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1. Heau u 3a7a9u U3yYeHUS TUCHUTLTAHBI
1.1.11eap AMCHUANINHBI

Kypc nucuumnunsl  «MHOCTpaHHBIA S3bIK B NMPO(ECCHOHAIBHOW cdepe» 3aKkperuisier yxe
MIOJyYeHHbIE paHee 3HAHUS M HaBBIKU 110 OCHOBAaM JEJIONPOM3BOJCTBA U OM3HEC ITHKH, CIIOCOOCTBYET
JanbHeHIIeMy pa3BUTHIO HABBIKOB BEICHHS TeJIC(POHHBIX IMEPErOBOPOB, COCTABJICHHUS JICIOBBIX IHCEM,
OTYETOB U pe3loMe, Pa3padOTKH KOMMEPUECKUX MPETI0KEHUH, MOATOTOBKH MPEe3eHTANMA U T.1. BakHBIM
KOMIIOHEHTOM JaHHOT'O Kypca sIBJIIETCS IPAKTUYECKU MOJIX0 B OOCYKICHUH TEM U PELICHUH CUTYaIuii,
C KOTOPBIMH CTAJIKUBAIOTCS IIPEJCTaBUTENN PA3INUHBIX chpep Ou3Heca B X MOBCEJHEBHOM J1E€ATEIBLHOCTH.

Ilenp Kypca — pa3BUTHE MHOS3BIYHOW OOMIEH KOMMYHHKAaTHBHOH U mpodecCHOHANbHOM
koMmreTeHMKU. [loJl KOMMYHUKAaTHBHON KOMIIETEHIIMEH IOHMMAETCSI YMEHHME COOTHOCUTBH SI3bIKOBBIE
CpeZACTBa C KOHKPETHBIMH c(hepaMu, CUTyallUsIMH, YCIOBUAMM U 3a7jauamMu oouieHnst. CoBepIIeHCTBOBAHNE
MHOSI3bIYHOM KOMMYHHKAaTUBHOM KOMIIETEHIIMH TPEAIOIaraeT JaJbHEHIIEe pa3BUTHE PEUEBBIX, A3BIKOBBIX,
COLIMOKYJIbTYPHBIX, KOMIIEHCATOPHBIX, YU€OHO-II0O3HABATENbHBIX U MPO(ECCUOHATLHO OPUEHTHUPOBAHHBIX
YMEHHUH.

PeueBas KOMIIETEHIIMS — COBEPLICHCTBOBAHNE KOMMYHUKATHUBHBIX YMEHUH B UYETBIPEX OCHOBHBIX
BUJAX PEUYEBOI 1EATENLHOCTH (TOBOPEHHUH, ayAUPOBAHUH, YTCHUU U ITUCHME).

SI3pIKOBasi KOMIIETEHIIUSI — CUCTEMATHU3alMsl paHee NMPUOOPETEHHbIX YMEHUM B 001acTu (POHETHKH,
JEKCUKHM, TpaMMaTHK{; OBJIAJICHUE HOBBIMM YMEHMSIMH IIpU OINEPUPOBAHUU HOBBIMHU SI3BIKOBBIMU
CpeACTBaMHU B KOMMYHUKATUBHBIX LIEJISIX B COOTBETCTBUU C OTOOpAaHHBIMHU TeMaMHU U cpepamu OOIIeHHUS.

CouMoKyabTYpHass KOMIETEHIUSI — yBeMYeHUE 00beMa 3HAaHUM O COLMOKYIbTYpHOW crernuduke
CTPaHbl U3y4aeMOr0 3bIKa, COBEPIIEHCTBOBAHNE YMEHUN CTPOUTH CBOE PEUEBOE M HEPEUYEBOE IOBEICHUE
aJICKBaTHO 3TOM crenuduke, GOpMHUPOBAHUE YMEHHM BBIACIATH 00IIee W crenuduueckoe B KyIbType
POJZIHOM CTpaHbl U CTpaHbl U3y4aeMOT0 SI3bIKA.

KomneHcaTopHas KOMIETEHIHs — pa3BUTHE YMEHUS BBIXOJIUTH U3 MOJIOKEHHS B YCIOBUAX AeUIIUTA
SI3BIKOBBIX CPEJICTB MPH MOJIyYSHUH U TIepeiaue HHOSA3BIYHOM HHpOopMaluu.

VY4eOHo-1103HaBaTeNbHasT KOMIIETEHIUS — pPa3BUTHE OOLIMX U CHEUMATIbHBIX Y4eOHBIX YMEHUH,
MO3BOJISIIOIINX COBEPUIEHCTBOBATh YYEOHYIO JESATENbHOCTh IO OBJAJACHHUIO HHOCTPAHHBIM SI3BIKOM,
YIOBIIETBOPSTH C €0 MOMOIIBIO [TO3HABATEIbHBIE HHTEPECHI B IPYTUX 00JIaCTAX 3HAHUH.

IIpodeccroHanbHO OPHUEHTHPOBAHHAS WHOSA3BIYHAS KOMMYHHMKATHBHAs KOMIIETEHIIMS — pPa3BUTHE
YMEHHM yCTHOM U TMHUCbMEHHOM KOMMYHHUKAallMM B cdepe chenuanu3aluy;, pa3BUTHE yMEHUU
OTIEPUPOBAHUS C HHOS3BIYHBIM TEPMUHOJIIOTUYECKUM KOPITYCOM B paMKaXx CIEHUaTbHOCTH.

Hapsiny ¢ npakTudeckoi 1ebo — 00yueHrueM OOILEeHHIO — JaHHbIH Kypc CTaBUT 00pa3oBaTebHbIE U

BOCIIUTATCIILHBIC LICIIN. I[OCTI/I)KCHI/IG O6pa30BaTeJ'ILHLIX neiaen OCYHICCTBIIACTCA B ACIICKTC 'yMaHU3alluu U



ryMaHUTapU3allid TEXHUYECKOTO W EeCTECTBEHHOHAYYHOTO OO0pa30BaHUS M O3HAYaeT pacIIUpEHHE
Kpyro3opa MarTChbpaHTOB, TMOBBIIICHUE YPOBHS MX OOIIEH KyJIbTypbl U 00pa3oBaHUS, a TAKKE KYJIbTYPHI
MBIIUICHUS, OOWICHHS W peuyd. BocnurarenbHbId MOTeHIMan npeamera «HOCTpaHHBINA S3BIK B
npoeCCHOHATILHOM cdepe» pean3yercs myreM (OPMUPOBAHHS YBAKUTEILHOTO OTHOIICHUS K JYXOBHBIM
[IEHHOCTSIM JPYTUX CTPaH U HAPOJIOB.

Takum o0pazoM, 0Oy4eHHE UWHOCTPAHHOMY sI3bIKY B MNpOQecCHOHANbHOH cdepe HOCUT
MHOTOIIeJIeBO#i XapaKTep W HAIPaBJICHO:

— Ha TPHOOpPETCHHWE MArTCTPaHTAMH HWHOS3BIYHOW KOMMYHHMKATHBHOW KOMIICTCHIIMH B
poecCHOHATTEHOM M MEKIMYHOCTHOM OOIIEHUY;

— TMONY4YeHHE OOMICKYJIbTYPHBIX M KYJIbTYPHO-CIEIU(UUCCKUX 3HAHWUW s OoJyiee yCHENTHOU
COIIMAIIN3AIIUY B MTOJIUKYJIBTYPHOM, MOJUKOH(PECCHOHATBHOM OOIIECTBE;

— pacluIMpeHue KPyro3opa, MOBBIIICHUE OOIIEH KyJIbTYphl MBIIUICHHUS, OOMICHHUS U PEYU B aCICKTE
YBOXXHUTEIHLHOTO OTHOIIEHUS K JYXOBHBIM IIEHHOCTSIM JIPYTHX CTPaH U HAPOJIOB;

— Y/IOBIICTBOPEHHUE II03HABATEIBHBIX HWHTEPECOB OOYYAIOMIMXCS MPU H3YYCHHUH CHEIHAIBHON
JUTEPaTyphbl HA aHTIUICKOM SI3bIKE U TBOPYECKOM OCMBICICHHH 3apYOCIKHOTO OIbITAa B MPO(UIHPYIOIICH
Y CMEXHBIX 00J1aCTAX HAYKU U TEXHHKH,

— pa3BHUTHE HABBIKOB CaMOCTOSITEIIBHONH pPabOThI MAaruCTPAaHOTOB W CTUMYJIHUPOBAHUE CTPEMIICHUS
CaMOCTOSITEITLHO M HEITPEPHIBHO MOBBIIIATH YPOBEHB SI3BIKOBOM M pEYEBON KOMIICTCHIIHH,

— pa3BUTHE U COBEPIICHCTBOBAHUE HABBIKOB MPO(ECCHOHATBLHON pa3rOBOPHON PEYU U aKTHBU3AIIMS
JIEKCUYECKOro 3armaca.

1.2. 3amaun AMCOUILINHBI

ITo3HaBaTeNbHBINA KOMIIOHCHT:
— (hopMupoBaHHEe 3HAHU 00 OCOOCHHOCTSX JIEJIOBOTO STUKETA B CTPAHE N3Y4aeMOTO S3bIKa;
— paclidpeHue 3HAHWK O JIGKCHYECKUX M CTHJIMCTUYECKHX OCOOEHHOCTSX AaHTJIMHCKOTO S3BIKa,
HCIOJIb3YEMOT0 B MpodeccuoHanbHOH cdepe.
IIpakTyECKUI KOMIIOHEHT:
-~  (opMmupoBaHHE KOMMYHUKATUBHON KOMIETCHIIMM, TMpeArnoiaraonmeil ¢GyHKIMOHAIbHOE
UCIOJIb30BaHNE aHTIUICKOTO sI3bIKa B IPpOoeCCHOHAIBHOU cdepe;
— pa3BUTHE CIIOCOOHOCTH TOHUMATh U TIOPOXKAATh MHOS3BIYHBIN TUCKYPC C YIE€TOM OM3HEC-ITHUKH;
— CTUMYJIMPOBAHUE CAMOCTOSTEIHHOW JCATEIHHOCTUA C LETBI0 PACHIMPHUTH COOCTBEHHYIO KapTHHY
MHUpA;

— Pa3BUTHUC YMCHUSA OPUCHTUPOBATHCA B MEIUMHBIX UCTOYHUKAX I/IH(I)OpMaI_II/II/I;



— pa3BUTHE CIIOCOOHOCTHM IUIAHUPOBATh LENH, XOJA U Pe3yiabTaThl 00pa3oBaTelIbHONH W
HCCIIEI0BATEIBCKOMN NEATEIbHOCTH;
— pa3BUTHE CHOCOOHOCTH H30€KaThb HEIONOHMMAHUs, MPEoJOoIeTh KOMMYHUKAaTUBHBIA Oapbep 3a

CUCT HUCII0Jb30BaHUA U3BCCTHBIX PCUCBBIX U MCTAA3BIKOBBIX CPEACTB.

1.3. MecTo AUCHHMILINHBI B CTPYKTYpe 00pa30BaTeIbHOl NPOrpaMMbl

Hucturnmuna «MHOCTpaHHBIN s3bIK B TpodeccMoHabHOM cdepe» OTHOCHTCS K bioky 1,
BapUaTUBHOM YacTH, (GaKyIbTaTUBHBIM IHUCIUILIMHAM 110 HanpasieHuto moarotoBku 38.03.08. «DuHaHCHI
U KpemuT». V3ydeHwe WHOCTPAHHOTO s3bIKa B MPOQPECCHOHAIBHON chepe B MarucTparype SBISETCS
COCTaBHOM YacThIO TOJATOTOBKH CIICIIHAIUCTOB, KOTOPBIE IOJDKHBI JOCTUYh YPOBHS IMPAKTUYCCKOTO
BJIQ/ICHUS UHOCTPAHHBIM SI3BIKOM, MTO3BOJISIFOIIETO UM PEIIaTh Pa3IMYHbIE BOIIPOCHI JIEJIOBOTO XapakTepa B
npodeccrnoHaNbHON U HAyYHOU e TEIbHOCTH.

[To okoHuYaHWM Kypca OOYYCHHS] MArWCTPhl JTOJDKHBI BIAACTh JIGKCHUECKOHM, TpaMMAaTHUECKOH U
CTHJINCTUYECKOW HOPMaMH WHOCTPAHHOTO sI3bIKa B TpEeTax MPOrpaMMHBIX TPEOOBAHHM M MPABWIBHO

HCIIOJIb30BaTh UX IIPpH PCIICHUU BOIIPOCOB JICJIOBOM KOMMYHUKAIIUNU B (1)opMe YCTHOI'O U NMUCBMEHHOT'O

oO0LIeHuS.

1.4.

«HOCTpaHHBIH

AA3BIK B

chepe»,

pe3yJibTaTaMH OCBOCHHS 00pa30BaTe/IbHOI MPOrpaMMBbl

N3yuenne panHOW y4eOHOW AUCIUIUIMHBI HaAMpaBiIeHO Ha (OPMHUPOBAHHE Y OOYYArOIIUXCS

cnenyromux komnerenuuii: OINK-1, TTK-21.

COOTHECCHHBIX C

IlepeyeHnb MIaHMPYeMbIX pe3yJibTaTOB 00yuenus no qucuumiaude ®T/.B.01
npodeccuoHaIbLHOM

WNune B pe3ynbraTe u3yueHus: yaeOHON AMCIUIIINHBI
Ne KC Copnepxanue 00yyYaroImuecs 10JKHbI
ILII | KOMIIE | KOMIIETEHIIHH
TeHIM | (WM e€ yacTu) 3HATh yMeThb BJa/1eTh
u
1. | OIIK- | 'oTOBHOCTBIO K - HOPMBI — MOHUMATh — JIEKCUYECKUM
1 KOMMYHHKAIIMH B | TIPOM3HOIICHUS, | YCTHYIO MUHHMYMOM B
YCTHOU U YTEHUS; (MoHOMOTHYECKYIO | 0ObeMe He MeHee 3
MMACbMEHHOU - OCHOBHBIE u auanorudeckyro) | 000 eaunwml, U3 HUX
dbopmax Ha 0COOEHHOCTH pedb Ha TEMBbI 1500 —
PYCCKOM U ouIaIbHO- poecCHOHANBHOT | MPOAYKTUBHO
MHOCTPAHHBIX JIEIIOBOTO 0 U JIEJIOBOTO o011ero u
SI3BIKaX IS CTHJISA, OM3HEC - | OOIIEeHHUS, TEPMHHOJIOTHYECKOT
peleHus 3a1a4 ATHUKH, IPaBUJIa | — BECTH JUAJIOT- 0 XapakxTepa;
MpoECCHOHAIBH | PEYEBOTO Oecemy oO1ero u — IpaMMaTHYECKUMHU
Ol IEATENIBHOCTH | DTUKETA; npoeCCHOHATIBHOT | CTPYKTYpaMH,
2. TIK- CrocoOHOCTBIO — OCHOBHEIE 0 Xapakrepa, HEOOXOIUMBIMHU I
21 BBISBJIATH U IIPUEMBI coOuro1as mpaBuiia | YCTHOM U
MIPOBOTUTH AQHHOTHUPOBAHMSI | PEYEBOTO ITUKETA; | MUCbMEHHOU Gopm
UCCIIEJOBaHNE : - IOHUMATh oOrieHus;
AKTyaJIbHBIX pedepupoBaHusi | COOOIICHUS - BCEMH BUJIAMU

IIAHUPYEMBIMU




1400 (S B pesynbpTate nzydeHus: yueOHON AUCIIUTLIMHBI
Ne KC Copnepxanue 00y4aromuecs: J0JKHbI
IL.Il | KOMIE | KOMIIETEHIIUU
TeHuu | (WM e€ yacTu) 3HATH yMeThb BJIaJleTh
u

Hay4YHBIX U TIepeBoja po(heCCHOHAILHOT | YTEHUS

npo6siemM B JUTEpaTyphl IO | O XapakTepa (B OpUTHHAIILHOM

obacTu CIEIUAIILHOCTH | MOHOJIOTHUECKOM JTUTEPATYPHI:

(hUHAHCOB H dbopme u B x01€ a)

KpeauTa JTIAJIOTa), 03HAKOMUTEIILHBIM
OTHOCSIIIETOCS K YTEHUEM;
chepe u 0) u3yJarmumM
CUTYaIUsIM YTEHHUEM, B TOM
JIEIIOBOTO YHCIIe JINTEPATYPhI
oO1IeHuS; IO CIEUATbHOCTH
- Y4acTBOBATh B (0630poB,
nuanore (becene), | TEXHHYECKOU
BEIPAXaTh JIOKyMEHTAIINH,
ornpezeNieHHbIe OTMHCaHUe
KOMMYHHKATHBHBIC | SKCTICPUMEHTOB,
HaMepeHus (3ampoc | CrpaBOYHBIE

/ coolIeHne
uHpopmanuu,
BBIICHECHUE MHEHUS
coOeceqHUKa,
BEIPAXKCHHE
COOCTBEHHOTO
MHEHHUS TI0 TIOBOTY
MIOJIyYEHHOMN
uH(popMaluuy,
BBIpaXXCHHE
ono6penus /
HEJIOBOJILCTBA,
YKJIOHEHUS OT
OTBETA)

110co0Ms1, Hay4HbIE
CTaTbU) U JEIOBOMI
KOPPECIOHICHIINH;
- OCHOBHBIMHU
HaBBbIKaMHU ITMCbMaA,
HEOOXOAUMBIMU /TSI
BEJICHUS J1€JI0BOU
HEPEnUCKH,
COCTaBJICHUS
pe3oMe, OTYETOB

2. CTpyKTypa M coJep:KaHue THCHUIIIHHbI
2.1 PacnipeaesieHre TPYA0EMKOCTH AUCHHUILIMHBI IO BHAaM padoT

O6HIa$I TPYAOCMKOCTb JUCHUITIIMHBI COCTABJIACT 2 3aYeTHBIE CAWMHUILIBI 72 qgaca, ux pacrnpeaciCHuc 1mo

BUaaM pa60T MMpEaACTaBJICHO B Ta6m/1ue.

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

3anarus JIEKIIMOHHOTI'O THUIIa

JlaGopaTopHble 3aHATHUS




3aHATHS CEMUHAPCKOTO TUTIA (CEMUHAPHI, 12 12
MPAKTUYECKHUE 3aHATHS)
Nuas koHTaKTHasi padora:
KonTtpons camocrosirensaoit pabots! (KCP)
[Tpomexxyrounas arrecramus (MKP) 0,2 0,2
CamocrosiTejibHasi paboTa, B TOM YHCJIE: 55,8 55,8
KypcoBast pabora
[TpopaboTka yueOHOTO (TEOPETHIECKOT0) MaTepHraia 34 34
Brinonnenue nHANBUYaNbHBIX 3aaHUH (IOJrOTOBKA 11,8 11 80
COOOIICHUH, Pe3eHTAITIH) '
IToaroToBKa K TEKyIeMy KOHTPOJIIO
KonTpoub:
IToaroroBka K 3a4eTy 4 4
O01asi TPy10€eMKOCTh yac 72

B TOM YHCJIe KOHTaKTHasi padoTa 12,2 12,2

3a4. efl. 2 2

2.2 CTPpyKTYypa AMCUUILJIMHBI:

Pacnipenenenuie Bu1oB yueOHOM pabOThI U UX TPYIOEMKOCTH IO pa3jienaM JUCIUILINHBL.

Pasnensl (TeMbl) TUCIUIUIMHBI, U3y4aeMbIe Ha 5 Kypce:

No KosnmuecTBo yacos
N AyauTtopHas CamocTosTenbrHas
pasn| HaumenoBanue pa3nenoB (TeM)
ol Bcero pabora pabora
JI 113 JIP
1 2 3 4 5 6 7
1. |Organisation 5 1 4
2. |Human Resources 5 1 4
3. |Travel 5 1 4
4. |Brands 5 1 4
5. |Change 5 1 4
6. |Advertising 6 2 4
7. |Leadership 5 1 4
8. |Cultures 6 2 4
9. [International Markets 5 1 4
10. |Competition 4,8 1 3,8
Iloocomoska k 3auemy 4 4
3auem 0,2
Hmozo no oucuuniune: 72
2.3. Conepixanue pa3aeoB (TeM) THCHUTLIMHBI:
2.3.1 3aHATHSA JEKIMOHHOTO THIIA
3aHATHS TEKIIMOHHOTO THIA — HE MPEAYCMOTPEHBI.
2.3.2 3aHATHSA CEMHMHAPCKOI0 THIIA
3aHATHS CEMUHAPCKOTO TUTIA — HE TIPETyCMOTPEHBI.
2.3.3 JIaGopaTopHbIe 3aHATHA
Ne Hamveronanme HaumenoBanue nabopatopHbix padboT opwma Teky1uero
paznena (Tema) KOHTPOJIA
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.

@poHTaIBHBIN OMPOC,
MPOBEPKA JOMAIIIHETO
3a/1aHus

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.

@poHTaIBHBIA OMIPOC,
IIPOBEPKA JOMAIIHETO
3a/laHus, IpoBepKa
IIMCBMEHHBIX padoT.

Travel

Speaking: Talk about your travel experiences.
Vocabulary: British and American travel words.
Grammar: Talking about the future.

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

Skills: Telephoning: making arrangements.

[IpoBepka qoManiHero
3a/1aHMs, CIIOBAPHBIN
JUKTaHT.

Brands

Speaking: Talk about your favourite brands.
Vocabulary: Brand management.

Grammar: Present Simple and Present
Continuous.

Listening: An interview with a brand manager.
Reading: Building luxury brands.

Skills: Taking part in meetings.

@pOHTAIBHBIN OIIPOC,
IIPOBEPKA JOMAIIHETO
3a/1aHus

Change

Speaking: Discuss attitudes to change in general
and at work.

Vocabulary: Words for describing change.
Grammar: Past Simple and Present Perfect.
Reading: Mercedes, shining star.

Skills: Managing meetings.

IIpoBepka gomarHero
3a/1aHMs, CIIOBAPHBIN
JUKTAHT.

Advertising

Speaking: Discuss authentic advertisements.
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.

[IpoBepka nqoManiHero
3a/laHus, IpOBEpKa
NUCbMEHHBIX paboT.

Leadership

Speaking: Discuss the qualities of good
leadership.

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

Listening: An interview with a managing director

OpOHTAIBHBIN OIIPOC,
MIPOBEPKA JOMAIIIHETO
3a/laHus, IpoBEpKa
MMCBMEHHBIX padoT.




of an executive recruitment company.
Reading: Leading L’Oreal.
Skills: Presenting.

Writing: e-mail.
8. Cultures Speaking: Discuss the importance of cultural IIpoBepka qoMaIIHero
awareness in business. 3ajaHusl, IPE3CHTAIHS

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.

9. International  |Speaking: Discuss the development of IIpoBepka qoMaIIHEro
Markets international markets. 3a7aHus, , HAIIMCAHUE
Vocabulary: Expressions for talking about free  |coobrmienus
trade.

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. |®poHTaabHBII ompoc,
Vocabulary: Idioms from sport to describe IIPOBEPKA JOMAIITHETO
competition. 3aJaHH.

Grammar: Passives.

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

Reading: Head to head competition.

Skills: Negotiating.

11. O0630p NpoIeHHOTO MaTepHaa 3auer

2.3.4 IlpumepHasi TeMaTHKa KYPCOBBIX padoT (IIPOEKTOB)

KypcoBbie paboThl — HE IPETYCMOTPEHBI.
2.4 TlepeyeHb y4ueOHO-METOAUYECKOr0 ODecrieYeHHUsl I CAMOCTOATEbHONH PadoThl 00y4aroIMXCH
1o AUCUMILINHE «/(eJI0BO HHOCTPAHHBIN A3BIK)»

[Tepeuens yueOHO-METOAMYECKOTO 00ECTIEUeHUS JUCITUTLINHBI 10
HanmenoBanue

Ne BBITIOJTHEHUIO CAaMOCTOSITETIbHOU paboThI
paszzena (Tembl)
1 2 3
1 Organisation 1. Meronnyeckue ykazaHus MO OPraHU3alUK CAMOCTOSTEIbLHOU paboThI MO

mucuuiuinHe  «VHOCTpaHHBIM s3bIK B IpodeccHoHaNbHOU  cdepey,
yTBEpKACHHbIE Kadeapoil aHIIMICKOro s3blka B MPO(ecCHOHATBHOM
cdepe, mpotokoin Ne 10 ot 02 utons 2017r.

2. Market Leader Intermediate. 3rd Edition: Business English Course
Book// David Cotton, David Falvey, Simon Kent. - [Harlow, Essex
(U.K.)]: [Longman/Pearson Education], 2010. — 175 pp.
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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 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.
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— 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-MeTOIMYEeCKUEe MaTepuaibl Ui CaMOCTOATEIbHOW paboThl OOYyYalOIIMXCS U3 4YHCIa
WHBAJIUJIOB W JIMI C OTPAaHUYCHHBIMH BO3MOXXHOCTSIMH 3710poBbs (OB3) mpepocramisitorcss B (opmax,
aIaITUPOBAHHBIX K OTPAaHUYCHUSM UX 3JI0POBbSI U BOCTIPUATHS HH(POPMAITUH:

Jlist a1 ¢ HapyIIeHUSIMH 3PEHUS:

—B ME€YATHOI opMe YBETUUEHHBIM HIPUPTOM,

— B (popMe 2IIEKTPOHHOTO IOKYMEHTA,

— B popme ayamnodaiina;

Jis i1 ¢ HapyIISHUSIMH CTyXa:

— B [IeYaTHOU (opme,

— B (pOopMe PIIEKTPOHHOTO IOKYMEHTA.

Jist U1 ¢ HapyIIEHUSIMH OTIOPHO-/IBUTATEIBHOTO anapara:

— B [IeYaTHOU (opme,

— B hopMe PIIEKTPOHHOTO JOKYMEHTA,

— B ¢popMe ayauodaiina.

4. OOpa3oBaTejbHbIE TEXHOJIOTHHU

Crnenu¢uka AUCHMIUIMHBI TpeIycMaTpUBAaeT WCKIIOUYMATENBHO TpaKTHYecKue 3aHsATus. [lpu
OCBOCHMHU JUCUUIUIUHBI UCHOJB3YIOTCA OOpa3oBaTeNlbHbIE TEXHOJIOTWH, MPEIojaraloliue akTUBHbIE U
WHTEPaKTHUBHBIE (POPMBI MIPOBECHHS 3aHATHI, a IMEHHO: POJIeBasi UTPa, MPE3CHTAINS, MO3TOBOH IITYpM
Ha HAYaJIbHOW CTaJWW BBEJCHUS TEMBI, JEJOBas WIpa Ha 3aKIIOYUTEIBHBIX CTYIECHSX OCBOCHUS
JUCHUIUIMHBL, JUCKyccus, paboTta ¢ VMHTepHeT McrouHuMKamu, pedepupoBaHue crareil, pabora ¢ DVD-
ROM «k yueOnomy komriekcy “Market Leader Intermediate. 3rd Edition: Business English Course Book™.
JIisi OpraHu3alul CaMOCTOSTENBbHON PaboOThl MpeiaracTcsi akTHBHO HCIOJB30BaTh 3amaHus u3 Market
Leader Intermediate. 3rd Edition: Teacher’s Resource Book, paboty ¢ ucrounukamu B MHTepHeTe s
MOJTOTOBKH pedepaTUBHBIX 3amaHuil. Jlas JWIl ¢ OTrpaHWYCHHBIMH BO3MOXKHOCTSIMHU  37IOPOBBS

npeaAyCMOTpCHA OpraHu3anu-d KOHch'ILTaLII/Iﬁ C UCIIOJIB30BAHHUEM SHGKTPOHHOﬁ IIOYTHI.

5. OuneHo4HbIe cpecTBa Ui TeKYLIero KOHTPOJIsl yClleBaeMOCTH U MPOMeKYTOYHOI aTTecTanuu

4.1 ®donx OLIEHOYHBIX CPEACTB IJIA MPOBeAeHHUs TEKYIel aTTecTalun
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Texymuii KOHTPOJIb OCYIIECTBIISIETCS B X0JIe y4eOHOro Imporecca Ha J1abopaTOpHO-TIIPAKTHUECKUX
3aHATUAX, rac OLCHUBAIOTCsA OTBCThI CTYACHTOB, Ka4ueCTBO BBITIOJIHEHUA  JOMAIIHUX pa60T,
WHIUBUIYAIbHBIX 3amaHuii. OH peaymsyercs B ¢opMe (PpoHTaIBLHOTO Ompoca/Oeceibl, MPOBEPKHU
BHCAYAUTOPHOI'O YTCHUA, IMCbMCHHBIX pa60T, JAUCKYCCHH.

Tembl 1ucKyccHi
1o aucuunnHe «MHoCTpaHHbIN A3BIK B IpodeccuoHalIbLHOI chepe»
Pasznen 1 «Opranu3anusi: 0CHOBHbIE XapPAKTEPUCTUKUA M TUIbI KOMIIAHUI)

Tema JAUCKYCCUU: O6CYI[I/ITB B I'PYIIIIC OCHOBHBLIC BHUJbI OpPraHMU3allvin 6H3Heca, HX XapaKTCPHBIC

YCPThI, IPCUMYIICCTBA U HCAOCTATKHU. CJIGI[}/IOH_[I/IC 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 «PaGoTra»

Tema nuckyccuu: 1aTh pa3BepHYTHIN OTBET Ha BOMPOChl: «Kakue ¢pakTopbl SBISIOTCS pelalonuMu
npu npueme Ha paboty?», «Kakue (pakTopbl HE YUYMTHIBAIOTCS NPH TPYLOYCTpoicTBE?». A Takxke
BBICKA34Tb CBOC MHCHHEC OTHOCUTCIIBHO CIICAYIOIIUX YTBep)KﬂeHHﬁZ
1. At work, appearance is more important than performance.

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

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

5. Everybody should retire at 50.

Paznen 3 «IlyremecrBue)»

Tema JUCKYCCHH: 06cy211/ITB B TI'pyHImi€ OCHOBHBLIC BOIIPOCHI, CBA3aHHBIC C aBUAIICPCBO3KAMH U
pasMCIICHUEM B TOCTHHHLIAX, PpPaCCMOTPETh MNPCUMYIICCTBA MW HCAOCTATKU JCHICBBIX W JOPOrux
aBUAINHUMN. CJIGILYIOH_II/IC BOITPOCHI MTOMOT'YT BBICTPOUTDH X0 JUCKYCCHU:

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

your point of view.

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

Pa3nen 4 «®@opmMupoBaHue TOProBOro OpeHa»
Tema JAUCKYCCUU: O6CYI[I/ITB B I'pYyIII€ OCHOBHBIC BOIIPOCHI CO3JaHUsA, IMOAACPIKAHUA, 3alllUTBI U
npoABIKeHHs OpeH10B. ClieAyIore BOIPOCHl TOMOTYT BBICTPOUTH X0/ TUCKYCCHU:
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?
Paznea 5 «M3meHeHMsD)
Tema AUCKYCCHUMU: 06CY}.‘[I/ITB B I'PpYIIIC OTHOIICHUE CTYACHTOB K ICPCMCHAM B pa60Te U UX )KHU3HH, B
O6I_I_ICM. B X0[4€ NJUCKYCCHUU CTYACHTHI OTBCUAIOT Ha CJICAYIOMIUC 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.
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e)
f)
g)
h)
i)
)

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.

Pa3nen 6 «Pexiama»

Tema JAUCKYCCHUM: 06CY,Z[I/ITB B I'pYIIIC POJIb PEKIIaMbl B JKU3HU O6H_IeCTBa, BHUJIbI PCKIIAMBI, CITIOCOOBI

pPEeKIIaMUpPOBAHMS TOBapa, a TAKXKe Pa300paTh KOHKPETHBIE PeKJIaMHbIe OOBABICHHS (MX CHIIbHBIC U cla0bie

cTopoHsl). Crieayromniiue BOIPOChl MOMOTYT BHICTPOUTH X0/ 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)
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

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.

Paszpnen 7 «JInpepcrBo»

Tema AUCKYCCHUHU! 06CYI[I/ITB B I'pynIii€¢ OCHOBHBIC KAa4Y€CTBA XOPOIICTO PYKOBOIAUTCIIA, MPUBCECTU

NpUMEPLI BBIAAIOMIUXCA JIMACPOB B HUCTOPHH, BBIACHUTH, €CTh JIM TCHACPHBLIC pa3jiniusad B CTUIIAX

pykoBojcTBa. Crieayromire BOIpOChl HOMOTYT BBICTPOUTD XOJ] IUCKYCCHHU:

1.

2
3.
4

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?
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5.
6.

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

What is the difference between a manager and a leader?

Pasznen 8 «busHec KyJbTYpPbI B Pa3HbIX CTPAHAX)

Tema JAUCKYCCUU: O6CYI[I/ITB B I'pylIi€, 4To TaKoe ousHec KYJIbTYpa U KaKOBbI CXOACTBA U PA3JIUYIUA

Ou3HEC KyIbTYp B pa3sHbIX CTpaHaX. J{MCKycCHsl BBICTPAUBACTCS C IIOMOIIBIO CIEAYIOIIUX BOIPOCOB:

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) Kkissing

e) being formal o r informal

f) punctuality

g) humour

h) eye contact

Pa3nen 9 «MexayHapoaHble PHIHKI»

Tema nuckyccun: 00CYIUTh B TPyIIE KaK Pa3BUBAIOTCS HA CETOAHSIIHUN 1€Hb MEX1yHapOAHbIE

PBIHKHU U KaK OHU BJIMAIOT Ha HAIITY )KU3Hb, HAIITY OPTraHU3alUI0 U HAIlly CTpaHYy. CJ'ICIIYIOH_II/IG BOIIPOCHI

IMOMOT'YT BBICTPOUTH XOJ AUCKYCCHUU:

1.

o gk~ LN

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?

Paznen 10 «Konkypenuusp»

Tema AUCKYCCHU: CTYACHTBI OTBEYAKOT HA PAJ BOIIPOCOB, YTOOBI IOHATH, Ha CKOJIBKO PA3BUT B HUX

COpEBHOBATENbHBIN AyX. J[amee B X0/1e TUCKYCCHUU 00CYKAAIOTCS CIEAYIOIINE BOTIPOCHI:
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1. Have you ever felt you were flogging a dead horse

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

a) moved the goalposts?

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

industry you know well.

Tembl AE€JOBBIX UI'D
1o aucuunInHe «ATHOCTpaHHbIN A3BIK B IpodeccuoHalbLHOI chepe»
Pa3nen 1 «Opranusanusi: 0CHOBHbIE XapAKTEPUCTUKH U THUIIBI KOMIAHUII»

1. Tema I[eHOBOﬁ HI'PBI: «BCTpC‘Ia PYKOBOOUTCIIA KOMIIAHWUU C ITPEACTABUTCIISIMU KOJUICKTHUBA».
2. Konuenuust Urpel: IpeICTaBUTENIN KOJUIEKTHBA OPraHU30BAIM BCTpedy ¢ paboroparesieM, Ha KOTOPOM
npeajaracTcsa O6C}’III/ITI> BO3MOJXHBIC BapUaHTbl MPCAOCTABJICHUA OOMNOJHHUTCIBHBIX JIbI'OT TEM
COTPpYAHUKAM, KOTOpPBIC IIOKA3aJIM HAWITy4dYIIHUE pPE3YyJIbTAThl 3a onpeneneHHHﬁ nepuon pr,HOBOﬁ
ACATCIIBHOCTH.
3. Pomu:
- PYKOBOJIMTEIb KOMIIAHUH,
- IPECACTAaBUTCIIN KOJIJICKTUBA.

4. OxxuaeMsblif (€) pe3ynbTar (bl): IPUHATHE COOTBETCTBYIOLIETO PEIIEHUS 110 KaKIOMY COTPYIHHKY.

WMHCcTpyKIuu Uil 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;
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- 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 nenoBoii urpel: «TenedoHHBI pa3roBOp MEXIy COTPYAHUKOM OTAeNa KaJpoB YHUBEpMara u
CIEUAIMCTOM KaJpOBOro areHTcTBa “Omnia’y.

2. Konnenuus urpel: COTPYAHUK OTHEa KaJpoB YHHBEpMara 3BOHUT IO TeJIePOHY B KaJpOBOE areHTCTBO
1 00CYy>KJaeT ycJIOBuUs HaiiMa Ha paboTy BpEMEHHBIX paOOTHUKOB.

3. Ponu:

- COTPYJHUK OTJea KaJpoB YHUBEpMAra;

- CIICIIMAIMCTOM KaJIpOBOTO areHTcTBa “Omnia”.

4. Oxunaemblii (€) pe3ynbTar (bl): YTOUHEHHE JeTajeil KOHTpaKkTa pabOTHUKOB, IPUHUMAEMBIX Ha paboTy

B YHUBEpMAr.

WHcTpykuuu Ass IpoBEASHHSI POJIEBOM UIPhI HA aHIIMHCKOM 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?)
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* 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 «®opmMupoBaHue TOProBOro OPeHaa

1. Tema nenoBoil urpsl: «lleperoBopbl Mexay HUCHOJHUTEIbHBIM TUPEKTOPOM OaHKa U PYKOBOAMUTEIEM
OTJIeJ1a PO3HUYHOTO 0AHKOBCKOI'O OOCTYKUBAHUS».

2. Kouuenmusi Wrpbl: HUCHOJHUTENBHBIA AUPEKTOp OaHKa W PYKOBOJAUTENb  OTHENAa PO3HUYHOTO
0aHKOBCKOTO OOCTYXUBaHUS OOCYXIalOT BO3MOXKHOCTb 3aKpBITHS YOBITOYHBIX (DUIHAIOB C IIEJBIO
COKpAIlleHHs 3aTpaT U HHBECTUPOBAHUS B JIPYTHE CepHl.

3. Ponu:

- [JIAaBHBIN UCTIOJIHUTENBHBIN TUPEKTOpP OaHKa;

- PYKOBOJUTENb OTJIeNIa PO3ZHUYHOTO0 OAaHKOBCKOTO O0OCITYKHBAaHMUS.

4. Oxunaemslii (€) pe3ynbTar (bl): TOCTHKEHUE KOHKPETHBIX PEIIEHUH M0 BOIPOCY COKPAILEHUS 3aTpar.

WHCTpyKLIMU 17151 TPOBEJICHUS POJIEBOI TPl HA AHTJIMHCKOM 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 Il

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”.

Pa3nea 10 «KonkypeHuus»

1. Tema nenoBoif urpsl: «lleperoBopsl Mexay BiaA€iblleM PO3HHUYHOIO MarasMHa M MpeACcTaBUTENIEM
KOMITaHHH-TIPOU3BOIUTEINS IAMITYHSI JUIS SKEHIMH “Sheen”y.

2. KoHuemnuus uWrpel: Biajeiel] PO3HUYHOIO MaraspHa M TPeICTaBUTENb KOMITAHUU-TIPOU3BOAMUTENS
mamMIyHs s KeHIH “Sheen” 00Cy)Iar0T BO3MOXHOCThH OCYIIECTBJICHHS TTOCTABOK JAHHOTO IIAMITYHS
B Mara3uH Ha BBITOJIHBIX JUI1 000MX CTOPOH YCIOBHUSX.

3. Ponn:

- BJIaZeJIC, pO3HUYHOI'O Mara3suHa,
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- IPEACTaBUTENb KOMITAHUU-TIPOU3BOJUTENS LIAMITYHS JUIs1 )KeHIIMH “Sheen”.
4. Oxunaemslii (€) pe3yabTat (bl): JOCTUKEHUE KOHKPETHBIX PELIEHUH 110 BOIPOCaM MOCTABOK HIaMITyHs

B MarasmH.

WMHCcTpyKIuu U1l IPOBEAEHUS POJIEBOM UIPBI 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 3agaun no nucuuniune «HOCTpaHHBINH SA3BIK B Ipod)ecCHOHATBHOM cdepe»
Pasznea 2 «Padora»
Keiic Ha Temy: «Bp10op kanaAMIaTa Ha MTOCT YIPaBJISAOLIEro ceTH puTHec kiy6oB B bpasmiuny.
[Ipouenypa penieHus: KEMCOB:
IIepBbIil 3Tan — 3HAKOMCTBO C CUTYallUEH.
Bropoii 3Tan — BbIJIeNIeHHE OCHOBHOM MpoOJeMbl, ()aKTOPOB M MEPCOHANUN, KOTOPBIE MOTYT pealbHO
BO3JIEHCTBOBATh HA CUTYALIHIO.
Tpernii 3Tan — npeIoKeHNe KOHIENIUN WIA TEM JUISl «MO3TOBOTO LITYpMay.
UYeTBepTsIii 3TAl — AaHAIN3 MOCIEACTBUN IPUHATUSA TOTO WIM HHOTO PELICHMUS.
[1aThIi1 3Tan — pemeHue Kelca — NpeUI0KEHNE OAHOIO UM HECKOJIBKMX BAPUAHTOB (ITOCJIE0BATEIBHOCTU
JecTBUI), yKa3aHWe Ha BO3MOXHOE BO3HHUKHOBEHHE MpOOJIEeM, MEXaHM3Mbl MX MpPelOTBpAIlEHHUS U

penieHusl.
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Cumyayusi: AMepukaHckas ceTb puTHec kiyooB “Fast Fitness” pemmia pacumpsTh cBow chepy BIHUSHUS
B HOxHOI AMepHKe 1 OTKPBITH IIeCTh HOBBIX Kiy0oB B bpasmnmuu. OHako JaHHbIE KITyObl HE MOJIB3YIOTCS
OonpmmM ycnexoM y xwurenei r. Can-Ilaymy u kommanus Tepnut yObITKH. YieHBI paBlIeHUsS KOMIAHUU
NPOBOAAT 3acelaHWe, Ha KOTOPOM TPEAIaraloTcsi K PacCMOTPEHHIO pE3IOME YETHIPEX OCHOBHBIX
KaHIMIaTOB Ha IOCT HOBOTO YIPABISIOMIET0 ceTH (uTHec KiyOoB B bpasumuu. OOcyauTte cuibHBIE H
crabble CTOPOHBI KaKJOr0 KaHIWAATa W MPHUMHUTE OKOHYATEIbHOE PELICHHE, KOro HaHATh Ha padoTy.

Hanummre nuceMo ¢ npeajiokeHueM 0 TpPyI10yCTPOUCTBE BEIOpAaHHOMY KaHAUIATYy.

NHcTpykuun Uit IpOBEICHUs KENca Ha aHTJINKACKOM 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(eccHoHAIBLHO chepe»

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 I 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.
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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 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.
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€)

Hello, Lee. This is Dana Kirk. We’ve got an appointment next Monday but I’m afraid something’s

come up. Could we fix another time?

f) That’s OK for me.
40 43
41 44
42 45
VOCABULARY
A Match the sentence beginnings (46-51) with the best endings (a—f).
46 | prefer to take only carry-on a) of our soft drinks in a popular TV show.
47 The T-445 is the market b) class when we travel for work.
48 When the New York branch is downsized, c) leader, but the challenger is selling very
well.
49 To keep costs down, we all fly economy d) about fifty jobs will be cut.
50 After the new system is installed, we’ll retrain e) the staff to use it.
51 We had a good result from the placement f) baggage when | travel by air
B Choose the best word or phrase to complete these sentences.
52 We need to decision-making to give middle management more control.
a) relocate b) relaunch C) decentralise
53 Customer means consumers like to keep buying our brand.
a) image b) loyalty ¢) awareness
54 Americans usually say for a ‘single’ ticket.
a) round-trip b) one-way C) return
55 After the new team have had time to settle in, we’ll the situation.
a) reassess b) upgrade C) deregulate
56 In London, people talk about the rather than the subway.
a) motorway b) lift ¢ underground
57 When a famous actor says he uses a product, that’s called an
a) endorsement b) launch ¢) share
58 When you reduce the number of employees in an office, you call it
a) downsizing b) desizing C) resizing
59 At the end of a meal, a British person usually asks for the
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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.
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 co00IEHU I

no aucuumiuie « AHocTpaHHbIH A3bIK B IpoeccHoOHAIBLHOM 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/ OLIEHOYHBIX CPeCTB /IS MPOBeJIeHHs MPOMEKYTOYHOI aTTecTaluu
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3ader npeaycMaTpruBaeT MPOBEPKY KauyecTBa 3HAHUH U CHOPMHUPOBAHHOCTH YMEHHM B 00J1aCTH:
a) YTeHMsI (M3Y4aOILEro U 03HAKOMUTEIBHOI0) CIEIUAIbHOTO TEKCTa Ha MHOCTPAHHOM SI3bIKE;
0) YyCTHO-PEUYEBOrO BHICKA3bIBAHUS:
— MOHOJIOTHYECKOTO XapakTepa — IOATOTOBJICHHAS pevb (COOOIICHHE IO MPOYUTAaHHOMY B QopMme
pesome);
— IMAJIOTMYECKOT0 XapaKTepa — HEMOArOTOBJIEHHAs pedb (0ecesia ¢ IK3aMEeHATOPOM Ha OJIHY U3 U3yUYEHHBIX
TEM).
Kpome Toro, onieHMBaeTCsl CTENEHb YCBOEHUS JIEKCUKO-TPAMMATUYECKUX CTPYKTYp U YMEHHE COCTABUTH
JCJIOBOC ITMCHbMO Ha AHTJINIICKOM SI3BIKE B COOTBETCTBHUH C HOpMaMH U3y4a€MOr'o A3bIKa.

TpedoBanus Kk 3a4éTy
1. Ilucemennas 3auétHas padorta. COCTaBUTH aHHOTALMU HA PYCCKOM M aHTJIMHCKOM SI3BIKaX K TEKCTaM
BHeayuTopHoro ureHusi. O6sém TekcToB — 10 000—15 000 meyaTHBIX 3HAKOB.
2. Tect o HpOfI,Z[CHHOMy JICKCUKO-IPpaMMATUYICCKOMY MaTCpruairy.
3. AyaupoBaHue (ABYKpaTHO MPOCIYyIIATh AyTEHTHUYHBIM TEKCT MO OJHOM U3 MPOWUJIEHHBIX TEM,
chopMyITUPOBATH TJIABHYIO UCK0, KPATKO TIepeaTh OCHOBHOE COJICp)KaHUE TEKCTA).

4. CocTaBUTb AEIOBOE MUCbMO HA aHIIMMCKOM s3bIKe 00beMoM 710 600 3HAKOB, BbIpa)karollee yKa3aHHbIE
KOMMYHUKATHBHBIC HAMEPCHUS U ITPCAHAZHAUCHHOC KOHKPETHOMY aJipecary (BpeM}I HamucaHus — 15 MI/IH)
Tembl AJIA MOHOJIOTHYECKHUX BBICKA3bIBAHUH U 6ecezu,1 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

© o N o gk~ wDhPE

Cross cultural communication

. Presentations

N
O

. Negotiations

12. Advertising and branding
13. Corporate ethics

14. Qualities of leadership.
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OL[GHO‘-IHBIG cpeacrtBa sl HMHBAJIMAOB W JIMII C OrPpaHUYCHHBIMHU BO3MOKHOCTAMH 3J0pPOBbA
BBIOMPAIOTCS C YUETOM MX MHAWBUAYAIBHBIX MICUXO(U3NIECKUX OCOOCHHOCTEH.

— IpU HEOOXOAMMOCTH MHBAIMJIAM M JIMLAM C OrPAaHUYEHHBIMH BO3MOYKHOCTSIMH 3[0POBbS
IIPEIOCTABIIACTCS AOMOJHUTENBHOE BPEMs JUIsl IOATOTOBKHU OTBETA HA DK3aMEHE;

— IIpU NPOBEACHUU IPOLENYpPhl OLEHUBAHUS PE3YJIbTATOB OOYyUEHUS HWHBAJIMAOB U JMI[ C
OrpaHUYCHHBIMH BO3MOKHOCTAMMU 300POBbA NPCAYCMATPUBACTCA HCIIOJIb30BAHHUEC TCXHHUYCCKUX CPCACTB,
HEOOXOAUMBIX UM B CBSI3U C UX MHAMBHIyalbHBIMH OCOOEHHOCTSIMU;

— IpU HEoOXOAMMOCTH Al OOy4aroIIMXCsl C OrPaHUYEHHBIMM BO3MOXKHOCTSMH 3]I0POBbSI U
HHBAJIMJO0B IIpoucaypa OLUCHHBAHUA PC3YJIbTATOB 06yquH51 o JUCHUIINIMHE MOXCET IIPOBOIUTHLCA B
HECKOJIBKO JTaIloB.

[Iponienypa olLieHUBaHMUS pE3yJNbTATOB OOYYEHHS MHBAJIMJIOB M JMII C OrPAaHUYEHHBIMHU
BO3MOKHOCTSIMH 3[JOPOBbS 110 JUCHUIUIMHE (MOJYIIO0) IpeAyCMaTpUBaeT MpeloCcTaBIeHne NHPOPMaLU B
dbopmax, aTanTUPOBaHHBIX K OTPAHUYCHUSM UX 3A0POBbS M BOCHIPUATHS WH(OPMAIIHH:

[ an ¢ HapyIeHUsAMY 3pEHUS:

— B I1€4aTHOM (hopMe yBEITMUYEHHBIM HIPUPTOM,

— B (popMe 3JIEKTPOHHOIO IOKYMEHTA.

JIns AL ¢ HapyIeHUsAMHU CIlyXa:

— B miedaTHoi opme,

— B (popMe 3IIEKTPOHHOTO IOKYMEHTA.

st L ¢ HapyleHUssMH OIIOPHO-ABUIaTEIbHOIO anapara:

— B IIe4aTHOU (opme,

- B (pOpMeE 3JEKTPOHHOTO IOKYMEHTA.

5. IlepeyeHb OCHOBHOI M 1O0NIOJHUTEJIbHON Y4eOHOM JIUTEPATYPbl, HEO0OXOAMMOM /151 OCBOCHHS
AUCHUILIMHBI « AHOCTpaHHBIN A3BIK B Ipo(eccHoHaIbLHOM chepe»

5.1. OcHoBHas IMTEpaTypa:
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 OCBOCHU NUCHUILIMHBI MHBAJIMJIAMHA U JIMHAMU C OTPaHUYCHHBIMH BO3MOXKHOCTAIMU 310POBbS
HMCIOTCS U3JaHHA B 9JICKTPOHHOM BHU/IC.

5.2. JlonotHUTEILHASI JIUTEpATypa:
1. CagenneBa O. I'., Bonommna K.C., Mosenko O. U. Business English for Everyone. — Kpacuonap: 13a-

Bo Ky6I'Y, 2015. - 75 C.
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2. Tomalin Berry. Key Business Skills. College English for Business. Oxford: Collins Cobuild, 2012. —
144 pp.
3. Paul Emmerson. Business Vocabulary Builder. Oxford: Macmillan Publishers Limited, 2010. — 176 pp.

5.3. lepuoanyeckue U3IaAHUA:
T"azeTsrl:

1. The Financial Times
2. The Times

3. The Guardian
Kypnaunst:

1. Current Sociology
2. The Economist

3. Business and Society Review

5. Ilepeyenb pecypcoB HH(POPMALMOHHO-TEJIEKOMMYHUKAIMOHHOM ceTH « UHTEepHETY,

HEO00XO0AMMBIX JJI OCBOCHHS JUCIUIINHDI

. www.englishclub.com

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

. www.tefl.net

o OB oW N

. 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. Meroanuyeckue yKa3aHus 1Jis1 00y4aroIMXcs M0 0CBOEHUIO U CHUIIUHBI « MHOCTpaHHBIH

A3BIK B IPO(eCCHOHANBLHOM cepe»
Jns ycnenmrHoro OBJAAEHUs] NUCHUIIIMHONW «HOCTpaHHBIA S3BIK» CTYIEHT JIOJDKEH PEryJIsipHO

pabortathk ¢ nuTeparyporl u MHTepHET—-pecypcaMu, yKa3aHHBIMH B pabouell mporpamMme, W BBITOJIHATH

MCTOAUYCCKUC PCKOMCHAAIINHU, COOTBCTCTBYIOIIUC pA3JIMYHBIM BUJIaM 3aJaHU.
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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/

OtpaboTka (OHETUYECKOTO MaTephalia OCYIIECTBISACTCS C 00s3aTeNbHBIM HCIOIh30BAaHHEM
IpUIaraeMeIX K yueOHOMY IOCOOHIO ayAnOMaTePHAaJIOB.

IIpu pabore ¢ rpamMMaTU4eCKMMU SIBICHUSAMHU CTYJIEHTaM HEOOXOAMMO IpPOaHAIU3UPOBAThH
M3y4yaeMoe IpaMMaTHYeCKOe SIBJICHHE M BBINOJIHUTH YIPaXXHEHUs M3 ydeOHOro mocoOust nubo padoueit
TETpau.

B cimyyae caMOCTOSATENBHOTO CO3/1aHHUsI HOBOTO (popMaTa MUCHMEHHOM pabOTHI CTYIEHTHI JOJKHBI
CHayaJla O3HaKOMUTBHCS C OCOOECHHOCTSAMH JAHHOTO IMCbMEHHOI'O JKaHpa, BBINOJHUTH IpeiaracMble
YIPaXXHEHUS U JIMLIb 3aT€M CO3/1aBaTh aBTOPCKYIO pabOTy IO MpeajgaraeMoMy B y4eOHOM ITOCOOMM HIIU
paboueii TeTpaau oOpasiry.

[Ipu paboTe ¢ WMHOSA3BIYHBIMM TEKCTaMH HEOOXOJMMO BBIIUCHIBATH HOBBIE CIIOBA B OT/AEIbHBIN
CJIOBaph, COCTABIIATh JUArpaMMbl U JIEKCHYECKHUE KapThl CAMOCTOATENBHO U 10 00pas3ily, COCTaBUTh CIIUCOK
KJIIOYEBBIX BBIP)XKEHUH, 1aTh KPaTKOE U3JI0KEHUE TEKCTA.

[Ipu nepeBoie TeEKCTa MpeiaraéM UCI0JIb30BaTh CIEAYIOIIMM aJrOpUTM:

1 [IpounTaiiTe TEKCT C LIEJIBI0 IOHUMAHUS €0 OCHOBHOT'O COJAEP/KAHMSL.

2 Omnpenenure ero kaHp Wi GYHKIHUOHAIBHBIN CTHIIB.

3 Omnpenenute BO3MOXHbBIE TPYAHOCTH NIEPEBOJIA.

4. Onpenenure eAMHULIBI IEPEBO/A.

S) BelnonHuTe 4€pHOBOI EPEBOL.

6 OcTaBbTe MepeBo;] Ha HEKOTOPOE BPeMsl C TeM, UTOOBI OTPEITaKTUPOBATh €ro MO3THEE.

7. Otpenaktupyiite mepeBoj: yOeauTech B TOYHOCTH MEpeBOJla U OTCYTCTBHM OIEYATOK,
opdorpapuyeckux U rpaMMaTUUECKUX OIINOOK.

B xone camocTosTenbHONU pabOThl MO TEME, CTYJAEHTHI JOJKHBI IPOYUTATh MaTepual, YKa3aHHBIN B
PEKOMEHI0BAaHHOM JINTEPATypE U AATh KPAaTKOE MU3JI0KEHNUE OCHOBHBIX MEH TEKCTA HA aHIJINHCKOM SI3BIKE,
YMETb 33/1aTh HECKOJIBKO (5 — 7) BOIIPOCOB HA aHTJIMHCKOM SI3bIKE.

B ocBoeHMM AMCUMIIIMHBI MHBAJIUAAMU MU JIMLAMU C OTPAaHUYEHHBIMH BO3MOYKHOCTSMH 30POBbS
OoJNbIIOC 3HAYEHHE HWMEET WHIMBUIyalbHas y4deOHas pabora (KOHCYJIbTAIMH) — JIOTIOJHHUTEIHLHOE
pazpsicHeHHE y4eOHOro Marepuaia.

WNuauBuyanbHble KOHCYIBTALUMU 10 MPEAMETY SBISIOTCS BaKHBIM (DaKTOPOM, CHOCOOCTBYIOLIUM
WHIMBUYAIN3aluU OOY4YEHUS] U YCTAaHOBJIEHUIO BOCIHUTATEIBHOTO KOHTAKTa MEXIY MperojaBaTesieM U

o6yqa}omnMcs{ HWHBaJIWJAOM WJIA JTUILOM C OTPaAaHUYCHHBIMHU BO3MOXKHOCTAMHA 310POBbA.

8. Ilepeyenr WHGOPMANMOHHBIX  TEXHOJOTHiH, WCHOJAb3yeMBbIX THPH  OCYIIECTBJIEHUHU

00pa30BaTeJIbLHOIO NMPOLECcca MO IUCHUIINHE «/[e/10BOM NHOCTPAHHBINA A3BIK»
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8.1.

IlepeyeHb HE0OXOAUMOTI0 MPOTrPAMMHOTI0 O0ecTeYeHust

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

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 IlepeyeHb He0OXOAMMBIX HHPOPMALMOHHBIX CIIPABOYHBIX CHCTEM

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

www.lingvo-online.ru

o &~ w DN

Howjsay.org

9. MaTepl/IaJII)HO-TeXHI/I‘IeCKaﬂ 6333, Heo0XoauMas 1 OCYHIECTBJICHUA 06pa30BaTeJ’lLHOFO

npouecca mo IMCUUIIJINHE

10.

AynmnoBusyanbHbie cpencTta ooydenus: CD,
DVD, marautodonsl, BUA€0 MarHuToQoH,
CIIyTHUKOBOE TEJICBUICHHE

Hcnone3yrores uis peann3anuy IpUHIUIA
HaIJISIIHOCTH, BOCIIOJIHAIOT OTCYTCTBUE
SI3bIKOBOM CpPEJIbl, OBBIIIAIOT MOTHUBALMIO.
Hcnonw3yrores 115 pa3BUTHS HABBIKOB
ayJIMpOBaHUsl, TOBOPEHUS, TUCHMA.

IIpoekTop, HOYTOYK

Hcnonbe3yrores 41 JEMOHCTpALMH
Mpe3eHTalHHi, TOITOTOBIEHHBIMU
IIPENOAABaTENIMU U CTYIACHTAMH.
Hcnons3yrores U1 AEMOHCTPaLUN
(UIBMOB.

KoMnbroTepHslii K1acc ¢ BO3MOKHOCTBIO
MOAKIIOUeHUs K ceTu «HTepHEeT»,
MIPOTrpaMMOM YKPAaHHOTO YBEJIIMYEHUS U
00€CTIeYeHHBIH JOCTYNOM B 3JIEKTPOHHYIO
MH(pOPMALIMOHHO-00pa30BaTENbHYIO CPENY
YHUBEPCUTETA

Hcnonb3yercs 1i1st OpraHu3auu
CaMOCTOSITENIbHOM paOOThI CTYIEHTOB, ISt
BBIITOJIHCHUSA pAda HHTCPAKTUBHBIX 3a)1aH1/1171.
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http://www.google.ru/
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