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1. AHHOTALMA K TUCHUILJINHE

Pabouas mporpamma aucturinHbl «MHOCTpaHHBIA S3BIK B cdepe IOPUCIPYACHIUH B
npoecCUOHATBLHON JesITeTIbHOCTH» COCTaBlIeHa B cooTBeTcTBUU ¢ TpeboBanusmMu GPI'OC BO no
Hamnpasienuto nmoaroroBku 40.03.01 KOpucnpyaenius (ypoBeHb OakanaBpuata), YTBEPKIACHHOTO
npuka3zoM MUHHCTEpCTBAa HAyKH U BhIciero oopazoBanusi Poccuiickoit denepanuu ot 13.08.2020
r. Ne 1011.

Pabouas mnporpamMma coIepKHUT oOs3aTeNbHbIE A M3Y4YEHUS TEMbl M0 JUCLHUIUIMHE
«HOCTpaHHBI SI3BIK B cdepe ropucnpyneHIun». [IUCHUIUIMHA HOCUT KOMMYHHUKAaTHBHO
HaNpaBJICHHBIA U NMPO(heCcCHOHAIBHO-OPUEHTUPOBAHHBIN XapakTep, a €ro 3afayd OINpeleNsioTCs
MOTPEOHOCTSAMU CHELMAIUCTOB COOTBETCTBYIOIIETO NMPO(UiIs B MHOA3BIYHONW IPO(decCHOoHANbHOM
JESATEIIBHOCTH.

MecTo MCHMILUIMHBI B CTPYKType OCHOBHOH npogeccnoHaJIbHOl 00pa3oBaTe/bHOM
NPOrpamMMsl

Hacrosias qucnuminHa BKIIIoUeHa B 00s13aTenbHy 0 yacTh biokal Jlucuumuinael (MOysn)
yueOHbIX I1aHOB HanpasieHnus noarorosku 40.03.01 FOpucnpynennus, ypoBeHb 6akanaBpuarta.

JlucuuiuinHa u3ydaeTcs Ha 2 Kypce, B 4 cemecTpe Ui OYHOH, OYHO-3a0YHOW M 3a0YHOMN
¢dopm 00yueHusi. DopMbl KOHTPOJIS: 3a4eT — B 4 ceMecTpe.

Heab ocBoenus nucuMnInHbl «IHOCTpaHHBIHN A3bIK B cepe IpUCTIPYASHIUI» — (GOpMHUpPOBaHHE
npodeccruoHabHO OPUEHTUPOBAHHOM SI3IKOBOM KOMIIETEHLIMU Y 00ydaromuxcs it 00ecrnedeHust
YPOBHSl 3HAaHUN M YMEHHUH, NO3BOJISAIOIIUX I10JIb30BaTbCSI MHOCTPAHHBIM SI3bIKOM B Pa3IU4HbIX
o0nactsx mpodeCcCUOHAIbHOU AESITENbHOCTH, HAYYHOW M IMpakTU4eckoil paboTe, B OOIIEHUH C
3apyOeKHBIMU TTApTHEPAMH, JJIsi CAMOOOPA30BATEIbHBIX U IPYTHX IIETICH.

OcHOBHbBIE 3a4a9M JUCHUIIJIUHBI.

1. AxTyanuzanus TEOPETHUECKUX OCHOB YUYEOHOU TUCIUTUTHHEI.

2. ®opMHUpPOBAaHUE YCTOWYMBBIX YMEHHH NPOAYKTHBHOIO TIUIaHAa (TOBOpPEHHE, MHCHbMO) U
pEUENTHBHOTO IUIaHa (YTEHUE, ayJUpOBAaHUE) ISl OCYIIECTBICHHUS TPO(ECCHOHATLHOM
KOMMYHHKAIIMX Ha HHOCTPAHHOM SI3bIKE.

3. OOyueHue co3HATETBHOMY OTOOpPY S3BIKOBBIX CPEJICTB JUIsl BBIPAXKCHHS CBOUX MBICICH B
Pa3IMYHBIX CUTYaLUAX PEYEBOrO OOILIEHUS B paMKaX U3y4YEHHBIX MPO(ECCHOHABHBIX TEM.

4. ®opMUpOBaHHE JEKCUKO-TPAMMATHUYECKUX YMEHUU TiepeBoja WHQPOpPMAIMH ¢ WHOCTPAHHOTO
A3blIKa Ha PYCCKMM U C PYCCKOTO S3bIKa HA MHOCTPAHHBIM [ peleHus 3anad
npodecCHOHATIBHOTO XapaKTepa.

5. CoBepieHCTBOBaHHE JWYHOCTHBIX KayeCTB OOYyUaIOIIUXCS, CBS3aHHBIX C (OPMUPOBAHHEM
HaBBIKOB CaMOOOpa30BaHMs, PACHIMPEHUE CTPAHOBEIYECKOTO M OOLIEKYJIBTYPHOTO KPYro3opa,
pPOCTOM MPOQeCcCHOHATHHON KOMIETEHIINH.

Komnerenuuu odyualomerocs, popMupyembie B pe3yJibTaTe 0CBOCHHUS JUCHUILINHBI:

YK-4.1 — BeiOupaeT KOMMYHMKAaTUBHO IIPUEMIIEMbIE CTHJIb U CPEICTBA B3aUMOJCIHCTBUS B
OOLIEHMM Ha TOCyAapCTBEHHOM s3blke P® M uHOCTpaHHOM(-BIX) fA3BIKaX, B TOM 4YHCIIE C
HCIOJIb30BAHUEM CPENICTB MH(DOPMAITMOHHO-KOMMYHHUKAIIMOHHBIX TexHosoruil (MKT).

YK-4.2 — Bezner Aen0BYIO IEpeNCKy Ha TOCYAAPCTBEHHOM si3bike PD 1 MHOCTpaHHOM(-BIX)
A3BIKAX.

YK-4.3 — Vcnonp3yer Auanor Ui COTPYJAHUYECTBA B CONUATBHONW M MPO(ecCHOHATLHOM
chepax.

YK-4.4 — CnocobeH OCylIecTBIATh AEIOBYI0 KOMMYHHUKAIMIO B YCTHOM M NHCBMEHHOM
(opmax Ha rocyapcTBeHHOM s3blke Poccuiickoit denepannu 1 HHOCTPAaHHOM(BIX).

2. TlepeueHbr NJAHMPYEMBbIX Ppe3yJbTATOB O0y4eHHUS], COOTHECEHHBIX € IUIAHUPYeMBIMH

pe3yJibTaTaMHi OCBOEHHSI OCHOBHOIi NMPo()ecCHOHAILHOI 00pa30BaTe/IbHOI MPOrpaMMbI
3



[lponiecc M3y4yeHHs JUCHMIUIMHBI HAmpaBieH Ha (OPMHUPOBAHUE KOMIIETEHIIHH,
npenycmorpeHHbix @I'OC BO no nanpasienuto noarotoku 40.03.01 KOpucnpyaenuust (ypoBeHb
OakanmaBpuata) Ha ocHoBe dDeaepalbHOIO TIOCYJIapCTBEHHOIO 0Opa30BaTENBHOIO CTaHJapTa
BBICIIETO 0Opa3oBanus 1o HampasieHuto nmoarotosku 40.03.01 KOpucnpyaeHius, yTBepxKaeHHOTO
IpHUKa30M MUHHUCTEpPCTBAa HAyKU M BhIcIIero oopazoBanus Poccuiickoit denepanuu ot 13 aBrycra
2020 Ne 1011.

Kon Pesynbrater ocBoenus OOIT Kon n nHaumeHnoBanue DopMBbI
KOMIIETCHIIUH | (CoAep)KaHhe KOMIIETEHLINI) HHAUKaTOpa AocTixeHus YK 00pa3oBaTeIbHOM
JeSITeNbHOCTH,
CHOCOOCTBYIOIINE

(hopMHPOBaHUIO U
Pa3BUTHIO KOMIETSHINH

YK-4 Cmocobern  ocymectBiaTh | YK-4.1. Bribupaer | KonrakTHas pabora:
JICIIOBYI0 KOMMYHHMKAIIMIO B | KOMMYHHKAaTHBHO mpuemieMble | Jlekuuu.
YCTHOH W  THUCBMEHHOH | CTHIIb u cpenctea | [IpakTudeckue 3aHATHS.
dhopmax Ha | B3aUMOJEHWCTBHS B OOmeHnH Ha | CaMOCTOSATENbHAS

TOCYyJIapCTBEHHOM  SI3BIKE | TOCYAapCTBEeHHOM si3bike P® wu | pabora
Poccuiickoii @enepanuy U | HHOCTpaHHOM(-bIX)  fI3bIKaX, B

HMHOCTPAaHHOM(BIX) TOM 4YHCJIE C HCIOIh30BAHUEM
sI3bIKE(ax) CpEICTB nH(POPMAIMOHHO-
KOMMYHHKaIHOHHBIX

texnoyoruii (MKT).

YK-4.2. Bener TIETIOBYIO
MEPEnrCcKy Ha TOCYIapCTBEHHOM
s3pike PO 1 mHOCTpaHHOM(-BIX)
SI3BIKAX.

YK-4.3. Ucnons3yet auaior ajis
COTPYJIHHUYECTBA B COLMAJILHON U
npodeccuoHanbHol cdepax.

YK-4.4. Cnoco0en
OCYLIECTBIISATh JEIIOBYIO
KOMMYHHUKAIIMIO B YCTHOH U
MMMCBMEHHOMN bopmax Ha
roOCyJapCTBEHHOM SA3BIKE

Poccuiickoit ®enepanuu u
WHOCTPaHHOM(BIX) SI3bIKe(aX).

3. Oobem AUCIHMIIVIMHBI B 3a4Y€THBLIX €JIMHHULIAX € YKAa3aHHEM KOJHYECTBA AKAJTCMHUYCCKHUX
YacoB, BbIIEJEHHbIX HA KOHTAKTHYI padoTy o0ydamommuxcs ¢ nmpemnogasaresieM (0 BHAAM
3aHSATHI) U HA CAMOCTOSITEIbHYIO Pa00Ty 00y4aromuxcst

OO0mas TpyA0eMKOCTh JTUCIUTUTHHBI COCTABIISET 3 3aYCTHBIX CIUHUIIBI.

3.1 O0béM TMCHUILIMHBI 110 BUAAM Y4eOHbIX 3aHATHI (B yacax)

Bcero uacos
. ouHas ¢hopMa OYHO-3a04YHasA | 3ao4Hasg Gpopma
O0BEéM TUCHUILIMHBI bop (bop
o0yJeHIS dhopma 0o0yueHus
o0yueHus
OO0mast TpyT10€MKOCTh AUCIIUTLTAHBI 108
KonrakTHas paborta oOy4darommxcs ¢
p yHaiom 36 20 12
TIpenoiaBareeM (BCEro)
AynutopHas pabota (Bcero): 36 20 12




B TOM YHCIIE:

Jlexknun - - -
CEMHUHApBI, TPAKTUYECKUE 3aHIATHS 36 20 12
nmabopaTopHBIC PaOOTHI — — -
Koncynpranus — — —
Bueayaurtopnas pabota (Bcero): 72 88 92

B TOM YHCIIE:

CamocTosTenbHas pabota o0ydaronuxcs (Bcero) 72 88 92
KonTtpons - - 4
Bun MPOMEKYTOUHOU aTTecTaluu 3auer — 4 3auet — 4 3auer — 4
o0ydJaromnierocs cemMecTp cemMecTp cemecTp

4. CopepxkaHue JAUCHHUILVIMHBI, CTPYKTYpPHPOBaHHOe IO TeMaM (pa3jzejiaM) C YKa3aHHeM
OTBEJCHHOI0 HA HUX KOJIHYeCTBA aKaleMHYeCKHUX YacOB U BU/AOB yu4eOHbIX 3aHATHI

4.1 Pa3znennl TUCHUNINHBI U TPYAOEMKOCTD 110 BUAAaM y‘leﬁHLIX 3aHATHH

(B akaieMHYECKHX Yacax)

AJis1 04HOM (popMBbI 00yUeHust

Neni/m Pa3znenbl U TeMbl Buanbl yuedHoii pa6oThl, BKJIOYAs Buja oueHouHoro
TUCIHUTLTMHBI CaMOCTOSITEJIbLHYI0 PadoTy CTYy1€HTOB U cpeacTsa
TPYA0EMKOCTH (B 4acax) TeKyIIero
Bcero N3 anx KOHTPOJIsI
ayuTOpPHbIE ycneBaeMocCTH,
3aHATHUS NMPOMEKYTOYHOI
aTTrecTaluu
@ (no cemecmpam)
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Pasmen 1. Basic definitions in public administration
Development of the Ompoc. Urenue u
1 state. Maximillian | 4 6 2 4 IePEeBO]T TEKCTA.
Weber. Joxian,
. . Ompoc. Urenue u
Business English: nepeBo TrexeTa
2 Talking on the phone 4 6 2 4 PEBOAL .
. Jlexcuueckuit
(politeness).
JOUKTAHT
Paznen 2 Separation of powers
Separation of powers vs.
P P Omnpoc. YUrenue u
3 fusion of powers.
) 4 6 2 4 NEPEBOJ TEKCTA.
Various models around Tokna
the world. A




Business English:

Ompoc. Utenue u
MePEBO/] TEKCTA.

Talking on the phone. 4 6 2 Jlexcuueckmii
OUKTAHT
Paszen 3. Systems of government

5 Federation. Unitary 4 6 9 ?Tgpgs(‘)qzzlzgfaﬂ

state. Confederation. peBoa ’
Joxnan.
Ompoc. Utenue u
6 Business English: 4 6 5 MEPEBO]T TEKCTA.
Reservation Jlekcuueckwmii
OUKTAHT
Paznen 4. Civil service
Classification of the Onpoc. H1exue u

7 e 4 6 2 MIEPEBOJT TEKCTA.

civil servants

Hoxnan
A br_lef history of civil Onpoc. Urere u
service. George H.

8 . 4 6 2 MepPEBOJ TEKCTA.
Pendleton. Business Jloxnan, Tect
English: Presentation & )

Paszen 5. Strategic management
. . Omnpoc. Urenue u
Strategic management in HebeBoT TeKeTa
9 Great Britain and the 4 4,5 1,5 PEBOAL .
Jlexcuueckuit
USA
JOUKTAHT.
DeCI§IOn— ma_klng n Ompoc. UteHue u
public administration.

10 . L 4 45 15 MEePEeBO]I TEKCTA.
Business English: Jloxra,
Running a meeting &

Paznen 6. Negotiating
Ormpoc, noknan ¢
Types of negotiators. Mpe3eHTaIneH.

11 o - 4 5 2

Negotiation techniques YreHue u nepeBos
TEKCTA.
YreHue u nepesos

12 Cross_ cgltural 4 4,5 1,5 Tekcra. ['pynnosas

negotiations
JUCKYCCHS.
Nonverbal Ompoc. Urenune u
13 N 4 45 15 MEepeBO]I TEKCTA.
communication
Joxmnan.
. . Ompoc. Urenue u
Gender differences in HePeBoN TeKCTa
14 negotiation styles and 4 45 15 PCBOAL )
. I'pynnosas
strategies
JUCKYCCHS.
Pasgen 7. PR in public service
Ompoc. Urenue u
15 Public relations 4 45 15 TIEPEBOJI TEKCTA.
Joxmnan.
The purpose of PR in Onpoc. Hrenue
the elections [IEpEBOL TeKCTA.

16 . . 4 45 15 Joxknan.
Information agencies in TlexcnHeckuii
the UK and USA

OUKTAHT
Spin techniques. Edward Onpoc. Hrenne u
17 P ques. 4 45 15 MIEPEeBOJI TEKCTA.

Louis Bernays

Jloxmnan.




Business English: Finding
. Ompoc. Utenune u
a job. Resume. Cover
18 . . 4 45 15 3 MEePEBOJI TEKCTA.
letter. Common interview
. Joxmnan.
questions
Paznen 8. Public service reform.
The UK government’s Ompoc. YteHue u
19 | approach to public 4 4,5 1,5 3 MIEPEBOJT TEKCTA.
service reform Jloknas,.
Reform traditions in ?Tgpgg(')qIZngaﬂ
20 | different states. E- 4 4,5 1,5 3 PEBOA '
Joxmnazn ¢
government .
MIpEe3eHTalUEN.
Omnpoc. Yrenue u
21 Busm(_ass Epg_llsh: Guide 4 55 15 4 MIEPEBOJT TEKCTA.
to basic official KoHnTposbHast
pabota
CO6CC€I[OBaHI/Ie 10
3auer 4 +
BOIIPOCAM K 3a4ETY
HUTOTO 108 - — 36 | 72

JJIS1 0YHO-3204HOM GOpMBI 00y4YeHH s
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Ompoc. Utenune u

5 Federation. Unitary
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Ompoc. UteHue u

6 Business English: 4 6 1 5 MIEPEBOJT TEKCTA.

Reservation Jlekcuueckwuii
JUKTAHT

Paszgen 4. Civil service
Classification of the Onpoc. Hrenne u
7 civil servants 4 6 1 5 MIEPEBOJT TEKCTA.
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A br_lef history of civil Onpoc. Urerue u

service. George H.
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USA Jlexcraeckmii

JOUKTAHT.
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public administration.
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Running a meeting &
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YreHue u nepeBoa
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g JHACKYCCHSL.
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13 communication 4 45 1 3,5 MEepeBO]I TEKCTA.
Joxmnan.
. . Omnpoc. Yrenue n
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Ompoc. Urenue u
15 Public relations 4 45 1 3,5 TIEPEeBOJI TEKCTA.
Jloxmnan.

The purpose of PR in Onpoc. Hrenne
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the UK and USA
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Paszen 1. Basic definitions in public administration
Development of the Ompoc. Urenue u
1 state. Maximillian | 4 55 0,5 5 TIEPEBOJI TEKCTA.
Weber. Joxnan,
. . Ompoc. UteHnue
Business English: ngeBo IGE?T:
2 Talking on the phone 4 55 0,5 5 PEBO .
i Jlexcuueckuit
(politeness).
JOUKTAHT
Paznen 2 Separation of powers
ration of powers vs.
Sepa ation of powers vs Omnpoc. YUrenue u
3 fusion of powers.
. 4 55 0,5 5 MIEPEeBOJI TEKCTA.
Various models around Jloxna
the world. A
Ompoc. Utenue u
4 Business English: HIePEBOT TEKCTA.
. 4 55 0,5 5 .
Talking on the phone. Jlexcuueckuit
OUKTAHT

Pasnen 3. Systems of government




Ompoc. Utenue u

5 Federation. Unitary
state. Confederation. 5,5 0.5 5 Hepe;gfnzeﬂmm
Ompoc. Urenue u
6 Business English: 55 05 5 MepEeBO]] TEKCTA.
Reservation ' ' Jlexcnueckwii
OUKTAHT
Pazpen 4. Civil service
Classification of the Ompoc. Hremne i
7 L 5 05 | 45 MepPEBOJ TEKCTA.
civil servants
Hoxman
A brief history of civil
service. George H. Onpoc. Hrenne u
8 . 5 05 | 45 MEPeBOJI TEKCTA.
Pendleton. Business Toxnan, Tect
English: Presentation & )
Paszzen 5. Strategic management
- - Omnpoc. Yrenue u
Strategic management in HeDeBOL TEKCTa
9 Great Britain and the 45 0,5 4 PEBOAL -
USA Jlexcuaeckuit
JOUKTAHT.
Decision- making in
public administration. Onpoc. Hrenue u
10 . L 45 0,5 4 MepPEeBOJ TEKCTA.
Business English: Joxra
Running a meeting &
Paznen 6. Negotiating
Onpoc, nokmnaf ¢
11 Types of negotiators. 55 1 45 npe3eHTaIneH.
Negotiation techniques ’ ' UreHue u mepeBo
TEKCTA.
YreHue u nepesos
12 Ee:ocs)ii-;tLijcl;[rl:sral 4,5 0,5 4 Tekcra. ['pynmnosas
g JUCKYCCHA.
Nonverbal Omnpoc. Urenue u
13 - 4,5 0,5 4 MEePEeBOJI TEKCTA.
communication
Joxnan.
Gender differences in ?Igp;):(‘)q:zigfaﬂ
14 | negotiation styles and 5 1 4 PeBOlL ’
strategies I'pynmosas
JUCKYCCHUS.
Pasgen 7. PR in public service
Ompoc. Urenue u
15 | Public relations 4,5 0,5 4 TIePEBO/] TEKCTA.
Joknan.
The purpose of PR in ?Igpgs(‘)qzzgffaﬂ
the elections. peBoz ’
16 . L 45 0,5 4 Joxma.
Information agencies in Texenueckuii
the UK and USA ererree
JOUKTAHT
Spin techniques. Edward Onpoc. Hrenue
17 . 45 0,5 4 MEepeBOJI TEKCTA.
Louis Bernays
Joxmnan.
Business English: Finding
; Ompoc. Utenue u
18 a job. Resume. Cover 45 0,5 4 MIEPEeBOJI TEKCTA.

letter. Common interview
guestions

Hoxnan.

Pasnen 8. Public service reform.
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The UK government’s Omnpoc. Yrenue u
19 | approach to public 4 4,5 0,5 4 MePEBO/] TEKCTA.
service reform Joxian,

Ompoc. Urenue u
MEePEBOJI TEKCTA.
Jokmnaz ¢
Mpe3eHTaIueEN.

Reform traditions in
20 different states. E- 4 45 0,5 4
government

Ompoc. Urenue u

Business English: Guide MePEBO/] TEKCTA.

21 to basic official 4 55 1 45 Konrponbhas
pabora
CobecenoBanue 1o
3auer 4 4
BOIIPOCAM K 3a4eTy
HUTOI'O 108 - - 12 92

4.2 Coaep:xanue TUCUMILIMHBI, CTPYKTYPHUPOBAHHOE 110 pa3aejiaM

Paznen 1. Basic definitions in public administration

Development of the state. Maximillian Weber.
Business English: Talking on the phone (politeness).

Paznen 2. Separation of powers

Separation of powers vs. fusion of powers. Various models around the world.
Business English: Talking on the phone.

Pa3znen 3. Systems of government

Federation. Unitary state. Confederation .
Business English: Reservation. Grammar: Present forms for the future. The First conditional.

Paznea 4. Civil service

Classification of the civil servants.
A Dbrief history of civil service. George H. Pendleton. Business English: Presentation. Grammar:
Infinitive.

Pazgen 5. Strategic management

Strategic management in Great Britain and the USA.
Decision — making in public administration. Business English: Running a meeting. Grammar:
Making suggestions.

Paznexn 6. Negotiating

Types of negotiators. Negotiation techniques.

Cross-cultural negotiations.

Nonverbal communication.

Gender differences in negotiation styles and strategies. Business English: Negotiation. Grammar:
«to be + Infinitivey.

Paznen 7. PR in public service

Public relations.

The purpose of PR in the elections. Information agencies in the UK and USA.

Spin techniques. Edward Louis Bernays.

Business English: Finding a job. Resume. Cover letter. Common interview questions.

Pasnen 8. Public service reform
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The UK government’s approach to public service reform.
Reform traditions in different states. E-government.
Business English: Guide to basic official.

5. IlepeyeHb Y4eOHO-METOAMYECKOI0 oO0ecmedYeHUsl [JIA CAMOCTOATEJbHOH PadoOThI
00y4yauuxcs Mo JUCIHUNJINHE

CaMmocTrosTenbHas paboTta oOydaromuxcsi IpU HU3yueHUH Kypca «/HOCTpaHHBIN S3bIK B
cdepe 0pUCIIPYACHIUN B NMPO(ECCHOHANTBHON NEATENbHOCTH» MpPENoiaraeT, B IepBy0 04epeb,
paboTy C OCHOBHOI U JONOJHUTEIBHOU JUTEpaTypoil. Pesynbraramu 3Toi pabOThI CTaHOBSTCA
BBICTYIUICHHSI HA MIPAKTUYECKUX 3aHATHUAX, yJacTUe B 00CYKICHUH.

MeTtoanka caMOCTOATENBHOW pabOThI MPEeIBAPUTEIBHO Pa3bSCHIETCS TpEnoaBaTeieM U B
MOCTIEIYIOIEM MOKET YTOUHSATBCS C YYETOM HHAWBUIYAIbHBIX OCOOCHHOCTEH OOyYaroIIMXCs.
Bpemst 1 MecTo caMOoCTOSITENNbHON paOOThI BEIOMPAIOTCST 00YUYAIOIIUMUCS TI0 CBOEMY YCMOTPEHHIO C
YUeTOM PEKOMEHIAlNii pernoiaBaTes.

CamocrosTenpHy0 pabOTy HaJ AMCHUIUIMHOW CJEIyeT HauWHATh C HM3y4deHHs paboueit
[IpOrpamMMbl JUCHUILIUHBI «HOCTpaHHBIM S3bIK B cepe FOpUCHpPYAEHIMU», KOTOPask COAEPKHUT
OCHOBHBIC TpeOOBaHWS K 3HAHUSM, YMEHHUSM W HaBbIKaM oOydaembix. OOs3aTenbHO Cleayer
BCIIOMHUTh PEKOMEHJAIMK IpEerojaBaTesis, JaHHble B XOJ€ yCTaHOBOYHBIX 3aHATHH. 3areM —
MPUCTYTIATh K M3YYCHUIO OTJCIFHBIX Pa3AeioB U TEM B TIOPSIIKE, TIPEAYCMOTPEHHOM IPOTPAMMOIA.

[TomyuuB npeacraBieHre 00 OCHOBHOM COZIEP)KaHUM pa3jiena, TeMbl, HEOOXOAUMO U3yUUTh
MaTepuall C MOMOIIbI0 YYeOHHMKOB, YKa3aHHBIX B paszene 7 pabodell mporpaMMbl TUCHUIUIMHBL
Ienecoobpa3HO COCTaBUTh KpPAaTKUH KOHCHEKT MM CXEMYy, OTOOpPa)Xalollyl0 CMBICI M CBS3U
OCHOBHBIX MOHATUH JaHHOTO pa3jeia W BKIIOYCHHBIX B HErO TeM. 3aTeM, KaK MOKa3bIBAET OIBIT,
[IOJIE3HO M3Y4YUTh BBIJCPKKUH W3 IEPBOMCTOUYHUKOB. PeKoMeHIyeTcsi COCTaBUTb HX KpaTKUH
KOHCTIeKT. O0s3aTeNbHO CJeIyeT 3aluChiBaTh BO3HUKIIME BOIMPOCH, Ha KOTOpbIE HE YIaloCh
OTBETUTb CAMOCTOSATENBHO.

CryneHTaM npeanaraiTcs cieayromue GopMbl CAMOCTOSTEIbHON paboThI:

*  CaMOCTOATENIbHAs TOMAalLIHss padoTa;

*  BHEAYJUTOPHOE YTCHHUE;

*  camocToATeNbHas paboTa (MHAMBUAYaJIbHAS) C UCIIOJIb30BaHNEM VIHTepHET-TeXHOJIOT Ui,

*  UHAMBHIyaJbHas U TPYNIIOBasi TBOpUECKas paboTa;

*  BBIOJIHEHHE 3aJaHMi 10 MNPONHACHHBIM IpaMMaTHYECKMM TeMaM C HCIOJIb30BAHUEM
CIIPAaBOYHOM JIMTEPATYPHI;

*  IHUCbMEHHBIH MepeBoj HHPOpMaLUU MPOHECCHOHATBHOIO XapaKTepa ¢ aHIJIMHCKOrO S3bIKa Ha
pyCCKHIA

CoOcTBEHHO caMOCTOsATENIbHAsI paboTa CTYAECHTOB BBINOJHSIETCA B yAOOHBIE Ul CTYJEHTa
gackl M MPEACTaBISETCS MpEenojaBaTeNio Jis mpoBepku. JlaHHBIN (opmar mpemycmarpuBaer
OO0JIBIIYIO CAMOCTOSATENIBHOCTD CTYAEHTOB, OOJIBIIYIO0 HHAWBUIYTU3ALIUIO 3aJaHUH.

Jnst caMOoCTOSTeNNbHOW Pa0OTBI C TEKCTOM M MaTepHajaMH 10 KaKAOH HM3ydaeMoil Teme
MPEIIOoIaratoTcs Cleayole MpUMEpHbIe BUbI 3aJaHN:

1. O3HakoMbTECH C MaTepuajiaMd IO TeMe (Hampumep, MaTepHajoM YydeOHHKa WU
JIOMOJTHUTEIBHBIM MAaTE€PHUAJIOM); BBITUIIUTE JIEKCUKY 110 CIIEHUAIBHOCTHU (MJIH 110 TEME); COCTaBbTE
TUTaH COJIePIKAHUSI.

2. BeimonmHuTe 3ajaHMs B IIpPOLECCE YTEHUS PEKOMEHJYyeMOro Marepuana Win
MPOCITYITUBAHUS YCTHOTO COOOIICHHS:

- OTBETHTE Ha 3apaHee MOCTABICHHbIE BOIPOCHI 110 COAEPIKAHUIO;

- HaliIUTe OTBETHI HA MPOOJIEMHBIE BOTIPOCHI;

- BbIOEpUTE MPaBUWIBHBINA OTBET U3 PAAA JAHHBIX;

- UCTIPaBbTE HEBEPHOE YTBEPKICHHUE.

3. Ilpu paboTe Haa TeMOM BBIIOJHUTE CIEAYIOLINE 3aJaHHs:

- POYTUTE TEKCT C KOMMYHHUKAaTUBHOU LIEJBIO (IS COOOIIEHMS, paccKa3a, JUCKYCCUN);
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- HAUJUTE B TEKCTE I/IH(i)OpMaI_[I/IIO 110 YKa3aHHBIM BOIIPOCAM.

HaumenoBanue
TeMBI

Bonpocsl, BbIHECEHHbIE
HA CAaMOCTOSATEJIbHOE
u3yuyeHue

DopMbI
CaMOCTOSATEJIbHOI
padoThl

YueoHo-
METOANYECKOoe
odecrneyeHue

Dopma KOHTPOJIS

Development of
the state.
Maximillian
Weber

Development of the
state. Maximillian
Weber

Pa6orta B
OuOIMoOTEKE,
Bxirouas ObC ¢
0a30BBLIM
YYCOHUKOM U
CJIOBapeM.
BueayautopHoe
YTCHUE U MEPEBO/I.
Bremosnnaenue

3a/IaHUM K TEKCTY .

ITonroroska
JIOKJIaza

JIuteparypa k
Teme, paboTa ¢
HWHTEPHET-
HUCTOYHUKaMU

Ompoc. Urenue u
MIePEBOJI TEKCTA.
Hoxmnan.

Business English:
Talking on the
phone
(politeness).

Business English:
Talking on the phone
(politeness).

PaGota B
OuOIMoOTEKE,
Bxirouas ObC ¢
0a30BBIM
Y4IeOHUKOM U
CJIOBapeM.
BueayautopHoe
YTCHUC U HepeBoa.
Brimonnenue

3a/1aHUM K TEKCTY .

IToaroroBka k
JIEKCUYECKOMY
JIUKTaHTY.

Jluteparypa k
TeMe, paboTa ¢
HHTEPHET-
HUCTOYHUKAMHU

Ompoc. Urenue u
MePEBOJI TEKCTA.
Jlexcudueckui
JAKTaHT

Separation of
powers vs. fusion
of powers.
Various models
around the world

Separation of powers
vs. fusion of powers.
Various models around
the world

PaGota B
OHOJINOTEKE,
Bitodas IbC ¢
0a30BEIM
YYCOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTCHHUE U MTEPEBO/I.
Brmonnenne

3a/IaHUM K TEKCTY .

Iloaroroska
JIOKJIa1a.

Jluteparypa k
Teme, paboTa ¢
MHTEpHET-
HCTOYHUKAMHU

Ompoc. Urenue u
MepPeBOJ TEKCTA.
Hoxman.

Business English:
Talking on the
phone.

Business English:
Talking on the phone.
[ToBTOpEeHue
rpammaruku: Modal
verbs must and can’t.

Pa6ora B
OubIMoTEKE,
Bxirouast ObC ¢
0a30BBIM
YYCOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTCHUE U MTEPEBO/I.
Brimonnenue

3aJlaHUM K TEKCTY.

IToaroroBska k
JIEKCUYECKOMY
JIUKTaHTY.

Jluteparypa k
Teme, paboTa ¢
HUHTEPHET-
HUCTOYHUKAMHU

Ompoc. Urenue u
MIePEBOJI TEKCTA.
Jlekcnueckuit
JHAKTaHT.

Federation.

Federation. Unitary

Pabora B

JIuteparypa k

Ompoc. Urenue u
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Unitary state.
Confederation.

state. Confederation.

OubIMoTEKE,
Bximrouas ObC ¢
0a30BBIM
Y4COHUKOM U
CIIOBapeM.
BueayautopHoe
YTCHUE U TIEPEBO/I.
Brmonnenue

3a/1aHUM K TEKCTY .

IToaroroska
JIOKJIaja.

Teme, paboTa ¢
HUHTEPHET-
UCTOYHHKAMHU

MIEePEBOJI TEKCTA.
Hoxnan.

Business English:
Reservation

Business English:
Reservation.
IToBTOpEHUE
rpamMmatrku: Present
forms for the future. The
First conditional.

PaGorta B
ouonmoTeke,
Bxirouas ObC ¢
0a30BBIM
YIeOHUKOM U
CJIOBapeM.
BreaynuropHoe
YTEHUE U TIEPEBO.
Brimonnenue

3a/1aHUM K TEKCTY.

IToaroroBka k
JIEKCUYECKOMY
JIUKTaHTY.

Jlutepatypa K
TeMe, paboTa ¢
WHTEpPHET-
HMCTOYHUKAMHU

Ompoc. UreHue u
IIePEBOJI TEKCTA.
Jlexcudueckui
JHAKTaHT.

Classification of
the civil servants

Classification of the

civil servants

PaGota B
OuOIMoOTEKE,
Bxirouast ObC.
BueayautopHoe
YTCHUE U MIEPEBO/I.
Bremosnnaenue

3a/IaHUM K TEKCTY .

ITonroroska
JIOKJIaza.

Jluteparypa k
TeMe, paboTa ¢
HHTEPHET-
HCTOYHUKAMH

Omnpoc. Yrenue u
MEPEeBOJ TEKCTA.
Hoxnan.

A brief history of
civil service.
George H.
Pendleton.

Business English:

Presentation

A brief history of civil
service. George H.
Pendleton.
Business
Presentation.
[ToBTOpEHME
rpammaruki: Infinitive.

English:

PaGorta B
OHOJIHNOTEKE,
Biiroyas ObC ¢
0a30BBLIM
Y4eOHHKOM U
CJIOBapeM.
BreaynuropHoe
YTCHHUE U IIEPEBO/I.
Bremonaenne

3aJaHuil K TCKCTY.

IToaroroska
JIOKJIaza.
IloaroroBka x
TECTY.

Jlutepatypa Kk
TeMe, paboTa ¢
WHTEpHET-
HUCTOYHUKAMHU

Omnpoc. Yrenue u
MepeBOJT TEKCTA.
Hoxman. Tecr.

Strategic
management in
Great Britain and
the USA

Strategic management
in Great Britain and the
USA

Pa6ora B
OuOIMoTEKE,
Briodas ObC ¢
0a30BBIM
YICOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTCHUE U MTEPEBO/I.
Brimonnenue

Jluteparypa k
Teme, paboTa ¢
HUHTEPHET-
HUCTOYHUKAMHU

Omnpoc. Yrenne n
MIePEBOJI TEKCTA.
Hoknan.
Jlexcudaeckuit
JIAKTAHT.
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3aJaHuM K TCKCTY.

IToaroroska
JIOKJIaza.
IToaroroBka k
JIEKCUIECKOMY
JUKTaHTY.

Decision- making
in public
administration.
Business English:
Running a
meeting

Decision- making in
public administration.
Business English:
Running a meeting.
IToBTOpEHUE
rpaMMaTUKU:
suggestions.

Making

Pa6orta B
oubnmoTexe,
Biiroyas ObC ¢
0a30BBLIM
YYCOHUKOM U
CJIOBapeM.
BueayautopHoe
YTCHHUE U MIEPEBO/I.
Brimonnenue

3aJJaHUN K TEKCTY.

ITonroroska
JIOKJIaza.

JIurepatypa K
Teme, paboTa ¢
UHTEpPHET-
HCTOYHHKAaMHU

Ompoc. Joknan.
Urtenue u nepeBon
TEKCTa.

Types of
negotiators.
Negotiation
techniques

Types of negotiators.
Negotiation techniques

Pa6orta B
oubnmorexe,
Bxirouas ObC ¢
0a30BBEIM
YYCOHUKOM U
CIIOBapeM.
BreaynutopHoe
YTCHUE U MEPEBO/I.
Brimonnenue

3aJJaHUN K TEKCTY.

ITonroroska
JIOKJIaga ¢
Mpe3eHTaluEN.

JIurepatypa K
TeMe, paboTa ¢
HHTEPHET-
HCTOYHUKAMHU

Ompoc. oxman ¢
Mpe3€HTalUEH.
Urtenue u nepeBon
TEKCTa.

Cross-cultural
negotiations

Cross-cultural
negotiations.

Pabora B
oubnnoTexe,
Britodas IbC ¢
0a30BBEIM
YYCOHUKOM U
CJIOBapeM.
BreaynuropHoe
YTCHUE U TEPEBO/L.
Brmonnenue

3aJJaHUN K TEKCTY.

IToaroroBka k
TpyIIOBOI
JINCKYCCHH.

JIurepatypa K
TeMe, paboTa ¢
UHTEpPHET-
HCTOYHHKAMHU

Ompoc. Urenue u
MepeBOJ TEKCTA.
Vaactue B
rpynmnoBou
JIUCKYCCHH.

Nonverbal
communication

Nonverbal
communication

Pabora B
oubamoTexe,
Biiroyas ObC ¢
0a30BBLIM
YYEOHUKOM U
CIIOBapeM.
BueayauropHoe
YTCHHUE U IIEPEBO/I.
Bremonaenne

3aJlaHui K TCKCTY.

ITogroroska
JIOKJIaa.

JIurepatypa K
Teme, paboTa ¢
WHTEpHET-
HUCTOYHUKAMHU

Ompoc. doxmas.
Urenue u nepeBos
TEKCTa.

15




Gender
differences in
negotiation styles
and strategies

Gender differences in
negotiation styles and
strategies.

Business English:
Negotiation.
IToBTOpEHue
rpamMmatuku: «to be +
Infinitivey

Pabora B
OHOJINOTEKE,
Brouas OBC ¢
0a30BBLIM
YYeOHUKOM U
CJIOBapeM.
BreaynuropHoe
YTCHUE U IIEPEBO/I.
Brimonnenne

3a/IaHUM K TEKCTY .

TTonroroska k
TpyIIIOBOI
JIUCKYCCHU.

JIuteparypa k
Teme, paboTa ¢
MHTEpPHET-
HMCTOYHUKAMHU

Ompoc. Utenue u
MIepeBOJI TEKCTA.
VYyacTue B
rpyHIIOBOM
JTUCKYCCHUH.

Public relations

Public relations

PaGorta B
OHOJIHNOTEKE,
Bkiroyas ObC ¢
0a30BBLIM
y4eOHUKOM U
CJIOBapeM.
BreaynuropHoe
YTEHUE U TIEPEBO/I.
Bremonaenune

3aJlaHUi K TCKCTY.

IToaroroska
JOKJIaaa.
IToaroroBka k
JIEKCUYECKOMY
JINKTAHTY.

Jlutepatypa Kk
TeMe, paboTa ¢
WHTEpHET-
HUCTOYHUKAMHU

Ompoc. Hoknan.
YreHue u nepeBo
TEKCTA.

The purpose of
PR in the
elections.
Information
agencies in the
UK and USA

The purpose of PR in
the elections.
Information agencies in
the UK and USA

Pabora B
OHOINOTEKE,
Bkimogas ObC ¢
0a30BBEIM
YYEOHUKOM U
CJIOBapeM.
BreaynuropHoe
YTEHHUE U TIEPEBO/I.
Brmonnenne

3a/IaHUM K TEKCTY.

Iloaroroska
JIOKJIa1a.

JIuteparypa k
Teme, paboTa ¢
MHTEpHET-
HCTOYHUKAMHU

Ompoc. doxnas.
UreHue u epeBo
TEKCTa.
Jlexcudaeckuit
JYKTAHT.

Spin techniques.
Edward Louis
Bernays

Spin techniques.
Edward Louis Bernays

Pa6ora B
OuOIMoTEKE,
pximogas ObC ¢
0a30BBEIM
YYCOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTCHUE U TIEPEBO/L.
Brmonnenne

3a/IaHUM K TEKCTY .

Iloaroroska
JIOKJIa1a.

Jluteparypa
TeMme, paboTa ¢
HWHTEPHET-
NCTOYHUKaAMHU

Ompoc. oxmas.
YreHue u nepeBos
TEKCTa.

Business English:
Finding a job.
Resume. Cover
letter. Common

Business English:
Finding a job. Resume.
Cover letter. Common
interview questions

Pa6ora B
OubIMoTEKE,
Bxirouast ObC ¢
0a30BEIM

Jluteparypa k
TeMme, paboTa ¢
MUHTEPHET-
HCTOYHUKAMHU

Ompoc. oxmas.
YreHue u nepeBos
TEKCTa.
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interview questions

YYEOHUKOM U
CIIOBapeM.
BueayautopHoe
YTCHUE U TEPEBO/I.
Brinmonuenue

3aJJaHUN K TEKCTY.

IToaroroska
JIOKJIaa.

The UK
government’s
approach to public
service reform

The UK government’s
approach to  public
service reform

Pa6orta B
OuOIMOTEKE,
Bxirouas ObC ¢
0a30BEIM
YIeOHUKOM U
CIIOBapeM.
BueayautopHoe
YTCHUE U MEPEBO/I.
Brimonnenue

3a/IaHUM K TEKCTY .

IToaroroBska
JIOKJIaja.

JIuteparypa k
TeMe, paboTa ¢
HHTEPHET-
HUCTOYHUKAMHU

Ompoc. oxma.
YreHue u nepeBos
TEKCTa.

Reform traditions
in different states.
E-government

traditions in
states. E-

Reform
different
government

PaGora B
OubInoTEKE,
Bxirouas ObC ¢
0a30BBIM
YIeOHUKOM U
CJIOBapeM.
BreaynuropHoe
YTEHUE U TIEPEBOI.
Brimonnenue

3a/1aHUM K TEKCTY.

IToaroroBska
JIOKJIaaa ¢
npe3eHTalren

Jlutepatypa K
TeMe, paboTa ¢
WHTEpPHET-
HACTOYHUKAMHU

Ompoc. Jloknaz ¢
MpEe3eHTalUEH.
UreHue u epeBo
TEKCTa.

Business English:
Guide to basic
official

Business English:
Guide to basic official

Pa6orta B
OuOIMoOTEKE,
Bxirouas ObC ¢
0a30BBIM
Y4COHUKOM U
CJIOBapeM.
BueaynutopHoe
YTCHUE U MTEPEBO/I.
Brimonnenue

3aJlaHUM K TEKCTY.

IToaroroBska k
KOHTPOJIbHOM
pabore.

Jluteparypa k
TeMe, paboTa ¢
HUHTEPHET-
HUCTOYHUKAMHU

Ompoc. Urenue u
MepeBO/ TEKCTa.
KonTponbenas
paborta.

6. OueHoYHbIe MATEPHAJIBI JJIS1 MPOBEIEHUS MPOMEKYTOYHOIH aTTeCTAUN 00Yy4YAKOIIUXCS 0

JUCHUILINHE

6.1. Onucanue noka3areseil 1 KpUTepPHeB OLIEHMBAHUS KOMIETEHIMIi, OMUCAHUE LKA

OLICHUBAHUA

/o

HaunmeHnoBaHue
DIIEHOYHOT0 CPeICTBE

Kparkasn

XapaKTepucCTuKa
OLICHOYHOI'0O CpeacTBa

IlxaJjia 4 KPpUTEPUH OLIEHKH,

oaJLI

Kpurtepun
OlleHUBaHUS
KOMIIeTeHII U
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Ompoc

C6op nepBuIHON
nH(GOPMAITUH 110
BBISICHEHHIO YPOBHSA
YCBOEHUS IPOHJEHHOTO
MaTepuaia

«3a4TeHOo», €CITU CTYACHT
JEeMOHCTPUPYET 3HAHHUE
MaTepuana o pasieny,
OCHOBaHHBIE Ha 3HAKOMCTBE C
00s13aTeNbHON TUTEpaTypOr U
COBPEMEHHBIMH
MyOIUKAIMSIME;, TaeT
JIOTHYHBIE,
apryMEHTUPOBAHHBIE OTBETHI
Ha [T0CTaBJICHHbBIE BOIIPOCHI.
Honyckarorcs
HE3HAYNTEIbHBIE HETOUHOCTH
B OTBETAX, KOTOPbIE CTYAECHT
WCTPABIISIET TyTeM
HaBOJALINX BOIPOCOB CO
CTOPOHBI NIPETIOIaBaTEN.

«He 3auTeno», eciim UMEIOTCS
CyIIIECTBEHHBIC TTPOOECITHI B
3HAHHH OCHOBHOTO
MaTtepHaa o pasaenam
y4IeOHOH TUCIMILTAHEI, a
TaKKe OMYIIEHBI
MPUHITUITHAILHBIE OITUOKU
P U3JI0KEHUU MaTepuana.

YK-4.1;
VK-4.2;
VK-4.3;
VK-4.4

Hoxnan /
cooO1ieHne

[Ty6nuunoe, pa3BEépHyTOE,
coobrienue (uau
JOKYMEHT) TI0
ONpEaEeNIEHHOMY BOIIPOCY,
OCHOBaHHOE Ha
NPUBIICYCHUH
JOKYMCHTAJIbHBIX
JaHHBIX, COJCPIKAHUE
KOTOPOTO OTPaXkaeT CyTh
BOIIpOCA.

«5» — Jlokiiag COOTBETCTBYET
3as1BJICHHOM TE€ME, BBIIOTHEH
C IPUBJICYEHUEM
JIOCTaTOYHOT'O KOJINYECTBA
Hay4HbIX U IPAKTUYECKUX
HCTOYHHUKOB I10 TEME,
CTYJIEHT B MTOJTHOM 00BEMe
OTBEYAET Ha BOMPOCHI TeEMeE
JIOKJIaja,;

«4y» — Jlokman B 1eioM
COOTBETCTBYET 3asBJICHHOM
TeMe, BEITIOJTHEH C
MIPUBJICUCHUEM HECKOIBKHUX
Hay4HBIX U IPAKTUYECKUX
HMCTOYHUKOB T10 TEME,
CTYJICHT B COCTOSIHUU
OTBETUTH Ha YaCTh BOIPOCOB
10 TeME JTOKJIa/a;

«3» — Jloksiag He COBCEM
COOTBETCTBYET 3asBICHHOM
TEMCE, BBIIIOJIHCH C
HCIIOJIb30BaHUEM TOJBKO 1
WK 2 UCTOYHUKOB, CTYJIEHT
JTOITYCKaeT OMIMOKH TpH
W3JI0KEHUH MaTepurana, He B
COCTOSTHMH OTBETUTH Ha
BOTIPOCHI TI0 TEME JO0KIIa/a;

«2» — TOKJIaJYHK HE PaCKpBII
TEMY.

VK-4.1;
VK-4.2;
VK-4.3;
VK-4.4

[Ipe3enranus

[TyGnu4Hoe BBICTYyIIIICHUE
C NIPECTaBICHUEM

«5» — IIpencrapnsemMas
nH(pOpMaIHs

VK-4.1;
VK-4.2;
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MIOJTyYCHHBIX PE3yJIbTaTOB
B iporpamme Microsoft
PowerPoint

CHUCTEMAaTHU3UPOBAHA,
rocjiefoBaTejabHa U
JIOTHYECKH CBS3aHa.
[Ipobnema packpeiTa
nonHOCTRIO. [1Inpoko
KCII0JIb30BaHbI BO3MOKHOCTH
TexHoaornu Power Point;

«4» — Ilpencrasnsiemast
HHPOPMAITUS B LIEIOM
CHCTEMaTU3UPOBaHa,
nocie0BaTeNbHa U
JIOTHYECKH CBsI3aHA
(BO3MOXHBI HEOOIIBIIIHE
otknonenus). [Ipobnema
packpbiTa. Bo3MOXKHBI
HE3HAYUTEIbHbBIE OUTHOKU
nipu opopmiieHun B Power
Point (ae 6oiree ABYX);

«3» — [Ipencrapnsemas
nHpopMaIus He
CHUCTEMaTU3UPOBaHAa U/ HE
COBCEM II0CII€I0OBATENbHA.
[Ipobnema packpriTa HE
MOJTHOCTHIO. BEIBOIBI HE
CIETIAHEI WM HE
o0ocHoBaHEI. Bo3MoxHOCTH
texnosiornu Power Point
KCIIOJIL30BAHEI JINIIE
YACTUYHO,

«2» — Ilpencrasnsemas
nHpOpMAIHs HE
CUCTEMATHU3UPOBaHa.
B03MOKHOCTH TEXHOJIOTHH
Power Point ucrions30BaHbI
JIMIIb YaCTUYHO.
MHOTOYHCIICHHBI OIUOKH
npu o(hOpMIICHHU.

YK-4.3;
VK-4.4

TectupoBaHue

TectupoBaHue MOXHO
MIPOBOJIUTH B (hopMe:

®  KOMIBIOTEPHOIO
TECTHPOBAHHUS, T.€.
KOMITBIOTED MTPOU3BOIHHO
BBIOMPAET BOMPOCHI U3
0a3bl JaHHBIX 110 CTENICHU
CJIO)KHOCTH;

®  HCHMCHHBIX
OTBETOB, T.C.
MIpenoAaBaTeib 3a1aeT
BOTIPOC U JIa€T HECKOJIBKO
BapHaHTOB OTBETA, a
CTYJICHT Ha OTAEIHHOM
JIMCTE 3aITMChIBAET
HOMepa BOIIPOCOB H
HOMEpa
COOTBETCTBYIOIINX
OTBETOB

«OTIIMYHO» — OIS
MIPaBUIIBHBIX OTBETOB §0-
100 %;

«XOPOILIOY» — OIS
MPaBHIBHBIX OTBETOB 60-
79 %;
«yJIOBJIETBOPUTEIBHO) —
JIOJIs1 TPaBUIIBHBIX OTBETOB
40-59%;
«HEYJOBJIETBOPUTEIBHOY» —
JIOJ1s1 TPAaBUIIBHBIX OTBETOB
menee 40%.

VK-4.1;
VK-4.2;
VK-4.3;
VK-4.4
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HemoncTpanus
MIPAKTUIECKUX
YMEHUH

OcBOCHHBIH CyObEKTOM
CoCcO0 BBIMOIHEHHUS
JIeHCTBHS,
obecrieunBacMbIi
COBOKYITHOCTBIO
IPUOOPETEHHBIX 3HAHUHN U
HaBBIKOB

«5» CTyIeHT moKa3bIBaeT
XOpOILINE 3HAHUS YIeOHOTO
Marepuaia o TemMe, 3HaeT
QIITOPUTM MPAKTUIECKOTO
yMeHUs (MaHUITYJISIIHAN),
MOCJICIOBATEIIHHO
JEMOHCTPUPYET
npakTuueckue ymenus. laer
YIOBJIETBOPUTEIIHHBIC OTBETHI
Ha JOTIOJTHUTEIIbHbIE
BOIIPOCHI.

«4» — CTyneHT Biajseer
YAOBJICTBOPUTCIIbHBIMUA
3HAHUSIMU 1O MPAKTUYECKUM
YMEHHSIM, JeMOHCTPUPYET
MIPAKTHYECKUE YMEHHA C
OIIMOKaMHU, HYKJIACTCS B
MOJICKa3KaxX MPero1aBaTels,
Jac€T HECIIOJIHBIC OTBCTHI HA
IMMOCTAaBJICHHBIC BOIIPOCHI.

«3» — CtyeHT Brnajeer
OTPBIBOYHBIMU 3HAHUSAMH I10
MPaKTUYECKUM YMEHUSAM,
3aTPyAHSICTCS] B YMEHUH UX
OCYIIECTBUTD, Aa€T
HETIOJIHBIE OTBETHI Ha
MTOCTaBJICHHBIC BOIIPOCHI.

«2» — CTyIeHT He 3HaeT
AJTOPUTM MPAKTHYECKOTO
yMeHHs! (MaHUITYJISILUN)
W/WIHA HE MOXKET
MPOJEMOHCTPUPOBATH
MPAKTHYECKOE YMEHHE
(MaHUTTY TTAIHAIO ).
3aTpynHseTCsl C OTBETaMH Ha
MOCTaBJICHHBIE BOMIPOCHI.

YK-4.1;
VK-4.2;
VK-4.3;
VK-4.4

Keiic-3amaun

OO0yuaromuii MaTepual,
HCIIONb3YOUIUI ONMcaHue
peaJIbHBIX
9KOHOMHMYECKHX,
COLIMAJILHBIX ¥ OM3HEC-
CUTYyallUii, OCHOBAHHBIX
Ha peatbHOM
(akTHUEeCKOM MaTepuane
WY K€ TIPUOIIHKEHBI K
peasIbHOM CUTyaluy.
OOyuaromuecst JOIKHbBI
WCCIIEIOBATh CUTYAIHIO,
pazobpatbest B CyTH
po0JeM, NpeIoKUTh
BO3MOJKHBIE PEIICHUS U
BBIOpATh JydIllee U3 HUX.

«3auTeHo», €CIIM OTBET Ha
BOIIPOC 3aJ1a4M JaH
npaBwibHBIA. OOBsICHEHHE
X0JIa ee peleHus MoApoOHOe,
MOCIIe/I0BaTEIbHOE,
rPaMOTHOE, C
TEOPETHUYECKUMU
000CHOBaHUAMH (B T.4. U3
JIEKIIMOHHOTO Kypca), C
HEOOXOIUMBIMU
MOSICHCHUSIMH U
JIEMOHCTPAIIMSAMH; OTBETHI Ha
JIOTIOJTHUTEIILHBIC BOTIPOCHI
BEPHbBIC, YCTKHE.
Honyckarorcs
HE3HAYMTEIIbHBIC HETOUHOCTH
U 3aTpyAHCHUSI.

«He 3aureno», OtBeT Ha
BOIIPOC 33/1a4H HE JIaH WIH
JTaH HE BIIOJIHE TTPABIIIBHBIH.

VK-4.1;
VK-4.2;
VK-4.3;
VK-4.4
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OOBsCHEHHE X0/ e¢
pelICHUs HEJOCTATOUHO
ITOJIHOE,
HEIOCIeIOBATEIBHOE, C
OIINOKaMH, CI1a0BIM
TEOPETHUCCKUM
000CHOBaHHUEM (B T.U.
JICKITAOHHBIM MaTEPUAJIOM ),
JIOTIOJTHUTENTLHBIE BOMPOCHI
HEJOCTATOYHO YETKHE, C
OIITHOKAMM B JE€TaNISX WA
BBI3BIBAIOT 32Ty THEHHUS.

KonTponbhas
pabota

Co6op urdopmanuu no
BBISICHCHHIO YPOBHS
YCBOCHHMSI IPOUJIEHHOT'O
MaTtepuraita

«5» — comepxaHue
COOTBETCTBYIOT
MOCTaBJICHHBIM LIETH U
3a1adaM, 3JI0KEeHNE
MaTepuaia OTIUIaeTCs
JIOTUYHOCTBIO U CMBICIIOBOM
3aBEPIICHHOCThIO, CTYCHT
MoKa3aj BlaJleHue
MaTepuaioM, YMEHHE YETKO,
apryMEeHTHPOBAHO U
KOPPEKTHO OTBEUYaTh HA
MOCTaBIICHHBIE BOITPOCHI,
OTCTaWBaTh COOCTBEHHYIO
TOYKY 3pEHHUS,

«4» — comepxaHue
HEJIOCTATOYHO MOITHO
COOTBETCTBYET
MOCTaBJICHHBIM LIEH U
3aJ]ayaM UCCIIeIOBaHus,
paboTa BBITIOJIHEHA Ha
HEJOCTaTOYHO IUPOKOI
WMCTOYHHUKOBOH 0a3e u He
YUYUTBIBAET HOBEHUIIINE
JIOCTHKCHHS HAYKH,
W3JIOKEHHUE MaTepraia HOCUT
MIPEUMYILECTBEHHO
OIHCATENBHBIN XapakTep,
CTYJIEHT ITOKa3ajl JOCTATOYHO
YBEpEHHOE BIaJICHHE
MaTepHaIoM, OJTHAKO
HEIOCTaTOYHOE YMEHHE
YETKO, apTYMEHTHPOBAHO U
KOPPEKTHO OTBEYaTh Ha
MOCTaBJICHHBIC BOIPOCHI U
OTCTauBaTh COOCTBEHHYIO
TOYKY 3pEHUS;

«3» — cojiepkaHue He
OTpaXkaeT 0COOCHHOCTH
MPOOJIEMAaTHKHU TEMBI,
cojiepkaHue paboThI HE
MOJTHOCTBIO COOTBETCTBYET
MOCTaBJICHHBIM 3a/1a4yaM,
WCTOYHHKOBas 0a3a
(dbparMeHTapHa 1 He

VK-4.1;
VK-4.2;
YK-4.3;
VK-4.4
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MO3BOJISIET Ka4€CTBEHHO
PELINTh BCE MOCTABJICHHBIC B
pabore 3amaun, paboTra He
YUYUTBIBAECT HOBEHIIINE
JIOCTHKEHUS UCTOpHOTpaduu
TEMBI, CTYAECHT I0Ka3aJl
HEYBEPEHHOE BIaJICHHUE
MaTepuanoM, HeyMEeHHe
OTCTauBaTh COOCTBEHHYIO
MO3ULUIO0 U OTBEYATh HA
BOTIPOCHI;

«2» — paboTa HE UMeeT
JIOTUYHOU CTPYKTYPBHIL,
coJep>kaHue padOTHI B
OCHOBHOM HE COOTBETCTBYET
TeMe, ICTOUYHUKOBas 0a3a
HEIOCTaTOYHA JUIA PELICHUS
MIOCTaBJICHHBIX 3a/1a4,
CTYJACHT MOKa3all
HEYBEpEHHOE BIIaJICHUE
MaTepHuaioM, HEyMeHHe
¢hopMynTupOBaTH
COOCTBEHHYO MO3UIIHIO.

8. I'pynmoBas O11eHOYHOE CPEJICTBO, «3a4TEHO» — 00yJarOTHIiCS YVK-4.1;
JIUCKYCCHUS MO3BOJISIIOLIEE BKIIOYNUTh | JEMOHCTPUPYET 3HAHUE YK-4.2;
00yyYaromuxcs B Mpoliecc | Marepuana o TeMe paszaedna, YK-4.3;
00CyXICHUS OCHOBaHHBIC Ha 3HAKOMCTBE C YK-4.4
MPEACTABICHHON TEMBI, 00s3aTeIbHON TNTEPATypPOr U
poOJIeMbl U OLICHUTh UX | COBPEMEHHBIMHU
YMEHHUE apryMEHTUPOBaTh | IIyONUKaIMsIMU; aKTUBHO
COOCTBEHHYIO TOUKY Y4acTBYeT B JUCKYCCHH; TaeT
3peHusl. JIOTUYHBIE,
apryMEHTHUPOBAHHBIE OTBETHI
Ha TIOCTaBJIEHHBIE BOTIPOCHI.
«HE 3a4TEHO» — OTCYTCTBHE
3HaHUH 110 U3y4aeMOMY
paszeny; Hu3Kasi akTUBHOCTb
B JIFICKYCCHH.
9 Jlexcnueckuii CpencTBo npoBepKu «OTJIUYHO» — A0S YK-4.1;
' JUKTaHT 3HAHUS JIEKCUKO- MIPaBUIIBHBIX OTBETOB §0- YK-4.2,
TpaMMaTHIEeCKOTO 100%; VK-4.3;
MUHUMYyMa 110 U3y4aeMO | «XOPOLIO» —10JIs YK-4.4
TeMe B o0beMe, MIPaBUJIBHBIX OTBETOB 65-
HeOOXOIUMOM JUIS 79,9%;
paboTHI C HHOSI3BIYHBIMA «YIOBJIETBOPHUTEIHHO» —
TEKCTaMH B IIpoOLiecce JIOJISl TIPAaBUJIBHBIX OTBETOB
poecCHOHATBHON 50-64,9%;
JeSITETFHOCTH. «HEYIOBJIETBOPUTEIBHOY —
JIOJISl TIPAaBUJIBHBIX OTBETOB
MmeHee 50%.

10. ITepeBox TekcTa CpencTBo npoBEpKU OueHuBaeTcst TOYHOCTD U YK-4.1;
coOJIroieHust TTOJTHOTA TIepeIadun Kak VK-4.2;
rpaMMaTH4YeCKuX, OCHOBHOMH, TaK B VK-4.3;
CHUHTaKCUYECKUX, BTOPOCTEIIEHHOMN YK-4.4
opdorpadruecknx nHpopmarun. [lepeBog

IpaBUJI, COOJIOCHUS

ouenusaercs B 100 6auios.

22




SI3BIKOBOM HOPMBI U CTHIIS
TIPH TIEPEBOJIE C
MHOCTPAHHOTO SI3bIKa Ha
pOIHOM, aIeKBaTHOCTh
repeBoia TeKCTa-
OpUTHHAJIa Ha POJHOU
SA3BIK.

IIpu 3TOM 32 NIpaBUIBHBINA
NepeBO;

1) MeKCHYECKHUX €IMHMIT
naetcs ot 0 1o 40 6amioB
(BepHBIii BEIOOD
9KBUBAJICHTOB CJIOB;
nepeBe/IeHbI BCE CIIOBA, KaK
HEUTPAJILHOH, TaK U
TEPMHUHOIOTUYECKON
JIEKCUKH; TIepeiaHbl BCe
peanuu U UMeHa
COOCTBEHHBIE; TPABUIIBHO
TepeBeACHBI BCE CBOOOTHBIC
U YCJIOBHEIC
CJIOBOCOYETAHMS);

2) rpaMMaTHYECKUX €AUHUL] U
KOHCTpyKIuit ot 0 1o 40
OasoB (BepHBIH mepeBoa
BUAOBPEMEHHBIX (POpM
rjaroja, 3ajora
HaKJIOHEHHUS I1arona,
MOJAJIbHBIX TJIaroJioB,
HENMYHBIX (popM rinarona u
KOHCTPYKLUI C HUMY;
MPaBUIIBHO TIEPEAaHO YHCIIO H
nazex CylIleCTBUTEIbHBIX;
YUYTEHBI IIPH TIEPEBO/IE
CTETIeHN CPaBHEHUS
NpUIaraTebHBIX U HAPEUHi);
3) CHHTaKCHYECKHUX
koHcTpyKiwid ot 0 1o 10
0asioB (BepHO BBIOpaHO
3HA4YEHHE CJIOB-
3aMECTHUTENIEH; TIEPEIaHbI
aMpaTHIECKUE
KOHCTPYKIMH);

4) CTUIUCTUYECKH
MIPaBUJIBHBIN (a1€KBaTHBIN)
nepesof ot 0 no 10 6aytos.
[IIkana cooTBEeTCTBUS
KOJIM4YeCTBa HAOpaHHBIX
0aJsIOB OLICHKE T10
MUCbMEHHOMY IIEpEBOAY:
100-86 6a5I0B — «OTIUIHOY,
85-76 6aIOB — «XOPOIIIOY,
75-55 GannoB —
«yZIOBJIETBOPUTEILHO,

54 Gamna 1 MeHee —
«HEYJOBJIETBOPUTEIHHOY.
[Toka3arenu nepenauu
OCHOBHOTO COJICpKaHUS
OLIEHUBAIOTCS 110 4-0aIIBHOM
LIKane:

5 6amToB (OTIUIHO),

4 6aa (Xoporo),

3 bayna
(YIOBIETBOPHUTEIHHO),
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2 bamna
(HEyIOBIETBOPHUTEIHHO).
Bannel cymmupytores, u
BBIBOJWTCSI CpEIHUI Oasut.

6.2. MeToauuecKkue MaTepHaJibl, ONPECACTAIOIINEC NTPOLHECAYPHI ONCHUBAHUS 3HaHHI7[, yMeHHﬁ,

HABBIKOB M (HJIM) OMBITA /IeATEIbHOCTH, XaPAKTEePU3YIOIIHNX 3TANbl (POPMUPOBAHUS
KOMIIeTEHIIHi1 B Mpolecce 0CBOEHUsI OCHOBHOI NpodeccHOHATBHONH 00pa3oBaTeIbHOM

MPOrpaMMbI
No ®opma kouTpoJsi/ | Ilpouexypa ouneHnBaHUsA HIxajia 1 KPUTEPUH OIEHKHU, 0AJLIT
KOJbI
OLIEHNBaeMbIX
KOMIIeTeH Uil

3aver / [IpaBunsHOCTh OTBETOB Ha | OlLIGHKA «3aYTEHO» BBICTABIISETCS B TpeEX

YK-4.1; BCE  BOMPOCH  (BepHOE, | Cydasx:

YK-4.2; YeTKOE W JIOCTaTo4HO | 1. MpaBHIBEHOCTH MCIIOIH30BAHUS S3BIKOBOTO

YK-4.3; IyOOKOE U3JI0KCHHUE UJICH, Marepuaa (t.e. COOTBETCTBHE

YK-4.4 MIOHSTHH, (PAKTOB U T.1I.); rPaMMaTHYECKUM, JIEKCHYECKHUM H
Coderanne TOTHOTHI | (OHETHYECKMM HOpPMaM HWHOCTPAHHOTO
JTAaKOHUYHOCTH OTBETA, SI3BIKA).
Hanmuue MPAKTUYECKUX | 2. MOJIHOTA W aJICKBAaTHOCTh ITOHMMAaHUS
YMEHHHA 110 JWUCIUTUINHE conlepKaHus YCIBIIIaHHOTO u
(BBITIONTHEHYE MIPOYUTAHHOTO.
MPAKTUYECKOTO  3aJaHus, | 3. KOPPEKTHOCTh M CJIIOKHOCTh MTUCHMEHHOTO
COOTBETCTBYIOIIETO 00O BBICKa3bIBAHUS c TOYKH 3peHus
TeMe n3y4yaeMou COIEepXKaHUsI U YPOBHS  SI3BIKOBOU
JTACITUTUTAHBI); TPYIHOCTH, COOTBETCTBUE CTUIIIO U KAHPY
OpueHTUpoBaHUE B MMMCHMEHHOTO BBICKA3bIBAHUSI.
y4eOHOH, Hay4yHOU U | «3auTeHO0» BBICTABIISIETCS, KAK MUHUMYM, TIPU
CTICITUATFHON JTUTEPAType; | YCBOCHUH 00yJarommMcst OCHOBHOTO
Jloruka U | MaTepualna, B  H3JIOKEHHH  KOTOPOTO
apryMEHTHUPOBAaHHOCTh JIOITY CKAIOTCS OTJIENTbHBIE HETOYHOCTH,
H3JI0KCHIS; HapyIIeHue MTOCJIETOBATEIHFHOCTH,
I'pamoTHOE OTCYTCTBHE  HEKOTOPBIX  CYHIECTBEHHBIX
KOMMEHTHPOBAHHUE, JleTane, HUMEIOTCS 3aTpyAHCHHUS B
MIpUBeICHUE MIPUMEPOB, | BHITIOJHEHUUTTPAKTHUECKUX 3aJITaHHM.
AHAJIOTHUH;

Kynbrypa orBera.

OneHka «HE 3a4TEHO» BBHICTABIISETCS B TOM
cllyyae, KOrjia OOydarolIMics He Blajeer
3HAYUTEIHHON 4acThIO Marepuana,
JIOMyCKaeT TMPUHLUUNHAIBHBIE OIIMOKU, C
OOJIBIIIMMHU ~ 3aTPYJHCHUSIMH  BBIMOJHSIET
MpakTH4ecKue  paboThl,  €CcIH  OTBET
CBHJIETETILCTBYET 00 OTCYTCTBUM 3HAHUH TIO
npeaMeTy,  TEOpEeTHYECKOe  CoAepiKaHue
y4eOHOW  JUCIMIUIMHBI ~ HE  OCBOCHO,
HEOOXOIUMEBIC MPaKTUYECKUE YMEHUS
pabotel He cdopmupoBaHbl, 50 u Oomnee
MPOIICHTOB y4eOHBIX 3aJ1aHui,
MPEIyCMOTPEHHBIX TPOTrpaMMON O0y4eHHUs,
HE BBINOJIHEHBI, COJEpPKaT rpyOble OMIMOKH,
JOTIOJIHATENbHAsT CaMOCTOsATENbHAs paboTa
HaJl MaTepHaIoM JIICTIUTUTAHBI HE
mpoBeneHa, 00 KayecTBO BBITIOIHEHHUS
HU3Koe, Ooubiioe uucio 3anatud (50 % wu
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0ornee) mpomymieHO 03 YBaXUTEIbHOU
MPUYHHBI U 03 MOoCIeAYIONEi 0TpabOTKH.

6.3. TunOBbIe KOHTPOJIbHbIE 321aHUA HJIN HHbIEe MaTepHaJibl, He00X0AUMBIe /ISl IPOLeYPbI
OlleHMBAHMS 3HAHWI, yMeHMI, HABBIKOB H (WJIN) ONBITA 1eATEJIbHOCTH, XaPaKTePHU3YIOIIHNX
Tranbl GOPMHUPOBAHNSA KOMIIETEHIIUII B Npouecce 0CBOCHUSI OCHOBHOM NPo¢ecCHOHATbHOM

o0pa3oBaTe/IbHON NPOrpaMMbI

6.3.1. TunoBbIe 3a1aHUA J1JIs1 IPOBEAEHUS TEKYIIEr0 KOHTPOJISI 00y4arouXCcsl

6.3.1.1. TunoBble BAPUAHTHI TECTOBBIX 3aaHMii

Bapuanr 1

In each of the following select the word or phrase that best completes the statement or
answers the question:

1.

10.

11.

12.

Junior managers who ............ a promotion often face many problems when they have more
authority and responsibility.

a)take b)get c)earn
This is partly because everyone expects them to perform to extremely high ............ .
a) level b)standards c) quality

In addition, many of their ......... and colleagues are always ready to criticise any serious
mistake they may make.

a) superiors  b) secretaries c) chefs

They should have .............. in their own skills and abilities.
a) confidence b) belief c) strength

They should also .............. their progress regularly.
a) test b) improve c) evaluate

Secondly, they should ............. themselves ambitious goals.
a) find Db) make c) set

So that through hard work and commitment to the company they can in fact ........... them
sooner than is expected of them.

a) reach b) move c)work
That is how they can ............... both personal and professional success.
a) achieve b) grow c¢)demand

Our success in moving towards this goal is most evident in the financial ..... for this
year.

a) results b) conclusions c) statistics

our ............. at the close of the year was 140 million euros.
a) revenue b) cash flow c) share

Thatisan .......... of 12% over the previous year.
a) asset b)increase c) advantage

This strong .......... in a rather difficult year for the economy shows the value of the service the
company provides to its customers.
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13.

14.

15.

16.

17.

18.

19.

20.

a) trend b) benefit c¢) growth

I would like to congratulate our staff on their outstanding .............. .

a) turnover b) subsidiary c) performance

Finally, we all thank you, the ............. , for your continuing support of the company.

a) producers b) shareholders c) stockbrokers
We offera ......... to customers who buy in bulk.
a) refund b) discount c) delivery
We ask customers who are not fully satisfied to .............
a) discount b) refund c) return

goods within seven days.

In order to geta full ............... , customers must send back goods in the original packaging.

a) discount b) refund c) return
Goods will be ............ within 24 hours of your order.
a) dispatched Db) purchased c) exchanged
Goods are keptin our ............... until ready for delivery.
a) stock b) storage c)warehouse

Products and services offered at a large discount are generally a(n) ............... :

a) sale b) bargain c) offer

Bapuanr 2

In each of the following select the word or phrase that best completes the statement or
answers the question:

1.

The most competitive type of industry is that with

a) pure monopoly
b) perfect competition
c) total production

Buyers must have to information on the products and prices available.

a) easy access
b) demand

c) supply
Monopolies often advertise their product and service to

a) make a profit
b) control prices
C) promote the company's image

The government gives utility companies the

to provide service in a specific

geographic region.

a) copy right
b) exclusive right
¢) huge income

and production techniques.
a) patent law

encourage firms to invest in the research and development of new products
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10.

11.

12.

13.

14.

15.

16.

b) buyers and sellers
C) consumers

Horizontal and vertical combinations have been common since

a) the mid — 1960s
b) the mid — 1970s
c) the mid — 1800s

Multibillion-dollar corporate mergers occurred

a) in the mid — 1970s
b) in the mid — 1980s
c) in the mid — 1960s

The classic example of a conglomerate is

a) the International Telephone and Telegraph Corporation
b) the Standard Oil Company
c) the United States Steel Corporation

One of the major business advantages of corporate mergers is

a) worker satisfaction
b) efficiency
¢) production facilities

One of the major disadvantages of corporate mergers for consumers is

a) decreased efficiency and profits
b) increased competition in the marketplace
¢) decreased competition in the market place

The increased size of merged corporations often makes it possible

a) to borrow more capital
b) to hire new employees
c) to build new plants

The lack of competition in the marketplace may result in

a) additional capital resources
b) higher prices for consumers
c) increased production efficiency

The production concept holds that consumers will favor products

a) that offer the most quality and performance
b) that are available and highly affordable
c) that are very comfortable

The marketing concept holds that achieving organizational goals depends on

a) improving production efficiency
b) developing new competitive products
¢) determining the needs and wants of target markets

Under the marketing concept, companies produce

a) what consumers want
b) unsought goods
c) highly affordable goods

If the demand for a product in the market is bigger than the supply the companies should .
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a) improve productivity
b) increase production
¢) bring down prices

17. The societal marketing concept calls for

a) increasing production and bringing down prices

b) balancing demand for a product and the supply
¢) balancing company profits, consumer wants, and society's interests

18. Price in a market is determined by

a) the number of consumers
b) supply and demand forces
¢) government policy

19. Market equilibrium occurs when

a) demand is higher than supply
b) demand is lower than supply
c) the supply and demand for a product are equal

20. The desired demand is the information showing the amount of the product that

a) consumers are willing to buy at different prices
b) consumers actually buy at a particular price
) consumers are hesitating to buy

6.3.1.2. [IpumepHbIe TeMBbI T0KJIAT0B U COOOIIEHH I

e Tema «Cross-cultural negotiationsy.
e Tema «Gender differences in negotiation styles and strategies».

6.3.1.3. [IpuMepHbIe TeMbI Pe3eHTAIHit

Types of negotiators. Negotiation techniques.

Gender differences in negotiation styles and strategies.
Cross-cultural negotiations.

Reform traditions in different states. E-government.

PR in the elections. Information agencies in the UK and USA.

agrwnE

6.3.1.3. [IpumepHbIe TeMbI IPYNNOBBIX TUCKYCCHIA
Tema: Types of negotiators. Negotiation techniques

1. Types of negotiators.
2. Negotiation techniques.

Tema: Reform traditions in different states. E-government

1. Reform traditions in different states.
2. E-government.

6.3.1.4. IIpuMepHbIii NepeyeHb JeKCHYeCKUX eIMHUILL IS JIEKCHYeCKOro TUKTAHTA

Tema: Business English: Talking on the phone (politeness). Business English: Talking on the
phone (politeness).

Mory J11 st HOTOBOPHUTH C ...7
51 Bac coequnsio.
[TogoxauTe 0OIHY MUHYTY.
Br1 nogoxaere?

Br1 ommmbnuce HomepoM
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Howmep 3ansr.

Ero ceifuac HeT

Emy nepenate uro-unlynp?
Jla, MeHs 3TO yCTpauBaerT.
Knate BcTpeum c...
[lepenaiite 60IBIION PUBET. ..
ITogTBEepauTH BCTpEUy
[Iepenectu BcTpeuy Ha...

Tema: Business English: Reservation

XpaHUTH (IepKaTh) BHYTPH KOMaH/IbI

co0JIr01aTh OKOHYATEIbHbBIE CPOKU

nopyuarb padoty

KoMaHHas paboTa

UMETh BO3MOXKHOCTh

JOCTHKUMBIE TIeTTH

9acThIe CIIOPHI MY WICHAMU KOMaH/IbI
CJIEZIOBATEIIEHO

cuia (CHJIbHas CTOPOHA)

JeITUTHCS C

HE370pOoBasi KOHKYPEHLUS

pelarnmn

BBINOJIHATH 3a/1aHUs, IOPYUYCHHbIE (IpeAHa3HaYeHHbIE) KOMY-TO
(hopMHUPOBATh U COXPAHATH YIPPEKTUBHYIO KOMAHY
HE UMETh ycrexa

obecrieunBarth (TrapaHTUPOBATD)

JIeTUTh OTBETCTBEHHOCTD

ONBITHBIN

ci1aboe 3BEHO

MIPEBHIIIATH YCTAHOBJICHHBIN JINMUT BPEMECHU
BHOCHTD JI€30praHu3aluio (I0pbIBaTh AUCLUILINHY )
OpaTbcs 3a yperyJnpoBaHHUe JJIMTENbHBIX Pa3HOITIACHH
HOOIIPSTH AUCKYCCHH (CIIOPHI)

Tema: Strategic management in Great Britain and the USA

OpraHu3aIys, yCTPOUCTBO, O0ObEMHEHUE, CTPYKTYpa
MEHeDKep, YIPaBJISIOMINN, PYKOBOJUTEINb, TUPEKTOP
yTpaBJICHUE TTIEPCOHATIOM

BJIACTh, IOJIHOMOYHE, OpPTaH BIACTH, aBTOPUTET, 3aKOH
rio0anu3anus, BCeMUPHOE PacipOCTPaHEHHUE
YeJIOBEUCCKUI KarnTall

pabOTHUK, COTPYIHUK, CITY)KAIIUH

paboToiaTenb, HAHUMATEIb

paboyas cuna

KOHKYPEHIIUS

POU3BOUTENHHOCTD, TPOAYKTUBHOCTH, BEIpAaOOTKA
3aTparkl

BITMSTHHC

OecronuIMHHAs TOPTOBJIS
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Tema: The purpose of PR in the elections. Information agencies in the UK and USA

OTIpeNieNsATh
MIPOU30UTH, CITYUUTHCS, TOTYUUTHCS
MpearoaraTh, MpeaycMaTpruBaTh, IPUBIEKATh
TpeOOoBaTh(-Cs1)

1eIb

obOpaboTka

oOMeH

CTpEMIICHUE

TJIAHUPOBATh, MIPEIOJIAraTh
peaycMaTpuBaTh

MIPEUMYILECTBO

M3HAYaJIBHO

peanu30BbIBaTh, OCYIIECTBIATH, BHEIPSTh
JOCTHTaTh

MIPOTHO3UPOBATH

Habop nepcoHana

oOyueHue

pa3BUTHE

OLICHKHU TIPOHM3BOIUTEIHLHOCTH
KacaTbCsl, OTHOCHUTHCS

TOpT

pabouas cuia

3apruiara

CIIUSIHUE

npuobperenue

MIPEEMCTBEHHOCTb

BKJTIOUCHHUE

CTapTOBBIN

MTOCBSIIIATh

JI0Ka3aTeIbCTB

TEKy4eCTh

KaJpoB

HaHUMATh

CTPEMHTHCS

YMEHbIIATh

6.3.2. TunoBble 3a1aHMA A5 NPOBEIEHUS MPOMEKYTOYHOI aTTeCcTAllMU 00y4aIOIMXCSH
6.3.2.1. [IpumMepHbIe 3aJaHNs KOHTPOJIBLHOW PadoThI
1. Read the text and summarise it.
Translate the text from English into Russian in writing.

REGULATION AND CONTROL OF FINANCIAL INSTITUTIONS
There is a central bank for all states in the USA called the Federal Reserve System («the
Fed») which controls various financial institutions. The government and member banks jointly own
the Fed. All national banks are members of the Fed. Most of the state banks do not join the system.
Member banks have a right to obtain funds by borrowing from their district reserve banks, to use
various services which the system provides, to obtain financial advice and assistance and to receive
a dividend on stock that the district bank owns.
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The Fed controls the money supply and prevents the economy from crisis. Its most powerful
tool in controlling the money supply is the reserve requirement. It s the percentage of all deposits
that a bank must keep on hand at the bank or on deposit with the Fed. If the Fed requires bank to
keep 20 percent of all funds on deposit, then they can loan out the other 80 percent to individuals
and companies.

2. Translate into English:

1. ®enepanbHas pe3epBHas cHUCTEMa KOHTPOJIMPYET pazHOOOpa3Hble (PUHAHCOBBIE YUPEKICHUS U
ABISIETCS «OaHKOM OaHKUpOB». 2. Bce HanmoHanbHBIE OaHKH SBISIOTCS wieHamu DexepaibHON
PE3EPBHOM CHCTEMBI, BIIAJICIOT €10 COBMECTHO C ITPaBUTENbCTBOM. 3. banku — wiensl enepanbHoit
pe3epBHOM CHUCTEMBI BpeMsi OT BpeMEHH OepyT CCyIbl B MECTHBIX pE3epBHBIX OaHkax. 4.
@enepanbHas pe3epBHAs cHCTEMa NPEOCTaBiIseT (PUHAHCOBYIO MOJAEPIKKY M KOHCYJIbTHPYET
cBouX 4ieHOB. 5. banku-unensl denepasbHOW PE3EpBHON CHUCTEMBI IOJIYYarOT JUBHUJCHIBI HA
KaIuTall, KOTOPBIM BJaJeI0T pe3epBHble OaHku. 6. DenepanbHas pe3epBHas CUCTEMa KOHTPOIUPYET
MOCTYIUIEHHE JEHEeXHbIX cpeAcTB. 7. CaMoe CHJIBHOE OpYXKUE CHCTEMbl — JIONOJHUTENIbHBIE
pe3epBHbIe 00s3aTenbcTBa. 8. Ecnm GaHk aepxur Ha pykax 30 mpoueHTOB (DOHIIOB, OH MOXKET
naBath ccyay u3 octaibHbIX 70 mporeHToB. 9. Korma ®@enepanbHasi pe3epBHas CUCTeMa MOKyIaeT
[IPaBUTEJILCTBEHHBIC IIEHHBIE OyMaru, mocTyIluieHue jaeHer yBenuuuBaercs. 10. Cucrtema
HCIIONB3YyEeT 3TU METOIbI JUIsl «TOHKOM HAacTpoWkm» sKoHOMUKH. 11. denepanbHas pesepBHAs
CHUCTEMA TAaKXXE yCTaHABIIMBAET IPEJCIIBHBIC YPOBHU KPEIUTOBAHMS, IIOKYIIOK KalluTajla U LIEHHBIX
Oymar. 12. OHa Takxke mepemaer 4eku u3 OaHka, rie OHW ObUIM YUYTEHBI, B OAaHK, T/l OHU OBLIU
Bbimucanbl. 13. Cuctema cTpaxyeT BKJIaAbl Ha ciiydail OaHKpoTcTBa OaHka. 14. OHa maeT KIIMeHTaM
CBEICHMSI O COCTOSIHMM OaHKa ¥ €ro HaJIMYHOI'0 KaluTala.

3. Discuss these questions:

1. What are the different functions of a nation’s central bank? If you are not sure look at the list
below. Make sure you know what all the words mean.

« Actas banker to the government

» Act as banker to the commercial banks

»  Supervise the banking system

*  Print and issue banknotes

« Maintain financial stability

«  Conduct foreign exchange operations

« Hold and manage foreign exchange reserves.

6.3.2.2. TunoBbie BONMPOCHI K 3a4€Ty

Development of the state.

Maximillian Weber.

Business English: Talking on the phone (politeness).
Separation of powers vs. fusion of powers.
Various models around the world.
Business English: Talking on the phone.
Federation.

Unitary state.

Confederation.

10. Business English: Reservation.

11. Classification of the civil servants.

12. A brief history of civil service.

13. George H. Pendleton.

14. Business English: Presentation.

15. Strategic management in Great Britain.

16. Strategic management in the USA.

17.  Decision- making in public administration.

©CoNoO~LNE
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18. Business English: Running a meeting

19. Types of negotiators.

20. Negotiation techniques.

21. Cross-cultural negotiations.

22. Nonverbal communication.

23. Gender differences in negotiation styles and strategies.
24. Public relations.

25. The purpose of PR in the elections.

26. Information agencies in the UK and USA.

27. Spin techniques.

28. Edward Louis Bernays.

29. Business English: Finding a job.

30. Business English: Resume.

31. Business English: Cover letter.

32.  Business Common interview questions.

33. The UK government’s approach to public service reform.
34. Reform traditions in different states.

35. E-government.

36. Business English: Guide to basic official.

6.3.2.4. llpuMepHbIe TEKCTHI VIS IepPeBo/a U NepecKa3a
6 Ways to Become an Exceptional Manager
by Andy Preisler

Are you loved or hated? And will anyone
really be honest enough to tell you? Probably not!
- Whatever you may be "managing,” your tasks
responsibilities will include interacting with people in
5 %9~ asupervisory role, and, unless you are hiding in your
office all day or working like the proverbial ostrich
with your head in the sand, you should be getting
some clues that tell you how you are doing. Here are
e SOMe clues that all may not be well in "paradise."”
/KA 1.  There is a high turnover rate — perhaps higher
— than in other departments, or, if a large
corporation, people in your department are happy to transfer.
2. There is a higher level of absenteeism
3. Employees only come to you when there are conflicts or crises
4. You know little about your employees' personal lives
These 4 things are big symptoms of a "team" that lacks camaraderie and a good relationship
with its manager. So, how do you fix this and become the kind of manager with which others want
to work? Here are 6 ways that you can begin to turn this around immediately.

Be Honest and Forthright

The "direct” approach always works best, and honesty is both appreciated and respected.
Many managers keep issues and problems to themselves and try to "paint a rosy picture” to their
employees at all times. This approach almost always backfires, and people feel somewhat betrayed
when they are not provided the true picture of a situation. If there are problems in the department or
in the company as a whole, be honest about them and keep your people "in the loop."

Develop a Real Team

Bad managers "govern™ from above at all times. They send out memos; they "solve" an issue
on their own and give the solution to everyone in the department as new policy and/or procedure.
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When employees are dictated to at all times, they feel no "ownership™ in any of the solutions or
policies, and chances are they will ignore them whenever they can. If an issue or problem arises, be
honest about it, hold a meeting, and ask for everyone's input. You may have the final say, but
everyone believes that his or her opinion is at least of value. They then buy in to the ultimate
solution.

Stop Complaining!

When someone is promoted to a management position from the "rank and file," s/he may be
used to griping about things with co-workers. Time for that is now over. You are part of
management and expected to behave like management. When you continue to gripe and complain
about the upper level management and executives, you undermine your position, and no one
respects you for it! If you really are unhappy about certain company policies, etc., then it is your
responsibility to take those issues up with your bosses, not commiserate with your employees!

Meet with Your Employees Individually

You may have regular staff meetings, and those are good places for getting input and
presenting tasks and issues. However, if you are really going to be a good manager, then you
absolutely must meet one-on-one with every employee under you, on a regularly scheduled. You
need to understand what their on-the-job issues and problems are; you need to know what their
personal and professional goals are. They need to feel that you have a genuine interest in their well-
being and their future!

Delegate Smartly!

If you truly are a hands-on manager, and you hold those individual meetings, you will begin
to know your employees' individual strengths and challenges. You will also be able to assess each
one's ability to grow in his/her position and to be ready for more responsibility. Obviously, you will
have to delegate tasks, but, if you do not know your people, you will do so very inefficiently, and
you run the risk of angering some of your people by giving them tasks that are either seen as too
easy or too difficult!

Handle Conflict Directly

There are two kinds of manages that are horribly ineffective when there is conflict among
the "troops.” One ignores the conflict, in the hopes that it will go away on its own. The other
becomes angry him/herself that there is conflict at all and tells the involved parties to resolve it and
get on with their work! The problem is never resolved, and it never goes away. If you have done the
above-listed 5 things, your employees should feel comfortable coming to you with conflicts. It is
your job to be the conflict mediator. This may not be a pleasant job, but it is essential, and, if you
feel unskilled in mediation, then you need to get some training. No manager can survive without
mediation skills!

These 6 steps you can take immediately. They may not be easy, but they do become easier
as you practice them. The biggest reward, moreover, is that your team will begin to like working for
you, will have respect for your directness, and each member will feel that s/he has some control
over his/her workplace situation this is how you ultimately get loyalty and camaraderie!

Social Media & Employees

It is clear social media is changing all parts of society, from sharing pictures with
grandmothers to the making of celebrities and billionaires. And now, the wave is creating the next
generation of workforce leadership. This evolution is well represented by the best employers, the
standard setters in adopting new technologies to leverage and strengthen their workforces.
Unemployment numbers remain at record highs all over the country. Among the most affected are
those in Gen Y -- young college grads who are finding it nearly impossible to find jobs in their
discipline. Those who do find jobs, often find that they are ill suited for the corporate environment.
Already, tools like LinkedIn, Facebook, and Twitter have been widely adopted as recruitment tools.
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There is a good case to mention here dealing with McMurry .Beyond recruiting, the great
employers have evolved their communication mechanisms. Twitter, blogging and social networking
sites have created expectations, particularly among Gen Y workers, that information should be real-
time and transparent. Senior management at McMurry, a Phoenix-based marketing firm, responded
to this need by establishing electronic, social media-based communication channels. The company's
new intranet, Channel 8, provides a central location for company news, internal blogs, discussion
boards, recognition, polls, and education. In order to draw staff into the communication, Channel 8
is customizable by the user. All McMurry staff members can select the widgets they prefer and the
RSS feeds they want. An internal microblog similar to Twitter posts short notes of congratulations,
thanks and random humor. All senior managers contribute regularly to this site, including CEO
Chris McMurry, who regularly posts on his internal blog, Conversations with Chris. The topics that
have included business trends, helping McMurry be the best place to work, how to spend company
money, and what to do in the face of difficult decisions.

It is clear from the above case the Strategy of leveraging Social Media with the help of
employees.

Well Done ! 360 Degree Appraisals Great Work
by Sunanda K. Chavan

Persons in management positions can benefit significantly
from a 360 degree assessment conducted by an outside
consultant or coach.
The hired third party interviews up to ten staffers, using a
standardized set of pre-established open-ended questions
approved by the manager.
After the interviews are completed, the consultant or coach
prepares a comprehensive summary of the common themes
and trends, carefully protecting each employee's privacy.
The following is a list of the major benefits to such an
assessment:
1. The manager learns how staff views her daily behaviors.
2. The manager receives evidence of his strengths.
3. The manager gains insight around her weaknesses.
4. The manager receives feedback about certain aspects of his professional image.
5. The manager learns how her staff interpret her frame of mind and world view.
6. The manager finds out how his staff see him as a human being.
7. The manager gets a peek at how others view her outside of

360% the department.
8. The manager receives information about his impact upon
others.
9. The manager gets clues about her professional and personal
development needs.

10. The manager learns how he influences his employees'
FEEDBACK . . . .
RECIPIENT attitudes, work performance, and job satisfaction.

One way to build a strong organizational commitment to
the process of gathering 360-degree feedback is to have your
organization's leaders volunteer to be the first to engage in the
process. Employees may be more willing to participate if they
see it is a positive, top-down initiative. Leaders can
demonstrate that the corporate culture is one of constant learning and growth, where feedback and
honest communication are encouraged and embraced

Tips to negotiate with difficult people
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by Zachary Benitez.

Frankly, it is not easy to negotiate with people who do not want to get a solution to the
problem. In these cases, settling mutually can be difficult.

So, if the other party is reluctant to negotiate, here are some tips that might help you get the
best out of the said transaction.

Attitude matters

If you are not sure about the outcome and you meekly surrender to the other party, you will
never be in a position to get the best out of the transaction. So, be positive and ensure that you get
something good out of your negotiations with the other party.

With a positive attitude, the probability of getting a positive result is high.

Remember, you are aiming for a win-win situation. The other party is even expecting the
same. So, have a positive attitude and come up with a deal that sounds good to the other party too.

Know the deal and its worth accordingly

Well, if you have come up with a deal, you need to do your homework and be sure that you
are not presenting a deal that will be rejected instantly. If that happens, the other party will think
twice before looking at your following offers too. So, it is important to come up with a deal that can
be considered by the other party. Well, if the other party has come up with a deal, it is possible that
you are not in favor of it. However, keep yourself at ease and give them a counter offer that is
irresistible.

Don't be overconfident with your deal

Well, even if your offer is lucrative, you should not be over confident.

There are two major issues that can turn even the best deal into a terrible one if you are
overconfident.

1. Being overconfident, you might expect the other party to accept it. However, if you have
not down your homework properly, you might force them to flush your offer down the drain. If that
happens, you might not be able to know the issue and suffer the consequences. So, instead of being
overconfident, do your homework and be confident about the offer.

2. If the offer is accepted, don't think that you are still a winner because an overconfident
person usually makes some mistake or the other. Start looking for that mistake in your offer and you
might realize that the offer has been accepted by the other party because you might have mistakenly
created an offer that might have some unnecessary disadvantages for you. This usually happens
when you are focusing on coming up with a good deal for the other party. While jotting down
points for them, you might miss an important point favoring you.

So, don't be overconfident and you will be able to come up with a deal that allows everyone
to be in a win-win situation.

Are there any shared interests?

While jotting down points for the deal, it is important to mark common goals.

For example, if you are coming up with a new office wherein you have some vacant area
that will not be used by you and the other party is looking for some vacant space for self, include it
in your plan and you will be able to crack the deal in a much better way.

For this, it is important to jot down all points in favor of the other party and all points
against the other party. Along with this, you should even list down points that are in favor and
against for you even.

With these lists, you should be able to mark common points and work on it in a way so that
the other party can appreciate your hard and smart work.

Remember, your efforts will be appreciated only when you have actually worked hard and in
a smart way.

Attach a little gift item with the offer
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In this world, first impression matters. So, if you are sending across your offer to the other
party personally to their address, you should make sure that your offer looks good even before they
explore it.

For this, you should buy a little gift and attach it to the proposal. If you can look for a gift
that attracts them, you will be in a position to get a better response from them.

For example, if the other party is a sports lover, you can visit stores like Fanatics.com and
get them a little gift item. Fanatics.com is popular, and you will find good quality products listed in
the store. fanatics coupon code are even available freely over the net. So, start looking for an item
that can impress the other party and get a discount on the same with the help of coupon codes.

Note: A gift has a hidden advantage too. It will keep the other party reminded about your
deal. If that happens, the chances of your deal being accepted will be high.

Be honest with your deal

Honesty is the best policy, and it will continue to rule the mind and heart of people with
whom you are negotiating. So, it is important to be honest and upfront.

Let them know the benefits you will enjoy and even benefits they will enjoy. If there is a
downside, let them know about the downside you and the other party will face because of the deal.

Don't think that this is something negative and ignore it.

Remember, the other party might even do their homework, and if they come to know about
it from some other source, your offer might be rejected.

Think from their point of view

Well, in most of the cases, it so happens that people think about themselves only. They are
not interested in considering the pros and cons that will be faced by the other party. If you are
making this mistake, you can expect your deal to be rejected.

Think from their point of view even and you can get a positive result.

Role of HR Professionals in Employee-Relationship in any Organization

By Ruchi Gupta
MBA-HR

Admin Executive
HP Gas
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Introduction:-

We look into the sphere of intense competition we see a terrible change, Nowadays
companies are struggling hard to yield best to deal with the problem of Employee Relationship. The
human being taking care of the HR activities plays a key role in concerning all the employees into
something prolific which would provide them an opportunity to know each other well. Research
says that if the employees are pleased with their job responsibilities, they tend to stay happy and
avoid conflicts with each other. It is truly supposed that the triumph and malfunction of an
organization is directly proportional to the relationship shared among the employees.Antoine de
Saint-Exupery stated "For there is but one problem the problem of human relations, We forget that
there is no hope or joy except in human relations.” The employees must share a cordial relation
otherwise they would always end up fighting with each other. A human resource expert plays a key
role in binding the employees together. The achievement and letdown of any organization is
directly proportional to the labour put by each and every employee. The employees must share a
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good relationship with each other and struggle hard to understand the goal of the organization.
What is the meaning of Employee Relations?

Employee relations refer to the relationship shared among the employees in an organization.
The employees must be comfortable with each other for a vigorous environment at work. study says
that a healthy relation among the employees goes a long way in motivating the employees and
increasing their self-confidence and self-esteem .An remote environment demotivates human being
and spreads negativity around. The human resource department must make sure that several group
activities are being planned at the workplace to carry all employees on a common platform

There are various issues on which a person cannot grab decisions independently. A human
being spends his maximum time at the place of work and his colleague are the ones with whom he
spends the maximum hours in a day. No way can he afford to fight with his colleagues. Conflicts
and misunderstandings only add to tensions and in turn diminish the efficiency of the individual.
According to.

Charles Dickens Try to do unto others as you would have them do to you, and do not be
discouraged if they fail sometimes. It is much better.

That they should fail than you should.

One needs to talk about so many things at work and needs the opinion and suggestions of all
to arrive at a elucidation which would promote the individual as well as the organization. No
individual can work unaided. He desires the support and assistance of his fellow workers to come
out with a brilliant idea and deliver his level best. It is the key duty of the superiors and team
leaders to discourage conflicts in the panel and promote a healthy liaison among employees.

Why employee relations are important in an Organization:

* There are several issues on which a human being cannot grab decisions independently

* Job becomes straightforward if it is shared among all.

* The organization becomes a happy place to work if the people work mutually as a family

* A person feels motivated in the companionship of others whom he can faith and fall back on
whenever desired.

* Strong employee relations also dampen conflicts and fights among individuals.

* A vigorous employee relation reduces the dilemma of absenteeism at the work place.

It is wise to share a temperate relation with your fellow workers, because you never know
when you require them.

Strategies for a healthy employee relationship in the organization.

* Engross your group members.

* Support individuals to split their work with each other.

* Dispense objectives and promote team members to contribute uniformly and accomplish the
objective within the desired time frame.

* One ought to endeavor his level best that all the workforce must have their lunch together at the
same time.

* Encourage efficient communication among the team members.

* Written modes of communication ought to be promoted among the employees for healthier
lucidity.

* Morning assembly is one more effectual way to perk up the relation among the employees.

Review:

For the business to achieve better it is imperative that the workforce are contented with each
other, contribute to a good affinity and work in close coordination towards a common goal. People
feel responsible and provoked to do good work and like their work rather than taking it as a burden.
Tony Robbins stated "ldentify your problems but give your power and energy to solutions.” .1t is
important that the human resource professional promotes vigorous employee relations at workplace
to haul out the most excellent out of each individual, antagonism is indispensable but it should not
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prop up negativity or any kind of hostility among the employees.
FISCAL RISK AND THE PORTFOLIO OF GOVERNMENT PROGRAMS

Samuel G. Hanson
David S. Scharfstein
Adi Sunderam

Introduction

In modern economies, a significant fraction of economy-wide risk is borne indirectly by tax-
payers via the government. Governments have significant liabilities associated with retirement
benefits, social insurance programs, and Financial system backstops. These liabilities are large: the
amount of credit risk explicitly recognized on the balance sheet of the U.S. federal government now
exceeds $3 trillion, and implicit or o§-balance sheet liabilities are even larger. For instance, 0§-
balance sheet guarantees on mortgage-backed securities account for another $7 trillion. Moreover,
the risk associated with the government’s contingent liabilities is not idiosyncratic but varies
systematically with economic conditions. For example, during the Financial crisis, total o§-balance
sheet Financial system backstops temporarily reached more than $6 trillion (Geithner [2014]). In
addition, the U.S. debt-to-GDP ratio rose from 38% to 72% between 2007 and 2013 due to falling
tax revenue and increasing expenditures on government programs that automatically expand in a
recession.

Given the magnitude of these exposures, the set of risks the government chooses to bear and
the way it manages those risks is of great importance. A vast literature in public economics studies
the costs and benefits of various government programs such as unemployment insurance and social
security (Baily [1978], Chetty [2006]). An equally vast literature studies optimal government
Financing policies i.e., taxation and government debt management that minimize costly distortions,
holding Flxed the set of programs the government wishes to undertake (Ramsey [1927], Diamond
and Mirrless [1971], Mirrless [1971], Sandmo [1975]). In this paper, we bridge the gap between
these two literatures, emphasizing the ways that government financing frictions impact the set of
projects the government should undertake. The result is a flexible framework for conducting cost-
benefit analysis in a stochastic environment where the government faces Financing frictions.

In our model, the government chooses the scale of a program designed to correct a specific
market failure whose social benefits and fiscal costs fluctuate over time and across states of the
world. Our setup differs from the Ricardian framework, where the government is a veil for
taxpayers, in two critical ways. First, we assume that government programs can generate social
benefits that private actors are unable to generate on their own. While we model these social
benefits in reduced form, we think of them as arising from the fact that the government often has
unique technologies for addressing market failures. For instance, the government may be able to use
price or quantity regulations to correct technological externalities (Weitzman [1974]) or pecuniary
externalities in incomplete markets (Greenwald and Stiglitz [1986]), enforce contributions to
address free-rider problems in the provision of public goods (Samuelson [1954]), or mandate
participation to address market-unraveling issues (Rothschild and Stiglitz [1976]). Second, we
assume that lump-sum taxation is not feasible and that the government can only raise tax revenue by
levying proportional taxes that create deadweight efficiency losses (Ramsey [1927], Diamond and
Mirrlees [1971], Mirrlees [1971], Saez [2001]). Specifically, we assume that the government raises
revenue through an income tax that distorts the labor supply of households. As a result, each dollar
of tax revenue the government raises costs society more than a dollar in pre-tax resources.

These two key frictions drive a rich set of interactions. In choosing the programis scale, the
government has a “social risk management” motive: programs that generate large net benefits are
attractive, particularly if those benefits accrue in recessions, when household marginal utility is
high. An important subtlety that arises here is that the government cannot take marginal utility as
given: by operating large programs, the government affects aggregate consumption and thus
household utility. In addition, the fact that taxation is distortionary gives rise to a “fiscal risk

38



management” motive: programs requiring large outlays are unattractive, particularly if those outlays
tend to occur when spending on other government programs is elevated.

Turning One Thousand Customers into One Million

In the second part of a series on growing startups, Thales S. Teixeira explains how Uber, Etsy, and
Airbnb climbed from one thousand customers to one million.

by Thales S. Teixeira and Michael Blanding

Few companies in the past few years have rocketed to success faster than Uber, Airbnb, and
Etsy, which together have transformed the way we hail a cab, plan a vacation, and shop for
handmade gifts, respectively. In a previous HBS Working Knowledge article, How Uber, Airbnb,
and Etsy Attracted Their First 1,000 Customers, we explored how these two-sided platforms got
their start and attracted a significant number of early adopters based on a Harvard Business School
case that professor Teixeira wrote with Morgan Brown.

“Airbnb maintained a culture of testing many features on its website and soliciting feedback
from its most loyal and vocal customers”

As impressive as that accomplishment was, 1,000 customers is hardly enough to ensure
long-run success. For that, these companies had to scale up dramatically, from 1,000 to over 1
million, which is the subject of a sequel case study by Teixeira and Brown.Importantly, the
strategies that made these companies successful starting out are not the same ones to take them to
the next level.

To get from zero to 1,000 customers, the three startups faced a chicken-and-egg problem:
How could they attract suppliers if they didn’t have any users? For example, how could Uber recruit
drivers with only a few customers, and at the same time, attract customers if there were no drivers?
How could Airbnb convince potential
room renters to join its platform
without a large catalog of potential
places to stay?

So-called Platform businesses
like Airbnb and Uber can scale up
quickly  thanks to  affordable
technology and networked providers.
Credit: AntonMatveev

To overcome those
challenges, the startups followed
similar strategies, initially focusing
more on the supply side than on the

demand side.

In addition, they worked hard to find early customers by matching them “by hand” with
early suppliers (e.g., Etsy scoured craft fairs to sign up artisans); acquiring them in bulk (Uber ran
promotions during concerts and events); and doing whatever it took to make their offerings
attractive, even if it wasn’t scalable (Airbnb hired professional photographers to take inviting
photos of hosts’ apartments).

Following those guidelines, they were able to gradually improve their products and identify
what made them resonate most with customers and suppliers. Only after that was scaling a
possibility, requiring a gradual—not abrupt—shift from catering to the supply side toward catering
to the demand side.

Building on the initial 1,000

After surpassing 1,000 customers, organic opportunities for the companies to acquire more
customers and suppliers in bulk became increasingly rare. So Uber and Airbnb turned to digital
marketing as a targeted way to reach new people. Unlike traditional mass media advertising such as
local TV commercials or print ads, which are expensive and time-consuming, paid digital media
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such as Google search ads, Facebook ads, and YouTube video ads offer many benefits that make
them better suited for platform startups.

Among them are low setup cost, allowing companies to start advertising for as little as $10 a
day; precise targeting—to specific demographics, or based on life events such as birthdays or
similarity to current customers; short creative development time and deployment of ads within
minutes; and ease of experimentation.

Taking all these factors into account, a startup can create dozens of ads within just a few
days, and learn quickly and cheaply what is most effective to attract suppliers.

Uber, for instance, made extensive use of online advertising in various social media
platforms to recruit more drivers. It created a model to understand and identify factors that caused
individuals to be interested in signing up to be a Uber driver. Were they part-time workers? Did
they own a car? Were they in cities with low wages or in cities with high unemployment? (In fact,
given its extensive data on drivers, Uber today is arguably as well informed about low-wage
workers as the US Department of Labor.)

By gathering this information, Uber was able to use the online ads to identify the right
drivers.

Etsy followed a different track. Rather than market through digital media, it let suppliers do
the advertising. To do this, it provided support to the sellers to market their crafts and in turn,
market the Etsy platform to their loyal customers. Etsy created a “Seller Handbook™” and other
internal management tools for sellers to better process orders and stay in touch with customers
through integrated social media. Eventually, Etsy fostered an ecosystem of more than 150 third-
party apps and tools to empower and support the sellers.

Shifting from supply to demand

As these platforms began acquiring new customers using digital marketing and social media,
those customers started behaving differently from the early adopters who had been acquired in bulk
or by word of mouth. In particular, they were not as forgiving of lower-quality products and
services, and not as willing to pay premium prices for anything less than perfection.

To retain these new customers, platform entrepreneurs needed to deeply understand their
needs and wants—and how their offering was differentiated from others in the market. One obvious
way to do that was to ask customers what they wanted. As Airbnb cofounder Joe Gebbia put it,
“People told us what they wanted, so we set off to create it for them.”

Airbnb maintained a culture of testing many features on its website and soliciting feedback
from its most loyal and vocal customers. What the Airbnb team learned: If you provide a channel
and listen, people will tell you what they want once. But to get that a second time, you need to
quickly respond to their prior requests.

Very quickly, they learned that cleanliness mattered, so a cleaning and laundry program was
created to support the hosts. Trust, they realized, was another issue, so Airbnb Social Connections
was introduced, which leveraged customers’ social graphs via Facebook Connect so that hosts were
no longer anonymous. Finally, they realized that price was important, so they concentrated on
growing in cities with high priced hotel rooms, where hosts could charge from 30 percent to 80
percent lower prices than hotels in the same location.

While that kind of direct feedback was helpful to Airbnb in shaping its offering, it wasn’t
enough for Gebbia and cofounder Brian Chesky. In order to uncover more opportunities for
improvement, they made the unusual move of using their own services, envisioning a perfect
experience and working backward to see what needed to be changed to meet that vision.

Those two paths—asking customers what they wanted and building it forward, and
envisioning the perfect experience and creating it backward—aren’t an either-or decision. As
Airbnb’s experience shows, both approaches should be followed jointly.

Write a market expansion playbook
By first going after the supply side and then shifting to the demand side, all three platforms
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gained traction in the markets they initially entered. At that point, however, they faced a critical
decision in the life of every platform business: where and how to expand. Few startups answered
that question better than Uber, which ramped up its business incredibly fast.

Having proven the original business model in San Francisco and New York City, Uber’s
founders realized that in order to choose their next target cities, they needed to understand the
“accelerants” that worked as tailwinds to catalyze adoption by customers in a particular locale.
Analyzing their successes, they distilled the factors down to a few, among them density of
restaurants and nightlife, destination for holidays and events, availability of strong sports franchises,
and temporary bad weather.

Together, all these factors ensured a steady stream of people who went out at night either to
drink with friends or to attend concerts and sporting events and wanted to avoid the hassle of
parking or looking for a cab on a rainy or snowy night. That was the case for Chicago—a city with
a great nightlife, intense weather, and tons of sporting events—where Uber’s initial viral growth
was double that observed in other cities.

These accelerants became the basis of Uber’s market expansion playbook, and were some of
the factors it looked at to drive its launch as it expanded into new locations. CEO Travis Kalanick
explains: “After a platform finds a formula that works, it needs to distill the formula into principles,
catalysts, and a to-do list to transfer the formula to managers it hires to expand in different regions
or industry verticals.” His advice to startups: create that playbook as quickly as possible.

Shifting away from what worked

Going from zero customers to 1,000 customers can be a slow process for platforms because
of the need to acquire both providers and customers of products and services in a balanced manner.
By contrast, going from 1,000 to 1 million can be a fast ride—but only if companies are willing to
shift their tactics to try something new. The strategies that incentivize early users to join are
fundamentally different from those required to scale up the platform.

The hardest decision faced by any growing startup is when to abandon the actions that made
it successful in the first place in order to achieve more success in the future. Failure to do so at the
right moment may result in a strong reduction in the momentum of the company. By contrast,
having the courage to change in favor of new marketing strategies can help a company succeed in
the long run, and position it for even greater growth going forward.

Resolve Your Toughest Work Problems with 5 Questions

Work through problems as a manager; resolve them as a human being.
Interview by Michael Blanding

In business, as in life, there are few black-and-white situations where all of the facts are in,
and the answer is immediately apparent. Some issues, however, are a darker shade of gray than
others—it’s those murky problems that Joseph L. Badaracco, the John Shad Professor of Business
Ethics at Harvard Business School, tackles in his new book, Managing the Gray: 5 Timeless
Questions for Resolving Your Toughest Problems at Work.

“Everybody faces these kinds of problems, where you are really not sure how to get a handle
on them,” says Badaracco. “You have to make a decision, and the decision matters. Often, when
you’re dealing with gray areas, you may not have all of the facts you need, or you may be unsure of
how to frame the problem, or the people you work with may disagree.”

These are the types of problems that land squarely on managers’ desks. “In organizations,
the complex, messy problems tend to get delegated upward,” says Badaracco, who has been
teaching courses on strategy, leadership, and ethics at HBS for more than 35 years.

For guidance on handling gray-area problems, Badaracco turns not to the latest management
theories but to a much older source—a wide range of thinkers, over the centuries, who have
wrestled with the big questions of human nature, our common life together, and the soundest ways
to make hard, important decisions. Reading Managing the Gray is like being at a board meeting
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where your fellow directors include Aristotle, Nietzsche, Confucius, and Thomas Jefferson.

Ultimately, however, the book distills their guidance into a single sentence that Badaracco
introduces early on in the book: “When you face a gray-area problem,” he writes, “you should work
through it as a manager and resolve it as a human being.”

Approaching a problem as a manager means working with others and doing all you can to
really understand the problem. “You don’t decide these things in splendid isolation or with brilliant
insights. You get data and use the tools you have to analyze it with other people.” In gray areas,
however, discussion and analysis doesn’t produce a final decision. Badaracco says that in these
instances, “somebody finally has to say this is what we are going to do and this is why, and that
takes an act of judgment.”

Badaracco provides five questions that work as guidelines for making gray-area decisions:

1. What are the net, net consequences?

2. What are my core obligations?

3. What will work in the world as it is?

4. Who are we?

5. What can I live with?

“Versions of these questions run through so much of the serious thinking about hard
decisions that you find in philosophy, theology, and literature,” he says.

Each chapter in the book explains one of the questions, describes why and how it has
captivated serious thinkers for so long, and gives practical guidance for applying the question in
organizations. The first question, for example, asks you to think hard about the “net, net
consequences” of your options when faced with a gray-area problem. The question, often associated
with John Stuart Mill, the father of utilitarianism, crystallizes a way of thinking about hard,
complex, important decisions that has deep roots in Western and Eastern traditions.

What the question asks today is whether, in the face of a high-stakes decision, you have
thought about its impact fully, carefully, and objectively. This means its impact on everyone—not
just employees and clients, but all who will be affected, in some cases profoundly, by what you
decide.

None of the five questions works by itself. In fact, each question counteracts weaknesses in
the others. For example, the question “What will work in the world as it is?” takes its cues from
Niccolo Machiavelli, author of The Prince. His name is usually associated with treachery and
expediency, but Badaracco emphasizes that Machiavelli’s broader message is to men and women
with serious responsibilities to other people. In other words, “If you are taking responsibility for
other people, you need to find something that is going to work—and work in a world that is
uncertain and politically difficult and treacherous and full of surprises.” In short, idealism and
pragmatism have to temper each other.

One of several examples Badaracco presents throughout Managing the Gray is the case of
Aaron Feuerstein, the owner of Malden Mills in Lawrence, Massachusetts, the original
manufacturer of Polartec fleece. After a major fire in late 1995, Feuerstein vowed that he would
rebuild the entire facility, continuing to pay the salaries of his workforce during the transition. As
laudable as that commitment was, it eventually led Feurstein to declare bankruptcy, costing all of
the workers their jobs.

“Feuerstein believed he had a strong obligation to his workers, which is genuinely
admirable, but it looks like he underweighted the analytics, especially around risk,” says Badaracco.
Had Feuerstein thought more carefully about the consequences of his decisions on all stakeholders,
and how it might play out in the real world, he might have made the decision to rebuild only part of
the company, or keep some of the workers on the payroll. “Some people may have lost their jobs,
but a lot more might have survived,” he says.

With hindsight, it is easier to pass judgment on Feuerstein’s choices, but in the moment it’s
often very difficult to figure out the right course of action. Thinking through the first four questions
Badaracco can help dispel some of the gray. In the end, a final decision has to be made.

That’s where the last question — “What can I live with?”— comes in. Badaracco quotes
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Alfred P. Sloan, a brilliant practitioner of business analysis, who wrote in his autobiography, “The
final act of business judgment is, of course, intuitive.” But this is tempered intuition, not initial
instinct, Badaracco hastens to add. “It means you decide what you can live with, as a manager and a
human being, after and not before you work your way through the first four questions. Only then do
you have the license to say, this is my judgment and my best sense of what we should do.”

As Badaracco sees it, in-depth analytical work is the crucial first step in addressing gray-
area problems. But it doesn’t dispel the gray. That only happens when someone steps forward and
makes a decision, based on his or her judgment, as a manager and a human being, and bases this
judgment on the long-standing, powerful ideas described in the book.

6.4. MeToauyeckue MaTepuaJibl, ONpe/e/siiolue MPoueIypbl OeHUBAHUS 3HAHMIA, yMeHUId,
HABBIKOB U (MJIM) ONBITA AeATEJbHOCTH, XapaAKTEePU3YIOLIUX Tanbl GopMUPOBaAHMS
KOMIIeTeHII M

C 1uenplo oOmpenelieHUuss YPOBHsS OBJIAJCHUS KOMIIETEHUUSAMH, 3aKpEIUICHHBIMU 3a
JUCHUIUIMHOM, B 3aJaHHbIE NPEINOJaBaTeIeM CpPOKU IMPOBOAUTCS TEKYLIUH M HPOMEXYTOUYHBIN
KOHTPOJIb 3HaHUH, YMEHUI U HABBIKOB KaXJ0ro oOydwaromierocs. Bce BUIBI TEKyIIEro KOHTPOJIS
OCYUIECTBIISIIOTCA Ha NMPAKTUYECKUX 3aHATUAX. [Ipy OlEeHMBaHMU KOMIIETEHUUH MPUHUMAETCS BO
BHUMaHHE (OPMHUpPOBaHHE TNPO(PECCHOHATBHOTO MHPOBO33PEHUS, OIPEICIIEHHOIO  YPOBHS
BKJIFOUEHHOCTH B 3aHATHUS, pPe(JIEKCUBHbIE HABBIKH, BJIaJICHUE N3YYa€MbIM MaTEpUAJIOM.

[Tpoueaypa oneHUBaHUS KOMIIETEHIUN 00y4YalOIIMXCsl OCHOBaHA Ha CIEAYIOIIMX CTaHapTax:

1. IlepuonnyHOCTH IPOBEAEHUS OLIEHKH.

2. MHOrocTyneH4aToCTh: OLEHKa (KaK MpenojaBaTesieM, TaK U 00yYarolIUMUCS TPYIIIbI) U
CaMOOLIEHKa O0y4Yaromerocs, OOCYyXIEHHE pe3yJbTaTOB M KOMIUIEKC Mep M0 YCTPaHEHHUIO
HEJ0CTaTKOB.

3. EauHCTBO HMCHONB3yeMOW TEXHOJOTHUU JUIS BCEX OOYYAIOIIUXCS, BBIMOJHEHUE YCIOBHUN
COIMOCTaBUMOCTH PE3YJIbTATOB OIICHUBAHMSI.

4. CobmroieHune 1mociieI0BaTeIbHOCTH MPOBECHUS OLIEHKH.

Texymasi arrecranusi o0y4yaommuxcsi. Texyias aTTectanus 00y4arommxcs Mo JTUCIUILINHE
«MHOCTpaHHBIN S3BIK B cepe IOPUCTPYISHIMU» MPOBOAUTCS B COOTBETCTBHM C JIOKAIBHBIMU
HopmaTtuBHbIMU akTaMu OAHO BO MIICY u sBnsieTcst 0053aTeIbHOM.

Texymiast arrectanys Mo y4eOHOW JUCIUIUIMHE TPOBOAMUTCS B (hOpME OIpOca U KOHTPOJIBHBIX
MEpOIPUATHI MO OLEHMBAHMIO (DAKTHUECKUX pPE3yJNbTaTOB O0OydeHHs OOydaloluxcs U
OCYIIECTBIISIETCS MPEIO0/IaBATEIEM TUCIUIUINHBI.

OO0bexkTamMu OIICHUBAHUS BBICTYMAIOT:

1.  ydeOHas AUCHMIUIMHA (AKTUBHOCTH HA 3aHATHAX, CBOCBPEMEHHOCTh BBHITIOJIHEHUS Pa3IMYHBIX
BUJIOB 33JJaHUH, IOCEIIAeMOCTh BCEX BUIOB 3aHATHH MO aTTECTyEeMOU TUCIUIUINHE);

2.  CTeneHb YCBOCHUS TEOPETHUECKUX 3HAHUH B KAYECTBE «KIIFOUEH aHAIIN3ay,

3. ypOBeHb OBNAJEHHS MPAKTUYECKUMH YMEHUSMH M HaBBIKAMU 110 BCEM BHAAM Yy4eOHOM
paboThI;

4.  pe3ynbTaThl CAMOCTOATEIHHON PaOOTHI.

AKTHBHOCTH 00YYaIOIIErocsi Ha 3aHATUSX OIICHUBAETCS Ha OCHOBE BBITIOJHEHHBIX UM padoT U
3aJlaHul, IPeAyCMOTPEHHBIX TaHHOM paboyeil mporpaMMoi TUCHUTUTHHBI.

Kpome Toro, oneHuBaHne oOOyYaroImierocsi MPOBOAWTCS Ha TEKyIIEM KOHTpOJIe TIO
muctuminHe. OlieHnBaHre 00ydarolerocss Ha KOHTPOJIbHON Hezesie MPOBOJUTCS MpenojaBaTeieM
HE3aBHCHMO OT HAJIMYUS WIH OTCYTCTBHUS 00yuaromerocs (Mo yBaKUTEIbHON WIN HEyBa)KUTEIbHON
MIPUYMHE) Ha 3aHATHH.

OueHuBaHue 0OydYaroUIErocss HOCUT KOMIUIEKCHBIM XapakTep W YUWUTHIBAET JOCTHKEHHS
oOydaromierocss Mo OCHOBHBIM KOMIIOHEHTaM Y4YeOHOro mpolecca 3a TEeKyIUd Mepuoa ¢
BBICTABJIEHUEM OLIEHOK B BEZJIOMOCTH.

IIpome:xyTouHas arrecranust odyyawumuxcs. [Ipomexyrounas arrectanus 00yJarommuxcs
Mo y4eOHOW JMCIUIUIMHE TMPOBOJUTCA B COOTBETCTBUM C JIOKAIbHBIMU HOPMATUBHBIMH aKTaMH
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OAHO BO MIICY wu sBnsiercst 00s13aTeIbHOM.

[IpomexxyTouHas aTTecTalyst MO Y4eOHOW IUCIMIUIMHE MPOBOIUTCS B COOTBETCTBHH C
yueOHbIM IuIaHOM Ha 2 Kypce 4 cemecTp B (hopMe 3auyeTa A OYHOM, OYHO-3a04YHOM M 3a0UHOU
¢dbopM 0O0y4YeHHs B TEPHOJ 3a4ETHO-3K3aMEHAIMOHHOW CECCHH B COOTBETCTBHU C TpaPuKOM
IIPOBEJICHUS.

OOyuatomuecss JOMYyCKarOTCSl K 3a4eTy M HK3aMEHy [0 JAHUCLUUIUIMHE TpU YCIOBUU
BBINIOJIHEHUSI UM y4e€OHOro IJaHa MO JUCLMIUIMHE: BBINOJHEHHUS BCEX 3aJaHUN M MEpPONpPUSITHH,
MIPEyCMOTPEHHBIX TPOTrPAMMOM AUCHHUILINHBI.

Onenka 3HaHMH OOydYarollerocss Ha 3adeTe M SK3aMEHE OIpelesieTcss ero y4yeOHbIMU
JOCTHKEHUSIMH B CEMECTPOBBIM MEpPUOJ M pe3ysbTaTaMU TEKYIIEro KOHTPOJISl 3HAHUM H
BBIIIOJIHEHUEM UM 3a/laHuM.

3HaHUA YMEHHS, HaBBIKM OOYYaIOLIErocsi Ha 3a4eTe OLIEHUBAIOTCA KaK: «3auTE€HO», «HE
3a4TEHOY.

3HaHUA YMEHHMs, HaBbIKM OOy4YaroIlerocss Ha 5K3aMEHE OLIEHMBAIOTCA IO MNATHOAJUIHLHON
HIKaJIe: OTIUYHO» — 5; «XOPOLIO» — 4; «yIOBJIETBOPUTEIBHO» — 3; «HEYJJOBJIECTBOPUTEIBHO» — 2.

OcHOBOI /17151 OIIpe/iesICHHs OLIEHKU CITY’KUT YPOBEHb YCBOEHHUSI 00yUalolMMUCS MaTepHaa,
MIPEeyCMOTPEHHOT0 JaHHOH paboueil mporpaMMoi.

CryzaeHTy, NOIy4YUBIIEMY OLICHKY «HEYJIOBJIETBOPUTEILHO» IPEIOCTABIISAETCS BO3ZMOXKHOCTh
JUKBUJUPOBATh 3aJ0JDKEHHOCTh IO M3y4YaeMOMY KypCcy B JHM IepecAadyd Wik IO
WH/IUBUYaTbHOMY TPa(UKy, YTBEPKACHHOMY JIeKaHOM (aKyJIbTeTa.

7. IlepeyeHb OCHOBHO M JONOJHUTEJILHOW Y4eOHOUH JMTepPaTypbl, He00XOAMMOM sl
OCBOCHUS TUCHHILIMHBI

a) ocHOBHasi yueOHasi JiuTeparypa:

1.  WuoctpaHHBIH A3bIK NPO(HECCHOHATBHOTO OOUICHUS (AaHTIIMHACKUH S3bIK) : yuyeOHOoe mocooue /
N.b. KomeBapoBa [u np.].. — BopoHex : BopoHexckuil rocyaapCTBEHHBIH YHUBEPCUTET
uHKeHepHbIX TexHonormid, 2018. — 140 c. — ISBN 978-5-00032-323-6. — Tekct :
snektponusiii / IPR SMART : [caiit]. — URL.: https://www.iprbookshop.ru/76428.html. —
PexxuM moctyna: st aBTOPU3UP. MOJIB30BATENICH.

2.  Kocrepuna FO.E. JlenoBoit anrmiickuii s3eik = Business English : yueOHoe mocobue /
Kocrepuna 10.E., Jlacuna M.B., Bssuruna C.}O.. — Owmck : OMckuil rocyJapCTBEHHBIN
texHuueckuii yHuBepcurer, 2020. — 96 ¢. — ISBN 978-5-8149-2981-5. — Tekct

snektponnslit / IPR SMART : [caiit]. — URL: https://www.iprbookshop.ru/115417.html . —
Pexxum noctyma: st aBTOPU3HP. M0JIb30BATENEH.

3. Anskuna H.B. AHIIHACKHMIA S3BIK — 7151 MEXKYJIBTYPHOTO OOIIEHUS: 0COOCHHOCTH SI3BIKOBOU
KyJIBTYpPBI ¥ HALIMOHAILHOTO CBOeoOpasus aHriioroopsumx crpad = English - for intercultural
communication: features of language culture and national identity of English-speaking
countries : yde6Hoe mocooue (A1-A2) / Anskuna H.B., Mapyksna X.A., Comoa N.1O.. —
MockBa : YHHMBEpCHUTET MHpOBBIX LuBMIM3alMi umenn B.B.Kupunosckoro, 2022. —
146 c. — ISBN 978-5-907445-94-9. — Texkcr : anektponusii / IPR SMART : [caliT]. —
URL: https://www.iprbookshop.ru/126931.html . — Pexum moctyma: s aBTOPHU3UD.
M0JIb30BaTEeIEH.

0) 10MOJTHUTEJIbHAS YUeOHasl JIuTepaTypa:

1.  Andeposa T.A. CaMOCTOATENBHO TOTOBUMCS K TE€CTY MO IPaMMAaTHUKE aHTJIMICKOTO SI3bIKA :
yuebHoe mocobue / AngepoBa T.A.. — HoBocubupck : CuOupckuii rocynapcTBEHHBIH
YHUBEPCHUTET TeICKOMMYHHKaIi 1 nHpopmatuku, 2018. — 181 ¢. — TekcT : 31meKTpOHHBIN
// TPR SMART : [caiitr]. — URL: https://www.iprbookshop.ru/84085.html . — Pexum
JOCTYTA: JUIl aBTOPU3UP. MOJIB30BaTENEH.

2. WswmaitmoBa M.A. [lenoBoe obOmieHue : ydueOHOe mocobue / M3maiinoBa M.A.. — Mocksa :
HamxkoB u K, 2021. — 252 ¢. — ISBN 978-5-394-04151-8. — Tekcr : anextponHsIi // IPR
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SMART : [caiit]. — URL: https://www.iprbookshop.ru/107778.html . — Pexwum noctyna: mis
ABTOPU3HP. MTOJIB30BATEIICH.

3. Kapakuuesa B.JI. Illar x ycnexy B Ousnece. KoprmopartuBHas KynbTypa. Stepping-stone to
Success in Business. Corporate Culture : yuebnoe mnocobue / KapakumeBa B.JI.. —
HoBocubupck : HoBocuOupckuii rocyaapcTBEHHbIN TeXHUUeCKui yHUBepcuTet, 2019. — 74
c. — ISBN 978-5-7782-3751-3. — Texkcrt : anekrponnsiii / [IPR SMART : [caiit]. — URL:
https://www.iprbookshop.ru/99244.html . — Pexxum nocTyna: 1uist aBTOpU3UP. TOIb30BATEICH.

4.  KupmmuioBa M.K. I'pammaruka anriuiickoro si3bika. COOpPHHK yIpaKHEHUH : ydeOHO-
npaktuyeckoe nocodue / Kupumnosa UK., becconosa E.B., IIpocsHoBckas O.A.. — Mocksa
: MOCKOBCKUH TOCYJapCTBEHHBII cTpoutTenbHbIi yHHBepcuTeT, Al Ilu Op Meaua, O9bC
ACB, 2016. — 147 c. — ISBN 978-5-7264-1295-5. — Tekcr : anekrponnsiii / IPR SMART

[caiitr]. — URL: https://www.iprbookshop.ru/48039.html . — Pexum gocrtyma: s
ABTOPH3HP. MOJIb30BATEIICH.
5.  Jloktromuua E.A. Introduction into Business / Jloktiommua E.A.. — Caparos : By3oBckoe

obpazoBanue, 2016. — 166 c. — Texkcr : snextponnsiii / [PR SMART : [caiit]. — URL:
https://www.iprbookshop.ru/38927.html (nata oopamenus: 18.07.2023). — Pexum goctyma:
JUTSL aBTOPU3HP. TIOTB30BATENCH.

6. MepkynoBa H.B. Anrmmiickuii s3eik B cdepe ymnpasinenus / English for Management :
ydueOHoe mocobue / MepkynoBa H.B.. — Boponex : BopoHexckuil rocyaapcTBEHHBIN
apXHUTEKTYPHO-CTpOoUTENbHbINH yHHBepcuteT, DbC ACB, 2016. — 124 c. — ISBN 978-5-
89040-582-1. — Tekcr : onextponnbii // IPR  SMART : [cait]. — URL:
https://www.iprbookshop.ru/59141.html . — Pexxum nocTyna: 1yis aBTOpU3UP. TOTb30BATEICH.

7.  Mycaes P.A. JlenoBoit aHTTTUHCKUIN S3BIK TOCYIAPCTBEHHOTO M MYHHIIUITAJILHOTO CITYKAIIIETO :
yaeOHoe mocobue / MycaeB P.A., Myprazuna D.M.. — Kazanp : KazaHckuii HallmOHATBHBIN
HCCIIeIOBATEbCKUN TeXHOJMOTHYecKnid yHuBepeuteT, 2016. — 207 ¢. — ISBN 978-5-7882-
1921-9. — Tekcer : omektponnwsi // IPR  SMART : [caiit] — URL:
https://www.iprbookshop.ru/61841.html . — Pexxum gocTyma: 1uis aBTOPU3HP. TOIb30BATEICH.

8. MeToauyeckne yKazaHus JJIsl 00yYAKOIIMXCS M0 OCBOEHHIO T CHHILTHHBI

BHZ] JCATCJIbHOCTH MeTozmquKne YKa3aHus 110 OpraHusanuu A€ATCJIbHOCTH CTYACHTA

[IpakTuyeckue 3aHITHUS [IpopaboTka paboueii mporpaMMmbl, yielnsss 0co00€ BHHUMaHUE MLEISIM W
3a/7a4aM, CTPYKTYpEe M COACPNKAHUK IUCHUIUIMHBL. Ilpu moAroToBke K
paboTre C TEKCTOM IMpPOYUTATh TEKCT BCIYX M IIEPEBECTH, MOJB3YSCh
cioBapeM; OBbIThb TOTOBBIM IOHHUMATh OOJBIIME CIOXHBIE B SI3bIKOBOM
OTHOIIIEHUH  XYJOXXECTBEHHBIE, TMPO(eCcCHOHATbHO OPHEHTUPOBAHHbBIE
TEKCTBI, CTaTbM W COOOIIEHHS TIO0 COBPEMEHHOW TNpobiemMaThke mpu
HGO6XOILI/IMOCTI/I TMOJIB3YSICh CJIOBApEMm. BrIThH T'OTOBBIM IIOHUMATb
pa3BepHyThIE COOOIIEHSI TPENoJaBaTesi, CBI3aHHbIe ¢ OBITOBOH, Y4eOHOM,
a Takke TpodeccrnoHaIbHO-OPUCHTHPOBAHHOM TeMaTukoi. Eciu 3amanuem
Obl1a MOATOTOBKA JOKJIA/Aa, AUAJIora, IUCKYCCHH, HEOOXOAMMO 3allOMHUTh
TEKCT CBOETO BBICTYIUICHUS, C TEM YTOOBI HE YUTATh €0, & PACCKA3bIBATh.

NupauBuayansHbie 3HAaKOMCTBO C OCHOBHOM U JONOJHHUTEIBHOH JUTEPAaTypod, BKIOYAS
3aJaHHS CIIpaBOYHEIC W3MaHUs, 3apyOeKHBIE WMCTOYHHWKH, KOHCIEKT OCHOBHBIX
MOJIOKCHUH, TEPMUHOB, CBEACHUM, TPEOYIOMHUXCS IS 3aNOMHHAHUS U
SBJIAIONINXCSI OCHOBOITIOJIATaIoMMHU B 9TOoM TeMe. CocTaBlIeHHE aHHOTAIUH
K POYNUTAHHEIM JINTEPATYPHBIM UCTOYHHUKAM H JIp.

[lepeBox TekcTa IIpu mepeBose pekoMeHAyeTcsl ciexyrolas MOoCIel0BaTeIbHOCTh PabOTHI
HaJ TEKCTOM:

1. OGpatute ocoboe BHMMaHWE Ha 3arojIoBOK Tekcrta. [IpouwraiiTe Bech
TEKCT JI0 KOHIIA M TTOCTapaiiTech MOHATH ero o01iee coaep kanue.

2. Ipuctynure x mepeBomy mpeioxkeHuit. [IpounTaiite mpemioxeHue u
OINpesENUTe, MPOCTOE OHO MM CIIOXKHOE. Ecnm mpeanokeHue CloKHOE,
pa3bepuTe ero Ha OTAENBHBIC NPEUIOKEHHs (CIOKHOIOAYMHEHHOE — Ha
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IJIaBHOE W TNPHUIATOYHOE, CIOKHOCOYMHEHHOE — Ha MpOCThie). Haiimute
000pOTHI C HEMHYHBIMU (POPMaAMH TIIaroJa.

3. B mpocTtoM TmpemiokeHWHM HaWAWTEe CHadaja ckasyemoe (TpyIiry
CKa3yeMoro) To JHUYHOW (opme TIiarona, Mo CKa3yeMOMY OIPEICIIUTE
noJyIekariee (rpymiy MoJUIeKallero) 1 JOoHeHHe (TPYIITY TOTIOTHEeHNS ).
4. Onmpasch Ha 3HAKOMBIE CJIOBAa, MPHUCTYMUTE K TEPEBONY B TaKOM
NOPSIZIKE: TPYIIA MO/~ JISKAIIET0, TPYIIa CKa3yeMoro, Ipyiia JOMOITHEeHNS,
00CTOSATEIhCTBA.

5. Beimennre He3HAKOMBIE CIIOBA W OIPENENHUTe, KaKOW YacThI0 pedd OHHU
spisroTcs. OOparmaiite BHUMaHue Ha CyGQOUKCHI U MPEUKCH dTHX CIIOB.
Hns onpeneneHuss UX 3HAYCHHS MPUMEHSUTE S3bIKOBYIO JOTaJKy, HO
mpoBepsiiiTe ce0si ¢ moMoIIbI0 cioBaps. [IpounTaiiTe Bce 3HAYEHHUS CIIOBA,
MpUBEJICHHBIE B CIIOBApHOW CTaThe, W BbIOepHTE Hambollee MOAXOIsIIee.
IIpu pabote co cmoBapeM HCIONB3YHTE UMEIOIINECS B HEM MPHIOKEHUS. 6.
Brinuiute He3HAKOMEBIE CIIOBA, IEPEBEIUTE UX HAYEPHO (JIOCIOBHO).

7. Ilpuctynure K IepeBoy TEKCTa.

8. I[IpoBepbTe COOTBETCTBHE KAXKIOH (pa3sl MEPEBOIa OPUTHHAIY.

9. Orpenaktupyiite mnepeBoa. OcBoboauTe TEKCT TMepeBoAa  OT
HECBOWCTBEHHBIX PyCCKOMY SI3BIKY BBIPRXKEHUH H 000POTOB.

10. Ilepenuiinte rOTOBBIA MEPEBO.

Jlexcu4yecKkuy TUKTaHT

[Ipu moAroToBKE K HAMMCAHUIO TUKTAHTA MOBTOPUTH JICKCUYECKUM U
rpaMMaTH4ecKuil Marepuall, MpaBuUja CIOBOOOpPA30BaHUS, CTPYKTYPY
MIPEAJIOKECHUSI.

I'pynnoBast quckyccust

I'pynmoBass ~ guckyccuss ~— IO3BOJSET  ONPENEIUTh  YPOBEHb
c(OPMHPOBAHHOCTU TMPO(HECCHOHAIBHBIX KOMIIETEHIIUI B YCIOBHUSX
MaKCHMaJIbHO MPUOIMKEHHBIX K MpodeccrnoHallbHOI cpeie.

[l mpoBeieHHs TPYNIIOBOM JUCKYCCHH IIPENoAaBaTellb, peiaraet
Haubosee aKTyalbHYyl0 TEMYy U3  peallbHOM  00IlecTBEHHO-
MOJIUTUYECKOW  OOCTAaHOBKM, ¥  CTaBIT TMepea  ayJAuTOpue
po0OJiIeMHbIE aCMEKThI, HA KOTOpbIe 00yJaroImuiicsa JOKEeH 00paTUTh
0oco0oe BHHMaHHE, CHOPMHUPOBATH CBOK JHUYHOCTHYIO IO3HUIIUIO,
000CHOBATh €€ U MOJArOTOBUTCA K Y4acTHIO B 1ucKyccuu. [IpoBenenue
IPYNIIOBOW JMCKYCCHH IPEAIoiaraeT yBUAeTh C(OOPMUPOBAHHOCTD Y
00y4aromerocss COOTBETCTBYIOIIUX KOMIIETEHUUH, B TOM 4YHCIIE
YMEHHE CTaBUThb MpOOJIEMy, OOOCHOBBIBaTH IyTH €€ BO3MOXHOIO
pa3penieHusi, yMEHUE BECTH IMBUIM30BAHHBIA JUAJOr, OTCTAUBAaTh
CBOIO TOYKY 3pEHMs, apryMEHTHpPOBAaHO OTBEYaTb Ha IIPAaBOBbIC
MO3UILIMH UHBIX YYACTHUKOB IPYNIIOBOM JUCKYCCHUHU.

CamocrosTenpHast
pabota

CamocrosTenpHass paboTa TPOBOAWTCA C IEIBIO: CHCTEMAaTH3alMA |
3aKPEIUICHUS MOTYYEHHBIX TEOPETUICCKUX 3HAHUN U MPAKTHUCCKIX YMEHUH
oOyJarommxcs; yriayOJieHuss ¥ pacHIMPeHHs TEOPETHUYCCKUX 3HAHHM
CTYIEHTOB; (QOpPMHpPOBaHHA YMEHUH  HWCHOJB30BaTh y4eOHYI0 W
CICIHMATIBHYIO JIUTEPATypy; Pa3BUTHUS TIO3HABATEIBHBIX CIOCOOHOCTEH W
AKTUBHOCTU OOYYArOIIUXCsl: TBOPYECKONH MHUIIUATHUBBI, CAMOCTOSTEIBHOCTH,
OTBETCTBEHHOCTH, OPTaHH30BaHHOCTH; (POPMHUPOBAHHE CAMOCTOSTEIHHOCTH
MBIIIICHUS, CIIOCOOHOCTEH K CaMOPa3BHUTHIO, COBEPIICHCTBOBAHUIO U
camoopranuzanuu; (HOpMUPOBaHUS TMPOPECCUOHATBHBIX KOMITCTCHIIHUN;
Pa3BUTHIO MCCIENOBATENILCKAX YMEHUH 00yJatonuXCsl.

®DopMBI W BHABI CaMOCTOSTENHHON pabOTBI: UYTEHWE OCHOBHOH U
JIOTIOMTHUTEIIBHON JINTEPATyPhl — CAMOCTOSITEILHOE U3yUYCHUE MaTepHaa 1o
PEKOMEHIyeMbIM JIMTEPATYPHBIM HCTOYHHMKAM; paboTra ¢ OHOIMOTEYHBIM
KaTaJoroM, CaMOCTOSITENbHBINA 1MOAOOp HEOOXOIUMOMW JINTEpaTyphl; padoTa
CO CIIOBapeM, CIPaBOYHHKOM; MOWCK HEOOXOAWMOH WH(OpPMAIMH B CETH
HHTepHEeT; KOHCHNEKTUPOBAaHUE HCTOYHUKOB; IOATOTOBKA K Pa3IUYHBIM
(hopMaM TekyIei u MPOMEeXYTOYHOW aTTecTallui (K TECTUPOBAHUIO, 3a4eTy,
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9K3aMeHY); BBIIIOJHEHHE JOMAIIHUX KOHTPOJIBHBIX paboT; caMOCTOATENbHOE
BBINIOJIHCHWE ~ TPAKTUYECKHX  3aJaHUl  pEeNpOAyKTUBHOTO  THUIIA
(BHEayauTOpHOE ~ YTEHHME,  NHCbMEHHBIH  mepeBoj  HHGpOpMAaLUK
npoQecCHOHANFHOTO XapaKTepa ¢ HHOCTPAHHOTO SI3bIKa Ha PYCCKHM, OTBETHI
Ha BOIIPOCHI, BBHINOJHEHHE 3aJaHUH MO MPOWAEHHBIM TI'PaMMaTHYECKHM
TEeMaM C HCIOJIb30BAaHHEM CIIPABOYHOM JUTEPATyphl, TECTHI; BBIIIOJHCHUE
WHIUBUIYaIbHBIX U IPYTIIOBBIX TBOPUYECKHUX 3aJIaHHN).

TexHOMOTUsI OpraHM3alUl  CaMOCTOSITETIBHOM pabOThl  O0YYarOLIHXCS
BKJIIOYAET UCIIOJIh30BaHNE WH(POPMAMOHHBIX U MaTePHAILHO-TEXHHYECKUX
peCypcoB 00pa3oBaTEILHOTO YUPSKACHUSA: OHOIMOTEKY ¢ UYHTAIBHBIM
3aJI0M, YKOMIUIEKTOBaHHYIO B COOTBETCTBUH C CYLIECTBYIOLUIMMHU HOPMaMH;
y4eOHO-MEeTOANYECKyI0 0a3y y4eOHbIX KaOWMHETOB, JabopaTopuil M 3ana
KoIu(UKaKK; KOMIBIOTEPHBIE KJIACCHI ¢ BO3MOMKHOCTBIO PAabOTHI B CETH
Wnrepner; ayautopun (Kiacchl) Ui KOHCYJIBTAIMOHHOW JESTEIBHOCTH;
y4eOHyI0 U yueOHO-METOINYECKYI0 JTUTEPaTypy, pa3pabOTaHHYIO C YUeTOM
YBEIWYEHHUS JIOJM CAaMOCTOSTENBHOM pabOTBl CTYAEHTOB, W HWHBIC
METOJMYeCKHe Marepuasbl. [lepen  BBHIMONHEHHWEM  OOYYaIOUMIMMUCS
BHEAyAUTOPHON CaMOCTOSITENIbHOM pabOThl NpenoaaBaTeNb MPOBOIUT
KOHCYJIFTUPOBAHHE IO BBINOJHEHUIO 3aJaHMs, KOTOPOE BKIIOYAET LEeJb
3a7aHus, €ro COAEPKaHUs, CPOKU BBIOJHEHMS, OPHEHTUPOBOYHBIN 00BeM
paboTbl, OCHOBHBIE TpeOOBaHMS K pe3yJbTaraM padOThl, KPUTEPUH
oLeHNBaHUS. Bo Bpems BBINOJHEHUS OOYYAIOUIMMUCS BHEAyAUTOPHOM
CaMOCTOSITEIEHON Pa0OThl M TPH HEOOXOIMMOCTH IPENOAABATENb MOMKET
MPOBOJIUTH WHIIUBUTy aJIbHEBIC u IPYIIIOBEIE KOHCYJIbTAIINH.
CamocTosiTenpHass padOTa MOMKET OCYIIECTBISATHCS WHIUBHIYaTbHO WIIH
rpynnamMu o0y4aroIuXcsi B 3aBUCHMOCTH OT Lesid, 00beMa, KOHKPETHOMH
TEMaTUKU CaMOCTOSITENILHON PabOThl, YPOBHS CIOXHOCTH, YPOBHSI YMEHUH
00yJaronmxcs.

KonTtpoiab camocTosTensHO# paboTh IpeayCcMaTpUBacT:

— COOTHECEHHE COMAEPKAHUS KOHTPOJIS C LENIIMHU 00yUeHHUS;

— 0OBEKTHBHOCTH KOHTPOJIS;

— BaIMIHOCTH KOHTPOJIS (COOTBETCTBHE NPEABSIBIAEMBIX 3aJaHUU TOMY,

YTO MPEAIONAraeTcs IPOBEPHTH);

— nuddepeHIHario KOHTPOIEHO-H3MEPUTEIBHBIX MaTEPHAIIOB.

®DOopMBI KOHTPOJIS CAMOCTOSITEIBHON PaOOTHI:

— MOpPOCMOTP ¥ TIPOBEpPKAa BBINOJIHEHHUS CaMOCTOATENILHOW PaOOTHI

npenojaBareiiem;

— OpraHu3alus CaMONPOBEPKH,

— B3aMMOIIPOBEPKA BBIIIOJHEHHOIO 33/1aHUs B TPYIIIIE;

— 0o0cyX/eHHe pe3yJIbTaToB BBIIOJIHEHHOH pabOThl Ha 3aHATHH;

— MpoBeIeHHE THCbMEHHOTO ONpOCa;

— MpOoBeleHHE YCTHOTO ONpOCa;

— OpraHuszanys U MpoBeeHNE HHIMBUIYaIbHOTO COOECEeJOBaHMS;

— OpraHu3alys U MpoBeAeHUE co0eceJOBaHUs C IPYIIIOii;

— 3alIMTa OTYETOB O IPOJENIAaHHOM padoTe.

Ornpoc

Onpoc — cpelncTBO KOHTpPOJIS, OPraHU30BaHHOE Kak clieluajbHas Oecena
MperoaBaTeNsi ¢ OOydYalolMIMMHCA Ha TEMBbI, CBS3aHHBIE C HM3y4aeMoi
JUCLHUIUIMHOM, M pPAacCUMTaHHOE Ha BBIABICHHWE O00beMa 3HAHUH 110
OTIpeNIeICHHOMY pa3zeiy, TeMe, IpodieMe U T.11.

IIpoGnemaTrka, BBIHOCHMAsi Ha OIpPOC, ONpeleliecHa B 3aJaHuAX I
CaMOCTOSITEIbHON pabOThl OOYYaIOMIMXCS, & TaKKE MOMKET OMPeNeIAThCS
MIperoiaBaTeneM, BeAyIMM CeMUHapcKue 3aHATHs. Bo Bpems mposeneHus
ornpoca 0OydaloOIIMHCS [OJDKEH YMeTh OOCYIOUTh C IpernojaBaTeseM
COOTBETCTBYIOUIYIO MPOOJIIEMaTHKY Ha YPOBHE AMAJIOTA.

TectupoBanue

KOHTpOJII) B BUAC TECTOB MOKET HUCIOJIB30BATHCA IMOCJIC U3YUYCHUA Ka)KIIOfI
TCMBbI KypcCa. Hrorosoe TCCTUPOBAHNEC MOXKHO ITPOBOJUTH B (bopMe:
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— KOMIIBIOTEPHOTO  TECTHPOBaHHS, T.€. KOMIBIOTED IPOU3BOJIBHO
BBIOMpAET BOMPOCH! U3 0a3bl JAHHBIX MO CTEIICHH CIOKHOCTH;

— MHUCBMEHHBIX OTBETOB, T.€. IpENoAaBaTeNb 3aaeT BONPOC U JaeT
HECKOJIBKO BapUaHTOB OTBETa, a OOYYAIOIIMHCS Ha OTIAECIBHOM JIUCTE
3aIUCHIBAET HOMEPA BOIIPOCOB U HOMEPA COOTBETCTBYIOIUX OTBETOB.

Hdnst nocTkeHuss OOJNbIIEH JOCTOBEPHOCTH pE3yJIbTaTOB TECTHPOBAHUS
CIIeyeT CTPOUTh TEKCT TaK, 4TOOBI y oOydatontuxcs 0bpu10 He 6osee 40 — 50
CeKYHJ Ul OTBETa Ha OAMH BoIpoc. MITOroBbIil TECT HOJKEH BKIIOYATh HE
MeHee 60 BOMPOCOB MO BCEMY KypCy, PACCUMTAHHBIX 110 BPEMEHH Ha IIelloe
3aHsTHe. OLeHKa Pe3yJNbTaTOB TECTHPOBAHUS MOXKET HMPOBOAMTHCS IBYMS
crocobamu:

1) mo 5-0aympHOW cHCcTeMe, KOT/Ja OTBETHI CTYACHTOB OIICHHBAIOTCS
cienyomuM oopazom:

- «oTyHOY» — O6onee 80% OTBETOB MPaBUIIBHEIC,

- «xopotIo» — 6onee 65% OTBETOB NpaBUIIbHBIE;

- «yIOBIETBOPUTENHHO» — 60see 50% OTBETOB MpaBUIIbHBIE.
OOyyaromyecsi, KOTOpbIE NPaBUIBHO OTBeTHAM MeHee ueM Ha 70%
BOIIPOCOB, JO/DKHBI B IOCHEAYyIOIIEM IepecaaTh TecT. llpu 3ToM
HEOO0XOANMO IPOKOHTPOIMPOBATH, YTOOBI BAPHAHT TECTA OBLT APYTOW;

2) mo cucTeMe 3ayeT-He3adeT, KorJa AJis 3adeTa MO JaHHON AWCIUILIAHE
JOCTaTOYHO NPaBHIBHO OTBETUTH Oosiee ueM Ha 70% BompocoB.

IToaroTroBka k
HWTOTOBOM aTTECTAIlUH
no yueOHoU
TUCITUTIINHE (9K3aMeHy
/ 3aueTy / 3a4eTy ¢
OIICHKO}N)

[Ipp TOATOTOBKE K HWTOTOBOM aTTeCTallMM IO YYeOHOH AWCIHILIAHE
(’k3aMeHy / 3a4eTy / 3a4eTy C OIEHKOW) HE0OXOIMMO OPHUEHTHUPOBATHCS Ha
KOHCIIEKTHI, PEKOMEHIyeMYI0 JuTepaTypy u Jip. OCHOBHOE B MOJATOTOBKE K
WUTOTOBOHM aTTECTAaIlH 1O y4eOHOH MWCIUIUIMHE — 3TO TIOBTOPEHHE BCETO
MaTepualia JUCIUIUIMHBL. [lpW MOATOTOBKE K WMTOTOBOM aTTECTAIMH II0
y4eOHOW JUCIHUIUIUHE OOydYaromuiicss Bech 00beM pabOThl JIOJIKCH
pacmpenensTh PaBHOMEPHO MO JHSAM, OTBEIEHHBIM JUIsi IOATCOTOBKH,
KOHTPOIIUPOBaTh KaXKIBIH JIeHb BBIIOJHEHHE HaMEUYeHHOHW pabOoTHI
[ToaroToBKa K UTOTOBOM arTecTanuu Mo y4eOHON AUCHIUILIMHE BKIIOYAET B
ceOs TpH dTamna:

— ayAWTOpHAs M CaMOCTOSTENbHAs pa0doTa B TEUCHHUE CEMECTPa,

— HENoCpeACTBEHHas MOArOTOBKA B JHU, MPEIIIECTBYIOIIME aTTECTAI[UU

0 TeMaM y4eOHO! JUCIUTUIHHEI,

— TIONTOTOBKA TIO BOIPOCAaM K WTOTOBOH aTTecTallMK IO y4eOHOI

JACITATITIHE.

Jlis  ycnemiHoW TOATrOTOBKM K HWTOTOBOM aTTeCTAlUM 10  y4eOHOM
JTUCIAILTNHE 00yYaronIuecs TOJKHBI IPUHUMATh BO BHUMAaHHUE, YTO:

e BCEe OCHOBHBIE BOIIPOCHI, YyKa3aHHbIE B paboyeil mporpamme
MUCITUTUINHBI, HYXKHO 3HATh, TOHMMATh WX CMBICII U YMETh €ro
Pa3bSICHUTE;

e yKa3aHHBIE B pabodyeil mporpamme (OpMHpYeMble KOMIIETCHIIUH B
pe3ylbTaTe OCBOCHUS Y4YeOHOW JUCHHIUIMHBI JIOJKHBI  OBITH
MPOJIEMOHCTPUPOBAHBI CTYIEHTOM;

® CEMHHApPCKHE 3aHATHS CHOCOOCTBYIOT MOJy4YeHHIO Ooyiee BBICOKOTO
YpOBHS 3HaHWH W, KaK CIIEJCTBHE, Oojiee BBICOKOMY Oaiuly IpH
WUTOTOBOM aTTECTaIMU N0 yISOHON TUCIUILINHE;

® HAYMHATH T[OATOTOBKY K MTOTOBOWM aTTeCTallMd [0 Yy4eOHOH
JIUCIMIIIINHE HEOOXOAMMO C ITEPBOTO ayIMTOPHOTO 3aHSATHSL.

9. OnucaHue MaTepuaJIbLHO-TEXHHYECKOH 0a3bl, HeOOXOAMMON [JIA OCYIIEeCTBJIEHHUS
00pa3oBaTeILHOIO NMpPoIecca Mo JMCUUILIHHE

Jlist ocymiecTBIeHUsT 00pa30BaTEIbHOIO TpoIecca MO y4eOHOW MUCHUTUTHHE HEOO0XOIMMO
WCTIOJIb30BaHUE CIIEAYIOIINX TOMEIICHUH ¥ MaTePUAIbHO-TEXHUIECKOTO 00eCIICUeHUS:
—  ayaduTopws UIS TPOBEISHUS Y4eOHBIX 3aHSATHH, OCHAIllEHHAas Y4eOHOU MeOenblo: MapThl, U
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CTYJbsI [T 00yUaroImuXxcs, yueOHas JIOCKa; CTOJ M CTYJI MPETOAaBaTes;

- TEXHUYECKHE CpEeACTBA OOYYEHHUS: TEPCOHAIBHBIA  KOMIIBIOTEP;  MYJIbTHMEIHIHOE
o0opyoBanue (IIPOCKTOP, IKPaH WIM MHTEPAKTHBHAS IOCKA WU IUTa3MEHHAs TIAHEIb);

- MOMEIICHHUE TSI CAMOCTOSITEIbHONW pabOThl O0yYarOIIMXCS: CIEUATU3UpOBaHHAs MeOeb U
KOMIIbIOTEpPHAsl TEXHHKA C BO3MOXKHOCTBHIO IMOJKIIOYCHUSI K ceTH «MHTepHeT» U obecrneucHueM
JOCTyTIa B 3JICKTPOHHYIO HH(POPMAIIMOHHO-00pa30BaTEIIBHYIO Cpely Y HUBEPCHUTETA.

10. TlepeyeHb WHGPOPMANMOHHBIX TEXHOJIOTHIl, HCMOJb3yeMbIX NPH OCYUIECTBJIECHUH
o0pa3oBaTeIbHOr0 IpoHecca MO AUCHHUILVIMHE, B TOM YHCJE KOMILIEKT JIMIECH3HOHHOIO
NPOrpaMMHOro0  ofecrneveHusi, 3JIEeKTPOHHO-OUO/IHOTEYHbIe CHCTEMbI, COBpPeMeHHbIEe
npogeccnonagbHbie 0a3bl JAHHBIX M HHPOPMALMOHHbIE CIIPABOYHBIEC CHCTEMbI

OOyuatomuecss obecredeHbl T0CTyIIOM K 3JeKTPOHHOM MH(POpPMAalMOHHO-00pa30BaTeIbHOM cpese
VYHuBepcurera u3 J000H TOYKH, B KOTOpPOM HUMeeTcsl JIocTynl K ceTtu «VHTepHeT», Kak Ha
TEPPUTOPUU OpraHU3ALMM, TaK U BHE €€.

10.1 JInneH3MO0HHOE MPOrPAaMMHOe OOecrevyeHue:

1. OnepanuionHass cucrema Microsoft Windows 7 Professional — OEM-nunensun
(TTOCTaBIAIOTCS B COCTaBE TOTOBOTO KOMITBIOTEPA);
2. Onepanuonnas cucrema Microsoft Windows 10 — OEM-nunieH3un (IOCTaBISIOTCS B COCTaBe

rOTOBOI'0 KOMITbIOTEpa) 1 110 oroBopy Ne 2/11/2016-1546 ot 02.11.2016r.

3. IIporpammusrii maker Microsoft Office 2016 Professional Plus — mo norosopy Ne 2/11/2016-
1546 ot 02.11.2016r.

4.  KommuekcHas cuctema anTuBupycHoii 3aumtsel ESET NOD32 Antivirus Business Edition —
murensust Ne 3AU-69X-ABK, aeiictyet 1o 13.10.2023r.

10.2. D1eKTPOHHO-0MOIUOTEYHbIE CHCTEMbI:

1.  DnekrponHo-6ubmuoreunas cucrema IPR  BOOKS (www.iprbookshop.ru). Jlorosop
Ne 9599/22 11 na mpenocTaBi€HHE JOCTyNa K 3JIEKTPOHHO-OmOmmorednoil cucreme IPR
BOOKS ot 10.10.2022r.

2. Hayunas onextponnas Oubnuoreka eLIBRARY.RU (www: http//elibrary.ru). Pecypc
JOCTYIIEH BCEM IOJIb30BaTEIeM TOCie perucrpanuu. Junensunonnsiii goropop Ne 350-12/21
or 16.12.21 1.

3. ABromarm3mpoBaHHash WHQOpManuoHHas OuOmmoreuHass cucrtema «Merallpo» Jlorosop
Ne9/10-2012r.

2.  Komnekuus «Jlerenmapusie kaurm» IBbC FOpaiit (https://biblioonline.ru/catalog/legendary u
https://urait.ru/catalog/legendary) Pecypc mocrynen Bcem 0e3 perucrpanun. JJorosop ¢ OO0
«OnexTpoHHOE H3MaTeNbCTBO HOpaiiT» Ha 0€3BO3ME3THOE HCIONB30BAHUE TMPOU3BEIACHUI
pazznen «Jlerennapasie Knurm» ot 31.01.2020r.

3. OopazoBatenbHas miarhopma «DIEeKTpOHHOE wu3maTeabcTBo HOpait» https://urait.ru
HoroBop Ne 4996 na okazaHue yciIyr HO HpPEJOCTAaBIEHHIO JOCTyHa K 0oOpa3oBaTelbHOM
miaTdopme « DnekTpoHHoe m3aaTenbcTBo FOpaitt» ot 11.01.2022r.

4.  Ilnarpopma BKP-BVY3-pasmemnienue, XpaHeHHE MaTepHajoB W TOUCK 3aMMCTBOBAHUS
(http://vkr-vuz.ru ). Jlunen3uonusiii JloroBop Ne 8966/22 Ha mpemocTaBieHHs JOCTyNa K
wiatpopme BKP-BY3 ot 01.02.2022r.

10.3. CoBpemeHnHbIe podeccuoOHANbHBbIE 023 TAHHBIX:

1. Tlopran  «MHpOPMAaMOHHO-KOMMYHHKAIIMOHHBIE  TEXHOJOTMM B  OOpa30BaHUM»:
http://www.ict.edu.ru
2.  Hayunas snexkrponnas ouonmoreka: http://www.elibrary.ru/
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HanwmonanbHast anektporHas 6ubiaroreka http://www.nns.ru/

4.  DneKkTpoHHBIC pecypcehl Poccuiickoit roCy/1apCTBEHHOM OMOIMOTEKH:
http://www.rsl.ru/ru/root3489/all

5. Web of Science Core Collection — monuremarnveckas pedeparuBHO-OnbIHOrpaduvecKas u
HayKoMTpuieckas (Oubmuomerpuueckas) 6asa manusix: http://webofscience.com

6.  TloMHOTEKCTOBBIN apXHB BEIYIINX 3alaIHBIX HAYYHBIX JKypHAJIOB Ha POCCHICKOH matdopme
HanunonasnbHoro anekTpoHHo-uH(opmanronHoro koncopuuyma (HOMKOH): http://neicon.ru

7. basel ganHbIX U3naTenscTBa Springer: https://link.springer.com

8.  Caiit Opuranckoro Tenekanana: http://www.bbc.co.uk/

9.  Drexrponnas >uimkioneaus: http://en.wikipedia.org/wiki/

10. CaiitT amepuKaHCKOU TICHXOJI0THUYecKoi accoruanuu: https://www.apa.org/

11. Ommaiin pecypcsl o ncuxosoruu: https://www.psychology.org

12.  OO6pa3oBatenbHbIi callT mo ncuxonoruu: https://simplypsychology.org/

13.  DnekTpoHHBIH Hay4dHBIH KypHaT: https://www.psychologytoday.com

14.  https://www.verywellmind.com/

15. DnekTpoHHbIN cioBapb MynbTHTpan: WWw.multitran.ru

10.4. UudopmanuoHHble CIPABOYHbIE CUCTEMBI:

1. HudopmannonHo-npaBoBas cucrema «Koncynbrant+»: https://cons-plus.ru

2. Tlopran ®enepaibHbIX TOCYAAPCTBEHHBIX O0OPa30BATENBHBIX CTAHAAPTOB BBICIIETO
obpasosanus: http://fgosvo.ru

3.  UudopmannonHo-npaBoBas cucrema ['apant: Www.garant.ru

11. OcoOeHHOCTH peayu3alUM JAUCHUIVIMHBI JJIsi WHBAJMIOB W JIMI[ C OrPAHUYEeHHBIMH
BO3MOKHOCTSIMH 310POBbSI

s obecrniedeHusi 0Opa3oBaHUs JIMI[ C OTPAHUYCHHBIMH BO3MOXHOCTSMU 370POBbBS IO
JUYHOMY 3asBIIEHHIO oOydaromierocs paspalaThiBaeTcs aJanTHUpPOBaHHAs 0OpazoBaTelbHAS
nporpamMma, MHIUBUAYaJbHBIH Y4eOHBIH IJIaH C y4eTOM OCOOEHHOCTeH MX MCHXO()H3HMUECKOTro
pa3BUTHUA U COCTOSHUSA 310pOBbs. [IpuMeHsieTcss WMHOUBUAYaJbHBIA TOAXOJ K OCBOCHHUIO
JTUCIUIUIMHBI, WHIMBUIyaIIbHBIC 3aMaHus: pedeparbl, TUCbMEHHBIE pa0OThl JHUOO TOJBKO YCTHBIC
OTBETHl U JUAJIOTH, WUHJIWBUIYaJbHbIE KOHCYJIbTAUU. BO3MOXKHO HCHOIb30BaHUE AUKTO(POHA U
JIPYTUX 3alHMCHIBAIONIUX YCTPOMCTB JJii BOCHPOM3BEACHUS JIEKIIMOHHOTO U CEMHHApCKOTO
Martepuana.

B mensx obecrieueHuss 00ydaromuxces JUI] ¢ OrPAaHUYCHHBIMU BO3MOXKHOCTSIMH 370POBbSI
OubnanoTeka KOMIUIEKTYeT (HOHA OCHOBHOW Yy4eOHOH muTepaTypold, aJanTHPOBAaHHOW K
OTPaHMYEHUI0 UX 370pOBbsl, MPEJOCTABISET BO3MOKHOCTh YJAJIEHHOTO HCIOJIb30BAaHUS
AJICKTPOHHBIX 00pa30BaTEIIBHBIX PECYPCOB, TOCTYI K KOTOphIM opranuzoBan B OAHO BO MIICY.
B Oubnmoreke mNpPOBOJSATCS WHAUBUIyaIbHbIE KOHCYJIbTAIMM NI JAaHHOW  KaTeropuu
M0JIb30BaTeNeH, OKa3bIBAETCSl TIOMOIIb B PETHCTPAIMM U UCIOJIB30BAaHUU CETEBBIX M JIOKAIBbHBIX
ANEKTPOHHBIX 00pa30BaTENIbHBIX PECYpCOB, NPEJOCTABISAIOTCI MECTa B YHMTAIBHOM 3ajle,
o0Opy/ZOBaHHBIE MIpOrpaMMaMd  HEBH3yallbHOTO JocTynma K UuHGOpMaluu, SKpaHHBIMU
YBEITUYUTEIIIMU M TEXHUYECKUMHM  CpPEACTBAMU  YCWIEHHMS  OCTATOYHOTO  3PEHHUS:
Microsoft Windows 7, Ientp CrenHaIbHBIX BO3MOIKHOCTEHH, DkpaHHas ayTIa;
Microsoft Windows 7, entp CIIeHaIbHbIX BO3MOKHOCTEH, DKpaHHBIH JTUKTOD;
Microsoft Windows 7, IleHTp crnenuaibHBIX BO3MOXHOCTEH, JKpaHHas KJIaBHATypa; SKpaHHas
nyna One Loupe; pedeBoii cunrezaTop «l onocy.
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12.JIucT perucTpanuu u3MeHeHHUi

Pabouass mporpamma y4yeOHOM HNMCUMIUIMHBI OOCY’KIE€HA W YTBEpXKJIEHAa Ha 3acelaHuu
VYyenoro cosera oT «30» auBaps 2023 r. mpoTokosa Ne 5

Ne ConepxaHue U3MEHEHHUS PexBu3uThl TOKyMEeHTa 00 Hara
n/m YTBEPXKICHUU H3MECHEHUS BBEJICHUS
W3MEHEHUs
YTBepKaeHa pemieHHeM  YYeHOro COBeTa Ha
OCHOBaHUHU denepanbHOrO roCy/AapCTBEHHOTO
IIpoTokon 3acenanus
00pazoBaTeILHOTO CTaHAApTa BBICIIETO 0Opa30BaHUS
1. YueHoro cosera
1o HaIpPaBJICHHUIO MOATOTOBKHU 40.03.01 01.09.2023
ot «30» ssHBaps 2023 r.
IOpucnpynennus, YTBEPXKIAEHHOTO MIPUKa30M
npoTokos Ne 5
MuHHuCcTepCcTBa HayKd U BBICHIETO OOpa3OBaHUS
Poccuiickoit @enepanuu ot 13 aBrycra 2020 Ne 1011
2.
3.
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