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1.

HepequL IVIAHUPYEMBIX PE3YyJabTaToOB oﬁyqemm mo AUCHHUILIMHE, COOTHCCCHHBLIX C

IVIAHUPYEMBIMHU pE3yJdbTaTaMH 0CBOCHUA 06p330BaTeﬂbHOﬁ NnporpaMmmal

Huctuumummaa  OTA.B.01  WuocTpanubiii  sa3bIk  (MpodEeCCHOHAIBHOM  HAINPaBJICHHOCTH)  OOecleuYnBaeT
dbopmupoBaHue y OOy4YalOIIUXCA CICAYIOMMNX YHHBEPCAIbHBIX, OOMIENPO(EeCCHOHANIBHBIX U MNpOo(ecCHoHaTbHBIX
KOMIIETEHIINI*:

OTO/T® u Kon HaumeHoBaHnue Kon HaumeHnoBanme OO0pa3oBaTe/bHbIN pe3yJabTaT **
PEKBU3HTHI |KOMIETeHIIUU UHIMKATOPAa |MHAUKATOPA AOCTH:KEHUS
Komnerenuun .
IiC ** . JOCTHKEHUS KOMIIeTeHIINH **
KOMIIEeTeH LU
(npu *x
Hanuyuu) **
YK-4 Criocoben YK-4.4. Ymeer BbINONHATh | VK-4.4. V-1. Buaaneer MHOCTpaHHBIM $I3bIKOM Ha
OCYILECTBIIATh nepeBos YpOBHE, HEOOXOIUMOM U JI0CTATOYHOM JJIsl OOIEHUS B
NIEJIOBYIO MpoeCCHOHATBHBIX npodeccuoHanbHOM cpene
KOMMYHHKALUIO B TEKCTOB C MHOCTPAHHOI'O(-
YCTHOM 1 bIX) s3blka (-OB) Ha
MUCbMEHHON (hopmax rOCYJapCTBEHHBIN  S3BIK
Ha rOCY1apCTBEHHOM P® u ¢ rocynapcTBeHHOTO
s3bIKe Poccuiickoi I3BIKA PO Ha
Denepanyu u MHOCTpPaHHBIHU (-bI€)
MHOCTPaHHOM(BIX) YK-4.5 Bener nenoyto nepenucky | VK-4.5. V-1 Baajgeer okxaHpamMu YyCTHOW W
A3bIKE(axX) Ha MTHOCTPaHHOM(-bIX) MMCBbMEHHOW pe4yr Ha MHOCTPaHHOM(-bIX) sI3bIKe(-ax) B
SI3bIKE(-aX) C YUETOM JIENI0BOI U npodeccnoHansHOM chepe
0COOEHHOCTEH CTUITUCTUKHU
o(ULIMaNBHBIX THCEM U
COLIMOKYJIBTYPHBIX
A3JIMYU
YK-4.6 BeicTpauBaer VK-4.6. V-1. Ymeer BbICTpauBaTh MOHOJOI, BECTU

KOMMYHHKAITIN HA
IMHOCTPAaHHOM S3LIKE B
pa3IMYHBIX
mpodecCHOHATBHBIX

JTUAJIOT U TONUJIOT C COOMIOJEHHEM HOPM PEYEBOTO
ITUKETa, AapTryMEHTHPOBAHHO  OTCTAaWBaThb  CBOU
MO3UILINH U UJIEU




CI/ITyaI_[I/DIX B 3aBUCHUMOCTHU
OT ITIOCTaBJICHHBIX 3a/a4,
BJIAACCT HABbBIKaAMU
ApPTYMEHTHPOBAHHOTO
M3JI0KEHUS COOCTBEHHOM
TOYKH 3PEHUS U BEJICHUS

ITUCKYCCUU

YK-5 Criocoben VYK-5.1. Nmeet 6azoBble| VK-5.1. 3-2. 3Haer o0 HaIMUMM W TNPHYMHAX
BOCIPUHUMATH MpeICTaBICHUS 0| MEeXKYJIbTYPHOIO  pa3HooOpa3usi  oOmectBa B
MEXKYJIbTYpPHOE MEXKYJIbTYPHOM TUYECKOM KOHTEKCTE
pazHooOpasue pa3HooOpazuu oO0IIecTBa B
00111eCcTBA B COIIMAIbHO-UCTOPHUECKOM,
COLIMAJIbHO- PDTUYECKOM U (1)I/IJIOCOCI)CKOM VK-5.1. ¥V-1. YMeeT ucronbp30oBaTh I/IHOCTpaHHI)If/'I SA3BIK
1CTOPHYECKOM, KOHTEKCTaX Uist  OoOlIeHWsT B CUTyalMsX, TpeOylommx ydera
PTUYECKOM U KYJbTYPHBIX pa3jiniuun
dunocodcrom
KOHTEKCTaxX

* Jucyunnuna moosicem popmuposames KOMnEmeHyuio NOTHOCMbIo unu yacmuyro. **Jondcno coomeemcmsosams [punoscenuio 1 k obpasosamenvHol npozpamme




2. O0beM 1 MeCTO JMCUMILVIMHBI B CTPYKTYpe 00pa3oBaTeIbHOiM
NPOrpaMMbl

OO01muit 00bEM OUCLIUIUINHEL:

4,00 3.e., 144 ak.gac

KonraktHass paGota oOydarommxcsi ¢ MpernojaBareleM I0 BUAAM YYEOHBIX
3aHATUHN: 44 aK. 4ac Ha KOHTaKTHYIO paboTy ¢ mpemnojaBaTeieM, U3 HuX 36 ak.4ac Ha
MPAKTHUECKHUE 3aHATHUS, Ha aTTECTAIMIO B IEPHO/] SK3aMEHAIIMOHHBIX CECCHI 8 YacoB,
100 ak. yac Ha CaMOCTOSATENBHYIO pabOTy 00YyUarOIMINXCSI.

®T/A.B.01 HWuoctpanuslii s3Ik  (MpOoQecCHOHANIBHON  HAIMPaBICHHOCTH)
peanuzyertcs B 3-4 cemecTpe 2 Kypca.



3. Conep:xaHue M CTPYKTYpPa IMCHUITHHBI

3.1. CTpyKTypa AUCHUILINHBI

Ounas ¢popma 0b6yyenus

Ne n/n HaunmenoBanue Tem u (1J11) Oo0bem
pa3naesion AUCIUILINH, ®opma
aK.4ac TEeKylero
BCEI'O KonTakTHasi padoTa o0yJaronmxcst KOHTPOJISI
¢ mpernojaBarteieM 110 BHIaM yCIeBaeMoCTH,
Y4€eOHBIX 3aHATHI CamocTosITeIbHAS | [poMesKyTOUHOI
Ilepuoa TeopeTnyeckoro o0y4eHust Iepuon padora aTTeCTANH
MPOMEKYTOYHOM
aTTecTanuu
(ceccus)
3anarus 3anarus HK | KCP | KD CPkp | CP3k | CP
JIEKIHOHHOTO [CEMHHAPCKOr0 "
THIIA THIIA =
£ | o
J | BI |[Jap| 13 2 | a
g | =
= =
o
=
Pasnen 1. JxoHOMNKA NpeANPUATHS U OPEHINHT
Tema 1 | Toproseie Mmapku. bpeHpl. 22 0 0 0 6 0 0 0 0 0 0 16 | YO, T,IIP, P3
Tema 2 | CTpyKkTypa KOMITAaHHH. 22 0 0 0 6 0 0 0 0 0 0 16 | YO, T,IIP, P3
Tema 3 | Pexmama. 24 0 0 0 6 0 0 0 0 0 0 18 | YO, T,IIP, P3
[TpoMexyTodHasT aTTeCTAIHS 4 0 0 0 0 0 0 0 4 0 0 0 3auer




Bcero 3a 5 cemectp: 72 0 0 0 18 0 0 0 4 50 KT
Pazgen 2. OCHOBBI MAPKETHHIA U KOPIIOPATHBHOIO YIIPABJICHUSA

Tema 4 | [leHbru. 22 0 0 0 6 0 0 0 0 16 | YO, T, IIP, P3

Tema 5 | MapkeTuHr. 22 0 0 0 6 0 0 0 0 16 | YO, T, IIP, P3

Tema 6 | MexayHapoaHble KOHTPAKTEHI. 24 0 0 0 6 0 0 0 0 18 | YO, T,IIP, P3
Ycnemnsple MpogaxKH.

[IpomexyTouHas aTTecTanus 4 0 0 0 0 0 0 0 4 0 3auer

Bcero 3a 6 cemectp: 72 0 0 0 18 0 0 0 4 50 KT

Hroro 144 0 0 0 36 0 0 0 8 100

HUcnon b3yemovle COKpaujerHust:

JI — nexumu - 3aHATHSA, IpelycMaTpHUBAIOIINE PEUMYIIECTBEHHYIO iepeady ydeOHoH MH(OopMauyu oOydJaronMcsl NeJarorndeCKuMyu paOOTHUKaMH OpTraHW3aluu U (WIIN)
JIMIAMH, TPUBJIEKaeMBIMH OpraHu3alyeil K peain3any 00pa3oBaTeIbHBIX IPOTPaMM Ha HHBIX YCJIOBHSIX, ).

BJI — Buneo nexuuu.

JIP — maGopaTtopHbIe pabOTHI.

[13 — mpakTHYecKue 3aHATH (32 HCKIFOUYSHHEM JIA00PaTOPHBIX padoT).

UK — uHAnMBUya bHBIE KOHCYJIBTAIMH.

KCP — KOHTpOJIb CaMOCTOATENBHON pabOTHI

KD — xoHCyBpTaIINN TIepe]] SK3aMEHOM

KaTTak — KOHTaKkTHasl paboTa Ha aTTeCTAalMIO B IEPHOJI 3K3aMEHAIMOHHBIX CECCHUI
KoHTpoib - KoHTaKTHast paboTa Ha aTTECTAlMIO B IEPHO]T SK3aMEHAI[MOHHBIX CECCHIT JIJIs 30YHOM (OPMBI 00y4EHHs
CPxp — camocTosiTenpHast padoTa Ha MIOATOTOBKY KypCOBOH paboThl/ KypcOBOTO MPOEKTA.
CPak — camocTosiTensHast paboTa Ha TIOATOTOBKY K 3K3aMEHY.

CP — camocTosTensHast paboTa B ceMecTpe Ha IMOJrOTOBKY K YU€OHBIM 3aHSTHSIM.

Ycnosasle obo3Hauenus: T3- tectoBoe 3ananue, YO - ycTHbIi onpoc, [IP — nepeBon, P3 — pazHoypoBHeBEIE 3ajaHus (IUCKYCCHsl, 3cce (TOKIa, COOOIIeHHE)

KT-koHTpOnbHas Touka




3.2. ConepxaHue TUCHUTITUHBI
Paznen 1. JxoHOMMKA peANIPUATUA U OPEeHIAMHT

Tema 1. Toprossie mapku. bpenanl. YK-4.4, YK-4.5, YK-4.6, YK-5.1.
Jlexcuueckue  TeMaTHYECKHE KOMIIOHEHTHI: OTIFCaHue OPEHI0B, Ay TCOPCHHT,
JUACPHI phIHKA. YTipaBieHue opengamu. [Ipoaskenue 6pennos. [Ipodiaemsr
OpEHIOB.

I'pammaruka: moBTOpeHHME BpemeH rTiarona Present Simple, Present
Continuous, Present Perfect, Present Perfect continuous.

Tema 2. Ctpykrypa komnanuu. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

Jlekcnueckue U TeMaTHUECKUE KOMIIOHEHTHI: CTPYKTypa KOMIIAHUHU, pa60qee
MECCTO, pa60Ta B KOMaHZAC, O6CJIy>KI/IBaHI/Ie KIIMCHTOB. TpeHI[BI, N3MCHCHMUA,
PECTPYKTYPpHU3aluK, CINAHUC U ITOTJIOMICHHC.

I'pammatuka: Past Simple, Past Continuous, Past Perfect, Past Perfect
Continuous.

Tema 3. Pexiaama. YK-4.4, YK-4.5, YK-4.6, YK-5.1.
Jlekcuyeckue U TeMaTUYECKUE KOMIIOHEHTBI: peKjiama, peKJIaMHbIe OObSIBICHUS,
MIPUMEPHI PEKIaMHBIX O0BSBICHUHN, pEKJIaMHOE ar€HTCTBO, PEKJIaMHAasi KaMIIaHUS.
CpenctBa maccoBoi nHpopmaruu. MeToabl peKIaMBbl.

I'pammatuka: Bpemena rmaroma Future tenses. CremneHu CpaBHEHUS
npuiaratenbHbix. Hapeuus.

Pazgen 2. OCHOBBI MAPKETHHIA U KOPIIOPATHBHOIO YIIPABJICHUSA

Tema 4. lenbru. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

Jlekcuyeckue U TeMaTUYECKUE KOMIIOHEHTHI: JIEHbI'U, UHBECTULIUU, (PUHAHCOBBIC
OT4YeThl, ((UMHAHCHI ¥ KPSAUTHI, TCHICHINH. 3aiiMbl. banku. bropkeT KoMITaHuH.

['pammatuka: onucanue rpaduKoB, TEHICHIIUN, YUCIUTEIbHBIE.

MopanbHble Tiiaronsl. [Ipuaaroynslie onpeneauTenbHble MPEII0KEHUS.

Tema 5. Mapkerunr. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

Jlekcuyeckne U TEeMaTUYECKUE KOMIIOHEHTBI: MApKETUHTOBbIE UccaeaoBaHus. 4 P.
[Iporno3s nponax. Koukypenuus. MupoBbie pelHKU. HalmoHanbHbIN PBIHOK.

['pammatuka: CornacoBanue BpemeH. KocBennas peus. ['epynauii. [Ipuuactue.

Tema 6. MexayHapoaHble KOHTPAKTHI. Y cnemHble npoaaxu. YK-4.4, YK-
4.5, YK-4.6, YK-5.1.

Jlekcuueckne M TEMATHUYECKUE KOMIIOHEHTBI: MEXIyHapoAHas TOPTOBJIS.
MexayHapoaabie KOHTpakThl. CB0OO a2 TOProBiM. [ 106anbHbIe KOMIAHUU. DKCIOPT,
HMMIIOPT TOBAPOB U YCIIyT

['pammatuika: yciioBHbIEe TipeasioxkeHus. dpa3zoBbie Tyaroybl. VHPUHUTUBHBIC
KOHCTPYKIIMH, KOHCTPYKLIHU C TEPYHIAUEM.



4. Tunbl OHEHOYHBIX MATEPHAJIOB, IOKA3aTeJIN U KPUTEPHH
OLICHUBAHMS

4.1. Ouenounblie Marepuansl no aucuuruimae OT.B.01 MuHocTpaHHBIM
s3bIK  (IpO(PecCHOHANBHON HAIMPaBJICHHOCTH)  BXOIAT B COCTaB OLEHOYHBIX
MaTepualioB Mo oOpa3oBaTenbHOW mporpaMme. (COBOKYIHOCTh OII€HOYHBIX
MaTepuajioB MO BCEM JUCIMIUIMHAM (MOJIYJIAM) 0Opa30oBaTEIbHOM MPOrpaMMbl
coctaBisieT ¢oHa oneHoYHBIX cpeacTB (mamee — @OC). ®OC ucnonp3yercs npu
IPOBEICHUH TEKYILIEr0 KOHTPOJIS YCIIEBAEMOCTH M MPOMEXYTOYHOW aTTeCTalluu
00yJaromuxcs ¢ MeNbI0 OLIEHUBAHUS JOCTHXKEHHUS 00YYaIOIIMMUCS TUIAHUPYEMBIX
pE3yIbTATOB O0YUCHUSI.

4.2. ®OC pazpaboTaH Kak KOMIUIEKC MPOBEPOYHBIX 3aJlaHUN Pa3IUYHOTO
TUIA U YPOBHS CIIOXKHOCTH, BKJIIOYAET KPUTEPHUH U IIKAJIbl OLICHUBAHUS, a TaKKe
«KJIIOUM» NpaBWwIbHBIX 0TBETOB. POC dopMupyercs: Kak OTACIbHBIN JOKYMEHT U
XpPaHUTCA B DJIEKTPOHHOM BHjIe, noctyn K POC mpenocTaBieH OrpaHUYEHHOMY
KpYTY JIHII.

4.3. Jlnsg caMOCTOSITENbHOM pabOThl OOYyYalOMMXCS MPU TMOATOTOBKE K
TEKYILIEMY KOHTPOJIIO YCIIEBAEMOCTH U MPOMEKYTOYHOW aTTecTallid B pabouymx
porpamMmax JUCLUIUIMH pa3MELICHbl TUIIOBBIE IPOBEPOYHBIE 3aJaHUs, KOTOPBIE
MOKHO YCJIOBHO pa3AeiuTh Ha 3aJaHMsl 3aKpbITOr0, KOMOWHHPOBAHHOTO H
OTKPBITOTO THIIOB.

3ajaHus 3aKphITOrO THIA — 3TO TECTOBBIE 33JaHUSA, B KOTOPBIX KaXKJIbIi
BOIIPOC  COMPOBOXKIAETCS TOTOBBIMM BapMaHTaMU OTBETOB, U3 KOTOPBIX
HEO0OXOAMMO BBIOPATH OAWH WJIA HECKOJBKO MPaBUIIbHBIX.

3amanusi KOMOMHMPOBAHHOTO THIA — 3TO TECTOBBbIE 3aJaHUs, B KOTOPBIX
KQK/bIiI BONPOC CONPOBOXKIAETCSA F'OTOBBIMH BapHaHTAMH OTBETOB, U3 KOTOPBIX
HEO0OXOJAMMO BBIOpPaTh OJIMH WJIM HECKOJIBKO TMPAaBWIBHBIX M 00OOCHOBaTH CBOM
BBIOOD.

3ajaHusl OTKPBITOTO THUIIA — 3TO 3aJaHMSI, B KOTOPBIX HA KaXXIbld BOIPOC
JOJIKEH OBITh MPEJIOKEH Pa3BEPHYTHIII 000OCHOBAHHBIN OTBET.

B 3aBucuMocTM OT THNA 33aJaHUAd PEKOMEHJOBAHBI OINpEACIICHHAS
MOCJIEIOBATEIBHOCTD BBITIOJHEHHS M CUCTEMA OLIEHWBAHMS BBITIOJTHEHUS 3a/IaHUM.



4.4, Tuns SaﬂaHHﬁ, COCHAPHH BBIIIOJIHCHHUA, KPUTCPHUH OLICHUBAHUA

TUIT BATAHMA

NMHCTPYKIMA

CIHIEHAPHH BBIITOJIHEHM A

KPUTEPUHM OLIEHMBAHIA

3amaHue  3aKpBITOTO
TUTIa C BBIOOPOM OJHOTO
NpPaBWIBHOTO OTBETa W3
HECKOJBKHUX BapuaHTOB
NPE/ITI0KECHHBIX

[IpounTaiiTe TEKCT,
BBIOCpUTE TPABUIIBHBIN
OTBET

1. BHUMaTeIbHO MPOYUTATh TEKCT 3aJJaHUs U TOHSATH,
YTO B KA4eCTBE OTBETa OXXMIACTCS TOJBKO OJUH M3
MIPeIJI0KEHHBIX BAPUAHTOB.

2. BHUMarenbHO — MPOYHUTATh
BapUaHT-ThI OTBETA.

3. BolOpaTh 0J1uH BEpHBII OTBET.

4. 3anucath TOJIbKO HOMep (Wi OyKBY) BBHIOpaAaHHOTO
BapHuaHTa OTBeTa (Hampumep, 3 wiu B).

NpCAJIOKCHHBIC

OTBeT cuMTaeTCs BEPHBIM, €CIIH
MpaBWIBHO yKa3zaHa mudpa win
OykBa

3a,Z[aHI/Ie 3aKpPBITOI'O
TUIIa Ha YCTAHOBJICHHC
COOTBCTCTBUA

[IpounTaiite TEKCT u
YCTaHOBUTE
COOTBETCTBHUE

1.BHUMaTenbHO MpOYMTATh TEKCT 3aJaHus U
MOHATh, YTO B KAauecTBE OTBETAa OXKUJAIOTCS Iapbl
3JIEMEHTOB.

2. BHuMarenbHO mpouuTaTh 00a crnMcKa: COUCOoK 1 —
BOINPOCHI, YTBEPXKACHUS, (aKThl, TOHATHS U T.11.;

CIHCOK 2 — YTBEPIKJICHHsI, CBOMCTBA OOBEKTOB H T.JI.

3. ComocTaBUTh 3J€MEHTHl crnMcka 1 ¢ aneMeHTaMu
cnucka 2, chopMUPOBATH Maphl JIEMEHTOB.

4. 3anucatb onapHo OYKBBI U IUQPHI (B 3aBUCUMOCTH OT
3a/laHusl) BapuaHToB oTBeTa (Harpumep, Al nnu b4).

OTBer cuMTaeTcs BEPHBIM, €CIIU
NPaBUIBHO YKa3aHbl HUQPBI HIH
OYKBBI

3ajaHue  3aKpBITOTO
THUIA c BBIOOpOM
HECKOJIBKHUX IPAaBUJIBHBIX
OTBETOB M3 HECKOJIBKHX
BApUAHTOB
HpeI0KEHHBIX

IIpounTaiite TEKCT,
BbIOEpUTE NpPaBUIIbHbIE
OTBETHI

1. BHUMATENBHO MPOYUTATH TEKCT 33aHUS U ITOHSTH,
YTO B KAUE€CTBE OTBETA 0KUJIAETCS HECKOJIBKO MPABUIIBHBIX
OTBETOB U3 MPEUIOKEHHBIX BAPHAHTOB.

2. BHUMaTenbHO NPOYUTATh IPETI0KEHHBIE
BapHaHT-THI OTBETA.

3. BeiOpaTh HECKOIBKO MPAaBUIIBHBIX OTBETOB.

4. 3anucath TOJLKO HOMepa (Uiau OyKBbI) BHIOPAHHOTO
BapuaHTa oTBeTa (Hanpumep, 1 4 i A I).

OTtBeT cunTaeTcsl BEPHbIM, €CIU
IIPaBWJIBHO  YCTaHOBJIEHBl ~ BCE
COOTBETCTBHS (TIO3ULIUU U3 OJHOTO
cTosi0lla BEpHO COIOCTAaBIIEHBI C
MO3UIUSIMU JIPYTOTO)




3aﬂaHI/IC 3aKpPbITOI'O
THUIIa Ha YCTAHOBJICHUC
IIOCJICA0BATCIBHOCTH

[IpounTaiite TEKCT W
YCTaHOBUTE
MOCJIeI0BATEIbHOCTD

1. BHumarensHO NIpOYUTATh TEKCT 3aaHUS U
MOHATh, YTO B KA4yeCTBE OTBETA OXKHUAACTCS
MIOCIIE0BATEIbHOCTD 3JIEMEHTOB.

2. BHUMaTenbHO MPOYUTATh MPEATIOKEHHbIE
BapUaHTHI OTBETA.

3. ITocTpouTh BEpHYIO MOCIEA0BATEIBHOCTD U3
MPETIOKEHHBIX JIEMEHTOB.

4. 3anucatb OYKBBI/IIU(PHI (B 3aBUCIMOCTH OT
3a7aHusl) BapUaHTOB OTBeTa B  HY)XXHOU
nocneaoBarenbHocTH (Hanpumep, bBA wmn 135).

OTBeT cuMTaeTcsi BEPHBIM, €CIH
IIPaBUWJIbHO yKa3aHa BCS
[I0CJIE10BATENBHOCTD UMD

3ananue
KOMOMHHPOBAHHOTO THIIA

IIpounTaiite TeEKCT,
BBIOCPUTE TIPABHITBHBIN

1. BHUMAaTEIIBHO MNpOYUTATb TCKCT 3aJaHHA H
IIOHATH, YTO B KQYCCTBC OTBETA 0XKKMJACTCA TOJIBKO

OTBer cuMTaeTcsi BEpPHBIM, €CIH
NpaBWIbHO YyKa3aHa wnudpa WM

C  BBIOOPDOM  OJHOTO | OTBET U  3alMIIUTE | OJUH U3 MPEIJIOKEHHBIX BAPHAHTOB. OykBa M TPHUBEACHBI KOPPEKTHBIC
MPaBUIBHOTO OTBETA W3 | apryMEHTHI, 2. BHUMaTeNbHO MPOYUTATH TPEATIOKEHHBIE apryMEHTBI, HCHOJb3yeMble MpH
MIPEITI0KEHHBIX U | 0OOCHOBBIBAIOIINE BapUaHTHI OTBETA. BBIOOpE OTBETA
000CHOBaHKEM BBIOOPA BEIOOp OTBETa 3. BolOpaTh 01uH BEpHBII OTBET.
4. 3anucarh TOJIBKO HOMEp (Uiu OYKBY)
BBIOpPAHHOT'O BapuaHTa OTBETA.
5. 3amucarb apryMeHTbl, 000CHOBBIBAIOIIME BHIOOD
oTBeTa (Hampumep, 4 TeKCT 000CHOBaHUS).
3aaHue OTKPBITOTO [TpounTaiite TekcT U 1. BHUMaTeNbHO MPOYUTATh TEKCT 33aHUS U OTBeT cunuTaeTcs BEPHBIM:
TUTIA C Pa3BEPHYTHIM 3aIUIIATE PAa3BEPHYTHIH | MOHATH CYTh BOIIPOCA. 1. OrcytcTBUE PaKTHUECKUX
OTBETOM 00OCHOBAHHBIN OTBET 2.Ilponymats JIOTUKY M TIOJTHOTY OTBETA. OLIMOOK.
3.3anmcaTh OTBET, UCIIONB3YS YeTKNE KOMITAKTHBIC 2. PackpeiTre o0Bpema

(bOpMyJIUPOBKH.
4.B ciydae pacueTHOM 3aJ1au, 3aMUCaTh PELICHUE
U OTBET

MCIONIb3YEMBIX TTOHATUH (TIOJTHOTA
OTBETA).

3.000CHOBAaHHOCTh OTBETA
(Hanmu4ue apryMeHTOoB).

4, Jlormueckas
MMOCIE0BATEIBHOCTh U3JIaraeMoro
Marepuana.




4.5. OOmas mkaia OLEHUBAHUS PE3YJBTATOB TEKYLIErO0 KOHTPOJIS

YCIIEBAEMOCTH U ITPOMEKYTOUYHOMN aTTECTAITUU 00YUAIONTUXCS C IPUMEHECHHUEM
BPC lonenxoro ¢pummaima PAHXul 'C

ECTS
Hrorosas Bunapunas At st

TpaguuuoHHasi cuctemMa Tpaau- .
0aJJIbHAS OIlEHKA cucremMa . | OmHapHOi

HHOHHOW
CHCTEMBbI

CHCTEMBbI
90-100 OTiM4HO A P/ Passed
80-89 3a9TeHo B P/ Passed

X
75-79 opoto C P/ Passed
70-74 V 1OBIICTBOPUTEITHHO D P/ Passed
60-69 8 P E P/ Passed
0-59 HeytoBIeTBOPUTEIHHO He 3aureno F F/Failed

CooTHoleHne 0a/UI0B 3a TEKYIIMHA KOHTPOJIb YCIIEBAEMOCTU U MIPOMEKYTOUHYIO
aTTECTaLHIO, a TAKXKE IIOBTOPHYIO IPOMEKYTOUHYIO aTTECTALUIO:

MakcumanbHas MakcuMmanbHas MakcumasbHas MakcumasnpHas
cyMMa 0aJiioB 3a cymma 0aiioB 3a UTOroBas 0ajuibHAas cyMMa 0asioB 3a
TEKYIIHI MIPOMEKYTOUHYO OLICHKA MTOBTOPHYIO

KOHTPOJIb aTTeCTaLIIIO MPOMEKYTOUHYIO
YCIIEBAEMOCTH aTTECTALUIO
100 OaiutoB 100 OaiutoB 100 oGamwoB 100  OauioB
5. (I)OprI aTrrecranum, THIIOBLIE OICHOYHbBbIC
MaTepl’laﬂbl OJIA TeKymero KOHTpOJIH yCHeBaeMOCTI/I
Oﬁy‘-laIOIIII/lXCH, KpI/ITepI/II/I ) | IHIKAJIbI OlICHUBAHUA 110

KOHTPOJ/JIBbHBIM TOYKaM

5.1.

B xonme peamuzanuu aucuumuimabel @T/.B.01 MHocTpanHbIi

A3BIK (MPO(ECCHOHANBHON HAIPABJIEHHOCTH) MCIIONB3YIOTCS CIELYIOIINE
(GopMBI TEKYIIETO KOHTPOJIs YCIEBAEMOCTH oOydarouuxcs (B TOM 4HCIIE,
3aJlaHusl K KOHTPOJIbHBIM TOUKAM):

TecToBble 3a71aHNs, YCTHBIM OMPOC, IEPEBOJI, AUCKYCCHUsI / dcCe (IOKIa,

COOOIIICHUE).

5.2.

yCIEBAEMOCTH 00y4aroMnXcs (BHE KOHTPOJIBHBIX TOYEK):

Bonpocs! Ui YCTHOTO ornpoca:

Pa3znen 1. JkoHOMUKA NpeANPUATHA U OPEHIUHT

TunoBbie OOCHOYHBIC MAaTCpHUaJbl OJIsI TCEKYIICTO KOHTPOJIA

Tema 1. Toprosbie mapku. bpenasl. YK-4.4, YK-4.5, YK-4.6, YK-5.1.




How have some brands become a pervasive part of our daily lives?

1

2 What is the power of brands based on?

3 Why are brands essential for businesses?

4 In what way do brands affect the economic growth?

5 What does the success of a brand depend on?

6 What is the difference between a «brand» and a «product»? Provide examples to
illustrate your answer.

7 What are the key elements that make a brand recognizable? (e.g., logo, slogan,

colors, mascot).

8 Why do consumers often choose well known brands over unbranded products?
Discuss 2—3 main reasons.

9 Can you name 3 global brands and describe their core brand promise (what they
promise to deliver to customers)?

10  Why is brand loyalty important for companies? How can a brand build and
maintain it?

TecToBo€e 3a/1aHUE:

Read the text and give the correct answer to the question according to the text.

Brands are far more than just logos or marketing tools they play a fundamental

role in modern business, economic development, and everyday human

experience. The primary reason brands are essential for businesses is that they
allow companies to differentiate themselves from their competitors. In a crowded
marketplace, a strong brand helps a business stand out by communicating its unique
value

proposition, personality, and promise to customers. Without a distinct brand,

companies’ risk being seen as interchangeable with others, which makes it harder
to attract and retain customers.

Beyond benefiting individual companies, brands play an essential role in driving
economic growth at local, national, and global levels. Successful brands contribute to
job creation as companies grow, they hire more employees, support suppliers, and

stimulate related industries. They also encourage innovation and investment, as
strong brands often reinvest profits into research, development, and expansion

Today, brands are deeply woven into the fabric of society. They have become an
integral part of our daily lives because they have the power to influence our behavior,
shape our culture, and drive economic growth. Brands affect our purchasing

decisions, lifestyle choices, and even social identity. They sponsor events,
influence fashion

trends, and appear in media and social networks. Many brands also take on

social roles, promoting values such as sustainability or inclusivity, further
embedding themselves in cultural conversations. As a result, brands go beyond
commerce — they help shape shared values and collective experiences.

Why are brands essential for businesses?



A) As they allow businesses to differentiate themselves from their competitors
B) They help cooperate with the competitors

C) They play a vital role in driving economic growth

D) They depend solely on their logo or marketing strategy

Why do brands play an essential role in driving economic growth?

A) Through ability to connect with people on a personal level

B) As they are a promise that companies make to their consumers

C) They contribute to the creation of jobs and the growth of local and global economies
D) They create an emotional connection with its customers

Why have brands become an integral part of our daily lives?

A) As they do not depend solely on their logo or marketing strategy

B) They have the power to influence our behavior, shape our culture, and drive economic
growth

C) They allow businesses to differentiate themselves from their competitors

D) They are interested in increasing their revenue and their market share

Tecmosoe 3aoanue:

Many people in Japan think Carlos Ghosn is a superstar. But Ghosn is not a rock star
or a football player, he is the CEO and President of two of the world's biggest car makers:
Renault and Nissan. He is also on the board of Alcoa, Sony and IBM. He is one of the
world's great business leaders.

He was born in Brazil, but his parents are Lebanese. He speaks five languages
fluently and he knows some Japanese, too. He travels all the time because he works in
Paris and in Tokyo. His schedule is very tight: he attends meetings, visits plants and
dealerships, and meets international customers. When he has time, he also goes to car
shows. Some people call him "7/11" because he often arrives at the office at 7 o'clock in
the morning and sometimes finishes at 11 p.m. He gets up
early every day and works over 70 hours a week.

But it is not all business for Ghosn. He does not work at weekends. He makes time
for his wife, Rita, and their four children. They spend time together and enjoy their
hobbies. They live in France, but his elder daughter, Caroline, studies at Stanford
University.

Decide whether these statements are true or false.
1 Many people think Ghosn is Japanese.

2 Ghosn speaks three foreign languages.

3 He lives in Europe.

4 He often travels between Europe and Asia.

5 He meets international customers at weekends.

6 He has four children.

Read and translate the text:
Although the terms brand and trademark are often used interchangeably, they
have distinct meanings.



A brand is a multifaceted concept — it’s the overall perception, image, and
emotional connection that consumers have with a company, product, or service. A
brand encompasses: the company’s name and logo; its visual identity (colors, fonts,
design); slogans and messaging; customer experience; reputation and values;
emotional associations (e.g., trust, luxury, innovation).

In essence, a brand exists in the minds of consumers. It’s built through
marketing, advertising, product quality, customer service, and public perception.

A trademark, on the other hand, is a legal tool. It’s a sign (word, phrase,
symbol, design, or combination) that is officially registered to identify and
distinguish goods or services of one company from those of others. Once registered,
a trademark grants the owner exclusive rights to use it and take legal action against
unauthorized use.

Trademarks can include: brand names; logos; slogans; sounds; colors or
shapes. The Value of Strong Brands

Strong brands are among the most valuable assets a company can own. They
provide several key advantages:

Customer loyalty. Recognizable brands build trust. Consumers are more likely
to repurchase and recommend products they know and trust.

Premium pricing. Brands with strong reputations can charge higher prices.
Customers are willing to pay more for perceived quality and status.

Competitive advantage. A well-established brand stands out in crowded
markets and can withstand competition more effectively. Marketing efficiency.
Established brands require less effort and investment to attract new customers. Their
recognition does much of the work. Expansion opportunities. Successful brands can
more easily launch new products or enter new markets, leveraging existing goodwill.
Employee attraction. Strong brands often attract top talent who want to be associated
with a reputable company.

Tema 2. Crpykrypa komnanuu. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

1.What forms of business organization do you know?

2.What is a sole proprietorship?

3.What is a partnership?

4.What is a limited partnership?

5.In what professional fields is the partnership useful?
6.What are the disadvantages of this form of business?
7.What is a corporation?

8.What are the advantages of a corporation?

9.What types of corporate restructuring are you familiar with?
10.What is a merger?

11.What is an acquisition?

12.Describe the notion of a takeover.

13.What is the difference between a hostile and a friendly merger?
14. Speak of the consolidation

Tecmosoe 3a0aHue:




Complete the sentences.

1. A sole proprietorship is an organizational form of .... .

a) more than one owner.

b) only one owner.

C) an institution operated by managers.

2. A partnership is a business form of .... .

a) more than one owner.

b) only one owner.

C) an institution operated by managers.

3. A corporation is a business form of .... .

a) more than one owner.

b) only one owner.

C) an institution operated by managers.

4. The advantage of a corporation is ... .

a) that the owner makes decisions without consulting anyone.
b) the ability to attract financial resources and talented managers.
¢) that the partners may disagree with each other.

5. The disadvantage of a partnership is ... .

a) that the owner makes decisions without consulting anyone.
b) the ability to attract financial resources and talented managers.
c) that the partners may disagree with each other.

Tecmosoe 3adanue:.

Meet Jeffrey Immelt

Jeffrey Immelt is Chairman and CEO of General Electric Co. GE is a 128-year-
old company in Connecticut, USA. It operates in more than 100 countries and employs
more than 320,000people worldwide.

Immelt is 51 and is a very rich man. He is married, and his wife's name is Andrea.
They have one daughter. Her name is Sarah, she is 20 years old. '‘My wife and my
daughter are great,' Immelt says. 'It's a pity we're not together more often.' He is away
on business more than 50% of his time, and he tries to meet customers about a week a
month. 'Life is never boring," he says. ‘No two days are the same.’

He usually gets up at 5.30 in the morning and works out for about an hour.
'Exercise is important, but my real hobby is golf,' he says. 'I'm not great at
golf, but I enjoy it. And | like to read, especially when I'm on the move.' He likes
biographies, business books and fiction, and reads about 50books a year. He also likes
1970s rock music.
Jeffrey Immelt
Age
Family
Job
Hobbies and interests

Task. Decide whether these statements are true or false.
1. Jeffrey Immelt is President of General Electric.



2. General Electric is a global company.
3. Immelt is married with two children.
4. All days are different for Immelt.

5. He is away more than half of the time.
6. He is not very good at golf.

7. Immelt is not interested in exercise.

8. All his books are about business

Read and translate the text:

A company structure (or organizational structure) is a system that outlines how
activities are directed within an organization to achieve its goals. It defines roles,
responsibilities, hierarchies, communication channels, and decision-making
processes.

An effective structure helps: clarify who reports to whom; define job roles and
responsibilities; streamline communication; improve coordination between
departments; support strategic goals; enhance accountability and efficiency.

Tema 3. Pexinama. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

What are the different ways companies use to increase sales?

Which of the ways is the most effective?

3.What are the most popular forms of advertising?

Why does every major company reserve a substantial portion of the budget for

television advertisements?

Explain what the viral marketing is.

What steps does the introduction of new products include?

7. Do you normally check your change, your bank statements and credit-card bills',
restaurant bills, your receipts when shopping?

8. Some people try not to pay the correct amount of tax. Is this a serious crime?

9. What is a profit margin?

10.What is investment?

11.What is annual turnover?

12.Newspapers are one example of an advertising medium. Can you think of others?

13.Give examples of clever slogans that you remember from advertising campaigns.

14.Do you agree with the statements that people remember advertisements, not
products?

15.Do you agree with the statements that advertising tells you a lot about the

culture of a particular society?

W e

o O

TeMbl 11t AUCKyccuu / 3cce (JIOKIIaa, COOOUICHUE):

1. «Bias in media: how different outlets shape our perception of reality»

2. Discuss how editorial stance, ownership, and algorithms can influence news
coverage. Compare how the same event is reported by different sources.

3. «Digital literacy: a must-have skill for the 21st century»

4. Define digital literacy and explain why it’s crucial for education, work, and
citizenship.

5. «The future of the information environment: Al, virtual reality, and beyond»




6. Imagine how emerging technologies might change how we access and interact with
information. Discuss potential benefits (personalised learning) and risks
(deepfakes, filter bubbles).

«TV vs Radio: which medium is more effective for news delivery?»

8. Compare the strengths of both media: TV’s visual impact and storytelling vs radio’s
accessibility and immediacy. Discuss which is better for different audiences and
situations (e.g., commuting, emergencies).

9. «The role of radio in the digital age: is it still relevant?»

10.Analyse whether radio remains useful despite streaming services and podcasts.
Consider its advantages (local news, traffic updates, talk shows) and how it adapts
to modern technology (online streaming, apps).

11.«How TV shapes public opinion and cultural values»

~

Tecmosoe 3aoanue:

Read the text and choose all correct statements (multiple answers possible). Mark
the letters of the options you consider true according to the text. Translate your answers.

The mass media play an important part in our lives. Newspapers, radio and
especially TV inform us of what is going on in this world and give us wonderful
possibilities for education and entertainment. They also influence the way we see the
world and shape our views. Of course, not all newspapers and TV programmes report the
events objectively, but serious journalists and TV reporters try to be fair and provide us
with reliable information.

It is true that the world today is full of dramatic events and most news seems to be
bad news. But people aren’t interested in ordinary events. That is why there are so many
programmes and articles about natural disasters, plane crashes, wars, murders and
robberies. Good news doesn’t usually make headlines. Bad news does.

Some people say that journalists are given too much freedom. They often intrude
on people’s private lives. They follow celebrities and print sensational stories about them
which are untrue or half-true. They take photos of them in their most intimate moments.
The question is — should this be allowed?

The main source of news for millions of people is television. People like TV news
because they can see everything with their own eyes. And that’s an important advantage.
Seeing, as we know, is believing. Besides, it’s much more difficult for politicians to lie in
front of the cameras than on the pages of newspapers.

Still, many people prefer the radio. It’s good to listen to in the car, or in the open
air, or when you do something about the house. Newspapers don’t react to events as
quickly as TV, but they usually provide us with extra detail, comment and background
information.

The Internet has recently become another important source of information. Its main
advantage is that news appears on the screen as soon as things happen in real life and you
don’t have to wait for news time on TV.

Question: Which of the following statements are true according to the text? Choose
all that apply.
A) Mass media only provide entertainment and do not influence people’s views.
b) Serious journalists strive to be fair and deliver reliable information.



B) People are generally more interested in extraordinary, dramatic events than in ordinary

ones.

I') Good news is more common in media than bad news.

J1) Journalists sometimes invade celebrities’ privacy by publishing sensational or untrue

stories.

E) Television is the main news source for millions of people.

’K) Radio is convenient to listen to while driving or doing household chores.

3) Newspapers react to current events faster than TV does.

M) The Internet allows access to news as soon as events happen.

K) It is easier for politicians to mislead the public through TV than through newspapers.
Correct answers: b, B, /I, E, XK, 1

Read and translate the text:

We don't imagine our lives without Internet. We can find all necessary information
there. We use popular services and sources every day. One of the most popular sources is
social nets. A social network is a very useful invention of the 21st century. Nowadays
millions of people use social networks. It is an Internet site that gives us a chance to
support various contacts, keep friendly relationships with classmates, acquaintances.
More functional social nets allow watching photos and video films, to listen to music and
so on. There is a possibility to enter different interesting groups. There exist social nets
connecting people according to a general interest, for example, computer games players
are combined into a social net.

People got used to surfing on the Internet because it is quick and very easy to
discover any wish. You don't need to think of suggestions and ideas. At least what you
need is to be able to type correctly. I think social networks help disabled and lonely people
very much. They can create an account and start communicating with other identical
partners. Most of social networks are used by people to meet friends with similar interests
and hobbies. Very often close - minded persons find each other on the Internet. Although
people live far away from one another any network can unite them. However why are
social networks so widespread and widely used? As we live in an era where technology
is at its peak and is in constant development, things like reading books on the internet,
shopping online and communication with contacts around the globe, which were
impossible a hundred years ago, are now part of everyday life. The most vital part of
today's world is speed — the speed of acquiring information.

Pa3zges 2. OCHOBBI MAPKETHHIA H KOPIOPATHBHOIO YIIPABJICHUA
Tema 4. llenbrun. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

1.How does inflation impact personal savings and budgeting?

2.What are some advanced budgeting techniques for managing irregular income?
3.How can financial literacy influence your budgeting and saving practices?
4.What are the psychological effects of budgeting and saving on individuals and
families?

5.How can automation tools help streamline the budgeting and saving process?



6.What are the benefits and risks of investing savings in stocks or bonds?

7.How can you adapt your budget to changing financial circumstances?

8.What are some cultural differences in budgeting and saving practices around the
world?

9.How can economic downturns affect personal savings strategies?

10.What is the role of financial advisors in helping individuals with budgeting and
saving?

Tecmoesoe 3adanue:
Complete the sentences with the most suitable words
1.After purchasing a new phone, my account was
A.prodigal
B.broke
C.bankrupt
D.in the red
2.The ring is absolutely I'It's not even made of real silver.
A.penniless
B.worthless
C.cheap
D.frugal
3.1 can't afford to go out this weekend. I'm completely
A.cheap
B.prodigal
C.broke
D.good value
4.The man tried to charge me $60 for a T-shirt! What a !
A.lump-sum
B.rip-off
C.installment
D.hill
5.The on my mortgage has risen in the past year.
A.interest rate
B.budget
C.income
D.expense
6.1 am currently to buy a new washing machine.
A.making a loss
B.investing
C.saving up
D.living off
7.1 decided to pay for the sofa in one rather than in installments.
A.bill
B.lump-sum
C.mortgage
D.income




8.Everyone at the golf club was quite , and | felt out of place.
A.good value

B.worthless

C.bankrupt

D.affluent

9.Bob's is just over $50,000 per year.

A.income

B.standard of living

C.broke

D.bankrupt

10.1 can't believe Larry was too to tip the waiter.
A.loaded

B.well-off

C.cheap

D.prodigal

Read and translate the text:

Money is one of the most important inventions in human history. It serves as a
universal tool that makes trade and economic activity possible on a large scale. Without

money, our modern economy simply could not exist.

At its core, money is a medium of exchange — an agreed-upon system that allows
people to trade goods and services without the need for direct barter. Before money
existed, people relied on bartering: for example, a farmer might exchange a sack of grain
for a pair of shoes. This system was inefficient because it required a «double coincidence

of wants» — both parties had to want what the other offered.

Money solves this problem by acting as a universally accepted intermediary.
Instead of trading goods directly, people sell their products or labour for money, and

then use that money to buy what they need.

Tema 5. Mapkerunr. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

Tembl ycTHOrO onpoca

1.

What do you like /dislike about shopping?

2. Why are beauty products easy to sell on TV?

3. How to become a successful sales person?

4. Negotiating successfully. What can help? (effective salesperson).
5. Which type of products are difficult to sell and why?

6.
7
8
9.
1

What are the shopping habits of the people you know?

. What do you think are the keys to success in online selling?
. What is the keys to good marketing?

What are the 'The four Ps' form the basis of the 'marketing mix'?

0.What is very important when you market to doctors?

Tecmosoe 3a0aHue:




One of the main crises facing companies today is that of loss of reputation. Damage to
reputation almost always has a snowball effect and entails damages to share
(1) as well as to public confidence. Some business people say that their company’s
reputation is their main (2). Consequently, it is necessary not only preserve
it, but also to (3) in it, because once you have lost some of it, not only is it
extremely difficult to regain it, but it also costs huge amounts of money. When

4) a crises, management must react as quickly as possible. Speed of
(5) is particularly crucial when human lives are in question. The next step is to enter in
a dialogue with all your (6), and to make sure that you maintain a steady

(7) of information. You have to explain to the public what went wrong, and

accept responsibility for any mistake that you made. If you are indeed responsible for

what happened, an admission of (8) is your only viable course of action.
Denying responsibility will inevitably damage your reputation in the long term, and
increase the chances of (9) action being taken against you.

1a)cost Db)fee c)bonus d)price

2 a) profit b) asset c) benefit d) value

3a)pay b)stake c)secure d)invest

4 a) dealing b) foreseeing c) handling d) prioritizing
5 a) response b) responding c) reaction d) reacting
6 a) stakeholders b) suppliers c) buyers d) consumers
7 a) conference b) flow c) release d) press

8 a) credibility b) illegality c) liability d) criminality
9a)legal Db)lawful c)court d) tribunal

Read and translate the text:

Marketing is a fundamental business function that connects a company with its
customers. At its core, marketing is about understanding customer needs and wants, and
then creating, communicating, and delivering value to meet those needs. It’s not just
about selling; it’s about building relationships and creating long-term customer loyalty.

Traditionally, marketing has been defined by the "4 Ps":

Product: This refers to the actual good or service a company offers. A
marketing manager must ensure the product meets customer demands, is of high quality,
and offers unique features or benefits. This includes aspects like design, features,
packaging, and services.

Price: This is the cost consumers pay for the product. Setting the right price
is crucial. It must be competitive, reflect the product's value, and be profitable for the
company. Pricing strategies can vary widely, from premium pricing to discount pricing.

Place (Distribution): This concerns how the product gets from the
manufacturer to the customer. It involves channels of distribution, logistics, and
accessibility. A marketing manager decides where the product should be sold — online,
in retail stores, through wholesalers, etc. — to reach the target audience effectively.

Promotion: This encompasses all the activities used to communicate the
product's benefits and persuade customers to buy it. This includes advertising, public
relations, sales promotions, and personal selling. The goal is to create awareness and
generate interest.



Tema 6. MexayHapoaHble KOHTPAKThI YcnemHble npoaaxu. YK-4.4,
YK-4.5, YK-4.6, YK-5.1.

1. What do you like /dislike about shopping?

2. Why are beauty products easy to sell on TV?

3. How to become a successful sales person?

4. Negotiating successfully. What can help? (effective salesperson).
5. Which type of products are difficult to sell and why?

6. What are the shopping habits of the people you know?

7. What do you think are the keys to success in online selling?

Tecmosoe 3adanue:

The Ford Motor Company entered the business world on July 16,1903 with only
$ 28,000 in cash. At that time it was a small company in a Detroit wagon factory with
10 people on the staff.

One year after the company started its operations (in 1904) the foreign expansion
programme began.

On August 17, 1904 a modest plant opened in the small town Walkersville,
Ontario, with the name of the Ford Motor Company of Canada, Ltd. The company had
hard times in its first years, young Henry Ford, as chief engineer and later as president,
directed a development and production programme. Some of Ford cars were
experimental and never reached the public. But some of their models were an immediate
success.

In 1942 the civilian car production stopped as the company was working for the
U.S. war industry. The huge wartime programme was producing “Liberator” bombers,
aircraft engines, jeeps, tanks and other types of war machinery.

Ford was the first international company. In 1914 it had assembly plants in
Canada, Europe, Australia, South America and Japan. The real opportunity to become a
global company came with the electronic revolution of the late 1980s. In 1987 Ford
launched a computer-based system that linked manufacturing and engineering groups in
Ford factories all over the world. Now Ford represents itself in 200 countries around the
world. It is the world’s second-largest industrial corporation and the second-largest
producer of cars and trucks.

Task. Read the following statements and say if they are true or false according to
the text.

1. The Ford Motor Company of Canada, Ltd started its foreign expansion programme in
1903.

2. The expansion programme of the Ford Motor Company included the organization of
a dealer network, assembly plants and manufacturing plants.

3. In the first years the company had a lot of good and bad times.

4. The foreign expansion of the company was rather slow.

5. The company’s civilian car production stopped in the first year of the 2nd World War.
6. During the 2nd World War the company was producing a huge range of war
machinery.



7. In 1914 the Ford Company had assembly plants on all the continents.

8. The real opportunity to become an international company came to Ford with the
electronic revolution.

9. Ford has a good reputation in a lot of businesses.

10. Ford was the first global company.

Tecmosoe 3adanue:

E-commerce

Many companies are beginning to use the Internet for commerce. The mass media
have been noting recently that e-commerce hasn’t met their financial expectations and
many Internet start-ups have gone bankrupt. In reality many businesses have set up
electronic commerce sites. Successful technology companies have been creating online
shopping sites for business-to-business and business-to-consumer transactions. The
examples of the companies that have successfully been using the Internet to sell their
products are Dell and Cisco. Dell is generating more than seven million dollars a day in
web sales, while Cisco exceeded one billion dollars in annual sales over the web in 1998.

In e-commerce small companies can compete with big companies. In fact the
Internet is very attractive to small companies for several reasons:

- it makes the size of a company irrelevant. Large and small companies have the same
access to customers and can create the same kind of Internet presence;

- it makes the location of a company irrelevant. Customers from anywhere can easily
use your company’s site;

- it increases feedback. If for example your company sells printing equipment you can
go to a printing discussion group and see what subjects are of interest to people, what
they are saying about you or your competitors’ products.

Read the following statements and say whether they are true or false.

1. Thanks to the Internet large and small companies have the same access to customers.
2. Dell is generating about 8 million dollars a day.

3. The location of a company is important if it sells through the Internet.

4. There is little feedback between the on-line company and its customers.

5. E-commerce is not only a marketing tool; it’s also a business channel.

6. The Internet is especially attractive to small companies.

Read and translate the text:

Successful sales are not just about pushing products or services —

they’re about building relationships, understanding customer needs, and delivering real
value. Whether you’re selling in person, online, or through a team, mastering the art o
f sales can significantly boost your business results.

What makes sales successful?

Successful sales go beyond closing a deal. They involve:
-identifying customer pain points;

-offering tailored solutions;



-building trust and long-term relationships;
-ensuring customer satisfaction and repeat business.

At the heart of every successful sale is a deep understanding that customers buy not jus
t a product, but a solution to a problem or a way to improve their lives.

Tembl Ut quckyccuu / dcce (MoK, COOOIEHUE):

Pa3nen 1. JkoHOMHMKA NpeANPUATHA U OPeHAUHT
Tema 1. Toprossie mapku. bpenanl. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

What is a trademark: definition, functions, and role in modern business?
From brand to trademark: the history of trademark development.
Trademark vs. trademark vs. brand: what's the difference?

How does a trademark influence consumer perception of product quality?
Consumer psychology: why do people choose certain brands?

O b ownN -

The manufacturer decides to undertake a large-scale rebranding to attract a
younger audience (18-30 years old), who are increasingly choosing imported
carbonated drinks and smoothies. Proposed changes: a new minimalist logo in dark
tones; packaging: an aluminum can with a modern design.

Advertising campaign featuring popular bloggers and musicians; eexpanded
flavor range (mango-passionfruit, lime-mint).

1. How justified is a radical rebranding for a national brand with a long history?
2. Can changes in packaging and positioning affect the perception of a product's
"nationality"?
3. What compromise rebranding option could satisfy both old and new
audiences?
Describe some of your favourite products. Why do you like them?
Prepare a short presentation about a product.
Describe a marketing campaign of some well-known companies.
How can you increase sales figures of a brand?

No ok

Tema 2. Ctpykrypa komnanun. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

There are different types and forms of companies. What types of companies do you
know, what kind of company would you like to work for, provide your arguments?
1.Sole proprietorship

2. Limited partnership

3. Corporation

4. Partnership

5. Advantages and disadvantages of the main forms of business organization

Tema 3. Pekinama. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

Advertising helps companies communicate their products and services. It attracts



the attention of potential buyers and generates interest in the product. Advertising
helps brands become recognizable, and consumers learn about special offers.
Effective advertising encourages action—for example, a purchase or a subscription.
Ultimately, it drives sales and business growth.

1 What is the most dominating type of media?

2 How can big corporations’ benefit from mass media?

3 Do you agree that mass media promotes quality and progress in our everyday life?
Why/not?

4 How to do a good website?

5 «Bias in media: how different outlets shape our perception of reality»

6 Discuss how editorial stance, ownership, and algorithms can influence news
coverage. Compare how the same event is reported by different sources.

7 «Digital literacy: a must-have skill for the 21st century»

8 Define digital literacy and explain why it’s crucial for education, work, and
citizenship.

9 «The future of the information environment: Al, virtual reality, and beyond»

10 Imagine how emerging technologies might change how we access and interact with
information. Discuss potential benefits (personalised learning) and risks (deepfakes,
filter bubbles).

11 «TV vs Radio: which medium is more effective for news delivery? »

12 Compare the strengths of both media: TV’s visual impact and storytelling vs radio’s
accessibility and immediacy. Discuss which is better for different audiences and
situations (e.g., commuting, emergencies).

13 The role of radio in the digital age: is it still relevant?

14 Analyse whether radio remains useful despite streaming services and podcasts.
Consider its advantages (local news, traffic updates, talk shows) and how it adapts
to modern technology (online streaming, apps).

15 How TV shapes public opinion and cultural values.

Pa3znen 2. OCHOBBI MAPKETHHTA H KOPNOPATUBHOIO YIIPABJIEHUSA
Tema 4. Jlennru. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

1. What is money? Functions and key characteristics of money in the modern econ

omy.

The evolution of money: from barter to cryptocurrencies.

How did precious metals (gold and silver) become a universal equivalent?

The emergence of paper money: historical prerequisites and consequences.

Why do some currencies become global (e.g., USD, EUR), while others remain

national?

Inflation: what it is, how it affects money’s purchasing power, and how to protect

savings.

Cash vs. non cash money: advantages and disadvantages of each form.

8. Mobile payments and contactless technologies: how they change consumer
habits.

9. The future of cash: will physical money disappear in the next 20 years?

gk wn
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10.Personal budgeting: how to track income and expenses effectively.



Tema 5. Mapkerunr YK-4.4, YK-4.5, YK-4.6, YK-5.1.

What comes to your mind when you hear the word 'marketing'?"
1. Why is marketing important for businesses?"
2. Can you name some famous brands and what makes them successful
3. What is the main purpose of marketing according to the text?
4. Name the traditional "4 Ps" of marketing and briefly explain each.
5. What additional elements are sometimes included in modern marketing,
beyond the 4 Ps?
What are the key responsibilities of a Marketing Manager?
7. What skills are essential for a successful Marketing Manager?
8. How has the digital landscape impacted the role of a Marketing Manager?

o

Tema 6. MexayHapoaHble KOHTPaKThI YcnemHbie npoaaxku. YK-4.4,

YK-4.5, YK-4.6, YK-5.1.

1

2
3

o

Analysis of a successful international contract: analysis of the structure, terms,
and sales tactics (using a specific company as an example).

2. Typical mistakes in international contracts leading to deal failures or losses.
3.The impact of global crises (pandemics, geopolitics) on international contracts
and sales strategies.

4.Modern challenges and technologies

5.Digital transformation of international contracts: smart contracts and
blockchain.

How can a company adapt its product and sales strategy for a new foreign market?
Give a real-world example of successful market adaptation.

How do cultural differences affect international negotiations and contract
signing? Provide two or three common cross-cultural mistakes and how to avoid
them.

8.What tools and practices help build long-term relationships with foreign buyers?

5.3. Tekyumiéi KOHTPOJbh YCIEBAEMOCTH TIO pa3aely IUCIUTLIAHBI

npeaycMaTpuBaeT 2 KOHTpoJibHble Touku (nanee — KT) B TeueHue nepuona
OCBOEHUS JTUCLUIUINHBI.

MakcumanbHOE KOJMYECTBO OayuioB 3a Jitobou Tum pabotr B pamkax KT

coctaBsieT 10 (mecsaTh) 6ayioB.

Pacnipenenenne BecoBbix koddduimentoB mo KT B pamkax Texymiero

KOHTPOJIA YCIICBACMOCTH 110 JUCIUIIJIMHC U (bOpMy.]'H)I pacucra:

Haunmenosanue MakcumansHoe Koapduuuent Beca | Pe3ynbrat KOHTpOIBHOM
KOHTPOJHHOMH KOJIMYECTBO OAJUIOB | KOHTPOJIbHOW TOUKM | TOYKH, yYaCTBYIOIINN B
paboThI 3a paboTy B paMKax ¢dbopMupoBaHUU

KT, xoTopoe Mmoxet UTOTOBOMW OalIbHOM
HaOpaThb CTYJCHT OLIEHKHU TIO AUCIUIINHE
(oTpakaeTcs B )KypHaje
BPC B C10)
KT1 10 0,1 10




KT 2 10 0,1 10
Hroro: X 0,2 20

dopmyiia pacuera pe3yapTaTa KOHTPOIbHON TOUKU!
Pe3ynbrat KOHTpOABHOM ToukK = KonmuecTBo 0auioB 3a padoTy B paMKax
KT x Koa¢duiment Beca KOHTPOJIbHON TOUKH.

5.4. ®opmbl TEKYIIETO KOHTPOJIS yCIIEBAEMOCTH 00YUaIOIIUXCs B paMKax
KT u TumnoBblie OlleHOYHbIE MAaTEPUAIIBIL:

KT -1.

Bompocs! Juig yCTHOT0O onpoca:

Paszpnen 1. JkoHOMEUKA NpeaNPUATHA U OpEeHIUHT
Tema 1. Toprosbie mapku. bpenasl. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

What is a trademark: definition, functions, and role in modern business?

From brand to trademark: the history of trademark development.

Trademark vs. trademark vs. brand: what's the difference?

How does a trademark influence consumer perception of product quality?

Consumer psychology: why do people choose certain brands?

Advertising campaign featuring popular bloggers and musicians; eexpanded

flavor range (mango-passionfruit, lime-mint).

How justified is a radical rebranding for a national brand with a long history?

8. What compromise rebranding option could satisfy both old and new
audiences?

9. Describe some of your favourite products. Why do you like them?

10. Prepare a short presentation about a product.

11. Describe a marketing campaign of some well-known companies.

12. How can you increase sales figures of a brand?

ook wnE
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13.What is the power of brands based on?

14.Why are brands essential for businesses?

15.1n what way do brands affect the economic growth?

16.What does the success of a brand depend on?

17.What is the difference between a «brand» and a «product»? Provide examples to
illustrate your answer.

18.What are the key elements that make a brand recognizable? (e.g., logo, slogan,
colors, mascot).

19.Why is brand loyalty important for companies? How can a brand build and
maintain it?

Tema 2. Ctpykrypa komnannu. YK-4.4, YK-4.5, YK-4.6, YK-5.1.



1.What forms of business organization do you know?

2.What is a sole proprietorship?

3.What is a partnership?

4.What is a limited partnership?

5.In what professional fields is the partnership useful?
6.What are the disadvantages of this form of business?
7.What is a corporation?

8.What are the advantages of a corporation?

9.What types of corporate restructuring are you familiar with?
10.What is a merger?

11.What is an acquisition?

12.Describe the notion of a takeover.

13.What is the difference between a hostile and a friendly merger?
14. Speak of the consolidation

Tema 3. Pexinama. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

What are the different ways companies use to increase sales?

Which of the ways is the most effective?

3.What are the most popular forms of advertising?

Why does every major company reserve a substantial portion of the budget for

television advertisements?

Explain what the viral marketing is.

What steps does the introduction of new products include?

7. Do you normally check your change, your bank statements and credit-card bills’,
restaurant bills, your receipts when shopping?

8. Some people try not to pay the correct amount of tax. Is this a serious crime?

9. What is a profit margin?

10.What is investment?

11.What is annual turnover?

12.Newspapers are one example of an advertising medium. Can you think of others?

13.Give examples of clever slogans that you remember from advertising campaigns.

14.Do you agree with the statements that people remember advertisements, not
products?

15.Do you agree with the statements that advertising tells you a lot about the

culture of a particular society?
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Kpumepuu oyenxu ons ycmnoeo onpoca

Juana3oH 6ajioB Ornucanue kpuTepus
100-90 OOyuaromuiics:
NOJHO W  apryMEHTHPOBAaHO  PACKPHIBACT  COACP)KAHWE  TEMBI
BBICKA3bIBAHUS;

nusjaracrt Martepual CBA3HO n CJIMTHO, C HCIIOJIB30BaHUEM
COOTBCTCTBYIOHINX JICKCUKO-TPAMMATUYICCKUX U (I)OHCTI/I‘-ICCKI/IX CpCACTB,
IMUCBMCHHOC BLICKA3bIBAHWEC HWMCECT BCTYIVICHHEC, OCHOBHYIKO 4YaCTb H




3aKITIOUeHHe, KaX/asi 4acTh U3 KOTOPBIX JIOTWYECKH OMNpaB/IaHa U UMEET
COOTBETCTBYIOIINN 00bEM;

nomyckaer 1-2 nekcHdeckue, TPaMMaTHYeCKUe WM CTUIMCTHYSCKUE
OIIMOKH, KOTOPBICHE BIUSIOT HA COJICPYKAHNE BRICKA3bIBAHUS;

00bEM BBICKa3bIBaHUsI IOJTHOCTHIO COOTBETCTBYET TPEOOBAHUSIM.

89-75

OOyJaromuiics:

JOCTaTOYHO TIOJIHO M apTyMEHTHPOBAHO PACKPHIBACT COACPIKAHUE TEMBI
BBICKa3bIBAHNS,

u3IaraeT = MaTepual  CBA3HO M CIUTHO, C  HCIOJB30BAaHUEM
COOTBETCTBYIOIIUX JICKCHKO-TPAMMATHYECKUX U (POHETUIECKUX CPEJICTB,
JIOTTyCKasi HeOOIbIIIME HETOUHOCTH, KOTOPHICHE BIHSIIOT HAa COJCPKAHUE
BBICKa3bIBaHUS, HE MEIIAIOT €0 MPABUILHOMY BOCIIPHSITHIO;

MUCEMEHHOE BBICKA3bIBAHHE HMEET BCTYIUICHHE, OCHOBHYIO YacTh U
3aKIIIOYCHHE, KaX/1as 9acTh M3 KOTOPBIX B IIEJIOM JIOTHUECKH OIpaB/iaHa
JIOTUYECKH OMpaB/iaHa M UMEETCOOTBETCTBYIOIINUN 00BEM;

JOMYyCKaeT 3-5 JIEeKCMYECKHX, IPaMMAaTHYECKHX WM CTHIMCTHYECKHX
OIINOOK;

00BEM BBICKA3bIBAaHHS B OCHOBHOM COOTBETCTBYET TPEOOBAHMSIM.

74-60

OOyuaromumiics:

HETIOJHO PacKphIBACT COJICPIKAHNE TEMbI BHICKA3bIBAHHS;

U3JIaracT MaTepuasl HEAOCTATOYHO CBSI3HO M IOCIEHOBATENIBHO, 3HAHUS
TEPMUHOJIOTUM HE JOCTATOYHBl JJIsI PAcKpbITUS TEMbl, a TaKxke
o0y4aeMOMy HE  XBaraeT  JICKCHYECKHX, TIPAMMATHYECKHX U
CTWJIMCTUYECKUX  CPEACTB Al OCYILECTBIEHHMS  IOJIHOLIEHHOIO
BBICKa3bIBAaHUS;

IMCbMEHHOE BBICKa3bIBAHUE MMEET BCTYIUICHHE, OCHOBHYIO 4YacTb U
3aKJIIOYEHHE, OJHAKO OJIHA W3 YacTed CIMIIKOM KpaTKasy/[UIMHHAs, He
CBsI3aHa C OCTaJIbHBIMHU YaCTSIMU,HE COOTBETCTBYET CBOEMY HA3HAYECHHUIO;
JoIycKaer 6onee 6-9 nekcnyecknx, TpaMMaTHIeCKUX HTH (DOHETHIECKIX
OIIMOOK;

00beM BBICKA3bIBaHHsS HE COOTBETCTBYET TPEeOOBaHMUSAM (IPEBBIIIAET
YCTaHOBJICHHBIOOBEM MIIH, HA00OPOT, UMEET MEHBIIUN 00BEM).

59-0

OOyuaromuiics:

HE PACKPBIBACT COACPIKAHUEC TCMbI BBICKA3bIBAHU

H3J1Iara€T Marepuajl HCECBA3HO 1 HCIIOCJICI0BATCIBHO, HEC BJIaaAcCT
COOTBeTCTBYIOHIeﬁ TepMI/IHOJ]OFPIeﬁ, a TaKXKX€ A0CTAaTOYHBIMH JICKCUYCCKUMH,
rpaMMaTUid4C€CKUMN U CTWIMCTUYECKUMU CPEACTBAMHU JIsI OCYHICCTBIICHUSA
BbICKA3bIBAHUA,

HE NPUJIEPKUBACTCS CTPYKTYPhI MIMCbMEHHOT'O BHICKA3bIBAHUS;

nomyckaet 0osee 10 nekcu4ecKux, rpaMMaTHYeCKUX MITH CTHIIMCTHYECKUX
OIINOOK;

00beM BBICKA3bIBAHUSI HE COOTBETCTBYET TpPEOOBAaHUSAM (IPEBBHIILIAET
YCTaHOBJIEHHBINOOBEM MIJIH, HA000POT, UMEET MEHBUINHI 00BEM).

Tembl TUCKYCCcUi, Acce (TOKIaa, COOONIEHUE):

Pa3zpnen 1. JkoHOMUKA NpeANPUATHA U OPEHIUHT

Tema 1. Toprossie mapku. bpenabl. YK-4.4, YK-4.5, YK-4.6, YK-

5.1.




1. What is the difference between a trademark and a brand? Provide examples to
illustrate both concepts.

2. Why do companies invest so much in building strong brands? Discuss economic
and psychological reasons.

3. What are the key elements that make a brand recognizable? (e.g., logo, slogan,
colors, mascot).

4. How does brand awareness affect consumer behavior? Give real-world
examples.

5. Can a product succeed without a strong brand? Argue for and against.

The manufacturer decides to undertake a large-scale rebranding to attract a
younger audience (18-30 years old), who are increasingly choosing imported
carbonated drinks and smoothies. Proposed changes: a new minimalist logo in dark
tones; packaging: an aluminum can with a modern design.

Advertising campaign featuring popular bloggers and musicians; eexpanded
flavor range (mango-passionfruit, lime-mint).

1. How justified is a radical rebranding for a national brand with a long history?
2. Can changes in packaging and positioning affect the perception of a product's
"nationality"?
3. What compromise rebranding option could satisfy both old and new
audiences?
Describe some of your favourite products. Why do you like them?
Prepare a short presentation about a product.
Describe a marketing campaign of some well-known companies.
How can you increase sales figures of a brand?

No ok

Tema 2. Ctpykrypa komnanun. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

There are different types and forms of companies. What types of companies do you
know, what kind of company would you like to work for, provide your arguments?
1.Sole proprietorship

2. Limited partnership

3. Corporation

4. Partnership

5. Advantages and disadvantages of the main forms of business organization

Tema 3. Pekinama. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

Advertising helps companies communicate their products and services. It attracts
the attention of potential buyers and generates interest in the product. Advertising
helps brands become recognizable, and consumers learn about special offers.
Effective advertising encourages action—for example, a purchase or a subscription.
Ultimately, it drives sales and business growth.

1. What is the most dominating type of media?

2. How can big corporations’ benefit from mass media?



3. Do you agree that mass media promotes quality and progress in our everyday life?

Why/not?

How to do a good website?

«Bias in media: how different outlets shape our perception of reality»

Discuss how editorial stance, ownership, and algorithms can influence news

coverage. Compare how the same event is reported by different sources.

7. «Digital literacy: a must-have skill for the 21st century»

8. Define digital literacy and explain why it’s crucial for education, work, and
citizenship.

9. «The future of the information environment: Al, virtual reality, and beyond»

10.1magine how emerging technologies might change how we access and interact with
information. Discuss potential benefits (personalised learning) and risks (deepfakes,
filter bubbles).

11.«TV vs Radio: which medium is more effective for news delivery? »

12.Compare the strengths of both media: TV’s visual impact and storytelling vs radio’s
accessibility and immediacy. Discuss which is better for different audiences and
situations (e.g., commuting, emergencies).

13.The role of radio in the digital age: is it still relevant?

14.Analyse whether radio remains useful despite streaming services and podcasts.
Consider its advantages (local news, traffic updates, talk shows) and how it adapts
to modern technology (online streaming, apps).

15.How TV shapes public opinion and cultural values.

o 0k

Kpumepuu oyenxu ona P3 — pa3znoypoenesvlx 3a0aHuti (CumyayuoHHOe
3a0aunue), acce (00K1a0, coobujeHue, OUCKYCcus):

Jnana3son 0a/110B Onucanne kpurepust

100-90 OO0yyarommiics:
-croco0eH BeCTH OeceTy TM0 MPEIOKEHHOM TeMaTHKE (IMAIOTHYECKOe U
MOHOJIOTUYECKOE BBICKa3bIBAHMS) B HOPMAIBHOM TEMIIE;

- IEMOHCTPUPYET IIUPOKUI CIOBapHbI 3amnac, 3 (PpeKTUBHBIN BHIOOD
U WCIONIb30BaHUE CJOBa / HMIMOMBI, BiajaeHue (opmoil cioBa,
COOTBETCTBYIOIIUN PETUCTP; UCHOIb3YET CIOKHbIE TPaMMaTHUECKHE
KOHCTPYKIIMH;

-3¢ PEKTUBHO B3aUMOJIEHCTBYET C IK3aMEHATOPOM H/HJIM TApTHEPOM;
-J1aeT TOYHBIE MCUEPIIBIBAIOIINE OTBETHI HA BCE BOIIPOCHI;

-YMEJO0 CHPaBISETCS C HETPEACKa3yeMbIMU CUTYalLUsMU;

- IPOSIBJISIET MHUIIMATHBY; OOOCHOBBIBAET CBOIO MBICITB;

- OCYILECTBIISIET CBA3HBIE MOHOJIOTMYECKHE BHICKA3bIBAHUS;

- pacKphIBaeT TeMy MOJHOCTBIO U HaJUIeKaIUM 00pa3oM, IMPUBOJIUT
MIpUMeEpHI U (HaKThI;

-mo0oe KosnebaHue B peur CBA3aHO C COJEpKAHUEM, a HE C TIOUCKOM
CJIOB WJIM TPaMMAaTHKH.

89-75 Oobyuaromuics:

- CIOCOOEH BECTH Oecey IMo MPeIyIOKEHHON TEMATHKE (IHaJornyecKoe
W/IT1 MOHOJIOTHYECKOE BBICKA3bIBAHKE) B HOPMAIIBHOM TEMIIE;

- WMeeT JOCTAaTOYHBIM JWama3oH CJIOBApHOTO 3araca, JiejaeT
HEeCYIIIECTBEHHBIE OMUOKHA B BbIOOpE (DOPMBI CIIOBA/UIUOMBI, UMEET
HE3HAYUTEIIbHBIC TMPOOJEMBI B BBIOOpPE CIIOXKHBIX KOHCTPYKITHH,
JIeJIaeT HECKOJIbKO OIMMOOK B BEIOOpE BPEMEHH, YUCIIA, TIOPSIKA CIIOB




/  yHKIMM, apTUKIEH, MECTOMMEHHH, TMpeIoroB, JOIMYyCKaeT
HEOOJIBIIIOE KOJMYECTBO OIMHMOOK B opdorpaduu, MTyHKTyaluH,
KaIuTaln3aum;

-B OCHOBHOM BBICKa3bIBAHHE OTBEYACT 33/IaHHUIO;

-o0yvarolmiicss MOHMMAaeT »SK3aMeHaropa M TapTHepa M JaeT
MIPAaBUJIbHBIE OTBETHI Ha OOJIBITMHCTBO BOIIPOCOB;

-B LIEJIOM YMEET CHPAaBIIATHCA C HEMIPEICKA3yeMbIMH CUTYaIUSIMH;

- JaeT PacIpOCTPAHCHHBIC OTBETHI U TPOSIBIISICT HHUIINATHBY;

- IPOSIBIISIET MUHUMAJIbHbIE KOJICOaHHs B PEUH.

74-60

OO0yuarormuiics:

-IIOHUMAET 3K3aMeHaTOpa U MapTHepa U JIaeT MPaBUIbHBIC OTBETHI;
-BBIITOJIHSICT MPOCTHIC 3a/1a4M, HO UCIBITHIBACT 3aTPYIHEHUS ¢ OoJiee
CIIO)KHBIMU  3a7]auaMH, HEJOCTaTOYHO IMUPOKO Pa3BUBACT CBOIO
MBICIIb;

-MIOKa3bIBACT OTPAHUYCHHBIM MANa30H CIOBApHOTO 3araca, Jeiact
4acThIe OIMOKH B BBIOOpE (POPMBI CIIOBA / MNOMBI, UCIIOJIb30BAHHH,
3HAUEHUSIX, IMEET CEPhE3HBIC MPOOJIEMBI C MPOCTHIMH / CIIOKHBIMH
KOHCTPYKIIUSIMH,

-IPOSIBJISICT ~ YacThle  KOJICOAHWs, MPOW3HOIICHUE 3aTPyAHSET
oO111eHHE;

- TEMIT PeUM 3aMEJIJICH.

59-0

OO0yyaromuiics:

-HE CIIOCOOCH BBICKA3hIBATHCS B YCTHOH (hopme;

- HE MOXKET PacKpPhITh COAEPKaHUE 3a/1aHNUs1, HE TIOHUMAET COOSCEeTHHKA,
- IMEET OrPaHUYCHHBIN TUaa30H CII0BAPHOTO 3aI1aca, JeJIaeT YacThie
omuOK:H B BbIOOpe (OpMBI CilOBa / HMIAMOMBI, HCIIOJIb30BaHUH,
MPAKTUYCCKH HE T[IOKA3bIBACT 3HAHWUS TIPAaBUI  IOCTPOCHHS
MPEJIOKEHUM.

1 . Choose the correct answer:

1 Selim believed he deserved a

, S0 he just asked his boss for one.

a)target  b) progress c) promotion

2 It is useful to set your own goals and to think about the skills you need to
them.

a) reach b) make C) master

In many countries, there are very few career for people

without formal qualifications.

a) plans

b) breaks

C) opportunities

It is very inconvenient to have to work when you have
young children.
a) flexitime b) overtime c) time off

Anika attends lots of professional development seminars because she wants to
a career move.

a) take

b) make

C) earn




If you want to get in your career, you have to have clear
short- and long-term goals.
a)ahead  Db) progress c) the sack

‘Bright Sparks” is an agency that helps school leavers
on a career plan.
a) offer b) decide c) take
It is not enough just to your best; you need to have ambitions
as well.
a) make b) work c) do

Sales representatives often earn a in addition to their
salary when they achieve their targets.
a) money Db)living  c) bonus

Multinationals often their employees excellent
career opportunities if they are willing to travel.
a) offer b) make C) take

Kpumepuu oyenxu ons mecmoguix 3a0anuii:

Jlnamna3oH 6ajiioB Onucanue KpuTepus
100-90 «otnuHo» - 90-100% npaBHIBHBIX OTBETOB;
89-75 «xopomuio» - 75-89% npaBUIBHBIX OTBETOB;
74-60 «yZAOBJIETBOPUTENILHOY - 60-74% MpaBUIBHBIX OTBETOB;
59-0 «HEYJIOBJIETBOPUTEIBHO» - 59-35% 1 MeHbIIIe MPaBUIIbHBIX OTBETOB.
KT - 2.

Bonpocs! Juist YCTHOTO Ornpoca:

Pa3znes 2. OCHOBBI MAPKETHHIA H KOPIIOPATHBHOI'O YIIPABJICHUA
Tema 4. lenbru. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

1.How does inflation impact personal savings and budgeting?

2.What are some advanced budgeting techniques for managing irregular income?
3.How can financial literacy influence your budgeting and saving practices?
4.What are the psychological effects of budgeting and saving on individuals and
families?

5.How can automation tools help streamline the budgeting and saving process?
6.What are the benefits and risks of investing savings in stocks or bonds?

7.How can you adapt your budget to changing financial circumstances?

8.What are some cultural differences in budgeting and saving practices around the
world?



9.How can economic downturns affect personal savings strategies?
10.What is the role of financial advisors in helping individuals with budgeting and

saving?

Tema 5. Mapkerunr. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

What is

'—‘“390.\‘.@.0":“.00!\3!‘

What do you like /dislike about shopping?

Why are beauty products easy to sell on TV?

How to become a successful sales person?

Negotiating successfully. What can help? (effective salesperson).
Which type of products are difficult to sell and why?

What are the shopping habits of the people you know?

What do you think are the keys to success in online selling?

the keys to good marketing?

. What are the 'The four Ps' form the basis of the 'marketing mix'?
O What is very important when you market to doctors?

Tema 6. MexayHapoaHble KOHTPaKThI YcnemHbie npoaaxku. YK-4.4,
YK-4.5, YK-4.6, YK-5.1.

1. What do you like /dislike about shopping?

2. Why are beauty products easy to sell on TV?

3. How to become a successful sales person?

4. Negotiating successfully. What can help? (effective salesperson).

5. Which type of products are difficult to sell and why?

6. What are the shopping habits of the people you know?

7. What do you think are the keys to success in online selling?
Kpumepuu oyenxu ons ycmnoeo onpoca:

Juanazon 6amwioB

Onucanue kputepus

100-90

OOyuaromuiics:

MOJHO W apryMEHTHPOBAHO  PACKPHIBAET  CONEPKAHUE  TEMBI
BBICKA3bIBAHUS,

u3araeT  MaTepuanl  CBSA3HO M CIUTHO, C  HCIOJb30BaHHUEM
COOTBETCTBYIOIIUX JICKCHKO-TPAMMATHICCKUX H POHETUIESCKHIX CPEJICTB;
MUCEMEHHOE BBICKA3bIBAaHHE HMEET BCTYIUICEHHE, OCHOBHYIO YacTh U
3aKITFOUCHHe, KaX/Iasi 9acTh U3 KOTOPHIX JIOTMYECKH ONpaB/aHa U UMeEeT
COOTBETCTBYIOIINI 00bEM;

nornyckaer 1-2 JeKcHYecKkre, TpaMMaTHYeCKUe WM CTHIMCTHYCCKUC
OITMOKH, KOTOPBICHE BIUSIOT HA COIEPKAHKE BHICKA3bIBAHMUS;

00bEM BBICKa3bIBaHUSI TOJTHOCTHIO COOTBETCTBYET TPEOOBAHHSIM.

89-75

OO0yuaromuiics:

JIOCTATOYHO TIOJIHO M apryMEHTHPOBAHO PACKPBIBACT COACPKAHUE TEMBI
BBICKa3bIBaHUS,

u3jaraeT ~ Marepual  CBS3HO M CIHMTHO, C  KCIIOJb30BaHHEM
COOTBETCTBYIOIIMX JICKCUKO-TPAMMATHUCCKUX U (DOHETUYECKUX CPEJICTB,
JIOTyCKasi HeOOJIbIIME HETOYHOCTH, KOTOPBICHE BIHSIOT Ha COJEPKAHHE
BBICKa3bIBaHUS, HE MEIIIAIOT €r0 PaBUIbHOMY BOCIIPHUSITHIO;




MUCEMEHHOE BBICKA3bIBAHHE HMEET BCTYIUICGHHE, OCHOBHYIO YacTh U
3aKJIFOUCHHE, KaXIas 9acTh U3 KOTOPBIX B IEJIOM JIOTUYECKH OIpaBIaHa
JIOTUYECKH OMpaB/iaHa M UMEETCOOTBETCTBYIOIIUN 00BEM;

JIONycKaeT 3-5 JIeKCHMYECKHMX, IpaMMATHYECKHX WM CTHIMCTHUYCCKHX
OIIMOOK;

00bEM BBICKa3bIBaHHUSI B OCHOBHOM COOTBETCTBYET TPEOOBAHHSIM.

74-60 OOyuaromuiics:

HETIOJTHO PacKpbIBAET COJEPIKaHNE TEMbI BBICKA3bIBAHMUS;

U3JIaraeT MaTepuas HEAOCTATOYHO CBSI3HO M IOCIEIOBATENIBHO, 3HAHUS
TEPMHUHOJIOTUM HE JOCTATOYHBI JJIsI PACKpbITHUS TEMbI, a TakKkKe
o0yyaeMOMy HE  XBaraeT  JICKCHYECKHX, TIPAMMaTHYECKHUX U
CTWJIMCTHYECKHX  CPEACTB  JUIS  OCYILIECTBIECHHUS  IOJIHOLIEHHOTO
BBICKA3bIBAHUS;

MUCbMEHHOE BBICKAa3bIBAHHE HMEET BCTYIUIEHHE, OCHOBHYIO 4YacThb U
3aKJIIOYEHHE, OJIHAKO OJIHA M3 YacTed CIMIIKOM KpaTKas/ UIMHHAs, He
CBSI3aHA C OCTAILHBIMH YaCTSIMH,HE COOTBETCTBYET CBOEMY Ha3HAUCHUIO;
JoIycKaer 6onee 6-9 nekcnyeckux, TpaMMaTHIeCKUX WA (POHETHYECKIX
OIIIHOOK;

00bEM BBICKA3bIBaHMsS HE COOTBETCTBYET TPeOOBaHUSAM (IPEBBIIIAET
YCTaHOBJICHHBIHOObEM WJIM, HA0OOPOT, HMEET MEHBIIINN 00BEM).

59-0 OOyuaromuiics:

HE paCKpbIBACT COACPKAHUE TEMbI BbICKAa3bIBaAHHA,

nu3jara€t Marcepuajll HECBA3HO U  HEIOCICOOBATCIBHO, HC BJIIagcCT
COOTBCTCTBYIOHlCﬁ TepMI/IHOJ]OFI/IeI\/'I, a TaKXK€ A0CTAaTOYHBIMHU JICKCUYCCKUMHU,
rpaMMaTUid4C€CKUMM U CTWINCTUYCCKUMU CPEACTBAMHU JIsI OCYHICCTBIICHUSA
BBICKA3bIBaAHUA,

HE NPUJIEPKUBACTCS CTPYKTYPbI IMCbMEHHOT'O BHICKA3bIBAHUS;

nomyckaet 6osee 10 nekcu4ecKux, rpaMMaTHYeCKUX MM CTHIIMCTHYECKUX
OIINOOK;

00beM BBICKA3bIBAaHUSI HE COOTBETCTBYET TpEOOBAaHUSAM (IPEBBHIILIAET
YCTaHOBJIEHHBIIOOBEM MJIH, HA000POT, UMEET MEHBUINI 00BEM).

Tembl g ucKyccuu / dcce (ToKIIaa, COOOIEHHE):

gk~ wn
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Pa3znes 2. OCHOBBI MAPKETHHIA H KOPIIOPATHBHOI'O YIIPABJICHUA

Tema 4. Jlenbru. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

What is money? Functions and key characteristics of money in the modern econ
omy.

The evolution of money: from barter to cryptocurrencies.

How did precious metals (gold and silver) become a universal equivalent?

The emergence of paper money: historical prerequisites and consequences.

Why do some currencies become global (e.g., USD, EUR), while others remain
national?

Inflation: what it is, how it affects money’s purchasing power, and how to protect
savings.

Cash vs. non cash money: advantages and disadvantages of each form.

Mobile payments and contactless technologies: how they change consumer
habits.

The future of cash: will physical money disappear in the next 20 years?

10.Personal budgeting: how to track income and expenses effectively.
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Tema 5. Mapkerunr YK-4.4, YK-4.5, YK-4.6, YK-5.1.

What comes to your mind when you hear the word 'marketing'?"

Why is marketing important for businesses?"

Can you name some famous brands and what makes them successful

What is the main purpose of marketing according to the text?

Name the traditional "4 Ps" of marketing and briefly explain each.

What additional elements are sometimes included in modern marketing, beyond
the 4 Ps?

What are the key responsibilities of a Marketing Manager?

What skills are essential for a successful Marketing Manager?

How has the digital landscape impacted the role of a Marketing Manager?

Tema 6. MexayHapoaHble KOHTPaKThI YcnemHbie npoaaxku. YK-4.4,

YK-4.5, YK-4.6, YK-5.1.

1.

2.
3.

o b

Analysis of a successful international contract: analysis of the structure, terms,
and sales tactics (using a specific company as an example).

2. Typical mistakes in international contracts leading to deal failures or losses.
3.The impact of global crises (pandemics, geopolitics) on international contracts
and sales strategies.

4.Modern challenges and technologies

5.Digital transformation of international contracts: smart contracts and
blockchain.

How can a company adapt its product and sales strategy for a new foreign market?
Give a real-world example of successful market adaptation.

How do cultural differences affect international negotiations and contract
signing? Provide two or three common cross-cultural mistakes and how to avoid
them.

What tools and practices help build long-term relationships with foreign buyers?
Describe two relationship-management strategies.

Kpumepuu oyenxu ona P3 — paznoypoeuesvlx 3a0aHuti (CumyayuoHHOe

3a0anue), acce (00K1a0, coobujeHue, OUCKYCCus):

Jnana3on 0a/110B Omucanne kpurepus

100-90 OOyyJaronmiics:
-criocoOeH BecTr Oecey Mo MPeIOKEHHON TEMATHKE (UAIOTHYECKOe 1
MOHOJIOTHYECKOC BBICKaBBIBaHI/ISI) B HOPMAJIbHOM TEMIIE,

- IGMOHCTPHPYET IUPOKUI CIIOBAPHBIH 3amac, 3G HEeKTUBHBIN BHIOOP
W WCIOJB30BaHWE CJIOBAa / WIAWOMBI, BlageHue (opmoil cioBa,
COOTBETCTBYIOIIUI PETUCTP; UCIIOIB3YET CIOKHBIE TPAMMATHUECKUE
KOHCTPYKLIHH;

-3¢peKTUBHO B3aMMOICHCTBYET C IK3aMEHATOPOM H/HJIH MapTHEPOM;
-1a€T TOYHBIC HCUCPIIBIBAIOIIUE OTBETHI HA BCC BOIIPOCHI;

-YMEJIO CIPABIISIETCS C HEMIPEICKA3yeMbIMH CUTYAIUSIMH;

- IPOABJIACT MHULIUATHUBY, 000CHOBBIBAET CBOIO MBICJIb,

- OCYIIIECTBJISICT CBSI3HBIC MOHOJIOTHUECKUE BHICKA3BIBAHHUS;

- PacCKpbIBAET TEMY IMOJHOCTHIO M HAJICKAIINM 00pa3oM, MPUBOIUT




pUMeEpHI U (HaKThI,
-mo0oe KoebaHue B peur CBA3aHO C COJCPIKaHUEM, a HE C MTOUCKOM
CJIOB MJIM TPAMMATHKH.

89-75

OOyuaromuiics:

- croco0eH BecTH Oecemy Mo MPeUIOKEHHOW TeMaTHKE (JTUaIoTUIeCcKoe
W/ MOHOJIOTHYECKOE BBICKa3bIBaHHE) B HOPMAJIBHOM TEMIIC;

- HWMEeT JOCTaTOYHbIM JHMala3oH CIIOBAapHOTO 3amaca, JeJIaeT
HECYIIECTBEHHBIC OIMMUOKH B BHIOOpE (POPMBI CIOBA/UIUOMBI, UMEET
HE3HAYUTENIbHBIE MPOOJIEMBI B BBIOOPE CIOXKHBIX KOHCTPYKIIUH,
JieJlaeT HECKOJIbKO OMIMOOK B BEIOOPE BPEMEHH, YUCIIA, MIOPSIKA CIIOB
/  QYHKOWH, apTUKIEH, MECTOMMEHHWH, MpPeaoroB, JOMyCKaeT
HEOOJIBIIIOE KOJIMYECTBO OIMOOK B opdorpaduu, MTyHKTyaluH,
KaluTaaIn3aiuy;

-B OCHOBHOM BBICKa3bIBAHHE OTBEYACT 33/IaHHUIO;

-o0yvarolmiicss MOHMMaeT »SK3aMeHaropa M TapTHepa M JaeT
MIPAaBUJIbHBIE OTBETHI Ha OOJILIITMHCTBO BOTIPOCOB;

-B IIEJIOM YMEET CIPABJISITHCS C HEIIPEICKa3yeMbIMU CHTYAIUSIMU;

- JaeT PacIpOCTPAHCHHBIC OTBETHI U TMPOSIBIISICT HHUIIUATHBY;

- MPOSIBJISICT MUHUMAJIbHBIE KOJICOAHVSI B PEYH.

74-60

OO0yyarommiics:

-IIOHUMAET 3K3aMeHaTOpa U MapTHepa U JIaeT MPaBUIbHBIC OTBETHI;
-BBITIOJIHSIET MPOCTHIC 3a/1a4H, HO UCIBITBIBACT 3aTPYAHCHUs ¢ Ooliee
CIIO)KHBIMH  337]a4aMH, HEJOCTaTOYHO IMUPOKO Pa3BUBACT CBOIO
MBICIIb;

-TMIOKa3bIBACT OTPAHUYCHHBIM JTMANa30H CIOBAPHOTO 3araca, JeiacT
4acThIe OITMOKH B BEIOOpE (POPMBI CIIOBA / MIMOMBI, UCIIOJIb30BAHHH,
3HAUCHUAX, UIMEET CEPhE3HBIC MPOOJIIEMBI C MPOCTHIMU / CIIOKHBIMHU
KOHCTPYKIIUSIMH,

-IPOSIBJISICT ~ YacThle  KOJICOAHWsS, MPOW3HOIICHUE 3aTPyJHSET
oO111eHHE;

- TEMIT PeuM 3aMeJIJICH.

59-0

OO0yyarommiics:

-HE CMOCOOEH BBICKA3hIBATHCS B YCTHOH (hopme;

- HE MOXKET PAcKpPhITh COAEPKaHUE 3a/1aHNs1, HE TIOHUMAeT COOSCEeTHIKA,
- IMEET OTPaHUYCHHBIN TUaNa30H CI0BAPHOTO 3aIiaca, JeJIaeT YacThie
ommOKH B BBIOOpe (OpMBI CIOBa / WAMOMBI, HCIOIH30BAHHH,
MPAKTUYECKH HE T[IOKA3bIBACT 3HAHUSA TPABUI  MOCTPOCHHUS
MPEJIOKEHUH.

Tecmosbie 3a0anust

1 . Choose the six correct words from the box to complete the sentences:

2 warehouse / bulk / delivery / dispatch / discount / enquire / payment / refund /
return / bargain / stock / sale

1 At that price, the car you bought was a real :

You cannot get a

iIf you do not send back the goods in

their original packaging.
3 As we are always having storage problems, | think we should build a new

If there is a problem with any of the goods you receive, please




11

12

13

14

them within three days.
5 Our policy isto goods within 72 hours of receiving an order.
6 We offer a 5% on orders over $500.

3 Supply the missing word in each definition.

After-service is the help people get from the shop where they have bought a
product.

The__street is the street of a town where many shops and businesses are.

A -off period is the time when you can change your mind and cancel an
order.

10 A money back Is a promise by the seller to give you your

money back if you are not satisfied with the goods you bought.

Your credit card are the name, number and expiry date on
your credit card.

If youabout, you go to different places to compare prices and quality before you
buy something.

If the goods you want are out of , it means that they are

not available.

If a shop gives you interest-free , it means that you can pay
for the goods after you have bought them, at no extra cost.

15 A IS a person or company that sells goods to people in shops.

Kpumepuu oyenku o1 mecmogulx 3a0anuii.

Jlnamna3oH 6ayioB Omnucanue KpuTepus
100-90 90-100% npaBUIBHBIX OTBETOB,;
89-75 75-89% mpaBUIIbHBIX OTBETOB;
74-60 60-74% npaBUIbHBIX OTBETOB;
59-0 59-35% u MeHbl1Ie IPABUIBHBIX OTBETOB.




5.5. Ilpu BBINIOJIHEHUH 3a/IaHUI OOYYAIOIIMMCS pa3peiaeTcs UCIOb30BaTh
CJIeIYIOIIME TOTIOJHUTEIbHBIE MATEPUAIIBI U 000PYI0BAHUE — B 3aBUCUMOCTH OT
THUIIA 3aJaHUs:

1. Tlucemenubie pabOTBI (COYMHEHHS, 3CCE, NEPEBOJIBI, 3aMOTHCHHUE
MPOITYCKOB): JABYSA3BIYHBIA clOBapb (OyMakKHBIA WM AJIEKTPOHHBIN) — IS
YTOYHEHHS 3HAYEHUH HE3HAKOMBIX CJOB MW MoAOOpa SKBHUBAJICHTOB;
Te3aypyc/CoBaph CHHOHUMOB (10 HEOOXOIWMOCTH) — I OOOTamieHus
JICKCUKU U U30€raHus MOBTOPOB.

2. 3agaHus Ha 4YTEHHE M AHAJIM3 TEKCTAa: AJIEKTPOHHBINA CIIOBAph WM
NPWIOKEHUE-TIepeBOAUMK (pu  paboTe ¢ IHUPPOBBIM TEKCTOM) — IS
MTHOBEHHOIO TMOWCKa 3HadYeHui. lcnonb3oBaHWE OHIIAWH-TIEPEBOIYUKOB
MOJIHOCTBHIO UJTM TTOCTPOYHO MPH BBIMOJHEHUU MUCbMEHHBIX TBOPYECKUX PAOOT
(acce, couMHEHUs) HE pa3pelaeTcss — JOMYCKAaeTCsl TOJBKO MOUCK OTIEIbHBIX
CJIOB M BBIPQXXCHUM.

6. @opMBbI IPOMEKYTOUHOM ATTECTAIMU, KPUTEPHH U IIKAJIA

OLIECHUBAHUS, TUTIOBbIE OLIEHOYHbIE MATEPHUAJIBI IO TUCIUIJIMHE

6.1. TlpomexxyTouHasi aTTectauusi mpoBoguTcsa B (dopMe 3auera/3ayerta.
[IpomexxyTouHas arrectanust (3a4eT, 3a4eT) MOXKET MPOBOJUTHCS B JABYX
OCHOBHBIX (hOpMax — MUCbMEHHOM U yCTHON. O0yUaromuiics moaydaeT 3a4€THBIN
OwyieT ¢ BapuaHTaMU 3aJaHUM, YUCThIE MapKUPOBAHHBIE JHUCTHI OyMaru s
3amucel penieHus 3aaHui, 3aTeM IPUCTYNAET K PEUICHUIO.

[IpomexxyTouHast arrecTanus B NUCbMEHHOW (Qopme mpesanonaraer eé
MPOBEJICHUE B BHUJIC BBIMOJHEHUS B BHJAEC TECTOBBIX 3aJaHU, IEpeBOJa.
Heo6xo1umo 1aTh OTBET B TUCHhbMEHHOM BHJIE, MOJIPOOHO U3JI0KUB X0 PEIICHUS,
IPU HEOOXOJUMOCTH 3aBEPIIUTH PEIICHNUE BHIBOAMH.

[IpomexxyTounast arrecraniis B yCTHOM (opme mpenmnoniaraetT e
MPOBEJEHNUE B BUJIC: MHAUBUIYATbHOTO WM MEPEKPECTHOTO YCTHOTO OIpoca Mo
BOIIPOCAM U3 TIEPEUHS, OMPENeIsieMOro padouyedl MporpaMMON JAUCIMILIAHBI
(TucKyccus / acce, TOKIa, COOOIIEHUE).

6.2. TUMOBBIE OIIEHOYHBIE MaTEPUAJIBI TPOMEKYTOUYHOM aTTECTALINH.

TunoBbie npoBepoUHbIe 3aaHus JI1 CaMOMOATOTOBKH OOYYaroImerocst K
IIPOMEKYTOYHOHN aTTECTALNU:

Pa3jnen 1. JxoHOMNMKA NIpeANPUATHS U OPEHINHT

Tema 1. Toprossie mapku. bpenanl. YK-4.4, YK-4.5, YK-4.6, YK-5.1.



3aoanue omkpovimo2o muna:

Ilpouumaiime mexcm 3adanus u 3anuuiume pa3eepHymvlii 0O0CHOBAHHBLIL
omeem:

A brand is more than just a name or logo — it’s a complex combination of
perceptions, emotions, and experiences that consumers associate with a product or
company. A trademark, in turn, is the legal protection of a brand’s identity: it can
be a name, symbol, design, or combination of these elements registered to prevent
unauthorized use.

Strong brands build trust and loyalty. When consumers recognize and trust a
brand, they are more likely to choose it over competitors, even if it costs more. This
is called brand loyalty. Companies invest heavily in brand development through
marketing, advertising, and consistent quality to create a positive image.

Key elements that form a brand include:

-Name — the verbal identifier.

-Logo — a visual symbol that represents the brand.

-Slogan — a memorable phrase that conveys the brand’s message.

-Colors and design — consistent visual style that helps with recognition.

-Brand voice — the tone and style of communication with customers.

Brand value goes beyond physical assets. For example, Zarina brand is worth
billions of dollars — much more than the value of its factories and equipment. This
intangible value comes from customer loyalty, global recognition, and emotional
connections.

Trademarks protect these assets legally. Once registered, a trademark gives
the owner exclusive rights to use the brand identity and take legal action against
counterfeits. This protection is crucial in global markets where copying and
imitation can damage reputation and sales.

Answer the questions:
Can a brand exist without a registered trademark? Give one argument for or against
this idea. You may refer to the text, real-life examples, or personal experience.

Keys: Yes, a brand can exist without a registered trademark — people can
recognize and talk about a brand based on its name, logo, or reputation. However,
without trademark protection, the brand is vulnerable to copying, and the company
cannot legally stop others from using similar names or logos.

3aoanue KOMOUHUPOBAHHO20 MUNA.:

Ilpouumatime u nepegeedume mekcm, 6vlOepume NpPAGUIbHbIE OMBEMbl U
sanuuiume apcymeHmaol, 06OCH06b16aIOLI/;ue 6bl60p.'

Management is essential, the life-giving and dynamic element in every business
because without it the resources of production (men, machines and materials) cannot be
converted into production. Its role is to co-ordinate, integrate and bring together the
various elements of business for achieving business objectives.




These objectives are earning of adequate profits, supplying better and cheaper
goods and services to consumers, and providing employment opportunity to community.
Management is recognized as a crucial economic resource of a Country.

Management is essential in group activity. Whenever group activity exists,
efficient management becomes necessary to realize the objectives of the group with
minimum expenditure of time, money and effort.

Management is important. The success or failure of business organizations and
public sector services, voluntary and nonprofit organizations, sport teams, and so on,
often depends on the quality of their management.

Answer the question:

1. Read the text and choose the correct answer (A, 5 or B).
Is quality management essential for any business?

A) Management is the life-giving element in every business
b) Management is less important than employment of new workers.
B) Management is dynamic element in every business.

2. Justify your choice.

Write 2-3 sentences (20-40 words) to explain why you chose this answer. Use the
words because and and. Find and copy one phrase from the text to support your answer.

Keys: 1.A) Because Management is the life-giving element in every business.

2. A) | choose answer A because without it the resources of production cannot be
converted into production.

3adanus 3akpeimozo muna:
IIpouumaiime mexcm u yCmauogume coomeenmcmasue:

Every business wants to have the most skilled, tented, competent, and promising
employees. That is why big corporations often use the services of special firms that look
for such prospective employees, and try to recruit them for their customer company.

Such firms and people working in them are informally called headhunters, and
their job has the informal name of headhunting.

Headhunters do some of their recruiting in colleges and universities, picking the
most promising students. Headhunting begins with research of potential candidates.

Headhunters often employ various resources, including industry reports,
professional networks, and online platforms, to compile a list of potential candidates.

K  kaocoou nosuyuu  Oamnoti 6 eeom  cmoadbye, noobepume

coomeemceyrowyro nNO3UYyur0 U3 npasozco cm0ﬂ6z4a:
| HasBanwue moHsiTist wuIm nipottecca | OnmcaHye IOHSTHS MM IIpoliecca |




1. Prospective A. | Online services that allow users to connect with
employee. each other through various means such as chat
rooms, messaging, video calls, and sharing of
information.
2. Headhunter. b. | A person who finds job candidates on behalf of
employers.
3. Online platforms. B. | Someone who is not yet an employee, but wants
to be.
4. Recruiting. I'. | The process of employing new people to work for
a company or organization
5. Professional J. | The act of building and maintaining relationships
networks. with other professionals in one's field or industry,
with the goal of exchanging information,
knowledge, and resources.

3anuwume 8vibOpanHvie OYKEbL NOO COOMBEMCMBYIOUUMU YUDPAMU!

1 2 3 4 S)

Keys: 1B.2b.3A.41".5]/1

Tema 2. Ctpykrypa komnanuu. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

3aoanue omKpbsvimoco muna.

Ilpouumaiime mexcm 3a0anusi u 3anuwiume pazeepHymulil 000CHOBAHHbBILU
omeem:

Globally, it is a common practice for employees, managers, and other people
involved in a business to offer money or gifts to potential clients for the purpose of
securing their business. It may be money, property or objects of value.

Answer the questions:
1.What is bribery?
2.Can bribing be considered as ethical behavior?
3.What is bribery at workplace?

Keys: Bribery is unfairly influencing someone by giving them money or gifts.

Bribery is unethical behavior. It is obviously illegal. All countries have laws that
prohibit the bribery of government officials, so the foreign company engaging in bribery
exposes its directors, executives, and employees to legal risks.

3aoanue KoOMOUHUPOBAHHO20 MUNA.:

Hpoqumaﬁme mekKkcm, 6bl6€pum€ npaeujlibHvle omeemvl U 3anuuiume


https://dictionary.cambridge.org/dictionary/english/process
https://dictionary.cambridge.org/dictionary/english/employ
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/organization

apeymenmoi, 000CHOBbLEAIOUUE BbLOOD:

Managers play a crucial role in negotiating with foreign partners on mutual
projects. They must understand the cultural nuances, legal frameworks, and business
practices of both parties to ensure successful collaboration. Effective negotiation
involves:

- Establishing clear goals and objectives

- Researching and understanding the other party's perspective

- Building rapport and trust

- Active listening and open communication

- Finding mutually acceptable solutions

- Documenting agreements and follow-up actions

Opportunities of this activities can be great for the company. Negotiations can result in
various mutual benefits and profitable contracts.

Answer the question:
1. What are the primary responsibilities of managers in international negotiations?
2. What is the key factor to consider when negotiating with foreign partners?
3. What opportunities can arise for the company as a result of successful negotiations?

Keys: 1.  They must understand the cultural nuances, legal frameworks,
and business practices of both parties

2. Establishing clear goals and objectives

3. Opportunities of this activities can be great for the company. Negotiations
can result in various mutual benefits and profitable contracts

3aoanus 3AKpblno20 mund.

Hpoqumaﬁme u nepeeedume mexKkcm u ycmaHosume coomeemcmeue.

Managers develop and implement strategies to foster success within their team or
organization by delegating tasks as needed, setting employee guidelines, managing
budgets to maintain profitability, and communicating with stakeholders.

Management roles vary significantly by company, and some managers may focus
more on daily tasks such as problem-solving and coordinating work. Others may work
on high-level projects to help communicate the organization's vision. In brief, managers
are responsible for ensuring that their teams and organizations run smoothly and
efficiently.

K kaoicooit nozuyuu, oanroti 8 1eeom cmoioye, noobepume coomeemcmayouyio
no3uyuro U3z npaeoco Cm0ﬂ6l4a.'

1. Resource manager A. Budget that is used to allocate
resources

2. Problem solving B. A person who is responsible for
accounting for and distributing
resources

3. Resource budget C. Achieving a goal overcoming
obstacles




3anuimmre BIOpaHHbIE UMPHI 110]] COOTBETCTBYIOIIUMHU OYKBBHI:

A B C

Keys: 1-B, 2-C, 3-A.

Tema 3. Pexiiama YK-4.4, YK-4.5, YK-4.6, YK-5.1.

3a0aHue OMKpblimoco muna.

Ilpouumatime mexcm 3a0anus u 3anuuiume pazeepHymbviii 000CHOBAHHbIIL
omeem.

Modern world is full of information of various kinds which sometimes is even
more valuable than money. Mass media (the press, radio, television and Internet)
have a very big impact on modern society. They serve to inform people of different
events, educate, entertain and give us any kinds of information. Complete and
accurate information is very important to get nowadays. The press still remains one
of the most powerful kinds of mass media. One can find daily, weekly and monthly
newspapers and magazines on different topics such as fashion, sport, children,
politics, economy and others.

| prefer getting news from the Internet. Television plays a big role in our
society too and a lot of people prefer watching television to reading a newspaper.
Television provides a great opportunity for people to learn latest news, watch
educational programmes, children's programmes, old and new films and soap operas
on TV. I think that it is impossible to live without television, even though the Internet,
| am sure, will replace it one day in future.

Answer the questions:

What role do mass media play in modern society according to the text?
Describe their main types, functions, and the author’s view on the future of television
and the Internet.

3adanue KoMOUHUPOBAHHO20 MUNA.:

Hpoqumaﬁme meKkcm, 6’bl6€pum€ npaeujibHble omeenmsvl U sanuuiunme
apcymeHmbl, 06OCH06b16aIOM4u€ 6bl60p, nepeeedume eaul omeem.

Modern world is full of information of various kinds which sometimes is even
more valuable than money. Mass media (the press, radio, television and Internet)
have a very big impact on modern society. They serve to inform people of different
events, educate, entertain and give us any kinds of information. Complete and
accurate information is very important to get nowadays. The press still remains one
of the most powerful kinds of mass media. One can find daily, weekly and monthly




newspapers and magazines on different topics such as fashion, sport, children,
politics, economy and others.

| prefer getting news from the Internet. Television plays a big role in our
society too and a lot of people prefer watching television to reading a newspaper.
Television provides a great opportunity for people to learn latest news, watch
educational programmes, children's programmes, old and new films and soap operas
on TV. I think that it is impossible to live without television, even though the Internet,
| am sure, will replace it one day in future.

Read the text and choose the correct answer (A, B, C or D). Briefly justify your choice
by citing a quote from the text (1-2 sentences).

Answer the questions:

Where does the author personally prefer to get news from?

A) Television.

B) Newspapers.

B) The Internet.

I') Radio.

Keys: B. | prefer getting news from the Internet.

3a0aHue 3AKpblmoco muna.

Ilpouumatime mexcm, evloepume npagUIbLHLIL OMBEEM.

Modern world is full of information of various kinds which sometimes is even
more valuable than money. Mass media (the press, radio, television and Internet)
have a very big impact on modern society. They serve to inform people of different
events, educate, entertain and give us any kinds of information. Complete and
accurate information is very important to get nowadays. The press still remains one
of the most powerful kinds of mass media. One can find daily, weekly and monthly
newspapers and magazines on different topics such as fashion, sport, children,
politics, economy and others.

| prefer getting news from the Internet. Television plays a big role in our
society too and a lot of people prefer watching television to reading a newspaper.
Television provides a great opportunity for people to learn latest news, watch
educational programmes, children's programmes, old and new films and soap operas
on TV. I think that it is impossible to live without television, even though the Internet,
| am sure, will replace it one day in future.

Answer the questions:

What kind of TV content is NOT mentioned in the text?
A) Educational programmes.

b) Children’s programmes.

B) News.

I') Video games.

Keys: I



Pa3znen 2. OCHOBBI MAapPKETHHIAa M KOPIIOPATUBHOIO YIIPABJICHUS

Tema 4. Jlenbru. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

3adanue omkpsvimo20 muna.:

Ilpouumatime mexcm 3a0anus u 3anuuiume pazeepHymbvlil 000CHOBAHHbBII
omeem.

Money is one of humanity's greatest inventions, radically changing the system
of exchanging goods and services. Before the advent of money, people used barter—
the direct exchange of one product for another. However, this system was
inconvenient: it required a coincidence of needs (for example, if someone has grain
and wants meat, they would need to find someone who has meat and also wants
grain).

Gradually, various goods began to serve as money: livestock, furs, cowrie
shells, salt, and precious metals. Over time, gold and silver took the lead due to their
properties: durability, divisibility, recognizability, and rarity.

Later, coins appeared—standardized pieces of metal with a denomination
imprinted on them. The first coins were minted in Lydia (modern-day Turkey) in the
7th century BC. Then came paper money, which initially served as certificates
confirming the presence of gold in a bank. Today, the majority of monetary
transactions are non-cash payments—transfers between bank accounts, card
payments, and payments through mobile apps.

The main functions of money are: a unit of value (allows goods and services
to be valued); a medium of exchange (facilitates trade);a store of value (can be stored
and retain its value); a means of payment (used for payments, loans, and taxes);
global money (used in international trade).

Modern money is divided into: cash (coins and banknotes); non-cash (money
in bank accounts); electronic (digital wallets, cryptocurrencies).

Answer the questions:

1.What is barter and why was it inconvenient? Answer: Barter is the direct
exchange of goods or services without the use of money. It is inconvenient because
it requires the needs of both parties to coincide: to exchange a product, you need to
find someone who has what you need and also wants what you have.

2. What goods served as money in ancient times? Give 3-4 examples. Answer:
In ancient times, the following served as money: livestock, furs, cowrie shells, salt,
and precious metals (gold and silver).

3. Name the 3 main functions of money and briefly explain each. Measure of
value - allows you to evaluate and compare the value of different goods and services.

Keys: Media of exchange - simplifies trade by replacing barter.
Store of value - money can be stored and used later; it retains its value over
time.

3aoanue KOMOUHUDOBAHHO20 MUNA.:
Ilpouumaiime mexcm, 6vlOepume npaAGUIbHLIE OMEEMbl U 3ANUUIUME
apeymenmol, 000CHOBbIBAIOWUE BbIOOD, Nepesedune 8aul OMmeem:




Investment projects are plans that are associated with an investment for
subsequent profit. Company investment projects are capital expenditures aimed at
improving profitability or expanding operations. These projects require careful
planning and analysis, including assessing potential returns and risks. Financial
modeling is used to predict future cash flows and evaluate project viability. Companies
prioritize projects based on strategic goals and available resources. Successful
investment projects enhance long-term growth and increase shareholder value.

Answer the question:
What crucial tool is used to assess the financial viability of an investment project?

A) Market research surveys.

b) Employee performance reviews.
B) Financial modeling.

I') Competitor analysis reports.

Keys: B) Financial modeling. The text specifically mentions using financial modeling
to predict cash flows and evaluate project viability. The other options are not directly
used for this purpose

3aoanus 3aKpblio20 munda.

Hpoqumaﬁme meKkcm u ycmanoeume coomeemcnieue.

A private service company is governed by commercial interests; a public service
company responsible for the provision of public services is heavily influenced by
political and social priorities. And the aim of public services is to improve the quality
of life of the general public. The value of an administration depends to a great extent on
the way its staff is deployed, badly or well according to the greater or lesser wisdom of
the regulations and processes of allocation, promotion and so on. Personnel management
is relatively simple when it concerns officials recruited to fill a specific post, who do
not belong to any particular corps and are not in the career service.

K kaorcooti nozuyuu, danuou 6 1esom cmonodye, noobepume coomeemcmayouyo
RO3UYUIO U3 NPABO2O CMONIOYA:

A. | A private service company is governed | 1. | social rather than commercial.
by..

b. | The objectives of a public service | 2. | a great extent on the way its staff is deployed,

organization are ...

badly or well according to the greater or lesser
wisdom of the regulations and processes of
allocation, promotion, secondment and so on.

B. | The aim of public services is..

commercial interests, a public service company
responsible for the provision of public services
is heavily influenced by political and social
priorities.




I'. | The value of an administration depends | 4.
to ...

it concerns officials recruited to fill a specific
post, who do not belong to any particular corps
and are not in the career service.

J. | Personnel management is relatively | 5.
simple when ...

to improve the quality of life of the general
public.

Otser:
A. B B r. i
Keys:l1—b,2—T1,3—A,4—JI,5—B.
Tema 5. Mapkerunr. YK-4.4, YK-4.5, YK-4.6, YK-5.1.
3adanue omkpwimozo muna:
Ilpouumatime mexcm 3a0anus u 3anuuiume pazeepHymbviii 000CHOBAHHbIIL
omeem:

Subject: Invitation to Participate in Research Study
Dear Nick,

I am writing on behalf of the research group «Exploring» to invite you to participate in our current
sociological research project titled «Public Service and Work-Life Balance: Perceptions and
Realities among Civil Servantsy.

The study aims to explore how employees in public administration and government agencies
perceive and manage the balance between their professional duties and personal lives. Your
insights as a civil servant would be highly valuable to our analysis.

Participation involves:

completing a short online survey (approx. 10-15 minutes);

optionally, a brief follow-up interview (20 minutes) to discuss your experiences in more detail.
All data will be kept strictly confidential and used only for academic purposes. Your identity and
any sensitive information will remain anonymous in all reports and publications.

Please confirm your interest by 15/02/26 or contact me at for further details.

Thank you for considering this invitation. We believe your contribution will help improve work
conditions and support systems for civil servants in urban areas.

Best regards, Elena V. Petrova
Research Coordinator
«Exploring» Research Group

Answer the question:
Analyze the document and determine the type of business letter. Write 2-3

sentences to explain why you chose this answer.

3aoanue KOMOUHUDOBAHHO20 MUNA.:
Ilpouumaiime u nepeseoume mexcm, 6vibepume NPABUILHbIE OMBEMbl U

sanuwume apcymeHniol, 0600H06bl6al01/l4u€ 6bl60p.'

\ Subject: Invitation to Participate in Sociology Research Study




Dear Nick,

I am writing on behalf of the research group «Exploring» to invite you to participate in our
current sociological research project titled «Public Service and Work-Life Balance: Perceptions
and Realities among Civil Servantsy.

The study aims to explore how employees in public administration and government agencies
perceive and manage the balance between their professional duties and personal lives. Your
insights as a civil servant would be highly valuable to our analysis.

Participation involves:

completing a short online survey (approx. 10-15 minutes);

optionally, a brief follow-up interview (20 minutes) to discuss your experiences in more detail.
All data will be kept strictly confidential and used only for academic purposes. Your identity
and any sensitive information will remain anonymous in all reports and publications.

Please confirm your interest by 15/02/26 or contact me at for further details.

Thank you for considering this invitation. We believe your contribution will help improve work
conditions and support systems for civil servants in urban areas.

Best regards, Elena V. Petrova
Research Coordinator
«Exploring» Research Group

Read the text below, choose the correct answer from the options provided, and

write a justification (2—3 sentences) explaining your choice.
Answer the question:

1. What is the main purpose of this email?

A) To offer a new job position

B) To promote an online survey tool

B) To request information about remote work trends

I') To complain about data collection methods

JI) To invite the recipient to take part in a sociological study

2. How long is the online survey expected to take?

A) 5-7 minutes

b) 10-15 minutes

B) 20-25 minutes

I') 30-40 minutes

JT) More than 45 minutes

Keys: 1.1., 2.b

3aoanus 3dKpbvblmoco muna.
Hpoqumaﬁme mexKcm u ycmadnoeunie coomeemcmeue.

Subject: Invitation to Participate in Sociology Research Study
Dear Nick,

I am writing on behalf of the research group «Exploring» to invite you to participate in our
current sociological research project titled «Public Service and Work-Life Balance: Perceptions
and Realities among Civil Servantsy.

The study aims to explore how employees in public administration and government agencies
perceive and manage the balance between their professional duties and personal lives. Your
insights as a civil servant would be highly valuable to our analysis.

Participation involves:

completing a short online survey (approx. 10-15 minutes);




optionally, a brief follow-up interview (20 minutes) to discuss your experiences in more detail.
All data will be kept strictly confidential and used only for academic purposes. Your identity
and any sensitive information will remain anonymous in all reports and publications.

Please confirm your interest by 15/02/26 or contact me at for further details.

Thank you for considering this invitation. We believe your contribution will help improve work
conditions and support systems for civil servants in urban areas.

Best regards, Elena V. Petrova
Research Coordinator
«Exploring» Research Group

Match each item in the left column with the corresponding item in the right
column:

Characteristics of the letter Examples from the text

contact me at...

1. Uétkoe yka3aHHue ICITH MHChMa. A. Please confirm your interest by 15/02/26 or

only for academic purposes.

2. Oncanue tpeboBanwmii k yuactuo. | b. All data will be kept strictly confidential and used

current sociological research project.

3. N'apanTHs KOHPUICHIIUATHLHOCTH. B. I am writing ... to invite you to participate in our

4. ITpu3bIB K ICUCTBHUIO C JCIIAHOM. I'. Dr. Elena V. Petrova

minutes).

5. O¢unmanbHbI TOH OTIIPABUTEIISL. J1. completing a short online survey (approx. 10-15
minutes); optionally, a brief follow-up interview (20

Keys: 1-b, 2-/1, 3-B, 4-A, 5-E

3aoanue OmKpblmoco mund.

Ilpouumatime mexcm 3a0anus u 3anuuwiume pazeepHymviil 0O0CHOBAHHbBLIL
omeem.

One of the best things about travelling is the opportunity to make memories
that will stay with you forever. From scenic hikes and beautiful landscapes to trying
new foods and experiencing local festivals, every destination has something unique
to offer. Moreover, travelling allows us to step out of our comfort zones and try
things we may not have considered before.

Another benefit of travelling is the chance to meet different people from
around the world. You can make new friends, hear about their experiences and learn
about their cultures. It also broadens our understanding of different languages and
customs, which can lead to increased tolerance and empathy for others.

Travelling can be a way to take a break from the daily grind and to recharge
your batteries. It’s a chance to disconnect from social media and take a break from
the constant stimulation of modern life. Whether it’s a relaxation trip to the beach or
a rural retreat to the countryside, travelling gives us the opportunity to take a break
and clear our minds.

Answer the question:
What are the main benefits of travelling according to the text? Describe at
least three advantages and support each with a relevant detail from the passage.



Tema 6. MeskayHapoaHble KOHTPAKThI. YcnemHsbie npoaaxu. YK-4.4,
YK-4.5, YK-4.6, YK-5.1.

3adanue omkpwimo2o muna:

Ilpouumatime mexcm 3a0anus u 3anuuiume pazeepHymbviil 000CHOBAHHbBII
omeem:

Describe the role of effective communication in successful international
negotiations.

Answer the question:

Write a short  text (100-120  words) describing it.
Use the key arguments that substantiate this statement below to help you structure
your writing:

A) Overcoming language barriers. Misunderstandings due to language

differences can lead to costly mistakes.

B) Cultural sensitivity. Communication styles vary across cultures: some
prefer directness (e.g., Germany, the USA), while others value indirect,
relationship-based approaches (e.g., Japan, Arab countries).

C) Non-verbal communication. Gestures, eye contact, personal space, and
even silence carry different meanings.

3aoanue KoMOUHUDOBAHHO20 MUNA.
Ilpouumaiime mexkcm, 6vlOepume NPABUTILHBIL OMEeMm U  3anuliume
apeymenmol, 000CHO8bIBAIOWUE 8bLOOD, Nepesedume 6aul OMeent.

How to Behave During an Interview for a Manager Position
A managerial interview tests not only your professional experience but also your
leadership qualities, communication skills, and strategic thinking. Here’s a comprehen
sive guide on how to behave to make a strong impression.
Be a good listener. Pay attention to what the interviewer is saying and ask
clarifying questions.
Ask questions. This shows that you are interested in the role and that you are
taking the interview seriously.
Follow up. After the interview, send a thank-you note to the interviewer. This is
a great way to reiterate your interest in the position and to thank the interviewer for
their time.
Read the text and choose which of the following is NOT a tip for behaving
during an interview for a manager position? Then write 1-2 sentences to justify your
choice. Use information from the text to support your answer:

A) Be attentive
b) Dress casually



B) Be serious
I') Be grateful

Keys: b) Dress casually. It’s not so because you should dress officially as
you are going to meet your future bosses and colleagues.

3aoanus 3AdKpblmoco mund.

Hpoqumaﬁme meKenm u ycmaHosume coomeemcmeue (6p€]l/lﬂ gvinoanenus 3

Business letters are written professionally in a formal format and with a formal
tone, in order to leave a good impression. Each business letter has its features,
advantages, and purposes. What are the parts of a business letter?

K kaoicooti nosuyuu dannou 8 nesom cmoabye, noobepume coomeenmcsyouyro
RO3UYUIO U3 NPABO2O CMONOYA:

description the parts of a business letter
1. Itis used to convey a positive image of the company A. Salutation
2. A polite and professional greeting sets the tone for the rest of | b. Heading
the letter
3. This is the heart of your letter, where you convey the purpose, | B. Closing
request, or information you’re sharing.
4. End the letter with a professional and courteous closing, such | T'. Body
as “Sincerely,” or “Best regards,”

J1. Enclosures

3anuwume 8viOpanuvle OYKEbL NOO COOMBEMCMBYIOUWUMU YUDpaAMU.

1 2 3 4

Keys: 1.562.A3.I'4.B

Bonpocs! Uit YCTHOTO Orpoca:

Tema 1. Toprossie mapku. bpenanl. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

1. How have some brands become a pervasive part of our daily lives?

2. What is the power of brands based on?

3. Why are brands essential for businesses?

4. In what way do brands affect the economic growth?

5. What does the success of a brand depend on?

6. What is the difference between a «brand» and a «product»? Provide examples to
illustrate your answer.

7. What are the key elements that make a brand recognizable? (e.g., logo, slogan, ¢
olors, mascot).



8. Why do consumers often choose well-known brands over unbranded products?
Discuss 2—-3 main reasons.

9. Can you name 3 global brands and describe their core brand promise (what they
promise to deliver to customers)?

10. Why is brand loyalty important for companies? How can a brand build an
d maintain it?

Tema 2. Ctpykrypa komnanuu. YK-4.4, YK-4.5, YK-4.6, YK-5.1.
1.What forms of business organization do you know?
2.What is a sole proprietorship?
3.What is a partnership?
4.What is a limited partnership?
5.In what professional fields is the partnership useful?
6.What are the disadvantages of this form of business?
7.What is a corporation?
8.What are the advantages of a corporation?
9.What types of corporate restructuring are you familiar with?
10.What is a merger?
11.What is an acquisition?
12.Describe the notion of a takeover.
13.What is the difference between a hostile and a friendly merger?
14. Speak of the consolidation

Tema 3. Pexaama. YK-4.4, YK-4.5, YK-4.6, YK-5.1.
1. What are the different ways companies use to increase sales?
2. Which of the ways is the most effective?
3. 3.What are the most popular forms of advertising?
4. Why does every major company reserve a substantial portion of the budget for
television advertisements?
5. Explain what the viral marketing is.
6. What steps does the introduction of new products include?
7. Do you normally check your change, your bank statements and credit-card bills',
restaurant bills, your receipts when shopping?
8. Some people try not to pay the correct amount of tax. Is this a serious crime?
Q. What is a profit margin?
10. What is investment?
11. What is annual turnover?
12. Newspapers are one example of an advertising medium. Can you think of
others?
13. Give examples of clever slogans that you remember from advertising
campaigns.
14, Do you agree with the statements that people remember advertisements,
not products?
15. Do you agree with the statements that advertising tells you a lot about the
culture

Tema 4. Jlenbru. YK-4.4, YK-4.5, YK-4.6, YK-5.1.



1.How does inflation impact personal savings and budgeting?

2.What are some advanced budgeting techniques for managing irregular income?

3.How can financial literacy influence your budgeting and saving practices?

4.What are the psychological effects of budgeting and saving on individuals and
families?

5.How can automation tools help streamline the budgeting and saving process?

6.What are the benefits and risks of investing savings in stocks or bonds?

7.How can you adapt your budget to changing financial circumstances?

8.What are some cultural differences in budgeting and saving practices around
the world?

9.How can economic downturns affect personal savings strategies?

10.What is the role of financial advisors in helping individuals with budgeting
and saving?

Tema 5. Mapkerunr. YK-4.4, YK-4.5, YK-4.6, YK-5.1.

1What do you like /dislike about shopping?

2Why are beauty products easy to sell on TV?

3How to become a successful sales person?

4Negotiating successfully. What can help? (effective salesperson).
5Which type of products are difficult to sell and why?

6What are the shopping habits of the people you know?

7What do you think are the keys to success in online selling?

8 What is the keys to good marketing?

9What are the "The four Ps' form the basis of the 'marketing mix'?
10 What is very important when you market to doctors?

Tema 6. MexayHapoaHble KOHTPAKThI Ycnemnble npoaaxu. YK-4.4,
YK-4.5, YK-4.6, YK-5.1.

1. What do you like /dislike about shopping?

2. Why are beauty products easy to sell on TV?

3. How to become a successful sales person?

4. Negotiating successfully. What can help? (effective salesperson).
5. Which type of products are difficult to sell and why?

6. What are the shopping habits of the people you know?

7. What do you think are the keys to success in online selling?

6.3. Kputepun u mikaja orieHuBaHus Ha ocHoBe bPC.

KPUTEPMN OLIEHMBAHIM A PE3VIJIBTAT
B BAJIJTIAX
JlaH TOJHBIN, B JOTMYECKON IOCIEN0BAaTEIBHOCTH Pa3BEPHYTHIH OTBET HA 90-100

ITIOCTABJIEHHBIM BOIPOC, I€ OH IPOJEMOHCTPHPOBAJ 3HAaHWA IpeaMeTa B
MOJTHOM 00beMe yueOHOM MpOrpaMMbl, JOCTATOYHO INTyOOKO OCMBICIMBAET
JUCLHUIIMHY,  CaMOCTOSTENIbHO, M  HCYEPHbIBAKOUIE  OTBEYaeT  Ha




JIOTIOJTHUTEIbHBIE  BOMPOCHI, TMPUBOJUT COOCTBEHHBIE IPUMEpPHI IO
npoOiieMaTuKe  IMOCTABIEHHOTO  BOMPOCA,  PEIIWI  MPEASIOKEHHBIE
MPAaKTUYECKHE 3aJaHus 06e3 OInOoK

Jlan pa3BepHYTHI OTBET Ha TOCTABJICHHBIM BOMPOC, TJe OOyYarOIIHICS 75-89
ACMOHCTPUPYCT 3HAHUA, HpI/IOGpeTeHHBIe Ha JICKOMOHHBIX U CEMHHAPCKHUX
3aHATUSX, 4 TAKXKE IOJYYCHHBIC IOCPEICTBOM H3YYEHHS O00s3aTelIbHBIX
yu4eOHBIX MaTepHaIOB MO KypCy, HaeT apryMEHTUPOBAaHHBIE OTBETHI,
NPUBOAMUT TPHUMEPBI, B OTBETE IMPUCYTCTBYET CBOOOJHOE BIIAJICHHE
MOHOJIOTHYECKOW peYbl0, JIOTHYHOCTh M TIOCIEIOBAaTEIBHOCTh OTBETA.
OnmHako JOIyCcKaeTcsi HETOYHOCTh B OTBETEe. Pemmn mnpemioskeHHbIe
IMPAKTUYCCKUC 3aJaHUA C HGGOJ'IBH_II/IMI/I HETOYHOCTSAMMU.

Jlan OTBeT, CBHUIIETEILCTBYIOIIMA B OCHOBHOM O 3HaHHUU TPOIECCOB 60-74
U3y4aeMoM JUCLMIUIMHBI, OTJIMYAIOIIMKCA HEJOCTaTOYHOM TIiyOMHOW H
MTOJTHOTON PACKPBITUS TEMBbI, 3HAHHEM OCHOBHBIX BOIIPOCOB TEOpHH, CIab0
c(hOpMUPOBAHHBIMU HaBBIKAMH aHajau3a SIBJICHUH, MPOIIECCOB,
HEJIOCTAaTOYHBIM YMEHHEM JIaBaTh apryMEHTHPOBAHHBIE OTBETHI M IPUBOIUTH
MIPUMEPBI, HEIOCTATOYHO CBOOOHBIM BJIAJICHUEM MOHOJIOTHYECKON PEYbio,
JIOTUYHOCTBIO M TIOCIEAO0BATEIbHOCTRIO OTBeTa. JloMmycKaeTcsi HECKOIbKO
OIMOOK B COICPKAHUH OTBETA U PEIICHUU MPAKTHUUYCCKUX 3a/IaHUH.

Jlan oOTBeT, KOTOPBIM COJAEPKUT P CEPhE3HBIX  HETOYHOCTEH, 1-59
OoOHapyXKUBAIONINI HE3HAHUE TPOIECCOB M3y4aeMOW MPEAMETHON 001acTu,
OTIUYAIOIIUNACA HETITyOOKHMM pPAacCKpBITUEM TEMbl, HE3HAHHUEM OCHOBHBIX
BOIIPOCOB TEOpHH, HEC(HOPMHUPOBAHHBIMH HABBIKAMH aHAJIM3a SIBJICHHM,
MPOLIECCOB, HEYMEHHEM [aBaTh AapryMEHTHPOBAHHBIC OTBETHI, CIIA0BIM
BJIAJICHUEM MOHOJIOTHYECKOH peubl0, OTCYTCTBHEM JIOTUYHOCTH U
MOCIIe0BAaTENbHOCTH. BBIBOABI MOBEPXHOCTHBI. PelieHne NpakTUYeCKuX
3aJlaHUi HE BBHINIOJHECHO, T.€. OOYYArOIIMIiCS HE CIIOCOOCH OTBETUTh Ha
BOIPOCHI JaKe IIPU JOMOJIHUTEIbHBIX HABOSIIMUX BOIIPOCAX MPEMOIaBaTeNsl.

6.4. I1pu BBITIOJTHEHUH 3aIaHUI 00YYAIOIIUMCS pa3peIiaeTcs UCIOIb30BaTh
3JICKTPOHHBIN CJIOBAPH WJIH MPUIOKEHUE-TIEPEBOTUUK VIS MTHOBEHHOI'O TTOMCKA
3HaueHu. MCronp30BaHne OHJIAMH-TIEPEBOYUKOB MOJTHOCTHIO WJIA ITOCTPOYHO
HE pa3pemaeTcss — JOIYCKAETCS TOJBKO MOUCK OTIECIbHBIX CJIOB U BBIPAXKCHUU.

7. MeToauuecKkue MaTepraJIbl 0 OCBOCHUIO JUCIIATIIIMHbBI

3aHUMATHCSI MHOCTPAHHBIM SA3BIKOM PETYJISIPHO, TaK KaK CHCTEMATUYECKHUE
3aHSTUS CIIOCOOCTBYIOT YCIICIIHOMY YCBOGHHMIO MaTepualia, a TakXKe BBIMOJIHSITH
BCE 33/IaHUA U IPUAEPKUBATHCS PEKOMEHIALINI TTPENoJaBaTesl.

Bectu nuunbie 3amucu (ClIOBapb, 3aMETKH PAa3IMYHOTO BHJIA), KOTOPHIC
MO3BOJISIIOT  MCNOJIb30BaTh MX B KayeCTBE COPAaBOYHOIO Marepuaila u
HEOJIHOKPATHO K HUM BO3BpaIlaThCsl.

[Ipu moAroTOBKE 3aJaHKUM MO YTEHUIO, CIEAYET IMOJIb30BATHCS CIIOBAPSIMH,
BBITIUCHIBAsI BCE HE3HAKOMBIE ciioBa. OHU TTOMOTYT HaJI JajdbHEHTIIeH paboTol Haj
TekctoM. Ilocne mpouTeHHUs TEKCTa HEOOXOJWMO BBINOJHUTH  3aJaHUs,
MPUJIATAFOIIMKACS K HEMY JUJIsl TPOBEPKU NOHUMAHUS €0 CONEPKaHUs U IPOBEPUTH
ce0s 1o KITIoUaM.

[Ipuctynas k paboTe HaJa MPOCIYIIMBAHUEM TEKCTa, HEOOXOIUMO, TIPEXK/IC
BCET0, 03HAKOMUTHCA C 3aJaHUEM U IIPOCMOTPETH €ro cojaep:kanue. [locne nepBoro



NPOCITYIINBAHUS BBITIOTHSIOTCS 3aJaHUs Ha 001lee MOHUMaHUe MPOCIYyIaHHOTO,
mocJie BTOpOro — Ha NoHUMaHue Aetaneil. OJHaKo, MPU CaMOCTOSITENIbHOM paboTe
HaJ ayAUPOBAHUEM TEKCT PEKOMEHAYETCSA IMPOCIYIIAaTh HECKOIBKO pa3, MOKa €ro
coJiepKaHue He OyneT MoHATHO. IIpu HEOOXOAMMOCTH MOXKHO BOCHOJIB30BAThCS
pacnedarkoil Tekcta. [Ipm 3TOM pexoMeHIyeTcsl BBIHCATH BCE HOBBIE CIIOBA,
YCBOUTH UX 3HaueHue. [locie 3Toro, TEKCT peKOMEHAYETCS MPOCTYIIATh EIIE Pa3.

Bce ycTHbIE cOOOIIEHUS TOJKHBI UMETh BCTYIUIEHHE, OCHOBHYIO YacTb W
3akimoueHue. Ilpu MOATOTOBKE YCTHBIX COOOIICHHUN CIEeAyeT TIIATEIbHO
OTPENETUPOBATh CBOE BHICTYIUJICHUE: BEIyUYUTh HOBBIE CJIOBA U UX MPOU3HOUIEHHE,
poayMaTh MHTOHALMIO, NAy3bl, XKECThl U T.1. [Ipn MCHOJB30BAHUM HATJISIIHBIX
CpelCTB (KapTUHKH, HAAIMKUCH ) IPUIEPKUBATHCS OOLIMX IPABUI UX COCTABICHUS U
UCITOJIb30BaHUS.

Kak u ycTHbIe cO0O1IeHN s, TBOPUYECKUE MTMCbMEHHbIE 3a/1aHUsl (COUYMHEHUS,
Jcce, MUChbMa, aHHOTAIMK), UMEIOT CJEAYIONIYI0 CXeMY: BCTYIUICHHE, OCHOBHAs
4acTh, 3aKII0OUYEHUE, KOTOPOU CIeAyeT CTPOro NpHUAepKUBaThCs. Bee mucbMeHHbIe
3aJlaHus, BKJIOYas YINpaKHEHWs, BCErga CIeAyeT MPEJOCTaBISTh Ha MPOBEPKY
MPENOIaBATEIO € LUEIbI0 UCIIPABICHUS OIIUOOK U UX aHAIU3A.

B mpouecce moAroToBKM K MNPAKTUYECKUM 3aHATUSAM, OOYYarOIIUMCS
HEOOXOJUMO 00paTuTh 0c000€ BHHMAaHHE Ha CaMOCTOSITENIbHOE H3y4EHUe
PEKOMEH/I0BaHHOW Y4eOHO-METOAMUYECKON (a TakkKe HAy4HOHM U MOIYJISIPHOI)
autepaTypbl. CaMocTosiTenbHasE paboTa ¢ yueOHUKaMH, y4eOHbIMU IOCOOUSIMH,
MaTepuagamu ceTd MIHTEpHET, MO3BOJIAET 3HAUUTEIBHO aKTUBU3UPOBATH IPOLIECC
oBlaZcHUs uHpOpMaIUen, CcrmocoocTByeT Oosiee TIIYOOKOMY  YCBOEHHUIO
U3y4yaeMoro marepuaina, (opmupyer y oOydaromxcsi CBO€ OTHOUIEHHE K
KOHKPETHOU npobsieme. boiiee riiy00OKOMYy pacKpbITHIO BOIIPOCOB CIIOCOOCTBYET
3HAKOMCTBO c JOTIOJIHUTENBHOMN JIUTEPaTypOu, PEKOMEHOBAHHOM
npenojaBareysieM, 4YTO  MO3BOJISIET  OOyYarouuMcsi — MPOSIBUTh  CBOIO
WHIUBUYAIbHOCTh B PaMKaX BBICTYIUICHHUS HA 3aHATUSX, BBIIBUTH IIMPOKHUI
CIEKTP MHEHUH 0 U3y4yaeMoi npoodsieme.

[ToaroToBKa K MPOMEXYTOYHOM aTTECTALIMHU OCYIIECTBIISIETCS CTYJIEHTOM
CaMOCTOATENIbHO C MCHOJb30BAHUEM TEPEYHsI BOIMPOCOB K MPOMEXKYTOUHOM
aTTeCTallMM U PEKOMEHI0BaHHbBIX HCTOYHUKOB JIUTEPATYPHI.

B mepuoj MOArOTOBKM K MPOMEXYTOUYHOM aTTECTALMM CTYAEHTHl BHOBB
oOpatarorcss K MporneHHOMY yueOHOMYy Matepuainy. [Ipu 3TOM OHU HE TOJBKO
YKPEIULIOT NOJIy4EHHbIE 3HAHUSI, HO U MTOIYy4aroT HOBbIE. [[oaroToBKa cryaeHTa K
OPOMEXYTOUHOM  aTTecTallMM BKJIIOYaeT B ce0sf  CIEQyolluMe  JTarlbl:
camocTosITeNIbHAsl paboTa B TEUEHHUE CEMECTPa; HEMOCPEACTBEHHAs TOJITOTOBKA B
JHY, TPEIIIECTBYIONIME MPOMEXKYTOYHOM arrecTaluuu 10 TeMaM Kypca;
MOCEIIEHHE CIIEINATIBHBIX YaCOB KOHCYJIBTALMN C MPENO01aBaTEIEM.

8. YueOHas simTepaTypa u pecypcsol
UH(OPMALMOHHO- TeJIEKOMMYHUKAUUOHHOMN ceTu HTEepHeT

8.1. OcHoBHas nuTepaTypa



1. Kocrepuna O. E. JlenoBoit anrmuiickuii s3eik - Business English:

yaeoHoe mocodue/ FO. E. Koctepuna- Omck : OMI'TY, 2020. — 96 c. - ISBN 978-
5-8149-2981-5. — Texkct: amekTpoHHBIA // JlaHb : 3JEKTPOHHO-OMOIMOTEUHAs
cuctema. — URL: https://e.lanbook.com/book/ — Pexum mocryma: amst aBTopus.
IIOJIB30BATENEM.
2. Mypta3oBa, 3. A. AHrnuiickuii s3bIK : yueOHoe nmocodue / 3. A. MypTta3zona, J.
10. Vaumbamesa. — Hanbuuk : KBI'Y, 2024. — 64 c. — Tekcr : anekTpoHHbIH //
Jlanb : AJIEKTPOHHO-OMOIMOTEYHAS cucrema. — URL:
https://e.lanbook.com/book/434423

3. ApxurmoB, A. B. Business English / JlenoBoii anrnwmiickuii : yue6HO-
MeTonudeckoe mocooue / A. B. Apxunos, M. A. [Ipmwxkenko, E. 0. KocTrokoBuu.
— Mocksa : MUCHU — MI'CY, 2023. — 44 ¢. — ISBN 978-5-7264-3321-9. —
Tekcr : anexkTponHbIi / JlaHb : anekTpoHHO-OMOIMOTEeYHast cucrema. — URL:
https://e.lanbook.com/book/426833

4. Aunpeesa, E. 0. A Comprehensive Grammar of Contemporary English
in Higher Education Studies : yueonuk / E.;O. Anapeesa. — Mocksa : UHOPA-M,
2025. — 359 c. : un. + Jlon. Marepuansl [neKTpoHHBIH pecypc]. — (Briciiee
obOpazoBanue). - ISBN 978-5-16-020949-4. - Tekcr : snextponHbii. - URL:
https://znanium.ru/catalog/product/2206802

5. I'pammaTka aHTJIMKUCKOTO s3blka. Teopus M TMpakTUKa : y4eOHOe
nocobue J1st cTyieHToB By30B / P. B. BypoOun, O. A. bypobuna, E. B. Bynbsdosuu
[u np.]. — Bnagumup : Baagumupckuit punman PAHXul'C, 2025. - 193 ¢. — ISBN
978-5-907789-42-5. - Teker : AIIEKTPOHHBIN. - URL:
https://znanium.ru/catalog/product/2238841

6. KapaBanos, A. A. BpemeHa anrnmiickoro riarona. Cucrema, npaBuia,
yOpaXHEHUS, TeCThI : yueOHoe nocobue / A.A. KapaBanoB. — Mocksa : UH®PA-
M, 2025. — 212 ¢. — (Cpennee mpodeccnoHanmsHoe oopazoBanue). - ISBN 978-5-
16-020404-8. - Texcr : AIIEKTPOHHBIM. - URL:
https://znanium.ru/catalog/product/2172160

8.2. JlononHUTENBHAS IUTEpATYPA

1.JTapuommn A. C., JlecunkoBa H. A. Pemenne nenoBeix mpobiieM Ha
aHTTIMICKOM  sI3bIKE (KOMMYHHKATHUBHBIM —acmekT): ydeOHoe mocobue/A.C.
Jlapuommn, H.A. JlecuukoBa - MockBa : MH®PA-M, 2022.-127 c. Tekcr:
anextponHbid. - URL: https://znanium.com/catalog/product/1856726

8.3. HopmaTuBHbIE paBoOBbIe JOKYMEHTHI U MHAS TpaBoBasi HHGopMaus
He ncnone3yrores

8.4. nTepHeT-pecypcehl

Hayunas 6ubnuorexka PAHXul C https://lib.ranepa.ru

Hayunas snexkrponnas oudimoreka «K KUBEPJIEHWMHKA» https://cyberleninka.ru
OBC «JIAHb» https://e.lanbook.com

3bC «(3HAHUYM» https://znanium.ru


https://znanium.ru/catalog/product/2238841

OBC «SOCHUM)» https://sochum.ru

9. MarepuajibHO-TeXHHYeCKasi 0a3a, MHPOPMALMOHHBbIE TEXHOJIOTHUH,
NpPorpaMmmMHoe odecnevyenrne 1 UHGOPMALMOHHbIE CIIPABOYHbIE CHCTEMbI

Jlnia mpoBeeHusl y4eOHbIX 3aHATUHM, IPEAYCMOTPEHHBIX 00pa30BaTEIbHON
IPOrpaMMOii, 3aKpEIUIEHbI ayIMTOPUN COTTIACHO PACIUCAHUIO YUE€OHBIX 3aHITHA:
paboyee MECTO NpenojaBaresis, IMOCAaJOYHbIE MeCTa IO  KOJIUYECTBY
oOyuJaromuxcs, J0cKa MeJoBasi, IEPCOHAIBHBIN KOMITBIOTEP C JIMLIEH3UPOBAHHBIM
IPOrpaMMHBIM O0OeCrieYeHneM OO0IIero Ha3HAYeHHs, HOYTOYK, MyJIbTUMETUNHBIN
IPOEKTOp,  MYJbTUMEIWWHBIA  dKpaH.  JIuleH3noHHoe W CBOOOAHO
pacnpocTpaHsieMoe MPOrpaMMHOE OOecreueHUe, B TOM 4YHCIE OTEYECTBEHHOTO
IIPOU3BOJICTBA:

Libre Office (iunensus Mozilla Public License v2.0.)

7-Zip (mumensust GNU Lesser General Public License)

AIMP (mumensus LGPL v.2.1)

STDU Viewer (freeware for private non-commercial or educational use)
GIMP (mmensuss GNU General Public License)

Inkscape (mumensust GNU General Public License)


https://sochum.ru/

