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CTpykTrypa Kypca

3a Kypc OOy4eHHs CTYACHTHI BBIIOJHSIOT OJIHY KOHTPOJBHYIO paboTy H
cmaioT 3ader. OOydeHue JAENOBOMY HMHOCTPAHHOMY SI3BIKY TpEeIIojiaraet
cienyromue (popmMbl padoThI:

® AYJIUTOPHBIC I'PYIIIIOBLIC 3aHATHA 110 PYKOBOACTBOM IIPCIIOAABATCIIA,

e o0s3aTenpHas CaMOCTOSATENIbHAs paboTa 1Mo 3aJaHUI0 TPero aBaTes,
BHITIOJTHSIEMas: BO BHEAYJIUTOPHOE BpeMs, B TOM 4YHCIE C
HCTIOJIb30BaHUEM KOMITBIOTEPHBIX TEXHOIOTHUH,

® VHIVWBHIyaJIbHAS CAMOCTOSATEIbHAS paboTa CTY/ICHTOB Ha 3aHITHH
10/ pyKOBOJICTBOM MPEMO/1aBaTes,

® TPYNIOBBIC MPEAIK3aMEHAIIMOHHBIC KOHCYJIbTAITUH.

Oco0o0e BHUMaHNE yIENsIeTCs CaMOCTOSATENBHON padoTe CTYEHTOB €
AJIEKTPOHHBIMU Y4EOHO-METOANYECKUMH MaTepHUaIaMH.

CamocTosiTenbHast paboTa CTyIEHTOB-0aKaIaBpOB B MPOIIECCE OCBOCHUS
WHOCTPAHHBIX SI3BIKOB BKJIIOUAET B CEOS:
e paboTy c 00pa3oBaTEIbHBIMU PECYPCAMU UHTEPHET - PEIO3UTOPHS;
® BBHINIOJIHCHHUE YUCOHBIX 3aJJaHUM Ha 3aHATUSX;

® BBIIIOJTHCHHUC y‘—I€6HBIX 3aI[aHI/Iﬁ B KOMIIBIOTCPHOM KJIACCC 110/
PYKOBOJACTBOM IIPCIIOAABATCIIA 1 CAMOCTOSATCIIBHO,

BBIIIOJTHEHUE JOMAIIHUX 3a/1aHUM;

ITIOMCK JIOTIOJTHUTEIBHBIX MaTepuanoB B IHTepHETE;
ITOATOTOBKY MPE3EHTALINM;

MTOATOTOBKY K DK3aMEHY.

He.]'ll/l 1 3aJa49Yi JTUCHUITJIMHBbI

OCHOBHOM  WENbKD  Kypca  fABJISETCS  OBJAJACHHUE  CTYJICHTaMHU
KOMMYHUKAaTUBHOW  KOMIIETEHLMEN, KOTOpas B  JajJbHEHIIEM  MO3BOJIUT
MOJIb30BaThC MHOCTPAHHBIM SI3bIKOM B Pa3JIMUHBIX 00JACTSIX MPOdheCCHOHATIBHOM
NeSTeIbHOCTH, B HAYYHOW U MPAKTUYECKON paboTe, B OOIICHUH C 3apyOeKHBIMU
napTHepaMu, JJIs CaMOOOpa30BaHUsI U IPYTUX LIEJICH.

Hapsny c¢ nmpaktudeckoil nenbro, Kype «/leoBoM MHOCTPAHHBIN SI3BIK»
peanusyet o0pa3oBaTeIbHbIE U BOCIUTATEIbHBIC 1IETU, CITIOCOOCTBYS PACHIUPEHUIO
Kpyro3opa CTYJCHTOB, TMOBBIIIEHUIO WX OOIIEH KYJIbTYphl, a TaKXe KYJIbTYpPbI
MOBCEIHEBHOTO U JICJIOBOTO OOIIEHHMSI, BOCTIUTAHUIO TOJEPAHTHOCTH U YBXKEHUS K
LIEHHOCTSIM JIPYTUX CTpaH W HapoJ0oB. B coBpeMEHHON CcHUTyalluu B MHpE
MPEJCTABIIACTCS BECbMa AKTyaJbHbIM M CBOCBPEMEHHBIM HM3YUYE€HUE NUCIUILINHBI
«MHocTpanHbI s3bIKk B TpodeccroHanbHoil cdepe». Takum o0pazoM, LENbIO
JTAHHOT'O Kypca SIBsieTCS 00ydeHUEe MPaAKTUUYECKOMY BJIAJCHUIO SI3BIKOM JIEJIOBOTO
OOI11IeHHS JJIs1 aKTUBHOT'O MPUMEHEHUSI MTHOCTPAHHOTO s3bIKa B TPO(eCCUOHATILHON
NEATEIIBHOCTH.



3anatm N3YUYCHUA JTUCHUITIINHBI

Peanuzanus ocHOBHOH 11e5Ti 00yUeHUs 1eJI0BOMY HHOCTPAHHOMY SI3bIKY IpeIoJiaraet
OBJIAJICHUE CJIEIYIOIIUM KOMIIJIEKCOM 3HAHUW, YMEHUIN U HABBIKOB!

- MHOSI3bIYHBIE PEUEBBIE YMEHHUS YCTHOTO U NMUCBMEHHOTO OOIIEHMS, TaKHe KaK
YTEHHE OPUTHHAIBLHOU JTUTEPATyphl Pa3HbIX (PYHKIIMOHAIBHBIX CTUJIEH U JKaHPOB,
YMEHHE NpPUHUMATh y4yacTHe B Oecele MOBCEAHEBHOIO MU MPOQPECCHOHATBHOIO
XapakTepa, BBIPAXKEHUE pPa3JIMYHBIX KOMMYHHKATHBHBIX HAMEPEHUM, BIAJCHUE
OCHOBHBIMM BHJIAMH MOHOJIOTUYECKOTO BBICKAa3bIBaHMsI, COOJIIOJICHUE IPABHUII
pEeYEeBOro 3TUKETA U [IOHUMAHUE Ha CIIyX, BIaJE€HUE OCHOBHBIMU BUAMHU J1€JI0BOIO
IIACHhMa;

- 3HAHUC A3BIKOBBIX CPCIACTB U (bOpMI/IpOBaHI/IC SI3BIKOBBIX HABBIKOB B 00J1aCTH
(1)OHCTI/IKI/I, JICKCUKHU U T'PAMMATHUKH,

- YMEHHE MOJIb30BaThCSI CIIOBAPHO-CIIPABOYHOM JTUTEPATYpOH Ha MHOCTPAHHOM
S3bIKE U SJIEKTPOHHBIMHU CIIOBAPSAMU;

- 3HAHWE HAIMOHAIBHON KYJIBTYpPHI, a TAK)KE KYJIbTYpPbI OOLIEHUS U OCOOCHHOCTEH
JIEJIOBOTO OOIIIEHUS B CTPAHAX M3y4aeMOro A3bIKa;

- YMEHHE OCYIIECTBIISITh CAMOCTOSATEIbHBIN TBOPUYECKUN TOUCK HH(OpMALIUU Ha
MHOCTPAHHBIX A3bIKAX AJI IPO(ECCUOHATIBHBIX LIETIEH.

B xoze n3yueHnnss AucumuIuinHel «Jle10BOM MHOCTPAHHBIN A3BIK» CTABATCS
CICIYIOIINE 3aa4H:
- COBEPIIECHCTBOBAHUE MOJTYUYEHHBIX HABBIKOB U YMEHUI BO BCEX BUIAX PEUYEBOU
JIEATEIILHOCTH;
- (hopMUPOBAHNE HABBIKOB U YMEHUM CaMOCTOSITEIbHOM pabOThI M IPUMEHEHHUS X
HAa MPAKTHKE.

IHucoemo

[TncbMO Kak MPOJYKTUBHOE YMEHUE BKIIFOUAET CICIYIOIINE YACTHBIC
YMEHUS:
® HaImMcaTh TEKCT B COOTBETCTBHHU C MOCTABJICHHOM 3aJauci;
® COOTBETCTBOBATH 33JIAHUIO C TOUYKHU 3PEHUSI CTPYKTYPHI U 00bEMa TEKCTa.

Bunbl pedeBbIX MPOU3BEIECHUN: JETOBOE ITIUCbMO, PE3IOME, aHKETA, AEJI0Bas
3aIMCKa.

Conepxxanue OOydeHUST THCBMEHHOM pE€UYd COCTOUT B  Pa3BUTUU
KOMMYHUKATHUBHBIX YMEeHHUH. K KOMMYHUKAaTUBHBIM YMEHUAM, HEOOXOIUMBIM TPU
00Oy4YeHUH MUChbMEHHOW PEYH, OTHOCSTCS CIICTYIOIIHE:

® 3anojHATh OjaHku (yKa3plBaTh UMS, (QaMWIMIO, TI0J, BO3pacT,



IPa)X1aHCTBO, JIPEC);

[IMCaTh CTaHAAPTHBIE ITUCHMA;

BECTH JIEJOBYIO IIEPEIUCKY;

IIMCaTh 3asIBJIICHUS;

3aMoHATH (POPMYIISIPBI PA3TUYHOTO BUA,

u3Naratb CBeACHHUA O cebe B (opme, MPUHATOM B CTpaHe/CTpaHax
M3y4aeMoro s3bIka (aBToOMOTrpadus/pe3rome), yMeTh MIOHUMATh PEYh 10
TenedoHy.

T'osopenue u ayouposanue

CTYILGHTBI HOJIKHBI BJIAJICTh CIACAYIOIINMU YMCHUAMM:

¢ YMCTb NOAACPIKATHL AUAJIOT I10 TCJ'IG(l)OHy;

® JIOHHUMATh 3BYHAIIHC AYTCHTHYHBIC TCKCThI K BBIIIOJHATD 3a1dHNA,
CBJ3aHHBIC C HpOBGpKOI?I IIOHUMAHUS Ha CIIYX;

® HCIIOJIBb30BaThb (1)OpMI:I PCUCBOI'O 3TUKCTA.

Copnepxanue 0Oy4eHUSI MOHOJOTMYECKOW pPEYH COCTOMT B OBJIAJEHUU
pa3HbIMM  BHJAMH MOHOJIOTA, BKJIIOYas  BBICKA3bIBAHHWS [0  TOBOAY
IIPOYUTAHHOTO. JlJIsS 3TOr0 MpeyCMaTPUBAETCS PA3BUTHE CICAYIOIINX YMEHUN:

- JIenaTh COOOIIEHMS, COJepKallie HanboJliee BaKHYIO HH(DOPMALUIO 110
Teme/mpobiieme;

- pacckazarth o ce0e, cBoei nmpodecCuoHaNbHOU eI TEIbHOCTH;

- YMETh TIOHSTh Ha CIIyX PeYh HA HHOCTPAHHOM SI3bIKE TI0 TeleOoHYy;
-YMETh MOJICPKATh TUAJIOT MO Tele(oHy;

- KpaTKO MepeiaTh OCHOBHOE COJepKaHKe, OCHOBHYIO MBICITh
MPOYUTAHHOTO WIIH YCIBIIIIAHHOTO.

YUmenue

B pesynbraTe 00y4yeHHs Yy CTYIAEHTOB JOJDKHO C(HOPMHUPOBATHCS yYMEHHE
YUTATh CO CJIOBapeM M 0e3 C0oBaps TEKCThI MO0 CHELUATIBHOCTH, OOBSBICHUS,
aHkeThl. [Ipu 0O0ydeHHM MOHMCKOBOMY UYTEHHIO C BBHIOOPOYHBIM H3BJICUEHUEM
nH(popManuu pa3BUBAETCS YMEHHE OBICTPO HAXOAMTHh HYKHYIO MH(OpMAIUIO,
OITyCKasi HECYILIECTBEHHBIE JETAIIN.

OcCHOBHBIE YMEHHUS IIPU JAHHOM BHJI€ YTCHUS:

- OIIpCACIIATE TEMY, BBIACIATL OCHOBHYIO MBICJIb,

- BBI6I/IpaTL N3 TCKCTAa OCHOBHBIC (baKTBI, OITyCKasi BTOPOCTCIICHHBIC,
- IPOTHO3HUPOBATH COACPKAHUEC TCKCTA I10 3aroJIOBKY, HaYaJly TCKCTA,

- JoraabiBaTbCsa O 3HAYCHUH KIIIOYECBBIX CJIOB U O6XO)II/ITB HE3HAKOMBIC
CJIOBA, KOTOPBIC HC MPCIIATCTBYIOT IOHUMAaHUIO OCHOBHOI'O COACPIKAHUSI.



Coaep:xanue 00y4yeHus

Coneprxanue 00y4eHHs pacCMaTpUBAaeTCA KaK HeKasi MOJIENb €CTECTBEHHOTO
OOIlIeHHS, YYAaCTHUKA KOTOPOTO 00Jadar0T OMNpPEACICHHBIMU HWHOS3BIUHBIMU
HaBBIKAMU U YMEHUSIMU, a TAK)KE€ CHOCOOHOCTBbIO COOTHOCHUTH SI3BIKOBBIE CPEJICTBA
C HOpPMaMHM PEUYEBOr0 MOBEJEHUS, KOTOPBIX MPUICPKUBAIOTCI HOCUTEIIH SI3bIKA.

B cooTBeTCTBUU C COLMATIBHBIM 3aKa30M TOCYyJAapCTBa U KOHILENTYalbHBIMU
MOJIOKEHUSIMU, TeIM OOyYeHHUs] HHOCTPAHHOMY S3BIKY OIPEACNSIOTCS Kak
KOHEYHbIe TpeOoBaHMs K 3TanaMm o0yuyeHus. KoHkperusanusi 3TUX TpeOoBaHUM
HaXOJUT OTPAKECHUE B CJICAYIOIINX KOMIIOHEHTAX COJIepKaHusl OOyUEHUS:

® B HOMEHKJIAType OMpEeIEICHHbIX c(hep U CUTyaluid TOBCEIHEBHO-
OBITOBOTO, MPO(HECCHOHATILHOTO U JICIOBOTO OOIIEHUS;

® B IIEpEYHE YMEHUM U HABBIKOB YCTHOTO U MUCbMEHHOT'O NHOSI3bIYHOTO
OOLIEHMsI, COOTBETCTBYIOIINX YKa3aHHBIM c(epaM U CUTYaLUsIM;

® B MUHUMYME OTOOpDAHHBIX SI3BIKOBBIX SBJICHUH (JIGKCHUECKHUX EIMHMII,
GopMyn pedeBOoro OOLIEHUS, TIpaMMaTUdeckKux (OpM U  KOHCTPYKIIHA,
G depeHIrpOBaHHBIX MO BUAAM PEYEBOM JESITEIBHOCTH);

® B XapakTepe, CoJEepPKaHUHU U (PYHKITMOHAILHO-CTUIMCTHUYECKUX acCIeKTax
uH(boOpMaIMK, BKIIOYAIONIEH JIMHTBOCTPAHOBEAUECKHE 3HAHMS, UYTO HMEET
0oJIbIlIOE 3HAYEHUE ISl TMOBBIICHUS MOTHUBAIMA K OBJIAJCHUIO HMHOCTPAHHBIM
SI3BIKOM, YJIOBJICTBOPEHHUS MO3HABATEIBHBIX MHTEPECOB 00YYAEMbIX, a TaKXKE UX
noTpeOHOCTEH B OOIICHMN HAa MHOCTPAHHOM SI3bIKE.

B PE3YIIbTATC U3YUCHUS NUCHHUIIIINHBI «I[CJIOBOﬁ I/IHOCTpaHHBIﬁ SA3BIK» CTYACHT
JOJDKCH:

3HaTh:
® UHOCTpPAaHHBIA S3bIK B OOBEME, HEOOXOAUMOM  [UJISi  TOJTY4YEHUS
npodeccroHanbHOi  WHGOPMAIMM U3  3apyOCKHBIX HCTOYHUKOB U
AJIEMEHTAPHOTO OOIIEHUS Ha JIEJIOBOM YPOBHE;

® WHOCTPAHHBIN S3BIK JIJIS OCYIICCTBICHUS MEHIIMUHOCTHOTO OOIIICHUS B
npodeCCHOHAIILHON JIeATEIIbHOCTH;

e 001Iyt0, JACJIOBYIO M MPO(PECCHOHATBLHYIO JIEKCUKY MHOCTPAHHOTO SI3bIKa B
o0beMe, HeoOXOAMMOM JIJIsl OOIIEHUS, YTEHUsI U TepeBoja (Co ClIoBapeM)
MHOSI3BIYHBIX TEKCTOB B PaAMKaXx JICIOBOTO OOIIEHUS;

¢ OCHOBHBIC I'PAMMATHYCCKHC ABJICHUA N CTPYKTYPbI, UCITIOJIb3YCMBIC B
YCTHOM U IIMCbMCHHOM O6HICHI/IPI;

® MEXKKYJIbTYPHBIE PA3JINUUsl, KyJIbTYPHBIE TPAAULMU U PEATUU, KYJIbTYPHOE
HacJIeque CBOEH CTPAHbI U CTPaHbl N3y4aeMOTO SA3bIKA.

YMmeTh:

® HCIIOJIH30BaTh MHOCTPAHHBIN S3bIK B MEKIIMYHOCTHOM OOIIICHUH U
npo¢eCCUOHATILHON JIeATEIbHOCTH;



AJICKBATHO BbIPpAKaTb CBOW MBICJIN IIPU 6CCGI[C " ITIOHUMAThb PCUb
CO6€C€I[HI/IKa Ha MHOCTPAHHOM A3BIKC,

3aIOJIHATh aHKEThI, COCTABJIATH PE3IOME, COCTABIIATH JI€JIOBBIE MHChbMA Ha
MHOCTPAHHOM SI3BIKE;

co001aTh HHPOPMAIMIO HA OCHOBE MPOYNTAHHOTO TEKCTa B hopMate
MOJIFOTOBJICHHOTO MOHOJIOTMYECKOTO BBICKA3bIBAHMS,

coOJIIOIaTh PEYEBOM ATHKET B CHUTYalMsIX IMOBCEIHEBHOTO U JIEJIOBOTO
oOmieHus (yCTaHaBIUBATh M TOJIEPKMBATh KOHTAKTHI, 3aBEPUINTh Oeceny,
3ampainmBaTh U COOOIIATh HHGOPMAITHIO).

Baagern:

OCHOBaMU IIyOJIMYHON peun, AeJI0BOM NEPENUCKU, IEPEBOA TEKCTOB IO
CHELMAIBHOCTH;

HaBBIKAMH, JOCTATOYHBIMHU JUISI JI€JIOBOr0 MPOPECCHOHANIBHOIO OOILEHHUS,
HOCTEAYIOUIETO HU3YyYEHHUs 3apyOeKHOro OmbiTa B NpoQUIMpYIOIIEH Hu
CMEXHOH o0nacTsXx mnpo(ecCHOHATBHOM N1eATEIbHOCTH, COBMECTHOM
POU3BOJCTBEHHON U HAYYHOM paboThI;

YMEHHSIMH TPaMOTHO U 3P(EKTUBHO MOJIH30BATHCS HCTOYHUKAMH
nH(popmanuu (CpaBoOYHOM JIUTEPATYpOil, pecypcamu MHTEpHET);
HaBbIKaMH BBIPA)KEHUSI CBOETO MHEHMSI B IIPOLIECCE AEIOBOrO OOILEHUS Ha
MHOCTPAHHOM SI3bIKE;

HABBIKaMU M3BJICUYCHUSI HEOOX0UMON HH(POPMAIIUK U3 OPUTHHATILHOTO
TEKCTa Ha HHOCTPAHHOM SI3bIKE 110 IPOoOJIeMaM YKOHOMUKU U MEHEKMEHTA.

Bbino/iHeHHEe KOHTPOJILHBIX 3a1aHUN U 0pOopMJIEHUE
KOHTPOJIbHBIX padoT

o KoHTpoJibHBIE 3aaHUs O AHTJIMMCKOMY SI3BIKY MPEACTABICHBI B MSTH
BapuanTtax. Homep BapuanTa ciemyeT BRIOUpaTh B COOTBETCTBUU C TIEPBOM OYKBOM

dbaMuIuu CTyeHTa.

HavanpHas OykBa haMuiinu CTy/IeHTa No BapuanTa
A,B,B, T, ]| 1
E, K, 3,1, K 2
J,M,H, O, I, P 3
C, T,V,® X 1] 4
4, I, 111, O, 1O, 4 3
. KoHTposbHbIE 3a1aHUs BEITIOJHSAIOTCS Ha KoMIIbloTepe. Ha TUTy IpHOM

mucte (cm. [Ipunoxkenue) ykaspiBaeTcst paMuiIns CTyJ€HTa, HOMEp TPYIIIIbI,




HOMEp KOHTPOJIbHOM paboThl U (haMuiIMs IPENOJABaATENs, Y KOTOPOTO
3aHUMAETCS CTYJIEHT).
J B koH1e paboThl 10i1KHA OBITH IOCTABJIEHA OJIUCH CTYAEHTA U JaTa
BBIINOJIHEHUS 3a/1aHUSI.
KonTponbHble  3amaHus JOHKHBI ObITh BBITTOJIHEHBI B TOU
IIOCJIEI0BATEIbHOCTH, B KOTOPOI OHU JIaHBI B
HaCTOSLIEM IT0COOUHU.

. BBIMOTHEHHY0 KOHTPOJIbHYIO Pab0Ty HEOOXOIMMO ClIaTh MPETOAaBATEIO
IS IPOBEPKH U PEIICH3UPOBAHUS B YCTAHOBJICHHBIC CPOKH.
o Ecnu koHTpOTBHAS paboTa BRIMOIHEHA 0€3 COOTIOACHUS U3IT0KEHHBIX

BEIIIIE TpeOOBaHUH, OHA BO3BPAIIACTCS CTYACHTY O€3 IMMPOBEPKH.

BoinosiHenne padoThbl HAX OIIMOKAMM

[Ipy nDoJiydeHHMH NPOBEPEHHOM KOHTPOJIBHOW paboThl HEO0OXOAUMO
IpOoaHAIM3UPOBAaTh OTMEUEHHBIE OLIMOKM M elle pa3 MpopaboTaTh y4eOHBIN
maTepuain. Bce 3amaHus, B KOTOpBIX ObUIM CHENAaHbI OLUMOKU WM JOMYIIECHbI
HETOYHOCTH, CIIEIYET €Ill€ Pa3 BBIIOJHUTH B KOHIIE JAHHON KOHTPOJIBHOU padOTHI.
KonTponbhbie paboThl ABIAIOTCS Y4EOHBIMHU JOKYMEHTaMH, KOTOPbIE HEO0X0JUMO
coxpaHiATb. Bo BpeMsa 3auera YUYMTBHIBAIOTCA  PE3YJIbTAThl  BBIIOJIHEHUSA
KOHTPOJIbHOHN pabOTHI.



AHTJIUUCKAH SA3BIK

KounrposabHas padora

Bapuanr 1.

|. IlpouuraiiTe W YCTHO mepeBeAUTe HAa PYCCKHUH S3BIK BeCh TeEKCT.
IlepeBeauTe NMCHbMEHHO NePBbIi ad3all.

Retaining Good Staff

An organization’s capacity to identify, attract and retain high-quality,
high performing people who can develop winning strategies has become decisive
in competitive advantage. High performers are easier to define than to find. They
are people with limitless energy and enthusiasm. They are full of ideas and get
things done quickly and effectively. They inspire others through the force of their
example. Such people can push their organizations to great heights. However high
performers generally leave because organizations do not know how to keep them.
Money remains an important motivator but organizations should not imagine that it
is the only one that matters. In practice, high performers take for granted that they
will get a good financial package. They seek motivation from other sources.

High performers are very keen to develop their skills and their
curriculum vitae. Offering time for regeneration is another crucial way for
organizations to retain high performers. Work needs to be varied and time should
be available for creative thinking and mastering new skills. They do not want to
feel that success they are winning for the organization is lost because of the
inefficiency of others or by weaknesses in support areas. Above all, high
performers — especially if they are young — want to feel that the organization they
work for regards them as special. If they find that it is not interested in them as
people but only as high performing commodities, their loyalty is minimal. On the
other hand, if an organization does invest in its people, it is much more likely to
win loyalty from them and create a community of talent and high performance that
will worry competitors.



1. Onpenenure , ABJIAIOTCS JIU YTBEPKIEHUS:

a) HCTUHHBIMH
b) mo:kHBIMEI

C) B TeKcTe HeT HHpopManuu

1) Work doesn’t need to be varied.

2) High performers are very keen to develop their skills.

3) High performers are very ambitious people.

Buecure Bamu oTBeTHI B TA0JIMILY

2.

I11. HaiiguTe Jiekcnueckne IKBUBAJIEHTHI K BbIPA:KEHUSIM U3 TEKCTA.
IlepeBenuTe ¢JI0Ba M BbIPAKEHHUS U3 MIEPBOI0 CTOJI0OMKA HA PYCCKUH
SI3bIK.

Buecure Bamu orBeTsl B TA0/IMILY.

l_\

8.

9.

. to be keen on smth

. enthusiasm

. high performers

. loyalty

. organization

. motivation

. to take for granted
regeneration

skill

10. competitor

a) a strong feeling of interest and
enjoyment about  something  and
eagerness to be involved in it

b) creative people

¢) the quality of remaining faithful to
principles, country etc

d) to like smth

e) eagerness and willingness to do
something without needing to be told
or forced to do it

f) an ability to do something well,
especially because you have learned
and practised it

g) a group such as a business that has
been formed for a particular purpose




h) a nerson. team. companv etc that is
7 = 7 7 ~ P

competing with another

1) making something develop and grow
strong

J) to value someone or something too
lightly

IV. Onpenenure 0OCHOBHYIO H/I€I0 TEKCTA.

a) Winning success
b) ldentifying high performers
¢) Motivating high-calibre staff

V. Pacnoaoxure ¢paspl auajora B NPaBUJIbLHON I0CJI€I0BATEIbHOCTH
(coenunute uudppsl u OykBbl). BHecure Bamm orBerbl B TadJHILY.
IlepenumnTe 1MAaJ0r B NPABUJILHOM MOPSIIKeE.

a) Could I have two telephones?

b) Ok. What would you like to order?

c) Sure. It’s one hundred fifty dollars.

d) Good morning. Spyline Products. Sales.

e) Hello, I"d like to place an order, please.

1. 2.3.4.5.




VI. Pacnojio:kure 4YacTH /[JeJOBOr0 NHCbMa B MPABWIBHOM MOPSIKe.
(coequnute OykBbl U UMpbI). BHecute orBerbl B Tadumuy. Ilepenmnmure
NMCbMO B IPABWJIbHOH MOCJIEI0BATEILHOCTH.

a) Dear Mr. Fountain
b) 6 Lakeside Road

UK

5th March
Customer number: AF2789

c) | 'am writing to complain about the computer that | bought from your
company last week. I am unhappy with the computer. I’d like you to send
one of your technicians to my house as soon as possible to fix it. | hope
to hear from you in the near future, and can be contacted at any time on
the mobile number above.

d) Mr. Fountain Springbourne
Technologies Unit 7, Riverside

Business Park Wilham

e) Yours sincerely

Chris Brown




Bapuanr 2.

|. IIpouurtaiite M YCTHO mepeBeAUTe HA PYCCKUIl HA3BIK BeCb TEKCT.
IlepeBennTe NUCHMEHHO NEPBbINA ad3al.

Job Ads

Checking out job advertisements is popular with executives worldwide. But
though the activity is universal, is the same true of the advertisements? Are
executive positions in different countries advertised in the same way? First, what
UK job seekers consider an essential piece of information what the post pays — is
absent from French and German adverts. Most British advertisements mention not
only salary, but also other material incentives including a car and fringe benefits.
French or German advertisements rarely refer to these. The attention given to
rewards in the UK indicates the importance of the job and its responsibility. In
France and Germany, that information is given by the level of experience and
qualifications demanded. Salary can be assumed to correspond with this.

If French and German adverts are vague about material rewards, they are
precise about qualifications. They usually demand ‘a degree in..’, not simply ‘a
degree’. In Germany, for example, a technical director for a machine tool company
will be expected to have a degree in Mechanical Engineering.

French advertisements go further. They may specify not just the type of
degree, but sometimes a particular set of institutions.

All this contrasts with the vague call for ‘graduates’ which is found in the
UK. British companies often give the impression that they have a particular type of
applicant in mind, but are not sure about the supply and will consider others. Their
wording suggests hope and uncertainty.

In the UK qualifications beyond degree level make employers nervous, but

in France or Germany it is difficult to be ‘overqualified’.



I1. Onpenenure, ABASAIOTCS JIM YTBEPKICHUS:

a) HCTHHHBIMH
b) mo:kHBIMEI
C) B TeKkcTe HeT HH(pOPMAINH

1. Job advertisements are the same in different countries.
2. Job advertisements differ in three European countries.

3. Job advertisements differ in Europe and the US.

Buecure Bamu oTBeTHI B TA0JMILY

1. 2. 3.

I11. HaiiguTe Jiekcnueckne IKBUBAJIEHTHI K BbIPA:KEHUSIM U3 TEKCTA.
IlepeBenure cjI0Ba U BbIPAKEHUSI U3 MIEPBOI0 CTOJI0UKA HA PYCCKHUIA
si3bIK. BHecuTe Bamu oTBeTHI B TA0/IHITY.

a. an additional advantage
given with a job besides
wages

1. job advertisement

_ b. Smth that encourages you
2. Executive to work harder

_ c. set of information about a
3. job seeker job that is available

d. a manager in a company
who helps to make

4. Salary ) e
important decisions
e. someone who has
. completed a universit
5. Incentive P Y

degree training
f. diploma that qualifies a




person to do or be smth

6. fringe benefit
g. a person, company or
7. Experience organization that employs
people
h. someone who is trying to
8.  Qualification find a job

I. knowledge or skill that
9. Graduate you gain from doing a job

J. money that you receive as

10. Employer payment from the
organization you work for

Buecure Bamu oTrBeThl B TA0JIMILY

1. 2. 3. 4. S. 6. 7. 8. 9. 10.

IV. Onpenenure 0OCHOBHYIO HACIO TEKCTA.

1. Job advertisements are the same in different countries.
2. Job advertisements differ in three European countries.

3. Job advertisements differ in Europe and the US.

V. Pacnoaoxure ¢pasbl auajgora B NPaBHIBHON IOC/IeI0BATEIbHOCTH
(coenmnure uuppbl U OykBbl). BHecure Bamm orBerbl B TalJaHLYy.
IHepenummuTe a1MaI0r B NPAaBUILHOM NMOPSAKeE.

a) Thanks very much.
b) Is there someone | can speak to about applying for the course?
¢) Hello, is Martha there?




d) ’'m sorry she’s in a meeting.

e) I’ll transfer you to Silva.

VI. PacnoJyoxurte yactu A€JI0OBOI'0 NMUCbMa B IIPaBUJIbHOM MMOPHAKE

(coequnuTe OYKBBHI M HU(PPHI). BHecuTe oTBeThI B Ta0AMIy. Ilepenummure
NMCbMO B IPABWIbHOM MOCJI€I0BATEILHOCTH.

a) Dear Mr. Smith

b) 25 Wellington Rd
London NW10 4PZ
United Kingdom
17 September, 2013

c)Bank of England,
Threadneedle St,
London, EC2R 8AH

d) As | explained to her on the phone, my account has in fact always
been in credit.

She promised that she would look into the problem and get back to me.
However, | have heard nothing from her since.

| hope that you will be able to help me as soon as possible.

e)Awaiting your reply.
Yours sincerely,

Andrew Bogart




f) Following the recent telephone conversation that | had with Mrs. Adams,
I am confirming the complaint that I made to her concerning the £ 60

overdraft charge that your bank has mistakenly debited from my account.

Bapwuanr 3.

|. IlpouuraiiTe 1 yCTHO NepeBeINTe HA PYCCKUH fI3bIK BeCh
TekcT. [lepeBenure nucbMeHHO NepPBbIN ad3ail.

How to Make the Most of a Job Interview

If you’ve done your paperwork right, managed to arouse an employer’s
interest and landed a job interview, your real work is just beginning. It’s one thing
to impress somebody on paper or over the telephone, but it’s another thing to
impress in the flesh. A job interview is a business appointment in which everything
counts in conveying a good impression. Experts will tell you that advance
preparation is the key to interview success. Before you go to a job interview, find
out all you can about the company. Depending on the results of your research, you
are supposed to prepare an interview outfit that will make you look your very best.
In most places you are not expected to wear a Chanel suit, but even if you are fresh
from school don’t think that your favorite blue jeans, an oversized sweater and a T-
shirt will be right for projecting a businesslike image.

Many personnel managers will confess that they often turn candidates down
for poor appearance; however, your looks alone will not help you get a job unless
you are well prepared for the interview. It makes perfect sense to go through your
resume once again and make sure you know the dates of important events. Another
thing you can do is go through your personal achievements to make up your mind
what you might want to present to an interviewer as an impressive argument in
your favor. Before the interview, give yourself a good rest , budget



your time well, prepare everything you need in advance, so as not to panic and
get lost at last minute!

Every organization has its own culture and traditions, but there are some
things to consider that may help everyone.

You know that in many positions your lack of experience is a big
disadvantage. You can also compensate for your lack of experience with your
qualifications, enthusiasm, ability to learn quickly, and most of all your sense of
responsibility.

It’s natural therefore that if you really want to get this job you must show
yourself as a mature individual who is not acting on impulse, but is quite serious
about his/her choices. Fight for your place in life: change negative into positive:
you are young but you are strong and can learn fast.

1. Onpenesnure , ABJIAIOTCS JIM YTBEPKICHUSA:

a) HCTUHHBIMH
b) KoxHBIMEI
C) B TeKkcTe HeT HH(pOPMAIUH

1. Thisis an interview for candidates who have done their
paperwork successfully.

2. Many personnel managers often turn candidates down only for lack of
experience.

3. Things like jeans and T-shirts are not suitable for a business office.

Buecure Bamu oTBeTHI B TA0JIHILY

I1l. HaiiguTe Jekcuyeckne SJKBUBAJIEHTHI K BbIPAaKeHUIM U3 TEKCTA.
IlepeBenure cji0Ba U BHIPAXKEHUS U3 IEPBOT0 CTOJI0OMKA HA PYCCKH
si3bIK. BHecuTe Bamu oTBeTHI B TA0/IHITY.




1. to arouse an employer’s interest a) to get an invitation for a job

2. to land a job interview b) the way to succeed at an interview

3. to interview success C) to reject a candidate

4. to turn a candidate down d) not feeling confident or relaxed

5. to impress in the flesh e) to examine smth. very carefully

6. to convey a good impression f) to be like an adult person

7. to make up one’s mind g) to impress in person

8. to get lost h) to draw the interest of the
employer

9. to go through
1) to make a good impression
10. a mature individual
J) to decide

V. Onpenesinte 0CHOBHYI0 H/I€I0 TEKCTA.

What counts in conveying a good impression during a job interview?

1. Advance preparation is the key to success.
2. Appearance does count.




3. Everything counts.

V. Pacnosoxure ¢pasbl IAUAJ0ra B IMPABUIBHOH I0C/I€I0BATEJIbHOCTH
(coequnute mu@psl 1 0ykB). Buecnte Bamm orBetrsl B Ta0/nny. Ilepennmure
JAHAJIOT B NPABWJIbHOM MOPSAIKe.

a) Right. Good-bye.

b) Good morning. AIC Computing.

c) No, thank you. I’1l call later.

d) Sorry, sir. Mr. Roberts is not available. Is there any message?
e) Hello. May | speak to Mr. Roberts?

VI. PacnoJsoxure 4YacTd [AeJIOBOr0 MNHUCbMAa B IPAaBUJIBHOM IMOPSAKe
(coenmauTte OykBbl M HUu@pbl). BHecute Bamm orBerbl B TalJHIYy.
IHepenummnTe NMCbMO B IPABWIBHOM MOCJI€I0BATEILHOCTH.

a) Dear Ms. Kaassen,

b) Ultrasonic Ltd.
Warwick House, Warwick St., London SW2 1JF
United Kingdom

c) Yours sincerely,
Kay Reynolds
Sales Manager

d) Bredgade 51
DK 1110
Copenhagen
Denmark




e) In relation to your order received today, we cannot supply the quantities you
need at the moment. Please confirm as soon as possible if a part-delivery would be
acceptable, with the rest to follow later.

Bapmuanr 4.

|. IIpounTaiiTe U YCTHO NepeBeaUTe HA PYCCKUI I3bIK BECh
TekcT. [lepeBennre nucbMeHHO epPBbIN ad3aill.

Different Cultures

In the Global Economy, it is more important than ever to know how they do
things in other countries. Perhaps the key to a successful business trip is a genuine
respect for other cultures. For the business traveller, the famous saying is certainly
true: “Think globally, act locally”. Timing is everything in business. Western
businesspeople, in particular, are obsessed with it — after all, “time is money”. But
even in Europe, attitudes to timekeeping can still be regarded as local customs. In
Germany or Switzerland, you should never arrive fifteen minutes late for a
meeting, while in France, that is quite acceptable. If you agree to meet your Italian
colleague at 12 o’clock and they arrive half an hour late, they probably won’t give
you an excuse but will almost certainly have a great idea. And, as for the British,
one cynical businessman has observed that they pretend to be German but, in fact,
they would like to be Italian!

Cultures also view gifts very differently. In Anglo-Saxon countries, for
example, businesspeople do not expect to receive presents from visitors, and
anything more expensive than a small corporate gift like a pen could cause
embarrassment. But in Asia, particularly in Japan and the Middle East, gifts have a
much greater importance in establishing a personal and business relationship. Even
there, gifts do not have to be very expensive, although they should be of a high
quality.

But cultural stereotypes are rarely helpful when dealing with individuals. Nor
all Americans are pushy and loud; not all English people are reserved and formal.
The same is true of any culture. There are Italians who do not gesture and Japanese
who never apologize. So, when you travel overseas, try to leave behind all ideas
based on jokes and movies. Keep an open mind and you will meet individuals far
more than cultural stereotypes.




1. Onpenennre , AIBJASIIOTCS JIH
YTBEpP:KIEHUSA: a) HCTHHHBIMH

b) JoxHBIMEI
C) B TeKcTe HeT HHpopManuu

1. Giving and receiving gifts is an important part of business life in the
Middle East.

2. You should always take an expensive gift when you visit an
American company.

3. It’s embarrassing for Russian people to receive gifts.

Buecure Bamu oTBeTHI B TA0JHIY

1. 2. 3.

I11. HaiiguTe JiekcMueckue IKBUBAJIEHTHI K BbIPAaKEHHSIM U3 TeKCTA.
IlepeBenuTe cjiI0Ba U BbIPaKeHHsI U3 MEPBOI0 CTOJI0MKA HA PYCCKHUIA
si3bIK. BHecuTe Bamm oTBeThI B TA0/IMITY.

1. cultural stereotypes a) world economy

2. to establish relationship b) to build human relations
3. of high quality c) ethnic traditions

4. global economy d) of superior grade

5. to apologize e) take a dim view of smth
6. a gift f) to be sorry

7. acustom g) a present




8. stay objective h) a tradition
9. restrained 1) keep an open mind
10. to give up all believes J) reserved
1 2 3 4 5 6 7 8 9 10

IV. Onpenesure OCHOBHYIO H/I€I0 TEKCTA .

1. Every country has its own culture, tradition and signs of difference.
2. Think globally, act locally.

3. When you do business abroad, it is important to give expensive
gifts to businesspeople.

V. Pacnonoxure ¢passl Auajora B NPaBUILHOH I0CJI€I0BATEIbLHOCTH
(coenmnure uuppbl U OykBbl). BHecure Bamm orBerbl B TalJauLYy.
IlepenumnTe J1MajI0r B IPaBUILHOM NOPSAKe.

a) Thank you very much. Bye!

b) Hold the line, please. .... I’'m sorry, she’s in the meeting now. Can | take
the message?

¢) Thank you. | will give her the message.
d) Oh, hello. I"d like to speak to Alan, please

e) Good afternoon, Sales and marketing.




VI. Pacnosoxkure 4YacTH [1eJIOBOI0 MNUCbMa B IMPAaBUJIBHOM IOPSIKe

(coequnuTe OyxkBbl M nMdpbl). BHecuTe orBerhl B Tadiaumy. Ilepenummre
NMCbMO B IPABUJILHOM MOCJIEI0BATEILHOCTH.

a) Dear Ms.Wilson,

b) Ms. Wilson
JBD Bank
56 Cheapside
LONDON EC4Y 2WD

23 June 2013

c) 25 Wellington Road
LONDON NW10 4PZ

d) I look forward to hearing from you.

Yours sincerely,
James Smith

d) I have good personal skills, and | am very interested in banking. | am good at

communicating with people. I am currently working part-time in a bookshop, so |
have experience of dealing with customers and handling money.

e) I am writing to apply for the job of customer advisor, as advertised on
your website on 13, June.

Bapuanr 5.

|. IlpouuraiiTe W YCTHO mepeBeAUTe HA PYCCKHH S3bIK BeCh TEKCT.
IlepeBenure nucLMEHHO NMEPBbI ad3al.



Recruitment

1. The process of finding people for particular jobs is recruitment or,
especially in American English, hiring. Someone who has been recruited is a
recruit or, in American English, a hire. The company employs or hires them; they
join the company. A company may recruit employees directly or use outside
recruiters, recruitment agencies or employment agencies. Outside specialists called
headhunters maybe called on to headhunt people for very important jobs,
persuading them to leave the organizations they already work for. This process is
called headhunting.

2. Applying for a job

Fred is a van driver, but he was fed up with long trips. He looked in the situations
vacant pages of his local newspapers, where a local supermarket was advertising
for van drivers for a new delivery service. He applied for the job by completing an
application form and sending it in.
Harry is a building engineer. He saw a job in the appointments pages of one of the
national papers. He made an application, sending in his CV (curriculum vitae — the
“story” of his working life) and a covering letter explaining why he wanted the job
and why he was the right person for it.

3. Selection procedures
Dagmar Schmidt is the head of recruitment at a German telecommunications
company. She talks about the selection process, the methods that the company uses
to recruit people: “We advertise in national newspapers. We look at the
backgrounds of applicants: their experience of different jobs and their educational
qualifications. We invite the most interesting candidates to a group discussion.
Then we have individual interviews with each candidate. After this, we shortlist
three or four candidates. We check their references by writing to their referees:
previous employers or teachers that candidates have named in their applications. If
the references are OK, we ask the candidates to come back for more interviews.

Finally, we offer the job to someone, and if they turn it down we have to think



again. If they accept it, we hire them. We only appoint someone if we find the right

person.”

1. Onpenenure, siBJsieTCS JIM yTBEPKAEHHE:

a) HCTHHHBIM
b) JoxKHBIM
C) B TeKcTe HET HH(pOPMAINH

1. A company may recruit employees directly or use outside recruiters,
recruitment agencies or employment agencies.

2. In life of any person there is a moment when he must take a very important
decision — to find a job which will bring satisfaction and money simultaneously.

3. Harry, a building engineer, found a job in the appointments pages of his
local newspapers.

Buecure Bamu oTrBeThl B TA0JIMILY

1. 2. 3.

I11. HaiiguTe Jiekcnueckne IKBUBAJIEHTHI K BbIPA:KEHUSIM U3 TEKCTA.
IlepeBennTe €JI0Ba M BbIPAKEHUs U3 MIEPBOr0 CTOJIOMKA HA PYCCKMH
si3bIK. BHecuTe Bamm oTBeThI B TA0/IMILY.

1) company a) a person who is applying for a
position

2) to hire b) a number of persons united for
business or commerce

3) qualification c) activities that people do for
themselves or for other people to satisfy
their wants

4) to appoint d) to employ someone




5) CV (curriculum vitae)

e) the process of choosing one person or
thing from a group

6) applicant ) a document that gives details of a
person's experience and qualifications
7) selection g) an examination passed at school or

university

8) recruitment

h) to name or assign to a position

9) covering letter

1) the process of finding people for
particular jobs

10) services

J) a letter written to en employer in
response to a job advertisement

IV. Onpeaesure OCHOBHYIO H/I€I0 TEKCTA .

a) Individual interviews with applicants

b) The process of finding people for particular jobs

c¢) Advertising for vacancies

V. Pacnosoxure ¢pa3sl aUajJ0ora B NPAaBWIBLHOH IOC/IEA0BATEIbHOCTH

(coenmnure uuppsl U OykBbl). BHecure Bamm orBerbl B TalJaHLYy.

HepermumTe AUAJIOI B IIPABUJIBHOM NMOPHAKE.

Steve Marshal and Ben Long work for an engineering company. Steve has
just returned from London, where he was at the trade fair.

a) Hi, Steve. Excellent. We made some good contacts.

b) Ihope so. We’ve had some good news this week.

c) No, we didn’t get any contracts. But I’m sure, we’ll get some soon.

d) Hello, Ben. How was the trade fair in London? Any contracts?

e) Contacts? I asked if you’d got some contracts.




VI. PacnoJsioxkure 4YacTd [JAeJIOBOr0 MNHUCbMAa B IPAaBUJIbLHOM TMOPSAKe
(coenunute OykBbl U UMGpsI). BHecute orBerbl B Taduuuy. Ilepenumure
MUCHMO B IIPABUJILHOU MOCJIEA0BATEIbHOCTH.

a) | am writing to apply for one of the positions as salesperson which you
advertised in the Evening Standard on May 23. | am particularly interested in
working for a company which can provide me with sales experience. | look
forward to receiving your reply.

b) William Ketterling
Personal Manager

Yule and Campbell UK Ltd
Unity House

57 London Road

Reading RG6 1UH

C) 24 Belsize Gardens
London NW3

25 May

d) Yours sincerely,
Helen Wilcox

e) Dear Mr. Ketterling,

1. 2. 3. 4. S.
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