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COJEPKAHUE

1. TlepeueHb IUTAHUPYEMBIX PE3YJIBTAaTOB OOYYCHHS TIO JUCIHIUIMHE, COOTHECEHHBIX C
TUTAHUPYEMBIMH Pe3yJIbTaTaMi OCBOCHUS MPOTPAMMBI

2. O6beM 1 MECTO TUCIHILTUHEBI B CTPYKTYpe 00pa30oBaTeIbHOM MPOrpaMMbl

3. ConepxaHue U CTPYKTypa JUCLIUILIMHBI

4. TUIbl OLICHOYHBIX MaTEPUAJIOB, IIOKA3ATENIN U KPUTEPUHU OLICHUBAHUS

5. ®opMBI aTTECTAIlMHA M THIIOBBIC OIICHOYHBIC MAaTEPUAIIBI JIJISl TEKYIIETO KOHTPOJIS yCIIEBAEMOCTH
00y4YaroImuXxcs, KPUTEPHU U IIKAJIbI OICHUBAHUS 110 KOHTPOJIBHBIM TOYKaM

6. ®opMbI TPOMEKYTOUHOM aTTECTAI[MK, KPUTEPUU M IIKAJIa OLICHUBAHHS, THIIOBBIC OICHOYHBIC
MaTepHaJIbl IO AUCIUTUINHE

7. Meronuvecknue MaTepHuaibl IO OCBOCHUIO JUCIUTUINHBI

8. YueOHas nmuTeparypa u pecypchl HH)OPMAIIMOHHO-TEJICKOMMYHUKAIMOHHOU ceTH « THTepHeT
9. MarepuanbHO-TexXHHUYEeCKas 0a3a, MHPOPMAIMOHHBIE TEXHOJIOTHH, TPOrpaMMHOE 0OecIieueHue 1
MH(OPMAIMOHHBIE CIIPABOYHBIC CHCTEMBI



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

Hucnummuaa B1.B.09 busnec-kypce anrmiickoro s3eika / English Business Course ¢opmupoBanue y o0ydaronmuxcs

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
[IK-1 |Cnocoben onpeaemsTh IK-1.3 BrisBiser, aHAIU3UPYeT n | 1IK-1.3.Y-1. AnanusupoBaTh Ha aHIJIHMICKOM f3BIKE
HaIpaBJICHUS Pa3BUTHS OLICHUBAET HECOOTBETCTBHS MEXKAY | PACXOKICHUS  MEXKIy TEKyIIUMH  IOKa3aTelsIMH
OpraHu3alun napameTpamu TEKYLIEro U | OpraHu3aluu u LEeJICBBIMU napameTpamu,
OyAylIero COCTOSIHUN OpraHn3alii | NpPEACTaBICHHBIMH B  KOHTPAKTaX, MEPErOBOPHBIX
MO3ULMAX WIM IUIaHaX Pa3BUTUS, U (HOpMyIHpOBATH
000CHOBaHHbBIE BBIBOZBI 0 HEO0XOIUMBIX
KOPPEKTHPOBKaX.
[MK-3. |Cmocoben I1K-3.8 OcytiecTBisieT BEIOOP IMK-3.8 3-1 3nHaer aHrIMiCKUH S3BIK (MTOPOTOBBIN
OpPTaHU30BBIBATH paboTy MOTEHIHANBHBIX TAPTHEPOB IS HPOBUHYTHIN ypoBeHb B2)
o 3aKJIFOYEHHUS] BHELLTHETOPTOBOTO
BHEIITHEOKOHOMUYECKOH KOHTpaKTa
NesITeNbHOCTH
I1IK-4. |Cnocoben pa3zpabaTbIBaTh I1K-4.2 IIpesentyet nuan [1K-4.2.3-1. 3HaeT aHMIMHCKUHA S3BIK (IIOPOTOBBIN
[LIaH BHEIIHEIKOHOMHUYECKOU NPOJBHHYTHIN ypoBeHb B2)
BHEIITHEAKOHOMUYECKOH JeSITeTbHOCTH OpraHn3alliu
NesITeNIbHOCTH
OpTraHu3alnu 1
KOHTPOJIHMPOBATH €r0
BBITIOJIHEHHE




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

OO6mmit 00beM TUCIUILTAHEI:

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

KonTakTHas pabota oOydJaromuxcsi ¢ mpernoaaBaTesieM 1o BUaaM yIeOHbIX
3aHSATHN: /2 aK. yac Ha KOHTaKTHYIO paOoTy C mpernoaBaTeseM, u3 Hux 12 ak.yacoB
Ha MPAKTUYCCKUE 3aHATHS, Ha aTTECTAIMIO B IEPHO/] IK3aMEHAIMOHHBIX ceccHil 4
gaca, 96 aK. 9ac Ha CaMOCTOSITEIbHYI0 Pa00Ty 00yUYarOIITUXCS.

b1.B.09 busnec-kypc anrnuiickoro sizbika / English Business Course
peanzyercst BO 2-M CEMECTpe MarucTpaTyphl MOCIe U3y4YEeHUS JUCIUILTNH:
- HOCTpaHHbBIN A3BIK A€JI0BOTO U NPO(eCCHOHATBHOTO OOIICHUS



3. CoaepikaHne U CTPYKTYpa JUCHUILIMHBI (MOAYJISA)

3.1. CtpykTypa AUCUUILTAHBI (MOTYJIs)

3aounas popma obyuenus

Ne n/m | HaumeHoBaHue TeM M (HJIH) O0beM IMCHHUILIMH, AK.4AC
a3/1eJ10B dopma
P BCEI' KonTakTHas padora Te Kyll)l[ ero
o
cn er[oOﬁzly:aaTngIII::llqul?(l) BHAAM C KOHTPOIT
|y )1} B bl | aMOCTOATEJIbHA yeneBaeMocTH,
Y4eOHBIX 3aHATHIl s padora
NPOMEKYTOYHO
Ilepuon Teopernyeckoro o0y4eHus Ilepuon o
i aTTecTanuu
MPOMEKYTOYHO
W aTTecTauuu
(ceccust)
3anaTus 3anaua | UK | KCP | KD 4 CPkp |CP3k| CP
JIeKIIHOHHOT |CeMHHAPCKOT| =
0 THIA 0 THIA 2 0©
==
A B1 [ap| 1m3 = |
=z | =
e
=
Tema 1| JlenmoBwie neperoBopel. | 34 0 0 0 6 0 0 0 0 0 0 |28 YO, T, P3
Opranuzauus u
IIPOBEJICHHE JIEJIOBBIX
IIEPETOBOPOB.
IIpe3zeHTanum.
Tema 2 | MexayHapoaHble 34 0 0 0 6 0 0 0 0 0 0 |28 YO, T, P3
KOHTPAKTBHI. OcHOBHBIE
IPUHLIMIIBL ¥ pa3Jelbl.
[IpomexyTouHas aTTecTanus 72 0 0 0 12 0 0 0 4 0 56 3auer

HCI’ZO]Zb3y€Mbl€ COKpauwieHus.




JI — nexknuu - 3aHATHSA, IPELyCMaTPHUBAIOIINE IPEUMYIIECTBEHHYIO Niepefady yueOHoH nH(popManuyn o0yJaroniMcs eJarorndecKuMy paOOTHIKaMHU OpraHn3aiyu U (WIn) JTHNAMH,
MPUBJICKAEMBIMH OPTaHU3ALUEH K peaan3alii 00pa30BaTEeIbHBIX IPOrPAMM Ha WHBIX YCIOBHSX,).
BJI — Buneo aexmuu.

JIP — mabopaTtopHble paboTEHI.

[13 — npakTH4eckue 3aHATHS (32 UCKIIOYEHUEM J1ab0paTOPHBIX padoT).

UK — unavBuyasbHbIe KOHCYJIBTALUH.

KCP — KOHTpOJIb CaMOCTOSITENILHOM padOTHI

KD — koHCyJIbTalMNU Mepes 9K3aMEHOM

KaTTok — KOHTaKkTHast paboTa Ha aTTECTAIMIO B IEPUOJ] SK3aMEHAIIMOHHBIX CECCHI

CPxp — camocrosTenbHast paboTa Ha MOJrOTOBKY KYpPCOBOM paboThl/ KypCOBOTO MPOEKTA.

CP»axk — camocTosTensHas paboTa Ha MOATOTOBKY K K3aMEHY .

CP — camocTosiTenbHast padoTa B ceMecTpe Ha TOATOTOBKY K YICOHBIM 3aHATHSM.



3.2. Copep:kaHue QM CHUNINHBI

Tema 1. J[lesioBble mneperoBopbl. OpraHu3amusi M TIpoBeleHHEe [1€JIOBbIX
neperosopos. Ilpesenranuu.

JlenoBele  TIEpEroBOpHl  MPEJCTABISIIOT  COOOM  KIIFOYEBOM  HMHCTPYMEHT
JIOCTHXKEHHUS COTJIAIICHU B MEKIYHAPOIHOM KOMMEPYECKOMN NeATebHOCTU. B Xo1e
MIepEroBOPOB YYACTHUKU MPUMEHSIOT Pa3IMYHbIE TAKTUKHA: UHTETPATUBHBIN MOIX0,
HaIpaBJICHHBIM Ha B3aUMOBBITOJHOE PEIICHUE, UM TUCTPUOYTHUBHBIN, TPH KOTOPOM
CTOPOHBI ~ OOpPIOTCS 32 MAaKCHUMH3AIMI0 COOCTBEHHOM  BBIFOAbl. BakHbIM
MHCTpYMEHTOM siBiisieTcst  onpeneneHue BATNA (Hawityumedl  aJlbTepHATUBBI
o0Cy)XTaéMOMY  COTJIAIIICHUIO),  TO3BOJISIONMIEH  OOBEKTUBHO  OICHWBATH
MPEIJIaracMbI€ YCIOBUSI.

B coorBerctBuM ¢ kommnereHmuein IIK-1.3, crnenmanncT J0DKEH BBISBIISTH,
AHAJIM3UPOBATh U OLICHMBATh HECOOTBETCTBUS MEXKAY MNapaMeTpamMu TEKYLIETO M
OyIylIero COCTOSIHUM OpraHu3aivu. B KOHTEKCTE€ MEpEeroBOPOB 3TO O3HAYAET
CIIOCOOHOCTh OMPENEATh Pa3pbIBBl MEXKIY TEKYIIMMH TMO3UIMUSIMH CTOPOH H
JKEeJTaeMbIM PE3yJIbTaTOM, OIEHUBATh 30HBI COBIAJICHUS U KOH(IUKTAa MHTEPECOB, a
TAaK)X€ IMPOTHO3UPOBATH IOCIEACTBUSI NPUHATUS WM OTKJIOHEHUS TE€X WM HHBIX
YCIIOBUM.

Tema 2. Me:xxnyHapoaHbie KOHTPAKThl. OCHOBHbIE IPUHIIANBI U Pa3/eJibl.

MexayHapolHbIA ~ KOHTPAKT  KyIUIM-TIPOJIaXXU —  3TO  IOPUIUYECKH
0Os3bIBAIOIIEE COTJIAIEHUE MEXAY CTOPOHAMHM U3 pa3HbIX cTpaH. OCHOBHBIE
NPUHIMIOBL €r0 COCTaBJIE€HUs: CBOOOJA JOroBOpa (CTOPOHBI MOTYT OINPENEISTH
yCIOBHsI), 0O0si3aTenpHas MNHUCbMEHHas (Gopma Jii BHEIIHETOPrOBbIX CJIIEJIOK
(TpeboBaHME POCCUUCKOTO 3aKOHOJATENIbCTBA) M COOJIIOJIEHHUE MEXTyHAPOIHBIX
HOPM (CaHKIIMOHHBIC PEXUMBI, DKCIOPTHBIM KOHTPOJIb). B cOOTBETCTBUU C
komriereHuuen [1K-3.8 (BbIOOp MapTHEPOB ISl 3aKIIOYEHHS] BHELIHETOPTOBOIO
KOHTPaKTa), CHEIHUAINCT JODKEH OOeCNeYUTh BKIIOYEHHE B KOHTPAKT YCJIOBHIA,
3aIMIIAIONIMX UHTEPEChl OpraHN3alliy: TapaHTHH KayecTBa, MTpadbl 3a MPOCPOUKY,
apOUTPaKHYIO OTOBOPKY.

B cootBerctBum ¢ I1K-4.2 (npesentanus riana BOJI), cnenmuanuct qoixeH
NPEACTaBUTh PYKOBOACTBY aHAJIM3 IMPOEKTAa KOHTPAKTa: KIIOYEBBIE PHUCKH,
PACXOXKJICHUSI C TUIIOBBIMHU YCIOBUSIMHU OpPraHHU3allH, peKOMeHAaluu (MOANMUCaTh,
nopaboTarb, OTKazaThbes). [Ipe3eHTanusi BKIIOYAET (DPUHAHCOBBIM aHaNU3 CHEJKHU
(peHTa0eNbHOCTh, BAIOTHBIE PHUCKH) H  OIEHKY HOPUAUYECKUX  PHUCKOB.
O3nakomsieHHne ¢ 0a30BBIMU  TPUHIUIIAMU  COCTABJICHUS  MEXKIyHAPOIHBIX
KOHTPAKTOB (FOPUCIUKIUSA, POopC-Makop, BaIIOTHBIE YCIIOBUs). M3ydeHne TUITOBBIX
pa3zenoB: MpeAMET, IOCTaBKa, II€Ha, OTBETCTBEHHOCTb, pPA3PEIICHHUE CIIOPOB
(arbitration). ®opmMupoBaHEe HABBIKOB YTEHUS, TIEPEBOAA U U3BJICUEHUS KIIFOUEBOM
uH(pOpMAITUU U3 Ay TEHTUYHBIX KOHTPAKTHBIX JJOKYMEHTOB Ha HHOCTPAHHOM SI3bIKE.

4. Tunbl OEHOYHBIX MATEPHAJIOB, OKA3aTeJ I M KPUTEPUH OLleHUBAHUS
4.1 Ouenounsle matepuaibl no aucuummae b1.B.09 busHec-kypc aHrimiickoro
s3pika / English Business Course BXOAST B COCTaB OILIEHOYHBIX MAaTEPHAIIOB IO
oOpazoBarenbHOM Tporpamme. COBOKYIMHOCTh OIIEHOYHBIX MAaTEpPHAIOB 1O BCEM
JUCHUIUIMHAM  (MoayssiM)  oOpa3oBaTeIbHOM MpOrpaMMbl COCTaBiseT (HOHA
ornieHOUHbIX cpeactB (mpaee — DOC). ®OC wucnonb3dyercs MNpU MPOBEIACHUU



TEKYIIETr0 KOHTPOJISI YCIIEBAEMOCTH M POMEKYTOYHOM aTTeCTAIlUN 00YJarOIIHXCS C
IEJIbI0  OICHWBAHUS JOCTHIKCHHS OOYYArOIIMMHCS TUIAHUPYEMBIX 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 OTACIBbHBIN JOKYMEHT U XPaHUTCS
B DJIGKTpOHHOM BujEe, nocTyn K @OC mpeocTaBieH OrpaHUIeHHOMY KpYTY JIUIL.

4.3 Jlnsa caMOCTOSATENbHON pabOThl 00yYaIOIMIUXCsl TPU MOATOTOBKE K TEKYIIEMY

KOHTPOJIIO YCIIEBAEMOCTH M IIPOMEKYTOUYHOM aTTECTAllMU B pabOYUX MporpamMmax

JUCIMIUIAH pa3MEIICHbI TUTIOBBIC IIPOBEPOYHBIE 3aaHHSI, KOTOPhIC MOKHO YCIIOBHO

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

3aiaHusl 3aKpHITOrO THUIIAa — 3TO TECTOBBIC 3aJaHHS, B KOTOPBIX KaXKIbIH
BOIIPOC  COINPOBOXJIACTCS TOTOBBIMH BapHaHTaMH OTBETOB, M3 KOTOPBIX
HEOOXOJUMO BBIOPATh OJMH WJIM HECKOJIbKO MpPaBWIBHBIX. OHHM Ha3bIBAIOTCS
«3aKPBITBIMUY», TIOTOMY YTO HAa0Op BO3MOXKHBIX OTBETOB OTpPaHHWYEH (3aKpBIT) U
3apaHee ONpe/eIEH COCTABUTEIIEM TECTa.

3aanusi KOMOMHUPOBAHHOTO THUITA— JTO 3a/IaHUS, KOTOPHIE COUETAIOT B cebe
nBa win Oojee Qopmara MPOBEpKH 3HAHWKW B OJIHOM BOIIPOCE, HAIpPHUMEp:
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</IbI BOMPOC COMPOBOXKIACTCS TOTOBHIMH BapHaHTAMH OTBETOB, U3
KOTOPBIX HEOOXOJAMMO BHIOpPATh OJHMH WJIM HECKOJBKO MPaBUIBHBIX U 000CHOBATH
CBOM BBIOOD.

3amaHusl  OTKPBITONO THIIA — O3TO TECTOBBIC 3aJaHus, B KOTOPBIX
oOyuaromemMycsi TpeaaraeTcsi CaMOCTOATEIbHO CGHOpPMYyIMpPOBAaTh M 3alKcaTh
OTBET B CBOOOHOM (hopMe, O6e3 BrIOOpa M3 rOTOBBIX BapuaHTOB. OHU HA3bIBAIOTCS
«OTKPBITBIMIY, TOTOMY YTO HaOOP BO3MOKHBIX IMPABUIIHHBIX OTBETOB HE OTPAaHUYCH
(OTKpBIT) U JAOIMYCKAeT pa3audHble (HOPMYITUPOBKH 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 KA4yeCTBE OTBETa OXXHMIACTCS 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 OXKUJAIOTCSA Iapbl
3JIEMEHTOB.

2. BHuMarenbHO mpounTaTh 00a crMcKa: COUCOK 1 —
BOINPOCHI, YTBEPXKACHUS, (GaKThl, TOHATHS U T.11.;

CIHCOK 2 — YTBEPIKJICHHsI, CBOHCTBA OOBEKTOB H T.II.

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

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

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

3ananue 3aKpBITOrO
THTA c BBEIOOpPOM
HECKOJIBKHUX IIPaBUJIBHBIX
OTBETOB M3 HECKOJIBKHX
BApUAHTOB
HpeI0KEHHBIX

[IpounTaiite  TEKcT,
BbIOEpUTE TMpPABUIIbHBIC
OTBETHI

1. BHUMATENBHO MPOYUTATH TEKCT 3aaHUS U ITOHSTH,
YTO B KAUE€CTBE OTBETA 0XKMJIAETCS HECKOJIBKO MPABUIIbHBIX
OTBETOB U3 MPEIOKEHHBIX BAPHAHTOB.

2. BHUMaTenbHO MPOYUTATh MPETI0KEHHBIE
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. BuumarensHO MpOYMTAaTh TEKCT 3afaHus |
MOHATh, YTO B KayecTBE OTBETa OXHJACTCA
MIOCJIE0BATEIbHOCTD 3JIEMEHTOB.

2. BHUMarenbHO — MPOYHTAThH
BapUaHTHI OTBETA.

3. IlocTpouTh BEpHYIO IIOCIEIOBATEIBLHOCTh U3
MPEIOKESHHBIX JIEMEHTOB.

4. 3anmucatp OykBBI/IUGPBI (B 3aBUCUMOCTH OT
3a7aHus) BapUaHTOB OTBETa B HYKHOU
nocneaoBarenbHocTH (Hanpumep, BBA wmm 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 BBIOOpa

IIpounTaiite TeEkcT,
BBIOCPUTE TIPABHIIBHBIN

OTBET W  3alULIUTE
apryMEHTHI,
000CHOBBIBAIOIIIE

BBIOOD OTBETa

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

2. BHUMarenbHO  MPOYUTATH
BapHUaHThI OTBETA.

3. BoiOpaTh 01uH BEpHBII OTBET.

4. 3anucaTth TOJIBKO HoOMep (Wiau OyKBY)
BBIOpPAHHOT'O BapuaHTa OTBETA.

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

peJI0KEHHbIE

BBIOOp

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

3aaHue OTKPBITOrO
TUINIA C Pa3BEPHYTHIM
OTBETOM

[IpounTaiite TekcT U
3aIUIINTE Pa3BEPHYTHIN
000CHOBaHHBII OTBET

1. BuumarenbHO NpPOYMTaTh TEKCT 3aJaHus |
MOHSTH CyTh BOIIPOCA.
2.Ilponymath JIOTUKY M TIOJTHOTY OTBETA.

3.3amnucarb OTBCT, HCIIOJIB3yd UYCTKHEC KOMIIAKTHBIC

(bopMyIIUPOBKH.

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

OTBET

OtBer cunTaercs BCPHBIM:

1. OrcyrcrBue (bakTHYeCKuX
OHINOOK.
2. PackpbiTHe 00beMa

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

OTBETa




4.5. OOmas 1mKamsa OLEHUBAHUS PE3YyJIbTaTOB TEKYIIEro KOHTPOJIA

YCIEBAEMOCTH M MMPOMEXKYTOYHON aTTeCTAIIMN 00yJaromuxcs ¢ npuMmeneanem bPC
Hounenxkoro ¢punuana PAHXul'C.

HUrorosas ECTS
oaJlIbHAA TpaguunonHasi cucrema bunapnast st Tpanm- ,
cucTema | “momm | s
OIICHKAa CHCTeMBbI
90-100 OTianyHO A P/ Passed
80-89 B P/ Passed
3auTeHo
75-79 Xoporo C | P/Passed
70-74 Y 1oBIE€TBOPUTEIHLHO B P/ Passed
60-69 & p E P/ Passed
0-59 HeynoBneTBopuTeapHO He 3auteno F F/Failed

CooTHoleHne Oa/IOB 32 TEKYIIMA KOHTPOJb  YCIIEBAEMOCTH U
IIPOMEKYTOUHYIO aTTECTALUIO, 4 TAK)KE TOBTOPHYIO IPOMEKYTOUHYIO aTTECTALMIO:

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

5. ®opMBbI aTTECTAllUHM, TUIOBbIEC OLECHOYHbICE MaTepHAJIbI IS TeKyllero
KOHTPOJISl yCIIeBAeMOCTH 00y4a0IIUXCs, 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 3a1aHNs, YCTHBINA OMPOC, CUTYAITMOHHBIC 3a/1aHUSI, TUCKYCCHUS
/ acce (mokma, cooOIIeHne ), KOHTPOJIbHAs paboTa

Pacnipenenenue 6aiioB mo BugaM y4eOHOM eATEeTbHOCTH
(6amIpHO-pEHTHHTOBAS] CHCTEMA)

HaumenoBanue Bun 3amanus
TEMBI e
YO* T3* P3* KP*
T.1 20 10 10 20
T.2 20 10 10




| Mitoro: 100 \

40 \ 20 \ 20 \ 20

YO — ycTHBIH onipoc; *
T3 — TecToBOE 3amanue; *
P3 — pazHoypoBHEBBIE 3a/1aHUs (CUTYalMOHHOE 3aaHue, 3cce (JIOKIall, COOOIIeHHE,

TMCKyCCHsT))*

KP — konTpospHas paboTa; *
I13 — npakTHueckoe 3aHATHE; *

Kpumepuu oyenxu ons ycmrnoeo onpoca:
ITo uToram BBINIOJTHEHUS] YCTHOTO OIPOCA OLIEHKA MPOU3BOJUTCS IO
JeCATHOAITLHON IIKaJIE B CIICAYIOIIEM MTOPSIKE:

Juanazon 6auioB

Onucanue Kputepus

«OTIIHOY
20-18

OO6yuaromuiics:

MOJHO W apryMCHTHPOBAaHO PACKPHIBACT  COJICPKAHUE TEMBI
BBICKA3bIBAHUS,

W3JIaraeT MaTepHal CBA3HO W CIUTHO, C WCIOJh30BAaHHEM
COOTBETCTBYIOIIMX JICKCUKO-TPAMMATHUECKUX M (OHETHYECKUX
CPEIICTB;

MMCbMEHHOE BBICKA3bIBAHUE MMEET BCTYIUICHHE, OCHOBHYIO YacTh W
3aKJTFOUCHHEe, KaKIas YacTh W3 KOTOPBIX JIOTMYECKH OIpaBIaHa U
UMEET COOTBETCTBYIONINI 00beM;

noryckaer 1-2 JiekCHuecKue, rpaMMaTHIeCKUe WA CTHIIMCTHYSCKHC
OIITMOKH, KOTOPBICHE BIUSIOT Ha COZCPKAHKME BHICKA3bIBAHHS;

00bEM BBICKA3bIBAHUSI TTOJTHOCTHIO COOTBETCTBYET TPEOOBAHUSIM.

«Xopo1o»
17-13

OO6yuaromuiics:

JIOCTATOYHO TIOJTHO M apryMEHTHPOBAHO PACKPBIBACT COJCPIKAHKE
TEMBbI BHICKa3bIBAHUSI;

u3jaracT Marepuaa CBS3HO U CJIWTHO, C HCIIOJb30BaHUEM
COOTBETCTBYIOIIIMX JICKCUKO- I'PAMMATHUECKUX M (POHETHYCCKHX
CPEJICTB, JOIMyCKasi HeOOJbIIME HETOYHOCTH, KOTOPBICHE BIIMSAIOT Ha
COJIp)KaHUE BBICKA3bIBaHHS, HE MEIIAIOT €ro IPaBHUILHOMY
BOCIPUATHIO;

MMChMEHHOE BBICKA3bIBAHUE MMEET BCTYIUICHHE, OCHOBHYIO YacTh W
3aKTIOYEHHE, KakIas YacTh M3 KOTOPHIX B IIEJOM JIOTHYECKH
OIpaBJiaHa JIOTHUECKHU OITPaB/IaHa U UMEETCOOTBETCTBYIOIINN 00BEM;
JOITyCKacT 3'5 JICKCUYCCKUX, T'PaMMATHYCCKNUX WJIM CTUIIMCTUYCCKUX
OIIMOOK;

00BEM BBICKA3BbIBAHUSA B OCHOBHOM COOTBETCTBYCT Tpe6OBaHI/I$IM.

«Y TOBJIETBOPUTEIHHO
12-10

OOyJarommiics:

HETIOJTHO PacKPBIBAET COMIEPIKAHUE TEMbI BBICKA3bIBAHMS

u3J1araeT MaTeprait HeIOCTATOYHO CBSI3HO U TIOCIIEIOBATEILHO, 3HAHUS
TEPMHUHOJIOTHHM HE JIOCTATOYHBI JIUISI PACKPBITHS TEMBI, a TaKXkKe
o0yyaeMOMy HE XBaTaeT JIEKCHUECKHX, TIpPaMMAaTHYeCKUX U
CTHJIMCTHUYECKHX CPEJCTB JUIL  OCYIIECTBIICHHS TOJTHOIICHHOTO
BBICKA3BIBAHHUS;

MMUCBMEHHOE BBICKA3bIBAaHWE UMEET BCTYIUICHHE, OCHOBHYIO YacTh U
3aKJIFOUeHHe, OJJTHAKO OJJHA W3 YacTel CIUIIKOM KpaTKas/JUTMHHAs, He
CBS3aHA C OCTAIGHBIMH YACTSIMH, HE COOTBETCTBYET CBOEMY




Ha3HAYCHHUIO;

nomyckaer Oomee  6-9  JeKCHMUECKHMX, TIpaMMAaTUYECKHX WU
(hOHETHUYECKUX OIITNOOK;

00bEM BBICKA3bIBAaHUSI HE COOTBETCTBYET TpeOOBaHMSM (TIPEBBILIACT
YCTaHOBJICHHBIHOObEM MJIM, HA0OOPOT, HMEET MEHBIIINN 00BEM).

«HeynosnerBoputensho | OGyvaromuiics:

» HE PACKpPBIBAET COJIepKaHHNEe TEMBI BRICKA3bIBAHUS;
9-0 W3JaraeT MaTepuanl HECBSI3HO U HEMOCJENOBATENbHO, HE BIAJEET
COOTBETCTBYIOILICH  TEPMUHOJIOTHMEH, a  TakkKe  JOCTATOUHBIMHU

JIEKCUYECKUMU, I'PaMMATHYECKUMHU U CTUINCTUYCCKUMU CPEACTBAMU I
OCYHICCTBJICHU S BBICKAa3bIBaAHUA,

HE TIPUJICPKUBACTCS CTPYKTYPBI MMCHbMEHHOTO BBHICKA3bIBAHUS;
normyckaer Oomee 10  JeKCHMYECKHX, TpaMMAaTHYECKUX — HJIH
CTHJIMCTUYECKUX OIIHOOK;

00BEM BBICKA3bIBAHHSI HE COOTBETCTBYET TpeOOBaHUSAM (TIPEBBIIIACT
YCTaHOBJICHHBIHOOHEM WJIH, HA000POT, UMEET MEHBIIHI 00BEM).

Kpumepuu oyenku o1 mecmogulx 3a0anuii.
ITo uToram BBINOJIHEHUS TECTOBBIX 33JaHUS OLIEHKA ITPOU3BOAUTCS
0 NMATUOAITLHOM IIKaJIe B CIEAYIONIEM MOPSIKE:

Juamnazon 6anios Omnwucanue KpuTepus

10-9 «otmuaHo» - 90-100% npaBUIIBHBIX OTBETOB;

8-7 «xopoto» - 75-89% npaBUIbHBIX OTBETOB;

6-5 «YIOBIETBOPUTEIBHO» - 60-74% TpaBUIBHBIX OTBETOB;

4-3 «HEYJOBICTBOPUTEIBHO» - 59-35% u MeHbIe NpaBUIBHBIX
OTBETOB.

2-0 «HEYIOBICTBOPUTEIIEHO» - 34 % ©W MEHbIIE MPaBUIBHBIX
OTBETOB.

Kpumepuu oyenxu onsi P3 — pasHoyposHesbix 3a0aHuil (CUmyayuoHHoe
3a0anue), scce (00K1a0, coobujeHue, OUCKYCcusl).
I[To wTOraM BBINOJHEHUS Pa3HOYPOBHEBBIX 3aJaHHI  OlCHKA
IPOU3BOJMUTCS I10 MATHOAUILHOM IIKAJIC B CIICTYIONIEM TOPSJIKE:

Jnana3oH 6a,1710B Onucanne KpuTepus
«OTnYHO» OO0yyaromuiics:
10-9 -CIocoOeH ~ BecTH  Oecelmy 1O TIPEIUIOKEHHOW — TEMaTHKE
(mranormyeckoe 1 MOHOJIOTMYECKOE BBICKA3bIBaHHS) B HOPMATBHOM
TEMIIE;

- JIEMOHCTpPUPYET IIUPOKHHA CIOBapHBIN 3amac, 3(peKTUBHBIMA
BBIOOp W WCIOJIb30BAaHWE CJIOBA / WAWOMBI, BiajeHne (popmon
CIIOBa, COOTBETCTBYIOLUN PETHCTP; UCIOIB3YEeT CIOXKHBIC
rpaMMaTHYeCKHe KOHCTPYKIIHH;

-5GPEeKTUBHO B3aUMOACHCTBYET C OK3aMEHATOPOM  W/WMIU
MapTHEPOM;

-J1aeT TOYHBIC UCUEPIBIBAIOIINE OTBETHI HA BCE BOMPOCHI;

-yYMeJIO CIPABIISAETCS C HEMPEACKa3yeMbIMU CUTYAITUIMU;

- IPOSIBJISIET MHUITUATHBY; 0OOCHOBBIBAET CBOIO MBICIIb;

- OCYIIECTBIISICT CBSI3HBIC MOHOJIOTMYECKHIE BRICKA3BbIBAHUS,

- pacKpblBaeT TEMYy TMOJHOCTRIO M HaJIekKalMM o0pa3om,




MIPUBOIMT IPUMEPHI U (HaKTHI;
-mo0oe KolleOaHWe B PEYHM CBSI3aHO C COJCpPIKAHUEM, a HE C
ITOMCKOM CJIOB HJIM T'PAMMATHKH.

«Xopouio»
8-7

OOy4arommuics:

- cmocobeH Bect Oecemy IO MPEUIOKEHHOH — TEMaTHKe
(manmornyeckoe WM~ MOHOJIOTMYECKOE  BBICKAa3bIBaHWE) B
HOPMAaJIbHOM TEMIIE;

- MMEeT JOCTAaTOYHBIA JMamna3oH CJIOBApPHOTO 3amaca, JeNaeT
HECYIIECTBEHHBIC OIIMOKU B BBIOOpE (HDOPMBI CIOBA/UIMOMBI,
UMeeT HEe3HAYHTeJbHbIE TPOOIEeMbl B BHIOOpE CIIOXKHBIX
KOHCTPYKIIMH, JIeJaeT HECKOJIBKO OIMMOOK B BHIOOpPE BPEMEHH,
qrcia, MOpsAKa CIoB / (YHKUIWH, apTHKIEH, MECTOMMEHH,
MPEUIOTOB, JOMyCKaeT HEOOJNBIIOE KOJUYECTBO OMMOOK B
opdorpaduu, MyHKTyaIlH, KaUTaIn3aIuu;

-B OCHOBHOM BBICKa3bIBAHHE OTBECUACT 33/IaHHUIO;

-o0yJarolyiicss MOHMMAEeT S3K3aMEeHaTopa W IapTHEpa W JaeT
MIPAaBUJIbHBIE OTBETHI Ha OOJILIITMHCTBO BOTIPOCOB;

-B I[EJIOM YMEET CHPABIISTHCS C HETIPEICKA3yeMbIMH CUTYaIHsIMU;
- JaeT PacIpOCTPAHCHHBIC OTBETHI U TPOSIBIISICT HHUIIUATHBY;

- POSIBJISICT MUHUMAJIbHBIE KOJICOAHVSI B PEYH.

((Y,Z[OBJ'IGTBOpI/ITeJ'IBHO»
6-5

OO0yuaromuiics:

-IIOHUMAeT 53K3aMEHaTopa M NapTHEpa U JaeT IpaBUIIbHbIC
OTBETHI;

-BBIIIOJIHAET MPOCTHIE 3aJ1a4M, HO MCIBITHIBAET 3aTPYyIHEHUS C
Oosiee CIOXKHBIMM 33/1a4aMU, HEAOCTATOYHO IIMPOKO Pa3BUBAET
CBOIO MBICIIb;

-[I0Ka3bIBa€T OrPAHMYEHHBIM JMAaNa3oH CIOBAPHOIO 3amaca,
JieJlaeT YacTble OLIMOKM B BBIOOpPE (OpMBI ciioBa / UAMOMBI,
UCIOJb30BAHNY, 3HAUYEHUAX, HMEET CEpbe3Hble MpPOOJIEMBbI C
MIPOCTBIMH / CIIO)KHBIMHA KOHCTPYKIUSIMH,

-IPOSABISICT 4YacThle KojeOaHMs, NPOU3HOIIEHUE 3aTPyAHSET
oO1eHue;

- TEMII Pe4M 3aMEJIEH.

«HeynoBneTBopUTEIBHO»
4-0

OO6yuaromuiicst:

-He CII0COOEH BBICKA3bIBATHCS B YCTHOM (hopMe;

- HE MOXET pAaCKpBITh COIEp)KaHUE 33/JaHus, HE TOHUMAeT
co0eceTHIKa,;

- MEeT OTpaHWYEHHBIH HMara3oH CIIOBApHOTO 3araca, JelnaeT
yacTele OIIMOKM B BblOOpe (¢opMbl cilOBa / HIUOMBI,
WCTIOJIb30BaHNH, MPAKTUYECKH HE TOKA3bIBaCT 3HAHUS TPABHUII
MIOCTPOEHHS MPEJUI0KESHUH.

Kpumepuu oyenku 015 konmponvHou pabomel:

Ilo wurToram

BBITIOJIHEHUSI ~ KOHTPOJIbHOW  PabOThI  OIleHKa

IIPOU3BOAUTCA I10 I[B3,Z[H3TH63J'IHBHOI>1 IKaJIC B CJICAYIOHICM ITOPAIOKE:

Jnana3on 6a/10B

Omucanne kpurepus

«OTInYHO»
20-17

OO6yuaromuiics:
-cr0CO0CH BBICKA3aThCsl MUCHMEHHO IO MPEIOKEHHON TeMaTHKe




(mrasmornyeckoe 1 MOHOJIOTHUECKOE BHICKA3bIBAHNSA);

- JeMOHCTPHUPYET IIMPOKUN CIOBApHBIN 3amac, 3()(eKTuBHBINA
BBIOOp W HMCIIOJIb30BAHUE CJIOBA / WIWOMBI, BlajgeHue (HopMoi
CJIOBa, COOTBETCTBYIOIIMM PETUCTP; HCIOJIB3YET CIIOKHBIC
IrpaMMaTHYE€CKUE KOHCTPYKITUH;

-J1a€T TOYHbIC UCUYEPITBIBAIOIINE OTBETHI HA BCE BOIPOCHI;

- 000CHOBBIBAET CBOIO MBICJIb;

- OCYIIECTBIISIET CBSI3HBIE MOHOJIOTMUYECKUE BBICKA3bIBAHUS;

- pacKpblBaeT TEMY IOJHOCTBIO M HaJICKAIIMM 00pa3oM,
MIPUBOJIUT MPUMEPHI U (DAKTHI;

- rpaMMaTUYECKUE KOHCTPYKIIMHA PAa3HOOOpa3HbI, OIMMOKH PEIKH
U HE 3aTPYyAHSIOT TOHUMaHUE.

- B TecTOBBIX 3ananusax nomyckaercsa 90-100% mnpaBUIbHBIX
OTBCTOB;

«XO0poLIo»
16-14

OOyuaromuiics:

- CIOCOOCH BBICKA3aThCsl MUCHMEHHO TI0 TPEIOKEHHOM TEMAaTHKE
(mrasornyecKoe 1/JIm MOHOJIOTHYECKOE BbICKA3bIBAHUC);

- UMEeT JIOCTAaTOYHBIN JMANa30H CJIIOBAPHOIO 3araca, JeliacT
HECYIIIECTBEHHBIE OIIMOKUA B BBIOOpPE (OPMBI CIOBA/MINOMBI,
UMEET HE3HAUUTEIbHBIE TPOOJIEMBI B BBIOOPE CIIOXKHBIX
KOHCTPYKLHUH, JIeTaeT HECKOJIbKO OMIMOOK B BHIOOpPE BPEMEHH,
qucia, MOpAaKa ciaoB / (pyHKIUH, apTHKIEH, MECTOMMEHHIA,
MPeJIOroB, JOMycKaeT HeOONbIIoe KOIMYECTBO OIIMOOK B
opdorpaduun, IyHKTyaIuH, KalluTaIu3alNH;

-B OCHOBHOM BBICKa3bIBaHHME OTBEYAET 3aJaHUIO;

- MPUCYTCTBYIOT TOBTOPSIONIMECS TPAaMMATHYCCKHE OINUOKH,
KOTOpBIEC HE MEIIAI0T 001eMy TOHUMAHHUIO.

B TECTOBBIX 3aJIaHUSIX JIOMyCKaeTcst 75-89% mpaBUIIbHBIX OTBETOB,;

«Y 1OBJIETBOPUTEIBLHO»
13-10

OO6yuaromuiics:

- CIIOBapHBINA 3amac OrpaHHYeH, HO JIOCTAaTOYEH IS Tepeaadu
OCHOBHOI'O CMEBICIIA.

-BBITIOJHSET MPOCTHIE 3aJla4l, HO HCIBITHIBACT 3aTPYIHEHUS C
Oosee CIOXHBIMU 3a7]auaMi, HEIOCTATOYHO IIMPOKO Pa3BUBAET
CBOIO MBICIIb;

-MOKa3bIBa€T OrPAHMYEHHBIA JMAMa30H CJIOBAapHOIrO 3araca,
JieJlaeT 4YacThle OMMOKU B BbIOOpe (OpPMBI €IOBA / MAMOMBI,
WCIIONIb30BAaHUH, 3HAYCHUSX, MMEET Cephe3Hble MPOOJIEeMBbI C
MIPOCTHIMU / CJIO’KHBIMU KOHCTPYKITUSIMH,

- MHOTO TpaMMaTHYeCKUX OIIMOOK, KOTOpbIE 3HAUYUTEIBHO
3aTPyAHSIOT TOHUMaHUE.

- B TECTOBBIX 3aJaHusX nomyckaercs - 60-74% mnpaBUIIbHBIX
OTBETOB;

«HeynoBneTBOpUTEIHHOY
9-0

OO0yuaromuiics:

-HE CMOCOOEH BhICKA3bIBATHCS B MMCbMEHHOMN (popMme;

- HE MOXET PacKpbIThb COAEPKAHUE 33/laHHs, HE ITOHUMAeT
co0eceqHIKa;

- UMEEeT OrPaHMYEHHBIN Mana3oH CIOBApHOIO 3amaca, AEJIaeT
yacTble OWMOKM B BbIOOpe (opmbl ciioBa / UAMOMBI,
WCIIOJIb30BaHUH, MPAKTHUYECKNU HE MOKA3bIBACT 3HAHUS IPABUI
ITOCTPOEHUS MPEUIOKEHUN.

- B TECTOBBIX 3a1aHusAX MeHee 50% npaBUIbHBIX OTBETOB.




SohkowdPE

8.
9. What are the key elements of a presentation on a foreign economic activity plan (PC-

5.2. TumnoBble OLEHOYHBbICE MAaTE€pUaibl [JIsi TEKYUIEro KOHTPOJIs
yCIIeBaEMOCTH 00YyYaroIIUXCcs (BHE KOHTPOJIBHBIX TOYECK):

Bompocs! Juig YCTHOTO ompoca:

Tema 1. I[e.HOBbIe MEPEroBophbl. Opraﬂnzaunﬂ H IIPOBEACHHUEC N€JI0BLIX
neperosopos. [Ipe3enranun

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?

4.2)?

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

B

©ooN O

organisation's target indicators?

Tema 2. Me:xknyHapoaHble KOHTPAKThl. OCHOBHbIE IPUHIUIBI U Pa3/ieibl
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).

OTBETHI 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).

Kpumepuu oyenku ons ycmnozo onpoca:
ITo uToram BBIIOJIHEHUSI YCTHOTO OIPOCA OLIEHKA TPOU3BOAUTCS
0 JIecITHOATUTHHOM ITKAJIe B CICAYIONIEM MOPSIIKE:



Jnama3on 6amioB

Onucanue kputepus

«OTINYHOY
20-18

OO0yuaromuiics:

MOJHO W  ApPryMEHTHPOBAHO PACKPHIBACT  COJCPIKAHUE TEMBI
BBICKA3bIBAHUS,

U3JIaracT MaTepuall CBS3HO M CIUTHO, C HCIOJIB30BAaHUEM
COOTBETCTBYIOIIUX JIEKCUKO-TPAMMATHUYECKUX U  (DOHETHUECKHUX
CPE/ICTB;

MUCEMEHHOE BBICKA3bIBAHHE MIMEET BCTYIUICHHE, OCHOBHYIO 4acTh U
3aKITI0YCHHE, KXK/Iasl YaCTh U3 KOTOPBIX JIOTHYECKH OIPaB/IaHa M UMEET
COOTBETCTBYIOIIUI 00BEM;

Joryckaer 1-2 nekcuvecKkue, rpaMMaTHYeCKHe WM CTUIIMCTHYECKUE
OIMOKH, KOTOPBICHE BIUSIOT HA COACPKAHKIE BHICKA3bIBAHMUS;

00BbEM BBICKa3bIBAHHSI ITOJTHOCTHIO COOTBETCTBYET TPEOOBAHUSIM.

«Xopo1o»
17-13

OOyuarommiics:

JOCTaTOYHO TMOJHO U apryMEHTHPOBAHO DPACKPHIBAET COJIEpIKaHHE
TEMBI BHICKA3bIBAHNS;

u3NaraeT Marepual CBSI3HO U CIMTHO, C  HCIIOJIb30BaHHEM
COOTBETCTBYIOIIUX JICKCHKO- TPAMMATUYECKHUX U  (DOHETHISCKUX
CpE/CTB, JOMycKas HEeOOJbIINEe HETOYHOCTH, KOTOPhICHE BIHUSIOT Ha
COZICp’)KaHWE BBICKA3bIBAHUS, HE MEIIAIOT €ro  IMPaBHIBHOMY
BOCIIPUSTHIO;

MMUCEMEHHOE BBICKA3bIBAHME MIMEET BCTYIUICHHE, OCHOBHYIO 4YacTh U
3aKIIOUeHHMe, KaK[as YacTb M3 KOTOPbIX B LIEJIOM JIOTUYECKU
OIpaB/aHa JIOTHYCCKU OTPaBIaHa U UMEETCOOTBETCTBYIOIIHIA 00BEM;
JOMycKaeT 3-5 JeKCHYECKUX, TPaMMaTHYECKUX WU CTHIIMCTUYECKUX
OIINOOK;

00bEM BBICKa3bIBaHHsI B OCHOBHOM COOTBETCTBYET TPEOOBAHUSIM.

«Y 1OBIETBOPUTEIHHO
12-10

OOy4aromuiics:

HETIOJIHO PacKpBIBAET COJAEP KAHUE TEMbI BBICKA3bIBAHMS,;

u3JaraeT Marepuai HeJIOCTaTOYHO CBSI3HO U MOCIIEI0BATENBHO, 3HAHUS
TEPMHUHOJIOTUM HE JOCTATOYHBI JUISl PACKPBITHSI TEMBI, a TaKXKe
o0yyaeMOMy HE€ XBaraeT JIEKCHUYECKUX, TIpPaMMAaTHYECKUX U
CTHJIMCTMYECKUX CPEACTB JUI1 OCYILECTBIECHHS IOJHOLIEHHOTO
BbICKA3bIBAHUS;

IIMCbMEHHOE BBICKAa3bIBAaHHE MMEET BCTYIUIEHHE, OCHOBHYIO 4acTh U
3aKJII0YEHHE, OJIHAKO OJIHA U3 YacTeW CIMILIKOM KpaTKas/JAJIMHHasl, He
CBSI3aHA C OCTAJbHBIMM YacTSMH, HE COOTBETCTBYET CBOEMY
Ha3HAYEHUIO;

jnomyckaer Oomee  6-9  JeKCHMUECKHMX, TpPaMMATHUECKUX WU
(hOHETHYECKHX OIHOOK;

00bEM BBICKa3bIBAHUS HE COOTBETCTBYET TPeOOBaHMSAM (TIPEBBILIAET
YCTaHOBJIEHHBIIOOBEM MIJIH, HA000POT, UMEET MEHBUINI 00BEM).

«HeynosnerBoputensHO
»
9-0

OO0yuaromuiics:

HE PACKPBIBACT COACPIKAHUE TEMbI BICKA3bIBAHM A,

H3J1ara€T MaTepral HECBA3HO W HCIOCJICIOBATCIbHO, HEC BJIAACCT
COOTBCTCTBYIOH_Ieﬁ TepMHHOHOFHCfI, a TaK¥KEC JA0CTAaTOYHBIMU
JICKCUYCCKUMU, T'paMMaTHICCKUMU U CTUIMCTUYCCKUMU CPEACTBAMU I
OCYHICCTBJICHU A BbICKA3bIBAHUA

HE MPUAEPKUBACTCS CTPYKTYPbI IMCbMEHHOTO BBICKA3bIBAHHS;
nonyckaer  Oomee 10  jekcHYecKMX, TpaMMATHYECKUX WU




CTHJIMCTUYECKUX OIIHOOK;
00bEM BBICKA3bIBAHUSI HE COOTBETCTBYET TPEOOBAHUSM (IIPEBBIIIACT
YCTaHOBJICHHBIHOObEM WJIM, HA0OOPOT, HMEET MEHBIIINN 00BEM).

TecTOoBBIE 3aJaHUuA:

Tema 1. JlenoBbie neperopopbl. Opranusanusi u nposeaenne. Illpesentannu.
IK-1.3 IIK-3.8; [IK-4.2

Tecmoesoe 3adanue:

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:xxknynapoaHble KOHTPaKTbl. OcHOBHBbIE NpuHIUNBI U pa3aeinl (HE
matematnuecknii). I1K-1.3 I1K-3.8; I1K-4.2

Read the text and choose the one correct answer (A, 5, 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

OrtBer:
b

Kpumepuu oyenxu 011 mecmogulx 3a0anuii.
[To uToram BBINIOJHEHUS TECTOBBIX 3aJaHUS OIEHKA MPOU3BOIUTCSA IO
NATHOAIBHOM IIKaJIEe B CJIEIYIONIEM OPSIKE:

Junanazon 6anos Omnucanue KpuTepus

10-9 «oTimuHOo» - 90-100% npaBUIBHBIX OTBETOB;

8-7 «xopoIo» - 75-89% npaBUIBHBIX OTBETOB;

6-5 «yIOBIETBOPUTENBbHO» - 60-74% MpaBUIBHBIX OTBETOB;

4-3 «HEYAOBIETBOPUTEIBHO» - 59-35% W MCEHbIE NPaBUIHHBIX
OTBETOB.

2-0 «HEYJIOBJIETBOPUTENBbHO» - 34 % U MEHbIIE NPABUIHHBIX
OTBETOB.

Tembl a5 TUCKycCHH / 3cce (TOKIa/, COOOIEeHHeE):

Tema 1. /le1oBbIe eperoBopbl. Opranu3anus U NpoBeeHUe J1eJ0BbIX
neperoBopoB. IIpe3zentamum. 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?
(ITK-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. Me:xxkayHapoanble KOHTPaKTbl. OcHOBHbIE NPUHIMIIBI U pa3aenabl TTK-
1.3 TIIK-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)? (I1K-1.3, I1K-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? (ITK-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. (I1K-3.8)

Kpumepuu oyenxku ons P3 — pasHoyposHesvix 3adanuti (cumyayuouHoe
3a0anue), acce (00K1a0, coobujeHue, OUCKYCccusi):
[To uToraM BHIMIOTHEHUS PAa3HOYPOBHEBBIX 33/ TaHHH OIICHKA IMTPOU3BOIUTCS T10
MATHOAIUTBEHOM TIKaJe B CIICTYIOIIEM TIOPSIKE:

Jnana3on 6a/u10B

Onucanne Kkputepus

«OTInyHO»
10-9

OOyJaromuiics:

-crioco0eH BecTu Oecey Mo MpeIoKeHHON TEMATHKE (JIMaIOrMYeCcKOoe
Y MOHOJIOTMYECKOE BHICKA3bIBAHUS ) B HOPMAIBHOM TEMIIE;

- JICMOHCTpPUpPYET IIMPOKUU CIOBapHBIA 3amac, 3(h(EeKTHBHBINA
BBIOOpD M HCIIOJIb30BaHME CIIOBa / HAWOMBI, BiajeHue (HopMoit
CJIOBa, COOTBETCTBYIOIIUW PETUCTP; HCIOJIB3YET CIIOKHBIE
rpaMMaTH4eCKHe KOHCTPYKIIHH;

-3pQEKTUBHO  B3aMMOJACHCTBYET C  9K3aMEHATOPOM  W/WIIA
MapTHEPOM;

-JIaeT TOYHBIC MCUEPITHIBAIOININE OTBETHI HA BCE BOTIPOCHI;

-yMEJO CHpaBIseTCs C HEMPEACKa3yeMbIMU CUTYAIUSIMU;

- IPOSIBJIICT UHUITUATHBY; 00OCHOBBIBAET CBOIO MBICIIb;

- OCYUIECTBIISET CBA3HBIE MOHOJIOTMUECKHUE BHICKA3BIBAHUS;

- pacCKpBIBACT TEMY ITOJIHOCTHIO U HAJICKAIIUM 00pa3oM, TPUBOIUT
pUMepHI U (HaKThI;

-11000¢e Kosie0aHne B PeUH CBA3AHO C COICPIKAHUEM, a HE C TIOMCKOM
CJIOB WJIM TPAMMATHUKH.

«Xopouio»
8-7

OO0yuatomuiicst:

- cII0co0eH BecTH Oecety Mo NPEAIoKEHHON TeMaTHKe (IMaIorHYecKoe
1/JI1 MOHOJIOTHYECKOE BBICKA3bIBAHUE) B HOPMAJILHOM TEMIIE;

- MMEeT JOCTAaTOYHBI JAMaNa30H CJIOBApHOrO 3amaca, JAENacT
HECYIIIECTBEHHbIE OIIMOKH B BBIOOPE (hOPMBI CII0BA/UIUOMBI, UMEET
HE3HAUUTeNIbHbIe NPOOJEeMbl B BBHIOOPE CIIOKHBIX KOHCTPYKLU,
JIelaeT HECKOJIbKO OIIMOOK B BhIOOpE BpEMEHM, YUCIa, MOpsAIKa
cJI0B / (PyHKLMU, apTUKIEH, MECTOMMEHHUH, IPEIOTOB, 1OMYCKaeT
HeOOJIbII0e KOJUYECTBO OLIMOOK B opdorpaduu, MyHKTyaluH,
KaluTaIn3aluy;

-B OCHOBHOM BBICKa3bIBaHHE OTBEYAET 33/1aHUIO;

-00yyaroImuiicss MOHMMAaeT »HK3aMeHaTopa M TMapTHepa M Jaer
MIPaBUJIbHbBIE OTBETHI HA OOJIBIIMHCTBO BOIIPOCOB;

-B LIEJIOM YMEET CIIPABJIAITHCS C HENPEICKAa3yEMbIMH CUTYyalUsIMU;

- TaeT pacHpOCTpaHEHHbIE OTBETHI U MPOSIBIISIET HHULIUATHUBY;

- IPOSIBJIsIET MUHUMAJIbHbIE KOJIEOaHHs B PEUH.

«Y IOBJIETBOPUTEIILHO»
6-5

OOyJarommiics:

-[IOHUMAET dK3aMEeHaTOpa U NapTHEpa U JAeT NPaBUIIbHBIE OTBETHI;
-BBIMIOJIHAET NPOCThIE 3aJjaud, HO HUCIBITBHIBAET 3aTPyJHEHUS C
Oosiee CIOXKHBIMU 33J]a4yaMM, HEIOCTaTOYHO HIMPOKO DPa3BHBAET
CBOIO MBICJIb;

-[I0Ka3bIBAE€T OTPAHUUEHHBIN JUaNa30H CJI0BAPHOIO 3amaca, AeJaeT
yacThle omuOKHM B BbIOOpe ¢GopMbl ciaoBa / HIAUOMBIL,




WCIIOJIb30BAaHNH, 3HAYCHUSIX, HMEET CEpPhE3HbIC MPOOJIEMBI C
HpOCTBIMI/I / CJIOKHBIMH KOHCprKI_II/ISIMI/I,

-MPOSIBJISICT YacThle KOJICOAHMs, IPOU3HOIICHHUE 3aTPYIHSICT
oOlleHHe;

- TEMIT PEYM 3aMEJIJICH.

«HeynoBneTBOpUTEILHO»
4-0

OO0yuaromuiics:

-HE CIIOCOOCH BBICKA3bIBATHCS B YCTHOH (hopMe;

- HE MOXET pAaCKpBITh CONIEpKaHWE 3aJaHusi, HE TOHMMAeT
cobeceIHIKa;

- WMEeT OTrPaHWYCHHBIN [Mama3oH CIOBAPHOTO 3amaca, JeNacT
gacTele OMMOKH B BbIOOpe (GoOpMBI CioBa / HJIUOMBI,
UCIIOJIb30BAHUH, MPAKTUYCCKH HE TMOKA3bIBACT 3HAHUS TIPABUI
MIOCTPOCHHS ITPEUIOKECHUH.

5.3 Texkymmii KOHTPOJb YCIEBAEMOCTH II0 ITUCIUIUIMHE MpeaycMarpuBaer 1
KOHTpoJibHas pabora (nanee — KP) B TeueHune neproaa 0CBOCHUS JUCITUTIIINHBI.
MakcumanbHOE KOJMYECTBO OamioB 3a Jo0oi Tum pador B pamkax KP
cocraisiet 20 (nBaaaTh) O6AIIOB.
Pacnipenenennie BecoBbix kodddummentoB mo KP B pamkax Tekyiero
KOHTPOJIsl YCIEBAEMOCTH MO JUCHUIUIMHE M POPMYJIbI pacuera:

HaunmenoBanue MakcumanbHoe KoadurmenT Beca Pesynbrar
KOHTPOJBHOTO | KOJIMYECTBO OAJUIOB 32 | KOHTPOJBHOTO 3a/1aHus KOHTPOJIBHOTO
3aJaHHs paboty B pamkax K3, 3aaHus,
KOTOpPO€ MOKET Y4acTBYIOIIUMI B
HaOpaTh CTYJECHT ¢dbopmMupoBaHUU
UTOTOBOW OaJlIbHOM
OLIEHKH TIO
TUCIUTUTAHE
(oTpakaetcs B
xypHane bPC B CJ10)
KP1 20 0,2 20
Hroro: 20 0,2 20

dopMmyia pacyeTa pe3ysiabTaTa KOHTPOJIbHOU PabOThI:

Pesynbrar koHTpOJIbHOM paboThl = KommyecTBO 6aI0B 32 paboTy B paMKax

KP x KoapunueHT Beca KOHTPOIbHON pabOTHI.

5.2 ®opMbI TEKYIIETO0 KOHTPOJISI yCIIeBaeMOCTH o0yJaromuxcsi B pamkax KP

N TUITIOBBIC OICHOYHBIC MaTCPHAJIbI:

KT-1.

Temul Quckyccuil, scce (00Kaao, cooduerue)




Tema 1. [lesioBble neperoBopbl. Opranusanus u nposeaenue. Ilpesenranuu.
IIK-2.6; TIK-2.8; IIK-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. MexxnyHapoanbie KOHTpPakTbl. OCHOBHbIe NPpUHUIMIIBI U pa3aenbl. ITK-
2.6; IIK-2.8; IK-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.
OtBetnl o 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.

OTBETEHI 11O 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 CCI) 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?

TecToBEIE 3a1aHMs

Choose the correct answer:

Tema 1. [lenoBsie neperoBopsl. Opranuzaiius u nposenenue. [Ipesenranuu.
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

¢) Opening — Preparation — Bargaining — Follow-up — Closing

d) Closing — Bargaining — Opening — Preparation — Follow-up
[IpaBuIBHBIN OTBET: D

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

[IpaBusbHBIN 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

[TpaBuIbHBIH OTBET: 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

[IpaBubHBIN OTBET: a

Tema 2. MexayHapoiHble KOHTpakTbl. OCHOBHBIC PUHIIMIIBI U pa3iedbl (3a7aHus
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

[IpaBUiIBbHBIN 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

c) Jurisdiction clause

d) Payment terms clause

/IlpaBuibHbli 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

[TpaBuIBLHBIN OTBET: b

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

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

d) To cancel the contract at any time

[IpaBusbHBIN 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

[IpaBunbHBIN OTBET: b

5.5. Ilpu BBINIOJMHEHHM NPOBEPOUYHBIX U KOHTPOJIBHBIX 3aJaHUU
oOydaromuMcsl  pa3pelacTcsl HCIONIb30BaTh  CIEAYIOLUIUE JIONOJHUTEIbHBIE
MaTepHuaibl 1 000pyAOBaHUE — B 3aBUCUMOCTH OT THUIIA 3aJaHusl:



1. IlucbmeHHble pabOTHl (COUMHEHHMS, 3CCE, TMEPEBOAbI, 3arOJHEHUE
MIPOMYCKOB): JBYSI3bIYHBIN CJOBaph (OyMaXXHbIM WM DJICKTPOHHBIA) — IS
YTOYHEHUS 3HAYEHMM HE3HAKOMBIX CJIOB U 1MoA0Opa  9KBUBAJICHTOB;
Te3aypyc/clIoBapb CHHOHUMOB (T10 HEOOXOIUMOCTH ) — JIJIs1 00O0TaleHUsl JICKCUKH
U n30eraHusi HOBTOPOB.

2. 3agaHus HAa YTEHHE M aHAIM3 TEKCTa: D3JCKTPOHHBIM CIIOBaph WU
MPWIOKEHNE ~TIepEeBOAUMK (MIpH  paboTe ¢ MHUQPPOBBIM TEKCTOM) — IS
MTHOBEHHOTO TOMCKa 3HadeHui. Hcnonb3oBaHue OHJIAH - IEPEBOIYUKOB
MMOJTHOCTHIO WJTU TIOCTPOYHO MPHU BHITIOJHEHUU MUCHMEHHBIX TBOPYECKHUX pPadoT
(3cce, COUMHEHMS) HE pa3pelIacTcs — JIOMYyCKAETCS TOJIBKO MOUCK OTAEIbHBIX
CJIOB U BBIPXKECHHM.

6. @opMBbI IPOMEKYTOUYHOM ATTECTAIUN, KPUTEPHHU U HIKAJIA
OLICHUBAHUS, TUIIOBbIC OLICHOYHbIC MATEPHAJIBI 10 JUCHUILIMHE

6.1. [IpomexxyTouHas arrecTalysi NpOBOIUTCS B (opMme 3auera/zayera C
oueHkod. IIpomexxyTouHast arrectanus (3ayeT, 3a4eT C OLICHKOW) MOXKET
IIPOBOJUTHCA B IBYX OCHOBHBIX (pOpMax — MUCbMEHHOM U ycTHOW. OOyyaromuics
NOJIy4aeT 3a4€THBIN OMJIET ¢ BapuaHTaMU 3a1aHH, YHUCThIE MAPKUPOBAHHBIE JTUCTHI
OyMaru i 3aluceil peleHus 3alaHuid, 3aTeM MPUCTYTHAeT K PEIIECHUIO.

[IpomexxyTouHast arrecTanus B TUMCbMEHHOW (QopMme mpeanonaraer eé
IIPOBEJCHUE B BHUJC BBINOJHEHWS B BHJE TECTOBBIX 3aJaHUW, IIEPEBOJA.
Heobxoaumo aaTh OTBET B MUCBbMEHHOM BHJIE, OJAPOOHO U3JIOKUB XOJI PEIICHUS,
IpU HEOOXOIUMOCTH 3aBEPIINTH PEIICHUE BBIBOJAMM.

[IpoMexyTouHas aTTecTalus B yCTHON opMe mpernosaraeT e€ npoBeieHne
B BUJIE: MHIAMBUAYAJIBHOTO WJIM IEPEKPECTHOTO YCTHOIO OIpoca II0 BOIpOCaM W3
TIepeyHs, OMpeeiieMoro padoueil mporpaMMoi JUCIUILIMHBI (IUCKyccus / dcce,
JTOKJIaJI, COOOIIEHHE).

Tema 1. [lesioBble neperoBopbl. Opranusanus u nposeaenue. Ilpesenranuu.
ITK-2.6, TIK-2.8, TIK-3.2

3aoanue 3axkpvimozo muna (coomeemcmaue)
IIpouumatime mexcm u ycmanogume coOmeemcmeue meicoy Smanom
nepe2oB8opos U e20 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—
J). 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.:

3anuwiume 8viOpanuble OYKEbL NOO COOMBEMCMBYVIOUWUMU YUDPPAMU.

1 2 3 4 5
OTtBeT:

1 2 3 4 5

il B b A I

3aoanue komoOuHuposaHHo020 muna (6b100p + obocHosanue)

Hpoqumau"me mexkcm u 6bINOJHUmMe 3a0aHUSL.

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 npasunvruiii 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. Obochytime ce0ii 8b100p.

Hanuwume 2—3 npeonooicenus (20—40 cnos) na pycckom s3vike, 00bACHAA, NOYEMY
6bl 6bl6paﬂu amom omeem. choxzbs’yﬁme cjlosa nomomy umo u maxK Kak.
Hatioume u cxonupyiime oony pazy uz mexcma, noomeepicoarouyro 8aus oOmeen.
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 omkpuimo2o muna (pazeepHymuiil 0meent)

IIpouumaiime mexcm 3a0anus u 3anuwiume pazeeépHymblil 000CHOBAHHII OMBEen.
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.

Omanon 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. Mem;:[yHap()):[HLIe KOHTPAKTHI. OcHoBHBIE IPUMHIUIBI K pa3aelibl. IIK-
2.6, ITIK-2.8, I1K-3.2

3aoanue 3axkpvimozo muna (coomeemcmaue)

Illpouumaume mexkcm u ycmanogume COOmMEEMCmMEUe Mexcoy pazoenrom
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 Pa3nen koHTpakTa Onucanue
Defines the moment when risk of loss or damage
1 Preamble A
transfers from seller to buyer
2 Subject matter 5 Specifies th_e currency, unit price, and total value of
the transaction
3 Delivery terms B Lists unforeseen events that excuse non-
(INCOTERMYS) performance (war, natural disasters, export bans)
4 Price and total amount I Describes the goo_ds: name, quantity, quality
standards, packaging, marking
. States the full names of the parties, date and place
5 Force majeure Ji| o
of signing
5 Arbitration clause E Determines where and how disputes will be
resolved

Omeem:
3anuwume 8viOpaHHble OYKELL NOO COOMBEMCMBYIOUWUMU YUppamu.:

1+ 2 [ 3 [ 4 | 5 |




OrtBer:

1 2 3
i r A

o1
w
T

30anue komouHuposanHo2o muna (6vibop + obocrosanue)

Hpoqumaﬁme mexcm u 6bINoJIHUme 3a0aHUsl.
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 npasunvhuiti 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.

Ipasunvuwiii omeem: B
3aoanue 2. Obochytime ceoli 8b100p.

Hanummre 2-3 npennoxkenus (2040 coB) Ha pyCCKOM SI3bIKE, OOBSICHSS, TTOUEMY
Bbl BbIOpaiu 3TOT OTBeT. Mcmonb3ylTe Ci0Ba MOTOMY YTO M BO-TIEPBBIX / BO-
BTOpbIX. Haiiaure u ckonupyiite oaHy ¢ppa3y U3 TEKCTa, MOATBEPKIAIOIIYIO Balll
OTBET.

Omanon 060CcHOBAHUA.

| 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 omkpouimo2o muna (pazeepHymuiil 0meent)

Ilpouumatime mexcm 3a0anus u 3anuwiume pa3eeépPHymulil 000CHOBAHHBII OMEEN.
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:

YciaoBue TpeOoBaHue OpraHu3annu

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.

DTaJIoH OTBETA K OTKPBHITOMY 33/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.

Liquidated 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.

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

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

6.3. Kputepun u mkaia oueHuBanus Ha ocHoBe bPC.

KPUTEPUN OLIEHNUBAHM A PE3VJIbTAT B
BAJUIAX

JlaH MOnHBIN, B JIOTMYECKOMW ITOCIIENI0BATEIbHOCTH Pa3BEPHYTHIN
OTBET Ha IIOCTABJIEHHBIM BONPOC, IZ€ OH MPOAEMOHCTPHUPOBAI
3HaHUS T@peaMeTa B TMOJHOM oObeMe Yy4eOHOHl mporpammsl,
JIOCTaTOYHO INTyOOKO OCMBICIHMBAET JUCIHUILIUHY, CAMOCTOSATENBHO,
U HCUEPNBIBAIOLIE OTBEYAEeT Ha JIOMOJHUTEIbHBIE BOMPOCHI,
OPUBOJAUT  COOCTBEHHBIE  MPHUMEPHI IO npobiaemMaTuke
MOCTaBJIEHHOTO BOMNpPOCa, PELIWI MpPeaJoKeHHbIE MpPaKTHYECKHe
3a7aHus 03 OMUO0K

90-100

Jlan pa3BepHyTHII OTBET Ha IIOCTaBJIEHHBIA BOIPOC, TJIe
oOyyaromuicss JeMOHCTPUPYET 3HaHMs, NpUOOpEeTeHHBIE Ha
JEKIMOHHBIX W CEMHUHAPCKHUX 3aHATHUAX, a TAKXKe I10JyYEHHBIE
MOCPEJICTBOM HM3y4YeHMsI 00s3aTeNbHbIX Y4YeOHBIX MAaTEpUaJIOB IO

75-89




KypCy, Ja€T apryMEHTHPOBAHHbIE OTBETHI, IPUBOJUT MPUMEPHI, B
OTBET€ TPUCYTCTBYET CBOOOJHOE BIIAJEHUE MOHOJIOTHYECKON
peublo, JIOTUYHOCTh M IOCIEIOBAaTENbHOCTh OTBeTa. OpHako
JIOTTYCKAeTCsl HETOYHOCTh B OTBeTe. Pemmn mOpensioKeHHbIe
MPAKTHUYECKHE 3a/IaHuUs C HEOOJbIITMMHU HETOUHOCTSIMHU.

JlaH OTBeT, CBUIETEIILCTBYIOIIMI B OCHOBHOM O 3HAHHH IPOLIECCOB
M3y4yaeMOil  JUCUUIUIMHBI,  OTJIMYAKOIIMUWCS  HEJOCTATOYHOU
ryOMHOW W TIOJIHOTOM pPACKPBITUSL TEMbI, 3HAHUEM OCHOBHBIX
BOIIPOCOB TEOpHH, clabo cHopMHpPOBAaHHBIMU HaBBIKAMHU aHaIM3a
HBHGHI/Iﬁ, IMponeccoB, HEJO0CTAaTOYHBIM YMCHUCM JaBaThb
apryMEHTHUPOBAHHBIE OTBETHI U IPUBOIUTH IPUMEPHI, HEAOCTATOYHO
CBOOOJHBIM BJIaJICHUEM MOHOJIOTHUECKON pPEedbi0, IOTUIHOCTHIO U
MOCIIE0BATEIbHOCTRIO OTBETa. J[omyckaeTcss HeCKOIbKO OMIMOOK B
COAEP)KAHUU OTBETA U PELICHUU NPAKTUYECKHUX 3aJaHUN.

60-74

JlaH oOTBeT, KOTOpBIM COAECPKUT PsA CEPbE3HBIX HETOUHOCTEH,
00HapyKMBAIOIINNM HE3HAHHE MPOILIECCOB M3y4aeMOW MpeAMETHOM
o0jacTv, OTIMYAIOLIUICS HErNIyOOKMM  pPacKpbITUEM  TEMBI,
HE3HAHHEM OCHOBHBIX BOIIPOCOB TEOPHH, HEC(HOPMHPOBAHHBIMU
HaBbIKAMM aHaJIW3a SBJIEHUM, IPOIECCOB, HEYMEHUEM [1aBaTh
apryMEHTHPOBAaHHBIC OTBETHI, CJIa0BIM BIIaJJEHHEM MOHOJIOTHIECKOM
peYbI0, OTCYTCTBUEM JIOTHYHOCTH U MOCIEA0BATENbHOCTU. BBIBOIBI
MMOBCPXHOCTHBEI. Pemenne MPAKTUYCCKUX SaI[aHI/If/'I HE BBbIIIOJIHCHO,
T.€. 00y4Jaromuiics He COCOOEH OTBETUTh HAa BOMPOCHI JaXKe MpHU
JOMOJHUTCIIbHBIX HABOAAIIMX BOIIPOCAaxX NPCHIOaAaBaTCisd.

1-59

6.4. 1lpu BBINOJHEHHH MPOBEPOUYHBIX U

KOHTPOJIbHBIX

oOyyarouMmcsi  pa3peniaeTcsi HUCIOJIb30BaTh  CJHEAYIOIINUE JOMOJHUTEIbHBIC
Marepuaibl 1 000pyJOBaHUE — B 3aBUCUMOCTH OT THUIIA 33JIaHUSA:

1. IlucbmeHHble pPabOTHI (COYMHEHUS, 3CCE, TNEPEBOJIbI, 3aAMOJHEHUE
MPOITYCKOB): JBYSA3bIUHBIN clOBapb (OyMaXHBIA WM SJIEKTPOHHBIA) — IS
YTOUYHEHUS 3HAYEHUH HE3HAKOMBIX CJIOB M  MOA0Opa JKBHBAJICHTOB;
Te3aypyc/clIoBapb CHHOHUMOB (110 HEOOXOIUMOCTH ) — JIJI 00OTaIleHUS JICKCUKHT
U n30eraHus MOBTOPOB.

2. 3ajgaHusg Ha YTEHUWE W aHAJIU3 TEKCTa: SJICKTPOHHBIM CJIOBaph WIH
MPWIOKEHUE -TIEPEeBOTUUK (TTpu  pabore ¢ 1UEGPOBBIM TEKCTOM) — JUIS
MTHOBEHHOTO TIOMCKa 3HadyeHuil. Vcmonp30BaHWE OHIIAIH -TIEPEBOJUUKOB
MOJTHOCTHIO WUJTM TIOCTPOYHO NMPHU BBITIOJHEHWN MHUCHMEHHBIX TBOPYECKHUX PadOT
(3cce, COUMHEHMS) HE pa3peliaeTcss — JIOMYCKAETCsl TOJIBKO MOMCK OTACIbHBIX
CJIOB U BBIPAKECHUM.

7. MeToauuyecKue MaTEepHAJIbI 10 OCBOCHUIO TUCIUTIMHBI
Hucuunnuna b1.B.09 busnec-kypc anrnumiickoro sizbika / English Business
Course wnampaBiaeHa Ha ¢opMupoBaHue MNpo(PecCHOHATBHBIX KOMIICTCHIIUH,
HEOOXOJMMBIX I BEICHUS JCJIOBOM KOMMYHUKAIIMU HA AQHTJIMMCKOM S3BIKE B
chepe MEKIYHAPOAHOW TOPTOBIH, IIEPETOBOPOB U KOHTPAKTHOW padOTHI.



OCHOBHBIMM ~MHAMKAaTOpaMH KommeTeHuuit sBisioTcs [IK-2.6  (BwIsBIseT,
aHaJM3UPYeT W OLICHMBAET HECOOTBETCTBUS MEXKAY NapaMeTpaMH TEKYLIEro M
Oynyiiero coctosiHuii opranuzanuu), [1K-2.8 (oneHuBaeT pucku U BO3MOKHOCTH
Ipy TpUHATUU yrhpaBieHueckux pemieHuid) u I1K-3.2 (roToBUT W mnpe3eHTyer
000CHOBaHHBIE PEKOMEHAAIIMN PYKOBOJICTBY MO pe3yJibTaTaM aHaiu3a). B pamkax
JUCHUUIUIMHBI W3y4YalOTCA JIBE€ OCHOBHbIE TeMbl: «JleloBbie MEeperoBOPHI.
Opranuzanust u nposenenue. Ilpezentanum» u «MexXIyHApOIHbIE KOHTPAKTHI.
OcCHOBHbBIE TIPUHIUIIBI U pa3naeib». [1o kaxaoi Teme nmperycMOTpPEHbI TPU TUMA
3aJIaHAM: 3aKPBITHIC (HA YCTAHOBIICHUE COOTBETCTBHUS ), KOMOMHUPOBAHHBIE (BHIOOD
MPAaBUJIBHOTO OTBETA C MHUCbMEHHBIM OOOCHOBAaHHUEM) U OTKPBIThIE (Pa3BEPHYTHIN
aHaJIM3 Kelica C BBISIBICHUEM HECOOTBETCTBHIMA, OTICHKON PUCKOB U (DOPMYIUPOBKOI
pEKOMEHaIui).

[Ipy BBINIOJIHEHUU 33JIaHHUI 3aKPBITOTO THUIIA, KOTOPBIE MPOBEPSIOT 3HAHHE
TEPMUHOJIOTUM U CTPYKTYpbl NpOo(decCHOHATBHBIX MPOIECCOB C OMOpPOM Ha
uaaukatopsl 11K-2.6 u I1K-2.8, pekomeHayeTcs nepe/l BhIIOJHEHUEM MTOBTOPUTH
OCHOBHBIC OIPEACIICHUs] W 3Tanbl (HalpUMEp, MATH ATAoOB IMEPETOBOPOB WIIH
oOs13aTeNbHBIC Pa3iebl MEXKIyHAPOJHOTO KOHTPAKTa), BHUMATEIbHO MPOYUTATH
BCE BapUaHThl OMHCAHUW MPEXKIE, YEM YCTAaHABIMBATh COOTBETCTBHE, W IMOCIIE
BBITIOJTHEHUS MTPOBEPUTH, UTO Ka)as MO3ULIUSI UMEET JIOTUUeCKOe 00OCHOBAHUE.
[Ipy BBINOTHEHUH KOMOWHUPOBAHHBIX 3aJIaHUM, KOTOpPbHIE MPOBEPSIOT YMEHUE
BBIOMpaTh MPABUJILHBIA OTBET W apryMEHTHpPOBAaTh CBOMl BBIOOP C OMOpOMl Ha
naaukartopsl [1K-2.6, 11K-2.8 u I1K-3.2, cieayer cHavyanga BeIOpaTh OTBET, 3aT€M
MPUCTYNUTh K OOOCHOBAHMIO, WCIIOJIB3YSI KIIOUEBBIE CIIOBA «IIOTOMY 4YTO», «TaK
KaK», «BO-TIEPBBIX / BO-BTOPBIX», 00s3aT€IbHO MPUBECTH LIUTATy U3 TEKCTA WIIU
CCBUIKY Ha W3yYCHHOE TIpaBWjo, coOmomas o0BEM 00O0cHOBaHHS B 2-3
npeanoxenus (20—40 cion).

[Ipy BBIMOTHEHUH OTKPBHITHIX 3aJaHHUM, KOTOpHIC SBISIIOTCS Hambosee
CIOKHBIMH U TPOBEPSAIOT YMEHHUE AaHAJIU3UPOBATH CHUTYAIUIO, BBISABISTH
HECOOTBETCTBUS, OIICHUBATh PUCKU U (POPMYITHUPOBATH PEKOMEHIAIIMN C OTIOPOM Ha
Bce Tpu unnukatopa (IIK-2.6, TIK-2.8, TIK-3.2), pekomeHmyercs CiemnoBaTh
onpenenéHHomy anroputmy. s [TK-2.6 HeoOX0auMo CpaBHUTH KaXKI0€ YCIOBUE
MpeUIOKEeHUsT TapTHEPA C ATAJIOHHBIM TPEOOBAHUEM OpraHU3alluu, PacCcUUTaTh
OTKJIOHEHHUsI B aOCOJIOTHBIX W OTHOCUTEJIBHBIX BEJIMYMHAX M 3aUKCUPOBATH
KaKJI0€ HECOOTBETCTBHE B BUAE 4€TKoro yrteepxaeHus. s IIK-2.8 cnemyer
OIICHUTh BEPOSTHOCTh U CEPhE3HOCTH MOCIEACTBUI KaXXJIOTO HECOOTBETCTBUS,
pPaHXXHUPOBATh PUCKH OT HanbOoJiee K HaUMEHEE OMACHBIM U OOBACHUTH, IIOYEMY TO
WJIM UHOE YCJIOBUE cO3aET puck it opranu3anu. st [TK-3.2 Heobxoaumo 4€Tko
chopMyIMpOBaTh PEKOMEHJANMI0 (MPUHATH, J0pad0TaTh, OTKA3aThCsA), IPHU
MEepPEeroBopax ykKa3aTh MPUOPUTETHBIE YCIOBHUS JJisI HW3MEHEHus (Tom-2) u
000CHOBATh, MOYEMY UMEHHO TH yCIIOBUS SBJISIFOTCS KPUTUYHBIMH.

[IpakTHUecKkoe 3aHATUE MPOJOJLKUTENBHOCTBI0O 90 MHUHYT pPEKOMEHIyeTCs
CTPOUTH IO CIEAYIOWEH CTPYKType: OpraHM3allMOHHBIH MOMEHT W peuyeBas
pa3MHHKA (5 MUHYT), TPOBEPKA JIOMAITHETO 3a7aHuUs C 00CYKIACHUEM MPEBITY X
teM (10 wmunyt, umHpukatop IIK-3.2), BbIlIOTHEHHWE 3aKpBITOrO 3aJaHUsl Ha



COOTBETCTBHE 3TanoB win pasaenoB (10 munyt, unaukatopsl [1K-2.6 u I1K-2.8),
BBINIOJIHEHHE KOMOWHHUPOBAHHOTO 3aJ]JaHUsI C BEHIOOPOM OTBETa U OOOCHOBAHUEM B
napax (15 munyt, uaaukatopsl [1K-2.6, T1K-2.8, T1K-3.2), BeIMOIHEHHE OTKPHITOTO
3QJIaHUsl C aHAJM30M Keica, pacyéToM HECOOTBETCTBUU M OIIEHKOM PHUCKOB (25
MunyT, uHauKatopsl [1K-2.6, T1K-2.8, T1K-3.2), nuckyccus wim pojeBast urpa mo
oOcyxaennro pekomeraamuii (15 munyt, uaaukarop [1K-3.2) u mongBenenne nToron
¢ peduiekcueit u Beimaueit qomamraero 3aaanus (10 MuayT).

Kpurepuu onenku 3aganuii quddepeHnmpoBaHbl Mo TAMaM. {7151 3aKpeITOro
3amaHusl (COOTBETCTBUE) MpU S5—6 NpaBUIBHBIX OTBETaX CTAaBUTCS OLICHKA
«OTIMYHO», Tpu 4 NOpaBUIBHBIX OTBETaX — «XOpomio», npu 3 —
«YJIOBJIETBOPUTEILHO», TpPU 2 U MEHEEe — «HEYJOBJICTBOPUTEILHO». Jliis
KOMOMHHMPOBAHHOTO 3a/aHusi (BbIOOp M OOOCHOBAaHME) MaKCHUMallbHas OICHKA
coctapisietr 3 Oamna: 1 6ain 3a mpaBWIIbHBINA BBIOOpP OTBETA, 1 Gasut 3a JOTUYHOCTD
o0ocHoBaHus, 0,5 O6assia 3a UCIMOIB30BAHUE KITIOYEBBIX CJIOB (IIOTOMY UTO», «TaK
kak») u 0,5 Oamta 3a nurary u3 tekcta. s oTkpbIToro 3ananus (pa3BépHYTHINA
OTBET) MaKCHMallbHas OIIEHKa cocTaBisieT 14 OamnoB: 4 Oamia 3a MOJHOTY
BBISIBJICHUST HecoOoTBeTCcTBHM (He MeHee Tpéx) mno [IK-2.6, 4 Oamna 3a
000CHOBaHHOCThH OIIEHKU U paHkupoBaHus puckos 1o [1K-2.8, 4 6anna 3a 4€TkocTh
1 000CHOBaHHOCTH pekoMenaaruu o I1K-3.2 u 2 6ania 3a TOrHYHOCTh U CBSI3HOCTD
U3JI0KEHUSI.

Jl1st caMmocTosATENBbHOM padoThl 00YyYarOUIMMCSl PEKOMEHIYETCSI COCTABIICHUE
rioccapust TepmuHoB (INCOTERMS, BATNA, force majeure, liquidated damages,
arbitration clause u apyrue) ¢ omopoit Ha I1K-2.6 u I1K-2.8 (30 MunyT), aHaau3
IPOEKTa KOHTPAKTa C BBISBJICHUEM HE MEHee IATH HecooTBeTcTBHi 1o [1K-2.6 (45
MUHYT), IOJITOTOBKA MUChbMEHHBIX PEKOMEHAAIIUN PYKOBOACTBY 00BEMOM 200 ciioB
c onopoit Ha [1K-3.2 (40 MunyT), a Takke 0TpabOTKa AUAJIOTOB O MEPETOBOPHBIM
cutyanusiM B mapax c¢ omopoii Ha [1K-2.8 (20 munyTt). B kadecTBe MHTEpHET-
pPECYpCOB IS CaMOCTOSITEIbHOW pPaboOThl pekoMeHayeTcs: ucnoiab3oBath [CC
Academy nns uzyuenus INCOTERMS 2024 u mexayHapoanbix KOHTpakToB, [TC
(WTO) nns u3ydeHust BHEITHETOProBoit JokyMmeHTanuu, Cambridge Dictionary st
YTOYHEHHUS JEJIOBOM JIGKCUKH W TepMUHOJIOTHH, Multitran s TEXHUYECKOTO U
IOpUIMUECKOTO TiepeBoda, a Takke Business English Pod npns npaktuku
IIEPErOBOPOB U MPE3EHTALNMN.

CucteMaTUueCcKoe  BBIMOJHEHHE  3aJaHUN C  Y4ETOM  HACTOSIIUX
pekomeHnaanuii obecneunBaet popmupoBanue kommnereHuii [1K-2.6 (BoisaBieHue 1
ananu3 HecooTBercTBuit), I[IK-2.8 (omenka puckoB) u IIK-3.2 (moarororka
pexomenaanuii). KimodeBbiMu (hakTopamMu ycrexa siBIsSIOTCS PeryJssipHas MpakTHKa
aHajgu3a  KOHTPAKTHBIX M  TIEPErOBOPHBIX  CHUTYyallMi,  HUCIOJIb30BaHUE
poeCCHOHANILHON JICKCUKH, YMEHHE apryMEHTHPOBATh CBOIO TMO3HIHI0 U
npemiaraTh 000CHOBaHHBIC PEIICHHS PYKOBOJICTBY.

8. YueOHas muTepaTypa u pecypchbl HHPOPMAIMOHHO-
TeJIeKOMMYHUKAUUOHHOM ceTu IHTEepHeT



8.1. OcHoBHas nuTEpaTypa

1. ApxumnoB, A. B. Business English / JlenoBoii anrnuiickuii : y4eOHO-
Meroanueckoe nocodue / A. B. Apxunos, M. A. [Ipmwxkenko, E. }O. KoctrokoBuu.
— Mocksa : U3garensctBo MUCHU — MI'CY, 2023 — 44 c. — ISBN 978-5-7264-
3321-9. — Tekct AIICKTPOHHBIH. —
URL: https://znanium. ru/cataloq/document’?ld 462573

2. YBapos, B. U. AHrmiickuii s3bIK Ji1si dKoHOMHCTOB (A2-B2). English for

u3n., nepepadb. u gon. — MockBa : U3marensctBo FOpaiit, 2025. — 393 ¢. —
(ITpodeccuonansuoe obpazoBanme). — ISBN 978-5-534-09824-2. — Tekcer
aekrpornbiii. — URL: https://web2.urait.ru/bcode/560779

3. I'epacumoB, b. U. Business English for students of economics = JlenoBoit
AHTJIMACKUI JIJIS1 CTYJICHTOB-DKOHOMHUCTOB : yueOHoe nocodue / b. . I'epacumos,
O. A. I'nuBenkoBa, H. A. I'ynuHa [u 1p.] ; .
nu3a. — Mocksa : DOPYM : UHOPA-M, 2023. — 183 ¢. — (Briciiee oOpazoBaHue:
bakanaspuar). — ISBN 978-5-00091-116-7. — Tekcr : 31€KTPOHHBIA. —
URL.: https://znanium.ru/catalog/document?id=435756

8.2 JlononHUTENIbHAS TUTEPATYpa:

1. I'amoBa, O. JI. Aarnmiickuii s3pIK. Business English: menoBoit anrmuiickmii :
yueOHoe nocodue / O. JI. 'amoBa. — Boponex : Boponexckuii unctutytr ®CHUH
Poccuu : U3narenscko-nonurpaduueckuit neHtp «Hayunas kaura», 2019. — 84 c.
— ISBN  978-5-4446-1332-0. —  Tekct :  DJIGKTPOHHBIA.  —
URL: https://znanium.ru/catalog/document?id=357026

2. Kocapesa, T. B. MexayHapoIHbIii KOMMepUYecKuii KOHTpakT. CocTaBiieHUE |
nepeBoj. AHrnmuickuil s3bIK : yuyeoHoe nocooue / T. B. KocapeBa. — Mocksa :
Jlenann, 2017. — 110 ¢c. — ISBN 978-5-9710-3976-1. — TekcT : 2IeKTpOHHBIN. —
Hoctym u3z DbC «Jlauby» (1Mo moamnucke).

3. JleGenera, A. A. Aurmiickuil s3bIK i OpUCTOB. [IpeanmpuHUMATENbCKOE
npaBo. [lepeBog kKoHTpakTOB : yueOHOe mocobue / A. A. JlebeneBa. — Mockaa :
FOHUTU-JAHA, 2022. — 231 c¢. — ISBN 978-5-238-01928-4. — TexkcT :
sanextponHbiii. — URL.: https://library.bmstu.ru/Catalog/Details/IPRBooks/123378

8.3. HopmaTuBHbIe paBOBbIE JOKYMEHTHI M MHAsI MpaBOBasi MHPOpMaLs
He ncnone3yrores

8.4. nTepHeT-pecypcChl
Hayunas 6ubnuorexka PAHXwul C https://lib.ranepa.ru
Hayunas snexktponnas 6uoimuorexka «K KUBEPJIEHMHKA»
https://cyberleninka.ru
OBC «JIAHb» https://e.lanbook.com


https://znanium.ru/catalog/document?id=462573
https://web2.urait.ru/bcode/560779
https://znanium.ru/catalog/document?id=435756
https://znanium.ru/catalog/document?id=357026
https://library.bmstu.ru/Catalog/Details/IPRBooks/123378

9BC «(3HAHUYM» https://znanium.ru
5bC «SOCHUM» https://sochum.ru

9. MarepuaibHO-TEXHHYeCKas 0a3a, MH(POPMALMOHHbIE TEXHOJIOTHH,
NporpaMMHoe odecrnevyenne U MH(POPMAINUOHHBIE CIPABOYHbIE CHCTEMBI

MatepuanabHO-TEXHUYECKOE 00ecTiedeHIe TUCITUIUINHBI BKIIOYAET B CeOs:

- ayAUTOPUU I TPOBEACHHS TMPAKTHYCCKUX 3aHATHH, 000pyIOBaHHBIC
y4eOHON MeOelnblo, BUJICONPOCKIIMOHHBIM O0OpYyAOBaHUEM [UJIsi Mpe3eHTAIUH,
CpelICTBaMH 3BYKOBOCITPOU3BECHUS, IKPAHOM.

JlucuuiuiniHa ~— MOAJEpKaHa  COOTBETCTBYIOIIMMHU  JIMIIEH3MOHHBIMH
nporpamMmmMHbeIME nipoaykTamu: Microsoft Windows, Microsoft Office, OC Linux.

[IporpamMMHBbIe cpeacTBa obecriedeHtst yaeOHOro mpoiecca BKI0YaloT:

- Tporpammbl mpe3eHTanmoHHou rpaduku (MS PowerPoint — s
MOJATOTOBKH CJAI0B U IPE3EHTALUN );

- TekcToBbie peaakTopsl (MS WORD), MS ECXEL — nnst Tabnui.

By3 oOecneunBaer Kkaxaoro oOydaronierocss pabo4yuM MeECTOM B
KOMITBIOTEPHOM KJIaCC€ B COOTBETCTBHM C OOBEMOM HM3y4aeMbIX AMCIUILIMH,
oOecreunBaeT BbIXO/ B c€Th IHTEpHET.

[Tomenienuss s caMOCTOSITENBHOW paOOThl OOYYAOIIMXCS BKIIFOYAIOT
CJIEAYIOIIYI0 OCHAIEHHOCTh: CTOJIbI ayJUTOPHBIC, CTYJbs, JOCKU ayIJUTOpPHBIE,
KOMIIBIOTEPBl C MOJAKJIIOYEHWEM K JIOKAJIbHOM CETM MHCTUTyTa  (IJs
KOMITBIOTEPHBIX ayauTopuid) u MuTtepuer. s uzydenust yaeOHONU TUCIUTIIIMHBI
UCIIOJIB3YIOTCSl aBTOMATH3WPOBaHHAasi OMOroTeyHass ”HpOpMallMOHHAs CUCTeMa U
AJIEKTPOHHBIE OUOTMOTEUHBIE CUCTEMBI.

By3 oOecneunBaeTr Kaxmoro oOydaromierocss padoduM MeCTOM B
KOMITBIOTEPHOM KJIaCcC€ B COOTBETCTBMM C OOBEMOM HM3y4daeMbIX AUCIUILIMH,
oOecreynBaeT BbIXO/ B c€Th IHTEpHET.

[Tomenienust s caMOCTOSITENBHOW paOOThl OOYYAIOIIMXCA BKIIIOYAIOT
CJIEIYIOLIYI0 OCHAIIEHHOCTb: CTOJbI AyJUTOPHBIE, CTYJbs, JOCKH ayAUTOPHBIE,
KOMIBIOTEPbl C MOJAKJIIOYEHHEM K JIOKJIbHOM CeTM MHCTUTyTa (IS
KOMITBIOTEPHBIX ayauTopuid) u MuTtepuer. [ns uzydyenust yueOHOU TUCUUTIIMHBI
HCIIOJIB3YIOTCSI aBTOMATU3UPOBaHHAsI OMOIMoTeuHass UHGOpMaImoHHas CuCTeMa 1
AJIEKTPOHHBIE OMOTMOTEYHBIE CHCTEMBI.


https://sochum.ru/

