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Conepxkanue

Ne HaumeHoBaHue paszjieiia Crtp
1 | [lepeueHsb MIaHUPYEMBIX PE3YJILTATOB OCBOCHUS 00pa30BaTEIbHOM 3
nporpaMmsl (IiepedeHb KOMIICTEHIINIT) ¢ YKa3aHWEeM HHIMKaTOPOB UX
JOCTHKEHUS U TUIAHUPYEMBIX PE3yJIbTaTOB O0YUEHHs MO AUCIMIUINHE.
2 | Iloka3arenu M KPUTEPHUHU OLICHUBAHUSI KOMIICTECHIIMI HA Pa3IMYHBIX dTarax ux 6
(dopMHUpOBaHUSs, OMTMCAHHE LKA OLICHHBAHMUS
3 | O1leHOYHBIH JHUCT Pe3yNbTaTOB 00YUYeHHS K JUCIUIUINHE 8
4 | KoHTposbHBIE MaTepHalbl, HEOOXOANMBIC [T OLIEHKH HHANKATOPOB 11

JOCTHKCHMS] KOMIIETEHIIMI, YMEHUM U 3HAHUU




1. IlepeyeHb mJIaHHPYeMBIX Ppe3yJbTATOB OCBOeHHMS O00Opa3oBaTeJbHOI
nporpaMmsl (Iepe4yeHb KOMIIETEHI M) € YKa3aHHEM HHAUKATOPOB HX
AOCTHKEHHUS U IJIAHUPYEMBIX Pe3yJbTATOB 00yYeHHs 0 JUCHHMIINHE

=
= Pe3yabTaThl 00yuyeHust (YMEHUS U
g § HaumenoBanue NuaukaTopsl 10CTHKEHUS 3HAHMSA) COOTHECEHHbIE C
< 2| KoMIeTeHIHH KOMIIeTeHIIUH HHIMKATOPAMH J0CTUKEHHUS
= KOMIIeTeHIH T
=
VYK-3 | CriocoOHOCTH 1. Ucnonb3yeT UHOCTpaHHBIN | 3HATH.:
MPUMCHSTH 3HAHUS | SI3BIK B MEXKIIMYHOCTHOM 3HAYCHUE U3yYCHHBIX JIEKCHIECKUX
WHOCTPAHHOTO oOLIeHUH U €IMHHULI, OOCITY)KHBAIOIINX CUTYaI[UU
A3bIKa HA YPOBHE, npodeccuoHanbHOM MHOSI3bIYHOTO O0ILEHUs B chepax
JIOCTaTOYHOM ISl | A€ATEIbHOCTH, BBIOUpPAs JeSITeNIbHOCTH, TPElyCMOTPEHHOMN
MEXJIMYHOCTHOTO | COOTBETCTBYIOIINE HanpasieHneM nmoarotroBku 38.03.05
o01ieHust, yueOHOM 1 | BepOasibHbIe U HeBepOanbHble | busHec-undopmaruka,
npo(hecCHOHATIBHOM | CpeicTBa KOMMYHUKALIUU oOpa3oBaTenpHas Mporpamma
JESITEIbHOCTH «udpoas tpanchopmanus

yIpaBieHUs: OU3HECOM», TPODHITH
«UT-meHemKMeHT B OU3HECE»

Ymersn:

WCTIOJIb30BaTh HHOCTPAHHBIN SI3BIK B
MEXJIMYHOCTHOM OOIIEHUH U
po¢eCCHOHAIBHON JeATETHHOCTH
npu BepOaJIbHOM U HEBEpOaIbHOM
oO1eHnn

2. Peanuzyet Ha
MHOCTPAaHHOM SI3bIKE
KOMMYHHUKATHBHBIE
HaMEpeHUs YCTHO U
MUCHMEHHO, MCTIONIB3YS
COBPEMEHHBIE
MH(OPMaLOHHO-
KOMMYHHUKATHBHbBIE
TEXHOJIOTUHT

3HaTh:

BUJIbI KOMMYHHUKATHUBHBIX
HaMEpEHHIA; 3HAYCHUS JIEKCHIECKUX
€IMHUI] UTHOCTPAHHOTO S3bIKA MPU
WCTIOJIB30BaHUH COBPEMEHHBIX
MH(POPMAIMOHHO-
KOMMYHHUKATHBHBIX TEXHOJIOTHI

Ymern:

no0MpaTh U MPUMEHSTh
COOTBETCTBYIOIIHE JICKCHUECKHUE
€IMHUIIBl THOCTPAHHOTO SI3bIKA B
OOIIIEHUH U PEUECBOH JIEATEILHOCTH
Ha MHOCTPAHHOM $I3bIKE TIPU
UCTIOJIb30BAHUH COBPEMEHHBIX
MH(POPMAIIMOHHO-
KOMMYHUKAaTHBHBIX TEXHOJIOTUH




3. Ucnonb3yeTr npuemsl
yOIMYHOM peun U JeJI0BOro
U Ipo(heCCUOHATILHOTO
JUCKypca Ha MHOCTPAaHHOM
A3BIKE

3HaTh:

MPUEMBI ¥ IPUHITUIIBI TOCTPOCHUS
MyOJIMYHOM peun B CUTyalUH
MEXKYJIbTYPHOTO B3aUMOJICHCTBUS;
MpUEeMbl, YOSKIeHUS,
apryMEHTaIliH, BRIPAKCHUS MHEHUS
Ha MTHOCTPAHHOM SI3bIKE; JIEKCHKO-
rpaMMaTH4YecKre 0COOEHHOCTH
WHOS3BIYHOM MyOIMYHON PeUr B
CHUTYallUH JIEJIOBOTO U
poeCCHOHAIIBHOTO OOIIICHHS;
MpaBWJIa IOITOTOBKU MyOITMIHOMN
pedr Ha THOCTPAHHOM SI3bIKE;
MIPUEMBI M HHOSI3BIYHBIE CPEACTBA
JIEIIOBOTO M MPO(EeCCUOHAIBHOTO
JIICKypca

Ymers:

coo0MmaThr HHPOPMAITUIO HA OCHOBE
MIPOYUTAHHOTO TeKCTa B hopme
MOJITOTOBJICHHOTO MOHOJIOTUYECKOTO
BBICKa3bIBaHUS; HCIIOJIb30BATh
[IPUEMBI U TIPUHIIHAITBI TOCTPOCHHSI
MyOIMYHOM peun Uit COOOIICHHUS
npodeccuoHanbHO-
OPHECHTUPOBAHHOTO COJICPIKAHUS HA
HHOCTPAHHOM SI3bIKE

4. JleMOHCTpUpPYET BAaJACHUS
OCHOBaMH aKaJgeMHUYeCKOi
KOMMYHUKAIMHA U PEYEBOTO
ATUKETA N3y4aeMOro
MHOCTPAHHOIO S3bIKa

3HaTh:

OCHOBHBEIC HOpMBI AKAICMHUIYCCKOIoO U
COLIMAJILHOTO TTOBE/ICHUS U PEUEBOM
OTHKCECT, HpI/IHSITI)IC B CTpaHC
M3Yy4aeMOTO SI3bIKa

YMeTh:

co001IaTh HHPOPMAITUIO
aKaJIEMUYECKOTO COIepKaHUsI Ha
MHOCTPAHHOM SI3bIKE; UCII0JIb30BATh
IIPUEMBI AKAJEMUYECKON YCTHOU U
MHCbMEHHOW KOMMYHUKAIIUU Ha
WHOCTPAHHOM SI3bIKE; TPUMEHSATH
MpaBUJjia peUYEBOIr0 SITUKETA B
CUTYAIHUSIX aKaJEMUIECKOTO
oOmIeHus




5. I'pamoTHO 1 3 deKTHBHO
II0JIb30BAaTHCsI NHOA3BIYHBIMU
UCTOYHHUKAMU HH(POpMAITUU

3HaTh!

MpaBUJjIa UCIIOJIb30BAHUS PA3TUUHBIX
TEXHUYECKHUX CPEJICTB C IEJIbI0
MMOMCKA U U3BJICYECHUS MHOSI3LIYHOMN
nH(pOpMaIK; OCHOBHBIC IMPaBHJIA
OTpe/IeIICHUS] PEJIEBAHTHOCTHU U
HaAEKHOCTH MHOS3BIYHBIX
HMCTOYHHKOB; OCHOBHBIC MPaBUJIA
aHaIM3a U CHHTE3a HHPOPMAILIUH

YMmern:

MOHUMATh WH(POPMALIHUIO TPU YTEHUH
yueOHOM U CIIPaBOYHOM JIUTEPATYPhI
B COOTBETCTBUHU C KOHKPETHOM
LIEJIbI0; U3BJIEKATh OCHOBHYIO U
BTOPOCTETICHHYIO HH(OPMAIHIO U3
MHOSI3bIYHBIX UICTOYHUKOB Pa3HOTO
THUIIA; CUCTEMATU3UPOBATh U
IIPUMEHSTH U3BJICYECHHYIO
MHGOPMALIMIO JJIS PeIIeHUs
KOMMYHHUKATHUBHBIX U
npodecCHOHATIBHBIX 3a]1a4

6. [Iponymupyer Ha
MHOCTPAHHOM SI3bIKE
MHCbMEHHBIE PEYEBBIC
IIPOU3BEICHNUS B
COOTBETCTBHH C
KOMMYHUKaTUBHOM 3aJauei

3HaTh:

OCHOBHBIE OpTaHU3aI[UN
MUCbMEHHOW KOMMYHHKAIIHH,
(GYHKIIUY MTUCbMEHHBIX
KOMMYHHKATHBHBIX CPE/ICTB

YmMmern:

MUCHbMEHHO PEaTM30BhIBATh
KOMMYHHUKATHBHbBIC HAMEPEHUS
(urpopMUpOBaHUE, MPEATOKEHNUE,
3anpoc, NoOYKJIeHUE K ICUCTBHIO,
npock0a, (He)cormacue, OTKas,
W3BUHEHHE, OJIar0JJapHOCTb);
COCTaBJIATH JICJIOBBIC MHCHMA,
JOJHKHOCTHBIE 3aIUCKH, PE3IOME,
COIIPOBOTUTEIIEHOE ITHCHMO,
KOHTPAKT ¥ UHBIC BUJIbI TOKYMEHTOB
Ha MTHOCTPAHHOM SI3bIKE




2. Hoka3aTteu W KpPUTEPUH OLEHHWBAHUS KOMIETEHUHII Ha Pa3IuYHBbIX

Tanax ux (pOpMUPOBAHUSI, ONNMCAHUE IIKAJ OLleHUBAHUS

YpoBeHb c(hopMHPOBAHHOCTH KOMIIETEH M

«MuHHUMAaJbHBIT «MuHMMaJIbHBIA «CpenHuii ypoBeHb) «BbICOKHI YPOBEHb)»
YPOBEHb He YPOBEHb)
JOCTUTHYT»

Kommerenuu He Kommerenun Kommerenun Kommerenun

chopMuUpOBaHBI. c(hopMUPOBaHBI. c(hOpMHUPOBAHBI. c(hopMHUPOBAHBHI.

3HaHus CdopmupoBaHbI 3HaHuUs OOIIMPHBIE, 3HaHUs TBEpbIC,

OTCYTCTBYIOT, 0a30BbI€ CTPYKTYpBI CHUCTEMHBIE. apryMEHTHUPOBAHHBIC,

YMEHHMSI U HaBbIKU | 3HAHUM. YMeHus HOoCAT BCECTOPOHHUE.

He chopMupoBaHbL. | YMEHUs PENpOLYKTUBHBIN YMeHHs yCIenHo
(dbparMeHTapHbI U HOCAT | XapakTep, IPUMEHSIOTCS | MPUMEHSIOTCS K
PENPOTYKTUBHBIN K PEIICHUIO TUITOBBIX pEIIEHUIO KaK
Xapakrep. 3a/laHuH. TUTIOBBIX, TaK U
JemoHcTpupyercs JlemoHCTpUpYyETCS HECTaHJAPTHBIX
HU3KHUI ypOBEHb JIOCTaTOYHBIN YPOBEHB TBOPYECKUX 33JaHUU.
CaMOCTOSITEJIbHOCTH CaMOCTOSITEIbHOCTH JlemoHcTpupyercs
MIPAKTUYECKOTO YCTONYHUBOTO BBICOKHI YPOBEHB
HaBbIKA. IPAKTUYECKOIO HAaBbIKA. | CAMOCTOSTEIbHOCTH,

BBICOKAsl aJalITUBHOCTh
MPaKTUYECKOT'0 HABbIKA.
Onucanue KpuTepueB OLEHUBAHNS

OO6yuatronuiics OO6yuatronuiics OO6yuaromuiics OO6yuaromuiics

JEMOHCTPUPYET: JEMOHCTPUPYET: JEMOHCTPHUPYET: JEMOHCTPHUPYET:

- CYLIECTBEHHBIE - 3HAHUA - 3HaHUE€ U TIOHUMaHUe - TIIyOOKHe,

poOebl B TEOPETUYECKOTO OCHOBHBIX BOIIPOCOB BCECTOPOHHHE U

3HaHMSX y4eOHOTO | MaTepuana; KOHTPOJIUPYEMOTO apryMEHTUPOBaHHbBIE

MaTepuana; - HETOJIHbIE OTBETHI HA | 00BEMa MPOrpaMMHOIO 3HAHUS TPOTPAMMHOTO

- IOIIYCKarOTCs OCHOBHBIE BOIIPOCHI, MaTepuana; MaTepHana;

MPUHITMTIIAATBFHBIE | OITUOKU B OTBETE, - TBEp/IbIC 3HAHUS - [IOJIHOE TIOHUMaHHe

OIIMOKY TIpH HEZ0CTaTOYHOE TEOPETUYECKOTO CYILIHOCTHU U

OTBETE Ha MOHMMAaHHE CYITHOCTH | MaTepuana. B3aMMOCBSI3H

OCHOBHBIE U3JIaraeMbIX BOIPOCOB; | -CIIOCOOHOCTH paccMaTpuBaeMbIX

BOIPOCHI OuIIeTa, - HEYBEpEHHbIE U yCTaHaBIMBaTh U MPOIIECCOB | SIBJICHUH,

OTCYTCTBYET HETOYHbIE OTBETHI Ha OOBSICHSIT CBSI3b TOYHOE 3HAHUE

3HaHUE U JIOTIOJTHUTETLHBIC MIPaKTHKH U TEOPHUH, OCHOBHBIX TIOHSITUH B

MMOHUMaHUE BOITPOCHI; BBISIBIIATD pamKax o0CyXTaeMbIX

OCHOBHBIX TIOHSITUH | - HEJIOCTATOYHOE MIPOTHBOPEYUSI, 3a/laHuM;

U KaTeropHuii; BJIQJICHUE JIUTEPATYPOH, | MPOOIEMBI ¥ TEHJCHIIMH | - CIIOCOOHOCTh

- HETIOHUMAaHHE PEKOMEHTIOBaHHOM pa3BUTHS; yCTaHaBJIUBATh U

CYILIHOCTHU porpammoit - IPaBWIbHbBIC U OOBSICHSITD CBSI3b

JOTIOTHUTEBHBIX | IUCUUIUIMHBI; KOHKpETHbIE, 0€3 rpyObIX | IPAKTUKU U TEOPUH;

BOIIPOCOB B paMKax
3aJaHull OuyIeTa;

- ymeHue 0e3 rpyOobIx
ommOOK periaTh
NpaKTUYECKUE 3aaHus,
KOTOpBIE CIIeTyeT
BBITIOJIHUTD.

OIIMOOK, OTBETHI Ha
MMOCTaBJICHHBIEC BOIIPOCHI;




- OTCYTCTBUE
YMEHHSI BBIIIOJIHATH
MPAKTHYECKHE
3a/1aHus,
PelyCMOTPEHHbIE
IIpOrpamMmoin
JUCIUIINHBI,

- OTCYTCTBUE
TOTOBHOCTHU
(crocoOHOCTH) K
JUCKYCCHUU U
HU3KYIO CTEIICHb

- YMEHUE peniaTh
MPaKTUYECKUE 3aaHus,
KOTOpBIE CIeAyeT
BBIIIOJIHUTE;

- BJIaJIcHUE OCHOBHOM
JIUTEPATYPOH,
PEKOMEHTIOBAHHOM
IpOrpaMMon
JIUCIUILINHEL,

- HAJIMYME COOCTBCHHOM
000CHOBAHHOM MO3UIINH
0 00CYX/T1aeMbIM

- TIOTUYECKH
MOCJICIOBATEIIbHBIC,
COJIepIKaTeIbHBIC,
KOHKPETHBIE U
UCYEPIBIBAIOIINE
OTBETHI HA BCE 3aJaHM
ouiera, a TaKxKe
JIOIIOJTHUTEILHBIC
BOIIPOCHI
9K3aMEHATOpa;

- YMCHHE peliaTh
MPAKTUYECKUE 3aIaHUS;

KOHTAaKTHOCTH. BOITPOCAM. - cBOOOHOE
BOSMO)KHI)I HUCIIOJIB30BAHUC B
HE3HAYHUTEIbHBIE OTBETaX Ha BOMPOCHI
OFOBOpKI/I U HCTOYHOCTHU MaTepI/IaJIOB
B PaCKPBITHH OTIAEIBHBIX | PEKOMEHIOBAaHHOM
MOJIOKEHUHN BOIIPOCOB OCHOBHOH U
Owmiera, MPUCYTCTBYET JIOTIOHHUTEIHLHON
HEYBEPEHHOCTH B JUTEPaTYPHI.
OTBETaX.
Onenka Onenka Ouenka «xopomoy / OneHka «0OTJIHYHOY /
«HEY/JOBJIETBOPHUT | «YIOBJIETBOPUTEILHO» / «32YTEHO» «32YTEHO»
eJBHO» / «He «32YTEHO»
324TEHO»




3. OneHOYHBI JHUCT Pe3yJbTATOB 00yYeHHUsI K JMCHHUIINHE

Bunbl pabot oOyuaronierocs, GopMUPYIOITUE TEKYIIIHH KOHTPOJIb 110
JTUCIUTUTNHE.

Cemecrtp 1
Ne Bun yueGHOH nesTebHOCTH bayner | Makcumym
/T 3a CeMecTp
(MOJTyJIB)
1. Benenwne terpaau 0,1 3
2. | AkTuBHasg paboTa Ha CEMHUHAPCKOM 3aHSATUU 0,3 10
3. | loxroroBka gokiana (MOHOJIOT-COOOIIECHUS) 0,3 5
4, IToaroroBka npe3eHTAIMH 1O 3aAHHOU TEMe 0,3 5
5. BrinonHenue JIeKCUKO-rpaMMaTHUeCKUX 3aJaHui 0,4 5
6. Yyactue B poieBoi urpe/ AUCKyccuu 0,4 5
7. | TectupoBanue 5
8. | Ilocemnienne ayAuTOPHBIX 3aHATUI 0,1 2
Bcero 3a cemecTp 40
Cemectp 2
Ne Bun yuebHoll gesitenbHOCTH bamner | Makcumym
n/n 3a CEMECTp
(MOJTyIIB)
1. | Benenue Terpaam 0,1 3
2. IToaroroBka mokianaa (MOHOJIOT-COOOIIICHHS ) 0,3 5
3. | loxroroBka mpe3eHTAIMHN 10 3a/IaHHON TeMe 0,3 5
4, BrinonHenune 1eKCuKo-rpaMMaTHYeCKUX 3aJaHui 0,4 5
5. | YuacTue B posieBoil Urpe/ IMCKyCCUI 0,4 5)
6. | TectupoBaHue S
7. [Tocemnienne ayTMTOPHBIX 3aHATHIA 0,1 2
BrinonHenne KOHTPOIBHOM pabOThI 10
Bcero 3a cemecTp 40
Cemectp 3
Ne Bun yueOnol nestepHOCTH bamer | Makcumym
n/n 3a CEMECTp
(MOJTyIIB)
1. | Benenue Terpaam 0,1 3
2. | AkTuBHas paboTa Ha CEMUHAPCKOM 3aHITUU 0,3 10
3. | loxrororka gokianga (MOHOJIOT-COOOIIECHUS) 0,3 5
4, [ToaroroBka npe3eHTany Mo 3aJaHHONU TEME 0,3 5
5. BrinonHeHne JTIEKCHKO-TpaMMaTHYECKUX 3aaHui 0,4 5
6. | YuacTue B poneBoii urpe/ AMCKyccuu 0,4 B
7. | TectupoBaHue 5
8. [Tocemnenne ayTMTOPHBIX 3aHATHIA 0,1 2
Bcero 3a cemecTp 40




Cemectp 4

Ne Bun yaeOHO gesTenbHOCTH baier | Makcumym
/i 3a CeMecTp
(MOTyIIB)
1. | Pabora B cemecTpe 40
1. Benenne terpaau 0,1 3
2. [ToaroroBka nokiana (MOHOJIOT-COOOIIICHNS) 0,3 3)
3. IToaroroBka npe3eHTAIMM MO 3aJaHHONU TEMe 0,3 5
4, BrinonHeHne JIGKCUKO-TPaMMaTHYECKUX 3aaHui 0,4 5
5. VYdacTre B posieBOil urpe/ IMCKyCCuu 0,4 5
6. TecTupoBanue 5
7. [Tocenienne ayTMTOPHBIX 3aHATUN 0,1 2
BrinosiHeHHe KOHTPOJIbHOMH padoThI 10
2. | Ox3ameH 60
Hroro 100

Kputepun  GanbHOH  OLIGHKM  BKJIOYAIOT  KAuyeCTBO  MOJTOTOBKHU
OoOy4Jarommxcss K CEMHUHApPCKUM 3aHSATHSAM, BBIMOJHEHUS Pa3IMYHBIX BHUOB
CaMOCTOSITENIbHOM paboThl (MpU 3TOM pPe3ydbTAThl PETYISAPHO MPOBOJAUMOTO
HKCIIPECC-KOHTPOJIST YCIEBAEMOCTH 00YYAIOIIUXCs JOJKHBI COCTABIIATh HE MEHEE
50% OGanpHOM OLIEHKH), a TAKXKE MOCEICHUE ayAUTOPHBIX 3aHATUN (He Oosiee 15%
OaJIbHOM OLICHKH).

IIpyn moaBeneHUM UTOTOB TEKYLIErO KOHTPOJIS YCIIEBAEMOCTH B CEPEIHMHE
ceMecTpa ero pe3ysbraThl B 20-0a1bHOM OLIEHKE BHOCATCS B BEIOMOCTH TEKYLIETO
KOHTPOJISI YCIIEBAaeMOCTH U ucrosb3oBanueM TOKY (B dunmanax — B BEJOMOCTH
TEKyIIEr0 KOHTPOJS YCHEBAaeMOCTH) M Ha COOTBETCTBYIOUIEH CTpaHMIe
PEAMETHO-TPYNIIOBOrO ypHaja MpenojaBaTesisiM, BEAYIIUM ayJuTOpPHbIE
3aHATHS.

OOGyuaronuiicsi, mnodayduBmmii ot 7 go 20 OamioB, cuyuTaeTcs
aTTeCTOBaHHBIM, MONIYYUBIINH OT 0 10 6 6aIOB — HE ATTECTOBAHHBIM.

Pe3ynpTaThl TEKylIEro KOHTPOJS YCIIEBAEMOCTH 3a BTOPYIO IIOJOBHHY
ceMecTpa / B MOJyJIe IIPENoAaBaTeNy, BeIylue ayJuTOpHbIE 3aHATHUS, COOOIIAIOT
OOy4aroluMCsl Ha TMOCJIEJHEM 3aHATHU U BHOCAT B BEAOMOCTH (B KOJIOHKY
«Oanel, paboTa B ceMeCTpe») B JIeHb NMPOBEJICHUS 3aueTa/IK3aMeHa.

Kputepun OamnpbHOW OLEHKM pa3IMYHBIX (OPM  TEKYIIEro KOHTPOJIS
yCIEBAEMOCTH ONPEIEIIAIOTCS B COOTBETCTBUU CO LIKAJIOW OLIEHUBAHUS B Mpezesiax
ot 0 10 40 Gamnos.

Kputepun OamibHONH OIEHKH MPOMEXKYTOUHOTO KOHTPOJS YCIEBAEMOCTU
OIPENETSIOTCS B COOTBETCTBUM CO IIKAJIOM OLlEHWBaHWA B mpeaenax oT 0 mo 60
0aJIoB.




HtoroBass cymma OayuioB, MOJydeHHas OOydYaroIIMMCS MO pe3yJibTaTaM
TEKYLIEro KOHTPOJII YCIEBAEMOCTH B CEMECTpe/MOAyJe M MPOMEKYTOUHOU
aTTecTalllu, Mpeodpazyercs B NATHOAIIIBHYIO CUCTEMY OIIEHOK.

[opsamox nepeBoaa 100-6anpHOM OIIEHKHU B MATHOATIIBHYIO

100-6anpHas cucrema 5-OanpHas cucrema
86-100 OTJIMYHO
70-85 XOpOIIIO
50-69 YIIOBJIETBOPUTEIHHO
Menee 50 HEY/IOBJICTBOPUTEILHO
50-100 3a4TCHO
Menee 50 HE 3a4TEHO
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4. KoHTpoJ/IbHBIE MAaTepHaJbl, He00XOAUMbIe [JI OLEHKH HHINKATOPOB
AOCTHKEHUS KOMIIETCHIUI, YMEHUN ¥ 3HAHUH

Texywuu xkoumpois

lIpumepnvlii nepeuenvb 6onpocos 0 NOO2OMOBKU OOKIAO08
VK-3 (1-6)

Tema 1. OcHOBBI OM3HECA
Busr OuszHeca u OM3HEC-KOMITAaHUH.
OpranuzamnuoHHas CTPYKTypa 4acTHOM OU3HEC-KOMITaHUH.

Tema 2. CTaKupoBKHU
Bubl cTax)upoBoOK.

Tema 3. Pa0boTa ¢ KJIMeHTaAMHU
ITouck x1MeHTOB.

OOmenne ¢ KIMEHTaMH.

JlenoBas mepenucka ¢ KIMeHTaMH.

Tema 4. IIpon3BoaCTBEeHHBIN MPOLECC
MeHeKMEHT MPOU3BOJICTBEHHOIO MPOIIecca.

Tema 5. YcerpoiicTBo Ha padory
Pe3roMe u compoBOAUTENIBHOE TUCHMO.
CobecenoBanue Mpy yCTpoONCTBE HA PabOTYy.

Tema 6. MapkeTHHT U IPOJAAkKAa TOBAPOB
Bunb! gestenbHOCTH OTAEIa MAPKETUHTA U OTAENa TPOJAaXK.

Tema 7. IlpeanpuHUMAaTEILCTBO
Buapl npennpuHuMaTenbCTBA.
IIpenmyIiecTBa U1 HEAOCTATKHA YACTHOIO NPEAIIPUHUMATENBCTBA.

Tema 8. UndopManmoHHBIE TEXHOJIOTHH

KoMIoHeHThl KOMIBIOTEPHON HHPOPMALMOHHON CUCTEMBI.
[IpeumyiecTBa 1 HETOCTATKU MH(DOPMAITMOHHBIX TEXHOJIOTHH.
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Tema 9. IIpogeccnu B 06,1acTH MHGPOPMAITHOHHBIX TEXHOJIOT U
Pa3paboTunku nporpaMMHOT0 00€CIIeYEHMS.
CucreMHbIE aHAIUTUKH.

Tema 10. KomnborepHbie CHCTEMbI
THUITBI KOMITBIOTEPHBIX CUCTEM.
I'maBHBIE KOMIIOHEHTBI KOMIIBIOTEPHBIX CHCTEM.

Tema 11. Ilepudepuiinbie ycTpoiicTBa
[IpoGneMHbIe cuTyaluu Mpu padboTe ¢ KOMIIBIOTEPOM.

Tema 1. busHec-pacxoasl

@UKCHUPOBAHHBIE U IEPEMEHHBIE 3aTPaThl OM3HEC-KOMITAHH.
NuBectunnm.

[IpuObLIb, 3aTpaThl U MIATEXKH.

Tema 2. @panyaii3uHr
®paHyali3uHT U ero (UHAHCHUpPOBaHUE.

Tema 3. Undopmanus 1 HHPOPMALHOHHBIE CHCTEMBI
NudopmanmonHas cucteMa u €€ COCTaBIISAOIIHE.
VYnpasnenue nHGOPMALIMOHHBIMU CUCTEMaMU

Tema 4. TexHojormyeckue W  CONMAJBbHbIE  COCTABJIAKIIHNE
KOMIIbIOTEPHBIX HMH(POPMALMOHHBIX CHCTEM
TexHonorMYecKre AMEeMEHTHI KOMITBIOTEPHOU MH(DOPMAITMOHHOM CUCTEMBI.

Tema 5. Knaccupukanusa u pyHkuun HHGOPMALMOHHBIX CHCTEM

Buner nHQOpMaMOHHBIX CHCTEM, UX TPEUMYIIECTBA U HETOCTATKH.

Cxema (QYHKIMOHUPOBAaHUS HH(POPMAIMOHHBIX CHCTEM: OIEpallMOHHAS
oOpaboTka uiau oOpaboTKa TpaH3aKIUWA, MOHUTOPUHT, MOJJICPKKA U TPUHITHE
pelleHnH, 3KCepTHas OLlEHKa, KOMMYHHKAIHSL.

Tema 6. PazpaGorka crparermu HCHOJb30BAHMS HWH(OPMALUOHHBIX
cUCTEM

Hcnonp3oBanne nHGOPMAIMOHHBIX CUCTEM B OM3HECE.

[IpoGnemMbl  pa3pabOTKKM CTpPATETWMHM WCMOJIB30BaHMUS WHOOPMAITMOHHBIX
CHCTEM.
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IIpumepnvle sonpocel mekyweeo onpoca
VK-3 (1-6)

Tema 1. OcHoBBbI OH3HECA

Paznuunbie Bubpl OM3Heca 1 OM3HEC-KOMITAHUM.
OpranuzaiimoHHasi CTpyKTypa 4acTHOM OU3HEC-KOMIIAHUH.
Pabota B OM3HEC-KOMIaHUMU.

YcrpoticTBo Ha paboTy.

Tema 2. CTaKupoBKH

Paznuunbie BUIBI cTaXXUPOBOK. [IpnodpereHue omnpiTa padoTHI.

Buaer nenoBoli koMMyHHKanuu: ycTHoe obmenue (‘small talk’) wu
MUChbMEHHOE ob1IeHue (‘e-mails’).

MexayHapoaabie KOH(DEpEHITNH.

Tema 3. Pa0bora ¢ KJIMeHTaMH

ITouck xK1MeHTOB.

OO111eHMe ¢ KJINEHTaMH.

Tenedonnbie pa3roBopkI.

PasroBopHbie KiIHIIIE 715 IETOBOTO OOIIEHUS 10 TeaedOoHy.
JlenoBas mepenucka.

Bunp! 1eaoBBIX TICEM.

[TpaBuia opopmiieHUsI 1€TIOBBIX TTUCEM.

Tema 4. IIpon3BoaCTBEeHHBIN MpoLECC
[Ipon3BOICTBEHHBIN UK.

MeHemKMEeHT MpOoU3BOICTBEHHOTO MpoIiecca.
ToBapooOopoT.

[TapTHEpPHI IO OU3HECY.

Tema 5. YcrpoiicTBo Ha padoTy
Tpynoycrporctso. Pe3rome u conpoBOAUTENBHOE MUCHEMO.
CobecenoBanue MpH yCTPOICTBE Ha padoTy.

Tema 6. MapkeTHHI U IIPOa’Ka TOBAPOB

Buapl nedarenbHOCTH OT€Ia MAPKETUHTA U OTJEa IPOIaxK.
Pexnama.

Pabora ¢ kineHTamu.
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Tema 7. IIpeanipuHUMATEIHCTBO

Bunsl npeanpuHuMaTeabCTBa.

AHanu3 pucKoB IIPU CO3JJaHUH HOBOM OM3HEC-KOMIIAHUM.
[IpeumyiecTBa U HEIOCTATKM YaCTHOTO NPEAIPUHUMATEILCTBA.
Kaxk Havats cBoii OusHec?

Tema 8. UndopManmoHHbIE TEXHOJIOTHH

KoMmoHeHThI KOMITbIOTEpHOM HH()OPMAILIMOHHON CUCTEMBI.
WNHupopmalinoHHbIE TEXHOJIOTUU KaK aKaJeMUYecKasi JUCHUILINHA.
[IpenmymiecTBa U HEAOCTATKU MHPOPMALTMOHHBIX TEXHOJIOTHUH.

Tema 9. IIpogeccun B 06s1acTH HHPOPMALMOHHBIX TEXHOJIOIHH
Kapnepnsiit pocT B 006;1acTH MHOOPMALIMOHHBIX TEXHOJIOTUH.
Pa3paboTuriku mporpaMMHOro o0ecrneyeHusl.

CucreMHbIEe aHATUTHKU.

VY4éOa B yHUBEpPCUTETE: HAIIPABJICHUS O0YUEHUs, IK3aAMEHBI.

Tema 10. KoMnbroTepHBIE CUCTEMBI

Tumbl KOMIBIOTEPHBIX CUCTEM.

['maBHBIE KOMIIOHEHTHI KOMIIBIOTEPHBIX CUCTEM.
Muxkporpoueccopsl.

Pabouwnii cron.

[Tokynka komnberoTepa.

Tema 11. [lepudepuiinbie ycTpoiicTBa

Paznmuunbie nepudepuiinpie ycTpoiicTBa.

PaznuyHbie BUBI MPUHTEPOB.

Knasuartypa.

KomneroTepHast MpIlIb.

[IpobGnemMHbIe cuTyanuu Mpu padboTe ¢ KOMITBIOTEPOM.

Tema 1. buszHec-pacxoasbl

dukcUpOBaHHBIC U IEPEMEHHBIE 3aTPaThl OM3HEC-KOMITAHHH.
NuBectuun.

[IpuObLIb, 3aTpaThl U MIATEXKH.

IIpoBeneHne neperoBOpoB.

OuKCcUpPOBAHHBIC M IEPEMEHHBIE 3aTPaThl TUYHOTO OIOIKETA.
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Tema 2. ®paHyaii3uHT

®dpanyaiti3uHr u ero ¢puHaHcupoBaHue. [InanupoBaHue.
[IpoekTHas AEATENBHOCTD.

MexayHapoiHble OM3HEC-TTPOEKTHI.

Tema 3. Undopmauus 1 HHPOPMALUOHHBIE CHCTEMBI

Jannblie, nHGOpMaIMs, 3HAHUS.

HNupopmanmonHas cucreMa u €€ COCTaBIISIONIHE.

VYnopasnenue  MHQOPMAMOHHBIMM ~ CUCTEMaMM:  JEATEIBHOCTh IO
IIJIJAHUPOBAHUIO, IpUOOPETEHUIO, pa3paboTke U HCII0JIb30BAHUIO
MH(GOPMAIMOHHBIX CUCTEM B OU3HECE.

Tema 4. TexHosornyeckue W  COUMAJBbHbIE  COCTABJISIONIHE
KOMIIBIOTEPHBIX HH(POPMALMOHHBIX CHCTEM

TexHoJIOTHYEeCKHE DJIEMEHThl KOMIBIOTEPHON HMH(OPMAIIMOHHOW CUCTEMBI:
anmapatHoe OOecledeHHe, NpPorpaMMHOe oOecredeHrne, KOMMYHUKAIIMOHHBIE
CeTH, TEJICKOMMYHUKAlMU, ©a3bl JaHHBIX, Mpolecc oO0paboTKU JaHHBIX.
CoruanbHbi€ 3JIEMEHThHI KOMITBIOTEPHOU HH(POPMAITMOHHOM CUCTEMBI.

busnec-undopmaTrka Kak akaJeMUYECKOE HalpaBieHUE 00yUeHU .

Tema 5. Knaccupukanusa u pyHkuuu HHGOPMALMOHHBIX CUCTEM

Buner nHQOpMaMOHHBIX CHCTEM, UX TPEUMYIIECTBA U HETOCTATKH.

Cxema (QYHKIMOHUPOBAHUS HMHPOPMAIMOHHBIX CHCTEM: OIEpallMOHHAS
oOpaboTka uinu oOpaboTKa TpaH3aKIMKA, MOHUTOPHUHT, MOMJIEPKKA U TPUHSTHE
pelleHnH, 3KCIepTHAs OLIEHKA, KOMMYHHKAIIHSL.

Tema 6. PazpaGoTka cTpaTeruu UCIoJib30BaHusi MHPOPMALMOHHBIX CHCTEM
[TpoGembl pa3pabOTKU CTPATErUH UCTIONB30BaHKS MH(OPMAITMOHHBIX CHCTEM.
CBsI3b MEXIy CTpaTeruei 1 UCIOIb30BaHUEM WH(OPMAIIMOHHBIX CHCTEM.
Hcnonp3oBanre nHGOPMAIIMOHHBIX CUCTEM B OH3HECE.
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IIpumepnvie mecmosvie 3a0anusi
VK-3 (1-6)

N3 MPCAJIOKCHHBIX BAPUAHTOB OTBCTOB BI)I6epI/IT€ GI[I/IHCTBCHHHﬁ HpaBHHBHBIﬁ.

1. My train arrived at 10:15, which means:

fifteen ten fifteen past ten ten fifteen ten past fifteen
2.The policeman warned the photographer too near.

not to come shouldn't come doesn't come don't come
3. ""How old is she now?"" "'She in 1905."

was borne was born was burn

4. '"Canyou lend me a pound?*" "

| afraid no. No, sadly. I'm afraid not. Not, sorry.
5. The tourists were looking forward the Tate Gallery.
to visit to visiting visiting a visit to

6. The family lost their money on roulette so they're unable to buy :

Something nothing everything anything

7. No matter , you must keep trying.

however it seems difficult how difficult does it seem

however seems it difficult how difficult it seems

8. A horrible morning was followed by a torrent of rain afternoon.
late in the in late late in on late

9. You hardly ever panic, you?

don't aren't do have

10. Could you tell me when on Saturdays?

do shops open shops' opening are shops open shops
open
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prwepnble JEKCUKO-epammamudecKkue ynpasrtCHeHusl
VK-3 (1-6)

1.Read the definitions and translate the words into Russian

Laissez-faire — the policy of allowing companies and the economy to operate
without government control;

self-interest — interest in yourself and how to gain advantages for yourself;
oil-refinery — a factory where different substances are removed from oil to make it
pure;

aid — help;

assets — smth such as money or property that a person or company owns;
entrepreneur —smb who uses money to start businesses and makes business deals;
fiscal policy — government policy in the sphere of budgeting and taxes; monetary
policy — government policy which deals with money supply and interest rates.

2 Read the text and do the tasks after each section
MARKET ECONOMIES

A A society may attempt to deal with the basic economic problems by
allowing free play to what are known as market forces. The state plays little or no
part in economic activity. Most of the people in the non-communist world earn and
spend in societies which are still fundamentally market economies.

The market system of economic organization is also commonly described as
a free enterprise or laissez-faire, or capitalist system. We shall use all these terms
to stand for a market economy. Strictly speaking the pure market of laissez-faire
system has never existed. Whenever there has been some form of political
organization, the political authority has exercised some economic functions (e.g.
controlling prices or levying taxation). It is useful, however, to consider the way in
which a true market system would operate because it provides us with a simplified
model, and by making modifications to the model we can approach the more
realistic situations step by step.

The framework of a market or capitalist system contains six essential
features: private property, freedom of choice and enterprise, self-interest,
competition, the price system, the role for government.

A What does the underlined phrase mean in the text?
Market economy is spoiled and corrupt.

Market economy is only a scientific theory which doesn’t prove.
Market economy has influences of other economic systems in it.
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B Freedom of choice and enterprise

Freedom of enterprise means that individuals are free to buy and hire
economic resources, to organize these resources for production, and to sell their
products in the markets of their own choice. Persons who undertake these activities
are known as entrepreneurs and such people are free to enter and leave the
industry. Freedom of choice means that owners of land and capital may use these
resources as they see fit. It also means that workers are free to enter (and leave)
any occupations for which they are qualified. Finally it means that consumers are
free to spend their incomes in any way they wish. The freedom of consumer choice
is usually held to be the most important of those economic ‘freedoms'. In the
models of capitalism, producers respond to consumers’ preferences — they produce
whatever consumers want.

B Write out all the words which denote participants of the market
C Competition

Economic competition is another essential feature of a free enterprise
economy. Competition, as economists see it, is essentially price competition. The
model of the market economy envisages a situation where, in the market for each
commodity, there are large number of buyers and sellers. In theory at least,
competition is the regulatory mechanism of capitalism. On the one hand, it protects
the customers — they have the right of choice and they benefit from the fact that
competition keeps prices close to costs; on the other hand, it makes producers and
suppliers of scarce resources utilize them economically, using most sophisticated
technologies.

C Which is true?
» Competition makes prices lower.
» Competition makes prices higher.
* The influence of competition is difficult to predict.

3. Choose the proper word from two variants in brackets

1. The fashion for mini-skirt (increased/reduced) the demand for textile materials.
2. Even in (some/the same) middle-income countries many people are very poor.

3. Government regulations sometimes (decrease/impose) a change in
(technology/quantity) that producers do not want to use.

4. Stabilization of prices is of great importance to industrial nations (as we// as /as
well) the Third World countries.

5. Freeing up (ocBobosxaenue) prices leads to their (decrease/increase).

6. (Inferior/ Normal) goods are usually low-quality goods for which there are
higher-quality (improvements/substitutes) sold at higher prices.

7. A decrease in (complement/ input) prices makes the production less expensive.
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4. Complete the sentences using comparative constructions with the words than or as
Model:

We face the problem of surplus when supply is higher than demand.

Market economic system is not so stable as command system.

Producers supply as many goods as consumers are ready to buy.

1. The market is in equilibrium when the demanded quantity is as large

2. Prices rise when they are not so high
3. Prices rise when they are lower
4. We may have excess supply if prices are higher
5. The demand for inferior goods at high incomes will not be as high
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IIpumepnas memamuxa 0/ npogedenUst poesvlx U 0el08bIX USP
VK-3 (1-6)

Ponesas urpa «Tene@oHHbIN pa3roBop ¢ pabOTHUKOM OaHKa 00 YCIOBHSX
OTKPBITHUS CUETA B OAHKE

Ponesas urpa «Ha mexxayHapogHoi KOH(EpeHIINI)

Ponesas urpa «Pa3roBop no Tesne@oHy Mexay NOCTABIIMKOM U KJIUEHTOM
Ponesas urpa «CobecenoBanue rnpu ycTpoicTBe Ha paboTy»

Ponesas urpa «IIpomaxka aBToMOOMIISI

Ponesas urpa «Co3ganue HOBOM OM3HEC-KOMITAHUY

Henosas urpa «I[Ipuem na padoty. CobecenoBanue»

PosneBas urpa «Ha neperosopax»
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IIpumep ouckyccuu
VK-3 (1-6)

«The UK membership in EC»
Warm-up Discussion
- Today we’ll have a debate-lesson. First of all, let’s revise the rules of the debates:
*Work as a team and always support each other.
*Listen to your opponents carefully.
*Make notes while your opponents are speaking to keep track of their ideas.
*Try to answer your opponents’ questions giving reasons for your opinion.
*Be polite and disciplined during the debate.
*Never interrupt each other.
*Don’t speak longer than the set time limit
- | suppose, practically all of you know that the UK economy ranks among the top
industrial countries in the world. | hope, you know that the GNP per capita is
among that of most other European countries. Who approves their membership in
EC? Really? And what about the Parliament and main political parties? If not,
what do they you discuss? Discuss these questions in pairs, please — you have 3
minutes.
Well, | suggest you to discuss the problem of EC. What about the topic "EC and its
members”? We need 3 persons, who will try to prove their ideas. Do you mind
joining the team of Proposers? OK! And now who feels strongly against the topic?
We also need 3 persons. OK, you are the team of Opposers. By the way, we need a
time-keeper. Let all the others to be the jury, OK?
Well, now let’s see what is necessary to be a good speaker.
*Demonstrate a good knowledge of the topic
*Use examples and facts to support the arguments
*Show enthusiasm and confidence
*Try to answer the questions even if they are tough
*Speak loudly and clearly
The teams have 5 minutes to choose the speakers and to discuss the idea from
different sides. The jury, please, take some sheets of paper to write down the marks
and remember: don’t discuss them with anybody!
Are you ready? Let’s start!
2) The main part. Debate Procedure
- Let me open the debate. The floor is given to the first speaker of Proposers.
1. Proposer 1
Good morning.

21



Let me introduce myself and my team. | am P1, the first speaker. The second
speaker in our team is P2. And the third speaker is P3.

Our team supports the idea... Our first argument is...Our second argument is ...

- Thank you. Now the floor is given to the second team. Would you like to take
time-out to discuss questions to the speaker?

2. Opposer 3

Would you answer some questions?

Can you name...? What can you say about the fact that ...?

Proposer 1: Thank you for your questions. | try to answer them

- Thank you. The floor is given to Opposers.

3. Opposer 1

Good morning.

I’d like to introduce myself and our team. I’'m O1, the first speaker. This is O2, the
second speaker and O3 is our third speaker.

We agree with the statements given by the speaker P1. But we can’t agree with the
motion of the debate.

Firstly....

The second argument doesn’t seem to be convincing either.

- Thank you. The floor is given to the Proposers. Would you like to take time out?
If yes, you can use 2 minutes to consult each other.

4. Proposer 3

The speaker tried to change our minds saying ...

But I’d like to hear the answers to the following questions. (Proposer 3 asks
questions)

Opposer 1 answers them.

Hanee nebaThl MPOJOJIKAOTCSA B COOTBETCTBUU € (PopMaTOM.

3)Conclusion

Please, vote for the decision.

ITocne IIPOBCACHUA I[e6aTOB mIoaABOAATCSA UTOT'U.
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Ipumepnwiii 6apuarnm KoHmpoibHoOU pabomol
VK-3 (1-6)

(cemecmp 2)
| BapuanT

Trade is buying and selling goods and services. Trade occurs because people need
and want things that others produce.
Trade that takes place within a single country is called domestic trade.
International trade is the exchange of goods and services between nations. It is also
called world trade or foreign trade.
Trade in the USA is carried out mainly by private persons and businesses.
Government is more important as a buyer than as a seller. The United States is one
of the world’s leading trading nations.
About 40% of annual US production of cotton, tobacco and wheat is exported.
Businesses producing computer equipment machinery also export their goods.
Americans import many raw materials and foods. They include: coffee, copper,
nickel, oil and tea.
Trade helps people enjoy a higher standard of living. People can obtain more
goods and services at lower price.
1. IIpouumatime mexcm u oatime omeemuvl HA CeOVIOUWUE BONPOCHL.

1. What is trade?

2. Why do you think trade occurs?

3. What is called domestic trade?

4. What is called world trade?

5. What do Americans import?

2. Hanuwume 3 ymeepoicOeHus, He COOMBEeMCmMEYuUe COOePHCaAHU0 meKcmad.
3. Haiioume coomeemcmaus (ykasxcume cmpeikamu)
1. domestic 1. production
2. annual 2. materials
3. raw 3. trade

4. higher 4. price

5. lower 5. standard

4. Ompeazupytime Ha ymeepicOeHus, N0O4YepKHUME EPHOE.

1. Trade in the USA is carried out mainly by Quite right/ You are mistaken
private persons.

2. Businesses producing computer equipment | Quite right/ You are mistaken
never export their goods.

3. People can obtain more goods at higher Quite right/ You are mistaken
price
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5. Cocmasvme nian nepeckasa
6. Ozaznaseme mexkcm
7. Packpotime ckobku

1. Today Simon (to walk) home from school.

2. Simon always (to walk) because he (to hate) the
bus.

3. Now he (to run) because he is hungry.

4. | (to be) ina hurry.

5. My friends (to wait) for me now.

6. My brother (to go) to the country with us next year.

7. We (to go) to the institute tomorrow.

8. I (to meet) just our teacher.

9. I never (to visit) this place.

10. I (to work) at the office at 3 o’clock yesterday.

8. Ilocmasvme cnedyrowue npeonodtcenus 8 BONPOCUMENbHYIO U OMPUYAMETbHYIO
dopmuol.

1. The contract will be ready the day after tomorrow.
2. We have done business with this firm.
3. She has phoned you this morning.
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Ipumepnwiii 6apuarnm KoHmpoibHoOU pabomol
VK-3 (1-6)

(cemecmp 4)
Il Bapuant

Advertising — the techniques and practices used to bring products, services
or opinions to public notice for the purpose of persuading the public to respond in a
certain way toward what is advertised. In criticism of advertising it has been
argued that the consumer must pay for the cost of advertising in the form of higher
prices for goods; against this point it is argued that advertising enables goods to be
mass marketed, thereby bringing prices down. It has been argued that the cost of
major advertising campaigns is such that few firms can afford (to have enough
money to buy or pay for something) them, thus helping these firms to dominate (to
have power and control over) the market; on the other hand, whereas smaller firms
may not be able to compete (to try to be more successful) with larger ones at a
national level, at the local level advertising enables them to hold their own. Finally,
it has been argued that advertisers exercise an undue (more than is reasonable,
suitable, or necessary) influence over the regular contents of the media they
employ - the editorial stance (an opinion that is stated publicly) of a newspaper or
the subject (the thing one is talking about or considering in a conversation,
discussion, book, film etc.) of a television show. In response it has been pointed
out that such influence is counteracted, at least in the case of financially strong
media firms, by the advertiser's reliance on the media to convey his messages; any
compromise (an agreement between two contracting parties that is achieved by
both of them accepting less than they wanted at first) of the integrity of a media
firm might result in a smaller audience (the persons reached by a publication,
radio, TV, etc.) for his advertising.

|. IIpounTaiiTe TEKCT U HANMMIIKMTE OTBETHI HA CJIEYIOLIUE BOMPOCHI:
1. What is the first point in criticism of advertising ?

2. What is the second point of dispute in criticism of advertising?
3. What is the third subject of controversy in criticism of advertising?
4. What has been pointed out in response?

II. OTpearupyiite Ha yTBepkaeHue. [loguepkHUTE COOTBETCTBYIOINYIO

peueByro popmy.
1. Against this point it is argued that advertising enables goods to be mass
marketed (That’s right/ That’s wrong/ No information)
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2. It has been argued that the cost of major advertising campaigns is such that few
firms can have enough money to pay for them. (No doubt/ You are mistaken/ No
information)

3. Advertising enables smaller firms to flourish at the local level. (Sure/ Of course
not/ No information)

4. A balance sheet shows a company’s assets, liabilities and worth. (You’re
mistaken/ You’re right/ No information)

5. The media are completely subject to the advertiser’s ill will. (You’re mistaken/
You’re right/ No information)

I11. 3akoHuYMTE NPENJI0KEHUSA B COOTBETCTBUU C TEKCTOM:
The consumer must pay

Advertising enables

Advertising helps large companies to dominate

Any compromise of the integrity of a media firm might result in

IV. Oxapakrepu3syiire:
1. ITo3u1KI0 CTOPOHHUKOB PEKIIAMBI
2. ITo3nnnro NTPOTUBHUKOB PEKIIAMBI

V. Hanumure S yrBep:KIeHNH, He COOTBETCTBYIOIIMX 3HAYCHUIO TEKCTA:
VI. Beinuuiure U3 TEKCTa ONpeeeHUs peKjIaMbl:

VIII. IIncbmo
TTucvmo-omeem na nonyuennoe nucomo (follow-up letter), ymounsiowee oemanu
(offer / letter of inquiry / letter of application)

Suppose you run a small cafe next to your university. One of your coffee
machines has broken down. You need a new one. Fortunately, you received an
offer from the suppliers of that sort of equipment. Write a follow-up Letter of
Inquiry (not less than 100 words) in which you:
(1) tell the supplier what sort of firm you are and why you are writing this
letter;
(2) mention where obtained your addressee’s name, what you heard about the firm
and its status;

(3) ask about the terms of delivery, the availability of services and guarantees;
(4) find out the possibility of any discount;
(5) close an enquiry and mention that a prompt reply would be appreciated and
express a hope for the further successful cooperation.
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Coffee Shop
3, Telmana Street

Braun
Carl-Ulrich-Strasse

4 63263 Neu-Isenburg
GERMANY
Dear Sir,

1)

()

(3)

(4)

()

We are looking forward to your reply.

Yours faithfully,

Alex Ivanov
CEO
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1 CEMECTP
VK-3 (1-6)

Tema 1. OcHOBBI OU3HECA

JIeKcMKO-TpaMMaTHYeCKHE YIIPAKHEHUA
1. Read and translate the text
Perfect competition

A model of industrial structure in which many small firms compete in the
supply of a single product. Three primary features characterize a perfectly
competitive industry. 1. There is a multitude of firms (buyers as well as sellers) all
too small to have any individual impact on market price. Therefore, marginal
revenue and price are equal. 2. All firms aim to maximize profit. 3.Firms can
costlessly enter and exit the industry. Also, it is assumed that the outputs traded are
homogeneous.

Perfect competition is economically efficient.

In the short run, profit maximization ensures that each firm will set its output
so that its marginal cost is equal to its marginal revenue. To produce when
marginal cost exceeds marginal revenue implies that cutting back production will
save more than the revenue lost; and to produce when marginal revenue exceeds
marginal cost implies that expanding production will increase revenue more than
costs. Thus, marginal revenue will equal marginal cost. Moreover, under the price-
taking assumption, the effect is that marginal cost equals price. This is efficient for
the allocation of resources, because it ensures that no consumer will be deterred
from buying something which he values more than it costs to make.

Vocabulary
marginal revenue IIPEICITBHBIN TI0XO/
short run = short period
perfect ujcaabHbINA
supply PEIIOKEHNE
feature O0COOCHHOCTH
homogeneous OZTHOPOIHBIH
to ensure rapaHTUpOBaTh
costs U3IEPKKU
to cost CTOUMOCTbH
to value OILICHMBATh
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2. Haiioume 6 npaeoit Ko10oHKe pyccKue cOomeemcmaeus c1e0yrujux cio6:

to compete BBINTH

competitive BOMTH

impact 00BEM TPOU3BOJICTBA

equal IPEBHIIIAT

to enter BIIUSTHUE

to exit KOHKYpUPOBaTh

output PaBHBIN

to exceed KOHKYPEHTHBI!, KOHKYPEHTOCIIOCOOHBI

3. Obpazyume om npunazameibHLIX Hapedyus U  npuseoume
cpasrumesibHyo u npeeocxoduylo cmeneénb mex Hllpelluﬁ, Komopbsle ee umerom
Domestic, actual, soon, close, different, rapid, independent, economical, free,
essential, individual, natural, intelligent, local, possible, main, recent, uniform, profitable.

4. Oopazyiime cmeneHu CpPABHEHUA NPUNAAMENbHBIX, O00pawian
GHUMAaHue Ha apmuKijiu
1. The central regions of the country are (industrialized) than northern parts.
2. Living conditions in some Latin American countries are (bad) than in developing
Asian countries.
3. It was (easy) to make a decision than economists thought.
4. This is (important) stage in the processing of the product.
5. Nowadays mining plants use (modern) machines than ten years ago.
6. Bananas require (hot) climate for growth than potatoes.
7. Consumers were interested in (cheap) goods of (high) quality.
8. Sometimes the work of a farmer is (difficult) than that of an industrial worker.
9. Food, clothes and a house are (necessary) things for man's life.
10. Angola is known as a (little) developed country.

5. Ilepesedume npeonorcenusn na pyccKuil A3viK:
. The more we work together, the more successful is our cooperation.
. This brand of coffee is not so expensive as that one.
. The lower is the price, the more you can buy.
. Repairing cars is as profitable as selling them.
. The more profits you get, the more you can invest into your business.
. Our business is not as profitable as yours.
. The earlier we get your order, the sooner you can receive the goods.
. Today our prices are as low as they were a month ago.
. The sooner you come, the better.
10. Our prices are not so high as those of our competitors.
11. The longer you stay in the hotel, the more you pay.
12. John knows Russian as well as English.
13. The more people know about the product, the better they buy it.
14. The longer is the delay in delivery the higher are the penalties.
15. The more you read, the more you know.

O©OoOoO~NO OIS WN -
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6. Boinuwume u3z mexcma npuaazameiibHble

7. Hanuwume 5 npunazamenvHvlx, umodbl O0XAPAKMEPU306aAmMb
IKOHOMUKY 71100011 OMOEIbHO 63AMOIL CHIPAHDL.

JIeKCMKO-TPAMMATUYECKHUI TECT

Q1 The water in the refrigerator should be ........

(@) warm (b) hot (c) cold (d) frozen

Q2...... | will come home early.

(a) Today at night (b) This night (c) Tonight (d) The night

Q3 Doyou ....... the bus to work?

(a) take (b) drive (c) bring (d) walk

Q4 Have you ....... ?

(a) turned skinny (b) lost weight (c) no more fat (d) weighted less

Q5 She is a member ....... the gym.

(a) for (b) from (c) by (d) of

Q6 He ....... executive.

(@ is(b)isan (c)isa(d)an

Q7 My friend likes ....... work on extra projects.

(@) to (b) of (c) from (d) the

Q8 Please ....... a message on the answering machine.

(a) make (b) do (c) leave (d) report

Q09 Yesterday they ....... very well in their class.

(a) do (b) does (c) will do (d) did

Q10 At work we get a 30 minute lunch ........

(a) rest (b) break (c) vacation (d) holiday

Q11 In order to check all the telephone calls made during the month | want the
account to be ........

(a) detailed (b) particular (c) specialized (d) itemized

Q12 All the representatives are allowed to spend money for entertaining with their
....... account.

(a) expensive (b) expending (c) expense (d) expenses

Q13 To spread the cost of spending on articles you buy many big departments let
you open a ........

(@) credible (b) credit (c) credited (d) credulous

Q14 Once you are earning money and you want to keep it safe, you can always
....... an account with a bank.

(@) open (b) start (c) begin (d) commence

Q15 At the end of thirty days the company will ask you to ....... the account.

(@) arrange (b) finish (c) end (d) settle

Q16 The finance director is responsible for ....... the accounts for the business.

(@) holding (b) keeping (c) taking (d) finding

Q17 At the end of the financial year it is the responsibility of the chief finance
officer to ....... the accounts.

(@) print (b) edit (c) publish (d) direct
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Q18 Before they got married, they decided to opena........ account.

(@) united (b) joint (c) unified (d) combined

Q19 If you have saved some money, it is a good idea to put the money into a .......
account.

(@) heap (b) pile (c) lump (d) deposit

Q20 However hard 1 try, | find it impossible to account ....... this missing sum of
money.

(a) with (b) to (c) for (d) by
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Tema 2. CTakupoBKH

IMoaroroska PE€3I0M€E€ N ITHCbMA-3A5ABJICHUA O IIPUEME HA CTA)KUPOBKY I10

VELIKIH ROMAN
General Manager

———=
9 Moscow
i Age 37 yeats old

CONTACTS |

. +7 998 000-00-01 ©
= velkhamyresumaru
@ Velikih_myresume

Salary:
4000 USD
Employmaent:
Helocation possibls
Raadly for business trip
| LANGUAGES |
English
C2 - Proficiency.

| sKiLLs |
o Personnel management

Professonal
® Businoss strategy

Expenenced

o Financial analysis

o Business etiquetts

o Stmtegic planning

o Marketing

e Satting goals

o B2B, 82C sales

® Conclusion of contracts
o Project management

o Teamwork

PERSONAL QUALITIES |

o Stress tolerance
o Determination
® Diplomacy

madJIoHy

1 am looking for a job due to moving to Toronto. Experlence in executive
positions in retail for 8 years, Successful expenence of cross-team work:
within the framework of the "ABC" project, | combined the work of the
finance department, accounting department and sales department
Developed and implemented a project management methodology. which |
am ready to share in your company. In work, | am is focused on the result

| WORK EXPERIENCE

RusEngineering Group 022014 — Prasent
General Manager industrict Sofetyé Retail

* Managing the Industrial Safetys Retail Businasses n Russia and CIS
* Defining the major strategy and pricnties;
* P&L responsbility, business-ptanning, financial contrelling
* Dafinitice of product marketing and sales strategy;
* Development parntnership with dealers
* Key accounts development and management
* Launching and development of Retall sales in Russia
* Structure oplimizaticn and receganization
Achlevements {in 2 yearsk:
* 120% sales growth and 150% margin growth
* Restructusng of partnership's terms with deaters SFOC Implemeantation. sales
productivity per hsad <140%
* Re-abgning the regional business unit to intercapt and create demand through the
optimzation of product poctfolio

| EDUCATION

MGUPI in Russian, Higher education 2009
Automolive, Engineer

RANEPA, Expert 2013
MBA. Strategic Management

| COURSES

RANEPA 2013
Strategic Management, MBA

Business Academy «MBA City» 2012
English for intemational management

RECOMMENDATIONS

Korotkov Alex, RusAl. General Manager
korotkovamyresume.ru +7 905 000-00-01
Potapov Sergei, HoodyTalk, CEO
potapovamyresume.ru +7 976 COC-00-01

| HOBBIES

Charity. Football, Chess
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Jlekcuko-rpaMMaTu4YecKue ynpasKHeHHs

1.Read the definitions and translate the words into Russian

Laissez-faire — the policy of allowing companies and the economy to operate
without government control

self-interest — interest in yourself and how to gain advantages for yourself
oil-refinery — a factory where different substances are removed from oil to make it
pure

aid — help

assets — smth such as money or property that a person or company owns
entrepreneur —smb who uses money to start businesses and makes business deals
fiscal policy — government policy in the sphere of budgeting and taxes; monetary
policy — government policy which deals with money supply and interest rates.

2 Read the text and do the tasks after each section
MARKET ECONOMIES

A A society may attempt to deal with the basic economic problems by
allowing free play to what are known as market forces. The state plays little or no
part in economic activity. Most of the people in the non-communist world earn and
spend in societies which are still fundamentally market economies.

The market system of economic organization is also commonly described as
a free enterprise or laissez-faire, or capitalist system. We shall use all these terms
to stand for a market economy. Strictly speaking the pure market of laissez-faire
system has never existed. Whenever there has been some form of political
organization, the political authority has exercised some economic functions (e.g.
controlling prices or levying taxation). It is useful, however, to consider the way in
which a true market system would operate because it provides us with a simplified
model, and by making modifications to the model we can approach the more
realistic situations step by step.

The framework of a market or capitalist system contains six essential
features: private property, freedom of choice and enterprise, self-interest,
competition, the price system, the role for government.

A What does the underlined phrase mean in the text?
l. Market economy is spoiled and corrupt.
Il.  Market economy is only a scientific theory which doesn’t prove.
1. Market economy has influences of other economic systems in it.
B Freedom of choice and enterprise

Freedom of enterprise means that individuals are free to buy and hire
economic resources, to organize these resources for production, and to sell their
products in the markets of their own choice. Persons who undertake these activities
are known as entrepreneurs and such people are free to enter and leave the
industry. Freedom of choice means that owners of land and capital may use these
resources as they see fit. It also means that workers are free to enter (and leave)
any occupations for which they are qualified. Finally it means that consumers are
free to spend their incomes in any way they wish. The freedom of consumer choice
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is usually held to be the most important of those economic ‘freedoms'. In the
models of capitalism, producers respond to consumers’ preferences — they produce
whatever consumers want.

B Write out all the words which denote participants of the market
C Competition

Economic competition is another essential feature of a free enterprise
economy. Competition, as economists see it, is essentially price competition. The
model of the market economy envisages a situation where, in the market for each
commodity, there are large number of buyers and sellers. In theory at least,
competition is the regulatory mechanism of capitalism. On the one hand, it protects
the customers — they have the right of choice and they benefit from the fact that
competition keeps prices close to costs; on the other hand, it makes producers and
suppliers of scarce resources utilize them economically, using most sophisticated
technologies.

C Which is true?
» Competition makes prices lower.
« Competition makes prices higher.
* The influence of competition is difficult to predict.

3. Choose the proper word from two variants in brackets

1. The fashion for mini-skirt (increased/reduced) the demand for textile materials.
2. Even in (some/the same) middle-income countries many people are very poor.

3. Government regulations sometimes (decrease/impose) a change in
(technology/quantity) that producers do not want to use.

4. Stabilization of prices is of great importance to industrial nations (as we// as /as
well) the Third World countries.

5. Freeing up (ocBoboxaenue) prices leads to their (decrease/increase).

6. (Inferior/ Normal) goods are usually low-quality goods for which there are
higher-quality (improvements/substitutes) sold at higher prices.

7. A decrease in (complement/ input) prices makes the production less expensive.

4. Complete the sentences using comparative constructions with the words than
or as

Model:

We face the problem of surplus when supply is higher than demand.

Market economic system is not so stable as command system.

Producers supply as many goods as consumers are ready to buy.

1. The market is in equilibrium when the demanded quantity is as large

2. Prices rise when they are not so high
3. Prices rise when they are lower
4. We may have excess supply if prices are higher
5. The demand for inferior goods at high incomes will not be as high
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CiioBapHbId ITMKTAHT

A.

1.a pay cheque
2.on-site childcare
3.masseur

4.garden allotment
5.subsidized housekeeper
6.ergonomic chair
7.counseling

8.cash bonus

9.a vexed problem
10.work-life balance
11.bounty
12.daunting

B.

1.to single out

2.to be content

3.to ensure

4.to be dead set on (+gerund)

5.to take the load off one’s shoulders
6.to fill leisure hours

7.to lay on smth.

8.to whisk off

9.to set the standards to follow

10.to eliminate

11.to mount a take-over bid

12.to sever from an employer

13.to practise healthy behaviour pattern
14.to balance one’s life

15.to tackle the problem

Jlekcuko-rpammarudyecknii Tect \'"'Wage, salary, payment, fee\"

Bomnpoc 1

Mrs. Marshall is a teacher; her ............ is not very high.
» Wage

* salary

. fee

* payment
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Bormpoc 2

Ben felt very proud of himself when he received his first .......... at the end of the
week.

* Wages

* salaries

* fees

* payments

Bomnpoc 3
.......... Is a payment for labor or services which is received at the end of every

* payment

Bomnpoc 4
Rick, a civil engineer, was offered a more interesting job, but at a slightly

* payment

Bomnpoc 5

She has lost three weeks\' .......
* Wage

* salary

. fee

* payment

Bomnpoc 6

The agency charges a high ........
* Wage

* salary

. fee

* payment

Bormpoc 7

She earns a high ........ as an accountant
» Wage

* salary

* fee

* payment
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Bomnpoc 8

Mrs. Marshall is a teacher; her ............ IS not very high.
» Wage

* salary

* fee

* payment

Bomnpoc 9

Miss Rita Moors, a high school teacher, spends a quarter of her ....... on rent.
» Wage

* salary

- fee

* payment

Bomnpoc 10

Linda had to pay a ...... as entrance money for her examination.
* Wage

* salary

. fee

* payment

Bomnpoc 11

Besides their regular ........ each worker got a Christmas bonus.
» Wages

* salaries

« fees

payments
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Tema 3. Padora ¢ KIMeHTaMu
1. Read and translate the text

5 Things You Need to Know About Working with Clients

Critical thinking, decision-making and interpersonal communication are all
important business skills, and even more so for professionals who work with a
retainer or project-based clients.

Accounting and law firms, consulting groups, marketing and advertising
agencies, freelancers and more all deal with clients on a regular basis. Because
these businesses depend on successful and long-lasting client engagements, it’s
important to know how to build and maintain strong business relationships.

Here are five things every business student should know about working with
clients:

1. Establish trust

The key to managing any client relationship is trust. Part of this trust can be
forged by simply doing what you say you’ll do — such as meeting your deadlines
and producing quality work. Following through on what you’ve promised to
accomplish can go a long way towards establishing the foundation of a strong
client relationship, which is good for both you and your company.

2. Communicate

Communication is one of the easiest ways that you can establish trust with
your client. Good communication means not only responding to emails promptly,
but also keeping the client updated on the status of all projects that are in progress.
This could be in the form of a weekly status call, followed by a list of next steps
you plan to accomplish in the following weeks. Communication also comes into
play at the beginning of the client relationship. Make sure you understand what
your client’s expectations are so that you can establish a strategy and set goals and
deadlines accordingly.

3. Anticipate their needs

In any client relationship, it’s important that you understand what motivates
your clients, what challenges they may be facing, and how you can help them
reach their goals. If you can consistently prove yourself to be a strategic problem-
solver and a reliable partner, your clients will grow to trust you even more. They
might even come to you with more work or projects down the line. This is often
how long-lasting client relationships are forged.

4. Be a problem solver

Sometimes, things can change without warning; for example, a more urgent
need or crisis might push another client project behind schedule. When this
happens, it’s up to you to figure out a workable solution.

Try not to put yourself or your team in a position where you won’t be able to
make a deadline, but also make it clear to clients that you’re prioritizing their
highest needs and adjusting your focus accordingly. You might often have to
manage expectations on both the client side and with your internal team members,
and this requires a certain degree of diplomacy. If you can remain calm and
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professional throughout this process, you’re more likely to find a solution that
works for everybody.

5. Collaborate

In more creative professions, collaboration is also an important part of the
client relationship. Here, it’s essential that you understand your client’s needs and
business goals, and how you can help them accomplish those goals. If clients have
a lot of trust in you and you’ve built a strong, collaborative relationship, they might
look for your expertise on strategy or creative direction. You might have valuable
insight or experience that you can offer to help elevate the project or increase its
chances of success.

If you’re a student, you can get valuable experience working with clients
through internships and relevant, integrated business coursework. The goal is for
you to develop the critical thinking skills and other soft skills you’ll need to
succeed in a client facing role in an ever-changing, fast-paced business
environment.

2. Ask 5 questions about the text you read

1. According to the text, what are the primary ways to establish and maintain
trust with clients?

2. Why is effective communication crucial in client relationships, and what
specific actions demonstrate good communication at different stages of a project?

3. Beyond simply fulfilling requests, how can professionals prove
themselves as strategic problem-solvers and reliable partners to their clients, and
what potential benefits can this bring?

4. When unexpected problems or urgent needs arise, what approach should
professionals take to manage client expectations and find a solution that works for
everyone involved?

5. In more creative professions, what role does collaboration play, and what
valuable contributions can professionals offer to enhance project success beyond
just understanding client needs?

3. Select 5-10 keywords from the read text
Clients — KinenTsr

Trust — JloBepue

Communication — O6menre/ KommyHukanus
Expectations — Oxunanus

Goals — Lenn

Problem-solver — Pemrenue npoGiem
Relationships — OtHomienus

Deadlines — Cpoku

Collaboration — CorpyaamuecTBo

Skills — HaBbiku
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4. Moaaabnble riaaroJbl (Modal Verbs). 3anmonante nponycku Hanbosee
IOIXOIAIIMM MOJAJIbHBIM IJIarojIoM M3 Tekcta: can, should, might, have to.

1. Every business student know about working with clients.

2. If you consistently prove yourself to be a strategic problem-
solver, your clients will trust you even more.

3. Sometimes, a more urgent need or crisis push another client
project behind schedule.

4, You often manage expectations on both the client
side and with your internal team members.

5. You get valuable experience working with clients through
internships.

5. 'epynanii m unguautu (Gerunds and Infinitives). Beioepute
npaBUIbHYIO opMy Tiarosia (TepyHauid Uiu MHOUHUTUB) JUTsSI 3aBEPIICHUS
HpCIUIO)KGHHfI, OCHOBBIBAsACh HAa TCKCTC.

1. Critical thinking, decision-making, and interpersonal communication
are important for professionals (work/working) with clients.

2. Thekeyto (manage/managing) any client relationship is
trust.

3. Communication is one of the easiest ways (establish/to
establish) trust with your client.

4, Good communication means (respond/responding) to emails
promptly and (keep/keeping) the client updated.

5. It’s important (understand/to understand) what motivates
your clients.

6. [lepBbiii TuN ycaoBHbIx npeaioxenunii (First Conditional). 3aBepiiuTe
CJIEAYIOIINE MTPEAJIOAKEHUS IEPBOTO TUIIA YCIOBHBIX MPEIJI0KEHUHN, UCIIONb3YS
paBUIbHYIO (OPMY TJIAaroJIOB B CKOOKAX, OCHOBBIBAsSCh HA KOHTEKCTE TEKCTA.

1. If you (do) what you say you will do, you
(establish) trust with your client.

2. If you (prove) yourself to be a reliable partner, your clients

(grow) to trust you even more.

3. If you (remain) calm and professional throughout this
process, you (be) more likely to find a solution.

4. If clients (have) a lot of trust in you, they (look) for
your expertise on strategy.

5. If you (be) a student, you (can get) valuable

experience working with clients.
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7. 3ananue 4: IaccuBHblii 3a00r (Passive Voice). [Tepenummre
CICAYIOIIHNC aKTUBHBIC IIPCAJIOKCHUS U3 TCKCTA B MMaCCUBHBIN 3aJI0T UIIU
3aBCPHINTC ITACCUBHBIC ITPCAJIOKCHUS.

1.  AxruBHbIi 3ag0r: We can forge part of this trust by simply doing
what you say you’ll do. ITaccuBHbiii 3aJi0or: Part of this trust by
simply doing what you say you’ll do.

2.  AxrTuBHBIH 3ay0r: Businesses depend on successful client
engagements. IMaccuBHbIi 3a0r: Successful client engagements

on by businesses.

3. AxTHBHBII 3aj0r: This is often how people forge long-lasting client
relationships. IlaccuBHbIii 3a00r: This is often how long-lasting client
relationships :

4, AKTHBHBII 3aj10r: A more urgent need or crisis might push another
client project behind schedule. ITaccuBnbiii 3as0r: Another client project
behind schedule by a more urgent need or crisis.

5. AxrtuBnbii 3ajor: Clients might look for your expertise on strategy.
IMaccuBHBIi 3a01: YOUr expertise on strategy
for by clients.

8. OTHocuTenbHBIE IpUAaTOUHbIe Mpeaoxkennus (Relative Clauses).
OO0BbeauHUTE CAEaYIOUIMe Maphbl TPEAJIOKEHUN, UCTIONB3YS MOIXO0IsIIIee
oTHOcuTeIbHOE MecTonMenne (who, which, wiu that).

1. Professionals work with clients. They need critical thinking skills.

o Oo0bequHeHHOe penJioxenne. Professionals work with
clients need critical thinking skills.

2. Communication is one of the easiest ways. You can establish trust
with your client this way.

o Oo0bennHenHoe Mpemiokenue: Communication is one of the easiest
ways you can establish trust with your client.

3. Keep the client updated on the status of all projects. These projects are
in progress.

o OobennHenHoe npemtoxkenue: Keep the client updated on the status
of all projects are in progress.

4. Find a solution. The solution works for everybody.

o OobequHennoe npeioxkenne. Find a solution works for
everybody.

5. You might have valuable insight or experience. You can offer this to
help elevate the project.

o O0bennHeHHOE MpemIoKeHue: You might have valuable insight or
experience you can offer to help elevate the project.
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9. Vocabulary

Clients — KinenTsl

Trust — loBepue

Communication — Kommynukanus/OO01eHue
Expectations — Oxunanus

Goals — Llenn

Deadlines — Cpoku

Relationships — OtHomeHus
Problem-solver — Pematreins npo0iiem
Collaboration — CotpyaauuecTBo
Skills — HaBbiku

Strategic — Ctparernueckuii

Reliable — Hagexusiit

Crises — Kpusucsl

Expertise — Dkcnieptusa

Internships — CtaxxupoBku

10. Tests

1: Important Business Skills

What are some important business skills mentioned for professionals
working with clients?

a) Cooking, drawing, and singing.

b) Critical thinking, decision-making, and interpersonal
communication.

¢) Public speaking, programming, and accounting.

Test 2: Foundation of Client Relationships

What is the key to managing any client relationship?
a) Low service prices.

b) Fast project delivery.

c) Trust. d) A large marketing campaign.

Test 3: Effective Communication

Which of the following is NOT mentioned as part of good communication
with clients?

a) Responding to emails promptly.

b) Keeping the client updated on the status of all projects in progress.

c) Making sure you understand your client’s expectations at the beginning of
the relationship.

d) Discussing personal problems with the client.
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Test 4: Problem Solving

What should you do when a more urgent need or crisis pushes another client
project behind schedule?

a) Immediately cancel the project.

b) Figure out a workable solution and prioritize the highest needs.

c¢) Blame the client for changing plans.

d) Ignore the problem and hope it resolves itself.

Test 5: Students Gaining Experience

How can a student get valuable experience working with clients?

a) By watching online videos about client management.

b) Through internships and relevant, integrated business coursework.
¢) By reading books on communication.

d) By avoiding direct client-facing roles.
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Tema 4. Ilpon3BoacTBEHHBII poecc
1. Read and translate the text

What is manufacturing process

A manufacturing process is a series of steps used to transform raw materials
into finished goods. It encompasses everything from initial design and planning to
final product packaging and distribution. These processes can be categorized into
various types, including discrete, repetitive, batch, and continuous manufacturing.

Here's a breakdown of the key aspects:

1. Core Steps in a Manufacturing Process:

. Design and Planning:

This initial phase involves product design, prototyping, and production
planning, including sourcing materials and creating a detailed production
schedule.

. Raw Material Acquisition:

Sourcing and procuring necessary raw materials, components, or
ingredients.

. Processing:

Transforming raw materials into usable components through various
methods like machining, casting, molding, or chemical processes.

. Assembly/Fabrication:

Putting together the processed components to create the final product.

. Quality Control:

Implementing measures to ensure the product meets specified standards and
quality.

. Packaging and Distribution:

Preparing the finished product for shipment and delivering it to the
customer.

2. Types of Manufacturing Processes:

. Discrete Manufacturing: Focuses on producing distinct, countable
units, often using assembly lines and bills of materials.

. Repetitive Manufacturing: Characterized by high-volume,
standardized production of identical items.

. Batch Manufacturing: Involves producing items in batches or lots,
often used when dealing with limited resources or storage space.

. Continuous Manufacturing: Employs a continuous flow of materials
through a production line, common in industries like chemicals and oil refining.

. Process Manufacturing: A production method that involves mixing
ingredients or constituents to create a product following a predetermined formula
or recipe.

. Job Shop Manufacturing: Focuses on customized, small-scale
production of unique items.

. Additive Manufacturing (3D Printing): Building up a three-
dimensional object layer by layer from a digital design.
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3. Factors Influencing Manufacturing Processes:

. Product Complexity: The intricacy of the product design impacts the
complexity of the manufacturing process.

. Production Volume: High-volume production often requires
automated and repetitive processes.

. Material Type: The nature of the raw materials used influences the
choice of processing methods.

. Cost Considerations: Efficiency and resource optimization are
crucial for cost-effectiveness.

. Technological Advancements: Automation, robotics, and other
technologies are increasingly shaping manufacturing processes.

4. Manufacturing Process Management (MPM):

. MPM is a collection of technologies and methods used to define how
products are manufactured. It includes tools for production planning, resource
management, scheduling, and cost analysis.

. A central repository for MPM data allows for the exploration of
alternative production scenarios, optimization of assembly lines, and faster product
launches.

Understanding the various aspects of manufacturing processes is essential
for businesses to optimize production, manage costs, and deliver high-quality
products.

2. Translate the text and write a short 10-sentence essay

3. 3anosnurte mponycku (Fill in the Blanks)

A manufacturing process is a series of steps used to transform raw
into finished goods. The initial phase involves product design, prototyping, and
production . Sourcing and procuring necessary raw materials is called raw
material : Manufacturing focuses on producing distinct, countable
units. Manufacturing Process Management (MPM) is a collection of technologies
and methods used to define how products are

. Words: acquisition, manufactured, planning, materials, discrete

4. Onpenenure, sIBJsSETCS JIM Kaxa0e yTBepxaeHue BepubiM (True)
nin HeBepHbIM (False) Ha ocHoBe mHpopmamuu u3 Texkcra (True/False)

1. Quality Control is the final step in a manufacturing process before the
product is delivered to the customer. (True/False)

2. Repetitive Manufacturing is characterized by high-volume,
customized production. (True/False)

3. Product Complexity is a factor that influences manufacturing
processes. (True/False)

4, Additive Manufacturing is also known as 3D Printing. (True/False)

5. MPM includes tools for resource management and cost analysis.
(True/False)
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5. ConmocTaBbTE THII HNPOU3BOACTBCHHOIO IIPpoLecca € €ro OrMmCaHueM,
OoCHOBBIBasich Ha ucrounuke (Matching)

Types of Manufacturing Processes:

A. Discrete Manufacturing

B. Batch Manufacturing

C. Process Manufacturing

D. Job Shop Manufacturing

Descriptions:

1. Involves producing items in batches or lots, often used when dealing
with limited resources or storage space.

2. Focuses on customized, small-scale production of unique items.

3. Focuses on producing distinct, countable units, often using assembly
lines and bills of materials.

4. A production method that involves mixing ingredients or constituents
to create a product following a predetermined formula or recipe.

6. Kaxmoe npeasioxxenue coaep:KUT OHY TPAMMATHYECKYIO OIITUOKY.
HcnpaBbTe ee, ucnosib3ys nHdpopmanmio u3 tekcra (Correct the Errors)

1. A manufacturing process are a series of steps used to transform raw
materials into finished goods.

2. The raw material acquisition phase involve sourcing and procuring
necessary raw materials.

3. Continuous manufacturing is common in industry like chemicals and
oil refining.

4, Product complexity impacts the complicated of the manufacturing
process.

5. Acentral repository for MPM data allows for explore alternative
production scenarios.

/. OTBeThTE HA CJEAYIOIIHE BONPOCHI, HCNO0JIb3Ysl HHPOPMALNIO U3
tekcra (Short Answers)

1.  According to the source, what are the two initial core steps in a
manufacturing process?

2. Name two types of manufacturing processes that involve producing
distinct or unique items.

3. What is the main characteristic of Repetitive Manufacturing?

4. List three factors that influence manufacturing processes.

5. What can a central repository for MPM data help with, according to
the source?
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8. Tests

Exercise 1: Fill in the Blanks

Fill in the blanks with appropriate words from the list. Use information from
the text.

A manufacturing process is a series of steps used to transform raw
into finished goods. The initial phase involves product design, prototyping, and
production . Sourcing and procuring necessary raw materials is called raw
material : Manufacturing focuses on producing distinct, countable
units. Manufacturing Process Management (MPM) is a collection of technologies
and methods used to define how products are

. Words: acquisition, manufactured, planning, materials, discrete

Correct Answers:

A manufacturing process is a series of steps used to transform raw materials
into finished goods. The initial phase involves product design, prototyping, and
production planning. Sourcing and procuring necessary raw materials is called raw
material acquisition. Discrete Manufacturing focuses on producing distinct,
countable units. Manufacturing Process Management (MPM) is a collection of
technologies and methods used to define how products are manufactured.

Exercise 2: True/False

Determine whether each statement is True or False based on the information
in the text.

1. Quality Control is the final step in a manufacturing process before the
product is delivered to the customer. (True/False)

2. Repetitive Manufacturing is characterized by high-volume,
customized production. (True/False)

3. Product Complexity is a factor that influences manufacturing
processes. (True/False)

4, Additive Manufacturing is also known as 3D Printing. (True/False)

5. MPM includes tools for resource management and cost analysis.
(True/False)

Correct Answers:

1. False (Packaging and Distribution is the final step)

2. False (Repetitive Manufacturing is high-volume, standardized
production of identical items, not customized)

3. True
4. True
5. True
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Exercise 3: Matching

Match the type of manufacturing process with its description, based on the
source.

Types of Manufacturing Processes: A. Discrete Manufacturing B. Batch
Manufacturing C. Process Manufacturing D. Job Shop Manufacturing

Descriptions:

1. Involves producing items in batches or lots, often used when dealing
with limited resources or storage space.

2. Focuses on customized, small-scale production of unique items.

3. Focuses on producing distinct, countable units, often using assembly
lines and bills of materials.

4, A production method that involves mixing ingredients or constituents
to create a product following a predetermined formula or recipe.

Correct Answers:

1. B. Batch Manufacturing

2. D. Job Shop Manufacturing

3. A Discrete Manufacturing

4 C. Process Manufacturing

Exercise 4: Correct the Errors

Each sentence contains one grammatical error. Correct it using information
from the text.

1. A manufacturing process are a series of steps used to transform raw
materials into finished goods.

2. The raw material acquisition phase involve sourcing and procuring
necessary raw materials.

3. Continuous manufacturing is common in industry like chemicals and
oil refining.

4. Product complexity impacts the complicated of the manufacturing
process.

5. A central repository for MPM data allows for explore alternative
production scenarios.

Correct Answers:

1. A manufacturing process is a series of steps used to transform raw
materials into finished goods.

2. The raw material acquisition phase involves sourcing and procuring
necessary raw materials.

3. Continuous manufacturing is common in industries like chemicals
and oil refining.

4, Product complexity impacts the complexity of the manufacturing
process.

5. A central repository for MPM data allows for exploring alternative
production scenarios.

48



Exercise 5: Short Answers

Answer the following questions using information from the text.

1.  According to the source, what are the two initial core steps in a
manufacturing process?

2. Name two types of manufacturing processes that involve producing
distinct or unique items.

3. What is the main characteristic of Repetitive Manufacturing?

4, List three factors that influence manufacturing processes.

5. What can a central repository for MPM data help with, according to
the source?

Correct Answers:

1. The two initial core steps are Design and Planning and Raw
Material Acquisition.

2. Two types are Discrete Manufacturing (distinct, countable units) and
Job Shop Manufacturing (unique items).

3. Repetitive Manufacturing is characterized by high-volume,
standardized production of identical items.

4.  Three factors are Product Complexity, Production VVolume,
Material Type (or Cost Considerations, Technological Advancements).

5. Acentral repository for MPM data can help with exploration of
alternative production scenarios, optimization of assembly lines, and faster
product launches.
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Tema 5. YcTpoiicTBO Ha padoTy
1. Read and translate the text

How Can You Get a Job? 10 Tips for Success

Navigating a job search can be daunting, but with the right strategy, you can
stand out from other candidates and secure your desired position. This guide offers
effective tips for getting a job, from reflecting on career goals to negotiating your
salary.

Looking for a new job? Or perhaps your first job ever, and you wonder how
to get a job without experience. When applying for jobs, you can consider certain
practices that can help you stand out from other candidates with similar
educational or professional experiences.

In the past decade, a boom in technology has influenced the economy,
including the largest growth and adoption of internet usage since the late 1990s. As
a result, the types of jobs available have shifted, as have the ways we search for
them in the digital age. These days, many people turn to Google for advice on their
job search and LinkedIn and other job sites to find job openings.

It’s a good time to apply for jobs and to build the skills you’ll need in your
dream career. This article offers effective tips and best practices for getting a job.

How to get a job: Effective strategies and tips

You can discover many different routes to get a job. Approaches vary
depending on the type of job you’re after and the industry and competitiveness of
the job. Some may find networking and personal connections effective in their job
search, but many people rely on the traditional approach of applying to and
interviewing for a job. The process can be daunting, but these strategies can help
you gain clarity and confidence as you embark on your journey.

1. Reflect on your career aspirations.

While you might try to sit down and apply for any job you’re qualified for,
assessing your career hopes and dreams can be a more satisfying and productive
way to start a job search. Thinking about what makes you come alive can help
narrow your search to target specific roles and careers.

Envision your career future. Here are some questions that can help you:

e Are you passionate about a certain cause or industry? Perhaps you are excited
about supporting theater arts or interested in finance in emerging markets.

e Do you want to become a team or organization leader, or do you prefer to be a

creative and independent producer?

What salary goals do you have? Do you aspire to earn a six-figure salary?

Do you value team cohesion and collaboration?

What kind of lifestyle do you want?

What skills do you bring to a job role? For example, do you know how to

persuade people through spoken or written communication, or are your skills

more suited for patient care?
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2. Research potential industries and job roles.

Next, think about the types of industries or roles you have experience in or
that pique your interest. Research everything you can about the food and beverage
industry, for example, if that’s a business area that interests you. Have you
considered a career in IT, data analysis, marketing, or UX design?

Say you have a degree in marketing; are you interested in pursuing a career
in that field? If so, do you want to work for an agency or in-house for a company
or non-profit? What type of marketing do you hope to specialize in—perhaps
social media marketing, digital marketing, or content marketing? Drill down in
your search to understand the different roles you could play within a field or
industry.

If you’re thinking more about your lifestyle, consider remote jobs, jobs that
let you travel, or jobs better suited for introverts.

3. Identify your transferable skills.

Once you have a better idea of your career goals and what types of jobs
you’re interested in, think about how your experiences can apply to these roles.
Identify your transferable skills, including technical skills and workplace skills you
have acquired in your personal and professional life.

If you are seeking your first job, your transferable skills might come from
extracurricular activities, volunteer work, or daily life (for example, taking care of
children or siblings). For those switching jobs or changing careers, you can mine
previous work experiences for technical skills like data analytics or data entry, and
workplace skills like leadership, creativity, and critical thinking.

4. Build your social media presence.

Now, more than ever, people are finding jobs on LinkedIn, so it’s important
to consider your social media presence when job hunting. Seven people are hired
every minute on LinkedIn. Many recruiters use it during hiring, especially when
vetting candidates. Your LinkedIn profile needs to reflect your current resume and
links to projects, videos, and content you worked on. A professional, friendly
profile photo helps recruiters put a face to the name, while a bulleted list of
accomplishments using keywords can boost your credibility.

Though posting on LinkedIn is not necessarily going to get you hired,
sharing and liking posts creates engagement and can help you get noticed by
potential employers. If you decide to post, consider sharing pictures and summaries
of projects you worked on or articles that demonstrate your industry expertise.

You can even contact recruiters on LinkedIn by requesting to connect or
messaging them using InMail. When crafting your message, explain who you are,
what you’re looking for, and why you’re hoping to connect with them.

Finally, clean up your presence on other social media platforms. Delete any
incriminating photos, such as smoking weed, imbibing alcohol before age 21, or
any other activity that could be perceived as unprofessional. Keep your pages
private for additional security.
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5. Build a network and conduct informational interviews.

Breaking into a new industry or field can be difficult, especially if you’re
unsure whether that career is right for you, so it’s important to understand your
industry and make connections. That’s where informational interviews come in.
Job seekers can conduct this type of interview to gather insight into a prospective
field or job role.

The following offers a glimpse into how an informational interview works:
Decide what you want to know.
Reach out and request a meeting.
Develop a list of questions to ask.
Get to know your interviewee.
Send a thank-you note.
Keep in touch.

Informational interviews build relationships, provide interviewing practice,
and even open up future opportunities, especially if you make the effort to keep in
touch with your interviewee.

6. Tailor your resume.

For each job you apply to, the best practice is to customize your resume to
the job description. Recruiters and hiring managers like to see that you’ve
understood their ethos, tone, and overall language and can speak it, too—meaning
that your resume reflects their specific jargon (“creative briefs” rather than
“creative requests”). It’s important that your experiences match the role’s
requirements, and sometimes you’ll need to highlight or even omit certain skills
and experiences. Always double-check your resume for spelling and grammar
errors.

Crafting your resume to demonstrate you are an ideal candidate is not
enough. These days, applicant tracking systems (ATS) filter job applications, so
you must strategically include exact keywords and phrases from the job description
on your resume.

7. Write a customized cover letter.

This might sound like a lot of extra work, but you don’t necessarily have to
write an entirely new cover letter for each job application. However, each cover
letter you submit must reflect your enthusiasm for the job you’re applying for. You
can create a basic cover letter template for each type of job and mark the places
where you’ll tailor information to fit each job.

For example, if you are applying to three types of jobs, such as
communications consultant, social media specialist, and marketing analyst, you
can create three separate cover letter templates. In each template, list specific skills
and experiences relevant to each job type. Then, when customizing your cover
letter for the job, swap out your interest in one company for another and tweak
your language to fit.
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8. Prepare for the interview mindfully.

The interview process can be intimidating, so it is important to prepare
accordingly. It is helpful to remember that an interview is a two-way street—while
it may seem like you are proving your worth to an employer, it is also an
opportunity to assess whether the employer and role will be fulfilling for you.
Preparing for an interview can help you feel more confident, so you’ll present
yourself in the best possible light.

To prepare, consider writing down or saying out loud your responses to the
most common interview questions. Reflect on the role’s responsibilities, the skills
needed to perform the role, and questions a hiring manager might ask to determine
if you are the right fit. The role may require several interviews.

If your interview is virtual, as many initial screenings are, you might
consider practicing mock interviews with a friend to ensure your tone and body
language properly express your enthusiasm over the internet. Plus, small
adjustments to your setup can make a difference. Clean up any clutter in your
background, and make sure your internet, camera, and microphone are reliable and
ready long before your interview begins.

If you expect the interviewer to ask structured behavioral questions, a good
practice is to write down several STAR (situation, task, action, result) scenarios
and describe them aloud. For panel interviews, try to remember each person’s
name and make eye contact with each interviewer while you are speaking.

9. Send a thank you email.

Always, always send a follow-up email to thank your interviewers for their
time. The best practice is to write a few sentences about any highlights from your
conversation that resonated with you and reiterate your enthusiasm. This simple act
of courtesy and gratitude doesn’t require much time but can help solidify a hiring
manager’s decision to hire you.

10. Negotiate salary and benefits.

After applying, preparing, interviewing (s), and sending thank-you emails,
you've got the job, and it’s time to negotiate your salary and benefits. Check sites
like Glassdoor for data to confirm your salary expectations are appropriate for the
industry, company, and job role.

Nowadays, it is culturally acceptable and even expected that you will
negotiate. Chances are, the job letter comes with salary information. When in
doubt, a good rule of thumb is to negotiate 10 to 20 percent above their initial offer
in addition to the benefits package. Often, these packages will be similar for every
company employee, but year-end bonuses, signing bonuses, and paid time off
(PTO) may vary. Do your research, and feel free to clarify any questions with the
hiring manager before accepting a job offer.

Build your skills to prepare to get a job.
Whether you are changing your career path or just starting your professional
journey, it is important to understand the steps to getting your preferred job.
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Consider earning a Professional Certificate on Coursera to build new skills for
your career and prepare for your dream job. When you join the Coursera Plus
community, you get unlimited access to over 7,000 courses, Projects,
Specializations, and Professional Certificates taught by top instructors from
leading universities and companies.

2. Select keywords from the text and select their Russian equivalent
Job search

Career aspirations
Transferable skills
LinkedIn

Networking

Resume

Cover letter

Interview

Salary negotiation
Professional Certificate

5. Tests

Exercise 1: Choose the Correct Answer

Choose the option that best answers the question based on the text.

1. What is the first recommended step to start a job search, according to the
source?

a) Applying for any job you are qualified for.

b) Reflecting on your career aspirations.

¢) Immediately building a LinkedIn profile.

d) Negotiating your salary.

2. Which platform is specifically highlighted as a place where people find
jobs and recruiters vet candidates?

a) Google

b) Facebook

¢) LinkedlIn

d) Instagram

3. What is the primary purpose of conducting an informational interview?

a) To get a job immediately.

b) To gather insight into a prospective field or role and build
connections.

¢) To practice salary negotiation skills.

d) To get references for your resume.

4. Why is it important to tailor your resume for each job application?
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a) To show that you have researched the company.

b) To pass applicant tracking systems (ATS) and match the job
description.

¢) To make it longer and more impressive.

d) To reduce the number of applications you send.

5. What should you always send after an interview?

a) A second resume.

b) A social media friend request.

¢) A thank-you email.

d) A follow-up phone call about the interview outcome.

Exercise 2: True/False

Determine whether each statement is True or False based on the information
in the text.

1. In the digital age, many people turn to Google for job search advice and
LinkedIn to find job openings. **(True/False)

2. It is not recommended to clean up incriminating photos from other social
media platforms when job hunting. **(True/False)

3. Applicant tracking systems (ATS) filter job applications, so including
exact keywords on your resume is crucial. **(True/False)

4. It is not culturally acceptable to negotiate salary in today's world.
**(True/False)

5. Informational interviews can help build relationships and provide
interviewing practice. **(True/False)

Correct Answers:

1. True

2. False

3. True

4. False

5. True

Exercise 3: Fill in the Blanks
il in the blanks with appropriate words or phrases from the list, based on the

text.

Words/Phrases: transferable, resume, LinkedlIn, negotiate, thank-you

1. Now, more than ever, people are finding jobs on , SO 1t’s important
to consider your social media presence when job hunting.

2. ldentify your skills, including technical skills and workplace skills
you have acquired in your personal and professional life.

3. For each job you apply to, the best practice is to customize your to
the job description.

4. Always, always send a email to thank your interviewers for their
time.

5. After getting the job, it’s time to your salary and benefits.
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Correct Answers:
1. LinkedIn

2. transferable

3. resume

4. thank-you

5. negotiate

Exercise 4: Matching

Match each job search step with its corresponding description or purpose,
based on the text.

Job Search Steps:

A. Reflect on career aspirations

B. Build social media presence

C. Informational interviews

D. Tailor your resume

E. Prepare for the interview

Descriptions/Purposes:

1. Helps narrow your search to target specific roles and careers.

2. Helps recruiters vet candidates and get you noticed.

3. Provides insight into a prospective field and helps build connections.

4. Ensures passage through applicant tracking systems (ATS) and matches
the job description.

5. Helps you feel more confident and present yourself in the best possible
light.

Correct Answers:

1. A. Reflect on career aspirations

2. B. Build social media presence

3. C. Informational interviews

4. D. Tailor your resume

5. E. Prepare for the interview

Exercise 5: Short Answers

Answer the following questions using information from the text.

1. What two types of skills should you identify as transferable skills?

2. What acronym does the source suggest using when preparing for
interviews, specifically for structured behavioral questions?

3. Name two things your LinkedIn profile needs to reflect or include, besides
your current resume.

4. Besides salary, what other aspects of a benefits package may vary during
negotiation, according to the source?

5. What benefit does joining the Coursera Plus community offer for job
seekers?

Correct Answers:
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1. Technical skills and workplace skills.

2. STAR (Situation, Task, Action, Result).

3. Your LinkedIn profile needs to include links to projects, videos, and
content you worked on, and a professional, friendly profile photo with a bulleted
list of accomplishments using keywords. (Any two of these are acceptable).

4. Year-end bonuses, signing bonuses, and paid time off (PTO) may vary.

5. The Coursera Plus community offers unlimited access to over 7,000
courses, Projects, Specializations, and Professional Certificates.

57



Tema 6. MapkeTHHT U NPOAAKA TOBApPOB

JlekcuKo-rpaMMaTH4YeCKUe YIPaKHEeHHs

MARKETING

Marketing includes all the business activities connected with the movement
of goods and services from producers to consumers. Sometimes it is called
distribution. On the one hand, marketing is made up of such activities as
transporting, storing and selling goods and, on the other hand, a series of decisions
you make during the process of moving goods from producer to user. Marketing
operations include product planning, buying, storage, pricing, promotion, selling,
credit, traffic and marketing research.

The ability to recognize early trends is very important. Producers must know
why, where, for what purpose the consumers buy. Market research helps the
producer to predict what people will want. And through advertising he attempts to
influence the customer to buy.

Marketing operations are very expensive. They take up more than half of the
consumer's dollar. The trend in the USA has been to high mass consumption. The
construction of good shopping centres has made goods available to consumers. It
provided a wide range of merchandise and plenty of parking facilities.

Active Vocabulary
producer - mpou3BOIUTEIb
consumer, USer - noTpeduTeNb
distribution - cObIT, pactipeneicHue
marketing - mpomaxa, cOBIT, MAPKETUHT
transporting - TpaHCIOPTHPOBKA
storing - ckJiaAupoBaHue, XpaHECHHE
storage - xpaHeHue, XpaHWINIIE, CKIIal
product planning - pa3paboTka HOBBIX IPOJTYKTOB
pricing - KaJbKyJISALIUHU [IEH
promotion - coxeicTBrE B IPOaXKe TOBapa, HAPUMEP, C MOMOIIBIO PEKIaMBbI
traffic -roprosis
market research - n3ydenue priHKa cObITA
trend - TenaeHUs, OOIIIeE HAMIPABJICHUE
to predict - npenackaspiBaTh
to influence - BusATH
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Comprehension Questions
What does marketing mean?
What activities does marketing consist of?
What do marketing operations include?
Why is it so important for a producer to predict trends?
How was mass consumption possible in the USA?

Ok whE

Vocabulary Practice

Choose the necessary word and put it in the sentence.

1. One of the aims of market research is to indicate predict
new ... among people.

2. Advertising must ... the consumer and make him influence
buy the goods produced.

3. Often marketing is called ... . promote
4. In order to sell a new product, a producer has to marketing
consider how to ... it.

5. The goods of this company are not sold very well, | trends

they must think about ... .

6. Sometimes it is difficult to influence a ... through distribution
advertising.

7. If you want to produce something new, you should | market research
start with ... .

8. A producer wants to... new trends and then tries to | product planning
influence them.

9. ... Includes product development and pricing among | consumer
other things.

Dialogue
Sally and Don work in the Marketing Department of a company that makes
different meal products.
Don: Hey, Sally, look at these figures. The price of sugar is going up 10% during
the next year.
Sally: Oh, that's bad. That means trouble for our jam line.
Don: I think so too. Sugar is the main ingredient, you know. What's your opinion?
Sally: Well, we are not the price leaders in the field and jam is a very price
sensitive item. According to our marketing research information consumers aren't
particularly brand loyal about jam.
Don: | have a brilliant idea. You know, this could be a great marketing opportunity
for us.
Sally: What do you mean?
Don: Well, because of the price rise in sugar we know that the price of jam will go
up too. The increase will pass on the consumer, won't it?
Sally: Right.
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Don: Imagine we find the possibility of changing the ingredients in the jam so that
we wouldn't have to raise the price.

Sally: Then we wouldn't trouble about the price rise on sugar because we'll be able
to sell the jam at the same price. The idea is that we could market less expensive
jam. What a promotional campaign we could have!

Don: Sure. If we do it right we'll sell more and become the leader in the market.
Sally: Now the first thing is to talk to Research and Development.

Don: Right and we'll see when they'll have some samples of new formulas ready.
Sally: What about market research? | think we should schedule some tests for
responses to the R & D samples

Don: Well, there is a lot to do. I think we should also change packaging. Now,
Sally, that would be great.

Sally: Oh, Don, let's hope for the best. If we don't lose the chance, the competitors'
products will stay on the supermarket shelves

Don: Oh, it's time for lunch. Let's discuss our business in cafeteria.

Sally: Oh, sure, we've got a lot to discuss — distribution, advertising...

Active Vocabulary

to go up - pactu (o 1eHe)

to raise the price - nogauMats 1IeHy

price leader - mpon3BoANTEIb, YCTAHABIUBAIOIINN CAMYIO HU3KYIO IICHY Ha
ONIPENIEIICHHBINA TOBAP

price sensitive item - ToBap, ypoBeHb MPOJIAXKU KOTOPOT'O OUEHBb 3aBUCHUT OT I[CHBI
to be brand loyal about - ornaBaTh npennouTeHUE ONMPENEIEHHON TOPTOBON MapKe
promotional campaign - pekiamMHasi KaMIaHHSI

to market - nponaBath

to schedule - pa3pabatsiBaTh M1aH

packaging - ynakoBka

competitor - KOHKYpeHT

60



Vocabulary Practice

Choose the necessary word and put it in the sentence

1. If the price on this product ..., nobody will buy it. go up

2. They should ... some tests and pass the results to R | schedule
& D.

3. This company is the ... in this field, they can sell packaging
this product at the lowest price.

4. Customers do care about the price on this product, | competitor
itisavery ....

5. ... influences the desire of a customer to buy. price leader

6. Our ... has become the price leader in selling price sensitive item
computer programmes.

Exercise 1. Answer the questions
Who is the price leader in your business?
How can you become a price leader? What should you do for this?
How should one start a promotional campaign?
Why is it dangerous to produce price sensitive goods?
Why is it important to have competitors in business?
What should you do to leave your competitors behind?
What knowledge must you have to be good at marketing?

NogakowdE

Grammar Exercises

Exercise 1. Transform the sentences of real condition into the sentences of
unreal condition

Model: If we promote this right, we will (we'll) get more sales.
a) If we promoted this right, we would get more sales.
b) If we had promoted this right, we would have got more sales.

If we are careful we will leave behind our competitors.

If we phone R & D, we will get the necessary information.

If we change the ingredients, we will be ready for the price rise.

If the price of jam goes up, the increase will pass on the consumer.

If they work hard, they won't lose any customers.

If we schedule the product development in time we will be ready for the change
of the demand.

7. If we don't lose the chance, the competitors’ products will stay on the
supermarket shelves.

ook whE
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Exercise2. Make transformations according to the model

Model: Consumers wish prices would go down.
Consumers hope that prices will go down.

| wish I could work harder.

| hope | can work harder.

o0 E

N Ok ow

The head of the department wishes that competition would lessen.

The Market Research Department wishes the test results would be ready soon.
The Manager wishes that sales would improve.

We wish all the departments could fulfill their tasks.

Sally wishes that the Packaging Department could hurry up.

Translate into English

MapkeTHHr BKJIIOYaeT B ceOsl JEWCTBUS, CBSI3aHHBIE C JIBUKEHHUEM TOBapa OT
IPOU3BOAUTENS K HOTPEOUTENIO.

MapkeTuHr BKJIIO4aeT B ceOsl TPAaHCIOPTUPOBKY, XpaHEHUE, peKiamy,
KaJIbKYJISILIUIO LIEH, TPOJIAXKY.

W3ydeHue pplHKa MOMOTAET NMpeAcKa3blBaTh 00IIME HAPaBIEHUS Cpoca.
Pexnama oka3pIBaeT CUIIBHOE BIMSHUE HA MTOKYIATEs.

MpbI HE MOXKEM yCTaHaBIMBATh CAMYIO HU3KYIO LIEHY Ha 3TOT TOBap.

Mp1 noKHBI pa3paboTaTh IUIAH MPOU3BOJCTBA HOBBIX TPOYKTOB.

DTOT TOBap OYEHb pearupyeT Ha U3MEHEHHE LICHBI.
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CEMECTP 2
Tema 7. llpeanpuHUMATEIBCTBO
Jlekcuko-rpaMMaTuyecKue ynpasKHeHHus

Background

“Angel Investments” is based in Warsaw, Poland. It provides finance for
start-up or young companies which need capital to develop their businesses. Al is
run by a group of extremely rich people of various nationalities who made their
fortunes in the computer and financial services industries. They enjoy the
excitement of working with start-ups and small companies, and believe that
Central and Eastern Europe offers outstanding opportunities for investment. They
are willing to take risks and support projects which seem unusual or extraordinary.
However they also expect to make money, usually by taking a stake in the business
or a share of the profits.

A team of Al investors is currently considering several proposals. After
hearing presentations from individuals and companies, Al will decide which
projects it will invest in, and how much money it will give to each one. They have
€5.5 million to invest in the projects.

You are an entrepreneur who needs finance for a new project; the rest of the
group are Al investors.

Key points for product presentations

1. The Business
A description of the business
e What does it do?
What is the name of the company?
What is the form of ownership and structure?
Who is it for?
Brief details about the team (age, education, experience, etc.).

2. The Product or Service
A brief description — including artwork, if possible.
e What are the advantages of the product or service?
e What are its unique features?

3. Marketing
Who are the existing or target customers?
Who are the competitors or possible future competitors?
What are the competing products, if any?
What about pricing policy?
How will the product or service be launched and promoted?
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e What are the selling and distribution methods?

4. Finance
How much finance is required and for what purposes (in detail)?

Proposals:

New magazine

You need to finance the first edition and launch of a new magazine. Amount
required: € 2.5 million, to finance production, editorial, office administration,
distribution costs and promotion.

Relaxation tank centres

At these centres, stressed business people can float in tanks and forget about
their problems. Other services will include advice about diet and skin care, a
solarium, and sun beds, etc. Amount required: € 2 million, to finance premises,
equipment, staff and promotion.

New sport league

You have a background in sport and public relations. You want to set up a league
for a sport which at present is not well-known, but could become very popular
Amount required: €2.5 million to finance administration and promotion,
endorsements of the league by famous sports people, travel and legal costs.

International Publishing House

The company will look for young talented authors all over the world and publish
their works. Amount required. € 2 m. for research, premises, equipment, staff,
legal costs

Higher Educational Institution.

The College will train specialists in all economic (any other) and related spheres.
Amount required: € 1,5 m. for premises, equipment, administration, promotion
and inviting world-famous professors.

High-tech Company

Your company will promote alternative sources of electric power.

Amount required: € 3 m. for search of ideas, production, testing, marketing,
equipment.
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Your own idea for a product or service

You have an idea for a product or service. You have not yet written a business
plan, but the Al team are willing to listen to your presentation. Amount required:
At least €3 million, to finance development, production, personnel, launch and
marketing costs.

JIeKCHKO-TpaAaMMaTHYEeCKHH TeCT

1. A book of blank paper used for writing.
A binder

B bulletin board

C note pad

D paper clip

2. Any piece of property that is not easily converted to cash (e.g., building)
A fixed asset

B tax

C gross margin

D general and administrative costs

3. The amount of money left when cost of goods sold is subtracted from sales
revenue.

A inflow

B outflow

C fixed asset

D gross margin

4. A device that illuminates a work space.
A laptop computer

B desk lamp

C fax machine

D copier

5. A wall panel that people post messages on.
A binder

B cubicle divider

C bulletin board

D paper clip

6. To something is to create it.
A hover
B generate
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C decline

D compensate

7. A device that fastens together sheets of paper by piercing them with staples.
A paper clip

B dry eraser

C binder

D stapler

8. If something is , It cannot be found, received, or taken.
A uncollectible

B upcoming

C optimistic

D temporary

9. A computer program that records and organizes financial information.
A adjusted trial balance

B broad-scale uniformity

C accounting software

D flash drive

10. To IS to test or evaluate something.
A cash a check

B assess

C generate

D interpret

11. Transaction conducted without sufficient funds.
A overdraft

B liquidity

C purchase invoice

D rules-based approach

12. To decrease rapidly.
A plummet

B recover

C stabilize

13. A Is an event in which money is exchanged for goods or services.
A tangible asset

B liability

C transaction

14. The act of deliberately putting false information into records.
A wholesaler
B falsification
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C restructuring

D trade

15. A is a legally protected symbol.
A trademark

B total margin

C retailer

D spike

16. A Is a yearly amount of money paid to an employee.
A spike

B salary

C sweep

17. An amount that is held in case of unforeseen needs.
A shoplift

B tangible asset

C safety reserve

D legal intangible

18. A Is a sharp increase.
A spike

B sweep

C trademark

D decline

19. To Is to steal something from a retail store.
A pay off

B shoplift

C exploit

D layoff

20. To something is to steal it from one’s employer.
A pilfer

B sell

C pay off

D buy off
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Cemectp 3
Tema 1. busHec-pacxoanbl

JIeKCMKO-TpaMMaTUYEeCKUE YIIPAKHEHUS
Task 1. Read and translate the text

Banks

If you work, you’ve probably got a bank account. You could keep the money
you earn each month in a box under your bed but it wouldn’t be very sensible. One
reason is that it’s not very safe. If your house gets burgled you’ll lose everything
you’ve saved. Another reason is that your money will lose value.

As price rise, the money in a box under your bed will be able to buy fewer
and fewer things. Money in a bank savings account, however, will earn interest.
The interest will help compensate for the effect of inflation. But banks are more
than just safe places for your money. What other services do they offer?

The other main service is lending money. Individuals and businesses often
need to borrow money and they need a lender that they can trust. This is exactly
what banks are — reliable lenders. In fact, most of the money that people deposit in
their bank accounts is immediately lent out to someone else.

Apart from storing and lending money banks offer other financial services.
Most of these are ways of making money more accessible to customers. For
example, banks help people transfer money securely. They give customers cheque
books and credit cards to use instead of cash. They provide ATM machines so that
people can get cash any time of the day or night.

But how do banks make a living? Basically, they make a living by charging
interest on loans. Of course, when you make a deposit into a bank savings account,
the bank pays you interest on that money. However, the rate they pay savers is less
than the rate they charge borrowers. The extra money they make by charging
interest on loans is where banks earn most of their money.

For banks, interest is also a kind of security. Sometimes people do not pay
back money they borrow. This is called defaulting on a loan. When someone
defaults on a loan the bank uses money earned from interest to cover the loss.

All of this means that most of the money people have saved in the bank is
not there at all. A small amount of the total savings is kept by the bank so that
customers can make withdrawals. The rest, however, is made available for loans.
The amount that is kept is called the reserve. The reserve must be a certain
percentage of all the savings received from customers — for example 20 per cent.
This figure is set by the central bank and this is one of the ways that governments
can control the amount of money circulating in the economy.
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Task 2. Now read the text again and answer these questions in your own words
What two reasons are given for saving your money in a bank account?

Why do people prefer to borrow money from banks?

Do banks do anything else for their customers other than store and lend money?
How do banks earn money?

Who decides how much money the bank keeps in reserve?

Speaking

Give a two-minute presentation on the history of money. First, read through text 1
again and make notes below on the following.

bartering
commodity money
fiat money

You can also include recent developments not mentioned in the text, such as credit
cards and digital money.

Writing

Write a promotional leaflet for a bank. The aim of the leaflet is to attract new
customers and to inform existing customers about the services the bank offers.

Use an informal, friendly style like you see in advertisements. Organise the leaflet
using the plan shown here.

Promotional Leaflet

Paragraph 1

Give a brief history of the bank and say how big it is today (to give confidence to
customers).

Paragraph 2.

Explain what your main services are and what advantages you offer compared to
other banks (for example, interest rates).

Paragraph 3.

Say what other services you offer and how they can be useful to your5 customers:
for example, special savings schemes for certain people (students / pension
schemes for workers) and Internet banking.

Paragraph 4.

Say how customers (or potential customers) can contact the bank (e-mail, web
page, phone number, local branches, etc).
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Write 200-250 words.
CJy10BapHBIH TUKTAHT

1 comprise - BKJIo4aTh

2 chair person - npeaceaaTelnb

3 board of directors - coBer aupexTOpoB

4 region - 006acTh

5 institutions - yupexxaeHue, 3aBeicHue, OpraHu3anus
6 strengthen - ykpenutb

7 empOoWer - HaJIeJTUTh ITOJTHOMOYHUSMH, BJOXHOBHTD
8 payment system - maTexkHasi cHCTEMa

9 ensure - obecrieunTh

10 representative - mpejcTaBUTEIb

11 executive bodies - opraHbl HCITOJHUTEIBLHON BIACTH
12 authority - BiacTb

13 treasury - ka3HaueNHcTBO

14 credit — kpeaut

15 initially — uznavansHO

16 preserve — coxpaHUTb

17 scope — ob6aacTh

18 employee — coTpy UK

19 transparent — mpo3padHsbIii

20 lobby — mpuémnas

21 preserve — coxpaHUTh

22 equity — cripaBeIITMBOCTh

23 focus on -o0paTuTh BHUMaHUE HA Y—IT

24 contribution -Bkian

25 exceed - npeBbIIIATH

26 restriction -orpanudeHue

27 current - TeKyuuit

28 participation —yuactue

30 due to - 6aromaps 4-i1, U3-3a

31 subsidiary - ¢uman
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JlekcuKo-rpaMMaTH4ecKMi TecT

1. An accountant who specializes in tax regulations.
A internal auditor

B tax accountant

C bookkeeper

2. Money that individuals and businesses are required to pay to a government.
A outflow

B tax

C overdraft

3. An accountant who records transactions.

A bookkeeper

B budget analyst

C overdraft

4. A hand-held device that performs mathematical operations.
A bulletin board

B copier

C calculator

5. The act of selling good below cost.

A net income

B dividend

C dumping

6. Something of value that a company owes.

A asset

B balance sheet

C cash flow

D depreciation

7. A machine that produces duplicates of paper documents.
A calculator

B copier

C fax machine

D cubicle divider

8. The act of exchanging goods or services for money.
A stabilizing

B specializing

C subtracting

D selling

9. The act of removing money from an account.

A trainee

B withdrawal

C sum

D sales price
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10. A person who has purchased a percentage of ownership of a company.
A file clerk

B dividend

C stockholder

D client

11. A device that encodes and sends paper documents over phone lines.
A paper clip

B laptop computer

C fax machine

D note pad

12. A state in which an item is no longer useful because it has been replaced
by more advanced alternatives.

A obsolescence

B operating margin

C payroll

D sales revenue

13. A machine that transfers documents from computer files to paper.
A landline phone

B mobile phone

C fax machine

D printer

14. Cash moving out of a company.

A inflow

B outflow

C asset

D excise tax

15. An employee who maintains files and records.

A budget analyst

B trainee

C file clerk

D internal auditor

16. The period used by organizations to prepare annual financial statements.
A fiscal year

B fixed asset

C income statement

D inflow

17. Cash coming into a company.

A governing body

B inflow

C income statement

D outflow
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18. An amount beyond what is needed.

A thin

B insufficient

C excessive

D upcoming

19. To purchase a company.

A buy out

B sue

C withdrawal

D transfer

20. An asset’s ability to be converted to cash.
A outflow

B inventory

C excise tax

D liquidity

21. An amount that is less what is needed.

A excessive

B insufficient

C immoral

D optimistic

22. Moving money from one account to another.
A transfer

B sell

C recover

D inform

23. A device used to talk to people across great distances using cables.
A landline phone

B mobile phone

C fax machine

D printer

24. Any amount of money that a company owes.
A overdraft

B property tax

C purchase invoice

D liability

25. The result of adding two or more numbers.
A multiplication

B subtraction

C division

D sum

26. A device used to talk to people across great distances using radio waves.
A fax machine

B copier

C landline phone

D mobile phone
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27. A certain amount of money that companies add to their costs when setting
sales prices.

A liability

B payroll

C markup

D sales price

28. A small device that holds sheets of paper together.

A paper clip

B note pad

C stapler

D floppy drive

29. A document that shows a company’s assets, liabilities, an equity at a
certain point in time.

A bulletin board

B depreciable asset

C balance sheet

D dividend

30. The amount of money that remains after all expenses have been deducted
from sales revenue.

A inflow

B net income

C outflow

D balance sheet
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Tema 2. ®panyaiizuur

.]I excuxo-zpammamu yeckKkue ynpaafcuenuﬂ
1. Read and translate the text

What is a Franchise?

Franchising is a method for expanding a business and distributing goods and
services through a licensing relationship. In franchising, franchisors (a person or
company that grants the license to a third party for the conducting of a business
under their marks) not only specify the products and services that will be offered
by the franchisees (a person or company who is granted the license to do business
under the trademark and trade name by the franchisor), but also provide them with
brand and support.

Business Format Franchising

There are two different types of franchising relationships. Business Format
Franchising is the type most identifiable to the average person. In a business
format franchise relationship the franchisor provides to the franchisee not just its
trade name, products and services, but also training on how to implement the
services. The franchisee generally receives site selection and development support, operating
manuals, training, brand standards, quality control, a marketing strategy and business

Traditional or Product Distribution

While less identified with franchising, traditional or product distribution
franchising is actually larger in total sales than business format franchising. In a
traditional franchise, the focus is not on the system of doing business, but mainly
on the products manufactured or supplied by the franchisor to the franchisee. In
most, but not in all situations, the manufactured products generally need pre- and
post-sale service as found in the automobile industry. Examples of traditional or
product distribution franchising can be found in the bottling, gasoline, automotive
and other manufacturers.

Franchising is About Relationships

Many people, when they think of franchising, focus first on the law. While
the law is certainly important, it is not the central thing to understand about
franchising. At its core, franchising is about the franchisor’s brand value, how the
franchisor supports its franchisees, how the franchisee meets its obligations to
deliver the products and ser- vices to the system’s brand standards and most
importantly — franchising is about the relationship that the franchisor has with its
franchisees. In a survey by Franchise Business Review on franchisees’ relationship
with their franchisors it was determined:

90 percent enjoy operating their business,

88 percent of franchisees enjoy being part of their organization,

85 percent feel positive about their affiliation with their franchisor,

83 percent respect their franchisor,

80 percent feel their franchisor operates with a high level of honesty,

78 percent would recommend their franchise brand to others, and

73 percent would “Do it all over again” if they had the option.
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Franchising is About Brands

A franchisor’s brand is its most valuable asset and consumers decide which
business to shop at and how often to frequent that business based on what they
know, or think they know, about the brand. To a certain extent consumers really
don’t care who owns the business so long as their brand expectations are met. If
you become a franchisee, you will certainly be developing a relation- ship with
your customers to maintain their loyalty, and most certainly customers will choose
to purchase from you because of the quality of your services and the personal
relationship you establish with them. But first and foremost, they have trust in the
brand to meet their expectations, and the franchisor and the other franchisees in the
system rely upon you to meet those expectations.

Franchising is About Systems and Support

Great franchisors provide systems, tools and support so that their franchisees
can live up to the system’s brand standards and ensure customer satisfaction. And,
franchisors and all of the other franchisees expect that you will independently
manage the day-to-day operation of your businesses so that you will enhance the
reputation of the company in your market area. When selecting a franchise system
to invest in, you want to evaluate the types of support you will be provided and
how well the franchisor is managing the evolution of the products and services so
that it keeps up with changing consumer expectations. Some of the more common
services that franchisors provide to franchisees include:
A recognized brand name,
Site selection and site development assistance,
Training for you and your management team,
Research and development of new products and services,
Headquarters and field support,
Initial and continuing marketing and advisory services

You want to select a franchisor that routinely and effectively enforces

system standards. This is important to you as enforcement of brand standards by
the franchisor is meant to protect franchisees from the possible bad acts of other
franchisees that share the brand with them. Since customers see franchise systems
as a branded chain of operations, great products and services delivered by one
franchisee benefits the entire system. The opposite is also true.

Franchising is also a Contractual Relationship

While from the public’s vantage point, franchises look like any other chain
of branded businesses, they are very different. In a franchise system, the owner of
the brand does not manage and operate the lo- cations that serve consumers their
products and services on a day-to-day basis. Serving the consumer is the role and
responsibility of the franchisee.

Franchising is a contractual relationship between a licensor (franchisor) and
a licensee (franchisee) that allows the business owner to use the licensor’s brand
and method of doing business to distribute products or services to consumers.
While every franchise is a license, not every li- cense is a franchise under the law.
Some- times that can be very confusing.
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In the United States, a franchise is a specific type of licensing arrangement
defined by the Federal Trade Commission and also by several states. In the United
States a franchise generally exists when:

e The franchisor licenses a franchisee the right to use its trade or service mark;

e To identify the franchisee’s business in marketing a product or ser- vice using
the franchisor’s operating methods;

e The franchisor provides the franchisee with support and exercises certain
controls; and,

e The franchisee pays the franchisor a franchise fee.

The definition of a franchise is not uniform in every state. Some states for
example, may also include a marketing plan or community of interest provision in
the definition. The definition of what is a franchise can vary significantly under the
laws in some states and it is important that you don’t simply rely on the federal
definition of a franchise in understanding any particular state’s requirements.

Put another way, in a franchise a business (the franchisor) licenses its trade
name (the brand, such as BrightStar Care or Sport Clips) and its operating methods
(its system of doing business) to a person or group operating within a specific
territory or location (the franchisee), which agrees to operate its business according
to the terms of a contract (the franchising agreement). The franchisor provides the
franchisee with franchising leadership and support and exercises some controls to
ensure the franchisee’s adherence to brand guidelines.

In exchange, the franchisee usually pays the franchisor a one-time initial fee
(the franchise fee) and a continuing fee (known as a royalty) for the use of the
franchisor’s trade name and operating methods. The franchisee is responsible for
the day-to-day management of its independently owned business and benefits or
risks loss based on his own performance and capabilities.

Investing in a franchise or becoming a franchisor can be a great opportunity.
But before you select any franchise investment and sign any franchise agreement,
do your homework, understand what the franchise system is offering and get the
support of a qualified franchise lawyer and business advisor.

2. Now read the text again and answer these questions in your own words

1. What are the primary differences between "Business Format Franchising" and
"Traditional or Product Distribution Franchising," and which type accounts for
larger total sales according to the source?

2. Beyond legal aspects, how does the text emphasize the importance of
relationships, brands, and systems/support as core elements of franchising?

3. According to the text, what specific types of support services do "great
franchisors" typically provide to their franchisees to ensure brand standards and
customer satisfaction?

4. How is a franchise generally defined in the United States by the Federal Trade
Commission, and why is it crucial for potential franchisees not to rely solely on
this federal definition when considering state requirements?
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5. What are the typical financial obligations a franchisee has to a franchisor, and
what are the franchisee's main responsibilities and potential outcomes regarding
their independently owned business?

3. Cnosapubwtii Ouxmanm
Franchising

Franchisor

Franchisee

Brand

System

Support

License

Contractual Relationship
. Royalty

0.Business Format Franchising

Hoo~NooOGkwhE

4. JIexcuko-zpammamuueckuii mecm

1. Vocabulary (Roles in Franchising) A IS a person or company that
grants the license to a third party for the conducting of a business under their
marks.

A) franchisee

B) franchisor

C) licensee

D) consumer

2. Concept (Types of Franchising) While less identified with franchising,
is actually larger in total sales than business format franchising, focusing
mainly on the products manufactured or supplied by the franchisor.

A) Business Format Franchising

B) Traditional or Product Distribution Franchising

C) Service Franchising

D) International Franchising

3. Grammar/Vocabulary (Franchisee Satisfaction) According to a survey
mentioned in the text, 90 percent of franchisees operating their
business.

A) hesitate to

B) enjoy

C) regret

D) neglect
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4. Vocabulary (Franchisor's Asset) A franchisor’s IS its most valuable
asset, as consumers decide which business to shop at based on what they know
about it.

A) legal team

B) operating manual

C) brand

D) initial fee

5. Concept (Nature of Relationship) Franchising is described as a
relationship between a licensor (franchisor) and a licensee (franchisee).

A) casual

B) temporary

C) contractual

D) voluntary

6. Grammar/VVocabulary (US Definition Criteria) In the United States, a
franchise generally exists when, among other conditions, the franchisee
the franchisor a franchise fee.

A) receives from

B) pays

C) owes to

D) lends to

7. Vocabulary (Franchisee's Responsibility) The franchisee is responsible for the
management of its independently owned business.

A) strategic

B) long-term

C) day-to-day

D) financial
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IIpoMeKyTOYHBIN KOHTPOJIb

Ilepeuenv 6onpocoe 01 N0O020MOBKU K 3auemy

VK-3 (1-6)
1 cemecmp

Tema 1. OcHOBBI OU3HECA
Byl On3Heca 1 OM3HEC-KOMITAHUHA
Opranu3anmoHHas CTPyKTypa YaCTHOW OM3HEC-KOMITaHUN

Tema 2. CTaKupoBKH
Bue! ctaxxnpoBok

Tema 3. PaboTa ¢ KJIMeHTaMH

OO11eHue ¢ KIMEHTaMHA

TenepoHHBIC PAa3rOBOPHI

Pa3roBopHbIe KIIHIIIE AT ISJIOBOTO OOIICHHS 110 TeICHOHY
JlenoBas mepemnucka

Bupl nenoBbix nuceM. IIpaBuiia opopMiIeHUS ACIOBBIX THCEM

Tema 4. IIpousBoacTBeHHbIN MpoLecc
[Ipon3BOACTBEHHBIN LUK

Tema 5. YcrpoiicTBo Ha padoTy
Pe3roMe u compoBOAUTENBHOE MUCHMO
CobecenoBanue nMpu yCTPONCTBE HA PabOTy

Tema 6. MapkeTHHT M IPOJAA’kKAa TOBAPOB
Bup! nesarenbHOCTH OTEIa MAPKETUHTA U OTAENA ITPOIAK

2 cemecmp
Tema 7. IlpeanpuHUMAaTEILCTBO
Bue! npeanpuHuMarenbcTBa
Pucku npu co3nanuu HOBOM OM3HEC-KOMITAHUU
Kax nauaTb cBOM OM3HecC?

Tema 8. UndopMannoHHbIE TEXHOJIOTHH

KoMIoHeHThI KOMIBIOTEPHON HH(POPMALIMOHHON CUCTEMBI
HNupopmalinoHHbIE TEXHOJIOTUN KaK aKaJeMUYecKas JUCIUILTHHA
[IpenmymiecTBa 1 HEAOCTATKU UHPOPMAITMOHHBIX TEXHOIOTHIA
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Tema 9. IIpogeccnu B 06,1acTH MHGPOPMAITHOHHBIX TEXHOJIOT U
Pa3paboTunku nporpaMMHOTO 00ecrieyeHMsI
CucreMHbIe aHATUTUKH

Tema 10. KomnblorepHblie cucTEMbI
Tunbel KOMIIBIOTEPHBIX CUCTEM
['11aBHBIE KOMITOHEHTHI KOMIIBIOTEPHBIX CUCTEM

Tema 11. Ilepudepuiinbie ycrpoicrea
Pasznuunsie nepudepuiiabie ycTpoiicTa

3 cemecmp
Tema 1. busHec-pacxoasl
duKcUpOBaHHBIE U IEPEMEHHBIE 3aTPaThl OM3HEC-KOMITAHUMA
NuBectuunn
[Tpu6bLIB, 3aTpaThl U MIIATEXKH
OuKCUpPOBAHHBIC U TEPEMEHHBIE 3aTPAThl JIMYHOTO OIOKETa

Tema 2. @panyail3uur
@paHYali3UHT — CYTh MTOHATHSI U MEXAHU3MBI

Tema 3. Undopmanus 1 HHPOPMALHOHHBIE CHCTEMBI

NudopmanmoHHas cuctemMa u €€ COCTaBIISIOIINE
VYnpasienue HHGOPMALIMOHHBIMU CUCTEMaMU
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Ilepeuenv 6onpocoe 051 N0O20MOBKU K IK3AMEH)
VK-3 (1-6)

Tema 1. OcHoBBI OM3HECA
Buaer OuszHeca u OM3HEC-KOMITAaHHUN
OpraHu3aimoHHas CTPYKTypa 4aCTHON OM3HEC-KOMITAaHUH

Tema 2. CTakupoBKH
Buab! ctaxxnpoBok

Tema 3. Pa0bora ¢ KJIMeHTaMH

OOm1eHue ¢ KIMEeHTaMH

Tenegonnbie pa3roBopsl

PazroBopHbIe KiHIIIE 1715 ISI0OBOTO OOIIEHUS 110 TenehoHy
JlenoBasi riepernucka

Bunsr nenoseix nmucem. IlpaBuiia ohopMieHus 1eTOBBIX MTHUCEM

Tema 4. IIpon3BoaACTBEeHHBIN MpoLECC
[Ipon3BOACTBEHHBIN UK

Tema 5. YcerpoiicTBo Ha padory
Pe3roMe u conpoBOAUTENBHOE MUCHMO
CobecenoBanue Mpu ycTpoOMCTBE Ha pabOTy

Tema 6. MapkeTHHT U IPOJAAXKA TOBAPOB
Buzpl nedarenbHOCTH OTIEea MApKETUHTA U OTIEIIA ITPOIAK

Tema 7. IIpeanpuHUMAaTEILCTBO

Bunbl npeanpuHuMaTenbcTBa

Pucku nmpu co3manuu HOBOM OM3HEC-KOMITAHUH
Kak Hauats cBoit OuzHec?

Tema 8. UndopMannoHHbIE TEXHOJIOTHA

KoMIoHeHThl KOMIBIOTEPHOM HHPOPMALIMOHHON CUCTEMBbI
NudopmanimoHHble TEXHOJIOTUH KaK akaJieMuuecKasi AUCIUILINHA
[IpeumyiiecTBa 1 HETOCTATKU MH(DOPMAITUOHHBIX TEXHOIOTUH

Tema 9. IIpogeccun B 00,1acTH HHPOPMALMOHHBIX TEXHOJIOTHH
PazpaboTunku mporpaMMHOTO obecriedeHus
CucTeMHbIE aHATTUTUKU

Tema 10. KomnbroTepHbie cCHCTEMBbI

Turnsl KOMIIBIOTCPHBIX CHUCTEM
I'maBHBIE KOMITOHEHTBI KOMIIBIOTCPHBIX CUCTEM
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Tema 11. Ilepudepuiinbie ycrpoicrea
Paznuunbie nepudepuiinbie ycTponcTBa

Tema 1. busHec-pacxoabl

duKCUpOBaHHbIC U TIEPEMEHHBIC 3aTPaThl OM3HEC-KOMITAaHUH
HNusectuimumn

[TpuGbLIB, 3aTpPaThl U IUIATECIKH

@uKCUPOBAHHBIE U IEPEMEHHBIC 3aTPAThl TUYHOTO OIOKETa

Tema 2. @panyaii3uHr
@paHYal3UHT — CYTh NOHATHS U MEXAHU3MBI

Tema 3. Undopmanus 1 ”HPOPMALUOHHBIE CHCTEMBI
WNupopmaninoHHast cucreMa u €€ COCTaBIIAIOIINE
VYnpasnenue HHPOPMAIMOHHBIMU CUCTEMaMU

Tema 4. TexHoJoruyeckue ¥  COIHAJbHBIE  COCTABJISIIONINE
KOMIIbIOTEPHbIX HHPOPMAUOHHBIX CUCTEM

DIeMEHThI KOMIIBIOTEPHON HHGOPMAIIMOHHON CHCTEMBI

busnec-uHpopmaTrKa KaK akaJIeMUUIECKOE HaMpaBIeHUE 00yUeHUS

Tema 5. Knaccupukanusa u pyHkuuu HHGOPMALUOHHBIX CHCTEM
Bunbl uH(OpMAaIIMOHHBIX CUCTEM, UX IPEUMYLIECTBA U HEJOCTATKU
CxeMa (hyHKIIMOHUPOBaHUS MH(DPOPMALTMOHHBIX CUCTEM

Tema 6. PazpaGorka crparermu HCHOJb30BAHMS HH(OPMALMOHHBIX
cucTemM

Crpareruu UCNOIb30BaHUS HHPOPMAIIMOHHBIX CUCTEM

Hcnonp3zoBanne nHOOPMAITMOHHBIX CUCTEM B OM3HECE
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ONOUTEWNE

Hepequb 80NpPOCO8 NO cpammamuke d]lﬂ I’ZOOZOI’I’ZOGKM K zauenty
VK-3 (1-6)

MHOKECTBEHHOE YHCIIO CYIIECTBUTEIBHBIX

[TputsxarenbHbIN Ak CYIIECTBUTEIbHBIX

ApTUKITH (OCHOBHBIE MPaBUiIa YIOTPEOICHUS

MectonmeHnust (JIMYHbIC, IPUTSDKATEIbHBIC, YKa3aTelIbHbIE, SOmMe, any)
YucnuTenbHble (KOJIMYECTBEHHBIE U TIOPSKOBBIE, IPOOHBIC)

CreneHu cpaBHEHHS TIPUJIaraTeIbHBIX U HAPCUHA

Oo6opor there is/there are

Cucrema BpeMeH aHITIMiickoro riaroia - Present, Past, Future (Simple,

Contlnuous Perfect, Perfect Continuous)

9.

10.
11.
12.
13.
14.
15.
16.

HenpaBuibHbIE TTIATOITBI

CornacoBaHue BpeMeH

CrpanarenbHblii 3a10T

MopanbHbIe T1arojbl U MX SKBUBAJICHTHI: Can, may, must, have to, should
Hemuunsie popmel rarona. Mudunutys: GyHKIMN HHOUHUTHBA
[Tpnyactue [ u 1

O060pOT «OOBEKTHBIN MaIekK ¢ UHOUHUTUBOM U IPUIACTUEM))
I'epynaumii. CocnararenbHOE HaKJIOHEHHE
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BapuanTsl 3a4eTHbIX 011eTOB (1 cemecTp)

| BapuanT

Trade is buying and selling goods and services. Trade occurs because people
need and want things that others produce.

Trade that takes place within a single country is called domestic trade.
International trade is the exchange of goods and services between nations. It is also
called world trade or foreign trade.

Trade in the USA is carried out mainly by private persons and businesses.
Government is more important as a buyer than as a seller. The United States is one
of the world’s leading trading nations.

About 40% of annual US production of cotton, tobacco and wheat is
exported. Businesses producing computer equipment machinery also export their
goods.

Americans import many raw materials and foods. They include: coffee,
copper, nickel, oil and tea.

Trade helps people enjoy a higher standard of living. People can obtain more
goods and services at lower price.

. [IpounTaiiTe TEKCT U TaiTE OTBETHI HA CIECAYIOLINE BOMPOCHI:
. What is trade?

. Why do you think trade occurs?

. What is called domestic trade?

. What is called world trade?

. What do Americans import?

O WDNPEFE~—

[\

. Hanmumwure 3 yTBEpKI€HUS, HE COOTBETCTBYIOIIUE COJEPHKAHUIO TEKCTA.

. Haiinnte cooTBeTCTBUA (YKAKUTE CTPEIIKAMU)
. domestic 1. production

.annual 2. materials

. raw3. trade

. higher 4. price

. lower 5. standard

O WDNPEFE W

4. OTpearupyiTe Ha YTBEPKIACHHUS, IOJUYEPKHUTE BEPHOE.
1. Trade in the USA is carried out mainly by private persons. Quite right/
You are mistaken
2. Businesses producing computer equipment never export their goods.
Quite right/ You are mistaken
3. People can obtain more goods at higher price  Quite right/ You are
mistaken
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5. CocTaBbTe ILIaH MepecKasa
6. O3aryiaBpTe TEKCT

7. PackpoiiTe ckoOku

1. Today Simon (to walk) home from school.

2.  Simon always (to  walk) because he (to
hate) the bus.

3. Now he (to run) because he is hungry.

4. 1 (to be) ina hurry.

5. My friends (to wait) for me now.

6. My brother (to go) to the country with us next year.

7. We (to go) to the institute tomorrow.

8. I (to meet) just our teacher.

9. I never (to visit) this place.

10. I (to work) at the office at 3 o’clock yesterday.

8. ITocTaBbTe CICOYIOIINC MMpCaJIOKCHUA B BOIIPOCUTCIIBHYIO n
OTpHUIIATEIBHYIO (POPMBI.

1. The contract will be ready the day after tomorrow.

2. We have done business with this firm.

3. She has phoned you this morning.

Il BapuanT

International trade is the exchange of goods and services between countries.
It is distinguished from domestic trade, which takes place entirely within a single
country. International trade is sometimes called world trade or foreign trade.

International trade permits countries to specialize in producing things they
make with resources they have.

By the early 1990’s world trade amounted about $ 3.5 trillion a year. The
world’s leading exporting nations were Germany, the United States, Japan, France,
and the United Kingdom. Most world trade is carried out by private exporters and
importers.

Various international organizations cooperate in world trade matters.

For example, the Organization for Economic Cooperation and Development
was formed to help the economic growth of its members. Its members include
Canada, Mexico, the USA, Japan, and most of the nations of Western Europe.

1. ITpounTaiiTe TEKCT U AATE OTBETHI HA CIEAYIOIINE BOMPOCHI:
1. What is international trade?

2. What is domestic trade?

3. What are the world’s leading exporting countries?

4. What can you say about the amount of world trade by 1990?
5. Why was the Organization for Economic Cooperation formed for?

2. Hanumure 3 yTBEpKAEHUS, HE COOTBETCTBYIOLME CONEPHKAHUIO TEKCTA.
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. Haiinute cooTBeTCTBUA (YKOKHUTE CTPEIIKAMH)
. international 1. matters

. exporting 2. producing

. trade 3. growth

. to specialize in 4. nations

. economic 5. trade

OO WNPEFE W

4. OtpearupyiTe Ha YTBEPKIACHUS, IOJTUEPKHUTE BEPHOE.

1. International trade is sometimes called world trap. 1. Just on the

contrary/ Quite right
2. Domestic trade takes place entirely within one country
contrary/ Quite right

2. Just on the

3. Various international organizations can’t cooperate in world trade matters

3. Just on the contrary/ Quite right
5. CocraBbTe IU1aH IICpeCKasa

6. O3ariaBbTe TEKCT

7. PackpoiiTe ckoOKu

1. Our office (to sell) a lot of goods to foreign firms.

2. The director usually (to receive) businessmen at half
past ten.

3. We often (to communicate) by fax.

4. He (to be) translating a letter now.

5. We (to be) going to the performance now.

6. Ann (to be) working at 5 o’clock yesterday.

7. When | came home my wife (to be) cooking dinner.

8. Last Tuesday I (to finish) my work at 6 o’clock
yesterday.

9. Yesterday | (to get) a good mark.

8. IloctaBpTe cnemaylomye TMPEAIOKEHUS B BONPOCUTEIBHYIO H

OTPULIATEIBHYIO (POPMBI.
1. He will do business with us next month.
2. Many companies have produced computer equipment lately.
3. Mr.Bunin has never been to London.
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[l BapuanT

Trade is important both for developed and developing nations. The
economic systems of most countries have a certain specialization. Specialization
makes trade necessary because people do not produce everything they need
themselves.

The geographic extent of trade differs greatly. In some cases, the buyers and
sellers are from all parts of the world.

Large amounts of goods and services are purchased by individual buyers
who buy such things as dresses, food, etc.

Businesses buy the raw materials and capital equipment. For example,
France is a highly developed industrial country.

It is rich and powerful. France has great automobile, chemical and steel
industries. France stands fifth among the countries of the world in its trade with
other nations, as measured by exports.

France is a major producer of industrial machinery and does business with
many countries of the world.

Her trade contracts are developing from year to year. Now France has trade
contacts with a lot of countries and foreign trade helps her to have good profits.

. HquHTafITC TEKCT U z[aﬁTe OTBCTHI Ha CJICAYIOIIHNC BOIIPOCHI:
. Why do you think specialization makes trade necessary?

. What do buyers buy?

. What do businesses buy?

. What is France rich in?

. Whom does France do business with?

OO OWODNPEFE —

[\

. Hanmumwure 3 yTBEpKIeHUsI, HE COOTBETCTBYIOIIUE COJEPHKAHUIO TEKCTA.

. Halimute cooTBeTCTBUS (YKaKUTE CTPEIIKAMHU )
. economic 1. goods

. amount of 2. country

. developed 3. contracts

. trade 4. specialization

.certain 5. system

O WDNPEP W

4. OTpearupyiTe Ha YTBEPKIACHHUS, IOJUYEPKHUTE BEPHOE.

1.Trade is important only for developed countries 1.Yes, quite so/ I don’t
think so

2. The geographic extent of trade differs greatly. 2. .Yes, quite so/ I don’t
think so

3. France stands first among the countries of the world in its trade. 3. .Yes,
quite so/ I don’t think so

5. CocTaBbTe MIIaH MepecKasa
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6. O3aryaBpTe TEKCT

7. PackpoiiTe ckoOku
1. My friend (to work)

at an office.

2. They (to want)

to publish this book.

3. Henry usually (to wear)

glasses.

4. Last week she (to write)

a funny story about her friend.

5. Her brother (to make)

a tour of Europe last

summer.
6. We (to discuss)

the contract tomorrow.

7. They (to have)

a holiday next month.

8. He (to be) never in Paris.

9. We (to do business) with this firm
lately.

10. We (to translate) an article

when you came in.
11. Mr. Black (to answer)

an enquiry at 9

o’clock in the morning.

8. . [IlocraBbTe cdicayromue IpCHIOKCHHUA B  BOIIPOCUTCIIBHYIO H

OTpHUIIATEIBHYIO (POPMBI.

1. I shall phone you in half an hour.
2. Our country has already exported different kinds of goods.

3. I have never swum in the sea.
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BapuaHThbI 3a4eTHBIX 011€TOB (2 cemecTp)

1 BapuaHT

Credit - transactions between two parties in which one (the creditor or

lender) supplies money, goods, services, or securities in return for a promised
future payment by the other.
Credit given is an indication of trust in that person to pay for the goods given or
money lent. Credit transactions normally include the payment of interest to the
lender. Credit may be extended by public or private institutions to finance business
activities, agricultural operations, consumer expenditures, or government projects.
Most modern credit is extended through specialized financial institutions, of which
commercial banks are the oldest and most important.

The lender must judge each loan he makes on the basis of the character of
the borrower, his capacity to repay, and his collateral (property or other goods that
you promise to give someone if you cannot pay back the money they lent
you).Loan is an amount of money that you borrow from a bank. Customers and
lenders may publicly regulate the terms of credit transactions to prevent abuses.

|. IlpounTaiiTe TEKCT U HAMMMIIKUTE OTBETHI HA CJICIYIOIINE BOTIPOCHI:
1. What is meant by the term “credit™?

2. How is the modern credit extended?

3. What does the debtor’s collateral imply?

4. Who may publicly regulate the terms of credit?

Il. Otpearupyiite Ha yTBepx)acHUE. [loguepKHUTE COOTBETCTBYIOIIYIO PEUYEBYIO
popmy.

1. Credit doesn’t include the payment of interest to the lender. (That’s right/ That’s
wrong)

2. The lender must appreciate each loan. (No doubt/ You are mistaken)

3. The lender must judge the borrower’s pledge. (Sure/ Of course not)

4. Credit transactions normally include the payment of interest to the lender.
(You’re mistaken/ You’re right)
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I11. HaitnuTe onpenenenusi, COOTBETCTBYIOIIUE TEPMHUHAM:

Definition Term
1.is someone who money is owned to a. loan
2. i1s someone who owes money b. creditor

3.the amount of money received during | c. debtor
a given period

4. is an amount of money that you d. income
borrow from a bank

V. Oxapakrepusyiire:
1. KpenuTHBIE ONIEpalun
2. KpeauTopa

V. Hanummre 5 YTBep)KHGHHﬁ, HC COOTBCTCTBYIOIIUX 3HAYCHHIO TCKCTA

V1. BeImUIuTe Kak MOKHO OOJIBIIIE CIIOBOCOUYETAHMI CO CJIOBAMMU:
credit lender loan

VIIl. Hanummre ninaH nepeckasa TeKCTa 1Mo MATH MTyHKTaM.

VIII. OtBeThTe Ha MPOOIIEMHBIN BOTIPOC:
Why do you think the lender must judge each loan?

IX. 3akoHUMTE PENIOKEHUS], B COOTBETCTBUU C COJICPKAHUEM TEKCTA:
1.Credit means
2. Credit transactions include
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2 BapHaHT

Bank — an institution that deals in money and provides other financial

services. Banks accept deposits and make loans and derive a profit from the
difference in the interest rates.
The two major classes of banks are commercial and central banks. Commercial
banks accept savings deposits, make loans and other investments, and offer
financial services that facilitate the exchange of funds among individuals and
institutions. In addition to the profit derived from the difference in the interest
rates, commercial banks charge fees for various services.

Central banks are involved in the issue of money and maintain the country’s
foreign currency reserves. Central banks maintain the accounts of other banks and
supervise their activities. Central banks act as bankers to governments and as
lenders to commercial banks in the case of a financial crisis. Central banks also
play a significant psychological role as guarantors of the monetary system.

l. HpO‘{HTaﬁTC TCKCT U HAITMIIHUTC OTBCTHI HAa CJIICAYIOITHUC BOIIPOCHI:
1. What is meant by the term “bank”?

2. What are the two major classes of banks?

3. What do commercial banks accept?

4. What do central banks maintain?

I1. Otpearupyiite Ha yTBepxkAcHUE. [[0JUEPKHUTE COOTBETCTBYIOILYIO PEUYEBYIO
hopmy.

1. Bank gives various financial services. (That’s right/ That’s wrong)

2. Central banks act as bankers to organized crime. (No doubt/ You are mistaken)
3. Central banks act as the designers of default. (Sure/ Of course not)

4. Banks receive deposits. (Just on the contrary/ Sure)

I11. HaitauTe onpeneneHusi COOTBETCTBYIOIIUM TEPMUHAM

Definition Term

1. the amount of money received during | a. manager
a given period

2. agreement to supply goods, do work | b. lender
etc. at a fixed price

3. person who lends money c. contract
4. person who controls the business, a d. income
hotel etc.
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IV. Oxapakrepusyiire:
1. komMMepueckuii GaHK
2. eHTpaJIbHBIA OaHK

V. Hanmumure 5 yTBEpKI€HU, HE COOTBETCTBYIOIIMX 3HAYEHUIO TEKCTA
VI. Beimumure Kak MOXKHO OOJIbIIIE CJIOBOCOYETAHUI CO CIIOBAMH:
bank savings financial

VII. Hanummre mian IICPCCKa3a TCKCTA IIO IIATH ITYHKTaM

VIII. OtBeTbTe HAa MPOOIIEMHBIN BOIPOC:
Why do you think banks make loans?

IX. 3akoHUHMTE ClenyIOIME TPEAT0KEHHUS] B COOTBETCTBUH C TEKCTOM

1. savings deposits, make loans and other investments.
2. Central banks are involved
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3 BapuaHT

Credit union — a system, popular in North America, by which people with a
common bond — membership of the same club, church, tenant’s associations or
trade union — can get to put their savings (all the money that one has saved,
especially in a bank) into a joint fund. Members can then apply to borrow from the
fund and make repayments at an annual rate of interest of 12 per cent. The loans
are usually short-term consumer loans, mainly for automobiles, household needs,
medical debts, and emergencies. In less developed countries these loans are
particularly important, constituting the only credit source for many people, and are
used primarily for farm production and small business enterprise.

Credit unions generally operate under government charter and supervision.
At annual meetings, the members elect the directors, the credit committee, and the
supervisory committee. The Credit Union Act 1979 included the following: 1.the
minimum membership shall be 21 and the maximum 500; 2. the maximum savings
permitted per person too be 3000%; 3. the unions must be non-profit making and
the purpose is to provide a service to its members.

|. IIpounTaiiTe TEKCT U HAMMMIIKUTE OTBETHI HA CJICIYIOIINE BOTIPOCHI:

1. Can the members of credit unions apply to borrow from the feud?
2. What is the annual rate of interest?

3. How do credit unions operate?

4. Whom do the members elect annually?

Il. Otpearupyiite Ha yTBepKAcHUE. [oqUEPKHUTE COOTBETCTBYIOIIYIO PEUYCBYIO
dbopmy.

1. People can cooperate together to put their savings into joint fund. (That’s right/
That’s wrong)

2. The members make repayments at rate of interest of 15%. (No doubt/ You are
mistaken)

3. These loans compose the only credit source for major concerns. (Sure/ Of course
not)

4. The unions must be non-profit making. (Just on the contrary/ Sure)

I11. HaitauTe onpeneneHusi COOTBETCTBYIOIIUM TEPMUHAM
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Definition Term

1. is a piece of plastic, bearing the name | a. loan
and computer number of the holder

2. the risk that a lender will not be able | b. credit card
to give back the loan

3. one whose occupation is the keeping | c. credit risk
of accounts

4. is an amount of money that you d. accountant
borrow from a bank etc.

V. Oxapakrepusyiire:
1. KpeAUTHBIE COIO3bI B PA3BUBAIOIINXCSA CTPAHAX
2. KpEAUTHBIE COIO3bI B Pa3BUTHIX CTpaHaX

V. Hanummre 5 YTBep)KHGHHﬁ, HC COOTBCTCTBYIOIIUX 3HAYCHHIO TCKCTA

V1. Beinuimre kak MOKHO OOJIBIIIE CJIOBOCOYETAHUI CO CIIOBAMU:
union loan savings

VII. Hanummre ninaH nepeckasa TeKCTa 1Mo MATH MyHKTaM

VIII. OtBeThTe Ha MPOOIIEMHBIN BOTIPOC:
Why do people join credit unions?

IX. 3akoHUHUTE ClenyIOIUe NPEAT0KEHHUS] B COOTBETCTBUU C TEKCTOM

1. Members can then apply to borrow
2. Credit unions generally operate
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