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COJEPKAHUE

1. IlepedeHp IUIAHMPYEMBIX pE3YJbTAaTOB OOYYEHUS 1O JUCHUIUIMHE, COOTHECEHHBIX C
IUTAHUPYEMBIMH PE3yJIbTaTaMH OCBOCHHSI ITPOTPAMMBbI

2. O0beM 1 MECTO AUCLUILIMHBI B CTPYKTYpE 00pa30BaTeIbHON IPOrpaMMBbl

3. ConepxaHue U CTPYKTypa JUCLUILIMHBI

4. Tunsl OLCHOYHBIX MAaTCPUAJIOB, IMTOKA3ATCIIN U KPUTCPUU OLICHUBAHUSA

5. CDOprI aTTeCTallu U THUIIOBBIC OLICHOYHBIC MAaTCPUAJIbl JJI TCKYIICTIO KOHTPOJIA YCIICBACMOCTH
O6y‘-IaIOH_II/IXCSI, KPUTCPUH U HIKAJIbI OICHUBAHUWSA 110 KOHTPOJIBbHBIM TOYKaAM

6. ®opMBI MPOMEKYTOUHOM aTTECTAIMH, KPUTEPUU M IIKaJa OLCHUBAHHS, THUIIOBHIC OLICHOYHBIC
MaTepraibl O AUCIHUIUIAHE

7. Metoandeckue MaTepHaibl 10 OCBOCHUIO TUCIIUTUINHBI

8. YuebHas nmureparypa u pecypcsl HHHOPMALMOHHO-TEIEKOMMYHHUKAIIMOHHOM cetn «IHTepHeT»
9. MarepuanbHO-TeXHHUYECKas 0a3a, MHPOPMAIMOHHBIE TEXHOJIOTHH, TPOTPAMMHOE 00eCTICUeHUE U
MH(POPMAIMOHHBIE CIIPABOYHBIC CHCTEMBI



2. IlepeyeHb MIaHUPYEMBbIX Pe3yJabTATOB 00y4eHHS M0 JUCHMUILINHE, COOTHECEHHBIX € IVIAHUPYEMbIMH Pe3yJbTaTaMM
O0CBOCHHSI 00pa30BaTeIbHOM MPOrPaMMbI

Hucnummuaa B1.B.09 busnec-kypc anrmmiickoro s3eika / English Business Course ¢opmupoBanue y o0ydaromuxcs

CIeIyIOMUX MpohecCHOHATBHBIX KOMITCTCHITHN:

OTD/TP u Kon HaumeHnoBaHue Kon HaumeHoBaHMe HHAUKATOPA O0pa3oBaTeJIbHBII pe3yJibTaT
PEKBH3UTBI | KOMIET KKOMIIeTEeHI[UH HHIHKATOPA JAOCTHKEHHsI KOMIeTeHIn i
IIC CHIMHU HAOCTHKECHUSA
(npu KOMIETEeHI!
Haau4uu) i
I[IK-1 |CrmocobeH onpeaensiTh IK-1.3 Brissnser, aHaJTN3UpPyeT u | [IK-1.3.Y-1. Vmeem anaim3upoBaTh Ha aHTIUHCKOM
HaIPaBIIEHUS PA3BUTHUS OIICHHBAaeT HECOOTBETCTBHUS MEXAY | S3BIKE PACXOXKICHUS MEXKIY TEKYIIUMHU MOKa3aTeIsIMU
OpraHM3alnN napaMeTpamMu TEKYIIEro ¥ | OpraHu3aluu " TEJIEBEIMU napaMeTpamH,
OyAylIero COCTOSIHUN OpraHu3aly | NpPEACTaBICHHBIMH B  KOHTPAKTaX, MEpPErOBOPHBIX
MO3UIVSIX WM TUIaHAX pa3BUTHS, M (OPMYyIHPOBATH
000CHOBaHHbBIE BBIBOZBI 0 HEOOXOIUMBIX
KOPPEKTHPOBKaX.
[MK-3. |Cmocoben I1K-3.8 OcytiecTBisieT BEIOOP IMK-3.8 3-1 3uaem aHrimiickuii $3bIK (MTOPOTOBBIA
OpTraHHU30BEIBaTh PaboTy MOTEHIIUATBHBIX TAPTHEPOB IS NPOJIBUHYTHIN ypoBeHb B2)
1o 3aKJTFOYEHUS] BHEITHETOPTOBOTO
BHEIITHEOKOHOMUYECKOH KOHTpaKTa
esITeIbHOCTH
I1IK-4. |Cnocoben pa3zpabaTbIBaTh I1K-4.2 IIpesentyet nuan [1K-4.2.3-1. 3uaem aHIIMHCKUH SA3BIK (IIOPOTOBBIN
[LIaH BHEIIHEIKOHOMHUYECKOU NPOJBHHYTHIN ypoBeHb B2)
BHEIITHEAKOHOMUYECKOH JeSITeTbHOCTH OpraHn3alliu
e TebHOCTH
OpraHH3anuu U
KOHTPOJIHMPOBATH €r0
BBITIOJIHEHHE




3. O0beM U MeCTO TUCUUILINHBI (MOIYJIsI) B CTPYKType 00pa3oBaTebHOMI
NMPOrpaMmbl

OO6mmit 00beM TUCIUILTAHEI:

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

KonrtakTHas paboTa 00ydaromumxcs ¢ IpernojaBaTeieM o BUIaM Y4eOHBIX
3aHATHI: 72 aK. yac Ha KOHTAKTHYIO padOoTy ¢ MpernojiaBaresieM, u3 Hux 18 ak.yacoB
Ha NPAKTUYECKUE 3aHSITHS, HA aTTECTAllMIO B IEPUOJ] IK3aMEHAIIMOHHBIX ceccuil 4
gaca, 50 ak. 9ac Ha cCaMOCTOSITEIbHYIO Pa0OTy 00yUYarOIITUXCSI.

b1.B.09 busnec-kypc anrmmiickoro si3eika / English Business Course
peayin3yeTcst BO 2-M CEMECTpe MarucCTpaTyphl MOCIe U3y4eHUs JUCIUILTHH:
- HoCTpaHHBIN S3BIK JEI0BOTO U MPO(EeCcCHOHATBHOTO O0IIEeHUs



3. Conep:kaHne U CTPYKTYpPa JUCHUNIMHBI (MOTYJISA)
3.1. CtpykTypa AUCUUILTAHBI (MOTYJIs)
Ounas ghopma obyuenus

Ne n/n | HammenoBanue teM M (HJIH) O0beM TUCHMILIHH, aK.YaC
a3/1eJIoB ®opma
P BCET' KonTakTHas padora P
0 00yJarouXcs TERYIIETo
¢ mpemno aya eH:: 0 a C [OHTPOJIH
npenojgaBaTeieM 1Mo BUIaAM aMoCTOsITeJIbHA
peron Bu ocrosre ycneBaeMoCTH,
YueOHbIX 3aHATHII s1 padora
NMPOMEKYTOYHO
ITepuon TeopeTnyeckoro o0y4eHus Ilepuon .
i aTTecTalUM
MPOMEKYTOYHO
H aTTecTaunu
(ceccust)

SanaTus SanaTus HK | KCP | KD
JIEKIHOHHOT [CEMHUHAPCKOT]|
0 THIA 0 THIA

CPkp |CP3k| CP

Karmk
KonTtpouas

J BJ |JP| II3
Tema 1| [enoBbie MeperoBopel. | 32 0 0 0 8 0 0 0 0 0 0 | 24 YO, T, P3
Opraauzanus u
NIpOBE/ICHNUE JIETTOBBIX
HIEPEroBOPOB.
IIpe3eHTanum.
Tema 2 | MexayHapoaHbIe 36 0 0 0 10 0 0 0 0 0 0 26 VO, T, P3
KOHTPAKTBHI. OcHoBHbIE
HOPUHIMIBI U Pa3ieibl.
[TpomexxyTouHas aTTecTanus 72 0 0 0 18 0 0 0 4 0 50 3auer

Hcnonvsyemvie cokpawjenus:
JI — nexkuuu - 3aHATHS, IpelyCMaTpHUBaIOIIUe IPEUMYIIIECTBEHHYIO Niepejady yueOHoH nHdopManuy o0yJaronimMcs elarorndeCKuMy pabOTHUKaMU OpraHu3aiyu U (Win) JIMHaMH,
NPUBJICKAEMBIMHU OpTraHM3aLUEN K peaan3aliuy 00pa30BaTeIbHbBIX IPOrPaMM HA HHBIX YCIOBHSX, ).



)-

BJI — Buneo aexmuu.

JIP — mabopaTtopHbie paboTEHI.

[13 — mpakTHyeckue 3aHATH (3a UCKIIIOYCHUEM JTab0paTOPHEIX padoT).

UK — unavBuIyasbHbIE KOHCYJIBTALUH.

KCP — KOHTpOJIb CaMOCTOSITENILHOM PadOTHI

KD — koHCyIbTalMyU Mepes 9K3aMEHOM

KaTTok — KOHTaKkTHast paboTa Ha aTTECTAIMIO B IEPUOJ] IK3aMEHAIIMOHHBIX CECCHIA

CPxp — camocrosTenbHas paboTa Ha MOJrOTOBKY KYpPCOBOM paboThl/ KypCOBOT'O IPOEKTA.
CPak — camocTosiTenpHas paboTa Ha HOATOTOBKY K DK3aMEHY.

CP — camocrosTensHas paboTa B ceMecTpe Ha MOATOTOBKY K YICOHBIM 3aHATHSIM.

T3- TecToBoe 3amanue, YO - ycTHBIN otipoc, P3 — pasHOypoBHEBEIe 3amanus (AUCKyccus, dcce (mokian, coodmenwne), KT - koHTponbHas Todka



3.2. Copep:kaHue QM CHUNINHBI

Tema 1. J[lesoBble mneperoBopbl. OpraHu3amusi M TpoBedeHHEe TeJOBBIX
neperosopos. IlpesenTanumn.

JlenoBeie  TIEPEroBOpPHI  MPEJACTABISIIOT COOOM  KIIFOYEBOM HMHCTPYMEHT
JIOCTHXKEHUS COTJIAIICHU B MEKIYHAPOJHOM KOMMEPYECKOUN AeATeNbHOCTU. B Xo11e
MIepErOBOPOB YYACTHUKU MPUMEHSIOT Pa3IMYHbIE TAKTUKHA: UHTETPATUBHBIN MOJIXO/,
HaIpaBJICHHBIM Ha B3aMMOBBITOJIHOE PEIIeHUE, WK JUCTPUOYTUBHBIN, IPH KOTOPOM
CTOPOHBI ~OOpPIOTCS 32 MAaKCHUMH3AIUI0 COOCTBEHHOM  BBIFOAbl. BakHbIM
MHCTpyMEHTOM siBiisieTcsi  onpeneneHue BATNA (Hawnyumiedl  aJbTepHATHUBBI
o0Cy)XITaeMOMYy  COTJIAIIICHUIO),  TO3BOJISIONMIEH  OOBEKTUBHO  OIICHWBATH
MPEIJIaracMbI€ YCIOBUSI.

B coorBerctBUmM ¢ kommereHumei I1K-1.3, cnmenmanuct OOMKEH BBHISBIISATD,
AHAJIM3UPOBATh U OLICHUBATh HECOOTBETCTBHUS MEXKIY MNapaMeTpamMu TEKYLIETO M
OyIylIero COCTOSIHUM OpraHu3aivu. B KOHTEKCTE€ MEpEeroBOPOB 3TO O3HAYAET
CIIOCOOHOCTh OMPEJIEIATh Pa3pbIBBI MEXAY TEKYIIMMH TMO3ULHUSIMU CTOPOH H
JKEeJTaeMbIM PE3yJIbTaTOM, OIEHWBATh 30HBI COBIAJICHUSI U KOH(DIMKTa UHTEPECOB, a
TAaK)X€ IMPOTHO3UPOBATH IOCIEACTBUSI NPUHATUS WM OTKJIOHEHUS TE€X WM HHBIX
YCIIOBUM.

Tema 2. Me:xknyHapoaHbie KOHTPAKTbl. OCHOBHbIE IPUHIIANBI U Pa3/eJibl.

MexayHapoIHbIi ~ KOHTPAaKT  KyIUIM-IPOAQXKH — 3TO  IOPUAUYECKH
0Os3BIBAIOIIEE COTJIAIIEHUE MEXAY CTOPOHAMHM M3 pas3HbIx cTpaH. OCHOBHBIE
OPUHIUIOBL €r0 COCTaBJEHUs: CBOOOJA JOroBOpa (CTOPOHBI MOTYT OINPEIEISTH
yCIOBHs), 0O0si3aTenpHas MNHUCbMEHHass (opMa Jii BHEIIHETOPrOBBIX CJIIEJIOK
(TpeboBaHME POCCHIICKOTO 3aKOHOAATENbCTBA) M COOJIIOJCHHE MEXTYHAPOIHBIX
HOpPM (CaHKLIMOHHBIE PEXUMBI, HKCIOPTHBIA KOHTPOJb). B cooTBeTcTBUM C
komriereHuuen [1K-3.8 (BbIOOp MapTHEPOB ISl 3aKIIOYEHHS] BHELIHETOPTOBOIO
KOHTPAKTa), CHEIHAIUCT JOJKEH O0eCledyuTh BKJIOYEHHE B KOHTPAKT YCIOBHUH,
3aIMIIAIONIMX UHTEPEChl OpraHU3alluK: TapaHTHH KauyecTBa, MTpadbl 3a MPOCPOUKY,
apOUTPaKHYIO OTOBOPKY.

B cootBerctBum ¢ I1K-4.2 (npesentanus riana BOJI), cnenmuanuct qoixeH
NPEACTaBUTh PYKOBOACTBY aHAJIM3 IMPOEKTAa KOHTPAKTa: KIIOYEBBIE PHUCKH,
PACXOXKJICHHUSI C TUIIOBBIMH YCIOBUSIMU OpPraHU3allMH, PEKOMEHAAIMU (TOANUCATh,
nopabortatb, OTKazatbesi). [Ipe3eHTanusi BKIOYaeT (DMHAHCOBBIM aHAINU3 CHCIKHU
(peHTabenbHOCTh, BAJIIOTHBIE PUCKH) W OLEHKY IOPUAMYECKUX  PHUCKOB.
O3HakomiieHHMe C 0a30BbIMM  TNPUHUUIIAMH  COCTABJICHUS  MEXITYHAPOJHbIX
KOHTPAKTOB (FOPUCIUKINS, (POpC-Makop, BAIIOTHBIE YCJIOBHS). M3yueHrne TUMOBBIX
pa3lenoB: MpeAMET, IOCTaBKa, II€Ha, OTBETCTBEHHOCTb, pPAa3pEIICHHE CIOPOB
(arbitration). ®opmMupoBaHHE HABBHIKOB YTEHUS, TIEPEBOAA U U3BJICUEHUS KIIFOUEBOM
nH(pOpMAITUU U3 Ay TCHTUYHBIX KOHTPAKTHBIX JOKYMEHTOB Ha MHOCTPAHHOM SI3BIKE.

4. Tunbl OEHOYHBIX MATEPHAJIOB, IOKA3aTeJ I M KPUTEPUH OLIEHUBAHUS
4.1 Ouenounsie matepuanbl no aucuumimae b1.B.09 busHec-kypc aHrmiickoro
s3bika / English Business Course BXOAST B COCTaB OLEHOYHBIX MAaTE€pPHAJIOB IO
oOpazoBarenpHOM mporpamme. COBOKYIHOCTb OLIEHOYHBIX MAaTE€pHalOB MO BCEM
JUCHMIUIMHAM  (MOAYJsIM) 00pa3oBaTeIbHOM HIPOrpaMMbl  COCTaBISIET  (POHA
ornleHOUHbIX cpeactB (paee — DOC). ®OC wucnonb3dyercs MNpU MPOBEICHUU



TEKYIIETr0 KOHTPOJIS yCIIEBAEMOCTH M IIPOMEKYTOYHOH aTTECTAI[MH 00YUYAIOIIIXCS C
IEJTbI0 OIEHWBAHUS JOCTHKCHHS OOYYaIONIMMHUCS IUIAHUPYEMBIX pPE3yJIbTaTOB
oOyueHus.

4.2 ®OC pa3paboTaH Kak KOMIUIEKC IPOBEPOUYHBIX 3a/laHUH Pa3IMYHOTO TUTIA U
YPOBHS CIIOKHOCTH, BKITIOYACT KPUTEPHUH U IITKAJIBI OIICHUBAHUS, a TAKKE «KITFOUM)
npaBmwiIbHEIX 0TBETOB. DOC popmupyeTcs Kak OTASIBbHBIN JOKYMEHT U XPaHUTCS
B DJIGKTPOHHOM Buje, 1ocTyn K @OC mpeocTaBieH OrpaHuIeHHOMY KpYTY JIUII.

4.3 Jlnsa caMOCTOSATENbHON pabOThl 00yYaIOIMIUXCsl TPU MOATOTOBKE K TEKYIIEMY

KOHTPOJIIO YCIIEBAEMOCTH M IIPOMEKYTOUYHOM aTTECTAlMU B pabOYMX Iporpammax

JUCIMILIAH pa3MEIIeHbI TUTIOBBIE IPOBEPOYHBIC 3aIaHUS, KOTOPBIC MOYKHO YCIIOBHO

pa3eNuTh Ha 3aIaHUS 3aKPBITOTr0, KOMOMHHPOBAHHOTO U OTKPBITOT'O THIIOB.

3aiaHusl 3aKphITOrO THUIIAa — 3TO TECTOBBIC 3aJaHHS, B KOTOPBIX KaXKIbIH
BOIIPOC  COINPOBOXIACTCS TOTOBBIMH BapHaHTaMH OTBETOB, W3 KOTOPBIX
HEOOXOJUMO BBIOPATh OJMH WJIM HECKOJIbKO NpPaBWIbHBIX. OHH Ha3bIBAOTCS
«3aKPBITBIMUY», TIOTOMY YTO HAa0Op BO3MOXKHBIX OTBETOB OTpPaHHWYEH (3aKpBIT) U
3apaHee ONpe/eIEH COCTABUTEIIEM TeCTa.

3aanusi KOMOMHUPOBAHHOTO THUITA— JTO 3a/IaHUS, KOTOPHIE COUETAIOT B ceOe
nBa wim Ooinee Qopmara TpOBEpKM 3HAHWKW B OJHOM BOIPOCE, HAMPHUMED:
yCTaHOBJICHHE COOTBETCTBHS (matching) + BctaBka npomyiineHHoro ciosa (gap-fill),
BHIOOpD TPAaBWIBHOTO BapuaHTa + paHKUPOBAHWE, WM yCTAHOBJICHHE
TIOCJICIOBATEIPHOCTH + 3alOJIHEHUE TAOJHIBI. DTO TaK)Ke TECTOBBIC 3aJaHMs, B
KOTOPBIX KaX<JIbIH BOMPOC COIMPOBOXKIACTCS TOTOBHIMH BapHaHTaMH OTBETOB, U3
KOTOPBIX HEOOXOJAMMO BHIOpPATh OJHMH WJIM HECKOJIBKO MPaBUIBHBIX U 000CHOBATH
CBOM BBIOOD.

3amaHusl  OTKPBITONO THIIA — O3TO TECTOBBIC 3aJaHus, B KOTOPBIX
oOyuaromemMycsi TpeaIaraeTcsi CamMOoCTOSTENIbHO C(HOPMYyJIMpPOBAaTh W 3alucaTh
OTBET B CBOOOHOM (hopMe, O6e3 BrIOOpa M3 rOTOBBIX BapuaHTOB. OHU HA3bIBAIOTCS
«OTKPBITBIMIY, TOTOMY YTO HaOOP BO3MOKHBIX IMPABUIIHHBIX OTBETOB HE OTPAaHUYCH
(OTKpBIT) U JAOIYCKaeT pa3iudHble (OPMYIUPOBKU MPU YCIOBUU COXPAHEHUS
CMBICIIA.

B 3aBucuMocTH OT THIa 3aJaHWs PEKOMCHIOBAHBI ONpECIICHHAS
TIOCJICI0BATEIHLHOCTD BBIMIOJTHCHUS U CUCTEMa OIICHUBAHS BBITTOJTHCHUS 3aJaHUH.



4.4 Tumsl SaﬂaHHﬁ, CCHAapHH BBIIIOJIHCHUA, KPUTCPUU OLICHUBAHUA

TUIT BATAHMA

NMHCTPYKIMA

CIHIEHAPHH BBIITOJIHEHM A

KPUTEPUHM OLIEHMBAHIA

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

[IpounTaiite  TEKCT,
BBIOCpUTE TIPABUIIHHBIN
OTBET

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

2. BHUMarenbHO — MPOYHUTATh
BapUaHT-ThI OTBETA.

3. BolOpaTh 0J1uH BEpHBII OTBET.

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

IIPEIOKEHHBIE

OTBeT cunTaercsi BEpHBIM, €CIIU
MpaBWIBHO YKa3aHa mudpa wim
OykBa

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

[IpounTaiite TEKCT u
YCTaHOBUTE
COOTBETCTBHUE

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

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

CIHCOK 2 — YTBEPIKIICHHsI, CBOHCTBA OOBEKTOB H T.I.

3. ComocTaBUTh 3J€MEHTHl crnMcka 1 ¢ aneMeHTaMu
cnucka 2, chopMUPOBAThH Mapbl JIEMEHTOB.

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

OTBeT cuuTaercss BEpHbIM, €CIIU
NPaBWIBHO YKa3aHbl MU(PH WIH
OYKBBI

3ajaHue  3aKpBITOTO
THTA c BBEIOOpPOM
HECKOJIBKHUX IIPaBUJIBHBIX
OTBETOB M3 HECKOJIBKHX
BApUAHTOB
HpeI0KEHHBIX

[Ipounraiite  TeKcT,
BbIOEpUTE TMpPABUIIbHBIC
OTBETHI

1. BHUMATENBHO MPOYUTATH TEKCT 33aHUS U ITOHSTH,
YTO B KQUE€CTBE OTBETA 0KMUJIAETCS HECKOIBKO MPABUIIBHBIX
OTBETOB U3 MPEIOKEHHBIX BAPHAHTOB.

2. BHUMaTenbHO NPOYUTATh MIPETI0KEHHBIE
BapHaHT-THI OTBETA.

3. BeiOpaTh HECKOIBKO MPAaBUIIBHBIX OTBETOB.

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

OTtBeT cunTaercs BEpHBIM, €CITU
IIPaBWJIBHO  YCTAHOBJIEHBI  BCE
COOTBETCTBHUS (ITO3UIUH U3 OJHOTO
cTosi0Ila BEPHO COIOCTAaBJIEHBI C
MO3UIUSIMU JIPYTOTO)




3aI[aHI/IC 3aKpPbITOI'O
THUIIa Ha YCTAHOBJICHUC
IIOCJICA0BATCIBHOCTH

[IpounTaiite TEeKCT U
YCTaHOBUTE
MOCJIeI0BATEIbHOCTD

1. BEumarensHO MPOYMTAaTh TEKCT 3adaHus |
MOHATh, YTO B KayecTBE OTBETa OXHJACTCA
MIOCJIE0BATEIbHOCTD 3JIEMEHTOB.

2. BuumarenbHO — TpOYHTAThH
BapUaHTHI OTBETA.

3. IlocTpouTh BEpHYIO IIOCIEIOBATEIBHOCTh W3
MPEIOKESHHBIX JIEMEHTOB.

4. 3anucatp OykBeI/LIUGPBI (B 3aBUCUMOCTH OT
3a7aHus) BapUaHTOB OTBETa B HYXHOM
nocneaoBarenbHocTH (Hanpumep, BBA wmn 135).

IIPEJIOKEHHBIE

OTBeT cuuTaeTcs BCPHBIM, €CJIU
IMpaBUJILHO YKa3aHa BCA
IOCICa0BAaTCIbHOCTD I_II/I(bp

3ananue
KOMOMHHPOBAHHOTO THIIA
C  BbIOOpOM  OJHOTO
MPABWJIBHOTO OTBETa U3
MPEUIOKEHHBIX u
000CHOBaHHEM BEIOOpA

IIpounTaiite TeEkcT,
BBIOCPUTE TIPABHIIBHBIN

OTBET W  3alULIUTE
apryMEHTHI,
000CHOBBIBAIOIIIE

BEIOOp OTBETa

1. BHUMaTeNbHO NPOYUTAT TEKCT 3aJIaHUsI U IIOHSATH,
YTO B KayeCTBE OTBETA OXUAAETCA TOJBKO OAMH U3
[IPEUI0KEHHBIX BAPHAHTOB.

2. BHUMarenbHO  IPOYUTATH
BapHUaHThI OTBETA.

3. BolOpaTh 0J1uH BEpHBII OTBET.

4. 3anucath TOJIBKO HoOMep (uWiau OyKBY)
BBIOpPAHHOT'O BapuaHTa OTBETA.

5. 3amucarh apryMeHTbl, O0OOCHOBBIBAIOIINE
oTBeTa (HanpuMmep, 4 TeKCT 000CHOBAHUS).

peJI0KEHHbIE

BBIOOp

OTBeT cuMTaeTCsi BEPHBIM, €CIIH
NpaBUIBHO YKa3aHa Idpa WIu
OyKkBa M TIPUBEICHBI KOPPEKTHBIC
apryMEHTBI, HCIOJIb3yeMbIe TpHU
BBIOOpE OTBETA

3aaHue OTKPBITOrO
TUINIA C Pa3BEPHYTHIM
OTBETOM

[IpounTaiite TekcT U
3aIUIINTE Pa3BEPHYTHIN
000CHOBaHHBII OTBET

1. BuumarenbHO NPOYMTaTh TEKCT 3aJaHus U
MOHSTH CyTh BOIIPOCA.
2.Ilponymath JIOTUKY M TIOJTHOTY OTBETA.

3.3anucarb OTBCT, HCIIOJIB3yd UYCTKHC KOMIIAKTHBIC

(bopMyIIUPOBKH.

4.B cnyuyae pacueTHOH 3ajayu, 3amucaTh pelIeHUuEe U

OTBET

OtBer cunTaercs BCPHBIM:

1. OrcyrcrBue (bakTHYeCKUX
OHINOOK.
2. PackpbiTHe o0beMa

MICTIONB3y€eMBIX MOHATHH (IOIHOTA
OTBETA).
3. O60CHOBaHHOCTb
(HanuuKe apryMEHTOB).
4. Jlornueckast
MOCJIEIOBATEIFHOCTh M3J1araeMoro
MaTepHaa.

OTBECTa




4.5. OOmas 1mKamsa OLEHUBAHUS PE3YyJIbTaTOB TEKYIIEro KOHTPOJIA
YCIEBAEMOCTH M MMPOMEXKYTOYHON aTTeCTAIIMN 00yJaromuxcs ¢ npuMmeneanem bPC
Hounenxkoro ¢punuana PAHXul'C.

Hrorosas ECTS
OaJIbHAA TpaauuuonHas cucrema brmapnas Jst Tpau- i
N R R
OIICHKAa CHCTeMBbI
90-100 OTnr4aHO A P/ Passed
80-89 B P/ Passed
3a4TeHO
75-79 Xoporo C | P/Passed
70-74 Y 10BJIETBOPUTEIIBHO D P/ Passed
60-69 8 P E P/ Passed
0-59 HeynoBneTBopuTeapHO He 3auteno F F/Failed
CooTHoleHne Oa/IOB 32 TEKYIIMA KOHTPOJb  YCIIEBAEMOCTH U

IMPOMCIKYTOUYHYIO aTTCCTAIUIO, 4 TAKIKC IIOBTOPHYIO IIPOMCKYTOYHYIO ATTCCTALIUIO:

MaxkcumanbHas MaxkcumanbHas MaxkcumanbHas MaxkcumanbHas
cymma 0aJjioB 3a cymma 0asioB 3a UTOTOBas cymma OaJijioB 3a
TEKYIIUA KOHTPOJIb MIPOMEKYTOUHYIO OaJTbHas MIOBTOPHYIO
yCIIEBAa€MOCTH aTTSCTALINIO OlICHKa MIPOMEKYTOUHYIO
aTTeCTaI1IO
100 6ayuioB 100 GamoB 100 6ayutoB 100 6ayutoB

5. ®opMBbI aTTECTAllUHM, TUIOBbIEC OLECHOYHbICE MaTepHAJIbI IS TeKyllero
KOHTPOJISI yCIIeBAeMOCTH 00y4aOIIUXCs, KPUTEPUH U HIKAJIbI OLlCHUBAHUSA
110 KOHTPOJIbHBIM padoTam

5.1 B xoxe peanuzarnuu auciuiiniabl b1.B.09 busnec-kypc aHrimiickoro si3bika /
English Business Course wucmonb3yrores cieayromme GopMbl TEKYIIETO
KOHTPOJIS YCIIEBAEMOCTH 00yJaromuxcs (B TOM YHCJIE, 3aIaHUsI K KOHTPOJbHBIM

paboTam):

TecToBbIe 3a1aHus1, YCTHBIM OMPOC, CUTYAIMOHHBIE 3aIaHUS, TUCKYCCHUS
/ acce (mokma, cooOIIeHNE ), KOHTPOJIbHAs paboTa

5.2.

TunoBbie

OLICHOYHBIC

MaTepHUabl

U1

yCIIeBaEMOCTH 00yYaroImuXxcs (BHE KOHTPOJIBHBIX TOYEK):

Bonpocs! U1t yCTHOTO ornpoca:

TEKYLETO

KOHTPOJIS




ook wnE

©

Tema 1. JleaoBble meperoBopbl. OpraHusanusi M MpoOBeJeHHE TeJOBBIX
neperosopos. Ilpesenranuu

What are the five typical stages of business negotiations in correct order?

What is BATNA, and why is it important in negotiations?

What is the difference between distributive and integrative negotiation strategies?
According to PC-1.3, what should a specialist analyse during negotiations?

What information should be included in the opening of a business presentation?
What visual aids are most effective for showing trends, comparisons, and market
share?

How should a presenter handle difficult questions from the audience during a Q&A
session?

What is the purpose of a concession plan in negotiations?

What are the key elements of a presentation on a foreign economic activity plan (PC-
4.2)?

10.How can a negotiator identify a gap between the current proposal and the

=

B W

©oo~No O

organisation's target indicators?

Tema 2. Me:xxnyHapoaHble KOHTPAKTbI. OCHOBHbIC IPUHIUIIBI U Pa3/ieJibl
What are the mandatory sections of an international sales contract?

Why is an arbitration clause critical for a Russian company in a foreign trade
contract?

What is the difference between force majeure and ordinary commercial risks?
Which INCOTERMS terms are most favourable for an exporter, and which for an
importer?

How can a currency clause protect the parties from exchange rate fluctuations?
What documents typically confirm the quality of goods under a contract?

What is the difference between a bank transfer and a letter of credit (L/C)?

Why should liquidated damages have a maximum limit (cap)?

According to PC-1.3, what non-conformities should a specialist identify in a draft
contract?

10.According to PC-4.2, what should be included in a presentation of a contract analysis

to management?

OtBetnl k Teme 1:

1. What are the five typical stages of business negotiations in correct order?
Preparation — Opening — Bargaining — Closing — Follow-up.

2. What is BATNA, and why is it important in negotiations?

BATNA stands for Best Alternative to a Negotiated Agreement. It is important
because it helps a negotiator objectively evaluate whether to accept a proposal or
walk away from the table.

3. What is the difference between distributive and integrative negotiation strategies?
Distributive negotiation (win-lose) focuses on dividing a fixed amount of value,
while integrative negotiation (win-win) seeks to create value for both parties through
cooperation and trade-offs.



4. According to PC-1.3, what should a specialist analyse during negotiations?

The specialist should identify, analyse, and evaluate non-conformities between the
current state (the partner's proposal) and the future state (the organisation's target
indicators), such as gaps in price, delivery terms, or payment conditions.

5. What information should be included in the opening of a business presentation?
The opening should include a greeting, self-introduction, the topic of the
presentation, the structure (what will be covered), and the relevance or importance
of the topic to the audience.

6. What visual aids are most effective for showing trends, comparisons, and market
share?

Line charts for trends, bar charts for comparisons, pie charts for market share, and
tables for detailed financial data.

7. How should a presenter handle difficult questions from the audience during a
Q&A session?

The presenter should remain calm, listen actively, clarify the question if needed,
answer honestly, and if the answer is unknown, promise to follow up after the
presentation.

8. What is the purpose of a concession plan in negotiations?

A concession plan helps a negotiator decide in advance what they are willing to give
up (and under what conditions) to achieve more important objectives.

9. What are the key elements of a presentation on a foreign economic activity plan
(PC-4.2)?

Introduction (context, objectives), main part (market analysis, partner selection,
logistics, financial projections), conclusion (recommendations, expected outcomes),
and visualisation of data.

10. How can a negotiator identify a gap between the current proposal and the
organisation's target indicators?

By comparing the partner's proposed price, delivery schedule, payment terms, and
quality specifications with the organisation's target values, and calculating the
difference (e.g., percentage or monetary value).

OTBeETHI K TEME 2:

1. What are the mandatory sections of an international sales contract?

Preamble, subject matter, delivery basis (INCOTERMS), price and total amount,
payment terms, delivery schedule and penalties, acceptance procedure, force
majeure, arbitration clause, miscellaneous provisions.

2. Why is an arbitration clause critical for a Russian company in a foreign trade
contract?

Because it determines where and how disputes will be resolved. A neutral arbitration
venue (e.g., Stockholm, Singapore, Moscow) avoids the risk of facing a biased court
in the partner's home country.

3. What is the difference between force majeure and ordinary commercial risks?



Force majeure refers to unforeseeable, unavoidable events beyond the parties'
control (natural disasters, wars, export bans). Ordinary commercial risks (price
changes, equipment breakdowns, supplier delays) do not excuse non-performance.
4. Which INCOTERMS terms are most favourable for an exporter, and which for an
importer?
Most favourable for the exporter: EXW (seller's risk ends at their warehouse). Most
favourable for the importer: DAP or CIF (seller bears most risks and costs until
delivery).
5. How can a currency clause protect the parties from exchange rate fluctuations?
It fixes the exchange rate or links the contract price to a stable currency (or basket
of currencies), so that payment in the local currency reflects the agreed value even
if exchange rates change.
6. What documents typically confirm the quality of goods under a contract?
Certificate of quality, certificate of conformity to GOST or international standards,
test reports, inspection certificate from an independent surveyor.
7. What is the difference between a bank transfer and a letter of credit (L/C)?
A bank transfer is a direct payment from the buyer's account to the seller's account
(no bank guarantee). A letter of credit is a bank’'s commitment to pay the seller upon
presentation of specified documents, offering greater security for both parties.
8. Why should liquidated damages have a maximum limit (cap)?
To avoid unreasonably high penalties that could bankrupt the seller or be considered
punitive by a court (courts may refuse to enforce unlimited penalties).
9. According to PC-1.3, what non-conformities should a specialist identify in a draft
contract?
Differences between the draft contract and the organisation's standard contract:
arbitration in an unfriendly jurisdiction, absence of a currency clause, force majeure
including commercial risks, no penalties for delay, incorrect INCOTERMS for the
logistics route.
10. According to PC-4.2, what should be included in a presentation of a contract
analysis to management?
The presentation should include: an overview of the counterparty, key contract
terms, identified risks and non-conformities, financial analysis (profitability,
currency risks), legal assessment, and a clear recommendation (sign with
amendments, negotiate, or reject).

TecToBbIE 3a1aHUS:

Tema 1. /lenoBbie neperoBopbl. Opranuszanus u nposeaenue. [lpesenranumn.
IMK-1.3 I1K-3.8; 11K-4.2

Tecmosoe 3a0anue:

Read the text and do the task below.



Business negotiations typically follow five stages: preparation, opening, bargaining,
closing, and follow-up. In relationship-oriented cultures (Brazil, Saudi Arabia),
building trust before discussing numbers is critical; in task-oriented cultures
(Germany, Switzerland), efficiency and data drive the process. Effective
presentations use visual aids (line charts for trends, pie charts for shares) and include
a clear structure: introduction, main points, conclusion, and Q&A.

Task:

You are presenting a proposal to increase production capacity by 30%. Initial
capacity = 10,000 units/year. Calculate new capacity. Then write 2—-3 sentences
opening a negotiation with a partner from a relationship-oriented culture (e.g., Saudi
Arabia), showing respect for their cultural code before discussing numbers.

Omeem: New capacity = 13,000 units/year. ‘Before we discuss the figures, [ want to
express my respect for our long-term partnership and your hospitality. Let me first
ask about your vision for this sector in your region, then | will present our proposal.

Tema 2. Me:xknynapoanble KOHTPaKTbl. OcHOBHBbIE NpUHIUINBI U pa3aeibl (HE
matematnueckuii). I1K-1.3 I1K-3.8; I1K-4.2

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

An international contract includes key sections: governing law (which country’s
laws apply), force majeure (unforeseeable events excusing performance), arbitration
clause (neutral dispute resolution), and confidentiality. Cultural codes deeply affect
contract enforcement: in some cultures (e.g., China, Gulf countries), an oral promise
or a handshake carries as much weight as a written signature. Recognising this, a
skilled negotiator balances legal precision with relationship respect — never
skipping the dispute resolution clause even when trust is high.

Question:

Which section of an international contract specifies the country whose laws will
govern the agreement?

A) Force majeure

b) Jurisdiction / Governing law clause

B) Payment terms

I') Warranty period

OTtBeT:
b

Tembl 1151 AMCKyccnu / 3cce (I0KIA, CO00IIEeHHe):



Tema 1. [le1oBble neperoBopbl. Opranu3anus ¥ MNpoBeieHUeE 1eJT0OBBIX
neperoBopoB. IIpe3zentamun. I1K-1.3 I1K-3.8; I1K-4.2

1. Describe the five stages of business negotiations. Which stage do you consider
the most critical for success in international trade with Russian partners? (I1K-4.2)
2. Explain the concept of BATNA. Why is it important for a Russian company to
determine its BATNA before entering negotiations with a foreign supplier? (ITK-
1.3)

3. Compare distributive and integrative negotiation strategies. Which strategy is
more effective when negotiating a long-term supply contract with a new partner from
a different legal culture? (I1K-3.8, T1K-1.3)

4. How can a negotiator identify a gap between the current proposal of a foreign
partner and the desired future state of a Russian organisation? Provide a specific
example. (ITK-1.3)

5. What is the difference between a concession plan and a fallback position in
negotiations? How do they help achieve a win-win outcome? (I1K-4.2)

6. Analyse a situation where negotiations reach a deadlock (impasse). What
techniques can be used to overcome the deadlock and resume productive dialogue?
(IK-1.3)

7. Prepare an outline for a 10-minute presentation on a foreign economic activity
plan (market entry strategy for a Russian export company). What visual aids would
you use and why? (ITK-4.2)

8. How should a presenter handle difficult or aggressive questions from the audience
during a Q&A session after a presentation on cross-border logistics? (ITK-4.2)

9. Compare the cultural differences in negotiation styles between Russian, Chinese,
and Middle Eastern business partners. How can a negotiator adapt to each? (ITK-3.8)
10. Create a role-play scenario: a negotiation between a Russian exporter of grain
and an Egyptian importer about price, delivery terms, and payment method. Outline
the key arguments for each side. (ITK-3.8, IT1K-1.3)

Tema 2. MexxkayHapoaHble KOHTPaKTbl. OcHOBHbIE NPUHIMIIBI U pa3aenabl TTK-
1.3 IIK-3.8; I1K-4.2

1. List and briefly describe the ten mandatory sections of an international sales
contract. Which section do you consider the most vulnerable to legal disputes and
why? (ITK-3.8)

2. Explain the purpose of an arbitration clause in an international contract. Why is it
critical for a Russian company to insist on a neutral arbitration venue (e.g.,
Stockholm, Singapore, or Moscow)? (ITK-1.3, T1K-3.8)

3. Compare force majeure and ordinary commercial risks. Give three examples of
each. Why should a contract clearly distinguish between them? (ITK-1.3)

4. Analyse the difference between INCOTERMS 2024 terms EXW, FOB, CIF, and
DAP. Which term is most favourable for a Russian exporter, and which for a Russian
importer? Justify your answer. (ITK-3.8)



5. What is a currency clause, and how does it protect the parties from exchange rate
fluctuations? Draft a sample currency clause for a contract between a Russian seller
and a buyer from a country with an unstable currency. (ITK-1.3)

6. Compare a letter of credit (L/C) and a bank transfer as payment methods in
international trade. What are the advantages and disadvantages of each for a Russian
exporter? (ITK-3.8)

7. What are liguidated damages, and why should they have a maximum limit (cap)?
Calculate the liquidated damages for a delayed delivery (contract value €500,000,
penalty 0.5% per week, delay 6 weeks, cap 10%). (ITK-1.3)

8. As a specialist responsible for contract review (PC-1.3), you receive a draft
contract from a new partner. List five typical non-conformities (red flags) you would
look for and explain why each is problematic. (ITK-1.3)

9. Prepare a 5-minute presentation (outline) analysing a draft contract for
management (PC-4.2). What sections must your presentation include? What
recommendation would you give: sign with amendments, negotiate further, or
reject? (IIK-4.2)

10. What documents typically confirm the quality of goods under an international
contract? Describe the acceptance procedure for goods that arrive with hidden
defects after shipment. (ITK-3.8)

5.3 Texymuii KOHTPOJIb YCIIEBAEMOCTH IO pa3/ieiy AUCHUIUINHE TPeIyCcMaTpuBaeT
1 xoHTposibHas padota (nanee — KP) B TeueHue nepuoaa OCBOCHUS JUCHUTUIAHBI.
MakcumanbHOE KOJMYECTBO OamioB 3a 000l Tunm padotr B pamkax KP
cocraisieT 10 Oasios.
Pacnpenenennie BecoBbix KodpdunuentoB no KP B pamkax Tekymiero
KOHTPOJISI YCIIEBAEMOCTH 1O JUCUMILIMHE U (POPMYJIbl pacyeTa:

HanmeHnoBanue MakcumainsHoe Koadduunent Beca Pesynbrat
KOHTPOJIFHOTO | KOJIMYECTBO OAJIIOB 32 | KOHTPOJIBHOTO 3a/IaHUS KOHTPOJILHOTO
3aJaHMs paboty B pamkax K3, 3aJJaHus,
KOTOpPO€ MOKET Y4acTBYIOIIHM B
HaOpaTh CTYJECHT ¢dbopMupoBaHUU
UTOTOBOU OaJlIIbHOM
OLIEHKHU TIO
TUCIUTUTAHE
(oTpakaetcs B
xypHaine bPC B CJ10O)
KP1 10 0,1 10
Htoro: X 0,1 10

dopMmya pacyeTa pe3yibTaTa KOHTPOJIbHOU PabOTHI:
Pesynbrar koHTpOJIBHON paboThl = KomnyecTBO 6aIIoB 32 paboTy B paMKax
KP x Koaddurment Beca KOHTPOIBHOM paOOTHI.

5.2 ®opMbI TEKYIIETO0 KOHTPOJISI yCIIeBaeMOCTH oOydaromuxcs B pamkax KP
Y TUTIOBBIE OIEHOYHBIE MATEPUAIBI:



KT-1.

Temwvl Ouckyccuil, acce (00KIa0, coobueHUe)

Tema 1. lenoBbie neperopopol. Opranusanusi u nposeaenue. Illpesenranumn.
IIK-2.6; IIK-2.8; TIK-3.2.

Answer the questions:

1. List the five stages of business negotiations in the correct order. (PC-4.2)

2. What is BATNA, and why is this tool important for preparing negotiations with a
foreign partner?

3. What is the difference between distributive (positional) and integrative
(collaborative) negotiation strategies? Give an example of each.

4. According to PC-1.3, how should a specialist identify and analyse non-
conformities between a partner's current proposal and the organisation's target
indicators?

5. What elements must be included in the opening of a business presentation on a
foreign economic activity plan?

6. What types of visual aids (charts, graphs, tables) are most effective for showing
trends, comparisons, and market share? Why?

7. How should a presenter behave when faced with difficult or aggressive questions
from the audience during a Q&A session?

8. What is a concession plan in negotiations, and what is its purpose?

9. What key sections should a presentation on an organisation's foreign economic
activity plan include ?

10. How can a negotiator identify a gap between a counterparty's current proposal
and the organisation's planned profitability indicators? Provide a formula or
calculation algorithm.

Tema 2. Me:xxnyHapoaHbie KOHTPaKTbl. OCHOBHbIEe NPUHIUIBI U pa3aesbl. [TK-
2.6; IK-2.8; MK-3.2.

Answer the questions:

1. List the mandatory sections of an international sales contract. (PC-3.8)

2. Why is an arbitration clause critical for a Russian company when concluding a
foreign trade contract? Which arbitration venues are considered neutral?

3. What is the difference between force majeure circumstances and ordinary
commercial risks? Give two examples of each.

4. Which INCOTERMS 2024 delivery terms are most favourable for an exporter,
and which for an importer? Justify your answer.

5. What is a currency clause, and how does it protect the parties from exchange rate
fluctuations? Draft a sample currency clause.



6. What is the difference between a bank transfer and a documentary letter of credit
(L/C) as payment methods in foreign trade? Which method is safer for a Russian
exporter?

7. What are liquidated damages for late delivery? Why is it recommended to set a
maximum limit (cap) for liquidated damages in a contract?

8. What non-conformities (red flags) should a specialist identify in a draft contract
according to PC-1.3? Name at least five and explain why each is dangerous.

9. What sections should a presentation analysing a draft contract for management
include according to PC-4.2? What recommendation can a specialist give based on
the analysis?

10. What documents confirm the quality of goods under an international contract?
Describe the procedure for a buyer upon discovering hidden defects after acceptance.
OtBeThI 10 TeMe 1:

1. List the five stages of business negotiations in the correct order.

Preparation — Opening — Bargaining — Closing — Follow-up.

2. What is BATNA, and why is this tool important for preparing negotiations with a
foreign partner?

BATNA stands for Best Alternative to a Negotiated Agreement. It is important
because it allows a negotiator to objectively evaluate a partner's proposal and decide
whether to accept the terms or walk away if the alternative is more favourable.

3. What is the difference between distributive and integrative negotiation strategies?
Distributive strategy (win-lose) focuses on dividing a fixed amount of value, while
integrative strategy (win-win) seeks to create additional value for both parties
through cooperation and mutual concessions.

4. How should a specialist identify and analyse non-conformities between a partner's
proposal and the organisation's target indicators?

The specialist compares each condition of the partner's proposal (price, deadlines,
payment terms, quality) with the organisation's target indicators, calculates
deviations in absolute or relative terms, assesses risks, and proposes measures to
close the gap.

5. What elements must be included in the opening of a business presentation?
Greeting, self-introduction and role, presentation topic, structure (what will be
covered), relevance (why the topic is important for the audience).

6. What types of visual aids are most effective for showing trends, comparisons, and
market share?

For trends: line chart; for comparisons: bar chart; for market share: pie chart; for
detailed financial data: table.

7. How should a presenter behave when faced with difficult or aggressive questions
from the audience?

Remain calm, listen actively, clarify the question if needed, answer honestly (if the
answer is known), and if unknown, promise to follow up after the presentation.

8. What is a concession plan in negotiations, and what is its purpose?



A concession plan is a pre-developed scheme indicating what and under what
conditions the party is willing to concede. Its purpose is to avoid chaotic concessions
under pressure and maintain control over the negotiation process.

9. What key sections should a presentation on a foreign economic activity plan
include?

Introduction (context, objectives), main part (market analysis, partner selection,
logistics, financial projections), conclusion (recommendations, expected outcomes),
and data visualisation.

10. How can a negotiator identify a gap between a counterparty's proposal and the
organisation's planned profitability indicators?

The negotiator compares the proposed price with the planned cost, calculates the
expected profitability, and compares it with the target indicator. Gap = Target
Profitability — Forecast Profitability.

OTBETHI IO TEME 2:

1. List the mandatory sections of an international sales contract.

Preamble, subject matter, delivery basis (INCOTERMS), price and total amount,
payment terms, delivery schedule and penalties, acceptance procedure, force
majeure, arbitration clause, miscellaneous provisions.

2. Why is an arbitration clause critical for a Russian company, and which venues are
neutral?

It determines where and how disputes will be resolved. Neutral arbitration venues
(Stockholm, Singapore, Moscow — ICAC at RF CCl) eliminate the risk of a biased
hearing in the partner's home country.

3. What is the difference between force majeure and ordinary commercial risks?
Force majeure refers to unforeseen and unavoidable circumstances (natural
disasters, wars, export bans). Commercial risks (price increases, equipment
breakdowns, raw material shortages) do not excuse non-performance.

4. Which INCOTERMS are most favourable for an exporter and for an importer?
For the exporter: EXW (risks end at the seller's warehouse). For the importer: DAP
or CIF (the seller bears most risks and costs until delivery).

5. What is a currency clause? Draft a sample.

A currency clause fixes an exchange rate or links the price to a stable currency.
Sample: "The contract price is expressed in US dollars but shall be paid in rubles at
the exchange rate of the Central Bank of the Russian Federation on the payment
date. If the exchange rate changes by more than 5%, the parties shall agree on a price
adjustment."

6. What is the difference between a bank transfer and a letter of credit? Which is
safer for a Russian exporter?

A bank transfer is a direct payment (no guarantee for the seller). A letter of credit is
a bank's commitment to pay the seller upon presentation of documents (safer for the
exporter).

7. What are liquidated damages for late delivery, and why set a cap?



Liquidated damages are a penalty for each day/week of delay. A cap is needed to
prevent the penalty from becoming excessively large and being deemed punitive
(unenforceable) by a court.

8. What non-conformities (red flags) should a specialist identify in a draft contract?
Name at least five.

Arbitration in an unfriendly jurisdiction.

Absence of a currency clause.

Inclusion of commercial risks in force majeure.

Absence of liquidated damages for delay.

Incorrect INCOTERMS for the logistics route.

No reference to quality standards (GOST/international standards).

9. What sections should a presentation analysing a draft contract for management
include?

General information about the contract and counterparty, key terms, identified risks
and non-conformities, financial analysis (profitability, currency risks),
recommendation: sign with amendments / send for revision / reject.

10. What documents confirm goods quality? What is the procedure upon discovering
hidden defects?

Kpumepuu oyenxu ona P3 — pasnoyposnesvix 3a0anuti (cumyayuoHHoe
3a0anue), acce (00Kk1a0, coobujerue, OUCKyccus):

Jnana3son 6a/110B Omnucanne kpurepus

100-90 OO0yyaromuiics:
-Ccr1oco0eH BeCTH Oecey IO MPEIOKEHHOM TEMATHKE (IMAIOTHYECKOe U
MOHOJIOTUYECKOE BBICKa3bIBAHMS) B HOPMAIBHOM TEMIIE;

- IEMOHCTPUPYET IIUPOKUI CIOBapHbIN 3amnac, 3 (PeKTUBHBINA BHIOOD
U WCIOJNIb30BaHUE cJOBa / HMIMOMBI, BiajaeHue (opmoil cioBa,
COOTBETCTBYIOIIUN PETUCTP; UCIOIb3YET CIOKHBIE TPaMMaTHUECKHE
KOHCTPYKIIMH;

-3¢ PEKTUBHO B3aUMOJICHCTBYET C IK3aMEHATOPOM WU/UJIU TapTHEPOM;
-J1aeT TOYHBIEC MCUEPIIBIBAIOIINE OTBETHI HA BCE BOIIPOCHI;

-YMEJO0 CHPaBISETCS C HETIPEACKa3yeMbIMU CUTYaILUsIMU;

- IPOSIBIISIET MHULIMATHBY; OOOCHOBBIBAET CBOIO MBICIIB;

- OCYILECTBIISIET CBA3HBIE MOHOJIOTMUYECKHE BHICKA3bIBAHUS;

- pacKphIBaeT TeMy MOJHOCTBIO U HaJUIeKaIluM 00pa3oM, IPUBOIUT
MIpUMEpPHI U (HaKTHI;

-000e KosebaHue B peur CBS3aHO C COJEpKAHUEM, a HE C TIOUCKOM
CJIOB WJIM IPaMMAaTHKH.

89-75 OOyuaromuics:

- CIOCOOEH BEeCTH Oecey 1Mo MPeyIoKEHHON TEMATHKE (JTHaIOTHYeCKOe
W/IT1 MOHOJIOTHYECKOE BBICKA3bIBAHKE) B HOPMAIIBHOM TEMIIE;

- WMeeT JOCTAaTOYHBIM JWama3oH CJIOBAPHOTO 3araca, JiejaecT
HECYIIIECTBEHHbIE OMUOKHU B BBIOOpE (DOPMBI CIIOBA/UIUOMBI, UMEET
HE3HAYUTENIbHBIC TMPOOJEMBI B BBIOOpPE CIIOXKHBIX KOHCTPYKITHH,
JieNlaeT HECKOJIbKO OIMUOOK B BEIOOPE BpEMEHH, YnCa, MOPSIKA CJIOB
/  (GyHKIMU, apTUKIEH, MECTOMMEHHH, TMPEeIOroB, JOIMYyCKaeT
HeOoJIbIIIoe  KOJMYECTBO OmMOOK B opdorpaduu, MyHKTYalHH,




KanuTajlnu3alnuu,

-B OCHOBHOM BBbICKa3bIBAHHUEC OTBCYACT 3a/IaHUIO,

-O6y‘IaIOHlPII>'IC${ IIOHUMACT OJK3aM€Haropa MW IIapTHEpa U JOacT
IIpaBHUJILHBIC OTBCTHI HA OOJIBIIIMHCTBO BOIIPOCOB;

-B LIEJIOM YMECT CIIPaBJIATHCA C HENIPEACKA3yEMbIMU CUTYyallUsIMU

- AaCT pacupoOCTpaHCHHBIC OTBCTHI U IIPOABIIACT HHULIUATUBY,

- HPOSBJICT MUHUMAJIbHBIC KoJIeOaHMs B peun.

74-60

OOyuarommiics:

-IOHMMAET 3K3aMEHaTopa U MapTHEPa U JaeT MPABUIIbHBIC OTBETHI;
-BBITIOJIHSIET MPOCTHIC 3a/1a4M, HO UCIBITHIBACT 3aTPyAHEHUS ¢ OoJee
CIIOKHBIMH 3a/la4aMM, HEJOCTATOYHO IIHUPOKO pPa3BHBAET CBOIO
MBICITb;

-[I0Ka3bIBAaCT OIPAaHWYCHHBIN TUANa3oH CIOBAPHOTO 3amaca, JeacT
9acThle OIMOKHN B BEIOOpE (OPMBI CIIOBA / MANOMBI, HCIIOJIB30BAHHH,
3HAYEHHSIX, UMEET CEePbe3HbIe MPOOIEMBI C MPOCTHIMHU / CIOKHBIMH
KOHCTPYKIHSMH,

-IPOSIBIISIET ~ 4YacThle KojeOaHWs, TNPOU3HOLICHUE 3aTpyaHSET
oO1IeHue;

- TEMII pe4H 3aMeJIJICH.

59-0

OO6yuaromuiicst:

-HE CII0COOEH BBICKA3bIBATHCSI B YCTHOM (hopMe;

- HE MOKET PACKpPBITh COZICPYKAHKE 33/1aHNs, HE TOHUMAET COOCCeTHIKA;
- UMEET OrpaHUUCHHBIN Uara3oH CJIOBAPHOTO 3aIiaca, JIeiaeT YacThle
omuOKM B BBIOOpEe (OpPMBI C€IOBa / WIAMOMBI, HCIIOIH30BAHUH,
MPAKTUYECKH HE IIOKa3blBa€T 3HAHUS NPAaBWI  IOCTPOCHUS
NIPEIJIOKEHU .

TecToBEIE 3a1aHMs

Choose the correct answer:

Tema 1. Jlenosie neperoBopsl. Opranuzaius u nposeaeHue. [lpesenramumu.
1. What are the five typical stages of business negotiations in correct order?
a) Bargaining — Opening — Preparation — Closing — Follow-up
b) Preparation — Opening — Bargaining — Closing — Follow-up
c¢) Opening — Preparation — Bargaining — Follow-up — Closing
d) Closing — Bargaining — Opening — Preparation — Follow-up

[TpaBuIBLHBIN OTBET: b

2. In a relationship-oriented culture (e.g., Brazil, Saudi Arabia), what is most
important before discussing business numbers?
a) Immediate price negotiation

b) Signing a contract first

c) Building personal trust through small talk and hospitality
d) Sending a formal letter of intent

IIpaBuinbHbIi OTBET: C




3. During negotiations in Italy, your partner interrupts frequently and uses many
hand gestures. What is the most culturally appropriate response?

a) Accuse them of being rude

b) Remain completely silent and still

c) Match their engagement level while staying respectful

d) End the negotiation immediately

[IpaBWIBbHBIN OTBET: C

4. Which visual aid is most effective for showing a positive trend in EBITDA over
five years?

a) Pie chart

b) Line chart

c) Venn diagram

d) Bar chart showing only one year

[TpaBuibHbII O0TBET: b

a) Best Alternative to a Negotiated Agreement

b) Basic Agreement for Trade and Negotiation

c) Bilateral Action for Timely Negotiation

d) Best Approach to Non-binding Arbitration

[IpaBUIIBHBIN OTBET: a

Tema 2. MexnyHapoaHbie KOHTpaKkThl. OCHOBHBIE TIPUHIIUIIBI M Pa3/AeIbl (3a1aHUs
16-20)

6. Which section of an international contract specifies that disputes will be resolved
by a neutral third party instead of a court?

a) Force majeure

b) Governing law clause

c) Arbitration clause

d) Warranty period

[IpaBusbHBIN OTBET: C

7. A port strike prevents delivery of goods under an international contract. Which
clause typically excuses the seller from performance?

a) Non-disclosure agreement

b) Force majeure clause

¢) Jurisdiction clause

d) Payment terms clause

IlpaBunbHbIi OTBET: b

8. In some cultures (e.g., Gulf countries, China), an oral promise or handshake may
be considered:

a) Completely meaningless

b) As binding or nearly as binding as a written contract

c) lllegal under local law

d) Only valid if witnessed by a notary

[TpaBuUIBHBIN OTBET: D



9. What is the purpose of a Non-Disclosure Agreement (NDA) in an international
contract?

a) To increase the contract price

b) To extend the delivery time

c) To protect confidential information from being shared with third parties

d) To cancel the contract at any time

[IpaBUiIbHBIN OTBET: C

10. Why is an arbitration clause preferable to litigation in international contracts?
a) Arbitration is always free

b) Arbitration provides a neutral, enforceable process across borders without
favouring either party’s home court

c) Arbitration never allows appeals

d) Arbitration ignores the contract entirely

[IpaBwIbHBIN OTBET: b

5.5. Ilpu BeINOSHEHUH 3aJjaHUN 00yYarOIIMMCS pa3penIaeTcsl UCIOIb30BaTh
CJIeIYIOIUE JOTIOTHUTENIbHbIE MAaTepHaIbl 1 000PYJ0BaHUE — B 3aBUCUMOCTH OT
THUIIA 3aJaHUs:

1. IlucbmeHHBIE pabOTHl (COYMHEHHUS, 3CCE, IMEPEBOJIbI, 3alOJHECHHE
MIPOMYCKOB): JABYS3bIYHBIN CIOBaph (OyMaKHBIA WIJIM JJIEKTPOHHBIN) — IS
YTOYHEHUsI 3HAYEHUM HE3HAKOMBIX CJIOB W TMOJA0Opa SKBHUBAJICHTOB;
Te3aypyc/clI0Bapb CHHOHUMOB (110 HEOOXOIUMOCTH ) — J1JI1 00OTaIlEHUS JICKCUKHI
1 n30era”us MOBTOPOB.

2. 3ajmaHus Ha YTEHUWE W aHAJIM3 TEKCTa: DJICKTPOHHBIM CJIOBaph WIH
MPUWIOKEHUE ~TIEPEBOIUMK (IpU  padoTre ¢ UU(PPOBBIM TEKCTOM) — JUIA
MTHOBEHHOTO TIOMCKa 3HadyeHuil. Vcronb3oBaHWe OHJIANH-TIEPEBOJUYUKOB
MIOJIHOCTBIO WJIM TOCTPOYHO TMPHU BBIMOJHEHUU MUCHMEHHBIX TBOPUYECKHX pPaboT
(3cce, COUMHEHMS) HE Pa3pelIaeTcss — JIOMYCKAETCS TOJIBKO MOMCK OTAEIbHBIX
CJIOB U BBIPQKEHUM.

6. @opMBbI IPOMEKYTOYHOM ATTECTALMU, KPUTEPHH M IIKAJIA
OLICHUBAHUS, TUIIOBbIC OLICHOYHbIC MATEPHUAJIBI 10 JMCHUILIMHE

6.1. IlpomexxyTouHasi aTrectanusi MpoBOAUTCS B ¢dopMme 3adeTa/zadera C
oueHkoil. Ilpomexyrouynas arrectauus (3a4eT, 3a4e€T C OLIEHKOM) MOXKET
IIPOBOJUTHCA B IBYX OCHOBHBIX (pOpMax — MUCbMEHHOU U ycTHOM. OOyyaromuics
NOJTy4aeT 3a4€THBIN OUIIET ¢ BapUaHTaMU 3a/1aHUi, YUCTbIE MAPKUPOBAHHBIE JIUCTbHI
OyMmaru Juist 3anKcel pelieHus 3aJaHuil, 3aTeM NPUCTYNaeT K PEICHHUIO.

[IpomexxyTouHast aTTecTanuss B MHUCbMEHHOW ¢GopMe Tmpenamnosiaraet e
IIPOBEJCHUE B BHUJC BBINOJHEHUS B BHJE TECTOBBIX 3aJaHUN, II€peBOJA.
HeoOxoaumo f1aTh OTBET B MMCbMEHHOM BHJIE, MOAPOOHO M3JI0KUB XOJ] PEIICHUS,
Ipu HeOOXOIUMOCTH 3aBEPIIUTDH PEIICHUE BBIBOJAMH.

[TpomexxyTouHas aTTecTanus B yCTHOM (hopMe mpeanosaraet €€ mpoBeeHue
B BUJIE: NHIMBUIYAJIBHOTO WJIM MEPEKPECTHOTO YCTHOTO OIpoca MO BOMPOCAM M3
HIEPEYHs, ONpPENeIIeMOro padodell MporpaMMOi TUCIMILIMHBI (TUCKyccus / acce,



JTOKJIaJl, COOOIIEHNE).

Tema 1. /IenoBbie neperopopbl. Opranusanus u nposeaenue. [lpesenranumn.

I1K-1.3, I1K-3.8, [1K-4.2

3aoanue 3akpvimozo muna (coomeemcmaue)

Hpouumadme meKkcm u ycmaHosunie coomeemcmeue Meofcdy amanom

nepezcoeopos u €2o onucaHuem.

In business negotiations, each stage has a specific purpose and set of activities.
Understanding these stages helps professionals prepare effectively and achieve

better outcomes. Match the negotiation stage (1-5) with its correct description (A—

J1). There are no extra options.

Ne dran Onucanue
neperoBopos
Summarising agreements,
1 Preparation confirming commitments, handling
final concessions
. Exchanging proposals, making
2 Opening concessions, seeking trade-offs
. Greetings, setting the tone, stating
3 Bargaining positions, establishing ground rules
Analysing outcomes, documenting
4 Closing agreements, planning follow-up
actions
Researching the counterparty,
5 Follow-up defining objectives, developing
BATNA, planning concessions
Omeem:

3anuwume 8viOpaHHble OYKELL NOO COOMBEMCMBYVIOUWUMU YUDDAMU.

1 2 3 4 5
OTBeT:
| 1 | 2 3 | 4 | 5




3aoanue kKomMOuHUpoB8aHH020 muna (6b100p + 0boCHOB8aHUE)

Hpoqumadme meKcm u 6bINOJIHUmMeE 3a0AHUS.

Preparation is the most critical phase of business negotiations. A negotiator who fails
to prepare properly is likely to make unnecessary concessions and miss
opportunities. During preparation, a professional should analyse the counterparty's
interests, define their own BATNA (Best Alternative to a Negotiated Agreement),
set target and reservation points, and develop a concession plan. According to PC-
2.6 and PC-2.8, a specialist must also assess risks and identify potential non-
conformities between the counterparty's expected position and the organisation's
strategic goals.

3aoanue 1. Boibepume npasunvhsiti omeem (A, b unu B).

According to the text, what is the main risk of poor preparation for negotiations?
A) The negotiation  will  take less time than  expected.
B) The negotiator may make unnecessary concessions and miss opportunities.
C) The counterparty will definitely cancel the meeting.

Omeem:. B

3aoanue 2. Obochnytime ceoli 8b100p.

Hanuwume 2—3 npeonoocenus (20—40 cnos) na pycckom s3vike, 00bACHA, NOYEMY
6bl 6bl6paﬂu amom omeem. choxzwyﬁme cjloea nomomy umo u madK Kak.
Haiioume u cxonupyiime oony ¢pasy uz mexkcma, no0OmeepHcoarouyio aus omeen.
Omeem:.

| chose answer B because the text explicitly states that an unprepared negotiator runs
the risk of making unnecessary concessions. Since preparation allows you to define
your BATNA and a concession plan, it is easy to agree to unfavorable terms without
it. The phrase from the text «A negotiator who fails to prepare properly is likely to
make unnecessary concessions and miss opportunities.»

3aoanue omkpvimo2o muna (pa3zeepHymbiil 0meent)

Ilpouumaiime mexcm 3a0anus u 3anuwiume pa3zeeéPHymwlil 000CHOBAHHBIU OMBEEM.
You are the lead negotiator for a Russian export company. Your organisation plans
to enter a new market in a country with a different business culture (high-context,
relationship-oriented). Your company's target price for the product is $100 per unit,
with a minimum acceptable price of $85 per unit (reservation point). The
counterparty's opening offer is $70 per unit.

Your BATNA is a contract with an alternative buyer from another country at $90
per unit, but with higher logistics costs.

Answer the following questions (in Russian or English, 5-8 sentences total):



. According to PC-2.6 (identifying and analysing non-conformities), what gap exists
between the counterparty's offer and your organisation's target? Calculate the gap in
dollars and percentage.

. According to PC-2.8 (assessing risks), what risks do you face if you accept the
counterparty's offer of $70 per unit?

. According to PC-3.2 (presenting recommendations), what would be your
recommendation to management: accept the offer, continue negotiating, or walk
away and use your BATNA? Justify your answer.

Omanox omeema:

. Gap analysis (PC-2.6): The counterparty's offer of $70 per unit is $30 below our
target price of $100. This represents a gap of 30%. It is also $15 below our
reservation point of $85, meaning the offer is already below our minimum
acceptable level.

. Risk assessment (PC-2.8): Accepting the offer of $70 would result in a loss of $30
per unit compared to our target, significantly reducing profitability. Additionally,
selling below the reservation point may set a negative precedent for future contracts
with this counterparty, making it harder to negotiate higher prices later.

. Recommendation (PC-3.2): | recommend walking away from this offer and using
our BATNA (the alternative buyer at $90 per unit). Even with higher logistics costs,
$90 is still $20 higher than the current offer and above our reservation point. We
should continue negotiating only if the counterparty raises their offer to at least $85
per unit.

Tema 2. Me)l()]yHapO)IH])Ie KOHTPAaKTbI. OcHoBHBIE NPUHIMIBI U pa3jaeJibl. IIK-
1.3, IIK-3.8, IIK-4.2

3aoanue 3axkpvimozo muna (coomeemcmaue)

Illpouumaume mexkcm u ycmamogume CcOOmMEeMCmeue MexHcoy paszoenom
KOHMPAKMa u €20 COO0EpHCAHUEM.

An international sales contract contains several mandatory sections that protect the
interests of both parties. Understanding each section helps specialists identify risks
and negotiate better terms. Match the contract section (1-6) with its correct
description (A-E). One description is extra.

Ne Pa3pnen koHTpaKTa Onucanue

Defines the moment when risk of loss or damage

1 Preamble A transfers from seller to buyer

Specifies the currency, unit price, and total value of

2 Subject matter b the transaction




Ne Pa3nen koHTpakTa Onucanue
3 Delivery terms B Lists unforeseen events that excuse non-
(INCOTERMYS) performance (war, natural disasters, export bans)

4 Price and total amount r Describes the goo_ds: name, quantity, quality

standards, packaging, marking
. States the full names of the parties, date and place

5 Force majeure pil| A
of signing

6 Arbitration clause E Determines where and how disputes will be
resolved

Omeem:
3anuwume 8vibpanHvie OYKEbL NOO COOMBEMCMBYIOUUMU YUDPAMU

1 2 3 4 5
OrtBer:

1 2 3 4 5 6

Ji| r A b B E

30anue komouHuposanHo2o muna (6vibop + obocHosaHue)

IIpouumatime mexcm u 8blnoHUME 3A0AHUS.
A Russian company is negotiating a supply contract with a foreign partner. The
partner's draft contract includes the following clauses:

Arbitration: "Any disputes shall be resolved by the courts of the partner's country."
Force majeure: "The seller is not liable for delays caused by any commercial
difficulties, including raw material shortages or price increases."

Currency clause: No currency clause is included. The price is fixed in the partner's
local currency, which has been volatile recently.

Liquidated damages: No penalty for late delivery is specified.

According to PC-2.6 (identifying non-conformities), a specialist must compare the
draft contract with the organisation's standard contract and identify deviations that
create risks.

3aoanue 1. Boibepume npasunvhoiii omeem (A, b unu B).




Which of the following is the MOST dangerous non-conformity (red flag) in the
draft contract described above?

A) Absence of a currency clause.
B) Arbitration in the partner's country courts.
C) No liquidated damages for late delivery.

IIpasunvhoeiit omeem: B
3aoanue 2. Obochytime ceoti 8b100p.

Hanummre 2—-3 npeayioxenus (20—40 coB) Ha pyCCKOM S3bIKE, OOBSICHSS, TOUYEMY
BBl BBIOpaJIM ATOT OTBET. MCMomp3yiTe CiI0Ba MOTOMY YTO M BO-TIEPBBIX / BO-
BTOPHIX. Haiinure u ckommpyiite onHy ¢pa3y U3 TEKCTa, MOATBEPKIAOINIYIO BaIll
OTBET.

Omanon obocnosanus.

| chose answer B because arbitration in the courts of the partner's country poses a
risk of an unfair decision. Firstly, the local court may be biased towards the foreign
company. Secondly, this contradicts the principle of neutral dispute resolution in
international trade. The text reads:«According to PC-2.6, a specialist must compare
the draft contract with the organisation's standard contract and identify deviations
that create risks.»*

3aoanue omkpvimo2o muna (pPazeepHymbiil Omeent)

IIpouumatime mexcm 3a0anus u 3anuuiume pazeeépHymbiil 000CHOBAHHbII OMBen.
You are a contract specialist at a Russian import company. Your department has
received a draft international sales contract from a new supplier in a non-EU country.
Your organisation's standard contract requirements include:

Yciaosue TpeGoBanune opranuszanun

Arbitration Neutral venue (Stockholm or Singapore)

Price in USD or EUR, payment in RUB

Currency clause at Central Bank rate

Liquidated damages 0.5% per week of delay, max 10% of contract value

Only natural disasters, wars, export bans;

Force majeure notification within 10 days

Quality documents Certificate of quality + independent inspection (SGS)

The supplier's draft contract has the following provisions:



Arbitration: Moscow, Russian law (the supplier is from a country with good relations
with Russia)

Currency clause: Absent; price fixed in supplier's local currency
Liquidated damages: 0.1% per week of delay, max 3%

Force majeure: Includes "raw material shortages, sub-supplier delays, equipment
breakdowns"

Quality documents: Only seller's internal certificate of quality

Answer the following questions ( 6-10 sentences total):

. List at least three non-conformities between the supplier's draft and your
organisation's standard requirements. For each, explain why the supplier's version is
problematic.

. Prioritise these non-conformities from most to least risky. Justify your prioritisation.

DTaJ0H OTBETA K OTKPBITOMY 3a/IaHUIO:

1. Non-conformities :

Arbitration location: The supplier proposes Moscow under Russian law. While this
seems favourable, a neutral venue (Stockholm/Singapore) is standard for
international contracts to ensure impartiality. The supplier may be less experienced
with international arbitration, which could cause procedural issues.

Currency clause: The draft has no currency clause and fixes the price in the supplier's
volatile local currency. This exposes our company to significant exchange rate risk.

Liguidated damages: The draft sets penalties at 0.1% per week (our standard is
0.5%) with a max of 3% (our standard is 10%). This provides insufficient protection
against delayed delivery.

Force majeure: The draft includes commercial risks (raw material shortages, sub-
supplier delays) as force majeure. This is unacceptable because ordinary business
risks should not excuse non-performance.

Quality documents: The draft only accepts the seller's internal certificate, while we
require independent inspection (SGS). This creates a quality control risk.

2. Risk prioritisation: From most to least risky:

. Force majeure including commercial risks — This could allow the supplier to escape
liability for ordinary supply chain failures, which is extremely dangerous.

. No independent quality inspection — Without third-party verification, we have no
guarantee of product quality.

. *Low liquidated damages (0.1% / 3% cap)* — Insufficient financial protection
against delays.



4. Absence of currency clause — Exchange rate risk, though partially manageable
through financial hedging.

5. Arbitration in Moscow — Least risky, but still not ideal for international dispute
resolution.

6.3. Kpurepuu u mkana oueHuBanus Ha ocHoBe BPC.

KPUTEPUM OLUEHUBAHI A PE3VJIBTAT B
BAJIJTIAX
JlaH TONHBIN, B JIOTHYECKOW IOCIIEIOBATEIILHOCTH Pa3BEPHYTHIN 90-100

OTBET Ha IIOCTABJECHHBIM BOIPOC, IJ€ OH IPOJAEMOHCTPUPOBAI
3HaHMS IIpeAMETa B IIOJHOM 00beMe Y4YeOHOH IpOrpaMMBbl,
JIOCTAaTOYHO INIyOOKO OCMBICIMBAET JAUCLUILIMHY, CAMOCTOSATENBHO,
U MCUEPNBIBAIOLIE OTBEYAET Ha JIONOJIHUTEIbHBIE BONIPOCHI,
OPUBOAUT  COOCTBEHHbIE  IpUMEpPHl [0  IpoOJieMaTHUKe
IIOCTABJIEHHOTO BOIPOCA, PELIWJ IPEAJOKEHHbIE IPAKTHUECKUE
3agaHus 6e3 onboK

Jan pa3BepHYTBHIi OTBET Ha IIOCTABJICHHBIM BOMNpOC, TIE 75-89
OOydaromuiicsi JAEMOHCTPUPYET 3HAHUS, MPHOOPETEHHbIE Ha
JICKIIMOHHBIX M CEMHHAPCKUX 3aHATUSX, a TAKXKE IOIyYCHHBIC
HOCPECTBOM H3YUYCHHUSI 00s3aTENbHBIX YYEOHBIX MAaTEpPHUAIOB MO
KypCy, JaeT apryMEHTHPOBAHHBIC OTBETHI, HPUBOIMUT MPHUMEPHI, B
OTBETE MPUCYTCTBYET CBOOOTHOE BJIAJCHHE MOHOJIOIHMYCCKON
peyblo, JIOTUYHOCTH M IIOCNIEAOBAaTEIBHOCTh OTBeTa. OmHAKO
JIOIyCKAaeTCsi HETOYHOCTh B OTBETE. Pemmi MpeioKeHHbIC
NPAKTHYSCKHE 33/1aHKsI C HEOOJIBIIIMMHI HETOYHOCTSIMH.

Jlan oTBeT, CBUIETEIHCTBYIONIMNA B OCHOBHOM O 3HAHUU MPOIIECCOB 60-74
M3y4aeMOu  JIUCUHUIUIAHBI, OTJIMYAIOIIHMNACA  HEJOCTATOYHOM
[IyOMHONM ¥ TOJHOTOM PAacKPBITUSL TEMbl, 3HAHUEM OCHOBHBIX
BOIIPOCOB TEOPHH, cl1ab0 cHopMHpPOBAaHHBIMU HaBbIKAMHU aHaIM3a
ABJICHUM, TMPOLECCOB, HEJOCTATOYHBIM  YMEHHEM  J1aBaTh
apryMEHTHPOBAHHBIE OTBETHI U IPUBOIUTH IPUMEPHI, HEJOCTATOYHO
CBOOOJHBIM BJIaJICHUEM MOHOJIOTMUECKON peubio, TOTUYHOCTHIO U
MOCJIEIOBATEILHOCTHIO OTBETA. J{OmycKaeTcss HECKOJIbKO OIMIMOOK B
COJIEpKaHUU OTBETA M PELICHUHU MPAKTUYECKHUX 33JIaHUM.

JlaH OTBET, KOTOPBIM COACPKUT PsJ CEPbE3HBIX HETOYHOCTEM, 1-59
OoOHapy’KUBAIOIIMKA HE3HAaHHE MPOLIECCOB M3y4yaeMOMl NpeaMeTHOU
o0jacTv, OTIMYAIOLIUICS HErNIyOOKMM  pPacCKpbITUEM  TEMBI,
HE3HAaHMEM OCHOBHBIX BOIIPOCOB TEOPHH, HEC(HOPMHUPOBAHHBIMU
HaBbIKAMHU aHaJIM3a SBJIEHHUM, MpOIIECCOB, HEYMEHHUEM JaBaTh
apryMeHTHPOBAHHBIE OTBETHI, CJ1a0bIM BJIaJJEHUEM MOHOJOTHYECKOM
peublo, OTCYTCTBHEM JIOTMUHOCTH U MOCJIEI0BATEILHOCTH. BhIBOIBI
MIOBEPXHOCTHBI. PellleHne NMpakTUYEeCKUX 3aJaHUN HE BBINOJIHEHO,
T.€. 00y4Jaromuiics He COCOOEH OTBETUTh Ha BONPOCHI AaXKe MpHU
JIOTIOJTHUTEIIBHBIX HABOSIIMX BONPOCAX MPENOAABATES.

6.4. Ilpu BbIMONHEHUM 3aJaHUM  OOydYarOUIMMCS  pa3peliaeTcs
UCTIOJIB30BAaTh AJIEKTPOHHBIM CJIOBaph WM MNPUIOKEHUE-TIEPEBOIUUK IS
MITHOBEHHOI'O IIOMCKAa 3HaYeHWH. MCronab30BaHHWE OHJIANMH-TIEPEBOIYHKOB



IMOJHOCTBIO HMJIK IMOCTPOYHO HE pa3spCuIiacTCA — AOIIYCKACTCA TOJIBKO IOHUCK
OTACJIbHBIX CJIOB H Bpr&)KCHHﬁ.

7. MeToauuyecKue MaTEepHAJIbI 10 OCBOCHUIO TUCIUTIMHBI

Hucuumumnaa b1.B.09 busnec-kypc anrmmiickoro sizpika / English Business
Course wnampaBieHa Ha (GOpMHUpPOBAaHHE MPOPECCUOHAIBHBIX KOMIETEHIUH,
HEOOXOJUMBIX [IJISi BEACHUS JIEJIOBOM KOMMYHHUKAIIMM HA AHTJIMMCKOM S3BIKE B
chepe MEKIYHAPOAHOW TOPTOBIH, IIEPETOBOPOB W KOHTPAKTHOW padOTHI.
OcHOBHBIMM ~ MHAMKAaTOpaMu KommeTreHuuit sBisoTca [IK-2.6  (BbIsABIseT,
aHaJU3UPYeT W OIICHMBAET HECOOTBETCTBUS MEXIAYy NapaMeTpaMu TEKYILIEro M
Oynayiiero coctossHuii opranuzaiuu), 11K-2.8 (orieHuBaeT pucku U BO3MOXKHOCTH
NpU NPUHATUU YyrpaBiieHUYeckux pemrenuit) u IIK-3.2 (roToBUT U Tpe3eHTyeT
000CHOBaHHBIC PEKOMEHAAIIMN PYKOBOJICTBY MO pe3yJibTaTaM aHaiau3a). B pamkax
JUCLHUIUIMHBI W3y4YalOTCA JIBE€ OCHOBHbIE TeMbl: «JIelOBbIE IEPETOBOPHI.
Opranuzanuss u nposenenue. IlpeseHtanum» u «MexITyHApOIHbIE KOHTPAKTHI.
OcCHOBHbBIE TIPUHIMUIIBI U pa3aenb». [1o kaxkaoi Teme mperycMOTPEHBI TPU TUNA
3aJlaHUM: 3aKPBIThIC (HA YCTAHOBIIEHUE COOTBETCTBHUSA ), KOMOMHUPOBAHHBIE (BHIOOD
MPaBUJILHOTO OTBETA C MUCbMEHHBIM OOOCHOBAHHEM) M OTKPBITHIE (pa3BEPHYTHIN
aHaJM3 Kelca C BBISIBICHUEM HECOOTBETCTBUIA, OIICHKOM PUCKOB U (hOPMYIHUPOBKOI
peKOMEHIaIni).

[Ipu BBIIOJIHEHUUW 3aJIaHUM 3aKPBITOTO THUIIA, KOTOPHIE MPOBEPSIOT 3HAHUE
TEPMUHOJIOTUM U CTPYKTYphl MNPO(ECCHOHAIBHBIX MPOIIECCOB C OMNOpPOM Ha
naaukaropel [1K-2.6 u [1K-2.8, pekomeHnayeTcs nepe BBITOJTHEHUEM MOBTOPUTH
OCHOBHBIE OIpEJEICHUS W JTamnbl (HalpuMep, MSATh ATANOB INEPErOBOPOB WIIU
o0si3aTeNIbHbIC pa3/iesibl MEXIYHApOJHOTO KOHTPAKTA), BHUMATEIBLHO MPOYHUTATh
BCE BapUaHTHl OMHCAHUU MPEXKJE, YeM YyCTaHABJIMBATh COOTBETCTBHE, W TMOCIIE
BBITIOJIHEHUS TIPOBEPUTH, UYTO KaXKJas MO3UIUS UMEET JIOTHYeCKOe 000CHOBAHUE.
[Ipy BBIMOTHEHUHM KOMOWHUPOBAHHBIX 3aJaHUN, KOTOpPHIE MPOBEPSIOT YMEHHE
BBIOMpATh TPABWIBHBIA OTBET M apryMEHTHPOBATh CBOW BBIOOp C OMOpOIl Ha
unaukaropsl [1K-2.6, I1K-2.8 u I1K-3.2, cnenyer cHavana BeIOpaTh OTBET, 3aTEM
MPUCTYNUTh K OOOCHOBAHHIO, UCIOJIB3Ys KIIIOYEBBIE CIIOBA «IOTOMY UTO», «TaK
KaK», «BO-TIEPBBIX / BO-BTOPBIX», 00s13aTEIHHO MPUBECTU IUTATy W3 TEKCTa WIU
CCBUIKY Ha M3y4YeHHOE IIpaBWJIO, coOmogas o0bEéM oOocHOBaHMS B 2—3
npeoxenus (20—40 cion).

[Ipy BBIMOJMHEHUU OTKPBHITHIX 3aJlaHUM, KOTOPBIE SIBISIOTCS HamOoJiee
CIOKHBIMM U TIPOBEPSAIOT YMEHHE aHAJIU3UPOBATH CHUTYAIMIO, BBISBISATH
HECOOTBETCTBUS, OIIECHUBATh PUCKU U (POPMYTUPOBATH PEKOMEH/IAIUHU C OTIOPOM Ha
Bce Tpu unnukartopa (IIK-2.6, TIK-2.8, IIK-3.2), pekomeHayeTcs Cilea0BaTh
onpenenéHHomy anroputmy. s [TK-2.6 HeoOX0auMo CpaBHUTH KaXK0€ YCIOBUE
MPEIIOKEHHST MapTHEPA C JTAJOHHBIM TPEOOBAaHMEM OpraHHU3alldd, PACCUUTATH
OTKJIOHEHUS B aOCOJIOTHBIX M OTHOCUTENBHBIX BEIWYMHAX W 3a(UKCUPOBATH
KaXXJ10€ HECOOTBETCTBHE B BuUJE u€Tkoro ytBepxkaenus. s I1K-2.8 cnemyer
OLIEHUTh BEPOSTHOCTh U CEPHE3HOCTH MOCIEACTBUI KaXXJO0TO0 HECOOTBETCTBHUS,



pPaHXUPOBATh PUCKU OT HauOOJee K HAaUMEHEE OMACHBIM U OOBSICHUTH, IOYEMY TO
WJIM UHOE YCJIOBHE CO31aET puck auist opranu3anud. st [TK-3.2 Heobxoaumo 4€Tko
chopMyIUpOBaTh PEKOMEHJANWI0 (MPUHATH, JA0paboTaTh, OTKA3aThCs), MPH
NeperoBopax ykKazarb MPUOPUTETHBIE YCIOBUS I HW3MEHEeHHs (Tom-2) u
000CHOBaTh, MIOYEMY UMEHHO 3TH yCIIOBUS ABJISIIOTCS KPUTUYHBIMH.

[IpakTyeckoe 3aHATHE MPOIAOLKUTEIBLHOCTHIO 90 MUHYT pEKOMEHIYETCS
CTPOUTH IO CIEAYIOUEH CTPYKType: OpraHU3allMOHHBIA MOMEHT W peueBas
pa3MUHKa (5 MUHYT), IpOBEpKa JIOMAIITHEr0 3aJJaHus C O0CYKICHUEM TTPEAbIIYIITUX
teM (10 wmunyt, unaukatop I[IK-3.2), BbIIOTHEHHE 3aKpHITOrO 3aJlaHHsl Ha
COOTBETCTBHE 3TanoB win pasnenoB (10 munyt, naaukatopsl [1K-2.6 u T1K-2.8),
BBHITIOJITHEHHE KOMOWHUPOBAHHOTO 3aJ]aHUs C BEIOOPOM OTBETa U OOOCHOBAHHUEM B
napax (15 munyt, naaukatopsl 11K-2.6, I1K-2.8, I[1K-3.2), BbIIIOJIHEHHE OTKPBITOTO
3aJIaHUsl C aHAJM30M Keica, pacdéTOM HECOOTBETCTBHUU M OIIEHKOM PHUCKOB (25
MuHyT, uHauKatopsl [1K-2.6, T1K-2.8, T1K-3.2), nuckyccus wim pojeBas urpa mo
oOcyxnenuto pekomenaaiui (15 munyt, uaaukarop [1K-3.2) u nonsenenne nToron
c peduiekcueit u Beiayueit jomaiHero 3aaanus (10 MuHyT).

Kpurepuu onienku 3aganuii auddepeHupoBansl 1Mo TunaM. st 3akpbIToro
3alaHus  (COOTBETCTBHUE) MpU 5—6 TPaBUIBHBIX OTBETaX CTAaBUTCS OICHKA
«OTIMYHO», Tpu 4 NOpaBUIBHBIX OTBETaX — «Xopomio», mpu 3 —
«YJIOBJIETBOPUTEIBLHO», TpPU 2 W MEHEEe — «HEYJOBJICTBOPUTEILHO». Jlis
KOMOMHUPOBAHHOTO 3a7aHus (BHIOOp M OOOCHOBaHME) MaKCHUMaJlbHasi OIICHKA
cocTaBiisieT 3 Oaya: 1 6an 3a nmpaBWIbHBIN BEIOOp OTBETA, 1 Oasut 3a JIOTHYHOCTh
obocHoBanwus, 0,5 Gayia 3a UCMOJB30BAHUE KIIFOUEBBIX CIOB («IIOTOMY YTO», «TaK
kak») u 0,5 Oanna 3a uutaty u3 Tekcta. s oTKpbITOTO 3amanHust (pa3BEPHYTHIN
OTBET) MaKcUMajbHasi OIIEHKa cocTaBiisier 14 OawioB: 4 Oamia 3a TOJHOTY
BBISIBJICHUS HecooTBeTcTBHM (He MeHee Tpé€x) mno IIK-2.6, 4 oOamna 3a
000CHOBaHHOCTbH OIIEHKU U paHKupoBaHus puckos mo [1K-2.8, 4 6anna 3a 4€TkocTh
1 000CcHOBaHHOCTH pekoMeHanuu 1o [1K-3.2 u 2 6aia 3a JOrHYHOCTh U CBSI3HOCTD
U3JI0KEHUS.

Jl71st camocTosATeIbHOM paboThl 00YYAIOITUMCST PEKOMEHYETCSI COCTABIICHUE
rinoccapust repMuHOB (INCOTERMS, BATNA, force majeure, liquidated damages,
arbitration clause u apyrue) c onopoit Ha 1IK-2.6 u I1K-2.8 (30 MuHyT), aHanu3
IPOCKTAa KOHTPAKTA C BBISIBJICHUEM HE MeHee 1siTh HecooTBeTcTBUi o [1K-2.6 (45
MUHYT), IOJITOTOBKA MUChbMEHHBIX PEKOMEHAAIIUN PYKOBOACTBY 00bEMOM 200 ciioB
c onopoii Ha [1K-3.2 (40 MuHyT), a Takke 0TpabOTKa AUAIOTOB MO MEPETOBOPHBIM
cutyauusiM B mapax ¢ omnopoid Ha [IK-2.8 (20 munyT). B KayecTBe MHTEpHET-
PECYpCOB JJIsI  CaMOCTOSITEILHOM paboThl peKoMeHayeTcs ucnosibzoBath [CC
Academy nns uzyuenus INCOTERMS 2024 u mexayHapoanbix KOHTpakToB, [TC
(WTO) nnst u3ydeHust BHEITHETOPToBoi qokymeHTarmu, Cambridge Dictionary st
YTOYHEHHUS JEJIOBOM JIGKCUKH W TepMHUHOJIOTHH, Multitran s TEXHUYECKOTO U
IOpUINYECKOTO TepeBosa, a Takke Business English Pod nns npakrtuku
MIEPETOBOPOB U MPE3CHTALIHUH.

CucteMaThyecKoe  BBIMOJHEHHE 3aJaHUd C  Y4E€TOM  HACTOSIIUX
pexoMeHaiuii ooecreunBaet popmupoBanue kommnereHui [1K-2.6 (BeisiBneHuE 1



ananu3 HecooTBercTBuit), I[IK-2.8 (omenka puckoB) u IIK-3.2 (moarororka
pexomenaanuii). KimoueBbimu pakTopamu ycniexa siBISIOTCS peryJisipHasi IpaKkTUKa
aHallM3a  KOHTPAKTHBIX W  TIEPETOBOPHBIX  CHUTYyallMil,  HCIOJb30BaHUE
npo(heCCHOHANFHOM JIEKCUKH, YMEHHE apryMEHTHUPOBaTh CBOIO TO3UIUI0 U
npejyiaraT 000CHOBAaHHBIC PEIICHUST PYKOBOJICTBY.

8. YueOHas 1uTepaTypa u pecypchbl HH(POPMAIIUOHHO-
TeJIeKOMMYHUKALMOHHO ceT UHTEepHeT

8.1. OcHoBHas nuTepaTypa

1. ApxumnoB, A. B. Business English / JlenoBoii anrnuiickuii : yd4eOHO-
Meroaunueckoe nocodue / A. B. Apxumnos, M. A. [Ipmwxkenko, E. }O. KoctrokoBuu.
— Mocksa : U3garensctBo MUCHU — MI'CY, 2023 — 44 ¢c. — ISBN 978-5-7264-
3321-9. — Tekct ANEKTPOHHBII. —
URL: https://znanium. ru/cataloq/document’)ld 462573

2. YBapoB, B. . Aurnmiickuii s3bIKk ais 3koHomuctoB (A2-B2). English for
Business + ayauo3anucu : yaeOnuk u npaktukym g CI1O / B. U. YBapos. — 2-¢
u3a., nepepadb. u gon. — MockBa : U3patensctBo FOpaiit, 2025. — 393 ¢. —
(ITpodeccuonansHoe obOpazoBanme). — ISBN 978-5-534-09824-2. — Tekcr
sanekrponnbiii. — URL: https://web?2.urait.ru/bcode/560779

3. I'epacumoB, b. M. Business English for students of economics = JlemoBoit
AHTJIMUCKUM JIJIs1 CTYIEHTOB-?KOHOMUCTOB : yueOHoe nocodbue / b. U. I'epacumos,
O. A. I'nuBenkoBa, H. A. I'ynuHa [u 1p.] ;
u3a. — Mocksa : DOPYM : UHOPA-M, 2023. — 183 ¢. — (Briciiee oOpazoBaHue:
bakanaspuar). — ISBN 978-5-00091-116-7. — Tekct : 3JEKTPOHHBIA. —
URL.: https://znanium.ru/catalog/document?id=435756

8.2 JlomonHUTENbHAS TUTEPATYpA:

1. T'amoBa, O. JI. Anrnuiickuii s3bik. Business English: nenoBoii aHrnmiickuii :
yueOHoe nocodue / O. JI. 'amoBa. — Boponex : Boponexckuii uacturytr ®CHUH
Poccun : U3narenscko-nonurpaduueckuit nentp «Hayunas kaura», 2019. — 84 c.
— ISBN  978-5-4446-1332-0. —  Tekct :  DJCKTPOHHBIA.  —
URL: https://znanium.ru/catalog/document?id=357026

2. Kocapera, T. B. MexayHapoIHbIii KOMMEpUYeCKrii KOHTpakT. CocTaBiieHUE |
nepeBoa. AHrnmuickuil s3bIK : yueOHoe nocobue / T. B. KocapeBa. — Mocksa :
Jlenann, 2017. — 110 ¢c. — ISBN 978-5-9710-3976-1. — TekcT : 2I€KTPOHHBIN. —
Hoctyn u3 9bC «JIanb» (10 MOAMUCKE).

3. Jlebenera, A. A. Aurmiickuil s3pIK I OpUCTOB. [IpeanpuHUMATENHCKOE
npaBo. [lepeBon kKoHTpakTOB : yueOHOe mocodue / A. A. JlebeneBa. — Mockaa :
IOHUTU-AAHA, 2022. — 231 c¢. — ISBN 978-5-238-01928-4. — Tekcr :
anextponHbiii. — URL.: https://library.bmstu.ru/Catalog/Details/IPRBooks/123378
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8.3. HopmaTuBHbIE NpaBoOBbIE€ JOKYMEHTHI U MHAS TpaBoBasi HHGopMalus
He ucnons3yrorcs

8.4. utepHeT-pecypchbl
Hayunas 6ubmmoreka PAHXwul'C https://lib.ranepa.ru

Hayunas snekrponnas 6ubmmoreka « KUBEPJIEHMHKA»
https://cyberleninka.ru

OBC «JIAHby» https://e.lanbook.com
9bC «3HAHUYM» https://znanium.ru
5bC «SOCHUM» https://sochum.ru

9. MarepuaibHO-TEXHHYECKasA 0a3a, MH(POPMALMOHHbIE TEXHOJIOTHH,
NMPorpaMMHoe odecnevyeHne U HHPOPMAIHOHHbIE CIIPABOYHbIEC CHCTEMbI

JlucrumHa ~— TOAJCp)KaHa — COOTBETCTBYIONIUMHU  JIMIICH3MOHHBIMHU
MIPOTPAaMMHBIMH ITPOAYKTaMH, B TOM YHUCIIEC OTEYECTBEHHOTO
npousBojcTBa: Libre Office (nmumensust Mozilla Public License v2.0.) 7-Zip
(muuen3ust GNU Lesser General Public License) AIMP (nmunensust LGPL v.2.1)
STDU Viewer (freeware for private non-commercial or educational use) GIMP
(muuensust GNU General Public License) Inkscape (nunensuss GNU General
Public License), OC Linux.

JIyist mpoBeZieHUsT YU4eOHBIX 3aHSTHH, MPEAYCMOTPEHHBIX 00pa30BaTEIbHON
IPOrpPaMMOM, 3aKpETICHbI ayIUTOPUH COTIIACHO PACIUCAHUIO YUEOHBIX 3aHSATUM:
pabouee MeCTO TIpemnojaBaTelnisi, IO0CAaJI0YHbIE MeCTa IO  KOJUYECTBY
00y4Jaromuxcs, T0CKa MeJIoBasi, TePCOHALHBIN KOMITBIOTED C JTUIIEH3UPOBAHHBIM
MIPOTrPaMMHBIM 00€CTICUeHHEM 00IIero Ha3HAUYCHHUS, MYJIbTUMEIUHHBINA TIPOEKTOP,
MYyJIbTUMEIANHBIA JKPaH.
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