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Conep:xanue

1. TIlepeueHb IUTAHUPYEMBIX pe3yJbTaTOB OOy4eHHMS TIO JAUCHUILIUHE,
COOTHECEHHBIX C IJIAaHUPYEMBIMH pe3yJibTaTaMU OCBOEHHUS 00pa30BaTeIbHON MPOrpaMMBbI

2. OObeM [UCUUIUIMHBI B 3a4E€THBIX EIUHMIIAX C YyKa3aHUEM KOJIM4YeCTBa
aKaJIeMUYEeCKUX WM aCTPOHOMHYECKHMX YacOB, BBIJCJICHHBIX Ha KOHTAKTHYIO DPaboTy
oOyJaronuxcsi ¢ mpernojaBaresieM (1Mo BUAaM y4eOHBIX 3aHITHI) U Ha CaMOCTOSITEIIbHYIO
paboTy oOy4aromuxcss 1 MECTO AUCHUILUIUHBI B CTPYKTYpe 00pa30BaTeIbHOI MporpaMMbl

3. ConepxaHue IUCHMIUIMHBI, CTPYKTYpUPOBaHHOE IO TeMmaMm (paszenam) c
yKa3aHHEM OTBEJCHHOTO Ha HUX KOJIMYECTBA aKaJEMHUYECKHUX WM aCTPOHOMHYECKHX
9YacoB M BUJIOB YUEOHBIX 3aHATHN U CTPYKTYpa JUCIUIUIUHBI

4. Marepuasbl TEKyHIIET0 KOHTPOJS YCIEBaeMOCTH oOydarommxca U (HoHx
OLICHOYHBIX CPEJCTB MPOMEKYTOUHOM aTTeCTallMH M0 TUCHUIUINHE

5. Meronuyeckue ykazaHus JUisi O0y4JarONIUXCsl IO OCBOSHUIO TUCIIMIUTAHBI

6. OcHOBHasi W [OMNOJIHUTENbHAs YydyeOHas JuTeparypa, HeoOXoaumas JUIst
OCBOEHMSI JTUCIMIUIMHBI (MOIYJs), pecypchl MH(OPMAIMOHHO-TEIEKOMMYHHUKAIMOHHOM
cetu "WHTepHer", BKIIOUas TMepeYeHb YYEOHO-METOMUYECKOTO oOOecTmeueHus s
CaMOCTOSATENIbHON PabOThl 00YJAIOLINXCS M0 JUCIUTUINHE

7. MaTCpI/IaJIBHO-TCXHI/I‘-ICCKaH 6338., I/IH(I)OpMaLII/IOHHLIC TEXHOJIOI'MH,
HUCIIOJIB3YEMBIC TIIPpH OCYHICCTBIICHUU 06pasoBaTeanoro mnmponecca 1Mo AWCHMILINHE,
BKJIFO4ad TIEPCUCHbL IIPOrpaMMHOTO oOecrieueHUs | I/IH(I)OpMaI_[I/IOHHLIX CIIPaBOYHBIX
CHUCTEM



1. HepequL NJIAHUPYEMBIX pE€3yjabTaToB Oﬁy‘leHI/Iﬂ Mo JTMCIHUIIJIMHE, COOTHECCHHBIX C
INJIAHUPYEMBIMH PE€3YJIbTATAMHU OCBOCHUS ITPOrpaMMbI

1.1

Hucummmaa b1.B.O/1.2 «JlenoBbie neperoBopsl U 1€JI0Basl MEPENUCKa HA MHOCTPAHHOM

SI3BIKE» 00CCIIEYNBAET OBJIAACHUC CICAYHOIUMHU KOMIICTCHIOUAMU C YUCTOM STalla:

Kon HanmenoBanue Kon stana | HamuMeHoBaHue HJTama OCBOEHUSA
KOMITETEHIIUM | KOMIIETEHLUN OCBOCHMSI KOMITETEHIIUU
KOMITETEHIIUHI
[IK -6 Cnoco6HOCTh [IK -6.1 CriocoOHOCTH K aHAIIM3Y B BEIOOPY
BbIOMpAThH JIEJIOBBIX JICJIOBBIX APTHEPOB MO CENIKaM U
[apTHEPOB, IPOBOIUTH IIPOBEJICHUIO C HUMH JE€JIOBBIX
C  HHUMH  JIJIOBBIE [IEPETOBOPOB HA HMHOCTPAHHOM
IIEPETOBODPBI, A3BIKE
3aKJIIouaTh JOTOBOpa U
KOHTPOJIUPOBAThH ux
BBITNIOJIHEHUE
CnocoOHOCTh dopmupoBaHHE CIIOCOOHOCTH
JIIK-1 OCYIIECTBIIATh HIIK-1.5 OCYIIIECTBIIATH JICJIOBYIO MEPEMUCKY
JIEJIOBBIE NIEPETOBOPHI U Ha MTHOCTPAHHOM $I3bIKE, YUUTHIBAsI
JIEJIOBYIO MEPENHUCKY Ha O0COOEHHOCTHU CTHIIMCTUKU
MHOCTPAHHOM $I3bIKE. o(umanbHEIX ¥ HEO(PUIIMATBHBIX
MIUCEM, COITUOKYIIBTYPHBIE PA3IAYHS
B (hopMaTe KOpPECTIOH ICHITUN
1.2. B pesynprare ocBoenus mucuumuuHel b1.B.O/[.2 «/lenoBble meperoBopsl U A€I0Bast

MepenUCcKa HA HHOCTPAHHOM SI3BIKE» Y CTYACHTOB JOJDKHBI ObITh C(HOPMHPOBAHBI:

OTO/TD Konx  »srama Pe3ynbratel 00ydeHus

(npu HaJU4MH | OCBOCHUS

npodcrangapra)/ KOMITETEHIINH

npodeccuoHaIbHBIC

JEUCTBHUS

I1C-08.009 HA YPOBHeE 3HAHUIA:

A/01.6 - momck 3HATh OCHOBHBIE TEOPETUYECKHE "

KOHTPareHTOB " METO/IOJIOTHYECKHE TIOJOKEHHS JETIOBOT0 HHOCTPAHHOTO

MpOBE/ICHHUE A3bIKA, HAYYHYI0O M TIEPHOAMYECKYIO JIUTepaTypy Ha

TIEPErOBOPOB C WHOCTPAHHOM SI3bIKE; 3HAY€HHUE HOBBIX JIEKCHYECKUX

NOTEHIIUATbHBIMU €IMHUII TTI0 TEMATUKE JaHHOW TUCHMIUIMHBL, 0OOTaleHne

KOHTpareHTaMH TEPMHUHOJIOTUYECKOTO CIIOBApHOTO 3amaca B 00JacTH

JIeIOBOM MEPENUCKU U BEJJCHUS JEJIOBBIX IEPEroBOPOB

AIIK -1.5 HA YPOBHE YMEHMH: yMETh IPUMEHATb HOBBIE METOJbI

WCCIIEIOBAaHUN U aHajau3a COOBITUHM, YUTaTh HAY4YHYIO U
NEPUOIMUECKYIO JIUTEPaTypy Ha HHOCTPAHHOM S3BIKE;
HAa ypOBHEe HABBIKOB: BIIQJICTh HAaBBIKAMU OOIICHHS B
YCTHOW M MUCbMEHHOW (hopMe Ha MHOCTPAHHOM SI3BIKE B
Hay4YHOM M JIEJIOBOM COOOIIECTBE

Ha YPOBHE YMEHUI:

YMETh MPHUMEHSTh HOBBIE METOJbI MCCIICIOBAHHUN
U aHanu3a COOBITUH, YUNTATh HAYUYHYIO U MEPHOANYECKYIO
JUTEpaTypy Ha HHOCTPAHHOM S3bIKE

KoMMyHHMKaTHBHAsl KOMIIETeHIMs: TOBOPEHHE




15.2

CTPOHUTH YETKYIO M JIOTHUYECKHU KOHCTPYKTHBHYIO
CHUCTEMy apryMeHTaluu Ha 0a3e MoApoOHOUW W
00bEKTUBHON MH(OPMALINHU, TOJKPEIUISISI CBOIO TIO3UIIUIO
BBIBOJIaMH Ha OCHOBE (PaKTOB

KoMMyHHMKaTHBHAsl KOMIETeHIHs: MUCbMO

nucaTh TEKCThl, AaHAIM3UPYS HHPOPMALHUIO C
y4EeTOM €€ 3HAaYMMOCTH M aKTYaJIbHOCTH, OIICHHUBas
(akThl HCXOAs W3 TMO3ULUU PA3TUYHBIX HCTOYHHKOB,
MIPOTHO3UPOBATH CUTYaLIUIO c y4eTOM Kak
MIOJIO’KUTENIBHOTO, TaK U HETaTUBHOTO PE3yJIbTaTOB

KoMMyHHMKaTHBHAsi KOMIIETeHIMA: YTeHHe

YUTaTb  AayTEHTUYHbIE  TEKCTHl  Pa3IMYHOU
HarpaBJIEHHOCTH: Hay4HbIE, nyOMUIIMCTUYECKHE
BKJIIOYAsl CTielMaibHbIe TEKCThI, CBSI3aHHBIE C TEMaTHKON
BBIOpaHHOTO TPOUIS C HCIOIH30BAHUEM OCHOBHBIX
BUJOB  uTeHUs  (O3HAKOMHUTEIbHOE,  H3ydalollee,
MIOUCKOBOE/TIPOCMOTPOBOE) B~ 3aBUCHUMOCTH  OT
KOMMYHHUKaTUBHOH 3aJ1aui

HA YPOBHe HAaBBIKOB: BIAJCTh YCTHBIMH U
MUCbMEHHBIMU METOAAMU OOIIEHHSI C MapTHEpaMu U3
JPYrUX CTPaH U KYJbTYpP, MOCTOSHHO MOBBIIIAs YPOBEHb
OpHUEHTAIIMH B COBPEMEHHOM MHpPE C HCIOJIb30BaHUEM U
aHanmu30M MHGOpMAlMKM W3 HWHOS3BIYHBIX HCTOYHHKOB
BKIIO4ass MHTepHET-pecypchl, oOecreynBaromux 0asy
U1 00pa3oBaHUs U CaMOOOPa30BaHUs

HA YpPOBHe 3HAHUWM: JMHIBOCTpaHOBEIUYECKAs
nH(pOpMaLUs OTHOCUTENBHO CTPaH U3Y4aeMOro s3bIKa Ha
0a3ze MX HCTOPUHU, KYIbTYPbl, HAayKH, MOJUTHYECKOTO
CTPOs1, SKOHOMUYECKON U COLMAIIBHOW MOJENH Pa3BUTHS,
MecTa B MHUPOBOM COOOILECTBE M KYyJbType, MO3UIUU
OOIIIECTBEHHBIX M TOJUTHYECKUX JESATENeH; S3bIKOBBIC
CpeacTBa M TpaBWJa  PEUEeBOr0  TMOBEACHHUS U
OOIIETIPUHATOTO U JICJIOBOTO 3THKETAa B COOTBETCTBUH C
007acThi0 OOIIEHUS W COLMAIBHON XapaKTePUCTUKOU
MapTHEPOB.

HAa YPOBHE YMEHHUIi:

KoMMyHHMKaTHBHAasi KOMIIeTeHIMA: TOBOPEeHHE

BBICKa3bIBaTb COOCTBEHHOE MHEHHUE, MPUMEHSS
METO/I KPUTHYECKOTO aHaju3a, apryMEHTUPOBaHHE U
OTCTaMBaHUE CBOEH MO3MIIMU, BECTH IUAJIOT-paccrpoc,
UAIOT-00MEH MHEHHSIMH, JHAJOr K TMOOYKICHUIO K
NEHCTBUIO, AMCKYCCHIO, HCIIONB3Ysl aJeKBaTHble st
JAHHOM CUTYallu{ JIMHTBUCTUYECKHE MOJICITH.

KoMMyHuKaTHBHAsi KOMIIETEHIHA: MCHMO

OIMCHIBATH SIBJICHUS, COOBITHS, H3J1arath (DakThl B
MUChbMaX M COOOIIEHUSIX JIEJIOBOrO XapakTepa, pa3indaTh
BUJBI JIETIOBOM KOPPECHOHACHIIMHM M 00JacTh uX
MpuUMeHeHus, OQpOpMJISATh WX U 3HATh CIIOCOOBI |
NPaKTUKy Tepelaud aapecaTy, BbIICIATh BaKHbIC
aCTeKThl, aHAJM3UPOBATh PA3IUYHBIE HJIEU M CIOCOOBI
pemieHust mpoOieM, apryMEHTHPOBAHHO U OOBEKTHBHO
MIPEJICTABJISITh CBOIO TOYKY 3peHHsi Ha 0a3e CBOMX




paccyXIeHui, MPOrHO30B, JOBOJIOB U IPUMEPOB.
KoMMyHMKATHBHAsi KOMIETeHIUs: AyIMPOBaHHe Ha
YPOBHe HABBIKOB: COCTaBJICHUE U IOJI'OTOBKA JIOKJIAJIOB
U TIpE3CHTAlNi HAa NHOCTPAHHOM SI3bIKE, aHKCTHPOBAHHUE
B paMKax ONpPOCOB M cOOpa MHPOPMALUU OTHOCUTEIHHO
IPE/ICTaBJICHHONW TEMaTHKH HA HHOCTPAHHOM SI3BIKE.

2. O0beM JUCHMIUVIMHBI B 3aYeTHBIX €IMHMLAX ¢ YKAa3aHMEM KOJHYeCTBa
aKajeMHM4YeCKMX HJIM ACTPOHOMHYECKHX 4YAacOB, BbIIeJE€HHBIX HA KOHTAKTHYI0 padoTy
o0yyamommxcsl ¢ npenojgasareseM (0 BUIAM y4eOHBIX 3aHATHI) U HA CAMOCTOSATEIbHYIO
padoTy 00y4aIMXcs 1 MeCTO JMCHUILVIMHBI B CTPYKTYpPe 00pa30BaTe/IbHOM MPOrpaMMbl

Mecto aucuunimabl B ctpykrype OII BO

Huctunuaa B1.B.OJ1.2 «/lenoBbie meperoBOpsl W JIeJ0Bas MEPENUCKay OCBAUBACTCS
B 7 cemecTpe 1o ouHOU (hopme, 001Iast TPYA0EMKOCTh — 4 3a4eTHBIX enuHuIbl (144 yaca).

OcBoeHHME JAWCHUIUIMHBI  ONUPACTCs HA  MHUHUMAJIBHO HEOOXOMUMBIM  00BEM
TEOPETUYECKUX 3HAHUN B OONACTH 3HAYCHUW HOBBIX JIEKCUYECKUX EIUHUI], CBS3aHHBIX C
TEMAaTUKOM JAaHHOTO dTara 0Oy4YeHHs] U COOTBETCTBYIOIIMMHU CUTYAIUSIMU OOIICHHSI, B TOM YUCIIE
OLICHOYHOW JIEKCUKH, PEIUIUK-KIIUIIE PEYEBOrO ITUKETA, OTPAKAIOIIUX OCOOCHHOCTH KYIBTYPHI
CTpaH M3Y4aeMOIO $S3bIKa; 3HAYEHUN H3YyYECHHBIX T'PAMMATHYECKUX SBJICHUW B PaCIIMPEHHOM
00béMe (BHUI0-BpEMEHHbIC, HEIMYHBIE U HEONpeAeNEHHO-TUYHbIE (OpMBI Tlarona, (GopMsI
YCIIOBHOTO HAKJIOHEHHS, KOCBEHHas peuyb/KOCBEHHBIN BOIPOC, MOOYXKAEHHE, COIJIacCOBaHUE
BpeMEH); CTpaHOBEAUYECKOM UWHGOpMAIMM U3 AYTEHTUYHBIX MCTOYHHKOB, OO0OTAIaIOIINX
COLIMAJIBHBIN OIBIT CTYACHTOB: CBEIAECHUS O CTPAHaX M3y4aeMoro s3blKa, UX HAyKe M KYJIbTYpE,
HUCTOPUYECKNX U COBPEMEHHBIX peanusX, OOIIECTBEHHBIX JESATENAX, MECTe€ B MHPOBOM
COOOIIECTBE U MHUPOBOW KYIBTYpE, SI3bIKOBBIE CpPEACTBA M IpaBUia PEUYEBOrO IMOBEACHHUS B
COOTBETCTBHHM €O cdepoil OOIeHHs U COIMAIbHBIM CTAaTycCOM TMapTHEpa, a Takke Ha
MpuoOpETEHHBIE paHee YMEHHS W HaBBIKM BJIQJICHHS YCTHBIMH M NMHCHbMEHHBIMH CIIOCOOaMU
OOIICHHSI C TPEICTaBUTENSMU APYTUX CTPaH, OPUEHTAIMEl B COBPEMEHHOM MHOTOS3BIYHOM
MHpE; HUCIOJIb30BAaHUSI WHOS3BIYHBIX HCTOYHWUKOB HHGopmammu (B ToM uwmcie HHTepHera),
HEOOXOMUMBIX B 00pa3oBaTelIbHBIX M CaMOOOpa30BaTENbHBIX MENSIX; BIAJACHHUS IIHPOKUM
3amacoM HEOOXOAMMOMN JIEKCUKH, B TOM YHCIIE UAMOMATHYCCKUMH BBIPAKEHUSMU U S3BIKOBBIMU
KJIMLIE.

Jucnummza peanmsyercs nocie u3ydeHus aucuuiuinesl bl.6.3 «IHOCTpaHHBIN A3BIKY
Y U3y4YEHHUs1 BTOPOTO HHOCTPAHHOTO sA3bIKa Ha BbIOOp cryaeHTta: (b1.B.JIB.10.1 Hemeukuii s3bIK,
b1.B./IB.10.2 Wcnanckuit s3bik, b1.B.JIB.10.3  ®pannysckuit s3b1ik, b1.B./IB.10.4
Uraneauckuit a3eik, 51.B./IB.10.5 Kutalickuil sf3bIK U SIBISIETCA OCHOBOW ISl MPOXOXKICHUS
npenaumioMaon npakruku (b2.11.3).

dopmMa IPOMEKYTOYHON aTTECTALINHA —IK3AMEH.

O0beM IUCHUILIUHBI

O6bem qucHMIJIMHBI (MOAYJIsT), Yac.

Buja yueOHBIX 3aHATHH

H CaMOCTOfITeJIbHASI padoTa Bceero Cemectp (TpuMectp), Kypc
1127374576 7 T8]oJiw[nunlr
Ounasn ghopma ooyuenus
KontakTHas paGora oOy4arommxes ¢ 18 18
npenogaBareieM, B TOM YHCJIe:
nexionHoro Tamna (JI)




nabopaTopHbie paboThl (MpakTUKyMsl) (JIP)

npakTuieckoro (cemunapckoro) tuna (I13) 18 18

KOHTPOJIUpyeMasi CaMOCTOsATeNbHasT paboTa

obyuarormxcst (KCP)

CamMmocTosiTesibHAs1 padoTa 00y4yaroIMXcst 90 90

(CP)

IIpome:xyTouHasi aTTecTaAUS (popma ) )
yac. 36 36

Oo0mrast TpynoemMkocTs (4ac. /3.e.) | 144/4 144/4

3. Conep:xaHue AUCHUIUVIMHBI, CTPYKTYpPHpPOBaHHOe IO TemMaM (pa3iejiaM) ¢
YKa3aHHEM OTBEJAEHHOI0 HA HHMX KOJUYECTBA AKAJAEMHMYECKHX HJIH ACTPOHOMMYECKHX

YacoB M BH/I0B Y4eOHBIX 3aHATHI U CTPYKTYPa AUCHMUILIMHBI

ConepskaHue JUCHUILIMHBI

Ne n/m

HauMeHoBaHue TeM
(pa3nesioB)

Conep:xanue TeM (pa3jieioB)

Tema 1

OcHOBEI OM3HECA.

[TpompitiutenHble Tpynnbl. Tunsl Ou3Heca. busnec-
MOZENIH. YTIPABIECHYECKUE MOJEIHU. bU3HEC-IUKIL.
NHBeCTUITMOHHBIN UK. AHAIN3 0€3yOBITOUHOCTH
Hanmncanue pesrome.

Tema 2

[Toctpoenue
Kapbephl.

O6pa3oBanue u kapbepa. DuHaAHCHUpPOBAHHE
oOpa3oBanusl. Pa3BuTre HaBBIKOB apryMEHTALUU IIPU
npoxokaeHuu codecenopanus. Hanmmcanue
COINPOBOJAMUTEIBHOTO MUCHMA.

Tema 3

HNndopmannonssie
TEXHOJIOTUH.

[TpyuuHEI U CIEACTBUE IUPOKOTO UCIIOIb30BaHUS
MH(POPMAITMOHHBIX TEXHOJIOTHH TP BEACHUHT
ousHeca. O0sS3aHHOCTH MEHEIKepa 110
MH(POPMAITMOHHBIM TEXHOJIOTHsAM. Pa3BUTHE HABBHIKOB
BezieHus Oecenpl 1o Tenedony. [Ilpuunnel u

ITQACTATTICTRIAG TAIN IO 2ATTNOD

Tema 4

KauecTtBo.

Pa3znuyHble KOHIENINH NP ONpeIeJIeHUH KayecTBa.
SnoHckuii noaxon K kadecTBy. D1 JleMHMHT U €ro
Teopusi. TexHuKa MpoBeIeHUs MPE3EHTALINH.
Hanmcanne e-mail u ciayxeOHo# 3amucku B popmare
LCCI (Anrnuiickuii ans 6usHeca ans 6usHeca/Level

Tema 5

VYnpasnenue
NIEPCOHAIIOM U

CO34aHNEC KOMAaH/bI.

YrpaiieHue epCOHATIOM U TPOSKTOM.
Pacnipenenenue ponei B KOJUIEKTUBE, UX
xapakrepuctuka. KOHCTpYKTUBHAS KPUTHKA.
Hanucanue noknana B bopmare LCCI (AHmmiickuii

Tema 6

CounanbHbId
MeIuaMapKeTHHT .

CounibHBIN MeMaMapKEeTHHT ¥ €0 OCHOBHEBIC
MPUHIHUIIEL. [Ipyrue BUIbl MApKETUHTA U
MapKETHHIOBBIC TEXHOJIOTHH. Pa3BUTHE HAaBBIKOB
yOeXKIeHHUs B MPOIIECCE Pa3roBOp U pabOTHI C
NpeTeH3UsIMH KIIMeHTOB. Hamrcanue pa3sepHyTOro
IUIaHa C yKa3aHUEM OCHOBHBIX MOJIOKEHUH CTaTbU 1O
nenopoii TeMatuke B popmare LCCI (Anrmmiickuii
i 6usneca/Level 2).




Ne n/n Haumenosanue Te Conepixanue TeM (pa3sjieioB)
(pa3nesioB)
Co3pnanue u [TpuuuHb! co3nanus HOBOro 6usHeca. cTtouHnku
pa3BUTHE HOBOTO ¢dbunancupoBaHus. COBETHI 110 IPOBEACHUIO
Tema 7 | Gusneca. YCIIEIIHOM npe3eHTanuu. Hamcanue 1eaoBoro
nucbMa B popmate LCCI (AHrmmiickuit st
Axinyranall axzal I
DUHAHCOBBIN byxranrepus. I3MeHeHNs B BOCIIPUATHH U
KOHTPOITb. OTHOIIIeHUH K Tipodeccun. Turbl PrUHAHCOBBIX
Tema 8 JIOKYMEHTOB M OTYe€THOCTH. KOMMyHMKanus mpu
npoBeneHnH coOpanuii. Hanrcanue cratbu enoBoi
HarnpasieraHoctr B popmate LCCI (denoBoit
anrmiickuii/ Level 2). Benenue npotoxkona.
CnpagemuBas O3HakoMJIeHHE C IPUHITUTIAMU CBOOOTHOM U
TOPTOBJIA. CIIpaBeINBOM TOprosin. VX npenmyiecrsa u
HegocTtatku. CocTaBleHNE KOHTPAKTOB.
Tema 9 KopnopartusHas 3Trka. Benenue neperoBopos.
Hanucanue pexnamuoii 6pomtopsl B popmare LCCI
(demoBoit anrmmiickuii/Level 2).
CTpykTypa IUCHHUILUIAHBI
O06beM TMCHUNIUHBI (MOYJIs1), Yac.
KonTakTHast padora
o0yyarommxcst ¢ ®opma
npenoaaBarejieM TEKYIEro
Ne /i HaumeHnoBanue TeM 0 BHAAM y‘leﬁHLIX KOHTPOJIA
(pasnenioB) Bcero o CP ycneBaemMocTH,
3aHATHH MPOMEKYTOUHO
K i aTTecTauun
JI JIP n | C
P
Ounasn ¢hopma odyuenusn
Ilenu ¥ 3aga4u  BeneHUA Omnpoc,
JIeJIOBOM mepenucku. Bunbl TECTUPOBAHU
Tema 1 | ACNOBOH KOPPECTIOHACHINH 12 2 10 | e, moMaiiHee
U UX CTPYKTYypa. 3aaHue,
JIUCKYCCUU
I[NpencraBnenne Ompoc,
OpraHu3anuu TECTUPOBAHU
Tema 2 12 2 10 | e, momalmHee
3aJlaHue,
JICKYCCUU
Odopmnenne JIeTIOBOM Ompoc,
AOKYMCHTAIINN TECTUPOBAHU
Tema 3 12 2 10 | e, momarHee
3aJlaHuE,
JIUCKYCCUU
Tema 4 | JJoKkyMeHTHI Ui yCTpoOiicTBa 12 2 10 | Omnpoc,
Ha paboTy TECTUPOBAHU
€, IOMaIllHee
3aJjaHue,




O0beM TMCHUNIHHBI (MOYJIs1), Yac.
KonTakTHasi padora
o0yyarommxcsi ¢ ®opma

npenoiaBaTesieM Texymero
KOHTPOJISI

M CP ycneBaeMocCTH,

3aHATHH NPOMEKYTOYHO

i aTTecTanNu

HaumeHoBanue Tem
Ne n/m M0 BHIAM Y4eOHBIX
(pa3neJioB) Bcero

JI JIP 113

mAOR

Ounasn ¢hopma odyuenusn

AUCKYCCHUU

Buael v 3Tamel  AEI0BOrO Omnpoc,
[IEPErOBOPHOTO MpoILecca TECTUPOBAHU
Tema 5 12 2 10 | e, momamHee
3aJlaHue,
JUCKYCCUU

OTHKET YCTHOTO JI€JIOBOTO Ormpoc,
o0ImeHus TECTUPOBAHU
Tema 6 12 2 10 €, JJIOMaIlIHEE
3a/1aHue,
JHUCKYCCUU

IMpakTuka cobecenoBaHUi Ompoc,
TECTUPOBAHU
Tema 7 12 2 10 €, IOMalIHee
3aJlaHue,
JUCKYCCUU

Otnnunst u obmiue Ormpoc,
XapaKTePUCTHKH YCTHOTO H TECTUPOBAHU
Tema 8 | MUCbMCHHOIO ACTI0BOro 12 2 10 | e, nomaiiHee
obmenus 3aJjaHue,
JIMCKYCCHH

HHbopMaIMoOHHbIE Ompoc,
TEXHOJIOTUHU TeCTI/IpOBaHI/I
Tema 9 12 2 10 €, IOMallIHee
3aJaHue,
JUCKYCCUU

[IpomexkyTouHas aTTecTarys 36 Ok3ameH

Bcero: 144 18 90

4. MarepuaJbl TEKYLIEr0 KOHTPOJIAA yCieBaeMOCTH o0yuaromerocst u Gou
OLIEHOYHBIX CPEICTB MPOMEKYTOYHON ATTECTAIMH MO JUCUMUILINHE

4.1. (I)OprI H METOAbI TEKYHIEI0 KOHTPOJIA yCII€EBAEMOCTH U HpOMe?l(yTO'lHOﬁ aTrrecranuu.

4.1.1. B xone peaju3anuM JUCHUILIHHBbI HUCHOJb3YIOTCSH CJEAYIONIHE METOAbl TeKYIero
KOHTPOJISI YCIIEBAEeMOCTH 00y4aI0IIMXCH:

[Tpu npoBeeHNH NPAKTUYECKHUX 3aHITHI:
® ucHoib3yeTcs OOBSICHUTENBHBIA METO]] C JIEMEHTaMU POOIEMHOI0 U3JI0KEHHS yUeOHOM
uHpopManmu B ¢Gopmare aHAIUTHUECKOro MbimuieHus (critical thinking) co cropoHs




yyaluxcsi, HCIOJNb30BaHUE ayJuo-U BHJEO3alUCe 1Mo u3ydaeMoil mpolbieme Ha
MHOCTPAaHHOM (aHIJIMHCKOM SI3BIKE);

e Jluckyccus 1o TeMe

e Omnpoc

¢ JlomamiHee 3aaHue

® TectupoBaHue (KOHTPOJbHBIE 3aJaHUSl, MPUMEHSEMBbIE ISl OLEHKU 3HAHUN, YMEHUH,
HaBbIKOB UM  ONbITA JEATEIBHOCTH, XapaKTepPHU3YIOIIMX JTamnbl  (HOpPMUPOBAHUS
KOMIIETEHIIMH B IPOLIECCE OCBOEHUS 00pa30BaTENIbHOM POrpaMMBbl) _

ITpu npoBepke caMOCTOATENBHOM paboThI:

¢ JlomamiHee 3aaHue

® TectupoBaHue (KOHTPOJbHBIE 3aJaHUs, MPUMEHSEMBbIE ISl OLEHKW 3HAHUW, YMEHUH,

HaBBIKOB UM  ONbITAa JEATEIBHOCTH, XapaKTepHU3YIOIIMX JTamnbl  (HOpMHUPOBAHHUS
KOMITETEHIIMH B MPOIlEcCE OCBOEHUS 00pa30BaTEIbHOM MPOrpaMMBbl) _

4.1.2. IIncbMeHHBbI 3K3aMeH COCTOUT U3 32/IaHUs1, COCTABJICHHOI0 HA OCHOBAHNHU NIPOBEPKH
3HAHMI y4yaluxcs 1no teme «J/lejoBasi nepenucKa» U NpeanoJiarajuero HanMcaHyue 0JHOro
U3 BH/JOB 1eJ10BOH KOPPeCNOHACHINH (CIy:Ke0OHOM 3allMCKH, 1eJI0BOr0 MUCbMAa, 3asBJICHHA
0 npuéme Ha padoTy, pe3roMe 1 CONMPOBOAUTEIbHOI0 MUCHMA).

4.2. MartepuaJjbl TeKylero KOHTPOJIs yCIeBaeMOCTH.



TeMbl 111 JUCKYCCHH
1 Do you agree with the following statements?
¢ Emails or business correspondence often replace a telephone conversation. It is
easier to write than to speak on the phone.
¢ The most common style in work emails is neutral or standard.
¢ [t is a mistake when some people that it is important to reply quickly.
e [t is important to build relationships in negotiations.
¢ [t is necessary to use specific techniques for planning and preparing for a
negotiation
Aggressive tactics always contributes for positive results of your side

Onpoc no teme «Odopmiienne 1e10BOH KOPPeCOHICHIMI)

1.Which term below refers to the process of transmitting information from one person or
group to another? A — Feedback. B —Communication. C — Sender. D — Receiver.

2. Which part of the letter identifies the person who is preferred to address the concerns
of the letter?

A — Signatory B — Designation C — Attention line D — Complimentary close

3.Which part of the letter consist of an email address, telephone and fax number?
A — Letterhead B — Enclosure C — Salutation D — Signatory

4.Which word of phrase on the business letter tells the mail clerk to deliver the letter to
the recipient unopened?

A — For the attention of B — Courtesy copy C — Subject D — Confidential

5.Which part of the business letter states that a brochure is placed in the envelope?

A — Attention line B — Enclosure C — Carbon copy D — Reference

Omnpoc no Teme «OCHOBHBIE ITANbI MEPErOBOPOB)»

1.In what situations do you negotiate?

2.What range of relation-ship-building techniques do you know?

3.What is the difference between positions and interests?

4.1s it better to present your position first or second?

JdomainHee 3aaHue o TeMe «JlejioBasi nepenucka: NpeaIoKeHus U yCJI0BUS»
1 Give English equivalents to the following phrases.

PROPOSITIONS.CONDITIONS/TIPEJUIOXXEHW A, Y CJIOBUA

1. Ecnu BBl 3aMHTEpPECOBAHbl B COTPYAHMYECTBE, Mbl pa3yMeeTcs IOJKHBI Oyaem
COITIacoBaTh crieluUKaIuio padoT, rpaguK UX BHIIOIHEHUS, YCIOBHS KOHTPAKTA U T.J. YCIOBHS
MOYXHO OOCYIMTb TIOCTIE IPHHATHUS BAMU TIOJIOKUTEILHOTO PEIICHUSI.

2. MBI nmpejuiaraeM BaM cTaTh oOiajaresneM HCKIIOYUTENBHBIX MpaB Ha MPOMU3BOICTBO
W/WIIN TACTPUOBIOIMIO B HAIIIEH CTpaHe.

3. MBI HazieeMcs, UTO Bbl COIVIACUTECH CO BCEM ITHM.

4.Ilpomy Bac COOOIIMTH MpHU INEPBOH K€ BO3MOKHOCTH Balll COOOpa)k€HHs 00 3TOM
NPEIOKEHNH, YTOOBI MPOEKT MOT MOJIyYUTh JaJIbHEIIee pa3BUTHE.

5. 51 HanerCh, YTO CMOTY MOJITOTOBUTH KOHTPAKT C BAMHU Ha ATy paboTy O4eHb CKOPO.

6. 51 HagerCh, YTO MBI 3aBEPIIUM MOATOTOBKY 3TOr0 KOHTpaKTa B OJvKaiiiiee BpeMsl.

7.Mbl BHUMATEIbHO M3Y4YWJIHM MPOEKT (00paslibl) C HAIIUMU MAapKETOJIOTaMU U,
TIIATEBHO U3YYHB BCE «3a» U «IPOTUBY...

8. Hama koMnaHus MpUIIIa K BEIBOJY, YTO 3TO HE COOTBETCTBYET HAIIUM MOTPEOHOCTAM
B HACTOSIIEE BPEMSL.

9. MBI pajibl COTTIACUTHCS C BAIlUM TPEAJIOKESHUEM/BAIIUMH YCIOBUAMHE. JK1nem oT Bac
(opM KOHTpAKTa 11 HOANUCAHMSL.




10. Yto kacaercd TMpeUIOKEHHOTO BaMHM TOHOpapa, Mbl OBl XOTENH CJeNaTh
KOHTPIPEIOKEHUE.

11. Uro kacaeTcs ycinoBuH, g nonarato, uro 2000 py0seii 3a eAMHUIYy TOBapa, JOBOJIBHO
ckpomHas cymma u uto 2300 pyOreit 3a eqnHUITY ToBapa ObuTo ObI OoJiee pa3yMHON 1TUMPOi.

12. 5 monarato, 4TO MbI MOTJIM OBl IPUNUTH K KOMIIPOMHUCCY 110 3TOMY BOIPOCY U MPOLIY
yBenuuuTh cTtaBky c¢ 2000 py6neit nmo 2300 py6neit. Haneroch, uTO BBl CMOXeETE JaTh
IIOJIO’KUTENIBHBIN OTBET HA 1TO.

13. MBI 10 AOCTOMHCTBY OLIEHWJIM Ballle KOHTPIIPEJIOKEHNE U TOTOBBI COTJIACUTHCS Ha
2300 pyOneit 3a OHY €IMHMILY TOBapa, YTO COCTAaBUT oOmryto cymmy B 23000 py6neit. XKnem
KOHTPAKTa C YKa3aHHBIMH YCIOBUSMHU.

14. OueHs xkaib, 4TO BBl OTKJIOHWIIN 3TH MIPEIOKEHNUS.



Jomaminee 3a1aHne Mo TeMe «”ITHKET YCTHOIO A€JI0BOr0 00LIeHHUs»

Situation: Fiona Jackson is in Munich to negotiate the sale of up to five large industrial
packaging machines to a large manufacturing company. Read these three extracts from her
conversation with Hans Braun, the Director of Operations. Answer the questions for each extract.

Extract 1

1.How do Hans and Fiona flatter each other? What adjectives do they use?

2.How do they respond to each other’s flattery? What grammatical structure do they both
use?

3.Why do you think they focused on flattering each other’s companies?



Hans: Ah, hello. Ms Jackson? I’m Hans, Hans Braun.

Fiona: Good to meet you at last, Hans, after all those emails. And please call me Fiona.

Hans: OK, welcome to Munich, Fiona. Sorry to keep you waiting, by the way. I had an
urgent phone call and couldn’t get away.

Fiona: No problem. I was just admiring your brochure. It’s really impressive. I didn’t know
you had so many famous clients!

Hans: Thanks. Yes, well, we’ve got a great sales team, and we really go for quality in a big
way here, much more than some of our cheaper competitors.

Fiona: Well, it certainly seems to be an effective strategy, judging by these recommendations.

Hans: Thank you. Yes, they’re very positive, aren’t they? We’ve also heard some great things
about your company. I was looking at your website yesterday., and I thought it was really
interesting. I loved the ‘Our story’ section, you know, the story about how your founder started the
business from nothing. Fascinating.

Fiona: Yes, it’s amazing, isn’t it? I’'m glad you read that — it means you’ve got a better idea
about our approach to business.




Extract 2.

4.What do you think of Hans’s opening question? How else could you start a
conversation to find things in common?

5.How many things in common did they find?

6.What phrases do they use to show interest?

7.What techniques did they use to echo what the other person said?

8.What example of generosity and gratitude is in the conversation?

9.How easy would it be for Hans and Fiona to continue this conversation? Why?



Hans: So, this is your first time in Munich, Fiona?

Fiona: Well, yes and no. I came with my family when I was about 14, but...well, that was a
very long time ago. I don’t remember much about it...just museums and football.

Hans: Football? Are you a fan?

Fiona: Not really. But my dad was... I mean he still is, obsessed with it. So he took us to
matches all over Europe.

Hans: Wow. That’s really interesting! I’m also a little obsessed with football, but I don’t drag
my kids around to watch matches!

Fiona: No, it wasn’t so bad. It meant we got to see lots of interesting places. How many kids
have you got?

Hans: Three: two girls and a boy. They’re growing up fast. My eldest daughter is at
university already.

Fiona: Really? You must be very proud. My kids are still very small, so I’ve got all that to
look forward to. What does your daughter study?

Hans: English, would you believe? She wants to study in Bristol next year.

Fiona: Bristol? That’s interesting. My brother studied there. He had a wonderful time. It’s a
really nice city. I could ask him if he’s got any advice, you know, where to go, where to avoid.

Hans: Well, that would be excellent. I’d really appreciate that. You know what it’s a like to be
a parent — you never stop worrying about your kids.

Fiona: Absolutely. My son’s going on karate camp next week, his first time away from mum
and dad, and I’m really stressed about it. He’s only nine.

Hans: Karate camp? Sounds interesting. I used to do a bit of karate myself, many years ago.
Is he good at it?

Extract 3

10. What is the main example of generosity in this conversation?

11.How does Hans add a personal touch?

12.How does Fiona express gratitude? What do you think of the two techniques she uses?

Hans: So I thought we’d start with a tour of our factory, so you get a really good sense of
what we do here and what we need. I’d also like to introduce you to a few of our key people here, if
that’s OK.

Fiona: That’s great. It all helps me to get a better picture of how we can help you.

Hans: That’s what I thought. And then for lunch, I’d like to take you to one of my favourite
restaurants...a short drive out of the city.

Fiona: Oh...that would be lovely, but please don’t go to any trouble. I’d be happy with a
sandwich!

Hans: No, I wouldn’t dream of it. This project is very important to us, so we want to treat
you well! It’s a lovely restaurant, and I’ve booked my favourite table. So I hope you’re hungry!

Fiona: Well, that’s very kind of you. In that case, you must let me return the favour if ever
you visit our factory in Edinburgh.

OK, that sounds nice. Thank you.




Tect mo reme «OdopmiieHue 1e10B0ii KOPPeECITOHIEH TN

1.Which of the following answers below is an example of a salutation in a personal-
business letter?

A —Dear Sally B — Dear Mrs. Meacham C — Coach Hardin D — Mrs. Wilson

2.Which of the following situations would you use to type a personal-business letter?

A — Writing a letter to a friend you have not seen for a long time. B — Mrs Meacham
telling all the teachers about the time of a pep rally. C — You write a letter to the electric
company complaining about your electric bill. D — Writing a letter to a pen pal.

Tect no Teme «OCHOBHBIE 3TANbI IEPETOBOPOB»
1. What is a more strategic reason for questioning?
2. Why is it important to ask different types of questions to clarify and probe?
3. What techniques and strategies for the bargaining do you know?
4. What types of business negotiation outcomes do you know?

3.The enclosure notation represents: A — The writer of the letter will mail more
information at a later date. B — The writer of the letter needs you to mail them something. C —
You do not ever use

notation in a personal-business letter. D — The writer of the letter has put other
documents inside the envelope with their letter.

4.Which of the following answer choices is an example of a complimentary close in a
personal business-letter? A — See you later! B — Goodbye. C — Yours truly, D — Dear Mrs
Wilson

Task 1. Read the following texts (A and B) and answer the questions in writing..

TEXT A.

Vera is a PA to Alec Martin, Vice-President of Fortune Bank. They came to the UK to
negotiate an investment plan with their British colleagues from Lucky Investment Group. Vera
came into the conference room 15 minutes later wearing casual clothes in tearing-eye baby pink
and a heavy make-up on her face. One of the top managers of LIG said, ‘Good morning, Vera!
We are happy to see you at last. Your outfit today is fabulous!” Vera was pleased because her
efforts to impress everyone were appreciated.

Was she right? What was the real message?

TEXT B.

A group of foreign partners from a pharmaceutical firm Good Health came to France to
negotiate a deal with a French company Fault-free Packaging. All the members of the group
spoke only English and they didn’t invite anyone of the staff speaking French. Their French
partners wanted to know every detail of the background of the deal. However, none of the
foreign participants was able to give a comprehensive answer. When having lunch the Good
Health group continued to discuss the terms of the contract.

What factors shouldn’t the members of the foreign team have ignored to facilitate the
process of upcoming negotiations?

Task 2. Choose 6-10 phrases and make up situations or dialogues in which you can use
the phrases.

PHRASES YOU CAN USE DURING a NEGOTIATION

What are your views on...?

Do you have any suggestions for...?

Would you like to suggest a course of action for...?

How do you feel about...?




We think the best way is to...

We propose/recommend that...

I’d like to suggest a solution.

The most important reason for this is...

I am basing my solution on three ideas/points/reasons: Firstly... Secondly... Last
but not least...

One of the key reasons for this is...

I agree with your suggestion.

I think your proposal is acceptable.

That sounds great to us.

I have some reservations about...

Unfortunately, our position is different from yours.

I’m afraid we can’t agree on...

We might be able to work on...., if you could...

We could offer you..., if you think you can agree on...

Offering you... is the best we can do right now. However, we’d need your
approval on...

In exchange for..., would you agree to...?

Let’s look at what we decided to do.

Shall we try to sum up the main points of our discussion?

Let’s sum this up really quickly to make sure we are on the same page.

Task 3. Read the text and answer the questions.

ELEMENTS OF PRINCIPLED NEGOTIATIONS.

Principled negotiations is an approach to conflict resolution outlined in the book,
“Getting to Yes”. The book by Roger Fisher and William Ury was published in 1981 and
includes four fundamental principles of negotiations and three obstacles people might face in the
process. Principled negotiations, often referred to as creating a “win-win” deal can help you
achieve your business objectives and satisfy the other party’s expectations by taking the all-or-
nothing attitude out of the picture.

Separate People from the Problem

Emotion, communication and perception can cloud the issue being negotiated. When
negotiating, especially if you or the other person feels or perceives you are at a disadvantage,
you will react with emotions such as fear or anger. Often, lack of communication causes
negotiations to fall apart. People talk around each other or do not listen to what the other person
says. Parties engaged in negotiations should put themselves in the other person’s situation and
think of each other as partners not adversaries.

Focus on Interests

Instead of focusing on your position on a subject, which implies other views on the same
subject are inferior, “Getting to yes” suggests having discussion about common interests. If you
want a vendor to give you a volume discount, rather than focus on the percentage of the discount,
discuss whether there are other ways to save money. Perhaps the vendor can reduce freight costs
on a larger order or give you a merchandise credit. First you must identify the interests of each
party regarding the issue. Ask them why they have a particular stance. Each party has a number
of interests underlying their positions. Discuss these interests and stay focused on a solution.

Generate Options

It is important to generate plenty of options for a possible solution. To do this, it is also
important not to judge the ideas. Some people refer to this as brainstorming, which can be an
effective exercise in creativity. This activity is informal and should involve shifting your thinking



among the tasks of stating the problem, analyzing it, taking general approaches, and considering
specific actions. During the evaluation phase, start with the most promising ideas.

Use Objective Criteria

Parties should use objective criteria when strong, direct opposition is present. Develop
objective criteria that might include legal precedent, scientific studies and industry statistics. If
both sides agree to the validity of the information and see it as a standard they can agree to, then
it is objective. For instance, you might be in salary negotiations with a prospective employee
who wants $50,000 salary, but you want to pay him $40,000. If according to industry standard,
the average salary is $42,000, he might accept $44, 000.

Obstacles to a Resolution

Not all negotiations result in a solution. Power, the use of dirty tricks and refusal of the
other party to use principled negotiations all can kill a deal. When power is an issue, the weaker
party should develop a best alternative to the negotiated agreement. This acts as an alternative to
bottom-line thinking in which parties evaluate the worst possible outcome before negotiations
start. The weaker party should turn down solutions that would be worse than their best
alternative. Power in negotiations comes from the ability to walk away from the negotiations.
When the other party does not use principled negotiating, just keep at it. Do not respond to
attacks, direct them at the problem. Dirty tricks can muddy the negotiations too. Use the four
principles of principled negotiations to establish ground rules for this process.

Do you agree or disagree with the following statements? Explain why.

1.Principled negotiations approach guarantee a ‘win-win’ outcome.

2.1t is always necessary to separate people from the problem.

3. The other party will provide you with the most favourable solutions to protect your
interests.

4. You should keep in secret your most promising ideas till the closing stage of a
negotiation is reached.

5. The objective criteria should be the same for both parties.

6. You should never demonstrate power in negotiations.

Task 4. Write an email to your business partners asking for a quotation of prices for their
production. Use the phrases in the box to structure your email.

Thank you for your... Unfortunately, there seems to be misunderstanding about... Instead
of...it/there should be... Please note that... Could you please... We would prefer a quotation
including... As we expect to place regular orders, we hope... We look forward to...

Ne TemblI BOHpOCLI, BbIHOCHMbIC HA CAMOCTOATEC/IbHOC U3YUCHHUEC

Onucanve (a3pl DKOHOMHUYECKOTO IIMKJIA, B KOTOPOW HAXOMUTCS JKOHOMHKA B
1 Eacmamee BpeMsi. AHanu3 0e3yOBITOYHOCTH 3BYKO3AIHCHIBAIOIICH KOMITAHUH, COCTAaBIICHUE
paduka. Hammcanue pe3rome.

COop u mpe3eHTanus Marepuajia 00 OJHON M3 Benymmx Ou3Hec mmikoj. Hamucanwe
2 [lconpoBogutensHOro nuchma. [loaroropka k yyacturo cobeceoBaHUM, OAOOP HanOoIee 4acTo
3a/1aBacMbIX BOIIPOCOB.

Pabora ¢  nexkcmdueckuMm ~— marepuaioM  (-ware).  MHTepHeT-HCCIIeIOBaHWHE:
HHOBAIIMOHHBIC TCXHOJIOI'MH, KOMITBIOTCPHBLIC 3aKOHBI Mep(bn CoBeTbl 0 HCIOIL30BAHUIO

EOBHX KOMMYHHKATUBHBIX TEXHOJOTHI. METOMUKU IPHUBICYEHUS W COXPAHCHUS KIIACCHBIX|
MEIHATNCTOR.

«3arTaHupOBaHHOE yCTapeBaHue» On JIeMHHT W €ro pojb B Pa3BUTHH KOHIICIIINH
4 adyecTBa. lIcmosib30BaHME CHEUMAIbHOW JIEKCMKHM JUIsl BBIAEJECHHS 4YacTed Npe3CHTAluu.
OArOTOBKA U HamucaHue e-mail.

(V)]

I Tabmuupl ["anTra. CoOBETHl IO YNPaBICHHIO MPOCKTOM M nepcoHayoM. OCHOBHBIE




[kauecta yenemoro pykoBoautenst npoexra. Downshifting kak Tpenn. Hamcanue nokaza.

lkama Knayr. Mapkerunroselii ¢unstp MacnoBa. MHTepHeT-HcCIeoBaHME: Kak

6 |BaBepmnTh crenky? AHanu3 0e3yOBITOYHOCTH 3BYKO3AIKCBHIBAIOIICH KOMITAHHH, COCTaBJICHHE
Irpadrka. CrtocoObI MOBHITIICHISI CTETICHH JOSILHOCTH KIIFEHTOB.
WuTepHeT-uccnenoBanue: bootstrapping business, business angels u ux posb B
7 EI/IH&HCI/IPOB&HI/II/I CO37aBacMbIX KOoMIaHui. IIpuMepsl AesSTENBHOCTA KOMIIAHUM, HAIIPABJICHHOH
a COXpaHeHHe OKpyKaromiei cpenpl. [IpuHImmel ntn3aiiHa BeO-CTpaHHIL.
] WHaTepHeT-nccnenoBanne: extreme accounting, whistleblowers. [lpuumasl Heynad B
lonzaece. CoBeThl Mo paBMIIBHOMY 3aBepIICHUIO coOpanus. Hanmcanue npotokona coOpaHusl.
9 [TpuHIMITEL, KOTOPBIX MPUACPKUBAIOTCS CTOPOHHHKH CIPAaBEJIMBOH M CBOOOIHOH

roprosnu. KopnopatusHsiii 0aprep. Green consumers. PosieBast urpa: neperoBopsl 1o CAeJKe.

4.3.2

4.3. OneHOYHBbIE CPeACTBA IJIA MPOMEKYTOYHOM aTTeCcTAllMU.

4.3.1. ®opmMupyemblie KOMIIETEHIIUH

Kon HaunmenoBanue Kon srana | HaumeHoBanue »Tama  OCBOEHHUS
KOMIETEHIIUU | KOMITIETCHIINHI OCBOCHUS KOMIIETCHITUN
KOMITETEHITUHI
[IK -6 Cnoco6HOCTh [K -6.1 CriocoOHOCTH K aHAIIU3Y B BEIOOPY
BBIOMpAThH JIEIOBBIX JIEIIOBBIX APTHEPOB TIO CACNKAM U
MapTHEPOB, MPOBOIUTH MIPOBEICHUIO C HUMU JCJIOBBIX
C  HHMH  JICJIOBBIE MEPETOBOPOB HA HHOCTPAHHOM
MIEPETOBOPHI, SI3BIKE
3aKJII0uaTh JOTOBOpA U
KOHTPOJIMPOBATh 170
BBITMIOJTHEHUE
CnocoOHOCTh dopmupoBaHue ClIOCOOHOCTH
JIIK-1 OCYILECTBIIATh HAIK-1.5 OCYILIECTBIATH JIEJIOBYIO IIEPEIUCKY
JICTIOBBIE TIEPETOBOPHI U Ha WHOCTPAHHOM SI3bIKE, YIUTHIBAs
JIEJIOBYIO MEPENUCKY Ha 0COOCHHOCTHU CTHIIMCTUKU
WHOCTPAHHOM SI3BIKE. ouIMaIbHBIX U HEOPHUITNATHEHBIX
MUCEM, COMOKYJIbTYPHbBIE Pa3IUUMs
B (popmaTe KOppeCTOHICHIIUN

IlepeyeHbs KOMIETEHUHMH € YKa3aHHeM JTanoB MX (POPMHPOBAHHMA B Ipolecce 0CBOCHHSA
o0pa3oBarTe/ibHOI NPOrpaMMBblI

Jra IToka3aresib OLlCHUBAHUS Kpurepuii ouennBanus
n
OCBOEHHU
KOMIIeTeHI
uH
[IK -6.1 3HaHWE OCHOBHBIX IOHATHI U [IpoeMoHCTpUPOBAHBI
KPUTEpPHEB BBHIOOpA IMOCPEAHMKA IS | CIOCOOHOCTH M HaBBIKU OTOOpa
KOMMEPUYECKOr0 MPEAPUITHSL. MTOCTaBIIIMKOB u TOPTOBBIX
Ymenune AQHAJIU3UPOBATh | IOCPEIHUKOB c y4eToM
KpUTEpUn BbIOOpa JIEJIOBBIX | BO3MOKHOCTEHN BBICTpanBaHUs
HapTHEPOB. JIeIOBBIX ~ KOMMYHUKAIH B

YMeHue mpou3BOAMTH JIE€JIOBbIE | YCTHOM M MUCbMEHHOM opmax.




JTa

Iloka3zareab OLEHUBAHUA

Kpurepuii oueHnBanus

HOBBIX 3HAHMH, a TakXke C ICIbI0

MIPUMEHEHUS MTOJTYYCHHBIX 3HAHUH
ITocemaet

S3bIKEe,  OTHOCAIIMECS K
pohecCHOHABHOM IeATeTbHOCTH

MacCTep-KIacChl,
CEeMMHApbI, JIEKIUH, KOH(PEpEeHIUH Hu
JIpYyrue MepOINpUsATHs HA THOCTPAHHOM

chepe

n
OCBOCHHUSA
KOMIIETEeHI]
uu
KOMM YHHKAITHH.
HIIK-1.5 HaBreik gemoBoro oOIeHus Ha [Ipuobperen HaBBIK
WHOCTPAHHOM SI3BIKE o0meHus c JIIOIBMUA Ha
YuyacTByeT B BBICTaBKaX WU | HHOCTPAHHBIX S3bIKAX
KPYIJIBIX CTOJIaX C IEIbI0 TOTyYeHHUS Bricka3sbiBaer JINYHOE

MHEHHME U  IOAKPEIUIAET  €ro
apryMeHTaMy, B TOM 4YHCIE I
ONPOBEPXKEHUS APYTMX MHEHHI;

BKJIIOYaeTcd B AUajJor WU
JTUCKYCCHIO, UCIIOJNIb3YS
MOIXOIAIIME 1T 3TOTO SI3BIKOBEIE
cpencTBa.

CocraBnenune H
MPE3CHTAIIHS JIOKJIaJI0B Ha

MHOCTPAaHHOM SI3BbIKE; IIPOBEACHHUS
ONPOCOB U IOJY4YECHUS CBEICHUM
Ha 33JaHHYI0 TEMAaTUKy Ha
HMHOCTPAHHOM S3bIKC.

4.3.3

TumnoBsle KOHTPOJIbHBIC 3aJJaHUA WU HHBIC MaTepHUaJIbI (TI/IHOBLIe OICHOYHBIC

MarTepuaJibl), He00X0AUMBbIe /51 OLeHKU 3HAHUI, YMEeHUIl, HABBIKOB U (WJIH) ONbITA

HEATECJIbHOCTH,

XaAPAKTEePU3YIIHUX ITaNbl

¢bopmupoBanusi KommnereHnuil B

npoiecce 0CBOEHHs 06pa30BaTeIbHOI MPOrPaMMBbl




I. IlepBas yacTh IK3aMeHa

Situation: You work as the Manager of a firm producing frozen foods. An article in a
local newspaper has accused the firm of treating the workers of the factory unfairly. The
article includes comments about long working hours, very short working breaks, poor
working conditions, etc. All the comments are totally untrue.

TASK. Write a letter of between 150 and 200 words to the editor of the newspaper
saying that the article is untrue. Give a detailed account of overall working coin the firm,
which won a national award a year ago for its excellent employment record. You may
invest suitable names and addresses.

I1. Bropasi yacTh 3K3aMeHa.
1.Bompoc. Put the stages of a formal negotiation into the most logical order.

a. Party B states initial position and responds to party A’s position
b. Tying up loose ends

c. Party A states initial position

d. Trading concessions

e. Relationship-building

f. Party A asks questions to clarify party B’s position

g. Establishing a procedure

h. Clinching the deal

1. Party B asks questions to clarify party A’s position

J. Party A responds to party B’s position

2.Bonpoc.What exactly does bargaining mean? What does it involve?

Task 1. Read the following texts (A and B) and answer the questions in writing..

TEXT A.

Vera is a PA to Alec Martin, Vice-President of Fortune Bank. They came to the UK to
negotiate an investment plan with their British colleagues from Lucky Investment Group. Vera
came into the conference room 15 minutes later wearing casual clothes in tearing-eye baby pink
and a heavy make-up on her face. One of the top managers of LIG said, ‘Good morning, Vera!
We are happy to see you at last. Your outfit today is fabulous!” Vera was pleased because her
efforts to impress everyone were appreciated.

Was she right? What was the real message?

TEXT B.

A group of foreign partners from a pharmaceutical firm Good Health came to France to
negotiate a deal with a French company Fault-free Packaging. All the members of the group
spoke only English and they didn’t invite anyone of the staff speaking French. Their French
partners wanted to know every detail of the background of the deal. However, none of the
foreign participants was able to give a comprehensive answer. When having lunch the Good
Health group continued to discuss the terms of the contract.

What factors shouldn’t the members of the foreign team have ignored to facilitate the
process of upcoming negotiations?

Task 2. Choose 6-10 phrases and make up situations or dialogues in which you can use
the phrases.

PHRASES YOU CAN USE DURING a NEGOTIATION

What are your views on...?

Do you have any suggestions for...?

Would you like to suggest a course of action for...?




How do you feel about...?

We think the best way is to...

We propose/recommend that...

I’d like to suggest a solution.

The most important reason for this is...

I am basing my solution on three ideas/points/reasons:
Firstly... Secondly... Last but not least...

One of the key reasons for this is...

| agree with your suggestion.

| think your proposal is acceptable.

That sounds great to us.

I have some reservations about...

Unfortunately, our position is different from yours.

I’'m afraid we can’t agree on...

We might be able to work on...., if you could...

We could offer you..., if you think you can agree on...

Offering you... is the best we can do right now. However, we’d
need your approval on...

In exchange for..., would you agree to...?

Let’s look at what we decided to do.

Shall we try to sum up the main points of our discussion?

Let’s sum this up really quickly to make sure we are on the
same page.

Task 3. Read the text and answer the questions.

ELEMENTS OF PRINCIPLED NEGOTIATIONS.

Principled negotiations is an approach to conflict resolution outlined in the book,
“Getting to Yes”. The book by Roger Fisher and William Ury was published in 1981 and
includes four fundamental principles of negotiations and three obstacles people might face in the
process. Principled negotiations, often referred to as creating a “win-win” deal can help you
achieve your business objectives and satisfy the other party’s expectations by taking the all-or-
nothing attitude out of the picture.

Separate People from the Problem

Emotion, communication and perception can cloud the issue being negotiated. When
negotiating, especially if you or the other person feels or perceives you are at a disadvantage,
you will react with emotions such as fear or anger. Often, lack of communication causes
negotiations to fall apart. People talk around each other or do not listen to what the other person
says. Parties engaged in negotiations should put themselves in the other person’s situation and
think of each other as partners not adversaries.

Focus on Interests

Instead of focusing on your position on a subject, which implies other views on the same
subject are inferior, “Getting to yes” suggests having discussion about common interests. If you
want a vendor to give you a volume discount, rather than focus on the percentage of the discount,
discuss whether there are other ways to save money. Perhaps the vendor can reduce freight costs
on a larger order or give you a merchandise credit. First you must identify the interests of each
party regarding the issue. Ask them why they have a particular stance. Each party has a number
of interests underlying their positions. Discuss these interests and stay focused on a solution.

Generate Options



It is important to generate plenty of options for a possible solution. To do this, it is also
important not to judge the ideas. Some people refer to this as brainstorming, which can be an
effective exercise in creativity. This activity is informal and should involve shifting your thinking
among the tasks of stating the problem, analyzing it, taking general approaches, and considering
specific actions. During the evaluation phase, start with the most promising ideas.

Use Objective Criteria

Parties should use objective criteria when strong, direct opposition is present. Develop
objective criteria that might include legal precedent, scientific studies and industry statistics. If
both sides agree to the validity of the information and see it as a standard they can agree to, then
it is objective. For instance, you might be in salary negotiations with a prospective employee
who wants $50,000 salary, but you want to pay him $40,000. If according to industry standard,
the average salary is $42,000, he might accept $44, 000.

Obstacles to a Resolution

Not all negotiations result in a solution. Power, the use of dirty tricks and refusal of the
other party to use principled negotiations all can kill a deal. When power is an issue, the weaker
party should develop a best alternative to the negotiated agreement. This acts as an alternative to
bottom-line thinking in which parties evaluate the worst possible outcome before negotiations
start. The weaker party should turn down solutions that would be worse than their best
alternative. Power in negotiations comes from the ability to walk away from the negotiations.
When the other party does not use principled negotiating, just keep at it. Do not respond to
attacks, direct them at the problem. Dirty tricks can muddy the negotiations too. Use the four
principles of principled negotiations to establish ground rules for this process.

Do you agree or disagree with the following statements? Explain why.

1.Principled negotiations approach guarantee a ‘win-win’ outcome.

2.1t is always necessary to separate people from the problem.

3. The other party will provide you with the most favourable solutions to protect your
interests.

4. You should keep in secret your most promising ideas till the closing stage of a
negotiation is reached.

5. The objective criteria should be the same for both parties.

6. You should never demonstrate power in negotiations.

Task 4. Write an email to your business partners asking for a quotation of prices for their
production. Use the phrases in the box to structure your email.

Thank you for your... Unfortunately, there seems to be misunderstanding
about... Instead of...it/there should be... Please note that... Could you please...
We would prefer a quotation including... As we expect to place regular orders,
we hope... We look forward to...

IIxana oneHuBaHuA

Bbajiabl Onenka
(pedTUHTOBOM TpeOoBaHMsI K 3HAHUAM
OLICHKH)




100-85

5, «omauynoy

O1neHKa «OTIMYHO» BBICTABIISETCA CTYAEHTY, ECIIH
UM NIPOAEMOHCTPUPOBAHBI CIOCOOHOCTH U
HaBBIKA 0TOOPA MOCTABUIMKOB U MOCTABILINKOB U
TOPTOBBIX IIOCPEAHHUKOB C Y4€TOM BO3MOKHOCTEHN
BBICTPAUBaHUs JEJIOBbIX KOMMYHUKALIUNA B YCTHON
Y TUCBMEHHOU (hopmax.

IIponeMoHCTpUpPOBAHO 3HAHUE!

- TpeOOBaHMM, TPEIBABIIEMBIX K O(POPMIICHHUIO
Pa3IMYHBIX BUJOB JI€JI0BOM KOPPECIIOHAECHLINN;

- HaAIMOHAIBHBIX OCOOEHHOCTEH coJep)KaHus,
CTPYKTYpPBl M CTWJISI Pa3IMYHBIX BHUJIOB JIE€JI0BOI
KOPPECIIOHICHIINH;

- c10Cc00 BBIPAKEHUS PA3THUHBIX
KOMMYHHMKAaTHBHBIX HAMEPECHHH.
IIponemMoHCTpUpPOBaHO YMEHUE:!

- 0o(hopMIIATE pa3InYHbIE BU/IbI KOPPECTIOHACHIIUN
(Havaso, OCHOBHAS YacCTh, 3aKIIOUYCHHE);

- CTPYKTypHpOBaTb M aJCKBAaTHO U3Jararb
COJIEpYKaHUE JI€JI0BOTO IOKYMEHTA;

- WCHOJb30BaThb  aJeKBaTHble  (pa3bl A
BBIPQXEHMSI  PA3IUYHBIX  KOMMYHUKATHUBHBIX
HaMEPEHUH B PAa3HBIX BUAaX KOPPECIOHICHINY;

- coOmomath O(UUMANbHBIA, HEUTPaJIbHBIN U
HeO(UIMANbHBIH  CTWIM  pa3lMYHBIX  BHUJOB
JIETIOBOM KOPPECTIOHACHIIUH.

- HalKcaTh aHKETY, JIeJI0BbIE U He(hopMaJIbHbIE
NMCHbMa, 3JIEKTPOHHBIE COOOIIEHUS, OTYET,
OM3HEC-TUIaH.

84-70

4, «xopowior

OrneHka «XOpoIIo» BBICTABIISIETCS CTYACHTY, €CIIU
OH TBEPJIO 3HAET MaTepuall, TPaMOTHO U IO
CYLIECTBY U3JIaraeT €ro, He 10IycKasl
CYILIECTBEHHBIX HETOYHOCTEHN B OTBETE HA BOIIPOC,
IPABWJIBHO NPUMEHSET TEOPETUUECKUE
MIOJIO>KEHHUS TIPU PELICHUH NTPAKTUYECKUX
BOIIPOCOB M 33]1ay, BJaJIeeT HEOOXOAUMBIMU
HAaBBIKAMH U IPUEMAMH UX BBINOJIHEHUSI.
Y4eOHble TOCTHXKEHUS B CEMECTPOBBIN MEPHOA U
pe3ynbTaThl PyOeKHOTO KOHTPOJIS
JEMOHCTPHUPYIOT XOPOLIYIO CTENEHb OBJIAJICHUS
IPOrpaMMHBIM MaTEpUAJIOM.

69-50

3,

«y0081emEopPUMENbHO »

OreHKa «yIOBIETBOPUTEIILHO)» BBICTABIACTCS
CTYACHTY, €CJIM OH UMCCT 3HAHUS TOJILKO
OCHOBHOT'O MaTepuaiia, HO He YCBOHII €T0
I[eTaHeﬁ, AO0IYCKACT HCTOYHOCTHU, HCAOCTATOYHO
npaBUIbHBIC (OPMYITUPOBKH, HAPYIICHUS
JIOTHYECKOU IIOCJIEA0OBATCIBbHOCTH B U3JI0KCHUU
POTPaMMHOTO MaTepraa, UCIbITHIBACT
3aTPYAHEHUS [IPU BBIIIOTHEHUH IIPAKTUYECKUX
pabor.

Y4eOHble TOCTHXKEHUS B CEMECTPOBBIN MEPHOA U
pe3ynbTaThl PyOeKHOTO KOHTPOJIS
JIEMOHCTPUPYIOT JOCTATOYHYIO




(YIOBIIETBOPUTENBHYIO) CTETICHb OBJIAJICHUS
IIPOTrPaMMHBIM MaTE€pUaJIOM.

— | OLeHKa «HEYOBIETBOPUTENBHO» BBICTABISAETCS
CTYJIEHTY, KOTOPBI HE 3HAET 3HAYUTEIBHON YacCTH
IIPOrpaMMHOTI0 MaTrepuania, JJ0myCKaeT
CYIIECTBEHHBIE OIIMOKH, HEYBEPEHHO, C
00JIBIIMMU 3aTPYTHEHUSIMH BBITIOTHSIET
npakTuaeckue padotsl. Kak nmpaBuiio, oneHka

2, «HEYIOBJIETBOPUTEIBHOY» CTABUTCS CTYACHTAM,
KOTOpPBIE HE MOT'YT MPOJOJDKUTH 00ydeHue 6e3
«HEy00811emeopumenbHo» | JOTOIHUTENbHBIX 3aHITHH M0 COOTBETCTBYIOIIEH
JUCLUIUINHE.

— | YueGHble JOCTHKEHHS B CEMECTPOBBIN IEPUOT U
pe3yNIbTaThl PyOEKHOTO KOHTPOJIS
JEMOHCTPUPYIOT ~ HEBBICOKYIO CTEIIEHb
OBJIAZICHMSI IPOTPAMMHBIM MaTe€pHaIoM 110
MHUHUMAaJIbHOW IIJIAaHKE.

meHee 50
OaJu10B

4.4. Meroanueckne MaTepuaJIbl

3aHgaTHs 10 JUCHUIUIMHE TMPEACTABIICHBI CICAYIOIMMU BUIAMU pa60T1>1: JICKIINH,
MPAaKTUYECKHE 3aHATHS U CAaMOCTOsTeNIbHAs paboTa CTY/ICHTOB.

Ha MPAKTUYCCKHUX 3aHATUAX CTYIACHTBI H3Yy4aroT ACJIOBBIX KOMMYHI/IKaHI/Iﬁ Ha
MHOCTPAHHOM SI3bIKE; MPUOOPETAIOT HABBIKM MYOJMYHOTO BBICTYIUIEHUS W JIUCKYCCHH Ha
HHOCTPAHHOM S3BIKE.

B pamkax camocTosTenbHON pabOTBl CTYAEHTHI TOTOBATCA K CEMHHAPCKUM 3aHATHAM,
OCYHIECTBIISIOT IOATOTOBKY K IIPOMEXKYTOYHOM aTTeCTaI|y.

Tekymias arrectanust Mo AUCHUILUIMHE HPOBOAUTCSA B (opMe Onpoca M KOHTPOIBHBIX
MEPOIPUITHIA 10 OLIEHWBAHUIO (PAKTHUECKHX pe3yJIbTaTOB OOyYeHHUS CTYAEHTOB u
OCYILECTBIISIETCS BEIYLIUM IPENoJaBaTesieM.

OObeKkTamMu OIICHUBAHUS BBICTYIIAIOT:

- y4yeOHas AMCUMIUIMHA (AKTUBHOCTb Ha 3aHATUSAX, CBOEBPEMEHHOCTbH BBINOJHEHHS
Pa3IMYHBIX BUJIOB 33JIaHUM, TTOCENIAEMOCTh BCEX BUIOB 3aHATHH 11O aTTECTYEMOU JAUCITUIUIMHE);

- CTENEeHb YCBOCHHSI TECOPETUYECKUX 3HAHUIA;

- YPOBCHb OBJIaICHUA MPAKTHUYCCKUMHU YMCHUAMU U HABBIKaMHU 11O BCEM BHaM yqe6H0171
paboTsI;

- pe3yabTaThl CAMOCTOSTEIIEHON pabOoThI

AKTUBHOCTh CTYJEHTAa IO JUCIUIUIMHE OLIEHUBAETCSd IO €ro BBICTYIUICHUSAM Ha
MPAKTUYCCKUX 3aHATUAX.

OHGHI/IBaHI/Ie pa6OTI)I CTyACHTAa Ha CCMHUHAPCKUX 3aHATHUAX OCYHICCTBIACTCA 110
CIIEIYIOIUM KPUTEPUSM:

«OTIMYHO» — AaKTHBHOE Yyd4acThe B OOCYXJCHHH Tpo0ieM KaxIoro ceMuHapa,
CaMOCTOSITENIbHOCTh OTBETOB, CBOOOIHOE BIIAZICHUE MATEpUAJIOM, TIOJIHbIE U apryMEHTHPOBAaHHbIE
OTBEThl Ha BONPOCHl CEMMHApa, y4YacTHE€ B MIUCKYCCUSX, TBEPAOE 3HAHHUE JIEKI[MOHHOTO
Mmarepuaia, 00sf3aTeIbHOM M PEKOMEHJOBAaHHOW JONOJIHUTENIBHOW JMTEPaTypbl, perysspHas
ITOCEIAEMOCTh 3aHATUMH.

«Xopomo» — HENOCTAaTOYHO IIOJHOE pACKPBITUE HEKOTOPBIX BOIPOCOB TEMBI,
HE3HAUUTEIbHBIE OMMOKKA B (DOPMYIMPOBKE KATETOPHIA W TMOHATHH, MEHBIIAs aKTUBHOCTh Ha
CEMHHAapax, HEMOJHOE 3HAHKUE JOTIOJIHUTENBHOM JINTEPATYPBI, XOPOIlIask IOCEIIAEMOCTb.

((YILOBJ'IGTBOPI/ITGJ'II)HO» — OTBCThI Ha CEMHHApax OTpaXarOoT B LECJIOM INOHMMAHUC TCMBI,
3HAaHHE COJAEP’KAHUS OCHOBHBIX KaTe€ropuil M NOHATHMN, 3HAKOMCTBO C JIEKIIMOHHBIM MaTepHaioM




U PEKOMEHJOBAHHOW OCHOBHOM JHTEpaTypoil, HEJOCTAaTOYHAs AaKTUBHOCTh Ha 3aHSITHSX,
OCTaBJISFOINAS JKENIATh JTYUIIETO MOCEeIAaeMOCTh.

«HeynoBneTBOpUTENEHO» — IMACCUBHOCTh HAa CEMHHApax, 4YacTas HErOTOBHOCTh IPHU
OTBE€TaxX Ha BOIIPOCHI, IIOXad IMOCEHIACMOCTb, OTCYTCTBHC Ka4YCCTB, YKAa3aHHBIX BbIIIC, IJIA
MOJTy4eHHUs1 60Jiee BBICOKHX OLIEHOK.

KpOMe TOT0, OUCHUBAHNEC CTYACHTA ITPOBOJAUTCA HA KOHTpOJ'IBHOI\/'I HEAECIIC B COOTBETCTBUU
C pacrmopspkeHHeM IpopekTopa 1o y4yeOHoil pabore. OleHHMBaHHE CTyAEHTa Ha KOHTPOJIBbHOM
HeJlele TPOBOAMTCS TPETIo/IaBaTeIieM HEe3aBUCHMO OT HAIWYHS WA OTCYTCTBHSI CTyneHTa (10
YBOKUTEIHHOW WU HEYBOKUTEIBbHON mNpuunHe) Ha 3aHATUU. OIlleHKa HOCHUT KOMILUIEKCHBIH
XapaKTEp U YUUTHIBACT NJOCTUIKCHUSA CTYyACHTA IO OCHOBHBIM KOMITIOHCHTaAM yqe6Horo mpounecca
3a TeKYILUU IEPUOLL.

OneHnBaHWe CTyIGHTa Ha 3aHATUSX OCYHIECTBISIETCS C HCIOJIB30BaHUEM OayTbHO-
pelTuHroBO# cucteMbl. OLEeHMBAHUE CTYJCHTA HAa KOHTPOJIBHON HE/lele TakKe OCYILECTBIIACTCS
110 63JIHBHO-pGﬁTHHFOBOI>i CUCTEME C BBICTABJICHUCEM OICHOK B BEAOMOCTH W YKa3aHUEM
KOITMYECTBA MPOIYIIEHHBIX 3aHATHH.

CrymeHT nomyckaeTcs K NPOMEXKYTOYHOM arTecTalid MO JUCIHIUIMHE B Cliydae
BBHITIOJTHEHHUSI UM BCEX 3aJIaHUN U MEPONPUATUHN, TPETYCMOTPEHHBIX MPOTPAMMON TUCITUILTAHBI
(mo ¢opmam Tekymiero KoHTpossi). B ciyuae Hammuus ydeOHOHM 3a0JDKEHHOCTH CTYICHT
oTpabaThiBaeT NPOIMYIIEHHbIE 3aHATHS B COOTBETCTBMM ¢ TpeOoBaHMsAMH. OIEHKa CTyAeHTa
HOCHT KOMIUIEKCHBII XapakTep, SBISETCS OaJUTbHOM U OTIPEeNIeTCs ero:

- OTBETOM Ha K3aMEH€;

- Y4eOHBIMH TIOCTHKEHUSMU B CEMECTPOBBIN MEPUO/I.

Kpumepuu oyenuganua ycmnozo onpoca

Pa3zBepHyTHIf OTBET CTyAeHTa JODKEH NPEACTaBIATh COOOH CBSA3HOE, JIOTMYECKH
MOCJIEZIOBATENIbHOE COOOIEHHE Ha 3a/laHHyI0 TeMy, MOKa3blBaTh €ro yMEHHE MPUMEHSThH
oIpeeNIeH s, PaBuUja B KOHKPETHBIX CIydasX.

Kputepuu onieHHBaHUS BKIIIOYAIOT B ceOsi:

1) MONHOTY W MPaBUIIBHOCTH OTBETA;

2) cTenieHb 0OCO3HAHHOCTH, TOHUMAHUS N3Y4YE€HHOTO;

3) s13pIKOBOE O(OpMIIEHHE OTBETA.

OneHka «OTIMYHO» CTaBUTCS, €CIM CTYJEHT IOJHO H3JaraeT Marepuai (OTBEYaeT Ha
BOIPOC), JAaeT MpPaBUIbHOE OIpENeIeHue OCHOBHBIX IOHSATHH; OOHApy)KHMBAaeT MOHHUMAaHUE
marepuaiia, MOXKET 000CHOBaTL CBOH CYXKACHUA, NIPUMCHUTb 3HAHHWA Ha IPAKTUKE, IMPUBCCTU
HEOOXOMMBbIE TMPHUMEPHl HE TOJBKO W3 Y4YeOHHKA, HO M CAMOCTOSTEIBHO COCTABIICHHBIC,
u3JIaraeT MaTepuall Mocyie0BaTeIbHO U MPABUIBHO C TOUKH 3PEHUS HOPM JINTEPATYPHOTO S3bIKA.

OneHka «XOpOLIO» CTaBUTCS, €CJIU CTYAEHT JAaeT OTBET, YNOBJIETBOPSIOLUIMM TEM Ke
TpeOOBaHUSAM, YTO W JJIS OLICHKU «OTIMYHO», HO JOIMYyCKaeT 1—2 OomuOKH, KOTOpPBhIE cCaM JKe
UCTIpABIISET, U 1—2 HejoueTa B MOCIEA0BATEIbHOCTH U SI3bIKOBOM O(OPMIICHHH U3J1araeMoro.

OneHka «yHOBIETBOPUTENBHO» CTaBUTCS, €CIM CTYIEHT OOHAapyXHBAaeT 3HAaHHE H
MIOHMMaHHE OCHOBHBIX MTOJIOKEHUH TaHHON TeMBbI, HOT M3JIaraeT MaTepuall HEMOIHO U JOMYyCKaeT
HCTOYHOCTU B OHNPCACICHHUN HOHSATHHA WU (bOpMy.]'IHpOBKe ImpaBujI; HEC YMECT IOCTATOYHO
IIyOOKO M JI0Ka3aTeabHO OOOCHOBAaTh CBOM CYXKAEHUS U TPUBECTH CBOM MPUMEPHI; M3JIaraer
MaTepHaj HEMoCIeI0BaTENIbHO U JOIMYCKAET OIUOKH B A3BIKOBOM O(OPMIIEHUHU H3J1araeMoro.

OrneHka «HEYIOBIETBOPUTEIBHO)» CTaBUTCS, €CJIM CTYIEHT OOHApy)KMBaeT HE3HaHUE
Oonblllell 4YacTHM COOTBETCTBYIOIIETO BOIpOCa, JOMyckaeT oOmHOKH B  (HOpMyIupoBKe
OIpeleNIeHN M TpPaBUJ, HCKaKAIOIIME MX CMBICH, OECHOpsIOYHO M HEYBEpEeHHO H3Jaraet
Matepuan. OueHka «2» OTMeuyaeT TaKhe HEJOCTAaTKH B IIOATOTOBKE, KOTOpBIE SBIISIOTCA
CEPbE3HBIM IMIPEMSITCTBUEM K YCIEIIHOMY OBJIAJICHUIO MOCIEAYOIIMM MAaTEPUATIOM.

5. Meroauveckune ykazaHus AJs 00y4alOIIUXCHA M0 OCBOCHHIO IMCHMILINHBI



Ilooeomoska K npakmuyeckum 3aHAmusam.:

— BHHMMATEJIBHO IPOYHUTANTE MaTepuai JICKIUN OTHOCALLIUXCS K JAHHOMY
CEMMHAPCKOMY 3aHATHIO, 03HAKOMBTEChH C YU€OHBIM MaTepHaioM IO y4YEeOHUKY U
y4eOHBIM TTOCOOUSIM;

—  BBIIIMIIUTE OCHOBHBIE TEPMUHBI;

— OTBETHTE Ha KOHTPOJBHBIE BOIPOCHI [0 CEMUHAPCKUM 3aHITHUSAM, TOTOBBTECH JaTh
pa3BEPHYTHIN OTBET HA KaXK/IbIid U3 BOIIPOCOB;

— YyACHUTE, Kakue y4eOHbIE 2JIEMEHThI OCTAIKCh JUIsl BAC HESICHBIMU U TIOCTapalTeCh
MOJTyYUTh Ha HUX OTBET 3apaHee (10 CEMHUHAPCKOTO 3aHATHS) BO BpEeMs TEKYIIUX
KOHCYJIbTAallMI MpernoiaBaTeis;

— TOTOBUTHCS MOKHO MHAMBUIYAIbHO, TAPAMH WK B COCTaBE MAJION TPYIIIbL,
nocieHue SBISOTCS 3 (HEeKTUBHBIMU (popMamMu paboThI,

— paboyas mporpaMma IUCIUIUIAHEI B YaCTH IIEJIeH, IEPEUHI0 3HAHUH, YMECHHH,
TEPMUHOB U Y4€OHBIX BOIPOCOB MOXKET OBITh HCIOIb30BaHA BaMU B KaueCTBE
OpUEHTHpA B OpraHU3ali 00ydEHUS.

Bonpoce! a1 camonpoBepku
1. Onucanue ¢a3bl SKOHOMHUYECKOTO IHKIIA, B KOTOPO HAXOIUTCSI IKOHOMUKA B HACTOSAIIICE
BpeMsl.
2. Cioco6b! huHaHCHPOBaHUS OM3HEC-00pa30BaHUS.
3. IHHOBaIIMOHHBIE TEXHOJIOTMH, KOMITbIOTepHBIC 3ak0OHBI Mepdu. CoBeThI 1o
WCII0JIb30BAaHUIO HOBBIX KOMMYHUKATUBHBIX TEXHOJIOTHM.
4. «3arutanupoBaHHOE ycTapeBaHue» 1 JIeMUHT U ero poiib B pa3BUTHH KOHILIETIIIUN
Ka4yecTBa.
5. Tabmurel 'anTTa. COBETHI 1O YIPABICHUIO MPOEKTOM M niepcoHaioM. OCHOBHBIE KayeCTBa
YCHEIIHOTO PYKOBOAUTEIS ITPOCKTA.
6. llIxana Knayr. MapkerunroBsiii priibTp Maciosa.
7. llpuHuurel 1u3aiiHa BeO-CTpaHMUII.
8. CoBeTbl 1O MPABUIIBHOMY 3aBEPIICHUIO COOpaHUSI.
9. [IpUHIHUIIBI, KOTOPBIX MPHUICPKUBAIOTCS CTOPOHHHUKH CIIPABEIIIUBOM U CBOOOIHOM
TOPTOBJIH.
10. KopriopaTtuBHsIii 6aprep.

Ilooeomoska k_sx3ameny. K sk3ameHy HEOOXOAMMO TOTOBHUTHCS IIE€JICHAINIPABICHHO,
PETYISIPHO, CHCTEMAaTHYeCKH U C TMEPBBIX AHEHW 0OydeHUsS MO JaHHOU nucruruinHe. [lombITKu
OCBOMTH JUCIMIUIMHY B TIEPHUO]] 3a4€THO-IK3aMEHAIIMOHHON CECCHH, KaK MPaBUJIO, MTOKA3bIBAIOT
HE CIIMIIKOM YAOBJIETBOPUTEIbHBIE pE3ylbTaThl. B camMoMmM Hauane wu3y4yeHus ydeOHOM
JTUCITUTITMHBI IO3HAKOMBTECH CO CICAYIONICH YI4eOHO-METOMNYECKON TOKYMEHTAIIUCH:

- MPOrPaMMO TUCIUTUIHHEI;

- HepequM 3HaHHfI nu YMGHHﬁ, KOTOpI)IMI/I CTYI[CHT JOJI2KCH BJIAJICTD,

- TEMATUYCCKUMMU IIJIaHAMHA HCKHHﬁ, CCMI/IHapCKI/IX 3aH$ITI/II>'I;

- KOHTPOJIBHBIMH MEPOIPHUSATUIMH,

- y4eOHUKOM, YIEOHBIMH ITOCOOUSIMH T10 TUCIUIUIMHE, & TAK)KE AIEKTPOHHBIMU
pecypcamu;

- TEPEYHEM BOIIPOCOB K HK3aMEHY.

[Tocne sToro y Bac OOMKHO c(opMHpOBaThCA YETKOE MpeAcTaBlieHHME 00 o0beMe U
XapakTepe 3HAaHUW M YMEHHUH, KOTOpbHIMM Haao OyaeT oOBJaieTh MO JUCUUILIMHE.
CucremaTuyeckoe BBIMOJHEHHWE Y4eOHOW paldoThl Ha JEKIUSAX U MPAKTHYECKUX 3aHATHUSIX
MO3BOJIUT YCIIEITHO OCBOUThH TUCHUILIMHY M CO3/1aTh XOPOITYyI0 0a3y /s CIauM K3aMEHa.



OOyueHue Il C OrpaHUYEHHBIMU BO3MOKHOCTSMU 3/I0POBbSI OCYIIECTBIISIETCS C YIETOM
WH/IMBUAYAITBHBIX TICUXO(U3NIECKIX OCOOCHHOCTEH, a Il MHBAINIOB TaK)KE B COOTBETCTBUH C
WMHIMBUAYAIBHOM TMporpaMMmoi peaOuauTanuyd WHBanuAa. s JMIl ¢ HapylIeHHeM cllyxa
BO3MOJKHO TpeJocTaBieHne MHGOPMAIMN BU3YaJIbHO (KpaTKUil KOHCHEKT JEKIUil, OCHOBHAs U
JIOTIOJIHUTENbHAS JIUTEPaTypa), Ha JIEKUMOHHBIX M TMPAKTHYECKUX 3aHATHIX JOIMYCKAeTCs
MIPUCYTCTBUE ACCUCTEHTA.

OneHka 3HaHUM CTYJEHTOB Ha MPAKTUYECKHX 3aHATHSAX OCYILECTBIISIETCS Ha OCHOBE
MUCHMEHHBIX KOHCIIEKTOB OTBETOB Ha BOMPOCHI, NMHUCHMEHHO BBIOJHEHHBIX MPAKTHYECKHX
3ajaHuid. JIoKJax Tak jke MOXKeT OBbITh NMpelocTaBIeH B MUCbMEHHON Gopme (B BHIE pedepara),
IIPHU 3TOM TPeOOBAHUSA K COJIEP>KAHUIO OCTAIOTCSA TEMU XKe, a TpeOOBaHUS K KAYECTBY U3IIOKEHUS
Marepuaia (MOHITHOCTb, Ka9YeCTBO PEUH, B3aUMOJICHCTBUE C ayTUTOPUEH U T. 1) 3aMEHSIOTCS Ha
COOTBETCTBYIOIIME TpEOOBaHMS, TIPENBSIBIIEMbIE K THChMEHHBIM paboTaM (Ka4ecTBO
oopmiieHHsT TeKkCcTa W CIUCKAa JUTEpPaTypbl, TPaMOTHOCTb, HAJIMYUE WIUTIOCTPALMOHHBIX
MaTepHaJIOB U T.1.).

[IpomesxyTouHast aTTecTanys JUIsl UL ¢ HApyIIEeHUSMH CJIyXa MPOBOAUTCS B MUCbMEHHOMN
dbopMe, TIpU ITOM HCHOIB3YIOTCS 001IMe KpuTepuu oueHnBaHus. [Ipu HeoOxomumocTH, BpeMs
MIOJITOTOBKH MOKET OBITh YBEJIINYEHO.

Jng 1w ¢ HapylIeHHeM 3peHHUsl JIONYyCKaeTcs aylualbHOe MPEeJOCTaBIICHUE
MHpOpPMALIMK, a TakXe MCIOJIb30BAHUE HA JIEKIUSAX 3BYKO3AIMCHIBAIOIIUX YCTPOWCTB.
JlomyckaeTcsi TPUCYTCTBHE HA 3aHATHUAX ACCHCTEHTA, OKa3bIBAIOIIETO  OOy4JaroUIUMCs
HEOOXOIMMYIO TEXHHUYECKYI0 MmoMollb. OneHka 3HaHUN CTYIEHTOB Ha CEMHHAPCKUX 3aHATHIX
OCYIIIECTBIISIETCS B YCTHOM (popMe (KaK OTBETHI Ha BOMPOCHI, TAK U MPAKTUUECKUE 3aTaHUS).

[IpomexyTouHast arrecTanus IS JUI ¢ HApYIIEHUEM 3pEHHs MPOBOJUTCS YCTHO, NPH
3TOM TEKCT 3aJaHHuil TMpeaocTaBisercss B (opMe aJanTUPOBAHHON A JIUI C HapylIEHUEM
3peHus (YKpyInHEHHbIH mpuT), MpH OI[EHKE UCTIONb3YIOTCS 00IIue KpUTepuu oleHuBanus. [lpu
HEOOXOIMMOCTH, BPEMSI TTIOITOTOBKU MOXKET OBITH YBEITHYCHO.

Jluna ¢ HapymeHUsMHM OIOpPHO-IBUIaTeIbHOIO ammapara He HYXAATCS B OCOOBIX
dbopMmax mpenocTaBieHus yueOHbIX MaTrepuanoB. OJHAKO, C yUETOM COCTOSHHS 3A0POBbS YacTb
3aHATHI MOXKET ObITh pealn30BaHa AUCTAHIMOHHO (Ipu nomomuu cetu «MuTepHer»). Tak, npu
HEBO3MOYKHOCTHU TMOCEUICHHSI JIEKIIMOHHOTO 3aHSTHUSI CTYJEHT MOXXET BOCIOJIb30BaThCSI KPATKUM
KOHCIIEKTOM JIeKIMH. IIpy HEBO3MOXXKHOCTH MOCEUICHHS MPAKTUYECKOTO 3aHATUS CTYICHT
JOJDKEH TIPEAOCTaBUTh MICHMEHHBIN KOHCIIEKT OTBETOB Ha BOMPOCHI, TUCHMEHHO BHITOJIHEHHOE
npakTudeckoe 3ananue. Jlokiaa Tak jke MOXKeT ObITh NMpeloCTaBieH B MUCHbMEHHOH ¢Gopme (B
BHJIe pedepaTa), MpU STOM TPEOOBAHUS K COACPKAHUIO OCTAIOTCS TEMHU XKe, a TPeOOBaHUS K
KauecTBY U3JI0KEHUs MaTepuasia (MOHATHOCTh, KaYeCTBO PeyuH, B3aUMOACHCTBHE C ayTUTOpuei 1
T. 1) 3aMEHSIOTCSA Ha COOTBETCTBYIOIIME TpeOOBaHUS, PEAbSIBIIEMbIE K MUCbMEHHBIM paboTam
(kagyecTBO  oopMIIEHHS ~TEKCTa W  CIUCKa  JIUTEparypbl, TIPaMOTHOCTb, HaJU4YUe
WUTIOCTPAIIMOHHBIX MaTepUANIOB U T.1I.).

[IpomerxyTouHas arTecTanus s JIML ¢ HApyLIIeHUSAMHU OTOPHO-JBUTaTEeIbLHOIO anmapara
MIPOBOJIUTCS Ha OOIIMX OCHOBAHUSX, IPU HEOOXOIUMOCTH MPOIeypa MOXKET ObITh pealn30BaHa
JMCTAHIIMOHHO (HampuMep, Ipu oMol nporpammsl Skype). /it 3TOro mo A0roBOpeHHOCTH €
MIPEro/iaBaTesieM CTYIEHT B ONpEAEIEHHOE BpeMS BBIXOAUT Ha CBA3b JUIsl IPOBEICHUS
Ipoleaypsl 3K3aMeHa. B TakoM cityyae BOMPOCH! U MPaKTHYECKOE 3a/laHie BBHIOMPAIOTCS CaMUM
MIPETOIaBaATENIEM.

6. OcHOBHAs1 M 1ONOJITHUTE/IbHAsI y4eOHAasl JIuTepaTypa, Heo0XoauMas JJ1si 0OCBOCHHUS
AMCUMILIMHBL  (MOayJisi), pecypcbl HH(POPMAIMOHHO-TEJIEKOMMYHUKAUMOHHOH  CeTH
"UHTepHer", BKJIKWYAsS  NepeYyeHb  Yy4eOHO-METOAMYECKOro  oOecnedeHus:  JJs
CaMOCTOSATEJIbHOI padoThl 00y4alOUIUXCS 10 AUCHMILIMHE



6.1. OcHOBHas JUTEpaTypa.

1. Tlomos E.b. MHOCTpaHHBIN S3BIK IS IETTOBOTO OOIICHMS. AHTIMICKUN s3bIK. By3oBckoe
oOpazoBanue. 2013. http://www.iprbookshop.ru/16673

2. Hosocénos M.H. [lenoBoi aHrmuicKkuil A3bIK. IlepMckuii rocyiapcTBEHHBIM T'yMaHUTAPHO-
nefarorunyeckuil yausepcurer, 2014. www.iprbookshop.ru/32034

3. CnenoBuu B.C. [lenoBoii anrmmiickuii s36lk = Business English. TerpaCucremc, 2012.
http://www.iprbookshop.ru/28070

4. Roger Fisher. Getting to Yes: Negotiating Agreement without Giving in. New York. Penguin
Books, 2011.

5. Deborah M. Kolb and Jessica L. Porter. Negotiating at work: Turn Small Wins into Big
Gains. Jossly-Bass. San-Francisco, 2015

6. Jeswald W. Salacuse. The Global Negotiator: Making, Managing and Mending Deals
Around the World in the Twenty-First Century. St. Martin’s Press. London. Macmillan, 2015

7. In Company 3.0. Supply Chain Management. Student’s Book Pack by John Allison and
Jeremy Townend. First edition 2017

8. Business Benchmark. Advanced. Student’s Book by Guy Brook-Hart .CUP Ninth edition
2012

9. The Business 2.0. B2 upper intermediate. Student’s Book by John Allison and Jeremy
Townend . Macmillan. Second edition published 2013

10. Longman Business Correspondence 2016

6.2. JlomosiHUTENbHAS TUTEPATYPA.

1. benpunxkas JI.B. [lenoBoit anrnuiickuii si361k = English for Business Studies. TerpaCuctemc,
2014. http://www.iprbookshop.ru/

2. [IlerpouenkoB A.B. Business English Basic Words: anrmo-pycckuil y4eOHBIN cloBaphb
0a30BOI1 JIEKCUKH JCIIOBOTO aHTIIMICKOTO si3bIKa. - M.: JloOpast kuura, 2007.

4. TIlerpouenkoB A.B. Business English for Special purposes: anrmo-pycckuii yueOHBII

CJIOBaph CIIEMAILHOM JEJIOBOH JIEKCHKHU. - M., JloOpas kaura, 2007.

Guy Book-Hart. Business Benchmark Upper-intermediate.

Bill Mascull. Business Vocabulary in Use Intermediate.

Bill Mascull. Business Vocabulary in Use Advanced.

Paul Emmerson. Business Grammar Builder.

9. LCCI English for Business Level 1 Testbuilder.

10. LCCI English for Business Level 2 Testbuilder.

11. John Allison, Paul Emmerson “The Business 2.0” Upper-intermediate, Student’s Book

12. John Allison, Paul Emmerson “The Business 2.0’ Intermediate, Student’s Book

13. John Allison, Paul Emmerson “The Business 2.0”” —Pre-intermediate, Student’s Book

© N

6.3. YuebHO-MeTou4YecKoe 00ecreueHue caMOCTOSITENbHOM paboThI.

1. Bockpecenckas E.I', ®pese O.B. [lenosoii anrmmiickuii. Jlenosas nepenucka. Business English.
Business Correspondence. Omckuit roCyIapCTBEHHBIN YHUBEPCHUTET, 2012.
http://www.iprbookshop.ru/24882

6.4. HopMaTuBHBIE IPABOBBIE JOKYMEHTHI.
He ncnonp3yrores.

6.5. UnTepHeT-pecypchl.

. www.macmillandictionary.com - caift cioBaps

. www.macmillan.ru - caifT H3maTeNnbCcTBa YI€OHO-METOANIECKOTO KOMIUTIEKCa

. www.macmillanenglish.com/The Business 2.0 - caiiT y4eOHO-METOIMYECKOTO KOMILIEKCa
. www.lcci.org.uk -caiiT s3x3amena LCCI

. www.nnir.ru / - Poccuiickas HarinoHajibHass 0u0Imuorexa
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6. www.nns.ru / - HarjoHnayibHas 35IieKTpOHHAast OMOIHOTeKa

7. www.rsi.ru / - Poccuiickasi rocyiapcTBeHHas OnOIMoTeKa

8. www.biznes-karta.ru / - AreHTcTBO HenmoBoi nHpopManmu «bu3HEC-KapTay
9. www.rbs.ru / - Uadopmanmonnoe arenrctBo «PocbusznecKoncantunry

10. www.google.com / - IlouckoBas cucrema

11. www.rambler.ru / - [TorckoBas cuctema

12. www.yandex.ru / - IlonckoBas cucrema

13. www.busineslearning.ru / - Cucrema TUCTaHIIMOHHOTO OM3HEC 00pa30BaHUS
14. http://www.consultant.ru/ - KoHcymnpTanT 1miroc

15. http://www.garant.ru/ - ['apanaT

6.6. lHble HCTOYHUKM.
1. Aunpapromkus A.I1. JlenoBoit anrmmiickuii: busnec-kypc. - Pocros H//I: ®enuc, 2004.
2. bypmuctposa H. AHrnmiickwuii s3b1K Ui 3¢ (EeKTUBHOTO MeHeKMeHTa. - M: TexHonornyeckas mikomna
6usneca, 1994.
3. Bbproxosert H.A. AHIMIHMITCKUI SI3BIK: MEHEPKMEHT, MAPKETHHT, TAMOKEHHOE JIeJI0: YUeOHHK JJIS BY30B.
- CII6.: ITpodeccus, 2000.
4. llleseneBa C.A. JlemoBoii aHrmHiickwii: yaeOHOE Tocobue ais By30B. - M.: KOHUTU-ITAHA, 2004.

7. MarepuajIbHO-TeXHUY eCKast 0a3za, UHGopMaNHOHHBIE TEXHOJIOT M H,
HCIo/Ib3yeMble TPH OCYHIeCTBJIEHHH 00pa30BaTeJbHOI0 Mpouecca M0 AUCHUILINHE,
BKJIIOYasi IepeyeHb IPOrpaMMHOrO oOecnedeHUsi U HHEPOPMALMOHHBIX CHPABOYHBIX
cucremM

CrnennanbHble MOMEIEHUS MPEICTABISAIOT co00i yueOHble ayTuTOPUH AJIsl IPOBEICHUS
3aHATHM JIEKIMOHHOTO THMA, 3aHATUH CEMUHApCKOr0 THUIA, KYypCOBOTO MPOEKTHPOBAHUS
(BBITIOJTHEHUSI KYPCOBBIX pPa0OT), TPYNIOBBIX W WHAMBHIYATBHBIX KOHCYJBTAIMH, TEKYILETO
KOHTPOJISL U IPOMEKYTOYHOM aTTeCTallny, a TAK)Ke MOMEILEHHS ISl CAMOCTOSITENbHOM paboThl U
MOMEIIEHUS JJIsl XpaHEHUs] M NPOPHIAKTUYECKOro OOCITYKUBAaHUS Y4EOHOro 0OOpyHOBaHUS.
CrnenuanbHble TOMELIEHUS YKOMILJIEKTOBaHbI CIIELUAIN3UPOBAHHON MeOENbl0 U TEXHUYECKUMHU
cpeacTBaMM OOYYEHHMs, CIyKallMMU JUIsl IpEJICTaBlIeHUs Y4eOHOM uHpopMaruu OOoNbIIOoN
ayIUTOPUH.

Jng  mpoBeneHUss — 3aHATUH  JIGKIMOHHOTO  TWMA  IpeUlaralorcs  HaOoOpbl
JI€MOHCTPAllMOHHOTO  O0OpYJIOBaHUS M  y4eOHO-HAIAAHBIX IOCOOMH, oOecneunBarolye
TEMaTUYECKHUE WTIOCTPALIH, COOTBETCTBYIOLINE pabOYMM y4eOHBIM MPOTrpaMMaM JUCLIUILINH.

[Tomemienust 1711 caMOCTOATENIbHOW pabOThl O0y4aroIMXCs OCHAIECHBI KOMIBIOTEPHOM
TEXHUKOM C BO3MOXKHOCTBIO TONKIIOUeHUs K cetu "MuTepHer" m obecreueHneM J0CTyIa B
ANIEKTPOHHYIO MH()OPMAIIMOHHO-00pa30BaTeNIbHYIO Cpelly OpraHu3alum.

AxazeMusi TIPOBOAUT IOCTOSIHHYIO pabOTy MO CO3JaHHI0O M CHCTEMHOMY YIIYYIICHHIO
yCIOBUN MOJy4eHHs 0Opa30BaHUs JIOJbMHU C OTPAaHUYEHHBIMH BO3MOXHOCTSIMM 3/10pOBbs. B
HACTOSIIIIEe BpeMsi 3[JaHHUS W TEPPUTOpUU AKaJeMUHM OCHAIICHBI JTUPTaAMH ISl TIEPEBO3KH
MHBAJIUAOB B KoNsicKax, nopsiaka 80% ayauTopuil M KOMITBIOTEPHBIX KJIaCCOB MMEIOT IBEpH,
COOTBETCTBYIOIIME TPeOOBAHMSAM HOPMATHBOB, 00OPYIOBaHBI MAaHAYCHl NPH BXOIE B 3/IaHU, a
TaKXKe BHYTPHU Y4e€OHBIX KOPIYCOB U OOIIEKUTHUS, UMEIOTCS ClIeUaIbHbIE TyaleThl.

Kaxnapii  oOywaromuiics B TedueHHWE Bcero nepuoma oOydeHHs — oOecriedeH
WH/IMBUAYAIBHBIM HEOTPAaHMYEHHBIM JIOCTYIIOM K HECKOJIBKUM 3JIEKTPOHHO-OMOIMOTECUHBIM
cucreMaM (9JIEKTPOHHBIM OMOIMOTEKaM) W K AIIEKTPOHHON WH(POPManOHHO-00pa30BaTeIbHON
cpeie OpraHM3aluu. OJNEKTPOHHO-OMONMOTeuHast cucreMa (3JeKTpoHHas Oulnuoreka) u
ANIEKTPOHHAS WH(POPMAMOHHO-00pa3oBaTeNbHas cpea 00ecIeYrBalOT BO3MOXKHOCTD JIOCTYIIA
oOydatomierocss M3 J1000OW TOYKM, B KOTOPOM HMeeTcs JOCTylnl K HHGOPMALUOHHO-
TEJIEKOMMYHUKALIMOHHOU ceTH «IHTepHeT», Kak Ha TEPpUTOPUH OpPraHU3allid, TaK U BHE €e€.

Axkagemuss oOecrieyeHa HEOOXOIMMBIM KOMIUIEKTOM JIMIIEH3HOHHOTO MPOrpaMMHOIO


http://www.garant.ru/
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obecrnieueHus!.

OOygaromuMcs obecriedeH JOCTyn (yHaJdeHHBIM JOCTYN), B TOM YHCIE B Clydae
MPUMEHEHUS JJIEKTPOHHOTO OOy4YeHHs, IUCTAHIIMOHHBIX O00pa30oBaTelIbHBIX TEXHOJOTUH, K
COBPEMEHHBIM TIpo(pecCHOHATBHBIM 0a3aM MJaHHBIX W HMH(OPMAIMOHHBIM CIPABOYHBIM
CUCTEMaM.

OOyuaromuecs: U3 YUCIIa JIUI ¢ OTPAHUNICHHBIMUA BO3MOXXHOCTSIMH 3/I0POBbBsI 00€CTICYCHBI
nMe4YaTHIMA ¥ (WJIM)  DIEKTPOHHBIMH  OOpa30BaTENbHBIMU  pecypcamMu B (opmax,
aIanTHPOBAHHBIX K OTPAHUYCHUSM X 370POBBSI.

OpranuzoBaH JOCTYII K CIEIYIOIINM SJIEKTPOHHBIM pecypcaM:

Bloomberg

EBSCO Publishing

eLIBRARY.RU

Emerging Markets Information Service

Google Scholar (Google Axanemus)

IMF eLibrary -

JSTOR

New Palgrave Dictionary of Economics - D1eKTpOHHBIHCIOBAPD.

OECD iLibrary

Oxford Handbooks Online

Polpred.com O630p CMU

Science Direct - JXypHanbl m3narenbctBa Elsevier mo 5SKOHOMHUKE M JKOHOMETPHKE,
OomsHecy U (hMHAHCAM, COIMMAILHBIM HAYKAM U IICUXOIOTHH, MATEMATHKE U HH(OOPMATHKE;

SCOPUS

Web of Science

Wiley Online Library

World Bank Elibrary

ApxuBbl HaydHBIX KypHaI0B NEICON

HHTEepHET-CePBUC «AHTHIIIATHAT

Cucrema IIpodeccuonansHoro Ananmusa PeinkoB 1 Kommanwmii « CITAPKy

ObC HUznarenscTBa "JlaHp"

9BC Opaiit
DnexrpoHHag ondanoreka M3narensckoro momMa «I peOEHHUKOBY



http://lib.ranepa.ru/base/alektronnaja-biblioteka-izdatelskogo-doma--grebennikov-.html
http://lib.ranepa.ru/base/abs-urait.html
http://lib.ranepa.ru/base/abs-izdatelstva--lan-.html
http://lib.ranepa.ru/base/sistema-professionalnogo-analiza-runkov-i-kompanii--spark-.html
http://lib.ranepa.ru/base/internet-servis--antiplagiat-.html
http://lib.ranepa.ru/base/arhivu-nauchnuh-zhurnalov-neicon.html
http://lib.ranepa.ru/base/world-bank-elibrary.html
http://lib.ranepa.ru/base/wiley-online-library.html
http://lib.ranepa.ru/base/web-of-science.html
http://lib.ranepa.ru/base/scopus.html
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http://lib.ranepa.ru/base/polpred.com-obzor-smi.html
http://lib.ranepa.ru/base/oxford-handbooks-online.html
http://lib.ranepa.ru/base/oecd-ilibrary.html
http://lib.ranepa.ru/base/new-palgrave-dictionary-of-economics.html
http://lib.ranepa.ru/base/jstor.html
http://lib.ranepa.ru/base/imf-elibrary.html
http://lib.ranepa.ru/base/google-scholar--google-akademija-.html
http://lib.ranepa.ru/base/emerging-markets-information-service.html
http://lib.ranepa.ru/base/elibrary-ru.html
http://lib.ranepa.ru/base/ebsco-publishing.html
http://lib.ranepa.ru/base/bloomberg.html
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	2. Which part of the letter identifies the person who is preferred to address the concerns of the letter?
	A – Signatory B – Designation C – Attention line D – Complimentary close
	3.Which part of the letter consist of an email address, telephone and fax number?
	A – Letterhead B – Enclosure C – Salutation D – Signatory
	4.Which word of phrase on the business letter tells the mail clerk to deliver the letter to the recipient unopened?
	A – For the attention of B – Courtesy copy C – Subject D – Confidential
	5.Which part of the business letter states that a brochure is placed in the envelope?
	A – Attention line B – Enclosure C – Carbon copy D – Reference
	Опрос по теме «Основные этапы переговоров»
	1.In what situations do you negotiate?
	2.What range of relation-ship-building techniques do you know?
	3.What is the difference between positions and interests?
	4.Is it better to present your position first or second?
	Домашнее задание по теме «Деловая переписка: предложения и условия»
	1 Give English equivalents to the following phrases.
	Домашнее задание по теме «”Этикет устного делового общения»
	Situation: Fiona Jackson is in Munich to negotiate the sale of up to five large industrial packaging machines to a large manufacturing company. Read these three extracts from her conversation with Hans Braun, the Director of Operations. Answer the questions for each extract.
	Extract 1
	1.How do Hans and Fiona flatter each other? What adjectives do they use?
	2.How do they respond to each other’s flattery? What grammatical structure do they both use?
	3.Why do you think they focused on flattering each other’s companies?
	Hans: Ah, hello. Ms Jackson? I’m Hans, Hans Braun.
	Fiona: Good to meet you at last, Hans, after all those emails. And please call me Fiona.
	Hans: OK, welcome to Munich, Fiona. Sorry to keep you waiting, by the way. I had an urgent phone call and couldn’t get away.
	Fiona: No problem. I was just admiring your brochure. It’s really impressive. I didn’t know you had so many famous clients!
	Hans: Thanks. Yes, well, we’ve got a great sales team, and we really go for quality in a big way here, much more than some of our cheaper competitors.
	Fiona: Well, it certainly seems to be an effective strategy, judging by these recommendations.
	Hans: Thank you. Yes, they’re very positive, aren’t they? We’ve also heard some great things about your company. I was looking at your website yesterday., and I thought it was really interesting. I loved the ‘Our story’ section, you know, the story about how your founder started the business from nothing. Fascinating.
	Fiona: Yes, it’s amazing, isn’t it? I’m glad you read that – it means you’ve got a better idea about our approach to business.
	
	Extract 2.
	4.What do you think of Hans’s opening question? How else could you start a conversation to find things in common?
	5.How many things in common did they find?
	6.What phrases do they use to show interest?
	7.What techniques did they use to echo what the other person said?
	8.What example of generosity and gratitude is in the conversation?
	9.How easy would it be for Hans and Fiona to continue this conversation? Why?
	Hans: So, this is your first time in Munich, Fiona?
	Fiona: Well, yes and no. I came with my family when I was about 14, but…well, that was a very long time ago. I don’t remember much about it…just museums and football.
	Hans: Football? Are you a fan?
	Fiona: Not really. But my dad was… I mean he still is, obsessed with it. So he took us to matches all over Europe.
	Hans: Wow. That’s really interesting! I’m also a little obsessed with football, but I don’t drag my kids around to watch matches!
	Fiona: No, it wasn’t so bad. It meant we got to see lots of interesting places. How many kids have you got?
	Hans: Three: two girls and a boy. They’re growing up fast. My eldest daughter is at university already.
	Fiona: Really? You must be very proud. My kids are still very small, so I’ve got all that to look forward to. What does your daughter study?
	Hans: English, would you believe? She wants to study in Bristol next year.
	Fiona: Bristol? That’s interesting. My brother studied there. He had a wonderful time. It’s a really nice city. I could ask him if he’s got any advice, you know, where to go, where to avoid.
	Hans: Well, that would be excellent. I’d really appreciate that. You know what it’s a like to be a parent – you never stop worrying about your kids.
	Fiona: Absolutely. My son’s going on karate camp next week, his first time away from mum and dad, and I’m really stressed about it. He’s only nine.
	Hans: Karate camp? Sounds interesting. I used to do a bit of karate myself, many years ago. Is he good at it?
	
	Extract 3
	10. What is the main example of generosity in this conversation?
	11.How does Hans add a personal touch?
	12.How does Fiona express gratitude? What do you think of the two techniques she uses?
	Hans: So I thought we’d start with a tour of our factory, so you get a really good sense of what we do here and what we need. I’d also like to introduce you to a few of our key people here, if that’s OK.
	Fiona: That’s great. It all helps me to get a better picture of how we can help you.
	Hans: That’s what I thought. And then for lunch, I’d like to take you to one of my favourite restaurants…a short drive out of the city.
	Fiona: Oh…that would be lovely, but please don’t go to any trouble. I’d be happy with a sandwich!
	Hans: No, I wouldn’t dream of it. This project is very important to us, so we want to treat you well! It’s a lovely restaurant, and I’ve booked my favourite table. So I hope you’re hungry!
	Fiona: Well, that’s very kind of you. In that case, you must let me return the favour if ever you visit our factory in Edinburgh.
	OK, that sounds nice. Thank you.
	Тест по теме «Оформление деловой корреспонденции»
	1.Which of the following answers below is an example of a salutation in a personal-business letter?
	A – Dear Sally B – Dear Mrs. Meacham C – Coach Hardin D – Mrs. Wilson
	2.Which of the following situations would you use to type a personal-business letter?
	A – Writing a letter to a friend you have not seen for a long time. B – Mrs Meacham telling all the teachers about the time of a pep rally. C – You write a letter to the electric company complaining about your electric bill. D – Writing a letter to a pen pal.
	Тест по теме «Основные этапы переговоров»
	1. What is a more strategic reason for questioning?
	2. Why is it important to ask different types of questions to clarify and probe?
	3. What techniques and strategies for the bargaining do you know?
	4. What types of business negotiation outcomes do you know?
	
	3.The enclosure notation represents: A – The writer of the letter will mail more information at a later date. B – The writer of the letter needs you to mail them something. C – You do not ever use
	notation in a personal-business letter. D – The writer of the letter has put other documents inside the envelope with their letter.
	4.Which of the following answer choices is an example of a complimentary close in a personal business-letter? A – See you later! B – Goodbye. C – Yours truly, D – Dear Mrs Wilson
	I. Первая часть экзамена
	Situation: You work as the Manager of a firm producing frozen foods. An article in a local newspaper has accused the firm of treating the workers of the factory unfairly. The article includes comments about long working hours, very short working breaks, poor working conditions, etc. All the comments are totally untrue.
	TASK. Write a letter of between 150 and 200 words to the editor of the newspaper saying that the article is untrue. Give a detailed account of overall working coin the firm, which won a national award a year ago for its excellent employment record. You may invest suitable names and addresses.
	II. Вторая часть экзамена.
	1.Вопрос. Put the stages of a formal negotiation into the most logical order.
	a. Party B states initial position and responds to party A’s position
	b. Tying up loose ends
	c. Party A states initial position
	d. Trading concessions
	e. Relationship-building
	f. Party A asks questions to clarify party B’s position
	g. Establishing a procedure
	h. Clinching the deal
	i. Party B asks questions to clarify party A’s position
	j. Party A responds to party B’s position
	2.Вопрос.What exactly does bargaining mean? What does it involve?
	Специальные помещения представляют собой учебные аудитории для проведения занятий лекционного типа, занятий семинарского типа, курсового проектирования (выполнения курсовых работ), групповых и индивидуальных консультаций, текущего контроля и промежуточной аттестации, а также помещения для самостоятельной работы и помещения для хранения и профилактического обслуживания учебного оборудования. Специальные помещения укомплектованы специализированной мебелью и техническими средствами обучения, служащими для представления учебной информации большой аудитории.
	Для проведения занятий лекционного типа предлагаются наборы демонстрационного оборудования и учебно-наглядных пособий, обеспечивающие тематические иллюстрации, соответствующие рабочим учебным программам дисциплин.
	Помещения для самостоятельной работы обучающихся оснащены компьютерной техникой с возможностью подключения к сети "Интернет" и обеспечением доступа в электронную информационно-образовательную среду организации.
	Академия проводит постоянную работу по созданию и системному улучшению условий получения образования людьми с ограниченными возможностями здоровья. В настоящее время здания и территории Академии оснащены лифтами для перевозки инвалидов в колясках, порядка 80% аудиторий и компьютерных классов имеют двери, соответствующие требованиям нормативов, оборудованы пандусы при входе в здания, а также внутри учебных корпусов и общежития, имеются специальные туалеты.
	Каждый обучающийся в течение всего периода обучения обеспечен индивидуальным неограниченным доступом к нескольким электронно-библиотечным системам (электронным библиотекам) и к электронной информационно-образовательной среде организации. Электронно-библиотечная система (электронная библиотека) и электронная информационно-образовательная среда обеспечивают возможность доступа обучающегося из любой точки, в которой имеется доступ к информационно-телекоммуникационной сети «Интернет», как на территории организации, так и вне ее.
	Академия обеспечена необходимым комплектом лицензионного программного обеспечения.
	Обучающимся обеспечен доступ (удаленный доступ), в том числе в случае применения электронного обучения, дистанционных образовательных технологий, к современным профессиональным базам данных и информационным справочным системам.
	Обучающиеся из числа лиц с ограниченными возможностями здоровья обеспечены печатными и (или) электронными образовательными ресурсами в формах, адаптированных к ограничениям их здоровья.
	Организован доступ к следующим электронным ресурсам:
	Bloomberg 
	EBSCO Publishing 
	eLIBRARY.RU 
	Emerging Markets Information Service 
	Google Scholar (Google Академия) 
	IMF eLibrary -
	JSTOR 
	New Palgrave Dictionary of Economics - Электронныйсловарь.
	OECD iLibrary 
	Oxford Handbooks Online 
	Polpred.com Обзор СМИ 
	Science Direct - Журналы издательства Elsevier по экономике и эконометрике, бизнесу и финансам, социальным наукам и психологии, математике и информатике;
	SCOPUS 
	Web of Science 
	Wiley Online Library 
	World Bank Elibrary 
	Архивы научных журналов NEICON 
	Интернет-сервис «Антиплагиат» 
	Система Профессионального Анализа Рынков и Компаний «СПАРК» 
	ЭБС Издательства "Лань" 
	ЭБС Юрайт 
	Электронная библиотека Издательского дома «Гребенников» 

