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Buzuposanue PII] 1151 ucnioiHeHUs B 04epeIHOM Yy4eOHOM roay
"YTBEPXKJIAIO"

Pabouas nmporpamma nepecMoTpeHa, 00cyxieHa u oo0peHa s ucrnoHeHus B 2024 - 2025  yueGHOM rogy Ha
3aceJaHun Ka(bez[pbl HNHocTpaHHBIX S3BIKOB
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Buzuposanue PIIJ] 1151 ucnioTHeHUsI B 04epeTHOM Y4eGHOM roay
"YTBEPXKJIAIO"

Pabouas mporpamma mepecMoTpeHa, oocykaeHa u ogoopena st ucronaeHust B 2026 - 2027 yaedHOM Tomy Ha
3acenanuu kadenpbl IHOCTpaHHBIX S3BIKOB
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BuzupoBanue PIIJ] n/s1 ucnosineHust B ouepegHOM y4eOHOM rogy
"YTBEPKJIAIO"

Pabouas mporpamMma nepecMoTpeHa, 00CykIeHa U ogoopeHa mis ucronHerust B 2027 - 2028 yyeOGHOM TOAy Ha
3aceqaHuu Kageapsl IHOCTpaHHBIX S3BIKOB

[Iporokon ot " " 2027 1. Ne_

3aB. kadenpoit KaH.Iea.HayK, ToueHT, JIisrako JI. 4. (moanuces)



PA3JIEJ 1. OPTAHU3AIIMOHHO-METOJJUYECKHIA

1.1. HEJIN TN CHUAITJINHBI

OCHOBHOI TENBI0 JAUCHUIUIMHB  «MHOCTpaHHBIA S3BIK  MPOGECCHOHAILHOW HANPABICHHOCTUY»  SIBIISCTCS
JaNbHElIIee pa3BuTHE yMeHUU 3S(Q(PEKTUBHO 00IIAThCS HAa WHOCTPAHHOM S3bIKE B NPOQPECCHOHAIBHOM,
aKaJeMHYECKOW U OBITOBOW cdepax, a HMEHHO: 00CYKIaTh Y4eOHbIC U MPO(EeCCHOHANBHBIE MTPOOJIEMbI; TOTOBUTh
MyOJIMYHBIC BBICTYIUICHUS Ha aHTJIMHACKOM SI3bIKE TI0 IIUPOKOMY KpPYry BOIPOCOB; HAXOIWTh HOBYIO TEKCTOBYIO,
rpaduyeckyro, aymaMo- H BUIACOMH(OPMAIIMIO, COACPKAIIYIOCS B HWHOCTPAHHBIX MCTOYHHUKAX;, IIHCATh
npo)ecCHOHAIbHBIE TEKCTBI M JOKYMEHTBI, BECTH JCIOBYIO TIICPEHHUCKY; IIEPECBOIUTh HHOS3BIYHBIC
npoheCcCHOHaIbHO HAITPABJICHHBIC TEKCTHI C aHTJIUMCKOTO S3bIKa HA PYCCKUH M HA00OPOT, MOJIB3YSCh JBYSI3bIYHBIMU
TEPMUHOJIOTMYECKUMU CIIOBAPSIMU, BJIEKTPOHHBIMU CJIOBAPSAMU U APYTHUMHU BO3MOXKHOCTSIMH, IIPENOCTABISIEMBIMUA
coppemMeHHbIMU UT

1.2. YYEBHBIE 3AIAYN TN CHUITJIMHBbI

B niporiecce n3ydeHus AUCHUTIIMHBI PEIIAIOTCS CIASAYIONIME OCHOBHBIC 3a]1a4uH:

- TIOBBIIICHWE MCXOJHOT'O YPOBHS BJIQJCHUS HWHOCTPAHHBIM S3BIKOM, JOCTUTHYTONO OOYYarOIIUMHUCS Ha
MPEIBIIYIIEM 3TaIe O0YUCHUS;

- OBJIaJIeHHE O0YYAIONIMMHCS YPOBHEM KOMMYHUKATHUBHON KOMIIETEHIIMH, KOTOPBIN MO3BOJISET PeliaTh COIMAILHO-
KOMMYHUKATHUBHBIC 3a/laud B Pa3IMYHBIX 00JacCTSIX MPOPECCHOHANBHON, HAayuHOW, aKaJeMUYECKOW M COIHO-
KYJIbTYpHOU chepax OOIIeHus;

- pasBuTHE y OOYYAIOUIMXCSAd YMEHHHM CaMOCTOSTEIbHO NIpUOOpeTaTh 3HAHHS, HEOOXOAUMBIC [UIS pEIICHUS
KOMMYHHKATHUBHBIX 33]1a4;

- pa3BUTHE KOTHUTHBHBIX YMEHUH 00YJarOIINXCs, PACIIMPEHNE BOZMOKHOCTEN )1 y4eOHOM aBTOHOMHUH, PAa3BUTHE
crocobHoCcTEl K caM000pa30BaHHUIO;

- pa3BUTHE YMEHHI padOTaTh C MYJIbTHMEAMMHBIMH MPOrPaMMaMH, 3JIEKTPOHHBIMH CJIOBApSIMH, WHOS3BIUHBIMH
pecypcamu cetr IHTepHET, paciiMpeHrue Kpyro3opa 1 MoBbllieHHe HH()OPMAIMOHHON KYJIBTYPhI CTY/ICHTOB;

- paclIMpeHue CIOBApHOro 3amaca ¥ (popMHUpOBaHHE TEPMHUHOJOTHUYECKOrO armapara Ha WHOCTPAHHOM S3bIKE B
npoh)eCcCHOHaIBHON M HayYHOU cepax AesiTeIbHOCTH;

- BOCIIUTaHHE TOJIEPAHTHOCTH M YBAXKEHUS K JTyXOBHBIM IIEHHOCTSIM Pa3HBIX CTPaH M HAPOJIOB.

1.3. MECTO JUCHUILIAHBI B CTPYKTYPE OCHOBHOM OBPA30OBATEJBLHOMN ITPOTPAMMBI

Huxn (paszer) OITOIT BO: [51.B.J1B.01

1.3.1. Jucyunnuna "/lenosou unocmpannoiil a3vik" onupaemces na credyrowue anemenmot OO BO:

WHocTpaHHbIH A3bIK TpodecCHOHaTbHON HAIPaBICHHOCTH

Ucropust u punocodust Hayku

1.3.2. Jlucyunauna "/]enosoii unocmpanuwiii A36ik”  evicmynaem onopou O0isi CIeOVIOWUX 3JIeMeHmMO8:

Brenpenune xopnopatuBHBIX HH(G)OPMAIMIOHHBIX CHCTEM Ha 0a3€ THIIOBBIX IPOSKTHBIX PElIeHHH

1.4. PE3YJIbTATBI OCBOEHUSA U CHUITJIMHBI:

VK-4.2: Ocywecmensem 0en08y10 KOMMYHUKAYUIO HA UHOCTNPAHHOM SI3bIKe 8 YCIMHOU U RUCbMEHHOU (hopMax

3HAaTh:

YPOBEHL 1] HWHOA3BIYHYIO JICKCUKY U TCPMHWHOJIOTUIO JIA YH9aCTHA B JUCKYCCHAX U

R I Y ~

YpoBeHb 2 |- MHOSA3BIUHYIO JIGKCUKY H  TEPMUHOJIOTHIO JUISl YYACTHS B JUCKYCCHSX U
poheCcCHOHAITBHOM OOIICHUH
- PETUCTPBI OPHUIMATBHOTO U HEODUITHATLHOTO OOIICHUS,

YpoBenb 3 (- UHOSIBBIYHYIO JIEKCUKY U TEPMUHOJIOTHIO JUIS Y4aCTHUS B JUCKYCCHUSIX U
npodeccruoHalIbHOM OOIIEHUN

- perucTpbl OPHUIMATHEHOTO U HEOPHUIIMATEHOTO OOIIEHUS,
- 0c00EHHOCTH MyOIMYHBIX BBICTYIUIEHUN U TIPUEMBI BEJICHUS JUCKYCCHIl Ha
npodeccuoHalbHbBIE TEMBI.

VYMeTh:

YPOBeHb 1]- y6e>1<z[aTL, HacTauBaTh Ha CBOEH IIO3UIIMH, OOBSICHATH CBOIO TOYKY 3pCHUSA HAa NTHOCTPAHHOM
A3LIKE ¢ HMCIOIL30BAHNEM Ip0oMhecCHOHATRHON TEKCUKHN U TEDMUHOIOTUI

Yposens 2 (- yOexx1aTh, HACTAMBAThH HAa CBOEH MO3UIMHU, OOBSCHITH CBOIO TOUKY 3pEHHSI HA HHOCTPAHHOM
SI3BIKE C  MCIOJIb30BaHHEM MPO(ECCHOHANBHOMN JIEKCUKU ¥ TEPMUHOJIOTHH
- BECTH IIPO(ecCHOHATBHYIO TUCKYCCHIO;

Yposenb 3 |- yOexaaTh, HACTaUBATh HA CBOEH MO3UIINHU, OOBSICHAITH CBOIO TOUKY 3pEHUSI HA MHOCTPAaHHOM




Bnanern:

Yposensb 1

- crioco0amMu BEICHUS TUCKYCCUU Ha TTPO(HEeCCHOHATLHBIC TEMbI HHOCTPAHHOM SI3BIKE

Yposens 2

- croco0aMu BeJICHHS TUCKYCCHH Ha TIPO(PECCHOHATIBHBIC TEMbI HHOCTPAHHOM SI3bIKE
- (bYHKI_[I/IOHaJIbeIM SA3BIKOM JIA apryMCHTAlMU, YMCHUSAMUA OTCTOATH CBOIO TOUKY 3pCHUA,
yOexaarh u T.J.

Yposens 3

criocobamu BeJieHUs OeceIbl U AUCKYCCHH Ha MHOCTPAHHOM SI3bIKE

- (bYHKIII/IOHaJH)HI)IM SA3BIKOM JIA apryMCHTAlU, YMCHHA OTCTOATH CBOXO TOYKY 3pCHUA,
yOeX1aTh U T.1.

- CITIOCOOHOCTSIMU aHAJM3UPOBATH MPOCITYIIAHHYIO HH(POPMALIMIO 1 BBIABUTaTh UCH,
TIPEIOKEHUS

1.4. PE3YJIBTATBI OCBOEHUW S JUCHUIIJINHbI:

VK-4.3: Hcnonvzyem unghopmayuonHO-KOMMYHUKAYUOHHbIE MEXHOL02UU NPU NOUCKe He0OX00UMOU uHopmayuu 8
npoyecce peuenus CMmaHOapmublx KOMMYHUKAMUBHBIX 3a0ay

3HaTh:
VYpoBenb 1 |- ocobeHHOCTH PabOTHI C MHOSA3BIYHBIMU OHJIAIH CIIOBAPSIMU M CITPABOYHBIMHU PECYPCAMU;
YpoBeHb 2 |- 0cOOEHHOCTH PabOTHI C HHOS3BIYHBIMU OHJIAIH CIIOBAPSIMH U CIIPABOYHBIMHU PECYPCAMU;
- 3HA€T OCHOBHBIC q)OpMaTBI IIHUCBbMCHHBIX TCEKCTOB: JICJIOBBIX IINCEM, aHHOTaHHfI, pe@epaTOB,
cTaTel, cce
YpoBenb 3 |- 0cOOEHHOCTH PabOTHI C HHOA3BIYHBIMU OHJIAIH CIIOBAPSIMU U CITPABOYHBIMU PECYPCAMU;
- 3HA€T OCHOBHBIC (1)0pMaTBI IIMCBMCHHBIX TCKCTOB: JICJIOBBIX ITUCEM, aHHOTaHI/Iﬁ, peq)epaTOB,
craTei, scce
- CIocoObl W TPHEMbl PENAKTHPOBAHUS WHOS3BIYHBIX TEKCTOB C HCIIONB30BAHUEM JBYS3BIYHBIX,
TOJIKOBBIX CIIOBAapel, CIPAaBOYHHUKOB, BKIIIOYAsl COBPEMEHHbBIE OHJIAMH TEXHOJIOTHH.
YMeTh:
YpoBeHb 1 |- mepeBOANTh ¢ HHOCTPAHHOTO SI3bIKAa HAa PYCCKUW MpodeccCHOoHaIbHBIE TEKCTH C MCIIOIB30BAaHUEM
JBYS3BIYHBIX M TOJKOBBIX CJIOBapeii;
YpoBeHb 2 |- MEPEBOANTH C WHOCTPAHHOTO SI3bIKA HA PYCCKHI C HCIIONB30BAHUEM JBYSI3BIYHBIX W TOJIKOBBIX
cJoBapeu;
- pemakThpoBaTh MPO(ECCHOHATBHBIE TEKCTHI (JIETOBYIO TOKYMEHTAIMIO, TE3WCHI, CTAThH) Ha
WHOCTPAHHOM SI3BIKE C YIETOM X dhopmaTa.
YpoBeHb 3 |- MEPEBOANTH C WHOCTPAHHOTO SI3bIKA HA PYCCKHM C HMCIIONB30BAHWEM JBYSI3BIYHBIX U TOJIKOBBIX
cJoBapeu;
- pemakTHpoBaTh MPOPECCHOHAIBHBIE TEKCTHI (CTaThH, 0030pHI HA TPO(ECCHOHATBHOMN, HAYIHOH 1
aKaJeMHYeCKOW HaIPaBIEHHOCTH) HA HHOCTPAHHOM S3bIKE C y4eToM uX (popmara.
- mmcath NPOPEecCHOHATBFHO HAMpaBIEHHBIE TEKCTHI (JENOBble MHChbMa, TE3WCHI, CTAaThH) Ha
WHOCTDAHHOM S3BIKE C VIETOM X hopmaTa.
Bnaners:
YpoBenb 1 |- A3bIKOBBIMH YMEHHMSMHU II€peBOAa NPO(ECCHOHAIBHO HANPABIECHHBIX TEKCTOB C HWHOCTPAHHOTO
YpoBeHb 2 |- SI3BIKOBBIMM YMEHHMSMH IJIsl TIEPEBOJA C HWHOCTPAHHOTO f3bIKAa HAa PYCCKUH M C PYCCKOrO Ha
WHOCTPAHHBIHN 33/JaHHBIX MPO(ECCHOHATHHBIX TEKCTOB;
- aHAJM3WPOBATh COAEP)KAHNE MHOS3BIYHBIX TEKCTOB U U3BIIEKaTh HEOOXOIUMYIO HH(OPMAITUIO JIIIs
BBITIOJTHEHHUS ONPEJIIEHHBIX 3aIaHHH
YpoBeHb 3 |- SI3BIKOBBIMM YMEHHMSIMH IJIsl TIEPEBOJAa C HMHOCTPAHHOTO f3bIKa HAa PYCCKUH M C PYCCKOro Ha

WHOCTPaHHBIH 33/IaHHBIX MPO(ECCHOHATHHBIX TEKCTOB;
- yMeTh TONB30BaThcd HWH(GOPMAIIMOHHBIMU pecypcamMu Ui paOOThI C
HaIpaBJIEHHBIMM _TeKcTaMmu ( IIOMCK, aHAJIN3, PEAKTUPOBAHNE, HANMCAHUE).

npodecCHOHAIEHO

B pesynomame oceoenuna Oucyunaunnt ""/lenoeoi unocmpanuslil A36lk’  odyuaowuiica 00ncen:

3.1[3uark:

- UHOA3BIYHYIO JICKCUKY U TCPMUHOJIOTUIO JJId Y4aCTUA B IUCKYCCUAX U HpO(beCCI/IOHaJ'ILHOM O6H_ICHI/II/I

- PCruCTphI Oq)HHHaHLHOFO nu HeO(l)I/ILII/IaJ'IBHOFO 06H_IeHI/I$I,

- 0COOEHHOCTHU HY6HI/ILIHLIX BLICTyHJ'IeHI/Iﬁ " IpUCMBbI BEACHUSA I[I/ICKYCCI/Ifl Ha HpO(l)eCCI/IOHaJ'ILHLIC TCMBI.

- 0COOEHHOCTHU pa6OTBI C MHOSI3BIYHBIMU OHJIAMH CJIOBApPSIMU U CIIPABOYHBIMU pECypCaMU;




- 3Ha€T OCHOBHBLIC q)OpMaTI)I INHUCbMCHHBIX TCKCTOB: OCIOBBIX ITHCEM, aHHOTaHPIﬁ, pe(bepaTOB, CTaTCI\/'I, 9CCe

- CIIOCOOBI U MPpUEMBI pCAAKTUPOBAHUA MHOA3BIYHBIX TEKCTOB C UCIIOJIB30BAHUCM JBYA3bIYHBIX, TOJIKOBBIX
CJ'IOBapefI, CIIPaBOYHUKOB, BKJIIOYasA COBPEMCHHLIC OHJIAaMiH TEXHOJIOTUH.

3.2|¥Ymern:

- OCYILICCTBJIATH Hy6J'H/I‘{HI>Ie BBICTYIUICHHA B IIpEACiIax HpO(l)eCCI/IOHaJ'H)HOI\/’I TEMATHKHU

- YUUTBHIBATH COLIMOKYJIBTYPHBIC OCO6CHHOCTI/I O6HICHI/IH, HCIIOJIB30BaTh COOTBETCTBYIOUIUC A3BIKOBLIC
CpEICTBa OOLICHMSI.

- IEPCBOAUTHL C MHOCTPAHHOI'O A3bIKa Ha pyCCKI/Iﬁ C UCIIOJIBb30BAHUEM ABYA3SBIYHBIX U TOJKOBBIX CJ'IOBapCI\/'I;

- PeNaKTHPOBAaTh MPOQPECCHOHAIBLHBIC TEKCTHI (CTaThbH, 0030pbHI Ha MpodeccHoHAIbHON, HAYYHOH U
aKaJeMUYCCKOW HAIPaBJICHHOCTH) Ha HHOCTPAHHOM SI3bIKE C yueToM uX (opmara.

- IIMCaThb HpO(beCCI/IOHaJ'H)HO HaIlpaBJICHHBIC TEKCThBI (ILCJ'IOBI)IG nucbMa, TC3UCHI, CTaT])I/I) Ha UHOCTpaHHOM
SI3BIKE C YYETOM X (hopMmaTa.

3.3|Baagern:

- crioco0aMu BesieHHsI Oece/ibl U UCKYCCUU Ha MHOCTPAHHOM SI3bIKE

- q)YHKHI/IOHaHBHBIM SA3BIKOM JIA apryMEeHTalluu, YMCHUSA OTCTOATH CBOIO TOYKY 3pCHUA, y6e>1<aaTI) nT.Ao.

- CIIOCOOHOCTSAMH aHAJTM3UPOBATH MPOCIYIIAHHYI0 HHPOPMAIIUIO U BBIBUTATH UJICH, IPEAIOKECHUS

- SI3bIKOBBIMM YMEHUSMM JUISl IEPEBOA C MHOCTPAHHOIO S13bIKA HA PYCCKUI U C PYCCKOI0 Ha MHOCTPAHHBIN
3aIlaHHBIX MPO(ecCHOHaTHHBIX TEKCTOB;

- YMETh MTOJIb30BaTHCS NH(POPMALIMOHHBIME PECypcaMH JJIsl paboThl ¢ MpohecCHOHANBHO HAIIPAaBICHHBIMHU
TeKkcTamu ( TOWCK, aHAJIN3, PEAAKTHPOBAHNE, HAIMCAHHE).

1.5. ®OPMbI KOHTPOJISA

Tekyluii KOHTPOJIb YCIEBAEMOCTH IO3BOJIIET OLEHHUTh YPOBEHb CHOPMHUPOBAHHOCTH 3JIEMEHTOB KOMIIETECHIIUH
(3HaHWNA, YMEHWH W TPUOOPETCHHBIX HABBIKOB), KOMIICTCHIIMH C IOCIEIYIOIMM OOBLECAMHEHHUEM OIICHOK H
MIPOBOIUTCS B (pOPME: YCTHOI'O OMPOCa Ha JICKIHOHHBIX U CEMHHAPCKUX/TIPAKTUYECKUX 3aHATUAX ((HPOHTAILHBIM,
WHIIWBHUTyaJIbHBIN, KOMIUICKCHBIN), MICHMEHHON IMPOBEPKH (TECTOBBIC 3aJaHWs, KOHTPOJIb 3HAHWU IO pasiely,
CUTYaIIMOHHBIX 3aIaHU{ U T.I1.), OLICHKH aKTUBHOCTH Pa0OTHI 00Yy4aromIerocs Ha 3aHSATHH, BKIIOYAS 3aTaHUs JJIs
CaMOCTOSITEILHOM PAaOOTEL.

Hpomeofcymouuaﬂ ammecmauus

PeaynbTaThl TeKymiero KOHTPONISE W MPOMEKYTOUHOW aTTecTaliuu (HOPMHPYIOT PEHTHHTOBYIO OIEHKY pPabOTHI
cryaenTa. Pacnpenenenue 6amuioB npu (GOpMUPOBAHUN PEHTUHTOBOM OIEHKH pabOThI CTYJICHTA OCYIIECTBIISICTCS B
COOTBETCTBHH C ACHCTBYIOIINM JIOKAJTHHBIM HOPMATUBHBIM akToM. [lo mucrmmmHe "JlemoBoit MHOCTpaHHBIH
SI3BIK" BUJIOM IPOMEXYTOUYHOW aTTECTALINHY SBISIETCS _3aueT

PA3JEJI 2. COAEP KAHUE JUCHHUIIJIMHBI

2.1. TPYTOEMKOCTb OCBOEHU JTUCHUIIJIMHBI

OO0mast Tpymo€MKOCTh MUCHUIUIMHBL "JleoBOil WHOCTpaHHBIN S3BIK" cOocTaBiser 3 3a4éTHhie equHUIB], 108
YacoB.

KommuectBo dacoB, BBIIENSEMBIX Ha KOHTAKTHYIO pabOTy C TMperojaBaTeneM W CaMOCTOATEIhHYI0 paboTy
00YYaIOIIErocsl, ONpeaesiercs: Y4eOHbIM IIaHOM.

2.2. COOJEP/KAHUE PA3JEJIOB JTNCHUITJIMHBI

HaumenoBanue pa3nesioB u TeM /Buj 3ausatus/ | Cemectp /| YacoB | Komnerten- | Jluteparypa | Uute | IIpumeuanue
Kype 197071 PAaKT.
Pazpnen 1. Pazgen 1. Ileperoopni
Tema 1.1 Tema 1.1 Ileperosopsl. OcHOBHBIE 3 10 YK-4.2 JI1.1J11.2 |21 32
Hounstus /Tlp/ J2.1
JI2.2J13. 1
Tema 1.1 IleperoBopsl. OCHOBHBIE 3 16 YK-4.2 J1.1J11.2 |31 22
MIOHSITHUS J2.1
JI2.2J13. 1




/Cp/

Tema 1.2. TIpodeccuonanpHbIe KauecTBa 3 10 YK-4.2 JI1.1J11.2 |21 22
reperoBopukoB. MHadopmanmonHas YK-4.3 JI2.1
nojepkka neperosopos /I1p/ JI2.2J13. 1

Tema 1.2. [IpodeccuonanpHbIe KauecTBa 3 18 YK-4.2 JI1.1J11.2 |31 22
neperoBopuuKkoB. MHadopManmonHas YK-4.3 J12.1
nojiep>kka neperopopos /Cp/ JI2.2J13. 1

Paznen 2. Paznes 2. KoHTpakThl

Tema 2.1. KoaTpakTt o npogaxe. I3k 3 10 YK-4.2 JI1.1J11.2 |31 92
KOHTpakToB. [IporpamMuoe obecnieuenue /I1p/ YK-4.3 J2.1

J12.2713. 1
Tema 2.1. KoaTpakTt o nmpoxaxe. S35k 3 16 YK-4.2 JI1.1J11.2 |21 22
KOHTpakToB. [IporpamMmmuoe obecrieuerue /Cp/ YK-4.3 J2.1

J12.2713. 1
Tema 2.2. YacTn KOHTPAKTOB. 3 10 VK-4.2 JI1.1J11.2 |21 932
IlepeBos kouTpakroB /I1p/ VK-4.3 J2.1

J12.2713. 1
Tema 2.2. YacTn KOHTPAKTOB. 3 16 VK-4.2 JI1.1J11.2 |21 932
IlepeBoa koutpakToB /Cp/ VK-4.3 J2.1

J12.2713. 1
Koncynbranus /Kouc/ 3 2

PA3JIEJI 3. OBPA3OBATEJIBHBIE TEXHOJIOI'MHA

1. KorrekcrHoe 00y4ueHme — oOydeHue B KOHTEKCTe podeccru (pean3yercs B y9eOHBIX 3a/IaHUSX, YIUTHIBAIOIIIX
cequ$uKy HalpaBjiIeHUs] U NpOoQus MOATOTOBKU), GOPMUPYETCS MOTHBALMS 00y4JaIOIIMXCs K YCBOCHHIO 3HAHHUN
MyTEM BBISIBIICHUS CBS3€H MEXKIy KOHKPETHBIM 3HAaHHEM H €ro MPUMEHEHUEM.

2. TexHOMOrus HMHTEPAKTUBHOro oOyueHHs (peanusyercss B ¢opMe y4deOHBIX 3aJaHWi, NPearosararonx
B3aMMOJECHUCTBHE 00YUarOIINXCsl, UCIONb30BaHUE aKTUBHBIX ()OpM OOpaTHOM CBA3N).

3. TexHosorus 3MeKTPOHHOr0 0OyueHus (peanu3yercs Ipy MOMOIIM JIEKTPOHHOH oOpasoBartenbHOl cpensl ['OY
BIIO «/IoHAYul'C» 1 npu ncnons3oBanuu pecypcos ObC, npu npoBeeHnr aBTOMaTU3UPOBAHHOIO TECTUPOBAHUS
T 1.).

4. IlpobnemHoe OOyueHHE — CTHUMYJIMpPOBaHHE OOYYAIOIIMXCS K CAMOCTOSITEIBHOMY NPHOOPETEHUIO 3HaHU,
HEOOXOMMBIX /sl pelIeHUs] KOHKPETHON POOIJIEMBI.

5. IIpoexTHas TEXHONOTHsI — MHAMBUAYaJbHAs WM KOJNJIEKTHBHAS JEATEIBbHOCTH MO OTOOpY, paclpeneieHHI0 U
CHCTEMaTH3allui MaTepHaa 1o ONpeeNIeHHON TEME, B PE3YIbTaTe KOTOPOIl COCTABIISAETCS MPOEKT.

MOTI/IBaLII/IH 06yan0mec;1 K YCBOCHHIO 3HAHUH MYyTEM BbIABJICHUSA CBsI3el MCKY KOHKPCTHBIM 3HAHHUEM U €T'0




MIPUMEHEHUEM.

O6pasoBaTenbHas ACITEIBHOCTh, HANIPABJICHHAsT HA Pa3BUTHE Y  OOYYaroIIMXCS PasyMHOT0, pedieKCUBHOTO
MBILICHHUS, CTIOCOOHOT'O BBIIBUHYTH HOBBIC U/ICH U YBUJETH HOBBIE BO3MOKHOCTH.

CtumynupoBaHue OOYYaIOUIMXCS K CaMOCTOATENFHOMY NPHOOPETEHHIO 3HAHWN, HEOOXOIUMBIX JUIS PeLIeHUs
KOHKPETHOH MPOOIEeMBI.

BeicTpanBanue 00ydYalOmMMHUCS COOCTBEHHOH 00pa3oBaTenbHONW TpPAaeKTOPHUM Ha OCHOBE (OPMHUpPOBAHHUU
WHAWBUAYaIbHON 00pa30BaTeNbHON IPOrpaMMBbI C YI€TOM HHTEpeca 00yJaromerocs.

Uzyuenne o0y4aronmMucsi HOBOro MaTepHraa 0 ero U3y4eHHsl B X0/ ayIUTOPHBIX 3aHITHH.

Hcnonp3oBaHue 3HaHWH W3 pa3HBIX 00NacTel, WX TPYNIUPOBKA U KOHIIEHTPAIMs B KOHTEKCTE pelraeMoi 3a/1auH.
AKTHBH3AIMS [TO3HABATENLHON AEATEIHLHOCTH OOYyYaloIIerocs 3a CUeT acCOLHUallMd WX COOCTBEHHOI'O OIbITa C
MpeAMETOM 00yJeHHSI.

AyIMOTEXHOIOTHH, BUJEOTEXHOJOTHH (TElIEKOMMYHMKAIMM), KOMIIBIOTEpHbIE MporpaMMmel. IIpeumymiectBa u
BO3MOKHOCTH HCIIOJIb30BaHUSI HMH(POPMALMOHHBIX TEXHOJIOTHA B 0Oy4eHUH Hs (MPOQHUIBHBIE MPOrPaMMBI,
KOMITBIOTEpHBIE MOPTaJIbl, IIOKCK, OTOOpP, 00paboTKa U XpaHeHue HHHOPMAIIMU, MEKKYIBTYpHasT KOMMYHUKAIHS H
T.1.)

OOyueHure B 3JEKTPOHHON 00pa30BaTEIbHON cpelie ¢ LENbIo PacIupeHus 0CTyNa K 00pa3oBaTelbHBIM pecypcam
(TeopeTnvecKu K HeOrpaHUYEHHOMY O00BEMY M CKOPOCTH JIOCTYIA), YBEITUYEHHUS KOHTAKTHOT'O B3aUMOJICHCTBUS C
MIperoiaBaTeneM, IOCTPOEHUS WHAMBHIYAJbHBIX TPAEKTOPHI TOATOTOBKM M OOBEKTHBHOIO KOHTPOIS |
MOHUTOPHUHTA 3HAHUI 00yUYaOIINXCSl.

PA3JEJ 4. YHEBHO-METOANYECKOE U MATEPUAJIBHO-TEXHUYECKOE
OBECHHEYEHUE JUCHUIIJIMHBI

4.1. Pexomenayemas JuTeparypa

1. OcHoBHAas JuTepaTypa

ABTOpBI, COCTaBUTENHN 3ariaBue W3narenscTBO, roj
JI1.1 |Homorpanckas-Mopckas,| How to negotiate in English = Jlenooit maoctparssii| [ OY BIIO «JIOHAYHUI Cy,
H.A. SBBIK ;.  y4eOHO-METOANIECKOE TTOCOOHE st 2021

oOygaromuxcs 2 Kypca 00pa3oBaTeIbHON MTPOrPaMMBI
MarucTpaTyphl HampasjieHus moaroroBku 09.04.03
«[IpukianHas nHGOPMATHKAY OYHOM / 3a04HOU (OpM
o0yuenus / Munobpuayku JITHP, TOY BIIO
«IOHAYUI'Cy», Kadenpa HHOCTPaHHBIX SI3BIKOB  —
Honenk : I'OY BIIO «/ IOHAYUI'C», 2021. (107 ¢).

JI1.2 |Unpuenko, JI. T'. JIstuxo, | English for IT Students = AHruiickuii A36IK 11 IOy BIIO

JLAL CICHHATUCTOB B chepe HHPOPMAIIMOHHBIX "TOHAYUI'C",
TEXHOJIOTHH y4eOHO-MeToauueckoe nocodue mo  |2020
JIMCLHUILIMHE

«MHOCTpaHHBIH SI3BIK PO ECCHOHATEHOM
HaIpaBIeHHOCTH» AJsl oOyyaromuxcs 1-ro
Kypca 00pa30BaTeIbHOI MporpaMmbl
MarucTpaTyphl HalpaBJIeHHUs IOATOTOBKU
09.04.03. «IIpuxmagHasuabOpMATAKAY
OYHOI / 3204HOM (hopM 00yIeHHs
Munobpuayku IHP, 'OY BIIO
«JOHAYUI'C», Kadenpa nHOCTpaHHBIX
s361IKOB — JloHenk : (269 c.)

2. lonosiHuTEIbHAS JIMTEPATypa

ABTOpBI, COCTABUTEIHU 3arnaBue M3natenbcTBO, O
JI2.1 | Ckaukosa, E. A. Business English: yue6roe mocobue (201 c.) Yensounck, Capatos :
IOxHo-Y pansckuit
WHCTHUTYT

yIpaBJICHUS U
sKoHOoMUKH, Al ITn
Op Menua, 2019

J12.2 | Hon-Muens, bon Kind regards: nenoBas nepenucka Ha aHIIMHCKOM | MocKBa : AJbIIMHA
SI3BIKE [Mabmumep, 2019

3. Meroguyeckue pa3paboTKu

| ABTOpBI, COCTaBUTCIIN | 3arnaBue | I/I3I[aTCJ'H>CTBO, rog




JI3.1 |HWnbuenko, JI.T. HHOCTpaHHBIN S3bIK PO eCCHOHATBHON oy BIIO

JIbruxo, JI. 5. HalpaBJICHHOCTH: MeToauyeckue pekoMenaammu mo [« JOHAYHUI'Cy, 2023
OpraHu3alMy CAMOCTOSITEIBHON paOOThI ISt
oOyuarormxcs 1-ro kypca 00pa3oBaTenbHON
MPOrPaMMbIMArHCTPATYPhI HAIIPABICHHSI
noaroroBku 09.04.03

«[Tpuknaanas uadopmaTtrka» o4HOH / 3204HON GopM
oboyuenus (51 c.)

4.2. IlepeyeHb pecypcoB
HHG(OPMANMOHHO-TEJIeKOMMYHMKAIIMOHHOH cetn "MHTepHET"

51 http://www.learn-english-today.com/news/news.html http://www.learn-english-
[Dnexkrponnslii pecype] (nata obpamenus: 12.10.2022) today.com/news/news.html

http://economics-online.org/theoreninternational.htm (mata

22 |oGpamenus: 12.10.2022) http://economics-

online.org/theoreninternational.htm

4.3. IlepeueHb NPOrpaMMHOro odecrevYeHust

JluneH3noHHOEe M CBOOOJHO pACIpPOCTpaHsSEMOE TPOrpaMMHOE OOEecCreyeHHe, B TOM YHCIE OTEYECTBEHHOIO
TIPOM3BOJICTBA:

JInmeH3noHHOE ¥ CBOOOZAHO pacIpOCTpaHIEMOe MPOrPAMMHOE O0OECTIEYeHHE, B TOM YK CIIE

OTEYECTBEHHOTO NMPOM3BOCTBRA:

1. Ucnonp3oBanmue amekTpoHHBIX npe3eHTanuid PPS u PPP Ha 37eKTpOHHBIX HOCHTENAX U 00ydeHHH;

2. IIpoBepka mOMaNIHUX 33JIJaHUHI U KOHCYJIBTUPOBAHUE TIOCPEIACTBOM 3JIEKTPOHHOMN TOYTHI,

3. [IpoBeneHre AUCTAaHIIMOHHBIX 3aHATHI mocpeacTBoM ceprco ZOOM u Skype

4. Mynerumenuitaeie nporpammbl: Windows Media Player,Microsoft Power Point

5. IImardhopma MOODLE

6. MynpTEMEUHBIE 00YJaIONTHEe TPOTPAMMEL:

Bridge to English. Aurmo-pycckuii roBopsmmii cinoBapb. OO0 «SI3bikoBoii OusHec-1eHTp «MHTeHe». 2007.
http://www.lexicool.com/russian-dictionary-translation.asp - Pyccko-aHrimiicknii mepeBoJ OHJIAMH, CIOBapu H

pecypcesl

4.4. llpodeccnonanbHbie 6a3b1 JTAHHBIX 1 MHHOPMAIMOHHBbIE CIPABOYHBIE CHCTEMBI

1. DrexTpoHHBIi citoBaps : [caiit] / Multitran . — URL : https://www.multitran.com/

2. Oxford Learners’ Dictionary : Browse Dictionaries & Grammar : [caiiT] / Oxford University Press is a department
of the University of Oxford. - URL : https://www.oxfordlearnersdictionaries.com/

3. Onuaitn cnoBapb-niepeBomuuk : [caiit] / ABBY Lingvo Live . — URL : https://www.lingvolive.com/en-us/en-ru
4. http:/ffilolingvia.com/publ/90

CoBeThI TICHXOJIOTOB 10 U3YYCHHIO aHTIIMHCKOTO S3bIKA - KATAJIOT cTaTel

5. http://www.lexicool.com/russian-dictionary-translation.asp - Pyccko-aHTTIHICKHIA TTEPEBO OHJIAMH, CIIOBApH U
pecypcsrl http://www.alleng.ru/english/engl.htm

6. YdeOHbIe MaTepHAaIIbI 110 AHTITUHCKOMY SI3BIKY, CCHUIKH Ha Y4eOHBIE CAWTHI, OMOIMOTEKH U CIIPABOYHHUKH, OaHKH U
KOJIIEKIINHU pedepaToB, KypcoBhIX U mp.http://adelanta.info

4.5. MaTepuaJbHO-TEXHHYECKO€E 00ecneyeHne T CIUIIIHHbI

1. YuebHas ayqutopus Ajisl IPOBEAEHUS 3aHATUH MPAKTHYECKOrO THIIA, TPYHIIOBBIX M KOHCYJIbTAllMH, TEKYILEro
KOHTPOIIS U IPOMEXyTouHOM aTTectanuu: Ne 604 yuebnsrit kopmyc Ne 1; No709 yueOHbIif kopiryc Nel.

— KOMIUIEKT MYJIbTUMEIUHHOrO 00OpyIOBaHUS: HOYTOYK, MYJbTHUMEIUHHBIA TNPOEKTOP, OSKPaH;
Crenranu3upoBaHHas MeOenb: pabodee MeCTO TNpenojaBarens, paboune Mecta oOydarommuxcs (96, 20),
cranmoHapHas nocka, Windows 8.1 Professional x86/64 (akamemuueckas mnoammcka DreamSpark Premium),
LibreOffice 4.3.2.2 (munen3us GNU LGPL v3+ u MPL2.0).

2. llomemeHust IS CaMOCTOSTENEHOW pPaOOTHI C BO3MOXKHOCTHIO TOAKIIOUeHHs K cern "UHTep-Her"
obecrieueHNeM JOCTYNa B 3JIEKTPOHHYIO MH(OPMALMOHHO 00pa30BaTENbHYIO Cpely OpraHM3a-LUHU: YUTaJbHbIE
3a1bl, yueOHbIe Koprryca 1, 6. Anpec: 1. JloHenk, yn. YemrockunieB 163a, r. Jlonenk, yi. Aprema 94.




3. KoMmnbroTepHasi TeXHHKa C BO3MOKHOCTBIO TOJAKITIOUCHHUSI K ceTH «MHTepHET» M OoOeclieueHHueM JOCTyna B
3NIEKTPOHHYIO HMH(OPMAIMOHHO-00pa3zoBaTenbHy0 cpeny (QUMOC T'OY BIIO JIOHAYUI'C) u 31eKTpOHHO-
oubauoreunyto cucremy (OB5C IPRbooks), a Tarke BO3MOKHOCTBIO HHIMBHYaIbHOTO HEOTPAaHHYCHHOTO JJOCTYIIA
obyuarommxcst B ObC u QUOC nocpenctsom Wi-Fi ¢ mepconanbHBIX MO-OMIIBHBIX YCTPOKCTB.

4. Ceprep: AMD FX 8320/32Gb(4x8Gb)/4Tb(2x2Tb). Ha cepBepe ycraHOBJIEHA CBOOOJHO pPAcCIpOCTpa-HsieMas
onepanuonHas cuctemMa DEBIAN 10. MS Windows 8.1 (JIumneHsnoHHasi BepcHs ONEPAalMOHHOW CHCTEMBI
MOATBEpP)KICHA cepTUHUKaTaMu MOJTMHHOCTH cucteMbl Windows Ha kopmyce IIK ), MS Win-dows XP
(HI/IHGH3I/IOHH3$1 BEpCHUA OHCpaHHOHHOﬁ CUCTEMbI IMOATBEPIKACHA CCpTI/I(bI/IKaTaMI/I INOAJIMHHO-CTU CHCTEMBI
Windows Ha kopnyce [IK ), MS Windows 7 (JIulieH3uoHHas BepCHs ONEPAIMOHHON CHUC-TEMBI MOATBEPIKICHA
cepruduratamu momnmHHOCTH cucteMbl Windows Ha kopmyce IIK ), MS Office 2007 Russian OLP NL AE
(munen3uu Microsoft Ne 42638778, Ne 44250460), MS Office 2010 Russian (suniensun Microsoft Ne 47556582, Ne

PA3JIEJI 5. POHJ1 OHEHOYHbIX CPEJICTB

5.1. KoHTpoOJILHBIE BONIPOCHI M 32TaHUS

KoHTposibHbIE BOMPOCHI JJIS IPOBEICHUS TEKYIIIEro KOHTPOJIS:
Tema 1.1. IleperoBopsl. OCHOBHBIC TOHSITHUS

1. Successful negotiators — who are they?

2. What are the different styles of negotiating?

3. What are the advantages of multimedia during negotiations?

4. How do computers help us do business?

5. How does the Web influence the business world?

6. How important are personal relationships in business?

7. What problems should a person solve to be prepared for a negotiation?

Tema 1.2. TlpodheccronasbHbIe Ka4ecTBa MpecTaBUTENeH KOMIIAaHHA, BEyINX reperoBopsl. MHopmannonnas
mojytep kKa meperoBopos. 1. What questions are usually asked during a negotiation?

2. What makes a good negotiator?

3. Name some types of devices that use ‘computers on a chip’.

4. What are the benefits of using computers when you negotiate a deal?

5. What benefits do people expect from work?

6. Are material and moral aspects equal for them?

7. What type of communication at work would be suitable for employees?

Tema 2.1. KoaTpakr o nmpogake. Hactn KoHTpakTa. S3bIk KOHTpakToB. [IporpamMMuoe obecrieuenue. 1.
What stages of preparation should a candidate come through?

2. What does a computer system which supports a negotiation consist of?

3. Sales contract.

4. Parts of the contract.

5. Ways to overcome crisis situations during a negotiation.

6. How can social nets be used for doing business?

5.2. Tembl NUCbMEHHBIX PadOT

1. Business ethics and IT.

2. What do you understand by the term 'business ethics'?

3. Can you think of any companies or business which would be considered ethical or unethical? Which ones and
why?

4. If you received a very good salary would you be prepared to work for a tobacco company or for a company which
damaged the environment?

5. What would you do if you discovered that your company was stealing vast amounts of client or government
money?

6. Is making money the only thing a company should be concerned about? If not, what else should companies be
concerned about?

7. Companies and Information Technology.

8. Is there a particular company you would like to be a part of? Why?

9. Is there a particular company you would definitely not want to be a part of? Why?

10. Would you prefer to work in a large international company or a small local company? Why?

11. Which type of company do you think treats their staff better - small family companies or big international ones?
12. How would you feel if your company asked you to move to a different country to help your career?




5.3. ®oH/ O1IeHOYHBIX CPEACTB

®DOoH/T OIICHOYHBIX CPEACTB TUCIUILIHHBI "J[€0BOI HHOCTPAHHBIH SI3bIK" pa3pab0TaH B COOTBETCTBUU C JIOKATbHBIM
HopMaTuBHBIM akToM PI'BOY BO "JOHAYUI'C".

®DoH/ OI[EHOYHBIX CPEICTB AMCHUIUIHHEI "J[€70BOM MHOCTpaHHBIN S3BIK" B IMOJIHOM OOBEME MPEACTABICH B BUJIC
npuiiockeHus K nanaomy PIL.

5.4. IllepeyeHb BUIOB OILI€HOYHBIX CPECTB

1 CobecenoBanue - CPeICTBO KOHTPOJIS, OPraHM30BAHHOE KaK ClIelMaibHast Oecesia mpernoaaBaTelis ¢ 00y4arIuMes
Ha TEMBbI, CBS3aHHBIC C U3y4aeMOl TUCIUILIMHOMN, U paCCYMTAaHHOE Ha BRISICHEHHE 00beMa 3HAHUH 00y4aroIIerocs 1o
OIPENENICHHOMY pa3zeny, TeMe, IPodIeMe U T.11.

2 JIuckyccusi - OLIEHOUHBIE CPE/ICTBA, MO3BOJSIIONINE BKIIOYUTH OOYUYAIOIIMXCS B MPOLIECC OOCYXKICHUSI CIIOPHOTO
BOIpOca, MPoOIeMbl U OLICHUTh X YMEHHE apTyMEHTHPOBATh COOCTBEHHYIO TOUKY 3PEHUS

3 Jloknaz, cooOIIeH e - T POAYKT CAaMOCTOSATENBHON paboThl 00YYAOIIErocs, MPEACTaBIISIOMIUNA CO00H MyOIMIHOe
BBICTYIUIEHHE TIO TPEACTaBJICHUIO TOJYUYEHHBIX PE3yJIbTaTOB PEIIEHHs OIpeNeNeHHON y4eOHO-TIPaKTHYECKOH,
y4eOHO- HCCIIeA0BaTENbCKON HITH HAYYHOW TEMBI

4 Dcce - CpelcTBO, MO3BOJAIONICE OICHUTh YMEHHE OOy4arollerocs MUCbMEHHO M3JaraTh CyTh IOCTAaBIICHHOM
po0OJIeMbI, CAMOCTOSITENTLHO ITPOBOIUTH aHAJIN3 3TOM MPOOJIEMBbI C UCIIOIb30BAHUEM KOHIICTIIIMN 1 aHAJIUTH YECKOT0
MHCTPYMEHTApHUs COOTBETCTBYIOIICH UCIMILINHBI, JIEaTh BHIBOJBI, OOOOILIAIONIME ABTOPCKYIO MO3UIIUIO 10
MIOCTaBJICHHOHN TTpodiiemMe

5 TecToBble 3aJ]JaHMsl - CUCTEMA CTAHAAPTU3UPOBAHHBIX 3aJIaHU, MO3BOJIAIONIAS aBTOMATU3UPOBATH MPOLIENYPY
M3MEpEeHHs YPOBHS 3HAHUH U YMEHHH 00ydJaroImerocs

PA3JIEJI 6. CPEJACTBA AJJAIITAIMU NTPEITIOJABAHUSA JTUCIUIIJINHBI K
HNOTPEBHOCTSAM JIMI{ C OTPAHUYEHHBIMHU BO3MOXHOCTSAMMU 310POBbS

B ciyuae HeoOXoauMmocTH, OOyYaroIUMCS W3 YHCIA JIMI C OTPAaHHMYCHHBIMH BO3MOXHOCTSMH 37I0pOBBsS (10
3asBJICHUIO OOYYAIOIIErocs) MOTYT MPEIIaraThCs OMHU U3 CIEAYIONMX BapUAHTOB BOCIPHATHS WH(GOPMAIUH C
YYETOM MX WHHUBH/YATbHBIX MCUXO(QU3NIECKUX 0COOEHHOCTEH:

1) c mpuMeHEeHUEeM DIIEKTPOHHOT'O O0YYECHUS ¥ IUCTAHIIMOHHBIX TEXHOIOTHH.

2) ¢ MpuMEHEHUEM CITEITUaILHOr0 000pyA0BaHus (TEXHUKH ) U MPOrpaMMHOro obecnieueHus, umerormmuxcs B ®I'bOY
BO "TOHAYUTI'C".

B mporiecce oOyuenus pu HEOOXOAUMOCTH JUIsl JIUII C HAPYIICHUSIMH 3PEHHS, CIyXa W OMOPHO-IBUTATEIHLHOIO
anmapara MpeJoCTaBISIOTCS CICAYIOIINE YCIOBHUS:

- JI7Is1 JTAT C HAPYIICHUSMU 3pEHUS: y4eOHO-METOIMUECKUE MaTEPHAITBI B ITEYaTHOH (hopMe YBETUICHHBIM IIPUPTOM;
B (opMe DIIEKTPOHHOrO JOKyMeHTa; B (opme ayanodaitna (mepeBox y4ueOHBIX MaTEepHalioB B ayauodopMmar);
WHIUBUAyalbHBIC 3aJTAHHS U KOHCYJIbTAIINH.

- JIJIS1 JIMT] ¢ HApYIICHUSIMH CTyXa: yueOHO-METOANYECKHE MaTepHalbl B me4aTHON (opme; B popMe DIIEKTPOHHOTO
JNOKYMEHTa;, BHUJCOMAaTepHalbl ¢  CyOTHUTpamMu; HWHAWBUAyalbHbIE  KOHCYJIBTAMH C  TPUBJICYCHHEM
CYpJIOTIEpEBOUNKA; UHANBUTYaTbHbIC 33J]aHUST H KOHCYIbTAIlUH.

- IS JUI] ¢ HApYNICHUSIMH OIMOPHO-JBUTATENHHOTO ammapara: y4eOHO-METOMUYeCKUe MaTepuaibl B MEYaTHOH
(dhopme; B hopMe IEKTPOHHOTO TOKyMEHTa; B hopMe aynuodaiina; MHANBAyaTbHBIE 3aIaHUS i KOHCYJIbTAIIHH.

PA3JIEJ 7. METOAUYECKHUE YKA3ZAHUA JJIS OB YYAIOIIUXCS 110 YCBOEHHUIO

CamocTosiTenbHas paboTa cTyeHTa — He0OXOANMOE YCIOBHE YCBOSHHSI MHOCTPAHHOTO SI3bIKa IIPO(eCCHOHATBHON
HaNpaBJIEHHOCTH. [/ yclenHoro ocBOeH s Kypca 00y4JaromuMcst CIeayeT MPpUIePKUBATCS CIEAYOIINX
PEKOMEHauui:

1. 3aHMMATHCSI MHOCTPAHHBIM SI3IKOM PETYISAPHO, TAK KaK CHCTEMAaTHUECKHE 3aHITHS CIIOCOOCTBYIOT YCIICIIHOMY
YCBOGHHIO MaTepHala, a TAKXKe BBIITOJIHITh BCE 3aJaHUs ¥ IPUAEPKUBATHCS PEKOMEH Jalluii TIperoiaBaTess;

2. Bectu nu4HbIe 3aNKCH (CIOBAPb, 3aMETKH Pa3IMYHOI0 BUAA), KOTOPBIE O3BOJISAIOT UCIONb30BaTh UX B KAUECTBE
CIPaBOYHOI0 MaTepHaja U HEOJHOKPATHO K HUM BO3BPALIATHCS.

3. Ilpu moaroToBke 3a1aHU MO YTEHUIO, CIIEYET MOJIb30BATHCS CIOBAPSIMH, BBIHMCHIBAs BCE HE3HAKOMBIE CIIOBA.
Onu nomoryT HaJ JanpHerell padoroit Hax TekctoM. [locne mpourenns Tekcta HeoOXOAUMO BBIIOTHUTD
3aJaHus, IPUJIararoIuecs K HeMy JJisl IPOBEPKH MOHUMAaHUS €ro COAEePKaHMsI U IPOBEPUTH cedsl 1O KiIroyam;

4. llpuctynas k paboTe HaJ NPOCITYILIMBAHUEM TEKCTa, HEOOXOJUMO, IIPEXKIIE BCEr0, 03HAKOMHUTHCS C 3aJJaHUEM H
MPOCMOTPETH ero coepkanue. [locie mepBoro npociymMBaHus BHITOIHSIOTCS 3a1aHKsI Ha 0011ee TOHUMaHIe
MPOCIYLIaHHOIO, TI0CJIE BTOPOro — Ha MOHUMaHue fnerajied. OJHaKo, Mpu caMOCTOATEIbHON paboTe Haj
ayIMpPOBAaHUEM TEKCT PEKOMEHIy€eTCs IPOCIYIIaTh HECKOIBKO pa3, MOKa ero cojep:kanue He Oyaer noustHo. [lpu
HEOOXOJMMOCTH MO>KHO BOCITONIb30BATHCS pacriedaTkor Tekera. [Ipu 3ToM pekoMeHayeTcsl BBIUCATh BCE HOBBIE




CJIOBa, YCBOUTH UX 3HaueHHe. Ilocie 3Toro, TEKCT peKOMEHIyeTcs MPOCIyIIaTh EIIe pas.

5. Bce yctHbIe co00MIEeH s JOKHBI UMETh BCTYILICHHE, OCHOBHYIO YacTh U 3aKiIioueHue. [Ipy moAroToBKe YCTHBIX
COOOIIEHHI CleAyeT TIATEIbHO OTPENETUPOBATH CBOE BBICTYIJICHHE: BBIYYHTh HOBBIE CJIOBA U UX
MPOU3HOIIECHHE, TPOAYMATh HHTOHALIUIO, MAY3bl, )KeCcThl U.T.A.. [Ipu ncnonb3oBaHuy HarmsagHbIX cpeacts ( Power
Point, kapTHHKH, HAAMUCH ) TPUACPKUBATHCS OOLIMX MPABHUI UX COCTABJICHHS U HCIOIb30BaHMS,;

6. Kak 1 ycTHBIE COOOLIEHNUS, TBOPUYECKHE MMCHbMEHHBIE 3aJaHus (COUMHEHMS, ICCe, MMChMa, aHHOTALMH ), UMEIOT
CJIEIYIOUIYIO0 CXeMY: BCTYIUJICHHE, OCHOBHAsI YacTh, 3aKII0YEHNE, KOTOPOH ciiemyeT CTporo npuaepxxuparbes. Bee
MMCbMEHHBIE 3a/IaHUs , BKIIIOYas YIPaKHEHUs, BCETla CleAyeT MPeloCTaBIATh Ha MIPOBEPKY MPENOIaBaATEINIO C
LENBIO CIIPaBIICHUsT OMIMOOK U MX aHAJIN3a.
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PA3ZIEJI 1. HACHIOPT ®OHJJA OHEHOYHBIX CPEJACTB
1o y4eOHOM AucuuIuinHe «/{es10Boii HHOCTPAaHHBIN A3ZBIK»

1.1. OcHoBHBbIe cBeieHHs1 00 yueOHOM JMCUMILINHE

Tab6muma 1.1

XapakTepucTrka y4eOHON U CIUIIIHHBI
(cBeneHus coorBeTcTBYIOT pasaeny PIIV]I)

OO6pazoBaTenbHas mporpamma

MAarucTparypsl

Hanpasnenue noarotoBku

09.04.03 INpuxnagnas nHbOpMaTHKA

IIpoduin

«KopnoparuBHble HH)OpPMAIIMOHHBIE CUCTEMbI»

KomuaectBo pasacioB AUCHUTIIIMHBL

2

Yactb 00pazoBaTeNbHON TPOrPaMMBI

51.B.JIB.01

@OopMBI TEKYILETO KOHTPOJIS

YeTHBIM  onmpoc, AMCKYCCUs, TECTOBBIE 3aJlaHUA,
3cce, 0K, KOHTPOJIb 3HAHUH 0 pa3aeny.

Iloxkazamenu

Ounas popma oOyueHus

KommuecTBO 3a4€THBIX €TUHUNIL

(KpenuToB) 3
Cemectp 3
Oowana mpyooémkocmos (axaoem.

uacos) 108

Ayoumopnasa konmakmuasa paooma: 42
JIex1IMOHHbBIE 3aHATHUSI

[IpakTHueckue 3aHsATUS 40
CeMuHapCKUE 3aHITUS

CamocTosiTeJIbHasi padora 66
Koutpoab 27
Dopma npomercymoyHou 3ayér

ammecmayuu




1.2. IlepeyeHb KOMIIETEeHI NI € yKa3aHUeM 3TanoB (OpMUPOBAHHS B IpoLecce
0CBOECHHs 00pa3oBaTeJIbHON NPOrpaMMbl

- (I)YHKL[I/IOHaJ'ILHLIM SA3BIKOM UIA apryMCEHTAluu,
YMCHUAMU OTCTOATH CBOKO TOUKY 3pCHUA, y6e>1<11aTL u

Tabmuma 1.2
Kon DopMyIHpOBKa OIeMEeHTbI Nupexc
KOMITe- | KOMIIETeHIHU KOMIIETCHLIUU ANIEMEHTa
TEHIIUU
1 2 3 4
BHamo:
1 - UHOSI3BIUHYIO JIEKCUKY U TEPMHUHOJIOTUIO i yyacTusi| YK-4.1 3-
B IMCKYCCUSX U TPO(HECCHOHATLHOM OOIICHUH 1
2 - UHOSI3BIYHYIO JIEKCUKY U TEPMHHOJIOTHIO JIJISl YIaCTHSI
B JICKYCCHUSIX U MPO(ECCHOHANIBHOM OOIIEeHNN
- PEruCTpbl OPHUITUATHFHOTO W HEOPHUITHATBHOTO
0OIIeHNS YK-4.13-2
3 - HHOSI3BIYHYIO JIEKCHKY U TEPMHHOJIOTHIO JJISl Y9aCTHs
B JICKYCCHUSIX U MPO(ECCHOHANIBHOM OOIIEeHNN
- perucTpbl OPUITUATHEHOTO ¥ HEOPHUITHATHHOTO
oOIIeHNnA
- 0COOCHHOCTH ITyOTMYHBIX BBICTYIUICHHA U TIPUEMBI
BEJICHMSI IUCKYCCHI Ha MPo(ecCHOHAIbHbBIE TEMbI YK-4.13-3
Ymems:
YK-4.2 Ymeer
1 - yOexx1aTh, HacTauBaTh HA CBOCH MO3UITUHU, OOBSICHATH
CBOIO TOUKY 3pEHHUS Ha HHOCTPAHHOM SI3bIKE C
MCII0JIb30BaHUEM PO (ECCHOHATBHON JTEKCUKU U
CriocoOHOCTS  {repmuHOTOrHH VK-4.1 V-
yCBauBaTh U 1
PCAM3OBBIBATE 15 _ vGesx1aTh, HACTAMBATH HA CBOEH MO3HITMH, OOBSICHATH
HAayqHBIC M 05610 TOUKY 3pEHHS HA MHOCTPAHHOM SI3BIKE C
KYIBTYPHBIC ) o onb3oBanmem podecCuoHaTbHON JIEKCUKU U
FOCTHACHHA TePMUHOJIOTUI
unﬁﬁﬁgggﬁnn - BECTH IPO(hEeCCHOHATIBHYIO TUCKYCCHIO YK-42.1 V-
3 - yOexIarh, HacTauBaTh Ha CBOEH MO3UILIMH,
OOBSACHATH CBOIO TOUYKY 3pEHUSI HA HHOCTPAHHOM SI3BIKE C
MCII0JIb30BaHNEM MTPO(HECCUOHATEHON JIEKCUKU U
TePMUHOJIOTUI
- BECTU MTPO(HECCHOHATIBHYIO TUCKYCCHIO;
- OCYIIECTBIIATH MTyOIMYHBIE BHICTYIUICHHSI B Ipeenax
npodeccnoHanbHOM TeMaTUKK
- YYUTBIBATh COLIMOKYIBTYPHBIE OCOOEHHOCTH YK-4.1V-
0OIIeHNs1, UCTIOIB30BaTh COOTBETCTBYIOIIHNE SA3bIKOBBIE 3
cpeacTBa OOIIEHHUS.
\Bnademo:
1- cnocobamu BeJleHUs TUCKYCCHU Ha VK-4.1 B-
npo¢ecCHOHATbHBIE TEMbl HHOCTPAHHOM SI3bIKE 1
2 - crocobamu BeICHUs AUCKYCCUH Ha YK-4.1 B-
npo(ecCHOHATbHBIE TEMbI HHOCTPAHHOM SI3bIKE 2

T.O.




3 - cocobaMu BeIeHUS IUCKYCCUU Ha
npodeccnoHabHBIE TEMBI HHOCTPAHHOM SI3BIKE

- (I)YHKI_[I/IOHEUIBHBIM SA3BIKOM JIA apryMCHTAlUU, YMCHUA
OTCTOATH CBOXO TOYKY 3pCHUA, y6e)K,HaTb nT.ao.

- CIOCOOHOCTSIMU aHATM3UPOBATH MPOCITYIIAHHYIO VK-4.1 B-
MH(GOPMALIMIO U BBIIBUTATh UJCH, TPEITIOKCHHSI 3
BHamo:

1-ocobenHocT  pabOTBl € HMHOSA3BIYHBIMU  OHJIANH
CJI0OBAPSIMU U CIIPABOYHBIMH peCypcaMu YK-4.2 3-1

2 - oco0eHHOCTH paboOThl C WHOSI3BIYHBIMH OHJIANH
CIIOBapsIMU U CIIPAaBOYHBIMU PECYPCaMU;

- 3HAcT OCHOBHBIC q)OpMaTI:I IIUNCBMCHHBIX TCEKCTOB:
NIEJIOBBIX THMCEM, aHHOTAalUM, pedepaTos, cTaTeil, acce

YK-4.2 3-2

3- 0COOCHHOCTH pAa0OTHl C WHOS3BIYHBIMU OHJIANH
CJIOBAPSIMU M CIIPABOYHBIMH PECYPCAMH;
OcymecTpiser 3Ha€T OCHOBHBIC (OPMATHI IMHCHMEHHBIX TEKCTOB:
[TOHCK NENOBBIX TIHCEM, aHHOTAIHi, peepaToB, cTaTei, scce
MHOSSBITHBIX - CIOCOOBI W TIPUEMBI PEIAKTUPOBAHUS HWHOS3BITHBIX|
MaTepuaios, TEKCTOB C HCIIOJIb30BAHUEM JIBYS3BIYHBIX, TOJKOBBIX
MCpeBOANT I ClIOBapel, CIPaBOYHWUKOB, BKJIIOYAas COBPEMCHHBIC
peraKTHpyeT OHJIal{H TEXHOJIOTUU. VYK-4.2 3-
[pa3TMIHbBIC 3
aKaJeMUYECKUe, [y
npodeccuoHaIbH
bIE, JIETOBBIE 1 - mepeBOAUTH C WHOCTPAHHOIO fA3bIKA HA PYCCKUU
TeKCTEL C npodeccCHOHANbHBIE  TEKCThl ¢ Hcnosb3oBaHueM YK-4.2 V-
VK-4.3 |pcrnons3oBanmeM ABYSI3BIYHBIX M TOJKOBBIX CIIOBApEN 1
COBPEMCHHBIX 2 - TepeBOAMTH C WHOCTPAHHOTO $I3bIKa HAa PYCCKUU C
MHOOPMALHOHHBI [ACTIONIb30BAHMEM JIBYS3bIYHBIX M TOJIKOBBIX CIIOBapeii;
X TeXHOJIOTHH 1 penakTupoBaTh  NPOECCHOHANbHBIE  TEKCThI
pecypcoB (nemoByr0  TOKYMEHTAIlMI0, Te3uchl, cTaThu) Ha |YK-4.2V-
MHOCTPAHHOM $I3bIKE C YUETOM UX (popmaTa 2
3- MepeBOJAUTh C MHOCTPAHHOTO S3bIKAa Ha PYCCKHHl ¢
MCII0JIb30BAHUEM JBYSA3BIYHBIX U TOJIKOBBIX CJIOBapeit
- pemakTupoBaTh MpodeccuOHATbHbIE TEKCTHI (CTaThH,
0030ppl  Ha npodeccuoHabHOM, HaydyHOU
AKaJeMHYeCKONM  HamNpaBlIEHHOCTH) Ha HMHOCTPAHHOM|
SI3BIKE C yueToM uX (opmara.
- nucath Npo(ecCHOHANBHO HANpaBlIEHHBIE TEKCTHI
(menoBble TMHChMa, TE3UCHL, CTAaThU) Ha HHOCTpaHHOM YK-4.2 V-
SI3BIKE C YUeTOM ux (opmarTa. 3
Baagern.
1-- S3bIKOBBIMH YMEHUSIMU TIepeBOa Mpo(hecCHOHATBHO
HANPaBIEHHBIX TEKCTOB C MHOCTPAHHOTO S3bIKA YK-4.2 B-
1
2-513bIKOBBIMU YMEHUSMH ISl TIEPEBOJIa C MHOCTPAHHOTO
SI3pIKAa HA PYCCKUM M C PYCCKOTO Ha HMHOCTPAHHBIN
3a/JaHHBIX TPO(HECCUOHATLHBIX TEKCTOB;
- aHaJIM3UPOBATh COJIEP)KaHHWE HHOS3BIYHBIX TEKCTOB M|
M3BJIEKATH HE00X0IUMYIO nH(OPMALIHIO urst| YK-4.2 B-
BBHITIOJTHEHHSI OTIPE/ICTICHHBIX 3aIaHU 2




- A3BIKOBBIMHW YMCHUSAMH IJIA MEPCBOJA C MHOCTPAHHOT'O
SI3bIKa HA PYCCKUHM M C PYCCKOTO Ha HWHOCTPAHHBIY
3aJaHHBIX PO(ECCUOHATBHBIX TEKCTOB;

- YMETh TOJB30BATHCS HH(POPMAITMOHHBIMU pECypcamu

st paboOThI ¢

po(ecCHOHATLHO  HAIPABJICHHBIMH|

mekctamMu  (  TIOMCK,  aHalu3,  pPEIaKTHPOBAHHUE,
HaIMCAHUE). YK-4.2 B-
2
Jrtanbl (pOPMHUPOBAHKS KOMIIETEHLIMIT B MPoIiecce 0CBOEHHsI OCHOBHOM
o0pa3oBarte/ibHOI POrpaMMBblI
Tabmuma 1.3
No Konrponupyemeie Homep Kon HanmenoBanue
- pazznensl (TeMbl) KOHTPOJIMPYEMOU OIICGHOYHOTO
/i . ceMmecTpa
yaeOHOH KOMIICTECHIIUN cpencTBa
JUCITUILITNHEI (vm ee 9acTH)
Pazgen 1
ITeperosopsl
YK-4.2, CobecenoBaHue,
VK-4.3 ILI/ICKyccm{l 3aJIaHus
1 Tema 1.1. [leperoBopsi. 3 0 JIEJ0BOM
(OCHOBHBIC TIOHATHS KOPPECIOHICHIINH,
poJieBas urpa,
TECTOBBIC 3aJaHUS
Tema 1.2 VK-4.2, CobecenoBanue,
[IpodeccnonanpHbIC VK-4.3 JIUCKYyCCHSl, 3ajaHus
o [KaueCTBa NEPeroBOPLIMKOB. 3 10 JAEJI0BOM
NudopmanronHas KOPPECIOHICHIINH,
[OJIJIEP>KKa MIEPETOBOPOB U poJieBas urpa,
[epeBOJT TECTOBBIC 3aJaHUSA
Pasgen 2
Konrtpakrsl
Tema 2.1 KoHTpakT 0 CobecenoBaHue,
Mnpojiaxe. SI3bIKk KOHTPAKTOB. VK-4.2, JUCKYCCHS, 3a/1aHUS
1 [IporpamMmmHOe obOecrieueHue 3 VK43 10 JAEI0BOM
: KOppECIOHEHIUHY,
poJieBast urpa,
TECTOBBIC 3aJaHUS
Tema 2.2 YacTu KOHTPAKTOB. CobecenoBanue,
ITepeBon KOHTpakTOB VK-4.2, JUCKYCCHS, 3aTaHHs!
2 3 0 JIeJIOBOH
YK-4.3 KOppECIIOHACHIINH,
poJieBast urpa,
TECTOBBIC 3aJaHUS




VK-4.2,
KoHTpOJIb 3HaHMH CTYIEHTOB YK-4.2 KonTponbHas
4 10 pasaeny 3 YK-4.3 paboTa
YK-4.4
PA3JIEJI 2.

TEKYIIUA KOHTPOJIb MO JUCHUIITUHE (MOIY.JIIO) «/lenoBoii
HHOCTpaHHLIﬁ A3BIK»

Tekymuii KOHTPOJIb 3HAHUN MCIOIB3YETCS I  OINEPAaTUBHOTO U PETYISIPHOTO
yrpaBieHus] y4eOHOH AeATeIbHOCTBIO (B TOM YHUCIIE CAMOCTOSITENIbHON paboToit) 00ydaromuxcs.

B ycnoBusix OamibHO-pEHTUHIOBONM CHUCTEMBI KOHTPOJS PE3YNbTaThl TEKYLIETO
OIICHMBAaHMsI 0OYUaIOUIEToCs UCTOIb3YIOTCA KaK MOKa3aTeab €ro TeKylero pedTuHra. Texymui
KOHTPOJIb YCIIEBAEMOCTH OCYIIIECTBIISIETCS B TEYEHUE CEMECTPA, B X0/1€ TIOBCEJHEBHOM yueOHOM
paboTel MO WHAWBUIYyaIbHOM HWHULMATHBE MpenojaBareis. JlaHHBIH BUA  KOHTPOJIS
CTUMYJIUPYET y 00yYarolerocsi CTpeMJIeHHEe K CUCTEMaTHYEeCKOH caMOCTOATEIbHON paboTe Mo
M3Y4YEHUIO TUCIUTUTAHBI (MOTYJIs).

Tabmuma 2.1.
Pacnpenenienue 6aisios
10 BU/aM y4eOHOM JeATeJbHOCTH (0UHasA (popMa 00yUeHUs)
(GamIpHO-pERTHHTOBAS CHCTEMA)

HaumenoBanue Bun 3amanus
Pasnena/Tembl 0 Boero 3P Cp
3a TeMy
YP | T3 | D1
P.1.T.1.1 8 4 4 16 10
P.1.T.1.2 8 4 4 16 16
P.2.T.2.1 8 4 4 16 10
P2.T.2.2 8 4 4 16
Hroro: 10006 32 | 16| 16 64 20 16

13 — npakTHUecKoe 3aHATHE;

VP — yctHas pedb (YCTHBIH OMPOC, COOOIIEHHE, TUCKYCCH);
T3 — TecToBOE 3a7aHKE;

OJ1 — 3cce niM AOKJIA

K3P — xkoHTpOJb 3HaHUH N0 pa3Aemy;

CP — camocrosTenbHas paboTa 00ydaroerocs



2.1. PexoMeHganuu no oneHUBAHUIO YCTHBIX OTBETOB oﬁyqammnxcﬂ

C nenbro KOHTpPOJII YCBOEHHUS IHPOMAEHHOrO MaTepuaia U OIpPENeleHUs] YpPOBHS
MIOJITOTOBJICHHOCTH O0YYalOLINXCSI K U3YYEHUIO HOBOM TEMBbl B Hayaljie KaXJ0TO MPAKTUYECKOTO
3aHATHUS TPETOAABATENIeM MMPOBOIUTCS WHAMBHIYAIBHBIA WM (POHTAIBHBIA YCTHBIH OMPOC 1O
BBITIOJIHEHHBIM 3a/IaHUSIM IPEbITYILEH TEMBI.

Kpumepuu ouenusanusn

Hnmepaxyus (KOHTAKT C 9K3aMEHATOPOM W/HJIH TTAPTHEPOM TI0 BBICKA3bIBAaHHIO);

Conepxanue (MIOHUMaHUE 3aa9H, PACKPHITHE TEMBbI, BHICKa3bIBAHIUE COOCTBEHHOTO MHEHHUS,
WJIeH, TIPOSIBJICHNE OPUTHHATIBHOCTH MBICITH);

beznocmv  u  ceasnocmv  peuu  (MCTIONB30BaHHWE — CBS3YIOUIMX — JJIEMEHTOB — PEyH,
WIMOMATHYECKUX O00OpOTOB, TIPaBWIIHO BBIOPAHHBIX JIEKCHUECKHX CIWHHIl, KOPPEKTHBIX
rpaMMaTHYeCKUX CTPYKTYp, JT000e KoebaHWe B PEUM CBSI3aHO C COJCP)KaHWEM, a HE C IOMCKOM
CJIOB WJTH COOTBETCTBYFOIIMX IPAMMaTHUECKUX SIBIICHUH.

Cnosapmulii 3anac (cB00601a U THOKOCTh B UCTOJIB30BAHUH CJIOB, BHIPAKECHUM, JIEKCUYECKUX
CTPYKTYP, YCTOMUYMBBIX BBIPAKEHUI);

I'pammamuxa (MCTIONB30BaHWE INUPOKOTO CHEKTpa T'pPaMMAaTHYECKHX —KOHCTPYKIIWH,
[IPaBUIIbHOE YIOTpeOIeHNe YacTel peyun).

Ouyenka «omauyno» CTaBUTCS, €CIIU 00yJarOLHIACS:

- croco0OeH BecTH Oeceny Mo MPEeIOKEHHOW TeMaTHKe (IMaOTHIECKOe M MOHOJIOTUYECKOE
BBICKA3bIBaHsI) B HOPMAITLHOM TEMIIC;

- JIEMOHCTPHUPYET IIMPOKUI CIOBAapHBIN 3amac, d(PQPEKTUBHBIN BBIOOP M HCIOJIH30BAHUE
cioBa / WAMOMBI, BiajeHHe (OPMOIl CIIOBa, COOTBETCTBYIOUIMM PETHCTP; HCHOJIb3YET CIO0XKHBIE
rpamMMaTH4YeCKre KOHCTPYKIIUU;

- 3¢ EKTUBHO B3aUMOJICHCTBYET C 3K3aMEHATOPOM H/WJIH TTApTHEPOM;

- TaéT TOUHBIE MCUEPITBIBAIOIINE OTBETHI HA BCE BOIPOCHI,

- YMEJIO CHpAaBIISieTCs C HEMPEACKa3yeMbIMU CUTYAlIUSMU;

- IPOSIBIISIET MHUIIMATHBY; 000CHOBBIBAET CBOIO MBICIIb;

- OCYILIECTBIISIFOT CBSI3HbIE MOHOJIOTHYECKUE BHICKA3bIBAHNS;

- PacKpbIBAaET TEMY MOJHOCTHIO U HAJUISKAIIMM 00pa3oM, MPUBOIUT IPUMEPHI U (DaKThI;

Ouyenka «xopoui0» CTaBUTCS, €CIIi 00yJaIOIIUNCS:

- cmnocobeH BecTu Oeceqy IO TPEUIOKEHHOM TeMartuke (IUaloruyeckoe /v
MOHOJIOTHYECKO€ BBICKa3bIBaHKE) B HOPMAILHOM TEMIIE;

- UMeeT JOCTAaTOYHBIN Mana3oH CIOBapHOTO 3araca, JIeNaeT HeCYIIeCTBEHHbIE OLIMOKU B
BbIOOpe (OpMBI  CIIOBA/WAMOMBI, HMMEET HE3HAUUTEIbHbIE MPOONEMbI B BBIOOpE CIOMKHBIX
KOHCTPYKIMI, JIeaeT HECKOJbKO OIIMOOK B BHIOOpPE BPEMEHH, YHCIIA, MOPsSAKA CIOB / (QDyHKIHH,
apTUKJICH, MECTOMMEHHUH, MPEATIOrOB, JOMYCKaeT HEOOBIIOE KOIMUECTBO OMIMOOK B opdorpadumu,
MyHKTYalluH, KaluTaIn3alig;

- B OCHOBHOM BBICKa3bIBaHHE OTBEYALT 33JaHUIO;

- oOydJaromuiicss TTOHUMaeT SK3aMeHaTopa M MmapTHEpa W JaT NpaBWIIbHBIE OTBETHI Ha
OOJIBILIMHCTBO BOTIPOCOB;

- B II€JIOM YMEET CHPABIISATHCS C HETIPEICKa3yeMbIMU CUTYalUSIMU;

- MaéT pacnpoCTpaHEHHbBIE OTBETHI U MPOSBIISIET UHUIIUATUBY;

- TIPOSIBIISIET MUHUMAJIbHBIE KONIEOAHHSI B peyn.

Ouyenka «y0oeiemeopumenbHo» CTaBUTCS, €CITU 00yJaOTHIACS:

- IOHUMAET dK3aMeHaTopa U MapTHEPa U aET MPaBUIbHBIE OTBETHI,

- BBITIOJHSIET TIPOCTHIE 331491, HO UCIIBITHIBACT 3aTPyIHEHUs ¢ 00JIee CIOKHBIMU 33J[a4uaMH,
HEJIOCTATOYHO LIMPOKO PA3BUBAET CBOIO MBICIIB;



- TOKa3bIBACT OTPAHMYEHHBIN HAIa30H CIOBApHOTO 3araca, JelaeT 4acThle OMIMOKU B
BbIOOpE (POpMBI CIIOBa / WAMOMBI, MCIIOJIB30BAaHUHM, 3HAYECHHSAX, MMEET CEPbE3HbIE NPOOTIEMBI C
MPOCTBIMH / CTIO’KHBIMU KOHCTPYKLIUSIMH,

- IPOSIBIISIET YacThle KoJieOaHusl, MPOU3HOIICHHE 3aTPYAHSIET OOIICHHUE;

- TEMII PEYH 3aMeIJICH.

Ouenka «Hey0061emeopumenbHo» CTaBUTCS, €CIU 00yaIOIIUHCS

- HE CIIOCOOCH BBICKA3bIBATHCS B YCTHOH (hopme;

- HE MOJKET PacKpbITh COJCPIKAHUE 3a/IaHNs, HE TIOHUMAET COOCCETHHKA,;

- IMEeT OTPaHMYEHHBIM JUana3oH CIOBApHOTO 3araca, JeJaeT 4acThle OMMOKH B BHIOOpE
(opMBI CIIOBa / MIIMOMBI, UCTIOIBb30BAaHNUH, ITPAKTUYECKH HE MTOKA3bIBACT 3HAHMS TIPABUIT TIOCTPOCHHS
IIPEIIIOKEHHH.

[Ipu orileHMBaHUM YCTHOW PeYM YUMTHIBAIOTCS CIEAYIOIINE 3ajlaui 00y4eHHUs:

(MoHosioruyeckas pe4n)

- @opMHpOBaHHE HaBBIKOB M pa3BUTHE YMEHUH UCIOJb30BaHUS BCEX BHUJIOB
MOHOJIOTHYECKON peun (onmucaHue, TMOBECTBOBAHUE, PACCYXJECHHE, OOBSICHEHHE) B Ppa3HbIX
KOMOUMHAIUAX U MIPONOPLHUSIX.

- PazButne ymeHuit MyONMYHBIX BBICTYIUICHHMH Ha  aQHIDIMICKOM  SI3BIKE IO
OOITIEIKOHOMHYECKOH, a TAKKE CIICIUAIEHON TeMaTukKe, OTPeIesieMOi TpOrpaMMoOi Kypcea.

- PazBute yMeHud TOBOpeHMsS 1O OOIIECTBEHHO-NIOJIUTUYECKOH U COLMAIBHO-
KYJIBTYpHO} TeMaTUKe C UCII0JIb30BAHUEM JEMOHCTPALMOHHBIX MaTEPUAJIOB.

(Anasornyeckas peyn)

- Pa3Butue ymeHMss BeneHUS ~APTryMEHTUPOBAHHOM  TUCKYCCHMM IO  TeMaMm,
IIPEyCMOTPEHHBIM MPOTPAaMMOMN Kypca, B PAMKAaX IPUHATOTO PEYEBOIO ITHUKETA.

- CoBepIICHCTBOBAHME YMEHHUSI BEICHHS JBYCTOPOHHEH U MHOTOCTOPOHHEHW JIEIOBOM Oecepl
W/WIN IEPErOBOPOB € MPMMEHEHNEM apryMEHTAlUK B paMKax [IPUHATOIO PEYEBOTO STHKETA.

BOIIPOCHI JIS1 CAMOIIOAT'OTOBKH OBYYAIOIIUXCA

Tabmuma 2.2

KonTponupyemble pazaensl | Borpocs! i1 HOArOTOBKY K MHAWBUAYAIbHOMY /(PPOHTAIBHOMY
(TemMsr) y4eOHOM | ycTHOMY / HHCBMEHHOMY OIpOCY MO TeMaM JIUCLUIUIMHBI B
JMCLUIUIMHBI dopme cobeceroBaHMs

Paznien 1. IleperoBopsl

1. Successful negotiators — who are they?

2. What are the different styles of negotiating?

3. What are the advantages of multimedia during
Tema 1.1. IleperoBopsl negotiations? .
OCHOBHBIE HOHSTIS ' 4. How do computers help us do busme_ss?

5. How does the Web influence the business world?

6. How important are personal relationships in business?

7. What problems should a person solve to be prepared for a

negotiation?

Tema 1.2.IIpodeccnonanbHbie 1. What questions are usually asked during a negotiation?




Ka4ecTBa NpECTaBUTEIICH 2. What makes a good negotiator?

KOMITaHHIA, BETYIIHX 3. Name some types of devices that use ‘computers on
MIEPETOBOPHI. a chip’.
WupopmarmonHas moaepxka 4. What are the benefits of using computers when you
[IEPErOBOPOB negotiate a deal?

5. What benefits do people expect from work?

6. Are material and moral aspects equal for them?

7. What type of communication at work would be suitable
for employees?

Paznen 2. KoHTpakTsl

1. What stages of preparation should a candidate come
through?

Tena 2.1, KoHToakr o 2. What does a computer system which supports a
T P negotiation consist of?
npojaxe. YacTu KOHTpakra. 3 Sales contract
ﬁgjﬁ AMMEOE O 6@?;2221;?' 4. Parts of the contract.
porp ’ 5. Ways to overcome crisis situations during a negotiation.

6. How can social nets be used for doing business?
1. What parts does a contract consist of?
2. What makes a good contract?

3. What are the benefits of using computers when you
negotiate a deal?

What benefits do business people expect from contracrs?
What is each part of a contract about?

Tema 1.2. YacTi KOHTpPAKTOB.
[TepeBoa KOHTPAKTOB

o s

2.2 PexoMeHIAIIMU 110 OLIEHUBAHUIO Pe3YJILTATOB TECTOBbIX 3aJJaHUIi 00y4ar0MXCsI

B 3aBepuieHu# M3y4eHUs KaXI0TO pasjesa IUCIUILUIMHBI (MOYJIs1) MOXKET TPOBOIUTHCS
TecTUpOBaHUE (KOHTPOJIb 3HAHUH 10 pa3einy, pyOeKHbIH KOHTPOJIb).

Kpumepuu oyenusanusa. YpoBeHb BBINOJHEHUS TEKYIIMX TECTOBBIX 3aJaHUM
olleHHMBaeTcd B Oamnax. MakcuMallbHOE€ KOJIMYECTBO O0aaIoB II0 TECTOBBIM 3aJaHUSIM
OTIpeeseTCs MPENoaaBaTelIsIM U MPeCTaBIeHO B Tabmule 2.1.

TecToBbIC 3aJaHMs TPEICTABICHBI B BHUJC OIICHOYHBIX CPEJICTB M B IOJHOM OOBEME
MPEACTABICHBI B OAHKE TECTOBBIX 3aJaHUH B AJICKTPOHHOM BHJIe. B ()OH/Ie OIICHOUHBIX CPEICTB
MIPEJICTaBJICHBl THUIOBBIE TECTOBbIE 3a/JaHUsA, pPa3paOOTaHHbIC ISl M3YyYEHHUS JAUCLUILTUHBI
«J]e10BO MHOCTPAHHBIHN S3BIK».

Kpumepuu oyenusanus. YpoBeHb BBIIIOTHEHHS TEKYIIHX TECTOBBIX 3a/IaHUI OI[CHUBAETCS B
6amnax (10 GamwioB), KOTOpBIE 3aTEM MEPEBOAATCS B OLIEHKY IO IITKaJe COOTBETCTBUSI.

KonrponbHass pabota B KoHIE cemecTpa oleHHBaeTcss B 10 OaljoB MaKCHMalbHO.
O1neHKa COOTBETCTBYET CIEYIOUIEH HIKae:

Tabmuma 2.3
OrneHka (TrocynapcTBeHHas) Bbarnst % TpaBUJIbHBIX OTBETOB
OTnnyHO 9-10 90-100
Xopo1io 6-8 75-89
YIOBIIETBOPUTETBHO 3-7 60-74
HeynosnersopurenbHO 0-2 meHee 60




TECTOBBIE 3ATAHUA
JJIA TEKYIMEI'O KOHTPOJIA

IIpumepsl 3a1aHuI:
Negotiation Skills Test

I Are the following statements True or False?

. During negotiations, one should treat an opponent with respect and consideration at all times.
In "competitive" negotiations, the two parties try to establish a common goal.

. Prior to engaging in negotiations it is wise to consider one's own "bottom-line™.

. When in salary negotiations, employees should "low-ball" in thei r opening remarks.

boss, Louis.

. One key to effective conflict-resolution is to deal with issues rather than personalities.

. It may be possible to detect that a counterpart is lying by observing body language.

. One should never admit to agreeing with an opponent during the course of negotiations.
Markus intimidated Louis into accepting his terms by threatening to quit.

0. Louis used last-minute tactics such as acting as though he was "Mr. Nice Guy".

1
2
3
4
5. Markus had no "bargaining power" compared to his
6
7
8
9
1

Il Choose the best option (A, B, C) for every sentence:

1. The parties came to after five hours of negotiating.

A hostility B the bottom-line C a consensus

2. It was decision to settle our differences out of court.

A a flexible B a mutual C an unrealistic

3. One that always works is to ask your counterpart to speak first.

A tactic B bargain C resistance

4. \We would have more if we had some more recent statistics to use.

A haggling B concession C leverage

5. They were to our proposal until we made our last demand.
A hostile B receptive C resistant

6. We were over prices all afternoon.

A misleading B conflict C haggling

7. | wasn't expecting our opponents to SO quickly.

A amplify B yield C arbitration



8. When | the client about their promise they agreed to honour it.

A log-rolled B entitled C confronted

9. If that is your only

I would be happy to concede.

A pressure B objective C victory

10. The negotiations had already ended in a within ten minutes of starting.

A deadlock B counterpart C collective

2.3. PexomMeHganMu MO OUEHUBAHMIO JAUCKYCCHM MO JAMCHUILUIMHE (MOIYJIIO)
«JleJI0BOM MHOCTPAHHBIN SA3BIKY.

Ta0mnura 2.4

MaxkcumajbHoe
KOJIUYeCTBO 0aJ1J10B¥

Kpurtepun

OTINYHO

- IIOJIHOE PACKPBITHE TEMEIL,

- YyKa3aHWE TOYHBIX Ha3BaHUK OOCYKJTAeMBIX SIBJICHUH,
3HaHHUE COBPEMEHHOTO COCTOSIHUS TPOOIIEMBI;

- TIpaBUJIbHAS (POPMYIUPOBKA MOHSATHUN M KATETOPUH;

- CAMOCTOSITEJIBHOCTh ~ OTBETa,  yMEHHUE  BBOJUTH U
HCII0JIB30BaTh KJaccuuranum u KBTI (PUKAIINH,
aHAIM3UPOBAaTh U  JeJaTb COOCTBEHHBIE BBIBOJBI IO
paccMaTpuBaeMoi TeMe;

- UCIOJIb30BaHUE MaTEPHUAaJIOB COBPEMEHHOU OTeYeCTBEHHOU
U 3apyOeKHOM JINTEPATYpPhl U MHBIX MAaTEPUAJIOB U JP.

Xopo1o

- HEAOCTATOYHO IIOJIHOC PACKPBITUC TEMBI,

- HCECYIICCTBCHHBIC ommnOKd B OIpCACIICHNN HOHHTI/II‘/'I,
KaTel"OpI/Iﬁ H T.I., KapJuWuHaJIbHO HE MCHAKOIIUX CYTb
H3JI0KECHUA,

- pCOpOAYKTHBHOCTb OTBETA: OTCYTCTBUEC CAMOCTOATCIIbHOTO
aHaJIn3a U OLICHOYHbIX CY)KI[eHI/Iﬁ

- HEAOCTATOYHOC UCIIOJIB30BAHUC MATCPHUATIOB COBpeMeHHOﬁ
OTEYECTBEHHON H 3apy6e>1<H0171 JIMTCPATYPbl U HHBIX
MaTCpHaJIOB M JIp.

yI[OBJ'IeTBOpI/ITeJ'ILHO

- OTpa)KCHHUE JIMIIb OOIEro HalpaBJICHUS TEMBI;

- HaJIM4Me JOCTATOYHOIO KOJIMYECTBA HECYLIECTBEHHBIX WIH

OJIHOW - JIByX CYIIECTBEHHBIX OLIMOOK B OIpEAEICHUU

MOHATUNN KaTETOPUH U T.IL;

- HECIIOCOOHOCTb ~ OCBETUTh  COBPEMEHHOE  COCTOSHUE
poOJIeMbl

HeynosnerBopurensHo

- COACPIKAaHNEC TEMBI HC PACKPBITO,

- 0OJIBIIIOE KOJIMYECTBO CYHICCTBCHHBIX OIJ_II/I60K;

- OTCYTCTBHUC YMCHI/Iﬁ N HaBBbIKOB, 0003HAYECHHBIX BBIIIIEC B
Ka4CCTBC KPUTCPUCB BBICTABJICHUSA IMOJIOKHUTCIBHBIX OLCHOK

Ap.

* IIpencrasneno B Tabmnwuie 2.1.




TEMBI JIJISI JUCKYCCHM JJISI IPOBEPKHU YPOBHS C®@OPMUPOBAHHOCTH

KOMIIETEHIIUA

Tema 1.1 IleperoBopsl. OCHOBHbIE IOHATHUS

wN e

© N OA

9.
10.
Tema

Do you run your own business, or would you like to do so?

What kind of people are good at business?

What do you think are/would be the advantages and disadvantages of being your own
boss?

If you were the boss of the company, what would you change?

If you are presently self-employed - why did you decide to be so?

What do you have to do to become self-employed in your country?

If you are presently employed then describe your present boss.

What is a recession?

What businesses will do well during the recession?

2.1 IlpodeccronanpHble KauecTBa Mpe[cTaBUTENEeH KOMIIAHWM, BEIYyIIHUX IE€PEeroBOpHI.

NudopmarmonHast moaaepikka rmeperoBopoB

NS

oo

8.

Tema

What businesses will have the most problems during the recession?

Has your country experienced recession? Did it affect your company?

What is a pyramid scheme? Are they legal in your country?

To whom should business be most responsible - to their employees, their customers or
their shareholders?

What are the problems and benefits associated with capitalism?

Do you think technology is a must to grow a business?

Customer service is important for successful companies. Can you think of any companies
with good or bad customer service? What is good or bad about their service?

What reputation for customer service do internet service providers and telephone
companies have in your country?

2.1 Kourtpakr o mpomaxe. Yactu koHTpakTa. SI3bIK KOHTpakTOB. IIporpammuoe

obecrieueHue

1.
2.

3.

4,
5.
Te
1.
2.
3.

4.

If you have a complaint about a company how is it usually received in your country?
Writing letters of complaint is a favourite exam task. Have you ever actually written a
letter of complaint? What was the result?

When you are using a company's customer service what do you expect from them? e.g. to
be knowledgeable, courteous, responsive and timely or attentive.

Is the customer always right?

Monopolies and cartels

Ma 2.2 Yactu koHTpakToB. [lepeBoa KOHTPaKTOB

Are monopolies ever a good thing?

Are government monopolies acceptable but private ones not?

What do you think about situations where a group of independent companies works
together to control a market?

What is your opinion of OPEC?



2.4. PexoMeHaaU4 110 OLEHUBAHMIO ICCE U JOKIAAA

Tabmuna 2.5

MaxkcumajabHoe
KOJIMYECTBO 02J1JI0B

Kpurepun

OTIIMYHO

OO6yuatonuiicsi CnocoOeH JeTaTh MTMChbMEHHBIE BHICKA3bIBAHUS
Ha MpENIOKEHHYI0 TeMaruky. [IucbMeHHOE BbICKa3bIBaHHE
XOpOIIO OPraHU30BaHO, JIOTUYECKH IOCIEOBATENIbHO, HIIEH
YETKO MU3JI0KEHBI;

OOyyarouiicss TeMOHCTPUPYET IIMPOKUI CIIOBapHBIN 3ariac,
3¢ deKTUBHBIA BBIOOP M HWCMOJIB30BaHUE CJIOBA / WIAMOMBI,
BlaJiecHue (QOpMOI CIIOBa, COOTBETCTBYIOLIUI PETHUCTD;
UCTIONIB3YET CJIOXKHbBIE TPAMMAaTUYECKHE KOHCTPYKIUH; UMEET
OPUTHHAIBHBI M  HM300peTaTeNbHbI TMOAX0 K TEME.
OOyuaromuiics MIPUJIEPKUBACTCS opdorpapryecKux,
rpaMMaTHYECKUX M CTHJIMCTHYECKUX IMPaBUI MHUCbMEHHOIO
BBICKa3bIBaHMS. W MpPEMIOKEHHbI o0beM. OOyuaromuiics
MMEET OPUTHMHAIbHBIA U U300peTaTesIbHbIN MOAX0]] K TeME U,
BO3MOXKHO, TIpeAjiaraeT HEKOTOpble COOCTBEHHBIE HJIEH,
JTAHHBIE, HHTEPIIPETAIMY WU MTPEAJIOKEHUS] ITOM TeMe.

Xopouio

OOyyaromuiicss MUHAUBUYaIbHO WM OPUTHHAIBHO OTHOCHUTCS K
TEME U MpeaiaraeT HEKOTOphIE U3 TBOpUECKUX Hiel. Mmeer
JOCTaTOYHBIN JMara3oH CIOBAPHOTO 3araca, JAenaeT
HECYIIIECTBEHHBIC OIMOKH B BEIOOPE (DOPMBI CIIOBA/UMOMBI,
MMEET HEe3HAYUTENIbHbIE TPOOIEMBI B BBIOOPE CIIOKHBIX
KOHCTPYKIIHH, JIeTaeT HECKOJIBKO OIMOOK B BEIOOPE BPEMEHH,
4uciIa, opsaKa CJIOB / PyHKIMU, apTUKIIEH, MECTOUMEHHH,
MPEUIOTOB, IOMYCKaeT HEOOBIIOE KOIUYECTBO OIIMOOK B
opdorpaduu, MyHKTYyalUy, KATUTATA3AIIH.

y,Z[O BJICTBOPHUTCIILHO

OO0y4Jaromuics He TIOJTHOCTHIO PACKPHIBACT TEMY IMHChbMEHHOTO
BBICKa3bIBaHUS, 00bEM BbICKA3bIBAHUS HE OTBEYACT TPCOOBAHUSIM.
OOyyJaromuiicsi MoKa3bIBaeT OrPAaHUYCHHBIN Haa3oH
CJIOBApHOTO 3araca, JeJIacT 4acThie OIIMOKU B BEIOOPE
(GbopMBI CIIOBa / UIUOMBI; UMEET CEPhE3IHBIC TPOOIEMBI C

PO CTHIMH KOHCTPYKITUSIMHU.

Hey,[[OBJ'IeTBOpI/ITCJ'ILHO

OOy4aromuiicst IMeeT 3HAYUTETLHOE KOJTMYECTBO
opdorpaduuecKix, rpaMMaTHYeCKIX U JIEKCHUECKHUX OIIMOOK, He
COCO0OeH Jienarh MMCbMEHHBIE BHICKA3bIBAHMS, KOTOPBIE JACNA0T
HEBO3MOYKHBIM TIOHUMAHHUE BbICKa3bIBAHMSL

TEMBI OCCE, JIOKJIAOB, COOBIIIEHUH JJIsI TIPOBEPKH YPOBHS
COPOPMUPOBAHHOCTHU KOMIIETEHIIUN

KOHTpOJ’II/IpyeMHe pas3aciibl Temnsl JOKJIaa0B / COO6I_I_ICHI/II71 o TeMaM AUCIUITIIMHBI

(TembI) y4eOHOU

JUCHUILINHEI

Pasnea 1. IleperoBopsl

Tema 1.1. . Ileperosopsl | 1. Impact of Information and Communication Technologies in
OCHOBHBIE IOHATHUS International Negotiation Performance




2. Successful negotiators: who are they?

Tema 1.2. 1. Information Communication Technology (ICT) for
[MpodeccuonabHbie Negotiations
Ka4ecTBa  NPEACTaBUTENCH 2. Negotiating successfully: how and why?
KOMIIaHUH, BEIYLIUX
[IEPETOBOPBL.
Wudopmarmonnas
MOJIEPKKA IIEPEFOBOPOB.
3. Pa3gen 2. KoHTpakThl
Tema 1.3. Kourpakt o 1. Challenges of Information Technology Management in the
MIPOIaXKe. SI3BIK 21st century.
KOHTpakToB. [IporpammHOe 2. IT Affects Negotiation.
obecrieueHue
Tema 2.2 Yactu 1. Peculiarities of contracts’ translation
KOHTpakToB.  [lepeBon 2. Recuirements to modern contracts
KOHTPAKTOB 3. Software designed for making up contrav\cts

TemaTuka ncce:

Tema 1.1. . IleperoBopsl. OCHOBHBIE TOHATHS

1. Business ethics and IT.

2. What do you understand by the term 'business ethics'?
3. Can you think of any companies or business which would be considered ethical or

unethical? Which ones and why?
4. If you received a very good salary would you be prepared to work for a tobacco company

or for a company which damaged the environment?
Tema 1.2. IlpodeccronanbHble KadecTBa MPEACTABUTENCH KOMIIAHWK, BEMYIIMX TEPETOBOPEHI.
NudopmanmonHas noaiep)kka eperoBopoB.
5. What would you do if you discovered that your company was stealing vast amounts of

client or government money?

6. Is making money the only thing a company should be concerned about? If not, what else
should companies be concerned about?

7. Companies and Information Technology.

8. Isthere a particular company you would like to be a part of? Why?

Tema 2.1. Kontpakt o mpomaxe. Yactu koHTpakTa. S3bIk KoHTpakTOB. I[Iporpammuoe

obecrieueHue

9. Isthere a particular company you would definitely not want to be a part of? Why?
10. Would you prefer to work in a large international company or a small local company?

Why?

Tema 2.2 Yactu koHTpakToB. [lepeBo1 KOHTPAKTOB

1. Which type of the employment contract do you think treats their staff better?

2. How would you feel if your company asked you to move to a different country to help

your career?

2.5. PexoMeHAalUM MO0 OLlEHNBAHUIO 3HAHUI OCHOBHBIX HOPM M NPaBHJI COCTABJICHUS
U opopMIIeHHS 1€10BOI KOPPECIIOHACHIIHU

Tabnwuia 2.6

MaxkcumanrsHoe
KOJIMYECTBO O0AJLIOB

Kpurepuu




OTIn4HO

BeicTaBmisercst 00y4aromemMycsi, €Ci OH/OHa B ITOJTHOM 00bEMe
JEMOHCTPUPYET YMEHUS U HABBIKH, HEOOXOAUMBIE JUIsl IEJI0OBOM
KOMMYHHUKALIUH; IEMOHCTPUPYET OTYETIIMBOE U CBOOOIHOE BiIaIcHHE
OCHOBHOH TEPMHUHOJIOTHEH MIPH MEPENUCKE B KOMMEPUECKOi, 0aHKOBCKOH,
TPAHCIOPTHOMU, CTPAXOBOH U APYruX cepax; yMEHHs BECTH JICTOBYIO
Oeceny W/WiIH MIEPErOBOPHI HA AHTIIUICKOM SI3BIKE, MOKET
apryMEHTHPOBAHO OTCTAUBATH CBOIO MO3UIHIO.

Xopouio

Beicrasisiercs oOyuatomiemycsi, €cii 00yJaroluiics JEMOHCTPUPYET YMEHHUS
Y HaBBIKU, HEOOXOIMMBbIE IS IETIOBOM KOMMYHUKALUK; IEMOHCTPUPYET
OTYETIIMBOE U CBOOOIHOE BJIaJICHHE OCHOBHOW TEPMUHOJIOTUEN IIPU MEPEUCKE
B KOMMEpPYECKOH, OAaHKOBCKOH, TPaHCIIOPTHOM, CTPAxXOBOH U Ipyrux chepax;
YMEHMSI BECTH JIEJIOBYIO Oecely W/WiIH IEPEroBOpbl Ha aHITIMHCKOM SI3bIKE,
crocoOeH apryMeHTHPOBaHO OTCTAaUBaTh CBOIO MO3UIMIO. B 11e710M n3noxeHue
OTBETA JIOTUYECKH KOPPEKTHOE, HO HE BCET/Ia TOYHOE Y APTYMEHTHUPOBAHHOE.

yYOBIETBO-
PHTEIBLHO

IIPOCTBIMHA / CIIOKHBIMHA KOHCTPYKIHAMU,

BeicTaBnsercs 00y4aroimemMycsl, €CI1 €ro OTBET AEMOHCTPUPYET
(parMeHTapHbIe, TOBEPXHOCTHBIC 3HAHUS BAKHEHIIIUX HOPM M TTPABUJI IEJIOBOM
KOPPECTIOH/ICHIINH, UCTIBITHIBAET 3aTPYIHEHHUS C BLIOOPOM CJIOB, JIETIAET YaCThIE
omuOKU B BbIOOpE (pOpMBI CTI0BA / MTMOMBI, UMEET CEPbEIHBIE MPOOTIEMBI C

Heynosnerso-
PHTEIBHO

COOTBETCTBYIOLICEC 3a/TaHHUC,

BeicTaBnsercs oOydaromemycsl, €ciu OH 0OHApYKMBAeT HE3HAHUE OTBETA Ha

- IMEeT OIPaHUYCHHBIN UaNa3oH CJIOBApHOIO 3araca, JAeJNaeT 4acTble OIINOKH B
BbIOOpE (hOpMBI CTI0BA / MTMOMBI, TPAKTHUECKH HE MOKA3bIBAET 3HAHUS ITPABUII
MOCTPOEHUSI IPEJIOKEHNH, AENIAET CIUIIKOM MHOTO OIIMOOK.

KOMIIJIEKT OIEHOYHBbIX CPEICTB

JJISA MMPOMEXYTOYHON

ATTECTALIMHU (3AYET)
Tabnuna 2.7
Neni/m | ConepskaHue OLIEHOYHOI0 CPeACTBA HNupexc olleHHNBaeMo
(6onpocwl k 3auemy) KOMIIETEHIIHU UJIU ee DJIEMEHTOB
Tema 1.1 IleperoBopsl. OCHOBHBIE TOHSATHS
1. 1. Successful negotiators —who are they? VK-4.2 3-1, 3-2, 3-3, YK-4.2 V-1,
2. What are the different styles of | V-2,V-3
negotiating?
3. What are the advantages of multimedia
during negotiations?
4. How do computers help us do business?
5. How does the Web influence the business
world?
6. How important are personal relationships
in business?
7. What problems should a person solve to
be prepared for a negotiation?

Tema 1.2 IlpodeccroHanpHble KadecTBa IEperoBopuMKoB. MH(opMalmoHHas MOAAepKKa

TIEPETOBOPOB
2. 1. What questions are usually asked during a | YK-4.2 B-1, B-2, B-3, YK-4.3 3-
negotiation? 1,2,3, ¥V-1,2,3. YK-4.3 B-1.
2. What makes a good negotiator?
3. Name some types of devices that use




‘computers on a chip’.

4. What are the benefits of using computers
when you negotiate a deal?

5. What benefits do companies expect from
contracts?

6. Are material and moral aspects equal for
them?

7. What type of communication at work
would be suitable for employees?

o0ecrieueHue.

Tema 2.1 Konrpakr o mpomaxe. Yactu koHTpakTa. SI3bIK KOHTpakToB. [Iporpammuoe

3.

1. What stages of preparation should a | YK-4.2 B-1, B-2, B-3, YK-4.3 3-
candidate come through? 1,2,3, ¥-1,2,3. VK-4.3 B-1.

2. What does a computer system which
supports a negotiation consist of?

3. Sales contract.

4. Parts of the contract.

5. Ways to overcome crisis situations during
a negotiation.

6. How can social nets be used for doing
business?

Tema 2.2 Yactu xoHTpakToB. [lepeBo KOHTPaKTOB

1. What parts does a contract consist of? VK-4.2 B-1, B-2, B-3, YK-4.3 3-

2. What makes a good contract? 1,2,3, V-1,2,3. YK-4.3 B-1,2,3

3. What are the benefits of using computers
when you negotiate a deal and make up a
contract?

4. What benefits do business people expect

from contracrs?

What is each part of a contract about?

6. Translate one part of a contract from
English into Russian.

7. Translate one part of a contract from
Russian into English.

o

KontponbHas padoTa VK-4.2 3-1, 3-2, 3-3, YK-4.2 V-1,
V-2, V-3, YK-4.2 B-1, B-2, B-3,
VK-4.3 3-1,2,3, V-1,2,3. YK-4.3
B-1,2,3.

KoHnTposbHbIe 3a1aHus 119 IPOMEKYTOYHOM ATTECTANMH (324€T)

1. Select the best word or phrase to complete this notice in a company newsletter. (5
points)

Model: a) retiring b) being dismissed c) resigning  d) parting

1. a) qualities b) character C) aspects d) attractions
2. a) tough b) strong C) heavy d) serious




3. a) fading b) dwindling c) thriving d) flowering

4. a) maximum b) record c) top d) leading
5. a) challenge b) power c) force d) drive
6. a) fill out b) fill up c) fulfill d) fill

Our Managing Director, Daniel Hawkes, has been offered a position as Vice President
of our parent company, and is resigning after more than 11 years with TDI. During his time
as Managing Director, he has shown outstanding leadership ...... ! He has sometimes
had to make some ....... 2 decisions, but he is known to be caring and concerned for his
staff.

Mr Hawkes built up the company from a small business with a fragile bank balance to a

....... 3 concern. Last year, we achieved a ......% turnover, thanks to his energy and ..... °Mr
Hawkes will be greatly missed by all, and we wish him every success in his new role. It is not
yet known who will....... ® his position in TDI. (10 points)

2. Put the correct words A, B, C, D from options below in the above article (10
points):

A British firm has developed a new product (1) help us save money. The product is
a wristband (2) ___ gives us an electric shock if we spend too much money. The wristband is
called Pavlok. It is (3) __ to our bank account. It knows how much money we have in the
bank. If we go shopping and there is (4) ___ enough money in our bank account, the wristband
(5) ___ a255-volt electric shock to our wrist. This warns us not to overspend. The company is
called Intelligent Environments. It wants to work with banks to help customers with their money.
So far, no banks in Britain have said they would (6) __ the Pavlok to their customers. They
could start doing this in the future. The Pavlok wristband is part of the Internet of Things. This is
the idea that everything in our life will (7) __ connected to the Internet. The CEO of
Intelligent Environments, David Webber, said people liked the idea of the Pavlok. Shoppers
would (8) _ get a small electric shock in the store from the wristband than get a big shock
later when they see their credit card (9) . Mr Webber said the Pavlok would be great for
people who cannot stop spending because they have (10) _ willpower or their willpower is
weak. He added that many young people suffer (11) _ the "ostrich effect”. This is when
people stick their heads in the sand and buy things rather (12) _ look at how much money
they have in their bank. Put the correct words from the table below in the above article.

1. (a) for (b) to (c) by (d) so

2. (a) what (b) that  (c) this  (d) then

3. (a) lichen  (b) lined  (c) likened (d) linked

4. (a) never (b) not (c) no (d) now

5. (a) delivering (b) deliver (c) delivery (d) delivers
6. (a) reject (b) combine  (c) offer (d) protect

7. (a) be (b) do (c) have  (d) not

8. (a) instead  (b) prefer (c) rather (d) like
9. (a) bull (b) ball (c) bell  (d) bill
10. (a) no (b) non (c)not  (d) now

11. (a) from (b) as (c) on (d) at
12. (a) than (b) that (c) this  (d) then

3. Read the sentences and think of the word which best fills each gap. Use one word
only in each gap (5 points). There is an example at the beginning (0)
0.1 had already left when he arrived.




seen him three or four times in my life.
seen that movie yet.

ve suffering from stress recently.

4. | have been working here seven years.
5.I’ve been living here January.

6.1 went there many years :
7.1 was copying the files they were having a meeting in the next room.
8.1 had already hidden he entered the room.

9.'ve done this unit. Can we do the next one?

10. the time | retire, |1 will have saved at least a million dollars.

11.At moment [’m sleeping on my brother’s sofa.

12.1 go to the gym at least once week.

13.1 have my hair cut once two months or so.

14.He only finished the project week.

15.Every city centre in the world seems the same days.

Total 10 points
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OBPA3IbI TEKCTOB JIAA ITPOBEPKA COOPMUPOBAHHOCTH YPOBHA
KOMIIETEHIINHU
Text #1

Read, translate the text and give its summary.

Negotiating is a part of everyday life, but in business it's absolutely critical to your
success. Poor negotiation can cripple a company just as quickly as losing key customers. While
most negotiating strategies seem like common sense, it's not uncommon for people to get caught
up in the emotion of the moment and ignore their basic instincts. Emotion, luck and magic have
no place in a successful negotiation. It takes an iron gut, homework, street smarts and unblinking
discipline. These keys will unlock your ability to get the best deal possible under any
circumstances.

While experienced negotiators sometimes refer to their methods as the "negotiating
game," it's really a misnomer for a process in which the stakes are often extremely high. Check
your ego at the door and keep your eye on the big picture at all times. This is all about business.

Preparation is Key. Know about the party you're negotiating with so you can capitalize on
your strengths and the party's weaknesses. If the other party is very experienced, that means he
also has a history that could contain useful information. If possible, talk to business associates
who have dealt with this person before. Many negotiators develop patterns and certain styles that
you may be able to use to your advantage.

If you are a buyer, make sure you are thoroughly familiar with the product or service that
will be the subject of the negotiation. If the other party senses you are weak on such details, you
may be a prime target for a bluff or another technique designed to create anxiety and uncertainty.
Psychology plays a crucial role in your ability to make the most of the other party's lack of
preparation and anticipate their next move.

Most negotiators have a price target or goal in mind before they start. It should be based
on realistic expectations considering all the constraints that will undoubtedly surface. These may
include budget limits, direction from management, pressure to make sales goals, and a myriad of
other external forces. During the course of the negotiation, the goal may change based on



changes in scope and other unforeseen actions by either party. While your ultimate goal should
be realistic, this should not constrain your first offer or counteroffer.

Text #2
Read, translate the text and give its summary.

Before you start the negotiation, ensure that the other party is fully empowered to make
binding commitments. You don't want to find yourself in a position where you believe you've
struck a deal, only to discover that your agreement must be approved by someone higher in the
chain of command.

Have a Strategy. There are basic principles that apply to every negotiation. The first offer
is usually the most important and the benchmark by which all subsequent offers will be judged
and compared. You'll never get what you don't ask for, so make your first offer bold and
aggressive. The asking price is just that, and will typically include a pad or margin to give away
during negotiations. You want to take all of that and hopefully more, so start lower than the
seller expects. Don't worry about insulting the other party. As long as your offer is not
ridiculous, the other side will continue the negotiations in hopes of settling at a better number.

As a buyer, do not disclose your budget or other limitations in your negotiating position.
A favorite ploy of salesmen is to reshuffle the product specifications, schedule and other
parameters in order to sell you an inferior product to fit your budget. You want the best product
you can get for the money you have to spend, so employ an approach that maintains the
possibility of spending less than you had originally planned.

Always have something to give away without hurting your negotiating position. If you're
submitting a price proposal to a buyer, consider inserting decoys and red herrings for the other
party to find. For example, if you are bidding a project, consider including some nice-to-have
items that aren't critical to the success of the project. You could also include spare parts that may
or may not be needed in the end. If the buyer takes those items out to reduce the overall cost, you
haven't lost anything but it may help the buyer reach his price target. Such distractions will help
to divert the other party from attacking the meat of your proposal. Employing this strategy must
be viewed in the context and in consideration of what other bidders may be doing. If you know
that the only way to win the bid is to provide a barebones cost, then this strategy may not be
appropriate.

Watch for clues such as body movement, speech patterns and reactions to what you say.
Be prepared to suspend or cancel negotiations if you feel things are getting nowhere or the other
party seems stuck in their position. Indicate your reluctance to continue under those conditions
and make the other side wonder if you are ever coming back. If they are on the hook to cut a
deal, they will feel the pressure to move. Be patient even if the other party isn't. This can be
difficult for those with a passion for instant gratification, but the last thing you want is for the
other party to think you're under the gun to finish quickly.

From a contractual standpoint, a counteroffer automatically rejects all previous offers.
Once an offer is made, you should expect an acceptance or rejection of your offer, or a
counteroffer that keeps the negotiation open. If your offer is rejected and you are asked to submit
a new and better offer, do not fall into that trap. That would be tantamount to negotiating with
yourself, and you should never do this. If the last offer on the table is yours, always insist on a
counteroffer to force the other party to move his/her position before you make another offer.



Find the Leverage
In addition to exploiting the other party's weaknesses, concentrate on taking maximum advantage
of your strengths. If you're the only source available for a particular product, you have
tremendous leverage across the board. If economic conditions have created a market in which the
product you're selling is in great demand and low supply, that gives you more bargaining power
to name your price. If you are the buyer in a depressed economy, you normally have the
advantage of too much supply and lower demand. The current housing situation is a classic
example of what happens when supply vastly outweighs the demand and market prices fall
dramatically.

Establish a strong foundation early in the process by demonstrating your knowledge and
expertise of the negotiation subject matter. This may intimidate those on the other side and put
them on their heels before they've a chance to establish their own credibility. Playing catch-up in
a tough negotiation can be challenging, so it's much better to take the initiative and steer the
process in the direction you want.

The Offer
An offer is more than just a dollar amount. It must encompass all of the elements of the bargain
and will normally comprise the basis for a contract that formalizes the agreement. If you make an
offer without nailing down all of the specifics, you may find out later that there was no meeting
of the minds with the other party. The basis of the bargain should include: offer price (in proper
denomination), statement of work (scope), identification and quantities of goods or services,
delivery schedule, performance incentives (if any), express warranties (if any), terms and
conditions, and any documents incorporated by reference.

Trading one element for another--such as a lower price for a more relaxed schedule--is a
common tactic. These bargaining chips should be kept in your hip pocket until you need them to
close the deal and get the price you want. While your primary focus is normally on price, you
should always keep all the other components of the deal in the forefront of your mind. Don't be
pressured into accepting boilerplate contracts represented as the “standard of the industry” or
something that "we always use.” Everything, including the fine print, is open to change. If the
other party refuses to alter onerous terms, consider taking your business elsewhere.

To avoid misunderstandings, offers should be presented in writing and include all
elements of the bargain. It's a good idea to keep notes containing the rationale for each offer.
While these notes won't be disclosed to the other party, they will prove to be invaluable should
things go awry and you need to restart negotiations. Part of the process is benefiting from lessons
learned and refining your approach and technique. If you work for a company or the government,
those notes are usually required to document the negotiated outcome and complete the contract
file.

Text #3
Read, translate the text and give its summary.

Go For a Win-Win Solution Throughout the negotiation, try to determine what you
believe to be an acceptable outcome for the other party. It may be a combination of different
things that aren't necessarily tied solely to price. For example, the delivery date may be the most
important thing to the other party, while product quality may be your primary driver.

Understanding the other side's priorities is just as important as understanding your own,
so figure out what you would do if you were in his shoes. When constructing your offers, attempt
to satisfy some of his priorities if doing so doesn't weaken your overall position. Be prepared to



give up the little things in exchange for the big things you don't want to concede. Know your
limits and how far you're willing to go on all aspects of the deal.

While you have the power to influence the negotiation process in your favor, your goal
should be to secure a good deal without extracting the last pound of flesh from the other party.
This is especially true if you will be negotiating with the same party on a recurring basis. The
most effective negotiators are professionals who know their business and don't let personalities
and irrational behavior interfere with their mission. They are capable of making the other party
believe they got the best deal they could under the circumstances.

Once the negotiation is completed, you want to be able to work effectively with those in
the other party during contract performance. If they are threatened and pounded into submission,
they probably won't negotiate with you again, possibly cutting off any future business. While
heated confrontation is a common occurrence during negotiations, at some point collaboration
and compromise are needed to get a deal.

Closing the Deal
Successful negotiation is like horse-trading in that it requires a sense of timing, creativity, keen
awareness and the ability to anticipate the other party's next move. Negotiation is also like chess
in that each move should be designed to set up not only your next move, but several moves down
the line. Generally, your moves should get progressively smaller, and you can expect the same
from the other party.
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