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1. HepequL IJIAHUPYEMBIX PE3YyJAbTATOB oﬁyqem/m 10 JUCHUILVIMHE, COOTHECCHHBIX C INIAHUPYEMBIMHA
pe3yjabTaTaM OCBOCHUS OﬁpaBOBaTeJILHOﬁ nmporpamMmmal

Hucuumnaa bB1.B.J[B.01.02 JlenoBasi WHOsA3BIYHAS KOMMYHHUKAIUSI OOECIEUMBAET

dbopmupoBaHue y

oOy4Jaronmuxcs cleayolmX yHUBEpCAIbHbBIX, 001IenpodhecCuOHANBHBIX U MPO(ECCHOHATBHBIX KOMITETEHIIUMN:

OTO/T® n Kon HaumeHoBaHue Kon HaumeHoBaHue OOpa3oBare/ibHBIN pe3yabTaT **
PEeKBU3UTHI |KOMIIETEHINM HHAUKATOPA |MHAMKATOPA JOCTHKECHUS
s Komnerenuun .
1[0 x JOCTHIKEHUSA KOMIIeTeHIIH I
KOMIIEeTeHI U
(npu dede
Hanuyuu) **
IIK-1 CriocobeH IIK-1.2. Bepuduiupyer CcTpyKTyphbl [3HAeT:
MPOEKTUPOBATH U nporpammHoro koga MHC
paspabatbIBaTh qU3aliH OTHOCHTEbHO apxuTekTypyl |OCOOCHHOCTH PabOTHI ¢ GH3HEC-TIPHIOKEHUAMH a
VIC B pamkax VIC u TpeboBanmii 3aKasqmka |CIPABOTHBIMH PECYPCAMH, COBPEMEHHBIMH OHIAMH
BBIIIOJIHEHHS PAabOT 1 k VIC B pamMkax BbInonHeHus | TCXHOTOTTAMIL
YTpaBJIeHus paboTamu patot a YUPaBICHW | ¢1oco6bI yCTAHOBIIEHHS M TTOIEPKMBAHHS
MO0 CO3JJaHHIO paboTaMH 1O  CO3JaHHIO NPOGhECCHORATEHBIX KOHTAKTOB.
(MoaudUKaIK) U (MOUUKAIIH) u
conpoBokaeHnto MC conpoBoxkaennto MC
Ymeer:
00IIaTHCSI HA HHOCTPAHHOM S3BIKE B PA3JIMUHBIX CUTYALHAX
MpoQecCHOHATBHOTO B3aMMOICHCTBUS;
MCII0JIb30BaTh COBPEMEHHBIE TEXHOJIOT UM, BKITIOUAs
IMICTaHIIMOHHBIE CPEICTBA OOLICHUSI.
[IK-1.5 YcTpansieT oOHapy>KeHHbIE  [3HAET:

HECOOTBETCTBHS B
[IPOrpaMMHOM KOJIC U B
imu3aitne UC B pamkax
BBITTOJTHCHHS pa0oT U
yIpaBieHus paboTaMu 1Mo
co3gaHuio (MOIUGMUKAIIH) U

OCHOBHBIC HCTOYHHUKH I/IH(l)OpMaI_II/II/I Ha NHOCTPAHHOM A3bIKC
JIL OCYIICCTBIICHUA HpO(I)eCCHOHaJ'ILHOfI ACATCIBbHOCTH,

CITOCOOBI B3aHMOJCHUCTBUS C napTHEpaMu U oOmeHa




conpoBoxkaennto MC

mH(pOpMAIIe Ha HHOCTPAHHOM SI3BIKE;

TEPMHHOJIOTHIO, HA OCHOBE KOTOPOH OCYIIECTBISAETCS
B3aMMO/ICHCTBUE NTAPTHEPOB.

'YMmeeT:

MCIIOIb30BaTh MH(OPMAIUIO HA MHOCTPAHHOM SI3BIKE,
aanTHUPOBATh TEKCTOBBIN MaTepuai sl OCYIIECTBICHUS
MpOo(eCCUOHANBHON JIEATEIbHOCTH;

COBMECTHO C  NapTHEPOM  YCTPAHATH  BBISBICHHBIC
HECOOTBETCTBUSI U BHOCUTH HEOOXOJMMBIE KOPPEKTHPOBKH

B paboTy.




2. O0beM ¥ MeCTO JUCHMILUIMHBI B CTPYKTYpe 00pa3oBaTe/1bHOH
NPorpamMmslI

OO0mui 00bEM JUCHUIUINHEL:

2,00 3.e., 72 ak.yac

KonrtakTHass pabora oOydarommxcs ¢ MpernojaBaTeieM I0 BHUAAM y4eOHBIX
3aHATHI: 72 aK. yac Ha KOHTAaKTHYIO paboTy C mpernojiaBareneM, u3 Hux 24 ak.yac Ha
MPAKTUYECKUE 3aHATHUS, HA aTTECTAIMIO B IEPHUO/] FIK3aMEHAIIMOHHBIX ceccHil 9 yacos,
39 ak. yac Ha CaMOCTOSTENBHYIO pabOTy 00yUarOIIUXCS.

b1.B.[IB.01.02 JlenoBast nHOSI3pIYHAS KOMMYHHUKAIIUS PEATIU3YETCA BO 2 CEMECTPE
1 xypca.



1. Coaep:xaHue M CTPYKTYpa IMCUMILINHBI

Ounas ¢hopma odyuenusn

1.1. CTpykTypa IMCUMILNINHBI

Ne i/n |HaumeHoBaHue TeM U (W) O06beM JUCHMIUIMH, aK.4ac
pa3nenos BCEI'O [KonrtaktHas paboTa 00y4aronmxcs Dopma TEeKyIero
C TIPEI0IaBaTEJIeM 10 BUAAM YICOHBIX 3aHATHH KOHTPOJIA
[lepron TeOpeTUIECKOTO 00YyUEHUS [Tepuon CamocTosiTelTbHast  [yCIIEBAEMOCTH,
[IPOMEKYTOUHOM pabora [MPOMEXYTOUHOU
aTTecTaluu (ceccust) ATTECTalluU
SaHsaTus 3aHsATHs MK |[KCP [KD CPxp [CPak [CP
NMEKIIMOHHOT'O [CEMHHAPCKOT
TUna 0 TUIa
JI BJI JIP  [I13 é
@)
o
2 |s
S o
=7 =
Pasnen 1 Ieperosopsr.
Tema 1 |IleperoBopsl. OcHOBHBIE 16 0 0 6 0 0 0 0 0 0 10 YO, T3
TIOHATHA
Tema 2 |[IpodeccroHalbHBIE KaYecTBa 16 0 0 6 0 0 0 0 0 0 10 YO, T3
NEpETOBOPIIUKOB. I/IH(i)OpMaLII/IOHHaH
HO/IEPKKA IEPETOBOPOB
Pa3):[en 2 KonTtpakTsl.
Tema 3 |. Konrtpakr o npogaxe. SI3bik 16 0 0 6 0 0 0 0 0 0 10 YO, T3
KOHTpakToB. [IporpamMmMHoe
oOecrieueHue




Tema 4 |YacTu KOHTPaKTOB. 15 0 0 0 6 0 0 0 0 0 0 9 VO, T3
[IepeBoa KOHTPAKTOB
[IpoMexxkyTouHas arTecTalus 0 0 0 0 0 0 0 0 0 0 0 0 3auer
Bcero 3a I cemecTp: 72 0 0 0 24 0 0 0 0 0 0 0 KT
HUroro 72 0 0 0 24 0 0 0 9 0 0 19

HCI’!O/Zb?y@Mble COKpauleHus.
JI — nexuum - 3aHATHA, OpeaAyCMaTpyuBarOnve NpeuMyIeCTBECHHYIO N€peaavy yqe6H0171 I/IH(I)OpMaIII/II/I O6yanOHII/IMC$I neaarorutdyCCKuMu pa6OTHI/IKaMI/I opraHm3anum nu (I/IJ'II/I)

JiniiaMu, NprUBJICKAEMbIMH Opl"aHH?,aHHeﬁ K peajin3anuu O6pa3OBaTeJ'II)HLIX mporpaMm Ha UHBIX YCJ'IOBI/IHX,).

BJI - Buneo nexuuu.

JIP — mabopaTopHbIe pabOTHI.

13 — mpakTHueckue 3aHATHSA (32 UCKIIIOYEHUEM JTa00PATOPHBIX padoT).

UK — unauBHUyalibHbIE KOHCYJIBTALIUU.

KCP — KOHTpOJIb caMOCTOSTEIHHOM pabOTHI

KD — koHCysbTaIuH neper SK3aMeHOM

KaTTak — KOHTaKTHast paboTa Ha aTTECTALMIO B IEPHUOJ SK3aMEHALMOHHBIX CECCHI

KoHTpoub - KOHTakTHasi paboTa Ha aTTECTAlMIO B IEPHOJ SK3aMEHAI[MOHHBIX CECCHUI JUTs 3204HOU (popMbl 00yUeHNUS
CPxp — camocTosTenpHas paboTa Ha OJATOTOBKY KYPCOBOM pabOThl/ KypCOBOI'O MPOCKTA.

CPak — camocrosTenbHast paboTa Ha IMOJrOTOBKY K 9K3aMEHY.

CP — camocrosiTensHas paboTa B ceMecTpe Ha MOATOTOBKY K yUEOHBIM 3aHSATHSM.

T3- recroBoe 3amanue, YO - ycTHbIi onpoc, P3 — pazHOypoBHEBbIE 3ajaHus (IUCKyccusl, 3cce (1okan, coodmmenne), KT - koHTponpHas Touka




3.2. ConepxaHue AUCIUTIIAHbBI
Pasznea 1 Ileperosopsl.

Tema 1. Ileperosopsl. OcnoBubie monsTus I1K-1.2.; IIK-1.5.

JlucruruinHa 3HaKOMUT ¢ TEOPHUEHN Y MPAKTUKOW MEPETOBOPHOTO MPOIIECCa,
dopmupyeT HaBbIKH 3((HEKTUBHOTO B3aMMOICHUCTBUS B JICTIOBBIX CHUTYalIHX,
(dopMupyeT HaBBIKM BEIEHHUS JEJOBBIX NEPErOBOPOB HA WHOCTPAHHOM SI3bIKE B
npo(ecCHOHATBHOM KOHTEKCTE, Pa3BHBAET KOMMYHUKATUBHYIO KOMIETEHUUIO IS
YCHEIIHOIO0 Yy4YacTHus B IMEPEroBOpax HA HHOCTPAHHOM SI3bIKE, /1a€T OCHOBHBIE
NOHATHUS, LENM M 3Tambl NEPEeroBOpoB (IMOATOTOBKA, YCTAHOBJICHHE KOHTAKTa,
o0cyX/IeHHe, IOCTH)KEHHE COIJIallleHus, (ukcanus pe3yiabTaToB), COCTaBICHUE
UCEM-TIPEITIOKEHHUM U MHCEM TOCIIE BCTPEUHU.

['pamMmaTuKa: mpocThie BpeMeHa aHruiickoro riarona: Present Simple, Past Simple,
Future Simple. [Topsi1ok cii0B B aHTTTUICKOM TTPEIJI0KEHUH, BOIIPOCE, BUIBI BOIIPOCOB.
[IputspkarenpHble M yKa3zaTelnbHble MecToMMeHHs. OOpa3oBaHuE €TUHCTBEHHOTO U
MHO’KECTBEHHOI'0 YMCJIA CYIIECTBUTENBHBIX. APTHKIIH.

Tema 2. IIpogeccnonaibHbIe KayecTBa neperopopnkos. Undgopmanuonnas
noaaep:xka neperosopos I1K-1.2.; IIK-1.5.

JlucuuniauHa HanpaBjeHa Ha Pa3BUTHE SI3bIKOBBIX HABBIKOB M MPOQECCHOHANBH
BIX KOMITETCHIIUN AJ1s1 9P PEKTUBHOTO BEACHUS IEPErOBOPOB HA HMHOCTPAHHOM SI3bIKE,
MO3BOJIAIOIIUX IEMOHCTPUPOBATH KITFOUEBbIE KAUECTBA YCHEIIHOTO
NEPEroBOpIIMKa B MEXITyHAPOIHOM JIeTI0BOM oO1ieHnu. @opmupyer
S3bIKOBBIE HABBIKH JIJIsl IEPETOBOPOB:

OCBOCHHE JIEJIOBOM JIEKCUKU U (Ppa3-KIIHILE HA HHOCTPAHHOM SI3BIKE;
paboTa ¢ BO3paXEHUSIMHU YCTAaHOBJIEHUE KOHTAKTA U MOAJIEp )KaHUE JUAJIOra;
Y CJIOKHBIMU BOIIPOCAMH.

['pammatuka: Konctpykmusi there is / there are. KsanTudukaropsr.
HcunciisieMble 1 HEMCUUCIISIEMbIE IMEHA CYILIECTBUTENbHBIE. [[pUTsHKaTeNbHBINA TaeK
cyliecTBUTENbHbIX. [lpaBuibHbIE/HENMpaBWiIbHbIE Tiaroisl. [Ipeasmoru: BpemeHw,
MeCTa, JIBUKECHHUSL.

Pasznen 2 KonTpakrsl.

Tema 3. KonTpakT 0 npoaa:ke. SI3bIKk KOHTPAKTOB.
IIporpammuoe obecneuenue IIK-1.2.; IIK-1.5.
JucuuiinHa HanpaBjieHa Ha (GOPMHUPOBAHUE SI3BIKOBBIX HABBIKOB IS
paboThI ¢ KOMMEPYECKHMMH KOHTPAKTaMH Ha MHOCTPAHHOM SI3bIKE, Ha
OCBOCHUE JICKCUKHU U CTPYKTYPhI KOHTPAKTa O POJake, Ha yMEHUE
COCTaBJIATH OJJOOHBIE TOKYMEHTHI HA HHOCTPAHHOM SI3bIKE.
AHanu3 NpUMepoB peabHBIX KOHTPAKTOB, IEPEBOJIT U COCTABIICHHUE
(dbparMeHTOB KOHTpPaKTa, pa300p yCIOBUI CHEIKH.
I'pammatuka: Coro3sl because, so, but, although. PazaenurenbHbie BOIPOCHL.
Bpemena anrnmiickoro rinaromna: Present Perfect. Past Simple - Present Perfect.
Tema 4. Yactu konTpakToB. IlepeBox kouTpakTos ITK-1.2.; ITK-1.5.
JlucuuruivHa HalleJeHa Ha OCBOCHHUE JIEKCUKU U CTPYKTYPBI JICJIOBBIX KOHTPAKTOB Ha
MHOCTPaHHOM si3bIKe. L{erb: HayuynThCsl MOHMMATh, aHATTM3UPOBATh U COCTABIISATH

OTJENBbHBIE Pa3/iebl KOHTPAKTOB, UCTIOIB3YS IPO(ECCUOHATBLHYIO JICKCHKY.
[lepeBo u cocTaBieHHe pa3esioB KOHTPAKTA, Pa300p pealbHbIX IPUMEPOB.



I'pammatuka: IloBrOpeHHMEe TrpaMmaTH4eCKMX BpeMeH. KocBeHHas peus.
IIpunaratenpHple — MOPSAAOK CJIOB, ciI0BOOOpa3oBaHue. CTENEHU CpPaBHEHUS
puIaraTenbHbIX. MECTOMMEHUS JINYHBIE U NIPUTSKATEIIbHBIE.

2. Tunbl OLEHOYHBIX MATEPUAJIOB, I0OKA3aTeJIM U KPUTEPUH

OlleHNBAHMS

2.1. Ouenounsle Marepuanbsl no gucuuruimHe b1.B.J[B.01.02 Jlenosas
WHOS3bIYHAsI KOMMYHHUKAIMSl BXOJAT B COCTaB OIIEHOYHBIX MAaTepHajoB II0
obpazoBarenbHON MporpamMme. COBOKYITHOCTH OLICHOYHBIX MaTEpPHAJIOB IO BCEM
TUCHHUIUIMHAM  (MOJYJIsIM) 00pa30BaTEIbHOM IIPOrpaMMbl  COCTaBJseT (HOH.T
onieHouHbIX cpenctB (manee — POC). ®OC wucnonb3dyercs HpU MPOBEICHUU
TEKYILET0 KOHTPOJISl YCIIEBAEMOCTH U MPOMEKYTOUHOM aTTECTAlMU 00YUYarOIINXCsl
C LIEJIbI0 OLIEHUBAHUS JOCTHKEHHUS OOYyYalOIIMMUCS TUIAHUPYEMBIX PE3yJIbTaTOB
00yueHwus.

2.2. ®OC pa3paboTaH Kak KOMIUIEKC MPOBEPOUHBIX 3aJaHUN Pa3IMUYHOTO
TUIA U YPOBHS CJIOKHOCTH, BKJIIFOYAET KPUTEPUU U IIKAJIbl OIEHUBAHUS, a TAKKE
«KJTIOUM» TpaBUibHBIX 0TBETOB. DOC dopMupyercs Kak OTASIbHBIN TOKYMEHT U
XpaHUTCSA B 2JIEKTpOHHOM Buje, noctyn Kk ®OC npenocTaBiieH OrpaHUYCHHOMY
KpyTY JIUIL.

2.3. Jlus camMoCTOSITENBbHOM pabOoThl OOYYArOIIUXCS MPH TOJATOTOBKE K
TEKYIIIeMy KOHTPOJIIO YCIIEBAEMOCTH M TPOMEKYTOYHOH aTTecTaluu B pabounx
nporpaMMax JUCIUIUIMH pa3MEIIEeHbl TUIIOBBIE MPOBEPOYHBIC 3aJaHUs, KOTOPHIE
MOXHO YCJIOBHO pa3JeiIuTh Ha 3aJaHUs 3aKPBITOr0, KOMOHMHHPOBAHHOIO H
OTKPBITOT'O TUIIOB.

3aaHusl 3aKpHITOTO TUMA — 3TO TECTOBBIC 3aJaHUs, B KOTOPBIX KaXIbIi
BOIIPOC  COMPOBOXK/IAETCS TOTOBBIMU BapyaHTaMU OTBETOB, U3 KOTOPBIX
HEO0OXO0IMMO BBIOpaTh OJIMH WJIM HECKOJBKO MPABUIHHBIX.

3agaHusi KOMOMHUPOBAHHOTO THUIIA — 3TO TECTOBBIC 3aJaHUs, B KOTOPBIX
KQXKJIBI BOIMPOC COIMPOBOXKAACTCS FOTOBBIMU BapUaHTaMU OTBETOB, M3 KOTOPBIX
HE0OXO0JMMO BBIOpAaTh OJIMH WJIM HECKOJIbKO MPaBWIBHBIX M OOOCHOBAaTh CBOM
BBIOOD.

3aaHusl OTKPBITOTO TUIA — 3TO 3aJaHusl, B KOTOPHIX HA KaXKJBIA BOIPOC
JOJDKEH OBITh TPEJIOKEH pa3BEPHYThIM 0OOCHOBAHHBIN OTBET.

B 3aBucumocTH OT THUHa 3aJaHUs PEKOMEHIOBAaHBI  OIpEACIICHHAS
MOCJIE/IOBATEILHOCTh BBITIOJHEHUS U CUCTEMa OIICHUBAHUS BBITTOJHEHUS 3aJaHUA.



2.4. Tunsl Sa,ZIaHI/Iﬁ, COCHAPHH BBIITOJIHCHUA, KPUTCPHUH OLICHUBAHU S

TUIT 3BATAHUA

NMHCTPYKIMA

CHHEHAPHMU BBIITOJIHEHM A

KPUTEPUM OLIEHMBAHUA

3amaHue  3aKpBITOTO
TUTIA C BBIOOPOM OJHOTO
NpaBWIBHOTO OTBETA W3
HECKOJIBKUX BAapHAaHTOB
NPEeITI0KEHHBIX

[Ipounraiite TeKcT,
BbIOEPUTE TPABUIIBHBIN
OTBET

1.BHUMaTenbHO MPOYUTATH TEKCT 3a/1aHUs U TTOHSTh,
YTO B KA4yeCTBE OTBETa OXXMIACTCS TOJBKO OJUH W3
MPEIOKEHHBIX BAPUAHTOB.

2. BHUMaTenbHO  TPOYMUTATH
BapHaHT-ThI OTBETA.

3. BbIOpaTh 0J1MH BEpHBIN OTBET.

4. 3anucath TOJBbKO HOMED (Wi OYKBY) BHIOPAaHHOTO
BapHaHTa OTBeTa (Harpumep, 3 uinu B).

IPEJI0KEHHbBIE

OtBeT cuMTaeTcs BEPHBIM, €CIIU
NpaBWIbHO YyKa3aHa wnuppa WIH
OykBa

3a,ZlaHI/Ie 3aKpPBITOT'O
TUIIa HAa YCTAHOBJICHHC
COOTBCTCTBUA

[IpounTaiite TEKCT U
YCTaHOBUTE
COOTBETCTBHUE

1.BHumarensHO MpouyuTaTh TEKCT 3aJaHus |
MOHATh, YTO B KA4eCTBE OTBETA OXKHUAAIOTCS Taphl
AIIEMEHTOB.

2. BHumaTensHO mpounTaTh 00a CIUCKA: CHHCOK 1 —
BONPOCHI, yTBEPKACHUS, (AKThI, MOHATHUS U T.1.;

CIHCOK 2 — yTBEPKJICHHSI, CBOMCTBA OOBEKTOB H T.I.

3. ComocTaBUTh AJIEMEHTHI CIHUCKa | ¢ 31eMeHTamMu
crucka 2, chopMUpPOBATh Mapbl SJIEMEHTOB.

4. 3anucath NomMapHO OyKBBI U MUGPHI (B 3aBUCUMOCTH
OT 3aJ]aHMs1) BapUaHTOB OTBeTa (Hanpumep, Al win b4).

OTBeT cuMTaeTCs BEPHBIM, €CIH
NPAaBWILHO YyKa3aHbl NUMPBI WIN
OYKBBI

3ajaHue  3aKpBITOTrO
THTIA c BBIOOPOM
HECKOJIBKUX TPaBUIIBHBIX
OTBETOB M3 HECKOJIBKHX
BapUaHTOB
NPEeITI0KEHHBIX

[IpounTaiite TekcT,
BbIOEpUTE TPABHUIIbHBIC
OTBETHI

1.BHUMaTENTFHO IPOYNTATH TEKCT 3aIaHUSI U TIOHSTH,
YTO B KAYECTBE OTBETA O)KHUIACTCS HECKOJIBKO MPABUIIBHBIX
OTBETOB U3 MPEUIOKEHHBIX BAPHAHTOB.

2. BHUMaTeIbHO IPOYNTATH MPEIOKECHHBIC
BapHUaHT-ThI OTBETA.

3. BbIOpaTh HECKOJIBKO MPABUIIBHBIX OTBETOB.

4. 3anucaTh TOIBKO HOMepa (WK OYKBbI) BEBIOPAaHHOTO
BapuaHTa oTBeTa (Harpumep, 1 4 wim A I).

OTBeT cunTaeTcs BEPHBIM, €CITU
MPaBUJIBHO  YCTAHOBJICHBI  BCE
COOTBETCTBUS (ITO3ULIUU U3 OJTHOTO
CTOJIOIIAa BEPHO COIOCTaBJIEHBI C
MO3ULIUSMH JIPYTOTO)




33.IlaHI/Ie 3aKPpbITOT'O
TUIIA HA YCTAHOBJICHUC
MoCJICA0BATCIIbHOCTHU

IIpounTaiite TEKCT U
YCTaHOBHTE
[IOCJIEJ0BATEIBLHOCTD

1. BHuMarenbHO NPOYUTATh TEKCT 3aJaHus U
MOHATh, YTO B KA4eCTBE OTBETA OKUIACTCS
M0CJIeI0BATEIbHOCTD JIEMEHTOB.

2. BHUMaTenpHO MPOYUTATh PEIOKEHHBIE
BapUaHTHI OTBETA.

3. IlocTpouTh BEpHYIO MOCIIEAOBATENILHOCTD U3
NPEeATI0KEHHBIX JIEMEHTOB.

4. 3anucaTh OYKBBI/IUQPHI (B 3aBUCUMOCTH OT
3aJaHus) BapuUaHTOB  OTBeTa B  HY)KHOU
rocaeaoBaTebHOCTH (Hanpumep, BBA nmum 135).

OtBeT cuuTacTcs BCpHBIM, CCJIN
IIpaBHUJILHO YKa3aHa BCA
IOCJICA0OBAaTCIIbHOCTD I_II/I(I)p

3amanue
KOMOMHHMPOBAHHOTO THUITA

IIpounTaiite TEKCT,
BBIOCPUTE MPABUIIbHBIN

1.BaumarensHO NpoYnuTaTh TCKCT 3adaHUA H
IOHATH, YTO B KAYCCTBC OTBETA OXKMJACTCA TOJIBKO

OTBeT cuMTaeTcss BEPHBIM, €CIH
MpaBWIbHO yKazaHa Ludpa uim

¢  BbIOOpOM  OJHOrO | OTBET M  3alMIUUTE | OJUH U3 MPEUIOKEHHBIX BAPHAHTOB. OykBa U TIPUBEIEHBl KOPPEKTHHIC
MPaBUIBHOTO OTBETAa W3 | apryMEHTHI, 2. BHUMaTtenpHO MPOYUTATh IPEIOKEHHBIE apryMEHTBI, HCIOJb3yeMbIe  IpH
NpeI0KEHHBIX u | 00OCHOBBIBAIOLIHE BapHaHThl OTBETA. BbIOOpE OTBETA
000CHOBaHHEM BbIOOpa BBIOOD OTBETA 3. BbiOpaTh 0MH BEPHBIN OTBET.
4. 3anucaTb TOJBKO HOMeEp (Ui OYKBY)
BBIOpPAHHOT'O BapuaHTa OTBETA.
5. 3ammcarh apryMeHTbl, 000CHOBBIBAIOIIME BEIOOD
oTBeTa (Hampumep, 4 TeKCT 000CHOBAHUS ).
3agaHue OTKPBITOTO [TpounTaiite TekcT U 1. BHuMarenbHO NPOYUTATh TEKCT 3aJaHUs U OTBeT cunuTaeTcs BEPHBIM:
TUMA C Pa3BEPHYTHIM 3aITUIINATE PA3BEPHYTHI | MOHATH CYTh BOIIPOCA. 1. OTcyTcTBHE (haKTHUECKUX
OTBETOM 000CHOBaHHBIM OTBET 2. IIpogyMaTh JOTHKY U IOJIHOTY OTBETA. OILIMOOK.
3. 3anucatb OTBET, UCIIOJIB3YS YEeTKHE 2. PackpebiTue o0bema

KOMITAKTHBIE (POPMYINPOBKH.
4.B cnydae pacueTHOM 3a/1a4uu, 3aMKCaTh PEIICHNE
U OTBET

HCIIOJIb3YCMBbIX MMOHATUN (HOJIHOTa

OTBETA).

3. O60CHOBaHHOCTh
OTBETA (Hanmuuue
apryMEeHTOB).

4. Jlormueckast
[IOCJIENOBATEIBHOCTh U3JIaracMoro
MarepHaa.




2.5.

OOmiast 1mKana OLEHMBAHUS PE3YJNbTATOB TEKYIIET0 KOHTPOJIS

YCIIEBAEMOCTH M MPOMEKYTOUHOM arTecTanuu odyyaromuxcs ¢ npumeHeHueM bPC
Honenkoro ¢punuana PAHXul'C

ECTS
Hrorosasn bunapuas A s
TpaguuuoHHasi cucTeMa TPagUuINO N
0a/lsIbHAsl OLlEeHKA cucrema HHOi OuHapHO
CHCTEMBI
CHCTEMBI
90-100 OTnu4HO A P/ Passed
80-89 3auTeHo B P/ Passed
X
7519 oPOTo C P/ Passed
70-74 Y 10BAETBOPUTEIBLHO D P/ Passed
60-69 ! p E P/ Passed
0-59 HeynoBneTBopuTeIbHO He 3auteno F F/Failed

CooTHotieHre 6aUI0B 3a TEKYIINA KOHTPOJIb YCIEBAEMOCTH U MPOMEKYTOUHYIO
aTTECTALMIO, a TAKXKE MOBTOPHYIO IPOMEKYTOUHYIO aTTECTALUIO:

MakcumMmanbHas MakcumanbHas MaxkcumaspHas MakcumaspHas
cymma 0aiioB 3a cymMma 0aiioB 3a UTOroBas OajuIbHAL cymma 0asioB 3a
TEKYIIHIA MIPOMEKYTOUHY IO OLIEHKA MTOBTOPHYTO
KOHTPOJIb aTTeCTALIUIO IPOMEKYTOYHY IO
yCIIEBAEMOCTH aTTECTALIUIO
100 6am10B 100 6amnoB 100  Oamnos 100  GamroB
3. (I)Ole)I arTreCralliu, TUIOBLIC OLICHOYHbIC MaTepl/IaJI])I AJIA

TeKylero KOHTPOJIsl yCIIeBAeMOCTH 00y4al0IMXCs, KPUTEPUHU U IIKAJIbI
OlleHMBAHUA 110 KOHTPOJIbHBIM TOYKAM

3.1. B

xXoJe

pean3anun

IUCIHUAILINHEI

B1.B.JIB.01.02

JlenoBas

HHOA3bIYHAA KOMMYHHKAIUA HCIIOJB3YIOTCA CICAYIOIIHUC q)OpMLI TCKYILICTO
KOHTPOJIA YCIICBACMOCTH 06yqa}01111/1x051 (B TOM YHCJIC, 3aJdHUA K KOHTPOJIbHBIM

TOYKAM):

TecToBbIe 3a1anust, yCTHBIM OMPOC, AUCKYCCHUs / acce (IOKIIa, COOOIICHHE)

3.2.

Tunosbie

OLICHOYHBIC

MaTepuabl

JJIA

yCIEBAEMOCTH 00y4arOIIMXCcs (BHE KOHTPOJIBHBIX TOYEK):

Borpocsl 11 YCTHOTO onpoca:

TEKYIIETO0  KOHTPOJIA




Pa3znen 1 Ileperosopsl.

Tema 1. [leperoBopsl. OcHoBHbIe mousaTHs [1K-1.2.; ITK-1.5.

1. Successful negotiators — what 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 2. IIpo¢eccnonaibHbIE KayecTBa neperopopnkos. Mundgopmanuonnas
nojaep:xkka neperosopos I1K-1.2.; IIK-1.5.

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?

Paznen 2 KonTpakThl.

Tema 3. KoHTpakT 0 nmpoaaske. $I3b1K KOHTPAaKTOB.
IIporpammuoe odecneyenue ITK-1.2.; ITK-1.5.

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 4. YacTu kouTpakToB. IlepeBoa kourpakros I1K-1.2.; ITK-1.5.
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?



Bonpocel 17151 ycTHOrO onpoca:

Pa3znen 1 Ileperosopsl.

Tema 1. Ileperosopsl. OcHoBHbIe nousaTHs 11K-1.2.; ITK-1.5.
1.

A

8.

What is a negotiation?

Why are negotiations important in business?

What are the main stages of a negotiation process?
What does the term win-win mean in negotiations?
What strategies can help reach an agreement?

How can you prepare for a successful negotiation?
What role does active listening play in negotiations?

Tema 2. IIpo¢eccnoHaibHbIE KayecTBa neperopopinkos. Mndgopmanuonnas
noanep:xka neperosopos I1K-1.2.; ITK-1.5.

l.

e

How do you handle a difficult negotiating partner?

What are common mistakes people make during negotiations?
How would you start a business negotiation?

What phrases can you use to make a proposal?

How do you politely disagree with a partner during a negotiation?
What would you do if the other side refuses to compromise?
How can you end a negotiation successfully?

How do cultural differences affect international negotiations?

Paznen 2 KonTpakThl.

Tema 3. KoHTpakT 0 nmpoaaske. $I3bIK KOHTPAKTOB.
IIporpammuoe odecneyenue I1K-1.2.; ITK-1.5.
l.

i Al

What communication skills are most important for a good negotiator?

How has technology (e.g., video calls) changed the way we negotiate?

Why is building trust important in long-term business negotiations?

What role do emotions play in the negotiation process?

What verbal and non-verbal signals show active listening?

How might negotiation styles differ between Western and Eastern cultures?

Why is it important to understand cultural norms when negotiating internationally?
What challenges can arise from language barriers in cross-border negotiations?

Tema 4. Yactu kourpakTos. Ilepesoa kourpakros I1K-1.2.; ITK-1.5.

1.

e A i

What information should you gather before entering a negotiation?

How do you set clear goals for a negotiation session?

How can you assess the other party’s interests and needs before negotiations?
What role does research play in successful negotiations?

What key phrases are useful for making concessions during a negotiation?
How do you ask for clarification without sounding doubtful?

What language helps build rapport with the other party?

How can you use open-ended questions to your advantage in negotiations?



TecTOBBIC 3aJaHUA:

Pa3znen 1 Ileperosopsl.

Tema 1. IleperoBopsl. OcHoBHbIe mousaTHs [1K-1.2.; ITK-1.5.

Read the text and choose the one correct answer (A, b, B or I') to the question below.
Translate your answer.

Negotiations happen every day at work, in business, and even at home. They help
people discuss things and find solutions that work for everyone.

A good negotiation is not a fight. The best result is when both sides are happy this
is called a win-win situation. It helps build trust and keeps relationships strong.

There are five main steps:
Prepare. Think about what you want. Learn about the other person or company. Know yo
ur BATNA — what you’ll do if you can’t agree.
Talk. Share your ideas and listen carefully to the other side.
Make offers. Suggest solutions and be ready to compromise.
Agree. Choose a solution you both accept. Make sure you understand all the details.
Follow up. Write a short email to confirm what you agreed.
Good negotiators listen well, speak clearly, stay calm, and understand other needs.
In the modern world, we negotiate in person, by video call, or by email.
Learning to negotiate well helps in any job.

Question:
According to the text, which of the following is not listed as a key factor for
negotiation?

Options:

A) Learn about the other person or company.

B) Choose a solution you both accept

B) Relying on yourself.

') Write a short email to confirm what you agreed.

Correct answer: B) Suggest solutions and be ready to compromise.

Read and translate the text:

Negotiations are a fundamental part of both business and everyday life. Whether
you’re discussing a business deal, a salary raise, or even planning a family vacation, the
ability to negotiate effectively can lead to better outcomes for all parties involved.

A successful negotiation is not about “winning” at the expense of others. Instead,
the best approach is often win-win: finding a solution where everyone feels their interests



are respected. This builds trust and paves the way for long-term relationships.
The negotiation process typically follows several key stages:

Tema 2. IIpodeccrnonasibHbIe KayecTBa neperopopmnkos. Uudgopmanuonnas
noaaep:xka neperosopos I1K-1.2.; ITIK-1.5.

Read the text and match the statements (1-6) with the appropriate category (4 or
b). One category may be used more than once. Translate your answers.

Successful negotiations depend not only on strategy and preparation, but also on th
e personal and professional qualities of the negotiator. These traits help build trust, mana
ge conflicts, and reach mutually beneficial agreements.

First, active listening is essential. A good negotiator doesn’t just wait for their turn
to speak — they listen carefully to understand the other party’s needs and concerns.

Second, clear communication matters. The ability to express ideas simply and

confidently helps avoid misunderstandings and speeds up the process.

Third, empathy plays a key role. Understanding the other side’s position builds
rapport and opens the way to compromise.

Fourth, flexibility allows a negotiator to adapt to unexpected turns and find
creative solutions instead of sticking to a rigid plan.

Fifth, emotional control is crucial. Staying calm under pressure prevents conflicts a
nd keeps the discussion professional.

Sixth, preparation and analytical skills ensure the negotiator knows the facts,
numbers, and alternatives (like BATNA — Best Alternative to a Negotiated Agreement).

Finally, integrity and honesty strengthen long-term relationships. People are more
willing to cooperate with those they trust.

Combining these qualities helps a negotiator achieve win-win outcomes and
maintain strong professional connections.

Categories:

A — Characteristics/behaviour

b — Characteristics/behaviour

Statements:
1. They listen carefully to understand the other party’s needs
2. They understand the other side’s position .
3. They allow a negotiator to adapt to unexpected turns and find creative solutions .
4. They stay calm under pressure.
5. They ensure the negotiator knows the facts.
6. They strengthen long-term relationships.

Answer key: 1 — A 2—b 3—A 4—A 5—A 6—A

Read and translate the text:

Character is a set of personal traits that help someone to live, love, chose, decide,
communicate and even survive. The word “character” has a Greek origin and means a sign
or distinguishing feature. It defines the features of behavior of a certain person and



influences his relationships with others. Traits of a character are important as they
determine the patterns of behavior and each individual’s way of life.

Professional psychologists outline four important groups of human nature: attitude
to work, relation to others, attitude to things and attitude to oneself. Each group contains a
number of positive and negative traits. For example, showing a strong character at work,
one should be hard-working, responsible, reserved, creative and a good entrepreneur.
Negative traits at work are arrogance, disdain and impoliteness.

In relation to others strong people show kindness, respect, sociability, while negative
signs include surliness, arrogance and rudeness. In relation to things, good-natured people
show accuracy and gentle handling, while ill-bred people are careless and negligent. And,
finally, in relation to oneself ideally a person should show self-esteem, modesty, adequate
pride.

Such personal traits as selfishness, arrogance, impudence and vanity are considered
to be negative. Thus, everyone is different. Some people are more extrovert, some are
introverted, but all of them have personal traits of characters which define their social
behavior and mode of life.

Paznen 2 KoHTpakThl.

Tema 3. KoHTpakT 0 npoaa:ke. SI3b1K KOHTPAaKTOB.
IIporpammuoe o6ecneyenue IK-1.2.; ITK-1.5.

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.

A sales contract (or sales agreement) is a legally binding document between a
seller and a buyer. It outlines the terms and conditions of a transaction, protecting the rig
hts and obligations of both parties.

The main purpose of a sales contract is to prevent misunderstandings and disputes
by clearly defining what is being sold, at what price, and under what conditions. It applie
s to the sale of goods, services, property, or other assets.

Key sections of a typical sales contract include:

Preamble. Identifies the parties involved (seller and buyer), date, and place of signing.
Subject of the contract. Describes the product or service in detail —

quantity, quality, specifications, model, etc.

Price and payment terms. States the total price, currency, payment method (e.g., bank
transfer), and deadlines (e.g., 30 days after delivery).

Delivery terms. Specifies when and how the goods will be delivered (e.g., shipping
method, delivery address, expected date).

Warranties. Outlines any guarantees — for example, a 1-year warranty on electronics.
Liability. Defines the responsibilities of each party if something goes wrong (e.g., damag
ed goods).

Force majeure. Covers unforeseen events (natural disasters, strikes) that may delay or
cancel the deal.

Dispute resolution. Explains how disagreements will be handled (e.g., through
arbitration).

Signatures. Both parties sign and date the document to make it valid.



A well-drafted sales contract ensures clarity, reduces risks, and supports smooth
business transactions.

Question: Which of the following statements are true according to the text? Choose
all that apply.

Options:
A) Contract only provide entertainment and do not influence people’s views.
b) A sales contract is a legally binding document between a seller and a buyer.
B) Subject of the contract describes the product or service in detail.
') Good news is more common in contract than bad news.
II) Delivery terms specify when the goods will be delivered
E) Television is the main news source for millions of people.
2K) Liability. Defines the responsibilities of each party .
3) A well-drafted contract do not reduce risks.
M) Both parties sign and date the document to make it valid.
K) It is easier for the company to mislead the public through newspapers.

Correct answers: b, B, /I, E, XX, 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.

Tema 4. YacTu konTpakToB. Ilepesoa kourpakros I1K-1.2.; ITK-1.5.



Put the events from the story in the correct order (1-8). Write the number of each
sentence in the box next to it. Translate your answers.:

A contract is a written agreement between two or more people or companies. It has
several important parts.
Title. This is the name of the contract. For example: Sales Contract or Employment
Agreement.
Date. The day when the contract is signed.
Parties. This part tells us who is in the contract — usually called the Seller and the Buyer,
or the Employer and the Employee.
Subject. Here we write what the contract is about. For example, selling a car or renting
an apartment.
Terms and conditions. These are the rules of the agreement: what each person must do.
Price or payment. How much money is involved and when to pay.
Signatures. All people in the contract sign their names here. This makes the contract
official.
Additional clauses. Sometimes there are extra rules — for example, what to do if
someone breaks the contract.

Each part is important.
A good contract is clear and helps avoid problems later.

Event Order
A. The day when the people sign the contract.

b. The names of the people or companies in the contract (e.g., the Buyer and the Sell
er).

B. The name of the contract (e.g., Sales Contract or Rental Agreement).

I'. Extra rules for example, what to do if someone breaks the contract.

J1.What the contract is about (e.g., selling a car or renting a house).

E. How much money is involved and when to pay it.
K. The rules of the agreement: what each person must do.
3. The rules of the agreement: what each person must do.

Correct answer key: B— 1; A—2;b—3; I—4;, U1 —5; K—6;3— 7, I—8

Read and translate the text:

A contract is a formal, legally binding agreement between two or more parties. It c
learly outlines the rights and obligations of each side, ensuring that everyone understands

what is expected of them.

Contracts are essential in both business and personal life. They help prevent misun
derstandings and disputes by putting verbal agreements into writing. When terms are doc
umented, there is less room for confusion about responsibilities, deadlines, or payment
details.

One of the main benefits of a contract is legal protection. If one party fails to meet their o



bligations for example, does not deliver goods on time or refuses to pay the other party
can take legal action. The contract serves as proof of the agreed-upon terms.

Contracts also build trust and professionalism. When people sign a contract, they s
how commitment to honoring their promises. This is especially important in business
relationships, where long-term partnerships rely on mutual respect and reliability.

Moreover, contracts provide clarity and structure. They define: the scope
of work or goods involved; payment amounts and schedules; deadlines; consequences

of breaching the agreement; procedures for resolving disputes.

In summary, contracts are not just pieces of paper they are powerful tools
that protect interests, reduce risks, and support stable, trustworthy relationships in any
professional setting.

TeMbl 1151 AMCKYCCHH / 3cce (I0OKIIA, COOOIIeHUE):

Pa3znen 1 Ileperosopsl.

Tewma 1. IleperoBopsl. OCHOBHBIE TTOHATHS.
Define the term and give real-life examples.
The main goal of negotiations: is it always about “winning”?
Key elements of any negotiation: parties, interests, options, criteria.
Win-win vs. win-lose: which approach is more effective and why?
The role of communication in successful negotiations.
Common misunderstandings about negotiations (e.g., “negotiating means arguing”).
Everyday negotiations vs. business negotiations: similarities and differences.

Tema 2. TIpodeccronanbHble KayecTBa NEPEroBOpIIMKOB. MHpopManmonHas
MOJIEP>KKa MEPETOBOPOB.

Why do people often feel uncomfortable negotiating?

The importance of preparation: what should you know before entering a negotiation?
Basic vocabulary of negotiations: key terms and phrases (e.g., proposal, compromise, co
ncession, agreement). The five key stages of a negotiation: preparation, opening, bargain
ing, closing, follow-up.Why is preparation the most important stage?

Paznen 2 KoHnTpakTsl.

Tema 3. KoatpakT o mpogaxe. SI3p1k koHTpakTOB. [I[porpamMmmuoe obecrieueHue
How to close a negotiation successfully and confirm the agreement.

Active listening: why is it crucial in negotiations?

Empathy and emotional intelligence: can they improve negotiation outcomes?

Flexibility vs. firmness: finding the right balance.

The role of confidence and body language.

How to stay calm under pressure during difficult negotiations.

Cultural Aspects of Negotiations.How do negotiation styles differ across cultures?

Tema 4. Yactu koHTpakToB. [IepeBo KOHTPAKTOB.
The main purpose of a contract: why is structure important?



Essential parts of any contract: title, date, parties, subject, terms, payment, signatures.

What information should be included in the “Parties” section?

How to clearly define the “Subject” of a contract to avoid ambiguity.
Terms and conditions: what details must be specified?
Payment clauses: currency, deadlines, methods — why precision matters.
Why are signatures and dates crucial for contract validity?

3.3. Texyuuii

JUCITHUITIINHBI.

KOHTPOJIb

YCIIEBAEMOCTH MO
npeaycMaTpuBaeT 2 KOHTpoibHble TOukU (nanee — KT) B TedeHue nepuoga OCBOCHHUS

paznery

MakcumaiibHOE KOJTMYeCTBO 0auioB 3a Jito0oi Tun padot B pamkax KT cocraBnser 10

0aJLIoB.

Pacnpenenennie BecoBbix k03g¢uurentoB no KT B pamkax Tekymero KOHTpos

YCIIEBAEMOCTH IO AUCIUILIMHE U (POPMYJIBI pacuera:

HaunmenoBanue MakcumansHoe Koaddunuent Beca PesynbTar
KOHTPOJIBHOT'O KOJINYECTBO OaioB KOHTPOJIbHOT'O KOHTPOJIBHOT'O 3aJJaHMUs,
3a/laHus 3a paboTy B paMKax 3a/laHus y4acTBYIOUIHII B

K3, koTopoe moxeT (dbopmupoBaHUU
HaOpaTh CTYJCHT UTOTOBOM OaJIbHOM
OLICHKH IO TUCLUIUINHE
(oTpakaercs B )KypHaJe
BPC B C/Z10)

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

JTUCIHUATUINHBI

dopmyia pacueTa pe3ysibTaTa KOHTPOJbHOU PabOThI:
Pesynbrar kKoHTpOabHON Touku = KonuyecTBo OamioB 3a paboty B pamkax KT
X KoapdunneHT Beca KOHTPOILHON TOYKH.

3.4. ®opmBbI TEKYIIET0 KOHTPOJIS ycreBaeMocTu oOydaronuxcs B pamkax KT
Y TUIOBBIE OLICHOYHbBIE MaTEPUAIBL:

Paznen 1 Ileperosopsl.

KT -1.

Bonpocel 11 yCTHOTO ompoca:
Tema 1. Ileperosopsbl. OcHoBHbIe noHATHA 11K-1.2.; ITK-1.5.
1. What does the term “negotiation” mean? Give a simple definition.
2. Name at least two situations where people negotiate (both in business and everyday life)

3. Who are the parties in a negotiation?
4. What is the main goal of most negotiations?



5. What does “win-win” mean in the context of negotiations?
6. What does the acronym BATNA stand for? Briefly explain its meaning.
7. Name three key skills a good negotiator should have.

Tema 2. IIpodeccrnonasibHbIe KayecTBa neperopopmnkos. Uudgopmanuonnas
nojaep:kka neperosopos I1K-1.2.; ITIK-1.5.

Why is preparation important before a negotiation?

Give one example of a verbal signal that shows active listening.

What is a concession in negotiations? Provide a short example.

Explain the difference between a “win-win” and a “win-lose” negotiation. Which o
ne is better for long-term relationships and why?
Why might people feel nervous before a negotiation? Suggest one way to reduce thi

1.

2.
3.
4

o

s anxiety.

How can active listening help reach an agreement? Give a brief example.
Imagine you are buying a used bicycle. What are two things you should prepare bef
ore talking to the seller?

Kpumepuu oyenku ons ycmnozo onpoca:

JlnanasoH 6ayioB

Onucanue KpuTepust

100-90

OOyJarormuiics:

MOJTHO W apryMEHTUPOBAHO  PACKPHIBACT  COJNICPKAHUE  TEMBI
BBICKa3bIBAHUS,

W3jaraeT = MaTepual  CBSA3HO WM CIWTHO, C  HCIOJB30BaHHUEM
COOTBETCTBYIOIIHX JICKCUKO-TPAMMATHYECKUX U POHETHUECKUX CPE/ICTB;
MICEMEHHOE BBICKA3bIBAaHHE WMEET BCTYIUICHHE, OCHOBHYIO YacTh U
3aKII0YCHHE, KaK/Ias YacTh U3 KOTOPBIX JIOTHYESCKH OINpaB/IaHa U MMEET
COOTBETCTBYIOIINI 00BEM;

JOMycKaeT 1-2 JIeKCHMYecKue, IpaMMaTUYeCKHe WM CTHIMCTUYCCKHE
OIMOKHY, KOTOPBICHE BIUSIOT HA COACPKAHKE BHICKA3bIBAHMUS;

00BEM BBICKa3bIBAHUSI TIOJTHOCTHIO COOTBETCTBYET TPEOOBAHUSIM.

89-75

OOGyuaromuiics:

JOCTaTOYHO TIOJIHO M apTyMEHTHPOBAHO PACKPHIBAET COACP)KAHUE TEMbI
BBICKA3bIBAHHS,

u3jJaraeT  Marepuall  CBS3HO M CIUTHO, C  HCIOJb30BaHUEM
COOTBETCTBYIOIIUX JICKCUKO- IPAMMATHYCCKUX U (POHETHUECKHUX CPEIICTB,
JIOITyCKasi HEOOJIbIIIME HETOUYHOCTH, KOTOPBIC HE BIMSIOT HA COJCPKAHUE
BBICKa3bIBAHUS, HE MEIIAIOT €r0 MPABUIILHOMY BOCIIPHSITHIO;

MMUCHbMEHHOE BBICKA3bIBAHHE HMEET BCTYIUICHHE, OCHOBHYIO YacThb M
3aKJIIOUEHHE, KaX/1as 4acTh M3 KOTOPBIX B IEJIOM JIOTUMECKU OTpaB/IaHa
JIOTHYECKH OTPaBJaHa M UMEETCOOTBETCTBYIOIIUN 00BEM;

JIOMyCKaeT 3-5 JEeKCHUYECKUX, TPaMMaTHYECKHUX WM CTHIMCTUYECKHX
OIIIHOOK;

00BEM BBICKA3bIBAHUS B OCHOBHOM COOTBETCTBYET TPEOOBAHMSIM.

74-60

OO6yuaromuiics:

HETIOJTHO PACKPHIBACT COJICPIKAHUE TEMbI BHICKA3bIBAHMIS,

W3jIaracT MaTepHal HEIOCTATOYHO CBSA3HO M ITOCJICIOBATEIILHO, 3HAHHS
TEPMHUHOJIOTUN HE JIOCTATOYHBI Il PACKPBITHS TEMBI, a TaKKe




oOydyaeMOMy  HE  XBaTaeT  JIGKCHUECKHX, TIpaMMaTUYeCKUX |
CTWJIMCTUYECKUX  CPEACTB  JUIi  OCYIIECTBJICHUS  TOJIHOLEHHOTO
BBICKA3bIBAHNS,

MUCbMEHHOE BBICKAa3bIBAaHHE HMEET BCTYIUIGHHE, OCHOBHYIO YacTh U
3aKIIIOYCHHUEe, OJTHAKO OJIHA M3 YacTeW CIMIIKOM KpaTKas//UIMHHAas, He
CBSI3aHA C OCTAILHBIMH YAaCTSIMH,HE COOTBETCTBYET CBOEMY Ha3HAUCHUIO;
Jonyckaer 6osee 6-9 Jekcnyeckux, TpaMMaTHYECKUX WM (POHETUUECKIX
OIIHOOK;

00beM BBICKA3bIBaHHMS HE COOTBETCTBYET TPeOOBaHMSAM (TIPEBBIIIAET
YCTAaHOBJICHHBIHOOBEM MJIU, HA000POT, UMEET MEHBIIUI 00BEM).

59-0 OOyuarormumiics:

HC PACKPBIBACT COACPIKAHNEC TEMBI BLICKA3bIBAHU A,

nu3jgaracrt Martepual HECBA3HO )51 HCIIOCJICA0BATCIIBHO, HE BJIaJECT
COOTBeTCTBYIOH.Ieﬁ TepMHHOHOFHeﬁ, a TAaKXKE OOCTAaTOYHBIMHU JICKCUYCCKHMU,
rpaMMaTud4€CKUMU U CTHJIIMCTUYCCKUMH CPEACTBAMU [JId OCYIICCTBJICHUA
BbICKA3bIBaAHUA,

HE TIPUICPKUBACTCS CTPYKTYPBI MTMCbMEHHOTO BBICKA3bIBAHUS;

nonyckaet 6osee 10 IeKCHYeCKUX, TPaMMaTUYECKHUX HITH CTHIIMCTHYECKUX
OIIHOOK;

00beM BBICKA3bIBaHHMS HE COOTBETCTBYET TPeOOBaHHSAM (TIPEBBIIIACT
YCTAaHOBJICHHBIMOOBEM MJIH, HA000POT, UMEET MEHBIITNH 00BEM).

Tembl qrcKyccuid, dcce (JIOKIaa, CoO0IeHne)

Tema 1. ITeperoBopsl. OCHOBHBIE TOHATHS

Think of a role of communication in successful negotiations.
Common misunderstandings about. Everyday business negotiations:
similarities and differences. Give key elements of any negotiation:
parties, interests, options, criteria.

Tewma 2. [Ipodeccronanbubie kauecTBa neperoBopiiukoB. MHpopmarmonnas
HOJIep>KKa IEPErOBOPOB.

Why do people often feel uncomfortable negotiating?
The importance of preparation: what should you know before entering a negotiation?
Basic vocabulary of negotiations: key terms and phrases (e.g., proposal, compromise, co
ncession, agreement).The five key stages of a negotiation: preparation, opening, bargain
ing, closing, follow-up.Why is preparation the most important stage?

Kpumepuu oyenxu ons P3 — pazHoyposHesvix 3a0anuii (cumyayuorHoe 3a0anue),
acce (0oknao, coobujerue, OUCKYCcus):

Jlnana3oH 0a/110B Onucanue KpuTepusi

100-90 OO6yuarommiics:
-CcrIoco0eH BecTH Oecey Mo MpeIOKEHHON TEMATHKE (IHaToTHIecKoe U
MOHOJIOTUYECKOE BBICKA3bIBAHYSI) B HOPMAJIBHOM TEMIIC;
- IEMOHCTPHUPYET IMIUPOKUIN CIIOBapHBIN 3amac, 3((EeKTUBHBIN BBIOOD
W WCIOJb30BaHHWE CJIOBAa / HWAWOMBI, BJIajgcHHE (OPMOH CIIOBa,




COOTBETCTBYIOIIUNA PETUCTP; UCHOIB3YET CIOKHBIE TPaMMaTHUYECKHE
KOHCTPYKLIUU;

-3¢ (GeKTUBHO B3aUMOJIEHCTBYET € AK3aMEHATOPOM W/ TapTHEPOM;
-J1a€T TOYHBIE MCUEPIIBIBAIOIINE OTBETHI HA BCE BOIIPOCHI;

-YMeJIO CIPABIISETCS C HETPEACKa3yeMbIMU CUTYaLUsIMU;

- IPOSIBJISIET MHULIMATUBY; 0OOCHOBBIBAET CBOIO MBICIIb;

- OCYILECTBIISIET CBSI3HBIE MOHOJIOTMYECKHE BHICKA3bIBAHUS;

- pacKphIBaeT TeMy MOJHOCTHIO U HaJUIeKaIIUM 00pa3oM, MPUBOJIUT
MIpUMEpHI U (HaKThI;

-mo0oe KoebaHue B peuM CBSI3aHO C COJEP)KAaHHEM, a HE C TOUCKOM
CJIOB WJIM I'PaMMAaTHUKH.

89-75

OOyuaromuiics:

- croco0OeH BecTr Oecery Mo MPeUIOKEHHON TeMaTHKE (IMaIOrMIecKoe
W/IT1 MOHOJIOTUYECKOE BHICKA3bIBAHUE) B HOPMAJIBHOM TEMIIE;

- UMEeT [JOCTAaTOYHBbIM JMama3oH CJIOBApHOrO 3amaca, Jielaer
HECYIIECTBEHHbIE OUIMOKK B BHIOOpE (DOPMBI CIOBA/UAMOMBI, UIMEET
HE3HAYUTelIbHble MpPOOJEeMbl B BBIOOPE CIOXKHBIX KOHCTPYKLUH,
JIeNlaeT HECKOJIbKO OIIMOOK B BBIOOPE BPEMEHH, YUCIIa, TTOPSIKA CIOB
/  dyHKIUHM, apTUKIEH, MECTOMMEHHH, MPEIJIOroB, JOMyCKaeT
HeOoJbIIOe KOJMYECTBO OHIMOOK B opdorpaduu, MyHKTyaIHH,
KaIrnTan3aIimg,

-B OCHOBHOM BBICKa3bIBaHHE OTBEYAET 33/IaHUIO;

-o0yJaromuiicss TIOHUMAaeT »JK3aMeHaTopa W TapTHepa U JaeT
MIPaBUJILHBIE OTBETHI Ha OOJIBITMHCTBO BOIPOCOB;

-B [IEJIOM YMEET CIPAaBIATHCS C HETIPEIICKA3yeMbIMH CUTYaIUSIMH;

- JaeT PacIpoCTPaHEHHbIE OTBETHI U MPOSBIISET UHUIMATUBY;

- IPOSIBIISIET MUHUMAJIbHBIE KOJICOaHHS B PEUH.

74-60

OO0yuarommiics:

-IOHMMAET 3K3aMeHaTopa 1 MapTHEepa U AaeT MPABUIBHBIC OTBETHI;
-BBINIOJIHSIET MPOCTHIE 33/1a4H, HO UCIBITHIBAET 3aTPYIHEHUs ¢ Ooiiee
CIIOKHBIMH 3aJla4aMM, HEJOCTATOYHO IIUPOKO pPAa3BHBAET CBOIO
MBICJIb;

-IIOKa3bIBAaCT OTPAaHMYCHHBIN JTMANa30H CIIOBAPHOTO 3arlaca, JeJIacT
YacThle OMUOKHU B BEIOOpE (OPMBI CII0BA / UAMOMBI, HCIIOJIb30BAHHH,
3HAYEHMSX, UMECT CEePbe3HbIC MPOOIEMBI C MPOCTHIMHU / CIOKHBIMH
KOHCTPYKIIHSMH,

-TIPOSIBIISIET ~ YacThle  KOJICOAHWs, TPOM3HOIICHUE  3aTPyIHSET
oOI1IeHHE;

- TEMII PEYH 3aMeIJICH.

59-0

OO0yuarommiics:

-He CcITocO0EH BhICKA3hIBATHCS B YCTHOM (hopme;

- HE MOXET PACKPBITh COICPKaHUE 3a/IaHus], HE TIOHUMAET COOECETHUKA;
- IMEeT OrpaHUYCHHBII Tuana3oH CJI0BAPHOTO 3araca, J1el1aeT 4acThble
omnOKku B BBIOOpPE (OpPMBI CloBa / HMIMOMBI, HCHOJIB30BAHUHU,
MPAKTUYECKH HE [OKa3bIBa€T 3HAHUA TPABUI  MOCTPOCHHUS
MPEJI0KECHHUIA.

TecToBBIC 3a1aHKS

Choose the correct answer:




1 A new office now in the city centre.

a) has built b) building c) is building  d) is being built

2 You use mobile phone in here. It is not allowed.

a) mustn't b) don't have to c)don'tneed  d)couldn't

3 profit is always calculated without deducting taxes and other charges.
a) Full b) Net c) Whole d) Gross

4 have to evaluate the risks involved in setting up a business.

a) suppliers b) entrepreneurs c) regulators  d) customers

5 our back-office work to an overseas supplier would definitely be cheaper.
a) Outsourcing  b) Downsizing c) Appointing  d) Locating

6 ComSoft has agreed to us with the latest software .

a) offer b) deliver c) supply d) sell

7 Since 2003, bosses slow to handle this problem.

a) have been b) were c) are being  d) are

8 Can you fill in this form?

a) apply b) applicant c) application d) applied

9 The person at the door, greeted you, is the HR manager.

a) who b) what c) where d) which

10 Cost-cutting and outsourcing will be the main focus of our in the coming
year.

a) process b) objective c) strategy d) outlook

11 Ifwe him, we wouldn't have got an answer.

a) haven't asked b) hadn't asked c) asked d) ask

12 Would you be interested joining us for a drink.

a) for b) with C) in d) to

13 You come if you don't want to. It isn't obligatory.
a)don'thaveto b)mustn't c)oughtto d)mightnot

14 She if he'd ever been to Spain.

a) said b) told c) told me d) asked

15 If we use low-paid overseas workers we'd cut our dramatically.
a) profit  b) costs ¢) margins d) income

16 Using cheaper components could result in considerable

a) winnings b) savings c) reductions  d) decreases

17 like rent are still taking up too much of our budget.

a) Investments  b) Overheads c¢) Earnings d) Taxes

18 Most member state of the EU have adopted the Euro as the single

a) currency b) money c) cash  d)exchange

19 He is leaving the company they wouldn't promote him.

a) because b) so that ¢) in order to d) that means that

20 The company was set ten years ago.

a)on b)up c) in d) off

Kpumepuu oyenku ons mecmosulx 3a0anuii:

| Junana3on 6annos | Onucanue Kpurepus




100-90 «otanaHO» - 90-100% npaBUIIBHBIX OTBETOB;
89-75 «xopowmo» - 75-89% npaBUIbHBIX OTBETOB;
74-60 «YIOBJIETBOPUTEIBHO» - 60-74% mpaBUIIbHBIX OTBETOB;
59-0 «HEYJIOBJIETBOPUTEIBHO» - 59-35% 1 MeHbIIE TPaBUIIbHBIX OTBETOB.

Paznen 2 KonTpakrsl.

KT - 2.
Bomnpocs! a1 ycTHOro ornpoca:

Tema 3. KonTpakT 0 npogaxe. SI3bIk KOHTPAKTOB.
IIporpammuoe odecnevyenue ITK-1.2.; ITK-1.5.

1. 1.You are in a negotiation and the other side makes an offer you don’t like. What is o
ne polite way to respond?

2. Why is it important to clarify terms and avoid vague language during negotiations?

Give an example of a situation where flexibility helped reach a better deal.

4. What role does body language play in face-to-face negotiations? Name one positive
and one negative signal.

5. Do you think everyone can learn to negotiate?

W

6. Do you think everyone can learn to negotiate well, or is it a natural talent? Explain your

opinion with one reason.

7. Some people believe negotiations are always stressful. Do you agree? Why or why not?

Tema 4. Yactu kourpakToB. Ilepesoa kourpakros I1K-1.2.; ITK-1.5.

1. You’re negotiating a project deadline with a client, and they want it much sooner t
han you think is realistic. What’s a good way to propose a compromise? Use a phr
ase you might say in this situation.

2. Why is it important to understand the other party’s interests, not just their position?

Give a short example to illustrate the difference.

3. Imagine you’re in a negotiation and the other side is being very aggressive. What a
re two strategies you could use to keep the discussion constructive?

4. What role does asking open-ended questions play in negotiations? Provide one exa
mple of such a question that could help uncover the other party’s needs.

5. Some people think that making the first offer in a negotiation puts you at a disadva
ntage. Others believe it’s an advantage. Which view do you agree with? Explain y
our reasoning in 2—-3 sentences.

6. Is it ever acceptable to use a “bluff” (exaggerate your position) in negotiations? Ar
gue for or against this tactic, giving one reason.

7. Think about a real or hypothetical successful negotiation you’ve heard about. Wha



t one key factor do you think made it successful? Explain briefly.

Kpumepuu oyenku ons ycmnozo onpoca:

Jnama3on 6amioB

Onucanue kputepus

100-90

OOyJaroruiics:

MOJTHO W apryMEHTUPOBAHO  PACKPHIBACT  CONIEPKAHUE  TEMBI
BBICKa3bIBAHUS,

n3jaaracrt MaTepuall CBA3HO n CJIMTHO, C HCIIO0JIb30BaHUEM
COOTBETCTBYIOIIHX JICKCUKO-TPAMMATHIECKUX U POHETHUECKUX CPE/ICTB;
MAUCbMCHHOC BBICKA3bIBAHUC HMCCT BCTYIUICHUC, OCHOBHYIO 4YaCTb U
3aKITI0YEHHE, KaKIas YacTh U3 KOTOPBIX JIOTHYECKH OINpaBIaHa M MMEET
COOTBETCTBYIOIINI 00BEM;

JOMycKaeT 1-2 JeKCHMYecKue, TpaMMaTUYeCKHe WM CTHIMCTHYCCKHE
OH_II/I6KI/I, KOTOPBICHEC BJIUAIOT HAa COACPIKAHNC BBICKA3bIBAHUS

00BEM BBICKa3bIBAHUSI TIOJTHOCTHIO COOTBETCTBYET TPEOOBAHUSIM.

89-75

OO0yuaromuiics:

JIOCTATOYHO TIOJIHO M apryMEHTHPOBAHO PACKPhIBACT COAEPIKAHHUE TEMbI
BBICKa3bIBAHUS,

u3jaraeT  Marepual  CBS3HO M CIMTHO, C  WCIIOJb30BaHHEM
COOTBETCTBYIOIIHMX JICKCUKO- PAMMATHYCCKUX U (POHETHUCCKHX CPEICTB,
JIOMycKasi HeOOJbIINE HETOYHOCTH, KOTOPBIC HE BIUSIOT HA COMCPIKAHUE
BBICKa3bIBaHMS, HE MEIIAIOT €T0 PaBUIBHOMY BOCIIPHUSITHIO;

MHCHMEHHOE BBICKA3bIBAHUE HMEET BCTYIUICHHWE, OCHOBHYIO 4YacTh H
3aKJTFOUCHHUE, KaK/Ias YaCTh U3 KOTOPBIX B IIEJIOM JIOTMUECKH OIpaBJIaHa
JIOTHYECKH OTpaB/iaHa i UMEETCOOTBETCTBYOIIHIA 00BEM;

JOMyCKaeT 3-5 JEeKCHYECKHX, TPaMMATHYCCKUX WIH CTHIMCTHYCCKUX
OIIHOOK;

00BbEM BBICKA3bIBAHUSI B OCHOBHOM COOTBETCTBYET TPECOOBAHHSIM.

74-60

OOyJaroruiics:

HETIONTHO PACKPHIBAET COJICPKAHUE TEMbI BHICKA3bIBAHMS

W3JIaraeT MaTepHal HEJIOCTATOYHO CBSA3HO M ITOCJICIOBATEIILHO, 3HAHUS
TEPMUHOJIOTUM HE JIOCTATOYHBI JUISI PACKPBITHSI TEMBI, a TaKKe
o0yyaeMOMy  HE  XBaraeT JIGKCHYeCKHX, TI'PaMMAaTHYECKHX |
CTWJIMCTHUECKMX  CPEICTB  JUIS  OCYIIECTBICHHUS]  TOJIHOIIGHHOTO
BBICKA3bIBAHNS,

MICEMEHHOE BBICKA3bIBAHUE HMEET BCTYIUIEHHE, OCHOBHYIO 4YacThb U
3aKJIFOUCHHEe, OJHAKO OJHA M3 YacTed CIIMIIKOM KpaTKas//UIMHHAs, He
CBSI3aHA C OCTATLHBIMH YAaCTSIMH,HE COOTBETCTBYET CBOEMY Ha3HAUCHUIO;
JIOTyCKaeT 0osiee 6-9 JeKCHIeCKnX, TPaMMaTHICCKUX HIH (DOHETHUECKIX
OIIHOOK;

00BeM BBICKA3bIBAaHUS HE COOTBETCTBYET TPeOOBaHUSAM (ITPEBBIIIACT
YCTAaHOBJICHHBIHOOBEM UJIU, HA000POT, UMEET MEHBIINI 00BEM).

59-0

OOy4arormuiics:

HEC PACKPBIBACT COACPIKAHNE TEMBI BLICKA3bIBAHU A,

n3jaract Marepual HECBA3HO u HETI0CJIICIJOBATCIBHO, HE BJIaACECT
COOTBCTCTBYIOH.Iefl TCpMHHOHOFHEﬁ, a TAaKXKE OOCTAaTOYHBIMHU JICKCUYCCKHMU,
FpaMMaTI/I'-IeCKI/IMI/I U CTUIIUCTUYCCKUMU Cpe}lCTBaMI/I JJIA OCYH_ICCTBJICHI/DI
BbICKA3bIBaHUA,

HE TPUJICPKUBACTCS CTPYKTYPBI MIMChbMEHHOT'O BHICKA3bIBAHNS;

gonyckaer 0oiee 10 TeKCHYeCKHX, IPAMMATHYECKUX HIIH CTHIIMCTHYECKUX




OIIIHOOK;
00beM BBICKA3bIBaHHMS HE COOTBETCTBYET TPeOOBaHHSAM (TIPEBBIIIACT
YCTaHOBJICHHBIHOOBbEM WJIH, HA0OOPOT, UMEET MEHBIITUN 00BEM).

Kpumepuu oyenxu ona P3 — paznoyposnesvix 3a0anuil (cumyayuonHoe 3a0anue),
acce (00Kknao, coodwenue, OUCKYCCusl):

JInana3zon 0aj110B OnucaHue KpUTepusi

100-90 OOyuaronmiics:

-Cr0CcOOEH BeCTH Oece/ty 1Mo MPEIOKEHHOH TEMATHKE (JIHATOMHYECKOe U
MOHOJIOTHUYECKOC BBICKaSBIBaHI/IS'I) B HOPMAJIbHOM TEMIIC;

- IGMOHCTPHUPYET MIUPOKHI CIOBAPHBIN 3amac, 3Q(GeKTHUBHBIN BBIOOD
U UCIOJB30BaHWE CJIOBa / HIUOMBI, BiajeHUE (OPMOI CIIOBa,
COOTBETCTBYIOIIHMIA PETUCTP; UCIIOIB3YET CIO0KHBIC TPAMMATHUCCKHE
KOHCTPYKIIUH;

-3 (HeKTHBHO B3aUMOJICUCTBYET C 9K3aMEHATOPOM H/UJIU TTAPTHEPOM;
-1aCT TOYHBIC HUCUCPIILIBAIOIUC OTBCTHI HAa BCC BOIIPOCHI;

-yMEJIO CIIPABISCTCS ¢ HEMPEICKa3yeMbIMH CUTYallUSIMH;

- IPOABJIACT NHUITUATHUBY, 06OCHOBBIBaCT CBOIO MBICJIb,

- OCYIIECTBIISIET CBSI3HBIE MOHOJIOTMYECKUE BHICKA3bIBAHNS;

- pacKpbIBaeT TeMy MOJHOCTHIO U HAJIEKAIUM 00pa3oM, MPUBOIHUT
npUMepsl U (HaKTh;

-m000e Koyie0aHue B peUr CBSA3aHO C COACPKAHUEM, a HE C TOMCKOM
CJIOB WJIM TPaMMATHKH.

89-75 OOyuaromuiics:

- criocoOeH BecTr Oecety 1Mo MpeyIoKeHHON TeMaTHKe (IUaIOornuecKoe
W/JI1 MOHOJIOTHYECKOE BBICKA3bIBAHKE) B HOPMAILHOM TEMIIE;

- HMMeeT [OCTaTOYHBII JMama3oH CIOBAPHOTO 3araca, JeslaeT
HECYIIECTBEHHbIE OMIMOKK B BHIOOpE (DOPMBI CIOBA/UAMOMBI, IMEET
HE3HAYUTENbHBIC TPOOJEMbI B BBIOOPE CIIOKHBIX KOHCTPYKIHWH,
JIeNlaeT HECKOJIbKO OMIMOOK B BBIOOPE BPEMEHH, YUCIIA, TIOPSIKA CIOB
/  GyHKOMHM, apTUKIEH, MECTOMMEHWH, NpEeaoroB, JOMyCKaeT
HeOOJbIIOe KOJMYECTBO OMIMOOK B opdorpaduu, MyHKTyaIHH,
KaIUTaIn3aIiHg;

-B OCHOBHOM BBICKa3bIBAaHUE OTBEYACT 3/IaHHIO;

-o0yyaroIMiics TOHMMAeT »JK3aMeHaTopa M MapTHepa W JaeT
MPaBUIIbHBIC OTBETHI Ha OOJIBIIMHCTBO BOIIPOCOB;

-B LICJIOM YMEET CIIPABIATHCS C HETIPEICKa3yeMbIMH CUTYaLUSIMH;

- JIa€T pacrpoCTPaHEHHbIC OTBETHI U MPOSIBIISICT HHUIIMATHBY;

- IPOSIBJISICT MUHUMAJIbHBIE KOJICOAHHS B PEyH.

74-60 OOyuaronmiics:

-IIOHMMAET YK3aMEHATOpa U apTHepa | JaeT NPaBUIIbHBIC OTBETHI,
-BBITIOJIHSIECT TIPOCTHIE 3a/1a4, HO UCIIBITHIBACT 3aTPyIHEHUS ¢ Oosee
CIIO)KHBIMH 3a/1a4aMM, HEJOCTATOYHO NIMPOKO pa3BUBaET CBOIO
MBICITB;

-TIOKa3bIBa€T OTPAHWYCHHBINA JHMANa30H CIOBApHOTO 3araca, JeNaeT
4acThie OMMUOKU B BBIOOpE (DOPMEI CIIOBA / HIIMOMBI, UCTIONB30BaHUH,
3HAYCHUSAX, UMEET CEPhE3HbIC MPOOJIEMBI C TIPOCTHIMU / CIIOKHBIMHU
KOHCTPYKIIUSIMH,




-TIPOSIBIISIET ~ YacThle  KOJICOAHWs, TPOM3HOIICHUE  3aTPyIHSET
oOI1IeHHE;

- TEMII PEYH 3aMeIJICH.

59-0 OO0yuaronmiics:

-He CcIT0CcO0EH BhICKA3bIBATLCS B YCTHOM (hopme;

- HE MOXET PACKPBITh COICPKaHNE 3a/IaHus], HE TIOHUMAET COOECETHUKA;
- UMeeT OrpaHUYCHHBIN Uara3oH CJIOBAPHOTO 3araca, JAelacT 4acThle
omnOku B BBIOOpPE (OpPMBI CcloBa / HMIMOMBI, HCHOJIB30BAHHUHU,
NMPAaKTUYECKH HE IIOKa3blBa€T 3HAHUS NPAaBWI  IOCTPOCHUS
NPEIJI0KECHUM.

TecToBBIC 3a1aHKS

Choose the correct answer:

1. In ... of a newspaper a person can find various information presented in articles and
comments.

.anissue b. a soap opera

.aquiz  d. the weather forecast

. ... 1s a newspaper this is published every day of the week except Sunday.
. An edition b. A feature

. An obituary d. A daily

. A ... 1s a television station and all the programmes that it broadcasts.
.current event  b. remote control

. channel d. canal

. A magazine that appears once a week is a ... .

.weekly b. daily

. monthly d. tabloid

. A ...1s apopular serial about daily lives and relationships of the same droup of people.
. documentary film b. soap opera

. historical film d. cartoon

. Television ... us informed about the ... events at home and abroad.

. keeping, recent b. keeps, recent

. keeps, recently d. keeping, recently

. ... 1s that sitting over there in the corner?

Who b. Whom c¢. Which

. I don't understand a word ... you are talking about.

. what b. that c. who

9. They have a very large house round ... there are some lovely gardens.
a. That b. which  c¢. whose

10. I'm looking at the photograph ... you sent me with your letter.

a. Which  b. who c. whom

11. What time ... work on Monday?

a. do you finish  b. will you finish c. are you going to finish

12. ... this weekend?

a. Do you go out b. Will you go out c. Are you going out

o0 90 & N0 H® N0 B KO LWO ® VDO



13. I'm sorry [ made you so angry. I ... it again
a. won't do b. 'm not going to do c. 'm not doing
14. It's really hot. ... the window, please?

a. Are you going to open b. Will you open c¢. Do you open
15. I don't think I ... come tomorrow.
a. 'm being able to b. am able to c. will be able to

Kpumepuu oyenku onsa mecmogulx 3a0anuii:

Junana3on 6annos Onucanue KpuTepus
100-90 90-100% npaBUIbHBIX OTBETOB;
89-75 75-89% npaBUIBHBIX OTBETOB;
74-60 60-74% npaBUIBHBIX OTBETOB;
59-0 59-35% u MeHbllIe IPaBUIBLHBIX OTBETOB.

5.5. Ilpu BBINIOJIHEHUM 3aJaHU OOYyYAarOUIMMCSl Ppa3pellaeTcs HCIOJIb30BaTh
CJIeIyIOLIME JAOMOJHUTENIbHBIE MaTEpHUaIIbl U 000PYI0BaHUE — B 3aBUCUMOCTH OT THIIA
3a1aHUA:

1. [TuceMenHble paOOTHI (COUMHEHHUS, ICCE, MEPEBObI, 3AMOTHEHUE MPOMYCKOB):
JBYSI3bIYHBINA CIOBaph (OyMa)KHBIM WM 3JEKTPOHHBIA) — Il YTOUHEHHS] 3HAYCHUM
HE3HAKOMBIX CJIOB W MOA00pa SKBUBAJIEHTOB; TE3aypyc/cloBapb CHUHOHMMOB (IO
HEO0OX0IUMOCTH) — JJI 00OTaIIeHHs JIGKCUKU U N30eraHusi MOBTOPOB.

2. 3ajgaHus Ha YTEHUWE W AHAJIM3 TEKCTa: DJIEKTPOHHBIM CJIOBAph HWIIU
NPUIIO’)KEHUE-TIEPEBOAUUK (TpU padboTe ¢ HU(POBBIM TEKCTOM) — JJIi MTHOBEHHOI'O
NIOMCKA 3HaYeHuN. Vcronp30BaHne OHIIaMH-TIEPEBOJYMKOB ITOJTHOCTBIO UJIU IIOCTPOYHO
IIPU BBIMOJHEHUH MMMCbMEHHBIX TBOPUYECKHUX padoT (3cce, COUMHEHHUSI) HE pa3pelaeTcs
— JIOIIyCKAEeTCs TOJIBKO ITOMCK OTACIIBHBIX CJIOB U BBIPAKECHU.

6. ®opMBbI MPOMEKYTOYHOI aTTeCTAllMN, KPUTEPHHU U IIKAJIA OLlEeHUBAHMS,
TUIOBBIE OI[EHOYHbIE MATEPHUAJIbI 110 JUCIUILINHE

6.1. ITpomexxyTouHas arrectauus npoBoauTcs B popme 3aueta. [IpomexxyTounas
aTTecTalus (3a4eT) MOXKET MPOBOJUTHCA B JBYX OCHOBHBIX (hopMax — MUCBMEHHOHN U
ycTHON. OOydJaromuiicsi Mmojaydaer 3auyéTHpId OWJIeT ¢ BapuaHTaMU 3aJaHUM, YHUCTHIC
MapKUpPOBaHHBIE JIUCTHI OyMaru i 3alMcel pelieHus 3aJaHui, 3aTeM MPUCTYHaeT K
PELICHHUIO.

[IpomexyTouHas aTTecTanusi B MIMCbMEHHON (popMe MpearnonaraeT e€ npoBeieHue
B BHJIC BBINIOJIHEHHS B BUJE TECTOBBIX 3aJaHuil, nepeBoja. HeoOxoauMo nath OTBET B
MMCbMEHHOM BH/JIE, MOAPOOHO U3JI0KUB X0/ PELIEHUs, TP HEOOXOAUMOCTHU 3aBEPIIUTD
pelieHre BhIBOJIAMHU.

[IpomexyTouHas aTTecTauus B YCTHOW (opMe mpeanosnaraer €€ NpoBeACHHUE B



BUJIC: MHIUBUAYATHHOTO WIIM IEPEKPECTHOTO YCTHOTO OMpOCca MO BOMPOCaM U3 MEepeyHs,
onpenenseMoro pabodeil mporpaMMol AMCHMIUIMHBI (AMCKyccHust / 3cce, TOKia,
COOOIIIEHHE).

6.2. TunoBble OLICHOYHbIE MATEPUAIIBI TPOMEKYTOUYHOM aTTECTALINH.

Tumnosbie IMIPOBCPOYHLIC 3aJaHud A1 CaMOIIOAT'OTOBKH o6yqafomer00ﬂ K
HpOMe)KYTOqHOfI arTTeCraluu.:

Pa3znen 1 Ileperosopsl.

Tema 1. Ileperosopsbl. OcHoBHbIe noHATHA 11K-1.2.; ITK-1.5.

3adanue omkpvimo2o muna:

IIpouumatime mexcm 3a0anus u 3anumume pa3eepHymvlil 000CHOBAHHBIL OMBENL.:
Negotiation is a process where two or more parties discuss something to reach a m
utual agreement. It happens in business, politics, law, and even in everyday life —
for example, when you discuss a price at a market or plan a family holiday with your rel
atives.
The main goal of a negotiation is not to “win” but to find a solution that works for every
one. This approach is called win-win: both sides get something valuable, and their relati
onship stays positive.
Key stages of a successful negotiation:
Preparation. Before the meeting, gather information, set your goals, and think about the
other side’s needs.
Opening. Start with friendly communication. Clearly state your position and listen to the
other party.
Discussion and bargaining. Exchange offers, discuss terms, and make concessions if nee
ded. Look for creative solutions.
Agreement. When you reach a deal, clarify all details. Make sure both sides understand
and accept the terms.
Follow-up. After the meeting, send a short email or message to confirm what was agree
d. This avoids future misunderstandings.

Answer the questions:
1. What are the key stages of a successful negotiation process, and what is the most
important thing to do at each stage?
2. Why is the win-win approach considered more effective than a win-lose strategy in
long-term business relationships? Explain briefly and give one example.

3adanue KOMOUHUPOBAHHO20 MUNA:

IIpouumatime u nepesedume mexcm, gbloepume nNpagUibHble OMEEMbl U 3anULUUmMe
apaymeHnmol, 060CHO8bIBarOWUe 8bIOOD:



A successful negotiation is not about one side winning at the expense of the other.
It’s about finding common ground and reaching an agreement that satisfies all parties inv
olved. This approach, known as win-win, builds trust and supports long-term cooperation
What makes a negotiation successful?
First, preparation is crucial. Research the other party, define your goals, and identify your
BATNA (Best Alternative to a Negotiated Agreement).
Second, effective communication matters. Listen actively, ask open-ended questions, and
express your needs clearly.
Third, flexibility helps adapt to new information and find creative solutions instead of sti
cking to a rigid plan.
Fourth, emotional control prevents conflicts. Staying calm under pressure keeps the discu
ssion professional.
Finally, a clear follow-up ensures everyone understands the outcome. After the talk, conf
irm the agreement in writing — for example, via email.
When these elements come together, negotiations lead to positive results and stronger rel
ationships.

Answer the question:
What does the author consider a successful negotiation ?
A) It is highly paid and prestigious.
b) It’s about finding common ground and reaching an agreement that satisfies all parties
B) It requires minimal effort and responsibility.
) Itis something traditional and well-established.

Keys: b) The author says: «Sociologists are supposed to work with people, to render them
real help in difficult situations», highlighting the helping aspect as interesting.

3adanus 3axpbimoz0 muna:
IIpouumatime mexcm u ycmaHosume coomseemcmaeue:

Negotiations happen when people talk to agree on something. For example, you can

negotiate the price of a bike or decide which film to watch with a friend.

In a negotiation, there are usually two sides — two people or two groups. Each side wants
something.

K kaswcooii nosuyuu oanmnoii 8 negom cmoibye, noobepume coOmeemcsyouLyo
RO3UYUIO U3 NPABO2O CMONIOYA:

description professions
1 The best negotiations end with both sides feeling satisfied.. | A. preparation
2. Before any negotiation, think about your goals. b. rest
3. Pay attention to what the other person says.. B.clear
communication
4. Be ready to give a little to get a little.. I".active listening




5. Speak in a simple and direct way. J1. a cook
E.Win-win
situation

K. Compromise

3anuwume 8vibpaHuble OYKEbL NOO COOMBEMCMBYIOUWUMU YUppamu.

1 2 3 4 5

Keys: 1E.2A.3T1".4K.5B

Tema 2. IIpogeccnonaibHbIe KayecTBa neperopopmnkos. Mudgopmanuonnas
nojaep:kka neperosopos I1K-1.2.; IIK-1.5.

3adanue omkpvimo2o muna:

IIpouumatime mexcm 3a0anus u 3anUMUME PA3BEPHYMBIL 0OOCHOBAHHBIL OMBENL:

Negotiations happen when people talk to agree on something. For example, you
can negotiate the price of a bike or decide which film to watch with a friend.

In a negotiation, there are usually two sides — two people or two groups. Each side
wants something.

The best result is a win-win situation. It means both sides get something good and
are happy with the result.

To negotiate well, remember three simple rules: Listen to the other person.
Speak clearly about what you want.
Be ready to compromise — maybe change your idea a little to reach an agreement.

Answer the questions:
What are the main points of negotiations?

3adanue KOMOUHUPOBAHHO20 MUNA.:

Ipouumaiime mexcm, evibepume NPasuibibie OMEeMbvl U 3aNUUUME APSYMEHMbL,
obocHogvlsawUe 8b100p.

The most important quality of a good negotiator is active listening.
Many people think that negotiation is about speaking well or being persuasive.
However, truly successful negotiators first listen carefully to the other side.

Active listening means: focusing on what the other person says
(not just waiting for your turn to speak); asking clarifying questions; showing that
you understand (for example, by paraphrasing: “So you mean that...”); noticing not
only words, but also tone of voice and body language.
When you listen actively, you learn about the other party’s real needs and



concerns. This helps you find solutions that work for both sides — a win-win result.
Moreover, when people feel heard, they trust you more and are more willing to

cooperate. So, active listening builds trust and opens the way to a successful agreement.
Answer the question:

What is the author’s main point about quality of a good negotiator?

A) Appearance is less important than inner qualities.

b) The most important quality of a good negotiator is active listening.

B) Appearance doesn’t matter at all.

I') Appearance is the only thing that matters.

Keys: b. Successful negotiators first listen carefully.

3adanus 3axkpeimoeo muna:

IIpouumatime u nepegedume mexkcm u yCmaHogume cOOmMeemcmaue:

Many factors influence how people negotiate. Here are the key ones:

Culture plays a big role. In some countries, people value direct communication,
while in others, indirect and polite language is preferred.

Personal style matters too. Some negotiators are aggressive and competitive,
while others prefer cooperation and compromise.

Power dynamics affect negotiations. A person with more authority or resources
often has a stronger position.

Preparation is crucial. Well-prepared negotiators feel more confident and make
better decisions.

Emotions can change the process. Anger or excitement may lead to poor choice
s, while calmness helps find good solutions.

Finally, the goal itself matters: negotiating a salary differs from buying a used
car the stakes and strategies vary.

Understanding these factors helps improve negotiation skills.

Answer the question:
What factors influence the way people negotiate?
A) Only personal taste.
b) Only the weather.
B) Well-prepared negotiators feel more confident and make better decisions.
') The opinions of friends and family.

Keys: B.Well-prepared negotiators make better decisions.



Pasznesn 2 KonTpakrsl.

Tema 3. KouTpakr 0 npoaaxke. SI3bIk KOHTPAKTOB.
IIporpammuoe odoecneyenue I1K-1.2.; IIK-1.5.

3aoanue omkpvimozo muna:

Ipouumaiime mexcm 3a0anust u 3anuwume pa3eepHymslii 0O0CHOBAHHBIN OMBEN.:

Selling is the process of exchanging goods, services, or ideas for money or other v
alue. It’s a key part of business and happens everywhere —
in shops, online, or during personal meetings.

The main goal of selling is to meet a customer’s needs while making a profit. A
good seller doesn’t just push a product; they listen to the customer, understand their
problems, and show how the product or service can help.

There are two main types of selling:

Transactional selling focuses on quick deals. The seller completes the sale and moves on
This is common for low-cost items like groceries.

Consultative (or relationship) selling builds long-term connections. The seller acts as an a
dvisor, offering tailored solutions. This approach works well for expensive or complex
products.

Key elements of successful selling include: understanding customer needs;
clear communication; building trust; handling objections; closing the deal.

Modern selling also relies on technology: websites, social media, and customer
management systems (CRM) help reach more people and track interactions.

In short, selling 1s not just about making a one-time transaction it’s about creating
value and lasting relationships with customers.

Answer the question:

Read the text and write a detailed, well-reasoned answer (70—100 words) to the
question below.

What makes selling successful?

3adanue KOMOUHUPOBAHHO20 MUNA.:

IIpouumaiime mekcm, 8vibepume NPasUIbHbIE OMEEMbl U 3ANUUUINE APSYMEHMbL,
000CHOBbIBAIOWUE BLIOOD, NEepeseoume 8aul OMeem:

Contract software (or contract management software) is a digital tool that helps bus
inesses create, store, manage, and track contracts throughout their lifecycle. It replaces pa
per-based processes with an automated, secure, and efficient system.

This type of software supports multiple stages of contract work:

Drafting. Users can build contracts from templates or use Al-powered suggestions to incl
ude standard clauses.

Review and approval. Team members can comment, suggest edits, and approve documen
ts online — no need for printed copies or long email chains.



Storage. All contracts are kept in a central, searchable database. You can quickly find any
document by date, party name, or status.
Tracking. The system sends alerts about key dates —
for example, when a contract is nearing expiration or a payment deadline is approaching.
Reporting. Managers can generate reports on contract volume, compliance, and risks.
Key benefits include: reduced risk of errors or missed obligations; faster contract cycles;
improved collaboration; enhanced security and access control; better compliance
with legal requirements.

Popular solutions include tools like DocuSign, ContractWorks, and PandaDoc.
Many of them also support e-signatures, making the signing process fully digital.

In short, contract software saves time, cuts costs, and helps organizations manage
agreements more professionally.

Read the text and choose the correct answer (A, b, B or I') Briefly justify your choice
by providing a quote from the text (1-2 sentences). Write down the question number, the
letter of the chosen answer and the justification.

Answer the questions.

1. How contract software helps negotiating?

A) Contract software do not help.

b) Users can build contracts from templates or use Al-powered suggestions
B) Because they are done in computers.

') Because they have many cycles.

2. What is the author’s final conclusion about contract software?

A) Family is nice to have but not necessary.

b)Contract software saves time, cuts costs, and helps organizations manage agreements
more professionally.

B) Reporting becomes less important.

') Only Tracking is important.

Keys:
1. b. Users can build contracts from templates or use Al-powered suggestions .
2.b.
Contract software saves time, cuts costs, and helps organizations manage agreements
more professionally.

3adanus 3aKkpulmo2o muna:
Ipouumaiime mexcm u ycmanogume coomeemcmaue:

A sales contract is a legally binding agreement between a seller and a buyer. It out
lines the terms of a transaction and protects the interests of both parties. A well-drafted c
ontract reduces the risk of disputes and ensures clarity.
The main parts of a sales contract include:
A.Date and place of signing. Records when and where the contract was
made.
B.Title. A clear name indicating the document’s purpose



(e.g., Sales Contract or Purchase Agreement).
B.Parties. Identifies the seller and the buyer, including their full legal
names and contact details.
I".Subject of the sale. Describes the goods or services being sold quantity,
quality, modelor specifications.
Price and payment terms. States the total price, currency, payment method, deadlines, and
any instalment plans.
Delivery terms. Specifies when and how the goods will be delivered, including shipping ¢
osts and risk transfer (e.g., according to Incoterms).
J.Warranties and guarantees. Outlines any promises about
the product’s condition or performance, and the duration of the warranty.
Rights and obligations. Details what each party must do (e.g., the seller delivers on time, t
he buyer pays promptly).
Dispute resolution. Explains how to handle disagreements —
through negotiation, mediation, or arbitration.
Termination clause. Describes conditions under which the contract can be cancelled by ei
ther party.
Signatures. Validates the agreement — both parties must sign and date the document.

Read the text and match the statements (1-5) with the paragraphs (A-/]). One
paragraph may correspond to more than one statement.
1. A clear name indicating the document’s purpose .
2. Date and place of signing
3. Describes the goods or services being sold.
4. Identifies the seller and the buyer.
5. Outlines any promises about the product’s condition or performance.

Keys: 1.b,2.A,3.1',4.B,5.]1

Tema 4. YUactu konTpakToB. IlepeBoa konTpakTos I1K-1.2.; ITK-1.5.

3aodanue omkpvimozo muna:
Ipouumaiime mexcm 3a0anust u 3anuwume pa3eepHymsiii 000CHOBAHHBIN OMBEM.:
Sales Contract
Date: [Insert Date]
Parties:
« Seller: [Full Name/Company Name], Address: [Address]
« Buyer: [Full Name/Company Name], Address: [Address]
1. Subject of Sale
The Seller agrees to sell, and the Buyer agrees to purchase the following goods: [e.g., 10 lapto
p computers, model X-200].




2. Price and Payment
Total price: $5 000 (Five thousand US dollars).
Payment method: bank transfer.
Payment deadline: within 14 calendar days after signing this contract.
3. Delivery
Delivery date: within 30 working days after receiving payment.
Delivery address: [Specify Address].
Shipping costs: covered by the Seller.
4. Warranty
The goods are guaranteed for 12 months from the delivery date against manufacturing defects.
5. Termination
Either party may terminate this contract if the other party breaches its obligations and fails to r
emedy the breach within 10 days of written notice.
Signatures:
Seller: /[Name]/
Buyer: /[Name]/

Answer the question:

What are the main parts of a contract? Describe at least three practical parts from
the passage and explain how each one helps.

3adanue KOMOUHUPOBAHHO20 MUNA.:

IIpouumaiime mekcm, 8vibepume nNPasUIbHbIe OMEEMbl U 3ANUWUINE APSYMEHMbL,
000CHOBbIBAIOWUE BLIOOD, Nepeseoume 8aul OMeem:

Contract translation is the process of converting a legal agreement from one
language into another while preserving its original meaning, tone, and legal force. It’s a ¢
ritical task in international business, as even small errors can lead to misunderstandings o
r
disputes.

Key challenges include:
precise translation of legal terminology (e.g., warranty, liability, force majeure);
handling cultural and legal differences some concepts exist in one jurisdiction but not in a
nother; maintaining consistency of terms throughout the document; ensuring formal
style and structure match the original; correctly rendering names, dates, numbers,
and currency.

Professional contract translation requires: expertise in both legal systems involved;
deep knowledge of specialized vocabulary; attention to detail and formatting.

For important agreements, a certified translation is often required to ensure legal v
alidity.

Read the text and choose the correct answer (A, b, B or I') for each question 1-5.
Briefly justify your choice by providing a quote from the text (1-2 sentences). Write down
the question number, the letter of the chosen answer and the justification.




1. According to the text, what is the process of contract translation ?
A) Contract translation is not important.
b) Key challenges include: precise translation of legal terminology
(e.g., warranty, liability, force majeure);
handling cultural and legal differences .
B) Because they don’t love their relatives.
') Because weekends are too short.
2. What is the author’s overall message about professional contract translation ?
A) It’s a valid reason not to spend time for it.
b). Professional contract translation requires: expertise in both legal systems involved;
deep knowledge of specialized vocabulary
B) Only busy professionals face this problem.
I') It’s often just an excuse — people can find a few minutes if they prioritize.

Keys: 1. b. ) Key challenges include: precise translation of legal terminology
(e.g., warranty, liability, force majeure); handling cultural and legal differences .

2. B.). Professional contract translation requires: expertise in both legal systems involved;
deep knowledge of specialized vocabulary.

3adanus 3akpeimoeo muna:

Ilpouumaiime mexcm, 8vlbepume NPasuIbHLIL OMBEN.:

The most important part of any contract is the agreement on mutual obligations
that 1s, a clear understanding of what each party must do and what they receive in return.

At the core of this are two key elements:

Offer and acceptance. One party makes a specific offer (e.g., to sell a product
at a certain price), and the other party unconditionally accepts it. Without this “meeting of
the minds”, there is no basis for a contract.

Consideration. This means that something of value is exchanged
between the parties it could be money, goods, services, or even a promise to do
(or not do) something. Consideration is what turns a simple agreement into a legally
binding contract.

Why are these parts so crucial?
Without a clear offer and acceptance, it’s impossible to prove that both sides agreed to th
¢ same terms.
Without consideration, the document may be seen as a gift or promise and those are
generally not enforceable in court.
Together, they form the legal foundation: if either is missing or poorly defined, the entire
contract can be declared void or unenforceable.

In short, clarity in offer, acceptance, and consideration protects all parties and ensu
res the contract holds up under legal scrutiny.

Read the text and choose the correct answer (A, b, B or I') for each question 1-35.
Write down the question number and the letter of the chosen answer:




Why is the agreement on mutual obligations the important part of any contract,
according to the text?
A) They help you finish tasks faster.
b) Because clarity in offer, acceptance, and consideration protects all parties and
ensures the contract holds up under legal scrutiny.
B) They replace spending physical time together.
I') They make you more productive at work.

Keys: b

6.3. Kputepuu u mikasna oneHuBanus Ha ocHoBe bPC.

KPUTEPUN OUEHBAHU A PE3VIJIBTAT
B BAJIJIAX
JlaH TOJIHBINA, B JIOTMYECKOM IMOCIIEI0OBATEIIbHOCTH Pa3BEPHYTHI OTBET Ha 90-100

IIOCTaBJICHHBI BOMNPOC, I'/I€ OH IPOJAEMOHCTPUPOBAJ 3HAHUS NpeaMETa B
MOJITHOM O00OBeMe yueOHOU MpOTrpaMMBbl, TOCTATOYHO TTyOOKO OCMBICITHBAET
JUCLUIUINHY,  CAaMOCTOSITEIbHO, M  HMCUEPIBIBAIOIE  OTBEYAeT Ha
JOTIONTHUTEJIbHBIE  BOMPOCHI, TMPUBOAUT COOCTBEHHBIE MPUMEPHI IO
npobjJemMaTuke  MOCTABIEHHOTO  BONpPOCA,  PELIMI  IPEJIOKECHHBIC
MPaKTHICCKHUE 3aTaHUs 0€3 OIMMUO0K

Jlan pa3BepHYTHIH OTBET Ha IIOCTABICHHBII BOMPOC, IZ€ OOydYaroUIHiics 75-89
JEMOHCTPHUPYET 3HAHMSI, IPUOOPETEHHbIE HA JIGKIIMOHHBIX M CEMUHAPCKUX
3aHATUSAX, 4 TAKXKe IOJyYCHHBIE IMOCPEJACTBOM H3YYEHHUS O00s3aTeIbHBIX
y4eOHBIX MaTepHalioB IO KypCy, JaeT apryMEHTHUPOBAaHHbBIE OTBETHI,
NPUBOAUT TPHUMEPHl, B OTBET€ NPUCYTCTBYET CBOOOJHOE BIAJCHHUE
MOHOJIOTHYECKON peublo, JIOTMYHOCTh M IIOCIEI0BAaTEIbHOCTh OTBETA.
Opnako JomyckaeTcss HETOYHOCTh B OTBETe. Pemmn mnpeanokeHHbIe
MPAKTHYECKHE 3aJIaHuUs C HEOOJIbUTMMH HETOUHOCTSIMH.

Jlan oTBeT, CBUAETENbCTBYIOIIMA B OCHOBHOM O 3HAaHUU IPOLECCOB 60-74
M3y4aeMON JTUCIUIUIMHBI, OTIMYAIOIIMICS HEIOCTAaTOYHON TIIyOMHOW U
MOJTHOTOW PACKPBITHS TEMbI, 3HAHHEM OCHOBHBIX BOIIPOCOB TEOPHUH, CIA00
chOpMUPOBAaHHBIMU  HaBbIKAMHU  aHalM3a  SBJICHUH,  MPOILECCOB,
HE/I0CTaTOYHBIM YMEHHEM J1aBaTh apTyMEHTUPOBAHHbIE OTBETHI U IPUBOAHUTH
MPUMEpPBI, HETOCTATOYHO CBOOOIHBIM BIIAJICHHEM MOHOJIOTHUECKON Peublo,
JIOTUYHOCTBIO M IIOCJIEN0BATENbHOCTHIO OTBETa. JlOMyCKAeTcsi HECKOJbKO
OIIMOOK B COZIepKaHUK OTBETA U PEIICHUU NPAKTUYECKUX 3aJaHUM.

JlaH oOTBeT, KOTOpPBIA COHEPKHUT  PsIA  CEPbE3HBIX  HETOYHOCTEH, 1-59
0OHapyKUBAIOLIUI HE3HAHUE MPOIECCOB M3ydyaeMOoil MpeaMeTHONH 00IacTH,
OTJIMYAIOMIUNACS HETrTyOOKMM PpAcKpBITHEM TEMBbl, HE3HAHHEM OCHOBHBIX
BOIPOCOB TeopuH, HecHOPMUPOBAHHBIMH HAaBBIKAMHM aHajN3a SBICHUM,
NpOIIECCOB, HEYMEHHEM JaBaTh apryMEHTHPOBAaHHBIE OTBETHI, CIa0BIM
BJIQJICHUEM MOHOJIOTHYECKOW peubl0, OTCYTCTBUEM JIOTHYHOCTH H
IIOCJIEIOBATEIbHOCTH. BBIBOABI NMOBEPXHOCTHBI. PemeHue npakTU4ecKux
3aJaHUil HE BBIMOJHEHO, T.€. OOydYaromMiics HE CIOCOOeH OTBETUTh Ha
BOIPOCHI JJAXK€ MPU JOTIOJIHUTEIbHBIX HABOISALIMX BOIIPOCAX MPEIO1aBaTEIsl.

6.4. Ilpu BBINOMHEHUH 3aJaHUM OOYYAIOUIUMCS Pa3pelIaeTCs HCIOJIb30BaTh



AJIEKTPOHHBIN CIIOBAPh WM MPUIIOKEHHUE-TIEPEBOAYUK JIJI1 MIHOBEHHOTO IOHMCKA
3HaueHui. VCrosb30BaHUE OHIAWH-TIEPEBOJIYMKOB ITOJHOCTHIO WJIM TTOCTPOYHO HE
paspemaercss — JIOMYCKaeTCsl TOJIbKO MOUCK OTENIbHBIX CJIIOB U BBIPAKECHUMU.

7. MeToauuecKkue MAaTEPHAJIbI 10 OCBOCHUIO TUCIIATIIIMHbBI

3aHUMAaTbCS MHOCTPAHHBIM SI3BIKOM PETYJISIPHO, TaK KakK CHUCTEMAaTHYECKHe
3aHSATHS CIOCOOCTBYIOT YCIIEHIHOMY YCBOCHHUIO MaTepHalia, a TaKe BBIIOJHATH BCE
3a71aHusl U IPUIEPKUBATHCS PEKOMEHIAIUH TTPEII01aBaTeIs.

Bectu inuHble 3anucu (C1oBapb, 3aMETKU Pa3IMYHOrO BUA), KOTOPBIE O3BOJISIFOT
WCIMOJIb30BaTh HMX B KA4e€CTBE CIPABOYHOTO MaTepuala M HEOJHOKPATHO K HUM
BO3BpaLaThCs.

IIpy noOAroTOBKE 3aJaHUM [0 YTEHUIO, CIEAYET II0Jb30BaThCS CIIOBAPSIMHU,
BBINTMCHIBAs BCEe HE3HaKoMbIe ciioBa. OHM TOMOTYT HaJ JallbHEHINEeH paboTol Hana
tekctoM. [locie mpourenust TekcTa HEOOXOAMMO BBITIOIHUTD 3aaHUs, IPUIATaIONTUHCS
K HEMY JIJI POBEPKU MOHUMAHHUSI €T0 COACPKAHUS U TPOBEPUTH Ce0s MO KIIF0YaMm.

[Ipuctynas k padoTe HaJ IPOCTYIIMBAHUEM TEKCTa, HEOOXOAUMO, MPEXK/IE BCETO,
O3HAKOMUTBHCS C 3aJaHMeM U IPOCMOTPETh €ro conepxkanue. Ilocime mnepBoro
MPOCTYIIUBAHUS BBITIOJHAIOTCS 3a/1aHKsI Ha 0011ee MOHMMAaHUE MPOCIYIIaHHOTO, TIOCIIe
BTOPOr0 — Ha TOHUMaHue netane. OpHako, TPH CaMOCTOATENbHON paboTe Han
ayAUpPOBAaHUEM TEKCT PEKOMEHIYETCS IPOCIyllaTh HECKOJbKO pa3, II0Ka €ro
comepxkanre He Oyner moHATHO. [Ipym HE0OXOIMMOCTH MOXKHO BOCTIOJIB30BATHCS
pacneyaTtkou Tekcra. [Ipu 3TOM peKOMEHAYETCs BBIIUCATh BCE HOBBIE CIIOBA, YCBOUTH
ux 3HadeHue. [locie 3Toro, TEKCT peKOMEHIyeTCs MPOCIYyIIATh €IIE Pas.

Bce ycTHBie cOOOIEHMS TOJKHBI HMMETh BCTYIUIEHHWE, OCHOBHYIO YacTh U
3aknmoyeHue. [lpu  MOArOTOBKE  YCTHBIX — COOOIIEHHMH  CleAayeT  TIIATeNIbHO
OTPENETUPOBATh CBOE BBICTYIUIEHHWE: BBIYYUTb HOBBIE CJIOBA W MX NPOU3HOIICHUE,
MIPOAYyMaTh UHTOHALMIO, 1ay3bl, )KECTHI U T.J. [Ipy HCIIOIB30BaHNM HATJISAIHBIX CPEACTB
(KapTUHKW, HAJANUCH) TPHUACPKUBATHCA OOMMX TMPaBWI WX COCTABJICHHS U
WCIIOJIb30BAHUA.

Kaxk u ycTHbIE cOOOIICHUS, TBOPUECKHNE MTUCbMEHHBIC 3a/1aHus (COYMHEHHUS, ICCe,
MUCbMa, AHHOTAIMHM), MMEIOT CIEAYIOUIYI0 CXEMy: BCTYIUIEHHE, OCHOBHAsl YacTb,
3aKJIFOYEHHUE, KOTOPOM CIleyeT CTPOro IMpPUIEPKUBATHCA. Bce NMUCbMEHHBIE 3a1aHusl,
BKJIFOUAs YIPAXKHEHHM], BCETJa CIEAYET NMPEAOCTABIATh Ha MPOBEPKY IIPEIOJABATEIIO C
1EJIbI0 UCTIPABJICHUS OMUOOK U UX aHAJIN3A.

B npornecce moAroToBKM K MPaKTUYECKUM 3aHATHAM, 00y4aroIUMCsl HEOOXO0IUMO
00paTuTh 0cO00€ BHUMAHKUE Ha CAMOCTOSITENIbHOE N3yUeHHE PEKOMEHI0BAHHON yueOHO-
METOJMYECKONW (a TakKe Hay4HOW W MOMyJspHON) nurepaTypbl. CamocTosTenabHas
paboTa ¢ yueOHUKaMU, Y4eOHBIMU MMOCOOUSAMH, MaTepuaiaMu ceTu MiuTepHeT, mo3BosseT
3HAYUTEIHHO AKTUBU3UPOBATH MPOIECC OBJIAJICHUS UHPOpPMaLIUEd, CITIOCOOCTBYET OoJiee
rIIyOOKOMY YCBOCHHMIO H3y4aeMOro Marepuaya, (GopMUpyeT y OO0ydaroluxcs CBOE
OTHOIIIEHHE K KOHKpeTHOW mpobieme. bonee riay0okOoMy pacKphITHIO BOIPOCOB
CIIOCOOCTBYET 3HAKOMCTBO C JIOMIOJIHUTEIBHOW JIUTEPATypoOi, PEKOMEHIOBAaHHOM



IpenoaaBaTesieM, YTO MO3BOJSET 00yJaroIIMMCs POSBUTH CBOIO WHIAMBUAYATHHOCTH B
paMKax BBICTYIUJICHHS Ha 3aHSATHUSAX, BBIIBUTH IIUPOKHUH CIIEKTP MHEHUU IO U3y4aeMOi
npooieme.

[TonroroBka K MPOMEXKYTOYHOW AaTTECTAllMU OCYIIECTBISIETCS CTYJICHTOM
CaMOCTOSITENTFHO C UCTIOJIB30BAaHUEM MEPEYHS BOIIPOCOB K MPOMEKYTOYHON aTTECTAIHH
¥ PEKOMEHIOBAHHBIX HCTOYHUKOB JINTEPATYPHI.

B mnepuom mMOATOTOBKM K MPOMEXKYTOUHOM aTTeCTallud CTYACHTHI BHOBB
oOpamaroTcss K NpodfeHHOMY YyueOHoMmy Matepuany. [Ipy 3TOM OHM HE TOJIBKO
YKPEIUISAIOT TOJyYeHHbIE 3HAHMs, HO M TOJydaloT HOBBIC. [lonroroBka cTyaeHTa K
IPOMEKYTOUYHOM aTTEeCTalluy BKIIIOYACT B CeOsl CIEAYIOUIME 3Talbl: CaMOCTOSTEIbHAS
paboTa B TeueHHE CeMECTpa; HEMOCPEACTBEHHAs OArOTOBKA B JIHH, MPEALIECTBYIOIINE
NPOMEKYTOYHOM aTTecTallui IO TeMaM Kypca; IOCEHICHHE CIeHUANbHBIX YacoB
KOHCYJIbTAIMM ¢ penoaaBaTeieM.

8. YueOHas imTepaTypa u pecypcsol
HH(POPMALMOHHO- TEJIEKOMMYHHKAUMOHHON ceTu UHTEpHeT

8.1. OcHoBHas UTEpaTypa

1. JIsnses, C. B. Reader on Sociology : aHTNIMICKUHN SI3BIK JJI1 COLIMOJIOTOB :
yueOHnoe nocooue / C. B. JlsnseB, U. A. CkpunyHoBa. - 5-¢ u3g. crep. - Mocksa :
OJIMHTA, 2022. - 128 c. - ISBN 978-5-9765-0980-1. - Tekcr : snexkrponnbii. - URL:
https://znanium.ru/catalog/product/1875078

2. Mypta3oBa, 3. A. AHMNHIACKH s3bIK : yuyeOHoe mocobue / 3. A. Myprasosa,
0. 10. Vimmbamesa. — Hanpuuk : KbI'Y, 2024. — 64 c. — TeKcT : 37eKTpOHHBIH //
Jlans : anektporHO-O6ubIHOTeYHas cucteMa. — URL: https://e.lanbook.com/book/434423

3. Apxuno, A. B. Business English / JlenoBoit anrmmiickuii : y4eOHO-
Meroanueckoe nocodue / A. B. Apxumnos, M. A. [pwmwxkenko, E. FO. KoctiokoBuu. —
Mocksa : MUCHU — MI'CVY, 2023. — 44 c¢. — ISBN 978-5-7264-3321-9. — Tekcr :
NEeKTpOHHbIM //  Jlaub @  2JeKTpOHHO-OMOnMoTeuHas  cucrtema. —  URL:
https://e.lanbook.com/book/426833

4. Aunppeena, E. FO. A Comprehensive Grammar of Contemporary English in
Higher Education Studies : yue6nuk / E.}O. AnapeeBa. — Mocksa : UTHOPA-M, 2025.
— 359 c. : un. + Jlon. marepuansl [IneKTpoHHBIN pecypc]|. — (Briciee o6pasoBanue). -
ISBN 978-5-16-020949-4. - Tekct : AJIEKTPOHHBIN. - URL:
https://znanium.ru/catalog/product/2206802

5. I'pammatrika aHMIMICKOTO s3bIKa. Teopus u mpakTHKa : yueOHoe nocooue s
ctynenTtoB By3oB / P. B. Bypooun, O. A. Bypobuna, E. B. BynedoBuu [u ap.]. —
Bnagumup : Bnagumupckuit punman PAHXul'C, 2025. - 193 c. — ISBN 978-5-907789-
42-5. - Teker : anexktponnsbIit. - URL: https://znantum.ru/catalog/product/2238841

6. KapaBanoB, A. A. Bpemena anrnmiickoro riarona. Cucrema, mnpaBuia,
yIpaXHEHUs], TECThI : yaeOHoe mocooue / A.A. KapaBanoB. — Mocksa : UHOPA-M,
2025.—212 ¢.— (Cpennee npodeccronaabHoe oopa3zoBanue). - ISBN 978-5-16-020404-
8. - Tekcr : anextponnsiid. - URL: https://znanium.ru/catalog/product/2172160


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

8.2. JlononHUTENbHAS TUTEPATYpa

1. WHocTpaHHBIN #A3BIK : COOpPHHMK TECTOB Jjisi oOydaromuxcsi 1 Kypca
oOpa3zoBaTeIbHON MporpaMmbl OakajaBpuata HampabieHus mnoArotoBku 39.03.01
Couumonorust npopunb «Conuonorus» odHou ¢Gopmbel ob0yuenuss / ®I'BOY BO
«JIOHAYUI'Cy», Kadeapa nnoctpanHbix s361K0B ; cocT. B. B. Cepena, T. B. Uepkamuna,
B. 3. UBanoBa. — Jlonenk : ®I'bOY BO « IOHAYHUI' Cy, 2023. — 151 c.

2. HOCTpaHHBIN S3BIK : METOJAMYECKUE PEKOMEHAAIMU MO CaMOCTOATEIbHON
pabote ansa obOywarommxcs 1 Kypca mporpaMMmbl OakajiaBpuaTa BCEX HANpaBICHHM
noarotoBku, Bcex Gopm oOyuenuss / [onmeuxwmit dumman PAHXwul'C, Kadenpa
MHOCTPAaHHBIX S3BIKOB ; cocT. T. B. Uepkammua. — Jlonenk : Jlonenkwuii duaman
PAHXul'C, 2026. - 72 c.

8.3. HopmaTuBHBIE ITPaBOBBIC TOKYMEHTHI U WHASI MIPABOBast UHPOPMAIIUS
He ucnone3yrorcs

8.4. nTepHeT-pecypcehl

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

Hayunas snekrponnas 6ubmmoreka « KUBEPJIEHMHKA https://cyberleninka.ru
ObC «JIAHb» https://e.lanbook.com

ObC «3HAHUYM» https://znanium.ru

ObC «SOCHUM https://sochum.ru

9. MatepuajJbHO-TeXHHYecKasi 0a3a, ”HGOPMAIHOHHbIE TEXHOJIOTHH,
NporpaMMHoe odecrnevyeHre 1 MH(POPMALIHOHHbIE CIIPABOYHbIEC CHCTEMbI

JlucrumiHa  ToAZiepKaHa COOTBETCTBYIOIIUMH  JIUIIEH3MOHHBIMU  IIPOTPAMMHBIMU
POIYyKTaMH, B TOM YHCII€ OTE€YeCTBEHHOro mpousBonactBa: Libre Office
(nuuen3ust Mozilla Public License v2.0.) 7-Zip (unen3ust GNU Lesser General Public
License) AIMP (munensuss LGPL v.2.1) STDU Viewer (freeware for private non-
commercial or educational use) GIMP (nunen3us GNU General Public License) Inkscape
(muuen3ust GNU General Public License), OC Linux.

Jist mpoBeneHHs YYEOHBIX 3aHSATUH, MPETYCMOTPEHHBIX 00pa30BaTEIbHOM
MPOrpaMMoOM, 3aKperieHbl ayJUTOPUU COTJIACHO PACHUCAHUIO YUYEOHBIX 3aHSATHI:
pabouee MecTO mMpernojaBaTess, MOCaT0YHbIE MECTa M0 KOJIMYECTBY OOydarouuxcs,
JIOCKa MEJIOBasi, TMEPCOHAIBHBIA KOMITBIOTEP C JIMIIEH3UPOBAHHBIM MPOTPAMMHBIM
oOecrieueHuEeM OOIIEr0 Ha3HAYCHUS, MYJbTUMEIUWHBINA TPOEKTOP, MYJIbTUMEIUNHBIN
9KpaH.


https://sochum.ru




