaKTepa — HEeMOAr0TOBJICHHAs peyb (becena ¢ SK3aMEeHATOPOM Ha OJIHY M3 M3yYEHHBIX
TEM).
KpOMe TOro, OLCHUBACTCA CTCIICHL YCBOCHHS JICKCUKO-TPAMMATHUUYCCKUX CTPYKTYP U YMCHUC COCTABUTH
JACJIOBOC ITMCHbMO Ha AHTIINHCKOM SI3BIKE B COOTBETCTBHH C HOpMaMHM U3y4a€MOr'o A3bIKa.
TpeOoBaHus K 3a4éTy
1. IMucemennas 3au€tHas paborta. CocTaBUTh aHHOTALMM HAa PYCCKOM M aHIJIMHCKOM SI3bIKaX K TEKCTaM
BHeayuTopHOro ureHus. O0BEM TekcToB — 10 000—15 000 meyaTHBIX 3HAKOB.
2. Tect o mpoHIEHHOMY JIEKCUKO-TPAaMMaTUYECKOMY MaTepHay.
3. AynupoBaHue (ABYKpaTHO TMPOCIHYIIATh AyTEHTUYHBIH TEKCT MO OJHONW U3 MPOUJCHHBIX TEM,
c(hopMyIIMpOBATh INIABHYIO UCI0, KPATKO MEpeaTh OCHOBHOE COJIEpP:KaHUE TEKCTA).
4. CocTaBHTh JETOBOE MUCHMO HA AHTJIMHCKOM s13bIKe 00beMoM 10 600 3HAKOB, BeIpaXKaroliee yKa3aHHbIE
KOMMYHHKaTHBHbIE HAMEPEHUS U MPeJHA3HAYCHHOE KOHKPETHOMY ajjpecaTy (Bpems HanucaHus — 15 MuH).
Tembl /151 MOHOJIOTHYECKUX BbICKa3bIBaAHMI U Oecelbl HA 3aueTe:
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

© oo N oo g b~ w DN E

Cross cultural communication

. Presentations

N
= O

. Negotiations

[EEN
N

. Advertising and branding

[EEN
w

. Corporate ethics

[N
SN

. Qualities of leadership.
OHGHO'—IHHG cpeactBa A HMHBAIMAOB W JIMI C OIpaHUYCHHBIMH BO3MOXHOCTAMH 3J0POBbBA

BLI6I/IpaIOTC}I C YUCTOM UX MHIANUBUAYAJIbHBIX HCI/IXO(I)I/BI/I‘-ICCKI/IX 0COOEHHOCTEIA.
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— TpU HEOOXOOUMOCTH WHBAJIMJIAM M JUIAM C OrPAaHUYEHHBIMH BO3MOXXHOCTSMHU 3JI0OPOBbS
IIPEIOCTABIISAETCS JONOJHUTENBHOE BPEMs JUIsl IOATOTOBKHM OTBETA HA SK3aMEHE;

— IpU HPOBEAECHUH IPOLENYphl OLEHUBAHMUS pPE3YyJIbTaTOB OOYUYEHMs] HHBINWIOB M JIMIl C
OrPaHUYEHHBIMU BO3MOXKHOCTSIMHU 3/I0pOBBS IIPEyCMaTPUBACTCA HCIIOJIb30BAHUE TEXHUYECKUX CPEICTB,
HEOOXO/IMMBIX UM B CBSI3U C X WHAMBHUIYAIbHBIMA OCOOEHHOCTSIMH;

— NpU HEOOXOJMMOCTH Il OOYy4aroIuXcs C OrPAaHMYEHHBIMH BO3MOXKHOCTSMH 3I0POBbS U
UHBAJIUJOB IpOLEAYypa OLIEHUBAHUS pPE3Yy/IbTaTOB OOYYEHHUs IO AMCLUUIUIMHE MOXET IPOBOAUTHCS B
HECKOJIBKO JTAIoB.

[Iponienypa oOLEHUBaHHUA pe3yabTaToOB OOyYEHUS WHBAIMAOB W JIMIl C OTPAaHUYCHHBIMH
BO3MOXXHOCTSIMH 370POBBS 10 JUCHUILTHHE (MOJIYJII0) TMpeAyCMaTpUBAET MpelocTaBiIeHne nH(popManuu B
dopmax, ajanTHPOBAHHBIX K OTPAHUYECHUSAM HX 370POBbS M BOCIPUATHS HHPOPMALIUU:

Jist a1 ¢ HapyILeHUsIMH 3pEHMSL:

— B I€4aTHOW (hopMe YBEIMYCHHBIM HIPUPTOM,

— B (popMe 3JIEKTPOHHOTO IOKYMEHTA.

JUst a1 ¢ HapyLIEHUsIMU CITyXa!

— B IIeYaTHOM opme,

— B (popMe 3JIEKTPOHHOTO IOKYMEHTA.

JUig au1 ¢ HapyLIeHUsIMU OIIOPHO-JBUTaTEIbHOTO anmnapara:

— B mieyaTHoM opme,

— B (hopMe 3IEKTPOHHOTO JJOKYMEHTA.

5. IlepeyeHb OCHOBHOI1 M 10NIOJHUTEJIbHON y4eOHOH JIUTEPATYypPbl, HEO0X0AMMON AJI5l 0CBOCHUS
AucHUIIMHbI «THOCTpaHHBIH A3bIK B podeccnoHaNbHOM cdeper

5.1. OcHoBHasi JinTepaTypa:
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.

HJ'ISI OCBOCHUA JUCHUIIIIMHBI HHBAJIWAAMU U JIMIIaMH C OT'PaAaHUYCHHBIMU BO3MOKXHOCTAMH 3I0POBLA
HMCIOTCA U3JaHUA B SJICKTPOHHOM BHU/IC.

5.2. lonoHUTEILHAS JIUTEPATYypa:
1. Casenbena O. I'., Bomomuna K.C., Mosenko O. . Business English for Everyone. — Kpacuomap: 13a-8o

KyoI'Y, 2015. - 75 c.
2. Tomalin Berry. Key Business Skills. College English for Business. Oxford: Collins Cobuild, 2012. — 144

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

5.3. [lepuoguyeckue U3IaAHUS:
T"azeTHrI.

1. The Financial Times
2. The Times

3. The Guardian
Kypnasr:

1. Current Sociology
2. The Economist

3. Business and Society Review

S. Ilepeyenb pecypcoB HH(POPMALMOHHO-TEJIEKOMMYHUKALMOHHOM ceTH « AHTEepHETY,

H606X0]1HMI>IX AJIF OCBOCHUSA JUCHUIIJIHHBI

www.englishclub.com
www.businessenglishsite.com
www.businessenglishpod.com

www.videovocab.tv

1.

2.

3.

4.

5. www.tefl.net
6. www.better-english.com

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

9. www.correctenglish.ru

10. www.bbc.co.uk

11. breakingnewsenglish.com

7. MeTtoanueckne yKa3aHus 1Jis1 00y4aloMMXCsl M0 OCBOCHU IO TUCHHUILINHBI « MHOCTPaHHBIH

SI3bIK B IPodecCHOHATBHOM ceper

Jlist yCHemHoro OBIaJCHUS AUCHUIUIMHON «HOCTpaHHBIN S3BIK» CTYIEHT JOJKEH pEryIspHO
pabotath ¢ nuTeparypoil m MHTepHET—pecypcamu, yKa3aHHBIMH B pabodell mporpamMme, W BBHIIOTHATH
METOANYCCKHNEC PCKOMCHAAIMHU, COOTBETCTBYIOIIME Pa3JIMYHBIM BUIaM 33}13HI/II71.

OtpaboTka (HOHETHUYECKOTO MaTepuajia OCYIIECTBISIETCS C O00S3aTeNbHBIM  HCIOJIB30BAaHUEM

MpujIaracMaIx K qu6HOMy ITOCOOUIO ayauoMaTrepuaioB.

30


http://www.tefl.net/
http://www.better-english.com/
http://www.writing-business-letters.com/
http://www.britishcouncil.ru/
http://www.correctenglish.ru/
http://www.bbc.co.uk/

[Tpu paboTe ¢ rpaMMaTHYECKUMU SIBICHUSAMHU CTYJICHTaM HEOOXOAMMO MPOAHAIH3UPOBATh H3ydaecMoe
rpaMMaTHYECKOE SIBJICHUE U BBIIIOJHUTH YIIPaKHEHUS U3 yueOHOTo nocodus 1o padoueil TeTpaim.

B cnydae caMoCTOSATENBHOIO CO3[aHUSI HOBOrO (opMaTa MUCBMEHHOW pabOThI CTYAECHTHI JOJKHBI
CHayaja O3HAaKOMHUTHCS C OCOOCHHOCTSIMH JaHHOTO MHCbMEHHOIO >aHpa, BHIIOJHUTH IpeiaracMbie
yIpaKHEHHs] U JIMOIb 3aTE€M CO3/aBaTh aBTOPCKYIO paboOTy MO MpeajiaraeéMoMy B y4yeOHOM MOcOOMH Win
paboueii TeTpanu oOpasiry.

[Ipu paboTe ¢ HHOS3BIYHBIMM TEKCTaMHU HEOOXOIMMO BBIMUCHIBATH HOBBIE CJIOBA B OTIEIbHBIN
CJIOBaph, COCTABIISATh JUArPAMMBI U JIEKCUYECKHE KapThl CAMOCTOSTEIBHO U 10 00pa3ily, COCTaBUTh CIIHCOK
KJTIOYEBBIX BBIPAKEHUH, AaTh KPAaTKOE M3JI0KEHUE TEKCTA.

[Tpu nepeBojie TEKCTa MpeAIaraéM UCI0JIb30BATh CIEIYIOIIUNA alrOpUTM:

1 [TpounTaiiTe TEKCT C 1IETbI0 MTOHUMAHHUS €0 OCHOBHOTO COACPIKAHMSL.

2 Onpeznenute ero xaHp Wi GyHKINOHATIBHBIN CTUIIb.

3 Onpenenure BO3MOKHbBIE TPYIHOCTH [IEPEBOJIA.

4. Onpenenure eAMHUILIBI IEPEBO/IA.

5 BrimonHuTe 4epHOBOM TIEPEBO.

6 OctaBbTe NepeBo/] Ha HEKOTOPOE BpeMs € TeM, UTOOBI OTPEJaKTUPOBATh €ro IMO3/JHEE.

7. OtpenaktupyiTe MepeBoJ: yOenuTech B TOYHOCTH IIEPEBOAA U OTCYTCTBUHU OIEYATOK,
opdorpapuyeckux U rpaMMaTUYECKUX OIIHOOK.

B xone camoctosiTensHON paboThl MO TeMe, CTYAEHThI JOJDKHBI MPOYUTATh MaTepuall, yKa3aHHBIM B
PEKOMEH/I0BaHHOH JIMTEpaType U J1aTh KPAaTKOE M3J0KEHHE OCHOBHBIX WJEH TEKCTa Ha aHIVIMHCKOM S3bIKE,
YMEThH 33J1aTh HECKOJBKO (5 — 7) BONPOCOB HA aHTJIUHCKOM SI3BIKE.

B ocBoeHMM MUCHMIUIMHBI WHBAIMJAMH W JIMIAMH C OTPAaHUYEHHBIMH BO3MOYKHOCTSIMH 3JIOPOBBSI
OonbllIOE 3HAUCHHE HWMEET WHAWBUIyallbHas yueOHas pabora (KOHCYIbTAllMU) — JOMOIHHUTEIBHOE
pa3bsCHEHHe yueOHOro MaTepuaia.

WNuauBuyanbHble KOHCYJBTALMHM IO NPEAMETY SBJSIIOTCS BaXXHBIM (PAKTOPOM, CIIOCOOCTBYIOIIUM
WHIMBUIYyalIN3alliid OOyYeHHs] M YCTaHOBIICHHIO BOCIIMTATEIFHOTO KOHTAKTa MEXIY NpernojaBaTeieM U

06yanOHIHMC$I HWHBAJIUJAOM HJIK JIUIOM C OTpaHUYCHHBIMH BO3MOKHOCTAMU 310POBBA.

8. Ilepeyenb  HMH(POPMALNMOHHBIX  TEXHOJIOTHH, WCHOJAb3yeMbIX TMPH  OCYIIECTBJIEHHHU

00pa3oBaTe/ILHOIO MPoUecca N0 JUCUUILIHHE «/[eJI0BOH MHOCTPAHHBIN A3BIK)

8.1. ITepeyenb HEOOXO0AUMOI0 NPOrPAMMHOIO 00ecIIeYeHHU
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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.

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

DVD-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.

8.2 llepeyenb He0OXOAUMBIX HH(OPMANUOHHBIX CIIPABOYHBIX CHCTEM

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

www.lingvo-online.ru

o M D

Howjsay.org

9. MaTepI/IaJIbHO-TeXHI/I‘leCKaH 6333, HeoO0XoauMas 1J1s OCYIIECTBJICHUA 06p330B3TeJ'lI)HOFO

nmpouecca 1mo TMCumMIlInHe

10.

AynuoBusyanbHbie cpencta oOyuenus: CD,
DVD, marautodonsl, Bu1€0 MarHuTo(oH,
CIIyTHUKOBOE TEJICBUICHHE

Hcnons3yrores Uil peanu3anyy NpUHINIA
HaIJIIHOCTH, BOCIIOJIHAIOT OTCYTCTBUE
S3BIKOBOM CpEJIbl, MOBBIIIAOT MOTHUBALIHIO.
Hcnons3yrores U1 pa3BUTHS HABBIKOB
ayJIMpOBAHUs, TOBOPEHUs, TUCHMA.

[TpoexTop, HOYTOYK

Hcnonp3yroTes A AEMOHCTPAaLuU
[pe3eHTalNN, TOATOTOBIEHHBIMU
IPEernoJIaBaTesIMU U CTYACHTaMH.
Hcnons3yrores Uit 1EMOHCTpauu
(bMIBMOB.

KoMmnbroTepHBIii K1acc ¢ BO3MOKHOCTBIO
NOAKII0YeHUs K cetu «HTepHeTY,
IIPOrpamMMOil 3KPaHHOTO YBEJINYEHUS U
00€CTIeYeHHBIH JJOCTYIIOM B AJIEKTPOHHYIO
MH(POPMALIMOHHO-00pa30BATENBHYIO CPEY
YHUBEpPCUTETA

Hcnonb3yercs a5 opranu3aiuu
CaMOCTOSITENILHOUM pa0OThI CTYICHTOB, JIJIS
BBITIOJTHCHHUA psAa HHTCPAKTHBHBIX SaJIaHHfI.
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