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1. AHHOTANU{ K JUCHHUILIAHE

Pabouas mporpamMma aucuuIuinHbl «MHOCTpaHHBIN SI3BIK» COCTaBIE€HA B COOTBETCTBHM C
tpeboBanusimu PI'OC BO mno Hampasienuto mnoaroroBku 38.03.01 DkoHomuka (ypoBeHb
OakanaBpuaTa), yTBEpKIEHHOIO IpuKa3oM MuHMCTEpCTBA HayKU U BhICIIEro oOpazoBanus PO ot
12.08. 2020 r. N 954.

Pabouas nporpamMma cofepKUT 00s13aTelIbHbIE A1 U3YUYEeHUs TEMBbI 110 JUcuUIUIMHE «IHOCTpaHHBIN

sa3pIK».  JlUCHUMIUIMHA  HOCUT  KOMMYHHMKATHBHO  HAmpaBiIeHHBIH M MpodeccroHabHO-
OPUEHTUPOBAHHBIN XapakTep, a €ro 3aJadyd OIpPEACNSIOTCS IMOTPEOHOCTIMU CHEIHAIUCTOB
COOTBETCTBYIOIIETO MPOMUIIS B MHOS3BIYHON TPO(HECCUOHATLHOM e TEIIEHOCTH.

MecTo AUCHUNIMHBI B CTPYKTYpe OCHOBHOI HNpo(ecCMOHAIBLHOI 00pa3oBaTebHOM
NPOrpamMMbI

Hacrosimas aucuuiuiiHa BKIIOUYEHa B 4acTh, (POPMHUPYEMYIO YHaCTHUKAMHU 00pa30BaTEeIbHBIX
otHomeHnd, bnoka 1 y4yeOHBIX maHoB 1o HampasieHHio noarotoBku 38.03.01 DxoHomuka
(YypoBeHb OakaiaBpuara).

JucnummmHa u3ydaetcs Ha 1-2 kypeax, B 1, 2 cemectpax i Bcex ¢popMm oOydeHus (3a4er), B 3
cemecTpe popmMa KOHTPOJISE — K3aMEH.

He.]'lb HU3YyYCHUA TUCHUIIJINHBI:

npakTudeckoe (popMHUpOBaHHE S3BIKOBOM KOMIIETEHIIMHM BBITYCKHHKOB, T.€. OOECIIEYCHHE
YPOBHA 3HAaHUU U YMGHHfI, KOTOpI)If/'I IMMO3BOJIUT IIOJIB30BATHCA MHOCTPAHHBIM A3BIKOM B Pa3JIMYHBIX
o0nacTax mpodeCCHOHATBHON JESATeITbHOCTH, HAYYHOH W IMPAKTUYECKOW pabdoTe, B OOIICHUU C
3apyOeKHBIMU TTAPTHEPAMH, JJIs1 CAaMOOOPA30BATEIbHBIX U IPYTHUX LIEJEH.

3amaum:

-opMupOBaHUE y CTYJEHTOB YCTOHYMBBIX HABBIKOB W YMEHHH HMpPOAYKTHBHOIO IUIaHa (TOBOpEHUE,
MMCbMO) M PELENTUBHOIO IUIaHa (YTEHHE, ayJUpOBaHUE) JJIsi OCYLIECTBICHUS MPOdecCHOHATbHON
KOMMYHHKaIUH;

- o0y4yeHHe CO3HATEITbHOMY OTOODPY S3BIKOBBIX CPEICTB JJIsl BEIPAXKEHUSI CBOMX MBICJIEH B Pa3IMUHBIX
CUTYalUsX PEYEeBOro OOLIEHUS B paMKaX U3yUYE€HHBIX IPO(ECCHOHATIBHBIX TEM;

- (opMHpOBaHUE JIEKCHUKO-TPAMMAaTHUYECKUX HABBIKOB IepeBoja MHPOpPMALUU NpodecCHOHATBLHOTO
XapaKkTepa ¢ aHIVIMICKOTrO s13bIKa HA PYCCKHUM M C PYCCKOTO SI3bIKA HA aHTVIMICKHN;

— JalbHEHIIee COBEPIICHCTBOBAHUE JIMYHOCTHBIX KayeCTB CTYJIEHTOB, CBS3aHHBIX C

(¢opMHpOBaHHEM  HABBIKOB  CaMOOOpa3oBaHMs, pACIIMPEHUE  CTPAHOBEIUYECKOTO U
OO0IIEKyIBTYPHOTO KPYro30pa, pOCTOM PO eCCHOHATBbHON KOMITETEHIINH.

B PE3YIbTATC OCBOCHUMA OIl1 CricnuajauTeTa 06yqa101u1/1171051 AOJIKCH OBJIAJACTH CICAYIOLIMMU
pe3yibTaTaMu O6y‘-IeHI/I$I IO JUCLHUIIJINHE:

YK-4 CriocobeH ocymiecTBIATh I€T0BYI0 KOMMYHUKALIMIO B YCTHON M MUCBMEHHOH opMax Ha
rocyaapcTBeHHOM si3bike Poccuiickoit deaepanuu 1 HHOCTpaHHOM(BIX) sI3bIKe(ax)
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2. IlepeyeHb NIIAHUPYEMBIX Pe3y/JIbTATOB 00y4eHHUSs 110 AUCHHUILINHE, COOTHECEHHBIX C
IUIAHMPYEMbIMH Pe3yJIbTATAMH 0CBOCHHUsI 00pa30BaTeIbHON MPOrpaMMbl

[Ipouecc w3ydeHWs JUCHUILUIMHBI HAmpaBlieH Ha  (QOPMUPOBAHHWE KOMIICTCHIIHM,
npeaycmorpeHHsix @I'OC BO mno nanpasnenuto mnoaroroBku 38.03.01 DxoHomuka (ypoOBEHb
OakayiaBpuara).

Kon Pe3ynbpTarsl ocBOCHUS IMepeyeHn NJIAHMPYEMbBIX ®opMmbI

KOMIIETEHIINT OIIOIT pe3yJIbTAaTOB 00y4eHHs 110 o0pa3oBaTeJbHOI

JAMCHHILINHE eI TeJIbHOCTH,

CIoco0CTBYIONIUE
dopmupoBanuio u
Pa3sBUTHIO
KOMIIEeTeHIIHH

YK-4 Cnocoben VK-4.1 3unaer HopMmbl u | Konrakrnas pabora:

OCYILECTBIIATD AETIOBYIO
KOMMYHHKAIIHIO B
YCTHOH ¥ MUCbMEHHOU
¢dhopmax Ha
rOCY/IapCTBEHHOM SI3BIKE
Poccuiickoii ®enepanuu
Y MTHOCTPaHHOM(BIX)
si3bIKe(ax)

MOZCIIN pCUCBOro MOBCACHUS,
COBPCMCHHBIC
KOMMYHHKAaTHBHBIC
TCXHOJIOTUHN IIPUMCHHUTCIbHO

K  KOHKPETHOW  CHUTyalluu
aKaJIeMU4eCcKOro U
poheCCHOHATHFHOTO
B3aUMOJICHCTBHS;

YK-4.2 Ywmeer BECTH
JIeNIOBBIE  TIEPEroBOphl  C
co0IroieHNEM peueBoit
HOPMBI, C YYETOM COLMAJIbHO-
MICUXOJIOTUIECKUX

XapaKTepUCTHK COOECeTHUKA;
apryMEHTUPOBAHHO H3JIaraet
COOCTBEHHYIO TOUKY 3PEHUS;
YK-4.3 Buaageer HaBBIKAMH
YCTHOTO W  TUCHBMEHHOTO
nepesosia TEKCTOB C
WHOCTPAHHOTO  f3bIKa  HAa
roCyAapCTBEHHBIN S3BIK
Poccniickoit @enepannn u ¢
rOCyIapCTBEHHOTO A3bIKa
Poccniickoit ®@epepannu  Ha
WHOCTPAHHBIN SI3bBIK;

YK-4.4 Baaaeer HaBbIKaMU
BEJICHUS JIeTTOBOU
opuIaIBLHON 1
HeOpHUIHATLHON MEePENICKH,

C YU4E€TOM 0COOEHHOCTEH
CTHJIUCTUKH U
COIMOKYJIBTYPHBIX Pa3Inunii
KOPPECMOH/ICHIINY Ha
rOCy/IapCTBCHHOM U
WHOCTPAHHOM(-BIX) SI3BIKAX.

HpaKTI/IIICCKI/Ie 3aHATHA

CaMocTosiTenbHast
pabota




3. O0beM AUCHUIIMHBI (MOIYJIAA) B 3a4eTHBLIX €IUHHIAX ¢ YKa3aHHeM KOJMYecTBa
aKaJleMHYeCKHX 4YAaco0B, BbIJIEJEHHBIX HA KOHTAKTHYI padoTy oOy4arommuxcsi ¢
npenoaaBartesieM (o BUAAM 3aHATHI) U HA CAMOCTOATEJIbHYI0 PpadoTy 00y4arouuxcs

O61ua;1 TPYAOEMKOCTE MOIAYJIA COCTABJIACT 7 3a4eTHBIX CAUHUII.

3.1.00vém oucuunnunvt (Mooynsn) no euoam yueoHvix 3anamuil (6 uacax)

Bcero yacos
O6bEm HCHHILIHHDBI ounas popma | OuHo-3a04Hass | 3aouHasg Gopma
oOydeHus thopma o0y4eHuns
o0OydeHus
OO6mast TpyT0eMKOCTh TUCITUTUINHBI 252
KonrakrHas pabota 00yYaromuxcst C 84 56 28
npenogaBaTeneM (BCero)
AynuropHas pabota (Bcero): 84 56 28
B TOM YHCIIE:
JICKIIUU
CEeMHUHAPBI, IPAKTUICCKHE 3aHSTHS 84 56 28
J1ab0paTopHbIe PadOTHI
Breayaurophnas pabota (Bcero):
CamocTosTenbHas paboTa 00yJaroIuXCst 132 169 215
Bu npomesyTouHOHN aTTecTanum 36(ok3amen) | 27 (3Kx3aMeH) 9 (3x3ameH)
oOyuarorerocs (3a4eTbl, 9K3aMeH )

4. Copepikanue JUCHUIIMHBI, CTPYKTYPHMPOBAHHOE 110 TeMaM (pa3jesaM) ¢ yKa3aHHeM
OTBEJIE€HHOI0 HA HUX KOJMYEeCTBA aKaJeMUYeCKUX YaCOB U BUI0B YUeOHBIX 3aHATHI

4.1. Pazoensl oucyuniaunvl u mpyooemMKoCHb RO 6UOAM YUEOHBIX 3aHAMUIL (6 aKkademuueckux
yacax)

Ounas ¢popmbl 00yyeHH
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yacax) o o 2
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.| Pazmen 1. boiToBas cepa o61eHus.
11 | Tema L1 Introducing yourself and 9 3| 6 Coobmenne
' others in business environment. O TEME.
Tema 1.2 Visiting cafes and restaurants | P ——
1.2 | abroad. Receiving foreign visitors. 10 3 | 7 J—
Tema 1.3 Shopping abroad.
1.3 | Bargaining. 10 4 | 6 [IpeseHTarys.
14 Tema 1.4_ Trgvelling. Intercultural 10 4 6 Joxnarn,
' communication. COO0ITICHUE
9 Paznen 2 YueOHo-mo3HABaTeIbHAS
' chepa ob1eHHs.
21 | Tema 2.1 My university. 9 3| 6 Hlownaz,
coo0IIeHne
99 Tema 2.2 Higher educa_tion in Ru_ssia 10 3 ; ['pynmoBast
' and abroad — comparative analysis. JTUCKYCCHSI
93 Tema 2.3 Extracurricular activities of 10 3 ; Jloknaz,
' students. cool1eHune
3 Paznen 3. CounajibHO-KYJIbTYpPHast
chepa o0meHus.
31 _Tema 3.1 Language as a means of 10 3 7 Hoxnan,
' intercultural communication. coo0IeHue
Tema 3.2. Healthy lifestyle — what does Jokna
3.2 | this notion presuppose? 10 3 7 o
cooO1eHne
Tema 3.3 Common and different
33 features of various cultures in the 10 3 - ['pymnmoBast
' world. JTUCKYCCHSI
34 Tema _3.4. Business etiquette in various 10 4 6 Teer
counties.
3auer + Bomnpocsr
BCET'O 108 36 | 72 3auer
Pasznea 4. Ilpogeccuonanbuas
4 cepa odmenusi. Tema —
MEKIYHApPOIHAS TOProBJis.
I'pynmiosas
4.1 Customs procedures in Russia. 9 3 6 JMCKYCCHs




. : Hoknaz,
4.2 Shipping of goods, packaging. 2| 9 3 6 COOBIIEHNE
. Joxknan,
4.3 Export-import documents. 2| 9 3 6 co00IIeH e
Hoxknan,
4.4 | Areas of free trade. 2| 9 3 6 COOBIIEHNE
45 | Terms of payment in international 21 9 3| 6 I'pynnosas
trade. JTCKYCCHS
I'pynnoBas
4.6 | Terms of international contracts. 2 9 3 6 JCKYCCHSE
I'pynnioBas
4.7 Insurance 2 9 3 6 JCKyCCHs
['pynnoBas
4.8 Dealing with complaints. 2 9 3 6 JCKYCCHSE
3auer 2| + 3auer
BCET'O 72 24 | 48
Paszgea S. Ilpogeccuonanbuas
5 cepa oomenusn. Tema — 3
MEHEe/IKMeHT.
51 Tema 5.1 Telephone negotiations. 3 9 6 3 Mpeserrranus
Business correspondence.
Tema 5.2 Types of companies. ITpesenTarus
52 3 9 6 3 ITepeBon
TEKCTa
3 Tehﬁca 5.3 Attending meetings and sl o 6 . TMeperor
- conferences. TeKCTa
5.4 | Tema 5.4 Planning. Motivating staff. 3| o9 6 | 3 Tecr
JK3aMeH 3| 36 Kommiekr
0nJjieToB
Bcero: 3| 72 24 | 12 36 (hx3aMeH)
Hroro: 252 84 | 132 36 (3x3ameH)
OuHo-320uHasi gpopma 00y4eHHs
Buabi yueoHoii pa6oThl, BKJIIOYAS e -
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£ 06 S8 553
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.| Pa3nen 1. biToBas cepa o01eHUs.

17 | Tema 1.1 Introducing yourself and 9 5 | 7 Coobuienne
' others in business environment. O TeME.
L Tema 1.2 Vis_iti_ng cafes_ and'rgstaurants 10 ) g ) P ——
: abroad. Receiving foreign visitors. JHKTaHT
Tema 1.3 Shopping abroad.
13 Bargaining. 10 3 7 [IpezenTanus.
14 Tema 1.4_ Trgvelling. Intercultural 10 3 7 Jlokman,
' communication. coo0IIeHIE
2 Paznen 2 YueOHO-moO3HABaTEILHAS
' cepa o0meHus.
2.1 | Tema 2.1 My university. 9 2 7 Hoksa,
coo0IIeHne
29 Tema 2.2 Higher educa_tion in Ru_ssia 10 9 8 ['pynmoBast
' and abroad — comparative analysis. JIUCKYCCHS
23 Tema 2.3 Extracurricular activities of 10 9 8 Jloknaz,
' students. COOOIIECHUE
3 Paznen 3. CounajibHO-KYyJIbTYpHAasi
chepa ob61eHHs .
31 Tema 3.1 Language as a means of 10 5 8 Joknar,
' intercultural communication. coo0IeHue
Tema 3.2. Healthy lifestyle — what does Joxna
3.2 | this notion presuppose? 10 2 8 o
COO0IICHIE
Tema 3.3 Common and different
33 features of various cultures in the 10 9 8 ['pymmoBast
' world. JTCKYCCHST
34 Tema _3.4. Business etiquette in various 10 9 8 Teer
counties.
3auer + Bomnpocsl
BCEI'O 108 24 | 84 3auer
Pa3nea 4. IIpodeccuonanbuas
4 cepa o0menus. Tema —
MeEKIyHApPOAHasA TOProBJIs.
I'pynmoBas
41 | customs procedures in Russia. 9 2 7 JCKYCCHsL
42 9 2 | 7 Hloknaz,

Shipping of goods, packaging.

CcOo00IIIeHnE




) Jokman,
4.3 Export-import documents. 2 9 2 7 COOOIIEHNE
Hoxkmnan,
4.4 | Areas of free trade. 2| 9 2|7 COOBIIEHHE
45 | Terms of payment in international 20 9 o | 7 I'pynnosas
trade. JTUCKYCCHS
I'pynnoBas
46 | Terms of international contracts. 219 2 ! JMCKyCCus
I'pynnoBas
4.7 Insurance 2 9 2 ! JIACKYyCCUS
I'pynnioBas
4.8 Dealing with complaints. 2| 9 2|7 JMCKYCCHs
3ayer 2 + 3auer
BCEI'O 12 16 | 56
Paznea 5. IIpodeccuonanbuas
5 cepa o0menus. Tema — 3
MEeHe/I>KMEHT.
51 TeM_a 5.1 Telephone negotiations. 3 9 4 5 Tpesentawus
Business correspondence.
Tema 5.2 Types of companies. [TpesenTarust
5.2 3 9 4 5 ITepeBon
TEKCTa
3 Ten:ca 5.3 Attending meetings and al o . 5 Meperon
. contrerences. TEKCTa
54 | Tema 5.4 Planning. Motivating staff. 3] 9 4 | 5 Tecr
JK3aMeH 3| 27 KommnuiekT
O0nJjiIeToB
Bcero: 3| 72 16 | 29 27(3x3aMeH)
Hroro: 252 56 | 169 27 (3x3aMeH)
st 3a049H0M popmBbI 00yUeHUSE
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.| Pa3nen 1. biToBas cepa o01eHUs.
11 Tema 1.1 Introducing yourself and 5 5 Coobuenne
' others in business environment. O TEME.
L Tema 1.2 Vis_iti_ng cafes_ and restaurants 6 6 ) P ——
: abroad. Receiving foreign visitors. MKTAHT
Tema 1.3 Shopping abroad.
1.3 Bargaining. 7 6 [Ipe3enTamms.
14 Tema 1.4 Travelling. Intercultural 7 6 Joxnarn,
' communication. COO00IIIeHHE
5 Pa3znes 2 YueOHO-TIO3HABATEILHASA
' chepa ob1eHHS.
2.1 | Tema 2.1 My university. 7 6 Hlownar,
coo0IIeHne
99 Tema 2.2 Higher educa_tion in Ru_ssia 7 5 ['pynmoBast
' and abroad — comparative analysis. JTUCKYCCHST
93 Tema 2.3 Extracurricular activities of 5 5 Jloknaz,
' students. coo01eHne
3 Paznen 3. CounajibHO-KYyJIbTYpPHast
cepa o0meHus.
31 _Tema 3.1 Language as a means of 6 5 Hoxnan,
' intercultural communication. CO00IIIeHNE
Tema 3.2. Healthy lifestyle — what does Jokna
3.2 | this notion presuppose? 6 5 o
cooOI1eHne
Tema 3.3 Common and different
33 features of various cultures in the 5 5 ['pymmoBast
' world. JTCKYCCHST
34 Tema _3.4. Business etiquette in various 6 5 Teer
counties.
3auer Bomnpocsl
BCET'O 72 64 3auer
Pasznea 4. Ilpogeccuonanbuas
4 cepa odmenusi. Tema —

MeKAYHApOAHAs TOPrOBJIs.




I'pynmosas
4.1 | customs procedures in Russia. 9 118 JMCKYCCHs
.. ) Hoxkmnan,
4.2 Shipping of goods, packaging. 9 1 8 COOBIIEHHE
) Hoxnan,
4.3 Export-import documents. 9 118 COOOIICHHE
Hoxknan,
44 | Areas of free trade. 9 118 COOBIICHNE
45 | Terms of payment in international 9 1| 8 I'pynnosas
trade. JTCKYCCHS
I'pynnioBas
4.6 | Terms of international contracts. 9 118 JMCKYCCHs
['pynnoBas
4.7 Insurance 9 1 8 JACKYCCHUs
I'pynmosas
4.8 Dealing with complaints. 9 118 JUCKyCens
3auer auer
BCETO 72 8 | 64 (3auer)
Paszgea S. Ilpogeccuonanbuas
5 cepa oomenusn. Tema —
MCHCA/KMECHT.
51 TeM_a 5.1 Telephone negotiations. o5 3 | 2 Tpesentawus
Business correspondence.
5.2 | Tema 5.2 Types of companies. 25 3 | 22 [TpesenTarst
Tema 5.3 Attending meetings and
5.3 | conferences 24 3 |21 Hepeson
' ' TEeKCTa
54 Tema 5.4 Planning. Motivating staff. o5 3 | 2 KonTponbHas
paborta
JK3aMeH 9 KommuekT
OnJj1eToB
Bcero: 108 12 | 87 9 (3x3ameH)
Hroro: 252 28 | 215 9

4.2. Cooepicanue oucuuniunol, CMMpyKmypupoeantoe no pazoenam (memam)

Jlekcuka
BrinosiHeHue 3a1aHUi Ha MOMOJHEHHUE CIIOBAPHOTrO 3araca.

Pa3paboTka muamoroBeIX CHUTyaIHii, MO3BOJISIFONIMX MCIOIB30BaTh CIOBAPHBINA COCTaB TOW WJIM WHOM
TEMBI.
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Pa3zBuTue HaBBHIKOB MOHOJIOTHUYECKOH peud: Mepeaayd KIIIoYeBod MHPOpPMAILMU, YMEHUsI OTBEYATh Ha

ITOCTABJICHHBINA BOIIPOC, a TAKXKE 3a7aBaTh BOIIPOCHI.
I'pammaTtuka

HopmartuBHBIE CBeleHUS O TpaMMAaTHUECKUX SIBICHHUAX PACIOJIOKEHBI C LENbi0 0ojiee MOIHOTO
PACKpBITHS UX CYIIHOCTH C IPEANOYTEHUEM CTPYKTYphl «Hactu peun» u «lIpennoxenue», To €CThb 1o
BO3MO>XHOCTH OTIPAaHUYMTDH SIBJICHUS, OTHOCSIIUECS K CIOBOCOYETAHHIO/ KOJUIOKAIMH, OT SIBJICHUIA,
CBSI3aHHBIX CO CTPYKTYpOHl MHpEUIOKEHHsI KaK TaKOBOTO, C CHCTEMHBIMH CBSI3IMH B COCTaBe
NPEUIOKEHUsS (KOJUIMralys), CO CTATUYHOCTBIO M TUHAMHUKON pa3BEpTHIBAHUS PEYH, CO CIOCOOaMu
BBIJICJICHHS] JAHHOTO YJIEHA IIPEIIOKEHUS KAK CEMAaHTUYECKH ITIABHOTO B MPEUIOKEHUHU, YTO SIBIISETCS

B)KHBIM JIJIS PAKTHKHU MIEPEBO/Ia TEKCTOB MPO(heCCHOHATBLHON OpHUEHTAIUH.
IlepeBon
Brmmonnenue 3aganuii Ha:

a) Pa3BUTHEC YMCHHA U HABBIKOB KaK YCTHOI'O, TdK U IMMCBMCHHOI'O IEPEBOAA C MAaKCUMAJILHO TOYHOU

nepeﬂaqeﬁ COACPIKAaHUSA aHTIOA3BIYHOI'O TCKCTAa CPCACTBAMU POAHOI'O A3bIKA.

6) Pa3BUTHEC HABBIKOB IICPCBOJAA C AHTJIMHACKOTO SI3bIKa Ha py'CCKI/Iﬁ " C pYCCKOI'O A3bIKa Ha AHTJIMACKUH
SA3BIK TCKCTOB IIPCAIIOIaracMoro O6’beMa, COOTHCCCHHBIX C I'paMMaTH4YCCKUMHU MOACIISIMU CpC,Z[Heﬁ nu

BBICILICH CTENEHU TPYAHOCTH.

BoinonHenue ynpaxHeHH ¢ pa30opoM  JIEKCHKO-TPaMMaTHYECKOIO aHajlu3a IMEepeBOAMMBIX

MIPEAJIOKEHU .
BrinonHenue ynpaxxHeHui Ha:

A) 1OCIOBHBIN MEPEBOJ ¢ MAKCUMAJIBHO OJIM3KUM BOCIPOM3BEICHUEM CUHTAKCUYECKOW CTPYKTYphI U

JICKCHYECCKOT'O COCTaBa,

b) nuteparypHblli TIepeBOA C TMepenavyeil CMbpIciIa OPUTMHAIBHOTO TeKcTa B (GopMe MpaBUIBHOU

JUTEPATYpPHOU peur IIPpH NMEPEBOJIE C AHIVIMUCKOTO S3bIKA HA PYCCKUM SA3BIK.

Brmonaenne TPECHUPOBOYHBIX ynpamHeHHﬁ, a Tak)Ke HEeOOJBIINX TEKCTOB JJIs1 pa3sBUTUS HABBIKOB

YCTHOTO U IMCbMEHHOT0 MepeBoia/ pepeprupoBaHUs ¢ PyCCKOT0 Ha aHTIIMHCKUN S3bIK.

1. beiToBas cepa odeHus.

Cooeporcanue npaxmudeckux 3aHAmu
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1.1 Introducing yourself and others in business environment. Word-building (prefixes, suffixes,
conversion). The simple sentence. Statements, questions, imperatives, exclamations. ITepeBox cioB
M CIIOBOCOYETaHHH (MHOFOBHa‘IHBIC CJIOBAa U OMOHUMBI; CHHOHHUMBI 1 aHTOHHMBI, (l)paBCOJ'IOFI/ISMI)I;
3aUMCTBOBAaHUS U HCOJIOTU3MBI, JIOKHBIC APYy3bAa HepeBOI[‘-II/IKa; YCTOIZHHBLIC CJIOBOCO‘-IeTaHI/ISI) C
Y4€TOM KYJIbTYPHBIX U SI3bIKOBBIX peauil.

1.2 Visiting cafes and restaurants abroad. The verb phrase. Verb tenses and aspects. Be, have, do. The
active voice. IlepeBog mnpocTOro MpPEIOKEHHS C TBEPABIM IMOPSIKOM CIIOB; (hOPMaIbHOTO
moyIeaniero “it” um HeompeaeNeHHO-IMYHOIO MECTOMMEHHUS W CJIOBa-3aMECTUTENIs “One” Ha
pycckuii s3bik. [lepeBox riarona. OcOOEHHOCTH MEPEBOAA PYCCKHX TJIAroJIOB B M3BSBUTEIHHOM
naksionenun. Receiving foreign visitors. The simple tense forms. Simple Present, Simple Past,
Simple Future.

1.3 Shopping abroad. Bargaining. Singular or plural, countable and uncountable nouns. Much-many,

little-few, a little- a few. Possessive case. Indefinite pronouns. ITepeBos uacreit peun. [lepeBon nmeHH

CYLLECTBUTENIBHOTO: 0€3 yuera chepbl IPUMEHEHUS]; C YUETOM CPEpbl MPUMEHEHUSI TpaMMaTHUYECKUX

Kateropuil (maaex, poJ, YHUCIO), CPEICTBA, KOMIICHCHUPYIOIIWE OTCYTCTBHE (MM OrpaHUYEHHOE

HaJIM4YHC IIPU nepeBone) TOU WJIM UHOU T paMMaTHHeCKOﬁ KaTeropuu. HepeBoz[ HMMCHHU YUCIIUTCIIBHOI'O

Y MIEpEeBOJI MECTOMMEHHUH.

1.4 Travelling. Intercultural communication. . The Article (the indefinite/definite), The use of articles
with Common Nouns. The Zero-article. TlepeBox apTHKIISA Kak ONPEACTUTENS CYIIECTBHUTEILHOTO;
yCTOfI‘iPIBBIC COUCTaHHA C HCOIPCACICHHBIM APTHUKIICM; YCTOI‘/'I‘{I/IBBIG Co4Y€TaHuA C OIIPCACIICHHBIM
APTUKIICM;, YCTOf/'I‘{I/IBI)IG COUCTaHMs C HYJICBBIM apTUKIICM; CJIIOKHBIC ClIydaun yrIOTpe6JIeHI/I$I APTUKIIA.
2. YueOHO-I03HABaTeIbHAs cepa oOLIeHHSs.

Cooeporcanue npaxmuieckux 3aHAmui
2.1 My university — main departments and faculties. Adjectives and adverbs. Degrees of comparison.
Prepositions. Phrasal verbs and patterns with prepositions. IlepeBo uMeHH MTPHUIAraTeIbHOTO: CTEIIEHU
CpaBHCHHA MMPUJIAraTCIbHbIX; 0COOEHHOCTH NnepeBoOZia CIOKHBIX IMPHUIArarCIbHbIX. HepeBoz[ Hapcyus.
TpynHOCTH epeBoia pyCCKUX HApeUnit Ha aHTTIMMCKUI SI3bIK, 00pa3yroIuX CTENEHH CPAaBHEHUS Ty TEM
3aMCHBI KOpHA CJI0BaA.

2.2 Higher education in Russia and abroad — comparative analysis of Russian, British and American
systems of higher education. The Continuous Tense forms: Present Continuous, Past Continuous, Future
Continuous. Ways of expressing a future action.

2.3 Extracurricular activities of students. Reported speech. Reported statements, questions, commands.
[TepeBon mpemnoxkeHuii co cTpykrypoit “Sequence of Tenses” Ha pycckuit s3bik. [lepeBos mpsiMoit
KOCBEHHOU pcun (HOBeCTBOBaTeJ'IBHLIe MNpEAIOXKECHUSA, BOIIPOCUTCIIBHBIC MTPEAIIOKCHM A, CIICIUAIBHBIC

BOIIPOCHI, pa3aACIIUTCIbHBIC BOIIPOCHI, ITIOBCIIUTCIIBHBIC npe;mo;ermI).
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3. CoumnajibHO-KYJIbTYpPHasi cepa oO1eHus.

Cooepoicanue npaxmuieckux 3aHsamutl

3.1 Language as a means of intercultural communication. The Perfect Tense forms: Present Perfect, Past
Perfect, Future Perfect.

3.2 Common and different features of various cultures in the world. The Perfect Continuous Tense forms,
Present Perfect Continuous, Past Perfect Continuous, Future Perfect Continuous.

3.3 Dealing with complaints. Tense forms in the Passive Voice. IIepeBoj macCHBHBIX KOHCTPYKIIHIA Ha
PYCCKUH SA3BIK.

3.4 Business etiquette in various counties. Modal verbs. Beipaxxenne Mo1aIbHOCTH HHTOHAIMOHHBIMH,

JEKCUYCCKUMU, I'paMMaTHYCCKUMHA CPEACTBAMU A3bIKA

4. IlpodeccnonanbHasn cepa odbmenusi. Tema — MeskIyHApPOAHAS TOPrOBJIS.
Cooepotcanue npaxmudeckux 3aHamutl

4.1 Customs procedures in Russia. Modals. May and can for permission in the present or future.
Could or was/were allowed to — for permission in the past. Ilepemaua MOmaaIBLHOCTH I1O-
AHIJIMKMCKYU B YCTHOW U ITIMCBMEHHOW PEYH.

4.2 Shipping of goods, packaging. Requests.

4.3 Export-import documents. Launching a product into market. May, might, can/could for
possibility.

4.4 Areas of free trade. Can and be able to for ability.

4.5 Terms of payment in international trade. Ought, should, must, have to, need for obligation.

4.6 Terms of international contracts. Must, have to, cannot, will, should for deduction and
assumption.

4.7 Insurance. The use of Subjunctive Mood. IlepeBoa cociarateabHOr0 HaKJIOHCHHS B
CJIOKHOMMOAYMHCHHBIX MPECIJIOKCHUAX C IPUIATOUYHBIMU YCIIOBHBIMU Ha pyCCKI/II\/'I SA3BIK.

4.8 Dealing with complaints. Managing conflict. Conditionals (Types 0,1,2,3). Making a wish.

5. IIpodeccnonannbuasn chepa odouenus. Tema — MeHeTKMEHT.

Cooepoicanue npakmudeckux 3aHamutl

5.1 Telephone negotiations. The Verbals: Forms, Tense/Voice distinctions. He use of the Gerund.
The Infinitive: Forms, Tense/Voice distinctions. The functions of the Infinitive in the sentence.
The Participle. Forms and functions of the participle in the sentence. [TepeBoa HHOUHUTHBHBIX
KOHCTPYKIIUA B (PYHKIUSAX TIOJUICKAIIETO, CKAa3yeMOro, JOMOJIHCHHS, OMpENeTCHUs, IeIu;

MHOUHUTUBHBIX KomIuiekcoB: “Complex Subject”, “Complex Object”, “For-Phrase” Ha pycckuii
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A3BIK. HepeBo;L TCPpYHAUATIBHBIX KOHCprKHI/Iﬁ B Kady€CTBC MMOAJICKAIICTO, AOIIOJIHCHUA,
ompeereHus, 00CTOATEIHLCTBA HA PYCCKHH sA3bIK. [lepeBo1 MpuYacTHBIX 000POTOB Ha PYCCKHI
s3bIK. CIIOCcOOBI TIepeBoAa MPUYACTHS U ACCTIPUYACTHS HAa aHTJIMUCKUN SI3BIK.

5.2 Business correspondence. The Compound Sentence, clauses connected by means of coordinating
conjunctions: and, or, else, but and connective adverbs: otherwise, nevertheless, yet, still,
therefore. TlepeBoa mpocteix mpemaoxenuit. OCOOCHHOCTH TEPEBOJA HAa AHIIMMCKHN SI3BIK
IIPOCTBIX npennomeHHﬁ C IpsAMBIM H 06paTHBIM IOpAAKOM CJIOB; C IIPHUYACTHBIMHU H
ACCIIPUIACTHBIMU 060p0TaMI/I.

5.3 Types of companies. Analysis of the world’s most respected companies Attending meetings and
conferences. The Complex sentence: Subject Clauses, Predicative Clauses, Attributive Clauses,
Object Clauses, Adverbial Clauses, Relative Clauses. IlepeBoa CI0XHOIOIIMHEHHBIX
npemtoskenuit: Subject Clause, Predicative Clause, Object Clause, Attribute Clause, Adverbial
Clauses of Time, Condition, Cause na pycckuii s3biK. [lepeBoj Mpeaioros, CO30B, YaCTHIl HA
AHTIIMUCKUN SI3BIK. OCO6CHHOCTI/I NNepeBoOJia COUYMHUTCIIBHBIX W MNOJYUHHUTCIBbHBIX COKO30B Ha
AHTIINHACKUH A3BIK. HepeBozl CJIOXKHBIX npenno;erHﬁ (CJ'IO)KHOCO‘II/IH@HHLIX u
CJIIOKHOIMOAYMHCHHBIX, CMCIIaHHBIX TI/IHOB) Ha aHIVIMHCKUH SI3BIK

5.4 Planning. Motivating staff. Qualities and skills of a good manager. .Emphasis. The emphatic Do,
Cleft sentences. Double negation: the participle Not before a negative adjective/adverb. ITepeson
npeaIokeHuit ¢ pacuieneHnoi crpykrypoit (Cleft Sentences) na pycckuii s3bik. Pasnuuns B
IIYHKTyalluu B AHTJIMMCKOM U PYCCKOM 3bIKAX IJIsI IMCBMEHHOI'O IIEPEBOJA: 3alldTas (Comma);

TouKa ¢ 3arsToi (semi-colon); xeoerouwne (colon); tupe (dash); neduc (hyphen). Ellipsis.

5.IlepeyeHb y4eOHO-MeTOAUYECKOT0 00eciedeHUsI CAMOCTOSITeIbHOM PadoThl 0 THCHMILJIMHE

CamocrosiTenpHas paboTa CTyJIeHTOB (MHIMBUAYyalbHAas, IPYIIOBas, KOJUICKTHBHAS) SIBISCTCS
Ba)XHOH YacCThbIO B PaAMKax AaHHOro Kypca. CaMocTosiTenbHas paboTa CTyI€HTOB OCYILECTBIIAETCS MO
PYKOBOJCTBOM IIpEIoAaBaressi M MPOTEKaeT B (popMe AETOBOrO B3aMMOJCHCTBUS: CTYIEHT MOIydaeT
HEMOCPEJCTBEHHBIE YKa3aHUs, PEKOMEHJAIMM MpernojaBarens 00 OpraHu3alii CaMOCTOSTEIbHOMN
NeSTeNbHOCTH, a IIpernojiaBaTellb BBINOMHACT (YHKIMIO YIpPaBICHUS Yepe3 Yy4eT, KOHTpPOJb U
KOppeKIMIO OmMNO0YHbIX JedcTBui. ConmepikaHHe CaMOCTOSITENIbHONM pPa0OThl CTYJEHTOB HMEET
nByenuHbli Xapaktep. C OIHOM CTOPOHBI, 3TO COBOKYIHOCTb YYEOHBIX M MPAaKTHUECKUX 3aJaHUM,
KOTOpBIE JIOJKEH BBIMOJIHUTH CTYJIEHT B Ipolecce o0yueHHs - 00BbeKT ero aesrenbHocTH. C apyroi
CTOPOHBI, 3TO CHOCOO JEATENILHOCTH CTYJEHTa IO BBINOJHEHHIO COOTBETCTBYIOLIETO Y4eOHOTO
TEOPETUYECKOr0 WJIM MpakTHUeckoro 3afaHus. (CBoe BHeEIIHEE BbIPAKEHUE COJAEpKaHHE
CaMOCTOSITENIbHOM pabOThl CTYAEHTOB HAaXOJWUT BO BCEX OPraHM3AIMOHHBIX ¢opMax yueOHOU

BHCB.y,Z[PITOpHOﬁ ACATCIIBHOCTH, B XOAC CaAMOCTOATCIIBHOTO BBIIIOJIHCHUA PA3JIMIHBIX 3aJIaHUM.
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OyHKIMOHAIBHOE TPeAHAa3HAYCHUE CAMOCTOATENBHON PaboThl CTYACHTOB B MPOLIECCE MPAKTUYECKUX
3aHATUN MO OBJAJACHUIO CHELUAIbHBIMM 3HAHUSMHU 3aKIHOYAETCS B CAMOCTOATEIBHOM MPOYTEHUH,
MPOCMOTpE, MPOCITYIINBAHWU, HAOIIOACHUM, KOHCIEKTUPOBAHUHU, OCMBICICHHH, 3allOMHHAHUM U
BOCIIPOM3BE/ICHUU ONpeesieHHON uHpopManuu. Llenp U MmiuaHupoBaHUE CaMOCTOSTEIBHONU pPaOOTHI
CTYJICHTY OIIPEIENSAETCS IPENOJaBaATEIIEM.
Cob6cTBEeHHO caMOCTOsITeNIbHAsA paboTa CTYICHTOB BBINOIHSIETCA B YIOOHBIE JIsl CTYJIEHTa Yachl
U TpeJACTaBisieTcs] MpenoAaBarento s npoBepku. [laHHbI Qopmar mpeaycMaTpuBaeT —OOJBIIYIO
CaMOCTOSITENIbHOCTh CTYJICHTOB, OOJIBIIYIO MHANBUAYAIU3AIHIO 3aIaHUH, HAIUYUE KOHCYJIbTAI[HOHHBIX
IIyHKTOB U PAJ IICUXOJOrO-IIearornyecKnX HOBALUM, KacalOIUXCS KaK COACPKATEIbHOM YacTH
3a/IaHMM, TaK U XapakTepa KOHCYJIbTALMM U KOHTPOJIA.
CryneHTtaM npejiaratorcs clieayromue GopMbl CaMOCTOSATEIHHONU PabOThI:
® CcaMOCTOsITeNbHAs JOMAIIHSA paboTa;
® BHEAYJUTOPHOE YTCHHUE;
e camocTosITeNbHas paboTa (MHIMBUIyallbHAS) C HCTIOJIb30BaHNEM VHTEpHET-TeXHOJIOTHil;
® WHIUBUAyaJIbHAs U TPYIIIOBast TBOPUYECKast padoTa;
e BBIIOJIHEHHME 33JaHUM 110 NPONACHHBIM T'PaMMAaTHYECKMM TeMaM C MCIOJb30BaHUEM
CIIPAaBOYHOM JIMTEPATYPBHIL;
e MHUCHMEHHBIN mepeBo MHGopManuu MPOoPECCHOHATBLHOTO XapaKTepa C aHTIHICKOTO
SI3bIKA HA PYCCKUH.
e [IpumepHbIe 3aJaHUA AJI51 CAMOCTOSITEIbHON PadoThl C TEKCTOM M MaTepHAJIAMM 110
Ka)K10#l U3y4yaemMou Teme:
1. O3HakombTechb ¢ MaTepuajiamMH IO Teme (HampuMmep, MarephaloM Yy4deOHUKa WU
JIOTIONTHUTEIBHBIM MAaTE€pPHAlIOM); BBIMHUIIUTE JEKCUKY IO CHEMUANTbHOCTH (WM 1O TeMe);
COCTaBbTE IUIAH COJEPIKAHHUS.
2. BrinonHuTe 3aaHKs B MPOIIECCE YTEHUsI pEKOMEHAYEMOro MaTrepHuaia WM MPOCIyIIUBaHuUs
YCTHOT'O COOOIIIEHUS: - OTBETHTE Ha 3apaHee IOCTABJIEHHBIE BOIPOCHI M0 COJEPKAHUIO; - HAlIUTE
OTBETHI Ha MPOOJIEMHBIE BOMPOCHI; - BEIOEPHUTE MPABUIIBHBIN OTBET U3 psia JaHHBIX; - HCIIPABbTE
HEBEPHOE YTBEPKICHUE.
3. Ilpu pabGoTe Haj TEMOHl BBIOJHUTE CHEAYIOLIUE 3aJaHUA: - TPOYTUTE TEKCT C
KOMMYHHUKAaTUBHOW MeNbl0 (Uisi CcOOOIeHus, paccka3a, JUCKYCCHH), - HAWIUTE B TEKCTE

MH(pOPMAIIHIO M0 YKa3aHHBIM BOIPOCAM.

1.1 Introducing yourself and others in business environment. BueayauropHoe uTeHHEe U

nepeBoj1. PaboTa ¢ 6a30BbIM yueOHUKOM U ciioBapeM. [ToBropenune rpammatuku: Word-building
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(prefixes, suffixes, conversion). The simple sentence. Statements, questions, imperatives,
exclamations.

1.2 Visiting cafes and restaurants abroad. Receiving foreign visitors. PaGora ¢ 6a30BbIM
yueOHUKOM U cioBapeM. [loBropenne rpammatuku:. Verb tenses and aspects. IToaroroBka k
nekcudeckoMmy auktaHTy. [loaroroBka k 3auery . Receiving foreign visitors. IToBropenue
rpammaruku: The simple tense forms. Simple Present, Simple Past, Simple Future.
BueayautopHoe UTeHUE U MEPEBO/I.

1.3 Shopping abroad. Bargaining. Pabora ¢ 6a30BbIM y4eOHMKOM H cioBapeM. IloBTopeHue
rpammatuku: Singular or plural, countable and uncountable nouns. Much-many, little-few, a
little- a few. Possessive case. Indefinite pronouns. Bueay tuTopHOE YTCHUE M ITEPEBO/I.

1.4 Travelling. Intercultural communication. IToBropenue rpammaruku: The Article (the
indefinite/definite), The use of articles with Common Nouns. The Zero-article. Pa6ora ¢
0a30BBIM YUEOHUKOM U clioBapeM. BHeayauTopHOe YTeHne u iepeBo. [1oaroroBka cooOmeHus
o teme. [loaroToBka Kk 3avery.

2.1 My university — main departments and faculties. PaGora ¢ 6a30BbIM y4eOHUKOM U CIIOBAPEM.
IToBropenue rpammaruku: Adjectives and adverbs. Degrees of comparison. Prepositions.
Phrasal verbs and patterns with prepositions. [Toaroroska coo0ienus o Teme. [loarotoska k
3a4€Ty.

2.2 Higher education in Russia and abroad — comparative analysis of Russian, British and
American systems of higher education. Pa6ota ¢ 6a30BbiM yueOHUKOM 1 ciioBapeM. [ToBTOpeHme
rpammatuku: The Continuous Tense forms: Present Continuous, Past Continuous, Future
Continuous. Ways of expressing a future action. BueayauropHoe dYTeHHE H TIEPEBOI.
IToaroroBka K rpymnmnoBOM JUCKYCCHH.

2.3 Extracurricular activities of students. PaGora ¢ 0a30BbIM YYEOHHKOM H CIOBapeM.
IToBropenue rpammatuku: Reported speech. Reported statements, questions, commands.
BueayauropHoe utenue u nepeBoJi. Pabora ¢ 6a3oBsiM yueOHukoM. [Toaroroska coobmenus no
TEMCE. HOI[FOTOBKa K 3a4CTy.

3.1 Language as a means of intercultural communication. Pa6ota ¢ 6a30BbIM yu4eOHHUKOM H
cioBapem. [ToBropenue rpammaruku: The Perfect Tense forms: Present Perfect, Past Perfect,
Future Perfect. BueaynutopHoe utenue u nepeo/i. Padbota ¢ 6a30BbIM yueOHnKOM. [Toaroroska
COO6H_IGHI/I5I II10 TEME. HO,ZLFOTOBKa K 3a4CTy.

3.2 Common and different features of various cultures in the world. Paborta ¢ 06a3oBbIM
yueOHuKOM U cioBapeM. [loBropenue rpammaruku: The Perfect Continuous Tense forms,
Present Perfect Continuous, Past Perfect Continuous, Future Perfect Continuous.

BHCay'IlI/ITOPHOC YTCHHUC U IICPCBOA. IloaroroBka C006IJ_[CHI/I}I 10 TCMC.
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3.3 Dealing with complaints. Pabora ¢ 06a30BbIM y4eOHMKOM U cjoBapeM. [loBTopeHme
rpammaruku: Tense forms in the Passive Voice. IlepeBo/1 macCMBHBIX KOHCTPYKITHI Ha PYCCKHA
s13bIK. BHeayiuTopHoe uteHue u nepeo. [loaroToBka K rpynmnoBoil AUCKYCCHH.

3.4 Business etiquette in various counties. Pabora ¢ 0a30BbIM y4eOHUKOM H CIOBapeM.
[ToBropenue rpammaruku: Modal verbs. BeipakeHre MOJaIbHOCTH HWHTOHAIIMOHHBIMHU,
JIEKCUYECKUMH, TPAMMAaTHYECKUMH CpeicTBaMHu si3bika. [loarotoska k tecty. IloaroroBka K
3a4eTy.

4.1 Customs procedures in Russia. Pabora ¢ 6a30BbIM y4eOHMKOM U ciioBapeM. IloBTopeHwe
rpammatuku: Modals. May and can for permission in the present or future. Could or was/were
allowed to — for permission in the past. Ilepenadya MOJanbHOCTH MO-AHIJIMHCKH B YCTHOM U
MUCbMEHHOM peun. BHeayquropHoe uTenue u nepeBo. [1oaroroBka cooOIIEHUS M0 TeMe.

4.2 Shipping of goods, packaging. Requests. PaGora ¢ 6a30BbIM Y4eOHHMKOM M CIIOBapeM.
BHeayauTopHoe ureHue u nepeBo. [1oAroroBka cooOIIeH s O TEME.

4.3 Export-import documents. Launching a product into market. Pabora ¢ 6a30BbIM y4eOHUKOM
u cioBapem. IToBropenue rpammatuku: May, might, can/could for possibility. Baeaynutoproe
yTeHue U nepeBo. [10AroroBka cooOIIeH s O TEME.

4.4 Areas of free trade. PaGoTa ¢ 6a30BbIM yueOHMKOM U ciioBapeM. [IoBTOpeHHE rpaMMaTHKH:
Can and be able to for ability. IToaroroBka cooOmienust o Teme. BHeayuTopHOE YTEHHE U
HEePEBO/I.

4.5 Terms of payment in international trade. PaGora ¢ 6a30BbIM y4eOHMKOM H CIIOBapeM.
[MoBropenue rpammatuku: Ought, should, must, have to, need for obligation. BueaynutopHoe
yTeHHUE U niepeBo. [1oAroToBKa K rpynoBoOr TUCKYCCUU.

4.6 Terms of international contracts. Pa6ora ¢ 6a30BbIM yueOHUKOM U cioBapeM. [ToBTOpeHHe
rpammaruku: Must, have to, cannot, will, should for deduction and assumption. BueayautopHoe
yTeHHE U niepeBo. [1oAroToBka K rpyninoBoi JUCKYCCHUH.

4.7 Insurance. Pabora ¢ 6a30BbIM yueOHHUKOM U cioBapeM. [loBTopenue rpammaruku: The use
of Subjunctive Mood. TlepeBox cociaraTtenbHOr0 HAKJIOHCHHS B CJIOKHOIOMYMHEHHBIX
NPEIOKEHUSIX C MPUAATOYHBIMUA YCIOBHBIMU Ha PYCCKHU sI3bIK. BHeayauTOpHOE YTEHHE U
nepesoA. [IoaroroBka Kk rpynioBoi JUCKYCCHUH.

4.8 Dealing with complaints. Managing conflict. Pa6oTta ¢ 6a30BbIM y4eOHHUKOM ¥ CIIOBapeM.
[ToBropenne rpammaruku: Conditionals (Types 0,1,2,3). Making a wish. BueaymuropHoe
4yTeHue 1 nepeBo/l. [1oAroroBka K rpynmnoBoi TUCKYCCHU.

5.1 Telephone negotiations. Pabora ¢ 06a30BbIM y4eOHMKOM U cjoBapeM. I[loBTopeHwme
rpammatuku: The Verbals: Forms, Tense/Voice distinctions. He use of the Gerund. The

Infinitive: Forms, Tense/VVoice distinctions. The functions of the Infinitive in the sentence. The
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Participle. Forms and functions of the participle in the sentence. BueayauropHoe yrenue u
nepeBo. [ToaroToBka K J€KCUMYECKOMY TUKTAHTY.
5.2 Business correspondence. Pabora ¢ 0a30BbIM yd4eOHHKOM H ciioBapeM. I[loBTopeHwme
rpammaruku: The Compound Sentence, clauses connected by means of coordinating
conjunctions: and, or, else, but and connective adverbs: otherwise, nevertheless, yet, still,
therefore. Bueayauroproe urenue u rnepeBo. II0AroToBKa K JIEKCHYECKOMY AUKTAHTY.
5.3 Types of companies. Pabora ¢ 6a30BbIM yueOHHKOM H clioBapeM. IIoBTOpeHe rpaMMaTHKH:
Analysis of the world’s most respected companies Attending meetings and conferences. The
Complex sentence: Subject Clauses, Predicative Clauses, Attributive Clauses, Object Clauses,
Adverbial Clauses, Relative Clauses. BueayautopHoe ureHwe u mepeBoji. IloaroroBka
COO6H.I€HI/I}I 10 TEME.
5.4 Planning. Motivating staff. Pabora ¢ 6a30BbIM yucOHHKOM U cioBapeM. IloBTopeHume
rpammaruku: Qualities and skills of a good manager. . Emphasis. The emphatic Do, Cleft
sentences. Double negation: the participle Not before a negative adjective/adverb.
BHeay,I[I/ITOpHOC YTCHHUC U IICPCBOI. HOI[FOTOBKa K 5K3aMCHY.
KOHTpOJ’IL Hazx BHeay,HHTOpHOﬁ CaMOCTOSITEIbHOH pa60T0171 CTYACHTOB OCYLICCTBJIISICTCA
perymsipao (He pexe 2-x pa3 B Mecsal) B ¢GopMe OOmMUX TPYMIOBBIX OOCYXKICHUH U
MHIUBUAYAIbHON O€ceIbl C MPENo1aBaTeIeM.
Pe3ynbpTaTel caMOCTOSITENBHONW TBOPUECKOH pabOThl MOTYT OBITH MpelCTaBieHbl B ¢dopMme

COO6H.I€HI/I$[ HJIM JOKJIaJia 110 TCMEC HJIM MHOI'O ITPOCKTA.

6. DoHJ OLIEHOYHBIX CPE/ICTB ISl MPOBeAeHHs IPOMEKYTOYHOH aTTeCTAIlUN 00yYAOIIUXCS
0 JUCLUILJINHE

6.1. Onucanue mokasarejeid u KPUTEPUEB OUCHUBAHUA KOMHeTeHHHﬁ, OINMUCAHHuEC HIKAJ

OIlCHUBAHUA
Ouenounoe Kparkas IHoka3zaTenn Ixkana u kpuTepun
CpeaCTBO XapaKTEPpUCTUKA OIlCHUBaAHUA OIlCHUBaAHUA
(mokaszarenb npoueaypsl KOMIIeTeHII Ui
OI¢CHUBaAHUA OllCHUBAaHUA
) KOMIIETeHIU i
Tect Tect 3TO cucrema | IlonHora 3HAHUM | «OTIMYHO» - IIPOLEHT IPABHIBHBIX
CTaHIAPTH3UPOBAHHBIX TEOPETHICCKOTO oreeroB 80-100%);
BOIIPOCOB (3agaHuil) | KOHTPOIUPYEMOTO
IIO3BOJIAIOIIUX MartepHaia. «XOopomo» - MHOPOUCHT IMPAaBUJIbHBIX
aBTOMATH3UPOBATh  IIPOILELYPY OTBETOB 65-79,9%;
u3MepeHus ypoBHs 3Hanmii u | KommdecTso
yMCHI/Iﬁ 06y‘laIOIIII/IXCH. Tectsl | IPABUIBHBIX OTBETOB «YHOOBJICTBOPUTCIILHOY - MPOUEHT
MOTYT OBITH Ay/MTOPHBIMH H NpaBUIBHBIX 0TBETOB 50-64,9%;

BHEAYIUTOPHBIMHU. O
MIPOBEIEHUH TECTa, ero (pOpMEI,
a Takke pasgen  (TeMbl)
JUICHMIUIMHBL, BBIHOCHMBIE Ha

«HEYJIOBIIETBOPUTENBHO» - IPOLEHT
MPaBUJIBHBIX OTBETOB MeHee 50%.
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TECTUPOBAHUE,
CBEJICHUS

Npero/iaBareb,
CeMUHAPCKHE 3aHSTHS

IOBOJMT O
o0yJaroImuxcs
BEIYLIUI

Jloknaz Hoxman - npoxaykr | Ilonxora 3HAHUH | «OTJIMYHO» - JOKJIAJ COAEPHKHUT MOIHYIO
CaMOCTOSTENBHOMN paboTHl | TEOPETHIECKOTO MHPOPMALIMIO M0  MPEACTABIAEMON
00yyJaromierocs, KOHTPOJIMPYEMOTO TeMe, OCHOBAHHYIO Ha 00A3aTeIbHBIX
[PEACTABIISIOIIMI €000l | MaTepuana. JINTEPATYPHBIX UCTOYHUKAX u
nyOJIMYHOE  BBICTYIUIEHHE IO COBPEMEHHBIX nyOIUKAIUAX;
NPEICTABICHUIO  TOJYYEHHBIX | YMCHHC cobmoxath BBICTYIUIEHUE COIIPOBOXKIAETCS
pe3yJIbTaToOB pemenus | 3alaHHYIO }opMy | kauecTBEHHBIM  JEMOHCTPAITHOHHBIM
oTIpeieIeHHON y4eOHO- | M3IIOKCHHS. MaTepHaIoM (cmaiin-mpe3eHTanus,
UCCIIEIOBATENBCKOM W pa3IaTOYHbIH Marepuai);
HaydHOH  Templ.  Temaruka | YMEHHE  CO3MABATH | ppicrynajommii  CBOGOAHO — BIAJEET
JIOKIIaZI0B BbIIAETCA Ha mepBoM | COACPIKATEILHYIO Collep)KaHWEM, SCHO M  T'PaMOTHO
3aHATUH, BBIOOD Templ | [PE3CHTALHIO u3araeT Marepuai; CBOOOJHO |
OCyLIeCTBIsIETCS 00yyaromumcs | BPITOJHEHHON KOPPEKTHO OTBEYaeT Ha BONPOCHI U
camocTostTenbHO.  Iloarotoska | PAOOTEI; 3aMeYaHus ayIUTOPHH; TOYHO
OCYILECTBIIAETCA BO YKJIabIBAETCA B paMKu periaamenta (7
BHEayqUTOpHOEe  Bpemsa. Ha CnocobHocTs MHHYT).

MOATOTOBKY ~ jaercs  ojma | axOAUTP,
Heaes. Pe3yHBTaTBI AHaTTM3HPOBATE 1 «Xopomo» - TMpCACTaBJICHHasd TeMa
03BY4YHMBAaIOTCS Ha BTOPOM oGpalartbIBath packpbiTa, OAHAKO JOKJIad COACPXKHUT
IIPaKTUYECKOM 3aHATUH, HHpOpMALTIO B | Henonuyto UH(pOPMAIHIO o
permament — 7 MHH. Ha o0mactu 5 NPEICTABISEMON TeME;, BBICTYIIEHHE
BBICTyIUIEHHE. B oueHuBaHUMn Hpoq)eCCHOHaHBHOH COMIPOBOXAACTCA ACMOHCTPAIMOHHBLIM
pesyIbTaToB HapaBHe ¢ | ACATCIIbHOCTH € | marepuanom (cmaitg-npesenTanys,
nperojaBateseM  IpHHAMaroT | CnOIb3OBAHICM pa3naTo4HsIH MatepHan);
y4acTHe 06yYaroIHecs TPyYIIII. MH(OPMALHOHHO- BBICTYNAIOMIMA  SCHO W IPaMOTHO
KOMMYHHUKAIHOHHBIX | p3jaraer MaTepHa;
TCXHOJIOTHH. ApryMEHTHPOBAaHHO  OTBEYaeT  Ha
BOIPOCHI M 3aME€uYaHus ayIuTOPHH,
OJJHAKO  BBICTYMAIOMIAM  JOIYIIEHBI
HE3HAYUTEILHBIE OIIMOKH B H3JI0KEHHH
Marepuaa U OTBETaX Ha BOMPOCHL
«yIOBJIETBOPUTEILHO» -
BBICTYIIAKOIINH JEMOHCTPUPYET
HOBEPXHOCTHBIE 3HAHMSA 110 BHIOPAHHON
TeMe,  MMEET  3aTpyJHEHHs  C
UCIIOIb30BaHUEM Hay4HO-
MOHSATUUHOTO arnmapara 51
TEPMHUHOIIOTHU  KYpCa; OTCYTCTBYET
COIPOBOJIUTEIBHBIN
JIEMOHCTPALMOHHBIN MaTepuall.
«HEYIOBJIETBOPHUTENLHOY» - JIOKJIAJ HE
HOJrOTOBIIEH 6o uMeeT
CYILECTBEHHbIE npooesl 1o
NpEeICTABIEHHON TEMATUKE, OCHOBAH Ha
HEJ0CTOBEPHOI nHpOpManuy,
BBICTYTIAFOIIUM JIOITYIIEHBI
NpPYHLUIUAIBHBIE ~ OMMOKH  IIPU
U3JI0KEHMU MaTepuala.

[Tepeson IepeBoj TEKCTA — 3TO CPEACTBO | - IpaBunbHocTh | B mepeBoje TekcTa  OLEHMBAETCH

TeKCTa NPOBEPKH coOMoIeHns | mepeBoa TOUYHOCTh W HOJHOTA MEPE/AuH Kak
IpaMMaTUYECKHX, JIEKCHYECKUX OCHOBHOM, TaKk M BTOPOCTENEHHOM
CHHTaKCHYECKHX, €IMHML; unpopmauuu. [lepeBo oleHMBAETCS B
opdorpaduaeckux TIpaBuIl, 100 6asmoB.

COOJIOIEHHST A3BIKOBOM HOPMBI | ~ Cobmonenne
U CTHIA TIIpA TIepeBoje ¢ | TPaMMaTHYECKuXx, [Ipu 5TOM 32 IpaBUIIBHBIN NEPEBO:
MHOCTPAaHHOI'O sI3BIKA Ha | CMHTAaKCHYCCKHX,
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POAHOM, aJIeKBaTHOCTD
MepeBoJia TEKCTa-OpUrHHANIA Ha
POAHOM A3BIK.

opdorpaduuecknx
MIPaBUJI P TIEPEBOIE
c HWHOCTPaHHOTO
sI3bIKa Ha POJIHOM;

- Cobmroenue
SI3BIKOBOM  HOPBI W
CTHJISL TIPH TIEPEBO/IE C
MHOCTPaHHOTO SI3bIKA
Ha pOAHOM;

- AJIeKBaTHOCTD
nepeBojia TEeKCTa-
OpUTHHAJIA HA POJTHON
SI3BIK.

1) nexcudeckux eauHUI Aaetcs oT 0 10
40 OaioB (BepHBIH BEIOOD
SKBUBAJICHTOB CJIOB; IEPEBEACHHI BCE
CIIOBa, KaK HEWTpampHOM, Tak U
TEPMHHOJIOI TYECKON JICKCHKH;
nepelaHbl  BCE peaIMd M UMEHa
COOCTBEHHBIE; MPABUIBHO MEPEBEICHBI
BCE  CBOOOIHBIE M YCJOBHBIC
CIIOBOCOUYETAHNUA);

2) TpaMMaTHYECKHX  COUHHIl U
koHCTpyKuuit — 0 — 40 6ammoB (BepHBIA

MepeBol  BHJIOBPEMEHHBIX  (hopMm
rjarosna,
3aJora W  HAKJIOHEHHS  IJIaroia,

MOJaJIbHBIX TJIar0JIOB, HETHIHBEIX (OpPM
rJaroda W KOHCTPYKIMH C HHMH;
MPaBIJIBHO TEPEAAHO YHCIO M TAACK
CYIIECTBUTENBHBIX;  YYTEHBl  IIPH
nepeBoie CTENECHU CpaBHEHUS
MpWIaraTeIbHBIX U HApPEUIHii);

3) cuHTaKCHYeCKUX KOHCTpyKimid — 0 —
10 GammoB (BepHO BHIOpaHO 3HAYCHHE

CIIOB-  3aMeCTHTENeH;  NepenaHbl
sMbarnyeckue  KOHCTpyKnmu), 4)
CTHITUCTHYCCKH NpaBHJIBHBIH

(amexBatHsbIit) mepeBog — 0 — 10 6amoB.

Illkama  COOTBETCTBUS  KOJHMYECCTBA
HaOpaHHBIX  Oa/yIOB  OIIGHKE IO
MUCbMEHHOMY nepeBoay: 100 6amios —
86 6amioB = «OTiHYHO» 85 GamIoB —
75 6amtoB = «Xopormro» 74 damra — 55
0amioB = «YIOBIETBOPHUTEIBHO» 54
Oaya u MeEHee =
«HeynosnerBopurenpao» Ilokazarenn
nepesiayd  OCHOBHOTO  COJICpPIKaHUS
OIICHUBAIOTCS 10 4-0aJUTbHOH 1IKane: 5
6aynoB (oTuuHO) 4 Ganna (xopoio) 3
O6anna (ynoBIETBOpHUTENIHHO) 2 Oamna
(HEYIOBJIETBOPUTEIIHHO) Oabl
CYMMUDPYIOTCA, U BBIBOJAUTCS Cpe}IHI/Iﬁ
6am.

I'pynmnosas
JUCKYCCHUS

OcyniecTBIsSeTCsl 10  HTOTaM
Kaxaoro noknana. Juckyccus -
OLICHOYHOE CpEICTBO,
MO3BOJIAIOIICC BKJIFOUUTH
oOyuaromuxcd B IIpoIiecc
00CYX/IeHUsI IpeJCTaBICHHON
TCMBI, HpO6J]eMBI U OLICHUTH UX
YMEHHE apryMEHTUPOBAThH
COOCTBEHHYIO TOUKY 3pEHUSI.

ITomHoTa 3HAHWUHN
TEOPETHICCKOTO
KOHTPOJIHPYEMOTO
Marepuana.

CriocoOGHOCTB K
My OTMIHO
KOMMYHHUKAIUU
(memoHCTpaIUsL
HaBBIKOB ITyOJIHMYHOTO
BBICTYIUICHHS u
BEJCHUSA IMCKYCCHH
Ha
npodeccnoHanbHbIC
TEMBEI, BJIaJICHHE
HOpMaMHu
JUTEPaTypPHOTO
SI3BIKA,

«3a4T€Ho» - €CIII 06y‘lalOH.[HI>iCﬂ
JACMOHCTPUPYCT 3HAHUEC MAaTEpHaja IO
pazaeity, OCHOBaAHHBIC HAa 3HAKOMCTBE C

o0s3aTenpHON JUTEPaTypont "
COBPEMECHHBIMU Hy6HI/IKaHI/IﬂMI/I;
AKTHUBHO Y4YaCTBYET B JUCKYCCHUU; JTACT
JIOTUYHEIE, apryMEHTUPOBAaHHbIE

OTBETHI Ha MOCTABJICHHBIC BOITPOCHI.

«HE3a4YTCHO» - OTCYTCTBHC 3HAHMI 110
n3ydyacMoOMy pasaeny; HH3Kas
AKTHBHOCTbH B TUCKYCCHU.
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npodeccrnoHaTbEHOM
TEPMHHOJIOTHEH,
STUKETHOM JICKCUKOM)

NAMOMAaTU4YECKUE
BBIPAXKEHUS,
OLICHOYHYIO  JIEKCHUKY,

€INHULIBI pedeBoro
JTHKETa u
00CITy)KHBaIOIIIHE
CHUTyallii OOILICHUSI B
pamMkax H3y4YaeMbIX
TEM.

KonrponbHnas 1. Kontponprass pabora | IlomHoTa 3HAHUM | «OTJIMYHO» - TPOLEHT IPaBHIbHBIX
paGora 9TO METOJ MPOBEPKH 3HAHHUA M | TEOPETHYECKOTO otBeToB 80-100%;
cOpMUPOBAHHOCTH KOHTPOIIPYEMOTO
KOMIIETEHIIUH 06yqafou_{eroc;{. MaTepuana. «XOopomo» - MPOUCHT IIpaBUJIbHBIX
KoHnTponsHas paboTta 3TO OmHa oTBeToB 65-79,9%;
3 (opM TpPOBEPKH YCBOCHHMS Konuuectso
3HaHPII>lI, MOJTyYEHHUs IIPaBUJILHBIX OTBETOB «YHAOBJIETBOPUTEIIBHO» - TIPOLIEHT
MHpOPMALME O  XapakTepe TIPaBUIBHEIX 0TBeTOB 50-64,9%);
MO3HABATEJILHONW EATENbHOCTH,
YPOBHE CAMOCTOSITENBHOCTH H «HEYJIOBICTBOPUTENIBHO» - 1'([)p0HeHT
AKTHBHOCTH OOYHalONMXCS B MpaBWIbHBIX OTBETOB MeHee 50%.
yaeOHOM mporecce, 00
3((HeKTHUBHOCTH METOIOB, (OpM
" Croco0oB y4aeOHOH
JEATEIBHOCTH.
2. Kontponsrass pabora
MOXET IPOXOAUTh BO BpeMs
ayJIUTOPHOTO 3aHATHS U TOJIKHA
coJiepxKaTh OTBETHI Ha
MOCTaBJICHHBIE BOIPOCHI.
3.
JIlekcuueckuii | DTO CpencTBO MPOBEPKH 3HAHMUA | - 3HAYEHMS HOBBIX | «OTJIHMYHO» - TPOLEHT MPaBUIBHBIX
JUKTaHT JIEKCUKO-TPAMMATHHIECKOTO JeKCHUeCKHX exuHuL, | 0TBeToB 80-100%;
MHHUMYMa B obyactu CBSIBAHHBIX c
rOCyapCTBECHHOIO M eMaTHKOM JaHHoro| «XOPOLIO» - TPOLEHT NPaBUJIBHBIX
MYHHIHUIIAJIBHOTO YIIPABICHUS B 0TBETOB 65-79,9%:
obbeme, Heobxomumom g |OTala u c
paboTsI ¢ HHOA3BIMHBIMH | COOTBETCTBYIOIIMH «yIOBIICTBOPHUTEIBHO» -  TPOLEHT
TEKCTaMH B MpOLECCE | CHTYauHAMH oO01eHus; HPABHIbHBIX OTBETOB 50-64,9%:;
npo¢eCCUOHATBHOM
JIeSITETTbHOCTH. - A3BIKOBOM MaTepua:

«HCYIAOBJICTBOPUTCIBHO» - TIPOLUCHT

MpPaBUJIBHBIX OTBETOB MeHee 50%.

6.2 MeTonnueckune MaTepHuaJibl, onpe/esomue NpoueAypbl OlleHUBAHUS 3HAHUN, YMEHMI,
HABBIKOB U (WJIM) ONBITA JeSITeJIbHOCTH, XapAKTePU3YIOLIUX 3Tanbl GOPpMHPOBaAHUSA

KOMIIETeHIIMH

Hpouez[ypa OLICHMBAHU KOMIETEHIINI O6y‘{aIOH_II/IXC$I OCHOBAHaA Ha CJICAYIOIHNX CTaHAapTax:

1. HCpI/IOI[I/ILIHOCTB IMPOBCACHHUA OLICHKH.
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2. MHOrocTyneH4aTocTh: OIeHKa (KaK ImpernojaBaTeseM, Tak U 00y4yarolUMUCS TPYMIIbI) U
caMoolLIeHKa 00ydaromierocs, 00CykKJIeHUe pe3yIbTaToOB U KOMIUIEKC Mep 0 yCTPaHEHHUIO HEJOCTATKOB.

3. EauHCTBO HMCMONB3yeMON TEXHOJOTUH JUIS BCEX OOYYaIOUIMXCS, BBINOJIHEHHE YCIOBUH
COIIOCTaBUMOCTH PE3yJIbTaTOB OLICHUBAHUS.

4. CobmiofieHre MocCiIe0BaTeIbHOCTH MPOBEICHHS OLICHKH.

Texymas arrectanusi od0yuaromuxcs. Texymas arrecralus o0y4aromuxcs M0 AUCHUILIMHE
«HOCTpaHHBI A3bIK» IPOBOAUTCS B COOTBETCTBUU C JIOKAIbHBIMU HOpMaTuBHbIMU akTaMu OAHO BO
MIICY u siBisiercst 00s13aTe€IbHOM.

Texymias arTecranus 1no JucUUILIMHE «IHOCTpaHHBIHN sI3bIK» MPOBOAMUTCS B opMe orpoca U
KOHTPOJIBHBIX MEPOIPHUATUN MO OLEHUBAHUIO (PAKTUYECKHX PE3YyJbTaTOB OOYYEHHS OOYUAIOLIUXCS
OCYILECTBIIAETCS BEAYIIUM IIPENOJaBATEIIEM.

O0BexkTaMu OLICHUMBAaHMs BBICTYIIAIOT:

— ydyeOHas IUCHMIUIMHA (aKTHBHOCTh HA 3aHATUSAX, CBOCBPEMEHHOCTH BBITOIHEHHS
pasNUYHBIX BHJIOB 3aJaHUM, MOCEIAeMOCTb BCEX BHJOB 3aHATUH IO aTTECTyeMOM
JTUCIUILTNHE);

— CTENIEHb YCBOEHHUS TEOPETUUYECKUX 3HaHWM (aHaIu3 M OLEHKAa AaKTUBHOCTU U
3G GEKTUBHOCTH y4acTHsl B IPAKTUYECKUX 3aHATUAX, JUCKYCCHUSIX, TECTUPOBAHUE U T.1.);

- YPOBEHb OBJaJCHHs MPAKTUYECKUMHU YMEHUSMHU U HaBBIKAMU I10 BCEM BHUAAM y4eOHOMH
paboThl (paboTa Ha MPAKTUYECKHUX 3aHATHUSAX, BBITIOJIHEHUE MTPAKTHYECKUX 33/1aHUH );

- pe3yJIbTaThl CaMOCTOSTENbHON PabOTHI (paboTa Ha CEMUHAPCKUX 3aHATUAX, U3YUCHHE
KHMI U3 CIIMCKA OCHOBHOMW U JIOIIOJIHUTEIBHOM JINTEPATYPHI).

AKTUBHOCTh OOydarollerocs Ha 3aHATHSAX OLCHMBAETCS HA OCHOBE BBIIOJIHEHHBIX

oOyuJaromumcs paboT U 3aJaHuil, IPEAyCMOTPEHHBIX TaHHOW paboyeil MporpaMMoil TUCIUTUIUHEI.

Kpowme Toro, orieHnBanne 00y4aroerocs MpoBOJUTCS Ha TEKYILEM KOHTPOJIE [0 TUCLUILIUHE.
OnennBanue o0ydarolerocss Ha KOHTPOJIbHON HejeNle MPOBOAMUTCS MPENoiaBaTeieM HE3aBUCUMO OT
HAIMYUS WM OTCYTCTBUSA OOydaromierocs (Mo yBaXUTEIbHOW WM HEYBaXXUTEIBbHON IMpHYMHE) Ha
3aHsaTUd. OLIEHKa HOCHT KOMIUIEKCHBIM XapakTep M YUYWUTHIBAeT JOCTHXKEHHS OOydaromierocs Io
OCHOBHBIM KOMITOHEHTaM y4e0HOTO Ipoliecca 3a TeKYIUNi EePUOI.

OI_IGHI/IBaHI/Ie 06yqa10meroc;1 HOCUT KOMILIEKCHBIN XapaKTEep U YUUTBIBACT JOCTUKCHHA
o6yqa}0merocx 11O OCHOBHBIM KOMITIOHCHTaM yqe6H0ro rnpomnecca 3a TeKYH_II/Iﬁ nepuoa € BBICTABJIICHUEM
OIICHOK B BEAOMOCTH.

IIpomexyTouHas arrectanusi odyuyarommuxcs. [Ipomexyrounas arrecranus oOydarolUXCs
o aucuuiuinie « MTHOCTpaHHBIN SI3bIK» MPOBOJIUTCSA B COOTBETCTBUM C JIOKAJIbHBIMU HOPMAaTHUBHBIMHU
aktamu OAHO BO MIICY u sBusercs 00sA3aTelIbHOMI.

[TpomexxyTounass arrectanuss 1o JucuuIuinHe «VHOCTpaHHBIA SA3BIK» MPOBOJIUTCS B
COOTBETCTBHH C Y4eOHBIM IUIAaHOM B 1-3-M ceMecTpax B BHJIE 3ayeTa, SK3aMeHa (171 OYHOH (opMBbI
o0yyeHMs M Ui 3a04HOM (opMbl O0y4eHHs) B MEPHOJ 3a4eTHO-IK3aMEHAIIMOHHOW CecCHM B
COOTBETCTBHUH C I'pa)KOM ITPOBEEHUS 3a4E€TOB, 3K3aMEHOB.

23



OOyuaromiuecs: JOMyCKaTCs K 3a4eTy, 3K3aMEHY 10 TUCLUIUIMHE B CIydae BBHIIOJIHEHUS UMHU
y4eOHOro TJlaHa MO JWCIMIUIMHE: BBIMOJHEHUS BCEX 3a/JaHUl M MEpONPUSATHH, MpeayCMOTPEHHBIX
IIPOrpaMMOM TUCHUIUIMHEL, B TOM YUCIIE U 3a4€THOTO 3aJaHusl.

Ouenka 3HaHMH 00y4aroIEerocs: Ha 3a4eTe, FK3aMEHe ONPeNesIeTCs ero y4eOHbIMU JOCTHXKCHUSAMH B
CEMECTPOBBIN MEPUO] U PE3yIbTaTaMH TEKYILEro KOHTPOJI 3HAaHUM U OTBETOM Ha 3ayeTe, 3K3aMeHe.

3HaHI/I5I, YMCHUA, HaBBIKHM CTYJACHTA Ha 3a4€TC OLCHHMBAIOTCA OLCHKAMM: «3a4YTCHO», «HEC
3a4YTCHO».

3HaHusA YMCHH, HAaBbIKH 06yqa}01ueroc;1 Ha 3K3aMC€HC OLCHHBAKTCA OLNCHKaAMH: «OTJIHYHO,
«XOpouIo», KyaAOBJIETBOPUTECIBHOY, «HCYAOBJICTBOPHUTCIILHOY.

OcHOBOM 117151 OMpe/IeNIeHNs OLEHKU CIY>)KUT YPOBEHb YCBOEHHSI OOydYarolIMMHCS MaTepuaina,
MPEAYCMOTPEHHOTO TaHHOW paboyeil mporpaMMoi.
OK3amen COCTOUT U3 JBYX YaCTEil: MepBas 4acTh MPEANOIAracT UTOTOBYIO MUCbMEHHYIO KOHTPOJIbHYIO
paboTy Mo JEKCUKO-TpaMMaTHYECKOMY MaTepHally Kypca MHOCTPAaHHOTO S3bIKa U MpeABapsAeT YCTHYIO

4acCTb.

|. UreHue, MUCHMEHHBIA MEPEBOJ CO CIOBapeM MPOPECCHOHAIBHO — OPHUEHTHUPOBAHHOTO TEKCTa
oobpemoM 1500-2000 meyaTHBIX 3HAKOB, OOCYXICHUE €T0 COJACPKAHNS HA AHTIHICKOM SI3BIKE.
Il. O3HakoMuUTENFHOE YTEHHE U KOMMEHTHPOBAHUE JIETIOBOTO MTMChMa HA aHTJIMHCKOM SI3BIKE.

1. YcrHOE H3n0XeHne OHHOﬁ N3 U3YUCHHBIX B TCUCHUEC KypCa TCM.
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OuenuBanmne o0yuyawuierocst Ha 3auere / IK3aMeHe

«AHOCTpaHHBIN SA3BIK»

®opma npoMe;kyTouHoM | KpaTkas xapakTepucTHKa Npouesypsl IToxa3zaresn ouenuBanus | lIkaja ¥ KpUTEPUH OLICHHBAHUA

aTTeCTallnu . KOMHeTeHIII/lﬁ
OIICHUBAHHUA KOMIICTCHIINHN

3auer IIpy 1moAroToBKe K 3a4eTy HEOOXOAMMO | * IIPAaBUJIBHOCTb  MCIIOJIb30BaHMA | "3a4TeHO" BBICTABJIACTCA, KaK
OPUEHTUPOBATHCS HA KOHCIEKTHI JIEKIHH, | S36IKOBOTO Marepuaia (T.€. | MUHUMYM, Ipu YCBOCHUU
pabouyro [Iporpammy AUCHHUILINHBL, | COOTBETCTBUE rpaMMAaTUYECKUM, | O0yUJaOIUICIOM OCHOBHOI'O
HOPMATUBHYIO, y4COHYIO U PCKOMCHIYEMYIO | IeKCMYeCKUM W (DOHETHYECKMM | MaTepHaia, B
mureparypy. OCHOBHOE B IIOATOTOBKE K | gopmaM MHOCTPAHHOTO A3BIKA); HU3JIOKEHUM  KOTOPOI'0  JIOIYCKAaroTCs
cAa4de 3a4€Ta - 3TO IOBTOPCHHUC BCCTO | o IOJIHOTa " aJlcKBaTHOCTL | OTHEJIBHBIE HETOYHOCTH, HapyLIECHHE
MaTepuaa JUCIMILTHHEL [IpH HOArOTOBKE K | r1oppmanms COJIEpKaHUs | IMOCIICIOBATEILHOCTH, OTCYTCTBHE

cmadye 3adyera OOy4YalOUIMHCSH BeCh 00BEM
paboThl TOJDKEH pacHpeaessiTh PABHOMEPHO
MO JHSIM, OTBEACHHBIM JJISI MOATOTOBKU K
3a4eTy, KOHTPOJIUPOBAaTh KaXAbIH JEeHb
BHITIOJTHEHWE HaMe4deHHOH pabotel.  Ilo
3aBEpIICHUI0  HM3y4YeHUs  JAMCLUIUIMHBI
cmaercs 3adeT. B mepuoa MOArOTOBKH K
3a4eTy 00y4aroIIMiCs BHOBb 00palaeTcs K
yKe u3ydeHHOMY (TIpOHIEHHOMY) Y4eOHOMY
marepuaiy. lloaroroBka oOyuaromerocs K
3a4eTy BKJIIOYaeT B ce0sS TpU ITama:
camMocTosiTelIbHass paboTa B TEUYCHHUE
CeMECTpa; HEMOCPEACTBEHHAs MMOATOTOBKA B
JIHH, TPEALICCTBYIOUIME 3a4eTy MO TeMaM
Kypca; MOJrOTOBKa K OTBETY Ha 3a/aHus,
colepkammecs B BOIpocax.  3auer
MIPOBOJIUTCS IO BOTIIPOCAM, OXBAaTBIBAIOIIUM
BECh NPOMJICHHBIM MaTtepuan JUCUHUILIAHBI,
BKJIIOYas  BONPOCHI, OTBEIEHHBIE  JUIA
CaMOCTOSITETTFHOTO U3yYEHUSI.

YCJBIIAHHOTO U IPOYUTAHHOTO;

* KOPPEKTHOCTb M  CIIOKHOCTb
MUCbMEHHOTO  BBICKA3bIBaHUS €
TOYKM 3pEHUs COAEpXKaHUs U
YPOBHSI  SI3bIKOBOM  TPYAHOCTH,
COOTBETCTBUE CTWJIKO M KaHPY
IIMCbMEHHOTO BBICKA3bIBAHUS

HCKOTOPBIX CYHICCTBCHHbBIX L[eTaneﬁ,
HMCIOTCH 3aTPYAHCHHUA B BBIITIOJIHCHHUU
MMPAaKTUYICCKUX SaﬂaHHﬁ.

"He 3aureHo" BBICTABISIETCS, €CIIU
oOy4aromuics HE BJaJIcET
3HAYMTEIBPHOM  4YacThl0  MaTepualia,

JIOITyCKaeT NMPUHIUITHAIbHBIE OIINOKH, C
OOJNIBIIMMH 3aTPyIHEHHUSIMHA BBITTOTHSAET
NpakTUYecKue pabdoThl, €CIU OTBET
CBUJIETEJIbCTBYET 00 OTCYTCTBUU 3HAHUH
0 TIPEJMETY.

25




OK3aMeH

IIpu nmoaroroBke K 3K3aMeHy HEOO0XOIUMO
OpPUECHTUPOBATHCS HAa KOHCHEKTHI JICKIHH,
pabouyto IporpaMmy JUCLUIUINHBI,
HOPMAaTUBHYIO, yUeOHYIO U PEKOMEHAYEMYIO
nutepatrypy. OCHOBHOE B MOATOTOBKE K
clade 3K3aMEeHa - 3TO MOBTOPEHHE BCErO
MaTepuajga IUCHUIUIMHBIL, 10 KOTOPOMY
HEOOXomUMO  clIaBaTh  dK3ameH. llpum
MOJTOTOBKE K cnaue JK3aMeHa
oOyJaromuiicst Bech 00beM pabOThI TODKEH
pacmpenensiTb PaBHOMEPHO IO  JHSM,
OTBEZICHHBIM JIJIsl MTOJTOTOBKM K JK3aMeHY,
KOHTPOJIMPOBATh KXK/bI JEHB BHINIOJIHEHHUE
HamedeHHOW pabotel. Ilo 3aBeprieHmro
N3YUCHHA JUCHHUIIMHBI CAACTCA OK3aMCH. B
nepuo MOJIrOTOBKH K dK3aMeHy
oOyJaromuiicss BHOBb OOpaliaercss K yxe
W3y4eHHOMY (IIPOHICHHOMY) y4eOHOMY
marepuaiy. lloaroroBka oOyuaromerocst K
9K3aMEHy BKIIOYaeT B ce0s Tpu dTama:
caMoCTOsiTeTIbHAasE ~ paboTa B TEUCHHE
CeMecTpa; HEMOCPEICTBEHHAS TIOJTOTOBKA B
JTHH, TIPE/IIECTBYIONINE IK3aMEHY 0 TeMaM
Kypca; MOJArOTOBKAa K OTBETY Ha 3aJaHus,
comepxammecss B Omierax 9K3aMeHa.
DK3aMeH  MPOBOJAUTCS 1O  OwWiieram,
OXBaTHIBAIOIIUM BECh PO ICHHBIN
MaTepHaj AUCLUIIIMHBL, BKII0Yasi BOMPOCHI,
OTBEJICHHBIC UL CaMOCTOSITETTLHOTO
U3yUYCHHS.

- CTEMeHb PACKPBITHS COJEPKaHU

MaTepHana,;
- U3JIOKEHUE Marepuana (rpaMOTHOCTb
pedd,  TOYHOCTh  HCIOJIL30BAHUS
TEPMHUHOIOTUH u
CHUMBOJIHKH, JOTUYeCKast
MOCJIEI0BATENLHOCTD U3JI0KEHUS
marepuana;

- 3HAaHUE TEOPUH U3YUYCHHBIX BOIPOCOB,
c(hopMHUPOBAaHHOCTh M YCTOWYHBOCTH
HCTIONB3yEeMBIX pH
OTBETE YMEHUH U HABHIKOB.

- aJIeKBaTHOCTH TIEpEBOJIA

OOyyaromuiicsi MoIy4aeT OUEHKY «OTIHMYHOY»
IIPU CIEIYIOIUX YCIOBUSIX:

O3HaKOMUTENBHOE YTEHHE CO CKOPOCThIO 150
CJIOB B MUHYTY (QHIIMHACKHUH S3BIK).

KonruecTBo He3HAKOMBIX JIJIs 00ydaronuiicsa
CJIOB He IpeBblaeT 2-3 % [0 OTHOILIEHUIO K
00IIeMy KOJTMYECTBY CJIOB;

[IpaBunbHBIHI IMUChMEHHBIN IIEpEBOL
¢parmenrta Tekcta oobemom 400-500 rey. 3H.
CO cIoBapeM TIpuW TIOMCKe (parMeHTa WX
obmero oobsema texkctoB 8000-9000 mey. 3H.

(Bpemst 45 MUHYT);

becema ¢ mnpemomaBaTeieM IO TeMe
CIIELIUAIIBHOCTH 0e3 rpaMMaTHYECKHX

OIITHNOOK;

OO0y4aromuiics MOIydaeT OLUCHKY «XOpOIIO)
IIPU CIEAYIOIUX YCIOBHSIX:

O3HaKOMUTENBHOE YTEHHE CO CKOpOCThIO 130
CJIOB B MUHYTY (aHriuiickuii sa3b1K), 100 ciioB
B MUHYTY ((paHIly3CKUI H HEMEIIKHH S3BIKH );

KonndecTBo HE3HAKOMBIX [UIs 00yuaronuiicsa
CIIOB HE TPEBBIMACT 5 % IO OTHOIICHHIO K
001IeMy KOJHMYECTBY CJIOB;

IluceMeHHBIM  HEpPEBOA C  HEKOTOPBIMU
HETOYHOCTSIMU TeKcTa oobemMoM 400 med. 3H.
CO CIOBapeM INpH MOWCKe (parMeHTa HX
obmrero oosema TekctoB 8000 med. 3H. (Bpemst
45 muHyT);
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becema ¢ npemomaBaTeieM IO TEMe
CHEIUAIBHOCTU C HEKOTOPBIMH
rpaMMAaTHYSCKUMU OIUOKAMU;

OOyyaromuiics TOJTy9JaeT OIICHKY
«YIOBIIETBOPUTENBHO»  TPU  CIEAYIOLINX
YCIIOBUSIX:

O3HaKOMHUTENBHOE YTEHHE CO CKOpocThio 100
CJIOB B MUHYTY (aHITHICKHHN 53bIK), 80 CIIOB B
MUHYTY (HDpaHIy3CKUil 1 HEMEIIKHUH SI3BIKN);
KonruecTBo He3HAKOMBIX JIJIs 00ydaroniuiicsa
cioB He mnpesbimaeT 10 % mo oTHOLIEHHIO K
001IeMy KOJTUYECTBY CJIOB;

IInceMeHHbIit TIepEBO c HaJIMIHUEM
HETOYHOCTEH 1 OmMOOK TekcTa oobemMom 400
MeY. 3H. CO cJIO0BapeM IpH MOUCKe PpparMeHTa
ux obmero oobema TekctoB 8000 med. 3H.
(Bpemst 60 MuHYT);

Becena ¢ mpemomaBarenieM 1O TeMe
CIICIIUATBHOCTH co MHOI'MMH
rpaMMaTHYECCKUMH OIINOKAMHU;

OO6y4arommuiics MOJTy4aeT OLICHKY
«HEYZOBJIETBOPUTEIBHO» TMPH  CIEAYIONINX
YCIIOBUSIX:

O3HaKOMUTENBHOE YTEHHE CO CKOpOCThIO 80
CIIOB B MUHYTY (QHIVIMICKUH S3bIK), MeHee 50
CIOB B MUHYTY ((paHITy3CKHH W HEMEIKHH
SI3BIKH);

KonnuecTBo He3HAKOMBIX /17151 00yUaromicsia
cnoB mpesbimaer 20 % MO OTHOLICHUIO K
001IeMy KOJIHMYECTBY CJIOB;

[TucbMeHHbIN TIEpeBO] ¢ MHOTOUYHCICHHBIMU
omuOKaMH | He 3aBepiieH 3a 60 MUHYT;
Becena ¢ nmpemopaBarenieM 1o TeMe
CIEIMAIBHOCTH HE COCTOUTCS;
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6.3 TunoBble KOHTPOJIbHbIE 32IaHUS U/WJIN HHbIe MaTepHAJIbl, HEOOX0AUMbIEe VISl OLEHKHU
3HAHM, YMeHHIi, HABBIKOB M (MJIH) ONbITA JeSITeIbHOCTH, XaPAKTEPHU3YIIIUX ITANbI
(opMupoBaHus KoMIeTEeHIIUI B IIpolecce OCBOCHUA 00pa30BaTeIbHOI MPOrpaMMbl

6.3.1. TunoBble 3agaHus JIA  NPOBeAEeHUS] TeKYyLIero KOHTPOJIA
o0y4aroumuxcs

HpnMepnble TECTOBBIC 3a/1aHUHA

|. IlepenumuTe NMpeaI0OKeHUs, YIOTPEOUB IJ1aroJ

to be B Present Simple:

Mr. Watson (to be) Marketing Manager.

I(to be) his assistant.

...(to be) you very busy?

She (not to be) our secretary, she (to be) a typist.

1

2

3

4

5. It (to be) a computer programme.

6. We (to be) from the Russian Trade Delegation.
7. Our chief (to be) 39 years old.

8. ...(tobe) you a hotel receptionist?
9. ..(to be) ita new price-list?

10. ...(to be) they your regular customers?

1. Hanummure ciieayonue npeaioxKeHust

BO MHOKE€CTBCHHOM 4YHCJIE:

e That office is old.

e Who is that man?

e Thatis his order.

e  This postman delivers letters.
e Do you know this manager?
e This is an interesting offer.

e This man is a manager.

e That house is old.

e The key is on this table.

e Thisis alovely city.
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I11. OnummTe opric KOMIAHNH, UCTIOJIB3YH TaHHYI0 HHpopMmanuio. CocTaBbTe
npeIJi0KeHus

¢ there is/there are, there is not/ there are not:
Oobpasert: 5 desks Yes

Otset: There are 5 desks in the office.

A mirror No
4 computers Yes
A carpet on the floor No
A printer Yes
6 chairs No
A big window Yes

1V. 3ano/HuTe NPONMYCKH ¢ MOMOIIBLIO SOME, any uju NO:

e Arethere.......... letters for me?

e Sheisreceiving........... visitors at the moment.

e Theroom is empty. Thereis ................ furniture in it.

e [t’s so hot! Would you like.......... juice?

L German firms are going to do business with our company.

e | am very busy. | have.... time to speak to you now.

e We have not got ...orders for these goods today.

e Couldyou give me ............. tea?
e Are they looking through........... price-lists now?
e There are not......... contracts here.

V. ¥Ynorpeoure, rae Hy:kHo, riaroia to have uiu o6opom have got:
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1) I usually... lunch at 2 o’clock.

2) Excuse me, can | .......... a look at your order, please?

3) Our secretary likes to keep fit, so she.......... a swim every day.
4) 1 ...some letters. Would you like to read?

5) Do you...enough experience?

V1. Ynorpe6ure n1aHHble B CKOOKaxX rJarojsl Bo Bpemenu Present Simple mam Present

Continuous:

She (to talk) to him on the phone right now.

We normally (not to hold) our conference in Spain.

Our Sales Manader usually (to deal) with important clients.
The delegation (to stay) at the Hilton until Friday.

... he often (to visit) the plant?

Our manager (not to write) a report at the moment.

This company (to produce) new equipment.

... they (to discuss) the terms of delivery now?

© 0 N o g b~ w0 DR

I always (to check) my e-mail first thing in the morning.

10. We (to develop) a new marketing strategy now.

VII. 3anosnuTte mponycku ciioBamu much, many wau a lot of:
1) How........... machines do you want to buy?

2) I haven’t got........... time, but I’ll try to help you.

3) She meets.............. customers every day.

4) Do you know.............. people in this company?

5) This client always asks ........... questions.
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VIII. 3anoanuTe nponycku, ucnon3ys little/a little, few/ a few:

1. We have.............. customers in New York and we send them orders every month.
2. If you think... you can give me the right answer.

3. I know.............. hotels in this town. All of them are very good.

4. The secretary usually makes........... appointments for Friday.

5. i Russian people speak Japanese.

6. [ am very busy. I have...time to speak to you.

IX. 3apaiiTe Bonmpocsl K cJIeAyIOLIIHM pelIinKaM:
[Mpumep: Yes, Jim is a manager.
Ortser: Is Jim a manager?

Our company has many orders this year.

No, we are not busy now.

I usually send letters by fax.

Yes, she always stays with her chief at the meeting.
Tom knows about it, not Bill.

They are in Italy, not in Spain.

He is a very good manager, not a bad one.

It is easy to do it, not difficult.
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It is the right answer, not a wrong one.

X. 3akoH4YnTE CileayI0le BONPOCUTEIbHbIE NMPeII0KeHUs:

He doesn’t want to discuss this matter with us,............... ?
They are already here,..........ccccee... ?

We are going to discuss the offer right now,.................... ?
It is their new catalogue,................. ?

They are already here,...?
They are discussing the details of the contract, ............... ?

There is a lot of furniture in our office, .....?
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He is sure of it,....?
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9. They never agree with us,...?

10. He has got the necessary papers,..?

XI. l'[epelmmuTe TEKCT, BCTABJAA NOAXOAANIHUE IO CMBICJIY MECTOUMECHUSA

(1, me, my) work for Baker Publication Limited. (It, its) is an old family firm.(We,us, our) start
(our ,us) work at nine. Mr.Baker is (we, us, our) Managing Director. (He, him, his) usually comes
to the office at 10 o’clock. (Him, his, her) secretary Sheila is young but (she, her, hers) already
has qualifications and (her, she, he) speaks several foreign languages. (We, us, our) company
specialises in publishing biographies. Many of (their, them, they) have very interesting foreign

Versions.

(We, us, our) office is in the center of New York. (It, its, his) windows are large and (it, its) is very
light. (Mine, my, me) colleagues and (I, me, my) like (we, us, our) workplace.

XIl. IlucbMeHHO MmePEBEAUTE TECKCT U JaiiTe oTBeThbI Ha BOIIPOCHI:

Mr.Svetlov is the director of TST Systems. The company is very large. They sell chemical
equipment to many companies. Many customers come to TST Systems to discuss business matters
with the managers of the company. They usually discuss prices, terms of payment, shipment and
delivery. Now Mr.Svetlov is speaking on the phone and making an appointment with Italian
businessmen. They are interested in the new model of chemical equipment and want to discuss the
terms of the contract.

The Italian businessmen are going to visit Moscow next month and to have talks with TST
Systems. Mr.Svetlov sent them a contract form yesterday. He wants to show them the new model
of chemical equipment. Together with the Italian businessmen Mr.Svetlov is going to visit the

plant outside Moscow.

1. What goods does TST Systems sell?
2. What is Mr.Svetlov?
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What is he doing now?

What companies does TST Systems do business with?

What matters do customers discuss with the managers of the company?
When are the Italian businessmen going to visit Moscow?

What are the Italian businessmen interested in?

© N o g b~ W

When did Mr.Svetlov send a contract form?

HpnMepnble TEMbI JOKJIAA0B

1. Higher education in Russia and abroad.
2. Stereotypes and stereotyping

3. The UK.

4. The USA.

5. Company structure.

IIpumepHbIe 3aJaHUSA KOHTPOJIbHOI PadoThI

I. PackpoiiTe cko0ku, mocraBuB riaroJ B Present Continuous mim Future Simple:

I (not come) to the plant tomorrow.
I think Tina (go) on business to Italy next week..
... you (have) talks the day after tomorrow?

Maybe, | (stay) at home next Sunday.

1
2
3
4
5. The representatives of Simpson and Co. (not arrive) tonight.
6. Do you think you (sign) the contract next Friday?

7. Who (leave) for London this afternoon?

8.  When you (meet) Mr. Bell?

9. He (not work) today.

10. I am sure their manager (come) to our office tomorrow.

I1. IlocTaBbTe cieAyloMe MpeI0KeH!s] B OTPULIATeIbHYIO U BONPOCUTEJIbHYI0 (DOPMBI:
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1) The Managing Director told us about the change of his plans.
2) My boss phoned me yesterday.

3) We were on a business trip last month.

4) They have just discussed the terms of the contract.

5) The secretary has sent the documents by air mail.

6) In June we will produce two new models.

7) They will accept our offer.

8) The hotel was very expensive.

9) They had a meeting the day before yesterday.

10)  The plane for Moscow left on time.

I11. IlepennmnTe NpeaiokKeHusi, BLIOPAB NPABUJIbHYIO (DOPMY IJ1aroJia:

Yesterday | phoned/ I’ve phoned the bank about my credit.

I work/ have worked here since the end of the last year.

Your taxi has just arrived/ just arrived.

We’re enjoying our trip. We have made/ made a lot of useful contacts.
I’ve seen/ saw Hugh Hopper a few days ago.

We went/ have been to an interesting seminar last week.

During the previous talks they agreed/ have agreed to lower the prices.

Have you looked/ did you look through the latest catalogue yet?
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I’'m afraid Patrizia left/ has left the office an hour ago.

10. I'm afraid Patrizia isn’t here- she left/ has left the office.

1V. CocTraBbTe NPEAJ0KEHUA ¢ MOAAJTBHBIMH IJIaroJJaMu:
Oobpaserr:: you/ to/ write/ a letter/ can/ Mr. Dunn/ now?- Can you write a letter to Mr. Dunn now?

look through/ every/ the secretary/ morning/ must/ the mail.
now/ with/ I/ make/ can’t/ Mr. Green/ an appointment.

they/ the talks/ must/ at 11/ begin.

1.

2

3

4. the room/ I/ leave/ may?

5. show/ our/ can/ Mr. Blake/ you/ quotation?
6

he/ must/ the office/ go/ to/ day/ every?
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7. study/ catalogue/ may!/ this/ 1?
8. send/ mustn’t/ the contract/ you/ today
9. discuss/ I/ now/ can’t/ the matter.

10. invite/ the businessmen/ you/ to/ may/ the conference room.

V. O6pa3yiiTe cpABHUTEJIbHYIO H IPEBOCXOIHYIO CTENEeHH:

1. Or npunararensubix: 0ld, expensive, good, cheap, modern, bad.

2. Or napeuntii: late, carefully, slowly, badly, long, early.

VI. 3amonHuTe mpomycku, ymorpedssisi mecrouMenmsi: somebody, something, anybody,
anything, nobody, nothing, everybody:

She said something but I didn’t understand it.

Is there ... you’d like to clarify?

I’'m afraid there is ... wrong with your order.

Will ... help me with these documents?

... must go to the airport to meet Mr. White.

There is ... interesting for us in this catalogue. Don’t take it.
Would you like ... to drink?

It was rather late, there was ... in the office.
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Have you heard ... about their equipment?

10. ... liked the visit to the plant, it was very interesting.

VII. IlepenuiuuTe npeaio:keHus, ynorpeOus npaBubHble MPeaI0oru:

We are interested ... receiving offers ... British companies.

Their telephone equipment is ... high quality. It meets the requirements ... their customers.
Can I speak ... Mr. Petrov, please? - Yes, I’'m putting you ... .

We agree to accept payment ... collection.

Our machines are ... great demand ... this price.

He was 10 minutes late ... the meeting.
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We can agree ... this discount.
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8. We can’t agree ... the Sellers that their price is attractive.
9. Three months ago Rossimport received an enquiry ... compressors ... their customers.

10. Is it convenient ... you to have talks ... them?

VIII. lIpouture Tekct. [lepeBeaure ad63am Ne 2 nucbMeHHO:

TRAVELLING ON BUSINESS

1. Boris Petrov is an engineer of a Russian foreign-trade organization. He often goes on business
to different European, Asian and African countries. His organization does business with lots of

foreign firms.

2. Last month he was in Great Britain. He went there to sign a contract for the purchase of some
equipment. The talks were very difficult. Petrov and the British businessmen discussed prices,
terms of delivery, terms of shipment and other business matters. The supplier agreed to reduce the

price.

3. During his trip Petrov visited different plants where he saw the equipment in operation. He also
attended a 3-day conference on financial management and met consultants from law firms. Boris

was lucky with the weather. It was warm and it didn’t rain. He was pleased with the trip.

IX. Haiigure B TeKCTe IKBUBAJEHThI JAHHBIX HpeIIHOHCEHHﬁ:

1) Ero kommaHusi TOPTyeT cO MHOTUMH 3apYOCKHBIMU (HPMaMHU.

2) OH e31u1 Ty/1a MOANMUCATh KOHTPAKT Ha MOKYIKY 000pyIOBaHUS.

3) IeTpoB moceTnI1 pa3iuyuHbIe 3aBOIbI, T OH BUET 000PY/I0BAHUE B IKCILTyaTAIHH.
4) Emy moBe3J1o ¢ morofoi.

5) OH BCTPETHIICS C KOHCYJIbTAaHTAMH FOPHIHUECKUX (DUPM.

X. OTBeTbTE HA BOIIPOCHI IO TEKCTY:

Where does Petrov often go on business?

Who was in Great Britain last month?

Did he go there to have talks or for his holiday?

Did Petrov visit different plants?
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e What kind of conference did he attend?

1. Read the text and summarise it.

CORPORATE REPUTATION

Corporate Reputation is a multi-stakeholder concept that is reflected in the perceptions that
stakeholders have of an organization (Smidts et al., 2001). There is much evidence that reputations
with different stakeholder groups interact. In particular, reputation with employees is seen to have
an impact on reputation with customers and communities (Carmeli, 2005). When managing their
Corporate Reputation, organizations should therefore take account of not only their relationships
with stakeholders but also monitor how stakeholders influence each other (Dutton et al., 1994).

A review of existing models of Corporate Reputation reveals a relatively small number of widely
used models, the most prominent of which seem to be variations of Fortune's Most Admired
Companies List (MAC) and the Reputation Quotient (RQ) (Fombrun and Van Riel,
2004; Fombrun, 1996). Also popular but to a lesser extent are models such as the Corporate
Personality Scale (Davieset al., 2003) and the Stakeholder Performance Indicator and
Relationship Improvement Tool (SPIRIT) (MacMillanet al., 2004). These models differ
considerably in terms of their underlying approach, the stakeholder they survey and what they
measure (Mahon, 2002).

For example, the MAC List surveys CEOs and financial analysts about their view of listed
companies in terms of issues such as innovation, financial soundness, use of corporate assets and
social responsibility. The list was developed by the Fortune's editorial panel in discussion with
business leaders and financial analysts and sought to identify characteristics that executives and
financial experts admire in companies. Subsequent analysis of the data revealed that all
components factored on one underlying dimension, which can best be described as a financial
dimension (Fryxell and Wang, 1994).

The RQ, on the other hand, can be applied to obtain data on a company's reputation from the point
of view of the general public, customers, employees, suppliers and investors. Although, in practice,
surveys with the general public and customers have been the main focus of research. The model
measures perceptions of an organization in terms of social expectations of dimensions such as
products and services, vision and leadership, work place environment and social responsibility.
The scale was developed through a literature review of existing reputation models followed by
focus groups conducted in ten different countries. The focus groups asked members of the general
public to answer questions such as 'What is Corporate Reputation? And what aspects make it up?"
The statistical analysis found evidence for two distinct factors: those relating to emotional appeal
and those relating collectively to all the other dimensions.

The Corporate Personality Scale surveys customers and employees in terms of their perceptions
of organization's personality, focusing on dimensions such as agreeableness, machismo,
competence and enterprise. The scale was developed by extending the Aaker branding scale from

the level of brands to that of organizations. This was done by analyzing corporate websites for
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descriptions of corporate character, conducting focus groups in which customers and employees
were asked to describe the characteristics of organizations 'as if they had come to life' and
searching for terms used to describe personality. Items were generated and tested on thousands of
customers and employees. A factor analysis was used to confirm and refine the components in the
scale.

The SPIRIT model can be applied to survey Corporate Reputation from the perspective of many
stakeholder groups of a business including, for example, customers, employees, suppliers,
investors and community groups. SPIRIT measures Corporate Reputation in terms of three areas,
namely, the experience, feelings and intentions of stakeholders towards a business. Experiences of
stakeholders include the way a business informs and listens to stakeholders, the material and non-
material benefits a business provides to stakeholders and outside influences such as experience of
what the media has to say about a business or how a business treats other stakeholder groups.
Feelings refer to the level of trust and positive emotions that stakeholders feel towards a business.
Intentions of stakeholders measure the likelihood that stakeholders will support the business in the
future, for example through stakeholder retention, advocacy and cooperation. The scale was
developed through a literature review of reputation, marketing and psychology literature and
followed by focus groups and interviews. The concepts in the model were modified and refined
and questionnaires were developed to measure aspects in the model. These were distributed to
8,000 stakeholders of different kinds across three different continents. Statistical Techniques, such
as factor analysis and structural equation modeling, confirmed the independence of the measures
and the proposed links between reputation, its causes and consequences.

2. Translate the text from English into Russian in writing.

REGULATION AND CONTROL OF FINANCIAL INSTITUTIONS

There is a central bank for all states in the USA called the Federal Reserve System

(«the Fed») which controls various financial institutions. The government and member banks
jointly own the Fed. All national banks are members of the Fed. Most of the state banks do not
join the system. Member banks have a right to obtain funds by borrowing from their district reserve
banks, to use various services which the system provides, to obtain financial advice and assistance
and to receive a dividend on stock that the district bank owns.

The Fed controls the money supply and prevents the economy from crisis. Its most powerful tool
in controlling the money supply is the reserve requirement. It s the percentage of all deposits that
a bank must keep on hand at the bank or on deposit with the Fed. If the Fed requires bank to keep
20 percent of all funds on deposit, then they can loan out the other 80 percent to individuals and

companies.
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3. Read the text and choose the right form.

The Statue of Liberty

The first view of the city of New York from the sea is the sight that.....(2)....
Hudson Bay....(2)....... with lots of ferry boats with people hurrying to work in the
downtown skyscrapers. Then you pass Liberty Island with the bronze Statue of
Liberty which.....(3)..... to the US by France in 1886 to commemorate the hundred
anniversary of American Independence. The statue is about 50 metres high and
stands on the pedestal of almost the same height. Its torch rises about 60 metres
above the harbour and.....(4).... at night for many miles. A new American
Immigration Museum....(5).... at the base of the statue. The Statue of

Liberty....(6).... often «the grandest lady in the world».

(1) a- can never forget, b- can never be forgotten, c- could never forget
(2) a- crowds, b- are crowded, c- is crowded

(3) a- was presented, b- presented, c- has been presented

(4) a- could see, b- can be seen, can see

(5) a- was opened, b- opened, c- had been opened

(6) a- is being called, b- calls, c- is called

4.Translate into English:

®denepanbHas pe3epBHas CUCTEMa KOHTPOJIUPYET pa3HOOOpa3Hble (PMHAHCOBBIE

YUpEXKACHUs U sABJseTCs «0aHKOM OaHKUPOB». 2. Bece HalmoHanbHble OaHKHU SBISIOTCS YWIEHAMH
®derepalibHON PE3ePBHOM CHCTEMBI BIIQJICIOT €10 COBMECTHO C IMPABUTEIBCTBOM. 3. BaHKH - 4iIeHBI
®enepallbHON pe3epBHON CHCTEMbI BpeMsl OT BPEMEHM O€pyT CCyAbl B MECTHBIX PE3EPBHBIX
Oankax. 4. @enepanbHas pe3epBHas CUCTEMa IPeNOCTaBIseT (PUHAHCOBYIO MOJAEPKKY U
KOHCYJIbTUPYET CBOMX WIEHOB. 5. banku-unensl denepanbHON pe3epBHON CUCTEMbI MOTYYarOT
TUBHUICHABI Ha KamuTaj, KOTOPBIM BIAJICIOT pe3epBHBIC OaHku. 6. denepanbHas pesepBHAs
CHUCTEMa KOHTPOJIUPYET MOCTYIJICHHE JEHEKHBIX CpelicTB. /. CaMoe CHIIbHOE OPYKHUE CUCTEMBI -
JIOTIOJTHUTEIIbHBIE pe3epBHBbIE oOsi3arenbeTBa 8. Ecnm Gank gepxkut Ha pykax 30 HpoOIEHTOB
(OHI0B, OH MOKET AaBaTh ccyny U3 octanbHbIX 70 mporeHTos. °. Korna dexepanpHas pesepBHas
crcTeMa MOKyIaeT MPaBUTEIbCTBEHHBIE IIEHHBIE OyMard, MoCTyIuIeHue eHer yBenuunBaetcs. 10.

Cucrema HCNONB3yeT 3TU METOJbI JJIsi «TOHKOM HacTpoilkm» skoHoMmHKH. 11. denepanbHas
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pe3epBHas cHUcTeMa TakKe YCTAaHABIMBAET NPEJENIbHbIE YPOBHU KPEIUTOBAaHUS, IOKYIOK
KanuTana U IeHHeIX Oymar. 12, Ona takke nepenaer 4ekd u3 0aHKa, r7ie OHU OBbLIM YYTCHBI, B
0aHk, rae onu ObuIH BeIMUcaHbl. 13. CucreMa cTpaxyeT BKJIaAbl Ha ciydail 0aHKpOTCTBa OaHKa.

14. Ona JacT KIIMECHTaM CBCACHUA O COCTOAHHUHU 0aHKa M ero HAJIMYHOI'O KamuTaia.

5. Discuss these questions:

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

e Act as banker to the government

e Act as banker to the commercial banks

e Supervise the banking system

e Print and issue banknotes

¢ Maintain financial stability

e Conduct foreign exchange operations

¢ Hold and manage foreign exchange reserves.

6.3.2 TunoBble 3aJaHusl [Jisl NPOBedeHHUs NPOMEKYTOYHOWH AaTTeCcTALUH
00y4yarIMXcs

Tunosbie BONPOCHI K 3a4€Ty

1. My family.

2. My working day.

3. My university and studies.

4. My friend.

5. Travelling. Ways of travelling.

6. Higher education in Russia and abroad.
7. Students’ life in Russia.

8. The UK.
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9. The USA.

10. Telephoning.

11. Companies

12. Company meetings and decisions.
13. Finance and the company.

14. Appointments, introductions

15. CVs and interviews

16. Managing people.

Tunosbie BONPOCHI K IK3aMEeHY

—

. [lomutnaeckas cucrema Poccniickoit ®enepanuun
. @enepanbHoe CobpaHue
. BbIOOpBI B rocy1apCcTBEHHbIE U MYHUILMIIAIbHbBIE OPTaHbl BIACTH.

. Oprassl rocy1apcTBEHHOTO U MyHHIUIIANbHOrO ynpasineHus B CIIA.

2
3
4
5. JlenoBoe obmieHue 1o tenedony.
6. YcTpoiicTBoO Ha paboty

7. Benenue neperoBopos

8

. Hanncanue nenoBeIX nuceM

IIpumepHBIe TEKCTHI 1JIs1 IEPEBO/ia U NepecKasa

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.
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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 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
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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.

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
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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
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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.

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 URLs, 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
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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.”1

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 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
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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
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
»2

and non-financial.

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

By Richard Goold, Executive Director at Moorhouse
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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.
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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 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
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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 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.

7.11lepeyeHb OCHOBHOI1 U 10NOJHUTEIbHON y4eOHOM JIUTepaTypbl, HeOOX0AMMOMH 1JIs1 0OCBOCHHA
AU CHUILTHHBI

a) OcHoBHas1 yueOHasi JinTeparypa:
1. [lInsxoBa, B. A. AHTTIUHCKHN SI3BIK JIJIS1 9KOHOMUCTOB : Y4eOHUK Jy1s OakaiaBpoB / B. A. I1lnsixona,

O. H. I'epacuna, 0. A. T'epacuna. — M. : Jlamkos u K, 2018. — 296 ¢. — ISBN 978-5-394-02222-7.
— Texct : anektpoHHbId // DnekrpoHHo-O6ubmmnorTeunas cucrema [IPR BOOKS : [caiiT]. — URL:

http://www.iprbookshop.ru/85209.html

2. Aurnmiickuii si3pIK B cdepe ¢unancoB = English in the Financial Sphere : yue6HO-MeTonndyeckoe
nocobue Mo o00ydeHHI0 NTPO(PEeCcCCHOHATLHO-OPUEHTUPOBAHHOMY HWHOCTPAHHOMY SI3BIKY B cdepe
¢buHAHCOB (U1 CTYJIEHTOB SKOHOMHUecKoro (akynbrera) / cocraButenu C. A. CepruHa. — OMCK :
Owmckuii rocynapctBeHHbll yHuBepcuteT uM. @.M. JloctoeBckoro, 2015. — 194 ¢. — ISBN 978-5-
7779-1862-8. — Tekcr : aneKTpOHHBIH // DnekTpoHHO-O0nbmmoTteunas cuctema [IPR BOOKS : [caii].

— URL: http://www.iprbookshop.ru/59584.html

0) JonosHuTtebHasi yueOHasi JJuTeparypa:

1. Pazymogckas, B. A. [IpodeccrnoHanbHO OpHeHTHPOBAaHHAs KOMMYHMKAIMsl HA aHTJIMHACKOM SI3bIKE
s 9KoHOMHUCTOB = Professionally-oriented Communication in English for Economists : yueonoe
nocobue / B. A. Pazymosckas, H. B. Kinumosuy, 0. E. BanbkoBa. — Kpachosipck : Cubupckuii

¢benepanbublit yHuBepeutet, 2018, — 212 ¢. — ISBN 978-5-7638-3879-4. — TekcT : 31eKTpOHHBIH //
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http://www.iprbookshop.ru/84101.html

2. AmmbGekoBa, A. 3. Y4ueOHO-METOAMYECKOE TOCOOUE IO aHTTUHCKOMY SI3BIKY IS CAMOCTOSATEIHHON
paboThl cTyneHToB | Kypca ypOBHS HES3BIKOBBIX CIEIUAIBHOCTEH : METOAMYECKOoe mocobue s
caMOCTOATENbHOM paboThl cTyAeHTOB I kypca/ A. 3. AimbekoBa. — Actana : Kazaxckuii rymaHuTapHO-
opunndyeckuid  yausepcurer, 2016. — 50 ¢. — ISBN 2227-8397. — TekcT : aneKTpoHHBIN //
DNEeKTPOHHO-ONOIMOTeYHAs cucTema IPR BOOKS : [caiiT]. — URL:

http://www.iprbookshop.ru/49574.htm

3. lIpo3nosa, T. FO. English Grammar. Reference and Practice : yae6uoe mocodue / T. FO. JIpo3nosa,
A. W. bepecrona, B. I'. MaunoBa. — 11-e¢ uzn. — CII6. : AaTtonorus, 2018. — 464 ¢. — ISBN 978-5-
9909598-9-7. — Tekcr : anekTpoHHbIH // DnekTpoHHO-0MOmoTeuHas cucrema IPR BOOKS : [caiiT].

— URL: http://www.iprbookshop.ru/86215.html

4. llumanosckas, JI. A. AHrIMickuil s3bIK JUIS CTYJIEHTOB HampasieHuil noxaroroBku 38.03.01
«Oxonomuka» u 38.03.02 «MenemKkMeHT» : yueOHO-MeToandeckoe nmocodue / JI. A. IllmmanoBckas. —
Kazans : Kazanckuii HallmoHaNbHBIN HCCIEI0BATEIbCKUI TEXHOIOTHYECKHI yHUBepcuteT, 2016. — 88
c. — ISBN 978-5-7882-1988-2. — TekcT : 27eKTpOHHBII // DNeKTpoHHO-0nbnnoTreyHas cuctema [PR
BOOKS : [caiit]. — URL: http://www.iprbookshop.ru/79267.htmi

8. Meroguueckue ykazaHus JAJs 00y4aroLUXCs M0 OCBOEHUIO TUCIHUTLIUHBI

Bun gesrensHocTu MeTtoaudeckue yka3aHus 0 OpraHU3aliu JesITeIbHOCTH
obyuarormerocs
[TpakTrueckue 3ansaTus (paboTa ¢ [Ipn moarotoBke K paboTe C TEKCTOM MPOYUTATh TEKCT
TEKCTOM, BBIIIOJTHCHHUEC BCJIYX W NCPEBECTHU, MOJIB3YACH CIOBAPEM; OBITH TOTOBBIM
rpaMMaTHYECKUX/TEKCUUECKUX MOHUMATh OOJBIINE CIOXKHBIE B S3bIKOBOM OTHOIICHHH
3a/laHui, yqactue B 00CyXJIeHUH, XYJI0’)K€CTBEHHBIE, pohecCUOHATBEHO
COCTaBJICHHUE JTUAJIOTa, COOOIICHNE IO | OPHEHTUPOBAHHBIE TEKCTBI, CTAaThU M COOOIICHHUS II0
TeMe) COBpEMEHHOW  mpobremMaTuke TpU  HEOOXOJUMOCTHU

MOJB3YysCh  CJIOBapeM. bBbBITb  TOTOBBIM  TNOHHUMAaTh
pa3BepHYThIE COOOIEHHUSI TMPENnoiaBaTeNsi, CBS3aHHBIE C

ObITOBOM, ydeOHOM, a Takxke npodeccuoHanbHO-
OpUEHTHPOBAaHHOW TeMaTukol. Ecnmum 3amanmem Oblia
MIOATOTOBKA JIOKJIaja, JIiasnora,

AUCKYCCHU, HCO6XOI[I/IMO 3allOMHHUTb TCKCT  CBOCTO
BBICTYIINICHHSA, C TEM YTOOKI HE YUTATh €ro, a paCCKa3nIBaThb.
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JlexcuyecKkU TUKTaHT

HpI/I MNOATOTOBKC K HAIIMCAHWIO JUKTAHTAa TMOBTOPUTH
JICKCHYECKUH M TrpaMMaTHYECKUH Marepuai, MpaBuia
CIIOBOOOPA30BaHMUS, CTPYKTYPY MPEIOKCHHUS

['pynnoBas quckyccus

I'pynmoBass ~ OUCKycCHUsL - 3TO CPEICTBO, KOTOpPOE
MO3BOJISIET ONPEACTUTh YPOBEHb C(HOPMUPOBAHHOCTH
npoeCCHOHATIBHBIX ~ KOMIIETEHUUH B YCIIOBHSAX

MaKCHUMaJbHO MPHOIMKEHHBIX K NPOo(hecCHOHAIbHON
cpeze.

s [IPOBEICHUS IpyIIIOBOX JUCKYCCUH
IpernojaBaTesb, BEIyIIMH IPAKTUYECKUE  3aHATHS,
npejuiaraeT HauOojiee aKTyallbHYyl0 TEeMy W3 pealbHOU
OO0I11€CTBEHHO-TIOJIUTUYECKOM OOCTAaHOBKM, U CTaBST
nepea ayAuTOpUEH MpoOIeMHBIE aCHEeKThl, Ha KOTOpHIC
oOyyJaronuiicss JOJDKeH OOpaTuTh 0Cc000€ BHUMAaHHUE,
chopMHpOBATH CBOIO NMPABOBYIO MO3UIIMIO, 000CHOBATH €€
U TIOJTrOTOBUTCS K y4yacTHIO B JucKyccuu. IIpoBenenue
TPYNIOBOM  AMCKYCCHM  NpEANoiaraeT  yBHJIETb
c(OPMHUPOBAHHOCT Y 00YYarOLIErocsi COOTBETCTBYIOIIUX
KOMIIETEHIIMA, B TOM YHCIIE YMEHHUE CTaBUTH NpoOiIeMy,
000CHOBBIBATh ITyTH €€ BO3MOXKHOT'O Pa3peIIeHUs, yMEHUE
BECTH IMBIJIN30BAHHBINA THAJIOT, OTCTAaUBATh CBOIO TOYKY
3peHMs, AapryMEHTUPOBAaHO OTBEYaThb Ha IIPABOBBIE
MO3HIIMU MHBIX YYaCTHUKOB IPYNIOBOM THCKYCCHH.

IlepeBon TekcTa

IIpu mepeBoie peKOMEHIyeTCs ciexyromas IOCIeA0BaTeIbHOCTD
pabOoThI HAJ TEKCTOM:

1. Obparute ocoboe BHHMaHHE Ha 3aroyioBoK TekcTa. IIpounraiire
BECh TEKCT JI0 KOHIIA ¥ TIOCTapaiTech MOHSITH €ro o01Iee coiepKaHue.
2. Ilpuctynure k nepeBoy npeaioxeHuid. [IpounTtaiite npeanoxxenue
W OmpelenuTe, MPOCTOe OHO WM ciokHoe. Ecim mpemnoxeHue
CIIOKHOE,  pa3depuTe €ro Ha  OTACNBHBIC  IIPEIUIOKCHUS
(CTIOXKHOTIOJUMHEHHOE  —  Ha  TJIAaBHOE M TNPHIATOYHOE,
CJIOKHOCOYMHEHHOE — Ha NpocThie). Haliaure 000pOoTHI ¢ HEMMIHBIMA
(opmamu riarosia.

3. B mpocTtoMm mpeio’keHHH HaiiinTe cHadana ckazyemoe (Ipymiry
CKa3yeMoro) Mo JIM4YHOH (opme riiarosia, o ckazyeMoMy ONpeenTe
nojuiexaniee (TPyIIy MOJUIEXKAIIET0) U JOTOJIHEHHE (TPpyImy
JIOTIOJTHEHHUS ).

4. Onupasce Ha 3HAKOMBIE CIIOBa, NMPHUCTYNUTE K IEPEBOAY B TAaKOM
MOpsiAKe: TpyMIa TOA- JIeXallero, Tpymma cKa3yeMoro, TpyImna
JIOTIOJTHEHHMS1, OOCTOSITENBCTBA.

5. Belienure HE3HAKOMBIE CIIOBA M ONPEJEIUTE, KAKOW YacThIO peUH
oHH sBIArOTCA. OOpamaiite BHUMaHHe Ha CY(QQUKCH U MPeUKCHI
9THX cyoB. sl onpeneneHus X 3HaYeHUsS] NPUMEHSITE S3BIKOBYIO
JIOTaJIKy, HO MpoBepsiiTe cedst ¢ momomipio ciosapst. [Ipounraiite Bce
3HAUCHMsl CJIOBa, IPUBEJCHHBIC B CIOBApPHOW cTaThe, M BHIOEpHUTE
HaubOonee moxaxoxsuiee. [Ipu paboTe co cloBapeM HCHONB3YyHTE
HMEIOIHeCs] B HEM NPWIOKEHHUs. 6. BeImuimre He3HAKOMBIE CIIOBa,
MepeBeIUTe UX HAYEPHO (JOCIOBHO).

7. Ilpucrynure K nepeBosy TEKCTA.

8. IIpoBepbTe COOTBETCTBHE KAXKI0M (hpa3bl MEpeBOIa OPUTHHAITY.

9. Ortpenaktupyiite mnepeBoa. OcBoOOAUTE TEKCT IEpeBOJa OT
HECBOWCTBEHHBIX PYCCKOMY SI3bIKY BBIPQKEHHH M 000POTOB.

10. TTepenumuTe roTOBBII NEPEBO.

Tect

[Ipn MTOATOTOBKE K BBIITOJIHEHUIO TecTa
(IpOMEXXYTOYHOTO/UTOTOBOT0)  HEOOXOAWMO TOBTOPHUTH
W3YYEHHBI TpaMMaTH4YECKUHA M JIEKCHYECKHI Marepuan,
CTPAaHOBEIUECKHE TEMbl, VyKa3zaHUs 10 0o(OpMICHHUIO
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ACJIIOBBIX AOKYMCHTOB.

Jlokmaz, cooOmenne

[MTouck nuTepatypsl u coctaBieHre Oubanorpaduu, UCIOIb30BaHUE
oT 3 10 5 HayuHBIX padoT, WU3JIOKEHHWE MHEHUsSI aBTOPOB M CBOETO
CYXJIEHHS 1O BHIOPaHHOMY BOIPOCY; H3JIOKEHHE OCHOBHBIX
aCTEeKTOB MpobIeMbl. O3HAKOMHUTBCS CO CTPYKTYPOii 11 ohopMIIeHnEM
pedepara.

oOyuarommuiicss BhpaBe W30paTh A pedepara (HoKiTama) JHOOYIO
TEMy B Ipe/ieax IpOorpaMMbl y4eOHON IUCHUIUIMHBL BakHo mpm
3TOM YYWTHIBaTh €€ aKTyaJIbHOCTh, HAy4HYIO pa3pabOTaHHOCTb,
BO3MOXXHOCTb ~ HAXOXKICHUS HEOOXOJWMBIX HCTOYHHKOB  JUIA
n3y4yeHus TeMbl pedepaTa (10KIa1a), UMEIoIurecs y 00y4aroImerocs
HavyalbHble 3HAHUS M JINYHBIA MHTEpEC K BEIOOPY NaHHOW TEMBI.
ITocne BBIOOpa TeMmbl pedepara (IOKIANa) COCTABISCTCSA IEPEUYCHB
UCTOYHHMKOB (MOHOTrpaduii, HayYHBIX CTaTeH, 3aKOHOJATENBHBIX M
WHBIX HOPMAaTHBHBIX IPAaBOBBIX AKTOB, CIIPABOYHOI JIUTEPATYPBHI,
coJieprkalliei KOMMEHTapuH, CTaTUCTHYECKUE JTaHHBIC, PEe3yJIbTaThl
COIIMOJIOTHYECKHX HCCIIEOBAaHNH 1 T.11.).

Pedepar (moxmam) - o310 CaMOCTOSITEITbHAS y4eOHo-
HccIIeoBaTeNbekasi paboTa 00ydaromerocs, I;i¢ aBTOp PacKphIBACT
CYTh HCCIIEAyEeMOH MPOOIEMBI, IPHBOAUT Pa3IMIHbIC TOUKU 3PEHUS,
a Takke coOcTBeHHbIC B3TIINel Ha Hee. CopepikaHue MaTepHaia
JOJDKHO OBITH JIOTMYHBIM,  M3JIOKEHHE  MaTepuaja  HOCUT
poOJIEMHO-TTOUCKOBBIN XapaKTep.

IIpumepHbie 3Tambl  pabOTBl  Ham  pedepaToM  (AOKIAIOM):
(dopmynupoBaHre TeMbl (TeMa JIOJDKHA OBITh  aKTyalbHOM,
OpPUTMHAIILHOM M  MHTEPECHOW MO  COJAEPKAHMIO); MoAdop u
M3y4YCHUE OCHOBHBIX MCTOYHMKOB IO TeMe (KakK MpaBHJIO, HE MeHee
7); cocrtaBneHne OumbOmHOrpadum; oO0padOTKa W CHCTEeMAaTH3aIUd
nHpOpMannH; pa3paboTKa IUIaHA; HAMUCaHHEe pedepara (HOKIana);
MyOJIMYHOE BBICTYIUICHHE C PE3yJIbTaTaMU HCCIENOBaHUA (HA CeMH
Hape, Ha 3aCeJaHNuH PEIMETHOTO KPYy’KKa, Ha CTyI€HUECKOIl HayJHO-
MPaKTHIECKOW KOH(PEPEHIINH, Ha KOHCYJIbTALlNH).

Pedepar  (moxmanm) MOIDKEH OTpakaTh: 3HAHHWE COBPEMEHHOTO
COCTOSIHMSI ~ TpoOseMbl;  00OCHOBaHHME  BBIOpPaHHO  TeMbl;
UCIIONIb30BAaHUE W3BECTHBIX pE3yJbTaTOB MW  (PAKTOB; MOJHOTY
LUTUPYEMOW  JIUTEpaTypbl, CCBUIKM Ha pabOThI YUEHBIX,
3aHUMAIOIIUXCA JAaHHOM NMpoOJeMOoi; aKTyaJbHOCTh IOCTaBICHHOM
mpobieMbl;  MaTepHual, MOATBEP)KIAIOMMN  Hay4dHoe, JIHOO
MPaKTHYECKOE 3HAYEeHHE B HACTOSIIEE BPEMS.

3amuTa pedepara WM BBHICTYIUIEHHE C IOKIAJOM IPOAOIDKACTCS B
TeueHne 5-7 MUHYT IO IUIaHy. BpIcTynaromemy, MO OKOHYaHUH
npeacTaBicHus pedepara (IOKIama), MOTYT OBITH 33JaHBI BOIPOCHI
o Teme pedepara (oxnama).

Pexomennyemsiii 00beM pedepara 10-15 cTpaHHI] KOMIBIOTEPHOTO
(MaIIMHONKMCHOI'0) TEKCTa, JIOKIaa — 2-3 CTpaHHUIbI.

CamocTrosrenbHas padora

CamocrosaTenbHass paboTa MPOBOJUTCA C  LEJIBIO:
CUCTEMATH3aLNH U 3aKpEIICHUS IIOJTyYE€HHBIX
TEOPETUYECKUX 3HAHMW M NPAKTUYECKUX  YMEHUU
o0yyaromuxcs; yrIyONneHus " paciupeHus
TEOPETUYECKUX 3HaHUN oOywarommxcs; (GOpMUPOBAHUS
YMEHHMI HCIIONB30BaTh CIPABOYHYK  JIOKYMEHTALMIO,
y4eOHyI0 U CHEUUAIbHYIO JIUTEpaTypy; pa3BUTHUS
MO3HABATENBHBIX  CIIOCOOHOCTEH M AKTHUBHOCTH

00yJaronuxcs: TBOPYECKOM WHUIMATHBBI,
CaMOCTOSITENIbHOCTH, OTBETCTBEHHOCTH,
OpraHW30BaHHOCTH; (POPMUPOBAHUE CAMOCTOATEIBHOCTH
MBIIICHUS, CIOCOOHOCTEH K CaMOPAa3BUTHIO,
COBEPILICHCTBOBAHUIO u caMOOpraHu3allNy;
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dopmupoBaHus ~ TPOPECCHOHANBHBIX  KOMIIETCHIIHIA;
Pa3sBUTHIO UCCIIEAOBATENBCKUX YMEHUH 00yYaromuXcs.

DopMBbI U BHUJIBI  CAMOCTOSITEIIbHOMN paboThI
00ydJaromuxcsi: YTEHWE OCHOBHOW M JIOTIOJTHUTEIHbHOU
JUTEPATyphl — CAMOCTOATEIbHOE U3yYeHHE MaTepuaa 1o
PEKOMEH/IyeMbIM JIUTEpaTypPHbIM HCTOYHHMKAM; pabora c
OMOIMOTEYHBIM KAaTaJIOrOM, CAMOCTOSTEIbHBIA T0I00D
HEOOXOIMMOW  JUTeparypbl; paboTa CcO  CIOBapeM,
CIPaBOYHUKOM; MOUCK HEOOXOMUMON HH(pOpMAIMH B

cetu WNurepHer; pedepupoBanue HMCTOYHHUKOB;
COCTaBJICHUE aHHOTALMM K IPOYUTAHHBIM JUTEPATYpPHBIM
HMCTOYHHUKAM; COCTAaBJICHUE u pa3paboTka
TEPMHHOJIOTHYECKOIO cJoBaps; COCTaBJICHUE

XPOHOJIOTHYECKOM TabJIUIIBI; COCTaBJIeHHE Onbrorpadun
(Oubnmorpaduyeckoii  KapTOTEKW);  MOATOTOBKA K
pasinyHbIM  QopMaM  TEeKyLe M IPOMEXYTOYHOM
aTTecrauuu (K TECTUPOBAaHUIO, KOHTPOJBHOM padore,
3a4eTy, 5K3aMEHy, 3a4eTy C OLICHKOM); BBINOJIHEHHUE
JIOMAIIHUX  KOHTPOJIBHBIX  PaldOT; CaMOCTOSITEIbHOE
BBINOJIHEHUE TPAKTHUYECKUX 3aJaHUH PernpogyKTUBHOTO
TUma (OTBEThl Ha BOIPOCHI, 3aJ1a4M, TECTHI; BHIIOJIHEHUE
TBOPYECKUX 3a/1aHUi).

TexHONOTHsI OpraHW3alyy CaMOCTOSITEILHOW PabOTHI
o0yyaroImuxcs BKJIIOYAET UCIIO0JIb30BaHUE
MH(OPMALIMOHHBIX u MaTepUaIbHO-TEXHUYECKUX
pecypcoB 00pa30BaTEILHOIO YUPEXIAeHUs: OMOINOTEKY C
YUTAJIBHBIM 32JI0M, YKOMIIJIEKTOBAaHHYIO B COOTBETCTBHUHU C
CYLIECTBYIOIIMMHU HOPMaMH; y4eOHO-METOANYECKYIO 0a3y
y4eOHBIX KaOMHETOB, JTA0OPATOPHil 1 3a1a KOAU(DUKAIUHY;
KOMITbIOTEPHBIE KJIACChI C BO3MOXHOCTBIO pabOTHI B CETH
WuTepHer; ayauropuu (KJIacchl) AJi KOHCYJIbTallUOHHON
NESITEeIbHOCTH; Y4eOHYI0 M y4yeOHO-MEeTOIMYECKYIO
JUTEPaTypy, pa3pabOTaHHYIO C YUETOM YBEIUYEHHUS J0JIH
CaMOCTOSITENIbHOW  paboThl  OOydYaroIUXcs, W HHbIE
METOJIMYECKHE MaTepHaIbI.

[Tepen BbIMOSHEHMEM OOYYAIOUIMMUCSH BHEAYIUTOPHOM
CaMOCTOSITENIbHOM  paboThl IpernojaBaTeslb POBOJUT
KOHCYJIbTUPOBAHUE IO BBINIOJIHEHUIO 3a/laHusl, KOTOPBIN
BKJIIOYAET 1eNb 3aJaHus, €ro CoAEpKaHWs, CpPOKH
BBIMIOJIHEHUS,, ~ OPUEHTHPOBOUHBIH  00BEM  paboOThHI,
OCHOBHbIE TpeOOBaHMsI K pe3ybTaTaM padOThl, KpUTEPUU
OlleHKU. Bo Bpems BBHINOJHEHUS OOYyYarOIUMUCS
BHEAy/IUTOPHON CaMOCTOSITEIbHOW paboOThl U npu
HEOOXO/MMOCTH  TPENojaBaTellb  MOXET IPOBOJIUTH
UHAUBUAYAIbHbBIE U TPYIIOBbIE  KOHCYJIbTAlMH.
CamocrosiTenbHas  paboTa MOXET  OCYLIECTBISATHCS
WHAMBUAYAIbHO WJIM  TpynnamMu  oOydarommxcs B
3aBUCUMOCTH OT LeNH, 00beMa, KOHKPETHOH TeMaTUKH
CaMOCTOSITENIbHOM paboOThl, YPOBHS CIIO)KHOCTH, YPOBHS
YMEHHUH 00yJaromuxcs.

KonTponb caMocTosiTenbHOM PabOThl  00yUYarOIIUXCS
IIPEyCMAaTPUBAET: COOTHECEHUE COJAEPKAHUSA KOHTPOJIS C
HEJISIMHU o0yJeHus; 00BEKTHUBHOCTD KOHTPOJIS;
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BaJIMJHOCTb KOHTPOJIS (COOTBETCTBHE IPEABABISIEMBIX
3aJJaHUi TOMY, YTO IpPENIoJaraeTcs MpPOBEPUTH);

g hepeHIanmio KOHTPOJIbHO-U3MEPUTEIBHBIX
MaTEpUAJIOB.

®opMbI KOHTPOJISI CAMOCTOSITEIBHOM pabOThI: MPOCMOTP U
IPOBEPKA  BBINOJIHEHUS  CaMOCTOSATENIBHOM  paboOThI
IIPENOAABATEIIEM; OpraHu3anus CaMOIIPOBEPKH,
B3aMMOIIPOBEPKH BBINIOJIHEHHOIO 3aJaHUs B TPYIIIE;
0o0CyXJleHue pe3yJbTaTOB BBIIOJHEHHONM pabOTHl Ha

3aHATHUH, IIPOBEACHHUC IIUCBMCHHOI'O o1rpoca,
MMpOBCACHNUEC YCTHOI'O orpoca; opraHusanus n
IIPOBEACHUC HHIWUBUAYAJIbHOI'O CO6€C€,I[OBaHI/I${;

OpraHu3anus U MpoBEeACHHUE coOece0BaHUs C IPYMION;
3alMTa OTYETOB O MPOJICJIAHHON paboTe.

[ToaroroBka K 3a4eTy/ SK3aMEeHY

[Ipu moAroToBKE K 3K3aMEHYy HEOOXOIUMO MOBTOPUTH BCE
paHee H3y4eHHbIE TEMbl, CAMOCTOSTEIBHO COCTaBUTh
COOOIIECHNUS HA 33/1aHHBIE TEMBI, OBITh TOTOBBIM OTBEYATh Ha
BOINPOCHI 10 3K3aMEHAILIMIOHHBIM/3a4E€THBIM TEMaM.

9. OnucaHue MaTePUAILHO-TeXHUYECKOI 0a3bl, HEOOXOAMMOI IJIsl OCYIIECTBJICHUS
00pa3oBaTeJIbHOI0 MPOoIecca 1o AUCIATLINHE

MarHuTo()OH, TEIEBU30P

AynuoBusyanbHble cpencTBa oOydenusi: CD | HarmsAHOCTH, BOCIIONHSIOT OTCYTCTBHE
POUTPHIBATENIN, MATHUTO(OHBI, BUJIEO S3BIKOBOM CPEJIbl, HOBBIIIAIOT MOTUBALIUIO.

HCHOJ’ILSYIOTCH IJI peajiu3aliy ITpUHIUIIA

I/ICHOJH)?:YIOTCH AJId pa3BUTHUA HABBIKOB
ayaAupoBaHusl, TOBOPCHUSA, ITUCbMA.

[TpoekTop, HOYTOYK

Hcnonb3yrotes 1uist IeMOHCTpALUK
Hpe?:eHTaIII/If/'I, IIOATOTOBJICHHBIMHN
MpenoaBaTeNs MU U CTYJACHTAMHU.
Hcnons3yroTest aiist [eMOHCTpauu (PriIbMOB.

10. TIlepeuyenp WHGOPMALUMOHHBIX

TeXHOHOFHﬁ, HCIIOJB3YEMBIX TIIPA  OCYLIECTBJICHUM

o0pa3oBaTe/IbHOIO TMpolecca MO AUCHHMILVINHE, B TOM 4YHCJIe KOMIUIEKT JIMLIEH3HOHHOIO
NPOrpaMMHOr0 odecrneveHusi, 3J1eKTPOHHO-0u0/1MoTeuHbIe TPOo(ecCHOHAIBbHBIE 0a3bl JAHHBIX U
HH(OPMALOHHBbIE CIIPABOYHbIE CHCTEMBI

10. 1. JIunieH3MOHHOE MPOrpaMMHoOe o0ecrevyeHne

He npenycmorpeno

10.2. D1eKTPOHHO-0MOINOTEYHAS CHCTEMA:

Dnexkrponnas oudmuoreunas cucrema (IbC): http://www.iprbookshop.ru/

10.3. CoBpeMenHbIe npodeccoHAIbLHBIE 0a3bl JaHHBIX:

1. Caiit Opuranckoro Tenekanana. http://www.bbc.co.uk/
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2. DnextponHas >HnuKIoneaus. http://en.wikipedia.org/wiki/

3. AMepHKaHCKHI Hay4dHBIN KypHau. http://www.sciam.com/

4. DJCKTPOHHBIN KypHAJI aMEpUKaHCKOTO HaydyHOro oOriecTBa. http://www.ams.org/notices/
5. JIeMOHCTpaIMOHHBIE TECTHI [0 HHOCTPAHHOMY SI3BIKY WWW.fepo.ru

6. DIeKTPOHHBII c10Bapk MynbTuTpan Www.multitran.ru

11. OcobGeHHOCTH peayu3aluu JUCHUNIMHBI JIJIsl HHBAJIH/I0B U JIUI[ C OTPAHNYeHHBIMH
BO3MOKHOCTSIMM 310POBbS

Jliis oGecnieueHrs oOpa3oBaHMs MHBAJINA0B U 00YYaIOIIUXCSI C OTPAaHUYCHHBIMU BO3MOKHOCTSIMU
3I0pOBbsI pa3zpabarbiBacTCs aJanTUpOBaHHAs O0Opa3oBaTelIbHAs MPOTpaMMa, WHIUBUAYaTbHBINA
y4eOHBIH TUIaH ¢ Y4eTOM OCOOEHHOCTEH MX MCUXO(U3MUYECKOro Pa3BUTHUS M COCTOSHUS 3/10pPOBbS, B
YaCTHOCTH NPUMEHSETCS WHAMBUAYAJIbHBIA MOAXOJ K OCBOCHHUIO JTUCHUIUIMHBI, WUHAUBUIYAJIbHbBIC
3amaHus: pedeparsl, MUCbMEHHbIE PAOOTHI M, HA0OOPOT, TOJBKO YCTHBIE OTBETHI M JIMAJIOTH,
WHIVUBUAYATbHBIE KOHCYJBTAI[UU, UCIIOJIB30BAHUE TUKTOPOHA U APYTUX 3aMMCHIBAIOIINX CPEJICTB JJIs
BOCIPOU3BEICHUS JICKIIMOHHOTO U CEMUHAPCKOT0 MaTepuasa.

B nemsix obecneyeHus: 00y4aronuxcsi MHBAJIMOB W JIUI[ C OTPAaHUYEHHBIMH BO3MOXKHOCTSIMU
3I0pOBbsl OMONIMOTEKAa KOMIUIEKTYeT (POHJ OCHOBHOM yueOHOW IUTepaTypol, aJanTUPOBAHHON K
OTPAaHUYCHUIO UX 3JI0POBbS, MPEIOCTABIISIET BO3MOXKHOCTh YJAJICHHOTO HCIIOIb30BAHUS SJIEKTPOHHBIX
00pa3oBaTeNbHBIX PECYPCOB, AOCTYI K KOTOpbIM opranuzoBad B MIICY. B 6ubnuoreke nmpoBoasTCs
WHJIMBUIyaIbHbIE KOHCYJIBTAIIUU JIJISl JTAaHHOW KaTEeropuu TMOJIb30BATEJIEH, OKa3bIBAETCS IMOMOIIL B
pPErUCTpalli U HCIOJb30BAHUM CETEBBIX M JIOKAIBbHBIX SJIEKTPOHHBIX 00pa30BaTENIbHBIX PECYPCOB,
MIPEIOCTABIISIOTCS MECTa B YMTAIBHBIX 3aJIaX, 000pyI0BaHHBIC IPOrpaMMaMi HEBU3YAJIBHOTO JOCTYIIA
K MH(OpMALIMU, SKPAaHHBIMU YBEIUYUTEISIMUA U TEXHUYECKHMMH CPEACTBAMU YCHUIIEHUS OCTATOYHOIO
3peHusl.
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12.JIuct perucrpanum U3MeHeHUil

Pabouas mporpamma yueOHON AMCUMILIMHBI 00CYKJIeHA M YTBEpKJeHa Ha 3acelaHuu Y UYEeHOTO
coBeta oT «22» Mapta 2021 r. mpoTtokosn Ne5

Ne ConepxaHue U3MEHEHUS PexBu3nTH TOKYMeHTa 00 Hata
/o YTBEP)KICHUU U3MEHCHHUS BBEZICHUS
M3MEHEHUs

VTBepkaeHa pelieHueM YUYEeHOro CcoBeTa Ha
OCHOBaHHUU ®denepanbHOro roCyJapCTBEHHOIO
IIpoTokon 3acenanus
00pazoBaTeILHOTO CTAaHAAPTA BBICIIETO OOpa30BaAHHS
YueHoro coBeta 0T «22»

no HampasieHHto noArotoBku 38.03.01 DxoHommuka 01.09.2021
1. mapta 2021 To/1a IPOTOKO

(ypoBeHb OakanaBpuaTa), YTBEPXKICHHOTO IMPHKA30M Nes

MunncTepcTBa HaAyKH U BhICIIEro oopa3oBanus PO ot
12.08.2020 r. N 954.
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