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Ipunooicenue 4

K OCHOBHOU NPOgheccuonanbHoll 00pazoeamenbHoll npocpamme

no nanpaesienuro noocomosxu 38.03.02 Mernedsicmenm, HanpasieHHOCMb (NPpoduiv)
«Menedocmenm 6 punancax u HEUHEIKOHOMULECKOU OeAMeNbHOCTNUY

Pabouas mnporpamma IUCIHUIUIUHBI «AHTIUMHCKHHA SI3BIK 11 TPO(EeCcCHOHATBHOTO
oO0IIEeHUD BXOJUT B COCTaB OCHOBHOI 00pa3oBaTeIbHON MPOTrpaMMBbl BBICIIETO 00pa30BaHuUs MO
HarpasieHuto nmoarotoBku 38.03.02 MeHeKMEHT, HapaBiICHHOCTh (MPOdwIib) «MeHEIKMEHT
B (pMHaHCaX M BHEHUIHEIKOHOMHUYECKOM AEATENIbHOCTU» U IMpPEJHAa3HAYCHA ISl 00yJaroIuxcs 1o
O4YHOM Popme 00yUueHUs.

© UMHCTUTYT MEXTyHapOAHBIX SKOHOMUYECKHX CBs3eil, 2023.
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1. Ieap u 3a7a4u JTUCHUILTHHBI

Heab mucuUIIMHB « AHTTUHACKHUH S3BIK T MPOGECCHOHATBHOTO OOIIEHUS» - Pa3BUTDH Y
CTYJE€HTOB KOMMYHHUKAaTUBHYI0 KOMIIETEHIIMIO, YPOBEHb KOTOpPOM IO3BOJMT HCIIOJIB30BAThH
AQHMIMHCKUHA  S3bIK B IPOQECCHOHATIBHOM JIeATEIbHOCTH, MOBBICUTH YPOBEHb BIIAJCHUS
AQHTTIMHCKUM SI3BIKOM, JOCTUTHYTBHIM Ha MPEBIAYLIEM JTale, a TaKXKe 3aJ0XKUThb OCHOBY IS
JaJIbHEHMIero u3y4eHus NpopecCuoHaNbHOIO ACHEKTa SA3bIKA.

3agauu AUCHMILINHBI:

— JOCTIKEHHE HEOO0XOAWMOrO YPOBHS JIMHI'BUCTUYECKUX HABBIKOB — HW3YyYEHUE U
UCIIOJIb30BaHUE JIEKCHYECKUX M IPaMMaTHUYECKUX €AMHUIl B 00beMe, KOTOPbI HEOOXO0AUM JIs
TBOPYECKOH JIeATENTFHOCTH B MPO(ECCHOHAIBHBIX chepax v CUTyaIusX;

— pa3BUTHE NUCKYPCUBHBIX HABBIKOB - YMEHHUS IMOCTPOEHHUS LEJIOCTHBIX, JIOTUYHBIX
BBICKA3bIBaHUH (IIMCKYpCOB) pa3HBIX (YHKIMOHAJIBHBIX CTHJEH B YCTHOH W NUCHMEHHOM
KOMMYHHKAI[MY HAa OCHOBE MIOHUMAHUS Pa3JIMYHbIX BUJIOB IPO(ECCHOHATbHO-OPUEHTUPOBAHHBIX
TEKCTOB IIPU YTEHUU U ayJUPOBAaHUU;

— pa3BUTHE NPAKTHKHU HUCIIOJIB30BAHMSI aHTJIMHCKOTO SI3bIKA JUJISl PELICHUs] CHEUAIbHBIX
npoecCHOHATBHBIX 3a7ad (IOJ00p JIMTEpaTyphl, YTEHHE COOTBETCTBYIOUIMX MHCTOYHHUKOB,
IPOCMOTP IPOTrpaMM IO UHTEPECYIOIIEH CTyACHTa MPOOIeMaTHKe);

— 3aKpeIuieHHe CTpPAaTerH4yecKOro HaBblKa — HaBBIKA HCIIOJNb30BaTh BepOaJbHBIC U
HeBepOalIbHbIE CTPATETUH AJIs1 KOMIIEHCAL[MH TPOOEIIOB, CBA3aHHBIX C HEIOCTATOYHBIM BIIaJICHUEM
SI3BIKOM;

— TIOBBIIIEHUE YPOBHS Y4eOHOI aBTOHOMUH, CIOCOOHOCTH K CaMOOOPa30BaHMIO;

— pa3BUTHE KOTHUTUBHBIX U UCCIIEOBATEIbCKUX YMEHUM;

— pacuMpeHHe Kpyro3opa M IOBBIIICHHE OOILIeH KyJIbTYphl: H3yU€HHE KYJIbTYPHBIX
0COOEHHOCTEH, HPAaBOB, OOBIYAEB CTPAH M3yYaeMOTIO s3bIKA, ITUKH, BOCHUTAHUE TOJEPAHTHOCTH
Y YBaKEHUS K JYXOBHBIM IIEHHOCTSIM Pa3HbIX CTpaH U HApOJOB.

2. MecTO TUCHUNJIMHBI B CTPYKTYPe OCHOBHOI NpogecCHOHATBLHOI 00pa3oBaTeib-
HOIl MPOrpaMMbl BbICIIEr0 00pa3oBaHMs

JucrunianHa « AHTITMUCKUAN S3BIK TSI TPOECCHOHAIBHOTO OOIIEHUS» BXOJIUT B YacTh
y4eOHOro miaHa, GopMUPyEeMyI0 yYaCTHUKaMU 00pa30BaTeIbHBIX OTHOLICHHH 110 HAMIPABIICHUIO
noarotoBku 38.03.02 MeHemKMEHT, HalpaBlIeHHOCTh (Mpoduias) «MeHeKMeHT B puHaHCAX U
BHCHIHGBKOHOMH‘ICCKOﬁ NCATCIIBHOCTU».

3. O0beM AUCHUNJIMHBI B 32a4€THBIX ¢INHUIAX U AKaJeMUYeCKHX 4acax ¢ yKka3a-
HHMeEM KOJHMYecTBA aKaJeMHYeCKHX YacOB, BbIIeJeHHbIX HA KOHTAKTHYI0 padoTy o0y4aro-
IIMXCA € mpenoaaBaTeJieM (10 BUAAM Y4eOHBIX 3aHATHI) M HA CAMOCTOSATEJIbHYI0 padoTy
00y4aromuxcs

OO6mmas Tpya0€MKOCTh AUCIUILUTHHBI cocTaBiseT 10 3auérHbix equnuil, Bcero — 360 gacos.

Bun yueonoi padorTnl
ay P Bcero yacos

KonTakTHasi padora ¢ npenoaaBareJieM (Bcero) 168

B ToM uucie:

3aHaTus JICKIIMOHHOI'O THIIA -

3aHATUSA CEMUHAPCKOTO THUMA (MMPAKTUYECKUE 3aHATHS) 168
CamocTrosiTe/ibHasi padoTa (Bcero) 165
KoHTpoab 27




@PopMa KOHTPOJIA

3a4er ¢ OICHKOM, DK3aMeH

Oo0mast Tpy10éMKOCTb TUCHMILIHHBI

360

4. [lepevyeHb MIaHNPYeMbIX Pe3yJIbTATOB 00yUYeHHS MO JUCIUIINHE, COOTHECEHHBIX € MJ1a-
HHPYEMbIMH pe3y/IbTaTaMH 0CBOCHHsI 00pa30BaTeIbHON MPOrPaMMbl

Kon u HaumenoBanue
KOMIIeTeHI[ UM (1ii) BbI-
NMYCKHUKA

Koa v HauMeHoOBaHHe UHIH-
KATOpa JOCTHKEHUS] KOMIIe-
TEeHINH

IInanupyemsle pe3yJibTaThl
o0y4eHHs 10 AMCHHUILINHE

KommyHnukanus

YK-4

Crioco0eH oCyIIecTBIATh
JIETIOBYI0O KOMMYHUKALIUIO
B YCTHOM U IMCbMEHHOMN
¢dopmax Ha rocyJapCTBEH-
HOM s13bIKe Poccuiickoit
®denepanu 1 THOCTPaH-
HOM(BIX) sI3bIKE(aX)

NYK 4.1

OcymecTBiIsIET IENOBYI0 KOM-
MYHUKALUI0 B YCTHOH (opme
Ha PYCCKOM M HMHOCTPAaHHOM
SI3BIKAX.

NYK 4.2

Ocy1ecTBisieT AEeI0BYH0 KOM-
MYHHUKAalMIl0 B THCHMEHHON
dopmMe Ha pPycCKOM U HHO-
CTPaHHOM SI3BIKaX.

3HaTB: TIpaMMaTHYECKHE IIpa-
BUia, (GOPMBI U KOHCTPYKIIHH,
JIEKCUKY aHTJIMACKOTO sI3bIKa, He-
00XO/MMBIE Ul OCYIIECTBICHHUS
npodecCHOHALHOTO OOIIEHUsT B
paMKax OMpeIeICHHBIX TEM.
YMeTb: JOTHYHO, apryMEHTHPO-
BaHO U KOPPEKTHO IMOATOTOBUTH
YCTHBIE U NMHCbMEHHBIE BHICKa3bl-
BaHHSA Ha MHOCTPAHHOM S3BIKE B
MpopeCCUOHATPHOM  OOIIEHUH.
Bnapers: HaBbIKAMH HUCIIOJIB30BA-
HUS MOHOJIOTHYECKON M TUAJIOTH-
YECKOM YCTHOM M NHUChbMEHHOMH
pedn B CHUTyalusx Mpodeccuo-
HaJIBHOT'O B3aUMOJIEHCTBUS B TIpe-
Jenax U3y4eHHOTO S36IKOBOTO Ma-
Tepuana.

K-4

Crioco6eH oCyIIeCTBISITh
JIEIIOBYI0 KOMMYHUKAIIUIO
1 JTOKYMEHTAI[HOHHOE
obecrieyeHre BHEITHEIKO-
HOMHYECKOU NeITEILHO-
CTHU

HIIK 4.1
I'oTOBUT K 3aKII0YSHHIO BHEIITHE-
TOPrOBBII KOHTPAKT
HIIK 4.2
OcymiecTBIsSIET JIOKYMEHTApHO®
CONPOBOKICHNUE BHEIIHEIKOHO-
MHUYECKOM JICATCIBHOCTH

HIIK 4.3

VYuacTByeT B OpraHusalud M
BEJICHUU MIEPETOBOPOB, B T.4. HA
AHTIINHACKOM SI3BIKE

3HATB: JIEKCUKY AaHIJIOSA3BIYHOIO
O0I1IeH!s, OCHOBY YCTHOU U MHUCh-
MEHHOH PE€YU B JEJIOBOH KOMMY-
HUKaLHH.

YMerhb: NPUMEHATH OJyYEHHBIE
3HaHUs B (POPMUPOBAHMUU CTpaTe-
MU YCTHOTO ¥ IUCbMEHHOTO KOH-
CTPYUPOBaHUS M WHTEpPHpETaLUU
AHTJIOSI3BIUYHBIX TEKCTOB IIPU pe-
MIEHUU TPo(eCcCUOHATBHBIX 3a-
nad.

Buiiasers: HaBbIKAMHU pPEYEBOrO U
MUCHbMEHHOTO OOIIEHUS Ha aH-
IJIMACKOM SI3bIKE B KOHKPETHBIX
poeCCUOHATIBHBIX CUTYAIHSIX.




5. Conepxxanue Q¥ CHUILTHHBI

HauMeHnoBanue teM
(pa3aesioB)

Conep:xanue Tem (pa3aesioB)

Temal. Forms of
business activities
®dopmbl Ou3HEca

Jlexcuka: TepMuHBI B 00JacTH JA€NOBBIX (OPMATbHOCTEH, HAJIOTOB,
IOPUINYECKHE CTaTyCHI KOMITaHHUH, WHIUBUIYATBHOE
MpeANPUHUMATEIBCTBO, TOBApHILECTBO, AaKIHMOHEpHOE OOIIECTBO, HUX
MPEUMYIIECTBA U HEJOCTATKH

Yrenue: Sole Proprietorship, Partnership, Corporation.

I'pammaruka: TUYHBIC, TPUTSDKATEIbHBIC, yKa3aTeIbHbIC MECTOUMEHHUSL.
Heonpenenennas ¢popma rimarosos. CiioBooOpazoBaHue, 00bEKTHBIN MAICK.
ITopsanok ciioB B IpeuioKeHUH. BonpocuTenbHble c1oBa. APTUKIN.
KonunuecTBeHHbIE U TOPSAAKOBBIE YHCIUTENbHBIE.

YcrHas pedb (MOTMIIOTuYecKas):

-IIPEUMYIIECTBA U HEJOCTATKH pa3HbIX (popm Ou3Heca

YcrHas pedb (MOHOJIOTHYECKAs ):

- pucku UIIT

[TuceMenHas peus: keiic Belt Up

Tema 2. Levels and areas
of management

YpoBHU U chepsl
YIpaBICHUSA

Jlexcuka: TepMuHBI B chepe yrpaBieHus, ypOBHU MEHEKMEHTA, TPYAOBbIE
0053aHHOCTH, HA3BaHUS U OTBETCTBEHHOCTH OT/ICJIOB OpraHU3aluu
Urenmue: Levels of Management, Organization Chart

I'pammaruka: [Topsaok  cnoB B npemioxeHud. llopsnok cioB B
CaMOCTOSITEILHOM TIOBECTBOBATEIbHOM IpeasiokeHuu. [lopsaok cioB B
BOIIPOCUTENILHOM NPEUIOKEHUH. BpeMeHa akTMBHOI O 3aj1ora.

YcrHas pedsb (MOTUIOrHIecKas):

-00Cy’XJIeHHE TPYIOBBIX 00S3aHHOCTEHN YIIPABIICHIIEB PA3HBIX YPOBHEN
YcTHas pedb (MOHOJIOTHYECKas ):

- IOKJ1a/1 00 OTBETCTBEHHOCTSIX OT/IEJIa KOMITAHUHU

ITucebmMeHHas pedb: Keic SUCCess

Tema 3. Organizational
structures
Opranu3zalnoHHbIE

CTPYKTYpbI

Jlekcuka: TepMUHBI B 00JAaCTH OpPraHM3allMOHHBIX OCOOCHHOCTEH
OpraHu3aluii, BUJbl CTPYKTYD, PECTPYKTYpH3aLUs

Urenue: Types of organizational structures, Restructurization

I'pammaruka: [lopsimok CIOB B BONPOCUTENBHOM TpeioxkeHuu. [lopsmok
CJIOB B BOCKJIMIIATETILHOM IPEITIOKEHUU. BpeMeHa macCuBHOTO 3aJora.
YcrHas pedb (MOTUIOrHIecKas):

- IPEUMYIIECTBA U HEAOCTATKH PA3IMYHBIX OPraHU3alOHHBIX CTPYKTYP
YcTHas pedb (MOHOJIOTHYECKas ):

- OIIUCAHUE CTPYKTYPHI KOMITAHUN

ITucemennas peun: keric Wildberries

Tema 4. Management
MeHemKMEeHT

Jlexcuka: TCPMHHBI B O6HaCTI/I MCHCP’KMCHTA, CTUJIN YIIPABJICHHA, TUIIbL
MEHEIKEPOB

Urenne: What is management, The big three management styles
I'pammartnka: UHQUHUTHB 1 €ro KOHCTPYKIIUH.

YcrHas pedb (MOTMIIOTHIecKas):

- 00Ccy/IeHHE TUIIOB YIIPaBIEHIEB U UX KaYeCTB

YcrHas pedb (MOHOJIOTHYECKAs ):

- OIIMCaHMe CTUJIeH ynpaBieHus

[TuceMenHas peus: keiic Peter Drucker

Tema 5. Leadership
JIupepcTBo u nunepckue
KauecTBa

Jlexcuka: TepMHUHBI B 00JIaCTH JIMJIEPCTBA, JIUIEPCKUE KaUeCTBa,
UYrenue: Leadership qualities: what does it take, Business leader briefings
['pammaruka: ['epyHauii, KOHCTPYKIIMU C TEPYHAUEM.
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YcrHas pedb (MOIMIIOrn4ecKas):

- 00CyXJICHHE THUIIOB YIIPABJICHIIEB U X Ka4eCTB
YcrHas pedb (MOHOJIOTHYECKAs ):

- OTIMCAHNE CTHJICH yIpaBICHUS

[TuceMenHas peus: keiic The new boss

Tema 6. Recruitment
[Ton6op nepconana,
PEKPYTHUHT

Jlexcuka: TepMHHBI B OOJIAaCTH PEKPYTHUHIA, XEIXAHTUHT, €ro BUIBI U
METO/IbI, peYEeBBIC CTPYKTYPBI 1 000POTHI HA COOECEOBAHUH MIPU MTPHEME Ha
pabory

Yrenue: Methods of selection, A job interview, Headhunting

I'pammatuka: YcioBHble npeasioxkenus. CocnaraTeaIbHOE HAKJIOHEHHUE.
YcrHas peds (MOTMIIOTHIecKas):

- METO/Ibl peKpYyTHUHTa, cOOeceJ0BaHKe

YcrHas pedb (MOHOJIOTHYECKAs ):

- keiic Orbit Records

[TuceMeHHas peyb: HamMCcaHue COOCTBEHHOTO PE3IOMe

Tema 7. Marketing
MapkeTusr

Jlekcuka: TepMUHBI B 00JIaCTH MapKETHHTA, MCCIICAOBaHNS PhIHKA, [ICJICBBIC
PBIHKH, CETMEHTAIUS PhIHKA

UYrenue:

I'pammaruka: CriocoObl BeIpakeHUsT OyIyIero, BpeMeHa aKTUBHOTO H
MIACCUBHOTO 3aJI0Ta — IIOBTOPEHHUE.

YcTHas peds (MOTMIIOTHIecKas):

- oocyxnenue 4 11 mapkeTunra

YcrHas pedb (MOHOJIOTHYECKAs ):

- IOKJIaJ] O METO/IaX MCCIIeIOBAHMS PHIHKA

[TuceMenHas peus: keric Virgin Mobile

Tema 8. Promotion
[Tponsuxenne OpeHa Ha
PBIHKE

Jlexcuka: TEpMHUHBI B 00JIACTH MapKETHHTA U PEKIIaMbl, BUIbI PEKIIaMbI
Yrenue: Uses of Advertising, Promotion, Promotional Mix

I'pammaruka: CriocoObl BhIpakeHUsI OyIymiero, BpeMeHa aKTUBHOTO W
MIACCUBHOTO 3aJI0Ta — IIOBTOPEHHE.

YcrHas peusb (MOTUIOrHIecKas):

- o0cy>kaeHne GyHKIUN peKIambl

VYcTHas pedb (MOHOJIOTHYECKAs ):

- TOKJIa]l Ha TeMYy BBIOPAHHOTO BUJA PEKIIAMBI

[TucemenHas peub: keric Danger Zone

Tema 9. International
Trade

Bremnss Toprosiis

Jlekcuka: TepMHMHBI B OOJIaCTM BHEIIHEH TOPrOBIIM, BHELIHHE PBIHKU,
CTEpPEOTHUIIbI u KyJIbTYpHBIE 0COOEHHOCTH, MEXTyHapOHbIE
YKOHOMHYECKHE COIO3bI U OPTaHM3AINH, CAHKIIUYA U OTPAHUYCHUS

Yrenue: Entering a foreign market, Barko of Belgium, Pinball Wizard learns
from mistakes

I'pammaTuka: MonanbHbIe TIarobl, OTTEHKH MOJAIbHOCTH

YcrHas pedb (MOTMIIOTHIecKas):

- 00CYy’XJIeHUEe CaHKITUH BHEITHEH TOPTOBITH

YcrHas pedb (MOHOJIOTHYECKas ):

-noxian o BTO

ITuceMeHnHas peus: acce EBponeiickuii Coro3




6. CTpykTypa IUCHMILUIMHBI 110 TeMaM € YKa3aHHEM OTBeIeHHOI0 HA HUX KOJIHYeCcTBa
aKaJeMH4YeCKNX YaCOB M BUJ0B y4eOHbIX 3aHATHI

KonTakTHas padora,
e HaumenoBanue Tem (pa3ne- qac. CamocrosiTesb-
- JIOB) Hasi padora, Bcero, uac.
n/n IIpakTHyeckue 3aHM-
AUCIHUTLTHHBI yac.
THS
5 cemecTp
1. | Forms of business activities 21 24 45
@Dopmebl Ou3Heca
2. | Levels and areas of 21 24 45
management
YpoBHU U chepsl ynpasie-
HUA
3. | Organizational structures 21 24 45
OpranuzanvoHHbIE CTPYK-
TYpBbI
4. Management 21 24 45
MeHneKMEeHT
Hroro 3a cemectp: 84 96 180
6 cemecTp
5. | Leadership 16 13 29
JIuzepcTBo U UaepcKue Ka-
YyecTBa
6. | Recruitment 16 14 30
[TonGop mepconana,
PEKPYTHHT
7. | Marketing 16 14 30
MapkeTuHr
8. | Promotion 18 14 32
[IponBmwxenue 6peHia Ha
pBIHKE
9. | International Trade 18 14 32
BHenHss Toprosis
KoHTpoJib: 27
HToro 3a cemecrtp: 84 69 180
HUTOI'O: 168 165 360




7. IlepeyeHb y4eOHO-METOAMYECKOT0 00ecevYeH sl 1JIs CAMOCTOSITeIbHOH PadoThl
o0yuyaruuxcst Mo JUCHHUIJINHE

CaMocTosTenspHast pa60Ta ABJISICTCA OJHHUM U3 OCHOBHBIX BHU0OB y‘ICGHOﬁ ACATCIIbHOCTH,
COCTaBHOM 4YacThIO y4eOHOTO IMpoliecca U UMEET CBOEH LeJblo: TIIyOOKoe YCBOCHHE MarepHaa
AUCHUIIIIMHBI, COBCPUHICHCTBOBAHUC U 3aKPCIIJICHUC HABBIKOB CaMOCTOSITCIILHOU paGOTBI C JIUTEC-
patypoil, peKOMEHJ0BaHHOW MpenoaaBareyieM, YMEHUE HAWTH HY>KHBIM MaTepual U CaMOCTOS-
TCJIBHO €T'0 HUCIIOJb30BAaTh, BOCIIUTAHUC BBEICOKOH TBOp‘-I@CKOfI AKTUBHOCTHU, HHUIIUATUBBLI, ITPU-
BBIUKH K MOCTOSIHHOMY COBEPILIEHCTBOBAHHUIO CBOMX 3HAHUH, K 1I€JIEyCTPEMIICHHOMY Hay4YHOMY
MIOUCKY.

KonTposb camocTosTenbHOM pabOThI, SABIISETCS BaXXHOW COCTaBIISIONICH TEKYIIETO KOH-
TPOJIsL yCIICBACMOCTHU, OCYIICCTBIIACTCA NPCIIOAABATCIIEM BO BPEMA 3aHATHHI JICKOIUOHHOI'O U CC-
MHUHApPCKOTO TUIIOB M 00€CIIeYNBAaET OLEHUBAHUE X0/1a OCBOCHHUS N3YYaeMON AUCIUIIIINHBIL.

Bo3moxkHbIE TEeMbI IPpe3eHTaAI U

1. The marketing strategy of a company (the 4P’s)
2. The promotional strategy of a company (promotional tools)
3. The greatest success of entering a foreign market
4. The greatest success on a domestic market
5. The greatest flop on a domestic market
6. The greatest flop on a foreign market
7. Keys to successful management (based on an example of a certain company)
8. Ways to win customers
9. Internet advertising and buzz marketing
10. Peculiarities of Public Relations
11. Ethics in Business
12. Entrepreneurial Skills
13. Headhunting: what does it take?
14. Tips to be successful at job interviews
15. What makes a great manager
16. Cultural stereotypes in business: Russia (any country)
17. Efficient ways to motivate staff
18. Effective methods of market research
19. Product life cycle
20. Your own idea
TpeGoBanus K nmpe3eHTAIUN
1. 9-15 cnaiinos B PowerPoint

2. Tlnan mpe3eHTanuu:

— Bcerynnenue (moyemy BeIOpaHa JaHHAs TeMa Mpe3eHTaIuun) (2 ciaiiaa)

— OcHoBHas 4acThb

— 3axrodyeHue (BBIBOJIBI) (2 craiia)

3. Crniukep Mpe3eHTyeT CBOIO TeMY (OTrpaHHYCHHE 110 BPEMEHHU — 5-7 MUHYT) U OTBEYAET
Ha BOIIPOCHI YHaCTHUKOB Ha AHTIJINICKOM SI3BIKE.

PexoMeHganmuy mo moaroToBKe K Nnmpe3eHTanuu

v Oranbl paboThI HAJ MPE3eHTaIuEH
- IlpenBaputenbHas MoCTaHOBKA MPOOIEMBI HIIM BEIOOP TEMBI.
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- BpBmwkenue u 00CyXI€HHE TUTIOTE3 PEIICHHUS] OCHOBHOW ITPOOJIEMBI, UCCIIEIOBAHUE

KOTOPBIX MOXET CIIOCOOCTBOBATH €€ PELICHHUIO B paMKaX HAMEUEHHOW TEMaTUKH;
- Ilouck u cOop maTepuana Jij1s perieHus npoOaeMbl U PaCKPBITHS TEMBI;

- OxoHuaTenbHast MOCTAHOBKA MTPOOJIEMBI I BBIOOP TEMBI;

- [Tlouck pemieHus WM pacKpbITHE TEMbI HA OCHOBE aHAM3a U KJIAaCCU(PUKAIIUU

coOpaHHOTO MaTepHaa,

- [IlpesenTanus u 3amuTa MPOEKTOB, MPEIOIAraroas KOJUICKTUBHOE 00CYKICHUE.

[Ipe3enTanus OKHA COACPIKATh TAKHE JIEMEHTHI KakK:

- OIJIaBJIEHHE;
- 1aTy MOCJEIHEN PEBU3NH;
- nHpopManuio 00 aBTOpax;

- CITMCOK ITOJIE3HBIX Ka4YC€CTBCHHBIX CCBIJIOK C HOI[pO6HI)IM HUX OIMMCAaHUCM

Pacnpenesienne caMocTosiTe/IbHOM PadoThI

Bunel, popmbl 1 00BEMBI CaMOCTOSATENBHONW PAabOTHI CTYACHTOB MPH U3YYEHUU JTAaHHOMU

JAUCHUIITIMHBI ONIPCACIIAOTCA €€ COACPKAHUEM U OTPAKCHBI B CJIG,Z[YIOH_IGI\/'I Ta6JII/II_[eZ

Ne HaumeHoBaHHne TeM Buja camocTosiTeIbHOM Oo0bem
n/n (pa3nenoB) padoThbI CaMOCTOSITEJIbHOM
JUCHHUILINHDBI padoThI
1. | Forms of business activities [ToaroroBka K ayAUTOPHBIM 24
®dopMmbl Ou3HEca 3aHATHAM, IIOJTOTOBKA
MpE3EHTalNMI
2. | Levels and areas of [ToaroToBka K ayIMTOPHBIM 24
management 3QHATHSM, ITIOATOTOBKA
YpoBHU U chephl yIpaBIeHHS Mpe3eHTalNI
3. | Organizational structures [ToaroroBka kK ay AMTOPHBIM 24
OpraHu3aluoOHHbIE CTPYKTYPBI 3aHATHAM, IIOJTOTOBKA
MpE3EHTalNI
4. | Management [ToaroroBka K ayIMTOPHBIM 24
MeHeKMEHT 3aHSATHSIM, TOATOTOBKA
Mpe3eHTalNI
5. | Leadership [ToaroroBka Kk ay AMTOPHBIM 13
JlunepcTBo 1 muaEpcKue 3aHATHSIM, IIOJTOTOBKA
KadecTBa MpE3EHTalNI
6. | Recruitment [ToaroroBka K ayIMTOPHBIM 14
[TonGop nepconana, peKpyTHHT 3aHSATHSIM, TOATOTOBKA
Mpe3eHTalNI
7. | Marketing [ToaroroBka K ayAUTOPHBIM 14
MapkeTusr 3aHATHAM, IIOJTOTOBKA
MpE3EHTalNI
8. | Promotion [ToaroToBka K ay TMTOPHBIM 14
[TponBmxeHue OpeHaa Ha 3aHATHAM, IIOJTOTOBKA
PBIHKE IIPE3EHTALUN
9. | International Trade [ToaroToBka K ayIMTOPHBIM 14
Buemrusis Toprosis 3aHSATHSIM, TOATOTOBKA
Mpe3eHTalNI
HUTOIO: 165
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8. [lepeyeHb BONPOCOB U THIIOBbIE 3aJaHUs JJ1 MOATOTOBKH K POME:KYTOYHOM aT-
TeCcTAUMHU

8.1. [lepeyeHb BOPOCOB U 3aIaHU J1JIA OATOTOBKM K 3a4eTy C OLlEHKOi

Tema 1: Forms of business activities

OTBeTHTE MUCEMEHHO Ha CIICAVIOIIINEC BOIIPOCHI.

What is the difference between a sole proprietorship and a partnership? (analyze the
formation, control, liability for debts, advantages and disadvantages).

1.What are most people’s main personal assets?

2.How can a sole trader get the capital to set up a business?

3.Why do we say that proprietorship is the simplest form of business organization?

4.Do you agree that a proprietorship can go out of business as easily as it goes in?

5.Is forming a partnership as easy as forming a sole proprietorship? Why (not)?

6.Are these two forms of business organization subject to public report? What authorities
must have access to the books of a partnership?

7.What are the advantages of a sole proprietorship in comparison with a partnership?

8.What are the advantages of a partnership in comparison with a sole proprietorship?

9.What are common disadvantages of these two forms of business organization? How was
the problem of unlimited liability solved in a partnership in 1907?

10.What are the advantages and disadvantages of being a sleeping(silent) partner?

11.1f you were to choose between a sole proprietorship and a partnership, which form
would you choose and why?

Tema 2: Levels and areas of management

JOoNoJHUTE CASAYIONINN TEKCT rjlarojJaMM IO CMbICTTY:

appointed attacked combined defined constituted reviewed supervised
supported

Large British companies generally have a chairman of the board of directors
who oversees operations, and a managing director (MD) who is responsible for the
day-to-day running of the company. In smaller companies, the roles of chairman

and managing director are usually (1) .................... Americans tend to use
the term president rather than chairman, and chief executive officer (CEO)
instead of managing director. The CEO or MD is (2) ............. by various

executive officers or vice-presidents, each with clearly (3) ..................
authority and responsibility (production, marketing, finance, personnel, and so
on).

Top managers are (4) ...oooviveennnn.. (and sometimes dismissed) by a
company's board of directors. They are (5)..................... and advised and
have their decisions and performance (6) ........ccccece..e. by the board. The

directors of private companies were traditionally major shareholders, but this does
not apply to large public companies with wide share ownership. Such
companies should have boards (7) ..cccoiviiieiiiieiieennenn, of experienced
people of integrity and with a record of performance in a related business and a
willingness to work to make the company successful. In reality, however,
companies often appoint people with connections that will impress the financial
and political milieu. Yet a board that does not demand high performance
and remove inadequate executives will probably eventually find itself (8)
............ and displaced by raiders.
11



Tema 3: Organizational structures

1. JIomoJITHATE MPEAI0KEHNS CIOBAMHI M3 aKTUBHOT'O BOKa6VJ'I5[DaI

1.According to Theory X, employers have to threaten workers because ...

2.According to Theory Y, employers should give their workers responsibilities because ...
3.Maslow criticized Theory Y because ...

4.Maslow argued that even though they might want to be given responsibilities at work ...
5.Herzberg suggested that good labour relations and working conditions ....

6.According to Herzberg, the kind of things that motivate ....

7.The theory of job enrichment states that ...

8.Management by objectives means ...

2. I[IlMCbMEHHO MPOKOMMEHTUPVHUTE CIEIVIOIINAE YTBEPKICHU:

1.An effective organizational structure is not an easy managerial task.

2.Sometimes a hierarchical structure turns out to be a bureaucratic set-up.

3.Double subordination/reporting to several people in the matrix organizational structure
often leads to confusion.

4.Healthy competition between divisions could improve the overall performance of the
organization.

5.Local managers often conflict with senior management as they see their authority being
undermined.

6.In an organization by function departments pursue their own objectives rather than those
of the whole company.

7.The matrix is essentially a temporary structure established as a means of carrying out a
particular task.

8.Duplication of functions in different departments is not cost effective.

9.Restructuringis one of the most traumatic and difficult things a business can do.

10.Some levels of management are not necessary.

Tema 4: Management

OTBeThTC MMCHEMEHHO Ha CICAYIOMME BOIIPOCHI:

1. What is management? Is it an art or a science? An instinct or a set of skills and techniques
that can be taught or is it a mixture of innate qualities and learnable skills?

2. Do you know these business leaders: Jack Welch, Steve Jobs, Carlos Ghosn? What do
you know about them? Which business leaders do you admire for their managerial skills? What
are these skills?

3. What do you think makes a good manager? Which four of the following qualities do you
think are the most important for a manager?

— Being decisive: able to make quick decisions

— Being efficient: doing things quickly, not leaving tasks unfinished, having a tidy desk
and so on

— Being friendly and sociable

— Being able to communicate with people

— Being logical, rational, analytical

— Being able to motivate, inspire and lead people

— Being authoritative: able to give orders

— Being competent: knowing one’s job perfectly, as well as the work of one’s subordinates
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— Being persuasive: able to convince people to do things
— Having innovative ideas
Are there any qualities that you think should be added to this list? (being responsible,
diplomatic...)
4. Which of these qualities can be acquired? Which must you be born with?

8.2. IlepeyeHb BONPOCOB A5 MOATOTOBKH K IK3aMeHY

Tema 5: Leadership

OTBeThTC MMCEMEHHO Ha CICAYIOMME BOIMPOCHI:

1.How do we choose a job?

2.What factors affect our choice?

3.What functions does our job perform in our lives?

4.What are the main stages in a person’s career?

5.What two questions should a young person ask himself before taking a job?
6.What should a person know before planning a career?

7.When can people explore their abilities?

8.What did you want to be when you were a child?

9.Have you had any part-time jobs?

10.What jobs did you eliminate before making your choice?

11.What are the six categories of people according to their occupational orientation ?
12.Describe each of these categories: personality orientations and the types of jobs.
13.What type of people do you belong to?

14.What are you good at?

15.Did you think about your personality orientations when choosing your profession?
16.What do you want to be?

17.When did you make your choice?

18.Has anybody influenced your choice?

19.Why do you want to become an economist?

20.What qualities must you possess to become an economist?

21.What subjects are you interested in?

22.What are your special interests including hobbies and leisure activities?
23.Where are you going to work after graduating from the Institute?

24.What professions will have good job opportunities in future?

25.Do you want to become self-employed?

26.Do you regard languages as a bonus?

27.In what careers can languages be a tremendous advantage?

28.How can you use English in your future job?

29.«What you do is more important than who you are». Do you agree with these words?

Tema 6: Recruitment

1. BcTaBpTe ci10Ba M3 TAOMUIEI B IIPEIOKEHUS HIKE:

Applicants, candidate, career, employment agencies, headhunt, headhunters, headhunting, hire
(n), hire(v), hiring, qualities, recruit, recruiters, recruitment, recruitment agencies

The process of finding people for particular jobs is 1 or, especially in
American English, 2 . Someone who has been recruited is a
3 or, in American English, a 4 . A company may
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recruit employees directly or use outside 5 , 6
or7 . Outside specialists called 8
may be called on to 9 people for very important jobs, persuading
them to leave the organizations they already work for. This process is called

10

Headhunters, or executive search firms, specialize in finding the right person for the right job.

When a company wishes to 11 a person for an important position, it may use
the services of such a firm, specifying the skills and 12 which it requires
of the future employee. The headhunter contacts executives with the right 13

profile, and provides the company with a shortlist of suitable 14 . In this

way, the employer does not have to go through the preliminary stages of interviewing and selecting
15 itself,

Tema 7: Marketing

IlepeBeuTe CISAYIOMME MPESIT0KEHNS, NCIIOJB3YS aKTUBHEIM CI0Baph MO TEME:

1. Kommanuss ABC pemnmuna BBIATH Ha BBICIIMN YPOBEHb PBIHKA M BHITYCTHUTH HOBBIC
TOMOBBIE TyXU. UTOOBI YIOBIETBOPUTEL HYXJIBI U JKEJIAHWs OTPEOUTENeH U PUBIIEYbh IEICBYIO
aYJIMTOPHIO, MAPKETOJIOTH MCCIISIOBAITN PHIHOK U TOTOBBI CO3/1aTh KOHIIEIIMIO HOBOTO MPOAYKTA.
Kommanust mpeAcTaBuT NpOAYKT Ha PBIHOK B ABrycTe W coOMpaeTcs MpOABUTaTh MPOAYKT Ha
PBIHKE, HCIIONIB3YS «3BE3/D» B PEKIIAME.

2. Ham HeoOXoauMO HCTIOIB30BaTh CBOE KOHKYPEHTHOE MPEUMYIIIECTBO U UCKATh HOBBIC
BO3MOXKHOCTH PBIHKA, €CJIM MBI XOTHM UYTOOBI Hallla KOMIIAHUs OCTaBaiach kommnanued No2 Ha
DBIHKE.

3. Ecnu xoMIiaHusi BBITyCKAe€T HOBBIH HPOJYKT HAa PBIHOK, TO Yalle BCEro KOMITaHHUS
HA3HAYaeT PBIHOYHYIO IIeHY. Eciii KoMIaHus BBITYCKAET TOMOBBIA MPOIYKT, TO OHA Ha3HAYaeT
LICHY BBIIIE PHIHOYHOM.

4. YtoObl 10CTHYB CBOUX IIeNIel W IPUBJICYD IIEJICBYIO AYAUTOPHIO, KOMIIAHUS COOUpaeTCs
WU3MEHHUTDH KaHAJbI COBITA MPOIYKIINH.

Tema 8: Promotion

1. 3anoaHuTe HDOGGHBI HanOosee noAXOoJAINMMHU TCPMUHAMU U3 CITMCKA.

vital insure retailer prices placement

charge wholesaler price leader take place  channel of distribution

The most common is manufacturer — wholesaler

consumer. Distribution can, however, through slightly modified channels.
For example, products are sometimes sold directly by the or the
manufacturer, rather than by the retailer. Generally, wholesalers

lower than retailers and sell in larger quantities. Together, these channels of
distribution play a role in the element of marketing.

2. OTBeTHhTE MUCbMEHHO Ha CIEAVIONINE BOIPOCHI:

1. What are the 4 promotional tools?
2. What are the advantages and disadvantages of advertising?
3. What are the advantages and disadvantages of publicity?
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What are the advantages and disadvantages of personal sellings?

What are the advantages and disadvantages of sales promotions?

What types of advertising do you know?

What are the advantages and disadvantages of different types of advertising?
Give examples of sales promotions? When and why should this tool be used?
What is publicity? What are the advantages of it?

©ooNo A

Tema 9: International Trade

1. OTBeTHhTE MHUCEMEHHO HA CJICAYIONIME BOIMPOCHI:

1.What is international trade?

2.What are the two possible reasons for companies to get involved in exporting activities?
3.What information should be obtained during initial research before getting started?
4.What are the entry methods?

2. CKa)KI/ITG, BEPHEI JIM JJAaHHBIC YTBEpKAcHU. McnpaBhTe HEKOPPECKTHLIC:

1.Exporting is the most difficult way to enter a foreign market.

2.There are three types of exporting.

3.In indirect exporting an agent receives a commission for sales made on behalf of the
principal.

4.Indirect exporting involves more risk than direct exporting.

5.The company has less control over the licensee than if it had set up its own production
facilities.

6.Foreign governments always make joint ownership a condition for entry.

7.By direct investment, the company lacks control over investment and marketing policies.

8.2. TunoBwble 3aaHNA 1J OLEHKHN 3HAHUMN

1. When is a business most likely to adjust the marketing mix of a product?

If costs change

"y

If customer needs change

If management changes

2. A supermarket's own brand range of products:

7y

Has its own marketing mix

7y

Has no marketing mix

Has no promotional mix

3. How is a business most likely to increase sales of a premium branded product?

"y

By cutting price

7y

By increasing promotion

By using supermarkets for distribution

4. What does the overall marketing mix create?

Customer needs
15



© Business objectives

C A unique selling point for a product

8.3. TunoBble 3a1aHMsA /15 OLEHKH YMeHUI

3ananme 1. 3anonHuTe npomycku TepMuHamu mo teme International Trade:

1.The pinball machine has developed a
new market in the Middle East.
2. from video games and computers has hit small
manufacturers.
3.Vincenti puts using a good at the top
of his lessons learned list.
4.When you’ve time, effort and money in making an export sale,

you want to get .
5.0ther lessons learned centered o

6.You should be prepared to your  product
to meet local :
7.Would-be exporters should make a firm to export.

8.A final lesson is to remember that appearances can be

3ananme 2. [IpokoMMeHTHpYHTE (YCTHO) CIEQYIONIUE YTBEPXKICHUS C yNOTpeOICHHEM
aKTHUBHOI1 J1ekcukH 1o Teme Forms of business:

1. Small businesses do not often grow into large ones.

2. People who like to use initiative and be their own bosses prefer a sole proprietorship as
the most suitable form of business organization.

3.People who start a business usually have strong ideas about how a business should be
run. 4.Proprietorships have the virtue of simplicity, but it is not always good.

5.For many types of business the risks of unlimited liability are not great.

6.Although a proprietor ceases to exist when the owner dies, the assets are still there. An
heir or a buyer can take over the business and run it under new ownership.

7.The simplest way of starting a business is to set up a partnership.

8.4. TunoBwble 3aXaHuA IJA OLEHKH HABLIKOB

3ananme 1. [IpounTtaiiTe 53KOHOMHYECKYIO CTaThIO U OTBETHTE HA CJICAYIOIIUE BOIIPOCHI:

1. Ckaxure, Kak1e BOIIPOCHI paCCMAaTPUBAIOTCS B CTaThE.

2. Ckaxure, Kakas mpobjaemMa BhITEKAET U3 COJCPIKAHMS.

3. 3ajmaiiTe K CTaTbe HECKOJIBbKO BOIIPOCOB M 33JaliTe MX BallleMy TOBApHILy, 3aTeM
OTBETHTE Ha €0 BOIPOCHI.

4. IToaTBepaMTE TOUKY 3pEHUS, H3JI0KEHHYIO B CTaThe, UCIOJIB3YsI COOCTBEHHBIN MPUMED.

5. BoickaxuTte MHeHHE O MpounTaHHOM. CoOOIIMTE M3BECTHBIE BaM JOMOJIHHUTEIbHBIC
ceenenus. [IpuBenute nmpumepsl, (pakThl, M0T0OHBIEC OMTUCHIBAEMBIM B CTaTheE.

6. IlogymaiiTe, Kak W TJ€ Bbl MOXETE€ HCIIOIb30BATh W3BJICUYCHHYIO H3 CTaTbH
UH(OPMALIHIO.

7. Ompenenute, HYXHO JU BaM Oojiee JETaJbHO O3HAKOMUTHCA C TEKCTOM JUIf
UCMOJIb30BaHUSl  TONYYeHHOM  MHpopMmaumu B Bameid  Oyaymeil npodeccruoHanbHOM
JESITEIbHOCTH.

16



Proper tool is a good investment

Pump-part manufacturers provide other tools to allow users to extract maximum cost from
mud-pomp parts. A hydraulic valve-seat puller, for example, is almost a necessity for high-
pressure pumps. The cost of damage that can be done by truing to «torch out» a seat will typically
pay for a good hydraulic tool. And the tool can serve for many years. A knocker should be used to
remove pistons from roads; a single hammer «ding» on a rod can mean premature failure with
related lost time and expense. Install rod packing according to instructions. Different kinds of
packing require different tightening procedures for proper operation. And all parts manufactures
agree that matching springs, seats, and valves should be used.

Valves and seats do not all weigh the same and hence demand different springs to match
opening pressures. When to replace? Ideally, of course, parts should be replaced just before failure.
When pump pressure falls, it’s too late! This means the best way to insure optimum part and pump
life-achieve minimum operating costs coupled with maximum pump efficiency-and make sure
there is always at least one mud pump working is to: (a) keep accurate records of operating hours,
and (b) inspect often those parts readily accessible. Various types of elapsed time recording devices
are available; when drilling is critical, the cost of even the most expensive us virtually
inconsequential compared to having to stop drilling.

A final note. Pump-part technology is very advanced and proven. Manufacturers have had
experience in almost all environments and working conditions, and their help can be significant.
But the only group who ultimately can design and implement effective mud-pump-part programs
are those on the rig. The accompanying check-list may help.

3aganue 2. OnummTe YpOBHHU U cepbl ynpapieHusi BbIOpaHHOil BaMmu komnaHuwu,
HCHoJb3ys JekcuKky o Teme Levels and areas of management.

Company structure or organization structure refers to the way that a company arranges
people and jobs so that its work can be performed and its goals can be met. The structure of every
organization is unigque and the structure of an organization evolves as the organization grows and
changes over time.

Top managers and executives:

1. Board of Directors, Chairman (Chairwoman) or President (Am.), Managing Director
(Executive Director) or Chief Executive Officer (CEO — Am.)

2. E.g. At the top of company hierarchy is the Board of Directors, headed by the Chairman.
E.g. A managing director is responsible for the day-to-day running of the company (or oversees
all aspects of business activity, or has overall responsibility for the running of the business).

3. Middle (Senior) management (company officers):

4. Finance director (Chief financial officer — Am.), Marketing Director, HR Director
(Personnel), IT Director, R&D Director, Production Director, Sales Manager or Sales Director (or
Vice Presidents — Am.)

5. Departments: Finance, Sales and Marketing, Personnel (HR), Research and
Development (R&D), Production

6. to consist of, be made up of, be divided into

7. e.g. The company consists of five main departments. The marketing department is made
up of three units. The sales department is divided into two sections.

8. to be responsible for smth, to be in charge of

9. e.g. The marketing department is responsible for advertising, sales promotion and
market research. The Human Resources department is composed of two sections. One is
responsible for recruitment and personnel matters, the other is in charge of training.

10. Philip is in charge of our marketing department.

17



11. Finance director controls all aspects of finance and is responsible for allocating the
company's resources.

12. to be accountable to smb, to be responsible to smb, to report to smb

13. e.g. At the top of the company hierarchy is Mister Niegel who has overall
responsibility for the running of the business. Sales Director, Marketing Director, Finance Director
and HR Director report to him (Haxoasrcs y Hero B HENOCPEACTBEHHOM NOAYMHEHUH). EXport
Sales Director is responsible to Sales Director.

14. astrategy, to determine a strategy (or a policy), implement a strategy (or a policy)

15. E.g. Top managers determine the company s strategy and middle managers implement
the strategy and major policies handed down from the top level of the organization.

9. IlepeyeHb OCHOBHOI M JOMOJHUTEIbHON y4eOHOIi JIMTEepaTyphl, HEOOXOAUMOM 1A
OCBOCHHS THCHUIIHHBI

9.1. OcHoBHas JMTepaTypa

1. JleBuenko, B. B. AHrnmmiickuii 351K 711 5)KOHOMHUCTOB (A2-B2) : yaeOHUK 171 BY30B /
B. B. JleBuenko, E. E. lonranéra, O. B. MemepsakoBa. — 2-¢ u3a., ucnp. u Aon. — MOCKBa :
NznarensctBo FOpaiit, 2023. — 408 c. — (Bricmiee oopazoanue). — ISBN 978-5-534-14780-3.
— Teker : osnextponsbii // OOpasoBarenbHas 1wiatdopma IFOpaiit [caiit]. — URL:
https://urait.ru/bcode/511145

2. Croruuesa, O. H. Anrnumiickuii s3b1k 17151 skoHomuctoB (B1-B2). English for Business
Studies in Higher Education : yue6Hoe mocobue miast By3oB/ O. H. CtorameBa. — MockBa :
WznarensctBo FOpaiit, 2022. — 197 ¢. — (Bricmiee oopazosanue). — ISBN 978-5-534-10008-2.
— Tekcr : oanektponHsid // O6pazoBarensHas miarpopma IOpaiit [caiit]. —
URL.: https://urait.ru/bcode/475072

3. Hanunenko, JI. II. AHrauiickuii s3bIK 111 SKOHOMHUCTOB (B1—B2) : y4yeOHHMK 1
npakTukyMm ais By3os / JI. I1. lanunenko. — 3-e u3a., ucnp. u pomn. — Mocksa : M3naTenscTBo
FOpaiirt, 2023. — 130 ¢. — (Bwicmee obpazoanue). — ISBN 978-5-534-07990-6. — Teker :
NeKTpoHHBIH  //  OOpasoBarenbHas  1matpopma  HOpaitir  [caiit]. —  URL:
https://urait.ru/bcode/512962

8.2. lonoiHMTE/IbHAS JIMTEPATYPa

1. Sxymesa, . B. Anrmuiickuii s361k (B1). Introduction Into Professional English :
y4eOHUK U mpakTukyMm ans ByzoB/ W. B. flkymesa, O. A. JlemyenkoBa. — 3-¢ H31., UCIP. H
non. — Mocksa : UsmarensctBo IOpaiit, 2022. — 148 c. — (Bricmee oOpaszoBanme). —
ISBN 978-5-534-07026-2. — Tekcr : snekrponnslii // O6pazoBatenbHas miaardopma HOpaiit
[caitT]. — URL.: https://urait.ru/bcode/4901592.

2. Mensiino, B. B. Axagemuueckoe mucbMo. Jlekcuka. Developing Academic Literacy :
yueOHoe mocobue aiisa By3oB / B. B. Mensitno, H. A. Tynsakora, C. B. Uymuikun. — 2-e u3f.,
uctp. u gon. — Mocksa : UznarensctBo FOpaidt, 2023. — 240 c. — (Briciee obpa3oBanue). —
ISBN 978-5-534-01656-7. — Tekct : anexktponnsiii / ObpazoBarenbHas tiargopma HOpaiit
[caiiT]. — URL.: https://urait.ru/bcode/513761

3. Mouwuceesa, T. B. AHrnmiickuii a3bIK I 5KOHOMUCTOB: y4eOHOE mocooue ist By30B /
T. B. MouceeBa, H. H. llarmuna, A. lO. lllupokux. — 2-e¢ usn., nepepad. u gom. — Mocksa:
NznarensctBo FOpaiit, 2020. — 157 ¢. — (Bricmiee oopazoBanue). — ISBN 978-5-534-08911-0.
— C. 1 — Texkcr: anekrponsslii / IbC HOpaiit [caiit]. — URL: https://urait.ru/book/angliyskiy-
yazyk-dlya-ekonomistov-455198
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4. HyxnoBa, E.E. Anrmuiickuii s3eik. Professional Reading: Law, Economics,
Management: yue6Hoe nocobue i1t By30B / E. E. HysxnoBa. — 2-e u3z., ucnp. u gon. — Mocksa:
NznarensctBo FOpaiit, 2020. — 149 ¢. — (Bricmiee oopazoBanue). — ISBN 978-5-534-07994-4.
— C. 1 — Texkcr: anekrponnslii / IbC HOpaiit [caiit]. — URL: https://urait.ru/book/angliyskiy-
yazyk-dlya-ekonomistov-455198

10. IlepeueHb pecypcoB HH(OPMALMOHHO-TEJIEKOMMYHUKAMOHHOH ceTu ""MHTepHeT",
He00XO0IMMBIX /ISl 0CBOCHHUS JMCHUIIMHBI H HH(POPMALHMOHHBIX TEXHOJIOTHI,
HCIIO0JIb3yeMBbIX IPH OCYLIEeCTBJICHUH 00pPa30BaTeJbHOI0 NpoLecca no JUCHHUILINHE,
BKJII0Yasl NepedeHb NPOrpaMMHOro obecrnevyeHnst 1 HHGOPMALMOHHBIX CIIPABOYHBIX
cucteM (MpH HEOOXOAMMOCTH)

1. http://biblioclub.ru_- 3BC «YHuBepcuTerckas OMOIMOTEKa OHIIANH»

2. https://urait.ru - DBC «Obpa3zoBarenbHas miathopma FOpaiim»

3. https://elibrary.ru/org_titles.asp?orgsid=14364 - HayudHas SJEKTpOHHas OMOIHMOTEKa
(H9B) «eLIBRARY.RU»

4. https://learnenglish.britishcouncil.org- _ caiit _bputanckoro CoBera ¢ 06aHKOM
MaTepHaioB Ui YPOKOB M CaMOCTOSTEIBHOTO M3YYCHHS aHTIMICKOTO S3bIKA 10 Pa3IUYHBIM
TeMaM KakK O0ILEero, Tak 1 JAeJI0BOro xapakrepa. OXBaueHbI BCE YPOBHHU JIEKCHUYECKOH CIIOKHOCTH:
OT HAYAJIBHOTO JI0 CAaMOTO TIPOJIBUHYTOTO.

5. https://ru.duolingo.com/- GecruiaTHbIi cepBUC IS U3yUYCHHsS] HHOCTPAHHBIX SI3BIKOB C
Hyis. [Iporpamma moctpoeHa B (GopMe «aepeBa JOCTHKCHUI»: 4TOOBI MEPEUTH HA HOBBIN
YpOBEHb, HY)KHO CHayaja HaOpaThb OINpEIeICHHOE KOJIMYECTBO OYKOB, KOTOPBIC ArOTCS 3a
npaBuiibHbIE OTBeThl. EcTh npunoxenus 11t i0S u Android.

6. https://www.real-english.com/new-lessons.htm - caiitr ¢ ypokamu, craTbsiMu ¥ BHIIEO
3apHCOBKAaMH ISl M3YYaIOUIMX AHTIMHCKHHA SI3bIK, BCE MaTEpUaNbl YCJIOBHO pa3JelieHbl Ha
JIEKCUYECKUE U TPAMMATHYECKHUE, JOCTYITHBI BCE YPOBHU CI0XKHOCTH.

7. https://www.economist.com/ - s5koHOMHUYECKHI CalT U (POpyM Ha aHTIHHCKOM SI3BIKE,
COZICPIKAILMi JIeTIOBBIE HOBOCTH, SKOHOMHYECKHE CTAaThbU Ha JEJIOBYI0 TEMAaTHKY, OOCYXICHUE
po0JIeM JIeTOBOTO XapaKTepa.

8. https://www.ft.com/- caiiT 3xOHOMHYECKOW Ta3eThl Ha AHTIHICKOM si3bike. COMEPKHUT
JICTIOBBIE HOBOCTH, 9KOHOMHYECKHE CTAaThU Ha JEJIOBYIO TEMAaTHKy, OOCYXIeHHe NpolieM
JITIOBOTO XapakTepa.

JIMIIEH3HOHHO0E MPOrPaMMHOE 00ecreueHne:.

- Windows (3apy0exHoe, BO3ME3IHOE);

- MS Office (3apyOexxHOE, BO3ME3THOE);

- Adobe Acrobat Reader (3apyOexHoe, CBOOOIHO pacpoCTpaHIeMoe);

- Koncynprantllmoc: «Koncynerantllmoc: CrymeHt» (poccuiickoe, CBOOOIHO
pacIpoCTpaHsIeMOE);

- 7-zip — apxuBatop (3apy0eKHOE, CBOOOHO PACIIPOCTPAHIEMOE);

- Comodo Internet Security (3apy0exHoe, CBOOOTHO pacpoCTpaHIEMOE).

11. MeToauveckne yKa3aHus AJis1 00y4alOIMXCH M0 OCBOCHUIO M CHUILIUHbBI
CoBeTbl 110 BeJIeHHIO IJ10ccapusi NPophecCHOHATBLHBIX TEPMUHOB

— 0TOOpaHHbIE TEPMHUHBI U JIEKCHYECKUE €TUHHIIBI JOJDKHBI OTHOCUTHCSA K IIUPOKOMY U
y3KOMY IPOQHIIIO CHIENNUAIBHOCTH;

— OTOOpaHHblE TEPMHHBI U JIEKCUYECKUE EIMHHUIBI JOJKHBI OBITh HOBBIMHM U HE
nyOJIMpoBaTh paHee U3yUeHHBIE;

19


https://urait.ru/book/angliyskiy-yazyk-dlya-ekonomistov-455198
https://urait.ru/book/angliyskiy-yazyk-dlya-ekonomistov-455198
http://biblioclub.ru/
https://urait.ru/
https://elibrary.ru/org_titles.asp?orgsid=14364
https://learnenglish.britishcouncil.org/
https://ru.duolingo.com/
https://www.real-english.com/new-lessons.htm
https://www.economist.com/
https://www.ft.com/

— OTOOpaHHBIE TEPMHUHBI M JIEKCUYECKUE CIUHUIBI JODKHBI OBITh CHAOXKEHBI
TPAHCKPHUITIIUEH U TIEPEBOJOM Ha PYCCKUH S3BIK (BO M30E€KaHWE HETOYHOCTEH PEKOMEHIYeTCs
MI0JIb30BATHCS CHCITUATN3HPOBAHHBIM CIIOBAPEM);

— o011ee KOJIMYeCcTBO OTOOPaHHBIX TEPMUHOB HE IOJDKHO OBITH MeHbIe S00 equHuIL;

— OTOOpaHHBIC TEPMHUHBI M JICKCHYCCKUE CIUHUIBI TpPEIHA3HAYCHBI JIJII aKTUBHOTO
YCBOCHHUS U JOJKHBI HCIIOH30BATHCS PU YTEHUH, BOCIIPHUSTHH Ha CIIyX, TOBOPEHUU U TTUCHME.

MeToanyecKkue peKOMeHAAlMH M0 HAMMCAHUIO 1eJ10BOI0 MUCbMA

[TucbMO 1OMIKHBI OBITH SICHBIM, KPATKUM U BEXKIIUBBIM.

YnorpebusiiTe MpocThie CIOBa/BBIPAXKEHUS BMECTO BBICOKOIIAPHBIX M CTEPEOTUITHBIX, €CIIU
OHU MMEIOT OJTHO 3HAa4Y€HUE, KOHKPETHbIE BMECTO a0CTpakTHBIX. UeM Mpolie Bbl TOBOPUTE, TEM
obicTpee Bac moiimyT. OpHako He 3a0bIBaiiTe, 4yTO B OQUIMAILHON JENOBOM INEpenucKe He
UCIIONB3YIOTCS HUKakKe cokpamieHus tuma "I'm" u cienr. Hanpumep, BMecto dpassr "We are the
recipients of", myume ckazare "We received”. Brl 100beTech KpaTKOCTH U SICHOCTH B CBOUX
NUCbMax, eciiu OyJleTe HUCIO/Ib30BaTh KOPOTKUE WM CPEIHEH AIMHBI MPEUIOKEHUS BMECTO
JUIMHHBIX M CJOXHBIX 000pOTOB. I'paMoTHOE JeneHue Ha ab3ambl O0JIEerdaeT 3pUTENIBHOE
BOCIIPHMSITHE TEKCTA U 3aJ1a€T BCEMY IIPOLIECCY PUTM.

OnHUM U3 TOKa3aTreneil BeXIIMBOCTH B JIEJIOBOM MEepeNnucKe sBISAETCS JIMYHOE 00paleHne K
yenoBeky. He Hasio 3a0b1BaTh Mpo BEXKIIMBOCTD J1aXe TOT/a, KOT/1a Bbl OUEHb HEZOBOJIbHBI KEM-TO
WX YEeM-TO.

IMonwITOXKUM:

1. Bribupaiite KOPOTKHE U CpeIHEH JTMHBI MIPEIOKEHUS, YIOTPeOIsIiiTe IpOCThIe CJI0BA U
BBIPa)KEHUS

2. He ynotpebnsiiTe pa3sroBOpHbIE COKPAILCHUS U CJICHT

3. Jlenmnte HamMCcaHHOE Ha a03aIlbI

4. BynpTe BeXXIMUBBI U JUIIIOMATHYHBI

«IIanka» nucbMa.
Kaxmoe nemoBoe muchbmo mevataercs (MUIIETCs ) Ha yKe 3ar0TOBJICHHOM, (pupmeHHOM OnaHke. B
BepxHeii yacTu O1aHKa pa3MelaeTcs Tak Ha3piBaeMas "'manka' - 3arojoBoK. OObIUHO B 3ar0JI0BKE
JIaHbI CJeAYIoIIe CBeAeHUS:
e  3apPErUCTPUPOBAHHOE HA3BAHWE KOMITAHUHU
e  KpaTKHE CBEJCHHUS O XapaKTepe ee AeATelbHOCTH,
e  KOHTaKTHas MHPOpPMALHUS.

Tesio nucpma. 3akiaouutenbHas popma BexxaIuBocTH. [loanuce.

[lepBbIii a03all OCHOBHOTO TEKCTa HAYWHACTCS C NPEATIOKEHHUs, B KOTOPOM BBI
NOATBEPXKAAcTe TONyYeHHE MHCbMa OT Ballero KOPPECIOHAEHTa, WM CO CCBUIKH Ha
HOCTYIHBIIEE TTHCHMO.

OO0b19HO 00BEM JIEIIOBOTO MHUChMa HE MPEBBIIIACT OaHY cTpaHuiy. Ho, ecnm o0beM nucbMa
OoutbIlIe OJJHOI CTPaHUIBI U €ro MPOAOJDKEHHE HAleyaTaHO Ha oOpaTHOM CTOPOHE JIUCTA, TO B
KOHIIE IIEPBOM CTPAaHUIIBI UIIETCS P.t.0., uTo o3HayaeT Please Turn Over (CmoTtpure Ha o6opoTte).

Ecnm BBI OTCBITaeTe KOMMHU MUCbMA U APYTUM ajpecaram, TOrJa B KOHIIE MMHChMa cIeaiTe
COOTBETCTBYIOIIYIO OTMETKY B BHJIE Cleayromieii abopeBuarypsl: "c.c." - carbon copies (Tounbie
korun) uiu Copy to...

WHornma Bl HE XOTHTE, YTOOBI MOJIyYaTelb BAlIero MKChMa 3HAJ, YTO BBl €Ie KOMY-TO
oTocianyd Komuu. B aTom ciydae BHM3Y muceM-Komuii Bbl ykassiBaete "b.c.c." - blind carbon
copies. (CKpBIThIC KOITUH).

Ecnan x muceMy mMmeeTcst IPHIIOKEHNE (KaTalor, KOHTPAKT, CYET U T.1.), TO BHHU3Y, HOCIE
noanucu Jaenaerca ykazanue o0 srtom: "Enc:", "Encl:" - sto cokpamenue ot Enclosure
(MpUIO’KEHUE, BIIOKEHUE).
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HpnMeprIe AI3BIKOBBIC KJINIIIE 1JH 1€JI0BOI'0 IMCbMA IO YaCTAM:

‘1. OoOpamenne

\Dear Sirs, Dear Sir or Madam

H(ecnn BaM HE M3BECTHO MM aJ[pecara) |

Dear Mr, Mrs, Miss or Ms

(ecnu BaM M3BECTHO UM aJpecaTa; B TOM
ClIy4yae KOIJa Bbl HE 3HACTE CEMEWHOe
NIOJIOKEHHE KEHIUHBI CIIeAyeT nrcath Ms,
rpy0o0ii OIMOKO SIBIISIETCS UCTIOIB30BaHNE
dpa3bl “Mrs or Miss™)

\Dear Frank,

H(B oOpanieHuu K 3HAKOMOMY YEJIOBEKY )

2. Beryniienue, npeapiayiee oouieHue.

\Thank you for your e-mail of (date)...

HCHaCHGO 3a Ballle MUCHMO OT (Yucia)

\Further to your last e-mail...

HOTBeqa;I Ha Ballle IUCHLMO. ..

before now...

I apologise for not getting in contact with you

4 nmpoury mpoieHus, YTo A0 CHUX MOp He
Harucasn BaM. ..

\Thank you for your letter of the 5th of March.

HCHaCI/IGO 3a Bale NucbMo ot 5 Mapra |

With reference to your letter of 23rd March

23

OTHOCHUTENBHO Ballero MOUCbMa OT
Mapra

Times»

With reference to your advertisement in «The

OTHOCHUTENBHO Balllel pekiambl B TalmMc

‘3. Yka3aHue NPpUYMH HANKUCAHUS NHCbMA

\I am writing to enquire about

H}I MUITY BaM, YTOOBI Y3HATb. ..

[l am writing to apologise for

HH MUY BaM, 4TOOBI H3BUHUTKCS 34.. .

\I am writing to confirm

HH IUIIY BaM, YTO ObI IOATBEPIUTD. ..

\I am writing in connection with

HH IUIILY BAM B CBSIBHU C ...

We would like to point out that...

Ms1 xotenu Obl 0OpaTUTH Ballle BHUMaHUE
HA ...

4. IIpocn0da

ICould you possibly...

HHe MOTJIA OBl BHI. ..

\I would be grateful if you could ...

H}I ObLI OBl IPU3HATEJIEH BaM, €CJIH OBl BHI ...

\I would like to receive

H}I OBI XOTEJ OJIYYHTh......

\Please could you send me...

HHG MOTJIH OBbI BBI BEICJIATH MHE. ..

5. CornameHue ¢ ycJ0BHAMH.

\I would be delighted to ...

HH ObLT OBI pag ...

[l would be happy to

HH ObLI OBl CYACTIIUB. ..

\I would be glad to

H}I ObL1 OBI paf. ..

‘6. Coo0menne mI0OXux HOBOCTEH

\Unfortunately

HK COXKAJIEHUIO. ..

\I am afraid that ...

HEOIOCB, qTo...

\I am sorry to inform you that

HMHe TSDKEJIO COOOIaTh BaM, HO ...

We regret to inform you that...

K coxalienuto, Mbl BBIHYKJIEHBI COOOIIUTH
BaM O...
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7. Hpnnomeﬂne K IUCbMY JONMOJHUTECJIbHBIX MATCPHUAJI0B

|
‘We are pleased to enclose ... HMH C YAOBOJIbCTBHEM BKJIA/IBIBACM. .. |
‘Attached you will find ... HB NpUKpeIuIeHHoOM (aiine BbI HaiieTe. .. |
‘We enclose ... HMH IPHIIATAEM. .. |
\Please find attached (for e-mails) HBH HaleTe MPUKPEILUICHHBIN (aii. .. |
8. Boicka3piBaHue 0,1ar01apHOCTH 32 NMPOSIBJICHHBIN HHTEpec. |
\Thank you for your letter of HCnaano 3a Ballle IUCbMO |
\Thank you for enquiring HCnacn6o 3a IPOSIBJIICHHBIN HHTEPEC. .. |
\We would like to thank you for your letter of ... HMH XOTenu Obl OOIArogapyTh BAC 3. .. |
‘9. Ilepexon k apyroi Teme. |
\We would also like to inform you ... HMH TaK e XOTeJr Obl COOOLTUTE BaM O... |
\Regarding your question about ... HOTHOCI/IT@JIBHO BaIllero BOIIPOCA O... |
\In answer to your question (enquiry) about ... HB OTBET Ha BaIll BOIPOC O... |
‘I also wonder if... HMCHH TaKXKe HHTEPECyeT. .. |
‘10. JonoHuTEIbHbIE BOIPOCHI. |
\I am a little unsure about... H}I HEMHOTO HE YBEPEH B ... |
\I do not fully understand what... HH HE 10 KOHIIA IOHSLI. .. |
\Could you possibly explain... HHe MOTJIH OBl BBl OOBSICHUT. .. |
‘11. Ilepenaya napopmanuu |
I’m writing to let you know that... HH MLy, YTOOBI COOOLIHTH O ... |
\We are able to confirm to you... HMH MO>KEM ITOJTBEPIIUTS ... |
‘I am delighted to tell you that... HMH C YIOBOJILCTBHE COOOIIAEM O ... |

. K cokanenuro, Mbl BEIHYKIE€HEI COOOIINTH
We regret to inform you that... ’ M B

BaM O...
‘12. IIpensioxenne cBoei MOMOLIH |
‘Would you like me to...? HMory nm 5 (caenats)...? |
\If you wish, 1 would be happy to... HECJm XOTHTE, 51 C PaOCTHIO. .. |

Coo01ure, ecii BaM IIOHAZOOUTCI MOS
ITOMOIIIb.

Let me know whether you would like me to...

‘13. HanomuHaHue 0 HAMEYeHHOM BCTpeYe WIH 0:KUIaAHUE 0TBETA

|
‘I look forward to ... H}I C HEeTEpPIIEHNUEM XKy, |
\hearing from you soon HKorz[a CMOT'Yy CHOBA YCJIBIIIIATh Bac |
\meeting you next Tuesday HBCTpeqH C BaMH B cieyronui Bropauk |
\seeing you next Thursday HBCTpeqH ¢ Bamu B UeTBepr |
‘14. Hoanucn |

|

Yours faithfully,

Hckpenne Bam (ecnu umst yenoBeka Bam
HE U3BECTHO)

\Yours sincerely, H(ecnn nMst Bam u3BectHO) |
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Kpurepun oumeHKH mNHCeM: JIOTUYHOCTh COJEPXKAHUS, HAIMYME S3BIKOBBIX KIIMIIE,
yOeauTenbHOCTh apryMEHTAIUU, TPAMOTHOCTb, O(hOpMIIEHHE PaObOTHI.

MeToaunuyecKkue PEKOMEHIAIIUMHU ITO MOATOTOBKE M 3allIMTE MPE3CHTAIUA

ANANENENEN

Omnpenenute TeMy, 1Ieb U TUIaH BBICTYTUICHUSI.

Ycranosure MNpOAOJIKUTCIIBHOCTD ITPE3CHTALUU

OO6paruTe BHUMaHHUE Ha OCOOEHHOCTH CITyIIaTeNIeH;

[IpenycMoTpuTe BKIIIOYEHHE CIymIaTesei B 00CyKASHNE TEMBI-ITPOOIEMBI;

Crnenute 3a MaHEpOW MPEICTABICHUS TPE3CHTAIMU: COOJIIOICHUE 3PUTEIBHOTO KOHTAKTa C

ayIUTOPHUEN, BBIPA3UTEIIBHOCTD, KECTUKYIIALMS, TEIOABUKEHNUS,

AN

TpeOoBaHMsl K NPe3eHTALMH:
7-12 cnaiinos B PowerPoint
[Inan npe3eHTanuu:

OcHoOBHas 4acTh
3akmroueHue (BbIBOABI) (2 crnaitna)

ASANENENENEN

[IpenycMoTpuTe muLTtocTpanuu (HO HE MeperpyKaiTe MU Caibl), KIIOUEBhIE CIIOBA,
O0s13aTeNBHO IPEYCMOTPUTE PETICTUIUIO BEICTYIUICHHUS B COTIPOBOKICHUH C MTPE3CHTAIHCH.

Berynenue (mouemy BeIOpaHa naHHas TeMa rpe3eHTanun) (2 ciaiina)

Crnukep mpe3eHTyeT CBOIO TEMY M OTBEYaeT Ha BONPOCH! YYACTHUKOB.

IIpumepHbIe KanIIe 1Js 3aIIUThHI IPe3eHTAIMU:
HauaJuo

Starting
Formal Meeting

Good morning/afternoon/evening ladies and

gentlemen..... My name is ... and I'm head of the
marketing department. Ourpurpose this morning is to
hear a presentation, and to discuss it with all of you.

take a seat-

MPUCAKUBANTECH, PUIrPOSe —

Informal Meeting

Okay everybody. Please take a seat.
Let’s get started. If you have any
questions, please feel free to ask me
at the end of the presentation. We’ll
hear a presentation and discuss it to
see if there are any fresh ideas.

nenb, get  started —  wauats, discuss —

obcyxath, feel free to ask — ceoboaHO cniparmmBaiite, fresh ideas — ceexue uaen.

I'1aBHast yacTh

Introduction
Formal Meeting

As you already know, today’s presentation is
designed to present some important points of

This first slide shows our agenda for the day.

First, I will begin with an overview of ...
Then, Ms. Smooth will present the data that
she gathered and her ideas for ... She will be
followed by Mr. Hanson, who will discuss
adapting our product to meet market needs,
and at last we'll make a conclusion with the
main recommendations.

Informal Meeting

All right, let me start by saying thanks to all
of you for the interest in this presentation.

I would like to talk to you today about ....
for... minutes.

First I would like to talk about....

Then | would like you to take a look at...
Following that we're going to talk about...
Then I'm going to wrap things up with our
team’s recommendations.

Lastly we are going to discuss...
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Since we have very limited time today,
please hold your questions until the end of the
presentation.

Any questions so far? Please feel free
to interrupt me at any time.

be designed — ObITh 3amymannbivM, Slide — cnaiin, agenda — mosectka nus, let me start —
03BOJIbTE HauaTh, Say thanks — 61aromaputs, Overview — o63op, present the data —
NpeCTaBIATh qaHHbIe, at last — nakoner, conclusion — 3akirouenue, wrap things up —
3aBepmium, hold the questions — nepxats (He 3a0bIBaTh) BOmpockl, SO far — moka, interrupt -
pephIBaTh

Hexotopsie (hpasbl, 1aHHBIE HUXKE, TOMOTYT HE pacTepsAThCS U CPOKYCHPOBATh BHUMAHUE
ayAUTOPHH B HanOoJiee BXKHBIX TOUYKaX Mpe3eHTanun. ®Opasbl OMHAKOBHI IS TI000T0 THIIA
Ipe3eHTalMK — HOPMaNTBbHOTO U HEPOPMATIBLHOTO.

English Russian

Teneps B3rJIsiHEM Ha ...

Teneps MHE XOTEI0CHh ObI OOCYIHTh. ..
JlaBaiiTe Teneps NOrOBOPUM O ...

Teneppb naBaiiTe NepenIeM K ...

[Ipomomxumc ...

OTO OTCBIIACT HAC K CIENYIOLIEMY IIYHKTY ...
JlBuraemcs K HaleMy CJIEAYIOLIEMY CIaixy

Now we will look at...

I’d like now to discuss...

Let’s now talk about...

Let’s now turn to...

Let’s move on to...

That will bring us to our next point...
Moving on to our next slide ...

3akiroueHue
English Russian
Let's sum it up. JagaiiTe cymmmupyem.
Let's wrap it up. 3aBepInum.
I would like to sum up the main points again... Ere pa3 xoten ObI CyMMHPOBATh TJIaBHOE. ..
So, in conclusion... HTak, B 3aKJIFOUYEHHE. ..
Finally let me just sum up today’s main Haxkomern, moaseneM UTOT CETOTHIIIHIM
topics... [JIABHBIM MOMEHTAM. . .

OTBeTbI HA BONIPOCHI

English Russian
Sl nymato, s oTBETHI yke Ha Bam Bompoc
I think 1 answered your question earlier. paHee.
I'm glad you asked that. Pax, uro Bl cipocuim 06 3TOM.
Well, as | already said... Wrak, kak st y’Ke ¥ TOBOPHIL. ..
That's a very good question (of you to ask). Ouenp xopomuii BOpoc (KOTopblit Bel
So you are asking about... 3a1aJIH).
If I’ve understood you correctly you are asking HWrak, Bsl ciiparimBaete o ...
about... Ecnu s npaBuiibHO noHs1 Bac, Bel

CIIpalInMBacTEC O ...

OueHka npe3eHTanmii:
1. ECJII/I HpCBCHTaHHH OIICHCHA Ha «KOTJIUYHO» CTy,Z[eHT UMECT npaBo Ha OTBCT U3 ABYX ACIICKTOB
Ha dK3aMeHe
2. OneHKa Tpe3eHTAlui CKIIAIbIBACTCS U3 TOJOCOBAHHS YYaCTHUKOB M MPO(ecCHOHAIBHOTO
MHEHHUS MpernoiaBaTenei

MeToanuyeckue peKOMeHIAUM 1o padoTe ¢ KeilcaMu
«Keiic-cragm» (0T aHri. «case study» — u3ydeHre KOHKPETHOTO ciIy4asi / MpoOIeMbl / CUTYaIlHH ).
CyTbh KeHC-TEXHOJOTHH 3aKJII0YACTCS B TOM, YTO CTYJICHTaM MPEIaraeTcsi OCMBICIHTD JEIOBYIO
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CUTYALIHIO, B3ATYIO U3 pealIbHON SKOHOMUYECKOM MPAKTUKH, KOTOPAast HE TOJIBKO OTPa)kaeT KaKylo-
a100 MPaKTHUECKyI0 MpoOieMy, Kak MpaBWIIO, HE MMEIOUIYI0 OJHO3HAYHOTO PEIICHHs, HO U
KOTOpasi aKTyaJu3upyeT OIpe/eleHHbI KOMIUIEKC MPo(ecCHOHANbHBIX W KOMMYHHKAaTHBHBIX
3HAaHUU U YMECHUM.

VYyacTHHUKaM npeziaraeTcs cTaTh MPeJCTaBUTENIMU KOMIAHUH, TPOOIEMbI KOTOPOWH OHH TOJIBKO
YTO JETAJIbHO W3YYMJIM, M BBICKA3aTh CBOIO TOYKY 3pEHHUS CHayajia B (opMe Mpe3eHTAIHH
(MOHOJIOTHYECKAsI peYbh), a 3aTeM MPUHITH YUaCTHE B IUCKYCCUU/TIEPEroBopax (quaioruyeckas u
HoJuiIorudeckas (popmbl OOIIEHUs), B XOJle KOTOPOW JOIDKHO OBITh HANJAEHO ONTHMAIIbHOE
pelieHue.

Cxema pafoThlI ¢ «case study»
Jran 1. Opranu3anuoHHast CTAAUsA pad0Thl HA/l KeiCoM

\ 3HAKOMCTBO C COAEPKaHUEM JIEJTIOBOM CUTYAIIMU |
v

| [TpeaBapuTenbHOE 00CYKIECHUE ACIIOBON CUTYAITH \

| BbIcTynieHus: yYaCTHUKOB CUTYallUH | \ [TonBeneHNE UTOTOB MpenoaBaTesieM
v
| DopMUpPOBAHHUE MAJIBIX OATPYII U3 3-5 YEJT0BEK \
v
| Bri6op nuaepa B moarpynmax ‘
v

| Br100op TMHUY OBeIeHUs KOKI0N MOATPYIION ‘
v
| KoMMeHTapHH IperoiaBatelsi o6 00beMe IpeacTosmei paboTsl |
Jrtan 2. Pabouas cragusi padoThl HAA KelicoM

‘ JeranbHoe U3ydYEeHHE 1€JI0BOM CUTYAllUU YYACTHUKAMHU J€JI0BOU CUTyalluU |
v

AHanu3 1e0BOM CUTYallUK B KaXA0W MOATPYyIIe
Pa3paboTka nijaHa npe3eHTaluy aHaau3a

e T
| Jluckyccus B MaJIbIX rpynmnax \ \ IIpunsTue pemenui
v
CpaBHenue pesynbratoB pabotel ¢ | KoopauHamus JEeATEIIBHOCTA
JAPYTUMHU MOATPYIIaMHU npenojaBaTesieM
v

| BBICTYIUICHHS JIHAEPOB IOATPYIIIT |
Jran 3. 3apepmiaonias craausi padoTbl HAL KeilcoM

| [IpuEsITHE OKOHYATEIBHOTO, HanboIee Y3 PEKTHBHOTO PEITeHHS! |
v

| [TogBeneHne NTOroB paboOThI HA/T IETOBON CUTYaIueH \

| KoMMeHTApHH YYaCTHHKOB CUTYAIlHH | | KoMMeHTapHH IIpenoiapaTels
v

| OreHka npernojaBaresaeM paboThl KaXI0H MOATPYIIITHI \

IIpumepHbIe sI3bIKOBBIE KJIUIIE 1JIA NPe3eHTalNu Keiica
1. Introduction. Background information.
Let me present (to you) a case which is devoted to the problem/question of... (which deals
with/concentrates on). To start with, I’ll give you some background information.
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The company .... operates in the ... industry, it produces/offers/provides..... on/in the ....
market.

The company is based in...., it was founded in... by....

The company has a competitive edge over the rest of the industry/ its competitive
advantages/unique selling propositions are...

2. Problem.

The problem the company faces is the following/as follows:...

The possible reasons for such a failure might be...

So the purpose of my presentation is to find ways ... (to overcome these obstacles/to
eliminate this risk/to increase the company’s sales) or

My task is to analyze the current situation and suggest a solution to the problem/possible
ways out/measures to improve the situation.

3. Solution.

The case offers /mentions a few options/there are a number of options in the case...

Let me enlist/name the options mentioned in the case...

Let’s dwell on their advantages and disadvantages/benefits and drawbacks/pros and
cons/strengths and weaknesses

In my opinion/to my mind/from my point of view/ as far as | am concerned

If the company implements the first idea, it will only benefit from employing this strategy
because...

It’s worth doing... for a number of reasons. On the one hand... on the other hand...

The most sensible/ profitable/shrewdest thing to do is...

It makes no sense to ..../ it doesn’t make much sense to...

The risks of this strategy are quite obvious. It might lead to/result in... or the company
might end up doing...

4. Conclusion.

As you see the advantages of this option outweigh its disadvantages. If the company
follows the above-mentioned plan it will hopefully regain its position on the market.

That seems to be all | wanted to say, now I’m ready to answer your questions.

MeTOIII/I‘leCKI/Ie PECKOMEHIAUHA MO COCTABJICHHIO PE3IOME

Your resume is one of the most important tools you have when you are looking for a job. If
you are planning to spread your wings and soar higher in your career, you need to make your
resume as attractive as possible, because with a solid resume you stand a better chance of landing
a good job. In your resume you need to enumerate your personal details clearly and in the correct
order.

1. Start with personal information. State your full name, your address, your contact phone
numbers and your e-mail address.

2. Define your career objective.

3. Education. State your education qualifications starting with the most recent. Be sure to list
all certificates and diplomas you have received. State all your academic achievements. (e.g.
graduated with honors, or excelled in Maths and English, or made straight As in Maths and
Languages).

4. State your actual work experience. Highlight abilities, skills and experience you have
acquired. They should be related to the job you are applying for. If you have little or no work
experience, concentrate on your skills and abilities.

5. You may also include information about some additional skills, languages you know (e.g.
good working knowledge of Microsoft Word and Excel, Russian — native, fluent in English ,
knowledgeable in French and German, full current driving licence).

6. You can also include interests and activities that say something positive about you.

7. 1f you have no work experience, it will be a good idea to highlight your personal skills and
qualities that are relevant to the position you are applying for (creative, sociable, resourceful, able
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to work under pressure of deadlines, reliable, a good team player, a quick learner, results oriented,
excellent communication, organizational and time management skills).

Remember that long resumes are no longer in favour, and the single-page format gets the best
result with the employer.

Your resume should not be a repeat of your cover letter.

If you have recommendation letters, include those too as separate attachments.

Bear in mind that the image you will create with your resume, must match the salary and
responsibility level of the position you are applying for.

IL1aH npakTHYeCKUX 3aHATHI

1. Ilucomennasn peun.

OCHOBBI HGHOBOﬁ NEPCIUCKU: KIMIIC, IIallKa IMMCbMa, OCHOBHBIC COKPAIICHUS. IIucemo-
conpoBoxacHue. [Incemo-nmoareepxaenue. [Incemo-3anpoc. [Tucemo-npocsda. Pesrome.

2. Ayouposanue.

Bocnpusitue peun (pasnuyueHue 3BYKOB, MHTOHAIMOHHBIX M PUTMHYECKHUX MOJENEH,
naysaln); paclo3HaBaHUE CIOB (BOCIPHUSATHE 3BYKOBOTO 0o0Opa3a clioBa, COOTHECEHHE ITOTO
o0paza ¢ BOKaOyJspOM, BOCCTAaHOBJIEHHE JIEKCUKO-TPaMMaTH4YeCKOH M CEMaHTHYECKOH
UH(OPMAIIKH O CIIOBE Ha OCHOBE BOCHIPUSATHS €r0 3BYKOBOW 000JI0UKH); 00paboTKa IpeyIoKEeHHUHA
(mapuennsuusi, OMpeNeNieHne CTPYKTYPhl TNPEUIOKEHUSI, BBISIBICHHE €ro KOMIIOHEHTOB);
nocTpoeHne OyKBAJIBHOTO CMBICNIA MPEIOKEHUsT (BbIOOp pENIeBAaHTHOTO 3HAYEHUS JUIA
MHOTO3HAYHBIX CJIOB); COXpaHEHHE WH(pOpPMallMd B KPaTKOCPOUHOM MaMATH; paclio3HaBaHUE
KOI'C3MBHBIX CPCACTB B PCUN; UHTCPIPCTALUA UMIINIMITUTHOI'O COACPKAaHNUA U UHTCHILIUU pCUYCBOI'O
aKTa; MPOrHO3MPOBAHUE;0PUEHTALINS B CUTyallud, GOPMYIIMPOBKA OTBETA.

3. JIexcuka.

Jlekcudeckuii 3amac aHTIMKACKUX (DPA3COJTOTUUECKUX M HUIAOMATHYECKUX OOOpOTOB,
YCBOCHHUC HaI/I6OHCC YHOTpC6I/ITCJIBHBIX CMHOHHUMOB, daHTOHUMOB 1 OMOHHUMOB AHTJIMHCKOrO SI3BIKA 110
CIIETYIOIINM TeMaM:

. Forms of business organizations
Company structures
Management
Recruitment and selection
Cultural awareness in business
Financial statements
International trade
Marketing
Advertising
Ethics in business
Managing change
Branding
4. I'pammamuka

Mopdoaorus

Iaaroa. JleiictButenbHblil U crpagatenbHbiii 3amoru (Active and Passive Voices).
OcobOeHHOCTH TIepeBOIa CTPAAATEIIbHBIX KOHCTPYKIIMN Ha PYCCKUH S3bIK. MOTaIbHBIE TIIArOJIbI U
UX DKBHUBaJCHTHI. [ arousl to be u to have, ynorpedmnsrommecs B caMOCTOSATEIEHOM, MOJTAIEHOM
(KBUBAJIEHTHO  MOJAIbHBIM  TJIarojaM, BBIPAXKAIOUIUM  BO3MOXKHOCTb,  BEpPOSITHOCTb,
I[OJDKGHCTBOBaHI/IG) A BCIIOMOraTelIbHOM 3HaueHHUsX. OCHOBHEBIE CBCACHHUA O COCJIaratrcjibHOM
HAKJIOHEHHUU.

Henuuneie ¢popmel rinarona: uaguautuB (Infinitive) u ero pynkuuu; repynamii (Gerund)
n ero ¢ynknuu, npuyactus (Participle I u Participle II) B ¢dyHkmusax omnpeneneHus u
oOctosiTenbeTBa. CroxHbIE POPMBI MHOUHUTHBA U TIPUYACTHSL.
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CuHrTakcuc

IIpocroe pacnpocTrpaHeHHOe NpeAJIoKeHHne. [Ipssmon OPSIOK CJI0B
TIOBECTBOBATEIFHOTO M MOOYAMTEIBHOTO MPEAJIOKCHUNH B YTBEPAUTEILHOW W OTPHUIIATEIBHOM
dopmax. OOpaTHBII MOPSIOK CIIOB BOMPOCUTEIHLHOTO MPEITOKEHUS.

CJ/I0)KHOCOYMHEHHOe W CJOKHONMOJXYMHEHHOe mpemioxkenus. HesaBucumblii
(camMoCTOSTENbHBIN) MPUYACTHBIH 000poT. MHPUHUTHB B PyHKIIUH ONpesesieHUs] U IEPEeBOJI €ro
Ha PYCCKMH S3bIK  OINPENENUTENBHBIM TMPUAATOYHBIM  TpeiokeHueM. OObEKTHBHBIN
uHpuHuTHBHBINA 000poT (the Objective Infinitive Construction/Complex Object); cyobekTuBHBII
uHbuHITHBHBIN 000poT (the Subjective Infinitive Construction/Complex Subject).

5. Kommynukamuenas npakmuka.

PedeBble akThl M CHTYallMOHHO OTPAaBIaHHOE peyYeBOE MOBeAcHUE: KOMMyHHKAaTHBHBIC
NIecTBUS, HANpaBJICHHbIE HA Y4YeT MO3MLUHU colOecelHUKa MO0 MapTHepa IO JesTeIbHOCTH
(MHTEIUICKTYQJIBHBI  aclleKT KOMMYHHKAllWU). PeueBble NEHCTBHA, CIOyXamue CpelIcTBOM
KOMMYHHKAIMK (Tiepeqaud WHQOPMAIUM JPYTUM JIFOJASM), CIIOCOOCTBYIOT OCO3HAHHMIO U
YCBOEHHIO OTOOpaXkaeMoro cozep)kaHusi. KOMMyHHKAaTHBHBIC JEHCTBHUsS, HalpaBJIICHHBIC Ha
KOOIEPaIMIO, T.€. COTJacOBaHHE YCWJIMH IO JOCTIKEHUIO OOIIel IeiH, OpraHu3alid H
OCYIIIECTBIICHIIO COBMECTHOH JESITETLHOCTH

PexoMengauum no o0y4eHuro HHBaJIUA0B 1 Jun ¢ OB3

OcBoeHune TUCHMIUIMHBI HHBaMUAaMH U Jmiamu ¢ OB3 Moxer ObITh OpraHM30BaHO KaK
COBMECTHO C JpYrUMH O0OydYarollMMHCA, TaK W B OTHENbHBIX Trpynmnax. [Ipeamomaraiorcs
CHeIMallbHbIE YCIOBUS IS MOJTydeHus oOpa3zoBaHus nHBaIMaamMu u auiiamu ¢ OB3.

[Tpodeccopcko-nienarornyeckuii cocTaB 3HAKOMHUTCS C TICHXOJIOTO-(PU3NOIOTUYECKUMU
0COOCHHOCTSIMU 00y4Jaromuxcss uHBanuaAoB u Jull ¢ OB3, uHANBUAYyaIbHBIMU MPOrpaMMaMu
peabunuTanuu  WHBaTUAOB (mpu  Hamuuuu). [Ipy  HEOOXOAMMOCTH  OCYIIECTBIISICTCS
JOTIOTHUTENbHAS TOMJCPXKKA TMPENoJaBaHUsl THIOTOPaMH, TICHXOJIOTaMH, COIMATbHBIMU
pabOTHUKAMU, POLIEIIMMH MTOATOTOBKY aCCUCTEHTaMHU.

B cooTBeTcTBHM C MeTOANYECKHMMHU peKoMeHaanusaMu MuHoOpHayku PO (yTB. 8 ampens
2014 1. Ne AK-44/05BH) B Kypce mMpearonaraeTcs HCIOIb30BaTh COIMAIBHO-aKTUBHBIE H
pedIeKCUBHBIE METOIbl OOyUYeHUS, TEXHOJOTHH COLMOKYJIBTYPHOH peaOWINTAllUd C IENBIO
OKa3aHHUs MOMOILIM B YCTAHOBJICHUU IOJHOLEHHBIX MEXKINYHOCTHBIX OTHOUIEHHH C JAPYTUMHU
CTYJEHTaMH, CO3JaHUH KOM(OPTHOTO TCHXOJIOTUYECKOTO KJIMMAaTa B CTYICHYECKOH TpyTIie.
[TonGbop m pa3paboTka ydeOHBIX MaTEPHAIOB MPOU3BOIATCA C YYETOM TIPEIOCTaBICHUS
MaTepuana B pa3IUYHbIX (opMax: ayauanbHON, BU3YAIbHOH, C MCIOIB30BaHUEM CIEIHATBLHBIX
TEXHUUYECKUX CPEICTB U NH(POPMAILIMOHHBIX CHCTEM.

Meaunamarepualibl  Takke CIIEIyeT HCIOJb30BaTh U aNalTUPOBaTh C  Y4ETOM
WHIUBUIyATBHBIX 0COOCHHOCTEH 00ydeHust nHBanuI0B 1 juil ¢ OB3.

OcBoeHue AUCHUIUIMHBI UWHBamugamMu u  JjuunamMu ¢ OB3  ocymectBisercs ¢
WCITOJIb30BAaHUEM CPEJICTB OOyYEHHMsI OOIIET0 M CIECIHAIBHOTO Ha3HA4YCHHS (IIEPCOHAIBHOTO U
KOJUIEKTUBHOTO HCIIOJIb30BaHUs). MaTepuanbHO-TEXHUYECKOE OOECTieueHre MpeaycMaTpruBaeT
MPUCTIOCOOJICHUE ayIUTOPUM K HY>KJaM WHBaIKUI0B M Jinil ¢ OB3.

dopma MPOBEACHUS ATTECTAlMM JUIsl CTyACHTOB-mHBanugoB u jun ¢ OB3
YCTaHABIIMBAETCS C YUETOM MHAWBHIyaIbHBIX ICUXO(PU3NYECKUX 0COOCHHOCTEH. J{7151 MHBAaTHA0B
u qun ¢ OB3 mpemycmarpuBaeTcss qoctynHas (opma mpenocTaBieHUsl 3aJaHUN OLIEHOYHBIX
CPEICTB, @ UMEHHO:

— B [IEYaTHOMW WJIU AJIEKTPOHHOHU (popme (I1sl JIMIl C HApYIIEHUSIMU OMOPHO-BUTATEIHLHOTO
amnmnapara);
— B mTeyaTHON (¢opme WIM 3NEeKTpoHHOH ¢(opMe ¢ yBETMYEHHBIM HIPUPTOM U

KOHTPACTHOCTBIO (IUIsI JIUI] C HAPYLICHUSIMU CITyXa, peUH, 3pEeHus);

— METOJIOM YTEHHSI aCCUCTEHTOM 3aJIaHus BCIYX (IJIs JIHI] C HAPYLICHUSIMH 3PEHUs).
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CryneHTaM ¢ MHBaIMIHOCTHIO M junaM ¢ OB3 yBennuuBaeTcs BpeMsi Ha MOJATOTOBKY
OTBETOB HAa KOHTPOJIbHBIE BOMPOCHI. J[J1s TAKKUX CTYA€HTOB MPETyCMaTPUBACTCS JOCTyITHAsE popma
MIPEI0CTaBIICHUS OTBETOB Ha 3a/IaHMsI, @ UMEHHO:

— TMHUChMEHHO Ha Oymare wiii HabOpOM OTBETOB Ha KOMIBIOTEpE (JIs JIUII C HAPYIICHUSIMH
ciIyxa, peun);
— BBIOOPOM OTBETA M3 BO3MOXXHBIX BAPHAHTOB C MCITOJIb30BAHUEM YCIYT acCUCTEHTa (s

JUI C HApYUIEHUSIMUA ONTOPHO-/IBUTATENILHOIO aIlapaTa);

— YCTHO (ISl TUL| C HAPYLIEHUSMH 3PEHHUS, OTIOPHO-ABUTAaTEIbHOIO alapara).

[Tpu HEeoOxomammocTu Jyisi 00ydaromuXcs ¢ WHBAIMIHOCTRIO U jull ¢ OB3 mpouemypa

OILICHHUBAHUA peByHBTaTOB 06yquI/1;1 MOXET HpOBOI[I/ITI:CH B HECCKOJIBKO 3TallOB.

12. Onucanue MaTepuaAIbHO-TEXHHYECKOH 0a3bl, HEOOXOIMMO¥ AJ1s OCylIeCTBJIEHUsI
00pa3oBaTeILHOIO NMpolecca No JMCUUIIUHE

YueOHasi ayauTOpMs, TpeJHA3HAYCHHAs [UIA TPOBEIEHHS Yy4eOHBIX 3aHATHUH,
MPEAYCMOTPEHHBIX  HACTOSIIIEW  paboueld  mporpaMMoil  JHUCHMIUIMHBI,  OCHAIlCHHAS
O60py,Z[OBaHI/IeM " TCXHUYCCKUMHU CPCACTBAMU OGy‘-IGHI/I}I, B COCTAaB KOTOPBIX BXOAAT: KOMIIJICKTBI
CIeNUATM3UPOBAHHON y4eOHON MeOenu, JOCKa KJIacCHas, MyJbTUMEIUUHBIA MMPOEKTOP, dKpaH,
KOMIIBIOTCP C YCTAHOBJICHHBIM JIMIICH3WOHHBIM ITPOTrPpaMMHbBIM OGCCHC‘IGHHGM, C BBIXOI0OM B CC€Th
«IHTEepHET» U AOCTYIIOM B 3JIEKTPOHHYIO0 HHPOPMAIIMOHHO-00Pa30BaTEIbHYIO CPENy.

IMomenenne 1Jis1 cCaMOCTOATEIBLHOM Pa00THI 00y4aIOIIUXCH — Ay TUTOPHS, OCHAIIICHHAs
CIIEIYIOIMIUM 000PYJOBAaHUEM U TEXHUYECKUMU CPEACTBAMM: CIIEUaIN3UPOBaHHAs MeOenb AJis
npernoiaBaTess u 00yJaromuxcs, 10cka yueOHas, MyJIbTUMEIUHHBIN TPOEKTOP, IKPaH, 3BYKOBbIE
KOJIOHKH, KOMIBIOTEp (HOYTOYK), NMEPCOHAIBHBIE KOMIBIOTEPHI JUIsl paboThl 00ydarouuxcs ¢
YCTaHOBJICHHBIM JIMIICH3WOHHBIM ITPOTrpaMMHBIM OGGCHG‘-IGHI/IGM, C BBIXOJ0OM B CCThb ((I/IHTepHeT»
U JIOCTYTIOM B 3JIEKTPOHHYI0 MH(POPMAITMOHHO-00pa30BaTEIbHYIO CPEay.
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