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1. Ilenun u 3a7a4u U3yYeHUs TUCHUTIIMHBI
1.1.Ileap AMCHUNIHHBI

Kypc aucuunnmnel «IHOCTpaHHBIH A3bIK B IPO(GECCHOHATBHOMN chepe» 3aKpeIuIseT yxKe MoIydeHHbIe
paHee 3HaHMS M HABBIKM 10 OCHOBAaM JIEJIONPOU3BOJCTBA U OM3HEC ITHKH, CIIOCOOCTBYET AajbHEHUIIEMY
Pa3BUTHIO HABBIKOB BEJCHHS TEJICPOHHBIX IIEPETOBOPOB, COCTABIICHHUS JICIOBBIX MTUCEM, OTUETOB U PE3IOME,
pa3paboOTKU KOMMEPYECKUX TMPEJIOKCHUM, MOATOTOBKH NPE3CHTAUKA H T.M. BaXHBIM KOMIIOHEHTOM
JAHHOTO Kypca SBISETCS NPAaKTUYECKUH MOAXO0J B OOCYXKIEHUM TEM U PELICHUM CUTyaluH, ¢ KOTOPBIMHU
CTAJIKUBAIOTCS MPEICTABUTEIM PA3IMUHbIX cep Or3Heca B UX NMOBCEIHEBHOM J1E€ATEIIBHOCTH.

Llens Kypca — pa3BUTHE WHOSI3BIYHOM 00IIEH KOMMYHUKATUBHOW U PO ECCHOHATBHON KOMITETCHIINH.
[Ion KOMMYHMKATHMBHOM KOMIIETEHLMEH IIOHUMAETCs YMEHHME COOTHOCHUTH S3BIKOBBIE CPEACTBA C
KOHKPETHBIMU ~cepamMH, CUTyalUsIMH, YCIOBMSIMHU U 3agadyamu  oOmieHus. CoBeplieHCTBOBaHHE
MHOSI3bIYHOM KOMMYHMKAaTUBHOM KOMIIETEHIIMM IIPEATIONAracT AAJbHEMNIIEE PAa3BUTUE PEUYEBBIX, SA3BIKOBBIX,
COLIMOKYJIBTYPHBIX, KOMIICHCATOPHBIX, y4EOHO-TIO3HABATENbHbIX M NPO(PECCHOHAIBHO OPUEHTHPOBAHHBIX
YMCHHH.

PeyeBas xoMIETEHLMSI — COBEPIICHCTBOBAHME KOMMYHUKATHUBHBIX YMEHHH B YETHIPEX OCHOBHBIX
BUJIAX PEUEBOil NeATEIbHOCTH (TOBOPEHUH, ayAUPOBAHUY, YTEHUU U TUCHME).

S3pIKOBas KOMIETEHIMSI — CUCTeMaTH3alusl paHee MPUOOPETEHHBIX YMEHHM B oOnactu (hoHEeTHKH,
JIEKCUKH, TpaMMaTHKH{; OBJAJCHHE HOBBIMH YMEHHUSMU TIpU OINEPUPOBAHUM HOBBIMU SI3BIKOBBIMH
CpeACTBaMU B KOMMYHUKATUBHBIX LIE€ISX B COOTBETCTBHU C OTOOPaHHBIMU TeMaMH U cepamMu OOLICHHUS.

ConMokynbTypHass KOMIETEHIUS — yBEIMUYeHHE Oo0beMa 3HaHUIl O COLMOKYIBTYpPHOH crenuduke
CTpaHbl U3y4aeMOro 53bIKa, COBEPIICHCTBOBAHUE YMEHUN CTPOUTH CBOE PEUEBOE M HEPEUEBOE IOBEJICHHE
aZIeKBaTHO A3ToM crnenuduke, GOPMUPOBAHHE YMEHUM BBIJIETATH 00IIee W CIEHU(PUIECKOE B KYIbType
POJHOM CTpaHbl U CTPaHbl U3y4aeMOTO SI3bIKA.

KomneHncaTopHasi KOMIIETeHIIUsI — pa3BUTHE YMEHUS BBIXOAUTH U3 MOJOXKEHUS B YCIOBUAX JIepHUIIMTA
SI3BIKOBBIX CPEJICTB MPH MOJIYUYEHUH U Tiepeiade NHOSA3BIYHON HH(OPMAIIHH.

VY4eOHo-1I03HaBaTeIbHAsT KOMIIETEHIMSI — pa3BUTHE OOIIMX U CIEUUATbHBIX YYEOHBIX YMEHH,
MO3BOJIIOIIMX COBEPIIEHCTBOBATh YYEOHYIO JESITENbHOCTh IO OBJIAJEHUI0O HMHOCTPAHHBIM SI3BIKOM,
YJIOBJIETBOPSTH C €0 MOMOIIIBIO T03HABATEIbHBIE HHTEPECH! B IPYTUX 00JACTIX 3HAHUM.

[TpodeccnonanbHO OPUEHTUPOBAHHAS WHOSA3BIYHAS KOMMYHHKATHBHAs KOMIIETEHIMS — pPa3BHUTHE
YMEHHMM yCTHOM M MUChMEHHOW KOMMYHHUKALMU B cdepe crennaan3aluy; pa3BUTHe YMEHUI OnepupoBaHus
C MHOSI3BIYHBIM TEPMUHOJIOTHYECKUM KOPIIYCOM B paMKax CIIEIMAIIBHOCTH.

Hapsany ¢ nmpakTuyeckoit 1eipio — 00yueHueM OOIIEHUI0 — JaHHBI Kypc CTaBUT 0Opa3oBaTeibHbIE U

BOCIIUTATCIIBHBIC LICIIN. I[OCTI/I)KGHI/IC 06pa3OBaT€J'H>HbIX ueneﬁ OCYIICCTBJIAACTCA B ACIICKTC T'YMaHU3alluU U



IYMaHUTAapU3alUuU TEXHUUECKOTO U €CTECTBEHHOHAYYHOI0 00pa30BaHMs U 03HAYaeT pacIIUpeHHue Kpyro3opa
MarTChbpaHTOB, MOBBIIICHUE YPOBHS MX OOIIEH KyJIbTYphl U 00pa30BaHUs, a TAaKXKe KYJIbTYPHl MBIIUICHUS,
oOmenns u peud. BocnuraTenbHbI MOTeHIMAN npeaMera «MHOCTpaHHBIA SA3bIK B HpodeccHOHaTbHON
cdepe» peanusyercst myreM (OPMHUPOBAHMS YBAXHTEIHHOI'O OTHOIICHHS K JYXOBHBIM IIEHHOCTSIM JIPYTHX
CTpaH ¥ HapOJIOB.

Taxum 0O6pa3zom, 0OyueHHe HHOCTPAHHOMY SI3bIKY B IPO(ECCHOHATIBHOM chepe HOCUT MHOToLeIeBOoii
XapakTep U HalpaBJICHO:

— Ha TNpHOOpPETeHHE MArTCTpaHTaMH  HWHOS3BIYHOM KOMMYHHMKATHBHOM  KOMIICTEHIIMH B
po¢eCCHOHATFHOM M MEKIMYHOCTHOM OOIICHUH;

— TOJy4eHHE OOWEKYIbTYPHBIX M KYJIbTYPHO-CICIU(PHUECKUX 3HAHUK [uia OoJjiee yCIHENIHOM
COIMAIM3aLUH B TIOJIHUKYJIBTYPHOM, TOJMKOH(PECCHOHATBHOM OOIIIECTBE;

— pacuMpeHue Kpyrosopa, IMOBBIIMICHHE OOIIEH KyJIbTYPhl MBIIUICHUS, OOIICHHUS M PEYH B acIeKTe
YBKUTEIFHOTO OTHOIICHHS K yXOBHBIM IIEHHOCTSIM JAPYT'HX CTPaH U HAPOJIOB;

— YIIOBIICTBOPEHHE II03HABATEIbHBIX HMHTEPECOB OOYYAIOMIMXCS TP HW3YYEHHH CIIEHUAIbHON
JUTEPATyphl Ha AaHTJIIMHCKOM SI3bIKE ¥ TBOPYECKOM OCMBICIICHUH 3apyOE€KHOTO OIbITa B MPOGMIUPYIOLIEH 1
CMEXHBIX 00J1acTsIX HAYKH U TEXHUKU;

— pa3BHTHE HAaBBIKOB CAaMOCTOSITENIHOW pabOThl MAarMCTPaHOTOB W CTHUMYJIHMPOBAaHUE CTPEMIICHHS
CaMOCTOSITENIFHO Y HETIPEPBIBHO MOBBIIIATH YPOBEHB S3BIKOBOM M PEYEBON KOMITETEHIINH;

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

1.2. 3agaun AMCOUILIAHBI

[To3HaBaTenbHBI KOMIIOHEHT:
— (hopMHUpOBaHKE 3HAHUN 00 OCOOCHHOCTAX JIEJIOBOTO ATUKETA B CTPAHE N3Y4aeMOTO SI3bIKa;
— pacuiupeHue 3HAHUW O JIGKCUYECKUX M CTHIMCTHYECKUX OCOOCHHOCTSX AaHTJIMICKOTO S3bIKa,
HCIIONIE3YEMOTr0 B MpodeccruoHabHOM cdepe.
[IpakTHuecKuii KOMIIOHEHT:
- (QopmMupoBaHHE KOMMYHHKATUBHOW KOMIETCHIMM, MpeArnojaraonmel (yHKIMOHATBEHOE
UCTIOJIb30BaHNE aHTIIMICKOTO SI3bIKa B PO eCCHOHATbHOU cdepe;
— pa3BUTHE CIIOCOOHOCTH MOHUMATh U TIOPOKIATh MHOS3BIYHBIN TUCKYPC C YIETOM OM3HEC-ITHKH;
— CTUMYJIMPOBAHHE CAMOCTOSATEIBHOW NEATETLHOCTH C IENbI0 PaCIIMPUTh COOCTBEHHYIO KapTHHY
MUpa;

— Pa3BUTHC YMCHUSA OPUCHTUPOBATLCA B MEIUNHBIX UCTOYHUKAX I/IH(I)OpMaI_II/II/I;



— pa3BuUTHE CHOCOOHOCTH IUJTAHMPOBaTh LEJNH, XOJI M pPe3ylbTaThl 00pa3oBaTelbHOH U
HCCIIE0BATEIbCKOM IEATENbHOCTH;
— pa3BUTHE CLIOCOOHOCTH U30€KaTh HEJONOHUMAHUS, IPEO0JIeTh KOMMYHUKATUBHBIN Oapbep 3a cyer

HCII0JIB30BaHUA U3BECTHBIX PEUYCBLIX U METAA3BIKOBLIX CPCACTB.

1.3. MecTo THCHMILINHBI B CTPYKTYpe 00pa30BaTeIbHON MPOrpaMMbl

Juctunmmaa «VHOCTpaHHBIA s3bIK B TIpodeccHoHabHON cdepe» oOoTHocuTes K brioky 1,
BapUaTUBHOW 4acTH, ()aKyIbTaTUBHBIM JIUCHIUTLIMHAM I10 HarpasjieHuto moarotoBku 38.03.08. «®uHaHCH 1
KpeauT». M3ydeHne HWHOCTPAHHOTO s3bIKa B NPOPECCHOHATBHOH cdepe B Marucrparype SBISETCS
COCTaBHOM YacThIO TOJTOTOBKU CIICIUAIMCTOB, KOTOPBIC JOJDKHBI JOCTHYL YPOBHS IMPAKTUICCKOTO
BJIQ/ICHUS MHOCTPAHHBIM SI3IKOM, TIO3BOJISIONIETO UM pellaTh pa3jiMyHbIe BOMPOCHI AETIOBOIO XapakTepa B
npodecCuOHaNbHOM U HAYYHOU JeSITeIbHOCTH.

[To okoHyanmm Kypca OOy4YeHHS MarucTpbl JOJDKHBI BJIQJIETh JICKCUYECKOW, TpPaMMaTHYECKOH U
CTHJINCTUYCCKOW HOpPMaMy WHOCTPAHHOTO $3bIKAa B TIPEIENIax MPOTPAMMHBIX TPEOOBAHWW W MPABUIHHO
UCIIONIb30BaTh UX MPH PELICHUH BOMPOCOB ACNOBOM KOMMYHUKAIMK B (OpME YCTHOIO M MUCHBMEHHOTO
o011eHus.

1.4. TlepeyeHb IUIAHMPYEMBIX pe3yJbTATOB 00y4yeHus no gucuuniaune ®T/.B.01
«HOCTpaHHBIH SI3BIK B NPO(ecCHOHAILHOI c(epe», COOTHECEHHBIX € IJIAHUPYEMbIMHU pe3yJIbTaTAMHU
OCBOCHMSA 00Pa30BATEJIbHOI NPOrPAMMBI

N3ydenue nanHoOM y4eOHOM AMCUIUITIIMHBI HAIIpaBJIeHO HAa (OPMUPOBAHKE Y OOYUAOIIUXCSl CIETYIOIINX

komnerennuii: OIIK-1, TTK-21.

1200 (S B pesynbrare nzyuenust yueOHON AUCLIUIIIINHBI
Ne KC Conepxanue o0yyJaroImuecst ToJHKHBI
ILIT | KOMIE | KOMIIETECHIHH
TeHIM | (WM e€ yacTH) 3HaTh yMeThb BJIaJIeTh
"
1. | OIIK- | 'oTOBHOCTBIO K - HOPMBI — MOHUMATh — JIEKCUYECKUM
1 KOMMYHHKAIIMH B | TIPOM3HONICHUS, | YCTHYIO MHUHHUMYMOM B
YCTHOU U YTEHUS; (MoHOIIOTHYECKYIO | 0ObeMe He MeHee 3
MACbMEHHOU - OCHOBHBIE u auanorudeckyro) | 000 eaunwmIl, U3 HUX
dbopmax Ha 0COOCHHOCTH peyb Ha TEMBI 1500 —
PYCCKOM U ounmansHo- poeCCHOHATBFHOT | TIPOTYKTHBHO
MHOCTPAaHHBIX JIeI0OBOTO 0 U J€JI0BOTO o0riero u
SI3BIKAX YIS CTHIIS,, OM3HEC - | OOIICHUS; TEPMHUHOJIOTHYECKOT
peleHus 3aaa4 9THKH, IPaBUa | — BECTH JUAJIOT- 0 XapakxTepa;
MpOoECCHOHANIBH | PEYEBOTO Oecemy oO1ero u — TpaMMaTHYECKUMU
Oif JIATENbHOCTH | ITUKETA; po(ECCUOHATIBHOT | CTPYKTypaMH,
2. | IIK- CnocoOHOCTBIO — OCHOBHBIE 0 Xapakxrepa, HEO0OXOTUMBIMHU TSI
21 BBISBIIATH U MIPUEMBI colOuro1ast mpaBmiia | YCTHOHM U
IPOBOJIUTH aHHOTHPOBAHUS | PEUEBOIO ATUKETA; | MMCbMEHHON (opM
UCCIIEIOBaHHE , - IOHUMATh o01IeHus;
aKTyaJbHBIX pedepupoBaHusi | COOOIICHHS - BCEMU BUJIaMU




Nune

B pesynbrare nzyuenus: yueOHON AUCIUIIIMHBI

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

HaY4HBIX U TiepeBoja npo(ECCUOHATIBHOT | YTCHHS

npobiieM B JUTEpaTypsl 0 | O XapakTepa (B OpPUTHHAIILHOM

o0mactu CHEUUATBHOCTA | MOHOJIOTUYECKOMH JTUTEPATYPHI:

(hUHAHCOB U dhopme u B X071 a)

Kpenura Janora), 03HAKOMUTEIbHBIM
OTHOCSIIIETOCS K YTEHHUEM;
cdepe u 0) U3yyaromum
CUTYaIUsIM YTEHHEM, B TOM
JIeTTI0OBOTO YHCIIe TUTEePATyPHhI
oOLIeHMS; 0 CIEIUATBHOCTH
- y4acTBOBAaTh B (0630poB,
nuanore (Obecene), | TEXHUYECKOU
BBIPAXKATh JIOKyMEHTAIUH,
orpezeNeHHbIe OTHCaHue
KOMMYHHKATHBHBIC | 3KCTICPUMEHTOB,
HaMepeHus (3arpoc | crpaBOYHbIE

/ coobienne
nHpopManuu,
BBISICHCHHE MHCHUS
coOeceHUKa,
BBIpKCHHE
COOCTBEHHOTO
MHEHHUS TI0 TTIOBOTY
MOJIyYEHHOMN
nHpopmanuu,
BBIpQKEHHE
onoopenus /
HEJIOBOJIbCTBA,
YKJIOHCHHUS OT
OTBETA)

10coOusl, Hay4HbIe
CTaThH) U JEJIOBOM
KOPPECITOH ICHIINH;
- OCHOBHBIMU
HaBBLIKAMH IUCHMa,
HEOOXOIUMBIMH TSI
BEJICHUS JICIIOBOI
HIEPETICKH,
COCTaBJIEHHS
pe3tome, OTYETOB

2. CTpyKTypa M colepKaHue THCHHIIHHBI
2.1 Pacnpenesienre TPyA0EéMKOCTH AUCUMIIMHBI IO BUAaM padoT

OO0mmast Tpy10eMKOCTh JUCIUATUIMHBI COCTaBIISCT 2

BuUaaMm pa60T IMPpEaACTaBJICHO B Ta6J'II/II_Ie.

3a4eTHBIC SJMHMIIBI /2 Jaca, UX pacipeJieiiCHHe 110

Bun yue6HO# paboThI Bcero CemecTpbl
4acoB 5
KonrtakTHas paGoTa, B TOM 4ncJe:
AyIuTOpHBIE 3aHATHS (BCEro) 24 24
3aHATHS JIEKIIMOHHOIO THIIA
JlaGopaTopHble 3aHATHS 24 24




3aHATUS CEMUHAPCKOro TUIA (CEMHUHAPBI,
IIPAKTUYECKHE 3aHSTHSI)

HNuas koHTaKkTHas padora:

Kontpons camocrositensHoi paboTsl (KCP)

ITpomexxyrounas arrecranus (MKP) 0,2 0,2
CamocrosiTeJibHasi paboTa, B TOM YHCJIe: 47,8 47,8
Kypcosast pabota
[IpopaboTka yueOHOTO (TEOPETHIECKOT0) MaTepuaa 14 14
BrinonHenue WHIMBUYaIbHBIX 33aHU (TIOITOTOBKA 20 20
COOOIICHUH, TPEe3EHTAIUI )
[TonroToBka K TEKynemMy KOHTPOJIIO 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:

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

No KonnuecTBo yacos
N AynuropHas CamocTosTenbHas
pa3n| HaumenoBanue pas3znenos (Tem)
o 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 3aHsATHSA CEMHUHAPCKOI0 TUIIA
3aHATHS CEMUHAPCKOTO THIIA — HE TTPETyCMOTPEHBI.
2.3.3 JIaGopaTopHbIe 3aHATHS
No Hamveroanme HaumenoBanne nabopatopHbIx padboT opwma Teky1uero
pasnena (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.

OpoHTaNBHBIN OIPOC,
MPOBEPKA JTOMAIITHETO
3aJlaHusl, CIIOBapHBIi
JIUKTAHT, HAITMCAHUE
€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.

OpoHTaIBHBINA OMPOC,
IIPOBEPKA JOMAIIHETO
3aJlaHusl, CIIOBapHbII
JUKTAHT, HalMCAaHUE
COO0O0IIIeHus, TPOBEPKa
MUCHMEHHBIX padoT.

Travel Speaking: Talk about your travel experiences. @dpoHTaNBHBINA OIIPOC,
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. ®dpoHTaNBHBINA OIIPOC,
Vocabulary: Brand management. IPOBEPKa JJOMAIITHETO
Grammar: Present Simple and Present Continuous. |3aganusi, cioBapHSbIii
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 |®ponTanbHbIi OIpoC,
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. ®dpoHTaIBHBINA OTPOC,
Vocabulary: Words and expressions for talking  [mpoBepka gomarisero
about advertising. 3aJlaHusl, CIIOBapHBIi
Grammar: Articles. JTUKTaHT, MPOBEPKa
Reading: A new kind of campaign. Listening: An |muchbMeHHBIX 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 ®poHTaNIBHBINA 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 ®dpoHTaNBHBINA OIPOC,
Markets international markets. IpOBEPKa JOMAIIHETO
Vocabulary: Expressions for talking about free 3aJlaHusl, 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. |®poHTanbHbBIi 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 IlepeyeHb y4eOHO-METOANYECKOI0 00eCIeYeHUsI I CAMOCTOAATEIbHONH padoThl 00y4aromuxcs 1mo
AMCUMILINHE «/[eJI0BOM HHOCTPAHHBIH SA3BIK)

[TepedyeHn yueOHO-METOIUIECKOTO 00€CTIEUeHUS TUCIUTIITUHBI 110

HaunmenoBanue N
Ne BBITIOJTHEHUIO CAMOCTOSTEIHHOU PabOThI
paszzena (Tembl)
1 2 3
1 Organisation 1. Meronuyeckue yka3zaHUs [0 OPTaHHU3AIMH CAMOCTOSTETbHOU paboOThI MO

mucturmuHe  «MHOCTpaHHBIN  sI3bIK B npodecCuoHaNbHOU  cepey,
yTBEp)KJCHHbIE KadeApoil aHIIMICKOro s3blka B MpOodecCHOHATbHON
ctepe, mpotokost Ne 10 ot 02 urons 2017r.

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

3. Market Leader Intermediate. 3rd Edition: Teacher’s Resource Book// Bill
Mascull. - [Harlow, Essex (U.K.)]: [Longman/Pearson Education], 2010. —
215 pp.
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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 MaTepHajabl IS CAMOCTOSTENbHOW paboThl OOy4aroImuXcs U3 YHUcla
VHBAJIHMIOB W JIMI C OTPAaHMYCHHBIMH BO3MOXHOCTAMH 310poBbsi (OB3) mpenocrasmisirorcss B opmax,
alalTHPOBAHHBIX K OTPAaHMYCHUSAM HX 3[J0POBBS U BOCHPUATHS HH(OPMALIUH:

JUist T ¢ HApyIICHUSIMH 3PEHHSL:

—B TEYaTHOM (popMe yBeTHMUEHHBIM HIPUDTOM,

— B (hopMe IIEKTPOHHOTO JOKYMEHTA,

— B ¢popme ayaunodaiina;

JIist AL ¢ HapyIeHUsMU CIIyXa:

— B mieyaTHOU hopme,

— B (hopMe 2IEKTPOHHOTO TOKYMEHTA.

JInst L ¢ HapyHIISHUSIMH OTTIOPHO-/IBUTATEIILHOTO anIapara:

— B IIeYaTHOM ¢opme,

— B (popMe 2IIEKTPOHHOTO TOKYMEHTA,

— B popMme ayauodaiina.

4. Oo6pa3oBaTe/ibHbI€ TEXHOJIOTHHU

Crneun¢uka AUCHMIUIMHBI TIpEIyCMAaTpUBAaeT WCKIIOUYHATENBHO TNpaKTHYeCKue 3aHsAThs. [lpu
OCBOCHHMH JIHCIHUIUTUHBI HCIONB3YIOTCS 00pa3oBaTEIbHBIE TEXHOJOTUH, MPEINOIaraoliie aKTUBHBIC H
WHTEPaKTHBHBIE (OPMBI IPOBEICHUS 3aHATHIA, 2 UMEHHO: POJIeBasi UTPa, MPE3eHTAINs, MO3TOBON MITYpM Ha
HayaJbHOM CTaIuM BBEICHHS TEMBI, IEIOBas UTrpa Ha 3aKITIOYUTENBHBIX CTYIEHSX OCBOCHUS JHCIUILUIHHBL,
nuckyccus, pabora ¢ HTepHeT nctouHukamu, pedepupoBanue crareif, pabora ¢ DVD-ROM k yueOHoMy
komiuiekcy “Market Leader Intermediate. 3rd Edition: Business English Course Book”. Jlns opranuzanumn
CaMOCTOSTENILHON PabOThI MpeiaraeTcsi akTUBHO MCIONb30BaTh 3amanus u3 Market Leader Intermediate.
3rd Edition: Teacher’s Resource Book, pabory c¢ wucrounukamu B IHTepHeTe Ui TMOATOTOBKU
pedeparuBHbIX 3amaHuid. [l U] C OrpaHMYEHHBIMM BO3MOXKHOCTSIMH 370POBBS HPEIYCMOTpEHa

OpraHu3aIMsl KOHCYJIbTAIMN C UCIIOIBb30BAHUEM JJIEKTPOHHOM MTOYTHI.

5. OueHoYHbIe cpecTBa IS TEKYLIEro KOHTPOJISI yCIIeBaeMOCTH U MIPOMEKYTOYHOM aTTecTaluu
4.1 ®oHJ OLEHOYHBIX CPeJICTB A5 MPOBeIeHNs TeKyllel aTTecTaluu

Texymuii KOHTPOJIb OCYIIECTBIISETCS B XOJ€ y4eOHOro mporecca Ha J1a00paTOpHO-TIPAKTHUECKUX

3aHATUAX, rgi€ OLCHHUBAKOTCA OTBCThI CTYACHTOB, Ka4y€CTBO BBIIIOJIHCHHUA  JOMAIIHUX pa60T,
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WHAMBUAYAIbHBIX 3amaHuii. OH peammsyercs B Qopme (QpoHTambHOrO ompoca/becennpl, TPOBEPKU
BHCAYAUTOPHOT'O YTCHU A, IMCbMCHHBIX pa60T, AUCKYCCHUHU.
TeMbl quCKyCCHit
no qucuunianne « MHoCcTpaHHBbIH A3BIK B MPodeccHoHAIBLHOM cheper
Pa311e.11 1 «Opranmauuﬂ: OCHOBHBIC XaPaAKTEPUCTUKHU U THUIIBI KOMITAaHHU»

Tema muckyccuu: oOCYyIWUTh B TPYIIE OCHOBHBIE BHJIBI OpraHU3aliyd OW3HECa, WX XapaKTePHBIC

YCPTHI, IPEUMYIICCTBA U HEAOCTATKH. 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: «Kaxkue @aKTOpH SABJIAIKOTCA peIIaAtONINMHA
npu npueme Ha paboty?», «Kakue QaxToppl HE YUUTHIBAIOTCS MpPU TPYAOYCTpoMcTBE?». A Takke
BBICKA3aTh CBOC MHCHUEC OTHOCHUTCIIBHO CIICAYIOINUX YTBep)KI[eHHfIZ
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.

Paznea 3 «IlyremecrBue»

Tema AUCKYCCHU! 06cyZ[I/ITB B TPYHIIIC OCHOBHBIC BOIIPOCHI, CBSA3dHHBIC C aBHUAIICPCBO3KAMU H
PasSMEIICHUEM B TOCTUHHUIIAX, paCCMOTPETh MPECUMYIICCTBA 1 HEAOCTATKN JCUHICBBIX U JOPOTrUX aBUAIMHUH.
Crenyroniye BOIpOCkl IOMOT'YT BEICTPOUTD XOJ1 TUCKYCCUH:

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 I'pyIlII€ OCHOBHBLIC BOIIPOCHI CO3AaHHA, IMOAACPKAHHA, 3allUThI U
IMPOJABUIKCHHA 6peH,Z[0B. CJ'IeI[y}OH_[I/IC BOIIPOCHI ITIOMOT'YT BBICTPOUTDL XOJ JUCKYCCUU:
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 «M3mMeHeHus»
Tema nuckyccun: 00CYIUTh B TPYIINE OTHOIIEHHE CTYJEHTOB K IepeMeHaM B paboTe U UX KU3HH, B
O6I_I_ICM. 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'pYIIIIC POJIb PCKIIAMbI B JKU3HU O6H.[CCTB3, BHUJIbI PCKIIaMBbI, CIIOCOOBI

PEKIIaMHUPOBAHU TOBapa, a TaKXKE pa306paTb KOHKPETHBIE PCKIIAMHBIC 00BABICHUS (I/IX CHJIbHBIE U CJ1a0bIe

cTopoHbl). Clieyromue BOIPOCH IOMOTYT BBICTPOUTH XOJ IUCKYCCHUH:

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.

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

Paszpnen 7 «JInpepcrBo»

Tema JAUCKYCCHH: O6CYI[I/ITI) B TPYIII€ OCHOBHBIC KA4YCCTBA XOPOIICTO PYKOBOAUTEIIA, NPHUBECTU

IMPUMCEPLI BBIAAKOIIUXCA JUACPOB B UCTOPHUH, BBIACHUTH, CCTb JIM TCHACPHBIC pPa3JIMuuA B CTUIAX

PYKOBOACTBA. Cﬂez[y}onme BOIIPOCHI TOMOT'YT BBICTPOUTDL X0 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'pYIII€, YTO TAaKO€ Ou3Hec KYJIbTYypa U KaKOBbI CXOJCTBA U Pa3JINYHA

ousHec KYJbTYpP B Pa3HbIX CTpaHaX. I[I/ICKYCCI/IH BBICTPAUBACTCA C IIOMOIIBIO CICAYIOIIHUX 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

Pa3nen 9 «MexayHapoaHbIe PpIHKH

Tema nuckyccun: 06CYAUTH B IPyIIE KaK Pa3BUBAIOTCS HA CETOAHSIIHUN JE€Hb MEKIYHAPOIHbIE

PBIHKU Y KaK OHM BJIMSIOT Ha HAIIly )KU3Hb, HAIIY OPTaHU3alMIO0 U Hally cTpany. Creayromnme BOPOCh

IMOMOT'YT BBICTPOUTH XOJ AUCKYCCHUHU:

1.

o a 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 IMNOHATH, Ha CKOJIBKO PAa3BUT B HUX

COpEeBHOBATENbHBIN yX. Jlanee B Xo/1e TUCKYCCUU 00CYKIAIOTCS CIIEYIOIHE BOIPOCHI:

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 aucuuniauHe «MHoCTpaHHbIN A3BIK B IPO(ecCHOHAILHOM chepe»
Pa3zle.11 1 «Oprannsaunﬂ: OCHOBHBIC XaPaAKTEPUCTUKH U THUIIBI KOMIIAaHUH»

1. Tema ,HCHOBOIZ HUI'PbI: «BCTpeqa PYKOBOAUTEIIA KOMIIAHHUU C ITPEACTABUTCIIAIMU KOJUICKTHBAY.
2. KOHI_ICHLII/I}I HUI'pbL: OPCACTABUTCIIN KOJUJICKTHUBA OPraHU30BaJIl BCTPCUYy C pa60To,uaTeneM, Ha KOTOpOfI
npeajaracTcsa O6CYI[I/ITI) BO3MOXHBIC BAapHAaHTLBI NpeaoCTaBJICHUA  AOIOJHUTCIBHBIX  JIbI'OT TEM
COTPpYAHMKaM, KOTOpBIE IIOKA3aJlM HAWIy4llHEe pe3yibTaThl 3a ONPEICICHHBIM NEPHUOJ TPYAOBOU
ACATCIIBHOCTH.
3. Ponu:
- PYKOBOJIHTENIb KOMIIAHUH,
- IPEACTAaBUTECIN KOJIJICKTHUBA.

4. OxupaeMblil (€) pe3yiabTar (bl): IPUHATHE COOTBETCTBYIOIIETO PEIICHNUS O KaXJIOMY COTPYAHUKY.

WNHcTpyKuuu Uit IpOBEAEHUS POJIEBOM UIPBI HA AHTVIMHCKOM 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
CIEIHAIMCTOM KaJpOBOro areHTcTBa “Omnia”y.

2. KoHmenmus urpsl: COTPYAHHUK OTIEIa KaapoB YHUBEpPMAra 3BOHHT 110 TEICPOHY B KaJIPOBOE areHTCTBO H
o0cCyXJaeT ycloBUs HaliMa Ha paboTy BpEMEHHBIX paOOTHUKOB.

3. Ponu:

- COTPYAHHUK OTJIeNIa KaJpOB YHHBEpMara;

- CHEMAIMCTOM KaJJpOBOr0 areHTcTBa “Omnia”.

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

YHUBCpPMaAr.

WNHcTpyKumu Uit IpOBEAEHUS POJIEBOM UIPBI HA AHTJIMACKOM 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 «®@opMupoBaHne TOProBOro OpeHIa»

1. Tema nenoBoit urpel: «lleperoBopbl MEXIy HCIOIHUTEIBHBIM IUPEKTOPOM OaHKa U PYKOBOJHUTEICM
OTJIeJIa PO3HUYHOTO OAHKOBCKOTO 00CTYKUBAHUS.

2. Kounenuus HWrpsl: HCIOJHUTEIbHBIN JUPEKTOp OaHKa W PYKOBOAUTEIb  OTACIA PO3HUYHOTO
0aHKOBCKOTO OOCITY)KHUBaHHsI OOCYXITAIOT BO3MOXHOCTh 3aKPBITHS YOBITOYHBIX (DUIMATIOB C LENbBIO
COKpAIIIEHUS 3aTpaT U UHBECTUPOBAHUS B JAPYrHue cepsbl.

3. Ponu:

- TJIaBHBIN UCTIOTHUTEIBHBIN TUPEKTOp OaHKa;

- PYKOBOJHUTENb OTJIENIa PO3HUYHOTO OAHKOBCKOTO OOCTYKHBAHUS.

4. OxunaeMblil (€) pe3ynbTaT (bl): JOCTHKEHHE KOHKPETHBIX PEIICHH MO BOPOCY COKpPAIIEHHUs 3aTparT.

WNHcTpyKumu Uit NpOBEAEHUS POJIEBOM UI'PBI HA AHIVIMMCKOM 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”.

Pasznen 10 «KonkypeHuus»

1. Tema nenoBoii urpel: «lleperoBopbl Mexay BIaAeNblEM PO3HHUYHOIO Mara3uHa M NpPEeICTaBUTENEM
KOMITAaHHHU-TIPOU3BOTUTEIIS IAMITYHS JJIs1 )KeHIIHH “Sheen’».

2. KoHuenmuss wurpel: Biajelel] PO3HUYHOIO Mara3uHa W IPEICTaBUTENb KOMIIAHUU-TIPOM3BOAMUTENSL
mamMIyHs JjIs JKeHIMUH “Sheen” 006Cy)Aar0T BO3MOKHOCTh OCYIIECTBIICHUS MTOCTABOK JAHHOTO MIAMITYHS B
MarasuH Ha BBITOAHBIX JUIsl 000MX CTOPOH YCJIOBHUSX.

3. Ponu:

- BJIaJieJIel] PO3HUYHOI'0 Mara3uHa,

- IPEJICTaBUTETh KOMITAHUHU-TIPON3BOIUTENS IIIAMITYHS TSl KeHIIUH “‘Sheen”.
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4. Oxuniaemblii (€) pe3ynbTar (bl): JOCTUKEHUE KOHKPETHBIX PELIEHUI 10 BOIIpOCcaM IOCTaBOK LIaMIIyHs B

MarasmvH.

WNHcTpyKuuu Uit IPOBEAEHUS POJIEBOM UI'PBI HA AHTVIMHCKOM 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 kaHAKMIaTa Ha MOCT YIPABISAIOUIETO ceTH (puTHEC KIyOooB B bpasumum.
[Iponenypa pelieHus KEHCOB:
[TepBblii 3Tanm — 3HAKOMCTBO C CUTYallUE.
Btopoii sTan — BBIIENTEHHE OCHOBHOW MpoOJeMbl, (aKTOPOB M TMEPCOHAINM, KOTOPHIE MOTYT pPeaTbHO
BO3JIEHCTBOBATh Ha CUTYALHIO.
Tperuii 3Taln — IpeanoKeHUe KOHLEIIIUN WIK TEM Ul «MO3TOBOTO IITYpMa.
UYeTBepThIii ATAIl — AHAJIA3 MOCIEACTBUN IPUHATUSA TOTO WM UMHOTO PELICHUS.
[TaThIit STan — perieHue Kelca — MpeyIoKEeHNEe OJHOIO MIM HECKOJIBKUX BapHaHTOB (IIOCIIE0BATEIbHOCTH
JecTBUI), yKa3aHHE Ha BO3MOXXHOE BO3HUKHOBEHHE MpOOJieM, MEXaHH3Mbl WX MPEJOTBpALICHUS H

peueHusl.
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Cumyayus: AmepukaHckas ceth GpuTHeC KiyooB “Fast Fitness” permia pacimpsts CBO cepy BIHSIHUS B
HOxHOU Amepuke U OTKPBITh IIECTh HOBBIX KIyOOB B bpaswimu. OnHako JaHHBIE KIIyObl HE MOJB3YIOTCS
OonbmuM ycriexoM y skureneid T. Can-Ilayny u komMmnanus TeprnuT yOBITKH. UJIEHBI MpaBJICHUS KOMITAHUU
IPOBOJIAT 3acelaHKe, Ha KOTOPOM IPEIAraloTcsl K PACCMOTPEHUIO PE3FOME YEThIPEX OCHOBHBIX KaH]IUIAaTOB
Ha MOCT HOBOTO YIPABISIONIETO ceTh (uTHEC KiryooB B bpasmimu. Obcyaute CUIIbHBIE U ClIa0ble CTOPOHBI
KaXJI0T0 KaHAWJaTa U MPUMUTE OKOHYATEIbHOE pelIeHHe, KOro HaHATh Ha pabory. Hamummure mucbMo c

MPEJIOKEHUEM O TPYAOYCTPOMCTBE BHIOPAHHOMY KaHIUAATY.

NHcTpykuunny Uit IpOBEIEHNs KEMca Ha aHTJINKACKOM SI3bIKE

You are directors of Fast Fitness.

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

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

on who should get the job.

Write a letter offering employment to the successful candidate.

TunoBbie KOHTPOJIbHBIC 3aJaHUA IO TUCHUIIJINHE

«HHOCTpaHHBIH A3BIK B IPO(peccHoHaILHO 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.
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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 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.
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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 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 co00IIEHN I

no qucuunianne « MHoCTpaHHBbIN A3BIK B MpodeccuoHAIBLHOM cheper

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

3. The basic principles of business correspondence

4. Managing telephone calls

5. The ethics of business negotiations

4.2. ®oH/I OLIEHOYHBIX CPE/ICTB VIS MPOBeeHHs POMEKYTOUHOH aTTecTAIUN
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3aueT npeaycMaTpHUBaeT MPOBEPKY KadecTBa 3HAHUM U c(HhOPMUPOBAHHOCTH YMEHHI B 00J1aCTH:
a) YTeHUs (M3Yy4aroUIero U 0O3HAKOMHUTEIBHOT0) CIEIMAILHOTO TEKCTa HA HHOCTPAHHOM SI3BIKE;
0) YCTHO-PEUYEBOTO BHICKA3bIBAHUS:
— MOHOJIOTMYECKOT0 XapaKTepa — MOATrOTOBIEHHAs pedb (COOOIIeHrEe IO TPOYUTAHHOMY B (popme pestome);
— IUAJIOTMYECKOT0 XapaKTepa — HEeMOAr0TOBJICHHAs peyb (becea ¢ SK3aMEeHATOPOM Ha OJIHY M3 U3yYEHHBIX
TEM).
KpoMme Toro, oneHuBaeTcs: CTENEHb YCBOCHHs JIEKCUKO-IPAMMATUYECKUX CTPYKTYp U YMEHHE COCTAaBUTh
JACJIOBOC ITMCHbMO Ha AHTIINHCKOM SI3BIKE B COOTBETCTBHH C HOpMaMH U3y4aCMOTI'O A3bIKa.
TpeOoBanus K 3a4€éTy
1. IMucemennas 3au€tHas pabora. CocTaBUTh aHHOTALIMKM HA PYCCKOM M aHIJIMMCKOM SI3BIKAX K TEKCTaM
BHeayuTopHOro uteHusi. O0BEM TekcToB — 10 000—15 000 meyaTHBIX 3HAKOB.
2. Tect o MpoHIEHHOMY JIEKCUKO-TPAaMMaTHYECKOMY MaTepHay.
3. AynupoBaHue (ABYKpaTHO TMPOCIYIIATh AyTEHTHUYHBIA TEKCT MO OJHOM M3 MPONICHHBIX TEM,
chopMyIMpOBaTh INIABHYIO UJCH0, KPATKO MEpeaTh OCHOBHOE CO/IEP)KaHUE TEKCTA).
4. CocTaBHUTh AEIOBOE MUCHMO HAa AHTIIMHCKOM s3bIKe 00beMoM 10 600 3HAKOB, BhIpaXKaroliee yKa3aHHbIC
KOMMYHUKaTHBHbIE HAMEPEHUS U MPeJHA3HAUCHHOE KOHKPETHOMY ajipecaTy (Bpemsl HarucaHus — 15 MuH).
TeMbl 1J1s1 MOHOJIOTHYECKMX BbICKA3bIBaHMI U Oece/lbl 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 o 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.
OHCHO‘IHI)IG cpeactBa A HMHBAJIMAOB H JIMI C OIpaHUYCHHBIMH BO3MOXHOCTAMH 30POBbBA

BBIOMPAIOTCS C YUETOM MX MHAMBUAYAIBHBIX MICUXO(U3NIECKUX OCOOCHHOCTEH.
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— TpU HEOOXOTUMOCTH HHBAJIHMJIAM M JIMIAM C OrPAHUYCHHBIMH BO3MOXHOCTSIMH 3/10POBbBS
IIPEIOCTABIISAETCS JONOJHUTENBHOE BPEMs JUIsl IOATOTOBKHM OTBETA HA SK3aMEHE;

— IpU MPOBEAECHUH IPOLEAYphl OLIEHUBAHMS pPE3YyIbTaTOB OOYUYCHMs HHBINUIOB M JHMIl C
OTrPaHUYEHHBIMU BO3MOXKHOCTSIMH 3/10pOBBS IIPEIyCMaTPUBACTCS HUCIOJIb30BAHUE TEXHUYECKHX CPEJICTB,
HEOOXO/IMMBIX UM B CBSI3U C X WHAMBHUIYAIbHBIMUA OCOOEHHOCTSIMH;

— Npu HEOOXOJMMOCTH sl OOYyYalomUXCs C OrPAaHHMYEHHBIMH BO3MOKHOCTSIMH 310POBBS U
UHBAJIUJOB IpOLEAypa OLIEHUBAHUS pPE3Yy/IbTaTOB OOYYEHUs IO IUCLUUIUIMHE MOXKET MPOBOAMTHCSA B
HECKOJIbKO JTAIoB.

[Iponienypa oOueHUBaHHUS pe3yabTaToB OOyYeHUS WHBAIMAOB W JIMIl C OTPAaHHMYCHHBIMH
BO3MOXKHOCTSIMHU 3/I0pOBbSl 110 JUCLUIUIMHE (MOJYJII0) NMPEAyCMATPUBAET MPEAOCTaBICHUE UHPOpMAIUU B
dopmax, ajanTUPOBAHHBIX K OTPAHUYECHUSAM UX 370POBbS M BOCIPUATHS HHPOPMALIUU:

Jist I ¢ HapyIeHUsIMU 3pEHMSL:

— B I1€4aTHOW (hopMe YBEIUYCHHBIM HIPUPTOM,

— B (popMe 3JIEKTPOHHOTO IOKYMEHTA.

JUst a1 ¢ HapyLIEHUsIMU CITyXa!

— B IIeYaTHOM opme,

— B (popMe 3JIEKTPOHHOTO IOKYMEHTA.

JUjig au1 ¢ HapyIIeHUsIMU OIIOPHO-JBUTaTEIBHOTO amnmnapara:

— B mieuaTHoi opme,

— B (hopMe 3IEKTPOHHOTO JJOKYMEHTA.

5. IlepeyeHb OCHOBHOI1 ¥ 10NIOJHUTEJIBLHOI y4eOHOM JIMTEPATypbl, HEOOX0AMMON AJI5l 0CBOEHUS
AucHUIIMHbI «THOCTpaHHBIH A3bIK B podeccnoHaNbHOM cdepe»

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 BO3MOKHOCTAMH 310POBLA
HMCIOTCA U3JaHUA B DJICKTPOHHOM BH/IC.

5.2. lonoHUTE/ILHAS JIUTEPATypa:
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. MeToanueckne yKa3aHus 1Jisl 00y4alOMIMXCs M0 OCBOCHHIO AUCHUILIMHBI « MHOCTPaHHBIH

SI3bIK B IPodecCHOHATBHOM ceper

Jlist yCHemHoro OBIaJCHUS AUCHUIUIMHON «HOCTpaHHBIN S3BIK» CTYIEHT JOJKEH pEryIspHO
pabotath ¢ nuTeparypoil m MHTepHET—pecypcamu, yKa3aHHBIMH B pabodell mporpamMme, W BBHIOTHSTH
METOANYCCKHUEC PCKOMCHAANNN, COOTBETCTBYIOIME Pa3JIMYHBIM BUIaM SallaHI/II\/II.

OtpaboTka (HOHETHYECKOTO MaTepuajia OCYIIECTBISAETCS C O00S3aTeNbHBIM  HCIOJIb30BAHHEM

npusaraeMbeix K yueOHOMY IOCOOHIO ayIMOMAaTepHUaoB.
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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/

[Tpu paboTe ¢ rpaMMaTHYECKUMU SIBICHUSAMHU CTYJIEHTaM HEOOXOIMMO MPOaHAIN3UPOBATh U3ydaeMoe
rpaMMaTHYeCcKOe SIBJICHUE U BHIIOJIHUTH YIIPAXKHEHUS U3 Y4eOHOTO mocolus 1mbo paboueit TeTpaiu.

B cnydae caMoCTOSATENbHOIO CO3[aHUSI HOBOro (hopMaTa MUCBMEHHOW pabOThl CTYAECHTHI JOJKHBI
CHayaja O3HAKOMHUTHCS C OCOOCHHOCTSIMHU JaHHOTO NHCbMEHHOIO J>aHpa, BHIIOJHUTH IpeiaracMbie
yIpaKHEHHs] U JIMOIb 3aTEM CO3/aBaTh aBTOPCKYIO paboOTy MO MpeiaraéMoMy B y4eOHOM MOCOOMH WIIU
paboueii TeTpanu oOpasiry.

[Ipu paboTe ¢ WHOS3BIYHBIMM TEKCTaMH HEOOXOIMMO BBIIUCHIBATH HOBBIE CJIOBA B OTHEIbHBIN
CJIOBaph, COCTABIATH TUArPAMMBI U JIEKCUYECKUE KapThl CAMOCTOSITENILHO U 110 00pasily, COCTaBUTh CIIMCOK
KJIIOUEBBIX BBIPAXKEHUM, JaTh KPaTKOE U3JI0KEHUE TEKCTA.

[Tpu nepeBojie TEKCTa MpeAsiaraéM UCI0JIb30BATh CIEIYIOIIUNA alrOpUTM:

1 [TpounTaiiTe TEKCT C 1I€TbI0 MOHUMAHHUS €0 OCHOBHOTO COACPIKAHMSL.

2 Onpezaenute ero xaHp Wi GyHKINOHAIBHBIN CTUIIb.

3 Onpenenure BO3MOXKHbBIE TPYIHOCTH [1EPEBOJIA.

4. Onpenenure eAMHUILIBI IEPEBOIA.

5 BrimonHuTe 4epHOBOM TIEPEBO.

6 OctaBbTe NepeBo/] Ha HEKOTOPOE BpeMs € TeM, UTOObI OTPEJTaKTUPOBATh €ro MO3JHEeE.

7. OtpenaktupyiTe mepeBoJ: yOenuTrecb B TOYHOCTH IIEpEeBOJa U OTCYTCTBUHU OIEYATOK,
opdorpaduyeckux U rpaMMaTUYECKUX OIITHOOK.

B xone camoctosTensHON pabOTHI MO T€Me, CTYIEHTHI JOJKHBI MPOYUTATh MaTepHall, YKa3aHHBIA B
PEKOMEHI0BAaHHOW JINTEPATYpE U 1aTh KPATKOE U3JI0KEHUE OCHOBHBIX MIEH TEKCTa HA aHTJIUICKOM A3BIKE,
YMETh 33J1aTh HECKOJIBKO (5 — 7) BOMPOCOB HA aHTJIUHCKOM SI3BIKE.

B ocBoeHMM IUCHUIUIMHBI WHBAJIWJAMHU M JIMIAMH C OTPAHUYEHHBIMH BO3MOXKHOCTSMH 37J0POBbS
OonbllIOE 3HAUCHHE HWMEET HHAMWBUIyallbHas ydueOHas pabora (KOHCYIbTAllMM) — JOMOIHHUTEIBHOE
pa3bsCHEHHe yueOHOro MaTepuaia.

WNunuBuayanbHble KOHCYJIBTAIMM IO MPEAMETY SBISIIOTCS BaXHBIM (DAKTOPOM, CIIOCOOCTBYIOIIUM
UHAMBHUAyaIN3allud OOyYeHHUsT M YCTaHOBJIEHHMIO BOCIUTATENIbHOTO KOHTaKTa MEXIYy IpernojaBaTesieM U

06y’—IaIOH_[I/IMC$[ HHBAJIUJOM HJIN JIUIOM C OTpaHUYCHHBIMH BO3MOKHOCTAMU 310POBBA.

8. Ilepeyenb  HMH(POPMALNMOHHBIX  TEXHOJIOTHH, WCHOJAb3yeMbIX TMPH  OCYIIECTBJIEHHHU

00pa3oBaTe/ILHOIO MPoLecca MO JUCHUILIHHE «/(eJI0BOM 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 « yueonuxky 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. MaTepl/IaJII)HO-TeXHI/I‘IeCKaﬂ 6333, HeoO0XoauMas 1 OCYHIECTBJICHUA 06pa30BaTeJ'lI)HOFO

nmpouecca 1mo TMCumMIlInHe

10.

AynuoBusyanbHbie cpencTBa o0yuenus: CD,
DVD, maraurodonsl, BU1€0 MarHuTo(oH,
CIIyTHUKOBOE TEJICBUICHHE

Hcnons3yrores Ui peanu3aiyy NpUHINIA
HaIJIIHOCTH, BOCIIOJIHAOT OTCYTCTBUE
S3BIKOBOM CpPEJIbl, MOBBIIIAIOT MOTHUBALIHIO.
Hcrnons3yroTes Ui pa3sBUTHs HABBIKOB
ayJIMpOBAHUs, TOBOPEHUs, TUCHMA.

[TpoexTop, HOYTOYK

Hcnonb3yrores 1uist AEMOHCTpaluu
MPE3CHTAINM, TOATOTOBICHHBIMU
MPENoiaBaTeNI MU U CTYJEHTaMHU.
Hcnonp3ytorces aJisi AeMOHCTpaluu
(bMIBMOB.

KoMIbroTepHBIi KJ1acc ¢ BO3MOKHOCTBIO
NOAKIIOYeHUs K cetu «HTepHeTy,
IIPOrpamMMOil 3KPaHHOTO YBEJINYEHUS U
00€CIIeYEeHHBIH JOCTYIIOM B JIEKTPOHHYIO
MH(POPMALIMOHHO-00pa30BATENbHYIO CPENY
YHUBEpPCUTETA

Ucnonb3yercs 15t opranu3aiuu
CaMOCTOSITENILHOM pa0dOThI CTYICHTOB, JIJIS
BBITIOJTHCHHUSA psAa HHTCPAKTHBHBIX SaﬂaHHﬁ.

32



http://www.google.ru/
http://www.multitran.ru/
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