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Jluer corsacoBanui

PabGouass mnporpamma gucturinHbl «MHOCTpaHHBIM  S3bIK B MPOQEeCCHOHATBHON
NESITEIbHOCTH» 10 HampasiieHHto noarotoBku 38.03.04 TocymapcTBEHHOE M MYyHHLIMIIAIBHOE
yhpaBlieHHe, HampaBieHHOCTh (mpoduis): ['ocynapcTBeHHOE M MYHUIMIAIBHOE YIpPaBICHHE,
pa3paborana Ha ocHoBaHMM {DenepaabHOr0 TroCyIapCTBEHHOrO 00pa30BaTENLHOTO CTaHJapTa
BBICIIIETO OOpa3oBaHus 1O HampaieHuto mnoarotoBku 38.03.04 TocymapcTBeHHOE U
MYHUIMIIAJIBHOE YIPABJICHUE, YTBEPKIACHHOTO MNpHUKa3oM MMHHCTEpCTBA HAYKHM UM BBICIIETO
obOpaszoBanus Poccuiickoii ®Penepanmu ot 13 aBrycra 2020 Ne 1016, IIpodeccuonanbHOTo
crangapra «Cremuanuct B cdepe  yOpaBieHUS NPOSKTAMH TOCYIapCTBEHHO-YaCTHOTO
MapTHEPCTBA», YTBEPKICHHOIO MPUKAa30M MUHHUCTEPCTBA Tpylda U COLUAIBHON 3alUThI
Poccuiickoit ®@enepauuu ot 20 wutons 2020 r. Ne 431 (3apeructpupoBan MuHUCTEPCTBOM
roctuiu Poccutickoit ®enepanuu 17 aprycra 2020 r. peructparmonasiii Ne 59295); CnpaBodHuka
KBUTM(DUKAIIMOHHBIX TPeOOBAaHUN K CHEIHAILHOCTSM, HAMPABICHHUSIM MOATOTOBKH, 3HAHHUSAM U
YMEHHSIM, KOTOpbhle HEOOXOAMMBI ISl 3aMEUIeHHs JOJDKHOCTEH TOCylapCTBEHHOW TIpaskKIaHCKOM
CIy’kObl ¢ yderoM oOnactTé © BHAA MNPO(ECCHOHAIBHOW  CIYy)KEOHOW  JeATeNbHOCTH
rOCY/IapCTBEHHBIX TpaXAAHCKUX ciyxamux (yrB. Muntpynom Poccum), corjacoBana u
PEKOMEHI0BaHa K YTBEPIKJICHUIO:

JlekaH DKOHOMHYECKOTO (paKyJIbTeTa A.M. CniuHkoB

3aB. Ka(). TYMaHUTapHBIX U €CTECTBEHHOHAYYHBIX AUCLIUTUINH FO.I1. MonokaHoBa

IIpencraButens paboTonaTenei:

3amecTuTeNb AUPEKTOPa IO HHHOBAITHOHHOMY
npoekTupoBaHuio MHcTUTYyTa AemMorpaduuecKux
nccnenoanniit ®HUCIL] PAH A.C. JlykbsiHery
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1. AHHOTAIUSA K TUCHUILJINHE

PabGowas mporpamma aucuuiuinHbl «MHOCTpaHHBIH S3bIK B MpOdecCHOHATBLHON
JESTeIbHOCTH B MPO(ECCUOHAIBHON JIESTEIbHOCTHY COCTABICHA B COOTBETCTBUU C TPEOOBaHUAMU
®I'OC BO mno HanpasieHuto mnoarotoBku 38.03.04 ['ocynapcTBEHHOE W MYHULMIIAIBHOE
ynpaBieHue (ypoBeHb OakajlaBpuaTra), YTBEP)KICHHOIO IpHKa3oM MUHHUCTEpCTBA HAYKH MU
BhIcIIero o0pa3zoBanus Poccuiickoit @enepaunu ot 13.08.2020 r. Ne 1016.

PaGouas mnporpamMma coAepKUT O0s3aTeNbHbIE ISl HM3Y4YEHUS TEMbl 10 JUCLUIUIMHE
«VIHOCTpaHHBIN S3BIK B IPOPECCUOHATBHOMN AEATEIbHOCTH Y. J{UCIUIUIMHA HOCUT KOMMYHUKAaTHBHO
HalpaBJIeHHBIH U MPO(EeCcCCHOHATbHO-OPUEHTUPOBAHHBIN XapakTep, a €ro 3afadd ONpeleNsioTcs
MOTPEOHOCTSAMHU CICIHATIUCTOB COOTBETCTBYIOIIETO MPO(MUIS B MHOS3BIYHON MPOPECCHOHATHHON
JESATEIBHOCTH.

MecTo IMCUMIUIMHBI B CTPYKTYpe OCHOBHOH TmpodeccHOHAIbHONH 00pa3oBaTebLHOIM
NPOrpamMmbl

Hacrosimas nucuuiuimHa BKITIOYEeHa B 00s3arenbHyto 4acTh binokal ucrumnmuasl (Momgymnn)
y4eOHBIX IIIaHOB HampaBieHus mnoarotoBku 38.03.04 T'ocymapcTBeHHOE W MYHUIMITAIILHOE
yIIpaBJIeHUE, YPOBEHb OaKaiaBpHara.

JucnunnuHa usydaercs Ha 2 Kypce, B 4 ceMecTpe AJii OYHOM, OYHO-3a0YHON M 3a04HOMI
dbopM oOydenus. @opMbI KOHTPOJIS: 3a4eT — B 4 cemecTpe.

Leab ocBoeHus: AUCHMIVIMHBI «MHOCTpaHHBIM S3BIK B NPO(ECCHOHAIBHOM IEATEIBHOCTHY —
dopmupoBanre MpohecCHOHATFHO OPUEHTHPOBAHHOW SI3BIKOBOM KOMIIETCHIIMH y O0YYaromuXcs
111 o0ecreyeHrs: ypoBHs 3HaHUI U yMEHUIl, TO3BOJISIOIIMX M10JIb30BaThCSl HHOCTPAHHBIM SI3bIKOM B
pa3NUYHBIX 00JacTAX MPO(EeCCHOHATBHONW AEATENbHOCTH, HAYYHOW M MPAaKTUYECKOH paboTe, B
00I1IEHUH ¢ 3apyOeKHBIMU MMAPTHEPAMH, JUUIsI CaMO0Opa30BaTEIbHbBIX U IPYTUX LIETIeH.

OcHoBHbIE 32Ja4H AU CHUILJINHBI .

1. Akryanuzaius TEOPETHUECKUX OCHOB YU€OHOH JUCIUIINHBI.

2. ®opMupoBaHHE YCTOHYMBBIX YMEHHH MPOAYKTUBHOIO IUIaHa (TOBOPEHHE, MHUCHMO) W
pPELENTUBHOIO IUlaHA (YTEHUE, ayAupoOBaHHE) JIi OCYLIECTBICHHUsS MNpPOo(hecCHOHaTbHOM
KOMMYHMKAIIUU HA UHOCTPAHHOM SI3BIKE.

3. OOyueHne cO3HATEIBLHOMY OTOOpY S3BIKOBBIX CPEJICTB JJS BBIPAKEHUS CBOUX MBbICICH B
Pa3IMYHBIX CUTYaAIMSAX PEYEBOr0 OOLIEHHUS B paMKaX U3yU4E€HHBIX IPO(ECCHOHATIBHBIX TEM.

4. ®opMHUpOBaHUE JIEKCUKO-TPAaMMAaTUYECKUX YMEHHMH mepeBoja MH(POpPMAIMU C WHOCTPAHHOIO
s3plKa HAa PYCCKMM M € PYCCKOTO S3bIka HA MHOCTPAHHBIM U1 pelIeHus 3ajad
po¢eCCHOHATIBHOTO XapaKTepa.

5. CoBepieHCTBOBaHME JMYHOCTHBIX KayecTB OOYYaroIIMXCs, CBA3aHHBIX C (OPMHUpPOBAHUEM
HaBBIKOB CaMOOOpa30BaHMs, PACIIMPEHUE CTPAHOBEIUYECKOIO M OOMIEKYIbTYPHOTO Kpyro3opa,
pocToM npodhecCHOHATHHON KOMIIETEHITUH.

Komnerennuu od0y4armmerocsi, popMupyemMbie B pe3yJIbTaTe 0CBOCHUS TUCHHIINHBI:

YK-4.1 — BeibupaeT KOMMYHHUKAaTUBHO NPUEMIIEMbIE CTUJIb U CPEJICTBA B3aUMOJACHCTBUS B
OOIIIEHUN Ha TOCYAAPCTBEHHOM si3blkeé P® W HMHOCTpaHHOM(-bIX) S3BIKAX, B TOM YHCJIE C
HCIOJIb30BaHUEM CPEJCTB MHPOPMAIIMOHHO-KOMMYHUKaMOHHBIX TexHooruil (UKT).

YK-4.2 — Benet 1e10BYyI0 epenrcKy Ha rocy1apcTBEHHOM si3bike PD 1 nHOCTpaHHOM(-BIX)
SI3BIKAX.

YK-4.3 — Hcnonp3yer auanor ajas COTpYAHUYECTBAa B COLMAIBHOM M MpodeccroHaTbHON
chepax.

YK-4.4 — CnocoGeH OCYIIECTBIATH JEIOBYI0 KOMMYHHKAIMIO B YCTHOW M NMHChMEHHOMN
(dbopMax Ha rocynapcTBeHHOM si3bike Poccuiickoit @enepanii 1 HUHOCTPAaHHOM(BIX).

2. IlepeyeHp NJIAHMPYEMBIX Ppe3yJbTATOB O0y4YeHHsl, COOTHECEHHBIX € IUIAHHUPYEeMBbIMH
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pe3yJbTaTaMM OCBOEHHSI OCHOBHOI NMpodeccuoHaILHOI 00pa30BaTeIbHON NMPOrpaMMbl

[lpoiecc wM3y4yeHUsT JUCHMIUIMHBI HANpaBieH Ha (OPMHPOBAHME KOMIETEHIHH,
npeaycMoTpeHHsix @I'OC BO mno HampaBinenuto mnoarotoBku 38.03.04 T'ocymapcTBeHHOE |
MyHUIIUNIAIBHOE  ympaBieHue  (ypoBeHb  OakamaBpuara) Ha  ocHoBe  CHpaBoYHHKA
KBIM(UKAIIMOHHBIX TPeOOBAaHUN K CHEIUAIBHOCTSM, HAMpaBICHHUSIM IOATOTOBKH, 3HAHUSAM U
YMEHHUSM, KOTOpble HEOOXOAMMBI JUIS 3aMELICHHs JOJDKHOCTEH TOoCyNapCTBEHHOW TIpa)KIaHCKOU
ciIykObl ¢ ydeToM oOjactu W BuAa MNpOo(ECCHOHANBHOM  CIyXKeOHOH  NeATeIbHOCTH
rOCYJapCTBEHHBIX TpaXJaHCKHX chyxamux (yrB. Muntpymom Poccun), IlpodeccronansHoro
craggapra 08.041 «Crnenuanuct B cdepe ympaBiIeHHS MPOCKTAMU TOCYJapCTBEHHO-YaCTHOTO
[IApTHEPCTBA», YTBEPKACHHBIM IIPUKa3oM MHUHHUCTEpCTBA TpyJa U COLMAIBHOW  3allUTHI
Poccuiickoit ®eneparuu ot 20.07.2020 1. Ne 431H.

Kon Pesynbrater ocBoenns OOI1L Kon n nanmenoBanmne Dopmbl
KOMITETCHIINH | (Comep KaHNue KOMIICTCHITHI ) HHIAKATOpa TOCTIKEeHHS YK 00pazoBaTensHOM
JeSITebHOCTH,
CHOCOOCTBYIOIIUE

(hopMHPOBAHUIO H
Pa3BUTHIO KOMIICTCHIIUU

YK-4 CriocobeHn ocymiecTBiATh | YK-4.1. Brioupaer | KonTakTHas pabora:
JICIOBYI0 KOMMYHUKAIIMIO B | KOMMYHHUKATHBHO TpuemieMble | Jleknuu.
YCTHOM W NHCBbMEHHOW | CTWUJIb u cpenctBa | [IpakTuueckue 3aHATUA.
dhopmax Ha | B3aUMOJICHCTBUA B oOIIeHMH Ha | CaMOCTOSATENbHAS

roCy1apCTBEHHOM SI3BIKE | TOCyaapcTBeHHOM s3bike P® u | paboTta
Poccwuiickoit ®enepanuui ¥ | HHOCTpAaHHOM(-bIX)  SI3bIKaX, B

HHOCTPaHHOM(BIX) TOM YHCJIE C HCIIONh30BAaHHUEM
sI3bIKE(ax) CPENCTB WHPOPMAaIIHOHHO-
KOMMYHHKAIIHOHHBIX

texaosoruii (MKT).

YK-4.2. Bener JICJIOBYIO
MEePEenucKy Ha ToCyJapCTBEHHOM
si3pike PO m mHOCTpaHHOM(-BIX)
SI3BIKAX.

YK-4.3. Ucnonb3yeT quaior ajis
COTPYJIHUYECTBA B COLIMAJIBHOU U
npoeccnoHaIbHON cepax.

YK-4.4. CriocobeH
OCYILECTBIIATh JIEJIOBYIO
KOMMYHUKAIIUKO B YCTHOM U
MIMCEMEHHON bopmax Ha
roCyJapCTBEHHOM SI3BIKE

Poccuiickoi Oepnepauuu u
WHOCTPaHHOM(BIX) s3bIKe(ax).

3. O0beM AUCHUILUIMHBI B 3aYeTHBIX €IHHUIAX ¢ YKA3aHHMEM KOJUYECTBA aKaJeMHYeCKHX
4acoB, BbIIEJEHHbIX HA KOHTAKTHYI0O padoTy o0yuyaiommxcsi ¢ npenojgasarteseM (1o BHIAM
3aHATHH) U HA CAMOCTOSITEIbHYIO Pa00Ty 00y4arommXxcst

O6ma51 TPYAOCMKOCTb JUCHUIIJIMHBI COCTABJISACT 3 3aYeTHBIX CAUHUIIBI.

3.1 O0béM TUCHMILUIMHBI 10 BUAAM y4eOHbIX 3aHATHI (B Yacax)

O0BEM THCHUILINHBI Bcero uacos




ouHas (popma OYHO-3a09Has | 3a04Has popMa
o0y4eHus ¢dbopma o0yyeHus
0o0yJcHMSA

OO01as TpyI0eMKOCTh UCITUTUIAHBI 108
Koo o oy o s 2 2
AymutopHas pabota (Bcero): 36 20 12
B TOM YHCIIE:
Jlexun - - —
CEMUHAapBbI, IPAKTUUECKUE 3aHATHS 36 20 12
nabopaTopHbie PabOTHI - - -
Koncynpranus - - —
BueaynuropHas pabora (Bcero): 72 88 92
B TOM YHCIIE:
CamocrosrenpHas pabota oOydaromumxcs (Bcero) 72 88 92
KonTtpoins - - 4
Bun MIPOMEXKYTOYHOU aTTecTaluu 3aueT — 4 3aueT — 4 3aueT — 4
o0yyaromerocst ceMecTp ceMecTp ceMecTp

4. Conep:xkaHue IUCHUILUIMHBI, CTPYKTYPHPOBaHHOEe MO TeMaM (pa3jejaM) C yKa3aHHeM
OTBe/IECHHOI0 HA HUX KOJIMYeCTBA aKA/IeMUYEeCKUX YACOB U BUAOB YUeOHbIX 3aHATHIH

4.1 Paznenbl JMCUUIIMHBI U TPYA0€MKOCTD 110 BUIaM Y4eOHbIX 3aHATHI
(B akaJileMHUYECKHX 4aCaXx)

AJist 04HO# (popMBbI 00yUeHH s

Neni/m Pa3nenanl 1 TeMBI Buabl yueOHo# padoThl, BKIKOYAs Buja oneHouyHoro
JHCIHITMHBI CAMOCTOSITEILHYIO Pa0OTY CTYJ€HTOB U cpeacTBa
TPYA0EMKOCTh (B Yacax) TeKyLlero
Bcero N3 Hux KOHTPOJIsA
ayJIUTOPHbIE ycmeBaeMoCTH,
3aHATHS NMPOMEKYTOYHOM
aTTecTaluu
@ (no cemecmpam)
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Pasnen 1. Basic definitions in public administration
Development of the Omnpoc. Urenue u
1 state. Maximillian | 4 6 2 4 NePEBO/| TEKCTA.
Weber. Joxnaz,
2 Business English: 4 6 5 4 Omnpoc. Urenue u
Talking on the phone MIepPEeBOJI TEKCTA.
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(politeness).

Jlekcudecknii
JIUKTaHT

Pasnen 2 Separation of

powers

Separation of powers vs.

Ompoc. Utenue u

3 fusion of powers.
. 4 6 2 TIepPeBO/] TEKCTA.
Various models around Jokna,
the world. o
Ompoc. Utenne u

4 Business English: 4 6 5 NepeBO/]] TEKCTA.

Talking on the phone. Jlexcuueckuii
OUKTAHT
Paznen 3. Systems of government

5 Federation. Unitary 4 6 9 ?Igpgs(')qzzszan

state. Confederation. PEBOAL '
Joxmnan.
Ompoc. Utenne u
6 Business English: 4 6 5 NepeBO/] TEKCTA.
Reservation Jlexcuueckuii
OUKTAHT
Pasnen 4. Civil service
Classification of the Ompoc. Hrenue u

7 L 4 6 2 MIepeBO/ TEKCTA.

civil servants

Joxman
A br_lef history of civil Onpoc. Urenie u
service. George H.

8 . 4 6 2 TIepPEeBO/] TEKCTA.
Pendleton. Business Jloxnax, Tecr
English: Presentation o '

Pasmen 5. Strategic management
. . Omnpoc. Urenue u
Strategic management in HeDbeBOL TeKCTA
9 Great Britain and the 4 4,5 1,5 pPEBO .
Jlexcruueckuit
USA
JOUKTAHT.
DeC|_5|on- n_1a_k|ng in Onpoc. Urenie i
public administration.

10 - L 4 45 1,5 MEePEBOJI TEKCTA.
Business English: Joxa
Running a meeting &

Paznen 6. Negotiating
Omnpoc, noknazn ¢
Types of negotiators. npe3eHTanuei.

11 o : 4 5 2

Negotiation techniques YreHue U nepeBo/]
TEKCTAa.
YrteHue u epeBonq

12 Cross_— cgltural 4 4,5 15 TekcTta. ['pynmnoBas

negotiations
JHCKYCCHS.
Nonverbal Onpoc. YUrenue u
13 N 4 45 1,5 MIEPeBOJI TEKCTA.
communication
Joxmnas.
. . Omnpoc. Urenue u
Gender differences in HepeBol TeKeTa
14 | negotiation styles and 4 4,5 15 PeBOlL ’
. I'pynnosas
strategies
JIUCKYyCCHS.
Pasnen 7. PR in public service
Ompoc. Utenue u
15 | Public relations 4 4,5 15 MIEPEBO/T TEKCTA.
Joxmnas.
16 | The purpose of PR in 4 4,5 15 Omnpoc. Urenue u

7




the elections. IIEPEBO/T TEKCTA.
Information agencies in Joxnan.
the UK and USA Jlexcuueckuii
OUKTAHT
Spin techniques. Edward Onpoc. Hrenue u
17 Louis Bernays 4 4,5 15 3 MEePEBOJI TEKCTA.
Joxmnan.
Bysmess English: Finding Onpoc. Urerue u
a job. Resume. Cover
18 . . 4 45 15 3 TepeBOJ] TEKCTa.
letter. Common interview
. Joxnas.
questions
Pasnen 8. Public service reform.
The UK government’s Omnpoc. Urenue u
19 | approach to public 4 4,5 1,5 3 HIEPEBOJI TEKCTA.
service reform Joxnaz,
Reform traditions in ?Igpgg(')qzzz?f:
20 different states. E- 4 45 15 3 PEBOA '
Joknan ¢
government .
TIPE3CHTAINEN.
Ompoc. Utenue u
21 Busmgss Epg_llsh: Guide 4 5.5 15 4 MIEPEeBOJI TEKCTA.
to basic official KonTposbHas
pabota
CobecenoBanue 1Mo
3auer 4 +
BOIpOCaM K 3a4€Ty
HUTOI'O 108 — - 36 | 72
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Pasnen 1. Basic definitions in public administration
Development of the Omnpoc. Urenue u
1 state. Maximillian | 4 6 1 5 NePEBO/| TEKCTA.
Weber. Joxnaz,
. . Ompoc. Utenue u
Business English: HepeBO TexcTa
2 Talking on the phone 4 6 1 5 PEBOIL o
; Jlekcruueckuit
(politeness).
JOAKTAHT

Paznen 2 Separation of powers




Separation of powers vs.
fusion of powers.

Ompoc. Utenne u

Various models around 4 6 1 > fIEpEBOL TEKCTA.
the world. Jloknaz,
Ompoc. Utenue u
4 Business English: 4 6 1 5 MIEPEeBOJI TEKCTA.
Talking on the phone. Jlexcuueckmii
OUKTAHT
Pasznen 3. Systems of government
5 Federation. Unitary Ompoc. Hrenue u
. 4 6 1 5 MepeBO TEKCTA.
state. Confederation.
Joxmnan.
Ompoc. Utenue u
6 Business English: 4 6 1 5 NepeBO/] TEKCTA.
Reservation Jlekcuueckuii
JUKTAHT
Paznen 4. Civil service
Classification of the Onpoc. Hrenue u
7 e 4 6 1 5 MepeBO TEKCTA.
civil servants
Joxnan
A Dbrief history of civil
service. George H. Onpoc. Hrenue u
8 . 4 6 1 5 MIEPEeBOJI TEKCTA.
Pendleton. Business Jlokna, Tecr
English: Presentation & )
Pasmen 5. Strategic management
. . Ormpoc. Utenue u
Strategic management in HeDeBOl TeKCTa
9 Great Britain and the 4 45 1 3,5 PEBOAL o
USA Jlekcuueckuii
OUKTAHT.
Decision- making in
public administration. Onpoc. Hrenue u
10 . L 4 45 1 3,5 MepeBo TEKCTA.
Business English: Joxra
Running a meeting o
Paznen 6. Negotiating
Ormpoc, noxian ¢
11 Types of negotiators. 4 5 1 4 npe3eHTanuei.
Negotiation techniques YreHune U mepeBo/]
TEKCTAa.
UreHue u nepeBojt
12 Sgg;iigtlilotﬁsral 4 4,5 1 3,5 TekcTa. ['pynmnoBas
AUCKYCCHS.
Onpoc. YUrenue u
13 Nonverbgl . 4 45 1 3,5 MEePEBOJI TEKCTA.
communication Jlokna
Gender differences in ?[gpggéqzzzzlfan
14 negotiation styles and 4 45 1 3,5 PEBOAL )
strategies T'pynmosas
AUCKYCCHS.
Pasnen 7. PR in public service
Ompoc. Utenne u
15 | Public relations 4 4,5 1 3,5 MIEPEBO/T TEKCTA.
Hoxnan.
The purpose of PR in Omnpoc. Urenue u
16 the elections. 4 45 1 35 MIEPEBO/T TEKCTA.
Information agencies in ' ' Hoxna.
the UK and USA Jlexcuaeckuit




JTUKTaHT
. . Omnpoc. Urenue u
Spin techniques. Edward
17 Louis Bernays 4 45 1 3,5 MepeBo TEKCTa.
Joxkmnas.
Bysmess English: Finding Onpoc. Urerue u
a job. Resume. Cover
18 . . 4 45 1 3,5 [IEPEBO] TEKCTA.
letter. Common interview
. Joxnas.
guestions
Pasznen 8. Public service reform.
The UK government’s Omnpoc. Urenue u
19 | approach to public 4 4,5 0,5 4 MIEPEBOJT TEKCTA.
service reform Joxnaz,
e Y
Reform traditions in ?Igpgso zzif:an
20 | different states. E- 4 4,5 0,5 4 PEBOA '
Jloknan ¢
government N
Ipe3eHTannex.
Ompoc. Utenue u
21 Busmfess Eflg_llsh. Guide 4 5.5 1 45 MIEPEeBOJI TEKCTA.
to basic official Konrpossnas
pabota
Jauer 4 + CobecenoBanue 1o
BOTIPOCAM K 3a49eTy
HUTOro 108 — — 20 88
AJIS1 3204HOM opMbI 00yUeHUA
Neni/m Pa3nenanl 1 TeMBI Buabl yueOHo# padoThl, BKIKOYAs Buja oneHo4yHoro
AUCHUTLTMHBI CaMOCTOSITEJILHYIO Pa0OTY CTYJI€HTOB U cpeacTBa
TPYI0€MKOCTH (B 4acax) TeKylero
Bcero N3 Hux KOHTPOJIsA
ayIMTOPHbIE ycmeBaeMoCTH,
3aHATHS NMPOMEKYTOYHO
aTrecTaluu
@ (no cemecmpam)
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Pasnen 1. Basic definitions in public administration
Development of the Ompoc. Urenue u
1 state. Maximillian | 4 55 0,5 5 HIEPEBOJT TEKCTA.
Weber. Joknaz,
Business English: ?I:pgg(')nggfan
2 Talking on the phone 4 55 0,5 5 PeBoll o
; Jlekcruueckuit
(politeness).
JIUKTaHT
Paznen 2 Separation of powers
Separation of powers vs. Omnpoc. Urenue u
3 fusion of powers. 4 55 0,5 5 HIEPEBOJT TEKCTA.
Various models around Joxmnan.
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the world.

Business English:

Ompoc. Utenue u
MIEPEBO/] TEKCTA.

Talking on the phone. 4 55 0.5 5 Jlexcuueckmii
JUKTAHT
Pasznen 3. Systems of government
5 Federation. Unitary Onpoc. Hrenue u
; 4 55 0,5 5 TepeBo/] TEKCTA.
state. Confederation. Jloknaz
Ompoc. Utenue u
6 Business English: [IEPEBOJT TEKCTA.
Reservation 4 55 0.5 S Jlekcuyueckuii
JUKTAHT
Pasnen 4. Civil service
Classification of the Onpoc. Hrenue u
7 L 4 5 05 | 45 [IEPEBO/] TEKCTA.
civil servants
Joxnan
A brief history of civil
g | service. George H. 4| s 05 | 45 e oo,
Pendleton. Business ’ ’ ﬂlz) Knaﬂ Tecr '
English: Presentation & )
Paszmen 5. Strategic management
. . Ompoc. Utenue u
Strategic management in HePeBOL TeKCTa
9 Great Britain and the 4 45 0,5 4 PEBOAL o
USA Jlexcuueckuii
IOUKTAHT.
Decision- making in
public administration. Onpoc. Hrenue u
10 . L 4 45 0,5 4 MepeBo TEKCTA.
Business English: Toxa
Running a meeting o
Paznmen 6. Negotiating
Ormpoc, noxian ¢
11 Types_of_negotlatqrs. 4 55 1 45 npe3eHTanuei.
Negotiation techniques Urenue u nepeBox
TEKCTA.
UreHue u nepeBoji
12 S,;O;ii_:t%tﬁsral 4 4,5 0,5 4 Tekcrta. ['pynmosas
g JAUCKYCCHS.
Ompoc. Utenue u
13 Nonverb{il . 4 4,5 0,5 4 MIEPeBOJ TEKCTA.
communication Jlokna
Gender differences in ?[gpggéqzzzzlfan
14 | negotiation styles and 4 5 1 4 PEBOIL ‘
strategies T'pynmosas
JAUCKYCCHS.
Pasgen 7. PR in public service
Ompoc. Utenue u
15 | Public relations 4 4,5 0,5 4 MIEPEBO/T TEKCTA.
Hoxnan.
. Omnpoc. YUrenue u
The purpose of PR in HepeBox TeKcTa
16 | theelections. 1,1 g 05 | 4 Toknan.
Information agencies in Texcruecxuii
the UK and USA KTAHT
17 Spin techniques. Edward 4 45 05 4 Omnpoc. Urenue u

Louis Bernays

NEpeBOJ TCKCTA.
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Joxmnan.
B_usmess English: Finding Onpoc. Urere u
a job. Resume. Cover
18 . . 4 45 0,5 4 MepeBo TEKCTa.
letter. Common interview Jloxna
questions o
Pasnen 8. Public service reform.
The UK government’s Omnpoc. Urenue u
19 | approach to public 4 4,5 0,5 4 IEPEBOJT TEKCTA.
service reform Jloknan,.
Reform traditions in ?TZPSSQLIEE?TZH
20 | different states. E- 4 4,5 0,5 4 peBolL '
Jloknan ¢
government o
MIpe3eHTaluen.
Ompoc. Utenue u
21 Busmt_ass Epg_llsh: Guide 4 55 1 45 [IEPEBOJT TEKCTA.
to basic official Konrpospnas
paboTa
3auer 4 4 CobecenoBaHue M0
BOITPOCAaM K 3a4CTy
HUTOI'O 108 - - 12 | 92

4.2 ConepxaHue JMCUMILIHHBI, CTPYKTYPHPOBaHHOE 110 pa3jaejiaM

Pa3znen 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.

Paznen 3. Systems of government

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

Paznen 4. Civil service

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

Pa3znea 5. Strategic management

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

Pa3nen 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.
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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.

Pazpnen 8. Public service reform

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-METOAUYECKOr0 oO0ecmevyeHHs /JIs1 CAMOCTOATEJbHOH PadoOThI
o0yyaromuxcs Mo JUCHUNTIUHE

CamocrosrenbHas pabora oOyyaromuxcs NMpH HU3y4eHUH Kypca «MHOCTpaHHBIA S3BIK B
IpoeCCUOHATILHOMN JEeSITEIbHOCTH B IPOPECCUOHATIBHOMN AEATENbHOCTH MPEIIOIaraeT, B IEPBYIO
ouyepenb, paboOTy C OCHOBHON W JIOTOJHUTENBHOW NUTEeparypoil. PesympraTamu 310 pabOTHI
CTAHOBSITCS BBICTYIIJICHUSI HA IPAKTUYECKUX 3aHATHUAX, Y4aCTHE B 00CYKACHUU.

MeTtoanka caMOCTOATENbHON paboThl MPEIBAPUTEIBHO PA3bSICHICTCS MPEnoJaBaTeieM U B
MOCTEYIOEM MOXET YTOUHSTbCS C Y4YETOM HHIMBUAYAJIBHBIX OCOOEHHOCTEH oOydaromuxcs.
Bpems u mecto camocTosTeNbHON padoThl BBIOUPAIOTC 00Y4arOIUMUCS [0 CBOEMY YCMOTPEHUIO €
y4eTOM peKOMEHJalui penojaBaress.

CamMocTosATenbHYI0 paboTy HajJ AMCLUUILIMHOW CJIelyeT HauMHaTh C HU3ydeHHs paldoueit
IporpamMMbl AUCUUIUIMHBI «HOCTpaHHBIN S3bIK B NMPO(ECCHOHAIBHOW IeATENbHOCTHY, KOTOpas
COJIEP’)KUT OCHOBHBIE TpeOOBaHMSI K 3HAHMSIM, YMEHMSIM U HaBblkaM oOydaemblX. O0si3aTenbHO
ClleAyeT BCIOMHHUTb PEKOMEHJAlMM IperojaBaTrelis, JaHHblE B XOAE YCTAaHOBOYHBIX 3aHSITHUM.
3areM — OpUCTyNaThb K HM3YYEHHMIO OTAENBHBIX pa3/ielioB U TEM B IMOPSAKE, MPELyCMOTPEHHOM
MPOrpaMMOoil.

[TonyuynB mpencraBieHre 00 OCHOBHOM COJICP)KaHUM Pa3Jiena, TeMbl, HEOOXOAUMO U3YUUTh
MaTepuall ¢ MOMOIIBIO y4YEeOHHUKOB, YKa3aHHBIX B paszeine 7 pabouell mporpaMMbl JUCLUIUIMHBL
IlenecooOpa3HO COCTaBUTHh KpPAaTKUH KOHCHEKT WM CXEMY, OTOOPaKAIONIyI0 CMBICI M CBSI3U
OCHOBHBIX IOHSTUH JAHHOTO pa3jeiia M BKJIIOYEHHBIX B HEro TeM. 3aTeM, KakK IOKa3bIBaeT OIIBIT,
[I0JIE3HO M3Y4YUTh BBIAEPKKM U3 MNEPBOUCTOYHUKOB. PekoMeHayeTcsi COCTaBUTh MX KpaTKHUM
KOHCTEeKT. O0s3aTeIbHO CJIEAyeT 3alUChiBaTh BO3HUKIINME BOIPOCH, Ha KOTOpBIE HE YJIANOCh
OTBETUTH CAMOCTOSITENILHO.

CryneHTaM npeasararTcs cieayromue GopMbl CaMOCTOSTEIbHON pabOThI:

*  caMocCToOsTelbHasl ToMalllHsAs paboTa;

*  BHEAYAUTOPHOE YTEHUE;

*  caMocTosiTelbHas paboTa (MHAWBUYyalbHAas1) C UCIIOJIb30BaHNEM MIHTepHEeT-TEXHOIOTHIA;

*  UHAMBUJIYaJbHas M rPYINIIOBas TBOpUECKas paboTa;

*  BBIIOJIHEHUE 3aJaHUNl 10 TMPOWUJIEHHBIM TIpPaMMAaTUYECKUM TeMaM C HCIOJIb30BaHUEM
CIIPaBOYHOM JINTEPATYPBHI;

*  NHUCHMEHHBIN nepeBo] nH(OpMaLUK NPOPECCHOHANIBHOIO XapaKTepa ¢ aHTJIUIICKOro s3bIKa Ha
pyCcCKu

CoOcTBEeHHO camocTosiTeNlbHAs paboTa CTYJEHTOB BBINOJIHSETCS B yJOOHBIE IJIsl CTyJIEHTa
yackl W NpEeACTaBIseTcs NpenojaBaTento A npoBepku. [lanHbii Qopmar npenycmarpubaer
0O0JIBIIIYI0 CAMOCTOSITENILHOCTD CTYJIEHTOB, OOJIBIIYIO0 HHANBUAYAIU3ALMIO 3aJaHUH.

Jns caMOCTOSTENTbHONH paboOThl C TEKCTOM M MaTepHajaMy MO KaXJ0M n3ydaeMol Teme
MIPEIIoJIaratoTCs CleAyolne IPUMEpPHbIE BUbI 3aJaHUM:

1. O3HakoMbTeCh C MaTepUajaMd IO TeMme (HampuMmep, MaTepualioM Y4yeOHHKA WU
JIOTIOJTHUTEIBHBIM MaTEPUAJIOM); BBIITUIINUTE JEKCUKY MO CHEUATBHOCTH (UM IO TEME); COCTAaBbTE
IUIaH COAEP KAHMSL.

2. BemmosHuTEe 3amaHUs B NPOLECCE YTEHHS PEKOMEHJYEMOIO MaTepualia Wi
MPOCITYIIUBAHUS YCTHOTO COOOIIICHHUS:

- OTBETHTE Ha 3apaHee IOCTaBJICHHbIE BOIIPOCHI 110 COJAEPKAHUIO;
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- HaliAuTe OTBETHI Ha MPOOJIEMHBIE BOIIPOCHI;
- BbIOepUTe MPAaBUIIbHBIN OTBET U3 psiJia JaHHBIX;

- HCIIPaBbTE HEBEPHOE YTBEPKICHHE.

3. [Ipu paboTe Ha TEMOU BBIMOIHHUTE CICIYIOIINE 3aJaHUS:
- IPOYTHUTE TEKCT C KOMMYHUKATHBHOM IEJIbIO (U1 COOOIICHUs, paccKas3a, TUCKYCCHH);
- HaliIuTe B TeKCTE MH(OPMAITUIO IO YKA3aHHBIM BOIIPOCAM.

HaumeHnoBanue
TeMbI

Bomnpocsl, BbiHEeCEHHBbIE
Ha CAMOCTOSAITeJIbHOE
H3y4eHHe

Dopmbl
CaMOCTOSITEJILHOM
padoThI

Yu4eoHo-
METOIHUYECKOe
odecmeuyeHue

DopmMa KOHTPOJISA

Development of
the state.
Maximillian
Weber

Development of the
state. Maximillian
Weber

Pabora B
OnOJIMOTEKE,
Brrouast ObC ¢
06a30BBIM
Y4COHUKOM U
CJI0BapeM.
BueaynutopHoe
YTEHUE U TIEPEBO/I.
Bremoanenmne

3aJaHul K TCKCTY.

IToaroroska
JOKJIaga

JIuteparypa k
TeMe, paboTa C
WHTEPHET-
HMCTOYHUKAMHU

Ompoc. Utenue u
TIepPeBO/] TEKCTA.
Joxmnan.

Business English:
Talking on the
phone
(politeness).

Business English:
Talking on the phone
(politeness).

Pabora B
OuOIHOTEKE,
pxirogas ObC ¢
0a30BBIM
Y4COHHKOM U
CJIOBapeEM.
BueaynutopHoe
YTCHUC U HepCBOIL.
Bremoanenne

3aJaHul K TCKCTY.

IToaroroBka k
JIEKCUIECKOMY
JIUKTaHTY.

Jlureparypa k
Teme, paboTa ¢
HWHTEpHET-
HCTOYHUKAMH

Ompoc. Utenue u
MEePEBOJI TEKCTA.
Jlexcuueckuit
IOUKTAHT

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

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

Pabora B
OHOJINOTEKE,
Bkirouas ObC ¢
06a30BBIM
YIeOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTEHHUE U NIEPEBO/I.
Bremoanenme

3aJlaHuM K TCKCTY.

IToaroroBka
JOKJIaza.

Jlureparypa k
Teme, paboTa ¢
HWHTEPHET-
UCTOYHUKAMH

Ompoc. Utenue u
MIEPeBOJI TEKCTA.
Joxmnan.

Business English:
Talking on the
phone.

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

Pa6GoTa B
OubIHnOTEKE,
pxirouas ObC ¢
0a30BLIM
y4eOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTCHHE U TIEPEBO/I.

Jluteparypa k
Teme, paboTa ¢
HWHTEpHET-
HNCTOYHHUKaAMH

Ompoc. Utenne u
MEPEBOJI TEKCTA.
Jlexcuueckui
JIKTAHT.
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Brinonnenune

3aJlaHUM K TEKCTY.

IToaroroBka k
JIEKCUYECKOMY
JUKTaHTY.

Federation.
Unitary state.
Confederation.

Federation. Unitary
state. Confederation.

Pabora B
OuOIHOTEKE,
Bxiroyas OBbC ¢
0a30BBIM
YIeOHUKOM U
CJIOBapeM.
Breaynuropnoe
YTCHHE U TIEPEBO/I.
Brimonaenue

3aJIaHAN K TEKCTY.

IloaroroBka
JOKJIaja.

Jlutepatypa k
Teme, paboTa ¢
HUHTEpPHET-
HCTOYHUKAMU

Ompoc. Utenne u
MIEPEeBOJI TEKCTA.
Joxnas.

Business English:
Reservation

Business English:
Reservation.
[ToBropenue
rpammMarukuy: Present
forms for the future. The
First conditional.

Pabora B
OHOJINOTEKE,
Biirouas ObC ¢
0a30BBIM
YIeOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTEHUE U TIEPEBOJI.
Breimonnenue

3aJIaHUM K TEKCTY.

IToaroroBka k
JIEKCUYECKOMY
JIUKTAHTY.

Jlutepatypa k
Teme, paboTa ¢
MHTEPHET-
HCTOYHUKAMHU

Ompoc. Utenne u
TIepPEeBO/] TEKCTA.
Jlekcnueckuit
JUKTAHT.

Classification of
the civil servants

Classification of the

civil servants

Pabora B
OuOIHOTEKE,
Biirouas OBC.
Bueaynutoproe
YTEHHUE U NIEPEBO/.
Breimonnenue

3aJJaHUM K TEKCTY.

IToaroroBka
JOKJIaga.

Jlutepatypa k
Teme, paboTa ¢
MHTEPHET-
HCTOYHUKAMHU

Ormpoc. Utenue u
MepeBO TEKCTa.
Joxnas.

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

Business English:

Presentation

A brief history of civil
service. George H.
Pendleton.
Business
Presentation.
[ToBTOpEHUE
rpammaruku: Infinitive.

English:

Pabora B
OHOJINOTEKE,
pxirogas ObC ¢
0a30BBIM
y4eOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTEHHUE U TIEPEBOI.
Bremoaaenme

3aJlaHuM K TCKCTY.

IToaroroska
JOKJIaJa.
IToaroroBka k
TECTY.

Jlureparypa k
Teme, paboTa ¢
HWHTEPHET-
UCTOYHUKAMH

Ompoc. Utenue u
MIEPEeBOJI TEKCTA.
Hoxnan. Tecr.

Strategic
management in
Great Britain and

Strategic management
in Great Britain and the
USA

PaOora B
OuobIHMoTEKE,
Bxirogas OBC ¢

Jlutepatypa
TeMe, paboTa ¢
WHTEPHET-

Ompoc. Utenue u
MEPeBOJ TEKCTA.
Joxmnas.
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the USA

0a30BBIM
Y4COHUKOM U
CJIOBapeM.
Breaynuropnoe
YTEHHE U MEPEBO/I.
Brimonaenue

3a/laHUi K TEKCTY.

IloaroroBka
JOKJIaga.
IToaroroBka k
JIEKCUYECKOMY
JIAKTAHTY.

HCTOYHHUKaAMHU

Jlekcnuecknii
JIUKTaHT.

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

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

Making

Pabora B
6ubnmnotexe,
Bxiroyas OBbC ¢
0a30BBIM
YYCOHHKOM U
CJIOBapeM.
Breaynuropnoe
YTEHUE U TIEPEBOI.
Breimonnenue

3aJlaHUM K TEKCTY.

IToaroroBka
JOKIaaa.

JIurepatypa K
Teme, paboTa ¢
HHTEPHET-
HCTOYHHUKAMH

Ompoc. loka.
Urenue u nepeson
TEKCTA.

Types of
negotiators.
Negotiation
techniques

Types of negotiators.
Negotiation techniques

Pa6GoTa B
6ubnmnoTexe,
Biirouas ObC ¢
0a30BBIM
YIeOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTEHUE U TIEPEBOI.
Brimonnenue

3aJaHUM K TEKCTY.

Iloaroroska
JIOKJIaj1a ¢
MIPE3CHTALUEH.

JIuteparypa x
Teme, paboTa ¢
MHTEPHET-
UCTOYHUKAMH

Ompoc. Hoknan ¢
MPE3EHTALUEH.
Urenue u nepeBo
TEKCTA.

Cross-cultural
negotiations

Cross-cultural
negotiations.

Pa6GoTa B
6ubnmnoTexe,
pxirogas ObC ¢
0a30BBIM
y4eOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTEHHE U TIEPEBO/I.
Breimonnenue

3aJJaHUM K TEKCTY.

IToaroroBka k
TPYIIOBOI
JIUCKYCCHUH.

Jlutepatypa K
Teme, paboTa ¢
UHTEPHET-
UCTOYHHUKAMH

Ompoc. Utenue u
MePEBOJI TEKCTA.
Yuyacrtue B
PYIIIOBOM
JICKYCCHU.

Nonverbal
communication

Nonverbal
communication

Pa6GoTa B
6ubnuorexe,
pxirogas ObC ¢
0a30BBIM
y4eOHUKOM U
CJIOBapeM.

JIurepatypa K
Teme, paboTa c
WHTEPHET-
HACTOYHUKAMHU

Ompoc. okas.
Urenue n nepeBo
TEKCTa.
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BueayauropHoe
YTCHHUE U MIEPEBO/I.
Brimmonnenune

3aJlaHUM K TEKCTY.

IToaroroBka
JOKJIaza.

Gender
differences in
negotiation styles
and strategies

Gender differences in
negotiation styles and
strategies.

Business English:
Negotiation.
IToBTOpEeHue
rpamMmatuku: «to be +
Infinitive»

Pabora B
OuOIHOTEKE,
Biirouast ObC ¢
0a30BBIM
Y4COHHKOM U
CJI0BapeM.
Breaynuropnoe
YTECHHE U MEPEBO/I.
Brimonaenue

3a/IaHUM K TEKCTY.

IToaroroBka k
TPYIIIOBOI
JIACKYCCHHU.

JIutepartypa k
Teme, paboTa ¢
WHTEpHET-
HUCTOYHUKAMU

Ompoc. Utenue u
NEPEeBOJ TEKCTA.
VYyacTue B
TpYIIIOBOM
JUCKYCCHHU.

Public relations

Public relations

Pabora B
OHOJINOTEKE,
pxirogas ObC ¢
0a30BBIM
Y4COHMKOM U
CIIOBapeM.
BueaynutopHoe
YTEHHUE U TIEPEBO/I.
Bremoanenne

3aJaHul K TCKCTY.

IToaroroBka
JOKJIaja.
IToaroroBka k
JIEKCUYECKOMY
JIUKTAHTY.

Jlurepartypa k
Teme, paboTa ¢
HWHTEPHET-
HCTOYHUKAMH

Ompoc. Hokinan.
YreHue u nepeBox
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
OMOIHOTEKE,
pxirogas ObC ¢
0a30BBIM
y4eOHUKOM U
CJIOBapeM.
Bueaynutoproe
YTEHHUE U TIEPEBO.
Breimonnenue

3aJaHU K TEKCTY.

IToaroroBka
JOKJIaja.

Jlureparypa k
Teme, paboTa ¢
HWHTEpHET-
HUCTOYHUKAMU

Ompoc. Hokian.
YreHue 1 nepeBo
TeKCTa.
Jlekcnueckuit
JIUKTaHT.

Spin techniques.
Edward Louis
Bernays

Spin techniques.
Edward Louis Bernays

Pa6GoTa B
OMOIHOTEKE,
pxirogas ObC ¢
0a30BBIM
y4eOHUKOM U
CJIOBapeM.
BreaynutopHoe
YTEHHUE U IIEPEBO/I.
Brimonnenue

3aJJaHUM K TEKCTY.

Jlutepatypa Kk
Teme, paboTa ¢
HWHTEpHET-
HCTOYHUKAMHU

Ompoc. Hokinan.
YreHue 1 nepeBo
TEKCTA.
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ITonroroBka
IOKJIaJa.

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

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

Pabora B
OuOIHOTEKE,
Biirouast OBbC ¢
0a30BBIM
YYCOHHKOM U
CJIOBapeM.
Breaynuropnoe
YTEHHUE U TIEPEBO/I.
Brimonaenue

3aJIaHAN K TEKCTY.

IloaroroBka
JOKJIaja.

Jluteparypa k
Teme, paboTa ¢
WHTEPHET-
HACTOYHUKAMHU

Ompoc. lokian.
Urenue u nepeBos
TeKCTa.

The UK
government’s
approach to public
service reform

The UK government’s
approach to  public
service reform

Pabora B
OuOIHOTEKE,
Bxirogas OBbC ¢
0a30BBIM
Y4COHMKOM U
CJIOBapeM.
BueaynutopHoe
YTEHUE U TIEPEBOJI.
Breimonnenue

3aJIaHUM K TEKCTY.

IToaroroBka
JOKJIaja.

Jlutepatypa k
Teme, paboTa ¢
HUHTEPHET-
HUCTOYHUKAMU

Ompoc. okia.
UreHune u nepeBos
TEKCTa.

Reform traditions
in different states.
E-government

traditions in
states. E-

Reform
different
government

Pa6GoTa B
OuOIHOTEKE,
Biirouas ObC ¢
0a30BBIM
YIeOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTEHHUE U TIEPEBO/I.
Breimonnenue

3aJJaHUI K TEKCTY.

IToaroroBka
JOKJaza ¢
Mpe3eHTauuen

Jlutepatypa k
Teme, paboTa ¢
MHTEPHET-
HCTOYHUKAMHU

Ompoc. Hoknan ¢
IIPE3EHTALUEH.
YreHue u nepeBo
TEKCTa.

Business English:
Guide to basic
official

Business English:
Guide to basic official

Pa6GoTa B
OMOIHOTEKE,
pxirogas ObC ¢
0a30BBIM
y4eOHUKOM U
CJIOBapeM.
BueaynutopHoe
YTEHHUE U TIEPEBO.
Breimonnenue

3aJlaHUM K TEKCTY.

IToaroroBka k
KOHTPOJIBHOHN
paoore.

Jlutepatypa k
Teme, paboTa ¢
HWHTEPHET-
HCTOYHUKAMHU

Onpoc. Urenue u
IIEpEBO/] TEKCTA.
KontponbHas
pabora.

6. OneHoYHble MaTepHuaJIbl AJs MPOBEJAEHUs MPOMEKYTOYHOH aTTecTaluu 00y4aroumXcs mo

AUCIHMUIIJINHE
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6.1. Onucanue nmoka3zareJsieii 1 KpUTEpPHeB OLEHUBAHNSI KOMIIETEHIUIi, ONMUCAHNE ITKAJI
OLlCHUBAHUS

/o

HaumeHnoBaHue
DIIEHOYHOT'0 CPeICTBE

Kparkan
XapaKkTepuCTHKA
OIIEHOYHOI'0 CpeIcTBa

Ixana u KpUTEPUU OLIEHKH,
0asn

Kpurepun
OLlEHUBAHMS
KOMMeEeTEeHIIHHU

Ompoc

Co6op mepBHYHOI
MHQOPMaIUH 1O
BBISICHEHHIO YPOBHS
YCBOEHUS IPOHIEHHOTO
Marepuaia

«3a4TeHo», eciu CTyIeHT
JIEMOHCTPHPYET 3HAHUEC
MaTepuaia o paszeiny,
OCHOBaHHBIE Ha 3HAKOMCTBE C
00s13aTeIpHON TUTEPATypPOr U
COBPEMEHHBIMU

My OJMKAIUSIMIE; TAeT
JIOTUYHEIE,
apryMEHTUPOBAHHBIC OTBETHI
Ha TIOCTaBJICHHBIC BOIIPOCHI.
Honyckarorcst
HE3HAYUTEIbHBIC HETOYHOCTH
B OTBETaxX, KOTOPHIC CTYJICHT
WCIIPABIISET MTyTeM
HaBOJISIIUX BOIPOCOB CO
CTOPOHBI MpeToAaBaTelIs.

«He 3auteHoy, €ClIu UMEIOTCS
CYIIECTBEHHBIE IPOOEIIHI B
3HAHUHA OCHOBHOT'O
MaTepHana mo pasueiiam
y4eOHOW JUCIUIUIMHEI, &
TaKKe JTOMYIICHBI
MPHHIUITHATEHBIC OIIAOKH
MIPH U3JI0KEHUM MaTepuaa.

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

Hoxnan /
cooOmienne

[Ty6nmanoe, pa3BépHyTOE,
cooOienue (Wiu
JIOKYMEHT) T10
OIpeAeIEHHOMY BOIIPOCY,
OCHOBaHHOE Ha
IIPUBJICYCHNHU
JOKyMEHTAJIbHBIX
JIaHHBIX, COJICPIKAaHHE
KOTOPOT'0 OTPAXkKaeT CyTh
BOIIpOCA.

«5» — Jloknazx cOOTBETCTBYET
3asBJICHHON TEME, BHITIOJHECH
C IIPUBJICUYCHUEM
JIOCTaTOYHOT'O KOJIMYECTBa
Hay4HbIX U IPAKTUYECKUX
HMCTOYHUKOB I10 TEME,
CTYJICHT B TIOTHOM 00BeMe
OTBEYAET Ha BOIIPOCHI TEME
JIOKJIaJa,;

«4» — Jloknazg B eiaom
COOTBETCTBYET 3as1BJICHHOU
TEeMe, BBITIOJIHEH C
MPUBJICYEHUEM HECKOJIBKUX
HAYYHBIX U MTPAKTUIECKUX
HMCTOYHUKOB I10 TEME,
CTYJICHT B COCTOSIHUU
OTBETHUTH HA YaCTh BOIIPOCOB
0 TEME JIOKJIa/1a,;

«3» — Jloknam He COBCEM
COOTBETCTBYET 3as1BJICHHOU
TEMe, BBITIOJHEH C
HCIIOTH30BAHUEM TOJBKO 1
WA 2 UCTOYHHKOB, CTYACHT
JOIYCKaeT OIMOKH Npu
W3JI0’)KEHUU MaTepuana, He B
COCTOsIHHNHN OTBETUTH HaA

VK-4.1;
VK-4.2;
VK-4.3;
VK-4.4
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BOITPOCHI TI0 TEME JTOKJIaJa;

«2» — IOKJIaTIYUK HE PACKPHIIT
TeMy.

IIpesenTanus

[TybnmaHo€e BBICTYIUIEHHE
C MMpeACTaBJICHUEM
IMOJIY4YCHHBIX PC3YyJIbTATOB
B riporpamme Microsoft
PowerPoint

«5» — IlpencraBnsemas
nHpOpMaLuUs
CHUCTEMAaTU3UPOBAHA,
[OCJeN0BaTeIbHA U
JIOTUYECKHU CBS3aHA.
[IpoGnema packpeita
noaHocThio. [IIupoko
HCIIOIb30BaHbl BO3MOKHOCTH
texHosiorud Power Point;

«4» — [Ipencrapisgemast
nH(pOpMAIUs B IISJIOM
CHUCTEeMAaTH3UPOBAHA,
TociieIoBaTebHA U
JIOTHYECKH CBSI3aHa
(BO3MOKHBI HEOOJIBIIINE
orkiioHenus ). [Ipobaema
packpsita. Bo3aMoKHBI
HE3HAYMTEIBHBIC OIIMOKU
ipu oopmieHnn B Power
Point (ae 6onee nByX);

«3» — IIpencrasngaemas
nH(popMaIus He
CUCTEMAaTHU3UPOBaHA U/WIIU HE
COBCEM ITOCIIEI0OBaTENbHA.
[IpoGnema packpsiTa He
MMOJIHOCTHI0. BBIBOJIBI HE
C/IeIaHbl WK HE
obocHoBaHBL. Bo3MoxxHOCTH
texunosorun Power Point
UCIIOJIb30BaHbI JIUIIIb
YaCTUYHO;,

«2» — IlpencraBnsiemast
nH(popMaIus He
CUCTEMAaTHU3UPOBAHA.
Bo03MOXHOCTH TEXHOJIOTUH
Power Point ucrons30BaHbI
JIAIIB YaCTHYHO.
MHOTOYHCIIEHHEI OITHOKHI
pu 0(hOPMIICHHUHU.

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

TecrupoBanue

TecTupoBaHue MOXKHO
MIPOBOJIUTH B opMe:

®  KOMIBIOTEPHOTO
TECTUPOBaHMUS, T.€.
KOMIIBIOTEP MTPOU3BOIBHO
BBIOMPAET BOIPOCHI U3
0a3bl JaHHBIX 110 CTEICHU
CJIO’)KHOCTH;

®  TMCHMEHHBIX
OTBETOB, T.€.
MIpenoAaBaTeib 3a1aeT
BOIPOC U JAET HECKOJIBKO
BapHAaHTOB OTBETA, a

COTJINYHO» — J10JIA
MpaBUIILHBIX OTBETOB 80-
100 %;

«XOPOIIOY — 0JIS
MIPaBUIIbHBIX 0TBETOB 60-
79 %;
«yIlOBJIETBOPUTEIILHOY» —
JIOJIsI TPABUIIBHBIX OTBETOB
40-59%;
«HEYJIOBJIETBOPUTEIHHO» —
JI0J1s1 TPAaBUIIBHBIX OTBETOB
meHee 40%.

YK-4.1;
YK-4.2;
YK-4.3;
YK-4.4
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CTYJICHT Ha OTJEJIHHOM
JINCTE 3aIKMChIBACT
HOMEpa BOIIPOCOB U
HOMeEpa
COOTBETCTBYIOIINX
OTBETOB

JemoHcTpanus
MNPaKTUYECKUX
yMEHUHI

OcCBOEHHBIH CyOBEKTOM
Croco0 BBITIOJTHEHHS
JICUCTBUSA,
obecrneunBaeMbIit
COBOKYITHOCTBIO
NpUOOPETEHHBIX 3HAHUH 1
HaBBIKOB

«5» CTyeHT oKa3bIBaeT
XOpoIie 3HaHuS y9eOHOTO
MaTepHaia Mo Teme, 3HaeT
AJITOPUTM TIPAKTHYECKOTO
yMeHHs (MaHHITYIIALNN),
MOCJIeI0BATEILHO
JEMOHCTPUPYET
npakTHdeckue ymeHus. [laer
yIIOBIETBOPUTENBHBIC OTBETHI
HAa JIOTIOJIHUTENbHBIE
BOIIPOCHI.

«4y» — CTyaeHT BrnajeeT
YIOBJIETBOPUTEITHHBIMHU
3HAHUSMU TI0 TIPAKTHYECKUM
YMEHHSM, IEMOHCTPUPYET
MIPAKTHIECKHE YMEHUS C
OIMOKaMU, HY>KIAeTCs B
MOJICKa3Kax MPernoiaBaTels,
JIaeT HETOJHEIEC OTBETHI Ha
[TOCTaBIICHHBIE BOIIPOCHL.

«3» — CtyzaeHT BrnajeeT
OTPBIBOYHBIMH 3HAHUSMU TIO
MPaKTUYECKUM YMEHUSIM,
3aTPYAHSIETCS B YMEHUU UX
OCYIIECTBUTH, IACT
HEIIOJHBIE OTBETHI Ha
MTOCTABJICHHBIE BOTIPOCHL.

«2» — CTyIeHT He 3HaeT
ITOPHUTM MPAKTHYECKOTO
yMeHHs (MaHHITYIISAINHN )
W/WITA HE MOKET
NPOJIEMOHCTPUPOBATH
MPAKTUYECKOE YMEHHE
(MaHHTTYIIAINIO).
3aTpyaHseTcs ¢ OTBETaMHU Ha
MOCTaBJICHHBIE BOMPOCHI.

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

Keitic-3amaun

OOGyuatomuii MaTepual,
UCTIONIB3YIOIIUH OTMMCaHKe
peanbHBIX
9KOHOMUYECKHX,
COLIMAILHBIX U OU3HEC-
CUTYyalni, OCHOBAHHBIX
Ha peajbHOM
(bakTHUecKOM MaTepuae
WM K€ MPUOTMKEHBI K
pEabHOM CUTYaIUH.
OO0yuatomuecs JOJKHBI
UCCIIE/IOBATh CUTYAIIHIO,
pa3o0paThcs B CyTH
po0JIeM, MPEIOKUTH

«3a4TeHoy, €CJIM OTBET Ha
BOIIPOC 33/1a4M AaH
npaBuiIbHEIA. OObsICHEHHE
XO0JIa ee peleHus: NoApoOHoe,
1ocIeI0BaTeNbHOE,
rpaMOTHOE, €
TEOPETUICCKUMH
000CHOBaHUSAMH (B T.4. U3
JIEKIIMOHHOTO Kypca), C
HEOOXOIUMBIMHA
MOSICHEHHUSIMU |
JEMOHCTPAIIUSIMI;, OTBETHI HA
JOTIOJTHUTENIbHBIE BOIIPOCHI
BEpHBIC, YETKHE.

YK-4.1;
YK-4.2;
YK-4.3;
YK-4.4
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BO3MOJKHBIE PELICHUS U
BBIOpATh JydIllee U3 HUX.

Honyckarorcs
HE3HAUUTEIbHBIC HETOYHOCTH
1 3aTPYAHEHUS.

«He 3auteno», OTBeT Ha
BOIIPOC 3a/1a4X HE JTaH WU
JIaH HE BIIOJIHE TIPABMIIBHBIH.
OOBgcHEHNE X0/1a €€
peIIeHusT HETOCTaTOTHO
MOJIHOE,
HETIOCIIEI0BATENBLHOE, C
OIMOKaMH, CIa0BIM
TEOPETHUECKUM
000CHOBaHUEM (B T.4.
JICKITMOHHBIM MaTEPUAaIOM),
TIOTIOJTHUTETHHBIC BOITPOCHI
HEA0CTATOYHO YETKHUE, C
OIIMOKAMMU B JE€TANISIX WA
BBI3BIBAIOT 3aTPyTHEHUS.

KonTponbhas
paborta

COop uHpopMaIyu 1Mo
BBISICHEHHIO YPOBHS
YCBOEGHUS IPOUJECHHOTO
MaTepuana

«5» — conepxxanue
COOTBETCTBYIOT
MIOCTABJIEHHBIM LN U
3ajauaM, U3JI10KEHUE
MaTepuasa OTIMYacTCs
JIOTUYIHOCTBIO M CMBICTIOBOM
3aBEPIIEHHOCTBIO, CTYICHT
MoKa3aj BiIajecHue
MaTepuaioM, yMEHHE YETKO,
apryMEHTHPOBAHO H
KOPPEKTHO OTBEYATh Ha
IMOCTAaBJICHHBLIC BOIIPOCHI,
OTCTanBaTh COOCTBEHHYIO
TOYKY 3pEHUS,

«» — conepxanne
HEJ0CTaTOYHO MOJHO
COOTBETCTBYET
MTOCTaBJICHHBIM LIEJIU U
3aJlayaM MCCIIeZIOBaHuS,
paboTa BBITIOJIHEHA HA
HEIO0CTaTOYHO IIHMPOKOI
HCTOYHUKOBOH 0aze U He
YYMTBIBAE€T HOBEHIIINE
JNOCTHKEHHUS HAYKH,
H3JI0KEHUE MaTepraia HOCUT
MIPEUMYIECTBEHHO
OnucaTeNbHbINA XapakTep,
CTYZEHT I10Ka3aJl I0CTATOYHO
YBEPEHHOE BJaJlcHHE
MaTepuanioM, OJHAKO
HEJ0CTaTOYHOE YMEHHE
YETKO, aprYMEHTHPOBAHO U
KOPPEKTHO OTBeYaTh Ha
[IOCTaBJIEHHBIE BOTIPOCHI U
OTCTauBaTh COOCTBEHHYIO
TOYKY 3PEHUS;

«3» — cotepKaHue HE
OTpa)kaeT 0COOCHHOCTH

VK-4.1;
VK-4.2;
VK-4.3;
VK-4.4
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POOJIEMaTUKH TEMBI,
coJiep>kaHue paboThI He
MOJTHOCTBIO COOTBETCTBYET
MOCTaBJIICHHBIM 3a]1auaMm,
HUCTOYHUKOBas Oa3za
(bparMeHTapHa u He
MO3BOJISIET KAYECTBEHHO
pELINTH BCE MOCTABJICHHBIC B
pabote 3ajaun, paboTa He
YUHUTHIBAE€T HOBEHIIINE
JOCTYDKEHHST UCTOpUOTpadun
TEMBI, CTYJICHT MOKa3aJl
HEYBEPEHHOE BIIJICHUE
MaTepHalioM, HeyMeHHe
OTCTauBaTh COOCTBEHHYIO
MO3HUIIMIO ¥ OTBEYATh Ha
BOTIPOCHI;

«2» — paboTa HE UMeeT
JIOTUYHOU CTPYKTYPBHI,
coJiep>kaHue paboThI B
OCHOBHOM HE COOTBETCTBYET
TeMe, ICTOYHUKOBas 0a3a
HEJO0CTAaTOYHA AJISl PeILCHUS
IIOCTABJICHHBIX 3aJa4,
CTYZAEHT MOKa3aJl
HEYBEPEHHOE BJIaJICHUE
MaTepHuasoM, HeyMeHHe
(dhopMynHupoBaTh
COOCTBEHHYIO MTO3UIIHIO.

['pynnoBas O1LileHOYHOE CPENCTBO, «3a4TEHOY» — O0yYarONIHiCs YK-4.1;
JUCKYyCCHs MO3BOJISIONIEE BKIFOYNTh | IEMOHCTPUPYET 3HAHUE YK-4.2;
oOyJaronmxcs B IpoIece | Marepuala 1o TeMe pasjena, YK-4.3;
o0Cy)IeHUS OCHOBAaHHBIE Ha 3HAKOMCTBE C VK-4.4
MIPEJICTABICHHON TEMBI, 00s13aTeIbHON TNTEPaTypOr U
MPOOJIEMBI U OLICHUTh UX | COBPEMEHHBIMHU
YMEHHE apryMEHTUPOBATh | MyOJIMKAIMSIMU; AKTUBHO
COOCTBEHHYIO TOUKY Y4acTBYeT B AUCKYCCHUH; IaeT
3peHwusl. JIOTUYHEIE,
apryMEHTUPOBAHHBIC OTBETHI
Ha TOCTaBJIEHHBIE BOTIPOCHI.
«HE 3aYTEHO)» — OTCYTCTBHE
3HaHUM 110 U3y4aEMOMY
pazzeny; Hu3Kasi akTHBHOCTh
B JIMCKYCCHH.
Jlexcnaeckmii CpencTBo npoBeEpKH «OTIUYHO» — A0 YK-4.1;
JUKTaHT 3HAHMS JIEKCUKO- MpaBUIBHBIX 0TBETOB 80- VK-4.2;
rpaMMaTHYEeCKOTO 100%; VK-4.3;
MHUHUMYMa 110 U3y4aeMO | «XOPOIIO» —10JIA YK-4.4

TeMme B 00beMme,
HEOOXOIMMOM JIJIsI
paboThI C HHOS3BIYHBIMH
TEKCTaMU B MPOIIeCCce
podeCCHOHATTEHOM
JICATSIIbHOCTH.

MIPaBHIJIBHBIX OTBETOB 65-
79,9%;
«yIIOBIIETBOPHUTEIILHOY» —
JI0J1s1 TPAaBUIIBHBIX OTBETOB
50-64,9%;
«HEYIOBJIETBOPUTEIILHOY —
JI0J1s1 TPAaBUIIBHBIX OTBETOB
MeHee 50%.
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10.

ITepeBon Tekcra

CpencTBo IpoBEepKH
coOroICHUS
rpaMMaTHYecKuX,
CUHTaKCUYECKHUX,
opdorpapugeckux
TIPaBUJI, COOJTIOICHHS
SI3BIKOBOM HOPMBI M CTHIIS
NpY TIEPEBOIE C
WHOCTPAHHOTO SI3bIKA Ha
pPOJHOM, aIeKBaTHOCTh
nepeBoJia TeKCTa-
OpUTHHAJIa Ha POJTHOMN
SI3BIK.

OnennBaeTcs TOYHOCTh U
MIOJIHOTA TIepeavn KaKk
OCHOBHOM, TaK 1
BTOPOCTEIIEHHOU
nHpopmanun. [lepeBog
ouenunBaercs B 100 6annos.
IIpu 5TOM 32 paBUILHBIN
MepeBOI;

1) nexcuuecKux enTuHHIL
maetcs ot 0 o 40 6amtoB
(BepHBII BEIOOP
9KBUBAJICHTOB CJIOB;
IepeBeIeHBI BCE CIIOBA, KaK
HEUTpaJIbHOM, TaK U
TEPMHUHOIOTUIECKOM
JICKCHKH; TIepeIaHbl BCE
peanuy ¥ IMeHa
COOCTBEHHBIC; MTPABUIIHLHO
nepeBeieHbl Bce CBOOOTHBIE
1 yCJIOBHEIE
CJIOBOCOYCTAHHS);

2) rpaMMaTHYECKUX €UHHIL U
KOHCTpyKImit ot 0 1o 40
0aoB (BEpHBIH MTEPEeBO
BUJIOBPEMEHHBIX GopM
rJIaroyia, 3ajiora u
HaKIJIOHEHUS TJIarona,
MOJIaNbHBIX TJIar0JIOB,
HEJMYHBIX (OpM Titarona u
KOHCTPYKUUH C HUMU;
MIPaBUIILHO TIEPEIaHO YHCIIO U
nasiex CyIeCTBUTEIbHBIX;
YUTEHBI [TPH TIEPEBO/IE
CTETICHH CPaBHEHUS
NpUIIaraTeNIbHBIX U HAPSUHid);
3) CHHTaKCHYeCKHUX
koHcTpyKiui ot 0 70 10
0ayioB (BepHO BRIOpAHO
3Ha4YEHHUE CJIOB-
3aMeCTUTEIeH; TIepeIaHbIl
ampaTuIecKue
KOHCTPYKIIMH);

4) CTHIINCTUYECKU
MIPaBUIIbHBIN (aIeKBATHBIH)
riepeBoy ot 0 1o 10 Gamos.
IlTkana cooTBeTCTBUSA
KOJIMYECTBA HAOPaHHBIX
0aJJIOB OIIEHKE 10
NHCEMEHHOMY TIePEBOY:
100-86 6amIoB — «OTIIMIHOY,
85-76 6a1510B — «XOpOLIOY,
75-55 GamoB —
«YIIOBIIETBOPUTEIHLHOY,

54 Gamta u MmeHee —
«HEYJOBJIETBOPUTEIHHOM.
ITokaszaTenu nepenauu
OCHOBHOT'O COJepKaHUsI

VK-4.1;
VK-4.2;
VK-4.3;
VK-4.4
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OILIEHUBAIOTCS 110 4-0aIbHON
LIKaJe:

5 6amToB (OTIUYHO),

4 6ama (XopoIro),

3 Oanna
(YIOBIIETBOPUTEIHHO),

2 Ganna
(HEYIOBIETBOPUTEILHO).
Banner cymmupyroTces, u
BBIBOJIUTCS CPEIHUIN OalL.

6.2. MeToanuyecKue MaTepHuaJbl, ONpEeaACJHHAIOIINE ITPOUHECAYPHI OLICHUBAHUA 3HaHHi7[, YMeHHﬁ,

HABBIKOB M (MJIM) ONBITA AEATEIbHOCTH, XaPAKTEPU3YIOIIHUX 3TANbI GopMUPOBAHUS
KOMIIETEeHIHIi B Npolecce 0CBOECHHsI OCHOBHOI NpodeccHoHAIbHON 00pa30BaTeIbHOM

MPOrpaMMsbl
No ®opma kouTpoJs/ | Ilpouexypa oneHuBaHusA IIxasa 1 KPUTEPHUHU OLEHKH, OAJLT
KO/bI
OLIEHMBAaEMbIX
KOMIIeTEH N i
3ayer / IIpaBunbHOCTE OTBeTOB Ha | OLEHKA «3a4TE€HO» BBICTABISIETCS B TpeX
YK-4.1, BCE  BOMpOCHl  (BepHOE, | Ciaydasx:
VK-4.2; YEeTKOE U J0cTaToyHo | 1. MPaBUIIBHOCTH MCIIOJIB30BAHUS SI3BIKOBOTO
YK-4.3; rIyOOKOE M3NIOKEHHE UEH, MaTepuraia (t.e. COOTBETCTBHE
YK-4.4 TIOHATHH, PAKTOB U T.1I.); rpaMMaTHYECKHUM, JIEKCUYECKUM u
Coueranue TIONHOTHI H (OHETHYECKMM HOpPMaM HHOCTPAHHOTO
JAKOHWYHOCTH OTBETA; SI3BIKA).
Hammume ~ mpakTudeckwx | 2. MONHOTA W QJ€KBAaTHOCTh ITOHUMAaHHSA
YMEHUI 10 JUCHUILUIMHE coJiepKaHus YCIBIIIAHHOTO u
(BbITIOTHEHHE MPOYUTAHHOTO.

MPAKTHYECKOTO  3a/IaHu,
COOTBETCTBYIOIIETO JTFO0OM
TEME n3y4aeMou
JUCLIUATUIAHEL);
OpueHtupoBaHue B
y4eOHOM,  HAy4yHOH U
CIEIATLHOM JINTEPATYPE;
Jloruka u
apryMeHTHPOBAaHHOCTb
W3IIOKEHUS;

I'pamoTHOE
KOMMEHTHPOBaHHE,
MpUBE/ICHUE MIPUMEPOB,
aHAJIOTHI;

KyneTypa oTBera.

3. KOPPEKTHOCTb U CJIOXKHOCTh MMHUCbMEHHOTO
BBICKA3bIBaHUS c TOYKH 3pEHHUs
ColepXKaHUs M YPOBHSA  SI3bIKOBOM
TPYAHOCTH, COOTBETCTBUE CTHIIIO U KAHPY
IIMCBMEHHOI'O BBICKA3bIBAHMSI.

«3a4TeHO0» BBICTABISETCS, KAK MUHUMYM, TIPH

YCBOEHHH o0yJaromumcest OCHOBHOT'O
MaTepuaiga, B  HM3JIOXKEHHH  KOTOPOIO
JIOTYCKAIOTCA ~ OTHENbHbIE  HETOYHOCTH,
HapyleHne MIOCJIEI0BATENILHOCTH,
OTCYTCTBHE  HEKOTOPBIX  CYLIECTBEHHBIX
Jieraiei, HAMEIOTCS 3aTpyAHECHUS B

BBITTOJITHCHUUIIPAKTUYCCKUX 3aHaHHﬁ.

OrneHka «HE 3a4TE€HO» BBICTABISIETCS B TOM
ciydqae, Korja oOydaromuiics He BiameeT
3HAYUTEIEHON 4acThIO marepuaia,
JIONyCKaeT MNPHUHIMIHAIBGHBIE OMIHMOKH, C
OONBIIMMHU  3aTPYJHECHUSIMA  BBIMOJIHSIET
MpakTU4YecKue  paboOThl,  €CIM  OTBET
CBHUJIETENILCTBYET 00 OTCYTCTBHM 3HAHUH IO
IpeAMETy,  TEOPETHYECKOe  COJCpKaHHe
yueOHOW  JHCUUIUIMHBI ~ HE  OCBOEHO,
HEO0XOIUMBbIE NpPaKTUYECKUe  YMEHHs
paborel He chopmupoBansl, 50 u Oonee
MIPOIICHTOB yueOHBIX 3aJlaHui,
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MIPEYCMOTPEHHBIX MPOrpaMMoll 00yJeHus,
HE BBITIOJNHEHBI, COJEpKaT rpyOble OUIHOKH,
JIOTIONTHUTENIbHASL CaMOCTOSATENbHAs PpadoTa
HaJI MaTepHraIoM JIACTIUTUTAHBI HE
MpoBeieHa, JHO0 KayecTBO BBIMONHEHUS
HU3Koe, Ooubinoe uucio 3anstud (50 % wu
Oonee) mpomymeHo 0e3 YBaXUTEIHHOU
MpUYHHBL ¥ 03 Tocneayomeil oTpaboTKH.

6.3. TunoBble KOHTPOJIbHbIE 32/IaHUS] WJIH MHbIEe MAaTEePHAJIbI, He00X0AUMbIe /1JIsl IPOLeAYPbI
OlleHUBAHNS 3HAHU, YMeHUii, HABBIKOB U (UJIN) ONBITA /IeSATEILHOCTH, XapPAKTEPH3YIOIIHNX
sTanbl GOPpMHUPOBAHNS KOMIIETEHIMH B NPoLecce 0CBOEHHUsI OCHOBHOM NMPo¢ecCuoHANbHOMI

0o0pa3oBaTeIbHON MPOrpaMMblI
6.3.1. TunoBble 3aJaHus 1JIsI IPOBEAEeHNsI TEKYIEr0o KOHTPOJISA 00y4aomuX csl
6.3.1.1. TunoBbie BAPUAHTHI TECTOBBIX 3aJaHUIl

Bapmuanr 1

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

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

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

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

a) superiors  b) secretaries c) chefs

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

5. Theyshould also .............. their progress regularly.
a) test b) improve c) evaluate

6.  Secondly, they should ............. themselves ambitious goals.
a) find b) make c) set
7. 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
8.  Thatis how they can ............... both personal and professional success.
a) achieve b) grow c¢) demand

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

a) results b) conclusions c) statistics
10. Our ............. at the close of the year was 140 million euros.
a) revenue b) cash flow c) share
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11.

12.

13.

14.

15.

16.

17.

18.

19.

20.

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.
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 b) 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
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10.

11.

12.

13.

14.

15.

c) huge income
encourage firms to invest in the research and development of new products

and production techniques.

a) patent law
b) buyers and sellers
C) consumers

Horizontal and vertical combinations have been common since

a) the mid — 1960s
b) the mid — 1970s
¢) 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
c) production facilities

One of the major disadvantages of corporate mergers for consumers is

a) decreased efficiency and profits
b) increased competition in the marketplace
c) 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
c) determining the needs and wants of target markets

Under the marketing concept, companies produce
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a) what consumers want
b) unsought goods
c) highly affordable goods

16. If the demand for a product in the market is bigger than the supply the companies should .

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
c) consumers are hesitating to buy

6.3.1.2. [IpuMepHBIe TEMBI A0OKJIAT0B H COOOIIEHUI

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

6.3.1.3. [IpumepHbIe TeMBbI Mpe3eHTaAMIT

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.

orwdPE

6.3.1.3. [IpumepHbIe TEMbI TPYNNOBBIX AUCKYCCHIA
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. [IpumepHBbIii epevyeHb JeKCHYECKUX eIMHUIL IS JTeKCHYECKOr0 TUKTAHTA

Tema: Business English: Talking on the phone (politeness). Business English: Talking on the
phone (politeness).
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Mory 51 st HOTOBOPHUTH C ...7
S Bac coenunsito.
[TogoxxnuTe OIHY MUHYTY.
Boi mopoxnere?

Bbl ommbnuce Homepom
Howmep 3ansr.

Ero ceituac Her

Emy nepenates 4To-HUOYAB?
Jla, MeHs 3TO yCTpauBaer.
’Knats BcTpeuw c...
[TepenaiiTe OONBIION MTPUBET. ..
[ToaTBEpAUTH BCTpEUy
[Iepenectu BcTpeuy Ha...

Tema: Business English: Reservation

XpaHUTh (AepKaTh) BHYTPH KOMaH/IbI
COOJII0/1aTh OKOHYATEIbHBIE CPOKH
nopy4ars padoTy

KOMaH/iHas paboTa

UMETh BO3MOYKHOCTb

JTOCTHKHMBIE LIEJTH

9acThIe CIIOPHI MEX/TY WICHAMHU KOMaH/IbI
CIIEI0BATEIILHO

cwiia (CUJIbHasi CTOPOHA)

JETTUTHCS C

HE37I0pOBasi KOHKYPEHIIUS
pelarumn

BBIIIOJIHATD 3alaHUs, IOPYUCHHBIC (HpeHHaSHa‘ICHHHe) KOMY-TO

(dbopMupoBaTh U COXPAHATH 3D (HEKTUBHYIO KOMAHIY
HE UMETh ycrexa

obecrieunBaTth (rapaHTUPOBATh)

JeTUTh OTBETCTBEHHOCTb

ONIBITHBIN

ciaboe 3B€HO

MIPEBHIIATh YCTAHOBICHHBIN IMMHUT BPEMEHHU

BHOCHTb JI€30pTaHU3alINI0 (IIOJIPBIBATH JUCLUILIUHY)
OpaTbcs 3a yperyaupoBaHHe JITUTEIBHBIX Pa3HOTIIACHI
MOOMIPSATH TUCKYCCUU (CIIOPHI)

Tema: Strategic management in Great Britain and the USA

OpraHmzalysi, ycTpoicTBo, 00beIMHEHUE, CTPYKTYpa
MEHEJ[KEp, YIPABIISIONINN, PYKOBOIUTEIh, TUPEKTOP
yIIpaBJICHUE TTIEPCOHATIOM

BJIACTh, IIOJITHOMOYHE, OPTaH BIACTH, aBTOPHUTET, 3aKOH
rio0ann3anus, BCeMUPHOE PacIpoOCTpaHEHHE
YEJIOBEYECKUN KanuTall

pabOTHUK, COTPYIHUK, CITYKalTUil

paboToaTenb, HAaHUMATEb

pabouas cuna

KOHKYpPEHIIUS
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MPOM3BOAUTEILHOCTD, MPOAYKTUBHOCTH, BEIpAOOTKA
3aTpaThl

BJIMSIHUC

OecronuIMHHAs TOPTOBJIA

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

o OTIpENeNIATh
o MIPOU3OUTH, CITYIUTHCS, ITOTYIUTHCSI
Mpe/roiararTh, IpeaycMaTprBaTh, IPUBJICKATh
TpeOGoBaTh(-cs)

1eJb

obpaboTka

oOMeH

CTpEMJICHUE

TUIAHUPOBATh, TIPEIOJIAraTh
npeycMaTpuBaTh

MPEUMYIIECTBO

W3HAYaJIbHO

peaTn30BbIBATh, OCYILECTBIISATH, BHEIPATH
JTOCTHTaTh

MIPOTHO3UPOBATH

HaOOp mepcoHana

oOyueHue

pa3BuTHE

OLICHKH MPOM3BOUTEILHOCTH
KacaTbCsi, OTHOCUTHCS

TOpT

pabouas cuia

3apruiaTa

CIIUSTHUE

npuodpereHue

MPEEMCTBEHHOCTh

BKITIOUCHHUE

CTapTOBBIN

MOCBSIIATh

JI0Ka3aTeIbCTB

TEKy4eCTh

KaJpoB

HaHMMAaTh

CTPEMUTHCS

YMEHBIIIATh

6.3.2. TunoBble 3a1aHusA A1 NPOBEACHUS MPOMEKYTOYHON aTTeCTAMH 00y4aIOIMXCSH
6.3.2.1. [IpumepHbIe 3aJaHUsI KOHTPOJIbHOI 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
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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.

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 pe3epBHasl cucTeMa KOHTPOJIMPYET pasHOOOpa3Hble (DUHAHCOBBIE YUPEKICHUS U
aBIsieTca «0aHKOM OaHKHpOB». 2. Bce HamumoHanbHble OaHKH ABISIOTCS wieHamu DenepanbHOU
PE3EPBHOM CUCTEMBI, BJIAJICIOT €0 COBMECTHO C IIPaBUTEIbCTBOM. 3. banku — wiensl enepanpHoi
pE3epBHOM CHUCTEMBI BpeMs OT BpEMEHH OepyT CCyasl B MECTHBIX pe3epBHBIX OaHKax. 4.
@enepanbHas pe3epBHas CHUCTEMa NPEAOCTaBIsAET (PMHAHCOBYIO MOJJAEPKKY U KOHCYIbTHPYET
cBOUX 4WieHOB. 5. banku-unensl denepaJbHONW PE3epBHON CHUCTEMBI IOJIY4arOT AUBUJCHIBI HA
KaIuTall, KOTOPhIM BJIaJII0T pe3epBHble OaHKu. 6. DenepanbHas pe3epBHAsl CUCTEMa KOHTPOJIUPYET
MIOCTYIUIEHHUE JEHEXKHBIX cpeacTB. 7. CamMoe CUJIbHOE OpY)KHME CHUCTEMBbl — JONOJIHUTEIbHBIC
pe3epBHbIe o0s3arenbcTBa. 8. Ecnm GaHk aepxut Ha pykax 30 mpoueHTOB (OHIOB, OH MOXKET
naBath ccyay u3 octanbHbIX 70 mporentoB. 9. Korna ®@enepanbHas pe3epBHas CUCTEMa MOKYIaeT
IIPAaBUTEJILCTBEHHBIE IIEHHbIE OyMmaru, MocTyiuleHue jeHer ysenuuuaercs. 10. Cucrema
UCIOJIb3YET 3TH METOJbl JJIsi «TOHKOW HacTpOMKW» sKOHOMHKHU. 11. DenepanbHas pe3epBHas
CUCTEMA TAKXXE YCTAHABJIMBAET MPECIIbHBIE YPOBHU KPEIUTOBAHMSI, IIOKYIIOK KallUuTalla U LEHHBIX
Oymar. 12. OHa Takke mepemaer 4yeku u3 OaHKa, rJe OHM OBUIM YYTCHBI, B OAaHK, T/ OHU OBLIU
Bbimucanbl. 13. Cucrema cTpaxyeT BKJIAJbl Ha ciiydail 6aHkpoTcTBa Oanka. 14. OHa naeT KiueHTaM
CBEJICHUSI O COCTOSIHMM 0aHKa ¥ €ro HaJIMYHOI'O KaluTania.

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. TunoBble BONPOCHI K 3a4eTy

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.

©CoNo~wWNE
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14. Business English: Presentation.

15. Strategic management in Great Britain.

16. Strategic management in the USA.

17. Decision- making in public administration.
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. IpuMepHbIe TEKCTHI IJIsl IEPEBO/Ia U NMepecKas3a
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 %~ a supervisory 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."
/I 1.  There is a high turnover rate — perhaps higher
‘ S 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."”
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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.
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.

34



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.

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
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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
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
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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

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
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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
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
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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 "Identify your problems but give your power and energy to solutions.” .It 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
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 0§-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
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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
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

: 7 -
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
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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
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
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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
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
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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
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 | 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
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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
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. MeToanuyeckue MaTepHaJIbl, ONPeesiiolue NpoueIypbl OlleHHBAHUS 3HAHUIA, yMEHMUI,
HABBIKOB U (MJIH) ONBITA 1€ATEJIbHOCTH, XapaKTEePU3YyOIIMX 3TaNbl opMUPOBaAHUS
KOMIIeTeHIUi

C 1uenplo ompeAeNeHUss YpOBHSA OBJAJACHHUS KOMIIETCHIMSIMH, 3aKpEIUICHHBIMH 3a
JUCLMIUIMHOW, B 3aJaHHBIE IPENOJABATEIEM CPOKM IPOBOAMTCA TEKYLIMM M IPOMEKYTOUYHBIN
KOHTPOJIb 3HaHUH, YMEHUI M HABBIKOB KaXJIOr0 oOydaromierocs. Bce BHIBI TEKyIIEro KOHTPOJIS
OCYILIECTBIAIOTCS Ha NMPAKTUYECKUX 3aHATHAX. [Ipy OleHMBaHMM KOMIIETEHLUH NPUHUMAETCS BO
BHUMaHHE (OPMHUpPOBaHHE TPOPECCHOHATBHOTO MHPOBO33PEHHS, OIPEICIIEHHOTO  YPOBHS
BKJIFOYEHHOCTHU B 3aHATHSA, pe(IIeKCUBHbIE HAaBBIKH, BIIaJJICHUE U3y4YaeMbIM MaTEpUAJIOM.

[Iponerypa orieHMBaHUSI KOMIIETEHIIMK 00YJarOIMXCs OCHOBaHA Ha CIEAYIONUX CTaHapTax:

1. IlepoaAMYHOCTH MPOBEJCHUS OLIEHKU.

2. MHOTroCTyIeH4YaToCTh: OIeHKa (KaK IMperojaBaTesieM, TaKk U 00y4YarOMIMMUCS TPYIIIbI) U
caMOOLIeHKa oOydarouierocs, OOCYXJIEHHE pe3yJbTaTOB M KOMIUIEKC Mep I0 YCTPAHEHUIO
HEJIOCTATKOB.

3. EnuHCTBO MCHONBb3yeMOW TEXHOJOIMU JUIsl BCEX OOYYarOLIUXCS, BBIMNOJIHEHUE YCIOBUH
COIIOCTAaBUMOCTH PE3YJIbTaTOB OLICHUBAHMSI.

4. CobnroeHue 1nocie10BaTeIbHOCTH TPOBEACHUS OLIEHKU.

Tekymas arrecTauus odyuyawuuxcsi. Tekyias arrecTaius 00yJarmuxcs 1Mo JUCITUTUTHHE
«VlHOCTpaHHBIA S3bIK B MPO(ECCHOHATBHON JIEATENIbHOCTU» MPOBOJIUTCS B COOTBETCTBUHU C
noxkanbHbIMU HOpMaTUBHBIMU akTamMu OAHO BO MIICY u sBnsercs o0a3aTeabHOM.

Texymas aTrecranus Mo yueOHONW JUCHUIUIMHE MPOBOAUTCSA B (hOpME OIpOca U KOHTPOIbHBIX
MEPOIPUATHH MO OLIEHHBAHMIO (DAKTMUECKHUX pe3yJbTaTOB 0O0ydeHHs] oOydarolmuxcs u
OCYILIECTBIISAETCS MPENOIAaBATENEM IUCLIUIUINHEI.

OObeKTaMu OIEHUBAHMS BBICTYIIAIOT:

1.  yueOHas naucuUIIMHA (AKTUBHOCTb HA 3aHATHSIX, CBOEBPEMEHHOCTh BBIIOJIHEHHUS Pa3IMYHbIX

BUJIOB 33/1aHUM, IOCENIAEMOCTh BCEX BHUJIOB 3aHATUH IO aTTECTYeMOW JUCIMILINHE);

2.  CTeNeHb YCBOCHUS TEOPETUYECKUX 3HAHUI B KAUECTBE «KIIFOUEH aHaN3ay;
3. YPOBECHL OBJIAACHHUA IMPAKTHUYCCKUMHU YMCHHUSIMU W HaBbIKaMHW II0 BCEM BHJIaM y‘~I€6HOI>i
paboThI;

4. pe3ynbTaThl CAaMOCTOSITEIbHON PaOOTHI.

AKTHUBHOCTh O0YYarOIIErocsi Ha 3aHATUSAX OLIEHUBAETCSI HA OCHOBE BBIIIOJHEHHBIX UM PaboT U
3aJlaHuH, IPETYCMOTPEHHBIX TaHHOM paboyeil MporpaMMoil TUCHUTIIHHBI.

Kpome TOro, omneHuBaHue oOOYyYalOLIErocss IPOBOAMUTCS Ha TEKYIIEM KOHTpOJIe IO
aucuuiuinHe. OneHuBaHue 00ydarolerocs Ha KOHTPOJIbHOM HeZleNie MPOBOAUTCS MpenoaBaTeieM
HE3aBUCHMO OT HAJIMYHUs WJIM OTCYTCTBHSI oOydaromierocs (1o yBaXUTEIbHON MM HEYBaKUTEITbHON
MIPUYMHE) Ha 3aHATHU.

OneHuBaHue 00Y4aIOUIETOCs HOCUT KOMIUIEKCHBIM XapakTep M YUUTBIBAET JOCTHIKEHUS
o0yyJaromerocss Mo OCHOBHBIM KOMIIOHEHTaM Y4eOHOro Ipolecca 3a TEKyIIMd Iepuoj ¢
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BBICTABJIEHUEM OLICHOK B BEIOMOCTH.

IIpome:kyTouHasi arTecTanus odyyawmmxes. [Ipomexxyrounas arrecraus o0y4Jaromuxcs
10 y4eOHOW IUCLMIIIMHE MPOBOAUTCS B COOTBETCTBHU C JIOKAJbHBIMH HOPMAaTHBHBIMHM aKTaMHU
OAHO BO MIICY u sBisercst 00s13aTeIbHOM.

IIpomexxyTouHass arrecTanys MO y4yeOHOW IUCHMIIMHE IPOBOAUTCS B COOTBETCTBUHU C
yueOHBIM TuTaHOM Ha 2 Kypce 4 cemecTp B (hopme 3aueTa Al OYHOM, OYHO-3A0YHOM M 3a0YHOUH
¢dopM 00ydyeHHs B IEpPHUOJ 3aUeTHO-3K3aMEHALMOHHOW CECCHMM B COOTBETCTBUU C TIpapuKoM
IIPOBECHMUS.

OOyuaronyecss AONYCKAIOTCA K 3aueTy W JK3aMeHy 110 JUCHMIUIMHE IPU YCIOBHUHU
BBITIOJIHEHUSI UM Y4e€OHOTO IJIaHa MO JAWCIUIUIMHE: BBIMOJIHEHHS BCEX 3aaHUN M MEPONPHUSITHH,
IPESYCMOTPEHHBIX POrpPaMMOM IUCIUIINHBI.

Onenka 3HaHWH OOYYalOLIErocs Ha 3adeTeé M JK3aMEHE OMNpPEeIeseTcss ero y4eOHbIMU
JIOCTH)KEHUSIMM B CEMECTPOBBIM IEpUOJ M pe3ylbTaTaMHM TEKYLIEro KOHTPOJId 3HaHUU U
BBITIOJIHEHUEM UM 33/1aHUH.

3HaHUS YMEHHUs, HaBbIKM OOYYaIOLIErocs Ha 3adeTe OLICHMBAIOTCS KAaK: «3auTeHO», «HE
3aYTEHO».

3HaHUS YMEHHs, HaBbIKM OOy4yaroIlerocs Ha 3K3aMEHE OLIEHUBAIOTCS IO MATHOAIBHOM
IKAJIe: «OTIMYHO» — 5; «XOPOILIO» — 4; «yIOBICTBOPUTEIHHO» — 3; «HEYIOBIETBOPUTEIBHO» — 2.

OcCHOBO 17151 onpesiesieHNs] OLEHKHU CIY)KUT YPOBEHb YCBOEHHs 00ydyarolUMUCs MaTepuala,
IIPEelyCMOTPEHHOIO JAHHOM paboueil mporpaMmoi.

CryneHty, MoJIy4YUBIIEMY OLEHKY «HEYAOBJIETBOPUTEIBHO» MPEAOCTABIIACTCS BO3ZMOXKHOCTh
JUKBUJIMPOBATh 3a/J0JDKEHHOCTh 110 H3y4aeMOMYy Kypcy B JHM [epeciayd WiIH 10
WH/IUBUYAIIbHOMY IpaUKy, YTBEpKAECHHOMY JJ€KaHOM (aKyJbTeTa.

7. IlepeyeHb OCHOBHOII ¥ [ONOJHUTEJLHOI Y4eOHOl JUTepaTypbl, HeO0OXOAMMOM sl
OCBOCHUS TUCHMILINHBI

a) OCHOBHAasI yueOHas JJuTepaTypa:

1.  HMuHocTpaHHBIHA A3bIK TPOGECCHOHANIBHOTO OOIIEeHHS (QHTTIUICKUI fA3bIK) : yueOHOe mocobue /
N.b. KomesapoBa [u nap.].. — Boponex : BopoHexckuil rocyapcTBEHHbI YHUBEPCUTET
WHXKeHepHbIX TexHonorui, 2018. — 140 c¢. — ISBN 978-5-00032-323-6. — TekcT :
anekTpoHHbIid // [IPR SMART : [caiit]. — URL: https://www.iprbookshop.ru/76428.html. —
Pexum nocryna: Ui aBTOpU3Hp. MOJIB30BaTENEH.

2.  Kocrepuna IO.E. JlenoBoii anrmuiickuii s3pik = Business English : yde6Hoe mocobue /
Kocrepuna IO.E., Jlacuna M.B., Bsasuruna C.}O.. — Owmck : OMckuii rocyqapCTBEHHBIN
TexHu4eckuit yHuBepcurer, 2020. — 96 c¢. — ISBN 978-5-8149-2981-5. — Tekcr :
anextponHsbIi / IPR SMART : [caiit]. — URL: https://www.iprbookshop.ru/115417.html . —
Pexxum noctyna: 1uist aBTOpU3Up. MOJIb30BaTENEH.

3. Anskuna H.B. AHrmmiickuii si3bIK — 1151 MEXKYJIBTYPHOTO OOIIEHHS: 0COOEHHOCTHU SI3BIKOBOM
KyJbTYpBI M HAIIMOHAILHOTO CBOE0Opa3usi aHroroBopsimux crpad = English - for intercultural
communication: features of language culture and national identity of English-speaking
countries : yueOHOe mocoomne (A1-A2) / Anaxuna H.B., Mapyksan X.A., Comoa N.1O.. —
MockBa : YHHBEpCHUTET MHPOBBIX LuBWIM3alMid umeHn B.B.Kupunosckoro, 2022. —
146 c. — ISBN 978-5-907445-94-9. — Tekcr : anmekrponnsiii / [IPR SMART : [caiiT]. —
URL: https://www.iprbookshop.ru/126931.html . — Pexum nocryma: it aBTOPHU3UP.
ITOJIB30BATEIIEH.

0) 1onoJHUTeIbHAA yueOHas JuTepaTypa:

1.  Andepona T.A. CamocTOATENBHO FOTOBUMCS K TECTY MO IpaMMAaTHUKE aHIIMHCKOTO s3bIKA :

yueOHoe mocobue / AndepoBa T.A.. — HopocuOupck : CuOupckuii rocynapcTBEHHBIH
YHHUBEPCHUTET TeJeKoMMYyHUKaruii u nHpopmatuku, 2018. — 181 €. — TekcT : 37eKTpOHHBII
// TPR SMART : [caiitr]. — URL: https://www.iprbookshop.ru/84085.html . — Pexum
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JOCTYyTa: JJI aBTOPU3UP. MOJIb30BaTEINEH.

2. WsmaitnoBa M.A. JlenoBoe oOmienue : yue6Hoe mocobue / M3maiinoBa M.A.. — Mocksa :

HamkoB u K, 2021. — 252 ¢. — ISBN 978-5-394-04151-8. — Tekct : snektponnsiii // IPR
SMART : [caiit]. — URL: https://www.iprbookshop.ru/107778.html . — Pexxum noctyna: mis
aBTOPHU3UP. OJIB30BaTEIICH.

Kapakuuesa B.JI. Illar x ycmexy B Ousnece. KopropatuBHas KyibTypa. Stepping-stone to
Success in Business. Corporate Culture : yuebHoe mocobme / KapakumeBa B.JI.. —
HoBocubupck : HoBocuOupckuii rocynapcTBeHHbIH TeXxHUYecKuid yHuBepeuter, 2019. — 74
c. — ISBN 978-5-7782-3751-3. — Tekcr : anekrponnsiii / [IPR SMART : [caiit]. — URL.:
https://www.iprbookshop.ru/99244.html . — Pexxum poctyna: st aBTOPU3HP. MOJIb30BATEIICH.
Kupunnora WM.K. I'pammaruka aHrimuiickoro s3bika. COOpPHHK yIpaXHEHUH : y4eOHO-
npaktudyeckoe nocodue / Kupunnosa UK., becconosa E.B., [IpocsiHoBckas O.A.. — Mocka

: MOCKOBCKHI TOCYHapCTBEHHBIN CTpOMTENbHBIN yHuBepcuretr, A Ilu Op Menua, ObC
ACB, 2016. — 147 c. — ISBN 978-5-7264-1295-5. — Tekcr : anekrponusiii / [IPR SMART

. [caiit]. — URL: https://www.iprbookshop.ru/48039.html . — Pexum pocryma: mis
ABTOPHU3UP. MOJIb30BATEIICH.
Jloxtiommua E.A. Introduction into Business / Jlokriomuna E.A.. — CapartoB : By3osckoe

obpaszoBanme, 2016. — 166 c. — Texkcr : snexrponnsiii / [IPR SMART : [caiit]. — URL:
https://www.iprbookshop.ru/38927.html (nata obpamenus: 18.07.2023). — Pexum moctyma:
IUISL aBTOPU3HP. MTOJIb30BATEIICH.

Mepkynoa H.B. Aunrmmiickuii s3pik B cdepe ympasinenusi / English for Management :
yuebHoe mocobue / MepkynoBa H.B.. — Boponex : BopoHexckuii rocyaapcCTBEHHBIH
apXUTEKTYpHO-cTpouTenbHblil yHuBepcurer, ObC ACB, 2016. — 124 c. — ISBN 978-5-
89040-582-1. — Tekcr : onekrponnsii // IPR  SMART : [caiit]. — URL:
https://www.iprbookshop.ru/59141.html . — Pexxum moctyna: uist aBTOPU3HP. MOJIb30BATEICH.
MycaeB P.A. JlenoBoil aHITIMACKUI S3bIK TOCYAAPCTBEHHOIO M MYHUIIUTIIAIBHOTO CIYXKAILEro :
yueOHoe nocobue / Mycaes P.A., Myprazuna 9.M.. — Ka3anp : Kazanckuil HallMOHAIbHBIH
MCCIIEIOBATENbCKUN TeXHOJorndeckuid yausepcurer, 2016. — 207 ¢. — ISBN 978-5-7882-

1921-9. — Tekcr

anektpounbii  / IPR SMART : [caiir]. — URL:

https://www.iprbookshop.ru/61841.html . — Pesxum noctymna: uis aBTOPH3HP. TOJI30BATEICH.

8. MeTroauyeckue ykazaHus AJ1sl 00y4ar0IIUXCS M0 0CBOEHHUIO U CHHUILJIMHBI

Bun nesateIbHOCTH

MeToauyecKkue YKa3aHHs 10 OPraHU3AIUH TeATeIbHOCTH CTY/IeHTa

HpaKTI/I‘IeCKI/Ie 3aHATHUA

IIpopaboTka pabouell mporpaMMel, yaenss oco0oe BHUMaHHE LEsM |
3aJa4aM, CTPYKTYpe W COAEpKaHWIO TUCHUIUIHMHBL [IpyM moaroroBke K
paboTe C TEKCTOM IMPOYMUTAaTh TEKCT BCIYX U IIEPEBECTH, MOJIb3YACH
cioBapeM; OBITh TOTOBBIM MOHHUMATh OOJIBLIME CIIOKHBIE B SI3BIKOBOM
OTHOIICHWH  XYJIOKECTBEHHbIE, TMPOPECCHOHATIBHO OPHEHTHPOBAHHEIC
TEKCTbI, CTaTbl M COOOIIEHHS TIO0 COBPEMEHHOIl mpobieMaTHKe MpH
HEOOXOIUMOCTH  IOJIB3YSICH ~ CJIOBApeM. bBBITH  TOTOBBIM  IOHMMATh
pasBepHyThIEe COOOIIEHUS PENoiaBaTeNsl, CBA3aHHbIE C OBITOBOI, yueOHOM,
a Takke MpodeccCHOHaTbHO-OPUEHTUPOBAHHON TeMaTHKoW. Eciu 3agannem
OblTa MOATrOTOBKA JOKJIA/a, AUAJIOTa, AUCKYCCHU, HEOOXOANMO 3allOMHUTH
TEKCT CBOETO BBICTYIUICHHS], C TEM YTOObI HE UUTATh €T0, a PACCKA3bIBATh.

NupuBuyansHbie
3aIaHns

3HAaKOMCTBO C OCHOBHOM U JONOJHUTENBHOU JIUTEPATYpOH, BKIOYAs
CIIPaBOYHBIC M3JaHUsA, 3apyOeKHbIE€ HCTOYHHKHM, KOHCIIEKT OCHOBHBIX
MOJIO)KEHUH, TEPMHHOB, CBEJICHUH, TPEOYIOIIUXCS IS 3allOMUHAHHUA W
SABIISIONIMXCS OCHOBONOJAraloIuMH B 3Toi TeMe. CocTaBiaeHHE aHHOTAIIHA
K MIPOYUTAHHBIM JINTEPATYPHBIM HCTOYHHUKAM U JIP.

IlepeBon Tekcra

[Ipu mepeBose peKOMEHIyETCS CIEAYIOMas IMOCIIEeIOBATEIHPHOCTE PabOTHI
HaJ| TEKCTOM:

1. OGpatute ocoboe BHMUMaHHE Ha 3arojIOBOK Tekcra. [IpouwraiiTe Bech
TEKCT JI0 KOHIIa M IOCTapalTeCh MOHAITEL €ro o0ITee cofepKaHue.
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2. Ilpuctynure k mepeBomy mnpemioxkeHui. [IpounTaiite mpemioxeHue u
ONpeAenuTe, MPOCTOE OHO WM CIOXKHOE. Ecnu mpeiokeHue CloKHOE,
pa3bepuTe ero Ha OTAENbHBIC MPEIIOKEHHUA (CIIOKHOMOAYNHEHHOE — Ha
TJIaBHOE W MPHUIATOYHOE, CIOXKHOCOYMHEHHOE — Ha TpocThie). Haiimure
000pOTHI C HEMUYHBIMU (POPMAMHU TIIaroia.

3. B mpoctoM mpennoxeHWM HaWIuTe CcHadana ckazyemoe (Tpymnmy
CKa3yeMoro) Imo JHYHOW ¢opMe Tlaroia, Mo CKa3yeMOMY OIpeAeNuTe
noJyIexariee (Tpymity Mo UIeKallero) U A0TOoIHeHHE (TPYIITY JOTOTHEHNUS).
4. Onupadch Ha 3HAaKOMBIE CJIOBAa, MNPUCTYNUTE K MEPEBOAY B TaKOM
MOPSIKE: TPYTIA MO~ JIEKAIIETO, TPYIIa CKa3yeMoro, TPyIIa JOTIOTHEHHS,
00CTOSITENTBCTRA.

5. Belenute He3HAKOMBIE CIIOBA U OMpPEAETUTE, KaKOH 4YacThi0 pedud OHM
spistorcsa. OOpamaiite BHIMaHne Ha Cy(Q(UKCH M MPEePUKCH STHUX CIOB.
Jnst ompeneneHuss MX 3HAYCHHWS TPUMEHSHTE S3BIKOBYIO JIOTAAKy, HO
npoBepsiiiTe ce0s ¢ moMompio cioBapsi. [IpounTalite Bce 3HaUEHHS CIIOBA,
NpUBEACHHBIC B CIOBapHOM cTaThe, M BBIOEpUTE Hambosee MOAXOASIICE.
[Tpu pabote co cmoBapeM HCMONB3YHTE UMEIOIINECS B HEM MPHIIOKEHHUS. 6.
Brimummre He3HAKOMEBIE CTIOBA, TIEPEBEIUTE X HAYEPHO (IOCIOBHO).

7. Ilpuctynure K epeBoay TEKCTA.

8. IIpoBeppTe COOTBETCTBHE KaxM0i (ppasbl mepeBoa OpUrHHAIY.

9. Orpenaktupyiite mepeBon. OcBoOomuTe TEKCT TiepeBoAa  OT
HECBOHCTBEHHBIX PYCCKOMY SI3BIKY BBIPaKCHUH B 00OPOTOB.

10. IlepenumuTe TOTOBBIM MTEPEBOI.

JlekcuyecKkuil TUKTAHT

[Ipy moAroToBKE K HAMMCAHUIO TUKTAHTA MMOBTOPUTH JICKCUYECKUN U
rpaMMaTH4ecKUil Marepuall, IpaBuUiia CIOBOOOpPa30BaHUA, CTPYKTYPY
MIPEJIOKECHUSI.

I'pynnoBas auckyccus

I'pynnoBass ~ Aguckyccus ~ MO3BOJISIET  ONPENEIUTh  YPOBEHb
c(OpMUPOBAHHOCTH MPO(PECCHOHATBHBIX KOMIIETEHLUN B YCIOBHSX
MaKCHUMaJIbHO MPHUOIMKEHHBIX K MpodeccnoHalbHO cpejie.

[l mpoBeneHus TpyNIoOBOM JUCKYCCHUH NPENoAaBaTelb, IMpeiaraet
HambOojee aKTyalbHYI0O TEMy U3  peallbHOM  OO0IIeCTBEHHO-
MOJIMTUYECKOM  OOCTAaHOBKHM, M  CTaBAT TMepe]  ayAuTopuei
poOJIeMHbIE ACIIEKThI, HA KOTOpPbIe 00y4aroImuics JOKEeH 00paTuTh
oco0oe BHHUMaHHE, CHOPMHPOBATH CBOK JUYHOCTHYIO TIO3UIIUIO,
000CHOBATH €€ M MOJITOTOBUTCS K Y4acTHIO B AUCKyccuu. [IpoBenenue
rPYNHOBOM JUCKYCCUU TMPEAINONaraeT yBUJETh CHOPMUPOBAHHOCTD Y
00yyYaromerocsi COOTBETCTBYIOIIUX KOMIIETEHIMH, B TOM YHUCIE
YMEHHME CTaBUTh MpoOsieMy, OOOCHOBBIBATH MYTH €€ BO3MOKHOI'O
paspelleHusi, YMEHHE BECTU LMBUIM30BaHHBIA IUAJIOT, OTCTaWBaTh
CBOIO TOYKY 3pEHMs, apryMEHTHPOBAHO OTBEYAaTh Ha IPaBOBbBIC
MO3UIMHU MHBIX YYaCTHUKOB I'PYNIIOBOM IUCKYCCHH.

CamocrosTenpHast
pabota

CamocTosiTenpHass paboTa TPOBOAUTCS C METbI0: CHUCTEMATH3AMUA H
3aKPETICHHS TTOTYYeHHBIX TEOPETHUECKUX 3HAHUNA U NMPAKTHIECKUX YMEHUH
oOyyaromuxcsi; yrayOlieHHs U pacllMpeHHs TeOpEeTHYECKUX 3HAHHH
CTYIEHTOB; (opMUpOBaHWS yMEHHH  HCHONB30BaTh  Y4eOHYyIO U
CIEIUAFHYI0 IJUTEPaTypy; Pa3BUTHS TIO3HABATENBHBIX CIIOCOOHOCTEH W
AKTUBHOCTH OOYYAIOMIMXCS: TBOPYECKON MHUIIMATUBBI, CAMOCTOSTEILHOCTH,
OTBETCTBEHHOCTH, OPTraHW30BAHHOCTH; (DOPMHUPOBAHUE CAMOCTOSITEITEHOCTH
MBILUICHHUS, CHOCOOHOCTEH K CaMOpa3BUTHIO, COBEPLICHCTBOBAHUIO U
camoopraHuzanuy; (GopMupoBaHus MPOPECCHOHANBHBIX KOMIIETECHIINH;
Pa3BUTHIO UCCIEAOBATENBCKUX YMEHUH 00YyJatOmNXCA.

@opMbl M BUABI CaMOCTOATENBHOHW pabOTBl: UYTEHHWE OCHOBHOH U
JIOTIOJTHUTENBHON JIMTEPATyphl — CAMOCTOSITEIbHOE M3YUYEeHHE MaTepHuaja Mo
PEKOMEHIYEeMBIM JINTEPATypHBIM HCTOYHHKAM; padoTa ¢ OHOIMOTEYHBIM
KaTajoroM, caMOCTOSITENIbHBIA MOA00p HEOOXOAWMOM JHTEepaTryphl; paboTa
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CO CJIOBapeM, CIIPaBOYHHMKOM; IOMCK HEOOXOAMMOH HH(pOPMAIMH B CETH

WHTepHeT; KOHCIEKTHPOBAaHHWE HMCTOYHHKOB; TIOATOTOBKA K Pa3IHYHBIM

dopMam TeKyIe u MPOMEXyTOUHOH aTTeCTalNH (K TECTUPOBAHMIO, 3a4eTy,

9K3aMEHY); BHINOJHEHHE JOMAIIHUX KOHTPOJIBHBIX PadOT; CaMOCTOATEILHOE

BBIMIOJIHEHWE  MPAaKTUYEeCKUX  33JaHUil  PENpOAYKTHBHOIO  THIA

(BHEayTUTOpHOE  YTCHME,  NUCBMEHHBIH  MepeBoA  MH(pOpPMAIHU

npodeccnoHarIbHOTO XapakTepa ¢ MHOCTPAHHOTO S3bIKa HAa PYCCKUHM, OTBETHI

Ha BOIIPOCHI, BBIOJHEHUE 33JaHUN 1O NPOUJCHHBIM TPaMMaTHYECKUM

TeMaM C HCIIOJIb30BaHUEM CIIPABOYHON JIUTEPATyphl, TECTHI; BHIIOIHEHHE

MHIMBHYaJIbHBIX U TPYNIIOBBIX TBOPYECKUX 3a/IaHHN).

TexHoNmorus OpraHW3ali  CaMOCTOSITENIFHON  PabOTBl  OOyYarOIIMXCS

BKITIOYAET HCIOJIb30BaHHE MH()OPMAIIMOHHBIX U MaTepPHATbHO-TEXHUUECKUX

pecypcoB 00pa30oBaTENBHOTO YUPEXKICHHS: OWONMOTEKY C YHTAIbHBIM

3aJI0M, YKOMIUICKTOBaHHYIO B COOTBETCTBHH C CYHIECTBYIOIIMU HOPMAaMU;

yueOHO-MEeTOANYECKYI0 0a3y y4eOHBIX KaOMHETOB, J1abOpaTopHwii M 3ana

KOAN(PUKAIMH; KOMIBIOTEPHBIE KIIACCHI C BO3MOXKHOCTBIO Pa0OTBHI B CETH

WurepHer; ayauropun (KJIAccel) U KOHCYJIBTAallMOHHOM JEATEIbHOCTH;

y4e0HYI0 U YyIeOHO-METOAMUECKYIO JIUTEPATypPy, pPa3paboTaHHYIO C YIETOM

YBENTMYEHHUSI JOJM CaMOCTOATENILHOW paboThl CTYIEHTOB, W HHBIC

MeToaudeckue  Marepuansl.  [lepen  BBINONHEHHWEM  OOYYarOIMMUCS

BHEAyJUTOPHOH CAaMOCTOSTENFHONH pabOThl MperojaBaTellb MPOBOAUT

KOHCYJIFTUPOBAaHUE [0 BBIOJHECHUIO 3aJIaHMs, KOTOPOE BKJIIOYAET IENb

3aJlaHusl, €ro COJCPKAaHUs, CPOKH BBINOJIHEHUSI, OPUEHTUPOBOUYHBIH 00beM

paboTBl, OCHOBHEIE TpeOOBaHWS K pe3ylbTaTaM paboThl, KPUTEPUHU

oleHUBaHUsA. Bo Bpems BBIMOTHEHUS OOYYAIOIMMUCS BHEAYAUTOPHOM

CaMOCTOSITEIILHOW pa0OThI M MPH HEOOXOAMMOCTH MPEIOIaBaTeIb MOMKET

HPOBOJUTH VHIVBHyaJIbHbIC " TPYIIIOBEIE KOHCYJIbTaIINH.

CamocrosTenpHas paboTa MOXET OCYIIECTBISATHCS HHAWBUIYaTbHO WIIH

rpylnaMu OOYYarolmMXcsi B 3aBUCHMOCTH OT LeNd, 00beMa, KOHKPETHOH

TEMaTHKH CaMOCTOSITEIIbHOM pabOoThl, YPOBHS CIOKHOCTH, YPOBHS YMEHUIA

oOyJaronuxcs.

KonTpoiib caMocToSTeIbHOM paboThI IPEIyCMaTPUBACT:

— COOTHECEHHE CO/ICPKaHHS KOHTPOJIS C LIEJISIMU OO0YUEHHS;

— OOBEKTHBHOCTH KOHTPOJIS;

— BaJIMAHOCTb KOHTPOJIA (COOTBCTCTBI/IC MMPEABABIACMBIX SaZ[aHI/Iﬁ TOMY,
YTO MPEJII0IaraeTcs IPOBEPHUTH);

— nuddepeHIHaio KOHTPOIbHO-H3MEPUTEIBHBIX MaTEPUAJIOB.

®opMBI KOHTPOJISE CAMOCTOATENLHOM PabOTHI:

— MPOCMOTP W TPOBEpPKA BBIOJHEHUS CAMOCTOSTENBHOW paboThI
nperno/jaBarenemM;

— OpraHu3aIys CaMOIPOBEPKH,

— B3aMMOIIPOBEPKA BBIITOJIHCHHOI'O 3aJlaHUs B I'PYIIIIC,

— 00cyx/ieHue Pe3yJIbTaTOB BBITIOJHEHHOH paboThl Ha 3aHSTHH;

— TMpOBe/IeHUE MUCBMEHHOTO OTpOCa;

— TMpOBEJIEHHE YCTHOTO ONpoca;

— OpraHu3aiys v poBeCHUE WHIUBHIYaJILHOTO COOECeI0BAHUS;

— OpraHu3alys U MpoBeAeHue coOeceI0BaHsI C TPYIIIO;

— 3alMTa OTYETOB O MPOJIENIaHHOM paboTe.

Ompoc

Onpoc — cpelncTBO KOHTPOJIS, OPraHM30BaHHOE Kak CrielualibHas Oecesa
mperoaaBareist ¢ OOyYalONUMUCS Ha TEMbI, CBA3aHHBIE C U3ydaeMou
MUCIUIUTMHOW, W PACCUYMTAHHOE HA BBIABICHHE O0O0bEMa 3HaHWUU TIO
OTIpeJIeIEHHOMY pasJielly, TeMe, podaeMe | T.11.

[IpobiiemaTnka, BBIHOCHMMAas Ha OMNpPOC, OIpEAeieHa B 3aJaHUAX IS
CaMOCTOSTENbHONW PpabOThl 00YUYAIONIUXCS, a TaKXKE MOXKET OIpPeeNIAThCs
MpernojaBareiieM, BEAYIIUM CEMUHAPCKUE 3aHATHA. Bo BpeMs mpoBeneHus
ompoca OOyJaloUmuiCs JOJDKEH YMETh OOCYIWTh C TperojaBaTelieM
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COOTBETCTBYIOIIYIO MPOOIEMaTHKy Ha YPOBHE AHMAJIOTa.

TectupoBanue

KoHTponb B BUAE TECTOB MOXKET HCIIONB30BATHCS MOCIE M3YUEHHs KaXKIOH
TeMbI Kypca. IToroBoe TecTupoBaHrue MO>KHO MIPOBOJNTE B popme:

— KOMIIBIOTEPHOIO  TECTHPOBaHMs, T.. KOMIIBIOTEpP IIPOM3BOJIBHO
BBIOMPAET BONPOCH! U3 0a3bl JAHHBIX 10 CTETICHH CI0KHOCTH;

— MHUCbMEHHBIX OTBETOB, T.. NpENoJaBaTeNb 3aJaeT BONPOC M JAaeT
HECKOJIBKO BapHaHTOB OTBETA, a OOYYAIOLIHMICS Ha OTIEIBHOM JIHCTE
3alUCHIBAET HOMEPA BOMPOCOB M HOMEPA COOTBETCTBYIOIIUX OTBETOB.

s noctmxeHus OoinblIed JOCTOBEPHOCTH PE3YJIBTATOB TECTHPOBAHMS
CJIETyeT CTPOUTh TEKCT TakK, 4To0bI y o0y4vatonuxcs Obiio He Oonee 40 — 50
CEKYyHJ JUIs OTBETa Ha OJUH BoIpoc. TOrOBBIN TECT AOMKEH BKIIOYATh HE
MeHee 60 BOIpPOCOB IO BCEMY KypCY, PACCUMTAaHHBIX 110 BPEMEHHU Ha IIeJI0e
3aHATHe. OLEHKa pe3yJbTaTOB TECTUPOBAHMSA MOKET NPOBOIUTHCA IBYMS
croco0amu:

1) mo 5-0GannbHOi cuCTeMe, KOTJa OTBETHl CTYJICHTOB OLIEHHBAIOTCS
CIIeTyIOIINM 00pa3oM:

- «oTIIMYHOY» — Oosiee 80% OTBETOB MPaBUIBHEIC,

- «xopoIo» — 6onee 65% O0TBETOB NPAaBUIILHBIE;

- «YIOBIETBOPUTENHHO» — 60s1ee 50% OTBETOB MpaBUIIBHEIE.

OOyuaromuecsi, KOTOpble MpPaBUJIBHO OTBETHIM MeHee ueM Ha 70%
BOMPOCOB, JOJDKHBI B TIOCIEAYIOIIEM Iepecaarh TecT. [Ipm 3>ToM
HEO0XO0MMO TPOKOHTPOIHPOBATH, YTOOBI BAPUAHT TECTa OBLT IPYTOM;

2) mo cucreme 3adeT-He3adeT, Koraa AJsl 3ayeTa IO AaHHOW AUCLMIUIMHE
JIOCTAaTOYHO MPABUJILHO OTBETHTH OoJiee yeM Ha 70% BOMIPOCOB.

IToaroroBka k
ATOTOBOM aTTECTAIlNH
o yaeOHOH
JUCIUILTUHE (PK3aMEHY
/ 3ageTy / 3a4ery ¢
OIICHKOI1)

IIpy mOATrOTOBKE K WTOTOBOM AaTTECTAIMM [0 Y4YCOHOH JUCIUILINHE
(9x3ameHy / 3a4eTy / 3a4eTy C OIEHKOW) HEOOXOANMO OPHEHTHUPOBATHCS Ha
KOHCHEKTHI, peKOMEHIyeMyI0 JuTeparypy u ap. OCHOBHOE B IMOATOTOBKE K
WUTOTOBOM aTTECTAI[MKM MO y4eOHOH MUCIUIUIMHE — 3TO IOBTOPEHHE BCETO
MaTtepuana JUCHHIDINHBL. [Ipy MOATOTOBKE K WTOTOBOW AaTTECTAIWH IO
y49eOHOW IUCIUIUIMHE OOydJalomuiicss Bechb O00beM padoOThl JOJDKEH
pacrmpenensiTh PaBHOMEPHO IO JHSM, OTBEICHHBIM JUIsI TOATOTOBKH,
KOHTPOJIUPOBATh KaXKIbl JICHb BBINOJIHCHUE HaMEYCHHOU palboThI.
[ToxroTroBKka K UTOTOBOH aTTecTalliy MO Y4eOHOW MUCIMILIMHE BKIIIOYAET B
ce0st TpH dTana:

— ayJMTOpPHAs U CAMOCTOSTEIIbHAS padOTa B TCUCHUE CEMECTPa;

— HEMOCPEJCTBEHHAs MOJTOTOBKA B JIHU, MPEIIICCTBYIOIINE aTTECTAIIUN

0 TeMaM y4eOHOM JUCIIMITINHEI,

— TMOATOTOBKAa II0 BOIMpOCAaM K MTOTOBOM arTecTalud 1O ydeOHOH

JHCLUTUIMHE.

Jnst  ycmemHON TIOATOTOBKM K WMTOTOBOWM aTTECTallMd 10 y4eOHOH
JUCIUILTAHE 00YYaroIIUecs TOJIKHbI IPUHUMATh BO BHUMAHUE, YTO:

® BCC OCHOBHBIC BONPOCH], YyKa3aHHble B pabouell mporpamme
JMUCIUIUINHBI, HYXKHO 3HATh, TIOHMMATh WX CMBICI U YMETh €ro
Pa3bICHUTE;

e yKa3aHHbIe B paboueil mporpamme (HOpMHUpyeMble KOMIIETCHIH B
pe3yibTaTe OCBOCHHS Y4YeOHOH JUCIMIUIUHBI JIOJDKHBI  OBITh
MIPOJIEMOHCTPUPOBAHBI CTYICHTOM;

® CEeMUHApPCKHE 3aHATUS CIIOCOOCTBYIOT MOJYyYEHHIO 0OJee BBICOKOTO
YpOBHSl 3HaHWUU M, KakK CJIEICTBUE, Ooyiee BBICOKOMY Oaity IMpu
WUTOTOBOM aTTECTAIMH M0 Y9eOHO! AUCIUTUIHHE,

e HAaYWHATHL IMOATOTOBKY K MTOTOBOM aTTeCTallMd IO yIeOHOI
TACITATIINHE HEOOXOMMO C TIEPBOTO AYJAUTOPHOTO 3aHSITHSI.

9. Onucanue MaTepUAIbHO-TEXHHYECKOH 0a3bl, HeOOXOAMMOW /I OCYIIeCTBJIEHHS
o0pa3oBaTeIbLHOIO Npouecca no AUCHMUILINHE
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Jlnst ocymiecTBIIeHHsT 00pa30BaTEIBHOTO TMpoIlecca M0 y4eOHOW MUCHUILIHHE HEO0OXOIUMO
HCITIOJIBb30BAHUC CHCILYIOH_[I/IX HOMGH_IGHI/II\/JI n MaTepI/IaJIBHO-TCXHI/I‘{CCKOFO O6CCHC‘-ICHI/IHI
- ayJTUTOPHS JIJIS MPOBEICHUS yYCOHBIX 3aHATHN, OCHAIICHHAs y4eOHOW MeOesblo: mapThl, U
CTYJbs IJIsl OOydaromuxcs, yaeOHas JI0CKa; CTOJ M CTYJI IPEroaaBaTelis;
- TEXHUYECKHE CpeJcTBa OOYYEHHs: IEPCOHAIbHBIA  KOMIIBIOTEP; MYJIBTHMEIUHHOE
obopynoBanue (IIPOCKTOP, IKPaH WIIM HHTEPAKTHBHAS JOCKA WIIH IJIa3MCHHAS IIAHEIb);
- MOMEIIEHUE JJII CAMOCTOSTEILHOM padOoThl 00yUaIONUXCs: CHEeIMATU3UPOBaHHAs MeOenb U
KOMITBIOTEpPHAsI TEXHUKA C BO3MOXKHOCTBIO TOIKIIOYCHHS K ceTu «/HTepHeT» M obecrneueHuem
JIOCTYIIa B AJICKTPOHHYIO0 HH()OPMAIIMOHHO-00pa30BaTEIIbHYIO Cpely Y HUBEPCHUTETA.

10. Tlepeuyenbr HHGPOPMANHOHHBIX TEXHOJOTHH, WCHOJB3yeMbIX MPH OCYIIECTBIEHUH
o0pa3oBaTe/IbHOr0 IMpolecca MO AUCHHUILUINHE, B TOM YHCJIEe KOMILIEKT JIMLIEH3HOHHOI0
NPOrPAaMMHOI0  o0ecrevYeHHsl, JJIEKTPOHHO-OMOJIHOTEYHbIE CHCTEMbl, COBpPeMEHHbIE
npodeccuoHaibHbIe 0a3bl JAHHBIX 1 HH(POPMAIMOHHBIE CIIPABOYHbBIE CUCTEMbI

OOyuaromuecss 00ecreueHbl JOCTYIIOM K JIEKTPOHHOW HMH(OPMAIIMOHHO-00pa30BaTEIBHON cpejie
VHuBepcuTeTa M3 JHO00H TOYKH, B KOTOPOW HMMeeTCs J0CTyln K cetd «MHTepHeT», Kak Ha
TEPPUTOPUN OPTaHU3AIMH, TAK U BHE €¢.

10.1 JInueH3HMOHHOE MPOTPAMMHOE o0ecrneyeHme:

1.  Omnepamuonnas cucrema Microsoft Windows 7 Professional — OEM-nuuensuun
(MOCTABJISAIOTCS B COCTaBE TOTOBOI'O KOMITBIOTEPA);
2.  Omepannonnas cucrema Microsoft Windows 10 — OEM-nunien3un (ocTaBistoTCss B COCTaBe

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

3. IIporpammusiii maketr Microsoft Office 2016 Professional Plus — mo gorosopy Ne 2/11/2016-
1546 ot 02.11.2016r.

4.  KowmmnekcHas cuctema antuBupycHoi 3ammtel ESET NOD32 Antivirus Business Edition —
munens3us Ne 3AY-69X-ABK, geiictyet no 13.10.2023r.

10.2. D1eKTPOHHO-0MOIUOTEYHbIE CUCTEMbI:

1.  DnekrponHo-OubOmmoreunass cucrema IPR  BOOKS (www.iprbookshop.ru). Jloroop
Ne 9599/22 11 wa mpenmoctaBieHHE AOCTyNa K 3JIEKTPOHHO-OMOnmoreyHoit cucteme IPR
BOOKS ot 10.10.2022r.

2. Hayunas omextponHas OubOmuoreka eLIBRARY.RU (www: http//elibrary.ru). Pecypc
JIOCTYIICH BCEM IMOJIb30BaTeNieM Mocie perucrpanuu. Jlnnensnonnsiii qoropop Ne 350-12/21
or 16.12.21 1.

3. ABTtomarmsupoBaHHas HH(pOpPMaIMOHHAs OuOmmoreyHas cucrema «Merallpo» JloroBop
Ne9/10-2012r.

2. Komnekmus «Jlereanapusie kauruy» IbC HOpaiit (https://biblioonline.ru/catalog/legendary u
https://urait.ru/catalog/legendary) Pecypc noctymen Bcem 6e3 peructparuu. Jorosop ¢ OO0
«3nexkTpoHHOEe M31aTenbcTBO HOpaliT» Ha 0Oe3BO3ME3THOE HCIOJIb30BaHHE MPOHM3BEICHUIN
paznen «Jlerengapusie Kuurmn» ot 31.01.2020r.

3. OoOpa3oBatenbHas maardpopma «IIEKTpoHHOE wm3naTenabcTBo Opaiit» https://urait.ru
JoroBop Ne 4996 Ha oxa3zaHue yCIyr MO MPEAOCTaBICHHUIO JOCTyna K 00pa3oBaTelbHON
wiatgopme « DnekTpoHHoe u3aarenbetBo FOpaitr» ot 11.01.2022r.

4. TIlnarpopma BKP-BY3-pazmemienve, XxpaHeHHWE MaTepuaJoB M TIOMCK 3aWMCTBOBAHMSI
(http://vkr-vuz.ru ). Jluuensuonssiid JloroBop Ne 8966/22 Ha mpenocTaBiIeHUs IOCTyNa K
mnatdopme BKP-BY3 ot 01.02.2022r.
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10.3. CoBpemeHnHblIe pogeccCuOHATBbHbIE 0a3 TaHHbBIX:

1. Tlopran  «MHpOPMAIMOHHO-KOMMYHHKAIIMOHHBIE  TEXHOJNOTMH B 00Opa3oBaHUN:
http://www.ict.edu.ru

2.  Hayunas snekrponnas oudnunoreka: http://www.elibrary.ru/

3.  HanwmonanwHas siektpoHHast 6ubaroreka http://www.nns.ru/

4. DnexTpoHHBIC pecypchl Poccuiickoit rOCyIapCTBEHHOU OMOIMOTEKN :
http://www.rsl.ru/ru/root3489/all

5. Web of Science Core Collection — nomuremarndeckas pedeparuBHO-OubdIHOrpadudeckas u
HayKoMTpuueckas (bubmuomerpuyeckas) 6asza mannsix: http://webofscience.com

6.  IloMHOTEKCTOBBIN apXHB BEAYIIMX 3aaHBIX HAYYHBIX KypHAJIOB HA POCCUHCKOM matdopme
HarpionansHoro snekrpoHHo-uH(popMarmonnoro koncopunyma (HOMKOH): http://neicon.ru

7. baswl ganHbIX u3garenscrBa Springer: https:/link.springer.com

8.  Caiir 6puranckoro teiaekanaia: http://www.bbc.co.uk/

9.  Dnexkrponnas suimkioneaus: http://en.wikipedia.org/wiki/

10. CaiiT aMepHKaHCKOM IICMXOJOTHYECKOM accoruanuu: https://www.apa.org/

11. Omnaiin pecypcsl o nicuxojoruu: https://www.psychology.org

12.  OGpa3oBaTenbHbIi callT mo ncuxosioruu: https://simplypsychology.org/

13. DmexTpoHHBIN HayuHbIH KXypHaT: hitps://www.psychologytoday.com

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

15. DnektpoHHsbIi cioBapb MyneTuTpan: Www.multitran.ru

10.4. UndopmManmoHHbIe CIPABOYHbIE CHCTEMBbI:

1.  Hudopmanmonno-npaBosas cucrema «Koncynbrant+y»: https://cons-plus.ru

2. Ilopran ®epepanbHbIX TOCYAAPCTBEHHBIX OOpPa30BaTEIbHBIX CTAHIAPTOB BBICIIETO
obpazoanwusi: http://fgosvo.ru

3. Hudopmarnmonno-mpaBoBas cucreMa ["apant: www.garant.ru

11. OcobennocTn peaimzanui JUCHUIUVIMHBI JJsd HMHBAJUI0B H JIMI C¢ OrpaHH4Y¢HHBIMH
BO3MOKHOCTHAMMU 310POBbA

Jns obecniedyeHusi oOpa3oBaHMs JIMI C OTPaHMYEHHBIMH BO3MOXKHOCTSIMH 3[I0POBBS I10
JUYHOMY 3asBJICHMIO oOyuwaromierocsi paspaOaThiBaeTCsl aJalTHUpOBaHHas oOpa3oBaTeNbHas
IporpaMMa, WHJIWBHUIYaJIbHBIM yuyeOHBIH IUIAaH C Y4€TOM OCOOEHHOCTEH HX IMCHUXO(U3NYECKOTrOo
pa3BUTHA W COCTOSHHS 300pOBbS. IIpuMeHseTCs] WHIUBUAYANbHBIA IOAXOA K OCBOEHUIO
JTUCHUIUIMHBI, UHAWBUyaJIbHbIE 3a7jaHus: pedeparbl, TUCbMEHHBIE pabOThl JTUOO TOJNBKO YCTHBIE
OTBETHl U JTMAJIOTH, MHIMBUAYaJIbHbIE KOHCYJIbTAallMU. BO3MOXHO HCHOJIb30BaHUE IUKTO(OHA U
JIPYTUX 3alHCHIBAIOLIMX YCTPONCTB Ul BOCIPOM3BEICHMS JIEKIIMOHHOTO M CEMHHApCKOIro
MaTepuana.

B nensx obecrnieueHuss oOydyaromuxcsl JUI C OrPaHUYEHHBIMU BO3MOXKHOCTSIMH 37]0POBbS
O6ubnnoTeka KOMIUIEKTyeT (OHA OCHOBHOM ydeOHOM jMTepaTypod, aJanTHPOBaHHOM K
OTPAaHMYEHUI0 HUX 370pPOBbsl, MPEIOCTABISET BO3MOXKHOCTh YAAQJEHHOTO HCHOJIb30BaHUS
3JIEKTPOHHBIX 00pa30BaTEIbHBIX PECYPCOB, AOCTYI K KOTOpbIM opranu3zoBad B OAHO BO MIICY.
B Oubnmoreke npOBOAATCA UHAMBHAyaJbHbIE KOHCYJIbTAllMM JUId JAHHONM  KaTeropuu
I10JIb30BATENIEH, OKA3bIBAETCSI MMOMOIb B PETUCTPALMUA U HCIOJIb30BAHUM CETEBBIX U JIOKAJIBHBIX
ANIEKTPOHHBIX 00pa30BaTENbHBIX PECYpPCOB, MPEIOCTABISAIOTCS MeCTa B YHMTAJIbHOM 3aje,
0o0OpyZOBaHHBIE MpPOrpaMMaMM HEBU3YaJIbHOTO  JIOCTyma K HWHQPOpPMAaLUH, 3KPaHHBIMU
YBEJIMUUTENSIMM U TEXHHUYECKHMMH  CpPEACTBAMHM  YCHUJIEHUS  OCTaTOYHOIO  3PEHMS:
Microsoft Windows 7, Llentp CrelMaIbHbIX BO3MOKHOCTEH, DOkpaHHas ayma;
Microsoft Windows 7, Lentp CIIeNHAaTbHbIX BO3MOXKHOCTE, DKpaHHBIH JTUKTOD;
Microsoft Windows 7, LleHTp cnenmanbHBIX BO3MOKHOCTEH, JKpaHHas KJIaBUATypa; SKpaHHas
ayna One Loupe; pedyeBoii cunteszarop «l'omocy.
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12.JIucT perucTpanuu u3MeHeHuit

Pabouas nporpamMa y4eOHOW AWCHUIUIMHBI OOCYKIEHAa M YTBEp)KIEHa Ha 3aceJaHuu
VYuenoro coBeta oT «30» ssuBapst 2023 r. npoTokoia Ne 5

No Conep:xaHne N3MEHEHUS PexBu3uTh HOKyMeHTa 00 Hata
/o YTBEP>KACHUU U3MEHEHUS BBE/ICHUS
HW3MEHEHUs
VT1BepKAeHa pelieHneM  Y4YeHOro coBeTa  Ha
OCHOBaHUU denepanbHOTO rOCYJapCTBEHHOTO
00pa30oBaTEeIbHOTO CTAaHIApTa BBICIIEr0 OOpa30BaHUS [IpoTokon 3acenanus
1. | mo HaIIpaBJICHUIO ITOJATOTOBKH 38.03.04 YdeHoro copeta 01.09.2023
l'ocymapcTBeHHOE ¥ MYHHUIMIIAIBHOE VIIpPaBICHHE, ot «30» staBaps 2023 T. T
YTBEP)KICHHOTO MpUKa30oM MHHHUCTEPCTBA HAayKH W npotokoin Ne 5
BEICIIIETO 00pazoBanms Poccuiickoit @enepanmm ot 13
asrycra 2020 Ne 1016
2.
3.
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