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1. HAUMEHOBAHME U IEJIb OCBOEHUA JUCIIUITJIMHbI

VYyeOHasi nucuuiuiiHa «JleloBO WHOCTPaHHBIA SI3bIK» H3ydaeTcsi OO0y4aroIIUMUCH,
ocBamBarommMu oOpazoBarenbHy0 mporpammy (OIl) «DkoHOMHKa» B COOTBETCTBHH C
@®enepalibHBIM TOCYJAPCTBEHHBIM 00pa30BaTeIbHBIM CTAaHAAPTOM BBICHIET0 OOpa30BaHUS IO
HanpaBieHuto moarotoBku 38.03.01 Dxonomuka (ypoBeHb OakaliaBpuaTa), YTBEPKICHHBIM
npuka3zoM MuHHCTepcTBa 00pazoBanus U Hayku PD ot 12.08.2020 r. Ne 954 (®I'OC BO 3++).

[lenbr0 OCBOEHMS AUCUMIUIMHBL «Jl€JOBOM MHOCTPAHHBIN S3BIK» SIBISETCS OBJAJECHUE
CTyJEHTaMH HEOOXOJUMBIM U JIOCTATOYHBIM YPOBHEM KOMMYHUKATHBHOW KOMIIETEHLUHU JIs
pellIeHus] COMATbHO-KOMMYHHKATHUBHBIX 337124 B PA3IMYHBIX 001acTAX OBITOBOH, KyJIbTYpPHO,
npohecCHOHANBHOM U HayYHOU JIeATENbHOCTH (MOUCK HEOOXOIUMBIX CBEACHUI, OCYIIECTBICHUE
JICJIOBBIX KOHTAKTOB B YCTHOW M MUCHhbMEHHOH (hopme, enoBoe oOIeHre, YMEHUE 3alpalliuBaTh,
¢bukcupoBaTh M NPEACTABIATh MHPOPMAIHIO, aHAIU3UPOBATh U pa3padaThiBaTh TEXHUYECKHE
crennuKanum), a Takxke Ui camMooOpa3oBaHus (I JanbHEHINCH y4eOHOW ACATCIBHOCTH,
M3Yy4YeHUs 3apyOEKHOTO OMbITa B MPOMGUINPYIONICH 001aCTH HAYKH U TEXHUKH )

2. MECTO JUCIIMIIJIMHBI (MOAYJIsA) B CTPYKTYPE OIl

YyeOHas JUCHUITIIMHA ILCHOBOﬁ I/IHOCTpaHHHﬁ SI3BIK OTHOCHUTCS K 00A3aTEIbHONM 4YacTH
y4eOHOTO IJIaHa ¥ U3y4aeTcs Ha 2 Kypce.

2.1. TpeGoBaHus K IpeIBaApUTEILHOM MOATOTOBKE 00yYarOIIEerocs:

I/I?,yT-IeHI/IC I[aHHOﬁ yqe6H0171 AUCHUIITIMHBI MTPOXOAUT Ha OCHOBEC OCBOCHHA OUCHHUIIJIMHBI
«I/IHOCTpaHHHﬁ SA3BIK».

[TapamienbHO U3ydyaeTcs: AUCIUILIMHA TEeXHOJIOTUH CaMOPa3BUTHSI JIMYHOCTH.

2.2. JIucumMruiuHbl (MOYJIM) M MPAKTHKH, JIJI1 KOTOPHIX OCBOCHHUE JTAHHOW JTUCIMILIMHBI
(Momy1ist) HEOOXOMMO KaK IPEAIECTBYIOMIEE:

PeByJ'IBTaTBI OCBOCHHA AUCHUITIIMHBI ((HGHOBOﬁ HHOCTpaHHLIﬁ SI3BIK» SIBISIOTCS 0a30ii
JUIST U3Y4YeHHs ydeOHOM AucHUIuMHbl MHOCTpaHHBIM S3bIK B NpodecCHoHANbHOU cdepe,
IIcuxomorus O6H.I€HI/I$I, OTHKa " MMPOXOKIACHUA HpOH3BOI[CTBCHHOfI IIPpaKTHUKH.

[Tpu mpoBeneHNM y4eOHBIX 3aHATHI 0 y4eOHON NUCHUIUIMHE «JlenoBoi MHOCTpaHHBIN
A3BIK»  PAa3BHTHEC Y 06yqa}01u14xc;{ HAaBBIKOB KOMB.HI[HOfI pa6OTI>I, MEKJITUYHOCTHOM
KOMMYHUKAIIMHM, MPUHATUS PpEHICHUH, JUAEPCKUX KauecTB O00eCcleurMBaeTcsl MpPOBEIECHUEM
T'PYIIIOBBIX I[I/ICKyCCI/II\/'I, POJICBBIX HWI'p TII0 MH3YYAaCMbIM TEMaM, aHAJIU30M CI/ITyaI_II/Iﬁ u
WMUTAIMOHHBIX MOJICIICH.

Hpenoz[aBaHI/Ie JUCHHUIIIMHBI OCYIICCTBIISICTCA B (I)opMe KypcCa 110 TCMaMm: «Business
Communication: Means, Ways and Styles. Meeting People: Getting Acquainted and Making
Contacts. Telephoning. Business Letters, Emails and Network Communication. Presentations:
Preparation and Delivery. Business Meetings. Making an Appointment. Negotiating. Applying
for a Job. CV and Cover Letter Writing. Jobs. Requirements to a Specialist. A Job Interview,
COJIEpKaHUE KOTOPBIX pa3pabOTaHO Ha OCHOBE pE3yJbTaTOB HAYYHBIX HCCIEIOBAHUM,
IMPOBOAUMBIX YHI/IBepCI/ITCTOM, B TOM 4YHCJIC C YUCTOM PCruOHAJIbHBIX 0COOEHHOCTEN
npodeccuoHaNbHOM e TeIbHOCTH BBIITYCKHUKOB M MMOTpeOHOCTEN padoTomareneil.

3. IJIAHUPYEMBIE PE3VYJIBTATBI OBYYEHUS 110 JUCHUIIINHE,
COOTHECEHHBIE C INTAHUPYEMBIMHU PE3YJIIBbTATAMH OCBOEHMUS OIl

B pesynbrare ocBoeHUS AMCHMILIMHBI OOyYarOIIUWCA IO TMporpamMme OakajgaBpuara
JIOJKEH OBJIAJIETh:

— Cnocoben ocywecmensimo 0e108y10 KOMMYHUKAYUIO 8 YCMHOU U NUCbMEHHOU (hopmax
Ha 2ocyoapcmeennom ssvike Poccutickou @edepayuu u unocmpannom (vix) sisvike (ax) (YK-4).

[Inanupyemble pe3yabTaThl 00yUeHUS MO JUCLUIINHE.



®opmupyemast

IlnanupyemMbie pe3yIbTaThl 00yYeHHsI

Kona pesyabrara

KOMITCTeHIUS o0yueHus
3namo:
- CTPYKTYpHBIE U COJIepXKaTeIbHbIe 0COOCHHOCTH KOMMYHUKAIIH VK-4-31
B JICJIOBOM MHOCTPAHHOM SI3bIKE U MPUHIIUIIBI €€ OpraHu3aluu
- pa3roBOpHBIE (GOPMYJIBI STHKETA AETOBOTO OOLIEHUS YK-4-32
- aKTyallbHBIE MOJIETH DEYeBOro TOBEACHHS K pedeBoit VK-4-33
JIEITENBHOCTH B MPOLIECCE AETOBOM KOMMYHHUKAIIMU
- OCHOBHBIE TPaMMAaTHYECKHE KOHCTPYKIIHH, OOECIICYMBAFOIIIC VK-4-34
KOMMYHHKAIMIO IEJI0BOI0 XapaKTepa,
- UCTOPUIO U KYJBTYPY CTpPaH H3Y4aeMOIO S3blKa, a TaKxke VK-4-35
IIpaBWJIa PEUYEBOT0 ITUKETA
- 0a30BYIO JIEKCUKY JEIOBOTO HHOCTPAHHOTO SI3BIKA. YK-4-36
Ymemo
Cnocoben v
- MOHUMATP YCTHYIO U MUCBMEHHYIO pedb IeJ0BO chepsl YK-4-V1
ocyrecmsAnty - BecTH Oeceqy Ha MHOCTPAHHOM SI3BIKE B IpelesiaX M3yYeHHOU
oenogyio . YK-4-Y2
KoMMyHIKaYLIO 6 JIeTIOBOM TEMaTUKH
yemuoii u - TPUMCHATb MOJENH PEYCBOH JEATENBHOCTH M  PEYeBoro VK-4-Y3
nucvMennoli popmax | TOBEICHUS B POLIECCE ACTOBON KOMMYHUKALMK
Ha 2ocyoapcmeennom | - BECTU JIETIOBYIO NEPENHUCKY, COCTABMIATh M 0OPMIIATH JETIOBbIE VK-4-V4
sazvike Poccutickoti MHUCbMa, JOKYMEHTEI HA NHOCTPAHHOM SI3BIKE
Dedepayuu u - MHUIMUPOBATH, MOAJCPKUBATH, 3alpalllMBaTh WHPOPMALUIO U
uUHoCmpanHoM (bix) | OTBEUaTh Ha 3ampallMBacMyr0 HH()OpMAIMI0 U 3aKaHYUBATh YK-4-Y5
A3viKe (ax) Geceny
(VK-4) - TIOHMMAaTh OCHOBHOE COJEpXAaHHE AyTCHTHYHBIX TEKCTOB Ha
YpOBHE JEIIOBOTO OOIICHHS YK-4-V6
Bnadembs
- BCEMH BUJAMU PEYEBOH JEATENbHOCTH B JIEIOBOM OOILICHHUH Ha VK-4-B1
HMHOCTPAaHHOM SI3BIKE
- HaBBIKAMU IIPOBEJCHMSI IETIOBbIX BCTPEY, AEJIOBBIX IEPETOBOPOB YK-4-B2
- OCHOBaMH IyOJUYHOHN peun YK-4-B3
- HaBBIKAMHU NHChMa, HEOOXOIUMBIMH IS AEJIOBOM MEpenucKH, VK-4-B4
ohopMIICHHS JIEIOBOM TOKYMEHTAIlUU
- HaBBIKAMH Pa0OTHI MO0 COBEPIICHCTBOBAHUIO 3HAHWHA M yMEHHH VK-4-B5
JICJIOBOTO MHOCTPAHHOTO A3bIKa
- BCEMH BUJAMH UYTeHHs (IIPOCMOTPOBOTO, O3HAKOMHUTEIHHOTO,
M3YYaIOIIero, MOMCKOBOTO) M PEYeBONH KOMMYHUKAIMH (IHAJIOT, VK-4-B6

JUICKyCCHsl, KPYTJIBIHA CTOJI, 00CYXKIeHNUE)

4. OBBEM JUCIHHUIVIMHBI MOAYJIA) B BAYHETHBIX EAUMHUIIAX C
YKA3AHUEM KOJIMYECTBA AKAJEMHUYECKUX YACOB, BBI/IEJIEHHBIX HA
KOHTAKTHYIO PABOTY OBYYAIOIIIUXCHA C ITIPEINIOJABATEJIEM (I1IO BUJAM
YUYEBHBIX 3AHATHIA) 1 HA CAMOCTOSITEJIBHYIO PABOTY OBYYAIOIIUXCS

OO6m1ast TpyI0€MKOCTh TUCIUIUIMHBI COCTABIISIET 3 3aueTHBIX enuHullb (108 gacon).

4.1 O6muii 06beM y4eOHOM TUCITUTUTMHBI (MOIYIIS).

dopma Cemectp Oowmas B Tom unciie KOHTaKTHAsA padora ¢
Ne P /ceccns, » P CP |(Kontpoasb
00ydeHnst Kype TPYAOEMKOCTh npenoaaBaTejieM
B3.e. ([Buacax | Bcero | JI | IIP [ KoP | 3 | K
Outo- 2 kype 3| 108 26 24 | 1,7 |03 82
1. sa0uHas (3 cemectp)
Hmozo; 3 108 26 24 1,7 (0,3 82




Pacnpenesienue ydeOHOIro BpeMeHH 10 TeMaM U BUAAM y4eOHbIX 3aHATHI

Ouno-3a0uHas popma

HaumenoBanue
pa3feioB, TeM
Y4eOHBIX 3aHATHI

Bcero
4acoB

KonrakTHas padora ¢ npenogasaresem

Bcero

JI

1P

KoP

K

9

3

CP

Kont

PesyabTaTsl
o0yueHust

Business
Communication:
Means, Ways and
Styles

14

10

VK-4-31,YK-4-32,
VK-4-33, YK-4-34
YK-4-35, YK-4-36
VK-4-Y1, YK-4-V2,
VK-4-V3, YK-4-V4
VK-4-V5, YK-4-V6
VK-4-B1, VK-4-B2,
VK-4-B3, YK-4-B4
VK-4-B5, YK-4-B6

Meeting People:
Getting Acquainted and
Making Contacts

14

10

VK-4-31,YK-4-32,
VK-4-33, YK-4-34
YK-4-35, YK-4-36
VK-4-V1, YK-4-V2,
VK-4-V3, YK-4-V4
VK-4-V5, YK-4-V6
VK-4-B1, VK-4-B2,
VK-4-B3, VK-4-B4
VK-4-B5, VK-4-B6

Telephoning

14

10

VK-4-31,YK-4-32,
VK-4-33, YK-4-34
VK-4-35, YK-4-36
VK-4-V1, YK-4-V2,
VK-4-V3, YK-4-V4
VK-4-V5, YK-4-V6
VK-4-B1, VK-4-B2,
VK-4-B3, VK-4-B4
VK-4-B5, VK-4-B6

Business Letters,
Emails and Network
Communication

14

10

VK-4-31,YK-4-32,
VK-4-33, YK-4-34
VK-4-35, YK-4-36
VK-4-V1, YK-4-V2,
VK-4-V3, YK-4-V4
VK-4-V5, YK-4-V6
VK-4-B1, VK-4-B2,
VK-4-B3, VK-4-B4
VK-4-B5, VK-4-B6

Presentations:
Preparation and
Delivery

12

10

VK-4-31,YK-4-32,
VK-4-33, YK-4-34
YK-4-35, YK-4-36
VK-4-Y1, YK-4-V2,
VK-4-V3, YK-4-V4
YK-4-V5, YK-4-V6
VK-4-B1, VK-4-B2,
VK-4-B3, YK-4-B4
VK-4-B5, VK-4-B6

Business Meetings.
Making an
Appointment.
Negotiating

12

10

VK-4-31,YK-4-32,
VK-4-33, YK-4-34

YK-4-35, YK-4-36

VK-4-Y1, YK-4-V2,
VK-4-Y3, YK-4-Y4
VK-4-Y5, YK-4-Y6
VK-4-B1, VK-4-B2,
VK-4-B3, YK-4-B4
VK-4-B5, YK-4-B6

Applying for a Job. CV
and Cover Letter
Writing

12

10

VK-4-31,YK-4-32,
VK-4-33, YK-4-34
YK-4-35, YK-4-36
VK-4-V1, YK-4-V2,
VK-4-V3, YK-4-V4
VK-4-V5, YK-4-V6




VK-4-B1, YK-4-B2,
VK-4-B3, YK-4-B4
YK-4-B5, YK-4-B6

Jobs. Requirements to a VK-4-31,YK-4-32,
Specialist. A Job VK-4-33, YK-4-34
Interview VK-4-35, YK-4-36
VK-4-Y1, YK-4-Y2,
8. 14 2 - 2 12 VYK-4-Y3, VK-4-V4

VK-4-Y5, YK-4-Y6
VK-4-B1, YK-4-B2,
VK-4-B3, YK-4-B4
YK-4-B5, YK-4-B6

Hpomerncym. ammecm.

106 24 - 24 | 17 | - - 10,3 82
(3K3amen):

5. COJAEPKAHME JUCLUILIUHBI CTPYKTYPUPOBAHHOE 110 TEMAM
(PA3JIEJIAM)

Tema 1. Business Communication: Means, Ways and Styles .

Tematuka 3ansaTus:CpenctBa oOIICHUS. YCTHas W NHCbMEHHas (OPMBI  JCIOBOTO
obmenus. OpuiuanbHbIA U HEOOUIMATIBHBIN CTHIIM OOIICHHUS.

Jlureparypa:

a) ocHoBHas: |

0) monoJyiHUTENbHAS: 2,3

Tema 2. Meeting People: Getting Acquainted and Making Contacts .

Temaruka 3aHsTHS: 3HAKOMCTBO B Pa3HBIX cUTyanusx oOmeHus. OcoOCHHOCTH
0pHUIIMATLHOTO U HEOPHUITUATBLHOTO CTHIISI. Y CTAHOBJIEHHE KOHTAKTOB M moHsaTtre Small Talk.

Jluteparypa:

a) ocHOBHas: 1

0) monoyiHUTENbHAS: 2,3

Tema 3. Telephoning.

Temaruka 3anstus: TenedhonHsie neperoBopsl. OcOOEHHOCTH OOIIEHUS 10 TeTIeOoHY.
VYcroitunBeie BeipaxeHus. HazHaueHne BCTpeun, 3apoc U yTOuHeHHe HHPOPMAIIIH.
ITonTBepkieHUE NOTOBOPEHHOCTH, 3aKa3a U T.[.

JIureparypa:

a) ocHOBHas: 1

0) monoyiHUTENbHAS: 2,3

Tema 4. Business Letters, Emails and Network Communication.

Tematuka 3ansaTus: TpeOoBaHUS K HAMMCAHKIO JACIIOBOTO MMcbMa. CTPyKTypa JIeJI0BOTO
nucbMa. lenoBeie mucbMa obmero tuna. [Iuchmo-3ampoc, mMMcbMO-3aKa3, OATBEPKICHNE
3aKasa, muchbMo-pekiiamanus. OCHOBHBIE 0COOCHHOCTH ACIOBOr0O cTuIs. [lomesHsie (hpasbl.
O6menue no cetu. Hetuker. Hanncanuio anextpoHHbix muceM. Ctpykrypa. CokpalieHus.
TekcT cooOIIeHuIA.

Jluteparypa:

a) ocHoBHas: 1

0) momoyiHUTENBHAS: 2,3

Tema 5. Presentations: Preparation and Delivery.

Tematuka 3anstus: [lonroroBka npe3eHTanuu: onpeeaeHue uenei, 3aaad, CTpyKTyphl
npesentanun. [logroroska cnaiios. [IpencraBnenue npesenranuu ayautTopuu. OCHOBBI
MyOTHMYHON peur; TUaNTOrHuecKas 1 MOHOJIOTHYECKas pedb B cepe 1eT0BON KOMMYHUKAIIUH.




Jluteparypa:
a) ocHoBHas: 1

0) monoyiHUTENbHAS: 2,3

Tema 6. Business Meetings. Making an Appointment. Negotiating .

Tematuka 3austus: Jlenossie Bcrpeun. OCOOCHHOCTH OpraHU3allMK JIETIOBBIX BCTPEY.
MecTo 1 BpeMs pOBEICHUS 1eTOBBIX coOpanuid. CTUIIb peun JISJIOBBIX BCTPEY, ITpaBUiia
pedeBoro 3tukeTa. Hamboree ymoTpeOUTENbHBIX KIIUIIE 1eT0BOM U MPodeccHOHATBHON
kommyHuKanuu. [leperoBopel. TakTuka BeieHUS IEPETOBOPOB.

Jluteparypa:

a) ocHOBHas: |

0) nonoyiHUTENbHAS: 2,3

Tema 7. Applying for a Job. CV and Cover Letter Writing.

Temaruka 3anstus: [lonarue o Hanucanuu pesrome, Gopmar pe3roMe, COCTaBICHHE
coOcTBeHHOro0 pe3tome. ConpoBoauTeabHOE MUChMO. CTPYKTYypa U KIIUIIE COIPOBOIUTEIBHOIO
MUChMa.

JIureparypa:

a) ocHOBHas: 1

0) monoyiHUTENbHAS: 2,3

Tema 8. Jobs. Requirements to a Specialist. A Job Interview.

Tematuka 3anstus: [Ipodeccun u qokHocTH. TpeboBaHus K 00pa30BaHUIO,
KBATH(UKALNH, ONIBITY PaboTy, MpoheCCHOHATBHBIM YMEHHUSM M HaBBIKAM, JIMYHBIM KaueCTBaM
cnenuanucra. CoGeceoBanue mpu nprueMme Ha padoty. Borpock! k kaHAuIaTy U paboToaTeto.

Jluteparypa:

a) ocHOBHas: 1

0) monoyiHUTENbHAS: 2,3

IIpumepHbIe TeMbI 1 00CYKTEHUS .

1) Business Communication: Means, Ways and Styles 2) Rules of Communication in Different
Cultures 3) Meeting People: Getting Acquainted and Making Contacts 4) Telephoning Rules and
Clichés 5) Types of Business Letters 6) Emails and Network Communication 7) Presentations:
Preparation and Delivery 8) Business Meetings 9) Making an Appointment 10) Negotiating 11)
Applying for a Job 12) CV and Cover Letter Writing 13) Requirements to a Specialist 14) A
Job Interview : Questions and Answers 15) Dos and Don’ts for Job Seekers

IL1aHbI NPAKTHYECKUX 3aHATHH
Ou4Ho-3a0uHan ¢popMma

Tema 1. Business Communication: Means, Ways and Styles .

[TponomKUTENTEHOCTD 3aHATUS — 4 Y.

OCHOBHBIE BOIIPOCHI:

1) BrinosnHeHHE IEKCUKO-TPAaMMAaTHUECKUX YIPAaXHEHWM, HAlpaBICHHBIX Ha DPa3BUTHE
JIEKCUKO-TPAaMMaTHYECKHUX HaBBIKOB.

2) YreHue U BBIIIOJHEHUE 3a1aHUN 110 TEMAaTHYECKOMY TEKCTY.

3) BrinosiHeHne ynpakKHEHUN Ha pa3BUTHE HABBIKOB BOCHPUSTHUS Ha CIyX Pa3rOBOPHO-
OBITOBO peun, TUATOTUUECKOM U MOHOJIOTHUECKOH peuH, MUChMA.

Tema 2. Meeting People: Getting Acquainted and Making Contacts .
[TpoaoKUTENBHOCTD 3aHATHS — 4 4.

OCHOBHBIE BOIIPOCHKI:

1) BrimonHeHHe JEKCUKO-TpaMMaTHUECKUX YIPaXHEHHM, HalpaBiICHHBIX Ha pPa3BUTHE




JICKCUKO-TPAMMaTHYECKUX HaBBIKOB.

2) YreHue U BBIIIOJHEHUE 3a1aHUN 110 TEMAaTHYECKOMY TEKCTY.

3) BeinonHeHue ynpa)kHEHUHM Ha pa3BUTHE HABBIKOB BOCIPUATHS Ha CIyX pa3rOBOPHO-
OBITOBOW peuu, IUaJOTUNYECKON U MOHOJIOTMUECKOM pedH, UChbMa.

Tema 3. Telephoning.

[IpoaoKUTENbHOCTD 3aHATHS — 4 Y.

OCHOBHBIE BOIIPOCHI:

1) BrImosHeHHE JIEKCHKO-TPAaMMAaTHYECKUX YIPAKHCHHWM, HAIPaBICHHBIX HAa pPa3BUTHE
JIEKCUKO-TPaMMAaTHYECKIX HaBBIKOB.

2) UteHue U BBIMOJHEHUE 33JJaHUI 110 TEMATHYECKOMY TEKCTY.

3) BeinosiHeHHe ynpaKHEHUM Ha pa3BUTHE HABBIKOB BOCHPHUATHS Ha CIyX Pa3rOBOPHO-
OBITOBOM peuH, TUATOTHICCKON M MOHOJIOTHUYECKON peuH, MUChMa.

Tema 4. Business Letters, Emails and Network Communication.

[Ipo10KUTENBHOCTD 3aHATHS — 4 .

OCHOBHBIE BOIIPOCHI:

1) BrimosiHeHHE JIEKCUKO-TPAMMATHYECKUX YIPAKHEHUM, HANpPaBICHHBIX HAa Pa3BUTHE
JIEKCUKO-TPAaMMAaTUYECKUX HaBBIKOB.

2) UreHne U BBITIOJTHEHUE 3aJaHUN 110 TEMAaTHIECKOMY TEKCTY.

3) BrinonHeHue ynpakKHEHUH Ha pa3BUTHE HABBIKOB BOCHPUSTHUS Ha CIyX Pa3rOBOPHO-
OBITOBOMW peuu, IUaJOrHYE€CKON U MOHOJIOTMYECKOM peuH, MUchMa.

Tema 5. Presentations: Preparation and Delivery.

HpOI[OJ'DKI/ITeJ'IBHOCTB 3aHATHSI — 2 4.

OCHOBHBIE BOIIPOCHI:

1) Brinoanenue JICKCUKO-TpaMMAaTHYCCKUX pra)KHeHI/Iﬁ, HaIIpaBJICHHBIX Ha PAa3BUTHC
JICKCUKO-TPaMMAaTUYCCKUX HABBLIKOB.

2) YrteHue 1 BBINOJHEHUE 3al[aHI/II71 10 TCMAaTHYCCKOMY TCKCTY.

3) BrinosiHeHnEe ynpakKHEHUM Ha pa3BUTHE HABBIKOB BOCHPUSTHUS Ha CIyX Pa3rOBOPHO-
OBITOBOM pcuu, ,I[I/IaJIOFH‘{eCKoﬁ 1 MOHOJIOTHYECKOM peuu, ImucbmMa.

Tema 6. Business Meetings. Making an Appointment.  Negotiating .
[Tpo10KUTENBHOCTD 3aHATHS — 2 .

OCHOBHBIE BOIIPOCHI:

1) BrImosiHeHHE JIEKCUKO-TPAMMAaTHYECKUX YIPAKHEHWM, HANpPaBJICHHBIX HAa pPa3BUTHE
JIEKCUKO-TPaMMaTUYECKUX HABBIKOB.

2) UteHue u BBIMOJHEHUE 3aJJaHUI 110 TEMATHYECKOMY TEKCTY.

3) BrinonHeHue ynmpakKHEHUH Ha pa3BUTHE HABBIKOB BOCHPUSTHUS Ha CIyX Pa3rOBOPHO-
OBITOBOW peun, TMaJOTHYECKON U MOHOJIOTMYECKOM pedH, MuchbMa.

Tema 7. Applying for a Job. CV and Cover Letter Writing.

[TponomKUTENBHOCTD 3aHATHSA — 2 Y.

OCHOBHBIE BOIPOCHI:

1) BrinosHEHHE JEKCUKO-TPAMMAaTHUECKUX YIPAXHEHWM, HAlpaBICHHBIX Ha DPa3BUTHE
JIEKCUKO-TPAaMMaTUYECKUX HABBIKOB.

2) YreHue U BBIIIOJHEHUE 3a1aHUN 110 TEMAaTHYECKOMY TEKCTY.

3) BrinosiHeHne ynpakKHEHUN Ha pa3BUTHE HABBIKOB BOCHPUSTHUS Ha CIyX Pa3rOBOPHO-
OBITOBOI peun, TUATOTUYECKOM U MOHOJIOTHUECKON peuH, MUChMA.

Tema 8. Jobs. Requirements to a Specialist. A Job Interview.
[TpoaoIKUTENBHOCTh 3aHATHS — 2 Y.



OCHOBHBIE BOIIPOCHI:

1) BeinosiHeHHE JIEKCUKO-TPAMMATHYECKUX YIPAKHEHUM, HANpaBICHHBIX HAa pPAa3BUTHE
JIEKCUKO-TPAMMATHUYECKUX HaBBIKOB.

2) UreHue U BBITIOJTHEHUE 3aJaHUN 110 TEMAaTHYECKOMY TEKCTY.

3) BeinmosnHeHHe ynpaKHEHW Ha Pa3BUTHE HABBIKOB BOCHPHATHS Ha CIyX Pa3rOBOPHO-
OBITOBOW peuu, IUaJOrNYEeCKON U MOHOJIOTMUECKOM pedH, IUChbMa.

6.NEPEYEHb YYEBHO-METOANUYECKOI'O OBECHHEYEHUS VIS
CAMOCTOATEJBHOU PABOTHI OBYYAIOLIIUXCA ITO AUCHUIIVIMHE
6.1 3aganus, HanpaBJeHHbIE HA (opMUPOBaHMeE 3HAHU

6.1.1. OcHOBHBIE KaTeropuu Y4eOHON JUCITUTUIMHBI JUIsI CAMOCTOSATEILHOTO U3YYCHUS:
1. greet — npuBETCTBOBATH; 3I0POBATHCS
greeting — mpuBeTCTBUE
customary greeting— o0bIYHOE IIPUBETCTBUE
2. small talk — nrerkast cBetckas Gecena, pasroBOp HU O YEM
engage in small talk — HaunHaTh cBeTCKYIO Oecey; MBITAThCS 3aBsA3aTh Oeceay
3. break the ice — nHapymuts MoTYaH¥Ue, CICNATH MEPBBIH 1T, TOIOKUTH Havalo (PasroBopy, 3HAKOMCTBY)
4. respond — oTBeuath, pearnpoBaTh, OT3HIBATHCS
responseé — OTBET, OTKJIUK, pCaKUMs
elicit a response — mo6uthest oTBETA
5. dial— nabuparts HOMEp (110 TenedOHyY), 3BOHUTD; HAOOPHBIN TUCK
dial the number — nabupars HOMep 1O TenehoHy
dial a wrong number — He Tyaa momacTs
6. long-distance call — mesxayropoaHbiii WM MeXTyHAPOIHbIH Teae()OHHBIN 3BOHOK
7. hold on — wHe kmacTh TpyOKy; hang on — oxwuuars (y TeaedoHna)
8. hang up — moBecuts TpyOKY, MpekpaTuTh TeiaeOHHbBII Pa3roBop
9. put through — coenunuts (110 TexedoHYy)
10. observe — cobnonaTh; HaOIIOAATE, 3aMeYaTh
observe rules — cobmonaTs paBuIa
11. indented style — ctuis ¢ oterymom; blocked style — 6mounsIil cTHIb
12. illegible — neueTkuii, HEpa36OPUMBHIiA (O MOYEPKE)
13. letterhead — manka Ha pupMeHHOM GIaHKe
14. salutation — oGparenne
15. closure— 3akmounTenbaas Gopmyia (MUcbMa)
complimentary closure — 3axmountenbHas Gpopmysa BEKIMBOCTH (TIUCHMA)
16. enclose — npwuiarats, BKIa(pIBaTh (B MHCHMO) enclosure — MpUIIoKeHUe
17. forward — oTmpaBisTh, HepechLIaTh
18. attach — mpukperusTs
attachment — npukperuienune, npucoeMHEHNE; HHPOPMAITHS, MPUKPEIUICHHAS: K COOOIICHHIO
19. keep in touch with smb — moanepxuBaTh CBA3b (KOHTAKT) C KEM-IT
20. stay on track — ciieuth 3a (X070M, Pa3BUTHEM YETO-JI., HAITPUMED, MBICIIEH
21. face a task — crosiTs mepe ; HEOOXOAUMOCTBIO, PEIIaTh 3a1a9y
22. employ — HarnumaTh (Ha paboTy); UCIIOTB30BATh
employer — Hanumaress, paboTOAATEN b
23. post — momxHOCTB, MecTo (Syn.) position
candidate for a post — kanauar (IpeTeHACHT) Ha JTOHKHOCTh
24. require — TpeboBath (4ero-i.), Hy)KAaTbCs (B 4eM-J1.)
requirement— tpeGoBaHue, HEOOXOIUMOE YCIOBHE; HYX/a, MTOTPEOHOCTD
meet the requirements — y10BneTBOPATh HOTPEOHOCTAM
25. relevant — yMecTHBIi, OTHOCSIIUIACS K JIETY; aKTyalbHbIN
26. challenge — BBI30B (Ha cocTsA3aHKE, HA COPEBHOBAHKE U T.I1.); UCIIBITAHUE, HAMIPSDKEHUE CHIT; CIOKHAS 3a/1a4a,
npobiema; 6pocaTh BBI30B; TPEOOBATH (YCHIIHIA)
meet the challenge — npunsTH BBI30OB
challenging — cTumymupyromtuii, o6y K qaromiuit; TpeOYIOMHi HAPSKESHHUS, OTIAYH CHIT
challenging idea — unTepecHas (miepcrieKTHBHAS) UEsT
27. interview — cobeceoBanue, Oecelia, MHTEPBBIO; IPOBOANUTH COOECE0BaHNE, OECEY, HHTEPBBIONPOBATE
attend an interview — mpucyTcTBOBaTh Ha cOOece10BaHNUH (MHTEPBBIO)
interviewer — npoponsumii codecenoBanue, GepyLHii HHTEPBbIO
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interviewee — MHTEPBBIOUPYEMBI, JAIOLIUI HHTEPBHIO

28. appoint — Ha3HavaThb

appointment — Bctpeua, cBUIaHHE

make an appointment — Ha3HAYUTBH BCTPEUY, JOTOBOPUTHCS O BCTPEUE
keep an appointment — BcTpevaTbest (Kak ObLIO HA3HAUCHO)

29. promote — MoBBIIIATh B JODKHOCTH, IPOABUTATH IO CITYXKOE
promotion — ToBbIIEHNE B JOKHOCTH, TIPOIBIDKEHHE TI0 CITYK0e
30. attend a meeting — mpucyTcTBOBATH HA COOpPAHUH

call a meeting — cosBartb coOpanue

hold a meeting — npoBoauTs coOpanue

run a meeting — npoBoAUTH COOpaHUe; PYKOBOIUTH COOpaHUEM

31. staff — mrrat(sr) (cnyKammux), NepcoHat, COTPYIHUKH

staff members — coTpynuuku (maHHOTO yuUpe)K IeHWUsI)

32. charge — 00s13aHHOCTH, OTBETCTBEHHOCTb, PYKOBOJCTBO; MOPYYaTh, BO3JaraTb OTBETCTBEHHOCTh
be in charge — orBeuars (3a Koro-i.), 3aBeZI0BaTh, BEATh, PYKOBOIHUTh
33. assign — Ha3Hauath (CpOK), IpeHA3HAYATD; 1aBaTh, MOPYYaTh (3aJaHue, paboTy); Ha3HAYATh HA JOJDKHOCTD
34. have (take) the floor — BricTynaTh, 6path C10BO

35. motion— mpemnoxenue (Ha COOpaHUM)

put the motion to vote — mocTaBUT PEIIOKEHIE Ha FOJI0"COBAHUE

36. negotiate — BecTH MeperoBOPsIL, TOTOBAPU"BATHCSI, 00CYKAATH YCIOBUS
negotiation — (wacto pl) neperoBopsl, 00CYKICHUE YCIOBHIA

37. give in — ycTynars, ciaBaThCs

give in to demands — ycrymarts TpebGoBaHUAM

Syn. concede — ycrymnars, IPOUTPHIBATh, IPH3HABATH TOPAKEHUE

concede a point (in an argument) — yctynuTh (caathest) B Bompoce (B crope)
concession — ycTymka

38. long-term — nosrocpouHbIi, ATUTETbHBIH

short-term — kpaTkoCpOUHBIi

39. schedule — nporpamma, mian, rpaduk; CIUCOK, epedeHb; pacIucaHue
40. confidence — yBepeHHOCTD; JOBEpHE.

6.1.2 3aganust 1iis1 npruoOpeTeHHUs1 HOBBIX 3HAHUM, YIUIY0JIeHUsl M 3aKpeIlJIeHUsl paHee

NpruoOpeTeHHbIX 3HAHUM

Kopa pe3yabrara

Ne 3aganune
o0y4enust
OxapakTepHu3yiTe CTPYKTYpHBIE U COJep)KaTelbHble OCOOEHHOCTH KOMMYHUKALMH B
1. YK-4-31
JICTIOBOM MHOCTPAHHOM SI3bIKE M IIPHHLMIIEI ee opranusaimu Ex.19,pp.105-106 [1]
2 IIpoBenuTe CpaBHUTENBHBIN aHAIW3 Pa3TOBOPHBIX (HOPMYN STHKETa JEIOBOTO OOMICHUS VK-4-32
) POJTHOTO M M3y4aeMOro WHOCTpaHHOTo si3bika Ex.24, p.62 [1]
3 ITpoananu3upyiiTe akTyaJbHBIC MOJEIM PEYCBOTO MOBEICHHS M PEUCBOH ACSATEIBHOCTH B VK-4-33
) nporecce 1enoBoi kommyHukammu Ex.5, p.33 [1]
4 IToBTOpHUTE OCHOBHBIC IPAMMAaTHYECCKHE KOHCTPYKI[HH, 00CCIICUHBAONINE KOMMYHHUKAIHIO VK-4-34
) nenoBoro xapakrepa Ex.18, p.38 [1]
V3yuute MCTOPUIO M KyJIBTYpY CTpaH H3y4acMOro s3blka, a TAKKe MpaBUiia PEUCBOrO
5. 9THKETa, TNPOAHAIM3UPYHTE CXOJACTBA M PA3IHYMS HWHOS3BIYHON M POJHON KYJIBTYpHI YK-4-35
Ex.24,p. 41 [1]
6. W3yunTe 6a30BYIO JEKCHKY JEIOBOTO HHOCTPAHHOTO si3bIka pp.318-352 [1] YK-4-36
6.3. 3ananus, HanpasJeHHbIe HA (JOPMHUPOBaHNe NPO(PeCCHOHAIBHBIX YMEHHIA.
1 | Mpocaymaiite/mpoynTaite qUaIork Mo u3ydaeMbiMm Temam Ex.9,p.157 [1] YK-4-V1
2 | CocraBbTe U BOCIPOHM3BEIUTE AUATIOTH N0 n3y4aembiM TeMam Ex.31, p.43 [1] YK-4-V2
IIpoanamm3upyiite pasHble MOJAENU PEUCBOM JEATENHHOCTH W PEYCBOTO MOBENCHHS B
3 | mporiecce en0OBOM KOMMYHHKAIIWH, COCTaBbTE JMANOTH C YYE€TOM 3TuUX pasnuumii Ex.28, YK-4-VY3
p.43 [1]
CocraBbTe W OQoOpMHTE JeJOBbIE IHChbMa, IOKYMEHTHl HAa HMHOCTPAHHOM SI3BIKE IIO
4 YK-4-Y4
M3y4aeMbIM TeMaM, 3anoiaaute ankety Ex.35, p.48 [1]
IloaroToBbTe BOMPOCHI M BBIPAXKEHHS UII TOTO, YTOOBI MHUIUHPOBATH, TOAIEPKATH
5 | obmienue, 3ampocuTh HHPOPMANHKIO, OTBETUTh HA 3amMpalidiBaeMyl0 HH(QOpPMAIHIO U YK-4-VY5
3akoHunTh Oeceny Ex.20, p.39 [1]
6 IIpocaymaiiTe/mpounTtaiite ayTeHTHYHBIE TEKCTHI M MEpefaiiTe X OCHOBHOE COJEpKaHHE VK-4-Y6

Ex.27¢), p.113




6.4. 3ananus, HanpaBJieHHbIE HA (h)opMHUpPOBaHHE MPO(eCCHOHATBHBIX HABBIKOB.

1 BrInoHUTE 3aJaHusl, HalpaBlieHHbIE HA (POPMUPOBAHKME U COBEPLICHCTBOBAHHWE HABBIKOB VK-4-B1
pedeBoii gesrenpHOCcTH EX.13, p.55 [1]

IMponymaiite IuiaH, OHNpEeNENIUTE COAEPAKAHUE, IOJOEPUTE COOTBETCTBYIOLIME BBIPAKEHUS

2 | mns mpoBeIeHHs ACNOBBIX BCTPEY, COBCLIAHMIL, JCIOBBIX IeperoBopoB. Temy ompenesnte YK-4-Bl1
camocrosTenbHO. [ToroToBbTech K posieBoii urpe EX.28, p.43 [1]

[MpoaymaiiTe 1uiaH, ONMpeneNuTe CojaepkaHue U GopMy MyOJMYHOTO BBICTYIUICHHUS. Temy VK-4-Bl1
olpeieuTe caMocTosTeNnbHO. IloaroToBbTECh K BhICTYIIEHUIO EX.18€), p.124 [1]

4 | Hanumure nenoBoe nuckMo. Temy onpenenute camocrositenbHo Ex.36¢), p.49 [1] VK-4-B1
BrimosHUTE TECTOBBIE 33/1aHMsI, HAPABICHHbIE Ha COBEPILEHCTBOBAHIE 3HAHUN M YMEHHH VK-4-B1
JIeTI0BOr0 HHOCTpaHHOTrO si3bika Ex.11, p.158 [1]

ITpounraiiTe TEKCTHl MO U3y4aeMbIM TeMaM U MOJrOTOBbTECh K UX oOcyxaenuto Ex.18,
6 0.163 [1] YK-4-Bl1

7. ®OHJ1 OHEHOYHbBIX CPEACTB /151 NIPOBEJAEHUA TEKYIIEI'O KOHTPOJIA
N ITPOMEXYTOYHOU ATTECTAIIUU OBYYAIOIUXCHA 11O JTUCHUTIJIMHE

7.1. CpencTBa OlICHUBAHUS B XO/€ TEKYIET0 KOHTPOJIS:
- YCTHBIC U IIUCbMEHHBIE KPATKUE ONPOCHI B XOJIE ayIMTOPHBIX 3aHATH,
- 3aJaHus U YIIPAXKHCHUA, PCKOMCHAOBAHHBIC AJIA CaMOCTOSTEILHOU pa60TI>I;

- IPAKTUYECKUE 3aJaHUSI, TPOCKTHI;
- 3a7laHUs ¥ YIIPAXHEHUS Ha TIEPEBOI;

- COCTaBJICHUE U MPAKTUYECKOE HUCIIOJIb30BAHUE TIIOCCAPUS IO TEMaM;
- TECTUPOBAHUE;

- pe(bepI/IpOBaHI/Ie AYTCHTUYHBIX TCKCTOB, COCTABJICHHUC TC3MCOB BBICTYIJICHUA, JOKJIAA.

7.2. ®OC pJs TeKylero KOHTPoJis.

No Iloxka3arenu pe3yjbTara ®OC Tekymero KORTPOI
00y4eHus

1 YK-4-31 VYerasrit onpoc (Temsr 1-15)

2 YK-4-32 Cocrasnenne quanora (Temsr 1-15)

3 YK-4-33 Becena (Tewmsr 1-15)

4 YK-4-34 Cocrasnenne quanora (Temsr 1-15)

S YK-4-35 Tecr, 6ecena (Temsr 1-15)

6 YK-4-36 Hammcanue nucema (Temsr 1-15)

7 YK-4-V1 Ormpoc (Temsr 1-15)

8 YK-4-V2 Hoxnax, npesentarms (Temsr 1-15)

9 YK-4-V3 Cocragnenue rinoccapust (Temsr 1-15)

10 YK-4-V4 AynupoBanue/arerue Texcta (Tembr 1-15)

11 YK-4-V5 Hammcanue nucem passoro Buza (Temsr 1-15)

12 YK-4-Y6 Orteetsl Ha Bonpockl 1o Tekety (Temsr 1-15)

13 YK-4-Bl Cocrasnenue quanora (Temsr 1-15)

14 VK-4-B2 Becena (Tembr 1-15)

15 VK-4-B3 Huckyccust (Temsr 1-15)

16 VK-4-B4 PedepupoBanre, aHHOTUPOBAaHWE, COCTABICHHE TE3MCOB, KOMMEHTapHEB

(Temsr 1-15)
17 YK-4-B5 Hamucanue nucema (Temsr 1-15)
18 YK-4-B6 Pedepuposanue, Hanucanue nucem, pestome (Temsr 1-15)

7.3 ®OC nns NpOMEXYTOUHOM aTTECTALMHU:
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7.3 ®OC n5 NpoMe:KyTOUHOM aTTecTaluun

7.3.1.3a0anus 0asa ouenku 3HaHUil.

Ne Tokasarenm pesyssrata DOC st OIeHKH 3HAHUH
00yUeHUS

1 VK-4-31 Read and transla’ge Fhe text from English into Russian
Speak on the topic in accordance with the card

2 VK-4-32 Read and translate the text from English into Russian
Speak on the topic in accordance with the card

3 VK-4-33 Read and translate the text from English into Russian
Speak on the topic in accordance with the card

4 VK-4-34 Read and translate the text from English into Russian
Speak on the topic in accordance with the card

5 VK-4-35 Read and translate the text from English into Russian
Speak on the topic in accordance with the card

6 VK-4-36 Read and transla’ge Fhe text from English into Russian
Speak on the topic in accordance with the card

7.3.2. 3a0anus 01 oyeHKu ymMeHuil.
B kadyectBe (OHIOB OIICHOYHBIX CPEJACTB JUISL OLEHKH YMEHHI 00ydaromerocs
UCTIONB3YIOTCS 3aaHus 1-6, pPEeKOMCHIOBAHHBIC /ISl BBIMOJIHEHUS B Yachl CaMOCTOSTCIHLHOU
paboThI (pazgen 6.3.)

No TloxazaTemn pe3yiibTara ®OC JUTS OTICHKH YMeHI/Iﬁ
00yUeHUS
1 VK-4-31 Read and translate the text from English into Russian
Speak on the topic in accordance with the card
2 VK-4-32 Read and translate the text from English into Russian
Speak on the topic in accordance with the card
3 VK-4-33 Read and translate the text from English into Russian
Speak on the topic in accordance with the card
4 VK-4-34 Read and translate the text from English into Russian
Speak on the topic in accordance with the card
5 VK-4-35 Read and translate the text from English into Russian
Speak on the topic in accordance with the card
6 VK-4-36 Read and translate the text from English into Russian
Speak on the topic in accordance with the card

7.3.3. 3a0anusn 013 oUeHKU HABBIKOG, 6J1A0CHUIL, ONBIMA OeSAMETbHOCIU
B Ka4yeCTBEC (i)OHJIOB OILICHOYHBIX CpeI[CTB JJIA OLICHKHM HAaBBIKOB, BJ'IaI[eHI/II\/II, OIIbITA
NEeSTENIbHOCTH, OOydaromerocss HCMHOJb3YIOTCS 3adaHus 1-6, peKOMEHJOBaHHBIE JUIA
BBITIOJIHEHHUSI B YacChl CaMOCTOSATEIbHOM paboThl (pazgen 6.4.), a Takke 3aJaHus, s
MPAKTUYECKON pabOTHI.

Ne Tokasarenm pesyssrata DOC 11151 OLICHKH BJIAJICHUI
00yUeHUS
1 VK-4-31 Read and translate the text from English into Russian
Speak on the topic in accordance with the card
2 VK-4-32 Read and transla’ge Fhe text from En_glish into Russian
Speak on the topic in accordance with the card
3 VK-4-33 Read and transla’ge Fhe text from En_glish into Russian
Speak on the topic in accordance with the card
4 VK-4-34 Read and transla’ge Fhe text from En_glish into Russian
Speak on the topic in accordance with the card
5 VK-4-35 Read and transla’ge Fhe text from En_glish into Russian
Speak on the topic in accordance with the card
6 VK-4-36 Read and transla’ge Fhe text from En_glish into Russian
Speak on the topic in accordance with the card
Text 1.
CULTURALLY SPEAKING
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In the United States, as elsewhere, there is a ritual way to meet and greet people. Certain
rules or formulas should be followed. The degree of formality in business varies according to the
company culture. Some companies are more conservative and formal in how they address each
other, how they share information, how decisions are made, how power is delegated, how people
dress, and so on. Other companies, especially the younger, smaller high technology companies
are very progressive and informal.

If you are a foreigner doing business in America for the first time, you do not have to be
more informal than you feel comfortable with. If you want to call someone by his or her last
name, you may do so. But do not be surprised (or insulted!) if your American hosts call you by
your first name. At some point, you will probably decide to do what they are doing. The main
thing is that you can go at your own speed. In a truly formal situation, you can be more formal
by using titles (Mr., Mrs., Ms., Dr., Professor, Mr., etc.) and by adding Sir or Ma’am (Yes,
Sir/No, Sir, Yes, Ma’am/ No Ma’am\ Thank you, Sir/ Thank you, Ma’am, etc.). Another thing to
realize is that American business people today may know  something
about your country. So they might try to address you in the style of
your culture. It could become very interesting, if not amusing.

Along with the handshake, nod of the head, hug, or handgesture, Americans engage in
small talk. This formulaic lightconversation or chitchat may not carry much meaning in
itself,but, rather, is designed to break the ice — to ease into a conversation with someone you
have just met. Although the order of questions may vary, the same questions are always asked,
and the same remarks made: How are you?is answered by Fine, thanks or Howareyou? This is
not an inquiry intoyour physical health; it is a standardgreeting. A Fine, thank you is what is
expected, even if your bestfriend was just diagnosed with a terminal illness.

You always engage in small talk when you first meet someone. If you do not take part
in this polite type of repartee, you will be considered rude and unfriendly; therefore, it is
essential to learn the formulas. The goal of small talk is to get to know someone, yet you should
never ask personal questions too soon; instead, you start with questions or comments that elicit
an expected response. This tells you if the person you are talking to is willing to communicate
with you and, if so, on what level.
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Text 2

In the business world, there is small talkuntil a relationship is established, after which
one may talk specifically about business oi personal concerns. After business hours, when
socializing with colleagues or associates, you will need to know the acceptable topics of
conversation: weather, sports, good news, travel, positivecomments about your host country,
movies, entertainment, food, or the challenges of learning a foreign language. If asked, you may
discuss work, where you live, or where you are staying. After work hours, when people want to
relax, discussions about work or anything too serious are usually not welcomed. Subjects to
avoid are: money, personal health, bad news, religion, politics, and details about your family or
children (unless specifically asked).

Finally, be careful about jokes! Humour varies from culture to culture, and you may
offend without realizing it. There are few things more awkward than an unfunny joke, or one that
IS in bad taste. People have very specific ideas about good and bad taste; you may be walking on
dangerous ground when you attempt a joke and you may never realize how your joke was
received because people may laugh out of politeness — or perhaps sympathy.

Small talk may last from a few minutes to over an hour, depending upon circumstances.
At its best, it results in a nice impression being made, a common interest being explored, or a
rapport created that could be the basis of a future meeting or more serious relationship.
Smalltalk, although it may not seem important, is actually quite important in society. It plays a
role in people’s getting to know one another, it establishes a polite and friendly tone, and it is a
time for quiet observation. We form impressions from how people look, dress, speak, and
express attitudes by nonverbal means such as gestures, eye movements, or posture. Skipping the
formality of small talkwould be in bad taste in business as elsewhere; minimizing its importance
would bea mistake.
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Text 3.
TELEPHONE CONVERSATIONS

Standard formulas in language invade many aspects of our life, including the telephone,
which seems to be the most challenging skills for a foreign speaker to master. A lot of people
find it difficult to make phone calls in a foreign language — and that isunderstandable. You
can’t see the person you are talking to, their voice might be unclear, and it might be difficult for
you to find the right words.

When you make a telephone call, you lift the receiver. Then you dial the number. If you
don’t know the number, you can look it up in the telephone directory. If you can’t find it there,
you can call directory inquiries. Making a call to a place far away is called a long-distance call.
For most countries you can phone direct; first dial the international code-number. If the person
you want to call is already speaking to someone, the number is engaged. When you call a person
you want to speak to and somebody else answers the phone, you can leave a message, or it may
mean that you have dialed a wrong number.

One thing you can do to improve your telephone skills is to learn some of the multi-
word verbs that are commonly used in telephone conversations. Most of them are featured in this
text. Hold on and hang on mean “wait”. Be careful not to confuse hang on with hang up. Hang
up means “put the phone down”. Another phrasal verb with the same meaning is ring off. The
opposite of hang up | ring off is ring up — if you ring somebody up, you make a phone call. And
if you pick up the phone, you answer a call when the phone rings.

If you are talking to a receptionist, secretary or switchboard operator, they may ask you
to hang on while they put you through —connectyour call to another telephone. But if you can’t
get through to the person you want to talk to, you might be able to leave a message asking
him/her to call you back — to return a call.
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Text 4.

NEGOTIATING STRATEGIES

Understanding the other party’s interests and tactics is integral to good negotiating.
Choosing a strategy that best responds to their interests and tactics will help you achieve the best
outcome. Some of the different strategies for negotiation include:
a) problem solving — committing to examining and discussing issues closely when entering

into long-term agreements that warrant careful scrutiny;

b) contending — persuading your negotiating party to concede to your outcome if you are
bargaining in negotiations or over major “wins”;

c) yielding — conceding a point that is not vital to you but is important to the other party,
but valuable in on-going negotiations;

d) compromising — forgoing their both parties’ ideal outcomes, settling for an outcome that
is moderately satisfactory to each participant;

e) inaction — buying time to think about the proposal, gather more information or decide
your next tactics.

Your chosen strategy will depend on who you are negotiating with and the type of
relationship you have with them. Every time you negotiate, you have to make choices that affect
whether you achieve a successful outcome for your business. To get the best outcomes, you need
to understand the steps involved in the negotiation process. While many negotiations are
straightforward, some will be among the hardest challenges you face. Yoursuccess will depend
on planning and preparation. Always approach negotiations with a clear set of strategies and
tactics that can guide you from planning to closing.
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Text 5.
STRUCTURE OF THE BUSINESS LETTER

A business letter is the principal means used by a business firm to keep in touch with its
customers. According to the purpose ofthe letter there may be different kinds, e.g. a letter of
request, a memo (a memorandum), a letter of advice, an invitation letter,a congratulation letter, a
letter of thanks (gratitude), a letter of apology, a letter of confirmation, an enquiry letter, a letter
of acknowledgement, a letter of guarantee, a letter of complaint, a letter of claim, an order letter,
etc. Customers form their impression of the firm from the toneand quality of the letters it sends
out.

Good-quality paper and an attractive letterhead play their part in this, but they are less
important than the message they carry. Business does not call for the elegant language of the
poet, but it does require us to express ourselves accurately in plain language that is clear and
readily understood.

The business letter has long been customary to set it out in the indented style, but now
the blocked style has come to be much more widely used than before because it saves typing
time.

When addressing a correspondent personally by name, take care to spell his name
correctly. Also address him exactly as he signs himself. The courtesy titles used in
correspondence are Mr, Mrs, Miss, Ms and Messrs (abbreviation of Messieurs). When your
correspondent holds a special title, such as Doctor, Professor, Colonel and Sir, he is addressed
by his title and Mr must not be used. We write, Dr J. Brown, Prof. L. Carter, Col. W. Johnson,
Sir Arnold Plant. Where it is not known whether a woman addressed is married or single Ms has
recently crept into use as an alternative for both Mrs and Miss. Messrs is used only for
partnerships whose firm name includes a personal element, as in Messrs Macdonald & Evans.
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Text 6.

The salutation is the greeting with which every letter begins. The customary greeting in
a business letter is Dear Sir, but others are used as follows: Dear Madam (for both single and
married women); Dear Sirs (when a partnership is addressed). When your correspondent is
unknown to you and may be either a man or a woman, always use the form Dear Sir.

These are the formal openings normally used, but the modern trend is towards
informality, especially if your correspondent is known to you personally, or if you have traded
with him for some time. The warmer and more friendly greeting, Dear Mr...is then preferred.
The greetings Sir, Madam and Gentlemen are very formal and are now rarely used in English
business letters, though Gentlemenis usually the form preferred by American writers.

The message forms the body of the letter and is the part that really matters. Some letters
are very short and may consist of only one paragraph. Many others fall naturally into the
framework of a three-paragraph plan:

(i) the first paragraph takes the form of an introduction, or of an acknowledgment if there
has been previous correspondence;

(i) the second gives information and states the facts;
(iii) the third refers to future action.

The complimentary closure, like the salutation, is purely a matter of custom and a polite
way of bringing a letter to a close. The expression used must suit the occasion. It must also
match the salutation, the form of which is governed by the relationship between the parties.
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Text 7.

EMAIL COMMUNICATION

In computer terms, email is short for electronic mail. It is a more up-to-date method of
transmitting data, text files, and digital photos from one computer to another over the Internet.
This phenomenon did not become popular until 1990 and now emails have become one of the
most widely used forms of business and personal communication. An email is a more relaxed
way of sending messages; it is particularly practical if you do not want to call long distance
because of a language barrier or the expense. When language is an obstacle, sending an email is
a blessing; after all, it is easier to see the message than have to speak on the telephone. Emails
are quick, so they are good for chatting, inviting people out, keeping in touch and doing
business.  The  world  hasbecome  much  smaller now that we  have
the ability to send and receive emailmessages over great distances at an
incredible speed.

Emailusers create and send messagesfrom individual computers usingcommercial
programs or mail-user agents(MUAS). A lot of email programs have aprogram that enables you
to compose orwrite your own message to send. To send a message, a user has
to specify the addresses.

The source of the destination is included in the address. There are many different ways
to write the email address depending on the email destination. For instance, an interoffice
message distributed over an intranet, or an internal computer, may have a simple scheme such as
the person’s name as the address, followed by the symbol @ (at), the domain, the name of the
organization, and finally the country. Emails also contain headers and footers above and below
the message. They usually state the sender’s name, email address, and the date that it was sent. A
user then can store, delete, reply, or forward the message to others.

Most email programs allow you to attach files and photos to emails to send to others.
This allows users to append large text— or graphics-based files, including audio and video files
and digital photographs, to email messages.
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Text 8.

FAX COMMUNICATION

Even in today’s modem age of the Internet, it is still necessary to send and receive
faxes. A fax message is the message that is sent or received over a fax machine (phone lines are
used) or online fax service (high-speed Internet connection is used). The word fax comes from
the word facsimile standing for perfect copy.

The original document is scanned with a fax machine, which processes the contents
(text or images) as a single fixed graphic image, converting it into a bit map, the information is
then transmitted as electrical signals through the telephone system. The receiving fax machine
reconverts the coded image, printing a paper copy. A formal fax cover sheet should precede any
documents you fax to clarify the purpose of the fax. A fax cover sheet should indicatewho the
faxed documents are for, who is faxing the documents and why they are being sent. Fax cover
sheets should be treated like business documents and written accordingly. A cover sheet should
be organized and include instructions for the recipient.

Although businesses usually maintain some kind of fax capability, the technology has
faced increasing competition from Internet-based alternatives. A fax message is often sent when
particular official correspondence needs to be sent or received urgently and it is not possible to
send the documents via email. Fax machines still retain some advantages, particularly in the
transmission of sensitive material which, if sent over the Internet unencrypted, may be
vulnerable to interception, without the need for telephone tapping. In some countries, because
electronic signatures on contracts are not recognized by law while faxed contracts with copies
signatures are, fax machines enjoy continuing support in business.
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Text 9.

MAKING A PRESENTATION

A presentation is the practice of showing and explaining the content of a topic to an
audience or learner. Presentations come in nearly as many forms as there are life situations. In
the business world, there are sales presentations, informational and motivational presentations,
interviews, status reports, image-building, and of course, training sessions.

Although individuals most often think of presentations in a business meeting context,
there are countless occasions when that is not the case. For example, a school district
superintendent presents a programme to parents about the introduction of foreign-language
instruction in elementary schools; an artist demonstrates decorative painting techniques to a
group of interior designers; a police officer addresses a neighborhood association about initiating
a safety programme. Students are often asked to make oral presentations. These can be delivered
to other students in a seminar or tutorial. You might have been asked to research a subject and
use a presentation as a means of introducing it toother students for discussion, or youmight be
asked to outline a project inwhich you have been involved.

Whenlooking at presentations in the broadestterms, it is more important to focus ontheir
purpose. There are three basicpurposes of giving oral presentation: toinform, to persuade, and to
buildgoodwill.

A good presentation starts out with introductions and may include an icebreaker such as
a story, an interesting statement or a fact, or an activity to get the group warmed up. The
introduction also needs an objective, that is, the purpose or goal of the presentation. This not
only tells you what you will talk about, but it also informs the audience of the purpose of the
presentation.

Next, the body of the presentation comes. Do not write it out word for word. All you
want is an outline. By jotting down the main points on a set of index cards, you not only have
your outline, but also a memory jogger for the actual presentation.
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Text 10.

STRUCTURING THE PRESENTATION

There are several options for structuring the presentation.
1) Timeline: arrangement in a sequential order.

2) Climax: the main points are delivered in order of increasing importance.

3) Problem/Solution: a problem is presented, a solution is suggested, and benefits are then
given.

4) Classification: the important items are the major points.

5) Simple to complex: ideas are listed from the simplest to the most complex; it can also be
done in a reverse order.

Audiences believe that presenters who use visual aids are more professional and
credible than presenters who merely speak. Visual aids help presenters to emphasize the key
points your audience will understand and remember. The following visual aids should be
selected with respect to the needs of your audience and specific portions of your presentation:
tables, bar/line graphs, diagrams, pie/flow/organizational charts. The presentation vehicles are
based upon the audience’s seating arrangement: overhead projectors, easels, handouts, slides,
models, and computer screens. A presentationprogram Microsoft PowerPoint is often used to
generate the presentation content.

After the body, comes the closing. This is where you ask for questions, provide a wrap-
up (summary), and thank the participants for attending.

And finally, the important part is practice. The main purpose of creating an outline is to
develop a coherent plan of what you want to talk about. You should know your presentation so
well that during the actual presentation you should only have to briefly glance at your notes to
ensure you are staying on track. This will also help you with your nerves by giving you the
confidence that you can do it. Your practice session should include a live session by practicing in
front of co-workers, family, or friends. They can be valuable at providing feedback and it gives
you a chance to practice controlling your nerves. Another great feedback technique is to make a
video or audio tape of your presentation and review it critically with a colleague.
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Text 11.

HOW TO APPLY FOR A JOB

When you apply for a job, you will generally be asked to send your CV/resume,
together with a letter or email of application. Later, you will probably need to go on interviews to
meet with employers face to face. Employers often receive hundreds of applications for a job, so
it is very important to make sure that your CV and job application letter create the right
impression and present your personal information in a focused, well-structured, and attractive
way.

Before beginning to draft your CV, read the advert carefully so that you are clear about
the specific requirements of the job you are applying for. It is important to tailor both your
application letter and the CV to the job in question, focusing on qualifications and experience
that are particularly relevant.

A CV should be clear and well structured, with a limited number of main sections, so
that an employer can pinpoint the information they are looking for quickly and easily.

It is also vital to make sure that the letter or email you send with your CV creates the
right impression. It is your opportunity to say why you want the job and to present yourself as a
candidate forthe post in a way that impresses aprospective employer and makesyou standout as a
prospectiveemployee.

Keep your application letteror email brief. You do not needto give a lot of details. What
youare aiming for is a clear andconcise explanation of your suitability for the job. The usual
order of a job application letter or email is as follows.

Give the title of the job as a heading, or refer to it in the first sentence of your letter,
using the reference code if there is one. This will ensure that your application goes directly to the
right person in the organization. You should also mention where you saw the job advert or where
you heard about the vacancy. If you heard about it through someone already working for the
company, mention their name and position.

If you are working, briefly outline your current job. Pick up on the job requirements
outlined in the advert and focus on any of your current skills or responsibilities that correspond
to those requested. For example, if the advert states that management skills are essential, then
state briefly what management experience you have. If you are still studying, focus on the
relevant aspects or modules of your course.

Be clear and positive about why you want the job. You might feel that you are ready for
greater challenges, more responsibility, or a change of direction, for example. Outline the
qualities and skills that you believe you can bring to the job or organization.

In the final paragraph you could say when you are available to start work, or suggest
that the company should keep your CV on file if they decide you are not suitable for the current
job.
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Text 12.

THE INTERVIEW

The interview is probably the hardest part of getting a job, especially if English is not
your first language. If you are invited to attend an interview, confirm the appointment by letter,
telephone or email.

Think about your appearance — first impressions are important.

Take a copy of your CV or application form to the interview. Sometimes the person
who is interviewing you has notseen it.

Prepare a list of questions which you may want to ask the interviewer. Possible subjects
include the industry, the company, the job, pay, working hours and holidays. Use the Internet to
research about the industry and the company.

Prepare answers for questions which you think the interviewer may ask you. In
particular, think of examples of your achievements in previous jobs or while at school, and how
you have managed any difficult situations.

Think about your personal strengths and weaknesses, or how you would describe your
own personality.

Think about what the interviewer is looking for. Remember these points when you
answer questions during the interview.

Ask yourself why the company should choose to employ you, instead of the other
people who are applying.

The first interview may be followed up with second rounds onsite or over the phone.
From there it is a short wait until the company calls back with their offer, or mails a rejection —
hopefully the former.
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Text 13.

BUSINESS MEETINGS

Meetings are an important part of doing business. A successful meeting has no
surprises. With proper preparation and careful organization, a meeting can run smoothly. Setting
goals and time limits, keeping to the agenda, and knowing how to refocus are the key
components of an effective meeting.

There are a number of ways that you may call or be called to a meeting. Some meetings
are announced by email, and others are posted on bulletin boards. The date, location, time,
length, and purpose of the meeting should be included. In order to keep the meeting on task and
within the set amount of time, it is important to have an agenda. The agenda should indicate the
order of items and an estimated amount of time for each item. If more than one person is going
to speak during the meeting, the agenda should indicate whose turn it is to have the floor. The
person in charge of calling and holding a meeting may decide to allocate certain roles to other
staff members. Someone may be called upon to take the minutes, someone may be asked to do
roll call, and someone may be asked to speak on a certain subject. This should be done either in
person, or in an email.

Whether you are holding the meeting or attending the meeting, it is polite to make small
talk while you wait for the meeting to start. You should discuss things unrelated to the meeting,
such as weather, family, or weekend plans. Once everyone has arrived, the chairperson, or
whoever is in charge of the meeting should formally welcome everyone to the meeting and thank
the attendees for coming.

If anyone at the meeting is new to the group, or if there is a guest speaker, this is the
time when introductions should be made. The person in charge of the meeting can introduce the
new person, or ask the person to introduce him-/herself. Some people who hold meetings prefer
to pass around copies of the agenda, and others will post a large copy on a wall, or use an
overhead projector. No matter which format is used, attendees should be able to follow the
agenda as the meeting progresses. Before beginning the first main item on the agenda, the
speaker should provide a brief verbal outline of the objectives.
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Text 14.

RUNNING A BUSINESS MEETING

Some people who hold meetings prefer to pass around copies of the agenda, and others
will post a large copy on a wall, or use an overhead projector. No matter which format is used,
attendees should be able to follow the agenda as the meeting progresses. Before beginning the
first main item on the agenda, the speaker should provide a brief verbal outline of the objectives.

Anyone may be assigned to take the minutes at a meeting. The minute-taker can use a
pen and paper or a laptop computer and does not need to include every word that is spoken. It is
necessary to include important points and any votes and results. Indicating who said what is also
necessary, which is why the minute-taker should make sure to know the names of the attendees.
The minute-taker should type out the minutes immediately after the meeting so that nothing is
forgotten.

One of the most difficult things about holding an effective meeting is staying within the
time limits. A good agenda will outline how long each item should take. A good chairperson will
do his or her best to stay within the limits.

When issues cannot be resolved or decisions cannot be easily made, they are often put
to a vote. Most votes occur during meetings. Votes can be open, where people raise their hands
in favour or in opposition of the issue. In an open vote, the results are evident immediately.
Other votes, such as who should be elected to take on a certain role, are private or closed. During
private votes, attendees fill in ballots and place them in a box to be counted. The results may not
be counted until after the meeting. When a motion is voted and agreed upon, it is carried. When
it is voted and disagreed upon, it is failed. Most often votes are put to a majority. If there is a tie
vote, the chairperson will often cast the deciding vote.

During the meeting, participants will comment, provide feedback, or ask questions.

There are different reasons why a meeting comes to an end. Time may run out, or all of
the items on the agenda may be checked off. Some meetings will end earlier than expected and
others will run late. A meeting may be cut short due to an unexpected problem or circumstance.

The end of the meeting is also the time to thank anyone who has not been thanked at the
beginning of the meeting, or anyone who deserves a second thankyou. Congratulations or good-
luck can also be offered here to someone who has experienced something new, such as receiving
a promotion, getting married, or having a baby.
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Text 15.

NEGOTIATING

Negotiation is a process where two or more parties with different needs and goals
discuss an issue to find a mutuallyacceptable solution. In business, negotiation skills are
importantin both informal day-to-day interactions and formal transactionssuch as negotiating
conditions of sale, lease, service delivery,and other legal contracts. Good negotiations contribute
significantlyto business success, as they help you build better relationships;deliver lasting,
quality solutions rather than poor short-term onesthat do not satisfy the needs of either party;
help you avoid futureproblems and conflicts. A good negotiation leaves each party satisfiedand
ready to do business with each other again. Strong negotiatorsmaster written, verbal and non-
verbal communication. They adopta conscious, assertive approach to their communication.
Goodnegotiators are flexible, creative, aware of themselves and others.They are also good
planners, honest, win-oriented and excellent communicators.

During a negotiation, you may choose to use a passive,aggressive or assertive
communication style. Using an assertivestyle will help increase your chances of negotiating
successfuloutcomes for your business.

Passive communicators are inclinedto use ambiguous language, adopt under-confident
body language,and give in to demand too easily.

Aggressive communicatorstake a confrontational approachthat tends to alienate other
partiesand destroy negotiations.

Assertivecommunicators,  however, are  bothconfident and  considerate.
Thesecommunicators are more likely tokeep discussion going and facilitatemutually beneficial
agreements.They adopt a strong, steady toneof voice. They are factual rather than emotional or
critical. Theydescribe their views, starting sentences with | rather than directcriticisms starting
with you.

Tembl pj1s1 3auera:
1) Business Communication: Means, Ways and Styles
2) Rules of Communication in Different Cultures
3) Meeting People: Getting Acquainted and Making Contacts
4) Telephoning Rules and Clichés
5) Types of Business Letters
6) Emails and Network Communication
7) Presentations: Preparation and Delivery
8) Business Meetings
9) Making an Appointment
10) Negotiating
11) Applying for a Job
12) CV and Cover Letter Writing
13) Requirements to a Specialist
14) A Job Interview: Questions and Answers
15) Dos and Don’ts for Job Seekers
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y4eOHbIC MATEPHAIIbBI I CAMOCTOSATEIILHOTO U3YUEHHS aHTJIMICKOTO SI3bIKa,

2. http://en.wikipedia.org — oHIalH->HIKUKIIONE AU HA AHTJIMACKOM SI3BIKE.

3. www.multitran.ru

4. http://www.online-translator.com/

5. https://elibrary.ru — Hay4nas snekTpoHHas OHOIHOTEKA.

11. OBYYEHHUE NHBAJINIOB 1 JINLl C O'PAHUYEHHBIMHA
BO3MOXHOCTSAMMH 310POBbSA

N3ydyenne paHHOM y4eOHOM JUCHMIUIMHBI OOYYalOUUMHUCS C OTPaHUYEHHBIMH
BO3MOXKHOCTSIMM 3[IOPOBbSl OCYIIECTBIsieTcs B cooTBeTcTBUM ¢ IIpukasom MuHucrepcraa
oOpazoBanust U Hayku P® ot 9 HosOps 2015 r. Ne 1309 «O6 yrBepxkaenun I[lopsaka
o0ecrieyeHns yCIOBHH JOCTYIMHOCTH JJISi MHBAJIUA0B OOBEKTOB W NPEAOCTABISAEMBIX YCIYT B
chepe oOpazoBaHusi, a TakKe OKa3aHUS UM TPU OTOM HEOOXOJAUMOW TTOMOIIU»,
«MeToMUeCKUMH PEKOMEHJAIMsAMM 110 OpraHM3aluu  00pa30BaTENILHOrO Ipolecca s
WHBAIMAOB W JIMI] C OTPAHWYCHHBIMH BO3MOXKHOCTSIMH 3JIOPOBBSI B 00pa3oBaTEIbHBIX
OpraHu3alUsaX BBICIIET0 O0pa3oBaHMs, B TOM YHCIE OCHAIEHHOCTH 00pa3oBaTeIbHOIO
npoiieccay MunncrtepctBa oOpazoBanust u Hayku P® ot 08.04.2014r. Ne AK-44/05BH,
«[lonoxxeHnem o mopsiike OOYYEHHUS CTYAEHTOB — HHBAIMJOB U JIMIl C OTrPAaHUYECHHBIMU
BO3MOXKHOCTSIMU 3[I0OPOBBS», YTBEPKICHHBIM ITPHKa30oM pekTopa oT 6 Hosg0ps 2015 roga Ne60/o,
«[TonoxxeHnem o ciry:x6e MHKIIFO3UBHOTO 00pa3oBaHUs U rcuxonorndeckoit nomoum» AHO BO
«Poccuiickuii HOBbIN yHUBEpcUTET» OT » 0T 20 Mas 2016 roga Ne 187/0.

[IpenocraBieHue cHenManbHBIX TEXHUYECKHX CPEACTB OOyuYeHHsI KOJUIEKTMBHOTO H
WHIMBUIYAIbHOTO  TOJIb30BAHMs, TOM00p W pa3paboTka Y4YeOHBIX MaTEpUANOB IS
00yYaroImuxcsi ¢ OrpaHUUYEHHBIMU BO3MOXKHOCTSMU 3/J0POBbS MTPOU3BOIUTCS MPETOIaBaTeNIIMU
C Y4ETOM WX MHIUBUAYAIBHBIX MCHXO(DU3MOIOTHIECKAX OCOOEHHOCTEH M CIeUUKU TpremMa
nepeaayn yueOHoi MH(pOpMaIi Ha OCHOBAHUH NMPOCKOBI, BHIPAKEHHOM B MUCHBMEHHOU (hopMe.

C oOyuarommMucsi TO WHAWBHIYAIbHOMY IUIaHY W WHAMBHIYAITBHOMY TpaduKy
IPOBOJATCS MHAMBUyaIbHbIE 3aHATUS U KOHCYJIbTAIHH.

12. OMMCAHUE MATEPHAJBHO-TEXHUYECKOM BA3bI, HEOBXOJIUMOW JUIA
OCYUIECTBJEHMS OBPA3OBATEJBLHOIO MPOIECCA IO JUCHUTIJIVHE
(MOJTY.JTIO)

VYyebnas aymuTopusi U1 TPOBEICHUS 3aHATHH JIGKIIMOHHOTO THWIIA, 3aHITHI
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CEMHUHApPCKOTr0 THUIIA, Uil MPOBEACHUS TPYIIMOBBIX W HHAUBUAYAIbHBIX KOHCYIbTALIMM, IS
TEKYIIETO KOHTPOJSl YCIEBAEMOCTH U TPOMEKYTOYHOW AaTTECTAlMH, JUISl BBIMOJTHCHUS
KYPCOBOTO MPOEKTUPOBaHUSI (KypCOBBIX padoT).
Ayn.402 (muHradoHHBIN KaOMHET)
HNuoctpanHOro s3bIKa
JluaradoHHBIN KaOUHET

Creunanu3upoBaHHasi MEOEb:

- CTOJIBI CTY/IEHYECKHUE;

- CTYJIbS CTYyJICHYECKHUE;

- CTOJI JUIS TIPETIoIaBaTels;

- CTYJI JJIs IpeToAaBaTe’s;

- Tocka (MeJoBasi);

- MapKepHas 1ocka (ImepeHocHas).

TexHuueckue cpencTBa 00ydeHus:

- MPOEKTOP (MMOPTATUBHBIN ),

- HOYTOYK IJsi mperojaBaTedss ¢ BBIXOAOM B ceTh "MHTepHer" u poctynmom B
«MHpOopMaIIIOHHO-aHATTUTHYECKYIO CUCTeMY yripaBieHus Byzom» (1C YHuBepcurer);

- BeO-Kamepa;

- 9KpaH (MMepEeHOCHOM);

- KOJIOHKH;

- MUKPO(QOH.

Crennanu3upoBaHHOE 000PYyI0BaHUE:

obopynoBanue JnuHragoHHoro kabuHera «/Iuamor M" (mOpTAaTUBHBIN): MYIBT
MPeroaaBaTelis ¢ KUJIKOKPUCTAUTMICCKUM JHUCIICEM, Ha KOTOPBIH BBIBOIUTCS WH(MOPMAIUS O
TEKyIIeM peXuMe paboThl, OJIOKM MOAKIIOUEHUS Mapbl YYEHHKOB (8 IUT. B CTaHAApTHOU
KOMIUICKTalMK Ha 16 MecT oOydJaromuxcs), COCAMHHUTEIbHBIE Kabenw TeneoHHO-
MUKPO(QOHHBIE TAPHUTYPHI (HAYIIHUKU ¢ MUKPOPOHOM - 17 IIT. B CTAaHAAPTHONW KOMILIEKTALIUU
Ha | nmpenogaBatens 1 16 MecT 00y4JarOMMXCsl ), HATJISTHBIE TOCOOUS (TIJIaKaThI).

ABTOp (COCTaBUTEND): - / /M.H.Xanuna/
(moamuce)
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AHHOTanuUs padoyeil NporpaMMbl Y4eOHOH AMCUUIIMHBI
JNEJJOBO HHOCTPAHHBIH SI3BIK (AHIJIMMICKUMN SI3BIK)

Hanpasnenue noarotosku: 38.03.01 « IxoHOMUKA)

Hanpasnennocts (npo¢uib): «@UHAHCHI U KPEAUT»

VYuebHas nucuumiinHa «JleoBoil MHOCTpaHHBIA S3BIK» HM3y4yaeTcs OOydYaroUIMMHUCH,
OCBaMBAIOLIMMU 00pa30BaTEIbHYIO IIPOrpaMMy « JKOHOMHUKa» B COOTBETCTBUU ¢ DenepanbHbIM
rOCyJapCTBEHHBIM 00pPa30BaTEeNIbHBIM CTAaHAAPTOM BBICHIETO OOpa30BaHHs 1O HAIPABJICHUIO
noarotoBkn 38.03.01 DOkxoHomuka (ypoBeHb OakaiaBpuara), YTBEPXKICHHBIM IPHKA30M
MunuctepcerBa oOpazoBanus U Hayku PO ot 12.08.2020 r. Ne 954 (®I'OC BO 3++).

OcHOBHast Uenb M3ydeHHs Yy4eOHOW JUCUUIUIMHBI 3aK/IIOYaeTcs B OBJIAJCHUU
CTYACHTAaMH HEOOXOJUMBIM M JOCTaTOYHBIM YPOBHEM KOMMYHUKATHBHOH KOMIETEHIIMH JUIS
peLIeHHs] COLMAIbHO-KOMMYHHKATUBHBIX 3a/1a4 B Pa3IMYHbIX 00JIaCTSIX OBITOBOM, KyJIbTYpPHOM,
npoeCCHOHATBPHON M HAYYHOM  JeSITeIbHOCTH  (TIOMCK  HEOOXOIMMBIX  CBEICHU,
OCYILECTBJICHHE JEJIOBbIX KOHTAKTOB, YCTHOE OOILIEHHE, YMEHHE (PUKCUPOBATh MH(OPMAIUIO U
T.J1.), a TaKXKe JUIs JalbHeHero camooopa3zoBanus (Uil JajbHEWIeH yueOHOM NesTebHOCTH,
U3y4eHHsl 3apyOeKHOTO OMbITa B NPOGMINpPYIOIIEH 00JIaCTH HAyKU U TEXHUKH U T.11.).

W3yuenne yd4eOHON JAWMCHUILIMHBI HANpaBJIEHO HA TOATOTOBKY OOydYalOMIMXCS K
OCYILECTBJICHHIO KOMMYHHMKAIIUM B YCTHOM M MMCbMEHHOM (pOpMax Ha MHOCTPAHHOM SI3bIKE, a
TaKK€ K OCYILECTBICHHUIO JIE€ATEIbHOCTH 10 KOHLENTYaJbHOMY, (QYHKIMOHAIbHOMY U
JIOTMYECKOMY MPOEKTHUPOBAHUIO CHUCTEM CPEAHEr0 M KPYMHOro Maciutaba M CIOXKHOCTH,
IUIAHUPOBAHUIO DPa3pabOTKM WM BOCCTAaHOBJEHUS TpeOOBaHMM K CUCTEME, aHAIU3Y
npoOJeMHON  CUTyalluM  3aMHTEPECOBAHHBIX  JIML,  pa3paboTke  OusHec-TpeOOBaHUIA
3aMHTEPECOBAHHBIX JIML, IMOCTAHOBKHM LE€JIeH CO3/1aHUsl CHUCTEMBI, pa3padOTKU KOHLEMIUU
CUCTEMBl M TEXHMUYECKOTO 3aJlaHds Ha CUCTEMY, OPraHU3allMd OLIEHKH COOTBETCTBUS
TpeOOBaHUSM CYIIECTBYIOIMX CHCTEM M UX aHAJOrOB, IPEJCTABICHUIO KOHUEMIUH,
TEXHUYECKOTO 3aJaHusl HAa CHUCTEMY M H3MEHEHMH B HHUX 3aWHTEPECOBAHHBIM JIMIIAM,
OpraHM3ali COTJacoBaHUs TpeOOBaHMHM K cHCTeMe, pa3paboTKe IIa0JIOHOB JOKYMEHTOB
TpeOOBaHUH, MOCTAHOBKE 33Jjaul Ha pa3paboTKy TpeOOBaHMH K MOJCHCTEMAaM M KOHTPOJIb MX
KauyecTBa, COMPOBOXACHHUIO MPUEMOYHBIX HCIBITAHUN W BBOJA B JKCIUTyaTallMI0 CHUCTEMBI,
o0paboTKe  3ampocoB HAa  U3MEHEHHe TpeOOBaHMH K  CHUCTeMe,  ONpeIeNICHHBIX
npodeccuoHaNbHBIM ~ cTaHAapTOM «CHCTEMHBIN aHATUTUK», YTBEP)KIEHHOTO IPUKA30M
MunucrepcTBa TpyAa U conmanbHou 3amuthel Poccuiickoit ®denepannn ot 28.10.2014 N 8091
(Peructpannonnsiii Homep Ne34882).

VYuebHas nucuuminHa «JleaoBoil MHOCTpaHHBIN SA3bIK» BXOJIUT B 00s3aTENbHYIO 4acTh
y4eOHOTO IJIaHa ¥ U3yJaeTcst Ha 2 Kypce.

B pe3ynbrare ocBoeHMs Y4eOHOM IUCHUIUIMHBI «JleT0BOM MHOCTpaHHBIN S3BIK»
00ydJaronuics JOJKEH OBJIa/IETh YHUBEPCATHLHON KOMIIETECHITUEH:

YK-4 «CnocoGeH OCYIIEeCTBIATh JIENIOBYI0O KOMMYHUKAIIUIO B YCTHOW M NMHCbMEHHOU
dopMax Ha rocynapcTBeHHOM s3bike Poccuiickoit denepanny M MHOCTPAHHOM (bIX) SI3bIKE
(ax)».
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