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1. AHHOTAIUA K TUCLHMILJIUHE

Pabouas nporpamMmma AUCHUITIIUHBI ((HHOCTpaHHLIfI S3BIK» COCTaBJICHA B COOTBCTCTBUHU C Tp€6OBaHI/I$IMI/I
38.03.02 MenemxmenT (ypoBeHb OakanaBpuara), YTBEPXKICHHOTO IPHKa3oM MUHHUCTEPCTBA
HayKH U BeIciiero oopazoBanust P® or 12.08.2020 r. N 970.

PabGouass mporpamma coAep>KUT oO0si3aTelbHbIE I U3YYEHHUS TEMbl 10 JUCLUUILIUHE
«MHocTpaHHBIl  A3bIK».  JlMCLMIUIMHA  HOCUT  KOMMYHHUKATHMBHO  HAIlpaBICHHBIM WU
npodeccnoHaNIbHO-OPUEHTUPOBAHHBIN XapakTep, a ero 3ajaddl ONpEeNeNsIOTCS MOTPEOHOCTIMHU
CIELUAIMCTOB COOTBETCTBYIOIIETO MPO(HIIS B MHOSI3BIYHON MPO(hecCHOHAIBHOM A TeTbHOCTH.

MecT0 AUCUMIVIMHBI B CTPYKTYpe OCHOBHOI TNpo(ecCHOHAIBLHONH 00pa3oBaTe/bHOM
NPOrpamMmbl

Hacrosimiass nucuumuivHa BKIIOYEHa B 00s3aTenbHyro dacTh bnokal Jlucnumiubbl (MOIynu) y4eOHBIX
nanoB Hanpasienus noarotopku 38.03.02 MeHeHKMEHT , ypoBeHb OakajgaBpuaTa.
Hucnurnnuna mzyyaercs Ha 1 kypce, B 1 u 2 cemectpax, Ha 2 Kypce B 3 cemecTpe MJis
OYHOM, OYHO-320YHOHN M 3a04HOH Gopm 00yueHuss. PopMbl KOHTPOIIS: 3a4eT — B 1 U 2 ceMecTpax,
9K3aMeH — B 3 CeMecTpe.

Leab ocBoeHus: AMCHUMILIMHBI «THOCTpaHHBIN A3BIK» — POPMUPOBAHUE SI3BIKOBOW KOMIETEHIINH
y oOydJaronmxcsi Juisi oOecredeHus] ypoBHS 3HAHWW M yMEHHWH, IO3BOJSIONIMX II0JIb30BaThCS
WHOCTPAaHHBIM S3BIKOM B Pa3jMYHBIX 00JAcCTsIX MpodeccHOHANbHON AeATeNbHOCTH, HAYYHOU U
MPAKTUIECKON paboTe, B OOIICHWH ¢ 3apyOeXHBIMU TapTHEpPaMH, JJIsi cCaMOOOpa30BaTEIbHBIX H
JIPYTUX LIEJIEH.

OcHoBHbBIE 3aa4M AN CHHUILJINHBI

1. Axrtyanu3anus TE€OPETUYECKHX OCHOB yUE€OHOW AUCIUILITHHBIL.

2. ®opMupoBaHWE YCTOWYMBBIX YMEHHH MPOIYKTHUBHOrO IUTaHAa (TOBOPEHHE, IHCHMO) U
pelenTUBHOrO IIaHa (YTEHHe, ayAupOBaHHE) [UIsl OCYIIECTBICHHS MpodecCHOHaTbHON
KOMMYHHUKAIUH.

3. OOyueHne CO3HATEIBLHOMY OTOOpY S3BIKOBBIX CPEICTB JUIsl BBIPQKEHHUS CBOUX MBICIEH B
Pa3IMYHBIX CUTYAIMSIX PEYEBOTO OOLICHHS B PAMKaX M3YUYEHHBIX MPO(ECCHOHANTBHBIX TEM.

4. ®opmupoBaHue JIEKCUKO-TPaMMaTUYECKUX yMEHUU nepeBoaa uHpopMaun
Ipo(ECCHOHATBHOIO XapaKTepa ¢ MHOCTPAHHOIO sA3bIKA HA PYCCKMM M C PYCCKOIO sI3blKa Ha
MHOCTPAaHHBIN.

5. CoBepileHCTBOBaHME JMYHOCTHBIX KayecTB OOYYalOUIMXCS, CBA3aHHBIX C (POpPMHpPOBAHUEM
HaBBIKOB CaMOOOpa30BaHMs, PACHIMPEHUE CTPAHOBEAUYECKOTO M OOLIEKYJIbTYPHOTO Kpyro3opa,
pocToM npodhecCHOHATHHON KOMIIETEHITUH.

Komnerenuuu ody4armerocsi, popMupyemMbie B pe3y1bTaTe 0CBOCHHSA IHCIUIIHHBI:

YK-4.1 — HUcnone3yeT pa3nuyHbie GOpMbI, BUJbl YCTHOW U MMCbMEHHON KOMMYHMKAIMHN Ha
PYCCKOM, POJTHOM U MHOCTPaHHOM(BIX) sI3bIKe(axX).

YK-4.2 — CB0oOOIHO BOCIPHHHUMAET, aHAIM3HPYET W KPUTHYECKH OICHUBAET YCTHYIO H
MUCHMEHHYIO JIEJIOBYIO0 HH(POPMALIMIO Ha PYCCKOM, POJHOM U MHOCTPAaHHOM(BIX) sI3bIKe(ax)

YK-4.4 — Vcnionb3yeT s3bIKOBBIE CPEACTBA AJIsl TOCTHKEHUS MPOPECCHOHANbHBIX Leel Ha
PYCCKOM, POJHOM U MHOCTPaHHOM(BIX) sI3bIKe(axX).

2. IlepeyeHb NJIAHUPYEMBbIX Pe3yJbTATOB O0y4YeHHS, COOTHECEHHBIX € IJIAHUPYEMbIMU
pe3yJbTaTaMH OCBOCHHMS OCHOBHOMH NpodecCHOHATBHON 00pa30BaTe/IbHON MPOrPaMMbl

[lporiecc w3y4YeHWsT MUCHUILTMHBI HampaBieH Ha (OPMHUPOBaHWE KOMIIETCHIINH,
npenycmorpeHHbix @I'OC BO no nampasnenuto noarotoBku 38.03.02 MeHekMeHT , ypOBEHb
OakamaBpuaTa, pa3paboTraHa Ha ocHOBaHMHM (DerepanbHOrO roCyJapcTBEHHOTO 00pa30BaTEIBHOTO



CTaHJapTa BBICIIEr0 00pa3oBaHus 10 HampasieHuto noarotoBku 38.03.02 MeHeKMEHT , ypOBEHb

OakanaBpuara.
Kon Pesynbrater ocBoenus OOI Kon n HanmenoBanme DopMbI
KOMIIETEHIINH | (CoaepKaHue KOMITETEHIINH ) WHAWKaTOpa JocTiKeHus YK 00pa3oBaTenIbHOM
JIESITeTIbHOCTH,
CIOCOOCTBYIOIIHE

(hopMUPOBaHUIO U
Pa3BUTHIO KOMIIETECHIIUH

YK-4 CriocobeH  OCyIIeCTBISTH
JIEIOBYI0 KOMMYHHKAITHIO B
YCTHOM U  TNHCbMEHHOH
hopmax Ha
TOCY/TapCTBEHHOM  SI3BIKE
Poccuiickoii @enepanuu U
HWHOCTPaHHOM(BIX )
si3bIKe(ax)

YK-4.1. Bribupaer
KOMMYHHKATHBHO TpPHEMIIEMBbIC
CTHIIb " cpeacTa

B3aMMOJCHCTBUS B OOLICHUU HA
rOCyJapCTBEHHOM si3blke PD u
WHOCTPaHHOM(-bIX) SI3bIKAX, B
TOM 4HCJE C HCIHOIb30BaHHEM
CpEICTB HH()OPMAITOHHO-
KOMMYHHUKAIIHOHHBIX

texnonoruid (MKT).

YK-4.2. Bener JISIIOBYO
MEPENUCKy Ha roCyJapCTBEHHOM
s3pike PO 1 mHOCTpaHHOM(-BIX)
SI3BIKAX.

YK-4.4. CriocobeH
OCYILIECTBIIATh JIEJIOBYIO
KOMMYHHUKAllMl0 B YCTHOM U
MMMCEMEHHON dhopmax Ha
roCyJapCTBEHHOM SI3BIKE

Poccuiickoii ~ ®@epepaunu U
HMHOCTpaHHOM(BIX) s3bIKe(ax)

KonrtakTHas paboTa:
Jlexiuu.

[pakTuyeckue 3aHATHSL.
CamMocTosiTeIbHas

pabora

3. O0beM AUCHUILIMHBI B 324€THBIX €IHHUIAX € YKA3aHHEM KOJHYeCTBAa aKaJeMHYeCKUX
4acoB, BbIIEJEHHBIX HA KOHTAKTHYI padoTy o0ydamomuxcs ¢ npemnoaasartesieM (10 BHIAM
3aHATHH) U HA CAMOCTOSATEJIbHYI0 Pa00oTy 00y4arommuxcs

OO01mas TpyA0eMKOCTh JUCIUIINHBI COCTABIISET 9 3a4STHBIX SUHUIIBL.

3.1 O0béM TUCHUNIHHBI 10 BUAAM Y4eOHBIX 3aHATHH (B Yacax)

Bcero yacos
ouHas opma OYHO-3204Hasi | 3a04Has popma
O0BbEM TUCHMIITTHHBI o0yueHus dopma o0yueHus
o0Oy4JeHus
OO0mast Tpy10€MKOCTb AUCLUIIIIHHBI 324
Ko o oo . 0
AynutopHas pabota (Bcero): 128 68
B TOM YHCJIE:
Jlexuun
CEMUHAapBbI, IPAKTUUECKUE 3aHATHS 126 66 28
s1abopaTopHbIe PadOTHI - - -
Koucynprammst 2 2 2




BueayauropHas pabora (Bcero): 160 220 277

B TOM YHCIIE:

CamocTosiTenbHas pabota o0ydaronuxcs (Bcero) 160 220 277

KouTposns 36 36 17
3ayer — 1, 2 3ayer — 1, 2 3ayer — 1, 2

Bun MPOMEKYTOYHO aTTeCTallid | CeMecTp; ceMecTp; ceMecTp;

oOyJaromerocs 9K3aMeH — 3 JK3aMeH — 3 JK3aMeH — 3
ceMecTp ceMecTp ceMecTp

4. Copep:xxanve IMCHUIUVIMHBI, CTPYKTYPHPOBaHHOEe MO TemMaM (pa3gejiaM) ¢ yKa3aHHeM
OTBEJE€HHOI0 HA HUX KOJMYECTBA aKaJeMUYeCKHX YaCOB U BU/I0B YUeOHBIX 3aHATHI

4.1 Pa3znesibl JUCUMIJIMHBI M TPYA0EMKOCTD 110 BUIaM Y4eOHbIX 3aHATHI
(B akaieMHYeCKHUX Yacax)

JI 04HO# opMBbI 00yUeHM ST

Neni/m Pa3aennl 1 TEMBI Bujabl yueOHo# padoThl, BRIKOYAS Buja oneHouyHoro
JUCHHUILTHHBI CaMOCTOSITEIbHYI0 pa0OTy CTYJIEHTOB U cpeacTna
TPYA0EMKOCTbH (B yacax) TeKyLlero
Bcero N3 Hux KOHTPOJIsA
ayJUTOPHbIE yCIeBaeMOCTH,
3aHATHS NMPOMEKYTOYHOM
aTTecTaluu
o (no cemecmpam)
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JJIS1 OYHO-3204HOM GopMBI 00yYeHH s

Neni/m Pa3aenanl 1 TEMBI Buabl yueOHo# padoThl, BKIKOYAS Buja oneHouHoro
JUCHHMJIMHBI CaMOCTOSITEIbHYI0 pa00Ty CTYJIEHTOB U cpeacTraa
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4.2 CopepxxaHue JTUCHHUILINHBI, CTPYKTYPHMPOBAHHOE 110 pa3/iesiaM

Paznen 1. Education policy in Russia and abroad.
Tema 1. Higher education in Russia

Word-building (prefixes, suffixes, conversion). Word-building (prefixes, suffixes,
conversion). The simple sentence. Statements, questions, imperatives, exclamations.

HepeBoz[ CIIOB W CJIOBOCOYETAHUI (MHOFO3HaLIHBIe CJIOBA U OMOHUMBI, CUHOHUMBI H
AHTOHHMEI, q)paSCOJIOFI/BMH; 3aUMCTBOBAaHUS W HCOJOTU3MBI, JIOXXHBIC APY3bia nepeBo;[qHKa;
YCTOMYHBBIE CIIOBOCOYETAHHS) C YUETOM KYJIBTYPHBIX U S3BIKOBBIX PEAJTH.

Tema 2. My university: entrance requirements, faculty members, leisure time activities.

The verb phrase. Verb tenses and aspects. Be, have, do. The active voice.

[TepeBoJ mpOCTOro MPEIOKEHHS C TBEPABIM HOPSAIKOM CJI0B; (OPMATBHOIO MOJIEKAILETO
«it» H HCOIIPCACIICHHO-IMYHOI'O MCCTOMMCHUS U CJI0BA-3aMCCTUTCIIA «0Nney Ha pYCCKI/Iﬁ A3BIK.

[lepeBox rmaronma. OCOOEHHOCTH TMEpPEBOJA PYCCKUX TIJIArOJIOB B  U3BSBUTEIHLHOM
HaKJIOHCHHUHU.

Tema 3. System of education in Great Britain and the USA
The simple tense forms. Simple Present. Simple Past. Simple Future.
Paznen 2. How management developed.
Tema 4. What is management? The history of management.

Singular or plural, countable and uncountable nouns. Much-many, little-few, a little- a few.
Possessive case. Indefinite pronouns.

[IepeBon vacrel peun.

IlepeBo MMEHM CYIIECTBUTENBHOrO: 0e3 ydera cdepbl MPUMEHEHHs; C y4deToM chepsl
MPUMEHEHUS] I'paMMaTUYECKUX KaTeropuil (maaex, poJl, YMcCiO), CPEeACTBA, KOMIEHCHPYIOIIHE
OTCYTCTBUC (I/IJ'II/I OrpaHUYCHHOC HAJIWYHUC IIpU HepeBo,ue) TOH WIX WHOMU FpaMMaTI/I‘{eCKoﬁ
KaTEeTOpUH.

HepeBo,u HMCHU YHUCIUTCIIBHOTO U IIEPEBOJ MECTOMMEHMH.

Tema 5. Modern management theories.

The Article (the indefinite/definite), The use of articles with Common Nouns. The Zero-
article. IlepeBox apTHKIIS Kak ONPEACITUTENS CYIICCTBUTEIBHOTO, YCTOWYHBBIC COYCTAHUSA C
HCEOMIPCACIICHHBIM apPTUKIICM, YCTOI\/’I‘II/IBLIG COUCTaHusA C OHNPCACIICHHBIM APTHUKIICM; YCTOIZHHBBIG
COUYCTaHMA C HYJICBBIM apPTUKIICM; CIIOXKHBIC ClIydan yHOTpe6J'ICHI/I$[ APTUKIIA.

Tema 6. Globalization and Competition Trends in Human Resource Management.

Adjectives and adverbs. Degrees of comparison. Prepositions. Phrasal verbs and patterns
with prepositions. IlepeBon MMEHH NpUIIATaTEIBHOTO: CTEIIEHH CPAaBHEHHS IPHJIAaraTelbHBIX;
0COOCHHOCTH MEePEBO/Ia CIOKHBIX MpPUIaraTeIbHbIX.

HepeBOII Hapcuus. pr,E[HOCTI/I MepeBoJia PpPYyCCKUX Hapeqﬂﬁ Ha aHIInHCKui SA3BIK,
00pa3yomIMX CTETIEHN CPABHEHUS ITyTEM 3aMEHbl KOPHSI CJI0BA.

Tema 7. Management features in different countries.
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The Continuous Tense forms: Present Continuous, Past Continuous, Future Continuous.
Ways of expressing a future action.

Paznen 3. Business correspondence.
Tema 8. Business letters: types of letters. Peculiarities of business correspondence.

Reported speech. Reported statements, questions, commands.

[epeBon npeioKeHu co cTpyKTypoi «Sequence of Tensesy Ha pyccKuii A3bIK.

HepeBon HpHMOfI 1 KOCBEHHOH peuun (HOBCCTBOB&TGJ’IBHHC MMPEAIOKEHU A, BOIIPOCUTCIILHBIC
MMpCAJIOXKCHUA, CIICINaJIbHBbIC BOIIPOCHI, PasACINUTCIIBHBIC BOIIPOCHI, ITIOBCJIINTCIIbHBIC
MIPEIJIOKECHUS ).

Tema 9. Telephoning. CVs and interviews.
The Perfect Tense forms: Present Perfect, Past Perfect, Future Perfect.
Paznen 4. Management styles.
Tema 10. Business letters: types of letters. Peculiarities of business correspondence.

Four main roles of a manager. The functions of managers at different levels of management.
The Perfect Continuous Tense forms: Present Perfect Continuous, Past Perfect Continuous,
Future Perfect Continuous.

Tema 11. The types of business communications inside the organization.
Tense forms in the Passive Voice. [lepeBo macCMBHBIX KOHCTPYKILUI HA PYCCKHI S3BIK.
Tema 12. Time management: time management skills, tips for effective use of time.

Modals. May and can for permission in the present or future. May, might, can/could for
possibility. Could or was/were allowed to — for permission in the past. Requests. Can and be able to
for ability. Ought, should, must, have to, need for obligation.

Tema 13. A modern manager: personal characteristics, skills and abilities required for
effective management. The portrait of a Russian manager.

Must, have to, cannot, will, should for deduction and assumption.

[Iepenavya MOJANBHOCTH MTO-aHIVIMMCKU B YCTHOW M MUCBMEHHOW peYH.

BBIpa)KeHI/IC MOOAaJIbHOCTHU HWHTOHAIITMOHHBIMU, JICKCUYCCKHUMU, rpaMMaTH4€CKUMHA
CpENCTBAaMU sI3BIKA.

Tema 14. Team building: the different roles of team members, team performance.

The wuse of Subjunctive Mood. TlepeBox cocrmararelbHOTO  HAKJIOHEHHS B
CIIOYKHOTIOAYMHEHHBIX MPEIOKCHUAX C TPUIATOYHBIMH YCIOBHBIMH Ha PYCCKHH  S3BIK.
Conditionals (Types 0, 1, 2, 3). Making a wish.

Pasznen 5. The Effectiveness of Recruiting
Tema 15. Personnel management: Employee Selection. Job description.

The Verbals: Forms, Tense/Voice distinctions. The use of the Gerund. IlepeBon
FEPYHAMAIBHBIX KOHCTPYKIMA B KAueCTBE MOJJICKAIETO, JOMOJHEHUS, ONpEeAeCHUs,
00CTOSITENILCTBA HA PYCCKHM S3BIK.

Tema 16. Staff training. Employee motivation.

The Infinitive: Forms, Tense/Voice distinctions. The functions of the Infinitive in the
sentence. Participle. Forms and functions of the participle in the sentence.

[TepeBoi WHOUHUTUBHBIX KOHCTPYKIMH B (QYHKIMSAX MOJJIEkKAILEro, CKa3yeMoro,
JIOTIOJTHCHHUSI, OTIPECIICHHS, eI, HHOHHUTUBHBIX KoMmIutekcoB: «Complex Subjecty, «Complex
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Object», «For-Phrase» na pycckuii s3bik. IlepeBol MpPUYACTHBIX OOOPOTOB Ha PYCCKH S3BIK.
Crioco0bI TIepeBoAa MPUYACTHUS U JCCTPUIACTHS HA aHTJIUHCKHM SI3bIK.

Tema 17. Planning as one of the major responsibilities of management. The types of
plans. Recommendations for effective planning.

Planning as one of the major responsibilities of management. The types of plans.
Recommendations for effective planning. The Compound Sentence, clauses connected by means of
coordinating conjunctions: and, or, else, but and connective adverbs: otherwise, nevertheless, yet,
still, therefore.

Paznen 6. Discriminatory Employment Practices
Tema 18. Employee Safety and Health. Insurance Benefits.

Employee Safety and Health. Insurance Benefits. IlepeBoax mnpoOCTBIX MPEATOKSHHA.
OcoOeHHOCTH TIEpPEeBOJIa HA AHTJIMHCKUMA S3BIK MPOCTHIX MPEIIOKEHUH C MPSIMBIM U OOpaTHBIM
MOPAAKOM CJIOB; C TPUYACTHBIMHA U AJCCIPUIACTHBIMU O60pOTaMI/I.

Tema 19. Problem solving: individual and group problem solving techniques, stages of
consideration and resolution of the problem.

Problem solving: individual and group problem solving techniques, stages of consideration
and resolution of the problem. The Complex sentence: Subject Clauses, Predicative Clauses,
Attributive Clauses, Object Clauses, Adverbial Clauses, Relative Clauses.

Pa3nen 7. The company’s competitiveness

Tema 20. International management: managing large English Russian and international
companies.

International management: managing large English Russian and international companies.
[Tepeson crnoxxHomomurHEeHHBIX npetokenuit: Subject Clause, Predicative Clause, Object Clause,
Attribute Clause, Adverbial Clauses of Time, Condition, Cause na pycckuii s3bik. IlepeBo
MPEAJIOrOB, COIO30B, YACTHUIl HA AHTIUUCKHUH s3bIK. OCOOCHHOCTH TEPEeBOJIa COUYMHHUTEIBHBIX U
IIOAYNHUTCIIBHBIX COIO30B Ha aHTIIMACKUI A3BIK. HepeBoL[ CJIOXKHBIX HpeI[J'IO)KeHI/Iﬁ
(CJIO)KHOCO‘II/IHCHHI)IX 1 CIIOKHOIIOAYMHCHHBIX, CMCIHIaHHBIX TI/IHOB) Ha aHIVINHCKUH SI3BIK.

Tema 21. Approaches to managing the company in a changing external environment.
The ways to improve the company's competitiveness.

Approaches to managing the company in a changing external environment. The ways of
improving the company's competitiveness. The emphatic Do, Cleft sentences. Double negation: the
participle Not before a negative adjective/adverb. IlepeBom mnpemnoxeHuii ¢ pacdieHEHHON
ctpykrypoit (Cleft Sentences) Ha pycckuii si3pik. Pa3nuuus B NyHKTyaluu B aHTJIMACKOM U
PYCCKOM s3bIKax JJIsi MHCBMEHHOTO MepeBoja: 3arsras (comma); Touka ¢ 3amsToi (semi-colon);
nsoeroune (colon); Tupe (dash); neduc (hyphen). Ellipsis.

5. IlepeyeHb Yy4eOHO-METOAUYECKOr0 oOecmedyeHHs [JS1 CAMOCTOAAITEJIbHOW PadoThI
o0yuyauuxcsi Mo JUCHUIINHE

CamocTtosTenbHas pabota oOydaromuxcs Npu H3ydeHUu Kypca «HOCTpaHHBIN S3BIK»
mpejroiaraeT, B TEPBYIO oOdYepenb, paboTy C OCHOBHOW W JIOTIOJHUTENBHOW JIMTEPATypOH.
PesynpTaramu 3TON pabOTHI CTAHOBSITCS BBICTYIUICHHS Ha MPAKTUYECKUX 3aHATHUAX, y4acTHE B
00CyXICHUH.

MeTtomka caMOCTOSITENBHON Pa0OTHI MPEABAPUTEIHHO PA3bICHIETCS MPENoaBaTesieM U B
MOCICAYIOIIEM MOXKET YTOYHATHCA C YUYETOM HHAWBUAYAJIBHBIX 0COOEHHOCTEH O6yanOIHHXC$I.
Bpems u MmecTo caMoCTOSTENNbHON pabOThl BEIOUPAIOTCS 00YUAIOIIMMHUCS 110 CBOEMY YCMOTPEHUIO C
YY4EeTOM PEKOMEHIAIMH MTPETIoIaBaTelIs.
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CamocrosTenbpHyl0 padoTy HaJ IMCUUIUIMHOW CleqyeT HauuHaTh C M3y4deHus paboueii
MPOrpaMMbl TUCHUIUIMHBI «IHOCTpaHHBINA S3bIK», KOTOpas COJAEPKUT OCHOBHBIE TPEOOBAaHUSA K
3HAHUSM, YMEHHUSM U HaBbIKaM oOydaembIX. OO0s3aTelbHO CleIyeT BCIIOMHHUTH PEKOMEHIAINH
npenojaBaTesis, JaHHbIE B XOJ€ YCTAaHOBOYHBIX 3aHATHI. 3areM — MPUCTYNaTh K H3YYECHHIO
OTAENBHBIX Pa3/eoB U TEM B IMOPSIKE, IPEIyCMOTPEHHOM IPOTPAMMON.

[TomryuuB mpencTaBieHre 00 OCHOBHOM COJIEP>KaHUU pasjiena, TeMbl, HEOOXOIMMO U3YUYHTh
MaTepuall C MOMOIIBI0 yUYeOHHUKOB, YKa3aHHBIX B paszzeine 7 pabodell mporpaMMbl JUCHUIUIMHEL
IlenecooOpa3HO COCTaBUTh KPAaTKUIl KOHCIIEKT WM CXEMY, OTOOPaXKAIOLIYI0 CMBICI U CBS3U
OCHOBHBIX IMOHSTUH JaHHOTO pa3zeiia M BKJIIOYCHHBIX B HEro TeM. 3aTeM, KaK MOKa3bIBAaeT OIIBIT,
MOJIE3HO M3YYUTh BBIACPKKH U3 MEPBOUCTOYHUKOB. PeKOMEHAyeTCsi COCTaBUTh HMX KpaTKHid
KOHCTEeKT. O0s3aTeNbHO CIIEAYeT 3alMChiBaTh BO3HUKIINE BOIPOCH], Ha KOTOpBIE HE YNAIOCh
OTBETUTH CAMOCTOSITENILHO.

CryneHTaM npeiaratorcs cieayromue GopMbl CAaMOCTOSTETLHON paOOTHI:

*  caMOCTOsTelbHas ToMallHAs paboTa;

*  BHEAyJUTOPHOE YTCHUE;

e caMocTosTeNbHas paboTa (MHIWBUIYyadbHAas) C UCIOJIb30BaHuEM MHTepHEeT-TeXHOIOTHIA;

*  HMHIWBUIYyalbHAS M TPYIIIOBas TBOpUECKasi paboTa;

*  BBIIOJIHEHUWE 3aJaHUNl 1O TMPOWJIEHHBIM TIPAMMATUYECKUM TeMaM C HUCHOJIb30BaHUEM
CIIPAaBOYHOM JIMTEPATYPBHIL;

*  MHUCHBMEHHBIN nepeBo] uHpopMmanuu NpodhecCHOHATBHOIO XapaKTepa ¢ aHTJIMHCKOTO S3bIKa Ha
pycCcKui

Cob6cTBeHHO camocTosiTeNlbHas paboTa CTYIEHTOB BBIMIOJIHAETCS B YIAOOHBIE ISl CTYIEHTA
94achl W NPEACTABISIETCS NPENoJaBaTeio s NpoBepkd. JlaHHBIN (opmar mpemycMaTpuBaeT
OO0JIBIIIYIO0 CAMOCTOSITENILHOCTh CTYICHTOB, OOJIBIITYI0 HHIUBUIYaTH3AIUIO 3aJaHHH.

Jlnist caMOCTOSITENTbHONH paboOTHl C TEKCTOM M MaTepHualaMd 10 KaXIO0W H3ydaeMOW Teme
MIPEINOJIaratoTCs CIEAYIONIne TPUMEPHbIEC BUIbI 3aJaHUM:

1. O3HakoMbTECh C MaTepHajaMH 10 TeMe (HampuMep, MaTepualioM Yy4yeOHUKa WM
JIOTIOJTHUTEIBHBIM MAaTEPUATIOM); BBITUIINUTE JEKCUKY O CIIEHUATBHOCTH (MU MO TeME); COCTaBbTE
TUTaH COZepIKaHusI.

2. Beimonnute 3amaHus B
MPOCIYIINBAHUS YCTHOTO COOOIICHHUS:

- OTBETHTE Ha 3apaHee MOCTABICHHbBIE BOIPOCHI 110 COIEPIKAHUIO;

- HaliIuTe OTBETHI HAa IPOOJIEMHBIE BOTIPOCHI,

- BBIOEpUTE MPAaBUIBHBIN OTBET U3 PsAJa TaHHBIX;

- ICIIPaBbTE HEBEPHOE YTBEPKICHUE.

3. Ilpu paboTe Hag TeMOM BBIIOJHUTE CIEAYIOLINE 3aJaHHs:

- MPOYTHUTE TEKCT C KOMMYHUKATUBHOM 11€JIBIO (JI71s1 COOOIICHUS, paccKa3a, JUCKYCCUH);

- HaliiuTe B TeKCTe MH(GOPMAITUIO MO0 YKa3aHHBIM BOIIPOCAM.

mnmponecce 4YTCHHUd PCKOMCHAYEMOI'o Marcepuajla WA

HaumenoBanmne | Bompocel, BBIHECEHHBIE DopMBI Y4eoHo- ®opMa KOHTPOJISI
TeMBbI HA CAMOCTOAITEJIbHOE | CAMOCTOSITEJIbHOWH | MeTom4ecKoe
H3yveHue padoThI olecneyenne
Higher education | TToBropenwue Pabora B Jlurepatypa k Omnpoc, ToKIaz ¢
in Russia rpammaruku: Word- oubmmoreke, Teme, paboTa ¢ | mpe3eHTanuen
building (prefixes, Bkintouast ObC ¢ UHTEPHET-
suffixes, conversion). 0a30BBIM HCTOYHUKAMH
The simple sentence. Y4eOHHUKOM U
Statements, questions, CJIOBapeM.
imperatives, BueaynuropHoe
exclamations. YTEHUE U TIEPEBO/I.
IToaroroska
JIOKJIazIa ¢
Mpe3eHTalren
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My university: [MoBTopenwue Pab6ora B Jlurepatypax | Ompoc, noknan ¢
entrance rpamMmatuku: Verb OuOIHOTEKE, TeMe, paboTa ¢ | Mpe3eHTAIHECH.
requirements, tenses and aspects. srrouas IbC ¢ HHTEpHET-
faculty members, | Iloaroroska 6a30BBIM HCTOYHUKAMHU
leisure time COOOILCHH IT0 TeME. YUYEOHUKOM U
activities. Receiving foreign CJIOBapeM.
visitors. [ToArOTOBKA
BHeaynuropHoe ureHne oK ¢
H TIepeBo MIPE3CHTaLUEH.
Breaynuropsoe
YTEHUE U IEPEBOJ
System of [ToBTOpenue PabGota B Jlurepatypaxk | Ompoc, Joknan c
education in Great | rpammaruku: The oubnuorexe, TeMe, paboTa ¢ | Tpe3eHTaIUCH.
Britain and the simple tense forms. Bkitouast ObC ¢ WHTEpHET- JlekcryecKwmii
USA Simple Present, Simple | gazopbim HACTOYHHUKAMU JIAKTAHT.
Past, Simple Future. yUeGHUKOM H
CIIOBapeM.
IToaroroBka
JIOKJIaJa C
MpEe3eHTalUEH.
BueaynutopHoe
YTEHHE U TIEPEBO/I.
IToaroroBka k
JIEKCHYECKOMY
JIMKTAHTY.
What is [ToBTOpenue PaGora B Jlurepatypaxk | Ompoc, qoknan c
management? The | rpammatuxu: Singular | 6u6muorexe, TeMe, paboTa ¢ | mpeseHTaIMeil.
history of or plural, countable and | pxsrouas 3BC ¢ HHTEpHET-
management uncountable nouns. 0a30BbIM UCTOYHHUKAMHU
Much-many, little-few, yUeGHUKOM H
a little- a few. CIOBapeM.
Possessive case. BHeay IHTOPHOE
Indefinite pronouns. 4TEHHE K ISPEROLL.
[ToaroroBka
JIOKJIaza ¢
Mpe3eHTallUEeH.
Modern [ToBTOpEeHUE Pabora B Jlutepatypa k Omnpoc, 1okiiana ¢
management rpaMMaTHUKU: The | 6ubamoreke, TeMe, paboTa ¢ | Mpe3eHTaIHEeH.
theories Article (the | Brmrouas BC ¢ WUHTEpHET-
indefinite/definite), The | 6a3oBbiM UCTOYHUKAMU
use of articles with | yueOnukom u
Common Nouns. The | cioBapem.
Zero-article. IToaroroska
JIOKJIaj1a ¢
MIPE3CHTALUEH.
Globalization and | IToBropenue Pa6ora B Jluteparypax | Ompoc.
Competition rpaMMaTHKH: oubmoTexe, Teme, paboTta ¢ | BHeaymuropHoe
Trends in Human | Adjectives and adverbs. | pxsrouas DBC ¢ HWHTEpHET- YTEHUE U TIEPEBO/I.
Resource Degrees of comparison. | Gasoeim uctouyHnkamu | Jlekcuueckwit
Management. Prepositions. Phrasal y4eOHUKOM U JIUKTAHT.
verbs a_n_d patterns with CIOBApeM.
prepositions. Brcay HTOpHOC

YTCHUEC U IIEPEBO.

IToaroroBka k
JIEKCUYECKOMY
JIUKTaHTY.
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Management
features in
different countries

IToBTOpEHUE

rpaMMaTHKH: The
Continuous Tense
forms: Present
Continuous, Past
Continuous, and Future
Continuous. Ways of
expressing a future

PabGora B
OuOIHOTEKE,
Brrouast OBC.
IToaroroska
JIOKJIazia ¢
MpE3EHTalUEN.
Breaynuropsoe

YTCHHUEC U ICPCBO.

Jluteparypa k
Teme, paboTa ¢
WHTEPHET-
HMCTOYHUKAMHU

BueayauropHoe
YTEHUE U MEPEBO/I.
VYuyacTue B
rpynmnoBoit
JIUCKYCCHHU.
TectupoBanue.
3auer.

action IMoxgroroska k
TPYIIIOBOM
JTIUCKYCCHH.
IToaroroBka k
TECTy.
IToaroroBka k
3a4ery.
Business letters: [ToBTOpeHHe Pabora B Jlurepatypa k Omnpoc, nokiana ¢
types of letters. rpamMatuku: Reported | 6ubnmoTtexke, Teme, paboTa ¢ | Ipe3eHTalUeH.
Peculiarities of speech. Reported | sximouas DBC ¢ HHTEPHET-
business statements,  questions, | 6a30BbIM HUCTOYHUKAMU
correspondence commands. Y4EOHUKOM U
CJIOBapeM.
[ToaroroBka
JOKJIaza ¢
MPE3CHTALUEH.
Telephoning. CVs | TToBTopenue Pa6ora B Jluteparypa k| Ompoc, gokiaaa ¢
and interviews rpaMMaTHUKU: The | 6ubanoTeke, TeMe, paboTa ¢ | Mpe3eHTAIHEH.
Perfect Tense forms: | Bxmouas DBC ¢ UHTEPHET- BueaynutopHoe
Present Perfect, Past | 6a30BpIM UCTOYHUKAMU YTEHHE U TIEPEBO/I.
Perfect, Future Perfect. | yueOnukom u Jlekcnueckuit
CJIOBapeM. JTUKTAHT.
BueaynutopHoe
YTEHUE U TIEPEBOI.
IToaroroBka
JIOKJIazia ¢
MpE3eHTaLUEH.
IToaroroBka x
JIEKCHYECKOMY
JIUKTAHTY.
Four main roles of | TToBropenwue PaGora B Jluteparypax | Ompoc. Ompoc,
a manager. The rpaMMaTHKH: The | oubamoreke, Teme, paboTa ¢ | JOKJIa] C
functions of Perfect Continuous | Bxmouas 9BC ¢ UHTEPHET- Hpe3CHTAIINCH.
managers at Tense forms: Present | 6a30BbIM HACTOYHUKAMHU Breayauropaoe
different levels of | Perfect Continuous, | yueOHUKOM 1 YTEHHE U TIEPEBO/I.
management Past Perfect | cmoBapem. VuacTre B
Continuous, Future | BueaynutopHoe TpyIIoBOi
Perfect Continuous. YTEHHE U TIEPEBO/I. JICKYCCHH.
IToaroroBka
JIOKJIazia ¢
MpEe3eHTaLUEH.
IToaroroBka k
IpyIIIOBOM
JIUCKYCCHH.
The types of [ToBTOpEHue Pabora B Jlutepatypa k Ormpoc, goknaj ¢
business rpaMMaTHKH: Tense | 6ubnuoreke, TeMe, paboTa ¢ | mpe3eHTaIUeH.
communications | forms in the Passive | Bxiouas DBC ¢ HWHTEpHET- BueaynutopHoe
inside the Voice. 0a30BBIM HACTOYHUKAMHU YTEHHE U TIEPEBO/I.

organization

YICOHUKOM H

IlepeBon
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CJIOBapeM.
Bneayauroproe
YTCHHE U IIEPEBOI.
ITepeBon
MACCUBHBIX
KOHCTPYKILUI HA
PYCCKHUH SI3BIK.

[IACCUBHBIX
KOHCTPYKLIUH Ha
PYCCKUH SI3BIK.

IloaroroBka
JOKJIazia ¢
Mpe3eHTallUeH.
Time [ToBTOpCHME Pabota B Jlutepatypa k Ompoc, DoKIIaz ¢
management: time | rpammatuxku:  Modals. | 6uGnuoreke, Teme, paboTa ¢ | Ipe3eHTalUeH.
management May and can for | Bxmouas OBC ¢ WHTEpPHET- BueayautopHoe
skills, tips for permission  in  the | 6a30BBIM HCTOYHUKAMHU YTEHHUE U TIEPEBOI.
effective use of present or future. May, | yueGHHKOM | VYuactue B
time might, can/could for | cioBapem. JIEKCHYECKOM
possibility. Could or | BueayautopHoe JIUKTAHTE.
was/were allowed to — | urenne u mepeBo.
for permission in the | TToxroroBka K
past. Requests. Can and | nekcudeckoMmy
be able to for ability. | mukranty.
Ought, should, must, | IToaroroska
have to, need for | noxmanac
obligation. Ipe3CHTAINCH.
A modern [ToBTOpeHme Pabora B Jlutepatypa k Omnpoc, moxman ¢
manager: personal | rpaMmaTHKy: Must, | oubnuoTeke, TeMe, paboTa ¢ | Mpe3eHTAIHECH.
characteristics, have to, cannot, will, | Bxiouas DBC ¢ MUHTEPHET- BueaynuTtopHoe
skills and abilities | should for deduction | 6a3oBbIM HUCTOYHUKAMH | YTCHHE U TIEPEBO/I.
required for and assumption. YUYEOHUKOM U VYuacTre B
effective [Tepenaua MOIAIBHOCTH | CIIOBAapeM. IPYIIOBOM
management. The | mo-anrmuiicku B ycTHOU | BHeayauTopHoe JIUCKYCCHUU.
portrait of a Y MHCHbMEHHOU PEeYH. YTEHHE U TIEPEBO/I.
Russian manager | Beipaxenue [Moxrororka
MO/IaTbHOCTH COOOIIIEeHUS TI0
WHTOHAIMOHHBIMH, teme. [ToaroroBka
JIEKCUYECKUMU, K IPYIIIIOBOM
rpaMMaTUYCCKUMU JAUCKYCCHUU.
CPE/ICTBAMH SI3bIKA.
Team building: [ToBTOpeHue PaGora B Jluteparypax | Ompoc.
the different roles | rpammaruku: The use | OubHOTEKE, Teme, pabota ¢ | BHeaynuTopHoe
of team members, | of Subjunctive Mood. Brurroyas ObC ¢ WUHTEpHET- YTEHHE U TIEPEBO/I.
team performance | IlepeBox 0a30BbIM HUCTOYHHKAMH VYuactue B
COCJIaraTesibHOro Y4eOHUKOM U JIEKCHYECKOM
HaAKJIOHCHUS B | CJIOBapeEM. JUKTAHTC.
CJIOKHOTIOJYMHEHHBIX | BHeayauropHoe TectupoBanue.
MPEUIOKEHHUIX C | YTEHHUE U TIEPEBOI. 3ayer.
NpUaAaTOYHBIMHA HOI[I‘OTOBK& K
YCIIOBHBIMH Ha PYCCKHH | JIEKCUYECCKOMY
SI3BIK. JUKTAHTY.
Conditionals (Types 0, | IToaroroBka K
1, 2, 3). Making a wish. | tecry. [loaroroBka
K 3a4eTy.
Personnel [ToBTOpEHue Pabora B Jlutepatypa k Ormpoc, goknaj ¢
management: rpaMMatuku: The o6ubnmorexe, TeMme, paboTa ¢ | Mpe3eHTaIHEeN.
Employee Verbals: Forms, Bkitoyast ObC ¢ HWHTEPHET- BueayauropHoe
Selection. Job Tense/Voice 0a30BbIM UCTOYHUKAMU YTEHHE U TIEPEBO/I.
description distinctions. The use of | y4eOHUKOM U
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the Gerund. CIIOBapeM.
Bneayauroproe
YTCHHUE U TIEPEBOI.
IToaroroBka
JOKJIajIa ¢
IPE3CHTALUEH.
Staff training. [NoBTOpeHMe Pabora B Jlutrepatypa k Omnpoc.
Employee IpaMMAaTHKH: The | 6udamnoTeke, Teme, paboTta ¢ | BueaymutopHOe
motivation Infinitive: Forms, | Brirouas ObC ¢ WHTEPHET- YTCHHE U TIEPEBO/I.
Tense/Voice 6a30BbIM HCTOYHUKAMHU VYuacTue B
distinctions. The | yyeOHUKOM U JIEKCHYECKOM
functions of the | cmoBapem. JTUKTAHTE.
Infinitive in the | BueayautopHoe
sentence. Participle. | urenue u epeBoz.

Forms and functions of

IToaroroBka k

the participle in the | nekcuueckomy
sentence. JIUKTAHTY.
Planning as one of | ITosropenme Pab6ora B Jluteparypak | Ompoc, H0oKIa ¢
the major IrpaMMAaTHKH: The | 6ubamnoTeke, TeMe, paboTa ¢ | Ipe3eHTaIHEMH.
responsibilities of | Compound  Sentence, | Bkirouast ObC ¢ MUHTEPHET- BueaynuTtopHoe
management. The | clauses connected by | 6a3oBbiM HCTOYHHUKAMHU YTEHHE U TIEPEBO/I.
types of plans. means of coordinating | yueOHuKOM 1 VuacTre B
Recommendations | conjunctions: and, or, | cioBapem. IPYIIOBOM
for effective else, but and connective | BueayauropHoe JIUCKYCCHH.
planning. adverbs: otherwise, | ureHue u EPEBOI.
nevertheless, vyet, still, | Tlonroroeka
therefore. JIOKJIaJa C
MpE3CHTalUEH.
[ToaroroBka k
IPYyIIIOBOM
JIUCKYCCHH.
Employee Safety | IToBropenue Pa6ora B Jluteparypa k| Ompoc, gokiaaa ¢
and Health. rpaMMaTUKW: TepeBo]| | OubianoTeke, Teme, paboTa ¢ | TIpe3eHTaIUCH.
Insurance Benefits | na aunrmiickuii  s3pik | BKimovas DBC ¢ UHTEpHET-
MPOCTBIX MPEAJIONKESHUH | 6a30BBIM HUCTOYHUKAMU
C TPSAMBIM U OOPATHBIM | yUCOHUKOM U
MOPSIAKOM ~ CIIOB;  C | CJIOBapeM.
MPUYACTHBIMU u | BHeayauropHoe
JeeTPUYACTHBIMU YTEHHUE U TIEPEBO/I.
o0opoTamu. [Moxrororka
JIOKJIazia ¢
MIPE3CHTALUEH.
Problem solving: | IToBTopenwue PaGora B Jluteparypax | Ompoc.
individual and IrpaMMaTHUKU: The | 6udaroTeke, Teme, padota ¢ | BHeayauropHoe
group problem Complex sentence: | Bxmouas ObC ¢ UHTEPHET- YTEHHUE U TIEPEBOI.
solving Subject Clauses, | 6a30BbIM HUCTOYHUKAMU VYuacTue B
techniques, stages | Predicative Clauses, | yueOHMKOM | TPYITOBOM
of consideration Attributive Clauses, | cmoBapem. JICKYCCHH.
and resolution of | Object Clauses, | Bueayauropnoe
the problem Adverbial Clauses, | uTeHue u nepeBo.
Relative Clauses [TonroroBka K
TpyIIoBoit
JUCKYCCHH.
International [ToBTOpeHME Pabora B Jlurepatypa kK Omnpoc, 1oKiIana ¢
management: rpamMaTtuku: IlepeBon | OnbnmoTeke, TeMme, paboTa ¢ | Mpe3eHTaIHEeN.
managing large CJI0’KHOIIOJYMHEHHBIX Brrovast ObC c HHTEPHET-
English Russian npeiokeHui:  Subject | 6a30BbIM HCTOYHUKAMHU
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and international | Clause, Predicative | yueGHMKOM 1
companies Clause, Object Clause, | cmoBapem.
Attribute Clause, | BaeaymuropHoe
Adverbial Clauses of | urenue u epesoz.
Time, Condition, Cause | TToxrotoBka
Ha PYCCKUH S3BIK IoKJiaga ¢
Tpe3eHTallUEeH.
Approaches to [ToBTOpCHME Pabota B Jlutepatypa k Ompoc.
managing the rpamMatuku. Emphasis. | 6ubnmotexke, Teme, paboTta ¢ | BHeaynuTopHoe
company in a The emphatic Do, Cleft | Bxmrouas OBC ¢ HHTEPHET- YTEHHUE U TIEPEBOI.
changing external | sentences. Double | 6azoBeiM HCTOYHUKAMHU Tectuposanue.
environment. The | negation: the participle | yueOnukom u OK3aMeH.
ways of Not before a negative | cmoBapem.
improving the adjective/adverb. BueayauTtopHoe
company's YTEHUE U TIEPEBO/I.
competitiveness [Moxrororka
tecty. [loaroroBka
K DK3aMEHY.

6. OneHo4Hble MaTepHuaJbl 1Jisl MPOBECACHUSA l'lpOMe)KyTO‘-IHOﬁ arrecranuun oﬁyqammnxca mo

AUCHHUIIJINHE

6.1. Onucanue nmoxka3zarejeH u KPpUTEPUEB ONCHUBAHUA KOMHeTeHHHﬁ, OITMCAHHUEC IIKAJI
OIlCHUBaAHUA

/o

HaumenoBanue
DIIEHOYHOT0 CPEACTBY

Kpatkas
XapaKTepHuCTHKA
OLICHOYHOI'0 CpeCTBa

IIIxaja U KPUTEPUH OLEHKH,
0am

Kputepun
OlleHHUBAHMA
KOMIIeTeHLIMH

1. Ompoc

COop nepBuYHON
UHQOPMAIIH IO
BBISICHEHUIO YPOBHS
YCBOEHUS IPOUJECHHOTO
MaTepuaia

«3a4TeHo», eCIIU CTYACHT
JEeMOHCTPHUPYET 3HAHHE
MaTepuaia o paszelny,
OCHOBaHHBIE HA 3HAKOMCTBE C
00s13aTeNTbHON TUTEpPaTypo U
COBpPEMEHHBIMU
MyOIMKaIUsIMU; TaeT
JIOTUYHBIE,
apryMEHTHPOBAHHBIE OTBETHI
Ha MOCTaBJIEHHbIE BOIPOCHI.
Homnyckarotcst
HE3HAYUTEIbHBIC HETOYHOCTH
B OTBETAaX, KOTOPbIE CTYICHT
UCTIPABIISIET Iy TEM
HaBOJISIIX BOIIPOCOB CO
CTOPOHBI TIPETIOIaBATEIS.

«He 3auteHo», eciiu UMEIOTCS
CYLIECTBEHHBIE IPOOEITHI B
3HaHHUU OCHOBHOI'O
MaTepuaa 1o pasJeinam
y4eOHON AUCIIUIUTAHEI, a
TaKKe JTOMYIICHBI
MIPUHIIATTUATBHBIE OIIHOKA
MIPY U3JI0)KEHUU MaTepHaa.

VK-4.1;
VK-4.2;
VK-4.4

2 Hoxnan /

cooOmenne

coobienune (Wiu
JIOKYMEHT) T10

[Tybnmuanoe, pa3BépHyToe,

OIpeACIEHHOMY BOIIPOCY,

«5» — [loknaza cOOTBETCTBYET
3asBJICHHOM TE€ME, BBITIOJTHCH
C TIPHUBJICUYCHUEM
JIOCTaTOYHOT'0 KOJUYECTBA

VK-4.1;
VK-4.2;
VK-4.4
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OCHOBaHHOE Ha
MPUBJICYCHUN
JIOKYMEHTAIILHBIX
JIAHHBIX, COJIEpKAHUE
KOTOPOT'O OTPAXKAET CYTh
BOIIpOCA.

HAYYHBIX U MIPAKTHYECKUX
HUCTOYHHKOB IO TEME,
CTYJCHT B ITOJIHOM 00BbEME
OTBEYaeT Ha BOMPOCHI TEME
JIOKJTa 13,

«4» — Jloknaa B IICJIOM
COOTBETCTBYET 3asBJICHHOMN
TEME, BEIIIOJIHEH C
[IPUBIICYCHUEM HECKOJIBKUX
HAyYHBIX U MPAKTHYECKUX
HCTOYHHKOB I10 TEME,
CTYJICHT B COCTOSIHUM
OTBETUTH Ha YaCTh BOIIPOCOB
10 TEME TOKJIAJa;

«3» — [loxnan HE COBCeM
COOTBETCTBYET 3asBICHHOU
TeMe, BBITIONHEH C
HCIIOJb30BAaHUEM TOJIBKO 1
WIH 2 HNCTOYHUKOB, CTYACHT
JIOITYCKAET OIINOKHY TpH
M3TI0’KEHUH MaTepuana, He B
COCTOsIHHUHM OTBETUTH Ha
BOIIPOCHI TIO TEME JTOKIIAfa,;

«2» — TOKJIaTYUK HE PACKPHLIT
TEMy.

IIpe3enranus

[TyGnnvHOE BHICTYIUICHHUE
C MpeACTaBICHUEM
HOJIyYSHHBIX Pe3yIbTaTOB
B mporpamme Microsoft
PowerPoint

«5» — IIpeacrasinsemas
nH(popMaIus
CHCTEMaTHU3UPOBaHa,
rocjenoBaTeNbHa U
JIOTHYECKH CBSA3aHA.
[IpoGmema packpeiTa
nonHocTso. [Inpoko
HCIOJIb30BaHbl BO3SMOXXHOCTH
texHosoruu Power Point;

«4» — Ilpencrapnsemas
rH(pOpMAITUS B IIEIIOM
CHCTEMaTHU3UPOBaHa,
nocieoBaTeNbHa U
JIOTUYECKH CBs3aHA
(BO3MOXKHBI HEOOJTBITTHE
otkyioHeHus). [Ipobiema
packpbiTa. Bo3aMOXXHBI
HE3HAYUTEIbHbIC OITHOKH
npu odopmiieHnH B Power
Point (He Oonee nByX);

«3» — [Ipeacrasnsemas
uHQOpMAaIHs HEe
CHUCTEMAaTHU3UPOBaHA W/UIIN HE
COBCEM II0CJIEIOBATENIBHA.
IIpobnema packpsiTa HE
MMOJHOCTEIO. BEIBOABI HE
CIeTaHbl WU HE
00ocHOBaHbI. BO3MOXXHOCTH
texHoxoruu Power Point
HCHOJIBb30BAHEI JIUIIIb

VK-4.1;
VK-4.2;
VK-4.4
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YaCTUYHO,

«2» — [Ipeacrapmsemas
nHpOpMaLus HE
CUCTEMAaTHU3UPOBAHA.
Bo03M0XXHOCTH TEXHOIOTUU
Power Point ucmonp3oBanbl
JIUIIb YaCTUYHO.
MHOTOYNCIIEHHBI OITUOKT
pu opopMITeHUH.

TectupoBanue TecTupoBanme MOXHO «OTITUIHO» — JOJIS YK-4.1;
MIPOBOIUTE B (hopme: MIPaBUILHBIX OTBETOB 80- YK-4.2;
®  KOMIBIOTEPHOTO 100 %; YK-4.4
TECTHPOBAHHUA, T.C. «XOPOLLIO» — OIS
KOMIIBIOTCP NPOU3BOJIIBHO | mpaBUIIBHBIX OTBETOB 60-

BBEIOMPAET BOIIPOCHI U3 79 %:

0a3bl IIaHHI)‘IX MO CTEMEHM |\ e TROPHTEHHO —
CHOAHOCTH, JIOJIsI TPABUJIBHBIX OTBETOB
®  MHCBMEHHBIX 40-59%:

OTBETOB, T.C.

HpETIo/IABATES 33026T «HEYJIOBIICTBOPUTEIHLHO» —
BOIIPOC U JaeT HECKOJIBKO f{gﬁ’é:gg‘;ﬁéwmx OTBCTOB
BapUaHTOB OTBETA, a

CTYJICHT Ha OTACIHHOM

JIMCTE 3aHUChIBAET

HOMepa BOIIPOCOB U

HOMEpa

COOTBETCTBYIOIINX

OTBETOB

JemoHcTparus OCBOCHHBIH CyOBEKTOM «5» CTyeHT noka3bsiBaeT YK-4.1;

MIPAKTHIECKUAX C1oco0 BRITIOJTHEHHS XOpoIIie 3HaHUS yIeOHOTO YK-4.2;

YMCHHI JIeHCTBHSI, MaTepuaa mo TeMe, 3HaeT VK-4.4
obecrieurBaeMbIit ITOPUTM MPAKTHYECKOTO
COBOKYITHOCTBIO yMeHusI (MaHUITYJISIIHAN),

npruoOpeTEHHBIX 3HAHUH 1
HaBBIKOB

[IOCTIEI0BATEIIEHO
JIEMOHCTPHUPYET
npakTuiyeckue ymenus. [laer
YIIOBJIETBOPUTEIILHBIE OTBETHI
Ha JIOTIOJHUTEIbHbIE
BOIIPOCHI.

«4» — CTyneHT BiajeeT
YIOBJIETBOPHUTEIHHBIMHU
3HAHUSAMU TI0 TIPAKTHYECKUM
YMEHUAM, JEMOHCTPUPYET
MIPAKTHYECKUE YMEHMUS C
OIMOKaMHU, HYKIAeTCs B
MOJICKa3Kax MperoiaBaTes,
Jac€T HEIIOJIHBIC OTBETHI HA
IMOCTAaBJICHHBLIC BOIIPOCHI.

«3» — CTyneHt Biameer
OTPBIBOYHBIMH 3HAHUSMU TIO
NPaAKTUYCCKUM YMCHUAM,
3aTPYAHACTCA B YMCHUHN UX
OCYIIECTBUTH, IAET
HETOJTHBIC OTBETHI HA
ITOCTABJICHHBIE BOIIPOCHL.
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«2» — CTyIeHT He 3HaeT
QITOPUTM MPAKTHIECKOTO
yMeHUs (MaHUITY JISIIAH )
W/WJIN HE MOXKET
MIPOJICMOHCTPUPOBATh
MIPaKTUIECKOE YMEHHUE
(MaHHTTYIATINTO).
3arpyaHseTCs C OTBETaMU Ha
MOCTaBJICHHBIE BOIPOCHL.

Keiic-3amauun OO0yyarorumii MaTepua, «3auTeHOy, €CJIU OTBET Ha YK-4.1;
HCIIOJIb3YIOMINM OMUCaHue | BOMPOC 3aJaud JaH YK-4.2;
peaTbHBIX TpaBUILHEIN. OOBsCHEHTE YK-4.4
HKOHOMUYECKHX, X0JIa €€ peleHus MoApoOHoe,

COIMAIbHBIX U OU3HEC- MIOCJICZIOBATEIBHOE,
CUTYyaIlni, OCHOBaHHBIX TpaMOTHOE, C
Ha peaTbHOM TEOPETHIECKUMHU
(hakTHyeckoM MaTepuanie | 0OOCHOBAaHUSAMH (B T.U. U3
WJIH K€ MPUOTMKEHBI K JEKIIMOHHOTO Kypca), C
peabHOM CUTYaIlnH. HE0OXOTUMBIMHU
OOyuarommmecs TOIKHBI MOSICHCHUSIMU |
UCCIIEIOBATh CUTYAaLHIO, JIEMOHCTPAIIUSAMH; OTBETHI Ha
pa3obpaTbcs B CyTH JIOTIOJTHUTENNBHBIE BOIIPOCHI
poOIIeM, IPEIIIOKUTH BEpHBIE, UETKHE.
BO3MOJKHBIC PEIICHUS U JlomyckatoTcst
BBIOpaTh JIydlllee U3 HUX. | HE3HAYUTEJIbHBIC HETOUHOCTH
U 3aTPYAHCHUS.
«He 3autenoy», OTBeT Ha
BOMIPOC 33/1a4H HE JaH WA
JlaH HE BITOJIHE MPaBUIBbHBIM,
OOmBsicHeHue X0/a ee
pelIeHrsT HeIOCTATOYHO
MIOJTHOE,
HETIOCIIeIOBATENBHOE, C
OIIMOKaMH, CIa0bIM
TEOPETHIECKUM
000CHOBaHUEM (B T.U.
JIEKITMOHHBIM MaTEpUaIoM),
JIOTIOJTHUTEITEHBIE BOIPOCHI
HEJIOCTAaTOYHO YETKHE, C
OIIMOKAMHU B JE€TANISAX WIH
BBI3BIBAIOT 3aTPYTHECHUS.

KonTponphas C6op nHpopMaLIUH 110 «5» — comepxaHue YK-4.1;

pabora BBISICHEHHIO YPOBHS COOTBETCTBYIOT YK-4.2;
YCBOEHHUS TPOUIEHHOT O MOCTaBJICHHBIM LIEJIA U YK-4.4

Marepuaa

3a/1a4aM, U3JI0)KEHUE
Marepuaia OTINYaeTCs
JIOTUYHOCTBIO U CMBICIIOBOM
3aBEPIICHHOCTBIO, CTYICHT
II0KAa3aJl BJIaJICHUE
MaTepuaioM, yMEHUE YETKO,
apryMEHTUPOBAaHO U
KOPPEKTHO OTBEYATh Ha
IIOCTaBJIEHHBIE BOIIPOCHI,
OTCTauBaTh COOCTBEHHYIO
TOUYKY 3pEHHS;

«4» — conepxanue
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HEJIOCTaTOYHO MOJHO
COOTBETCTBYET
MIOCTABJICHHBIM IIEJH U
3a7a4aM HCCIIeIOBaHMS,
paboTa BBIMIOJHEHA Ha
HEJOCTATOYHO HIUPOKOHU
HMCTOYHUKOBOU 0a3e u He
YUUTBIBAET HOBEHIIINE
JOCTIDKEHUS HAyKH,
M3JI0’KEHNE MaTepraia HOCUT
MPEUMYIIIECTBEHHO
OTIMCATEeIbHBINA XapaKTep,
CTYJICHT TTOKa3aJ JOCTaTOYHO
yBEpEeHHOE BJIaJeHNe
MaTepHaioM, OJHAKO
HEJIOCTaTOYHOE YMEHHUE
9eTKO, apryMEHTHPOBAHO 1
KOPPEKTHO OTBEYaTh Ha
MOCTaBJICHHBIE BOIPOCH U
OTCTanBaTh COOCTBEHHYIO
TOYKY 3PEHHUS;

«3» — comepKaHne He
oTpakaeT 0COOEHHOCTH
POoOJIEMaTUKH TEMBI,
coJiepkaHue paboThI He
MIOJTHOCTBIO COOTBETCTBYET
IIOCTAaBJICHHBIM 3aJjladyaM,
HCTOYHHUKOBas 06aza
(hparmMeHTapHa U He
MIO3BOJISIET KAUECTBEHHO
PEIIUTH BCC IMOCTABJICHHBIC B
pabote 3amaun, paboTa He
YUYUTHIBAET HOBEUIIINE
JOCTIDKEHHST UICTOpUOTpagun
TEMBI, CTYJCHT MOKa3aJl
HEYBEpEHHOE BIIaJICHUE
MarepuaioMm, HCYMCHHUE
OTCTauBaTh COOCTBEHHYIO
MO3UIIMIO ¥ OTBEYATh Ha
BOIIPOCHI;

«2» — paboTa He UMeeT
JIOTUYHOU CTPYKTYPBHI,
coJiep>kaHue paboThI B
OCHOBHOM HE COOTBETCTBYET
TeMe, NCTOYHHKOBas 0aza
HEJIOCTATOYHA JUISl PELICHUS
MOCTABJICHHBIX 3a]1a4,
CTYJICHT TIOKa3all
HEYBEPEHHOE BJIAJICHUE
MaTepHuaioM, HeyMeHHe
($hopMyIHpOBaTH
COOCTBEHHYIO MO3UIIHIO.

I'pynmosas
JUCKYCCHUS

OneHouHOE CpesCTBO,
MIO3BOJISIONIEE BKITFOUUTh
oOydaronmxcs B IpoIiecc
o0cyxIeHUs

«3aYTEHO» — 00YYaIOLIUNCS
JIEMOHCTPUPYET 3HAHUE
MaTepuaa 1o TeMe pasJiena,
OCHOBAHHbIE HA 3HAKOMCTBE C

VK-4.1;
VK-4.2;
VK-4.4
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MPEJICTaBICHHOU TEMBI,
MPOOJIEMBI U OLICHUTH UX
yMEHHE apTyMEeHTHPOBATh
COOCTBEHHYIO TOUKY
3peHusl.

00s13aTEIHFHOM JTUTEPATY PO U
COBPEMEHHBIMU

My OIUKAIUSIMH; aKTHBHO
YYacTBYET B JINCKYCCHU; JaeT
JIOTUYHEIE,
apryMEHTUPOBAaHHBIC OTBETHI
HA MMOCTABJICHHBIE BOIPOCHL.
«HE 3aYTCHO» — OTCYTCTBHUE
3HAHUU TI0 U3y4aeMOMY
paszeny; HU3Kasi aKTHBHOCTb
B JIMCKYCCHH.

9 Jlexcuuaeckuit CpencTBo MpoBEpKH «OTJIUYHO» — JOJIS YK-4.1;
' JUKTAHT 3HAHUS JICKCUKO- MIPaBUJILHBIX OTBETOB 80- YK-4.2;
rpaMMaTHYECKOI0 100%:; VK-4.4
MUHUMYMa 110 U3y4aeMOH | «XOPOIIO» —HA0Js
TeMe B 00beMe, MIPaBUJIBHBIX OTBETOB 65-
HEOOXOIUMOM IS 79,9%:;
PpadOThI C HHOSI3BIYHBIMH «YJOBJIIETBOPUTEIBHOY —
TEKCTaMH B TPOIIECCe JIOJIsl TIPABUJILHBIX OTBETOB
npohecCHOHATBHOMN 50-64,9%:;
JICATEIbHOCTH. «HEYJIOBIICTBOPUTEIHLHO» —
A0JId IpaBUJIbHBIX OTBETOB
menee 50%.

10. [lepeBon Tekcra CpencTBo mpoBepKH OneHnBaeTcs TOUHOCTh U YK-4.1;
coOIroIeHns MIOJTHOTA TIepeavn KaKk VK-4.2;
rpaMMaTHYECKUX, OCHOBHOM, TaK B VK-4.4
CUHTAaKCHYECKHX, BTOPOCTEIICHHOU
ophorpaduaecknx nHpopmaruu. [lepeBog

MIPaBUJI, COOJTIOICHHS
SI3BIKOBOM HOPMBI U CTHUIIA
NIPY TIEPEBOJIC C
WHOCTPAHHOTO SI3bIKa Ha
POAHOM, aIeKBaTHOCTh
nepeBoJia TeKCTa-
OpUTMHAJA HA POJTHOMN
SA3BIK.

ouenmnBaercs B 100 6amnos.
IIpu 3TOM 32 IpaBUIIBHBIN
TIePEeBO/I;

1) TeKCHYECKHUX ¢IMHHMIT
naercst ot 0 o 40 6amos
(BepHBII1 BEIOOD
SKBHUBAJIEHTOB CJIOB;
nepeBe/ICHbI BCE CIIOBA, KaK
HEUTpaIbHOMU, TaK U
TEPMHHOJIOTHYECKOH
JICKCHKH; TIepEe/IaHbl BCE
peanuu U UMeHa
COOCTBEHHBIE; TIPABUIIHBHO
TIepeBeIeHBI BCe CBOOOIHBIC
U YCIIOBHEIC
CJIOBOCOYETaHU);

2) rpaMMaTHYECKUX SUHHIL U
KOHCTpYKIHit oT 0 1o 40
0aJs10B (BEpHBIH MEPEBO/T
BHJIOBpEMEHHBIX (popm
rJlaroyia, 3ajiora u
HAKJIOHEHUS TJ1aroa,
MOJIJIBHBIX TJIar0JIoB,
HEJIMYHBIX QOpM Iiaroia u
KOHCTPYKIUH C HUMU;
MIPABUIIBHO MEPEAAHO YHCIIO U
MaIeX CyIECTBUTENBHBIX;
YUTEHBI IIPH TIEPEBO/IE
CTETICHN CPaBHEHMUSI
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MpHUJIAraTelbHbIX U HApEUnil);
3) CHHTaKCHYECKUX
KoHCTpyKIiui ot 0 10 10
0aJToB (BEpHO BHIOpAHO
3HAYCHUE CJIOB-
3aMECTUTEIICH; ITEPENAHbL
sMparmueckue
KOHCTPYKLHUH);

4) CTUITMCTUYECKH
TIPaBUIILHBIN (aCKBATHBIN)
nepeeos ot 0 go 10 Gamios.
[ITxana cooTBETCTBUSA
KOJTMYeCTBA HAOpaHHBIX
0aJI0B OIIEHKE IO
MMMCbMEHHOMY TIEPEBOIY:
100-86 6amI0B — «OTIIMYHOY,
85-76 6aI0B — «XOPOIIIOY,
75-55 bammoB —
«YJOBIECTBOPUTEIHHOY,

54 6amra u MeHee —
«HEYTOBIIETBOPUTEIHLHOY.
ITokaszaTenu nepenauu
OCHOBHOTO COJICPXKaHUS
OIIEHMBAIOTCA 10 4-0aTbHON
HIKarne:

5 6ay10B (OTIIMYHO),

4 Gamnma (xoporo),

3 Gamna
(YZ1OBIIETBOPUTEINBHO),

2 bamma
(HEeyIOBIIETBOPUTETHHO).
basel cymmupyrorcs, u
BBIBOJIUTCS CPEIHUM OalL.

6.2. MeToau4ecKkue MaTepuaJibl, ONpe/e/siioliue Mpoue1ypbl OLeHUBAHUS 3HAHMIA, yMEHUIA,

HABBIKOB M (WJIN) ONBITA 1eATEIbHOCTH, XapaAKTEePU3YOUIUX 3Tanbl GOpMHUPOBAHUA
KOMIIeTeHIUIl B Ipolecce 0CBOCHNUSI OCHOBHOM NMpodeccHOHANIBbHOH 00pa30BaTeIbHOM

MPOrpaMMbl
No ®opma xoHTpoJst/ | Ilpouenypa oueHuBaHus IIxana ¥ KPpUTEPHHU OLEHKH, 0aJLT
KO/bI
OIIeHUBAaEMbIX
KOMIIeTeHIIU I
3auver / IIpaBunbHOCTE OTBeTOB Ha | OLEHKA «3a4TEHO» BBICTABISIETCS B TpeX
YK-4.1, BCE  BONPOCH  (BEpHOE, | CIydasx:
VK-4.2; YETKOE u JmocTatoyHo | 1. MpaBUIBHOCTH MCIIONIH30BAHUS SI3BIKOBOTO
YK-4.4 riy0oKoe M3JI0KEHUE HIeH, MaTepuana (t.e. COOTBETCTBHE
MOHATHH, (PAKTOB H T.1.); rpaMMaTHYECKUM, JIEKCUYECKUM u

CoueTanue TMOJTHOTHI W
JJAKOHUYHOCTH OTBCTA,
Hannune MIPaKTHYECKUX
YMCHI/Iﬁ 10 JUCHUIIJIIMHE
(BbITIOTHEHKE
MPaKTHUYECKOTO  3a/IaHus,
COOTBETCTBYIOIIETO JTFO00M
TeMe H3ydyaemMon

(OHETHUYECKHM HOpPMaM HWHOCTPAHHOTO
SI3BIKA).

. IIOJIHOTA MW aACKBATHOCTb ITOHHMMAaHMA

COJIepIKaHUs
IIPOYUTAHHOTO.

YCIBITIIAHHOTO u

. KOPPCKTHOCTH U CJIOKHOCTh NMCbMCHHOI'O

BBICKa3bIBaHHUS  C
COHep)KaHUS |

TOYKHU
YPOBHS

3peHUs
SI3BIKOBOM
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JUCLIATUIAHEL)
OpueHTHpOBaHKE B

y4IeOHOH, HAy9HOH W
CIIeIMAIbHOM JINTEPATYPE;
Jloruka u
apryMEHTHPOBAHHOCTh
W3TIOKEHUS;

I'pamoTHOE
KOMMEHTHPOBAHHUE,
TIpUBEICHUE MIPHMEPOB,
aHAJIOTHI;

Kynerypa orBera.

TPYIHOCTH, COOTBETCTBHE CTHIIIO U KaHPY
MMMChMEHHOTO BHICKAa3bIBAHUSI.
«3a4TeHO0» BBICTABISETCS, KAK MUHUMYM, TIPH

YCBOCHUU 00y4aronmmMest OCHOBHOTO
Marepuana, B  HU3JIOKEHHH  KOTOPOIO
JIOITYCKAIOTCS OT/EIbHBIC HETOYHOCTH,
HapyIIeHne [TOCTIEI0BATENNFHOCTH,
OTCYTCTBHE€  HEKOTOPBIX  CYIIECTBEHHBIX
JleTae, HUMEIOTCS 3aTpyAHCHUS B

BBITTIOJITHCHUUIIPAKTUYCCKUX 3aIaHuM.

OlieHKa «HE 3aYTEHO» BBICTABISIETCS B TOM
ciydae, Korja oOydYalomuiics He BiameeT
3HAYUTEIEHON 9aCThIO Marepuaia,
JIONYCKAaeT MPUHIMIHAIBGHBIC OIIMOKH, C
OONBIIUMU  3aTPYyTHCHUSMH  BBIMOJHSCT
NpakTHYeCKue  pabdOTBl,  €CIM  OTBET
CBHJETENILCTBYET 00 OTCYTCTBUM 3HAHHMU IO
MpeaMeTy,  TEOpPEeTHYECKOe  CoAepiKaHue
y4eOHOHl  JMCHMIUIMHBI ~ HE  OCBOEHO,
HEOOXOANMBbIe NpaKTHYECKUE  YMEHHUS
pabotel He cdopmupoBanbl, 50 u Oojee
MIPOLICHTOB y4eOHBIX 3a1aHuH,
MPEyCMOTPEHHBIX IIPOrpaMMON O0ydYeHHS,
HE BBIMOJIHEHBI, COJEpKaT rpyOble OMIMOKH,
JIOTIONTHUTENbHASL CaMOCTOATENbHAsT padoTa
HaJ  MaTepHaJOM  JUCHOUIUIMHBL  HE
NpoBeZeHa, JHOO0 KadecTBO BBIIOJHEHUS
HU3KOoe, Oombmioe uyucio 3austuil (50 % wu
Oojee) mpomymeHo 0e3 YBaKUTEIbHOW
TIPUIMHBI ¥ 0€3 mocaeayomeid 0TpabOTKH.

IK3aMeH /
VK-4.1;
VK-4.2;
VK-4.4

OK3aMeH COCTOUT U3 ABYX
yacTeil: IepBasg  4acTb
OpEANnosaraéT  UTOTOBYIO
MUCbMEHHYIO KOHTPOJIbHYIO

paboTy MO  JIEKCHKO-
rpaMMAaTHYECKOMY
MaTepuany Kypca
WHOCTPAHHOTO  S3bIKA U
MpeBapsieT YCTHYIO YacTh.
1. Yrenue,
MHUCbMEHHBIA TIEPEBOJ] CO
cj0BapeM
npodeCcCHOHATBEHO -
OpPUCHTUPOBAHHOTO TEKCTA
00BeEMOM 1500-2000
MMEYaTHBIX 3HAKOB,
obcyxeHne €ero
COJICPIKaHUS Ha
AHTIIMHACKOM SI3BIKE.

2. O3HaKOMUTEILHOE
YTEHHE u
KOMMEHTHPOBaHUE
JIEJIOBOTO MHUCbBMa Ha
AHTTTUHCKOM SI3BIKE.

3. VYcTHOE H3IIOXKEHHE

OJHOM W3 H3Y4YEHHBIX B

OneHka «OTAMYHO» — O3HAKOMMTEIHHOE
YTeHHE €O CKOpocThio 150 ClIOB B MUHYTY
(aHTIUHCKMIA SI3BIK). KommaecTno
HE3HAaKOMBIX JJIsI OOydaloIIerocst CJjoB HeE
npesbimaet 2-3 % 1o OTHOLICHHUIO K 00IIeMy
KOJIMYECTBY CJIOB. [IpaBUIbHBIN NMUCHMEHHBIN
riepeBo] pparmenra Tekcta ooremom 400-500
med. 3H. CO CJIOBapeM IMpH MOUCKe (parMeHTa
ux obmero oobema TexctoB 8000-9000 meu.
3H. (Bpems 45 wmwmHyT). becema ¢
MIPEToiaBaTesieM 110 TeMe CIeHaIbHOCTH 6e3
rpaMMaTHYeCKUX OLTHOOK.

OneHka «XOpoLIo» — O03HAKOMHUTEIbHOE
YTEHUE €O CKOpOocThi0 130 cioB B MHUHYTY
(aarnmiickuii  s13p1k), 100 cI0B B MUHYTY
(bpaHiy3ckuii W HEMEIKUH  SA3BIKH).
KonmyecTBo HE3HAKOMBIX JUIsI 00Y4YaIOIIEroCst
CJIOB HE TpeBbIMAeT 5 % MO OTHOLIEHHIO K
0o0ImeMy KOJMWYeCTBY CJOB. IIuchMeHHBII
MEpeBOl C€ HEKOTOPBIMH  HETOYHOCTSMH
TekcTa oobemMoMm 400 mey. 3H. cO cloBapeMm
IpH ToKcKe QparMeHTa WX 00mero odbema
tekcTtoB 8000 med. 3H. (Bpemst 45 MHHYT).
becena ¢ mpemopmaBareneM Mo Teme
CHEINATEHOCTH c HEKOTOPBIMU
rpaMMaTHYECKUMHU OIMHOKaMHU.
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TEYEeHHE Kypca TeM.
OLeHuBaIOTCS:
— CTENeHb
coZlepKaHus MaTepuana;

— UBIOXKEHHE Marepuana
(TpaMOTHOCTH
TOYHOCTh
TEPMUHOJIOTUH
CHUMBOITUKH,
MOCJIEIOBATEIBHOCTh
M3II0KCHUS MaTepuaa;
— 3HaHHe
M3YYEeHHBIX
c(hopMUPOBaHHOCTH
YCTOMYUBOCTD
WCTIONIB3YEMBIX TP OTBETE
YMEHUI U HABBIKOB,
— aJIeKBaTHOCTH
nepeBoa.

PacKphITUS

HCIIOJIb30BaHUA

JJoru4eckas

BOIIPOCOB,

Ornenka «yIOBJIETBOPUTEIHHOY -
03HAaKOMHTEIFHOE YTEHHE CO CKOpocThio 100
CJIOB B MUHYTY (QHTJIMMCKUH 536IK), 80 CITOB B
MUHYTY ((PpaHIy3CKUH U HEMELKHH S3bIKH).
KonndecTBO HE3HAKOMBIX AJIs1 00yYaromierocs
cnoB He mpeBbimaeT 10 % 1o OTHOLICHUIO K
o0meMy KONUYeCTBY CJOB. llMCbMeHHBIN
MIEPEeBO/]l C HAJTMYHEM HETOYHOCTEH U OMINOOK
Tekcta oobeMoM 400 med. 3H. CO CIIOBapeM
IpU TOWCKe (pparMeHTa WX 00Iero oobema
tekctoB 8000 med. 3H. (Bpems 60 MHUHYT).
Becena ¢ mpenogaBateneM 1O TeMe
CIEIUATEHOCTH co MHOTUMHU
rpaMMaTHYECKUMH OIIHOKaMHU.

Onenka «HEYJOBJICTBOPUTEIIHLHOY -
03HAaKOMUTEIBHOE UYTEHHE CO CKOpocThio 80
CJIOB B MUHYTY (aHIVIMHACKUH S3BIK), MeHee 50
c10B B MUHYTY ((paHIy3CKHHA M HEMEIKHH
a3bIkK).  KonmyecTBO  HE3HAKOMBIX LIS
oOyuaromerocst cnos mnpessimaer 20 % mo
OTHONICHHIO K OOIIeMy KOJHYECTBY CJIOB.
[IucbMeHHBI TIEPEBOJ C MHOTOYMCIEHHBIMU
omunOKaMd W He 3aBepuicH 3a 60 MHHYT.
becena ¢ mpemomaBarenem TO  TeMe
CHENHATBHOCTH HE COCTOMTCSI.

6.3. TunoBbIe KOHTPOJIbHBIE 32IaHUS UJIH HHbIE MATEPHAJIBI, HEOOX0AUMBIE JJIsl IPOLEAYPHI
OLICHUBAHMS 3HAHMII, YMEHHNH, HABBIKOB U (WJIN) ONBITA IEATEJbHOCTH, XaPAKTEPHU3YHOIIHX
Tanbl (OPMUPOBAHNUS KOMIIETEHLMI B Mpolecce 0CBOEHU OCHOBHOM NMPogeccHoHaILHOMI

0o0pa3oBaTeJIbHOM MPOrPaMMBbI

6.3.1.1.

1.

6.3.1. TunoBbIe 3a1aHuA /1JIsl MPOBEAEHUS TEKYIIET0 KOHTPOJIS 00y4aIOIIHX CS

Tunosble BAapPHAHTBI TECTOBBIX 3az[a}m1“4

a) Annaand | am
b) Annaand | are
c) Annaand I

d) Annaand I be

a)
b)
c)
d)

«

Those people

isn't
don't
not
aren't

?» «No, she's out. »

a)
b)
c)
d)

a)
b)

Is at home your mother
Does your mother at home
Is your mother at home
Are your mother at home

«What colour

good friends.

American.

7 «Red.”

your car is
your car
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10.

11.

12.

13.

c) isyour car
d) has your car

Look, there is Sarah. a brown coat.

a) She wearing

b) She is wearing
c) She has wearing
d) She's wear

You can turn off the television. it.

a) I'm not watch
b) 1don't watching
¢) | not watching
d) I'm not watching

« today?» «No, he's at home.»

a) Is Ben working
b) Is work Ben
c) Isworking Ben
d) Is Ben work

We away at weekends.

a) go often
b) often go
c) often going
d) are often go

« play the guitar?» «Yes, but I'm not very good at it.»
a) Do you

b) Areyou

c) Doesyou

d) You

| don't understand this sentence. What ?

a) mean this word
b) means this word
c) does mean this word
d) does this word mean

Please, be quiet.

a) | working.
b) 1 work.

c) I'mworking.
d) I'mwork.

Tom a shower every morning.

a) has

b) having

c) ishaving

d) have

What at weekends?

a) are you usually doing
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14.

15.

16.

17.

18.

19.

20.

21.

22

b) do you usually
c) are you usually do
d) do you usually do

The weather last week.

a) isgood

b) was good
c) were good
d) had good

a) go

b) went
C) goes
d) was

I TV yesterday.

a) didn't watch

b) didn't watched

c) wasn't watch

d) didn't watching

What at 11.30 yeasterday?
a) was you doing

b) were you doing

c) you were doing
d) were you do

Jack was reading a book when his phone
a) ringing

b) ring

C) rang

d) was ringing

«Where is Rebecca?» « to bed.»

a) Sheis gone

b) She has gone
c) She goes

d) She have gone

«Are Laura and Paul here?» « No, they

Caroline to the cinema three times last week.

a) don'tarrive yet

b) have already arrived
c) haven't already arrived
d) haven't arrived yet

«How long married?» «Since 2007.»

a) you are

b) you have been
c) has you been
d) have you been

. Andrew tennis tomorrow.

>
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23.

24,

25.

26.

27.

28.

29.

30.

31

a) is playing
b) play

c) plays

d) isplay

«What time is the concert tonight?» «It at 7.30.»

a) is start

b) is starting

c) isgoing to start
d) starts

I think Kelly the exam.

a) passes

b) will pass

c) will be pass

d) is going to pass

It's a nice day. for a walk?

a) Do we go
b) Shall we go
c) Are we go
d) Gowe

I'm having a party next week, but Paul and Rachel

a) can't come

b) can't to come
c) can't coming
d) couldn't come

It's a good film. You go and see it.

a) should to
b) need

c) oughtto
d) should

Excuse me, a hotel near here?

a) has there
b) is there
c) thereis
d) isit

a) Ithas

b) There have
c) Thereis
d) There are

I don't want this book. You can have
a) it
b) them

c) her
d) him

. Sue and Kevin are going to the cinema. Do you want to go with

a lot of accidents on this road. It's very dangerous.
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a) her
b) they
c) them
d) him

32. Have you seen ?

a) the car of my parents
b) my parent's car
C) my parents' car
d) my parents car

33. I'm going to buy

a) hat and umbrella

b) ahat and a umbrella
¢) ahatand an umbrella
d) an hat and an umbrella

34. Where can | get about hotels here?

a) some information
b) some informations
c) an information

35. We enjoyed our holiday. hotel was nice.

a) Hotel
b) Ahotel
c) An hotel
d) The hotel

6.3.1.2. IlpumepHbIe TeMbI TOKJIA0B U COOOIIEHH I
Paznexn 1. Education policy in Russia and abroad

The Education System in the USA.
The System of Education in Great Britain and Russia: comparative analysis.
3. My university: entrance requirements, faculty members, leisure time activities.

N

Paznen 2. How management developed

=

What is management? The history of management.
Modern management theories.
3. Globalization and Competition Trends in Human Resource Management.

no

Paznen 3. Business correspondence

=

Business letters: types of letters.
2. Peculiarities of business correspondence.

Pasznen 4. Management styles

Four main roles of a manager.

The functions of managers at different levels of management.
Time management: time management skills

Tips for effective use of time.

Awnh e

Paspnen 5. The Effectiveness of Recruiting

Personnel management: Employee Selection.
Personnel management: Job description.

N

3. Planning as one of the major responsibilities of management. The types of plans.
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4.  Recommendations for effective planning.
Pa3znea 6. Discriminatory Employment Practices

1.  Employee Safety and Health.
2. Insurance Benefits.

Pasnen 7. The company’s competitiveness

1. International management: managing large English, Russian and international companies.
2. Managing the company in a changing external environment.
3. The ways to improve the company's competitiveness.

6.3.1.3. [IpuMepHbIe TEKCTHI ISl IepeBoJa
Tema 2.3 Globalization and Competition Trends in Human Resource Managemen
Current Trends in Human Resource Management

' The world of work is rapidly changing. As a part of organization,
Human Resource Management (HRM) must be prepared to deal with
effects of changing world of work. For the HR people it means
- understanding the implications of globalization, work-force diversity,
changing skill requirements, corporate downsizing, continuous
. improvement initiatives, re-engineering, the contingent work force,
decentralized work sites and employee involvement. Let us consider
each of them one by one.

1. Globalization and its implications

Business today doesn’t have national boundaries — it reaches around the world. The rise of
multinational corporations places new requirements on human resource managers. The HR
department needs to ensure that the appropriate mix of employees in terms of knowledge, skills and
cultural adaptability is available to handle global assignments. In order to meet this goal, the
organizations must train individuals to meet the challenges of globalization. The employees must
have working knowledge of the language and culture (in terms of values, morals, customs and laws)
of the host country.

Human Resource Management (HRM) must also develop mechanisms that will help
multicultural individuals work together. As background, language, custom or age differences
become more prevalent, there are indications that employee conflict will increase. HRM would be
required to train management to be more flexible in its practices. Because tomorrow’s workers will
come in different colors, nationalities and so on, managers will be required to change their ways.
This will necessitate managers being trained to recognize differences in workers and to appreciate
and even celebrate these differences.

2. Work-force Diversity

In the past HRM was considerably simpler because our work force was strikingly
homogeneous. Today’s work force comprises of people of different gender, age, social class sexual
orientation, values, personality characteristics, ethnicity, religion, education, language, physical
appearance, martial status, lifestyle, beliefs, ideologies and background characteristics such as
geographic origin, tenure with the organization, and economic status and the list could go on.
Diversity is critically linked to the organization’s strategic direction. Where diversity flourishes, the
potential benefits from better creativity and decision making and greater innovation can be accrued
to help increase organization’s competitiveness. One means of achieving that is through the
organization’s benefits package. This includes HRM offerings that fall under the heading of the
family friendly organization. A family friendly organization is one that has flexible work schedules
and provides such employee benefits such as child care. In addition to the diversity brought by

33



gender and nationality, HRM must be aware of the age differences that exist in today’s work force.
HRM must train people of different age groups to effectively mange and to deal with each other and
to respect the diversity of views that each offers. In situations like these a participative approach
seems to work better.

3. Changing skill requirements

Recruiting and developing skilled labor is important for any company concerned about
competitiveness, productivity, quality and managing a diverse work force effectively. Skill
deficiencies translate into significant losses for the organization in terms of poor-quality work and
lower productivity, increase in employee accidents and customer complaints. Since a growing
number of jobs will require more education and higher levels of language than current ones , HRM
practitioners and specialists will have to communicate this to educators and community leaders etc.
Strategic human resource planning will have to carefully weigh the skill deficiencies and shortages.
HRM department will have to devise suitable training and short term programmes to bridge the skill
gaps & deficiencies.

4. Corporate downsizing

Whenever an organization attempts to delayer, it is attempting to create greater efficiency.
The premise of downsizing is to reduce the number of workers employed by the organization. HRM
department has a very important role to play in downsizing. HRM people must ensure that proper
communication must take place during this time. They must minimize the negative effects of
rumors and ensure that individuals are kept informed with factual data. HRM must also deal with
actual layoff. HRM dept is key to the downsizing discussions that have to take place.

5. Continuous improvement programs

Continuous improvement programs focus on the long term well being of the organization. It
is a process whereby an organization focuses on quality and builds a better foundation to serve its
customers. This often involves a company wide initiative to improve quality and productivity. The
company changes its operations to focus on the customer and to involve workers in matters
affecting them. Companies strive to improve everything that they do, from hiring quality people, to
administrative paper processing, to meeting customer needs.

Unfortunately, such initiatives are not something that can be easily implemented, nor
dictated down through the many levels in an organization. Rather, they are like an organization
wide development process and the process must be accepted and supported by top management and
driven by collaborative efforts, throughout each segment in the organization. HRM plays an
important role in the implementation of continuous improvement programs. Whenever an
organization embarks on any improvement effort, it is introducing change into the organization. At
this point organization development initiatives dominate. Specifically, HRM must prepare
individuals for the change. This requires clear and extensive communications of why the change
will occur, what is to be expected and what effect it will have on employees.

6. Re-engineering work processes for improved productivity

Although continuous improvement initiatives are positive starts in many of our
organizations, they typically focus on ongoing incremental change. Such action is intuitively
appealing — the constant and permanent search to make things better. Yet many companies function
in an environment that is dynamic- facing rapid and constant change. As a result continuous
improvement programs may not be in the best interest of the organization. The problem with them
is that they may provide a false sense of security. Ongoing incremental change avoids facing up to
the possibility that what the organization may really need is radical or quantum change. Such drastic
change results in the re-engineering of the organization.

Re-engineering occurs when more than 70% of the work processes in an organization are
evaluated and altered. It requires organizational members to rethink what work should be done, how
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it is to be done and how to best implement these decisions. Re-engineering changes how
organizations do their business and directly affects the employees. Re-engineering may leave
certain employees frustrated and angry and unsure of what to expect. Accordingly HRM must have
mechanisms in place for employees to get appropriate direction of what to do and what to expect as
well as assistance in dealing with the conflict that may permeate the organization. For re-
engineering to generate its benefits HRM needs to offer skill training to its employees. Whether it’s
a new process, a technology enhancement, working in teams, having more decision making
authority, or the like, employees would need new skills as a result of the re-engineering process.

7. Contingent workforce

A very substantial part of the modern day workforce are the contingent workers. Contingent
workers are individuals who are typically hired for shorter periods of time. They perform specific
tasks that often require special job skills and are employed when an organization is experiencing
significant deviations in its workflow. When an organization makes its strategic decision to employ
a sizable portion of its workforce from the contingency ranks, several HRM issues come to the
forefront. These include being able to have these virtual employees available when needed,
providing scheduling options that meet their needs and making decisions about whether or not
benefits will be offered to the contingent work force.

No organization can make the transition to a contingent workforce without sufficient
planning. As such, when these strategic decisions are being made, HRM must be an active partner
in these discussions. After all its HRM department’s responsibility to locate and bring into the
organization these temporary workers. As temporary workers are brought in, HRM will also have
the responsibility of quickly adapting them to the organization. HRM will also have to give some
thought to how it will attract quality temporaries.

8. Decentralized work sites

Work sites are getting more and more decentralized. Telecommuting capabilities that exist
today have made it possible for the employees to be located anywhere on the globe. With this
potential, the employers no longer have to consider locating a business near its work force.
Telecommuting also offers an opportunity for a business tin a high cost area to have its work done
in an area where lower wages prevail.

Decentralized work sites also offer opportunities that may meet the needs of the diversified
workforce. Those who have family responsibilities like child care, or those who have disabilities
may prefer to work in their homes rather than travel to the organization’s facility. For HRM,
decentralized work sites present a challenge. Much of that challenge revolves around training
managers in how to establish and ensure appropriate work quality and on-time completion. Work at
home may also require HRM to rethink its compensation policy. Will it pay by the hour, on a salary
basis, or by the job performed. Also, because employees in decentralized work sites are full time
employees of the organization as opposed to contingent workers, it will be organization’s
responsibility to ensure health and safety of the decentralized work force.

9. Employee involvement

For today’s organization’s to be successful there are a number of employee involvement
concepts that appear to be accepted. These are delegation, participative management, work teams,
goal setting, employee training and empowering of employees. HRM has a significant role to play
in employee involvement. What is needed is demonstrated leadership as well as supportive
management. Employees need to be trained and that’s where human resource management has a
significant role to play. Employees expected to delegate, to have decisions participatively handled,
to work in teams, or to set goals cannot do so unless they know and understand what it is that they
are to do. Empowering employees requires extensive training in all aspects of the job. Workers may
need to understand how new job design processes. They may need training in interpersonal skills to
make participative and work teams function properly.
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Tema 3.2. Telephoning. CVs and interviews
Demonstrate you meet the criteria

Before you start writing any application or preparing for an interview, it is important to be
clear about what the employer is looking for and how you meet their selection ‘criteria’. Spending a
little time on this makes it easier to write a strong application and deal with interview questions,
meaning you are more likely to be successful.

Identify the criteria

Throughout the selection process you are looking to provide evidence of the skills and
experience the employer is looking for. You will usually find these in the job description, but you
may also have gathered additional information about what is important to the employer by attending
careers events or through your own research or contacts.

If you are making speculative applications to ask about possible jobs, or if the vacancy
doesn’t provide you with much detail, you can identify the likely criteria by reading relevant job
profiles on careers websites, and/or looking at adverts for similar jobs. Researching the job and
industry in this way helps make your application more convincing.

Select your examples

Once you know the employer's requirements, think about examples that demonstrate these
skills or experience. These examples can come from your academic work (dissertation, fieldwork
and team projects), work experience, voluntary work, student societies, positions of responsibility,
sport and music, or anything else!

« Try to think of examples from a range of activities, from different parts of your life. Where
possible, draw on recent examples

»  Specific examples should include specific detail as this makes them more memorable and
persuasive.

«  Focus on how and why you were successful in the activity involved.

*  Where relevant, see if you can include a measure of your success €.g., how much money
you raised/managed, how many people you led/presented to.

Presenting your examples

Picking examples which best match the criteria means you can tailor your CV, application,
cover letter or interview answers to the specific job you are applying to. In written applications
presenting your examples using action verbs can convey impact and make your application stand
out. Here are some examples:

« Adapted

« Communicated
»  Established

« Managed

*  Negotiated

In cover letters, application forms and interviews, using the STAR approach (Situation,
Task, Action, Result) can help give a clear structure for your examples:
«  Situation you were in
+ Task you had to do
» Actions you took, explained clearly and specifically
*  Result — positive outcome and/or what you learned
The actions should be the bulk of your answer (say, 70%) and the rest 10% each, but it will
depend a little on your own example. The amount you write will vary according to any word limit
and the format of the application (e.g. a paragraph in a covering letter versus a concise bullet point
in your CV), but it's a good idea to build up a range of examples of your achievements which you
can then modify for different applications. This process saves you time in the long run, and helps
develop your confidence too!
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Have a go

Here we have a sample job description. We have added a typical question you might get
asked on an application form or at interview, and then provided an answer using STAR.

Tema 4.2 The types of business communication inside the organization
Kinds (Types) of Communication employed by Business Organisations

In a business context, all communication can be divided into two categories namely,
External Communication and Internal Communication.

External Communication

An organization, when it communicates with Governmental agencies, oth organizations,
customers, clients and Public it is called external communication The media employed may be
written media like letters, reports, proposals or visual media like posters, advertisements video tapes
or electronic media like faxes, telegrams, e-mails, telexes. The communication might also be
through teleconferences, face-to-face meetings, panel discussions or presentations, exhibitions and
such events.

Advantages of External Communication

External communication helps an organization to keep its outsourcing agencies like
distributors, wholesalers, retailers and clientele well informed about the company’s products,
services, progress and goals. The information gets continuously updated and accurate. All
organizations have to maintain cordial relationships with government agencies, licensing
authorities, suppliers of raw materials, ancillary industries and financial institutions. Continual and
updated information without any communication gap is essential for business houses.

Internal Communication

Every organization has the necessity to maintain appropriate communication with its
branches, staff and employees. This is generally called internal communication. Internal
communication is an essential feature of an organization’s administrative structure. In modern
times, the Human Resource Department plays an important role in maintaining internal
communication.

In the new millennium, particularly in the context of globalization, business has become
highly competitive. Business houses have the need to maintain good channels of internal
communication. The central organization or corporate office should keep its branches well informed
of new policies and policy changes. The growth in business, the future projections for business,
increased specializations make a great demand on the central office to maintain an uninterrupted
flow of internal communication. Employees need to be motivated and exposed to the business
objectives and ethical ideas of a company so that they get an involvement in the work they do.
Employees on production line should be aware of the targets so that they overcome obstacles. Even
the shifting of the canteen and a re-adjustment of the lunch-breaks and tea-breaks have to be
informed well in advance to the employees. In turn, employees should be able to tell people at
higher levels their grievances, expectations and difficulties. Effective internal communication
forges a strong bond between the employees and management, promotes co-operation among
different sections in an establishment. It remove’s misunderstanding and aids the growth of the
organization at a desirable and optimum level. Internal communication in short, ensures
involvement of all the people without alienating any section.

Directions of Communication

In olden days communication was unidirectional. The boss gave the order and the
employees executed it. In fact, uni-directional communication has its origin in the feudal system.
The lord directed the vassal (a slave or bondman) to carry out a job. Business and industry
continued the age old tradition of the feudal system even after the industrial revolution. But soon
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areas of conflict got promoted by sectarian interests (of homogenous groups) within an
organization. The barrier between the management and employees became an iron curtain. It has
been discovered that a multidirectional communication system demolishes the barriers and removes
friction. Business depends on such anew communication paradigm (pattern or model) to ensure the
success of business and the realization of even difficult objectives.

Downward Communication

Downward communication means the flow of communication from the top echelon (level or
rank) of an organisation to the lower levels of employees. Downward communication not only
recognizes and accepts a hierarchical structure but also is based on the assumption that people at the
higher level have the ability and authority to direct the employees on all do’s and dont’s. Downward
communication has its own shortcomings, if it is not complemented by other directional
communications. The shortcomings will be pronounced if an organization adopts only
unidirectional communication namely downward communication. Downward communication, if
practised without complementing it with upward communication, will fail because it accepts the
premise ~” The boss is always right”. Moreover, it may get delayed or distorted as it goes down
through the various levels of the hierarchical set up as all decisions are taken without any proper
feedback. But it helps in creating an awareness among employees of the objectives, targets and
goals. It also helps in establishing a certain authority in the organization and discipline. In the armed
forces and police department, mostly, only downward communication exists.

Upward Communication

Communication maintained from lower level of employees to higher-ups is called upward
communication. Upward communication gives scope for the employees to offer their suggestions,
opinions, make complaints and seek redressal of their grievances. Upward communication helps an
organization to receive and reset its objectives at realistic levels. Upward communication may cause
ego problems to persons in higher hierarchial positions. It may also lead to meaningless criticisms
of the policies by disgruntled employees. But on the whole, modern management recognises the
need for healthy upward communication to make the organization responsive to suggestions and
ideas. Some organizations invite the opinions of personnel at the lower level. Jhs personnel
department, the HRD section and the Swedish type of ‘Ombudsman Office’ (Official appointed by
a government to investigate and report on complaints made by citizens on Public authorities) take
steps to see that a healthy and acceptable upward communication system is adopted by
organizations.

Horizontal / Lateral Communication

The interaction among peer groups is called horizontal communication. Inter departmental
communication is also horizontal communication. Sales department, production department, quality
control department and the stores department have to constantly interact and coordinate among
themselves. Horizontal communication leads to a better understanding among individuals and
departments, cooperation and coordination.

Diagonal or multi-directional Communication

Diagonal communication means the wuse of upward, downward and horizontal
communication. It is a healthy practice not to depend on any one mode. Diagonal communication
leads to better feedback at all levels. It promotes understanding, motivates employees and gives a
sense of belonging and involvement to all people at all levels. But such communication should not
be allowed to degenerate to a meaningless criss-cross communication which will lead to chaos and
confusion. All modes have to be maintained at the appropriate and optimum level.

Formal and Informal Channels of Communication

Every business organization adopts some formal channels of communication which may be
upward, downward, or horizontal or all the three. They are usually in the form of notices,
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announcements, reports, official or demi-official letters, advertisements, etc. Formal channels are
officially recognised and organised. They make the working of the organisation transparent. They
motivate the employees. They provide the necessary feedback. But formal channels operate with
some limitations. A continuous maintenance of a formal channel is time and resource consuming.
At ordinary times, they exist for their own sake without any objective, as a formality and routine.
Sometimes, free flow of information gets affected by personal factors.

Grapevine

Large organizations, where there are a large number of people working closely, generate
certain informal or unofficial channels of communication. These channels exist with or without
official patronage. Even if they are officially and secretly patronised, they are not authentic. This
type of communication is generally called “Grapevine” communication. Grapevine communication
is an informal, unofficial, horizontal channel of communication because generally peer groups
participate in it.

Types of Grapevine Communication

Types of Grapevine communication

I
! ! I |

Single Strand Chain Gossip Chain Probability Chain Cluster Chain

Grapevine communication is of four different types. It can seep from individual to
individual in a strictly linear fashion. Information takes time to spread in this fashion. It is called
Single Strand Chain.

In some situations, an individual goes around communicating the message / information he
thinks he has obtained. This is called Gossip Chain. The listeners are a chosen few only. In some
other situation, an individual passes an information without any restriction to all those with whom
he comes into contact. This is called Probability Chain and the information / message passed on
may be interesting but not important.

In yet another situation, one person communicates to a few chosen associates who in turn
communicate the same to yet another group. This is called Cluster Chain.

Advantages of Grapevine Communication

Grapevine communication brings about a strong bond among peer groups. It develops
because of the involvement of the persons connected with an organization. It gives mental
satisfaction to the participants and gradually reduces emotional outbursts and reactions. It keeps the
employees anticipating and acts as a buffer against Shockwaves. It is fast and can supplement
formal channels. It provides informal feedback on the changes contemplated by the Management.

Disadvantages of Grapevine Communication

Grapevine is definitely dangerous to the health of an organization if allowed to grow without
monitoring. Grapevine channel distorts or exaggerates the content of a message. It has the potential
to spread unnecessary gossip. It may result in character assassination and personal vilification of
individuals. It may provoke sudden unwanted and unexpected reactions from emotionally unstable
people.

Grapevine channels can be moderated but not eliminated. A transparent administration
policy, employee-friendly attitude, fruitful peer group meetings, inter-action sessions, parties and
outings where all those connected with the organisation participate are some of the strategies to
monitor grapevine and use it to the advantage of the organization. Business houses and industries
adopt one or several of these strategies to keep grapevine under reasonable control so that it does
not degenerate into a rumour mill and promote unwanted gossip sessions among the employees.
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Tema 5.1 Personnel management: Employee Selection. Job description
Why Is the Human Resource Selection Process Important?
by Neil Kokemuller

The human resources, or HR, selection process is important

because of the production and performance value companies get

a0 o oL e by mal_<ing good hi_res and the high costs of. replacing employees

f# i —r following bad hires. These considerations are especially

" ‘ t — {I% heightened for small businesses. HR has taken on a more

R % | B0 | O <M. «¥Y..  strategic role in many early 21st century companies, with hiring
and selection integral to that role.

vl

Basics

The HR selection process is the strategically planned procedural approach developed by
human resources professionals and implemented by organizations when recruiting, evaluating and
hiring new employees. The process typically begins when jobs are posted internally and externally.
Sometimes recruiting tools are used to draw top-qualified candidates for certain jobs. HR and hiring
managers developed screening tools, such as applications, interviews, tests, background checks and
reference checks and begin accepting applications.

Selection Criteria

One area of the selection process that is significant and sometimes under-valued is the
development of screening tools. The ultimate goal of selection is to hire the candidate who is the
best possible match for the job duties and the culture of the company. This makes using the right
selection tools and developing them effectively vital. Careful job analysis helps HR professionals
better align selection tools with the job. Only tools, criteria and interview questions that help yield
the best hire should make it into the selection process.

Costs

Along with finding the best hire, cost efficiency and legal concerns are two main reasons
why the HR selection process is so important. When companies make a bad hire, they pay to train
and orient a person who ultimately may cause more harm than good if he performs poorly and
negatively affects the workplace. The costs to replace a bad hire are astronomical in many
industries. A Society Human Resource Management study showed that even an $8 an hour retail
employee can cost up to $3,500 to replace because of the hiring, administrative and training costs
involved.

Legal Concerns

The U.S. has become known as a litigious society, making protection against discrimination
lawsuits for hiring processes critical. This is another reason to closely align selection tools and
criteria with job expectations. Any misalignment between the job and selection criteria could open
the door for a candidate to claim discrimination. Laws such as Title VII and the Americans with
Disabilities Act mandate equal opportunities for employees regardless of such traits as race,
national origin, age, religion, sexual orientation and disability.

Evaluation Steps for Recruitment & Selection

by KJ Henderson

Recruitment and selection is the human resources function of
identifying, attracting, screening and hiring the most qualified
candidate for a job opening. For small businesses in particular,

40




this process is critical. The ability to effectively assemble the best team members available can
make the difference between a company’s success and failure. When initiating the recruitment and
selection process, an entrepreneur must consider many things.

Job Description

The most important step for a small business to take when performing the recruitment and
selection process is a clear understanding of the job for which they are hiring. It is not uncommon
for organizations to actively recruit candidates before properly identifying their hiring needs. This
can lead to inefficient time management, as the job description will most likely change during the
process. This will result in the hiring manager interviewing unqualified candidates. Before meeting
with job applicant, the hiring manager must decide upon the responsibilities of the position. He
must also be clear about the educational background, professional experience and qualitative
manners he seeks in the ideal candidate. In addition he must identify a salary that is in line with the
organization’s budget. That number must also realistically align with the compensation realities of
the market. For example, if a small business needs to hire an experience attorney but budgetary
constraints only allows a salary of $30,000; it is unrealistic to think that a suitable candidate will be
found.

Recruitment

Once the responsibilities, requirements and the salary range of a job is determined, a small
business can begin the task of recruiting qualified talent. This step can be carried out in a variety of
ways. A hiring manager may network with those in his industries in hopes that a successful
candidate will be found through word of mouth. Alternatively, she may post want ads on online job
search sites, such as Monster.com and CareerBuilder.com or in traditional publications, such as the
Houston Chronicle or the Houston Business Journal. She may also utilize the services of a staffing
agency that maintains a pool of qualified, pre-screened candidates.

Screening And Selection

When resumes begin to pour in, a hiring manager must meticulously screen each one. His
goal is to weed out those lacking the proper educational or professional background. Once he has
identified the most appropriate resumes, he interviews those applicants. Interviews may take place
over the telephone or in person. During the interview, the hiring manager asks the candidate
questions specific to their background and how it relates to the job at hand. When an ideal candidate
has been identified, the hiring manager extends a formal offer of employment.

Tema 5.2 Staff training. Employee motivation.
Motivational Games That Will Leave Employees Feeling Inspired

When you offer someone motivation, you give them an uplifting nudge in the right
direction. They feel more confident, self-assured, and become productive. A stifling work
environment will only bring out the worst in people, where motivational games help a ton.

Employees aren't programmed robots who will do your bidding from sunup, to sundown.
They require trust and patience from those around them, where the honest group must be
encouraged, while the dishonest slackers should be allowed to reevaluate their goals and purpose.
Everyone involved - be it a solo or team project - should collectively be given pep talks, team-
building workshops, motivational activities to participate in, and above all, a reward for their hard
work.

When you acknowledge hard work, a person is propelled to be better, efficient, and focused.
These motivational games should help an organization boost their employees' overall performance
and mindset about the company.

Motivational Games for Workplaces
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Presentation Skills
Presentation

Nobody is born with exceptional oratory skills. A presentation can only garner attention and
respect if the speaker knows how to handle their audience. In a boardroom, we're all familiar with
the drone of the speaker's voice, as we stifle yawns and repeatedly check our wrist watches. In this
activity, make employees group into teams of five or more, depending on the strength of the
workforce as a whole, and instruct each group to come up with a compelling presentation.

The topics you put forward can be anything from how to make work-life interesting or
convince a new client with a groundbreaking pitch. Have the boardroom members or management
of the company witness each presentation, marking off teams' overall performance based on skill,
precision, tactic, confidence, body language, and choice of words. The team that pulls off a great
presentation gets to experience a fancy dinner with the boss (or some other kind of reward that
you'd like to put forward).

Conclusion:

Do this sort of activity every 2 - 3 months, to give employees an opportunity to work on
their presentation skills. It will help them improve in many areas, especially when it comes to
successfully delivering a good presentation without messing up.

The Bigger the Brains, the Better
Scrabble

Crossword puzzles are fun to solve, but sometimes they can be a tad overwhelming for
someone who isn't really a hardcore fan. Design a special crossword puzzle that purely deals with
the ins and outs of a company, human nature in general, and the attributes of an ideal
leader/employee. Have everyone solve an individual crossword puzzle, or in groups of two. The
team/employee that solves the crossword puzzle first, can be given the liberty to take the day off the
following morning.

Conclusion:

Come up with interesting ways to make motivational games not just fun, but an exhilarating
experience for employees. This will encourage teams to work together as a single entity in solving
something as simple as a crossword puzzle, where communication is essential even in a two-way
scenario.

Employee of the Month
Employee certificate

While this isn't a motivational game per se, it is nonetheless a great way to boost employee
performance. The insouciance of some companies in not giving employees their due recognition is
not an uncommon feature; this is where you get to turn things around. Every month, have the
management vote for employees based on varied criteria, by keeping track of those who have
performance levels that equal stellar and consistent.

Conclusion:

It will encourage those who weren't nominated to work harder, so that their names are
possibly cast in the voting process the following month. Employees can be given an 'Employee of
the Month' plaque, paired with a gift voucher. Employees have more than just a plaque with their
name on it, to look forward to.

How Long Can You Go On?
Office game

This may sound silly, but trust me, it is an exciting motivational game to try with employees.
Make two employees come forward to compete with one another, on who can hold a pencil the
longest without dropping it, as it balances between their nostrils and upper lip. Have them wedge
the pencil between this space in a 'smooch’ position, while tilting their heads back.
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Others can throw taunts, jokes, sarcasm, and the like, to see who breaks focus first. You
could ask the two participating employees to walk through a series of barricades and such, to see
who can still manage to keep the pencil in its place. The one who drops the pencil first, indicates a
lack of focus in a stressful situation.

Conclusion:

It will teach employees on how to remain centered no matter what sort of situation flings
itself at them. Such a composed demeanor is of utmost need in a workplace that has its share of bad
days.

Good Old-Fashioned Scrabble
scrabble

Scrabble occupied a major part of the growing-up years, for those who had an obsession for
word games. More than a motivational game, this will give employees some time to cool off, and
take a break from their desks doing something besides snoozing, or getting involved in mindless
gossip. Have everyone compete in the game as the winners advance, to ultimately play against the
last person standing amongst the rest.

Conclusion:

It will give employees a chance to acquaint themselves with not just coworkers they're
familiar with, but with others they hardly ever speak to. Newcomers will enjoy this activity too.
Come up with other games that give employees a chance to mingle; Pictionary, Taboo, and Dumb
Charades are great options to teach teams about teamwork.

These motivational games aren't the sort that will have employees yawning, or wishing they
weren't born. Make it synergistic, fun, not too childish, and more importantly, a learning experience
for everyone.

Read more at Buzzle: https://www.buzzle.com/articles/motivational-games.html

Tema 6.2 Problem solving: individual and group problem solving techniques, stages of
consideration and resolution of the problem

How To Solve Problems - Techniques of Problem Solving

As the owner of your own business you deal with problems on an almost daily basis. Being
familiar with effective Problem Solving Techniques can dramatically affect the growth of your
business.

Although you find solutions to your problems, many businessmen and women are not really
skilled in the methods of problem solving, and when solutions fail, they fault themselves for
misjudgment. The problem is typically not misjudgment but rather a lack of skill.

This guide instructs you in some problem solving techniques. Crucial to the success of a
business faced with problems is your understanding of just what the problems are, defining them,
finding solutions, and selecting the best solutions for the situations. This guide explains the
following.

How to identify a problem. How to respond to it. The different techniques and methods
used in problem-solving. How to find alternative solutions. How to select the best
solution for the situation. Designing a Plan of Action. How to implement the Plan of
Action. How to assess the success of the solution and the Plan of Action.

Introduction to Problem Solving Techniques

What is a problem? A problem is a situation that presents difficulty or perplexity. Problems
come in many shapes and sizes. For example, it can be:
Something did not work as it should and you don't know how or why. Something you
need is unavailable, and something must be found to take its place. Employees are
undermining a new program. The market is not buying. What do you do to survive?
Customers are complaining. How do you handle their complaints?
Where do problems come from? Problems arise from every facet of human and mechanical
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functions as well as from nature. Some problems we cause ourselves (e.g., a hasty choice was made
and the wrong person was selected for the job); other problems are caused by forces beyond our
control (e.g., a warehouse is struck by lightning and burns down).

Problems are a natural, everyday occurrence of life, and in order to suffer less from the
tensions and frustrations they cause, we must learn how to deal with them in a rational, logical
fashion.

If we accept the fact that problems will arise on a regular basis, for a variety of reasons, and
from a variety of sources, we can:

learn to approach problems from an objective point of view; learn how to anticipate some of
them; and prevent some of them from becoming larger problems.

To accomplish this, you need to learn the process of problem solving.

Here, we will instruct you in the basic methods of problem-solving. It is a step by step guide
which you can easily follow and practice. As you follow this guide, you will eventually develop
some strategies of your own that work in concert with the problem-solving process described in this
guide.

Keep in mind, though, as you read that this is not a comprehensive analysis of the art of
problem-solving but rather a practical, systematic, and simplified, yet effective, way to approach
problems considering the limited time and information most business owners and managers have. In
addition, some problems are so complex that they require the additional help of experts in the field,
so be prepared to accept the fact that some problems are beyond one person's ability, skill, and
desire to succeed.

1. Identifying the Problem

Before a problem can be solved, you must first recognize that a problem exists. Here is
where your approach to problem-solving is crucial. You should not allow the problem to intimidate
you. You should approach it rationally and remind yourself that every problem is solvable if it is
tackled appropriately.

Fear can block your ability to think clearly, but if you:

1. Follow a workable procedure for finding solutions;

2. Accept the fact that you can't foresee everything;

3. Assume that the solution you select is your best option at the time; and

4. Accept the possibility that things may change and your solution fail;

You will then enter the problem-solving process rationally, You should try to view it as an
intellectual exercise. Once you recognize that a problem exists, your next step is to identify the
problem. First, you need to discover how the problem occurred. Ask yourself the following
questions:

1. Did something go wrong?

2. Did something breakdown?

3. Were there unexpected results or outcome?

4. 1s something that once worked no longer working?

Second, you need to know the nature of the problem:

1. Is it people, operational, technical, etc.?

2. Is it with a particular department, product or service, etc.?

3. Is it something tangible or intangible?

4. Is it an external or internal problem?

Third, you need to decide how significant the problem is. Based on the level of significance,
you may choose to deal with the problem or not to deal with it. Sometimes what you think is a small
problem, when analyzed, proves to be a major problem. The reverse is also true. To determine this,
you should ask yourself the following types of questions:

1. Is it disrupting operations?

2. Is it hampering sales?

3. Is it causing conflict among people?
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4. Is it an everyday occurrence or is it infrequent?

5. Is it affecting personnel and their productivity?

6. Is it common or unusual?

7. Is it affecting goals, and if yes, which ones?

8. Is it affecting customers, vendors, and any other external people?

Fourth, you should narrow down the type of problem:

1. Is it basically a problem which occurred in the past and the main concern is to make

certain that it doesn't occur again?

2. Is it a problem which currently exists and the main concern is to clear up the situation?

3. Is it a problem which might occur in the future and the basic concern is planning and

taking action before the problem arises?

The answer to all of the above questions will help you focus on the true problem. You
cannot effectively research the causes of a problem until you have a clear understanding of what the
problem is. Sometimes, people spend many hours on what they perceive as a problem only to find
o 3 out, after seeking the causes, that something else was really
I [ ' the problem.
/ ? : In order to appropriately identify the problem and its

.y
L N

. causes, you must do some research. To do this, simply list all
‘ the previous questions in checklist form, and keeping the
! checklist handy, go about gathering as much information as
you possibly can. Keep in mind the relative importance and
urgency of the problem, as well as your own time limitations.
Then interview the people involved with the problem, asking
them the questions on your checklist
After you've gathered the information and reviewed it, you will have a pretty clear understanding of
the problem and what the major causes of the problem are. At this point, you can research the
causes further through observation and additional interviewing. Now, you should summarize the
problem as briefly as possible, list all the causes you have identified, and list all the areas the
problem seems to be affecting.

Before proceeding to finding solutions, there is some additional research that could be done.
If possible and if warranted, you might wish to find out:
1. What has previously been done in regards to this problem?
2. What have other companies done?
3. What formal knowledge might you need to acquire.
4. What has been learned from past experience.
5. What do experts say about the problem?

." “.‘ ‘

2. Roadblocks to Problem Solving

Many of us serve as our own roadblocks in solving problems. There are a variety of
roadblocks to watch for in order to effectively use the technique of problem solving:
. Watch out for old habits.
. Check your perceptions.
. Overcome your fears.
. Be careful of assumptions.
. Don't be tied to a problem; try to look at it with detachment.
. Don't let yourself procrastinate.
. Control your inclination for reactive solutions.
. Control your inclination for rash solutions.
. Avoid emotional responses and always attempt to be rational.
10. Be aware that the nature of a problem can change.
11. Do not skip steps in the problem solving process.
At this point, you are ready to check your understanding of the problem. You've already

O©OoOo~NOoO Ol WN -
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identified the problem, broken it all down into all its facets, narrowed it down, done research on it,
and you are avoiding typical roadblocks. On a large pad, write down the problem, including all of
the factors, the areas it affects, and what the effects are. For a better visual understanding, you may
also wish to diagram the problem showing cause and effect.

Study what you have written down and/or diagrammed. Call in your employees and discuss
your analysis with them. Based on their feedback, you may decide to revise. Once you think you
fully understand the causes and effects of the problem, summarize the problem as succinctly and as
simply as possible.

3. How to Find Solutions

There are a number of methods for finding solutions. We will describe five thinking
methods below, but we recommend that you use a number of them in finding solutions. The first
four methods described are unconventional and more innovative. They allow you the possibility of
arriving at a novel solution. The fifth method is a more typical and straightforward method.

1. Association: There are three types of associative thinking. This type of thinking is
basically a linking process either through similarity, difference, or contiguity. For example,
contiguity finds solutions from things that are connected through proximity, sequence, and cause
and effect. The process works as follows: List as many parts of the problem you can think of. Then
giving yourself a short time limit, list as many words or ideas that have either proximity, sequence,
or related cause and effect to the ones you have listed. For example, a contiguous association might
be «misplaced work — cluttered desk» (proximity); «misplaced work — rushing» (sequence);
«misplaced work — irate customer» (cause and effect).

Associative thinking taps the resources of the mind. It brings into focus options you might
not have considered if you stuck to ideas only directly related to the problem. As a result of
associative thinking, you might find other relationships embedded in the problem that will lead to a
better solution.

2. Analogy: This thinking method is a way of finding solutions through comparisons. The
process is based on comparing the different facets of the problem with other problems that may or
may not have similar facets. An analogy might go like this: «<Employees have been coming in late
to work quite often; how can | get them to be at work on time? This to me is like soldiers being late
for a battle. Would soldiers come late to a battle? Why not?» By, comparing the situation of
workers to the situation of soldiers, you may find a solution for a way to motivate employees to
come to work on time.

3. Brainstorming: This thinking method is based on a free, non-threatening, anything goes
atmosphere. You can brainstorm alone or with a group of people. Most often a group of people
from diverse backgrounds is preferable. The process works like this: The problem is explained to
the group and each member is encouraged to throw out as many ideas for solutions as he or she can
think of no matter how ridiculous or far-fetched they may sound. All the ideas are discussed among
the group, revised, tossed out, expanded, etc. based on the group's analysis of them. Based on the
group's grasp of the effectiveness of each idea, the best ones are selected for closer review. For
example, the group of people might throw out for consideration any thoughts they might have on
how to increase sales or improve profits.

4. Intuition: This mode of thinking is based on hunches. It is not, as some think, irrational.
Intuition or hunches are built on a strong foundation of facts and experiences that are buried
somewhere in the subconscious. All the things you know and have experienced can lead you to
believe that something might be true although you've never actually experienced that reality. Use
your intuition as much as possible but check it against the reality of the situation.

5. Analytical Thinking: This thinking method is based on analysis. It is the most
conventional and logical of all the methods and follows a step by step pattern.

a. Examine each cause of the problem. Then for each cause, based on your direct knowledge and
experience, list the solutions that logically would seem to solve the problem.
b. Check the possible solutions you arrive at with the research you have compiled on how the
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problem was solved by others.
Using each thinking technique, search for solutions. Keep a running list of all of them, even
the ones that seem far out, too simple, or even impossible. The effect of this is to give you a rich
pool of ideas that will lead you to the best solution.

4. Sorting Out the Best Solution

Go through your long list of solutions and cross-out those that obviously won't work. Those
ideas are not wasted for they impact on those ideas that remain. In other words, the best ideas you
select may be revised based on the ideas that wouldn't work. With the remaining solutions, use what
is called the "Force Field Analysis Technique.” This is basically an analysis technique which breaks
the solution down into its positive effects and negative effects. To do this, write each solution you
are considering on a separate piece of paper. Below the solution, draw a line vertically down the
center of the paper. Label one column advantages and one column disadvantages.

Now, some more analytical thinking comes into play. Analyzing each facet of the solution
and its effect on the problem, listing each of the advantages and disadvantages you can think of.

One way to help you think of the advantages and disadvantages is to role-play each solution.
Call in a few of your employees and play out each solution. Ask them for their reactions. Based on
what you observe and on their feedback, you will have a better idea of the advantages and
disadvantages of each solution you are considering.

After you complete this process for each solution, select those solutions which have the most
advantages. At this point, you should be considering only two or three. In order to select the most
appropriate solution, you should check each solution against the following criteria:

Cost effectiveness;

Time constraints;

Availability of manpower, material, etc.;

Your own intuition.

Before you actually implement the solution, you should evaluate it. Ask yourself these questions:

1. Are the objectives of the solution sound and clear and not complex?

2. Will the solution achieve the objectives?

3. What are the possibilities it will fail and in what way?

5. The Plan of Action

Finding the solution does not mean the problem is solved. Now, you need to design a plan of
action so that the solution gets carried out properly. Designing and carrying out the plan of action is
equally as important as the solution. The best solution can fail because it is not implemented
correctly. When designing the plan of action, consider the following:

Who will be involved in the solution;

Who will be affected by the solution;

What course of action will be taken;

How should the course of action be presented to company employees, customers, vendors,

etc.;

When will it happen - the time frame;

Where will it happen; How will it happen;

What is needed to make it happen.

Design a plan of action chart including all the details you need to consider to carry it out and
when each phase should happen. Keep in mind, though, that the best plans have setbacks for any
number of reasons - from a key person being out for illness to a supplier shipping material late. So
remember that your dates are only target dates. Solutions and plans of action must be flexible.
Expect some things to be revised.

6. Evaluating the Plan of Action

Before you implement the plan of action, you should analyze it to see if you've considered as
many of the variables as possible. Some questions you might ask yourself are:
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1. Is there adequate staff to carry it out?

. Is the plan detailed yet simple enough for those affected to know what to expect and how
to carry it out?

. Will it embarrass anyone - manager, employee, customer, vendor, etc.?

. Is the time frame realistic and feasible?

. Are there special conditions which may have been overlooked?

. Who should be informed?

. Who should be involved?

. Who should be responsible for each aspect and/or phase?

. Is the plan of action cost effective?

10. Does the plan have a public relations component?

N
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7. Obstacles You May Encounter

There are a number of obstacles you may encounter when you implement your plan of
action. It is, therefore, advisable that you devise ways to overcome them. Try not to allow obstacles
to prevent you from reaching your goals. Some obstacles to watch for are:

1. Not receiving material and/or equipment on time;

2. Other situations which might arise and deflect your attention from this problem;

3. Procrastination;

4. A power struggle among managers and/or employees;

5. Resistance to change - a natural human condition.

Resistance to change and company-wide acceptance is typically the biggest obstacle. The
best way to overcome them is to build a public relations component into your plan of action. The
key question to ask yourself is, «How will 1 get my people to support the solution and make it
work?» Some effective methods for accomplishing this are:

1. Have as many managers and employees involved in the problem solving process as

possible.

2. Advertise the problem and solution to your employees through memos, newsletters, and
posters, showing the advantages and disadvantages of the solution but proving it is better
than the conditions which currently exist.

3. Establish a schedule of meetings where different groups of employees can be exposed to
the solution and ask them for their feedback.

4. If necessary, develop a training program so that managers and employees feel competent
in carrying out the solution.

5. Involve key leaders who wield impact and influence others.

The key to a successful PR campaign is involving, as much as possible, the people who are
affected by the problem. The benefits of doing so is that they will understand the problem better and
why the solution is an effective one. The result will be that they will be more likely to not only
support your solution but also make sure that it works. Many times the solutions we select for
problems don't work because employees sabotage them, not because they are not inherently good
solutions. Employees may resist change, especially if they feel threatened. Involving employees
will assuage their fears.

8. Simulating the Solution / Plan of Action

Before you implement the plan of action on a full scale, you should select a small group of
managers and employees and role play the solution in the work setting. Observe the group as they
carry out the solution and take note of:

1. How they carry out the solution;

2. Their reactions to the solution;

3. Their understanding of the solution;

4. The effectiveness of the tools they are using in carrying out the solution;

5. Their resistance to change and reverting back to the previous behaviors.
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Based on what you observe, you may need to revise some of your plans.
9. Successful Implementation

To assure the successful implementation successful implementation of your solution and
plan of action, remember the following:

1. Prepare your staff well in advance;

2. Train your staff well in advance;

3. Order equipment, material, etc., well in advance;

4. If necessary, hire new staff and do so well in advance;

5. Use PR at every meeting and in memos as much as possible;

6. Evaluate the effects of each phase as it is implemented and make the necessary

adjustments;
7. Attempt to remain flexible and open-minded.

Evaluating the Success of Your Solution

As each phase of your plan of action is implemented, you should ask yourself whether your
goals were achieved, how well they were achieved, and did it work smoothly. To check your own
perceptions of the results, get as much feedback as possible from your managers and from your
employees. What you may think is working may not be working well in the eyes of your people.
Always remember that they are one of your most valuable tools in successfully carrying out your
solution.

Tema 7.2 Approaches to managing the company in a changing external environment. The
ways to improve the company's competitiveness.

How to Improve Your Company’s Competitiveness in a Global, Internet Economy

Now that you understand that your business competes not just domestically, but
internationally, virtually, and environmentally, how can you use it to your advantage? You can take
this knowledge to make decisions and take action to make your business more competitive in the
global, Internet economy.

We have laid out a few strategies you can easily take action on to become more competitive.
These strategies are fairly easy to initiate, and they can help you to reduce costs, innovate, become
environmentally sustainable, empower your company and yourself, and build your network.

Reduce Costs:

This is something every business constantly tries to achieve. But are you focused on
reducing the right costs? You might want to think about looking into your supply chain
management options. You could work on collaborating with your suppliers to consolidate goods
into fewer shipments, reduce packaging costs, and work on simplifying your process, among other
strategies.

You could also cut costs by looking at the technology you use every day. Are there any
programs with monthly subscription fees that you don’t really use? Are there other programs that
you use, and you know there are less expensive versions available? Do you have the right
collaboration tools for your workforce?

Innovate:

In stiff competition, the companies that can innovate and adapt to the ever changing business
environment are the ones that succeed. One way that companies innovate is through research and
development. This could be as simple as surveying your customers to understand what your
company could be doing better. You may spend a bit more money in the short term, but the results
will pay off well into the long-term. If you focus on improving your products and services to a point
where you are better than your competitors, customers will notice.

Become Environmentally Sustainable:
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Environmental sustainability is not just another buzzword. In fact, the idea will grow in
importance as we realize that the world’s non-renewable resources are becoming scarce.
Improvements that you can undertake in your own business include starting a recycling program,
and building improvements that help to cut down on your use of electricity. You can also reduce
your travel by taking advantage of Internet and Communication Technology to collaborate with
employees and clients.

Empower Your Company and Yourself:

Gathering market intelligence on domestic, international, virtual, and environmental markets
is one of the most important things you can do to empower your business. If you know what is
going on in all of the various markets you compete in, and the ones you do not compete in, you can
clearly define your challenges, and devise strategies to overcome those challenges.

Additionally, you can take the time to improve yourself. No one is perfect. Attend a seminar,
join a professional organization, or even take some time to read case studies pertaining to your
industry. Whether you are in management, sales, or HR, there are always chances to develop
professionally.

Network:

How many times have you heard that «It’s not what you know, it’s who you know?» Well,
that model of thinking is somewhat true, especially now. Your company does not need to own
manufacturing plants or distribution centers to get products to customers. You can develop a global
and virtual business network to orchestrate a network of suppliers, manufacturers, and buyers. On a
smaller scale, who do you know, and how can they help you to make your network more powerful?

You can even use social media like Twitter, blogs, and LinkedIn to expand your virtual
network, and make your company active in the global, internet economy. Sign up for an account,
build your profile, and watch how your network grows.

6.3.1.3. [IpuMepHbIe TEMbI TPYNNOBBIX AUCKYCCHIA
Tema 2.4 Management features in different countrie
Cultural Influences on Management Style

Tema 4.1 Four main roles of a manager. The functions of managers at different levels of
management.

1. Levels of management.
2. The functions of managers at different levels of management.

Tema 4.4 A modern manager: personal characteristics, skills and abilities required for
effective management.

1. Modern management concepts and skills
2. Skills and personal characteristics needed by manager.
3. The portrait of a Russian manager.

Tema 5.3. Planning as one of the major responsibilities of management. The types of plans.
Recommendations for effective planning.

1. The basic steps in the management planning.
2. Strategic planning process
3. Recommendations for effective planning

Tema 6.2 Problem solving: individual and group problem solving techniques, stages of
consideration and resolution of the problem.

1. Decision making process in management - Problem solving
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2. Individual problem solving techniques.
3. Group problem solving techniques.

6.3.1.4. [IpumepHBbIii epedeHb JeKCHYECKHUX eIMHMIL s JeKCHYECKOr0 TMKTAHTA

Tema 2.3 Globalization and Competition Trends in Human Resource Management.

Opranuzalysi, yCTpoicTBo, 00beIMHEeHUE, CTPYKTypa
MEHEKEp, YIPABISIONUN, PyKOBOIUTEIb, TUPEKTOP
yTpaBIeHUE MEPCOHATIOM

BIIACTh, IOJIHOMOYHE, OPTaH BIACTH, aBTOPUTET, 3aKOH
rio0anu3anus, BCEMUPHOE PACIIPOCTPaHEHUE
YEJIOBEYECKUI KanuTal

pabOTHUK, COTPYTHUK, CITY KAIUH

paboToaTenb, HAHUMATEIb

pabouas cua

KOHKYPEHIIUS

MIPOU3BOIUTENIBHOCTD, IPOYKTUBHOCTD, BEIPa0OTKA
3aTpaThl

BIIUSTHUE

OecIoNUIMHHAS TOPTOBJIS

Tema 3.2. Telephoning. CVs and interviews

Mory 11 s1 IOrOBOPUTH C ...7
31 Bac coenquHsIO.
[Togoxxaure OIHY MUHYTY.
Bl nonoxnere?

BoI ommbnrche HomMepoM
Howmep 3ansr.

Ero ceiiuac Het

Emy nepenats uro-aulyap?
Jla, MEeHs 3TO yCTpauBaer.
Knats BcTpeuw c...
[lepenaiite OOJIBIION IPUBET. ..
[loaTBEpAUTH BCTpEeuy
[lepenectu BcTpedy Ha...

Tema 4.5 Team building: the different roles of team members, team performance

XpaHUTh (JIep:KaTh) BHYTPH KOMAH/IbI
COOTIOaTh OKOHYATETBHBIE CPOKHU
nopydars padoTy

KOMaHHas paboTa

HUMETH BO3MOKHOCTH

JOCTUXXUMBIC LICIIN

YacCTBIC CIIOPBI MCXKIAY YICHAMH KOMAaH/Ibl
CIIeZIOBATEIILHO

cuna (CUIbHas CTOpPOHA)

TEITUTHCS C

HE3JI0pOBasi KOHKYPEHIIUS

pelIarImn

BBITIONHSATH 33aHMsI, TOpyYeHHBIE (IpeTHA3HAYCHHBIE) KOMY-TO
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(hopMHUpPOBATh M COXPAHITH YP(HEKTUBHYIO KOMAaHTY

HE UMETh ycIexa

obecrnieunBaTh (TapaHTHPOBATH )

JIENITh OTBETCTBEHHOCTH

OIBITHBIN

ciaboe 3BeHO

MIPEBBINIATh YCTAHOBICHHBIN JTUMHUT BPEMCHH

BHOCHTb JIC30pTraHU3aIHnIo0 (TIOAPBIBATE JUCIUTLIHHY )
Opatbcs 3a yperyJIupoBaHHe JITUTEIbHBIX Pa3HOTIIACHIA
MOOIIPATH JUCKYCCHH (CIIOPHI)

Tema 5.2 Staff training. Employee motivation.

6.3.2. TunoBble 3a1aHMA /15 NPOBEJAEHUS IPOMEKYTOYHOM aTTeCTALMH 00y4aIOIIMXCSH

OTIpeNIeNATh
MIPOU30UTH, CITYUUTHCS, TOTYUUTHCS
npernoiaraTh, IpeayCcMaTpuBaTh, IPUBJIEKATh
TpeboBaTh(-cs)

1enb

obOpaboTka

oOMeH

CTpeMJICHHE

IJIAHUPOBATh, MIPEANONAraTh
peaycMaTpuBaTh

MIPEUMYIIECTBO

M3HAYaJIBHO

peaTn30BBIBaTh, OCYIIECTBIIATH, BHEIPITH
JTOCTHTaTh

MIPOTHO3UPOBATH

Habop mepcoHasa

oOyueHue

pa3BuTHE

OLIEHKU MPOU3BOJUTEIBHOCTH
KacaTbCsl, OTHOCUTBCS

TOpT

pabouas cuna

3apruiaTa

CIIUSTHUE

npruodpereHue

MIPEEMCTBEHHOCTD

BKITIOYCHHE

CTapTOBBIN

MOCBSIIATh

JI0Ka3aTelbCTB

TEKy4ecTh

KaJpoB

HaHUMAaTh

CTPEMHTHCS

YMEHBIIATh

[IpoMexxyTouHasi arrectanust Mo AUCHUILUIMHE «MHOCTpaHHBIA SI3BIK» MPOBOAMTCSA Ha 1 Kypce B
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¢dopme 3auera B 1 u 2 cemecTpax U 3K3aMeHa B 3 cemecTpe.

6.3.2.1. TunoBbIe TECTOBLIEC 3aAHUSA

1. «Are Laura and Paul here?» «No, they » (17)

a) don't arrive yet

b) have already arrived
c) haven't arrived yet

d) haven't already arrived

2. We a holiday last year. (21)

a) don't have
b) haven't had
¢) hasn't had
d) didn't have

3. «Where on Sunday afternoon? I couldn't find you.» (21)

a) you were
b) were you
C) you have been
d) have you been

4. «Where born?» «In Cairo.» (22)

a) were you
b) you are
C) are you
d) was you

5. My car is at the garage. It . (23)

a) is being repaired

b) is repairing

c) have been repaired

d) repairs

6. I can't find my keys. I think . (23)
a) they are stolen

b) they've been stolen

c) they've stolen
d)they're being stolen

7. I go yet. | can stay a little longer. (32)

a) must

b) mustn't

c) don't need

d) don't need to

8. What time go to the dentist tomorrow? (34)

a) you must

b) you have to

c) do you have to
d) have you to

9. Tracey and Jack . (78,79)
a) have no children

53



b) don't have no children
c) doesn't have any children
d) have any children

10. «How much money do you have?» « » (78)

a) No

b) No-one
c) Any

d) None

11. children like playing. (82)

a) Most

b) The most

c) Most of

d) The most of

12. I like those pictures. (83)

a) both

b) both of
c) either

d) either of

13. I haven't read these books. (83)

a) neither

b) neither of
c) either

d) either of

14.  Have you got friends? (84)

a) lot of
b) much
C) many
d) a lot

15.  We like films so we go to the cinema . (84)

a) a lot of

b) much

C) many

d) a lot

16.  There were people in the theatre. It was nearly empty. (85)

a) a little
b) few

c) little

d) a few of

17. «Where is Emma?» «She » (96)

a) isn't here yet
b) isn't here already
c) isn't here still

18. I locked the door and | gave .(97)
a) Sarah the keys




b) to Sarah the keys
c) the keys Sarah

19. I can't talk to you. I'll talk to you later when more time. (99)

a) I'll have

b) I had

c) | have

d) I'm going to have

20. late this evening, don't wait for me. (99)

a) If I'm

b) If I'll be

¢) When | am
d) When I'll be

21. | don't know the answer. If | the answer, I'd tell you. (100)

a) know
b) would know
c) have known
d) knew

22.  Andrew I like this jacket. if it wasn't so expensive. (100)

a) | buy

b) I'd buy

c) I'll buy

d) I'd bought

23. Emmalives in a house is 400 years old. (101)

a) who

b) which

c) it

d) what

24, Did you find the book ? (102)

a) who you wanted
b) that you wanted

¢) what you wanted
d) you wanted it

25.  Imet can speak six languages. (102)

a) a woman who
b) a woman which
c) awoman

d) a woman she

6.3.2.2. TunoBbie BONPOCHI K 3a4eTy

Higher education in Russia

My university: entrance requirements, faculty members, leisure time activities.
System of education in Great Britain and the USA

What is management?

The history of management.

Modern management theories.

Globalization and Competition Trends in Human

NogakrowhE
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8.  Resource Management

9.  Business letters: types of letters. Peculiarities of business correspondence.

10. Telephoning.

11. CVsand interviews

12.  Four main roles of a manager.

13. The functions of managers at different levels of management.

14. A modern manager: personal characteristics, skills and abilities required for effective
management.

6.3.2.3. TunoBsble BONPOCHI K IK3aMeHY

Management styles.

Management features in different countries.

The portrait of a Russian manager.

Team building: the different roles of team members, team performance.

Time management: time management skills, tips for effective use of time.

The Effectiveness of Recruiting

Personnel management: Employee Selection.

Job description.

The types of business communications inside the organization

10.  Staff training

11. Employee motivation.

12.  Planning as one of the major responsibilities of management.

13. The types of plans. Recommendations for effective planning.

14. Discriminatory Employment Practices.

15. Employee Safety and Health.

16. Problem solving: individual and group problem solving techniques, stages of consideration
and resolution of the problem.

17. Insurance Benefis.

18. International management: managing large English Russian and international companies.

19. Approaches to managing the company in a changing external environment

20. The ways to improve the company's competitiveness.

CoNoA~WNE

6.3.2.4. IpuMepHbIe TEKCTHI 1JIs1 IEPEBO/A U NMepecKas3a
Benefits of Workplace Mediation for Your Business

Although they might not be fully aware of what a typical session might involve or what the
role of a mediator specifically means, the majority of people are aware of the goals of mediation: to
enhance relationships and to conduct dialogue in an open yet civil manner. In this term then the
principle of mediation is to allow for ideas to be exchangedand compromises reached without
needing to resort to arguing.

However, as this is one of the only widely known facts about mediation, it is often assumed
that the format and the benefits can only be received for personal relationships.

Many people remain unaware that commercial mediation or employment mediation, for
example, exists

What is Commercial Mediation?

The aim of commercial mediation is to resolve disagreements between parties who have a
commercial relationship. This relationship could be between work colleagues, employer and
employee or business and client. There are various disputes which could exist within these
relationships and commercial mediation seeks to resolve them in a manner which is mutually
beneficial and agreeable.

Once an agreement has been reached within commercial mediation then this agreement is
final. It will be used to pave the way forward and to improve the situation. However, for the process
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of mediation to be successful then both parties must be amenable to the process and agreeable to
working within the parameters of mediation.

The Benefits

Whether the mediation in question is commercial, workplace or employment mediation,
recent figures show that the process is becoming more popular. The reason for this, according to
experts, is because of the many benefits which mediation can offer to businesses.

Of course, the specific benefits will depend on the business, the relationship and the dispute
which is to be settled during the course of mediation. However, there are many general benefits
which can also be noted and are a huge attraction to the many business owners who choose
mediation as a way of settling their affairs.

For many businesses, it is the financial advantage of using workplace mediation which
persuades them to follow the course of action. The alternatives to mediation, such as legal
intervention or paying settlements may be much higher than the cost of mediation and as a result of
using workplace mediation there may be no further costs to either party.

In addition, the focus of many mediators is to salvage relationships and for both parties to
have their say. In the case of a legal intervention this focus is lost and as a result, it may be the case
that the relationship between the two parties is lost forever as the result of taking a more aggressive
approach.

The third and most appealing benefit for many people is the speed with which a mediation
process may be completed. Legal matters tend to drag on, as neither party is willing to submit or
compromise but within mediation, a fast and beneficial solution may be made quickly allowing both
parties to move on quickly with their business with nobody left feeling victimised.

Before During and After Meetings
by Sunanda K. Chavan

A meeting is a gathering of two or more people that has been convened for the purpose of
achieving a common goal through verbal interaction, such as sharing information or reaching
agreement. Meetings may occur face to face or virtually, as mediated by communications
technology, such as a telephone conference call, a skyped conference call or a
videoconference.Making the meetings effective and getting the desired output is the main objective
for conducting a meeting.

What things have to be done before the meetings?

First of all fix a purpose of the meeting

Fix an agenda for the meeting.

The agenda that is decided should be circulated prior to members so even they feel involved
and updated.

Fix the time of the meeting and adhere to it and respect and value time of members of the
meetings.

The arrangement should be such that members in the meeting are able to see each other face
hence it can be semi circle or circular arrangement.

What at the time of meeting?

Welcome members to the meeting You can also serve refreshments as well which act as
icebreakers.

Start on time. End on time.

Stick to the agenda.

You can ignite GD to get views and ideas. Hence improving the quality of decisions as well
as members get a feeling that attending the meeting is worth.

Keep conversation focused on the topic. Feel free to ask for only constructive and non-
repetitive comments. Keep minutes of the meeting for future reference in case a question or
problem arises.
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What to do after the meeting?

Write up and distribute minutes within 3 or
4 days.

Discuss problems during the meeting with
officers & come up with ways improvements

Conduct a periodic evaluation of the
meetings. Note any areas that can be analyzed and
improved for more productive meetings.

Meetings can either be very productive or a
complete waste of time...depending on how you
choose to run your meeting.

You don't need a large number of people,
just invite the people who will add value and who
really need to be there

5 Questions to Ask When Hiring an Ecommerce Web Developer
By James Woodgate

Choosing a professional, creative and reliable ecommerce web developer is one of the most
important business decisions you’ll make. While small businesses with straighforward needs can
often get by with an out-of-the-box ecommerce solution, businesses with more complicated needs
may need to turn to a professional ecommerce web developer. As a business owner, you need to be
absolutely confident that your money is well-invested, and that your ecommerce project fulfills all
of your ideas and requirements. However, with such a large number of web development companies
running in the industry today, your search may turn into a daunting task. Here are the top 5 essential
questions to ask before hiring an ecommerce web developer.

1. What Is Your Experience Developing Ecommerce Websites?

When hiring an ecommerce web developer, it is of the utmost importance that you check the
company’s professional history and breadth of experience. You can hardly expect top-notch quality
and complete satisfaction with your ecommerce website if you hire a novice, or even an individual
with just 1-2 years of experience in the field. Instead, opt for established developers with a high
level of expertise, who have sufficient experience building online stores of all sizes. Don’t hesitate
to ask for their project portfolio, which is a perfect representation of how professional, experienced
and creative they are. When looking through their previous projects, pay attention to various
aspects, such as the storefront design, site navigation, overall functionality and dynamic features.
This will help you understand what to expect with your future online store.

2. What Ecommerce Software Do You Use to Create Online Stores?

Developers often use ecommerce software, also known as an online shopping cart, to build
an online store and let it perform its primary function of exposing and selling goods online. There
are plenty of ecommerce software solutions available on the web market today, all varying in terms
of functionality, technologies used, flexibility level provided, usability and pricing. Obviously, not
every solution can perfectly fit your future project. You should be aware that the type of ecommerce
platform used will certainly have a significant impact on your overall online business efficiency and
success.

Therefore, when asking your ecommerce developer this question, you should take the time
to do comprehensive research to make sure that this particular ecommerce software is advanced and
powerful, while still user-friendly. Make sure it’s flexible enough that it will allow you to
effectively manage your store and handle all essential ecommerce tasks and processes on a daily
basis, even without technical knowledge. Note: the use of open-source solutions and technologies
typically points to a reasonable cost of web development services.
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3. Do You Provide Custom Development Services?

With the internet market getting more and more competitive, you will surely need to make
use of every possible opportunity to make your online store stand out from the crowd. If you have
any exclusive ecommerce project in mind, then you should definitely make sure that your
ecommerce developer is ready to provide custom services. For instance, you may want to have your
storefront designed with elegant layouts, or you might want to enrich your store with additional
innovative options like customer-friendly categorization, smart product search, multi-language and -
currency support, virtual fitting and sizing and social shopping options. While working with custom
ecommerce developers, you can enjoy total peace of mind knowing that your brilliant and exclusive
ideas will be turned into a beautiful, custom ecommerce website.

4. Do You Implement SEO Capabilities?

No doubt your ranking in Google and other popular search engines will greatly influence
your overall online success. It is more than crucial that your ecommerce developer implements
highly effective SEO techniques and add-ons while creating your online store, like those that
generate static URLSs, edit page meta data, create custom meta and title tags, and provide table-less
layouts. These functions can make a significant contribution to your SEO efforts and help you to
achieve stable indexing and top results in various search engines, ultimately driving more potential
buyers to your online marketplace.

5. Are You Ready to Make My Online Store Mobile-Friendly?

In our era of mobile technology advancements, consumers are becoming more and more
addicted to their smartphones and tablet PCs, often using them for on-the-go shopping. For this
reason, it is crucial that you have a mobile-friendly online store to let your customers easily reach
you and enjoy the shopping experience from their favorite mobile devices. Make sure that your
developer has experience in creating functional, fully optimized mobile ecommerce websites. For
the best functionality, have your ecommerce provider integrate specific mobile applications,
allowing you to manage and control your store and online sales from any mobile gadget on the go.

Indeed, choosing the right professional with great skills and sufficient experience can make
a dramatic difference for any job. Hopefully, this list of questions will help you in your selection
process, ensuring you find an ideal ecommerce developer for your online venture.

Factors Considered in Assessing Credit Default Risk

The most obvious way to protect against credit risk is to analyze the creditworthiness of the
borrower. In performing such an analysis, credit analysts evaluate the factors that affect the business
risk of a borrower. These factors can be classified into four general categories — the quality of the
borrower; the ability of the borrower to satisfy the debt obligation; the level of seniority and the
collateral available in a bankruptcy proceeding; and restrictions imposed on the borrower.

In the case of a corporation, the quality of the borrower involves assessing the firm’s
business strategies and management policies. More specifically, a credit analyst will study the
corporation’s strategic plan, accounting control systems, and financial philosophy regarding the use
of debt. In assigning a credit rating, Moody’s states:

«Although difficult to quantify, management quality is one of the most important factors
supporting an issuer’s credit strength. When the unexpected occurs, it is a management’s ability to
react appropriately that will sustain the company’s performance».

The ability of the borrower to meet its obligations begins with the analysis of the borrower’s
financial statements. Commonly used measures of liquidity and debt coverage combined with
estimates of future cash flows are calculated and investigated if there are concerns. In addition, the
analysis considers industry trends, the borrower’s basic operating and competitive position, sources
of liquidity (backup lines of credit), and, if applicable, the regulatory environment. An investigation
of industry trends aids a credit analyst in assessing the vulnerability of the firm to economic cycles,
the barriers to entry, and the exposure of the company to technological changes. An investigation of
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the borrower’s various lines of business aids the credit analyst in assessing the firm’s basic
operating position.

A credit analyst will look at the position as a creditor in the case of a bankruptcy. The US
Bankruptcy Act comprises 15 chapters, each covering a particular type of bankruptcy. Of particular
interest here are Chapter 7, which deals with the liquidation of a company, and Chapter 11, which
deals with the reorganization of a company. When a company is liquidated, creditors receive
distributions based on the absolute priority rule to the extent that assets are available. The absolute
priority rule is the principle that senior creditors are paid in full before junior creditors are paid
anything. For secured creditors and unsecured creditors, the absolute priority rule guarantees their
seniority to equity holders. However, in the case of a reorganization, the absolute priority rule rarely
holds because in practice unsecured creditors do in fact typically receive distributions for the entire
amount of their claim and common stockholders may receive something, whilesecured creditors
may receive only a portion of their claim. The reason is that a reorganization requires the approval
of all the parties. Consequently, secured creditors are willing to negotiate with both unsecured
creditors and stockholders in order to obtain approval of the plan of reorganization.

The restrictions imposed on the borrower (management) that are part of the terms and
conditions of the lending or bond agreement are called covenants. Covenants deal with limitations
and restrictions on the borrower’s activities. Affirmative covenants call on the debtor to make
promises to do certain things. Negative covenants are those that require the borrower not to take
certain actions. A violation of any covenant may provide a meaningful early warning alarm,
enabling lenders to take positive and corrective action before the situation deteriorates further.
Covenants play an important part in minimizing risk to creditors.

Securitization

Securitization involves the pooling of loans and/or receivables and selling that pool of assets
to a third-party, a special purpose vehicle (SPV). By doing so, the risks associated with that pool of
assets, such as credit risk, are transferred to the SPV. In turn, the SPV obtains the funds to acquire
the pool of assets by selling securities. When the pool of assets consists of consumer receivables or
mortgage loans, the securities issued are referred to as asset-backed securities. When the asset pool
consists of corporate loans, the securities issued are called collateralized loan obligations.

A major reason why a financial or nonfinancial corporation uses securitization as a fund-
raising vehicle is that it may allow a lower funding cost than issuingsecured debt. However, another
important reason is that securitization is a risk management tool. Although the entity employing
securitization retains some of the credit risk associated with the pool of loans (referred to as retained
interest), the majority of the credit risk is transferred to the holders of the securities issued by the
SPV.

Credit Derivatives

A financial derivative is a contract designed to transfer some form of risk between two or
more parties efficiently. When a financial derivative allows the transfer ofcredit exposure of an
underlying asset or assets between two parties, it is referred to as a credit derivative. More
specifically, credit derivatives allow investors either to acquire or to reduce credit risk exposure.
Many institutional investors have portfolios that are highly sensitive to changes in the credit
spreadbetween a default-free asset and a credit-risky asset, and credit derivatives are an efficient
way to manage this exposure. Conversely, other institutional investorsmay use credit derivatives to
target specific credit exposures as a way to enhance portfolio returns. Consequently, the ability to
transfer credit risk and return provides a tool for institutional-investors; the potential to improve
performance. Moreover, corporate treasurers can use credit derivatives to transfer the risk
associated with an increase in credit spreads (i.e., credit spread risk).

Credit derivatives include credit default swaps, asset swaps, total return swaps, credit linked
notes, credit spread options, and credit spread forwards. In addition, there are index-type or basket
credit products that are sponsored by banks that link the payoff to the investor to a portfolio of
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credits. Credit derivatives are over-the-counter instruments and are therefore not traded on an
organized exchange. Hence, credit derivatives expose an investor to counterparty risk, and this has
been the major concern in recent years in view of the credit problems of large banks and dealer
firms who are the counterparties.

Credit derivatives also permit banks to transfer credit risk without the need to transfer assets
physically. For example, in a collateral loan obligation, a bank can sell a pool of corporate loans to
a special purpose vehicle (SPV) in order to reduce its exposure to the corporate borrowers.
Alternatively, it can transfer thecredit risk exposure by buying credit protection for the same pool of
corporate loans. In this case, the transaction is referred to as a synthetic collateralized loan
obligation.

An understanding of credit derivatives is critical even for those who do not want to use
them. As Alan Greenspan, then the Chairman of the Federal Reserve Board, in a speech on
September 25, 2002, stated:

«The growing prominence of the market for credit derivatives is attributable not only to its
ability to disperse risk but also to the information it contributes to enhanced risk management by
banks and other financial intermediaries. Credit default swaps, for example, are priced to reflect the
probability of net loss from the default of an ever broadening array of borrowers, both financial and
non-financial.»

FINANCE EXPERT SOUNDS ALARM ON 8 WAYS A NEW GLOBAL CRISIS WILL HIT
BY 2015

World Competitiveness Center Director says global economy faces its greatest challenges
since 2008.

Arturo Bris, Professor of Finance at the top-ranked IMD business school and Director of the
World Competitiveness Center, recently predicted that a crisis for the global economy is likely and
that not enough action is being taken to avoid it. He said that based on statistics, the world could
expect a financial crisis as soon as April 2015, ending in March 2016. Bris said the cause of crisis
will come from eight possible scenarios:

1. A stock market bubble

In the last year, stock markets have performed unrealistically well and at some point the
situation will explode. In 2014, analysts were disappointed in the first quarter because earnings
were not in line with market expectations. This means that if markets were to revert to a reasonable
level with regards to earnings, there will be a stock market drop of between 30-35%.

2. Banking in China

A severe crisis could be driven by growing Chinese shadow banking, a system which
consists of loans mainly to government institutions whose performance is not well monitored and
not open to competition. If this system collapses, it will negatively affect the global economy.

3. Energy crisis

The United States, as the world’s largest producer of gas, could cause an energy crisis. If the
US begins exporting to the rest of the world, Russia might feel threatened, causing a geopolitical
storm. The US would have control over energy prices and would exert influence over countries like
the UK, India and Japan.

4. Another real estate bubble

There is a risk of a property bubble forming in countries like Brazil, China, Canada or
Germany. Prices are going up because availability of credit is huge and buyers are pushing prices
up without realizing that they do not correspond to fundamental values.

5. Ratings & bankruptcy corporate crisis: ‘BBB as the new AA’

Companies currently have too much debt and the new norm is to have a BBB rating. In the
61



US there are only three companies left with an AAA rating: ExxonMobil, Microsoft and Johnson &
Johnson. If ratings are an indicator of bankruptcy, there will be bankruptcies across the board. If
interest rates increased by 2%, half of the corporate sector would be wiped out.

6. War & conflict

Almost everywhere, except in parts of Europe and the US, there is increasing geopolitical
tension, said Bris. Events like the current crisis in Crimea, could trigger a market crash, even if
there is no war.

7. Increasing poverty

Overall world poverty has increased and whenever the poor become poorer, we can expect a
social conflict. The crusade against income inequality could also further hinder innovation and
growth by reducing the benefits of innovation, threatening the economy.

8. Cash and hyperinflation

The surplus of cash that central banks and corporations are holding could end up damaging
the economy. The ECB is lending money to financial institutions that put it back into the ECB,
which is a vicious circle and today Google could afford to buy a majority stake in Ireland and
Microsoft could buy more than 50% of Singapore, which is immoral.

«While many economies seem to be finally rebounding since the 2008 crisis, we shouldn’t
be complacent,» Bris said. «Too often we do not learn from history and do not act when faced with
a crisis we know is imminent.»

Arturo Bris is Professor of Finance at IMD and directs the IMD World Competitiveness
Center. He was a keynote speaker at IMD’s Orchestrating Winning Performance program where he
unveiled his predictions for the future.

FS ORGANISATIONS NEED TO FOCUS ON THE CUSTOMER TO SECURE THEIR
SHARE OF THE RECOVERY

By Richard Goold, Executive Director at Moorhouse

As the economy passes the pre-recession peak, the impact on the financial services (FS)
sector is clear. Whereas previously traditional FS organisations were king in the marketplace, the
move by regulators to open the market to new entrants is creating new competition within the
industry. Tesco’s recent decision to launch a current account is a prime example of the way in
which the retail banking sector is changing. Tesco might be the first supermarket to launch a current
account, but it is by no means going to be the only one to make this move. Established banks cannot
rely on existing customers staying with them just because they have been customers for life or even
generations. The competitive landscape, ease of being able to switch and increasing expectations of
customers are redefining the market. Growth, and in some cases survival, will be dependent on
their relationship with the customer and the experience that customers ultimately have with their
organisation.

After the government opened up the banking market more widely, there has been an influx
of challenger organisations delivering banking services effectively and at competitive rates, leading
to disruption of the traditional model. Furthermore, the quality of service that customers now expect
has changed significantly in the past ten years. Customers expect organisations supplying services
to be more customer focused than in the past which is posing some particular challenges for FS
organisations. It is no surprise that retailers seek to enter this sphere as their ‘customer is always
right’ attitude is more closely aligned with these new expectations.

Retail banking is a transactional experience which aligns to the strengths of the retail
industry. Supermarkets are well poised to disrupt this market as they are adept at focusing on
customer experience and can apply this to creating desirable banking services. For example,
supermarket retailers can integrate banking services in to existing supermarket space creating more
of a one-stop shop for customers. Alongside ample and free parking as well as extended opening
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hours, customers have far better access to banking services when they want them. Furthermore,
supermarkets already possess sizeable customer bases, huge store networks and an excellent
knowledge of their customers’ preferences as they are able to access data collected through loyalty
schemes. In fact, with the vast amount of data that has been collected through loyalty schemes the
opportunity for supermarkets to be both proactive and innovative in offering suitable add on FS
products and driving customer loyalty is not insignificant.

Traditional banks must compete with supermarkets and challenger banks to offer a more
flexible service that will appeal to customers. This is typified by the seven day service now offered
by banks that allows customers to switch their current accounts from one provider to another more
quickly and easily. The government is even considering mandating that banks must allow their
customers to be able to switch their current accounts immediately. As the emphasis on choice has
risen, the power in the relationship has shifted from banks to their customers.

An unexpected consequence of the financial crisis is the rise of shadow banking. As
financial institutions have withdrawn from offering certain services, shadow banks have multiplied
offering an alternative to traditional banks. Shadow banking, as it stands, ranges from the extremes
of unregulated lending services that charge high interest rates, to other sources of funding. In the
absence of banks providing necessary services to SMEs, many turned to crowdsourcing and peer to
peer (P2P) services as a means of obtaining loans. As other sources rush to meet the need of
customers that are unable to obtain loans from traditional organisations, it is these established firms
that are losing out. Although the market share of P2P lending accounts is still very small, they are
on the rise and collectively can still disrupt the market.

The rise of shadow banking and challenger firms should be a wake up call for the traditional
financial institutions. In the wake of the global financial crisis, trust in the banking industry is low
and banks must work hard to win the confidence of customers. Traditional FS firms need to change
their mindset, otherwise they risk failing to make the investment and changes necessary to stay
ahead of the competition.

In the aftermath of the recession, organisations were focused on cost reduction,
consolidation and protecting core services. However, it is detrimental to remain in this mindset as
the economy recovers and returns to robust growth. Our 2014 Barometer on Change, a survey
among 200 of the most senior FTSE, multinational and public sector leaders in the UK, found that
only half of businesses are «extremely clear» about their strategy. Around a quarter (22%) of the
UK’s biggest organisations say their strategy is only «quite clear», while only just over half (52%)
of business leaders say that their strategy is «extremely clear», up from 44% in 2013. If FS
organisations are to remain competitive, they need to develop a strategy focused on developing a
long-term relationship with their customers.

Customer experience cannot be underestimated. If an organisation truly succeeds at putting
customers at the heart of what they do, they are likely to reap big rewards. Whilst many
organisations have a customer engagement strategy in place, this must be assessed and revisited
every six months at least. Customer engagement is not a box to be ticked each year, it should be a
core and strategic focus for all organisations. Developing this strategic focus allows organisations to
adopt a big picture view enabling them to see the benefits of each action.

While strategic focus is important, some quick wins early on in a programme can be a good
way to motivate staff and create ‘ buy in’. This will help ensure support for these projects and help
organisations resist the urge to re-allocate resource to short-term non-strategic initiatives. Without a
clear strategy, it is much harder to prioritise and compare actions. FS organisations should create a
single view of investments across the business and review them as a whole regularly to make sure
they are achieving their objectives.

To take advantage of growth, organisations have to do new things. Unless they can turn
strategy into action extremely quickly, they won’t be able to take advantage of the better economic
outlook or stay ahead of the competition. However, securing the resources needed to deliver actions
is crucial. Building partnerships both internally and externally will help to ensure the right skilled
resource, at the right time, at the greatest value. It is up to project managers to demonstrate greater
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flexibility and be multi-disciplined — they are at their most effective when they can apply business
analysis skills and subject matter expertise. There is a greater need for agility, responsiveness and
engagement within the industry and it is up to the people within an organisation to ensure that the
company has the necessary strategic focus and the means to put this in practice.

Challenger banks are currently the furthest ahead in the sector as they embrace innovation
and build a strategy around their customers’ needs. Challenger banks have an advantage as they
build their companies from new without being constrained by legacy or technology infrastructure.
Unless traditional FS organisations seek to make the necessary changes to their strategy, they may
find themselves lagging even further behind. Innovation and transformation in their businesses is
going to be crucial to remaining competitive and to ensure that they take advantage of growth.

6.4. MeToauvecKue MaTepUAaJibl, ONpe/Ie/siiolue MPole1ypbl OLleHUBAHUS 3HAHMIA, YMEHUIA,
HABBIKOB U (MJIM) ONBITA JeATEJbHOCTH, XapPaKTEePU3YIOIIUX 3Tanbl GOpMHUPOBAHUSA
KOMIIeTeHII M

C nnenplo omnpencieHUuss YpPOBHA OBJIALCHMS KOMIIETCHLIMSAMM, 3aKpEIUICHHBIMH 34
JUCLUIIIMHOM, B 3aJlaHHbIE IIPENOJABATENIEM CPOKHM IPOBOJUTCS TEKYLIUH MU IPOMEKYTOYHBINA
KOHTPOJIb 3HAaHUI, YMEHUI U HABBIKOB KaXJ0ro oOydaromierocs. Bce Bupl TEKyIero KOHTPOJIS
OCYIIECTBISIOTCA Ha MPAKTUYECKUX 3aHATHUAX. [Ipu OleHMBaHMM KOMIETEHUUH NPUHUMAETCS BO
BHUMaHME (OpMHUpPOBaHHE NPO(PECCHOHATBHOTO MHUPOBO33PEHUS, OIPEACIIEHHOIO  YPOBHS
BKJIFOUEHHOCTH B 3aHATHUSA, pe(PIEKCUBHbIE HABBIKY, BJIaJICHUE N3YYa€MbIM MaTEpPUAIIOM.

[Iponetypa oneHMBaHUs KOMIIETCHIIMN 00yYaroIUXCsl OCHOBAHA Ha CIEAYIOIUX CTaHIapTax:

1. IleproanyHOCTD MPOBEAEHUS OLIEHKH.

2. MHOrocTyneH4arocTb: OleHKa (Kak IperojaBaTeseM, Tak U O0y4arollUMUCS TPYIIIbl) U
CaMOOILIEHKa OO0yd4arouierocsi, 0O0CYXJIE€HUE pe3yJbTaTOB U KOMIUIEKC MEp IO YCTPaHEHHIO
HEJ0CTaTKOB.

3. EnuHCTBO MCHONB3yeMOW TEXHOJOTMH JUIsI BCEX OOYYAIOIIUXCS, BBIMOJIHEHUE YCIOBHN
COIIOCTaBUMOCTH PE3YJIbTATOB OLICHUBAHMSI.

4. CobnroieHre 0CIe10BaTENIbHOCTH IPOBEACHUS OLICHKHU.

Texymas arrectanusi odyyawmmuxcs. Tekyas arrectanus o0ydaromuXcs M0 TUCIUITIIMHE
«VHOCTpaHHBI S3BIK» IPOBOAUTCS B COOTBETCTBUU C JIOKATbHBIMU HOpMaTUBHBIMU akTaMu OAHO
BO MIICY u sBnsiercst 00s13aTeIbHOM.

Texymias aTrecranus 1Mo yueOHON AMCUUILIINHE TPOBOIUTCS B (hOpMe ONpoca U KOHTPOIbHBIX
MEpPONPUATHA MO OIEHUBAHUIO (HAKTUUYECKUX PE3ylbTaTOB OOy4YeHHs OOydarolmxcs U
OCYIIECTBIISIETCS MPENO01aBaTeNEM IUCIUILINHBI.

OOBeKTaMM OLIEHUBAHUS BBICTYTAIOT:

1. yueOHasi AMCUMIUIMHA (aKTMBHOCTh Ha 3aHSATHUAX, CBOEBPEMEHHOCTH BBINIOJHEHUS
Pa3IMYHBIX BUJOB 3a/1aHNM, TIOCEIAEMOCTh BCEX BUJIOB 3aHATHI 110 aTTECTyEMOM TUCLUIUIMHE);

2. CTENIEHb YCBOCHUS TEOPETUYECKUX 3HAHUM B KAUECTBE «KIIFOUEH aHAIU3a»;

3. YPOBEHb OBJAJEHUS INPAKTUYECKUMU YMEHMSAMHM W HaBBIKAMU [0 BCEM BHUAAM
y4ueOHOM paboThI;

4. Pe3yIbTaThl CAMOCTOSATENBHOM paboTHhI.

AKTHBHOCTH 00y4aroLIerocsi Ha 3aHATUSAX OLIEHUBAETCSl HA OCHOBE BBIMOJIHEHHBIX UM PadoT U
3aJJaHUM, IPETyCMOTPEHHBIX JaHHOH pabouelt mporpaMMol AUCHUIUINHBL.

Kpome Toro, oueHuBaHue oOydaroomierocs IMPOBOJUTCS Ha TEKYyIIEM KOHTpOJE 110
mucuuiuiiHe. OneHnBaHue o0ydaronierocs Ha KOHTPOJIBHON HeJelle MPOBOAUTCS MpernoaaBaTeieM
HE3aBHCHUMO OT HAJIMYUS WK OTCYTCTBHUS 00ydaromerocs (1Mo yBaKUTEIbHON WIN HEeYyBaKUTEIbHON
IIPUYMHE) HA 3aHATHH.

OneHuBaHue 0OO0yYarOUIErocsi HOCUT KOMIUIEKCHBIM XapakTep W YUYUTHIBAET JOCTUKEHHS
o0yyaromerocsi Mo OCHOBHBIM KOMIIOHEHTaM Y4eOHOro Ipolecca 3a TeKyIIUH Mepuoa ¢
BBICTABIIEHUEM OLIEHOK B BEZJIOMOCTH.

IIpome:kyTouHasi arTecTanus odyqawmmxes. [Ipomexxyrounas arrectanus o0yJyaromuxcs
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Mo y4eOHOW TUCIMIUIMHE MPOBOAUTCS B COOTBETCTBMU C JIOKAJBHBIMH HOPMATHBHBIMH aKTaMU
OAHO BO MIICY u sBasiercst 00s13aTeIbHOM.

[IpomexxyTouHasi aTTrecTalys MO y4eOHOM NUCHMIUIMHE IMPOBOJUTCS B COOTBETCTBUH C
y4ueOHbIM T1aHOM Ha 1 Kypce B 1 1 2 cemecTpax B opme 3auera u B 3 ceMecTpe B hopme IK3ameHa
UL OYHOHM, OYHO-320YHOM M 3a04HOH (opM 0OydeHHus B MEPUOJ 3aUETHO-3K3aMEHAIMOHHOU
CECCHH B COOTBETCTBUU C TpauKOM MPOBEACHHUS.

OOyuaronuecss JOMYCKAIOTCA K 3aueTy W JK3aMeHy 10 JUCIMIUIMHE MpPH YCIOBHU
BBITMIOJTHEHUSI UM y4eOHOro IUIaHa MO AMCLUMILIMHE: BBIOJHEHUS BCEX 3aJaHUIl U MEpONpUSTHI,
IIPEyCMOTPEHHBIX IPOTPAMMOM IUCHUIIIINHBI.

Onenka 3HaHUI O0Oydarollerocs Ha 3aueTe M JK3aMEHE OIpeNessieTcsl ero y4eOHBIMU
JOCTUKEHUSIMHM B CEMECTPOBBIM IIEPUOA U PE3yJbTaTaMH TEKYILIEro KOHTPOJIS 3HAHUU M
BBITIOJTHEHUEM UM 3aJIaHUi.

3HaHUS YMEHHUs, HABBIKM OOYYAroOIIErocsi Ha 3adyeTe OICHMBAIOTCS KaK: «3auTeHO», «HE
3aYTEHOY.

3HaHUS YMEHHS, HaBBIKM OOYYalOIIErocs Ha JK3aMEHE OLIEHUBAIOTCS MO NATHOAIIHHOM
HIKaJIe: «OTIUYHO» — 55 «XOPOIIO» — 4; «yJOBIETBOPUTEIHHO» — 3; «HEYIOBIETBOPUTEIHHO» — 2.

OcCHOBOI /17151 OIIpENIETIEHHsI OLIEHKHU CIIY’KUT YPOBEHb YCBOEHHUsI OOYyUaroOLMMUCS MaTepuaia,
MPelyCMOTPEHHOT 0 JaHHOU paboueil mporpaMMonu.

CryneHTy, NOIY4YUBIIEMY OLIEHKY «HEYJOBJIETBOPUTEIBHO» IPEIOCTABISAETCS BO3MOKHOCTD
JUKBUJIMPOBATh 3a/I0JDKEHHOCTh 1O HW3y4aeMOMY Kypcy B JHHM TMepeciaayd WiIH 10
VH/IMBUIYaTBHOMY Tpa(uKy, YTBEPKACHHOMY JIEKaHOM (aKyJIbTeTa.

7. IlepeyeHb OCHOBHOIl M [IONOJIHUTEJIbHOW Y4eOHOIl JHMTepaTypbl, HEOOXOAUMOI 1Js
OCBOCHHUSA TUCHHUILTNHEI

a) ocCHOBHas yueOHasl JiuTeparypa:

1. Kocrepuna FO.E. JlenoBoii anrmmiickumii si3pik = Business English : yde6HOe mocobue /
Kocrepuna 1O.E., Jlacuna M.B., Bssuruna C.}O.. — Owmck : OMckuil rocygapCcTBEeHHbIN
TexHuueckuii ynuepcurer, 2020. — 96 c¢. — ISBN 978-5-8149-2981-5. — Tekct
anextponHsbiit / IPR SMART : [caiit]. — URL: https://www.iprbookshop.ru/115417.html . —
PesxxuMm moctyma: st aBTOPU3UP. MOJIE30BATEICH.

2.  Kapakumena B.JI. Illar k ycmexy B Ousnece. KoprioparuHas kyneTypa. Stepping-stone to
Success in Business. Corporate Culture : yueOHoe mocobme / KapakumeBa B.JI.. —
HoBocubupck : HoBocuOupckuit rocyaapcTBeHHbIN TeXxHUYecKuid yHuBepcutet, 2019. — 74
c. — ISBN 978-5-7782-3751-3. — Tekcrt : anekrponssiii / [IPR SMART : [caiit]. — URL:
https://www.iprbookshop.ru/99244.html . — Pesxxum noctyma: 1uist aBTOPH3HP. TOIB30BATENCH.

3.  Anskuna H.B. AHrmiickuil S3bIK - JJIS1 MEXKKYJIBTYPHOTO OOIIEHHS: OCOOCHHOCTH SI3BIKOBOU
KyJbTYPbI U HAIMOHAILHOTO CBoeoOpasus anrinorosopsinmx crpad = English - for intercultural
communication: features of language culture and national identity of English-speaking
countries : yuebHoe mocobue (A1-A2) / Anskuna H.B., Mapyksan XK.A., ComoBa N.JO.. —
MockBa : YHHBEpCHTET MHUPOBBIX IBHiIM3anmidi uMeHn B.B.Kupunosckoro, 2022, —
146 c. — ISBN 978-5-907445-94-9. — Texkcr : anektponnsiii / [IPR SMART : [caiiT]. —
URL: https://www.iprbookshop.ru/126931.html . — Pexum mgoctyma: Juis aBTOPHU3UD.
IOJIB30BATEIICH.

0) 10MOJIHUTE/IbHAS YUeOHasl JauTepaTypa:

1.  Andepona T.A. CamocTOATENHHO TOTOBUMCS K TE€CTy MO IpaMMAaTHKE aHTJIMHCKOTO sI3bIKA !
yueOHoe mocobue / AndepoBa T.A.. — HoBocubupck : Cubupckuil rocynapcTBEHHBIH
YHHUBEPCUTET TeleKoMMyHuKaiuii u uHpopmaruku, 2018. — 181 ¢. — Tekcr : AIeKTpOHHBIIH
// TPR SMART : [caiir]. — URL: https://www.iprbookshop.ru/84085.html . — Pexum
JOCTYTA: JJis1 aBTOPU3UP. TTOJIB30BATENEH.

2. UWsmaitmoBa M.A. JlenoBoe obOmieHne : ydeOHOe mocobue / M3maiimoBa M.A.. — Mocksa :
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Hamxos u K, 2021. — 252 ¢. — ISBN 978-5-394-04151-8. — Tekct : anextponnsiii // IPR
SMART : [caiir]. — URL.: https://www.iprbookshop.ru/107778.html . — Peskum goctyma: mis
ABTOPU3UP. I10JI30BATEIICH.

HNHocTpanHbIf S3bIK TPO(ECCHOHATBFHOTO OOIICHHsI (aHTJIMACKHM S3BIK) @ yaeOHOe mocobue /
N.b. KomesapoBa [u ap.].. — Boponex : BopoHexckuil rocy1apCTBEHHbIM yHUBEPCUTET
WHKeHepHbIX TexHonorui, 2018. — 140 c¢. — ISBN 978-5-00032-323-6. — TekcT :
anextpoHHbii // IPR SMART : [caiit]. — URL: https://www.iprbookshop.ru/76428.html . —
Pexum noctyna: 1uist aBTOpU3Up. MOJIb30BaTENEH.

Kupunnoa M.K. I'pammaTtuka anriumiickoro s3pika. COOpHUK yHpaXHEHHWHA : Yy4eOHO-
npaktuueckoe nmocooue / Kupumnosa 1U.K., becconosa E.B., IIpocsnoBckas O.A.. — MockBa

: MoOCKOBCKUI TOCYIapCTBEHHBIN CTpOMTENbHBIM yHHUBepcuTeT, Al Ilu Op Menua, ObC
ACB, 2016. — 147 c. — ISBN 978-5-7264-1295-5. — Tekcr : anektponnsbiii / [IPR SMART

. [caiit]. — URL: https://www.iprbookshop.ru/48039.html . — Pexum npoctyma: mist
aBTOPHU3UP. MOJIb30BATEIICH.
Jloxtiommua E.A. Introduction into Business / Jloktiomuna E.A.. — CapatoB : By3oBckoe

obpazoBanme, 2016. — 166 ¢. — Tekcr : anexkrponssiid / IPR SMART : [caiitr]. — URL:
https://www.iprbookshop.ru/38927.html (mara obpamenus: 18.07.2023). — Pexxum moctyma:
JUIsL aBTOPU3HP. MTOJIb30BATEIICH.

MepkynoBa H.B. Anrnmiickuii s3pik B cdepe ympasienusi / English for Management :
yuebHoe mocobue / Mepkynosa H.B.. — Boponex : Boponexckuil rocynapcTBEHHBIN
apXHUTEKTYpPHO-CTpouTeNbHbI yHHBepcuteT, DbC ACB, 2016. — 124 c. — ISBN 978-5-
89040-582-1. — Tekcr : onektponusii // IPR  SMART : [caiir]. — URL:
https://www.iprbookshop.ru/59141.html . — Pesxum noctymna: uist aBTOPH3HP. TOJI30BATEICH.
MycaeB P.A. JIenoBo# aHTTIHMICKHI S3bIK TOCYTAPCTBEHHOTO U MYHHIIUTIAILHOTO CITYIKAIIETO :
yueOHOoe ocobue / Mycaes P.A., Myprasuna D.M.. — Ka3zanb : Kazanckuii HallmOHATLHBIHA
UCCIIeoBaTeNbCKUIl TexHoNMornueckuii yauusepcuret, 2016. — 207 c¢. — ISBN 978-5-7882-
1921-9. — Tekcr : omekrponnsnidi // IPR  SMART : [caiir]. — URL:
https://www.iprbookshop.ru/61841.html . — Pexxum noctyna: [uist aBTOPU3HP. TOJIb30BATEICH.

8. MeToauueckue YKazaHust Jas oﬁyqamumxcﬂ 0 OCBOCHHIO JTUCHUITJIHHBI

Buna nesate1bHOCTH

MeToauyecKkne YKa3aHUs 10 OPraHU3AIUN 1eATeIbHOCTH CTY/IeHTa

HpaKTI/I‘IeCKI/Ie 3aHATHUA

IIpopaboTka pabouell mporpaMMel, yaenss oco0oe BHUMaHHE LEsM |
3aJa4aM, CTPYKTYpe U COAEpKaHWIO TUCHUIUIHMHBL [IpM moaroroBke K
paboTe C TEKCTOM MPOYUTAaTh TEKCT BCIYX W IEPEBECTH, MOJIb3YAChH
cioBapeM; OBITh TOTOBBIM IOHHUMATh OONBLIME CIIOXKHBIE B SI3BIKOBOM
OTHOILIEHWH XYIOKECTBEHHbIE, MPOPECCHOHAIBHO OPHEHTHPOBAHHbIC
TEKCTbI, CTaTbl M COOOIIEHHS TI0 COBPEMEHHOIl mpobieMaTHKe MpH
HEOOXOIUMOCTH TOJIB3YSICH  CJIOBapeM. bBITH  TOTOBBIM  IOHMMATh
pasBepHyThIE COOOIICHH MPETo1aBaTesl, CBI3aHHbIE C OBITOBOM, yueOHOH,
a Takke NpodecCHOHaTbHO-OPUEHTUPOBAHHOW TeMaTKol. Eciu 3agannem
OblTa MOATOTOBKA JOKJIA/A, AUAJIOTa, AUCKYCCHH, HEOOXOANMO 3allOMHUTH
TEKCT CBOETO BBICTYIUICHHs], C TEM YTOObI HE UUTATh €r0, a PACCKA3bIBATh.

NupuBumyansHbie
3aJaHus

3HAaKOMCTBO C OCHOBHOM U JONOJHUTENBHOW JIUTEPATYpOM, BKIIOYAs
CIIPABOYHBIC U3JIaHUSA, 3apyOeKHbIE WMCTOYHUKU, KOHCIEKT OCHOBHBIX
MOJIOKEHUH, TEPMHHOB, CBEJICHUH, TPEeOYIOIIUXCS IS 3allOMUHAHHUA W
SABIISIONIMXCS OCHOBONOJAraloIuMH B 3Toi TeMe. CocTaBiaeHHe aHHOTAIlnHA
K MPOYHUTAHHEIM JINTEPATYPHBIM HCTOYHHUKAM U JIP.

IlepeBon TekcTa

Ilpu nepeBose peKOMEHAYETCs Ciedyollasl I0CIeA0BaTeIbHOCTh PabOThI
HaJ TEKCTOM:

1. OOpatute oco0oe BHMMaHHME Ha 3aroyioBOK Tekcra. IlpouwmTaiite Bech
TEKCT JI0 KOHLIA U IIOCTapaiTech IOHATh €ro 00IIee COAepKAHUE.

2. Ilpuctynure k nepeBoAy npemioxkeHuil. IIpounraiite mpemioxeHne u
OIlpeJIeNINTe, MPOCTOE OHO WM CIOKHOE. Ecau IpeiojkeHHe CIOXKHOE,
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pa3bepuTe ero Ha OTAENbHBIC MPEIIOKEHHUA (CIOKHOOAYNHEHHOE — Ha
TJIAaBHOE W TIPUAATOYHOE, CJIOXKHOCOUYMHEHHOE — Ha MpocThie). Haiinmure
000pOTHI ¢ HEMMYHBIMA (pOpMaMu TIIaroJa.

3. B mpocTtoM TpemyioOKCHMH HAHAWTE CHadajla ckazyemoe (Tpymimy
CKazyeMmoro) mo JuYHOW (opMme Tjaroia, MO CKa3yeMOMY OIpEIeInuTe
noJiIekariee (TpyIiy MmoIjIeKaIiero) u JOMOIHeHNE (TPYIITY JOTOJTHEHHUS).
4. Onmpascb Ha 3HAKOMBIE CIIOBA, NPUCTYNHATE K TEPEBOAY B TaKOM
MOPSIKE: TPYIINA MO/~ JISKAIIETO, TPYIIa CKa3yeMoro, rpyIia JOIOJHESHUS,
00CTOSITENLCTRA.

5. BeigenuTe He3HAKOMBIE CJIIOBa M OMNpEAENUTe, KaKOM YacThiO peuHd OHU
spistorcs. Obpamaiite BHIMaHne Ha Cy((UKCH M MPEPUKCHI ITHX CIIOB.
st ompeneneHuss UX 3HAYCHHS TNPUMCHSITE S3BIKOBYHO JIOTAAKy, HO
MpoBepsiTe ceOs ¢ MOMOIIBI0 ciioBaps. [IpounTaiiTe BCce 3HAYCHHS CJIOBA,
TIpUBE/IEHHBIE B CIIOBApHOW CTaThe, M BHIOEpUTE HamOOJIee MOIXOIIIee.
[Tpu pabote co cinoBapeM UCMONIB3YITE UMEIOIINECS B HEM MPUIOKEHUS. 0.
BreImuinmTe He3HAKOMBIE CII0BA, MIEPEBEANTE UX HAYESPHO (JIOCIOBHO).

7. Ilpuctynure K nepeBoay TEKCTA.

8. [IpoBeppTe COOTBETCTBHE Kax10i (ppasbl mepeBoa OpUrHHATY.

9. Orpenaktupyiite mepeBoa. (OcBobomuTe TEKCT TMepeBoja  OT
HECBOWCTBEHHBIX PyCCKOMY SI3BIKY BHIPQKEHUH M 00OPOTOB.

10. TlepenumuTe TOTOBBIN NEPEBO/I.

JlekcuyecKkuil JUKTAHT

[Ipy moAroToBKE K HANMMCAHUIO TUKTAHTA TMOBTOPUTH JICKCUYECKUU U
rpaMMaTH4ecKUil MaTepuall, IpaBuUiia CIOBOOOpPA30BaHUA, CTPYKTYpPYy
MIPEAJIOKECHUSI.

I'pynmnoBast qucKyccust

I'pynmoBass ~ guckyccus ~ MO3BOJISIET  ONPEIEIUTh  YPOBEHb
c(hOpMUPOBAHHOCTU TMPOPECCUOHAIBHBIX KOMIETEHIIMH B YCIOBHUAX
MaKCHMaJIbHO MPHUOIMKEHHBIX K MpodeccnoHalbHO cpejie.

Jns mpoBeneHust rpynmnoBOM JUCKYCCUU TPENOJIaBaTeNb, PeLIaract
HambOojee aKTyalbHYHO TEMy U3  peallbHOMl  OO0IIeCTBEHHO-
MOJIMTUYECKOM  OOCTAaHOBKHM, M  CTaBAT TMepel  ayAuTopuei
po0OJIeMHbIE ACIIEKThI, HA KOTOpPbIe 00yYaroImuiics J0KEeH 00paTuTh
ocoboe BHHMaHHE, CHOPMHPOBATH CBOKO JIMYHOCTHYIO ITO3HUIIHIO,
000CHOBATH €€ U MOJArOTOBUTCA K Y4acThIO B 1uckyccuu. [IpoBenenue
TPYIIOBON TUCKYCCHUU MPEIOIaraeT yBUIAETh CHOPMUPOBAHHOCTH Y
00y4aromerocss COOTBETCTBYIOIIUX KOMIETEHIIUHA, B TOM 4YHUCIE
YyMEHHE CTaBUTh NpoOieMy, OOOCHOBBIBATH IyTH €€ BO3MOXKHOTO
pa3pelleHusl, YMEHUE BECTHM LMBUJIM30BAHHBIA IHAJIOr, OTCTAaWBaTh
CBOIO TOYKY 3pEHHUs, apryMEHTHPOBAHO OTBEYATh Ha MPABOBbIE
[MO3ULMHU UHBIX YYACTHUKOB I'PYIIIOBOU IUCKYCCHUH.

CamocrosTenpHas
pabota

CamocrosTenpHass paboTa TMPOBOTUTCA C MENbI0: CHUCTEMaTH3alud |
3aKperIeHUs] TOTYYEeHHBIX TEOPETUIECKUX 3HAHUHM M MPAKTUYECKUX YMEHUH
o0yvaromuxcs; yriayOlieHHs W paclIUpeHHs TEOPETHUSCKUX 3HAHUUN
CTYJCHTOB, (OpPMHUpPOBAHWS  YMEHHH  HCIONB30BaTh  Y4eOHYH0 U
CHENUANBHYI0 JIUTEPaTypy; Pa3BUTHs [O3HABATENBHBIX CIHOCOOHOCTEH U
AKTUBHOCTH OOYHAIOMIMXCS: TBOPYECKON MHUIIMATUBBI, CAMOCTOSTEILHOCTH,
OTBETCTBEHHOCTH, OPTraHU30BAHHOCTH; (DOPMHUPOBAHUE CAMOCTOSITEIIBHOCTH
MBIIUICHHAS, CHOCOOHOCTEH K CaMOpa3BHTHIO, COBEPUICHCTBOBAHUIO U
camoopraHuszanuy; (GopMUpoBaHUSA MPOPECCHOHAIBHBIX KOMIIETEHIIHU;
Pa3BUTHIO UCCIIEIOBATEIILCKUX YMEHHH 00yYarOIXCsl.

@opMbl M BUABI CaMOCTOATENBHONW paboOTBI: UYTEHHWE OCHOBHOH U
JIOTIOJTHUTENIBHOW JIMTEPaTyphl — CAMOCTOSITEIbHOE M3YYCHHE MaTepHraia 1o
PEKOMEHIyeMBIM JIUTEPATypHBIM HCTOYHHKAM; padoTa ¢ OMOINOTEUYHBIM
KaTaJIOrOM, CaMOCTOSITENIbHBIN 1M0A00p HE0OXOIMMOHM JHUTEpaTyphl; padoTra
CO CIIOBapeM, CIPaBOYHHUKOM; IMOHMCK HEe0OXoauMol HH(pOpMAlUU B CETH
HHTEepHeT; KOHCIEKTHPOBAHHME KMCTOYHHMKOB; TIOATOTOBKA K PAa3IHYHBIM
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dopMam TeKyIei 1 MPOMEXyTOUHOH aTTeCTalNH (K TECTUPOBAHMIO, 3a4eTy,

9K3aMEHY ); BBITIOJIHEHHE JOMAITHUX KOHTPOJIBHBIX paboT; caMOCTOSATEIbHOE

BBIIIOJIHEHUE  IPAKTUYECKUX  3aJaHUMl  PENpONyKTHBHOIO  THIIA

(BHEayZIuMTOpHOE  4YTEHWE,  IHMCBMEHHBIH  IepeBo]  MH(POpMAIMU

npo¢eCcCHOHANBHOTO XapaKTepa ¢ HHOCTPAHHOTO SI3bIKa Ha PYCCKHM, OTBETHI

Ha BOIIPOCHI, BBIIOJHEHUE 33JaHUN 1O NPOUJCHHBIM TPaMMaTHYECKUM

T€MaM C HCIIOJb30BAaHUEM CIIPABOYHON JIMTEPATYpPhl, TECTHI; BHIIOJIHEHHE

WHIWBUAYATBHBIX U TPYIIOBBIX TBOPUECKUX 3aIaHUM).

TexHONOTHs OpraHM3alul CaMOCTOSITENBHOH paboThl  00YYaroIIUXCs

BKJIIOYAET HUCIOJIb30BaHUE MH()OPMAIIMOHHBIX U MaT€pPHAIbHO-TEXHUUECKUX

pecypcoB 00pa30oBaTENBHOTO YUPEXKICHHS: OWONMOTEKYy C YHTAIBHBIM

3aJI0M, YKOMIUIEKTOBaHHYIO B COOTBETCTBHHU C CYIIECTBYIOIIUMH HOPMAaMUu;

y4e0HO-MeTOIecKy0 0a3y y4eOHBIX KaOWHETOB, JlabopaTtopuid W 3aja

KoAn(UKAMK; KOMIBIOTEPHBIE KJIACCHI C BO3MOXKHOCTBIO PAabOTHI B CETH

Wntepner; aynutopun (Kjacchel) Ui KOHCYJIbTaMOHHON JESTEIbHOCTH;

y4eOHYI0 B y4eOHO-METOANYECKYIO JINTeparypy, pa3paboTaHHYIO C y4eTOM

YBEIMYEHUsI JONM CaMOCTOATENIHOW paOOThl CTYAEHTOB, U HHBIE

MeTtoaudeckue Marepuansl. Ilepex  BbImosHEHMEM — OOYYarOLIMMUCS

BHEAYAMTOPHOH CaMOCTOSITENIbHONH paboThl MpenojaBaTeslb HPOBOAUT

KOHCYJIFTUPOBAaHHE [0 BBIIIOJHEHUIO 3aJaHMs, KOTOPOE BKJIIOYACT IElb

3aJaHMs, €0 CONEPXKAHMS, CPOKU BBIIOJIHEHHS, OPUEHTUPOBOYHBIH 00bEM

paboThl, OCHOBHBIE TpeOOBaHMS K pe3ynbTaraM paldOThl, KPUTEPHH

oleHUBaHUs. Bo Bpems BBIMOMHEHUS OOYYarOIIMMHUCS BHEAYAMTOPHON

CaMOCTOSITETIbHOM PabOTHl U MPH HEOOXOAMMOCTH IPENOJaBaTENb MOXKET

IIPOBOJAUTH WHIWBUAYAJIbHBIC u T'pynmoBbIC KOHCYJIbTallH.

CaMocTosiTeNibHasT paboTa MOXKET OCYIIECTBISATHCS WHAMBHIYAJIbHO WM

rpynnamMy oOy4aroImuXxcsi B 3aBUCHMOCTH OT LENH, 00beMa, KOHKPETHOH

TEMaTUKU CaMOCTOSATENBHON PabOThl, YPOBHS CIIOKHOCTH, YPOBHS YMEHHH

00y4JaroIuXxcs.

KonTtpoins camocTosTensHOI pabOTHI IpeycMaTpPHUBAET:

— COOTHECEHHE CO/ICPKaHHS KOHTPOJIS C LIEJISIMU O0YUCHHS;

— O0OBEKTHBHOCTH KOHTPOJIS;

— BaJIMAHOCTb KOHTPOJIA (COOTBCTCTBI/IC MMPEAbABIACMBIX 3aI[aHHI>'I TOMY,
YTO MPENIOoaraeTcs IPOBEPUTH);

— JuddepeHnnanuo KOHTPOJIbHO-U3MEPUTEIbHBIX MaTEPUAIIOB.

®DOopMBI KOHTPOJISI CAMOCTOSITETBHOM PaOOTHI:

— MOPOCMOTP W HPOBEpPKA BBIIOJHEHUS CAMOCTOSTENBbHOM palboThI
Mperno/jaBarenemM;

— OpraHu3aIys cCaMOIpPOBEPKH,

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

— 00cyx/IeHue pe3yIbTaToB BBITIOJHEHHOH paboThl Ha 3aHSTHH;

— TMpoBe/IeHUE MUCBMEHHOTO OTpOCa;

— TMpOBEJIEHHE YCTHOTO ONpOca;

— OpraHu3alys v MpoBeAeHUE WHANBUAYAILHOTO cOOeceI0BaHuS;

— OpraHu3alys U MpoBeAeHue co0eceI0BaHMs C TPYIIIIO;

— 3almMrTa OTYETOB O MPOJIeNIaHHOM pabore.

Omnpoc

Onpoc — cpencTBO KOHTPOJS,, OPraHW30BaHHOE KakK ClielMaibHas Oecena
npernoaaBaresiss ¢ OOydYalOUMMHCS Ha TEMbI, CBA3aHHBIC C H3ydaeMoOu
JTUCIUIUIMHOW, W PACCYMTAHHOE HA BBIABJICHHE OObeMa 3HAHUU 110
OTpeieIeHHOMY pasfeny, TeMe, MpobieMe U T.1I.

[IpobiiemaTnka, BBIHOCHMMAas Ha OMNPOC, OIpEAeieHa B 3aJaHUAX IS
CaMOCTOSITENTEHON paboThl O00ydYarOIMMUXCS, & TAKKE MOXKET OMPENeIAThCS
MperoaaBaresieM, BeAyIINM CEMUHApCKue 3aHsATus. Bo Bpems mposeneHus
ompoca OOyYaroIIUHCS MJODKEH yMeTh OOCYyIUTh C TIpernojaBaTeiieM
COOTBETCTBYIOIIYIO POOJIEMATUKY Ha YPOBHE JIHAJIOTA.

TectupoBanue

KOHTpO.]]L B BUAC TECTOB MOXKCT MCIIOJB30BATHCA IOCJIC M3YUYCHUSA K&)K}IOﬁ
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TeMbI Kypca. FIToroBoe TecTHpoBaHHE MOKHO IPOBOAUTH B (hopMe:

— KOMIBIOTEPHOTO  TECTHPOBAaHHS, T.6. KOMIBIOTED IPOU3BOJIHHO
BBIOMpAET BOMPOCH! U3 0a3bl JAHHBIX MO CTETICHH CI0KHOCTH;

— MHUCbMEHHBIX OTBETOB, T.€. NpENOoJaBaTeNb 3aJaeT BONPOC M JaeT
HECKOJIKO BapHAaHTOB OTBETAa, & OOYYAIOIIMICS HA OTIEIBFHOM JIHCTE
3aIMChIBaCT HOMEPa BOIIPOCOB M HOMEPA COOTBETCTBYIOIINX OTBETOB.

Hns nmoctmxeHus OONbIIEH JOCTOBEPHOCTH PE3YNbTaTOB TECTUPOBAHHMS
CIIeyeT CTPOUTH TEKCT TaK, 4ToOkI y oOyuaromuxcs Opiio He 6onee 40 — 50
CEeKYH]I JUIs OTBETa Ha OJMH BONPOC. MITOTOBBIN TeCT NOIDKEH BKIIIOYATH HE
MeHee 60 BOMPOCOB MO BCEMY KYpCY, pACCUHTAHHBIX 10 BPEMEHHU Ha IIeTI0e
3aHsiTHe. OLleHKa pe3ylbTaTOB TECTUPOBAHUS MOXKET MPOBOJAUTHCS ABYMS
criocobamu:

1) mo 5-6ammpHON cHcTEME, KOTZa OTBETHl CTYACHTOB OIEHHBAIOTCS
CJIeIYIOLIUM 00pa3oM:

- «oTmgHO» — 601ee 80% OTBETOB MpPaBUIIBHEIC;

- «xoportio» — 6onee 65% OTBETOB IPaBUIIHHBIE;

- «YAOBJIETBOPUTENBbHO» — Oonee 50% OTBETOB NMpaBHIIbHEIE.

OOyuarommecsi, KOTOpble TMpPaBHJILHO OTBETHIM MeHee veMm Ha 70%
BOIIPOCOB, JIOJDKHBI B TOCIEAyIOIeM Trepecnars TtecT. [lpm  sToMm
HEO0XOIUMO MPOKOHTPOIUPOBATh, YTOOBI BAPHUAHT TeCTa ObLIT APYTOH;

2) mo cucteMe 3adeT-He3aueT, KOrja Juld 3aueTa MO JaHHOW TUCIMITIINHE
JOCTaTOYHO MPAaBUJIBHO OTBETHUTH Oosiee yeM Ha 70% Bompocos.

Ilonroroska k
UTOTOBOH arTecTanuu
1o yueOHOU
TUCIIUTUTHHE (IK3aMeHy
/ 3ageTy / 3a4ery ¢
OIIEHKOM)

[Ipn moATOTOBKE K WTOTOBOM AaTTEeCTAallMM IO YYeOHOW JUCITUILTHHE
(3k3ameHy / 3a4eTy / 3a4eTy C OLEHKOW) HEOOXOAMMO OPHEHTUPOBATHLCS Ha
KOHCIEKTHI, peKOMEHyeMyIo JuTeparypy u ap. OCHOBHOE B NMOATOTOBKE K
WUTOTOBOW aTTECTAIlMH 1O y4eOHON AWCIUIUINHE — 3TO TOBTOPEHHE BCETO
Marepuana IUCUUIUIMHBL [Ipy mOAroTOBKE K HMTOrOBOM aTTECTAalUU IIO
y4eOHOl JauciMIUImHE oOydYaromuiics Bech 00beM paboTBl  JOJDKECH
pacmpenessiTe paBHOMEPHO MO [HSM, OTBEICHHBIM [UIsl MOATOTOBKH,
KOHTPOJIMPOBAaTh KAXKIbId JCHb BBHINIOJIHEHHE HaMEYEHHOW paboTHL.
IMoaroroBka K UTOrOBOM aTTECTALMU MO YYCOHOMN MUCIMILIMHE BKJIIOYACT B
ce0st TpH ATamna:

— ayIUTOpHAs M CAMOCTOSITENIbHAs paboTa B TCUCHUE CEMECTPA;

— HETMOCPECTBEHHAs MOATOTOBKA B JHM, MPEAIIECTBYIONINE aTTECTaINU

0 TeMaM y4eOHOW TUCIIUITINHEI,

— TMOATOTOBKAa II0 BOIPOCAM K MTOTOBOHM arTecTanmud 1O ydeOHOU

JTUCITUIITIHE.

Jns  ycmemrHONW TOATOTOBKM K HWTOTOBOM aTTeCTalMMl IO y4eOHOM
JTUCIUILTIHE 00YYaroIIrecs TOJKHBI IPUHUMATh BO BHUMAHUE, YTO:

® BCE OCHOBHBIC BOINPOCHl, YyKa3aHHbIE B pabodell mporpamme
JNUCUUIUIMHBL, HYXKHO 3HAaTh, NOHMMATh HUX CMBICI U YMETh €ro
Pa3bICHUTS;

e yKa3aHHbIe B paboueil mporpamme (GopMUpyeMbie KOMIIETCHIIUH B
pe3ynbraTe OCBOCHHS Yy4eOHOH IUCIMIUTUHBI JIOJDKHBI  OBITh
MPOJIEMOHCTPUPOBAHBI CTYICHTOM;

® CEeMUHApPCKHE 3aHATHS CIIOCOOCTBYIOT MOJYyYEHHUIO 0O0Jee BBICOKOTO
YpOBHS 3HAaHUHM M, KakK CIIEACTBUE, 0OOjee BHICOKOMY Oaiuly MpH
WUTOTOBOM aTTECTAIMH M0 YUeOHON AUCIUIUIMHE;

e HAYMHATH TOATOTOBKY K HTOTOBOM aTrTecTallid Mo Yy4eOHOM
JUCHUIUIMHE HEOOXOMMO C IEPBOTO ayJAMTOPHOIO 3aHATHSL.

9. Onucanue MaTepUAIbLHO-TEXHHYECKOWH 0a3bl, HeOOXOAMMON /I OCYIIeCTBJIEHHS
00pa3oBaTeILHOIO NMpolecca No JMCUMILITHHE

Jlnst ocymiecTBIieHHsT 00pa30BaTEIPHOTO TMpoIlecca Mo y4eOHOW MUCHUITHHE HEO0OXO0IUMO
UCIOJIb30BaHUE CIICAYIOIINX MOMEIICHUI U MaTepruaIbHO-TEXHUYECKOTO 00eCTICUeHHUS:
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- ayIUTOpUs IJIsl MPOBEACHUS yUEOHBIX 3aHSTHUN, OCHAIEHHAs yuyeOHOW MeOemnbio: mapThl, U
CTYJIbs AJ1sl oOydaromuxcs, yueoHas 10CKa; CTOJ U CTYJI IpernoaaBarers,

—  TEeXHMYeCKHe cpeacTtBa OOydYeHHs: TMEpPCOHAIbHBIA  KOMIBIOTEP; MYJIbTHUMEIUHHOE
obopynoBanue (IIPOSKTOP, IKPaH WM UHTEPAKTHBHAS JOCKA WJIH IJIa3MCHHAS TIAHEJIh);

— MOMEIIEHUE IS CAMOCTOSITEIILHOW pa0OoThl 00ydYaIONUXCs: CHeIHATU3UPOBaHHAS MeOenb U
KOMITBIOTEpHAs] TEXHHKA C BO3MOXKHOCTHIO MOAKIIOUeHUs: kK cetu «VHTepHeT» U obecneueHueM
JOCTYTIA B 3JIEKTPOHHYIO HH(OPMAIIIOHHO-00pa30BaTEeIbHYIO Cpey Y HUBEPCHTETA.

10. IlepeyeHb HH(POPMALMOHHBIX TEXHOJOIHiH, HCHOJb3yeMbIX IMPH OCYLIeCTBJIEHUH
o0pa3oBaTe/IbHOIO MpoLecca MO AUCHUIUINHE, B TOM 4YHCJIe KOMILUIEKT JIMLIEH3MOHHOIO
NMPOrpaMMHOI0  olecrne4eHHsl, IJIEKTPOHHO-OMOJIMOTEYHbIE CHCTEMbI, COBpPeMEHHbIE
npogeccuoHaIbHbIE 0a3bl JAHHBIX 1 HH(POPMALMOHHBIE CIIPABOYHbIE CHCTEMbI

OOyuaronuecss odecredeHsl T0CTYIIOM K 3JeKTPOHHOM MH(OPMalMOHHO-00pa30BaTeNbHOM cpese
VYHuBepcuTera H3 JIIOOOH TOYKH, B KOTOpOW HUMeeTcss jaoctyn Kk cetu «MHTepHeT», Kak Ha
TEPPUTOPUU OPTaHU3ALMH, TAK U BHE €€.

10.1 JInueH3HMOHHOE TPOTPAMMHOE o0ecrneyeHme:

1. Omnepanvonnas cucrema Microsoft Windows 7 Professional — OEM-nunensun
(TOCTaBIISIFOTCSL B COCTaBE TOTOBOT'O KOMITHIOTEPA);
2. Omneparmonnas cucrema Microsoft Windows 10 — OEM-nunien3uu (1IocTaBlIsSFOTCS B COCTaBe

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

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

4, KommnekcHas cucrema antuBupycHoil 3ammtel ESET NOD32 Antivirus Business Edition —
munensus Ne 3AU-69X-ABK, neiictyer no 13.10.2023r.

10.2. D1eKTPOHHO-0MOINOTEYHbIE CHCTEMbI

1.  DuexrpoHHo-Oubmuoreunas cucrema I[PR  BOOKS (www.iprbookshop.ru). Jlorosop
Ne 9599/22 TI Ha mpenocTaBieHHE AOCTyIa K JIIEKTPOHHO-OMOmHMOTeuHO# cucteme IPR
BOOKS ot 10.10.2022r.

2. Hayunas »onextponHass OubGnuoreka eLIBRARY.RU (www: http//elibrary.ru). Pecypc
JOCTYIIEH BCEM IOJIb30BaTeIeM Tocie perucrpamuu. JInnensnonusiii goropop Ne 350-12/21
or 16.12.21 1.

3. ABromarm3mpoBaHHas HWHQOpManuoHHas OuOmmoreynas cucrema «Merallpo» JloroBop
Ne9/10-2012r.

2. Komrexknus «Jlerengapusie kuurm» IbC FOpaiit (https://biblioonline.ru/catalog/legendary u
https://urait.ru/catalog/legendary) Pecypc mocrynen Bcem 6e3 peructpanun. JJorosop ¢ OO0
«InexTpoHHOe u3aaTeNnbcTBO FOpalT» Ha 0€3BO3ME3THOE HCIOJIb30BAaHUE IMPOU3BEIICHUIM
paznen «Jlerennapasie Kuuru» ot 31.01.2020r.

3. OOpasoBatenpHas 1uaThopma «JIEKTPOHHOE uU3AaTeabCTBO [Opait» https://urait.ru
HoroBop Ne 4996 nHa okxazaHHe yCIOyr MO NPEAOCTAaBICHHMIO JOCTyNa K oOpa3oBaTebHON
maThopme « DIeKTpoHHOoe nu3aaTenbeTBO FOpaitt» ot 11.01.2022r.

4. IInatpopma BKP-BVY3-pasmemieHue, XpaHeHHE MaTepHAIIOB U TOUCK 3aMMCTBOBAHHUS
(http://vkr-vuz.ru ). Jlunensuonusiii Jloroop Ne 8966/22 Ha mpemocTaBieHHs JOCTyNa K
wiar¢popme BKP-BY3 ot 01.02.2022r.

10.3. CoBpemeHnHbIe npo¢ecCHOHATBbHBbIE 023 JaHHbIX:

1. HOpTaJ'I «I/IH(bOpMaI_II/IOHHO-KOMMyHI/IKaI_II/IOHHBIC TCXHOJIOI'MH B 06pa3OBaHI/II/I»I
http://www.ict.edu.ru
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no

Hayunas snexrponnas oudnaunoreka: http://www.elibrary.ru/

Harnwonansnas saexTponnas oudaunoreka http://www.nns.ru/

4, DNEeKTPOHHBIE pecypcesl Poccuiickoit rOCyIapCTBEHHOU OMOIMOTEKN :
http://www.rsl.ru/ru/root3489/all

5. Web of Science Core Collection — nomuremarnueckas pedeparuBHO-OnbIHOrpadudecKkas u
HaykoMTpuueckas (bubmuomerpuyeckas) 6a3za mannsix: http://webofscience.com

6.  IloMHOTEKCTOBBIN apXMB BEAYIIHMX 3aaHBIX HAYYHBIX )KypHAJIOB HA POCCUHCKOM matdopme
HarpionansHoro snektpoHHo-uH(pOopMarmonnoro koncopunyma (HOMKOH): http://neicon.ru

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

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

9.  Dnexrponnas >uHimkIioneaus: http://en.wikipedia.org/wiki/

10. Caiit aMepHKaHCKOM IICMXOJ0OTHUECKOM accoruanuu: https://www.apa.org/

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

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

13. DnekTpoHHBIN HayuHBIH x)ypHaI: https://www.psychologytoday.com

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

15. DnekrpoHHsIi cioBapb Mynbtutpan: Www.multitran.ru

w

10.4. UndopmanmoHHbIe CIPABOYHbIE CHCTEMBbI:

1.  HudopmanmonHo-npaBosas cucrema «Koncynbprant+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 JUCHUIUIMHBI JJd HMHBAJHAOB H JIMI ¢ OrpaHMYCHHBIMH
BO3MOKHOCTHAMMU 3/10POBbA

Jns obecnieueHust o0pa3oBaHUs JIHMI C OTPAHMYCHHBIMH BO3MOXKHOCTSIMHU 3/I0POBBSI IO
JUYHOMY 3asBlIeHMIO oOyuaromierocsi paspaOaThiBaeTCsl aJalTUPOBaHHAas 0OOpa3oBaTesbHas
nporpamMMa, WHIMBHIYaJbHBIA Y4eOHBIH IJIAH C YY4E€TOM OCOOEHHOCTEH MX NCHXO()H3HUECKOTO
pa3BUTHA U COCTOSHHS 300pOBbs. IIpuMeHseTCs WHIUBUIYaNbHBIM TOAXOJ K OCBOCHHIO
JTUCHUIUIMHBIL, UHIMBUIYaJbHbIE 3aJaHMs: pedepaThbl, TUCbMEHHbIE PpaObOThl JIHOO TOJIBKO YCTHBIE
OTBETHl U JTMAJIOTH, MHIMBUAyaJIbHbIE KOHCYJbTAllMU. BO3MOXHO HCHOJIb30BaHUE IUKTO(OHA U
JIPYTUX 3alHChIBAIOLIMX YCTPOMCTB JUIsl BOCIPOM3BEICHMS JIEKIIMOHHOTO ¥ CEMHHApCKOIro
MaTepuana.

B nensix obecrnieuenus: oOyyaromuxcs JUI C OrPAaHUYEHHBIMH BO3MOXKHOCTSMHU 3/10POBbS
O6ubnnoTeka KOMIUIEKTyeT (OHA OCHOBHOW y4eOHOH nuTepaTypod, aJanTUpOBaHHOM K
OTPAaHUYEHUI0 WX 370pPOBbsl, MPEIOCTaBISET BO3MOXKHOCTH YJAJIEHHOTO HCIOJIb30BaHUS
3JIEKTPOHHBIX 00pa30BaTEIbHBIX PECYPCOB, AOCTYI K KOTOpbIM opranun3zoBad B OAHO BO MIICY.
B Oubnmoreke NpOBOAATCS UHAMBHAyaJIbHbIE KOHCYJIbTAallMM JUId JAaHHOM  KaTeropuu
I10JIB30BATENEH, OKA3bIBAETCSI MMOMOILb B PETUCTPALIMM U MCIOJIB30BAHUU CETEBBIX U JIOKAJIBHBIX
JIEKTPOHHBIX 00pa30BaTEIbHBIX PECYPCOB, IPEAOCTABIAIOTCS MeECTa B UUTAIBHOM 3alle,
0o0OpyJOBaHHBIE IpOrpaMMaMH HEBU3YAJIBHOTO JIOCTynma K HH(POpPMALUH, 3KPAHHBIMU
YBEIMUUTEISIMM M TEXHUYECKMMH  CpPEIACTBAMHM  YCHJIEHUS  OCTaTOYHOIO  3PEHMS:
Microsoft Windows 7, Llentp CreLUaIbHBIX BO3MO>KHOCTEH, DOkpaHHas ayma;
Microsoft Windows 7,  LleHTp  chmenuaibHBIX  BO3MOXXKHOCTEH,  ODKpaHHBIA  JUKTOD;
Microsoft Windows 7, LlenTp cnenmanbHBIX BO3MOKHOCTEH, JKpaHHas KJIaBUATypa; SKpaHHas
ayna One Loupe; pedeBoii cunTe3arop «I'omoc».
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12.JInct perucTpanuu u3MeHeHHit

PabGouast mporpamma y4eOHOM IUCHMIUIMHBI OOCYXXKJIEHa M YTBEPKJCHA Ha 3acelaHuu
VYuyenoro cosera ot «30» stuBapst 2023 r. mpoTokosn Ne 5

No Conep:xaHne N3MEHEHUS PexBu3uTh JOKyMEHTa 00 Hata
/o YTBEP)KICHUU U3MEHEHUS BBE/ICHUS
M3MEHEHUS
VT1BepkaeHa  pelieHneM  Y4YeHOro coBeTa  Ha
OCHOBaHUU denepanbHOTO rOCyJapCTBEHHOTO
00pa3oBaTeIbHOTO CTAaHIApTa BBICIIEr0 OOpa30BaHUS [IpoTokon 3acenanus
1. | mo HaIpaBJICHUIO MTOATOTOBKH 38.03.04 YueHoro coBera 01.09.2023
l'ocymapcTBeHHOE ¥ MYHHUIMIIAIBHOE YIpaBJICHHE, ot «30» staBaps 2023 T. R
YTBEP)KJICHHOTO TpUKa3oM MHHHCTEPCTBA HAayKH U npotokoin Ne 5
BEICIIIETO 00pazoBanms Poccuiickoit ®enepanmm ot 13
aBrycta 2020 Ne 1016
2.
3.
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