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1. Ienau u 3agaum U3yYeHUS TUCHUNIMHBI (MOIYJIS).

1.1. Ieab ocCBOEHUS TUCHHUILIHHBI.

[lepBocTenEeHHON MPAKTHYECKOW LIENbI0 O0y4YEHHs [EJI0BOMY aHIJIMHCKOMY
A3bIKy 110 TPOrpaMME MAarucTparypbl SBIsSeTCd (POPMHUPOBAHUE HMHOA3BIYHON
KOMMYHUKATUBHOM KOMIETEHLIUH JJIsI UCIIOJIB30BAHUSA JIE€JIOBOTO aHIVIMMCKOIO SI3bIKa B
npouecce MNpopecCUOHAIBHON JESITEBHOCTH Kak B POJHOW CTpaHe, Tak U Ha
MEXIYHApOJIHOM YpPOBHE, B IIO3HABATEJIBHOM JEITEIBHOCTH M I MEXJIMYHOCTHOTO
oO01IeHUA.

IleneBast ycTaHOBKa MpOrpaMMbl IpeaycMaTpuBaeT (OPMHUPOBAHUE HaBBIKOB
JICJIOBOTO OOIIEHUSI Ha AaHIJIMMCKOM $3bIKE B IHCbMEHHOM M YCTHOM (opMaTax;
paciMpeHue S3bIKOBOM 0a3bl JUisi OM3HEC-KOMMYHUKAlLIUH; OCBOEHHME KYJIBTYpPHO
3HAYMMBIX MAapaJurM 4Yepe3 HU3YYEHHE JIMHIBUCTUYECKOTO KOMIIOHEHTA JEJI0BOr0
JIUCKypca.

1.2 3apaym AUCHMILIMHBI.

OOyuyeHue nOAYMHEHO OOHIe 3ajgadye MOArOTOBKM Marucrpa-Quiojora u
IpeIyCcMaTpUBaeT pa3BUTHE Yy OOyYalOUMXCAd KOMIETCHIIMHA, HEOOXOAMMBIX IS
BBIMIOJIHEHHUSI KOHKPETHBIX BHUJOB MPO(ECCHOHAIBHOM pPEueBOMl  JEeSATENbHOCTH,
omnpenensieMplx dDenepalbHbBIM TOCYAAPCTBEHHBIM 00pa30BaTENbHBIM  CTaHIAPTOM
BBICILIETO 00pa30BaHMUsL.

['maBHBIME 3a1a4aMU O0YUYCHUS SIBISIFOTCS:

- TO3HAKOMHUTb MAarucTpaHTOB CO CHELMU(PHUKON JeI0OBOM KOMMYHMKAIIMM Ha
MHOCTPaHHOM (aHIJIMICKOM) SI3BIKE;

- TO3HAKOMHUTb MArucCTPaHTOB €  OCOOEHHOCTSMU JIMHIBUCTHYECKOIO
KOMIIOHEHTa JEJIOBOr0 JUCKypca MpHU peai3allid OCHOBHBIX CTPATETrHil MHOS3BIYHOU
JIEJIOBOM KOMMYHHKAIIUH;

- cGopMHpOBaTH CHOCOOHOCTh OCYIIECTBISATH JEJIOBYI0 KOMMYHMKAIMIO Ha
MHOCTPaHHOM $I3bIKE B paMKaXx Mpo(heccrnoHalbHOM AeITeIbHOCTH.

1.3 Mecro aucuMIUIMHBI (MOIYJsl)) B CTPYKType o00Opa3oBaTeibHOM
MPOrpaMMBbl.

Hucrunnaa «JlenoBol WHOCTpaHHBIN SI3bIK  (QHTJIMMCKUI)» OTHOCHUTCS K
06azoBoit uwactu brmoka 1 «/lucumnmuael (Momynu») paboyero ydeOHOTO IUTaHA IO
nporpaMMe  MarucTparypbl, TPEICTaBIsAs COO0OM  00SA3aTENbHYIO  JTUCIUTIIUHY
npoGrIIbHON (DUITOJIOTHH B COBOKYITHOCTH JUCIUIUIMH TYMaHUTAPHOTO ITUKJIA.

JIns u3ydeHus JUCHUUIUIMHBI HEOOXOJMMBbI 3HAHMS, YMEHUS M KOMIIETEHIIUH,
MOJTyYEHHbIE OO0YUYAIOIIUMUCS TPU U3YYEHUU TUCIUIUIMH, COCTABJSIOMMX (PYyHIAMEHT
dbunonorunyeckoro oopazoBaHus, 3ajJ0keHHOTO B OakanaBpuare («IIpaktuueckui Kypc
NEPBOT0 MHOCTPAHHOTO s3bIKa», «Jlekcukomnorusy», «Ctunuctuka», «PedepupoBanue
HAay4YHOTO TEeKCTay, « TBOpUECKOE MUCHMOY), a TAKXKE OOIIUX T'yMaHUTAPHBIX JUCITUTIINH
(JIMHTBOCTpaHOBE/ICHUE, JIMHTBOKYJILTYPOJIOTHS, OCHOBBI MEXKKYJIbTYPHOMI
KOMMYHHUKAIIMM, UCTOPUSl CTpaH H3y4aeMbIX S3bIKOB). Kypc ciayxut HeoOXxoaumoi
OCHOBOW I TOCHEAYIOIMIETO W3YyYCeHUs] JUCHUILIUH TpodheCcCHOHATBHOTO IIHKIIA,
JTUCIUTUIMH TI0 BBIOOPY, MPOXOXKACHHS TMPAKTUKH W HAMUCAHUIO MaruCTEPCKOM
JICCEPTALIMH.



1.4  TlepeyeHb NJIAHMPYEMBIX Pe3yJbTATOB O0Y4YeHUS] MO JAUCHUILIAHE

(MOayJII0), COOTHECEHHBIX ¢ IUIAHMPYEeMBIMH  Ppe3yJbTATAMM  OCBOCHHUS
Oﬁpa30BaTeﬂbHOﬁ nporpamMmmal.
N3ydeHune TUCIUTIIIMHBI HAIIPaBJIeHO Ha (POPMHUPOBAHUE CIEAYIOITUX
kommerenmuii: OITK-1
B pesynbrate u3ydeHus: y4eOHON AUCIUATIIMHBI
UHpexc Conepskanue o0yyaromuecs T0JKHbI
KOMIIE | KOMITETCHIUH (MM
TCHIIH €€ JacTH) 3HATH yMeTh BJIA/IETh
u
OIIK-1| Cnocoben 3Haer VYmeer Brnageer
IMPUMCHSITH B MPUHIHAIILI IIOKa3bIBATh CHOCO6HOCTI)IO
npohecCHOoHATBHO aHam3a HaBBIKH aHAIIM3UPOBATH
u JACATCIIBHOCTH, B 3aKOHOMepHOCT HCIIOJIB30BaHU SaKOHOMepHOCT
TOM YUCJIC nu A nu
He[[al"Ol"H‘IeCKOﬁ, HUCITIOJIB30BAHUSA KOMMYHI/IKaTI/IB HUCITOJIB30BaAHUA
IHI/IpOKI/IfI CHCKTp KOMMYHI/IKaTI/IBH HBIX KOMMyHI/IKaTI/IB
KOMMYHUKaTHBHbI BIX CTpaTETUH U CTpaTerui u HBIX
X CTpaTeruii u TaKTHK, TaKTHUK, CTpaTeru u
TAaKTHK, pI/ITOpI/ILIeCKI/IX )51 pI/ITOpI/ILIeCKI/IX TAaKTHK,
PUTOPUYECKHUX U CTUIIMCTHYECKHUX u PUTOPHUYECKUX
CTUJIIMCTUYCCKUX HpI/IeMOB, CTUJIUCTHUYECCK nu
HpI/ICMOB, HpI/IHHTLIX B nux HpI/IeMOB, CTHJIIMCTUYCCKHU
MIPUHATHIX B paSHI:-IX CTHUIIIAX HpI/IHFITLIX B X HpHeMOB,
pa3HI)IX C(bean KOMMyHI/IKaHI/II/I pa3HI)IX CTUJIAX HpI/IHSIT])IX
KOMMYHUKAIIUA KOMMYHUKaIu B pa3HbIX
nu CTUIIAX
KOMMyHI/IKaHI/I
n
2. CTpykTypa H cojep:KaHue TUCHUTLIUHBI.

2.1 Pacnpenenenue TPyA0€MKOCTH JUCHUIIMHBI 10 BUAaM padoT.
O6m1ast Tpy10EMKOCTh TUCHUILITUHBI cocTaBisieT 3 3ad.ef. (108 uacoB), ux
pacnpeneneHue o BiuaaM padoT MpeACTaBiICHO B TaOIHIIE:

Bun yaeOHo# paboTh Bcero CemecTpsl
4acoB (4acer)

3

KonrakTHas pabdora, B TOM 4yncJe:

AyIuTOpHBIE 3aHATHS (BCEro): 22 22

3aHATHS JICKUMOHHOTO THUIIA

JlaGopaTopHbIe 3aHATUS 22 22

3aHATHUS] CEMUHAPCKOTO TUMA (CEMUHAPHI,

MPAKTUYECKUE 3aHITHS)

Nuas koHTaKkTHAs padora:

Kontpons camoctositensuoi padots (KCP)

[Tpomexytounas artectanus (MKP) 03 |03




CamocrosiTesibHast padoTa, B TOM YHCJI€: 50 50

Kypcosas pabdorta

[TpopaboTka y4eOHOTO0 (TEeOpPETUIECKOTO) 24 24

MaTepuaia

BrinonHeHne MHANBUYyaTbHBIX 3aJaHUN 20 20

(moATrOTOBKA COOOIIECHUM, TTPE3CHTAIMNA)

Pedepar

[TonroroBka K TEKyIIeMy KOHTPOJIIO 6 6

KonTpoJsb:

[ToaroToBKa K 9K3aMeHY 35,7 | 35,7

Oomas qac. 108 | 108

TPYI0EMKOCTh B TOM YHCJI€e 22,3 | 22,3
KOHTAKTHas padora

2.2 CTpyKTypa IMCUMILINHBI:

Pacnipenenenne BunoB yueOHOM pabOThl U UX TPYAOEMKOCTH T10 pa3zesiam
JUCITUTUTUHBI.

Paznenbl (TeMbl) TUCIUILIMHBI, U3y4aeMbIe B cEMecTpe 3

KonunuecTBo yacos

Bueay

No HaunmenoBanue pasnienoB (TeM) Bcero AyIuTOpH AHTOPH
pabota ast

pabora

J | 113 | JIP | CPC

1 2 3 4 | 5 6 7
1. | Brands and branding 6 2 4
2. | Company profile 6 2 4
3. | Forms of business organization 14 4 10
4. | Financing the business 14 4 10
5. | Banking system 6 2 4
6. | Markets and exchanges 14 4 10
7. | Insurance 6 2 4
8. | Contract 6 2 4
HToro nmo fucumMininHe: 22 50

2.3 Conep:xkanue pa3iejioB (TeM) IMCHUNIMHBI
2.3.1 3aHATHSA JIEKIIMOHHOTO TUIIA — He NMPeTyCMOTPEHbBI
2.3.2 3aHATHS CEMHUHAPCKOTO TUIIA — HE MPEyCMOTPEHbI

2.3.3 JlabopaTopHbIe 3aHATHS.



Dopma

Ne HanmeHnoBanue 1abopaTOpHBIX padboOT TEKYLIEro
KOHTPOJIS
1 3 4
1.| Brands and branding. Definition of the brand, its purpose and I1

benefits. Types of brands. The brand as an emotional charge. |(mpe3enTarum)
The brand as a mark of loyalty. Branding and profitability.
2.| Company profile. The type of the company. The origin and I, T
development of the company. The company’s policy. The
secret of the company’s success.

3.| Forms of business organization. Sole proprietorship, I1
partnership, corporation, procedure of establishment,
advantages and disadvantages. Mergers and takeovers.
4.| Financing the business. Business finance. Capital. Revenue. IT
Financial statements. Financing international trade.
5.| Banking system. Types of banks. Functions of banks. Personal I, T
banking. Commercial banking. Central banking.
6.| Markets and exchanges. Why markets matter. Types of I1
markets.

Stock and commodity exchanges. Foreign exchange markets
and exchange rates.

7.| Insurance. Insuring against risks. Life insurance and saving. I1
Insuring companies.
8.| Contract. Subject of the contract. Prices and total value. Terms I, T

of payment. Terms of delivery. Guarantee.

2.3.4 TlpuMepHasi TeMaTHKA NMpe3eHTAlHil 1 KyPCOBBIX IPOEKTOB
1. Takeovers, mergers, buyouts: classifications, distinctions.
2. Partnerships. General and limited partnerships: formation and operation.
3. Insurance. Typesof  insurance: life insurance, healthinsurance,
automobile insurance, property insurance. Types of insurance companies.
4. Letter of application: structure, layout, vocabulary.
5. Company profile: Sony.

2.4 TlepeyeHb y4eOHO-MeTOAUYECKOT0 o0ecriedeHHs 1JIsl CAMOCTOSATEeIbHOM
padoThI 00Yy4AKIIMXCS MO JUCHUIINHE (MOXYJIIO)

[lepeuenb y4eOHO-METOAMYECKOTO 0OECIICUEHUS
JTUCITUTIIMHBI 110 BBITIOJTHEHUIO CAMOCTOSTEITLHOM

No Bun CPC
paboThI

1 2 3




1 [TpopaboTka Meroanueckue yka3aHus U MaTEPHUAIIBI 10
y4eOHOro MaTeprana| OpraHU3alld CaMOCTOSATEIHHON paboTHl,
yTBEPKIEHHBIE Kaenpoil aHrIiCKON (HUI0IOTHH,
npotokost Ne 11 ot 18 anpens 2024 r.

2 Brinonxenue Meroauueckue ykazaHus U MaTEpHUAIIbI IO
MPAKTHIECKHUX OpraHU3allid CAMOCTOSITEILHON paboThI,
3aJlaHu M yTBEPKIEHHBIE Kadenapoil aHrauiickoi GuIoaoruu,
npotokost Ne 11 ot 18 anpens 2024 r.
3 [TogroroBka k Meroauueckue ykazaHus U MaTEpHAIIbI IO

TEKyIIeMY KOHTPOJIIO| OPraHM3aLMH CaMOCTOSTEIBHON padoThl,
yTBEpKIEHHBIE Kadeapoi aHTIMMUCKON (hUITOIOTHH,
npotokost Ne 11 ot 18 anpens 2024 r.

VY4yeOHo-MeTOANUECKHE MaTepUalbl sl CAMOCTOATEIBHOU PabOThl 00yYarOIUXCs
W3 YWClla WHBAIWAOB W JIMI[ C OTPAHUYCHHBIMH BO3MOXHOCTSAMH 370poBbsi (OB3)
NpEeOCTaBISAIOTCS B (opMax, aJanTUPOBAHHBIX K OrPAHMYCHUSIM HUX 3JI0POBbSI U
BOCIIPUATHS UH(DOPMALIUH.

Jlnst v ¢ HapyLIEHUSIMU 3PECHUSL:

- B popMe FJIEKTPOHHOTO JOKYMEHTA.

s v ¢ HapyILIEHUSIMU CITyXa:

- B popMe FJIEKTPOHHOTO JOKYMEHTA.

J{nst v ¢ HapyILIEHUsIMUA ONIOPHO-/IBUTATENIBHOTO anmnapara:

- B opMe 3IEKTPOHHOTO JOKYMEHTA.

3. Oo0pa3oBaTejibHbIE TEXHOJOTHH.

Bri0op 00pa3oBaTenbHBIX TEXHOJIOTUN JJIsSl JOCTHKEHUS 1IeJIel U pelieHus 3a1ad,
MOCTABJICHHBIX B paMKaxX Y4YeOHOW JUCIUIUIMHBI «J[e7TOBOW WHOCTPAHHBIN SI3BIK)»
00yCJIOBJICH:

1) HeoOXOAMMOCTHIO bopmHpoBaTh y MarvucTpaHTOB KOMILIEKCA

OOIIEeKYJIBTYPHBIX B MPO(eCcCHOHATBHBIX, KOMIICTCHITUI;
2) HEOOXOAMMOCTBIO 0OecIeunBaTh TpeOyeMoe KauecTBO 00yUeHHUS Ha BCEX €ro
JTanax.

@opMbl M TEXHOJIOTMH, WCIHOJIb3yeMble [JIsi OOydeHus JieKCcukorpaduu,
peanu3yroT KOMIIETCHTHOCTHBIM M JIMYHOCTHO-IEATCILHOCTHBIA TOIX0/IbI, KOTOPBIC B
CBOIO Ouepe/lb, CIOCOOCTBYIOT (OPMUPOBAHUIO U PA3BUTHIO a) CIOCOOHOCTEM
CTYJIEHTOB OCYIICCTBIISITh PA3IMYHBIC BUJIBI JIEATEILHOCTH, WCIOJB3Ysl aHTIMHCKUAN
S3BIK; 0) KOTHUTHUBHBIX CIIOCOOHOCTEHN CTYJCHTOB; B) TOTOBHOCTH UX K CAMOPa3BUTHIO
¥ caM0OOpa30BaHUIO, a TAKXKE CIIOCOOCTBYIOT MOBBIIMICHUIO TBOPYECKOTO MOTEHITHAIA
JUYHOCTHU K OCYIIIECTBICHUIO CBOMX MPO(PECCHOHATBHBIX 0053aHHOCTEH.

VYuebnblii miporiecc 6azupyeTcss Ha Mojeinn cMmemranHoro ooydenus (Blended
Learning), koropas momoraer A>((EKTUBHO coueTaTh TPATUIIUOHHBIE (POPMBI
00y4eHUs U HOBBIE TEXHOJIOTHH.

Cnemuduka mucuuruimHbel «Jlekcukorpadus» onpenenser HEoOXOIUMOCTh
0oJiee IIUPOKOTO UCIOJIL30BaHUS HOBBIX O0pa30BaTENbHBIX TEXHOJIOTHUH, XOTSA
TpaJWIMOHHBIE  (PENPOAYKTHUBHBIC) METONBI, HaNpaBJCHHBIC HAa  Iepenady



OTNPEACTCHHOW CyMMBI 3HaHMH W (popMUpoBaHUE 0a30BBIX HABBIKOB MPAKTHUECKON
JESTENbHOCTH C HCIIOJIh30BAHUEM IPEHMYIIECTBEHHO (POHTANBHBIX (OpM paboTHI,
TaKXe MOMOTAI0T PEeaTH30BhIBATH PSJI 3a71a4.

Takum oOpa3om, oOydeHHe JTEKCUKOTpapuu MPOUCXOAUT C HCIOIb30BAaHHEM
CIIEIYFOIINX 00pa30BaTEIbHBIX TEXHOJIOTH:

TexH010ru KOMMYHUKATHBHOT0 00y4eHHsl HalpaBiieHa, IPEXKIE BCETO, HA
dbopMHpOBaHHEe KOMMYHUKATUBHON KOMIIETEHTHOCTH CTYACHTOB, KOTOpAas SIBISETCS
0a30BOi1, HEOOXOAUMOMN /JIsi aJaNTAllMK K COBPEMEHHBIM YCIOBUAM MEXKKYJIbTYPHOMH
KOMMYHUKAIIIH.

HNHTepHeT - TEXHOJOTHH NPEAOCTABISAIOT IUPOKUE BO3MOXKHOCTHU JJIs TOUCKA
uHboOpMaIuK, pa3padOTKH MEXKIYHAPOJHBIX HAYYHBIX MPOEKTOB, BEJACHHUS HAYUHBIX
uccienoBanuil. Mcnonp3oBanue 3nekTpoHHOM noutkl U LudpoBoro kammnyca Kyol'y
MO3BOJISIET OKAa3bIBATh KOHCYJBTAMOHHYIO MOAJIEPKKY CTYIEHTaM, OCYIIECTBISAThH
KOHTPOJIb TUCbMEHHBIX pa0OT, BBHIIIOIHIEMBIX CTYJIEHTAMUA CAMOCTOSITENIBHO.

TexHosioruss WHAMBHAYATH3AUMU OO0y4YeHHMs] IIOMOraeT pPEan30BbIBATH
JUYHOCTHO-OPUEHTUPOBAHHBIA MOJAXO0/, YYUTHIBAs WHIUBUIYAIbHbIE OCOOEHHOCTH U
NOTPEOHOCTH YHAIIUXCH.

TexHos0rus TeCTUPOBAHMS WCIIONB3YETCS IS KOHTPOJS YPOBHS YCBOCHUS
JeKcuKorpaduyecKkux 3HaHUN B pamkax monaynsa. Kpome Toro, maHHas TEXHOJOTHS
MO3BOJIICT TPENOJaBaTeNI0 BBIIBUTh M CHCTEMAaTH3UPOBATH AaCIEKTHI, TPEOyIoIIne
JOTIOJTHUTENBHOU MPOPaOOTKHU.

TexHosoruss o00y4YeHUusi B COTPYAHHUYECTBE pEANM3YET HICI0 B3aUMHOIO
OoOy4eHHMs, OCYIIECTBIIAA KAk WHAMBUAYAJIbHYIO, TaK U  KOJUIEKTHBHYIO
OTBETCTBEHHOCTb 32 pEIlICHUE YUeOHbIX 3a/1a4.

TexHosioruss  pa3BUTUSI KPUTHYECKOr0 MBIILJIEHUSI  CIOCOOCTBYET
bopMUPOBAHUIO PA3HOCTOPOHHEW JIMUHOCTU, CIIOCOOHOW KPUTHYECKHM OTHOCUTHCS K
uH(pOpMaIU, YMEHHIO OTOMpaTh HH(POPMALIMIO JJI PELICHUS TOCTABICHHOMN 3a/1auu.

Peanuszanus KOMIOETEHTHOCTHOTO M JIMYHOCTHO-JEATEIBHOCTHOTO MOJXOAA C
UCIIOJIb30BAaHUEM TEPEUYMCICHHBIX TEXHOJOTUH MpeaycMaTpUBaeT AaKTHUBHbBIE U
UHTEpaKTUBHbIE (OpMBI OOyUYEHHS, KOJUIEKTUBHAsI MBICIUTENbHAS JESATEIbHOCTD,
auckyccuu W T.10. IIpm 3TOM 3aHATUS C HKCIIOJIB30BAHUEM HHTEPAKTUBHBIX (hopm
cocTaBISIIOT HE MeHee 70% Bcex ayIUTOPHBIX 3aHSATHH.

KomrinekcHoe, MHTErpaTUBHOE WCIOJIb30BAaHUE B Y4e€OHOM MpOIECCe BCEX
BBHIIIICHA3BAHHBIX ~TEXHOJOTUWA CTUMYJIUPYIOT JIMYHOCTHYIO, WHTEJUICKTYaJbHYIO
aKTUBHOCTb, PAa3BUBAIOT MO3HABATENIbHBIE MPOIIECCHI, CIIOCOOCTBYIOT (HOPMUPOBAHHIO
KOMITETCHIIUM, KOTOPBIMU JOJKEH 001a1aTh OaKaiaBp.

I[J'If{ Ju, € OrpaHMYCHHBIMU BO3MOKHOCTAMU 3J0POBBA IIPCAYCMOTPCHA
opraHu3anus KOHCYJIBT&HI/IP’I C HUCITIOJIB30BAHUEM 3H€KTpOHHOI>i ITOYTHI.

4. OueHOYHBbIEe CpeaCTBA VIS TeKYIIero KOHTPOJSl YCIeBAaeMOCTH M
MPOMEKYTOYHOM aTTeCTAllUuH.
4.1 ®oH] OLEHOYHBIX CPEICTB /sl IPOBEACHUS TEKYLIEero KOHTPOJIs.



dopmamMu TEKyIlIed aTTecTallid 10 JaHHOW JAUCHUIUIMHE BBICTYMAIOT:
KOHTPOJIbHBIE BOMPOCHI, 3aJaHus, KOMIUIEKCHBIC 3aJaHus, TECThI IS MPOBEICHUS
TEKYIIEr0 KOHTPOJISI M MPOMEXKYTOYHOM aTTecTallid [0 MWTOTaM OCBOCHUS
JTUCITUTUINHBI, & TaKXKE JIJIT KOHTPOJS CaMOCTOSITEIbHON paboThl 00ydaromerocs 1o
OTZICJIbHBIM pa3ieliaM JUCHUILIUHBI.

HpI/IMepBI TCCTOBBIX 3aI[aHI/II7i JJIA HpOBeI[eHI/IH TeKymefI aTTeCTallun.
Test on International Marketing
Choose the correct word from the list below:

We are one of the world’s (1) in consumer electronics, introducing new types
of product that did not exist previously. However, where we are not first to the market
with a new product-type, we look at the market (2). If it looks good, we develop our
own versions of the product. We usually test our offerings in focus (3) before

(4) them on to the market, or, if there’s not much time, we may just launch
them, monitor market reaction and then modify them accordingly. We try to identify
the different market (5): groups of end-users with particular characteristics. We look at
the marketing (6). This includes the best way of distributing the product, deciding
which (7) and retail (8) we are going to use. In the early stages, when the market is
growing fast, it can be quite (9): there are a lot of competitors, and the ‘rules of the
game’ are not yet established. Later, when everyone who is going to buy the product
has bought it, and the market is essentially one of replacement, there are usually fewer
competitors and conditions are more (10). Of course, we try to be among these
surviving companies, preferably number one or number two in the market.

1 beginners pioneers premiers starters

2 possible potency potential power

3 circles classes gatherings groups

4 casting lancing releasing throwing

5 sects segments selections sets

6 combination miscellany mixture mix

7 immediacies intermediaries intermediates intermezzos
8 outcomes outflows outlets outpourings
9 variety various vicarious volatile

10 stability stable static stationary

[Iepedenpb TEKymUX 3aaHUN MO TUCUUILINHE:

1) mouCK cTaTei 1Mo TeMe U UX aHaJM3,
2) peHIepHUpPOBAHME CTATEH ¢ PYCCKOIO sA3bIKA HAa aHTJIMHACKHIA;
3) pa3paboTka ypoka 1o MeToauKe case Study;




4) HamycaHUWe CITy>KeOHOM 3aIMCKH, IIPOTOKOJIA COOpaHUs;
5) cocraBiieHue BOKaOyIsipa Mo TEME;

6) pa3paboTKa pOJECBOM UIPHI M BEIyYHBAHUE POJICH;

7) paboTa co CIIOBapsSIMH;

8) cocraBieHHE pe3IOME TEKCTa,;

9) cocraBieHHE PE3CHTAIHIA IO TEMaM MTPOrPaMMBbI

10) moaroroBka 00630pa SKOHOMHUYECKUX HOBOCTEH.

4.2 @oHA OLEHOYHBIX CPEACTB VI NIPOBeICHHS IPOMEKYTOYHOM
aTTecTanMu.

Bomnpoce! ¥ npakTryecKue 3a1aHus K 3K3aMEHY 10 TUCIUIUIMHE «/lemoBon
WHOCTPAHHBIN SA3BIK»

Cemectp 3

B koniie cemectpa Mmaructpantsbl BeIodHsAIOT Reading Comprehension Test.

[Ipumep Tecra:

Four Ways to Turn 'No' into 'Yes'
by Michael Chaffers

In every negotiation, there comes a time when the other side rejects your idea,
no matter how well you have done your homework or how reasonable you think your
proposal is -- especially when negotiating for more money. You can't force someone to
agree with you. So what can you do to turn a "no" into a "yes"?

Don't Take No for an Answer

Assume that "no"™ merely means '"not yet,” especially early on in the
negotiation. This is a concept that every child, and every good salesperson, knows.
You will be a better negotiator the minute you act on it

Understand the Other Side

People say "no" when their interests are not being met. Your manager's
interests may include keeping a valuable employee, not setting a bad precedent for
future negotiations, or staying within her budget. Your first task in this negotiation is to
understand her interests.

How? Ask about them. You could say, "I think we could make more progress
here if we talked about our goals for this negotiation. Here is what | am trying to
achieve... What are your goals?" Or you could say, "If | were in your position, | would
be especially concerned about staying within my budget and retaining a skilled
employee. Are there other key matters | would be overlooking?" Ultimately, you need
to consider the interests of both sides to come up with options that satisfy them.

Solve the Problem Together

Once you understand your manager's interests, work together to address them.
Persuade her to join you in crafting a solution. You might say, "I think we have a joint



problem here. If we are going to reach an agreement, we will have to find an option
that meets both of our interests. | think we can do that most efficiently by working
together to come up with good solutions."

If your manager seems amenable, provide guidelines for your joint problem-
solving effort. For example, you could say, "I think if we put our heads together and
brainstorm for the next 20 minutes, we could generate a lot of ideas. Then we can take
15 minutes to select the most promising ones and refine them for consideration. Can
we agree to brainstorm -- without commitment -- for that time period?" With hard
work, and a little luck, this activity should carry you past the resistance and lead to an
agreement.

Consider Your Alternatives

If you have tried to understand the other side's interests and develop options
that satisfy them, but you are still getting a "no," you have a choice to make. You can
agree to whatever option your manager does accept, or you can pursue alternatives. An
alternative might be making an appointment to talk with someone higher up in the
organization who may have the authority to make a better deal. Or you might begin to
actively look for other positions in the company or elsewhere. Or you might decide to
wait and try again later. In any case, make sure you leave the door open as you walk
through it. You could say, "I appreciate the time we have spent trying to reach an
agreement. Right now | don't feel we are close enough to continue this conversation.
Perhaps we could revisit this topic in a few days and see where we stand?"

The key to negotiating is to avoid letting a negative response become an
obstacle to agreement. You can do that by recognizing the legitimate reasons causing
someone to resist your idea, and then working together to address them. Not only will
this approach make agreement more likely, but it also will cause the other person to
appreciate the respect you have demonstrated -- a good outcome for any negotiation.

B koHIIe cemecTpa MarucTpaHThl BINOJIHAIOT Vocabulary Test.

[Ipumep Tecra:

I.  Translate the following sentences into English:

1. AxuuoHepbl Kakod KOMIIAHWHM BBIUTPHIBAIOT OT TMOTJIONIEHUS —
npuoOpeTarouieil i npuoopeTaemMoii?

2. Tlouemy cumTaeTcsi, YTO UHANBUIYATLHOE MPEANPHUITHE JIETUE YIPEIUTD,
4yeM JII0yIo pyryio hopmy 6uzHeca?

3. B oTiauyme OT CeKpeTHOro mapTHepa — JiMila, TPUHUMAIOIIETO y4acTUe B
YIPABJICHUH, HO HEU3BECTHOTO OOIIECTBEHHOCTH, MApTHEP 0€3 MpaBa rojoca U3BECTEH
0OI1IeCTBEHHOCTH KakK 4ieH (PUPMbI, HO HE UMEET peaabHOM BIACTH.

4. AKKpenuTUB OTKpbIBaeTcsi B TedeHue 14 gHed ¢ AaThl MOJANHUCAHUS
KOHTpaKTa 1 AecTByeT B TeueHue 30 qHeil.

5. ITlockonbKy OJHONW U3 CTOPOH BHEIIHETOPTOBOM CHEJKU SIBJISIETCS
MHOCTpPaHHOE (PU3UYECKOE WM IOPUAMYECKOE JIUIO, IJIsl PErYIUPOBAHUS OTHOIICHUM



MOXKET TAKKC IIPUMCHATHCA MHOCTPAHHOC IIPaBo.

6. Camblil KpyIHBIN €AMHBIN UICTOUYHHK J0X0Ja OaHKaoOecIeunBaeTcs
BBIICJICHUCM KpCaAUTaA.

1. MBI x0Tenu Obl YBCAOMUTD Bac o Bu3suTe Hamero IMpCaACTaBUTCIIA,
rocnioguna J[.JI. ABaeeBa, KOTOPBIM yIIOJTHOMOYEH MOAIMCATh BCE HEOOXOIUMBIC
JOKYMCHTHI.

8. (DaKTop CIIpoCa N NpPCAJIOKCHUSA UMECT TCHACHIIMIO BJIMATH Ha ICHBITOBAPOB.

9. Kakoit 6aHK MOXET peniaTh, KaKyko MPOIEHTHYIO CTaBKy HAUMCITUTh?

10. Cnpoc Ha HaM TOBaphl ynai Ha S IPOLEHTOB, U, €CIIM HHOIAIUA
YBCIIUMYUTCA 00 7 IIPOLICHTOB, Hallla IIPOAYKIUA CTAHCT HGKOHKypeHTOCHOCO6HOﬁ.

Il.  Guess the term by the definition:

1. Currency that can be exchanged for other currencies at the market.

2. Tax paid on the money that you earn.

3. The movement of money in and out of an organization.

4. A price below the usual or advertised price.

5. A partnership in which all partners are legally equal and equally liable
for the firm’s debts.

6. Buying business in completely different fields.

7. The rate at which the money of one country is traded for the money
ofanother.

8. A negative trade balance.

9. The income that a company receives from its normal business activities,
usually from the sale of goods and services to customers.

10. The difference between a country’s total earnings and its total expenditure.

I11. Decipher the following abbreviations, give definitions of the terms
theystand for and Russian equivalents of the terms:

1.L/C 2.MNE 3.VAT 4.fob 5 TIN 6.ATM 7.CEO

8. p.l.c. 9.B/L 10. cif

IIpumepHbIN NepeYeHb BONPOCOB K IK3AMEHY:

1. What are the indicators of the success of a company? (give an example of a
well-known successful company)

2. International marketing: aims, problems, examples.

3. What different marketing approaches can be used when a company opens up
a new market?

4. What are the ways of managing marketing mix in different national markets?
5. What can you say about different launch strategies for different categories of
products?

6. What is a brand? Branding? What are the functions of the brand.

7. Company profile: SONY.

8. Branding and profitability.

9. Brand as a mark of loyalty.

10. Brand as an emotional charge.



MUHUCTEPCTBO OBPA3OBAHIMA U HAYKU P®
®I'BOY BO «KYBAHCKMI TOCYJAPCTBEHHbBIN YHUBEPCUTET»
Kadenpa anrnmiickoit ¢punomoruu
Marucrepckas nporpamma 45.04.01 - ®Gunonorus
«J1e710BOM MHOCTPAHHBIN S3BIK»

Card 1

1. Sole Proprietorship
2. Company Profile —SONY
3. Job Application

PykoBoauTens maructparypbl T.M. I'pymieBckas

KpI/ITepI/II/I OLOCHKH OTBCTOB MAaruCTpaHTOB HAa 3K3aMCHC

Ouenky  "oTaM4HO'"  3aciIyXKMBa€T MAarucTpaHT, JE€MOHCTPUPYIOLIUN
COOTBETCTBUE C(HOPMHUPOBAHHBIX KOMIIETEHIUN HOPMATUBHBIM TPEOOBAHUSAM Pa3HbIX
YpOBHEH H3y4yaemMoro JeJIOBOr0 HHOCTPAHHOIO s3bIKa JIMOO  JOIMYyCKAOLIUil
HE3HAYUTEJbHbIE HAPYLIEHUS STUX TpeOOBaHUM, HE HOCSIIUE MPUHIMIIUAIBLHOTO
XapakTepa, HE BIMSIOIIME HA YCIECIIHOCTh MPOBEPSIEMBIX HABBIKOB KOMMYHHUKATHBHOM
JeSITENIbHOCTH U He mpeBblmatoniue 6aprep B 5 — 10 %.

OueHky ''xopowro" 3aciyXMBaeT MarucCTpaHT, JIEMOHCTPUPYIOIIWW HAIAYNE
C(OPMUPOBAHHBIX KOMIICTCHIIMA C HEKoTopbiMH HapymeHusmu (10 - 25 %)
HOPMATHUBHBIX TpPeOOBaHUW pPa3HbIX YPOBHEW H3y4aeMOIo JAEIOBOIO HHOCTPAHHOI'O
A3bIKa, HE BIUAIOUIMMU B 3HAUUTEIBHON MEPE HA YCIEUIHOCTh MPOBEPSAEMbIX HABBIKOB
KOMMYHUKATUBHOM JE€SATEIbHOCTH.

Ornenka "y/a0BJIETBOPUTEIBHO' CTaBUTCS CTYACHTY, B IIJIOM OOJaAaroniemMy
OTpE/ECNICHHBIM YPOBHEM HEOOXOJMMBIX KOMIETEHIMH, HO CO 3HAYUTEIbHBIMU
HapyweHussMu (25 - 45 %) HOpMaTHBHBIX TpPeOOBAaHUM pa3HBIX YPOBHEH HM3y4aeMOTro
JI€JI0BOr0 MHOCTPAHHOTO SI3bIKA, BIMAIOMIMMH Ha YCIEIIHOCTh MPOBEPSIEMbIX HABBIKOB
KOMMYHUKATUBHOU JI€ATETbHOCTH.

OneHka ''HeyIOBJIETBOPUTENBHO'" CTaBUTCA CTYIEHTY, HE OO0JaJaroieMy
JIOCTAaTOYHBIM YPOBHEM C(OPMUPOBAHHOCTH KOMIIETEHUUN, BJEKYyIIEMY 3a cOOOH
oosmee 45 % HapylmieHUM HOPMATUBHBIX TpPeOOBAHWI H3y4yaeMoro JIeJI0BOTO
MHOCTPAHHOTO $I3bIKA, CBHUJETEIBCTBYIOLUIMX OO0 OTCYTCTBUU HEOOXOAMMBIX HABBIKOB
KOMMYHUKATHUBHOM JI€ATEIBHOCTH C HCIOJIb30BAHUEM BTOPOTO HHOCTPAHHOTO SI3bIKA.

OneHo4yHbIE CpeAcTBa Il WHBAJMAOB W JUI] C OTPaHUYCHHBIMH
BO3MOXXHOCTSIMH ~ 3/I0POBbSI  BBIOMpAIOTCS C  y4€TOM WX  HMHIWBUIYaTbHBIX
NCUXO(PU3NYECKUX OCOOEHHOCTEM.

— Opu HEOOXOAMMOCTH WHBAIMIAM U JIMIAM C OrPaHUYCHHBIMHU
BO3MOXKHOCTSIMH 37I0POBbsI TIPEAOCTABIISIETCS JOTIOJHUTEIBHOE BPEMsl JIJIsl TIOATOTOBKH
OTBETa Ha 3K3aMEHE;



— OpU NPOBEACHHHM NPOLEAYpPbl OLEHUBAHUA PE3YJbTaTOB OOy4YEHHUS
MHBAJIUJIOB U JMI C OIPAHUYEHHBIMU BO3MOYKHOCTSMH 310POBbsSI MPELYCMATPUBACTCS
UCIIOJIb30BAaHUE TEXHUYECKHX CpPEJCTB, HEOOXOIMMBIX KM B CBSI3U C HX
VHIUBHUIYyaIbHBIMU OCOOCHHOCTSIMH;

— Opu  HEOOXOIMMOCTH JUisi  OOy4arolmuxcs €  OrpaHMYEHHBIMU
BO3MOXKHOCTSIMU  37I0pOBbsi M HWHBAJIKWJIOB IPOLELypa OLCHUBAHUSA PE3YIbTAaTOB
o0y4yeHus N0 JUCHMITIMHE MOXKET MPOBOJUTHCS B HECKOJIBKO ITAIlOB.

[Ipouenypa oOLEHUBaHUS pPE3YJbTaTOB OOYYEHHsS HWHBAIUIAOB W JIML C
OTpaHUYECHHBIMA  BO3MOYKHOCTSIMM ~ 3[I0pOBbSl [0  JHCHMIUIMHE  (MOJYIIIO)
npeaycMaTpuBaeT MpeaocTaBieHue uHpopManuu B ¢opMax, aJanTUPOBAHHBIX K
OTPAaHUYEHUSIM UX 3J0POBBS U BOCIIPUATHS UHPOPMALIUU:

JUia U1 ¢ HapyIIeHUSIMU 3PEHUS:

— B (opMe JIEKTPOHHOr0 JOKyMeHTa. JJisl 1M1l ¢ HapyIIEHUAMH CITyXa:

— B (popMe 2IEKTPOHHOIO JOKYMEHTA.

JList in ¢ HapyEeHUsIMHA ONIOPHO-ABUTATENIBHOTO allapara:

— B (popMe 2IEKTPOHHOIO JOKYMEHTA.

5. IlepeyeHb OCHOBHOW M JONOJHUTEIBHON Y4eOHOI JIUTEPaTyPhI,
HEe00X0AUMOI1 I OCBOCHUS TUCUMILIMHBI (MOLYJIs).

5.1 OcHoBHasi IMTEpaTypa:

1. Caxno, A. A. [lenoBoit anrnuiickuii s3bik (Skills for Business English) :
yueOHoe nocobue / A. A. CaxHo, A. B. 3uHbkoBcKast ; MUHUCTEPCTBO HAYKU U BBICILIETO
oOpazoBanus Poccuiickoit deneparuu, Kybanckuit rocy1apcTBeHHbIA YHUBEPCUTET. —
Kpacuonap : Ky6anckuii rocynapctBennsiii yausepcuret, 2023. — 179 ¢. — ISBN 978-
5-8209-2312-8 — Pexxum mocryma:
http://212.192.134.46/MegaPro/UserEntry?Action=Link_FindDoc&id=272658&idb=0
(mata oopamenwus: 20.05.2024).

2. llIumkuna, T. C. AHTIMHCKUH S3BIK JI€JIOBOTO OOIIEHNS KaK JIMHTBUCTHYECKOE
asienne=English of Business Communication as Linguistic Phenomenon : yueOHUK :
[16+]/T. C. lIumkuna ; FOxHbIM Qpenepanbublil yHuBepcuteT. — PocToB-Ha-/{ony ;
Taranpor : IOxHbII DenepanpHbld yHUBEpCUTET, 2017. — 201 c. : Tabn., nn. — ISBN
978-5-9275-2605-5. — Pexxum nocryma:
https://biblioclub.ru/index.php?page=book&id=570896 (mata oOpamenwus: 20.05.2024).

3. Ammna, T. A. AHTIUHACKUHN S3BIK IS IEJTOBOTO OOIIEHUS : yueOHOe mocooue /
T. A. Smuna, /1. H. XKatkun. — 3-e¢ uzn. — Mocksa : ®JIMHTA, 2021. — 110 ¢c. —
ISBN 978-5-9765-0335-9. — Texkcr : anexTpoHHbI // JIaHb : 2MeKTPOHHO-O0MOIMOTEYHAs
cucrema. — Pexxnm moctyna: https://e.lanbook.com/book/166592 (nata obparienus:
20.05.2024).

JIIsi OCBOGHMS JHCUMILIMHBI WHBAJIMJIAMH M JIMIIAMH C OTPaHWYCHHBIMHU
BO3MOYKHOCTSIMU 370POBbSI MMCIOTCS H3JaHUS B JJICKTPOHHOM BHJE B JJICKTPOHHO-
OoubnuoTeunbIx cucremax «Jlanby u «tOpaitT».

5.2 JlonoJHMUTE/ILHAS JINTEPATYpa:
1. Emwnceiikmna, M. WM. Pa3Butue HaBBEIKOB JEJIOBOTO OOIICHUS Ha


http://212.192.134.46/MegaPro/UserEntry?Action=Link_FindDoc&id=272658&idb=0
https://biblioclub.ru/index.php?page=book&id=570896
https://e.lanbook.com/book/166592

anrmiickoM si3bika = Development of communicative skills in business English :
yaeOHO-MeTonuueckoe mocoobme / M. W. Enuceiikuna, A. B. Komorypckas, f. B.
Mosrosas, H. A. Cmeranuna ; cocraButenu M. U. Enuceitkuna [u ap.] ; moa oOmeit
penakiueir H. A. Cmetanunoit. — 2-e¢ u3n. — Mocksa : ®JIMHTA, 2023. — 92 ¢. —
ISBN 978-5-9765-5296-8. — Texkcr: osnekTpoHHblid / JlaHb :  3JIE€KTPOHHO-
oubnroTeuHas cuctema. — Pesxkum poctyma: https://e.lanbook.com/book/333416 (nata
obpamenus: 20.05.2024).

2. KonecnukoBa, H. JI. [lemoBoe oOmenne. Business Communication :
yuebHoe nocodue / H. JI. KonecuukoBa. — 13-e u3a. — Mocksa : ®JIMHTA, 2019. —
152 c¢. — ISBN 978-5-89349-521-8. — TekcT : 3nekTpoHHbIH // JIaHb : 3MeKTpOHHO-
oubnmoTeuHas cuctema. — Pexkum goctyma: https://e.lanbook.com/book/198123 (nmara
obpamenus: 20.05.2024).

3. Yukwunesa, JI. C. Aurnuiickuii s3pik B Ou3Hec-uHpopmatuke. English for
Business Informatics (B1-B2) : yueOuuk u npaktukym mis By3oB / JI. C. YUukunesa, E.

JI. ABneesa, JI. C. Ecuna. — 2-e usn., nepepad. u gon. — Mocksa : M3naTenscTBoO
FOpaiit, 2022. — 196 c. — (Bricmiee obpazoBanue). — ISBN 978-5-534-14565-6. —
TekcT : anexTpoHHBI // OOpa3zoBatenbHas miatrdopma IOpaiit [caiiTt]. — Pexum

nocryma: https://urait.ru/bcode/493463 (mata obparmienus: 20.05.2024).

5.3 Ilepuoanyeckue U3TaHUSA:
1. The Economist
2. The Financial Times

6. Ilepedyennb pecypcoB MH(OPMAIMOHHO-TEJEKOMMYHHMKANIMOHHON CeTH
«HTEpHEeT», B TOM 4HCJIe COBpeMeHHble NMpodeccHOHAIbHbIE 0a3bl JAHHBIX W
UH(POPMALMOHHBbIE CHPABOYHbIE CHCTEMbI, HEOOXOAUMBIX /ISl OCBOEHMA
AUCHUIUIAHBI (MOIYJIs1).

Koncynbrant [Imtoc — cipaBounas cuctema Web of Science (WoS)
http://webofscience.com/

Scopus — 6a3a naHHBIX pedepaToB U nuTUpoBaHus http://www.scopus.com/
Hayunas snextponnas o6uodnuoreka (HOB) http://www.elibrary.ru/ ITonHoTeKCTOBBIC
apXWBbI BEYILMX 3alaJIHbIX XKypHaJoB Ha Poccuiickoil miardopme HayuyHbIX
xypaaioB HOMKOH http://archive.neicon.ru/ Yuusepcurerckas nHGOpMamoHHas
cucrema POCCH S (YUC Poccus) http://uisrussia.msu.ru/

«3JIEKTPOHHA I BUBJIMOTEKA JIUCCEPTAIIU» Poccuiickoit

Cocynapcteennoit bubnmuorexu (PI'B) https://dvs.rsl.ru/ Oxchopackuii
Poccwuiickuit @on: http://www.oxfordrussia.ru HarmonansHast 3J1eKTpOHHAS
oubnroTeka http://H36.pd/ KubdepJlenunka http://cyberleninka.ru/

Jlextopuym — on-line http://www.lektorium.tv/

1. MeToauyeckue YyKa3aHusi IS O0yYAOIIUXCHA 10 OCBOCHHIO
AUCUMILUTAHBI (MOIYJIs1).

B xoxe camocTosaTenbHOM paboThl IO U3YUYCHUIO MaTepualia CieayeT TOMHHUTD,
YTO pa3jIUYHbIC JEJIOBbIE KOHTEKCThI TPEeOYIOT OT HAC YHOTpeOJICHHsS pPa3IUyHBIX
JEKCUYECKUX €IUHMUI] W TpPaMMATHYECKUX  KOHCTPYKIMHA IS  JTOCTHXKCHHS
MOCTaBJICHHBIX 1iesiel. COOTBETCTBEHHO, Ka)KJas TeMa Kypca (B paMKax KOTOPOMl 3Tu


https://e.lanbook.com/book/333416
https://e.lanbook.com/book/198123
https://urait.ru/bcode/493463
http://webofscience.com/
http://www.scopus.com/
http://www.elibrary.ru/
http://archive.neicon.ru/
http://uisrussia.msu.ru/
https://dvs.rsl.ru/
http://www.oxfordrussia.ru/#_blank
http://нэб.рф/
http://cyberleninka.ru/
http://www.lektorium.tv/

JIEJIOBbIE KOHTEKCTHI MOTYT BOSHUKHYTh) TpeOyeT OTAEIbHON TIIATEIbHON MPOPaOOTKH.

[Ipu paboTe Hax OTHEABHOW TEMOW PEKOMEHIYETCS MPUACPKUBATHCS
CJIeIyIONIeH OCIeI0BATEIbHOCTH.

Nudopmarmonnsiii mouck. [Ipexe, yem NpucTynarh K BBIMOJHEHUIO 3a/laHUN
no TeMe, HeooxoAumMo coOpaTh HHMOpMaNUi0O 00 MHOKYJIBTYPHBIX peausix
paccMaTpuBaeMoro Bompoca (Hampumep, OCOOCHHOCTAX TPYAOYCTpOHCTBa B
aHTJIOS3BIYHBIX CTPaHaX, BHYTPUOPTaHU3AIMOHHON UEPAPXUU U KYJIbTYpe | T.I.). Jlms
coopa wuH(pOpPMAIIMM MOXXHO BOCIOJIB30BAaTHCA MCTOYHMKAMM Ha POAHOM M Ha
U3y4aeMOM S3bIKaX, TaKUMHM KaK TEKCThl MH()POPMATUBHOIO XapakTepa, CIpaBOYHas
JUTEepaTypa, CTAaTUCTUYECKUE JaHHBIE, CHEIHaTbHble OYKIETHl U WHBIE BHUJbI
PEKIIaMHOM JINTEPaATyphl, yOJIMKAIIMU B TIpecce, rpaduuecKue n300paskeHHs.

OOpaboTka CcOOpaHHOTO MaTepualiia JOJDKHA ONUpaThCsid Ha OECCIOpHBIC
KPUTEPUU: «OCHOBHOE — HEOCHOBHOE», <JIETKO — CIOXHO» W T.J. Pabortas c
uHpOpMaIiel, MOJIE3HO COMPOBOXKIATh YTCHHE COCTABICHHEM CIIOBAPHOTO CIIHCKA
UCTIONIb3YEMBIX €IUHUII, paclpeiessis uX B al(aBUTHOM WM TEMATHIECKOM TOPSIIKE.

Wzyuenne nexcuku. Ha 53ToM »3Tame cieayeT cOCTaBUTh CBOEOOpPa3HBIN
«BOKaOyIsAp» MO Hu3yyaeMoil Teme. Bo-mepBbIX, OTpaboTaTh C PYyCCKO-aHIIHMHCKUM
CIIOBApEM IEPEBOJ YK€ COCTaBJICHHOIO CIIMCKA CJIOB M BBIPAXEHHH IO TEMeE; BO-
BTOPBIX, BOCHOJb30BaThCS NPEIaracMbiM TEMAaTHYECKHUM CIOBapeM B Yy4eOHOM
nocoouu; U B-TPEThUX, MPOAHAIU3UPOBATH COOTBETCTBYIOIIUN pa3zien B
OTpacJeBOM CIIOBapeE.

Beimonnenne 3amaHuidi ¥ ynpaxksHenuil. K paboTe Han 3agaHusMU U
YOPaXHEHUSIMU IO TEME IIeJIeCO00pa3HO MPUCTYIATh TOJIBKO IOCJIE MPOXOXKICHUS
MPEABIAYIUX IBYX MYyHKTOB IUIaHA. TOJIBKO B ATOM Clydae BBIMOJHEHUE TPEOYEeMbIX
JeHCTBUM OyJeT OCO3HaHHBIM U IJIOJOTBOPHBIM. OCOOCHHOE BHUMAaHUE Ha 3TOM 3Tale
ClleyeT YAENATh aHalIu3y TUIIOBBIX 3a/JaHUM, MpelnaraéMblX B YYEOHBIX MOCOOUSX.
[Tpexxne Bcero cieayeT MOMBITaTbCS BBINOJHUTH 1O OJHOMY YIPAKHEHUIO KaXKJ0Tro
BUJA. 3aTEM COCPEIOTOYUTHCS Ha JIONOJHUTENbHOM paboTe HaJ TEMU BUJIaMU 3aJlaHUl,
KOTOpBIE BBI3bIBAIOT HAMOOJIbIIIEE KOJTUUYECTBO 3aTPYAHEHU.

[Tpr u3ydeHWHM KaXIO0W TEMbl, MpEAsaraeTcss MCIOJb30BaTh METOAUYECKUE
PEKOMEH/IAIIMU ¥ MaTepUaIIbl B Y4EOHBIX MMOCOOUIX (CM. OCHOBHYIO M IOTIOJTHUTEIHHYIO
JUTEpaTypy).

B ocBoeHHMM AWCHMIIMHBI WHBAIHIAMH U JUIAMH C OTPAaHUYCHHBIMU
BO3MOXKHOCTSIMH 3JIOpPOBBbSI OOJIBIIIOE 3HAYECHHWE HMEET WHIUBUAyalbHas ydeOHas
paboTa (KOHCYJIbTAIlMN) — AOTOJHUTENIbHOE pa3bsCHEHNE YUYeOHOTO MaTepurara.

WMuauBuayaibHble KOHCYJIBTALMU TIO TIPEAMETY SIBISIFOTCSI BAXKHBIM (haKTOPOM,
CTIOCOOCTBYIOITNMM WHIWUBUAYATH3AIUN OOYUYCHHS] U YCTAHOBJICHHUIO BOCIHTATEIHLHOTO
KOHTaKTa MEXAy IMpenojaBareieM M OOydaloIMMCS HHBAJIWIOM WM JIULOM C
OTrpaHUYEHHBIMU BO3MOKHOCTSIMH 3/10POBBS.

8. IlepeyeHp HMHMOPMALMOHHBLIX TEXHOJIOIUH, MCHOJb3YEMbIX MPHU
OCYIIECTBJIEHMH 00PA30BATEJIbHOI0 MPOLECCA M0 AUCHHUILINHE (MOTYJIIO).

8.1 IlepeyeHb NH(POPMALMOHHBIX TEXHOJIOTHIA.
[IpoBepka noMalHUX 3aAaHUI U KOHCYJIbTUPOBAHUE TOCPEICTBOM
AJIEKTPOHHOM MOYTBHI.



Hcnonp30BaHue 37€KTPOHHBIX MPE3EHTALUN TTPU MTPOBECHUH JTaO0OPaTOPHBIX
3aHATHUU.
Hcnonp3oBanne HHPOPMAITMOHHBIX PeCypcoB ceTH MHTepHET.

82 Hepequb HGOﬁXOIlI/IMOFO JHUIHCH3UOHHOI'O leOI‘paMMHOFO
o0ecreYeHu .
Microsoft Office, Microsoft Windows

9.

MarepuajbHO-TeXHUYecKasi 0a3a, HEOOX0AMMAas /ISl OCYIIeCTBJICHUS
00pa30BaTeJIbHOI0 NMPoLEcca Mo IMCHUIINHE (MOIYJII0)

No

Bug pador

MarepuanbHO-TEXHUYECKOE 00eCIIeUueHHE
JUCHUIUIMHBI (MOJTYJISI) K OCHAIIEHHOCTh

1.

CaMocTodTebHas
pabota

[Tomemenus a1t camocTosiTenbHOM padoTts 320, 321,
323

Nmeercs  HeoOxoammoe o0opynoBaHue TSt
obOecrieuenuss  ydyeOHoro  mporecca. [Ipoekrop,
KOMIIBIOTEpHAs! TEXHUKA C MOJKIIOYEHUEM K CETH
Wutepuer. Windows 8.1 Enterprise  MSDN,
[Mporpamma  DrcamSpark  Premium  Electronic
Software Delivery (3 vyears), CyOnuieH3MOHHbIH
noroBop Ne55986/PH/15195 ot 01.09.2016 ¢ AO
"CodrJlaiin Tpeiia".
Microsoft ~ Office  Standart 2010,  OPEN
90311946ZZE1404

Ne 61091980, 3A0 "CodrJlaiin Tpeiin", akt npuema-
nepegayu HeuckirounuTeabHoro mpasa NeTr057051 ot
15.10.12.

JlabopaTopHbie
3aHATUS

AyIuTOpUM ~ CEMHHApPCKOr0  THIA,  ayAUTOPHUH
IPYNIOBBIX W  WHIWBUAYAIBHBIX KOHCYJIBTALUMH,
ayIUTOPUHU TEKYILETO KOHTPOJIS U IPOMEKYTOUYHON

atrectanuu 343, 343a, 3430, 344, 349, 351, 352, 353,
354, 355, 356, 357, 358, 359, 360, 361, 362, 363, 364,
320, 321, 323, 348, 307, 305a, 350, 309

JIuHTBUCTHYECKAS HAyYHO-HCCIeI0BATEIbCKAs
naboparopus 323,
YyebHo-MeToanuecKas nabopaTopus

JIMHTBUCTHYECKHUX HCclIenoBaHuii 321

[IpoexTop, KOMIIbIOTEPHASI TEXHUKA C MOAKIIOYEHUEM
k cetu MuaTepuer. Windows 8.1 Enterprise MSDN,
[Mporpamma  DrcamSpark  Premium  Electronic
Software Delivery (3 vyears), CyOnuiieH31nOHHBIH
noroBop Ne55986/PH/I5195 ot 01.09.2016 ¢ AO
"CodrJlaiin Tperina".
Microsoft ~ Office  Standart 2010,  OPEN
90311946Z2ZE1404

Ne 61091980, 3A0 "CodrJlaitn Tpeiin", akt npuema-




nepeaadn HeuckirountenbHoro npasa NeTr057051 ot
15.10.12.
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