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ITACIIOPT
P®OHJA OHEHOYHbLIX CPEACTB
10 AUCHUILIHHE

«AHOCTPaHHDLIN A3BIK (J1eJI0BON)»

1.1. OcHoBHBIE CBeJCHUA O JUCIHHUIIINHE
OO0masi TpyAOeMKOCTh JMCIUIUIMHBI COCTaBIsAeT 6 3aueTHBIX enuHuUl] (216 akagemmueckux
4acoB).

ouHasi (hoopMa oOydeHus

TpynoeMKoCTb,
aKaJIeMIYECKHX 9aCOB
Bun paboter
5 6 7
ceMecTp | cemectp | cemectp Beero

OO0uiasi TPy10€MKOCTh 12 12 12 216
KonrakTHas padora: 24 14 16 54
Jlexuuu (JI) - -
[Tpaktuueckue 3anstus (I13) 24 14 16 54
Koncynpranum - -
[TpomexxyTouHas aTTectanus (3a4eT, SK3aMeH) - -
CamocrosiTeibHas padoTa: 48 58 56 162
- camocmosimenbHoe u3yueHue pazoenos - 24 38 36 98
n0020MOBKA K NPAKMUYECKUM 3AHAMUAM,

- 10020MOBKA K PYOEHCHOMY KOHMPOTIO U 24 20 26 70
m.n.)
Buja uroroBoro kourpoJs (3auer, 3xk3amen, | 3AYET | 3AUET |[3AUYET/O
augdepeHuMpoBaHHbIN 324€T)

OYHO-3a04Hast popma oOyyeHHs

TpynoemkocTs,
Bun paGotsr aKaJeMHYECKHUX 4acoB
6 cemecTp BCETO

OO0masi Tpy10éMKOCTh 108 108
KonTakTHas padora: 22 22
Jlexmmm (J1) - -
IIpaktuueckue 3anstus (I113) 22 22
KoHcynpranum - -
[TpomexxyTouHas aTTectanus (3a4eT, YK3aMeH) - -
CamocrosiTeibHasI padoTa: 86 86
= n0020MO6Ka K NPAKMU4eCKUM 3AHAMUAM,
- camocmosimenbHoe uzyueHue pasoenos
= N0020MO8KA K PYOEeHCHOMY KOHMPOIIO U M.N.)
3auem. eo. 3 3
Bua uToroBoro KOHTpoJIs (3a4eT, IK3aMeH, 3AYET/O
auddepeHupoBaHHbIN 3a4eT)




1.2. TpeOoBaHus K pe3yJibTaTaM 00y4eHHsl MO JUCHUNINHE, GOPMBI HX KOHTPOJIS U

BH/IbI OLIEHOYHBIX CPE/ICTB

[MacnopT poHIa OLIEHOYHBIX CPEICTB MO AUCHUIIINHE

Ne | Kontponupyemsie WNunexc OneHouHble CpeaCcTBa Crioco6
pa3ebl, TEMbI, MOTYJIH KOHTPOJIHPY KOHTPOJISI
eMon HAaMEHOBaHUE NoeNo
KOMIIETEHI] 3a7aHu
un (wm ee i
YacTH)
1 | Moayas 1. YK4 — nuceMeHHBIH | 2.1 MACbMEHHO
Careers epeBoI 2.2 YCTHO
—  MOHOJIOT 2.3
—  TECThI 1-10
2 | Moayas 2. VK4 — nuceMeHHBI | 2.1 [IUCEMEHHO
Companies HIePEBO/I 2.2 YCTHO
—  MOHOJIOT 2.3
—  TECThI 11-20
ATTecTranus VK4 — I[HCbMEHHBIH | 2.5 3AYET
1 (50]9:10i
—  MOHOJIOT
—  TECTHI
3 | Monyas 3. YK4 — nuceMeHHBIH | 2.1 MMCbMEHHO
Selling. IIEPEBOJI 2.2 YCTHO
—  MOHOJIOT 2.3
—  TECThI 21-30
4 | MonmyJis 4. VK4 — nuceMeHHBIM | 2.1 MMUCHEMEHHO
New Business. epeBo/] 2.2 YCTHO
—  MOHOJIOT 2.3
TECTBI 31-40
ATTecTanus YK 4 —  IHUCbMEHHBI | 2.5 3AUYET
TIepPeBO/T
—  MOHOJIOT
—  TECThI
5 | Moayas 5. YK4 — nmucbMeHHBIH | 2.1 [IUCHEMEHHO
Marketing nepeBol 2.2 YCTHO
—  MOHOJIOT 2.3
—  TECThI 61-70
6 | MoxyJs 6. VK4 — nuceMeHHBIM | 2.1 MMUCHLMEHHO
Planning nepeBosl 2.2 YCTHO
—  MOHOJIOT 2.3
—  TECTHI 71-81
ATTecTanus VK4 — nuceMeHHBIM | 2.1 3AYET/O
epeBo/] 2.2
—  MOHOJIOT 2.3
—  TECThI 82-91




1.3. IToxa3aTe/in U KPUTEPHH ONpeeIeHUs YPOBHS ¢(p)OPMUPOBAHHOCTH KOMIIeTeHIM I

No Kon YpoBHU CHOPMHUPOBAHHOCTH KOMITCTCHIIUH
n/n | MHAMKaropa | HemoctaToud | Y IOBJICTBOPUTEI ba3oBrrit IToBEITIEHHBIH
KOMIICTECHII bIN bHBIN
un (mocraTo4HbIN)
1. | B-YK-4.3. OtcyrcrtBue | 3HaTh: 3HaTh: 3HaTh:

IPU3HAKOB Nmeer wHenonnoe | JlocratouHo JleMoHCcTpUpYyET
YIOBJIETBOPH | MPEJICTABIICHUE O | IMOJHO 3HAET YETKOE
TEIBHOTO MpaBujIax u MpaBUJia ¥ HOPMBI | TIPEJICTABIICHUE O
YpOBHSI HOpMax BEJICHUS | BEACHUS JCJIOBOM | MpaBUJaX U

b1 (21 (0):10)5
MePENUCKH Ha
WHOCTPAaHHOM
A3BIKE C y4ETOM
0COOEHHOCTEN
CTHJIMCTHKH
ouUIIHaTBLHBIX
IHCEM U
COLIMOKYJIBTYPHBI
X

pazIn4uii;

0 JIEKCUKO-
rpaMMaTHICCKUX
51
CTHJINCTUYECKHUX
SIBIICHUAX,
XapaKTePHBIX IS
sI3BIKA
CIIEIIHAILHOCTH,
0COOCHHOCTSX
ynoTpeoeHus
CBOOOIHBIX 51
YCTOWUYUBBIX
CIIOBOCOYETaHUI
B
npodeccuoHanbH
oif chepe
00IICHUS

YMeTh:

He B nmoaHo#
Mepe C
JOTMYIICHUEM
HEKOTOPBIX
HETOYHOCTEH
OCYIIECTBIISIET

JIETIOBYIO

TIEPEITUCKH Ha
UHOCTPAaHHOM
SI3BIKE C YYETOM
0COOEHHOCTEH
CTHJIMCTHKH
oduIHaIbHBIX
IINCEM U
COILMOKYJIBTYPHBI
X

pa3InNYnil;
JIEKCUKO-
rpaMMaTHYECKHE
U
CTUJIUCTHYECKHE
SIBJICHUS,
XapaKTepHBIC IS
sI3BIKA
CITEIIMAILHOCTH,
0COOCHHOCTU
ynoTpeOIeHHs
CBOOOIHBIX u
YCTOWUYHUBBIX
CIIOBOCOYETAaHUI
B
npodeccuoHanbH
oif chepe
o0IIeHUS

YMerh:
CaMoCTOSTEIIFHO
C IOMyIIEHUEM
HECYIIECTBEHHBIX
MOTPENTHOCTEN
OCYIIECTBIISET

JICIIOBYIO
KOPPECIOH ICHITH

HOpMax BEJICHHS

bi (1) (0):10)
MEePENUCKU Ha
WHOCTPAaHHOM
S3BIKE C YU4ETOM
0COOEHHOCTEN
CTHIMCTHKH
oduIHaTBHBIX
IMMCEM U
COLIMOKYJIbTYPHBIX
pa3Iuynil;

0 JIEKCUKO-
rpaMMaTHYEeCKUX H
CTUJIUCTHYECKUX
SIBJICHUSIX,
XapaKTepHBIX  JUIS
sI3BIKA
CIIEIMAILHOCTH;
OCOOCHHOCTSX
ynotpeOiaeHus
CBOOOIHBIX u
YCTOMUYMBBIX
CJIOBOCOYETAaHUH B
npodecCuoHaIBHO
it chepe oOmeHNS

YMeTh:
CaMocCTOSTEIHFHO
MMOJIHOCTEIO, YETKO,
apryMEeHTHPOBAHO
OCYIIECTBIISET
JICITIOBYIO
KOPPECIIOHICHITUIO
C TTIOMOIILIO C




KOPPECIIOH ICHIIH

10 C IIOMOIIBIO C

TPaJULIMOHHBIX U

0 C IOMOIIBIO C | TPAJUIIMOHHBIX U | COBPEMEHHBIX
TPAJUIMOHHBIX U | COBPEMEHHBIX CpeAcTB
COBPEMEHHBIX CpeAcTB KOMMYHHKAITUH;
CpeAcCTB KOMMYHHUKAIUH; | HE JOIMYCKaeT
KOMMYHHKAIMH; | JOITyCKaeT HETOYHOCTEH (He
JIOITyCKaeT HecyliecTBeHHbIe | Oonee 1) B mogdope
HETOYHOCTH B HETOYHOCTH B JIEKCHKO-
noxbope noabope rpaMMaTHYECKHUX U
JICKCHKO- JIEKCHKO- CTHITICTUYECKHUX
rpaMMaTHYECKUX | IPaMMaTUYECKUX | CPEIICTB B
u U poheCCUOHATHLHO
CTHJIUCTMYECKUX | CTHIIMCTHYECKUX | i cepe oOmmeHus
CpPE/CTB B CpE/CTB B
npodeCCHOHANIBH | Po(eCCHOHATIbH
oi1 cepe oMt cepe
oO01eHus oO0LIeHNS
Baagern: Baanern: Baagern:
Cnabo Bnaneer CBo06oiHO B coBepieHcTBe
HaBBIKAMU BJIaJICeT BJIaJIeeT HAaBBIKAMU
BEICHUS HaBBIKAMHU BCJICHUS
JIEII0BOU BEJICHUS pi (2 (0):10)
MEPEnCKH Ha JIeTTOBOM MEePEenuCcKH Ha
MHOCTPaHHOM TIEPENUCKH Ha WHOCTPaHHOM
SI3BIKE C YUETOM WHOCTPaHHOM SI3BIKE C YIETOM
ocobeHHocTel SI3BIKE C YUETOM 0COOEHHOCTEM
CTHJTUCTHKH ocoOeHHOCTEeH CTHIICTUKH
ouIIHaTBEHBIX CTUJIUCTUKHU ouIHaATHHBIX
MTUCEM U ounmanbHBIX MTUCEM |
COLIMOKYJIBTYPHBI | ITUCEM U COLIMOKYIIbTYPHBIX
X COLIMOKYIBTYPHBI | Pa3nuuuit
pasnnuui X
pasnuyui
Bb-YK-4.4. OrcyrcTBue | 3HATH: 3HaTh: 3HaTh:
MIPU3HAKOB He nonxocteio JlocTatouHo JleMoHCTpUpYeT
yJOBIIETBOPH | 3HAET MIOJTHO 3HAET YeTKOe
TEJIBHOTO opdorpaduyecky | opdorpaduuecky | nmpeacraBieHUE O
YPOBHSI 10, 10, opdorpadudeckon,
opdosnuueckyto, | ophodnudecKyro, | ophOIMUIECKOMH,
JIEKCHUYECKYIO U JEKCHUYECKYIO U JIEKCHYECKOU U
IrpaMMaTHYECKYI0 | TPAMMATHUYECKYI0 | TPAMMaTHUECKOM
HOPMBI HOPMBI HOpME U3y4aeMOro
M3y4aeMoro M3y4aeMoro SI3BIKA; O
SI3BIKA; SI3BIKA; (dboHeTHIECKOI
(hOHETHYECKYIO (hoHETHYECKYIO CUCTEME,
cUCTEMY, CHCTEMY, rpaMMaTHIECKOM
rpaMMaTHYE€CKHIl | TpaMMaTUYECKUN | CTPOE,




CTpOH,
HEOOXOIMMBII
00bEM JIEKCHKO-
dpazeonorunyecku
X CIUHUI] 1
(yHKIMOHATIHHO-
CTHJIUCTUYICCKUE
XapaKTePUCTHKU
WHOCTPAHHOTO
A3bIKa

Ymersn:

He B nonnoit
Mepe ¢
JIOTTYIIIEHUEM
HEKOTOPBIX
HETOYHOCTEH
BBIOMpACT U
aJIeKBaTHO
ynotpe0seT
JICKCUYECKHE
C/IMHUIIBI B
3aBHCHMOCTH OT
KOHTEKCTa/PEeTUCT
pa; CTpOUT
BBICKA3bIBAHUS TI0
CUHTAKCUICCKIM
MOJICTISIM;
AHATH3UPYET
SI3BIKOBBIC
0COOEHHOCTH
BBICKA3bIBAaHU U
VUUTHIBACT UX
npu

pelieHnn
npodeccuoHanbH
BIX 33724

Baanern:

Cnabo BiameeT
BCEMH BHIAMU
peueBou
JIEITENHHOCTH Ha
H3y9aeMbIX
WHOCTPaHHBIX
SI3bIKaxX B 00bEME,
HE00XO0aMMOM
U1 o0eceueHus
OCHOBHOH

CTpOH,
HEO0OXOIUMBIi
00BEM JIEKCHUKO-
(bpazeonornyecku
X eIMHUI] U
(yHKIIMOHATIBHO-
CTHJINCTUYIECKHE
XapaKTePUCTUKU
WHOCTPAHHOTO
SI3BIKA

Ymers:
CamMocTosATeIbHO
C IONyIIEHUEM
HECYIIECTBEHHBIX
MOTPENTHOCTEN
BBIOMpACT U
a/IeKBaTHO
ynotpeoiaseT
JICKCUYECKHE
€IMHHUIIBI B
3aBUCHMOCTH OT
KOHTEKCTa/PEeTUCT
pa; cTpouT
BBICKA3bIBAHUS TIO
CUHTAKCUYCCKHM
MOJICTISIM;
aHAIM3UPYET
SI3BIKOBBIE
0COOEHHOCTHU
BBICKa3bIBAaHUM 1
YUUTBIBAET UX
npu

pelieHuu
npodeccuoHaIbH
BIX 33124

Baanern:
CB000OIHO
BJIaJEET BCEMU
BUJaMU PEYEBOU
JIEATEILHOCTH Ha
H3y9aeMBIX
WHOCTPAHHBIX
SI3BIKax B 00BEME,
HE00XO0IMMOM
I o0eceYeHust
OCHOBHOI

HE00X0TMMOM
00BEME JIEKCUKO-
(bpa3eonornyecKux
CIUHUIL U
(GyHKIMOHATIHHO-
CTHJIMCTUYCCKHUX
XapaKTEPUCTHK
HHOCTPAaHHOTO
SI3bIKA

Ymers:
CamocTosITeTbHO
MOJIHOCTBIO, YETKO,
apryMEeHTHPOBAHO
BBIOMPACT U
a/IeKBaTHO
ynotpebmuseT
JIEKCUYECKHe
€IMHMUIIBI B
3aBHCHUMOCTH OT
KOHTEKCTa/PETUCT]
a; CTPOUT
BBICKA3bIBAHUS TI0
CUHTAKCUYCCKHM
MOJICTISIM;
aHATM3UPYET
SI3BIKOBBIE
0COOEHHOCTH
BBICKa3bIBaHUU U
VYUTHIBACT UX TIPU
pelieHnn
npodeccroHanbHbI
X 3a/1a4

Baanern:

B cosepiiencTse
BJIaJEET BCEMH
BUJIAMU PEYEBOM
JEATEILHOCTH Ha
H3y9IaeMBbIX
WHOCTPAHHBIX
sI3bIKaxX B 00bEME,
HEOOXO0INMOM LIS
obOecrieueHus
OCHOBHOM




npodeccuoHaNbH
OU JIeITeNbHOCTHU
B COOTBETCTBHUH C

npodeccroHanbH
OU JIeATEeNbHOCTHU
B COOTBETCTBHUH C

npodeccuoHaIBLHO
U IeATeIbHOCTHU B
COOTBETCTBHH C

OCHOBHOU OCHOBHOM OCHOBHOU
dbyngameHTanbHO | GyHIAMEHTAIBHO | (DyHIAMEHTAIbHOM,
i, i, npodeccCHoHATBEHO
npodeccnoHanbH | Ipo(hecCUOHaNbH | M |
onu ol u CIIELMAIBHOMN
CIIeLIMaIbHOM CIIELIMAIbHOMN MOArOTOBKOM
IIOATOTOBKOM IMOATOTOBKOM
b-YK-4.6. OrcyrctBue | 3HaTh: 3HaTh! 3HaTh:

MIPU3HAKOB He nonHocThi0 JlocTaTouHo JlemoHCTpUpyeT

yIIOBJIETBOPH | 3HAET O MOJTHO 3HAET 4eTKOoe

TEJIHHOTO CTPYKTYype 0 CTPYKTYype MIpeJICTaBJICHHE O

YpPOBHS COOOIIEeHUH, COOO0IIIeHUH, CTPYKTYype
JTOKJIaJI0B, JIOKJIaJIOB, COO0O01IeHUH,
Mpe3eHTAIHH, O pe3eHTalUid, O JOKJIaJIOB,
npodeccuoHanst | MpoecCUoHaNbH | MPE3eHTAlUM, O
O ITHKE B Oif STUKE B npodecCHoHATEHO
pa3HbIX pa3HbIX i 9THKE B pa3HBIX
KYJIBTYpPax; O KYJIBTYpax; O KYJIBTYpPax; O
BIIUSTHUU BIUSTHUU BITUSTHUU
KYJIBTYPHBIX KYJIBTYPHBIX KYJIBTYPHBIX

0COOCHHOCTEH Ha
BeJIcHUE OM3HECa;
0 MpaBMIIaxX
JIEJIOBOTO
JTUKETA;

0 mpuemMax
aHanu3a u
CHUHTE3a, B TOM
qucie
CUTYaIlMOHHOTO U
KOMILIEKCHOTO
aHaJIn3a;

0 pEYEeBBIX
TaKTHKaX U
CTpaTerusix B
YCTHOU U
MMACHEMEHHOM
npodeCCHOHANIbH
ou
KOMMYHHKAITIH
YMmerh:

He B momHOM
Mepe ¢
JIOTTYIIIEHUEM
HEKOTOPBIX

0COOCHHOCTEH Ha
BeJleHHe OM3Heca;
0 MpaBUJIax
JIEJIOBOTO
JTHKETA;

0 mpueMax
aHanu3a u
CHHTE3a, B TOM
YHCIIe
CUTYaIIMOHHOTO U
KOMILIIEKCHOTO
aHalIN3a;

0 pEYEBbIX
TaKTHKaX U
CTpaTerusx B
YCTHOU U
NHUCBMEHHOH
npo¢eCCHOHAIIBH
o
KOMMYHHKAITUU
YMmerh:
CaMOoCTOSTEIIHFHO
C JIOTyIICHUEM
HECYIIECTBEHHBIX
MOTPENTHOCTEN

ocoOeHHOCTEH Ha
BeJlcHUE OM3HECA;
0 MpaBUJIax
JIEJIOBOTO dTUKETA;
0 MpUeMax aHajan3a
U CHHTE3a, B TOM
qucie
CUTYAI[MOHHOTO U
KOMILIEKCHOTO
aHau3a;

0 peueBbIX
TaKTHUKaX U
CTpaTerusix B
YCTHOM U
MMHMChbMEHHOM
npodeccuoHaIbHO
I KOMMYHUKaIUU

YMmerTh:
CaMOCTOSTEIHHO
MOJIHOCTEIO, YETKO,
apryMEHTHPOBAHO
yMeeT BEeCTH




HETOYHOCTEU
yMEEeT BeCTH
JTUAJIOT,
coOroaast HOpMbl
pedeBoro
ITHKETA,
UCTIONB3YS
pa3nyuHbIC
CTpaTeruu;
BBICTpauBaTh
MOHOJIOT;

BECTH 3aIUCh
OCHOBHBIX
MBICIICH U (paKTOB
(u3
ayJIMOTEKCTOB U
TEKCTOB

JUISL 9YTCHHS),
3aIuch

TE3HCOB YCTHOTO
BBICTYIIJICHUS/TIAC
BMEHHOTO
JOKJTaJia 0
M3y4aeMoi
npobieme
Baaners:
Cmabo Biageet
HaBBIKAMU
BBICTpAUBaHUS
JIAATIOTUYECKON
pedu Ha
WHOCTPAaHHOM
A3BIKE, a TAKXKE
HaBbIKAMU
nyOJIMYHOTO
MIPEJICTaBICHHUS
pe3ynbTaToB
CBOEM
JESTEIILHOCTH Ha
WHOCTPAaHHOM
S3BIKE

yMEeT BEeCTH
JTAJIOT,
co0JIr01as1 HOPMBI
pedeBoro
ITHUKETA,
HCIIOJB3YS
pa3nu4HbIe
CTpaTeruy;
BBICTPanuBaTh
MOHOJIOT;

BECTH 3aIUCh
OCHOBHBIX
MBICIICH U (DaKTOB
(u3
ayJTMOTEKCTOB U
TEKCTOB

JUTSL 9YTCHHS),
3ammch

TE3UCOB YCTHOTO
BBICTYIUICHUS/TIUC
BMEHHOTO
JOKJIaJa 1mo
M3y4aeMon
npobieme
Baaners:
CBoOoaHo
BIIAJICET
HaBBIKaMU
BBICTpauBaHUS
JIAATTIOTUYECKOM
peuu Ha
UHOCTPaHHOM
SI3BIKE, a TAKXKE
HaBBIKAMU
yOJIMYHOTO
MIpeICTaBICHUS
pe3yNbTaToB
CBOEH
NEeSTeIbHOCTH Ha
WHOCTPAaHHOM
SI3BIKE

JTMAJIOT,
co0JIr01as1 HOPMBI
pedeBoro

ITHUKETA,
UCTIONB3YS
pa3IuYHbIC
CTpaTeruy;
BBICTpanBaTh
MOHOJIOT;

BECTH 3aIUCh
OCHOBHBIX

MBICIICH 1 (paKTOB
(u3

ayJTMOTEKCTOB U
TEKCTOB

JUTSI YTCHUS ),
3aIuch

TE3HCOB YCTHOTO
BBICTYIUICHUSI/TIHCh
MEHHOTO

JOKJIa1a 1o
H3y4aeMoi
npobisieme
Baaners:

B coBepuienctse
BJIQJICCT HABBIKAMU
BBICTpaUBaHUS
JNATTIOTUYECKOU
peun Ha
WHOCTPAaHHOM
S3BIKE, a TAKXKE
HaBbIKAMU
nyOJIMYHOTO
MIpeICTaBICHHUS
pE3yNbTaTOB CBOEH
JesITeNbHOCTH Ha
WHOCTPAHHOM
SI3BIKE

OO6o03HaueHHBIE ypOBEHb COOTBETCTBYeT YypoBHIO B.1 — B.2+ moporoBblii uim cpeanmii
ypoBeHb (Threshold or Intermediate) oOmeeBponeiickoil miKanbl ypoBHEH BialeHUs
WHOCTPaHHBIM SI3BIKOM:

CTYACHT NOHHUMAeT oOliee COJEp)KaHHE CIOXKHBIX TEKCTOB Ha aOCTpaKTHBIE W KOHKPETHBIC

TEMbI, B TOM YHCJIC Y3KOCHCHHUAJIBbHBIC TCKCTHI. FOBOpI/IT J0CTAaTOYHO GBICTpO 1 CIIOHTAaHHO,

9




9TOOBI TTOCTOSTHHO OOIIAThCS C HOCHUTEISIMHU sI3bIKa 0€3 OCOOBIX 3aTpyIHEHUM IJis 000 U3

CTOPOH.

Ymeet: nenath 4y€TKUE, MOAPOOHBIE COOOIICHHS HA PA3TUYHBIE TEMbI U M3JI0KUTH CBOW B3IJIS

Ha OCHOBHYIO MPOOJIeMy, OKa3aTh MPEUMYIIECTBO U HEAOCTATKH PA3HBIX MHCHUH.
Buajeer: HaBbIKaMU HANMCAHUS MPOCTOTO CBSI3HOTO TEKCTa HA 3HAKOMYIO HJIM MHTEPECYIOUIYIO
TEeMy, JIMYHOTO THUChMa C OIMUCAHUEM IEPEKUTHIX COOBITUH M TIONYyYEHHBIX BIICUATIICHUH, a
TaK)Ke HECJIOKHOTO JIEJIOBOIO MMChMa, HAMCAHUS PE3IOME U JKU3HEOMHCaHUSI.

2. KOHTPOJIBHBIE 3AJIAHUS U UHBIE MATEPUAJIbI OHEHKH

3HAHUM, YMEHHH, HABBIKOB U (MJIM) ONbITA AeSITEJIbHOCTH, XaPAKTEPU3YIOLIM e ITANbI

(¢GopMupoBaHKsl KOMIIETEHUMH B IpoLecce 0CBOCHUS TUCHMILIUHBI
«/HOCTpaHHBI A3BIK (1eJI0BOI)»

2.1 IlepeyeHnb npeAsI0KeHU HA MMCbMEHHbIN NepeBo/

Monyas 1. Careers.

1. | One way to make a career move is to join a small but rapidly growing company.

2. | Some people take a career break to do something adventurous like sailing round the world
or going trekking in India.

3. | I nsome industries, it can take a long time to climb the career ladder.

4. | Certain companies offer career opportunities to the long-term unemployed or
to people without formal qualifications.

5. | Ambitious people often decide on a career plan while they are still at university.

Moayas 2. Companies.

He works for a software company/a company that makes software.

No smoking is company policy.

The company is concentrating on developing new products.

©| o N o

In the space of just ten years, her company has grown from one small shop to a multi-
million-pound empire.

10.

He owns part of a company that manufactures software for personal computers.

Moayas 3. Selling.

11.

Suppliers often sell large quantities of goods to wholesalers , who do not usually sell
directly to consumers.

12.

They offer a discount to customers who buy in bulk.

13.

We could possibly deliver by August.

10
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https://dictionary.cambridge.org/dictionary/english/policy
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14.

We can do that, providing you make a down payment.

15.

| f it works, we'll increase the order later on.

Monyas 4. New Business.

16.

The company is about to launch a new bicycle for children, which has great sales potential.

17.

Workers will be recruited locally and trained, if necessary, at a special school set up for that
purpose.

18.

The members of the planning committee must choose a location for the new factory.

19.

There are generous tax credits for building new factories.

20.

There is a strong protest movement against international companies.

MoayJas 5. Marketing.

21.

Marketing is a job that involves encouraging people to buy a product or service.

22.

Obviously as sales manager he'll be very involved in the promotion and marketing of
the product.

23.

We need to decide soon what marketing strategy we should pursue for these new products.

24,

Our marketing people have come up with a great idea for the launch of the new model.

25.

Mr. Harris was previously director of sales and marketing.

Mopayas 6. Planning

26.

Careful planning is essential if the event is to be a success.

27.

We need to do some brainstorming before we get down to detailed planning.

28.

The project is still currently at the planning stage.

29.

The expression "corporate planning” is one of the new expressions in industry.

30.

As Senior Vice-President he was responsible for corporate planning and development.

2.2 IlepeyeHb TeM 1JIsi MOHOJIOTHYECKOT0 BbICKA3bIBAHMS

Monyan 1. | Careers.
Moayab 2. | Companies.
Moayab 3. | Selling.

11



https://dictionary.cambridge.org/dictionary/english/job
https://dictionary.cambridge.org/dictionary/english/involve
https://dictionary.cambridge.org/dictionary/english/encourage
https://dictionary.cambridge.org/dictionary/english/people
https://dictionary.cambridge.org/dictionary/english/buy
https://dictionary.cambridge.org/dictionary/english/product
https://dictionary.cambridge.org/dictionary/english/service
https://dictionary.cambridge.org/dictionary/english/sales
https://dictionary.cambridge.org/dictionary/english/manager
https://dictionary.cambridge.org/dictionary/english/involved
https://dictionary.cambridge.org/dictionary/english/promotion
https://dictionary.cambridge.org/dictionary/english/product
https://dictionary.cambridge.org/dictionary/english/decide
https://dictionary.cambridge.org/dictionary/english/soon
https://dictionary.cambridge.org/dictionary/english/strategy
https://dictionary.cambridge.org/dictionary/english/pursue
https://dictionary.cambridge.org/dictionary/english/product
https://dictionary.cambridge.org/dictionary/english/people
https://dictionary.cambridge.org/dictionary/english/great
https://dictionary.cambridge.org/dictionary/english/idea
https://dictionary.cambridge.org/dictionary/english/launch
https://dictionary.cambridge.org/dictionary/english/model
https://dictionary.cambridge.org/dictionary/english/previously
https://dictionary.cambridge.org/dictionary/english/director
https://dictionary.cambridge.org/dictionary/english/sales
https://dictionary.cambridge.org/dictionary/english/essential
https://dictionary.cambridge.org/dictionary/english/event
https://dictionary.cambridge.org/dictionary/english/success
https://dictionary.cambridge.org/dictionary/english/brainstorming
https://dictionary.cambridge.org/dictionary/english/detail
https://dictionary.cambridge.org/dictionary/english/project
https://dictionary.cambridge.org/dictionary/english/currently
https://dictionary.cambridge.org/dictionary/english/stage
https://dictionary.cambridge.org/dictionary/english/senior
https://dictionary.cambridge.org/dictionary/english/responsible
https://dictionary.cambridge.org/dictionary/english/corporate
https://dictionary.cambridge.org/dictionary/english/planning
https://dictionary.cambridge.org/dictionary/english/development

Moayb 4. | New Business.

Monyab 5. | Marketing.

Monayab 6. | Planning

Ilpumepnuie éonpocut
Do you have a career plan? Where do you want to be in 10 years?
What is the difference between a Resume and a CV?
How to prepare for a job interview?
Would you like to run your own company? Why? / Why not?
What is the role of marketing in increasing sales?
Why do buying on-line is becoming popular nowadays?
How can social-networking sites make or break your career?

NoakownE

Kputepun ouennBanus:

OtiimyHo. CTyAEHT JOTMYHO CTPOUT MOHOJIOTMYECKOE BBICKA3bIBAHUE B COOTBETCTBUU C
KOMMYHHKATHBHOW 3aja4yeid, CHOpMYIMPOBAHHOH B Bompoce. JIeKCHYecKue eIUHUIBI U
rpaMMaTHYEeCKUE CTPYKTYpPbl HCHONB3YIOTCS YMECTHO. OIIMOKM MPaKTUYECKH OTCYTCTBYIOT.
Peub moHsATHA: MPaKTUYECKH BCE 3BYKHM NMPOU3ZHOCATCS MPABWIBHO, COOIIOIAETCS MpaBUIIbHAS
uHToHanusA. OObEM BhICKa3bIBaHUS HEe MeHee 7-8 (pas.

Xopomo. CTyIeHT JOTUYHO CTPOUT MOHOJIOTHYECKOE BBICKA3bIBAHHE B COOTBETCTBUU C
KOMMYHHUKATHBHOW 3amadel, cHoOpMyIMpOBaHHON B 3agaHuu. JIeKkcMueckue eAWHHIBI |
rpaMMaTH4YE€CKUe CTPYKTYpPhl COOTBETCTBYIOT TIOCTABJICHHOW KOMMYHHKATHUBHOM 3ajaue.
CTyneHT AomycKkaeT OT/AeTbHBbIC JIEKCHUECKHE WM TpaMMaTHUYeCKHWE OIIMOKH, KOTOphIe He
MPENSTCTBYIOT TOHUMAHHWIO €ro peuyd. Peub TMOHATHA, YydYalIMiics HE JOMyCKaeT
donemarnyeckux ommoOok. OOBEM BhICKa3bIBaHUS HE MeHee 5-6 dpas.

Y10BJIeTBOPUTEJIBHO. YYallMKCS JIOTUYHO CTPOUT MOHOJOTMYECKOE BBICKA3bIBAHHE B
COOTBETCTBUM C KOMMYHHKAaTHUBHOM 3amadedd, cdopMmynupoBaHHOW B 3amganuu. Ho:
BBICKAa3bIBAHWE HE BCErjJa JIOTMYHO, HWMEIOTCS TOBTOpHI. JlOMyCKaroTCs JIEKCHYECKUue |
rpaMMaTH4YecKue OIMOKH, KOTOpBhIE 3aTPyAHSIOT TOHHMMaHue. Pedb B 1[eOM TIOHATHA,
yyaluiicss B OCHOBHOM COOJIIOAeT MpaBUiIbHYI0 MHTOHAIUI0. O0BEM BhICKa3bIBaHUS — MeHee 4
dbpas.

HeynoBaerBopureabHo. KomMmyHMKaTuBHasT 3amada He  BbIMOJHEHA.  JlomyckaroTcs
MHOTOUYHCJICHHBIE JTIEKCUYECKHE U TPaMMaTHYECKHe OLTHOKHU, KOTOPBIC 3aTPYAHAIOT TIOHUMaHUE.
Bonbioe konmnyuecTBO OHEMATHIECKUX OIMIHUOOK.

2.3 TecToBBIE 3a1aHUA

Monyas 1. Careers.

Match the terms with their definitions

1.
1. Career a) a written description of the previous work of someone who is looking for
a job at a college or university
2. Recruitment | b) the act of raising someone to a higher or more important position or rank:
3. Jobseekers c) the job or series of jobs that you do during your working life, especially if

12



https://dictionary.cambridge.org/dictionary/english/description
https://dictionary.cambridge.org/dictionary/english/previous
https://dictionary.cambridge.org/dictionary/english/work
https://dictionary.cambridge.org/dictionary/english/looking
https://dictionary.cambridge.org/dictionary/english/job
https://dictionary.cambridge.org/dictionary/english/college
https://dictionary.cambridge.org/dictionary/english/university
https://dictionary.cambridge.org/dictionary/english/act
https://dictionary.cambridge.org/dictionary/english/raise
https://dictionary.cambridge.org/dictionary/english/higher
https://dictionary.cambridge.org/dictionary/english/important
https://dictionary.cambridge.org/dictionary/english/position
https://dictionary.cambridge.org/dictionary/english/rank
https://dictionary.cambridge.org/dictionary/english/job
https://dictionary.cambridge.org/dictionary/english/series
https://dictionary.cambridge.org/dictionary/english/job
https://dictionary.cambridge.org/dictionary/english/your
https://dictionary.cambridge.org/dictionary/english/working
https://dictionary.cambridge.org/dictionary/english/life
https://dictionary.cambridge.org/dictionary/english/especially

you continue to get better jobs and earn more money:

4.

Ccv d) the process of finding people to work for a company or become a

new member of an organization:

Promotion e) someone who is trying to find a job

2

Match the phrases with their correct meaning.

o o~ w o

career move a)chances to start/improve your career

career break b)ideas you have for your future career

career plan c)an action you take to progress in your career

career opportunities d)a period of time away from your job to, for example, look after

career path

career ladder

your children
e)a series of levels or steps in your working life

f) the direction your working life takes

10.

Choose the best word to complete each sentence.
Zoltan decided on his career move/ plan when he was in his first year of university, and
amazingly, he followed it until here tired.

Rupert hopes to make a living / course doing freelance consulting.

My company has a training programme that offers career opportunities / breaks to students
who have just graduated from university.

Helen a was very happy with the bonus / progress she got last month.
Dominic was very pleased when he earned his first job/ commission.

Begonia is ready to make a career opportunity /move, so she's applying for jobs with other
companies.

Alicia did a mistake / her best when she completed her job application.

Some companies help their employees take a career path / break by giving them a few
months off without pay.

Moayas 2. Companies.

11.

Match the terms with their definitions

1.

Company a) notworking for  an employer but finding work for ~ yourself  or

having your own business

2.

Self-employed b) acompany that controls other smaller companies

13



https://dictionary.cambridge.org/dictionary/english/continue
https://dictionary.cambridge.org/dictionary/english/better
https://dictionary.cambridge.org/dictionary/english/job
https://dictionary.cambridge.org/dictionary/english/earn
https://dictionary.cambridge.org/dictionary/english/money
https://dictionary.cambridge.org/dictionary/english/process
https://dictionary.cambridge.org/dictionary/english/finding
https://dictionary.cambridge.org/dictionary/english/people
https://dictionary.cambridge.org/dictionary/english/work
https://dictionary.cambridge.org/dictionary/english/company
https://dictionary.cambridge.org/dictionary/english/become
https://dictionary.cambridge.org/dictionary/english/member
https://dictionary.cambridge.org/dictionary/english/organization
https://dictionary.cambridge.org/dictionary/english/trying
https://dictionary.cambridge.org/dictionary/english/find
https://dictionary.cambridge.org/dictionary/english/job
https://dictionary.cambridge.org/dictionary/english/working
https://dictionary.cambridge.org/dictionary/english/employer
https://dictionary.cambridge.org/dictionary/english/finding
https://dictionary.cambridge.org/dictionary/english/work
https://dictionary.cambridge.org/dictionary/english/your
https://dictionary.cambridge.org/dictionary/english/business
https://dictionary.cambridge.org/dictionary/english/company
https://dictionary.cambridge.org/dictionary/english/controls
https://dictionary.cambridge.org/dictionary/english/small
https://dictionary.cambridge.org/dictionary/english/company

3. parent company | c) an organization that sells goods or services in order to make money
4. Multinational d) alarge and powerful company that produces and sells goods in  many
company different countries
Complete the sentences below with the words and phrases in the box.
head office share price net profit parent company
market share subsidiary workforce turnover
12. The amount of money a company receives from sales in a particular period is called its
13. The money a company makes after taking away its costs and tax isits.............
14. A company which owns another companyiscalleda.............
15. The employees in a particular country or business are calledthe . ............
16. The percentage of sales a company has in a particular marketisits.............
17. The main building or location of a large organisationisits.............
18. A company which is more than 50% owned by another company iscalleda.............
Complete these sentences with either the present simple or the present
continuous form of the verbs in brackets.
19. We normally . . ............. (hold) our sales conference in Mumbai, but this year
We ........... (hold) it in Delhi.
20. Although we . . .. ... .. ... (use) our own sales representative at the moment, we
generally. ........... (use) agents in China.
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https://dictionary.cambridge.org/dictionary/english/organization
https://dictionary.cambridge.org/dictionary/english/sell
https://dictionary.cambridge.org/dictionary/english/goods
https://dictionary.cambridge.org/dictionary/english/service
https://dictionary.cambridge.org/dictionary/english/order
https://dictionary.cambridge.org/dictionary/english/money
https://dictionary.cambridge.org/dictionary/english/large
https://dictionary.cambridge.org/dictionary/english/powerful
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https://dictionary.cambridge.org/dictionary/english/country

Monayas 3. Selling.
Match the terms with their definitions

21.

Manufacturer | @) someone
who buys and sells goods in large amounts to shops and businesses:

Distributor b) a person who sells goods to the public in stores, on the internet, etc.:

Supplier C) aperson or organization that supplies goods to shops and companies

Wholesaler | d) acompany, person, etc.  that provides things  that people want or
need, especially over a long period of time

Retailer e) acompany or country that produces goods in large numbers

22.What makes an effective salesperson?
a) the knowledge of dealing with people
b) the habit of making a list of things you need
c) being sociable
d) being easygoing

23.The amount of money a company receives from sales in particular period is called its......
a) turnover
b) profits
c) net profit
d) assets

24.The free market involves:
a) The free provision of products by the state
b) The subsidizing of products by the government
c) Market forces of supply and demand
d) All trade occurring via barter

25.When the goods you require are not available
a) Allocates resources via supply but not demand
b) Allocates resources via demand but not supply
c) Allocates resources via supply and demand
d) Allocates resources via market forces and government intervention

26. Why are beauty products easy to sell on TV?
a) the product is easy to demonstrate
b) the product has a good story behind it
c) the product is easy to advertise
d) the product is heavily advertised

27.Which of the following is a normative statement in economics?
a) More spending by the government will reduce poverty
b) Higher taxes will lead to less desire to work
¢) The UK economy is growing fast relative to other European Union
members
15



https://dictionary.cambridge.org/dictionary/english/buy
https://dictionary.cambridge.org/dictionary/english/sell
https://dictionary.cambridge.org/dictionary/english/goods
https://dictionary.cambridge.org/dictionary/english/large
https://dictionary.cambridge.org/dictionary/english/amount
https://dictionary.cambridge.org/dictionary/english/barbershop
https://dictionary.cambridge.org/dictionary/english/business
https://dictionary.cambridge.org/dictionary/english/goods
https://dictionary.cambridge.org/dictionary/english/public
https://dictionary.cambridge.org/dictionary/english/store
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https://dictionary.cambridge.org/dictionary/english/goods
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https://dictionary.cambridge.org/dictionary/english/people
https://dictionary.cambridge.org/dictionary/english/want
https://dictionary.cambridge.org/dictionary/english/especially
https://dictionary.cambridge.org/dictionary/english/long
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https://dictionary.cambridge.org/dictionary/english/time
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https://dictionary.cambridge.org/dictionary/english/produce
https://dictionary.cambridge.org/dictionary/english/goods
https://dictionary.cambridge.org/dictionary/english/large
https://dictionary.cambridge.org/dictionary/english/number

d) The government should concentrate on reducing unemployment

28.Why do some people buy luxury products?
a) because such products raise their status
b) to attract people’s attention
c) to feel at ease
d) to communicate better
29. Why did he get the sack?
a) because he continued to be late for work
b) because didn’t attend the meetings
c) because had no great ideas
d) because he didn’t win an award

30. When did Apple release the first iPad?
a) in 2010
b) in 2005
c) in 2000
d) in 2015

Moayas 4. New Business.

Match the economic terms (1-10) to their definitions (a-j).

31.
1. interest rate a) total value of goods and services produced in a country
2. exchange rate b) percentage increase in prices
3. inflation rate c) cost of borrowing money
4. labour force d) price at which one currency can buy another
5. tax incentives e) percentage of people without jobs
6. government bureaucracy f) the number of people working
7. GOP (gross domestic g) tow taxes to encourage business activity
product)
h) money from overseas
8. unemployment rate . . .
ploy i) official rules/ regulations/ paperwork
9. foreign investment . . . o
j) difference in value between a country's imports and exports
10. balance of trade
32.Match the sentence halves to make appropriate sentences.

1. Could you check the departure time a) until the meeting has finished.

2. Assoon as interest rates rise, b) assoon as you get to the office.

3. We need to stay c) until we've saved enough money.

4. The Finance Director needs to speak to you d) while you are still working.
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She will move to Frankfurt e) when the conditions are right.

We won't open our new office f)  when she finds a good job.
I think you should save some money g) before we leave for the airport.
We can set up in that country h) the economy will slow down.

Complete these sentences with when, while, before, after, until or as soon as.

33.More than one answer may be possible in each case.

34.We won't buy anythingnew . ........... we've paid off all our debts.
35.They'll start the meeting............ the manager arrives.

36.1 was finishing the report. ... ........ my boss went out with clients.
37.1t'surgent,so I 'l I phoneyou . ........... | get home.

38.Can you check the figures . .. ......... you go home?

39. What is the effective way of developing business idea?
brainstorming

cooperation

mutual understanding

discussion

a)
b)
c)
d)

40. What is the most effective way of measuring corporate hospitality?
print plenty of business cards

to make a list of things you need

to think carefully about the location of the meeting

a)
b)
c)
d)

to provide a shuttle service from the airport

Monyas 5. Marketing.

Match these words and phrases (1-7) to their definitions (a-q).

41,
market a) the combination of products that a company has to offer
osition .
P b) amarket filled so completely that no more products can be added
upmarket :
P c) expensive compared to other products of the same type
roduct mix . . .
P d) alter a product or service to change the way that people think about it
penetrate : .
e) start selling goods or services in a new market
disposable . . . -
f) money that is available to spend after paying for essentials like taxes, food
income and housing
rebrand g) the ranking of a company or brand against its competitors in terms of its

17




saturated sales

Complete these sentences with some of the words/phrases from T.41.

42. The Beatles wereableto............ the US market.

43. During the economic crisis, peoplehad less . ............

44. Smaller banks are struggling to compete inan already .. .......... market.

45. We are trying to lose our cheap imageand move .. .......... with more expensive
products.

46. Coca-Coladecidedto............ Diet Fanta in the UK, to fit in with the rest of Europe.

Correct the grammatical mistakes in these sentences.

47. What means market position?
48. Why you don't sell it on eBay?
49. Did you went to the farmers' market last week?

50. Is coming your boss tomorrow?

Mopayas 6. Planning

Match the verbs (1-3) to their meanings (a-c).

il hope a) believe something will happen
2. expect b) decide in detail what you are going to do
3. plan c) wish something would happen

Match the halves of these expressions.
% If you'll just a) comment on that?
2. Justa b) to finish if | may.
3. I'dlike c) let me finish ...
4. Could I say d) sayingisthat ...
5. Could I just e) doyou meanby...?
6. Holdon f) moment, please.

18




7. Sorryto g) saying
8. How do you h) mean exactly?
9. What exactly 1) interrupt, but ...
10. Are you j) aminute.
11. So what you're k) something?

Put the words in order to make tips for planning international conference calls.
53.timelon | Belforlcall Ithel.
54. are I sure I in I place | Make I quiet l you lal.
55. possible I'If I, I call 1use I the I a | for | headset I .
56. when | Use | you | the I are | 'mute’ | not I button | speaking | .
57. conference call I Avoid | eating, drinking or | chewing gum I while lalonI.
58. to I the | 'mute’ button 1 use I If 1 you I to | really need | have a drink, I remember | .
59. advance | in | Prepare I the | for I call I . 1 you I what I Plan | to I need | say | may I .
60. may | you I need I hand | Have I to | any | documents I close I .

2.4. Tembl AUCHUIIJIHHBI JI CAMOCTOATEC/IbHOI0 U3YYCHUS

Pa3)1e.11 Conepmaﬂue TEM VIS CAMOCTOATCIBHOIO H3YYCHUA
Moays 1. Old-fashioned and new-fashioned meetings.
Monynb 2. Chair-people and their responsibilities.
Monys 3. Agendas. Advantages and disadvantages of videoconferencing.
Moynb 4. Small talk. Discussion, compromise and consensus at meetings.
Monyinsb 5. Managing people.
Momynsb 6. Ways of resolving conflicts.

2.5. UTOroBbIil KOHTPOJIb
Bomnpocsl k 3auery

WTOroBBIN YCTHBIN 3aUeT BKIIOYAET CIAEAYIOUINE TPEOOBaHUA:

1. becega mo mpemsioKEHHOW NpenojaBaTeleM yCTHOM Teme. Bpems Ha
MOJITOTOBKY — 3-4 MUHYTBHI.

2. BrimonHeHwe 3afaHUs O MPONICHHOMY JIEKCUKO-TPAMMATHYECKOMY
Marepuany.

Kpumepuu ouyenxu:

OLICHKA «OTJIMYHO» BBICTABIISIETCS CTYJIEHTY, €ciii BepHO 7-10 3amannii;
OLICHKA «XOPOLIO» BBICTABIISIETCS CTYJAEHTY, €CJIM BEPHO 3-6 3a1aHMii
19




OIIEHKA «yJOBJIETBOPUTEILHOY» BBICTABISIETCS CTYJICHTY, €CJIU BEPHO O
3aJIaHuN

OIICHKA «HEYJIOBJIETBOPUTEILHOY BBICTABIISIETCA CTYICHTY, €CJIM BEPHO MEHEE
5 3amanmii.

Hrorosslii KOHTPOJIb (1U( epeHIPOBAHHBIN 3a4eT)

- IMCbMEHHBIH MepeBo/] TEKCTa Ha MPO(ECCHOHATILHYIO TEMY;

- oj/iepaKaHue Oeceibl ¢ IK3aMEHATOPOM I10 U3YUYCHHBIM TeMaM

Kpurepum ouenku:

[To pe3ynbratam npoBeaeHus 1uddepeHIIIPOBaHHOTO 3aUeTa BhICTABIISETCS OLEHKA

«OTJIMYHO» - CTYACHTaM, MPOJEMOHCTPUPOBABIIUM IEJIOCTHbIC 3HAHHS IO MPEAMETY,
aKTUBHO pa0OTaBIIMM HAa NPAKTHYECKUX 3aHATHUSAX, YMEIONIMX MOAJepKaTh Oeceqy Ha
WHOCTPAHHOM $I3bIKE IO CHEIMAIBHOCTH U O0JaCTH CBOETO HCCIIENOBATEIbCKOIO MPOEKTa U
3apaboTaBIIMM BO BpeMs cemecTpa oT 86 10 100 6amios;

«XOpOIIO» - CTyJIEHTaM, MPOIEMOHCTPUPOBABILINM 3HAHUE MOHATUWHOTO anmapaTa, MM
noJiAep KaTh Oecey Ha MHOCTPAHHOM SI3BIKE 110 CIIEHUAIBHOCTH M B 00JIACTH CBOETO HAYYHOTO
3HAHUS, TEPHOAMYECKH paboTaoImue Ha TMPAKTUYECKUX 3aHATUAX H  BBIIOJHSIOIINE
WHJIMBHUIyaJIbHBIC 3a/IaHUs ¥ 3apab0TaBIIUM BO BpeMs ceMecTpa oT 66 10 85 6aios;
«y/IOBJIETBOPHUTEJIBHOY - CTY/ICHTaM, HE BJIaJICIOLIUM [OHATUHHBIM aIlllapaToM, HE YMEIOIIUM
OCYIIECTBHUTH M TOJIEPKATh Oeceay Ha MHOCTPAHHOM SI3bIKE, HE IOCEIABIINM MIPAKTHYECKHUE
3aHATHUS 0€3 YBa)XMTEJIbHOM NPUUYMHBI M 3apabdoTaBIIMM BO BpeMs cemecTtpa oT 51 mo 65
0aJJIoB;

«HEYJAOBJIETBOPUTEJIbHO» - CTY/AEHTaM, HE I[IOCEIIAaBIINM IpaKTUYECKue 3aHATUs 0e3
YBaXXUTEJIbHOW NMPUYMHBI, HE IPEACTaBUBIINM MopTdonro u HaOpaBmuM 50 U MeHee OallIoB
BO BpPEMs CEMECTPA.

IlepeyeHb YCTHBIX TeM

Monyan 1. | Careers.
Monyan 2. | Companies.
Moayab 3. | Selling.
Moayab 4. | New Business.
Monyan 5. | Marketing.
Moayab 6. | Planning
Moayb 7. | Managing people.

Conflict.

CTpyKkTypa 3K3aMeHAIIMOHHOI0 OuJjieTa

1. Read and translate the text in writing
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2. Choose the text on the topic indicated by the teacher. Retell it in English.
3. Speak on the topic

Kpurtepun onenkn

«OTIUYHO» - DHK3aMEHYIOUIMIcd HEYKOCHUTENbHO COOJI0AaeT MpaBwjia YCTHOM H
NUCHbMEHHOW KOMMYHHKAIIMH, XOPOIIIO 3HaeT MaTepuai. Ero peub cB0OOHA 1 KOMMYHHUKATHBHO
ajZieKkBaTHA. bBpICTpO pearupyer Ha BONPOCHl 3K3aMEHATOpPOB, [aeT COJAEp)KaTelbHbIE U
0€3yKOPU3HEHHBIE C A3bIKOBOM TOUKH 3PEHUS OTBETHI.

«XOpOLIO» - SK3aMEHYIOIIMHCS coOirofaeT MpaBwia YCTHOM M IUCbMEHHOM
KOMMYHHUKAIIUH, XOPOILIO 3HaeT Marepua. Ero peus pazmepeHHa, KOMMYHUKAaTUBHO a/1€KBaTHA.
OTBeThl Ha BOIPOCHI K3aMEHATOPOB KOHKPETHBI. B peun mmeercsa HeOOJbIIOE KOIMYECTBO
OIMOO0K, HE MPENATCTBYIOIINX MOHUMAHHUIO BHICKA3bIBAHUS.

«yJlOBJIETBOPUTEIBHO» - SK3aMEHYIOLIUICS HE BIIOJHE COOIOAAeT NpaBUila YCTHOW U
INUCbMEHHOW KOMMYHUKAIIUM, JEMOHCTPUPYET HEIMOJIHOE 3HAaHUE IPE3EHTYEMOI'0 MarepHala.
Temn peun MeUIeHHBIH, OTBETHI Ha BOMPOCHI 3K3aMEHATOPOB HETOYHBI, HEYBEPEHHbIH. B peun
MOTYT OBITh OIINOKH, 3aTPYAHSIIOLINE IOHUMAHHE.

«HEYJOBJICTBOPUTENBHO» - SK3aMEHYIOIIMHCA He CcoOMoJaeT npaBuiIa YCTHOM H
NUCbMEHHOW KOMMYHHMKAIlUU, JEMOHCTPUPYET CKYJHOE 3HAHUE IPE3ECHTYEMOro MaTepuana H
€ro MeXaHWYeCKH-3ayuyeHHOe H3iokeHue. He moHumaeT BOIPOCH 3K3aMEHATOPOB, JOIYCKAeT
rpyOble SI3bIKOBBIE OIINOKH.

Hpumepuble meKcmbol

Monayas 1. CAREERS

Reports of the death of the traditional career have been greatly exaggerated. Despite the growth
of outsourcing (buying in services that were previously performed by a company's employees
from outside the organisation) and teleworking by free lancers working from home
communicating via the Internet, most professional people still go to what is recognisably a job in
a building that is recognisably an office. The average tenure, the length of time that people spend
in a particular job, has remained unchanged (at about seven years) for two decades. From the
point of view of the human resources (HR) department of a large company, managing people's
careers can still be seen in the traditional activities of selection procedures and recruitment,
managing remuneration (how much people are paid), and working with department managers on
performance reviews: annual or more frequent meetings with employees to tell them how well
they are doing and how they may progress further on the career ladder. The HR department will
also be involved with training and professional development of the company's staff. A company's
HR department may also be involved in making people redundant. Redundancies may be the
result of an economic downturn with reduced demand for the company's goods or services, but
they may follow a decision by a company to de-layer (to reduce the number of management
levels) and downsize. It may offer outplacement services, advice to people on how they can find
another job, perhaps after some retraining. A manager made redundant in this way may become
what Charles Handy calls a portfolio worker, offering their services to a number of clients. Some
managers describe themselves as consultants but would prefer to be working in a salaried job in
an organisation like the one they have been forced to leave. Others may enjoy their new-found
freedom and embrace the flexibility that it offers. (Companies too may talk about flexibility
when they use the services of freelancers in this way, rather than relying on salaried employees.)
Free lancers have to maintain their degree of employability by keeping up with the latest trends
and skills in their profession or industry, for example by attending short courses. They may
complain that working outside an organisation gives them fewer opportunities to learn these new
skills. For many salaried employees, on the other hand, developing one's career in an
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(enlightened) organisation is a process of give-and-take - the environment they work in allows
them to keep their skills up to speed.

Moayas 2. COMPANIES

Multinationals are the most visible of companies. Their local subsidiaries can give them global
reach, even if their corporate culture, the way they do things, depends largely on their country of
origin. But the tissue of most national economies is made up of much smaller organisations.
Many countries owe much of their prosperity to SMEs (small and medium-sized enterprises)
with tens or hundreds of employees, rather than the tens of thousands employed by large
corporations.

Small businesses with just a few employees are also important. Many governments hope that the
small businesses of today will become the multinationals of tomorrow, but many owners of small
companies choose to work that way because they find it more congenial and do not want to
expand.

And then, of course, there are the sole traders, one-man or one-woman businesses. In the
professional world, these freelancers are often people who have left (or been forced to leave)
large organisations and who have set up on their own, taking the expertise they have gained with
them.

But in every case the principle is the same: to survive - the money coming in has to be more than
the money going out. Companies with shareholders are looking for more than survival- they
want return on investment. Shares in the company rise and fall in relation to how investors see
the future profitability of the company; they demand shareholder value in the way the company
IS run to maximise profitability for investors, in terms of increased dividends and a rising share
price. Publicly quoted companies, with their shares listed or quoted on a stock exchange, come
under a lot of scrutiny in this area. Some large companies (often family-owned or dominated) are
private: they choose not to have their shares openly bought and sold, perhaps because they do not
want this scrutiny. But they may have trouble raising the capital they need to grow and develop.

Profitability is key. Formulas for success are the subject of thousands of business courses and
business books. Of course, what works for one person may not work for others. See below for
books on two styles of running a company that might be hard to imitate!

Monayas 3. SELLING

The world of selling can be a tough place to work. Though the rise of e-commerce has changed
retail sales, the fact remains that at all levels, from street markets up to billion-dollar businessto-
government (B2G) deals, most sales are still negotiated the old-fashioned way: by people talking
to one another. A company may produce a fantastic product or offer outstanding service, but
without a successful sales team, the business will fail. But selling a product or a service goes
beyond getting customers to part with their money. Everyone in business needs to do some
selling: selling your own ideas to your co-workers; convincing potential business partners that
you can deal with problems that may arise; keeping your team on side during hard times.
Mastering the art of selling requires confidence, product knowledge, an ability to take rejection,
and excellent negotiation skills. Selling a product or services takes many forms. Cold calling is
phoning or visiting someone you haven't had contact with before to convince them to buy
something or do something. Telesales is cold calling using the telephone. Business-to-business
(B2B) sales, for example distributors selling to retailers, tends to be relationship-based. The
buyer and seller are doing business together rather than the seller trying to fill the buyer's
emotional need for something. In B2G selling, which is highly formal, companies bid for
government contracts. E-commerce, mentioned earlier, is the increasing area of sales over the
Internet However, e-commerce courses in business schools are no longer oversubscribed and no
longer preaching that 'everything has changed'. Companies look more at how e-commerce can be
used in conjunction with other methods of selling: in retailing this means clicks and mortar,
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combining traditional retail outlets with online operations, rather than pure e-tailing. Some old-
economy companies, like the UK supermarket company Tesco, have made a success of e-
commerce by combining it with their existing operations, rather than investing in a whole new
expensive infrastructure. Webvan, a pure online groceries company in the US, fell down on the
hurdles of logistics: warehousing and delivery.

Moayas 4. NEW BUSINESS

A recent TV advert for an airline shows an executive receiving an e-mailed presentation from a
potential supplier and then quickly forgetting about it when another potential partner walks into
the room and gives his presentation in person. The advert is trying to persuade businesspeople of
the merits of face-to-face contact in drumming up new business. Flying to meetings is still the
preferred way of doing things: companies worldwide spend $3 billion on video-conferencing
equipment every year, but US companies alone spend $410 billion a year on business travel.
Road warriors (even if they often travel by plane) will probably be necessary to gain new
business for some time to come. Clients and suppliers refer to each other as partners to underline
the fact that they are in a relationship with mutual benefits: the supplier is making money out of
helping the client to make money by providing products or services to customers. Some cultures
give great importance to getting to know potential partners before working with them. There is
some truth in the idea that Americans walk into a room expecting to reach a deal immediately;
Asians, to build a relationship that may later lead to a deal. (See also the Business brief for Unit
6.) In the past, companies often worked with large numbers of suppliers. Car manufacturers, for
example, worked with numerous component suppliers, perhaps playing them off against each
other to demand lower and lower prices. The tendency now is to work more closely with fewer
suppliers. This is a necessary part of just-in-time O IT) delivery and total quality management
(TQM). 1t is much easier to make improvements in these areas when dealing with fewer
organisations. This means that it is difficult for new suppliers to break into the privileged circle
and get new business. Another form of new business is start-ups. At one end of the scale, there
are one-person operations, often started by people who have gained expertise as salaried
employees in organisations and then struck out (or been forced to strike out) on their own. At the
other end, there are serial entrepreneurs, who are gifted at transforming ideas into businesses,
and who found a number of start-ups, moving on when each business becomes viable. Their
talent lies in combining ideas with people and finance, and they may be less interested in the
more mundane activity of running established operations. Breaking into new markets is another
form of new business. A company may try to break into e-commerce and may often spend large
amounts of money before making any. Likewise, a company trying to establish itself in a country
where it has not been present before can make large losses before seeing any return on
investment. It may be necessary to have local partners who are already familiar with the market
and are willing to invest in a joint venture.

Moayas 5 .MARKETING

'We must be smarter at devising packages of services that our customers want and pricing them
attractively. Set the marketing department free to shape new packages. Don't confine it to
coming up with cute names for offerings designed by engineers and accountants.™ This sums up
the position of marketing in many companies, where it is often seen as a fancy name for selling
or advertising. But, as the quote shows, marketing people should be involved not just in
promoting sales but in all aspects of the marketing mix: ¢ product: deciding what products or
services to sell in the first place; * prices: setting prices that are attractive to particular groups of
customers (segments) and that are profitable for the company; ¢ place: finding suitable
distribution channels to reach these customer groups; * promotion: all the activities, not just
advertising, used to support the product - everything from pre-sales information to after-sales
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service. These are the four Ps of the marketing mix, the 'levers' of a company's marketing
machine, levers that it can adjust in different ways for different products and different buyers.
Another way of looking at this is from the point of view of customers, with the four Cs. From
this perspective, the marketing mix is expressed in terms of: * customer solution: offering the
right product to satisfy particular customer needs; ¢ customer cost: the price paid directly by the
customer to buy the product, including the ‘price’ involved in not buying another product of the
same or another type; ¢ convenience: distributing the product in the way most suitable for each
type of customer; ¢ communication: exchanging information with the customer. Customers are
informed about products through advertising, sales literature and so on, but customers also
communicate with the seller, for example through customer helplines. This is a good way for
sellers to find out more about customers and their requirements and to change or improve their
offer. Thinking of the marketing mix in these terms helps sellers maintain a customer orientation
- a focus on customer needs.

Moayas 6.PLANNING

Planning is about resource allocation, the way that individuals and organisations deploy their (by
definition) limited resources such as time, money and expertise.

In the case of individuals, you could say that there is a worldwide planning industry, with its
calendars, diaries, electronic personal organisers and time management training. These (often
very expensive) courses tend to hand out some fairly obvious advice.

» Make lists of things you have to do. Classify them in terms of urgency and priority.

* Pursue tasks single-mindedly. Do not allow yourself to waste time through distractions and
interruptions.

* Delegate. Do not try to do everything yourself.

» Do not try to be a perfectionist in everything. Do each task so that it is ‘good enough' for the
circumstances .

But all these things are easier said than done.

For complex projects involving many people and tasks, the Gantt chart is the tool of choice. This
is a diagram that shows the different stages of a project, indicating the tasks that can be done at
the same time as others, and those that must wait until other tasks are completed. Originally
conceived about 100 years ago, Gantt charts are now produced using computer software. Other
computer-based project management tools have been developed by particular companies or are
available commercially.

Companies also have to plan for events that they do not want, such as disasters. Contingency
planning is designed to prepare for the worst, with specific plans of action for disaster recovery,
including handling of the media and protecting, as far as possible, the company's reputation.
Organisational planning in its grandest form is one element of strategy, where companies make
long-term plans about the future development of their activities. Here, they have to anticipate
competitors' activities as well as trends in the general economic and political environment. Very
large organisations have teams of scenario planners trying to predict how this environment may
change and how they might prepare for and perhaps influence this change.

Moayas 7. MANAGING PEOPLE

In the 1960s, Douglas McGregor, one of the key thinkers in this area, formulated the now
famous Theory X and Theory Y. Theory X is the idea that people instinctively dislike work and
will do anything to avoid it. Theory Y is the more enlightened view that everyone has the
potential to find satisfaction in work. (Others have suggested Theory W (for ‘whiplash’), the idea
that most work since the beginning of human society has been done under conditions of total
coercion, i.e. slavery.) In any case, despite so much evidence to the contrary, many managers
still subscribe to Theory X, believing, for example, that their subordinates need constant
supervision if they are to work effectively, or that decisions must be imposed from above
without consultation. This, of course, makes for authoritarian managers. Different cultures have

24



different ways of managing people. Some cultures are well known for the consultative nature of
decision-making- all members of the department or work group are asked to contribute to this
process. This is management by consensus. Many western companies have tried to imitate what
they see as more consensual Asian ways of doing things. Some commentators say that women
will become more effective managers than men because they have the power to build consensus
and common goals in a way that traditional male managers cannot. A recent trend has been to
encourage employees to use their own initiative, to make decisions on their own without asking
managers first. This empowerment has been part of the trend towards downsizing: reducing the
number of management layers in companies. After delayering in this way, a company may be
left with just a top level of senior managers, front-line managers and employees with direct
contact with the public. Empowerment takes the idea of delegation much further than has
traditionally been the case. Empowerment and delegation mean new forms of management
control to ensure that the overall business plan is being followed, and to ensure that operations
become more profitable under the new organisation, rather than less. Another trend is off-site or
virtual management, where teams of people linked by e-mail and the Internet work on projects
from their own premises. Project managers judge the performance of the team members in terms
of what they produce and contribute to projects, rather than the amount of time they spend on
them.

Conflict

Conflict may well be productive in some cases. In any business situation, there are often a
number of different ideas about the way to proceed. Usually only one way can be chosen, so
conflict is inevitable. Ideally, airing the different ideas in discussion will lead to the best one
being chosen. But the process may become political, with an idea being defended by the person
or group putting it forward after it has become apparent that it is not the best way to go. Those
defending a long-cherished idea are unwilling to lose face by abandoning it. There may be
conflict between different levels in an organisation's hierarchy or between different departments,
with hostility to ideas from elsewhere - the not-invented-here syndrome.

Examples of unproductive conflict include disputes between colleagues or between managers
and subordinates that go beyond ideas and become personal. Companies can spend a lot of time
and energy resolving these disputes. In countries with high levels of employee protection,
dismissing troublesome employees can lead to a long process of consultation with the authorities
and even litigation, for example where an employee sues their company for unfair dismissal.
Defending an action like this is of course costly and a distraction from a company's normal
business.

Labour-management conflict in the form of tactics such as strikes and go-slows can also be very
expensive and time-consuming. The goodwill of a company's customers, built up over years, can
be lost very quickly when they are hurt by such a dispute. But there are sometimes cases where
the public sympathise with the employees and don't mind the disruption. Both sides may put a lot
of effort into presenting their case and gaining public sympathy with the use of advertising,
public-relations firms, and so on. Many countries have legislation with compulsory cooling-off
periods before strikes can begin, official procedures for arbitration between the two sides, and so
on.

In dealings between companies, supplier-customer relationships can degenerate into conflict.
Conflict seems to be endemic in some industries, for example construction, where contractors are
often in dispute about whether the work has been performed properly or whose responsibility a
particular problem is. This can lead to protracted legal proceedings.

More and more companies in the US are specifying in contracts that any disputes should be
settled using alternative dispute resolution (ADR), avoiding expensive legal wrangling.
Specialised organisations have been set up to facilitate this.
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